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Stephen Meade of MonetaPro.io
Advice for Investors in the Blockchain Sector
Understand that the space has distinctions; meaning bitcoin itself is a
classified asset. Stephen doesn’t believe in straight tokens or straight token
offerings and he suggests looking at things that are a blend.
If you're investing in just tokens, Stephen notes that this only covers the
speculative side of things. The advantages to this are you might get
liquidity quicker than you would a straight equity. However, the downside
with straight tokens is you lose some of the financial controls. It all depends
on the horizon for your investment. If you're looking short term,
speculative, such as penny stock, you’re looking through a different lens
than something more valuable in the long term.

Industry Evolution
Blockchain is a technology component. It's no different than databases or
the internet.
The industry as a whole is going to continue to grow- just like databases
and the internet.
Simply put, blockchain is an enabler.
People will start investing in a software or a service company that uses
blockchain to perform a function which is different from the token rounds
that are crypto. It’s a fascinating new way to fund a company. The big
distinction here is maturation of the blockchain industry as a whole for the
technology side of things and the funding side which enables new types of
funding.
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Challenges in the Space
There is no regulation of blockchain.
For example, MonetaPro uses blockchain to update an inventory module
and there is no regulation on how they use blockchain from a service
capacity.
This leads to companies wanting to use blockchain to create:




better contracts
new forms of PDFs
tracking food through a supply chain

The point is, there's no regulation at all; it’s just implementation of
technology in a new capacity.
If you want to use blockchain for raising money, therein lies the distinction
of regulation and jurisdiction. From this standpoint, the United States is
struggling with everything from classifying the asset to terminology.
Everyone is going to have their own jurisdiction and they're going to create
their own classification and label. In this regard, the US is going to be a
mess for a long time from a fundraising and blockchain capacity
standpoint.

Stephen Meade’s Background
 Stephen has been starting businesses since he was 18.
 When he was 22, Stephen read 357 books over 6 1/2 years when he
was running sales training for Travelers Group.
 He used this knowledge base to build a system called a Bullseye
Belief system.
 He’s used the Bullseye Belief system to build 11 technology
companies, 3 of which went public.
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Contact Information
Web: MonetaPro
LinkedIn: Stephen Meade

Listen to the full interview here
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Reed Berglund of iSnap
Advice for Investors in the Digital SAS Sector
From a legislation perspective managing data is mission critical. If the
company doesn't have a firm grasp on how to protect their use of data or
how they're acquiring the data, this can be an issue for the startup.
It’s also important to understand what aspect of the supply chain within
digital marketing the company is addressing. Sometimes, it's difficult to see
this because there are so many layers within digital marketing. These layers
can make it challenging to see what the differentiation points are with data
being the one critical thing within those layers.

Industry Evolution
Since so many tools have been built that allow small teams to function at a
high level of productivity with great intelligence, you're seeing more brands
bring a lot of capabilities in house that used to be outsourced to agencies
and vendors.
Within the space, intelligence will continue to grow. This is happening
primarily in the form of a customer data platform where brands are looking
to build their tech stack.
The second major thing happening within the space is brands reducing
their dependency on larger platforms. Over the last 10 years, brands have
come to realize that there is an overwhelming dependency on platforms
such as Facebook and Yelp.
These brands were told time and time again that they needed to have a
strong position on these larger platforms in order to be successful. For
example, real estate, such as Facebook business pages, was thought to be
one of the places where brands needed to have a presence. However,
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Facebook changed how they would optimize those business pages and
these brands effectively became irrelevant because they weren't appearing
in the prioritized algorithm.
What we are seeing now is a move away from the platforms to de-risk the
dependency that brands had on them.

Challenges in the Space
The biggest challenge is the size of the players.
Consider Amazon, one of the biggest players from a digital marketing
perspective, and how quickly they've grown. Simply put, their size kills. So,
startups have to move fast and they have to be well-funded to make an
impact.
On the other side of things, you have big players like Microsoft who have
done an incredible job of building out their cloud platform. A lot of these
larger players have moved to what is called a digital experience platform
which is all cloud based.
What this means for a startup is that you have to know where you're going
to fit into this space because it's likely that one of these larger players are
going to acquire you if you don't already have a pass to the public markets.

