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1., Welcome: 10 min.

2., Presentations:

-      The Art of Presenting, Masha Tarle: 20 min

-      The Elevator Pitch, Eva Suba: 5 Min.

3., “Fake it till you make it?” 
Interactive group work: 45 min

4., Feedback and Closing: 10 min.
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Workshop Agenda



Pitch? 



PROBLEM
Define the Problem that connects your 

research with the world.

Problem 2
Elaborate on how this negatively affects 

people and their experiences.

Problem 1
Give an interesting overview of the problem 

and explain it briefly.

Problem 3
Present the issues effectively to set the stage 

for your entire pitch.



YOUR VISION
Why is your idea so important? Paint a 

future you wish we could have! 

 List 3-5 options that your research 

proposes as a solution.
Solution 2
Give the practical benefits of a high value and be 

straightforward and sincere.

Solution 1
Describe how you envisage solving the 

previously mentioned problems.

Solution 3
Be very clear so that you can move smoothly 

to the launch of your results.



WHY IS THIS IMPORTANT NOW?

Reason 2
What are the current trends that make your 

product or results possible?

Reason 1
Why is "now" the best time to take your research to 

the next level?



Item 1 Item 2 Item 3 Item 4

40 

30 

20 

10 

0 

SHOW 

EVIDENCE
Prove that your research is important: Visualise 

using a graph, news articles, numbers to 

highlight importance.



Concrete Outcome 

/ product

 / service
Present your research 

result/product/service as the ultimate 

solution to these problems. 



WHO WILL BENEFIT?
Who are your prospective customers?

Who are they?
Visualise the people who will approach you 

for solutions.

Benefitting groups
What are their profiles and visual personas?



Time to shine 
Explain without expert expressions, 

don't pour all data on your listener : 

they will only remember 1 single 

most important thing!



What research 

results exist 

already out there?

What solutions 

have been already 

offered?



Advantage 1
Visualise your competitive 

advantages using a easy  

Quadrant or graphics.

Advantage 2
How is the difference between 

the various landscapes and what 

makes them so different?

Advantage 3
What can you do better than your 

competitors? How do you surpass 

their performance?

Advantage 4
A company with strong 

competitive advantages is more 

likely to survive in the long term.

Show what 

you've got: 

prove how you 

respond to the 

challenges



Don't be afraid to 

repeat
remember: they remember 1 single 

most important thing, that is what 

you need to emphasise



Whether by means of a graph, 

timeline or chart, present the 

viability of your product or service 

and describe how you will operate, 

and achieve its goals.

If you have many ways to make 

money, focus on one main method 

such as subscription, advertising 

and transactions.

What is the business model?
Do you plan to earn money? Show how !



Your Team

Chris
Is doing

Cruz
Can't stop....

Leire
Is super in



What comes 

now?What are your next steps and goals? 

How much support do you need and 

what do you achieve through this?

Step 1
Q1 2025

1

2

3

4

Step 2
Q2 2025

Step 3
Q3 2025

Step 4
Q4 2025



YOUR CONTACT

(0221) 1234-56

hello@thisismyemail.org

www.thisismywebsite.org



WANT TO LEARN MORE?

Do you need more tipps for pitching? Check out these videos:

https://youtu.be/r3It-abzU6s

https://youtu.be/3RgUR2nVcjs



WHY is the next step in improving energy 

demand modelling to forecast the 

domestic sector’s energy consumption.

www.why-h2020.eu
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