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Oko prezentacija
se prikazuje upravo sada*
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50% od njih su
nepodnosljive*

*konzervatina procena
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prodaja '

UcCinimo da svet bude
bolje mesto.
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Znacajnost
Struktura

Jednostavnost
Vezba

© ® ® 6O

0060

Znacajnost
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O Da bi “preneli informaciju™?

O Vas sef vam je naredio?

™ Ili iznesete stav?

Sta je tema i sta
vam ona znaci?

27-May-15



©® Znacajnost stvara strast
® Strast privlaci paznju

® Paznja dovodi do akcije

stable. v, A
: t ne
hces the urﬂj-“)/’f‘Df 7 d Igle
HVES people’s 1y s i
: . g
e Postavite sebi pitanje.

Da |li ste strastveni?

a tripa H W
s | a
f dnrt AL r
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sejoct styles
of equal or lesser value
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Ako niste u
mogucnosti da
pronadete znacenje!

Nemojte
prezgntovat_i_.

27-May-15
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Struktura

27-May-15
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A: Bilo koju — sve dok je:

© Uverljiva
® Nezaboravna

® Prilagodljiva

OProblem - Prilaz — ReSenje

®Problem - ResSenje — Logika

©® Zanimljive stvari (ako ima smisla)

27-May-15
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-1

Dajte 3-4 razloga

koji podrzavaju vasu tezu.
Publika nece zapamtiti
vise

Upecatljivo otvaranje

1 Detalj..

1 argument 2 Detali...

Detalj...

1 Detalj..

2 a rg u ment 2 Detal...

3 Detalj...

5

minutes

1 Detalj..

3 argument  2oes.

3 Detalj...

Upecatljivo zatvaranje

27-May-15
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. N
Ovo mozete redi u...

& 5 minuta

@ 15 minuta
= 45 minuta

Prilagodljivo je.

Jednostavnost

27-May-15
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Sve treba da bude Sto jednostavnije
y ali ne prosto.

Medutim, pojednostavniti
nije tako jednostavno.
Evo nekih primera.
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IIpeacrosimast TapudHass KaMInaHus

1: OCT nomxHa yrBepauTh (pejepaibHble (PAKTOPH B
HOBOH CTpYyKTYpe (0OHU cocTaBiIAoT~ 90% 0T KOHeUHOTO
tapuga). Ilocae 3TOro peruoHaibHBIE PeTyIUPYIOIIHE
OpPraHbl JOJKHBI YTBEPAUTH Tapudbl UISI KOHEYHBIX
noTpeduTenei B paMKax mnpeebHbIX.

*  Bce ¢enepanbnsie pakropsl Oyayt yrBepxkaeHsl 20-30
HOs0ps 2005 roja. [Tpuuuna — 3aaepxka
IloctanoBinenus IlpaBurenncTBa 0 TOpsiAKE BBHIBOjIA
cyobexkToB Ha OPD M yTBep/KIeHUA WHIMBUIAYAIbHBIX
Tapugdos ¢ OPD.

*  PervoHajbHBIE  peryaupyiollde  OpraHbl  JOJKHBI

VTReNTUTE TANUhLT To inuaaTug Ao mKeTa Cyﬁ},eKTa Po.

Nemojte da brinete: znanje [ 10 YTBEPKICHUA

jezika ne pomaze mnogo .

CereBon Tapudc

< «Matpewka» no cbopy
ceTeBoro Tapuda —
HUXKeCTOoALLME ceTeBble
opraHusauvmn cobuparot
nnaTty 3a ceTeBble ycnyru ana
cebqa un Bcex BblLWEeCTOALMX
ceTen, Bknodana cetm EHOC
(®CK)

