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Introduction:
Going out to raise money can be a daunting, ardu-

ous process, especially if it’s your first time doing 

it. It can be fraught with pitfalls, setbacks and frus-

trations. The good news is it does not have to be 

that way.

In business and life, many things are simply out of 

our control. Our capital raising efforts should not 

be one of these things. This is an arena where we 

can be firmly in the driver’s seat. In order to stay 

there, we must: 

1. Work to understand and navigate the path we’re 

pursuing and 

2. Adopt and commit to a pitfall-mitigating proac-

tive mode of operating.

The purpose of this ebook is simply to: 

1. Share some common pitfalls and worst practic-

es I see Founders (myself included) commonly 

face and make and 

2. Provide some actionable tips I’ve implemented 

to help us altogether avoid or at least overcome 

them.

Let’s dive in.
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Conducting 
the Casual 
Capital Raise 

Chapter 1
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I’m all about being casual in certain areas of my life. 
Come have a look at my laundry basket.

That said, raising capital is not one of those areas. 
This is where I must be surgical.

I recently raised $30M. All in all, it took about 15 
months—8 months from when I really pressed play 
and went to market.

This was not my first time raising capital. It’s always 
a challenge, as it should be, and you need to be ready 
to embrace it.

There’s nothing casual about it. 

As I like to say, Casualization is not Capitalization. 
You’re either raising or you’re not.

If you’re not ready to raise, recognize it and put it out 
of your mind. Raising capital is distracting enough 
when you’re actually doing it. Don’t let it distract you 
and your team when it’s not yet time. You have more 
important things to occupy your brain and execution 
efforts.

If you’re not able to put it in the icebox, you run the 
risk of conducting the casual capital raise, which runs 
completely counter to driving a successful outcome 
with any semblance of efficiency.
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Here are some hallmarks of the casual capital raise:

You’re unprepared
You haven’t put in the time doing your homework and getting 
your shit in order. I can’t stress enough how important and en-
abling it is to come prepared. It makes things flow so much 
smoother and dramatically reduces the burden on you and 
your team. Take the pain upfront, put in the work, create the 
materials, organize them, get some process going. You abso-
lutely need it to be successful. Without it, you’ll be flailing and 
sending the signal that you’re not really serious or capable of 
getting a deal done.

You’re too slow
You should never be the one holding up a capital raise. That’s 
the job of (bad) investors. Your job is to drive timelines - force 
the issue and get people off the fence to a yes or no. This re-
quires focus, hustle, and organization, none of which come 
along with being casual about any of it. I’m not saying you 
need to be an asshole or super aggressive, but you need to be 
in the driver’s seat pushing toward an outcome.

You’re too passive
Once we’ve built a modicum of a budding relationship, engage 
and qualify me. Put me on a drip. Keep me informed. Put re-
minders in your CRM. Follow-up. Make asks and put me to 
work a bit. Manage me through your process and kick me out 
if I’m not delivering. If you’re not doing this, it’s hard for people 
that want to help to actually do so and they ultimately lose the 
impulse. If you are doing this and don’t deliver on your end by 
putting my work to work for your benefit, I lose the inclination 
to provide future support and focus on others who are deliver-
ing on their end of the bargain.

You’re confusing people and turning them off
Folks providing capital talk with each other and oftentimes 
are talking with the same Founders. You don’t want conversa-
tions like this happening “Yeah, I talked with [name] a couple 
of months ago, good call, said they were raising $3M and plan 
to close by end of June. Haven’t heard a peep since. [Investor 
name] said the same. Not sure what’s going on over there….”

Here are some of the negative 
perceptions that the casual 
raise conjures:

• You’re not confident enough in yourself 

to go out there and make people be-

lieve in you. 

• You’re lacking conviction in your busi-

ness that it’s truly deserving of some-

one’s money. 

• You’re following someone else’s agen-

da, who is telling you to raise money 

(friend/network, advisor, media). 

• You’re in over your head and it’s not yet 

clear whether you’ll sink or swim. 

