[bookmark: _w9yibl1rka1p]🚀 THE ULTIMATE PITCH DECK TEMPLATE FOR ENTREPRENEURS
[bookmark: _b6an9kt9552j]A 12-Slide Framework to Win Over Investors

[bookmark: _c5j31lcstyv2]📋 BEFORE YOU BEGIN: FOUNDATIONAL PRINCIPLES
What Investors Look For:
· A compelling problem worth solving
· A scalable solution with competitive moats
· A capable team that can execute
· Clear path to profitability
· Strong return potential (10x+ for VCs)
Your Storytelling Mission: Every slide should advance one central narrative: "We've identified a massive problem, built the right solution, assembled the perfect team, and now we need capital to scale and dominate this market."

[bookmark: _9xlrmafdpf68]SLIDE 1: TITLE SLIDE
[bookmark: _tsu5tvlpzg1x]"Make a Powerful First Impression"
[bookmark: _pz5szxcc3plt]Purpose:
Establish your brand identity and create immediate credibility. This is your handshake moment.
[bookmark: _j9yd1xeowuxx]Instructions for Content:
· Company Name (large, centered, branded font)
· Logo (professional, high-resolution)
· Tagline/One-liner (10 words or less explaining what you do)
· Example: "AI-powered mentorship for first-time entrepreneurs"
· Founder Name(s) & Title(s)
· Contact Information (email, website, LinkedIn)
· Date & Confidentiality Notice (optional but professional)
[bookmark: _b6ulo3fc7t88]Pro Tips:
· Your tagline should pass the "grandmother test"—anyone should instantly understand what you do
· Use your brand colors consistently throughout
· This slide sets the tone—keep it clean, not cluttered
· Consider adding "Seed Round | Series A | Pre-Seed" to immediately frame the conversation
[bookmark: _nuxi03e2nhwo]Layout Suggestions:
┌─────────────────────────────────────┐
│                                     │
│         [LOGO - CENTERED]           │
│                                     │
│       COMPANY NAME (Large)          │
│                                     │
│    "Tagline That Sells Vision"      │
│                                     │
│     Founder Name, Title             │
│     email@startup.com               │
│     www.yourstartup.com             │
│                                     │
│     [Month Year]                    │
└─────────────────────────────────────┘
[bookmark: _95di9b8w3khg]💡 INVESTOR TIP:
"First impressions happen in 7 seconds. A polished title slide signals you're serious and professional. Sloppy design = sloppy execution in investors' minds."

[bookmark: _rdapfc1ts333]SLIDE 2: THE PROBLEM
[bookmark: _34xc0y3k3tw5]"Make Them Feel the Pain"
[bookmark: _rai81j5dh4oe]Purpose:
Articulate the specific, urgent problem your target customer faces. Investors invest in problems worth solving.
[bookmark: _7upu7aveke0b]Instructions for Content:
· Open with a relatable scenario or statistic that illustrates the pain
· Example: "73% of new entrepreneurs fail within the first 5 years—most cite lack of mentorship and business guidance as the primary reason."
· Describe 2-3 key pain points your customers experience
· Use bullet points with emotional language
· Example: "Founders waste $15K+ on avoidable mistakes because they can't access affordable, personalized business advice"
· Add a customer quote or testimonial showing real frustration (if available)
· Quantify the problem where possible (time wasted, money lost, opportunities missed)
[bookmark: _1boquuc5q1zy]Pro Tips:
· Make it personal—tell a brief story about someone experiencing this problem
· Use "Before State" language: "Right now, aspiring entrepreneurs have to..."
· Avoid jargon; use plain language that creates empathy
· The bigger and more urgent the problem, the bigger the opportunity
[bookmark: _hyj9rporfq3h]Layout Suggestions:
┌─────────────────────────────────────┐
│  THE PROBLEM                        │
│                                     │
│  [Powerful opening statistic]       │
│                                     │
│  Current Pain Points:               │
│  • Pain point 1 (with impact)       │
│  • Pain point 2 (with impact)       │
│  • Pain point 3 (with impact)       │
│                                     │
│  "Customer quote highlighting       │
│   frustration"                      │
│   - Real Customer Name              │
└─────────────────────────────────────┘
[bookmark: _2qbnbw46mk1]💡 INVESTOR TIP:
"Investors don't fund solutions—they fund problems. If you can't articulate a painful, expensive problem that keeps people up at night, stop here and rethink your business."

[bookmark: _yfijh3uzl454]SLIDE 3: THE SOLUTION
[bookmark: _jjf8eviagn9d]"Introduce Your Game-Changer"
[bookmark: _r7he0nqthjfb]Purpose:
Present your product/service as the inevitable, elegant answer to the problem you just outlined.
[bookmark: _d828x2qp8gnm]Instructions for Content:
· One-sentence solution statement
· Example: "Entrepreneuria is an AI-powered business mentor platform that gives founders personalized guidance, tools, and community support—24/7, at a fraction of traditional consulting costs."
· How it works (3-4 simple steps or key features)
· Keep it high-level; details come later
· Example: "1. Answer questions about your business → 2. Get AI-powered advice styled after top entrepreneurs → 3. Access tools, templates, and community → 4. Launch and scale with confidence"
· Key differentiator (What makes you 10x better?)
· Example: "Unlike generic courses or expensive consultants, we provide real-time, personalized mentorship that adapts to YOUR business"
· Visual element (screenshot, diagram, or mockup showing the solution in action)
[bookmark: _3v9lc4xbccgy]Pro Tips:
· Bridge directly from the problem: "We solve this by..."
· Focus on benefits, not features—save detailed features for Slide 5
· Use the "Aha!" moment structure: this should feel like the obvious solution
· Avoid technical jargon; your grandmother should understand this
[bookmark: _kxfy7tvprojs]Layout Suggestions:
┌─────────────────────────────────────┐
│  OUR SOLUTION                       │
│                                     │
│  [One-sentence solution statement]  │
│                                     │
│  How It Works:                      │
│  ┌───┐  ┌───┐  ┌───┐  ┌───┐       │
│  │ 1 │→ │ 2 │→ │ 3 │→ │ 4 │       │
│  └───┘  └───┘  └───┘  └───┘       │
│  Step1  Step2  Step3  Step4        │
│                                     │
│  [Screenshot or visual]             │
│                                     │
│  Key Differentiator: [Unique value] │
└─────────────────────────────────────┘
[bookmark: _lr7q4yi5lb01]💡 INVESTOR TIP:
"The best solutions are simple to explain but hard to replicate. If you need paragraphs to explain your solution, it's either too complex or you don't understand it well enough yet."

[bookmark: _85jkd457z7a0]SLIDE 4: MARKET OPPORTUNITY
[bookmark: _2yzpx2o9r060]"Prove the Market is Massive and Growing"
[bookmark: _oucfzowclji6]Purpose:
Demonstrate that you're chasing a large, expanding market with significant revenue potential.
[bookmark: _daw84e9c8li]Instructions for Content:
· TAM (Total Addressable Market): The entire market revenue if you achieved 100% share
· Example: "Global entrepreneurship education & tools market: $12.4B"
· SAM (Serviceable Addressable Market): The portion you can realistically reach
· Example: "US-based digital entrepreneurship platforms: $3.2B"
· SOM (Serviceable Obtainable Market): What you can capture in 3-5 years
· Example: "Target: 1% market share = $32M ARR by Year 5"
· Market Trends: 2-3 compelling trends supporting growth
· Example: "• 60% increase in solopreneur startups since 2020"
· "• AI adoption in education growing 45% YoY"
· Visual: Use concentric circles, bar charts, or upward trend lines
[bookmark: _th79d8op71io]Pro Tips:
· Use reputable sources (Gartner, McKinsey, industry reports) and cite them
· Bottom-up market sizing is more credible than top-down ("2% of entrepreneurs" vs "2% of everyone")
· Show both market size AND growth rate—investors want momentum
· If competing in a crowded market, show the emerging sub-segment you're capturing
[bookmark: _enxmnq6xst8n]Layout Suggestions:
┌─────────────────────────────────────┐
│  MARKET OPPORTUNITY                 │
│                                     │
│     ┌─────────────────────┐        │
│     │  TAM: $12.4B        │        │
│     │   ┌───────────────┐ │        │
│     │   │ SAM: $3.2B    │ │        │
│     │   │  ┌─────────┐  │ │        │
│     │   │  │SOM: $32M│  │ │        │
│     │   │  └─────────┘  │ │        │
│     │   └───────────────┘ │        │
│     └─────────────────────┘        │
│                                     │
│  Key Market Trends:                 │
│  • Trend 1 with growth %            │
│  • Trend 2 with growth %            │
│  • Trend 3 with growth %            │
│                                     │
│  [Sources cited at bottom]          │
└─────────────────────────────────────┘
[bookmark: _wdbk26m71umg]💡 INVESTOR TIP:
"VCs need to see a path to a $100M+ business. If your total market is $50M, you're building a lifestyle business, not a venture-backable company. Go bigger or pivot."

