
Executive Snapshot
Buyer/Economic Payer: Physical therapy clinics, orthopedic surgeons, sports institutions, and
patients recovering from knee injuries or surgeries.
Top 3 Quantified Benefits: Accelerated recovery times, increased patient load capacity for
practitioners, and cost-effective rehabilitation monitoring.
Headline Traction: Completed prototype and live user testing with control groups; early adopter
discussions ongoing.
Rough Payback Logic: Cost savings from reduced in-person visits and increased patient
throughput; market share target of $150 million in a $2.4 billion market by 2026.
Funding Ask: $150,000 for product development, marketing, and initial launch activities.
Milestone Gating: Completion of product testing, manufacturing, practitioner trials, and market
launch planned through 2022.
Biggest Risk and Mitigation: Risk of adoption resistance mitigated by practitioner engagement
and real-time data validation.
Top 4 Quantified Potential Risks: Market competition, regulatory hurdles, technology adoption by
practitioners, and manufacturing scale-up challenges.

Missing Slides / Critical Elements (in Red)

Detailed Financial Projections and Unit Economics
Clear Regulatory and Clinical Validation Pathway (FDA/CE approval roadmap)
Comprehensive Competitive Analysis with Market Share Data
Detailed Go-To-Market Execution Plan with Customer Acquisition Cost (CAC) and Lifetime Value
(LTV)
Risk Mitigation Strategies with Contingency Plans
Exit Strategy and Potential Acquirers
Detailed Product Roadmap Beyond Initial Launch
Customer Testimonials or Pilot Study Results

Headway Overview of SmarTherapy Pitch Deck
SmarTherapy presents a wearable device and mobile application platform designed to enhance
rehabilitation for patients recovering from knee injuries or surgeries. The core pain point addressed is the
lack of continuous monitoring and engagement between physical therapy visits, which often leads to



suboptimal recovery outcomes. The product leverages motion sensor technology to provide real-time
tracking of patient exercises, enabling practitioners to monitor progress remotely and patients to stay
motivated through visible data feedback. The pitch clearly identifies two primary customer segments:
practitioners (hospitals, clinics, sports teams) who are the buyers and promoters, and patients who are
the end users. The market opportunity is sizable, with the compression stocking and knee brace markets
valued in the billions and growing steadily.

The team is introduced with relevant backgrounds, including a CEO with personal experience in
rehabilitation, developers, and a notable brand ambassador with sports medicine expertise. The product
prototype and application dashboard are described, highlighting features such as live motion tracking,
progress visualization, and cloud data backup. The business model focuses on selling to institutions and
practitioners, with an emphasis on cost-effectiveness and increased patient throughput. The go-to-
market strategy targets large, understaffed organizations and leverages technology-driven validation to
build trust. The timeline outlines key milestones from team assembly to product launch and initial sales
efforts.

However, the deck lacks detailed financial projections, including revenue forecasts, unit economics, and
customer acquisition costs, which are critical for investor evaluation. There is no clear regulatory or
clinical validation pathway presented, which is essential for a MedTech device, especially one used in
rehabilitation. The competitive analysis is brief and does not quantify market share or differentiate
SmarTherapy’s advantages in depth. Risk factors are mentioned but not systematically addressed with
mitigation strategies. The exit strategy is absent, leaving investors unclear about potential returns or
acquisition targets. Additionally, the deck would benefit from customer testimonials or pilot study data to
validate efficacy and user acceptance.

Overall, SmarTherapy demonstrates a promising solution to a well-defined problem with a capable team
and initial traction. The product’s integration of wearable technology and real-time data addresses a
significant gap in rehabilitation continuity. To attract serious investment, the company needs to
strengthen its financial transparency, regulatory roadmap, and risk management plans. Enhancing the
go-to-market details with metrics on customer acquisition and retention will also improve investor
confidence. The current ask of $150,000 appears modest but should be justified with a clear use of funds
and expected milestones.

1. Value Proposition

Description: The value proposition centers on SmarTherapy’s ability to empower patients and
practitioners by providing continuous, real-time monitoring of rehabilitation exercises through a wearable



device and mobile app. The pain is owned by patients who suffer from inadequate follow-up and
practitioners who lack tools to monitor progress between visits. This solution offers transparency,
motivation, and accountability, which are currently missing in traditional rehabilitation. It differentiates
itself by combining motion sensor technology with cloud-based data sharing, enabling remote oversight
and personalized feedback. The unique value lies in improving recovery speed and efficiency while
reducing costs for healthcare providers.

