
NEXT STEP: BOOK YOUR 20-MIN SERIES B
DE-RISKING BRIEFING.
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THE SERIES B READINESS SCORECARD: 3
COMMERCIAL FLAWS THAT KILL YOUR NEXT

FUNDING ROUND
For VC’s - Mitigating Revenue Quality Risk in Seed & Series A B2B SaaS

You’ve made a great investment. But if the commercial engine is not auditable, the investment risks a Series
B funding failure or a massive dilution.

We see it too often: The product-market fit is confirmed, the ARR looks promising, but the sales
infrastructure creates unnecessary Revenue Quality Risk. That's all it takes for a Growth-stage investor to
lose confidence and walk away.

What This Really Costs Your Fund: delayed Series B rounds, increased dilution, and failure to secure the
required valuation multiplier.

Your CAC LTV is artificially low
because the founder is the
hero. This creates a Founder
Dependency Gap that is non-
transferable and non-scalable.
Growth investors see fragility,
not scale. They know the minute
a new sales hire is made, the true,
inflated CAC will be exposed in
Commercial Due Diligence.

Activity does not equal Auditable
Revenue. The pipeline appears full,
but there is no granular, verifiable
data to back up the forecast.
Growth investors punish
'Forecast Fiction' severely. If they
cannot audit the pipeline velocity,
deal urgency, and qualification
stage-by-stage, the ARR projections
are discounted immediately.

Process is not auditable. Sales
systems and win rates are
inconsistent deal-to-deal, making
successful hires impossible. This is
The Talent Wall. The lack of a
uniform, repeatable system (e.g.
The REVENUE Engine) prevents the  
company from hiring and
onboarding sales talent, stalling the
growth required for Series B..

Using The REVENUE Engine, we partner with your team to:

Build a sales model that runs without founder involvement.
Turn passive interest into AAR justifying qualified pipeline
Create consistent, auditable, and forecastable conversions for Series B diligence

We'll rapidly audit a high-risk asset and benchmark its sales process against the commercial metrics
required for Series B diligence. We will then provide your team with a short, sharp Priority Remediation
Action Plan to fix the Revenue Quality Risk.

https://calendly.com/thesellingcollective/free-exit-ready-diagnostic
https://www.thesellingcollective.com/the-revenue-engine-b2b-sales-playbook
http://www.thesellingcollective.com/

