
Pitch Deck Guide

Exponential Creativity Ventures welcomes pitch decks in all shapes and 
sizes. But if you’re not sure where to start, this guide will get you pointed in 

the right direction.
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Company name, founder name(s), email, website.

Introduction



List key team members for your company and  

partnerships. Include photos and areas of expertise.

Team

* Investors often care more about the strength of the team than the strength of the idea.



What barriers are you removing 

or opportunities are you unlocking?

Opportunity / Problem



Describe the customer value 

(financial & otherwise) of your solution.

Value Proposition



What is special or unique about your solution?

Underlying Magic

* If you have a prototype, this is a good time to demo it.



What core technologies or social phenomena underlie 

your solution? How are you positioned to benefit from 

their continued improvement or expansion?

Tech / Social Trends

* If you can hitch a ride on a major external wave, that can be a powerful driver of growth.



Who are your customers, what will they pay you for, and

how much will they pay? What are your costs? How fast 

must expenses grow to keep pace with sales growth?

Business Model

* Unit economics are especially important! 



Where is your target audience and how 

will you reach them? If your team is connected 

to that audience, explain how. 

Go-to-Market Plan

* If you can estimate your cost per customer acquisition across different channels, this would 

be a good place to cite it. Don’t worry if you don’t have that data yet, though!



What are your customers currently doing to address

the opportunity / problem? Who are existing or potential

competitors for your customers’ dollars and attention?

Competitive Landscape

* When evaluating your business for an investment, we’ll typically ask what behaviors you’re 

asking customers to change or adopt, and how much friction that change entails.



Make your best, informed guesses about revenue, 

expenses, and any key metrics for at least the next 3 

years. Highlight any critical underlying assumptions.

Financial Forecast

* Don’t make “conservative” or “optimistic” projections. 

Make the most realistic, accurate ones you can.



Where are you in your journey today? What’s in store 

for the near future? What investments (if any) 

have you already secured?

Current Status & Near Future

* Include details on how much you’re raising and what you plan to spend it on.


