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DEDICATION

To the love of my life, Tomoko.

To my children. You have captured my spirt, heart and every
breathe.

My ventures belong to you. This is your user manual.
The passwords are in the back of the book.
I love you!

Daddio

Introduction

There are two types of people. Entrepreneurs and everyone else.

This is a manual for those in business, not those thinking about,
dreaming about, and, by gosh, talking about being in business.
The difference in the reader is profound. The wannabe is just
looking for outside validation to make their "decision" to be in
business okay.

It is not okay. No sane person would choose to be an entrepreneur.
The purposeful choice of "trial by fire" is not logical. Keep your
day job and stay away. Look at the pictures on your desk. Stare
at your PC and stay put.

My editor says I am supposed to say something nice here. Like,
oh gee if you really want to... Bullshit. If you still want to be an
entrepreneur after reading this book, then it might be ok.
Otherwise use this book to understand that your cubicle is a safe
place. If you don’t know how to drive the road is safer without
you.

I've given myself six weeks to write this book. I am 50 now and
in six weeks I'll be 51. The Venture Business Manual contains the
reflections of a real-life serial entrepreneur (actually, I am a serial
delegator) that can claim 43 years of venture business activity.

You might be wondering why you should keep reading this book.
You don't know who I am, and you're probably wondering what
kind of value I can provide an entrepreneur like yourself. These
are good questions, so let me answer them for you with a short
recap of my various successes and spectacular failures so you can
develop a screenshot image of who [ am:

I have raised millions from New York Hedge funds and accredited
investors.

I've built an email service just shy of 1 million Japanese users by
2004 that grew of a BBS circa 1990.
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I got little old ladies to give me returnable bottles, so I can buy a
pony when I was 7. Dad challenged me to pay half. I did it in
two weeks.

I climbed and cut palm trees 60 feet in the air in exchange for my
college tuition and a free year of golf.

I got blacklisted by the Japanese government in 1996 and survived
that, even getting an apology from the Prime Minister's Office in
2004. Iwas also pardoned by the Japanese Emperor, which begs
some questions!

I've been in solar since 2000 and I've been making profit since
year 1. (Not a big profit as I keep investing back into my business.)
My firm has no debt and is set up so no one can take my lunch.

You will learn how to protect your equity in this book.
I can spot trends and I can sell them.

Now that you know you're not talking to some hopeful
entrepreneur looking to make a buck, let's get into the meat and
potatoes of what this book is all about.

Relentless is the keyword for success in venture business. You
can choose any business and make your living. If you are thinking
about it, then it has a market niche and you can play to that market.
Anything.

Got an idea? You can sell it with this Venture Business Manual
by being relentless.

Furthermore, all business has one thing in common: a Customer.
This book is focused on the customer interactions and the process
that must happen to move from prospect, to pending, to sold, to
done.

The Venture Business Manual has three pillars:

1. Sales
2. Delivery
3. Administration

This is the order that I like. SDA. I'll be using these terms
throughout the manual. 2 and 3 are "easy". 1 is the game. Sales,
Delivery and Administration form the foundation of any business
of any size. This puts the customer at the center, focuses business
activities and carries out what is needed first.

Your venture business is all about your client's Pursuit-of-
Happiness. This is a heavy responsibility that drives me, and the
content of The Venture Business Manual is primarily written to
help you focus on delivering promises to customers. Success is
only defined by a happy paid-in-full client. Your very survival
depends on it.

Part lecture and part reference book, The Venture Business
Manual will allow quick use to solve problems and deeper thought
for perfecting Sales, Delivery and Administration (SDA).

Use The Venture Business Manual to avoid being road Kill.
(Watch out in your city of the “Avoid Being Road Kill” tour. This
book live will be a kick in the pants.)

Each pillar of Sales, Delivery and Administration has many bricks
that are the anchor to your business. In the Sales pillar, | detail
strategies around telemarketing, advertising, golden voices and
more. Delivery is focused on quality and how to comply and beat
regulations. Administration is the third, and hardest pillar to nail
down, but it becomes the great relaxer if done correctly.

I love what | do as a venture businessman. | raised 4 million
dollars in 1995 for an internet dial-up access business in Japan
that is about as hair raising of a story as can be told. Since 2000,
my pursuit of happiness has been ABC Solar Incorporated and
SDA's role in its birth, youth and continuous search of perfection.




Sales drives everything.

That moment when the client reaches into their wallet and buys is
magic. Cha-ching! Getting to that point is a very calculated effort
to process leads to fruition. Nurture, Contact, Close.

The Sales Section has potent methodologies that has served me
well in building each my businesses since 1979. By the time this
book is done I will be able to claim 30 years of Venture Business
success and spectacular failures. Failures that contain lessons and
led to new adventures. Successes that are the foundation for
Revenue for Eternity for my family. RFE.

I coined the phrase: The Law of Internet Eternity which states that
if you sell something once on the Internet you will sell again.

Life is a circle and so is the sales department. Surround-The-
Space in chapter 16 has details about:

Soft-sell Telemarketing
Marketing to Competitors
Online Industry Newsletters
Industry Events

Websites

Speeches and White Papers
Press Releases

Marketing to Employees

My experience in Delivery, over the last 30 years, is in training,
placement, shipping & handling, online services (servers and
websites), consulting reports, retail, export (just longer shipping
& handling), and renewable energy construction.

Successful Delivery is the effort to keep promises and the magic
of communication while-in-progress to keep clients informed.

Delivery management is the key to your Venture Business. You
must educate yourself and your sales team on what your company

can deliver. In order to be successful, you need to find your first
client, deliver and repeat.

In order to feel great about it again and again you have to deliver
on the promise that you sold them in the first place.

Moreover, Delivery relies on effective timing of purchasing and
availability of resources for your team to execute. Your business
must establish your supply chain prior to selling your promise.

Administration is not just the Third Pillar of your business, but it
also keeps all processes in its responsibility. The new among us
will spend too much time on Administration on their first business.
Each founding document will be framed and put on the wall. So
nice. Butahuge waste of time and a very dangerous waste of time.

Why? Because your first efforts have to be on being able to sell
your solution. Your Administrative actions will be driven by the
growth of the business. It does add some stress when you have to
quickly get your books up to standard, but once done your
operations take on a mature feeling.

This book is entrepreneurial reflections with the clear goal of
creating The Venture Business Manual to be usable.

Long ago, my dad said, "Brad I don't know why you are asking
for advice. You are going to do what you want to do anyway."

I answered, "True, | will make my decision, but I seek all points
of information, so | can to make that decision better."

Write down your business plan. Write down your thoughts. And
know this. If you plan your business right, you can survive the
rollercoaster and be the exception to the rule.

Always remember: Sales, Delivery and Administration is your
structure. Each works with the other to make your dreams and the
promises you give your clients come true.




Thank you and good luck out there!

Bradley L. Bartz
www.Bartz.com
1-310-373-3169

Chapter 1 - The Cold Call

A telephone conversation is a meandering path that sometimes
follows the goals of the original call.

All sales and marketing is about getting in the path of the buyer as
he is making the buying decision. It's those lucky moments that
make the cold call the most powerful tool in business. When you
hear, "I am glad you called," your blood starts pumping.

All sales and marketing can be defined in one word: Statistics.
Making that first cold call is stressful and it intimidates so many.
It should.

Be scared, pull out your check book and hire me instead.

Hold on. This book is going to take the stress right out of cold
calling for you. (sly grin, “I doubt it,” said the little guy on my left
shoulder.”) My job in this book is burn the word Statistics into
your every sales and marketing thought.

The following effective strategies are not in a particular order.
Each tool or effort are used in concert on every cold call. They
will become second nature if you practice, and, when it does, you
will become a sales weapon.

The Seven Faces

Take out a piece of paper and, on the left-hand side, draw 7 faces
ranging from friendly to angry. Draw a vertical line to the right
of the faces. Under each face draw a horizontal line to the edge.
Title the page "The Seven Faces". Grab a clipboard and keep
this by your telephone.

In the first 3 seconds put a checkmark by the type of face you hear
on the phone. That's it. Do this for every phone conversation
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Face 1: The Grin

&

— e——

The Seven Faces

Face 2: The Smile -

e —
Face 3: The Neutral

you have. Inbound, outbound. Get in the habit of picking a face
to a voice on the other end of the phone.

Why? It's all about focus. The Seven Faces focus your attention
to the fact that you are talking to another human. Believe it or not,
a real person is attached to the voice on the other end of the line.

Why? It's all about personality matching. My goal is to guide your
telephone persona to learn to mimic the personality of the voice.

Mimic without getting caught. Each face you have drawn is your
own personality from friendly to angry. You are check marking
the voice to moods that all humans have.

The Seven Faces are just a tick on the path to understand your role
in the cold call.

Rate of Speech

Can you learn to match the rate of speech of the voice from the
other end? To learn this is vital to your success. You can practice
everywhere. Politicians speak at about 30 words per minute.
Salesmen can be clocked at 300 wpm. Watch news and count
words. Practice yourself with a tape recorder. A 30-second radio
commercial typically has 75 words. Practice this one hard. You
need to be able to match your rate of speech to the voice.

Our job in the cold call is to create sub-conscious comfort that
allows a conversation to take place.

By matching the voice's rate of speech, you show that you are
listening. A key trait needed for a sales career is the ability to
listen. This Rate of Speech tool focuses your cold call to the
human attached to the disembodied voice.

And Brad said, in a face, "I am going to stick to the easy
cold call tool sets for now." What face would you check for that
statement?




So far I have taught you to identify the personality of the voice
and to match the rate of speech. Now I will teach you to become
the other voice. Are you ready?

I proudly present ...
The Mirror

Go to Target or a junk shop and buy a mirror that can be mounted
at eye level on your desk near your phone. Plain is best. (or, turn
this book over for the mirror printed on the back cover!)

This maybe the most powerful tool that will get you into the skin
of the voice. It is uncanny what it will do. Within moments your
refection begins to mimic the facial expressions of the voice.
Sounds crazy? It's not.

After you practice check marking the seven faces, and your
training gets your rate of speech to mimic the voice on the other
end, your image in the mirror turns into the voice of the person
you're talking to. You will actually start having conversations
that are engaging, entertaining and human.

I am not sure you are ready for the next tip. So, [ am going to
vamp a while and talk about other very important aspects of the
cold call. Why? Because the next tool is so powerful it can be
abused and if you get caught you will lose the sale.

*

Chapter 2: Real Cold Call Stories

Hold on to your seats!

Sometimes Cold Calls are sticky. You remember the words, their
tone and your expression of them. I have made close to 100,000
cold-calls in my career so far. Still, a few stick out and for this
book they play the role of bringing warmth to the cold call.

My favorite cold call story was hard to choose. I started dialing-
for-dollars when I was fourteen years old, selling advertising on a
local radio station. A sitcom environment of a blood-bank pitch
book and a radio station booth with reel-to-reel tapes spinning.

The pitch books all had a central theme. A blood bank is coming
to town and we are hoping you will sponsor with an ad that would
sound like this:

"The next blood bank at Peninsula Center is on June 16th. Please
come and donate blood and receive a coupon for a free drink with
your pizza at Lampost Pizza on Rolling Hills Road."

Every cold call pitch started with a "Hi this is Brad Lee from
CVLA a quadrophonic stereo station..." Then I would follow
with pages and pages of rebuttals to every version of No you have
ever thought of.

The radio station was located at 777 Silver Spur Drive, Rolling
Hills Estates, CA. The address is boldly presented in 5' tall sevens
on the corner. Very cool place to get my first job. The office
was on the Ist floor in the corner back right, and I clearly
remember there was a tan door with a curtained window with
signage saying CVLA. I digress.

On occasion clients would say "excuse me miss, | am not
interested." Then I would promptly change my name to Brenda
and start working the pitch book for rebuttals. My voice was not
cracked yet at 14. 1 remember these moments fondly.
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My two years with Frank Jolley at CVLA were a daily upgrade in
my communication and sales skills. Frank was specifically
teaching me to listen to the client, and to ignore all other
distractions.

His method was simple: would be aggressive in your free ear and
when you moved the handset to the other ear he would move and
agitate you until you fluster. I did. I put down the phone and
looked up and said, "You're so loud, I can't listen!"

He said, "if you set down the phone again, you're fired."

Those were the early days, and they are some of the fondest in
memory. | quickly removed the eraser from my pencil and used
that to dial the rotary phone. The radio experience was fun, but
does it live up to my best cold call moment? Almost.

When John Logan smiled it put a shudder in my knees and a smile
that was wide. John was one of my students of Telemarketing at
my non-for-profit company Telemarketing Visions Institute, Inc.
Our mission was to teach blind people how to sell on the telephone
and get good careers. John was blind and in his mid-forties, and
he had the biggest smile that I can remember.

When I gave him his first paycheck, he said, "thank you, Brad.
This is my first ever paycheck!" Over the years I learned that John
had a long career with telephone sales with great success. To this
day I am proud to have taught John telemarketing and the art of
the cold call.

Running the not-for-profit TVI during my time at Loyola
Marymount University, Los Angeles did not pay the bills. So I
had to get a job and obviously I went and got a telemarketing gig.

Fox Communications was in a 11-story tower on Santa Monica
Blvd with a suite of just-wide-enough for human cubicles filled
with cold-calling telemarketers. Fox dialed for donor dollars on
behalf of environmental charities by selling calendars. A large
group of applicants were given a briefing about the firm and then
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we were handed 10 index cards with a lead each and told to grab
a booth.

The script was basic. Say hello. Say great things about the
Audubon Society and pitch the calendar. Basically, the Blood
Bank pitch I grew up on.

I put down the pitch book and put the phone and index cards neatly
on the table in front of me. To the right of the index cards I had
a scratch pad and pencil. 1 was comfortable.

I dialed the first one. Introduced myself and as I always do, took
amoment to sincerely ask "how are you.? The conversation about
the goal of the call, e.g. supporting Audubon by buying a cool
calendar, was had. Isold it.

Those next to me and the room manager noticed. [ smiled.

I dialed and sold the second and third. The room went silent. No
one else was dialing. I notice the door open and management
humans came in. I never put down the handset. It was glued to
my left shoulder.

I go in for number four and nailed it. Now I'm surprised. The
room gasped. Not quite yet, but I felt I might be floating in my
chair.

Number five was a hit and a miss. Polite, funny conversation, but
stillano. The emotion let out by the crowd felt like them saying,
"ok, he's just human."

I look up, scan the room with a smile and turn, dial and speak. I
closed 6 and 7. The feeling is electric, and the eyes of the room
are big, wide and curious. The manager of that group of applicants
did have a twinkle of fear in his eyes.

6 out of 7 and I have three index cards to go. Gosh, I so want to

share my next telemarketing trick with you, but I advise myself to
wait.
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Oh! wait, a funny detail! Every telemarketer at Fox
Communications used the name "Pat Murphy". The reason was
so when a client called in and asked for Pat anyone could be the
point person. I know more about the early bastards of
telemarketing than one should. At least we did not use predictive
dialers or computers voices.

Closing a sale releases chemicals in the brain that make you high.
I was flying high as a kite by this point. But still my training and
professional telephone skills were on display.

I called and closed 8, 9 and the 10th client. I closed 9 out of 10
cold-calls with a room full of witnesses. Not a single conversation
followed the script Fox gave me. What the other prospective
employees and managers heard was the client voice coming out of
me. Every call had a different rate of speech, key words, and with
each call I mentally check marked which type of the Seven Faces
I was speaking to.

I thought that was a pretty cool telemarketing moment. But, was
it my favorite? How would you vote so far? Brenda and a girl's
voice without skipping a beat? The generosity of teaching the
blind and John's first paycheck at 40? Or wizard works in closing
9 out of 10 at my Fox Communication job interview?

Ok, one more telemarking and sales story that happened before
Fox when I as 18. This story will have three very valuable lessons
for Venture Business Survival. My fingers want me to be short
and to the point so you can vote on these four telemarketing
moments as your favorite. But, my spirit is ordering me to weave
teachings to show the impact of one successful cold-call of a
deliberate and strategic target can have such impact.

I think that you will have far more than four telemarketing
moments as selling eye glasses has a lot of humor about seeing
history 20/20.

He whispered, "Don't Move."

The phone room was in the back of the warehouse in what felt like
a converted closet. Lou, Stanley and I sat at the three desks with
partitions. Stanley at the endcap and Lou and I opposite each other.
We were selling prescription eyeglass frames to optical shops
across America. Selling glasses to doctors was the territory of
the suits, the outdoor salesmen.

The telemarketing effort was scoffed at, "you can't sell glasses
unless the doctor holds them," was the common refrain.

Stanley was a human computer. Back in 1983 paper was all we
had. He devised a CRM system that worked well. Basically,
clients were put in folders and titled A1, A2, A3, etc.

On our desks we had a flip-calendar where we would mark our
call backs. The two-letter designation meant you could fit dozens
of callback references on the calendar pages. This system
allowed rapid and professional telemarketing.

Each client also had the "Stanley" form. This was a single-page
form that was truly a work of art. I have continued to use this
basic and needed sales information registry in new computer
programs.

The Stanley had room for name, address, phone, all the standard
information needed. It had a large section for notes that allowed
timestamping the conversation. Since we always use humor in
our phone conversations the Stanley had a joke section so you did
not repeat when you tried again.

I practice "Out-of-body sales experiences" so I can watch myself
close. This came out of this Hodes Optical phone room.

With Stanley's system we could do 30 cold call conversations in 4
hours. We sold a wide variety of prescription eyeglasses, almost
200 different frames. The outdoor sales manager Roger brought
a big briefcase full of frames and the Hodes catalog.  His
explanations to us were always short shrift as Roger did not
believe would could sell glasses over the phone. He was a
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spectacular dresser with polished black shoes that were loud when
he walked across the floor to our closet.

Lou took me under his wing and started to mold my skills with
specific intent. The seven faces I would learn later, but the
fucking mirror was the stroke of genius. All three of us would dial
manically, create rapport, sent catalogues and created a "milk
route". The simple goal, which still holds true today, was to have
300 active clients to service. It took many thousands of cold calls
to get to a steady base of clients.

Everyday you would do both. Call what your calendar told you to
call, your follow-ups, and make new cold calls. As ateam of three
we impressed the warehouse staff when orders for Stanley would
happen on his day off. Same for would be for all of us. We were
a team and would call on each others Calendar calls when one was
out. It was easier to close accounts that way! For some reason
the clients really liked that we were covering for each other.

Every state in America. That is how I approached my cold calls
once I settled in. Methodically I sold prescription eyeglass frames
to eye doctors and optical shops in every state in America. The
remote locations generated the best conversations. The folks in
New York were always in a rush.

This was a great job and we were making sales and money. At 18
I was able to buy a brand new Toyota 4x4 truck and really use it.

I could hear Roger and Mr. Hodes as they walked across the
warehouse to our room. We all could that day.

The door swung open and big smiles walked in the doors. Mr.
Hodes gushed and beamed that we were doing such a great job.
Roger chimed in and actually gave us complements too.  As
Roger was singing our praises, Mr. Hodes held up a box of 7 horn-
rimmed-preppy multi-colored glasses. Mr. Hodes was smiling
ear-to-ear as Roger said, "These glasses are named after Mr.
Hodes's Daughter Amy. Guys... this is the Amy set."

Roger told us about the frames and he continued excitingly with,
"we are going to pay you 2 bucks extra for every frame you sell
plus your regular commission."

"Well! All righty!" said Lou.
Let the games begin!

As the door closed behind Roger and Mr. Hodes the three of us
looked at each other and promptly removed any non-Amy sales
materials from our desks. We went from selling 200 varieties of
frames to one. We became an "Amy Army".

It was just after the 4th of July and we were excited.

Propped up on my desk, next to the mirror was a 7 pack of the
Amy frames. Hindsight makes me think of Apple iMac colors,
but the Amy was long before that.

It's my story, so I'll claim the first Amy sale. Within minutes of
Roger and Mr. Hodes leaving our room we were writing business.
2 bucks a frame was a very significant commission, a spiff. We
sold them in sets of 7 colors.

The Stanley files were full with leads. Each of us had over 300
"A" or "B" quality leads. We sold over 2,200 Amy frames in a
month. We absolutely killed it.

We were so different that outside eyeglass salesmen. They were
compelled to show the whole 200+ frame collection. As
telemarketers, we had the choice so we sold only the Amy.

We felt like the Three Musketeers in the way our team work and
how we would feed off each other's sale.

We heard Roger's shoes coming towards our office. The door
opened and instead of the smiles we expected Mr. Hodes was
angry and quipped, "How could you? How could you sell so many




Amy frames? We don't have that many." Is voice went from
forceful to defeated in seconds.

Roger said some unimportant things.

The door closed and we looked in shock at each other. We sold
ourselves out of a job and were on the street shortly thereafter.

Venture Business Survival depends on not selling more than you
can deliver.

Unemployment is a state of mind. We picked up the phones and
started dialing other eyeglass manufacturers. The three amigos
got a new contract to represent and sell Shane & Michael
Eyeglasses by telephone. Our reputation at Hodes was known
when we called in. They jumped at the chance to work with us.

This was exciting because it was my first airplane ride on business.

I'was in Los Angeles and at 18 [ was alert and in the game. Shane
and Michael was up in San Francisco.

We settled into Lou's home and set up our SOHO to start calling
optical shops. Lou made the point of repeating, Call the guy that
can sell 1,000 for you. I latched on to that and cold called Dr.
Yamamoto of Yamamoto Optical in Pomona, CA.  All of my
telemarketing skills were used in the three conversations needed.
One with the secretary, then his assistant and then Dr. Yamamoto.

Every cold call has a pregnant pause after initial introduction as a
way to ask permission to continue. Politeness, firmness, a solid
golden voice always asks "how are you today?" Take a breath,
think about the call like you are talking to your favorite uncle.

A cold call is a weapon of business. It moves you into the playing
field. This story is beyond the simple success of the cold call, but
the future that has just become open because of the cold call. We
are still in a tough battle for my favorite cold call. We have Radio
and 9 out 10 at Fox. Blind John and we are thrilled with the

rollercoaster of Amy, but it is Dr. Yamamoto that exceeds all
expectations.

I was wearing the same suit that I had on at Shane and Michael in
San Francisco, a hand-me-down from my grandfather. A suite
much older than I was. Lou and I are driving my Toyota 4x4
pickup to Pomona to meet Dr. Yamamoto, about an hour drive
from our Torrance location. The truck was aggressive red and
was fun to drive.

Dr. Yamamoto's optical practice seem to take up half a block on a
tree lined shopping street in Pomona. A well-lit space is a huge
understatement. With all the walls lined in mirrors and thousands
of eyeglass frames. Four very attractive optical assistants greeted
us warmly and asked us to hang out a bit. we took the chance to
see all the eyeglasses they had on display,

I still work with Lou some 30+ years later and we still challenge
each other on tones and always fondly remember Dr. Yamamoto.

