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STARTUP 
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TIPS & TRICKSB





Types	of	Funding…



•investor	"participates	in	upside”	
•actively	avoid	lower	risk	
•higher	returns	required	
•loss	of	equity	
•active	investment	(controls,	board	
roles,	etc)	
•suitable	for	riskier	investments	
•often	part	of	a	portfolio	

•often	"investment	grade”	
•passive	investment	
•no	loss	of	equity	
•fixed	sum	(or	structure)	
•fixed	time	period	
•fixed	rate	of	return	
•hefty	(and	onerous)	covenants	
•risk-averse	asset	

DEBT

HYBRID

EQUITY

Types	of	Funding…







What	do	VC’s	look	for?



Business	
Model

OpportunityTeam

What	do	VC’s	look	for?



What	to	Expect	with	a	VC!	-	(Via	France	Digitale)



Investors follow the 
herd. They care more 
about who else is 
investing than what you 
do as a company. Don’t 
go broad until you have 
your lead lined up.

Tip #1: Find your lead investor early.

How investors make decisions

50%
45%

5%

Business plan
Team
Other investors



Tip #2: Your angel investors don’t have to be in tech.

Active angels in 
Canada

Wealthy people 
that want to 

invest in tech

x

10x

Don’t limit your search to 
active tech angels. Think 
more broadly about who 
would support your 
company.



Tip #2: Your angel investors don’t have to be in tech.

Think broadly about your 
ideal investors. “Smart 
money” can make a big 
difference.

Wealthsimple investors come 
from…

64%

36%

Tech
Finance



Tip #4: Set a deadline.

Lead Deadline Close

2 weeks

Once you have a leader investor, move fast to close your round. 
Closing will always take longer than you expect.

1-3 weeks

Tip #3: Set a deadline.



Tip #4: Understand the Numbers… Financials… Economics.



Addressing a Sizable and Growing Market

Source: [Insert your source here]

$[X] bn Market is Expected to Grow at ~50%

X1 customers

X2 customers

X3 customers

Tip #4: Understand the Numbers… Financials… Economics.



Startup economics
Financial Overview

($M) 2017E 2018E 2019E Comments
KPI1 (e.g. customers) X1 Y1 Z1 [Insert comment]

KPI2 (e.g. channels, locations) X2 Y2 Z2

Revenues $X $Y $Z

Gross Margins A% B% C%

R&D $(R1) $(R2) $(R3) [Insert comment]

S&M $(S1) $(S2) $(S3)

G&A $(G1) $(G2) $(G3)

Operating Expenses $(OE1) $(OE2) $(OE3)

Net Cash Burn $(C1) $(C2) $(C3) [Insert comment]

# of Employees A B C [Insert comment]

Tip #4: Understand the Numbers… Financials… Economics.
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Unit Economics – Simple CLV/CAC Calculation

Term Definition Example

Average Selling Price 

(ASP)

� Annual average revenue per customer
� Can be monthly as well as long as consistent across $100

Gross Profit
� Profit after the cost to deliver product or service
� Gross margins x ASP $80

Customer Lifetime 

Useful Life

� 1 / annual churn rate
� If annual churn is 20% Æ 1/20% = 5 years 5 Years

Customer Lifetime 

Value (CLV)
� $80 Gross Profit x 5 years = $400

Customer Acquisition 

Cost (CAC)
� Annual sales and marketing expenses / gross customer adds $120

CLV / CAC � >3x is considered healthy, sustainable scaling ~3.3x

Tip #4: Understand the Numbers… Financials… Economics.



Investors Economics 
Startup economics Investors economics

Financial Overview
($M) 2017E 2018E 2019E Comments
KPI1 (e.g. customers) X1 Y1 Z1 [Insert comment]

KPI2 (e.g. channels, locations) X2 Y2 Z2

Revenues $X $Y $Z

Gross Margins A% B% C%

R&D $(R1) $(R2) $(R3) [Insert comment]

S&M $(S1) $(S2) $(S3)

G&A $(G1) $(G2) $(G3)

Operating Expenses $(OE1) $(OE2) $(OE3)

Net Cash Burn $(C1) $(C2) $(C3) [Insert comment]

# of Employees A B C [Insert comment]

Unit Economics – Simple CLV/CAC Calculation

Term Definition Example

Average Selling Price 

(ASP)

� Annual average revenue per customer
� Can be monthly as well as long as consistent across $100

Gross Profit
� Profit after the cost to deliver product or service
� Gross margins x ASP $80

Customer Lifetime 

Useful Life

� 1 / annual churn rate
� If annual churn is 20% Æ 1/20% = 5 years 5 Years

Customer Lifetime 

Value (CLV)
� $80 Gross Profit x 5 years = $400

Customer Acquisition 

Cost (CAC)
� Annual sales and marketing expenses / gross customer adds $120
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Tip #4: Understand the Numbers… Financials… Economics.



A compelling deck is short, clear, and well designed. 

