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Hi, I’m Dave Sloan!

Founder of BigTalker

Product Management at both large and early stage 
companies

I’ve helped dozens of startups tell their startup story and 
execute their product strategy



What is a strategy deck?

1. Intro
2. The problem
3. The solution
4. Traction
5. Market size
6. Sales strategy
7. Partners
8. Revenue model
9. Competition

10. Team

1. Who are we? 
2. What do we believe? 
3. How do we position ourselves?
4. How do we differentiate? 
5. Who is our enemy?
6. Who are our target customers?
7. How do we measure success? 
8. Where do we fit in ecosystem?
9. How do we acquire customers?  

10. What are we going to build? 

Pitch deck Strategy deck



Why do we need a strategy deck?

● Helps motivate and sync the entire team, leads to product plan.
● Specifies what you are and aren’t.  Clarify your story. 
● Ties together vision, customers, marketing, sales and product

Every employee impacts the outcome, makes an impact 



Who are we?

● X for Y - high level
● Elevator pitch - 2-3 sentences
● Blurb on website - About us

BigTalker provides companies with ‘soft skills’ training 
programs to develop and retain employees. Workshops 
focus on core teamwork and communication skills. 

BigTalker is Yelp for professional development



What do we believe?

Mission

To give people the power to share and make the world more open and connected.

Vision

People use Facebook to stay connected with friends and family, to discover what’s 
going on in the world, and to share and express what matters to them.

Values

Be bold.  Focus on impact. Move fast. Be open. Build social value. 



How do we position ourselves in the market?

● How are we creating a new 
category?

● How are we changing the rules?
● How are we not just copying 

competitors in a crowded 
market? 



How do we differentiate? 

1. Native desktop apps
2. Better at mobile
3. Better organized

VS



Who is the enemy?

● 37 Signals - Basecamp:  “Microsoft Project sucks.”
● Apple: existing smartphones, Samsung, Android
● “Wordpress is not for Enterprise”



What problem are we solving?

Convince us the problem is real. 



What problem are we solving? 

“80% of women wear the wrong bra size.”  



What problem are we solving? 

BigTalker:  “Employees 
want on the job training 
more than any other work 
benefit.”



Who are our customers?

Who are we targeting? Who are we NOT targeting? 

How do we identify our target customers?



How do we measure success? 

Identify your specific KPI

How do we NOT measure success?

Source:  Ha Nguyen, Omidyar Network



How do we show customer traction? 

At BigTalker’s first workshop 

● 100% of attendees want more 
professional development 
sessions.  

● 92% want to learn more about the 
workshop topic. 

○ “I learned so much, and loved the way 
Kim made mindfulness relatable and 
practical. I've already started using 
some of her tips at work.”



How do we show traction? 

● Research the problem, 
validate

● Beta testing
● Custom market research!

What secret do you know about 
the market that no one else 
knows yet?



How do we fit in the ecosystem?

Where do we fit in the value chain? 



How do we acquire customers?

Inbound vs. outbound 

Paid vs. non-paid

Direct sales vs. channel



What are we going to build?

The startup story is reflected 
in the product roadmap

What are priorities? Themes?

What are we NOT building?

What is strategic vs customer 
requested?  



Summary: What is our startup story?

1. Company description 
2. Vision, mission, values, mantra
3. Competitive landscape
4. Differentiation  
5. The problem we are solving
6. Target customers
7. Success metrics (KPIs)
8. Where we fit in the ecosystem
9. Customer acquisition plan

10. Product Roadmap 

Define and socialize the startup story 

Write your employees into the 
company story - a sense of purpose 
motivates them



Discussion

Thank you!

Dave Sloan

● dave.sloan@gmail.com
● https://medium.com/@dave_sloan
● www.bigtalker.io

mailto:dave.sloan@gmail.com


appendix



What is a strategy deck?

1. Intro
2. The problem
3. The solution
4. Traction
5. Market size
6. Sales strategy
7. Partners
8. Revenue model
9. Competition

10. Team

1. What problem are we solving?
2. What do we believe?
3. How do we describe ourselves?
4. How do we differentiate?
5. How do we measure success?

The pitch deck

The strategy deck


