
 
 

 
The Perfect Investment Pitch 

 
# Slide Description What Investor is thinking 

1 Mission statement the one-liner for the 
company 

Ok.  Looked at 10 companies today.  
What am I going to be looking at for 
the next 45 minutes?  Why I should 
be enthused 

2 Market Your total available market.  
What your revenue would be 
if you got 100% of your 
target customers paying 
what you expect 

Is this market big enough to yield a 
highly-valued company?  It is growing 
fast?  Are there changes that are 
making room for startups and making 
the entrenched companies nervous? 

3 Customer's problem you 
are solving 

Who is the customer, do 
they matter, what problem 
does the customer have 
today, why is that a big 
problem, why is it their 
biggest problem 

Will customers care about this 
product and company?  Are the 
customers significant?  Do they have 
all the power and a reputation for 
being friendly to startups?  Are the 
customers "good" customers?  
Companies who sell to high gross 
margin customers tend to have high 
gross margins.  Those that sell to low 
gross margin customers have low 
gross margins 

4 How you solve their 
problem 

What is your solution, why is 
it unique, why has nobody 
done this before 

Is it unique?  What has changed that 
allows room for a startup here 

5 Technology status If big IP piece, several slides 
on the state to tech 
development 

Is there a lot of research left, lots of 
development left, or is the product 
done 

6 Customer status Who has agreed to pay for 
the product, who are betas, 
etc. 

Are their customers that matter with 
high willingness to pay 



7 Get to market strategy How will you get in front of 
the customer, direct, 
indirect, etc. 

Is there a channel that can allow this 
company to get their product to 
customers profitably?  Anyone in the 
way to this startup reaching their 
customers.   

8 Per customer economics what they will pay, what it 
costs to service them, what 
it costs to acquire them 

Is their a channel for the product, do 
people care (I.e. are they paying) 

9 Key milestones what happens when, beta, 
fcs, etc. 

What information does this round of 
$$ buy? 

10 Team Top 6-7 people with one 
sub-bullet on relevant past.  
why this is a world-class 
team with relevant skills to 
pull this off.  why they can 
recruit from their networks?  
What have they done before 
that is special.  Have they 
done it before or are they 
learning as they go 

Do I want to talk to these people 
every other day for the next three 
years and every month for the next 
ten? 

11 financials Last 2 and next two 
quarters, next year, 2 years 
out, 3 years out across the 
horizontal axis.  Key metrics 
on the vertical axis:  # 
customers, big revenue 
lines, COGS, gross margin, 
big expense lines, net 
income, cash flow, cum cash 
flow 

How are the gross margins (how 
competitive), how quickly the 
company ramps, how many $$ to 
profitability.  Do these guys 
understand how a company ramps.  
Are they believable numbers? 

12 Competition overview 2x2 matrix of the competition 
with the two variables that 
matter on the X and Y 

How is the company positioned in the 
landscape with all the other cos I've 
seen?  How are companies in this 
category valued?  Do I know about 
competitors that these guys don't 
have listed or are these guys clued in 
on their competition 

13 Competition specifics The top 2 or 3 competitors, 
one/two liner on their story 
(funding, etc), one/two liner 
on why you beat them 

Do I believe these guys can win?  
Who are the couple to focus due 
diligence efforts on.  Is it an area with 
big market caps? 




