Attracting Your First Angel
INnvestors

Raising investment isn't just about numbers — it's about narrative, timing, and
perceived value. Especially in the early stages, when the product is still raw,
traction is limited, and the model is still being tested, what makes an angel
investor bet is the strength of the pitch and the founder's clarity.

This presentation shows how to build pitches that spark trust and FOMO (Fear
of Missing Out), attracting the right first angels — the ones who don't just invest
money, but open doors and accelerate your path to becoming a unicorn.
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Investors Don't Buy Ideas —
They Buy Founders

i® |deas Aren't Enough f Betting on You

Your idea alone won't cut it The angel is betting on you -
when you're just starting. The your behavior, clarity, how you
market hasn't responded yet, speak, think, and react under
the product is immature, and pressure.

data is scarce.

Show Direction » \

Your pitch needs to demonstrate that you know where you are and
where you're headed, even if the path is still under construction.




The Pitch Is a Clarity Experience

Big Vision

Achievable milestones toward a compelling future

Execution Team
People who know how to deliver results

Business Model & Traction
Validated potential or early results

Large Growing Market
Significant opportunity space

Simple, Unique Solution
To a clear and urgent problem

"If you can't explain your business in two minutes with a sparkle in your eye, you're not ready to raise funds." — Naval Ravikant



Flements of an Effective Pitch

Clear & Urgent Problem

©

Identify a specific pain point that needs immediate solving

Simple, Unique Solution

9,
= Explain your approach in straightforward terms that highlight its uniqueness
. Market Opportunity
o538 Demonstrate the size and growth potential of your target market
Business Model

Show how you'll generate revenue and scale the business



Spedak Like a Leader, Not a Salesperson

Leader Approach

e Presents a vision with conviction

e Acknowledges challenges honestly

e Focuses on long-term value creation

e Communicates with clarity and purpose

e Listens actively to feedback

Salesperson Approach

e Focuses only on benefits

e Glosses over potential obstacles
e Emphasizes short-term gains

e Uses excessive jargon or hype

e Talks more than listens

Use a lean, direct, visual, and emotionally intelligent pitch. Your presentation should reflect your leadership qualities and demonstrate

how you think strategically about your business.
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Creating FOMO Gracefully
h‘-d Show External Interest Highlight Recent

Mention other investors who are Milestones
Exclusive . . , ,
investment opportunlty interested (even if not yet Showcase partnerships, pilots, or
committed). This validates your early customers. These concrete
startup's potential and creates a achievements demonstrate
sense of competition. momentum and prove your ability
to execute.

Set Clear Deadlines

Make it clear there's a timeline for this round — and you'll move forward
with those who are aligned. This creates urgency without being pushy.

"Investors want to back rockets. If you look like a car with no direction, no one's
getting in." — Sam Altman




FOMO Is Not Manipulation

Show Momentum Create Alignment
Demonstrate that you're moving forward Q? Focus on finding the right partners, not
regardless 50 just any investor
Highlight Achievements \VZ Establish Timeframes
Showcase real progress and validation @ Set realistic but firm deadlines for
points decisions

FOMO is the secret ingredient in early rounds. But it's not about manipulation — it's about showing that your rocket will launch with or
without that particular investor. The goal is to create genuine excitement about your venture's potential.



What to Avoid in Angel Pitches

Exaggerations

Claims like "we have no competition’ or "we'll be the next Google"

Hiding Risks

Investors value transparency about challenges

Information Overload

Cluttered slides or overly long presentations

Premature Asking

Requesting investment before creating interest

Avoid focusing too much on the product and neglecting the business aspects. Investors need to understand not just what you're building,
but how it will create value and generate returns.



Rehearse, Record, Watch, Refine

Practice Your Delivery

Rehearse your pitch multiple
times until it flows naturally.
Practice in front of friends,
mentors, or even in front of a
mirror to get comfortable with
your delivery.
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Record Yourself

Use your phone or computer to
record a practice session. This
gives you an objective view of
how you come across to others
and highlights areas for
Improvement.

Review Critically

Watch the recording and note
areas that need refinement.
Pay attention to your body
language, pace, clarity, and how
well you communicate key
points.

lterate and Improve

Make adjustments based on
your observations and practice
again. Each iteration should
bring you closer to a pitch that
sounds natural, authentic, yet
strategic.



The Right Investor Is Part of Your Team
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Experience & Expertise Network & Connections Aligned Values & Vision

Look for investors with relevant industry The right angel can open doors to Choose investors whose values and long-
knowledge who can provide valuable customers, partners, and future investors term vision align with yours to ensure a
guidance based on their past successes through their established relationships. productive working relationship.

and failures.



PROJECT

“PHOENIX” =

Be Selective: Interview Your

INvestors

Question to Ask

What types of businesses have
you invested in?

How do you usually support
startups beyond capital?

What would your role be in our
growth?

What's your investment timeline
and exit strategy?

How do you handle challenges or
pivots?

What You're Evaluating

Relevant experience and industry
knowledge

Value-add beyond money
(connections, mentorship)

Expectations for involvement and
alignment

Alignment with your long-term
vision

Temperament and flexibility during
difficulties

"The first money defines your startup's culture. Choose wisely." — Jason

Calacanis
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Building Trust Through Your

Pitch
9, 2

Transparency Data-Backed

Be honest about Claims

challenges and risks. Support your assertions
Acknowledge what you with evidence, even if
know and what you're preliminary. Show the
still figuring out. thinking behind your

projections.
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Strategic
Thinking

Show how you
approach problems and
make decisions. Reveal
your thought process,
not just conclusions.
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Customer
Insights

Demonstrate deep
understanding of your
users through stories
and feedback that
validate your solution.



Pitching Is a Meeting of Vision and Credibility

Established Credibility Engaging Story
Demonstrate why you're the Connect emotionally through
right team to execute compelling narrative
Clear Vision Mutual Benefit
Articulate where you're going Show clear value proposition
and why it matters for investors
Vv N

Founders who raise easily aren't the ones who talk the most — they're the ones who connect the most. They know that every word must
build trust, create clarity, and spark desire. Your pitch isn't about getting a check — it's about starting a joint journey of exponential
building.



Connect, Don't Just Impress

I/ ap!
Growth P
Elevate you

You don't need to impress. You need to engage, inspire, and spark action. The most successful pitches create a genuine connection
between the founder and potential investors. This connection is built on shared vision, mutual respect, and authentic communication.

Remember that investors are looking for founders they can work with through the inevitable ups and downs of building a company. Show
them not just your brilliance, but your ability to listen, adapt, and collaborate.



Starting a Joint Journey
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Vision

Clear articulation of the future you're building
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Team
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Right people with complementary skills
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Execution THE

Demonstrated ability to deliver results

A

Partnership
Aligned investor relationship that adds value
Your pitch isn't about getting a check — it's about starting a joint journey of
exponential building. The right investors don't just provide capital; they become

partners in your vision, offering guidance, connections, and support as you
navigate the challenges of building a successful company.

By focusing on clarity, authenticity, and strategic thinking in your pitch, you'll

attract angels who believe not just in your idea, but in you as the founder who
can bring that idea to life.



