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Part I
 The Investor-Courting Process
 Court investors who have a history of investing in your type of business concept by proving to them that your business concept will work.
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Chapter 1
 The Investor-Courting Process
 “I’m trying to decide as I’m listening to you guys whether I’m falling in love with your energy and enthusiasm and business savvy for your age, or if I’m falling in love with the idea.”
 —Dragon to Pitchers
 THE INVESTOR-COURTING PROCESS
 Courting is a process that starts long before you actually meet an investor to make a pitch. It begins with an idea you have for a business that you believe is viable. The next stage is building a business model and proving that it works. This takes you to the step of obtaining face time with investors to make your pitch and get a deal that makes sense for your business.
 Long before launching her fashion empire in 1909, Coco Chanel learned how to sew in a small town in France in the orphanage where she grew up. Before Frank C. Mars started his confectionery business in 1911, his mom taught him how to hand-dip chocolate at home. When Estée Lauder launched her cosmetics empire in 1946, she was able to draw on the experience she gained watching her uncle produce skin creams in their family kitchen. Harry Rosen worked in a clothing factory, where he learned the art of designing and making clothes, before he launched his men’s clothing retail chain in 1954. Michael Dell sold newspaper subscriptions years before he used a $1,000 investment to launch his direct-sales computer company out of his dorm room in 1984. And Sara Blakely of Spanx probably had no idea that the sales skills she learned as a fax machine salesperson would
 c01.indd 3 9/12/2012 3:07:25 PM
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4 | The Dragons’ Den Guide to Investor-Ready Business Plans
 help launch an undergarment company that would lead her to become America’s youngest female billionaire. The list of entrepreneurs who have used a skill set and past experience to launch their businesses goes on and on.
 But when they launched their operations, most of these individuals didn’t achieve success by simply sitting down and writing out a business plan. They got it from their ability to meet the needs of a paying customer using the skills they already had. What enabled these people to prosper was their ability to find a market for a product or ser-vice that they had built. They developed their skills first, and a sound business plan followed.
 Once you prove your business concept, it is time to put a strategy in place to sustain your competitive advantage over the long haul. You have to assume that if your business becomes profitable, somebody somewhere is going to enter your space and compete for market share. Your business plan must have a long-term strategy and address assumptions about facing competitors. Oh, and while you’re at it, make sure it’s investor ready, just in case you need capital to grow.
 When Scott Sigvaldason, owner of Cavena Nuda, visited the Dragons’ Den with his rice substitute, he had a concept that was more than investor ready. He had $1.5 million in sales the previous year from selling his product as animal feed, but now wanted to sell it as a food product to restaurant chefs across the country. Convincing the Dragons to invest was easier said than done. Fortunately, one Dragon with deep restaurant experience was aware that the price of rice worldwide had gone through the roof, so he decided to seed the company with $250,000 of his own cash.
 CAVENA NUDA
 Pitcher: Scott Sigvaldason, Season 4, Episode 3
 “What we’re here pitching you today is a brand new food grain that we’ve branded and marketed as Cavena Nuda. It looks, it cooks, and it tastes like a rice . . . It’s healthier. This has got very high beta-glucan fibre. That’s what lowers your cholesterol level.”
 —Pitcher to Dragons
 c01.indd 4 9/12/2012 3:07:25 PM
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 PRODUCT DESCRIPTION
 An oat grain substitute for rice.
 DRAGONS’ DEN BY THE NUMBERS
 • The Ask: $250,000 for 20% of the business• Company Valuation: $1.25 million• The Deal: $250,000 for 50% of the business• 106: The age of Scott’s farm• $1,500,000: Sales last year when Scott packaged his product as animal feed• 40: The number of years of restaurant experience that one Dragon brought to the deal
 Scott Sigvaldason of Cavena Nuda pitching his rice substitute to the Dragons.
 THE WARM-UP: INVESTOR-COURTING PROCESS DEFINEDThis book is about making sure that you have a fundable business concept. You can cre-ate a properly formatted business plan for just about any business idea you can come up with. But the business-planning process will do nothing to enhance a weak business concept. That’s why this book, and its companion, The Dragons’ Den Guide to Assessing Your Business Concept, go hand in hand to help you focus on first proving your concept, and then creating your business plan. In fact, if you have a proven business concept with customers and the right connections, you might just get funded without a business plan. But don’t count on it.
 c01.indd 5 9/12/2012 3:07:26 PM
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 Business plans are a critical due diligence tool that most investors request at some point dur-ing the investor-courting process.
 The investor-courting process is a fundraising process that brings entrepreneurs and investors together to achieve their shared goals of return on investment. The purpose of the investor-courting process is to match entrepreneurs who have fundable business concepts with investors who have funds, who can provide guidance, and who ultimately profit from the relationship. The following are two areas of the investor-courting process that are impor-tant to understand:
 • Milestone: An achievement in the development of your business that the investor will use to measure your performance.
 • Stages of Investment: A growth stage of your business that will attract different kinds of investors at different times.
 Milestones: What Investors ExpectMake no mistake about it, investor capital is provided so that you can achieve business mile-stones, not so that you can reach the next round of funding. While investor capital can certainly be provided as a precursor to future funding rounds, don’t lose sight of what really matters: rev-enue, profitability, and satisfied customers. Because if you fail to achieve those, you won’t need an angel investor anymore—you’ll need a white knight to save your business from the abyss!
 The initial excitement of a fledgling business concept will quickly disappear if you don’t turn your concept into a real business fast. Some key milestones that investors look for—and often help entrepreneurs achieve—are:
 • building a working prototype• acquiring intellectual property, such as patents• conducting a successful beta (or pilot) test with actual customers• achieving sales tractions in the form of a predictable level of sales coming in each
 month, quarter, or year• achieving commercial viability by selling your products and/or services in sufficient
 volume to meet the return on investment (ROI) objectives of the stakeholders in your business
 • achieving profitability beyond your personal salary
 c01.indd 6 9/12/2012 3:07:26 PM
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The Investor-Courting Process | 7
 Stages of Investment: When Investors InvestWhen entrepreneurs start businesses, they often turn first to the bank for capital. But that’s not always the best decision, because a bank will require collateral, such as your house, for its loan. Investors can be a lower-risk source of financing for your business if you have a proven business concept. The amount of investment capital you receive, and who you receive it from, will vary with the stage your business is at. Active investors usually focus on busi-nesses that have achieved a level of growth that interests them. For example, some investors are attracted to seed-stage businesses that have yet to prove their business concept. Other investors are attracted to businesses that have proven business concepts and that simply need capital to tap into new markets. Here are the five stages of investment.
 STAGES OF INVESTMENT
 Seed Stage Start-up Stage Early Stage Expansion Stage Late Stage
 Prove your business concept.
 Launch your business.
 Generate a critical mass of customers.
 Expand to new markets.
 Prepare your company for significant growth or an IPO.
 Funding RoundsWhen you’re seeking capital for your business, it’s important to understand the language that investors speak so that you don’t get steamrolled during negotiations. One term to under-stand is a funding round, which is a layer of investment capital that is provided to your busi-ness to get you to a specific milestone in your business. It’s called a “round” because there is a start and stop to the amount of funding you receive. But a round has nothing to do with a particular stage of investment. A venture capitalist can provide seed-stage capital, while an angel can provide late-stage capital. Funding rounds go by various names that you should be familiar with, including the following:
 • Seed Round: The entrepreneur, the entrepreneur’s friends, or angel investors put up capital to help the entrepreneur launch the business. It’s also possible to get seed capital from government programs, or banks like the Business Development Bank of Canada.
 • Angel Round: An angel investor (someone who invests his or her own money, as op-posed to an institutional investor who may be working with other people’s money) provides capital that helps the entrepreneur grow the business or reach a specific mile-stone. This is a growth round of funding.
 c01.indd 7 9/12/2012 3:07:26 PM
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 • Series Round: A venture capital firm (investors of other people’s money, usually via a fund) helps the entrepreneur grow the business or reach a specific milestone with multi-ple rounds of funding, named series A, B, C, D, etc. This is also a growth round of funding.
 • Mezzanine Round: So called because this round comes in between series rounds and an initial public offering (IPO), just like the mezzanine floor comes in between the lower and higher floors of a building. This is where a venture capital firm helps the entrepre-neur keep his or her business alive until it goes public.
 • IPO Round: An investment bank takes an entrepreneur’s company public and sells shares on the open market in an initial public offering.
 Most people reading this book will only ever have the chance to receive the first two (seed or angel) rounds of funding—if they receive funding at all. Obtaining financing from a venture capital firm, or having an IPO, is an unlikely event for most small businesses because of the large scale of the business required for these events, and the scrutiny placed on the businesses that pitch them.
 THE INVESTOR-COURTING PROCESS: OVERVIEWThe process of courting an investor is not an exact science. There are no guarantees that you will ever receive funding, but you can increase your odds of success by staying focused on growing your business, and by following this four-stage systematic approach for meeting investors.
 1. The Investor Pipeline: Build a network of people who can introduce you to active investors who provide capital to fundable business concepts.