Purpose: For investors, a clear value proposition is essential to understand why customers will choose
SmarTherapy over existing alternatives. It defines the startup’s market positioning and competitive edge,
guiding product development and marketing strategies. A compelling value proposition signals strong
product-market fit and potential for customer retention. It also helps investors assess scalability and
revenue potential by clarifying the benefits delivered. Without this clarity, investors may doubt the
startup’s ability to capture and sustain market share. The value proposition also informs risk assessment
by highlighting how the product addresses unmet needs. Ultimately, it underpins the startup’s growth
narrative and investment appeal.

Value for Investors: Investors gain confidence from a well-articulated value proposition as it indicates a
deep understanding of customer pain points and market dynamics. It suggests that the product is
designed to solve real problems, increasing the likelihood of adoption and revenue generation. The
unique features such as real-time data tracking and cloud integration demonstrate innovation and
potential defensibility. This can translate into competitive advantages and barriers to entry for others. The
focus on both patients and practitioners expands the addressable market and revenue streams. Clear
benefits like faster recovery and cost savings resonate with healthcare payers and institutions,
enhancing commercial viability. A strong value proposition also facilitates marketing and sales efforts,
reducing customer acquisition costs. It signals that the startup has a strategic vision aligned with market
needs. For investors, this reduces execution risk and increases the potential for attractive returns. It also
aids in valuation by demonstrating differentiated value creation.

Real-World Examples: 1. Hinge Health offers a digital musculoskeletal therapy platform that combines
wearable sensors with personalized exercise programs, improving patient outcomes and reducing costs
for employers and insurers. Their clear value proposition around reducing chronic pain and surgery rates
has attracted significant investment and partnerships with healthcare providers. 2. Kaia Health provides
app-based physical therapy solutions using AI and motion tracking to deliver personalized rehabilitation.
Their value proposition emphasizes accessibility and effectiveness, enabling patients to perform therapy
at home with real-time feedback, which has driven rapid user growth and payer adoption.

Gaps in the Pitch Deck: The pitch deck articulates the value proposition but lacks quantification of
benefits such as exact recovery time reduction or cost savings. It does not clearly state intellectual
property protections or exclusive agreements that could defend the product’s uniqueness. The



differentiation from competitors is mentioned but not deeply substantiated with data or testimonials. The
dual customer segments (patients and practitioners) are identified but the value delivered to each is not
distinctly elaborated. There is no mention of how the product integrates with existing healthcare systems
or reimbursement pathways, which affects adoption. The deck misses a clear articulation of how the
product fits into the broader rehabilitation ecosystem. It also lacks evidence of customer validation or
pilot results to prove the value claims. The competitive landscape is briefly covered but does not
highlight SmarTherapy’s unique advantages in detail. The proposition could be strengthened by
including case studies or early user feedback. The absence of IP or patent information raises concerns
about defensibility. The value proposition does not address scalability or global market applicability
explicitly. Finally, the emotional and psychological benefits to patients, such as increased confidence,
could be more emphasized.

Positive Feedback: The pitch clearly identifies a significant pain point in rehabilitation continuity and
presents a technology-driven solution. The integration of wearable sensors with a mobile app is well
explained and relevant. The focus on both patient empowerment and practitioner utility is a strong
strategic approach. The inclusion of a brand ambassador with sports medicine credibility adds
authenticity. The market sizing and segmentation provide a solid context for the value proposition.

Recommendations: 1. Include quantitative data or pilot study results demonstrating the impact on
recovery times and cost savings to substantiate the value proposition. This will provide investors with
measurable evidence of effectiveness and market potential. 2. Develop and highlight intellectual property
strategy, such as patents or exclusive partnerships, to strengthen defensibility and competitive
advantage. This reassures investors about long-term value protection and market positioning.

2. Team

Description: The team section introduces the founders and key members, outlining their roles,
expertise, and relevant backgrounds. The pain ownership lies in the team’s ability to execute the vision
and navigate the complex healthcare and technology landscape. The team includes a CEO with
personal rehabilitation experience, developers, a business development officer, and a brand ambassador
with sports medicine credentials. Their combined skills cover product development, business strategy,
and domain expertise. The team’s diversity and relevant experience are critical to overcoming
operational and market challenges.

