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Introduction
After five years of investing and building a pipeline in 
Sierra Leone, Acumen has concluded that (i) the support 
required by small and medium-sized enterprises (SMEs) in 
the country to become investment ready is much greater 
than their peers in many other sub-Saharan countries and 
(ii) without this pre-investment support only a handful 
of companies in the country would become viable 
investment prospects for impact investors.

Acumen initially partnered with Invest Salone in 2020 
through their PROSPER Salone programme, which helps 
reduce the risks of investing in the Sierra Leonean market. 
With match-funding from the programme, Acumen then 
ran a series of investment readiness bootcamps which 
have informed the preparation of this toolkit.

What is the aim of the toolkit?

Acumen believes that insights gained from assessing 
the companies that participated in our 2021 and 2022 
investment readiness bootcamps will enable more 
companies to become investment ready and catalyse 
investments from impact investors into the country.

This investment toolkit includes a list of common gaps 
among Sierra Leonean SMEs, recommendations on how 
these gaps can be addressed, a list of resources they 
can leverage to close the gaps, and mechanisms for 
determining appropriate capital structures for 	
these companies.

Who is it for?

The toolkit is intended for accelerators, incubators, 
impact investors, SMEs and any entity interested in 
maximising early-stage investments in the Sierra Leone 
entrepreneurial ecosystem. The toolkit incorporates 
observed best practices from impact investing, along with 
some of the key practices from the world of commercial 
investment, to create a structured and rigorous approach 
tailored to the specific needs of companies in Sierra Leone.

How should it be used?

The toolkit is devised to guide the design of pre-
investment technical assistance interventions before an 
investor commits significant financial or non-financial 
support to an SME. The toolkit does not claim to offer a 
simple formula for success, nor to deter any additional 
steps investors may consider necessary, but it does provide 
a useful outline, rooted in due diligence frameworks, for 
pre-intervention investment analysis and assessment.

Tools and guidance

The toolkit provides an overview of key investment 
terminology and processes, including investment 
instruments, process and key investor engagement 
success factors and a high-level guide to understanding 
term sheets.

The toolkit also introduces investment readiness 
checklists and an assessment tool drawing on established 
commercial investment methods, which brings together 
impact and commercial investment principles to provide 
practical guidance. The assessments focus on five key 
questions of investment decision-making:

1.	 Does the company hold all necessary business 
licenses for its markets of operation? 

2.	 Is the financial information of the company accurate?
3.	 Will the company be commercially successful at scale?
4.	 Is the management team able to deliver the growth 

targets and manage the business at scale?
5.	 Is there direct and indirect impact potential?

The answers to these questions feed into an initial 
concept assessment, and for those companies that pass 
this test, into a full intervention investment plan.
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Investment instruments

1 Table 1 is adapted from content developed for UK-aid funded programmes Manufacturing Africa and Invest for Impact Nepal.

Investors may determine the size and structure of an 
investment in an SME in Sierra Leone based on revenue, 
cash conversion cycle, business model (B2B versus B2C), 
market served (export versus domestic) and strength 
of management team. A simple method to determine 
investment size is outlined below:

•	 Trailing 12 months (TTM) revenue multiplied by 5
•	 If the cash conversion cycle is less than 3 months, 

discount by 10%; if between 3 months and 6 months, 
no discount; and if above 6 months, apply a 15% 
premium.

Given the volatility of the business environment in Sierra 
Leone, Acumen recommends a 70:30 equity-to-debt ratio 
for a capital structure for SMEs with the debt component 
being fully in local currency for all non-exporting 
businesses. Therefore, investors looking to provide 
foreign currency debt to businesses in Sierra Leone 
should focus on firms that earn foreign currency through 
exports or should look at hedging mechanisms (preferably 
a back-to-back lending arrangement with a local bank).

There are many investment instruments and several 
considerations as to which instrument(s) are right for 
which businesses, which can be overwhelming and 
intimidating the first time a business seeks to raise

external financing. The summary in Table 1 provides a 
quick overview of common investment instruments, 
structures, suitable business stages, and pros and cons 
from a business’s viewpoint for each.