Tell your story in 4-5 pages:  
(1) what you do 
(2) market size 
(3) team 
(4) growth plan 
(5) competition

Tip #3: Most decks suck - make yours good.Tip #5: Make a hell of a pitch-deck… most suck.



Welcome

AirBed&Breakfast
Book rooms with locals, rather than hotels.

1

This is a PowerPoint reproduction of an early AirBnB pitch deck via Business Insider @
http://www.businessinsider.com/airbnb-a-13-billion-dollar-startups-first-ever-pitch-deck-2011-9

jon@steadybudget.com

steadybudget

Changing the way pay-per-click analysts optimize monthly budgets.

Beauty Ecommerce for Women of Color

angel.co/podoziteniola@podozi.com |

Tip #5: Make a hell of a pitch-deck… most suck.



• If you can afford it, investing in your own round goes a long way 

• Signals to investors that you are committed, aligned, and will be 
a responsible steward of their capital 

• Surprisingly few teams invest in their own rounds so it can also 
help you stand out.

Tip #5: Put some money in yourself (if you can).Tip #6: Put money where your mouth is (if you can).



C REMEMBERING: 
PITCH TIPS 





PITCH	?!







THE PITCH
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SHHHHH....



dirty little secrets…



THE JURY



SELLING ????? 

KER  
FRÔ?



• What	is	the	problem	you're	solving?	
• Who	is	this	for?	Who's	the	customer?	
• How	are	you	going	to	market	it?	How	are	you	
going	to	sell	it?	

• What	makes	this	unique	or	defensible?	Can	I	copy	
it?	Does	it	stand	out?	Is	it	interesUng	in	some	
way?	

• What’s	the	market	opportunity?	Can	you	see	a	
clear	way	to	go	to	market?	

RESTAURANT



OPENING



TELL A STORY



BOOM!



AVOID BEING ONE



CALL TO ACTION & CLOSING



FINAL TIPS





LAST WORDS



CONNECT



WATCH OUT FOR THE LIES



*The power of the 
asterisk*

* hidden lies

BE HONEST



• NO hype	
• NO marketing	
• NO hard sell	
• NO buzz	
• NO viral	

In other words…

NO BULLSHIT!



13,000,000,000	

Huh?

BE FACTUAL... AND CLEAR



DON’T PLAY WITH TIME



write hard	

speak easy

BE SURE YOU ADD VALUE



speak slooowleeeee

CALM DOWN



DRUM DRUM 



KISS ME



KISS ME
Keep
It
Simple

Short & MEmorable







DON’T FORGET  
THE Q&AE



FAQ: 
We have separated the questions into three categories:  
A) Business  
B) Financials  
C) Management 

Disclaimers:
• The questions are not listed in any particular order  
• Not all of the questions will apply to your business  
• You can expect to be asked a lot more questions than included in 

this presentation  
• Be prepared to answer industry-specific questions which we did not 

include here



A) BUSINESS
 1. What is your industry and your business? 

2. What problem are you trying to solve? 
3. Why is this worth solving? Have you got validation 
4.  How big is this problem/market? 

  5.  How will your company grow?   
  6.  What is the biggest challenge for your company?   
  7.  How does the economy affect your business?   
  8.  What gives your company a competitive advantage? 
  9.  Who are your customers? 
  10.  How do you plan to acquire and keep customers? 
  11.  Why did you choose this market over another market? 
  12.  What drives customer satisfaction for this industry and this product/service category? 
  13.  What is the projected lifetime of your product or service? 
  14.  Is there a proven demand for your product/service? What research supports that? 
  15.  What is your pricing model based on? 
  16.  What is your legal liability concerning your products/services? 
  17.  Do you have proprietary intellectual property in the form of patents, trademarks, etc.? 
  18.  What’s the barrier of entry for competition? How easily can you be copied? 
  19.  What’s going to stop a big company from copying you? 
  20.  What is your strategy to handle competition?



B) FINANCIALS
  21.  How did you get your initial startup capital? 
  22.  What did you do with your initial startup capital? 
  23.  What’s your revenue model? 
  24.  What is additional funding going to do for you? 
  25.  Why are you raising the amount of money that you want to raise? 
  26.  How long do you expect this investment capital to last? When and how are you planning on securing  
                        more funding? 
  27.  What is your current revenue and how much of that is profit? 
  28.  Explain the fixed and variables costs in your business model? 
  29.  Who else have you spoken to concerning this investment? 
  30.  What is your investment proposal? What are you offering? 
  31.  What is your exit strategy? 
  32.  How much money can I potentially earn as an investor and what happens if the company goes bad? 
  33.  How much do you have invested in your own company? 
  34.  What and how are you being compensated from this project and/or investment? 
  35.  How much have other people invested into your company and what has been their return so far? 