Jd«KoTtnoso#» cnocob
pac4yeTa Tapuda — ceTeBow
Tapuc He Mo ceTerbIM

Onnara
yenyr ®CK

w» N

B3auMOpac4eThbl HBB PCK3

‘ HBB

opraHusauuam, a no Tunam _ PCKA
NpUcoeanHeHns
noTpeburenein (HanpsKeHUs)
B pervoHe EovHbIN TapUHBIN KoTen
UBce ceTeBble opraHusauuu =
onna4vBaloT NOTEPU B CBOMX EavHbI Tapud Ha nepepavy

ceTax
* Mokynka noeps GCK - I‘Yé"jﬂﬁé':rl

Obratite paznju na pozadinu.
AN

27-May-15
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JlocTaTOUHOCTH BATOHHOM COCTABJISIIONICH UL COACPKAHUS U
00C/Iy’)KMBaHUSI COOCTBEHHBIX BAaroHOB, BHYTPEHHUE H
SKCIIOPTHBIE IIOCTABKH a30THBIX ya00penuii, 2006 r.

Cozepacanne n 0dcIVKIBABNE BIMOBOB: BE0GY0 INMBIE JATPATH B JATPATS, 39104 BBLIE B * Peansusie 3aTparsi - 1¢

[peickypasre 10-01, 20061, PR R S——
3 BXOHOB MOXKCT MOHCCTI,

410081 TPYI0OTNPABHTERS
COXpaMILE CYmECTE iomitit
Tapitd 3a paron odmero
Mapka, T.¢. 370 eCTh PaIHIUA
MERITY TApI oM 38 BATOH
obmero mapka st Tapion 3a
KpiTopeiic cobCTBEHHBIX
BArOHOB (FpyKeHnift i
MOPoAIaT paic)
FRCMOPTHEIE MEPCE 03531

HEPE3 CYNON YTHBIE
MEPExoILl — Canble
HEDMTOTMELS 301
OpiMcHoHIG CODCTR CHHBIX
BarOHOB

Mpuobperenute narcuon ana
TATLX MEPEROIOK MORNLUELT K
VIOPOKANIIO N8

TPy I00TNPaBHTENS

Tu su i podaci!

U\

Ce=1 KN3J, Goguevono

yTpEENE KA 1 CHCTEMS

apuocs ¢ yuemioi
CRCTOMOR ANR yened

e ¥ip

duHE=COBCH M

CEAIL ey KOWTPONLMLINR
K13 v crctemon SoaxeTion

YMpEENEHES pRaNIIYETCR o ¢ :
nocpencTEOM pnp;gnrm - i . - s aAL i 1
Duogpeetiux sanamnit : ' E E 1 WHTEMPUPOBAHHAR YUETHAR CHCT._.-’L»'\J__.-
T T il I 4
s i i i ! .
i 1 i = : " GMCTEMA TAPU®OOGPA30BAHMS
- e EEEER : ! | e
E : i == 1|1 i Conse ueway oBocuosumsonun e
I * ' E - ot AoryuesTIMM QNA e o
: il 4, L i Tapudoofipazos ke v crateAMe s
- T | Bioaweron Pacvanos, flovanca v [~
] . E i Wrgecriynit, peanwsyemss ¢ e
: ' 1 MOMOUSID SOR=OR CrCTEUS i
i H
= 1' e i -
Ovo je moj omiljeni. - =
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How to Succeed in Business

.

CwWwest The jb you

35588388

o o

atr dth Qtr

Lol «important that you get
.t 2nd o ¢ nossible. This creates 1st Qir
. -, “han you do, and ——we—— k

pne gli0€S o} ; |
then ored™ a9 gl W feRfork

/ 4 ol

as mamy w003 Oy T %ot success you
the ilus’ - that ¥0| pov 77 ¥ numbe-
you \“I ' i

| | The job you |
®North |w!q | might Qat someday

:l | <\ [ Four stops sbowe | ( Four steps above |
} > S | hepbyouhave | | thejobyouhave |
) Smm_— =

o ot - : «2nd Qtr |-wm"
¥ ¥ ¥ .0 il prasay

Osnovni problem?

