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Background: Most Investors invest In

less than 1% of the proposals they see
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Example: VC funnel
Investment decision process at a VC fund

Initial screening
Interesting startups
that fit investment
criteria are invited for
initial presentation

Deal Sourcing

VC receives investment
material from hundreds
of startups

Preliminary
Due Diligence

Partner approval

Selected cases
{]7 3-6monthg —MmM8M¥ M are presented for
<& SR the VC's General
h S Partners for their

Negotiations, further approval
due diligence and Termsheet

legal process Approved cases are

Formal legal process given termsheets —

starts, including drafting followed by negotiations

and negotiations of and signing

investment documents

. — 200-500 contacts per year . — Partners approve 10-20 which receive term sheet

. — Initial meetings with 50-100 — 5-10 investments per year




You read very little betore you
decide on "no’ or “maybe”
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Protecting online banking

Industry: IT-security software

Key IP: Three patents concerning novel
obfuscation technologies and
validation of web pages using
JavaSeripts

Product: The world’s first invisible Web
Session Firewall that does not require
any end-user action or client
installation

Customers and business model:
Financial institutions, recurring

software licensing fees

Status: Product launched in Dec 2011.
Three banks signed as pilot-customers
(total of 20 million users)

Company: Located in Copenhagen,
Denmark. 12 FTEs.

Current investors: SEED Capital (DK),
business angels and founders (52.5
million in total)

Reducing online bank fraud
without irritating the end-users

The pain. Half of the world’'s computers are infected with viruses that
cyber criminals use to commit online bank fraud. The direct losses are
$3-4 billion per year and growing with +20 % p.a. Banks have no
effective measures against the attacks. The current solutions demand
the active involvement of the end-users leading to very high
implementation and maintenance costs, inconvenience for the end-
users and lack of compliance.

CodeSealer’s solution. The world’s first invisible software based Web
Session Firewall that does not require any end-user action or client
installation. It enables financial institutions to reduce direct and indirect
costs of malware-based mobile- and online bank fraud.

The product is installed on the bank’s servers and works by establishing
a secure session between the user’s browser and the Web Session
Firewall. The product continuously monitors the web pages displayed to
the end-user to detect unauthorized changes. All communication with
the user's browser is encrypted and authenticated using session-specific
cryptographic keys. The unique obfuscation and verification
technologies are protected by three patents.

CodeSealer's approach is unique. A) We are protecting the bank’s entire
online bank user-base without annoying them! B) We are not trying to

remove the malware, but instead detecting whenever it tries to break

Current investors: SEED Capital (DK),
business angels and founders (52.5
million in total)

Investment opportunity: 55 million in
04 2012 to accelerate sales and
marketing

Key Team Members:
I C£O

Serial entrepreneur,10 years’
experience in commercialization of
technology products
I 10

15 years” experience within
cryptography and IT-security
consultant to several banks

Highly experienced in sales of IT-
security products to EU banks
Forecast: Cash-flow positive by Q2
2013. By 2015 the company will
protect 175 million users, have yearly
revenue of $90 million and EBITDA
margins of +60%.

- YOou need to send the potential
‘or something very brief

Looesealer s approacn Is unigue, Aj We are protecung tne pank s entre
online bank user-base without annoying them! B) We are not trying to
remove the malware, but instead detecting whenever it tries to break
into the online bank and C) The solution is browser independent and
works on both PCs, macs, tablets and smartphones.

The market. The addressable market is the approx. $3 hillion banks are
spending on two-factor authentication systems, to which CodeSealer’s
solution is a strong complement. The main geographical market has so
far been EU, but the use of two-factor authentication is rapidly
spreading to USA (driven by new regulation) and Asia (driven by rapid
increase in online banking). The current global 1 billion online bank users
will have increased to 2 billion users by 2015,

Traction. The first product has been released and has been launched in
EU in November 2011. Three European banks with up to 20 million
users have signed as pilot-customers with further ten banks in the
pipeline (75 million users).

Partnership with IBM. CodeSealer has furthermore signed a non-
exclusive partnership agreement with IBM, who has a very strong
presence within the financial services sector. IBM will help market the
product by testing the product and present the solution towards their
clients.

More information. For additional information or to schedule a

presentation detailing the opportunity please contact ||| N N
at [




Role of the executive summary:
Analog — getffing a job
AN




Problem: Explain the nail, not the
hammer!

» What is the problem (fime,
money, cost, pollufion etc.)e

» Who has the problem
(customer segment) ¢

» What are they doing today?
» Users vs. customers/payers ¢

» Can you quantify the size of
the problem (Euro, time) ¢




Solution: Don't talk about the specifications

» Explain your solution in layman
terms (software, hardware)

» Benefits for customers: Time, %,

Euroe ..." Unlike fechnology T
) &3

» Barriers to competition: How
will you ensure your solution will
not easily be copiede
(patents, network effects, hard
to replicate know-how etc.)
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Market size: Is the market large enough o
be interesting?

