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TRIP REPORT 

 
Australian Association of Angel Investors  

Conference 
20-22 February 2013 

Brisbane 
 

Suse Reynolds – Angel Association  
Ray Thomson – Angel Association 

 
 
 
 
KEY TAKE OUTS 
 
Look for disruptive markets 

• 3D printing 
• voice apps 
• UAVs 
• synthetic biology 
• medical personal devices 
• software 
• energy storage and solar power 
• new business models 

 
Angel networks need sidecar funds – more efficient, allow wider engagement 
 
Crowd funding is coming but is a challenge for legislators 
 
Preference shares increasingly popular in angel deals 
 
Successful entrepreneurs are: 

• risk managers not risk averse 
• have done it before 
• have made mistakes and learned from them 
• can build great teams  
• good with money and don't buy BMWs! 
• able to align capability, interests and strategy 
• communicate, communicate, communicate 
• are ready for the counter punch from the market 
• dogged and persistent but listen 
• are not psychopaths – psychopath test: looks you in the eye and is nice to the waiter! 

 
 
 
IMPRESSIVE PEOPLE 
 
David Roberts  Singularity University 
http://singularityu.org/ 
Vice President and Director of Graduate Studies 
Serial entrepreneur in education, communication, health care, security and poverty 
Chairman of HaloDrop robotic incident response company 
 
Mike Volker  Simon Fraser University 
www.mikevolker.com 
Runs two angel networks and manages three angel funds 
Has invested in over 30 ventures 
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John Morris   Tech Coast Angels 
http://www.linkedin.com/in/johnmmorrisvistagechair 
Helped to found Tech Coast angels.  Serial investor and lead angel. 
 
 
Stuart Fox 
http://www.linkedin.com/pub/stuart-fox/27/754/201 
Active Sydney angel.  M&A experience.   
 
 
 
SESSION HIGHLIGHTS  
 

• FUTURE TRENDS IN ANGEL INVESTMENT 
• EMERGING TRENDS IN CAPITAL SOURCING 
• THE ANGEL SCENE IN ASIA 
• IDENTIFYING GREAT DEALS 
• IDENTIFYING GREAT ENTREPRENEURS 
• NEGOTIATING TO A SUCCESSFUL OUTCOME 
• TEAM OR INDIVIDUAL SPORT 
• VALUATION AND PORTFOLIO MANAGEMENT 
• STRATEGY EXECUTION 
• ECONOMIC UPDATE 
• COMMERCIALISATION AUSTRALIA 

 
My favourite bits are in bold…  
 
FUTURE TRENDS IN ANGEL INVESTMENT 
 
David Roberts – Singularity University 
 
What are disruptive markets? 

• Anything to do with 3d printing 
• Anything to do with voice apps 
• UAV's or very fast robots and telepresence robots 
• Synthetic biology 
• Medicine - personal devices especially those that capture information  
• Software - iPads will not be here for much longer eg Google glass  
• Anything that uses “the crowd in the cloud” eg, funding, med diagnosis, ad 

campaigns, marketing 
• Education software  
• Energy storage solar cells and solar services  
• New business models  

 
Stuart Fox – Sydney Angels  
http://www.linkedin.com/pub/stuart-fox/27/754/201 
 
Investment trends  - creating side-car funds - the trend is your friend 
Core plus satellite fund will be the better way to be an angel 
Strategic angel investors will become more prevalent 
Continued growth in early stage investment as you can do a lot more with a lot less 
 
In the Sydney side-car fund there are 50 limited partners.  Benefits: 

• a vehicle for new angels to be exposed to angel deals.   
• it does not exclude high touch angel investmentors.   
• using a fund is faster - average time to close a funding round is 4 weeks, and  
• a fund supports sustainability  

 
Hopes that as time passes governments and private sector too see the benefits of an 
increased focus on supporting the broader ecosystem  
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So mega trends areas  

• Strategic angel investors much more considered  
• Growth in early stage 
• Co investment groups  
• Co investment funds  

 
 
EMERGING TRENDS IN CAPITAL SOURCING 
 
Mike Volker –  
 
Crowd funding is coming but still illegal in many jurisdictions.  
 
Funds and pooling is going to improve the odds of getting good returns and also a good way 
to get new angels involved and teach them about angel investing. We should be be creating 
more of these.  
 
Observed that most people in business have some qualifications but entrepreneurs don't 
have to have any and often don't know how to run a business. 
  
Laurie Hammond –  
Prefers to talk about early stage equity capital rather than angel investment.  
 
Policy makers need to look at this end of the market more because VC is so moribund and 
some are saying that the PE market might be going the same way. Emergence of alternative 
non-institutional sources of early stage equity capital - Angels should have a louder voice 
here.   
 
Economic growth needs innovation and job growth is substantially driven by new venture 
formation.  So societies need to do more to support this.  
 
VC markets are impaired because of retreat of capital due to risk aversion, capital 
preservation and under performance of the asset class. Australian VC industry 
produced a negative 5% IRR in the last 20 years but still remains the focus of 
government support in Australia. Just received a further $350m.  US market stands out 
as an exception for revival for positive performance in VC. 
 
In many countries new government policies support angels and most are tax based and some 
have co-investment based initiatives. In Australia tax based incentives are almost taboo 
which is not good.  AAAI needs to put itself in the box seat to do this.  
 
Crowd sourced funding faces real regulatory impediments. In the UK do have some political 
support for it. Will require disclosure platforms and a little creativity  
 
Not enough profile being given to angel investment. Need much much more. Angel 
community must do better in assembling data. Job creation etc etc 
 
 
THE ANGEL SCENE IN ASIA 
 
Raiyo Nariman – based in Singapore, Hong Kong and Malaysia – making incubation and 
fund raising a business 
http://sg.angelsden.com/ 
 
Raiyo flips between Hong Kong, Singapore and Malaysia. Crowd funding, social venturing 
and early stage funding ecosystems are all in the ascendency. 
 
Raiyo works for Angels Den which is run as a business and headquartered in the UK. 
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Crowd funding - there is no dominant player and it’s a challenging environment.  The biggest 
challenge is regulation  
 
Hong Kong does not have much of an early stage ecosystem  
 
Most Asian angels don't invest pre revenue  
 
Singapore tiny tiny market so most start ups look to the Asian continent very quickly and this 
reinforces the appeal of crowd funding for Asian start-ups. 
 
Social venturing is very strong in Malaysia and especially from genY. 
  
Raiyo is a partner in 2 accelerator initiatives and noted the role of social venturing in 
supporting them. 
 
There is a lot of money and wealth throughout Asia but very little trickles down to 
angel deals but there are a lot of government programmes with money to hand out.  
 
Very difficult to raise a series A round in Asia.  
 
In Asia entrepreneurs have a very low profile so there are no role models.  Asian investors 
tend to have a very low risk profile and there is the added factor of a huge issue around loss 
of face if the venture fails. There is far more qudos in being low level employee in Goldmans 
than a CEO of your own company.  
 
Singapore just created an angel fund with 20 groups feeding into it.  This gives them access 
to co-investment whereby they can put in 15 cents and get 85 cents from the government. 
  
Hong Kong has a 15% tax rate and is an incredibly free market.  The challenge is that are just 
not getting enough members to business angel networks.  So there is a gap for training and 
support for entrepreneurs and facilitating deal flow.  It’s a very hands on exercise for helping 
angels access deals. But also have angel development programmes under way to grow the 
number of angels and people able to assess the investment readiness of cos.  
 
Raiyo noted that we seem to look to west for markets but we are on the door step of Asia so 
he focuses on creating platforms to make it easier to access Asian markets.  
 
Cost of living much less and can double down with govt funding 
Culture is a challenge  
 
If want to crack the US market you have to be a amazingly good.  In Asia you just have 
to be good and can still capture a sizeable chunk of a market and you don't have to be 
bleeding edge, high tech solutions  
 
SMEs in Asia are looking to be more effective so are a receptive market for services and 
products 
Food quality demand is huge  
Manufacturing productivity value-add and new product development are sought after  
Environmental management is being encouraged and pursued in every sector 
 
Must have a really clear path to market and get “in market” to make money in Asia - you have 
to be there. And don't do it all on your own.  
In Asia it's all about people ... are you real? are you committed?  
 
Mike Volker  
 
Keen for cross border deals  
Keen to understand how we better connect  
 
Regulation another focus for Canadian angels. A real hand-break in Canada  
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Creating angel funds or pools. Good way to get new angels involved  
International investment in funds might be a good way to do cross-border stuff  
 
Have to figure out how to bring crowd funding better into our space. Can they be form of exit 
opportunity?  
 
How to identify a good entrepreneur 

• Will I enjoy a beer with this founder? If no, pretty strong signal won't work with them 
very well. 

• Assessing the ability to execute 
• It's gotta be fun because there are going to be tough times 
• Can't be risk averse if angel but must be risk manager  
• Then the last thing is the story but be wary of this  

 
It is very hard to profile an entrepreneur in a short space of time.  Some of it just 
intuition and experience but spending time talking to them is vital – therefore do not 
short circuit due diligence. 
 
People, market and investment proposition  
People are the key. Has identified 20 diff personality types. Assess their ability to build 
capability.  
 
IDENTIFYING GREAT DEALS  
 
Hamish Hawthorn – Sydney Angels 
http://www.linkedin.com/in/hamishhawthorn 
 
Always keen to back entrepreneur who has done it before 
A style of entrepreneur that aligns with the stage of the company. If find them early enough, 
they are the ones where you can add the most value. 
 
Commercialisation Australia is important. Very clever people a real badge of honour and 
validation if a company has received support or funding from Commercialisation Australia. 
 
Don't like the word pivot. It means the company has lost money 
 
The best deals come through a trusted network, such as an angel group. Need a layer of 
context. Need a strong referral because you can then assume some screening has been 
done.  Ensures that trust is protected by only referring deals he might invest in.  This is 
fundamental  
 
Australia not the best place for quality deals, especially compared to Silicon Valley.  
 
Also rely on plain old dum luck 
 
Greg Riebe  
Also endorsed trusted networks 
 
Picking a winner not easy but knowing it is in a growing market and a good 
entrepreneur helps 
He never accepts a referral from a friend because there is too much emotion in it 
 
Appreciate people who respect my criteria 
 
Discussed IP - No matter how strong unless there is new IP being created all the time then 
there is too much risk and the second thing is to ensure the company owns the IP or has 
access to it. Think IP is a bit over rated, it's more about the quality of the market.  Also don't 
get carried away by IP. Difficult to register software IP.  It's important to understand how to 
protect the IP. Patents are not the answer always. Also want to understand how they are 
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going to make money from it. 
 
War story. Great IP but team has been unable to turn that into a money making venture. Have 
to be able to turn that IP into cash. People are again everything.  
 
Dream team – need a tech god and sales god.  
 
Single cofounder can't do it all. But do nevertheless have single founder ventures in the 
portfolio.  A “sales god” is very important but do need a key operations person and also look 
out for great strategists.   
 
Remember when entreprenuers are asking for money they are a lot nicer than when they've 
got the money.   
 
Really good technical people often kill a sale because want the product to be perfect. 
 
The founders must be solid and a great team  
 
You never really know someone until you deal with money with them.  Hamish sited 
the founder who bought a BMW because he "deserved it" and another founder who 
donated 10,000 to local church group! 
 
Be aware of a suddenly shortened runway due to "hidden" debt which has to be settled. 
 
Innovators are sometimes a problem because they won't sell, they just keep iterating.  
 
Another story of a founder selling the IP out from under the company.  It turned out he was a 
little autistic!! 
 
Richard Llewellyn – Howett & Co 
http://www.linkedin.com/in/richardkllewellyn 
 
Interesting stats about length of time to acquire 50m customers  
In Australia, despite the large pools of super funds, they have the smallest pools of VC 
money.  This is a shame because seeing lots of great deals emerging. 
 
Is a great believer in models - favourite model starts with the market and which leads to the 
next point which is understanding the competitive landscape.  Also need the right advisors.   
 
Another model which moderates entrepreneur appetite for a great valuation 
 
The challenge for angels is that their portfolios tend to be small. Have to be as big as 
possible.  
 
Angels often don't spend enough time ensuring they are getting in enough investment to meet 
the need for growth and ensuring they get a decent chunk of the business. 
  
And structure of the company is important. Keep it simple, keep the assets away from 
operating liabilities. 
  
Discussed the Seek case study.  The only 100x deal he'll ever do! Very methodical exercise. 
Recounted importance of wise mentor early on. And noted it generated a real hockey stick, 
more severe than anticipated in original business plan. 
 
For filtering entrepreneurs Richard has 10 point check list and then second level has 100 
points with some pretty complex maths overlaying it which forces the investor to consider 
everything. 
 
What does the future hold? 
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The economy - US and Europe are getting better with parts of the economy is doing ok; for 
example in tech sectors. Venture capital - don't think Australia will see any growth here. 
Stocks of available capital … take out property and private equity funds and there is only a 
very very small amount available for alternative assets  
Environment is going to be a good investment destination from some time! 
 
IDENTIFYING GREAT ENTREPRENEURS  
 
Brett Harding  
A leader has to have vision beyond me  
Should have more use of advisory boards 
How you manage the founder is critical to success – “if you allow it, you teach it”  
 
Jana Mathews  
Identifies four stages of growth 
But CEO responsibilities all stay the same but the roles change  
Initially the doer, then become a delegator, then become the team builder coach 
planner and communicator, and finally the strategic innovator change catalyst and 
chief culture maker  
 
Bob Beaumont  
Simple rules for looking for leadership  
Has to provide an unfair advantage, prove your product is unique  
Founder is very rarely the leader for long, in 90% of cases 
Great teams can kill great technologies  
Do you really want to be paid or do you just want the opportunity 
 
 
NEGOTIATING TO A SUCCESSFUL OUTCOME 
 
David Roberts 
Entrepreneurs won't start unless there is a “system” which allows failure.  Pointed out the 
difference between cultures and countries. 
 
