


Big Bet Pitch Training October 2, 2008


 ��[musical interlude]


Laura Efurd:  This is Laura Efurd with ZeroDivide. On October 2, 2008, we held a training session for our Big Bet investments to help them learn how to pitch their social enterprise to potential investors.��This session was in preparation for an actual pitch they were going to be doing at the Social Capital Markets conference on October 15th in San Francisco, California.��In this episode, we hope to give you a sense of what the training was like. We start off with an interview with Paul Lamb, ZeroDivide's community innovator who organized the training session today. Then, we'll check in with Bob Cabeza and Brian Mendez of Change Agent Productions. We got a chance to talk to them before they gave their pitch so you get a bit of a sense of that anticipation.��Next, we interviewed the remaining three Big Bets after they gave their pitches, so you'll get a sense of how the pitches went and their lessons learned. We interviewed Lissa Soep of Youth Media International, Kevin Westin of Youth Outlook, and Mindy Aronoff of the Bay Area Video Coalition.��This episode ends with an interview with Phillippe Wallace, ZeroDivide's Chief Financial and Operating Officer. He gives his feedback on the day's session and, in particular, some lessons learned about presenting financial information.��You can listen to each of the Big Bet pitches on separate podcasts on the ZeroDivide website. Let's begin with Paul Lamb. He's going to give us an idea of what this training is all about.��[musical interlude]


Laura:  Paul, tell us a little bit about why we are all gathered here today at ZeroDivide.


Paul Lamb:  We're gathered here today to have our Big Bet grantees make their pitches for their social ventures, their social enterprises and the day is really about giving them a chance to do a dry run, kind of a baptism�by�fire training, and dry run of their pitches.


Laura:  And this is going to prepare them for what?


Paul:  This is going to prepare them to make their presentations at the Social Capital conference in San Francisco in October.


Laura:  So, tell us a little bit about the folks who are going to be helping the Big Bets with their pitches today.


Paul:  We have a full line up of experts, including Kevin Jones of Good Capital and his colleague, Gary Bowles of Xigi.net, and a few others on the VC as well as the start�up venture world coming in to assist the pitchers and help them get their presentations together.


Laura:  So, tell us a little bit about what success will look like for you.


Paul:  The best thing that could come out of today is having all of the Big Bet grantees feel comfortable and ready to make their pitches at the Social Capital Markets conference. That's really what we're shooting for.


Laura:  And what did you do to help them get prepared for today?


Paul:  Well, we provided them with a series of guidelines, making a venture�oriented pitch for a start�up company, as well as a number of resources, kind of "Pitch 101" type resources to get them ready.


Laura:  Thank you, Paul.


Paul:  Thank you.��[musical interlude]


Laura:  We are here with Bob Cabeza and Brian Mendez from Change Agent Production. Bob is the head of the YMCA in the Long Beach area, which houses Change Agent Production and Brian is the art director at Change Agent.��Tell us a little bit about why you're here today and what you hope to get out of today's training and experience.


Bob Cabeza:  Well, one of the things we want to do... I'm a non�profit executive director and I've worked with foundation grants and so on and so forth, but we're actually going to be developing a corporate pitch for possible investors into our social enterprise. And so, we need to re�tool our approach to telling our story and doing it in a way that's sound byte�y. And we need to get the best information out in the shortest amount of time.


Laura:  Well, great. Brian, what are you hoping to get out of today?


Brian Mendez:  Making our presentation to possible investors really concise and really to the point, showcasing our product, and just really learning how to really package it very tightly.��[musical interlude]


Laura:  So, we're here with Lissa from Youth Media International. Lissa, tell us a little bit about your role there and what you're doing here today.


Lissa Soep:  So, I am Research Director and Senior Producer at Youth Radio, which is the organization that has launched Youth Media International, our production company, a venture. And so, I'm here today basically workshopping a pitch to bring new investors into our venture.


Laura:  What was the biggest challenge for you in terms of doing this particular pitch?