 2. Screening: Investors will pre-screen and screen your business concept, so you should self-screen your idea to make sure that it has certain factors that investors will look for before they write their cheques. Before they agree to dig deeper into your business plan, investors will pre-screen your idea to ensure that it meets their needs. (For example, some investors concentrate on the biotech industry, or they need to see a certain level of sales.)
 3. Valuation and Funding: Investors will place a value on your business based on various assumptions that they make. You should determine a realistic value for your business in advance, so that you can make educated decisions during negotiations about the amount
 c01.indd 8 9/12/2012 3:07:26 PM
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The Investor-Courting Process | 9
 of funding you will receive in return for a portion of your business. (See Chapter 4 for an explanation of how to value your company.)
 4. Due Diligence: Before they write their cheques, investors will perform due diligence on your business to ensure that the projections and financial forecasts you are making are based on sound business operations. So, you should self-audit your business to make sure that you have the financial, legal, and operational systems in place that investors will look for.
 DRAGON LORE
 Be more diligent about proving your business concept and making it fundable than about fussing over a properly formatted business plan.
 Investors screen business ideas for scalability, realistic revenue models, proof of concept, and evidence of a team of entrepreneurs who are passionate about their ideas. Two entre-preneurs who brought all of these elements together, plus contagious enthusiasm, were Ross Lipson and Howard Migdal of GrubCanada.com. And both of them realized early on in their pitch to the Dragons that a pitch is more than just a one-way presentation—investors will engage you with questions early and often.
 GRUBCANADA.COM
 Pitchers: Ross Lipson and Howard Migdal, Season 4, Episode 9
 BUSINESS MODEL
 The company runs a website where customers can view the menus for various local restaurants. It makes money by taking a 9% commission on each order they process and send to restaurants, which then fulfill those orders.
 PROBLEM
 I’m new to the area and I need to place a takeout or delivery order from a restaurant, but I don’t know any restaurants that are nearby.
 c01.indd 9 9/12/2012 3:07:27 PM
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 SOLUTION
 An online food court where visitors can type in their address and see all the restaurants that deliver to their location. The visitor then places an order online at GrubCanada.com.
 GO-TO-MARKET
 Will spend $3 to $5 per person on online marketing to acquire each customer.
 TEAM
 Founders Ross Lipson and Howard Migdal are 22-year-old roommates from Detroit, Michigan, who now live in Toronto. They used their combined skills to put together a scalable business model that was attractive to multiple Dragons.
 FINANCIALS
 The Ask: $200,000 for 20% equity in the companyCompany Valuation: $1,000,000Current-Year Revenue Projection: $600,000The Deal: $200,000 for 50% equity in the company, plus 1% of the 9% commission
 Pitchers Ross Lipson and Howard Migdal celebrating their deal.
 c01.indd 10 9/12/2012 3:07:27 PM
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 SELF-STUDY WORKSHOP: The Investor-Courting Process
 Determine where you are in the investor-courting process. Identify the stage your business is at. Identify major milestones you have already achieved, and set new milestones for your business. Keep in mind that you will delve deeper into some of these topics later on in this book.
 1. What is the current stage of investment of your business?
 � Seed Stage
 � Start-up Stage
 � Early Stage
 � Expansion Stage
 � Late Stage
 2. What major milestones have you already achieved? For each milestone listed below, elaborate on what you have completed to date and how you would prove that the milestone has been achieved.
 � Prototype built
 � Intellectual property acquired
 � Beta test completed
 � Sales traction achieved
 � Commercial viability achieved
 � Profitability achieved
 � Other milestones achieved
 3. What are your activities over the next three months, six months, and one year in each of the following milestone categories? Where applicable, elaborate on the amount of funding you will need to reach the milestone, and when the milestone will be reached.
 � Build a prototype
 � Acquire intellectual property (patent, trademark, etc.)
 � Complete beta test
 � Generate sales traction
 � Achieve commercial viability
 c01.indd 11 9/12/2012 3:07:28 PM
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 � Achieve profitability
 � Other
 4. What is the current status of your investor-courting process?
 a. Who do you have in your investor pipeline who could introduce you to an investor?
 � Haven’t started a list
 � Have started a list (name them)
 b. What have you done to self-screen your business concept and validate that it is fundable?
 � Nothing
 � Made sales to paying customers
 � Read and implement the Dragons’ Den Guide to Assessing Your Business Concept
 c. What do you think is the estimated value of your business, and what amount of funding will you require?
 d. What self-auditing/due diligence have you completed so far to make sure that your financial, operational, and legal systems are ready to be reviewed by investors?
 � Financial systems
 � Operational systems
 � Legal systems
 � I don’t know what these mean (you will review these concepts in Chapter 5)
 In this chapter we reviewed the investor mindset and prepared you for the investor-courting process. In the next four chapters, we’ll drill down into each of the four key stages of the investor-courting process so you can put your business in the best possible position to get funded.
 c01.indd 12 9/12/2012 3:07:28 PM

