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Simplify Capital Raising
Assure changed the landscape of private investing around the world by decreasing the structuring and 

administration time and cost of capital raising by 90%, resulting in more companies raising investment capital.

FOUNDERS
Accelerate scaling and funding your 
business with Boom Startup, Assure 

Syndicates and SPVs. We link startups to 
investors by giving Founders the insight, 

tools and resources needed to grow their 
business and reach funding goals.

ORGANIZERS

administration tasks and focus on sourcing 
deals and building relationships. Assure 

deal Organizers to pool raised funds into an 
entity with a formal structure.

INVESTORS
Organize and maintain all of your private 
investments with Glassboard. Educate 

yourself on SPVs and learn how to create, 
syndicate and run your own deals with 

to invest with Assure Syndicates.

boomstartup.com syndicates.assure.co

Assure Syndicates

6510 Millrock Drive, Suite 400 // Salt Lake City, UT 84121  // assure.co





CAPITAL RAISE
& FUNDING EXPERTS

GET A FREE CAPITAL
RAISE ADVISORY

Outsourced CFO | Controller | Staff Accountant

Utilizing a NOW CFO fractional funding CFO 

free of errors:

   Due Diligence

    Financial Models

    Financial Statements & Projectors

How we help start-ups:
   
    Capital Raise & Funding
    Modeling & Forecasting
    M&A, Exits, Valuations & Transactions

Partner
CHRIS BADGER

801-598-9390

nowcfo.com



A new funding pilot program for Utah Small 
Business Innovation Research (SBIR) and Small 
Business Technology Transfer (STTR) projects.

Microgrants for Phase 

I and Direct-to-Phase II 

SBIR/STTR applicants

Nonrecourse Loans for 

Phase I SBIR/STTR 

winners seeking Phase II

You need R&D funding.
Your idea could save lives.

business.utah.gov/innovation
innovationutah@utah.gov

Utah Technology Innovation Funding

At no charge, the Utah Innovation Center helps Utah 

small businesses win non-dilutive federal funding 

for the development of innovative technologies.

Dentons Durham Jones Pinegar, 
challenging the status quo to 
serve clients better

From start-up and emerging companies to 
the world’s best-known corporate names, 
clients throughout the US and beyond trust our 
collaborative, forward-thinking approach and are 
reassured by our track record of helping clients 
overcome their most daunting challenges and 
achieve their business objectives.

+1 801 415 3000

dentons.com

info@wasatchit.com

801-983-3671

Tech Support - Cybersecurity -
Strategy - Compliance

Proud Partner of the Utah Jazz
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Utah Technology Innovation Funding
A new funding pilot program for Utah Small
Business Innovation Research (SBIR) and Small
Business Technology Transfer (STTR) projects.











  
  

 

INNOBLATIVE 
Innoblative is developing advanced energy devices that 
emit Radio-Frequency energy to eradicate residual 
cancer left after removal of a tumor. Sira-S™ is a next-
gen platform technology that utilizes machine-learning 
artificial intelligence to deliver optimized personalized 
treatments. 

THE PROBLEM 
One-in-eight women will be diagnosed with breast cancer. 
Breast-conserving therapy (BCT), the most prevalent procedure, combines a lumpectomy 
(removal of tumor) and post-operative radiation therapy (RT). However, RT has serious side 
effects, is expensive and takes weeks of daily treatment. Furthermore, 24% of BCT patients 
undergo re-operation days or weeks after their initial surgery because of residual cancer cells 
being found at or near the surgical margin. Similar issues exist 
in cancers of the liver, kidney, and other solid organs. 

OUR SOLUTION 
Sira™ is a single-use disposable device designed to fit the 
surgical site created during tumor removal and deliver 
radiofrequency waves to ablate potentially cancerous tissue 
that surrounds the excised tumor. Sira™ treatment targets 
residual cancer to treat areas in minutes, potentially 
eliminating weeks of daily, painful RT while reducing 
reoperation rates. In a 100-patient clinical trial where BCT 
patients were treated with RadioFrequency Ablation (RFA), a 
68% reduction in reoperation, low 5-year recurrence, lower 
post-operative pain, and great cosmetic outcomes were 
published. Sira-S™ is a platform technology that automatically 
senses real-time ablation status in three-dimensions and uses, patent-pending, 
machine-learning algorithms to create optimized personalized RFA treatments. 

INNOBLATIVE FAST FACTS 

• Device: Sira™ - a non-radiation device for local treatment of residual cancer. 

• Incentives: Payers, surgeons and hospitals all benefit financially, but the biggest winner is the 

patient who does not have to endure RT and its significant drawbacks 

• Addressable Market: $2.2B+ global for breast alone; $900M U.S. (w/ ~200K surgeries/yr) 

• Regulatory: FDA Class II 510(k), class IIb CE mark  

• IP: 31 Global patents, 17 patent families, including 12 US patents  

• Team: Considerable experience in start-up, regulatory, product development, IP and 

commercialization  

• Advocates and advisors:  Includes KOL surgeons and RF ablation experts 

• Equity funding to-date: ~$10M in investment capital  

• Non-dilutive funding to-date: ~$1M including phase 2 National Science Foundation STTR grant 

• Contact:  Richard Stark, CEO - rstark@innoblative.com 

mailto:rstark@innoblative.com


 CONFIDENTIAL  

Autonomous Disease Testing KiosksTM 

THE ACCURACY OF A LAB. THE CONVENIENCE OF AN ATM. 

Overview  
Botanisol has developed the world’s first 
autonomous disease testing kiosk. It 
detects biological threats in less than 60 seconds with 96% accuracy, and 
can be used for base access security, troop medical readiness screening, 
and combat medicine in challenging forward deployed environments.  Fully 
automated and self-service, the users simply inserts their sample and 
results are presented on screen in real time.’ 

The Problem 
Biosecurity is national security. State and non-state actors alike can 
introduce biothreats into both hostile and civilian environments. The 
Coronavirus is a wakeup call, but that call also extends to 32 other diseases 

and substances recognized by the US Senate Committee on Terrorist Technology as biological weapons of mass 
destruction to which we remain completely exposed. After 9/11, airports implemented routine screening for guns, 
knives, and explosives. A compelling need now exists to extend this protection to include communicable diseases and 
other biological agents. 

The Solution 
Autonomous disease detection combines the accuracy of a medical lab with the convenience of a vending machine. 
The instant test can be self-administered medical and non-medical personnel alike. Insertion of the sample causes 
results to be presented onscreen, requiring no other input from the user. The process takes seconds.  

The Science 
The technology has been validated at Beth Israel Deaconess Medical Center, a Harvard Medical School facility. 
Product development has been paid for by the United States Air Force, Air Force Research Laboratory Applied 
Technology and Genomics Division and the Air National Guard. The technology uses lasers to detect the molecular 
signatures of diseases. Accuracy is comparable to existing medical diagnostic tests.   
 

 
Botanisol Analytics Inc.  

Contact: dave.talenfeld@bsol.io 
 



Email: info@carehandler.com
One Line Summary: Software as a Service for
personal care businesses to meet government
requirements and operate with better margins.

Business Summary: Carehandler helps Personal Care
Services(PCS) agencies operate more efficiently, by
providing Software as a Service to meet
administrative and governmental requirements.
Carehandler reduces labor costs, time for claim
processing human operational errors.

Management:
Priya Kanaparti (CEO)
Ben Whitaker (CTO)
Maclain Underwood (VP Customer Relations)

Customer Problem: Personal Care Service businesses
are having to adjust to meet government
regulations. These businesses are seeing shrinking
margins, and do not have enough resources to meet
demand.

Product/Services: Carehandler is a HIPAA-compliant
SaaS providing management, scheduling, visit
records and compliance, billing, auditing and
reporting. Carehandler directly addresses the needs
and administrative pain points of the Personal Care.

Target Market: US businesses that provide Personal
Care Services. Our initial focus are the businesses
billing Medicaid in Idaho, Colorado and Arizona with
a potential $14M annual spend on operational
software.

Customers: Personal Care Service businesses
providing Home Care by a professional caregiver in
the individual home where the patient is living.

Sales/Marketing Strategy: A target sales model
building direct relationships with businesses offering
Personal Care Services and the companies that work
with them. Our secondary lead generation approach
is via Internet marketing to reach private companies
across the US. Once these leads come in we guide
them through a demo and Q&A session and then
provide them with a 30 day trial.

