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D�sadvantaged Young Person Beh�nd �n the D�g�tal Age



INTRODUCTION TO MODULE:
The "Venture-Investment Ecosystem / Jo�n�ng Investment Networks" module �s about
understand�ng the �ntr�cate landscape of venture cap�tal, angel �nvestors,
crowdfund�ng platforms, and �nvestment networks that dr�ve the growth and success
of startups. Part�c�pants w�ll learn how to nav�gate th�s complex ecosystem, �dent�fy
potent�al �nvestors, and present compell�ng cases for �nvestment. The module covers
essent�al aspects such as prepar�ng and del�ver�ng effect�ve �nvestment p�tches,
develop�ng fund�ng strateg�es, and understand�ng �nvestment agreements and
negot�at�ons.

Th�s module �s �mportant because secur�ng �nvestment �s often a cr�t�cal step for
startups a�m�ng to scale rap�dly and ach�eve long-term susta�nab�l�ty. In today's
compet�t�ve bus�ness env�ronment, hav�ng the ab�l�ty to attract and secure fund�ng can
make the d�fference between success and fa�lure. Understand�ng the dynam�cs of the
venture �nvestment ecosystem enables entrepreneurs to bu�ld strong relat�onsh�ps
w�th �nvestors, meet the�r expectat�ons, and al�gn bus�ness goals w�th �nvestor
�nterests, ult�mately �ncreas�ng the chances of secur�ng the necessary fund�ng.

The benef�ts of learn�ng th�s module are numerous. Part�c�pants w�ll ga�n a
comprehens�ve understand�ng of the venture �nvestment landscape, equ�pp�ng them
w�th the knowledge and sk�lls needed to successfully secure fund�ng for the�r
ventures. They w�ll learn how to prepare and del�ver compell�ng �nvestment p�tches,
choose the best fund�ng opt�ons, and negot�ate favorable terms w�th �nvestors.
Add�t�onally, pract�cal appl�cat�ons, case stud�es, �nteract�ve workshops, and role-
play�ng exerc�ses w�ll prov�de real-world examples and hands-on exper�ence, ensur�ng
that part�c�pants are well-prepared to nav�gate the complex�t�es of secur�ng
�nvestment and ach�ev�ng bus�ness growth.

Keywords: venture �nvestment ecosystem, venture cap�tal, angel �nvestors,
crowdfund�ng platforms, �nvestment networks, �nvestment p�tches, fund�ng
strateg�es, equ�ty f�nanc�ng, debt f�nanc�ng, term sheets, negot�at�on,
entrepreneursh�p, bus�ness growth. 
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1. Introduct�on to the Venture-Investment Ecosystem
Overv�ew of the venture �nvestment landscape
Key players: venture cap�tal f�rms, angel �nvestors, crowdfund�ng platforms
Understand�ng the roles and mot�vat�ons of d�fferent �nvestors

2. Jo�n�ng Investment Networks
Types of �nvestment networks: venture cap�tal networks, angel �nvestor groups,
crowdfund�ng platforms
Benef�ts of jo�n�ng �nvestment networks
Strateg�es for network�ng and bu�ld�ng relat�onsh�ps w�th �nvestors

3. Prepar�ng and Del�ver�ng a P�tch
Key elements of a compell�ng �nvestment p�tch
Techn�ques for effect�ve presentat�on and storytell�ng
Common p�tfalls to avo�d dur�ng p�tches
Pract�ce sess�ons for del�ver�ng p�tches and rece�v�ng feedback

4. Fund�ng Strateg�es
Overv�ew of var�ous fund�ng opt�ons: equ�ty f�nanc�ng, debt f�nanc�ng, grants
Advantages and d�sadvantages of each fund�ng source
Steps to secure fund�ng from d�fferent types of �nvestors
Case stud�es of successful fund�ng strateg�es

5. Investment Agreements and Negot�at�ons
Understand�ng term sheets and �nvestment agreements
Key terms and cond�t�ons to negot�ate w�th �nvestors
Legal cons�derat�ons and due d�l�gence
Role-play�ng exerc�ses to pract�ce negot�at�on sk�lls

6. Pract�cal Appl�cat�ons and Case Stud�es
Analys�s of successful startups and the�r fund�ng journeys
Interact�ve workshops to apply theoret�cal knowledge to pract�cal scenar�os
Mentorsh�p opportun�t�es w�th exper�enced �nvestors and entrepreneurs
Real-world examples of �nvestment p�tches and negot�at�ons

