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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
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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.
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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.
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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 1

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?
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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
CHAPTER 7 - DO YOU HAVE A DESIRABLE BUSINESS?
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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?
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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:



Experience:

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
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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.)
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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:



Outline why your timing is ‘right’ for the market.
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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.
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