Business model:
Option 1: Monthly $397 + 1.5 / per active participant
Option 2: Monthly  2.75% of all transactions
Option 3: Monthly $397 + 2.25% of all transactions

Competitors: Waystar, AxisCare, Laborforce
CareSmartz360

Financials* 2021
(actual)

2022 2023 2024

Rev $63 $600 $2,300 $6,900

Expenditure $463 $762 $1,800 $2,700

Net -$400 -$162 $500 $4,100

*In Thousands (000) in USD

Company Profile:
URL: carehandler.com
Industry: Hospital & Healthcare
Employees: 0

Contact:
Name: Ben Whitaker or Priya Kanaparti
Email: Ben@carehandler.com;
Priya@carehandler.com
Phone: 208-495-4115

Financial Information:

Previous Capital: $400,000
Founders Investment: $400,000
Monthly burn Rate: $30,000
Pre Money valuation: $7,500,000

Management:
Priya Kanaparti (CEO)
Ben Whitaker (CTO)
Maclain Underwood (VP Customer Relations)

Advisors: Reuben Ortega, Brandon Reidhaar and
Daniel Clark

Investors:
Riafox Investments, Raj and Priya Kanaparti and
Daniel Clark

Referred By:
Norris Kreuger
Boise, ID
www.norriskrueger.com
12084403747

mailto:Ben@carehandler.com
mailto:Priya@carehandler.com


Overview

Company:

Industry:  

Medical Devices

Structure: 

Utah C Corp

www.futramed.com

Location:

9690 S. 300 W., 3rd Floor

Sandy, Utah 84070 USA

Management Contact:

Doug Harding, CTO

+1 385 335-5168
doug.harding@futramed.com

Quality System:

ISO 13485 – 2016

FDA 21 CFR Part 820

Regulatory Status:

• CE Mark in Europe

• Pending FDA for sale 

in the USA

The Ask: $2M

FutraMed addresses the devastating                   

impact of opiate addiction and overdose 

resulting from prescription drugs. Our flagship device, the 

Limoge TCES, is a Cranial Stimulator that is handheld, battery 

powered, patented, and uses a revolutionary technology to 

reduce the number of opioids needed. The Limoge TCES was 

recently granted the (CE) Mark clearance for sale throughout 

Europe and is ready for manufacturing. 

Most are aware of the tragic effect Opioid

addiction has on our families and neighbors. 

The latest CDC report states deaths from drug overdose was 

greater than 100,000 deaths in 2021 - 273 deaths per day!

Beginning in France, we are setting up

reference centers. Once established, we 

will increase sales through distribution in France, all of 

Europe, and then the USA.  

Focus of sales;

• Hospitals, Pre and Post Surgery

• Drug Rehab Clinics, Opioid withdrawal

• Home use

Several electrical stimulation devices

have been introduced to treat pain without 

drugs but were not specifically designed to combat the Opioid 

epidemic. This gives the Limoge TCES an advantage;  

• It enhances Opioid drugs so a smaller doses are can used 

and still provide the needed relief

• Provides long lasting pain relief after stimulation 

• Treats pain in the whole body instead of localized areas. 

The Need

Markets Plan

Competition
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TCES Revenues

TCES Revenue Electrode Rev

Projections
The financial outlook for the Limoge TCES is

positive. The 

cost of the device is within reach 

of almost everyone. Projections 

follows the marketing strategy

with three separate introductions

of the Limoge TCES, first in 

France, next Europe, and finally 

the USA.  
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http://www.futramed.com/


Grodivo quantifies company culture using its Team Alignment
Predictor™ platform. The TAP platform enables Culture by
Design™ by giving executives analytics tools and real‐time data to
purposefully establish specific culture goals and track them over
time. Powered by AI/ML, the platform will also give individual
employees and candidates insights to predict and understand
how they fit with managers and colleagues.

www.grodivo.com
Seattle, WA  | Park City, UT

Greg Little <glittle@grodivo.com>
(801) 319‐2946

Current Investment: $106k
Monthly Burn: $2k

Target Raise: $1.3M
($800k GTM, $500k to Seed)

Confidential. Not for distribution. Patent pending.
© 2020 Grodivo Corp. All rights reserved.

Referred By: Ted McAleer, Angela Dayton
Advisors: John Jester, Ted McAleer, Rich Redelfs

Align your teams… Take command of your culture.™
Quantitatively measure. Monitor in real time. 

Problem Solution
M

ar
ke

t S
ize Addressable

Other Industries ($43B)

Convert Beta Sites
Capture Teams of 10‐50

Expand In Customer
Convert Partner Leads

Tech, Biotech ($17B)

Capital Efficient Growth Focused on Achieving Profitability

High Growth Business

Partnerships ($16B)

Grodivo quantifies company culture using its Team Alignment
Predictor™ platform. The TAP platform enables Culture by
Design™ by giving executives analytics tools and real‐time data to
purposefully establish specific culture goals and track them over
time. Powered by AI/ML, the platform will also give individual
employees and candidates insights to predict and understand
how they fit with managers and colleagues.



Indian Wells Medical, Inc., 11 Orchard Road, Suite 102, Lake Forest, CA 92630 USA, www.indianwellsmed.com, 949-322-6929 
 

 
 

 
Business Objective:  
Indian Wells Medical is building a range of state-of-the-art 
steerable large lumen transcatheter devices to assist in the 
precise delivery of new minimally invasive medical devices. 
Our technology is protected by a suite of issued patents. 

Business Summary:  
The Company has begun marketing its first product and plans 
immediate follow-ons with a string of products, all based on 
the same core technology. 
 
Management: (Avg 25 years, 8 prior exits) 

• Jay Lenker, Ph.D., CEO 
• Eugene Breznock DVM, Ph.D., CMO 
• Don Kolehmainen, BS, MBA, VP Operations & Engr 
• Peter van der Sluis, BS MBA, B.Sc., VP Business Dev 
• Paul Gasser, BS, MBA, Regulatory Affairs 
• Laura Minarsch, RT, CVT, CCRP, RCIS, Clin Affairs 

 
Customer Problem:  

• Current Catheter Steering Compromises Lumen Size 
• Catheter Steering Systems are Not Durable 
• Catheter Steering Systems are Not Precise 

 
The IWM Solution: 

• Steerable Catheters without old fashioned Pull-Wires 
• Maximum Lumen Preservation 
• Precision Steering Control 
• High Strength 

The solution is a double wall metal catheter allowing for 
precise tip deflection control and much higher catheter body 
strength. 

Product/Services:  
• FlexPoint® Steerable Transseptal Needle 
• Steerable Microcatheters 
• Steerable Guidewires 
• Steerable Biopsy Devices 

Target Market:  
• Interventional Cardiologists (IC) 
• Interventional Electrophysiologists (EP) 
• Interventional Radiologists (IR) 
• Interventional Neuroradiologists (INR) 

 
Customers:  

Interventionalists & hospitals 
 
Business model:  

Business to Consumer:  A Small Direct Sales force in US and 
Distributors both US and OUS. 

 

 
Sales/Marketing Strategy: 

• Distribution in Europe & Pacific Rim 
• Small Direct Sales Force In USA 
• Distribution in Netherlands 
• Distribution in Singapore 
• Distribution in Germany & Austria 
• Distribution Planned in United States & Direct Sales 

Competitors: 
Actual competitors depend on the product line. For example, 
the FlexPoint STSN competition consists of the Abbott BRK 
and the Baylis/BSCI NRGTM and VersaCrossTM. 
Financial estimates based on FlexPoint & a Second Product 
Introduction Late Year 2 

Financials* Year 1 Year 2 Year 3 Year 4 
Revenue $500 $4,000 $11,000 $18,000 
Net ($1,900) $800 $5,000 $10,000 

*In Thousands (000) in USD 

Exit Strategy: 
We are engaging an investment bank to sell multiple 
exclusive clinically therapeutic specific licenses.  
 
Company Profile: 
URL:    www.indianwellsmed.com 
Industry:   Medical Devices/Med-Tech 
Employees:  5 
 
Contact: 
Name Jay Lenker 
Email jal@indianwellsmed.com 
Phone 949-322-6929 
 
Financial Information: 
 
Previous Capital:  None 
Founders Investment:  $2.6M 
Deferred Salary:  $3.5M* 
Loans:   $1.7M* 
Monthly burn Rate: $35K 
Pre Money valuation:  $15M 
 
* Deferred Salary is Stock Investment & will Not be paid back with proceeds 
* Loans we will be only paid back upon the sale of licenses. 
 
Advisors: 
Legal:  Stradling Yocca Carlson & Rauth PC 
Patent:  Crockett & Crockett PC 
Accounting: Oliver & Oliver AAC 
 
Investors: 
Founders and Current Employees 
2 Physician Advisors 
 
Investment Details: 
$ 8m equity investment, pre-money of $15M. $20K min 

Indian Wells Medical, Inc. 



Inmedix Executive Summary 
 

 

 
 

and subsidiary, Inmedix UK, Ltd.  
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17837 First Ave S, #6 
Normandy Park, WA, 98148 
USA 
 
Inmedix UK Ltd. (subsidiary) 
Riverside House 
14 Prospect Place 
Welwyn, Hertfordshire      AL6 9EN 
United Kingdom 

MANAGEMENT TEAM 
Andrew J. Holman MD, CEO, co-founder 
Steven Daly, MBA, BS (engineering), MS 
(medical engineering) COO 
Doug Cooper (fmr Zachary Scott) Advisor 
Leslie Bottorff (fmr GE Ventures)  advisor 
Lucy Lu, (fmr Crescendo Bio) BD Advisor 
Dennis Takasugi, (frm Exagen) BD advisor 
Michael Blood, Sales & Marketing Advisor 
Glynis Thakur, Director, Reimbursement 
Rae Gleason, Director, MD Education 
Dan Austen, Manager, Inmedix UK Ltd. 
 

