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• Pitch decks are a narrative tool used to 
engage others in your journey

• Experienced observers expect to see certain 
elements in your story 

• As you can see, there is some variation 
across approaches, but several core 
elements are ALWAYS included

• You should use the template that follows to 
guide your presentation design effort, but 
feel free to add or change elements to 
reflect the most awesome attributes of your 
proposal

• https://slidebean.com/blog/startups/pitch-
deck-presentation-complete-
guide#nextview-ventures

This table shows the absolutely-necessary elements of a startup story pitch deck (the green 
dots). Other elements listed can be included depending on the context for your 
presentation. There are no “laws” about how to organize a pitch deck, but there are 
generally storytelling conventions that people expect and it’s best to adhere to these 
expectations and provide people with a story they will remember.

The guide that follows is a recommended structure for early-stage (pre-revenue), student-
led venture proposals. However, students should be encouraged to tell their own stories 
and highlight their ideas and accomplishments in ways they believe work best.
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Company Name
Your Value Proposition as a “tagline”

Something like this ad-lib created by Strategizer, 
publisher of the Business Model Canvas 

Company Description – Pull listeners into your mindset by sharing some of the personal 
insights, beliefs, and aspirations that have led you to this point:

• Highlight how you noticed the Frustration you are trying to address.  Tell that story here 
verbally.  Was there a critical incident or “ah-ha moment” where an observation, 
discovery, or frustration provided an insight that helped you define your problem and 
novel solution?

• Why are you starting this company? 
• Why are you passionate about your venture?
• What is your vision for the company if your are very successful (e.g., range of offerings, 

scale, impact)?
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Problem Statement
• From the perspective of your 

customer archetype:
• Describe your customer and 

scenario when the problem is 
salient

• What jobs need to be done, 
what gains do they seek, 
what pains/hassles do they 
experience in this situation?

Design tip – Do Google Image searches 
for “<slide name> pitch desk slide” for 
examples of slide formats

Problem Statement - Describe your customer archetype(s) characteristics and briefly 
explain who they are and what they currently experience without you.

• If your value proposition is simple, evocative pictures of “use scenarios” depicting 
frustrated members of your customer segment may work well here. Commercials often 
do this.

• You may be able to foreshadow your competitive advantage by noting how currently 
available alternatives (competition) fail to address the problem you articulate.
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Your Solution

• Offer a high-level view focusing 
more on benefits than features. 
Keeping the description high-level 
protects any IP you might be 
creating – describe what you do, 
but not how you do it

• This example depicts how a 
solution offers benefits to a two-
sided market 

Your Solution:

• How does your solution address your customer archetype(s) jobs, desired gains, and 
current pains?

• Repeat/reinforce your value proposition
• Pictures and analogies are especially helpful here.
• An additional video or demo slide could be added (make sure it works to avoid 

embarrassment of “Death by Demo!).
• Physical displays, prototypes, etc. may also be helpful to complement your 

presentation (as on Shark Tank).

• If you have a 2-sided market you should describe how the SAME solution will address 
the frustrations and problems of each side of the market.
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Market 
Opportunity

• Your audience will want to 
understand the broad 
market/industry you’ll enter, 
and your aspirations for 
creating and capturing value 
with your business model

• This format is a popular way 
to depict the size (in 
revenue), but you may 
choose other formats (search 
“market opportunity pitch 
deck slide)

Market Opportunity – Use library data resources and reference librarians to determine IN 
DOLLARS, how big is your: 

• Total Available Market:
• Existing Market - Money spent in your current overall market/industry
• New Market - Estimated potential spending in your projected overall 

industry/market based on number of people fitting your customer archetype in 
the geography you intend to serve 

• Served Available Market:
• Existing Market - Money spent in industry/market segment in which you intend 

to compete
• New Market - Estimated potential spending in the industry/market segment in 

which you will compete based on number of people fitting your customer 
archetype in the geography you intend to serve

• Target Market:
• A bottom-up estimate of your revenue stream totals in the near term (e.g., 2-3 

years) based on what you can realistically accomplish with your proposed 
resources, partners, channels, etc.
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• Visit https://www.thebusinessplanshop.com/blog/en/entry/tam_sam_som to learn more 
about market sizing.

