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Overview of investment-readiness tools for LMDs

A set of simple tools for last mile distributors (LMDs) looking to begin their fundraising journey

Investment- . A Templates for required
readiness self- Funder database | | [ECEUINIEEENRLE docFl)Jments (fin:?ncial
assessment and templates model)
® What do we need funding ® Which specific funders ® How do we attract the ® Which documents do we
for? should we pursue? attention of funders? need to share about our
Which type of funding ® How do we pitch our business?
should we be looking for? business? ® In particular, how do we
® Which type of funders ® How do we build communicate our
should we target? relationships with financials (e.g., unit

funders? economics, financial
forecast, etc)?

® From these funders’
perspectives, are we ready
for their investment?



How do we approach funders?

Do your research! Quality over

quantity of targets Prepare a great pitch

your relationship with investors

. . Repeat!
Get introduced to investors

Build an investor tracker to manage 9 Keep investors engaged and updated




v Approaching funders:
Do your research! et ey

criteria and check who they
have invested in before.

V) . . . ’ "
Know who you’re pitching to and which KPIs they’ve What we do  Yesrovde oans tarenaONg
promised to their own investors.
What we offer
* Grants/impact first: impact KPls USD 50,000 | 15_7 6% - 12% 1% +
. ; 500,000 years fixed, USD denominated out-of-pocket expenses

* Debt: Non-performing loans (loans that don’t get Inerest ate Loan fee

paid back); debt investors are typically risk averse; What we look for

their focus is on cash flow and the balance sheet BusinassstnuetureFor-profit or not for-profit soclal enterprise

. . . . . N Sustainable food and agriculture, renewable energy, waste management,
* Equity: IRR (financial returns); impact sometimes o ivelihoods for the poor
Geography * Latin America and South East Asia

Growth-stage (3+ years in business)

Business stage -
Demonstrates commercial viability and opportunity for scale
Collateral Mew or used revenue-producing or cost-saving equipment
Impact Alleviates poverty with measurable positive social or environmental impact

Excerpt from Beneficial Returns Borrower Brochure. Click here to
read in full.



https://www.beneficialreturns.com/uploads/7/5/2/0/75208167/beneficialreturns_borrowers_191114.pdf

a Approaching funders: Build an investor tracker

Start with a list of 5-10 very relevant investors and start reaching out
Remember to use the GDC’s funder database to identify funders!

In your investor pipeline spreadsheet, include:

* Fund name, sectors, ticket size, name of contact point and
contact details, reasons why you think this investor will be
. . . Based on funders’ responses,
interested, who can help you get a meeting, status of intro, :
reflect, adjust, and expand
response, Other nOtES. \ your list as needed.

‘Name Firm Title Tranche Typical Check Size  Why they will be interested Potential intro from... Can make intro? Intro made? Other
Angel Angelino Angel 1 $100-8250K Invested in a few similar companies, Sally Alum Yes Sent

other marketplaces. Angel founded
_ a SaaS marketplace.
Awesome Super Seed Partner 2 $500K-$1MM Investment in Company Y and Cody Simms Yes Pending Cody having lunch with her next
Partner Fund Company Z week and plans to mention us.
Friendly Angel Angel 1 $25K Techstars mentor who went to Sam Alum, Francis Yes Sent by

University of Kansas Founder Francis

Except from techstars build your investor pipeline worksheet. Click here to read in full.



https://globaldistributorscollective.org/lmd-funding
https://toolkit.techstars.com/build-your-investor-pipeline-worksheet

’ Approaching funders: get introduced




’ Approaching funders: Prepare a great pitch!

Your pitch deck will mirror the dimensions of the investment-readiness framework adapted

from VIRAL
Problem and Value -
Team - o
vision proposition
Business
Market Scale Exit
model

Adapted from VIRAL. Click here to read in full.

* Your pitch should be different for every single person you pitch to
* Your ask should be clear

* Your pitch deck can be both a comprehensive pitch deck, like the
one provided here, or a 1 or 2 pager, like on the following slide.


https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-the-way-they-talk-to-each-other-3e714e7a5245

ATEC*

Examples from GDC members
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ENERGY ACCESS
FOR:EVERYONE

Problem

In Kenya 35 million people lack access to basic
go0ds and services, such as electricity, dlean
cooking, potable water and digital inclusion.
Additionally there is a lack of jobs and income.
generating opportunities due to high
unemployment.

