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“Unless we change direction, we are going to end 
 

 up where we are going.’ 
 
 
 

Chinese Proverb 
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Global Conditions 
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- Commodity prices 

- Exchange rates 

- Capital markets 

- Valuations of assets/businesses 

- Due Diligence  

 

Uncertainty?? 

Questioned! 

More thorough!   



‘He who has the gold makes the rules’  
 
 
 

- Is this still true ? 

The Golden Rule 
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Strengths Theory  (Gallop Organisation) 

 

Only a small percentage of people are born to lead (< 3%) 

 -They revel in the challenge of uncertainty 

 - Most people want security from certainty 

 

Those entrusted with financial management responsibility need to 
be more than accountants. 

 

Connect strategy to financial metrics. 
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Stakeholder Model - Simplified 
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BUSINESS 

Employees 

Suppliers 

Shareholders 

Customers 

How do you a view a financier? 

 

Each stakeholder has a different requirement, but they are in a way 

all customers.  



Raising capital – a new perspective 

- Perhaps we need to change the way we think! 

 

- Capital markets may be considered from a customer focus perspective. 

 

- What does the customer need/want? 

 

- Which customers? 

 

- Money is available! 

 

A thought –  In the next decade 80% of the world money supply will be 
  in the hands of people over 50 years of age! 
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Choices about capital  

Jurisdictions 

 

Australia 

or 

Overseas markets 

 

Products 

Debt 

Equity 

Prepaid offtake         (Sometimes too complex) 

Convertible notes 

Infrastructure funding 

Hedge Instruments  
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Financiers  

 

Banks - traditional funding 

 - investment 

 - specific to industry 

 - private 

Private equity firms 

Family offices 

High net-worth individuals 

Entrepreneurs 

Capital & advisory firms 

Stockbroking firms 

Joint venture parties 



 

Vision 

 

Right people 

 

Sound commercial model 

 

Confidence and passion of presenter (the first impression window to a         
deal) 

Tipping Point Issues 
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Story   - simple and clear 

 

Persuasion - answer why it is compelling 

  - answer how they exit with a profit 

 

Know your ‘target financier customer’ and what they expect 

 

Financiers are vigilant and predatory about assets/businesses being 
disguised as good but often distressed 

Propositions 
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- A proposition for funding (know what you want!) 

- It’s no longer about standard processes and templates.  

- Original thought must be activated  

 

- Due Diligence  facility ready for review. 

 

- Target financier game plan 

Transaction readiness 
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As soon as business is attractive and transaction ready, approach 
financiers 

 - Get to know them before you need them  

 

Counter cycle – entrepreneurial leverage 

 

Practice funding requests 

Knowing when to apply 
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- Have a real understanding of value and the drivers of that value 

- Know what capital you want and formulate a proposition 

- Prepare a presentation 

- Research your target financiers and redesign the presentation around their 

requirements 

- Test your presentation with capital firms 

- Add competitive tension by targeting multiple parties 

- Ensure your presenter is more than a reader of the presentation proposal  

Summary suggestions 
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“Opportunity dances with those already on the dance floor’ 

 

 

(H.Jackson Brown Jnr. – Author ‘Life's little instruction book’) 

 

So be in the game.  

 

“Nobody cares if you cant dance well. Just get up and dance. Great dancers are 
not great because of their technique, they are great because of their passion” 

 

(Martha Graham  

Teacher and Choreographer of modern dance)  

Parting thoughts  
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Thank you 
 

Any questions or comments? 
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