Page 15
						

Index
 AA Beautiful Mind (film), 115accountants, 18, 102, 180, 181, 189, 199acquisition or sale, 198advertising, 164, 165, 185, 220advisory board, 178, 183–84, 188–89, 248AdWords, 165after-sales support, 222agency business model, 151agents (indirect sales), 164Amazon.com, 58, 163angel investors, 6, 7, 16, 18, 19, 26, 27annual reports, 131–32Apple, 137Aquaovo, 62–63Arden, Elizabeth, 33, 231Arora, Julie, 203–4asset adjustment, 39assets, 199, 200
 BBachelorette, The, 158background checks. See operational due diligencebalance sheet, 199–200, 208–9, 252–53Banana Guard, 151–52banks, 7, 16, 70, 183, 197, 201barriers to entry, 28, 140, 141–42, 242Beaupre, Pierre, 126–27behavioral profile (customers), 129benefits packages, 221beta (test), 6Bill, Maggie, 178–79billing, 222Bing (search engine), 131BlackBerry, 157, 158Blakely, Sara, 3–4blind taste test style, 24Blockbuster, 177board representation, 41Bodenheimer, Lars, 157
 Bogner-Wood, Arysta, 76–77bookkeeping, 49, 196bootstrap funding, 16bottom-up approach (market size), 128bottom-up forecasting, 167Boutbuddy, 158–59brand, 19, 23, 68, 170, 221break-even analysis, 196–97Breakey, Norman, 193Brookside, 100budgeting, 165bundling, 166, 172burn rate, 201business consultants, 102, 185, 199Business Development Bank of Canada, 7business history, 109, 113, 190, 239business incubators, 19business model, 147
 defined, 149product/market fit, 151, 155purpose, 149revenue model, 151, 155scalability, 151–52, 155screening, 28summary, 152value chain, 150, 154–55
 business objectives, 108–9, 112business organization, 180–81, 187, 188, 248business plan, core sectors, 232–33business sector, 25business stage, 25business structure, 181buying motives, 129–30
 Ccall to action, 68, 69, 72, 73, 109capacity, 220capital cost barrier, 142capital-intensive business, 220capitalization (cap) table, 41, 197, 206, 250
 bindex.indd 271 9/11/2012 6:54:41 PM

Page 16
						

272 | Index
 cash inflows, 201, 210, 253–54cash outflows, 201, 210, 254cash-flow statement, 200–1, 209–10, 253–54Cavena Nuda, 4–5Cefaly Migraine Device, 116–17CFO services, 184Chaham, Guy, 167–68Chanel, Coco, 3channels, 157, 159, 161, 162, 163–64, 170, 171, 174chief financial officer, 183chief marketing officer, 183chief operating officer, 183Clodhoppers, 99–100closing date, 41co-branding, 166, 172Coca-Cola, 221COGS. See cost of goods soldcold-calling, 13Coldstone Creamery, 166collateral, 7collection agency business, 90–92commercial viability, 6communications objectives, 171competition, 4, 82, 120, 121, 139, 140–41, 241–42competitions, 19, 75, 88competitive advantage, 139, 141competitive analysis, 139–45, 241–42competitive edge, 220competitor-matching strategy, 161compliance, 223Compound Annual Growth Rate (CAGR), 128confidentiality, 61, 120, 184contracts, 40, 50, 99, 119, 120controller, 183conversion terms, 41co-operative, 181copyrights, 50, 119, 124, 185, 240Cork, J. Milton, 58corporate entity documents, 50corporation, 181cost of goods sold (COGS), 221Cosy Soles, 66–67creativity, 66, 152, 174, 178credibility, 16, 19, 61, 68, 183, 184credit cards, 16credit rating, 16Crozier, Brian, 142–43culture. See working environmentcurrent assets, 200current liabilities, 200
 customer motivation, 241customer problem, 117–18customer service, 222–23customers list, 49customization, 62cyclicality, 128
 DDamberger, David, 109–11Dans au Jardin, 95–96deal flow, 13deal killers, 48, 50deal, 28, 37debt ratios, 202decline phase, 120Dell Inc., 163Dell, Michael, 3demographic profile (customers), 129Desrochers, Noémie, 62–63dilution, 37direct competitors, 139, 140–41, 144, 242direct mail, 163direct sales, 3, 162–63discounts, 170, 171disruptable market, 27distributors, 164documentation, 41, 50, 255Doherty, Sarah, 106–7Doig, Carolanne, 216–17door-to-door sales, 63Dragons’ Den episodes, 4–5, 9–10, 19–20, 24–25, 28–29,
 32–33, 34, 42–43, 51–52, 58–59, 62–63, 66–67, 70–71, 76–77, 85–86, 89, 90–92, 95–96, 100–1, 106–7, 109–11, 116–17, 121–23, 126–27, 138–39, 142–43, 148–49, 152–53, 158–59, 167–68, 178–79, 185–87, 194–95, 203–4, 216–17, 224–25
 Dragons’ Den Guide to Assessing Your Business Concept, 5, 12, 28, 90, 115, 233
 due diligence, 9, 47–48, 52–53
 Eearly stage business, 7, 26earnings adjustments 39earnings multiple method, 41–42earnings multiple valuation method, 36, 37, 38e-commerce, 163, 177, 222Edson, Marcellus Gilmore, 193Einstein, Albert, 125elevator pitch, 18, 27, 60, 67–73, 89Emery, Chris, 99–101
 bindex.indd 272 9/11/2012 6:54:41 PM