Our Business Model

)

Recrult & Traln community

that
llage

distribution network.

Traction

i )

Solar products. Benefciaries

distributed served
30,600+ 153,000+

unies

[

"

The Team

1y

savings
$5.6 M
per year

Countes actve

11/47

=
sor

VSEs recruited



https://www.atecbio.com/
https://www.deevabits.com/
https://www.deevabits.com/
https://www.atecbio.com/

Approaching funders:
Keep investors engaged and updated

Use the VIRAL framework criteria to help structure your updates, and include both
positive news and challenges, e.g.:
* Have you expanded your management and/or your operational team in a way
that will allow you to grow or operate more efficiently?
* Perhaps you have received a small grant to test a new product and want to
get investors interested and engaged for a future scale up?
* Are you concerned that the price increases of your inputs may reduce your
addressable market?
* Have you refined your business model, meaning you have new data to
share on your cost structure or unit economics?
* Keep updates brief and tailored (think back to your last conversation with them,
remember what is important to this investor)
* If you have fulfilled some of their criteria and renewing your investment ask is
therefore appropriate, go for it
* Otherwise ask for something small, like feedback, advice, and/or connections.




Pitch deck
template for
LMDs



Prepare a great pitch!

Yourpitch deck will miror the [T

dimensions of the investment- 1. Vision and value
readiness framework adapted proposition

from VIRAL. 2. The problem

3. Target market
and opportunity

4. The solution

5. Revenue model
or business model

6. Traction and
validation/roadmap

Source: Bplans

A one sentence overview of your company and the value you provide to
customers. Keep it short and simple.

Describe the problem your company is solving and the people/businesses
that are experiencing the problem.

Expand on who your customers are, how many of them there are, the total
market size and how you position your company in the market.

Describe your product or service. Describe how customers use your
product and how it addresses the problem(s) that you outlined on slide 2.

Explain how your product or service makes money, and how customers pay
for it.

If you are already making sales, talk about that here. Investors want to see
that you have proven some aspect of your business model.



https://articles.bplans.com/what-to-include-in-your-pitch-deck/

Prepare a great pitch! (continued)

dimensions of the investment-

_ 7. Marketing Outline your marketing and sales plan. Explain how you are planning on getting
readiness framework adapted and sales customers’ attention and what your sales process will look like.
from VIRAL. strategy
8. Team Highlight key team members, their successes at other companies, and the relevant

expertise that they bring.

9. Financials Include your sales forecast, income statement (also called profit and loss
statement), and cash flow forecast for at least three years.

10. Describe your competition.
Competition

11. Investment  Explain how much funding and of which type (grant, debt, equity) you are looking

and use of for, and why.

funds

Partnerships Describe key strategic partnerships (eg with a manufacturer, with an NGO) that are
(optional to critical to your success.

include)

Source: Bplans



https://articles.bplans.com/what-to-include-in-your-pitch-deck/

[1. Vision and value proposition]

Tip: Slide titles can be replaced

by key messages that are
tailored to your business

A one sentence overview of your company
and the value you provide to your AGRICULTURAL EQUIPMENT PROVIDER QURMISSIONISTO ENABLE RURAL

PRODUCTIVE EQUIPMENT ACCESS,
customers. Keep it short and simple. TO EAST AFRICA’S RURAL ECONOMY

We are focused on creating solar-

M Tips: powe.reo! prodt{cts that have a dir(.ec.t
:, <~ ¢ A great way to think about this slide is to and significant impact on productivity.
= imagine it as a tweet—describe your _ . ,
business in 280 characters or less, in a way We identified how to. deliver clean _
your parents would understand. energy pgyvered equipment to off.-grld
«  For inspiration, go through vision and communities, and also how to deliver
mission statements of companies with a these products so that they are
similar business as yours, that are affordable to smallholder

operating in a different country. agribusinesses.

Source: Tulima Solar


https://tulimasolar.com/who-we-are/

[2. The problem]

Tip: You don’t strictly have to follow this
order of slides. As long as all the

contents are there, choose the order
that best fits your story.