Reed Berglund’s Background
 Reed has spent 10 years in the startup space working in marketing
technology.

Contact Information
Web: iSnap
LinkedIn: Reed Berglund
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Listen to the full interview here
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Vickie Zisman of Bastet
Communication
Advice for Investors Working with Israeli Startups
Know your fundamentals and know how to evaluate.
Also, look for chemistry with the founders and the startup.
Remember: everything is personal.
You may come across some great technology or a great product, but take
the time to find out if there is a connection between you and the
founders/startup. Investing is a bit like marriage. If you go into a serious
long term relationship, you want to be on the same page.

Working with Israeli Startups
Israeli strength is mainly in the initial technology and R&D. They excel in
engineering and coming up with great solutions. However, they are less
advanced in business marketing. This is where an investor may add major
value to the partnership.
One has to bear in mind the cultural differences between Israelis and other
foreign investors. Israelis tend to be direct, so they say what they mean and
what they think. They don't have hidden meanings or hidden issues.
Sometimes, it's hard for them to decipher the message of foreign
investors.
For example, many American investors tend to be polite as they don't want
to discourage a project, even if they don't intend to invest in it. However,
they will say:
You've done a good job.

11

Israelis take this at face value and later don't understand why they have
been rejected.
So, a sense of understanding and using the same language is crucial for
both Israelis and foreign investors who are interested in Israeli technology.
Cultural bridges should be built and it's crucial to have a business
understanding and common business ethics in place.

Challenges in the Space
The major hurdle is money because the investment climate has changed.
It's harder for startups to raise money.
Investors have gotten quicker while entrepreneurs remain on the slower
side. Entrepreneurs are still living in a startup nation where they believe all
you have to do is come up with a brilliant idea and then raise money. It’s
taking them a bit longer to realize that the times have changed.

Vickie Zisman’s Background
 Vickie has a background in marketing communication.
 During her career she came across investors who began asking her if
she knew of any interesting projects to invest in, so she got involved
with connecting investors to projects.

Contact Information
LinkedIn: Vickie Zisman

Listen to the full interview here
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Joe Jesuele of HomeJab
Advice for Investors in the Real Estate Tech Space
It's a high volume business and the margins are low.
You want to invest in companies that have:
 good software
 good technology
The reason for this is you want it to be a company that can scale.
It's a service business, but you have to invest in companies that are more
tech-service.
Additionally, investing in companies or people that have relationships in the
real estate sector at the enterprise or corporate level is a smart idea
because you need recurring revenue in place in order to grow the business.
The bottom line is that you need to have both technology and enterprise
relationships.

Industry Evolution
Previously, photography was the way to show a house on a digital platform.
Now, virtual tours are common. Technology has also brought in drones and
3D virtual staging into the space. These are all things that are becoming
typical in any residential listing, no matter what the sales price is.
In terms of how many companies are engaged, the biggest sector is
freelance photographers. This means individuals or small teams who are
typically doing under $1 million in sales.
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Challenges in the Space
The economic numbers of the business are a big challenge. This is because
it's a low margin business and you need to have some level of scale in
order to be profitable.
Within the photography-tech sector of real estate, what ends up happening
is that a lot of the owner/operators, the people that are photographers, are
still going out and doing shoots. It's very difficult for them to handle
growing the business and handling all the administrative tasks at the same
time.
It becomes a challenge in terms of growing the business and scaling it
because there are so many photographers in the weeds since it's a low
margin business. The problem is, you need to have a great deal of volume
in order to be profitable enough and have the cash flow to:
 grow properly
 invest in sales and marketing
 have an administrative staff

Joe Jesuele’s Background
 Joe has a background in real estate.
 He started as a broker.
 He’s been involved in development projects with real estate
investment trusts in addition to working on the residential lending
side of things.