[bookmark: _5wuzs0b81bzc]SLIDE 5: PRODUCT/SERVICE
[bookmark: _mkk10kpk3cjt]"Show, Don't Just Tell"
[bookmark: _ds70xx6bcu7p]Purpose:
Give investors a tangible sense of your offering through visuals, features, and user experience.
[bookmark: _hgr55b3fk0nh]Instructions for Content:
· High-quality visuals: Screenshots, product demo images, or UI/UX mockups
· Show the actual interface or service in action
· For Entrepreneuria: Show the AI mentor interface, marketplace, resource library
· Core features (3-5 key capabilities)
· Example: "✓ AI Mentor styled after successful entrepreneurs"
· "✓ The Exchange: Marketplace for AI business agents"
· "✓ Resource Library: Templates, guides, and tools"
· "✓ Community: Founder networking and support"
· User experience highlights (What makes it delightful to use?)
· Optional: Technology stack or proprietary tech (if it's a competitive advantage)
[bookmark: _jxqta75w0hwv]Pro Tips:
· This is your "show off" slide—make it visually stunning
· Use actual product screenshots, not wireframes (unless pre-product)
· Highlight what's unique or proprietary
· Consider a short demo video link or QR code
· Show mobile and desktop if relevant
[bookmark: _uxyqcztg9ruk]Layout Suggestions:
┌─────────────────────────────────────┐
│  PRODUCT OVERVIEW                   │
│                                     │
│  [Large product screenshot/mockup]  │
│                                     │
│  ┌────────┐  ┌────────┐            │
│  │Feature │  │Feature │            │
│  │   1    │  │   2    │            │
│  │ [icon] │  │ [icon] │            │
│  └────────┘  └────────┘            │
│                                     │
│  ┌────────┐  ┌────────┐            │
│  │Feature │  │Feature │            │
│  │   3    │  │   4    │            │
│  │ [icon] │  │ [icon] │            │
│  └────────┘  └────────┘            │
│                                     │
│  "User testimonial about UX"        │
└─────────────────────────────────────┘
[bookmark: _vvjr4iyevvhy]💡 INVESTOR TIP:
"A picture is worth 1,000 words and $1M in valuation. Investors who can SEE and UNDERSTAND your product in 30 seconds are far more likely to write a check. Fuzzy concepts lose deals."

[bookmark: _n7r7lyxxxeu0]SLIDE 6: BUSINESS MODEL
[bookmark: _cnlsz8tm08zr]"Show Me the Money"
[bookmark: _5u6vdkolxy9f]Purpose:
Clearly articulate how you generate revenue, your pricing strategy, and unit economics.
[bookmark: _21013hsib4b]Instructions for Content:
· Revenue streams (How do you make money?)
· Example: "• Subscription: $29/month or $249/year"
· "• Marketplace commission: 15% on AI agent sales"
· "• Premium tools: $49-199 one-time purchases"
· "• Enterprise licenses: Custom pricing"
· Pricing logic (Why customers will pay this)
· Example: "Average entrepreneur saves $10K+ in consulting fees; our pricing is 10x cheaper than alternatives"
· Customer Lifetime Value (LTV) and Customer Acquisition Cost (CAC)
· Example: "LTV: $840 | CAC: $120 | LTV:CAC Ratio = 7:1"
· Path to profitability (When do you break even?)
· Unit economics (Gross margin per customer)
[bookmark: _ascanpx9ww6t]Pro Tips:
· Keep pricing simple and logical—complex models scare investors
· Show multiple revenue streams if possible (diversification reduces risk)
· Prove you understand your economics deeply
· If pre-revenue, show comparable pricing in your industry
· Highlight strong margins (>70% is ideal for SaaS)
[bookmark: _vxa6hxic4lz]Layout Suggestions:
┌─────────────────────────────────────┐
│  BUSINESS MODEL                     │
│                                     │
│  Revenue Streams:                   │
│  ┌─────────┐  ┌─────────┐          │
│  │ Stream 1│  │ Stream 2│          │
│  │  $X/mo  │  │  X%     │          │
│  └─────────┘  └─────────┘          │
│  ┌─────────┐  ┌─────────┐          │
│  │ Stream 3│  │ Stream 4│          │
│  │  $X each│  │ Custom  │          │
│  └─────────┘  └─────────┘          │
│                                     │
│  Unit Economics:                    │
│  • LTV: $840                        │
│  • CAC: $120                        │
│  • LTV:CAC Ratio: 7:1               │
│  • Gross Margin: 78%                │
│                                     │
│  Break-even: Month 18               │
└─────────────────────────────────────┘
[bookmark: _rg3y70qrxzw3]💡 INVESTOR TIP:
"If you don't know your CAC and LTV, you're not ready to raise capital. Investors will drill into unit economics—have these numbers memorized and defensible. Bonus: Show improving margins over time."

[bookmark: _791zgs7wmywp]SLIDE 7: TRACTION
[bookmark: _abfb96p1wz78]"Prove You Have Momentum"
[bookmark: _k7s9ebocf8n3]Purpose:
Demonstrate market validation, growth, and that customers want what you're building.
[bookmark: _4pbheryxv9tu]Instructions for Content:
· Key metrics (Choose what's most impressive for your stage)
· Revenue: "MRR: $15K → $42K in 6 months (180% growth)"
· Users: "3,500 registered users, 1,200 paying customers"
· Engagement: "45% weekly active users, 3.2 sessions/week avg"
· Growth rate: "35% month-over-month user growth"
· Milestones achieved
· Product launches, partnerships, press coverage, awards
· Example: "✓ Featured in TechCrunch | ✓ Partnership with Y Combinator"
· Customer testimonials or case studies (1-2 powerful quotes)
· Visual: Use hockey stick growth charts, milestone timelines
[bookmark: _yuscr2dqkjrw]Pro Tips:
· Early stage? Focus on engagement and growth rate over absolute numbers
· No revenue yet? Show user growth, waitlist size, pilot program results
· Include "vanity metrics" sparingly—investors want actionable data
· Show trajectory, not just current state: "From X to Y in Z months"
· Be honest: "Pre-revenue but 500 people on paid waitlist" is powerful traction
[bookmark: _qmpwnuilnrd7]Layout Suggestions:
┌─────────────────────────────────────┐
│  TRACTION                           │
│                                     │
│  [Hockey stick growth chart]        │
│   Revenue/Users over 12 months      │
│                                     │
│  Key Metrics:                       │
│  • MRR: $42K (180% growth in 6mo)   │
│  • Users: 3,500 (35% MoM growth)    │
│  • Retention: 82% after 3 months    │
│                                     │
│  Major Milestones:                  │
│  ✓ Milestone 1 (Date)               │
│  ✓ Milestone 2 (Date)               │
│  ✓ Milestone 3 (Date)               │
│                                     │
│  "Powerful customer testimonial"    │
│  - Customer Name, Company           │
└─────────────────────────────────────┘
[bookmark: _llgodadk087o]💡 INVESTOR TIP:
"Traction is the single most powerful slide. Strong traction can overcome team weaknesses, market concerns, or competitive threats. If your numbers are impressive, lead with this slide. No traction? Focus on problem/solution and market size."

[bookmark: _3kqf4vum3hak]SLIDE 8: GO-TO-MARKET STRATEGY
[bookmark: _dle2qgjbauah]"Explain How You'll Win Customers"
[bookmark: _9p3ntf61a0i4]Purpose:
Outline your customer acquisition strategy, channels, and growth playbook.
[bookmark: _tgsh8mqz6spg]Instructions for Content:
· Target customer profile (Be specific)
· Example: "Primary: First-time entrepreneurs aged 25-45, pre-revenue or <$100K ARR"
· "Secondary: Solopreneurs and side-hustlers"
· Acquisition channels (Rank by priority/effectiveness)
· Example: "1. Content marketing & SEO (blog, resources)"
· "2. Social media (Instagram, LinkedIn, YouTube)"
· "3. Partnerships (accelerators, startup communities)"
· "4. Paid ads (Facebook, Google) once proven"
· Customer journey (Awareness → Consideration → Purchase → Retention)
· Sales cycle (How long from first touch to paying customer?)
· Key partnerships or distribution deals
[bookmark: _89gu13g873l]Pro Tips:
· Be specific about costs: "$50 CAC via content, $180 via paid ads"
· Show which channels you've tested and what's working
· Explain why your channels match your customer behavior
· Include a timeline: "Months 1-6: Focus on SEO, Months 7-12: Scale paid"
· Mention community/viral loops if applicable—investors love low-CAC growth
[bookmark: _gwonsqfbd2dz]Layout Suggestions:
┌─────────────────────────────────────┐
│  GO-TO-MARKET STRATEGY              │
│                                     │
│  Target Customer:                   │
│  [Customer avatar description]      │
│                                     │
│  Acquisition Channels:              │
│  ┌──────────┐  CAC: $X              │
│  │Channel 1 │  Timeline: X-Y months │
│  └──────────┘                       │
│  ┌──────────┐  CAC: $X              │
│  │Channel 2 │  Timeline: X-Y months │
│  └──────────┘                       │
│  ┌──────────┐  CAC: $X              │
│  │Channel 3 │  Timeline: X-Y months │
│  └──────────┘                       │
│                                     │
│  Customer Journey:                  │
│  Awareness → Trial → Purchase →     │
│  Retention → Referral               │
│                                     │
│  Key Partnerships: [List 2-3]       │
└─────────────────────────────────────┘
[bookmark: _glg5982gj3li]💡 INVESTOR TIP:
"Generic GTM strategies are red flags. 'We'll use social media' means nothing. Show you've tested channels, know your CAC per channel, and have a repeatable, scalable playbook. Investors fund execution, not hopes."

