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What do investors 
look for in your 
management team? 
 
According to various studies, 
management team accounts for some 
40% of the performance variance of 
any business, post investment. 
Unsurprisingly, therefore, this has 
become an increasingly important issue 
for investors. 

So what are they looking for and how 
can you maximise your chances? 
When looking at a team, investors will 
ask some, or all, of the following 
questions: Who is in charge? What is 
the team’s focus? What is its strategy? 
What kind of people have been 
recruited and how does it measure 
performance? A business which can 
give satisfactory answers will stand an 
excellent chance of securing 
investment. In this guide, I’ll look at 
each point in turn and offer some 

guidance on how your business can 
ensure it ticks each box. 
 

 

It’s all about you 
If you are the leader of your social business 
venture then you will be the main focus of any 
management team due diligence. (If you are 
not the leader please pass this to the person 
who is.) In the end, the success or failure of the 
venture rests with you. No pressure. So, what 
are great leaders like? 

Happily, great leaders come in all shapes and 
sizes and, while some leadership profiles are 
more common, there is no absolute blueprint. 
However, there are some commonalities. 

 1. Strong leaders know 
themselves and are 
authentic. 

While it is still a good idea to address your 
development areas, you will have a 
particular style with inherent strengths and 
weaknesses. You are better playing to 
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your strengths than trying to be all things 
to all people. This leads us to point two. 

 2. Strong leaders 
deliberately gather other 
strong and different 
people around them. 

You need to ensure you bring in people 
with a different outlook than you into your 
management team – people you can rely 
on to come in from a different angle or who 
are more or less detail-focused and 
structured than you are. That way they will 
compensate for your inevitable blind spots 
and will inject sufficient difference into 
discussions to enable true collaboration to 
take place. 

 3. Strong leaders know their 
own mind. 

The base skill in all leadership is knowing 
your own autonomous thinking and being 
ready to express, discuss and, if need be, 
defend this against other forces. You 
cannot collaborate or set hierarchical 
direction unless you are first able to know 
your own mind, based on your own direct 
experience (not someone else's pet 
theory). 

 4. Strong leaders are driven 
by passion. 

Whatever your passion may be, and we 
assume it is connected to being a social 
entrepreneur, it makes a difference if you 
really believe in the focus of the business 
rather than just see it is an interesting 
project. You are going to need high levels 
of commitment to get this venture off the 
ground. When something gets in the way 
of progress – for example a colleague who 
has not grown with the business or a 
fledging project that is sucking up 
resources and needs killing off – you will 
need the passion to help you take the 
uncomfortable decisions (and there will be 

plenty of those) to demonstrate to all that 
nothing is going to stop you. 

 5. Strong leaders establish a 
“drumbeat” of progress. 

No matter how complicated your plan or 
venture seems, nothing convinces 
investors more than seeing that you 
actually 'do' something with tangible 
results. Even if those milestones are 
relatively minor or simply represent 
increments towards more major objectives, 
it is vital that you, as an organisation, 
establish a habit of making things happen. 

 6. Strong leaders have a grip 
on the numbers. 

Investors are, for the most part, data 
driven and tend to talk in spreadsheets. To 
present yourself as someone they can 
communicate with and understand, you 
need to become fluent in the language of 
data and spreadsheets. What is the 
forecast and why? More importantly, what 
numbers best represent your performance 
to date? If in doubt, watch any episode of 
the Dragons’ Den to notice where their 
focus is placed. 

 7. Strong leaders 
understand the purpose 
and needs of their 
potential investors. 

Investors need to demonstrate a return in 
order to generate profit for their 
stakeholders and attract more investment. 
They may have other fine human qualities 
and be genuinely interested in your 
amazing social business or enterprise, but 
they are still investors. The better ones 
also begin with an exit in mind. This 
means you need to understand how your 
business opportunity will leave a positive 
mark on their investment fund. They also 
want to invest in a business where there is 
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a strong leader – give them reassurance 
that you will tackle the tricky issues: 
otherwise they will have to intervene, and 
most do not like getting their hands dirty. 

 

It’s all about the 
focus 
Once investors have satisfied 
themselves that there is a strong leader 
in charge, the next question, from the 
management due diligence 
perspective, is about the level of 
coherence within the business. At 
Strategic Resource, we actively 
encourage investors to examine 
coherence in our due diligence work 
because it is this factor that makes the 
biggest difference. Put simply, the 
higher the level of coherence across 
the business, the more likely you are to 
succeed in your venture. The only 
exception we have found to this rule is 
in the early days of a start-up when you 
are still working out the details of what 
you are going to do. In this start-up 
phase you need to work towards 
coherence, but be ready to flex your 
approach as you find out what actually 
gains traction in the social enterprise 
space. 

