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When looking to get outsiders involved with your business, there are few considerations that you need to make prior to seeking any financial assistance:


1.  Determine accurately what is your monthly cash burn rate.

2.  Understand where the next revenue instalments will come
· How long can you sustain the business at this rate?

· What will generate immediate revenue (30 days, 60 days, etc)

· Can you obtain a Letter of Intent from any of the clients on outstanding orders? 

(Banks will be interested in understanding the exact status of the financials.)

3. Get all options out on the table: 
Suggest a staged approach, not all at once requirement


· Banks, Grants (NZTE, Technology NZ, The Resource Group®, loans, etc.
· (Banks look for character, capital commitment, capability, purpose, amount, repayment, terms, security, etc.)

· Investors (Angels, Friends and Family, etc.)

· External loan with ROI in return for % of equity or Venture Capital-long

· Venture Capitalists invest in companies not individuals

· They look for good management, business idea, risk profile, plan, and market
· External debt investment (regular repayments, loan, high % ROI) –short 

· Determine the assets of the business

· Articulate the TWOS (Threats, Weaknesses, Opportunities, Strengths.)

· Establish the Critical Success Factors of Embedded Fusion

· Management, Growth potential, ROI, Market size, Product Uniqueness

· Determine if there are any potential joint ventures, partnerships, strategic alliances for capital injections, etc. (ie existing suppliers or partners that could assist you in getting through the “tough” stage of growth.)



* Determine what is critical and what can be put on hold, sold, etc.


4.  Prepare a business case and STRATEGY Plan.
· Business Plan with accurate financials, projections, and conservative forecasts

· KPIs (Key Performance Indicators) – For Success



Product Development

Equipment, buildings, assets




Technology Advice

Accounting input




IP Protection


Financial and tax planning




Additional Markets

Management and Governance




Market Research 


Market Strategy




Distribution Model

Staff and Skills Analysis
5.  Investors want to see the following:

· Your ROI potential

· Who’s on your management and governance team


· Achievements to date

· Your key competitive Advantage

· Your global marketing strategy

· How investment you want and

· What are you going to do with the investment – NOT PAY BILLS
Be honest – don’t exaggerate the figures, the team, the systems, or the product

6. Outline what is your Competitive Advantage? In detail – NOT PRICE
7. Financials

· Present Worst case, most likely, and best case

· Project 3 years – 5 yrs. max. mostly it’s too far away 

· Build the projections up month by month

· STATE your assumptions – Be realistic

· Your “sweat equity” has a value – can you measure it? with your investment?

8.  What are the Benefits of using your business’s products and services?

9.  What is the value proposition from your business?
10.What are the Barriers of Entry that protect your IP? 
· Software and/or Hardware

(ie. First to market, Management Intelligence, Rapid Manufacturing capability, etc.)
11.   What is the Exit Strategy for you and your partners?




· Where, When, Why, What, Who, and How
Here are only a few of the points of discussion in order to prepare for a business case for investment. Most founders find the banks and their assets the fastest way for securing investment as long as it’s low risk.
Choosing professionals to assist you discusses your need for a professional when you are starting your business, including insight on how to assess your needs and how to find a professional. 
Building a business plan addresses what a business plan is and why it is essential for your new business. 

Organising your business considers the legal steps necessary to get your business up and running, such as choosing a name and form of organization. 

Getting a loan for your business addresses the need for financing for your business and gives you some suggestions for raising startup funds. 

Setting up your books tells you what you should do to make sure that your business recordkeeping gets off to a good start, and explains how you can spread out some of your startup cost deductions for a period of up five years. 

Beginning operations gives you ideas for getting your business off the ground, including deciding where to open your new business, deciding when it should be opened, how to market your product or service, how to get licenses and permits for your business, how to find contractors and suppliers, how to hire employees, and how to join a business association. 

Protecting yourself and your ideas introduces the subject of business insurance and provides you with an overview of what intellectual property is, including patents, trademarks, and copyrights, and how it may affect your business.
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