[bookmark: _w919qx7vgzl6]SLIDE 9: COMPETITION
[bookmark: _r84ezsjqfjbv]"Show You Know the Battlefield"
[bookmark: _60sfq5q7jxte]Purpose:
Demonstrate market awareness and articulate your sustainable competitive advantage.
[bookmark: _kstji6x21w69]Instructions for Content:
· Competitive landscape overview
· "We operate in a competitive but fragmented market with opportunities for differentiation"
· Direct competitors (2-4 main players)
· Indirect competitors (alternative solutions customers use today)
· Competitive matrix or positioning chart
· X-axis: Price (Low → High)
· Y-axis: Personalization (Generic → AI-Powered)
· Plot competitors and show your unique position
· Your competitive advantages (moats)
· Example: "• Proprietary AI trained on 10,000+ entrepreneur scenarios"
· "• First-mover in AI mentor + marketplace combo"
· "• Strong community network effects"
· Barriers to entry you've created or plan to create
[bookmark: _eea3rbsgeavw]Pro Tips:
· NEVER say "we have no competition"—it signals naivety
· Acknowledge competitors but show why you'll win
· Focus on sustainable advantages (not just "we execute better")
· Use a 2x2 matrix or feature comparison table for visual clarity
· Highlight what competitors CAN'T easily replicate
[bookmark: _11mjxmvdpfrv]Layout Suggestions:
┌─────────────────────────────────────┐
│  COMPETITIVE LANDSCAPE              │
│                                     │
│  [2x2 Positioning Matrix]           │
│                                     │
│  High  │         [YOU]              │
│  Value │                            │
│        │  [Comp A]    [Comp B]      │
│        │                            │
│  Low   │  [Comp C]                  │
│  Value │                            │
│        └──────────────────          │
│         Low Cost    High Cost       │
│                                     │
│  Our Competitive Advantages:        │
│  ✓ Advantage 1                      │
│  ✓ Advantage 2                      │
│  ✓ Advantage 3                      │
│                                     │
│  Barriers to Entry: [Key moats]     │
└─────────────────────────────────────┘
[bookmark: _khngqyo3ps1q]💡 INVESTOR TIP:
"Investors expect competition—it validates the market. What they fear is YOU not understanding your competition. Show deep competitive intelligence and a clear differentiation strategy. If your only advantage is 'execution,' that's not enough."

[bookmark: _7y6tiz8pej4c]SLIDE 10: TEAM
[bookmark: _obivdgals8cd]"Prove You're the Right People to Build This"
[bookmark: _yau6egg1ov8p]Purpose:
Convince investors that your team has the skills, experience, and grit to execute and win.
[bookmark: _lq8quc1zctfm]Instructions for Content:
· Founder(s) profile (each founder gets 3-4 lines)
· Name, title, headshot
· Relevant experience/credentials
· Specific wins or achievements
· Example: "Misti Rodriguez, Founder & CEO"
· "Serial entrepreneur with 3 exits (combined $8M)"
· "15 years building digital platforms; former Head of Product at TechCo"
· "Featured speaker at SXSW on AI and entrepreneurship"
· Key team members (if you have them): CTO, CMO, advisors
· Gaps you're hiring for with this funding
· Example: "Will hire: Senior AI Engineer, Head of Growth"
· Advisors or notable investors (if applicable)
· Logos or names of prestigious advisors add credibility
[bookmark: _s4wbsliugbbx]Pro Tips:
· Investors bet on people first, ideas second—this slide can make or break you
· Show domain expertise: Why is THIS team uniquely positioned?
· Include complementary skill sets (technical + business + marketing)
· If solo founder, address it: "Building advisory board and hiring co-founder CTO with funding"
· Add personality: "What makes this team unstoppable?"
· Use professional headshots—no vacation photos
[bookmark: _v3rpmlfp465c]Layout Suggestions:
┌─────────────────────────────────────┐
│  THE TEAM                           │
│                                     │
│  ┌─────────┐  ┌─────────┐          │
│  │[Photo]  │  │[Photo]  │          │
│  │Founder 1│  │Founder 2│          │
│  │Title    │  │Title    │          │
│  └─────────┘  └─────────┘          │
│  • Key credential 1                 │
│  • Key credential 2                 │
│  • Key achievement                  │
│                                     │
│  Key Team Members:                  │
│  • Role 1: Name (credential)        │
│  • Role 2: Name (credential)        │
│                                     │
│  Hiring with this round:            │
│  • Position 1                       │
│  • Position 2                       │
│                                     │
│  Advisors: [Names/logos]            │
└─────────────────────────────────────┘
[bookmark: _q4hs5tct2w5o]💡 INVESTOR TIP:
"VCs invest in A+ teams with B ideas over B teams with A+ ideas. Show you're coachable, resilient, and have 'been there, done that.' First-time founders: Surround yourself with experienced advisors and highlight them prominently."

[bookmark: _2i6uby42xocr]SLIDE 11: FINANCIALS
[bookmark: _te2i3kjgx47w]"Show the Path to Profitability and Scale"
[bookmark: _xrd5xsijsppg]Purpose:
Present realistic, defensible financial projections that demonstrate growth potential and capital efficiency.
[bookmark: _mst3jiayi8jc]Instructions for Content:
· Revenue projections (3-5 years, preferably in a simple chart)
· Year 1, Year 2, Year 3, Year 4, Year 5
· Example: "$150K → $600K → $2.4M → $7.5M → $18M"
· Key assumptions underlying projections
· Example: "Based on 1,000 → 5,000 → 15,000 customers by Year 3"
· "Average customer value: $280/year"
· "Retention: 75%"
· Key metrics table:
· Gross margin
· EBITDA or operating margin
· Monthly burn rate (current and projected)
· Break-even point and path to profitability
· "Break-even: Month 24 | Cash-flow positive: Month 30"
· Use of funds (detailed breakdown on next slide, brief mention here)
[bookmark: _gmjzhcaqvqh7]Pro Tips:
· Keep projections ambitious but believable (3-5x YoY growth is typical)
· Show conservative, realistic, and aggressive scenarios if possible
· Focus on the metrics investors care about: ARR, gross margin, burn rate
· Don't hide burn rate—address it transparently
· Pre-revenue? Show milestones tied to funding instead of revenue
· Always tie projections to customer acquisition and retention assumptions
[bookmark: _1j0dd8x418d8]Layout Suggestions:
┌─────────────────────────────────────┐
│  FINANCIAL PROJECTIONS              │
│                                     │
│  [5-Year Revenue Growth Chart]      │
│    Bar or line graph showing        │
│    exponential growth               │
│                                     │
│  Year  Revenue  Customers  Margin   │
│  Y1    $150K    1,000      65%      │
│  Y2    $600K    5,000      72%      │
│  Y3    $2.4M    15,000     78%      │
│  Y4    $7.5M    35,000     80%      │
│  Y5    $18M     70,000     82%      │
│                                     │
│  Key Assumptions:                   │
│  • Customer acquisition rate        │
│  • Retention rate: 75%              │
│  • ARPU: $280/year                  │
│                                     │
│  Break-even: Month 24               │
│  Current burn rate: $X/month        │
└─────────────────────────────────────┘
[bookmark: _8qteeeemqy5n]💡 INVESTOR TIP:
"Investors know your projections are guesses—but they reveal how you think. Show you understand drivers of growth, margin economics, and capital efficiency. Be ready to defend EVERY assumption. Overly optimistic projections kill credibility."

