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SAMPLE COMPANY DISCLAIMER

“MatterGrid is a fictional sample venture created solely to demonstrate the InvestorLens assessment format, methodology,
and report experience.”
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Preview Contents

This document is a selected preview of a full InvestorLens Tier 2 Investor Readiness Assessment. It demonstrates the report
structure, tone, methodology, and founder-facing analysis experience.

Part | - Report Overview Executive Snapshot; Company Snapshot; Confidence Builders &
Investor Concerns

Part Il - Selected Assessment Areas Problem & Market Need; Go-To-Market Strategy; Competitive
Positioning & Defensibility

Part Il - Investor Preparation Questions Investors Will Likely Ask; Strategic Priority Map; Final
Scoring Dashboard

Part IV - Preview Boundary & Legal Notes What full Tier 2 reports include; methodology; legal notice

About This Sample Preview

Full Tier 2 reports include additional assessment areas, deeper evidence review, company-specific recommendations, full
scoring interpretation, investor pushback, fundraising readiness analysis, and expanded strategic guidance. Report depth
depends on the quality, completeness, and specificity of the materials submitted. If founder materials are limited, incomplete,
or very early-stage, InvestorLens may provide an evidence-limited assessment focused on missing proof points, investor
questions, and readiness gaps rather than a full diligence-style analysis.

EVIDENCE & MATERIALS NOTE

InvestorLens reports are based on the materials submitted by the founder. If materials are incomplete, highly preliminary,
or not specific enough to support a full analysis, certain sections may be assessed with limited confidence, summarized at
a higher level, or replaced with an evidence-gap review focused on missing proof points and investor questions.

“MatterGrid is fictional. Any similarity to real companies, founders, products, customers, markets, fundraising processes,
or business models is coincidental.”
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Part | - Report Overview

Overview 1 - Executive Investment Snapshot

REPORT NOTE

This sample report demonstrates how InvestorLens evaluates an early-stage company through a structured investor-readiness
framework. The analysis is based on an assumed Tier 2 submission package and is not based on a real company.

6.8 Emerging Moderate $1.5M
OVERALL SCORE READINESS SIGNAL CONFIDENCE SAMPLE RAISE
out of 10 repeatability forming evidence-limited SAFE round

Overall InvestorLens View
MatterGrid presents as a promising operational intelligence platform addressing a real and increasingly relevant enterprise

problem: fragmented workflow visibility across distributed industrial and logistics environments.

From an investor perspective, MatterGrid appears commercially plausible but still evidence-light in several areas that would
matter during diligence. Stronger investor confidence would likely depend on evidence that the platform improves measurable
operational outcomes, becomes embedded in customer workflows, and can scale beyond founder-led enterprise selling.

Top Investor Confidence Builders Top Investor Concerns

1. Real operational visibility problem with tangible customer
pain

2. Founder profile appears connected to the customer
problem

3. Workflow intelligence framing is stronger than generic Al
automation language

4. Distributed industrial and logistics environments create a
believable pain context

5. Enterprise expansion may exist if measurable operational
value is proven

INVESTOR READINESS SIGNAL

1. Defensibility remains early and needs stronger proof

2. GTM s still founder-led and not yet repeatable

3. ROl evidence is not yet strong enough for broad
institutional outreach

4. Deployment scalability remains unproven across multiple
enterprise environments

5. Customer usage depth and long-term retention remain
early

“MatterGrid appears promising but still developing. The strongest investor signals are the clarity of the operational pain
point, founder-market fit, and commercial relevance of workflow visibility. The main proof gaps are GTM repeatability, ROI

evidence, usage depth, and defensibility.”
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Overview 2 - Company Snapshot

MatterGrid is an operational intelligence platform designed for distributed industrial and logistics organizations that struggle
with fragmented operational visibility across facilities, workflows, teams, and systems.

The platform aggregates operational workflow signals across systems, sites, and processes to help enterprise operators identify
bottlenecks, coordination failures, inefficiencies, and recurring operational friction before they materially affect productivity,
fulfillment timelines, or labor efficiency.

Company MatterGrid

Sector Enterprise SaaS / Operational Intelligence / Industrial
Workflow Analytics

Stage Early seed / emerging commercial validation

Current Raise $1.5M SAFE round

Current Traction 18 enterprise discovery conversations; 4 active pilot

discussions; 2 early paid deployments

Business Model SaaS subscription + enterprise onboarding / implementation
support
Primary Buyers VP Operations; Director of Continuous Improvement;

logistics operations leaders; industrial site managers

Core Use Case Workflow visibility, operational bottleneck detection, cross-
site coordination intelligence

InvestorLens Product Tier Tier 2 - Investor Readiness Assessment

Analysis Confidence Moderate

Core Investor Question

“The central investor question is not whether the operational problem exists; it is whether MatterGrid can build a repeatable,
defensible growth engine around that problem.”

