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@ Treba demonstrirati duboko poznavanje posla,
trzista i poslovnog modela

Na jednostavan i razumljiv nacin sazima

kljuCne elemente vaseg biznisa, ne vase ideje

Podloga je prezentaciji uzivo ali Cesto sluzi i

o)
L2
PITCH ne kao samostalan dokument koji se Salje
LR EVER ‘
Snimka je trenutnog stanja i razmisljanjais ve¢ PRODAJE!

vremenom i feedback-om se mijenja \ O
o |

Biti Ce preispitan i testiran u detalje od strane Q —Eij]_J podrska (inkubatori, akceleratori) navikli

1
investitora )&

f | prezentacio

1

Obic¢no sadrzi 12-15 (standardnih) slajdova i

tijek na koji su investitori i profesionalna
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INVESTITORI

Najdetaljnija/najfokusiranija prezentacija s vrlo specificnim ciljem

INKUBATORI [ AKCELERATORI [ PARTNERI / ...

Malo skracenija verzija od one za investitore

MEDIJI /[ EVENTI / KLIJENTI ...

Verzija s naglaskom na trziSnu stranu bez financija i procesa

JAVNOST

G
v Bazicna verzija prezentacije s fokusom na potrebu i proizvod

) erezentacija
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© © ® ©

5s 30s 1min 2-3min 5-6min 10-20min

x Pitch za demo Pitch za
1 liner : 2 . |
day/javnost investitore

Brzi pitch za
evente

Elevator pitch ] ‘ 60s Story

it | prezentacio



Kompleksnost 1

prezentacije

Proizvod

Profitabilnost

Ulagaci

Investicija za

©)

i

Pre-Seed & Angel

SeriesA, B, C g
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Ideja/U razvoju/rana beta
Nema
Nema

FFF (+Angels)

Napraviti MVP & lansirati
proizvod; zaposljavanje

Prva verzija na trzistu

Nekoliko (direktni kontakti
Osnivaca)

Nema, ali postaje jasnije Sto bi
trebalo napraviti

Seed fondovi

Pocetni rast uz razumnu
jedini¢nu ekonomiku

r|: | prezentacia

Poboljsane verzije pocetnog
proizvoda

Rastuci broj korisnika
Josne...

Fondovi

Rast/odrzanje do dostizanja
parametara za slijedecu rundu

Zadovoljni klijenti, upsell
proizvodi u razvoju

Prvi klijenti ve¢ obnavljaju
ugovore

Poneki break-even znakovi

Series A&B fondovi, VC

Skaliranje (priprema za Series C

i dalje, IPO)
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What Should be on your Anatomy of the 10 Minute Pitch STRUCTURE of a pitCh deck

siteh deck? PITCH TEMPLATE SLIDES ORDER

according to VC's and succesful startups

The Teaser

5 Airbnb S
500 Guy Sequoia NextView Crowd Pitch iy fpfiead] calbi o
Startups ki  Capital funder
P P Deck
N Ve The Business
Slides 1 10 1 15+ 12 13 8 9 10 1"
) — — iy
Executive = T
Summary s
Problem P P P P °® P 4
Solution/Value
* *
Proposition ® ° ° ° e B PITCH PERFECT X The Flow (*Not* a slide in your deck)
WHAT GOES INTO THE PERFECT PITCH DECK? pitch deck
AT 1 1 1 1 1 1. Welcome - Your big idea - you have 10 seconds to engage your audience resentation?
Market Validation/ % & ¥ . ‘@ Mission & . Prablem / . Target . gy YourProduct/ x| 5] Business . . ‘ . o ‘ P
Why Now? People : Opportunity audience : Service : 2 jodel : 2. Problem - The problem you solve and who you solve it for —_—
: : H : : i snomas somtaos
b Define the Company ma  ® » Describe the pain : b whatesthe Company's % ¥ Product features & H b Rwerue & prcing model & 3. Solution — Your solution with compelling benefits e e oo nM(:;g!...x
single concioe statement  » opportunity you are H value propasition? H srchitecturs = | » sverage tfetme vatie or = Tk (Epdd e e
Product . . . » Founders and ey : sddressing T |+ oefine the customer D | > secretssuce orinteliectual 3 o H 4. Product - Your product and hew it works in 3 simple steps " e f— B e
personnel - » How 5 the customer dealing file H proparts N entribution  Prof . "
» Adviors, Board o Directors. & it it todny HE Q4B (s I : 5. Business Model - How you make meney o ° a o
Market Size . . . . b Vour netevark H H g T > e dsrctope T | b Reqlatory considerstion: { 6. Traction - Proof that your customers/users love your product
= = => > = 7. Market - How much monay you could make if you dominate your market
Business Model @ ® L @ ® @ 1 1 1 1 1 8. Competition — Your competitors and why your product r than theirs )
: Competitive -] [l H Financial ] Status, H i N N -
Undetlying Magic . . . Go-to-market  + Analysis t | ool rraction : Projections Timeline, Extt & 9. Growth - How you will acquire and retain customers, profitably and at scale @ e e e =
» Howereyoagoingts 5 | > Well reseorched and Do reeumimthetme 3 | b svesrprojecsonsot 5 | » wherennecompony s 3 10. Financials - How much money you will make in your first 3-5 years
creste demand? : comprebensive reviewof & p : salesand ey metries product at? : o e @
iti + Customer sceuisitcn costs & your campetitors P | b e or st H feg customer numbers) 3 | felestones & crivcal ucees: § 11. Team - The team that has the experience/expertise to own this opportunity
Competition ® ® o @ ° ® s o n dmoon it & | wwareseorcomserine | 7 titomen I R e B N ' .
: sdvantages” P e b e et 3 nrate £ | et 12. Funding - How much money you need and what you will do with it e e
- H H I Rl T [P — 13 s Huge opp. + Differentiated tech. + D oot e e i v i G e v e
Competitive oo fundl ra e e . Summary — Huge opp. + Differentiated tech. + Dream team + e o aact v v pré
Advantage . . - - - - | v«mm.mw...g..‘O s s
> > > >
Marketing Plan / 2 A . o
Go-to Market - Title Page (1 page) Product Overview (1-3) STRUCTURE @) KEY ORJECTIVE
Startup Pitch:
Founding Team ° ® PY ° ° P P intro Define the company, business, service or
Board/Advisors . . g = E &
Solution ) Team Identify a core group of talent that can
Cover > Market Size execute on the next set of milestones.
Problem Dascribe how your
. Problem/Opportunity (1-2) Business Model (1) A ane-finer that defines e s solution makes your How big? How attractive?
Traction / your business. customers happy and does Which segment? Establish the need for your company’s ™
Milestones . L4 L4 L it better than others ) Opportumty solution and the size of the market.
5 5 & 7 8 P o Demonstrate how you will solve the
Il - UnitEconomics (1) prnee usinessModel e Competition D solution e e e
Press / User how you manetize the Pasition, Diffsrentiation
o » . . Product line-up and its - How do you get g
- N S || SR it e D Competition ety cometon kst e
Solution (Your Company!) (1-2) Marketing/Growth Overview (1-2) — - —
P Explain how you will generate revenue, show
Fundraising ® @ ® ® e © 3 ») ") : n P Bz Model % what yourve sccomplished to date shd
Traction Team Call for Action End ‘make future forecasts.
Financial / Use of - Traction to Date (1-2) Fundraising e e Gt R ekt e e i s ARt R R i b P The Ak Ask for the order and outline what you necd
Funds 8 < ® & he from s o make your business 3 Success

| erezentacijo
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Naslovni slajd Problem/prilika Rjesenje Poslovni model
= = _
Trakcija TrZiste Konkurencija Go-to market
Financije Tim The Ask Kontakti

