
The Executive Summary
- for startups seeking funding

BY NICOLAJ HØJER NIELSEN



Background: Most investors invest in 

less than 1% of the proposals they see



Example: VC funnel



You read very little before you 

decide on “no” or “maybe”



Result: You need to send the potential 

investor something very brief



Role of the executive summary: 

Analog – getting a job



Problem: Explain the nail, not the 
hammer!

What is the problem (time, 
money, cost, pollution etc.)?

Who has the problem 

(customer segment) ?

What are they doing today?

Users vs. customers/payers ?

Can you quantify the size of 

the problem  (Euro, time) ?



Solution: Don’t talk about the specifications 

Explain your solution in layman 
terms (software, hardware)

Benefits for customers: Time, %, 
Euro? …” Unlike technology 
X…”

Barriers to competition: How 
will you ensure your solution will 
not easily be copied? 
(patents, network effects, hard 
to replicate know-how etc.) 



Market size: Is the market large enough to 
be interesting? 

Today. How much money 

is spent on either direct 

competitors or alternatives 

today?

Future. External reports 

that estimate future 

market size and growth



Team: Why are you the one that can solve 
this problem? 

Core team: Industry expertise, 

university degrees/positions, 

citations in famous journals etc.  

Advisors: Have you convinced 
any (famous) advisors to join?

 Investors/partners: Have you 

made any partnerships (or 

investors) that can prove other 

people want to work with you?



Traction: What have you achieved so far?

Product: How far are you in the 
development? Have you any 
data/studies that can prove your 
claims? (quantify where possible). 
When will your product be 
launched?

Revenue: If already on the 
market, how much revenue are 
you having, and growing how 
fast?

Users/pilots: If no revenue, have 
you unpaid users or signed pilot-
projects up?



Business model: How to bring the product to 
the market?

Go-to-market: Who will be your 
customers (end-users or 

channel)?

Revenue model: How will they 

pay you (per unit, subscription, 

service/hours??

Profitability: Price vs. COGS



The vision: Where do you hope to be?

Long term goal: Where will 
the company be in say 5-10 
years?  

Leader within industry X ?

Market share ?

Revenue ?

(be ready to defend the above assumptions during further 

negotiations, should be based on your assumptions about your 

product vs. alternatives/competitors in the future market?



The ask: How much money do you need?

 Important: You “never” get money 

to finance the entire lifetime of the 

project

Milestones: What are the milestones 
(product and/or revenue) you can 

achieve in the next years?

Funding: How much do you need to 

achieve this?

Co-investors: Have you already 

secured part of the funding round?



The basic details:

Official company name

Where is the company HQ?

How many full-time employees?

Name of persons in management 
team (and link to Linkedin-profile)

 Existing investors in the company?

How much funding has the 
company already raised?

Contact information!


