Building a Roadmap
for Early Stage SaaS Growth
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What we're covering

e Introduction to seed capital and Series A funding
e How seed and Series A investment criteria differ
e What early stage capital providers are looking for

e How to deploy seed capital into your businef,s to maxi

e Q&A -
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How do |, as a Fou
raise seed capital?

“The other time not to raise money is 1 -
ey K bs ia i, Iy 1 15 The market tells you when you can

raise money before you can convince " , -,
investors, you'll not only waste your time, R e So, han targeted'converdatlons, ask

but also bum your reputation with those .
investors.” questions and do your own research
—
e Then, take the signal and make a decision

(go or wait)

iy



https://www.slideshare.net/schlaf/raising-a-seed-round
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Source: Christoph Janz SaaS Funding Napkin 2017



http://christophjanz.blogspot.com/2017/01/saas-funding-napkin-2017-edition.html
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Raising seed capit

“Just because you can doesn’'t mean you s

Go Here: “Should 1?”
“Why am | considering this?”
o “Because someone told me | shoul
their motivations?
o “Because I'm limited without it?” Ho

—
e “What does it help me awplish that | can't

without it?” -
o Building product? ' M
o Attacking market?
e “Am Il ready for this/what are the implications?” ’ '

o Eyes wi*q -
)" rsa ‘ '



Product-marke

and fin

Phases of a start-up'’s lif

' Source: Matrix Partners
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https://www.slideshare.net/DavidSkok/building-a-repeatable-scalable-profitable-growth-process-82916367

Metrics that matter

SaaS Key Performance Indicators you should start tracking

Annual Recurring Revenue (ARR)

Annual Contract Value (ACV)

Insights from Investors:
Customer Lifetime Value (CLV) Key Performance

Indicators for SaaS

Customer Acquisition Cost (CAC) Companies

Churn K

Expansion Revenue

¢S saas A‘ Fﬂl_l L{; RUM

Cohort Analysis
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Early stage growth perspectives

Understanding SaaS KPIs from an investor’'s perspective

It's about the process more than the data
Its OK to measure the wrong things!
Context and consistency are important

Develop the “lines not dots” cadence

)
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It's about understanding your business
Measure the same things consistently
Focus on a metric, not all metrics

It's OK that things are “half-baked”



Finding the righ

e Embrace hearing NO

e Look for alignment on strategy

e Be awesome munication

and follow




Finding the righ

ilar, but different
‘me now?”

ned?”



https://www.bigfootcap.com/the-saas-capital-or-funding-continuum-10-forms-from-inception-to-exit/

Build your Roadmap

First things first, focus on building
Build your operating plan anc
Can I/Should | exercise
Go or No Go time
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Execute the Roadmap

Where are we going? (Vision / at scale w
What milestones validate / show progre
What data backs it up?

What have we learned? -

e N =

-
Milestones = dots on the map
Road = general direction

Map = market you are in
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Getting to the Series A round.— <

Overarching expectations at Series A is that the investment is to fuel repeatable growth (reach
initial scale

Series A VC Expectations at close (guideposts)

e ARR
o $1.4M '
e Growth

o ~3Xx year-over-year at Series A

e Other
o Used seed capital efficiently

o Communicate learnings

o Plan to next financing (3x over next 18
months to get to B round)
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Thank you for joining us

Tim McCormick Brian Parks Ari Newman

678.710.8260 bparks@bigfootcap.com ari.newman@techstars.com
info@saasoptics.com Calendly.com/bigfoot
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http://calendly.com/bigfoot