: Brojevi okvirno odraiavayn i broy slajdova, ali veki dijelovi moagu imati i vide od 1 slayda: Ne posto)i
JPravi” broy slaydova, fokus je va kritiéni sadria) koji treba biti dio price.

tr) erezentacia

Words of wi'sdom:
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1 L] > ) - - 3 L]
Naslovni slajd ARGl gkt Poslovni model
g Koju trZisSnu potrebu i Kako rjesavate taj % e
= Kako cete zaraditi novac?
Elevator pitch problem rjesavate? problem?
J J J J
Trakcija Trziste Konkurencija Go-to market
Imate li neke rezultate, Koje trziste ciljate, koliko Tko su vam konkurenti i Kako Cete doci do
proof-of-concept? je i koliko raste? zasto ste vi bolji? klijenata?
J J J J
%
Financije The Ask Kontakti
Sto planirate ostvariti u Tko su kljucni clanovi tima Sto trazite od investitora, 1 liner / Pregled kljucnih
narednim godinama? i zasto bas vi to mozZete? koliko trebate i za Sto? tocaka
J L J J J

Ldeja/proizvod/usluga je oo na Sto obitvo stavijame nayvedi fokus, ali ona je samo jedan mali dio
price i s razlogom Je predmet samo 1-2 slajda.

tr) erezentacia

Words of wi'sdom:
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Naslovni slajd treba biti jednostavan, ali prica koju cete ovdje ispricati je kljucna

m Kako prikazati

Ime tvrtke/projekta
Logo

Datum ) . Nesto jednostavno i pristojno...
Namjena, za koga je prezentacija (,Investor
presentation”, ,Demo day presentation”,...) ®
o One liner: esencija biznisa u jednoj izjavi

Sto je start-up zreliji to se o¢ekuje da ée dizajn
biti profesionalniji

o Opcionalno: § J e A g L el
o Ime prezentera Primjeri slijede na iducoj stranici...

o Koliko novaca se trazi u ovoj rundi

I o Voice-over je ovdie kljulan, za vrijeme ovog slajda trebate ispricati vas Elevator piteh [ ~eDsec Verzijn

Weords of vade price; od kuda dolazi ideja/wotivacia za projekt?
sdom: o Publika vel ovdie treba zuati Sto i se nudi | Sto detalmije slijedi u wastavkn
wrsaom. o Ako prezentacija nije uiivo vel deck 2aliete mejlom treba razwmisliti o dodavawu Executive summary

slajda(3-5 kliutvih tolaka) kao iduéeq slajda kako i publika dobila saZetak vade price I
i | prezentacia




Primjeri

Welcome

)’mint

TAKE BACK YOUR WALLET

AirBed&Breakfast

Book rooms with locals, rather than holels

Joanne Chen | Michael D'Orazio | Victor Ho | Alan Rutledge

VSIS

Revolutionizing and Reinventing The Way The World Looks at Hol

[\ g

ey Klndfﬁaveler

—| erezentacia

MERCUSO

PITCH DECK

ver our EV Charging Technology

OVERVIEW

Big Opportunity: 3.2B € market
today and projected to reach
21.6B € by 2027

e

Strong team: Deep technology,
market & industry experience

Great Start: Mercedes Benz
Tark LOI & 8 modules
commercialized in Turkey

2D
&
Revolutionary technology:

Patent 2020/05793 pending
approval

1

High Scalability: Opportunity
to expand globally

Seeking €3M: to achieve a
valuation of €154M

Copyright ©2021 | MERCUSO Technology | | @
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Kako prikazati

o KOJlje problem, koja je ,,bol” koju netko

ima: izgubljeni prihodi, odlazak klijenata, . 1 r \ -
nezadovoljstvo, troskovi, vrijeme, doseg, ...

o KOLIKI je problem: kvantificirajte ga ® ® ® ®

o TKOima taj problem? o

o TKO to kaze: tvrdnje potkrijepite podacima, ®
izjavama kupaca, analiticara, istrazivanjima . J \ ) J

I o Ako uema problema, vema ni biznisa: upravo to je vodeli razlog propadanja start-upal*

Words of o Po moauéinosti je to neliji vajvedi problem/potreba, ne -mi il 16-ti
sdom: o Problem treba sugerirati veliko triidte te da je rijesevje potrebvo i vrijedno truda
wrsaom. o Objasniti postoje li nedostatui pokudaii riedenja, zadto ve funkcionirajn te zadto je sada prave vrijeme

o Backup slayd: detalinija istraiivanya, analize, izvori, ... I -

* https://www.forbe.s..com/sites./niallmccarthv/2017/11/03/the-top- (] prezemtocijo 10
reasons-startups-fail-infographic/?sh=590c1b024b0d J



https://www.forbes.com/sites/niallmccarthy/2017/11/03/the-top-reasons-startups-fail-infographic/?sh=590c1b024b0d

Primjeri

Problem

Price is a important concern for customers
booking travel online.

Hotels leave you disconnected from the city
and its culture.

No easy way exists to book a room with a
local or become a host.

THE PROBLEM
Traditional dry
cleaners & laundry

outlets are only open
during retail hours.

s there some kind of
tracking for my

garments so they don’t
go missing anymore?

INCONVENIENCE
COST

Item broken when
recipient received it. |
am very sure it wasn't
there when | sent it.

Delivery time
frame of 12pm -
4pm. Can it be ai
exactly 2.16pm
instead?

Can | just
drop and
go?

