
Feedback and resources 
for your group project
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Aims: 
• Get prepared for your group pitch and I4L application



General feedback on case examples

• A single figure/image/movie is often better than 10 sentences!

• Use simple and easily understandable language rather than specialized scientific terms

• Investments are NOT part of the business model. In the business model you should show how revenue is generated 
(who pays whom for what?)

• While for the case example some company information might not have been available, you have to provide a complete 
and comprehensive picture of your (hypothetical) group startup

• You should be able to show that your business is scalable

• You should know who your main competitors are

• Know the limitations of your product and be ready to discuss them constructively

• Be self-confident and enthusiastic (without overselling!), speak in a strong voice



Additional useful material – how to write a business plan

Business Plan

technical 
details/ 
science 

• Customer’s needs
• Market
• Profit



1. Executive Summary

Do Don’t
• Describe in simple terms your mission and vision

(big picture in real-world language), point out your
competitive advantage, provide some basic market
data

• Sell a vision, not just a product!
• Point out why this is an opportunity no investor

should miss (e.g. scalable, disruptive)?

“My 2 US$ assay strip
allows diagnosing breast
cancer at curable stage,
using a single drop of urine”

• Discuss irrelevant technical details, 
• Oversell your product or market chances
• Be too optimistic, naïve, “all over the place”…
• Lack understanding of the market/ customer needs
• Gaps and missing facts or data. Immature 

“assumptions”

“My new HfO2-Based Ferroelectric 
CMOS sensor is 2.37 times faster 
than any MESO transistor ”  



2. Opportunity (problem statement)

Do

• Easy language or better an image illustrating 
the problem

• Facts and numbers

(Courtesy of Alice Klein – BIO-490)

• Technical language, describing a problem that 
nobody except you is aware of

“No Cutinase enzyme can stand high 
temperatures”

www.rcsb.org/structure/2CUT

Don’t
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This is the real problem This is where your technology 
might have USPs



3. Product (Solution, competitive advantage)

Do Don’t

• Describe a sustainable competitive 
advantage, no “one hit wonder”

• In the best case your invention is not 
just better than previous products, but 
generates entirely new needs

https://pxhere.com/en/photo/591564 www.simplymac.com

phone
phone, 
email, 
internet, 
navigation, 
Apps

“Our innovative power tool has a battery 
lasting long enough to drill 10,000 holes 
without recharging….(and it costs 2k US$) ”

• Overfulfil a task at non-competitive cost

#1 Failure: 
Lack of market demand!



4. Market & Marketing

Do Don’t

• Describe who will buy your product,
how you reach your (first) customers,
define distribution channels and
provide quantitative market data

• Get LoS from key opinion leaders and 
industry

TAM

SAM

SOM

Total addressable market = X

Serviceable addressable market = Y

Serviceable obtainable market = Z

• Mix up total societal cost generated by the 
problem with your market

• Assume getting a 100% market share 

• Project growth that does not match resources 
(staff, local distributors, regulatory hurdles) 

https://emojis.sh

“The total economic cost of 
cancer is 1.3 trillion US$ per year 
=> we will at least make 100 
billion with our new cancer drug”



5. Competitor landscape

Do Don’t

Clear comparison, pointing out superiority 
(tick box table, 2D performance plots, SWOT, etc.)
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you

Just focus on a single technical 
parameter

Overlook future developments and 
alternative technologies

#4 Failure: 
Strong competition



6. IP

Do Don’t
• Check if others could offer a similar

product (if so, could you still have an
advantage)?

• Build up a comprehensive patent
portfolio protecting different aspect of
your technology (hardware, assays,
special reagents, etc.)

• Get all required licenses

• Forget to check for FTO

• File patents that are too narrow 
and easy to bypass

https://pix4free.org/photo/4695/patent-infringement.htmlhttps://icon-icons.com/icon/certificate/129074



7. Business Model and Revenue Strategy

Do Don’t

• Find the right business and payment models for your product

B2C
B2B ?

Adapted from https://fundsnetservices.com/types-of-business-models

• End up with a business model that is not scalable

pr
of

it

time

#5 Failure: 
Pricing doesn’t 
match costs



8. Team

Do Don’t

• Convey credibility, ensure all required 
expertise, skills and network are readily 
available

• Get key opinion leaders onboard 

CEO Law expert Regulatory affairs 
specialist

CTO

• Do things for which you have no 
expertise – faster and potentially 
even cheaper to outsource!

CEO Law expert Regulatory affairs 
specialisthttps://icon-icons.com

#3 Failure: 
Wrong team!



9. Development Plan, Milestones & Financial Forecast

Do Don’t
• Keep in mind the many different cost categories (business canvas)

• Leave room for delays (they will happen!) and consider all risks

• Define minimal viable product and minimal marketable product

• Make sure your resources match your goals

• Define your exit strategy

today product growth exit

www.wiki.org

• Mix up revenue/sales with profit

• Aim for a “technical overkill” (you can 
launch a 2nd generation product later) 

www.vectorportal.com

?#2 Failure: 
Insufficient financial resources 



Best group pitch 2021

Please do not just copy, but rather come up with your style, structure and layout!



Prepare backup slides with important facts and figures



Best group pitch 2022



Questions?
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