Table 1: What investment instruments are right for what business stages?1

Description

Highly concessional financing from 
funders who are not seeking an 
investment return

Instruments that grant investors 
shareholding, or ownership (partial 
or full), in a business

Instruments in between debt and 
equity with higher risk appetite than 
pure debt, but lower risk appetite 
than equity

Borrowed financing that has to be 
repaid, usually with interest; can be 
secured with collateral or unsecured, 
depending on lender risk appetite; 
can also be convertible into equity

Debt-like instruments that can be 
more creatively structured to meet 
business needs, e.g. for inventory or 
project financing

Structures

•	 Nonrepayable
•	 Repayable

•	 Common stock
•	 Preferred shares

•	 Convertible debt
•	 Warrants & options
•	 Profit participation rights

•	 Senior debt
•	 Subordinated debt
•	 Convertible debt

•	 Invoice discounting / factoring
•	 Warehouse receipts
•	 Project finance

Grants

Equity

Mezzanine  
& hybrid

Debt

Structured 
finance

Business stage

•	 Seed stage
•	 Early stage

•	 All stages

•	 Seed stage
•	 Early stage
•	 Mid stage

•	 Mid stage
•	 Late stage
•	 Maturity

•	 All stages

Pros & cons

•  Pros: “Free” money
•  Cons: Impact targets and 
reporting that may require 
additional resourcing/processes

•  Pros: No repayment obligations
•  Cons: Give up portion of 
company ownership

•  Pros: Flexibility for both 
business & investor needs
•  Cons: Potentially complex & 
difficult to understand

•  Pros: Retain company 
ownership
•  Cons: Need cashflow for debt 
repayment

•  Pros: Targeted debt for very 
specific need
•  Cons: May incur associated 
transaction costs, e.g. for collateral 
management
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When raising equity investment for the first time, 
businesses often have questions about implications 
and valuation. In terms of implications for the business, 
taking an equity investment involves selling shares in 
the business in exchange for financing, therefore the 
current business owners will need to be comfortable with 
potentially surrendering some control and ownership. 
Preferred shares give shareholders priority over common 
stock in terms of rights to company income distributions, 
but common stock investors often are involved in business 
decision-making and governance, for instance, through 
voting rights and seats on a business’s board of directors.

Valuations are important when raising equity, as 
a business’s valuation determines the percentage 
ownership of a business that current owners or 
shareholders exchange to an investor for a specific 
amount of equity investment. Valuations are often 
defined as “pre-money,” i.e. what a business is worth 
before additional investment, versus “post-money,” i.e. 
the sum of (i) what a business is worth before additional 
investment, and (ii) the additional equity investment to be 
injected. To give a simple example, if a business is valued 
at US$20 million pre-money, then a US$5 million equity 
investment would translate into a 20% ownership share 
using a post-money valuation of US$25 million.

Valuations are not an exact science – there are 
quantitative methods applied to calculate a valuation, but 
a business’s final valuation for each equity investment 
transaction must be negotiated and agreed between the 
business and prospective investors.

There are three common valuation approaches:

•	 Discounted cashflow (DCF) approach: This approach 
is most common for African companies and relies on 
financial projection models that estimate a business’s 
future financial performance. Entrepreneurs and 
business owners often believe that their business’s 
valuation should reflect the time, financial investment 
and other material resources that they have put into 
the business to date, but equity investors are often 
more interested in the potential future financial 
performance of a business, especially if the business 
does not have a long track record and is at an earlier 
stage because future performance determines their 
investment return. Hence, equity investors often use 
forecast future cashflows for a business in a financial 

projection model to estimate the business’s current 
valuation by combining the net present value (NPV) 
of “free cashflows” and the “terminal value.” Free 
cashflows can be understood as a business’s projected 
annual cashflow from operations subtracted by 
cashflow from investment (usually what a business has 
spent on capital expenditures each year). In addition 
to projected free cashflows, the NPV calculation 
also depends on a discount rate assumption, which 
is used to account for the time-value of money by 
“discounting” future cashflows to a “present value.” 
There is no right answer as to which discount value to 
use and values may vary widely based on geography, 
investor risk perception, etc. The terminal value is 
calculated by multiplying projected EBITDA in the last 
year of financial projections by an “exit multiple” – this 
multiple value can vary widely based on geography, 
sector, etc. There are more technical considerations 
around DCF calculations that this toolkit will not 
address for brevity’s sake, but additional resources are 
available online or through Invest Salone on request.  