Received a “while you
were away” card and
having to drive all the
way to callect a parcel,

A GLOBAL PROBLEM

Electric Vehicle Charging is the biggest roadblock for E-Mobility

®

Low availability

e only 170K chargers a
installed in Europe, for

stations based on the EV make

High cost & lack of
flexibility

Due to the different types of
iargers required in the

& model

MERCUSO

Problem

yight €2021 | MERCUSO Technalog

The diagnosis of the disease is currently performed exclusively by renal biopsy, after the first symptom

detected by urinanalysis

Current Patient Journey

3 @

—(

| Urinanalysis

§ Urinanaiysis

The current diagnostic methodology has the following limitations:

€]
‘ ©
©
©

Utrasound-guided renal biopsy

High cost (5k €)
Not applicable as routine analysis for
68% of renal biopsies can be avoided

Advanced-stage diagnosis

RenalBiopsy  Treatment

@ High invasiveness of the operation (renal biopsy)

diagnostic purposes

Banking is ha

Dog owners travelling with their dogs struggle to
find a place to stay that satisfies their own needs

and the needs of their dogs.

st Ay - - et
==
Exhaustive research on:
o General platforms like AirBnB, Booking.com etc. No central platform for
®  Google & Bing “places to stay with dogs”

e Travel and Dog Forums & Portals

—| prezentadia
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Current Situation (Remittance Case)

Lo

After all this wait,
Alice can only spend $935"

Alice goes to Wester Union,
waits in line. fills a form,
and gets her money.

ern Union,
v n i s 3 form,
and sends $1000

Email was never built for teams to collaborate
<dx@campany con
5UpOOMECOMPaNy.com ¥ ———
& 0N
" ,,,‘ \~ ‘\\‘
J 74 / R \
4 .’/ / P Vi \
?790?
= 28 288 &%

Productivity slowdown Lost business Bad customer expe
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Imate li elegantno rjesenje za problem koje nije samo drugacije, nego je i bolje?

Kako prikazati

o KRATKI opis vaseg rjeSenja
(proizvoda/usluge), Sto ste vi to smislili?
o Direktan nastavak prethodnog slajda: kako
vase rjeSenje adresira navedene probleme
o Parnajvaznijih Core Value Propositions za
kupce/klijente
o RjeSenje opisujete konceptualno, ne
specificirate proizvod u detalje
o Drugislajd moze/treba biti konkretnije
o proizvodu (za one koji ve¢ imaju
nesto razvijeno)

I o @Glawvi interes investitora: koliko Je rjesenje dobro, elegantmo | skalabilvo

®
4
g

WQPJQ oL o Benefits (better, faster, cheaper), a ve features, must-haves, a ne nice-to-haves
sdom: o Zelite da se zapitajun kako to da se +o tako veé ve radi jer je ofito bolje
wrsaom. o Na dodatnowm slajdu moZete/trebate imati spreman detalwiji prikaz proizvoda, mock up, video, demo ili User journey

usporedbu bez/s vadim riedenjem

r|: | prezentacia



Revolutionary & scalable
autonomous charging experience

/(/ ) Convenient parking and wireless
V) charging

~¢  Flexible integration in all types of electric,
hybrid vehicles & charging stations

)N Simple installation and low maintenance
5 requirement

MERCUSO

DoggyHut enables the best travel
experience for dogs and dog owners.

A place to

places to Land Dog
o et for your & —
dogs
[e——__Je. Jo. ]

L S

|
/

DogayHut is a peer-to-peer marketplace that connects dog
owners and landlords to rent out places to stay with dogs.

°

eziPOD lockers allow
users to drop off & pick
up anytime at their
convenience. We
intend to deploy more ’4
eziPODs across Klang
Valley in the near
future, bringing it
closer to our customers

DoggyHut is a marketplace that helps dog owners
to find the best places to stay with their dogs.

e Targeted & convenient
search via filters

sawn [ Wavidn: Dacod o B o Exploration & Inspiration
o Peer-Recommendations
( 3 by other dog owners

B

e

Enabling the best travel
experience for dog
owners and dogs

g Crareel
Fenced Gurden X
Free Barking

Other Anieate X

8.2

—| erezentacia

Planet indexes the Earth and makes it searchable,
the way Goegle indexes the internet.

prS

Key Delivery

Revolutionizing the accommodation 0
KEY'BUTLER industry with services for homeowners LOTEL

e~

Cleaning Full Mangement LOTEL X

Handie communication,

aront eofo cleaning.

guests by
the local area

Solution 3

A web platform where users can rent out their
space to host travelers to:

MONEY

local connection to the city

when hosting

ArBedsBrecktast

CULTURE + ’

check-ns and sverything
olso

Product 6

SEARCH BY CITY = REVIEW LISTINGS - BOOKIT!

Stay with a local
when traveing.

-
WECRETIARSL
e =t
.
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Koju vrijednost ima vase rjesenje i kako cete ju naplatiti?

Kako prikazati

o Jednostavno objasniti kako cCete zaradivati, ® ® ®

danasiu buduénosti O Q X % Y=
o Model prihoda: direktni: ecommerce, O

pretplata, naknada/marza... ili indirektni: L J L I ¢

oglasavanje, generiranje leadova,... -
o Osnovni pricing parametri: flat naknada, %]

marza, nesto trece
o High-volumeili low-volume biznis m

B S

I o Jedvo Je imati riedenie (proizvod/uslugu), a drugo je imati reali i odriivi model kako fete zaradivati

Words of . jeonli kupci stvarve sprevwni platiti toliko? Ponudite dokaze ili barem komparativua riegenja iz drugih industrija
M/ﬁd{&”l: o Iwvestitori e preispitivati pretpostavke: cjeve, troskove, potrebmo vrijeme,..

o Backup slajd: detalwija pricing strategija, ARPU, unit matematika: cijena vs troskovi=maria; skalabilnost I

L‘j prezentadija 14




Business Model 7
Revenue opportunity

We take a 10% commission on each transaction. In opp purchases

$84M - $25 - $2.1B

TRIPS W/AB&B
Share of Market

AVG FEE
$80/night @ 3 nights

R ——

REVENUE

Projected by 2011

DoggyHut takes in total a 12% commission on
each transaction.

Landlords/Hosts]

2% 10%

=+ Commission on every
Tra| H'Séf-'ﬂ on haoking done through the
ee
platform

lﬂ?legewchiﬂ'e

STRAIGHT FORWARD BUSINESS
MODEL

MERCUS®

RD Hub birec

Transmitter - Profit = €274 / unit

Receiver - Profit = €262/ unit
Charging Station - Profit = €230/unit

FE

tsales

0.5% fee each way

r— [oz0)
-

— a

Mobile User

Buying and selling Telcoin

Operator
acting as a Telcoin Exchange

Business model

MERCUSE

Generating New Business Models...

