Instructions:
 Applications are due by Thursday, November 30, 2017 at 3:00 pm Arizona Time (AZ). This is the last
time you can save changes to your application.
 Entries that do not comply with these instructions will not be accepted. Please read carefully.
 The information that you provide on this application must be information that is defined as non-sensitive by
your business
 You are limited to exactly 10,476 characters (spaces and line breaks do not count) for your application. When
you reach your character limit, text at the bottom of the window will be deleted to make room. Why the 476? The
"Header Info" when completed will be approximately 476 characters. We’ve added the extra 476 so that those extra
characters do not count against the 10,000 characters of content you'll be creating.
 These instructions and the prompts below count toward your character count, so you’ll want to delete this text as
you write to make room for your content!
 Please do not delete the section headers. These headers correlate to the evaluation rubric. If you need to
add them back, please use the formatting selector to mark them as "Heading 1" vs. "Normal."
 The bolded words below are the titles of the rubric sub-dimensions. (You’ll probably want to delete those as
you write.)
 This text is available in this PDF. You might find that writing your application in word processing app then
pasting into the online application window works better for you.
 Fill in the header information below in the section titled “Header Info” without deleting the labels.
 Submissions outside of above guidelines will not be accepted.

Header Info
Technology Type:

Company Website:
Affiliated university, accelerator and/or incubator:
Intellectual property protection (if any):
Funding History
Founders (hard cash investments only):
Friends and Family:
Grant funding:
Professional investor equity:
Bank of professional investor debt:
Funding Needs
Total outside funding needed in the next 18 mos.:
Current funding request from the AIC:

SaaS Launch, SaaS Scale, Hardware Tech, Deep Tech
(Please delete all of the preceding descriptions except the
tech. type that best fits your company. Please also delete
all of the italicized directions in this section.)
http://www.venturemadness.com/ (Use the link button in
the tool bar above so that judges can click the link you
entered here.)
___________
___________
$ xxx,xxx
$ xxx,xxx
$ xxx,xxx
$ xxx,xxx
$ xxx,xxx
$ xxx,xxx
$ xxx,xxx (Enter the amount of your request between
$100,000 to $250,000)

"Elevator" Introduction
 In a few sentences, state your business’ elevator pitch. An elevator pitch should address the key elements
investors look for: product category (i.e., software, device, service offering), target market (i.e., unemotional and
qualified - “huge market” is not as good as “$300 million US market.”), pain point, competitors/alternatives, and
competitive advantage.
 The most effective introductions immediately convey a clear sense of purpose and value while exciting potential
investors and grant funders about the opportunity.

Go-to-Market Plan
 Customer engagement. Who are (will be) your customers? Prove they are buying (or will buy) your product /
solution from you. Prove you have meaningful relationships with early-adopters who either are doing business with
you, or will be doing business with you soon. Prove you can close deals.
 Describe how you win customers today. Describe your future customer acquisition strategy.
 Describe particular marketing tactics you will use to let the market know you have a potential solution to their
problem.
 Partnership / channel. Prove you understand with whom you must partner and in what order. Prove that you
are capable of consummating these partnerships. If you do not need any partners or a sales channel, please say so.
 Market segmentation. Use an identified pain-point to segment your market. Prove you understand which part
of the market you are targeting. What sets this segment apart from the others? (Attribute sources, if applicable.)

Market and Industry Analysis
 Market sizing analysis. How have you sized your market? How credible is your knowledge? This is aimed at
your analysis quality, not the relative size of the market. (Attribute sources, if applicable.)
 Market size. How large is your addressable market? How attractive is this market's size for an investor?
(Attribute sources, if applicable.)
 Market growth. How attractive is this market's growth to an investor? What is its potential for growth?
(Attribute sources, if applicable.)
 Incumbents' power. How attractive is this market in terms of existing competitors', suppliers' and customers'
power? If it is difficult for newcomers to commercialize in your market, what is your plan to succeed?

Technical Product Description and Plan
 Crisply describe your product. Briefly describe your product or service, being sure to focus on particular features
that create a competitive advantage and address the pain point of your customer and entice them to start and
continue using your product.
 Competition, subs. & differentiation. How are you better/different than your competitors? Prove
customers will choose you given limited resources and lots of other choices for spending their money. How will you
displace any incumbents/competitors?
 Technology validation. Prove that your technology works well. How have you validated your progress?
 Product development risk. Where are you in your product development cycle? How have you validated your
progress? What remaining development risks exist?

 Intellectual property. Describe your company’s current intellectual property status and plans for the future.
(Issued patents? Licensing agreements? Pending patent applications? Trade secrets?)
 Non-IP barriers to entry. Argue you will overcome the non-IP barriers to you in your market. Argue you will
build barriers against others who will seek to imitate your successes. For example, what you have done to make it
difficult for others to challenge you like manufacturing arrangements, distribution contracts, partnerships, etc.?

Business Model
 Describe your business model, focusing on how you make money for your company and investors.
 Pricing. What is your company’s pricing model? Do you understand your competitors' pricing? Discuss your
pricing assumptions and expectations relative to competitor’s pricing or the cost of alternative solutions. Prove your
resulting gross margins will support your business.
 Downstream value. Analyze end-users' ROI in terms of time, cost and/or quality. Provide evidence that
downstream partners make attractive margins.
 Scalability. Describe how your business scales. How will your business make more money by improving your
cost structure over time? What milestones will signal that your business is ready to grow in headcount, new
markets, revenue, and/or partnership opportunities? Argue your business gets more attractive as it grows. What's
required to reach economies of scale (and, if appropriate, economies of scope)?
 Funding strategy. How will you fund your growth? Convince investors (1) you know what type of financing is
appropriate for you, and (2) you will make your investors money.
 Company economics. Hopefully, you have already completed and uploaded this accompanying Excel sheet.
Your projections should support the text you'll write in this business model section.

Risk vs. Talent Narrative
 Team membership. Briefly list and describe your key team members. Provide enough backstory to set the
stage for how each person will contribute to the success of the company’s development.
 Describe any holes in your leadership team or key positions. How do you plan to address these needs in the near
term?
 Advisors. Briefly list and describe your key advisors and their contributions to date.
 Past Execution. What risks has your team mitigated so far (business or technical)? Prove your team has
executed well as a group. What milestones have you accomplished as a group in your current company?
 Future Risk narrative. What are the next major risk-reduction milestones? Outline the big challenges you
face and briefly state what you are doing to address them.

