
         
Tips on Raising Money for Starting or Growing Your Business 

 
In this column I have stated that one of the biggest challenges for starting a business or expanding an 
existing business is how to get the money to do it. This is at the top of the list for many SCORE clients 
who are seeking help.  
 
I have also shared that from our SCORE information and observation, 75% of the clients who were 
seeking funding to start their new business or expand their current business relied on self-funding. Nine 
percent got help from family, friends or colleagues. Five percent got bank loans, 4% received SBA loans, 
2% found investors, and the remaining listed “other” which could have included grants, etc. 
 
In the past several weeks I have visited with a variety of small business owners that have asked for some 
suggestions on raising capital if one needs to go beyond the “self-funding” alternative.  So I will share 
some tips that I have learned by visiting with lenders, grants folks, angel investors and venture capital 
sources.  
 
  

1. My first suggestion would be to talk to someone to give you some help in the process. 
For example, contact SCORE and request a mentor/counselor who can help assess your 
situation and assist with mapping out a strategy.  This is a free and confidential source of 
small business help and can be initiated on the website: http://seminnesota.score.org/ 

2. Develop a clear, crisp plan.  Articulate what you want to do, how much money you will need to 
do it, and then how and when will you pay it back.  Give a great sales presentation of this 
absolute “killer” opportunity and emphasize this great company in the making. Be positive.  
Excite the reader! 

3. Make sure that your plan and presentation is relevant. Help the reader understand why your 
solution is a “right-on” fit for what you are doing.  

4. Don’t overdo the “ask”.  Keep it Simple. Keep it down to earth.  But be prepared. Think of 
questions that you’d have if someone talked to you about being an angel investor in their deal. 
And go from there.  

5. Get to know your potential lender.  Always inform.  Informally getting to know potential 
investors when not in the “money raise” mode can only help. Be careful to not be “too cute”. It’s 
about getting to know folks over coffee & exploring common ground.  Talk through how you will 
learn, adjust & iterate as needed. 

6. Work toward the “close” Create a Sense of Urgency.  Investor competition is obviously helpful 
to the cause. But more important and more sustainable in any market condition is the value of 
articulating a legitimate opportunity window that needs exploitation – now. 



7. Straight talk is important.  Talk to potential investors like you’d be partners.  Pull them in and 
engage them to be a part of this opportunity.  There’s a time for selling. And a time for straight 
talk. The end of the meeting, on both sides of the table, should be about straight talk. 

8. Be prepared!  Do your homework. This is the opportunity to really check into the experience 
and background of potential investors who would be partners. Ask around about what value 
they’ve helped to create already with those entrepreneurs with whom they’ve already 
partnered?  How do they work?  How do they behave when there are bumps in the road or 
worse? 
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