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If you’re at this stage, you’ll regularly hear that your business 
must be ‘investor ready’. What does this mean in practice?  
Well, first it’s important to understand who actually plays a role 
in investment and, second, what are the processes you should 
know of and prepare for. 

Much of the investment process is spent by investors carrying 
out due diligence. This means, as a business, you must have all 
your business documents finalised and organised. We’re talking 
about employee and consultant agreements, business structure 

documents, shareholders’ agreement, intellectual property rights 
etc. The list goes on; however, it is important to get them all in 
order and be able to show certainty to prospective investors.

This e-book makes the astute business entrepreneur aware of 
some obstacles ready to trip you up and stall you from becoming 
investor ready. It includes tips on how to manage your business 
and best prepare it for future rounds of capital raising and 
global growth, leaving you with a clearer track to maximise your 
business’ potential and ensure it flourishes.  

Being Investor Ready: Doing it Right

Your business is in its early stages and you’re attracting interest from investors. 
Why? Probably some, if not all, of :

1
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Your bold idea 

Your inventions, brand and content 

You

Your business’ potential 

Remember that great idea you drew up on a napkin a while ago?  
That idea, in its current form, has investors interested;

In other words, your intellectual property rights are valuable;

More specifically, your team as guided by you. That team is pushing 
your business to the next level and investors see value in them; and

Investors see potential in your business to grow and, ultimately,  
allow them to sell their stake for a profit further down the line.
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DOING IT  RIGHT

From Seed to IPO
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Something that all start-up entrepreneurs need to understand is funding and investment rounds, they 
must know the seed from the Series C. The funding rounds start with the seed capital round, followed 
by series A, B and C. Even further down the line you may think about cashing out in an Initial Public 
Offering (IPO); however, let’s backtrack and start at the beginning.

Stage What is it for? Who’s investing? How much?

Seed

It’s worthwhile asking the question: have I 
received enough initial investment at an earlier 
stage to forgo seed investment and maintain 
my shareholding in the company? If not, 
probably keep reading.

Seed funding is used by startups to nurture 
the initial phase of a business including:

• Market research, such as identifying your 
target demographic and getting a grasp of the 
competition; and

• Development, which primarily involves 
solidifying any design or functional elements 
of your product or service and, ultimately, a 
product or service ready to launch.

Your business is young and 
unproven. This stage is for 
those who like to invest in 
risky ventures in the hope 
of a high return in the 
future, hopefully not too 
far!

We’re talking about angel 
investors and some venture 
capital firms who specialise 
in early stage investment 
only. 

$30k 

$500k

Series A

Your start-up has developed a relatively short, 
but positive, track record and you want to take 
it to the next level. This round of funding can 
provide opportunities to: 
• Enter new markets, engaging a wider 

demographic;

• Optimise key areas of your business, including 
distribution and marketing to provide greater 
efficiency and, hopefully, lower costs;

• Achieve new business goals; and

• Make-up for a shortfall in previous funding 
rounds.

This is venture capital firm 
territory.

Angel investors may still 
play a part; however, less so 
than in the seed round.

$1m

$5m

Investment Rounds
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Something that all start-up entrepreneurs need to understand is funding and investment rounds, they 
must know the seed from the Series C. The funding rounds start with the seed capital round, followed 
by series A, B and C. Even further down the line you may think about cashing out in an Initial Public 
Offering (IPO); however, let’s backtrack and start at the beginning.

Stage What is it for? Who’s investing? How much?

Series B

You are past the development stage and now 
it’s time to increase market reach further.

This requires investment in your marketing, 
business development, legal, media etc.

This investment round can provide for:

• Entering global markets;

• Acquisitions of other businesses to increase 
market share or your business’ IP portfolio;

• Expanding your team, including the 
equipment they will need such as computers 
and other equipment. More office space may 
be required.

Much of the same players 
from Series A (VC firms). 
There are also VC firms who 
specialise in this later stage 
of investment.