•	 Market approach: This approach relies on data 
from market precedents, which may be not as 
readily available in frontier markets such as Sierra 
Leone. For example, a valuation for a business 
can be triangulated by benchmarking against the 
valuation of a similar, publicly listed company or 
against valuations used in precedent investment 
transactions for other businesses in similar sectors 
and/or geographies, and/or with similar business 
models. Some investors like this approach, because 
while a financial projection model (used in the DCF 
approach) relies on a host of potentially inaccurate 
assumptions (e.g. future years’ business revenue 
growth rates) to predict future business performance, 
this approach relies on real-world benchmarks for 
comparable businesses.

•	 Cost approach: This approach is based on the value 
of current fixed assets or the cost to build or replace 
current assets. It is often less appealing from a 
business’s perspective because it undervalues future 
growth potential and a business’s intangible assets, 
e.g. company reputation, brand, etc. As a result, 
this approach is often only used if the company is 
insolvent, and liquidators are estimating how much 
money they can raise to pay back lenders and other 
creditors by selling company assets.
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Types of investor

As with the wide range of investment instruments a 
business could leverage, there are many diverse types 
of investors that a business might engage with. The 
investor type that is right for each business depends on 

the business’s current stage of development as well as 
what kind of investment the business is trying to raise. 
The summaries in Table 2 provide an overview of investor 
types active in frontier and emerging markets and Figure 1 
provides guidance on which investors are more suitable for 
each business stage.

Investment process and key investor  
engagement success factors

2 Descriptions of the investment instruments listed here can be found in the Investment Instruments section. Table is adapted from content developed 

for UK-aid funded programmes Manufacturing Africa and Invest for Impact Nepal.

Note: Impact investors are not explicitly named in this 
overview of different investor types, because impact investors 
as a category includes venture capital and private equity 
funds as well as some foundations that also make impact 
investments. The term “impact investor” includes all investors 
who balance impact objectives against return targets in their 
investment strategies and decisions.

Table 2: What types of investors may be relevant to your business2

Description

Usually high net worth individuals who fund startups at the 
early stages, often with their own money.

Provide training programmes, workspace, admin support, 
mentors, initial investment, investor linkages, etc.

Willing to take higher risk to achieve greater impact; funding 
often comes with impact conditions and metrics

Invest in firms with high growth potential, usually at an early 
stage, with a high risk/high return approach

Invest in larger, more established, private companies for medium 
to long term investment

Publicly owned entities that support sustainable private sector 
development by investing in responsible businesses that uphold 
environmental, social and corporate governance (ESG) principles

Usually companies rather than funds, who invest in businesses 
that complement existing operations

Provide commercial loans and other debt products, typically for 
short- / medium-terms

Angel investors

Accelerators & 
incubators

Donors & foundations

Venture capital (VC) 
funds

Private equity (PE) funds

Development finance 
institutions (DFIs)

Strategic investors

Banks & other lenders

Typical investment instruments

Equity, hybrid / convertible

Equity, hybrid / convertible

Grants, equity, concessional debt

Equity, hybrid / convertible

Equity

Equity, debt, hybrid / convertible

Equity

Debt
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Seed stage

Company develops product 
or concept, possibly with 
initial investments or more 
commonly through personal 
savings

Early stage

Company gains traction and 
improves basic operational 
processes

Mid stage

Company has a product and 
market fit and growth in 
customers, sales, etc.