Lissa:  I think, preparing it, our biggest challenge � Nishat and I were just talking about � is we've been so focused. We developed a business plan to support the venture, and the key point that we're at in the business plan is actually pursuing sponsors who would align themselves to our content through a kind of an underwriting relationship with some of our content that goes out through MPR or other kind of sponsored content.��So, we've been really thinking about... that's the money that we're going after at this point and those are the interlocketers that we're kind of trying to talk to is how do we convince an HP or a Saturn � those are not actual companies that we're approaching � but, to sort of make them want to be connected to the stories that our young people tell.��And so, it was a shift for us, then, to be like, "We're not talking about approaching people as sponsors." We need to think about venture capitalists, angel investors, and et cetera, and have a real clear statement of how we'd spend the money, what we're asking for, and what the plan would be.��What it would allow us to do that we can't already do with the million dollar investment that ZeroDivide has given us and other funders that have already gotten behind the venture.


Laura:  What was your sort of one big take away?


Lissa:  Well, I think there were maybe two. One is, as Nishat and I were also just saying in our kind of debrief. Nishat was saying, "Duh, it's like a story." When they said, "You guys are in media, you know how to tell a good story." And that's what we do every single day because I'm really, in my Senior Producer role, hands�on with the young people generating our content that goes out to our audiences.��So, I know what makes a good story, but it kind of clicked for me in a different way: "Oh, we need to put a young person at the top and sort of create some attachment to that character and then bring you on a journey so that at the end you see an impact in that person's life that also registers on a wider scale."��So, I think, that's actually the good take away because we know how to do that. And so, I'm actually excited to go back and re�craft with that in mind because that's what we do every day.��I think, the more challenging feedback is more this question of crystal clarity around, "What are you asking for? What am I going to get out of it? What's going to be the return on my investment?" I think, that's where we're going to have to go do some more hard work to get there, but we will.��[musical interlude]


Laura:  And we're here with Kevin Westin who's... oh, I don't know your title, Kevin.


Kevin:  I'm the Director...


Laura:  Editor in Chief and Director of Youth Outlook. And he just went through and did a training about doing a pitch to investors. Kevin, tell us what that was like.


Kevin:  A little bit nerve racking, but I actually enjoyed it and appreciated the feedback. I think, this session was a key to us being able to go and actually do a real pitch in front of folks that have money. So, I really appreciated that. I felt like I got a lot out of it.


Laura:  What was the biggest challenge for you in doing the pitch?


Kevin:  Trying to figure out what to put in the PowerPoint, I think. You know, I ended up having like 18 slides and I figured the prime number would probably be seven or eight, but I couldn't distill it down in the time that I took to do it. But, that's why the session was so important. It really keyed me in on what size we actually need.


Laura:  How are you feeling about going to the Social Capital Markets Conference in a week and a half and doing this pitch?


Kevin:  I'm actually feeling pretty confident. I feel like our core competencies are good, I feel like we've identified a market and a niche and a need. I feel like our social mission has been there for 40 years. We just have to make sure to get all that information out and make sure people understand it.


Laura:  OK. So, give me your two�minute pitch so our listeners will know what Youth Outlook and Youth Biz is all about.


Kevin:  Well, Youth Biz, what we try to do is connect you or anyone to the young market in the Bay area. Connect social marketers and corporate clients to the Bay Area youth market. That's it.


Laura:  That's great. Well, thanks, Kevin. Good luck next week.


Kevin:  Thank you. I appreciate it.��[musical transition]


Mindy Aronoff:  I'm Mindy Aronoff, I've been at BAVC, Bay Area Video Coalition for 10 years. I think, I've done just about every job there. I'm currently the Director of Training and Resources, which is the adult side of training. We also train at�risk youth, but what I oversee is the adult side.


Laura:  So, Mindy, today you had the great honor of doing the pitch in our Pitch Training Session for BAVC. How did that go for you?


Mindy:  Well, it was a little nerve�wracking, but I have to say it was really fun and I learned a ton. It's back to basics, tell a story, have an arc to the story.


Laura:  But, you got some good feedback.


Mindy:  It didn't feel like it when I was up there.


Laura:  [laughs]


Mindy:  You know, I know the program so well that I just decided to stop focusing on the PowerPoint and tell what we do.


Laura:  So, tell me, just in a couple of minutes, tell me about the Bay Area Video Coalition and what your particular venture is.


Mindy:  We've been around 32 years. We were funded, initially, from the Rockefeller Foundation to provided broadcast quality access to people who wouldn't have it otherwise. So, people who tell stories, we taught video, then we had to teach audio. Then, we taught web, then we taught game design. Now, we serve about 10,000 people a year of all walks of life.


Laura:  Primarily in the Bay Area?


