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Brooklyn Business Summit

e lonl Business Clinics
Business Expo
Keynote luncheon
Competition Pitch

Workshops

— Financial & Funding
— Marketing

— Green/Sustainable
- M/WBE
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Triple Bottom Line

Ernie’'s Goal & Judges
 Real World Fundraising
Venture Capital

Accredited Investors

Friends & Family or Angel Investors
Traditional Lenders

Alternative Lenders
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Triple Bottom Line

Awards
Cash
Equipment
In-Kind Services
MVP Awards

N
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Triple Bottom Line

Eligibility Requirements
« People, Planet,
Profit

Start-ups & Existing

Biz under 5 yrs




Triple Bottom Line

Mandatory Preparation
 Must attend 4 workshops or
 Must complete 4 one-on-one sessions or

 Must complete a combination of above

BrookylnBusinessSummit.com




Triple Bottom Line

The Intake Forms

1.
. Consent: sign & date

Prointakepgl: sign & date

. Info Recelved: sign & date
. Client Tracking: sign & date
. Services Training: sign & date
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Triple Bottom Line

Important Dates

olg

olg

/. Overview & Executive Summary
14: Marketing

21: Finance

28: Operations

May 5: Pitch Workshop
May 13: Plans must be submitted; 5pm
May 27: Finalists Pitch; 1-1:45pm
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Triple Bottom Line

Resources
Summit Partners

The Art of the Start,
Guy Kawasaki

Business Plan Pro




Business Plan

How a business plan Is read
. Characteristics of Company & Industry
. Terms of the Deal

. Balance Sheet or Cash Flow Statement
. Caliber of People

. Unique Selling Proposition

. Once Over Lightly




Business Plan

How Is It written?

e 1st person: expresses identity of the
writer/speaker. “l am tired.”

2"d person: addresses reader/listener

directly. “You are tired.”

3'd person: refers to a subject that is

neither the writer nor the reader. “He Is
tired.”
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Business Plan

What are the elements?

1. Words (justifies the numbers)
a) Executive Summary
b) Market Plan
c) Operations Plan

Numbers (include assumptions)
a) Cash Flow Statement or Proforma
b) Income Statement
c) Balance Sheet
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Funding Process

Executive Summary (3 pgs or less)
PPT Presentation (10-20-30 rule)
Business Plan (including financials)

Due Diligence (up to 6 months)
Term Sheet (terms & conditions)
Funding In Stages




PPT Presentation

The Art of the Start
By Guy Kawasaki




Organization Name

Tag line

Name & Title
Contact




Problem

e Describe the pain that you're alleviating.
The goal is to get everyone nodding and
“buying in.”




Solution

* Explain how you alleviate this pain and the
meaning that you make. Ensure that the
audience clearly understands what you
sell and your value proposition.

BrookylnBusinessSummit.com




Business Model

« Explain how you make money: who pays
you, your channels of distribution, and
your gross margins.




Unique Selling Proposition

* Describe the technology, secret sauce, or
magic behind your product or service.




Sales & Marketing

* Explain how you’re gong to reach your
customer and your marketing leverage
points.




Competition

* Provide a complete view of the competitive
landscape. Too much Is better than too
little.
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Management Team

* Describe the key players of your
management team, board of directors, and
board of advisors, as well as your major
Investors.




Financial Projections/Metrics

* Provide a 5 year forecast containing not
only dollars but also key metrics, such as
number of customers and conversion rate.




Current Status & Use of Funds

* Explain the current status of your product
or service, what the near future looks like,

and how you’ll use the money you're trying
to raise.
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