
 

 
Initial Due Diligence Checklist 

 
 
We assembled this list so you would be able to prepare these materials ahead of time, thereby 
smoothing the process and increasing your chances of success during our process.  
 
 
Due Diligence Checklist: 
 

 
Items 

 
Provided 

Provided 
in Part 

Not yet 
Provided 

Not 
Applicable 

1. Company / Team     

1.1. Provide annual financial 
statements since formation 
(income statement, cash flow, 
balance sheet). 

    

1.2. Provide copies of contracts 
entered into by the company.      

1.3. Description of any legal action 
the company has been involved 
with.  

    

1.4. Description of any debt the 
company has incurred.     

1.5. List of team members, their 
role, and summary of their 
backgrounds. 

    

1.5.1. Two-Three 
professional references for 
each member on the 
management team. 

    

1.6. List of anticipated key hires.     

2. Product and Intellectual     

 



 

Property 

2.1. Full product description, 
product demo, or prototype.     

2.2.  Intellectual 
Property/Prototype.     

2.3. Stage of development 
(prototype, alpha, beta, 
production). 

    

2.4. Product roadmap plan.     

3. Market     

3.1. Clear customer descriptions.     

3.1.1. List of existing 
customers/beta users.     

3.1.2. Contact information 
of customers we can call 
for a reference. 

    

3.1.3. Current and 
historical revenue.     

3.2. Market Size analysis (TAM, 
SAM, SOM).     

4. Go-to-Market Strategy     

4.1. Detailed plan of how you 
intend to deliver your product to 
the Market/Customers. 

    

4.2. Descriptions of who you need 
to sell to (key channel partners, 
decision makers, etc). 

    

4.3. Sales cycle timeline.     

4.4. Excel financial model with 
projections 3 years out.     

5. Competition     

5.1. Competitive analysis (list of 
competitors).     



 

5.2. Your competitive 
advantage(s).     

5.3. Contact info of technical 
experts you’ve worked with (if 
applicable) who can comment on 
your technology. 

    

6. Proposed Deal Terms     

6.1. Valuation and Deal Terms, 
including: 

    

6.1.1. Summary of prior 
raises and provide copies 
of closing docs. 

    

6.1.2. Current 
Capitalization Table.     

6.1.3. Details of current 
raise.     

6.1.4. Reasoning behind 
current valuation.     

6.1.5. Use of funds with 
dollar figures for what you 
plan on spending. 

    

6.1.6. Current burn rate 
(how much are you 
spending per month). 

    

7. Exit Strategy     

7.1. Who are possible acquirers?     

7.2. Where do you need to be to 
get on their radar? (i.e., $10M in 
annual revenue, 1M users, etc.). 

    

7.3. What are some recent 
acquisitions in this space?     

8. References     

8.1. Provide a Resume or LinkedIn 
profile for each key team member.     



 

8.2. Provide 3 references for each 
founding member.     

 
Note: all of the above may not be applicable to your company or industry, so work on all that 
you can. 


