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How to Impress Investors
B TR

@ You never get a second chance to make a first
impression. A poor first impression will doom even
the best idea to failure. And, when you are dealing
with venture capitalists or loan officers, the execu-
tive summary of your business plan is your first
impression. Presenting a sloppy’ or confusing ex-
ecutive summary is like going to a loan interview in
a dirty old pair of shorts, or even worse.

The executive summary’ is a short abstract?of
the business plan designed to grab the reader’s
attention.” Each plan has to vie® with many others
just to get a second look from investors. So the aim is
to entice investors into reading the rest of the plan
for details. In no more than two pages, aspiring
entrepreneurs must convince investors of their own
integrity,” as well as the plausibility" of their plan.

REAZFREEEZRNEFE
F—EHR. F—NRAY. BER
R TFHEEERK. @XhL
RERXIFRER. EEITHIAHR
THERRIRONE DR, ERE
—HERIALSATBROKTHE.
RBEFE - FXEXBNEEEZE
KRREE. AEEEZEMER,

MOTMERLE T WHNEER
E EEMERRENIRN. AT
HRILRAABE R, 80T
BRI IERARESEZS.
It B #ret BUR5 R AT RIAHE
fiudpsy. ERRER KR, FinHhad
W R AT T EBEMRNOWS.
MBI RIB SN,

1. sloppy  ['slopi] a. DK, HEMH
2. abstract ['eebstraekt] n. WHE
3. vie [vai] v.

I . executive summary . HfrHE%E . grab W,
. aspiring. £

IV. integrity ff “iFB, WE, 58’
V. plausibility: {l#, {LI&R

%4 (F5 withiER, vie - vied - vying)
P i ¢ grab the attention {1 £ 7%,

MR, bR BT,
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In order to keep everything clear, the executive AT EHEHEZERG.

summary is usually split into a general summary ZETRBES HSESBWEMM K
and financial projections.’ The general summary  Fll, SAHMENBATNEIR, &~
introduces a company’s goals.” its products and 2. BREREHFTH.

services, and its target ” market.

The financial summary needs to show that there HMEHUMNFEIZPEARNE

is a tremendous profit potential, but the figuresneed  #EF;8, BHFEFELIE. BN,
to be realistic. Otherwise, the management team’s BIEEEMNTEM TS SRR,
reliability could be called into question.” If that WMREARXH, BREAEERSE
happens, no investor will even bother checking the #HEEBERFMNETMOKMT
amount of funds requested, let alone” grant * them.” TR L ENLBIRERT .

Practice on the Spot HEERRFEREX

Dennis, a loan officer, is handing a business planto HHERFBHEE —HBLXE TR
his coworker Nina. LibmEERRR.
Dennis: You’re not going to believe this business ~ f}R#f. {R—EASHEHEIMEZ

plan. Bt
Nina: “Road Map to Riches” Well, I like the Bil. "HELEE MR, HER
catchy*title. SN EIPN: SEo3 -

<z2EE~2®

grant [gra:nt] v. &R
catchy ['keet[i] a. AEHICED

. projection: T

. goal, target, aim £/ BERMIEE.,

. call into question: Jfi%E, *t------#&H%EM] (call in question)
. let alone: ¥ 4 Wi,

IR, R TR S ®8IE, LI E no MEIE.



Dennis:

Nina:

Dennis:

Nina:

Dennis:

Nina:

Dennis:

Really grabs your attention, doesn’t it?
Take a gander®at the executive summary.
“We will raise ’ ten million dollars, then
build a prototype” high-speed Internet com-
pany which we will use to increase share
holder value.” (insert marketing strat-
egy here) What?

He must’ve used business-plan-writing
software, then forgot to fill in some of the
blanks.

Nice personal touch.”1t’s only seven
pages long. About a quarter the norm’.
There’s quite a bit left out.” Neither the
business nor the market is defined. And

the business history was cut-and-pasted "

from a magazine article.