BOARD of DIRECTORS 
Bernie Tobin, former President, Crescendo 
Bioscience 
 

SCIENTIFIC ADVISORS 
From Harvard, Stanford, the Cleveland 
Clinic, Oxford, including 2 Past-Presidents 
of the American College of Rheumatology  

 
FUNDING TO DATE 
$7,050,000 (co-founder $2.55M) 
 

FINANCING SOUGHT 
$3M Series Seed2 for preferred equity with 
warrants 

 

USE OF PROCEEDS 
Hire core team, submit 3rd FDA pre-sub, 
submit 510K and clearance, launch ANS 
Neuroscan in the Pacific Northwest 

       COMPANY DESCRIPTION
            

Andrew J. Holman, MD, CEO 
206-INMEDIX 
andrew.holman@inmedix.com 
 
Steven Daly, MBA, COO 
steven.daly@inmedix.com  
 
Daniel Austen, UK Manager  
daniel.austen@inmedix.com 
 
 

 Based in the Pacific Northwest, Inmedix 
has created an exceptional new diagnostic 
to enable clinicians to finally measure 
stress biology with exquisite precision. 
The ANS Neuroscan™ is a reimbursed, 
point-of-service diagnostic procedure 
employing next-generation heart rate 
variability (HRV) exclusively licensed by 
Omegawave Oy in Finland to Inmedix for 
North American and UK medical 
applications.    
 
The device employs a 5-min, supine high-
fidelity ECG (superior to that used in 
cardiac care units) to obtain 350 heart 
beats sent via Bluetooth to a provided 
Inmedix iPad and app, then sent to the 
Azure cloud for mathematical processing 
and near instant reporting for immediate 
clinical decision making. 
 
Stress kills.  It also drives disease to 
excess.  The best treatments to date 
cannot induce disease control of 
rheumatoid arthritis (RA) for more than 
25%.   
 
Nine Inmedix clinical studies support the 
science behind how stress drives the 
immune system and demonstrate the 
profound importance  of  finally measure it 
with clinical accuracy.  In RA, the ANS 
Neuroscan was first and only to predict 
52-week RA treatment outcome with 90% 

sensitivity and 95.7% specificity in a 
prospective, double-blind trial.  
Further, treating RA while also 
optimizing poor stress state with 
current generic medications (patents 
pending) resulted in increasing RA 
remission from 25% to 79%. 
 
The science is exceptional, however 
the business is driven by the cloud 
which enables 1) two recurrent 
revenue streams (per test and device 
lease) with 90% margins and 2) 
consolidated data in the cloud for 
detailed analysis leading to drug 
discovery, repurposing and label 
expansion to block how adverse 
stress biology harms individuals and 
limits the effectiveness of current 
treatments. 
 
Of note, this is not Fitbit, Whoop, the 
Oura ring, or Apple watch.  None have 
next-gen HRV, the high-fidelity 
hardware platform to apply it, FTO, or 
the clinical data and domain expertise 
to take advantage of this science 
called immuno-autonomics.   
 

ANS Neuroscan™ prototype 

mailto:andrew.holman@inmedix.com
mailto:steven.daly@inmedix.com
mailto:daniel.austen@inmedix.com


Problem

Solution

Business model

Competition

Milestones

Traction

Opportunity

Market

Entry-level job search app connecting 
GenZ job seekers to millions of openings 
that help them land employment.

overview  |  demo  |  blog  
employer info & pricing

founded Dec 2019
website jipejobs.com
headquarters Fruit Heights, UT
industry HRTech, marketplace

Today’s market faces record low employment participation rates, 
and industries who hire hourly employees have taken the biggest 
hit. We also have a new generation of job seeker (GenZ) who is 
demanding mobile-first, innovative, and intuitive solutions.

Jipe is adopting the familiar match-and-swipe interface to 
connect entry-level job seekers and businesses. Jipe’s simple 
interface is its primary differentiator, and it’s accomplishing the 
goal of creating meaningful job connections.

Jipe is free to job seekers. The business makes money on a B2B 
SaaS subscription model, charging a recurring per listing fee after 
a free trial.

Jipe competes with several large incumbents in the job seeking 
space. However, only Snagajob seems to be addressing the 
same market. Most big players have been around for 10-20 years, 
including: Indeed, Zip Recruiter, and Handshake.

Product in-market
Soft product launch 2-2021
Fully developed, native iOS and Android app
Fully developed Jipe for Business web app

The online recruiting market is growing  
at an annual rate  of 12.7%.

2500 downloads
700 job seeker users
55 employers
100 job applications submitted 

School district pilots in Q1-Q222
Referral program launching late Q122

previous investment $ 366,000
cap table 100% Brenda Anderson

current raise $ 500K
series pre-seed
terms SAFE $5M Cap
min. investment $ 10,000
committed $ 0

Key links

Key advisors and mentors

Brenda Anderson
Founder and CEO

John Ivie  |  Tara Spalding  |  Ned Maxfield 
R Sattar  |  Jim Bennett  |  Alan Hall

FOR MORE INFO PLEASE CONTACT
Brenda Anderson 

435.890.0380  |  brenda@jipejobs.com

© 2022 Jipe, Corp |  Confidential  | All rights reserved

TAM
16 B

SAM
2.7 B

SOM
1.3 B

Headcount
Product
S&M
Other/Contingency

Investment

Use of funds

Team

Financials*

Revenue

Net

*in thousands (000) in USD

Expenditure

2021 (actual)
6

(133)
139

20232022
3,700550

800(325)

2024
10,800

4,400
2,700800 5,900

Brenda has 20 years experience in 
talent marketing, creative direction, 
and brand development

https://www.dropbox.com/s/eix59n3ptdp5u0b/Jipe_TeaserDeck_2-2022%20.pdf?dl=0
https://www.youtube.com/watch?v=LZsPk5edsK0
https://www.jipejobs.com/blog/
https://www.jipejobs.com/employers/
https://www.jipejobs.com
https://www.linkedin.com/in/johnivieofficial/
https://www.linkedin.com/in/taraspalding/
https://www.linkedin.com/in/nlmaxfield/
https://www.linkedin.com/in/rizwansattar/
https://www.linkedin.com/in/jim-bennett-nowcfo/
https://www.linkedin.com/in/alanhall3/
https://www.linkedin.com/in/brendaamcqueary/
https://www.youtube.com/channel/UCXJCakFL2Q3r2b1y9oKsLiA
https://twitter.com/JipeJobs/
https://www.facebook.com/JipeJobs/
https://www.instagram.com/jipejobs/
https://www.linkedin.com/company/jipejobs/


Investor Fact Sheet – February 2022

Smári, Inc

120 4th Street

Suite 658 Smári Ásmundsson

Petaluma, CA 94952 phone  (707) 240-5161

drink-kaffi.com email smari@smariorganics.com

Company Description

We create and market functional ready-to-drink beverages. We provide our customers with healthy and delicious, low sugar functional coffee

beverages.

Deal Tags: Seed round.  CPG.  Ecommerce.  RTD.

Problem

Most functional drinks rely on sugar as their energy source, are not good

for you, or just plain do not taste good.

Product

Kaffi is a ready to drink functional coffee beverage, utilizing our

proprietary energy system. We can easily apply our system to line

extensions, or other forms of product.

Target Markets

We’re in the crosshairs of two fast growing categories, mainly ready-to-drink coffee AND functional drinks.  72% of Americans drink coffee, and 43%

of them drink it daily.  More than half of millennials drink cold coffee.  The ready-to drink coffee category has been growing at a CAGR of more than

18% since 2016, and it shows no signs of slowing down.  The functional drink category has been showing significant growth as well.

Kaffi fits perfectly within the intersection of ready to drink coffee, functional drinks and energy drinks.

Milestones-to-Date

● Launched Kaffi 1.0

● Pivoted towards ecommerce with Kaffi 1.0

● Redesigned packaging for Kaffi 2.0

● Reformulated Kaffi 2.0

● We have commitments for $275k of the total note.

Competitive Landscape

There are several players in our space:

● Competition 1 – Super Coffee

● Competition 2 – Bulletproof

● Competition 3 – Red Bull

● People will only sacrifice for so long and they will always revert

back to something that tastes good, or that they feel good about

putting into their body. Kaffi has a taste profile that consumers

know and love.

Business Model

Our plan is to start with direct to consumer for the first 12 months or so.

From there we will expand into retail channels, starting with the natural

channel, followed by conventional, food service and finally club.