After a bit of waiting we got waived into Dr. Yamamoto's office.
My eyes take a moment to adjust as I settle into the plush red
leather "smoking" chair in front of a huge cherry wood desk. The
walls lined with legal volumes and the carpet was dark also. Dr.
Yamamoto was in his throne in white frock and pencil pocket
protector.

This was a moment.

Lou sat to my right and did the open. He then introduced me as
boy wonder and I jump in to explain Shane & Michael. Dr.
Yamamoto was cordial as I did my presentation.

As a primary goal of a salesman is to get the client to talk so we
can listen for needs, I asked Dr. Yamamoto to tell us about his A1l
Optical Coop buying group. This was a man who could sell more
than 1,000 as A1 had 1,100 members at that time.




His expression went from plain to animated immediately. It was
a charged moment that was almost confusing as it started. [ would
learn later why, but at the time, at 18 in a borrowed suit with a
Navy Seal Vietnam War vet and telemarketing savant Lou I was
alert. Alert is not strong enough word, I was exhilarated.

Dr. Yamamoto smiled and shared is start-up experience for his
Optical Buyers Coop. His tone was subdued with a tinge of great
pride.

The optical market was controlled by the manufacturers and a
historical distribution network with guys like Roger at Hodes
Optical. The buyers were screwed. Dr. Yamamoto explained
further that when he opened his second and third location he
seized on the Al Optical Coop idea and immediately garnered
membership from his peers.

He was a cold caller! But the room went cold when Dr.
Yamamoto said, "When I brought this to manufacturers they told
me to fuck off."

Lou touched my arm and said, "Don't Move".
Time stopped. I heard my breathing, my heart beat. I froze.

Dr. Yamamoto got real animated as he continued to talk about the
manufacturers. As he did, he reached his left arm over to his right
said and the volume increased. He then lurched and screamed,
"NOW I CUT THEIR FUCKING HEADS OFF," as he jumped up
onto his desk and pulled out a samurai sword and swung across
the fronts of our faces.  All in one movement, like a Chinese
acrobat, he sat back down to silence.

I wish I had a picture of the look on my face.

n

Lou broke the silence with, "We like you...
southern drawl.

in a long and

So, that is by far my favorite cold-call. There have been many
more, that's what a cold-caller does.

I cold called the VP of Coca-Cola Japan and sold him their first
website. Did the same with Budweiser and the top 10 advertisers

in the world.

Once you have no fear to pick up the phone all you have to do is
have a gumption of product knowledge to get to the close.

Before you can start closing sales you have to open your business.




Chapter 3: Basic Admin to get a Bank
Account, Resell License, etc.

Without a bank account, you are not in business. But, does that
mean you must do that first when you start your company?

Yes. It takes a spell to get the paperwork to open a business bank
account. In Japan it's near impossible to open a business bank
account as a foreigner. After 911 the US also created many more
requirements. But no matter, if you can't figure out how an open
a bank account you should not be in venture business. Go home
and blog about it instead.

I am nice and harsh in certain advice. Banking experiences have
deteriorated from my youth. So. I'd like to condition the
paragraph above that you can start your business without a bank
account, but you won't be able to cash your first sales check until
you do. That can create delivery issues as you might take long to
open a bank account.

Why not just take checks in your name? Two reasons. One, and
most importantly, is your clients will feel more comfortable
paying to a company for a product or service. Two, you need to
protect yourself too. Having a company allows you to separate
personal from business.

When you open a bank account you will also start to get credit
cards and credit lines. Be careful. The use of all and any credit
has to be revolving and continuing in a business. You cannot build
up balances and then just carry them forward. You have to have
the discipline to recycle money thru your credit.

Because security at your bank differs on product you use, I think
you should establish your debit card and then destroy them. Only
use Credit Cards for outside spending transactions. Credit Cards
have protections whereas a debit card can drain your bank account
with no recourse. Do not carry a debit card with you.

The one exception: accounting staff will want a debit card to be
able to make deposits at the ATM. Just make sure they don't get
used for purchases. Them scanning devices steal data and wreak
havoc on your accounts.

Which bank? Any. I think closest to you is best. Wells Fargo and
Chase are just tellers that are slowly getting automated out. No
real banking relationships get made anymore. Sure they will sell
you credit card products all day long. But to be a banker in support
of your business? Just don't expect it.

First you have to decide what corporate structure that you want.
It can either be a C corp, an LLC or a partnership. 1 use
www.corporate.com. They offer a variety of fancy services, but I
think those can wait until you know if your business venture is
worthy of survival.

For California entrepreneurs, this is very important. You can set
up your new corporation in Nevada or Delaware for future "tax"
purposes, but you must register in California as a foreign company
and pay an annual minimum tax of $800. That gets paid to the
BOE, or the Board of Equalization.

The BOE are the bastards of government and in no way should
you consider fucking with them. The BOE are also the folks that
will give you a Resell license. This is something you should get
to allow for better negotiation when you want to set up vendor
relationships.

The key point to avoid in your Resell license is to not overestimate
your estimated sales. If you over estimate you must pay taxes on
that estimate.  Let your company's success determine your
payments to BOE. Optimistic protections belong in the garbage
can.

So, pick any bank. A banking relationship does not matter for
your small business. Well Fargo or Chase, etc simply don't give
a damn. There is no romantic client/banker relationship, so don't
bother. Your goal with banking is simply to cash checks.
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As for other administrative tasks, you'll need a phone carrier. I
recommend www.vonage.com. Vonage has a feature called -
simultaneous dial, where your phone will ring on up to five
different numbers at the same time. I particularly like this system
to ring a set of numbers and anyone can answer. It allows us to
have a human answer our phone. Even if the number on the phone
looks like a waste of a phone call, we still answer the phone.
Money dials in.

Website are a key to business survival and have a decidcated
chapter in the book. Also Client Management Systems are built
in the back-office to run your entire operations.

Details about both are included in this book.

I also include a party trick of being about to register a domain
name in real time and go live with content in 5 minutes.
Remember, I think a domain name is the perfect form of
intellectual property.

For example. SolarHotTub.com — I do not particularly worry
about others making a competing Solar Hot Tub kit. Branding is
everything in protection and a great domain is a great brand.

The website and CRM chapters are so boring. Please skip them.
They really are only here as a resource. When servers break, the
code written in these chapters will help recover and get your
website up and running. Dreadful to read now but a damn
diamond of code when you need it.

Again, The Venture Business Manual is a reference guide that
does require your participation. [ know my copy is dog-eared and
all the fill-in-the-blank areas are full. My copy is a corporate
treasure.

My copy will be duplicated in the safety deposit box so I can have
one copy handy and one in a safe place for me or next of kin.

Chapter 4: Your Business Name OR
"If you must spell it on the phone it is
a loser name"'

Domain Name. I own this site: www.JPRS.com and I hope you
use it to get your domains. The most important thing about a
domain name is that you do not have to spell it when you say it on
the phone. The same goes for your choice of email. You can also
use www.godaddy.com or the many other domain and website
providers.

The cold caller must be efficient in communication. For example,
Tused to use Sales@ABCsolar.com and had to spell it out for folks.
I switched to Solar@ABCsolar.com and that simple switch made
it fluid.

Get a book on HTML - How to Make Love (oops, I mean
Hypertext Markup Language). Learn how to make and edit your
own website. A venture man that must rely on others for basics is
stuck and often held hostage by vendors.

A business name should NEVER have your last name in it. You
can never hire a replacement to take over your family name that
won't feel just a bit smaller because of it. It was a simple piece
advice from Terry Matthews, a mentor of my who started and ran
banks.

Terry also drilled into me the phrase of "Never Walk Away From
Equity." This is in capitals to strike at its importance. You will
be tested on your venture business journey. Your equity is always
at stake and you need to know that equity is a part of you. Your
equity is your "Line in the Sand."

I know it sounds counter intuitive, but others will ask you to give
up equity for so many reason. If equity was a 100-dollar bill
would you just pull it out of your pocket and give it away? No.
You would not.
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I swear that Terry gets on my shoulder when this decision point
happens. Never walk away from equity. No matter what. Not
even in death, as I outline in your drafting of your Shareholders
Agreement.

Naming your business has cultural implications.

In Japan I did not learn the punch line until after being in business
for years. It only takes one chirp to create a sticky meme.

My company name was Internet Access Center KK. (IAC). The
Japanese staff would answer the as, "aye ya shee". Which means
"strange or fishy". It did bum me out when I learned the meaning.
Cultural misunderstandings are forgiven in Japan with bastardized
English, but they can be a funny lesson.

I ordered the editor of Tokyo Journal Magazine to put some
Japanese on the cover as it might help newsstand sales. Tokyo
Journal was the largest English language magazine in Japan in
1996.

The team complied and changed our tagline of "Your City
Magazine" to Japanese katakana. Katakana is used to phonetically
pronounce foreign words. The new Japanese tagline read: Your
Shitty Magazine.

Ooops. I ran downstairs and looked at the magazine team and said,
"You got me, but don't do it again."

So, what is your business name?

As you can see above, knowing how your name is defined in a
local language is really important. If you think you are going
global then pick those few outside markets and test your name
ideas against local norms.

Chapter 5. Food, Shelter and
Appropriate Attire

In Japanese one way to say the number 4 is equivalent to "death".
So, to me it is interesting that Food, Shelter and Appropriate Attire
are featured in this Chapter 4. Pay attention! This chapter can
save your life and thereby the chance of your Venture Business
Survival.

Heavy huh? You will make bad decisions worse when you are out
of food and shelter.

If your business is to survive you must survive. In addition, you
must survive with a big smile on your face. In no world does an
entrepreneur that looks hungry succeed. You must look and act
like each and every sale does not matter.

Put your hand in your pockets and pull them out. If they are empty
they are called "Rabbit ears." You will learn many ways to
express that lack of coin in your pocket. Bupkiss. It goes on and
on.

I can truthfully say that I had less than 100 yen to my name and it
was in my pocket when I signed a joint venture agreement with
NTT - the largest company in the world at the time. [ was so broke
that we had to walk from our offices to the NTT building as we
did not have enough for train or taxi fare.

Countless times I could not count on having any money to keep
going. In reality, no sane person would welcome Rabbit Ears as
a sign of courage. It was, but it did indeed take its toll. But, in
truth, the victories tasted so much better.

Don't be embarrassed with parents and in-laws when they send
you food. Welcome it. A full belly means your business survives.
Tomoko's mom used to send us bags of rice. Add some cabbage
and you got life.




I got lucky to say the very least. Life has played a magical mystery
tour with my very existence. Even writing this book is a great
pleasure. The simple nature of expression allows me to formulate
plans for my own ventures and next steps.

At the moment, my belly is full, my wife loves me and my kids
are the funniest humans | know. Now | can express things that
used to scare me. Ready?

Playing businessman seems to be the role of my early years. Wet
behind the ears, and some really old hand-me-down suits was my
charm. The suits were two inches too short and were a 1940's cut
that belonged to my grandfather. If movie screen writers saw my
youth they would have claimed me for their Napoleon Dynamite
character.

In 1992 my life changed. My son was born with a bilateral-cleft-
palette. This is physical deformity that manifests in three upper
lips and a hole in the roof of the mouth. In Japanese they literally
called it "Three Lips". The drama was accentuated when the

doctor left the delivery room and asked grandma what to do. My
heart sank.

Life affirms reasons for being in ways that are not understood, but
still should not be overlooked. By the time of my son's birth | was
deep into the information business the internet. | asked a business
partner for information about cleft-palettes and he gave me a
floppy disk with 1000 pages of medical journal text about it.

My greenscreen laptop was loaded with Metamorph natural
language search and retrieval software. It was this blessed
experience that the universe held my hand and said everything was
going to be all right. The sense of power of divine intervention
pervades my body now as my eyes well up and my body shivers.

Within moments, Metamorph opened the process of cleft-palette
repair. | recognized one particular method, the Onizuka Method,
that | was terrified of. Our first surgeon visit | brought my laptop

and told the Japanese doctor that | did not approve of the Onizuka
Method.

The doctor was shocked. First by even being spoken to and
second that | knew so much about cleft palettes. The mystery was
Professor Onizuka was our doctor's teacher! And he agreed that
he did not and would not be using the Onizuka Method. | was
relieved and awaited Brad Jr.'s first surgery in March 1993.

The doctor said it would be one week in the hospital for Brad Jr.
and Tomoko. Jay, and the rest of the team, gave me the week off
to take care of this. | dropped them off at the hospital, and when
I arrived at home, | decided to clean. | needed to fill my time busy
while | thought and prayed about my son.

I took all my suits, shirts and ties to the laundromat on the first
day. The clerk said come back Thursday. The house was looking
great and | was in good spirits with daily visits to hospital. 1 knew
they'd be back soon!

"Do you speak Japanese,” asked the clerk at the Daily Yamazaki
convenience store at the end of my block in Koganehara, Matsudo,
Chiba.

"Yes! (Hai)," I said incredulously. I'd been coming to this store
for years and grunting good Japanenglish for years!

Then she went on to say, "The laundromat burned down, and all
of your suits went with it too. Can you please give us value as
insurance will pay."

Just a few weeks later | find myself buying 4 tailor made suits
from Ricky Sarani in Tokyo. Ricky dressed the town. Oh boy, |
went from poor venture business man to cuff links!

Jay, my partner, joked that it was hard to burn down the
laundromat, but he loved the new suits!




I learned that dress in Tokyo, at that time, made the difference
between taking my business out of the garage and not making it at
all. The Ricky Sarani suits leveled me up and it was like getting
dressed up by others and taught diction.

In 2012 | remember also that suits played a role in being too stuffy.
Being in the solar business, suits became lost. | took ABC Solar
to Japan to pursue the 50 cents per kWh Feed-in-Tariff that created
a 20 year "Solar Bond". Being big money | took the step to suit
up again.

On a visit to Hedge Fund money in Tokyo | was in new tailored
threads. The money guy could not believe | was in a suit. To my
great surprise he actually grabbed my suit by the arm and rubbed
the cloth between his fingers. He then commented that it was nice
material.

Transportation is a big expense for small business. Any mode of
transportation is used to place you in each business situation.

Skateboards? "Almost made them respectable,” screamed Joe
Jackson on his 1980 hit. Suits, briefcases and skateboards were
traded for the two-wheeled razers to get around Tokyo quicker. In
my late 20's and geeking out was the bomb. It also saved money.

A penny saved is food in your belly.

In Tokyo | attained rock-star status with our internet company and
the many speeches | gave. Most speeches just came with lunch,
but sometimes | got paid too. You must eat, sleep and keep your
phone and internet connections working. As long as you're
connected, you can still win.

Chapter 6: How Do I Keep Going?

Where does the drive come from?

This question came after reading the outline of this book. It does
require a much deeper understanding of who Brad Bartz is and the
power of success and failure in venture business. That is an easy
explanation. It’s like sex. Sex is great. So ... venture business is
great?

I just don’t buy that while I am writing it.

Mom has a big part of the drive. From an early age our family
went to art shows and watched mom gain patrons. She did not sell
the art but would answer question about it. She made herself open
and available for clients to appreciate her art without pressure.

She was also not shy in closing the sale.

The magic was watching year after year as Diane cultivated her
acre of diamonds of her art clients. The magic of that rubbed off
on me more profoundly than my siblings, as far as the sales bug
goes. All five of us kids have exploited generously our talents and
still are amazed by each other’s skill sets.

That provides the foundation for learning the circle of business.
Then the reward of goal achievement took me from just a simple
7-year-old to a creative business man.

Papa provided a great home and toys, but if you wanted anything
outside of the box you had to buy it yourself. At 7 I asked for a
pony which cost $150 bucks. Dad said if you can give me half the
money I’ll buy the pony.

Two weeks later my first enterprise paid off and I remember how
proud I felt when I handed pops 75 bucks. His look was priceless.
In such a short time I convinced Billy to round up returnable
bottles from the neighbors and exchange for cash.




A generous plethora of business ventures were pursued up until
my first job at 14 years old selling advertising for a local radio
station. Including selling candy at the baseball field and even pet
rocks.

You are benefitting from some of the training I receive from DJ
and owner Frank Jolley way back in 1980. Gary Gaudet and Lou
Blanchard also delivered sales training that still impacts my day-
to-day. Professor Gordon Patzer and Dr. Fred Kiesner from
Loyola Marymount University were actively involved in my
business while I was at college.

Patzer was on my board of directors and Dr. Keisner’s senior class
did a case study on my business. It was, Telemarketing Visions
Institute, Inc. A 501 (c¢)(3) not-for-profit corporation.

Yes, at 19 years old a university was doing a case study on my
business. Additional case studies on my ventures were taught at
Keio University in Japan and Georgia at Auburn. Those are the
ones | know about. I also know former staff wrote about my
business and their part in it for their MBA papers.

Entrepreneurs seek advice. The nature of business is about
providing a faster than current solution. Solution providers study
and get better at it than their clients. I want to say better than their
competitors, but competitors deserve much more credit than we
like to give.

Still, what makes me tick? I have been in the shower singing about
this and still no luck. I walk about and think, gee how is it that |
can get told no 99 times to the 1 yes and keep smiling?

I know that I am an actor. For the 3 minutes on the phone or the
hour in person, I am on stage and in full bloom. When it’s called
for. Really, these days I will ask the client what kind of sales
experience do that want?

1. The Librarian?
2. The Closer?
3. Coffee and Cookies?

Reader, please do me a favor. Pick up a pen in your right hand.
Hold on to it for a few minutes. You can fiddle with it and even
write a happy face right here ( ). Otherwise, just hold it.

Now, the story of salesmanship to the professional client is to
show off old-school sales tricks of the trade with a chuckle and a
smile.

Don’t worry. I have not forgotten about the pen you are holding
in your right hand. You have had it long enough in that hand that
the pen is actually getting warm. Can you feel it?

The pen for a salesman is a very powerful tool.
You can drop the pen now.
Look up and say, “just sign right there.” Smile and laugh out loud.

Or, drop the pen and don’t say a word. The roleplaying client will
pick up the pen. It is a sign that they are ready to be closed. They
won’t use the pen until instructed. But, once they pick it up, you
need to close.

I use the pen for preparation too. I put it in my mouth sideways
and bite on it. Ithen run thru some speaking and singing exercises.

In particular I forcefully enunciate words which is hard as the tip
of my tongue hits the pen. This is a wake up tongue exercise that
is magic.

Yes, I am taught in the warfare of sales. That is why I look at the
Art of War by Sun Tzu to be so important to imagine. My feet are
grounded in truth and creativity. My mastery of sales is used for
good.

It is my sincere hope that you as the reader will be careful with the
sales methods I outline. I hope you can master them, but only to
the point of you being a great salesman. Not a dumb ass cheater
with circular closes and life-insurance death will happen if you
don’t buy closes. Yuck.
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I am still searching for the simple way to express that I keep
making new ventures and keep refining ones [ have for the pure
sake of creativity. The epiphany moment that then gets processed
by all the tools described in this book. That is what I am into.

My wife enjoys the new ideas and encourages them. That is how
lucky I am!

Now, one question. Is the pen still in your hand?

Are you reaching for it now?

Chapter 7: The Six Minute Man -
Your lawyer

Two key points:

1. Your lawyer will charge you in six-minute segments
2. Your lawyer should invest in your company

The first time you hire a lawyer you will be nervous and excited.
It feels like you are a big boy now. Now pull out your checkbook
and get ready for your most important lesson. At $350 an hour
your lawyer can not be your friend. But you can learn a lot about
a person in 6-minute segments.

Resist the temptation to call or meet your lawyer. Do it in writing.
Keep it short. Carefully consider every request you make. Why?
Because big lawyer bills will kick your ass.

Use of Lawyers in company setup, charters and contracts

Ok, I will relent here. 1 will argue that you should only be
spending actual money on your venture if you land a client.
Particularly if this is your first business. The startup is meant to
find its way, the path to what your clients are willing to pay for.

https://www.incorporate.com/ takes care of the initial steps of
setting up a corporation or LLC.

I have narrowed it down to three instances when you should use
an attorney in the founding of a venture business.

1. Shareholders agreement
2. Major contract template for product or service we sell

3. Any investment transaction document

Use of Lawyers in fights







Denial rapidly turns into anger. This is the emotion that fuels your
first steps in advocacy. It is important to harbor this emotion at
home, but once you are on "stage" you must contain yourself and
force yourself to speak slowly and '"rationally", even if the
situation doesn't seem rational at all.

This stage can be an emotional rollercoaster. In most cases you
must work day-in and day-out with the people you are arguing
against, and it puts one's decorum on display.

I am going to put a (BBT) mark on the sentences below that
describe a Brad Bartz Tool of advocacy. The goal in this writing
exercise is to be able to show the "Process of Advocacy" and the
overlapping use of tactics and methods. I did not invent the tools,
I just have identified process steps that get used again and again.

Ready? This example might not be what you expect.

The Last Free American is a moniker that I claim and seem to have
evidence to backup. It is not that [ want to break the law, but my
actions in business have created rules behind me. Most were
logical, like not being able to put paper flyers on car windshields
in shopping center parking lots. Some were just vendettas by
authorities for my success. That is why I scream at the top of my
lungs that I will never walk away from -equity. See
www.JPRS.com.

My children are the world to me. My businesses are nifty and
such, but my kids are an amazing gift. My son Bradley Jr. was
born with a bi-lateral cleft palette and suffers from slow learning.
He is loving man, 25 years old now. My daughter Marie is just 2
years younger, turning 23 today, January 26, 2018.

In 1999 my daughter was denied entry into Bradley Jr.'s
elementary school. She was shipped to a different elementary
school. Bradley Jr.s school was Cornerstone, a parent-
participation school in the Palos Verdes Unified School District.
Bradley Jr. was "placed" in Cornerstone's special day class for
disabled students.

The grand moms at Cornerstone rallied to deny Marie entry into
Cornerstone claiming that she does not get sibling status because
Bradley Jr. was not really a student at Cornerstone. Years later
the same militant moms tried to get all disabled kids removed from
Cornerstone and to send them to a different school. So as to make
room for more ... abled kids. Fuck me. | stopped those
shenanigans too.

To say that | was disgusted is just too shallow of a word.
Institutional discrimination. 1 quickly started to lobby for my
children to be together and no response was had. Then | wrote an
impassioned letter in September 2000 to the school board. Again,
no response, silence.

I told Tomoko, my wife, that | must spend full time hours to fix
this. She took over making money for the household. 1 turned
my attention to advocacy and got in deep.

| studied every law, rule and regulation that surround the space of
special education in California and its Federal companion laws.

