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FOUNDERS ISSUE #56: CARTA'S SHINING
MOMENT

What's Below in Issue #56:
[7] - A dive into Carta's response and building trust
[L]l - Data behind the perfect number of VC meetings to have
El- Free startup resources

- Premium startup resources

Have revenue and need access to quick capital?
Get matched with private capital providers and offers in minutes.

It's free to see options

Carta’s Quick Decision That Teaches How to Build Trust

Carta has been all over the news for an allegation by the founder of Linear that Carta started “doing cold outreach to our
angel investors about selling Linear shares to their non-disclosed buyers.” Carta is the largest cap-table software

company used by both startups and VCs to track investments.

However, my interest is NOT around what happened, but the response Carta had to this newsbreak.

Within a day, Carta’s CEO and co-founder, Henry Ward, created a post on Medium titled "Should Carta Facilitate

Secondary Trading?”, which he answers:

“No. Not anymore. Because we have the data, if we are trading secondaries, people will always worry that we are using
the data, even if we are not. So we have decided to prioritize trust, and exit the secondary trading business.”

For context, Carta had been planning to create a secondary market for startup shares since their first fundraising
pitches to VCs. It was part of the plan when Carta was conceived. Yet, the CEO tossed it out the window within hours to
maintain customer trust. While there are still many upset voices around Carta’s breach of trust, their actions spoke quite

loudly, and most customers appreciated the fast and far-reaching response.

Nothing is more valuable to a startup than building customers' trust and maintaining it. People make decisions about
purchases when they see others using and benefiting from them as well. If others are unhappy, people will avoid it since

there are usually enough alternatives. This is why people check reviews before purchasing a product.

Building trust for early-stage startups is difficult since people want others to have tried it first, and finding those early

adopters is like finding a needle in the haystack —and even they need a level of trust.

So how can startups build trust with their potential customers?

» Be transparent and honest. Don't hide or exaggerate the facts about your product or service. Ensure your product
or service solves a real problem for your customers and meets their expectations. Provide clear and accurate
iInformation about your product or service's features, benefits, and pricing. Don't overpromise or underdeliver.
Customers will trust you more if you provide them with value and quality, and they will be more likely to
recommend you to others. It is OK to have an MVP — just make sure that customers' expectations match the

experience.

o Admit your mistakes. Carta’s brightest moment during the allegation was the quick acceptance of blame and
correcting the course publicly. People want to feel heard when they are hurt, and an apology meets that need. If
you have limitations, acknowledge them and explain how you are working to overcome them. Customers

appreciate honesty and openness, and they will trust you more if you show them respect and integrity.

« Engage and listen. Coommunicate with your customers regularly and solicit their feedback. Respond to their
questions, comments, and complaints promptly and courteously. Show them that you care about their needs and
opinions and that you are willing to improve your product or service based on their input. Customers will trust you

more if you engage and listen to them, and they will feel more connected to your brand.

e Build a community. Create a platform where your customers can interact with you and each other. Encourage
them to share their stories, experiences, and testimonials. Showcase your happy and loyal customers and reward
them for their referrals. Create a sense of belonging and loyalty among your customers, and they will trust you

more and become your advocates.

Relevant Articles to Building Trust

» How Can Your Startup Build Trust Before You're Really Popular - ¢
e How to Fuel Startup Growth by Building Trust with Phin Founder Doug Lessing - ¢
e How Technology Startups Can Develop Meaningful Customer Relationships - ¢r
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Focus on Quality, Not Quantity

DocSend conducted an elaborate study of thousands of decks to correlate the number of meetings with the amount of
money raised. It is NOT a numbers game. More meetings do not correlate with more money raised. It is more important
to focus on pitching the right investors through the right channels than chasing the wrong ones. You save time and get

results faster.

Quick plug...if you haven't got your list of recommended VCs through Thunder yet, you should. You can sign up

Free Fundraising Resources

&) - Free pitch deck reviews -
¥ - Access working capital fast -

@ - Free list of Al Recommended VCs -

¢ 1 - Free fundraising coaching session -
Premium Resources

- Book a one-hour private capital strategy call -
@ - Pitch deck design services for founders by VCs -
@ - Startup Legal Services -

& - Startup Friendly Accounting Services -

Upgrade to Thunder Premium to Unlock:

1. Access to VC firms' team tabs to see active partners of the fund & their LinkedIn

2. Navigate a VC's portfolio to see relevant portcos or competitors, quickly find their founders on LinkedIn to connect
with them, and request warm intros
A downloadable CSV with the investor emails & LinkedIn URLs

3. Ability to filter your matches and adjust your profile

4. LiteCRM to track your progress

5. Request intros to VCs directly through the platform

6. Get our fundraising guide on how to increase your odds of getting a meeting

7. (one-time fee of $497) and get a free coaching session

Let's stay in touch:

Written by Jason Kirby -

Subscribe to our weekly newsletter for market and industry news and tips when it comes to raising capital and growing
your business -

Seeking to raise capital? Get your list of target VCs by creating a free profile here -

Looking to raise debt? Explore tailored debt options for free by completing a profile at
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Read On

More venture deals get signed in December Average Valuation

Percent of priced rounds (Seed thru Series E) by month signed | 20219-2022

Al /ML
Healthtech

2019 | 2020 2021 2022 Fintach
4
January 6.6% | 6.3% 5.4% 8.6% e ‘
February 6.0% ] 6.7% 5.9% 8.5% Gaas ' — Average Pre-Money Valuation by Round
' . aa
March 8.0% _ 9.9% 8.7% 10.2% Developer Tools —— @ 3Q22 @ 4Q22 1023 @ 2Q23 3Q23
—
April 8.6% | 8.0% 9.0% 9.5% Biotech
E-Commerce S
May 9.3% | 7.0% 8.4% 9.3%
Cleantech S
June 9.0% | 6.9% 9.2% 8.7% Gaming  S—
9.1%

1oy 8.4% 2 " 78% Analytics  mmm——
August 8.3% | 7.8% I & 0% 8.0% CPG
_ e Enterprise S
September 8.2% | 8.1% 5% 7.8% P
Robotics S
October 8.2% I ¢ 55 7.8% 6.7%
Aerospace
November 8.3% I e 5% 8.2% 6.8% Hardware e
December < P i (G2 Real Estate === ® % of Deals
carta Food /Beverages === % of Capital Deployed

HR & Recruiting —

Collaboration Tools
AngelList

AngelList Source: AngelList
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Founders Apply for Debt Financing Privacy Policy

Thunder is a tech-enabled investment bank that uses Al to identify Investors Apply for Venture Capital Terms of Use
relevant deals within the Thunder network and makes warm intros via

email on behalf of accredited investors, family offices, and VCs to founders
& GPs that are actively raising or investing venture capital. FAQs Getting Started
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