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Introduction

Why do you need a pitch deck?

You canuse a pitch deck to tella compelling story about
your company and persuade potential investors to
participate in your current funding round.

It can also help you build long-term relationships that
may resultin future investment, amerger oran
acquisition (M&A).

While early-stage fundraising pitches tend to focus on
the vision or mission, your Series B deck should be more
evidence-based. You'llneed to use hard data and
insights to prove you can build a successful business.

What goesinto a Series B deck?

Whetherit’s a slide show presented to investors ora
written document, a fundraising deck typically covers:

Problem and solution

Evidence of traction

Revenue model and performance metrics
Competition and differentiation
Go-to-market (GTM) strategy
Long-termvision

Team expertise and experience



About this guide

How to use thisresource

This guide is designed to help you create a fundraising
deck. Read throughitto get a sense of the overall
structure and what content you might want to include.

The slides alternate between explanations of each
section (*how to”) and examples from Capdesk’s Series
B pitch deck*, which ultimately led to the startup getting
acquired by Cartain September2022.

Note that not all slides apply to every company. You can
reorder the sections and exclude certaininformation,
depending onyour particular circumstances.

Top tips for building your own deck

1. Putyourcompany at the centre of the narrative,
without losing sight of your audience’s needs.

2. Ifyou’redelivering alive pitch, don’t overload the
slides with text. You can always provide detailed
notes or examples forinvestors viewing the deck
intheirown time, if needed.

3. Limitthe number of slides for each topic, but avoid
cramming intoo muchinformation. The ideal pitch
decklengthis10-12 slides, so save additional
content forthe appendixif possible.

* Confidential information has been redacted from some of the example slides. | carta



A note from the Capdesk team

“Series B was critical for our planned expansion into Europe.
Preparing to raise offered a chance to prove some of our
hypotheses from Series A and show we had a sticky product.

The market downturnin early 2022 was a major setback forany
startup in the middle of a funding round. However, it highlighted
the importance of aligning your pitch with the current climate -
and being able to pivot if necessary.

Our CFO played ahugerole in the fundraising process, helping to
shape our story, identify key audiences and build the Series B pitch
deck. This was the start of greater things to come for Capdesk.”

Christian Gabriel

Senior Director, Carta
(formerly Co-Founder and CEO, Capdesk)



A note from the Capdesk team

“When it comes to yourvisual presentation, there are some key
characteristics of a Series B deck. While raising a Series Ais all
about communicating the problem and solutionina compelling
way, your next funding round is an opportunity to show that you're
building a brand as well as a business worthy of investment.

Having a clear brand identity will give you an edge. Use a specific
typography, colour palette andillustration style to tell your storyin
your brand’s voice. Attention to detail is crucial, so be consistent
and ensure thatinfographics and charts reflect your brand style.”

Dave Breckon
Creative Lead, Carta (formerly Capdesk)




GUIDE WITH EXAMPLES

Building your Series B
pitch deck



Mission statement

Why you might want to include this slide

A mission statement s a brief explanation of your
company’s purpose, including your main objective(s)
and values.

It can be usedinternally and externally - to drive team
morale, attract new hires and persuade investors to
back your business.

Opinions are divided over the importance of a mission
statement. Capdesk’s Series B deck had a mission-led
slide, but some companies choose not toinclude one.

How to craft your mission statement

Think about why and how your company does what it
does. You can go into more detail about the what |ater.

Consider how you intend to bring about change - for
your customers or society more broadly. An effective
mission statement is:

e Concise - limititto afew sentences

e (Clear-avoidusing technicaljargon

e Unique - capture yourcompany’s essence



Capdesk

The SaaS infrastructure

for private markets

We are on a mission to digitise
private market assets, and
enable the safe, secure and
fast transaction of equity.




Traction

Why traction matters to investors

At this stage in your fundraising journey, investors are
less interested inyourvision; instead, they’re looking for

clear signals of marketinterestin your product or service.

Aninvestor’s primary goal is to maximise their return on
investment (ROI) in the shortest time possible, so they
need to believe your businessis a viable commercial
opportunity. That's why demonstrating tractionis so
important - it's essentially your company’s track
record or proof of concept.

How to demonstrate traction effectively

Showcase what you’ve achieved so far, including:

Number of customers, clients orusers
Strategic partnerships

Financial performance or projections
Press coverage, awards or certifications

Steerclear of vanity metrics; instead, focus onreliable
indicators of business growth or product-market fit
(PMF). Include quantitative metrics, graphs, reviews or
clientlogos where possible.



Traction

X

unicorns on Capdesk

€

secondaries
registered in 2021

g100mn+

X

customers valued at €100m+

€

end to end TX volume
since launch in March 2021

€ X

assets registered customers

of European secondaries of all VC investments in
registered in 2021 the UK registered in 2021

Confidentialinformation has been redacted from this slide.




Problem and solution

Articulating the problem...