Late stage

Company starts to expand 
into new markets or to scale 
operations

Mature stage

Company exhibits strong 
growth and continues to 
expand, or exits to realise 
returns

Business stage

Investor types

Angel investors Venture capital (VC) funds

Accelerators & incubators

Donors & foundations

Private equity (PE) funds

Development finance institutions (DFIs)

Strategic investors

Banks & other lenders

Figure 1: Which investors should you engage at each stage of your business’s development?3

3 Information is adapted from content developed for UK-aid funded programmes Manufacturing Africa and Invest for Impact Nepal.

Microfinance 
institution

l	 A Call to Business Trading SL 
l	 ASA Microfinance 
l	 Association for Rural Development 
l	 BRAC Microfinance SL 
l	 Capitol Finance Company 
l	 Counterpart in Community Development 
	 and Microfinance Company 

l	 Ecobank Microfinance Sierra Leone Ltd. 
l	 Finance Salone SL 
l	 Grassroots Gender Empowerment 
	 Movement Microfinance 
l	 Lift Above Poverty Organisation 
l	 SAFE Microfinance 
l	 Salone Microfinance Trust SL 
l	 Source of Hope Microfinance 

Instruments 
l	Short-Term 
Debt
Investment size
US$86.4 (average)

Commercial 
bank

l	 Access Bank SL 
l	 Commerce & Mortgage Bank 
l	 Ecobank SL 
l	 FBNBank SL 
l	 Guaranty Trust Bank SL 
l	 Keystone Bank SL 
l	 Rokel Commercial Bank 

l	 Sierra Leone Commercial Bank 
l	 Skye Bank SL 
l	 Standard Chartered Bank SL 
l	 Union Trust Bank 
l	 United Bank of Africa SL 
l	 Vista Bank SL 
l	 Zenith Bank SL 

Instruments 
l	Short-Term Debt 
	 (Working 	 	
	 Capital)
l	Medium/Long-
	 Term Debt 		
	 (CAPEX)
Investment size
≥ US$10,000

Table 3 shows relevant investors in Sierra Leone that 
either have an office in Sierra Leone or have previously 
invested in Sierra Leone (note the table is continued on 
the next page).

Table 3: Relevant investors in Sierra Leone
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Source: CrossBoundary

Development 
finance 
institution

l	 African Development Bank
l	 International Finance Corporation 

l	 AfriEXIM Bank
l	 British International Investment 
	 (former CDC) 
l	 Dutch Entrepreneurial Development Bank
l	 ElectriFi 
l	 Emerging Africa Infrastructure Fund (EAIF)
l	 FinDev Canada 
l	 FinnFund 
l	 FMO

l	 Global Agriculture and Food Security 	
	 Program Fund 
l	 Investment Fund for Developing Countries 
l	 Islamic Development Bank 
l	 KfW Development Bank 
l	 Nordic Development Fund 
l	 Norfund 
l	 Proparco
l	 SwedFund
l	 U.S. International Development Finance 	
	 Corporation

Instruments 
l	Medium/Long-
	 Term Debt 
	 (Senior Debt, 
	 Mezzanine Debt)
l	Equity 
l	Grant
l	Guarantee 
Investment size
≥ US$1 million

Debt and 
equity funds 

l	 Solon Capital 

l	 AV Capital
l	 African Infrastructure Investment Managers 
l	 Aqua Ventures 
l	 Aster Capital 
l	 Camco Clean Energy 
l	 DOB Equity 
l	 Fairmont Capital 
l	 Injini 
l	 Inspired Evolution IM 
l	 Kawi Safi Ventures 

l	 Lion’s Head Global Partners 
l	 Micro-Grid Catalytic Capital Partners 
l	 Pala Investments 
l	 Phatisa 
l	 Private Infrastructure Development Group 
l	 Presidio Ventures 
l	 Renewable Energy Performance Platform 
l	 Sarona Fund 
l	 Shell Ventures 
l	 3rd Creek 

Instruments 
l	Medium/Long-
	 Term Debt 
	 (Senior Debt, 
	 Mezzanine Debt)
l	Equity 
Investment size
US$0.5–60 million