[bookmark: _3kuqiblee1q4]SLIDE 12: THE ASK
[bookmark: _lf5dd13u8wcr]"Close with Clarity and Confidence"
[bookmark: _mxa8rc8vy9tc]Purpose:
Clearly state how much you're raising, what you'll do with it, and what outcomes investors can expect.
[bookmark: _9oxmxokeds20]Instructions for Content:
· Funding amount requested
· Example: "Raising: $750,000 Seed Round"
· Round structure (if relevant)
· "SAFE note, $8M cap" or "Priced round at $4M pre-money valuation"
· Use of funds breakdown (visual pie chart or bar breakdown)
· Example: "• Product development: 40% ($300K)"
· "• Marketing & customer acquisition: 30% ($225K)"
· "• Team expansion (2 hires): 20% ($150K)"
· "• Operations & overhead: 10% ($75K)"
· Key milestones this funding will achieve
· Example: "This funding will enable us to:"
· "→ Launch v2.0 with AI marketplace"
· "→ Grow to 10,000 users and $50K MRR"
· "→ Achieve break-even runway"
· "→ Position for Series A in 18 months"
· Expected ROI or exit potential (if appropriate)
· "Comparable exits: [Company A] $45M, [Company B] $120M"
· Next steps (call to action)
· "Let's schedule a follow-up to discuss due diligence and terms"
[bookmark: _c8buvvbise35]Pro Tips:
· Be specific about the amount—ranges signal uncertainty
· Show this funding gets you to the NEXT milestone (not just "survive longer")
· The use of funds should ladder directly to your financials
· Make sure your burn rate math adds up: funding ÷ monthly burn = runway
· Aim for 18-24 months runway to next fundraise
· End with confidence and momentum: "We're building the future of [X], and we'd love your partnership"
[bookmark: _5srl9m1k7nf7]Layout Suggestions:
┌─────────────────────────────────────┐
│  THE ASK                            │
│                                     │
│  Raising: $750,000 Seed Round       │
│  Structure: SAFE, $8M cap           │
│                                     │
│  Use of Funds:                      │
│  ┌─────────────────┐                │
│  │[Pie Chart]      │                │
│  │ 40% Product     │                │
│  │ 30% Marketing   │                │
│  │ 20% Team        │                │
│  │ 10% Operations  │                │
│  └─────────────────┘                │
│                                     │
│  This Funding Achieves:             │
│  ✓ Milestone 1 (Timeline)           │
│  ✓ Milestone 2 (Timeline)           │
│  ✓ Milestone 3 (Timeline)           │
│  ✓ 18-month runway to Series A      │
│                                     │
│  Let's build the future together.   │
│  [Contact information]              │
└─────────────────────────────────────┘
[bookmark: _mt3gxmg8wi6s]💡 INVESTOR TIP:
"The Ask is where deals happen or fall apart. Be crystal clear, confident, and tied to outcomes. Vague asks ('we're raising $500K-$1M') signal indecision. Strong asks show you know exactly what you need and why. Always include next steps."

[bookmark: _iju3l4f2bmmt]📎 BONUS SLIDE: APPENDIX (Optional)
[bookmark: _8uw3l6bht496]"Supporting Details for Deep Dive Conversations"
Include additional slides investors might want to review in follow-up meetings:
· Detailed product roadmap
· Extended financial model
· Customer case studies
· Press coverage or media kit
· Technical architecture
· Intellectual property or patents
· Detailed competitive analysis
· Advisory board bios
· Letters of intent or pilot agreements
Pro Tip: Don't present these in initial pitch—have them ready for follow-up questions.

[bookmark: _ce6hcyr123ft]✅ PRE-SUBMISSION CHECKLIST
[bookmark: _pzza3g2t4pm1]Before You Send Your Deck, Verify:
Content Quality:
· Every slide tells part of a cohesive story
· No typos, grammatical errors, or formatting inconsistencies
· All numbers are accurate, sourced, and defensible
· Assumptions behind projections are documented
· Competitive analysis is honest and thorough
Visual Polish:
· Consistent fonts, colors, and branding throughout
· High-quality images and screenshots (no pixelation)
· Charts and graphs are clear and labeled
· Slide count is 12-15 (including title and appendix)
· Deck file size is reasonable (<10MB for email)
Investor Readiness:
· You can explain every slide in 60-90 seconds
· You've practiced your pitch at least 10 times
· You have answers ready for obvious objections
· Contact information is correct and professional
· You have a backup plan if slides don't display properly
· Deck is saved as PDF (not editable PowerPoint)
· File name is professional: "[CompanyName]PitchDeck[Date].pdf"
Final Tests:
· Show the deck to 3 people outside your industry—can they understand it?
· Time yourself: Can you pitch it in 10 minutes and leave 10 for Q&A?
· Review investor feedback from previous pitches and incorporate changes
· Double-check that all links (if any) work
· Confirm your "ask" matches your runway calculations

[bookmark: _w8hjfp4sljli]🎯 FINAL THOUGHTS: YOUR PITCH DECK PHILOSOPHY
Remember:
· Clarity > Cleverness: Investors see 100+ decks per month. Make yours instantly understandable.
· Show > Tell: Data, traction, and visuals beat adjectives every time.
· Story > Slides: Your deck is a narrative arc, not a feature list.
· Confidence > Perfection: A great team with an 80% deck beats a mediocre team with a perfect deck.
The Golden Rule: If an investor can't understand your business, market, and ask within 3 minutes of reading your deck WITHOUT you in the room, you need to simplify.

[bookmark: _ptn7d1c233zn]🚀 NOW GO BUILD, PITCH, AND WIN
You're not just asking for money—you're inviting investors to join a rocketship.
Make them feel FOMO (Fear of Missing Out) by:
· Showing undeniable traction
· Demonstrating deep market knowledge
· Proving your team can execute
· Painting a vision of massive scale
This is YOUR moment. Own it. 🔥

[bookmark: _w6dirjsujddo]📥 READY TO CUSTOMIZE YOUR DECK?
To transform this template into YOUR specific pitch deck, fill in the following details:
Target Audience: [Your specific investor type]
 Business: [Your company description]
 Product/Service: [What you offer]
 Traction: [Your current metrics]
 Funding Goal: [Amount + structure]
 Biggest Pitching Challenge: [What you struggle with]
 Industry: [Your market]
 Use Case: [Angels, VCs, competitions, etc.]
Once you provide these details, I can help you craft slide-specific content tailored to YOUR startup!

Now, let's turn this template into YOUR winning pitch deck. What details would you like to start with?
Retry
MG
Adopt the role of an expert venture capital advisor and startup legal strategist. You will create a comprehensive Due Diligence Checklist tailored for both new and experienced entrepreneurs/solopreneurs who are preparing to raise funding. This checklist should be exhaustive but intuitive—clearly listing every document, record, and proof investors typically require during the due diligence process. It should be structured for easy completion and export as a downloadable PDF file. The tone must be clear, energizing, and founder-focused, emphasizing transparency, readiness, and professionalism. #GOAL: You will generate a due diligence checklist template that guides entrepreneurs in preparing investor-grade documentation across all major categories—corporate, legal, financials, team, product, market, and operational readiness—ensuring no stone is left unturned before investor review. #RESPONSE GUIDELINES: You will organize the checklist using the following structure: 1. Section Title – Name the document category (e.g. “Corporate Documents”). 2. Section Purpose – Briefly explain why this category matters to investors. 3. Document Checklist – Bullet list of specific documents or data points needed. 4. Pro Tips for Founders – Share expert insights and tips for each section (e.g., “Make sure your cap table is up-to-date with SAFEs and notes labeled.”) Sections to include: 1. Corporate Documents 2. Legal & IP 3. Financial Information 4. Team & HR 5. Product & Technology 6. Market & Business Model 7. Customer & Revenue Data 8. Fundraising & Cap Table 9. Compliance & Risk 10. Bonus: Founder Readiness Tools – Include pitch deck, executive summary, and KPI snapshots. Additional guidance: * Use founder-friendly, jargon-free language while keeping it investor-grade. * Include a short Checklist Summary Page at the beginning for quick scanning. * Ensure all sections are modular and printable in PDF format. * Make the layout adaptable to PDF canvas tools like Canva, Notion, or Google Docs. #INFORMATION ABOUT ME: * My business: [DESCRIBE YOUR BUSINESS] * Stage of business: [IDEA STAGE / PRE-SEED / SEED / SERIES A+] * Funding goal: [FUNDING GOAL] * Industry: [INDUSTRY] * Number of team members: [TEAM SIZE] * Legal structure: [ENTITY TYPE / INCORPORATION INFO] * My biggest concern about investor due diligence: [TOP CONCERN] #OUTPUT: Return a full due diligence checklist formatted with clear headers, bullet lists, and founder notes. Each section must be standalone and printable, structured in a way that is clean and visually organized for PDF download. Use bold subheadings and spacing to keep content digestible. The tone should reflect a smart, ambitious, and prepared founder mindset—serious about funding but energized about the journey.
Show more
[bookmark: _iizioh5171ss]🎯 THE ULTIMATE INVESTOR DUE DILIGENCE CHECKLIST
[bookmark: _nisyk4v79syi]Your Complete Roadmap to Fundraising Readiness

