








* Then Term egotiations (|mportant)

Syndicate Build, and flnal DD and legals.
‘ N.B. legals always take longer than you think.
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* |f you don t give a valuation, it’s bacl caIcuIated from the raise:

®* You typically sell 33%-20%, so a raise of £500K implies a pre-
money of £1m-£2m. £2m is £4m-£8m, etc.




avel, R&D

. Revenue will be ignored; but the thought process is important.

-

* Don’t put in anything that’s not absolutely needed. Number
/ needs to be credible, but not too high — balance is key.







._fSé,you
ounds do fail!

*Bestto 8' h a smal 2, say you'll let “the market decide on

valuation”, and be pushed up as people get interested.




‘customers?

ain why people want it.

. Technolog

o

* TAM — how big is the market, and how much can you get?
/ ® Traction — has anyone paid you real money? Will they ever?




* Some do se

* Don’t bother W|tUs if ea rly stage

®* Choose investors who give you more than

google translate
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ut 877,000,000 results (0.52 seconds)

I'm super impressed X No.
by your vision and

really fascinated by

your background and

progress to date.

We are pumped we

had a chance to meet

to start building the

relationship and

aal would love to find a

way to partner
together down the
road.

Excited to keep in
touch and reconnect
at your next round.
Please let me know
how | can be helpfull

“just” money and can help for your next round
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