To summarize, don’t get distracted by the 

lure of capital. Don’t be unduly influenced 

by others pushing you in a direction you or 

the company is not truly ready for. Don’t 

kick the tires on a capital raise just because 

it’s what a CEO “should” do. Be honest with 

yourself and check yourself regularly.

Believe me, it’s easy to succumb and it’s 

easy to fail. I’ve been there, so stay strong 

and focused. When you feel you and the 

business are ready to seek external capital, 

you should have the requisite confidence 

and conviction to succeed.



Shooting 
From the Hip

Chapter 2



Since we can’t just cruise our way into a pile of mon-
ey, it’s time for us to go a bit deeper.

This section is all about how to put processes in 
place so you avoid shooting from the hip and enable 
yourself to manage the whole, potentially messy, 
capital raise endeavor in an organized fashion.

It’s simply too complex of an undertaking not to 
have a foundational system in place to shepherd all 
parties along.

1. Discover

What to Do: Conduct research and build your list.

How: Study active investors in your product/industry categories. Study the individuals, the themes, the portfolios.
Identify common connections. Find owned content they’ve written that you can reference, and outline what resonated 
with you (good ego stroke).

Create a spreadsheet or use a CRM to track and make notes to give you context when you outreach.
Here’s a simple spreadsheet that’s worked well for me along the way.
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For you and your team, your process will keep you 
organized, accountable, and on the front foot, able 
to be highly proactive as you’re interacting with mul-
tiple counterparties.

For parties you’re engaging with, your process 
serves to communicate deliverables and timelines 
for them to adhere to as well as to convey the “state 
of the state” for your raise.

If these parties can’t deliver within the construct of 
your process, they risk falling out of it and missing 
out on a great opportunity.

 Here’s the 8 Stage Process to Execute When Raising Capital:

https://docs.google.com/spreadsheets/d/1sC4eyKvF4pYYskrA1_IPbyw3X_LQyfJFwmDQbxyTA-o/edit#gid=824339656
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2. Acquire

What to Do: Get into inboxes with context.

How: This is when you put the research you’ve 

done to work. You should have some intelligence 

to deploy at this point so you’re not just spraying 

and praying with weak outreach.

This is hopefully obvious, but I’ll say it anyway. 

We are NOT talking about performing a mail 

merge on a list here. This is targeted, personal-

ized outbound. Take it seriously and write well.

Seek warm intros from common connections 

that are actually legit (i.e., you actually know the 

potential intro’er and they actually have a rela-

tionship with your target).

Have a forwardable email ready for your warm 

intro’er to send—make it easy for them to help 

you.

I suggest creating a template in Gmail that you 

can easily spin up and tailor. Then, use the shit 

out of it! And improve it as you go.

See what I mean? One direct outbound, one re-

ferral. Easy enough. Just do it.

 

If you can’t get a warm intro, so be it. Go in cold 

and don’t be afraid or apologetic about doing so! 

You’re presenting an opportunity they may not 

otherwise have seen.

BUT, come correct. Be clear, concise, and con-

textual. Write well. Help them take the bait.
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3. Activate/Engage

What to Do: Pursue and Persist!

How: This is where you start getting dogged with it. 
Follow-up, follow-up, follow-up again. You need to get 
some form of next interaction going.

Get a reply to your email. Get them some more infor-
mation they haven’t yet seen. Get a meeting of some 
kind set in motion. Get them to change their mind and 
take a call. Get told to f&ck off.

This is go time. Let everyone know it. You cannot per-
sist in this state in perpetuity.

Don’t get stuck. Don’t get down on yourself. You will 
likely hear, “No” many times. That’s not a bad thing. 
It’s all about driving each party to an outcome, what-
ever shape that takes. The important thing is it takes 
a shape.

Here’s where you want to be: you have a list of 15 that 
you’re shepherding to a term sheet on a timeline.

 
4. Gather Results

What to Do: Turn anything yellow to green or red
(see below).

How: Force some form of a decision to reduce those 
in a state of “ether”. This could be getting confirmation 
that they are writing a term sheet, presenting to their 
partners or Investment Committee, or something of 
that nature that is tangible and gives you something to 
hold them accountable to with timing.

