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Proforma:UTU-I-Hub_3.0 

Presentation Guidelines 
 

The initial pitch presentation (this could be a PPT or a PDF document) should not be 
morethan12-
15slides,coveringthepointsmentionedbelow.Atthisstage,detailsandnumbersare not 
necessary. At the preliminary stage, the review committee, as well as investors, 
arekeentounderstandiftheconceptaddressesarealopportunity,ifthebusinesscaseisstrong,ifth
eteamiswellrounded,competent&committed,andthetractionthattheteamhasbeenabletoachi
evesofar. 

 

1. CoverSlide 
· Companynameandlogo 

 
· Contactdetails(city,e-mail,mobile) 

 
· URL 

 
· Onelinethatclearlydescribestheconcept/product/service 

 

2. Team 
· Highlight what each member of the team does/will do in the venture, and 

whyhe/she isbestsuited fortherole 
 

· Indicateifthepersonisaco-founderorfoundingteammemberoranemployee–
againsteachindicatethe%ofequityheld(currentlyorplannedifnotyetdistributed) 

 

3. TheIssueorPainPointThatYourProduct/Solution/ServiceAddresses 
· Explainwhyyourcustomersneedyoursolution 
· Mentionwhattheyarecurrentlydoingandhowyourproduct/solution/serviceisabett

ersolution 
 

4. Product/TechnologyOverview 
· HighlighttheuniquenessoftheproductorserviceortechnologyandNOTthetechnicald

etailsforeachfeature intheproduct/solution/service 
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5. BusinessModel 
· Thisisabouthowyouwillmakemoneyfromthisbusinessopportunity 
 
· Thisis NOTtheexcelsheet,insimpleterms,thisisaboutwhowillpay 

howmuchandtowhomforyourproduct 
 

6. SizeoftheMarketOpportunity 
· Beclearaboutwhereandwhoisgoingtobuyyourproduct/serviceandhowmuchwould

theypayforit 
 

· Mention the size of the opportunity in the markets you are planning to 
address(e.g.InIndia,therearenumberofparentswhowillbuyourserviceatRs/$
peryear.ThistranslatesintoamarketpotentialofRs/$ per 
year.In year 3, we plan to tap US and Canada, and the size of the opportunity 
there isRs/$  (No.ofparents
xPriceperyear) 

 
 
· This section is NOT about what your plans are, but about what the size of 

themarket is. This section should therefore give a sense about how many 
customersare there in your target market and at what price are you selling your 
product tothem, what is the revenue potential if all of them were to buy (not 
that they will,butthisistogivean indication ofwhatthe sizeof themarket is) 

 
 
Name and Signature of  Applicant(s) with Date 
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7. CurrentTraction 
· Whathaveyouachievedsofar–product,customers,revenues,etc. 
· Includephotographs,ifpossible(e.g.ifyouhavephysicalstoresorproductsthatyou 

manufactureorofficepictures) 
 

8. CompetitiveLandscape 
· Who are currently or in future likely to compete against your product/service 

andwhat is yourplantowinthisbattle? 
· Explain why are you better than your competitors (a comparison chart is 

usuallynotseenseriouslybyinvestorsbecauseallpresentationstendtoshowacompari
sonchartthat willbefavourableto your solutions/product) 

 

9. FinancialsCurrentandProjections 
· Summary of your business plan excel sheet for 3 years (Note: the detailed 

excelsheetisNOTrequired.Justkeyfiguresatannuallevelfor3yearsaresufficientforth
e preliminary evaluation. If there is sufficient interest from investors in 
theventure,then we willevaluateyourexcel sheetandbusinesscase indetail) 

· Break-upofyourcostsintoCAPEXandOPEX(InOPEX,highlightmajorcostcomponents–
salaries,marketing,etc.) 

· Covertheuniteconomics,i.e.howmuchrevenuedoyougetpertransaction/customer,
howmuchdoesitcostyoutoservicethatcustomer/order 

 
10. FundingNeeds,UseofFunds&ProposedValuation 

· Describehowmuchmoneyyouwanttoraiseanditsplannedusage 
· Mentionifthereareotherco-investors(orotherswhohavealreadycommitted) 
· Clearlyindicatehowlongwillthesefundslastandwhatyouwillbeabletoachievewithit(

e.g.thisinvestmentof$  willlastusfor 
months.Withthis,we willbe abletogetto customersand inrevenues) 

· Clearly mention if you are going to require follow-on capital, and if so, how 
much(e.g.postthiswewillraise aSeries Aroundof $ ) 

· Thevaluationyouareseekingforthisround 
 

11. CurrentEquityStructure,FundraisingHistory andInvestors 
· Tableofcurrentequityholding(cap table) 
· Howmuch moneyhaveyouinvested? 
· Mentionpreviousinvestmenthistory,includingyear,amountandinvestors 

 
12. ExitOptions 

· Howdoyouthinktheinvestorscanexit(i.e.whowillbuytheirequityordoyoufeelthatthi
scanbeanIPO) 

· If youcan,giveexamplesofexitsinyourindustry(orcomparableexamples) 


