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When you're pitching a startup or business idea to potential investors, every question they
ask can significantly influence their perception of your venture's potential. One of the
most challenging questions to face is, "How much money have your competitors made?"
This question not only tests your knowledge of the industry landscape but also gauges
your understanding of market dynamics and your confidence in your business's growth
prospects. Preparing for this question with a strategic and insightful response can make a
difference in securing funding and establishing credibility.

In this comprehensive guide, we'll explore why investors ask about competitors' revenues,

how to prepare compelling answers, and how to leverage this question to strengthen your
pitch.

Understanding Why Investors Ask About
Competitors’ Revenue

The Significance of Competitor Revenue Data

When investors inquire about your competitors’ earnings, they aim to:

- Assess Market Potential: Understanding how much money competitors are making
provides a sense of the total addressable market (TAM) and market size.

- Gauge Revenue Benchmarks: Competitor financials serve as benchmarks for your
projected revenue and growth trajectory.

- Evaluate Market Penetration: High revenues can indicate strong market acceptance,
while lower revenues might reflect untapped opportunities or challenges.

- Understand Competitive Landscape: This insight helps investors determine whether your
business can realistically capture a significant market share.



Why This Question Can Be Challenging

- Limited Public Data: Many private companies do not disclose their earnings, making
precise figures difficult to obtain.

- Variable Revenue Models: Different competitors might have different revenue streams,
making comparisons complex.

- Potential for Overconfidence or Understatement: You might not have exact data, leading
to estimations that could be scrutinized.

Understanding these factors helps you prepare a well-rounded answer that balances
honesty with strategic insights.

How to Prepare for the Question

Research Competitors Thoroughly

- Identify Key Competitors: List primary competitors, both direct and indirect, in your
market segment.

- Gather Publicly Available Data: Look for press releases, financial news, industry reports,
and market analysis to find revenue estimates.

- Leverage Industry Reports: Use sources like IBISWorld, Statista, or industry-specific
publications that provide market size and revenue estimates.

- Monitor Investor Presentations and Funding Rounds: Sometimes, competitors disclose
revenue figures during funding announcements or investor presentations.

Estimate When Exact Data Is Unavailable

- Use Market Share and Revenue Benchmarks: If exact data isn't accessible, estimate
revenues based on market share assumptions and total market size.

- Apply Reasonable Assumptions: Use known factors such as number of customers,
average revenue per customer, or sales volume.

- Be Transparent About Estimates: Clarify when you’re providing estimates versus exact
figures to maintain credibility.



Develop a Clear and Concise Response

- Summarize Your Findings: Provide a high-level overview of what you’'ve uncovered.

- Compare with Your Business: Highlight how your projected revenues or growth rates
compare favorably.

- Emphasize Market Opportunity: Use competitor revenue data to underscore the potential
for your business to grow.

- Prepare Supporting Data: Bring along relevant charts, graphs, or reports that reinforce
your points.

Sample Responses to the Competitor Revenue
Question

Direct and Honest Approach

"While many private companies do not publicly disclose their revenue figures, industry
estimates suggest that the leading competitors in this space generate annual revenues in
the range of $X to $Y million. For example, Company A is believed to have made
approximately $X million last year, with Company B generating around $Y million. Our
target market is rapidly expanding, and we believe there is significant room for growth
beyond these figures."

Using Market Data and Estimates

"Exact figures are not publicly available, but based on industry reports and market
analysis, the total market size is estimated at $Z billion, with key players capturing a
substantial portion of this. Our analysis indicates that the largest competitors each earn in
the hundreds of millions annually, which demonstrates a strong revenue potential for new
entrants who can innovate and scale."

Highlighting Your Unique Position

"Although precise revenue figures are limited, industry estimates show that the top
competitors have achieved significant revenues, indicating a healthy market. Our business
aims to capture a niche segment within this space, with projections to reach $X million in
revenue within Y years, based on current market trends and customer demand."



Leveraging Competitor Revenue Data to
Strengthen Your Pitch

Demonstrate Market Validation

- Showing that competitors are generating substantial revenue validates the market
demand.

- Use this data to justify your revenue projections and growth potential.

Identify Opportunities and Gaps

- Highlight areas where competitors are underperforming or where your business can
differentiate.

- Use revenue benchmarks to position your business as a scalable and lucrative
opportunity.

Build Credibility and Confidence

- Demonstrating knowledge of industry figures reflects thorough preparation.

- Showing awareness of the competitive landscape reassures investors of your strategic
insight.

