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that match your company will improve your 
fundraising chances.

Lastly, do not forget geography. Are any inves-
tors a walk, car ride or short plane trip away? 
This may seem an obvious approach from a 
logistics perspective, but there are multiple rea-
sons to look locally. Investors need to be courted 
over long periods of time. Proximity makes this 
easier, particularly when you are engaging with 
smaller investment groups that have more lim-
ited footprints; most angel networks invest only 
in a particular locality.

It is worth considering not only your pres-
ent capital needs but also your company’s pro-
jected future needs. If you are developing a drug 
or a medical device, your company will need as 
much as tens of millions of dollars of exter-
nal funding from several capital raises spread 
across a span of years before attaining a revenue 
stream. It is never too soon to think about what 
your company will need further down the line. 
Establishing a dialog with later-stage investors 
early and visiting often streamlines the financ-
ing of the organization over time, reducing the 
amount of effort and resources required for fur-
ther rounds over the organizational life cycle.

Attempting to identify the appropriate 
investors to contact now and in the future 
can be a challenging endeavor, but there are 
many database services that provide infor-
mation on the variety of investors avail-
able (Box 3 and Table 5). These services 
can aid you in developing an outreach strat-
egy tailored to your profile, position and  
objectives.

Conclusions
The fundraising landscape for early-stage life 
science companies has changed dramatically 
over the past several years. Venture capital-
ists may not always be the first, or even the 
most attractive, category of investor for your 
company. Entrepreneurs and young com-

panies need to look toward new, emerging 
categories of investors to provide the fund-
ing that was historically provided by venture 
capital. Corporate venture funds, angels and 
angel networks, government agencies, foun-
dations, patient advocacy nonprofits, fam-
ily offices and hybrid funds are all actively 
investing in this sector.

This pace of change in the investment 
landscape now requires, more than ever, 
that entrepreneurs be nimble, informed and 
flexible. Creating a target list of investors 
that includes the newly emerging sources of 
capital, and focusing on those with a clear 
fit and strong interest in the company’s stage 
and business, will increase the probability of 
fundraising success.
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Figure 2  Examples of investor diversity in fundraising for early-stage life science companies. data from 
deals closed in the last 12 months.

Berger was the principal founder of Ariad and has served as 
its chairman and CEO for more than 20 years. Trained initially 
as a physician, he spent time at Centocor before starting up 
Ariad out of his home. Nature Biotechnology spoke to him 
about developing Iclusig, the difference between managing 
a patient’s health and running a company, and how a public 
entity deals with bad news. http://www.nature.com/nbt/
podcast/index.html
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