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Disclaimer

This document has been prepared by Molten Ventures plc ("Molten Ventures" or the "Company") and is for general information purposes only. The information provided in this document pertaining to Molten Ventures, its broader group ("Group"), its portfolio 
companies, and the business assets, strategy and operations related thereto, does  not, and is not intended to, constitute or form part of any offer for sale or subscription or any solicitation for any offer to purchase or subscribe for any securities, options, futures, 
or other derivatives related to securities. Nor shall it, or any part of it, form the basis of, or be relied upon in connection with, any contract or commitment whatsoever relating to the Company or any part of, or affiliate to, the Company or the broader Group.

The contents of this document are not prescribed by securities laws and are only intended to be communicated or distributed within the UK and Ireland to persons to whom they may lawfully be communicated. In particular, note that this document has not been 
approved for the purposes of section 21 of the UK Financial Services and Markets Act 2000. This document is for distribution to persons in the UK that qualify “investment Professionals” (being persons having professional experience in matters relating to 
investments) within the meaning of article 19 of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “FPO”) or are persons falling within article 49(2)(a) to (d) ('high net worth companies, unincorporated associations etc.’) of the FPO; 
or in Ireland to qualified investors (as defined in regulation 2(1) of the Prospectus (Directive 2003/71/EC) Regulations 2005 of Ireland (as amended)); or as such terms or equivalent terms are understood in the jurisdiction in which this document is received 
including but not limited to institutional investors, qualified investors or similarly defined persons who qualify under local laws as eligible recipients.

Information contained in this document should not be relied upon as advice to buy or sell or hold such securities or as an offer to sell such securities and is in any event not intended for the use of, nor should be relied upon by, any person who would qualify as a 
retail client. This document does not take into account, nor does it provide any tax, legal or investment advice or opinion regarding the specific investment objectives or financial situation of any person. This document and the information contained in this 
document is confidential and must not be copied, reproduced or published in whole or in part for any purpose to any other person without the prior written consent of Molten Ventures. This document should not be distributed to or otherwise made available 
to persons whose address is in Canada, Australia, Japan, the Republic of South Africa or the United States, its territories or possessions, or in any other jurisdiction outside of the United Kingdom and Ireland. The distribution of this document in any other 
jurisdictions may be restricted by law, and persons into whose possession this document come should inform themselves about, and observe, any such restrictions. If any part of this document has been received by any person in error, it should be returned to 
the Company immediately Any failure to comply with these restrictions may constitute  a violation of the laws of the relevant jurisdiction, and Molten Ventures accepts no liability whatsoever for any such violations.

The information contained in this document is given at the date of its publication and is subject to updating, revision restatement and/or amendment as further described below. Figures are subject to rounding and may include alternative performance measures 
(APMs). Whilst the Company reasonably believes that the facts stated in this document are accurate and that any forecasts, opinions and expectations contained herein are fair and reasonable, no redocument or warranty, express or implied, is made to the 
fairness, accuracy, completeness or correctness of these materials or opinions contained therein and each recipient of this document must make their own investigation and assessment of the matters contained therein. In particular, but without prejudice to the 
generality of the foregoing, no redocument or warranty is given, and no responsibility or liability is accepted by the Company or its representatives to any person, as to the accuracy of the information set out in this document; the achievement or reasonableness 
of any future projections or the assumptions underlying them; any forecasts, estimates, or statements as to prospects contained or referred to; or for any errors or omissions in the information contained in this document.

Past performance is not indicative of future results and forward-looking statements are not guarantees of future performance. 

