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Instructions for use

The Startup Pitching Playbook Innoversity Project ®

The Startup Launchpad Playbook is a Toolkit Innoversity is a project supporting higher education
designed and published by Sahara Ventures to institutions in Tanzania to move towards third and
help academic institutions to nurture fourth generation universities embracing
entrepreneurship culture among students and innovation and entrepreneurship for

lecture. The goal of the playbook is to help socioeconomic good. You can learn more about the
mentors and lecturers support students to project here.

create investor decks and other tools required by
the investor.

Learn More About Innoversity Project.

This document and its contents have a Creative Commons license: CC BY SA. Anyone is free to use or share the content for

any legal purpose, not for commercial purposes, as long as any derivative work is shared under the same license and gives
proper credit to: Sahara Ventures. Discover more about Creative Commons licenses here.
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What is a Startup Pitch?

What is a Startup Pitch ?

A startup pitch is a brief presentation or
speech by a startup founder or partners to
arouse the interest of potential partners,
investors and stakeholders to join their
mission by offering financial or/and
strategic support.



What is a Startup Pitch Deck?

What is a Startup Pitch Deck ?

A startup pitch deck is a brief presentation
designed to showcase startup business planto
attract attention of potential investors and
strategic partners. The presentation captures
key facts about the size of the problem, the
market opportunity, the proposed solution, the
capabilities of the founders and the ask.
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What is Body of a Pitch?

What is a Body of a Pitch ?

Any startup pitch contains three key
areas; the problem the founders are
trying to solve, the solution they are
bringing and the potential of the
founders (the team) to solve the
problem. The goal of the pitch is to
communicate the founders' vision to
onboard talents in the team, raise capital
or attract strategic partnerships.

The Problem The Team

The Solution




Three Types of Pitches

Three Types of Pitches

N There are three pitches: elevator pitch,

typical (event) pitch and detailed pitch.

The goal of the elevator pitch is to capture

N someone’s attention within the shortest
time possible and convince them to set up
a follow-up meeting.



Three Types of Pitches

Three Types of Pitches

The other pitch type is traditional pitches
conducted during pitching events, demo
days, and startup marketplaces. Detailed
pitch happens when the founders must
pitch with supporting resources
(documents, etc.).



Important Tips During Pitching

Be Brief & Conscious  Use Clear Language  Stick to Specifics

Be brief and conscious, focus on The language used during the The focus should be on specific
critical things and understand the pitching sessions should be free issues related to the problem you
context and the audience listening  from jargon and technical are trying to solve and the

and engaging with your pitch. statements. solution you are providing.
State Your Belief Call For Action

Tell your story, why you are Invite people to be part of your

passionate about solving that mission on what you are trying to

problem, and why you are the accomplish. Make them act, e.g.

right person to do that. by investing in the company.



What Should Go to Your Pitch Deck?

Key Things

X The Problem
X  The Solution
X The Team

X The Ask

Other Things

X  Momentum and
Traction

X  Market Opportunity

X  Business Model

X  Market Approach

and Strategy

Other Things
X  Competition
X Financials
X Key
Stakeholders
(Investors,

Advisors, etc.)
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What Should Go to Your Pitch Deck?

A Tag Line The Problem

One-liner that X  Real orimaginary
provides an overview problem?

of the startups.ltisa X  Who is affected by
summary of the the problem?
product/servicesand X  Why you are the
the mission of the right person to

startup. solve it?

The Solution

X  What are the existing
solutions?

X  Whatis different?

X  Whatis your unique
advantage?

X  What needs to work?
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What Should Go to Your Pitch Deck?

Traction

X  Key Milestones to Date

X  Growth Metrics at Early
Stage

X  Partnerships and
Accolades

X  Press and Recognitions

X  Customer Success

Stories
Testimonials

Market Opportunity

X  Defined Market
Space

X  Total Market Size and
Niche

X  Primary Targeted
Customers

X  Macro Trends and

Insights
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What Should Go to Your Pitch Deck?

The Product (Service) Revenue Model

The story of your customer X
and how customers X
use/value your product or X
service. Images and visuals X
are better than lots of text. It

is critical you show don't tell. X

Your primary customer

How do you make money
What is the pricing (model)
Revenue and number of
customers to date

Basic math on revenues and
conversion rates

Life-time value of an average
Customer (How many months,
how many dollars?)
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What Should Go to Your Pitch Deck?

The Financials

X
X

X
X
X

Financial projections

Key & critical assumptions ‘=

in your model of expenses,
Customer conversion

Market penetration (%)
EBITDA - (Earnings Before
Interest, Taxes, Depreciation
and Amortization)
Yearly/Monthly No; Total
Customers, Total Revenue, and
Total Expense.

Competitions

Your position in the larger overall
market space?

Unique advantage

Your place in the market unique
to you, and the right one for your
company growth and customers?
Who are the competitors, why
have they succeeded, and

how do you truly differentiate
from them?
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What Should Go to Your Pitch Deck?

The Team

X  Key team members and their
prior positions, successes,
domain expertise.

X  Relevant experience

X  Which roles are the keys to
success in your
company/space?

The Ask

X  State how much Capital you are
raising, and with what general Terms:
(Equity, Debt, Convertible Note, etc

X  Timing of your Capital raise?

X  Existing & notable investors, if any?

X  Key Use of Proceeds (as % of total

raise),Founder salaries, Sales &
Marketing, New hires, Technology, etc.
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Important Links

Some Important Links

XX XXX XX

Perfect Pitch Deck For Startups Lessons From Uber.
6 elevator pitch examples: How to write your business pitch.

29 Companies With Really Catchy Slogans & Brand Taglines.
What to expect in your journey to securing funds.

Who finances startup journey?

Investor Readiness Canvas.

Founders guide to fundraising - Tanzania



https://www.slideteam.net/blog/perfect-pitch-deck-for-startups-lessons-from-uber
https://quickbooks.intuit.com/r/starting-a-business/how-to-write-an-elevator-pitch/
https://blog.hubspot.com/marketing/brand-slogans-and-taglines
https://signeasy.com/blog/for-business-smb/startups-101-what-to-expect-on-your-journey-to-securing-funds/
https://medium.com/theventurecity/who-finances-the-startup-journey-96be3a9fccae
https://investorreadinesscanvas.com/wp-content/themes/startupfundingcanvas/assets/images/startupfundingcanvas-cleared-pdf.pdf
https://briterbridges.com/founders-guide-to-fundraising-africa/tanzania

THANKS!

Any questions?

You can find me at

X @VenturesSahara
X contacts@saharaventures.com

16



