Meeting with the Investor

So, you’ve been invited to present your plan to an investor.  Now what?
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The first meeting doesn’t have to be a hair-raising adventure.  You’ve already passed the hurdle by getting to the meeting in the first place.   This means that you have captured their imagination with your intriguing idea or business plan.

Now that you are here, keep everything precise.  It is a fundraising process, treat it as such with a detailed concise description of what the investor is buying into.

Remember, even if a VC is enthusiastic about a start-up, the structure of the investment must fit the VC's company profile or the firm will be unlikely to invest.  Many factors figure into determining this number, among them:

· Recent valuations of similar private investment-funded companies. 

· The size of the potential market opportunity. 

· The completeness and quality of the start-up's management team, especially the CEO. 

· How much money is needed. 

· The projected valuation at the next round of funding and at liquidity, including data on financial multiples of other industry companies in formats such as price-to-earnings and market-capitalization-to-sales ratios
Understand your business

What is the essence of your value proposition to the end customer?  How large is the market?  What is your business model based on?  If investors ask you questions to which you may not be sure of the answer, acknowledge the need to look into points further.  It is better to be a “learn-it-all versus a know-it-all.”

Distinguish yourself

Investors, don’t just invest in an idea, they invest in people.  You are the one with the idea and the driving force of the plan.  You will need to describe how your experiences position you for success with this venture.  Demonstrate commitment with personal investments and that you are pursuing the opportunity vigorously.

Identify the risks

Provide an honest assessment of the competition.  Have an answer ready for “what if we look back in a year and try to figure out why this venture just didn’t work.  What would the reasons be?”

Make a connection

Identify links to the prospective investor, with past ventures, which are a part of their portfolio, and carry a relevance to your own.  Show that there is a good fit.

Foster Competition

Valuations in the early stages of a business are highly subjective and a little competition is generally healthy for the process.  Try and keep in contact with at least a few investors at the same time.  It serves to draw comparisons amongst the opportunities and illuminates the important decision factors.

Overall impressions are important.  Does the investor seem enthusiastic about the opportunity?  Does the investor seem positive and carry an instinct to help?  You need to consider the intangibles as well, points that you would look for in a good partner.  Building a company is a daunting task.  Good chemistry and compatibility are very important ingredients in fostering and maintaining a strong and lengthy partnership.
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