Describe the problem your company is
solving and the people/businesses that are
experiencing the problem.

Tips:
:, < ¢ Think of public targets, nationally or
= internationally (e.g., the Sustainable
Development Goals). Is your company trying
to solve a problem inscribed in these?
e Ideally, try and tell a relatable story when you
are defining the problem. The more you can

Mo

make the problem as real as possible, the
more your investors will understand your
business and your goals.

L Tools and references:
o * SDG resources provide gualitative and quantitative

information on these issues, including by country

Cooking with wood affects half the world’s population

800 million households currently cook with wood (biomass). Combined with large-scale industrial agriculture
deforestation and increasing incomes, these households are primed to transition to modern cooking

= e
« ¢ & ¥ o om e
3.5 million 1im ha/year $15/mth Us$ 14 trlion [ | US$ 800 bilion | (=]  USS2.2trillion

deaths annually -or 1 deforestation driven Healthcare costs increased net economic gain

! . by industrial Cost of buying for treatment of household of decarbonising
in 18 fatallties - from ¥ ingustria biomass once local smoke inhalation ' productivity | cooking
smoke inhalation agriculture meaning conditions S
R ~ sources are removed
(mainly women) cooking with wood is
no longer sustainable.
Solving clean cooking with decarbonising technelogies will unlock
significant Annual Recurring Revenue (ARR) in carbon markets to drive -
adoption . AT=C '

Source: ATEC*



https://sdgs.un.org/goals
https://www.atecbio.com/

[3. Target market and opportunity]

Expand on who your customers are and how 6-72? Tools and references:

many of them there are. What is the total * Global and local industry associations (e.g., GOGLA,
CCA) and development agencies (e.g., USAID, World

market size and how do you position your Bank) regularly produce market intelligence reports
company in the market? you can use to get estimates of market size and
competitive landscape.
M Tips:
“N®/~ * Investors will want to know how much people
= currently spend on similar products or services, to JGE
get a sense of the total market size. TH E OFF_G RI D MARKET
* You’ll want to divide your market into segments
that you will address with different marketing and

* Be careful with this slide. It’s tempting to try to

define your market to be as large as possible, but Off-grid rural households|  [ysp 75 Million Our distribution network -

) . and businesses who are VSE's

investors want to see that you have a very Sp€CIfIC forced to close business 500,000 Households Competitive Commissions
d hable market. The more specific you are Y Jusk o5ing about $201 1100 Market Share

and reacha : Y y ’ in revenue per day Lean operations

the more realistic your pitch will be.

Source: Deevabits


https://www.deevabits.com/

[4. The solution]

Describe your product or service.
Describe how customers use your
product and how it addresses the
problem(s) you outlined on slide 2.

M

— = Tips:

AN . |f possible, use pictures and
stories when you describe your
solution. Showing is nearly always
better than telling.

* Do not hesitate to add client
testimonials or research available
on the products you are
distributing, to demonstrate your
value proposition.

L3 Tools and references:

o )@

able to provide materials.

SAVE 50/= A DAY...

Cooking the OLD WAY

Uses 1 to 2 tins of charcoal
depending on family size

But don’t just take it from us...
See what others have to say

“Before, | used a 50 shilling
tin of charcoal for just 1 meal.
Now, l use 1 tin to make 3
good meals for my Family.”

Teresia Wanjogo, Kawangware

Jikokoa inatumia makaa
kidogo, haina moshi, inawaka
haraka na ni safi. Hata naweza
kuweka sebuleni!

Pongezi BURN Manufacturing!

Rodah Mueni Matu, Embakasi

“It's doing very well! Fastto
> use, economical, portable and
‘ has a strong body.

) It's the best!”

Douglas S Mulati, Ruiru
s

The manufacturers of the products you distribute should be

WORLD-CLASS TECHNOLOGY

BURN's state-of-the-art design center in Seattle,
USA, spent three years designing the J i kO ko o
to meet the demands of Kenyan consumers.

Our modern cookstove manufacturing facility in
Ruiru employs 100+ people (50% are women!) and
produces thousands of cookstoves each week.