Contact Information
Web: HomeJab
LinkedIn: Joe Jesuele
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Listen to the full interview here
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Amrit Robbins of Axiom Exergy
Advice for Investors in the Grocery Refrigeration
Space
There are about 39,000 grocery stores in the United States today, and it's a
very high volume, low margin business.
Grocery stores are bringing home around 1.5% per year. There’s enormous
volume where some stores are turning out the entire store every single day.
However, these stores have razor thin margins.
This has led to a climate where the top 20 grocery chains have consolidated
and they control over half of all the stores in the country. In addition to this
decision making within these organizations, these businesses have had to
figure out ways to become more efficient over time to eke out tiny margins.
These chains have completely centralized decision making and
management. So, in this particular segment, it's really the 20 top corporate
executive teams that are overseeing over half of all the grocery stores in the
country. This means the industry itself is not growing that fast in terms of
total number of stores.
What has happened in the last few years is a lot of fear and uncertainty
that's been driven by tech advancements. Tech is destabilizing the industry.
When it comes to the refrigeration industry, there are only 3 to 4 key
players who are selling refrigerator display cases and large central
refrigeration systems that are in most grocery stores, warehouses and food
processing/packaging facilities.
These companies have gotten to the point where they're selling an almost
completely commoditized product. When a new grocery store is built, the
owner of that grocery store is not going to one of these vendors and
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buying a complete solution. Instead, they're hiring a third party engineering
firm to mix and match major system components from the 3 or 4 large
manufacturers.
Overall, there are a lot of questions about the future of the industry and
this is something to be aware of when you are investing.

Success in the Industry
The answer to success is applying generic data and artificial intelligence
playbooks. The benefit of this is the potential to unlock enormous amounts
of value.
Grocery refrigeration, specifically, is not using data. In most cases, what
you're going to see is a large central refrigeration system in the back of that
store with a computer that is operating that refrigeration system and
monitoring it.
However, nothing is being done with the data that's collected from the
computer. That data is being stored onsite for about two weeks, and after
two weeks, the data is thrown out the window.
Businesses are starting to realize there's benefit in generating data and
understanding it. What Axiom has realized is that they can step in and
gather all that data that's already being captured. They gather that data,
send it to the cloud, and then run it through artificial intelligence engines.

Challenges in the Space
There are always upfront costs that need to be considered.
People can also be reluctant to expose themselves to the risk of working
with:
 new vendors
 new products
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 new concepts
Individuals tend to be even more reluctant when these new products and
concepts cost a lot of money.

Amrit Robbins’s Background
 Amrit’s goal has always been to accelerate a clean energy future.
 He went to Stanford intending to study political science so that he
could enact change through policy.
 He got into startups and entrepreneurship while at Stanford and
switched to engineering as his area of study.
 Amrit realized that technology and economical solutions to climate
problems were more attractive solutions than policy driven ones.
 He’s worked in energy services where he got familiar with the US
retail grocery market.

Contact Information
Web: Axiom Exergy
LinkedIn: Amrit Robbins

Listen to the full interview here
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Rob Wray of BlueStar SeniorTech
Advice for Investors in the Senior Tech Space
All of the standard investor rules about due diligence of the company and
team apply.
Keep in mind, the senior population is growing faster than any other
segment in America. The number of 85 year olds is growing at 6x the rate
of the rest of the country.
Additionally, there’s a huge explosion of technologies. This is
predominantly brought on by the internet of things, wearables and wifi.
This means that there are 2 massive movements going on in this area to
solve a large need. Investors need to look hard and pay attention to the
space in order to find the companies that are going to make the biggest
impact.

