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TODAY’S PRESENTER
Charise Flynn, C Results.  

Charise Flynn is the owner of C.Results who partners with CEO's, executives, leadership teams and solopreneurs to 
grow their organizations. After 20 years of successfully building organizations from the ground up for multimillion-dollar 
companies, startups, and nonprofits

Charise knows what it takes to drive success and scale. Charise has first-hand experience scaling organizations as 
the former Chief Operating Officer of Dwolla. At Dwolla, she established and led teams in the areas of finance, legal, 
compliance, risk, customer support, sales, marketing and human resources. Having scaled the company from 2- 80+ 
team members, raised over $32M in tier-one venture capital, and oversaw the company’s expansion to San Francisco, 
she has a unique perspective of scaling organizations.

Charise lends her expertise to Executives and Entrepreneurs by guiding them through the journey of clarifying their 
vision, establishing strategy, setting attainable goals, raising capital and ensuring team wide accountability. In addition 
to her extensive operation and strategic planning advising, Charise is an advisor and coach to participants in the Drake 
University Leading Others Program, Iowa AgriTech Accelerator and Square One Accelerator. Additionally, she leads a 
biannual Raising Capital Seminar in partnership with the Des Moines Partnership.

Charise was named one of The Business Records "40 Under 40", awarded the Simpson College Alumni Achievement 
Award and the Technology Association of Iowa's Small Business Innovation and Leadership Award. She is a past 
board member for the Global Insurance Accelerator, Children and Family Urban Movement and Simply the 
Basics. Charise graduated Magna Cum Laude from Simpson College with degrees in Philosophy and Religion.



A JOINT COLLABORATION 



WELCOME

• Thank you for joining us!
• Logistics:

! Mute your microphone
! Turn on your video!
! Open the chat window and use this for questions

• A recording of this will be available



AGENDA

• Module 1: The Fundraising 
Journey: Steps to 
Raising Capital 

• Module 2: The Pitch: Telling 
Your Story

• Module 3: The Proforma: 
Building a Strong Financial 
Model

• Module 4: The Cap Table: Who 

Owns Your Company
• Module 5: The Term Sheet: The 

Details Matter
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https://steveblank.com/2020/02/26/how-to-raise-money-its-a-journey-not-an-event/
See appendix

https://steveblank.com/2020/02/26/how-to-raise-money-its-a-journey-not-an-event/


Achieve momentum/traction
!Product/technology / Customer traction
!Brand awareness / PR

ongoing

Build Investor Relationships
!Develop investor tracker
!Make contacts (directly, through mutual connections, etc)
!Ongoing communication / updates

ongoing

Validate Investor Strategy 
!Friends and family, individuals
!Angels, VCÕs, Strategics

iterative

Develop your Pitch Deck & Practice iterative
Build Financial Model & external review iterative
Organize Due Diligence iterative
Conduct Investor Meetings 
!Introductory
!Formal pitches
!Follow-up calls/meetings, due -diligence

ongoing

Negotiate 
!Term Sheet
!Closing Documents
Manage the Close
Investor Communications (written updates, board meetings) ongoing

6'+"2")$1-$7+"83*$21")1'7$,,
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• 3 months minimum
• 6 to 9 months likely

• Relationships, preparation, and demand can shorten the process
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review handout on next page



!"#$%&$$'( &$$' &$#)$*+, &$#)$*+-

./*+0,1&23 !"#$###%&%!'"#$### !'"#$###&%!'(
!)&!*#(%+,-.+/-%%00123+4%56789+::6%
!*;"<<%52%!'<<= !*#(&%!'"(%+,-.+/-%01>?@4!'<<A=

4,56,7189 !B"#C&!D( !*#(&!E#(%0123+4%!E;"(&!D(= !)#(&!*##(%0123+%!D(&!*#(A=

1942&780& F.8-GHI%J%F+(8:6%@G/-:I @G/-:I$%<89.2%KLMI KLMI KLMI

8:920&;1"+< :-II%5N+G%"O%23G-.IN87 G2%(2.-%5N+G%'#O%23G-.IN87 +,-.+/-%'#O%23G-.IN87 +,-.+/-%'#O%23G-.IN87

-8,03+&2,7 G2 G2 6-I 6-I

=>00 & !#&"#C% !*##&'"#C !)"#C&D##C

"02?2029@2 *P *P *P

72,>
Q(+.5$%92((855-H%385N%.-:-,+G5%
-P7-.8-G9-

F2RGH%(+.C-5%S854%T;U;%I+:-I%VW@$%
7.2HR95%H-I8/G%VW@$%I5.2G/%5-9N%S2.%@X1%
92(7+G8-I

W2%I5+.%KXMI%6-5%YR5%2S5-G%/22H%H8.-952.&
:-,-:%N8.-I;%%@Y8:856%52%+55.+95%+GH%(+G+/-%
/.-+5%7-27:-;