“Mistakes are evidence of a bold life” - Dr Kurt Meyer  
 
Co-founders fight - another reason start ups fail.  Especially about slicing the pie...  
 
Recommended the book “Slicing Pie” by Mike Moyer  
 
No one will fund the idea – start-ups are not small companies.  Angel investing should 
really just be about finding great business models  
 
Recommended the book “The Art of the Start” by Guy Kawasaki  
 
Why do start ups fail? 
 
Many say it’s because they can't build the product.  It's not true.  A tiny figure fail for this 
reason.  
 
We know most start ups fail from lack of customers rather than lack of a great 
product.  
 
The key is finding a disruptive product – and David used the example of ice boxes wiping out 
the spice industry.  
 
How do you tell which ideas are great – noted examples of fountain pens and cars, 
telephone  
 
We all get the idea that there needs to be a market but disruptive products take over and 
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create whole new markets  - there are so many more markets which can be disrupted today!  
 
Peter Andrews 
Made the point that the product and the market are key, can buy management  
Speed and scale are the next most important things  
Avoid venture capitalists - more disruptive of the company than of the market  
Avoid psychopaths - 25% of business leaders in the world - watch them deal with the 
waitress and do they look you in the eye  
 
Mike Volker  
Most companies fail because they are led by liars, cheaters and jerks. Look for integrity and 
immediacy!  
 
Most companies will be successful in something completely different from what they set out to 
do.    
 
No more Mr nice guy! 
 
In the US very few deals are now being done with ordinary shares and therefore need a 
shareholders agreement but there are no templates for these – every deal is different.  
Have a good shareholders agreement - it comes down to the cap table and how you 
share the reward 
 
The sooner you have a proper CEO the better chance there is of success 
Push for regular updates  
Think about and perhaps insist on long term vesting with 50% on exit  
Independent board and observer status 
 
David Henderson  
Be sure to know who you are investing with 
Persistence is also important  
Take the exit when you can and don't be too greedy 
 
Hamish Hawthorn  
Get the chance to influence people building amazing products  
Must do deals that will keep their value after the follow on rounds  
 
Point was made that serial entrepreneurs and failures are all ok but perhaps what we really 
want is someone who is passionate and in a disruptive market and committed for the long 
term so aren't we better to be looking for the Larry Paige, Steve Jobs, Mark Zuckerberg  
 
Look at reverse vesting to allow for booting out the founder if you need to. 
 
So important to have a good independent board.  
 
 
TEAM OR INDIVIDUAL SPORT 
 
John Morris  
Lessons learned in this journey 
When Tech Coast angels got started in the late 90s minimum amount a VC would invest was 
$5m. That has totally changed today.   
 
Tech Coast now represents a region and syndicate often with 4 other clubs in the area.  
It started out being just about their very local patch. Now all the networks in the region 
look at all the deals.  
 
Sponsors pay $4,000 a year been like this for 10 years. 
  
Member rules state that you won't sue the club. 
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Members must commit to be active - directors, dd, follow up, invest 2x a year.  At Tech 
Coast angels members are not allowed to have a full time job! 
 
Lots of challenges nothing new here.  Takes time … to build a club, do deals, grow deal 
leads!   
 
Leads are our heroes.  
 
Time to close is an ongoing challenge  
 
Website is crucial - shows the history of deals, lots of public and private info. Needs more 
video interviews. 
  
Members doing way more follow on than in the past 
 
There are competitors for seed funds and angel money today.  There are 12 
accelerators in LA. So there are lots of demo days and lots of deals but need to be sure 
you are still attracting the right quality of deals.  
 
Get a really regular meeting schedule and have the meetings in the same place.  
 
Term sheets and DD – check the idea, market size, business model, competitive advantage, 
team to execute, exit strategy, your comfort level with the company, founder and other 
investors. Get past these and into deeper DD. 
 
Often it's about validating your gut instinct. But also about understanding your own risk 
appetite and assessing that and gaining insight to be able to do so.  
 
Check alignment between vision and context and business model. How does business fit in 
the market?  
 
Assessing the management team. In angel investment you like the person you invest in.  
 
Check the appetite for risk and commitment on the part of the entrepreneur.  
 
There is on going friction between the constraints and professionalism of legal and other 
regulatory requirements and the mojo of the founder.  
 
Acknowledged the role of DD in being an excuse to spend time with the founder. 
 
Given risk profile of angle investment you MUST make sure there is a very large accessible 
market.  
 
Richard Llewellyn  …  
 
DD is the starting point for him. Must be done very very thoroughly.  
 
Addressing novelty of something and the freedom to operate. There are a lot of online 
databases even google has a patent search tool. “Freedom to operate” searches are only one 
step; you then have to analyse them!  It’s a very straight forward thing to check ownership 
and/or access to use IP. 
  
What drives DD?  Are you taking a punt or are you investing??!  
 
Key issues depend on the type of company you are investing in. Also be sure that providers 
of things like websites have transferred the IP and not just licenced it to the company. 
 
It’s one thing to have patents it's another thing to have products. And then you need to have 
the ability to monetize it. It's quite rare to have a team of people with the requisite skills. You 
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need high quality of people in the product development team.  Also need a high quality 
operations team or person and then very strong sales people!  
 
Convertible notes used recently.  These provides more flexibility but gave the founder 
full control of the IP. And did hamstring the company further down the track. Always 
try and align the interests of all parties.  
 
If invest using ordinary shares, this focuses attention on getting the right valuation so 
bring the first round in at a discount and leave determining valuation to the second 
round with first round investors getting in on that round at a discount.  
 
In this climate, convertible preference notes are more straight forward. Tax department 
view options as taxable income. But if company never performs you never get that 
money back from the Tax Dept.  
 
Preference shares can be eshewed for investor rights eg around hiring/firing key 
people. 
 
Key person insurance is also important to secure but if you have to take this out it is 
already sending signals about perhaps an unacceptable degree of risk. Better to invest 
in great teams than one individual.  
 
Ordinary shares are easier to flip into an American jurisdiction because need to have 
equivalent rights so you are not stung by tax implications in Australia. 
  
Term sheets - most are non-binding.  These should answer the question ‘why am I investing 
and how am I investing?’  They also clarify expectations so the more detail the better.  You 
should be documenting the birth, marriage and death of the venture. Forces you to ask a lot 
of good questions so it is about the process as much as the content. Eg salary expectations 
when employment contracts are signed.  
 
There is a trend emerging to look at the funding plan as being part of the employment 
agreement.  
 
VALUATION AND PORTFOLIO MANAGEMENT 
 
Jim Kalokerinos 
 
Valuation - always understand where it's going to go to including the exit because this 
relevant to the valuation, no matter where you invest in the company's life.   
 
Know where you are, where you plan to get out, and know there is a good chance of this 
happening 
 
Understand the capability because also impacts on valuation because the founder could be 
valuing for an outcome they don't have the ability to deliver.   
 
A great opportunity, attractiveness and possibility of success give a positive valuation. 
 
First filter - if there is no management team there is no value! 
 
Better chance of success if there is a market and market strategy. 
 
Look closely at funding on the valuation.  Greatest risk to an angel venture is funding and the 
ability of the entrepreneur to bring about value accretion to be able to then raise the next 
round at a much greater valuation. You don't want a down round after your initial investment. 
 
At any point before the money goes in and during DD there are opportunities to have another 
go at valuation. 
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Understand the difference between a financial sale and a strategic sale. 
 
Valuation disconnect – divergence, dilution and delay! 
 
Angel investors need to be talking to founders about speed to exit because this also impacts 
on value. 
 
Also valuation changes as company becomes derisked. 
  
Also need to explain that the entrepreneur will be diluted to a small shareholding this 
can help them to understand why they may be over valuing a company.  
 
Most companies don't have the capability to go beyond innovation and most innovators do not 
have the skills to be marketers. 
  
Greater returns are generally garnered over a longer time period. 
 
In Australia investors are investing smaller amounts in a greater number of companies. 
Persistent angel investors can match and out perform venture capital. 
  
A portfolio of at least 6 is more likely to be in the black than not. 
 
 
STRATEGY EXECUTION 
 
George Liacos – Grant Thornton Australia 
http://www.grantthornton.com.au/About-us/Our-people/Melbourne/george_liacos.asp 
 
Strategy and vision execution -  

• At least half of all strategies fail to be executed 
• Sometimes strategy execution is not about being unique it's about being relentless. 

Troughs of struggle are when you need to be dogged and persistent. 
• Align capability interests and strategy 
• Planned cascaded and monitored 
• Less is more and quick wins 
• Be ready for the counter punch – when the market or competitors smack you 

about 
• Evolve without going off track 
• Communicate communicate communicate !! 
• Strategic leadership and symbolic actions  

 
• Be sure that you have some quick wins  
• What could go wrong ... Think about this  

 
Alignment is key 
Making sure people are on board - linking to people's interests and passions  
 
Execution is king !! 
 
ECONOMIC UPDATE 
 
Kerry Duce – Chief Economist ANZ Bank 
 

• Thinks inflation is on the rise again. 
• S&P will continue to go up 
• Debtors will win especially short term ones. Governments will continue to reward 

short term thinking.  
• Cost of capital will go up again 
• US will inflate away their debt and has socialised the losses.  This buys political 

consensus and good will.  Japan has struggled to do this. 
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• Past debtors are going to be bailed out 
• Capital is cheap; its just that the banks don't want to give it to you yet! 
• The world will keep building up debt and inflating it - there is no political will for a 

major depression any more. Govts will not let this happen. 
 
 
COMMERCIALISATION AUSTRALIA 
 
Doron Ben Meir – Commercialisation Australia (CA) 
 
Three years down the track with Commercialisation Australia.  
 
Supporting 374 companies with $147m in grants.   
 
CA look at what the nature of the invention is and then map the primary target markets 
and health and medical sector is the market most commonly targeted. Mining and 
business the next two most popular. Lots of inventions in software but of more relevance is 
which markets are they looking at accessing.  
 
Case managers should not be incentivised to focus just on the winners because we are trying 
to build an ecosystem. CA is not about making money but about creating a ground swell 
of great deal flow.  Want to generate a networking effect. What's rewarded is working with 
each other.  And CA support all their client companies to raise money.  The market is not 
interested in giving money to really early opportunities so that is what CA is doing.  It is this 
market failure CA is addressing.  
 
We are getting a clustering effect through out their portfolio.  The big issue for start-ups is 
how quickly they can access the right people.  
 
Doron told a story about the wifi creators who achieved a $600m exit but perhaps should 
have got more but they did not have the right people sitting at the table at the time the deal 
was being done.  
 
The CA expert network is designed to attract three different sorts of people.  

• Successful entrepreneurs,  
• Domain expertise, and  
• Professional investors - angels, financial and strategic.  

 
The role of case managers is to facilitate introductions and only “qualified” case manager 
intros will be made. And if you are on the data base you can also ask for an introductions but 
you do have to sign a form saying “its not our fault and its not yours either” !! Objective is that 
this becomes a self-perpetuating cycle. Lots of deal flow doesn't get into CA.  But is still the 
largest single repository of cool research.  
 
Getting really high quality people on the network is one of their key aims. Gave examples of 
these kinds of people – CEOs of multinational companies etc.  
 
CONNECTIONS MADE 
 
Ashpi Gupta 
Mumbai Angel Venture Mentors 
ashpi@mumbaiangels.com 
 
might come to Summit or also good to help with Investathons 
 
 
Tony Le Messurier 
Renewable Energy Solutions Australia Holdings 
tonylem@resau.com.au 
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looking for retail power company connections for solar energy storage cells 
 
 
Katie Mihell 
Head of Women in Focus with CAN 
k.mihell@cba.com.au 
 
at Commonwealth Bank of Australia – good practical tips for getting women inspired in 
business 
 
David Enright 
Sustainable Private Investments 
davidenright@kalarpaenergy.com 
A Brisbane angel – interested in bikes and shirts! 
 
Ian Lacy 
CITI Bank – Vice President 
Implementation Head 
Ian.lacy@citi.com 
 
Brisbane angel based in Singapore – active investor 
 
Stuart Fox 
Managing Director Proto Investment Partners 
Stuart.fox@protoinvest.com 
 
Very knowledgeable about funds, very active angel, great personality! 
 
Cameron Turner 
CEO – Pro-gel – industrial scale microgels 
c.turner@progel.com.au 
 
making nutraceuticals more accessible 
 
Stewart Williams 
Biobike – science in sport 
stewartw@biobike.us 
 
Gust 
Neil Caron – Product Manager 
neil@gust.com  
 
Stephen Wood – Business Development Manager 
steve@gust.com 
 
 



 
 
 
Proposal for Discussion at Network Managers meeting 10th May Auckland 
 
I suggest we discuss the following and then undertake to implement some further agreed 
syndication procedures. 
 
Code of Conduct  
See Suse’s Draft 
 
Angel Group DD Treaty 
Agreement of Cooperation for Due Diligence Sharing, or “Angel Treaty,” is intended to 
foster cooperation in investments between angel groups. It is an agreement whereby angel 
groups contemplating the sharing of due diligence materials can give each other a degree of 
comfort regarding the liability of shared materials. 
Bill is happy to tidy up the Treaty for NZ use if it is deemed useful. 
See US Treaty attached.  
 
Fees 
Rough draft of possible fee structure attached  
 
New England ACA Angel Group Syndication 
Some ideas on quickening syndication that Bill picked up from the New England Angel 
Groups: 

• Deals requiring syndication that have significant interest from at least one club, a 
lead investor and who have commenced DD are made  available to other groups 
electronically (access to a Gust or Dropbox file containing all deal docs including IM, 
dropsheet, term sheet and DD docs) 

• Every 3 weeks during DD, a conference call is set up for any investors interested in 
the deal to dial in and talk with the DD team. 

