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What do we need funding 
for?
Which type of funding 
should we be looking for?
Which type of funders 
should we target?
From these funders’ 
perspectives, are we ready 
for their investment?

A set of simple tools for last mile distributors (LMDs) looking to begin their fundraising journey

Which specific funders 
should we pursue? 

How do we attract the 
attention of funders?
How do we pitch our 
business?
How do we build 
relationships with 
funders?

Which documents do we 
need to share about our 
business?
In particular, how do we 
communicate our 
financials (e.g., unit 
economics, financial 
forecast, etc)? 

Investment-
readiness self-

assessment

Funder database

Pitch 
recommendations 

and templates

Templates for required 
documents (financial 

model)



Do your research! Quality over 
quantity of targets

Build an investor tracker to manage 
your relationship with investors

Get introduced to investors

Prepare a great pitch

Keep investors engaged and updated

Repeat!
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Know who you’re pitching to and which KPIs they’ve 
promised to their own investors.

• Grants/impact first: impact KPIs

• Debt: Non-performing loans (loans that don’t get 
paid back); debt investors are typically risk averse; 
their focus is on cash flow and the balance sheet

• Equity: IRR (financial returns); impact sometimes

Excerpt from Beneficial Returns Borrower Brochure. Click here to 
read in full.

Research your targets’ websites. 
Investigate their eligibility 
criteria and check who they 
have invested in before.

https://www.beneficialreturns.com/uploads/7/5/2/0/75208167/beneficialreturns_borrowers_191114.pdf
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Start with a list of 5-10 very relevant investors and start reaching out 
Remember to use the GDC’s funder database to identify funders!

In your investor pipeline spreadsheet, include: 

• Fund name, sectors, ticket size, name of contact point and 
contact details, reasons why you think this investor will be 
interested, who can help you get a meeting, status of intro, 
response, other notes.

Except from techstars build your investor pipeline worksheet. Click here to read in full.

Based on funders’ responses, 
reflect, adjust, and expand 
your list as needed.

Pitch recommendations and templates for LMDs

https://globaldistributorscollective.org/lmd-funding
https://toolkit.techstars.com/build-your-investor-pipeline-worksheet


Many investors believe the best companies get introduced to 
them; they don’t come through their website or LinkedIn.

Figure out who within your networks could make an 
introduction, e.g.,

• Your suppliers (who will directly benefit in your scaling of 
sales) 

• Existing funders or investors in your company (especially 
those that are very satisfied with your performance)

• Local or international member or industry associations you 
are part of

• Others in your personal and professional networks  
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Your pitch deck will mirror the dimensions of the investment-readiness framework adapted 

from VIRAL

• Your pitch should be different for every single person you pitch to

• Your ask should be clear

• Your pitch deck can be both a comprehensive pitch deck, like the 
one provided here, or a 1 or 2 pager, like on the following slide.

Adapted from VIRAL. Click here to read in full.

Product

Market

Team
Problem and 

vision

Business 
model

Value 
proposition

Scale Exit

https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-the-way-they-talk-to-each-other-3e714e7a5245


Pitch recommendations and templates for LMDs 9

Deevabits 
Green 
Energy

ATEC*

https://www.atecbio.com/
https://www.deevabits.com/
https://www.deevabits.com/
https://www.atecbio.com/
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Use the VIRAL framework criteria to help structure your updates, and include both 
positive news and challenges, e.g.:
• Have you expanded your management and/or your operational team in a way 

that will allow you to grow or operate more efficiently?
• Perhaps you have received a small grant to test a new product and want to 

get investors interested and engaged for a future scale up? 
• Are you concerned that the price increases of your inputs may reduce your 

addressable market?  
• Have you refined your business model, meaning you have new data to 

share on your cost structure or unit economics?
• Keep updates brief and tailored (think back to your last conversation with them, 

remember what is important to this investor)
• If you have fulfilled some of their criteria and renewing your investment ask is 

therefore appropriate, go for it
• Otherwise ask for something small, like feedback, advice, and/or connections.