Q-G82.%:-+H-.IN87%8G%(2I5%SRG9582G%+GH%
7.2,-G%+Y8:856%52%.-9.R85%I-G82.%7-27:-

"0836@7+
>,0A27+?17

<+.C-5%.-I-+.9N%8GH89+5-I%I5.2G/%G--H%S2.%
5N-%7.2HR95

Q5.2G/%8GH89+582G%2S%7.2HR95Z(+.C-5%S85%
S.2(%-+.:6%9RI52(-.I%+GH%78:25%RI-.I

L:-+.%7.2HR95%(+.C-5%S85%0X<F=%+GH%
8G9.-+I8G/%-,8H-G9-%2S%X<F%8G%:+./-%
(+.C-5

72@;
Q5.2G/%5-9N%92&S2RGH-.%385N%.-:-,+G5%
-P7-.8-G9- X.2,-G%+Y8:856%52%(2,-%S+I5%

X.2,-G%+Y8:856%52%+55.+95%+GH%(+G+/-%/.-+5%
-G/8G--.I%07.2HR95%I9+:-I%YR5%I58::%Y.-+CI=

TP9-::-G5%5-9N%:-+H-.IN87;%%X.2HR95%
H2-IGM5%Y.-+C%+GH%(--5I%Q[@MI%0)&E%\MI%
+,+8:+Y8:856=;%<--5I%I-9R.856$%92(7:8+G9-%
+GH%H8I+I5-.%.-92,-.6%.-]R8.-(-G5I%2S%
-G5-.7.8I-%9:8-G5I

8"20,7189&

^-/R:+.%XJ[%+GH%_+:+G9-%QN--5;%`R(+G%
^-I2R.9-I%8I%S2.(+:%0Y-G-S85I$%I+:+.8-I$%
5+P-I=

F8G+G98+:%(+5R.856%H-(2GI5.+5-H%8G%
7.2a-9582GI

&,52&+B+
>,0A2719C bGH-.I5+GH%Y-I5%7.+9589-I$%/22H%8H-+I

Q5.2G/%8GH89+582GI%2S%H-(+GH%0-;/;%
2./+G89%5.8+:%I8/GR7I=

Q5.2G/%2./+G89%H-(+GH;%%QR99-II%385N%+5%
:-+I5%2G-%9RI52(-.%+9]R8I8582G%9N+GG-:;%%
V-9-G5%RGH-.I5+GH8G/%2S%SRGG-:%+GH%
787-:8G-%92G,-.I82G%.+5-I;

TP9-::-G5%RGH-.I5+GH8G/%2S%I+:-I%+GH%
(+.C-58G/%92I5I%+GH%L@L%7+6Y+9C%58(-I%
Y6%9N+GG-:;%%1G9.-+I8G/%92GS8H-G9-%8G%
I9+:+Y8:856%2S%5N-%I+:-I%Z%(+.C-58G/%
(+9N8G-;

>,0A27+
"872971,5

L2G,89582G%5N+5%5N-.-%8I%+%!*##(%@GGR+:%
^-9R..8G/%^-,-GR-%0@^^=%725-G58+:

8G9.-+I8G/%92G,89582G%2S%+%!)##(%@GGR+:%
^-9R..8G/%^-,-GR-%0@^^=%725-G58+:

8G9.-+I8G/%92GS8H-G9-%8G%-P85%725-G58+:%
0:+./-%I5.+5-/89%YR6-.I%2.%1X>=

70,@7189
1S%7.-&(2G-58c+582G$%/.238G/%3+858G/%:8I5$%
5.8+:%RI-.%Y+I- U-5%S.2(%#&!*##C%<^^%385N8G%*'&*D<U.238G/%';"%d%6Z6

!"#$$"%"#&'()*+"$,-.//0'1"$,2,'.,

3+40-5*"6.'7/5080'1"9(51,8"5'7":;4,-(5(0&'8



=>2+"(29$,"2"7'()2*%"-/*02?8$@

! "##$%&&'()*+),-./0(1&+-234'5#3445#"35#6,#"57"+#51+83' 5+5-37 5
0(1$+-9 5),-.+:43& ;'33<+$$3-.*=<)(6<),44<+6#*043>

