
THE PERFECT  
PITCH DECK

TIPS ON HOW TO PRESENT TO VC AND ANGELS



GENERAL 
THOUGHTS 
A  startup has never been turned down for having too few details in their pitch 

deck. The simple logic is: a pitch deck is a teaser. The attention span of investors 
is shorter than you might think, and they see hundreds of pitches per week. Hence, 
you must be as striking, simple and concise as possible. 

 
Is true that there is no perfect blueprint for a deck and that there is a lot of advice out 
there, hence we collected some hints that, in most cases, can turn an ineffective 
presentation into a success.  



THE PERFECT PITCH DECK

THE STRUCTURE 
According to many important VCs, and based on our experience, the following 
structure is a great combination of contents. If you want to develop a different 
narrative make sure to have a solid rationale: losing the red wire connecting contents 
might cost you money. 

1. Cover 

2. Executive Summary 

3. Problem 

4. Solution 

5. Market Size - Opportunity  

6. Competition 

7. Financials - Business Model 

8. Traction 

9. Team  
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THE PERFECT PITCH DECK

COVER 
Y our logo and a tag line: an intriguing sentence that defines your company and 

catches the attention of the investors. It is harder than you think, avoid getting 
caught-up listing features or your competitive advantage instead of communicating 
your mission. An alternative sentence could be your vision, but it risks being 
misleading. In general, make sure that the phrase is attention-catching. 

Do not underestimate the power of telling the investors what they are going to see, 
they will most probably be at the 100th pitch: make their life easier while 
understanding your idea.  

 

 

Avoid welcoming, slide numbers and 
overloading with contacts here. Airbnb 
did this, it would be cleaner without them. 
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THE PERFECT PITCH DECK

EXECUTIVE 
SUMMARY 
O ftentimes, a logo and a sentence might not do the work of introducing properly 

your product/service and capturing the attention. An executive summary serves 
to briefly outline key information about the company: 

• founding date / place 

• technology, 

• IP overview and status 

• capital raised,  

• company mission,  

• awards 
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THE PROBLEM 
It depends on your narrative, but the problem is generally a good point to start. It is 

important here to list or deploy graphically the key problems you are solving. 
Indeed, here is when you have the highest attention from your audience: play it smart.  

Problems should be relatable, consistent and where possible they should lead the 
investor to imagine what your business model looks like. 

Give a clear and structured overview of the challenges that you address and solve. The 
bigger and more dramatic the problem is, the more attention you and your solution 
will get. Thus making it a great idea to draw a picture of your target group’s pain point 
 (without your product). If you are in doubt on how many to include: 3 is the magic 
number. Easy to memorise and to replicate in your solution slide. 

 
Make sure not to be too bold with statements like “nothing like this exists”: 
implicitly, you are saying that there is no competition. 
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THE PERFECT PITCH DECK

THE SOLUTION 
How you are solving the problems outlined before. A great way to keep 

engagement is to replicate the structure you used for the problem slide, be it a 
list, number or a graphic representation. Also, images or videos reach more the  
audience.  

Think about: 

• What was your eureka moment? 

• Why is your value prop unique and compelling? 

• Why will it endure? Is there a competitive moat build in such as network effects? 

• And where does it go from here? How big can this get? 

Don’t overwhelm the slide, make an intelligent use of the space and keep words 
count at minimum. Here the message must be simple and immediate. 

7 CONFIDENTIAL



THE PERFECT PITCH DECK

THE MARKET 

P rove that you have your target market, now. Validate it historically (evolution of the 
niche - industry) and through bottom-up or top-down logics. Show that there is 

traction for your solution and that there is room for growth. If you are creating a new 
market, that is even better. 

 

Frame in a smart way what you want your investors to think. When it comes to Market 
numbers, big is better. If you can choose, billions $ is better than millions units, and 
so on. 

You can use concepts as TAM SAM SOM to help yourself in outlining the markets. Try 
to include at least information on the Total Addressable Market. 

Avoid naive statements as: “if we only take x% of the market, turnover will be..” 
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THE PERFECT PITCH DECK

COMPETITION 
The best way to go with competitors, is showing the investors how badly they are 

solving the problem you identified. To do so, you might want to use a powerful 
graphic tool: comparison matrix. Think your differentiators (read axis) well, they must 
not sound illogical or overselling your product.  

There is always competition, direct or indirect. Stress clearly how the competitive 
landscape is differentiated and what makes you unique. 

Another commonly shared tool is the feature comparison. We believe it is less effective 
than the previous matrix, and less immediate. Furthermore, features are different than 
the key differentiators investors are expecting to see. You can include them as an 
additional row ticked only for your column, but it will still be less effective than the 
matrix. 
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THE PERFECT PITCH DECK

 

It is better to list all of your competitors now. If investors discover them lately you 
might have a problem. 

rove that you have your target market, now. Validate it historically (evolution of the 
niche - industry) and through bottom-up or top-down logics. Show that there is 
traction for your solution and that there is room for growth. If you are creating a new 
market, that is even better. 

 

Frame in a smart way what you want your investors to think. When it comes to Market 
numbers, big is better. If you can choose, billions $ is better than millions units, and 
so on.  
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THE PERFECT PITCH DECK

TRACTION 
Showing the attention that the product company service is receiving 

Customers, letter of intents, trial rounds, patents, previous partnerships 

Awards obtained, other grants, investors already came in validation of customers 
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THE TEAM 
O ftentimes underestimated, synergies and team members are one of the first 

investigated aspect of your startup. When presenting your team, you can choose 
from a variety of layouts. In our experience, including images of the key people, with 
logos of previous experiences / academic entities is of great impact. Imagine having 
the Nasa logo behind your CIO. That’s of great impact. 

What is fundamental is to underline why your team is awesome, supporting past 
achievements with numbers: months of experience, turnover achieved in a specific 
positions, units sold, number of software downloads or website visits. 

Advisors are also important: their know-how legitimate your goals, include anything 
that is important here without overcrowding the slide. If needed, a short text box 
might help outlining key expertise. 

Remember to include and update your LinkedIn profiles as well. 
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FINANCIALS 
K eep it simple, outlining a timeline of how you would spend the money to achieve 

specific milestones. You can have here a full cash-flow model, but it will most 
probably be overlooked. 

 If you want to include information about your business model, here is the right 
place. Being these the last slides, they will be right before the questions: make sure 
that numbers are solid.
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