
Pitching deeply technical products to non-technical investors

Description

A technical founder can build something impressive and still lose the room, because many
investors do not think in specs. They think in outcomes and decision risk. A pitch works when
it makes the business feel real, not when it proves the science is hard.

This challenge shows up often in sectors like maritime tech and industrial monitoring. The
product may involve sensors, engines, data systems, or automation. However, the investor
wants a clear story about value, timing, and growth. Clarity can beat complexity, even for
advanced technology.

Turn deep tech into plain value

Non-technical investors can follow complex products when the story has a clean thread. That
thread should move from a real problem to measurable impact. It should also show why the
team can win in the market. The aim is not to hide detail, it is to put detail in the right order.

Build a story investors can follow

In deep tech, long timelines are normal, so the story has to travel far. A 2024 fundraising
analysis in deep tech quotes investor Christophe Jurczak of Quantonation on the need for a
â??big storyâ?• over a ten year arc. The idea needs to feel investable, not just possible.

A strong story also acts as a translator for non-specialists. For marine engine monitoring and
maintenance, examples from Chris-Marineâ??s maritime digital solutions show how data
becomes action. Nicola Marchese argues in a 2025 deep tech guide that story is not
cosmetic, it is how techno economics, regulatory steps, and supply chains become
understandable. Investors also cannot process a massive slide deck on catalyst design or
naval autonomy algorithms.

The simplest way to keep attention is to make momentum visible early. That means showing
more than patents and prototypes. It also means proving that buyers care and that
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deployment is moving forward. Open with one urgent problem, then add one metric and a
clear before and after. Close the loop with pilots, renewals, or repeat orders that signal
traction.

When the narrative feels steady, technical detail becomes support instead of the main event.
That is how a complex product stays memorable after the meeting ends. It also makes the
next meeting easier to earn. A clear story can survive a fast partner discussion and still stay
accurate.

Swap features for clear outcomes

Many founders fixate on novelty and features, which creates a common blind spot. The same
deep tech analysis notes that investors care when a robotics system cuts labor costs and
fertilizer use, as highlighted in automation trends, not when it only shows technical elegance.
The broader lesson is to translate lab wins into operational savings, risk reduction, or
revenue growth.

A useful pattern comes from a 2025 â??Deep Tech Clarity Frameworkâ?• for pitch videos. It
suggests anchoring in the known, then climbing to a higher idea, then returning to human
scale. For example, an AI system can be compared to an immune system for cybersecurity.
The pitch then keeps asking â??so whatâ?• until the benefit is clear.

That benefit lands best when a single person stands in for the market. A shipowner or port
operator makes the story concrete when the pitch names a specific cut in fuel costs or a drop
in downtime by a clear percentage. Deep Tech Summit advice aligns with this and
recommends starting with a quantified, urgent problem. The engineering can then be
introduced as the shortest path to that outcome. The same approach recasts complex
language into a claim that a generalist can repeat accurately.

Non-technical listeners also need simple answers to hard questions. Deep Tech Summit
frames them as why this was not done before, why it works now at scale, and why
competitors cannot copy it fast. Analogies help here too, such as describing quantum dot
solar coatings as tiny antennae tuned to missed wavelengths.

Use maritime proof points and maps

Maritime and ocean climate tech sits in a strange place for many investors. A 2025 J.P.
Morgan report estimates the ocean generates about 2.5 trillion dollars in annual economic
output. Yet ocean climate technologies drew under 3 percent of US climate tech investment.
In the same dataset, industrial solutions like unmanned surface and underwater vehicles
captured 42 percent of ocean climate capital. The report stresses that investors respond to
stories that link autonomy, electrification, and data systems to decarbonization and resilience
mandates.

For additional context on how capital clusters in ocean climate categories, the J.P. Morgan
report on key blue tech trends is often used as a benchmark. It groups ventures into carbon,
industrials, and organics. Industrials like autonomous vehicles can read as capital efficient
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tools for decarbonization and security. Founders can place a product in one segment, then
explain how it connects to adjacent segments over time.

Recent funding stories show what â??concreteâ?• looks like in practice. A November 2024
roundup highlighted VELA raising 40 million euros for its first wind powered shipping vessel.
It also noted Candela raising 13.3 million euros to scale an electric hydrofoil ferry, plus a
Reach Subsea project for an unmanned surface vessel. Each example links a clear use case
to the next build phase. That link makes the risk feel manageable for a generalist investor.

Broader climate investment patterns support the same framing. PwC reported that AI
centered climate ventures raised 6 billion dollars in the first three quarters of 2024, which was
14.6 percent of total climate tech investment. It also found that 28 percent of deals supported
adaptation and resilience, including coastal protection and climate risk analytics. For
maritime founders, it helps to position solutions as both emissions reducers and resilience
tools for ports and coastal cities.

Keep it simple, then prove it

A pitch for a technical product is a translation job. It starts with an urgent problem, then a
measured outcome, then a clear reason the team can win. After that, the technical detail
earns its place as evidence. Investors do not need a lecture, they need a decision ready
story.

A practical way to keep the pitch tight is to lead with one narrow niche where the pain is
obvious. Early contracts can serve as proof points, and the expansion story can be added in
stages. Monthly KPI updates help progress feel inevitable, not hypothetical. Disciplined and
truthful storytelling builds trust over years, and it keeps the company fundable through the
long haul.
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