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ENTREPRENEURSHIP DEVELOPMENT AND STARTUPS 

DIPLOMA WALLAH 

COMMON FOR ALL BRANCHES   

 

UNIT 6: PITCHING, GROWTH, AND NEXT STEPS  

 

WEEK 12: Crafting Your Pitch & Storytelling 

1. Purpose of a Pitch Deck 

A pitch deck is a short presentation used by entrepreneurs to showcase their 

business idea, product, or startup plan to potential investors, partners, or judges. 

It helps in communicating what problem your business solves, how it does so, and 

why it’s worth investing in. 

Main purposes: 

• To attract investors or funding. 

• To explain the business model and growth potential. 

• To create interest and excitement among stakeholders. 

• To showcase the team and their ability to execute the plan. 

• To clarify the vision and goals of the startup. 

A well-made pitch deck acts as a visual storytelling tool that converts your idea into 

an engaging, easy-to-understand narrative. 

 

2. Components of a Compelling Pitch 

A good pitch deck usually includes 8 to 10 slides that cover the following key 

components: 

a. Problem 

• Clearly describe the issue your target customers face. 

• Use facts, statistics, or relatable stories to show why this problem matters. 

• Example: “Every year, millions of students struggle to access affordable and 

high-quality educational materials.” 

b. Solution 

• Explain how your product or service solves that problem. 
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• Highlight the uniqueness or innovation behind your approach. 

• Example: “Our app connects students to verified study materials and tutors 

using AI recommendations.” 

c. Market Opportunity 

• Present the size and potential of the target market. 

• Include market trends and customer segments. 

• Example: “The online education market in India is expected to reach ₹30,000 

crore by 2026.” 

d. Business Model 

• Describe how your startup will make money. 

• Explain your revenue streams such as subscriptions, commissions, or 

advertisements. 

e. Traction or Progress 

• If possible, mention current progress—number of users, partnerships, 

feedback, or prototype. 

• Investors prefer startups that have already taken some action. 

f. Team 

• Introduce your team members, their skills, experiences, and roles. 

• A strong, balanced team increases investor confidence. 

g. Financials 

• Give a snapshot of expected revenue, profit margins, and funding 

requirements. 

• Mention how the funds will be used (e.g., marketing, product development, 

hiring). 

h. Ask 

• Conclude with what you’re asking from investors—for example: 

o “We are seeking ₹10 lakhs in exchange for 10% equity.” 

o “We are looking for strategic partners to help us scale.” 

 

3. Storytelling Techniques for Engaging an Audience 
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Storytelling transforms your pitch into something memorable. 

Instead of listing facts, tell a story that connects emotionally with your audience. 

Effective storytelling techniques: 

1. Start with a relatable problem or real-life scenario. 

2. Use simple, emotional language — make your story human-centered. 

3. Show transformation — from problem → solution → success. 

4. Add visuals or short demos — show, don’t just tell. 

5. Use a consistent narrative flow — beginning, middle, and end. 

Example: 

Instead of saying, “Our product reduces food waste,” say, 

“Every day, restaurants throw away tons of food while thousands sleep hungry. We 

created a platform that connects leftover meals to NGOs instantly.” 

 

4. Verbal and Non-Verbal Communication Skills 

When pitching, how you speak and present yourself is as important as your idea. 

Verbal communication tips: 

• Speak clearly, confidently, and slowly. 

• Avoid jargon; use simple, understandable language. 

• Use a positive tone and show enthusiasm. 

Non-verbal communication tips: 

• Maintain eye contact with the audience. 

• Use hand gestures to emphasize key points. 

• Keep an open posture (avoid crossing arms or fidgeting). 

• Smile naturally and move around the stage confidently. 

 

5. Activity 

Students prepare their initial pitch script using all the above components — 

problem, solution, market, team, and ask — and practice delivering it in front of 

peers. 

 

 Developing Your Business Plan (Lean Approach) & Refining Your Pitch 
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1. Lean Business Plan – Overview 

A Lean Business Plan is a simplified, flexible, and practical version of a traditional 

long business plan. 

It focuses only on the essential elements needed to guide the startup and present to 

investors quickly. 

