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Raise Venture Capital as a Process, Not a

Pitch Deck

Decide whether venture fits, build a thesis-matched investor pipeline, prepare evidence and
diligence, run a compressed meeting funnel, understand securities-law boundaries and
negotiate control as well as valuation.

Decide whether venture fits, build a thesis-matched investor pipeline, prepare evidence
and diligence, run a compressed meeting funnel, understand securities-law boundaries

and negotiate control as well as valuation.

Pass the venture-fit gate before starting the clock

Venture capital is designed for companies that can plausibly return a fund-scale outcome. Before
fundraising, write the case for why external equity can create much more enterprise value than the
ownership it costs. Include market size, speed advantage, capital required before break-even, gross-
margin profile, repeatability, competitive moat and credible acquisition or public-market paths. If the
company can grow well from customers, debt, grants or a smaller amount of angel capital, venture

may be expensive fuel for a vehicle that does not need it.

Guide 03 already teaches the capital stack. Do not duplicate that decision here. This guide begins after
you have concluded that institutional or sophisticated venture investors are a fit and you understand

the dilution trade.

Build an investor database before outreach

Mabp at least 75-150 potential investors by stage, sector, geography, check size where public,
ownership model, recent relevant investments, partner, competing portfolio companies, follow-on

behavior, introduction path and fit reason. Separate lead candidates from followers, angels and



strategic connectors. A generic list of “top VCs” wastes meetings because the wrong fund cannot fix
its mandate for you.

Tier the list A/B/C and start with a small set of credible B investors to test the story before the highest-
priority meetings. Compress outreach into a defined window so investor interest can overlap.
Fundraising is partly a market process: scattered meetings over six months destroy urgency and make

it harder to compare terms.

Create a diligence-ready evidence system

Your deck should open the door; your evidence should close the round. Build a secure data room with
incorporation and governance documents, cap table, material SAFEs/notes, IP assignments,
employee/contractor agreements, financial statements, bank/revenue support, customer contracts,
pipeline evidence, metrics definitions, product/security information and any material disputes. Keep
an index and version date. Do not upload sensitive information indiscriminately before a serious

investor needs it.
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Create a metrics dictionary so “ARR,” “active user,” “pilot,” “pipeline” and “retention” mean the
same thing every time you say them. Sophisticated investors will test inconsistencies. A founder who

can explain exactly how the number was built earns more trust than one with a prettier chart.

Run a meeting funnel with explicit conversion metrics

Track outreach sent, replies, first meetings, partner meetings, diligence starts, term-sheet discussions
and passes. Record the reason for every pass: market, stage, traction, team, economics, timing,
conflict or unclear story. If 30 qualified investors hear the pitch and nobody asks for a second meeting,

changing slide colors is not the response; diagnose the underlying objection.

Prepare answers for customer concentration, sales cycle, gross margin, churn, competitive response,
founder-market fit, hiring plan, burn, runway and what this round specifically unlocks. End each
meeting with an explicit next step and timing. Follow up with requested evidence quickly but

accurately.

Understand the security-law boundary before broadcasting a raise

Fundraising is the offer and sale of securities, so marketing choices can have legal consequences. The
SEC explains that Rule 506(b) generally prohibits general solicitation or advertising; Rule 506(c)

permits broad solicitation if all purchasers are accredited investors and the issuer takes reasonable



steps to verify accredited status, along with other conditions. Do not decide the exemption from a

social-media strategy after you have already posted the raise publicly.

Use qualified securities counsel before soliciting investment. The correct exemption, disclosures, state
filings and investor-verification process depend on the facts. “Everybody raises on a SAFE” is not
legal analysis. YC publishes standardized post-money SAFE forms; those documents can reduce
needless drafting, but founders still need to understand valuation caps, MFN terms, pro rata rights and

cumulative dilution.

Negotiate the term sheet as control plus economics

Valuation matters, but so do liquidation preference, option-pool treatment, board composition,
protective provisions, pro rata rights, information rights, founder vesting resets, redemption rights,
pay-to-play provisions and drag-along mechanics. Model ownership under the proposed round and
one future round. A high headline valuation can still come with control or preference terms that

change outcomes materially.

Use the NVCA model legal documents as an educational benchmark for common venture-financing
architecture, then have experienced counsel negotiate the actual transaction. Compare term sheets on
one page so you can see where a seemingly lower-price investor may be better on governance,

certainty, reputation or follow-on support.

Close the round and start investor management immediately

Until documents are signed and money is received, the round is not closed. Maintain a closing
checklist for approvals, signatures, wires, cap-table update, filings and communication. Confirm the
company has enough runway to survive a delayed closing. Avoid spending announced money before it

arrives.

After close, send disciplined investor updates with cash/runway, key metrics, wins, misses, hiring and
specific asks. Good investor management begins before you need the next round. For Black founders,
Guide 65 adds a verified map of Black investor and founder-network lanes; use it to widen the

relationship set, not to narrow the fundraising market.



—— SOURCE DESK

Research behind this guide

Use the primary and authoritative sources below to verify current rules, prices,
eligibility and program details before acting. Terms can change.

SEC — Rule 506(b)

SEC — Rule 506(c)

SEC — General Solicitation

NVCA — Model Legal Documents

Y Combinator — SAFE Financing Documents

Y Combinator — Guide to Seed Fundraising

Important: This guide is educational information, not individualized legal, tax, investment, employment,
security or compliance advice. For decisions with material legal or financial consequences, use a qualified
professional who can review your facts.
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https://www.sec.gov/resources-small-businesses/exempt-offerings/private-placements-rule-506b
https://www.sec.gov/resources-small-businesses/exempt-offerings/general-solicitation-rule-506c
https://www.sec.gov/resources-small-businesses/capital-raising-building-blocks/general-solicitation
https://nvca.org/model-legal-documents/
https://www.ycombinator.com/documents
https://www.ycombinator.com/library/4A-a-guide-to-seed-fundraising
https://blacktechstartup.com/education/articles/raise-venture-capital-process/#share-guide
https://blacktechstartup.com/