CONTENT OF THE MODULE:
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Upon complet�ng th�s module, part�c�pants w�ll be able to nav�gate the complex
landscape of venture �nvestments w�th conf�dence and competence. They w�ll have a
sol�d foundat�on �n understand�ng the var�ous players w�th�n the ecosystem and the
cr�t�cal roles they play �n startup fund�ng. Furthermore, part�c�pants w�ll be equ�pped
w�th the sk�lls to develop and del�ver effect�ve �nvestment p�tches, evaluate fund�ng
opt�ons, negot�ate favorable terms, and create strateg�c plans for secur�ng �nvestment.
Th�s comprehens�ve knowledge w�ll empower them to attract and secure the necessary
fund�ng for the�r bus�ness ventures, ensur�ng susta�ned growth and success.

1. Remember
Ident�fy key players �n the venture �nvestment ecosystem, �nclud�ng venture cap�tal
f�rms, angel �nvestors, and crowdfund�ng platforms, and recall the�r roles and
funct�ons �n startup fund�ng. (Bloom's Taxonomy: Knowledge)

2. Understand
Expla�n the roles and mot�vat�ons of d�fferent types of �nvestors, such as venture
cap�tal�sts and angel �nvestors, and art�culate the benef�ts of jo�n�ng �nvestment
networks for bus�ness growth and support. (Bloom's Taxonomy: Comprehens�on)

3. Apply
Develop and del�ver compell�ng �nvestment p�tches, �ncorporat�ng effect�ve
presentat�on techn�ques, storytell�ng, and key elements such as market
opportun�ty, tract�on, and f�nanc�al project�ons. (Bloom's Taxonomy: Appl�cat�on)

4. Analyze
Evaluate var�ous fund�ng opt�ons, �nclud�ng equ�ty f�nanc�ng, debt f�nanc�ng, and
grants, by compar�ng the�r advantages and d�sadvantages, and determ�ne the best
f�t for the�r bus�ness needs and growth stage. (Bloom's Taxonomy: Analys�s)

5. Evaluate
Assess term sheets and �nvestment agreements to �dent�fy key terms and
cond�t�ons, understand the �mpl�cat�ons of these terms, and recogn�ze �mportant
legal cons�derat�ons �nvolved �n �nvestment deals. (Bloom's Taxonomy: Evaluat�on)

6. Create
Formulate effect�ve fund�ng strateg�es and negot�at�on plans, �nclud�ng �dent�fy�ng
target �nvestors, prepar�ng negot�at�on tact�cs, and secur�ng �nvestment and
favorable terms from �nvestors, to ensure successful fundra�s�ng efforts. (Bloom's
Taxonomy: Synthes�s)

LEARNING OBJECTIVES:
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These learn�ng object�ves, based on Bloom’s Taxonomy, ensure that part�c�pants
progress from foundat�onal knowledge to h�gher-order th�nk�ng sk�lls, enabl�ng them to
effect�vely nav�gate the venture �nvestment ecosystem and secure fund�ng for the�r
bus�ness ventures.
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Source: https://c�tt.ufl.edu/resources/the-learn�ng-process/des�gn�ng-the-learn�ng-
exper�ence/blooms-taxonomy/blooms-taxonomy-graph�c-descr�pt�on/



1. Introduct�on to the Venture-Investment Ecosystem

1.1 Understand�ng the Venture Investment Landscape:
Th�s sect�on prov�des an overv�ew of the venture cap�tal �ndustry, trac�ng �ts h�story
and evolut�on. Part�c�pants w�ll ga�n �ns�ghts �nto the development of venture cap�tal
and �ts s�gn�f�cance �n the modern bus�ness env�ronment.

Key Players:
Venture Cap�tal F�rms: These f�rms prov�de cap�tal to startups w�th h�gh growth
potent�al �n exchange for equ�ty. They play a cruc�al role �n scal�ng bus�nesses
and prov�d�ng strateg�c gu�dance.
Angel Investors: H�gh-net-worth �nd�v�duals who prov�de cap�tal for startups,
often �n the early stages, �n exchange for ownersh�p equ�ty or convert�ble debt.
Crowdfund�ng Platforms: Onl�ne platforms that allow startups to ra�se small
amounts of money from a large number of people, prov�d�ng an alternat�ve to
trad�t�onal �nvestment methods.

