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Identify relevant investors

Click here to search the web pages of VC and Angel investment firms in the San Francisco Bay Area, to identify investors who have already made investments in your product and market space. 

You can click here to see some sample searches:
Biodiesel
Solar electricity



HYPERLINK "http://www.isa-northamerica.org/search/SF_VC_and_Angel_Search.html?cx=007980572840222993901%3Acokimxuwye4&cof=FORID%3A9&ie=UTF-8&q=cellulosic+ethanol"
Cellulosic ethanol

IPTV
Mobility
Sensor networks
All of the hits from these searches will be pages on investor web sites, where the investors have offices in the San Francisco Bay Area. From these pages you can easily navigate to the home pages to check out the investors and their portfolio companies.

Contact Investors to request a meeting

Once you have chosen the investment firm you want to contact, the next job is to choose the right person in the firm. There are a couple of ways to do this

1) Call the receptionist and ask to whom you should send an introductory email.

2) Find the right person by using the Investor web site. Usually there will be a link for People or Team, and this section will describe the interests and responsibilities of the partners in the firm with regard to technology and markets. You should try to find the person most likely to understand your company’s business, and aim as high as possible with regard to title (e.g., Managing Director, Senior Partner, etc...). 

3) If all else fails, follow the instructions on the Investor web site for submitting business plans. However, it is much better to have a face to face meeting first. 

Many Investor web sites will post the email addresses for their partners. Otherwise you can call and ask for the email address. If they do not give out addresses then you should ask for someone who can forward an email to the person you want. An email forwarded in this manner is very likely to be read by the partner. 

Here is a sample email message, which you can customize for your company.

	To: robert@vcfirm.com
Subject: Request for meeting from Electro-Presence AB
Mr. Robert Smith

Managing Partner

Too Much Capital, Inc.

Dear Mr. Smith,

My name is Standarrd Perrsson and I am the CEO of Electro-Presence AB, a Swedish startup firm developing products for the quantum teleportation market. This year Red Herring’s list of top 100 European firms contained 13 winners and 19 finalists from Sweden. 
 

Our research indicates that you have made investments in the area of quantum teleportation, including Warp-Transporter, Inc. and There-but-not-There, Inc. Therefore, I’m writing this letter to you introduce Electro-Presence AB. Our software has been downloaded by 20% of all European cell phone users, enabling them to be physically present in the room of the person they are calling. We have been getting excellent feedback from the major carriers, and sales in Europe are running at about 700% ahead of projections. We have received venture investment from SwedishMoney AB, and an IPO is planned within two years. A one-page briefing document is attached.

 

I hope that you find us a match with your investment objectives. I would like to meet with you either by telephone from Sweden, or at your offices in Palo Alto during the week of 9 November. Please reply to this email, or I will follow up by telephone in a few days. 

Thank you for your consideration.

 

Kind regards,

Standarrd Perrsson


Prepare briefing materials

Three items are recommended.

a)
A one page fact sheet for your company 

b)
A “10 minute” slide presentation in electronic form

c)
Confidential briefing document
a.  One page fact sheet for your company 
The fact sheet provides basic information about your company, and what it is you are looking for with regard to investment. Please use the structure in the following sample when you send the information to ISA. 

For this document, it is best not include any confidential information. The idea is to be able to freely distribute your non-confidential information to interested investors. Later, when discussions with investors have begun in earnest, you can choose to disclose confidential information or not on a case by case basis, either with or without executing a non-disclosure agreement (confidentiality agreement, or NDA). 

One page fact sheet example
	Company name and address:

ACME Control Sweden AB

väg 55

SE-223 70 Lund

Sweden

Telephone: +46 55 555 555
Web site: http://www.acmecontrolsweden.com
Contact: Ms. Contact Contact, Managing Director, cc@acmecontrolsweden.com
Product or service: Universal Production Automater
Turnover: USD XX Million
Number of employees: 5
Ownership: 

Founders

Closely Held Holdings (Switzerland)

The Stanford University Endowment

Significant accomplishments since founding: 

· startup of the year award

· profitable from day 1

Geographic area of coverage: Finland and Sweden
Industry references: Electrolux, Nokia, Sony Ericsson, Volvo
Looking for: 

VCs interested in participating in the first round of financing (USD 2 Million) used to provide expansion capital for approximately 24 months.

Product Description:
ACME Control’s process automation system addresses the main problems facing commercial manufacturers today, namely process efficiency and process stability. Production Automater provides businesses with an on-line monitoring system and intelligent supervisory control of automated processes. The system has the ability to protect from overload while allowing the maximum utilization of capacity. Production Automater is simple to install, can be utilized in both new and existing production facilities, and is suitable for most applications, such as manufacturing automation. Production Automater can be used as an add-on module or integrated with a control system. It provides commercial manufacturers with the following advantages:

- Higher productivity and throughput

- Stable and reliable operation

- High quality and advanced design

- Faster start-up with reduced payback time




b. “5 minute” slide presentation in electronic form
Our aim in holding the time down to only 5 minutes is to help you deliver the information that investors are the most likely to be interested in. You can have as many backup slides as you like to drill into the answers to specific questions, but you need to be able to communicate why they should invest in your company within 5 minutes. 

The accompanying one-page document Creating a Selling Presentation describes the content of a “selling” presentation. Companies are encouraged to adjust this format as appropriate for communicating to investors. Below is also an example of a one-slide summary of a company’s offering. A more complete presentation would contain about ten slides covering these topics. 

	CARBON POSITIVE ENERGY AB


A privately held company with 10 employees and consultants established in January 2006:

-
Concerned researchers own 60%

-
Private shareholders own 40%

-
Controls 10 patents governing carbon neutral ethanol production


Our ethanol process dramatically increases energy yields:
–
Agricultural raw materials: 50%

–
Forestry raw materials: 25%

–
The process is carbon neutral


The secret: Full utilization of all available sugars (current processes can only use C6 sugars)


The aim: Profitable carbon neutral production of ethanol equal to $25 per barrel oil to a US market of 150 billion gallons per year.


The ask: $10M to prove The Carbon Neutral Process at scale and build management and sales teams

· The exit: Go public on NASDAQ by EO 2012




c. Create a confidential briefing document
After the Investor has shown interest in meeting with your company, you can choose to disclose confidential information or not on a case by case basis, either with or without signing a non-disclosure agreement (also called a confidentiality agreement or NDA).  

Information is usually considered confidential if it includes the following.

	Company Background

Sales revenue generated to date

Major customers

Technology

Origin/basis of the core technology

Impact or expected impact of the technology

Discussion of performance

Description of architecture and product roadmap

Target markets and applications

Target customer types

Positioning and packaging

Value proposition

Impact on target customers

“Unfair” advantage gained

How value is experienced and measured

Business Model

Revenue model (how revenue is/will be generated)

Main source of revenue

How revenue will grow

Number of customers

Annualized Revenues

Annualized Growth rate

Ownership

Owner names

% ownership of each

Management Team

Names, degrees, titles, key relevant experience
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