$5m

$15m

Series C

You’re definitely no longer considered a 
start-up at this stage and so it comes time 
to expand. This can be achieved by acquiring 
or merging with competitors or expanding 
further into global markets. How does Europe 
sound? Which country or region is regarded as 
the latest ‘emerging economy’?

This is where the major 
players come in – hedge 
funds, investment banks 
and private equity firms join 
the pool of investors you’ve 
already encountered in 
previous rounds.

$25m

$100m

Investment Rounds
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Raising capital for your business can require burdensome disclosure requirements. 
The level of disclosure required usually depends on three factors, being: 

1 The type of company raising capital 

Proprietary Companies

Public Companies

As a proprietary company, you can raise capital from:

1. Existing shareholders;

2. Employees; and

3. General public, only if it requires no disclosure document.

You can raise funds without a disclosure document in several exceptional circumstances including:

• If the offer is a personal offer to investors familiar with the affairs of the company. This includes ‘small scale offerings’, 
meaning no more than 20 issues or offers have been made in 12 months; or

• If the investor is deemed to be a sophisticated or professional investor.

As a public company, you can raise funds by issuing securities (equity or debt) to investors. Generally, you must provide 
disclosure documents that could include:

• Prospectuses;

• Offer information statements;

• Profile statements; or

• Simple corporate bond prospectuses.

The most common disclosure document is a prospectus, with onerous obligations. However, if your company is listed 
(e.g. ASX listed), these obligations may be relaxed due to your ongoing disclosure obligations under the regulations of the 
financial market your shares trade on. Some of the information has already been disclosed to market, therefore, need not be 
disclosed in the prospectus.
You may not need to provide a disclosure document if the investors are classified as sophisticated.

Disclosure Requirements
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Disclosure Requirements

Raising capital for your business can require burdensome disclosure requirements. 
The level of disclosure required usually depends on three factors, being: 

2

3

The type of investor investing 

Capital being raised 

The disclosure requirements for raising funds are considerably relaxed if the investors 
are ‘sophisticated’; as deemed by the Corporations Act 2001. A sophisticated, or 
wholesale, investor meets one following criteria:

• Has net assets of $2.5million;
• Has had an income in the previous 2 financial years of $250,000 or more; or
• Is investing $500,000 into the securities offered by your company.

Depending on how much capital a business intends on raising, and from each investor, 
disclosure requirements can vary greatly. The ‘small scale offerings’ referenced earlier, 
if complied with, exempts a business from having to issue disclosure statements. 
Further, when a sophisticated investor is investing more than $500,000, no disclosure 
is required. Similarly, if an offer is being made to a ‘professional investor’ no disclosure 
is required.
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DOING IT  RIGHT

Investment  
from Overseas
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Australia’s foreign investment review framework 
is primarily governed by the Foreign Acquisitions 
and Takeovers Act 1975 (Cth) (FATA) & the Foreign 
Acquisitions Takeovers Fees Imposition Act 2015 
(Cth). The former permits the Treasurer to review 
and/or block certain foreign investment proposals, 
while the latter sets the fees for foreign investment 
applications and notices in Australia. 

When making foreign investment decisions, the 
Treasurer is advised by the Foreign Investment 
Review Board (FIRB), a non-statutory advisory body 

that examines foreign investment proposals, advising 
on the national interest implications of particularly 
large transactions. Ultimate responsibility for 
deciding rests exclusively with the Treasurer. 

The government, to ensure they are not contrary 
to Australia’s national interests, reviews all foreign 
investment proposals. Decisions involve a delicate 
balancing exercise; being the need to attract and 
retain foreign investment with the need to protect 
the national interests of Australian businesses and 
ownership.

Foreign investment regulation

Notifiable investments 
Notification requirements vary and are based on several factors, including whether the investor is a foreign government or non-
government investor, what type of acquisition is being proposed and whether the acquisition is subject to monetary thresholds and FTA 
commitments.

