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Thbl MOXELUb NpoaaTb CBOK naero 3a 120
CeKyHAa?
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odbpucyuTte cBOKO naero
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Onunwure

npobnemy/3apa
KoTopyto cobupaeTtech
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onumuinTe Baule suageHue

aPPEKTUBHbLIN elevator
pitch onuckiBaeT

peLieHne ‘
Yepes nepeuncneHve 4
BbIroa Ans 3
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UTO AenaeT Balle pewieHue
VHUKANLHLIM?



ONENCTBUSA

Y10 HeoOXoguMo Ansa cTapTa npoekTa:

Kakux nroaeun Tbl Uellb?
Kakme HaBbIKW OHU OOIMKHbI UMETb

Kakne TexHosnorum cobmpaelibcs
MCNOoNb30BaTh?



MOTUBUPYIN CBOUX NOTEHLMNaNbHbIX
napTHepoB Mo KOMaHAae:

Oaun NOHATb YTO 3TO YHMKANbHbIU LLAHC
NnpucoeanHNTLCA K MoTpAcatoLen naee.




NMOMHWN:

KaXkabln startup TpebyeT Kak MUHUMYM
pa3paboTymK
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KaXXgbln startup TpebyeT Kak MUHUMYM
pa3paboTyuK aAn3anHep
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KaXXgbln startup TpebyeT Kak MUHUMYM
pa3paboTyuK Anu3anHep MapKeTosor
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NOMHMN:

KaXkabln startup TpebyeT Kak MUHUMYM
pa3paboTyuKk an3anmHep MapkeTorsor
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COENAWU
CBOIO NOEIO
OOCTYNHOWU K NOHUMAHUK




«HE CTOUT NbITaTbCS 3aKMNIOYNTb CAENKY ECIN
ayauTopusi He NOHMUMAaEeT O YEM Bbl
roBOPUTE U NOYEMY UM HYXKHO STUM
MHTEPECOBAaTLCA»

ythere is no point in trying to close the deal if
the audience doesn’t understand what you
are talking about and why they should care.”

Chris O’Leary



OyAab KpaToK

9P PEeKTUBHBLIN elevator pitch coaepXxuT

KaK MOXXHO MeHbLLe CINOB N He yXOaUT
CUINbHO B aeTanu.




«Bbl HECOMHEHHO NbUTE, 0O4apPOBaHbI U
CTPacCTHO OTHOCUTECH K CBOEMY AENY U
MOXXeTe roBOpUTb O HEM Yacamu, apyrue
NOON HEe Takme KakK Bbl.»

,While you no doubt love, are fascinated by, and
are passionate about what you are doing and
could spend hours talking about it, most
people aren’t like you. ”

Chris O’Leary



BaLLa npe3eHTaumsa gosmkHa ObiTb MPOCTON
N MOHATHOM, 3TO BEPHEE YEM HaI'IOﬂHeH@
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BHELLUHUWX BUA

oAeHbTeCb KakK OObIYHO U
4YyBCTBYMNTE CeOA KOMPOPTH



nony4au
byab yBepeH
Obyab YecTeH
NMoKaXn yBNe4eHHOCTb
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[TocMoTpK BUAEO HECKOMbKMUX NPUMEPOB
elevator pitches
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MOM NMUTY?




3aKpouTe rrasa noka KTo-To UMTaet B
npe3eHTauulo BCNyX







BOMNpoC

Tenepb Tbl MOXeELUb NpoaaTb CBOK Maetko 3a
120 cekyHA?






BOINPOCHI?

andreas@startvienna.at
alexey.fadeev@gmail.com
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Attribution 3.0, T.e. HE NU3BMEHHATb U
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These slides are available under
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