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The	
  Offer	
  –	
  Our	
  Six	
  Criteria	
  

1.  Cheap	
  to	
  implement	
  
2.  Quick	
  to	
  implement	
  
3.  Cheap	
  to	
  operate	
  
4.  Wide	
  base	
  of	
  fan	
  ownership	
  
5.  Capable	
  of	
  raising	
  enough	
  money	
  
6.  Available	
  to	
  Leeds	
  fans	
  of	
  all	
  ages	
  &	
  from	
  

around	
  the	
  world	
  



Leeds United supporters buy shares in Leeds Fans Community Benefit Society

Leeds Fans CBS buys shares in Leeds Fans Utd

Leeds Fans Utd buys shares in LUFC

Later	
  this	
  year	
  a	
  Founda:on	
  will	
  be	
  	
  
Formed	
  to	
  buy	
  shares	
  in	
  the	
  Society	
  	
  
on	
  behalf	
  of	
  future	
  genera:ons	
  of	
  	
  

Leeds	
  supporters	
  

Supporters	
  inves:ng	
  over	
  £10,000	
  	
  
will	
  be	
  able	
  to	
  buy	
  shares	
  	
  
directly	
  in	
  Leeds	
  Fans	
  Utd	
  



Where	
  We’re	
  At	
  
•  Confirmed	
  and	
  cleared	
  investments	
  of	
  almost	
  £400,000	
  

•  1,250	
  individual	
  investors	
  

•  78%	
  of	
  investors	
  have	
  invested	
  £100.	
  12%	
  of	
  investors	
  have	
  invested	
  
£200.	
  We	
  have	
  investments	
  all	
  the	
  way	
  up	
  to	
  £10,000	
  in	
  the	
  CBS	
  

•  91%	
  of	
  the	
  investments	
  were	
  made	
  in	
  April	
  before	
  the	
  season	
  ended	
  

•  87%	
  of	
  the	
  investors	
  are	
  UK	
  based.	
  Of	
  the	
  13%	
  of	
  non-­‐mainland	
  investors	
  
the	
  largest	
  number	
  of	
  investors	
  came	
  from	
  Norway	
  followed	
  by	
  Ireland,	
  
Australia	
  and	
  the	
  USA.	
  Investors	
  have	
  come	
  from	
  23	
  different	
  countries	
  
around	
  the	
  world	
  

•  Only	
  26%	
  of	
  UK	
  investors	
  live	
  in	
  the	
  LS	
  postcode	
  



Where	
  We’re	
  At	
  

All	
  based	
  on	
  investors	
  not	
  knowing:	
  
	
  
•  What	
  they’ll	
  get	
  
•  When	
  they	
  get	
  it	
  
•  How	
  they’ll	
  get	
  it	
  
•  Who	
  they’ll	
  get	
  it	
  from	
  



What	
  We’ve	
  Spent	
  



Acquisi?on	
  Situa?on	
  

	
  
	
  
	
  
	
  





What	
  We	
  Need	
  To	
  Maintain	
  Progress	
  

•  Even	
  wider	
  base	
  
•  HNW	
  to	
  start	
  to	
  engage	
  and	
  pledge	
  
•  ‘Cherished	
  to	
  feared’	
  message	
  to	
  owner/	
  
buyers	
  who	
  are	
  ignoring	
  us	
  

•  Make	
  our	
  presence	
  felt	
  
•  Be	
  ready	
  for	
  every	
  eventuality	
  