This document may contain forward-looking statements that reflect Molten Ventures' current  expectations regarding future events, its liquidity and its subsidiary undertakings and the results of its operations, as well as its working capital requirements and future 
capital raising activities. By their nature, forward-looking statements and financial projections involve numerous assumptions, known and unknown risks and uncertainties, both general and specific, that contribute to the possibility that the predictions, forecasts, 
projections and other forward-looking information will not occur, which may cause the Company's actual performance and financial results in future years to differ materially from any estimates or projections of future performance or results expressed or implied 
by such forward-looking statements and financial projections. Important factors that could cause actual results to differ materially from expectations include, but are  not  limited to: business, economic, global health and capital market conditions; the heavily 
regulated  industry in  which the Company carries on business; current or future laws or regulations and new interpretations of existing laws or regulations; legal and regulatory requirements; market conditions and the demand and pricing for the Company’s 
securities or services; the Company’s relationship with its customers, developers and business partners; the Company’s ability to attract, retain and motivate qualified personnel; the nature of competition in Molten Ventures’ industry; failure of counterparties to 
perform their contractual obligations; failure of systems, networks, telecommunications or other technology; service disruptions or cyber-attack; macro-economic factors associated with trends in global or local economies; pandemic or other widespread disease 
or crisis event; ability to obtain additional financing on reasonable terms or at all; litigation costs and outcomes; the Company’s ability to successfully maintain and enforce intellectual property rights and defend third party claims of infringement of their intellectual 
property rights; the Company’s ability to manage foreign exchange risk and working capital; and the Company’s ability to manage its growth. This list of factors should not be construed as exhaustive. Any forward-looking statements or financial projections 
contained herein as to future results; level of activity; performance; achievements or otherwise, are based on the opinions and estimates of management at the date the statements are made. Whilst considered reasonable, the Company cannot and does not 
represent or guarantee that actual results achieved will be the same, in whole or in part, as those set out in any forward-looking statements and financial projections.  The forward-looking statements and financial projections contained in this document are 
expressly qualified by this notice and the Company strongly advises against undue reliance on forward-looking statements or financial projections. Information regarding several companies in which Molten Ventures (or funds controlled by Molten Ventures) hold 
shares ("Investee Companies") is included in this document and has not been independently verified. Molten Ventures is a minority investor in these Investee Companies and cannot access all the information necessary to verify such information. Molten Ventures 
does not have any liability whatsoever in relation to such information. No responsibility or liability whatsoever is accepted by any person for any loss howsoever arising from any use of, or in connection with, this document or its contents or otherwise arising in 
connection therewith. In publishing this document, except as required by law, Molten Ventures undertakes no obligation to update or to correct any inaccuracies which may become apparent, whether as a result of new information, future events or otherwise, 
after the date on which the statements are made or to reflect the occurrence of unanticipated events. Molten Ventures reserves the right to amend, replace, restate or update the information contained herein in future versions of this document, and to publish or 
re-publish such further versions in addition to, or in place of, prior iterations, either in part or entirely, at any time, and undertakes no obligation to provide recipients with access to the amended information or to notify the recipient thereof. By receiving this 
document (whether in hard copy form or electronically) or any presentation delivered in connection  thereto, you irrevocably represent, warrant and undertake to Molten Ventures that: (i) you are a professional client; an eligible counterparty and/or a qualified 
investor, and (ii) you have read and agree to comply with, and be bound by, the contents of this notice.
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Portfolio Development

Driving 
Outcomes Accelerate the impact of the funding round and 

maximise available execution time 
within runway

Optimise exit outcomes through 
multi-year structured approach 

Deepening 
Networks Being the first port of call for exited 

Founders launching their new ventures
Enhance deal flow capabilities through our 

Founders’ networks 

Supporting our Founders throughout the entire investment lifecycle leads to 
better outcomes and strengthens our ties to the ecosystem



4

The How

Operating model

Centralising the firms’ networks

Productise and cross-pollinate best practices

Board 
member

Portfolio companies

Portfolio Development Function

The What 

Talent acquisition and People Operations

Sales and Customer Success

Finance and Operations

Marketing and PR

Exit Preparedness

Board Effectiveness and ESG
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Executive Talent Acquisition Case Study: Material Exchange 

Activities performed: 
- Scoping roles and org structures 
- Search strategy definition 
- Talent and Exec Head-hunter 

introductions and evaluation
- Candidate introduction and 

interviews
- Troubleshoot to help close 

candidates 

Searches we supported Material Exchange on  

CTO CFO

SVP 
Product

+ 1 
additional 
exec hire

“Hiring the right people is often 
difficult and time consuming. 
Having Molten on hand to 
support us during different 
stages of our growth is 
reassuring. Molten continues to 
help us find and 
attract top talent.”

