
P’s of Pitching 
PRESENTATION 

Is the format, length and delivery of your pitch appropriate and professional? Does it capture the attention 
of your audience? Is it interesting and persuasive? What you’re going for here is to sound conversational, 
get your information out in a manner that’s easy to understand, and to leave a good impression. 

PAIN 

What is the problem that you’re trying to solve? How big is the problem? 

PREMISE 

How are you going to make the pain go away? Keep it simple. If you read just the premise out loud with 
no other information, someone hearing it should understand what it is you do. If not, keep 
simplifying/refining your message. 

PEOPLE 

The people are one of the most important parts of your business. Their character, experience, expertise, 
availability and drive all influence their ability to obtain funding from angels and venture capitalists. In 
this section you should answer the question why you? Why not someone else? 

PROOF 

The best proof is sales, but if you’re at a pitch competition you may not have generated sales yet. In this 
case, the next best proof is people that say they’ll buy. This can come from interviews, focus groups, 
surveys or other market research. Crowdfunding pre-purchases can also be helpful. If your concept is B2B 
(Business to Business), rather than B2C (Business to Consumer), letters of intent from prospective 
business customers can be helpful as well. Other great forms of proof include prototypes and intellectual 
property. Though they do not provide evidence of market demand for your product/service, these types of 
proof can bolster your credibility and help you build a case for feasibility and competitive advantage. 

PURPOSE 

The purpose of a business is to make money and contribute value. What is your profit potential? If you 
have a social endeavor, you will need to provide an alternative metric to revenues or profits. For example, 
if you are launching a nonprofit to feed the homeless, your metric might be the number of people fed. It 
often makes sense to explain why the metric you choose is important 

 


