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BE PART OF THE EQUATION

HOW TO ACCESS YOUR NACO BENEFITS

1. Head to www.nacocanada.com

2. Click “Member Log In” and then “Sign Up”

3. Create your member profi le

4. Connect with our Membership Team: membership@nacocanada.com

If you are part of an Angel Group,
did you know that you’re a NACO Member?

Here’s more information about your NACO Membership!

NACO believes that the success of innovative, early-
stage Canadian companies is signifi cantly dependent 
on the availability of support infrastructure including 
professional resources, mentorship and an ample 
supply of risk capital throughout a company’s 
funding lifecycle. Some of Canada’s most promising 
startups cannot raise the necessary growth capital 
at this critical stage in their evolution, and either 
do not succeed as a result, or seek funding south 
of the border or in other jurisdictions, often resulting 

@NACOCanada

www.nacocanada.com

in ownership and job creation leaving the country 
It is imperative for Canada’s future growth and 
competitiveness that we do more to support 
and nurture our exceptional entrepreneurial talent. 
NACO seeks to support the economic prosperity of 
Canada by ensuring Canadian entrepreneurs have 
the resources they need to grow innovative, globally 
competitive companies in Canada. For further 
information, please contact NACO’s Membership 
Team, by email at membership@nacocanada.com

“We have extraordinary entrepreneurs across the country working 
tirelessly to build companies that will create the next wave of good 

paying jobs for Canadians. Beyond capital, angel investors bring critical 
resources that our founders need to scale, particularly mentorship, 
experience and connections to industry. NACO is Canada’s leading 

organization helping to unlock the early-stage resources 
that Canadian companies need to grow and scale globally.”

— Claudio Rojas, CEO of NACO 

Our Mission to Grow the Canadian Startup Funding Eco-system
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Delivering Value for 
A Healthy FutureTM 

Bay Area Health Trust maintains a diverse portfolio of 
independent commercial business interests:

Identifying and expanding business opportunities with prospective partners

293 Wellington Street North, Unit 106
Hamilton, Ontario L8L 8E7 Canada

Tel. 905-521-2248
bayareahealthtrust.com   @B_A_H_T
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connecting angel investors and 
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For 27+ years, Brightlights has provided executive 
recruiting and talent advisory services to high growth 

tech firms in the GTA and KW regions. We ensure that our 
candidates have the unique combination of both 

‘fit’ and ‘grit’ so there’s no time wasted.

What we do

How do we work?
Our process includes absolute clarity about 
the role, the fit for your company culture and 
the outcomes that you’re looking for. We sit i
n on interviews to better understand what’s 
key for you.

What’s in it for you?
•  Clear and impactful role definitions
•  Only ideal candidates
•  Artfully helping through final negotiations   
•  Onboard coaching

Some of our clients

How do we work?
We provide a proprietary 30-point checklist to benchmark 
you against your peers. We sit in on hiring interviews and 
help you improve your company’s story and how you sell 
yourself to the market.

What’s in it for you?
•  Clarity and improvement of your talent strategy
•  Uncovering strengths/weaknesses in your hiring  process
•  Advanced interview skills training 
•  Exit interviews and insights from candidates who have 

declined  to join your team

Find out more by contacting Mike at

416-729-0071 or 

mfox@brightlightsinc.com

Visit our website at

www.brightlightsinc.com

What people say
“Zero wasted time and showed us only excellent candidates.”

“I’d highly recommend him for his skills, knowledge and integrity.”

“He exudes integrity in everything he does.”

“He’s a true trusted partner!” 

“...a master at understanding fit.”

“He has a deep knowledge of our industry and my issues.” 

“...really understands what growing technology companies need.” 

“He has superb connections in the market for talent.” 

Executive recruiting Improving your hiring processes and outcomes
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MEET THE PARTNERS
Angel One

KAREN GRANT
EXECUTIVE DIRECTOR

Angel One Network is an enthusiastic champion of the formation of Equation.  As 
the youngest group of the three angel groups, we are honoured to be included in 
this initiative.  

Angel One members made their fi rst investment in December 2011, and since 
then we have invested $29 million in 131 rounds into 79 companies.  Over our 
8 years of operations, we have welcomed 226 investors as members.  We are 
particularly proud of our inclusiveness, as evidenced by the higher than average 
number of women members and the diversity apparent  in our membership.   

Angel Investing is a high risk activity and our accredited investor members have 
experienced 7 successful exits that have provided reasonable returns and 8 
companies that have ceased to operate, leaving us with an portfolio of 64 active 
companies.    

Not surprisingly, the majority of investments are in technology hardware and 
software, closely followed by SaaS and software opportunities.  The other sector 
that captures a fair share of members funds and attention is health care, with 
opportunities fl owing from McMaster University and the Hamilton Health Sciences 
Network.

The three angel groups that have formed Equation have also created a 
“department” called Investment Services.  It is made up of business analyst staff 
contributed by each of the three groups.  We have broken down the silos and 
removed the duplication we were all struggling with.  Headed up by a 25 year 
veteran analyst, David Wright, and supported by the analytical skills of Bernie 
Batt, John Cappuccitti and Michelle McCorkell, Equation members will have more 
talent and help to draw upon as they assess and decide to invest in the curated 
companies brought to them by our team.

The Investment Services team will also aid the executive directors as they roll 
out educational content to their members.  We will be offering a rotating series 
of seminars throughout the year covering new angel orientation, due diligence, 
term sheets, cap tables and valuations, deal structures and negotiations, tax 
considerations for angels, leading investment rounds and board governance.    

Working with our colleagues at GTAN and SWO Angels, and the 200 cheque 
writing members we represent, we look forward to delivering on our promise of 
“building our economy here in Ontario – one deal at a time.”

Website
angelonenetwork.ca

Email
admin@angelonenetwork.ca



What’s your next call?

Expertise in investment and financial guidance 
for accredited investors, holding companies and 
foundations.

For your confidential consultation call 905-528-7478
apelinvestmentgroup.com

TD Wealth Private Investment Advice
100 King Street West, 5th floor
Hamilton ON, L8P 1A2

TD Wealth represents the products and services offered by TD Waterhouse Canada Inc., TD Waterhouse Private Investment 
Counsel Inc., TD Wealth Private Banking (offered by The Toronto-Dominion Bank) and TD Wealth Private Trust (offered by The 
Canada Trust Company).  ® The TD logo and other trade-marks are the property of The Toronto-Dominion Bank.

CONNECTING ANGELS AND ENTREPRENEURS
Angel One membership gives angel investors the 
opportunity to expand their network of like-minded 
investors and reduce their risk through syndication.

Angel One Network strives to find qualified Canadian 
companies for our angel members to invest in.

SINCE

2011
ANGEL ONE NETWORK

INVESTED                       CANADIAN

THROUGH               INVESTMENTS

INTO            COMPANIES

BY                 ACTIVE INVESTORS

CREATING      SUCCESSFUL EXITS

$29M
131

79
226

7

TORONTO  -  MISSISSAUGA  -  OAKVILLE  -  BURLINGTON  -  HAMILTON
www.angelonenetwork.ca   |   admin@angelonenetwork.ca

Office Location - TechPlace, 801-5500 North Service Road, ON, L7L 6W6
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Golden Triangle Angel Network

ROB DOUGLAS
PRESIDENT

The Golden Triangle Angel Network (GTAN) takes great pride in being a 
founding partner in Equation, a bold new undertaking which will shape 
the future of Angel investing in the early-stage ecosystem.

As a start-up in 2009, GTAN has been honoured to serve The Golden 
Triangle Region and beyond by facilitating investment in, and providing 
mentorship to, over 80 early-stage companies in diverse industry sectors. 
Over time, fully 315 GTAN members have invested over $40 mil of their own 
personal capital, which combined with other co-investment partners has had 
an $85 mil impact in our ecosystem. The result - thousands of jobs created 
and wealth and prosperity in our local communities greatly enhanced! 

As proud as we are of our respective track records, GTAN, Angel One 
Investor Network and SWO Angels recognized a need to streamline our 
investment processes to better serve the needs of both entrepreneurs 
seeking capital and our investor members. Thus, early in 2018 we began 
collaborating on our company intake process, presentation schedule and 
due diligence exercises.  Dubbed “simultaneous syndication”, we now:

• Have a single Selection Committee process for the three groups – no 
longer does an entrepreneur have to present to three separate groups 
in different locations and at different times

• Schedule company presentations to our respective groups over three 
successive days, as opposed to the weeks or months that it might 
have taken to get the same exposure in the past

• Engage in due diligence activities as a single group with a broader 
base of skill sets, thus accelerating the process of getting to a go /no 
go answer more quickly and efficiently

Entrepreneurs are now able to get in front of upwards of 200 cheque 
writing angels in a much-reduced timeframe, thus enhancing the chances 
of getting a financing round filled completely by one collaborating 
group.  And investor members now take comfort in the fact that a larger 
membership base significantly reduces the chances of them being 
“orphaned” in a deal because they were the only person interested in 
pursuing due diligence on an opportunity. 

And now as we move forward in collaboration under the Equation 
umbrella, we look forward to continuing our efforts to streamline the 
angel investment process and accelerate the time to close investment 
rounds and increase the quantity and quality of angel investment in the 
early-stage ecosystem. 

Website
gtan.ca

Email
info@gtan.ca

MEET THE PARTNERS



CONNECTING ANGELS AND ENTREPRENEURS

AN IMPACT OF $85 MILLION SINCE 2009.
WHAT AN INCREDIBLE SUCCESS!

GTAN is committed to broadening our base of

influence and increasing the impact that we have

within the early-stage ecosystem. As we embark on

our second decade, we look forward to

participating in the bold new initiative

www.gtan.ca
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Southwestern Ontario Angel Group

DENNIS ENSING
CHIEF EXECUTIVE OFFICER

Southwestern Ontario Angel Group (“SWO Angels”) is thrilled to be 
a founding partner of Equation. In 2018 we celebrated our 10-year 
anniversary as one of the first Angel groups established under Ontario’s 
Angel Network Program. 

Since inception our members have made 70 investments in 30 ventures, 
totalling more than $21.5 million, not including almost $40 million of 
additional investment leveraged. To date one of our ventures has exited 
and less than a handful gone sideways. Most of our members’ portfolios 
are still very active businesses. 