27-May-15
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© Vizualizujte ideje
® Istaknite kljucne elemente
© Impresionirajte

O Sufler
® Handouts
® Gomila podataka

19



IIpeacrosimas TapupHas KaMnaHus

1. OCT pomxHa yrBepauTh (eaepaibHble (HAKTOPHl B
HOBOM CTpYKTYype (OHU cocTaBIsIIOT~ 90% OT KOHEUHOTO
Tapupa). llocne 3Toro pervoHanbHbBIE pPEryIUPYIOIIUE
OpPraHbl JO/DKHBI YTBEePAUTH Tapudbl Ui KOHEUHBIX
norpedureseil B paMkax mpe/ie1bHbIX.

. )
Ljudi Citaju brze nego Sto govorite:!

Znaci da ste beskorisni. X

1 virvna/Jabprnbis l}\-l _}‘-l.l’ll))’ DL FIN UPJ. “anpi ,."_I.U-l.ll\ﬂbl
YTIBePAUTH TapU(BI 10 NPUHATHA OroKeTa cyonekra PD.
Bo MHOTHX perHoHax 3TO MPOU30HIET A0 YTBEPKIACHHA

OCT denepanbHbIX (PAKTOPOB.
16

CerteBou Tapud

e 2
opre

o Koliko vas kosta jedan vise slajd?
(®C

“pec €0.00. B
opre
< Napravite vise slajdova.

B pe¢
_IBCQ vCicooic U'.Jl Gr‘ll’ldal.l'If'llfl
onna4vBaroT NoTepn B CBOUX
ceTax
= [lokynka notepe ®CK -
BKMIOYEHIE HOBOW CTaTLK 3aTpaT B
Tapucd OCK 1 cooTeeTCTBEHHOE
YMEHbLUEHME TapudoB Ha NOKYNKY
3/3 Ha OPGM

< EAvHbIA Tapud Ha nepenavy (SRR

27-May-15
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JlocTaToOUHOCTH BarOHHOM COCTABIISIONICH /UL COJIePIKaHUS U
O0CIy/KUBaHUSI COOCTBEHHBIX BArOHOB, BHYTPEHHHUE U
SKCIIOPTHBIE IIOCTABKH a30THBIX ya00penuii, 2006 r.

| =p Tparel — Té
1¢ DaaJeneu
MOHECTE

Koja je poenta? e

-

»bmero

CTh pasHitUa
32 BATOH
Tapidon 3a

Osnovna poenta? -

ICE ORI

Odbacite sve ostalo. =

SCTBCHHBIX

[pstobperenne parodos ana
TAIIX MEPLBOIOK MOBMLUET K
VIOPOKAMITD N8

TPy I00TNPABHTENS

t_n

MO/IEJIb YIIPABJIEHHSA POCK

, i Cemze KN3, Grogmetvoro
{ CMCTEMA NOKAIATENEW CTPATErMHECKONO YNPABNEHMA PSCK % YMIpEBNEKIR i CICTEMS
! OCETEEOND i| TapudooSp € pueTHOR
# BENIOm03 cocTenoR AR uened
T k T 1 i| cocramness ynpagnesseckon,
BHYTPEHHWE duHEHCORCH B P
KMWMENTB |1 “hpouecces |1 PAIBMTHE | | Aol
Liskommen [|fi0mansitiacces  |[[3owemames, ] |  —

Cemae wesy noNTpOnssIMe

\V4 7
KT13 wcheremeit Snaxetione E ; t o ?
yrpasnewss peanmyetcs a re C I
- | ]

noCpeacTEOM palpaSoTin
Ceogeetue 28030
0
J
Il
i
e e 1 ol i
i i
] Certe Moy 050CHOBBIDL N =
) AOFyueHTIMM ANR T
1 Tapeboofipazosanes p cTaTEAMN For——
- Bueeroe Pacxoncs, foxoqes #

Wresctiuni, peanwayemas o :' it =R
ROVOLEE SanHoR CicTous = 1
7 (| —
; /’ i U H

CHCTEMA BIO[DXETHOI O YNPABNEHWA | e
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O Da li znate za pravilo:
O 7 linija teksta po slajdu ili manje
g 7 reci po liniji teksta ili manje?
0 Ovo je los prilaz
0 Ako sledite ovo “pravilo”
o Imacete ovakve slajdove

27-May-15
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“It's taken me all
my life to learn
what not to play.”

