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Find the right investor to come on the journey with you



• Founders, Friends and Family (or the 3 F’s)

– Credit cards and other personal finance

• Grants from governments, R&D tax credits and similar 

• Banks, including SFLGS, factoring or discounting, overdraft or loans of some sort

• Informal private angel groups, single BUSINESS ANGELS, Family Offices
– Angel organisations e.g. GEIF, Cambridge Angels, Beer & Partners, London Business Angels,

Alternative ‘audiences’ for business growth capital -
‘free’ money, debt or equity?

• Government backed venture funds e.g. SEGF, Create RVCF, Capital Fund etc

• Red-blooded private VCs ….. private equity ……. hedge funds

• Corporate partnerships including belatedly public procurement (SDRI)

• The public stock markets…… (“AIM high”)

• Best of all – SELF-FUNDING via Sales Revenues. Revenues are KING



Pick the right ‘funding market’ for your business,
tell appropriate revenue, finance and management stories 

• Banks will mainly want financials and revenues as well as security

• Confidence in management, if they are well known clients, will be helpful

• Bankers are not technologists nor often are they marketeers

• Byte-sized evidence of technology, ownership (IP) and markets will be critical

• Angels use their own money, experience and time and make their own decisions

• Many are intrigued by the promise of “the business” and some have made money 
themselves

• Time horizons may be longer but follow-on funding may be limited• Time horizons may be longer but follow-on funding may be limited

• Syndicates / packs / choirs can be strong but may deter later stage funders

• VCs etc will want heavy-weight due diligence so plans are essential and the team  
will be said to be all-important

• a ‘plan’ is mainly to get inside their priorities and show competent revenue projections

• they will do their own checking, whatever you write or propose

• an investment case is often more important than a “business plan”

• Customers are very valuable and rewarding !

• Corporates can be your best solution

“While plans may be useless, planning is indispensable”



Entrepreneur in finance-raising mode …



UK Funding markets  (written in November 2007 ! )

• Stock market sentiments – quite uncertain at the moment, locks of shocks and volatility, AIM 
listings down again

• Banks and senior funds are withdrawing to their corners, need more security, fewer players in 
the game

• VC re-funding options likely to be more limited and exits to market or trade harder

• Discretionary “angel” money tighter as the rich become more cautious

• Its getting tougher again (shades of 2000-2)

• The innovators are still bubbling up and there is no shortage of enthusiasm to start a business
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And NOW,  funding facts of ‘tech’ life for an “entrepreneur”

• VC re-funding options are more limited, exits to markets are harder and all valuations are down

– Stock markets are depressed – very volatile at the moment, new AIM listings down 

– VCs still in funds may have a heyday, for a while, but those beyond their investment period or looking to re-fund are 
facing a long stretch

– Possibly the conventional wisdom of “FFF, angel, seed, VC rounds 1&2 and ‘exit’ ” is simply bust

• Discretionary early stage “angel” money is tighter and slower as capital has either been lost or 
caution is overtaking risk

• Banks and senior funds have withdrawn to their corners, needing more security, there are 
fewer players in the game and despite government efforts any “leverage” or debt is scarce

• The £ exchange rate might encourage overseas buyers to seek lower-value opportunities and 
for those companies with sales will help exports

• Corporate investors with strong balance sheets and cash are looking for acquisitions

GAP?
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Typical cash flow profile for a young business
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• Things always take much longer, burn is controlled but revenue growth is slower than 

you think

• Continuous funding, not continuous fund-raising, is essential for business 

development

For “5 years”,  read anything up to 15



What determines funders’ choices and expectations?

• The drivers of the funder himself / the fund itself  - returns, ambition, capital gains,     

safe income streams, philanthropy?

• Alternative investment opportunities and portfolio issues – few/ many, restricted/open…

• Levels of investment experience

• Attitude to uncertainty and to business risks / futures – investors are NOT ALL ALIKE

• Degrees of freedom left for “the capital” vs. “the managers” of the capital !!

• Sector, geographic or other biases in the funding

• TIME, need for speed, urgency of a return – so try to find the right investor for your ride



But what about ‘low carbon’ then? 



Is being an entrepreneur in the ‘low carbon’ arena different?

• Fundamentally  ….. NO !

• Success requires

– customers who need and will pay for solutions,

– at prices which give you and your partners a return,

– which you can sustainably deliver despite competition,

– where you can go on innovating to enjoy the growth opportunities,

– and you have enough funding support to get through

– with good management, sensible plans, strong controls, IP….  Etc

• You might hope that the City is presently in love with ‘cleantech’

• My best advice if you do not already have the funding in place to get you to 

revenues is

– learn to eat air and cut your burn to below the minimum

– do not be in a hurry expecting the world to honour your brilliance

– think very hard about doing a corporate deal rather than a financial equity one



Thank you very much

Questions ?

HRPct Ltd hugh.parnell@envirotechuk.org



Gap, what Equity Gap?

• Some say if a company cannot 

get funding, it is by definition not a 

good investment proposition !

• A bad idea with a good team will 

get funding more easily than a 

good idea with a poor team

• “Investment readiness” is vital but 

may still not be enough

The messages are…..

If you are able to get some funds, find 

enough to get to revenue or the next 

milestone but 

- watch for Catch-22’s

- think sequentially about proof of 

concept, pilot plant,  prototype, 

first revenues, scale up cost 

base…….



• Get the story right and then get it righter

• Be coherent, honest, compelling but also listen very carefully

• Practise presenting 

• Don’t fall in love with a “brilliant” idea, be aware of many many risks

• Get the best people to do the key jobs

What to do better to appeal to Funders?

• Get the best people to do the key jobs

• Conserve every penny, bootstrap, use options etc and pay very little, especially 
in cash, until you have revenues

• Remember, banks and angels are interested in making money too – that is why 
they want to grow the business – but they may not always appear “rational” in 
their choices

• Be prepared to negotiate and always keep investors well informed