Types of acquisition 
Business

• Proposals by a foreign investor to acquire an interest 
of 20% or more in any business valued at $252 million + 
require prior approval.

• Proposals by a foreign investor from Chile, China, Japan, 
Korea, NZ and/or the US require prior approval if the 
business is valued at or above $1,094,000.

Agribusiness 
• Foreign investors seeking to acquire a direct interest 

(generally at least 10%) in an agribusiness, where value of 
investment is more than $55 million require prior approval. 

• If the investor is from Chile, NZ and/or US, prior approval 
is required if investment is greater than $1,094,000.

Land
• Prior approval required if acquiring an interest in 

commercial land in Australia (different rules apply 
depending on whether land is vacant or developed).

Media business 
• All foreign persons must get approval to make investments 

of at least 5% in an Australian media business, regardless 
of value of the investment.
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The Investor  
All foreign government investors seeking to acquire a direct interest in an Australian entity or an 
Australian business or to start a new Australian business, regardless of the value of the investment 
need prior approval. Even if the investor does not necessarily fall into above-mentioned categories, it is 
required that their intention to acquire an interest is registered to avoid the risk of the Treasurer making 
an adverse order for non-compliance. 

Other obligations 
• If the foreign investor is looking to take on a directorship role of an Australian incorporated company, 

they must know of all directors’ obligations under Australian law. The obligations are extensive and carry 
with them significant responsibilities, breaches of which are not treated lightly by Australian authorities. 

• There is a need to be aware that there are serious civil and criminal penalties for both individuals and 
corporations who engage in insider trading.

• Further, there is also a need to be aware that there are serious civil and criminal penalties for both 
individuals and corporations who engage in conduct that amounts to market manipulation. 

• Where a company is listed, under the Corporations Act and ASX Listing Rules if it controls 5% or more 
securities in an ASX-listed entity it must lodge a substantial shareholder notice with the listed entity and 
the ASX. It is then required to lodge further notices whenever its shareholding increases or decreases by 
over 1 per cent. 

Foreign investment regulation
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DOING IT  RIGHT

Business Plan
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Entrepreneurs are often good at the visual and long-term strategy plans however often lack 
the skills in putting pen to paper and accurately and strategically mapping out a business idea. 
A business plan is an integral party of every business. While it is never an exercise in perfection, 
it is a document that addresses the key criteria required to start up your own business and gain 
legitimacy among the industry. It is a strong business tool and one that should address some key 
elements of your business including:

Without a clear plan, your idea and business can go from brilliant to nil very quickly. An idea is only as 
good as its execution and having a strong, well thought out and practical business plan will place you and 
your business miles ahead of the rest. 

A lot of new businesses and entrepreneurs get carried away in the start-up phase and figure that their 
passion, optimism and commitment is enough to build and sustain a successful company. A business plan 
allows you to identify what could go wrong with the business, set clear values, mission and purpose and 
can allow you to bench mark your business against your competitors.

There are many benefits to having a business plan, and here are just three:
1. It provides you an opportunity to road test your business idea;
2. It allows you to roadmap and timetable your goals and objectives; and
3. It is a snapshot of your business which you can provide to banks, incubators, VC’s and others. 

Without a strong business plan, a business risks being unprepared for not having considered what could go wrong in 
any range of situations. The time invested in developing a business plan is never wasted and the more time you spend 
developing your plan, the more prepared you will be.

1. https://www.fairwork.gov.au/how-we-will-help/templates-and-guides/fact-sheets/rights-and-obligations/contractors-and-employees-whats-the-difference 

1

2

3

4

Structure

Forecasting

Financing

Market Analysis
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Business Plan

The elements  
You know what the purposes of a business plan are and what benefits a good 
one offers your start-up, but before you embark on establishing your own, 
consider just a few of the common elements that all good ones should include.

