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Group check in

What’s the right fit?
Traditional types of capital
Alternative capital

Case studies

Capital raising tools
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Presenter

Andrew “Drew” Tulchin
international development finance specialist:

15+ years in private sector development, capitalization,

impact investment, business planning
Raised more than $200 million for triple bottom line efforts

Worked in nearly 50 countries '
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Question

What is one question you have
about raising capital
& investment?
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Definitions

Impact Investment
Investments in companies and funds to generate measurable,
beneficial social or environmental impact alongside financial return

Community Investment
(CI) strategic involvement in community partnerships to address
social issues chosen by the company to protect corporate interests
and enhance reputation
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Consider

Organizations mature differently
affecting capital sources and choices:

What size is your organization?
How old? Track record?

Legal entity type?

Market size?
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The Capital Pie

Where are you now?
How do you want to diversify (split the pie)?
How do you want to grow the pie?

Non-Profit Example SECONDMUSE



Question

What is your capital pie at the end of this year?
(if you aren’t sure, start with what your capital pie is now)

Non-Profit Example SECONDMUSE*
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Traditional forms of Capital

Bank

Savings

Credit Union
Private Investors

Provider Map of Anre Foundations
Capital for Donors

Businesses SUBSIDY Gov't/Tax Credits

Individuals

VCs
EQUITY Angels/Micro Angels
IFls/Gov’t Donors
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Traditional forms of Capital

Pros Cons

Large pool of $ e Must be paid back

Market based e Know your partner
Economies of scale e Incremental

Full suite of services relationship

Ongoing relationships e May not want small
deals
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Traditional forms of Capital

What are they thinking about?

How project earns return

How get paid back

What's your track record — credit

5 Cs of Credit: How many legs of the stool
do you have

m - M
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Traditional forms of Capital

How best to engage them:

Have package ready to answer their questions
Have many ‘legs to the stool’ (5 Cs)

Be proactive; won'’t wait

Business transaction - negotiate!

Collateral
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Traditional forms of Capital

Pros Cons

Can be ‘free’ Not diverse
GRANTS/ Can be large 9, Can be bureaucratic

small match ‘Free’ money has
SUBSIDY Recurring possible admin costs

Build relationships Can go away

Impact / mission
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Traditional forms of Capital

What they want:

Show you qualify for their rules
GRANTS/ Have relationship with a person and

SUBSIDY the organization
Know due dates: plan ahead

Explain social benefits & impact in
their language
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Traditional forms of Capital
How they think:

e Appeal to their needs / interests
e Research them

GRANTS/ e Know and use their language

SUBSIDY The Sustainable Development Goals

i
SUSTAINABLE
DEVELOPMENT

e

Source: UN (n.d.a.).
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Traditional forms of Capital

Pros Cons

Aligned interests °
Shared ownership

Less paperwork
(sometimes)

Brand & identity

Good relationships
take time — ‘dating’
Hard to find, hidden
Usually smaller $

If many investors,
manage cash from
several sources
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Traditional forms of Capital

What they want:

See extensive opportunity

Leverage network

Well written agreements (sometimes)
Explain social benefits & impact in
their language

Their risks addressed
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Traditional forms of Capital

How they think:

Understand you, your business &
your model

Can take risk, if convinced

Want full business concept

Like technology, stats, analysis,
market details

Know and use their language
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Question

What form(s) of capital will you
seek in the next year?

What is 1 thing you need to do to
improve your chance to reach it?
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Alternative forms of Capital

e Crowdfunding
e Peer-to-Peer Lending
e Treasury Management
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Crowdfunding

Defined / intro

Raising money for a project
from a large number of

people in small amounts,
typically via the internet
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Crowdfunding

What Investors want: What you need:

Tell your story! Administration

Anticipate their questions Marketing - takes time

Strong online presence Organize pitch & management

Take time Cultivate donors / participants
30 second video
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Peer to Peer Lending

Defined / Intro

Lending money to individuals or
businesses through online services
matching lenders & borrowers.

Often using crowd based solutions for

many people / entities to invest a little

into a single project Start—up Furu:ling %%

This is DEBT, must be paid back
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Peer to Peer Lending

What Investors want: What you need:

Pick platform (vary size $2K - $25K)
Pitch your idea

Organize and manage

Video

e |nvestors earn interest, often
more than they would earn
by traditional means

e Minimize risk, documentation

e To participate

e An interesting story
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Treasury Management

Defined / Intro

Treasury Management protects financial
value by managing holdings with
investment and risk management

e Strategic accounting

e Cash management internally
e Involves corporate treasurer, CFO
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Treasury Management

What Investors want:

More about creating
vendors and relationships,
internal efforts/contrals.
Less about investors

What you need:

Planning

Clear goals
Management
Internal controls

SECONDMUSE
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Case Study: Early