A recent highlight: VanRX, one of our members’ earliest venture 
investments with participation in several follow-on rounds, was the # 1 
fastest growing company on Deloitte’s 2018 Technology Fast 50 list.

If there is a leaning to our members’ portfolios, it is probably toward 
healthtech and manufacturing. But they have valued the increased diversity 
of the dealflow pipeline that was evident right away once we began the 
original pilot collaboration with Angel One and GTAN early last year.

The collaboration proved indisputably successful in a very short period – 
both in the value to the founders approaching us as well as our investing 
members. So, there was strong agreement to move to a more formal 
structure. The three Executive Directors hammered out a detailed 
framework for a joint venture including timeline, roles & responsibilities, 
processes and budgets. 

A transition committee was also formed with members from each 
founding groups’ Board of Directors. This committee steered the 
finalization of the framework into a working plan and negotiated a formal 
joint venture agreement. Concurrently, a separate search committee was 
also formed from our Boards, which resulted in Jess Joss’ appointment as 
CEO of Equation.

The level of buy-in and collaboration among the three separate 
organizations was profound. This will continue to be an Equation 
commitment to our members. Together we are better facilitating 
investment in this asset class and members should expect more 
innovation including an offering of tools to facilitate pipeline intake, 
review, due diligence and portfolio management. With almost 200 
members, we also believe we have the critical mass to establish an Angel 
investment fund and look forward to sharing details on all these initiatives 
in the near future. 

Website
www.swoangel.com

Email
info@ swoangel.com

MEET THE PARTNERS
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SWO Angels is proud to celebrate becoming part of EQUATION -  
one of the largest angel networks in North America.
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R&D Capital provides financing products adapted to your field of activity, whatever 
your stage of development. We can help you access funding for refundable tax 
credits in scientific research and experimental development (SR&ED), multimedia, 
e-business development (TCEB) or film production.

R&D Capital in numbers      R&D Capital finances innovative
businesses operating in a variety
of activity sectors

More than 1,700 companies
financed since 2004

1,700

More than $200 million in loans
to innovative Canadian businesses

$200 M

More than 150 loans
granted each year

150

Here’s our promise
to you  

YOUR FINANCING SOLUTION

555, René-Levesque Boulevard West
Suite 1220
Montréal, Québec, H2Z 1B1

T: 514 798-0493
F: 514 798-0403

info@rdcapital.ca

WITH R&D CAPITAL, FINANCING YOUR 
          TAX CREDITS HAS NEVER BEEN SO EASY.

Borrowing cost starting at 1% per month

Loans starting at $80,000 up to $3,000,000  

Quick and easy financial solution (10 to 15 days)

We can finance up to 75% of your refundable 
tax credits.

As soon as credit is approved, we can advance 
part of your loan on current and future tax 
credits.

Did you know?

rdcapital.ca
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Welcome to Equation Angels:
Angels + Entrepreneurs
— Jess Joss, CEO, Equation Angels

WE are delighted to officially launch 
Equation Angels, the second-largest 
angel investor network in Canada. 

Combining the experience and resources of three 
dynamic angel groups from southern Ontario – the 
Golden Triangle Angel Network (Kitchener-Waterloo), 
Angel One (Burlington), South Western Ontario 
Angels (London) – this vibrant and dedicated 
group of investors will mentor and partner with 
entrepreneurs who are ready to excel and succeed. 

As the innovation ecosystem evolves, collaboration 
between entrepreneurs and angel investors is vitally 
important. The combination of entrepreneurial 
creativity with experienced industry professionals 
ensures innovation will be optimized, commercialized 
and marketed effectively. We know that entrepreneurs 
put their heart and souls into their work, and we 
want to see their visions transformed into highly 
successful portfolio companies. 

Equation Angels will help entrepreneurs close the 
deal. Starting with a single application process, 
simultaneous syndication and combined due 
diligence, with over 200 investors under one 
umbrella, we can do it faster and more efficiently. 
And then the smart money of angels comes into 
play; leveraging not only their investment, but also 
their experience and their connections.  

Equation Angels will provide value for entrepreneurs 
in a more effective and efficient process, accessing 
almost 200 active angels. For our investors, we offer 
access to the best deal flow, support through our 
Investment Services team, and the opportunity to 
leverage the resources of a larger organization. 

As we look ahead for Equation Angels the future 
is bright. Opportunities include expanding the 
offerings of the Investment Services team, 
supporting our portfolio companies towards exits, 

ANGELS+ 
ENTRE-
PRE-
NEURS
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providing extensive sponsorship and partnership 
opportunities to our ecosystem allies, growing 
the number of groups under our umbrella, and 
establishing additional investment vehicles, including 
a fund. Equation Angels will be a diverse and 
inclusive network, with insightful angel investors and 
dynamic and innovative portfolio companies. 

It is a pivotal moment for small and mid-sized 
businesses in Canada. As our economy transforms 
from a resource-based to a technology-based 
economy, we are perfectly situated to capitalize 
on that shift. Canadian entrepreneurs aren’t afraid 
to take risks; they view their work as a means to 
fundamentally change the way we live our lives. 
Combined with the expertise, experience and 
resources of our angels, there is no stopping us from 
making that happen. 
 
The success of Equation Angels will be dependent 
on the strength of the relationships that are forged. 
We will continue to develop partnerships, strengthen 
relationships and diversify opportunities. Together 
we will champion the work of our entrepreneurs 
and investors, creating positive returns and lasting 
change for our communities.

Angels + Entrepreneurs:
Please join us on this adventure.

Won’t you be part of the Equation?

equationangels.com 

We know that entrepreneurs put their 
heart and souls into their work, and we 
want to see their visions transformed into 
highly successful portfolio companies.

Jess Joss, CEO, Equation Angels
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BRAND REVEAL

OUR LOGO

In the relationship between entrepreneurs 
and angel investors, we must find balace. It is 
through this equalization that we are able to 
build relationships that contribute to the growth 
in our investments, in our group membership, 
and in the success of our organization. Our icon 
is a representation of this equalibrium that we 
are striving for.

WHAT’S IN A NAME?

We wanted to embody the voice of angel 
investors while at the same time honor the 
partnership that has been formed to create 
Equation Angels. Referencing the mathimatical 
term connects our members to the finances 
behind the deals we perform, but on a greater 
level represents the formula of success between 
agnels and entrepreneurs.

COLOUR PALETTE

Typically, financial organizations have gravitated to 
more traditional business colours. We wanted to stand 
out. Equation Angels is all about shaking things up 
and being inclusive. Our goal is to be front and centre 
in the angel investor/entrepreneur relationship and 
that takes visibility.



THE MOTTO

Our main objective is to be welcoming. For Equations 
Angels to be effective, we need to invite all angel 
investors, entrepreneurs, partners and sponsors to be 
part of our calculation.

Roll-up banners and business card examples.

Be
Be Part
Be Part of
Be Part of the
Be Part of the Equation
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IT’S easy to see why so many early 
stage companies de-emphasize 
their bookkeeping and accounting. 

After all, in those crucial first few years, the focus 
is on product development and marketing, and the 
priority is saving money. Many early stage companies 
don’t want to spend anything on an accountant until 
they absolutely have to. 

However, there are far-reaching consequences to 
letting your bookkeeping slide. This is particularly 
apparent when it comes to raising money. 

“We’ve seen deals that have had to be delayed sig-
nificantly because the company is not up to date on 
their books,” says Amit Khanna, Senior Advisor for 
Deloitte Private. Sooner or later, a potential inves-
tor is going to ask for financial data. “You can either 
have the data the next day and start the process, 
or take a month to get your information together,” 
Khanna continues. “That means a month of burn and 
a month more of uncertainty.”  

Rather than look at accounting as an expense, Khan-
na advises early stage organizations to consider it an 

investment. Well-maintained books will bolster your 
credibility, show you where money is being spent, 
and give you the ability to make better, more da-
ta-driven decisions. 

Of course, while properly maintained accounting and 
bookkeeping is beneficial, it’s in the cloud where the 
advantages are most evident, particularly for early 
stage companies. Here are the top five reasons why.

1. Real-time access from anywhere

Rapidly growing startups often cite the cloud’s abil-
ity to provide real-time, 24/7 access from any loca-
tion as a critical advantage. 

“Most helpful was that I could, in more or less real 
time, get an accurate picture of the business,” says 
Ravin Shah, founder and former co-CEO of Quick Tap 
Survey, a recently acquired online survey platform. “I 
could run my financial reports on demand, and see 
the impact of what we’d been doing over the last 
week, the last month, the last year. That meant I’d be 
able to adjust really quickly and flag areas where we 
overspent or underspent. That was super powerful 

MATH
IN THE
CLOUD.
TOP FIVE REASONS WHY EARLY
STAGE COMPANIES SHOULD ADOPT
CLOUD ACCOUNTING SOLUTIONS



21BE PART OF THE EQUATION

and allowed us to make really good 
decisions around where we were going 
to take risks and what our exposure 
was. And I didn’t have to rely on, ‘Oh, 
hey, can you get me a report?’ I just 
log in.”

This provides a significant speed 
advantage over competitors. “Hav-
ing anything on a desktop is mak-
ing you very un-agile,” warns Corey 
Noyek, Finance Manager at online 
catering platform Platterz and a 
former Deloitte professional. “Once, 

I was on an engagement and some-
one couldn’t make it into the office. It 

slowed down the whole process be-
cause they didn’t have any of their infor-

mation.”

“Having everything cloud-based, where ev-
eryone can check in from wherever they are is, I 

think, a game-changer,” echoes Sabaa Quao, founder 
of content marketing company Newsrooms. “Even 
though we have an office, I’m a father of two young 
boys, so my day can change suddenly. Being able to 
access information from anywhere allows the flexibility 
I need.”

Cloud-based accounting allows startups to provide 
the same timely access to data for other stakehold-
ers as well. Impromptu meeting with your advisor? 
Sudden demand for financials from a potential inves-
tor? With a cloud solution, you can call up any piece 
of data you need, on the spot, and keep key players 
informed with minimal effort. 

2. Built-in scalability

Virtually every early stage company leader we spoke 
to pointed out another key benefit of cloud account-
ing: its ability to seamlessly scale. 

