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OVERVIEW
The 97 Fund managed by Ortus Africa Capital, is an investment
company that builds and invests in high growth early stage
companies. The 97 Fund adopts a Venture Builder + Fund
model.
Sectors Covered:
Financial services, Health, Transport and Logistics, Supply Chain,
Energy, Agriculture, Education, Tourism, Manufacturing, Media and
Creative Arts.
Geography Covered:
Domiciled in Uganda with East Africa coverage, The 97Fund invests
at an early stage in entrepreneurs that have the potential to create
jobs and opportunities of the future at scale amongst women and
youth.
Stage, Form of investment: Active, hands on approach that
leverages our entrepreneurial and early stage expertise. Provide
help to entrepreneurs to increase their chance of success through
extensive operational knowledge and access to networks, capital
and funding.
https://the97.fund/
https://the97.fund/about-covid19-relief-fund/

PARTNERS

Brief: The Mastercard Foundation’s
new strategy, Young Africa Works,
outlines how, over the next decade, it
will focus on finding solutions to the
youth employment challenge and
reducing poverty in Africa.
Role: Vehicle setup; Anchor Investor
(Covid19 Relief Fund)

Brief: The Innovation Village is a
destination entrepreneurs call home.
Their purpose is to deliberately grow
innovation by putting in place a platform
that challenges assumption, ignites
thought and questions status quo.
Role: Pipeline Sourcing; Venture building
support

Brief: Ortus Africa Capital is a an
Advisory and Investments firm,
building Africa’s largest multi-assets
alternatives investments platform.
Role: Investment management and
operations; Compliance; Venture
building; Pipeline sourcing and
screening

Brief: The Kampala Angel
Investment Network (KAIN) gathers
innovators, entrepreneurs and
Angels under the mutual objective
of bringing IDEAs to life.
Role: Pipeline Sourcing; CoInvestment partners

What We Do ?
Investor readiness Training

Who We Are ?
T H E L A R G E S T E A R LY S TA G E I N V E S T M E N T
ENABLER IN UGANDA
Kampala Angel Investment Network (KAIN) was
launched in Kampala in 2017 to mutually bring

Tailor made training services that give
the entrepreneur a true perspective of
an investor

Deal Execution
We facilitate the Negotiation process
& Facilitate valuation if relevant

together angel investors and entrepreneurs by
financing – investment relationships that will help

Investor match making service

breathe life into early stage businesses to

We connect you to our network of

facilitate investment flow.

Angel investors

www.kain.co.ug; info@kain.co.ug
Investor relations service
Align with VC partner on exit.

Recap – The Venture Building Series, The 97Fund
Venture building is a business and product development approach that enables an organization to create new
products, services and processes from scratch.
A Venture builder, also called a startup studio, startup factory, or venture studio - an organization dedicated to
systematically producing new companies using their own ideas and resources, which they help grow and succeed.
Venture Builders take the following approach:

Portfolio Funding
• Who invests in the
Venture Builder?
• Who invests in the
participating
ventures?

Ideation,
Prototyping and
MVP Launch
• Where do the
ideas come from?
• Who is owning the
Pipeline?
• How to go from
idea to product.

Early-stage
shaping
• How is the actual
venture shaped in
the bootstrap
phase?
• How is the
management
team put
together?

Supporting
Growth and
Scaling
• How do we
support growth of
the ventures?
• How do we
interact with the
venture's
management?

Exiting Ventures
• Who are the
ventures typically
exiting to?
• What is the
expected success
rate and return?

Recap – Early Stage Capital 101, The 97Fund

Understanding stages of a business/venture
• Stages of a business/venture is defined based on the maturity of the
business/operating model and revenue/cashflow that the business is
making
Defining funding needs
You should ask yourself:
• How much money will be required ? When the money will be required ?
What will the money will be used for ? When can debt be paid back ?
When can investors expect to see returns
Types of Funding
•
•
•
•

Bootstrapping
Grants and subsidies
Partnerships
Investment (Equity/Debt)

Investor Readiness: What is it?

Being Investor-Ready means understanding the key points that investors want
to know about your business opportunity so they can decide whether or not
they are interested in making an investment.

❑ It means putting yourself into the mind of an investor and presenting from
their point of view.
❑ It means knowing how to position your opportunity so that it has as much
chance for success as possible to attract investors.

❑ It means doing a lot of homework and a lot of rehearsing and mostly, at the
end of the day, having a real-world viable and fundable business
opportunity.

Investor Readiness: Are you ready?
Checklist
1. The investment proposition: Why should anyone invest in you?

3. Justifiable valuation

a.

Do you know who you’re pitching to?

a.

Do you have a valuation?

b.

