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Company Fact Sheet

	Company Name:

Address:      
     
     
Date Founded:      
Number of employees:

  Full-time                 Part-time      
	President’s Name:      
Title:      
Office#:      
Cell#:      
E-Mail:       
Web Site:       


1. Brief company description (50 words):

2. Management Team

	Name/title
	Domain Expertise
	Full Time Employee
	Contractor/Advisor

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


3. Please describe any start up experience your team has.
4. Board and Advisors

	Name
	Role
	Domain Expertise
	Relevent Experience

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


5. Brief company history (50 words):

6. Company product/service:

7. What problem/opportunity does the Company solve?

8. What is the environmental impact of the company’s product or service?

9. Does the market exist?

10. What is the marketing approach/strategy?

11. What makes this opportunity unique?

12. Are key team members needed to execute on the strategy?

13. Who are your direct competitors/players?

14.  Who are your indirect competitors/players?  (ex. substitutes or alternatives to using your product/service)
15. What are the top 3-4 mainstream performance attributes in your market?  (i.e. what are the top 3-4 product or service qualities that mainstream customers care most about in your industry, irrespective of your offering)
16.  How does your offering compete with direct and indirect competitors along the top 3-4 mainstream performance attributes in your market?

17.  Place your company and your direct and indirect competitors in the following table:
	High Performance

Low Performance
	
	

	
	
	

	
	       Low Cost                                   High Cost




18.   Does your offering provide other compelling benefits that are not in the top 3-4 mainstream bases in your market?

19.   How does your target cost & ASP compare with your direct competitors?  (Who are the lowest and highest cost providers, and what is the range of prices?)

20.  How does your target cost & ASP compare with indirect competitors (substitutes & alternatives)?

21.   Without your offering would your customers have to go to an inconvenient, centralized location to solve their problem?

22. Are there customers who historically have not had the money, equipment or skill to solve this problem for themselves, and as a result have gone without it altogether or have needed to pay someone with more expertise to do it for them?

23.   Are there customers in your market who would purchase a product with less performance if they could get it at a lower price?


 
24.   What are the competitive barriers to entry?

25. Do you have customer traction, explain:

26. Who is the ideal customer?:

27.  Is corporate partnering a strategy you’ve considered?

28. Which corporations would be the best partners, why?

29. What stage is the Company, explain:

30. Describe the technology

31.  Intellectual Property

	Patents
	Title
	Date submitted
	Date issued

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


32. Is the IP defensible?

33. What is the pricing model?  

34. Are there price changes over time?

35.                               5 Year Financial Projections:

	
	Current Year
	Year 2
	Year 3
	Year 4
	Year 5

	Revenue
	
	
	
	
	

	CGS
	
	
	
	
	

	Operating Profit
	
	
	
	
	

	Operating Expenses
	
	
	
	
	

	Operating Profit
	
	
	
	
	

	Cash
	
	
	
	
	

	Headcount
	
	
	
	
	







 Critical Milestones

(please describe – feel free to elaborate on the milestones and timing)

	
	Next 3 months
	Next 6 Months
	Next 9 Months
	Next 12 Months
	2 Years

	Commercialization
	
	
	
	
	

	Customer
	
	
	
	
	

	Technology
	
	
	
	
	

	Production
	
	
	
	
	

	Key hires
	
	
	
	
	

	Intellectual Property
	
	
	
	
	

	
	
	
	
	
	


36.  What is the financial status of the company?

37.                             Capital Structure

	Investors to date
	Shares Outstanding
	Amount Invested
	Date

	Common Stock
	
	
	

	Series A
	
	
	

	Series B
	
	
	

	Series C
	
	
	

	Stock Options
	
	
	


38. How much money are you raising this round?

39.   Use of the funds this round?  

40. What are the critical milestones and timing over the next year?

41. How long will the cash last?

42. When do you expect to do your next round of financing?

43.  What are the critical milestones and timing to achieve the next round of financing?

44. What valuation are you expecting this round?

45. What is the basis and empirical data (if any) that is supportive of the pre-money valuation; i.e., show market data, financial models, calculations that are the basis for the valuation.

46. Describe similar companies that you used as benchmarks for the liquidity event that demonstrates their multiple of return or internal rate of return (“IRR”) on their investment in your Company at this funding round.

47. If financial models (such as a discounted cash flow analysis) were used to value your Company, all underlying revenue growth, profit margins, projected working capital needs, capital expenditure expectations, and the basis for discount rate used to present value future cash flow streams, with a meaningful explanation. 

48. What is the most likely exit strategy for the company?

49. What are the proposed deal terms for this financing?

50. What resources does the company need besides capital?

Thank you,

The Pivotal Team

108 NW 9th Ave. Suite 201 ( Portland, OR 97209

www.pivotal-investments.com
Pivotal Confidential