Industry Evolution
The aging in place market didn't really exist 20 to 30 years ago.
Everyone in America knows about medical alert buttons because they have
been advertised on TV for nearly 50 years and about 3 million Americans
have these buttons. This was the extent of the industry for many years.
With the advent of cell phones, wifi, and the internet of things in the last
10 to 15 years, this new industry has started to grow, which is aging in
place. It’s such a new market that it doesn’t currently have:




a trade association
magazines
formal conferences
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However, industry groups estimate it to be a $20 billion industry and it's
growing rapidly.

Challenges in the Space
It is a space that is currently still in its Wild West phase.
In this industry there are a lot of people that are working very hard to figure
out what does work. For example:
1. How do you deliver services to seniors that have never had them
before?
2. How do you apply smartphones to seniors who didn't grow up using
smartphones?
3. How do you get financing done?
4. What's going to be reimbursable through the healthcare system?
5. What is the family paying for?
6. What is the senior paying for?
This space has all of the possibilities and all of the potential downfalls of
the Wild West because it's a nascent industry that's growing by leaps and
bounds.
Rob Wray’s Background






Rob began his career as a nuclear engineer, operating nuclear surface
ships for the Navy.
He later went into the Reserves and spent his 30s and 40s with a
variety of small entrepreneurial businesses.
He considers himself a businessman who happened to be an Admiral
with the Navy.

Contact Information
Web: Bluestar SeniorTech
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LinkedIn: Rob Wray

Listen to the full interview here

21

Brian Morin of Soteria Battery
Innovation Group
Advice for Investors in the Battery Space
When you're looking at private investments in the battery space, it's unique
compared to a lot of other industries.
Supply chain is very important in this space. You've got very large
companies that are going to be buying batteries to put into devices. These
companies include:
 automotive
 electronics
Everything from Mercedes to Apple is going to require batteries. These
companies are also going to want assurance of supply. They're going to
want a broad supply chain, so they're going to want choices and
competition.
Another thing to understand is that, especially compared to software, the
qualification times are relatively long outside of the automotive industry.
Generally, you're looking at 12 to 24 months once you have a working
prototype. In the automotive space, you're looking at at least 3 years.
With the qualification times being so long, a lot of startups don't build this
into their business plan. They tend to show hockey stick graphs that grow
much faster than the industry is going to allow.
A lot of startups also make the mistake of believing they can go straight
into the automotive space because it’s a big piece of the market.
Unfortunately, there's not a single material or component being used in
automotive that wasn't first validated in other markets. This means that a
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startup has to choose a landing strip market where they can get field
validation other than automotive.

Industry Evolution
The market opportunity is immense.
The industry is growing quickly, averaging a 20% to 22% annual growth
rate. This is accelerating as electric vehicles are coming into the market and
being accepted by the consumers.
There are also a lot of companies, especially big companies, trying to find a
way into the industry. This means that the opportunity for partnership with
big companies is strong. Basically, every company that has a material or
device is trying to find a way to make that material or device useful in
electric vehicles.
If a company has a way of doing that, it becomes a huge opportunity.
Because of the high growth, the economies of scale are coming on. Prices
are dropping and this is a trend that will continue.

Challenges in the Space
The amount of money needed to take a technology from small scale to
large scale with full production and market penetration is immense. It can
take many hundreds of millions, or even a billion dollars, to commercialize a
new technology.
Additionally, this space is a conservative market. The reason for this is
because, if you’re in the military, for example, and you put a lot of energy in
a small package and then put the ignition source inside the package with
that, you call that a grenade.
A battery is the same thing because you've got the ignition source inside
the battery. This leads to an industry that is very conservative about
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changing anything because of the risk of safety and the immense cost of
safety.

Brian Morin’s Background
 Brian has a PhD in materials physics from Ohio state university.
 He spent 10 years at some big companies where he rose up to senior
management.
 In 2005 he became an entrepreneur.