C) MANAGEMENT
  36.  What does your team look like and what is their background? 
  37.  What selection criteria have you used to assemble your current management team? 
  38.  What kind of experience does your management team have in this field? 
  39.  Do you and your partners have any relevant diplomas, degrees, certifications etc.? 
  40.  Are all the key people in place? Are there any management gaps? 
  41.  What do you expect to be my involvement/role as an investor in the company? 
  42.  Are you currently doing something else for money or are you running your business full-time? 
  43.  What makes you sure that you will succeed with this business? 

 44. Why you are the best team to implement this idea?



















CAPITAL $ 
RAISED $1M $1M $1M $5M $11M $20M

PRE-MONEY 
VALUATION $5.3M $5.3M $5.3M $14.2M $40M $77M

VALUATION 
STEPUP FROM 

IDEATION
N/A N/A N/A 3x 8x 15x

DILUTION 
FROM PRIOR 

ROUND
16% 16% 16% 26% 22% 21%

TRAVERSING THE TRACTION GAP® REFERENCE SHEET

IDEATION MVC IPR MVP MVR MVT

REVENUE (ARR) $0 $0 $0 $0 $2M $6M

MAX MONTHLY 
NET CASH BURN $100K $100K $100K $250K $500K $750K

% R&D SPEND 80% 80% 80% 80% 70% 50%

% SALES & 
MARKETING SPEND 0% 0% 0% 0% 10% 35%

% SALES/
MARKETING SPLIT 0% 0% 0% 0% 70/30% 70/30%

% G&A SPEND 20% 20% 20% 20% 20% 15%

CAC RATIO 
(MEDIAN) 0 0 0 0 2 1.2

% GROSS MARGIN 
(LICENSE) 0% 0% 0% 0% 78% 78%

% CHURN RATE 
(MEDIAN) 0% 0% 0% 0% 10% 10%

HEADCOUNT 4-6 4-6 4-6 10-12 15-25 35-50

GO-TO-PRODUCT  > GO-TO-MARKET  >

IPRMVC MVP MVR MVT

GO-TO-SCALE  >

IDEA PRODUCT TRACTION SCALE

TRACTION GAP
THE 

IDEATION MVC IPR MVP MVR MVT

STARTUP CAPITAL NEEDS (FOR EACH VALUE INFLECTION POINT)

METRICS & RATIOS (FOR EACH VALUE INFLECTION POINT)

MVC
Mimum Viable Category

Defining a new or redefining 
an existing category

IPR
Initial Product Release

First publicly developed 
product iteration

MVP
Mimum Viable Product
Product has achieved 

minimal customer  
validation metrics

MVR
Mimum Viable Repeatability

Solution-grade product, 
business model &  

repeatable sales/marketing

MVT
Mimum Viable Traction
MVR + multiple quarters  

of growth

Source: Wildcat & Mattermark 2014 Startup Traction Report



IDEATION

Focus on product-engineering tasks: 
Perform statistically valid market 
research and prioritize initial product 
features based upon that market 
research.

Focus on market-engineering tasks: 
Build draft business model and initial
value propositions—estimate customer 
acquisition costs and marketing/sales 
funnel conversion rates.

Invest solely in people who can 
specify and build the product.

Implement basic systems for 
engineering, collaboration, 
and back-o!ce functions.

MVC
Capture statistically valid market 
feedback to produce a verified product 
and feature list.

Define or redefine the category you 
intend to build/compete in; lock in 
your initial value propositions, pricing 
models, and positioning.

Do not hire anyone who cannot 
accelerate initial product 
release.

Establish your startup’s initial 
governance and core values.

IPR
Don’t build everything. Obsess about 
the things that users really rely on and 
actually use. Develop a market-first 
mindset and process.

Focus on a subset of a market, then 
expand outward from there.

Hire only the best people, 
preferably those you’ve worked 
with previously.

Keep your systems incredibly 
lightweight at this stage.

MVP
Measure your customer engagement 
and usage rates, not just the number  
of customers.

Select revenue metrics carefully and 
maintain a disciplined focus around 
them.

Hire slow, fire fast—quickly 
remove toxic team members.

Keep your burn low—too 
much funding can cause bad 
behavior.

MVR
Measure your product’s success and 
communicate those metrics with 
customers to influence retention.

Leverage reference selling to fuel a 
repeatable sales engine.

Not everyone is good at every 
stage of the company. Remove 
anyone who isn’t consistently 
producing.

Spend more time on finance 
than you think you should; 
make sure the math works.

MVT Prioritize removing technical debt over 
new features.

Refine pricing models, customer 
acquisition strategies, hire sales 
resources slightly ahead of demand. 

Deliberately construct a high-
quality board—and advisers.

Implement advanced front 
and back o!ce systems.

PRODUCT REVENUE TEAM SYSTEMS

Purchase your copy of Traversing the Traction Gap

TRAVERSING THE TRACTION GAP® REFERENCE SHEET

© 2019 Wildcat Venture Partners. All Rights Reserved.

TRACTION GAP PRINCIPLES

AVOID THE MISSTEPS THAT  
CAUSE STARTUPS TO FAIL
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APPLIED 
ENTREPRENEURSHIP
Thank You.