Venture Investment L�fecycle:
Seed Stage: In�t�al fund�ng used to support a bus�ness concept.
Early Stage: Fund�ng used to develop and market products.
Growth Stage: Cap�tal prov�ded to expand bus�ness operat�ons.
Late Stage: Fund�ng for bus�nesses that are well-establ�shed and prepar�ng for
an IPO or acqu�s�t�on.
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TRAİNİNG CONTENT

Source: https://d�alllog.co/stages-of-venture-cap�tal 



2. Jo�n�ng Investment Networks

2.1 Types of Investment Networks:

Venture Cap�tal Networks: These networks cons�st of f�rms and �nd�v�dual
�nvestors who collaborate to �dent�fy and fund h�gh-potent�al startups. Part�c�pants
w�ll learn how these networks operate and the�r s�gn�f�cance �n the �nvestment
ecosystem.
Angel Investor Groups: These groups are composed of �nd�v�dual �nvestors who
pool the�r resources to �nvest �n startups. The module w�ll cover how to connect
w�th these groups and the benef�ts they offer.
Crowdfund�ng Platforms: Part�c�pants w�ll explore d�fferent types of crowdfund�ng
platforms, such as reward-based, equ�ty-based, and debt-based crowdfund�ng,
along w�th the�r advantages and regulatory cons�derat�ons.

2.2 Benef�ts of Jo�n�ng Investment Networks:

Access to Cap�tal: Investment networks prov�de startups w�th access to s�gn�f�cant
f�nanc�al resources.
Mentorsh�p and Expert�se: These networks offer valuable gu�dance and bus�ness
expert�se from exper�enced �nvestors.
Network�ng and Collaborat�on: Opportun�t�es to connect w�th other entrepreneurs,
�nvestors, and �ndustry experts.
Enhanced V�s�b�l�ty and Cred�b�l�ty: Be�ng part of an �nvestment network can
enhance a startup’s prof�le and cred�b�l�ty �n the bus�ness commun�ty.

2.3 Strateg�es for Network�ng:

Bu�ld�ng Relat�onsh�ps: Techn�ques for establ�sh�ng and ma�nta�n�ng relat�onsh�ps
w�th �nvestors, �nclud�ng effect�ve commun�cat�on and follow-up strateg�es.
Ut�l�z�ng Soc�al Med�a and Profess�onal Networks: Leverag�ng platforms such as
L�nkedIn to connect w�th potent�al �nvestors and expand profess�onal networks.
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3. Prepar�ng and Del�ver�ng a P�tch

3.1 Key Elements of a Compell�ng Investment P�tch:

Introduct�on: Clearly present the bus�ness �dea, team, and m�ss�on statement.
Market Opportun�ty: Ident�fy and art�culate the target market, market s�ze, and
compet�t�ve landscape.
Bus�ness Model: Expla�n how the bus�ness generates revenue and outl�ne the
econom�c model.
Tract�on: Showcase ev�dence of growth and market val�dat�on, �nclud�ng customer
acqu�s�t�on and sales metr�cs.
F�nanc�al Project�ons: Prov�de real�st�c and well-supported f�nanc�al forecasts,
�nclud�ng revenue, expenses, and prof�tab�l�ty.

3.2 Techn�ques for Effect�ve Presentat�on and Storytell�ng:

Structured P�tch: Organ�ze the p�tch to tell a compell�ng story that captures the
aud�ence’s attent�on.
Use of V�suals: Incorporate v�suals, data, and �nfograph�cs to support key po�nts
and make the presentat�on more engag�ng.
Engagement Strateg�es: T�ps for ma�nta�n�ng aud�ence engagement through
conf�dent and clear commun�cat�on.

3.3 Common P�tfalls to Avo�d:

Informat�on Overload: Avo�d overwhelm�ng the aud�ence w�th too much
�nformat�on.
Address�ng R�sks: Acknowledge potent�al r�sks and challenges, and present
m�t�gat�on strateg�es.
Pract�ce and Ref�nement: Importance of rehears�ng the p�tch to ensure smooth
del�very.

3.4 Pract�ce Sess�ons:
Interact�ve Workshops: Part�c�pants w�ll present the�r p�tches and rece�ve
construct�ve feedback from peers and mentors.
Role-Play�ng Exerc�ses: S�mulate �nvestor Q&A sess�ons to prepare part�c�pants for
real-world p�tch�ng scenar�os.
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4. Fund�ng Strateg�es

4.1 Overv�ew of Var�ous Fund�ng Opt�ons

Fund�ng �s a cr�t�cal component for the growth and susta�nab�l�ty of startups.
Understand�ng the d�fferent sources of fund�ng ava�lable can help entrepreneurs make
�nformed dec�s�ons about wh�ch opt�ons are best su�ted for the�r bus�ness needs. The
follow�ng are key fund�ng sources:

Pr�vate Fund�ng:
Includes �nvestments from �nd�v�dual pr�vate �nvestors or �nst�tut�ons that
prov�de cap�tal �n exchange for equ�ty or debt.
Typ�cally �nvolves venture cap�tal�sts and angel �nvestors who offer not only
fund�ng but also mentorsh�p and bus�ness connect�ons.