There are a number of benefits to starting with direct to consumer,

mainly the direct line we’ll have to our customers and the ability to make

iterative changes quickly, if needed. It will also enable us to perfect our

message and build up the brand much more efficiently than if we were

in retail as well.

Pro Forma Financials

Year 1 Year 2 Year 3 Year 4

Revenues 1.05M 2.6M 8.6M 21.7M

Expenses 1.66M 2.46M 9.96M 14.87M

EBITDA (Loss) (1.18M) (1.07M) (318k) 1.25M

Investment Sought

We are raising a $1M convertible note to launch Kaffi in e-commerce & direct to consumer., with plans to go into brick and mortar retail in the next

12-18 months. Funds will be used mostly for marketing, followed by operations and working capital. Our aim is to be capital efficient with our

approach.

Management

Smári has been in food for a decade, and advertising and marketing

another decade prior to that.

Ken Burke founded and ran an ecommerce company to a 9 figure exit.

Jake Vogel led Bennington to a tremendous 27% CAGR in his 12

year-leadership role.

Intellectual Property

Our secret sauce is the interplay between protein, caffeine and the

healthy fats and that’s not an easy thing to replicate, while also making it

taste delicious

mailto:smari@smariorganics.com


 
About Layla Wellness 

Layla Wellness is a next generation wellness and technology company. 

We empower women with meaningful and convenient health 

information enabling them to take control of their own wellness 

journey like never before. Our vision is to be at the forefront of 

women’s health innovation. We are creating a suite of first in class 

patented medical devices and mobile health solutions that provide 

women reliable information about their body.  

 

Guess and Treat Approach to Women’s Health 

Its 2022 why are we still guessing? 

Life changing decisions are made every day based on limited data. The 

problem is getting accurate information to treat women’s health 

conditions. It is complicated to do well, and there has not been much 

innovation.  

We are still using manual tracking and collection of fluids, lab based 

testing or most recently, some manual insert and retrieve devices. There 

is currently little to no consensus in the medical community on the 

optimal method to test biomarkers for a population of more than 2.2 

billion women moving into menopause by 2025. 

Women deserve better information about their own bodies. 
 6 million pregnancies in the US annually 50% or 3 million are unintended. 

 More than 87% of women trying to conceive are unable to correctly identify 

their own ovulation day.  

 It is estimated that almost 2.2 billion women over the age of fifty, around the 

world, will suffer from hormonal imbalance by the year 2025. There is NO 

consensus in the medical community on the optimal approach or method to 

testing hormones. 

 90% of sexually active women use contraception with a failure rate of up to 

25% depending upon the method used.  

 >50,000 couples try IVF each year, the success rate is less than 40%. 

Life changing decisions are being made based on limited data. 

 

Our Technology: 

Layla provides information where others can’t. 

Layla’s Sensorsend TM platform technology will be an important 

disruptor in the $60 billion dollar wearable device market. 

The first of its kind providing important data for research in women’s 

health. 

Our SensorsendTM technology uses an insert and leave in device which 

gathers important information from inside our ring. Our proprietary 

safe low frequency transmission transmits the data to your cell phone 

or other device, where our algorithm turns this data into important 

health information. This platform technology will provide important 

information through multiple phases of the female life cycle. 

It’s safe any easy to use, does not require a doctor office visit.  

We are not guessing. 

 

Innovation Awards: 

Layla Wellness has already been recognized as an innovator.  Layla has 

raised almost $140,000 as the recipient of several Engineering and 

Innovation Awards and Grants, including the ASU Innovation Open 

and U of U Bench to Bedside during which our concept was validated 

by medical, business, and engineering experts. 

 

Initial Application: Fertility-Layla Ring and App 

We have designed, developed and patented the Layla Fertility ring as 

our first product using our SensorsendTM technology. The patent 

pending intravaginal ring measures cervical fluid and temperature. 

Health information from the ring is automatically transferred to the 

Layla mobile app. The app’s unique algorithm predicts the fertile 

window with up to five days’ advance notice of ovulation. Layla 

provides a hands-free solution and allows couples to optimize their 

likelihood of conceiving.  

 

Follow On Applications: 

Once our Fertility product is launched we will continue to innovate 

using our SensorsendTM Platform and growing our market. Follow 

on products in research include Menopause, Natural Contraceptive 

Alternatives, Improving the results of ART/IVF, 

Hormones and Menopause, Metabolic Health, and Sports 

Optimization for Women. Our SensorsendTM technology can also 

be licensed for use with almost any sensor within the body. 

 

Market  

The market is huge and growing. 

$60 billion projected by 2027 for wearable medical devices with a 

compounded annual growth rate of 26%. 

The Femtech sector is nearing $50 billion. Just the ovulation testing 

alone is $2.5billion. 

Not only in the US but world-wide the automation of data for 

women’s health is a major growth driver. 

Helping women understand their own bodies and providing 

information where they don’t currently have it is the first step. 

 

Sales/Marketing Strategy 

The device will initially be sold direct-to-consumer. The marketing 

strategy includes reaching women through our proprietary app, 

online promotional and educational content, referral programs, and 

strategic partnerships. Layla has the unique opportunity to license 

our SensorsendTM Technology to many other indications that are 

using sensors to collect data from within the body. 

 

Business Model  

We will initially launch our app, including a free model as well as a 

premium paid model and then follow on ad revenue. 

The app provides the opportunity to create a targeted community 

for direct marketing for our product launch. 

Following our initial validation study, the rings will then be sold 

direct to consumer through the app and online. The rings are sold 

under a subscription model with an estimated user life of 4 months 

for the fertility users, 12 months for general cycle monitoring and 

potentially several years for hormone product or other indications.  

Multiple revenue streams are available from sales of device, mobile 

app subscription, in-app advertising, research revenue, and 

licensing of technology platform. 

 

Company Profile 

  URL: www.LaylaWellness.com 

Industry: Wearables/Medical Device/Fertility Monitoring 

 

 

Contact 

Name: Lynnette Dillen 

Email: 

Lynnette@LaylaWellness.com 

Phone: (858) 472-1442 

Current Round: Seeking  $4mm 

Investors: 

 Mountain Pacific Ventures 
 Ideaship Fund 

 Private scientific individuals 

 

Advisory: 

June Chen, MD and Ron Heffernan -Mountain Pacific Ventures 

Medical Expert Consultant: 

Dr. Joseph Stanford, MD, MSPH, CFCMC 

Engineering: 

VPI Technology Group 

 

Management: 

CEO: Lynnette Dillen 

Head of Finance: Joni Aoki, CPA 
Head of Development: Jeanna Ryan, MS, 

MSCIS, MPAS, PA-C, RDN 

Head of Marketing: Young Hong, 
PharmD 

 



ü 4x improvement in efficiency 
and patient care-capacity

ü Smart tools designed to support, 
monitor and interact with patients

ü Symptom reduction in a range of 
problems 25% - 45%

Clinically validated telepsychiatry 
solution, powered by proprietary 
machine learning algorithms.

OPTT empowers evidence-based and continuous 
mental health care, providing clinically validated 
telepsychiatry care-plans powered by proprietary 
AI algorithms. Drastically increasing patient 
engagement and clinical capacity at a fraction of 
the cost of traditional care. 

A B2B virtual mental 
health platform

o Clinical Assistance / Content Personalization
Mental health homework-assist technology 
automatically labels patient responses, with 
65% accuracy & 90% specificity in predicting 
clinician feedback.

o Outcome Prediction / Triage
AI-assisted outcome prediction with 70% 
accuracy in predicting dropouts up to 3.5
weeks in advance.

o Diagnostic / Remote Monitoring
AI-enabled remote mental status 
evaluation with 90% specificity.

o Structured Digital Care Plans
Condition specific, Clinician-supervised 
care plans, optimizing the delivery and 
continuity of care.

ü 10+ Successful clinical trials.

ü Average 8 completed sessions 
2x more than others.

ü Exceptional domain-expertise 
built over the past 20 years.

Competitive advantage:

$600K raised to date, raising $3.5MM for an 
18-month run rate. Funds used for the U.S. market 
penetration, product development, R&D, and the 
expansion of data science team.

Annual projected revenues for the 36 months 
post investment.

Investment opportunity 
& funding summary:

Year 1 
$450K 
(10,000 patients)

Year 2
$3MM 
(40,000 patients)

Year 3
$10MM
(125,000 patients)

Industry challenges:
o Traditional face-to-face care is expensive 

and socially/geographically inaccessible.

o There are not enough clinicians to deliver 
mental health care traditionally.

o Mental health issues are commonly 
comorbid with other chronic diseases (e.g., 
Diabetes), increasing the cost of care and 
disease burden by up to 3X.

o Currently, mental health care is mostly 
episodic and reactive to a crisis vs. 
continuous and proactive.

