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Agenda

"We're very excited about your company, but it's not a fit for us right now.“

• Finding the right fit
• Why companies hire investment bankers
• What non-technical students with no experience can do for startups



Resources

• Meet your BUSINESS LIBRARIAN!

Ryan Splenda: 

rsplenda@andrew.cmu.edu

109C Hunt Library

412-268-2453

mailto:rsplenda@andrew.cmu.edu


Resources

• Databases at Hunt Library:
• Marketline
• S&P CAP IQ
• CB Insights
• Thompson ONE Private Equity / Venture Capital
• PrivCo
• Dunn & Bradstreet / Hoover’s
• Pittsburgh Business Times

• Others:
• AngelList
• Crunchbase Pro
• SEC Edgar



Empowering women to feel beautiful and confident in their own skin 
through innovative engineered products. 

Trust is the only company to provide a bra technology that adequately 
addresses the issue of breast weight from an engineering and physics 
perspective. 

UPDATE: Trusst Brands, formerly Trusst Lingerie, is doing great!  The company has moved into a 
new showroom at 6600 Hamilton Ave. in Larimer.
“We’ve been scaling our marketing ... and our direct-to-consumer business… The staff has grown in size from 
nine people last summer to about 15, including three men. “We do not discriminate,” Ms. Berman said, “and 
sometimes they wear the bras.”







Key Steps:

• Identifying comparable companies and their investors…
And those investors co-investors

• Making contact…
Roles and responsibilities of the company and the Board

• Being prepared…
Expectations and materials to have ready



Identifying Comparable Companies
and Their Investors:
• For your audience of investors, what is comparable?
• Industry (e-commerce, robotics, apparel…)
• Target Market (women consumers, manufacturers, retailers…)
• Company Stage (pre-revenue, pre-earnings, scaling…)
• Investment Size (<$3mm, $3 - $10mm, $10 - $20mm, >$20mm)
• Geography (local, regional, national)

• First profile your own company then search for comparables.
• Go Broad to cast a wide net.







































ADOREME, INC., a US-based online 
retailer of lingerie and swimwear, 
has secured $8.5 million in Series B 
funding round from Upfront 
Ventures (GRP Partners), Mousse 
Partners Limited and Redhills
Ventures LLC.  The new investments 
bring ADOREME to total of $11.2 
million in funding.

July 9, 2013

Source: Marketline















Making Contact:

• There is no replacement for warm introductions. 
• Hierarchy of Introductions:
• Co-Investor,
• Other Investor,
• Your Investors &
• Industry Leaders,
• Cold Calls &
• Investment Bankers

• It is the reasonability of your Investors and Board to solicit follow-on 
capital… and also the CEO.
• The CEO and Management are responsible for pitching and closing. 



Making Contact:

• Use a CRM (many free options) or an Excel spreadsheet to make a 
BUYER LIST:
• Fund/Investor Name, Reference Deal 1: Target Company Name, 

Fund Name, Fund Size, Fund Date, Transaction Date, 

Investment Amount, Valuation/Revenue, Partner Name, 

Partner Contact Info, Grade A, B, C, F, and Notes for Reasoning.

• Create profiles for co-investors on transactions. 

• Ask for two introductions in conversation with good contacts.



Being Prepared:

• Target Investor/Contact List – help your network help you!

• Personalized Introductory Letter
Why you’ve identified them as a prospective investor, reference 
investments, investment criteria from their website, mutual connections, 
and a clear ask and timeline.  

• Teaser
1-page summary of your company, traction metrics, and funding ask. 

• Pitch Deck
<20 slides, summary detail of your market, company, and plan.

• Detailed Business Plan and Early Diligence Documents
Can take many forms and does not need to be overly formal. 
Demonstrates that you’re prepared and ready to act!



Questions?

Benjamin J. Garber
bgarber@tepper.cmu.edu


