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Praise for The Art of Startup Fundraising

“Alejandro’s The Art of Startup Fundraising is a must read for any entrepreneur. Clear and concise,
he outlines in today’s startup community the steps to successfully fundraise. This is the golden era
for entrepreneurs, any good idea with proof of concept can get access to money. Know your
options!”

—Angelo J. Robles, Founder and CEO of Family Office Association

“One of the biggest crimes in the startup community is to watch good ideas and good teams to go
unfunded because the fundraising process isn’t friendly to first-time entrepreneurs. The Art of
Startup Fundraising is Alejandro’s contribution to the ecosystem that does a masterful job filling in
knowledge gaps and giving entrepreneurs the best chances of raising the capital they need.”

—Frank Rotman, Founding Partner at QED Investors

“The Art of Startup Fundraising delivers a smooth ride on the bumpy road of raising capital and
starting a business. Alejandro Cremades delivers up-to-date details and a clear vision—an
important guide for any entrepreneur who seeks to build and scale a business today.”

—Jeanne M. Sullivan, Co-founder, StarVest Partners

“Fundraising can be an incredibly frustrating experience for startup founders because they are at a
fundamental disadvantage: they know very little about the process, and investors know a lot.
Luckily, Alejandro has taken the time to assemble a detailed blueprint of how it works behind the
scenes that will help any founder level the playing field and navigate the process like a pro. If you
are raising money for your startup, don’t start without reading this book.”

—Pedro Torres-Picon, Founder and Managing Director at Quotidian Ventures

“The Art of Startup Fundraising translates art into science. By sharing proven formulas,
strategies, and case studies that work, Alejandro Cremades provides a needed service to future
entrepreneurs.”

—John Cohen, Managing Partner at City Light Capital

“This ought to be a reading requirement for all entrepreneurs when building a business and
raising capital. This is a very well written and informative book, by a man who is a testament to
dedication and creativity when confronted with the challenges of being an entrepreneur and
raising capital.”

—Carter Caldwell, serial entrepreneur and Principal at Cross Atlantic Capital Partners

“Alejandro is on the bleeding edge of equity crowdfunding today. When he talks about
fundraising, startups listen.”

—Andrew Ackerman, Managing Director at Dreamit Ventures
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“Starting a company is full of ups and downs for an entrepreneur and foremost among them can
be how to raise money for it. There is no magic bullet to make the process easy, but Cremades
comes close in The Art of Startup Fundraising by at least making it intuitive and accessible.”

—Weston Gaddy, Principal at Bain Capital Ventures

“Raising capital can be tough. Alejandro provides a step-by-step guidebook to all entrepreneurs
that rather spend their time thinking about changing the world instead of thinking of how to
raise funds.”

—Tobias P. Schirmer, Managing Partner of JOIN Capital

“A superb book on fundraising. Alejandro’s guidance should arm entrepreneurs with the
necessary tools to close with success a meaningful round of financing.”

—Ellen Weber, Executive Director at Robin Hood Ventures

“Raising money is hard. But startup founders all over the world can make it exponentially easier
by educating themselves on the process of raising equity capital before they dive into it. The
practical, hands-on advice from Alejandro Cremades in this book provides a solid foundation in
that self-education process. Delivered in an approachable format with a key lesson to take away
every few pages, The Art of Startup Fundraising is essential reading for entrepreneurs everywhere.”

—Allen Taylor, Managing Director at Endeavor

“There are very few complete resources available to entrepreneurs today to help them navigate
the world of fundraising. Alejandro Cremades does a great job of explaining and demystifying the
fundraising process. The Art of Startup Fundraising will, without question, provide entrepreneurs
with a great jump off point.”

—Sid Paquette, Managing Director, OMERS Ventures
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Foreword

MY MOM ALWAYS SAID IT was never a good time to have a baby, and she 
had 10. Whenever she told my dad, “Okay, Eddie, I’m pregnant,”
he would run right out and buy another bed. When I started the 
Corcoran Group, I grew the company the way my mom did her 
family. We grew from 6 to 60 salespeople in our first five years, and 
from 60 to 1,000 salespeople over the next 20 years, because I knew 
the secret to growing a business fast is to never wait until you’re 
ready. 

Every great entrepreneur I know expands long before their 
business is ready. It’s the only formula I know for aggressive growth. 
It forces you to think faster and move smarter because you’re always 
overextended and you have to pay the rent. With growth, many 
times additional funding is required to support the operations. 

I sit in a privileged seat as a shark/investor on the Emmy-winning 
reality show SharkTank, and each seasonwehear hundreds of heartfelt 
pitches from passionate entrepreneurs who are looking for funding. 
We listen to pitches for everything from the ingenious to the ridicu­
lous, and get to put our own hard-earned money behind the concepts 
we believe will be big winners. Once a deal is closed, the fun part 
begins when I get to work one-on-one with the entrepreneur with 

xiii 
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whom I’m investing. I shepherd them from dream to execution, past 
all the hurdles and hard times, and if we’re all a little bit lucky, on to a 
genuine, breakout success! 

