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Business Technology Center of Los Angeles County

- TS e
Building a Positive Economic Environment
for Technology Startups

Your Success Starts Here

« State-of-the-art infrastructure
e Subsidized rent and services
* 40,000 square foot facility
* Below market rates through special Los Angeles County Loan Program
* Award winning incubator including being a top accelerator
for average client revenue increases per year
« Mentoring from top experts in technology and entrepreneurship
» Pasadena Angels In-house, among many other Angel and VC affiliates
* Close to Caltech and Jet Propulsion Laboratory



Are you an Entrepreneur?

Do you have Vision?
= Where do you want the company to be in the
future?
= Can you communicate this vision enough to
excite employees and investors?

Vision coupled with a strong business plan is what
gives the direction and Implementation
documentation that “cements” the vision on paper




Entrepreneurial Skills

FOCL/S: goals; customers, employees must be reached,
satisfied, and motivated.

Visior.s Where tiie: company Willlbein the: future; andioeranie
0 communicate: and motivate others ter helprachieve It.

Legders/ae: You can't do it alene by yourself. Tihe greatest
athleterdoesnit make: a champienship team.

PErSIStEnce & F2assior. passion Isia must., Commitment and
ability: te persist infgoed and bad times.

[ecrnical sKdls: You needitorbe savvy enoughi torleaditne
technical team. Aniunderstanding) efi the technical challenges Is
critical.

Elexdpity: Being a successtul entrepreneur means
understanding the worldiand environment are: constantly
changing. Being able te adapt your strategies anad offerngs are
critical.




Keys to Entrepreneurial Success

Focls, Focls, Foct/s: as In real estate, where! its location,
lecation;, location. Never take mindshare and! resources firem
ehjectives and geals of company.

[Fre Siiaris e guality’ ofi the peeple that comprise the
company Will-determine: Its success. Decisions are made: by
everyone inra small, grewing company. Must be able te werk
I fast-paced always changing environment.

Comypeates 1Laser sharp iecus and goalsi must e
communicateadl te your stafif. A management tean that Works
tegether and continually: communicates With each ether IS
Imperative.

Winag . Spit: Entrepreneurshipis like a game. There are
winners andl lesers. Davids andl Geliaths. The team shoeuld be
instilled with a competitive spirit that Is cemmitted to winning.




What Product, Service, Opportunity
1o Pursue?

Size. o1 Opporitpity: Large enough for ROI. Unless
It can meet criteria, don't do It.

CoPIEXIN0ECPPEIIEI  Hovw diffichltuwill Nt he
1o execute. Doees It need cooperation) off other peeple: or
companies; that may’ not coeperate? oo technically
complex or difficult to execute.

=UIE)IE & I RESOUIGES: How mueh of Wihat s
necessary to execute? [fyour vision needs hundreds of
millions ol dollars and theusands of employees te e
successiul, It IS, not an| entrepreneurial project.




Mistakes to Avoid

Evaluate known product/service area.

s Vieet with' petential customers of target market

Evaluate their Unmet need with! intent en
determinne/fing tuning seluiien

s Understanding value: te: cUstomer
Process should e repeated continually,

Understand the market and what It takes to address It

s Determine Varket Size

Sales & Marketing plamn — how! best te address the
market

s Pricing




Mistakes to Avoid

Market sees solution as a “Nice to Have”

Need to revisit customers to determine:
Must find value' of Solution that creates need

What modifications need to e made; tor make
SeElUtIeN More “critcal”

m Save Money.

m Save Time

m LOWer costs

s Enhance their service/offering




Mistakes to Avoid

x Must choose: initial Vertical Trarget Market
Determine markets petentiall sizes
Cheese market that:
IS quickest to revenue
Needs' least amount of Development
IHas| least cost of sales to, pursue
YoUu have personall contacts
You have the most experence
Amongst top market potential ofi choices




Mistakes to Avoid

s \Whe else IS approaching youlr target market?

