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I/EJv'al\late Investor
Actlvely Manage the Process

& Negotiate the Investmentt AgreEmeEnt
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S PHOPHELEIRY

; /\ statements
-« Executive Summaliy (Critical)



* POWERPOIRE PrEesentation
+ DUe; Diligencer Packade
Articles off Incorporation
- Bylawis
RN
“ — Board Minutes
| 4 \ Shareholder Agreemenis
~ Contracts

Client/Customer Refierences
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& Liguidity’ ey (“Je EngthenneFEHEEE o
SUpport existing companiESHORGEN

<+ Public oppertunities fior priVate
Investment

+Some VIC’s releasingl commitments o
limited partners
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Presentations ust stand Out

& Galin INSIgtSINEe N IRVESLOS
& Prepare materialst thoreudigiy:

-Optimiize x@errﬁ VSE
output/milestones inrplan
-Focus on proefits/liguidity,
* Practl'é\e & Critigue '{chmom
- ~Hit key guestions head-o0n

-Learn from each presentation
+ Follow up and be persistent



common WViistakes in BUsines
Elans

Grammaticalf ana spellinel errors
Wiritten in narrative, rather thanpiel JcJJrJe/bLJJJe" fornmzlt
]'_.‘

Poor research and iden
target market

LLack off internal legic in ‘ﬁnamc]al Model
LeaB’sl\a\f faith (unsupported assertiens)
chu/si'né\ on the technology and not the busin
Being an inch deep and a mile wide
. Ignoring/dismissingl the competitic
Projections that are too aggressive or too COnserVative

Lack of a crisp two-page executive su dify thialtt ClE
articulates the investment case and compels the i
to read the full plan
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and afforc

other way Co

(CPT) for the best cause
develop a product whic
consumer an entirely ne
which enables them to have a

1

" immediately rewarding and satisfy

online experience.”












Year 2001 2002 2003 2004 2005
ected EPS $0 $0.25 $1.00 $3.00 $6.00
(100M Shares)
Intrinsi $0 $5.00 $20.00 $60.00 | $120.00
multiple =
20)
lative 50 times |[200 times |600 times 1200
times
)
#1 Design apid Improve Cut Maintain
e-| Sales Product | Costs, Market
rket | Growth | Quality | Upgrade | Share
Product
50 times | 4times | 3times | 2times
$20M $60M $120M
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~ technology. Wen
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INTELLIGENT
SPACE SOFTWARE
~ABSOLUTELY
'RANGE OF PRODUC
- SERVICES. Our products w
~ path to the future of B2B-comme
know 1t today.”
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COoMMORESPImaLY
ENEPrENEus

jections; are consenvative”

$A40 billion vy 2005
“We're about te sign a contfact WithNIRSERE 2Ry EeREURE
100 company |*

plie

“[Oracle/IBM/EMC/JDSU] is toc

“Our patents create barriers to entry”
“We only need 1% of the market”
“A number of VCs are interested”
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Entreprenet
liquidity to o
three to five years.
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ViESURGNAINRVESIONS
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Do:

Prepare; a Conel e 15-minute; PowerPoint s PRESERILELION

A dress rehealsal/mock presentaition

Have a team leader (CEOQ/PresSIdERt) WiherSpEaKSHOFtIENCOIPEIY:
Establish an open and honest channel o commuRicaticn

Demonstrate passion fior the business amnd strategy (DU ReEt terthe
extent that you can't see its risks and Weakmnesses, o are Fajid
and incapable of compromise)

Demons/tfa the personal commitment of the team) te the
company (all'of your resources — personal, enmotionaliandinancial
7,muSt be committed before most mvestor ViliF RISk CREIl= capitall)

- Be prepared to defend your key strategic assumptions and
financial forecasts

Have an exit strategy (IPO, merger/acquisitionu t donit appear
anxious to jettison the company

c
.



ViESURGNAINRVESIONS

Don’t:
Talk so much that youl fiorget tol listen
Give evasive ansWEers te [c gUESLIONS
Oversell
Appear unfocused
Go alone. Key team members should attend

Dismiss the competition. You must: clearly articulateryour

competitive advantage

Attach your ego to your idea (i.e., donrt berderfensivewWnen youls

strategy is challenged; investors want 10 KW that yeuFare
7/open -minded and receptive to) their suggestions)

¢+ Forget that you are being evaluated! from the mement y/OUrSay
hello to the moment you say goodbye, and tha calfiairaderierand
rapport play an important role in getting the)'p astor to yes”

¢ Go to the meeting without having a firmi command! of the
company’s key operating metrics and how: they are/willfbe
tracked and utilized.