Key components of a Lean Business Plan: 

1. Business Model Summary (BMC) 

2. Key Objectives 

3. Target Market Overview 

4. Value Proposition 

5. Revenue Model 

6. Key Metrics for Success 

7. Financial Summary 

8. Action Steps or Milestones 

Unlike a 40-page document, a lean plan fits within 2–3 pages and evolves as the 

startup grows. 

 

2. Refining the Business Model Canvas into a Comprehensive Plan 

In earlier units, students learned about the Business Model Canvas (BMC). 

Now, they expand it into a more strategic and detailed plan by adding: 

• Market validation results (surveys, feedback). 

• Pricing strategy and cost breakdown. 

• Operational plan (production, supply chain, logistics). 

• Marketing strategy (target channels and promotions). 

• Financial projections (expected revenue and expenses). 

This refined version helps founders make data-driven decisions and prepare for 

investor meetings. 

 

3. Peer Feedback Session on Draft Pitches 

Students present their draft pitches to classmates or mentors to receive constructive 

feedback. 

This step helps improve clarity, structure, and delivery. 
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Feedback may include: 

• Whether the problem is clearly defined. 

• If the business idea is realistic and scalable. 

• Whether the presentation captures audience attention. 

• Suggestions for improving visuals, storytelling, or confidence. 

 

4. Workshop: Pitch Practice Session 

Practice is essential for mastering a startup pitch. 

During the workshop, students: 

• Rehearse their pitches multiple times. 

• Time their presentations (keep within 5–7 minutes). 

• Practice answering possible investor questions. 

• Receive guidance on body language, voice modulation, and Q&A handling. 

This builds confidence and readiness for the final pitch presentation. 

 

Final Pitch Presentations & Future Directions 

1. Final Project – Business Idea Pitch 

In this final week, students present their final business pitch to a panel of evaluators 

(faculty, entrepreneurs, or investors). 

Key requirements: 

• Presentation Duration: 5–7 minutes + Q&A session. 

• Slides: 8–10 well-designed slides. 

• Clear explanation of problem, solution, business model, and growth plan. 

The evaluation focuses on: 

• Clarity of the idea 

• Feasibility of execution 

• Innovativeness 

• Presentation skills 

• Confidence and team coordination 
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This presentation acts as a mini-investor pitch simulation and helps students apply 

everything they learned in previous units. 

 

2. Continuous Learning and Adaptation 

Entrepreneurship doesn’t end after the pitch — it’s a continuous learning journey. 

After presenting, entrepreneurs must: 

• Collect feedback and iterate on their idea. 

• Track progress using data and customer feedback. 

• Stay flexible — adapt the business model as markets change. 

• Keep upgrading skills (finance, marketing, leadership, etc.). 

Remember: The best entrepreneurs are lifelong learners. 

 

3. Future Directions for Aspiring Entrepreneurs 

After completing the course or project, students can take the next steps such as: 

a. Joining Incubation Centers 

• Many colleges and government programs support startups with funding, 

mentorship, and office space. 

b. Applying for Startup Competitions 

• Competitions provide exposure, investor connections, and seed money. 

c. Networking with Entrepreneurs 

• Joining entrepreneurship clubs, online forums, or LinkedIn groups helps gain 

insights and partnerships. 

d. Seeking Funding Opportunities 

• Explore government grants, startup accelerators, or angel networks like 

Startup India, MSME, or TBI (Technology Business Incubators). 

e. Building a Prototype or MVP 

• Create a Minimum Viable Product to test your idea in the real world. 

 

4. Resources for Aspiring Entrepreneurs 

Some useful resources and platforms include: 

• Startup India Initiative (https://www.startupindia.gov.in/) 
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• MSME Development Programs 

• Atal Innovation Mission (AIM) 

• Local Polytechnic Entrepreneurship Cells 

• Online Courses on Coursera, Udemy, or edX 

• Books – “The Lean Startup” by Eric Ries, “Zero to One” by Peter Thiel. 

 

Summary (in Hinglish) 

Yeh unit students ko business idea ko market-ready pitch me badalne ka process 

sikhata hai. 

Starting from storytelling aur communication, students apna business model aur 

lean plan refine karte hain, aur last me final pitch presentation dete hain. 

Isme focus hota hai confidence, clarity aur creativity par. 

Yeh phase unhe real-world entrepreneurial journey ke liye ready karta hai. 
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