The Brown Act came to my rescue. The Brown Act governs how
public meetings must be run. | attended every school board
meeting once the discrimination at Cornerstone reared its head. |
took notes. Notes on process that lead me to see the meeting
behavior of the Palos Verdes Unified School District (PVPUSD)
out of compliance with the Brown Act.

The Brown Act section | gravitated towards was the ability of
board members to chat about subjects during a school board
meeting if that subject is not under vote that meeting. The
PVPUSD superintendent had written into and said verbally that
board members could not talk except for subjects that are on the
agenda.

On December 8, 2000, my birthday, | went to the PVPUSD school
board meeting and read a letter stating that their meeting practices




were in violation of the Brown Act. I spent no time talking about
my children, so my voice was strong and in command.

12 hours later I got a fax and a phone call saying that my children
could go to the same elementary school, Cornerstone. They said,
"oh Mr. Bartz we did know you wanted you kids to be together."

Frankly, nothing is worse than an entrenched bureaucracy that
defends what is humanly-observable, insane rules.

A few years later the powers at the PVPUSD informed our 3rd
grade special needs parents that they are going to moving the
entire Special Needs class to another school.

The showdown was a 45-minute meeting. All special needs
parents were present and, having agreed beforehand, stated, "we
agree only if the entire 3rd grade class is moving to a new school.
By this, we mean both the regular and special education 3rd grade
classes. We will not move otherwise. Full stop."

The administration staff first put on a smile when I said "we
agree . . .", but then their faces went blanche as we demanded the
regular 3rd grade class move with our kids. As parents guiding
education for our special needs kids, we knew that regular kid
interaction, or "mainstreaming", is vital for success for the child.
Both populations benefit from mainstreaming.

The debate went on for a bit, but we were clear that we will file a
Federal 504 discrimination lawsuit and pursue individual and
group action for damages. The PVPUSD staff left the room. Our
special needs parents smiled and ate cookies.

The PVPUSD director of special education came back and
conceded to our victory and our kids stayed and contributed
greatly to Cornerstone.

Our advocacy had a clear purpose, a foundation in law, and a no-
compromise position.

BBT1 - 1st Brad Bartz Tool of Advocacy is how the government
official does their job, not the specific issue of your client. To
understand the playing field of Special Education and
Individualized Education Plan (IEP) meetings I volunteered for
many families with special needs as an IEP advocate. With every
meeting I became more acutely aware of the ruleset that governs
my opponents.

In every advocacy fight, the BBT1 rule of Compliance Box
applies. This means to put your opponent in their rule box and
then visualize ways you can make them violate those rules. If they
are late by one day, file a compliance complaint. In a fight,
jurisdictional questions will be the most tedious to deal with. They
are also ones that can derail your entire fight.

The Cheatham Solar Paradox

A pisser in process is when a counter person gives a demand that
cannot be met. Unobtanium. In this case the 1st master-metered
apartment building in the City of Los Angeles tried to get a permit
for a solar grid-tie system . A Solar Photovoltaic System
generates electricity from solar panels and is connected to a home
electrical system and thereby connects to the local utility grid.
This allows extra solar production to be fed to the utility grid.

Reasons for abuse of process by the Los Angeles Department of
Building and Safety (LADBS) is they did not believe building
owners deserved a solar rebate. Staff, pretending to be elected
leaders, are the most dangerous thing to our democracy.

Pay attention to what they (cities/governments) ask you to sign.
Los Angeles county had a doozy that I outright said no to. To pull
a solar permit they required me to sign an affidavit saying that I
attest that I know I am installing solar on a permitted building.
Further, if found out later the building is not permitted I would
have to pay to take off the solar under the Penalty of Perjury.

In no universe can I attest for another person. It is an illogical
request from a lazy bureaucracy.
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I refused and arranged a meeting with the powers at be.

At the meeting one of the "leaders" of the LA County Building
and Safety said, "don't worry about the perjury line."

I was incredulous and said so. Isaid in no uncertain terms [ would
not sign for another person with the penalty of perjury hanging
over my head. Never.

Then the chap said, "but other solar companies sign it."

I said, that is them. I am here for the long term. I then followed
with AB2188, the California Solar Permit Streamlining Act,
which stated that their request is a violation of law and I will file
in court.

Rooms get testy at this point.

Then the leader suggested I could take care of this required task at
the local county office and would not have sign. BBT: know the
law, have your line in the sand ready and do not blink.

At a California Solar Industry Association meeting in December
2017 I mentioned to others that they do not need to sign, and a
sigh of relief was heard. Learning that my efforts have made it
easier for the next guy is music to my ears.

"This is how we do it", was a phrase from a song in my youth.
Also the refrain | hear from those in authority when a state law
overrides them. Again with new law AB2188 in my hand I played
a year long battle with the City of Manhattan Beach in regards to
new rules they did not like. Namely, only one inspection for a
solar energy system.

I wrote to them as follows:

Hi David,

I wasn't aware of this, but the City of Manhattan Beach website
says you are mayor.

I have been having a very tough time permitting solar projects in
MB.

The new law of AB2188 has not been well received by city staff.
AB2188 has reduced power of the local building officials and has
created a bad riff between my firm and the city office.

The current issue is:

AB2188 states:

65850.5.(1) A city, county, or city and county shall not condition
approval for any solar energy system permit on the approval of a
solar energy system by an association, as that term is defined in
Section 4080 of the Civil Code.

Can you clarify the city's position?

AB2188 keeps the Home Owners Association (HOA) jurisdiction
between the owner and the HOA.

I am writing you because I am about to escalate this to the courts
and retain my lawyer. Timing is critical for my clients as SCE is

changing to Net-Metering 2.0 any day now.

Once I found out that you were the mayor, I calmed down and am
taking the effort to write you for support.

Please let me know if you need additional information.
Thanks,

Bradley Bartz
ABC Solar Inc




Our issues were fixed by the end of the business day. My attorney
was impressed. I knew this was only one step in changing the staff
and inspectors to respect state law.

But then the same City of Manhattan Beach turned the fire access
layout rules upside down! The meeting to announce their new
regime was held in the city council chambers - the round room
with the power seats in the middle.

Only lasting a year, these new rules were opposite of the rest of
the state. The Fire Marshal Tim took the stage and showed fire
rescue movies with guys falling through roofs engulfed in flame.
One after another.

When he was done I raised my hand and held up a picture of a
black lung and said, "this is what I am fighting against."

Tim grinned and scoffed and said, "I knew someone would do
that."

When the City of Lancaster California fired SCE and set up their

own utility under new Consumer Choice Aggregation laws (CCA).

SCE deserved to be let go and I just hope my episode helped in
that process.

When you fight for your clients, sometimes, if not all the times,
you have think out of the box to surround your opponent. You
always have to remember that your client did not break the law by
going solar (or buying your product/service).

This case was about being denied Permission to Operate (PTO)
from Southern California Edison (SCE) for a 36-panel solar grid-
tie system. SCE found the system was too large by 6 solar panels.

SCE told the client they would not get their rebate and would not
be allowed to connect to the grid unless they removed 6 panels.

I gave the client the option for me to remove the 6 suspect solar
panels and refund the pro-rata amount, or I would fight the SCE.
He said, "Go get them".

Words were exchanged with SCE to no avail.

I then called the mayor of the City of Lancaster and asked staff for
a copy of the contract between SCE and the city. They were happy
to oblige.

By fax the screeching sound brought magic to my eyes. The
contract for utilities for the City of Lancaster was with Southern
Company, a distant past bankrupt firm. There was no pass-on to
a new entity clause.

I informed both SCE and the city of Lancaster of my findings and
that a new contract must replace the current agreement as found.

12 hours later from SCE, "Oh Mr. Bartz, we did not realize your
client needed 36 panels. You are ok to keep the system as is."

Push the beast from every angle. If they waste your time, and
thereby jeopardize your client relationships, then learn to waste
10x more of their time. In the process, learn and document each
step.

But, sometimes the authorities are just run amok and need your
compliance no matter how you feel. Up to a point.

The City of Glendora takes the cake as bad places to do business,
right behind the almighty city of Santa Monica. In our case the
client installed a brilliant hybrid solar grid-tie and solar well-
pumping system at his 1-square-mile estate on the top the Bluebird
way.

The installation presented itself and we designed an array over two
20,000-gallon water tanks that had an open ceiling. A total of 44
Mitsubishi solar panels with 36 to the grid and 8 to a dual-power




solar well pump were installed. The solar pump moved water
from a 600' deep well thru 1200' feet of line to fill the tanks.

We completed the work and it was time for inspection. But the
inspector fails us as he says we need to install a sprinkler system.

A what!? Over an open patio?

I was so pissed I could not see straight. I drove down to the city
and the bigger than me city official said that is what is required.
Shit.

I regrouped. And called a friend at a sprinkler company and he
said an automatic sprinkler system will not work in an open patio.
Not enough heat is generated to trigger the system.

These magical phone calls drive purpose.

The next day I went to the city of Glendora Fire Department and
saw a fire planner. I explained, and he pulled out a giant stamp
that said no fire mediation required. He dipped it on the red ink
pad a few times and slammed it onto my plans with a smile and
signed it.

I was thrilled.

I went back to the city of Glendora and saw the huge building
official who told me, "no one overrides me. You must install
sprinklers."

Fuck me! I then told him that it would be dangerous to install
PVC piping as the manufacturer of the automatic sprinkler system
said it would not trigger. So at least he let me install galvanized
steel pipe.

The next job in the City of Glendora was also hassled on different
grounds. This time I called the mayor and said [ will file a lawsuit
that day. She called back in 30 minutes and released my clients
permit.

I made the tall asshole stand down.
The Green Lantern: Advocacy can be a kick in the pants!

In Hermosa Beach, California the city was a bitch to work with.
The first nitpicking issue was when they asked me to move the
words "PLOT PLAN" to a different part of the same page. When
I returned my new plans, I had a new page calculating the carbon,
gas and time expensed for moving the words. Many time-
consuming issues happened for solar in Hermosa Beach.
Frustrating.

I opened an ABC Solar store on Pacific Coast Highway in
Hermosa Beach. It was our second store about 10 miles from our
Headquarters in Torrance, California. My patron clients were
thrilled and arranged a big opening party with all the local
politicians and even Congresswoman Jan Harman to cut the
"Green Ribbon".

I wrote a press release calling Hermosa Beach my Green
Lighthouse.

I gushed on and on about how great the city of Hermosa Beach
was and that I could get solar permits over the counter! The local
papers ran the story on our opening using my Green Lighthouse
tagline for the city.

During the opening ceremony the mayor of Hermosa Beach said
to me, "nicely played," in reference to the article.

That made my day.

From then on Hermosa beach became an acceptable place to pull
solar permits.

We have not even got thru half the list for this chapter! This is
next:

Cirque du Solar
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Removed Planning in Torrance
Loopholes can be nooses

PV with ASS

Digging Holes with LA County
Black Vs. Blue

LADBS - Art comes to the rescue
Don't pay me? Bullshit on that
Solar Rights Act

Do a 360 and don't forget

Three Conversations that still haunt me
Risa to Economics Professor

The Last Free American Board Game

The Los Angeles Department of Water and Power does not get a
pass in its abuse of solar and its impediments to progress. But, my
kudos to the new OTC permit system from the City of Los
Angeles. On the Couch! Awesome job guys.

Cirque du Solar was actually a residential solar grid tie system for
the owner of Cirque du Soleil at one of his homes in Beverly Hills,
California.

Another fine system that was a tough build. The requirement was
to not be able to see the solar panels from the pool area but fit the
max number of panels. We installed 50 Sunpower panels to 50
Enphase Microinverters.

Then the inspector said nope and failed us because the
microinverters used power before the meter to provide monitoring
for each solar panel.

It took a year. I filed a Temporary Restraining Order against
LADWP that was rejected but got their attention. The system was
finally approved and connected as-built.

It is frustrating, but the unrelenting nature of Brad Bartz and ABC
Solar is the essence of Venture Business Survival.

Learn how to use compliance as a two-way street.
I had a black t-shirt made. It said:
I AM THE SQUEAKY WHEEL

In big white letters. I'd where a sports coat over the protest shirt
and start the permit process. If it goes south, I take off the coat
the the counter staff see my shirt. Usually, a stutter and then
approval. Squeeeeeeeeeeek!

Dear Readers, Please skip this chapter and the next one. . Both
are specifically meant for my kin. I know it will lose you. But in
no world is a Wordpress or Squarespace website acceptable. Just
accept my advice that you do need to know more about websites
as a business owner than you want to.

If you skip this, then again, I think you should stay in the cubicle.

I personally know that I will refer to these two chapters for key
code snippets I can use again and again. Again, I apologize for
these chapters as most folks will just use Facebook and call it a
day.




Chapter 9: Websites, SEO and such.
Website Basics:

(Fill out and show to successors who have access to your library.)

Domain name.

JPRS.com - bottom left link - to get a domain name (or other).

#1 rule for a domain name. You can say it once on the telephone
and not have to spell it.

Username

Password

Server to host website (or use what you like!) I like more control.
http://www.softlayer.com/
Control Panel

Username

Password

IP Address

Website to Access Name
Command Line to Server 1
Username

Password Root
IP Address

Server Name

Command Line to Server 2
Username

Password Root
IP Address

Server Name

Command Line to Server 3
Username

IP Address

Server Name

Command Line to Server 4
Username

Password Root
IP Address

Server Name

What do you do with a server once you have it?

Set up basic tasks

Nameserver - Bind - on each server one as master - this runs DNS
which tells the world which server to find a domain name. A
domain to IP address table.

Webserver - Apache - this runs your basic websites that are "Flat
File" html. Set up to run many domain names on one server. (I
like servers because it's a fixed cost to run as many domain names
as [ want.)

Email Server - Netwinsite.com - without a doubt a robust and easy
to setup email server that can handle multiple domains and has
white-list capabilities.

Database Server - Oracle Application Express

The Venture Business Manual is going to be very specific about
what you need to have set up to be able to buy a new domain name
and have it live on the web in 5 minutes or less.

Start with one server and repeat.

Go to www.softlayer.com and order a virtual server of a cheap
variety. You can upgrade memory, storage and cores later. Write
down your account information in The Venture Business Manual.

You need a few tools on your PC or Mac to access the server.

Putty - this is a secure telnet program that allows you to have
command line access to your server

WinSCP - this is a secure FTP program that allows you to upload
and download files to your server.

Homesite - a web html editor. Other editors ok, even Notepad.
The Venture Business Guide teaches access to natural html.

Again, once you set this up you will be able to control this part of
your business and never be held hostage.







Let's get NAMED.

So far you have used YUM to get bind and httpd. These are two
key server programs. Bind is your DNS Nameserver program and
Httpd is your apache web server.

Go back to your Putty window.

Vi is a Visual Text Editor. Vital for quick changes and server
management (old school baby). A few key lowercase commands

vi is the name of a text editor on the server that allows you
to edit text and html files. It is clunky, but you are editing live on
the web files so it is instantly powerful.

Is lists files in a directory

I lists files with details in a directory

cd changes directories. cd /etc

top tells you what is running on the server and server health
exit  exits

mount mounting extra hard disks. mount /dev/xvdcl /d2 &

mount /dev/xvde /d3 (for this machine.)

Key navigation commands for vi:

i -insert

a - insert at end of line
esc - stop editing

‘w(q - save editing

:q! - quit without saving
k-up

j - down

h - left

| - right

dd - delete whole line

X - delete character

: - go to line number (:9999)
/ - search

sample sequence

vi named.conf

19999 (to get to end of file)

Copy last zone entry (highlight is copy)
1 - to start editing

Paste zone entry

Esc - to stop editing

Navigate and change line 1 and 4 to new domain name using k, j,
1,h and then x to remove, i to start editing, type in new domain, esc
to stop editing,

:wq to save and quit file.
cd /etc

Is named.conf -- this is the key file. If it does not exist we need
to create it.

Copy this into a new file by typing 'vi named.conf'  (if the file
exists then this is how you start to edit it.

// Default named.conf generated by install of bind-9.2.4-2
options {
directory "/var/named";
dump-file "/var/named/data/cache dump.db";
statistics-file "/var/named/data/named_stats.txt";
coresize 5S00M;
datasize 9M;
recursion no;
allow-recursion {YOUR SERER 1P/24;};
allow-transfer {YOUR SERVER [P/24;};

3
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logging {
category lame-servers { null; };

}
#include "/etc/rndc.key";

zone "thelastfreeamerican.com™ in {
type master;

allow-query {any; };

file "automated/thelastfreeamerican”;

The zone entry is the one you will add again and again for new
domains.

Vi named.conf

19999

i

Copy

zone "lastfreeamerican.com™ in {
type master;

allow-query {any; };

file "automated/lastfreeamerican”;
¥

esc

w(

The original domain in our named.conf file was
TheLastFreeAmerican.com. We just added
LastFreeAmerican.com.

Now. We have to set up files for /etc/named.conf to read! You
told it, for example, file "automated/lastfreeamerican”; And you
told named.conf to file the file here: directory "/var/named";

cd /var/named/automated
vi lastfreeamerican

i

(copy this into the file)

$ORIGIN .
$TTL 603 ; 10 minutes 3 seconds
lastfreeamerican.com IN SOA  ns2.konaman.com.
hostmaster.ns2.konaman.com. (

2011010904 ; serial

10800 ; refresh (3 hours)

3600 ; retry (1 hour)

604800 ; expire (1 week)

603 ; minimum (10 minutes 3 seconds)

NS  ns2.konaman.com.
NS  ns6.konaman.com.
NS  ns7.konaman.com.
A 173.193.18.226
MX 5 myjmail.com.

$ORIGIN lastfreeamerican.com.
WWW CNAME lastfreeamerican.com.

(end paste)
Esc

NOTE: You need to edit your entries to reflect your domain, IP
address, mail server, etc.

w(q
Repeat later for new domains. Let's get named working first.
To summarize we have edited

/etc/named.conf and
/var/named/automated/lastfreeamerican

To start and stop named type:
/etc/init.d/named start

/etc/init.d/named stop
/etc/init.d/named restart
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Simple right! Don't worry you will get used to it. Again, this is
the ABC's of survival for a venture business. You must never be
held hostage to fix or update your website. Nothing worse than
talking on the phone with a client who is an old English teacher
who points out the meestake. Now you can fix it on the fly.

To check we run a nslookup command to see where the domain is
pointed to.

[root@ns7 automated]# nslookup lastfreeamerican.com
Server: 10.0.80.11
Address: 10.0.80.11#53

Non-authoritative answer:
Name: lastfreeamerican.com
Address: 173.193.18.226

Yeal
Ok, that is on the nameserver. Now time to setup the website.

cd /etc/httpd/conf

cp httpd.conf httpd.todays_date.conf

vi http.conf

199999

Copy last entry

i

paste (see next page for content to paste)

<VirtualHost 108.168.224.98:80>

ServerAdmin brad@bartz.com

ServerName roppongigirl.com

#Indexes and Directory Root

DocumentRoot "/netra/www/r/o/roppongigirl.com”

<Directory "/netra/www/r/o/roppongigirl.com">
Options Indexes Includes FollowsymLinks
AllowOverride All

</Directory>

# Logfiles

ErrorLog /netra/www/logs/error.log
CustomLog /netra/www/logs/access.log combined
</VirtualHost>

Change "Roppongigirl.com" to lastfreeamerican.com

esc
wq

Make the directory that will hold the website. For me the directory
base is

/metra/www/first_letter/second letter/domain_name

cd/

mkdir netra

cd netra

mkdir www

cd www

mkdir 1

cdl

mkdir a

cda

mkdir lastfreeamerican.com
cd lastfreeamerican.com
vi index.html

i

type: "Hello World"

esc

‘wq

Now we have DNS set up and lastfreeamerican.com is pointing to
the right server.

We set up HTTPD server to know where to find
lastfreeamerican.com files and then created the directories as
/netra/www/l/a/lastfreeamerican.com. Our new index.html files
says, "Hello World". Now we get to start the webserver and go
live!
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[etc/init.d/httpd start
[etc/init.d/httpd stop
[etc/init.d/httpd restart

Open a web browser and hit your new website. | just went to
www.LastFreeAmerican.com and we are live! Did it say "Hello
World"?

Setting permissions so you can use winscp to upload and
download to your new website. Remember we set up username
and root passwords.

cd /netra/www/l/a/
Il
chown -R brad lastfreeamerican.com

where "brad" is your useraname. This command "chown" will
change ownership to "brad". This way you can log in with winscp
with your username. Never login with root. Permissions allows
you to support the effort to keep your server secure.

Use putty when you must do setup and quick fixes. Otherwise
winscp to upload html and image files. Videos are best hosted on
youtube and embedded into your website as simple HTML.

In summary, to be able to edit your phone number on your website
at anytime you need to know how and where your website exists.
You need a server, a yummy update of bind and httpd, a quick use
of vi and some patience.

Finally. A website is an easy construct. Remember it's job is to
simply give clients access to your phone number, address and
offer. Here is a quick 3 x 2 table structure:

<table width=100%>

<tr><td width=33%><td width=33%><td width=33%>
<tr><td width=33%><td width=33%><td width=33%>
<tr><td width=33%><td width=33%><td width=33%>
</table>

The <td> tag is a column. In the <td> tag you will add
"valign=top" and bgcolor="green" among other things. The
<table> can have a border=1 or bgcolor and other design
commands. The <tr> tag is a row.

To add an image

<img src=http://lastfreeamerican.com/imagename.jpg
width=100>

Link: <a href=http://lastfreeamerican.com>Last Free
American</a>

<br> = line break
<p> = paragraph.

OH SHIT! Did you actually just read that without having a
computer window open? You are very brave. So, go back and
follow then instructions and improvise where | left parts out. Not
intentionally of course, but you need to really learn that your
website is your front door. If you don't have the key you have to
wait at that front door until your "consultant™ shows up. As the
song goes, "baby it's cold outside.” So learn this.

Of course, this is much easier by using a hosted website. And, |
approve of that also. | just request that as an entrepreneur know
that your website can cause you great pain and take your lunch if
you don't control it. | had an old staff point a website to a porn
website on his way out. It was embarrassing to say the least.

JPRS.com is one choice to wysiwyg your website. What you see
is what you get. Meaning you can ignore this whole command line
chapter.

You will have to learn C-Panel or Plesk. These are names of the
web-based tools to manager you website at Go Daddy. Which is
where JPRS.com has its affiliate program.




Make sure to write down the passwords, urls and phone numbers
for support

Domain Name:

Website Provider Admin URL.:

Provider Phone: Email:
Username: Password:
Root Password: (if needed)

Location of Website files offsite: (name the directory on your PC
where you have backup of your website. Also where you have it
on a CD/DVD or Memory Stick for physical backup.)

HTML - How to Make Love?