Purpose: Investors prioritize the team as a key determinant of startup success. A strong team signals
capability to execute the business plan, adapt to challenges, and scale operations. It builds investor
confidence that the company can deliver on its promises and manage risks. Highlighting relevant



experience in healthcare, technology, and business development demonstrates preparedness. Investors
also look for coachability and awareness of team gaps. The team’s credibility can attract partnerships
and customers. Ultimately, the team’s quality influences valuation and funding decisions.

Value for Investors: A well-rounded team reduces execution risk and increases the likelihood of
achieving milestones. Investors gain assurance from founders who have domain expertise and personal
motivation, as seen with the CEO’s rehabilitation background. The presence of technical developers
indicates capability to build and iterate the product. Business development leadership suggests focus on
market penetration and revenue growth. The brand ambassador adds credibility and potential marketing
leverage. A diverse team can foster innovation and resilience. Investors also value transparency about
team gaps and plans to fill them. The team’s network and reputation can accelerate partnerships and
customer acquisition. Strong leadership is essential for navigating regulatory and clinical validation
processes. Overall, the team’s composition directly impacts investor confidence and willingness to
invest.

Real-World Examples: 1. Peloton succeeded partly due to a founding team with deep fitness industry
knowledge and technology expertise, enabling rapid product development and market entry. 2. Butterfly
Network combined medical imaging experts with seasoned entrepreneurs to develop a portable
ultrasound device, gaining investor trust through team credibility and domain experience.

Gaps in the Pitch Deck: The deck provides names and roles but lacks detailed bios highlighting
relevant achievements, education, and prior successes. There is no mention of prior startup experience
or domain-specific credentials beyond the brand ambassador. The team’s ability to handle regulatory
and clinical validation is unclear. The deck does not address potential team weaknesses or plans to
recruit additional expertise, such as regulatory affairs or sales leadership. There is limited information on
the team’s operational structure or decision-making processes. The developers’ backgrounds are not
elaborated, leaving questions about technical depth. The business development officer’s experience is
not detailed. There is no mention of advisory board members beyond the brand ambassador. The team’s
capacity to scale the business and manage manufacturing is not addressed. The deck misses
highlighting any notable industry connections or partnerships. There is no evidence of coachability or
external mentorship. Finally, the team’s commitment level and equity structure are not disclosed.

Positive Feedback: The inclusion of a brand ambassador with strong sports medicine credentials is a
valuable asset. The CEO’s personal experience with rehabilitation adds authenticity and passion. The
team covers essential roles including development and business. The founders appear motivated by
real-world problems. The timeline shows early team assembly and strategic planning.

Recommendations: 1. Provide detailed bios for each key team member, emphasizing relevant
experience, education, and prior successes to build investor confidence in execution capability. 2.



Expand the team or advisory board to include regulatory, clinical, and sales experts to address gaps and
demonstrate preparedness for market and compliance challenges.

3. Product

Description: SmarTherapy’s product is a wearable device integrated with a mobile application that
tracks rehabilitation exercises using motion sensor technology. The pain addressed is the lack of
continuous monitoring and feedback during physical therapy recovery. The product offers real-time data
visualization for patients and practitioners, enabling progress tracking and motivation. It differentiates
itself by combining wearable tech with cloud data backup and practitioner dashboards. The product
targets a broad range of users including post-surgery patients, athletes, and occupational therapy
clients.

Purpose: Investors need a clear understanding of the product’s functionality, benefits, and differentiation
to assess market fit and innovation. A well-defined product section demonstrates technical feasibility and
competitive advantage. It helps investors evaluate scalability and potential barriers to entry.
Understanding the product also informs risk assessment related to development and adoption. The
product’s uniqueness and user experience impact customer acquisition and retention. Investors look for
evidence of product-market fit and validation. The product narrative supports the overall investment
thesis and valuation.

Value for Investors: The product’s integration of wearable sensors and mobile app aligns with current
digital health trends, increasing market relevance. Real-time tracking and cloud connectivity offer
tangible benefits to both patients and practitioners, enhancing adoption potential. The broad applicability
across patient types expands the addressable market. The product’s ability to reduce in-person visits
and increase patient load addresses healthcare cost pressures. The prototype and testing phases
indicate progress and reduce technical risk. The product’s user-friendly design supports patient
empowerment, a key driver of engagement. Cloud data backup ensures data security and accessibility,
important for compliance. The practitioner dashboard facilitates clinical decision-making, adding value.
The product’s modularity may allow future feature expansion or integration. Overall, the product’s
innovation and utility enhance investor appeal.

