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1. Introduction to Pitch Deck Development

A pitch deck is more than a presentation - it is your primary tool for communicating your company's

vision, strategy, and potential to investors, partners, and stakeholders. This module teaches you to

transform your strategic analyses from Weeks 1-5 into a compelling narrative that resonates with your

audience.

Great pitch decks combine clear thinking, compelling storytelling, and professional design. They distill

complex strategies into digestible insights that build confidence in your team and opportunity.

PlanAI's Pitch Deck Builder helps you create investor-ready presentations by leveraging the work you

have already completed.

Why Pitch Decks Matter

Purpose Key Function Success Metric

Fundraising Convince investors to
commit capital

Meeting conversion,
term sheets received

Partnership Align potential partners
on opportunity

Partnership agreements,
joint ventures

Sales Communicate value to
enterprise buyers

Deal progression,
win rate improvement

Internal Align team and board
on strategy

Strategic alignment,
resource commitment

Connecting Your PLAN Phase Work

Your pitch deck synthesizes everything from Weeks 1-5:

* Market Research (Weeks 1-2): Market size, trends, competitive landscape

* Business Model Canvas (Week 3): Value proposition, customer segments, revenue model

* Growth Strategy (Week 4): Go-to-market, expansion plans, key metrics

* Cost & M&A; Strategy (Week 5): Path to profitability, strategic options



2. Learning Objectives

By the end of this module, you will be able to:

* Structure a pitch deck using proven investor frameworks

* Develop a compelling narrative arc that builds to your ask

* Create each essential slide with appropriate content and data

* Apply data visualization best practices for maximum impact

* Design slides that are professional and visually compelling

* Use PlanAI Pitch Deck Builder to generate and refine content

* Tailor your deck for different audiences and contexts

* Deliver your pitch with confidence and handle Q&A;

PLAN Phase Completion Required

This module requires completion of Weeks 1-5. Your pitch deck will draw directly from:

* Market Research Report and Competitive Intelligence

* Complete Business Model Canvas with AI analysis

* Growth Strategy Report with prioritized initiatives

* Comprehensive Strategic Plan including cost and M&A analysis

If any of these are incomplete, finish them before starting this module.



3. The Investor Pitch Framework

Successful pitch decks follow a logical structure that guides investors through your opportunity. While

specific formats vary, the underlying framework addresses the questions investors need answered

before committing capital.

3.1 The Investor Mindset

Investors evaluate opportunities through specific lenses:

* Market: Is this a large, growing market worth pursuing?

* Problem: Is there a real, painful problem that needs solving?

* Solution: Does this solution actually solve the problem well?

* Traction: Is there evidence that customers want this?

* Business Model: Can this make money at scale?

* Team: Can this team execute on this opportunity?

* Competition: Why will this company win against alternatives?

* Financials: What are the economics and capital requirements?

* Ask: What do they need and what will they do with it?

3.2 Standard Pitch Deck Structure

Slide Purpose Time Allocation

1. Title First impression, company identity 30 seconds

2. Problem Establish pain point and urgency 1-2 minutes

3. Solution Your answer to the problem 1-2 minutes

4. Market Size of opportunity 1 minute

5. Product How it works, key features 2-3 minutes

6. Traction Evidence of progress 2 minutes

7. Business Model How you make money 1-2 minutes

8. Competition Why you win 1 minute

9. Team Why this team 1 minute

10. Financials Projections and metrics 1-2 minutes

11. Ask What you need 1 minute



3.3 Deck Length and Formats

Format Length Use Case

Teaser Deck 5-7 slides Initial outreach, email attachment,
screening conversations

Full Deck 10-15 slides Partner meetings, deep dives,
due diligence support

Appendix 10-20 slides Detailed backup for Q&A,
follow-up materials

One-Pager 1 page Quick overview, event handouts,
LP summaries

3.4 Audience Tailoring

Adjust emphasis based on your audience:

Audience Emphasize De-emphasize

Seed/Angel Team, vision, early traction,
market insight

Detailed financials,
complex models

Series A Product-market fit evidence,
unit economics, growth plan

Vision without data,
assumptions

Growth Stage Metrics, scalability,
path to profitability

Basic product explanation,
team bios

Strategic Synergies, integration,
strategic value

Pure financial returns,
VC-style metrics

Corporate/Board Strategy alignment,
resource needs, risks

Fundraising mechanics,
investor terms



4. Story Arc Development

The best pitch decks tell a story. They take the audience on a journey from problem to solution to

opportunity. Story structure creates emotional engagement that pure data cannot achieve. This

section covers narrative techniques that make pitches memorable.

4.1 The Classic Story Arc

Apply classic storytelling structure to your pitch:

Act Story Element Pitch Application

Setup Establish the world and
its current state

Problem: The pain point
and who suffers

Conflict Introduce tension and
stakes

Why existing solutions fail;
what is at risk

Rising Action Build toward resolution Your solution and how
it works differently

Climax The turning point Traction proving it works;
the aha moment

Resolution New equilibrium Vision of success;
the ask and next steps

4.2 Opening Hook Techniques

Capture attention in the first 30 seconds:

* Startling Statistic: A surprising data point that reframes understanding

* Customer Story: A specific person with a specific problem you solved

* Provocative Question: Challenge assumptions about the status quo

* Bold Vision: Paint a picture of a transformed future

* Founder Origin: Why you personally had to solve this problem

Example Hooks:

* 'Every day, 10,000 small businesses close - not because they failed, but because they could not
access the capital they deserved.'

* 'Three years ago, I watched my mother spend 40 hours filling out forms that should have taken 40
minutes. That is when I knew there had to be a better way.'

* 'What if I told you that 90% of enterprise software budgets are spent on tools employees hate using?'



4.3 Building Narrative Tension

Create tension between the problem and solution to maintain engagement:

* Quantify the Pain: Use specific numbers to make problems concrete

* Show Failed Alternatives: Why existing solutions do not work

* Establish Stakes: What happens if the problem is not solved

* Create Urgency: Why now is the right time for this solution

* Introduce Conflict: The forces working against change

4.4 The Emotional Journey

Map the emotional response you want at each stage:

Slide Section Desired Emotion Techniques

Problem Recognition, frustration,
empathy

Relatable scenarios,
specific examples

Solution Relief, curiosity,
excitement

Clear explanation,
elegant simplicity

Traction Confidence, validation,
FOMO

Social proof, metrics,
momentum

Team Trust, respect,
reassurance

Credibility markers,
authenticity

Ask Excitement, urgency,
partnership desire

Clear opportunity,
mutual benefit

4.5 Transitions and Flow

Connect slides with logical transitions that maintain narrative momentum:

* Problem to Solution: 'That is why we built...'

* Solution to Market: 'And we are not alone in needing this...'

* Market to Traction: 'The market has responded...'

* Traction to Business Model: 'Here is how we capture this value...'

* Financials to Ask: 'To accelerate this growth, we are raising...'



5. Essential Pitch Deck Slides

This section provides detailed guidance for each essential slide, including what to include, common

mistakes, and how your PLAN phase work informs the content.

5.1 Title Slide

Include Avoid

Company name and logo Cluttered design

One-line description/tagline Long mission statements

Presenter name and title Multiple contact details

Date or version number Outdated information

5.2 Problem Slide

Source: Market Research (Weeks 1-2), Customer Discovery

* Clear articulation of the pain point

* Who experiences this problem (your target customer)

* Quantification of the problem (cost, time, frequency)

* Why existing solutions are inadequate

* Emotional resonance - make it feel real

5.3 Solution Slide

Source: Business Model Canvas (Week 3), Value Proposition

* Clear, simple explanation of what you do

* How it specifically addresses the problem

* Key differentiators from alternatives

* The 'aha' insight that makes it work

* Keep it simple - save details for Product slide

5.4 Market Slide

Source: Market Research TAM/SAM/SOM Analysis (Week 2)