— Dizzy-Gillespie

27-May-15
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Koja je vasa

PRIéA iznad

argumenata!

---------
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Svako od nas je pripovedac

| -
©
e
o
O
)
—
c
o
>
@)
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Alat koji ja koristim

ponekad...

27-May-15
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Za sve ovo Ce biti potrebno Vre m e!

© Jedna misao po slajdu

® Par boja koje se slazu
©® Nekoliko fontova

O Slike, ne koristiti clipart

27-May-15
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Manje teksta.

Vise slika.

Sta ako je potrebno da se’ I
slajdovi salju ili stampaju?

31



The Largest
Leasing Companies

eHansa Leasing
*Pl" JlnsunHr

eABaHrapa-JIM3nHr
eRaiffeisen Leasing
eMMbB-JIn3nHr

Napravite 2 grupe slajdova

27-May-15
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A a A - [ Degign ‘Diewslide

On‘mnuaalg;mﬂ 6ananca
3/1eKTpo3Heprum Ha 2006 rog

1.NMposBefeHa skcnepTMsa OCT
2.MoarorosneH Génanc:

4 HOBbImEHHQHESRFDVSKa an\a
3KOHOMMYHBIX CTaHUMA

* Pasrpy)<eHbl ﬁead:d)emauble
3.3koHOMMA = 7 ﬁnpn. py6.

"

'Wtwmnmopm(ﬁcpmmmﬂmm Voo e
HOM BATpas i A0 3mepro, uFIE i

2. Haocuope ymoit yRcmepreom PACi «E3C Poceian momromnmm

T 5 4CT i GamRc ATeRTPOIREPIIN By
2006 ron !
3. Banue mp e ) SATPYIRY 30 1X CTANIGE
#, a0Sopor, pasty bbery o Temmod mit
ol 4+ meofi LLE BHpPAGOTI.

4 BRoMoIgo cOBOKYTIOD JATPAT MY BUPASOTEY AEETPONEPII B
PRI TATS ONTHMEIALIG
TOYBOIIHT BITHCATECS B O

~ Stampaite sa' notes

TED M BIrE M. S

Informisite sa malo teksta*

* vi to mozete

27-May-15
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Nikada necCete uspeti
iz prvog puta.

27-May-15
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PREZENTACIJA PRIMALAC

Rezultati. Prikupite ih.

Nemate publiku? Prezentujte
namestaju. Ali naglas. Pokusajte.

35
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Proverite prostor
| opremu.

Why does it matter?
~| How do | grab their attention?

Significance
What do | want them to do?

_Convincing
Memorable

Structure -~
- Scalable.

My presentation 1 point per slide

\_ Images whenever possible
Simplicity -{ Few matching colors

Very few fonts

Present it aloud
- Get feedback
Room and equipment

' Rehearsal

36
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Sve ovo vodi ka...

* odlicna prezentacija
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How to Pitch a VC

(aka “Startup Viagra”)

sworkshop

for getting on the radar

Dealmaker Workshop LA, 10/06/09
Dave McClure, Founders Fund,
Master of 500 Hats blogs

@DaveMcClure on Twitter

Startups: 2 Sexy 4 Milan?

Essential Elements of a Hot VC Pitch

Love in an Elevator (30-second quick pitch)

The Money Shot (live demo, screen shots, video)

Size Matters (market size, bottom up / top down)

Nice Package (customer$, metric$ UP & to the RIGHT)
Superheros & Rock Stars (yo_yr team)

4

* note: the above are teaser images... they don't really mean anything; they're just here to capture your attention.




