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Master Class on the Business plan challenge: ”How t o avoid the dust bin” 
 
Purpose: 
This course will endeavour to provide entrepreneurs and innovation professionals with an insight to the process 
of seeking and securing financing. The course includes introduction to an evaluation tool measuring the 
strength and weaknesses of an entrepreneur or a management team. It is vital to know what expectations and 
demands investors have in order to become “The Deal” the investors are always looking for, and it is vital also 
to know own strengths and weaknesses..  
 
Successful Master Classes have been held in Austria, Belgium, Bosnia Herzegovina, Denmark, France, , 
Estonia, Italy, Latvia and Poland. Quotes from participants: 
·  Thank you for the very useful tips and advice. This  seminar has definitely helped us a lot and after t he 

small personal consultation, it is now clearer to u s how to continue pursuing our goals. 
·  Last year I presented our business plan to a board of industry experts and although I convinced all 10  of 

them in the viability, profitability of the venture , I didn’t learn 1/10 th of what I learned today! 
 
Our Philosophy: 
Knowing the needs of your customer is a must. In this respect the investors are customers. In exchange of 
their funding they buy part of a company (i.e. shares) but not the products of company. There is an elementary 
formula to ensure that a business plan get the attention from investors. After all, obtaining funding is the 
successful result of all the efforts having met the critical demands of investors through a lengthy selection 
process. The more exiting the business concept, the more investor interest is created. Therefore we also 
introduce the successful “Blue Ocean”  business strategy concept and illustrate is wide area of application.  
 
A special version of the Master Class concept (The Innovation Professional Master Class) is dedicated 
innovation professionals, investors and coordinators of Business Angel networks. In this version of the Master 
Class we focus on the use of efficient tools to screen and select the most promising projects, and also in 
assessing in a structured way the strength and eventual weakness of an entrepreneur or a management team. 
 
The entrepreneur version of the Master Class will shed light on how to stay in the game and avoid that a 
business plan ends in the dustbin. The Innovation Professional Master Class focus on “efficient screening and 
selecting of investment opportunities”. 
 
The over all structure of a Master Class touches upon the following subjects: 
  
      Identifying and selecting investors: 

·  An important step in a successful process to get funded is to select the right investors to approach. 
Investors are very selective in their preferences – hence projects should only be submitted to investors 
where there is a fit.  We will tell how to select the right investors to approach or how to secure a 
qualified deal flow. 

 
      Investor screening of business plans: 

·  The investor will screen the “Investment Summary”. Perhaps a quick perusal of the business plan. 
They have piles of business plans to choose from. It is important to ensure that the investors 
approached are interested in this particular field and find the “Investment Summary” the most 
interesting. Investors on the other hand want to have an efficient and cost effective screening and 
selecting process. 

 
Selection: 
·  Scrutinising the plan. We will cover a lot of the pitfalls that entrepreneurs tend to fall into when writing 

their business plans. Likewise the course covers the use of tools to quickly screen incoming deals and 
identify those which fit investor preferences. 

 
Negotiating and financing: 
·  Negotiating the financing only happens if the deal is considered viable and excellent. The Master Class 

will again look at the most common pitfalls that entrepreneurs tend to fall into at this stage in the 
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selection process. It is worth noting that the entrepreneurs need to start all over again if the 
negotiations do not work out. The investor will just pick another project from his pile. 

       
      Investors as co-owners: 

·  We will examine the relationship between entrepreneurs and investors after financing. The plan often 
deviates from reality and that can present a number of challenges for both parties. 

 
With the simplest of tools and a minimum input of resources the investors will select the projects in which to 
invest. It is important for a project to accommodate the investors need for the right and relevant information, 
and at the appropriate time. The Master Class explore the different aspects of the decision process. Spiced 
with various illustrative examples the participants will be able to test their critical judgement using our 
“Gate2Growth“ Self-Assessment-Tools. (SAT-Light or SAT-Pro and the newly developed “Competence test”). 
 
The course will leave the participants with an improved knowledge of investors’ needs and efficient tools to 
measure the investor readiness of a business proposal. Loosing valuable funding opportunities or missing the 
right deal due to lack of understanding should become a thing of the past. 
 
Structure of the course:  
 
A one-day workshop with preparatory work.  
The participants will be able to discuss their plans or received investment proposals in “break-out” sessions: 
 
Preparation: 
Eight days prior to the course the participants are encouraged to use the “SAT-light” or the SAT-Pro software to 
evaluate a concrete business plan, or they can request to test their skills and experience on a test business 
plan, which will be provided. The participants are also invited to have individual business plans evaluated by the 
course leader prior to the course. Should the participants wish to receive specific advice on the individual plans, 
such requests need to be submitted prior to the event. 
 
Morning (early Breakfast session): 
The day will start with an individual evaluation of the pre-course preparatory work. The business plans will be 
evaluated in light of the relevant stages of the funding process.  
 
Morning (start of course) 
Investor preferences and evaluation criteria will be presented and discussed, also the evaluation of risk will be 
illustrated with a few examples. A few but simple methods of financial calculations (IRR/NPV etc) will be 
presented as well. 

·  Interval 
Presentation of the most crucial elements in a business plan. Discussion how they are related to the investor 
investment criteria. The focus will be on how to incorporate all the necessary and sufficient information needed 
to successfully accommodate the investor’s need for critical information. Methods of performing sensitivity 
analysis will also be presented during this time of the course. 

·  Lunch 
Afternoon: 
The afternoon will start with a renewed ”scoring” of the business plans that the participants evaluated as 
preparation for the course. A comparison and a discussion of the ”before” and ”after” results will follow. In the 
Innovation Professional Master Class initial training in the use of the “InvestorNet Competence test” will also 
offered. 

·  Interval. 
Presentation of the “life cycle of an investment” from the initial stage of "project identification" to the 
"investment" to final "exit". A presentation of “Business Angels” and “Venture Capitalists and their different 
investment criterions and risk appetite. 
 
The day will end with an examination of the most important points in a Term Sheet and a Shareholders 
Agreement. We shall look at other important documents and their consequences in the negotiation and 
investment process. 
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End of the course with possible individual consultations. 
 
InvestorNet self assessment tools 
 

“ InvestorNet Competence Test ” feedback 

         
 
 
Summary of financial observations.                      Investor view in the investment . 

      
 
 
Further Information   
For further information about the Master Class and how to arrange a Master Class at your location please 
contact InvestorNet: 
 

Uffe Bundgaard-Jorgensen at tel +45 40521645 or via e-mail: ubj@gate2growth.com 
 

Or 
 

Elizabeth Thrane-Carlsen at +45 39 307 307  or via e-mail: etc@gate2growth.com 


