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Introduction

Raising a Series A is less about “selling
your vision” and far more about proving
you’re ready to scale it.

Investors aren’t looking for theatrics -
they’re scanning for clarity, focus,
repeatability, and evidence. The good
news? You don’t need a 40-page
strategy deck to show them you’re a
founder worth betting on.

You just need a handful of tight, high-
signal marketing assets that
demonstrate you understand your
customer, your market, and how you’re
going to grow.

Here are the five foundational assets
that will strengthen your pitch deck,
tighten your narrative, and help
investors quickly understand the true
potential of your business.

Why This Matters
for Series A

Clarity
Repeatability
Traction
Market Understanding

In this guide, you’ll find:
What each asset is
Why it matters
How to do it well
A quick example for clarity
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Good:
 “We help independent medical clinics
reduce insurance claim denials and
recover lost revenue by connecting
scheduling and billing workflows - no
integrations required.”

Bad:
 “We provide an innovative workflow
optimization system that streamlines
global productivity.”

Mini-Examples

Asset #1: Clear
Positioning Statement

A simple, direct statement that defines:
Who you serve
The problem you solve
The outcome you deliver
What makes you meaningfully different

What It Is

Why It Matters
If your positioning is vague, investors
assume the rest of your thinking is too.
Clear positioning builds instant confidence
and signals that you understand your
market and your value.

A strong positioning statement also keeps
your deck, website, and conversations
aligned - which prevents the #1 investor
frustration: mixed messaging.

How to Do It Right
Use a clean structure:
We help [audience] who struggle with [core
problem] achieve [specific outcome]
through [differentiator].

Avoid jargon. Avoid “end-to-end solutions.”
Avoid sounding like everyone else in your
category.

Slide placement: Often used on Pitch Deck Slide 2.

Pro Tip!
Use the same positioning statement
everywhere - pitch deck, website,
outbound emails, and investor
conversations.

Consistency builds trust fast. If your
positioning shifts from slide to slide,
investors assume your strategy is still fuzzy.
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Asset #2: Simple
Customer Journey Map

A visual outline of how someone discovers
you, buys from you, and becomes a long-
term user or advocate.

What It Is

Why It Matters
If you don’t understand how customers
find you - or worse, haven't mapped the
friction points - investors worry you’ll scale
chaos, not revenue.

A good journey map shows:
You know your customer behavior
You have a plan for reducing drop-off
You understand what drives retention

How to Do It Right
Keep it simple. Four stages are enough:

Awareness
Consideration
Conversion
Retention

Identify the one biggest friction point and
one biggest opportunity.

Slide placement: Great for Pitch Deck Slide 5–7.

Awareness: Providers hear
about us in FB groups

Consideration: They book
a demo but aren’t sure
they can switch systems

Conversion: We handle
migration for them 

Retention: We send weekly
performance summaries
that reduce churn.

One flow. 
One hero problem. 

One proof of repeatability.

Good Map:
4–5 clear stages
Customer POV included
Highlights friction + opportunities

Bad Map:
Too many stages
Internally focused (“our process”)
No friction points

Mini-Examples
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Asset #3: Messaging
Guide (Lite Version)

A one-page cheat sheet that organizes
your core narrative - problem, solution,
benefits, proof, and your why-us.

What It Is

Why It Matters
Messaging is where most startups
unintentionally confuse investors.

A simple guide keeps your website, pitch
deck, and founder talking points aligned -
reinforcing clarity, not creating noise.

It also gives investors confidence that you
can communicate consistently as you
grow.

How to Do It Right
Include five pieces:

Core Problem
What your product does (in one
sentence)
Three benefits that matter
One differentiator
Three proof points

Good:
 Core Problem: Small clinics lose
revenue because scheduling and billing
systems don’t talk to each other.

Solution: Our platform unifies both
workflows in one place - cutting admin
time by 50–70%.

Three Benefits: Faster claims, fewer
no-shows, higher visit completion.

Differentiator: Zero-integration setup.

Proof: 42% fewer denied claims, 2.4×
visit completion, 90-day onboarding
success rate.

Bad:
 “We help users scale their impact with
end-to-end workflow optimization
solutions for modern teams.”

Mini-Examples

Slide placement: Often included in appendix or as founder prep material.

Pro Tip!