WHAT WOULD STRENGTHEN THIS PROFILE
The company profile would become stronger with clearer proof of paid deployment outcomes, measurable operational ROI,
repeatable customer acquisition, and evidence that the platform becomes embedded in recurring customer workflows.
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Part Il - Selected Assessment Areas

SELECTED ASSESSMENT AREA
Assessment Area 1 - Problem & Market Need

8.4/10 Moderate to High Low to Medium

SCORE CONFIDENCE PRIORITY

InvestorLens Assessment

MatterGrid addresses a credible and commercially relevant problem: distributed industrial and logistics organizations often lack
clear operational visibility across facilities, workflows, teams, and systems.

The problem appears real because it is tied to operational inefficiency rather than abstract technology adoption. Enterprise
operators often experience delays, coordination failures, fragmented reporting, inconsistent workflow visibility, and difficulty
identifying recurring bottlenecks across sites.

1. Problem is operationally tangible and easy to understand 1. Recognition of inefficiency does not always translate into
2. Workflow gaps can affect productivity, labor efficiency, budget allocation

fulfillment timelines, and margin performance 2. The company must distinguish operational frustration from
3. Distributed industrial and logistics environments create a budget-backed urgency

believable pain context 3. Investor confidence depends on measurable business

4. Problem appears recurring rather than one-time impact and clear buying motivation

Suggested Investor-Facing Message

“MatterGrid helps distributed industrial and logistics organizations identify recurring operational bottlenecks and workflow
coordination failures before they create measurable productivity loss.”

Recommended Evidence
Area Recommended Evidence

Operational pain Examples of workflow delays, coordination failures, or
recurring inefficiencies

Economic impact Estimated cost savings, labor efficiency gains, or productivity
improvements

Buyer urgency Evidence that customers are actively prioritizing this problem

ROI proof Before / after examples from pilots or paid deployments
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SELECTED ASSESSMENT AREA
Assessment Area 2 - Go-To-Market Strategy

5.9/10 Moderate High

SCORE CONFIDENCE PRIORITY

InvestorLens Assessment

MatterGrid’s go-to-market strategy appears promising but still early in repeatability. The company has engaged enterprise
prospects and early paid deployments, but current customer acquisition appears heavily founder-led and relationship-driven.

Founder-led selling is normal at this stage, especially in complex enterprise markets. Investors will not penalize founder-led
selling by itself; they will question whether the company is learning enough from founder-led selling to build a repeatable
acquisition process.

Key Strengths

1. Early enterprise conversations suggest the problem 1. The largest concern is repeatability

resonates 2. Investors will ask who the real buyer is and what objections
2. Founder-led sales may produce valuable customer slow conversion

discovery 3. Enterprise onboarding complexity may create friction

3. Operational pain can be converted into a practical sales without a clear deployment playbook

narrative

4. Pilot and paid deployment activity provide a foundation for
GTM learning

Suggested Investor-Facing Message
“MatterGrid is using founder-led enterprise sales to validate the highest-urgency operational workflows, then converting
that learning into a repeatable sales and deployment motion.”
Recommended Evidence
Area Recommended Evidence

Acquisition source Breakdown of discovery conversations, pilots, and paid
deployments by channel

Sales cycle Average time from first conversation to pilot or deployment

Buyer persona Clear distinction among economic buyer, operational
champion, and end user

Founder dependency Sales process documentation, first GTM hire plan, or
repeatable playbook

InvestorLens | Tier 2 Sample Report Preview | MatterGrid



SELECTED ASSESSMENT AREA

Assessment Area 3 - Competitive Positioning & Defensibility

5.8/10

SCORE

InvestorLens Assessment

Moderate High

CONFIDENCE PRIORITY

MatterGrid’s competitive positioning is commercially plausible but not yet fully defensible. The company’s workflow intelligence
framing is stronger than generic Al analytics language, but investors will still question whether the product can become difficult

to replace over time.

The competitive landscape includes operational analytics tools, ERP reporting extensions, industrial software providers,
workflow intelligence platforms, and internal enterprise data teams. MatterGrid should expect investors to test whether its

differentiation is strategic or feature-level.

1. Operational workflow intelligence is more focused than
broad analytics

2. Cross-system visibility may create value where existing
tools remain fragmented

3. Multi-site operational benchmarking could become
strategically useful over time

4. Workflow embedment may create switching friction if
customer reliance deepens

Suggested Investor-Facing Message

1. Larger enterprise software vendors may replicate enough
functionality

2. The answer should go beyond Al or dashboard features

3. Investors will test whether the company becomes difficult
to replace over time

“MatterGrid’s long-term advantage is built around operational workflow intelligence that becomes more valuable as customer:
use the platform across more sites, workflows, and recurring operational decision cycles.”

Recommended Evidence
Area

Competitor map

Differentiation

Switching friction

Data advantage
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Recommended Evidence

Comparison against ERP analytics, operational dashboards,
industrial software, and internal Bl teams

3-5 specific capabilities MatterGrid does better than
alternatives

Evidence that customers embed MatterGrid into recurring
operational workflows

Proof that operational insights improve as workflow data
accumulates



Part lll - Investor Preparation

Questions Investors Will Likely Ask

These questions are designed to help founders prepare for the concerns that often shape investor follow-up behavior.