Contact Information
Web: Soteria Battery Innovation Group
LinkedIn: Brian Morin

Listen to the full interview here
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Nick Iovacchini of KettleSpace Inc.
Solving Problems in the Coworking Sector
KettleSpace is trying to solve a two sided problem.
There are millions of remote workers who have really nowhere to go to
perform their work and loneliness has become more of an epidemic.
Working from coffee shops and places like Starbucks or Panera isn’t a
productive work experience. Traditional coworking is now here to stay, but
it's prohibitively expensive for a lot of people.
While many of us now work from home it can be:
 distracting
 isolating
 less productive
Between technology and social media, a lot of us are now more connected
than ever, but we're also more disconnected than ever which is leading to
feelings of isolation and loneliness for a lot of people.
On the other hand, we have restaurants, hotels, and cafes that are sitting
empty during prime working hours. They are already built and already
operating beautiful spaces located in prime retail areas that are under
utilized much of the time.
What KettleSpace does is marry these two groups together. They are taking
underutilized hospitality space and transforming it into a network of ondemand workspaces in which they provide to their members for the same
$5 a day cost of a latte.
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Advice for Investors
Get educated on the sector.
It's important for an investor looking at this space to understand the pros
and cons. They also really need to understand the markets and the
spectrum of the competitive landscape.

Industry Evolution
Not long ago, the traditional coworking space was poised for an IPO, which
had a lot of lead up and anticipation. That IPO fell apart at the one yard
line, and a lot of the reasons behind that are attributed to not minding the
unit economics and having a capital efficient business underneath the
hood.
The industry is here to stay. The gig economy is growing at a rate that will
make it the largest segment of the US workforce within the next decade.
Freelancers will be the majority of the American workers in 10 years.
There’s also a massive wave of corporate flexible workers and gone are the
days of people showing up to work for 60 hours a week from an office.

Challenges in the Space
First and foremost, you have to get the unit economics right.
As much as you may want to be a technology company and believe your
company to be completely digital, the reality of the workspace is that you
exist in the physical environment and it's a brick and mortar type of
business.
If your business model isn't built for strong unit economics, at some point,
whether it's now or 10 years from now, you will have to answer to those
unit economics.
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Nick Iovacchini’s Background
 After graduating college, Nick started his first company which was a
licensed sports accessories company.
 He was recruited to work in the restaurant industry and be part of a
restaurant that was launching in New York City. He began as what
was supposed to be a small investor and an advisor and became a
lead investor.

Contact Information
Web: KettleSpace Inc.
LinkedIn: Nick Iovacchini

Listen to the full interview here
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Anurag Ahuja of TakeOut7
Advice for Investors in the Restaurant Tech Space
The restaurant tech space is very exciting and growing at 18% - 20% year
over year.
This growth is driven by 3 major trends:
1. online ordering
2. online marketing
3. restaurant delivery
The future of this space, however, is set to change. The future will be driven
by responsible innovators. Particularly by those who remember that
independent restaurants are cost conscious. These restaurants cannot
afford to pay 30% on every order for a delivery app. These innovators have
to understand that the restaurants have little or no background in digital
commerce or technology. They also have less bandwidth to take on yet
another aspect of business that is not directly making food and serving
food.
These innovators will also use data and AI to:





drive promotions
increase restaurant revenue
personalize menus
fit consumer preferences

The right type of innovator will figure out how to provide all this at an
affordable price and enhance the automation that can be driven by AI.
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Industry Evolution
The industry is evolving rapidly. It's growing at 18%-20% year over year.
Revenue is expected to double in the next 4-5 years.

Currently, providers in this space typically focus on point solutions which is
just one of the many needs of an independent restaurant. It’s important to
focus on what's happening in the space and what's driving the business for
the independent restaurants.
All of these point solutions leave the restaurant to figure out how to do
these things individually. These areas include:








online ordering
online marketing
directly printing to the kitchen
building websites
email marketing
search and social media marketing
table reservations

The problem is, restaurants buy these point solutions and they try to string
them together into their restaurant’s online presence. As the industry
evolves, companies will start to step up to consolidate and aggregate these
various value propositions and point solutions into a single solution.

