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Use Intro-Body-Close Structure 

When you make a presentation to investors, you increase you chances of getting results if you 
structure and package your message.  Don't be fooled into thinking it's "just talking and 
answering questions."  The truth is you have only a short time—five to ten minutes—to convey 
the essence of your complex business opportunity and win the investors' attention.   This 
requires careful planning and attention to the fundamentals of good real-time communication.   

Follow the time-tested structure for showcasing your message: 

Intro:    Position your business 

Body:   Answer top-tier questions 

Close:  Call for action 

By the way, every one of these recommendations applies whether you are making a formal 
presentation to a roomful of investors, or sitting down at a conference table with one or two 
people gathered around a laptop. 

INTRODUCTION:  Position your business  

The introduction should be done without slides (or with the title slide only) and last about one 
minute.  The purpose is to give your audience a frame, a reference point, to answer the question 
"what aisle, what shelf" for the rest of your argument.  Another purpose of the introduction is to 
establish eye contact with your audience before diving into the slides.  

Remember, you answer these questions briefly.  This is not the place for explanations.  You will 
come back to each point at least once in the body and conclusion. 

Briefly answer the questions:   

What business?   

What customers?   

What problem?    

What solution?   

Current state?   

Money needed? 
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Example: 

We at ABC Technologies are a software developer.  Our suite of software applications makes it 
easier for large, decentralized enterprises to coordinate operations and data between remote 
locations.  Because we designed our software from the ground up to be optimized for the Internet, 
to work on open standards, and to be easy to learn, decentralized enterprises can install our 
systems quicker, and at less cost, than older legacy solutions, and greatly improve collaboration of 
all of their systems. 

ABC Technologies has been in business for five years, the core software suite is finished and field 
tested, and we have been collecting revenue for the last six months.  First customers include 
Verizon, Prudential Securities, and Jefferson Hospitals.  Now we are seeking to raise $2 million to 
ramp up sales and marketing, and to service the $10 million worth of contr acts we have in the 
pipeline. 

BODY:  Answer top-tier questions  

Investors have a few high-level questions on their minds when they first consider your 
company for investment.  They need answers to these questions to decide if they should either 
spend more time learning about the company or eliminate you and move on to the next 
business in the queue.  In other words, if they can't get adequate answers to these top-tier 
questions in the first meeting with you, there will be no second meeting.  

The body of your presentation is devoted entirely to answering these top-tier questions.  This 
means you do not talk too much about your product or service, and you stay at a "tops of the 
trees" level without going into too much detail on any point.   

Rule of thumb:  Spend no more than 10-20% of your time on the product, and the rest on the 
business and how you are going to make money. 

Top-tier questions  

What is the opportunity? 

How big is it? 

How do you make money? 

Do you have proof that customers will buy? 

Can you defend it in the market? 

Can you execute? 

What will you do with my money? 

CLOSE:  Call for action 

Don't end by saying, "That's it" or "Do you have any questions."  Give your presentation a real 
finish by repeating the points you want the investors to remember best and asking for the 
order—a second meeting.  (Don't worry, they'll ask questions without your invitation.)  

Summary of key points (up to 6) 

Memorable statement (key idea or impressive fact) 

Call for action 
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Suggested Slides  

These slides include the most important points that need to be covered in your funding pitch.  
They also suggest one way the topics can be sequenced.  However, this list is only a starting 
point, a template.  Just because there are thirteen in this list doesn't mean you should use a ll 
thirteen.  Every business is different.  Select slides and rearrange the order according to what 
you need to tell your story and make your argument for investment.  Use enough slides to 
support and illustrate your story, and no more.     

1. Company Title Slide with name, contact info, $dollar amount of round 

2. Customer & Problem—who are they, what problem needs your solution 

3. Market Size, Segments—what is the environment, how big are the segments 

4. Your Solution (product) —how does it solve the customer problem 

5. Product Differentiator ("special sauce")—what is new, unique about the product 

6. Value Proposition / Revenue Model—who pays, how much, on what basis, for 
what value 

7. Go-to-Market Strategy—how will you reach, attract, and retain your customers 

8. Competition / Barriers to Entry—who and how threatening, what are 
differentiating factors, why will you win, how will you discourage new competition  

9. Management Team highlighted as a package, not individual resumes 

10. Financial Overview—top line revenues and EBITDA, 3-5 years out (use a table) 

11. Job Projection #’s 

12. Capital Plan / Use of Ben Franklin Funds—past investment, current need, use of 
BF funds  

13. Summary—summary of not more than 6 high points  

14. Title Slide (reprise) with name, contact info, $dollar amount of round .   

Tips for a Good Slide Presentation 

▪ The goal of your pitch is to say enough to be asked to a second meeting, not to give a 
full business plan on screen.  Your slides support, not replace, your talk.  

▪ Don’t start or end with a slide.  Start by talking about the opportunity. 

▪ 6x6 rule for text slides:  no more than 6 lines or 6 words per line.  No word-wrap. 

▪ Sans-serif typeface, large font (at least 24pt.); no screen shots 

▪ Plan for poor projection:  high contrast, light letters on dark background preferred.  

▪ Keep graphs extremely simple, one idea per graph.  No complex flow charts.  Use 
tables for less than 20 numbers. 

▪ Eliminate visual noise and “chart junk”  No decoration, no needless art or 
backgrounds.  Don’t use any of the graphic templates that come with PowerPoint. 

▪ Put a small company logo in the lower-right corner of each slide 

▪ Use animation, if at all, to direct the attention of the audience, not to "dress it up."  

▪ Be prepared with hidden slides or "custom shows" for back-up detail 
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▪ Answer questions immediately.  Stay flexible.  Welcome feedback and dialogue. 

▪ Prepare answers to anticipated questions in advance, possibly with supporting 
slides. 

▪ Maintain eye contact with your audience as much as possible.  DON’T talk to the 
screen.   