• In addition to this a quarterly meeting jointly hosted by the ACA and the New 
England Angel Groups is held (generally in Boston) for the members of any of the 
Angel Groups to attend (I attended the meeting two weeks ago).  

• Four companies pitch, introduced by their deal leads.  Investors then split up and go 
into separate rooms to have a ½ hour Q & A session with the founder presenter and 
deal lead. 

• Names and contact details of interested investors are gathered and added to the list 
of investors interested in the deal. 

One of the main advantages of the above is that it has the potential to cut down on the 
number of groups the companies have to present to. 



ACA Pacific Channel report 

Background 

The AANZ has requested a report on the participation of Brent Ogilvie of Pacific Channel at the ACA 

2013 conference, which will include the following:  

•Main Interest Area (e.g. Angel Group Management, lead investor attraction, sidecar funds, portfolio 

management, Exits etc) 

•How the conference has advanced your knowledge and provided you connections in your main 

interest area. 

•Sessions attended and speaker highlights 

•Key connections made 

•Overall how you will use the information and connections to advance your work in NZ (as Angel 

Group / Fund Managers, lead investors etc) 

Investment showcase 

‐ There was a greater proportion of life science and especially material technology deals 

presented than usually seen in NZ. There were no (US) Agbio deals but there seems to be 

interest in this sector among some groups. 

‐ Both the amount and proportion of grant funds relative to investor funds for science‐based 

US deals is significantly higher (often more than 2x private capital employed compared with 

amounts always less than half and usually around ¼ grant to private capital ratios in NZ). 

(Steve Konsek, skinsek@nsf.gov program director of the NSF spoke and offered help for 

early stage US companies through US SBIR grants. Select technologies based on their 

technical and commercial merit. Offers $1.5 m through two phases plus supplements. Funds 

about 600 applicants per annum.) 

‐ Greater funds are sought at each stage of development and the speed of development is 

greater e.g. Accelerated Medical Diagnostics ~ 18 months from start‐up to IND (formal 

commencement of clinical trials under the USFDA) and within ~ three years has two clinical 

trials in progress. 

‐ Some very early stage technologies were promoted e.g. Certichem – 18 months before IND  

‐ Health related deals have a greater focus on who the payer will be and how they will be 

engaged. 

‐ Interesting that almost all of the science based presenters were first generation immigrants. 

One on one meetings 

The ability to connect with people of similar interest, e.g. life sciences, through arranging a one on 

one meeting through Pathable was excellent. Only one person did not make a meeting request and 

he connected electronically with me after the conference. 

   



Angel investment structures 

In a bid to provide for earlier returns than waiting for exits, two angel groups are using reverse debt 

structures to invest in cash flow positive growth companies. [As I understood it from a cocktail 

conversation with Bob from Texas] the founder sells 80% to 90% of the equity to the angels and at 

the same time agrees to completely buy back the equity in pre‐agreed annual amounts at a premium 

over the next 3 to 5 years. The founder uses their income stream from the business and/or more 

traditional forms of business debt that become more accessible as cashflows become more 

proven/the company grows to finance the reacquisition/pay down of debt to the angels. 

Other fora: 

Investors' Circle is an angel group with members from across America that are interested in “impact” 

investing i.e. ventures that make the world somehow a better place. One person estimated that it 

had about 600 members and that only about 10% of these were member also of other angel clubs. It 

holds 2 meetings each year in the spring and autumn. The next is on 15 May. Part of the meeting is 

educational but main focus is on the ~30 companies presenting. They are open to foreign companies 

presenting. 

Interesting services offered: 

‐ Angelseed provides transactional support i.e. deal closing services. It does not charge the 

lead angel group but charges a brokerage on new investors that it introduces. 

‐ Proseeder is an alternative to Gust that also offers transactional services.   Funded by 

Canrock, a US VC 

‐ Pitchme from Interview Rocket – allows the investor to put forward specific questions to 

entrepreneurs and for them to answer through an on‐demand video 

‐ EiQ – provides electronic due diligence to detect the potential for fraud 

‐ Washington University School of Medicine students providing free technological/ scientific 

and financial due diligence for healthcare/life sciences seed and early stage investments. 

Observations and thoughts: 

‐ Issuer risk: a US angel who is our securities lawyer opined that the actual risk to the directors 

and promoters of an offer made in the US was low. This is because the amounts of 

investment involved in angel deals are at least one factor too small for consideration by trial 

lawyers as they work on a contingency basis. Secondly, he suggested that the angels are 

mostly successful small business persons who are not litigious by nature. Finally, to become 

an eligible person in the US is a low hurdle (US$1 million of net assets not including one’s 

principal residential property or US$200,000 per annum income for the current and each of 

the last 2 previous years) and the fora that angel deals are presented at all require their 

members to be eligible persons.  

‐ NZ deals could leverage off those groups that are already set up for syndication (albeit 

within the US) such as ACA Clean‐tech; or Mid Atlantic Bio Angels  

‐ There is increasing momentum and new models of angel investment outside of US 



‐ Brigitte Baumann of Switzerland (Zurich) and EBAN talked about a hybrid angel / crowd 

funding model where “trusted deals” that angels are backing are forwarded to a larger 

online network for a minimum investment of Euro2500. 

‐ Nelson Gray recommended a book: Fool’s Gold by Scott A. Shane 

‐ Worth differentiating between passive angels and business angels i.e. those that actually 

become involved in the investee companies. 

‐ Accelerators are increasing the pre‐money price of deals 

International 

‐ Rupert Hoogerwerf report – in China – 2.7 million HNWI (over USD1m net assets), average 

age 39 yo. 98% are university graduates. But no data on their investment activities.  Most 

have international experience i.e. have lived outside of China such as in US or Europe. Dr 

Jenny Wong is doing research on the Chinese angel market. Professor Manhong Mannie Liu, 

spoke at the conference as Chairman of an angel investment group in China.  Chinese central 

government has sponsored the development of over 102 “government” funds but they are 

focussed on the later stage.  Chinese local governments have been more active in supporting 

angel groups. There are 58 angel investment groups supported somehow by Government.  A 

fund has been set up with ~$20m to invest in 10000 companies, which is too little spread too 

far. Believes that the best deals are picked up by local Chinese investors and that the 

remnants are shown to international Chinese.  

‐ Middle East and North Africa: there are only 4 VCs of which two are actually property 

investors, plus 4 established angel investment groups (the first of which was established 3 

years ago). Bahrain group – members put money into a fund; each investor commits 2 hours 

every 6 months to provide experience and access to networks. Have established a structured 

mentorship programme. Bahrain has no taxation! 

‐ As an individual some Chinese may invest in a minority position. 

‐ It is very common for the Chinese companies to create the IP holding company in the 

Cayman Islands. 

‐ The World Bank through its focus on reducing poverty and facilitating prosperity, is setting 

up an angel co‐investment fund. The WB is also helping set up a website to connect 

Caribbean expatriates with Caribbean deals. According to its survey results 34% of Carribean 

expats want to invest in start‐ups. 64% would not invest simply on‐line but with World Bank 

as a co‐investor only 10% would not be prepared to invest. 

 Might there be opportunity to use such a platform to connect with the Kiwi diaspora 

‐ Dusan Stojanovic ‐ is investing in 7 cities through a network of 32 super angels. Had 3 exits in 

10 days. The super‐angels need to put more in if that are not also offering their network. 

‐ Kit of Seraphim – GBP30m seed fund, utilised a UK govt fund that provided 2:1 leverage and 

disproportionate returns back to the angel investors. Managing Partners represented 50% of 

the private capital. Nine investor groups comprising angel groups and corporate funds 

covering UK and East Coast of US provided remaining capital.  

‐ Advantage for the UK deals was access to US market intelligence and market entry, 

recruitment of executives etc. Should have expanded focus to include West Coast also. 

 Might there be opportunity to establish a NZ seed fund that includes US angel investors 

‐ From small capital markets finding overseas co‐investors may provide access to a greater 

depth of capital that reduces the risk of the investee growth being capital constrained. 



‐ Trust is the largest constraint to securing overseas co‐investors, which is trust both in the 

entrepreneur and the deal/ legal model. 

‐ In Italy cross‐border investing is becoming the norm – 50% of the IT start‐up investments 

originating from Italy go straight into a Delaware company.  

HK Business Angels – Allan Yeung – 13 investments in 2 years 

‐ Need to get one or two influencers to invest/ take the lead 

‐ Has two tick boxes to express investment interest on its feedback form – invest some and 

invest the whole amount! If an investor expresses interest in taking the whole round then 

they arrange individual follow‐up. 

‐ Has an administrator invite to interested investors to follow‐up meetings.  

 Consider inviting Allan to NZ  
 

Cross – border investing 

 

‐ Trusted relationships are critical for both sourcing well screened deals and actively managing 

those deals. Credibility is raised if there are investors from the home country that are 

leading DD and putting their own money in. 

‐ Makes most sense if both sides are adding value e.g. product development in the home 

country and market entry in the other country. 

‐ Works well when you have a proven market in the home or third country and want to take it 

to the US. 

‐ Luke – US firm investing in 25 countries. Sending 5 people from the Balkans to spend time in 

the US with a Silicon Valley Angel group to understand their systems and try to create 2 way 

investments 

‐ TIE – network of Indians in US, has a fund of its own 

‐ Irish and Danish both have development centres in Silicon Valley 

‐ Principal issue is getting updates from the home country investee companies; and having 

confidence in the local lead investors. 

‐ Singapore among other countries provides incentives to start‐ups as they recognise this is 

the jobs growth engine. 

‐ Portuguese government set up a co‐investment fund to co‐invest with diaspora. Also set up 

specific expatriate investment groups. 

‐ 70% plus of angel investing in the US is done within 4 hours drive. 

‐ Need to build trust and can only do that by travelling to build relationships in person.  

Exits 

‐ Increasingly corporates have moved to open innovation where they effectively say this is 

what we want and this is roughly what we would pay for it. 

‐ Because exit deal sizes are generally small (less than US$50m), typically too small to interest 

an investment bank, the angels do the work to identify buyers and then take that to an 

investment bank. They will help nail the deal and secure a premium 

   



Exits (cont.) – John O. Huston of Ohio 

‐ Wishes to help entrepreneurs – provides a “good psychic income.” 

‐ Great exits start with the entrance – goal congruence! Ohio aims for a 58% IRR 

‐ Talk to the entrepreneur – about their personally extracting, for example, $3m to $5m in 3 

to 5 years if successful. If they believe that is not enough then move on as you don’t want to 

hang on forever while they try to build the next Facebook. 

‐ Game Theory – the entrepreneur has multiple options (i.e. retain job, sell the company). 

‐ Build buyers value 

‐ Angel director should workshop with group and provide roadmap  

‐ Established an exit committee in Ohio, portfolio companies are well prepared 

‐ Ohio has developed synopses of key exit books including Basil Peters’ books. 

‐ Outlined an eight step process for developing an exit strategy – see slideshow 

‐ Wouldn’t want an acquisition to represent more than 15% of a corporate buyer’s revenues 

as it would take far too long to do a deal. 

‐ Worked the conferences / conventions – who has authority in the acquirer to buy you, for 

who it is a career enhancing opportunity to buy you. 

‐ Board reporting should focus on what was value enhancing in the potential buyers minds 

(‘buyers value’). 

‐ 4 of the 5 Ohio exits did not have EBITDA. 

‐ But need to have revenues and it is especially important to focus on the composition of 

revenues – who is the keystone client that a buyer will be impressed by.  

 Recommend that the AANZ invite John Huston to speak, seems to like NZ and is an inspiring 

speaker 

Exits (cont.) Show Me the Money! M&A Advisors Share How They Find Buyers 

‐ Jamie Rhodes, Texas; Mike – M&A guy; Basil Peters; Aura Greenberg of Google 

‐ If you have a reasonable on‐line presence then finding a buyer that will respond should be 

easier. 

‐ Aura Greenberg of Google – spends ½ time externally meeting with companies. Product / 

engineering or business unit teams are aware of new technologies. If the product person 

initiates a conversation with the corporate people to say go look at this company then that is 

the best lead. 

‐ Want to have an established relationship with your targeted buyer, before they initiate an 

internal conversation around should we build or buy the solution that you have developed. 

‐ For the acquiree companies – ask yourself what relationships we have through common 

suppliers, service providers.  

‐ Basil recommends engaging an investment bank to lead the process as the value they 

provide will be a multiple of their fees.  

‐ Reaffirm the exit strategy at the end of each board meeting 

‐ Basil believes SAS is in a bubble. Next generation will be SAS being built on third party 

infrastructure. The tools to allow this are also a hot area. 

‐ Aura suggested an initial call to introduce the company with follow‐on updates from 

achievement of milestones. 



‐ Basil believes that corporate buyers and private equity have a lot of cash on the balance 

sheet, which is providing for a very robust acquisition environment. 

‐ Median size of M&A deals done in the US is $12m to $15m 

Exits (cont.) Medtech 

‐ Life Science Angels  wants to syndicate your deal – “walk it around the country” – if you can 

show that it is “like Mobilon” conservative price and risk and fast return 

‐ Mobilon ‐ one of the reasons LSA invested is that the IP was held by Harvard, which is very 

aggressive in defending its IP (also Stanford and Mayo). Whereas UCSF and MD Anderson 

are much more forgiving. Suggested taking private innovation to such a university for them 

to take over and then licensing back ‐ they might charge you 2% royalty but you have a 

gorilla in the room. 

‐ If you have IP that can keep others out of a marketplace then it will help create competition 

in multiple buyers. 

‐ Very difficult now to do follow‐on rounds 

‐ Allan May recommends entrepreneurs look at www.ownyourventure.com, which has an 

equity simulator that “makes understanding the impact of raising money for an early stage 

venture transparent and easy to grasp.” 

Exits (con.) Clean‐tech 

‐ IBM ‐ interested in the intersection of IT and clean‐tech.  

