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Deck Quality Checklist (Tabular Format)
(IRS Toolkit – Module 2: Pitching & Business Model Essentials)
Instructions
This checklist is designed for EEN2EIC IRS Advisors to review SME pitch decks. Use the table below with columns for criteria, simple rating (✔ Yes / ✖ No / ~ Partial), and space for comments.
1. Problem & Solution
	Criteria
	✔ / ✖ / ~
	Comments

	Clear description of the problem to solve
	
	

	Compelling solution linked to the problem
	
	

	Evidence of market need
	
	


2. Market & Traction
	Criteria
	✔ / ✖ / ~
	Comments

	Defined target market size (TAM, SAM, SOM if possible)
	
	

	Evidence of traction (customers, pilots, revenues, partnerships)
	
	

	Competitor analysis and differentiation
	
	


3. Business Model & Strategy
	Criteria
	✔ / ✖ / ~
	Comments

	Clear explanation of revenue model (pricing, sales channels)
	
	

	Defined go-to-market strategy
	
	

	Milestones already achieved and next steps
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4. Team
	Criteria
	✔ / ✖ / ~
	Comments

	Key team members presented (roles, expertise)
	
	

	Complementary skills
	
	

	Advisors/partners mentioned (if relevant)
	
	


5. Financials & Funding
	Criteria
	✔ / ✖ / ~
	Comments

	Basic financials included (revenues, costs, projections)
	
	

	Current funding raised and runway
	
	

	Clear funding ask (amount + use of funds)
	
	


6. Pitch Design & Delivery
	Criteria
	✔ / ✖ / ~
	Comments

	Slides are visually clear and not overcrowded
	
	

	Consistent design and branding
	
	

	Storyline is logical and engaging
	
	

	Time-fit: 8–12 slides for initial investor pitch
	
	


📌 Tip for Advisors: provide 2–3 key improvement points, not too many details, to help SMEs focus on priorities.
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Appendix – Common Mistakes to Avoid
	Mistake
	Example / Why it’s a problem

	Excessive jargon
	Investors may not understand deep-tech terms

	No clear problem definition
	Pitch fails to show relevance

	Inflated market numbers
	Weak credibility

	Missing traction evidence
	Investors doubt market validation

	Weak or unclear funding ask
	Hard to evaluate investment case

	Overloaded slides
	Reduces clarity, investors lose focus

	Ignoring team gaps
	Investors see execution risk

	No clear call-to-action
	Pitch ends without concrete next step
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