FUNDRAISING & INVESTORS

How to Build a Financial Model Investors Actually Trust

I have reviewed hundreds of financial models over the course of my career, as an investor, a CFO, an investment banker, and an

advisor to founders preparing to raise capital.
Most of them have the same problem: the numbers work out too cleanly.

Investors do not expect perfection. They expect honesty, logic, and a founder who understands the assumptions behind their own

model.

What Separates a Credible Model

Your assumptions are explicit and defensible. Every key driver, customer acquisition cost, churn rate, average contract value,

margin, should be visible, labeled, and traceable to a real source. "Industry average" is not a source.

You show multiple scenarios. A model with one outcome signals that the founder has not stress-tested their own thinking. Base

case, downside, and upside scenarios show intellectual honesty and operational awareness.

The model ties together. Revenue flows to gross margin, to EBITDA, to cash. If your P&L and your cash flow statement do not

reconcile, investors will notice before you do.

You know the answer to the key question. What does the model break at? Every investor will push on your assumptions. If you

cannot answer where the model fails, that is a credibility problem.
A financial model is not a prediction. It is a structured argument. Build it like one.

Ready to pressure-test your model before your next raise? Upfront Clarity helps founders build models investors trust. Start with

a free conversation at www.upfrontclarity.com or call (203) 530-1180.
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