* TAM, SAM, SOM with clear definitions

* Market growth rate and trends

* Bottom-up validation of market size



* Your beachhead market segment

* Credible sources for all numbers



5.5 Product Slide

Source: BMC Key Activities, Product documentation

* Screenshots or product visuals

* Key features that deliver value

* User workflow or journey

* Technology differentiation (if relevant)

* Roadmap highlights (optional)

5.6 Traction Slide

Source: Growth Strategy metrics (Week 4), actual company data

* Revenue or ARR growth

* Customer count and growth rate

* Key engagement metrics

* Notable customers or logos

* Milestone timeline

Traction Credibility Hierarchy:

1. Revenue (best)
2. Paying customers
3. Active users / engagement
4. Signed contracts / LOIs
5. Pilots / trials
6. Waitlist / interest (weakest)

Show the strongest traction you have. If pre-revenue, emphasize engagement and validation.

5.7 Business Model Slide

Source: BMC Revenue Streams (Week 3), Growth Strategy (Week 4)

* How you charge (pricing model)

* Who pays (customer segments)

* Unit economics (CAC, LTV, margins)

* Revenue streams breakdown

* Path to profitability



5.8 Competition Slide

Source: Competitive Intelligence (Week 2), Competitor Matrix

* Market map or competitive landscape

* Key competitors and their positioning

* Your differentiation / unfair advantage

* Barriers to entry you are building

* Why you win against alternatives

Competition Slide Mistakes:

* Claiming 'no competition' - there is always an alternative
* 2x2 matrices that conveniently place you in the top right
* Ignoring indirect competitors and the status quo
* Being dismissive of strong competitors
* Feature comparison tables that miss the real buying criteria

5.9 Team Slide

* Founders with relevant backgrounds

* Key hires and their expertise

* Relevant experience and credentials

* Advisors and board members (if notable)

* Why this team is uniquely positioned

5.10 Financials Slide

Source: Financial projections, Strategic Plan (Week 5)

* Historical financials (if available)

* 3-5 year projections

* Key assumptions clearly stated

* Path to profitability

* Capital efficiency metrics

5.11 Ask Slide

* Amount you are raising

* Use of funds breakdown

* Milestones you will achieve



* Timeline and next steps

* Call to action



6. Data Visualization Best Practices

Data visualization transforms numbers into insights. Well-designed charts communicate complex

information quickly, while poor visualizations confuse and undermine credibility. This section covers

principles for effective data presentation in pitch decks.

6.1 Choosing the Right Chart Type

Data Type Best Chart Avoid

Trends over time Line chart Pie chart, 3D charts

Part-to-whole Pie/donut (simple),
stacked bar (complex)

Multiple pie charts

Comparison Bar chart (horizontal
or vertical)

Area charts for comparison

Distribution Histogram, box plot Line charts

Relationship Scatter plot Tables with many rows

Progress/target Gauge, progress bar,
bullet chart

Complex visualizations

6.2 Data Visualization Principles

* One Message Per Chart: Each visualization should communicate one key insight

* Label Clearly: Axes, legends, and data points should be immediately understandable

* Remove Clutter: Eliminate gridlines, borders, and decoration that do not add meaning

* Use Color Purposefully: Highlight key data; use muted colors for context

* Start Axes at Zero: Unless there is a clear reason not to (and disclose it)

* Show Your Sources: Cite data sources to build credibility

6.3 Numbers That Matter

Focus on metrics investors actually care about:

Stage Key Metrics Supporting Metrics

Pre-Revenue User growth, engagement,
waitlist, pilots

NPS, retention, time in app

Early Revenue MRR/ARR, customer count,
growth rate

CAC, churn, conversion rate

Growth Stage ARR, NRR, Rule of 40,
unit economics

Payback period, expansion %



Late Stage Revenue, margins, FCF,
market share

Efficiency metrics, rule of 40



6.4 Common Data Visualization Mistakes

* 3D Charts: Distort perception; always use 2D

* Dual Y-Axes: Confusing and often misleading

* Too Many Data Series: More than 4-5 lines/bars becomes unreadable

* Inconsistent Scales: Makes comparison impossible

* Pie Charts for Comparison: Hard to compare slice sizes

* Missing Context: Numbers without benchmarks or trends

* Cherry-Picked Timeframes: Selecting periods that look good; raises red flags

6.5 Financial Projection Visualization

Present financial projections with appropriate context:

* Show historical data alongside projections (distinguish visually)

* Include multiple scenarios if appropriate (base, upside, downside)

* Highlight key inflection points (break-even, profitability)

* Make assumptions explicit and defensible

* Use consistent formatting across all financial charts



7. Design Principles for Impact

Professional design builds credibility and aids comprehension. You do not need to be a designer to

create effective slides - following core principles will elevate your deck.

7.1 Core Design Principles

* Simplicity: One idea per slide; remove everything that does not add value

* Consistency: Same fonts, colors, and layouts throughout

* Hierarchy: Guide the eye to most important information first

* White Space: Give content room to breathe; avoid crowding

* Contrast: Make key elements stand out from background and context

7.2 Typography Guidelines

Element Recommendation

Font Family Sans-serif for slides (e.g., Inter, Helvetica, Open Sans)

Title Size 28-36pt for slide titles

Body Size 18-24pt minimum for readability

Font Weights Use bold for emphasis; avoid underlining

Line Spacing 1.2-1.5x for readability

Text Amount Maximum 6 bullets, 6 words each (6x6 rule)

7.3 Color Usage

* Limit to 2-3 primary colors plus neutrals

* Use brand colors consistently

* Ensure sufficient contrast for readability

* Use color to highlight key information

* Consider colorblind accessibility

* Avoid pure black on pure white (too harsh)

7.4 Visual Elements

* Images: High-quality only; avoid stock photo cliches

* Icons: Consistent style throughout; use sparingly

* Logos: High resolution; respect safe space



* Screenshots: Annotate to guide attention

* Diagrams: Simple and clear; label everything



8. Using PlanAI Pitch Deck Builder

PlanAI Pitch Deck Builder leverages your work from Weeks 1-5 to generate slide content and

structure. This section covers how to use the tool effectively.

8.1 Pitch Deck Builder Workflow

Step Action Tips

1 Select deck type Choose Teaser, Full, or Custom

2 Import prior work Pull from BMC, research, strategy

3 Generate outline AI creates slide structure

4 Refine narrative Edit story arc and flow

5 Generate content AI drafts each slide

6 Customize slides Edit, reorder, add visuals

7 Export deck Download as PowerPoint or PDF

8.2 AI-Generated Content

PlanAI generates content for each slide based on your inputs. The AI can help with:

* Slide Outlines: Suggested structure for each slide type

* Headline Generation: Multiple options for slide titles

* Body Copy: Draft text based on your data and strategy

* Data Points: Relevant statistics from your research

* Competitor Positioning: Market map suggestions

8.3 Slide Drafting Best Practices

* Start with the outline - nail structure before content

* Write headlines first - they carry the narrative

* Use AI suggestions as starting points, not final copy

* Review generated content against your actual data

* Maintain consistent voice and terminology

* Have colleagues review for clarity and accuracy

8.4 Export and Polish



After generating your deck in PlanAI:

* Export to PowerPoint for final design polish

* Add high-quality visuals and screenshots

* Ensure all numbers match your latest data

* Check spelling, grammar, and consistency

* Review on multiple devices and screen sizes

* Create PDF version for email sharing



8.5 Appendix Development

Create backup slides for detailed Q&A;:

* Detailed financial projections and assumptions

* Extended competitive analysis

* Full product roadmap

* Customer case studies

* Technical architecture (if relevant)

* Detailed team bios

* Cap table and ownership structure

* Use of funds detail

Pro Tip: Create a 'parking lot' of slides for common investor questions. When asked about something
not in your main deck, smoothly navigate to the relevant appendix slide. This demonstrates
preparedness and depth.



