25 Capital Raising Strategies
to Attract Investors

By Richard C. Wilson
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%@‘ Family Office Club

The Family Office Club is the largest family 4%
office association globally with more than
84,000 members including representatives
of the largest multi-family office and single
family office advisors in the world.

The Family Office Club offers growth capital
access to private businesses, a training and
certification program, a family office
database, and quarterly events in top
financial cities around the world for family
office summits and workshops.

For membership options or information on our conferences or
family office database please visit:
call (212) 729-5067, or email us at Team@FamilyOffices.com

For Growth Capital Funding or Selling Your Firm please call
(503) 922-1811 or email me directly at
Richard®@BillionaireFamilyOffice.com



http://familyoffices.com/

43" Wilson Holding Company
Seen

Holdings: Over $10M in Revenue, 30+ Employees, 90 Oil Wells, $400M AUM

Wilson Conferences — Bullion $400M AUM — 33-Year-Old Oil Business
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25 Capital Raising Strategies
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Strategy #1: Multi-Modal Marketing




Strategy #2: Build a Capital Raising Team




Strategy #3: Find a Big Brother Partner




Strategy #4: Organize Your Niche or Investor Set
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Strategy #5: Be Unique




Strategy #6: Don’t be Too Creative




Strategy #7. Alighment of Fees & Transparency




Strategy #8: Segment Investors



Strategy #9: Use Investor Databases

Visit http://FamilyOfficeDatabases.com



http://familyofficedatabases.com/

Strategy #10: Conferences & Annual Events

See



http://wilsonconferences.com/

Strategy #11:. HNW Profession Channels




Strategy #12: Write a Book

SINGLE FAMILY
OFFICE

bout the book Lorem ipsum dolor sit amet, consectetuer adipiscing
Aelit. Aenean commodo ligula eget dolor. Aenean massa. Cum sociis

natoque penatibus et magnis dis parturient montes, nascetur
ridiculus mus. Donec quam felis, ultricies nec, pellentesque eu, pretium quis,
sem. Nulla consequat massa quis enim. Donec quam felis, ultricies nec,
pellentesque eu, pretium quis, sem. Lorem ipsum dolor sit amet, consectetuer
adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa. Cum sociis
natoque penatibus et magnis dis parturient montes, nascetur ridiculus mus.
Donec quam felis, ultricies nec, pellentesque eu, pretium quis, sem.

RICHARD C. WILSON

About the author Lorem ipsum dolor sit amet,
consectetuer adipiscing elit. Aenean commodo ligula
eget dolor. Aenean massa. Cum sociis natoque
penatibus et magnis dis parturient montes, nascetur
ridiculus mus. Donec quam felis, ultricies nec,
pellentesque eu, pretium quis, sem. Nulla consequat
massa quis enim. Donec quam felis, ultricies nec,
pellentesque eu, pretium quis, sem. Lorem ipsum
dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget
dolor. Aenean massa. Cum sociis hatoque penatibus et magnis dis parturient
montes, nascetur ridiculus mus.

httpi//www.SingleFamilyOffice.com
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Operate in Your Space

Strategy #13




Strategy #14: Build a Credibility/Sourcing Board




Strategy #15: Always Meet in Person




Strategy #16: Newsletter Drip Monthly

212) 729-5067

FAMILY OFFICE MONTHLY

October 2014

clcome to another edition of

Family Office Monthly, an in-

side look at the family office
world from the Family Offices Group
association. We enjoyed seeing many of
you at our recent Family Office Super
Summit in Miami, where 325+ attendees
listened to more than 50 speakers,
multiple panels, and took advantage of
plenty of networking opportunities
throughout the 3-day conference.

