
🚀 THE ULTIMATE PITCH DECK 
TEMPLATE FOR ENTREPRENEURS 

A 12-Slide Framework to Win Over Investors 
 

📋 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." 

 

SLIDE 1: TITLE SLIDE 

"Make a Powerful First Impression" 

Purpose: 

Establish your brand identity and create immediate credibility. This is your handshake moment. 

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) 



None

●​ Date & Confidentiality Notice (optional but professional) 

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 

Layout Suggestions: 

┌─────────────────────────────────────┐ 
│                                     │ 
│         [LOGO - CENTERED]           │ 
│                                     │ 
│       COMPANY NAME (Large)          │ 
│                                     │ 
│    "Tagline That Sells Vision"      │ 
│                                     │ 
│     Founder Name, Title             │ 
│     email@startup.com               │ 
│     www.yourstartup.com             │ 
│                                     │ 
│     [Month Year]                    │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 2: THE PROBLEM 

"Make Them Feel the Pain" 



None

Purpose: 

Articulate the specific, urgent problem your target customer faces. Investors invest in problems 
worth solving. 

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) 

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 

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              │ 
└─────────────────────────────────────┘ 



None

💡 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." 

 

SLIDE 3: THE SOLUTION 

"Introduce Your Game-Changer" 

Purpose: 

Present your product/service as the inevitable, elegant answer to the problem you just outlined. 

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) 

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 

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] │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 4: MARKET OPPORTUNITY 

"Prove the Market is Massive and Growing" 

Purpose: 

Demonstrate that you're chasing a large, expanding market with significant revenue potential. 

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" 



None

●​ 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 

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 

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]          │ 
└─────────────────────────────────────┘ 

💡 INVESTOR TIP: 



None

"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." 

 

SLIDE 5: PRODUCT/SERVICE 

"Show, Don't Just Tell" 

Purpose: 

Give investors a tangible sense of your offering through visuals, features, and user experience. 

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) 

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 

Layout Suggestions: 

┌─────────────────────────────────────┐ 
│  PRODUCT OVERVIEW                   │ 
│                                     │ 
│  [Large product screenshot/mockup]  │ 



│                                     │ 
│  ┌────────┐  ┌────────┐            │ 
│  │Feature │  │Feature │            │ 
│  │   1    │  │   2    │            │ 
│  │ [icon] │  │ [icon] │            │ 
│  └────────┘  └────────┘            │ 
│                                     │ 
│  ┌────────┐  ┌────────┐            │ 
│  │Feature │  │Feature │            │ 
│  │   3    │  │   4    │            │ 
│  │ [icon] │  │ [icon] │            │ 
│  └────────┘  └────────┘            │ 
│                                     │ 
│  "User testimonial about UX"        │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 6: BUSINESS MODEL 

"Show Me the Money" 

Purpose: 

Clearly articulate how you generate revenue, your pricing strategy, and unit economics. 

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" 



None

○​ "• 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) 

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) 

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               │ 



└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 7: TRACTION 

"Prove You Have Momentum" 

Purpose: 

Demonstrate market validation, growth, and that customers want what you're building. 

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 

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 

Layout Suggestions: 



None

┌─────────────────────────────────────┐ 
│  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           │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 8: GO-TO-MARKET STRATEGY 

"Explain How You'll Win Customers" 

Purpose: 

Outline your customer acquisition strategy, channels, and growth playbook. 

Instructions for Content: 



None

●​ 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 

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 

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]       │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 9: COMPETITION 

"Show You Know the Battlefield" 

Purpose: 

Demonstrate market awareness and articulate your sustainable competitive advantage. 

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 



None

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 

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]     │ 
└─────────────────────────────────────┘ 

💡 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." 

 



None

SLIDE 10: TEAM 

"Prove You're the Right People to Build This" 

Purpose: 

Convince investors that your team has the skills, experience, and grit to execute and win. 

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 

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 

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]            │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 11: FINANCIALS 

"Show the Path to Profitability and Scale" 

Purpose: 

Present realistic, defensible financial projections that demonstrate growth potential and capital 
efficiency. 

Instructions for Content: 

●​ Revenue projections (3-5 years, preferably in a simple chart) 



None

○​ 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) 

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 

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        │ 
└─────────────────────────────────────┘ 

💡 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." 

 

SLIDE 12: THE ASK 

"Close with Clarity and Confidence" 

Purpose: 

Clearly state how much you're raising, what you'll do with it, and what outcomes investors can 
expect. 

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" 



None

■​ "→ 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" 

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" 

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]              │ 
└─────────────────────────────────────┘ 

💡 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." 

 

📎 BONUS SLIDE: APPENDIX (Optional) 

"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. 

 

✅ PRE-SUBMISSION CHECKLIST 

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 

 

🎯 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. 

 

🚀 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. 🔥 
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