- Darren Glenister 
CEO and Founder of Material 
Exchange

Talent needs and organisational structure

Search strategy and materials

Facilitating access to top-tier talent

Talent acquisition operational excellence

Navigating the executive search landscape



6The What

Go-to-market Acceleration Case Study: Annual Corporate 
Innovation Summit

Selection of Corporates In attendance

Panel about AI Partnerships Matchmaking

Post-Event Networking Sharing Insights from our Investments

Sales Operations and GTM Best Practices

Ideal Customer Profile (ICP) Strategy

Strategic Customer Introductions

PR and Brand Support
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Go-to-market Acceleration Case Study: Unilever showcase

“Molten helped us tap 
into C-Suite execs at 
Fortune 100 accounts - 
significantly accelerating 
our sales cycles”

-Darko Matovski
Founder and CEO of 
CausaLens

• Global CTO 
• Global CIO and CISO
• Head of Vendor Management
• VP Consumer Tech 
• VP Data 
• CTIO for a business unit
• + 12 other execs

Selection of Executives in the Room

Portfolio Companies Brought to Pitch

Portfolio Company presentation to  Unilever’s 
leadership team 

Sales Operations and GTM Best Practices

Ideal Customer Profile (ICP) Strategy

Strategic Customer Introductions

PR and Brand Support
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Board and Operational Effectiveness Case Study: Board and ESG initiatives

Defining and tracking key milestones

Bolstering Board effectiveness and ESG

Quarterly View - Actuals VS Budget Monthly View - Actuals VS Budget ForecastVS Budget
Q1 - 23 Q2 - 23 Q3 -23 Q4 - 23  Apr-23 May-23 Jun-23 Jul-23 Aug-23 Sep-23 Oct-23 Nov-23 Dec-23 Jan-24 Feb-24 Mar-24

P&L - Operating Plan Act Bud Var Var % Act Bud Var Var % Act Bud Var Var % Act Bud Var Var % Act Bud Act Bud Act Bud Act Bud For Bud For Bud For Bud For Bud For Bud For Bud For Bud For Bud
GMV / Turnover
Take Rate 

Net Revenue
COGS

Bookings
Contracted ARR
ARR
MRR

Revenue
Recurring

Subscriptions
Managed Services

Non-recurring
Professional services 
Transaction / Usage / Consumption
Other

COGS

Ap
 

 

Profit after COGS
Margin (%) 

Professional Services
Salaries
Travel
Enablement costs 
Marketing

Profit after Professional Services
Margin (%) 
Cost of Sales / S&M

Customer Success
Salaries 
Bonuses

Sales
Salaries 
Bonuses
Travel Costs
Enablement costs 

Marketing
Spent
Salaries

Partnerships / Indirect Sales
Partner enablement costs
Engineering time

Revops Salaries
Profit after S&M
Margin (%) 
Fixed Costs

R&D (Product / Tech / etc.) - exc Capitalization
Tools 
Freelancers
Salaries
R&D Capitalization (in %) 

G&A 
People & HR

Recruiting 
Retention
Office Equipment
HR Personel Cost

Office Costs
Executive Salaries (exc. Functions already reported) 
Finance

Finance Personel Cost
Other (auditors, advisors, etc.)

Legal
Legal Personel Cost
Other (Counsel, disputes, etc.)

Adjusted EBIDTA
Depreciation 
Amortisation
Interest Rate
Tax

Net Income

M
ar

ke
tp

la
c

es
 &

 
Sa

aS

Can include things such as Raw Inputs, 
Cloud Hosting Costs, Fulfilment Costs, 
Payment process, Acquisition and referral 
costs. Will also include customer support 
that is not related to commercial 
Customer Success. 

Contracted ARR (cARR) takes into account 
known future business, expansion and 
cancellations that don't yet show up in 
ARR. 

Can include things such as Raw Inputs, Cloud Hosting Costs, 
Fulfilment Costs, Payment process, Acquisition and referral 
costs. Will also include customer support that is not related 
to commercial Customer Success. 