• Why did you select this particular category as the “market”?  Be sure to consider whether 
you are hitting the “sweet spot” – big enough that it represents an exciting opportunity, 
but not so big as to seem unrealistic.

• What is the projected growth rate for this market?  What specific trends are likely to 
promote growth?

• You may also present this slide later after you have fully described their business model.  
This may make your Target Market (also called “Share of Market”) estimates easier for 
others to understand.
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Business Model

• Discuss how your business will 
make money

• This is a good example of how to 
simply describe revenue sources, 
mechanisms , and expectations

Business Model: 

• Make sure you have thought this through carefully:
• Using the Business Model Canvas from Strategizer.com (or you can simply 

Google it) to help you understand all of the important elements you need to 
consider.

• This video offers an excellent description of the business model canvas -
https://www.youtube.com/watch?v=IP0cUBWTgpY

• Coaches at the Blackstone LaunchPad at UCF can help you think through your 
design options – visit https://cel.ucf.edu/launchpad to make an appointment.

• You don’t need to discuss how much you will make – that may come later on your 
financials slide.

• Most ventures have more than one source of revenue, so think hard about this.  Don’t 
leave money on the table.  
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Competition
• A competitor matrix is a popular 

approach to this part of your story 
because it allows you to highlight 
dimensions that differentiate you 
from specific competitors.

Competition: This is a very important slide. Be sure to select dimensions that highlight your 
value proposition and competitive advantage (how are you different AND better?).

• When showing this slide you may consider discussing issues such as:
• Will you compete on differentiation (e.g., new functions, cool brand, higher 

quality/reliability, greater convenience) or low cost (allowing you to compete 
aggressively on price)?

• Why did you pick these attributes as your competitive advantages?
• What substitute goods, services, or customer actions (including doing nothing!) 

are available which might compete with your offering?

• Focus your narrative on distinguishing your offering from others closest to you. For 
instance, if you propose food delivery you must differentiate yourself from close 
competitors (other food delivery companies like GrubHub, BlueApron, etc) rather than 
more distant competitors such as restaurants.  

• If you have intellectual property or other “secret sauce” that will make it difficult for 
others to copy your proposal, you may consider mentioning it here. Your audience will 
want to understand how you can prevent others from copying your proposal.
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Marketing Approach

• Describe how people will 
learn about your offering, 
how you will get them to buy, 
and (optionally) how you 
hope to retain them as 
customer longer term

Marketing Approach/Value Animation: Describe how you will get, keep and grow revenue 
(Get - raise awareness; Keep - foster loyalty/repeat purchases; Grow – encourage additional 
purchases)

• Is your relationship likely to be highly transactional, or more personal like with client? 
Will that vary across different parts of your customer’s journey? 

• Awareness?
• Evaluation? 
• Purchase? 
• Delivery?
• After-sales service, loyalty, and growth?

• Be prepared to justify your proposals by referring to customer expectations and 
preferences, or new ways you plan to differentiate based on service/relationship 
characteristics.
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Your Team

• You should highlight your key 
activities with an introductory 
comment like “in order to be 
excellent at (list a couple key 
activities) we’ve assembled 
an outstanding team”

Your Team:

• List your founding team members and their roles
• List your “team” of key advisors (possibly on a new slide)
• If your team is especially well-qualified, you may consider offering this slide at the 

very beginning of your presentation
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Your Partners (optional)

• If you have supply chain or 
strategic partnership 
discussions underway you 
can describe these as a form 
of validation for your 
business model hypotheses 
related to distributors, 
suppliers, manufacturers, 
other outsourced activities

Key Partnerships: This will be different for products and services.

• If you are creating a good: 
• What raw materials do you need?  Where will you get them?  
• What partners do you need to ensure securing raw materials and transformation 

manufacturing?
• Overall, what is the supply chain for manufacturing?

