
The Boiler



The Kitchen is 
where bold ideas
are explored, 
refined and 
accelerated. 

Oplægsholder
Præsentationsnoter




Quickly acquire knowledge

Oplægsholder
Præsentationsnoter
The Kitchen is a physical place which is owned and run by AU. But more than that we try to be a resourcesfull place where people thrive, exchange idea and help each other out.There are about 80 + 30 startups affilliated with The Kitchen   



Create and practice a 10 min pitch

Oplægsholder
Præsentationsnoter
The Kitchen is a physical place which is owned and run by AU. But more than that we try to be a resourcesfull place where people thrive, exchange idea and help each other out.There are about 80 + 30 startups affilliated with The Kitchen   



Monday Tuesday Wednesday Thursday Friday

11:00 – 12:30
Check-in

13:00 – 15:00
Strategy sit-down

20:00 – 21:30
Strategy sit-down

13:00 – 16:00
Pitch rehearsal

13:00 – 15:30
Pitch presentation



Template
Fill in – call, call, call
Increased consistency
Remember log



Problem – Nuanced. For whom? Name of company/position/person.
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”The Boiler er lige præcist hvad jeg havde 
brug for. Meget intensivt, meget hands-on, og 
meget inspirerende”  

Dennis Kristensen – Founder Safarimondo
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Now go build 
something…
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