Real-World Examples: 1. ReWalk Robotics developed wearable exoskeletons for rehabilitation,
combining hardware and software to improve mobility for patients with spinal cord injuries, attracting
significant investment due to clear clinical benefits. 2. Physitrack offers a digital platform for physical
therapy exercise prescription and monitoring, integrating video guidance and progress tracking, widely
adopted by clinics and patients globally.



Gaps in the Pitch Deck: The deck lacks detailed technical specifications of the wearable device and
app capabilities. There is no discussion of product reliability, battery life, or user interface design. The
integration with existing electronic health records or therapy protocols is not addressed. The deck does
not mention data privacy and security measures, critical in healthcare. There is no evidence of clinical
validation or pilot study outcomes demonstrating efficacy. The manufacturing process and scalability are
not detailed. The product roadmap beyond initial launch is missing. Competitive differentiation is stated
but not deeply substantiated with feature comparisons. The deck does not address potential technology
obsolescence or upgrade plans. There is no mention of software updates or customer support
infrastructure. The product’s adaptability to other joints or rehabilitation types is unclear. Finally, the deck
does not discuss interoperability with other medical devices or platforms.

Positive Feedback: The product concept addresses a clear and significant gap in rehabilitation
monitoring. The use of motion sensor technology is appropriate and innovative. The inclusion of a
practitioner dashboard adds clinical value. The prototype and user testing demonstrate progress. The
product’s focus on patient empowerment is compelling.

Recommendations: 1. Include detailed technical specifications, data security protocols, and integration
plans with healthcare systems to strengthen product credibility and investor confidence. 2. Conduct and
present clinical validation studies or pilot results to demonstrate efficacy and support adoption by
practitioners and institutions.

4. Business Model

Description: The business model outlines how SmarTherapy plans to generate revenue primarily
through sales to practitioners and institutions who will implement the technology in rehabilitation routines.
Patients are secondary purchasers as end users. The model leverages cost-effectiveness and increased
patient throughput as value drivers for buyers. The market size is substantial, with the compression
stocking and knee brace markets valued in billions. The company targets North America and Europe as
primary regions for growth. The model implies recurring revenue potential through device sales and
possibly software subscriptions.

Purpose: Investors require a clear business model to understand how the company will monetize its
product and sustain growth. It informs revenue projections, scalability, and profitability potential. A robust
business model reduces financial risk and guides resource allocation. It also helps investors evaluate
market opportunity and competitive positioning. Understanding customer segments and sales channels
is critical for assessing go-to-market feasibility. The business model supports valuation and funding
decisions. Without clarity, investors may hesitate to commit capital.



Value for Investors: A clear business model demonstrates the company’s path to revenue and financial
sustainability. Targeting institutions with high patient volumes suggests scalable sales opportunities. The
cost-effectiveness angle appeals to budget-conscious healthcare providers. The dual customer
segments diversify revenue streams and reduce dependency. The sizable market and growth projections
indicate significant upside potential. The focus on North America and Europe aligns with markets that
have reimbursement frameworks and technology adoption. Recurring revenue from software or data
services could enhance margins. The model supports strategic partnerships with healthcare
organizations. Investors can better forecast returns with a defined revenue approach. Overall, the
business model underpins the investment thesis and risk assessment.

Real-World Examples: 1. Omron Healthcare sells wearable health devices to both consumers and
healthcare providers, combining device sales with data services to generate diversified revenue. 2.
Medtronic employs a business model selling medical devices to hospitals and clinics, often bundled with
service contracts and software platforms for ongoing revenue.

Gaps in the Pitch Deck: The deck does not explicitly state pricing strategy or revenue streams (e.g.,
device sales, subscriptions, service fees). There is no financial forecast or unit economics presented.
The sales channels and distribution partners are not detailed. The model does not address
reimbursement or insurance coverage, which affects adoption in healthcare. Customer acquisition costs
and lifetime value are missing. The deck lacks clarity on how recurring revenue will be generated or
sustained. There is no discussion of margins or cost structure. The geographic expansion plan is broad
but lacks prioritization or timelines. The deck does not address potential partnerships or licensing
opportunities. The impact of competition on pricing and market share is not analyzed. The model does
not consider potential regulatory or reimbursement barriers. Finally, the deck omits any discussion of
scalability challenges or operational costs.

Positive Feedback: The business model targets a large and growing market with clear customer
segments. The focus on cost-effectiveness is a strong selling point. Targeting institutions with high
patient loads is strategic. The geographic focus on North America and Europe is appropriate. The model
aligns with the product’s value proposition.