‐ IBM prefers to engage early, ideally the company has at least a couple of beta customers/ 

some revenues/ so that it can be clear about what is the value proposition as reflected 

through that early custom.  IBM requires for the acquisition to be ready to insert into its 

sales machine.  First question from the IBM sales force or from its customers will be “who 

are they already working with.” IBM’s customers are the large utility companies.  

‐ Seeking technology that can sense what demand is going to be to generate energy before 

they need a demand response. Likewise for water utilities want to know where the 

maintenance is required before their pipes fail.  

‐ Is attracted by the idea of acquiring promising companies for US$10m to $20m. 

Exits (cont.) pre‐trade sale liquidity 

‐ There is an increasing array of pre‐trade sale liquidity options for angel backed companies in 

the US. 

‐ Harry of PENSCO Trust Company, headquartered in San Francisco noted that their IRA 

(retirement) account holders are trading in and out of private equity investments e.g. 

through Secondary Market. 

‐ To facilitate this there is a preference for simplicity in shareholder agreements and limited 

restraints on the transferability of shares. 

‐ IRA pool $5.4 trillion and growing strongly. Individuals want to make private investments in a 

tax efficient manner. Individuals can put a portion or all of their IRA funds into private 

equity. 

‐ Peter Hunt of JMP Securities spoke about Harvest Capital – fund focussed on providing 

liquidity for individual angel investors. JMP also offers a private anonymous marketplace to 



connect founders with potential acquirers. Web‐ based. Has about 150 buyers including 

individuals and large technology businesses  Believes that market transparency also allows 

corporates to review a company as a potential acquisition. 

‐ New options made available through the Jobs Act will grow, especially Reg D, Reg A 

(companies will be able to raise up to $50m without being SEC reporting) and 144A (if you 

hold shares for one year then they are tradable) programmes will grow.  

Portals for Accredited Investors 

‐ Gust has 42,000 investors, 800 angel groups and 300 VCs 

‐ Most angel groups use Gust to request founder applications 

‐ AngelList – provides a ‘community’  

‐ AngelList encourages people, especially if they are investing over $10k to meet with the CEO. 

AngelList has been surprised by the number of people that have invested $10k to $30k 

completely online. If a company says online that a person is or has invested then it needs to 

be confirmed by the investor. The best company profiles are socially constructed i.e. 

validated by other people in some way. 

‐ AngelList doesn’t believe that one can entirely place a deal on‐line. 

‐ VC funds are often happy to invest at a higher valuation at the seed stage as they are 

essentially buying an option. 

‐ Rory Eakin of CircleUp (a broker dealer firm that has a web‐based investment portal) focuses 

on consumer products. Provides ‘curated’ deal‐flow i.e. rejects 98% of companies.  It sees 

itself as complementary to an Angel Group. 

Thought leaders in entrepreneurial success and financing 

‐ Aydin Senkut of Felicis Ventures has had 45 exits worth over $3b – sources the best deals 

globally. The key questions to ask is ‐ is this an amazing technology and amazing team, do 

they have a vision and can they get stuff done. If it is you should be less sensitive about the 

pre‐money. 

‐ Up to 20% of deals are sourced by FV. Wishes to invest in iconic companies wherever they 

come from e.g. Rovio – the angry birds company from Finland. 

‐ Aydin believes that you need to forget about geography and focus efforts on finding the best 

companies. Curating the best three deals is the single most important think you can do.  

‐ Doesn’t believe that doing DD by spending a couple of hours with a company two or three 

times is sufficient. Will learn within 6 months to 2 years whether they are a good team. So 

investment strategy should be to start small and monitor and then double down if it is going 

well. 

‐ Recommends getting close to good deal origination leaders. 

‐ Dave McClure – 500 start‐ups (20 exits) do not over‐exploit start‐up entrepreneurs as they 

will remember e.g. perhaps take 50% not 51%! Do not push too hard ‐ had an entrepreneur 

commit suicide. 

‐ If anyone can create a community that can grow it will self‐control – the Fred Wilson 

principal.  

   



Corporate Investors 

‐ Intel ‐ stage, geography and acquisition size agnostic. Has global portfolio of 450 technology 

companies and is able to connect them with each other and put them in front of 1000 of its 

corporate customers. 

‐ Steve Baggott, Director, Global Business Development, Procter & Gamble, world’s leading 

consumer products group. Need to add another $2.5b to $3.5b plus of sales per annum to 

deliver growth of 3% revenue growth!  

‐ P&G ‐ Initiated an open innovation system ‐ Connect+Develop.  Is open to making 

investments in areas where it can see potential in its business. 

‐ Will likely set milestones that if they are achieved then P&G will have rights to invest more 

or acquire. 

‐ Require the investments to be both financially viable independently and have strategic 

importance.  

‐ Marty Molkenbuhr, Director of Corporate Development, Autodesk – approach is to be the 

partner of the investee company. On a quarterly basis its Corporate Development team 

needs to account for the results of each investment. 

‐ Start‐ups can only compete on focus, speed and agility so make sure you don’t lose those 

qualities. 
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Dean Tilyard, MIG Angels 

Introduction  

 This report summarises key learnings from attendance at American Capital Association 

annual conference.   

 The conference was held in San Francisco 17-19 April and in conjunction there were several 

‘kiwi’ oriented side events to the main conference.  

 This report is drafted in the context that the NZ contingent numbered some 20 people and 

many of these people are writing similar reports.  As such this report seeks to highlight 

specific points of interest rather than all content.  

Attendances  

During the trip attendances were:  

 ACA conference.  Overall attendees numbered 650 (the largest to date) including 100 non US 

attendees.   

 Pitching session at Kiwi Landing Pad.  This involved four NZ start-ups pitching to expert panel 

of successful ex-pats.  Attendance was approximately 100 including a number of ex-pat 

NZers.  

 NZ/US angel dinner involving the NZ contingent and the same number of key US angels. 

The considerable effort of the Angel Association (chairman in particular), Icehouse and NZTE in 

organising and coordinating the above is acknowledged. 

Key Learnings  

There are lots of great NZ contacts  

 I was pleasantly surprised by the number and calibre of ‘ex-pat NZer’ and ‘NZ friendly’ 

individuals who were very willing to engage and help. 

 These individuals have very impressive backgrounds and access to more impressive 

networks.  The individuals engaged were well informed with general NZ happenings and 

interested in understanding the stage of development of NZ’s angel and entrepreneurial 

space. 

 A consistent theme was a degree of weariness of these individuals having their ‘time wasted’ 

by companies not prepared or serious about US entry. Those engaging these networks need 

to be very careful and respectful and look to build enduring relationships.  

 These contacts also seemed to be best leveraged for advice and networks to get traction in 

US markets prior to any investment consideration.  There were several comments that by 

the time NZ companies ‘came up’ it did not provide enough runway to cultivate relationships 

and market traction which are pre-requisites to investment.  

 



There is interest in NZ’s core strategic competencies   

 Two informed US and one UK investors remarked to me that they were surprised that NZ 

was not producing more start-ups from national core competencies which were perceived to 

be in the life science, agricultural and food spaces. 

It is all about exits  

 A lot of things like sustainability and club models look to become much easier on the back of 

positive exits. 

 There were several references to positive exits including the New Brunswick area (Canada) 

where two angel backed companies (Radian6 & Q1Labs) exited in 2012 for a combined 

$1bn+.  Dusan Stojanovic (True Global Ventures) also gave excellent insights to exits.  

Seraphim Capital was a very good UK example of investors winning.   

 The conference included good technical information about ‘how to’ exit.  These sessions 

included Basil Peters and also Ohio Tech Angels who have developed a standard 

methodology to approach exits.  Basil Peters will provide an excellent session in Dunedin.  

 In preparing and executing the exit there is heavy use of investment banking type advisors.  

This type of advisor does not appear well connected to the NZ angel community. 

 

Our cap tables are way too simple 

 Use of preference shares, ESOP and various loan instruments were in very common usage.  

The use of these instruments gave greater flexibility to arrangements where investors were 

protected and also with founders wholly aligned on company goals. 

 The NZ use of common shares for investors and unorthodox or limited use of ESOP 

arrangements raised questions. 

Our NZ angel conference is pretty good  

 It’s hard not getting swept up in the big names and bright lights but overall our conference 

compares favourably in terms of content and attendance numbers.    

 Several of the panel sessions attended did not ‘come off’ due to participants limited (no) 

preparation but those where there was good facilitation were of a good standard. 

 What did appear to work were interactive sessions with a very knowledgeable speaker.  The 

interaction can either be facilitated by the speaker or a good moderator.  

 What was noticeable was the level of technical detail around subjects like exits, investment 

terms and M&A.  These provided very good learning opportunities. 

 

Contact: 

Dean Tilyard  

dean@thebcc.co.nz  
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Background / Context 
This is my first Angel Investment conference, supported by a scholarship from AANZ.  I went to this 
conference with two key areas of interest: 
1. To increase my knowledge and understanding of the levels of involvement that angel investors 

have or expect in their portfolio companies, with a particular emphasis on the role of investor 
directors, and the operation of governance in start up companies. 

2. To explore opportunities to conduct research into the angel investment eco-system from a 
market research perspective (drawing on my past experience of running my own market 
research firm, and potentially with a view to further academic study). 

My overall objectives were to bring back learning to share with other angel investors, as well as 
perspectives to improve my own contribution to the portfolio companies that I invest in.  I was 
surprised to find that there were relatively large numbers of angel investors at the conference who 
were,  like  me,  quite  inexperienced,  and  ‘just  learning’. 
 

Key Themes from Conference 
Diversity vs Group Think 
At a conference with over 700 attendees, it was the differences rather than commonalities that 
stood out.  Each angel group, and each investor, has a different view of the early start-up world, 
including (in my area of interest) around the level of involvement they want and are willing to 
consider in their portfolio companies. 
However, each individual almost always seem to state their position with absolute confidence as the 
way the world is (not just their world), and there is an overall sense of group-think:    ‘current  
wisdom’  that  gains  belief  from  the  fact  that  it  is  restated frequently and with conviction.   
It was for example, commonly accepted that “There  would  have  been  no  new  job  creation  in  the  US  
in the past 10 years without start-up  companies”, and similarly that 
everyone is (or should be) looking for the early exit.   
In the showcase, I found that the presenters generally stuck to a 
formulaic approach to their presentations.  This broadly matched the 
advice to stick to the formula (at least in the USA) that was mentioned 
by the panel of 3 successful kiwi women in the USA at the Kiwi 
Landing Pad event.    The  “formula”:   

1. What problem are you solving?   
2. How big is your market?   
3. What is the IP position, is it protectable?   
4. What help are you looking for (in addition to money)?  

What was I thinking? 
It seems to me that we tend 

to give start-up founders 
quite specific advice about 

‘what  angel  investors  want’  – 
when there is in fact no such 

thing as the average angel 
investor, nor indeed the 
average  list  of  ‘wants’. 
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The Importance of Branding / Positioning   
In a market where the different angel groups and investors are competing, in some cases quite 
vigorously for the next big thing, the importance of branding came through quite clearly.  Although 
they  didn’t  actually  use  those  words,  there  was  a  great  deal  of  discussion  about… 
 Branding yourself as an investor – so that both you and the market know what type of deals you 

are looking for, what your showstoppers are in a deal and how you measure your success. 
 Branding your angel group or club – similarly so that the right entrepreneurs see you as their 

first port of call when seeking funding.  This may be sector 
specific, but could be wider than that – an obvious example 
being the Golden Seeds group (investing in women), but 
perhaps more interestingly a group called NextGenAngels who 
see their USP as being the speed of their process (3 weeks to do 
the deal from the initial presentation).  I could see why 
entrepreneurs would want to deal with them!  Their tagline says 
it  all  “Striving  to  be  the  most  entrepreneur  friendly  angels  in  the  
world”.    (www.nextgenangels.com) 

We should at least consider that the market may operate more 
efficiently for both investors and entrepreneurs if the right deals 
were taken to the right investors / clubs, and presented in the right 
way to those investors.   
In  her  session  entitled  “10 Strategic Investment Questions Angels 
Should  Consider”,  Carol  Clark  handed  out  a  check-list of questions 
(attached as an appendix to this report), that I felt would be 
extremely useful in helping clubs direct deals to the most 
appropriate members.   
 
The Shifting Structure of the Early Stage Eco-system 
The  theme  of  the  conference  was  “Navigating  Change”  and one of 
the changes discussed was the apparently reduced activity of the VC 
part of the market, coincidentally the subject of news coverage here 
in New Zealand as well at the time we were at this conference. 
http://www.nzherald.co.nz/business/news/article.cfm?c_id=3&obje
ctid=10878185 
In the US, this appears to have left space in the market for the angel 
investors to move slightly up the value chain, at the same time (in 
my view) making space for the crowd-sourced funding options to 
slot  in  between  the  ‘friends  &  family’  and  the  angel  funding  rounds.  
Discussions of crowd-funding highlighted the negative views 
amongst the more traditional angels about this mechanism.  Specific 
issues raised were problems with due diligence, with tax treatment 
of any giveaways offered, as well as the difficulties involved for the 
entrepreneur in managing potentially very large numbers of small 
and  unsophisticated  shareholders  (“you  need a crowd-wrangling 
plan”). 
 
  

What was I thinking? 
New Zealand is too small to 
for the different groups to 

compete – but we may well 
benefit from a database that 
identifies  the  ‘right’  investors  
for different types of deals, 
irrespective of which group 

they  belong  to… 
 

And in my limited 
experience, we already have 
some level of club branding 

going on, with different 
groups clearly more or less 
attracted to different types 

of products / services. 

What was I thinking? 
Crowd-funding is here to 

stay, but may ultimately fall 
more  into  the  “donation”  
than  the  “investment”  

category. 
 