... by combining digital acquiring, issuing and financial services

. Integrated payment
Customer touchpoints — ot ___, Customer engagement channels

At the cashier Payment instruments

@
Open- and dosed loop acceptance, DCC, fax free, loyalty, e & Prepaid ar credt, mabie money, cased laop. ot  loyalty
solt temminals & inlegraion & £
E 3
In the aisle g . S Consumer accounts
‘Sl cheskout, mablle PS, Ao chockeut, il siom: s wirecard 7 Bk acocunts porsorel
assistant € &
H c
. g Business models in B2C. 8 5
On the net & mobile > = B2 H Real-ti
Checkout pages, AP & seamisss paymant, shop phigins o e o Big data anarytes and tareting, porsanalized affers and
pricing, interactive mobile char
Fintech Banks
oh intermational Operation of icensed and regutated banking back end, technology enablement
& Wirecard 2010 u

| erezentacijo

Copyright £2071 | MERCUSD Techaclogy |

Gross profit

We earn 12% on each sale to stores

| 4X growth with same user base |

New Categories
i Consumer slect
Low margins
High frequency
Relevant in tociay's

Private Labels

Revenue.

25% to 40% 2% to10%

Where we are 2020 Next to come 2021
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Imate li neki dokaz da ideja funkcionira? Sto je biznis zreliji, to je ovaj dio bitniji

Naglasiti do sada postignute milestone:
korisnici, prihodi, nagrade,...

Hard traction: broj klijenata, prihodi, poznati
kupci, pipeline?

Ako ste na samom pocetku i nemate
klijenata onda barem Soft traction: izjave
potencijalnih kupaca, pilot projekt, nagrade,
¢lanci, ...

Koji su vam kljucni naredni koraci (povezati
sa trazenim sredstvima na kraju)

Kako prikazati

AR S R

Al

om0 Q =T !

™ B

I o Jako bitaw slayd kao dokaz da vas koncept, proizvod, pricing i sve druao zaista fumkcionira i da su vasi klijenti

Words of sprevavi platiti za rjedenje te da su s njime sretui

' ; o Owo Sto investitori obicuo Zele vidieti nije linearan veé eksponencijalan rast
upsdo m. o Bitno za profesionalne investitore: prikazati da vam je LTV (Life-time Value of Custowmer) vedi od CAC (Cost to
Acquire Customer) — dodatan/vackup slajd

r|: | prezentacia

16

R
6



,ﬂ?legewchiﬂ'e

= PRESS
3 s 3.5M
We reached a revenue runrate of $3m, 1.8k bookings MILESTONES & TRACTION Wi e BuzzFeep IMCOVERAGEVEWS | | i
per month and 190k active users (> 900% growth). tbiichaibadbaiiot
2018 - 2019 TheNewlorkTumes  Los Angeles Times O lastinaton post TRANELE  Toweor  »
Idea validated in competitions M "
epreneurship competition held by
Sel « Morcedes Benz Turk Startup ¢ t},»'v:.:.m. " m msnY 2. %< Forbes SB
2020 Jusnewz] YAHOO!  jiite  @PiHeat  TEDX  BRIDES
Techmology reaciness sy Ve par monk Two adi duce of Widgat usa 4
Funding S500K by INFINITE DISRUPTION 8am $0m "‘dju“;,';J:L"ff‘ e carient iaing [iaary .'9‘:“' LODGING  SFGATE T e Seattie Times m‘ i
MY Runrate 82.5m s25m $126m = Buzzleed achnelogy
20m FA,S\,X e YAHOO! Adsfiad, Tewmidgy
roduct launcl EMP
Revenue Runrate Sank §am Siam 5 b m o M e looked ot Buzzieed and sensed the % ? BT
#Bockings p.m. 250 1.6k * i ok future e u ’ AF_AR
o — . e - *  Dlanning to appy for an intemationsl patent s ¥ Ny | m—— 7] LS
#Listings 1.8k 18k anok techrelogy
#vg.booking value 5745 512k 514 i (Luse R -
Team 5 1 55 = uRBANDADDY  Patch srit )
Significant awareness and conversion o 8.1. Milestones reached - 2019 User Testimonials 13

KEY BUTLER in Norway and Denmark

Interest from 2 hotel: 7

+400.000€ produced

(thousands)  N° Reservations

LT SRR B B TR TR N AU +15.000
< i
X Sciion reservations
& Coverage Leads |
i O IRE Y ionereackion Our technology has been validated by some of the 6
N Facebook i / 500+ reachable company best teams in the automotive industry and 50€ per person
H ol | apartments confirmed interested scientific research from around the world.
assive conversion a
through FB Groups ( 500+ reached out to us € TUCERIER +250 companies:
7T\
/ Won Venture Cup / Interest from 10.000+ student apt. /L 4 mx Repsol, PWC, Indra N
Press coverage’ 200 full time summer 2016 arik@vani
\ worth millions /

» Finalistin Angel Challenge with top score
[ in all categories. Declined because of
max valuation. 15 mil

mill revenue

in restaurants

(year)

MERCUSO

; prezentadija
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Sada kada vjeruju u rjesenje i mogucnost zarade treba pokazati da je ciljano

trziste veliko

o TAM: Total Adressable Market - precizno i

Kako prikazati
realno definirati koje je tocno i koliko je vase
ciljano trziste
o VeliCina trzista: komadno/vrijednosno, glavni O O

segmenti i profili, stope rasta u narednim
godinama?
o Imati kredibilniizvor (Forrester, Gartner,...) -
Top-down brojke R -
o Bottom-up ako nema druge moguénosti: broj -
korisnika x prosjecni prihod x frekvencija ©

kupovine

I o Ako je procjena velicine triidta jako niska wede biti dovolmo interesantua investitorima, a ako je previsoka moie

W ords of dielovati neozbiline — ovay slajd je svojevrsui test kredibilnosti
M/gdfgm; o Takoder Je i test ambicije: gledate i lokalvo, regionalvo ili globalno?

o Backup slayd s detalwijim segmentiravjem triista i specifitnih potreba pojedinin segmenata I
f . | prezentacia
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Market Size

(3]

MARKET OPPORTUNITY

€488

o €48am
= 2020

BUDGET&ONLINE  TRIPS W/AB&B

Serviceable Available Market Share of Market

TRIPS BOOKED (WORLDWIDE)

Total Available Market

Marketing software spend will grow to $32.4B by 2018. We can serve $1.3B of that space.