! ?-@3'#(6'<7+-#<#"3<3-#63$63-3,6<#(<:3<',003''),4<'(<#"+#<"3&'"3<
0+-<.34*@36<+<$6()*#+:43<3=*#A<)(6<+44<$+6#*3'<;#9$*0+449<7*#"*-<B<#(<C<
93+6'<+)#36<*-@3'#13-#>
! Big Market opportunity Ðoften looking for over $1B
! Great Team / Vision / Commitment 
! Strong Business Model
! Competitive Moat / Secret Sauce

http://sofiafund.com/angels-tell-the-truth-what-makes-a-new-company-fundable/
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! …none of it will matter unless you build shit people care about 
and use en masse and thus you can attract capital even if you call 
it a Z-round. But my advice to entrepreneurs--stop sweating the 
silly optics."

- Mark Suster
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• Determine negative cash flow ÒbottomÓ
! Start with product development and inventory needs
! Add any other startup expenses 
! Add average burn rate x sell cycle in months x 1.5

$1,235,000 (inventory) + $800,000 (development) + 
($55,000 (burn rate)x 9 (sell cycle)x 1.5)  = $2,777,500



¥Raise enough money to achieve a set of milestones that will attract a 
subsequent round of investment 

¥Although raising for 15-18 months is ideal, sometimes it isnÕt a reality
¥Early on you may raise a smaller amount for a shorter runway simply to 

demonstrate initial traction (initial working product, pilot customers, etc)

¥Focus on getting done fast and back to work

C'D"(/7>"+'"123,$" E F)+3'*"G@



Valuations often determined by investor ownership %

Because investors typically expect 20 - 25% ownership after the round, 
your valuation istypically3 - 4x the amount you are looking to raise.

Example:
¥$1M raise
¥$1M = 25% of a $4M post-money valuation
¥Or $1M = 20% of $5M post money valuation
¥Therefore, the pre-money valuation would be between $3 - $4M

=>2+"3,"(%"7'()2*%"D'1+>@
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Iowa: typicallysub-$500K raise on a sub-$2M valuation 

$m
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1. Friends and Family Round
– Often company will set terms

– Multiple friends and family members will invest
– Likely wonÕt have a board seat

2. Angel / Seed Round led by company

– Often company will set terms
– Multiple individual angels or angel groups will invest

– Likely wonÕt have a board seat



J3--$1$*+"A*K$,+'1"<+12+$43$,L"7'*+"

3. Angel / Seed Round with lead investor
– Often lead investor will set terms

• Typically will invest a minimum of  20% - 25% of the total 
amount raised

– Likely have experience / knowledge that is relevant to your 
company

– May require board seat 

– Likely to be more hands onin next round 
4. Strategic Investors 
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Strategic Investors 
• May help by:

! Opening the door to a commercial deal
! Legitimizing the company
! Lending domain expertise

• May hurt by:
! Doing what is in their selfish self-interest

! Having a disproportionate influence on the direction of the company
! Inhibiting certain competitors from doing business with you
! Blocking future investment rounds
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F*44<#"3<),--34 ÒIdeal Investor ProfileÓ
•Stage
•Sector
•Customer Type
•Revenue
•Demographics
•Have they invested in your 
competitors? 
•Category
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Firm
Fund 
Size

Check 
Size

Leads? Ideal contact E-mail Companies like mine Word on the street
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• Crunchbase
• Pitch Book 
• Public Lists 

Midwest Tech Investors list Abhinaya Konduru, 
M25vc.com  https://bit.ly/30Cu7nrc
The most active hardware investors, Chris 

Quintero https://bit.ly/2DC76Ie
VC Funds below 200M, by Shai Goldman of 

SVB http://bit.ly/2xKWz80
Investors in Europe, by Techstars

http://bit.ly/2Ik93rg
LA/Socal Investors, by Greg Bettinelli of Upfront 

http://bit.ly/2xVCOKp

https://docs.google.com/spreadsheets/d/1AoG_FPLQtYF1oobiKjW7xBVHPf18PxxetcZaz8d0Et4/edit
https://bolt.io/who
https://docs.google.com/spreadsheets/d/1ebGZ6-ivf_3woBGC4Kz_3217DhjGsefoRu_5iP3nuFQ/edit
https://docs.google.com/spreadsheets/d/1neWbVEVm5nefBMw4xrx9eQLP4YTcfGf2OVulL0QrZRE/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1QU17lMkq1HU5nax7SOiaIEigm_y4om6PLgE_vELydmY/edit