If they are not delivering, let them know you are mark-
ing them as a “No” until they do so. Don’t be scared 
to let them know. I actually keep an “ether” stage in 
my pipeline (or a “pending” stage in my capital forma-
tion spreadsheet) and conditional format it as a yellow 
cell. I want to have as few yellow cells as possible, so 
I’m going to hound my “ethers” for a go/no go, getting 
more aggressive with them as time passes.



5. Select Partner(s)

What to Do: Pick a horse.

How: Hopefully, you’ve generated some results, so now 
it’s time to pick your horses(s). Who has delivered you 
something? How compelling is it? Does it align with what 
they’ve indicated they would deliver or does it seem way 
off base? Who’s been best to engage with? All important 
considerations for your selection.

Once you select and sign a term sheet, you’ll generally 
enter an exclusivity period, which in effect turns off your 
capital raise, so choose wisely.
 

6. Dominate Diligence

What to Do: Drop the hammer on them. Make their work 
easy and enjoyable. Build immense trust and excitement.

How: You are entering a world of pain that is due dili-
gence. Hopefully not, but this is where you can really 
shine.

You must manage this stage of the process aggressive-
ly. Don’t let it drag.

Even if you’ve never been through it before, act like it! 
This is where your preparation over the previous months 
(or years) propels you through what can feel like a nev-
er-ending slog.

Overdeliver here and drive their diligence process for 
them! Be extremely responsive. Be realistic with your 
delivery timelines. Push back on requests that feel un-
necessary or duplicative. Point them to the fact that you 
have answered that specific question in three different 
ways across five supporting files.

You’re likely not the only deal they are diligent in parallel, 
so shoot to be the best.

7. Document

What to Do: Work with your counsel to negotiate the 
final documentation and satisfy all closing require-
ments.

How: You’ve made it through diligence, now you must 
paper the deal. It’s important to get what you want out 
of the docs. It’s also important not to over-optimize 
and nitpick every term in an agreement.

Hone in on the things that really matter, be clear about 
why they matter, put forth suggestions, and achieve 
the best you can.

Deals can still die in docs. It’s painful for both parties 
who have invested time and genuinely would like to 
get the deal done, so don’t become pennywise and 
pound foolish. Don’t get acrimonious. Take the long 
view of the partnership to come.
 

8. Close/Fund

What to Do: Sign the docs, get them your wiring in-
structions, and refresh your browser until it hits.

How: That’s really all there is to it 

This is execution at its finest. There are many reasons 
you may not succeed in a capital raise, but it should 
never be because you ran a shoddy process.
 
Make decisions and commit. Move quickly and focus. 
Iterate and optimize later. If it turns out your decision 
was wrong, course correct. Give it some time to play 
out though; otherwise you’ll be flailing. 

Recognize and utilize the tools at your disposal. If you 
are lacking resources to get identified jobs done, go 
get those tools. Speed and certainty matter when se-
curing capital.
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https://www.bigfootcap.com/a-mantra-for-early-stage-saas-startups/
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Going After 
the Wrong 
Audience

Chapter 3



Be a Lion

Lions must hunt to survive. Their hunting is exhausting 
and risky to their health.

They can’t just run around chasing everything with a 
heartbeat whenever the fancy strikes them. 
To succeed and survive they must optimize their process.

Lions know what, when and how they hunt, and they de-
ploy the same process every time to reach the same tar-
gets, some of which they close (in their jaws). 

Sometimes they succeed, but mostly they fail (~20% suc-
cess rate). And these are friggin’ lions we’re talking about!

Think how bad your capital raise will go if you don’t act 
like a lion. You’ll run in circles exhausting yourself with 
nothing to show for it. And beyond your own health, the 
health of your business will be severely (maybe critically) 
impaired.

The purpose of your process is not simply to court every-
one with money. It’s to be organized, precise and effec-
tive. Being all over the place with your outreach, signifi-
cantly comprises its efficacy.

I want you to take the predictable revenue approach to 
outbounding in your capital raise.

