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We founded the LISI Foundation to make the law more approachable, accessible and appealing for all investment stakeholders. We use co-creation
and dialogue to shape innovative investment practices. We aim to support the financing models of the transition to a more sustainable society.

We developed the Triple A methodology to ensure that  our mission remains concrete and measurable. We use it to measure the practicability and
benefits of the Impact Term Sheet.

What is Triple A? Triple A stands for approchable, accessible and appealing.

We researched, tested and consulted experts on the elements that make an investment deal approachable,
accessible and appealing.

We set out to promote a more holistic vision of the transaction stages, and how they come together to form a
successful deal. So we split each “A” of the Triple A into separate pillars, following the investment cycle. We then
developed a definition for each to make them more concrete.

For each of these pillars, we developed initial metrics to measure our own performance (with the Impact Term
Sheet being our first test case). Following user testing, we aim to develop more metrics, set targets and
transparently share the results.

The “Approachable” pillar aims to measure whether users can easily and quickly decide if the Impact Term Sheet
is right for their deal. For that, the text should be easy to read and easy to integrate in the specific context of the
deal (by copy-pasting or making simple adjustments).

Our first metric is a readability score.

The “Accessible” pillar aims to help users through the negotiation process. This should be based on constructive
dialogue. The discussion focus should be balanced, the commercial and impact elements should be given equal
attention and trade-offs should be used wisely. Unbalanced deal terms can cause inefficiency and unwanted
costs.  By using the Impact Term Sheet, negotiation power can be distributed more equally between the parties,
irrespective of their spending capabilities. This will help mitigate potential deal-breakers. Stakeholders positions
should be taken into account.

Our first metrics look at the number of iterations, the amount of changes between the first version of the last
draft.
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The “Appealing” pillar marks the signing moment and the outcome of the negotiations. It should be balanced,
meaning that the parties feel confident in both the quality and fairness of the deal. It should be inclusive,
meaning that stakeholder positions have been taken into account. These could include the rights of employees,
the protection of the mission, and a commitment to responsible business practices in the interest of nature and
local communities. This should be measured subjectively (for instance, by how the outcome is perceived by
parties), but also by comparison to objective standards (like market practice, ESG standards and legal
benchmarks).

Our first metrics look at perception, number of beneficiaries and the number of deals using the Impact Term
Sheet that report positive impact KPIs, as a % of overall information available.

Why A Triple A
methodology?

By promoting the Triple A Methodology we hope to broaden the current perspectives and encourage more
discussion about what matters in investment deals and how to finance the transition to a sustainable society.

Our ambition is to redefine what makes an investment “successful” and gather the data to back it up. We want to
more transparently show all investment stakeholders what to focus on and what to set aside for more impactful
deals.

By doing that, we aim to reduce the information asymmetry between parties and stakeholders, and create more
balanced negotiation positions for better and more sustainable deals.

How did we develop it? Through a series of workshops, we identified all the stakeholders in an investment deal.

We looked at their influence on the transaction, contributions and needs. We separated the parties (those who
actively negotiate and sign the deal), those who need to approve the deal for it to happen (parties’ stakeholders),
and all other stakeholders affected by the deal without necessarily having a seat at the negotiation table. We also
included mission and long-term focus as an intangible stakeholders.

We aimed to answer four questions:
1. When it comes to the Impact Term Sheet’s contents and form, what do we mean by "approachable",

"accessible" and "appealing"?
2. How can we measure this?
3. What are the party/stakeholder benefits compared to contributions?
4. Do these measurements help realise the desired benefits?

How can I use the Triple A
methodology for my deal?

The current Triple A Methodology is in draft form, and will be tested and improved consistently. We aim to
release a more developed version together with initial results in 2023.

If you are interested in using the Impact Term Sheet for your deals, please get in touch to join our user testing
group via info@lisi-law.eu.
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The Triple A Metrics

This is an initial set of metrics, which will be reviewed and extended in the future based on research, feedback and user testing. The results will be
shared with the LISI community.

What We Measure How We Measure Ultimate Goal Getting there… Still a way to go

Approachable

Readability (one off metric)1 Using an online scorecard, for
example Flesch Reading Ease (/100)

70+ 50+ <50

Readability comparison Difference between LISI Readability
and other standard templates

20%+ Median
improvement on
readability score

10%+ <10%

Accessible

Number of iterations of the Term
Sheet before signing

Survey feedback <3 <5 >5

% change from first iteration of
Term Sheet to signed version

Survey feedback <20% <30% >30%

Comparison - number of iterations
of the Term Sheet against any other
template/ free drafted version used
by respondents

Survey feedback 20%+
improvement on
non-LISI Term
Sheets

10%+ <10%

Appealing2

Perception:

Balanced (Parties)3 & Inclusive
(Stakeholders)

Survey feedback (median score out
of 10)4

7+ 5+ <5

Number of beneficiaries TBC following research

Safeguards Mission Survey feedback.

Number of deals using the LISI
Impact Term Sheet which report
positive impact KPIs, as a % of
overall information available

80%+ 60%+ <60%

4 Exact questions to be formulated – will be a subjective measure of how the parties feel, and whether the Impact Term Sheet was a good fit.

3 40% of all survey respondents agreed that balanced deal terms are key to prevent disputes at a later stage.

2 In the future, this may be expanded to include qualitative analysis.

1 48% of all LISI survey respondents agreed that clear deal terms are key to prevent disputes at a later stage.
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