High-temp, lightweight ceramic
insulation is designed to

withstand The high durability

1300°C and chrome grate
keep your balances fuel and
jikokoa cool air mixture.
to the touch.

The The easy-to-use
ergonomic ashtray allows
handles are you to control
designed the temperature

while you cook
and keeps your jikokoa clean.

for ease of use
and won't overheat.

Source: Burn



https://burnstoves.com/

[5. Revenue model or business model]

Explain how your product or service makes
ATEC can pay households carbon credits directly linked to their usage
money. What do you charge for the data - a global first

p ro d u ct’ Wh o pays fo r it a n d h OW? . ATECS view is the ultimate flywheel potential of cookstove carbon

credit markets will be enterprises with a technology stack that pays
households carbon credits directly into their mobile money wallets
linked to verified loT usage

N \ I/ Ti ps: s This aligns incentives of all key stakeholders in generating i i
— — . malximum cgrl?oncred\t revenue per asset at scale. Holuseholds are : . . :
(@)= + You canalso reference competitors here e e T/ A
= and discuss how your pricing fits into the creds et vanser 0 sen o oot rends | ‘ AT=C | ®
market; e.g., are you a premium, higher- + T dsaisaanaey s g ATZC ——
. . pursuit. Households can cook anywhere from a discount on their | : ) uyer )
quality product, or a budget offering that Slectic cost up 0. c3sh surps | . 2 e
. L. . The below table demonstrates % coverage of grid kWhr cost by carbon credit " [e] [Usage ! B LH e
is more affordable than existing solutions payments i 2 valcated pricing scenarios: B el .
on the market? S o e o -~ |
» Use diagrams to help your audience B A By i
. . A $26# urrent a7% 122% 156%  196% 28% 33% | cogLe; m:xa [
understand the transactions more easily. L AT=C®
Source: ATEC*

Cr Tools and references:
* Several online resources can help you prepare a
business plan and pitch (check out slide 30).



https://www.atecbio.com/

[6. Traction and validation/roadmap]

If you are already making sales, talk about
that here. Investors want to see that you

have proven some aspect of your business

model.

_}\@I’: Tips:

v L™ * Use this slide to talk about your milestones.
What goals have you achieved so far and

what are the major next steps you plan on
taking?

LW Tools and references:
0 * Several online resources can help you

prepare a business plan and pitch (check out

slide 30).

DGE
TRACTION AND
IMPACT

(YL

@&&&5@

Solar products Beneficiaries Household Jobs created Number of

distributed served savings (VSE’s) counties
(collective)
30,600+ units 153,000+ $ 5.6 million 450+ 11/47
per year

Source: Deevabits


https://www.deevabits.com/

[7. Marketing and sales strategy]

0] Tools and references:

L] L] ’
How are you planning on getting customers Q * Go through GDC's knowledge hub for resources and
attention and what will your sales process ideas on marketing and sales strategies of LMDs that
look like? are relevant to your business.
",@\— * Use this slide to outline your marketing and Business model - Product to customer
— , . ATEC has a proven track record in sales and distribution. ATEC brings the technology,
sales plan. You’ll want to detail the key finance and carbon opportunities to the value chain, then works with in-country
tactics that you intend to use to get your distribution and digital marketing to connect product to customer ,W’
. . Carbon Data
product in front of prospective customers. I—’uSer Finance . s touch-point
o s . . aygo :90d
* Itisimportant to show that you have a solid IW» L
rasp of how you will reach your target « Logistcs ‘Nopayment, colecedfor
grasp y y g Lo Nopayment, ected fo
] Digital eC ea:: nfnfsrln evice switches carbon credits
market and which sales channels you plan on | T i o
0 ecommerce setu
using (e.g., own shops, agents, e-commerce, |Wh°"~‘sa"~‘ Rintsmptet
. « Product package customer
hybnd mOde|S, etC). Production <Staves acquisition
| o isioned t « Centrali
* If your marketing and sales process is s/ mecl e
. 0 Q « eCook: 10,000
different than your competitors, it’s unitsmin
important to highlight that here. _

Source: ATEC*



https://globaldistributorscollective.org/knowledge-hub
https://www.atecbio.com/

[8. Team]

Highlight key team members, their
successes at other companies, and the key
expertise that they bring.