Once you get a hang of it, maybe. Nah. HTML means Hyper Text
Markup Language. It is the original and still foundation of every
website on the planet.

One the servers are set up to run named and httpd they will just
run. Maintenance is to watch space and any abuse. The ability to

edit your website is a key success factor. Never forget that. Please.

NOTE: Scrap this chapter. There's not enough meat here for
anyone to sink their teeth into for use in their own business.
There's a ton of technical jargon around solar power, and it's not
helpful when considering the title and central topic of this book:
The Venture Business Manual.

Chapter 10: Customer Relationship
Management (CRM) and Office
Automation

You must have a system for managing your clients in all their
forms, from leads to close and those that pass.

I think excel is better than using Salesforce. Why? Because when
the chips are down you won't even have money to pay Salesforce,
and you will be held hostage.

ABC Solar
Business Operations Guide 2015
For Internal Use Only (Bonus for this book!)

Our mission at ABC Solar is to design and build excellent solar
energy systems.

This guide is focused on three pillars of our business:

Administration
Sales
Delivery

Administration is the day to day operation of the business.
Sales is sales. Delivery is what we sell.

The key Admin role is to coordinate between sales and delivery
with an extreme focus on customer service. Basically, the sales
team is the most time consuming and important task for
administration. In that, the more organized our sales support
efforts the more time your key voice, your salesman can be in front
of clients.

Key jobs in ABC Solar administration are:

Purchasing




Marketing & Advertising

Office Management (cleaning, utilities, equipment, etc.)
Sales Support (brochures, proposals,

Computer Systems

Bookkeeping and Accounting

Permitting

Emotional support for team

Sales has a very special place at ABC Solar in that we strongly
believe in the 'soft sale' or the focus on our abilities to be solar
librarians for our clients. Our sales job is to lead the client in the
excitement of solar design and become their solar order taker. Ok,
let's not get carried away or be pallbearers to the death of a
salesman. Our ABC Solar sales job is 100% hard work in getting
our message into the hands of potential clients in our market.

The ABC Solar salesperson has access to the SBOS - Solar
Business Operating System to be able to manage each client and
the sales process. You have to learn about the solar we sell and
you have these responsibilities:

Solar Technology

Grid-Tie Solar - capturing the Feed-in-Tariff

Off Grid Solar - batteries and water pumping
Database and Client Management

Prospecting

Closing - ABC - Always Be Closing

Servicing - long term focus on referrals from clients

The ABC Solar construction and delivery team is the key to our
success.

The first role is sales support. The construction team is mandated
to make sure the solar salesman is selling what is possible and
feasible to build. The roles are further defined as:

Measurement
Design
Permitting (in coordination with Administration)

Supply request

Construction teaming and timing
Build it

Inspections

Turniton

Maintenance

Delivery and thereby Construction is the primary job at ABC
Solar and as such is the focus of Administration and Sales to be
very well versed. ABC Solar has built the SBOS, Solar Business
Operating System to allow Administration and Sales to manage
each client in relation to solar on their property.

Administration should be really called Doclandia. Each of the
following documents have an important role in the overall
operations of ABC Solar in any country or language.

The Key Documents for ABC Solar Are:

Bidding Documents
Residential
Commercial
Megasolar

About ABC Solar Japan KK
Corporate

Retail Store
California

Sales Contracts
Supply
Construction
Project Contracts
Invoices

Progress Payments
Certification

Final Payment
Warranty

Vendor Contracts
Supply
Construction
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Affiliate Contracts
Residential

Commercial

Megasolar

Per Inquiry (PI)
Employee Contracts
Probation Period

Hourly Workers
Management

Profit Share Agreement
Equity Share Agreement
Health Insurance

Tax and other admin Agreements
Company Documents
Meeting Minutes
Company Founding Docs
Banking Docs

Hankos

Business Plans
Franchise Docs

NDA Sample

SBOS - Solar Business Operating System
ABC Solar Project Manager For EMPLOYEES ONLY

Welcome to ABC Solar Incorporated. This portal is to help you
manage your ABC Solar installation.

This site has public and private areas.

The private areas require an email address and password to access.
You can login or make a new account by clicking on the "Login"
link above.

The primary purpose of this website is to help design your solar
system(s), communicate with our team and manage product
delivery, installation timing and monitor the interactions with
SCE.

Contact Information:

Bradley L. Bartz

President

ABC Solar Incorporated
24454 Hawthorne Blvd
Torrance, CA 90505

PH: 1-310-373-3169
FX:1-310-373-1836

Email: portal @ ABCsolar.com
CA License #914346

PRIVACY NOTICE: ABC Solar collects information from you
for the purpose of managing your solar system installation. The
information collected from you is confidential. We do not give or
sell your information.

If you have any questions please call us at 1 310 373 3169.

ABC Solar does have an affiliate sales program. Please contact
us about solar sales opportunities.

Once you have logged in, the following pages will guide you on
how to design a residential solar grid-tie system for each of your
prospects. | want to stress that the more prospects you have the
more money you have the potential to make. Your SBOS use
means our entire ABC Solar administration team can help in the
sales process and has access to client data.

The first step in solar sales is to identify how much space is
available for a good to great solar installation. The eye is naturally
trained to look at the south roof or slope of land. We have learned
over the years that different tilts, direction provide energy
production and have each has merits.

The SBOS calculator uses the area dimensions to help start your

solar design. Find the surface area on the property that most suits
solar and enter the dimensions.
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1. Height This is the vertical rise on roof available for solar.
2. Width This is the horizontal run on roof available for
solar.

3. Rebate Choose zero unless certain rebates exist.

4. Electric Rate This is your average cost per kwh.

5. GO! Press GO and fine-tune your solar system design.
The SBOS shows you size potential and production results
immediately. You can adjust by choosing a different solar panel,
change the base kWh rate, type of installation and approximating
the bank loan rate if the system is financed.

Once you are happy with your basic system design you have
several "buttons™ that you can choose your final proposal from.
Before you do that, click on the "Remember” button so your
variables are saved.

These are the SBOS Proposal Buttons

CP = Commercial Proposal with Tax credit and MACRS
depreciation

R = Residential Cash Purchase

RP = Residential with Cash Purchase compared to PACE 20
year financing

N = Non-for-profit/Government Cash Purchase

NP = Non-for-profit/Government with Cash Purchase
compared to PACE 20 year financing

Remember = save your variables specific to each client
Contract Draft = This version should be good, unless you have
specific changes requested.

RT = Residential with just Totals

Please note all final proposals must be approved by ABC Solar
management before client presentation.

Now that you have your client's system designed now we must

switch gears and get back to selling. One of the key success
factors to selling is systems to manage prospects, conversations
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and efforts. The SBOS takes care of client relations management.
You need to take the time to enter each client and then take the
time to keep notes after each encounter. With your consistent
efforts the SBOS will have the information and materials needed
to transition the data to our ABC Solar Construction team.

The principle rule for sales at ABC Solar is to be truthful in all
dealings. In particular we do our best to predict solar generation
and production over the expected life of our designed solar
systems. The SBOS features datasets from the California Energy
Commission and in some cases is cross referenced to 17 years of
weather pattern data.

We always must acknowledge to clients that sunshine will vary.

Since 2000 our systems have out preformed our estimates and
happy client referrals are our most important asset.

The Rules and ABC Solar Process:

Each client must be registered in SBOS at abcsolar.com

ABC Solar sales managers need to be notified before site visits
Preview the property using Google Earth or Google Maps or
Zillow, etc.

Get a copy of the client's electric bill or at least 12 months of
kWh/cost data

Use SBOS to design initial client system. Ask for assistance any
time.

Save your SBOS design (use the 'Remember' button)

Chose and save to pdf or print your proposal.

Send your proposal to ABC Solar management for approval
before sending to client.

Send or take proposal to your client and make a record in SBOS




ABC - Always Be Closing.
What are you selling?

We sell solar panels that when connected in a system make
electricity for the client to use. This can be a single panel to many
thousands. For example, a typical residential system consists of
16 Solar Panels at 280 watts each connected to a central inverter.

This 4,480 watts is fed into a SMA 3800TL Inverter in two strings
of 8 panels. The inverter has a built in disconnect and other
features. The inverter is then metered again for selling power to
the local utility and connected to a two 15 amp breakers.

NET-METERING - this is the act of connecting self-generated
electrical power to a public or private utility grid. In California
the major private utilities are PGE, SCE and SDG&E. Public
utilities include LADWP and Burbank Water and Power. For
some reason the private utilities charge much more than the public
utilities, even though they share the same distribution grid and

some of the same generating assets.

Oh, wait, one of the primary purchasing motivators is getting rid
of the utility company bill. In SCE territory the rates have a
documented 5.45% annual escalation average over the last 30
years. The electric bill and its high per kWh rates means high
$ solar production value.

If the average electric rate per kWh is $0.25 and each solar panel
makes 1kWh per day then each solar panel is worth $0.25 per day.
$91.25 the first year per solar panel. If you install 20 solar panels
then you will have $1,825 a year in solar income. And income
that increase 5% a year in SCE territory.

Solar Dollar. You are selling solar dollars. Each and every solar
panel you get installed in the sun makes money. How many panels
at $0.25 per kWh to make a dollar a day? How about 1,000,000
dollars?

What are you selling?
Solar Panel Installations consists of three main parts:

1) solar panels,
2) inverter and
3) racking.

The real installation requires close to 100 different parts that need
to be safely and securely put together to meet ABC Solar standards.
You will learn about each part as you sell solar. It will take time
but it is worth it to understand exactly what you are selling.

For Residential systems we use SMA string inverters in almost all
of our installations. The current best configuration for a client is
per their main panel size:

Panel Size Inverter Solar Panels

100ampSB3800TL x 1 SolarWorld 280w x 16
200ampSB3800TL x 2 SolarWorld 280w x 32
400ampSB3800TL x 4 SolarWorld 280w x 64

Each SMA Sunnyboy SB3800TL Inverter has a 15amp
emergency power use plug per inverter. This SB3800TL-22
model has a 16amp output that corrects to 20amps. The NEC
(National Electric Code) says we can only backfeed 20% larger
than the bus and main breaker size. Exceptions exist.

ABC Solar thinks the Sunny Day use of solar power during a
utility grid blackout is outstanding. It is a great first step in create
true energy independence. At least you can plug in your
refrigerator and keep the beer cold. The next step is to add
batteries for Sunny Day charging and night time use. You and
your clients can be off-grid-in-the-city today.




String Sizing is important to understand for safety and the design
limitations of your equipment. Each solar panel has voltage rated
for open and closed circuits.

The SolarWolrd 280 watt mono panel has a VOC of 39.5 and a
VMP of 31.2. It also has the key -0.30%TCvoc which determines
the voltage increase for every single Celsius under 25 degrees.
25c¢ is the testing and ideal temperature for all solar panels.

If your annual historical coldest temperature is -5¢ then you have
a 30 degree temperature difference =which gets multiplied
by .0003 and the original VOC; 39.5*(-30*-.003) = +4.55v. So
each panel has a value of (39.5 + 4.55v=44.05voc). We can now
divided that into 600v max inverter DC input and get the max
string size of 13.

Ok, as a salesman do you really need to know this? YES! You
really do need to understand what we are selling at ABC Solar.
Our systems are matched to the client's property and its electrical
capabilities.

Landscape or Portrait?

Our example solar panel is the SolarWorld 280w which has the
dimensions of 39.41"w x 65.94"h. So when you look at a roof or
ground area your first notion is landscape or portrait. The mid
clamps that hold the panels to the racking are considered 1".

Therefore, our SolarWorld 280w panel is 40.41" by 66.94" when
figuring out how many panels will fit on your client's space.

Example:

Rise
Run

Portrait:
Landscape:

The Proposal will look like this, automatically:

ABC Solar Incorporated
24454 Hawthorne Blvd
Torrance, CA 90505
PH: 1-866-40-SOLAR
PH: 1-310-373-3169

E: Solar@ABCsolar.com
CA License #914346

PROPOSAL NARRATIVE - 02-APR-18
(Prices Subject To Change Without Notice)
Solar Electric Grid-Tie Discussion

Project Owner: Bradley & Tomoko Bartz

Project Type: Solar Power Generation

Project City: Rancho Palos Verdes

Project Contractor: ABC Solar Incorporated

Project Total: $20,923 - Solar Electric Grid-Tie System
Solar Rebate Estimate: $0

Federal Tax Credit: $6,277

Solar Investment $14,646

Brief - ABC Solar | p to install 16 solar electric photovoltaic panels at 335 watts each to
interconnect wnh the utility Grid. This system is 5,360 Watts DC and is expected to generate 8,231 kWh a year in solar electricity.
The solar array will be fixed mounted to the roof and tilted to maximize production, layout and fire access safety. Here are the
details of the ABC Solar PV Grid-Tie System Bid:

Value @ $0.2/kWh $1,646 Savings Yearly

Solar Energy Product Details Cumulative
Total Panels 16 LG SOLAR LG335N1C-A5 Y i -$13,000
Panel DC Watts: 335 Watts Y2 § -$11,264
DC Watts 5,360 Y3 ¢ -$9,433

Sq ft of Array 307 Y4 | -$7,503
kWh Annual 8,231 Y5 X -$5,467
kWh Monthly 686 Y6 5 -$3,320
kWh Daily 23 Y7 X -$1,057

Y8 ; $1,330
Quick Cost Analysis AC/Watt DC/Watt ) $3.847

Before Incentives $4.44 $3.90 i $6,501
After Incentives $3.11 8273 $9,300
$12,251
Project Total Cost: $20,923 $15,363
Rebate Estimate: $0 $18,645
Federal Tax Credit: $6,277 i $22,106
Solar Investment: $14,646 f $25,755

1st Year Solar Value $1,646 i $29,603
$33,661
$37,940
$42,452




Contracts and other business documents are also generated by the . i+ P
ABC Solar Business Operating System. With a little practice you Chapter 11: Writ ng a Business Plan

can be making forms too.

You made it this far. Good. Now let's get down to the most
important document for your business: your business plan.

Funny. Just this morning my future self said, Brad, can you write
a business plan for 3D Future Oven. 3D Print Oven is a toy 3d
printing oven that actually works. In effect each meal becomes a
new adventure.

Ok, now | must put together the basic outline of the business plan
and then start to fill out the content. As we have learned, Sales,
Delivery and Administration are the pillars of any business and as
such the structure of our business plan. Let's see if | follow my
own advice.

Sales
Direct to Consumer
Licensing
Distribution
Delivery
3d Future Oven
Food stock material supply
Menus and software
Administration
Technologists

Accounting
Food Management

3D Future Oven's mission is to use toys as a base market to perfect
food printing for the masses.




Your business operation is Sales, Delivery and Administration.
Investors are expecting you to articulate each in detail in your
business plan. Think about the actions necessary to achieve each
sub-heading above and write to it. Write your own sub-headings!

Are you looking forward to an Eifel Tower Pancake stack printed
in your kids 3D Future Oven? | can smell it now. Then, the
surprise.

You must sell. You must deliver what you sold. You must
account for it too. Sounds simple enough. But the question for
the new entrepreneur is which do you do first?

In every business | have started or been involved with, targeting
the prospect always came first. Then the pitch to close. Delivery
mechanisms fall into place and are developed as you learn what
your client is willing to pay for.

It is the concert and combination of Sales, Delivery and
Administration that can propel success. It is the fun of being the
conductor to your symphony that makes being in Venture
Business THE experience.

This is your business, so you are the chief salesman. You must
have a sales plan and must be able to sell. Yes, in the future you
can hire salespeople, but in the startup, you are it.

What are you selling? The promise of delivery.

You started the business not because you can sell, but because you
can deliver a solution and you believe there are clients willing to
pay for it.

That may be a product, service, or a combination of both.

Before you can start selling your new idea, you at least have to
write it down! Really, you need to know for certain that you can
meet your promise. That means you have your supply chain and
you know how to deliver.

Once you decide to be in business your Administration starts. You
have to keep records for the government, but more for you and
your business's survival. With every new business plan you write,
your past efforts pay off.

In day to day business you must keep notes on every conversation
and contact. This is intuitive from a sales perspective in that you
need that data to build your case to help the client become a
customer.

More important is contact records form timelines for settling
disputes. If you get into conflict with your client, vendor,
employee or government you will be asked by your lawyer to
write a time line of what happened.

BBT: The key is to put a timestamp on your idea and business. |
use domain names to record my ideas and be an official timestamp
on my creation. It is the cheapest form of intellectual property
protection. For example, here are my five most recent domain
name registrations:

SativaDaily.com
IndicaDaily.com
CRMary.com
RollingBattery.com
EVcowboy.com

Hehe, marijuana is now legal in California. But Crazy Mary got
my heart! CRMary.com is focused on providing a Business
Operating System for Pot Delivery Businesses. The timestamp
takes on even more import in that the government requires a
blockchain type approach from seed to customer.

RollingBattery.com and EVcowboy.com are so cool! ABC Solar
Incorporated is on the leading edge of Solar PV and Advanced
Storage Systems. It is a key feature in this years Solar Bible: The
Off Grid Year of 2018. See www.SolarBible.com.




Chapter 12: Why start a business if
you do it yourself? Go get a job
instead.

Success in venture business is about creating a business circle that
continues without your day-to-day involvement.

This is serious. If you build a business just so you can have a job,
you are robbing yourself of your future. Why go through all of
the pain of being a venture business leader if you just have to grind
out your work every day?

To break this down more: your job is to set up Sales, Delivery and
Administration. Yes, you can, and should be able to do every job
in the business. And you will for many years. But your overriding
goal must be to hire and train employees that run your vision.

Why? "I want to be my own boss". Yea yea. | hear you. But,
that is not your creative responsibility as a venture business owner.

You will start more businesses if you start one and survive the
experience. The Venture Business Manual is one tool to help you
make it.

The methodical plodding along in venture business is tiring,
rewarding, challenging and something not to be traded in for
anything.

My dream is to make 100 Venture Business Circles. It is natural
that a good spell of them will cooperate in some way or fashion.
But it is niche problems that are within my reach to solve.

| am training myself to be an owner, not a worker. It is different
than my youthful business experience. The term "serial
entrepreneur” applies to the young Brad. Now | relish the title of
"Serial Delegator".

You are in venture business because your mind has the ability to
employ many people in the execution of your capabilities and
vision.

So, go delegate.




&KDSWHU +RZ WR SLFEN C
WR VWDUW?"

B3OHDVH IRUJLYH PH IRU ZKDW \RX DUH DERX
ORWLYDWLRQV IRU ODXQFKLQJ RI D YHQWXU

(SLSKDQ\ , FDQ VROYH D SUREOHP DQ
'LVDVWHUV WUHH IDOOV DQG \RX KDY
(DUO\ $GRSWLRQ &XUYH \HDUV RU PF
, FDQ GR LW IDVWHU EHWWHU FKHDS
&LUFOH -HUN <RX FDQ FUHDWH D FLUF
, KDWH P\ ERVV ZLIH OLIH \RX P\VHC
UHDVRQ

&KDOOHQJHG P\ EXGG\ EHW PH
BFKRRO 3DSHU .HHSV *RLQJ /HW \RX
JUDGXDWH ZLWK \RX ORYH RQ

+REE\ WXUQV WR EXVLQHVYV

W LV QXPEHU QLQH WKDW , DVNHRWVLIHRWWYLY
ZD\ WR VWDUW D QHZ YHQWXUH EXXUQHVYV
KREE\ 7KH UHDVRQ , EHJ LV \RX ZLOO ORYV
EXVLQHVV FRQVXPHV \RXU WLPH ZUVMDK DOO
WKLV ERRN , GR QRW WKLQN LWQHVYW JRRC
EDVHG RQ \RXU KREE\ *UDYLW\ H J WKH
I[UXLW ZLOO IRUFH PDQ\ RI \RX WR GR VR

0O\ ZLIH 7TRPRNR VWDUWHG %DOOHWJRRGV F
EDOOHW GDQFLQJ +HU VXFFHVV ZDV LQ J
PRQWK DOO H[SRUWV WR -DSDQ ZVMWK OHRWI

'XULQJ P\ WLPH RI GHHS DGYRFDF\ IRU P\ G
SURYLGHG IRU WKH KRXVHKROG DQG DGYD
EXVLQHVV IUHHGRP

, NQRZ QRZ WKDW VKH LV VDIH LQ KHU [IXWX
7THDFKLQJ 7RPRNR KRZ WR VWDUW JURZ VH
LV WKH EHVW OLIH LQVXUDQFH SROLF\

60

, KDYH RQO\ VSHQW  GD\V LQ WKH KROH H
WKDW , ZRUNHG LQ D FXELFOH GHPRQVWUD
WKDW LV ZK\ , GRQ W NQRZ DERXWNKH QG KL
WHDP MXVW IRXQG WKH FXELFOH OLIH WR E

, FDXWLRQ FXELFOH GZHOOHUV ZLWIR EHL
VWD\ SXW )W V OLNH WDNLQXRDVKRIR DQ
ZLOG ZLWK D VWUDSSHG RQ FDPHUD IRU HQ

'LWK WKDW EHLQJ VDLG LI DQ\ RI WKH R
ORWLYDWRUV KLWV \RX ZLWK IXOO IRUFH \
FKRLFH 7KHUH LV WKH S5LIJIKW %UBXWQDQG
WKH DOO SRZHUIXO 9HQWXUH %URHZZLOO
SDUW RI \RX LV VLPSO\ GULYLQJ \RX WR .LC
ZDON RXW ZLWK EXVLQHVV FDUGV QDPLQJ \R

7KH ORRN LQ \RXU H\HV LV SULFHBRMV DW
LQ D PLUURU FKDQJHV \RX

2ZWKHUZLVH VWD\ SXW LQ WKH FX\RDXADH FOF
OLIH 6RUU\ LI \RX ZDQW WR KHDU VRPH
SREELQV DQG JHW DOO ILUHG XS

/HW V JHW D ELW PRUH LQ GHSWWLOQJIWK HD
\RXU YHQWXUH EXVLQHVYV

(SLSKDQLHVY DUH WKH PDJLF RI EWLQJ VNLC
<RX KDYH LQ \RX WKH DELOLW\ WRGWDNH WK
DQG IRUP D EXVLQHVV FLUFOH $Q\ HSLSKL
D YHU\ ORZ WKUHWKR® EXRWFRBXHIY XDV WR E

'LVDVWHU FOHDQXS LV WKH ORZ\XDQJLQJ
$ UHDO ULJKW WLPH ULJKW SODFHUDQG JXP¢
GRQH O\ ILUVW EXVLQHVV ZDV % % *DUGHC
ZLQG IHOOHG WUHHV XS WKH VWUWRR , ZD
\RXQJ WR VHOO VWDII ELOO DQG FROOHFW