Great messaging works when
it’s repeated - not reinvented.
Stick to one core story across
your deck, site, and outreach.

5



Good:
Now: Referrals + community demos
Near: Paid experiments on LinkedIn
for clinic owners
Next: Partnerships with EHR vendors

Short. Prioritized. Shows discipline.

Why It Matters
You do NOT need a complex marketing plan
for Series A.

Investors simply want to know:
What’s working now
What you’re doubling down on
What you’re not pursuing
How you’ll scale channels with discipline

A clear roadmap reduces investor anxiety
and demonstrates focus.

Asset #4: One-Page
Growth Roadmap

A high-level plan that shows how you’ll
acquire, activate, and retain customers -
without overcomplicating things.

What It Is

How to Do It Right
Use a simple 3-part model:

Now → Near → Next

Now: What’s already working
Near: What you will validate in the next 1–
2 quarters
Next: What you’ll scale once metrics
support it

Slide placement: Often included as Slide 9–12 in a Pitch Deck.

Mini-Example

Stage 1 - Foundation

Your core systems, early
messaging alignment, and initial

traction mechanisms.

Stage 2 - Validation

Proving repeatability - early
customer wins, clear use

cases, tightening the funnel.

Stage 3 - Optimization

Improving unit economics,
reducing friction, increasing

activation/retention.

Stage 4 - Scale
The stage investors care
about most - expanding
channels, hiring, market

expansion.
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Mini-Examples

Efficiency Lift

“42% fewer claim
denials”

Fast Adoption

“68% activated in
48 hrs”

Revenue Signal
“2.4× completed visits

 +$87k recovered
(Q1)”

Asset #5: Proof of
Traction Sheet

A clean, skimmable page showing your
strongest traction and customer evidence.

What It Is

Why It Matters
Traction is the loudest thing in an investor
room.

It communicates more in 30 seconds than
seven slides of explanation.

Great traction sheets include:
3–6 metrics that matter
A visual snapshot of growth
Screenshots or customer quotes
Evidence of retention or usage

How to Do It Right
Choose metrics tied to value, not vanity.
(e.g., activation, retention, claim recovery,
LTV/CAC improvements)

Make the page visually scannable -
investors skim before they discuss.

Slide placement: Often included as Slide 8–10 in a Pitch Deck.

Pro Tip!
Use consistent units of

measurement across all
traction metrics.

 Investors don’t need perfect
data - they need comparable

data.
7



The Big
Picture

These five assets work
together to strengthen
the story investors care
about most:

What you do
Who you help
Why it matters
How you grow

You don’t need a complex
marketing plan for Series
A - you need a clear,
consistent narrative
supported by real
traction.

Bringing It All Together: 
Your Series A Story Stack

Slide placement: Often used as the “strategy summary” slide before traction in a pitch deck.

Drop the Positioning Statement into your pitch deck and website.
Use the Messaging Guide to align your talking points before every
investor conversation.
Bring the Customer Journey Map into conversations about repeatability.
Share the Growth Roadmap to demonstrate focus and prioritization.
Use the Traction Sheet as your strongest proof point - early and often.

How to Use This

Traction Sheet

 “How you scale with discipline.”

“Proof your strategy works.”

Growth Roadmap

Messaging Guide (Lite)
 “Your narrative blueprint.”

Customer Journey Map
 “Your path to repeatability.”

Positioning Statement
 “The foundation of your pitch.”

A simple framework to keep your Series A story crisp, consistent, and compelling.
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Ways We Can Work Together

Narrative refinement: Sharpen your positioning and messaging so
investors instantly understand your value.
Pitch-ready assets: Turn your existing materials into investor-
aligned versions that feel cohesive and compelling.
Growth strategy support: Clarify where you’re going next - and
how to tell that story with credibility.

Ready to Strengthen
Your Story for Series A?

Raising capital isn’t just about having a great product - it’s about
communicating your value with clarity, consistency, and confidence. If

you want support tightening your narrative or building these assets for
your deck, I’d love to help.

Let’s Build Your Story Together

If you're preparing for investor meetings or planning your raise,
start with a no-pressure conversation.

Book a quick clarity call

Sally Slate, Founder - Cultivate: Growth Marketing

sally@cultivategm.com   |   www.cultivategm.com   |   650.740.8337
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