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Preparing for Venture Fundraising
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Disclaimer
The information contained herein is general in nature and is not intended, and 
should not be construed, as legal, accounting, or tax advice or opinion 
provided by CliftonLarsonAllen LLP to the user. The user also is cautioned that 
this material may not be applicable to, or suitable for, the user’s specific 
circumstances or needs, and may require consideration of non-tax and other 
tax factors if any action is to be contemplated. The user should contact his or 
her CliftonLarsonAllen LLP or other tax professional prior to taking any action 
based upon this information. CliftonLarsonAllen LLP assumes no obligation to 
inform the user of any changes in tax laws or other factors that could affect 
the information contained herein.
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0.05% - 1.25%
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The Fundraising Process…

What pop culture 
thinks fundraising is
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The Fundraising Process…

What your friends 
think fundraising is
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The Fundraising Process…

What other founders 
tell you fundraising is
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The Fundraising Process…

What fundraising 
actually is
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The real fundraising process
Decision Point

To fundraise or not to fundraise?

Fundraising Execution
Pitches, offers, and diligence

Create or refine your financial model
Translate your thesis to an investment

Calibrate your funding options
All money is not always good money

Refine your pitch deck and narrative
Problem. Solution. Why you?

Finalize your timeline
How long will it take?

Research potential investors
Learn who invests and what they want

Determine your goal
Why fundraise?

First contact to investors
Follow their instructions and wow them
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Why fundraise?

• Produce a working prototype

• Finish the MVP

• Complete clinical trials

• Commercialize the product

Good reasons…

• To pay expenses and salaries

• Running out of money

• My friend’s company did

• To “scale up”

…not so good reasons
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Create or refine your financial model

Compelling, commercial thesis

• Problem, solution, and assumptions

Financials reflecting an attractive investment

• Precise amount needed to raise

• Refinement of key assumptions and drivers, 
easily adjustable
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How long will it take?

Fundraising
timeline

Can you fundraise full-
time?

How many investors are 
involved?

Do you have current 
investors?

What is the investors’ 
diligence process like?

How close are you to a 
breakthrough?

How much cash is left?
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Research the type of money you want

Angel Investors and Friends & Family

• Investment amounts: $25-$250K
• Return expectations: 20%-35%
• When they invest: seed and pre-seed
• Diligence process: short and simple
• Exit time frame: 3-5 years
• Board involvement: one for the group

Venture Capitalists

• Investment amounts: $500K-$25M
• Return expectations: >25%
• When they invest: Series A and beyond
• Diligence process: long and complex
• Exit time frame: <10 years
• Board involvement: significant
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Refine your pitch deck and narrative
Problem
It’s important and this is 
how I know about it and 
why you should believe me 

Solution
Don’t worry, I will solve it 
and this is how

Urgency

We have to solve it now 
and here is why

Your Company, 
their investment

“Why you?”

Progress
Here is my progress so far 
and why it’s encouraging

Team
My team can execute the
solution and here is why

Resources needed

Here is what I need from 
you to continue 
executing the solution

“What’s your current 
burn rate and how much 

do you have left?”

“What’s your 
valuation?”“What other companies 

are doing this?”

“What have you done 
in this industry?”
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Find your investors and “wow” them on first 
contact

DO

• Follow the investors instructions
• Meet as many investors as possible, 

but focus on your industry/stage
• Focus on getting to the next 

meeting, not closing the deal
• Strike balance on confidence and 

humility

DON’T

• Send canned intros to several 
investors at once

• Make a complicated pitch
• Leave meetings without clarity on 

next steps
• Bluff
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100%
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Questions
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Find additional resources 
and learn about upcoming 
events at CLAconnect.com. 

Improving your financial 
health starts with an honest 
check-in. 
Our guidance can help 
organizations and individuals 
stay on the right track. 

We’re Here For You

Learn More

https://www.claconnect.com/
https://www.claconnect.com/campaign/financial-health-planning


CLAconnect.com
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Thank you!

Keith Davidson
Keith.Davidson@claconnect.com

https://twitter.com/CLAconnect
https://www.facebook.com/CliftonLarsonAllen
https://www.linkedin.com/company/cliftonlarsonallen
https://www.youtube.com/user/CliftonLarsonAllen
https://www.instagram.com/lifeatcla
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