% % *DUGHQLQJ UDQ IRU \HDUV DQG WKHQ ,
EURWKHU OLNH FRQWLQXHG ZLWK WKH EXV




7KH VHFUHW VDXFH ZDV DGYHUWLVLQJ 10\
JHQHUDWHG LQ VDOHV J/LNH FORFNZR
WKH IO\HUV WKDWLJRWDWW\RAUAN DARDUWMEKWH JHQ
IRU RYHU \HDUV 7KH SRZHU RI DGFYH®IWLVLQ
ZKHQ PRP VDLG LI \RX GRQ W DGYRUWLVH \
OLYH E\

O\ IDYRULWH UHDVRQ WR VWDUW®B EXVLQ
HDUO\ DGRSWLRQ FXUYH , KDYH D ILUP E
PDVWHU LQ \RXU ILHOG WR JDLQ WKH FUHGL

, FDQ FODLP WKUHH HDUO\ DGRSWLRQV VR
KDSSHQLQJ ULJKW QRZ

7HOHPDUNHWLQJ 9LVLRQV ,QVWLWXWH
,QWHUQHW $FFHVV &HQWHU .. -DSDQ
$%& 6RODU ,QFRUSRUDWHG

7KH QH[W YHQWXUH DUHD IRU PH LV ' 3ULQ

G3ULQWHU'DLO\ FRP
G3ULQW'DLO\ FRP &UHDWLRQ 'DWH

G)XWXUH2YHQ FRP
G3ULQWHU2YHQ FRP
G3ULQW2YHQ FRP

)DVW&DNHV FRP &UHDWLRQ 'DWH

, DP QRW GRQH ZLWK P\ FLUFOH FUHDWLRQ C
ULQWLQJ LV MXVW RQ WKH GUDZHQWERDUC
OHDG WR WKH QH[W FKDSWHU 7KH )LUVW 6

, FDQ GR LW EHWWHU IDVWHU DQRBQFKHDS
WR VWDUW D EXVLQHVYV W FDQ BODWR EH D
QR PRQH\ :K\" %HFDXVH \RX NQRZ \RX FDQ
PXFK FKHDSHU DQG FDQ HYHQ JLYH D KLJFK
RULJLQDO RZQHU LQ D EX\ RXW DJUHHPHQW

%HFRPLQJ D FLUFOH MHUN LV QRMW GHURJI
W LV WKH SHQXOWLPDWH RI PDJLF ZKHQ \R
TXLFNO\ WKDW EHFRPH FLUFOHV RYFSURILW
QRW MXVW JURZQ LQ VNLOO EXW WHVRXUF
'HOLYHU\ DQG $GPLQLVWUDWLRQ WLPH LQ D

7KH KDWH P\ MRE FURZG MXVW QMHGV WR
QR ZD\ WKH VWUHVV RI \RXU FXELFOH OLIH
UXQQLQJ D 9HQWXUH %XVLQHVYV  DZDQW W
JRRG HQRXJK UHDVRQ WR MXPS RRIOWXK FOLI
\RXU UHVXPH

%HLQJ SXVKHG E\ D EXGG\ LV D VSDUN W
VXFFHVVIXO , KDYH QRW VXFFXPEHG WR WEK

<RXU VFKRRO SDSHU WXUQV LQWR D JR
KDSSHQLQJ PRUH DQG PRUH DV XQLYHUVL
EXVLQHVV DQG KRZ WR EH DQ HQWUHSUHQHX
EXVLQHVV LV \RXU HSLSKDQ\ OLNMLPLHKDHO
\RXU FROOHJH EXVLQHVV LV MXVW D UXVK
GHDGOLQH

7KH RK VKLW PRPHQW FRPHV ZKHQ \RXU ZK
PRQH\ DQG VKRZ SURPLVH 2K ER\ \RX JRW
EXW QRZ \RX KDYH WKUHH ORFDO HPSOR\HH
FOHDQLQJ ZLQGRZV RU VRPH VXFK

7KLV LV FRRO LI \RX PDNH LW D ERULWQRVV F
D QHZ OHDGHU ,I \RX GHFLGH WR WWRD\ LQ
KDYH D MRE \RX DUH PLVVLQJ RQ WRR P
H[SHULHQFH

, NQRZ , ORYHG P\ &ROOHJH EXVLQHVV DQG
FRQWLQXHG PDQ\ \HDUV %XW EHLQW LQWH
WKLQJ WKDW HYHU KDSSHQHG WR PH

.l \RX DUH VXSHUKXPDQ \RX FDQ PDNH \RX
EXVLQHVV DQ RQJRLQJ EXVLQHVV WUXQ E\ R
IRU \RXU VWXGHQW ORDQV DQG WKHQ GLYLG




0\ SRLQW LV , UHDOO\ ZDQW WR IIQHGWR XW Z

<RX WXUQHG \RXU KREE\ LQWR D EXVLQH
RI \RXU KREE\ \RX KDYH D VSHFLDORWDVN W|
\RXU 6DOHV 'HOLYHU\ DQG $GPLQLWWUDWLY
KREE\LVWV WKDW KDYH JUHDWHU ORYH DQC
<RXU UHSXWDWLRQ DPRQJ \RXU SHHUV LV R
VWDUWLQJ D YHQWXUH EXVLQHVV XLWK \RX

$QRWKHU SRZHUIXO UHDVRQ LV GHDWK 'HELC
EXVLQHVV WR JHW VWDUWHG 2QHDDLWK WK
KHLUV OXFN DQG WKH RWKHU LVUWRRIIEHG D
XQGHUHVWLPDWHG

&KDSWHU 7KH )LUVW 6W

, bOzD\V VWDUW D QHZ EXVLQHVV ZLWK D
SULQWHG RQ FDUG VWRFN DQG D IUHVKO\ EF

6RXQGV VLPSOH ULJKW" ,Q D ZD\ LW LV
EXVLQHVV QDPH RQ \RXU FDUG \RX DUH UHD

7KH EDVLF ILUVW QHHGV DUH
'RPDLQ 1DPH
ODWFKHV FRPSDQ\ QDPH
7HOHSKRQH UHDG\ GRQ W KDYH WR VS
%DVLF ZHEVLWH 1DPH DGGUHVV SKR
3KRQH QXPEHU DQG EXVLQHVV DGGUHYV

*RLQJ 6ROR" 2U ZKR V LQ"

(QWLW\ &UHDWLRQ
+DQG\PDQ

/JLPLWHG /LDELOLW\ &RPSDQ\
&RUSRUDWLRQ

BHOO 6HOO 6HOO
'"HOLYHU
$GPLQLVWHU

SHSHDW




&KDSWHU

6RIW 6HOO 7THOHPDUNHWLQJ
,PSRUWDQFH RI OLVWHQLQJ
;GDWHV DSSO\LQJ WDUJHW GDWHYV
7TRXFK /HWWHUV 7RXFK 6DOHYV

ODUNHWLQJ WR &RPSHWLWRUV
‘KR DUH WKH\"
6HHN -RLQW 9HQWXUHYV
6SHHGYVY ZRUG RI PRXWK

2Q0LQH ,QGXVWU\ 1HZVOHWWHUV
%UDQGLQJ WR 30D\HUV
%UDQGLQJ WR &XVWRPHUV
SURILW ODUNHWLQJ

,QGXVWU\ (YHQWYV
%RRWK 6SODVK
6SHFLDO (YHQWYV
$QWLFLSDWLRQ

"HEVLWHYV
2QH 'RPDLQ SHU %UDQG RU 6HUYLFH
JREXV RQ PLQXWHYV
(YHU\ SDJH LV \RXU IURQW GRRU

6SHHFKHY DQG :KLWHSDSHUV
2QH VSHHFK D PRQWK
7ZR OHHWLQJV D PRQWK
20H :KLWH 3DSHU D TXDUWHU

3UHVV 5HOHDVHV
2QFH D IRUWQLJKW
2Q0LQH DQG OLVW GLVWULEXWLRQ
30D\ OLNH OLFURVRIW 7HVOD

ODUNHWLQJ WR (PSOR\HHV
IXQFK 'LVFXVVLRQV
&RPSDQ\ 1HZV
%RQXVHV

6XUURXQG WK

62)7 6(// 7(/(0$5.(7,1*

SHPHPEHU HYHU\WKLQJ IRFXVHV RQ \RXU FC
DIWHU WKH VDOH O\ ILUP EHOLHPLYQGVKDW
ZKHQ D FRQVXPHU LV PDNLQJ WKHLWRSXUFKD
VD\ EXW KDUG WR SXOO RII

,Q BRIW 6HOO 7THOHPDUNHWLQJ WRHQNH\ SRL
GULYH E\ PDUNHWLQJ ,lI \RX DOZR\V VPLO
FDOO DJDLQ 3RLQW RQH DQG WZRHIMUH NH\
WR FDOO EDFN

BHOOLQJ LQVXUDQFH LV DQ DQQXDO JDPH
ZDV WUDLQHG WR JHW WKH ; 'DWSIHRWKWH H[S
LQVXUDQFH SROLF\ 7KLV ZDV VLPSOH WR
FDOO EDFN PRQWK RU VR EHIRUH WKH SRC
RSHQHG WKH ZLQGRZ IRU D VDOH 7KH LQ
VFLHQFH RI EHLQJ LQ IURQW RI WKH FOLHQ

$VNLQJ :KHQ LV D GRXEOHG HGJHG VZRUCG
HITRUW <RX EDVLFDOO\ RSHQ WKRIGRRU IR
WR VRPH UDQGRP GDWH LQ WKH KWXLRQ ,W
ZKHQ LQ WKH FORVLQJ VDOYR (J \RX UH
HIDVSHUDWHG WRQH

7KH FROG FDOO FDQ EH D PLVQRPHU LQ WK
UHODWLRQVKLSVY DQG D URXWH 7KLV LV
WHOHPDUNHWLQJ 7KH IRFXV EHLQMURQ EHLC
FOLHQWY DQG VORAHUWVRIOQWODUER O ®RREXDJO O HII
JRDO LV WR KDYH OHDGV LQ \RXZW®Q ELQ ZL
WR \RX DQG JUDGHG DV $ RU % SRWHQWLDO

, \RXU KDQG RIl LV WR SURIHVVLRIRDOV WK
XQOLPLWHG <RXU MRE LVRWR GL
SURVSHFWYV <RX VWLOO XVH WKHP6WDQOH
EHFDXVH \RX GRQ W JHW WR SDVMRX OHDG
PDNH DFWXDO FRQWDFW $V WKH IURQW
LQGHHG WKH OLVW FOHDQHU




&ROG &DOOHUV DOVR XVH RWKHU WRROV L«
ZULWWHQ FRPPXQLFDWLRQV 7TKHCEDVLF W
&ORVH 2U VRIWO\ SXW DV 7TRXFK WLWH 7RXF
GHSDUWPHQW LV D NH\ FRPSDQLR@HVR FROG
HYHU\WKLQJ IURP WKH SURGXFW QDPH EHLC
DGGUHVVHV WKDW \RX GRQ W KDYH WR VSHC

7KH *ROGHQ 9RLFH LV ZKDW \RX DUH ORRNL
%\ PDNLQJ WKRXVDQGV RI FROG FD®OV \RXU
WKH HDUV RI PDQ\ <RXU VNLOOV LQ SD
DJUHHPHQWY PDNH \RXU YLFWRU\ FKROG FDO
WKH FOLHQW

0$5.(7,1* 72 &203(7,7256

KR DUH WKH\"
6HHN -RLQW 9HQWXUHYV
6SHHGV ZRUG RI PRXWK

&RXQWHU LQWXLWLYH LV WKH UHPDUN |,
VQDUN\ DV , DP D IURQWOLQH VDOHVPDQ DQ
FOLHQW VD\V D FRPSHWLWRU LV RL®QY UHIHU
P\ FRPSHWLWRUV JLYH PH OHDGYV

K\ GRHV WKLV KDSSHQ" 'KHQ D FOL
TXHVWLRQ :KR LV \RXU FRPSHWLWLRQ" 7K
6D\LQJ \RX KDYH QR FRPSHWLWLRH) LV D V
5HSO\LQJ ZLWK WKH ZRUVW FRPSDQ\ DV \F
\RXU RZQ UHSXWDWLRQ +RQHV W\

HIITRUWV LV WKH RQO\ ZD\ WR DFKLHYH SHDF

6$< 0< 1$0( :KHQ PDUNHWLQJ WR FRPSHWL
WR KHDU VHH DQG HYHQ IHHO \RXU QDPH

21/,1( ,1'8675< 1(:6/(77(56
%UDQGLQJ WR 30D\HUV

%UDQGLQJ WR &XVWRPHUYV
URILW ODUNHWLQJ

, ORYH WKDW WKLV RQH VRXQGV VRFGHVWUNR GR
KDV EHHQ SURPRWLQJ WKH LGHD RI WHZVMDFN
VWRULHV DERXW WRGD\ V KHDGOLQHV DQG
DWWUDFW VHDUFK HQJLQH VSLGHREBX I \R
EHFRPH D PHGLD FRPSDQ\ DQG WKDW UHTX
UXOHV , \RX DUH IXQQ\ \RX FDQ VRPHWLF
VHUYLFH WR D QHZV KHDGOLQH X7&BW FDQ
LW RIWHQ WKHQ \RXU PDUNHWLQJ HIIRUW ZL

,QVWHDG RI QHZVMDFNLQJ EH D SXEOLVKH
LQGXVWU\ WDUJHWHG ,Q P\ ZRUN ZH
6SDFHGDLO\ FRP ZDV IRXQGHG LQ 7RN\R -D
JURZQ WR D VXLWH RI GDLO\ WUDGH QHZV

0\ PDLQ EXVLQHVV WKHVH GD\V LV $%& 6R
Z2ZZ $%&VRODU FRP 7KDW PHDQV P\ HIIRU
EDFN FKDQQHO PDUNHWLQJ PHDQV IRU $%&
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,QGXVWU\ HYHQWYV DUH H[SHQVLYH EXW \R
WLPH WR WLPH WR SOD\ LQ WKH PDUNHW
&RPSHWLWRUYV DQG QLFKH PDUNHW VWDNHK

%RRWK 6SODVK
6SHFLDO (YHQWYV
$QWLFLSDWLRQ

(%6,7(6

7ZR EDVLF FDWHJRULHV RI ZHEVLWH ZLOO H
&RUSRUDWH PDLQ SDJH
ODUNHWLQJ ZHEVLWHYV
2Q0H 'RPDLQ SHU %UDQG RU 6HUYLFH
JRFXV RQ PLQXWHV RI LQIRUPDWLRQ LQ
(YHU\ SDJH LV \RXU IURQW GRRU




63((&+(6 $1' :+,7(3%$3(56
6R PXFK WR GR

2QH VSHHFK D PRQWK

7ZR OHHWLQJV D PRQWK

2QH :KLWH 3DSHU D TXDUWHU
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$Q H[DPSOH RI DQ HIIHFWLYH SUHVV UHOHD

)25 ,00(",$7( 5(/($6(
&XVWRP &XSROD 6RODU '"HVLJQ %ULQJV $%&

IRV $QJHOHV O0DUFK OXVHXP TXDOL
VWDQGDUG IRU WKH HTXLSPHQW XVHG E\ $9¢
VRODU GHVLJQ DQG LQVWDOODWLRQV 7K
PDQXIDFWXULQJ LV WR HQVXUH WKH OLIH OF
VRODU V\VWHP 7KH ERQXV LV $%&b®RODU K
SDQHO SODFHPHQW ZLWK WKH H[SQBIOV LQW
DUFKLWHFW V YLVLRQ

7KH &XSROD 6RODU (VWDWH LQ 5DQFKR 3DC
FHOHEUDWLQJ LWV RQH \HDU DQQLYHUVDU\
ZLQQLQJ GHVLJQ 7KH ILYH FXSRODWLPPHG
IURP LWV 5DQFK KRPH QHLJKERUV 7KH GU

VR \RXU ILUVW YLHZ LV FLW\ OLJKWV DQG

KRUL]JRQ

6WDLQHG JODVYV ZLQGRZV VXUURXQRE HDFK &
WKH KRPH 7KH EXLOGLQJ EORFNVJDUH WKLF
EORFNV GHHS LQWR WKH JDPH 6RKOHLG ERQ
KRPH IORZV LQWR VHFWLRQV WKDW HDFK
SDVVLQJ E\ <RX ZDQW WR H[SORUH WKLV K

7TR %UDG %DUW] DW $%& 6RODU WKH G
ORYH DW ILUVW VLIJKW $ VHW RIQH®XQLYD
IODW DWWDFKHG WR HDFK FXSRODQMRU D W
7KH SDQHO VHW ILW H[DFWO\ WR IWMKHH VKDS

WKH RULIJLQDO DUFKLWHFW KDG RK@}GPRUH
DQG LPSOHPHQWHG

&UXQFK FUXQFK DQG PRUH FUXQFKHLQJ RI W
GXULQJ WKH LQVWDOODWLRQ *UHDW HII
SXOYHUL]LQJ Rl UHG FOD\ EXW LW@BZD\V K
PHWKRG IRU LQVWDOOLQJ VRODU RQ 6SDQL
PRXQW RXU VRODU IHHW ZLWK D Q®IZUZDWH

SDQHOV DQG W KRH® S OMKH SHDLHP\H DWW R1 WK
WKH HQG Rl WKH LQVWDOODWLRQ \ZHOMYGH V
DQG OHIW WKH KRPH ZLWK D ZDWHWSURRI UF
QHZ IULHQGV

7KH SUDFWLFDO VLGH RI WKLV VROBDWYGHVL
WKDQ D WLOW WR WKH 6RXWK .QRXMQJ WKL
RQ EHDXWLIXO GHVLJQV ILUVW ERMKOUG SURC
UDWKHU DGG D IHZ H[WUD VRODUKIDQHOV

EHVW VXQ 7KH &XSROD 6RODU (VWDWH LV
N:K D \HDU IRU WKH QH[W \HDUV&( $W

uG WLHU UDWH WKDW VDYHYV \VWHRDU 7
WKDW ORRNV JUHDW DQG SURGXFHV YDOXH

7KH 6XQLYD ZDWW VRODU SDQHOV DU
6XQQ\ER\ ZLWK DQ HPHUJHQF\ XVH FLUFXL

FLUFXLW DOORZV WKH XVH RI VRINRRWWKH V
7KH 60$%$ LQYHUWHU LV SDUW RI D ODUJH ID
DOORZV RQ JULG DQG RIlI WKH JULG VRODU J

$SERXW $%& 6RODU

JRXQGHG LQ $%& 6RODU ,QFRUSRUDWHG
FROQOWUDFWRU

+HDGTXDUWHUHG LQ 7RUUDQFH &DOLIRUQL
OHDGLQJ FRPSDQLHV LQ 6RXWKHUQ &DOLIR

VHOOV VRODU V\VWHPV DURXQG WHKM ZRUOC
VFDOH WKH IRFXV LV RQ WKH XVH QW WKH E
DYDLODEOH DQG GHVLJQ WKDW PDWFKHV WK




$%& 6RODU LV D &DOLIRUQLD OLFHQVHG VRC

&RQWDFW

%UDGOH\ %DUW]
3UHVLGHQW )RXQGHU
$%& 6RODU ,QF
+DZWKRUQH %0OYG
7RUUDQFH &$

FHOO
6RODU#$%&6RODU FRP
&$
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IXQFK 'LVFXVVLRQV
&RPSDQ\ 1HZV
%RQXVHV

(PSOR\HHV DUH \RXU PRVW LPSRUWDQW DQG
FXVWRPHU EDVH

7KH WHDP GRHV UHDOO\ VHHP WR BLNMH WKH
SLFWXUH LQ WKH ERRNYV W LV IXMKKMVR VH
FRYHU

%WRQAXVHV VKRXOG QRW MXVW EH KDQGHG
KHQ \RXU WHDP LV GRLQJ JUHDW DWG GHOL
WR JRRG SURILW VKRZ \RXU DSSUHFLDWLRQ

(YHQ VPDOO WHDPV QHHG WR EH NGGW HQO
WKH FXUUHQW VWDWH RI DIIDLUV

7DNH \RXU WHDP WR OXQFK 8VH WKH RSSR
DQG JHW XS WR VSHHG DERXW \RXU PDUNHW

6KDUH FOLHQW FRPPHQWYV ZLWK \RXW WHDP
KHOSV LQ PRWLYDWLRQ




&KDSWHU 'RQ W &KHDW

K\ WU\ WR EH LQ D OHJLWLPDWH BXVLQHVV

<RX PLJKW DV ZHOO EH GUXJ GHDOHU DQG
FRUQHU , KDYH QR WLPH IRU FKE®GXWHNWW\ 7K
LW LV RQ \RXU DELOLW\ WR VXVWDQ®WQAORXU E
NHHS \RXU GLJQLW\

7KH -RVHSKVRQ ,QVWLWXWH IRU (WMXLFV LV

PDWHULDOV DQG UROH SOD\LQJ WRRWV WR

PXVW PDNH WKH SURPLVH WR \RXUW@® Ol WKD
\RX KDYH WR EXLOG V\VWHPV LQ \RWXDIEXVLQ
LQ WKDW RYHUULGLQJ SULQFLSOH

<RX OHDUQ WKLV LQ WHOHPDUNHWMQJ DV \R
PDQ\ WLPHV EHIRUH LW FORVHV RQIJHWYV VK
LQ D SKRQH FDOO PHDQV \RX KDYH WR UHPH
GR WKDW" 5HDOO\" 7KH VRRQHUHRWJHW F
WR QHYHU FKHDW WKH VRRQHU YHQWXUH E
OLIHVW\OH

'RQ W FKHDW RQ WD[HV 'RQ W <RX VSHQG
HQHUJ\ IULHQGY DQG UHVRXUFHVQUR JHW \F
BR WKH QXPEHU UXOH LV GRQ WUWKW \RX

RWKHUV FDQ WDNH \RXU EXVLQHVBOHRYHUQ
WD[ HQIRUFHUV LQ DQ\ JLYHQ VWDWH FDQ

VLWXDWLRQ

$QG IRU JRG VDNHV '2 127 &+($7 <285 &/,(17¢€
PDNLQJ D VDFUHG SURPLVH DV D VPOHV SUR
VXUYLYDO GHSHQGV RQ VHOOLQJ SURPLVHYV
6RPHWLPHV \RX PDNH D PLVWDNH LQ \RXU

EXVLQHVV VD\V \RX PXVW IHVV XSWRIWKH P
\RXU SREFNHW 7KLV GRHV WZR ZRQGHUIXO
ILQDQFLDO FRVW WR \RX UHPLQGV QRX WR Q
DQG WKH DFW RI OLYLQJ XS WR \RXWSURPL
D PLUDFOH ZRUNHU IRU ORQJ WHUP UHIHUUEL