Looking at Revenue Categories, you further group them into Recurring VS Non-recurring distinction that would 
include different categories (e.g. recurring inc. subscriptions and managerd services VS non-recurring inc. 
transaction, professional services) 

Quarterly View faclitates performance 
management practices Offering up a Monthly 

view will remove the 
reporting holde 
problem. In essence, 

Professional Services include all one-off costs involved with 
implementation of the solution. This is called separately from 
COGS in this model in order to facilitate the management

This line item focuses on commercially oriented 
customer success teams. If customer success reps 
focus on both support and expansion, the time 
allocation split should be reflected here. 

Should also include salary of the relevant executive

One key aspect of reporting performance 
(that is often missing) is the discipline of 
showcasing the difference between 
budget and forecast. As you get more 
visibility on future performance through 
more accurate forecasting, this 
estimation should be reflected in your 
reporting in order to understand how it 
tracks compared to the operational 

Including the % rate of R&D 
capitalization will allow you to see the 
gross R&D spend (by adding it back up 
to the R&D spend net of 
Capitalization). Will make the number 
less confusing. 

All Executives should be mapped to their relevant 
functions (e.g. VP Sales should be included in the Sales 
Salaries line item). This specific line item should include 
senior salaries that cannot be clearly mapped to any 
function (e.g. CEO, Chief of Staff, Chief Strategy 
Officer, etc.) 

Identify, define, and monitor the right 
metrics tailored to each business for 
sustained progress.

By monitoring and reporting ESG metrics across the portfolio, we are also able to provide 
feedback to our portfolio companies through an aggregated benchmarking exercise of 
ESG performance against peers of a similar size and sector.

KPI alignment

Converting funding plans to operational plans

Board composition

Board effectiveness and Reporting

ESG
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Exit preparedness Case Study: Coaching our Portfolio 
Companies to exit
Coaching companies through “Phase 1” of Exit Prep. 

Portfolio Companies coached to exit over the past year

In essence, all the steps that 
need to be performed 
before a buyer even 
expresses interest.

10+ companies coached in 
exit preparedness over the 
past year

Buyer Mapping

Equity Story Definition

Corporate Communication Plan

Corp Dev and Banker Introductions

Internal Transaction Team in support
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Portfolio Development

Functional Peer GroupsFounder Community

Functional peer groups – CFO and 
Chief People Officers dinners

Best Practice Playbooks and 
Benchmarks 

NYC Portfolio Day 
Capital Markets Day 

Turn Best Practices into products

• Curated events inviting our Founder network 
to share best practices

• Workshops and conversations focusing on 
relevant and turn-key challenges

• Bringing our eco-system and portfolio 
network together to unlock new 
opportunities

• Powerful sharing of function-specific insights 
• Active engagement via recurring events and 

dedicated communication channels 
• Opportunities to secure mentorships and 

grow as a leader
• Communities of CFOs, VP Sales, Chief Product 

Officers, Chief People Officers, GCs and more 

• Knowledge bases and market monitoring 
(e.g. banking facilities, debt, option schemes, 
comp plan design, FP&A, metrics, operational 
benchmarks)

• Productised expert network to tap into to 
solve key operational challenges

We foster community and design playbooks to help scale the support we provide
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Our work over the past year

3 0 0 +  Portfolio support tickets completed

5 0 +  Companies supported

2 5 +  Executive talent searches supported

7 5 +  Talent Introductions

1 5 0 + Customer and GTM Introductions

1 2 + Portfolio Companies Onboarding

Our network in numbers

1 2 5 + Corporates (e.g. potential customers)

2 0 0 + Portfolio Operators we work with

1 0 0 + Vetted Advisors across functional areas

5 0 +  Vetted Executive Headhunting firms

1 2 5 + Vetted Executive Head-hunters

1 0 0 + Vetted M&A Advisors

7 5 + Vetted service providers

Our Impact

We measure success via our engagement level, the depth of our network and 
the outcome we deliver for our Founders
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Thank you
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