So what is coherence, in social business, and 
how do you develop it? 

 1. Vision and Purpose 

You should work as a team on your 
understanding of what you want to achieve 
until you can say it simply and 
compellingly. Excellent visions state an 
objective outcome achieved in a given 
time scale, within parameters that are 
within your power to control. They have a 

touch of boldness about them and 
describe something worth getting out of 
bed for. But there are some traps to avoid. 

Here’s an example of one objective that 
would fail the test. Let’s say you run a 
business that has set out to be recognised 
as “the best network for social housing in 
the North East.” This falls short for several 
reasons: 

 

 It is based on someone else's 
perception of you being the best 
and therefore not is not in your 
power to control.  

 The rest might be really bad. This 
would make you simply the best of 
a bad bunch – who wants that as a 
vision?  

 There is no time scale.  
 There is no clarity on what you will 

actually achieve.  
 

Never underestimate the power of a clear 
vision. Even though it smacks of management 
consultancy speak, this is the most obvious 
place where you can state a clear intention and 
attract others who want to rally around your 
flag. Clarifying your vision allows you to climb 
up out of the jungle of business development 
work you are doing and check that you are still 
hacking through the right jungle on a productive 
trajectory, rather than just putting lots of effort 
into hacking. I have worked with too many 
businesses who confuse busyness for progress 
towards a desired end. Of course they all 
complain that they are far too busy to stop and 
work out such a hackneyed thing as a vision 
statement. If you don't have a clear vision, an 
investment company will not view you as 
backable. End of story. 

If vision is what we will achieve then purpose is 
'why' we want to get out of bed to do this. 
Purpose is often overlooked in vision work, but 
is equally important in reality. Purpose is 
usually the bit that is not about making money, 
but about making a difference, or an impact or 
leaving a legacy. In my business, our purpose 
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is to leave a legacy of great leaders in a wide 
range of organisations. That is what drives me 
forward. By contrast, our vision at Strategic 
Resource is to have developed over 1,000 
autonomous leaders who know how to carry on 
developing themselves, and to have achieved 
this by the end of 2020. 

 2. Communication 

The word should perhaps be banned as it 
is the stop-gap answer to all identified 
ailments in all enterprises – a lack of 
communication is to blame for all woes. 
However, effective communication is the 
counterpart to clarity of vision. There is no 
point having a compelling vision if no one 
in your business knows about it. So, here 
are a couple of reminders and prompts 
from the practical school of effective 
communication. 

Establish a “drumbeat of communication” 
to the whole business. You should hold a 
town hall meeting at least every quarter so 
you can update everyone on progress 
against plan and key strategic issues. 

Be intentional about the way 
communication flows between your key 
meetings or working sessions. What is the 
pattern of meetings that culminate in your 
board meetings and how does information 
from your board meetings cascade back 
through the business? Unless you plan to 
make this work in a joined up way it will 
not. 

Be explicit about the priorities in the 
business and what you need each team, 
group or person to be chiefly focused on. 
You will never have all the resources you 
need to achieve all your objectives so 
people need to understand on a regular 
basis where the business has set its 
priorities. 

Recognise that people take on board 
information in different ways. Try using 
several different means of communication, 
such as ezines, webinars, small group 
lunches or suggestion boxes. 

Finally, don't forget to communicate 
externally to suppliers, customers and 
investors. 

 

Strategy 
While the vision you craft will be 
durable over a number of years, the 
strategy you develop to deliver the 
vision will evolve over time. Strategy is 
iterative, by nature. However, potential 
investors want to know in detail what 
your current strategy is. The key word 
here is detail. What gives you 
confidence that you will achieve what 
you say you will achieve? What is your 
cunning plan? Where is the background 
research that shows that this is more 
than simple wishful thinking? How do 
you know that this is a business with a 
strong potential for adding to the 
financial and social bottom line? How 
will you use your resources and what 
will your cash-burn be until you reach 
break-even? Will you actually get to 
break-even? In other words: is this a 
back-able business? 
 