6R LQ \RXU EXVLQHVV IROORZ WKIBHIMXOHYV
\RXU DFFRXQWDQW DQG GHOLYHU RQ \RXU
SRWHQWLDO RI 5HYHQXH IRU /LIH 5)/ DV
WXUQV LQWR D FLUFOH DQG \RX PRYH IURHF
FKHDWLQJ LV JUHDW IRU EXVLQHV®\ ODNH
NQRZ WKDW KRQHVW\ LV ORQJHYLW\




&KDSWHU 'RQ W 1HJIJRWLI

6LQJ D VRQJ LQVWHDG

,Q VDOHV \RX DUH WDNLQJ WKH OHDES LQ WK
LV WR NQRZ \RXU FOLHQW DQG WKW WKH R
IDLU DQG ULJKW

(ISHULHQFH VKRZV WKDW FOLHQWVGWKDW R
GLPH \RX LQ WKH VDOHV GDQFH WX XS RXW
ZRUNLQJ IRU YHU\ ORZ PDUJLQV ZKLFK L
VXEVWDQWLDOO\ 7KHQ WKHVH RRHAHH[SHF
VDWLVILHG

6R WKH UXOH DW P\ FRPSDQLHV LV QR QHJ
VLWXDWLRQ DQG PDNH D IDLU FRPSHWLWLY

:KHQ , ZDV \RXQJ , ZDV FDXJKW GUHDP\ H\HG
ODUJH FRPSDQLHV ZRXOG SURPLVH\WKH IXW
IRU D KDPEXUJHU )XFN WKDW

7KH GHDO RQ WKH WDEOH WRGD\ YVWWHKH GH
IXWXUH GHDO WR QHJRWLDWH DWNVKDRVWR
EXVLQHVYVY WRR ODNH LW D SDFNBHDO 2WKH
DW KDQG

%H SUHSDUHG WR ZDON

&RPSHWLWLRQ LQ WKH JDUGHQLQJ EXVLQH
OLIHORQJ IULHQG LQ /RX %ODQFKDUG $I

EXVLQHVV WR /RX RQ P\ KLOO ZH RHW DQG
DQG JHW WKH ZRUN GRQH 7KH ILUNKW MRE Z
LQ 5ROOLQJ +LOOV (VWDWHV , UHPHPEHU K
VFKRRO ZLWK KLV NLG VLQFH ZH ZHUH NQHH

OU /\QFK KDG D KXJH WUHH LQ KLVWORQW \D
WULPPHG DQG KDXOHG DzZD\ /RX DQG , WRR
WKHQ ZH VSRNH RQ WKH VLGH 7KLV ZDV P\

VDOH /RX DQG , DJUHHG RQ EXFNV DQG Z
, VPLOHG DQG VDLG RXU SULFH DQG 0U /\QF

IRX WRXFKHG P\ DUP DQG VDLG TXLHWO\ 7
$QG , GLG

OU /\QFK V GULYHZD\ ZDV ORQJ YHU\ ORQ
GRZQ WKH GULYHZD\ OHDYLQJ OU /\QFK VWD
WR /RX KH\ PDQ , FDQ GR WKLV FKHDSHU
ZDLW« $V ZH ZHUH DERXW WR VWHS IURP W
OU /\QFK FDOOHG RXW DQG VDLG 2. DQG
PDGH RXU GHDO

7KLV LV VLPSOLILHG DV +H ZKR VSHDNV IL




&KDSWHU (GXFDWLRQ LQ

/HDUQ HYHU\WKLQJ DERXW ZKDW \RX DUH V
PRUH

(YHU\GD\ , DP LQ OHDUQLQJ PRGH

(GXFDWLRQ LV DERXW HYHU\RQH REWRXU W
VWDNHKROGHUV W LV H[SHQVMY¥HXLR GNHQC
D EHWWHU WHDP DQG UHODWLRQVWR$OVR
\RXU FRPSDQ\ V YDOXH

6R JR DKHDG DQG EX\ WKDW H[WKBZHGXFDW
&\FOH \RXU VWDIl WKURXJK VR \RX FDQ ZR
NQRZOHGJH 6HQGLQJ VWXGHQWY WR FRQI
DPEDVVDGRU IRU \RXU EXVLQHVV

<RXU FOLHQWYV DUH ORRNLQJ IRU \RX WR
H[SHULHQFHG <RX DUH WKH WUXVRWXHG DGY

FORVHU WR OLYLQJ XS WR WKDW H[SHFWDW

7KH 86 '"HSDUWPHQW RI &RPPHUFH KDV EH
HGXFDWLRQ WUDYHO EXVLQHVV SURJUDP
IRUHLJQ EXVLQHVV WKH JRYHUQPNKW LV V
SOD\HUV DQG FDQ SURYLGH DFFHVV

21IHU \RXU VWDII WR KHOS SD\ IR0OU PROOHJ
OHDGHU LV JURZLQJ WKH PHQWDO ZHOO EH
HQFRXUDJHPHQW JRHV D ORQJ ZD\ WRZDUG

ORVW RI P\ HGXFDWLRQ LV EDVHG RQ ILQGL
ZDOOV RXQWGDWKHP XQGHU WKHP GLVPDQWO
ULIJKW WKURXJK WKHP 7R PH WKDW PHDQ
DQG UHJXODWLRQV RI WKH HQWLW\ WKD
PHWKRGLFDOO\ SXW WKH FKDOOHQJH WR JC
KRZ WR EHDW WKH V\VWHP

$v , DP LQ FRQVWUXFWLRQ WKH OHJDO V\
VHHNLQJ HGXFDWLRQ LV EHQHILAL®IOQWR WK
VHVVLRQ WKH QH[W DSSOLFDWLRQ EHFRPH

0DQ\ PDQXIDFWXUHUV ZLOO DOVR JLYH IUH
<RX MXVW PXVW FRPPLW \RXU VWDII V WLPH
WR ZLQ




&KDSWHU 7KH 5XOHV RI
7HOHSKRQH

‘H ORYH WKH SKRQH ULQJLQJ 7RDPHHL@RYV OL
LGHD ZKDW PDJLF PHKMW HRFREXW LBRPRPHRQH
VRPHWKLQJ B6RPHWLPHV LW V P\ NLGV DQG
ORQH\ FDQ FDOO DW WKH VWUDQJHNWLWLPHV
QRW LPSRUWDQW

7R PRQH\ WKH FD QOL P S XVORRYWIMAH BRIV FDBMILL\R Q
WKH SKRQH FDOO WKHVH WKUHH PHQXWHYV
WHOHSKRQH UXOHV 7KH UXOHV RV 7D /RRN
FRQQHFWLRQ LW PHDQV LW V WLPH WR WDON

VW 5XOH RI' 7 D KXPDQ DQVZHUV WWK SKRQH
9RQDJH VHUYLFH ZH FDQ DOO EH WKMRV KXPDC
DQVZHU 586+

QG 5XOH RI 7 /LVWHQ 7KH SKRQHIVVH® \RX

WKH JUHHQ EXWWRQ RQ \RXU FHOOVIHKRQH RU
IURP LWV FUDGOH 'RQ W VSHDN\RRUKDWHFRQG
D JRRG FRQQHFWLRQ /LVWHQ WRPWWHRDW H
RI WKH YRLFH 7KH ILUVW IHZ VHERKQ @&XWRI WK
UHVSRQVH DQG \RXU UDWH RI VSHHFK

UG 5XOH RI 7 'DWD JHW WKH QDPW BQG WK
EHWWHU WR GR WKLV DW WKH EHHQQ@A@S®DRI W
\RXU ODSWRS HWF -XVW WDNH QRXMV <RX
&OLHQW ODQDJHPHQW B6\WWHP

WK 5XOH RI' 7 7LPH *LYH DOO ZKRAH6DOO DV
6RPHWLPHYV WKLV FDQ EH SDLQIXO EXW WKLQ
7KLV GRHV QRW PHDQ WKDW \RX FDQY LRI XW W
WR PHHW WKH VW 5XOH RI 7 I \EKWBRG WR
FDOO WKHP EDFN RU KDYH VRPHRQH HOVH FDC

WK 5XOH RI 7 6HW XS WKH QH[W. QWPRIBSQWKLV
RU LI \RX GRQ W NQRZ WKH DQVZMM QRRZWKH T
\RX LQWHQG RQ FDOOLQJ WKHP EDFNWR:H DUH

FRQYHUW WKHP LQWR FXVWRPHUYV
JHWWLQJ IHHGEDFN WR WKH FDOOHU

I7KH WK




&KDSWHU &EXVWRPHU 6HL

7KH PRUH IXQ \RX FDQ KDYH ZLWK \RXU FXVW
ZK\ QRW™

&OLHQWY 7KH\ DUH WKH UHDVRQ RUDUH LQ
EXWYVY DERXW LW

7KH VLQJXODU VDWLVIDFWLRQ RI MWXH VDOH
UHVXOWY LV SXUH ODQ\ IDFWRUV DIIHFW
VSHFLDO UHODWLRQVKLS W LL/DPXANLRRE W
WKDW FOLHQWY DUH WKH UHDVRRHAH XM LVW

7KH SUDFWLFDOLW\ LV WKDW IRFXNW® FXVW
ZD\ WR UXQ DQ RUJDQL]DWLRQ :KHQ FOLH
IHHOLQJ FDQ EH IHOW :KHQ VRPHWKLQJ JR
RI ZKDW \RX VHOO WKH FOLHQW UBN BVMGRO WK
GHPDQG PRUH WLPH

W ZDV RQH RI WKH ELJJHVW PHHWLQJ'
VHQLRU H[HFXWLYH DW -DSDQ 7HOHFRP ZD!
ILQDOL]H DQ LQWHUQHW MRLQW YHQWXUH DJ

HPSOR\HHV RQ IORRUV 7KH VWKIW®RRU :
QG IORRU DQ KXE IRU ,QWHUQHW RREHVV DQ
ZDV WKH 7RN\R -RXUQDO ODJD]LQH DQG WKH
RIILFHV $ IXOO0 FRPSOHPHQW RI VWDII ZDV

7TKHUH ZHUH ILYH IRONV LQ P\ RITOAMHVDOO G
SLJKW DV WKH PHHWLQJ JRW VWDWWHG WKH
, UHDFKHG RXW DQG DQVZHUHG WKH SKRQH
, KHOS \RX , WUDQVIHUUHG WKH FDOO

7KHQ , KLW WKH LQWHUFRP EXWWRQ RQ P\ .
WLPH WKH SKRQH ULQJV PRUH WKBI® WKUHH
ZLOO JHW ILUHG

OU 2]DNL PRYHG ULJKW LQWR WKHWJUHHPF
KDSSHQ 7KH PHHWLQJ ZDV JRLQJ WR EH ZD
LPSRUWDQW WR GEHWKD@Q\WKH QHGHWWRXQLQJ

YR

L

WKUHH GDWD FHQWHUV LQ 7RN\R <RNRKDPLI
XS 333 VHUYLFHV LQ W ZDV DIQ LPSRUYV
RI WKH ,QWHUQHW $FFHVV &HQWHU

7KH LPSRUWDQW OHVVRQ LV WKDW \RX VKR>
WKH SKRQH DW ,$& QHYHU UDQJ PRUH WKDQ

, bGPLW WKDW LW LV KDUGHU WKHVH GD\
WHOHPDUNHWLQJ FDOOV D GD\ WKDWKORRG
VRPH RI WKHVH EXW RIWHQ , ILQG P\VHOI UH

BWLOO LI RQ WKH RWKHU HQG WHKHMH&XPDQ L
DSSURDFK , GR JR RXW RI P\ ZD\RVRHBH QLF
KLW E\ D FROG FDOOHU EXW LW GRHV KDSSI

%XW LW V QRW MXVW DERXW DQVZHULQJ Wt
H[DPSOH DERYH ZDV PHDQW WR VKRZ WKDW
EDFN WR D PHHWLQJ DIWHU WKH LOWHUFRP
WKLQN DERXW FOLHQWYV EXVLQHAY WRG GHI
KRZ \RX WUHDW DQG VHUYLFH \RXU FOLHQMW
UHVSHFW EXW DUH VWLOO VWHWHDPW® XU !
SURIHVVLRQDO UHODWLRQVKLS

5HIHUUDOV FRPH IURP VWDNHKROGHUV $1°
FXVWRPHU VXSSRUW PHQWDOLW\ KDV WR DS
FRQWDFW ZLWK <RX PXVW OHDUQ/WR EH S
VRPHWLPHV \RX PXVW SDQGHU WR QWKH FDOC
DUH WLULQJ DQG VHHP ZDVWHIXO EXW WK
UHVXOWYVY (VSHFLDOO\ LQ WKH DIWRN<HOS

BURYLGH DQVZHUV DQG EH UHDG\ WR GR \RX
UHDG\ <RXU VDOHV HIIRUWY DUHHD ORQJ |
PHDQW WR FUHDWH DZDUHQHVVY EXW QRW E

7KH 6RIW 6DOH LV EDVHG RQ FXVWRPHU VH
OLEUDULDQ LQ \RX 7KH ORQJHU \RXU EXV
NQRZOHGJH \RX FDUU\ DQG FDQ XVH WR \RXL



.HHS VWXG\LQJ VR \RX FDQ EH DW OHDVW

FOLHQWYV

W IHHOV JRRG

&KDSWHU IHWZRUNLQJ C
XS

6LPSOH UXOH +DYH D UHDVRQ WR FDOO

7KH LPSRUWDQFH RI NHHSLQJ WUDWHN RI1 \RX
Rl EXVLQHVYVY ,Q WKH FRPSXWHU DJW LW V F
6\VWHP ,I \RX DUH FRPSXWHU UHDKA\V WKHQ
ERRN LV QRW DERXW WKH RI WKH &(2V ZKF
GDWDEDVH VA\VWHP W V DERXW \RX

7KH JUDQNOLQ RUJDQL]JHU LV ZKDW PRVW P
DERXW ,W ZDV D EDVLF V\VWHP WKDW VD
ZKHQ WR FDOO DQG WKHQ FDOO RQ WKDW GI

, W VRXQGV HDV\ EWWL.QWRRUDBEMWLWR SXVF

:ZZ VDOHVIRUFH FRP LV WKH EHVW UHFRP
FRPSXWHU IRONV :KDWHYHU PHWKRG \RX
PRUH LQIRUPDWLRQ LV EHWWHU 7KH PRV
SKRQH LV QDWXUDO EXW \RX ZLOO ZDQW
SRLQWYV DV \RX FDQ FDSWXUH

7TKH GDWD \RX FDSWXUH LV XVHG E\ \RX
DGPLQLVWUDWRUV WR VHOO DQG VHUYLFH F

<RXU &50 PXVW EH HDV\ WR WDNH QRWHYV

UHODWHG WR WKH VWDNHKROGHU , VZL
VWDNHKROGHU EHFDXVH \RXU &50 LV JRLQ
DQ\ UHODWLRQ WR \RXU EXVLQHVV

, OHDUQHG DQG SHUIHFWHG &50 RQ SDSHU
ORQJ EHIRUH SHUVRQDO FRPSXWHUV ,W KD
ZDQW WR LPSUHVV RQ \RX WKH LPS\RUWDQF
DQG VWDNHKROGHUV

6WDQOH\ 0OXVVHU VWLOO PDLQWDLQV P\ UH
&50 V\VWHP EDFN LQ WKH HDUO\ \Y 7KH

iid




ZDV JRG OLNH LQ LWV DELOLW\ WRRIPSUHVYV
GHWDLOV RI WKH ODVW FDOO ,IHSURKSIWHG
H[FKDQJH 7KH YRLFH LV D SRZHUIXO WRR
ZHDSRQV

7KH &50 VLPSOLFLW\ ZDV HQJLQHHUHG WR E
IOLS FDOHQGDU <RX NQRZ WKHDOLWWO
ELJ L3KRQH $ $ HWF ZHUH HPBRVVHG

ZULWWHQ RQ IXWXUH GD\V W ZDWIDVW D
EH SODQQHG SHU FDOHQGDU SDJH LI \RX Z

2Q DQVJLYHQ GD\\RX VWDUW ZLWEDDHLVW

$ TXLFN UXQ WKUX \RXU ILOH FDEDQBW , ZR
VWDFN RQ P\ GHVN (DFK ILOH IROGHU KDG
6WDQOH\ WKDW ZDV SXOO RXW DQG , VWDU

:KLOH WKH SKRQH ULQJV P\ H\HV ZRXMO G ILQC
QRWHYV $IWHU RU UHDOO\ GXULQEHVKH FD
PDUNHG LQ WKH FDOHQGDU DQG QRWHV WD

IHWZRUNLQJ

IHWZRUNLQJ LV YLWDO WR \RXU YHQWXUH
\RX DUH WKUDVKLQJ DERXW WU\LQLOR ILJIX
DFWXDOO\ SD\ IRU

,Q DOO VDOHV HIIRUWV ILQGLQXRWKRWHUVF
\RX LV WKH KRO\ JUDLO 8VXDOO\ WKLV S
FRPPHUFH LQ \RXU LQGXVWU\ RU DW D 86
$SWWDFKp LQ D IRUHLJQ ODQG

<RXU QLFKH ZLOO WHDFK \RX ZKR WKH SOD
EXLOG XS \RXU FUHGLELOLW\ DQG ERSDELO
\RXU ILUVW PHHWLQJ ZLWK SOD\HBWQV ,W L
VWLFN 6R GR \RXU KRPHZRUN DQG VWLFN \

7TUDGH VKRZV DQG IROORZ XS

*R WR \RX EDQN DQG JHW D VWDJFMNURI G
ELOOV DUH D WKLQJ DQG WKDW ZKIDQWM PDNHYV
LYV DERXW FDSWXULQJ D PRPHQW DQG PDNL
RU FU\

, NQRZ \RXU WHDP JRW VPDOO IXWRXWEDOOV
DW WKH WUDGH VKRZ 7KDW V FMPHE®RXW XW
EXFNV HDFK

6R ZLWK WKH VWDFN RI GROODV HRWOV RI
WKHLU EXVLQHVV FDUG RU UHJLVWW EWORY

LQ IURQW RI \RXU ERRWK IURP WERHRRWR WLP
<RX PXVW NHHS \RXUVHOI HQOWHUWDLQHG V
XS DQG UHWXUQ LW *RW D ILVKLQJ URG™

+DYH IXQ DW WUDGH VKRZV *RRIEBRAW 6PLO
WKH\ ORYH WR ODXJK -XVW NQRZ ZKHQ
EHKDYLRU WR FORVLQJ WKH VDOH ZKHQ \RX

*LYH DZD\ D GD\ SHU KRXU IURP |
IRONV SXW RQ D W VKLUW ZLWK \RXA PHVVD
RQ WKHLU FKHVW WR EH HQWHUHG 7KH\ EH

7UDGH 6KRZV DUH D FLUFXV VR WRXDW WKH
FDUQLH DQG JHW LW RQ

KHQ \RX JHW EDFN WR ZRUN RQ ORQGD\ LP
UHTXLUHG WR PD[LPL]JH \RXU LQYHVWPHQW

7RR PDQ\ WLPHV , VHH WUDGH VKRZ OHDGV
DQ\ NLQG

:KDW"

$ WUDGH VKRZ EXGJHW PXVW KDYH SRVW V
PDWHULDO UHDG\ (YHQ LI \RX JDHHGW WR

WR OLFN VRPH HQYHORSHV DQG PDIPO \RXU R
KDV WR FDOO DQG FODVVLI\ HDFKD@QMDG JHQ




KLIKHU JHW WHDP DWWHQWLRQ RWKHUZLV
OHDGVY LQWR SRVLWLYH RU QHXWUDO WHUU

0 \RX JHW OHDGV IURP D WUD®H VKRZ L
FDOOV WR EH DEOH WR UHDFK WKH&XPDQ
DQG WLPHYVY DQG VSHDN WR QR PRUH WK

6R RQH SHUVRQ ZLOO WDNH GD\V WR UH
WKHP

$QG WKDW V RQO\ LI WKH\ DUH VXSHUKXPDQ
SDVV RQ JRRG OHDGV WR 6R RIWHQR JRRG
IROORZ XS , YH VHHQ LW KDSSHQ FRXQWO

<RX QHHG WZHQW\ SHRSOH IRU FRQWDFWLQ
WKDW V LI \RX DUH OXFN\ /RWV IRFSHRSOH
ULJKW DIWHU D WUDGH VKRZ 7KWKRDO LV

OHDGV WR ILQG ORZ KDQJLQJ IUXLW DQG FD

, I \RX GRQ W IROORZ XS VWRS JRLQJ WR WU

$ NH\ zD\ WR WDNH DGYDQWDJH RI WUDGH
ZKLWH SDSHUV DQG JLYH VSHHFKHBQRU OHV
LV WR JHW LQN IRU \RXU ZHEVLWE WG FRPS
6SDFH PRWLI WR VSHDN DW LQGXVWWMW FRQI
XS

<RX PXVW DOVR SODQ \RXU RZQ OXQFKHV D
YHQGRUV DQG \RXU FOLHQWY <RX KDYH WI
DQG WUDGH VKRZV DUH LW

&KDSWHU 'RQ W 6HOO OR
\RX &DQ 'HOLYHU $P\

$W +RGHV 2SWLFDO WKHUH ZHUH RQIRW RI
LQ H\H GRFWRU RIILFHV

2QH GD\ P\ GHVN ZzDV UHDUUDQJHG DQG D

P\ SKRQH 7KH GD\ EHJDQ DQG , VWDUWH(
ORRNLQJ DW P\VHOI LQ WKH P
DVWRQLVKHG DW KRZ P\ IDFLDO H[SUHVVLRC(
RZQ YRLFH 7KDW ZDV GLVWUDFWLQJ ZKHQ
GLVDSSHDUHG IURP WKH PLUURU

0\ IDFH EHFDPH WKH WRQH DQG IDAL\DO H[SU
KHDULQJ , ZDV WDONLQJ WR WKHP LQ SHU
FOLHQW DOPRVW DSSHDU ULJKW LQ IURQW
DWWHQWLRQ WR WKH WRQH DQG RHUDWH R
FOLHQWYV

/JRX GLG QRW WHOO PH WKLV ZRXOHHKDSSHQ
RU WZR , ZDV VHOOLQJ DQG LW ZIMV VSHF

WKURZQ RXW WKH ZLQGRZ 0\ VDOHV S
FRQYHUVDWLRQV 0\ FOLHQWY EHFIHPM IULHC
LQYLWHG WR JR ZDWHUVNLLQJ LQ ORQWDQD

)2&86 6XGGHQO\ DERXW PRQWKYV LQWR WK
IRX MXVW NHSW VD\LQJ )RFXV ,W KBV KLV N
HITRUW WR ZDV WR IRFXV P\ OLVWHQLQJ WHE

7KH HIHUFLVH ZKLFK RQH KDV WRQEHYHU\ F
D NH\ZRUG WKDW D FOLHQW XVHV DVDLQ DQ
WDXJKW WKDW HYHU\ KXPDQ RQ WKH SODQ
WKDW ZLOO EH XVHG IRU D IHZ GD\RWQG UH
SKUDVH 7KH JRDO ZDV WR LGHQWXWHWKDW
WKDW ZRUG RU LWV GHULYDWLYHKW) D VHQ