He has, though, been kind enough to pro-
vide a market share projection for five years
from now.

“One hundred percent.” That’s pretty optim-
istic. I doubt there’s any valid market
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REI—RIFENSEN
#®nE, KREMBRH M
B, (XEFHEHEERXR
W) 42
fi—ERATEEHTE
B, A THERE
=18
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‘BAzE. BARR.R
MEXMEEEEERE

gander
norm

28 =2

. leave

['geende] - n. &, M, take a gander: F—F
[no:m] n. Rk, B

. raise (money) : %% (%%)
. prototype: Frifl, B
CREIX A S KM AR, touch: IH, K, FEAR

out ; H¥, Hik, ~AEE

V . cut-and-paste: il

l"‘I ) =R L Sy



oo Ry R

research behind that figure.

Nina: That goes without saying. ' Who comes
up with " this stuff?

Dennis: Take a look. There are resumes attached to
the management structure section.

Nina: It says that his many thousands of hours
surfing the Web make him qualified to start
this company. Can 't argue with that,” but
where’s the name — oh my!

Dennis: What?
Nina: This is my ex-husband. I see he’s still

buildi ' in th s IV
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BE—T. EEEMEH
MERHR.
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=RMER. REMRE
MBEBEET.

I.idfEx A HoiE,

1. come up with; i, {2y
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SouAnds Like a Plan

JR i) i Pl

!! . {E E. . ! !M’d

"planning. * All of these ideas must come together”

in a completed business plan.

235- to 30-page document. It should contain an

bund ¢ visual ! ¢ . in the third
person.” Above all, it should be honest, for the sake
of "' both investors and the aspiring entrepreneur.

Since the business plan’s purpose is often mis-
construed’ gs g means of " obtaining funds, the last
point is frequently forgotten. An effective business
plan needs to do more than just convince investors

M BRI FF I —TRE k. g
RET AN AR X LR EEY
RGE—HE— T BB LI B
L,

—HEENB VI B ZR
AT . SIAKE. RiEA 253
0TI, EREXREBMELR. I
UE=ZARBE. REENR. AT
BRAEMARMAACY FHNTTH
FE., XMW BHORNFL AKX
.

BB ENERRBA
ERASHTFR. BEREX—
HwWEHES. —HEXRHHLITY
BARABEUBRBRAF TN T

1. chock-full a. bR :0]

2. misconstrue ['miskan'stru:].  v. Be

1. #ifiA4%), 6)lk=]H open (start or set up) a business,
Il . come together: 4

0. ] 5 &F 6 @6 ol T 500 45 i b of

IV. for the sake of: A [

V.as a means of: (k- AT



of an idea’s feasibity: ' Tt should be a dynamic, liv-
ing document that serves as a blueprint® when start-
ing a business. Once the business is up and running,
the plan can then be used as a yardstick * by which
to gg”ga SUCCESS. Vi

The cosmetic guidelines given in the first para-
graph of the plan are important, but have no value
if the content does not stand up to” serutiny®. This

means that consumer demands must be assessed,””

and a novel® method of meeting those demands
established. Realistic long-term and short-term
goals, as well as strategies to reach them, must also
be set. Next, financial needs and feasible payback
schedules need to be established. Finally, the busi-
ness plan needs to be spruced up’ and made
presentable.

Practice on the Spot

Arnie has just presented " his business plan to
Sabine, a venture capitalist.

M, ENZR—E. KAMNX
. AREEILHMNER, —BEf
WETHE, XM BRTEA
HERNEENRR.

BN E—REEEIGIER
MSEERERE, BMRATER
EFAHE REENETST. X
BRREBLAHEMENTR. RE
R HEXLETROFITE. BN
A E V1A KRR I
B9 B AR I Bk B X & B PRAY SR .
T—HURBRREM S BRI 17
MEAR#ER. RKE. DFLHL
HHBREXN, EGHF.

