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ABOUT DARE TO DREAM 2025-2026

Dare to Dream, an initiative through the Centre for Entrepreneurship, Innovation, and Social Impact
(CEISI) at Smith School of Business, is designed to encourage and enable entrepreneurs to launch new
ventures. Specifically focused on providing critical resources to help Smith graduates turn their new
venture business plans into reality, each award provides up to $15,000 in funding.

Many students create new ventures while in their respective academic programs. Yet, upon graduation,
they face a tough dilemma: take a full-time job to pay for rent and/or student loans and sacrifice the
opportunity to bring their business to fruition, versus pursuing their entrepreneurial dreams while
bootstrapping to make ends meet. Dare to Dream was created to make it possible for graduates to pursue
the latter by covering expenses and providing coaching, mentorship, and access to the invaluable Queen'’s
network.

The Centre for Entrepreneurship, Innovation, and Social Impact (CEISI) at Smith School of Business views
Dare to Dream as an integral part of our commitment to ‘improving the odds of success for new ventures’
as it closes a big gap - the difficult choice between resources to live and resources to work when
launching a new venture.

ELIGIBILITY

Founders/Co-Founders must be in their graduating year for a degree or diploma program at Smith School
of Business, or have graduated from a Smith degree program in the Fall of the previous year

APPLICATION INSTRUCTIONS
Please READ and follow the application instructions carefully:
1. One submission per individual or company is permitted

2. Applications should be submitted by completing the Lean Canvas available on the Dare to Dream
web page. A four-minute video pitch presentation (presenter and slides must be visible) should
accompany the canvas. For guidelines on what we expect, please see the pitch criteria on page 2.

3. Submissions are protected in the spirit of non-disclosure, and all materials will be treated as
confidential. Only judges and select members of the organizing committee will have access to
submissions. Materials will not be distributed to any others without the written consent of an
entrant team. No other provisions are made to protect intellectual property

KEY DATES
Applications Close Tuesday, March 31 - Noon EST
Pre-Screening Judges Deliberations Tuesday, March 31 - Monday, April 6

Winners Announced Week beginning April 6



SUBMISSION DEADLINES

Applicants must adhere to all submission deadlines and guidelines. Materials must be submitted to the

secure dropbox by Tuesday, March 31 - Noon (EST). Late applications will not be accepted. Any videos
that exceed the maximum length of four minutes will not be accepted

APPLICATION INSTRUCTIONS
Please READ and follow the application instructions carefully:

1. IMPORTANT - Please save all three files (Video, PPT, and Lean Canvas (PPT and LC must be a
PDF) ) with an identical name - For Example:

Beyond Adventures INC (Lean Canvas) - Shearer, JP

v
4 Beyond Adventures INC (PPT) - Shearer, JP
4 Beyond Adventures INC (Video) - Shearer, JP

2. Send your application (Video and PDF of Lean Canvas) and PPT to the secure dropbox

CRITERIA TO SUBMIT

Your venture should be in the early start-up stage (well beyond ideation) - pay attention to the conditions
for applying and what pre-screen judges will look for in your application and pitch presentation:

Stage of Venture

v Businesses must be approaching or at a demonstrable MVP stage or beyond (well past ideation)
4 Some evidence of a working product/service, early users, pilots, or revenue preferred

The “Why”

v Clearly articulate why this business matters - why now?

v What problem are you emotionally and commercially committed to solving?

4 How does this make life meaningfully better for your target customer?

Problem & Solution

v Clear explanation of the product or service

v Define the pain point and why existing solutions fall short
4 Answer the core question: “So what?”

v What is your moat or unfair advantage - why will you win?


https://www.dropbox.com/request/dP73YRe4nV77diCgxBxY
https://www.dropbox.com/request/dP73YRe4nV77diCgxBxY

Market Validation

4 Show the research and traction to date - prove it

4 Customer discovery, pilots, LOIs, MOUs, early sales, usage data, or testimonials
v How do you know customers want this?

Opportunity & Timing

4 Why is now the right time for this business?

4 Market shifts, trends, regulation, technology, or behaviour change
Market Size

4 TAM / SAM / SOM calculated and clearly defined

v Assumptions explained and grounded in reality

Target Customer

4 Who you are selling to (size, structure, archetype)

4 Primary customer segment and early adopter profile
Competitive Landscape

4 Key competitors and alternatives (including “do nothing”)
4 Your competitive advantage(s) and differentiation
Business Economics (Critical)

v' Business model/pricing structure, including unit economics (COGS, margins, contribution margin)
v Revenue to date (if applicable) or traction towards revenue
v" Clear path to sustainability - how does the venture grow and scale?

The Team

4 Why this team is uniquely positioned to win

4 Relevant experience, skills, and execution capability

The Ask

v What are you asking the judges for?

4 How specifically will the funds be used to drive the next stage or de-risk the business?
Funding to Date

v How is the business currently funded?

v Bootstrapped, grants, angels, accelerators, revenue-funded, etc.

4 Total capital raised to date



