
Putting the FU
N in Funding! 

WORKBOOK

F o u n d i n g M o m s . c o m

course twenty-five
 

Putting the FUN in Funding!
Part One: Putting The Fun In Funding!............................2
Part Two:  How To Earn An Investment..........................4 

Part Three: Stages Of  Investment.................................7
Part Four: Tips For Pitches.......................................11
Your Funding Story...............................................14
My Target List....................................................15
Moving Forward..................................................16
Show The Future..................................................17
Reframe!...........................................................18
Reflect & Share With Jill ........................................19

http://foundingmoms.com


2 Let’s chat: FoundingMoms.com/forum 

Part One 
putting the fun in funding!

Jill, I don’t really understand funding.

What should I do?

I need help, Jill!

This is how The Founding Moms does it!

FUNDING

https://www.facebook.com/groups/FMCWorldwide
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Jill Salzman: Hello! Hi! I’m here today with Troy Henikoff. He is one of the greatest minds in 
Chicago! Troy – tell us who you are and why you’re here today. 

Troy Henikoff: My daughter asked me, “Dad, what do I tell people you do when they ask 
me”? She’s seen it all but it’s confusing, so I told her to tell people that my job is to help 
entrepreneurs. 

JS: Yes! You’ve just finished your run as the head of tech stars.

TH: I’ve been a serial entrepreneur. Straight out of college no one would give me a job that I 
wanted so I had to create one. So I started a company doing custom software development. I 
did not know what I was doing. I could understand your business problem and I could solve it 
with technology and you would pay me and it was awesome but I didn’t now what an income 
statement was, I didn’t know about marketing. 

JS: Wait – how did you get clients?

TH: Word of mouth! I learned very quickly, I had a bunch of false starts, sold some 
companies and then I got involved in helping other entrepreneurs. I started by helping 
a professor at Kellogg teaching entrepreneurs. Then I started teaching my own class and 
working and running a company. Then one of my students went through Tech Stars and had 
an amazing experience. They ended up being acquired but everyone saw it and wanted it to 
happen in Chicago. So we started an accelerator in Chicago. We ran Accelerate Labs! The 
value you’re creating is community. We pick ten groups and mentor and we get everyone 
going! These are serious mentors! Groupon, Jelly Vision, OkCupid – so many!

I started a company called Sure Payroll and a friend started talking to me about starting a VC 
fund which is where I can now back entrepreneurs. 

JS: You’re so finely tuned and good at mentorship – so many tips and tricks. I want you to give 
folks the Troy perspective on entrepreneurship and what they can think about if they want to 
go look for funding. Troy has an amazing story! Let’s hear more! 

https://www.facebook.com/groups/FMCWorldwide
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Part two 
How to earn an investment

Jill, will people just give me money? 

What should I do?

I need help, Jill!

this is how the founding moms does it!

https://www.facebook.com/groups/FMCWorldwide
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JK: We’re back! Let’s have fun with Troy! How can I get people to give me money for my 
business.

TH: No! Stop right there! People don’t give you money – that’s charity! Your job as an 
entrepreneur is to earn their investment. People aren’t putting money in your cup on a 
street corner!

JK: Wait, aren’t you going to give me money?!?

TH: If you can show me that this idea has legs and you have taken the steps for a bright 
future and that for every dollar I give you I believe I’m going to get more than a dollar 
back. The two things I need to believe is that 1) I’m going to get more than a dollar back 
and 2) the risk is sufficiently low. You’ve probably heard about different stages of equity like 
friends and family, and angels, venture capital and private equity. Let’s clarify how this all 
works.

Typically there is an entrepreneur with an idea: Ding!!! You sell fun at the beginning, 
maybe you develop a prototype, maybe you code something. Maybe you put in some of 
your own money via credit card debt or depending on your situation. This could be tens of 
thousands! At some point, your money runs out. This is typically when you go to friends 
and family and your uncle is investing because he’s betting on you. He probably doesn’t 
understand your business. They are betting on you and aren’t necessarily looking for a 
return on their money. 