€2168B

Traditional Publishing (572w
€2.16M Digital Only Publishing (594M)
SEO/SEM (s170)

Web/PRICreative Firms ($105v)

Business Content (s85M

2027

The market is expected to grow annually by 26.8% through 2027, Our target is a 10% market share

MERCUSO Copyright €2021 | MERCUSO Techmology | | 09
DoggyHut addresses a growing $128bn market with Planet Has a Massive Market Opportunity
a $144m revenue potential in 2025, e R
<A $168
Expenses only for accommodation SB
[ 2 Ry
. it Sy Chan e
- . S248 st
Toal Addressable ”I \ L Bank accounts Mobile Phones
Marke (Tae) 1 sevceable K y
Il Avaiiable Warkel o [ amambe
$128bn | sigm b
\ $56bn
Syt People use phones, not banks.
+ 480 dag aumers waorldwide Share of zocommodaion costs of Frcjection for 2025 Ky s
+ 57 tiaveling wih thelr dogs totel travel expenses: 4% + 51,250 UV
+Expunses per travel: £1,320 +1,7m ective users
+ Travels with dog per year: 1.7 + 800K istings
I PR I i

tr) erezentacia

Total 3 -
Available Lelsure Trips Total Per Year =

Total Leisure Trips Total By Families,
Addressable  Millennials + Affluent Travelers

To convert 25,000 users as our
Target first benchmark, SOM of target
market to be addressed

S

SUSAINABLE TOURISM MAR;(ET FORECAST

The market will be accelerating 100/ incramental Gty
going at a CAGR of over 0 $338.06 B
Foport By
Ftechnavio 208 2023

@
&

Opportunity for Dwolla in Opportunity for Dwolla globally

the US market

+ -$40T exchanged through ACH
+ -$600T in wire payments * 2.58+ unbanked
+ -$400 Million direct deposit * 24B+ intemet users

accounts » 1.1B smartphone subscribers
« -$2T annually exchanged on

plastic cards
+ 98% of economic activity is

completed via non-cash payments

* Incomprehensible number of
payment volume, amounts
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Ako je trziste interesantno onda sigurno niste jedini, pokazite kako i koliko ste

bolji od drugih?

o Pokazati pregled i razumijevanje

konkurencije, sadasnje i budude =N
o Diferencijacija iz oCiju klijenata: snage i O O
slabosti konkurenata v VIV
o Jasna usporedba kako i zasto ste vi bolji: koji O O viv
je vas USP? Da li je odrziv? > v

o  Biti konkretan: ako ste jeftiniji - koliko
jeftiniji? Ako ste brzi - koliko brzi?

I o ,Nema konkurencije!” Je red flag, onda wmoZda nema i triidta

W Y, 2 o Ne omalovaiavati konkurenciju: poanta wije prikazati da su owi lodi vel da ste vi bol)i
orss 0. o Biti samo ,drugaliji” vije dovolino: da li je prednost dovolwo velika da klijenti preispitaum status duo (postojeta

M/ﬁef&ﬂi,’.’ riedenja) - imati dokaze, ue samo viastito midljenje

o Opcija dodatan ili backup slayd s detalmije objadnjenom ,mepostenom” koukurentskom predvosti: koja je, koliko ce
‘t’lfﬂljﬂl‘ﬁ,j@ [l stvarno samo vada, ... é -

L‘j prezentadija 20
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Competition

Competitors

@ Nephrodiagnostics

Although the biopsy is the traditional approach used to definitively diagnose the IgAN, the use of this
innovative diagnostic kit ensures the detection of disease’s presence or absence, by avoiding

unnecessary operations

Invasiveness
Detection timeframe
Cost

Applicability

Accuracy

: ® Nephrodiagnostics

i
Blood sample
analysis

Almost 20 years before renal
replacementtherapy

Reagentcostfor
PCR technique

Easy hereditary and
routine screening

® -

Renal Biopsy
Surgical
procedure

Usually late traditional
approach

Directand indirectcost
due to surgery

‘Complex hereditary and
routine screening

100%

Our competitors are building apps for enterprise clients.
We're capturing the market with a focus on data.

TREAD

TRUX

EnTERPIISE

€z1 PO
Premium Dry Cleaner
Traditional Laundry Low

Coin Laundromat LO

Did we mention, we want to REPLACE traditional laundries? That is because, we don’t

oATA

sosTIONNG
=)
==

PARTHERSHIPS

HIGH

MEDIUM

=m H

TRUX

THEM

TREAD

repicating cument process
e sofrmare

s 00, s 0 purcras,

Long term
[ ———

P

indaparcect of e ot

3258 phation or borsiye”
L

Tk o on-pemivmy

eelatcratip magat siakatiders.

Cpeatieg ystem b materiak
orements with sutple se cises.

Mutaly banafcal erssue / et g

HIGH

MEDIUM

HIGH

see the need for laundries to even exist anymore due to the redundancy of the staff

MAYBE

Competition

craigslist

OFFLING TRANSACTION
—

Competitive Advantages

AFFORDABLE

AirBed&Breakfast

ONUNE TRANSACTION
—

#jrentahome

DPDSVE

[ rowr [ vostwcove [ usrovce

search by price, location &
check-in/check-out dates

can make money i
couchsurfing.com

10

Competitors

[ Key Competitor: Wesabe ] [

Potential Entrants ]

W £>| + No revenue model - Freemium
wesabe « Community based - limited
source of information from
“wisdom of the crowds”

« Poor traction

+ Unspecific suggestions

+ Develop simple, easy-to-
use, free personal finance
online application to cater
to mainstream

« Acquire Wesabe or
similar online application

M

Mint's Comp. Advantages
* User-specific saving opportunities
« Compelling Al-based auto-sorting

Mint’s Defensibility
+ High service switching costs
*3 pending technology patents

« Easy and intuitive user interface

« Integration partnerships (TurboTax)

DoggyHut is the only dog focused travel market-
place and has a patented Al solution to acquire hosts.

airbnb
WIMDU

Booking.com

HRS

USPs DoggyHut:

1. Best Produc Experience for
"Dog use case”

2. Marketplace model

3 AlSoluionto

Secret Sae
acquire hosls

AR Team
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Kako prikazati

o o o TS g "
Kako éete dobiti klijente? gl gk m
Profilirajte klijente i prodajne kanale — = @ B

Proces prodaje: direktno, preko posrednika?
Evolucija kanala kroz vrijeme?
Imate li vec neki pipeline?

Prodajni ciklusi, osnovni mkt/sales plan Y

I o OV slayd obitvo bude suhoparna lista poznatih sales/mkt kanala - copy/paste

Words ol o Navesti samo par nayvainijin kavala, ne sve
2 £ 30es o Investitore zanima kako lete brie/volie/profitabilnije rasti, ima li neSto poselmo u vasem pristupn Sto drugi visu

wirsdom: otkriliz

o Backup slayd: metrika: volumen/trodkovi/konverzija po kanalima, detalmiji plan aktivvosti I
f I | prezentacio

© © © © © ©
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Growth Strateg 9

we will scale our bt

Adoption Strategy 8

ess

How we will bring Telcoin to life

We used our initial inbound traction to help launch our first sales cycle.