• If you are creating a service:
• What Key Resources do you need?  Which are better provided by partners?
• What partners do you need to so you can provide an effective service?
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Evidence of 
Traction

• If you have any demonstrable 
engagement with users, 
customers, or influencers this is 
an appropriate place to describe 
your achievements

• This example is for a relatively 
advanced startup, and does a 
nice job of concisely presenting 
data

Evidence of Traction: The may be the most important slide in your deck!

• What evidence can you offer that your value proposition and business model assertions 
are valid?  Types of evidence can include:

• Quotes from (potential) customers or influencers
• Survey results
• Social media engagement
• Website engagement (e.g., page visits, A/B testing)
• Pre-sales (e.g., Kickstarter)
• Sales 
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Financials
• Include a 3-5 year spreadsheet similar to 

the one pictured with rows indicating:

• Number of customers (opt.)

• Total revenue

• Total expenses (might
break this down into 
3-4 broad categories 
like COGS, salaries, etc.)

• Profits

• You MUST understand how you 
developed your estimates – you
are very likely to be questioned on these

Financials:

• Consider completing a financial model where you input basic information and the model 
computes income statement s (like the example on the slide) and other helpful outputs 
like a breakeven analysis.

• SCORE offers a relatively easy to use model here -
https://www.score.org/resource/financial-projections-template. Finance or 
accounting expertise is not necessary.

• Information about what businesses similar to yours typically earn and pay for 
specific costs are available from research consultants available through the 
Blackstone LaunchPad.  These sample income/profit & loss statements can be 
created for you by appointment by visiting https://cel.ucf.edu/launchpad.

• Explain your forecast so it tells a story! It should reflect the design choices and 
aspirations you have described previously.  

• Your financial estimates and your ability to answer questions about your projections are 
an important indicator of your ability to lead your venture. Be sure your estimates make 
sense (e.g., Are you paying full time employees a living wage?  Are your sales volume 
projections high enough to earn a reasonable profit?). 
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• If you are pursuing investment you should understand your options with respect to debt 
(bank loans, convertible debt) or equity financing (angel and VC investors).  

• Debt providers want to make sure you can pay them back, so your cash flow 
projections from your income statement are key to demonstrating your ability to 
pay. 

• Equity investors will require a valuation of your business (what it is worth today) to 
determine a fair offer.  There are several different ways to calculate what your 
business is worth right now (it won’t be very much if you are pre-revenue), and 
there is often considerable uncertainty and room for debate about these 
estimates (see Shark Tank, for example!).  This website offers links to several 
calculators you can explore to learn about valuations and to calculate appropriate 
estimates for your proposal - https://smallbiztrends.com/2016/05/business-
valuation-calculators.html
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Milestones 
(and Investment  
Opportunity)
• You can describe your 

current status, plans for 
future success/growth, 
and potential use of any 
investment funding you 
seek by showing “cash on 
the calendar” in a timeline 
or Gantt chart

Milestones and Investment Opportunity

• Prepare a timeline or Gantt Chart with milestones and time frame to hit them.  Include 
the next 2-4 key milestones you must hit 

• What have you accomplished so far?
• What activities are needed to hit your next 2-4 milestones on schedule?  
• What contingencies might cause you to miss those milestones, and what are you 

doing to mitigate those risks?
• What is the budget you need to hit those value-generating milestones? This may 

help you explain your “use of funds” if you plan to ask for investment at this 
point.

• You can make “The Ask” if you are presenting this as an investment opportunity
• Summarize the fantastic opportunity – high likelihood of success, high upside 

revenue potential, strong probability of dramatic growth, etc.
• Ask for a funding amount that is clearly related to the needs you have described 

on your milestone timeline (this may also help you describe when bigger 
investments might come later, thus providing opportunities for your current 
audience to exit your venture with a tidy profit.

• Clearly explain your use of funds
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• SAY THANK YOU and ask if there are any questions 

• DO NOT end with a “Thank You” or “Questions?” slide – put up your company name and 
tag line to reinforce those during Q&A
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