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Building an Effective Pitch Deck  
One of the more common questions we get asked at the VMS fund is “What’s the process for getting 

funding?”. Potential ideas are always welcome, and feel free to reach out to Karl Schabas 

(karl.schabas@vmsfund.com) at any time. However, to receive funding, you will eventually need to 

describe your idea to the entire VMS team. For this, you will need an effective pitch deck. 

 

An effective pitch deck is normally a short slide presentation that highlights the key points required for 

the VMS team to understand the idea and make a preliminary decision on funding. The pitch should be 

easily presentable in a 30-minute window. When presenting, you should assume that the VMS team has 

already read every word of the pitch deck, so focus the presentation on the most important points and 

be sure to leave time for questions and discussion. 

 

The key elements to a successful pitch deck are as follows: 

 

1. Team 

• Who are the initial team members who will work for the new company? What will their 

role be? Only full-time employees should be considered. Most pitches so far have had 1-3 

initial key team members. 

• Describe the relevant experience of the key employees. Think of this section like a job 

application. You want to highlight your key skills, successes and past experiences that 

will make us want to invest in you. 

• We’re looking for evidence of relevant industry experience, overall track record of 

achievements and success, and the ability to work really hard. Specific examples are far 

more convincing than generalities like “we have extensive experience in this industry”. 

• The quality of the team is the single most important criterion in our investment decision. 

Take the time to make sure you fully illustrate why you are the perfect choice to lead 

your proposed company. 

2. Problem Being Solved 

• Vertical market software companies are trying to solve a problem in their specific 

industry. What’s the current pain point in this industry that you are trying to solve? Is it 

possible to assign a monetary value to the problem? 

• Make sure you’re starting with the problem, not the solution. We don’t invest in new 

technologies looking for a problem to solve. 
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3. The solution 

• What is your proposal to solve the problem described above? Keep the description at a 

high level. This is not the place for 5+ slides describing in detail every feature that you 

envision. 

• At what stage of development is the current solution? Is it live in customers, still being 

developed, or currently “vaporware”? 

4. Why Now? 

• Software has been around for a long time. What is happening right now in your industry 

that will cause your idea to rapidly take off? Why hasn’t this idea already been built by 

someone else? 

• Some possible answers to this question would be use of a new technology (e.g. machine 

learning), availability, changes in the industry, regulatory changes, etc. 

• A good “why now” answer is a key differentiator between an excellent and an average 

pitch deck 

5. Defensibility 

• Once your new company has built a customer base, how can it be defended against 

potential competitors? How can you keep the churn rate low? 

• Items to consider for this section are the level of integrations and customizations on a 

customer install, customer switching costs and whether there is protectable IP. 

6. Market Size 

• What’s the total annual spend for your product category in the market for which you are 

targeting your product? Normally, this is estimated by figuring out the average spend 

per customer, and the number of possible customers in a vertical. The market is often 

broken out into different tiers for this computation 

• How fast is the market growing? 

• Make sure you are clear what you consider your market. Is it world wide or a more 

specific geography? Is it one vertical or several? 

• The fund will only invest in ideas that have the potential to grow to at least $10 

million/year in revenues. If the total size of the market is <$30 million it may be too small 

for an investment. 

7. Sponsor 

• All ideas must be sponsored by an operating group. For external opportunities (i.e. 

companies where the founders are not CSI employees), the sponsor will likely be asked 

to invest their own businesses capital. 

8. Use of Funds 

• How much money are you seeking for the first investment round? How will you use 

these funds? 

• If you are seeking less than $500,000, consider whether you are really ready for a fund 

investment. Often, operating groups can fund smaller amounts until the business has 

been proven and requires a larger cash injection. 
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The VMS fund has a huge bias towards supporting internal entrepreneurs. Karl would be more than 

happy to help a founder revise and iterate a pitch deck before it is sent to the rest of the investment 

committee for formal consideration. 

 

We hope that these guidelines are helpful in creating an effective pitch deck. At the VMS fund, we’re 

convinced that within Constellation there are employees capable of building large, innovative and 

sustainable vertical market software companies. If you’re one of them, we want to hear from you! 

 