“We’re growing the team,” says Nishaant Sangaavi, 
co-founder and CEO of EnergyX, an energy man-
agement solutions business. “So as we keep adding 
more and more people to our payroll, it’s so easy just 
to go ahead and make that happen.”

As business needs change and expand, you’ll need 
different, more advanced tools. “With cloud account-
ing,” Amit Khanna points out, “all the apps are plug 
and play. So you can add what you need without 
having to buy the whole suite at the beginning.”

3. Automated operations

At many early stage organizations, it can sometimes 
feel like there’s simply no time for the accounting. 
That’s why cloud solutions’ ability to cut out the pa-
perwork and automate processes is so valuable. 

“We were effectively paperless,” says Ravin Shah. 
“And we automated a lot of the back office stuff. I 
rarely had to collect receipts. Other than cash pur-
chases, everything else was done behind the scenes. 
I never touched a single expense. It was all just magi-
cally fed into my profit-and-loss report.” 

The contrast with less agile competitors is clear. 
“A lot of non-cloud computing still involves manu-
al work, physical copying and downloading,” adds 
Corey Noyek. “I found that when using Xero and 
Netsuite, everything—for example, an audit trail—is 
maintained in the actual system, and you can get it 
from anywhere.” 

4. Analytics and insights

Of course, it’s not just about automating data. Cloud 
solutions offer the ability to take that data and use it 
to generate reports and big-picture views. 

“The analytics that come with our accounting soft-
ware allow us to really know exactly where we are 
in the sales cycle,” says Nishaant Sangaavi. “We’re 
constantly measuring some key metrics: MRR, user 
growth, and cost of customer acquisition, for exam-
ple. We continually look at those metrics in terms of 
how we evaluate our own business growth. Then we 
course correct every month. It truly becomes very 
integrated with the way we grow the company.”

5. No-surprises pricing

In business, no one likes surprises, especially when it 
comes to expenses. Cloud-based accounting, with its 
fixed monthly subscription cost, offers a high degree 
of certainty.
 
“By having the cloud take care of a lot of the input, 
and leveraging automated categorization, the book-
keepers can spend more time doing focused work 
instead of the boring, monotonous work,” says Ravin 
Shah. “It was a huge cost advantage for us, and it’s 
predictable: I know what I’m paying every month. It’s 
not like one month we pay $700 and the next month 
it’s $300.”

WHICH SOLUTION IS RIGHT 
FOR YOUR BUSINESS?
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Southern Ontario Fund for 
Investment in Innovation (SOFII)

This program supports high-growth, innovative small 
and medium-sized Enterprises (SMEs) in rural and urban 
communities by offering loans of $150,000 to $500,000 
to support all aspects of growth challenges facing them.

The Southern Ontario Fund for Investment in Innovation 
(SOFII) loan fund acts as a catalyst for increased 
investment in and support for innovation and is one 
element in the emerging climate of support for high-
growth companies in Southern Ontario. Launched by the 
Government of Canada in July 2012, SOFII is supported 
through FedDev Ontario and is delivered by Western 
Ontario CFDC Association. SOFII is a $20 million, self-
sustaining fund available to eligible organizations across 
Western Ontario. 

Financing For:

• Late stage commercialization

• New product or service development

• New applications or markets

• Development or implementation of new processes 
or technologies

Loan Terms:

• $150,000 to $500,000 loan amounts

• Interest Bearing term loans

• No Fees

• Repayable anytime without penalty

    Empowering Innovation

Southern Ontario Fund for Investment in Innovation

(519) 752-0381  |  www.wocfdca.com

New product or service development

New applications or markets

Development or implementation of new processes 
or technologies

Loan Terms:Loan Terms:

• $150,000 to $500,000 loan amounts

Development or implementation of new processes 

$150,000 to $500,000 loan amounts

• Interest Bearing term loans

$150,000 to $500,000 loan amounts

Interest Bearing term loans

• No FeesNo Fees

• Repayable anytime without penalty

WOCFDC SOFII Stacker Cards v3.indd   1 2018-04-23   4:58 PM

It’s not hard to see how cloud-based accounting benefi ts 
all early stage organizations. With a few simple guide-
lines, selecting the right solution for your business can be 
straightforward as well.

“Plan out, and see where you’re going to grow,” Corey 
Noyek advises, to ensure the solution meets your orga-
nization’s needs. Noyek points to his company’s current 
option, which, he says, “is great for local operations. But 
now that we’re multinational, multi-currency, multi-entity, it 
doesn’t actually do the accounting that we need.”

“They’re all good to a certain degree, but they’re not all 
the same,” says Amit Khanna. “For instance, some sys-
tems don’t integrate with other systems, so make sure 
you have an integrated solution in which all the apps 
you’ll need can talk to each other.”

You’ll want your solution to come with excellent backing 
as well. A free app might look appealing, but will often 
require you to pay for any support. “Free does come with 
costs down the line,” Khanna warns. 

“Similarly,” he adds, “scalability is very important. You 
don’t want to choose a system that caps out a capability 
you’re probably going to break through quickly.”

Finally, it can make sense to investigate what additional 
advantages each solution offers beyond the basics. 

Among the business leaders we spoke to, each went with 
a different option based on their specifi c requirements. 
Sabaa Quao chose Deloitte’s own solution, ctrl. “It’s 
great to have Deloitte’s name when you’re starting out,” 
he explains. “It actually changes the tone of the discus-
sion. People are less likely to say, ‘Oh, someone’s gaming 
around the books.’ Huge difference.”

Quao was also drawn to the fact that ctrl includes the ser-
vices of a Deloitte advisor. “It’s a big deal because, when 
you ask a question, they’re coming at it neutrally,” he says. 
“They answer in a very neutral way, as opposed to some-
one who, within your organization, may be worried about 
making a mistake. I fi nd I get incredibly clean guidance 
and answers to my questions.”

No matter which solution you choose, cloud accounting is 
a smart investment. And while cloud-based services won’t 
make your challenges go away, they will make it easier for 
you to handle them. 

If you’re a business owner looking for cloud accounting 
or bookkeeping solutions, reach out to Francis Mackan at 
fmackan@deloitte.ca or (905) 315-6784 
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Funding to Date
$1.5M

Monthly Net Burn
$40K 

Pre-money Valuation
$12M

Capital Seeking
$100K to close seed round of 

$500K

Year Established
October 2015 

Industry
Data / Insights / Research 

Team Info
Ransom Hawley

Chief Executive Officer

Mick Higgins

Chief Growth Officer 

 

Affiliations 
Innovate Niagara, Innovation 

Factory, Communitech, MaRS

Company Overview

Caddle helps companies make better decisions, faster. 
Caddle is a mobile-first insights marketplace that rewards 
consumers for engaging with brands. In return, brands get 
access to insights faster and more cost-effectively than 
any other platform in Canada. Caddle clients are primarily 
in CPG, working with most major CPG brands including 
P&G, Reckitt, PepsiCo, Danone, Coca-Cola, and Nestlé to 
name a few. Given our ability to access insights quickly and 
cost-effectively, we have expanded outside CPG to clients 
like Deloitte, Domino’s, and Nielsen as well. 

Market

Caddle’s major competitors can be separated by depth of 
insights and the speed in which they provide clients with 
insights. The research firms that dominate the Canadian 
and global industry are Nielsen, Kantar, and Ipsos. While 
at SC Johnson, Caddle’s CEO (Ransom Hawley) worked 
with all three and gained value insights on how they oper-
ate, their costing models, and their slow pace of insights 
and high-cost. This is what led Ransom to start Caddle. 
These firms are large, bureaucratic, slow-moving, and 
expensive with around 44,000, 30,000, & 16,700 em-
ployees respectively globally. However, they do provide 
the greatest degree of insights depth to the clients they 
serve, and they hold a credible reputation within the re-
search industry. Within the past 6 months, as Caddle has 
provided clients with more insights tools, Caddle has been 
awarded research contracts to replace these three firms 
from clients like Danone, Domino’s, and Kimberly-Clark. In 
today’s marketplace, speed and cost are two of the most 
important factors in determining insights providers as the 
gap in depth of insights is shrinking. This is why Caddle has 
seen success in winning contracts recently from some of 
the largest brands in CPG and QSR. Caddle’s costing 30% 
to 70% less than the aforementioned big three research 
firms and was able to deliver the research on average 75% 
faster. Brands can no longer wait months for the insights 
they need - by that time the opportunity may have passed. 
Caddle can deliver brands the insights they require in days, 
and soon, hours.

Caddle helps companies like P&G, Nestlé, and 

PepsiCo make better decisions, faster using a 

mobile-first insights marketplace that rewards 

consumers for engaging with brands.

getcaddle.com

CADDLE INC.
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2019 2020 2021

Revenue 1.1M 4.9M 10.1M

Expenditures - - -

Net - - -

Financial Projections  (in Canadian dollars)

Why Caddle?

Caddle’s direct access to our panel members allows us to be highly competitive on price. Our pricing is 
typically at a 30% to 70% discount to other insights providers. As well as a cost advantage, Caddle’s panel 
of 10K daily active and 50K monthly active members (and growing) is roughly twice the size of Nielsen 
Homescan and Comscore. Caddle’s daily active panel will soon be larger than our competitors monthly 
active panels. This allows us to talk to more consumers, and isolate micro audiences while still maintaining 
a relevant sample size.

Customers

Caddle works with almost every major Consumer Packaged Goods brand in Canada and is establishing re-
lationships outside of CPG with pilot campaigns soon launching with retail giants, Loblaw and Walmart. As 
previously mentioned, Caddle has over 10K daily active members and over 50K monthly active members.

Business Model and Transaction

Caddle is a mobile-first consumer insights marketplace with consumers/users on one side, and brands on 
the other side. Brands pay Caddle to access and derive insights from Caddle’s members in the form of 
research and trial, and Caddle gives a portion of that revenue to members for engaging with brands.

