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JOINT VENTURES - THE DETAILS 
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WHAT ARE THEY - THE BASICS?

Two or more people come together to (hopefully) share skills and responsibilities to bring the deal 
into fruition.  

Deals 
 
Money  
 
Time and Effort  
 
Construction/Architecture/End User  (skills that the other doesn’t have)  

Location 

Ultimately each party should bring to the table something that the other can not (or doesn’t want 
to)  
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WHAT DOES A JV PARTNER LOOK LIKE 
AND HOW CAN WE MARKET TO THEM?

To openly market the FCA have introduced 
the following guidelines known as PS13/3  

Introduced to protect the general public 
from advertising of investment schemes 
that may lose them money 

LOANS FINE -  JOINT VENTURES NOT  

TECHNICALLY TO BE PART OF A JV - YOU 
ARE SUPPOSED TO QUALIFY EACH OTHER 
IN THIS WAY (ONCE EVERY 12 MONTHS) 
AND KEEP RECORDS  
 
 
 
 



DANNY ZOOM CALL 27TH MAY-3 2.key

MONETISING EVERY DEAL -  BUT PEOPLE HAVE THEIR OWN REASONS AND TIMINGS.  
 
MOST JV PARTNERSHIPS ARE PEOPLE IN GROWTH PHASE ALONGSIDE  PEOPLE IN PAY DOWN 
PHASE  
 
SOMEONE WITH CASH/EXPERIENCE COMBINED WITH TIME/ENERGY/ENTHUSIASM 
 
 
BUT DON’T PRESUME ANYTHING  
 
EVERYTHING IS NEGOTIABLE  
 

ANGEL         JV         SOURCE>>
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WHY DO PEOPLE DO THEM?

GOOD REASONS  
 
-  TWO HEADS ARE BETTER THAN ONE 
-  SPREAD OF RISK (OR IS IT?)  
-  SPREAD OF FUNDS (OR TO FINANCE A DEAL THEY OTHERWISE COULDN’T)  
-  GETTING FINANCE (CHEAPER FINANCE)  
-  BEST USE OF TIME 
 
BAD REASONS  
 
-  TO HAVE A CRUTCH THAT YOU DO NOT NEED (OR TO BE A CRUTCH FOR SOMEONE ELSE)  
-  ANY REASON HIDDEN FROM A JOINT VENTURE PARTNER  
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WHEN DO THEY WORK/ 
WHEN DO THEY FAIL?

WORK WELL  
 
-  CLARITY IS GIVEN UP FRONT -  DETAIL TO THE PENNY -  Expectations of one another are VERY clear. 
 
-  ROLES AND RESPONSIBILITIES CLEARLY IDENTIFIED - AND CARRIED THROUGH.   
        -   SOLICITORS, FINANCE, LENDING, BUILDERS, AGENTS, PLANNING, BANKING AND PAYMENTS ETC ETC  
 
-  EXITS A AND B, PRIMARY AND SECONDARY ARE IDENTIFIED AND SET UP EARLY  
 
-  BASES ARE COVERED (AS MANY WHAT IFS AS POSSIBLE)  

-  COMMUNICATION IS CONSISTENT AND LAID OUT UP FRONT.  MEETINGS AND AGENDAS.  PROGRESS REPORTS AND 
EXPECTATIONS. 

-  ACCOUNTABILITY  

-  Trust is evident (and camels are tied)  
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PARTNERSHIP VS JOINT VENTURE 

Which are you getting into? 
 
 

SHORT TERM OR LONG TERM 
 
INTENTION IS KEY 

COMPANIES HOUSE ACT 2006 APPLIES AND DIRECTORS AND SHAREHOLDERS OF 
COMPANIES ARE EXPECTED TO ACT ACCORDINGLY 

HTTPS://UK.PRACTICALLAW.THOMSONREUTERS.COM/7-617-2690?
TRANSITIONTYPE=DEFAULT&CONTEXTDATA=(SC.DEFAULT)&FIRSTPAGE=TRUE
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THE LEGALITIES - JV 
AGREEMENT CHECKLIST 
Many of the Items we have already highlighted  

 
-  Finance Breakdowns  
 
-   Anti-Corruption Statement  

-   Comply with all accounting and HMRC request 

-   Share transfer -  what happens if someone wants to exit the agreement?  Can 
they?  How?  Steps?    Indemnity once exited. 

-   Price expectations -  what happens if not reached?  If one wants to sell the other 
doesn’t? 

-   Deadlock and deadlock notice   -   3rd party solutions   (RICS valuer etc)  

-   Voting rights (avoid minority shareholdings)  
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THE LEGALITIES - JV AGREEMENT 

-   Termination and liquidation -  when is it “the end” 

-   Confidentiality agreement (what can and cannot be shared)  
 
-   Assignability clauses (is it, on what basis and to whom?)  
 
-  How to formalise variations from the original agreement? 
 
-  addendums attached (pre contractual agreements, leases, res 
fees etc)  
 
-  Power of attorney and a defined list of all matters needing approval  

- by all parties 

-   Where do you draw the line? 
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1. Adding any new party to the JV agreement. 

2.  Changing the JV name 

3. Any changes to share rights. 

4. Changing the nature of the business of the JV. 

5. Adding new assets to the JV. 

6. Selling Assets in the JV. 

7. Taking any further liabilities in the JV. 

8.  Appointing 3rd Parties  

9.  Taking any further lending in the JV. 

10.  Third party JV contracts  

11.  Ending the JV business activities or making any   variations  
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MY JV RULES 
● TRUST IS A MUST – never JV if you have any doubts  

● Establish what each party is bringing to the table……..make sure roles and responsibilities are highlighted and 
everyone is clear on what is expected from each party. 

● Start with the end in mind……..(JV or partnership) 

● CLARITY IS KEY 

● Credit check all potential joint venture partners and be clear in current activities. 

● Protect joint ventures in SPV arrangements – potentially see one project through to completion before committing 
to others.  

● Regular transparent meetings/discussions to discuss progress and/or obstacles 

● ALL PARTIES NEED ACCESS TO ALL INFORMATION AND ALL COMPANY BANK ACCOUNTS 
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• JV Gone Wrong  

• I tried to “take a shortcut” up the investment triangle  

• I didn’t qualify well enough (deals or partners) (PARTNERSHIP NOT JV) 

• I brought my angels to the table   (not explicitly my role) 

• I brought my buyers to the table   (not explicitly my role)  

• The venture cost me £65k   (definitely not my role) 

• Trust everyone but tie up your camels  

• Back my own ability  

• You cannot shortcut your way - do the work. 

• Take accountability  

• Do  not abandon the fundamental rules 

JV’S THAT WENT WRONG 
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DEALS THAT WENT RIGHT 

I found it  
I did all the work 
 
JV Partner funded every penny 
at zero cost  

PROFIT SPLIT 50/50 
 
DID IT GO RIGHT?



DEALS THAT WENT RIGHT 

Purchase Price   -   £220k  
Development -     £280K 
All costs and fees -   £65K 

GDV  =   £814,000K 

I found and funded  purchase  
Business Partner Built and Sold  
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WOULD I DO THEM AGAIN?
A conclusion.

● Trust  

● Clarity  

● Expectations  

● Mutual Benefit  

● Communication  

● Protection  

● Delivery  

● Accountability 