[bookmark: _rgvr00y3h4rp]📋 CHECKLIST SUMMARY PAGE
[bookmark: _qq4fm4kw9f6g]Quick-Scan Overview: Are You Investor-Ready?
Use this summary to track your progress across all due diligence categories. Check off each section as you complete it.
	Category
	# of Items
	Status
	Priority

	☐ Corporate Documents
	12 items
	⬜ Complete
	🔴 Critical

	☐ Legal & IP
	10 items
	⬜ Complete
	🔴 Critical

	☐ Financial Information
	15 items
	⬜ Complete
	🔴 Critical

	☐ Team & HR
	8 items
	⬜ Complete
	🟡 Important

	☐ Product & Technology
	9 items
	⬜ Complete
	🟡 Important

	☐ Market & Business Model
	7 items
	⬜ Complete
	🟢 Supporting

	☐ Customer & Revenue Data
	11 items
	⬜ Complete
	🔴 Critical

	☐ Fundraising & Cap Table
	9 items
	⬜ Complete
	🔴 Critical

	☐ Compliance & Risk
	8 items
	⬜ Complete
	🟡 Important

	☐ Founder Readiness Tools
	6 items
	⬜ Complete
	🟢 Supporting


Total Progress: _____ / 95 items complete

[bookmark: _biz6612sa5hj]⏱️ Timeline Expectations:
· Seed Stage: Expect 2-4 weeks for basic due diligence
· Series A+: Expect 4-8 weeks for comprehensive due diligence
· Pre-Seed: Expect 1-2 weeks for streamlined review
[bookmark: _1c552rynbtj7]🚦 Your Readiness Score:
· 90-100% Complete: You're investor-ready. Go get that capital! 🚀
· 70-89% Complete: You're close. Focus on critical gaps before pitching.
· 50-69% Complete: Significant work needed. Prioritize red items first.
· Below 50%: Start here and work systematically through each section.

[bookmark: _3ie1nq2rze2n]💡 Golden Rule of Due Diligence:
"The cleaner your documents, the faster the deal closes. Messy due diligence kills momentum and creates doubt. Organization = professionalism = trust = funding."

[bookmark: _tbqhianxyayi]📄 SECTION 1: CORPORATE DOCUMENTS
[bookmark: _g3coafdvhgz3]Why This Matters:
Investors need to verify your company legally exists, is properly structured, and has clean governance. This establishes the foundation of their investment and protects both parties.
[bookmark: _gh0peixnkqcy]Document Checklist:
[bookmark: _mlutwak85jkh]Foundational Documents:
· ☐ Certificate of Incorporation (or Articles of Organization for LLCs)
· Filed with your state and stamped/approved
· Include any amendments or restatements
· ☐ Bylaws (or Operating Agreement for LLCs)
· Current, adopted version
· Should reflect actual governance practices
· ☐ Corporate Charter / Amended and Restated Certificate
· Shows authorized shares, classes of stock, voting rights
· ☐ Good Standing Certificate (from your state)
· Dated within last 30 days
· Proves you're current on taxes and filings
[bookmark: _bo6nlvnhcmnv]Governance & Meeting Records:
· ☐ Board Resolutions
· All major decisions: funding rounds, equity issuances, major contracts
· Include unanimous written consents if no formal meetings
· ☐ Stockholder Resolutions
· Any stockholder votes or consents
· ☐ Board Meeting Minutes
· All meetings since inception (or last 2 years minimum)
· ☐ Stockholder Meeting Minutes
· Annual meetings and special meetings
[bookmark: _ai7pb9z3dizt]Organizational Records:
· ☐ List of Current Shareholders
· Names, addresses, share counts, percentage ownership
· ☐ List of Current Directors and Officers
· Full names, titles, appointment dates
· ☐ Organizational Chart
· Shows corporate structure if you have subsidiaries
· ☐ Registered Agent Information
· Current registered agent and address on file with the state

[bookmark: _avelt085xira]💼 PRO TIPS FOR FOUNDERS:
✓ Keep a Corporate Records Binder (Digital or Physical) Create a single folder (Google Drive, Dropbox, Notion) titled "Corporate Records" and store everything chronologically. Update it after every major event.
✓ If You Haven't Held Formal Board Meetings: Use "Unanimous Written Consent" documents instead—they have the same legal effect and are faster. Many early-stage companies do this.
✓ Missing Documents? If you're missing bylaws or early meeting minutes, work with a startup attorney to "clean up" your records retroactively. This is common and fixable—but do it BEFORE due diligence starts.
✓ Good Standing Certificate: Request this from your Secretary of State 1-2 weeks before investor meetings. It usually costs $10-50 and takes a few days.
✓ Red Flag to Avoid: Investors hate discovering unauthorized shares, undocumented equity grants, or governance confusion. Clean this up early with legal counsel.

[bookmark: _arflj9fgzlwe]⚖️ SECTION 2: LEGAL & INTELLECTUAL PROPERTY
[bookmark: _b2vogherriz4]Why This Matters:
Investors want to confirm you own what you claim to own—especially your IP—and that there are no hidden legal liabilities. Your IP is often your most valuable asset, so proving ownership is critical.
[bookmark: _tueolqpzpitf]Document Checklist:
[bookmark: _x3lu2mqlkwvj]Intellectual Property:
· ☐ List of All IP Assets
· Patents, trademarks, copyrights, trade secrets, domain names
· Include status: pending, granted, abandoned
· ☐ Patent Applications & Issued Patents
· Full documentation, filing receipts, office actions
· ☐ Trademark Registrations
· Federal (USPTO) and state registrations
· Proof of use in commerce
· ☐ Copyright Registrations (if applicable)
· For software, content, creative works
· ☐ IP Assignment Agreements
· Every founder, employee, contractor must assign IP to the company
· Use standard "Proprietary Information and Inventions Agreement" (PIIA)
· ☐ Domain Name Ownership Records
· WHOIS records showing company ownership
[bookmark: _fyh1e7ry6tw0]Contracts & Agreements:
· ☐ Material Contracts List
· Customer agreements, supplier contracts, partnership deals
· Anything over $10K annually or strategically important
· ☐ Licenses (Inbound & Outbound)
· Software licenses you use (e.g., open source)
· Licenses you've granted to customers
· ☐ Non-Disclosure Agreements (NDAs)
· With employees, partners, customers (if sensitive IP involved)
· ☐ Litigation History
· Any past, pending, or threatened lawsuits, claims, or disputes
· If none, provide a "no litigation" statement in writing

[bookmark: _1ihl9yiqj0dj]💼 PRO TIPS FOR FOUNDERS:
✓ IP Assignment is Non-Negotiable: If even ONE founder or early contractor didn't sign an IP assignment agreement, fix it immediately. Without this, you may not own your own product. Use a lawyer to backdate assignments if necessary.
✓ Open Source Software = Disclosure: Investors will ask about every open source library you've used. Create a "Software Bill of Materials" (SBOM) listing all dependencies and their licenses. Avoid GPL licenses unless you know what you're doing—they can be deal-killers.
✓ Trademark Your Brand Early: Filing a trademark costs ~$250-350 per class and takes 6-12 months. Do this before your Series A—it signals professionalism and protects your brand.
✓ Clean Up Old Agreements: Review contracts from your early days. If you have sketchy terms with customers or vendors (e.g., unlimited liability, weird revenue shares), renegotiate or document them as "legacy" agreements.
✓ No Lawsuits is Good, But: If you've been threatened with legal action (even if it didn't go anywhere), disclose it. Hiding it and having investors discover it later is far worse.