And clearly each part of the 
eco-system is trying to 

protect its own patch, by 
highlighting the negative 

outcomes of the other types 
of funding available for 

entrepreneurs  
(a consequence of the 

competition for the best 
deals). 

http://www.nextgenangels.com/
http://www.nzherald.co.nz/business/news/article.cfm?c_id=3&objectid=10878185
http://www.nzherald.co.nz/business/news/article.cfm?c_id=3&objectid=10878185
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The relentless focus on the Early Exit 
There was a great deal of coverage of the early exit, and ways to achieve this.  The rationale is that 
angel investors need to recover their money (ideally at significant gain) every 3 to 5 years, so that 
they can recycle both their funds and their talents to support the next round of start up companies 
(to boost job creation and grow the economy).   
To this end, they cite a number of books on the topic – most commonly Early Exits by Basil Peters.  
Also recommended (and available as a free downloadable e-book),  is  Dr  Tom  McKaskill’s  “Ultimate  
Exits”  at  www.drexit.net/page6/ultimateexits.html.  
John Huston of OhioTech Angels Fund ran  a  session  entitled  “8  Steps  to  a  Lucrative  Exit”  in  which  he  
outlined a process that the Ohio TechAngels have developed for ensuring that they start their 
relationship with an entrepreneur with the clearly established intent to have a planned and lucrative 
exit, in the not too distant future.  This ensures goal alignment, and focuses the entrepreneur on 
achieving  more  than  just  “let’s  make  money”. 
The Exit Road Map encourages start up business – and particularly the angel investor director(s) on 
the board – to consider the question of whether they are growing their venture to attract financial 
buyers or strategic bidders;  the latter being the preferred option to maximise value.    By  “moving  
bidders  from  greed  to  fear”,  there  is  the  greatest  potential  for a lucrative exit.  (Greed focusing on 
projected financial returns vs fear focusing on the impact on  the  bidder’s  existing  business  of coming 
in second, losing out to another significant market player). 
From the very beginning, the Ohio TechAngels ask their 
entrepreneurs… 

“In  whose  hands  will  your  venture  have the  greatest  value?” 
“Why  will  your  potential  acquirers seek to be the highest/winning 

bidder?” 
Their exit road map is provided to every entrepreneur prior to 
making  the  investment  to  underscore  the  investors’  interest  in  the  
exit, and to establish the groundwork for building buyer value (as 
opposed to just shareholder value). 
“Capital spent on resources &activities which  don’t  enhance your 

allure in the minds of Targeted Strategic Bidders is simply 
squandered! 

The 8 step process that they undertake is attached in the 
Appendix, but the overall message is that if you want a lucrative 
exit within a reasonably short timeframe, you need to plan for it 
strategically from the very beginning – a role that they see as 
falling  directly  to  the  investor  director  on  the  company’s  board. 
 
The overwhelming impact of legislation 
While this will no doubt be covered more fully in others’  reports,  
this brief point is to underline the importance of the legislative and 
regulatory framework in either encouraging or disincentivising 
investment in early stage / start up businesses. 
The most favourable I encountered was the UK, where tax credits 
appear to substantially de-risk this type of investment, whereas a 
brief encounter with a leading angel investor from India 
highlighted just how much governments can undermine efforts to fund local business.  Of interest 
for New Zealand is the corollary that Indian-based angel Investors actively seek offshore 
investments, which currently fall outside of their onerous taxation framework. 

What was I thinking? 
 

The issue of early exits, 
particularly when the buyers 

of NZ start ups will almost 
inevitably be offshore, could 
become contentious in New 

Zealand. 
 

The fact that current NZ 
government policy is 
supportive of start up 

businesses, with significant 
grants available, could mean 
that there is pressure to grow 

the business as a local 
operation, albeit supplying 

global markets. 
 

It could become difficult to 
align goals in a company 

which attracts significant NZ 
government grants, and also 

has substantial angel 
investment (particularly if 
that comes from the US). 

http://www.drexit.net/page6/ultimateexits.html
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Learning in my areas of interest 

Governance 
I tried to attend most of the sessions on governance, including the half day training workshop 
Navigating  the  Boardroom,  run  by  Bill  Payne  as  part  of  the  Angel  Resources  Institute’s  education  
programmes.  This was well complemented by two panel discussions I attended later in the 
conference discussing, amongst other issues, director remuneration, confidentiality restraints on 
investor directors and approaches to dealing with board restructuring. 
US best practice appears to be having a board of five directors, including the CEO / entrepreneur as 
the only executive on the board.  This allows them to appoint separate directors to the role of 
compensation  “committee”  and  audit  “committee”  as  soon  as  possible.    The  Chair  should  be  the  
most qualified director – in terms of experience of early small start up boards and exits, and also 
who has a good relationship with the CEO and is effective at communicating with shareholders.  
(Chair is essentially an administrative and communications role). 
The  views  on  board  observers  was  mixed,  in  terms  of  “how  effective  and  non-disruptive”  these  
observers have been.  Some advocated having observers (if you must) but with no speaking rights at 
the board meetings.  Similarly, technical advisers were thought to be of more use as an advisory 
board, separate from the governance board. 
The  role  of  early  stage  directors  was  described  as  three  simple  steps… 

1. Mentor / remove / replace the CEO 
2. Never, never, never run out of cash! 
3. Sell the company (by maximising buyer value for pre-

identified strategic buyers)  
Continuing the theme of relentless pursuit of the early exit, Bill Payne 
posited  that  “the  CEO  should  run  the  company,  the  Board  should  run 
the  exit”.    A key item on the agenda at every board meeting should be 
agreement on a number – the size of the cheque we would all accept 
for the company today. 
The workshop came with a comprehensive set of handouts for 
interesting reading and resources. 
The  panellists  in  the  subsequent  discussions  shared  a  number  of  ‘war  
stories’  of  things  going  wrong,  perhaps  unfairly  presenting  a  view  that  
the start up board can be a very dysfunctional structure.  Key issues 
are directors who act in the interests of their constituents rather than 
the overall company, and misalignment between the 
CEO/entrepreneur and the investor directors. 
Director remuneration was a contentious topic, with some believing 
that investor directors should not be paid at all, others suggesting 
non-cash payments (generally in the form of share options), while a 
small but vocal minority took the view that the company pays its 
staff, and gets at least (if not more) value out of its directors, so it 
should pay them as well.  Whatever the mechanism, the general 
amounts being talked about were of the order of $500 to $1,000 per 
month / per board meeting – with some only paying directors who 
actually attended the meeting in person. 
The options mechanism seemed the most common, with options also (primarily) being used as 
incentives for key staff.  Broad numbers discussed were that the company might have an options 
pool of around 20%, with somewhere between 10% and 20% of that allocated to director 
remuneration (e.g. 1% vested over 3 – 4 years per director, so around 0.3% per director per year). 

What was I thinking? 
 

The generalised advice about 
boards was pretty consistent 

with the training that 
directors in New Zealand get 

from the IoD and other 
sources.   

 
However there are significant 
differences which make this a 
specialist role – the focus on 
cash (running on fumes), the 

pursuit of an exit, the 
blurring of lines between 

operations and governance 
and the inevitably lower 
levels of compensation. 

 
Given  the  IoD’s  recent  focus  
on a competency framework 
for directors, I wondered if 
there  wasn’t  a  role  for  AANZ  

to partner with them in 
providing training specifically 

for start up directors. 
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Angel Eco-system Research 
The final session of the conference was a presentation of the Halo report – an attempt to track data 
of angel investment deals each year, across the USA.  Relying on the various groups to provide date 
on each of the their deals, Robert Wiltbank compiles a report on the levels of activity, which for 2012 
showed  that… 

 The median deal size was around US$600k, similar to the previous year; 
 There was more activity in mobile, less in healthcare compared to 2011; 
 Average pre-money valuations were static vs 2011; 
 Around 2 out of 3 companies were already generating revenue. 
 There was a substantial geographical shift, with California losing share to North West and 

South West regions of the US. 
The actual research is fairly basic, but the US angel community clearly value this measure of activity 
in their market space.  More interesting was some additional data that Rob showed at the end of his 
presentation, from a paper he has recently written (I have requested a copy) comparing the 
outcomes of start-up companies that sought external funding 
(burners) vs those that grew organically using their own revenue 
generation resources (earners).  The data appeared to show a more 
lucrative outcome for the latter, though the time line to exit was 
longer. 
I am trying to engage with Rob to discuss the research landscape into 
angel investments, and where the gaps lie in the knowledge base, 
with a view to possibly undertaking some research myself into an 
area of interest. 
Carol Clark cited some British research from British Business Angels 
Association (also conducted by Rob Wiltbank) which provides some 
insight into outcomes in the UK, and has some food for thought, I 
believe, for local angel investors here.   

 Based on 406 exits experience by 158 UK angels:   
“The  probability  that  any  angel  can  be  ‘in  the  black’  is  about  
60%” 

 “On  average,  it  takes  three  years  for  an  investment  to  fail,  
but  six  years  to  get  to  a  win.” 

 “Those  who  perform  at  least  some  due  diligence,  even just 
20  hours,  experienced  fewer  failed  investments.” 

 “Those  who  invested  in  opportunities  where  they  have  
specific  industry  expertise  failed  significantly  less.” 

 “Exits  where  the  business  angel  investor  had  made  follow-‐on  
investment in the venture were  significantly  less  successful.” 

A copy of this report can be found online at 
http://www.nesta.org.uk/library/documents/Report%2021%20-
%20Business%20Angel%20Inv%20v11.pdf 
 
Outcomes 

As a result of attending this conference, I have had a conversation with Ray Thomson about 
potentially becoming more involved in AANZ.  In addition, I plan to explore the opportunities for 
more research into the angel investing community, as well as becoming a more confident participant 
in ICE Angels investment group activities.  I am happy to share any of the documents or 
presentations discussed, or to talk further with interested parties about any aspect of this report. 

What was I thinking? 
 

It would be relatively easy to 
replicate some of the US and 

British research studies in 
New Zealand, and the data 

could be valuable in 
supporting a case for a more 
investor-friendly regulatory 

environment. 
 

More interesting, I think, 
would be some 

comprehensive research into 
the motivations of angel 

investors (on which relatively 
little has been written.  I 

have a sense that the 
traditional view cited by Bill 

Payne in some of his writings 
describes only one type of 
angel, and that other types 

are emerging which 
entrepreneurs would benefit 

from knowing about. 

http://www.nesta.org.uk/library/documents/Report%2021%20-%20Business%20Angel%20Inv%20v11.pdf
http://www.nesta.org.uk/library/documents/Report%2021%20-%20Business%20Angel%20Inv%20v11.pdf
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APPENDIX 

10 Strategic Questions (from Carol Clark) 

1. How much money am I willing to invest(lose) per year during the next 5 years? 
$25,000 / $50,000 / $75,000 / $100,000 / $250,000 / >$250,000 / Other 
 

2. How will I measure success? 
•  Make  money •  Break  even • Create jobs  
•  Help  local  economy •  Encourage  better  health •  Increase  green  energy 
•  Save  the  environment •  Other 
 

3. How many hours per month do I want to devote to angel investing? 
•  None •  Up  to  5 •  6  – 10  
•  11  – 20 •  More  than  20 •  Other 
 

4. In a company that I will consider for investment what are my show stoppers? 
•  Product  is  still  in  development •  Non-‐scalable 
•  No  paying  customers •  No  exit  strategy 
•  Single  person  management  team •  Valuation  more  than  $5MM 
•  No  defensible  IP •  Husband  &  wife  founders 
•  Founder  is  not  ‘coachable’ •  I  don’t  understand  the  product 
•  Other 

 
5. What is the market size I will consider? 
$100MM / $500MM / $1B / >$1B  / Other 
 

6. What are the industries & products I will consider?  (list probably not comprehensive enough) 
•  Consumer products •  Internet  /  web  services •  Business  products  
•  Medical  devices  /  equipment •  Financial  Services •  Media  /  entertainment 
•  Travel •  Sports •  Healthcare 
 

7. What time frame for an exit will I consider? 
3 – 5 years / 6 -‐  8  years / 9 -‐  10  years / >10 years 
 

8. What type of security will I consider? 
•  Loan •  Common •  Preferred   
•  Convertible  note  to  common •  Convertible  note  to  preferred 
 
 

9. Will I invest if this company needs lots more money than this round? 
Yes  /  No  /  Other  (e.g.  if  I  know  how  much  they’ll be looking for in the future and when) 
 

10. What other factors do I want to consider? 
•  Sustainable  businesses •  Minority-‐led •  Women-‐led 
•  Family  businesses •  International •  Religious 
•  Non-‐profits •  Other 
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APPENDIX 

Early Exit Roadmap (John Huston, Ohio TechAngels Fund 

 



ACA 2013 Summit. San Francisco: 18-20 April 2013  

Report by Greg Sitters, Council Member, 28 April 2013  

 

Key Points 

Following on from Ray’s report of 22 April, 2013, the following are a series of points 
from various discussions and meetings I had in SFO. 

 

Preparation for the US market 

During the whole week in SFO, I had many conversations relating to the preparedness 
or otherwise of NZ young companies entering the US as a target market, both on a 
commercial and financial basis. Key points were: 

1. Companies need to be well prepared when they come to the US, 
ESPECIALLY young early stage company’s 

2. The importance of already being a US registered company. This was not seen 
as being universally necessary, but a large number of people I spoke to 
indicated it as being “one less box to tick” crucial as momentum builds 

3. For companies targeting the US as a key market, do not optimise the business 
in the NZ market and then come to the US looking for funds. Rather, come to 
develop the business and market BEFORE trying to raise US money to grow 
and expand. This is a key message as presently many NZ companies look 
to validate and optimise before expanding to target markets. As an 
example I was told a NZ company that might have Telecom NZ as a 
customer and coming to the US meant little; what US angel investors 
wanted to see was market validation through getting one of the US telco’s 
as a customer 

4. Competition is fierce whether for fund raising, sales, partnerships, etc 
5. If you are successful in getting early “traction” in the US, investment for 

further expansion will come. And not only from angel groups. In the major 
cities, there are a wide range of informal networks of individuals that co-invest 
together often very quickly and without the overhead of the angel groups 

6. Coming to the US, the company MUST have a permanent presence either by 
the founder or a major US executive. Flying in and out is becoming less 
acceptable for small companies in fast moving industries 

7. Especially in locations like SFO and NY, “sitting in the office waiting for the 
business to come to you” is not how it works. Companies need to be prepared 
to, and be capable of, getting out and aggressively networking. Kiwi’s have a 
good reputation for hard work and, in general, Americans will be more than 
happy to assist where they can especially with networks. But with so much 
competition from companies all entering the market, this assistance will 
quickly fade if follow up attention is not paid.  