Sales/Marketing Strategy

Caddle has spent the last 3.5 years driving awareness of the platform within Canada, which has resulted 
in growing the member base, and building a strong client base with clients like P&G, PepsiCo, Nielsen, 
and Nestlé. Caddle will continue to establish  our brand within the Canadian market, while creating a 
repeatable and scalable model and platform for market expansion. Caddle has identified two potential 
market expansion targets (US and Ireland), but market expansion comes with significant risks ranging 
from competition, to client and member acquisition, to regulatory environment. In order to mitigate this 
risk, Caddle has established a strong panel of advisors with experience in expansion into the three spe-
cific markets, client networks, and deep cultural ties and understanding. Additionally, Caddle will seek 
to test small markets (ie. cities) within these new markets before investing fully into expansion. Lastly, 
Caddle’s existing client base as mentioned above, have global presence and these relationships can be 
leveraged to accelerate client acquisition prior to launching in any market.

Partnerships
Caddle has been partnered with Nielsen for 2 years, allowing us to offer joint solutions, like the post-
launch BASES testing attached, and things like basket analysis from the receipt data we collect.
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Funding to Date
$700K

Monthly Net Burn
$40K

Pre-money Valuation
$12M

Capital Seeking
$2.5M

Year Established
August 2016

Industry
Healthcare

Team Info
Zack Fisch Rothbart

CEO & Co-Founder

Cory Blumenfeld

COO & Co-Founder

Affi liations
Next 36, 2016 Graduate

Creative Destruction Lab, 2019

Company Overview

CoHealth’s patient relationship platform provides patients 
and caregivers with a single point of access for their entire 
healthcare experience. Fragmented educational resources 
that often live in different places and are not accessible 
are consolidated into step by step care plans with care 
management tools to guide patients towards effective care 
management, improved experiences and outcomes, and 
ultimately, a lower cost of care. 

Product / Service

CoHealth is a consolidator; oftentimes patients are tasked 
with juggling many resources delivered to them by their 
care provider to properly manage and support their care. 
Often these resources live in different places and are 
exceptionally fragmented. CoHealth brings the education 
and support tools needed for effective care management 
together to promote healthier outcomes and experiences 
for patient populations. CoHealth can service any patient 
population in any environment and brings with it a 
proprietary library of educational content that can be used 
by healthcare providers to better support their patient 
populations.

Market

Based on recent market data reports, CoHealth’s 
serviceable addressable market is approximately $4.5 
billion in key markets (North America, Europe, Middle East). 
We are active in these markets today  and are looking to 
scale further. 

CoHealth is a mobile patient relationship 

platform delivered at the point of care to patients 

in hospitals and primary care facilities. The 

platform delivers custom patient education and 

step-by-step care plans to help patients navigate 

their care and recovery, translating to improved 

patient outcomes and experiences and a lower 

cost of care.

cohealthapp.com

COHEALTH
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Market

Based on recent market data reports, CoHealth’s serviceable addressable market is approximately $4.5 
billion in key markets (North America, Europe, Middle East). We are active in these markets today  and are 
looking to scale further. 

Customers

To date, CoHealth is live in over 30 hospital systems, over 100 departments, and 100+ primary care 
environments, and has partnered with global brands like tronic and RBC to help with distribution as the 
company grows and scales. The platform has been deployed across ecosystems and is active in a variety 
of environments, including: maternity & women’s health, emergency, surgery, oncology, cardiology, 
primary care, and more. 

Business Model and Transaction

CoHealth partners with healthcare providers as our clients (hospitals and primary care organizations). In 
hospital systems we charge based on the patient volumes CoHealth supports on a department-by-de-
partment basis. In primary care organizations outside of hospitals we charge based on the number of 
physicians distributing CoHealth to their patients. 

Sales/Marketing Strategy

CoHealth’s main focus has been on prioritizing footprint as our main key performance indicator above 
everything else. From the very beginning, we took the position that healthcare is hard, its hard to make 
change, and we can’t do it alone. We need partners to help us with growth and distribution to form a 
strong foundation for scale. From the onset, we wanted to build a product that was nimble and not fo-
cused on in the weeds integrations with healthcare providers (at least for the time being) to avoid things 
that would lengthen sales cycles (like privacy impact assessments, etc.). The first step for us was adding 
as many logos to our deck as we could on the healthcare provider side by any means necessary to build 
credibility to get some of the strategic partners we have today (and others that we’re working on now). 
We’re focusing on working with large brands like RBC + Medtronic that have meaningful footprint or 
distribution potential in healthcare already that operate in/alongside healthcare providers and can use 
CoHealth to compliment their core businesses or offerings with our platform.

Funding Use

CoHealth has secured a meaningful footprint in the market and is looking to scale across Canada and 
into numerous international markets. We currently have a team of 7 and are looking to build up our 
growth and engineering teams to support expansion opportunities for our business.
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Funding to Date
$1.9M

Monthly Net Burn
$55K 

Pre-money Valuation
$5M

Capital Seeking
$600K remaining of current 

$1.5M raise

Year Established
December 2014 

Industry
Research and Development

Team Info
Nick Kuryluk

CEO

Nicky Chapman

R&D Program Manager

Kathy Moffatt

Director of Sales Operations

Kirill Pereverzev

Director of Technology

Lorie Anne Doig

Laboratory Manager

Brian Jones

Part-Time CFO

Company Overview

ColdBlock Technologies Inc is a privately-held Canadian 
corporation specializing in research and development, 
sample digestion technology, manufacturing of product 
lines and global sales of digestors and consumables.  
ColdBlock developed, manufactures and sells ColdBlockTM 
Digestion technology, an innovative sample digestion 
technology that dissolves solid materials into solution for 
multi-element analysis.  Our differentiated and patented 
sample digestion technology is the first to use focused 
short-wave infrared radiation and a cooling zone.  This 
balance of heating and cooling is setting a new performance 
standard with unmatched speed, simplicity and safety.  
ColdBlock is a solution for laboratories to improve 
productivity, elevate workplace safety and increase profits.  

Product / Service

• Sample digestion technologies and methods are applied 
by laboratories as part of a process to analyze materials 
that we consume and/or come into contact with.  

• Dissolving solid materials such as rock samples, soils, 
sludges, food, metals, fertilizers etc, can take hours and 
often requires the use of dangerous reagents / acids 
which pose a danger to laboratory employees.  

• ColdBlockTM Digestion technology delivers a 
solution with unmatched speed (minutes vs. hours), 
simplicity and elevated safety (eliminating the need for 
dangerous reagents / acids).

Market

• Target market is mining, environmental, agriculture, 
food, metals and alloys

• US is the largest geographical market followed by 
China

• Its projected that 9,500 sample digestion systems will 
be sold by 2023

• ColdBlock is aspiring to achieve 15% unit share by 2023 
= $35M U.S. in annual revenue

ColdBlockTM Digestion technology is a 

revolutionary sample digestion technology that 

offers an unrivalled solution for laboratories to 

improve productivity, elevate workplace safety 

and increase profits… we aspire to deliver our 

shareholders 10X ROI by 2023.

coldblock.ca

COLDBLOCK TECHNOLOGIES INC.
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2019 2020 2021

Revenue 1.5M 3.85M 8.5M

Financial Projections  (in Canadian dollars)

Customers

• Customers: Laboratories that perform sample digestion services

• End User:  Laboratory managers and technicians

• Buyers: Industry labs, commercial labs, government labs and academic labs

Business Model and Transaction

Company is structured into three functions:

• Marketing and sales, R&D and Manufacturing

• Revenue streams are based on sales of sample digestion units and consumables.  Future revenue 
streams will include automation and ancillary products, and laboratory method development services.

• Sales model is based direct sales, distributor network and sales agents for Canada, USA, South 
America, Asia, New Zealand, Australia and South Africa.

• Projecting to more than double units sold in 2019 vs. 2018. 

Sales/Marketing Strategy

• Sales and marketing efforts focus on promoting product benefits – unmatched speed and efficiency, 
elevated workplace safety, positive environmental impact and substantial ROI.  

• Launch physical and digital media promoting Gen 2 product line

• New sales brochure, new video

• Implement new booth panels for tradeshows

• Actively participate in major conferences:

• PDAC

• Exponor Chile

• Canadian Mineral Analysts Conference (hosted by ColdBlock Technologies)

• Lab Asia

• Promote AMIRA P1196 Project comparing ColdBlock to conventional methods for gold and base 
metal applications and demonstrating substantial ROI

• Promote Geological Survey of Canada study comparing ColdBlock benefits to conventional 
methods for environmental applications
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Year Established
2014 

Industry
Corporate B2B, Healthcare, 
Education, Associations

Team Info
Peter Evans

CEO & Co-Founder

Robert Carter

VP Product & Co-Founder

Dan Stanhope

Development Lead

Deanne Taenzer

VP Sales & Bus. Development

Affiliations
MaRS Discovery District, MaRS 

Innovation Accelerator Fund

Company Overview

ExpertFile is the world’s first search engine and content 
solution designed for experts and their organizations. 
Our SaaS platform helps corporate, higher education 
and healthcare clients manage their content and improve 
visibility for their experts.  

As organizations look to drive brand reputation and build 
revenue, they are focused on the online content produced 
by their people – employees, subject-matter experts and 
executives.  Managing this content and distributing it 
is a big pain point for organizations. Content including 
biographies, research papers, videos, and social media 
feeds are fragmented across a wide array of online 
platforms. It’s hard to find and to navigate.  This impacts 
everything from media coverage to Google organic search 
and it results in missed connections with customers, 
students, donors, and research partners. 

Product / Service

ExpertFile is the first “Expertise Marketing Platform” helps 
companies and institutions organize their expert content 
into search optimized profiles, spotlights and online 
directories.  Our unique advantage is our ability to boost 
the visibility of content beyond our customers websites by 
synchronizing it with ExpertFile.com – a global marketplace 
featuring experts on over 30,000 unique topics. ExpertFile 
also has an exclusive partnership with the Associated 
Press (AP) - the largest news organization in the world.   
ExpertFile is integrated into the AP news platforms used by 
journalists in over 15,000 newsrooms.

ExpertFile is a SaaS platform + global expert 

network that allows organizations to better

manage and promote their expert content to 

improve search rank, increase media coverage 

and generate better quality sales leads.

expertfile.com

EXPERTFILE INC.



One of the best places to live is also the best place to work.