EFERFRX

XRERIEAAAE LI BRER
BREAREELLR.

I . an idea’s feasibility: n[{7 (feasible: wJf7fY)
1. stand up to sth.. [fiAH S, 28k K
V. assess, establish Fiiset 345 “®fa, Hila™ MIEE,

3. blueprint  ['blu,print] n. HHE

4. yardstick ['ja:dstik] n.  <FE> BR, #EHE

5. scrutiny  -['skru:tini] n. F4EE

6. novel ['novel] a. FHHEAW, HHRMN, BEN
7. spruce up v.phr. {EREER

IR T A

V. present: %, %
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BEZE I

Sabine:

Arnie:
Sabine:

Arnie:

Sabine:

Arnie:
Sabine:

Arnie:

Sabine:
Arnie:

So you want to produce components used
in DVD-ROM drives.

That’s the gist® of it.

What sets your product apart from the
competition?’

Like I said, with seed money out of our own
pockets, my partners and I have trade-
marked’ a new, more efficient connector.
You'll find specs' in the appendix.”

Now you need, let’s see, three point eight
million dollars to set up operations. ”
That’s right.

Looking at your bglance sheets,”” 1 see
you’ve barely earmarked!! any money for
marketing expenses. Why is that?

Our most important clients are all former
as sociates and friends of my partners’
and mine. They’ve already expressed inter-
est in our product.

Is there any way I could verify that?

No problem. In fact, I could set up a

BEELSR.

XRE:
FEEL .

XRRE:

(74 ¥

XiRE:
B LS

FEELSR .
R

{RE4 ™ DVD XIREEHY
T,
XRIHIBHEERR.
BIRN=RETLAERES
o B AR T R
EMREN. BREBNE
KARBRIMNEBESHNE
VES, FEMRT—FHEF
BEMTEEZR, M
EPHIER,
ERMNE—8 RERTE

- B 30 AETREN,

RE.

BETROAS AR,
JVESBRN &M
Bifr-. httam

 BINREENEA2HR

BERBEHESKRAMURHE
EMRR. eNBELR
THBNE >R\ XA,
BIWETRUERAZX —RS?
REE, BXLE, MRR

8. gist

9. trademark

10. spec

11. earmark

[d3ist] n. HWE, ki
[treidma:k] v. HEM R+
[spek] n.  ULE, HMAk
['lema:k] v. #% ()

Ui e fi ax g & b B St imi t i /) -

. 75 il ix s 4 -,

e 2lic

L. “ ol lk ™ % 4nfaf 562
IV. balance sheet: #{/™ i fii



meeting, if you’d like.

EE. BRETURH -

2.

Sabine: Please. That would pave the way for a  BEtbB. BRBEHART . EXRFE
deal, since everything else looks solid.’ RE, ZPM2WHIRMN
A bit of advice, though, Arnie. NEtEHE. A2, BEF

—RINVNRIL, ZRE.
Armnie: Shoot. " XRE: WRE.

Sabine: For future business presentations or  gELL#E. MEERSEHIHSIN L,
meetings, try to remember that you’re be- BiLBRSBMLITRE
ing scrutinized — you are the business — B—RRBE R —FF
$o try to be a little more formal. MU EBERX— <.

Arnie: Are you saying I shouldn’t wear shorts? XIRE: RBRRBRANZZTEED,?
Sabine: If you do, at least clean them first. L. MRREF, ZOHESEL
BEFRETS,
1. %ifid4), pave the way (for). Hy------ B, A il {E & HE

I.shoot: RiRH (FHFHE)
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5. RNIREEEEBAE AR E .

6. HEBMITYRHE

B - mtusmns |
1. I RRE
2. FRRE)INA
3. NARBREN
4. mpIN
5. EHKEE

& 1 think you've answered your calling.
FAPRCZRTER T IRAIE fir

They need to go head-hunting.
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