All the books and courses I have ever seen on 
strategy make the same assumption: that the 
foundation of strategy is to beat the competition 
and win. This is not surprising; after all, strategy 
was born in the field of battle. Its language 
comes from strategic thinking through military 
terms such as “front line troops” 
“communication lines” “targets” “mission” and 
even “bullet points”. 

All this points to a bias towards gaining 
competitive advantage over the opposition. 
This is great if that is what you want to do. In 
this situation your SWOT analysis (Strengths, 
Weaknesses, Opportunities and Threats) is 
designed to get you one up on the 'enemy' and 
avoid being the casualty of the business war 
zone. 

In social enterprise the chances are that you 
will need to balance competitive with 
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collaborative, or at least co-operative, 
advantage. There will almost certainly be some 
other organisations and agencies that you will 
need to work closely with in order to gain a 
mutual advantage. However, if you simply 
follow these current strategic models, they are 
unlikely to lead you in the collaborative 
direction. My four P’s of Purpose, Progress, 
Partners and Potential offer one simple 
alternative to the traditional SWAT analysis. At 
least it makes you think differently.  

Investors want to see a business plan and like 
pages and pages of numbers. The temptation, 
therefore, is to provide an information 
memorandum of 80 closely typed pages with 
lots of 'slide-ware' and tables of data. However, 
if you read through 200 of these it normally 
comes down to a few simple things.  

Firstly, if you double the expected cost and 
halve the expected income will the business 
still be financially viable?  

Secondly, what are the five or six key 
challenges the business has to get right in 
order to gain traction in the market you have 
chosen to be in? If you can't say it simply in a 
few sentences you will struggle to convince a 
shrewd investor; he or she will have heard it all 
before.  

Thirdly, what are the external points of 
validation that give your strategy substance? 
These might be data about the market segment 
you choose to play in or demographic data 
about the people you are focused on.  

Fourthly, where is there any evidence that 
you are making progress against your plan? A 
couple of things you have already achieved will 
mean a lot more than a dozen things on your 
radar screen but still out of reach.  

Fifthly, what is it that you are not going to do 
in your business? What is outside your scope? 
Whatever you choose to include in your 
strategy should, by definition, exclude some 
other possibility so that your enterprise is 
clearly focused on its niche and not attempting 

to be “all things to all people”, which never 
works. 

Finally, who are the key people you have 
attracted to work with you on this enterprise 
and why are they compelling leaders of your 
business? While it is fine to have a clear leader, 
make sure you surround yourself with very able 
colleagues whose combined experience gives 
confidence. We’ll explore this further in the next 
section. 

 

The team itself 
Most leaders make the same mistake. 
They look for people they get on well 
with and appoint them to their 
leadership team. Maybe they were 
enthusiastic champions in the early 
days for the idea, or perhaps they were 
simply people they knew who wanted to 
be involved. However, getting the right 
people in at the senior level in a 
business is: a) not easy and b) critically 
important. Depending on which studies 
you reference, management quality 
makes up for some 40% of the variance 
for business performance. Fortunately, 
management selection is one area 
where it is relatively easy to have 
control through being picky and making 
good choices. So what do you need to 
look for? 
 

Let me start with the obvious: work out what 
skills, expertise and experience you need and 
look for people who evidence them through 
what they have achieved to date. The first 
simple rule is that if they can demonstrate to 
you that they have already achieved something 
in a previous role, they can probably repeat this 
success in the new role.  

The second simple rule is that you need to 
consider the career trajectory they are on. If 



 

 

We connect social enterprises  
with investors & the corporate world 

4th Floor, 20 Old Street, London, UK, EC1V 9AB 
+44 (0)20 7490 9520 
Company Registration Number: 6686965 

you have an accountant who has spent some 
time being a financial controller and now wants 
to be a financial director (assuming you need 
one) that is a normal career progression. On 
the other hand, if they have been in marketing 
and want to 'move over' to finance because you 
need a finance person, this is a non-obvious 
career progression and is unlikely to work.  

The third simple rule is that you need to make 
sure you have people working with you who are 
not like you. If you surround yourself with 
people with the same way of approaching work 
as yourself you will get along famously, but be 
very liable to group think and unlikely to 
engender the necessary level of contention and 
challenge every business needs in order to 
make real progress in a new area.  