Business summary:  
This section will commonly articulate the management or operations side of your business, 
such as the organisational structure, registrations and licences, locations, position descriptions 
and reporting lines and product or service offerings. 

Future: 
The business’ vision statement, its values and goals that will aid in developing a small business 
into a global one, all while remaining true to the core values established in the business plan at 
the beginning. 

The market: 
This section will look closely at the market you operate in, demonstrating an understanding 
of it and how the business will capture consumers, compete with competitors and what 
marketing strategies will assist in achieving targets. 

Finances: 
This section will draw on the numbers and the figures that demonstrate how the business will 
be funded, what costs are anticipated and what financial targets are aiming to be reached. 
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DOING IT  RIGHT

Business Structure
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Recruitment and Termination

Time to incorporate
If you’re preparing your business for investment, it should be incorporated. It is vital you understand what this means for you 
and your business.

Here are a few frequently asked questions regarding incorporation that every business owner and entrepreneur should know.

What is a company?
A company is a legal entity separate from its directors, shareholders and employees. A company allows an ‘arms length 
approach’ to the dealing of business with the company bearing the legal and financial personality and responsibility. 
Companies are governed by strict rules and compliance through ASIC.

What is a company constitution?
Your company’s constitution is one of the most important documents investors will look at during the due diligence 
process. The document, sometimes drafted during incorporation, includes rules governing the relationship between the 
company, the shareholders and the directors.

Your company may rely on the replaceable rules set out in the Corporations Act; however, they may not be suitable to 
your company. Understanding the replaceable rules and adapting them to the needs of your business is important.

Your company constitution should include rules for, amongst other issues:

• Directors’ meetings and resolutions;

• Shareholder meetings (including quorum of meetings and proxy voting); and

• Shares (including separate classes of shares).

Do I have duties as a director?
As a director, you have several duties to uphold, under the Corporations Act.  Some of these include the duty:

• To exercise your powers with care and diligence;

• To exercise your powers in good faith in the best interests of the company and for a proper purpose;

• Not to use your position, or information obtained through your position, to gain a personal advantage or an 
advantage for someone else;

• Not to use your position, or information obtained through your position, to cause detriment to the company; and

• To not allow the company to trade if it is insolvent.

It can be difficult to ascertain whether action taken, or going to be taken, by you or another director is contrary 
to the Corporations Act. If you are unsure, you should seek legal advice before undertaking any activities you are 
personally unsure of; the risks are too great not to. 
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DOING IT  RIGHT

Shareholder Rights  
and Agreements
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Shareholder Rights

As a business seeking investment, you must be aware of shareholder rights and 
how they can affect the business and the shareholders.

Minority Shareholders – Majority Rules?

Rights Issues

Majority shareholders may expect your business to act in their best interests, often acting detrimentally 
towards minority shareholders. The Corporations Act safeguards minority shareholders’ rights, 
meaning, when running your business, you cannot treat them as mere token investors.

Minority shareholders can seek relief from the courts if, in running your business, directors:

• Act contrary to the interests of the shareholders as a whole; or

• Act oppressively or unfairly prejudicially towards a shareholder.

There is no definition of what would be contrary to the interests of the shareholders as a whole or 
oppressive and unfairly prejudicial conduct, leaving the conduct of your business to be objectively 
assessed based on the eyes of the reasonable commercial bystander. This leaves the extent of the 
repercussions of your business’ actions in the hands of the court and in a world of uncertainty.

Often, minority shareholder oppression is pursued in the courts regarding proprietary companies 
because there is not a widely accessible market for dissatisfied shareholders to sell their shares.

Companies can raise funding by allowing existing shareholders to buy more shares at a discounted rate. 
This form of funding is often used to pay down debt if there aren’t any viable credit options available; 
however, it can also fund growth and expansion.

Essentially, the existing shareholder is offered a right (usually pro rata based on their current 
shareholding position) to purchase additional shares in the company at a later date for a value below 
the current market rate. Investor gains more shares in the company and the company raises capital; 
win-win, right? Maybe.