Page 17
						

Index | 273
 emotional benefits, 119emotional motives (buying), 130employee stock ownership plans (ESOPs), 180employees, 49, 50, 120entrepreneurial mindset, 9, 24, 33, 148, 158, 177–78, 185EPITDA, 37, 199equipment, 221, 227equity you’re giving up, 36, 37, 72equity, 35, 41, 44, 66, 180, 184, 196, 198, 199–200, 202, 203,
 208, 209, 210 (See also Dragons’ Den episodes)ESOPs. See employee stock ownership plansEstée Lauder, 3Ethical Ocean, 109–11Evergreen Memories, 138–39executive summary, 18, 26, 27, 77–83, 237exit strategy, 27, 66, 197–98, 206expansion plans, 219expansion stage business, 7experience. See industry experienceexperts, 183, 184–85, 189 (See also professional support)
 FFacebook, 137, 165Factor, Max, 231family, 16, 18, 33, 88, 193feasibility, 61, 126FedEx, 118feedback, 61, 183 (See also questions)finance team, 182financial due diligence, 50financial investors, 17financial overview, 205, 250financial performance, 196, 198–202, 206–7, 250–51financial plan, 249–55financial risk, 203financial slides, 94financial statements, 49, 196financial summary, 83, 195, 196–97financing cash flows, 201financing details, 195, 197–98, 250Finnson, Larry, 99–101Fisch, Allan, 132–33Fitness on the Go, 46–47fixed assets, 200flexibility, 18, 148flow chart, 220Flush2O, 126–27fog of war concept, 65Foley, Ryan, 42–43Ford, Henry, 137, 219
 Fortune 500, 23franchising, 151, 166, 172free sampling program, 105free-pricing, 147–48friends, 6, 16, 18, 88, 193Friendster, 237Friesen, Bradley, 121–23Fry family, 137fulfillment and billing, 222funding history, 26funding process, 35funding request, 197funding rounds, 7 (See also rounds)funding sources, 16funding types, 35, 39–40fundraising. See investor-courting process
 GGagne, Martin, 96Gaskin, Robert, 85geographic profile (customers), 129goals, 105, 108–9 (See also business objectives)Google Docs, 89Google, 108, 131, 147, 165go-to-market strategy, 40, 69, 79, 82, 93, 95, 105, 137, 142, 150,
 156, 160, 165–66 (See also Dragons’ Den episodes)grammar, 61greed, 33Green Gym, 167–68growth capital, 40, 197growth phase, 120growth potential, 39growth round (funding), 7, 8growth stage, 26growth strategy, 130–32, 136, 241GrubCanada.com, 9–10
 HHaidari, Jamil, 28–29Hancock, Tony, 109–11Harker, Chris, 80–81Harrison, Jim, 186–87Harvard Business School, 75Harvey’s (restaurants), 166Heinz Tomato Ketchup, 221Hepburn, Lorelei, 51–52Hershey Company, 132Hershey, Milton, 137hiring needs, 178, 185, 189, 249home party plans, 163
 bindex.indd 273 9/11/2012 6:54:41 PM

Page 18
						

274 | Index
 HomeSav, 132–33human resources strategy, 179–85, 189, 249
 (See also employees; hiring needs; talent pool)
 Iincome statement, 198–99, 207–8, 251–52independent stores, 164indirect competitors, 139, 140–41, 144, 145, 242indirect sales, 163–64individual investors, 88industry association, 181industry contacts, 17industry experience, 4, 17, 178–79, 185–87industry information sources, 131–32industry participants, 131industry research firms, 132industry sector, 26, 39initial public offering (IPO), 8, 198innovation, 58, 68, 120, 128, 140, 142, 158,161, 165, 174insurance, 18, 181, 189intellectual property, 6, 50, 199internal controls, 223introductions, seeking, 18–19inventory control, 223investability, 25, 27investing cash flows, 201investment firms, 16, 17investment stages, 6, 7–8investor groups, 26, 88investor pipeline, 8, 13, 14, 15–22investor presentations, 87–89 (See also Dragons’ Den episodes;
 pitching)investor profile, 48investor readiness, 4investor types, 17, 88investor-courting process, 5–12investors, introduction to, 14, 17–18iPhone, 221IPO. See initial public offeringIuso, Joseph, 142–43
 JJC Penney, 23Jobs, Steve, 68, 215joint ventures, 166, 172judgements against business, 38, 50
 KKamen, Dean, 45–46Kay, Mary, 231 (See also Mary Kay Inc.)
 Kelvin.23 multi-purpose tool, 89Keynote software, 89Khonsari, Ali, 186–87Kleiner Perkins Caulfield & Byers, 45Koffler, Murray, 58 Kotack, Allan, 66–67Kotack, Amanda, 66–67Kotack, Jordan, 66–67Kotack, Melissa, 66–67Kotack, Patricia, 66–67Krohn, Caleb, 148–49Krohn, Lars, 148–49
 LL.L. Bean, 163labour-intensive business, 220Lambert, Richard, 85–86Langin, Catherine, 19–20LastCall, 121–23late stage business, 7, 26Lauder, Estée, 3lawsuits, 50, 181, 199–200lawyers, 18, 41, 102, 180, 181, 189, 219layout of business, 218–19legal barriers (to entry), 141legal documents, 255legal due diligence, 48, 50legal entity, 41legal forms of business. See business structurelegal protection, 119–20liabilities, 199, 200liabilities, undisclosed. See legal due diligenceliability protection, 181liability risk, 202licenses, 50, 181, 240 (See also permits)licensing business model, 151, 166, 172liens, 38, 50limited liability partnership, 181limited partnership, 181LinkedIn, 165Lipson, Ross, 9–10Liquid Hot Chocolate, 148–49liquidation preference, 41liquidity event. See exit strategyliquidity ratios, 202live demo, 68, 89–90 (See also Dragons’ Den episodes)Liz Claiborne Inc., 23–24loans, 16, 33Loblaw, Theodore, 58Loblaws, 58, 166
 bindex.indd 274 9/11/2012 6:54:41 PM