Do your homework:

• build a targeted list that’s big enough (at least 50 
names)

• customize your messaging
• be thorough and relentless, demand an outcome (a 

“No”, a Next Step and ultimately one or more tangible 
“Yeses”)

This takes time and effort to execute, but it’s what’s re-
quired to succeed in a capital raise. 

At the end of the day, you need to strap on your sales hat, 
come correct and navigate your way to the right parties 
you can build a partnership with for the long-term. 
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Putting your process in place for your capital raise is only as 
good as the prospects you run through it.

So, now we’ll focus on dialing in your qualifying and targeting 
to get the right types of capital providers into your process.

By doing so you can execute with precision. Fail to do so, 
and you’re behind the 8 ball already. Don’t delude (and ex-
haust) yourself.

When kicking off a capital raise, it’s easy to go out there and 
get a lot of names of people and firms with money and work 
that list.

If you have a never-ending target investor list, you end up 
wasting a ton of time chasing people who are never going to 
write you a check and probably wonder why the hell you’re 
reaching out to them in the first place.

Don’t be that person just blindly arriving with some pitch/
ask that has no alignment with a capital provider’s core in-
vestment model.

That’s some dumb outbound right there, and it’s just not pro-
ductive in this exercise.

We’re not looking for quick hit, dopamine-inducing activities 
to trick ourselves into feeling like we’re actually doing some-
thing of value for our business.

If you take this approach, you will stall out, flame out and 
give up.

That is, you’ll fail in your capital raise.

https://predictablerevenue.com/methodology
https://www.bigfootcap.com/the-pros-and-cons-of-giving-up-equity/
https://www.bigfootcap.com/the-pros-and-cons-of-giving-up-equity/


1. Private equity firms who invest in manufacturing companies

You: “My college roommate is a VP there. They’re thinking about getting into software.”
Me (at least thinking): “Great, and that’s meaningful here why? Their first software investment will be in a 
company doing $2M in revenue? Not happening.”

2. VCs who write $20M checks

You: “They invested $30M in [comparable company].”
Me: “Ok, and that company is doing what in revenue? And you think they want a smaller direct competitor 
in their portfolio, why?”

3.  A bank

You: “I bank with [bank name] and they sometimes lend to software companies.”
Me: “You’re not venture-backed, so if they’re doing venture debt lending, you’re not viable unless you raise 
a $3M+ institutional equity round. You’re not EBITDA positive the past 12+ months, so no cash flow loan 
for you. You don’t have traditional collateral to lend against, so not sure they’re going to wrap their heads 
around it. You’re not personally really wealthy and signing a personal guarantee, so that’s not how they’re 
going to lend to you. They’ll give you a credit card, possibly a small line of credit if you have A/R or sign a 
personal guarantee.”
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A Closing Example

I didn’t go into the tactics of qualifying and targeting your outreach, but here’s an example of what the output should not 
look like.

Let’s say you’re a self-funded $2M ARR B2B software company projecting to be at $5M in two years. You’re targeting me 
as a potential capital partner or you’re asking me for help. Don’t show me a list that has any of these as potential targets:

* This is an example, not gospel. So don’t worry. I wouldn’t actually talk to you the way it’s outlined here. I’m surprised some-
times by what ends up getting done, but more times than not, these are not your target and you should prune them from your 
list and process so you can focus on what’s actually viable.

You learn as you go with this stuff, and hopefully next time you come around I’ll have less of these questions because you’re 
targeting is spot on. Capital raising is a path (one that’s relatively well worn).
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Capital raising is a journey with a path that’s relatively well worn. You know where it’s meant to lead; your job 

is to navigate everyone involved to that destination.

Don’t feel like you need to come to the journey knowing and controlling everything. That’s just not possible. 

You will learn as you go. You will get more confident. You will get better. You will be prepared to succeed.

If you don’t succeed, don’t let it be because you underperformed. Come with a plan and desired outcome in 

sight. Come with energy and conviction. Come organized. Come ready to persist. Leave with aligned capital 

that helps you take your business to the next level.

Ready to take the first step?

© Bigfoot Capital LLC. 

Non-dilutive growth capital for B2B Software Companies.

https://www.bigfootcap.com/get-started/

