
What Every Pitch Deck 
Should Include

Pitch Deck Elements



Presentation Layout
Presentation/Layout:

The pitch deck is a brief, supported outline of your business plan – what you want to do, how you 
want to do it, and how you expect the next 1-5 years to play out.
Review other pitch decks for ideas & examples
Presentation logic & structure are critical – must be organized, easy to follow, and engage the 
audience with clear, concise points.
Use consistent formatting throughout – font size, color, header/title style.
Try to avoid using a lot of undefined acronyms or slang terms the investor may not immediately 
recognize.
Use visual aids (pictures, charts, etc.) – human brains respond to appealing aesthetics & design.
Avoid using messy, confusing charts or low-quality graphics.
No more than 10-20 slides total – anything longer will lose the investors’ attention.
Some use the 10-20-30 Rule: 10 slides, 20 minutes, 30-point type.
Use a separate document or appendix (i.e. detailed financials) if you cannot fit everything in the 
deck.  
Avoid wordy slides; use a maximum of 3-5 bullet points per slide.
Your live presentation will allow you to add commentary, supplement & highlight key 
information.
Always use professional behavior & appearance in your live presentations.
Have confidence in your presentation, so your pitch sounds impressive.
Gupta’s Rule of 21: Practice your live presentation (a complete run-through with a Q&A session) 
at least 21 times.
Lastly, make it easy for your investors to find your pitch deck.

Send the investors a copy in PDF format before the meeting via email to avoid layout 
problems.
Please do not force them to get it from Google Drive or Dropbox.
Do not insist on an NDA (non-disclosure agreement) before the presentation – this comes 
later.



Cover Page

Cover Page:
Your pitch deck should start with a cover page.
Avoid using a date on the cover page but if you do, make sure it is several months 
old.
Consider adding a Table of Contents after the cover page.

Do include this wording at the bottom left of the pitch 
deck cover page:
This Summary is intended for informational purposes only and does not constitute an 
offer to sell or solicitation to buy securities. Projections or forecasts contained in this 
Summary must be viewed only as estimates. The Company makes no warranty or 
guaranty that they will be realized. The contents of this Summary are highly confidential 
and proprietary and have been provided to the recipient for review only. Duplication, 
further dissemination, and/or disclosure of information to third parties is strictly 
prohibited."
Confidential and Proprietary. Copyright (c) by [Name of Company]. All Rights Reserved.

This Photo by Unknown Author is licensed under CC BY

https://icebreakerone.org/events/
https://creativecommons.org/licenses/by/3.0/


Company Overview
Company Overview:

This slide should list the KEY FACTS about your company.
Focus on your single big idea or critical value proposition - avoid diluting your main message by 
pitching too many ideas.
You want to convey your energy, optimism, & passion for your idea through a captivating, 
unforgettable story.
What can your company do that your competitors cannot?
What is your secret sauce?
Differentiation is good – what makes your company unique?
Include a short description of the main problem and your solution (details in a later slide).
Avoid making grandiose statements – these are unrealistic, and investors can see through them.

The Story:
You MUST have a good story!
The goal is to instill confidence, share knowledge, capture interest, inspire action, and generate 
enthusiasm.
A brief history of how and why your company started can help set an emotional hook.

Where have you been?
Why do you need capital to grow? Why now?

Craft your story around your audience – consider interchangeable components to suit different 
audiences (investors, market influencers, etc.).
Humanize your story – origin stories can be exciting and captivating and give your story heart.
Avoid using “planted” questions.  Stick to the 3-4 main points you want to make regardless of the 
investor question.  It’s perfectly OK to dismiss a specific question and answer with your main points.

This Photo by Unknown Author is licensed under CC BY

https://www.flickr.com/photos/23024164@N06/7803683540/
https://creativecommons.org/licenses/by/3.0/


Mission & Vision

This Photo by Unknown Author is licensed under CC BY-NC-ND

The Mission:
It should be one sentence long.
It should be compelling, well-defined, and easy to remember.
What is your 15-second elevator pitch?
Ending your beginning with a repeat of your mission statement is a perfect 
segue to the problem your company solves; the ideal lead to turn the spotlight 
on yourself as a problem solver

The Vision:
What is your vision?
Don’t just pitch that you have the best product and will make a ton of money.

https://dmiracle.com/2014/03/11/7-steps-clarifying-website-needs/
https://creativecommons.org/licenses/by-nc-nd/3.0/


