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INVESTMENT SCREENING BRIEF
CinderVale Relay Al

Al voice agents for regulated receivables operations

ITEM DESCRIPTION

Sample status Fictional public example

Review stage Initial investment screening

Source package Mlustrative company-prepared pitch deck, 18 pages
Evidence boundary lustrative submitted materials only; no external research
Screening outcome Request information before the founder conversation

Purpose and limitation

This document demonstrates the DueCap screening format. All names, people, customers, dates, figures and source documents are
invented or materially altered. It is not an investment opportunity, investment advice or a diligence opinion.
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01 EXECUTIVE SNAPSHOT

What the supplied materials say, what they do not establish and what matters before the meeting.

Screening outcome

Request a focused information package before the founder conversation. The materials show early commercial activity, but revenue
quality, customer evidence, compliance readiness, runway logic and financing terms remain too thin for a productive first meeting.

Company at a glance

CinderVale Relay Al presents a software platform that combines Al voice agents with workflow tools for regulated receivables teams. The
illustrative deck describes six customers, two pilots and $18,000 of monthly recurring revenue, while seeking $750,000 in new capital.

SIGNAL WHAT THE MATERIALS SAY SCREENING INTERPRETATION

Product Voice automation, agent workspace and The workflow is clear; product boundaries and
reporting for receivables operations. integration effort are not.

Traction Six customers plus two pilots; several unnamed Status, contract scope and cohort evidence need
customer examples. reconciliation.

Revenue $18,000 reported MRR; $35,000 expected within No as-of date, invoice schedule, collections record
six months. or recurring-revenue bridge.

q Claims of 60% lower staffing cost and faster Method, baseline and independent customer

Economics . q

recoveries. confirmation are absent.
. . Inst t, valuation, t cash, b d
Financing $750,000 round; 12-15 months of stated runway. nstrument, va'uation, current casn, burn an

committed capital are not supplied.

Decision-critical uncertainty

e Whether the six customer accounts are contracted, live, billed and collected on the same basis.

® Whether the claimed operational outcomes survive a customer-by-customer cohort view.

® Whether regulated-data handling, consent and call governance are production-ready.

® Whether the operating plan and financing request form a credible bridge to the stated $1.4 million ARR target.
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o2 BUSINESS OVERVIEW

A concise reconstruction of the company’s proposed business, with boundaries where the deck is silent.

DIMENSION

Problem

Product

Customer

Commercial model

Technology

Go-to-market

Team

ILLUSTRATIVE DECK POSITION

Receivables teams rely on labor-intensive calling
and fragmented follow-up.

Al voice agents conduct conversations; the
workspace manages cases, scripts and reporting.

Lenders, credit-services groups and mobility or
subscription businesses.

Recurring platform fees with usage-related
components.

Third-party telephony, speech and workflow
services support the product.

Founder-led sales, industry referrals and targeted
outbound activity.

Founding roles span product, engineering,
operations and commercial execution.
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BOUNDARY / QUESTION

No quantified market-wide evidence or buyer
research is shown.

Human handoff, implementation scope and
supported channels are unclear.

Ideal customer profile and buying owner are not
defined.

Pricing tiers, minimums, discounts, onboarding
fees and contract duration are absent.

Critical dependencies, switching costs, data
boundaries and failure modes are not mapped.

Pipeline stages, cycle length, conversion and
capacity are not provided.

Names are intentionally omitted; role allocation
and full-time status are illustrative.

Product boundary

The materials describe a combined automation and workflow product. They do not separate what is proprietary from what is configured
through third-party services, or show the implementation work required for each customer.

Customer relationship boundary

Unnamed examples include a regional lender, a credit-services group and a mobility platform. The deck does not supply executed contracts,
invoices, collections evidence, deployment dates or reference contacts.

Market and competition boundary

The deck describes a large receivables-software opportunity but does not define the relevant market, buying budget, replacement set or
competitive win/loss history. The market claim should be treated as a hypothesis for the founder conversation.
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03 FINANCIAL SNAPSHOT

Reported figures and transparent arithmetic; no financial statements were supplied.

METRIC DECK FIGURE

Current MRR
Six-month MRR
Year-end plan

Next operating year
Capital sought

Reported runway

Arithmetic checks

$18,000

$35,000

$45,000 MRR / 24 customers

$1.4 million ARR / 48 customers

$750,000

12-15 months

CALCULATION
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SCREENING NOTE

No as-of date, composition or collections
evidence.

Forecast without a signed pipeline bridge.

Requires customer count and revenue per
account to expand together.