»Today. How much money
IS spent on either direct
competitors or alternatives
today?¢

» Future. External reports
that estimate future
market size and growth




Team: Why are you the one that can solve
this problemce

university degrees/positions,
citations in famous journals etc.

» Advisors: Have you convinced
any (famous) advisors to joine

» Investors/partners: Have you A
made any partnerships (or |
iInvestors) that can prove other
people want to work with you?¢

» Core team: Industry expertise, "<k 1 4




Traction: What have you achieved so fare

» Product: How far are you in the
developmente Have you any
data/studies that can prove your
claimse (quantify where possible).
When will your product e
launchede

» Revenvue: If already on the
market, how much revenue are
%/ouehc:ving, and growing how

asts

» Users/pilots: If no revenue, have
you unpaid users or signed pilot-
Projects upe

A WEEKLY ILLUSTRATED JOURNAL OF

7o the siid prownd
O Natare trasts the mind which buis for aye*~WorsswoRTIC

by her : powerless to separa
her, and powerless to penetrate beyond her.

Without asking, or warning, she snatches us up into
her circling dance, and whirls us on until we ar
tired, and drop from her arms.

She is ever shaping new forms: what is, has
yet been; what has been, comes not again.
thing is new, and yet nought but the old

We live in her midst and know ber not. §
incessantly speaking to us, but betrays not her secret
We constantly sct upon her, and yet have 1o power
over her,

“The one thing she seems o sim at is Individuli
yet she cares nothing for individusls. ~She is always
building up and destroying ; but her workshop is |
inaccessible.

Her life is In her children; but where is the mother?
She s the only artist; working-up the most uniform
material into utter opposites ; amiving, withoot a trace
of effort, at perfection, at the most exact precision,
though always veiled under a ceriain softness.

Each of her works has an essence of its own
€ach of her phen
and yet U

She performs a play ; we know not whether she sees
it herself, and yet she acts for s, the lookerson.

Tncessantlfe, o d_movement are

i her, but she advances not. She changes for ever | al

and ever, and rests not 3 momest. Quietade is |
inconceivable to her, and she has Wid her curse
upon rest.  She is fim. Her sieps are measured,
ber exceptions rare, her laws unchangeable.
thought and always thinks ; though
wut as Nature. She broods over an

the game is aver belore they know it

That which is most unnatural is still Nature ; the
stupidest philistinism has 3 touch of her genius,
Whoso cannot see her everywhere, sees her no-

here rightly.

She loves herelf, and her intumersble eyes and
affections are fixed upon herself, She has divid
lerself that she may be her vwm delight  She
cases an endless succession of new eapacities for
enjoyment to spring up, that her insatisble sympathy
may be assuage

e i
sclf and others, him she punishes wid
ber in faith, him she tzkes

Her chikdren are numberless. To none s she
altogether miserly; but she has her favourites, on
whom she squanders much, and for whom she makes
great sacrifices. Over greatness she spreads hee
shield.

She tosses her creatures out of nothingness, and
tells them not whenee they came, nor whither they
g0. It s their business to run, she knows the road.
[] Her mechanism has few springs—but they never
Irear out, are always active and manifold.

The spectacle of Nature is always new, for she is

Life s her most
s her expert con.

in darkness, and makes him for ever
She creates him dependent upon the
and heavy ; and yet is always shaking him
until he attempts to soar above it
¥




Business model: How to bring the product to
the markete

The Business Model Canvas

» Go-to-market: Who will be your
customers (end-users or __
channel)? e

» Revenue model: How will they
OAYy You (per unit, subscription,
service/hoursee

» Profitability: Price vs. COGS




The vision: Where do you hope to be?¢

» Long term goal: Where will
the company be in say 5-10
yearse

» Leader within industry X ¢
» Market share ¢
» Revenue ¢

(be ready to defend the above assumptions during further
negotiations, should be based on your assumptions about your
product vs. alternatives/competitors in the future markete



The ask: How much money do you needz?

» Important: You “never’ getf money
to finance the entire litetime of the
project

» Milestones: What are the milestones
(product and/or revenue) you can
achieve in the next yearse

» Funding: How much do you need to
achieve this¢

» Co-investors: Have you already
secured part of the funding rounde




The basic details:

» Official company hame e -

NS
» Where is the company HQ?¢ w
» How many full-fime employees? KEEP
» Name of persons in management
team (and link to Linkedin-profile) CALM
» EXisting investors in the companye AND

» How much funding has the FOCUS ON
company already raised? TH E BASICS

» Contact information!



