
VC Question Databank for Startup Pitches

When evaluating a startup pitch, VCs typically ask a range of questions to gain a deeper

understanding of the business and assess its potential.

Some common questions VCs may ask include:

1. What problem does your product or service solve, and why is it important?

2. What is your unique value proposition and how does it differentiate you from

competitors?

3. How big is the target market, and what share of that market do you believe you can

capture?

4. What evidence or data do you have to support market demand and validate your

solution?

5. What is your business model, and how do you plan to generate revenue and achieve

profitability?

6. How do you plan to acquire and retain customers? What is your customer acquisition

strategy?

7. Who is your target audience, and what is your plan for reaching and engaging them?

8. How will you scale your business and handle increased demand? What are the key

growth drivers?

9. What is your team's background and experience, and how does it uniquely qualify

you to succeed?

10. What are the potential risks and challenges you anticipate, and how do you plan to

mitigate them?

11. How much funding do you currently have, and how do you plan to allocate it?

12. What is your plan for future fundraising rounds, and how will you use the additional

capital?
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13. Have you secured any partnerships or strategic alliances that could enhance your

growth prospects?

14. What are your key milestones and achievements to date, and what are your future

goals?

15. What is your exit strategy, and how do you plan to provide a return on investment

for investors?

16. How do you plan to differentiate your product or service in a crowded market, and

what barriers to entry exist for potential competitors?

17. What is your go-to-market strategy, and how do you plan to effectively reach and

engage your target audience?

18. How do you plan to handle potential scalability challenges as your business grows,

and what resources or partnerships are necessary to support that growth?

19. What measures are in place to protect intellectual property or proprietary

technology, and how do you plan to maintain a competitive advantage in the long

term?

20. Can you provide examples of successful customer acquisition and retention

strategies you have implemented or plan to implement, and what metrics or KPIs do

you use to measure their effectiveness?

These questions help VCs assess the viability, scalability, and potential of the startup, as

well as the founders' understanding of their market, business model, and growth strategy.

By preparing comprehensive and thoughtful responses to these questions, founders can

demonstrate their preparedness and increase their chances of securing investment.
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