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Introduction 

1. Discussion: how can you raise early stage capital today?

2. Structure of Classes

3. The Negotiation Exercise

How can you raise early stage capital today?

Talking with graduates and current students, they say we need

1) More on the practical details of how to negotiate early stage funding, particularly with venture capital 

2) More development of our network with venture capital (including people who have raised money and alternative sources of funding)

3) and (new this year), more discussion of how to raise money in a difficult funding environment

Our goal

A course that gives you the tools to negotiate effectively

(on either side of the table)

A course that demystifies the term sheet

A course that brings in high level outside speakers who fund startups and who have raised money, 

-- as “live cases” that focus on term sheets

-- NOT a proseminar format

Course Structure (see syllabus)

First 2 classes: introduction and logistics

The second class (on Thursday) is essential, as we will review all the details of the negotiation simulation

Classes: applications/“live cases”

#3: Top lawyer on term sheets

#4: Entrepreneur who raised money successfully recently

#5: Entrepreneur who has had more difficulties

#6: Seed Financing

#7: VC perspective (part A)

#8: Biotech entrepreneur

#9: Discussion of Strategic Investors

#10: VC perspective (part B)

#11: Comparison and Conclusions

#12: A Networking Party

At the same time:

VC Negotiation Exercise

All logistics/details in class on Thursday

(you must attend in order to take part in the exercise)

--hire a lawyer (to build your team and start thinking along the right lines)

--strategize with a lawyer (how to ask for advice)

--negotiate with a VC (getting a better term sheet)

--party with VCs and lawyers (at the end…)

Teams

You need to form a team of 3-4 people (not smaller and not larger)

You need to have your team registered with Adrian by start of class on Tuesday, April 10

Negotiations with lawyers and VCs will both be in the evening; you need to have some flexibility

(we will give you precise dates as soon as possible, and ask you to sign up as fast as you can)

Sign-up sheet for negotiations will be on Simon’s office door, E52-562 (first come-first served)

Deadlines

· in teams by next Tuesday

· “Find a lawyer” exercise due Thursday April 12

· April 18-May 2; lawyer negotiations

· April 30-May 10: VC negotiations

Things you cannot do 

1. No team can sign up for more than one time slot (e.g., “I’ll sign up for two and then we can decide later which one we want.”)

2. You cannot make your own company/idea the subject of the VC negotiation round.  We give you the term sheet/fact pattern; the VC is expecting you to follow this.  

-- But they are interested in talking further with you and there will be time for this (check with Shari on when is appropriate).

3. If you have any questions about what might constitute unprofessional behavior, please check with Shari or Simon.

PLEASE do not drop the course after you have formed a team (and registered this with Adrian)

This is a very intensive course

With high-level outside guests

Good preparation is essential

All the readings are important (including the webpages that are recommended)

There will be “friendly cold-calling”…

Auditors are welcome

But please do all the reading

No Laptops/Palm Pilots in operation when we have guests please

No walking in and out when we have guests please

Course webpage has schedule in detail, with reading and study questions

-- also breaking news and resources

Adrian will help with groups

and all aspects of the negotiation exercise

