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Business model:
1. How do you earn money?
2. What is your monetization strategy?
3. Do you have a go-to-market plan? How do you plan to find first customers and promote the product?
4. Does your business model depend heavily on paid marketing & advertisement? What will happen with your business model if you don’t have a marketing budget?
5. How can you scale your business model?
6. Describe to me your unit economy? Did you calculate it?
7. What is your financial plan?
8. In your financial forecast we see significant revenue growth, but no increase in operational costs. Why?
9. How do you plan to make money for your investors?
10. How do you plan to start sales?
11. How will you scale sales?
12. Do you have pre-orders? What sales did you have so far? What’s your sales plan and forecast?
13. What are your margins?
14. What is your cost structure?
15. What is your CAC (customer acquisition cost)?
16. What's your marketing budget?
17. How long will it take you to become profitable?
18. For transactional models: What is your commission? And why do you take “X%” of the commission?
19. Do you have a clear financial model, and how did you come up with it?
20. Why have you decided to go into the b2c market, if there is an obvious b2b model?
21. If you have clients, what is the average ticket size?
22. How much of the company's revenue comes from upsells?
23. How can I, as an investor, help your project? Except money?
24. How do you estimate your startup valuation?
25. How big can your company grow?
26. How much money do you need and why? Tell us about your investment proposal
27. How are you going to spend investors’ money? And how will investments help you to reach your goals?
28. Who is your current investor?
29. Why can’t you do it without our investment? Will your startup die without external funding?
30. Who else among other VCs have you shown your project to?
31. Have you been to any accelerators or incubators? What value did they give you?
32. What are the biggest risks for an investor?
33. Will existing investors participate in the round?
34. How much did you personally invest in the project?
35. Why are you growing so slowly?
36. How and where are you incorporated?
37. Can you tell us about the structure and shareholders of the company?
38. What is your exit strategy?
39. When do you personally plan to sell your stake? And who will be the likely buyers of your stake?
40. You have achieved something before thanks to investments. How much money have you made since then?
41. Why did you apply to our funding?
42. What happens if I give you twice as much / less money?
Intellectual Property:
43. What intellectual property do you own? Do you have a patent?
44. What regulatory approvals do you need and how far have you progressed in this regard?
45. What regulatory risks can affect your business?
46. Will any former team members have potential intellectual property rights in the company?
Team:
47. How did this idea come to your mind? And What motivates you?
48. What do you understand about this business that others do not?
49. Do you work on a project full time?
50. Are you ready to change your idea or go-to-market strategy?
51. After receiving the investment, you plan to switch to full time. How does everything work now?
52. How much money will be spent on the salaries of the founders?
53. Do you have any experience in this industry? Is there an expert in the team who has worked with this market?
54. What options have already been granted? Who plays what role in your team?
55. What are the founders' shares? By what principle did you distribute the shares among the team members?
56. What key roles are lacking in the team? Which of them you’ll need to hire in the short term? What should be the team for scaling?
57. What makes your team the right fit for this business?
58. What happens if one of the founders leaves the company? Which one of your team is easiest to replace?
59. Do you have advisors or mentors?
60. What is the biggest mistake you made while working on a project? What are the achievements?
Competitors:
61. Why is your product or service better than others on the market?
62. Who do you most or least strive to be like?
63. Tell us about your shortcomings when compared to your competitors. What is your weak point? Have you done SWOT analysis at all?
64. Why is the product price different for you and your competitors?
65. What gives your company a competitive advantage? What's your unfair advantage?
66. Why doesn't a huge corporation create something like this?
67. What if existing competitors add this functionality?
68. How will you compete in the international market?
69. Why can't competitors repeat this technology if it's so clear and simple?
Understanding your customers and metrics
70. What metrics do you follow especially closely? What are the key indicators of the management team?
71. What do you know about your users?
72. Describe your reference client
73. Describe your marketing strategy
74. What specific marketing channels do you use? Why are you using these marketing channels? And how are they different?
75. How can you speed up getting traction?
76. What is your go-to-market strategy?
77. What are the channels of online attraction? Which is the most effective?
78. Describe your customer journey map?
79. What problem are you solving?
80. Why is now the right time for your startup?
81. How has the coronavirus affected you?
82. How fast can you scale your business? Can you increase your revenue without proportionally increasing your headcount?
83. How did you come to such an assessment of your capabilities / successes?
84. What specific market do you plan to occupy? And why?
85. Where does this market size come from? Where did you get these numbers?
86. Why exactly this size of SOM? What did you think? Did you do the research yourself or someone else did it for you?
87. How much money do you burn per month?
88. What is your performance barrier and what bottlenecks? What are the barriers to scaling now?
89. What is your traction? What is the annual growth rate?
90. How many active users do you have? What MAU?
91. How long do users stay on average? Tell us about your retention and churn rate?
92. What is the typical sales cycle between initial customer contact and closing a sale?
93. How many users are already paying?
94. How do you define success for you and your company?
95. Tell us about your road map? What two or three key features are you planning to add?
96. If you receive money, what are your next steps? Step by step how you will spend your money.
97. What is your highest priority for the next six months?
98. How can you get 1 million users?
99. Where will your company be in 3 years?
100. Describe your final goal and timeline for achieving. How can you make a billion with this business?
101. You have secured a strategic partnership. Is this partnership exclusive? If not, is there any responsibility?
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