Challenges in the Space
The biggest challenge in this space is that the independent restaurants
have a need, but they don't have the background or the budget when it
comes to technology and marketing initiatives that help them catch up with
the Domino's of the industry.
The challenge is:
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How do you serve and satisfy that need in an affordable and the
hands-free way?
On the flip side, this is a great opportunity for any provider who can
leverage data and who can provide not only online ordering, but help build
an online relationship for the restaurants with their customers.

Anurag Ahuja’s Background
 Anurag was founder and CEO at an offshoring company that provided
software development and internet marketing to tech startups and to
small and medium businesses.
 He’s worked in sectors such as food, manufacturing, retail and
financial services.
 He was a founder of 401k GPS, one of the first independent robo
advisory platforms.

Contact Information
Web: TakeOut7
LinkedIn: Anurag Ahuja

Listen to the full interview here
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Josh Rasmussen of Monday
Motorbikes
Advice for Investors in the Electric Bike Space
There are 3 things that come into play when you're looking at the space as
a whole.
1. The Electric Bike Market
This market is projected to grow to $21 billion globally within the next few
years. Part of that has to do with the high adoption rate and the ease of
access to units.
2. The Rideshare Market
This is a $53 billion industry. When two really innovative sectors (such as
micro mobility and rideshare) come together you start to see really
interesting companies come out of that and typically break growth
alongside it.
3. Market Consolidation
There’s stirrings of market consolidation with the key players acquiring or
merging others in the space. If there is a time to invest, it's within the next
12 to 18 months, potentially sooner if you have the right opportunity.

Industry Evolution
The global compound annual growth rate is 5.9%.
The number of people who are now getting on things like kick scooters or
small electric bicycles and trying them out is growing in a compound
fashion annually.
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What’s happening in the electric bike industry is the key players are looking
outside of the traditional B2C market and into the rideshare rental market.
Typically, a lot of the companies have operated on a transactional basis
where they sell a product, they deliver it to the customer, they provide
customer service, and then the next customer comes in to purchase and the
cycle continues. However, there have been a lot of players come up and
there's a lot of players who are not here anymore because of that
transactional nature. There's a lot of volatility there where you could have a
great year and then the next year you don't. Because of this, people are
looking for more ways to expand distribution as well as access to new
streams of revenue.

Challenges in the Space
While technology barriers are going down, regulatory aspects are in flux.
Places like New York, where you couldn't ride an electric bicycle are starting
to create more relaxed laws towards micro mobility. Other states that had
relatively broad strokes within the regulatory landscape are now trying to
refine those.
Another challenge in the space is that a lot of the manufactured parts and
materials you get are off shore. It's hard to produce something on shore, let
alone make it cost effective. Either the pricing needs to increase or your
margin decreases, and that's creating turbulence within the industry.
Josh Rasmussen’s Background
 Josh started a travel search aggregator in 2014.
 He has worked in the electronic discovery and digital forensics space,
consulting on multimillion and multibillion dollar litigations and
matters.

Contact Information
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Web: Monday Motorbikes
LinkedIn: Josh Rasmussen

Listen to the full interview here
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Andrew Coors of Steelhead
Composites
Advice for Investors in the Composites Space
The composite space is just a material.
Investors need to take a step back and assess their view of manufacturing.
In the past many viewed this space as:
 dirty
 dangerous
 disappearing
The truth is, that's changing. It's important for investors to not be so wary
about companies actually making something.
There are small companies out there who, for example, export their
products to 26 different countries. They earn good margins and are
growing. Just because they cannot scale as quickly as a software company,
for instance, doesn’t mean they should be overlooked.

