THINGS TO REMEMBER WHEN SEEKING AN INVESTMENT
1. There is no such thing as “money for nothing,” and you should understand what you will be giving up.
2. Think through what will happen to you and your investors if your plan does not work out.
3. Wait as long as you possibly can to raise money to reduce the investor’s perceived risk.
4. Financial investor’s Golden Rule is “He who has the gold makes the rules.”  You must play by them.
5. Financial investor’s goal is to make money, not to build long-lasting companies.
6. Financial investors focus on getting their money out while you focus on getting their money in.
7. Risk, Reward, and, most importantly, Relationships are the three investor hot buttons..
8. The three most important metrics are the amount of cash and time required to reach cashflow breakeven and the predictable revenue ramp after CFBE has been reached.
9. Always involve experienced legal counsel who has done early-stage deals in any negotiations.
10. Remember, revenue is always delayed, but expenses always occur right on time.  Watch cash, avoid seeking money when you truly need it!
11. Companies are bought not sold.  Run your business thinking about the long-term.
12. Being “all-in” is all wrong.  It will cloud your judgment so that you keep going after you truly know you should stop.
13. The best approach is to build the company using “customer money” through prepaid orders.  You maintain control and have positive proof (de-risk) that you are satisfying a market need.
14. Most investors have no interest in funding your unproven idea; it is far too risky.
15. Investors are readily attracted to companies that want but do not need money to expand their already profitable business.
16. Understand why investors are investing.  Discuss their reasons openly with them.
17. Strategic investors are the best source of “outside money” because their interests are directly in line with yours.
18. Raising money always takes much more time and effort than you imagine.
19. Convertible Notes and SAFE Notes (if you can get them) are the best financial investment vehicles for a company because the terms are simple, and valuation is pushed off until later.
20. Company valuation is nothing more than an opinion, sometimes based on some underlying math, often based only on negotiated positioning.
21. The deal terms are always more important than the valuation.
22. Outside investors always control the company independent of their ownership stake but what they do or don’t do or what they say or don’t say.
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