Team:

Mohsen OmraniContact: mohsen@optt.ca
www.optt.ca

Dr. Mohsen Omrani MD PhD 
Co-Founder & CEO, Vanier & Banting Canada
Scholar, Computational Neuropsychiatrist, co-author 
of the first handbook of online delivery of CBT.
Dr. Nazanin Alavi MD FRCPC
Co-founder & Chief Medical Officer, Pioneer in Online 
psychotherapy research & author of the first handbook 
of online delivery of CBT.

Dr. Amirhossein Shirazi MD PhD
Chief Data Scientist, PhD degree in physics studying 
critical phenomena & Machine Learning.

U.N. Amighi BSc 
Business Development Advisor, Former V.P. of solution 
platforms at UnitedHealth Group.

Ali Omrani BSc MSc 
Product & Business Development Manager, 
with 5 years of start-up dev & marketing experience.

Dr. Dogu Celebi MD MPH
Strategy Development Advisor, Former SVP Clinical 
Analytics at OptumInsight.



 

 

 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
Business Summary: PlaneAhead is the first company of its 
kind, that takes full advantage of the termination of airline 
change fees for consumers. We track your purchased itinerary 
from the day you buy until take off. When the price of your 
ticket goes down, we automatically exchange the ticket and 
send you the airline credit from the change. 
 
Customer Problem: Now that change fees are gone, there is an 
opportunity to highlight the major fluctuations that airline 
tickets experience and convert those fluctuations into 
additional travel opportunities for customers that ordinarily 
would not or could not travel. If your travel budget is $500 for 
the year, we turn the one trip that could be afforded for that 
amount, into 2 or 3 trips without our customers doing anything. 
 
Product/Services: Our unique feature, provides a unique 
service that automates travel credits for customers to use on 
future travel. Our current subscription model charges $99-
149/year, based on the number of members on the account, to 
submit as many itineraries as you’d like to receive credit. 
 
Target Market: We have a mass market platform, but we are 
focusing early marketing a handful of demographics that like 
to travel and place cost and flexibility at the top of their list of  
concerns. Millennial travelers and traveling families. 
 
Customers: We currently have over 150 B2C users to date, not 
including B2B entities that are in our pipeline to pilot or B2B 
offering. 
 
Sales/Marketing Strategy: For our B2C approach, we have a 
pipeline of influencers that have shown interest in our service 
and would promote to their followers. We are also creating a  
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
robust campaign to take 
advantage of travelers planning 
for the holiday season. For B2B, 
we are using our current pilot 
companies to build our 
reputation and share with 
other companies. We are also 
planning to build out a sales 
organization that will prospect 
more B2B customers to pilot. 
 
Business Model: B2C: We are a 
subscription business that will 
extend our pricing into tiers 
that will increase the features 
and level of convenience per 
tier. 
 
Competitors: No, direct 
competitors. Indirect: TripIt, 
Trip Actions, Expedia, 
Travelocity, Booking.com 
 
Company Profile: 
URL: planeahead.co 
Industry: Travel/Technology 
Employees: 2 
 
Previous Capital: $400K 
 
Advisors: Preston Junger, Dean 
Cookson, Howard Ekundayo, 
Alex Sukennik, Jeff Erickson, 
Shannon Hogue 

Founder 

Alex Malebranche 
Founder/CEO 
P: 303.916.1691 
E: alex@planeahead.co 

We make travel easy and accessible for 
all by uncovering opportunities to 

stretch their dollar further. 



Pollen Systems 
10400 NE 4th STE STE 2210 
Bellevue, WA 98004 
+1 (425) 503-1693  

 
Business Model 
Pollen Systems offers a managed service for farms as well as a Software-as-a-Service portal. Our 
revenue model is based on an annual service agreement that typically costs $15/acre/flight, minimum 
50 acres.  After four years of lean operations, we are starting to bounce cash flow positive.  Through 
our partnership alone with multinational Stoller USA, we expect to grow the number of sites flown by 
100 in 2022 and the number of flights by 2000.  We also grow organically through direct sales. 
Management 
Founder Keith McCall spent 15 years at Lotus, IBM, and Microsoft, founded and sold Azaleos as one of 
the first hybrid SaaS e-mail management companies, and founded and sold Enroute Systems 
Corporation: helping retailers optimize omnichannel shipping. Drew Falabella, Director of Agricultural 
Solutions, works directly with farmers Trina Nelson, Director of Integration and Customer Experience 
brings full stack software development experience, having worked with Keith in similar capacities for 
two startups.  Cristian Escudero is the bilingual leader of our Chilean and Peruvian operations. 
Target Market / Size 
There are 1 billion acres of farmland in the United States. We focus on high value crops including wine 
grapes, cannabis, hops, citrus and stone fruit, which are conservatively estimated to exceed 50 million 
acres in the US. Our addressable market is well over several billion dollars worldwide. We are in the 
second year of operations in Chile over additional crops. 
Customers - Current / Potential 
Pollen Systems Corporation is a revenue generating company, providing our solution to over 100,000 
acres annually in Washington, Oregon, California, and Chile. We recently expanded our capabilities 
throughout the United States and Mexico with a partnership with multinational Stoller USA, who brings 
us into accounts to evaluate the effectiveness of their nutrient applications. Our marquis customers 
include Ste Michelle Wine Estates, Seven Hills Vineyard, Aquilini, Sierra Gold Nursery, and La Rosa 
Sofruco (kiwis, avocados, clementines) in Chile.   
Sales / Marketing Strategy 
Initially we have targeted specific regions, starting with Washington, Oregon, and Chile and specific 
crop segments (high value crops: vineyards, hops, cherries, avocados, cannabis). For each region and 
crop we do an extensive initial segmentation of the target farms in region, focusing on those spend at 
least $8,000/acre/year on the complete end-to-end farm solution: places where we can make the 
biggest difference and deliver the right value proposition.  At $15/acre/flight we are a very minimal part 
of spend and by delivering greater crop quality or yield we are immediately additive to their operations. 
Competitors 
Our competitors include freely available satellite imagery and fixed wing aircraft companies like Ceres, 
who fly over sites and provide the aerial imagery of the crops like we do: however we fly at a much 
lower height above the crops which enables Pollen Systems to deliver Advanced Agricultural Analytics 
on a per plant level.  Through contracted planes and equipment, we augment our services with fixed 
wing flyovers for larger 1000+ acre farms.  As LEO satellite technology and camera equipment 
becomes better, we can import those images into our advanced algorithms and analytics. 
Competitive Advantages 
Pollen Systems received US Patent 16/128,309 on May 26, 2020, Vine Growing Management Method 
and Apparatus with Autonomous Vehicles and US Patent 10,779,476, Crop management method and 
apparatus with autonomous vehicles issued Sept 22, 2020: part of the raise of our Series A round will 
enable us to extend those rights globally. Our SaaS revenue model provides a natural barrier to entry 
in that we contractually own the data: customers would lose by turning our subscription service off. 
Exit Strategy and Financials 
Exit to large multi-national company (eg. John Deere, Monsanto) by 2025 at a valuation of $100 million 
or more.  Financials are available upon request. 

 



 

Poly	Platform		
An organizational engagement platform! 

Business Summary: Poly is an engagement platform for organizations of all sizes, 
streamlining municipalities with civic engagement, companies with employee 
engagement, and schools with student engagement! 
 
Customer Problem: social media drives us into news feeds rather than the events we 
could have gone to but did not know about. Additionally, social media enables every 
user to have a voice making it difficult for anything to stick. Current solutions such as 
Instagram, Facebook, and Twitter exacerbate these problems. These platforms are not 
exclusive to an organization, and they facilitate and over saturation of content. 
Therefore, it is difficult for individuals within communities and organizations to see and 
find specific information while diminishing the administrators' voices.  
  
Product/Services: Poly is a mobile app and software dashboard tailored exclusively to 
an organization or municipality. It streamlines communication from administrators to 
their constituents, effectively eliminating the unrelated content and noise administrators 
have to currently face online to reach their residents, students, or employees.  
 
Poly consolidates all organizations' activities and events onto one central platform and 
uses push notifications to inform its residents, students, or employees. Users can 
access a news feed that displays all the events of their organization. Users can 
condense their feed based on interest selection while adding the activity to their 
calendar and sharing them with friends. Administrators can create events as well as 
disseminates surveys and polls to their community. Administrators will make improved 
decisions based on Poly's business analytics page that show live analytics and data. 
Poly is a mobile app and a robust web platform fitted with mass notification capability, 
permissions, analytics, polling, survey capability, chat function, reporting tool, event 
creation, privacy, organizational management, event creation, data analyzing, and 
messaging. 
 
Target Market/Customers:  

1. Local municipalities across the nation, (Municipalities) *Primary Focus 
Right Now* 

2. 50 million employees across 5000+ organizations, (Companies) 
3. 20 million students across 4000+ schools (Universities)  

 
Customers/Traction: Currently, Poly has nine customers providing monthly recurring 
revenue (West Point City, Blanding City, Nephi City, Duchesne City, 
VentureCapital.Org, Silicon Slopes, Innovation Point, and Us in Technology.) Poly 
Platform is in talks with (Salt Lake City, Sandy City, Provo City, Moab City, Utah 
League of Cities and Towns, South SLC, Pullman City, and DuPont City), three of 
which are near deal closing.  
 
