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Forum links entrepreneurs, venture capitalists

By Stephanie Tavares / STAFF WRITER

Entreprenears from around the globe de-
seended on Hendersan rev:mﬂytnpnsznf.ﬂm:
business concepts and convinee ivestors and
weriture capitalists o fork over some serious

dough.

The 2007 Vegas Venture Porum, held carkier
this spring al the Green Valley Ranch confer-
ence ceater, brought dozens of imvestors and
entrepreneurs togelher for bwo diys of presen-
tations, nehl.-'nrhnga 0

The object of the forum was o support
emerging Iusfnesses, attract promising busi-
ness ventures to Scuthern Nevada and to sup-
port those aleeady here, TE was onganized by
the Technofogy Business Alliance of Mevada,
Golden Capital Network, Vegas Valley Angels
amwd Nevad's Center for Entreprenenrship and
T

echnalogy.

The turnout for Uhis yepr's evenl was larger
than any previous year, and arganizers said they
were plezsed with how the event played out,

“Fromm my perspective T thought it was very
suecesaful,” TBAN President Euss Ketchum
sail. “We had 2 Jol of people show up kst min-
ute who we werent expecting, mare than we
had anticipated and mare than we bad pre-sokl,
T think it went off very well. We had a lot of good

companics presenting and a lot of positive feed-
bk from the attendees that found a kot of value
to what they saw,”

The two-day event incladed seminars, short
and Jong presentations, 2 business plan compedi-
tion and several opportunthies for investors and
enitreprenears to nebwork.

*I've been involved with the Vegas Venture
forum since the beginming and we are most ex-
eited for this vear's program,” said Vegss Valley
Angels Chairman Mike Ballard,

The business plan competition winners were
annommeed al the very end of day two. From a
field of shout 20 competitors and 10 semifinal-
ists, DSX Therapeutics, based in North Las
Vegns, was named best Mevada-based business
and Supercquad of Roseville, Calil, was named
et everall bussiness,

DSX Therapowtics has developed a range of
patented procuacts that will allow doctors to rap-
idly diagnase and, for the first time, effectively

Irest severe sepsis and other inflammatory
disorders. Superquad LLC manufactures and
sells a driving and braking svstem for manual
wheelchairs called a Wiit, which enables eldecly
or weak manual wheelchair users to customize
their chairs for easier wse,

Bath companies were expected to gt signih-
cant imeestment from imvestors at the event, fol-
Tewing dise diligence pesiods.

Katehum said the quality of presentations
this year are a marked improvement from years
past. He said that investors and entreprencurs
this year really understood the potential of the
faruan.

“I thought there was a pretty good variety
and I thought the quality of the presenters was
superh,” Ketchum said. “Theyre starting to re-
alize that if they do a good job presenting at the

farum there's a good chance we'll get the fund-
ing they oeetl. They have started taking the fo-
rum seriously and realizging it's 2 great medimm
wgetﬂ:e?mumm:imuu't there and get some

Amid he expecis the forum to only get bigger
and better in the future, Ketchum saxd the fo-
rum this year has already created momentim
for next vear's event and that someday down
the Line, they may have te start turning people
Ay

“\‘re‘rcgcltng‘ahtnl’gmdhtdbalk alot
of interested parties and interested investors,”
Ketehum said. “So we certainly expect this to
grow and to beoome a greater foree in Nevada
a2 test bed for new companies. Which iz really
what we're shooting for.”




What not to say

Bill Reichert, managing director of
Garage Technabogy Ventures, described
how fiis experience az a former entrepro-
newr put him In 2 unigue pesition to spet
the ermply buzzwords and flaws in ven-
ture capital presentations. In an apening-
night sezsion, e advised entrepreneurs
to resist the temptation to fill presenta-
tions with empty phrases, sxangerations
and outright lies in the hope of impress-
Ing patential investors,

“Wa realized a thera was a graup of
phrases that kept coming up and the
e we heand them the less credible
they sounded.” Relchert said,

1. Our projections are consarvative,
“Of courss they'ne not conserdative. Ke
ome believes they are consarvative,”
Reichert sald. “and why would you want
to give conservative numiers? You want
to project success.”

2. Qur markatis a 568 billion market.
“If you were going for that, yeu'd have no
fuck. I toa big," Reichert sald, *Yeau're
going fer & niteh within that markes”

3. Our contract with [insert big cam-
pany] will be igned next weak, “Never
promise a cantrast will Be signed before
it"s actually signed,” Reichert advised.
“BUrprise us with good news.”

4. 1w only sall 40 percent of the
company we'll still have control. “As soon
as you sell stogk you have a fiduciary
respansibility to those sharsholders and
if you are taking en angal-type investors
they are going to cxpect to have input,”
Reichert sald. “Dan't try to fool yourself.”

5, There's no cornpetition in our space.
That might be bacause there is na de-
mand for your praduct, Reichart pointed
ik, This is & bad phrase to use because
it biegs toa many questions.

G We'va assembled a world-class
Leam. “You may have some extremely
talented peaple with incredible abilities,
but yau probably don't have a world class
team. That takes tirme," he said. “Tel|
them that you're competent and good
encugh for new, There are very few Bill
Gatas out there., Chanoes are yow are not
one of thern.”

1. Our sales cycle is three to six
mionths, “Knaw your numbers,” Reichert
advised. “0f course your first three sales
wiere fast, Youwll eventually have same-
anewhio takes a year te By and that will
change your average. It takes a long Lime
to have accurate projections. You have to
really know the business well in arder te
make aceurate projactions.”