From farmer's
market to table

5 minutes

From desk to
Performing Arts

Centre
9 minutes

From office to
soccer practice

12 minutes

From conference
call to kayaking

15 minutes

From sales
meeting to sailing

lesson
20 minutes

From board
meeting to back
country biking
25 minutes

From lunch
meeting to wine

country
50 minutes

Discover Canada's #1 Community

INVESTBURLINGTON.CA | TECHPLACE.CA
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Year Established
December, 2015

Industry
Surgical Robotics, Industrial 
Robotics, Manufacturing, and 
Aerospace/Defense

Team Info
Dr. Robert Brooks

CEO

Michael Augustinavicius

COO

Angad Sandhu

VP Business Development

Affi liations
Creative Destruction Lab, Bio-

medical Zone, Autodesk Tech-

nology Centre (Totonto)

Company Overview

Forcen Inc. provides a digital sense of touch for high 
reliability robotics in surgery, manufacturing, and 
aerospace/defense.  The technology behind this is a force-
sensing fi lm technology (ForceFilm) can be laminated 
onto any structure to indirectly sense the forces applied 
by measuring the deformation of the structure itself.  
ForceFilm is precise and compact enough for surgery, 
robust enough for manufacturing and defense, and 
light enough for aerospace.  This digital sense of touch 
provides immediate use in human teleoperation and simple 
automation as well as recording a library of tactile data for 
training of future semi/fully autonomous systems. 

Product / Service

Forcen Inc. designs a paper-thin, industrially-robust, and 
fully-integrated force-sensing system to precisely measure 
the forces acting anywhere on a machine or robot without 
major design changes, added bulk, or considerable 
engineering time.

Market

Forcen sells to surgical robotics, industrial robotics, 
manufacturing, and aerospace/defense markets with 
an addressable size of $4B.  Major competitors in the 
high reliability force-sensing space are ATI Automation, 
Honeywell, Omega Engineering, Robotiq, and ONRobot.

Forcen Inc. provides a digital sense of touch for 

high reliability robotics in surgery, manufacturing, 

and aerospace/defense.  ForceFilm is precise 

and compact enough for surgery, robust enough 

for manufacturing and defense, and light enough 

for aerospace.

forcen.tech

FORCEN INC.

Funding to Date
$745K

Monthly Net Burn
$40K

Pre-money Valuation
$5.5M

Capital Seeking
Angel round closed. Seed 

round to open 2020.
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2019 2020 2021

Revenue 34K 350K 1M

Financial Projections  (in Canadian dollars)

Funding Use

Salaries for Sales, Engineering and management, Sales & Marketting, Trade shows, G&A. 

Increased Valuation Forecast

Forcen will be using its Angel Funding round to increase its industry traction through proof-of-concept 
projects with major industrial customers.  The intention of these proof-of-concept projects is that they 
re-risk our new technology to the customer ahead of a production contract while, simultaneously, 
showing traction to investors in order to fund the production capability.

Customers

Forcen has 4 large industrial customers across surgical robotics, manufacturing, and aerospace.  11 proof-
of-concept units have been sold to thse organizations to allow them to evaluate our technology with 
the intention of moving into production contracts thereafter.  Forcen already  has a funnel of over 25 
organization currently NDA to discuss future projects.

Business Model and Transaction

Revenue Stream 1(B2B): OEM Customers pay for tailored proof of concept solutions or demonstration 
units, next OEM Customers buy fully integrated prototypes for their product. OEM Customers then 
order in volume to support their production volumes. Revenue stream 2 (B2B): Predictive Maintenance 
contracts to fully pay for product, data collection, analysis, and failure prediction o manufacturing 
equipment, robots, warehousing systems.

Sales/Marketing Strategy

Forcen sells directly to large equipment manufacturers and users (B2B).
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Year Established
2013 

Industry
Knowledge based industry, 
focused on manufacturing

Team Info
Paul Hogendoorn

Co-founder and Chairman

John Traynor 

CEO

Company Overview

Manufacturers have 3 significant challenges: old 
equipment, cumbersome IT infrastructure, and a major 
generational shift – the outgoing baby boomer generation, 
with all their valuable skill and tribal knowledge, and 
the incoming Gen Z with their completely different 
communication style, work ethic and motivation. 

Product / Service

FreePoint connects to all machines easily and non-
invasively, and eliminates the problems associated 
with cumbersome IT. FreePoint connects people to 
performance, metrics and plans, in a way that matters, 
motivates and makes a difference.

Market

Primary target: North American Tier 1 and Tier 2 
manufacturers. Secondary target: all other manufacturers.

Funding Use

Scaling sales and marketing. Technology development for 
expanded product suite.

Customers

Systems deployed in 100 companies around the world. 
Major customers include Magna, Vulcan Steel (Aus/NZ), 
Walbar Aerospace (Mexico).

Business Model and Transaction

We make money on the initial sale and service then an 
annual (or monthly) SaaS on a per connection and per 
module (feature) basis.

FreePoint offers a SaaS solution that helps 

manufacturers connect machines and people 

to their plan, driving sustainable productivity 

improvements today while equipping them for 

the future.

getfreepoint.com

FREEPOINT TECHNOLOGIES

Funding to Date
3 previous angel rounds 

(SWOAG, GAN), OCE MRB 

investment, additional 

investment.

Financial update information 

available by request.

john.trayner@getfreepoint.com



Business Model and Transaction Cont’d.

FreePoint recently acquired CoreSolutions (a custom software development company) to facilitate the 
growth and revenue opportunities with major market customers.

Sales/Marketing Strategy

Specifi c strategies defi ned for major customers (Magna etc), mid-market customers (Vulcan, Walbar etc), 
and small market.

durrellcomm.com 411@durrellcomm.com

CONNECTINGANGELSAND

ENTREPRENEURS FOROVERA

DECADE.

CONNECTINGANGELSAND

ENTREPRENEURS FOROVERA

DECADE.

DURRELLCOMMUNICATIONSWILL

ALIGNYOURCOMMUNICATIONGOALS

WITHYOURBUSINESS PLAN

RESULTING INBOTTOMLINE SUCCESS.

DURRELLCOMMUNICATIONSWILL

ALIGNYOURCOMMUNICATIONGOALS

WITHYOURBUSINESS PLAN

RESULTING INBOTTOMLINE SUCCESS.

MEDIA EXPOSURE

STORYTELLING

PITCH,MEDIA&

PRESENTATIONTRAINING

DIGITALMARKETING

CAMPAIGNS

CONTENTCREATION

@DurrellComm

@DurrellCommPR

MEDIA EXPOSURE

STORYTELLING

PITCH,MEDIA&

PRESENTATIONTRAINING

DIGITALMARKETING

CAMPAIGNS

CONTENTCREATION
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Year Established
2008 

Industry
Surgical Robotics, Industrial 
Robotics, Manufacturing, and 
Aerospace/Defense

Team Info
Kevin Bidner

CEO 

Richard Carruthers

COO 

Company Overview

HCN is a digital platform for the world’s largest industry: 
Travel. The network is established by the installation of 
tablet computers into hotel rooms for use by guests, 
hotels, and groups. Monetization lets us drop the cost to 
the hotels, allowing HCN to capture the largest hotels in 
each market, getting 85% traction from all the guests in 
those rooms, creating traction on a city-concierge platform 
(including an app) that will change the way we travel. HCN 
is working on global rollouts with the largest brands. When 
achieved, this will be in the millions of rooms, thereby 
creating one of the world’s largest networks!

Product / Service

HCN is a digital platform for the travel industry established 
by the placement of a tablet into the guestroom, connecting 
the traveler to the hotel, the city, and to their meeting if they 
are attending one, providing value through improved access 
to information and services. The Navigator provides the 
guest with a bevy of important information, some localized, 
some direct. Localized would be weather, transportation, 
events and special offers from restaurants, bars, and 
merchants close to the hotel. 

This SaaS platform serves the hotelier by revolutionizing 
guest communication and services, and by facilitating 
new levels of data mining and analytics. The platform is 
monetized through the sale of services to the hotel, the 
guest and through the sale of advertising to local, national 
and convention exhibitors.

With 10,000,000 room-nights in some of the country’s 
most prestigious hotels, HCN has proven that a ‘Digital 
Billboard’ in the room gets results and achieves 90% guest 
interaction. A new era in effective guest communication 
is achieved! Direct messaging to the guest, interactive 
ordering, HCN’s patented Meeting, and Convention 
Communication functions are only a few of the key features 
this platform offers. Improved communication helps with 
guest satisfaction and loyalty, adding up to terrific success 
with this new technology.

The Hotel Communication Network Inc., 

“Transforming Travel, One Guestroom at a Time”. 

HCN is a digital platform in the world’s largest 

industry, an incredible investment opportunity.

hcn-inc.com

HOTEL COMMUNICATION NETWORK INC.

Funding to Date
$300K

Monthly Net Burn
$345K 

Pre-money Valuation
$40M

Capital Seeking
$7M
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Financial Projections  (in Canadian dollars)

Market

Travel is one of the largest industries on the planet, a digital platform that spans this industry will 
have massive impact. HCN establishes ourselves through contact with the guest on the guestroom 
tablet. There are 17.5M hotel rooms Worldwide, 5M in the US.  HCN can establish our platform through 
installation into a small fraction of the industry’s guestrooms.

HCN’s installations, technology, patents and relationships all target the major accounts. In sharp contrast, 
HCN’s competitors have focused on the high-end boutique properties and one- off destination resorts, 
more profitable, but unimportant in the only game that matters - the game of Global Domination through 
winning the world’s largest accounts.

Customers

HCN now has 10,000 rooms installed in some of the top hotels in the US in Chicago and San Francisco. 
HCN is now ready to start scaling and use of funds includes the creation of sales scale-up, as well as 
software that will facilitate more revenue and more value. This ‘Ground Game’ strategy will go after the 4 
and 5 star boutique hotels as well as destination resorts and casinos. 

Business Model and Traction

HCN provides and supports the tablet at no cost, then bills the hotel for communication services 
(covering hardware costs). Our position in the guestroom then enables sales to guests, advertisers, and 
groups. Replacing Room Service, now being cancelled across the industry, is one major opportunity, 
there are several other, like destination and convention advertising and data analytics.  As hardware has 
come down steeply in price we are now able to work toward a ‘brand-wide’ rollout strategy.

Our exclusive positioning in the guestroom  gives us multiple sources of revenue, now at ARR of $500K, 
rising rapidly as we expand footprint and add services.