- Tips:

L™ « Even if you don’t have a complete team
yet, identify the key positions that you
still need to fill.

e Keep profiles brief.

e Consider including pictures and links to
individual LinkedIn profiles (provided
these are all complete and up to date!).

e Consider including an organisational
chart.

ATEC Senior Team

ATEC combines global expertise with local knowledge to distribute its product+carbon
credit solution to households across the world

2 08 2 @

%

Ben Jeffreys Phillip Barrow Rebecca Penglase  Wilm Rompf Shuvasish Bhowmick Nikolal Schwarz Simon Smalichua
CEO CFO People and Lead Product Country Director Country Director Head of Marketing
Performance Engineer Banglacesh Cambodia

Strategc eader with Finance lesder with aver  During har time in the Wikm is driving the Sruvo brings over 13 Nikolsi brings aver Simon brings 20

wer 12 years experience 30 yearsof experience  corporate and sock Innavsticn sna years expetience frem 15 years yoars of marketing
In managing teams holdng leacership constant improvemant A of tusines: operionce 10 ATECS
1088 S0cinl anterprise POSIIONS 30105E of our products and dowwicpment Spanence  team e
an corporate sectors comorats finance deveicped sn procasses 31 ATEC 10 ATEC™S toam stout s for
Previous roles include functions. Provious 1005 axceptionss skl setfor  With 4 backgiound in As Haad of Soclal Qood, Sm
MNatanal Deveicpment inchude Audit @ FY, CFO  projoct and pocpke Industral snginesing,  Devslopment st Fusiness committed to buking
Manager al SSE, Proguct  f Retai st Land Lease,  maragement, Wien has ovee 10 Unigas (10 Shovo has  with Friends Iean Sgta-lod
Developmant Manages Finance Man consultng & HR yoars of mtemational & bachelor degree in wteerationsl, Nikolai marketing Capatiity
31 Oxtam and Regonal Leighton Contractors,  Previous roes indude  expenence in Science and specinized 0 10 Changs behavours
Saes Fxecutive at Strategic HR Advisor & technical process Engneeng, an MBA tuilding passicnate, in developing
Viestiiels Lt Flen slso Mentor as well o5 eNgIneenng across i Markoting and an independant Cambodisn  markets
has a Rschelor of Program and Pertfelic  MaNLECHunng = Advanced Ceetited teams. NI DOKSS 3
Business with first class Manager at Accenture.  Public ser Buiiness AMasters Degrae In
narors from Gueansiang Incustres Administration from Managament from ESCP

BA

Univarsity of

Team of 6O pecgple located in 4 countries

New key hires iwestad In 35 part of Senes A
will nclude Carbon Markets Manager,
Distributor Partnerships Manager, Supply Chain
Manager, Dats & Systems Enginesrs

Source: ATEC*



https://www.atecbio.com/

[9. Financials]

Include your sales forecast, income statement
(also called profit and loss statement), and
cash flow forecast for at least three years.

M

— - Tips:

Present these through charts (sales, total

customers, total expenses, and profits). Do

not include in-depth spreadsheets that will
be difficult to read/understand.

* Be prepared to discuss assumptions you’'ve
made to arrive at your sales goals, and what
your key expense drivers are.

* Be realistic. Explain your growth based on
traction you already have or compared to a
similar company.

» State clearly whether your cash flows are
accounted on cash vs accrual basis to avoid
confusion.

—]
s N~ e
——

O * Use the GDC financial model (found in our
Knowledge Hub) to generate graphs for these
slides.

Qé? Tools and references:

ATEC is building a 3 millions customer base « cenzeate recummn .

SR U N RTIA ACC SRl Tt Al sce (ol mose ! il

------

.Llllllll

Tt nc o wTe T

y-

ani w
. s
zx Wl I
e Pt i s i s s s
T ot Sty vl
: .