Impact 
investors

l	 Cordaid IM 
l	 ManoCap 

l	 Acumen 
l	 Africa Enterprise Challenge Fund
l	 AgDevCo 
l	 AgriFi 
l	 AllOn 
l	 Boma Investments 
l	 Ceniarth 

l	 Gaia Impact Fund 
l	 Hivos-Triodos Fund 
l	 ImpactAssets 
l	 Incluvest/ Fair Factory Development Fund 
l	 Mirova LDN Fund 
l	 Omidyar Network 
l	 Root Capital 
l	 Triodos IM
l	 Truestone 

Instruments 
l	Short-Term Debt 
	 (Seasonal Loan, 
	 Working Capital)
l	Medium/Long-
	 Term Debt 
	 (CAPEX)
l	Equity (under 
	 very restrictive 
	 conditions)
Investment size
US$75,000–2 million

Angel investors l	 GoBeyond 
l	 Melbourne Angels 
l	 NuFund Venture 
l	 Redsalt Angel Investment Network

Instruments 
l	Venture Funding 	
	 (Debt and Equity)
Investment size
US$20,000–1 million

Crowdfunding l	 MonitoFarm 

l	 Kiva 
l	 Trine 

Instruments 
l	Venture Funding 	
	 (Debt and Equity)
Investment size
US$10,000–5 million

Green: Has an office in Sierra Leone

Blue: Has previously invested in Sierra Leone

Table 3: Relevant investors in Sierra Leone (continued)
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Overview of the common  
investment process

At a high level, there are four common phases of 
an investment process, although the specifics and 
sequencing may differ by investor type and investment 
instrument. Figure 2 provides an overview of what 

happens in each phase and what documents might be 
involved. Some documents should be prepared by the 
business itself, e.g. financial projection model, business 
plan, investor presentation and investor memorandum, 
while others such as term sheets and offer letters are 
prepared by the investor(s) and negotiated with the 
business.

What happens in 
this phase?

What documents 
do you need?

Preparation

•	 Business prepares for 
investment by internally 
aligning on growth 
plans and strategy

•	 Business prepares 
investor documents and 
sets up data room

•	 Financial projection 
model

•	 Business plan
•	 Historical financial 

statements, ideally 
audited

Investor 
engagement

•	 Business researches 
prospective investors 
that fit their business 
stage and needs

•	 Business and investors 
engage in initial 
discussions

•	 Investor pitch deck / 
presentation

•	 Investor memorandum
•	 Non-disclosure 

agreements (NDAs)

Due diligence  
& negotiation

•	 Interested investors 
conduct due diligence 
(DD) on business

•	 If DD goes well, investors 
provide term sheets and 
indicative offers

•	 Business & investors 
negotiate terms

•	 Term sheet
•	 Offer letter

Execution 
 & close

•	 If investors and business 
decide to proceed with 
investment, investors 
share final offers

•	 Investment agreements 
signed and transaction 
closed

•	 Final offer
•	 Sale and Purchase 

Agreement (SPA) [if 
equity investment]

•	 Loan Agreement [if debt 
investment]

Figure 2: Illustrative investment process4

4 Process is adapted from content developed for UK-aid funded programmes Manufacturing Africa and Invest for Impact Nepal.
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What are the key 
success factors?

How long does 
each phase take?

Preparation

•	 Prepare all documents 
and ensure easy access 
for investors

•	 Practice investor 
presentations

Investor 
engagement

•	 Dedicate a resource 
and time to respond 
promptly to investor 
questions

•	 Be specific and data-
driven – investors 
need numbers to make 
investment decisions

•	 Tailor the messaging to 
each investor

Due diligence  
& negotiation

•	 Be open and transparent, 
set realistic investor 
expectations

•	 Listen and respond to 
investor feedback

Execution 
 & close

•	 Understand the 
obligations and 
implications of each legal 
document

Figure 3: Summary of investor engagement success factors5

Up to each business 3-6 months 1-3 months

Depending on how prepared a business is, and 
investors’ internal investment processes – this 
phase can also take 1 year or more

But time varies widely 
depending on legal 
processes, pre-close 
investor conditions, etc.

