
HOW TO BUILD THE PERFECT PITCH DECK
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SHOULD YOU BE RAISING?
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WHEN TO RAISE CONSIDERATIONS

Cash Position

Time of the Year

Business Strength

What is your cash position? Are you in a position of leverage?

Don’t go to the market with less than 6 months of cash in the bank

(Generally 8 months is preferable)

Best times to fundraise: after New Years or Labor Day

Remember the US is slow between Thanksgiving and NYE

When is the best time to raise for you? Does your business have seasonality? 

i.e. Construction high times are usually Fall – stronger story at peak then trough
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WHO TO RAISE FROM AND HOW TO KEEP IT GOING
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STRUCTURE AND FORMAT

Decks should be up to 20 pages 

Not including appendices, which can be sent separately

Follow Basic PowerPoint Etiquette

Always add page numbers

Don’t have too much text! 

Site your sources! Your TAM is $1T? Prove it!

Make sure your deck is how you want to tell the story 

Practice your pitch

Build your deck around your own momentum

Send your deck!

Give investors the opportunity to learn before your meeting

Don’t waste your time on teaser decks

Caveats

Pre-Seed

• Less on traction / economics

• More on market, GTM, and product

Later Stage

• Deck can be longer

• Emphasis on solution and product

• More financials 



6

STRUCTURE AND FORMAT

Title Page (1 page)

Team (1)

Problem/Opportunity (1-2)

Market (1)

Solution (Your Company!) (1-2)

Traction to Date (1-2)

Product Overview (1-3)

Competitive Landscape (1)

Business Model (1)

Unit Economics (1)

Marketing/Growth Overview (1-2)

Fundraising
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TITLE

NOTES

“We are building this.”

What should you communicate:

• A title should explain what the company is

Credit: Silverbird & Toolbx
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TEAM

NOTES

“My name is ___ and this is what I’ve done which 

led me to identify an exciting opportunity.”

What should you communicate:

• A relevant background & team experience

• More importantly, why are you the right 

person to build this? Why are you excited?

Credit: Silverbird
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Problem/Opportunity

NOTES

“Here is the problem.”

What should you communicate:

• There is a big problem with unmet needs

• A big, clear and glaring statement

Credit: Toolbx
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Problem/Opportunity

NOTES

“Here is the problem.”

What should you communicate:

• Contextualize it by personalizing it

Credit: Unlock Real Estate
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MARKET

NOTES

“And it’s a huge opportunity we should fix now.”

What should you communicate:

• A big TAM (>$1B if not more)

• Why now?

Credit: Toolbx & Unlock Real Estate
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SOLUTION AND VISION

NOTES

“So we are building/have built _____ to fix it.”

What should you communicate:

• A brief overview of what your business does

• What your vision is

Credit: Headout & Toolbx
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TRACTION TO DATE

NOTES

“We are already seeing increasing success.”

What should you communicate:

• Where are you to date?

• Should be the lifetime of the business (don’t 

hide things)

• Generally seen as GMV and revenues 

(marketplaces)

Credit: Headout
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PRODUCT OVERVIEW

NOTES

“Here is how it works. This is what our 

clients/customers get.”

What should you communicate:

• How does it work?

• Either product images or more general 

workflows

• Make it conversational – generally shy away 

from playing video.

Credit: Picks & Silverbird



15

COMPETITION

NOTES

“Competition exists but here is why we’re better.”

What should you communicate:

• How you’re differentiated

• Most important in super crowded areas where 

nuance in strategy matters

• Don’t assume people know 

Credit: Tread
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BUSINESS MODEL

NOTES

“This is how we make money and will continue to 

make more of it to be a $1B+ company.”

What should you communicate:

• How do you make money?

• Today vs. future

Credit: Chiper
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UNIT ECONOMICS

NOTES

“Our Unit Economics are good with clear path to 

improvement.”

What should you communicate:

• Show you’re disciplined by going into your 

unit economics today and in the future

• LTC:CAC should always be net LTV:CAC

• Bonus points for showing paid vs. blended

• Cohorts and retention analysis

Credit: FJ & FoodByUs
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MARKETING AND GROWTH OVERVIEW

NOTES

“Now we’re ready to hit the gas to continue to 

scale, improve margins, increase wallet share 

and grow our product.”

What should you communicate:

• What successful strategies do you use today?

• How are you going to continue to scale?

• What are your future revenue opportunities?

Credit: Toolbx
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FUNDRAISING

NOTES

“Here’s what investment we need to achieve 

these goals.”

What should you communicate:

• How much have you raised to date?

• From whom?

• What are you looking for now?

• How will you spend it? 

• Where does it get you? (Traction)

• How much runway does it provide? (Time to next 

raise)

Credit: Silverbird & FoodByUs



HOW TO FUNDRAISE
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PRE-SEED DECKS

NOTES

Pre-Seed decks spend more time on product. 

You are pitching investors on your strategy, not 

your execution (yet)!

Credit: Unlock Real Estate
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PRE-SEED DECKS

NOTES

And more on Go To Market Strategy & Tech.

Credit: Unlock Real Estate & Silverbird
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LATER STAGE DECKS

NOTES

Later stage decks include more information 

including any of the following:

• More detailed KPIs

• Market share comparisons

• Potential M&A Opportunities 

• Internationalization Plans
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LATER STAGE DECKS

NOTES

Later stage decks include more information 

including any of the following:

• More detailed KPIs

• Market share comparisons

• Potential M&A Opportunities 

• Internationalization Plans

Net negative revenue churn + new clients