The next level is angel investors. They invest their own money. Somebody would come to 
me and tell me what they’re building and they’re going to convince me that they are going 
to make me more on each dollar that I invest. This is cool and I can choose to do this. I 
am investing my own money. If I want to, I can invest just because I like your sunglasses. 
Usually angel investors are looking for more than just money. They want to mentor and 
be involved and feel good. They are usually less critical about the business model and the 
metrics. Angel investors can choose to do it for any reason!

The next level is venture capital. What happens here is it is like having a mutual fund. 
Venture funds invest in early stage technology. Typically this is bigger money. You can’t just 
put in a hundred dollars you are writing big checks at this point. This has a pool of limited 

https://www.facebook.com/groups/FMCWorldwide
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How to earn an investment (CONT.)
partners. We’re going to get a return back that we can give them more money than they 
gave us. We get paid along the way. We only get paid if we return money to them. It’s a lot 
of pressure! Now, if I meet you as a venture capitalist. Now I can’t invest in you unless I see 
a lot of metrics and data because I have a job to do because I answer to my investors.

You don’t have to go in order as you could skip friends and family or different stages. 
Professional investment requires you to really make a business case.

JK: How do we know the levels of money? Here in Chicago, there are angels who write 
million dollar checks and there are venture funds that write as small as $25000. 

TH: In general, angel checks are smaller than venture capital but it is not always that way. 
I’ve seen friends and family rounds for anywhere from $20,000 to a million! There aren’t 
really rules in terms of amounts. 

Venture Deals by Brad Feld and Jason Mendelson. It’s a great book if you’re in the middle of 
doing a transaction and you want to know and understand what you’re in. It’s technical 
reading not just a fun read. 

JK: Questions?!? Let’s head to the forum!

https://www.facebook.com/groups/FMCWorldwide
https://foundingmoms.com/fmc/forum
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Part three 
Stages of investment

Jill, what are the stages of investment?

What should I do?

I need help, Jill!

this is how the founding moms does it!

https://www.facebook.com/groups/FMCWorldwide
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JS: We are back! We want to understand how we earn their money?

TH: Friends and family it’s going to be all about your relationship. Your family has warm 
feeling about you! 

When you’re talking to angels or VC’s (venture capitalists). Many people think of investors 
as big risk takers! The reality is that the successful ones are good at mitigating risk in an 
inherently risky environment. As a general rule, if I invest in ten start ups, 4 are going to 
fail, 3 are going to tread water, 2 are going to do okay and 1 of them is going to do well. It’s 
a different kind of portfolio. If you invest in stocks you have a mixed portfolio but you don’t 
really expect any of them to go to zero. With start-ups, it’s high risk and high return. An 
experienced investor will have a portfolio of investments. We spread out our risk by investing 
in multiple companies because we don’t know which one is going to hit. 

Your job when you’re trying to get investors is to show them the potential of the return 
and that you’ve minimized the risk. If you can show them that there is future in upside and 
relatively minimal risk, than they should invest.

JS: Wait – How do I know how to do this?!?

TH: Here’s what I literally do! Someone pitches me an idea for a tech company.

JS: How about an automatic maraca shaker!

TH: First, I go to the whiteboard and write down all of the risks involved. Can I manufacture 
this? Can I market this? How much do I have to spend on marketing to sell one? What 
about pricing? Intellectual property risk? Then I look and see what is the biggest risk and I 
put them in order. I think marketing first, then pricing and IP. 

Then how can I cross off the risk?!? The entrepreneur is doing this.  Let’s look at the marketing 
risk. There is a great book The Lean Startup. Read it cover to cover! They talk a lot about how 
do I quickly and inexpensively determine the answers to these kinds of questions. 

We used to have to plan everything out and give it to the customer and then we learned 
whether it worked or not. 

https://www.facebook.com/groups/FMCWorldwide
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Stages of INvestment (CONT.)
JS: How do I access how much it’s going to cost me in marketing to sell one maraca?

TH: I can go to Facebook and spend $100 on ads and make some simple ads that go to a 
simple website for www.maracas-r-us.com. Now, I don’t actually have any product yet I’m 
just testing. If I spend $100 and 50 people click, than it cost me $2.00 per click.  That is one 
piece of data but they haven’t actually committed yet. 

Next, run the smoke screen test! I’m going to show them a beautiful maraca with a $10 price 
and a buy now button. This is a website that is simple. When they click buy now, it says you’re 
out of stock and may you have their e-mail address to let them know when they’re back in 
stock. You don’t want to piss them off. 