There are key success factors for businesses in engaging 
with investors at each stage of the investment process 
(Figure 3). Most importantly, businesses should expect 
that the investment process, especially for development 
finance institutions, can be lengthy and intensive. 
Businesses will be assessed by investors on their strategy, 
financial performance and operational details.

Businesses may want to designate a representative, either 
an existing staff member or external transaction adviser, 
who is deeply familiar with their financials, business 
strategy and operations, and can respond to investor 
questions and requests promptly. CEOs and others in 
senior management positions often need to prioritise the 

day-to-day demands of running a business. The investment 
process may be frustrating for investors and businesses if 
the CEO does not have time to field continuous investor 
requests or if there are delays in responding to investors.

For equity investments where the investor takes an 
ownership stake in the business and may have decision-
making or governance powers, the relationship between 
a business and its investors is described as a “marriage.” 
Business management teams should take advantage of 
frequent and intensive engagements with prospective 
investors during the investment process to build trust 
and a positive working relationship – and evaluate if this 
potential “marriage” is a good fit for the business.

Investor engagement success factors

5 Graphic is adapted from content developed for UK-aid funded programmes Manufacturing Africa and Invest for Impact Nepal.
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Once a business has progressed through the investment 
process to the due diligence and negotiation stage, 
investors will often share a term sheet, sometimes even 
before the commencement of full due diligence, to make 
sure that the business and investor(s) are aligned on the 
structure and terms of a potential investment before 
proceeding further with the investment process.

Term sheets are non-binding agreements between an 
investor and a business that outline the essential legal and 
financial terms of a specific transaction. They often also 
apply a certain time limit to complete or renegotiate the 
transaction.

Although this toolkit aims to introduce a few common 
components of a term sheet, businesses will likely need 
to consult legal or other specialised advisers on provisions 
and conditions that may be highly specific or technical to a 
particular sector, financial structure or geography.

Term sheets tend to be much shorter than the full legal 
documents signed at the execution and closure stage 
of an investment process and can vary quite widely in 
content, but they generally include the following useful 
components:

•	 Investment amount: The amount of financing that an 
investor is prepared to offer to a business.

•	 Equity valuation: The valuation is negotiated between 
a business and its equity investor(s) and determines 
how much shareholding a given amount of equity 
investment will buy in a specific business.

•	 Debt terms: Debt terms can include the tenor, 
potential grace period, interest rate potential interest 
holiday or rollover period, and currency denomination 
of a loan.

•	 Disbursement conditions: Investors may attach 
disbursement conditions to an investment offer. 
For example, an investor can specify that the total 
investment amount is to be disbursed over a set 
period rather than all at once, and only if the business 
meets agreed-upon milestones in terms of financial or 
other performance.

•	 Contingencies: Like disbursement conditions, these 
clauses trigger payments or other actions if certain 
events occur or conditions of financing are breached. 
For example, an investor may reserve the right to 
withdraw if key members of a business’s management 
team leave the business during the investment process 
or within a certain period post-investment.

•	 Confidentiality: Businesses and investors will often 
sign non-disclosure agreements in the investor 
engagement phase so that both sides are comfortable 
sharing confidential information. However, the term 
sheet may also include confidentiality requirements.

•	 Exclusivity: An investor may include an exclusivity 
clause in a term sheet. This clause prevents a business 
from approaching other investors until after the 
investor with whom the term sheet is signed has made 
their investment decision.

Understanding term sheets
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Investment readiness checklists and assessment tool

Legal and regulatory compliance

Area

Registration and 
incorporation

Operating 
permits and 
licenses

Annual filings

Tax payments

Social security 
and 
labour law

Product safety

Common gaps

l	 Not registered as a Limited Liability Company (LLC)
l	 Irregularity in wording of Memorandum 
	 of Association
l	 Absence of appointment of statutory auditors

Absence of
l	 Operating permits from local councils for those 
	 areas where it has leased properties for operations
l	 Certificate from the factories’ Inspectorate