8. Locations like the KLP are a great place for commencing “networking” 
although should not be relied on solely for the purpose.  

9. Team. Is the Founder “investable”. Can our founders all foot it in this hot bed 
against comparable teams.  



Some key messages from a discussion with Bill Payne on this subject: 

• Get to the US market early 
• Establish market connections for sales, business development and distribution 

as early as possible 
• Kiwi’s are well liked and respected and in general people will be more than 

willing to assist 
• Relationships are crucial to develop in all facits of the business. Don’t “burn” 

these as they will prove invaluable 
• The US is currently “awash” with angel type money. But it is proving very 

discerning to place and there is strong competition for it 
• Bill gave me an example of a recent exit from his angel group that result in 

more than 10x in 22 months, and for a company that was pre revenue. The exit 
took 9 months to complete from the time the company and board hoisted the 
for sale sign. 

 

Exits 
One session theme was devoted to the topic of exits. Exits are an important issue for 
our Angel system as probably too much attention is paid to pre investment 
requirements and too little to post investment value creation; instead optimising for 
the local market, and not moving to core target markets early enough. Key points 
were: 

1. Focus on the exit pathway as a key function in due diligence prior to any 
investment being made 

2. The statement of “building buyer / acquirer value rather than shareholder 
value …” a quote from John Huston of Ohio TechAngel Fund during his 
presentation. Ohio have produced a blueprint “Ohio TechAngel Funds Exit 
RoadMap” (attached) which they are using to identify and accelerate their 
investee exit profiles as well as improving the quality of investments by 
focusing on the core exit criteria / strategy from the beginning.  

3. There was much commentary of angel deals in the $2-6/8m range leading to 
exits in the $25-50/70m range. This is creating a large investment opportunity 
pool of companies 

4. Have an all angel “cap table” so to be in control of the exit 
5. Having VC’s on the cap table will take or block this control 
6. VC’s are looking to place larger sums of money with EV’s in the post $200m 

range.  
7. Fast moving markets are seeing exits occurring in shorter time frames. 

Importance of teams, boards and advisors being formed quickly 
 

General 

Some general comments and observations 

1. Whilst we can observe a number of trends in different areas in the US, we 
need to be practical and pragmatic about which of those are worth 
implementing locally. The size and scale of the US market and economy 
makes many impractical in NZ 



2. Don’t depend too much on early investor money and market development and 
validation in NZ. Get the companies overseas quickly 

3. Team is very important. Ensure the founder is investable (in overseas markets)  
4. Form company boards early on. Ensure strong governance and sales focus as 

these disciplines will be important to overseas investors and strategic buyers. 
Look to add in market directors when company relocate. 

5. From a NZ perspective, exits need considerably more focus from an earlier 
stage and certainly execution. Much of this falls to the board and advisors, and 
the quality thereof.  

6. NZTE in the US seems to be focused on assisting larger and more established 
NZ companies in the US market. AANZ could approach them to discuss the 
unique requirements of angel companies transitioning and explore ways they 
can provide stronger on the ground support. Perhaps Quintin Quin could assist 
with this 

7. There was great value from NZ participation at this years ACA event. It is 
important that NZ continues to attend this in future. How can / can this be 
(part) funded? 

8. The gap between angel funding of young companies and our local VC’s is 
only increasing. How can we better leverage syndication and new funds 
(whether side care or otherwise) to ensure better outcomes in getting 
companies funded to overseas market’s. This is presently very challenging and 
one cannot but observe that compromise situations exist 

9. The gap between pre money in NZ and the equivalent in the US remains. This 
is an opportunity for NZ to take advantage of an uplift in value but only if the 
original NZ rounds are sensible and the US market sees (market) value in the 
company when it seeks money in the US. 

10. Accelerators. These were mentioned on several occasions and people seemed 
divided on the subject. Many comments indicated there were far too many of 
them and the value of companies coming through too average. One example 
given was the most recent graduation from Y-Combinator had a pre money of 
$US8m!! and mostly for business plans only. 

11. NZ better than average. From comments from the International session, we 
can conclude that NZ is quite mature in angel investing in many respects. That 
is not to say we can’t do better in those areas presently under focus 

12. There was much comment / debate on Convertible Notes / Debt. In the end 
general consensus seemed to be that whilst it was not generally liked, deals 
continued to be done. It should be noted however, the Notes in the US ARE 
slightly different to the standard angel/SCIF note that we use here where this 
provides for greater security for the investors 

13. Aydin Senkut of Felicis Ventures (one of the new up and coming VC’s in 
SFO). They have more than 100 investments and already 45 exits. Key for 
them is amazing team, amazing idea, amazing market and amazing vision. 
Clearly they are putting their strategy to great benefit!! 

14. When investing initially in NZ, be cognisant of the overseas trends of the 
target market so that investment and company strategy are aligned from the 
beginning. The investor and buyer value is NOT for the NZ market place 

15. Its “ok” to invest small / modest amounts ($1-3m) for a short term smallish 
exit ($15-25m) especially in fast moving (and probably) not IP based sectors. 
These opportunities exist and this style of investment strategy is more 
apparent in the US now 



Report	  from	  Karen	  Aitken,	  Angel	  HQ	  	  
ACA	  Summit	  in	  San	  Francisco,	  16	  –	  19th	  April	  
	  
The	  opportunity	  to	  attend	  the	  ACA	  Summit	  in	  San	  Francisco	  
was	  of	  major	  benefit	  to	  myself	  as	  a	  new	  angel	  investor.	  I	  learnt	  
a	  lot	  about	  Angel	  Investing	  as	  well	  as	  having	  a	  chance	  to	  create	  
new	  networks	  and	  reconnect	  with	  angels	  I’ve	  previously	  met.	  	  
	  
My	  main	  interest	  area	  and	  reason	  for	  attending	  the	  summit,	  
was	  to	  undertake	  the	  day	  one	  training	  ‘Angel	  Investing	  
Overview	  Seminar’.	  Bill	  Payne	  at	  the	  Wellington	  Summit	  
recommended	  this	  course	  to	  me.	  Being	  new	  to	  angel	  investing	  
and	  not	  really	  having	  had	  an	  overview	  of	  what	  to	  expect	  when	  I	  
joined,	  I’ve	  been	  slowly	  learning	  by	  doing	  (getting	  involved	  in	  
due	  diligence	  and	  investing	  in	  a	  couple	  of	  deals	  on	  a	  small	  scale	  
to	  test	  the	  process	  and	  waters),	  so	  this	  was	  a	  great	  
informational	  session	  to	  help	  me	  consider	  what	  angel	  investing	  
really	  involves.	  
	  
The	  seminar,	  which	  was	  based	  on	  Kauffman	  materials,	  was	  
presented	  by	  Susan	  Turner	  of	  Kauffman	  Fellows	  Program	  and	  
covered	  the	  topics	  ‘what	  is	  angel	  investing	  vs.	  venture	  
capitalists,	  who	  are	  angel	  investors,	  typical	  amounts	  invested,	  
consider	  your	  portfolio	  or	  structure	  of	  investments,	  valuations,	  
due	  diligence,	  working	  with	  entrepreneurs,	  get	  involved	  in	  your	  
investments,	  boards,	  angel	  clubs	  /networks’.	  The	  format	  was	  
informational	  presentation,	  followed	  by	  panel	  experts	  coming	  
in	  at	  the	  end	  of	  each	  topic	  set	  to	  share	  their	  experiences.	  There	  
was	  also	  one	  case	  study	  breakout	  exercise,	  where	  we	  valued	  a	  
company	  and	  then	  negotiated	  with	  the	  entrepreneur’s	  to	  agree	  
a	  valuation	  or	  deal.	  The	  case	  study	  imparted	  good	  information	  
but	  wasn’t	  a	  great	  exercise	  as	  there	  were	  too	  many	  people	  in	  
each	  group	  to	  make	  it	  a	  beneficial	  learning	  experience.	  
	  



Some	  of	  the	  most	  valuable	  information	  for	  me	  that	  I	  
understand	  development	  is	  underway	  in	  NZ	  and	  I	  am	  happy	  to	  
get	  involved	  in	  helping	  as	  appropriate	  was	  the	  thoughts	  shared	  
around	  engaging	  new	  angels.	  It	  was	  clear	  that	  having	  a	  robust	  
onboarding	  process	  for	  new	  angels	  joining	  a	  club,	  including	  
helping	  people	  warm	  to	  becoming	  an	  angel	  (in	  particular	  
females	  who	  tend	  to	  be	  more	  risk	  averse)	  helped	  reduce	  
turnover	  of	  angels	  and	  strengthened	  the	  angel	  clubs.	  Key	  
information	  to	  cover	  the	  panel	  indicated	  was	  what	  is	  angel	  
investing,	  consider	  your	  strategy	  and	  how	  much	  you	  personally	  
have	  to	  spend	  on	  investments	  over	  X	  years	  so	  people	  can	  fully	  
understand	  then	  decide	  is	  angel	  investing	  right	  for	  them.	  Also	  
setout	  what	  the	  club	  expects	  of	  you	  as	  an	  angel	  investor	  
(highlighting	  active	  is	  the	  preference	  to	  passive	  investors).	  	  
	  
The	  panel	  members	  shared	  information	  on	  their	  onboarding	  
processes	  which	  ranged	  from	  a	  new	  potential	  member	  
receiving	  an	  initial	  phone	  chat	  about	  general	  angel	  things,	  then	  
being	  taken	  for	  a	  fully	  paid	  lunch	  with	  a	  club	  member	  to	  discuss	  
angel	  investing	  further	  and	  what	  it	  means,	  a	  chance	  to	  hear	  
about	  the	  club,	  how	  much	  money	  is	  expected	  to	  be	  invested	  
and	  requirements	  for	  assisting	  with	  DD	  etc.	  so	  they	  clearly	  set	  
out	  expectations	  that	  angel	  investing	  is	  an	  active	  role	  for	  their	  
club.	  Others	  had	  packs	  they	  sent	  out	  or	  website	  videos	  /	  links.	  
All	  agreed	  it	  was	  key	  to	  getting	  and	  keeping	  the	  right	  angels.	  
	  
The	  seminar	  also	  helped	  me	  understand	  and	  then	  set	  my	  
personal	  investment	  strategy.	  	  
	  
Along	  with	  the	  onboarding	  /	  training	  focus,	  I	  was	  interested	  in	  
how	  other	  angel	  groups	  were	  encouraging	  female	  angel	  
investors.	  A	  very	  good	  session	  was	  on	  Thursday	  –	  ‘Women	  
Angels	  -‐	  New	  Models	  for	  Finding,	  Educating,	  and	  Mentoring	  
More…’	  This	  was	  an	  informal	  discussion	  with	  about	  30	  women	  
angels	  sharing	  the	  way	  they	  run	  their	  clubs,	  an	  open	  



conversation	  about	  what	  people	  thought	  were	  some	  of	  the	  
barriers	  to	  females	  joining	  and	  a	  discussion	  on	  training.	  Key	  
points	  made	  were	  in	  general	  it	  was	  felt	  that	  women	  need	  to	  
understand	  the	  full	  picture	  before	  jumping	  in	  and	  they	  need	  to	  
feel	  competent	  in	  tasks	  prior	  to	  undertaking	  them.	  They	  are	  
often	  also	  more	  risk	  averse.	  	  
	  
To	  overcome	  some	  of	  these	  barriers,	  some	  female	  groups	  have	  
been	  established	  where	  they	  all	  put	  in	  a	  set	  amount	  at	  the	  start	  
of	  the	  year	  to	  invest	  as	  a	  group	  (providing	  a	  semi	  feeling	  of	  
group	  security).	  They	  then	  chose	  2	  deals	  to	  invest	  in	  as	  that	  
group.	  That	  way	  they	  all	  can	  be	  involved	  in	  due	  diligence	  in	  
different	  ways,	  or	  they	  select	  the	  team	  based	  on	  the	  deal	  being	  
evaluated	  so	  they	  mitigate	  risks	  in	  their	  eyes	  early	  and	  then	  
actively	  support	  the	  entrepreneurs	  after	  the	  deal	  is	  done.	  	  
	  
Other	  female	  groups	  invest	  only	  in	  female	  entrepreneurs,	  
which	  provides	  some	  women	  with	  the	  feeling	  they	  are	  assisting	  
other	  women	  to	  achieve	  –	  catering	  to	  the	  nurturing	  habit	  
females	  often	  have.	  	  
	  
From	  this	  and	  the	  whole	  event,	  I	  am	  in	  touch	  with	  Susan	  
Turner.	  They	  are	  looking	  at	  creating	  some	  female	  training	  
materials	  for	  Kauffman	  Fellows	  Program	  so	  I	  have	  volunteered	  
to	  be	  part	  of	  this	  collaboration.	  I	  am	  also	  in	  touch	  with	  Jackie	  
Waring	  from	  Edinburgh	  who	  is	  establishing	  a	  female	  angel	  
network	  in	  Scotland,	  Gabriela	  Sidler	  Andermatt	  from	  Singapore	  
who	  is	  emigrating	  to	  NZ	  in	  the	  near	  future	  with	  her	  husband	  
and	  will	  be	  a	  great	  angel	  to	  have	  in	  NZ,	  Barbara	  Boxer	  and	  
Marcie	  Goldstein	  from	  Belle	  and	  Amy	  Gips	  from	  Astia.	  All	  are	  
involved	  in	  women’s	  angel	  networks	  or	  in	  groups	  investing	  in	  
women	  entrepreneurs.	  	  	  
	  
