
TEMPLATE 1
Exactly	what	do	you	need	to	raise	finance	for?

write down why you are seeking finance. depending on your need, it may be that you can adopt other alternatives before 
looking for outside funding.

TEMPLATE 2
list	any	manufacturing	processes	that	you	could	subcontract.

process potential manufacturers country

CHAPTER 1 – DO YOU REALLY NEED FINANCE?

POSITIONING STRATEGY 
Marketing term used to define a strategy where a company 
tries to distinguish itself from its competitors by focusing 
on some market segment. 

PRIVATE EQUITY 
Includes organisations devoted to venture capital, 
leveraged buy-outs, consolidations, mezzanine and 
distressed debt investments, and a variety of hybrids  
such as venture leasing and venture factoring.

PRODUCT DIFFERENTIATION  
Marketing term used to describe strategy of defining new 
or current product features or benefits that distinguish it 
from the competition.

PROSPECTUS 
A	condensed,	widely	disseminated	version	of	the	
registration statement. The prospectus provides a  
wide variety of summary data about the firm. 

RATCHETS 
A	structure	whereby	the	eventual	equity	allocations	
between the groups of shareholders depend on either the 
future performance of the company or the rate of return 
achieved by the venture capital firm. This allows 
management shareholders to increase their stake  
if the company performs particularly well.

REFINANCING 
The purchase of the venture capital investors’ or others’ 
shareholdings by another investment institution.

RIGHTS ISSUE  
An	issue	of	new	shares	on	a	proportional	basis	to	existing	
shareholders usually at a discount to market price to raise 
additional shareholders’ funds. The shareholder may allow 
the offer to lapse, or if the issue is renounceable sell or 
transfer the rights to another party.

SECURED DEBT  
A	loan	where	the	lender,	in	the	event	of	a	failure	to	meet	either	
an interest or principal payment, gains title to an asset. 

SECURED LENDING 
Making loans only to parties who can provide an asset as 
security in the event of non-payment of interest or principal. 

SEED CAPITAL  
Financing allowing the development of a business concept.

START-UP CAPITAL  
Financing allowing product development and initial 
marketing.

SUPPlIERS’	CREDIT	 
Often overlooked form of financing provided by creditors 
when they offer extended payment terms. 

SYNDICATION 
Where an investment is made by a number of investors. 
This decreases risks for those involved and increases 
chances of success. 

TRANCHING  
Investment made in stages; each stage being dependent  
on achievement of targets. 

TURNAROUND  
Company converted from making losses to profits.  
A	turnaround	situation	is	a	company	which	is	still	making	
losses but which an investor believes has sufficient 
turnover to make potential profits. 

UNDERCAPITALISATION  
Situation for a company where insufficient equity has been 
supplied by the shareholders or retained in the company 
to support the activities of the business. 

UNSECURED LENDING  
Lending where the borrower has not provided any assets in 
the event of non-payment of interest or principal. 

VENTURE CAPITAL 
Risk investment in unlisted companies with high growth 
potential. Venture capital can be broadly subdivided into 
seed or start-up capital, second round finance for young 
companies (used to expand the range of products) and 
development finance for established companies (used  
to develop an alternative product or expand through 
acquisition). 

WORKING CAPITAL  
Capital employed by the company to fund the excess of 
current assets (stock, debtors etc.) over current liabilities 
(creditors, leave provisions, bank overdraft etc.). 

YIELD  
Income payable by an investee to an investor.

For more definitions of financial terms and phrases  
used in the investment industry visit  
www.nzvca.co.nz/GlossaryOfTerms.aspx
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TEMPLATE 6

list	ways	that	you	could	‘bootstrap’	or	market	your	business	creatively.

brainstorm ideas with friends, family, business colleagues and staff members.

TEMPLATE 7

Identify	and	note	the	names,	contact	details	and	areas	of	expertise	of	potential	advisors.

name contact details expertise

TEMPLATE 8

list	appropriate	business	networks	and	cluster	groups	you	belong	to	or	could	join.

CHAPTER 2 – OPTIONS FOR RAISING FUNDS

TEMPLATE 3

list	the	names	or	types	of	businesses	you	could	form	strategic	alliances,	distribution	or	licensing	agreements	with.

TEMPLATE 4

How	can	you	improve	your	cash	flow?

consider debt collection processes, credit terms, factoring invoices etc.

TEMPLATE 5

Identify	possible	funding	or	grant	schemes	your	business	may	qualify	for.	

list the scheme/s and what you intend to do with any funds secured.

CHAPTER 1 – DO YOU REALLY NEED FINANCE? 
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TEMPLATE 11
Detail	the	personal	investments	you	have	made	or	are	willing	to	make	in	your	business.

TEMPLATE 12
Outline	your	purpose	or	reason/s	why	you	want	to	raise	money.