For agribusinesses
l	 Seed certification
l	 From the Produce Monitoring Board:
	 l	 Dealership license
	l	 Export license
	l	 Store inspection certificate
l	 Phytosanitary certificate from the 
	 Ministry of Agriculture
l	 Export permit from the Ministry of 
	 Trade and Industry
l	 Environment Protection Agency permit

l	 Corporate Affairs Commission filings not up to date
l	 Annual returns to National Revenue Authority 
	 (NRA) not up to date

l	 Irregular/late payment of Pay As You Earn (PAYE), 	
	 Goods and Services Tax (GST), Withholding Tax 	
	 (WHT) and Corporate Tax

l	 Irregular/late payment of National Social Security 	
	 and Insurance Trust (NASSIT) payments

Absence of 
l	 Detailed policies on specific labour law 	 	
	 requirements, e.g., sexual harassment, 
	 grievance procedure

Absence of
l	 Standard ‘A’ certificate of analysis from 	 	
	 Standards Bureau

For exporters
l	 International Organization for Standardization 	
	 (ISO), Organic and Hazard Analysis Critical Control 	
	 Point (HAACP) certifications

Significance

HIGH

HIGH

MEDIUM

MEDIUM

MEDIUM

LOW

Timing

Pre-due 
diligence 

Pre-due 
diligence

Pre-investment 
agreement

Pre-
disbursement

Pre-
disbursement

100-day plan

Estimated
cost 

<US$450.00

US$100–250
per year

US$500–5,000
per year

US$20 per 
filing

US$20 per tax
clearance 
certificate

US$20 per 
clearance 
certificate

US$100

US$5,000–
15,000 
per year

Available
resources

l	 Company 	
	 Secretarial 	
	 Services
l	 Audit firms

l	 Legal firms

l	 Company 	
	 Secretarial 	
	 Services
l	 Legal firms

l	 Audit firms 
l	 Legal firms

l	 Legal firms

l	 Consulting 
	 firms

Source: Acumen, 2022
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Financial reporting

Area

Documentation 
and analytics

Financial
statements

Material 
contracts

Management
reports

Common gaps

Absence of
l	 Accounting procedures and internal control manual
l	 Accounting software or system for collecting 
	 and inputting transaction data and a fixed 
	 asset register
l	 Cash and inventory management tools/systems

Absence of
l	 Audited accounts

Absent or non-enforceable  
l	 Sales, supply and service contracts

l	 Lack of management reports and KPIs used 
	 internally to track performance

Significance

HIGH

HIGH

MEDIUM

LOW

Timing

Pre-due 
diligence

Pre-due 
diligence

Pre-investment 
agreement

100-day plan

Estimated
cost

US$3,000–
4,500

US$3,000

US$500–1,000

US$1,000

Available
resources

l	 Audit firms

l	 Audit firms

l	 Legal firms

l	 Consulting 
	 firms

Source: Acumen, 2022

Commercial viability

Area

Market 
assessment

Technical 
assessment 

Financial 
analysis 

Intellectual
property 

Risk 
management

Common gaps

l	 Limited or lack of independent market/industry 
	 research/data on competitive landscape, 
	 market availability etc.
l	 Limited or no customer surveys 

l	 Plant and equipment failing to meet health and 
	 safety standards
l	 Absence of a maintenance policy
l	 No quality management system in place 

l	 Balance sheet structure:
	l	 Insufficient equity/too much debt
	l	 High receivables/long cash cycles
l	 Unit economics:
	l	 Lack of visibility on all costs
	l	 Inability to capture cost of credit 

l	 Failure to register intellectual properties, 
	 trademarks etc. with relevant authorities

Absence of 
l	 Insurance on general liability, product liability, 	
	 	 property, machinery etc.

