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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 
 
 