TEMPLATE 13
How	much	money	do	you	need	to	raise,	and	how	do	you	intend	to	pay	back	any	bank	loans?

CHAPTER 3 – CHOOSING APPROPRIATE FINANCE

TEMPLATE 9
Write	a	brief	summary	of	your	personal	business	background,	skills	and	experience.

TEMPLATE 10
Write	a	brief	overview	of	your	business’	capability.

consider key staff, systems and process that you have in place.
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TEMPLATE 17

What	‘barriers	to	entry’	do	you	have	in	place	surrounding	your	product/service?

TEMPLATE 18

What	needs	to	improve	in	your	business	to	make	it	a	more	attractive	investment?

TEMPLATE 19

What	incentives	do	you	have	in	place	to	give	management	opportunities	for	ownership?

CHAPTER 7 – DO YOU HAVE A DESIRABLE BUSINESS?
CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY

TEMPLATE 14

What,	if	anything,	makes	you	reluctant	to	pursue	outside	capital?

TEMPLATE 15

What	are	the	advantages	to	gaining	outside	capital?

TEMPLATE 16

What	are	your	key	competitive	advantages?

CHAPTER 4 – THE QUESTION OF CONTROL
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name:

skills:

experience:

TEMPLATE 22

list	your	‘top	five’	competitors	in	your	intended	market	place	(local,	domestic	or	international)	and	identify	what	
distinguishes	your	product	or	service	from	theirs.

competitor your distinguishing feature/s

CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY

TEMPLATE 20

What	outstanding	debts	or	loans	do	you	need	to	address?
$	amount owed to date repayment due

TEMPLATE 21

list	the	names	of	your	key	staff	and	outline	their	relevant	skills	and	experience.

name:

skills:

experience:

name:

skills:

experience:
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TEMPLATE 26

Outline	the	regulatory	requirements	your	business	faces	and	how	you	address	them.

regulation solution

TEMPLATE 27

Who	could	you	approach	to	serve	on	your	board?

name organisation expertise

TEMPLATE 28

What	do	you	know	about	the	background	and	track	record	of	potential	investors?

potential investor one:

potential investor two:

potential investor three:

CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY

TEMPLATE 23

What	ideas	do	you	have	for	future	products	or	services?

TEMPLATE 24

Consider	your	exit	strategy.	What	is	the	ideal	situation	you	would	present	to	investors?

TEMPLATE 25

What	technology	do	you	use	in	your	business?	

(also include plans for future investments or upgrades.)

CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY72 INVESTMENT READY GUIDE   INVESTMENT READY GUIDE 73



TEMPLATE 26

Outline	the	regulatory	requirements	your	business	faces	and	how	you	address	them.

regulation solution

TEMPLATE 27

Who	could	you	approach	to	serve	on	your	board?

name organisation expertise

TEMPLATE 28

What	do	you	know	about	the	background	and	track	record	of	potential	investors?

potential investor one:

potential investor two:

potential investor three:

CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY

TEMPLATE 23

What	ideas	do	you	have	for	future	products	or	services?

TEMPLATE 24

Consider	your	exit	strategy.	What	is	the	ideal	situation	you	would	present	to	investors?

TEMPLATE 25

What	technology	do	you	use	in	your	business?	

(also include plans for future investments or upgrades.)

CHAPTER 8 – GETTING YOUR BUSINESS INVESTMENT READY72 INVESTMENT READY GUIDE   INVESTMENT READY GUIDE 73



TEMPLATE 31

What	aspects	of	your	business	can	you	include	in	your	‘goodwill’	valuation?	

(include secured contracts, competitive advantages, leading brands, expertise etc.)

TEMPLATE 32

list	any	negative	factors	that	may	impact	on	the	value	of	your	business.	

(inexperienced staff, legislation/compliance issues, economic outlook, market pricing etc.)

TEMPLATE 33

Detail	any	other	information	about	your	business	that	could	be	relevant	to	potential	investors.

CHAPTER 10 – VALUING YOUR BUSINESS 

TEMPLATE 29

Briefly	outline	the	key	points	to	include	in	your	‘three-minute-lift’	speech.

TEMPLATE 30

Outline	why	your	timing	is	‘right’	for	the	market.
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www.nzte.govt.nz

ISBN:	9780478344745

NEW	ZEAlAND	TRADE	AND	ENTERPRISE	(NZTE) is the government’s national economic development agency.

nZte’s job is to lift the country’s economic performance by helping more new Zealand businesses to grow and  
compete in international markets.

our services are tailored to business need. they include programmes to improve productivity and customer focus,  
build competitive advantage, develop international contacts, and provide access to capital and investment.

we are a global organisation and our networks provide the international connections businesses need to grow 
internationally and to attract investment into new Zealand.


