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• early stage financing and problems 

• unique angel syndicate 

• fundraising versus sales





Early	stage	financing
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• idea only (and team experience) 

• 3 founders 

• platform R&D (no products yet)
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• focus on the local market 

• more development instead of sales 

• lack of funding (bootstrap)
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• not enough money at the early stage financing 

• sales almost never match the plan 

• fundraising = full time job*

• «fundraising + sales» not a one man job*

*not always
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Important problems

•  fundraising process = sales process 

• «term sheet money» ≠ «money in your bank account» 

• investors may change their minds (and this is normal) 

• lawyers/incorporation can delay the process for 
six months (or even more)





What’s next step?
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1)	fundraising	
2)	sales	

*you’ll always think that there are more options. But no ;)
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Fundraising pros
1)	the	number	of	funds	that	invest	in	Ukrainian	

projects	grows	almost	every	day	
2)	much	easier	communica@on	with	foreign	VC	

funds	now	
3)	in	addi@on	to	the	money	you	can	get	a	great	

exper@se	(or	not)	
4)	you	get	the	opportunity	to	grow	much	faster	

and	enter	new	markets
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Fundraising cons
1)	full	@me	job	for	one	of	your	founders	

2)	there	will	always	be	a	lot	of	different	ques@ons	
from	funds	about	your	trac@on	

3)	not	enough	@me	with	early	adopters	(no	
feedback)		

4)	you	give	up	a	significant	part	of	your	equity



What about Sales?
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Sales pros
1)	focus	on	the	business	development	

2)	beaer	trac@on	=	much	stronger	posi@on	in	
further	nego@a@ons	

3)	valuable	feedback,	which	will	help	you	to	
develop	the	best	product	
4)	you	do	not	get	diluted
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Sales cons
1)	it's	not	as	easy	as	it	seems	;)	

2)	«contract	money»	≠	«money	on	your	bank	
account»	

3)	you	may	not	have	enough	money	to	build	a	
good	sales	process	

4)	not	enough	resources	to	grow	fast	(bootstrap)*

*not always. But competitors can overtake you
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What to do?
1)	try	to	get	as	much	money	as	needed	on	each	

stage	
2)	make	a	realis@c	(or	even	pessimis@c)	plan	

3)	remember	about	your	sales	cycle	
4)	manage	fundraising	process	

5)	sales	-	the	most	important	thing





Thank you
haps://ua.linkedin.com/in/podobedov	

haps://twiaer.com/podobedov	

podobedov@gravia.vc

https://twitter.com/podobedov
mailto:podobedov@gravia.vc