Publ�c Fund�ng:
Refers to government grants and loans a�med at support�ng bus�ness �n�t�at�ves
and foster�ng econom�c growth.
Often comes w�th spec�f�c el�g�b�l�ty cr�ter�a and report�ng requ�rements but
prov�des non-d�lut�ve cap�tal.

Grants:
Non-repayable funds prov�ded by government bod�es, foundat�ons, and
corporat�ons.
H�ghly compet�t�ve and often requ�re deta�led proposals outl�n�ng the project's
�mpact and susta�nab�l�ty.

Sponsorsh�ps:
F�nanc�al support from compan�es or organ�zat�ons �n exchange for promot�onal
opportun�t�es.
Common �n events, sports, and cultural projects, prov�d�ng a w�n-w�n s�tuat�on
for both the sponsor and the rec�p�ent.

Collaborat�ve Fund�ng:
Involves pool�ng resources from mult�ple stakeholders to support a common
goal.
Often seen �n jo�nt ventures or partnersh�ps where r�sk and reward are shared.

Investment:
Cap�tal prov�ded by �nvestors �n exchange for ownersh�p stakes �n the company.
Includes equ�ty f�nanc�ng, where �nvestors ga�n shares, and convert�ble debt,
where loans can convert �nto equ�ty under certa�n cond�t�ons.
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Crowdfund�ng:
Ra�s�ng small amounts of money from a large number of people, typ�cally v�a
onl�ne platforms.
Can be reward-based, equ�ty-based, or debt-based, prov�d�ng flex�b�l�ty �n how
funds are ra�sed.

Donat�ons:
Funds g�ven w�thout any expectat�on of return, often seen �n non-prof�t and
commun�ty projects.
Rel�es on ph�lanthrop�c �nd�v�duals or organ�zat�ons that bel�eve �n the m�ss�on of
the project.

Contract�ng:
Rece�v�ng funds through contractual agreements to prov�de goods or serv�ces.
Ensures steady revenue streams but requ�res the del�very of spec�f�c outcomes
or m�lestones.

Crowdsourc�ng:
S�m�lar to crowdfund�ng but �nvolves sol�c�t�ng contr�but�ons (�nclud�ng funds,
serv�ces, �deas) from a large group of people, usually onl�ne.
Engages a commun�ty of supporters who contr�bute �n var�ous ways to ach�eve a
goal.

Types of Fund�ng Sources

Source: https://fastercap�tal.com/content/What-�s-Fund�ng-Analys�s.html 
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4.2 Advantages and D�sadvantages of Each Fund�ng Source

Pr�vate Fund�ng:
Advantages: Access to s�gn�f�cant cap�tal, strateg�c gu�dance, and valuable
bus�ness connect�ons.
D�sadvantages: D�lut�on of ownersh�p and potent�al loss of control.

Publ�c Fund�ng:
Advantages: Non-d�lut�ve cap�tal, support from government �n�t�at�ves.
D�sadvantages: Str�ngent el�g�b�l�ty cr�ter�a, extens�ve report�ng requ�rements.

Grants:
Advantages: Non-repayable funds, non-d�lut�ve.
D�sadvantages: H�ghly compet�t�ve, t�me-consum�ng appl�cat�on process.

Sponsorsh�ps:
Advantages: F�nanc�al support coupled w�th promot�onal benef�ts.
D�sadvantages: Obl�gat�on to del�ver on sponsorsh�p agreements, potent�al for
confl�ct�ng �nterests.

Collaborat�ve Fund�ng:
Advantages: Shared r�sk and reward, pool�ng of resources.
D�sadvantages: Complex coord�nat�on, potent�al for confl�ct�ng object�ves.

Investment:
Advantages: Access to large cap�tal amounts, �nvestor expert�se.
D�sadvantages: Ownersh�p d�lut�on, pressure to meet �nvestor expectat�ons.

Crowdfund�ng:
Advantages: Flex�b�l�ty �n ra�s�ng funds, d�rect engagement w�th supporters.
D�sadvantages: Requ�res s�gn�f�cant market�ng effort, potent�al for unmet
fund�ng goals.