5RJHU DW +RGHV 2SWLFDO ZDV D GLFM G$W OHD
WR RXU WHOHPDUNHWLQJ WHDP +LV RX

iiv




VXSHULRU DQG WKDW ZDV DOZD\V WKH UDC
RINLFH +H zZDV DOZD\V GUHVVHG MING D VD(
VKLQ\ VKRHYV

‘H NQHZ LW ZDV 5RJHU ZDONLQJ LQWR RXU
XVHG WR KHDULQJ WKH FOLFNLWDFCOD/W¥N RI
OHDVW ZH KDG WKH MROO\ ROG QHOOD O
OU +RGHV ZDV DURXQG 5RJHU ZDV DOZD\V
ZRXOG EH VRPH W\SH RI SHS WDON

'H KDYH VRPHWKLQJ UHDOO\ VSHBHEZO IRU \
IUDPH VHW FDOOHG 7KH $P\ H[FODLPHG 0U
DIWHU 5RJHU V GDXJKWHU ,W VERRRUQ UL
FRORUV :H ZDQW WR RIIHU WR D ERQXV WF
WKLQN"

+RZ PXFK" $VNHG /RX

‘H ZLOO SD\ \RX \RXU UHJXODU FRPPLVVLR
IUDPH \RX VHOO 3URPRWHG OU +RGHV

‘H UHDOO\ WKLQN \RX JX\V DUH JUHDW DQCGC
$P\ FKLPHG LQ 5RJHU DV WKH GRRU FORVH

‘H DOO ORRNHG DW HDFK RWKHU DQG DOPR
DQ\ QRQ $P\ VDOH PDWHULDO IURP RXU GHYV
RQ ZH RQO\ VROG $P\ 7KDW ZDV LW

W ZDV D IXQ DQG OLYHO\ VDOH 7KHH$P\ IUDP
DQG WKH FRORUV ZHUH PDQ\ \HDUV DKHDG
D YDULHW\ SDFN RI GLIITHUHQW PRODWRVYHG IU

JRU D ZKROH PRQWK ZH GLG QRWKLQJ EXW Z
WKHP WR VKLSSLQJ ,W ZDV IULVJLMRRXDQWD
DW DQG 6WDQOH\ DW ‘H ZHUH URFN
‘H FRXQWHG RXU FRPPLVVLRQV DQG SODQQ

, ERXJKW D QHZ 7TR\RWD [ 5HG BLFNXS
6FKRRO DQG PDNLQJ EDQN ODNLQJ D VDO
DGGLFWLQJ

‘H KHDUG WKH FOLFNLW\ FODFN RI RJHU V
ZDV ZLWK KLP EXW DV WKH GRRU REPHQHG K
7KH VKLSSLQJ VWDIlI ZHUH VWDQGLQJ EHKLQ

+RZ FRXOG \RX« 6FUHDPHGDQ WWRBEBVYHU
PDQ\ $P\ IUDPHV :KDW WKH KHOO ZHUH \RX

<RX UH ILUHG

7R vD\ WKDW , ZDV VKRFNHG LV DQ@PKXQGHUV
ROG VDOHV NLQJ JHWWLQJ ILUHG :
MXVW GLGQ W XQGHUVWDQG VXSSO\

KDWHG XV VR PXFK KH QHYHU PDQDJHG XV
FKHFN ZKHWKHU RU QRW WKH LQYHQWRU\ ZFk

6R DW D YHU\ \RXQJ DJH , OHDUQHG WKH
EXVLQHVYV

'2 127 6(// 025( 7+$1 <28 &$1 '(/,9(5

$P\ RK $P\ 7KLV LV WKH PRVW LPSRUWDQ
KDYH \HW WR HQFRXQWHU 'RQ W 6HOO OR

%XW GRQ W OHW WKDW VWURQJ VRVDWHPHC
GHOLYHU DQ\WKLQJ WKDW \RX GUHDP RI
VLGH RI PDQXIDFWXULQJ VXSSO\ FKDLQV D
$OVR EH ZLOOLQJ WR VDFULILFH GURILW
QHHGHG IRU \RXU GHOLYHUDEOHYV




&KDSWHU 3DUWQHUV &R
)DQV DQG 5HIHUUDOV

7KLV FKDSWHU GHVFULEHV D PLQHVIWOG RI
JDUQHU DQG XWLOL]H WR ILQG JDLQ DQG N

'DVKLQJ WRZDUGV D JRDO E\ JHWWRQWRWKH
LV IUDXJKW ZLWK SHUVRQDO DQG SURIHV
HOWUHSUHQHXU LV ORQHO\ %XW WR& W EH
ORVV RI HTXLW\ WKDW FRPHV ZLWK ORQHOL

<RX KDYH QRW FUHDWHG D VXFFHVVIXO EX
ZLWKRXW \RX RQ D GD\ WR GD\ EDVLV <RX
FLUFOH RI EXVLQHVV WR FDOO \RXUVHOI
EXVLQHVVPDQ

$ FLUFOH WKDW PDNHV D SURILW LV D VXFF

7KH FLUFOH LV ZK\ \RX FDQ W EH GHRQHO\
KLUH DQG UHSODFH \RXU OHDGHUV RI
$GPLQLVWUDWLRQ

+RZHYHU WKH WKUHH DUH QRW \RXU FR
6WDNHKROGHUV H[LVW DQG \RXU MRE L
RSSRUWXQLWLHYV

7KH IROORZLQJ OHWWHU LV IURP 'D®H +D\GH
D ODUJH VKRSSLQJ FHOQWHKUYH WHD/O/ Rl @ WKDHVWHH
+D\GHQ JUDEEHG RQWR RXU OXQFK G}'RQYHUV
, ZLOO SD\ \RX IRU EULQJLQJ $%&GRODU

ODWHU DQG VDLG KH G OLNH WR ZQGWH GRZ
KH DVNHG PH WR UHYLHZ DQG VLJQ WKH IRO

7KLV LV D NH\ OHVVRQ IURP D OHQ@RU OHY
7KLV FODVV\ ROG JX\ VLPSO\ VDLG KHWVZDQWHC
ILOHYV , OLNH WKH VLPSOLFLW\ RQG GLU
VHFXULQJ D VDOHV FRQWUDFW

ZZZ 1'$PDQDJHU FRP LV P\ WRRO WR PDNH 1F
QRQ &RPSOHWH DJUHHPHQWVY ZKHQ QHHGH
GRFXPHQWVY DWWDFKHG WR RXU FOLHQW PD
UHFRUG IRU RXU ILOHV 1HZ W\SHVHRIQDJUHHP
DGGHG DV RXU EXVLQHVV UHODWLRQVKLSYV

7KH 1'$ DQG 'RFXPHQW &KDLQV DUH D YLWDO
LQ ZRUNLQJ ZLWK ODUJH FRUSRUDWLRQV R
SURMHFWYVY %DVLFDOO\ WR SURWHBPW® OH
VWDNHKROGHUV PXVW KDYH 1'$V RQ ILOH D
WR EH GRFXPHQWHG

, KDYH EHHQ RQ SKRQH FDOOV IRUV PLOO
ZKHUH FRQYHUVDWLRQV FDPH WR D IX00 V
IRU DQ 1'$ FKDLQ RQ D VSHFLILF SHUVRQ

JHYHOV RlI BWDNHKROGHUYV
'LOO\ :RQND KDG QRWKLQJ RQ WKH JHQWO
VWRSSHG IRU ,Q P\ ZRUOG Rl EXVLQHVV
FRPH DFURVV WKH H[WUHPHV RI KXPDQV

<RX KDYH PDQ\ OHYHOV RI LQYROYHPHQW DC
QHHGV IRU VWDNHKROGHUV

6XQ 7]X LQ KLV $UW RI :DU VDZ FRRTXHVW
LW LQ GHOLYHULQJ D VROG SURPKDMV W L
KHOSV QDYLJDWH WKH WUHPHQGRXV QXPEH
\RXU FRQWURO

7R PH D SURPLVHG GHOLYHU\ LV VDFUR
JRYHUQPHQWY DQG JDWH NHHSHUV EORFN \R
ODQXDO KDV DOUHDG\ WROG \RX DERXW FRFPF
VWUHHW 1RZ \RX PXVW QHYHU EDRN GRZQ Z
D SURPLVH WR D FOLHQW

,Q P\ HISHULHQFH WKH FOLHQW WKMH®P EH SD
LI \RX FRPPXQLFDWH $OVR , JLYH WKHP




DYRLG ILJKWV RU WKHLU FRPPLWPHQW WR
FRPSDQ\ PDNH D SURPLVH ZH DUH JRLQJ W

, FDQ WHOO \RX IURP GLUHFW H[SHULHQFH
FUDFN ZKHQ \RX FDOO WR DFWLRER WR DGY

WR SXW LW LQWR SHUVSHFWLYH PODARXW D

, ZRUN WR XQGHUVWDQG WKH ER[ RI UXOH

W LV LOWHUHVWLQJ WR PH WR VHH WKLV
IRFXVHG RQ UXOHV J/RRN WR XQGHKUWWDQG
EH HPEDUUDVVHG JHWWLQJ RWKHUV WR

FRPSHWH DJUHHPHQWYV :RUN RQ \RXU V
SDUWLFXODU KRZ \RX SD\ FRPPLVVLRQV DQC
LWV RZQHU 6WDNHKROGHU UROHYV QHHG

&KDSWHU %XVLQHVV 0
HIRUH

7KH VLPSOH VXPPDU\ LV IRU HYHU\ DFWLRQ

YODPH WKURZHU DW 7RN\R -RXUQDO PDJD]

SDUW\

3RVWFDUGV ZLWKRXW VWDPS SULQWHG

JRUJRW 3DUWQHU $G LQ VW (OHFWURQLF

$ FRPPD FRVW PH P\ FRPSDQ\

)DVW WR +LUH /DWH WR )LUH

&RPSDULQJ RXU PDUNHWLQJ WR 1D]L 3URS
FRPSDQ\ GLQQHU PHHWLQJ :7) ZDV , WK

“ULWLQJ FRPSDQLHV RQ ULFH SDSHU V
SDUWQHU V KRPH $ YLVLRQ ZULWWHQ LG
, DP VR VRUU\

7KDQNLQJ $SSOH ZKHQ JHWWLQJ IUHH FRP
IURP ,%0

7KDQNLQJ ,%0 -DSDQ ZKHQ JHWWLQJ IUHH
&RPSDT -DSDQ

'LVQH\ 2QOLQH -DSDQ DQG OHDUQLQJ WKH
PRUDOV DQG PDUNHWLQJ

'RLQJ D ERDUG FDOO ZKLOH LQ WKH +RW
SREHUW 5RFKH QHYHU WUXVW D FRPPD
ORYLQJ -PDLO 6HUYHUV LQ D 7D[L DQG GH
ZLWKRXW EDFNXS

8VLQJ ORRSKROHVDINH -R$DYQ FRIRU\"

1RW FRQWUROOLQJ EX VLQHVV EDQN DFF
1RW EHLQJ QDPHG DV UHSUHVHQWDWLYH
IRXQGLQJ GRFXPHQWV

ORYLQJ QHZ 2DN GRRUV LQ EDFN RI SLF
KDG JUHDV\ (QJLQH

+DQV 7LHGHPDQQ

1RW VHFXULQJ SULPDU\ FRQWUDFWYV LQ G
YRUJHWWLQJ WKDW , DP D ELJ PDQ MXVW
FDQ LQWLPLGDWH

7UXVWLQJ -RXUQDOLVWV

*LYLQJ DZD\ HTXLW\ LQ UHDO WLPH




BWDUW WKHQ KH YDFDWLRQHG ZKDW"
HPSOR\HH FRQWUDFW
/LQH PDQDJHUV QRW RQ WKH OLQH
$ VKRUW N
*RRJOH *RRVH *DQGHU
1RW SD\LQJ 177 3& &RPPXQLFDWLRQV
$&&- *ROLDWK WROHUDWHY 'DYLG 'DYLG
BHQGLQJ \RXQJ SUHWW\ JLUOV WR $&&- P
1RW ZDONLQJ VRRQHU ZKHQ VLJQV RI FKH
':DONLQJ WR VRRQ ZKHQ VLJQV RI FKHDWL
1RW UHDOL]LQJ WKDW FKHDWLQJ DOZD\V
BHOOLQJ PRUH WKDQ FDQ EH GHOLYHUHG
/JHWWLQJ -D\ 6PLWK /HDYH -DSDQ
SHMHFWLQJ ,GHDY W HGER X WH
%HLQJ KHOG KRVWDJH E\ 7RN\R -RXUQDO
OLVVLQJ WKH PRELOH SKRQH IURP DQ ,%0
FLUFD
1RW VHFXULQJ HTXLW\ ZKHQ RIIHUHG 'DO
ODUFXV DQG OLOOLFKDS WDXJKW PH
1RQ FLUFXPYHQWLRQ DJUHHPHQW ZLWK F
(PSOR\HH 9HULILFDWLRQ UHDOO\ LV D JR
1RW SD\LQJ 'HVLPRQH ZKHQ OLFKHO OHUW
WRRN RYHU
7RN\R -RXUQDO &DVK )ORZ
%0 *ROGHQ 'LVN
JLIKWLQJ ZLWK WKH <RPLXUL 6KLPEXQ
BKRZLQJ PHUF\ GXULQJ GHEW QHJRWLDW
QHZ PDVWHU
JHWWLQJ ODF &RDWHV TXLW ,%0 RQH RI
VDOHV VWXGHQWYV
1RW WDNLQJ WKH GHDO ZLWK &KLQHVH S
IRU VRODU LQ -DSDQ
1RW ZULWLQJ WKLV ERRN VRRQHU
1RW ZDONLQJ DZD\ IURP IDLOXUH ,$&
*HWWLQJ ULSSHG RII E\ WZR PDQDJHUV LC
WKLV \HDU

, ORYH SXEOLF VSHDNLQJ DQG 7KH 9HQWXU
YLIOQOHWWHYVY QHHGHG WR NHHS DQ @XOGLHQF
SLFN IURP WKH DERYH GLUW\ WR FKDOOHC

, DOVR UHFRPPHQG WKDW \RX ZULWH GRZQ \
DV WKDW FRXOG EH D GDLO\ MRXU@W®DWV -XV
SODQ SUHSDUDWLRRU MR M FQH\RIOMREZ V \R X
HYHQW DQG UHDOL]H SRWHQWLDO DQG GLII

6RPH Rl WKH PLVWDNHV OLVWHG WERYH DU
QRW WDNHQ %HLQJ DQ HQWUHSUHQHXU KD
ZLWK D WLQJH RI IDWH PL[HG LQ

7KH URDG FKRLFH OHIW RU ULJKW XWD& WZR
PRWLRQ

KHQ KDYH \RX ZDONHG EDFNZDUGV IRU PRU




&KDSWHU 7KH 6RIW 6DO
LQ EXVLQHVV GHSHQGV RQ
TXDOLILHV DV 5XOH

,Q WKH ILUVW IHZ SDUDJUDSKV RIQVKLYV ERR
DFUH RI GLDPRQGYV 7KDW LV D FRDOMOHFWLEFE
KDYH EHHQ ILOWHUHG IURP WKRXVDQGV RI

, MXVW FKHFNHG DQG P\ $%& 6RODU OHDG I
DUH LQFRPLQJ SKRQH HPDLOV DQG ZHEVLW
DGGHG LQ DQ RXWERXQG HIIRUW 9%&DW KDV
BRODU 2XU 6XUURXQG 7KH 6SDFH HIIRUW K
WR EH HIIHFWLYH

2XU $%& 6RODU %XVLQHVV 2SHUDWLQJ 6\V
PDQ\ FDWHJRULHV ,QFOXGLQJ *ULP 5HDSH
'RQH DQG 12 :$< 7KH EHVW DUH WKH FOLHQ
WKH GHDG DQG DUH SXOOHG IURP WKH *ULH
EHLQJ D WRGD\ VDOH

7TKDW LV WKH UHZDUG IRU 7KH 6RIW 6DOH

7KH 6RIW 6DOH LV DERXW EHLQJ M®LEUDU
SDWLHQWO\ ,W LV D IRUP RI PDNAQN WKH F
\RX FDQQRW OHW LW DSSHDU WRDEB ®@FAGDFN
LV WR VHW D FDOO EDFN VFKHGXOH WKDW V

$ ODFN RI DFWXDO SUHVVXUH PDNHV \RXU
SURVSHFWV ZLOO LQWURGXFH \RX WR RWKH
PDGH WKH GHFLVLRQ WKHPVHOYHYV

, WDNH EHLQJ D OLEUDULDQ WR WHKHHM[WUHP
P\ SURVSHFWV D FRS\ RI WKH 6ROM®G %LEOH
ZLWK D VWHS E\ VWHS JXLGH IRU WKH FO
SDUWLFLSDWH LQ WKH VRODU GHRIOWMRQ 7
VHFWLRQ LV PRUH LQIRUPDWLRQ WKDQ HYHC

7KH ERRN VHUYHV VHYHUDO SXUSRVHYV
,W HVWDEOLVKHYV $%& 6RODU DV TXDOLILH
W JLYHVY UHODWDEOH SLFWXUHV WR DQVZ
,W LV SDVVHG RQ

, XVH 2Z2Z FUHDWHVSDFH FRP WR SXEOLVK P
RI SKRWRVKRS LI \RX KDYH LPDJHVLVQ \RXU
YHU\ HDV\ WR XVH

2QFH \RXU ERRN LV UHDG\ WR SURQWWO&UHD
RQ $PD]RQ FRP DQG HYHQ LQ ERR®M Y& RUHV
EHLQJ RQ $PD]JRQ LV D FUHGLELOMWWUBRRVW

7KH 6RIW 6DOH LV DOVR DERXW SURYLGLQ
SURVSHFW FRPSDQ\ WKH WRROV QHR&®HG WR S
PXVW ZRUN KDUG WR PDNH WKHP ORRN JRRG

, WKLQN RQH RI WKH PRVW LPSRUWBQW UXO
KDYH D UHDVRQ WR FDOO D SURVSHEWD GRW M X
<RX QHHG WR KDYH VRPH QHZ SLHFH RI PDU
RWKHU UHDVRQ WKDW PDNHV WKHRKOLHQW
SURWHFW WKLV VSHFLDO SDUW Rl WROHLFOL
YHQGRU ZKHQ WKH\ EHFRPH UHDG\

,J \RX OXQJH DW \RXU FOLHQW \RX ZLOO VFD

1RZ GRQ W PLVWDNH 7KH 6RIW 6DOH PHWKHF
IURP LW %HFDXVH RI WKH SDWLHQFH UHTX
\RX PXVW EXLOG D ODUJHU FRQWDFW ED

%DVLFDOO\ \RX JHW WR SURYLGHRXDSS\ VDO
RI SHRSOH RYHU WKH OHQJWK RI \RXU FDUH

6WDWLVWLFV SOD\V D NH\ UROH D@ ®Q\ VDC
FODVVLILFDWLRQV LQ \RXU &OLHQW 0DQDJ
WKH WRRO WR WDNH JRRG QRWHV RQ \RXU F
KDQG\ IRU IXWXUH XVH <RXU EIRBLEWLPSO




RI FRQYHUVDWLRQ DQG EH DEOH W8 UHFDOC
D QXGJH DQG QRWH WDNLQJ LV WKDW QXGJ

(QIRUFH QRWH WDNLQJ DPRQJ \RXU VWDII
WDONV WR D FOLHQW PXVW WDNH D QRWH
7KH ZKROH FRPSDQ\ DQG DOO WKHIRWVABII DU
1RWHV DOORZ WKDW WR KDSSHQ JUDFHIXO0O

&KDSWHU .H\ 5SHVRXUFH

7KH &RPSDQ\ :LOO DQG 7HVWDPHQW WR &RQ

$GPLQLVWUDWLRQ LV RIWHQ ORVWVRE WKH

H[KLODUDWLRQ RI VHOOLQJ \RXU RRGHD DQG
FOLHQWV  %XW WKLV LV RN 5HOD[ 7RF
HQWUHSUHQHXUV HVSHFLDOO\ WKRVH UHW
ZLOO VSHQG WRR PXFK WLPH DQG PRQH\
FRPSOLDQFH DQG DSSURYDOV

<RX GR QHHG D IHZ WKLQJV EXW UHDOO\ W
FDQ EH GHDOW ZLWK DV \RX JR <RX QHHG
JHGHUDO (PSOR\HH ,GHQWLILFDWLRQ 1XPEH
DQG EXVLQHVYV FDUGYV 7KDW FDQ DOO EH G

2QH KRXU LQ WKH FDVH RI D VLQDOWGHUVRQ
VKDUHKROGHUV VWDNHKROGHUV DQG VXFK
RQ \RXU VKDUHKROGHUV DJUHHPHQW DV ZHC

7KH NH\ WR \RXU VKDUHKROGHUY DJUHHPHQ

:KDW KDSSHQV ZKHQ \RX GLH

OHHWLQJ UXOHV H J KRZ PDQ\ GLUHF

ZKHUH ZKHQ

6KDUHKROGHU YRWLQJ ULJKWV H J

WKDW

6KDUHKROGHU EHKDYLRU UXOHV
6KDUH YHWWLQJ UXOHV H J MXQLRU
\HDUYV

JRU PH LV WKH NH\ DQG PRVW LARSRUWDAQ
\RXU VKDUHKROGHU V DJUHHPHQW I \RX G

'KHQ , ZDV \RXQJ -DFN 'LFENH\ ZDV D UR
QHLIJKERUKRRG $vV D EXGGLQJ VDOHVPDQ ,
DQG ORRNHG XS WR WKH GHDO PDNHUV -DF




+H GLHG +LV FRPSDQ\ V VKDUHKROGHU DJ
GHDWK KLV SDUWQHU JHWV KLV VKDUHYV

+LV ZLIH DQG NLGV JRW FXW RXW

, ZLOO QHYHU IRUJHW WKLV $EROGBQ VWD
DJUHHPHQW WKDW FDPH WR P\ GHWMINLGQGHHC
QR zZzD\ , DP LQ EXVLQHVV IRU P\ODPLO\
JDLQ P\ VKDUHV XSRQ P\ H[SLUDWLRQ