Team

This Photo by Unknown Author is licensed under CC BY-SA-NC

Management Team:
Investors will often be more likely to invest in a great team with prior success and relevant 
education & experience than simply a great product, particularly in early-stage companies.
Make sure you have a CEO (not “just a grower”), COO, and CFO/CPA with cannabis experience.
A great team can inspire confidence in not only the investors but your employees & recruits, as 
well as support your branding and marketing efforts.
Compliance officer – States, FDA, USDA, OSHA, etc.
Corporate Attorney
Include pictures, titles, and a summary of relevant experience for each of the key team members 

Board/Advisors:
Include advisors, consultants, & Board members to increase credibility.
Investors desire a solid, robust board and advising team.
These won’t be company employees but should add key skill sets (most likely in exchange for a 
small % of equity).
Consider offering at least one Board seat to the investors.

https://technofaq.org/posts/2020/02/6-tips-on-communication-and-teamwork-to-strengthen-team-collaboration/
https://creativecommons.org/licenses/by-nc-sa/3.0/


Problem & Solution

This Photo by Unknown Author is licensed under CC BY

The Problem:
Clearly state the problems your customers face.
What makes your company excellent at solving this problem?

The Solution:
Clearly state how your company can solve the problem
Articulate why your solution is better than other solutions on the market.
How is your solution better regarding the cost, features, functionality, ease of 
use, or other?
Emphasize your distinct competitive advantages.
How will your innovation compel consumer behavior to change?
Carefully coordinate this slide with the “Product” slide to sync any overlap.

https://ccmit.mit.edu/modules/problem-solving/
https://creativecommons.org/licenses/by/3.0/


Product & Technology

The Product:
Articulate what your product or service is and why it is unique.
Images, visuals, & videos can make a significant impact over wordy explanations.
This slide should answer the following:

What are the key features of your product?
Why do users want this product?
What are the major product milestones?
What are the key differences between your product compared to a similar 
product?
Are there any additional product features or development planned?

The Technology:
Have you developed an innovative technology that addresses a chronic industry issue?
Found a way to improve existing outcomes by a significant margin?
Does your company have any underlying technology (either existing or in 
development)?
It will be imperative to discuss the essential elements of your technology.

Are there any intellectual property rights (copyrights, trademarks, patents, 
domain names)?
Why is your technology superior to existing technology on the market?
Why would it be difficult for a competitor to duplicate?

This Photo by Unknown Author is licensed under CC BY-SA-NC

https://technofaq.org/posts/2020/01/how-technology-is-changing-the-way-cannabis-businesses-are-run/
https://creativecommons.org/licenses/by-nc-sa/3.0/


Market Opportunity

This Photo by Unknown Author is licensed under CC BY-ND

Market Size & Market Share in Year 5:
Define the market you are in and the size of the market.
Don’t just tell investors that cannabis is a huge market that is rapidly growing – they 
already know this.
TAM (Total Addressable Market) should be sizeable (Billions) to capture investor 
interest.
Talk up the industry – the cannabis market is compelling, growth is strong, demand is 
consistent or increasing, and states are continuing to address & correct legislation.
For start-ups, you should be in an emerging (new) market to gain investor interest.
Convince investors there is a significant chance that your company can capture a good 
market share.
Provide a market analysis that accurately looks at TAM and shows what your share 
from years 3 to 5.
Include graphs or charts to support your company’s expected market share.
Make sure your projected market share by year 5 is REALISTIC and ties back to your 
financial model.

https://www.quoteinspector.com/images/investing/pie-chart-years/
https://creativecommons.org/licenses/by-nd/3.0/


Competition

The Competition:
You must know the competitive landscape and how your product compares.
Who are your main competitors?  No competitors are not realistic.
What differentiates your business from your competitors?
What is your Sustainable Competitive Advantage?

What is unique about your company or product?
What key features of your product differentiate you from your competitors?
IMPORTANT: Acknowledge additional barriers to entry
What value proposition does your product bring to the market?
Is your position sustainable?
If so, how long will your advantage last?
How difficult is your “innovation” to replicate?
How will you maintain a sustainable competitive advantage?
How can you insulate your business from the other market entrants?

Never underestimate or “talk bad” about your competition.



Marketing Plan & Customers

This Photo by Unknown Author is licensed under CC BY-NC-ND

Marketing Strategy/Distribution:
What are your plans to market your product/service?
How will you reach potential customers cost-effectively?
What key marketing channels will you use & how?

