SO YOU HAVE STARTED A BUSINESS...
’ OW DO YOU GROW IT FROM HERE?

You have made a great start You have a business.
are providing products or services that
want. You have a business plan, but now
ou need to scale up to take advantage of the
opportunities you have.

SO WHERE DO YOU GO FOR FUNDING?

You may have started with money from your own
resources, or from friends and family. But where
do you go when this runs out.

Naturally there are banks and other debt
prowders
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INTRODUCFNG SEIS ANQ EIS

The Enterprise Investm nt
Scheme (EIS), and it Y
brother, the Seed Ent% \;é

Investment Scheme (SEIS)‘- W1

are government schemesto
encourage investment into start
up or growmg young compan\es
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EIS is for fundmg ofamounts...
above this,:up to'a: maxunum &f
£5 million p:a. and with Income
Tax relieFof 30%. There are
also enhanced funding Ima,lts or’
Knowledge Intensive compam}és.
These schemes can be setup.as
individual investments or as part
of Funds. The investors receive
shares in your company in
exchange for their investment.
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enterprise investment scheme association
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The starting p0||'1/fs to ﬁnd

out from HMRC it your com-

\pany qualifies for/Advance

/, Assurance’ (https://www.gov.
uk/gwdance/v‘enture -cap-

\ ) ital-schemes-apply-for-ad-
vancé-assurance). If you don’t

k%ow what.this entails, please =

contact us at EISA. You can ‘
atso#md out if your busmess is|/
7considered'to be ’Knowledge /
Intensive’ Jfiere are a number -
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_ supportbusinesses-with their
Advance Assurance application
''and-you can find them listed on
our Member Directory (https://
eisa.org.uk/member-directory/).
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of EISA memBers who can also
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HOW TO RAISE EIS CASH

Raising money via the SEIS/EIS route is not
always easy of course. Its attractiveness makes it
competitive and so you need to stand out. To do
so it can pay to follow the following advice from
one of our members;-Haatch:

1. ALWAYS hand craft your email outreach to
funds and investors. Do your-homework and
ensure you call out why you feel thereiis‘a
specific fit and why.theysshould read on.

2.-Build a short-and-sweet overview deck

of no more than 8 slides that succinctly and
crisply described the What, How and Why of your
business and your raise. Include how you planto
spend it and where it will get you to in revenue
and product terms.

3. Follow up after a few days, politely and with
further insight.

4. Be patient. Great funds, and investors;gét a lot
of inbound requests. If yours resonates you will
hear back!

It is also worth saying that not all EIS or

SEIS managers are the same. They will have
different areas of specialisation, ranging from
digital transformation to life sciences to health
tech to generalists. So if you don’t know who to
approach, please contact us at EISA.

Good luck!




