
Pitch Deck Format
SIC Accelerator & SIC AI/DIGI Accelerator

Required attachment · max. 10 slides · Lean canvas welcome as a supplement

Attach the deck as a PDF or link (Google Slides, Canva) to your application. Applications without a pitch deck will not be
reviewed. All platform content, modules, tasks and articles are in English.

01 Problem

A specific problem, who has it, and how much it hurts. Ideally with a real-life example.

→ Who exactly experiences this problem? (role, context, situation)

→ How big is the problem in practice — what does it cost, what slows people down, what hurts?

→ A concrete example from real life or research — not a generic claim.

→ Avoid phrases like 'the market is inefficient' or 'people waste time.'

02 Customer

A specific customer. Not a persona, not a segment. Who exactly buys or will buy?

→ Describe one concrete customer — who they are, what they do, why they would pay.

→ Do you already have specific customers or research respondents? Name them.

→ How did you reach them? What did you learn from customer interviews?

→ Segments are fine — but only after you've shown a concrete example first.

03 Solution

What exactly do you do and how does it work? What does the customer get and how does their situation
change?

→ Describe the product or service — what it is and how it's used.

→ What does the customer gain, and what does their life look like after using your solution?

→ If a demo, prototype, or MVP exists — show it here (screenshot, link, video).

→ It's not about the technology. It's about the outcome for the customer.

04 Stage & Roadmap

Where are you now? What is the nearest milestone and what do you need to reach it?

→ "We're building the product" is not enough — what exactly, by when, who.

→ A clear milestone: what must be true for it to be achieved?

→ What do you need to get there — time, money, people, customers?



→ The roadmap doesn't need to be detailed — 3 steps with rough timelines is fine.

05 Market

Market size with a stated source. A number without a source is just a claim.

→ Total addressable market (TAM) — where does the number come from?

→ Your serviceable addressable market (SAM) and realistic obtainable share (SOM).

→ Which specific segment are you targeting first, and why that one?

→ Source: study, your own calculation, research — always cite it.

06 Business Model

How you make (or plan to make) money. Who pays, how, and how often.

→ Pricing model: subscription, one-time, commission, freemium...?

→ Who exactly pays — customer vs. user vs. intermediary?

→ Unit economics as an assumption: CAC, LTV, margin — even estimated.

→ How did you arrive at the price? Have you tested it with customers?

07 Competition

Who else is solving this problem, directly or indirectly?

→ "We have no competition" is always the wrong answer.

→ Direct competition: who is doing the same or a similar solution.

→ Indirect competition: how does the customer solve the problem today (Excel, manually, nothing)?

→ Your differentiator: what makes you different and why does it matter?

08 Traction & Evidence

The most important slide. What have you actually done.

→ Customer interviews: how many, what did you learn.

→ Pilots, PoC, LOIs, paying customers, revenue — anything real.

→ Users, sign-ups, waitlist, data from testing.

→ Negative findings count too — show that you're learning.

09 Team

Who you are and why you. Relevant experience, key roles covered.

→ Name, role, and why this person on this problem?

→ What experience is critical for this specific project?



→ Solo founders are welcome — but must show they know which roles are missing and how they plan to

address it.

→ Team composition across key skill areas: product, sales, technology.

10 What You Want from SIC Accelerator

Why SIC Accelerator and what specifically do you need.

→ "We want to grow" is not enough.

→ Where do you see the biggest gaps in your startup today?

→ What specifically do you expect from the accelerator: connections, knowledge, mentoring, something else?

→ Why now, and why SIC?
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