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The Real Do’s and Don’ts
of approaching a VC
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From Email to a meeting

First meetings — Do’s and Don’ts
Things entrepreneurs forget to do
Things entrepreneurs often do
“Top 5 things”
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First interaction

® [ntroductory Emaill

Unsolicited = low priority

Don’t send an Email if you do not have material

Refrain from NATQ distribution

No “Cut, paste and send”

Hebrew is a wonderful language, English is the VC language
Use spell-checkers (and a dictionary, to be on the safe side)
VCs do not sign NDAs - save the trouble

e Attachments
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The smaller the better
A professional teaser vs. a professional turn-off
Passwords and other nuisances are not appreciated



A few examples...

Tao: Guy Horowitz
From: |

subject:  : Gemini and IS - systemn
To: Deals
(o] Shalom Guy

And I ask U to give me few seconds from your time because 1 see opportunity to work together,
We are developing an NN = ot cystem, Our products will be very sensitive and will give results with
only walking stress.

subject:  executive summary || TR
Attachments: I ¢ o (152 KE)

Hello.

YWe are a couple of young entrepreneurs located at Tel-Awiv, Israel

I can send U more infarmation like EXECUTIVE SUMMARY .

Can I ask you kindly to update your people that I tested 69 MG = 10

R :|gorithm found all the 69 health one and all the 19 patients.
The next step is to test the product on 300 , and 50 NG

. : : ]
in a field of embedded/real time systems. Yours truly, Fram
YWe have an idea in early stages of development (we already have ¢ ) T E=e
for the embedded development tools market o
prototype) for P : Subjeck: 77777 Fu: E.G.

Please see attached executive summary far details. attachments: 2| @xecutive summary doc (115 Ke); 5] .pps (2 ME)

For further information, please contact US Fom: S —

20017
Tos Deals
A o I T o - AT
Subject:  Attached

I
phone ; -+

email : I 01T

attachments: 'ﬂj_.dnt (457 KE)
pear [
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Please find attached an executive sunmary.

Please set up & weeting with us.

Dr. I

|
and
Gen (R IR - -

Eest Regards

Ir. I
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From an Email to a meeting

® A phone call is a milestone, not a gate
e Never refuse to discuss things on the phone first
If “It’s not interesting”, arguing won’t make it interesting
Ask for referral to a more relevant fund
“We are talking to other VCs” - make sure you use it properly
Be ready for key questions (“how much?”)

e Due diligence is not unidirectional
e What were this fund’s recent investments?
Who is the relevant partner?
Read about companies that received investment from this fund
Talk to entrepreneurs who were funded or rejected by this fund
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From an Emall to a meeting

T he What do you

it's missing

think of my
V C business plan?
9.0

by Robert von Goeben

& Kathryn Siegler

] It's good, but
something.

What's (If it just had |

that? more of a
direct sales
model, we'd

l be interested.

ONE WEEK LATER... ONE WEEK LATER...

ONE WEEK LATER...

) OK, we've
pveve y | | added an
tl‘fﬂdir “E Hmm... OEM

& direc Looks OK, channel.

sales. but if it only

had an OEM
strategy.

!
=)

\

k.

I don't see
anything
about
technology
licensing.
If you just
focused on
| that...

ve made all the

changes you suggested.
Will you invest%g

You're all over
the map, and
your plan is very
unfocused.
We'll have to pass. |
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First meeting

e Time planning

Send the material a few days before

Consider only HALF of the allotted time as ‘yours’

Make sure you understand all attendees’ time limitations
e [f time is running out, ask what to focus on

e \Who should attend

e Alone is better than having a mute partner
e Nevertheless, if you can have two relevant people - do it

® Accessories
e A Disk-on-key is recommended as a backup
e Handouts are redundant
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First meeting

A complete product A

T h A new business plan. development schedule,
e Looks like a lot of in-depth market research,

work went into this. detailed financials.
This must have taken
weeks to write.
11.0

by Robert van Goeben

& Kathryn Siegler

This will require a Just... " | | Yeah. |l gave it
thorough reading. one a good scrub.
MNothing there.

Wanna go

to lunch? second...

Olk.

7

. ’ gemini israel funds




First meeting (cont.)

® Presentation essentials

e Who are you?
* What makes you investible?
Why is what you are doing big?
» Size of the opportunity
How are you going to do it?
* Unique approach
* Relevant knowledge and know-how

Who else is (or will be trying) to do it?
* What makes you better?

When will you have...?
* Trial / Beta
« Commercial Release
* Paying customer

How much will it cost to get there?
 How much money do you need?
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First meeting (cont.)