What value de thellr selutiens deliver — thelr
strengths and Weaknesses, Vs. yeur selution: /Aow.
are.you vetter?

m How! Is 1t marketed — Business Model and sales
appreach

PrcInG
How well Do your know: the cempanies benina: yeur
Compettion?
s [[he management team and their hackgrounas

The history of the company: and how: they.
came te be In that market




Mistakes to Avoid

IHavera TFopr Noteh P Lawyer

G0e0od Patent: protection

= Broad! Disclesure
Prior Art
SpPecification

0]

Trade: Secret

x Proper Procedure — Train Staif
x Don't get lax and let IR fiall inte
puklic demain




Mistakes to Avoid

OldSaVingE Somie Eaueprernenrs aont [/arn
LoNal, ey JUstial o plarn:

Realism vs. Optimism

x Plan and forecasts must be cempelling, and
SheW: confidence: inra market

s Must be eptimistic, Ut alse must e credible

x Shoeuldl continueusly. refer: terhard facts and
realistic assumptions; ter build credinility and
genuine excitement




Mistakes to Avoid

ElRancials cannet be 106 aggressive.
s FIrsSt place seme: investors go: to for credinility.
s Assumptions andl prejections need to e realistic.

x Vake sure youlr protetype/manuiactuiing Costs
are clealr;, offer options’ en gquantity’and lecation
Off reseUICes for parts and assemily.

s Knew: yeur numiers.

= Base your projections of financiall performance
On public companies In your marketplace.




Mistakes to Avoid

oo Much Eecus: onthe: Technelogy,

s [BS significant, Ut foeus 6n hew: seluiien
satisfies a large, unfulfilied custemer need.
lllustrate’ understanding eff CUStomer Reeds.

|dentify Which' target markets most exemplifies
those needs.

Doecument: plan ter penetrate these markets.

m Featurevs, Benefit

N gl Wil Iaes e g llggrsel fezlitirels — Ol ifir
eREIeI LIEITI & IIASEWIAa 0 ey Wil P8y 0ri.
OGNV AIUE IENIeeHIS DIg LI




Mistakes to Avoid

VIUSE Aok aefine Viarker Size oo, BIoaaly.
x No reall value tor Investor.

s Market metrics must e derived firon Specific
target market:.

x Capturng a significant: shale of a cliedible target
market Is much more peweriul and pelievanie.




Mistakes to Avoid

S0=45, 5601145 Of BIel: GESCHPH0oN. 01 )/oUI BLS/[AESS

s Concise definitions off the Benetits off selution
Benefits vs. technelogy/features.

a lllustrate with examples of ether Well' knewn cempanies:

Instead of lalberously describing details, mention these well
KINOWNR companies.

1en,

m SUrEssicompEetitVe differentiziien
FecUs on how! you differ in delivernng the market's unmet needs.

n ViakeyoeuirVvisien compelling serlistener getsiexciied anad
Wantsrterearmimore:




Mistakes to Avoid

s What Amount eff EUnding

Analyze amount eff funding needead te get te
certainlevels off growih — protoetype, production,
profit, level efi Revenue

s \Where te get Funding
Selff— Savings, Heme: Equity, Life Ins., etc.
Eriends; & EFamily/.

Loans — LA Co., SBA, Banks, Assets, Recelvables,
etc.

Goverament Traditional Channels— SBIR, Grants
Angels — up to $1 million
Venture Capital — above that
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PricewaterhouseCoopers, Shaking the Money Tree




Investments by Industry:
Q1 2009

Software

Biotechnology

Medical Devices and Equipment
Industrial/Energy

Media and Entertainment

IT Services

Semiconductors
Telecommunications

Financial Services

Networking and Equipment
Business Products and Services
Consumer Products and Services
Healthcare Services

P Vi Q1 2009 Total: $3,003 Million in 549 Deals
Retailing/Distribution

Electronics/Instrumentation

Other

$0 $100 $400 $500 $600 $700

Visit www.pwcmoneytree.com for Industry definitions ($ in millions)




Investments by Industry: Q1 2009

Industry # of Deals % Change $ from Q4 '08

Software 138 -41.98%0
Biotechnology 81 -46.34%
Medical Devices and Equipment 52 -26.81%0
Industrial/Energy 38 -74.95%0
Media and Entertainment 43 -44.56%0
IT Services 42 -22.91%
Semiconductors 23 -34.61%
Telecommunications 27 -72.45%
Financial Services 17 25.58%0

