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BEGINNERS 
GUIDE A BEGINNERS GUIDE TO THE

 FUNDRAISING 
DANCE

RASHMI NARENDRA 
FOUNDER, CARDINAL MODE.

This is the round 
that helps you 

move from 
ideation to 

creation, where 
you launch your 

first version of 
your prototype 

/ product into 
the world. You 
use this round 

to evaluate 
“product-market 
fit” by creating a 
minimum viable 

product ( MVP 
) that solves 

a problem or 
addresses a need 

that exists.
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It all started on a rainy spring 
day, my girlfriends and I were 
enjoying the simple pleasures of 

life - sipping coffee, watching the rain 
and gram’ing “feeling nostalgic” to the 
world. But, all was not perfect, yet. We 
all seemed to have mirrored frustration 
with protective weather gear and how 
it didn’t fit our lifestyle at one point or 
other. Most of the products available 
in the market are designed and made 
by sports-wear companies and are 
better suited for a hike in the woods or 
scaling snow covered mountain tops 
than a walk in the city.

MY A-HA MOMENT:
Viola inspiration had struck me with 
a genius idea for a business and I had 
found a gap in what is a 26.7 billion 
dollar outdoor performance wear 
market. But, how exactly do I transfer 
my idea scribbled on a napkin into a 
full sustainable company? As my dream 
became bigger, it became apparent that 
I can’t bootstrap my way to disrupting a 
billion dollar industry. It was inevitable 
that I had to get acquainted with the 
fundraising dance. 

“So many of our dreams at first seem 
impossible, then seem improbable, and 

then, when we summon the will, they 
soon seem inevitable.” ―Christopher 
Reeve

When I started considering 
fundraising for Cardinal Mode, I was 
instantly overwhelmed by everything I 
didn’t know and had so many questions 
that I didn’t know who to ask. Many 
of the entrepreneurs starting out on 
their journey have the same questions 
and fears I have realized. So, If you 
are new to fundraising or just starting 
to consider it for your business, my 
mission here for this article is to help 
you understand stages of fundraising 
and milestones expected from each 
round. 

When startups raise money, they do 
it with rounds of investments called 
the Seed Round, Series A-B-N.  In each 
round, the company receives money 
from venture funds that focus on 
specific growth points at specific sizes.

 Basically, you can break a startup’s 
funding rounds into the following 
stages:

• Initial Capital- Accelerator or 
incubator / Friends and Family / Angel 
Investor.

• Seed
• Series A
• Series N

Initial Capital- Accelerator or 
incubator / Friends and Family /
Angel Investor  ~$100,000 USD 
This is the round that helps you move 
from ideation to creation, where 
you launch your first version of your 
prototype / product into the world. You 
use this round to evaluate “product-
market fit” by creating a minimum 
viable product ( MVP ) that solves 
a problem or addresses a need that 
exists. This is where the rubber meets 
the road and you start seeing initial 
traction and customer discovery that 
serves as Proof of Concept ( POC ) that 
you will present to investors to raise 
your next round of capital.  

At this stage, typically you have 
one - three founders working on 
sweat equity with initial capital. This 
is the stage you would go through 
an accelerator or have a single angel 
investor or ask your rich cousin Tom, 

who believes in your idea to write you 
a check. The average size of this round 
is about $100,000 USD, excluding the 
value of the sweat equity. 

Once you have demonstrated 
the ability to execute and launch 
a functional prototype and can 
extrapolate the results, you are ready 
for a seed round. 

*Note that if you are a hardware 
startup, your crowdfunding campaign 
too would typically come into play here. 

Seed Round ~  $500k- 2m USD
This is the round where you obtain 
“product-market fit” and find your 
business model. You develop and 
release your product and start to 
measure the results. You might not be 
cashflow positive at this point, but you 
have built an audience or customer 
base.

“So many of 
our dreams 
at first seem 
impossible, 
then seem 
improbable, 
and then, 
when we 
summon the 
will, they 
soon seem 
inevitable.” 
―Christopher 
Reeve

You see, Kate Moss 
could pull off the 
seemingly impossible 
feat of making a pair of 
wellies look rock ‘n’ roll 
at Glastonbury music 
festival, but most of us 
mere mortals are trying 
hard to conform to 
limited product options 
when it comes to 
weather wear that does 
not cater to the needs of 
urban city dweller. 
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This is the round where you bring 
on your first non-founder hires. The 
range of this round is between  $500k 
to $ 2m USD structured as a convertible 
note. In an ideal scenario, you have 3-4 
investors, one lead at half the round say 
$750k and the other 3 investors in at 
$200k - $300k each. It is important to 
have a lead that is capable of investing 
in your next round, possibly leading 
that round as well. 

Series A ~  $3-15m USD
This is the round where you execute 
on your business plan and scale. Your 
product is in demand, you have paying 
customers and you know where to 
find more of them, but you want to 
accelerate the process of customer 
acquisition. 

You raise Series A in order to grow 
faster and scale. This round helps 
you optimize your resources because 

of economies of scale, which in turn 
adds to profit margin and helps you 
be revenue positive. You use a portion 
of the funds raised for customer 
acquisition as well as some new hires 
in both sales and marketing roles. The 
range of this round is usually between 
$3m-$15m USD with some if not all of 
your seed investors participating. 

Series N ~ $25m USD and above.
After a Series A, typically the later 
rounds (Series B, C, N…) are for massive 
growth. In other words Series B is like 
rocket fuel for your startup. 

Ideally by now,  you have found your 
product market fit in your seed round, 
you developed and executed your 
business plan in your Series A, and you 
have a repeating business that can scale. 
You’re making money and have a great 
team. You know where your customers 
are and how to acquire them. 

At this point, you can choose to 

grow organically by reinvesting your 
revenues back into the business to 
get to your target. Now, let’s say your 
target is to have 30% market share 
or $150m in revenue in timespan of 
3-5 years.  Series B helps you pump 
in capital to accelerate your growth, 
so you can reach your target faster ( 
1- 2 years ). As later rounds continue 
this trend, the capital raised could be 
used for anything from acquisitions to 
speed up growth to help enter foreign 
markets. 

While the path for growth for every 
start-up is unique and comes with its 
own set of challenges and pivots. This 
information here is more of a basic and 
simplistic textbook guide to raising 
institutional capital. Now, that you 
know the basic steps of fundraising 
dance, put on your dancing shoes and 
get ready to Cha-cha your way to Cha- 
Ching !!

https://mailtrack.io/trace/link/8aa3bb235468d6f3074b1d0fa4ff2ed49399c2d6?url=https%3A%2F%2Ftechcrunch.com%2F2012%2F04%2F07%2Fconvertible-note-seed-financings%2F&userId=2590391&signature=1bbaac74d0e2c365
https://mailtrack.io/trace/link/8aa3bb235468d6f3074b1d0fa4ff2ed49399c2d6?url=https%3A%2F%2Ftechcrunch.com%2F2012%2F04%2F07%2Fconvertible-note-seed-financings%2F&userId=2590391&signature=1bbaac74d0e2c365
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