In this month’s edition, we will first un-
cover several myths in the family office industry. Starkey International will
provide a detailed look at the cost of turnover in the private residences of
high-net-worth families. As usual, we connect you with a number of free
resources including the latest episode of the Family Office Podeast and
access to our recent Family Office Q&A webinar. We sincerely hope that
you enjoy this edition and please do not hesitate to contact our team via ¢-
mail to Clients(@

‘amilyOffices.com or speak with our client services
s at (212) 729-5067.

specialis

message that came across is that the

4 Family Office Industry
Myths

In this free article, 1 wanted to share a
few myths in the family office industry

large instimnional investors are sull

the main draw for large funds but

there is increasing pressure to provide
8 referred terms. Page 5

that I've heard over the years. 1hope P

vou enjoy this piece and thatir gives

you more insight mnto how family

offices operate. Page 2

Institutional Capital
Changing the Tide for GPs

1 wanted o share a few comments af-
ter meetings this week with a number
of GPs in New York. One consistent

The Real Cost of Turnover in
a Private Residence

When there is Staff mrnoverina
private residence more may be lost
than just time and energy to rehire
for that position. There is substantal
Financial and Emotional loss for the
Principals and family. Page 7

Upcoming
Family Office
Conferences

The Annual Single
Family Office Summit

February 9th, 2015
New York City

The Direct Investing &
Deal Flow Summit

May 8th, 2015
Chicago

100% Free Admission
Free Admission for

Qualified Family Offies

More 2015 Conferences fo be
Announced Shortly

Registration Opens Soon
wn WilsonConfererices.com




Strategy #17: Map Out Investor Experience




Strategy #18: Use Video to Engage




Strategy #19: Tell Stories

ARMS OF WILSON,
Of Penrith, Co. Cumberland, and Waeilsbourne, Lincolnshire
Granted 1586,
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CORNER OF BERKELEY AND MARLBONOEGH STREKTS




Strategy #20: Invest in Yourself & Offering




Strategy #21:. Systematize Your Capital Raising
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Strategy #22: Secure Unfair Advantages




Strategy #23: Clearly Communicate Your USP




Strategy #24. Use the Physician Approach




Strategy #25:

Build an Investor Funnel

Interviews or Article
Published

White Papers, Reports,
or Surveys

Books Published

Speeches
Live/Recorded

Meetings

Capital




Disclaimer

This document does not constitute an offer to sell any securities.

Any securities offered are through Rainmaker Securities, LLC - a registered broker dealer, Member
FINRA/SIPC, 500 N. Michigan Ave, Suite 600; Chicago, IL 60611. These securities are speculative and
involve a high degree of risk. As such the securities are only being offered to investors who are
“Accredited Investors” as defined by the Securities Act of 1933 as amended, who have experience
investing in early stage private companies, and are financially capable of losing any investment
made in the Company. The securities have not been approved or disapproved by either the SEC or
any state agency, nor has either the SEC or any state securities commission endorsed the accuracy
or adequacy of the referenced Offering Document. Any representation to the contrary is a criminal
offense.

Some of the statements in this Document are “forward-looking statements.” These forward-
looking statements involve known and unknown risks, uncertainties and other factors that may
cause our actual results, levels of activity, performance, or achievements to be materially different
from any future results, levels of activity, performance, or achievements expressed or implied by
these forward-looking statements. These factors include certain risk factors that are described in
the Offering Document, as well as other documents furnished to potential purchasers. In some
cases, the recipient may identify forward-looking statements by terminology such as “may,” “can,”
“will,” “should,” “could,” “expects,” “plans,” “believes,” “estimates,” “potential,” “intends,”
“continue” or the negative of these terms or other comparable terminology. Although the
expectations reflected in the forward-looking statements are believed to be reasonable, no
guarantee of future results, levels of activity, or performance is given.
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%@‘ Family Office Club

The Family Office Club is the largest family 4%
office association globally with more than
84,000 members including representatives
of the largest multi-family office and single
family office advisors in the world.

The Family Office Club offers growth capital
access to private businesses, a training and
certification program, a family office
database, and quarterly events in top
financial cities around the world for family
office summits and workshops.

For membership options or information on our conferences or
family office database please visit:
call (212) 729-5067, or email us at Team@FamilyOffices.com

For Growth Capital Funding or Selling Your Firm please call
(503) 922-1811 or email me directly at
Richard®@BillionaireFamilyOffice.com



http://familyoffices.com/

Connect Directly

- 7

Richard C. Wilson
CEO/Founder
Wilson Holding Company
Direct Line: (503) 922-1811
77 Harbor Drive Suite #76
Key Biscayne, FL 33149
Richard@FamilyOffices.com

Our Offices

B

Key Biscayne, FL New York, NY

Sao Paulo, Brazil Portland, OR
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