Wmeybee m 250

Source: ATEC*



https://globaldistributorscollective.org/knowledge-hub
https://www.atecbio.com/

[10. Competition]

Describe your competition. Even if you are {¥W) Tools and references:
there are no distributors selling the exact Q‘ * Consider comparing your company with the industry
. . ific KPIs through benchmarking tools like
same product or service, your potential on spec
P . Al . P . PAYGo PERFORM or upcoming GDC work on this.
customers are using alternative solutions to

solve their problems today. Competitive Landscape .
\/ ATEC is the only enterprise that maximises the up to 5x higher revenue potential
= /.— A . of carbon markets with a scalable, digitally verifiable solution
—(. Y= Tips:
~ . oy » oy e
‘&=« Describe how you fit into the competitive s
T T
landscape and how you’re different to the AT=C®
competitors and alternatives that are on . a
3
the market today. £ Obun
CQuest
* What key advantages do you have over the g 8
competition? Explain why customers will e mieike
. competitors who are mm'u:n:v: ConoN 7,
choose you over your competitors. oy A g 'nx“ S
| :

Source: ATEC*


https://www.cgap.org/research/publication/paygo-perform-financial-operational-and-portfolio-quality-kpis-paygo-solar
https://www.atecbio.com/

[11. Investment and use of funds]

How much funding and of which type
(gra nt’ dEbt, equity) are you Iooking for? Series A wi expand market reach and further develop ATECS product+carbaon
technalogy stack to aggressively capture bath stove and carbon markets
q Series & Focus Areas
~ \ I/—— Tlps: Phage-2 produst dev - enabling automated ™ wimmmm!mh:m
: — . m data & payment Mo Detween hausebald
N®/~ °* Explain why you need the amount of prodc and corboncopral markets .n
- money you are asking for and how you [ 207 [ - i =
; Platformand  pe
plan on USIng the money' . Praduct and carkan Markel spangian via };_q::ﬂs:r l L] E
e If you already have some investors on DU signag i sach master e . i
board, talk about those other investors % ! ? E O
and why they chose to invest. e T P R e
S Scaling of operations in exstirg marksts L
15% {Bangladesh & Cambadiah
Tools and references:
(o . T=C¥
o e Several online resources can help you 2= Al=

prepare a business plan and pitch
(check out slide 30).

Source: ATEC*



https://www.atecbio.com/

[12. Partnerships]

Describe key strategic partnerships
(e.g., with a manufacturer or NGO) that
are critical to your success.

Tips for this slide:

~L™ o Think of your product suppliers,
previous funders (e.g., grants and
awards you have received),

development organisations, etc.

62? Tools and references for this slide:

* Several online resources can help
you prepare a business plan and
pitch (check out slide 30).

DGE
OUR ADVISORY
BOARD & PARTNERSs

Partners:
Catherine
Waweru OS]MA angazallf (020 uuciness kiva G’ECf )
a o PONERS. - BRD glzzsss. & Mg @snonta

60__decibels

Maina VALUE ¥ _q;} S
ONGOZA # Open lgba
‘\ \Ff\?gMEN' YASR SHONA Capltal lec‘::“\\"f!ws
Timothy S
- Gathima oo O B ) N Tronstormin
%;fmﬁn!;g GET mvest GEGLA
PERSISTENT e'sy fho m-mm

Source: Deevabits


https://www.deevabits.com/

Remember: a one-pager is
also a very powerful tool!

The Pitch Canvas©

A simple statement of what change
ou and your product are making in the world.

Pain (+ Gain) Product
@ %
Product Demo _ What's Unique
A
L3 t1fs
Customer Traction Business Model
[= 209
Investment Team
© &
End statement with call to action B
Intrigue/Surprise Why You?
g &
Except from best 3 Interaction Portable Story
minutes pitch canvas. :
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1. PROBLEM + SOLUTION

= Cooking with wood costs up to $15/mth +
Paalth « time

= Demand for volntary carbon credis
Increasing 15x by 2030

= ATEC's boT stoves cpen up uilspped
markets with paygo tech bringing access as
fow as $5/mth

= loT data simuRaneously genarates 100%
verifiable, digitised Gold Standard Carbon
Credits as arnual recurming reverue