10 Erogenous VC Zones

—

1. Elevator Pitch
2. The Problem

3. Your Solution

4. Market Size
5. Business Model

Teaser Image|

Goes Here

Money Shot
Goes Here

6. Proprietary Tech

7. Competition

8. Marketing Plan

9. Team / Hires

10. Money / Milestones

The Money Shot: E Business
Demo Metrics Cu$tomer
Screen Shots (NOT Revenue Testimonial$
Video Projections)
== This st
Rocks.”

1. The Elevator Pitch

The 30-second quickie, for when you don’t have time for lots of VC lovin’

* Short, Simple, Memorable: “What, How,
— “We're X for Y" is ok if 1) it's true 2) X & Y are well-known

* Max 3 key words / phrases, 2 sentences.

— “SlideShare is the world’s largest community for sharing presentations.
— “TeachStreet is a place to teach or learn anything.”
— “Mint.com is the free, easy way to manage your money online.”

» Logo and/or Image ok but not rqd

* No “Inside Baseball” lingo
— make it easy for non-experts to understand.

e Smile. It's ok to have fun when you pitch ©




2. The Problem

* What is The Problem? Make it Obvious.

— “Ouch. Yeah, | have that too..

¢ Who has it? How Many? How do you know?
— stats, examples, research, links.

e “Painkiller not
— Vitamins are great, but you NEED painkillers. BAD.

(note: Viagra is not a Vitamin)

3. Your Solution

* Great Companies do 1+ of 3 things:
— Getyou LAID (= sex)
— Get you PAID (= money)
— Get you MADE (= power)

» Describe why your Solution:
— Makes customers very happy
— Does it different than anyone else

— Remember “NICHE to WIN”"
(Customer Case Study can also go here)




[ The Money Shot |

e http://JingProject.com
Demo e http://ScreenCast.com
e http://Flickr.com
Screen Shots o http://YouTube.com
; e http://Scribd.com
VldeO e http://SlideShare.com

» if you're doing live demo: PRACTICE! PRACTICE! PRACTICE!

» expect demo to FAIL — in multiple, interesting ways -- how will u handle it?
« always have a backup (screenshots, local video, interpretive dance)

* expect to be interrupted by VCs ( Interruptus) — multiple times.

and remember:
» Get Your Partner Off FIRST (watch for O-Face). You Can Come Later (or Never).

no idea what this is, but
it looks really F'ing

4. Market Size e

» BiggerisBetter

* Top Down = someone else reported it
— Forrester, Gartner, Your Uncle

+ Bottom Up = calculate users/usage/rev$
— Avg Txn = $X
— Y customers in our market
Avg customer buys Z times per year
Market Size = $X * Y * Z annually = a big friggin’ #
Market growing @ 100+% per year

note: “top down” and “bottom up” have nothing to do with giving VCs hard-ons. Get your mind out of the gutter.




PN,
@E]}l]]ﬁﬂb

Online Takeout Orders: Market $ize

Top Down

$511 Billion spent dining out annually

— source: National Restaurant Association, 2006 (http://www.restaurant.org/)

Bottom up:

100M people eat out every day
Today ~4% of meals ordered online (= 4M/day)

In 5 years 20% of meals ordered online (=20M/day)

Average takeout order cost is $12
Available Total Market Size:

— today = ~$50M daily, ~$20B annually

— in future = $250M daily, $100B annually

look: more info porn!  ee——f

damn that looks good, doesn't it?

Percentage of Chart Which Resembles Pac-man

Oresembles Fac- |
[~ man

Do not resemble
| Pac-man

5. Business

Model

(How Do You Plan to Make Money?)