Astempting asitistolist everyissue you've identified
while building your business, try to narrow it down to one
ortwo key pain points.

Be specific to yourindustry and the current market, using
statistics or examples to support your observations.

Communicating the problem(s) through a customer
persona can help investors empathise with - oreven
relate to - yourtarget audience.

..and how you’re trying to solve it

To avoid getting swept up in your ownvision and
forgetting why you developed it, focus on explaining
who your customers (and end users) are. How are you
helping to solve their problem?

The solution slide should be high-level and fairly simple -
you caninclude more technical details lateron. The key
message to get across is why your product or service is
the best solution to the problem you’ve identified.



The problem
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Painful Administration

Administering equity costs
thousands of pounds every year
and can result in million-pound
mistakes or fines.

llliquidity

Without liquidity, employees
and shareholders are locked
in unlisted shares.




The solution

An equity management platform,
to enable companies to organise
and trade shares.

Equity Management

Automated Transactions

EXAMPLE



Product or service

What’s your unique value proposition (UVP)?

This sectionis all about what your company does best.
It’s an opportunity to go into more detail about the
product(s) you've built or the service(s) you offer.

Considerwhat differentiates you from competitors and
makes you attractive to customers (e.g. proprietary

technology, product features or exclusive partnerships).

Including visuals or demos can make your pitch more
compelling and help your company stand out.

How will you generate revenue?

Investors want to know how you plan to make money.
Since your business modelis tied to the unique value of
your product or service, you should:

e Explain why this revenue stream or pricing model
is the best fit for your offering and target market
e Shareideas fordriving acquisition and upselling

e Provide data orexamples to justify your decisions



The Product Empowering companies to manage and issue equity
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Timing and market context

Why now?

As youreflect on macroeconomic trends and recent
events, consider the following questions:
e Whyisyoursolution suited to the current market?

e What'sthe scale of the problemyou’re solving,
and how big is the opportunity?

e Howwillexternal factors and market conditions
impact your ability to scale sustainably?

e Howmuchfundinghasrecently beenraised by
similar companies or competitors?

Why you?

You need to explain how your business fits into the bigger
picture, and why now is anideal time to invest. Canyou
prove that you've reached aninflection point, or
demonstrate an appetite for your product or service?

Forinstance, past funding rounds and M&A
opportunities indicate that investors or potential
acquirers see long-termvalue in your startup.

Alternatively, you could show consumerinterest by
calculating your total addressable market (TAM).


https://carta.com/blog/market-size/

Current Addressable Market (2021)

Please note: Market size does not show future growth
or expansion in Capdesk customer category support.

Equity Management (EM)

Total Addressable
Market EM

Total addressable market for
equity management globally

TAM

£374 million

Serviceable Available
Market EM
Total European available

market we can service with
our product

Serviceable
Obtainable Market EM

We want to obtain a 20%
market share of the European
equity management market
by

the end of 2025

SAM

£120 million

Source: Dealroom, Crunchbase

Secondary Transactions
(TX)

Total Addressable
Market TX

Total addressable market for
secondary transactions
globally in 2021

Serviceable Available
Market TX

Total European secondary
transaction market we can
service with our product

Serviceable Obtainable
Market TX

We want to obtain a 25%
market share of the European
secondaries market by the
end of 2025

TAM

£359 million

SAM

£61 million




Financial strategy and performance

Why it’s useful to share financial data

Investors will use your financial strategy and track record
to assess how likely your businessis to succeed. Sharing
key metrics like revenue, profit orloss, burnrate and
operating costs will give them a detailed insightinto
your company'’s finances.

Projections can be particularly useful for early-stage
startups with no financial track record. For more mature
companies, evidence of growth (i.e. annual or monthly
comparisons) can help to justify ambitious targets.

What to include in this section

It’s best practice to paint a complete picture of your
finances, from past performance to future outlook. You
could dedicate a few slides to providinginsights on:

e Company valuations

e Revenue streams and projections

e Customeracquisition cost (CAC)

e Netrevenueretention (NRR) orrenewalrates

e Pastand future milestones

e Financialmodels



Unit Economics

Profitable to digitise equity...

Gross profit
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EXAMPLE

Confidential information has been redacted from this slide.



Revenue Trajectory

B Transactions & Services [ Subscriptions

Expansion of ;
secondaries to
drive % CAGR

Revenue - GBP

% historic oy
annual growth

2020 2021 2022 2023 2024 2025

EXAMPLE

Confidentialinformation has been redacted from this slide.



Road map and long-term vision

What aroad map slide typically looks like

Aroad mapis a strategic plan forachieving along-term
vision or goal. For the purpose of your pitch deck, you
should look beyond the current funding round and

consider where youwant to bein atleast five years’ time.

This slide could also cover the key steps or milestones
you want to reach along the way. Don’t be afraid to set
ambitious goals - this will show investors that you're
always ready for the next challenge.