Donat�ons:
Advantages: No repayment requ�red, supports m�ss�on-dr�ven projects.
D�sadvantages: Rel�ance on donor generos�ty, �ncons�stent fund�ng streams.

Contract�ng:
Advantages: Steady revenue, clear del�verables.
D�sadvantages: Dependence on contracts, spec�f�c performance obl�gat�ons.

Crowdsourc�ng:
Advantages: Engages a w�de aud�ence, leverages collect�ve resources.
D�sadvantages: Requ�res management of d�verse contr�but�ons, var�able qual�ty
of �nput.



4.3 Steps to Secure Fund�ng from D�fferent Types of Investors

Proposal Preparat�on:
Ta�lor proposals and appl�cat�ons to meet the spec�f�c requ�rements of each
fund�ng source.
H�ghl�ght the un�que value propos�t�on, market opportun�ty, and f�nanc�al
project�ons.

Engagement w�th Investors:
In�t�ate contact through network�ng events, onl�ne platforms, and d�rect
outreach.
Ma�nta�n ongo�ng commun�cat�on and bu�ld relat�onsh�ps through regular
updates and follow-ups.

Negot�at�ng Terms:
Develop a clear understand�ng of key terms and cond�t�ons before enter�ng
negot�at�ons.
A�m for mutually benef�c�al agreements that al�gn w�th both the startup’s goals
and �nvestor expectat�ons.

4.4 Case Stud�es of Successful Fund�ng Strateg�es

Real-World Examples: Deta�led analys�s of startups that have successfully secured
fund�ng, h�ghl�ght�ng the strateg�es they employed and lessons learned.
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Ind�v�dual Act�v�ty: Develop�ng a Personal�zed Fund�ng Strategy

Object�ve: To help learners understand and apply the concepts of d�fferent fund�ng
sources by creat�ng a personal�zed fund�ng strategy for the�r own bus�ness or a
hypothet�cal startup.

Instruct�ons:

1. Ident�fy Bus�ness Needs:
Start by outl�n�ng the key f�nanc�al needs of your bus�ness. Th�s could �nclude
startup costs, operat�onal expenses, market�ng budgets, and growth plans. Be
spec�f�c about the amount of fund�ng requ�red and the t�mel�ne over wh�ch �t w�ll
be needed.

2. Research Fund�ng Sources:
Rev�ew the d�fferent types of fund�ng sources covered �n the module: pr�vate
fund�ng, publ�c fund�ng, grants, sponsorsh�ps, collaborat�ve fund�ng,
�nvestment, crowdfund�ng, donat�ons, contract�ng, and crowdsourc�ng. Use
add�t�onal resources such as books, art�cles, and webs�tes to deepen your
understand�ng of each fund�ng source.

3. Evaluate Pros and Cons:
Create a table or chart s�m�lar to the one prov�ded �n the module, l�st�ng the pros
and cons of each fund�ng source. Cons�der factors such as ease of access,
potent�al �mpact on bus�ness control, repayment obl�gat�ons, and strateg�c
benef�ts.

4. Match Fund�ng Sources to Needs:
Based on your bus�ness’s f�nanc�al needs and the character�st�cs of each
fund�ng source, match the most appropr�ate fund�ng sources to your bus�ness
requ�rements. Expla�n why each chosen fund�ng source �s su�table and how �t
al�gns w�th your bus�ness goals.

LEARNING ACTIVITIES
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5. Develop a Fund�ng Plan:
Wr�te a deta�led fund�ng plan that outl�nes the follow�ng:

The total amount of fund�ng requ�red.
The fund�ng sources selected.
A t�mel�ne for secur�ng the funds.
Key steps and m�lestones for each fund�ng source.
Potent�al challenges and how you plan to address them.

6. Prepare a P�tch:
Develop a short p�tch (2-3 m�nutes) that you would use to present your fund�ng
strategy to potent�al �nvestors or stakeholders. Th�s should �nclude a summary
of your bus�ness, the fund�ng needed, and why the chosen fund�ng sources are
appropr�ate.

7. Reflect on the Process:
After complet�ng the act�v�ty, wr�te a br�ef reflect�on (300-500 words) on what
you learned from develop�ng the fund�ng strategy. Cons�der what was most
challeng�ng, what �ns�ghts you ga�ned about d�fferent fund�ng sources, and how
th�s exerc�se has prepared you to secure fund�ng for your bus�ness.