Shareholder should understand that the value of each share will be diluted due to the increased 
number of shares issued, and therefore the value of their overall shareholding position may decrease 
despite holding more shares.
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Shareholder Rights

Shareholder Agreements

What is included in this agreement?

One of the most important documents investors will look at is your Shareholders’ Agreement. 
A Shareholder Agreement provides a vehicle for the movement of shares of a business and clearly determines the rights of all shareholders, 
including when they can exercise such rights. While such an agreement will look slightly different depending on the industry and structure 
of business to which it applies, it will commonly detail any restrictions on transferring shares and to who it applies, the circumstances 
under which shares can be forcibly transferred and nomination clauses. The agreement can concern only the founders of a business, or its 
investors or both. Without it, a business faces many uphill battles simply by virtue of the unknown; that is, not knowing what process to 
follow when a founder departs, an investor joins, an employee is made partner, or a disagreement arises.

Shareholder rights to appoint directors: 

Subject to the shareholders’ agreement, the directors make  
the majority of the decisions for the company; the shareholders 
do not. It is important to outline who may appoint directors (such 
as members holding over 25% of shares in the company) and when.

Veto rights: 

Can shareholders veto the decisions of the directors? 
If so, which decisions? A common example is director 
remuneration.

Decision-making: 

Do some decisions have to go to a shareholder vote? If so, which 
ones and is it by majority, special or unanimous vote? It’s also 
important to outline how decisions will be made in a deadlock 
scenario.

Dividends: 

Some investors may be interested in their rights to dividends. 
Make sure they know of the circumstances in which dividends may 
be payable.

Tag-along rights: 

If a takeover offer is made and the majority shareholder agrees to 
sell, consider giving minority shareholders the right to ‘tag-along’ 
and sell their shares on the same terms . This is a form of minority 
shareholder protection.

Drag-along rights: 

You may want to include a provision in the shareholders’ 
agreement outlining provisions for when: a takeover offer is made; 
the majority shareholder agrees to sell their shares; and wants to 
‘drag-along’ the minority shareholders to complete the takeover. A 
drag-along provision can force minority shareholders to sell their 
shares on the same terms as the majority shareholder.

How shares are subscribed to: 
Set out clearly how shares are subscribed to such as providing cash funding, services or transferring IP rights.
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DOING IT  RIGHT

Intellectual Property 
Rights and Strategy
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Showing investors you have your intellectual property portfolio in order, including trademarks and patents, is 
important. The idea is to show you have a brand protection strategy in place; competitors should not be able to 
steal your idea or take a free-ride on the reputation of your brand.

Intellectual Property Rights and Strategy

Trade Marks
Creating the name and logo for your business is often where your idea, originally fleshed out on paper, a restaurant 
napkin or in your head, becomes reality. The business name and logo is what customers will associate with your 
services or products and investors will want to see it has been protected. It’s important to protect them. 
A few things to consider when deciding on your name and logo from a trade mark perspective:

Distinctiveness
Your business will stand out amongst the crowd 
if your name and logo is distinctive. From a trade 
mark perspective, it’s considerably easier to 
receive IP protection when distinctive words and 
logos are used.

Define your class 
It’s important to understand the trade mark class(es) your 
business falls under before applying for a trade mark. The class 
will define which sectors you will be protected under and, 
therefore, leaves you unprotected in other classes.

1 3

2 4Similar names
You will face problems receiving trade mark 
protection for a brand name similar to another 
which is already a registered trade mark. If you 
continue trading under the name, you’ll be 
unprotected and may be infringing third party 
owned trademarks. 

Imagine spending a lot of money on marketing 
your brand, including that new shiny website, and 
then IP Australia come knocking at your door? 
It’s an avoidable disaster. Seek legal advice before 
spending significant money on marketing. 