Sales/ Marketing Strategy: *We are focusing primarily on municipalities in Utah 
state and Washington State. Utilizing, shot-gun approach, target account selling, 
signal-based selling, solution selling, and inbound selling (Paid Social). As we start to 
gain more traction and raise capital. We will devout resources to our corporate B2B 
vertical and University vertical. 
 
Business Model: Annual subscription model with an implementation fee and dollar 
amount per user based on the organization's size. Example: $3,000 implementation fee 
with 	¢.50 per resident annual fee per city. 
 
Competitors: Poly faces direct competition with Software companies such as 
CivicPlus and Eventus.Io.                                                      
                                           Notable Poly Platform Traction: 

 
 

Company Profile: 
 
URL: www.getpolyplatform.com 
Industry: *GovTech, B2B, EdTech 
Employees: 8 
Founded: May 19, 2020 
Contact: Kamel Greene 
Kamel@getpolyplatform.com 
(650) 630 8394 
 
Financial Information: 
 
Funding Stage: Pre seed Stage 
Capital Raised: $0 
Monthly Burn Rate: $1,000 
Pre-Money Valuation: $5,000,000 
Capital Seeking: $800,000 
 
Management: 
 
Kamel Greene, MPA, CEO 
Nate Wilson, JD/MBA, CFO 
Devin Wheelwright, MS/MBA, CTO 
 
Advisors: 
 

• Garrett Clark, Operations 
Director, Silicon Slopes  

• Mike Sears, SLC Angels General 
Manager 

• Laney Kawaguchi, V-School 
Director of Outcomes  

• John Boyd, Founder, J-curve, 
Venture catalyst  

• Matt Nixon, U.S West Midmarket 
(Consumer Products, High Tech 
at SAP

 

Financials 2021 2022 2023 

Revenues 26,000 3,500,000 5,500,000 

Expenditures 15,000 3,000,000 4,000,000 

Net 11,000 2,000,000 3,000,000 

Poly Platform 
Hello@getpolyplatform.com 
355 North Mill Road B403, 
Vineyard, UT 84059 USA 
 



Wireless Edge Infrastructure – IOT’s data source 
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R IOT Wireless 
         The Internet of Things at work. 
 

Internet of Things Wireless Edge Solutions 
RIOT Wireless, LLC “(RIOT)” develops and deploys battery powered, 
wireless IOT Edge Devices for large scale industrial applications with 
aggressive ROI’s. (TAM $1.8B in North America.) Our fully integrated 
edge platform captures data from remote assets and delivers it to any 
dashboard on any PC, Smart Phone, or cloud system anywhere in the 
world in real time.  RIOT solves the “first mile” problem for IOT.  At the 
device level, RIOT integrates all necessary functionality into a single 
package.  This includes appropriate transducers, signal processing, 
battery power, and communications (LoRa, Satellite, Cellular). The 
result is fully weatherproof (-40 to +140F), package that can be 
delivered with various appropriate certifications (UL 913 C1D1, ATTEx, 
IECEx, etc.) and in chemical-safe configurations (oil, acidic, caustic, 
etc.).  It is  very price aggressive and fabricated in the USA. 

RIOT Tank Level Monitoring – Our initial problem to solve 

The initial RIOT product, built on our IOT Edge platform is an integrated 
Tank Level Monitoring sensor (TLM) utilizing most any communication 
backbone.  A methane gas sensor has just been released into pilot, and 
other sensors are in development. The initial focus for the RIOT TLM is 
smaller chemical storage tanks (<2,000 gal) with challenging ROIs since 
this market is large (4M in North America - $1.7B) and poorly served. 
RIOT is an early-stage operating company with revenue.   

Company Background 
The company provides devices and data services via CapX (one time 
purchase) and OpX (recurring service model) depending on customer 
need.  RIOT devices will interface with any platform on the market and 
so may be easily integrated into existing installations.  Marketing is 
currently focused on Tier 1 customers with large installation 
opportunities while we are expanding our reach and implementing our 
Digital Marketing Program as well. Over 4,000 Integrated Wireless 
Edge devices have been deployed (and have operated reliably through 
3 arctic winters and 3 desert summers), validating the product.   
 

The team (5 key people) have extensive experience in all aspects of IOT and remote measurement solutions. The 
company has been in business since February 2018 with commercial deployments beginning in 3rd quarter 2019.  
The last company founded by Slifkin was acquired by a NASDAQ company that was recently taken privet for $909M. 
 
Investment Goal: $4 million through 2022.  RIOT Wireless is privately owned, self-funded, with no secured debt. 
 

Financials* 2020(act) 2021(act) 2022 (proj) 2023 (proj) 2024 (proj) 

Rev ($000) $878 $611 $5,180 $10,950 $22,600 

Expenditures $1,213 $820 $4,421 $7,935 $16,870 

Net -$335 -$209 $759 $3,015 $6,270 

 RIOT Sensor  

Competition 

 Contact:   Tim Slifkin  
                  CEO/Founder 
tims@goriotwireless.com 
goriotwireless.com 
973-979-1278 
 

mailto:tims@goriotwireless.com


SNACKTIVIST INC.

Proposition: Snacktivist is a regenerative food brand that creates
delicious, grain-based foods for health-minded consumers.

Our products make it easy to enjoy your favorite foods, like waffles,
brownies, and pizza, while being “better-for-you” because they are
plant-based, gluten-free and free of top allergens. We call this
“conscientious indulgence”. Food is a powerful tool for positively
impacting human health and our climate through regenerative
agriculture and creating consumer demand for clean-label,
climate-impacting, ancient grains and legumes.

Solving a need: Consumers are questioning existing food systems.
Both processed foods and industrialized farming are under scrutiny
for their contributions to disease and environmental damage.

Plant-based nutrition, food allergies, diet-related illness, ethical
transparency, clean-label, and climate-impact are all significant
concerns.

Health-driven foods and regenerative agriculture will rapidly replace
ultra-processed foods and conventional farming over the next 10
years which will disrupt current infrastructure and existing brand
hierarchy in the consumer space. There is a huge opportunity in
regenerative, alternative grains that cater to “better for you and the
planet” consumers.

Market Opportunity: $200 billion maket of which our initial sales
target is $50M. Both plant based and allergy-free foods CAGR >9%.

Market Differentiation: Our products are carefully crafted to deliver
exceptional flavor and nutrition and are simple to prepare. We use
innovative ingredients to make familiar foods like waffles and pizza.
Our product lines can bridge the gap between the consumer and
regenerative farmers who need to diversify their crops. This
combination of authentic sourcing without a vertically integrated
model is unique to Snacktivist and allows us to scale while
maintaining nimble innovation and authenticity, all while providing
our consumers with exceptional grain-based foods.

Business: We are scaling our flagship line of baking mixes and
growing a number of “Ready-to-Eat” snack lines which are also
being piloted in regional test accounts with fantastic feedback. Our
business model includes outsourcing production to
co-manufacturing partners who have capacity for the projected
products and growth.

Business Model: Our omnichannel strategy has an initial D2C focus
(Amazon, Thrive Market, website, Walmart) while steadily growing
our distribution into retail and foodservice channels. Our
co-manufacturing approach allows us to scale rapidly and focus on
brand, sales, marketing and building our regenerative supply chain.

Customers: 1) Retail and online decision-makers selling to
health-conscious and sustainability-minded shoppers, with emphasis

on plant-based food consumers and families who have children with
food sensitivities; and 2) Foodservice decision-makers and executive
chefs (e.g., resorts,  juice bars, fast-casual cafes, and QSR).

Consumer Market: All consumers seeking “conscientious indulgence”
including “free-from,” plant-based/vegan, whole-grain,
health-conscious and climate impacting products.

Sales/Marketing Strategy: Strategically in niche markets such as
gluten-free and plant-based/vegan. The focus moving into 2022 is
rebranding, cooking video content, influencers, and digital sampling
campaigns like “Moms Meet” and Social Nature to support retail and
e-commerce growth. A chef influencer program and foodservice
solutions program is also being launched.

Executive & Management Team:

• Joni Kindwall-Moore: CEO, RN, Ethnobotanist and Entrepreneur

• Meg Carlson: CMO/CSO, CEO of Uproar Capital; CEO of Prosperity

Organics, EVP of HJ Heinz/Ore-Ida Foods

• Roy Moore: RN CEN CPEN, VP, Supply Chain, Logistics Management

• Anna Orem: Fulfilment, Amazon, and E-platform Sales Support

Competitors: Pamela’s, Simple Mills, Bob’s Red Mill, Arrowhead Mills,

King Arthur Flour, Kodiak Cakes, Birch Benders and Udi’s.