Mater�als Needed:
Pen and paper or a computer for wr�t�ng and research.
Access to �nternet resources for add�t�onal research on fund�ng sources.

Outcome: By complet�ng th�s act�v�ty, learners w�ll ga�n a pract�cal understand�ng of
how to evaluate and select appropr�ate fund�ng sources for the�r bus�ness needs. They
w�ll develop a comprehens�ve fund�ng strategy and be better prepared to p�tch the�r
�deas to potent�al �nvestors or stakeholders. Th�s exerc�se re�nforces the core concepts
of fund�ng strateg�es and enhances the learner's ab�l�ty to apply theoret�cal knowledge
to real-world scenar�os.



Please prov�de 5 evaluat�on quest�ons for the learners to check the�r learn�ng. You can
use mult�ple cho�ce quest�ons, True-False quest�ons but please avo�d us�ng open ended
quest�ons.

1. Wh�ch of the follow�ng �s a pr�mary benef�t of pr�vate fund�ng?
A. No repayment requ�red
B. Access to s�gn�f�cant cap�tal and strateg�c gu�dance
C. H�ghly compet�t�ve appl�cat�on process
D. Non-d�lut�ve to ownersh�p
Answer: B. Access to s�gn�f�cant cap�tal and strateg�c gu�dance

2. Crowdfund�ng typ�cally �nvolves ra�s�ng small amounts of money from a large
number of people, often through onl�ne platforms.
A. True
B. False
Answer: A. True

3. What �s a common d�sadvantage of equ�ty f�nanc�ng?
A. H�gh-�nterest rates
B. D�lut�on of ownersh�p
C. Short repayment per�ods
D. L�m�ted access to cap�tal
Answer: B. D�lut�on of ownersh�p

4. Grants are non-repayable funds prov�ded by government bod�es, foundat�ons, and
corporat�ons.
A. True
B. False
Answer: A. True

5. Wh�ch fund�ng source �nvolves pool�ng resources from mult�ple stakeholders to
support a common goal?
A. Crowdfund�ng
B. Sponsorsh�ps
C. Collaborat�ve fund�ng
D. Contract�ng
Answer: C. Collaborat�ve fund�ng
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Handbook I: Cogn�t�ve Doma�n. New York: Dav�d McKay Company. 
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Venture Cap�tal�st. W�ley.
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4. Calacan�s, J. (2017). Angel: How to Invest �n Technology Startups—T�meless Adv�ce
from an Angel Investor Who Turned $100,000 �nto $100,000,000. Harper Bus�ness.

5. Th�el, P., & Masters, B. (2014). Zero to One: Notes on Startups, or How to Bu�ld the
Future. Crown Bus�ness.

6. Gompers, P., & Lerner, J. (2004). The Venture Cap�tal Cycle. MIT Press.
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1. Sahlman, W. A. (1997). How to Wr�te a Great Bus�ness Plan. Harvard Bus�ness Rev�ew,
July-August 1997.

2. Kerr, W. R., Nanda, R., & Rhodes-Kropf, M. (2014). Entrepreneursh�p as
Exper�mentat�on. Journal of Econom�c Perspect�ves, 28(3), 25-48.

3. Gompers, P., & Lerner, J. (2001). The Venture Cap�tal Revolut�on. Journal of
Econom�c Perspect�ves, 15(2), 145-168.

4. Kaplan, S. N., & Lerner, J. (2010). It A�n't Broke: The Past, Present, and Future of
Venture Cap�tal. Journal of Appl�ed Corporate F�nance, 22(2), 36-47.

5. Hellmann, T., & Pur�, M. (2002). Venture Cap�tal and the Profess�onal�zat�on of Start-
Up F�rms: Emp�r�cal Ev�dence. Journal of F�nance, 57(1), 169-197.
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Webs�tes

1. Small Bus�ness Adm�n�strat�on (SBA) - Wr�te Your Bus�ness Plan. 
Retr�eved from https://www.sba.gov

2. Harvard Bus�ness Rev�ew (HBR) - Venture Cap�tal and Fund�ng. 
Retr�eved from https://hbr.org/top�c/venture-cap�tal-and-fund�ng

3. Nat�onal Venture Cap�tal Assoc�at�on (NVCA) - Resources. 
Retr�eved from https://nvca.org/resources/

4. Crunchbase - D�scover Innovat�ve Compan�es and the People Beh�nd Them. 
Retr�eved from https://www.crunchbase.com

5. P�tchBook - The F�nanc�al Technology for Pr�vate Cap�tal Markets. 
Retr�eved from https://p�tchbook.com
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