You now have great data! You know how many people are clicking buy now and people who 
are willing to buy. It’s a problem if it cost you $10 to make them and people are buying them 
for $10 because you won’t make any money so you need to get a higher price.

Now I’m going to try this same thing with a price of $25. You’re getting data very inexpensively 
to see how consumers are going to behave.

Now you figure out how much your marketing will cost, how your pricing can work. You will 
never de-risk your entire business but you will get it to a point where the risk is manageable 
and then you can try to raise a little money. Plus, you’ve got this data for the investor.

JS: Shout out to Walt Disney – great exercise! What are some obstacles that seem silly that 
you’ve seen get in the way for your clients?

TH: One of the problems we often have is that we’re in a weird price-point. We’re a lot less 
expensive than the big guy which is great but we’re too expensive for really small business. 
We can’t lower our prices. So we have to offer something different for small business. We 
had to find another way to solve the problem. How do we address their needs with a smaller 
budget? We launched a new product to meet that need.

Everything you do in entrepreneurship should be a two-fer! By that I mean, you should 
move your business forward and you should learn. Let’s say you’re running your business, 
we’re back to your ads. Now you’re always running two ads with slightly different data. Now 
you’re learning. After a month you’re going to take the better ad and run it plus a slightly 

https://www.facebook.com/groups/FMCWorldwide
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Stages of INvestment (CONT.)
different version of it to keep tweaking to get the best result. This way you are constantly 
learning. Keep moving your business forward and get smarter and then you win!

JS: That’s amazing! This is for the earliest stage!

TH: Now, you’ve got some investment, you’re starting to see your maracas. No matter what 
you think you need, you will always need more. 

The next time you’re fundraising you’ll have your cost of doing business, and you’ll have 
money coming in the door. The best time to raise money is when you hit cash flow positive. 
This is a very happy place. This is where your revenue is greater than the cost. This is how you 
can come from a position of strength and raise money from the investors. You can then say 
nicely how you don’t need money because you’re cash flow positive. However, you can also 
explain to the investor that if they invest you can change the trajectory. Investors are paying 
for the delta, the difference. 

Companies that can keep their expenses low and can hit break even, they can get investors 
to tilt the graph and get to cash flow positive. Now you can approach bigger investors. More 
money and more risk. With your money we can now continue getting ten times bigger again. 
Keep increasing the slope!

JS: Is this how shark tank works?

TH: Yes! I can keep going, but with an investor I can jump. If you’re low on the graph is 
when you’re friends and friendly. 

One mistake entrepreneurs make is that they share their pitch deck and they tell me all of the 
things they’ve done. As an investor, I’m not buying the past I’m buying the future. 
Show me the future. Your job as an entrepreneur is to show me what the future looks like. 
Spend 20% of your time on the past and then explain what the future holds. You might have 
to make some assumptions. I’ve proven I can acquire customers on Facebook, I’ve proven I 
can make them for x dollars, I’ve proven I can sell them for $25.00  Entrepreneurs who are 
raising money need to sell the future.

JS: Hold on!

https://www.facebook.com/groups/FMCWorldwide
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Part four 
tips for pitches 

Jill, I need some tips!

Do you have any, jill? 

thank you, Jill!

this is how the founding moms does it!

T I PS ! !

https://www.facebook.com/groups/FMCWorldwide
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JS: I know I brought this up in the last segment. When is the right time to raise the dinero?  

TH: There is this curve that applies to all business.

JS: To the whiteboard!

TH: On the bottom is time and on the up is perceived value and then they start to execute 
and it get’s really, really, really hard! Companies that fail generally fail because they don’t 
have enough time or resources. Building a business is hard. But it’s fun!

You can start to feel this a little as an entrepreneur. You want to raise money at the beginning 
when everyone is really excited about the idea and then you raise money when you have 
business metrics to prove it. 

JS: Cross the bridge to the next step! Don’t fall into the pit of despair!

TH: Entrepreneurs often think of raising money as a transaction. They want as much 
money as they can right now. It’s a chess game because you’re going to raise money multiple 
times. Great entrepreneurs are always looking at their next move. You want to position your 
company for that next raise.