Industry Evolution
Composite products are everywhere from space to the bottom of the ocean
and the sector is evolving quickly. One of the trends that we're seeing is
lightweighting. Due to lightweighting, composites have already become
dominant in sporting goods and we're seeing composites becoming more
dominant in industrial applications.
The private space is also evolving rapidly. A few years ago, there was some
activity, but there was no real understanding of how large the market could
be and how quickly it could grow.
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Goldman Sachs estimates that by 2040 private space will be a trillion dollar
industry. This is phenomenal when you look at the growth rates required to
take on something that historically has been dominated by NASA.
Hundreds of different companies are now making satellites and rockets.
Similarly, people have been talking about hydrogen for 30 years. A few
years ago, companies rarely received inquiries for hydrogen, and now those
requests are happening daily. The International Energy Agency predicts that
by 2050 the hydrogen economy will be a $2.5 trillion industry.

Challenges in the Space
Manufacturing is hard.
Starting a new manufacturing company is not trivial. It takes:
 equipment
 the right people
 patience
A huge portion of this industry is trial and error. You may not get it right
the first time, or the 2nd time around.
A lot of the materials in this space have been seen as a black art. It takes a
lot of time to take that black art and turn it into a highly repeatable,
engineered, science.
The other thing to consider is that these products are often in applications
where safety is important. Due to safety concerns, regulators and
governments are concerned about composite usage. There's a rigorous
certification process and certification bodies that companies have to work
with. These certifications cost a lot of money and they take a lot of time,
however they're critical. It's a challenge to grow a company when you have
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to certify products. This can take 18 months or 2 years, all while you have
customers that demand a product today.

Andrew Coors’s Background




Andrew has a background in managing a $25 billion investment
fund.
He had an executive role at a Fortune 500 company overseeing global
operations for a manufacturing company.

Contact Information
Web: Steelhead Composites
LinkedIn: Andrew Coors

Listen to the full interview here
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Dana Myers of Myers EV
Advice for Investors in the Electric Car Space
There are only two places to invest in the electric car space.
One of those places is Tesla.
Tesla is so far ahead of the car companies that other companies are going
to have a hard time catching up to where Tesla is from a technology and
market-wise standpoint. It’s much like an Apple situation and Tesla has a
lock on all the electric cars that are going to be $30,000 and above.
Another place to invest is with Myers EV. With Myers EV, there's still room
in the market for a sub $20,000 electric car because that's the mass market
price that nobody's addressing.

Industry Evolution
There are 46 different models of electric cars in the United States that were
sold in 2019. Of those 46, 3 of them were Tesla models. Those 3 Tesla
models outsold all the other 43 combined.
The shocking part of it is that out of 17 million new cars and trucks sold in
the United States last year, less than 330,000 of those sales were electric
cars.
What this means is that Tesla has a big chunk of a market, but it’s a small
chunk compared to the market as a whole.
An even more shocking aspect is electric car sales in 2019 went down from
2018. So, all the hype that you hear about electric cars that are coming out
can be attributed to car companies working devilishly hard to get electric
car models out there, but the problem is people are not buying them.
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The question is:
Why aren’t people buying the electric cars that the car makers are
putting out there?
Government regulations are why the car companies are building electric
cars. It's not customer demand or profits. It's things like Paris banning new
gas car sales and many other countries will be following suit in the next 1015 years.

Challenges in the Space
We have 110 years of believing that a car means:
 It has to seat 4 people or more.
 It has to be good for long ranges.
 It has to be fueled up in 5 minutes or less.
If you think a little bit outside the box, and that is what the electric car is all
about, things start to look a little different.
One of the biggest issues is that battery packs are expensive and in a sense
these batteries are your gas tank. What happens is, you're paying $8K+ for
a gas tank, and then you're trying to compare it to a gas car.
This just isn’t going to work.
The big problem for investors is that investing in the car space usually takes
18 to 20 months to get through regulatory requirements. So, investors
need to have some patience when it comes to this space.

Dana Myers’s Background
 Dana was inspired by his father who was an entrepreneur.
 During his younger years, Dana spent summers doing laboratory
testing for electrical transformers.
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 After college he was promoted to laboratory manager then took over
his father’s company.

