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Levels of Investment

= Line of credit
= Guarantee loan
= |ssue loan

= Securities

= Cash

In- kind Cash /Loan @ o

Investment @ Partnership

= Payment terms

" D’|sco’unt.rates | @ = Equal or asymmetrical partnerships
. Plgfelentlal buying = Different types of value to exchange
= Shipment priority = Special terms and considerations

» Products and
® .
Services

Favorable = Leverage brand
Terms

= Co-marketing




Suitors

+ Corporate funds for venture and M&A
» Customers and partners
1 Competitors with shared interests

Institutional investors not discussed in this presentation:
1 Venture Capital (VC) funds
1 Angel funds and/or individual Angels

y  Other funds




Suitors’ Goals

Make
or Save
Money

Execute Strategy

Manage Risks

Exceptional
Opportunity

Corporate
venture, M&A

Customers or
Partners

Competitors
with shared
interests

< <

A Enter new market
A Grow market share
A Market position

A New product line

A New channels

A New technology

All bullets above, plus:
A Protect investment

A Create new market

A Vvalidate new
business model

A Build technology and
tools

A Develop products

A Beat competition
A Respond to inflexion in
- Economy
- Regulatory
environment
- Market
- Technology

Avoid

A Fractured, small market
segments

A Divergent standards
and technologies

A Dumping

A Infringement of
intellectual property
rights

A New revenue
stream

A Enter new
market or
channel

A Monetize by -
products

A Increase
customer
intimacy

A Implement
Obettero
business
model



Desired from Targets

_ Intellectual Property Competitive Advantage Special Resources

Corporate A Expanded fields of A Market presence Examples:
venture funds, use A Customer base A Specialized sales
M&A A Exclusive rights A Manufacturability force
A Other rights A Brand equity A Special relationship
Customers or A Increase choice A Regulatory
AE ilabilit advantage
Partners o e Selie BN A Market aberration
A Influence p ricing
Competitors A Productize Prohibited by anti - trust
with shared technology laws

A Interoperability
A Standards, tools
A Market data and

interests

forecasts




Due diligence check list rioritizea

Compatibility between suitor and target:
1 Main for deal
1 Valuation

1 Business model

} Outlook for risks and opportunities

1 Corporate culture

1 Industry assumptions and practices

} Foundation technology

1 Vested third parties  (customers, partners, suppliers)
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Valuation

Liabilities, encumbrances, commitments
Legal or regulatory issues

Culture clash

Board of directors coalitions

Third parties

B New suitors
B Customer objection
B Special interest groups






