What is your value proposition?

b.

Is it realistic?

c.

What problem are you solving?

c.

Have you thought about the future?

d.

How well do you know your target market?

d.

Have you factored in the broader market context?

e.

Have you prepared a compelling teaser proposal for
potential investors?

2. The pitch deck

4. Team
a.

What is your team’s skill set?

b.

Does the management team have a proven track record?

a.

Have you prepared a revenue model?

b.

Can you provide updated financial projections?

c.

Can you demonstrate traction?

a.

Have you considered your exit strategy?

d.

Have you put together a marketing strategy?

b.

Are the founders aligned on the exit strategy?

e.

What does your product roadmap look like?

f.

Does your presentation get to the point?

5. Exit Strategy

Are you investor ready? Find out here:
https://key2investors.com/tools/investor-readiness-check/

Investor Readiness: Are you ready?

Investor Readiness: Our Focus
Stages of a business/venture is defined based on the maturity of the business/operating model and revenue/cashflow that the
business is making

Idea stage

• “Idea” stage,
business plan and
assessing market
potential.
• Identify challenges in
society and potential
problems; and
• Develop proof of
concept and
establish business
model.

Seed stage

• Product
development,
marketing, and
market
research.
• Develop
minimal viable
product (MVP);
and
• Develop
commercial
plan.

Early stage

• Proven and tested
prototype / model,
progress to initial
commercial
production and
sales.
• Create revenue
streams;
• Build team; and
• Push for
customer
traction.

Later stage

Mezzanine/Growth
stage

• Company
• Mezzanine-stage
already has
financing refers to
production and
capital provided to
sales and is
prepare the firm
operating as a
for an IPO.
commercial
• Focus on
entity.
profitable core of
• Expand product
business; and
coverage;
• Seek additional
• Expand
capital going
geographically;
private or IPO.
and
• Build sales and
marketing team

Development/
Distress stage

• Developmental
stage refers to
stage of business
growth or
restructuring.
• Distressed stage
mature companies
that are
experiencing
financial
difficulties

Investor Readiness: Our Focus
Various options for funding

Investment
(=equity)
Angels
Partnerships

Venture Capital

Partners

Private Equity

Crowdfunding
(=pre-sales)

Loans
(=Debt)

Platforms

Banks

Innovation awards

e.g. akabbo, dolphin
fund

Public entities

Hackathons

Cash Flow
(=client payments)

Development agency

Other

Own business

Individuals
(shareholders)

Bootstrapping
(= saved funds)
‘Bargain’
‘Barter’
‘Beg’
Don’t do:
focus
Friend, Family and
Fools (FFF)
Side hustle

Grants and subsidies
(=free cash)

Investor Readiness: Our Focus
• Match the stage of your business/venture to the right form of financing

Revenue / Cashflow

Idea stage

Seed stage

Early stage

Later stage

Mezzanine
stage

Development/
Distress stage

‘Break even’ = Extracting Value

= “Hockey Stick”

‘Burn’ = Financing Need

Time

Bootstrapping
Family & Friends

Banks

Grant providers

Private equity

Angel investors

Public markets

Incubators
Government institutions
Venture capital firms

Exercise 1 (3 mins, 5 marks): Do you know the stage of your business, are you exploring different funding sources, do
you know your target investors?

Investor Readiness: How to Prepare
Investors

Entrepreneurs

• Plan / forecast
• Company Growth
• Cutting Edge Invention
• Promised milestones

Management
team

Market
Opportunity
(Validation)

Solution/
Magic

•
•
•
•

Actual Results / Traction
Return on investment
Achieved milestone
Achievable Exit

Investor’s perspective

Business
model

Strategic Plan

Sustainable
Competitive
advantage

Realistic
financial
model

Detailed Ask

Exit plan

Entrepreneur’s perspective

Investor Readiness

Investor Readiness: How to Prepare
Investors

•
•
•
•

Actual Results / Traction
Return on investment
Achieved milestone
Achievable Exit

Investor’s perspective

Exercise 2 (7 mins, 5 marks): On a scale of 1
to 5, how well do you understand the post?

Investor Readiness: Our Focus

BUSINESS AND TEAM

•

Fundamental areas of due diligence

CORPORATE FINANCE LAW

•

Fundamentals of term sheets and how
negotiate them

INVESTMENT STRUCTURE

•

Fundamentals of business valuation

Preliminary Question Areas
1. TEAM

3. UNDERSTANDING OF THE MARKET

❑

Have you created a winning team?

❑ Do you understand your addressable market ?

❑

Can you fulfil the CEO Role?

❑ Can you deliver on your forecasted product/ service

❑

Are You Coachable?

❑

Who do you need as partners/ advisors?