7KH UHVW RI D VKDUHKROGHU V DJWHHPHQ
JRRG WR WKLQN DERXW ELJ HYHQWY DQG YF
OLNH VHOOLQJ PRUH WKDQ LQ VKDUHV R

, UHFRPPHQG 'HODZDUH IRU HVWDEOLVKLQJ
WKLV IRU GUHDPV RI JRLQJ SXEOLFHWRPHGD\
WD[HV DQG VLPSOH UHSRUWLQJ W GRHYV
&DOLIRUQLD WR GR EXVLQHVYV DV ®HIRUHLJIQ
WR RSHQ D EDQN DFFRXQW :ZZ FRVSRUDWH
IRU\RX RU \RX FDQ JR WR 6HFUH@Y®IUQHRI 6 WI

KR DP ,"

1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBI
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBB
&LW\ BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
6WDWH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
=LS BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
&HOO 3KRQH BBBBBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBBBBBBBBBBBBBBBBBBBBBBBBBBE

&RPSDQ\ 1DPH BBBBBBBBBBBBBBBBBBBBBBB
$GGUHVYVY BBBBBBBBBBBBBBBBBBBBBBBBBBB
&LW\ BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
6WDWH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
=LS BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
&HOO 3KRQH BBBBBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBBBBBBBBBBBBBBBBBBBBBBBBBBE

6RFLDO 6HFXULW\ BBBBBBBBBBBBBBBBBBBE
'ULYHU V /LFHQVH BBBBBBBBBBBBBBBBB ([S

'‘DWH RI %LUWK BBBB BBBBB BBBBBBBB

6DIHW\ '"HSRVLW .H\ LV ORFDWHG BBBBBBBB
6DIHW\ '"HSRVLW EDQN DQG EUDQFK BBBBBBB

I1RWHV WR QH[W RI NLQ RU QH[W RZQHU RI \F
GRQ W EH HPEDUUDVVHG 7UDQVLWLRQV RI
BBBBBBEBBEBBBBBBBBBBBBBBBBBBEBBBBBBBBE

BEBBBBEBBBBBBBEBBBEBBBBEBBBEBBBBBBBBBBBBE
BBBBBBEBBBBBBBBBBBBEBBBBBBBBEBEBBBBBBBBE




.H\ 5HVRXUFHV

27272 &RUSRUDWH FRP VHWXS XS FRUSRUDWI
ZZZ FRUSRUADOWID KRS \RX JHW DQ )(,1 DQG .«
QXPEHU 2WKHUV ZLOO EH H[SODLQHG RQ Q
DQG NHHS \RXU UHFRUGV KHUH

JHGHUDO (PSOR\HH ,GHQWLILFDWLRQ 1XPEHI

&RUSRUDWLRQ 1XPEHU BBE
)(, 1 BBEBBBBBBBBB
5HVHOOHU V /LFHQVH BB
AXLFN %2( /RJILQ BBBBBBI

6WDWH DQG 'DWH RI ,QFRUSRUDW LERR)
&RQWUDFWRU V /LFHQVH 1XPEHU 6WDWH &OI

BULPDU\ %DQN BBBBEBBBBBBBBBBBBBBBBBB
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
&RQWDFW BBBBBBBBBBBBBBBBBBBBBBBBBBB
$FFRXQW QXPEHU BBBBBBBBBBBBBBBBBBBB
SRXWLQJ QXPEHU BEBBBBBBBBBBBBBBBBBB
$FFRXQW 1DPH BBBBBBBBBBBBBBBBBBBBBBE

6HFRQGDU\ %DQN BBBBBBBBBBBBBBBBBBBBE
$GGUHVV BBBBBBBBBBBBBBBBBBBBBBBB
3KRQH BBEBEBBBEBBBBBBBBBBBBBBBBBBB
&RQWDFW BBBBBBBBBBBBBBBBBBBBBBBBBB
$FFRXQW QXPEHU BBEBBEBBBBBBBBBBBBBBBB
SRXWLQJ QXPEHU BBBBBBBBBBBBBBBBBBBBE

J)DFHERRN XVHU SDVVZRUG BBBBBBBBBBBB
,QVWDJUDP XVHU SDVVZRUG BBBBBBBBBBB
<RXWXEH XVHU SDVVZRUG BBBBBBBBBBBBE
6QDSFKDW XVHU SDVVZRUG BBBBBBBBBBBE
*RRJOH XVHU SDVVZRUG BBBBBBBBBBBBBE
*RRJOH $GZRUGV XVHU SDVVZRUG BBBBBBBE
3ULPDU\ &RPSDQ\ (PDLO BBBBBBBBBBBBBBB
6HUYHU 1DPH BBBBBBBBBBBBBBBBBBBB
IHWZLQVLWH XVHU SDVVZRUG BBBBBBBBB

iTo

L

,QVXUDQFH 3ROLFLHV /LVW 7KHP $00 %XV
7TKHVH ZLOO FKDQJH VR DGG SDJHV KHUH ZK

S3ROLF\ 7\SH BBBBBBEBBBBBBBBBBBBBE
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBB
3ROLF\ ; 'DWH BBBBBBBBBBBBBBBBBBBBBBB

S3ROLF\ 7\SH BBBBBBBBBBBBBBBBBBBBBBBI
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBEBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBB
3ROLF\ ; 'DWH BBBBBBBBBBBBBBBBBBBBBBB
3ROLF\ 7\SH BBBBEBBBBBBBBBBBEBBBBBBBBI
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBEBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBB
3ROLF\ ; 'DWH BBBBBBBBBBBBBBBBBBBBBBB

3ROLF\ 7\SH BBBBEBBBBBBBBBBEBEBBBBBBBBI
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBEBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBB
3ROLF\ ;, 'DWH BBBBBBBBBBBBBBBBBBBBBBB

S3ROLF\ 7\SH BBBBBBBBBBBBBBBBBBBBBBBI
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBEBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBB
3ROLF\ ; 'DWH BBBBBBBBBBBBBBBBBBBBBBB

B3ROLF\ 7\SH BBBBBBBBBBBBBBBBBBBBBBBI
,QVXUDQFH &RPSDQ\ BBBBBBBBBBBBBBBBBB
"HEVLWH 3KRQH BBBBBBBBBBBBBBBBBBBBB
$FFRXQW 1XPEHU BBBBBBBBBBBBBBBBBBBBE
3ROLF\ ; 'DWH BBBBBBBBBBBBBBBBBBBBBBB
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5( )RONV \RX OLVW WR JHW FUHGLW DQG JH

&RPSDQ\ BBBBEBBBBBBBBBBBEBBBBBBBBBB
&RQWDFW BBBBBBBBBBBBBBBBBBBBBBBE
$GGUHVV BBBEBBBBBBBBBBBEBBBBBBBBB
"HEVLWH BEBEBEBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBBBBBBBBBBBBBBBBBBBBBBE
ODLQ BURGXFWY 6HUYLFHY BBBBBBBBBBBBBE
7TUDGH &UHGLW" <HV 12

7TUDGH &UHGLW $PRXQW BBBBBBBBBBBBBBE
&RPSDQ\ BBBBEBBBBBBBBBBBEBBBBBBBBBB
&RQWDFW BBBBBBEBBBBBBBBBBEBBBBBBBE
$GGUHVYV BBBBBBBBBBBBBBBBBBBBBBBB
"HEVLWH BBEBBBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBEBEBBBBBBBBBBBEBBBBBBBBBE
ODLQ BURGXFWY 6HUYLFHVY BBBBBBBBBBBBB
7TUDGH &UHGLW" <HV 12

7TUDGH &UHGLW $PRXQW BBBBBBBBBBBBBBB
&RPSDQ\ BBBBBBBBBBBBBBBBBBBBBBBBB
&RQWDFW BBBBBBEBBBBBBBBBBBBBBBBBE
$GGUHVV BBBBBBBBBBBBBBBBBBBBBBBB
"HEVLWH BBEBEBBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBEBBBBEBBBBBBBBBBBBBBBBBBE
ODLQ BURGXFWY 6HUYLFHV BBBBBBBBBBBBB
7TUDGH &UHGLW" <HV 12

7TUDGH &UHGLW $PRXQW BBBBBBBBBBBBBBB
&RPSDQ\ BBBBBBBBBBBBBBBBBBBBBBBBB
&RQWDFW BBBBBBBBBBBBBBBBBBBBBBBE
$GGUHVV BBBBBBBBBBBBBBBBBBBBBBBB
"HEVLWH BBEBEBEBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBBBBBBBBBBBBBBBBBBBBBBE
ODLQ BURGXFWY 6HUYLFHVY BBBBBBBBBBBBB
7TUDGH &UHGLW" <HV 12

7TUDGH &UHGLW $PRXQW BBBBBBBBBBBBBBBI

AXLFN SHIHUHQFH 6DOHV ,QIRUPDWLRQ

6DOHV BBBBBBBBBBBBBBBBBBBBBBB
SURILW /RVV BBBBBBBBBBBBBBBBBBBBBE
7D[DEOH ,QFRPH BBBBBBBBBBBBBBBBBBE
%LJIJHVW &OLHQW BBBBBBBBBBBBBBBBBB
*RDO BBEBEBBBBBBBBBBBBBBBBBBBBBE

6DOHV BBBBBBBBBBBBBBBBBBBBBBB
BURILW /RVV BBBBBBBBBBBBBBBBBBBBE
7D[DEOH ,QFRPH BBBBBBBBBBBBBBBBBB
%LIJIJHVW &OLHQW BBBBEBBBBBBBBBBBB
*RDO BBBBBBBBBBBBBBBBBBBBBB

6DOHV BBBBEBEBBBBBBBBBEBBBBBBBBB
URILW /RVV BBBBBBBBBBBBBBBBBBBBBE
7TD[DEOH ,QFRPH BBBBBBBBBBBBBBBBBBE
%LJIJHVW &OLHQW BBBBBBBBBBBBBBBBBB
*RDO BBBBBBBBBBBBBBBBBBBBBBB

6DOHV BBBBEBEBBBBBBBBBEBBBBBBBBB
3URILW /RVV BBBBBBBBBBBBBBBBBBBBBE
7TD[DEOH ,QFRPH BBBBBBBBBBBBBBBBBE
%LIJIJHVW &OLHQW BBBBBBBBBBBBBBBBBE
*RDO BBEBBEBBBBBBBBBBBBEBBBBBBBBBB

6DOHV BBBBBBBBBBBBBBBBBBBBBBBBBE
URILW /RVV BBBEBBBBBBBBBBBBBBBBBBB
7TD[DEOH ,QFRPH BBBBBBBBBBBBBBBBBB
%LJIJHVW &OLHQW BBBBBBBBBBBBBBBBBE
*RDO BBBBEBBBBBBBBBBBBBBBBBBE

6DOHV BBBBBBBBBBBBBBBBBBBBBBE
3URILW /RVV BBBBBBBBBBBBBBBBBBBBB
7TD[DEOH ,QFRPH BBBBEBBBBBBBBBBBBBB
%LJIJHVW &OLHQW BBBBBBBBBBBBBBBBBE
*RDO BBBBBBEBBBBBBBBBBBBBBBE



3XW FRSLHV RI \RXU LQFRPH VWDWHPHQW D .H\ % XVLQHVV &RQWDFWYVY DQG 5HVRXUFHV

SDJHV 7KLV LV XVHIXO GXULQJ GHDO PDNL(

%H UHDG\ &RUSRUDWH /DZ\HU BBBBBBBBBBBBBBBBBBE
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
(PDLO BBBBBBEBBBBBBBBBBEBBBBBBBBBBBBB
5SDWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI

%XVLQHVYV /DZ\HU BBBBBBBBBBBBBBBBB
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
(PDLO BBBBBBBBBBBBBBEBBEBBBBBBBBBBBBB
5SDWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
SHIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBB

3DWHQW /DZ\HU BBBBBBBBBBBBBBBBBBBBBE
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVV BBBBBBBBBBBBBBBBBBBBBBBBBBB
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
(PDLO BBBBBEBBBBEBBBBBBBBBBBBBBBBBBBB
SDWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5SHIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI

&ULPLQDO /DZ\HU BBBBBBBBBBBBBBBBBBBI
1DPH BBBBBBBBBBBBBBBBEBBBBBBBBBBBBI
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBB
(PDLO BBBBBBBBBBBBBBBBBBBBBBBBBBBE
5SDWH SHU KRXU BBBBBBBBBBEBBBBBBBBBBB
SHIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI




&3%$ $SFFRXQWDQW BBBBBBBBBBBBBBBBBBB
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBBBBBBBBBB
(PDLO BBBBBBEBBBBBBBBBBEBBEBBBBBBBBBBB
5DWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI
"HEVLWH 'HVLIJQHU BBBBBBBBBBBBBBBBBBBE
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVYV BBBBBEBBBBBBBBBBBBBBBBBBB
3KRQH BBBBBBBBBBBB(PDLO BBBBBB
5DWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBB

/IRILVWLFV 6KLSSLQJ BBBBEBBBBBBBBBBBE
1DPH

BEBBEBBBBBBBBBBBEBBEBBBBBBBBBBBBBBBE
$GGUHVYV

BEBBEBBBBBBBBBBBEBBEBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBB (PD

5DWH SHU KRXU
BBBBEBEBEBBBBBBBBBBBBBBBBBBBBBBBBBE

S5HIHUUHG E\
BBBBEBEBEBBBBBBBBBBBBBBBBBBBBBBBBBE

6WUXFWXUDO (QJLQHHU BBEBBBBBBBBBBE
1DPH BBBBBBBBBBEBBBBBBBBBBBBBBBBB
$GGUHVYV BBBEBBBBBBBBBBBBBBBBBBBB
3KRQH BBBBBBBBBBBBB(PDLO

5DWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBE

3D\UROO &RPSDQ\ BBBBBBBBBBBBBBBBBBBE
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
$GGUHVYVY BBBBBBBBBBBBBBBBBBBBBBBBBBE
3KRQH BBBBBBBBBBBBBBBBBBBBB (PDLO

5DWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI

*UDSKLF $UWLVW BBBBBBBBBBBBBBBBBBBB
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVV BBBBBBBBBBBBBBBBBBBBBBBBBBB
3KRQH BBBBBBBBBBBBBBBBBBBBBB (PDLO

5SDWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
5HIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBBI

&RS\ :ULWHU BBBBBBBBBBBBBBBBBBBBBBBB
1DPH BBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
$GGUHVVY BBBBBBBBBBBBBBBBBBBBBBBBBBB
3KRQH BBBBBBBBBBBBBBBBBBB(PDLO BBBB
5SDWH SHU KRXU BBBBBBBBBBBBBBBBBBBBBB
SHIHUUHG E\ BBBBBBBBBBBBBBBBBBBBBBBB
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7KLV $JUHHPHQW LV PDGH DQG HQWHUHG LQ
(IIHFWLYH 'DWH E\ DQG EHWZHHQ BBBBE
KDYLQJ D SULQFLSDO SODFH RI
BBEBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
BBEBBB BBBBBBBBBBBBBBBBBBBBBBBBBBB
BBEBBBBBBBBBBBBBBBBBBB BBBB
BBBBBBBBBBBBBBBBB 2WKHU 3DU
BBBBBBBBBBBBBBBBBBBB KDYLQJ D SULQFLS
BBEBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBW
DQG SUHVHUYDWLRQ RI WKH FRQIIRBHQWLDC
LQIRUPDWLRQ WR EH GLVFORVHG RU F
BBBBBBBBBBBBBBBBBBBBBB DQG 2WKHU 3DU
FHUWDLQ QHJRW RIMWLKQWRHUGGYMFYVEHG L
DWWDFKHG KHUHWR

'HILQLWLRQ RI &RQILGHQWLDO ,QIRUP
,QIRUPDWLRQ PHDQV

D DQ\ WHFKQLFDO DQG QRQ WHFHKWLNDO LQ
LQFOXGLQJ LWV SDUHQW V VXEVR@L®U\ V
FXUUHQW IXWXUH DQG SURSRVHGKIURGXFW
SDUWLHV LQFOXGLQJ IRU H[DPSOW\DWG ZLW
UHVSHFWLYH LQIRUPDWLRQ FRQFHUQLQJ UH
GHWDLOV DQG VSHFLILFDWLRQV VDPSOH)
SURFXUHPHQW UHTXLUHPHQWY HQJLQHHU
LQIRUPDWLRQ FXVWRPHU OLVWYV LRXQVLQHV\
DQG PDUNHWLQJ SODQV DQG

E DQ\ LQIRUPDWLRQ D SDUW\ KDVHUHFHLYH
PDGH NQRZQ WR WKH RWKHU SDUW\ DQG ZKl
WR WUHDW DV FRQILGHQWLDO RUWSDRSULHW
VXFK LQIRUPDWLRQ GLVFORVHG E\ D SDUW
'LVFORVHU ZLOO EH FRQVLGHUHG &RQIL
'LVFORVHU E\ WKH RWKHU SDUW\ WKH 5F
LQIRUPDWLRQ D LI SURYLGHG DVUIPQIRUPDYV
RULQ ZULWLQJ HJ SDSHU GLFMNRRYVG\OHFV

L

GHVLJQDWHG DV ZRWK. GROMWIRDMKHBWLPLOL
RU E LI SURYLGHG RUDOO\ LV MAWEGIWLUILHG
GLVFORVXUH DQG FRQILUPHG LQ ZULWLQJ :
GLVEFORVXUH

1RQGLVFORVXUH DQG 1RQXVH 2EOLJDWLRC(
GLVVHPLQDWH RU LQ DQ\ ZD\ GLVFORVH
&RQILGHQWLDO ,QIRUPDWLRQ WR DW\ SHUVF
WR WKH HWHQW QHFHVVDU\ IRU WIWKHSXUSR
3XUSRVH

)XUWKHUPRUH QHLWKHU SDUW\ PD\ GLVFO
QHJRWLDWLRQV GLVFXVVLRQV RUWAKRDVXOW
SDUWLHV WR DQ\ IRUP RI SXEOLF PHGLD Z
DSSURYDO RI WKH KRIVWHQHN \BHOAWO RSHBDW DO
&RQILGHQWLDO ,QIRUPDWLRQ ZLWK WKH V
5HFLSLHQW DFFRUGV WR 5HFLSLHQW V RZQ
EXW QRW OHVV WKDQ UHDVRQDEOH FDUH
'LVFORVHU V &RQILGHQWLDO ,QIRURDWLRQ |
HPSOR\VHHV FRQVXOWDQWY DQG FRQWUDFW
LQIRUPDWLRQ B5HFLSLHQW FHUWLILHV WK
FRQVXOWDQW DQG FRQWUDFWRU RO KDY+
WR HPSOR\PHQW RU LQ RUGHU WR REWDLC
,QIRUPDWLRQ WR EH ERXQG E\ WHUPV DQG
VLPLODU WR WKRVH WHUPV DQG FRWBUWLRQ
WKLV $JUHHPHQW

5HFLSLHQW VKDOO LPPHGLDWHO\ JLYH QR\
XQDXWKRUL]JHG XVH RU GLVFORVXUH RI '
,QIRUPDWLRQ 5HFLSLHQW VKDOO DVVLVW
VXFK XQDXWKRUL]JHG XVH RU GLVFORVXUH I
,QIRUPDWLRQ

([FOXVLRQV IURP 1RQGLVFORVXUH DQG
SHFLSLHQW V REOLJDWLRQV XQGHU 6HFWL
1RQXVH 2EOLJDWLRQV VKDOO QRW DSSO\
&RQILGHQWLDO ,QIRUPDWLRQ WKDW B5HFL:
FRPSHWHQW HYLGHQFH









RQOLQH GRFXPHQW JHQHUDWLRQ DW BBBBB
WKH HPDLO LV UHWXUQHG WR BBBBBBB#BBB
ZLOO EH FRQVLGHUHG VLJQHG DQG LQ HIIHF

BEBBBBBBBBBBBBBBBBBBBBBBBBBB ZLOO U
BBBBBBBBBBB#BBBBBBBBBBB 7KLV 1'$ ZLOO
7KH 'DLO\ 1HWZRUN //& UHSOLHV WR WKH 1'$
W\V\SHV $*5(( LQ WKDW UHSO\ WKDW ZLOO E
UHSO\ GDWH ZLOO EHFRPH WKH HIIHFWLYH G
EHWZHHQ WKHVH SDULWLHYV

7KH 3 DUWLHV WR WKLV 1'$ $JUHHPHQW $UH

(;+,%,76

7KLV 1'$ $JUHHPHQW DERXW WKLV WRSLF

([KLELWV PD\ EH DGGHG WR WKLV DJUHHPH
ZLWK LQLWLDO V[KILGEDRW X UK R H/DAKG SD U W\
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%RWK 3DUWLHV $JUHH WR (OHFWURQLF (PDL

7KLV 1RQGLVFORVXUH DQG &RQILGHQWLDOL
HQWHUHG LQWR DV RI BBBBBBBBBBBBBBB
'DWH E\ DQG EHWZHHQ BBBBBBBBBBBB
BBBBBBBBBBBBBB KDYLQJ D SULQFLSDO
BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
BBBBB BBEBBBBBBBBBBBBBBBBB
BBEBBBBBBBBBBBBBBBBBBB BBBBBBBBBBBBB
2WKHU 3DUW\ &RUSRUDWLRQ KIV¥LQJ D S
DW BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBB
WR DVVXUH WKH SURWHFWLRQ D @G KRUHVHU
SURSULHWDU\ QDWXUH RI LQIRUPDWLRQ
DYDLODEOH E\ BBBBBBBBBBBBBBBBBBBBBBBE
LQ FRQQHFWLRQ ZLWK FHUWDLQ QHJRWLD
GHVFULEHG LQ ([KLELW $ DWWDFKHG KHUHW

5(&,7$/6

7KH 'LVFORVHU LV WKH RZQHU RI FBMWDLQ
GHILQHG EHORZ DQG RWKHU PDWHU
BBBBBBBBEBBEBBBBBBBBBBEBEBBBEBEBBBBBBBBBBE
BBBBBBBBEBBEBBBBBBBBBBBBBBBBBBBBBBBBBE
BBBBBBBBEBBEBBBBBBBBBBBBBBBBBBBBBBBBBE
"PDWHULDO EHLQJ GLVFORVHG ™ DQG

7KH 'LVFORVHU PD\ GLVFORVH WR WKH 5HF
DQG &RQILGHQWLDO ,QIRUPDWLRQ Rl WKH '
BBEBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
BBEBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE
BBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBBE

,Q FRQVLGHUDWLRQ RI WKH IRUHJRR@J WKH
DFNQRZOHGJH DQG H[SUHVVO\ DJUHH DV IRO

&RQILGHQWLDO ,QIRUPDWLRQ

ol






































