Not reconciled to the six-month or year-end plan.

Instrument, valuation and allocation are not
supplied.

Current cash, burn and start date are not shown.

WHAT IT SURFACES

Six-month annualization

$35,000 x 12 = $420,000

$980,000 below the stated $1.4 million ARR
target.

Year-end account yield

$45,000 + 24 = $1,875 MRR/customer

Baseline implied by the year-end plan.

Next-year account yield

$1.4m + 48 + 12 ~ $2,431 MRR/customer

About 30% above the year-end implied figure.

Runway proxy

$750,000 + 12-15 months ~
$50,000-$62,500/month

A gross-use proxy, not verified net burn.

Customer saving claim

$630,000 + 90 avoided hires = $7,000/year

Requires clarification of geography, role cost and
measurement period.

Evidence limit

These calculations test internal consistency only. They do not validate revenue, costs, customer savings or valuation.
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04 KEY BUSINESS SIGNALS

Signals worth testing in conversation, separated from unsupported conclusions.

SIGNAL OBSERVATION WHAT TO TEST

Clear pain point

Early customer activity

Outcome-led narrative

Combined product

Regulated workflow exposure

Partner dependence

Founder-led distribution

Broad market framing

Interpretation discipline

Labor-heavy receivables work creates an
understandable automation case.

The deck references six customers and two pilots
across several sectors.

Claims include 60% lower staffing cost, 20% better
connection rate and 25% faster recoveries.

Voice automation is paired with case workflow
and reporting.

The product touches customer communications
and payment-sensitive processes.

Core service delivery relies partly on external
infrastructure providers.

Current sales appear relationship-driven.

The deck spans multiple receivables-heavy
verticals.
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Buyer urgency, budget ownership and triggers for
switching.

Live status, paid status, retention and deployment
depth.

Definitions, cohorts, baselines and customer
confirmation.

Differentiation, setup burden and human
escalation.

Consent, monitoring, auditability, complaints and
data retention.

Reliability, unit-cost exposure, data handling and
substitution plans.

Repeatability beyond founder networks and sales
capacity.

Which segment wins first and why the wedge is
narrow enough.

The strongest signals are understandable workflow pain and reported early usage. The main risk is not that the claims are necessarily
wrong; it is that the materials do not show enough evidence to distinguish repeatable product value from a small number of bespoke

deployments.
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05 KEY FINANCIAL SIGNALS

What the reported figures suggest and where verification is still required.

SIGNAL OBSERVATION IMPLICATION FOR SCREENING

A useful starting point only after invoice and

Reported base $18,000 MRR. .
collections support.
Near-term growth $35,000 MRR within six months, a 94.4% increase. Equelﬁ;zs a g el bullye ad sy
Longer-term target $1.4 million ARR with 48 customers. Implies both custqm er growth and higher
average account yield.
. . Cannot be assessed without cash, burn, hiring
Capital / runway $750,000 is expected to fund 12-15 months. and use-of-funds detail.
Cost structure Telephony, speech processing and workflow Gross margin may vary materially by call

infrastructure are usage-linked. duration, region and model mix.

No financing instrument, valuation, cap, discount | The investment proposition itself remains

Terms . . .
or investor commitments. incomplete.

What the package does not support

® No monthly profit-and-loss statement, cash balance, bank evidence or burn history.

® No revenue schedule tying customer, contract, invoice, payment and recurring classification.
® No gross-margin calculation or unit-cost breakdown by provider and customer behavior.

® No pipeline schedule that bridges current revenue to the six-month and next-year targets.

® No cap table, prior financing history or proposed transaction terms.

Screening posture

Treat revenue and runway as management-reported indicators. Request a compact verification package before drawing conclusions
about growth quality or financing sufficiency.
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06 MISSING INFORMATION

A prioritized request list designed to make the founder conversation materially more useful.

PRIORITY REQUEST WHY IT MATTERS

P1

P1

P1

P1

P1

P2

P2

P2

P2

P3

Priority convention

Customer-level revenue schedule for the last 12
months, including contract, invoice and collection
status.

Current cash, monthly burn, liabilities and a 15-
month operating plan.

Reconciliation of six customers, two pilots, live
deployments and forecast account counts.

Proposed financing instrument, valuation or cap,
committed capital and current cap table.

Evidence packs for the 60%, 20% and 25% outcome
claims.

Gross-margin bridge by customer and major
infrastructure cost.

Pipeline by stage, expected value, timing and signed
commercial commitment.

Security, consent, call-governance, data-retention
and incident-response materials.