❑

Are you willing to do what it takes to be
successful?

performance?

❑ What is your “go to market” strategy?
❑ Do you know who your competition is?
❑ What is your “distinctive advantage” over your
competition?

2. FINANCIAL KNOWLEDGE

4. CEO’s Character

❑

Unit economics of your business

❑

❑ Are You Coachable?

The risks and drivers of your business

❑

❑ Are you likeable as

The different types of capital

❑

❑ Can you exhibit trust ?

Business Valuation

❑ Can fulfil the leadership role?

Exercise 3 (3 mins, 10 marks): What was your score out of 10?

CEO

Making the Presentation
MULTIPLE VENUES

•

Elevators, Conferences and Cocktail Conversations

•

Executive Summaries

•

PowerPoint Presentations

•

Business Plan Write-ups

•

Private Placement Memos

CONSIDER AUDIENCE BACKGROUND / MOTIVATIONS:

•

Generally: “What’s in it for me?”

•

Specifically: What ROI is achievable / in what timeframe?

The End Game
When to exit, how and for how much?
Exit Valuation (M&A/Sale, IPO, Leveraged Buyout)
Exit Multiple (X)
Exit Metric (Revenue, EBITDA, Profit, Cashflow, etc.)

Name
Common Stock
Founder 1
Founder 2
Founder 3
Founder 4
Employee Stock Options
Investor 1 (Angel)
Investor 2 (Pre-Seed)
Investor 3 (Seed)
Investor 4 (Series A)

$ 300,000,000
10.0
30,000,000 Sales, EBITDA, Users, Net Income, Profit, Etc.
Investment
Amount

Number of
shared (before
dilution)
70.00
40.00
50.00
20.00
20.00

Number of shares Number of shares Percentage
Percentage
Dilution
(fully diluted)
(before dilution) (fully diluted)
64.05
36.60
45.75
18.30
18.30

$
$
$
$

10,000
50,000
250,000
1,000,000

5.95
3.40
4.25
1.70
1.70
8.00
20.00
25.00
40.00

Investor 5 (Series B)

$

3,000,000

25.00

N/A

12.50%

Investor 6 (Series C)

$

5,000,000

15.00

N/A

7.50%

Investor 5 (Series D)

$

10,000,000

20.00

N/A

10.00%

Investor 6 (Series E)

$

25,000,000

30.00

N/A

15.00%

$

44,310,000

200

183

200

Exercise 4 (3 mins, 5 marks): Do you have a cap table for your business?

35.00%
20.00%
25.00%
10.00%
10.00%
N/A
N/A
N/A
N/A

100%

Implied Valuation
(Post Money)
Cash on exit

2.98%
1.70%
2.13%
0.85%
0.85%
4.00% $
10.00% $
12.50% $
20.00%

100%

Cash
Multiple

250,000
500,000
2,000,000

8,925,000
5,100,000
6,375,000
2,550,000
2,550,000
12,000,000
30,000,000
37,500,000

1200.00
600.00
150.00

$

5,000,000

37,500,000

60.00

$

24,000,000

37,500,000

12.50

$

66,666,667

22,500,000

4.50

$

100,000,000

30,000,000

3.00

$

166,666,667

45,000,000

1.80

Key Takeaways
1. See your business through an investor’s eyes - It is important
to always seek investor and stakeholder interests, concerns
and hot points.
2. Patience - Remain open to new learning. Investors are smart
(and want to show you)
3. Valuation is important, but focus on delivering value first;
4. Persistence - Repetition breeds retention and persistence
fosters success

5. Continue to question and answer - Understanding and
overcoming objections builds character.

Exercise Results

How did you score out of 25?

NEXT SESSIONS

Topic 2: Fundamentals of Key Due Diligence – Thursday
24th September 2020.
Topic 3: Fundamentals of Business Valuation – Wednesday
30th September 2020.

Resources

https://www.firstventureassociates.co.uk/investorreadiness#:~:text=In%20simple%20terms%2C%20being%20Investor,from%20their%20po
int%20of%20view.

http://www.oecd.org/global-relations/45324336.pdf

https://www.pioneerspost.com/dealspace/20130223/investment-readiness-what-s

https://key2investors.com/tools/investor-readiness-check/

https://fastforwardadvisors.com/investment-readiness-checkup/

https://www.envestors.co.uk/investment-ready-checklist/
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Q&A
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Ortus Advocates

Connect
Ortus Africa, 1st Floor, King Ceasor Square, 9 Portal Avenue, Kampala Uganda
+256 414 667 986 | info@ortusafrica.com
the97@ortusafrica.com
klegesi@ortusafrica.com
www.ortusafrica.com