Recommendations: 1. Develop detailed financial projections including pricing, revenue streams, unit
economics, and customer acquisition costs to provide investors with a clear path to profitability. 2.
Investigate and incorporate reimbursement strategies and insurance coverage pathways to enhance
adoption and revenue predictability in healthcare markets.

5. Go-To-Market Strategy



Description: The go-to-market strategy focuses on targeting large, often understaffed organizations
such as hospitals, schools, sports leagues, and private practices. These institutions face labor shortages
and can benefit from technology that increases patient throughput. The strategy includes practitioner
trials and early adopter engagement to build credibility. Marketing efforts and regional market mapping
are underway. The approach leverages technology-driven validation to overcome trust barriers in the
wearable rehabilitation market.

Purpose: Investors need to understand how the company plans to penetrate the market and acquire
customers efficiently. A clear go-to-market strategy reduces execution risk and supports revenue
forecasts. It demonstrates market understanding and operational readiness. The strategy also indicates
resource allocation and prioritization. Early adopter engagement signals product-market fit and traction.
Investors assess scalability and competitive positioning through this lens. Without a solid plan, market
entry may be slow or costly, deterring investment.

Value for Investors: Targeting large institutions addresses a significant pain point and offers scalable
sales opportunities. Early adopter trials provide validation and feedback loops to refine the product. The
focus on understaffed organizations aligns with market demand for efficiency solutions. Regional market
mapping shows strategic planning and prioritization. Marketing and outreach efforts indicate proactive
customer acquisition. The strategy’s emphasis on technology-driven trust addresses a key barrier in
healthcare adoption. This approach can reduce sales cycles and increase conversion rates. Investors
gain confidence from a structured plan with measurable milestones. The strategy supports sustainable
growth and competitive differentiation. Overall, it enhances the startup’s investment appeal.

Real-World Examples: 1. Fitbit Health Solutions partnered with employers and health plans to integrate
wearable devices into wellness programs, leveraging institutional relationships for market penetration. 2.
Propeller Health targeted healthcare providers and payers with its digital respiratory monitoring platform,
using clinical trials and pilot programs to build credibility and adoption.

Gaps in the Pitch Deck: The deck lacks detailed customer acquisition metrics such as CAC, sales cycle
length, and conversion rates. There is no clear segmentation or prioritization of target customers beyond
broad categories. The marketing channels and tactics are not specified. The role of partnerships or
distributors is unclear. There is no mention of pricing or contract models for institutions. The deck does
not address potential barriers to adoption such as practitioner resistance or integration challenges. The
timeline for scaling sales efforts is vague. There is no discussion of customer support or training
programs. The deck omits competitive positioning in the go-to-market context. There is no evidence of
signed Letters of Intent or pilot agreements. The strategy does not address international market entry
complexities. Finally, the deck lacks contingency plans if initial adoption is slower than expected.

Positive Feedback: The focus on understaffed institutions is a smart market entry point. Early adopter
trials demonstrate commitment to validation. Regional market mapping shows strategic thinking. The use



of technology to build trust addresses a key market challenge. The timeline includes concrete milestones
for sales and marketing.

Recommendations: 1. Develop a detailed customer acquisition plan including CAC, sales funnel
metrics, and partnership strategies to provide investors with clarity on market penetration. 2. Establish
pilot programs or Letters of Intent with key institutions to demonstrate traction and reduce adoption risk.

6. Addressing Risk

Description: Addressing risk involves identifying potential challenges such as technology adoption,
competition, regulatory hurdles, and manufacturing scale-up, and outlining mitigation strategies. The
pain is owned by both the startup and investors who face financial and operational risks. The pitch
mentions partnerships with tech firms for validation but lacks a comprehensive risk management plan.
Awareness and preparedness for risks increase the likelihood of long-term success. Effective risk
management builds investor trust and confidence.

Purpose: Investors want assurance that the startup understands and plans for risks that could derail
progress. A thorough risk assessment demonstrates maturity and strategic foresight. It helps investors
evaluate the likelihood of success and potential return on investment. Risk mitigation plans reduce
uncertainty and financial exposure. Addressing risks proactively can prevent costly setbacks. It also
signals that the team is realistic and prepared. Ultimately, it influences investment decisions and
valuation.