= Procucts carbon dalvers Sx higher revenue
- creating ATECS fhywheel model

2. MARKETS

= 5T0VE: 80Om households TAM globally xc
neading 1o trarsition from waod

*’ = CARBOMN. $16bn Annual Recurting Roverus

cockstove carbon credit market

= Cument Markots: TAM 38m Households
Cambodis | Bangladesh

= Semes A =orc 10°% of Global TAM
Nepal | Zambia | Kenya | Rwanda

3.PRODUCTS

Bcoox ‘ QATECEID '

v 95X future markel v 5% future market

coverage COVerage
v Inouction ¥ v Lagest carbon
energy efficient crecit per system

sciution on market solution in

v FollowsmultiSon | 2099
slectrificaton v Ideal sokstion for
rofcut ofignd farmng

househalds

= Product produces $5-30/mth up to 3 years
In customes payments financed by cebt

4. FLYWHEEL MODEL

ATECH p dp rbon
campounds Annual Recuming Revenue

- Simuttanecusly each product procduces
$13-45 carbon crodit ARR up 10 15 yoars

= The more market ATEC captures, the more
ARR compounds, driving profitsscale

5. TRACK RECORD
-+ Sx Yo¥ growth gving TOVenuR, ovor
6,000 wnits s ang in carbon

coals with 2x Fortune erergy companies
= Multh-award winning, 52 satt
= I seed equity to date, including:
Groie  SUMde  eled  SullGien

6. SERIES A: $Gilim

Wil achieve by 2024:
=3 Froductscarbon marker expangion through
HEIDULOr PArners acines Asin & Africs

= Fhase-2 proouct dev for automated
imagration of productecarnon credits

» Digtsd carbon cradin markels expansacn
v above mik 1t

= I Sevies 8 by 2024

= postrve EBITDA by 2025

- - aoresl ovanue by 2030

7. ATEC: TRIPLE BOTTOM LINE
OPPORTUNITY THIS DECADE
B ¢ B
30m s, 39k
TONS NEVENUE LUVES SAVED
of vartied by 2030 IO FeLCed
cadon et i Fralaszo

Source: ATEC*



https://best3minutes.com/the-pitch-canvas/
https://www.atecbio.com/

What's next?



What's next?

Once you have engaged investors, what data do you share with them?

The next slide provides a list documents that are typically required to have in a data room you share with
investors.

Next: go to the financial model (find a template for this in our Knowledge Hub).

Investment- Pitch
: recommendations . .
readiness self- Funder database eco documents (financial

Templates for required



https://globaldistributorscollective.org/knowledge-hub

Data room essentials
and available templates

Adapted
from
medium

post.

Company documents

Board of Director materials (if relevant)

Financials

Business plan and marketing materials

Intellectual property (if relevant)

Market research

Operations

Staff

Any other documents

Tip: Make sure your business plan / pitch deck

/ one pager and financial model all use the

Documents (not all of these will be relevant for your company)

Company registration documents. If you already have investors, include investor
agreements and capitalisation table.

All board meeting minutes, board consents and actions.

Profit and loss statements, pro-forma statements for next year, and projections.

Business plan as a text document explaining the business and its operations,
expansion plan, market overview, risks, the team, financial information etc.
Condensed versions in one-pager and pitch deck.

Granted and filed patents, trademarks, and IP strategy.

Market studies, competitive analysis with features and pricing.

Any documents and agreements for the sales process and pipeline, and supplier
agreements.

List of all current employees, titles and salaries; CVs for key staff; employee
agreements; future critical roles and hires; list of contract workers and firms

E.g., loan agreements signed, insurances, etc

same underlying assumptions, have the same
figures and tell the same story!

Templates

n.a.

n.a.

For forecasts, use financial
models provided in this
toolkit

Use pitch deck provided in
this toolkit

n.a.

If you do not have your own,
use highly relevant publicly
available market research

n.a.

n.a.

n.a.



https://medium.com/@corl/what-do-i-include-in-an-investor-data-room-c631303dc0d9

Useful resources / helpful links

Several online resources can help you prepare a business plan and business pitch, e.g.:
* https://articles.bplans.com/what-to-include-in-your-pitch-deck/

e https://www.bplans.com/

* https://abaca.app/

e https://gust.com/

* https://www.liveplan.com/how-it-works



https://abaca.app/
https://www.bplans.com/
https://abaca.app/
https://gust.com/
https://www.liveplan.com/how-it-works