However, before I put my time, my money, and my partner’s 
money behind any entrepreneur, I want to know everything I can 
about them and make sure every business I choose is a real winner. 
Investing in startups is a very risky business. Most of them fail, some 
eventually prosper, but only a few make a 20-to-1 jackpot return. 

First, I’m looking for an entrepreneur with street smarts. Most of 
the entrepreneurs I’ve met don’t have street smarts, and too many of 
them have answers that are way too smooth for me to trust. I’m trying 
to single out the winners with good gut reactions who are also smart 
enough to trust those reactions. I’m looking for entrepreneurs who 
can size up people quickly and motivate them, and spot opportuni­
ties where others see only obstacles. This takes not the usual book 
smarts, but real live street smarts. 

I want to invest in the risk takers. Every great entrepreneur I’ve 
succeeded with has an unusually high tolerance for uncertainty—in 
fact, they’re turned on by risk. Too many would-be entrepreneurs 
have buttoned up business plans with lots of numbers, fancy projec­
tions, and reasonable deductions. Those aren’t the ones for me. 

I want to put my money on entrepreneurs who know how to get 
back up fast after they’ve been kicked in the gut. They get knocked 
down just like us, but unlike most of us they take very little time 
feeling sorry for themselves. I sometimes think to be a great 
entrepreneur you need to have a low enough IQ so once you’re 
knocked down you’re too stupid to lay low, and instead pop back up 
saying “Hit me again!” I don’t think you can learn resilience; it’s a  
built-in attitude. 

To me, this is what can make or break a pitch. The best 
entrepreneurs have faced challenges and risen above them. That 
resilience is what I’m looking for when I hear new ideas on the show 
(and in life). 

I need to invest in founders who know how to communicate. I’ve 
learned that a new business goes nowhere if it doesn’t have a good 
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salesman at the helm. Somebody’s got to sell the new product or 
service and that’s the job of the founder. At the end of every 
interview I find myself asking, “Would I buy from this guy? Is his sales 
pitch irresistible?” Based on the answer to that one question, I turn 
down 95 percent of the businesses that are presented to me. 

I’ve learned that the number-one rule in sales is that everybody 
wants what everybody wants and nobody wants what nobody wants. 
When you tell someone they can’t have something, they always want 
it more, but let that same person know there’s plenty to go around 
and they’ll always go home to think about it. If you don’t have people 
clamoring for your venture, you’ve got to dream up a way to create 
the illusion that there is demand. This is why salesmanship is key in 
fundraising. 

Good salesmanship is never anything more than emphasizing the 
positives and playing down the negatives. And if you can find a 
unique gimmick, you’ll have a huge leg up when raising capital, and 
also over your competition while you are executing on your vision. 

I first learned the power of using a good gimmick as a young 
waitress in a New Jersey diner, trying to compete with Gloria, a 
blond bombshell with attention-grabbing breasts. Following my 
mom’s advice, I tied red ribbons to my blonde pigtails to look 
like the innocent virgin I was. My tips immediately doubled. When I 
started my real estate brokerage company, the Corcoran Group, I 
used lots of gimmicks to build my brand. 

I’m always looking for someone who’s a bit arrogant, as I’ve 
learned that aggressive entrepreneurs bring home the bacon. They 
make lousy employees, have issues with authority, and don’t want to 
be told what to do. I like to put my money in the hands of an 
entrepreneur who thinks he or she knows more than me. They’ll 
need that kind of confidence to jump over the huge obstacles that 
stand between them and the finish line. 

What I like best about angel investing is that I get to use 
everything I’ve already learned on Shark Tank. How do you impress 
an angel? How do you win their confidence and get their invest­
ment? There are tons of new business ideas out there—good, bad, 
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and crazy—and I’ve seen my fair share of them all. The difference 
between a good idea and one that makes money is simple: It’s gotta
make sense. The idea can either be a totally new invention lots of 
people will use or a much better way of doing something that’s been 
done a hundred times before. 

Another key ingredient that I look for when investing in a new 
company is work ethic. Before I invest in any business, I’m looking 
for a partner. A fancy website may get me in the door, but if you can’t 
woo an angel, you won’t woo your customers and build a huge 
success. 

This book by Alejandro Cremades will help entrepreneurs in 
obtaining a clear understanding of how fundraising works and what 
it takes to be successful in the process in order to impress people who 
invest in the startup ecosystem, like myself. 

Alejandro’s experience as the founder of Onevest makes this 
book unique, as the fundraising game has been changing substan­
tially over the past years with the implementation of new laws that 
were introduced with the JOBS Act. With the capital moving into 
the online world very quickly, this book should be a must-read for 
any entrepreneur who is beginning to raise capital to build their 
venture. 

—Barbara Corcoran 
Investor on ABC‘s Shark Tank

Founder of the Corcoran Group 
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