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Pitch deck

[Company name]
[What you do, in one line a stranger understands]

[Your name] · [email] · [Month, year]



The problem 2 / 12

[Who has the problem, and what it
costs them]

[A photo, a customer quote or one number that

makes it real]

[The moment they feel it]

[What they do about it today]

[Why that does not work]

Tip One person, one problem. If it takes two slides, it is two problems.



Why now 3 / 12

[What changed that makes this
possible, or urgent, now]

[A photo, a customer quote or one number that

makes it real]

[A shift in technology, rules or behavior]

[The evidence that it is happening]

Tip Investors ask "why hasn’t this been done?" Answer it here.



The solution 4 / 12

[What you built, in one sentence]

[Product screenshot or photo]

Tip Show the product. A real screen beats three paragraphs.



How it works 5 / 12

[Three steps from first use to the result]

1

[Step one]

2

[Step two]

3

[Step three]

Tip Use the customer’s words for each step, not yours.



Traction 6 / 12

[The proof that people want it]

[Number]
[What it counts]

[Number]
[What it counts]

[Number]
[What it counts]

Tip Real numbers only, each with its time period. Growth rate beats a total.



Customers 7 / 12

[Who uses it, and what they say]

[Logo] [Logo] [Logo] [Logo] [Logo] [Logo]

[A short quote from a real customer, with their name and role]

Tip Ask before you show a logo. One named quote beats ten anonymous ones.



Market 8 / 12

[How big this can get]

[Total market]
[How you sized it]

[The part you can serve]

[Which segment]

[What you can win first]
[In the next 3 years]

Tip Build it bottom-up: customers times price. Top-down numbers get questioned.



Business model 9 / 12

[How you make money]

[Plan or product]

[Price]
[Who buys it]

[Plan or product]

[Price]
[Who buys it]

[Plan or product]

[Price]
[Who buys it]

Tip Add the one number that matters most: margin, payback or average deal size.



Competition 10 / 12

[Why customers pick you]

[What buyers care about] →
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[You]

[Alternative] [Alternative]

Tip Pick axes where you honestly win. Name real alternatives, including doing nothing.



Team 11 / 12

[Why this team wins]

[Name]

[Role]

[What they did before]

[Name]

[Role]

[What they did before]

[Name]

[Role]

[What they did before]

[Name]

[Role]

[What they did before]

Tip One line each on what they did before that matters here.



The ask 12 / 12

[What you are asking for]

[Amount]
[Round or deal type]

[What it pays for]

[What it gets you to, and by when]

[Your name] · [email] · [phone]

Tip End on the ask and how to reach you. Nothing after it.