2)



Revenue

The Wall

The Chasm

Seed or Start-up: Market research and product development.
Early Stage: Funding full-scale operations and selling products/services.
Later Stage: Funding expansion and new products. Near break-even.
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Vallatieons

& Present vValtie offittureE eaigiings

= Discountsiwilifapply: dEpERGIRNEroR Scde
of company

— Sensitivity analysis will'beperformed 65
financials

#Comp\arlson WIthi similar companies

"= Market pricing for similar private; equity;
deals

— Public market benchmarking
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2Si Value and impalrsSiSSUaicEN iR CES]D)
| Erz’Jcoc; L0 EMPIGYEES
100% - 250%)

Ut berreasonable = deemediissued
valuation purposes
¢ Securities to be issuea
Convertible Debt
Warfrants
Prefe‘ﬁﬁed Stock
_ Convertible Preferred! Stock
¢ . Registration Rights

T\ -

. Demand, Piggy-back, Lock-up

=0
O
=

& Founders
Stock vesting, Non-competes

Z0)



Jnve“rment ConSsideraon
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¢ Adjusts using al formu d Upon the RUmBER Bl Siiakes

- issued
CGarve-outs

ﬁ»'f\ssuances under stock option plan, conVversion
yV & Ie\pders and in acquisition

+  Preferred Stock Voting Rights

T\ -

issuances, mergers, etc.
+ Board Seats vs. Observer Rights
+ Stockholder Rights

Transfer restrictions, pre-emptive and co-sale rts.

Sy PaltNERS)

~ Vote with common vs. special voti IS @ SEpaliate; class on

440



eList any Non-Emp
3. Business Description

*Business Plan

eExecutive Summary

eInvestor Presentation
4. Marketing & Sales
eSales Plan
eMarketing Plan
«Company Marketing Materials and Brochures
eHistorical Sales Data
eCustomer Sales Pipeline for next 6 months
eSales Literature describing Product Features & Applicatio
eDescribe Sales Process
5. Customers
*Pricing Model and Current Price List
eProvide Complete Customer List
- Detail on 10 biggest
- Detail on 10 medium
- Detail on 10 smallest
*Provide contact information for top 5 customers for product/service review
6. Target Market Sizing
*Provide any Third Party data supporting # of customers eligible to purchase Product/Service




1

8. Operations
sList of Top 10
sOrganizational Cha
eDevelopment Calenda

9. Information Technology
sList Proprietary Technology &
eTechnical Literature describing
*Key Information Technology (IT) Sup
eList any Third Party Embedded Code

~ *Provide Graphic Layout of Technology Platfo
?0. ﬁ’nancial Information
Latest Financial Statements
,» elLatest A/R Aging Schedule
*Revenue/Sales Projections & Budget
/ pital Expenditures Budget for next 12 months

eCreate a Win/Loss Report

11. Intellectual Property (Patent, Trademarks, Copyrights)
#Schedule of Patent Registrations/Applications identifying each patent b
«Schedule of Trademark Registrations/Applications identifying each n by
eList any Licensing/Merchandising Agreements relating to Pa Technology,

12. Contract & Strategic Partnerships
eList any Joint Venture or Strategic Partnership Agreements
sList Legal & Accounting Firms: /nclude contact information




2. Product Maintenance
*Problem Reports:
>details by Custo
»>trend report — mon
eProduct Release Documentation
>Release documents for prev
»>Release planning documents [u
»Post-mortem documents on latest |
3. Plans and schedules
*Project plans & schedules for current development p
eProject plans & schedules for maintenance releases in p
- 4, Customer reference information
eCustomer technology testimonials, articles, papers,
5. Process (Method) Documentation
eDevelopment process
*Quiality Assurance / Testing process
«Configuration Management process
eChange Management process
eInformation Development (Documentation) process
ePackaging and/or Distribution process
«Client Support process
eMaintenance process
*Project plans & schedules for maintenance releases in progress
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