SME SUPERSTAR
Or investors bane:

JAN BLADEN, EXECUTIVE ADVISOR AND PROGRAMME LEAD, ABU DHABI
GLOBAL MARKET (ADGM) DISCUSSES HOW START-UPS CAN IMPROVE THEIR
CHANCES WHEN APPROACHING INVESTORS
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€@ The majority of experienced investors tend to overlook
business plans and focus on the entrepreneur and his story. 99

of many entrepranaurs
and SME owners coming
up with the Inltlal buslness
Idea Iz the easy parl; the
real challenge comes when executing
the Idea and setting up the wvanture.
One of the most difficult aspects
Lo starting a new buslness | whan,
and how, to ralse money and It's this
guestlon that separates the potential
SME superstars from thelr peers.

Milestone funding-Identifylng key
milestones and calculating how much
capltal you will need to rakse In order
Lo achleve these milestones=ls the
best way to determine and artlculate
how much capltal you will need and
when. SMEs that base thelr funding
strategy on milestone funding are
able to show how much money |5
needed and what they are golng to
do with It, Insplrlng confidence In
Imvastors that thay will 28 a ratumn
on thelr mvestment.

The majorly of experlenced
Irvastors tend to overook business
plans and focus on the entrepreneur
of buslness leader and his story,
Including ary presentation materlals,
financial forecasts and an executhve
summary. Thiz Iz loglcal since the
majordty of Investors actually Invest
In people and teams rather than
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business projects or business plans.
Az such, the only goal of the first
submlsslon  (business  executive
summaryl Lo any Investor Is to chtaln
a lface-to-face meeting. Keep In mind
that the contemt and layout of the
buglness executha summary neads
1o be well thought out and structured
I order to optimise business ownars
chances of passing the First hurdle
and meesting thelr potentlal Investaor,

Keep the Inftlal document as briel
ag posslble and llmit it to a maximum
af teo to four pages 1L must be easy
to read. Images and charls speak a
thousand words o0 optimlse the use
of visualz where possible. Ezep the
language slmple and comprehansible.
Femember that any word that has
to be hunted for In a thesaurus ls
probabhy the wrong wiord.

Investors review =o mary deals
that thay become experts at flitering
Irvestment and business project
proposals and 3 simple business
executive summary will substantlally
Increase the chances of you obtalning
that Inltlal face-to-face mesting.

The buglness owner should
understand what an Irvestor does
and pre-empt what he wants Lo save
both thelr time, and utllise the saved
time to bulld a trusted relationship

with thelr potentlal future Investors
while obtaining valuable advice. &s
the negotlations start, be a reallst-no
Investor will provide the majordty of
capltal In retum for no control and a
minarlty sharahalding.

Once all this Is done and the odds
are stacked In the business owner's
fenrour, they need Lo accept that they
may stiil not succeed with the Frst
Investor they Lalk to. Howewver, [t Is a
chance for them to leam from every
profeselonal Investor they talk to
and make use of thelr Investment
knowiadge. Ask guestlons=what went
wrong? What could you do betier?
What are the typlcal risks and pltfalls
that vou need to avold?

dppreclating what an  Investor
does and how he screens and salects
Investmant opportunities will allow
the business owner to understand
what professional Investors do, how
they do it, what type of Informatlon
they will zeek and wil make the
difference between leaving with, or
without, a chegue.

The princlpal Irvestor, or general
partnar as they are known In the
private aguity Industry, ralses capital
by approaching external third
partles, or lmied partners, For
capltal commitments.
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