Business Model and Traction

We win the guest room by dropping the cost to the hotelier, allowing us to capture the major hotels, 
then bringing sales to guests, conventions and advertisers. Hotels will pay fees for improved guest 
communication and the updating of unprofitable services like Room Service and Concierge, replacing 
these with profitable online services of our own.

HCN sells local and national advertising and convention services and advertising with our own sales team.

2019 2020 2021

Revenue 490K 12M 102M

Expenditures 3M 8.5M 10.6M
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Company Overview

At KA Imaging, we have developed a color x-ray detector 
that facilitates soft tissue differentiation. This multi-ener-
gy detector can be used to detect nodules in the lungs 
through a chest x-ray. Current technology for lung cancer 
screening is CT scanning. This type of scanning is very 
costly to implement and can be harmful due to high lev-
els of radiation exposure. Our color x-ray system has been 
developed to provide a single exposure of x-rays using 
different energies enabling radiologists to identify nodules 
easier and more effectively. 

The company has chosen this specialty to protect both 
health professionals and patients from harmful radiation 
and provide safer and lower cost access to chest screen-
ing procedures. With our new technology, we are able to 
provide an x-ray device that can be used for a number of 
functions and industries, at a more affordable price point 
than other premium technologies.

Product / Service

KA Imaging has developed a multi-energy x-ray system 
that enables a lower dose of radiation, with higher reso-
lution for better soft tissue differentiation. This allows for 
radiologists to conduct chest x-rays of high-risk patients 
to scan for nodules in the lungs, making this type of proce-
dure more practical and attainable for patients at a higher 
risk of developing lung cancer.  We have several patents 
protecting our innovation, making it harder for competi-
tion to copy our system, further more, we have developed 
unique hardware and software to ensure we can remain 
competitive and hold back our competitors.

Market

The current x-ray detector market is approximately $2B 
is annual sales, this translates to roughly 60,000-70,000 
detectors being sold.  The main competitors Varex, DR 
Tech, ViewWorks, GE, Siemens, Phillips and Toshiba. 

Business Model and Transaction

We will sell to OEMs and to hospitals.  This is a capital pur-
chase plus service revenue.

KA Imaging designs and manufactures innovative 

color x-ray imaging technology

Capital Seeking
$20M

Year Established
March 2019

Industry
Healthcare, industrial imaging

Team Info
Amol Karnick

CEO

Karim Karim

CTO

Sina Ghanbarzadeh

Lead engineer, Founder

Affi liations
Communitech, MaRS

Company URL

KA IMAGING INC.



IP Lawyers, Pantent and Trademark Agents
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Funding to Date
$13.6M

Monthly Net Burn
$200K

Pre-money Valuation
$17.8M

Capital Seeking
$10M to $12.5M

Company Overview

Toronto is the fourth largest city in North America, and 
welcomed 43,700,000 visitors in 2017.  With consistent 
growth in city’s the resident and tourism base, the demand 
for attractions entertainment has outpaced supply for a 
number of years.  Until the launch of Ripley’s Aquarium 
in 2013, it had been almost 20 years since a major attrac-
tion had launched in the city (Playdium, in 1996).  This big 
market is under-served for attractions, as evidenced by 
the higher than forecast demand for Ripley’s Aquarium at 
launch, which suffered long line-ups in its fi rst year, and 
was forced to quickly implement a timed-ticketing system.

Product / Service

Little Canada’s Vision is to entertain its guests with a 
magical journey of discovery through Canada, that will be 
amazing, exciting and meaningful for all.  The attraction, 
which includes over 45,000 sq. ft. of subway/PATH acces-
sible indoor space, will be located at 10 Dundas East, at 
Canada’s busiest intersection, Yonge & Dundas, seeing over 
10,000,000 visitors every year.

The Company’s mission is to evoke a sense of wonder 
and curiosity about Canada, including the diversity, cul-
ture, industry, and innovations that make Canada a unique 
place to live or visit.  The attraction will offer an immersive 
journey through Canada in miniature, from coast-to-coast-
to-coast, including such features as a roaring 50 linear 
foot Little Niagara Falls to the crisp, cold vistas of its Little 
North.  At launch, Little Canada will open with 5 destina-
tions; Little Niagara, Little Golden Horseshoe, Little Toron-
to, Little Ottawa, and Petit Québec, with a 6th destination, 
Little North, under construction for guests to observe, and 
launched in the fi rst year. Every year or two after, the Com-
pany will launch a new destination, starting with Little East 
Coast, until the journey is inclusive of each province and 
territory of Canada. 

Little Canada is a 21st century miniature world 

experience of Canada.  Toronto’s next big attrac-

tion is a vast, animated and life-like 45,000 sf 

miniature world attraction opening in the heart of 

the city at 10 Dundas East in 2020.

Year Established
July 2013

Industry
Entertainment, Arts and Culture

Team Info
Jean-Louis Brenninkmeijer

Founder, President

Dave MacLean

VP Build

John Phillipson

VP, General Manager

Affi liations
FrontFundr, DMZ

(DBA Little Canada) — little-canada.ca

OUR HOME & MINIATURE LAND, INC.
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Market

Toronto is an attractive market for entertainment and leisure, based on its resident population and visi-
tors.  Toronto is the fourth largest city in North America, with a city population of 2,800,000 people, and 
a Greater Metropolitan Area population of 5,900,000 people.  The Greater Toronto tourism market has 
grown rapidly, with 43,700,000 visitors spending $8,800,000,000 per year in 2017, per Tourism Toronto.

The Toronto Attractions market comprises millions of visitors each year.  The demand for attractions 
entertainment, from both tourists and residents, continues to out-pace supply.  Since Ripley’s Aquar-
ium’s launched in 2013, it has grown to be the leading indoor attraction in Toronto, with an estimated 
2,500,000 visitors each year.  Ripley’s Aquarium announced its 10,000,000th visitor in October 2018.  
The CN Tower, Ripley’s Aquarium’s next-door neighbour, has grown every year since 2013 as well, to al-
most 2,000,000 people per year, indicating the under-served demand in the market.

Customers

Little Canada is a business-to-consumer business model.  When the company will open its doors to its 
customers in 2020, it anticipates attracting 300,000 customers in the first full year.  Customer pre-book-
ing, for groups and events, will begin in the quarter prior to opening.

Business Model and Transaction

The company’s business plan and financial model are based on a downtown Toronto feasibility study 
completed by CBRE in April 2016.  This study identified four key markets for the attraction – local res-
idents, tourists, tour groups and school groups, and identified a year 1 attendance of 400,000, 1.8% pene-
tration of the Toronto market, and revenue of $7,100,000, based on a 21,000 square foot facility and 6 
miniature destinations.

Little Canada anticipates first year attendance of 200,000 guests, assuming a July 2020 launch, and a 
more conservative ramp up over the first three years to approach 500,000 total attendance, or 2% pene-
tration of the Toronto market.

Little Canada intends to collect revenues through admission fees to the attraction facility. These fees will 
be either payable at the entrance or in advance, on-line. In addition, the company will offer tours and 
educational programs for an extra fee. 

The unrestricted adult ticket price is currently proposed to be priced at $26.55 before HST, or $30.00 
with HST included.  This is currently below the top tier pricing of Ripley’s Aquarium ($39 un-restricted), 
the CN Tower ($38) and Casa Loma ($32.49), and comparable to Legoland Discovery Centre ($27.95).  
The average ticket price, or price yield is anticipated to be $18.66 (Source: The companies’ websites as of 
August 2019).

Sales/Marketing Strategy

Little Canada will be located at 10 Dundas East, a premiere entertainment building located on the north 
side of Yonge-Dundas Square, at the intersection of Yonge and Dundas streets, the busiest intersection 
in Toronto.  10,000,000 people come through the doors of 10 Dundas East each year, per traffic counts 
completed by the landlord, with 20% of those people coming from direct underground access to the 
Dundas subway stop on the Yonge subway line.  Up to 4,000,000 of those people are leisure visitors to 
the 25-theatre Cineplex Cinemas complex and 4 major restaurants in the building, including Milestones 
and Jack Astors.
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Company Overview

Our goal is to bring transparency and choice to consumer 
lending. In a market largely dominated by a small num-
ber of institutions, searching for the best loan option is 
cumbersome, time consuming, and a frustrating customer 
experience. LoanConnect addresses these problems with 
Canada’s first open lending platform, intelligently match-
ing consumers to the best options based on their specific 
financial situation. 

Our vision is to bring lending options to all Canadians, re-
gardless of credit situation, wherever and whenever credit 
is needed. Whether a customer is financing the purchase of 
a new appliance, renovating their home, or needing some 
extra funds to cover a sudden emergency, LoanConnect 
will put funds in their hands through the best option avail-
able, all within 5 minutes. 

Product / Service

Our platform is the only one that integrates fully with our 
lenders and affiliate partners to provide a more seamless 
customer experience. Our competitors are largely direc-
tory-style listings that drop customers onto a blank form, 
providing no filtering based on personal financial circum-
stances and a frustrating journey for customers. For our 
affiliate partners, our API allows for a true white-labelled 
experience, where a customer to search for lending options 
without leaving the originating web property. This is unique 
in the North American market.

Further, we have recently integrated with a loan origination 
software provider that serves the credit union market in 
Canada. This will allow us to provide a far greater range of 
options to customers with excellent credit through a tru-
ly-digital customer onboarding experience. This is the first 
of its kind in Canada and exclusive to LoanConnect.

Market

There is $155 Billion in bank installment loans outstanding, 
with another $63 Billion in unsecured revolving lines of 
credit in Canada today. $1.5 Billion of this total is currently 

LoanConnect is Canada’s leading platform for 

unsecured lending, providing all consumers a 

true choice of lending options, whenever and 

wherever they need it.