In	  returning	  to	  NZ,	  I	  have	  met	  with	  Suse	  Reynolds	  and	  some	  
female	  entrepreneurs	  involved	  in	  the	  startup	  scene	  to	  discuss	  



and	  help	  where	  I	  can,	  with	  Bridget	  Liddel’s	  of	  golden	  seeds,	  
current	  drive	  to	  establish	  a	  female	  angel	  group	  to	  support	  
female	  entrepreneurs.	  I	  have	  also	  connected	  with	  Claudia	  
Batten	  having	  met	  her	  at	  the	  kiwi	  landing	  pad	  event	  in	  San	  
Francisco,	  who	  is	  getting	  involved	  in	  new	  startup	  boards	  and	  
will	  be	  a	  great	  connection	  for	  the	  women’s	  angel	  network.	  
	  
Another	  key	  learning	  from	  the	  conference	  was	  to	  get	  involved	  
and	  be	  an	  active	  investor	  with	  the	  investments	  you	  make.	  I	  feel	  
this	  is	  an	  area	  that	  we	  need	  to	  work	  on	  within	  NZ	  as	  my	  two	  
investments	  I	  get	  infrequent	  updates	  about	  so	  just	  need	  to	  
trust	  things	  are	  going	  fine.	  This	  works	  to	  a	  degree,	  but	  I	  think	  
we	  could	  possibly	  look	  at	  a	  quarterly	  meeting	  /	  phone	  
conference	  post	  a	  deal	  completion	  and	  then	  during	  the	  
investment	  period	  where	  people	  can	  talk	  and	  get	  an	  update	  but	  
more	  importantly	  share	  what	  they	  may	  be	  able	  to	  help	  with.	  
E.g.	  SYL,	  I	  wrote	  the	  information	  strategy	  for	  Defence	  so	  spoke	  
with	  the	  CEO	  Sean	  to	  say	  if	  he	  needed	  introductions	  or	  
assistance	  breaking	  into	  that	  environment	  I	  was	  happy	  to	  assist.	  
They	  were	  underway	  with	  engagement	  so	  I	  left	  them	  to	  it	  but	  
emailed	  some	  contacts	  to	  rave	  about	  the	  product.	  NZ	  is	  made	  
on	  networking	  so	  we	  maybe	  need	  to	  look	  at	  how	  better	  each	  
angel	  groups	  supports	  the	  deals	  invested	  in,	  wider	  than	  the	  one	  
person	  with	  the	  seat	  on	  the	  board?	  
	  
Other	  items	  I	  attended	  are	  outlined	  in	  my	  schedule	  below	  all	  
having	  a	  variety	  of	  sound	  bites	  that	  were	  useful	  to	  enhancing	  
my	  knowledge.	  	  
	  
My	  Schedule	  
	  
Tues,	  Apr	  16th	  
Kiwi	  Landing	  Pad	  “Perfecting	  Your	  Business	  Pitch”	  
	  
Wed,	  Apr	  17th	  



• 8:00	  AM	  -‐	  Angel	  Investing	  Overview	  Seminar	  
• 5:30	  PM	  -‐	  Networking	  Reception	  
• 7:30	  PM	  -‐	  International	  Dinner	  
	  
Thu,	  Apr	  18th	  	  
• 7:00	  AM	  	  -‐	  New	  ACA	  Members,	  Angels,	  and	  Summit	  

Attendees	  -‐	  Breakfast	  
• 9:00	  AM	  -‐	  Members:	  Our	  Greatest	  Asset.	  Building	  and	  

Sustaining	  Strong	  Angel…	  
• 10:15	  AM	  -‐	  Calculating,	  Then	  Negotiating	  Valuation	  
• 11:15	  AM	  -‐	  Investing	  in	  Mobile	  Technology	  	  
• 1:00	  PM	  -‐	  Crowdfunding	  -‐-‐	  Wisdom	  of	  Crowds	  or	  Greatest	  

Fool	  Theory?	  
• 2:00	  PM	  -‐	  Startup	  Accelerators	  –	  Does	  Hatching	  Startups	  

Lead	  Companies	  to	  the…	  
• 3:15	  PM	  -‐	  Women	  Angels	  -‐	  New	  Models	  for	  Finding,	  

Educating,	  and	  Mentoring	  More…	  
• 4:15	  PM	  -‐	  Keynote	  Panel	  –	  Thought	  Leaders	  in	  

Entrepreneurial	  Success	  &	  Financing	  
• 7:00pm	  -‐	  Leading	  Lights	  dinner	  (US	  and	  NZ)	  
	  
Fri,	  Apr	  19th	  
• 8:30	  AM	  -‐	  Which	  is	  Worse:	  Paying	  Too	  Much	  for	  a	  Deal,	  Or	  

Paying	  Too	  Little	  
• 9:30	  AM	  -‐	  Breaking	  Up	  is	  Hard	  to	  Do:	  Restructuring	  the	  Board	  
• 11:00	  AM	  -‐	  D&O	  for	  Angel	  Directors,	  Groups	  &	  Funds	  
• 12:15	  PM	  -‐	  Lies,	  Damn	  Lies	  &	  Angel	  Data	  
	  
People	  that	  I	  met	  and	  reconnected	  with	  at	  the	  ACA	  Summit	  
	  
I	  met	  a	  number	  of	  angels	  at	  the	  Wellington	  Angel	  Summit	  in	  
2012,	  including	  Bill	  Payne,	  Rob	  Wiltbank,	  Nelson	  Grey,	  Jordan	  
Green	  and	  Gabriela	  Sidler	  Andermot.	  The	  ACA	  Summit	  was	  a	  
great	  chance	  to	  reconnect	  with	  all	  of	  these	  people	  as	  well	  as	  
meet	  the	  NZ	  angels	  that	  attended,	  many	  of	  whom	  I	  hadn’t	  met.	  	  



	  
I	  made	  a	  number	  of	  great	  connections	  with	  other	  angel	  
networks	  (refer	  business	  cards	  attached	  separately)	  and	  am	  in	  
contact	  with	  a	  number	  of	  them	  as	  mentioned	  above,	  around	  
the	  women’s	  networks.	  Others	  I	  have	  connected	  with	  on	  
LinkedIn	  to	  stay	  in	  touch.	  
	  
In	  summary	  
	  
All	  these	  seminars	  have	  helped	  me	  as	  a	  new	  investor	  
understand:	  

• There	  is	  a	  wide	  range	  of	  investment	  amounts	  being	  input	  
by	  various	  angels,	  so	  just	  work	  out	  your	  ‘money	  pot’	  	  

• Decide	  your	  strategy	  –	  how	  do	  you	  want	  to	  construct	  
your	  portfolio;	  invest	  a	  little	  in	  a	  lot	  of	  companies	  or	  a	  lot	  
in	  a	  little	  amount	  of	  companies.	  	  

• Plan	  your	  investments	  around	  likelihood	  there	  will	  be	  
more	  than	  one	  round	  for	  a	  number	  of	  companies	  

• Be	  prepared	  to	  lose	  the	  money	  you	  invest	  
• Get	  involved	  in	  your	  investment	  	  
• Be	  active	  within	  the	  angel	  club	  to	  learn	  and	  it	  benefits	  

everyone	  
	  
Actions	  from	  here:	  
	  

-‐ Discuss	  and	  assist	  Dave	  Allison	  with	  an	  onboarding	  pack	  
that	  aligns	  with	  what	  Suse	  and	  Ray	  are	  undertaking	  across	  
the	  Angel	  network.	  

-‐ Collaborate	  with	  Jackie	  around	  any	  materials	  that	  are	  
helping	  her	  establish	  the	  womens	  network.	  	  

-‐ Utilise	  the	  women’s	  network	  established	  at	  the	  summit	  to	  
help	  Suse	  and	  the	  founders	  exchange	  entrepreneurs	  
establish	  a	  women’s	  angel	  network	  in	  NZ	  as	  appropriate.	  

-‐ Get	  a	  discussion	  going	  on	  how	  we	  as	  angels	  can	  be	  more	  
involved	  with	  our	  investments.	  
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Report by AANZ Chair, Ray Thomson,   22 April 2013 

 

A focus on the big picture rather than the detail. 

 

1. International Connectivity. 

The attendee list showed about 700 people attending but if one included exhibitors I imagine the 
number was closer to 800. 7 Council members attended (Ray Thomson, Dean Tilyard, Greg Sitter, 
Chris Twiss, Bill Murphy, Brent Ogilvie, Robbie Paul) 3 lead angels (Debra Hall, Steve Saunders, 
Trevor Dickinson) were awarded scholarships;  and 2 others were supported (Karen Aitken, Dave 
Allison). 11 others made up the NZ delegation of 23. We were the largest represented country 
outside North America, with China next at 17. 

Most kiwis attended the Kiwi Landing Pad function on the Tuesday evening. We were privileged to 
see three of NZ’s most successful women entrepreneurs in the USA (Victoria Ransom, Linda 
Jenkinson, Claudia Batten) form a panel to judge our four companies presenting at the ACA 
showcase and then to follow on with a small inspirational speech each. 

On the Thursday evening we hosted a dinner function involving 12 international guests (+ 2 wives : 
guests included Bill Payne, John May ..Chair ACA; Jim Conner…organiser 2013 ACA; Basil 
Peters..angel thought leader; Ian Sobieski…Band of Angels leader…Nelson Gray…Scottish leader; 
Allen Yeung…HK angel leader; Dan Rosen…. Alliance of Angels leader; Steve Flaim and Dave 
Berkus…both past Chairs of Tech Coast Angels). 41 attended the dinner including representatives 
from Kiwi Landing Pad, NZTE, and ATEED. Many long lasting international connections were made 
that night. Calvin Cheong (NZTE/LAX) made the comment at the end of the evening that he was 
extremely impressed with the energy in the room and he wanted to do everything he could to 
maintain the momentum created.  

As a general note the kiwi attendees were seen to be circulating widely amongst the other attendees 
throughout the Summit but also a lot of deep interactions occurred amongst the kiwi contingent 
itself which can only be good for the future health of the local angel industry. 

 

Golden Seeds : More Angels Project 

Ken Erskine and myself made a point of connecting with the Golden Seeds leadership (in particular 
Loretta McCarthy) to reinforce to them that NZ angel community was fully behind Bridget Liddell’s 
initiative to form a women’s angel group in New Zealand.  This initiative is building momentum and 
the Council should be expecting a proposal at the June Council meeting in this regard. I noted that 
there were quite a few Golden Seeds attendees at the Summit and others belonging to other 



women’s networks. There are no overseas women’s networks affiliated with Golden Seeds at this 
stage and allowed to use the Golden Seeds brand; but there are a lot of women’s angel networks 
being established around the world. 

 

Government Support for Angel Investing 

I was surprised to learn to the extent to which Governments and/ or States support the local angel 
investing communities. Government co-investing by way of grants/loans and/or equity is common 
throughout much of the world. There is growing international recognition of the need to support the 
innovation sector, particularly as a key plank in job creation initiatives.  

However it is becoming increasingly clear to me that in terms of a step change in New Zealand that 
there needs to be tax incentives to encourage investment in this high risk asset class. Co-investment 
by Government can make a difference in terms of attracting enough angel investment, but if one 
wants to really move the dial taxation is the only way to do this.  Jenny Tooth (CE of the UK Business 
Angels Assn) spoke on the UK tax credit system. This would seem the taxation support system that is 
having the most effect and I will be following up with her to get more precise detail around it. An 
outcome of the ACA conference will be that I will now pursue this through political channels, which 
have some favourable disposition to consider this in a more favourable light than I have seen before. 

 

Lessons for NZ Angel Summit Organisation  

1. Many kiwis made unsolicited comments that our Wellington 2012 Summit was just as good 
as ACA if not better. 

2. Panel sessions were over used…with too many sponsors or international guests…who were 
not able to add any value. As per last Summit use of panels here is to be severely restricted. 
There is simply a strong tendency for panel members not to prepare; whereas those 
presenting on stage for 30 minutes +  need to be well prepared. 

3. There was a post investment focus on adding value via angel directors on board. This is 
something on our NZTE project list and a topic for the Summit. 

4. There was a bit of talk around vesting founder shares  (half over 3 years; half on exit). Basil 
Peters is an expert on this topic. Emphasied the need for Summit session around director 
remuneration and ESOP’s. 

5. There is a concern worldwide that angels are not seeing enough rich IP deals from 
universities. This concern is being shared by many Governments so this is moving to be a 
“hot” area. By and large, angels connecting with deals out of universities is a bit haphazard 
worldwide. I am convinced this is going to change and I made a valuable connection with 
Mike Volker from Canada in this regard. The proposed session on this at the 2013 is timely. 

6. It is clear from hearing the many speakers at ACA that we have been very fortunate in 
getting many of the very best angel speakers to our conferences. John Huston is one we 
need to add our list and he is being targeted for 2014. While not a great raconteur Basil 
Peters is extremely impressive with his domain knowledge and is our well chosen lead 
keynote speaker for 2013. 



7. A number of the angel leaders emphasized the importance of angel investing to job creation. 
While a fact it was an open play to the economic development agencies in the audience and 
something we should not forget to emphasize in our messages. And this needs to be a key 
part of our data collection. 

