
 
Great idea needs a great voice 

That means having a strong idea is good thing, but you also need scientific 
approach when you present your idea   

Pitching Definition 

 Pitching means how to present your business idea in front of someone may be an 
investor, judging panel, partner or event to your customers. 

Differences between pitching & presenting  

Presenting 

- The process of presenting a topic to an audience typically a demonstration, an 
introduction, lecture or speech 

- A presentation may be used to showcase information and you share the content 
required.  

Pitching 

- The focus in pitching is usually around sales or selling  
- It is a line of talk that attempts to persuade someone with a planned presentation 

it’s designed to be either an introduction to a product or service or expands on 
the description of the product and is designed to achieve sales of the product or 
service.  

 

 

 

Pitching Types 
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1- Elevator Pitch  

- Definition: Short - just like elevator ride 
- Time duration may be 30 seconds  
- Main objective: Grab attention, Take investor business card and get a 

meeting 

 
 

2- Startup Pitch  
- The most common type of pitching  
- Time duration : from 3 to 5 Minutes  
- Main Objectives: Take an investment, Winning a competition or joining an 

incubator or accelerator program 

 

Pitching House  
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In order to make a successful pitch, startup should take into his/her consideration three 
main pillars inside pitching house 

 

1- Preparation Pillar 

Facing investors without a serious amount of time of preparing yourself and your team 
is heading for disaster. 

They will know you haven’t done your homework and, for them, it’s a definite ‘no’. 

During this phase you should prepare: 

- Presentation Format 
- Logistics & Tools 
- Script 
- Documents  
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2- Pitching Skills Pillars 

Your ability to deliver an effective pitch has a significant impact on your success. 
Whether you're trying to convince investors to take a chance on you or selling a 
product to a potential client, you need to be exceptional at pitching and presenting. 

 

- Body Language 
- Voice Tone 
- Spirit  
- Timing 
- Confidence 

 

3- Pitch Deck Pillar 
- A pitch deck is the structured content 

entrepreneur should be covered, usually a 
10-20 slide presentation designed to give a 
short summary of your startup. 
 

The best startup pitch decks include the following components: 

- Cover - Introduction 
- Problem 
- Solution 
- Product Features 
- Business Model 
- Competitors & Competitive Advantages 
- Milestones 
- Road Map 
- Team 
- Ask 

     Section 1: Cover / Intro 

We’re off to an easy start. Simply put the logo and the name of your company, and 
don't forget to put a catch phrase in order to let the audience know the nature of 
your startup before you start your presentation. 
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Section 2: Problem 

In essence, the problem slide explains why your business needs to exist. Some refer 
to it as an “opportunity” or a “pain point.” No matter what you decide to call it, your 
pitch must define the problem your business intends to solve. For Swing, we decided 
to focus on three specific problems. 

The problem preferred to be: 

- In form of pullets 
- Try to quantify the problem 
- Get your audience engage with you emotionally  

 

Section 3: Solution  

In this slide you have to show the following: 

- First to identify the type of your solution event you will be produce a product, 
provide a service, Mobile application or platform  

- Second you have to show that your startup will be a solution that will cover all 
problems you mentioned in the previous slide.   

This is classic storytelling where you build up the problem and describe how bad it is 
for lots of people. Now your product or service is coming to the rescue to help solve 
that problem. 

 

Section 4: Product Demo 

Finally, you get to dive into describing your product or service. 

Here comes the tricky part. Show your product. ‘But wait,’ - you might object - ‘am I 
not looking for money to create the product? The truth is, you should have 

AAST Entrepreneurship Center - Ideation Training 2020 © 



 
something by now at least a prototype or you're MVP (Minimum viable product) that 
will allow you to validate your idea and perform adjustments. 

 

 

Section 5: Business Model 

At this point, your investor transforms. Before, he was also employing the “empathy” 
tool to see if the product made sense. He was trying to understand end users, their 
pains, and needs. Right now, he’s a businessman. Keep that in mind. He’ll be willing 
to give you his money provided he believes you will use them to build a profitable 
enterprise. The business model shows key components and players and visualizes 
how the money flows between them. This is one of the crucial points in your 
presentation. Having great idea is just a start. You need to know how and to whom 
you’re going to sell it. 

 

Section 6: Competition 

Always there are competitors even direct or indirect, local or international so you 
have to make your research very well  

In this slide you have to: 

Mention your competitors showing the features of each one of them 

Showing your Competitive advantages you have. 

 

Section 7: Milestones 

In this slide you have to show the major goals have you achieved so far in case of 
your growth in your product, Number of users, Number of downloads and Revenue 
status.. Etc 

 

Section 8: Road Map  
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Roadmap slide should clearly indicate the future business growth 
initiatives/activities with less text and in an engaging way , may be through 
infographics.  

Section 9: Team 

An investor does not invest in an idea. He invests in you & your team 

Team should have some of criteria like diversity, passionate but realistic, 
experienced, knowledgeable, efficient, committed and coachable. 

 

Section 10: Ask 

You might be surprised, but simply asking for money is not enough. You need to 
specify exactly how much you need. Also, the investor will want to hear how much 
money have been invested in your company so far, how much you’ve spent, current 
valuation, and — last but not least — what you’re going to do with the funding you get 
from him. 

Section 11: Contact 

Last but not least: be sure to include your contact at the end of your deck. You know, 
just to make sure the investor knows how to reach you to give you all the money. 

 

 

 

 

 

AAST Entrepreneurship Center - Ideation Training 2020 © 