Describe Top 1-3 Revenue Sources

— Prioritize by Size, Growth, and/or Potential
— Cite current market activity / customer behavior as proof

Show How You Get to Break-even (or Profitable)
— Ideally, on the current round of funding you're raising

Common Revenue Models

— Direct: ecommerce, subscription, digital goods, brands

— Indirect: advertising, lead gen, affiliate / CPA

See Andrew Chen presentation:

* Revenue: The Internet Wants to Be Free,

but You Need to Get Paid




P

ZapMeals: 3 Ways We Make Money

e Transactional:
— charge a 15% food prep fee (min $1)
— charge a 15% food delivery fee (min $1)

» Advertising:
— charge small preparers by click-thru (SEM for food)

— charge larger preparers for premium / sponsored listings

» Supplies, Equipment, Insurance:
— provide supplies, education for ZapMeals preparers
— free licensing to ZapMeals preparers who buy $250 eqpmt
— insure against food inspection issues via large group

again,
up & to the right.

6. Proprietary Tech / Expertise
(What is your Unfair Advantage?)

* VCs *really* like unfair advantage
— big market lead
— experienced team
— ex-Google PhDs
— core / “breakthrough” tech
— “defensible” IP / patents
— “exclusive” partnership
— great sales/marketing
— balls of steel

ax




7. Competition
(+ why they all suck, why you're different, , better)

e List all top competitors
— (especially top ones; we’'ll find them anyway)

e Say how you're better, or at least different
— If not better or different -> “NICHE TO WIN”
— position(-ing) matters

e 2-axis graph is trite, but still useful
— see next page for example

« useful comparisons / differentiation:
— simple vs complex
— value vs cheap (tougher to prove tho)
— cheap vs expensive (but careful you don't race to bottom)
— consumer vs enterprise
— open vs proprietary (in this case, open usually better... but not always)

We're Different.
(and You Suck.)

Funny!

SHOCKING
m

Accepted

v

Not Funny.




8. Marketing Plan

Ok, so your product / technology rocks, but...
... how do you get customers / distribution?

T R

lots of channels, lots of decisions... choose a few:
¢« PR e Email
e Contest ¢ SEO/SEM
* Biz Dev « Blogs/ Bloggers
+ Direct Marketing «  Viral/ Referral
e Radio/TV/ Print « Affiliate / CPA
» Dedicated Sales «  Widgets / Apps
e Telemarketing e LOLCats

3 Things That Matter / To Measure :
1. Volume
2. Cost
3. Conversion

9. Team

People that Get VCs all Hot & Bothered

e Geeks with deep technical background

e Entrepreneurs who have sold companies
e Sales/Marketing who Make it Rain

Also Identify:

< Key Hires you Need but *Don’'t* Have, and...

e ... you've got candidates lined up in those areas
< ... ready to hire as soon as you close funding

e ... oOratleast job descriptions / est. salary




10. Money, Milestones

 How Much Money Raised / Now Raising?
— Show 3 Budgets: Small, Medium, Large
— Show how you've got “Small” already lined up
— Show “Optionality”, Competitive Interest (if poss.)

* How Will You Spend It?
— Key Hires (Build Product)
— Marketing & Sales (Drive Revenue)
— CapX, Ops Infrastructure (Scale Up)

» Show Achievable Milestones with Non-Linear Increase in Value
— Show what will get you to next milestone (product, customers, hires)
— Show how the capital you have is more than adequate
— Show substantial UPTICK in value when milestone is achieved
« functional product
« initial customers / revenue
* break-even or profitable

Financing

» Raised $200K Seed round Jan 08 @ $1M valuation
— angel investors: Ron Conway, Larry Page, Bill Gates
— built initial prototype; functional use with 1000 customers

« Seeking $500K-$1M Series A round @ $2.5M valuation
— already closed $300K
— meetings with 5 other VCs in next 2 weeks
— targeted closing in 4 weeks

e Use of Proceeds / Product Roadmap / Goals
— $300-500K: hire 2-3 engineers, 1 marketing / sales, .5 PT customer support
— $200-500K: marketing campaigns & customer acquisition
— get to 25K customers, $1M revenue by end of year
— estimated break-even in Q4 / 09 @ $100K / month