Page 19
						

Index | 275
 location of business, 26, 180, 218logos, 97, 120, 138, 166, 235, 263long-term debt, 200Lululemon Athletica, 215
 MMacKenzie & Marr Guitars, 24–25MacKenzie, Jonathan, 24–25MacKenzie, Lori, 80–81Maggie Dress, The, 178–79Maloney, Deborah, 90–92management and organization
 advisory board, 183–84business organization, 180–81hiring needs, 185human resources strategy, 179–80management team, 182–83professional support, 184–85workshop, 187–89
 management team, 178, 182–83, 188, 248managerial mindset, 158, 177–78, 185market definition, 125, 232, 233, 236, 240–41market experience. See industry experiencemarket opportunity, 69, 127–28, 134market research, 68, 69, 127–28market risk, 202market size, 27, 126, 128–29marketing consultants, 185marketing methods, 165, 246marketing objectives, 162marketing pull, 162–63marketing strategy, 153, 164–65, 171–72marketing team, 182Marr, John, 24–25Mars, Frank C., 3, 215Mary Kay Inc., 105–6, 147Massage Addict Inc., 79–80Mateus wine, 221maturity phase, 120Maz, Dan, 46–47McCotter, Kevin, 58–59media, 165, 171, 245memorization, 61merchant business model, 151metaphors, 68mezzanine (financing) round, 7Microsoft, 85, 89, 108, 137, 215Migdal, Howard, 9–10milestones, 6, 39, 109, 112, 238–39Miller, John, 186–87
 MillerCoors, 166mission statement, 108misson, 105, 108 (See also vision)Modir, Milad, 28–29Mom’s Healthy Secrets, 203–4Momzelle, 34monetary motives (buying), 130mortgages, 16Mozilla Firefox, 147MySpace, 137
 NNaismith, James, 193Nash Equilibrium, 115Nash, John, 115national stores, 164Nema-Globe Grub Busters, 51–52Net Income from Operations. See EPITDAnet income, 37, 202, 210, 254net profit, 202, 210, 254, 258, 259, 260networking, 8, 13, 17, 18niche markets, 46, 160, 171, 245Nieminen, Jean-Daniel, 126–27No Name brand, 166non-compete contracts, 119, 120non-disclosure agreements, 50, 120normalizing earnings, 36Norman, Alex, 132–33North American Industry Classification System (NAICS)
 code, 130Notewagon, 89NuvoCare Health Sciences, 42–43
 Ooffice layout, 219offshoring, 226OMG’s Candy, 100–1On War (von Clausewitz), 65online application, 27online sales. See e-commerceonline search engines, 131operating cash flows, 201operating expenses, 83, 94, 197, 199, 205operational due diligence, 47, 49, 50operational risk, 202operations manual, 49operations plan, 215–29operations team, 182organization. See management and organizationorganizational chart, 185
 bindex.indd 275 9/11/2012 6:54:42 PM