Question

1. Why is operational workflow intelligence becoming strategically urgent
now?

2. What category does MatterGrid ultimately belong to?

3. Why does this company win long term?

4. What happens after founder-led enterprise sales slows?

5. Which customer segment demonstrates the strongest expansion
potential?

6. How difficult is enterprise onboarding today?

7. What operational metrics measurably improve after deployment?

8. What prevents larger ERP or enterprise software vendors from replicating
this functionality?

9. What milestone specifically becomes possible after this round?
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Why This Matters

Tests timing and market urgency.

Tests narrative clarity and investor
memorability.

Tests defensibility and durable advantage.

Tests GTM repeatability.

Tests ICP focus and account growth
potential.

Tests implementation scalability and margin
risk.

Tests ROI proof.

Tests competitive defensibility.

Tests financing discipline and use-of-funds
logic.



Strategic Priority Map

These priorities are ranked by likely impact on investor confidence and fundraising readiness.

Area

Strengthen defensibility narrative

Improve ROI quantification

Narrow ICP focus

Reduce founder-led GTM dependency

Strengthen deployment repeatability

Recommended Evidence

Reduces copy risk / feature-level differentiation; suggested
output: competitor wedge slide + explanation of
compounding workflow intelligence

Reduces value uncertainty; suggested output: 2 before / after
customer case studies with operational metrics

Reduces GTM inefficiency; suggested output: clear ICP
definition by buyer, workflow, urgency, and deployment
profile

Reduces scalability concern; suggested output: documented
sales process, channel tests, or first GTM hire plan

Reduces implementation risk; suggested output: standard
onboarding playbook + target deployment timeline

Final InvestorLens Scoring Dashboard

Dimension

Founder & Team

Problem & Market Need
Product & Solution Quality
Market Opportunity

Business Model & Revenue
Quality

Go-To-Market Strategy
Traction & Validation

Competitive Positioning &
Defensibility

Fundraising Readiness

Narrative Clarity & Investor
Perception

6.8/10

OVERALL SCORE

Promising but developing

Score

7.2

8.4

7.3

7.8

6.9

5.9

6.6

5.8

6.4

7.5
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InvestorLens View

Credible founder-market fit; scaling depth still developing
Strong operational pain

Directionally credible; dependency still early

Attractive enterprise complexity tailwinds

Recurring Saa$S potential; revenue quality still early

Founder-led and underdeveloped
Promising but limited evidence depth

Important unresolved investor concern

Developing; targeted conversations only

Strong operational framing

Emerging
READINESS SIGNAL
Repeatability forming

Defensibility + GTM

PRIORITY FOCUS

Highest concern areas



Part IV - Preview Boundary & Legal Notes

What Full Tier 2 Reports Include

This preview shows selected sections from a full Tier 2 Investor Readiness Assessment. Full Tier 2 reports may include the
sections listed below when sufficient information is provided. If submitted materials are incomplete, certain sections may be
assessed with limited confidence, summarized at a higher level, or replaced with an evidence-gap review. Full client reports may
also include deeper investor pushback, underlying concerns, and action-oriented next-step recommendations.

Included in Full Report Additional Guidance

. Full 10-dimension assessment . Likely investor pushback
. Founder & Team analysis . Underlying investor concerns
. Product & Solution Quality review . Highest-impact evidence to prepare
. Market Opportunity analysis . Ranked strategic priorities
. Business Model & Revenue Quality review . Deeper investor-preparation guidance
. Traction & Validation analysis . More detailed scoring interpretation

. Fundraising Readiness assessment . Evidence-gap review when materials are incomplete

00 N O O h WN =
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. Narrative Clarity & Investor Perception review . Action-oriented next-step recommendations

Methodology & Short Legal Notice

This preview was produced using the InvestorLens structured evaluation framework designed to approximate how early-stage
investors may perceive a company’s business, market positioning, product, traction, and fundraising readiness.

InvestorLens provides educational and analytical startup-readiness services only. InvestorLens is not a registered investment
adviser, broker-dealer, placement agent, finder, law firm, accounting firm, valuation firm, or fundraising intermediary.

This sample report does not constitute investment advice, securities advice, legal advice, valuation advice, accounting advice,
or fundraising representation. InvestorLens does not solicit, arrange, negotiate, or facilitate investments or investor
introductions and does not guarantee funding, investor interest, valuation outcomes, business success, customer acquisition,
or fundraising results.

Closing Observation

“MatterGrid’s strongest current investor signal is the credibility of its operational pain point. The company’s main gating issue
is not whether the problem exists; it is whether MatterGrid can prove repeatable enterprise deployment, measurable ROI, and
defensible workflow embedment.”
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é InvestorlLens

Know how investors may see the business
before the first serious conversation.

InvestorLens helps founders understand how investors may perceive their company, materials, risks, and fundraising
narrative before they enter investor conversations.

Email hello.investorlens@gmail.com

Website getinvestorlens.com

Report Type Tier 2 Investor Readiness Assessment
Confidentiality Prepared for founder/internal company use

Confidential ® Independent ® Founder-first

InvestorLens | Tier 2 Sample Report Preview | MatterGrid