Additional Resources

¢« Dave McClure:
— Startup Metrics for Pirates (AARRR!)
— ZapMeals Sample Pitch Presentation
— Master of 500 Hats Blog: “Greatest Hats” (top blog posts)

e Steve Blank: 4 Steps to Epiphany, Customer Development Methodology
e Eric Ries: StartupLessonsLearned

e Sean Ellis: Startup-Marketing.com

e Andrew Chen: AndrewChenBlog.com

e Brad Feld, Jason Mendelson: AskTheVC.com

e Aydin Senkut: Felicis Ventures blog

e Mark Suster: Both Sides of the Table

e VentureHacks.com

e StartupCompanylLawyer.com

https://www.youtube.com/watch?v=IsGcymH3rYQ
https://www.youtube.com/watch?v=hEp8ttE7WVc

10
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10 points
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Problem: Fast Food... |

The ZapMeals Solutia

* Help part-time / small-ti




ZapMeals - Microsoft Internet Explorer pr d by Comcast

"Home cooked meals a click away" 3

Step1 ™, Step2 s Step3 ™ m

MName

Stewe Gerbino

Phone

415-981-5278

About

Grew up in Catania, =a
prominent city situated on the
southeastern coast of Sicily.
This sunny island just of the
southern tip of Italy has
Weal prep time

[11 minutes =]

Insurance Learn More
License Learn vlore

Hello, Wayne Lambright | San Francisco, 94129 | (Sign Out) |«

2 people finding great foed online now!

Welcome MNew Home Chef
Mildred Hoch

Sunday Monday Tuesday ‘“Wednesday Thursday
- (m} - r

r
[open =1 Ph =1 P ]
Iclused | closed | closed | closed | closed x| r r

27-May-15



ed by Comcast

| “Bak - » - @D

at GFaveites (4 S o] - &

J Addiess I

http: ¢ #serverd.beta. ZapMeals. com/find. php?cuisine=MediterraneanéLoc ation=stizons2

=] @G0 [|Liks »

"Home cooked meals a click away"

Hello, VWwayne Lambright | San Francisco, 94129 |{Sign Out) =]

LS

VIDEU REL!

32 people finding great food online now!
We\ocme New Hoge Chef

eYelvetRope - SF

2orba’s Café & Grill

Restaurant Recornmendations fram the  Serving Fresh, Authentic Food From All

Trendsetting Exclusive Community
wiw, evelvetRope.cam

Ouer The Warld,
www, ZorbazCafe net

Found (9) Mediterranean Home Chefs 23

That will deliver within 30 Minutes

Michael (415) 981-0038
Cummings Prep Time: 9 Min Mediterranean
2 Min

Prep Time: 12 Min ~ Californian
Delvery Time. 12 Min  Medlterranean
Tofal Time: 24Min

(415) 648-2956

. (415) 750-1505
- Yanik
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il I e Eastern
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NEW! Romano
Chef Join

T {415) 2350370
isa 4
Bolascos F'm_ Time: ”-Mln ) French
—_— d Deli Time: 19 Mi
Toulfne S0 Medleranean
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Recommendations by
Peaple who like this also like..._
Akbar Starkly- Chicken Cordon Bleu

Kim Smith - Apole PleT _'j
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3 Greek salads Total $16.30

Meal Progress 22

Order Placed: -12 Min
Delivery in 8 Min

CHEFS VIDEQO RECOMMENDATIONS

Hello, VWwayne Lambright | San Francisco, 94129 |{Sign Out) =]

41 people finding great feod online now!

Welcome MNew Home Chef
Mildred Hoch

Dellverxﬂ Agent:
Robert Montalbano (42) deliverys

Ontime Rating
8.3 otof 10
Type: Taxi
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Size of Market

Top Down

Business Model

* Transactional:
f e A 0
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Technology

» ZapMeals has developec

Competitors

e Online
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» Partner with notable foodie bloc
+ Adwords Campaigns ta i

Team
+ Wayne Lambright, CEO &
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