[bookmark: _o4luccc4jg1x]💰 SECTION 3: FINANCIAL INFORMATION
[bookmark: _4586jftbt2ap]Why This Matters:
Your financials tell investors whether your business is real, scalable, and fundable. Clean, accurate financials = credibility. Messy financials = red flags and delayed deals.
[bookmark: _ux1f58vapvh1]Document Checklist:
[bookmark: _34sbthxysu4c]Core Financial Statements:
· ☐ Income Statements (P&L)
· Monthly for last 12-24 months
· Year-to-date for current year
· ☐ Balance Sheets
· Monthly for last 12-24 months
· Current balance sheet (within 30 days)
· ☐ Cash Flow Statements
· Monthly for last 12-24 months
· Shows operating, investing, financing activities
· ☐ Financial Projections
· 3-5 year forward-looking model
· Include assumptions document explaining your logic
[bookmark: _kl25q9qupy4f]Accounting & Tax Records:
· ☐ Tax Returns
· Last 2-3 years of corporate tax returns (Form 1120, 1120S, or 1065)
· Proof of filing and payment
· ☐ Bank Statements
· Last 6-12 months for all operating accounts
· Shows cash position and burn rate
· ☐ Accounts Receivable (AR) Aging Report
· Who owes you money and when it's due
· ☐ Accounts Payable (AP) Aging Report
· Who you owe money to and when it's due
· ☐ Debt Schedule
· All loans, notes, credit lines—amounts, terms, payment schedules
· ☐ Accounting Policies Document
· Revenue recognition method (cash vs. accrual)
· Depreciation policies, inventory valuation
[bookmark: _gt8ffzvumzbw]Fundraising Financial Details:
· ☐ Use of Funds Breakdown
· Detailed budget for how you'll spend the capital you're raising
· ☐ Burn Rate Analysis
· Monthly cash burn and runway calculation
· ☐ Budget vs. Actual Reports
· Shows how well you forecast and manage finances
· ☐ Key Financial Metrics (KPIs)
· CAC, LTV, MRR/ARR, gross margin, churn rate, etc.
· ☐ Cap Table Impact Model
· Pro forma cap table showing ownership after proposed investment

[bookmark: _y5z6wi2x9w9g]💼 PRO TIPS FOR FOUNDERS:
✓ Use Accounting Software from Day One: QuickBooks, Xero, or Wave. Don't use spreadsheets for core accounting—investors expect professional books. If you're pre-revenue, at least track expenses properly.
✓ Accrual vs. Cash Accounting: Most startups should use accrual accounting (revenue recognized when earned, not when cash received). If you're using cash accounting, be ready to explain why.
✓ Get Your Books Reviewed or Audited:
· Pre-Seed/Seed: Clean bookkeeping is enough (consider a CPA review)
· Series A: Get a financial review ($5K-15K)
· Series B+: Get a full audit ($25K-100K+)
✓ Burn Rate is King: Investors obsess over burn rate. Know your monthly burn down to the dollar and have a clear plan for extending runway with the capital you're raising.
✓ Revenue Recognition Matters: If you have subscription revenue, annual contracts, or deferred revenue, make sure your revenue recognition follows GAAP. Misstating revenue is a deal-killer.
✓ Separate Personal and Business Finances: If you're a solopreneur running expenses through your personal accounts, STOP. Open a business bank account and credit card immediately. Commingling funds screams unprofessional.

[bookmark: _mm87cqv6l5ip]👥 SECTION 4: TEAM & HR
[bookmark: _seubn788ff5s]Why This Matters:
Investors invest in people as much as ideas. They need to see you have the right team, proper agreements, and clean HR practices. Team issues = execution risk.
[bookmark: _kh1s48w0gju]Document Checklist:
[bookmark: _9295481uyre6]Founder & Employee Agreements:
· ☐ Founder Agreements
· Equity split documentation
· Vesting schedules (4-year vest with 1-year cliff is standard)
· Roles and responsibilities
· ☐ Employment Agreements
· For all full-time employees
· Include salary, title, start date, benefits
· ☐ Offer Letters
· Signed copies for every team member
· ☐ Consultant & Contractor Agreements
· For all freelancers, agencies, advisors
· Must include IP assignment clauses
[bookmark: _refc9ruxyte6]Equity & Compensation:
· ☐ Stock Option Plan (Equity Incentive Plan)
· Board-approved plan document
· Shows option pool size (typically 10-20% of fully diluted shares)
· ☐ Stock Option Grants & Exercise Agreements
· All grants issued to employees
· Include vesting schedules and strike prices
· ☐ 83(b) Election Forms
· Filed with IRS within 30 days of restricted stock grants
· Founders should ALWAYS file these for early shares
· ☐ Advisor Agreements
· Equity grants for advisors (typically 0.1-1% over 2 years)

[bookmark: _6l1lesoj2z6l]💼 PRO TIPS FOR FOUNDERS:
✓ Founder Vesting is a Must: Even if you're a solo founder, put yourself on a 4-year vesting schedule. Investors want to see commitment and alignment. Use "reverse vesting" where founders earn their shares over time.
✓ The 83(b) Election: If you bought founder shares for pennies, file an 83(b) election within 30 days to avoid a massive tax bill later. This is the #1 mistake first-time founders make. Keep proof you filed it (certified mail receipt + IRS Form 83(b)).
✓ Option Pool Pre-Funding: VCs often require you to create or expand your option pool BEFORE they invest (so it dilutes existing shareholders, not them). Expect a 10-20% post-money option pool for seed/Series A.
✓ Clean Up Advisor Equity: If you promised equity to advisors verbally or via handshake, document it NOW. Use FAST agreements (Founder/Advisor Standard Template) for simplicity.
✓ Employment Law Compliance: Make sure you're classifying people correctly (W2 employee vs. 1099 contractor). Misclassification can trigger IRS penalties and back taxes. When in doubt, hire as W2.
✓ Remote Team = Extra Complexity: If your team is distributed across states, you may need to register in multiple states and comply with local employment laws. Consult an employment attorney or use a PEO (Professional Employer Organization) like Justworks or Rippling.

[bookmark: _7k88e3qrm1wb]💻 SECTION 5: PRODUCT & TECHNOLOGY
[bookmark: _1ov0naptjnsb]Why This Matters:
Investors need to understand what you've built, how defensible it is, and whether your technology is scalable, secure, and well-architected. This is especially critical for tech startups.
[bookmark: _t9dv2wmor0rc]Document Checklist:
[bookmark: _hswzkdwo6v10]Product Documentation:
· ☐ Product Roadmap
· Current features, planned features (6-12 months out)
· Prioritization rationale
· ☐ Technical Architecture Diagram
· High-level system design (front-end, back-end, databases, APIs)
· ☐ Technology Stack Documentation
· Languages, frameworks, infrastructure (AWS, GCP, etc.)
· ☐ Product Demo or Video Walkthrough
· 3-5 minute demo showing core functionality
· Include link or access credentials for live product
· ☐ User Flow Diagrams
· How users navigate through your product
· ☐ API Documentation (if applicable)
· For developer-facing products or platforms
[bookmark: _f2c1w2yw3bnx]Development & Security:
· ☐ GitHub/Code Repository Access (view-only)
· Investors may request to review code quality, commit history
· ☐ Security & Privacy Policies
· Data encryption methods
· Security audit results (if you've done penetration testing)
· Privacy policy and terms of service
· ☐ Dependency List & Open Source Licenses
· Software Bill of Materials (SBOM)
· Open source license compliance review

[bookmark: _a6typ3a9zty8]💼 PRO TIPS FOR FOUNDERS:
✓ Document Your Tech Stack: Create a one-page "Technology Overview" with diagrams. Investors (especially technical partners) will scrutinize your architecture for scalability and technical debt.
✓ Code Quality Matters: If investors request code access, make sure your repo is clean: good comments, consistent style, reasonable test coverage. Sloppy code = sloppy thinking.
✓ Security is Table Stakes: At minimum, ensure you have:
· SSL/TLS encryption for data in transit
· Encrypted databases for sensitive data
· SOC 2 compliance (for B2B SaaS at Series A+)
· Regular security updates and patch management
✓ Avoid Technical Debt Horror Stories: If your product is held together with duct tape and prayer, investors will find out. Either refactor before fundraising or be transparent about technical debt and how you'll address it.
✓ Open Source = Double-Edged Sword: Using open source is fine, but know your licenses:
· ✅ MIT, Apache, BSD = Safe
· ⚠️ GPL, AGPL = Requires legal review (can force you to open-source your code)
✓ Patents and Trade Secrets: If you have proprietary algorithms or unique tech, consider filing provisional patents (~$3K-5K) to establish "patent pending" status. Investors love defensible IP.

[bookmark: _jsqaffqjzkax]📊 SECTION 6: MARKET & BUSINESS MODEL
[bookmark: _3vco9iapq1ew]Why This Matters:
Investors need to believe the market is big enough, growing fast enough, and that your business model is scalable and capital-efficient.
[bookmark: _vufgwfa1dwa6]Document Checklist:
· ☐ Market Research Reports
· TAM, SAM, SOM calculations with sources
· Industry reports from reputable firms (Gartner, Forrester, CB Insights)
· ☐ Competitive Analysis
· Detailed competitor comparison (features, pricing, market share)
· SWOT analysis
· ☐ Customer Personas
· Detailed profiles of your ideal customer segments
· ☐ Go-To-Market (GTM) Strategy Document
· Customer acquisition channels and costs
· Sales process and cycle length
· ☐ Pricing Strategy & Rationale
· How you price, why, and how it compares to competitors
· ☐ Unit Economics Model
· CAC, LTV, payback period, gross margin by customer segment
· ☐ Case Studies or Customer Success Stories
· Real examples of how customers use and benefit from your product

[bookmark: _71ltw8mmuj60]💼 PRO TIPS FOR FOUNDERS:
✓ Market Sizing Bottom-Up > Top-Down: Don't say "We're targeting 1% of the $10B market." Instead: "There are 50,000 small businesses in our category, 10,000 fit our ICP, we can realistically capture 1,000 in Year 3 at $5K each = $5M ARR." Much more credible.
✓ Show Your Research: Use real data from reputable sources. "I think the market is huge" doesn't cut it. Cite Gartner, Statista, government data, or your own primary research (surveys, interviews).
✓ Competitive Intelligence: Investors expect you to know your competitors inside and out. Use a 2x2 matrix or feature comparison table. Never say "we have no competitors"—that's a red flag.
✓ Unit Economics = Fundability: If your LTV:CAC ratio is below 3:1, you have a problem. Healthy SaaS companies aim for 3:1 to 5:1. If your CAC payback period is over 12 months, investors will worry about cash efficiency.
✓ Pricing Power: Can you raise prices without losing customers? That's a sign of strong product-market fit. Document any price increases you've successfully implemented.