For investors that express an interest in 
your company (even if they are not 
ready to immediately invest), send e.g. 
quarterly updates via email, including 
your progress, success and 
challenges/asks.





Prepare a great pitch!

Your pitch deck will mirror the 
dimensions of the investment-
readiness framework adapted 

from VIRAL.
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Slide Contents

1. Vision and value 
proposition

A one sentence overview of your company and the value you provide to 
customers. Keep it short and simple.

2. The problem Describe the problem your company is solving and the people/businesses 
that are experiencing the problem.

3. Target market 
and opportunity

Expand on who your customers are, how many of them there are, the total 
market size and how you position your company in the market.

4. The solution Describe your product or service. Describe how customers use your 
product and how it addresses the problem(s) that you outlined on slide 2.

5. Revenue model 
or business model

Explain how your product or service makes money, and how customers pay 
for it. 

6. Traction and 
validation/roadmap

If you are already making sales, talk about that here. Investors want to see 
that you have proven some aspect of your business model. 

Source: Bplans

https://articles.bplans.com/what-to-include-in-your-pitch-deck/
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Prepare a great pitch! (continued)

Slide Contents

7. Marketing 
and sales 
strategy

Outline your marketing and sales plan. Explain how you are planning on getting 
customers’ attention and what your sales process will look like. 

8. Team Highlight key team members, their successes at other companies, and the relevant 
expertise that they bring. 

9. Financials Include your sales forecast, income statement (also called profit and loss 
statement), and cash flow forecast for at least three years. 

10. 
Competition

Describe your competition.

11. Investment 
and use of 
funds

Explain how much funding and of which type (grant, debt, equity) you are looking 
for, and why.

Partnerships 
(optional to 
include)

Describe key strategic partnerships (eg with a manufacturer, with an NGO) that are 
critical to your success. 

Source: Bplans

Your pitch deck will mirror the 
dimensions of the investment-
readiness framework adapted 

from VIRAL.

https://articles.bplans.com/what-to-include-in-your-pitch-deck/
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[1. Vision and value proposition]

A one sentence overview of your company 
and the value you provide to your 
customers. Keep it short and simple.

Tips:
• A great way to think about this slide is to 

imagine it as a tweet—describe your 
business in 280 characters or less, in a way 
your parents would understand.

• For inspiration, go through vision and 
mission statements of companies with a 
similar business as yours, that are 
operating in a different country.  

AGRICULTURAL EQUIPMENT PROVIDER 
TO EAST AFRICA’S RURAL ECONOMY
We are focused on creating solar-
powered products that have a direct 
and significant impact on productivity.

We identified how to deliver clean 
energy powered equipment to off-grid 
communities, and also how to deliver 
these products so that they are 
affordable to smallholder 
agribusinesses.

Source: Tulima Solar

Tip: Slide titles can be replaced 
by key messages that are 
tailored to your business

https://tulimasolar.com/who-we-are/
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[2. The problem]
Describe the problem your company is 
solving and the people/businesses that are 
experiencing the problem.

Tools and references:
• SDG resources provide qualitative and quantitative 

information on these issues, including by country

Tips:
• Think of public targets, nationally or 

internationally (e.g., the Sustainable 
Development Goals). Is your company trying 
to solve a problem inscribed in these?

• Ideally, try and tell a relatable story when you 
are defining the problem. The more you can 
make the problem as real as possible, the 
more your investors will understand your 
business and your goals.

Tip: You don’t strictly have to follow this 
order of slides. As long as all the 
contents are there, choose the order 
that best fits your story.

Source: ATEC*

https://sdgs.un.org/goals
https://www.atecbio.com/
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[3. Target market and opportunity]

Expand on who your customers are and how 
many of them there are. What is the total 
market size and how do you position your 
company in the market? 

Tools and references:
• Global and local industry associations (e.g., GOGLA, 

CCA) and development agencies (e.g., USAID, World 
Bank) regularly produce market intelligence reports 
you can use to get estimates of market size and 
competitive landscape. 

