
INVESTOR READINESS



Trade Buyer

What Are Your Options?What Are Your Options?What Are Your Options?What Are Your Options?

Strategic options drive optimum investment requirements
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Business Model vs Business PlanBusiness Model vs Business PlanBusiness Model vs Business PlanBusiness Model vs Business Plan

£

FOUNDATION FOR VALUE CAPTURE

WHAT YOU DO

WHY YOU DO

RESEARCH, BUILD, TEST

EXECUTION OF “KNOWNS”

WHAT TO DO

WHEN TO DO

OPERATING PLAN HIGHLIGHTING 

EXECUTION STRATEGY

GET OUT 

OF THE 

BUILDING

A static business plan is nothing more than creative writing



PRODUCTION SUBSCRIPTION FRANCHISE

VALUE ADD COMMISSION “RAZOR BLADES”

Understanding Your Business ModelUnderstanding Your Business ModelUnderstanding Your Business ModelUnderstanding Your Business Model

A business model underpins how value is created and revenue generated

BUSINESS 
MODEL

VALUE 
MAKERS

REVENUE 
DRIVERS

TYPICAL BUSINESS MODELS

BUSINESS MODELS SHOULD BE FLEXIBLE & 

AGILE AND CAN OFTEN REQUIRE PIVOTS



Investment PreparationInvestment PreparationInvestment PreparationInvestment Preparation

Respect “preservers”, avoid “eroders” and seek “enhancers”

Pricing Strategy

Sales Channel Positioning

Marketing Effectiveness

Production/Service 
Performance

Working Capital 
Management

Supply-chain Optimisation

Financial Reporting & MI
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ISSUES Communication

Working 

Capital

Skills Gap 

Analysis

Training

Branding

Organisational 

Culture

Growth 

Strategy

Human 

Resources

Organisational 

Structure
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Tax Planning

Financing 

Requirements

Intellectual 
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Structure

Production 

Efficiency
Customer 
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Size of 
Investment

Business 
Lifecycle 

Stage

Current 
Business 
Model

Purpose of 
Investment

Executive 
Team

Market 
Dynamics

Understanding Your AudienceUnderstanding Your AudienceUnderstanding Your AudienceUnderstanding Your Audience

DEBT EQUITY

Different investors will have different priorities

Balance 
Sheet 

Strength

Forecast 
Cash Flow

Security of 
Debt

Headroom 
& Interest 

Cover

Investment 
vs Valuation

Growth 
Potential

Equity Stake

Exit Strategy



What Investment Do You Need?What Investment Do You Need?What Investment Do You Need?What Investment Do You Need?

Purpose Bank Debt Equity
Asset/Trade/

Invoice Finance

Alternative 

Finance

SEED FUNDING � �

WORKING CAPITAL � � �

ASSET PURCHASES � � �

ORGANIC GROWTH � � �

FACILITY INVESTMENT � � �

GEOGRAPHIC

EXPANSION � � � �

ACQUISITIONS � � � �

Considerations
Debt Service

Security

Covenants

ROI

“Hurt Money”

Exit

Cashflow

Stock

Bonds

Pension

P2P

Lease



How Much Investment Is Required?How Much Investment Is Required?How Much Investment Is Required?How Much Investment Is Required?

Raise enough to achieve objectives, avoid piecemeal risk and dilution potential

Market Test

• Beauty parade

• Benchmark offers

• Negotiate best terms 
with suitable 
“partner”

• Due diligence 
requirement

Forecast & 
Assumptions

• Provide basis for 

investment type and 
quantum

• Sensitise assumptions

• Provide headroom or 
identify future 
requirements

• Provide MI reference

Desired 
Outcome

• Adequate working 

capital

• Access to financial 
resources for growth

• Stabilise cashflow/ 
rebuild balance sheet

Purpose of 
Funds

• Development costs

• Growth

• Acquisition

• Refinance



Research
• Market

• Competitors

• Competitive advantage

Growth Potential
• Use of proceeds

• Market opportunity

• Sensitise assumptions

Capable Management 
Team
• Track record

• Commitment

• Leadership

Exit Strategy/ROI
• Measurable outcomes

• Complete project lifecycle plan

• Ultimate capital return

Unrealistic Ambitions
• Business value

• Investment required

• Salary expectation

Poor Pitch Material
• No Exec Summary

• Over informative/under 
researched

• Negative to competitors

• Poor English

Lack of Transparency
• Selective information

• Misleading pitches

• Source of IP/idea

Lack of Understanding
• Source of investment

• Type of investment

• Quantum of investment

• SWOT appreciation

Do’s & Don’tsDo’s & Don’tsDo’s & Don’tsDo’s & Don’ts

Your knockout idea is one of many sitting on investors’ desks