L
DIREMMNG

Donor program

A NETWORK OF COLOMBIAN FARMERS, Private donors
DELIVERING SPECIALTY-GRADE SINGLE-FARM MICROLOTS DIRECTLY FROM THE FARM TO Individual

YOUR DOOR
investors (FFF)

FARMER ‘ ROASTER
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Case Study: Medium

S=ZATO TABLE’

Gov'’t support
Family owned network & relationships

Value chain financing
A/R financing
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Case Study: Advanced

MECW WOEE

Crowdfunding & pre-sales
Private debt investment
Bank relationships

Leases & vendor financing
Private equity

Real estate acquisition

SECONDMUSE
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Where You Fit

Intro Company or Project
Funding plan

Medium Company or Project
Investment plan

Advanced Company or Project
Treasury management plan
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Question for Discussion

Put your organization on the spectrum of
intro, medium or advanced to answer:

e Intro: What is your funding plan?
or
e Medium: What is your investment plan?
or
e Advanced: What is your treasury
management plan?

Everyone take 10 min to work on 1 plan. Then we will reconvene "
SECONDMUSE***




Tools
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Place yourself on the spectrum

Continuum of
Financial / Social Expectations

Social
Value
Creation
Expectations

Risk / Return Expectations i SECONDMUSE




Funding Pyramid

Wh at is it? 5 Doouses ut 55,000 = §18, G0

Create a visual layout of funding universe

20 Damars at S500 = §10,800

55 domuors at 5100 = §5.500

How it works
Do a plan with a stratification of
‘buyers’ (donors, investors, etc.)

|dentlfy What yOU need Gift Amount # Prospects | Cumulative Total

Consider what you can get i - Goi o

i £40,000 16 s460,000
Map out what that looks like 20000 16 e .00

$10,000 32 $780,000
$5,000 48 $900,000
$2,500 a0 $1,000,000

SECONDMUSE
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Capital Tracker

What is it?

Planning and program manage tool with totals and probability adjustments

How it works Name  Amoum Probabiy Gonl  Amount

List all possibilities / entities Inwestor $100,000 50% $50,000  $100,000
Choose a goal for each one |nestor $200,000 100%'  $200000  $200,000
|dentify probability Investor $100,000 25%  $25.000 $0

Calculate total Investor $100,000 10%  $10,000  $50,000

Update regularly and track TOTAL $500,000 $285,000  $350,000
amounts
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Sales Funnel: 5/5/5

What is it?

Sales tracking tool to prioritize most important contacts

How it works o
. Geta CRM, if you can't...do this * Prioritize! 5 most urgent, 5 most

e Track universe of possibilities important, 5 ‘reach’ for the future
« Update regularly (weekly), track

Example 'Sales Funnel'

.4

5/5/5 | n Dates Size Probability Next Contact S 5 |
Priority Investor 7/30/17 100,000 4/15/2017 |Get board member to mer
Important Donor 6/20/17 25,000 6/1/2017 |Dinner with xxx
Future Philanthropist 12/16/17 25,000 4/15/2017 |Phone call
Priority Bank 3/1/17 1,000,000 4/15/2017 |schedule meeting
Important Investor 12/1/12 500,000 4/15/2017 |Contact x to set up mtg
Future Donor 11/16/17 10,000 4/15/2017 |See at conference
Priority Philanthropist 3/1/17 10,000 4/10/2017 |Coffee
Important Bank 3/1/17 1,000,000 4/25/2017 |Meeting
Future Investor 3/1/17 250,000 5/15/2017 |Phone call FCONDMUSE **




Resources

“Capital Sources for Social Enterprise”
Download PDF

“UN’s SDGs Deliver a Capital Call to the World"
Link to article

Aspen Network of Development Engineers
(ANDE) Link to website

Global Impact Investing Network (GIIN) Investor
Survey Download PDF
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http://www.socialenterprise.net/assets/files/SocEntAssocCapitalSourcesforSocialEnterprises.pdf
http://www.socialenterprise.net/assets/files/SocEntAssocCapitalSourcesforSocialEnterprises.pdf
http://www.institutionalinvestor.com/blogarticle/3584799/Latest-Stories/The-UNs-SDGs-Deliver-a-Capital-Call-to-the-World.html
http://www.institutionalinvestor.com/blogarticle/3584799/Latest-Stories/The-UNs-SDGs-Deliver-a-Capital-Call-to-the-World.html
https://www.aspeninstitute.org/programs/aspen-network-development-entrepreneurs/
http://foundationcenter.org/products/foundation-directory-online
https://thegiin.org/assets/2016%20GIIN%20Annual%20Impact%20Investor%20Survey_Web.pdf

Questions?

Thank you!

drew@upspringassociates.com
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