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EXECUTIVE SUMMARY

SCORE: 47/50 - GROWTH & INVESTMENT READY

Mature operations, looking to scale aggressively or raise external capital.

Your readiness is broadly solid across Vision & Market, Financial & Business Model, Operations & Structure and Product
& Validation. Product & Validation is your current bottleneck at 90/100 and should be the first area you address.

Vision & Market

Product & Validation

Financial & Business Model

Operations & Structure

YOUR ROADMAP TO INVESTMENT-READY

YOU ARE HERE

Ideation & Validation Phase

10-20 pts

Structuring & MVP Phase

21-32 pts

Go-To-Market & Traction Phase

33-42 pts

Growth & Investment Ready

43-50 pts

IMMEDIATE FOCUS AREAS / CONSULTANT WARNINGS

What is your go-to-market strategy for acquiring your first 100 customers? 4/5

Diagnostic Strength: Predictable pipeline underway. Action: Optimise conversion rates across the funnel before pouring more financial
fuel into the engine.

What are your key financial assumptions (burn rate, monthly overhead, runway)? 4/5

Diagnostic Strength: Strong financial visibility. Action: Stress-test your model against a 30% revenue shortfall scenario.

What is your legal, corporate, and tax structuring plan, and does it match where your target clients live? 4/5

Diagnostic Strength: Sound corporate foundation. Action: Keep annual compliance, corporate registers, and bookkeeping updated.

INVESTOR READINESS GATE

SERIES A / GROWTH CAPITAL READY

Capital source: Traditional Venture Capital Firms & Strategic Debt

Focus: Dominating market share, expanding team, and multi-jurisdiction scaling.
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READINESS BY PHASE

Vision & Market 100/100

Product & Validation 90/100

Financial & Business Model 93/100

Operations & Structure 93/100

DETAILED RESPONSES

VISION & MARKET

What is the core problem you are solving, and who experiences it most acutely? 5/5
Strong evidence (data, repeat demand, paying customers) this is a painful, widespread problem
Diagnostic Strength: Excellent market pull. You have product-market alignment on the problem definition. Action: Double down on documenting
these customer use cases for your marketing and pitch collateral.

Who are your competitors, and what is your sustainable competitive advantage (moat)? 5/5
Strong, proven moat that's difficult for others to replicate
Diagnostic Strength: Exceptional market positioning. Action: Use this unfair advantage aggressively in your go-to-market scaling strategy.

PRODUCT & VALIDATION

What stage is your product or service in, and what is your primary validation proof? 5/5
Proven product with strong usage data or consistent revenue
Diagnostic Strength: Product-market fit indicators are active. Action: Shift your primary advisory focus from product tweaking to operational
scaling and acquisition efficiency.

What is your go-to-market strategy for acquiring your first 100 customers? 4/5
Specific, tested channels with a reasonable customer acquisition cost
Diagnostic Strength: Predictable pipeline underway. Action: Optimise conversion rates across the funnel before pouring more financial fuel into the
engine.

FINANCIAL & BUSINESS MODEL

How do you make money, and what are your core revenue streams? 5/5
Proven pricing model validated by real paying customers at scale
Diagnostic Strength: Highly optimised revenue engine. Action: Evaluate upsell, cross-sell, and expansion revenue levers.

What are your key financial assumptions (burn rate, monthly overhead, runway)? 4/5
Clear, realistic budget with calculated runway and breakeven point
Diagnostic Strength: Strong financial visibility. Action: Stress-test your model against a 30% revenue shortfall scenario.

Are you bootstrapping, seeking angel/VC funding, or looking for strategic debt/grants? 5/5
Funding strategy proven, actively closing or already secured on strong terms
Diagnostic Strength: Capital secured. Action: Execute post-funding milestones meticulously according to your governance agreements.

OPERATIONS & STRUCTURE

What does your team composition look like, and what critical skill gaps are you missing? 5/5
Full, balanced team with no critical gaps
Diagnostic Strength: Elite team assembly. Action: Focus on internal communication workflows, culture retention, and performance management.

What is your legal, corporate, and tax structuring plan, and does it match where your target clients live? 4/5
Clear, compliant structure matched to target jurisdictions
Diagnostic Strength: Sound corporate foundation. Action: Keep annual compliance, corporate registers, and bookkeeping updated.

What are the top 3 major risks or bottlenecks that could cause this startup to fail in the next 12 months? 5/5
Comprehensive risk plan, regularly reviewed and stress-tested
Diagnostic Strength: Exceptional strategic resilience. Action: Maintain agile response templates for market shifts, regulatory updates, or liquidity
changes.
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FOUNDER COMMITMENT CHECK

What is your personal financial runway, and are you committed to this startup full-time?

Fully secured / 12+ months runway and experienced team: full-time, highly resilient, with over a year of personal runway and prior

entrepreneurial or relevant industry experience

Diagnostic Strength: Elite founder resilience. Positioned to execute aggressively through long sales and product cycles. Action: Leverage

this stability to take calculated, ambitious bets rather than default to caution.

SCANDIC MANAGEMENT ACTION PLAN

Focus on corporate structuring optimisation, advanced financial modelling, pitch deck refinement, and multi-jurisdiction
readiness.

INVESTOR DATA ROOM & GOVERNANCE CHECKLIST

What institutional investors will ask for during due diligence, before they wire funds:

Corporate & Legal Structure
Fully executed Incorporation Certificates and Articles of Association
Capitalization Table (Cap Table) showing clear share dilution, option pools, and founder vesting schedules
Signed IP Assignment Agreements (ensuring the startup, not individuals, legally owns the code, brand, and assets)
Founder and key-employee employment contracts with non-compete/IP clauses

Financial Architecture
3 to 5-year financial model (P&L, Cash Flow, Balance Sheet) built on an accrual basis with clear baseline assumptions
Historical burn rate, current monthly overhead, and verified runway calculation
Unit economics breakdown (Customer Acquisition Cost, Lifetime Value, and payback periods)

Commercial & Go-To-Market Traction
Pitch Deck (10-12 slides covering problem, solution, market size, business model, traction, and team)
Customer pipeline data, signed Letters of Intent, or early recurring revenue contracts
Validated Competitor Matrix detailing structural differentiation and barriers to entry (moat)

RECOMMENDED NEXT STEP WITH SCANDIC MANAGEMENT

Market Validation & Go-To-Market Blueprint
You are currently building or marketing without deep validation proof or a repeatable acquisition channel, risking high capital burn with

low conversion.

What we fix together: We stress-test your core problem hypothesis, outline a predictable client acquisition framework, and design a

low-CAC validation strategy.

Launch Your GTM Alignment Sprint with Scandic Management

This is a Beta result and general educational content, not formal advice. Only your score and date are retained on Scandic's side, the answers you entered were not
stored, this PDF and the accompanying email are the only copy of the detail.

SAMPLE REPORT

Unlocks in your full report
Investor data room checklist — run your own free report to see the full detail

https://scandicmanagement.com/contact.html