So how do you know your team members are 
different from you? Start by knowing yourself 
(you don't need to change who you are, just 
hire people who are not like you). If you are a 
talkative, “think out loud” kind of person, make 
sure you have someone on your team who is 
more reflective, who will come back to you after 
a few days of having thought through what you 
said and provide you with a quality and depth of 
thought that you may personally miss. If you 
are a big picture, trend spotting kind of person, 
make sure you have someone on your team 
who is into the details and worried about what 
is happening today, rather than in your blue sky 
future.  

If you are someone who is good at deciding by 
your instinct or gut, or bases your decisions 
largely on prior experience, make sure you 
have a pure logic person on your team. This 
means having someone who can analyse the 
problem dispassionately and show you where 
the errors in your thinking have occurred. 
Finally, if you are a “just in time” kind of person, 
make sure you hire someone who really likes 
structure and wants to know what the plan is 
before they proceed. Of course, if you are 
reflective, detailed, logical and structured then 
find some people who are talkative, big picture, 
experience-based and flexible. You will know 
that you have it right when something about the 
person annoys or bores you. 

The last trick in hiring is to look for people who 
you think are better than you. This is one used 
by many successful serial entrepreneurs. They 
have no fear that they will hire people who want 
to replace them. They encourage a broad 
range of experienced views for debate to 
minimise the risk that they will take a wrong 
decision by missing some key data. 

But how do you hire people who are this good 
when the business has very limited money and 
you can't afford to pay the market rate? As a 
social business or enterprise, you have two 
useful tools here. The first is that you are able 
to offer a senior role in a social enterprise that 
aims to make money, but also make a 
difference. This gives those who are tired and 
weary of traditional commerce a renewed 
sense of purpose. That in itself is worth a lot of 
compensation. The second is that you can offer 
a small number of significant players a small 
amount of equity in your business. They will be 
taking a punt on their ability to help you turn 
this business into something with a strong exit 
value and therefore a useful return on their time 
in the medium to long term. 
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Measuring your 
team’s performance 
If you drive a car, you have a 
dashboard of data that tells you how 
much fuel you have left, how fast you 
are going and how far you have gone. 
Some cars offer you more information 
on how fast the engine is spinning and 
what radio station you have tuned into. 
Every business needs a dashboard of 
data that tells you and your investors 
how you are progressing. But what data 
do you need on your dashboard? 
 

Many businesses attempt to report too much 
information and get lost in a morass of data that 
becomes truly impenetrable. Most businesses 
need to work out which key ratios or indicators 
are really relevant and which ones are more 
background noise. I encourage teams to find 
the top six or seven performance indicators and 
find a way to represent these in a visual way. If 
you are using a business planning tool such as 
the balanced score card, business excellence 
or OGSM (Objective, Goals, Strategy, 
Measures) then these are likely to fall out of 
your business planning process. Getting it right 
takes time and most often the first things you 
measure require considerable refinement 
before they become elegant descriptors of 
business performance. Every business is 
different so it is not possible to offer an off-the-
shelf dashboard, but it needs to achieve three 
things. 

Firstly it must be capable of telling you how you 
are progressing at turning your vision into 
strategy and your strategy into action. 
Secondly, it must be capable of telling you 
about the progress you are or are not making 
on the priorities you have set and whether, in 
the light of experience, the original plans need 
refining. Rather than simply know that you have 
seven clients in your pipeline of sales, you also 
need to know which of these is most capable of 
helping you achieve your 'numbers' and 
therefore make the biggest difference. Rather 

than simply reporting progress against plan, for 
example on a Gannt chart or Waterfall chart of 
activities, you need to indicate what being 
ahead or behind plan means in the bigger 
scheme of things. Thirdly, the data must be 
capable of helping you take tricky business 
decisions, so that they are data driven or at 
least data referenced. 

The way most businesses develop their unique 
dashboard is to generate some management 
information and then keep on asking what it 
means until the refined output becomes a 
dynamic set of indicators that is as good at 
showing the performance over the last month 
as it is at showing what needs to happen next 
in order to achieve the plan. That takes time.  

As soon as you get investment money in, your 
investors will have their own set of demands 
(not requests) about how they want you to dice 
and slice the data. But now is a great time to 
ensure you are collecting and reporting data 
that tells you something useful and powerful.  

Getting all of this in place means you are an 
effective leader with a clear and compelling 
vision. You are busy developing your iterative 
strategy to turn your vision into traction in the 
market place and have attracted a talented 
team around you who complement your profile 
by being different from you. And you have a 
dashboard of data that really says something. 
I'd back you. 
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