Churn, expansion, contraction and customer-support
history.

Segmented market analysis and named competitor
win/loss examples.
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Establishes recurring revenue quality and
concentration.

Tests the runway claim and funding need.

Creates a single reliable traction baseline.

Defines the transaction being screened.

Tests commercial value and measurement integrity.

Shows whether usage growth improves or weakens
economics.

Tests the six-month revenue bridge.

Assesses readiness for regulated workflows.

Tests durability after deployment.

Sharpens the market wedge and differentiation claim.

P1 items are needed before or at the start of the founder conversation. P2 items should follow promptly if the case remains active. P3 items
deepen later analysis but should not block an initial meeting.
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0z QUESTIONS BEFORE INVESTING

Questions to reconcile the deck, test evidence and expose decision-relevant assumptions.

P1

P1

P1

P1

P1

P1

P1

P1

P2

B2

P2

P2

P2

P2

P3

Current state

Customer status

Revenue

Customer proof

Outcomes

Compliance

Financing

Runway

Technology

Margins

Go-to-market

Forecast bridge

Long-term plan

Team

Market
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PRIORITY TOPIC QUESTION

What is the single current operating baseline for
customers, pilots, live deployments, MRR, cash and
monthly burn?

How do six customers plus two pilots reconcile with
“eight live accounts” and the 10-account forecast
baseline?

What makes the reported $18,000 MRR recurring,
and what has been invoiced and collected?

Which unnamed customer can confirm deployment
scope, measurable results and renewal intent?

How were the 60%, 20% and 25% claims calculated,
over what period and against which baselines?

Who owns consent, script approval, monitoring,
complaints and audit records in production?

What instrument and terms apply to the $750,000
round, and how much is committed?

What current cash and monthly plan support the 12—
15 month runway claim?

Which third-party services are critical, what data do
they receive and how can each be replaced?

What is gross margin by customer after telephony,
speech, support and implementation costs?

What is the sales cycle, conversion by stage and
expected capacity beyond founder-led selling?

Which contracted expansions and new accounts
bridge $18,000 MRR to $35,000 in six months?

Why does the next-year target require higher
revenue per account, and what drives that increase?

Which roles are full-time today, where are the
critical gaps and which hires are funded by the
round?

Which initial segment has the clearest budget,
urgency and competitive advantage?



os FOUNDER INTERVIEW GUIDE
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A 60-minute structure focused on reconciliation, evidence and the next decision.

TIME FOCUS PROMPTS

0-5 min

5-15 min

15-25 min

25-35 min

35-45 min
45-53 min
53-58 min
58-60 min

Follow-up discipline

® Separate documents that already exist from analyses the company must create.
® Request customer-level evidence in a consistent schedule, not screenshots or selected anecdotes.

Set the baseline

Customer reality

Product and operations

Evidence and compliance

Economics and growth

Financing and runway

Team and risks

Close

® Record every reconciled figure with an as-of date and source.

® End with a small set of decision-linked follow-ups rather than an open-ended diligence list.

Confirm current customers, pilots, deployments,
MRR, cash, burn and round status.

Walk through one account from contract to
deployment, invoice, collection, result and
renewal.

Show the live workflow, human handoff,
implementation steps and failure handling.

Explain outcome measurement, consent,
monitoring, complaints, auditability and data
retention.

Bridge revenue, gross margin, pipeline and sales
capacity to the six-month plan.

Review cash, burn, use of funds, hiring, financing
terms and committed capital.

Clarify role ownership, gaps, dependencies and
the most likely plan-breaking assumption.

Agree the exact follow-up package, owners and
delivery dates.

Meeting objective

whether deeper work is warranted.

Leave the conversation with a reconciled operating baseline, a credible customer-evidence path and enough financing detail to decide
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ABOUT DUECAP

DueCap helps investors spend less time extracting information from documents and more time evaluating businesses,
testing assumptions, and talking to founders.

We do not score companies, recommend investments, or replace your judgment. Our role is to support your decision-
making with clear analysis, structured insights, and the right questions at the right time.

Fictional-example notice

CinderVale Relay Al and every person, customer, date, figure, document and operating detail in this brief are fictional or materially altered
for demonstration. Nothing in this example should be read as a claim about a real company or investment opportunity.

Confidentiality commitment

DueCap treats client materials as confidential. Read the public commitment:

DueCap Confidentiality Commitment

Contact

duecap.com e« brief@duecap.com

Public sample

Prepared as a fictional illustration of DueCap’s initial investment-screening format. It is not investment advice, a score, a
recommendation or full due diligence.
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