[bookmark: _uopxo0mppcwp]💵 SECTION 7: CUSTOMER & REVENUE DATA
[bookmark: _toq9nb74979d]Why This Matters:
Traction talks. Investors want to see proof that customers want your product, will pay for it, and will stick around. This is your "proof of concept."
[bookmark: _u1sjiav4u0cw]Document Checklist:
[bookmark: _r3i0hzvur0jn]Customer Metrics:
· ☐ Customer List
· Names, industries, contract values, start dates
· Anonymize if necessary, but investors may request references
· ☐ Customer Acquisition Metrics
· Monthly/quarterly new customer counts
· Acquisition channels and conversion rates
· ☐ Customer Retention & Churn Analysis
· Monthly/annual churn rates by cohort
· Retention curves showing customer stickiness
· ☐ Net Revenue Retention (NRR)
· Measures expansion revenue from existing customers (>100% is ideal)
· ☐ Customer Testimonials & Reviews
· G2, Capterra, Trustpilot reviews
· Written testimonials or video testimonials
[bookmark: _3ssv9n27ptpm]Revenue Metrics:
· ☐ Revenue Breakdown
· MRR/ARR by customer segment, product line, geography
· ☐ Revenue Growth Trends
· Month-over-month and year-over-year growth rates
· ☐ Contract Details
· Average contract value (ACV)
· Contract length (monthly, annual, multi-year)
· Payment terms (upfront, installments, usage-based)
· ☐ Pipeline & Sales Funnel Analysis
· Current sales pipeline value
· Conversion rates at each stage (lead → demo → trial → paid)
· ☐ Backlog or Deferred Revenue
· Contracted revenue not yet recognized
· ☐ Cohort Analysis
· Revenue and retention by customer cohort (month/quarter they joined)

[bookmark: _obnnztutnrxo]💼 PRO TIPS FOR FOUNDERS:
✓ Traction = The Great Equalizer: Strong traction can overcome team weaknesses, competitive threats, or market skepticism. If your numbers are good, lead with this slide in your pitch.
✓ Pre-Revenue? Focus on Leading Indicators: If you haven't launched yet, show:
· Waitlist size (+ email verification)
· LOIs (Letters of Intent) from potential customers
· Pilot program participation and feedback
· User engagement metrics from beta
✓ Cohort Analysis is Gold: Break down your metrics by cohort (e.g., Jan 2024 customers, Feb 2024 customers). This shows whether your product is improving over time and whether newer customers are better/worse than older ones.
✓ Customer Concentration Risk: If one customer represents >25% of revenue, that's a red flag. Investors worry you're not diversified. If this is your reality, have a plan to diversify.
✓ Reference Customers: Be ready to offer 2-3 customer references who will speak highly of you. Investors WILL call them.
✓ NDAs and Customer Names: Some customers require confidentiality. In those cases, provide anonymized data ("Fortune 500 Financial Services Company") and offer to disclose under NDA later in diligence.

[bookmark: _cbikmenc914b]📈 SECTION 8: FUNDRAISING & CAP TABLE
[bookmark: _qtz7iljna577]Why This Matters:
Investors need to understand your ownership structure, past fundraising, and how their investment fits in. A messy cap table is a deal-killer.
[bookmark: _xl5ao25levz7]Document Checklist:
[bookmark: _f0wjeyjdwge3]Capitalization Table:
· ☐ Fully Diluted Cap Table
· Current ownership: founders, employees, investors, options
· Include all outstanding equity: common stock, preferred stock, warrants, SAFEs, convertible notes
· ☐ Cap Table Model (Pre- and Post-Money)
· Pro forma showing ownership after current fundraise
· ☐ Vesting Schedules
· For founders, employees, advisors
· Include acceleration clauses (single or double trigger)
· ☐ Option Pool Analysis
· Allocated vs. unallocated options
· Future hiring plans and equity budgets
[bookmark: _dr53x159hsrl]Previous Fundraising:
· ☐ Previous Financing Documents
· All past SAFEs, convertible notes, equity rounds (with term sheets)
· Include valuation caps, discount rates, conversion terms
· ☐ Side Letters or Special Terms
· Any special agreements with previous investors (pro-rata rights, board seats, etc.)
· ☐ Term Sheets from Prior Rounds (signed copies)
· ☐ Investor Rights Agreements
· Information rights, pro-rata rights, drag-along/tag-along provisions
· ☐ Shareholder Consent Documents
· Approval for new funding rounds, amendments, etc.

[bookmark: _di2peje3fyqc]💼 PRO TIPS FOR FOUNDERS:
✓ Keep Your Cap Table Updated: Use Carta, Pulley, or Shareworks to manage your cap table digitally. Update it after every equity event (option grant, fundraise, exercise). An outdated cap table delays deals.
✓ SAFEs and Convertible Notes Stack Up: If you've raised multiple SAFEs or notes, model how they'll convert in your next priced round. Investors need to see the dilution impact. Use Carta's SAFE calculator or hire a lawyer to model it.
✓ Avoid Over-Complicating Early Fundraises: Too many SAFEs with different terms create a conversion nightmare. Ideally, keep valuation caps consistent within a single fundraising window (e.g., all 2024 SAFEs at $10M cap).
✓ Clean Up Zombie Equity: If you granted equity to early advisors or employees who never contributed, buy them out or negotiate cancellations before due diligence. Investors hate "dead equity."
✓ Founder Dilution is Normal: By Series A, founders typically own 50-70%. By Series B, 30-50%. Don't freak out—this is expected. Focus on growing the pie, not protecting your slice.
✓ Board Composition Matters: Investors will want a board seat (or observer seat). Make sure your board is properly constituted with founder seats, investor seats, and independent seats.

[bookmark: _ze7piwh74q89]🛡️ SECTION 9: COMPLIANCE & RISK
[bookmark: _g6gsbl6kw5m]Why This Matters:
Investors need to confirm you're operating legally, ethically, and aren't hiding skeletons. Compliance issues can sink deals or trigger expensive fixes post-investment.
[bookmark: _xiz252ezm4a6]Document Checklist:
[bookmark: _k151ipslen17]Legal Compliance:
· ☐ Business Licenses & Permits
· State/local business licenses
· Industry-specific licenses (e.g., financial services, healthcare)
· ☐ Insurance Policies
· General liability insurance
· D&O (Directors & Officers) insurance
· Errors & omissions (E&O) / professional liability
· Cyber liability insurance (if handling sensitive data)
· ☐ Privacy & Data Protection Compliance
· GDPR compliance (if serving EU customers)
· CCPA compliance (if serving California customers)
· HIPAA compliance (if handling health data)
· Data processing agreements with vendors
· ☐ Terms of Service & Privacy Policy
· Publicly available and compliant with laws
· ☐ Regulatory Filings
· SEC filings (if applicable)
· Industry regulator filings (FDA, FCC, etc.)
[bookmark: _y72el273jv6l]Risk Disclosures:
· ☐ Material Risks Document
· List of business risks (competitive, regulatory, operational)
· How you're mitigating each risk
· ☐ Litigation & Claims
· Any lawsuits, arbitrations, government investigations
· Even if resolved, disclose them
· ☐ Related Party Transactions
· Any deals with founders, family members, or affiliates
· ☐ Environmental, Social, Governance (ESG) Policies
· Diversity & inclusion initiatives
· Environmental impact considerations

[bookmark: _xxuv2li4kkc7]💼 PRO TIPS FOR FOUNDERS:
✓ Get D&O Insurance Before You Raise: Directors & Officers insurance protects your board (and you) from personal liability. VCs often require it as a condition of investment. Costs ~$2K-10K/year for startups.
✓ Data Privacy is Non-Negotiable: If you collect ANY customer data (emails, names, usage data), you need compliant Terms of Service and a Privacy Policy. Use generators like Termly or hire a lawyer. Don't copy/paste from another company—it must match YOUR practices.
✓ GDPR and CCPA Apply to You: Even if you're US-based, if you have EU or California customers, you must comply. Key requirements:
· Cookie consent banners
· Data deletion requests
· Privacy by design Violating these = massive fines.
✓ Related Party Transactions = Disclosure: If your company rents office space from your uncle or uses your spouse's marketing agency, disclose it. These aren't necessarily bad, but hiding them is.
✓ Regulatory Sandboxes: If you're in a heavily regulated industry (fintech, healthtech, crypto), explain how you're navigating regulations. Do you have legal counsel specialized in your space?
✓ No Litigation is Great, But... If you have been sued (even frivolously), don't hide it. Investors will find out in background checks. Disclose it proactively with context: "We were sued by a competitor in 2023, case was dismissed with prejudice in our favor."