R$43'*28"B*4$8"<%*0372+$

• Seed Step Angels – Oklahoma City
• Plains Angels – Des Moines
• Nebraska Angels - Omaha
• Gopher Angels - Minneapolis
• Sofia Fund - Minneapolis
• Women’s Capital Connection – Fairway Kansas 
• Mid America Angels - Fairway Kansas 
• Rockies Venture Club – Colorado

Note: regional syndicates have a history of sharing deal flow
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• PR
• Pitch Competitions
• Conferences
• CEO introductions
• Accelerators
• Build relationships

Demonstrate momentum!
• Product / tech 
• Early users
• Sales traction
• Industry traction / news 
• Partnerships
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• Fund Size (seed usually 
less than $100m)

• Check Size
• Lead or no Lead
• Ideal Person to talk to
• Word on the street
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Among many things investors 
look for:
• great team 
• big market opportunity
• strong business model 
• competitive moat 
• red flags
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! Make your bed Ðprepare for due diligence
! Form your team
! Create a receptacle
! Fill your receptacle
! Update your receptacle
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! Cannot wait for first due diligence request to put the 
information together  

! Organized due diligence makes a great first impression
! Do a mock due diligence response
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! Find advisers who have been through the process before.
! Attorneys and accountants can help you anticipate issues.
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! Online platform
– Dropbox, Box, Google Drive, OneDrive, Others?

! USB Stick
– Be careful with this format

– Cannot restrict access
– Cannot retrieve easily

– No permissions
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! Start a Dropbox or Box with all anticipated due diligence (DD) documents

! Organization is critical

Sample organization structure

MASTER FOLDER

SUB - FOLDERS
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! Create separate folders for each investor you share material with (including which 
pitch deck version you gave them).

! DonÕt share your DD data until you are certain of serious interest.

! Some investors will give you their DD list. 
( You may not have everything they ask for.  In some instances it is ok to say ÒI donÕt have xyz.Ó

! Minimize the number of groups you are doing DD with as it can take a ton of time.
( Ideally a lead investor will lead the DD process and all other investors will rely upon the lead 

investors DD review.
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! Corporate Documents
" Articles of Incorporation (Certificate of Organization)
" Bylaws/Operating Agreement
" Shareholder Agreements
" Subscription Agreements
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! Financial documents
– Financial statements

– Tax returns
– Pro forma financial statements

! Contracts
– Employment

– Supplier/customer 
– Leases

– Loans
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! Capitalization
– Cap table

– Option plans and grant agreements
– SAFE notes

– Convertible notes

! Intellectual Property
– IP Assignments
– Patents/Trademarks

– IP Opinions
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! Before the raise
! During the raise
! After the raise
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! Set expectations for a close date.
! Set expectations with all parties who need to sign 

paperwork.
! Make sure everyone understands their role and deadlines.
! This requires time and organization to keep the close on 

track
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! Need an entry for each investor.
! List each of the documents that need to be signed and any 

information you need from investors.
! DonÕt forget to get W9 forms for LLCs.
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! At the end of the close, update your document receptacle.
! Need to make sure you have the subscription agreements 

and other documents from each investor.
! Update the cap table and issue share certificates.
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Stay Connected

! Investors want to be part of team

! Email monthly or quarterly updates (see handout)
– Runway, sales progress, HR needs, key wins and losses
– Highlight any major milestones
– Outline any help you need from your investors
– DoesnÕt have to be lengthy - one page is sufficient 

! Annual in-person meeting will go a long way







M1/+>,

! YouÕre no longer pitching Ðshare real numbers

! Projections should be based on knownpipeline

! Share team dynamics Ðwarts and all

! Fibs catch up and hurt future investment potential



B,9".'1"C$8)

! Startup investors are rarely passive investors
! Use their experience
! Leverage their network
! Ask for guidance, mentorship, advice
! Investors can often step in at times of HR voids



<>21$"G20"6$D,"[218%

! There are lots of indicators Ðshare them
• Operating: Maybe you thought about expenses
• Make payroll: Maybe youÕve thought about layoffs

• Obligations: You did notice A/P growing 

• Landlord: You negotiated
• Miracles: DonÕt happen, you control them through resources
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! Final thoughts
• All content from these seminars is available 

! www.dsmpartnership.com\raisingcapital

• Please complete our survey

• Stay in touch
• Plains Angels  

a www.plainsangels.com

• Greater Des Moines Partnership
a www.dsmpartnership.com

• Mike Colwell
a mcolwell@dsmpartnership.com

http://www.dsmpartnership.com/raisingcapital
http://www.plainsangels.com/
http://www.dsmpartnership.com/
mailto:mcolwell@dsmpartnership.com
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