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Sources of funding 
• The sources of funding for new ventures depend on the stage the business  

• A startup’s valuation rises as more and more risk has been removed from the 

business. 



What is Venture Capital 

 
 
 

Venture Capital= 
 
 

Patient capital+ Risk capital 
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More than the capital! 
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India GDP Growth YoY … 

Ventureast Evolution 

• 16 years of investing  (started in 1997)  

• Multiple funds under management 

• Focused across seed to growth stage 

• Focus Sectors: Technology, Biotech, healthcare, Consumer 

• 80+ companies invested in widest cross-section of across sectors 

 

Our ethos has evolved over these experiences……. 

 

 
 



Making a great 
Pitch 
 



Highlight your unique selling point ! 

Feature  Details 

High Barriers to Entry If the business has sustainable competitive advantages, investors will have 
higher confidence in the growth projections. 

Organic demand 
 

It's all about growth, so models that can capital efficiently access and acquire 
customers and scale operations are more appealing (Life Time Value> 
Customer acquisition cost) .  

High Gross margins 
 

Low margins business require high volumes to achieve financial viability which 
requires high amounts of capital. High margins also translate to high 
defensibility/Intellectual Property 

Team All team members are the smartest or most clever in their domain. A good 
team gives investors faith that you can execute. 

Low Burn 
 

Focus spending on what’s critical. Spend only on the priorities and maximize 
profitability. 

Predictability of Future 
Revenue 

Markets prefer business models that provide a high level of predictability and 
consistency in the future. A typical example of high predictability revenue 
streams are subscriptions based companies with scale ex: Salesforce.com 

Startups with these characteristics have the best chance of becoming enduring 
companies. We like to partner with startups that have - 



1. Tell a really good story 
Make it attractive and make it easy for the buyer to buy 

Estimates of a company’s worth often come down to 

perception:  

 

• Good pitch: This, in turn, comes down to how well you 

present your company in the form of your investor pitch 

 

• Highlight opportunity and strength: position your 

company strongly vis-à-vis the competition 

 

• Passion: Pitch it with passion, while addressing any 

issues or ‘warts’ candidly and honestly (they will come out 

in due diligence anyway).   



2. Get other buyers in the Game: 
Use the pitch get multiple investors interested. 

  
Your goal is to get some heat on a deal, and 

to generate leverage so you can get the 

valuation you are seeking 

 

• Price Taker: if you have just one investor 

interested, he or she sets the price- you 

are a price taker.  

 

• Price Maker: If you have multiple 

investors interested, then your leverage 

increases tenfold, and you become a price 

maker 



When is the right time to raise 
venture capital? 
One word answer: momentum !! 

 
• Momentum can mean:  

* New product launches 

* New customers or partners 

* Increased market penetration 

* Hiring of well-respected executives or 

advisors 

* Strong financial growth 

* Crossing significant operational 

milestones, or any combination thereof 



Franchising in 
India: 
Opportunities 
 



 3X growth for franchise retail in India by 2017 

Source: KPMG India 



Franchise: Sector Attractiveness (1/2) 
  

Franchise model has become the preferred 

method among both domestic and international 

players to quickly attain scale and distribution 

capabilities across the nation. The key industries 

that possess high prospects for successful 

franchise opportunities are following: 

 

* Retail franchising 

* Food & beverages 

*  Health, beauty & wellness 

* Consumer services 

* Education & training 

2012 

(Estimated) 

2017 

(Projected) 

Food & beverages ~5,700 ~27,000 

Health & Wellness ~2,750 ~17,700 

Financial Services ~5,200 ~19,000 

Courier Services ~8,600 ~26,300 

Consumer Services 
(others) 

~1,000 ~3,800 

Education ~8,100 ~29,500 

Apparel ~2,800 ~6,200 

Pharmacy ~3,000 ~15,000 

Jewelry ~1,500 ~8,300 

Food & grocery retail ~330 ~1,600 

Furniture & fittings ~1,250 ~2,700 

Retail (Others) ~4,400 ~11,200 

TOTAL ~45,000 ~168,000 

Source: KPMG India 



Franchise: Sector Attractiveness (2/2) 

Source: India Retail report 2013, Euromonitor 

Investment vs ROI/sq ft – Volume based plot 
Size of the bubble represent number of outlets 



Franchising in Indian context 

Source: India Retail report 2013, Euromonitor 

Two models are observed in the Indian retail scene: 

i) Domestic brands looking to scale through franchisees 

ii) Domestic entrepreneurs brining global brands to India 

Franchisors reasons for franchising Franchisee’s reasons for franchising 



Success factors for Domestic brands  
The skills and differentiation needed to win in the franchising space for Indian brands 

looking to build franchisee network varies from sector to sector 

 SUCCESS FACTORS 

Food & Beverage Standardised experience, Localised taste, 
Quality control and Supply chain efficiency 

Retail Supply chain efficiency, Relationship 
Management, Franchisee loyalty, Time to 
market 

Education Relationship management and Product 
upgradation 

Service Quality Control and Standardised 
experience 

Wellness and Health Standardised experience, Inventory 
management and Quality control 



Success factors for Domestic entrepreneurs  
The entrepreneurs should carefully weigh a set of factors before choosing to invest 

in franchisee networks for global/domestic brands  

SUCCESS FACTORS  DETAILS 

DEMAND Is the demand for product seasonal or ever-
green? Will there by repeat business? 

COMPETITION Are the products widely available through 
online or catalogues? How many other 
franchisee outlets are in your area 

TRAINING & SUPPORT SERVICES Do they offer formal training & support 
services? What is the cost? 

GROWTH A growing franchisee network offers brand 
recognition and more customers 

FINANCIAL HEALTH Always check franchisor’s financial assets 
and resources? Will they be in business for 
the foreseeable future? 



Thank You 