[bookmark: _lfl2ww4gfzei]🎁 SECTION 10: FOUNDER READINESS TOOLS
[bookmark: _1cw5e7w4tzh4]Why This Matters:
Beyond the formal documents, investors expect you to have polished, founder-facing materials that tell your story clearly and compellingly.
[bookmark: _f0auf2w0r0xh]Document Checklist:
· ☐ Pitch Deck (Investor Version)
· 12-15 slides (see Ultimate Pitch Deck Template guide)
· PDF format, branded, no typos
· Updated within last 30 days
· ☐ Executive Summary / Investment Memo
· 1-2 page summary of your business, traction, ask
· Use this for email introductions and quick reviews
· ☐ One-Pager / Teaser
· Single-page visual summary of your business
· Great for cold outreach or conferences
· ☐ Data Room Index
· Organized folder structure of all due diligence documents
· Use Dropbox, Google Drive, DocSend, or dedicated data room software (Carta, Pulley)
· ☐ Key Metrics Dashboard
· One-page snapshot of critical KPIs (updated monthly)
· MRR, burn rate, runway, CAC, LTV, churn, etc.
· ☐ FAQ Document
· Answers to common investor questions
· "Why now? Why you? What's your moat? What's your biggest risk?"

[bookmark: _4nfozksjs4ui]💼 PRO TIPS FOR FOUNDERS:
✓ Set Up a Virtual Data Room Early: Don't scramble when an investor asks for docs. Create a Google Drive or Dropbox folder structure NOW:
📁 [Company Name] - Due Diligence
  📁 01 - Corporate Documents
  📁 02 - Legal & IP
  📁 03 - Financials
  📁 04 - Team & HR
  📁 05 - Product & Technology
  📁 06 - Market & Business Model
  📁 07 - Customer & Revenue
  📁 08 - Fundraising & Cap Table
  📁 09 - Compliance & Risk
  📁 10 - Pitch Materials
✓ Use DocSend for Pitch Decks: DocSend (or similar) lets you track who views your deck, for how long, and which slides they focus on. Gold for follow-up conversations.
✓ Update Your Deck Monthly: Your pitch deck should reflect current metrics. If you sent a deck 3 months ago, update it before re-engaging. Stale metrics = lack of momentum.
✓ Executive Summary = Your "Trailer": Write a compelling 1-2 page exec summary that makes investors WANT to read your full deck. Structure:
· Problem
· Solution
· Market size
· Traction
· Team
· The Ask
✓ Answer FAQs Proactively: Create a doc answering the 10-15 questions you get asked repeatedly. Share it during diligence to save time and show preparation.

[bookmark: _pgzhzor3ormk]✅ FINAL PRE-INVESTOR MEETING CHECKLIST
[bookmark: _cm3f0y22zn2z]Last-Minute Readiness Check
48 Hours Before Your First Investor Meeting:
· ☐ Confirm your data room link works (test it from an external email)
· ☐ Review your pitch deck and practice your pitch 3+ times
· ☐ Update all financial metrics to current month
· ☐ Prepare printed or digital copies of exec summary
· ☐ Have your laptop demo-ready (charged, wifi backup plan)
· ☐ Bring business cards (or digital equivalent)
· ☐ Review investor's portfolio and background (be able to reference their investments)
· ☐ Prepare 3-5 thoughtful questions to ask THEM (show you're selective too)
· ☐ Have a clean, professional Zoom background (if virtual)
· ☐ Send calendar invite with meeting link, agenda, and any pre-reads
After Every Investor Meeting:
· ☐ Send thank-you email within 24 hours
· ☐ Provide any follow-up materials they requested
· ☐ Update your investor CRM/tracker (interest level, next steps, concerns raised)
· ☐ Ask for intro to other investors if they pass (most will help if you ask)

[bookmark: _307mboxp4xxp]🚀 YOUR ACTION PLAN: 30-DAY DUE DILIGENCE SPRINT
Week 1: Foundation
· Set up virtual data room folder structure
· Gather all corporate documents and check for gaps
· Organize financial statements and tax returns
· Audit your cap table and equity agreements
Week 2: Legal & IP
· Collect all contracts, licenses, IP assignments
· Fix any missing IP assignment agreements
· Document your technology stack and security practices
· Review and update Terms of Service / Privacy Policy
Week 3: Traction & Customers
· Pull all customer and revenue reports
· Create cohort analysis and retention curves
· Calculate unit economics (CAC, LTV, payback period)
· Gather customer testimonials and case studies
Week 4: Polish & Presentation
· Update pitch deck with latest metrics
· Write executive summary and one-pager
· Create FAQ document
· Do mock pitch with advisors/mentors and iterate
· Review this entire checklist and fill gaps

[bookmark: _z5n0a6ruzblp]🎯 INVESTOR DUE DILIGENCE: WHAT THEY'RE REALLY LOOKING FOR
Investors evaluate your documents through these lenses:
[bookmark: _2oh2ai4mibqz]1. Trust & Transparency
"Is this founder honest and organized?"
· Clean, accessible documentation = trustworthy
· Missing docs or evasiveness = red flags
[bookmark: _3euu4j7jm6wr]2. Execution Capability
"Can this team actually build and scale this business?"
· Strong financials, customer traction, and team docs prove execution
· Messy operations = concern about future performance
[bookmark: _d8ctfmkzmu79]3. Risk Mitigation
"What could blow up this investment?"
· IP ownership issues, legal liabilities, regulatory problems
· Your job: show you've identified and mitigated key risks
[bookmark: _610g8vx0y0j]4. Return Potential
"Can this become a $100M+ business?"
· Market size, unit economics, growth trajectory
· Investors need to see a clear path to 10x returns
[bookmark: _8vvo2rv4etd9]5. Competitive Advantage
"What makes this hard to replicate?"
· IP, network effects, data moats, team expertise
· Commodity businesses don't get funded

[bookmark: _lqt5xadylkbv]💡 FINAL WORDS OF WISDOM
[bookmark: _frk07c4krt5]Due Diligence Truths Every Founder Must Know:
✓ "Due Diligence Starts Before Your First Meeting" Investors are evaluating you from the moment they read your cold email. Professional materials signal a professional operation.
✓ "Transparency Accelerates Deals, Secrecy Kills Them" If you have skeletons (most companies do), disclose them early with context. Investors expect problems—they don't expect dishonesty.
✓ "Every 'I Don't Know' Costs You Credibility" You should know your business inside and out: every metric, every contract, every risk. If you don't, figure it out before fundraising.
✓ "Clean Diligence = Fast Closes" The best founders close deals in 4-6 weeks because their diligence is airtight. Messy diligence drags out to 3-6 months and often falls apart.
✓ "This Checklist is Your Competitive Advantage" Most founders wing it. You won't. By completing this checklist, you'll be in the top 10% of prepared founders—and that gets funded.

[bookmark: _bs7kzg8heu2x]📥 READY TO GET FUNDED?
Your Next Steps:
1. Print or save this checklist as your master reference
2. Set up your data room using the folder structure provided
3. Block time on your calendar to complete each section systematically
4. Get help where needed:
· Lawyer for legal docs
· Accountant for financials
· Advisors for pitch review
5. Track your progress using the summary page at the top
6. Schedule mock due diligence sessions with friendly investors or mentors

[bookmark: _2p7rescnt7ui]🔥 YOU'RE READY TO WIN
Due diligence isn't about perfection—it's about preparation, transparency, and demonstrating you're a founder who has their act together.
The investors you want to work with will appreciate your thoroughness. The ones who don't? You didn't want them anyway.
Now go build something incredible and get the funding you deserve. 🚀

Need help customizing this checklist for your specific situation?
Share these details and I can tailor recommendations:
· My business: [Describe your business]
· Stage: [Idea / Pre-Seed / Seed / Series A+]
· Funding goal: [Amount]
· Industry: [Your industry]
· Team size: [Number]
· Legal structure: [Entity type]
· Biggest due diligence concern: [Your top worry]
Let's get you investor-ready!