Operating overseas
You may be selling your services or products overseas. Protect 
yourself in those countries just like you would in Australia. 
Registering your trade marks overseas will protect your brand in 
those markets. Sometimes you may need to engage an agent in 
that overseas market. Legal professionals often have agency links 
already set up for this purpose.

It’s also important to check whether there are any registered 
trade marks in the overseas market similar to your Australian 
trade mark. If so, and you sell under your brand name in that 
market, you may be infringing another company’s IP rights and 
find yourself sued in a foreign jurisdiction.

Investors may be interested in your business because of its global 
reach; however, they can quickly lose interest if your brand, 
product or services are not protected globally.
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Intellectual Property Rights and Strategy

Promotional campaigns
Investors will want to see a company operating in a way that limits their exposure to disputes.  
Demonstrating that you have talent release agreements and a sense check policy for your social media posts 
will demonstrate you are managing the risk of your business.
With many promotional campaigns, whether you’re selling products or providing services, you will likely 
engage a photographer and talent for the promotional images or using images found elsewhere. It’s 
important you own the full unencumbered rights to use the images for all media platforms, including social 
media and print. A few key issues to consider are below:

Talent releases

Have a clear and concise release signed by your 
model setting out that they are giving consent to 
you capturing the images and using them in any 
future promotional material – i.e. you will own 
the copyright to the images. It’s also important to 
include a clause outlining that the model will not 
receive payment for their part in the agreement, 
other than that agreed upon for the engagement.

Take particular care when dealing with talent 
minors, as is often the case with businesses selling 
products targeting children. The parent or guardian 
of the child must sign the release.

Sense checking social media posts

Businesses often use images owned by third parties to 
promote a product or new service on social media. Think 
about the celebrity memes you see while scrolling down your 
Facebook feed. Although these posts are often intended to be 
parodies or satire, they may not be from a legal perspective; 
you may be infringing copyrights owned by third parties.

The area of law covering fair use of images for parodies 
from a copyright perspective is vague and uncertain. Often 
comprehensive legal analysis is required to gain a more solid 
idea of whether the media used is likely to be a parody or not. 
It may not be worth facing legal action from the copyright 
owner for the sake of a few (hundred) likes on Facebook. 

Another legal issue to consider is passing off: before 
Instagramming your manipulated image of Justin Bieber 
wearing your latest product, it’s important to establish 
whether the image gives the impression he endorses your 
product/service or is clearly meant as satire or a parody. Bieber 
(and other companies) are known to spend considerable sums 
of money engaging lawyers to protect their brand image and 
pursue any third parties exploiting that image.

1 2
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DOING IT  RIGHT

Suppliers & Customer 
Contracts
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Contracts

If you come to us with unwritten agreements, we can help you; if you 
go to an investor with unwritten agreements, they may walk away.
Clients will often forgo pursuing any breach of contract or issues arising out of an agreement if no 
written agreement is in place. However, in contract, four key elements must be met in order for a 
binding contract to be in place, being offer, acceptance, intention and consideration. Aside from these 
four elements, which more or less operate invisibly and with no express mention, you want to be sure 
your sales or service contracts are fair, clear, concise and relevant. 
Our experience tells us that clients who are unhappy with a contract or not getting their way will make a formal complaint 
to either Consumer Affairs or the Australian Competition and Consumer Commission. As a business, you want to avoid 
dealing with either. Don’t get caught out; pay close attention to the clauses in your sales or service contracts. 

Some tips to avoid complaints:
• Highlight clauses which are most likely to become an issue if a dispute occurs such as early termination fees, automatic 

renewals, direct debit requirements and debt recovery procedures; 

• Make sure these clauses are clearly set out, fair and reasonable and require acknowledgement by the supplier or customer; 

• Termination fees must be appropriate in light of any costs actually incurred by your business. 