8. As the lead sponsor at ACA the Silicon Valley Bank made it clear it unashamedly wanted to 
own the banking accounts in the innovation/entrepreneurial space. Does the BNZ want to do 
this or not ? On sponsorship they had several legal firm sponsors ( so no exclusivity there); 
an accounting sponsor (we need to get); some downstream investor fund types and/or 
wealth management  providers were sponsors (we need to target the likes of Milford). In 
general we seem to be targeting similar types of sponsors. 

9. Dan Rosen made a private comment to me that our investathon idea was fantastic… “angels 
doing instead of listening” he said…exactly what Suse has called that session at the Summit. 

10. Having an Angel Investment Showcase going on at the same time as professional 
development sessions was a waste with a disappointing audience at the Showcase. For the 
future it should be separated out like we did in Wellington. 

11. The Pathable event management tool seemed pretty good to me and is something we 
should look at. It is not too expensive. 

12. As a Council we need to do more work on our role and purpose and constituents ie should 
all members of the networks be AANZ members ?  It would be a useful lead in exercise to 
find out exactly how all overseas angel associations operate and constitute themselves : ACA 
has just moved from network representative body to being representative of all angels…and 
this is the format in Australia. Topic for October Strategy Session. 

 

Angel Network Funds 

 

About 20% of the networks in USA have an associated fund, usually a sidecar fund which co-invests 
alongside the angels. I have a feeling this will be a growing trend. 

However some networks run a Main fund ( or flipped side car fund) which makes the investment 
decisions and angels can co-invest alongside this. John Huston runs such a fund at Ohio Tech Angels. 
I have full details on how this works for those interested, but it is similar to the MIG fund run by 
Dean except that the angel network is much more involved in the decision making proves in Ohio. 

 

Syndication 

The Wiltbank US data shows that syndication amongst angel networks has been increasing over the 
last decade but has accelerated on the last two years. 

 

Future Angel Events. 



1. Mumbai Angels are hosting a Pan Pacific Angel Summit in November (around 21 Nov). 
Anyone interested in attending please let Suse know, as we should be represented.  

2. The Pan Pacific Angel Summit in 2014 will be in Hong Kong. 
3. The next ACA Summit will be in Washington (around 26 March 2014). Jordan Green keen to 

involve us in preconference stuff as he did not get many other Auzzies (two) turning up this 
year and his proposed plan fell over.  

 

And a couple of key thoughts 

 

“ its all about focussing on buyer value”…..John Huston 

Angels spend all their time waiting for deals to come through the door rather than strategically 
looking for them…Felecis Ventures 

 

Ray Thomson 

 

 

 

 

 

 



ACA 2013 Summit, San Francisco 16-20 April 2013

Report by (Robert) Trevor Dickinson, AngelHQ Club member

Overview: This was my first visit to an ACA Summit and for me it was a valuable insight into the 
wider aspect of Angel investing. I attended a diverse selection of presentations and panel sessions 
and networked with numerous US Business Angels as well as Angels and investors from further 
afield. I also attending the Kiwi Landing Pad, “Perfecting Your Business Pitch” event and the 
“Leading Lights” dinner.

Ten key observations and lessons learned

1. Early Stage capital investment – the risks

Throughout the conference one message was loud and clear. Investing in early start-up companies is 
a very risky business and should not be undertaken lightly. The mantra of “do not invest more that 
you are prepared to lose” was often repeated over the course of the 3 day event. I spoke with 
various US Business Angels and, apart from a few notable exceptions, the majority of groups/funds 
who had been operating for 4/5 years were still looking for their first major success. 

2. Syndication

Apart from Silicon Valley where competition is still rife, it seems that in most other US regions 
syndication of Angel deals is becoming the norm. This movement is typified by Angels groups in 
the State of Ohio who collaborate on most Angels deals within the State. The approach is driven by 
John Huston of Ohio TechAngels who is a leading light in the US Business Angel space and has 
written the Angel Investor “rule book” for the Ohio Angel investments clubs. In many respects the 
New Zealand Angel scene is very similar to the Ohio set-up in that we collaborate on many 
investment deals. Long may it continue.

3. Member managed pooled investment funds

Unlike AngelHQ many US Angels groups operate a member managed pooled investment fund. I 
discussed this approach with Liz Marchi of Montana Angel Network who manages a fund for the 
Frontier Angel Group. The Frontier Angel Fund, which focuses on companies based in western 
Montana, and the inland Pacific Northwest, has 33 members and a total capital of $1.75 million.  
The typical group investment, which all fund members review and vote on, is in the range of 
$100,000 to $200,000. Fund members also have the option of investing from their personal 
accounts alongside the main fund. 

Interestingly, Marchi is not paid for her services but has a “down back” payment which activates 
if/when any of the companies which the fund has invested in are sold. On a sale, assuming excess 
funds are generated, each investor receives their original investment amount. Any funds over and 
above are split 80/20 between the Angels investors and Marchi to pay her for managing the fund. 
This seems like a good model which negates the need to pay for fund management fees upfront to 
maximise the initial fund capital. Note: It is my understanding that MIG have based their fund on 
the Frontier Angel's model.

Link: http://www.frontierangels.com/

4. MDB Capital LLC

I chatted with Christopher A. Marlett,  Co-Founder & CEO of MDB Capital LLC, an IP- driven 
public venture bank. According to Brandon, MDB has over 15 years of experience launching 
disruptive technologies into the public markets and he claimed to have successfully identified and 

http://www.frontierangels.com/


launched 4 early stage start-ups which have gone on to achieve billion dollar valuations. This was 
his first visit to an ACA Showcase event and he was surprised by the high quality of the early stage 
companies on show and the apparent lack of competition/interest from other VCs. 

MDB focus their efforts on the early identification of patentable disruptive technology and use their 
Intellectual Property Development Services to help companies build high-quality patent portfolios. 
He claims they have a large team of patents experts aided by their own PatentVest technology, a 
fully-integrated analytic and reporting platform to help companies build high-quality patent 
portfolios. According to Marlett, unlike conventional VCs, MDB combines the best elements of 
venture capital and traditional investment banking to launch early stage companies with potentially 
world-changing technologies into the public markets to maximize liquidity and optionality. 

They do not limit activities to the USA and are interested in all fields including Biotech. From a 
New Zealand perspective Polybatics and Caldera come to mind.

Link: http://www.mdb.com/

Link: http://www.mdb.com/assets/media/images/MDB_FirmOverview.pdf

5. Directors and Officers Liability Insurance

I was interested to learn that most US Business Angels groups and Funds have some form of 
liability insurance in place to protect the Funds and/or Investor Directors from being sued by the 
general public or other fellow Angels investors in the group or club. It seems that, in the USA, there 
are real risks that disaffected Angels investors might actually sue their co-investors who act as 
Directors of a company that the Angel club has invested in. While New Zealand does not have such 
a litigious environment when compared to the USA, it appears that we have not considered the 
issues of Director's liability let alone the potential liability of the Club. I would appreciate some 
input from a New Zealand legal perspective.

6. Technology & Investment showcase/ Pitching Session

I was very disappointed by the attendance at the afternoon pitching session. I estimated that only 50 
to 60 people attended the session, less that 10% of the overall ACA attendance. The pitches 
followed a very tight format which included a short pitch & business summary, the problem being 
solved, the competitive advantage being offered, the market need and opportunity being addressed, 
the go-to-market strategy and revenue model, growth and sustainability opportunities and finally the 
management team. Although overall most of the pitches/concepts were no better that those I have 
attended in New Zealand, they were generally very well presented with a clear and concise message 
delivered in the allotted time. Something we do need to improve on.

7. Business Angel - University Collaboration

I spent some time talking with Kevin Castello, Executive Director of the Baylor Angel Network 
(BAN) based in Waco, Texas. Apart from discussing our shared Angel investment experience, I 
learned that the BAN is established under the Hankamer School of Business at Baylor University. It 
seems that BAN have formed a close symbiotic relationship between the University's business 
school and the local Business Angel community. According to Castello, this is a unique proposition, 
even for the USA. Not only do business course students help run the BAN, Angel investing is part 
of the Undergraduate syllabus. Baylor University operates a two semester Accelerated Ventures 
Programme, which according to its publicity, “enables students to create real companies, raise real  
funds, launch products and services, and generate sales within a single semester. Entrepreneurship 
students experience the start-up process first-hand by taking a company from its conceptualization 
phase to exit.” Students receive mentor-ship from and are funded by members of the Baylor Angel 
Network through the BAN AV Investment Fund One, LLC. This gives business students a real-life 

http://www.mdb.com/assets/media/images/MDB_FirmOverview.pdf
http://www.mdb.com/


education concerning the inner workings of Angel investing and helps to encourage and develop 
their own entrepreneurial aspirations. Students on post graduate business courses are taught about 
VC investing. The university also provides office space for budding student entrepreneurs. The 
motives are not all altruistic. Baylor University, which pays Castello's salary, takes a small equity 
stake in all companies that are founded by student entrepreneurs and the BAN Angels contribute a 
portion of their profits to the Hankamer School of Business and Baylor University. A very 
interesting concept.

Link: http://www.baylor.edu/business/angelnetwork/

Link: http://www.acceleratedventuresprogram.com/

8. Canadian Business Angel scene

If Basil Peters, the M&A Advisor/Exit Coach of Strategic Exits Corp is to be believed, and I see no 
reason to doubt his assessment, the Canadian Business Angels scene is very buoyant with no 
shortage of willing buyers ready to purchase Angel funded companies. Peters is an acknowledged 
expert on accelerated exits and quoted a “3 year exit” as a not unreasonable target. Whether his 
approach is a special peculiarity of Canada or can be related to other countries remains to be seen.

9. U.S. State Tax concessions for early-stage capital funding

I was quite surprised to learn that a number of US States offered tax concessions for early stage 
Business Angel investments. The concession vary on a State by State basis and range from simple 
tax credits (e.g. Connecticut offers 25% States tax credit) to more complicated arrangements related 
to the date of the investment and the length of time it has been held. (e.g. Ohio). The reason given 
by the Angels I talked to was that local State governments realised that small businesses had the 
potential to create more local wealth and jobs at a State level.

10. Miscellaneous contacts

Allen Yeung, Chairman of the Hong Kong Business Angel Network, is looking for a source of 
powdered baby milk formula for the Chinese market. According to Yeung, the main issue in 
mainland China is one of trust for the source of supply (VR codes anyone?).  I promised to pass on 
this information to potentially interested parties.  

Conclusions

Overall I found the ACA a very worthwhile experience. I chose sessions and panels which I thought 
would help augment my own Angel investing strategy. For me the most valuable aspects were the 
Valuation of Early-stage companies workshop run by Bill Payne, the session on “Directors and 
Officers” liability insurance and networking with other Business Angels. Strangely enough, it also 
helped me strengthen my links and understanding with other Angels groups within the New Zealand 
network which can only be good for future investment cooperation. Apart from reinforcing my 
Wellington contacts, I also spent time with Dean Tilyard, BCC and MIG Angel fund, Greg Sitters 
Sparkbox Ventures, Bill Murphy of Enterprise Angels and Debra Hall. For me personally, the least 
valuable aspect was the Technology & Investment showcase/Pitching Session which was not helped 
by the extremely low attendance. Of the international Angels I was particularly impressed by Bill 
Payne, John Houston and Basil Peters.

R.T. Dickinson

26/04/2013

http://www.acceleratedventuresprogram.com/
http://www.baylor.edu/business/angelnetwork/


My Conference Schedule

16th April: Kiwi Landing Pad  - Perfecting Your Business Pitch

17th April 

• Morning session: Valuation of Early-stage companies – Bill Payne, Frontier Angels

• Afternoon session: Technology and Investing Showcase 

• Evening: International Dinner

18th April 

• New ACA Members, Angels, and Summit Attendees breakfast meeting

• 10 Strategic Investment Questions Angels should consider - Carol Clark, X-Squared Angels

• Calculating, Then Negotiating Valuation - Parker MacDonell & Zach Lawrence, Ohio 
TechAngels

• Investing in Mobile Technology - Bril Flint, Central Texas Angel Network, Alan Knitowski, 
Phunware, Larry Marcus, Walden Venture Capital, Robert Jungerhans, Microsoft

• Show Me the Money! M&A Advisors Share How They Find Buyers - Seacliff C&D Jamie 
Rhodes, Central Texas Angel Network, Basil Peters, Fundamental Technologies, Aura 
Greenberg, Google

• Startup Accelerators – Does Hatching Startups Lead Companies to the Funding Roost?
Valerie Gaydos, Angel Venture Forum, Paul Singh, 500 Startups, Sean Glass, Acceleprise 
VC, Saeed Amidi, Plug and Play Tech Center

• Hot Topic Roundtable – Early Exits - Basil Peters, Fundamental Technology

• Keynote Panel – Thought Leaders in Entrepreneurial Success & Financing - Richard Sudek 
(Moderator), Tech Coast Angels, Dave McClure, 500 Startups, Aydin Senkut, Felicis 
Ventures

• Evening: Leading Lights Dinner

19th April 

• Sitting on Portfolio Company Boards: Tacks Under Your Chair? - John Huston, Ohio 
TechAngels, Michelle Scarborough, National Angel Capital Organization, Mike Volker, 
VANTEC (Vancouver Angel Technology Network)

• Breaking Up is Hard to Do: Restructuring the Board - Mike Eckert, Atlanta Technology 
Angels, Bill Reichert, Garage Technology Ventures, Ephraim Lindenbaum, Advance 
Ventures, Dan Hansen, Montgomery & Hansen, Art Reidel, Band of Angels

• D&O (Insurance) for Angel Directors, Groups & Funds - James Geshwiler, 
CommonAngels, Peter Rosenblum, Foley Hoag, Rodney Choo, AngelAssure

• Special Address by Dave Schweikert (Republican Politician for Arkansas) - a key sponsor of 
the JOBS Act

• Lies, Damn Lies & Angel Data - Robert Wiltbank, Willamette University, Carrie Walsh, 
Silicon Valley Bank



Selection of Business cards collected at the ACA Summit
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