- /al-a

EVENTS PARTNERSHIPS

target events monthly

CRAIGSLIST

cheap / alternative travel dual posting feature

We launched in November and created an
al sales cycle:

edicated customer

T - Octoberfest (6M)
- Cebit (700,000,
sin-lmge—fegt (1|\:,:|) « 8 pilot companies converted to Leads {all content teams)
i o it Eurocup (3M+) - X
+ Refer-a-friend eamr staffed
O discounts for Sl s - Mardi Gras (800,000) - sustomers FS——
@ ®@v B consumers boz KAYAK » Sales cycle is 45-60 days from engaged

with listing widget

A rospect to client
Telco Partnerships Exchanges Wallets + Volumelioyalty prosp

discounts for
consumers &
detailers

Engaged Prospects (482K @ 442 companies)

Demo/Roll Out Opportunities (46)

» |[nitial customer base has an LTV of
$4,800 or $100/MRR

Incentive programs
for HR and office
managers

Paying Client

GO TO MARKET A
g - cme Go To Market ACQUISITION CHANNELS
DoggyHut has found a scalable demand generation AMBASSADORS .
N . . 32 INFLUENCERS
engine and owns unique IP to acquire hosts. 5M SOCIAL FOLLOWING PRESS
450+ NEWS ARTICLES Today 3 acquisition channels
Demand = Travellerg [Supply = Landlo COCIAL MEDIA ;:gﬂﬁi’éﬁfé\gé;’;m sijgibmors MID
‘ Qif2017 Q42018 Al Solution 140K FOLLOWERS 10 European
1 INDIRECT SALES, 2
e B ) T e ceiome 2 4 2Asian MARKET ORGANIC GROWTH SALES MARKETING
Performance Marketing: T 5% P oW =
Facebook: & Adnords = 2 O M+ :;IEKB:(‘)LEHLY [P 70% of 2015 leads 40 qualified demos / month / SDR ¥ Content playbook
bined audi -
SE0: Content Miarketing I 20n \dentifies autometically hotels, S L 50K MONTHLY UNIGUE VISITORS A Customer word-of-mouth 28% post-demo conversion ¥ Co-marketing playbook
viral & o ::::',,,P..m:':;:r,:::? cme Leader on “shared inbox” $36k ARR added / month / AE ¥ Paid acq. unit economics
houses.

Direct & Oth kil 0%

e o WEEKLY NEWSLETTER

e e | 230K SUBSCRIBERS STRATEGIC PARTNERS

CAC (blended) $244 s284 i 15% OPEN RATE 120+ HOTELS o = - .
- srosa sz 70+ CHARITIES We've identified repeatable strategies to acquire new customers.

o : N oo 4 NS wie We will iterate on those and double down on the winners.
P 15 mentf 10 momths X

CcAC  LTv $4B Market

prezentadija
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Svaki poslovni plan start-upa je ,,popis zelja”, ali pretpostavke moraju zvucati

realno

Kako prikazati

High-level projekcije za (3-)5 godina:
Prihodi i glavni troskovi

EBITDA, EBITDA %
Cash flow
Potrebni kapital

Headcount (opcionalno) [l
Naglasiti milestone: prvi prihodi, prvi

=
1111

X

pozitivan cash flow, prvo profitabilan
Revenue top-down (realni postoci
penetracije) ili bottom up (pipeline)-bolje

Words ot
wirsdom:

I o Investitori ée preispitivati sve vase pretpostavke, pogotove ako pozuajn industrijn

o Koherewtnost, realvost | integritet prikazancga vaiuiji su od konaduih brojki
o Measured enthusiasm” — traii se dobra miera entuzijazma n odnosu ua pretierann arogancijn

o Pripremiti detalwije projekeije u backup ako zatreba, pogotovo za Hockeystick” projekeije I
f . | prezentacia
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N . Mephrodiagnostics F' H | P i t'
Financials @ inancial Projections
J OUR FORECAST .
Year 2 Year 3 o
3.000.000 € 300000 Targat Mariet 140000 14,281,400 14,566,456 0%
Uss 180,803 454,891 1,308,040 .
2 500.000 € 250000 e A Era 15,587 37068 83,667 3-Year Projected Revenue and Number of eziPODs % a5% 8%
% arkel Penetration (aetive) [ARED 025% 054% Deployed A0% L
2.000.000 € 200000 . - o . 16%
5 847,306 § 4708532 5 15,184,121 § 32632708 § 55,162,985 v
1.500.000 € 150000 Total Annualized Revenue S 1811509 § 7802417 § 20992150 § 40330770 § 63340712 %0 %
1000.000€ 100000 Expenses 5 1002011 § 4583583 5 11748537 § 21555678 § 02383302 o " 20%
500.000 € 50000 Annuakized Expenses 3 189058 § 68ODG08 5 12B14361 § 10726238 S 26342579 ) _40% 22%
S ! ! I . 2019 2020 2021
- € 0 Nofless EBITDA §  (444,705) § 124888 § 3435585 § 11,077,030 § 22,569,683 L 80 1m0 .
2021 2022 2023 2024 2025 Annualized EBITDA §  (79.059) § 1811505 § 8377798 § 20614.5M § 37.186.133 E = ®Gross Margins  w Nett Margins
EBITOA Margin LS 3% 2% 3% 415 i
ToslRoyshies 8 Test Prtormed By year 5: ": s 125
o T e + Exits = 1-5x+ Revenues, 6-12x EBITDA. Check comparables in industry 3 £
fotal Tot Performe (IS L Eeka et ) + VC's lock for $100M-$1B+ exits to achieve 10x-100x return multiple on capital 2 153
20260006 4.560.150€ 9816.031€ 21.431.628€ 47.470.260 €  nitially investing at $10M-$100M post-§ valuations 0
121.500€ 273.609€ 588.962€ 1285.892€ 28482026 ¥ 9 P! 018 2020 zl T o . 053
. . a -—
EBITDA margins usually range 10%-40%. Good sanity check on model. The above is based on a 10%, 30%, 50% utilization assumption over ) 013
Assumptions Royalties: Price: Reglons: . + Look up public companies in your industry or reports to see what is normal the next 3 years. Nett margins & profits increase over years due to ) 2018 2020 2001
6% EUR 250 EU, USA andPacific Asian the increase in number of lockers, and the economies of scale.
o Favenaes e i mGross Profits  mNett Profits