Value for Investors: Clear identification of risks allows investors to assess the startup’s vulnerability and
resilience. Mitigation strategies reduce the probability and impact of adverse events. This lowers
investment risk and increases confidence. Understanding regulatory and clinical validation risks is critical
in MedTech. Addressing technology adoption challenges improves market entry prospects.
Manufacturing and supply chain risks affect scalability and margins. Competitive risks influence market
share and pricing power. Financial risks relate to funding sufficiency and burn rate. Operational risks
include team capability and execution. Overall, risk management enhances the investment’s risk-
adjusted return profile.

Real-World Examples: 1. Insulet Corporation managing risks related to regulatory approvals and
manufacturing scale for its insulin pump through early FDA engagement and robust quality systems. 2.
AliveCor addressing technology adoption and regulatory risks for its mobile ECG device by conducting
clinical trials and securing FDA clearance early.



Gaps in the Pitch Deck: The deck lacks a systematic risk assessment framework. Risks are mentioned
anecdotally without categorization or prioritization. There is no detailed mitigation plan for regulatory or
clinical validation risks. Manufacturing and supply chain risks are not addressed. Technology adoption
barriers and practitioner resistance are not analyzed. Competitive threats and market dynamics are not
discussed in risk terms. Financial risks including funding sufficiency and burn rate are omitted.
Operational risks related to team and execution are not covered. There is no contingency planning or
scenario analysis. Cybersecurity and data privacy risks are not mentioned. The deck does not address
reimbursement or payer risks. Finally, the absence of risk metrics or KPIs limits investor evaluation.

Positive Feedback: The pitch acknowledges technology validation partnerships. The team’s awareness
of market trust issues is positive. Early user testing reduces technical risk. The inclusion of a brand
ambassador may mitigate adoption risk. The timeline shows phased milestones that can help manage
execution risk.

Recommendations: 1. Develop a comprehensive risk register categorizing risks by type and severity,
with detailed mitigation and contingency plans to reassure investors. 2. Engage regulatory consultants
early and outline a clear regulatory and reimbursement strategy to address compliance and market
access risks.

7. Financial Ask and Allocation

Description: The financial ask is $150,000 to support product development, marketing, market
research, and ancillary costs. The pain is the startup’s need for capital to reach key milestones and
investors’ need for clarity on fund usage and expected outcomes. The allocation plan is roughly divided
into product development (>70%), market research (<20%), and other costs. The ask is modest relative
to the market opportunity. Clear financial planning is essential to ensure efficient use of funds and
milestone achievement.

Purpose: Investors require transparency on how their capital will be deployed and what milestones it will
enable. A clear ask and allocation demonstrate financial discipline and strategic planning. It helps
investors assess funding sufficiency and timing for future rounds. The ask also signals the startup’s
stage and capital efficiency. Investors want to see alignment between funding and value creation.
Without clarity, investors may perceive higher risk or mismanagement. The financial ask supports
valuation and negotiation.

Value for Investors: A well-defined financial ask shows the startup’s understanding of capital needs and
operational priorities. It enables investors to evaluate the investment size relative to potential returns.



Clear allocation plans reduce concerns about fund misuse. The modest ask may appeal to early-stage
investors seeking lower risk exposure. The focus on product development aligns with critical path
milestones. Marketing and market research investments support customer acquisition and validation.
Ancillary costs reflect realistic budgeting. Transparency builds trust and facilitates due diligence. The ask
also sets expectations for future funding needs. Overall, it supports informed investment decisions.

Real-World Examples: 1. Butterfly Network raised initial seed funding with clear allocation towards
product development and clinical validation, which helped secure larger Series A investments. 2. Tempus
Labs detailed their funding use for technology development and market expansion, building investor
confidence and accelerating growth.

Gaps in the Pitch Deck: The deck does not provide detailed budget breakdowns or timelines for fund
usage. There are no financial projections or expected ROI linked to the ask. The rationale for the
$150,000 amount is not justified against milestones or burn rate. There is no discussion of follow-on
funding needs or capital strategy. The deck lacks clarity on valuation or equity offered. There is no
sensitivity analysis or risk-adjusted financial planning. The impact of the investment on company
valuation or dilution is not addressed. The deck does not specify key performance indicators tied to fund
deployment. There is no contingency plan if funding targets are not met. The ask does not address
operational expenses beyond product and marketing. The deck omits discussion of investor rights or
protections. Finally, the financial ask appears low relative to the market opportunity and product
complexity, raising questions about sufficiency.