Page 20
						

276 | Index
 outsourcing, 185, 222, 226, 228owners’ investment, 200ownership, 180Ozog, Allison, 194–95
 Ppackaging, 221partnership, 181passion. See entrepreneurial spiritpassword protection, 61patents, 6, 50, 119, 240, 255payment, 142–43, 171payroll, 49, 185, 189, 197penetration-pricing strategies, 161permits, 181 (See also licenses)perpetual counting system, 223Perreur-Lloyd, Keith, 106–7phone support, 222Piggly Wiggly, 57–58pilot test, 6pitching forums, 19pitching
 defined, 59formats, 60guidelines, 60–61customization, 62workshop, 64 (See also elevator pitch)
 plant layout, 219Poirier, Christine, 33–34Polaroid, 157, 158Pook Toques, 58–59Pook, Tony, 58–59positioning, 160, 170, 244post-money valuation, 36, 37PowerDent Pulse, 185–87PowerPoint, 27, 60, 62, 69, 85–86Prairie Berries Inc., 194–96predictable level of sales, 6pre-money valuation, 35–36, 37pre-screening, 8, 25–27, 30presentations. See elevator pitch; investor presentations;
 pitchingpresident, 182price calculations, 170price ceiling, 161, 170price floor, 161, 170price point, 161, 170price sensitivity, 170pricing, 160–61, 170, 244private labeling, 166
 problem (screening process), 27problem statement (pitch), 69process consultants, 184process map, 220, 226procurement, 221producer business model, 151product features/benefits, 118–19product lifecycle, 120, 128product roadmap, 121product/market fit, 151, 243product/service description
 customer problem, 117–18defined, 117features/benefits, 118–19product lifecycle, 120product roadmap, 121proprietary assets, 119–20workshop, 123–24
 product-development team, 182productivity motives (buying), 130professional advisers, 18professional support, 178, 189, 249profit and loss (P&L) statement. See income statementprofit, 200, 201 (See also net profit)profitability ratios, 201–2promotions, 164, 165proof of concept, 9, 66, 152, 153proof, 30, 49, 68, 69proprietary assets, 119–20, 240protective provisions, 41prototype, 6, 27psychographic profile (customers), 129publicity, 171, 245pull/push. See marketing pull; sales pushPulver, Aliza, 132–33Purdy, Sandra, 194–95Purino, Vincent, 62–63
 Qquestions, 61, 62, 65, 90 (See also Dragons’ Den episodes)Quiznos, 157, 158
 RRadio Shack, 177ratio analysis, 201, 210, 254–55rational benefits, 118rational motives (buying), 130recruiting process, 220, 221Red Door Spa, 33, 231referral, 17, 18, 26, 171
 bindex.indd 276 9/11/2012 6:54:42 PM

Page 21
						

Index | 277
 refunds, 222regional stores, 164regulatory barriers (to entry), 142regulatory risk, 203regulatory violations, 50rejection, 18, 26repeat revenue, 121required return method, 36, 38research & development. See product roadmapresumes, 255retail layout, 219retail, 150retained earnings, 200return on investment (ROI), 6, 13, 28, 33, 35, 60revenue model, 9, 27, 69, 151, 155, 243revenue multiple valuation method, 37Revlon, 131–32RIM, 39, 218risk and mitigation, 196, 202–3, 211, 255risk tolerance, 48rollout strategy, 171, 245Rosen, Harry, 3round, defined, 7royalty payback, 198
 Ssalaries, 41, 185, 189 (See also payroll; wages)sales and marketing, 159, 161–62, 243–46sales calls, 163sales director, 183sales forecasts, 166–67, 173, 246–47sales incentives, 171sales objectives, 162sales push, 162–63, 170, 182sales strategy, 153, 162–64, 170–71, 244–45sales team, 182sales tractions, 6Saunders, Clarence, 57, 58Sava, Jacqueline, 70–71scalability, 9, 28, 243scientific method, 125screening, 8, 25–28 (See also pre-screening; self-screening)Seaforth Rain Gear, 216–17seasonality, 128seed (financing) round, 7seed-stage business, 7, 26Segway PT, 45–46self-auditing, 9, 223self-screening, 8, 23, 25, 28self-service shopping, 57–58
 self-study workshopsbusiness model, 154–55business plan, 101–2competitive analysis, 144–45due diligence self-audit, 52–53elevator pitch, 71–73executive summary, 81–83financial plan, 204–11investor courting, 11–12investor pipeline, 21–22investor presentation, 92–94management and organization, 187–90market definitions, 134–36operations plan, 225–29pitching, 64product/service description, 123–24sales and marketing, 169–72screening, 30–31valuation calculation, 43–44mission, goals, 111–13
 series (financing) round, 7share buyback, 198shipping, 222Shoppers Drug Mart, 58showrooming, 177SIC code. See North American Industry Classification SystemSideStix Ventures Inc., 106–7Sigvaldason, Scott, 4–5skimming strategies, 161SKRAPR, The, 85–86Slava Ultra Premium Vodka, 224–25slide show, 89, 92–94smartphone, 157, 158Soak Wash Inc., 70–71social benefits, 119social media, 137, 165social motives (buying), 130sole proprietorship, 181Solomita, Mike, 116–17solution (screening), 27solution statement (pitch), 69Sood, Pranav, 152–53Spanx, 3–4spot checks, 223Square Inc., 147staffing, 220–21 (See also employees; hiring needs)stand-alone vs. Section 1.0, 78Stanley Home Products, 105start-up, 26Statistics Canada, 131
 bindex.indd 277 9/11/2012 6:54:42 PM