Projections: Profitability in 2023 with revenues of $15m and in 2025 with
revenues of $50m.

Comparable Exit: Similar acquisitions have been at between 4 and 6
times TTMR. Potential partners include General Mills, Ancient Brands,
Unilever, Dannon, Flowers Foods, Heartland Gourmet Brands, Kellogg and
PepsiCo.

Strategic Partners: GoodNow Foods & ISCG (Brokers-Sales Development),
Avalon Foods (Foodservice brokers), Foster Garvey (Legal, IP), GF Blends
(co-packing), HB Specialty (co-packing and supply chain development),
WSU (Cereal Sciences Division) and Around the World Gormet. .

Advisors:
• Adam Robinson: COO / CFO hedge funds and investment banking

including Arkkan Capital, Credit Suisse and KPMG. Three fund
start-ups, sustainable energy financing and angel investor.

• Lynn Rundle: COO, CEO/Founder of 21st Century Milling, VC/PE Investor,

CEO J&J Family of Farms, MS Agriculture

Capital raises

FF&CN total to date: $237K (booked), ($125 committed)

Current Raise: $500K, Convertible Note, 6%, 3M Cap

Use of funds: Inventory 15%, Sales, Marketing & Branding 40%, Talent
15%, New Product Launch 20%, and Channel Development 10%

Contact: Joni Kindwall-Moore Joni@snacktivistfoods.com 406-334-1608, Coeur d’Alene, ID



Email: joe@sparrowup.com
One Line Summary: Sparrow uses A.I. to help athletes

improve - starting with golf.

Business Summary:
Sparrow uses artificial intelligence (AI) in an app to help athletes improve -

starting with golf. After taking a video of your golf swing using the Sparrow

app, Sparrow’s AI will analyze it, give you feedback, and provide tips to

improve. Sparrow is like having a golf coach in your pocket and is readying for

an App store launch in a few weeks. Expansion into other sports will follow.

Management:
Joe Chin, Co-Founder & CEO, Serial Entrepreneur, $20 mil raised, 2 successful

exits. Sam Pigott solid COO/CTO (manages 50 person web/mobile dev agency)

| Serious Product Chops: helped design/develop 100 apps, 100 mil+ users, 5

exits (bought/funded by Time, Twitter, Google). Todd Eaglin AI and Computer

Vision (CV) Expert | PhD in AI/CV from University of North Carolina. The

founding team has over 50 years of experience founding and growing

successful startups and apps. Together, they have raised over $20 million for

their previous companies with 2 successful exits. Additionally, they have

developed A.I. and consumer apps for Universal Studios and Lowes, one that

was acquired by Twitter for $30 million and one that is worth $3 billion today.

Customer Problem:
Your average athlete (1 of 4 adults and half of all kids) rarely reaches his/her
full potential in their sport due to lack of quality coaching.

Common situation for golf (Sparrow’s initial target market)
* 1 hour lesson once a month with Golf teaching pro (at $75-200/hour) is
source of coaching
* Far too little —>  After lesson, golfer regresses

Product/Services:
Sparrow represents affordable & rapid golf/sport improvement in your pocket.

Sparrow’s AI-powered app (1) watches and analyzes the athletes movement (2)

identifies and shows deficiencies (3) recommends tips and drills so they can

improve.

Target Market:
With our first product - the Sparrow Golf app - we have a potential market

made up of 24mil golfers in the U.S. and 60 mil golfers worldwide. At

$9.99/month (very affordable for golfers) that translates into a $2 billion

addressable market  in the US, and $7 billion globally.

Customers:
Sparrow is a pre-launch company, so we do not have current customers. For

golf, potential # of customers is 50 million+ worldwide. In all sports, there are

1.4 billion potential customers, as 1/4 of the World’s modern population

participates in sports. Our initial audience of potential customers are beginner

to intermediate golfers in the US who have smartphones and are focused on

improving their golf game.

Sales/Marketing Strategy:
Sparrow will use several marketing methods, including email marketing,
content marketing with influencer promotions, channel marketing through golf
pros, tournaments, conferences, and PR. Sparrow will also use paid marketing
via Youtube, the App Store, Instagram, and Facebook. As a revolutionary
concept Sparrow has a high viral coefficient, so all marketing methods will be
geared to maximize that advantage.

Business model:
Our app will be sold on the app store with a subscription based model. We will

be launching with three tiers of subscriptions: ‘Freemium’ which would allow

users to test the app before purchase for a limited time, ‘Basic’ which will cost

$9.99/month and give all of the core functionality to the app & A.I. analysis

and ‘Advanced’ will cost $19.99/month and provide more in-depth analysis,

larger amounts of storage & instruction, & feel closest to a true ‘coach in your

pocket.’

Competitors:
Two companies that have developed advanced AI-guided technologies are

Sparrow and HomeCourt. HomeCourt is focused on basketball and drills, so uses

low resolution, low speed video. Sparrow is focused on golf improvement so uses

high resolution high speed video, which is significantly more advanced. There are

other companies/apps which purport to use AI, but are much less advanced, so

are not truly competitive.

Financials* 2022 2023 2024 2025 2026

Rev $72 $1,800 $15,600 $66M $195M

Expenditure $1,034 $3,700 $20,200 $63M $152M

Net -$962 -$1,900 -$4,600 $3M $43M

*In Thousands (000) in USD

Company Profile:
URL: https://invest.sparrowup.com/
Industry: A.I
Employees: 5 full-time, 7 interns

Contact:
Name: Joe Chin
Email: joe@sparrowup.com
Phone: (917) 860-8936

Financial Information:
Previous Capital: $1.8 million
Founders Investment: $750,000
Monthly burn Rate: $100,000
Pre Money valuation: range $9-10 million

Management:
Joe Chin | Co-Founder & CEO
Sam Pigott | Co-Founder & CTO
Todd Eaglin | Co-Founder & Director of Engineering

Advisors: Investor pool (Fortune 500 CEO +
Sports icons + Professors of Finance + Coaches)

Investors:
25+ Keiretsu, 90 Accredited, 3 PGA/LPGA professional golfers

Referred By: Juan Arango | Entrepreneur Director,
Keiretsu Forum NW & Rockies | juan@keiretsuforum.com

https://invest.sparrowup.com/


 
“Wearable OnStar for People” + “NEST for People” 
 
Business Summary:  
For independent but vulnerable populations (59M people in the US aged 65+), the 
voice-first Kanega Watch and service provides discreet support for falls, medication 
reminders, and a guard against wandering with guide-me-home assistance, plus AI 
that learns the wearer's lifestyle. No smart phone required, no need to remove the 
watch to charge. The Kanega Watch is the only automatic fall detection on the wrist 
connected to medical alarm call centers.  
 
Customer Problem:  
As people age, they want to retain independence, but are vulnerable and may 
suddenly need help. Medical alerts market penetration is poor because they are ugly 
and socially stigmatizing. Smartwatches can't be used because they're charging 
when the population is most vulnerable - to falls, in the bathroom, at night. 
 
Product/Services:  
The Kanega watch is the only medical alert solution that provides automatic fall 
detection on the wrist connected to medical alarm call centers, along with 
medication reminders and a patented battery system that allows you to wear your 
watch 24x7 with a waterproof, voice-first classical watch style that preserves dignity. 
 
Target Market:  
Today, there are 59M people in the US above the age of 65, and only 7% of them, 
some 4.5M people, have a medical alert.  By 2030, there will be 73M people aged 
65+, and the senior demographic will be 23% of the entire population in the US.  
Over 95% of seniors want to age-in-place.   
 
We’re entering an unprecedented caregiver shortage: just a decade ago, there were 
7 potential caregivers for every senior 80+.  We’ll have less than 4 potential 
caregivers for every senior 80+ by 2030, in just 8 short years.  This is compounded by 
the fact that the number of seniors without children is increasing.  Among the 
younger boomers, aged 55-64 today, fully 20% don’t have children - and that is 16M 
people. 
 
Customers:  
Current wearers range in age from 22 to 101, with an average age of 81. 35% of 
Kanega Watch wearers are male; 65% are female.  Wearers include seniors, COVID 
victims, people with MS, ALS, Parkinson's, Epilepsy, traumatic brain injury, heavy 
medication schedules, Downs Syndrome, and disabled veterans. 
 
Sales/Marketing Strategy: 
We sell direct-to-consumer (DTC) online, using a mixture of Facebook, Google, Bing, 
Affiliates, and Referrers. Pricing is biased to annual plans (pay in advance): $868 the 
first year, $720 in service in subsequent years. Margins on service are > 90%. 
 
Competitors: 
Medical Guardian, Mobile Help.  NOT Apple. 