Acme e . FINANCIALS - FORECAST FINANCIALS - KEY RATIOS
Financial Overview —
2002 2003 2004 2005 2006
Revenues (5) I L L [Sies | veari | vear2 | vears | vears | vears | income statement
Expenses {$K) 32500/ $ 1000072524001 2=$45,000 == $79.90 Units Sold 2700 7740 9560 10620 n700 sales 6196500 763300 21894300 24372900 26851500
Profit ($K) (81,000) ($3,000) $1,00C $11,000  $26.00 Charging Station Price/Unit €920 €920 €520 €920 €920
| Investment ($K) $5,000  $5,00C EBITDA 3052670 10053864 13259410 14,836,555 16413701
Headcount F13 60 150 300 25 E— Units Seld 5400 15.480 19,080 21240 18,450 -
Customers 20 50 150 25/ Price/Unit €500 €500 €500 €500 €500 Net Profit 2315558 7715730 10336855 N572513 12802687
S Units Sold 2700 7740 9560 10,620 n700 Cash - flow
Fricelunit £ € b e s Operating -1287.016 5454479 7671628 9090520 13.619.560
$5M Series A: Now Cost of goods s
$5M Series B: 1218 months after Series A i SAREX 175015 o o ° o
Raw material / unit (Charging Station) €420 €420 €420 €420 €420 Finding 3,000,000 ° 0 ° o
s i A Raw material / unit (Transmitter) €156 €156 €156 £156 €156 e 1,536,968 4,065,144 3,006,150 2,888,407 6,676,052
S Produck o BatilGA, withi 13 beta Raw material / unit (Recelver) €xn €n en €92 €R T —— St e oo T e
Average Salary / month (worker) €500 €500 €500 €500 €500
Build solid pipeline, sign initial partnership deals ; e . “ 5 n - o Key - Ratios
eadeoun
Stage scaling of Sales / Prof Serv / Engineering / G&A
et gy, Transportation/ unit sol €1 € e € € Revenues change % fyoy) 8 2 I 0%
: Packaging per unit €1 €1 €1 &1 €1 EBITA margin (%) 43% 57% 81% 6% 61%
I MERCUS Copyright ©2021 | MERCUSO Technology | MERCUS Copyright ©2021 | MERCUSO Technolegy| | 16
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Uvjerite ih zasto ste bas vi prave (jedine?) osobe da to izvedete?

Kako prikazati

o KljuCne osobe - Osnivaci

o Relevantni prethodni uspjesi, akademsko g S
zvanje ako je relevantno f@\ 9 fgl o 0.0

o Tko Sto radi, tko vam joS treba 575 'R r‘f()ﬁ’\

o Eventualno navesti kljucne savjetnike ako g DEAL e
ima poznatih imena

o Profiili bar pristojne slike

I o Ovaj slajd moie/treba iéi | va sami poletak, pogotovo ako je jak tim vada preduost

Wﬁ rLs oL o ,Ldealan” hustler trio: Butrepreneur: spiritus movens, Geek: teh. gurn, Salesman: vriunski prodavac
R o Povezatitim s vadim kliuivim prednostima
MIQJ&M/{ o Owo Sto nvestitori Zele vidieti od oswivala: commitmenti avility +o execute

o Objasviti koji vam jod profili udi nedostayu i kako éete ih nadi I

L‘j prezentadija 26
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OUR TEAM

Mukremin Gakmak
Founder & CEO
Mechanical Engineer with extensive
experience RED and production in
the automative and energy sectors.

Irmak Yolcu
Co-Founder & CFO
PhD holder in Business Administration
xperience

Sabrine Chamkhi
Co-Founder & CSMO

ndustrial Engineer, having 6+ years

functions in the automotive industry

S

THE FOUNDERS

Tan Swee Yeong

A Investor

Invested and exited multiple
businesses such as UnrealMind, 4
Ocision (Propwall, iBilik, CarSifu)

and Hermo. Other investments

include DeliverEat, Atap.co and

Hargapedia.

I nveStors . m

‘ MERCUSO

Copyright ©2021 | MERCUSO Technology |

The founders are well educated, experienced and
crazy about dogs. The team already exited a unicorn.

=
r
Mare Saltberg, CEO Elon Muscle, CTO

Harvhard Stanaudi

Business Economics (MSc) Data Science (PhD)
-~
[Career =. Macrosoft . Coogle
‘_ Billy, 1 yr g Larry, 115

Founded together the leading Unicom Mersetplace e

Larissa Layer, CMO

VVHU

» @

Racket Internet

oli, 7 yrs

¢

Exit for 51,100 afer 3 years

Master in Management (Msc)

14

Team

A

Venon Tian

erial Entrepreneur

- Co-founder of Hermiso, a venture builder

- Operations chief for multiple businesses

- 5 years experience in the laundry industry
& manages a chain of franchised
laundromats

AG»

ASIA GROW LOGISTICS

@ Nephrodiagnostics

Nephrodiagnostics’s team is formed by highly qualified technical-scientists in the field of Nephrology. The
team in addition relies on a network of knowledge in the research, industrial and financial sectors with
successful entrepreneurial experiences thank to its Advisory Board

TEAM ADVISORY BOARD
9
Francesco Paolo Sharon Natasha Rosa Maria Emilia Luigi
Schena Cox Ragone Mercurio Nicolais
Chief Scientific Officer | | Researcher | | Researcher | | Reasarchier I I Advisory Board Chairman
® Ementus Professar of Nepheology, ® Phamagist, » Biokogst. ® Biotechnologest © CEO Materias.

® PR in Medical
Bwtachnclogies and
Molocuiar Medhcing

® PhD. i Biotechnclogies
appiad to Organ and
Tissue Transpiarts

Datysis: and Transplortaion
Univeesity of Ba, Naly

@ PN, in Moleculer onvd
Catuiar Bictechnology

® Emeritus Professor Science
and Technology of
Paiymers Univ Federico Il
di Napali

® 2" in Expestscape ranking of

Expertise 0 AN Warldwide I The team is willing to introduce a Professional for Customer & Business Development and additional Advisor members I

prezentadija

,ﬂ?legewchiﬂ'e

EXECUTION TEAM

CHRIS DURRAND

JOE DOUCETTE IAN Goupy BoB SILVER ZACH BOYER
Geosteerering Directional Startup & Ops Geophysicist / DA / Cost
Expert Expert Executive Expl ioni: Manag
10+ yrs. Ops Developed Zone Six Sigma Master 30+ yrs. Onshore US 5 yrs. D&C Supply
Geologist Threading Tech Blackbelt Experience Chain Experience
20+ yrs. Borehole & Developed MPZ Broad Industry New Earth Model Decision and
Surface Geophysics Analysis Experience Technology Financial Analysis
Successful VC Exit in Drilled 150+ Equity Backed Built Multiple Large Experiefice
Drilling Project Unconventional Company Exit at Developments O&G Contract
Wells 55% ROI Experience
o

Team

Joel Gascoigne

Co-Founder, took the idea to revenue in 7 weeks, Masters In CS

Leo Widrich

Co-Founder, marketeer, took Butfer from 200 to 55,000 users

Advisors

Guy Kawasaki
Former Chief Evangelict of Apple. Co-
Founder of Alltop. Author of ten books