Page 22
						

278 | Index
 stores (indirect sales), 164strategic investors, 17strategic relationships, 165–66, 172, 246SuperSales Tag, 28–29supplies, 221, 227–28supporting documents, 255 (See also documentation)
 Ttable of contents (business plan), 234–37talent pool, 180target market, 26, 28, 129–30, 134–36, 240–41taxation, 49, 181, 189teams, 28, 49, 178–89technological barriers (to entry), 142teleselling, 163term sheet, 35, 40–41terminology, 37, 41, 257–63The Law Offices, 90–92third-party fulfillment houses, 222Tim Hortons, 166titles, 182–83top-down forecasting, 167top-down approach (market size), 128Tough Mudder, 76tracking orders, 222trade associations, 131trade secrets protection, 120trade shows, 164, 165, 171, 245trademarks, 50, 120, 240traditional business model. See direct sales; franchising; retailtraining, 180Travel Roller, 76–77trends, 128trial-and-error, 162, 164, 174trigger events, 90triple bottom down business, 119Trivial Pursuit, 166trust, 17, 26Twitter, 108, 165Tyson, Judy, 178–79
 UU.S. Census Bureau, 131U.S. Securities and Exchange Commission, 132
 unique selling proposition (USP), 157, 160
 United Kingdom Special Forces, 75upsell, 28, 29, 136, 241Urry, Lewis, 193
 Vvaluation and funding, 8–9, 33valuation calculation, 43–44valuation examples, 37–38valuation factors, 39valuation terminology, 37valuation, 35–39value chain, 150, 243value proposition, 27value-added resellers (VARs), 164Vellinga, John, 224–25vendor selection, 221venture capital, 7, 8, 16, 17, 26vice-presidents, 182, 183vision, 105, 106–8, 112
 (See also mission)von Clausewitz, Carl, 65
 Wwages, 185, 189Walmart, 218Walton, Sam, 218Warns, Tony, 85–86warranties, 222Web support, 223wholesalers, 164Wilson, Dennis, 215Wood, Adam, 76–77Woodworth, Margot, 138–39working capital, 40, 197working environment, 180, 188“wow” factor, 58, 68, 76, 124Wozniak, Steve, 215writers, 102
 XXerox, 137XI Yan, 152–53
 bindex.indd 278 9/11/2012 6:54:42 PM



					
LOAD MORE                                    

            


            
                
                

                

                
                
                                

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Chinese dragons

                            Education
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Becoming Investor Ready

                            Business
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            WHAT IS AN INVESTOR READY BUSINESS PLAN

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Short descriptions of Dragons’ Den Pitches · Short descriptions of Dragons’ Den Pitches GIIN Investor Forum 7-8 December 2016 Version: 6 December 2016. ... Together with our

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Dragons Lair

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Investor-Ready Sheep Feedlot Project - Overview€¦ · Web viewSheep Solutions successfully tendered for the Sheep Industry Business Innovation “Investor-Ready Sheep Feedlot Project”

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Are You Investor Ready?

                            Small Business & Entrepreneurship
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Les dragons Ici je vais vous parlez de 14 grandes catégories de dragons. Les Dragons Blancs Les Dragons Bleus Les Dragons Noirs Les Dragons Rouges Les

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Dragons Souls.pdf

                            Documents
                        

                    

                                    
                        
                            
                                                            
                                                        

                        
                        
                            Dungeons & Dragons Advanced Dungeons & Dragons

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons Tutorial

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Investor Ready An Investors Perspective · 2020-05-13 · Investor Ready An Investors Perspective How to Improve Your Chances of Funding. Nelson Gray [email protected] Introduction

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Tigers & Dragons

                            Design
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Getting investor ready

                            Economy & Finance
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dungeons & Dragons. in the Shadow of Dragons #1

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons Ctf

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Connecting with Chinese Culture Dragons and Kites…Kites and Dragons Dragons and Kites…Kites and Dragons

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            CrAzY Canvas Crew Watersheddings Primary School Business Challenge 2015 Are we ready for the dragons?

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons! Dragons! Dragons! - Instructional Series...In this lively, humorous, big book for shared reading, four fiery dragons are having trouble making friends. After students have

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Investor Ready Cities - PwC · PDF fileCase Study Singapore ... allow their communities to have a standard of living which ... 14 – Investor Ready Cities The role of the city

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Getting Your Startup Investor Ready · 2019-08-14 · Getting Your Startup Investor Ready 2 Contents 1. Understanding different types of funding 2. Funding available in Scotland 3

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            DUNGEONS & DRAGONS DUNGEONS & DRAGONS Module AJ1

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons dragons, by Eric Carle

                            Education
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Handout are you investor pitch ready

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            academystjames.com · Web viewFantasy Dragons, real life dragons and cool castles. Observe and describe dragons, ask questions, compare dragons, make dragon collages using different

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons that I made for dragons world

                            Art & Photos
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            dragons den

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dragons Discovery

                            Technology
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Dungeons & Dragons. in the Shadow of Dragons #3

                            Documents
                        

                    

                                    
                        
                            
                                                            

                                                        

                        
                        
                            Investor-Ready Sheep Feedlot Project

                            Documents
                        

                    

                                            

        

    


















    
        
            	About us
	Contact us
	Term
	DMCA
	Privacy Policy


            	English
	Français
	Español
	Deutsch



            
                

				STARTUP - SHARE TO SUCCESS

									
							
	


					

				            

        

    












	