Paid search engine marketing
Social media
TV/Radio
Email campaign

Have you had any early successes via marketing channels?
Will you do content marketing or sponsored posts?
Has your company earned any early press?
What PR (public relations) tactics will you employ?
Any additional steps you plan on taking to gain sales of your product?

The Customers:
What are your anticipated customer acquisition costs?
What is the projected lifetime value of a customer?
What is the expected sales cycle between initial customer contact and purchase
of your product?
What is the close rate on product sales?
Provide details on how your company will interact with customers.
How will your company turn customers into brand ambassadors?
The goal is to develop followers.

https://push-project.eu/traditional-marketing-techniques/
https://creativecommons.org/licenses/by-nc-nd/3.0/


Traction

This Photo by Unknown Author is licensed under CC BY-SA

Traction:
Talk up what you are doing – not just what you plan to do.
Investors will generally avoid investing in “just an idea.”
Show early successes/milestones the company has achieved & traction gained, 
such as:

Early customers or pilot programs
Product development progress
Revenues/Sales
Key metrics
Strategic partnerships
Website Traffic
App downloads
Press & PR
Testimonials

How can this early traction be accelerated?

Owner Capital Invested:
Investors want to see that you have skin in the game.

Do you own your real estate?
Have you secured a license?
Are you a social equity applicant?

https://commons.wikimedia.org/wiki/File:Traction_chains_on_a_wheel_loader_-_cropped.jpg
https://creativecommons.org/licenses/by-sa/3.0/


Business Model

This Photo by Unknown Author is licensed under CC BY-SA-NC

Business Model:
You must be confident in discussing your business model to protect their investment in your company.
Briefly discuss what milestones you need to reach, the timeline, and what makes you confident you will 
attain your goals.
Don’t provide more detail than necessary – keep it short & sweet.
IMPORTANT: Have an exit strategy for year 5.
Top-down corporate governance is vital to investors.  Your C-level team should set the “tone at the top.”
It would be best to think through the following thoroughly:

Compliant entity structure
Accounting policies & procedures
Tax planning/strategies
Internal controls and best practices
Compliance and risk management
SOPs (Standard Operating Procedures) – especially for cultivators
Banking relationships
Inventory accounting via GAAP accruals and cost accounting

Discuss how you will generate revenue and gain market share.
What is your target market?
Where will the demand for your product come from, and how sizable will that demand be?
What is your pricing model?
What is your flower/harvest schedule?
Investors will want a rock-solid financial model and good reporting practices conducted by cannabis 
accounting & tax experts.  
What are you doing to reduce/eliminate risks of tax penalties, fines, loss of licensure, etc.?
Avoid discussing company valuation in your first meeting other than that you expect your valuation to be 
reasonable or that the market will determine the appropriate valuation.

https://technofaq.org/posts/2020/11/what-is-a-business-model-and-how-to-design-it/
https://creativecommons.org/licenses/by-nc-sa/3.0/


Financials

This Photo by Unknown Author is licensed under CC BY

Financial Model:
The financial model includes a summarized, realistic, & supported 3 -to-5-year projection of the 

GAAP Balance Sheet, Income Statement,  & Cash Flow and should be prepared by a world-class CFO.
Detailed financials are too much; include a high-level financial summary and add the detailed 
version to your appendix to discuss in a follow-up meeting.
It must agree with your pitch deck & Business Model, be realistic, have reasonable key assumptions, 
show integrity, and be built with pragmatic considerations.
Avoid assumptions that are difficult to support; 10x revenue growth but only a 2x increase in costs.
Include key assumptions & unit economics – consider every variable that may impact your business.

How much will each plant yield?
How much does a pound of your product cost to produce?
How much will a pound of your product sell for in the current market?