9. Hands-On Exercises

Exercise 1: Story Arc Development (45 min)

1. Review your work from Weeks 1-5

2. Write your opening hook (2-3 options)

3. Outline the narrative arc for your deck

4. Map emotional journey across slides

5. Draft transitions between major sections

6. Save story arc outline to Notes

Exercise 2: Slide Content Drafting (90 min)

1. Open PlanAI Pitch Deck Builder

2. Select Full Deck format

3. Import data from prior modules

4. Generate AI slide outlines

5. Review and customize each slide

6. Write compelling headlines for each slide

7. Add supporting bullet points and data

Exercise 3: Data Visualization (60 min)

1. Identify 5-7 key data points for your deck

2. Select appropriate chart types for each

3. Create visualizations using best practices

4. Add clear labels, titles, and sources

5. Ensure consistent styling across charts

6. Integrate visualizations into slides

Exercise 4: Final Deck Assembly (60 min)

1. Review complete deck for narrative flow

2. Check all data accuracy and sources

3. Apply consistent design formatting

4. Create appendix slides for Q&A;

5. Export final version (PowerPoint and PDF)

6. Practice 15-minute pitch delivery



7. Final deliverable: Investor-Ready Pitch Deck



10. Assessment & Deliverables

Deliverable: Investor-Ready Pitch Deck

Due: End of Week 6

Required components:

[ ] Complete 10-15 slide pitch deck

[ ] Compelling narrative arc with clear story

[ ] All essential slides with accurate content

[ ] Professional data visualizations

[ ] Consistent design and formatting

[ ] Appendix slides for detailed Q&A; (10+)

[ ] Both PowerPoint and PDF versions

[ ] 15-minute presentation script/notes

Criteria Excellent (90-100%) Proficient (70-89%) Developing (<70%)

Narrative Compelling story with
clear arc and hook

Logical flow,
story could be stronger

Disjointed or
unclear narrative

Content All slides complete
with accurate data

Complete but some
data gaps

Missing slides or
inaccurate data

Visualization Clear, professional
charts that support story

Adequate charts,
some improvement needed

Confusing or missing
visualizations

Design Professional, consistent,
polished appearance

Clean design with
minor inconsistencies

Unprofessional or
inconsistent design

Delivery Can present confidently
in 15 minutes

Solid presentation
with minor rough spots

Unprepared or
significantly over time



11. Key Takeaways & Next Steps

PLAN Phase Complete!

Congratulations! You have completed the PLAN phase of the PlanAI Enterprise Training Program.

You now have a comprehensive strategic foundation including market research, business model

design, growth strategy, and an investor-ready pitch deck.

Key Takeaways

* Story beats slides - narrative arc matters more than individual slide perfection

* Data builds credibility - but only when visualized clearly and sourced properly

* Simplicity wins - one idea per slide, minimal text, maximum clarity

* Know your audience - tailor emphasis and depth to who is in the room

* Practice makes polished - rehearse until delivery feels natural

Preparing for ASSESS Phase (Weeks 7-10)

The ASSESS phase focuses on financial analysis and valuation:

* Week 7: Financial Dashboard - KPIs, metrics, financial statements

* Week 8: Valuation Fundamentals - DCF, comparables, multiples

* Week 9: Cap Table Management - Equity structure, dilution, scenarios

* Week 10: Legal AI Assistant - Contracts, compliance, legal frameworks

Success Checkpoint

Before moving to Week 7, ensure you can answer yes to these questions:

[ ] Is my pitch deck complete with all essential slides?
[ ] Does my deck tell a compelling story with clear narrative arc?
[ ] Are all data visualizations clear, accurate, and professional?
[ ] Do I have appendix slides ready for common Q&A; topics?
[ ] Can I deliver my pitch confidently in 15 minutes?

PlanAI Enterprise Training Program - Pitch Deck Development Module - Week 6


