Business goal is clear; $100 ML

[Business motto is clear; focus focus focus

[Proven record to respond quickly and adapt business to changing market trends

[Team of 3 are doing sales (30% of company human resources), good poi
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[Seems they had also a good core technical team who built their assets (connector & adapto

Management Team "

[Another good point for the flexibility they shown in changing their business model in a relative short peri

s

\the market.

Changing the business model from products to services over architecture, helped business by expanding
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channel to reach more of ML own customers is great if done right. (In the same time, | tend to agree
\the interviwer concern about it)

Going along with their business motto; the focus is more on upselling. Using Mindleaders as their sales
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No accurate data given, but | give it a big plus considering those two facts; Recombo value proposition of
being a middle ware between Content & LMS for one application (connector) and between LMS and
Performance/HR systems for the other application (Adapter), and considering this is happening in the
year 2005 where the market was still immature to absorb such “solutions”.
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Business Model
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Recombo 2005

“{Competitive Productsy”

[With the light house customer in hand (Mindleaders), it's relatively short critical path to succe

[Modular; technology component
4 1
Recombo technology is tackling 2 pain areas; for LMS vendors it's allowing them to focus on their core
business (the LMS technology) and leave customer content integration. For Publisher/Content Players; it's
allowing them to focus also on the content side (courseware) and leave the integration with different

L LMS(s) to Recombo
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Recombo technology has been engineered in a modular way; this helped business tackle new market
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Ensure ML project success, go for IPO then attract middleware market leader (i.e IBM) to offer the right

price
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J—\—[Exit Strategy v

[Yes, for me thisis a go for investment.

Note: Looking at Recombo web site today, seems they dropped the whole e-Learning business and
changed their focus to another business. (thanks god this was just a ETEC 522 course work drill and no

Overall Investment Status "

real money was spent :) !!)

—{ CEO Credibility P

[Would trust the management team based on the passion expressed by the present%‘\[Management Teamy”

[Clear; go open to attract more students, faculty members and industry expert

[Enhance RRU reputation by compensating the lack of show case and campus conferenc

Business Model "

[Help creating a learning society

RRU

[Out of the 200 current members in the OCW consortium? How many offer similar programHCompetitive Products

Still RRU would need to maintain their current marketing activities by spreading the word around RRU

OCW

~

J—\—[Market Readiness g§

(Can't feel the edge}\{Technical Innovation g§

RRU clear mission is to attract learners in the workplace. So invest the money/efforts in increasing the
awareness within corporate market place to attract more "paying" student employees. Give few free

scholarships to selected big institutes.

Exit Strategy %

Overall Investment Status 3§

ETEC522 - Pitch Pool
Ammar Al-Attiyat as an EVA

Ingenia

W CEO Credibility |-—

Clear competency with big business network through the industry alliances she's part of

Ramona Batari

v Management Team

Vs

Though I'm under the impression that it's one woman show, but still the given clientele list wouldn't be
feasible without a good team

=
Good point about being able to expand resources once big project is awarded (network of freelance

\consultants)
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Clear and focused; expand in Vietnam by going after Asian Development Bank & Multinational Companieﬂ
there.

s

training (e-Learning) from their headquarters and not to contract Ingenia

J& Competitive ProductsK

Having multinational companies in Vietnam could also mean that those companies would bring their own
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What about competition from countries very much closer to Viethnam and have good reputation with
\educational technology; i.e. Malaysia, Singapore, Australia

N

% Market Readiness]—/—[The need is there, but it's rather a long sales cycle. Specially for the Asian Development Bank, usually it's

a long bidding, qualificaiton and strict awarding cycle.
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The claimed edge here is Ingenia proven success record in the Canadian market plus the initial "humble"

v 3 Technical Innovation

references in Vietnam. But again this is alone is not enough

|

Alliance with local software firm that's well connectea

Still the above is not convincing enougB

3¢ Exit Strategy]/‘[NO time bound given, only 20-25% RO)

More precise market figures is needed ]

How many/much e-Learning projects the Asian Development Bank will be releasing ]
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#& Overall Investment Status

_development cost)

| would rather spend part of the target fund (CNS 100K) to contract the local Vietnames software partner
to develop Ingenia portal (to strengthen my business relation with them and benifit from their lower
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_prospect customer in Vietnam to use this POC as my selling show case

Also | would allocate another portion of this seed towards developing a proof of concept project with a