Common Mistakes to Avoid When Answering

- Providing Vague or Unverified Data: Always clarify when you're making estimates and
cite sources where possible.

- Overstating or Understating Figures: Be honest; fabricating data can damage credibility
if uncovered.

- Ignoring the Broader Market Context: Focus not just on competitor earnings but also on
market trends and growth opportunities.

- Appearing Defensive or Unprepared: Maintain professionalism, even if the question
catches you off guard.



Conclusion: Turning a Challenging Question into
a Strength

Facing the question about competitors’ earnings during your pitch can seem daunting,
especially given the limited public data. However, with thorough research, strategic
estimation, and transparent communication, you can turn this question into an opportunity
to demonstrate your industry knowledge, market understanding, and confidence in your
business's potential. Remember that investors value entrepreneurs who are well-informed
and honest—so prepare your responses carefully, back them up with credible data, and
use this question to reinforce your business’s growth story.

By mastering the art of discussing competitors’ revenue thoughtfully, you position yourself
as a credible, insightful, and strategic founder—qualities that investors highly appreciate.

Frequently Asked Questions

How should I respond if an investor asks about my
competitors' earnings during a pitch?

It's best to acknowledge the question, provide publicly available data if possible, and then
pivot to your company's unique advantages and growth potential rather than focusing
solely on competitors' revenues.

Is it appropriate to disclose competitors' financial
performance during a pitch meeting?

Generally, it's better to avoid revealing detailed or confidential financial data about
competitors. Instead, focus on your company's performance metrics and how you plan to
outperform the competition.

What if I don't have precise figures on my competitors’
profits when asked?

Be honest about the lack of exact data, and redirect the conversation to your company's
strengths, market opportunity, and strategies for growth, emphasizing your competitive
edge.

Should I compare my company's revenue to that of
competitors during the Q&A?

While comparative metrics can be insightful, focus on your company's progress and
projections. Use competitor data sparingly to highlight market opportunity rather than
fixate on their earnings.



How can I handle a question about competitors’
earnings to demonstrate market knowledge without
revealing sensitive info?

Provide general industry insights or publicly available figures, then emphasize your
company's differentiated approach, innovative solutions, or market share ambitions to
maintain confidentiality and credibility.

What strategies can I use to steer the conversation away
from competitors' profits during a Q&A?

Redirect the focus to your value proposition, customer success stories, growth metrics,
and your strategic plans, showing confidence and control over the narrative without
dwelling on competitors' financials.

Additional Resources

In The Q And A Session Of Your Pitch Meeting, An Investor Asks How Much
Money Your Competitors Made

Navigating the delicate terrain of investor questions during a pitch meeting can be a
defining moment for any startup or business founder. One particularly challenging inquiry
that often catches entrepreneurs off guard is when an investor asks, "How much money
have your competitors made?" This question probes not only into market dynamics but
also into the competitive landscape's profitability and potential risks. Addressing this
query with confidence, transparency, and strategic insight can significantly influence
investor perception, either bolstering confidence or raising red flags. In this
comprehensive article, we will explore the nuances of this question, its implications, how
to prepare for it, and best practices for crafting a compelling response that positions your
business favorably.

Understanding the Motivation Behind the
Question

Why Do Investors Ask About Competitors’ Revenue?

Investors are naturally inclined to assess the potential profitability of an industry or
market segment before committing capital. Asking about competitors' revenue serves
multiple purposes:

- Market Sizing: It helps gauge the overall size of the market and its revenue potential.



- Benchmarking: Understanding how established players are performing offers
benchmarks for success.

- Risk Assessment: Recognizing whether competitors are making significant profits can
signal market viability or saturation.

- Identifying Opportunities: If competitors are earning substantial revenue, it may indicate
a lucrative space worth entering or expanding within.

- Evaluating Business Models: Comparing your projected revenue with existing players’
earnings can help validate your business model and scaling potential.

However, this line of questioning also reveals the investor’s intent to understand the
competitive landscape deeply, not just surface-level figures.

The Limitations and Challenges of Disclosing
Competitors’ Revenue

While these questions are common, they can be tricky because:

- Limited Public Data: Many private companies do not disclose detailed financials, making
precise figures elusive.

- Data Reliability: Publicly available estimates may be outdated, incomplete, or inaccurate.
- Competitive Sensitivity: Revealing specific figures might inadvertently expose strategic
vulnerabilities or proprietary insights.