Tips:
• Investors will want to know how much people 

currently spend on similar products or services, to 
get a sense of the total market size. 

• You’ll want to divide your market into segments 
that you will address with different marketing and 
types of products.

• Be careful with this slide. It’s tempting to try to 
define your market to be as large as possible, but 
investors want to see that you have a very specific 
and reachable market. The more specific you are, 
the more realistic your pitch will be.

Source: Deevabits

https://www.deevabits.com/
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[4. The solution]

Describe your product or service. 
Describe how customers use your 
product and how it addresses the 
problem(s) you outlined on slide 2.

Tools and references:
• The manufacturers of the products you distribute should be 

able to provide materials.

Tips:
• If possible, use pictures and 

stories when you describe your 
solution. Showing is nearly always 
better than telling.

• Do not hesitate to add client 
testimonials or research available 
on the products you are 
distributing, to demonstrate your 
value proposition. 

Source: Burn

https://burnstoves.com/


Pitch recommendations and templates for LMDs 18

[5. Revenue model or business model]

Explain how your product or service makes 
money. What do you charge for the 
product, who pays for it and how? 

Tools and references:
• Several online resources can help you prepare a 

business plan and pitch (check out slide 30).

Tips:
• You can also reference competitors here 

and discuss how your pricing fits into the 
market; e.g., are you a premium, higher-
quality product, or a budget offering that 
is more affordable than existing solutions 
on the market?

• Use diagrams to help your audience 
understand the transactions more easily.

Source: ATEC*

https://www.atecbio.com/
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[6. Traction and validation/roadmap]
If you are already making sales, talk about 
that here. Investors want to see that you 
have proven some aspect of your business 
model. 

Tools and references:
• Several online resources can help you 

prepare a business plan and pitch (check out 
slide 30).

Tips:
• Use this slide to talk about your milestones. 

What goals have you achieved so far and 
what are the major next steps you plan on 
taking? 

Source: Deevabits

https://www.deevabits.com/
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[7. Marketing and sales strategy]

How are you planning on getting customers’ 
attention and what will your sales process 
look like? 

Tools and references:
• Go through GDC's knowledge hub for resources and 

ideas on marketing and sales strategies of LMDs that 
are relevant to your business.

Tips:
• Use this slide to outline your marketing and 

sales plan. You’ll want to detail the key 
tactics that you intend to use to get your 
product in front of prospective customers.

• It is important to show that you have a solid 
grasp of how you will reach your target 
market and which sales channels you plan on 
using (e.g., own shops, agents, e-commerce, 
hybrid models, etc).

• If your marketing and sales process is 
different than your competitors, it’s 
important to highlight that here.

Source: ATEC*

https://globaldistributorscollective.org/knowledge-hub
https://www.atecbio.com/
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[8. Team]

Highlight key team members, their 
successes at other companies, and the key 
expertise that they bring. 

Tips:
• Even if you don’t have a complete team 

yet, identify the key positions that you 
still need to fill.

• Keep profiles brief.
• Consider including pictures and links to 

individual LinkedIn profiles (provided 
these are all complete and up to date!).

• Consider including an organisational 
chart.

Source: ATEC*

https://www.atecbio.com/
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[9. Financials]

Include your sales forecast, income statement 
(also called profit and loss statement), and 
cash flow forecast for at least three years. 

Tools and references:
• Use the GDC financial model (found in our 

Knowledge Hub) to generate graphs for these 
slides.

Tips:
• Present these through charts (sales, total 

customers, total expenses, and profits). Do 
not include in-depth spreadsheets that will 
be difficult to read/understand.

• Be prepared to discuss assumptions you’ve 
made to arrive at your sales goals, and what 
your key expense drivers are.

• Be realistic. Explain your growth based on 
traction you already have or compared to a 
similar company.

• State clearly whether your cash flows are 
accounted on cash vs accrual basis to avoid 
confusion. Source: ATEC*

https://globaldistributorscollective.org/knowledge-hub
https://www.atecbio.com/
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[10. Competition]

Describe your competition. Even if you are 
there are no distributors selling the exact 
same product or service, your potential 
customers are using alternative solutions to 
solve their problems today.

