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Anchors of Superior Businesses

• Create or add significant value to a customer 
or end user

• Fix a real problem in the market, something 
that is truly a market pain.

• The need for the product or service is 
pervasive, the customer wants urgently to fix 
it, and the customer is willing to pay to fix it.
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Anchors of Superior Businesses

• The founders and management team have 
collective domain experience that matches 
the opportunity.
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Anchors of Superior Businesses

• Have robust market, margin, and profitability 
characteristics that the entrepreneur can 
provide
• Large enough ($50 million+)
• High growth (20 percent +)
• High margins (40 percent +)
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Anchors of Superior Businesses

• Have robust market, margin, and profitability 
that the entrepreneur can prove

• Strong and early free cash flow (recurring 
revenue, low assets, and working capital)
• High profit potential (10 to 15 percent or more 

after tax)
• Attractive realizable returns for investors

(40percent + IRR)
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Screening Methodologies

• QuickScreen
• Provides a broad overview of an idea’s potential
• Enables the entrepreneur to conduct a 

preliminary review and evaluation of an idea in a 
short period of time
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Screening Methodologies

• Venture Opportunity Screening Exercises 
(VOSE)
• Segments the screening of ideas into extremely 

detailed but manageable pieces

6-7



6-8



6-9



6-10



6-11



6-12



6-13



6-14



6-15



6-16



6-17



6-18



6-19



6-20


	PowerPoint Presentation
	Anchors of Superior Businesses
	Slide 3
	Slide 4
	Slide 5
	Screening Methodologies
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20