Significance

MEDIUM

MEDIUM

MEDIUM

MEDIUM

MEDIUM

Timing

Due diligence 
stage

Due diligence 
stage

Due diligence 
stage

100-day plan

100-day plan

Estimated
cost

US$2,000–
10,000

US$2,000–
5,000

US$1,500 

US$2,500–
5,000 

US$500–3,000 
per year

Available
resources

l	 Consulting 
	 firms

l	 Consulting 
	 firms

l	 Consulting 	
	 firms
l	 Audit firms

l	 Consulting 
	 firms 

l	 Insurance 
	 brokers

Source: Acumen, 2022
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Management capability

Area

Management 
assessment 

Corporate 
governance 

HR and talent 
development 

Environmental 
and social risks

Common gaps

l	 Talent gaps (finance, engineering, technology 
	 and operations) without recruitment plan
l	 Absence of job descriptions for roles and 
	 organisational structure with reporting lines for 
	 each staff member

Absence of
l	 Balanced Board of Directors
l	 Quarterly board meetings
l	 Minutes and resolutions of board meetings 
	 filed with Corporate Affairs Commission
l	 Corporate policies (Board charter and 
	 compliance manual)
l	 Annual general meetings being held

Absence of 
l	 Procedures and policies for hiring new employees, 
	 appraising employees, compensation, staff 
	 training plan
l	 Human resource information system (HRIS)
l	 Standard operating procedure (SOP) manual

Absence of
l	 A comprehensive environmental and social 
	 management plan approved by Board of Directors 
	 and in compliance with local legislation
l	 Environmental, health or safety audits, surveys, 
	 appraisals, studies and other reports or impact 
	 assessments, conducted internally by outside 
	 consultants or governmental authorities
l	 A dedicated team responsible for managing 		
	 environmental and social risks

Significance

HIGH

MEDIUM

MEDIUM

MEDIUM

Timing

Pre-due 
diligence

Pre-
disbursement

Due diligence 
stage

100-day plan

Estimated
cost

US$500–2,000

US$500–1,000

US$2,000–
5,000

US$10,000–
15,000

Available
resources

l	 HR firms

l	 Company 	
	 Secretarial 	
	 Services
l	 Legal firms

l	 HR firms

l	 Consulting 	
	 firms

Source: Acumen, 2022

Impact potential

Area

Data capture 
and tracking

Measuring 
impact

Common gaps

Absence of
l	 Financial and social impact indicators 
	 for monitoring
l	 Baseline studies/surveys to understand target class

Absence of 
l	 Impact monitoring schedule or plan

Significance

LOW

LOW

Timing

100-day plan

100-day plan

Estimated
cost 

US$5,000–
10,000

US$500–1,500

Available
resources

l	 Consulting 
	 firms

l	 Consulting 
	 firms

Source: Acumen, 2022
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Financial models

Corporate Finance Institute, NOPAT Template:  	
https://corporatefinanceinstitute.com/course/financial-
models-templates
	
Investor teasers and pitch deck templates

Corporate Finance Institute, Investment Teaser Template: 
https://corporatefinanceinstitute.com/resources/
valuation/investment-teaser-template/

Pitch.com, Pitch deck templates: 	
https://pitch.com/templates/collections/Pitch-deck

Slide Geeks, Investment Teaser Presentation:
https://www.slidegeeks.com/business/product/
investment-teaser-investment-highlights-financial-
customer-ppt-powerpoint-presentation-complete-deck

Resources

https://corporatefinanceinstitute.com/course/financial-models-templates
https://corporatefinanceinstitute.com/course/financial-models-templates
https://corporatefinanceinstitute.com/resources/valuation/investment-teaser-template/
https://corporatefinanceinstitute.com/resources/valuation/investment-teaser-template/
https://pitch.com/templates/collections/Pitch-deck
https://www.slidegeeks.com/business/product/investment-teaser-investment-highlights-financial-custom
https://www.slidegeeks.com/business/product/investment-teaser-investment-highlights-financial-custom
https://www.slidegeeks.com/business/product/investment-teaser-investment-highlights-financial-custom


Contact Invest Salone
enquiries@investsalone.com  |  investsalone.com

The Invest Salone programme is supported by 
UK aid but the views expressed in this leaflet 
do not necessarily represent those of the 
UK government.

mailto:enquiries%40investsalone.com?subject=
http://www.investsalone.com

	Button 1: 
	Button 2: 
	Button 3: 
	Button 4: 
	Button 5: 
	Button 6: 
	Button 7: 
	Button 8: 
	Button 9: 