Previous Investors

AngelPad (D INSPIRATION

w O

Hiten Shah

GEO ! Co-Founder of KISSmetrics.
Previously etarted CrazyEgg & ACS

£ buffer
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Secer na kraju: Sto/koliko zapravo traZite od investitora?

m Kako prikazati

o Koliko trazite? Kako: dug, kapital,...?

o Trebatelii podrSku osim novaca, sto trebate .
da uspijete u svom naumu?

o Ako imate posebne uvjete, koji su? ® ® ®

o Kako Cete potrositi? Ljudi, marketing,
oprema? Burn rate?

o Runway: koliko ¢e trajati? (bar 18 mjeseci...) . J L ) PO © J

o Sto dete postidi? Procjene valuacije?
(povezano s fin. projekcijama)

I o Backup slajd: pregled dosadadwjin investicija i imvestitora

Wé’ P44 0L o Naglasiti eventualve sinergjije s tim potencijalnim investitorom
e o Lspitati s uvestitorima proces do sklapanja posla; Next steps: follow-up sastanak?
MIQJ&MH o Ako prezentacija vije za investitore i vema direktvog traievja, prezentacia se woie zavrditi sa Summary slajdom:

2-4 kluine tolke, datiim 2-3 recevice kako e ovi drugima prepricati ako im se svida I
f . | prezentacia
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Feverault

THE ASK

What we need
Lead investor to invest 1M in 2 $1.5M round

[ hire the initial enginnring teamn (5

30% 60% 20% [
Ramp \;2[) SI[IHQ o E’;r;(:)\l gcqm:mo.r) 1 ‘Drodu(‘,lmrcw’& N D'"Igp'" + U Dqﬁs".r]_ Bwild
in R& 1ISO 26262 Product Certification ogistics related costs ) y Ly - ) o - g 5
Marketing & Customer Acquisition 3 gj‘yj I ) 5 ) the product and wark clasely with early
— b PoC custemers Lo neatly integrate with

their existing systems and architecture.
This capital will provide ca. 19 menths
runway, which brings us ta 3 public paid
launch with 10 paying clients.

€ 3 Million JJ\J VEST

Seed Round
for 20% at a RM 6.25

MERCUSEO
Financial ]4 i H Nephrodiagnostics g ici 3
Funding Requirement DoggyHut is raising a $5m Series A.
Nephrodiagnostics will be founded as a startup created by Fondazione Schena and Materias. The funding
We are looking for 12 months financing to reach 80.000 transactions on requirement will be used to startup the company, design the certification process and execute the clinical
AirBed&Breakfast. investigation to prove safety and efficacy of the developed solution

Become now part of our journey:

(€) We're looking for an investor to lead our

P eolgapra o o 5K $5m Series A round with at least $3m.
[ Patent Mail and new patent Lo .
$2M submission S i All of our existing investors already Marc 5;'“’":- CEO

ertification process design an plementation B . marc@dogayhut.com

(device risk classification, CE technical file draft, 155 K commited to take their pro rata. +m4a(_;r-|c2340557ag o

of clinical =)
Team salary 75K
ANGELROUND TRPSWABSS  REVENE L momimestmen | sk | e
initial investment opportunity avg $25 fee over 12 months
Doggy Hut

tr) erezentacia
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Zadniji slajd je bitan kad se prezentacija salje, u prezentaciji uzivo nije toliko
vazan

m Kako prikazati

o Ponoviti sadrzaji look&feel s prvog slajda: N

o Imetvrtke/projekta ® \

o Logo Y

o Oneliner: esencija biznisa u jednoj izjavi #

o Kontakti J

I o U prezentaciji uZivo Vjerojatvo cete prezentacijn zakluliti s prethodnim slajdom (The Ask) od kuda ée se wastaviti

Words of diskusija | razgovori
M/ﬁ:fé’h].’ o Ovaj slayd je bitmiji za deck koji se 3alie mejlom kako bi na krayn publici dali kontakte kako vam se mogu javiti ako ih

projekt zavima I

L‘j prezentadija 30




. Sl PITEH BECK
KONTAKTI “ Pregevlfacije

Primjeri

X THANK YOU
L
A hotel discount may ﬁg . &
warm your heart, f
knowing you’'ve beaten . Py
the system. Now a new
hotel booking website \
aims to warm your.soul, ’ Join Us To Shape The Future Of E-Mobility
e : \ too, by linking discounted . .
OXYSTARTER : 3 rates and charitable
Contact Us - : donatichE
= P = - s | Sabrine Chamkhi Irmak Yolcu
e Q;l)c L\w(;w ﬁork Q;“ucs T K Chief Sales & Marketing Officer Chief Financial Officer
= = ",fr W B ‘ @ Sabrine.chamkhi@mercuso.com ) Irmakyolcu@mercuso.com
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DO YOU BELIEVE?

www.upper-eat.com

info@upper-eat.com :

CEO +34 600 89 70 76 l |)I)(\|'|{“|

UPPER EAT, S.L. Up in the Eat!

VAT: B88345095 z :
Madrid

The Octopus Accounts INSTAGRAM

@0ctopusProtocol

Apply for an allocation with us
and stay up to date on the project.

TELEGRAM

@0ctopusProtocol

www.upper-cat.com

TWITTER

©OctopusProtocol

LAUNDRY

DRY CLEANING

IRONING
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Specificni Backup
slajdovi |  slajdovi
Naslovni slajd Problem/prilika Rjesenje Poslovni model X | Il
Trakcija Trziste Konkurencija Go-to market Y WV, V
Financije Tim The Ask Kontakti V4 VI VI

Words of | U ranim fazama razvoja ovih dodatwih slaydova vierojatwo neée biti, s rastom kompanije i
M/’ﬁdfgfm,' kasnijim rundama investiravja rasti e i opseq dodatwih informacija.
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Prica o TRAKCLJI Pricao TIMU
j Imate sjajne pokazatelje rasta = Imate jak tim s nizom uspjeha
dokaz daideja funkcionira iza sebe
Prica o TEHNOLOGUJI Prica o VIZIJI

I}lf\l Imate revolucionarnu novu Imate ,neodoljivu” viziju
| I .o 14 .

.f\/” tehnologiju/procese buduénosti

¢

Weords of Bar jedav element bi trebao biti toliko jak da pokrije eventualve vedostatke u drugim seamentima. Fokus
Wl'ﬁd@”l: stavite na ono gdje ste 3x bolji, ne na vekoliko stvari gdje ste 27 ili 2070 bolji.
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% prezentadija

Radionice | Predavanja | lzrada prezentacija | Savjetovanje

Prezentacija d.o.o.
www.prezentacija.hr
luka@prezentacija.hr

$:385: 918855800209
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