Positive Feedback: The ask is clearly stated and linked to specific activities. The focus on product
development is appropriate for early-stage. Inclusion of marketing and market research shows balanced
priorities. The modest ask may attract early-stage investors. The plan outlines key areas of fund
deployment.

Recommendations: 1. Provide a detailed budget and timeline for fund allocation, linking expenditures to
specific milestones and KPIs to enhance transparency. 2. Develop financial projections including
revenue forecasts, burn rate, and funding roadmap to justify the ask and plan for future capital needs.

8. Timeline and Milestones

Description: The timeline outlines key milestones from team assembly in March to product launch and
sales efforts in late 2022. It includes app and device testing, manufacturing, practitioner trials, and
market launch. The pain addressed is the need for structured progress tracking and investor visibility.



The timeline shows phased development and go-to-market activities. Milestones are linked to funding
rounds and operational goals.

Purpose: Investors use timelines to assess the startup’s planning rigor and execution capability. Clear
milestones provide measurable goals and progress indicators. They help investors monitor risk and
value creation. Timelines also inform funding tranches and exit planning. A realistic timeline reduces
uncertainty and builds confidence. It demonstrates strategic foresight and resource management.
Without it, investors may doubt the startup’s ability to deliver.

Value for Investors: The timeline shows a logical sequence of product development, testing, and
market entry. Milestones tied to funding rounds indicate disciplined capital deployment. Early user testing
reduces technical and market risk. Manufacturing and practitioner trials demonstrate operational
readiness. Sales team assembly and market mapping support commercialization. The timeline’s
granularity aids investor monitoring. It supports milestone-based funding and valuation adjustments.
Clear deadlines enhance accountability. The timeline also facilitates exit planning by projecting growth
phases. Overall, it strengthens investor trust and engagement.

Real-World Examples: 1. iRhythm Technologies used a detailed timeline for clinical validation and FDA
approval to guide investor expectations and funding rounds. 2. Proteus Digital Health mapped out
regulatory, clinical, and commercial milestones to manage investor relations and strategic partnerships.

Gaps in the Pitch Deck: The timeline lacks specific dates beyond months and years, reducing
precision. There is no indication of contingency plans for delays or setbacks. Regulatory and clinical
validation milestones are absent. The timeline does not include financial milestones or revenue targets.
Post-launch growth and scaling phases are not detailed. There is no linkage between milestones and
key performance indicators. The timeline does not address international expansion steps. Manufacturing
scale-up risks and timelines are not discussed. The deck omits milestones related to reimbursement or
payer engagement. There is no mention of customer acquisition or retention goals. The timeline does not
reflect potential exit events. Finally, the timeline does not show dependencies or critical path analysis.

Positive Feedback: The timeline covers essential early-stage milestones. It shows phased development
and market entry. The inclusion of user testing is positive. Sales team assembly indicates
commercialization focus. The timeline aligns with the funding ask.

Recommendations: 1. Enhance the timeline with specific dates, contingency plans, and linkage to KPIs
to improve investor clarity and confidence. 2. Incorporate regulatory, clinical validation, reimbursement,
and scaling milestones to provide a comprehensive roadmap.



9. Revenue Model

Description: The revenue model is implied through sales to practitioners and institutions, leveraging
cost-effectiveness and increased patient throughput. Patients are secondary purchasers. The model
likely includes device sales and possibly software subscriptions. The pain addressed is the need for
sustainable revenue streams to support growth. The model aims to capitalize on a large and growing
market.

Purpose: Investors need a clear revenue model to evaluate financial viability and growth potential. It
informs valuation and funding decisions. Understanding revenue streams helps assess scalability and
profitability. It also guides marketing and sales strategies. A transparent revenue model reduces financial
risk. It supports forecasting and investor reporting. Without clarity, investors may question the startup’s
business sustainability.

Value for Investors: A clear revenue model demonstrates how the company will generate cash flow and
achieve profitability. Targeting institutions suggests large contract opportunities. Device sales provide
upfront revenue. Software subscriptions or data services can create recurring revenue. The model’s
alignment with cost savings appeals to buyers. Multiple revenue streams diversify risk. The model
supports scaling through institutional partnerships. It enables financial forecasting and valuation.
Investors can assess payback periods and ROI. Overall, it enhances investment attractiveness.

Real-World Examples: 1. Dexcom generates revenue through continuous glucose monitoring devices
and recurring sensor sales, combining hardware and consumables. 2. Teladoc Health uses subscription
and per-visit fees for telehealth services, creating recurring revenue streams.

