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• Less than 10% of businesses are 
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• Venture Capitalists want to get 
back at least 30% per year and 
generally expect to get more.  
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Venture Capital cont.
• Ownership by venture capitalists 

can often exceed 50%.
• Venture capitalists can and 
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and colleagues.  

Venture Capital cont. 2
• Venture Capitalists generally invest 

in people, people who have founded 
and run a business.  

• The venture capitalists need an exit 
strategy from the beginning.
– Selling the business
– Taking the business public
– Three to seven years

• Usually not a realistic option
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business.
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• Home equity loans

– There are limits on what banks can do 
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– companies have to be market driven
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