How to map your company’s journey

Try to answer the following questions, providing visual
aids (e.g. screenshots orillustrations) where possible:

e Howdidyourproduct orservice start out? What
doesitlooklike today?

e Whatimprovements have you made so far? How
willyou develop it over the next few years?

e Howwillthese changes help youreach more
customers, increase revenue or drive growth?



The long-term vision

SEER) Repeating Fees Repeating Fees Repeating Fees SEEER SEEER

Repeating Fees Repeating Fees
EXAMPLE




Fundraising objectives

What are your goals for this round?

By the time you start preparing your pitch deck, you
may have already decided how much capital you want
toraise, and on what terms.

Although you don’t need to explicitly state your
preferred termsinthe deck, it’'s worth having a ballpark
figure for the ownership percentage you’re willing to
offerinreturnforinvestment.

The deal process and terms are likely to vary for different
investors, so be prepared to negotiate.

How do you plan to use the extraresources?

Investors typically want to know what you hope to
achieve with their capital. VC funding is often used to:

Increase headcount

Scale operations

Expandto new territories
Investinresearch and development (R&D)
Launch anew product or service

Finance acquisitions



Fundraising Plans

Series A
€ raised
€ post-money valuation

Launch secondaries
Scale European sales

Existing investor logos

Strategic Round Series B

Partnership € size of round
€ size of round

% of the business

Secondaries partnership Dominate Europe
Scale secondaries Scale secondaries
Launch fund administration

Selected strategic
investor(s) VC(s)

Confidentialinformation has been redacted from this slide.




Team members

Why it’s worth introducing your people How to structure the team sslide

This section will help you build trust with investors and Introduce key stakeholders, such as the founders and
persuade them that your company has what it takes to leadership team. Outline theirroles, backgrounds and
succeed. It's a prime opportunity to show off the talent, strengths - what makes them an asset to your business?

experience and expertise in your team. . .
You could also mention others who contribute to your

Humanising your brandis crucial. After all, investors company’s culture and growth, like partners orinvestors.
aren’tjust funding your business; they’re also investingin

the people responsible for performance and growth. Adding headshotsis a simple but effective way of

injecting more personality into your presentation.

“Use the team slide to talk about your people, culture and ways of working. Show investors that you've set the
foundations to attract talent while building a sustainable brand.”- Dave Breckon (Creative Lead, Carta)




Founders, management and teams

Og@

Founders

Christian Gabriel Martin Damhus Mikkel Boje
CEO Coo CPTO
Country Manager Partner in Accurate IT Partner in Accurate IT
in FundedByMe IT Manager Netcompany IT Manager Netcompany
Management

&

Gregory Carter Amy Paredes Nikki Keys Pavan Konanur
Finance Sales Customer Success Interim CMO
Growth Street, Depop, Triptease, Onefinestay Peakon, BlaBlaCar

Hoegh Capital Partners, Betfair Trint, Perkbox

Other teams

People & Talent Engineering Brand & Creative

Our People: ‘Capdeskers’

We are a diverse team of 60+ people
spread across the globe. Our ‘Team First’
approach has helped us build an
exceptional team of talented individuals,
united in their dedication to the Capdesk
mission and vision. We take great pride in
our winning formula of individual skillsets
that flourish in a collaborative work culture.

Our Investors

[Existinginvestorlogos]

EXAMPLE

Confidential information has been redacted from this slide.




Conclusion

How to keep the momentum going

The last slide isn’t necessarily the end of your pitch. There
are various ways to prompt further discussion about your
company’s future and investment opportunities.

Typically, a closing slide is used to thank the audience for
their time and open the floor for questions. You could
also propose next steps or outline yourideal timeline.

What to include in your appendix

You might want to add furtherresources at the end of
your deck, such as:

Links to news articles or third-party review sites
Links to your blog or social media channels
More detail about a new initiative or product
Client or partnerlogos

Competitor analysis



Competitors @

Capdesk Competitor A CompetitorB CompetitorC

us

UK

Europe

Europe Public
Markets

Europe Pre-Seed

Europe Liquidity
Solutions

06 6600
OJONONCICK _
“JON NeE=X _

e O0eO

Confidential information has been redacted from this slide.



NeXt Steps What else do you need to think about when
you're preparing to pitch forinvestment?

—
= oo _
v — Check out theseresources aon Get access to exclusive tools
= Learnhow to craft the perfect pitch, with Find out how Carta’s software and services can
guidance from a panel of experts help you prepare for your next funding round:
->  Getfundraising tips fromafounderand CEO -> Take avideo tourof the platform
- Readourguide to startup funding - Bookademo with ourteam



https://carta.com/uk/en/events/series-b-pitch/
https://carta.com/uk/en/blog/founder-fundraising-tips/
https://carta.com/uk/en/learn/startups/fundraising/
https://carta.com/uk/en/tour/video/
https://carta.com/uk/en/requestdemo/

carta