Gaps in the Pitch Deck: The deck does not explicitly state pricing, revenue streams, or subscription
models. There are no current revenue figures or projections. The model does not address customer
payment mechanisms or reimbursement. Recurring revenue potential is not discussed. The deck lacks
unit economics or margin analysis. There is no discussion of sales contracts or licensing. The impact of
competition on pricing is not analyzed. The deck omits revenue diversification strategies. There is no
mention of upselling or cross-selling opportunities. The model does not address international revenue
considerations. The deck lacks sensitivity analysis or scenario planning. Finally, the revenue model is not
linked to financial milestones or funding needs.

Positive Feedback: The revenue model aligns logically with the product and market. Targeting
institutions is a scalable approach. The focus on cost-effectiveness supports buyer willingness. The dual
customer segments diversify revenue potential. The market sizing supports revenue opportunity.

Recommendations: 1. Clearly articulate pricing strategy, revenue streams, and subscription models to
provide investors with a transparent financial framework. 2. Develop unit economics and margin analysis



to demonstrate profitability potential and support valuation.

10. Exit Strategy

Description: The exit strategy outlines potential pathways for investors to realize returns, such as
acquisition, IPO, or secondary sales. The pain is the investor’s need to understand liquidity options and
timing. The pitch deck does not include an exit strategy. This omission leaves investors uncertain about
return horizons and potential acquirers. A clear exit plan is essential for investment attractiveness.

Purpose: Investors want to know how and when they can exit their investment profitably. An exit
strategy informs valuation and funding terms. It helps align expectations between founders and
investors. It also guides strategic planning and partnership development. Without an exit plan, investors
may perceive higher risk. The exit strategy supports fundraising by demonstrating return potential. It
influences investor appetite and deal structure.

Value for Investors: A well-defined exit strategy provides clarity on return timelines and mechanisms. It
helps investors assess risk and reward balance. Identifying potential acquirers or IPO pathways
increases confidence. It supports valuation negotiations and funding rounds. The strategy can attract
strategic investors aligned with exit goals. It facilitates milestone setting and performance tracking. Exit
planning encourages disciplined growth and governance. It reassures investors about liquidity. It can
enhance deal terms and investor protections. Overall, it is critical for investment decision-making.

Real-World Examples: 1. Fitbit was acquired by Google, providing liquidity to early investors and
validating the exit strategy through acquisition. 2. Masimo pursued an IPO after demonstrating strong
clinical and commercial traction, offering public market exit options.

Gaps in the Pitch Deck: The deck does not mention any exit scenarios or timelines. There is no
identification of potential acquirers or strategic partners. IPO or secondary market options are not
discussed. The absence of exit planning reduces investor confidence. There is no linkage between
milestones and exit readiness. The deck does not address valuation targets or expected returns. There
is no discussion of investor rights or liquidity preferences. The lack of exit strategy may signal
inexperience or lack of planning. It omits consideration of market conditions affecting exit. The deck does
not address founder or management exit intentions. There is no mention of potential mergers or
partnerships. Finally, the omission leaves a critical investor question unanswered.

Positive Feedback: N/A (No exit strategy presented)



Recommendations: 1. Develop and present a clear exit strategy outlining potential acquisition targets,
IPO plans, or secondary sale options to reassure investors. 2. Align exit planning with milestones and
financial projections to demonstrate a realistic and attractive return pathway.

Regulatory & Clinical Pathway Review (MedTech
Device)
Regulatory Understanding: The pitch deck does not mention FDA or CE approval pathways such as
510(k), PMA, or De Novo classifications. There is no indication of early engagement with regulatory
consultants or advisors. This is a significant gap given the medical device nature of the product.

Clinical Validation Roadmap: The deck references user testing and control groups but lacks a
structured clinical validation plan including pre-clinical, pilot, and pivotal trials. There is no mention of
Institutional Review Board (IRB) approvals or clinical study protocols.

Reimbursement Strategy: There is no discussion of reimbursement pathways, CPT codes, or payer
engagement, which are critical for adoption in healthcare systems.

Risks: Without a clear regulatory and clinical pathway, there is a high risk of delays or failure in market
entry. Lack of regulatory planning may increase costs and extend timelines unexpectedly.

Recommendations: Engage regulatory consultants immediately to define the appropriate FDA/CE
pathway. Develop a detailed clinical validation roadmap with milestones and IRB approvals. Investigate
reimbursement strategies and payer engagement early to facilitate market access.