Networking and Equipment 16 -46.72%
Business Products and Services 17 42.15%

Consumer Products and Services 11 -45.55%0
Healthcare Services 11 9.77%

Computers and Peripherals 10 -32.86%
Retailing/Distribution 9 0.08%

Electronics/Instrumentation 8 -85.25%
Other 6 78.19%

Total -46.91%

Visit www.pwcmoneytree.com for Industry definitions




Investments by Stage. of
Pevelopment: @1 2009

($ in millions)

Later Stage

Expansion

Early Stage

Startup/Seed

$1,331.9

Stage of
Development
Later Stage
Expansion Stage
Early Stage
Startup/Seed

Tietal

# of Deals

% Change
in$
Amount
from Q4
2008

-35.15%
-59.85%
-45.93%
-43.50%

46005

$0 $1,000

Q1 2009 Total: $3,003.7 million in 549 deals

Source: TThomson Financial/National Venture Capitall Asseciation




Thomson Financial
U.S. Private Equity Performance Index
(P=RD

(Investment Horzon Performance: as o 8/31/2007)

Early/Seed VC
Seed VC

Early VC
Balanced VC
Later Stage VC
All Venture
NASDAQ

S&P 500

Source: Themsoen Einancial/National Venture Capital Association

*The Private Equity Performance Index is based on the latest quarterly statistics from Thoemsoen Financials’ Private Equity.
Performance Database analyzing the cashflows and! returns for over 1860 US venture capital and private equity partnerships
with a capitalization of $678! billien. Seurces are financial'documents and schedules from Limited Partner investors and
General Partners. All returns are calculated by Thomsen Financial frem the underlying financial cashflows. Returns are net to
investor after management fees and carried interest.




Thomson Einancial

U.S. Private Equity Performance Index
(RERD)

(Investment Horizon Performance as of 12/31/2008)
Fund Type 1 Year 3 Year 5 Year |10 Year 20 Year
Early/SeedVC -20.6 474 347 36.0 21.8
Balanced VC -26.9 476 3.4 13.5 14.5
Later Stage VEC -6.8 0.5 8.7 7#5 14.5

AllVentureN (e
09/80/0s)

AllVeEntureN(tnroud
12/31/07) 20)7 OrS 8.6 el &)

NASDAQ -38.1 -10.3 -4.6 -3.7 76
S&P 500 -36.1  -10.0 4.0 -3.0 6.1

2. 616 8.4 el 1va0

Source: Thomson Financial/National Venture Capital Association

1The Private Equity Performance Index is based on the latest quarterly statistics from Thomson Reuters' Private Equity Performance Database
analyzing the cashflows and returns for over 1266 US venture capital partnerships with a capitalization of $224 billion. Sources are
financial documents and schedules from Limited Partner investors and General Partners. All returns are calculated by Thomson Reuters
from the underlying financial cashflows. Returns are net to investor after management fees and carried interest.




Mistakes to Avoid

s Where torget Eunding -- Alternatves
Econemic Development Agency (EDA)
US) Government Stimulus; EURn@s
Strategic Partners
Customers
Beotstrap/Organic Growith




Mistakes to Avoid

Eancy: offices and furniture
Name law firms
Name acecountants

Menster marketing
s Endless'meaningless market research
a Simple; fiecused market researnch

Ol deryour ewn
s Be smart with marketing| aoliars
Leverage: the movers/influencers ofi your Industry.
Articles i trades
Wel conferences
Target custemer audiences &
Where: they: spend! their time

Use the Internet -- blegs, Wel sites/Portals, Viral Marketing,
Twitter, Facebook, Linkedin, etc.

“It IS never too early to watch the cash”




IR SUmmany.

Keepiit simple
Make it easy for adoption of Selutien
Alwaysi e lenest and ferthrngnt

SHOEW. UnRderstanding of llechnology: &
Marketplace

EecUS/FocuUs/EocUS
iHave: Fun




Business Basics of Becoming a
Successful Technology
ERtEPREREUN

Thank You!

Stan floemsic
Administraior;
Business Technoelogy Center of Los Angeles County.
2400 LincoelnrAve.
Altadena, CA 91001
626-296-6307.