Contact Information
Web: Myers EV
LinkedIn: Dana Myers

Listen to the full interview here
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Brad Payne of Walker Trolleys
Advice for Investors in the Pushcart Space
Within the golf equipment space, there are a lot of big manufacturers that
do clubs and accessories. In the golf pushcart space, specifically, look for
companies that are innovating.
Look for companies that are adapting to the changing world and the
growth of eCommerce.
There are a lot of companies out there that are not adapting to the
changing world. Keep in mind that the way people shop will change over
the next 10 years. Companies that are innovating within this space, trying to
do something different, and paying attention to the trends within the
industry are the ones to look at.

Industry Evolution
One of the big trends in the industry is people want to be healthier.
People walking a round of golf tend to burn 900+ calories. You can carry
your golf bag over your back, but that can lead to back pain and shoulder
pain, especially as we age. This means that golf pushcarts meet the
intersection of a healthy lifestyle and reducing pain points.
Additionally, a trend that is specific to Millennials is that they want
something that looks cool. They are also looking for something that really
fits with the game. For the right company and the right investor, this can be
a great untapped market.
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Challenges in the Space
There are some established players that have been around for a long time.
These companies are mostly selling in big box retail, which is currently the
number one selling point. However, none of these companies are really
doing eCommerce. It's about awareness and getting your name out there
for people that would normally be shopping at Dick's Sporting Goods.
Another challenge within the pushcart industry is that there's high fixed
costs and tooling costs that have to be paid on the original product design.
If you’re just entering into this space, these costs are something to be
aware of since they are often underestimated.

Brad Payne’s Background
 Brad previously worked at Apple and Digital Media
and Digital Strategy with the Apple news app.

Contact Information
Web: Walker Trolleys
LinkedIn: Brad Payne

Listen to the full interview here
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Jared Augustine of Thuzio
Advice for Investors in the Sports Events and Media
Space
Investing in sports and media isn’t any different than investing in any other sector.
You've got to look at the market opportunity and answer the following:




What does the competitive landscape look like?
What's the team look like?
Who's the team that's going to be running the business?

One thing that you have to be wary of in this space is that you can meet a lot of
really interesting, exciting, people with some bad ideas. It helps to enter the market
with some skepticism. Start from a place of skepticism and be convinced otherwise
as you're evaluating opportunities.
There's also a lot of money that can follow ideas that are not necessarily set up for
success. Just because of the ease of access to capital, they can be funded without
being as well organized or as disciplined as a more traditional technology
company.

Industry Evolution
Sports are evolving in so many exciting ways.
On the sports media side, you’re seeing publishers driving revenue in different
ways. If you take a look at The Athletic, they hired reporters and paid them top
dollar. They felt those reporters had premium access to premium, exclusive,
content, and decided to back high quality journalism. Rather than just allowing
people access the content, they put up a paywall. This has been a successful way
for them to ramp up subscriptions in an innovative way.

On the premium hospitality side, you have teams and leagues looking for ways to
get people to still come to the stadiums and arenas. As the home viewing
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experience becomes stronger, there are teams and leagues who have to go further
in order to be able to get people to show up.

Challenges in the Space
The challenges in this space are like that of most sectors.
You have to think about:
1. Who's your customer?
2. What's the value you're creating for them?
3. What's the problem you're solving?
One thing to be aware of in this space is that it's not the same sort of IP as a
technology company has in creating access in sports, access to the talent, to the
athletes, and to their stories.
That access becomes IP.
If you can approach this market and create points of access that’s your IP. This is
unique to sports and it's not a physical thing. It's something you either have
available to you or you don't.

Jared Augustine’s Background
 Jared has been in startup technology his whole career.
 He’s had experience founding executive teams with startups.

Contact Information
Web: Thuzio
LinkedIn: Jared Augustine

Listen to the full interview here
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Band of Angels

About TEN Capital Network
TEN Capital Network provides funding as a service to
companies anywhere raising venture capital. Its network of
over 11,000 accredited investors represents venture capital,
angels, family offices, and high networth individuals.

©2020 TEN Capital Network
www.tencapital.group
info@tencapital.group
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