Funding to Date
Insert Content

Monthly Net Burn
Insert Content 

Pre-money Valuation
Insert Content

Capital Seeking
Insert Content

Year Established
2016 

Industry
FinTech (lending) 

Team Info
Adam Rice

CEO 

Chris Healy

COO

Mike Agar

CTO

Pierre Genest

VP Partnerships

Affiliations
Holt Fintech Accelerator 

(2018); DMZ Accelerator (2019)

(DBA LoanConnect) — loanconnect.ca

ASSET DIRECT OF CANADA INC.
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Financial Projections  (in Canadian dollars)

2019 2020 2021

Revenue 737K 6.6M 19.2M

Expenditures 740K 6.2M 14.8M

Net (15K) 270K 2.8M

addressable as non-specific, unsecured lending originations in 2019, a number which is expected to grow 
30% in 2020 as alternative banking gains greater adoption in Canada.
The opportunity in purchase financing is even greater, as there is $15 Billion in volume originated annu-
ally, and another $15 Billion in big-ticket purchasing exposed to financing programs that is unaddressed 
by current programs. Current in-store financing programs are generally too expensive for the majority of 
customers, exclude the near-prime and sub-prime segments, or are too costly for merchants.
Within our current market, LoanConnect competes with lead-generation platforms such as Loans Canada 
and Smarter.loans, which largely provide non-differentiated traffic to lenders. We compete indirectly with 
our lenders themselves for lead volume, and our affiliates engage in competition amongst themselves for 
customers. The point-of-sale segment is split amongst a number of new entrants and incumbents, includ-
ing FinanceIt, Snap, Medicard.
  

Customers

To date, we have addressed 120,000 Canadians on our platform, adding close to 8,000 new loan appli-
cants per month. 

Business Model and Transaction

We are paid for each successful placement of a customer with one of our lenders or financial partners. 
Unlike our competitors with lead-generation business models, our success-based commission program 
provides a win-win situation for both the lender and LoanConnect, as we only get paid if the customer 
originates a loan. We then share a portion of that commission with the referral partner for that customer 
(affiliate source), in a manner that is more lucrative for the affiliate than a straight fee-per-lead model.

Sales/Marketing Strategy

Our current sales strategy is to identify and partner with web properties that can refer us customers 
(affiliate sources). We have partnered with four of the top rate-comparison properties in Canada, and 
on average, receive a steady-stream of leads from over 30 high-traffic sources each month. In August, 
we partnered with Credit Karma as their loan-option provider, exposing our platform to over 2.5 million 
Canadians. Credit Karma is one of the top personal finance platforms in North America, providing free 
credit scores and education to 90 million customers monthly.

Concurrently, we are seeking to partner with lenders to place their declined customers within our ecosys-
tem. We have a handful of contracts in place, and we are expecting to close an arrangement with one of 
Canada’s largest alternative lenders within the next month. 
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Funding to Date
$1.5M

Monthly Net Burn
$70K 

Pre-money Valuation
$9.5M

Capital Seeking
$1.5M

Company Overview

Oreka is an ag-tech insect company providing Im-
mune-health advantages for more productive agriculture.
We breed and rear our Black Soldier Flies to optimise their 
essential nutrients and healthy fats, and then capture this 
goodness to make Immaris, an animal feed supplement. 
With only small amounts of Immaris, animals have been 
shown to be significantly healthier, grow faster and require 
less medication. Our proprietary technology is  sustain-
able, produces zero waste, offers a significant competitive 
advantage for farmers while giving consumers what they 
want – high quality, healthy and truly sustainable food on 
their plates. 

Product / Service

ImmarisTM is an insect-based feed supplement specifically 
designed for Aquaculture. It is formulated with patented 
ingredients and process. Our customers have reported 
increased ability to fight disease, up to 30% increase in 
growth rates, improvements in Feed Conversion Ratios and 
significant decreases in mortality rates. It is the result of 
our patented process: 

• We carefully select surplus, nutrient-dense foods from 
grocery stores, beverage and food manufacturers and 
feed them to Black Soldier Flies. 

• We breed and rear our Black Soldier Flies using propri-
etary methods to maximize their essential nutrients and 
healthy fats.

• We then pulverize the larvae into a 0,1, or 2 crumble 
without removing any of the oils and blend them into 
our proprietary formula. 

Market

• TAM - $10.3bn in next ten years 

• Initial Target market - North American Aquaculture 
market (over 1800 fish farms)

• Secondary target markets - International Aquaculture 
market & North American Poultry market 

• Competitors: no direct competitors. Other firms farm 
insects for protein, which is a commodity - very differ-
ent market, significantly less profitable. 

Oreka is an ag-tech insect company providing 

Immune-health advantages for more 

productive agriculture.

Year Established
2014 

Industry
Insert Industry 

Team Info
Jon Duschinsky 

Robert Walberg

San Eng

Frank Dion

Affiliations
Innovation Guelph

orekasolutions.ca

OREKA SOLUTIONS INC.
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Financial Projections  (in Canadian dollars)

2019 2020 2021

Revenue 500K 5M 18M

Expenditures 750K 3.4M 10M

Customers

• 8 customer trials in pipeline
• 2 volume orders in pipeline 
• 1 closed order 
• Total of 16,000 KG sales in pipeline 

Partnerships with: University of Guelph , University of Toronto, Toronto SickKids Hospital, University of 
Idaho, Fleming College, Brock University  

Business Model and Transaction

Oreka has a diversified business model. 

1. Principal revenue stream is direct sales of Immaris to fish farmers.  

2. Secondary revenue streams from co-products - a liquid and a solid soil fertilizer, currently in 
commercialization and have shown to increase growth in cannabis and green vegetables in trials  

Oreka already has interest from governments and agri-food firms to licence the technology. In 2020 we 
will begin expanding through a franchised, contracted growing model. This will develop a third revenue 
stream from 2021 onwards. 

Our growing data platform captures information about the insects’ performance, which in turn generates 
new applications and products. We have one enzyme and one biomedical product already identified 
from the current process. 

Sales/Marketing Strategy

Direct sales to aquaculture farmers, focused on hatcheries. Commercialization model for co-products 
currently being defined. 
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Company Overview

Problem: BAD Decision Making (Enterprise) 60% of exec-
utives feel they make as many bad decisions as good ones 
(McKinsey) Our brains are not naturally wired for making 
quality decisions (Society of Decision Professionals) Bad 
decision-making environments...

Overbearing personalities and hidden agendas, Critical 
people missing from decision meetings, Groupthink and 
biases that stifl e creativity...

Value Proposition: Powernoodle delivers Speed to More 
Profi t compared to traditional decision making.

Product / Service

Cloud technology is fused with 50 years of cognitive, 
behavioral, and decision science to focus stakeholders, 
and minimize the biases, barriers and dysfunctions typical 
to most organizations that get in the way of making 
quality decisions.

• Effi cient Parallel Workfl ows result in greater effi ciency 
and agility. Less time is spent in meetings and shorter 
cycle times to collect insights, debate and decide 
means faster time to execution.

• Intelligent Navigation based on 50 years of cognitive, 
behavioral, and decision science minimizes the physical 
barriers, cognitive biases and dysfunctional behaviors 
that get in the way of making  quality decisions. 

• Powerful Conversation Engine sparks the contribution 
of diverse insights, and its powerful data analytics 
increase engagement. The transparent & inclusive 
Powernoodle experience builds trust and buy-in to the 
decision.

• Built in Decision Record acts as a single source of truth 
to document the decision process which increases 
transparency, confi dence and trust.

• Robust and growing Library of 60+ Decision Model 
Templates covering the most common subject matter 
areas allows leaders to quickly and easily create an 
effective decision process best suited to their specifi c 
circumstances.

Funding to Date
$2.2M since 2016

Monthly Net Burn
$94K

Pre-money Valuation
$6.25M

Capital Seeking
$750K

The Powernoodle Decision Engagement Platform 

helps leaders make better quality decisions by 

quickly and effectively engaging the collective 

wisdom of stakeholders.

Year Established
2010

Industry
SaaS Enterprise Software

Team Info
Deb Krizmanich

Founder and CEO

Team Info
Communitech

powernoodle.com

POWERNOODLE



47BE PART OF THE EQUATION

2019 2020 2021

Revenue 500K 1.2M 3.3M

Market

Total Addressable Market Annually = $9.6BEnterprise - 1,000 employees +Consultants - 100 consultants+ 
Global problem & global market. Leaders facilitating decisions in ... strategy, risk, change, product, quality 
and process management

Customers

20 customers with 52 annual facilitator subscriptions, Strategic Decisions Group partnership.

Business Model and Transaction

Direct to Enterprise and Consulting Companies.  Partner with consulting companies as a  channel into 
enterprise. Content marketing through Decision Models.

Sales/Marketing Strategy

Top of the funnel - online campaigns in our six competency areas.  Conference engagements with Stra-
tegic Partners.  Consulting companies as sales referral channels.  Loyalty = Sticky- Mandatory training- 
Quarterly Center of Excellence sessions- 50+ Decision Models- New features based on client voice.

Financial Projections  (in Canadian dollars)
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Renix provides solutions for emerging processing 

challenges in the resource sector; where over-

lapping sources, sustainability imperatives, and 

demanding customers have created escalating 

risk and rising costs for producers.

Company Overview

Renix is a Clean-Tech company with natural-resources 
based clients operating a range of industries (Agriculture 
and Bio-Processing; Mining, Minerals and Metals; Industrial 
Water; Fuel & Chemicals).

In the world of resource processing, consider the challenge 
of overlapping sources, such as minerals or oil sourced 
from the same places where crops are grown and commu-
nity water supplies are located.  Combine this with increas-
ing demand, escalating regulation, and environmental and 
social imperatives.  This new normal is creating daunting 
chemistry challenges which old technologies cannot solve, 
impacting a vast range of sectors including food and water; 
energy and fuel; metals and materials.

Renix calls this the “10-1-1” reality: ten billion people; one 
planet; one set of resources. New processes that maximize 
efficiency and minimize impact are essential for the sus-
tainable use of diminishing resources. Renix technology, 
coupled with deep application and processing know-how, 
provides an innovative alternative – helping our clients ad-
dress soaring production costs and remain competitive.

Product / Service

Through a patented steady-state process that optimizes 
ion exchange based separations, RenixUIXTM maximizes 
the quality and purity of customers’ product through 
Steady State Optimization (SSO) - an uninterrupted 
process that reduces cost and maximizes operational 
efficiency by creating an unparalleled steady-state 
operating environment. RenixUIXTM surpasses traditional 
batch-style processes, offering low operating cost and 
high efficiency. Energy, water and chemical consumption 
are all significantly reduced when compared to traditional 
ion exchange platforms, resulting in as much as a 60% 
reduction in overall operating costs.

