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The eForum Launch Clinic Score Sheet 
 

Presenters have a limited time to speak, so please hold your comments until after their 
presentations. 
 
Purpose of the Clinic: 

• To give the audience insight into what investors and other partners are looking for, what kinds of 
questions they ask, and how to refine a business plan and pitch 

• To give the entire audience the benefit of the in-depth evaluation of an expert panel acting as a 
Board of Directors for the evening. 

• To give entrepreneurs a chance to do a dress rehearsal of a presentation to investors or 
potential partners B including strategic partners and potential employees. 

 
What about the technology 

• What is under review tonight is the company’s business model and not the technology per se, 
so audience questions and comments should reflect that. 

• If you have a deep interest in the technology of a presenting company, we recommend 
approaching the presenter(s) during a break or after the program 

 
Fledgling entrepreneurs might be wondering how they can contribute to the program this evening.  
After all, they’re here because they have questions, not answers, right?  Think about what your 
business issues are and if they relate to the cases under review.  Is there a finance strategy or 
funding source the CEO should consider that you are, too?  Are you experiencing the same market 
issues and have something to offer, or do you feel the panel has glossed over an important issue 
you need to know more about?  Has something the panel or audience suggested failed miserably 
for you?  Let us know. 
  
Business professionals in the audience can sometimes offer as much useful information to the 
presenting company as the panel, but be warned this is not the time to pitch your services.  Keep 
your comments brief and to the point.  We’re asking for feedback, not a commercial of your valuable 
services and expertise.  Long-winded comments that do not directly address the issues under 
review will turn the audience against you, and will be cut short. 
 
Launch Clinics are a good place for new companies or teams planning to build companies to get 
constructive feedback from a board-of-directors-level panel of experts and thoughtful audience 
members. The focus on very young businesses encourages a sympathetic and supportive 
atmosphere. Audience and panel feedback often helps presenters understand their problems and 
offers useful tips and solutions. 
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Presenting Company: __________________________________________________ 

Scoring Scale: 1 = poor, 5 = outstanding 

 

Did you get adequate explanations for: Score 1 
5 

Mistakes to Avoid: 

COMPANY OVERVIEW 
 Who is this? 
 Clear, concise explanation of the business concept; 

a succinct elevator pitch 
 

 
 Failed to deliver in the first minute who they are 

and what they do 
 

THE MARKET 
 What’s the problem they are trying to solve? 
 How big is the opportunity? 
 What is the unique value proposition?   

 
 Overestimated target market 
 No understanding or discussion of the market 

structure or forces 

STATE OF THE ART 

 What is the technology? 

 How protected is it? 

 Where is it in development? 
 

 
 Too much detail or time spent explaining the 

technology 
 

COMPETITION 
 Who are the current competitors? 
 What are the barriers to entry? 

 How ahead or behind are they?  

 
 Ignorant of the competition (claimed there isn’t 

any!) 
 Ignorant of the barriers to entry 

MARKETING 
 How are they going to get the customer to buy? 

Clear explanation of the customer value proposition: 
Why would anyone want to buy  

 
 Did not provide the marketing, manufacturing or 

distribution strategies that show how the 
business will make money 

 Overly optimistic about market penetration or 
sales cycle 

MONEY 

 How much money does he/she want?  

 Complete growth strategy with a financial plan 
through cash flow/break even.  

 Clear understanding of the profit model 

 How will the investor make money? 

 Milestones: Goals set in the past and 
accomplished; future goals. 

 

 
 Claimed the financials are conservative 
 Outlandish expectations on valuation 
 Did not disclose current weaknesses 

 

THE TEAM 
 What expertise does the team have?   
 What expertise is needed? 

 Plans for acquiring additional team members?  

 
 Failure to outline the relevant business depth 

and quality of the management team 

PRESENTATION SKILLS  

 Kept presentation within the allotted time (20 mins.) 

 Used clear and simple language and design  

 Slides were clean with no more than 3-4 bullet 
points per slide -no tiny type or complicated tables  

 Used no more than 12 slides 

 

 
 Too casual in the presentation 
 Too arrogant 
 Provided too much detail 
 Use of jargon or “geek” speak 
 Cluttered slides.  
 Exceeded time limits 
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