Remember these key words for your contracts:  
appropriate, fair, reasonable and acknowledgment. 
Whilst you can download many legal templates online, these blanket agreements ought to be modified and tailored to 
the needs of your business and your contractual arrangement. A document that accurately reflects the intention of the 
parties is “worth the paper it’s written on”.

Be sure that it’s worth the paper it’s written on! Time and time again we have clients coming to us saying, 
customers are walking away from contracts and there is no way of enforcing them. When we ask to see a 
copy of that agreement, more often than not, a written agreement does not exist, and rather the agreement 
is made up of oral conversations between the parties, no real evidence of the set amount the client agreed to 
pay or any terms of cancellation.
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What I must do Documents I need

Business 
Structuring  
& Governance

1. Incorporate the business Certificate of registration and all related 
ASIC documents

2. Put together a company constitution relevant to the 
business Company constitution

3. Put together a shareholders’ agreement Shareholders’ agreement

4. Record minutes of meetings and resolutions Minutes of all meetings and copies of any 
resolutions made

Employees

5. Understand the difference between employees and 
independent contractors

Employee contracts including standard 
employment terms

6. Ensure all employees, including directors, have written 
contracts Contractor or consultant agreements

7. Ensure all consultants or independent contractors provide 
services under a written contract Superannuation documents

Intellectual 
Property

8.
Ensure my brand name, logo and slogans have registered 
trademarks in the company’s name, for all countries the 
business operates in

Certificates of registration of IP rights

9. Sense checks on any images used in promotional campaigns 
(e.g. social media memes)

Social media policy including sense check 
procedures

10. Register all patents, design rights, domain names and 
business names in the company’s name

Copies of all agreements assigning 
unregisterable IP rights

11. Ensure all unregisterable IP rights are assigned to the 
company using written agreements such as talent releases Copy of standard non-disclosure clauses

12. Include non-disclosure clauses in supplier, customer and 
employee contracts

Contracts 13. All supplier, customer and miscellaneous contracts must be 
written and enforceable

Copies of all contracts with customers 
and suppliers including standard terms 
contracts

Insurances 14. All insurances including public liability, cyber and directors’ 
insurance Copies of all insurance policy contracts

Checklist
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At Law Squared, we partner with fit pros who need our technical help and expertise. 
We’d love to have a chat with you, so feel free to drop us an email  
hello@lawsquared.co
–
Law Squared / Melbourne
Level 13, 114 William Street, Melbourne, Victoria, 3000
Telephone (03) 9008 5954   Fax (03) 8678 1269
–
Law Squared / Sydney
Level 13, 50 Carrington Street, Sydney, New South Wales 2000 
Telephone (02) 8315 3236   Fax (03) 8678 1269
–
Law Squared / Brisbane
Level 6, 140 Creek Street, Brisbane, Queensland 4000 
Telephone (03) 9008 5954   Fax (03) 8678 1269
 – 
www.LawSquared.co

We have created this information pack for your use and enjoyment. The content - including publication- is intended only to provide a summary and general overview on matters of interest. It is not intended to be comprehensive nor does it constitute legal advice. 
We attempt to ensure that the Content is current but we do not guarantee its currency. You should seek legal or other professional advice before acting or relying on any of the Content. Law Squared is not responsible to you or anyone else for any loss suffered 
in connection with the use of this content. Law Squared makes no warranties or representations about any of the content. We exclude, to the maximum extent permitted by law, any liability which may arise as a result of the use of this content or the information in it.
Where liability cannot be excluded, any liability incurred by us in relation to the use of the content is limited to the extent provided for by the Australian Consumer Law (Schedule 2 of the Competition and Consumer Act 2010). To the extent permitted by law, we will not 
be liable for any indirect, incidental, special or consequential loss. Unless otherwise indicated, Law Squared owns the copyright in the content. This publication is for your information and interest only. It is not intended to be comprehensive, and the content does not 
constitute and must not be relied on as legal advice. You must seek specific advice tailored to your circumstances.

Disclaimer

BEING

INVESTOR READY
Doing it Right