® Famous last words

“We haven't decided whom of us will be CEO”

“The first thing we’ll do is talk to potential customers”

“This problem is huge and all the analysts are talking about it”
“There are no competitors in sight”

“We need anywhere between 500K and 5 million”

e Take-aways
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What'’s the process in this fund?

Where are we on your priorities?

Main concerns / issues

Who would you recommend that we talk to?

The 1% meeting is about creating interest and learning - not selling
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First meeting (cont.)

I'm glad
The ruu'ﬁe OK, and rTh e ]
/ 3 en we'll
interested in then what! schedule
wh':ﬁm'i?“?' another
ne:-c: ';tset y Y series of
P ) I'd like to m_EE““EE
V schedule with the
1 4 0 another other
. meeting. partners.
by Robért von Goeben
& Kathryn Siegler
‘i ¥ L
How long We'll take a What if Why don't
does this | [ €ouPle more you're really ou iust
2 meetings to interested in you ju
B0 On: k he deal ' "'E.E e say “ino™
'?Ep'f e de . mvestlng? now?
alive, in case it : U Let's
E?::Itfuiaﬁ;fh I'd just say schedule a
things will bog S THW- meeting to
down and discuss that.
you'll go away.

> N
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Things entrepreneurs forget to do

e Talk to potential customers
e Not “Is it interesting”, rather “how much will you pay for it”
e Get written statements and/or permission to use as references
e Build a “bottom-up” strategy accordingly

® A real competitive analysis
e \Who may become a competitor?
e Which technologies or trends compete with your paradigm?

e Comparables
e Which examples can you find to companies resembling your —
e Business model
e Margins
e Sales cycle
’ e Exit path
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Things entrepreneurs often do (and shouldn’t)

e Rely solely on analysts
e VCs do not believe analysts
e Analysts do not believe themselves
e Analysts fail consistently in quantifying trends

e Calculate the TAM “top down”
e Not even one figure is substantiated by fact
e The bottom line can never look bad this way

® Massage the financials to death
e “This figure is too low — no VC would invest”
e “This figure is too high — the VC will not believe it”
e “This date is too early - the VC will think we are amateurs

e “This date is too late — no VC would dare enter such an adventure”
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Top 5 things VCs love to see

® Domain expertise / relevant background
e A 2" timer on board

e Good people on the sidelines

e A unique approach

e Traction with potential customers
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Top 5 things that turn VCs off

People who ‘know it all’

8 founders with equal holdings

“We have a termsheet from another VC”
Paranoia
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Top 5 things that turn VCs off

TOO MANY HOOKS, NOT ENOUGH FISH...

It's another VC. They're |
offering double your

T h 'E We're in a competitive, valuation.

business, so we're glad to

be the first to the table There's the other lines,

with a term sheet, hold on.. )
|- | Wait, let's

he conference table e G e talk about |r_
N By
by Robert van G | We're ready to...
= H..-'I:I'I':u'- ! : Hﬂ-ld ﬂ-rhl hﬂ_‘fE
to answer this...
hitpserwwtheve.oo
It's a corporate investor. T he Uh-huh [-I'm afraid to ask. L
valuation's doubled again. Yes..
. Yes...
Oops, there’s line three... .:ﬁ:_" thanis, Investment bankers. Looks

like we're going public, Guess
you didn't move fast enough.

Mo, wait! |




Questions?

The

iy

by Robert von Goeben
& Kathryn Siegler

I THE POWERPOINT PRESENTATION...

Il walk you through some
slides about our company.
Feel free to ask questions.
Slide number one: we're in
the marketing automation

space.
Canlask a
question!

Is there a market here! Ill answer
that myself. Forrester projects
$1B by 10021.Your technology?
Who cares, this space is all about
marketing. Competition? Plenty.
Of course, you see the 200 Ib.
gorillas as “partners” since you
can't compete. Let's move onto
sales strategy, where you'll

envision lining up key VAR's to
leverage sales, but really you
want to ignore the nasty SAP
integrations you'll run into.

“What's your plan for funding?
I've got that one covered too.
You want about $2-3M now to
get you through the next twelve
months, after which time you
envision a corporate round at a
ridiculous valuation. You “see an
IPO in 36-48 months,"” but we
both know you'll get taken out
by an also-ran that went public
when the market was sleeping.
In the end, we'll all be sitting on

“walking dead" $2/share stock.

E
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Umm...
Should we move
onto slide #27

——
Don’t bother.
We get it.
We'll pass.






