
Copyright, DKParker, LLC 2020 

Design & Flow 

� Titles of slides should be context <Problem> and 
<Solution> (not PROBLEM)

�  Step 1 – check all the boxes 

� Step 2 – find a story arc and narrative 

� Design – if you’re a plumber, you shouldn’t do interior 
design (sorry) go to Fiverr before final pitches <please 
don’t assault the senses> 
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Story Arc 

� Every great story has a beginning, middle, end

� Builds some tension, resolution 

True North: 

� What’s your customer’s life like before your product 

� What’s your customer’s life like after your product 
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Famous Pitch Decks 

� 30 Famous Pitch Decks
� Facebook, LinkedIn, etc 
� Early to later stage 
� Not all had great graphics  

� Uber, AirBnB, Facebook examples 

https://piktochart.com/blog/startup-pitch-decks-what-you-can-learn/#Facebook
https://slidebean.com/blog/startups-pitch-deck-examples
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Week 1 - Session 2  
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Session 2 Agenda 

� Research & Competitive Analysis 
� Value Propositions 
� Market Sizing 
�
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Research & Competitive Analysis
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Research 

� You are not the customer 

� Methods of Research 
� Blue Ocean 
� Gartner Magic Quadrant 

� Documentation and Analysis 
� Google Search – what are the keywords someone would 

type to find your solution 
� Crunchbase Search – funding, timing, categories 
� Competitive Product/Service pricing 
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Pattern Matching 

� Stage 

� Customer Type 

� Categories 
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Crunchbase
https://www.crunchbase.com/ 

https://www.crunchbase.com/
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Research 

� Create a Google Sheet with your research 

� One tab for research, one for competitors 

� Who has written about your market 
� Professionals, bloggers, others  

� Who has raised capital in this market 

�  What’s the state of the “Wave?”
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Competitor List & Notes 

Competitor URL Crunchbase 
Link 

Amount 
Funded 

Team Features Notes 
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Specific Competitors 

� Feature List 

� Product positioning 

� Gaps 

� Pricing 

� Target customer/profile 

� Marketing approach 
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Getting Data 

� Right Mouse click 
� Keywords, meta data 

� Pull keywords for competitors – Google Sheet

� Tools
� https://www.semrush.com/
� https://topics.seomonitor.com/query
� Google Keyword tool 

� Social 
� https://www.rivaliq.com/ 

https://www.semrush.com/
https://www.rivaliq.com/
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Getting Data – B2C 

� Playstore/App Store 
� One Star
� Four Star 
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Keyword Planner

https://ads.google.com/ 

https://ads.google.com/
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Topic Explorer 
https://topics.seomonitor.com/ 

https://topics.seomonitor.com/
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Keywords Everywhere 

KeyWords Everywhere 

https://keywordseverywhere.com/ 

https://keywordseverywhere.com/
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Who has tried this before?

? What about Analyst report? 

? Why did they fail? 

? Use Wayback Machine to look back  

https://archive.org/web/
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Looking Back 

? Feature List – then and now 

? Product Positioning 

? Pricing changes over time 
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Competitive Tech Stack 

? Builtwith

? Mixpanel

? StackShare

? Siftery

? Ghostery – MarTec Stack 

https://builtwith.com/
https://stackshare.io/
https://stackshare.io/
https://stack.g2.com/
https://www.ghostery.com/
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Updates 

� Subscribe to Google Alerts 
� Competitors 
� Thought leaders 
� Analysts 

� RSS Reader 
� Specific pages within competitors 
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A Note Regarding Biases 
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Questions? 
Where to source your data for 
your research?
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Competitive Slide Examples 

https://www.slideshare.net/vishaltx/square-pitch-deck-23990068?ref=https://piktochart.com/
https://slidebean.com/templates/airbnb-pitch-deck
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Value Proposition 
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Positioning 

� Positioning is holding a place in your customer’s mind – 
not as everything, what’s memorable? 

� Who is the initial customer 

� Think about limiting service and customer first – before 
you expand 
� You’re not precluded from selling other services or products

� What claim or promise will you make? 
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Don’t Bury the Lead 

� Think of this like journalism 

� What’s the headline?

� What’s the Lead? 

� What’s the Story?
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Testing 

� Each pitch is a rapid A/B testing 

� Look for 1:Many opportunities to test your value 
proposition 
� Trade shows 
� Peers 

� Test tag lines 
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Taglines 

� The one sentence summary 

� Pull from the Madlibs Pitch 

� Benefits to customer – not features 

� Simple 

� Evolve with the company 
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Branding 

� You don’t have a big budget – so you can’t afford brand 
advertising 

� Start with brand neutral and build 

� Memorable 

� Phonetically easy to spell 

� Avoid double letters, etc 
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Exercise 

� Write out: 
� What makes you different? 
� Why should people buy from you? 