Mindy:  Primarily in the Bay Area, but people do fly in because our classes are very short, quick, intensive. So, somebody can come in, learn something and then go back home, or go back to school, or back to work, and either tell a story, create a game, make a movie. We also train K�12 teachers with the help of Adobe for free.


Laura:  And so you folks are looking to scale that up nationally by going online?


Mindy:  Exactly. And even though we're in�house and we have all the video expertise, we've never put our classes online before. So, it's like we finally came up out of the work that we do and said, "Wait a second. We've got to get serious about doing this."


Laura:  That's great. Now, you were kind of pinch hitting today, because Ken Ikeda, who is the Executive Director there, is actually going to make the pitch at the Social Capital Markets Conference. So, what's going to be your advice that you're going to give him for his pitch in a week and a half?


Mindy:  Well, he created the PowerPoint. I gave it today and I realized we have way too much information in that PowerPoint. I'm going to take the advice of the Greek chorus that was there today and really scale it down, put more graphics and pictures in and tell Ken that he's got to tell more of a story. Stop focusing on the numbers, the grids, the graphs.


Laura:  That's great. So, overall, today was helpful?


Mindy:  Incredibly helpful.


Laura:  Great. Well, thanks for being on our podcast.


Mindy:  Sure. Thank you, Laura.��[musical transition]


Laura:  We're here with Phillippe Wallace, who is Chief Financial and Operating Officer at ZeroDivide and he participated in today's Pitch Training Session with our Big Bet investments. Phillippe, what were your general impressions?


Phillippe Wallace:  Well, it was great to have the folks that were sponsoring the convening. So, those organizers, who are very experienced in both presenting and packaging these kinds of presentations. Both were experienced investors on their own behalf, as well as having our own board member, Anu Nigam, there who is an entrepreneur and angel investor. So, I thought those things were great on the participation side.��The presentations themselves were fascinating, I think. Clearly four very exciting, well�articulated projects and enterprises.


Laura:  Being the Chief Financial Officer here, anything in particular about their presentations on their financials?


Phillippe:  They all... maybe with the exception of one, and this part had more to do with timing than anything, people tend to put their financial sides at the end.


Laura:  At the end, yeah.


Phillippe:  And they all went over time, so we didn't quite get the same depth that they will likely see in their actual final, polished presentations.


Laura:  And how important are those financials in a pitch like this?


Phillippe:  I think, in an investment, they're critical. It's something that you need to lay out, that you've thought about, that you have solid measurements and a solid plan. And the financials are a way of communicating that to investors.


Laura:  The other point I thought some of the folks brought up that was really interesting was also putting up front what your ask is. Again, also relating to financials, if you need so much money, put that ask up front and what that's for.


Phillippe:  Oh, absolutely. I used to take companies public, and we'd have road shows, and you'd hand out the red herrings, the prospectus, and on there...


Laura:  Wait. Why are they called red herrings?


Phillippe:  [laughs] Long story to your question.


Laura:  You're not going to tell me the story?


Phillippe:  That's for another podcast.


Laura:  OK.


Phillippe:  They're printed in red.


Laura:  Oh. That's the short version?


Phillippe:  Yeah. The short version. The disclosure labeling on them, anyway... Now, I lost my train of thought.


Laura:  You were talking about when you took companies public and did the road shows.


Phillippe:  About the ask. Well, yeah. Right up front was what the size of the offering was and what the suggested pricing was going to be.


Laura:  I'm sorry. I have to cough. [cough] I'm sorry. Say that again? Up front?


Phillippe:  Up front you gave what the expected offering size was, how much capital you were wishing to raise, and the pricing around that, giving a range of what the expected pricing was going to be. So, people knew up front what kind of deal they were evaluating.


Laura:  Right, right. So, similarly, for these Big Bets, putting that up front in terms of what they're looking at in terms of what kind of investment they need, and what that would be useful?


Phillippe:  Yeah, exactly. Both the size of the investment, the type of the investment and the length and any other kind of aspects that would be useful.


Laura:  So, after today, do you think these Big Bets are going to be prepared to make their pitches to investors at the conference?


Phillippe:  Absolutely and I look forward to it.


Laura:  Great. Thanks, Phillippe.


Phillippe:  Cheers.


Laura:  Until next time, this is Laura, with ZeroDivide.��[music]��[audio ends]��
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