Funding to Date
$2.3M

Year Established
2009 

Industry
Clean-tech 

Team Info
Christine Haas

President

Charles Fung

Director Operations

Andy Prince

Director Science

Long Sang

Process Development 

Specialist

Affiliations
Bioindustrial Innovation 

Canada, TechAlliance

renix.ca

RENIX INC.
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2019 2020 2021

Revenue 500K 2.5M 10M

Financial Projections  (in Canadian dollars)

Market

Despite the diversity in Renix’s resource-based clients, they share similar challenges that are both com-
plex and financially significant: challenges driven by lower quality sources, increased regulation, environ-
mental & social licensing issues. 

The impact to manufacturing and processing facilities around the world results is a growing market, with 
a breadth of application and volume of material worth more than $1B. 

The separation and purification market is large, diverse and growing in step with global demand. Chem-
istry-based processes such as ion exchange are particularly important in this market as it can be used in 
ways that are not possible with many other technologies, and therefore present opportunity far beyond 
water treatment - in high-value applications and many industrial markets. Renix’s key competition is the 
status-quo of conventional fixed-bed systems offered by a range of local and regional suppliers.

Customers

Renix currently has more than $10M in projects currently in the pipeline with multi-national clients – two 
in food ingredients, one in biofuels, and one in mining – as well as several application clients from the 
past five years. Renix has developed relationships with various supply chain partners as well as engineer-
ing firms operating in the separations and purification space.

Business Model and Transaction

Renix’s has a suite of products and services that provide client’s for lifetime solutions for their processing 
challenge.  This includes Services to develop the optimal solution, Equipment Sales & Leasing to imple-
ment the solution; Service Contracts to maintain the solution & supply key consumables, and Software & 
Technology Licensing to provide critical data and on-going support.

Sales/Marketing Strategy

Renix is building a pipeline of opportunities working with our supply chain and industrial partners who 
have strong experience within a customer segment, geographic niche or specific types of processes; 
establishing relationships with leading Industry Associations in target industries to raise awareness, 
educate thought leaders, and identify early adopters; and selling directly to end customers through 
positioning and awareness building of RenixUIXTM.
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Company Overview

Concussions are a common headline across sports news 
channels, especially with the sport of football.  Although 
concussions may not have increased drastically over the 
past few years, they are prevalent in the athletic world and 
an awareness of the injury is now more common. Concus-
sions are traumatic brain injuries defined as a complex 
pathophysiological process affecting the brain, induced by 
biomechanical forces.  As such, a direct blow to the head 
is not required, rather, many concussions are caused by the 
whiplash effect of a blow to the body. 

• The NHL estimates that 70% of the concussions in 
hockey and the NFL estimates that more than 50% 
of the concussions in football for quarterbacks and 
receivers do NOT include a blow to the head

Almost all research has been dedicated to monitoring and 
measuring impact to the head. Helmet sensors have been 
designed to record force of contact and a variety of neuro-
cognitive tests are utilized to assess concussion. Most pre-
ventive measures tend to focus on awareness, education, 
rule changes and enforcement, fair play, and improvements 
in equipment design.  However, strategies an athlete or in-
dividual can initiate to minimize his or her own concussion 
risks are limited. Until now.

Product / Service

TopSpin360 (TS360) is the first patented multi-planar 
neuromuscular training device developed that is consistent 
with the state of the scientific literature on how to reduce 
concussion risk by improving dynamic neck musculature 
and function. Customers include all sports (men and 
women) as well as military applications.  

Market

Divided into 3 segments (total possible revenue $1.04B):

Elite sport (USports, NCAA, CFL/NFL) — 185,00 
individuals and $92M possible revenue
Youth sport — 66M individuals and $180M possible revenue
Military — 1.3M individuals and $520M possible revenue
Future opportunities — Post-concussion/post-whiplash 
rehabilitation $250M

The first patented training device that has been 

proven to dynamically strengthen the neck 

muscles in order to reduce concussion risk.

Funding to Date
PE $300K

Grants $1.4M

Monthly Net Burn
$21K 

Pre-money Valuation
$10M

Capital Seeking
$750K

Year Established
February 2015 

Industry
Health and Fitness 

Team Info
Dr. Theo Versteegh, PhD

CEO, CTO

Jeffrey Fischer, MBA

COO

Affiliations
Tech Alliance, London

topspin360.com

TOPSPIN TECHNOLOGIES LTD.
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2019 2020 2021

Revenue 91K 1.8M 20M

Expenditures 252K 1.1M 15M

Net =161K 700K 5M

Financial Projections  (in Canadian dollars)

Customers

Current customers include NFL, NHL, NCAA, Canadian and US military.  In 2019, TopSpin beat out 1,100 
companies from 8 countries to win the NFL 1st & Future Award for improving athlete safety, presented on 
the NFL Network during Superbowl Weekend in Atlanta.

Sales/Marketing Strategy

Customers are identified through major meeting attendance (physician, athletic trainers and strength 
coaches) and follow-up via email and social media campaign.  Will expand to distributor model in early 
2020 partnering with medical device companies that target same audience (e.g. knee bracing companies).
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Monthly Net Burn
$250K 

Pre-money Valuation
$11M

Capital Seeking
$2M

Funding Use
R&D - $40%

Sales & Marketing - 50%

G&A - 10%

Year Established
2012 

Industry
Software 

Team Info
Jesse Moeinifar

Founder

viafoura.com

VIAFOURA

Company Overview

In order to capitalize on the growing direct-to-consumer 
opportunity, media organizations are increasingly seeking 
ways to better engage and understand their audiences so 
they can convert them into paying subscribers. Without 
a solution to meet their growing technology needs, they 
are stitching multiple disparate tools together which are 
failing them.

Product / Service

The Viafoura Community Engagement Suite is an end-
to-end solution for clients, and has proven to triple 
customer ROI. Real-time Conversation, Live Chat, Live 
Blogging and Ratings & Reviews tools create a seamless 
user experience across clients’ owned and operated 
properties. A Moderation Console, a productivity tool built 
for moderators, by moderators, is also now available to 
organize and accelerate how moderators work in politically 
hostile and toxic environments. 

While most community-building players in this space 
offer incomplete data across different engagement tools, 
Viafoura serves up complete first-party data on users — 
which clients own completely and can draw actionable 
insights from to identify user groups who are likely to 
subscribe. These rich data points can also be connected 
directly to paywall and business intelligence tools to 
enhance conversion strategies. When a customer commits 
to using Viafoura’s products, moderation is also consistent: 
decisions in one widget, like muting trolls and toxic 
users, carry on throughout the entire platform via highly 
sophisticated moderation algorithms that reduce human 
moderation efforts by up to 90%.

Whether clients choose to use one or all of Viafoura’s 
tools and services, they arm themselves with a powerful 
conversion engine capable of boosting their profits. 

Market

Over The Top (OTT) is the future of media. Content is 
available on multiple devices without the need for a cable 
subscription, enabling content producers to gain access to 
valuable subscribers globally. The OTT market was $68B in 
2018 and is expected to reach $159B by 2024. 

Transforming Audiences Into Highly Engaged 

and Profitable Subscribers.
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Financial Projections  (in Canadian dollars)

2019 2020 2021

Revenue 5.2M 9.5M 16.6M

Net (2.7M) (1.6M) (1.1M)

Customers

$4.2M Annual Recurring Revenue by way of 20 Enterprise Customers.

Business Model and Transaction

• Software-as-a-Service
• 3 Year Agreements
• Annual Payment in Advance

Sales/Marketing Strategy

Direct sales, marketing (on and offline), Channel partners.

THANK YOU TO OUR
EVENT MEDIA PARTNER 

1community1.ca



Can fine-tuning your 
financial processes help 
accelerate your growth?
Find out how a faster process to close its books helped 
a private company grow from challenger to leader. 

www.ey.com/ca/private  #BetterQuestions
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Lawrie Insurance Group is a full-service brokerage with a staff of over 100 dedicated 
professionals providing and serving a complete range of Personal and Corporate 
Property/Casualty Insurance, Employee Benefits, Financial Services, Group Retirement 
Solutions and Risk Management.

Our firm is one of the largest and most trusted insurance organizations in Southern 
Ontario and ranks in the top 5% of independent insurance brokerages in Canada.

Over 37 years of continuous growth is a testament to
our commitment to service excellence for our clients.

Ask About Our Customized Solutions for Technology Companies



Let us help you
MAXIMIZE your 
Microsoft Cloud 
investments.

info@pointalliance.com  
+1 855.94.POINT (76468)

Unbox
Microsoft
Cloud



THANK YOU FOR BEING PART OF THE EQUATION

MNP.ca

It begins here.

You have vision, passion, drive.

As the leader of a technology, media or telecom
business, you want to build, compete, expand,
transform and  succeed. 

You also have big challenges. Accessing capital. 
Commercializing new products. Attracting and retaining 
talent. Expanding revenue streams.  Facilitating mergers 
and acquisitions. Managing growth. Improving operational 
and supply chain efficiency.  Protecting against emerging 
threats. Building competitive advantage. Facilitating a 
successful exit. 

MNP will get you to where you aim to go.

For more information on how MNP can help you,
contact Giacomo Angelini, CPA, CA at 519.772.7483
or giacomo.angelini@mnp.ca

Southern Ontario Fund for Investment in Innovation
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Flow Venture’s process, expertise, and evidence management ensures 
that the SR&ED filing process is painless and efficient for the fastest 
growing, most innovative companies across Canada. 

@flowventures
www.flowventures.com
info@flowventures.com

Maximize SR&ED Claim Value
Minimize Audit Risk

Business leaders face a web 
of legal complexities. 
We know the way. 
Our team is ready to proactively 
plan or reactively resolve all of your 
legal options related to technology, 
privacy and cybersecurity.

siskinds.com
1 877 672 2121



Access IO Community Safety and Well Being co-hosted by the Durham 
Regional Police Services and Whitby Fire on Wednesday, November 6th 
at the Whitby Fire Headquarters from 5:30pm to 9:30pm.

C O M M U N I T Y  S A F E T Y  A N D  W E L L  B E I N G

FIR E

WHITBY

1851

EM
ERGENCY

SERVICES

CONGRATULATIONS TO THE
PARTNERS AND MEMBERS OF EQUATION

REGISTER ONLINE AT ACCESSIO.CA
INVITE CODE ALLIANCE2019