JS: You have to be an optimist! With my last company I overestimated everything and still 
didn’t estimate enough money! Let’s ask Troy about a few pitch tips! 

TH: The first Jedi mind trick is don’t ask for money, ask for advice. Hey, Jill, I have this really 
cool product that people are buying left and right, I think I might be able to make a bigger 
business out of it. Could I share with you to get your advice?

Here’s what’s probably going to happen. You’re going to look at my pitch. The investor will 
maybe give money if they give advice and like the idea. Enter the conversation by looking 
the same direction. Depending on the level of sophistication, with your aunt it’s a shared 
conversation, as an angel it’s someone they can work with. If it’s a venture capital meeting 
it’s probably a good pitch deck. If you walk through all of the slides and the meeting ends 
then it’s no good. You want the investor to ask questions, to jump around and you’re feeling 
frustrated but the investor isn’t. You want to make sure that you’re answering the investors 
questions. If you feel like you’re getting pulled all over the place than you were in a good 
meeting. Slideshare has great pitch deck examples. 

https://www.facebook.com/groups/FMCWorldwide
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tips for pitches (CONT.)
JS: How do we learn about this, price acquisition and everything?  

TH: I’ve come to the conclusion that entrepreneurship is an apprenticeship business. There 
is not one class or book or blog that will teach you everything. Some of it you have to learn 
by doing. There are some things you have to experience. Never B.S.  If you don’t know the 
answer, be honest and say you don’t know and get back to them with the right answer. 

You might have to kiss some investor frogs! When you decide it’s time to go out. You don’t 
want to pitch the investor you really want first. You want to practice and get some honest 
feedback. Pitch the investor you want the least first. By the time you’ve done ten or twenty 
of them, now you’re prepared because you’ve gotten the answers that you need.

JS: Let’s get in the forum with Troy! Ask away! If you are a Founding Mom who have raised 
money – share in the forum!
 

https://www.facebook.com/groups/FMCWorldwide
https://foundingmoms.com/fmc/forum
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your funding story
Take a moment to reflect by filling in your funding story and all 

the various places money has come in to your business so far.

Move
Forward

Move
Forward

Move
Forward

Move
Forward

https://www.facebook.com/groups/FMCWorldwide
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my target list

Who are the friends and family that I could ask for money? 

Who are the angel investors I could ask for money?

Who are the venture capitalists I could ask for money?
(If you don’t know any, who might you be able to ask to get connected to one?)

https://www.facebook.com/groups/FMCWorldwide
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Moving forward
What am I doing to move my biz forward and what am 
I doing (or need to do!) to keep learning about my biz?

forward! learn!

https://www.facebook.com/groups/FMCWorldwide
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show the future
Show me the future of what your business could be! 

https://www.facebook.com/groups/FMCWorldwide
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reframe!
I want to ask for money. I want to ask for X.

Now reframe it as asking for advice in the puzzle pieces below.  

https://www.facebook.com/groups/FMCWorldwide
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Reflect and share with Jill

Share your thoughts at www.FoundingMoms.com/forum

https://www.facebook.com/groups/FMCWorldwide
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SPREAD THE Word: tweet it!

#1: Loved #theFMC video course on finding investors for my 
 #smallbusiness! Have you seen it? http://www.foundingmoms.com/fmc  
 Link shortcut: http://ctt.ec/L4T4c

#2: Hey #FoundingMoms, what’s YOUR plan to find funding for your  
  biz? Share it with me! #theFMC   
 link shortcut: http://ctt.ec/ed6Tu

#3: Thanks to #theFMC, I’m focused on finding the right investors & 
 funds for my small #business! Join me: https://foundingmoms.com/fmc 

 link shortcut: http://ctt.ec/5ffby

https://www.facebook.com/groups/FMCWorldwide
http://ctt.ec/L4T4c
http://ctt.ec/ed6Tu
http://ctt.ec/5ffby


Putting the FU
N in Funding! 

WORKBOOK

The Founding Moms’ Putting the Fun in Funding! Workbook - Jill Salzman  •  Copyright @ 2017 The Founding Moms, LLC  •  All rights reserved. No part of this book may be used or reproduced in any 
manner without written permission from The Founding Moms, LLC although contributions in the form of chocolate always help.  •  www.FoundingMoms.com