- Legal and Ethical Boundaries: Sharing non-public information can have legal
implications, especially if the data is confidential.

Understanding these challenges underscores the importance of careful preparation and
strategic framing.

Preparing for the Question: Proactive Strategies

Research and Data Gathering

Effective responses hinge on thorough research. Steps include:

- Utilize Public Sources: Crunchbase, PitchBook, SEC filings, industry reports, and news
articles often contain estimates or summaries of competitors’ revenues.

- Estimate Based on Market Share: If exact figures are unavailable, use known market
share percentages, industry averages, or valuation multiples to derive reasonable
estimates.

- Leverage Industry Benchmarks: Understand typical profit margins, revenue ranges, or
growth rates within your sector.



Developing a Framework for Response

Prepare a structured approach:

- Acknowledge Data Limitations: Be transparent about the difficulty in obtaining precise
figures.

- Provide Context: Frame the competitor’s revenues within the broader market size.

- Focus on Trends and Growth: Emphasize growth trajectories, market penetration, or
strategic positioning rather than absolute numbers.

- Relate to Your Business: Clearly articulate how this data informs your business strategy
and potential.

Practice and Refinement

Conduct mock Q&A sessions to refine your responses, ensuring clarity, confidence, and
strategic messaging.

Sample Responses to the Question

Depending on the data available and your strategic stance, responses can vary. Here are
some examples:

Transparent and Data-Driven Response

"Based on publicly available information, our closest competitors have reported revenues
in the range of $X million to $Y million annually. However, it’s important to note that these
figures are estimates, and private companies often do not disclose precise financials.
While this gives us a sense of the market potential, our focus remains on building a
scalable business model that can capture a significant share of this market."

Strategic and Forward-Looking Response

"While exact figures are not publicly available, industry reports suggest that the market
segments we’re targeting are valued at approximately $Z billion, with several key players
generating hundreds of millions in revenue. Our goal is to differentiate by offering unique
value propositions that can enable us to compete effectively and grow rapidly within this
space."



Deflecting and Reframing Response

"Revenue figures for competitors can be difficult to verify precisely, and more importantly,
they vary widely based on business models and stages of growth. Our focus is on
leveraging our innovative approach to capture market share and scale efficiently, rather
than solely comparing ourselves based on current revenue figures of others."

Implications of the Answer: What Investors Are
Looking For

Demonstrating Market Knowledge

A well-informed response shows that you understand the competitive landscape. Investors
want reassurance that you are aware of market dynamics and are strategic in positioning
your business.

Showcasing Strategic Differentiation

Use the question as an opportunity to highlight how your growth plans, innovations, or
niche focus differentiate your business from competitors, regardless of their revenue
figures.

Building Credibility and Confidence

Honest acknowledgment of data limitations, combined with a confident explanation of
your strategy, builds credibility and demonstrates professionalism.

Addressing Investor Concerns

If the investor’s underlying concern is market saturation or profitability, your response
should reassure them about your growth trajectory, customer acquisition strategies, and
value proposition.



Legal, Ethical, and Strategic Considerations

Respect Confidentiality and Competition Laws

Avoid disclosing non-public, sensitive financial data that could breach confidentiality
agreements or legal boundaries.

Maintain Strategic Ambiguity When Needed

Sometimes, it's prudent to keep figures vague and instead focus on qualitative insights,
such as market trends or your strategic advantages.

Use Data as a Benchmark, Not a Competition

Frame competitor revenue figures as benchmarks rather than comparisons, emphasizing
your unique approach and growth potential.

Conclusion: Turning a Difficult Question into an
Opportunity

The inquiry about competitors’ earnings during a pitch Q&A can seem daunting, but with
strategic preparation, it becomes an opportunity to demonstrate market insight,
transparency, and confidence. The key lies in understanding the intent behind the
question, preparing accurate or estimated data, framing your response effectively, and
focusing on your unique value proposition. By doing so, you not only address the investor’s
curiosity but also position your business as a credible, strategic player ready to capitalize
on market opportunities. Ultimately, handling this question skillfully can reinforce your
professionalism and increase investor trust, paving the way for fruitful discussions and
potential investment.

In summary, when faced with the question, “How much money have your competitors
made?” remember to:

- Be honest about data limitations.

- Frame your answer within the broader market context.
- Highlight your strategic differentiation.

- Maintain confidence and professionalism.



- Use the opportunity to reinforce your growth story.

By mastering this aspect of your pitch, you enhance your credibility and set a solid
foundation for successful investor relationships.
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