� Write your websites tagline and opening paragraph 

� What claim/promise will you make 

� Write your DRAFT Unique Selling Proposition

� Compare this to your Pitch  
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Dave’s Madlibs Pitch 
Hi, I’m <your name here>, and my company <your Company 

name here> the problem I’m solving is <insert problem here>. Our 

product <insert product info here> is designed for our target 

customer of <insert target customer here>. We make money by 

<insert method here> and our team is the right team because 

<insert why you’re awesome here>. I need help with <insert help 

needed here>. 
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Markets 
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Market Sizing 

� How big is the market 
� Cairo 
� GCC 
� MENA
� Global 

� How do you put a BD amount to it? 
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Ideal Customer Profile 

B2B 

� Company type 

� Vertical 

� Size/Stage 

� Buyer profile 

� User profile 

B2C 

� Profile 

� Demographic 

� “Name”  
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Target Market & Customer  

? Who’s your ICP 

? How big is the market 
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The Academic Exercise 
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Who is the Market & Customer 
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Total Addressable Market 

� Also called Total Available Market
� Think global – launch local  
� The Upside 

� Calculating – bottom up, Total number of customers X 
Annual Revenue for your product  
� Direct Data 
� Explicate data 

� Indirect Data 
� Implicit data 

� Triangulation Data 
� A combination of different data sources 
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Service Addressable Market

� Or Serviceable Available Market 

� The part of the market that can actually be reached 
� Sales and Marketing driven 
� With the features you have now 
� With the product roadmap you have
� Competition 

� Not everyone that might use it, if they found it, if it was in 
their language and currency 
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Service Obtainable Market 

� The subset of the market you can capture

� A proxy for short term upside 

�  Not Aspirational 
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Real World Market Size 
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Launch Addressable Market 

� Given you TAM, SAM and SOM – WHO is the customer?

� And limited features 

� Who can you sell to today? 
� B2B 
� B2C 
� Buyer profile 

� What features will you need to launch to expand your 
market and price? 
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Who is the Market & Customer 
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10, 100, 1000 Customers 

� Have a plan for how you get your first customers 
� 10 – it’s you and your co-founder  
� 100 – still you, maybe one insides salesperson, forming a 

process to scale 
� 1000 – not you, scalable process 

� Your LAM maps to your Go-to-Market (GTM)
� Customer 
� Value Prop
� Pricing 
� Marketing Spend and Sales effort 
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Market Conditions 

� Nascent/New market 
� Uber, AirBnB

� Large markets - >$100M or $1B 
� Large market provide “at bat” opportunities 
� Small markets suck 

� Headwinds or tailwinds? 
� Covid 
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Who is your customer? 
� Product vs. Services
� Product is something you can deliver or ship – can you make 

$$ while you sleep 
� Services require people to deliver on the value and promise 

– consulting or a restaurant 

� Who pays the bill? 
� A business 
� The Consumer 

� The product user and who pays can be different as in 
Facebook or Google that make money on advertising 
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Why/How do they buy?

� Make Money vs. Save Money? 

� Searching for product 

� Needs to be sold 
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Bottoms Up Market Size 

? How many people can buy your product – given current 
features/limitations 

? How many companies can buy your product – given 
current features/limitations 

? Market Growth 
? Location 
? Region 
? Global 
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Market Size Examples 

https://www.slideshare.net/PitchDeckCoach/airbnb-first-pitch-deck-editable?ref=https://piktochart.com/
https://www.slideshare.net/vishaltx/square-pitch-deck-23990068?ref=https://piktochart.com/
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Exercise - How Big is Your Market 
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Dave’s Madlibs Pitch 
Hi, I’m <your name here>, and my company <your Company 

name here> the problem I’m solving is <insert problem here>. Our 

product <insert product info here> is designed for our target 

customer of <insert target customer here>. We make money by 

<insert method here> and our team is the right team because 

<insert why you’re awesome here>. I need help with <insert help 

needed here>. 
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Awkward Co-Founder Discussions 
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Everyone Has Expectations 

� Set up a process to get the expectations out in the open 

� Pre-Incorporation 
� Meeting 1 of 2 
� Why do you want to do this 
� Capital in vs out 
� Timing of life 
� Passion 

� Go to Startup Equity Calculator 

http://www.dkparker.com/awkward-co-founder-discussions/
http://foundrs.com/
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Co-Founders – Part 1 

http://www.foundrs.com/
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Co-founders, part 2 

� Meeting 2 of 2 
� Print out a copy- bring it to the meeting 
�  How far off are you? What responsibilities?

� At Incorporation 
� Reverse vesting schedule 
� What happens when someone leaves?

� Option pool 20%  

� Why 50/50 is the only wrong decision 
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Post Incorporation 

? Milestones/Deliverables 

? Slicing Pie 
? Market rates 

? Don’t over inflate 
? Track time and contribution 
? Regular meeting 

? Weekly standups 

? Make HR changes fast – they won’t get easier 

http://slicingpie.com/
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Dave’s Madlibs Pitch 
Hi, I’m <your name here>, and my company <your Company 

name here> the problem I’m solving is <insert problem here>. Our 

product <insert product info here> is designed for our target 

customer of <insert target customer here>. We make money by 

<insert method here> and our team is the right team because 

<insert why you’re awesome here>. I need help with <insert help 

needed here>. 
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Week 1 Deliverables 

� Track your Venture Ready 
Score Before/After 
� What can you do over the next 

90 days to improve 

� Start drafting your 13 slides 

� List your research, competition 
and sources 

� Outline your Market including 
your TAM, SAM, & SOM (hint, 
it’s a number) 

� Write is your pre-mortem – if 
you were to fail, why would 
you fail

� Draft your value proposition 

� Outline your existing and 
required Customer 
Development data 

� Have your awkward 
co-founder discussion 
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Week 1 Deliverables 

1. Title, Value Proposition, 
Contact Info 

2. Traction 

3. Problem/Solution

4. Market – TAM, SAM, SOM 

5. Timing/Competition 

6. Product Roadmap/Demo 

7. How You Make Money/Key 
Metrics 

8. Go-To-Market 

9. Secret Sauce/Moat/IP

10. Team 

11. Clear Ask 

Supporting Slides – Roadmap, 
etc. 

Blog Post

https://www.dkparker.com/the-only-10-slides-you-need-in-your-pitch-refreshed/
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THANKS!