Ensure to include a best, expected, & worst-case scenario so investors can see what might happen if 
your assumptions are off by 50% or more.
The summary should include key metrics, expected returns, financial ratios, and capital needs.
Key metrics can include:

Total revenue & expenses
Gross margin per pound of product
EBITDA (Earnings before interest, tax, depreciation, & amortization)
Cash burn rate
Internal Rate of Return (IRR) at year five under various valuations
Overall investor ROI

Ensure your data or metrics used are fresh and updated.
Show you can realistically grow significantly and become a successful business.

https://www.flickr.com/photos/146007056@N02/46802582342
https://creativecommons.org/licenses/by/3.0/


ASK

This Photo by Unknown Author is licensed under CC BY-NC-ND

The Ask:
Let the investors know if you currently have any existing investors & add logos of any 
well-known investors.
IMPORTANT: What is the amount of capital funding you are seeking? Using a range is 
acceptable, such as “we are seeking $6-$7 million in financing”.
How do you plan on using the funds (i.e. technology & product development, 
capital/start-up expenses, marketing, etc.)?
What is your Cash Burn rate? How long will the funds last before your next round of 
capital raise (i.e. 12-15 months)?
Build on your milestones. What significant milestones will the funds assist in reaching?
Let investors test whether your capital raise plans are reasonable compared to your 
stated capital needs.
Allow investors to test the reasonableness of your cost estimates based on their 
experience with other investments.
Leave the door open for further discussion by ending your presentation with a brief 
statement of why this is an excellent investment and inviting them to join you in your 
journey.
Consider using a soundbite for investors to remember you.

https://thexycode.com/2020/09/30/ask-the-difficult-questions/
https://creativecommons.org/licenses/by-nc-nd/3.0/


Where to Find Investors

Investors:
Friends & family
Personal contact lists (i.e.. Doctor, colleagues, etc.)
Networking – go to events
Find investor events
Search for venture capital, seed funding, angel investors
Don’t give up, keep searching, networking, putting the word out

Sources:
https://www.allbusiness.com/create-great-investor-pitch-deck-startups-seeking-financing-110827-1.html

https://www.forbes.com/sites/allbusiness/2019/07/27/the-17-biggest-mistakes-startups-make-with-their-
investor-pitch-deck/?sh=6309aacef4fb

https://mjbizdaily.com/how-to-effectively-tell-your-cannabis-companys-story-to-investors/

https://app.mjbdonline.com/e/es?s=1257941912&e=1124656&elqTrackId=ff4c53788c5945c6b16d16d6951384b
3&elq=c7f7b785b153472985e9138475869a96&elqaid=7130&elqat=1

https://www.dopecfo.com/blog/5-Crucial-Tips-for-Social-Equity-Cannabis-License-Applicants

https://www.allbusiness.com/create-great-investor-pitch-deck-startups-seeking-financing-110827-1.html
https://www.forbes.com/sites/allbusiness/2019/07/27/the-17-biggest-mistakes-startups-make-with-their-investor-pitch-deck/?sh=6309aacef4fb
https://mjbizdaily.com/how-to-effectively-tell-your-cannabis-companys-story-to-investors/
https://app.mjbdonline.com/e/es?s=1257941912&e=1124656&elqTrackId=ff4c53788c5945c6b16d16d6951384b3&elq=c7f7b785b153472985e9138475869a96&elqaid=7130&elqat=1
https://www.dopecfo.com/blog/5-Crucial-Tips-for-Social-Equity-Cannabis-License-Applicants


Erica Sloan
CEO/CFO, CPA, CFE, MBA, FMVA, CGMA, CCCP

Erica Sloan is a dynamic and detail-focused Cannabis Accounting professional with 15+ years of 
success as a trusted advisor in her field. She is well-versed in policy creation, complex tax 
regulations and compliance, budget development, financial management best practices, internal 
controls, strategic planning, CFO services, and more.

Erica is an MBA alumni of East Carolina University.  She lives on a small farm in the Shenandoah 
Valley with her veteran husband, her 3 children, and many animals.  As a long-time advocate for 
cannabis, hemp, and CBD, she enjoys helping CEO’s address the many unique financial 
challenges of the industry and offers exceptional value to help businesses reach their goals.

INDICA Accounting is a member of Dope CFO network, "the“ premier cannabis accounting, tax, 
legal network in the US, with over 500 CPAs, Attorneys, Enrolled Agents, Bookkeepers, CFOs, 
MBAs, tax resolution experts, valuation experts and more!

https://www.credly.com/badges/0b3bce9f-eeef-44d1-a81d-1b19016b5a86/linked_in_profile
http://credentials.corporatefinanceinstitute.com/beef59c9-5c3c-49c7-bee5-c733931098f1


Disclaimer

The information contained in this presentation is for information & educational purposes only.  This presentation does 
not give tax, legal, investment or any other form of business advice.

Much of what we do in the cannabis industry is in a “grey area,” with little or no federal guidance or guidance from the IRS or the tax code.
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