 

Company Profile: 
URL: https://www.UnaliWear.com/ 
Industry: mobile medical alert 
Employees: 9 
 
IP: US Patent 10,051,410 and US Patent 
10,687,193 * Mexico Patent 363492  *  
Australia Patent 2014321303 * Japan 
Patent 6346953  *  China Patent 
105765639 * European Patent 14845754 *  
Israeli Patent 244489 * Canada Patent 
2,923,745 
 
Contact: 
Jean Anne Booth, CEO 
JeanAnne.Booth@UnaliWear.com  
512-917-3088 
 
Financial Information: 
 
Previous Capital: $15M 
Founders Investment: $750K 
Monthly burn Rate: $90K 
Pre Money valuation: $34M 
 
Management: 
Jean Anne Booth, CEO & co-founder 
Richard Hirsch, CMO 
 
Advisors: 
StartUp Health 
our angel investors (167+) 
 
Investors: 
VCs, Corporate VCs, family offices, and 
Angels 
 

 
 
 

Financials (000s) 2021 (actual) 2022 
 

2023 2024 

Rev  $823,096   $1,750,000   $4,656,914   $19,333,195 
Expenditure  $1,733,360   $3,685,330   $5,600,459   $10,248,660 
Net  $(1,358,650)  $(2,888,652)  $(2,842,074)  $1,921,252 



 

 

The World’s Best Performance Insoles: Run Faster. Jump Higher. Train Smarter. 

Industry: Sports Gear, Insoles | Round: Post-Seed | www.VKTRYgear.com 

 
CONTACT: 
VKTRY Gear 
Steve Wasik, CEO 
Steve.wasik@VKTRYgear.com 
914-582-5202 
135 Research Drive 
Milford CT 06460 

 
PROBLEM: 
When athletes push against the ground to run or 
jump, they lose much of the energy they exert 
which reduces performance results. Also, 
athletes are prone to suffer lower leg and foot 
injuries while playing their sport. 

 SOLUTION: 
INVESTMENT DETAILS: 
2 Year Convertible Note 
10% interest, 20% discount 
$15M value cap (Keiretsu DD Report estimates 
current company valuation of $25M) 
$1.7M currently raised on goal of $2.0M 
$4.8M raised since 2016 

Made from heel-to-toe carbon fiber, patented 
VKTRY Insoles store energy and return that 
energy to the athlete. Independent PhD-led 
research shows that “VKs” increase explosiveness 
by +9.3%. Additionally, due to the added stability 
and shock absorption, VKTRY Insoles reduce 
injuries by as much as 41%. 

USE OF FUNDS: 
60% Marketing, 20% Sales, 10% R&D, 10% Ops 
Raising awareness is the top priority because 
when people hear about “VKs”, they want to try 
them… and when they try… they love them (only 
a 5% return rate vs industry avg of 30%) 

MARKET OPPORTUNITY: 
$450B Sports Gear business, $5B Insole category 
There are 65M athletes in the USA alone (over 
the age of 13) that could benefit from this 
innovative tech. A 1% penetration of this 
audience = $85M in sales. 

MANAGEMENT TEAM: 
Steve Wasik – CEO 
Matt Arciuolo – CTO, Founder 
Lynn LaRocca – CMO, acting 
Kevin Radziewicz – Operations Manager  

TARGET MARKET: 
1. Serious Athletes 
2. Casual / Lifetime Athletes 
3. Military, Medical, Occupational 
4. International 

  
MILESTONES: 
Over 100,000 pairs sold at avg price $165/pr 
Over $17M in total sales since 2017 
Multiple patents to protect the IP 
Several product launches in last 12 months 
1700 5-Star reviews; 4.4/5.0 rating 
 

COMPETITION: 
Most insoles are passive devices, made of foam & 
plastic with zero energy transfer / propulsion 

• Superfeet, Sof Soles, Powerstep 

• Protalus, Tread Labs 

• Custom Orthotics 

BUSINESS MODEL: 
Currently DTC with 85% of sales through 
company web shop via digital advertising, 
strategic partnerships and high-profile athlete 
endorsements. Gross margins exceed 70%. 

EXIT OPPORTUNITY: 
Several strategic candidates have already 
expressed interest in an acquisition. Expecting to 
exit when sales reach >$20M for valuation 
>$100M (2025). 
 

 

http://www.vktrygear.com/
mailto:Steve.wasik@VKTRYgear.com


Opportunity:
Large electric planes that are lower cost for airlines and better for the planet

Market:
$100B serviceable addressable market

Solution:
Wright is retrofitting a proven, existing 100 passenger plane with its proprietary electric
jet engines and batteries

● Wright’s electric engine is 3x more powerful than any other electric engine
● Wright’s battery-fuel-cells are 80% lighter than lithium-ion batteries

Wright’s technology is backed by $10M in contracts from NASA, the US Department of
Energy, the US Air Force, and the US Army.

Product Roadmap:
1. Sell electric engines and lightweight batteries
2. Sell retrofitted and new aircraft that uses Wright components
3. Sell recurring revenue service contracts for maintenance

Traction:
Wright has $4 billion in letters of intent from leading airlines

Team:
World experts in electric engines, complex program management, and FAA certification

Contact:
Jeff Engler | CEO | jeff@weflywright.com | (917) 608-9785



 
 
THE FIRST WEARABLE CHILD CARRIER DESIGNED TO PROTECT KIDS 

                                                  
Teri Tito Founder 312-213-8337  

 
wümgo introduces a quantum leap in safety to child carrying and the proud winner of the 
2020 European Product Design Award in the Children’s Product Safety Category. The 
introductory product, the child backpack carrier, applies proven life-saving technology, (utility 
patent awarded and exceeds the current federal safety requirements), to protect a child’s head 
and body while being carried on urban adventures and nature trails. It is a modular system and 
its 3 attachments will be introduced which will allow wümgo backpack carrier to quickly 
transform into a stroller, car seat and bicycle seat, saving parents time, money and storage 
space. The wümby front carrier, designed for small babies, will be introduced in year 2.   
 
INSPIRATION FOR WÜMGO The light bulb turned on when hiking and seeing so many young 
families using a cloth child carrier with the child’s exposed head and the related risks if tripped 
or fell,. Research into child carrier accidents confirmed my fears.. Studies by respected 
institutions found that hundreds of thousands of children aged 5 years and younger have been 
treated in hospital emergency departments for stroller or carrier related injuries.. TBIs and 
concussions account for 79% of carrier related hospitalizations.   
 
OPPORTUNITY There are only two types of child carriers on the market today; soft fabric 
carriers which fit close to the caregiver’s body and backpack carriers which use a metal frame to 
suspend a fabric carrier.  Both types of carriers leave the child’s body and head exposed and 
unprotected from potential falls.  
 
MARKET The global TAM for the Baby Safety Products is $94B and US Carrier market, $17B 
and 130m babies are born each year. Child carrier sales are growing at 4.5% per annum. It is 
estimated that 98 percent of parents own at least one mobility product.  
 
MARKET STRATEGY wümgo is the current grand prizewinner of Launchboom’s world’s largest 
pitch competition.  The prize is valued at $130K (business services) to put toward a successful 
crowd funding campaign in 2022 with a goal of $1m in preorders. Leveraging this, wümgo’s will 
target the new mom (millennial demographic) economy and parent safety groups.  Social media, 
and influencer endorsements will be utilized to drive customers to the wümgo.com website and 
eCommerce.  Wholesale will follow, online and offline specialty stores and national chains. 
Distributors will be appointed to enter international markets.  
 
MANUFACTURE & DISTRIBUTION wümgo is investigating the merits of outsourced production 
in North America versus offshore. The company’s team and advisor network has expertise in 
the design and manufacture of high-end protective gear.  
 
TEAM The CEO/founder is a successful entrepreneur with design and marketing expertise. The 
COO has 25 years of engineering, manufacturing and supply chain experience.  

 
CAPITAL REQUIRED Founder finance to date we are raising a seed round of $500K in a CLN, 
8% interest and 20% discount, 2.5M Cap. The funds raised,, with the $130k, will be used to 
manufacture the product and conduct a high performance sales and marketing campaign.,      
 
FINANCIAL PROJECTIONS ($ thousands) 
 

 2022 2023 2024 2025 2026 

Revenue 1,750 8,018 23,100 42,800 98,045 

Gross Profit 1,250 4,764 14,548 28.612 69,625 

EBITDA (138) 11 1,983 6,492 22,868 

EBITDA %     -   - 9% 15% 23% 

 




	Pollen Systems One Pager.pdf
	Pollen Systems received US Patent 16/128,309 on May 26, 2020, Vine Growing Management Method and Apparatus with Autonomous Vehicles and US Patent 10,779,476, Crop management method and apparatus with autonomous vehicles issued Sept 22, 2020: part of the raise of our Series A round will enable us to extend those rights globally. Our SaaS revenue model provides a natural barrier to entry in that we contractually own the data: customers would lose by turning our subscription service off.
	Exit Strategy and Financials
	Exit to large multi-national company (eg. John Deere, Monsanto) by 2025 at a valuation of $100 million or more.  Financials are available upon request.
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