Tools and references:
• Consider comparing your company with the industry 

on specific KPIs through benchmarking tools like 
PAYGo PERFORM or upcoming GDC work on this.

Tips:
• Describe how you fit into the competitive 

landscape and how you’re different to the 
competitors and alternatives that are on 
the market today. 

• What key advantages do you have over the 
competition? Explain why customers will 
choose you over your competitors.

Source: ATEC*

https://www.cgap.org/research/publication/paygo-perform-financial-operational-and-portfolio-quality-kpis-paygo-solar
https://www.atecbio.com/
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[11. Investment and use of funds]

How much funding and of which type 
(grant, debt, equity) are you looking for? 

Tools and references:
• Several online resources can help you 

prepare a business plan and pitch 
(check out slide 30).

Tips:
• Explain why you need the amount of 

money you are asking for and how you 
plan on using the money. 

• If you already have some investors on 
board, talk about those other investors 
and why they chose to invest.

Source: ATEC*

https://www.atecbio.com/
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[12. Partnerships]

Describe key strategic partnerships 
(e.g., with a manufacturer or NGO) that 
are critical to your success. 

Tools and references for this slide:
• Several online resources can help 

you prepare a business plan and 
pitch (check out slide 30).

Tips for this slide:
• Think of your product suppliers, 

previous funders (e.g., grants and 
awards you have received), 
development organisations, etc. 

Source: Deevabits

https://www.deevabits.com/
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Except from best 3 
minutes pitch canvas. 
Click here to read in full. 

Remember: a one-pager is 
also a very powerful tool!

Source: ATEC*

https://best3minutes.com/the-pitch-canvas/
https://www.atecbio.com/
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Once you have engaged investors, what data do you share with them?

The next slide provides a list documents that are typically required to have in a data room you share with 
investors. 

Next: go to the financial model (find a template for this in our Knowledge Hub).

Investment-
readiness self-

assessment

Funder database

Pitch 
recommendations 

and templates

Templates for required 
documents (financial 

model)

https://globaldistributorscollective.org/knowledge-hub
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Data room essentials 
and available templates

Category Documents (not all of these will be relevant for your company) Templates

Company documents Company registration documents. If you already have investors, include investor 
agreements and capitalisation table.

n.a.

Board of Director materials (if relevant) All board meeting minutes, board consents and actions. n.a.

Financials Profit and loss statements, pro-forma statements for next year, and projections. For forecasts, use financial 
models provided in this 
toolkit

Business plan and marketing materials Business plan as a text document explaining the business and its operations, 
expansion plan, market overview, risks, the team, financial information etc.
Condensed versions in one-pager and pitch deck.

Use pitch deck provided in 
this toolkit

Intellectual property (if relevant) Granted and filed patents, trademarks, and IP strategy. n.a.

Market research Market studies, competitive analysis with features and pricing. If you do not have your own, 
use highly relevant publicly 
available market research 

Operations Any documents and agreements for the sales process and pipeline, and supplier
agreements.

n.a.

Staff List of all current employees, titles and salaries; CVs for key staff; employee 
agreements; future critical roles and hires; list of contract workers and firms

n.a.

Any other documents E.g., loan agreements signed, insurances, etc n.a.

Adapted 
from 
medium 
post.

Tip: Make sure your business plan / pitch deck 
/ one pager and financial model all use the 

same underlying assumptions, have the same 
figures and tell the same story!

https://medium.com/@corl/what-do-i-include-in-an-investor-data-room-c631303dc0d9
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Several online resources can help you prepare a business plan and business pitch, e.g.:
• https://articles.bplans.com/what-to-include-in-your-pitch-deck/
• https://www.bplans.com/
• https://abaca.app/
• https://gust.com/
• https://www.liveplan.com/how-it-works

https://abaca.app/
https://www.bplans.com/
https://abaca.app/
https://gust.com/
https://www.liveplan.com/how-it-works

