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Exits with John Huston 

 

Single bid comes to company – what do you do? 

• If most investors would be happy with the deal then probably don’t need to engage an IB 

• But even then in order for the directors to protect themselves many engage an IB for a 

fairness opinion at least. 

• IB’s can do a fairness opinion or run a process and hopefully an auction 

 

Do Investment Bankers routinely cover their fee? 

• Large number of times IB’s are engaged and you don’t get a good return. 

• VCs don’t routinely engage IB’s 

• When you don’t have a lot of acquirers in your backyard you often don’t have the 

relationships with IB’s to have confidence in engaging them. 

• If you have a strong company that will be well received you are more likely to get a good 

outcome from using an IB 

• Where the company is not doing as well, then you may have to use an IB to find a buyer and 

your outcome is less likely to cover their fee. 

• IBs have got access to rollups and mergers that most angel groups do not 

• If a VC is also an investor they are expert at achieving exits, acquisitions, rollups etc 

 

 

Steve Blank 

• Commercialisation is a series of untested hypothesis. 

• We assumed because we funded the plan that that’s what the company was doing and 

board was monitoring. 

• Investors were treating startups like they were big companies – business plan worked out 

and simply a matter of implementing it.  

• Large companies execute known business models – startups don’t  

• We think we are funding execution we are actually funding the search for a business model 

• Entrepreneurs are just guessing about execution 

• We built great tools for execution in large corps 

• There are no models for early stage venture execution – we aren’t executing in first year just 

burning cash. 

• We fire the people who don’t execute. We should be asking are our critical assumptions 

about the business plan wrong? 

• We need a methodology to do this. 

 

Methodology 

• Customer development process – founders need to get out of building and turn hypotheses 

into fact by checking the market. 

• Then build a minimum viable product 



• Important founders do it so that they hear that this is a bad idea or I wouldn’t pay for it. Also 

so they can hear – oh we don’t want that but if you could invent X we would… 

• Have to talk to 10 to 15 customers a week with the goal of talking to 100 to 150 potential 

customers 

• Then the founder reports back here’s what I thought, here’s what I learned, here’s what I’m 

going to do 

• Great thing is that tech founders often already understand the process of hypothesis and 

testing through their education. 

• Striving for evidence based commercialisation 

• What evidence do we have that these are the customers, who have you talked to how have 

you tested it. You can talk with 150 people in 3 months. 

• Rather than angels finding out by funding entrepreneurs and blowing $500k get the founder 

to go out and do this validation work themselves. 

• Then insist you get access to all those conversations and the evolution of the idea. 

• This system can work for bio as well as tech. 

• Its a proven process for minimising time, $ and resources. 

 

What should angels do that’s different? 

• Often all the entrepreneur has in reality is a hypotheses. We need evidence. 

• Startup is a temporary organisation designed to search for repeatable and scaleable 

executable business model 

• If you build that we have built something of real value 

• The goal is not to stay as a startup. 

• Don’t want to fund people to execute on an idea; 

• You shouldn’t do that on our money. 

 

Why not just hire a marketing research company to validate the market.  

• What is critical is that the people with skin in the game validate whether anything the 

marketing company tells you is true. 

• Get out of the building - the purpose is to inform the founder’s vision 

• Your job is not to fund someone to just do a focus group. 47 say one thing 3 say another the 

skill may be in the founder picking up on the 3 and seeing if its possible to go with that. (47 

say sell it for $9.99, 3 for say its an enterprise play and we’ll pay $200k) 

• Aim once you have a marketing plan is to test it by validating yourself and seeing what have 

you learned that’s different from the plan.  

• Celebrate the fact that the startup is a search for that executable business model rather than 

focus on the original business plan and its implementation. Be glad we learned this new 

important things instead of beating up the founder for not delivering on the plan. 

• Customer validation test – I want to order now. OK give me $20 I’ll hold it and give you the 

product when its done. 

• The initial goal in a startup is to maximise learning not revenue 

 

For more information 

www.steveblank.com 

Allan May for Business Model Canvas 

The Lean Startup, Udacity Steve Blank- Lean Launchpad, ICOR 

 

 

Supporting Portfolio CEO’s  

 



• Provide an intro board package and training to new investor directors – understand real 

functions of a board 

• To do a good job ideally a director puts in a couple of days a week 

• He should be the chief encouragement officer 

• Most founders don’t have the experience of running a business 

• 5 person board 3 independent of management 

• Ask questions rather than complain 

• How do we help strategy development. 

• Define your market very tightly and distinctly so that you can own that market.  

• Focus – don’t be opportunistic running after every opportunity or making every customer 

request for a change 

• Do a SWOT on a regular basis. 

• Right after you invest map out with the entrepreneur with investors and outside people the 

implementation plan for first 6 months. 

• Have a regular angel group meeting where board members on companies and company 

CEO’s speak about where companies are at and also pull in members who may have contacts 

/ experience that can help the companies. 

• Helps keep members informed and positive about supporting potential further funding. 

• Call CEO’s on a random basis instead of written communications. Discussing one on one can 

tease out the issues. This is in addition to regular board meetings. 

• Warn investee companies that you are going to be a pain in the ass but will be less so if they 

provide regular info. 

• Key question – what’s the cashflow. What cash is it going to take to get us to the next 

fundable round of investment.  

• Each year set milestones that are informed by CEO talking to potential acquirers about what 

the company needs to look like to be funded. 

• There’s all kinds of non dilutive sources of capital. Help CEO identify them. 

 

Proseeder  

 

• Want to understand how the angel group works and this is configured into the program.  

• White labelled so can be an individual angel group site 

• Can also invite propects to the site and communicate with them 

• Allows for a 2 minute selfy video before even invite company in for screening 

• Will use Hello-sign rather than Docu-sign 

• Can create reports on member activity 

• 2 admin seats $500 per year each 

• No setup fees for standard implementation 

• Has an event system 

• Proseeder started a CRM features project which will be completed in 60 to 90 days 

• 80 Angel groups using Proseeder 

• Proseeder will do training – user manuals, videos etc to get member engagement 

 

Keynote Panel of Top Angels  

Lessons learned about failures 

1. Raise enough money to give yourself 18 months + of roadway 

2. Be aware that too much advice can turn the venture into the investors’ idea of what the 

company should be rather than the founders or the markets. 

 



Lessons learned from craziest investments 

1. Don’t assume your own opinion is right – customers determine success 

2. People who can take a challenge learn from it and adapt to it 

3. Business model innovation not the product can sometimes be the most compelling reason to 

invest. 

 

Angels tend to shy away from capital intensive opportunities? Do you invest in these kinds of 

companies? 

• Increases financial risks 

• Understand the nature of these kinds of businesses so you know the strategy required 

• For instance get demand to purchase before you start manufacturing 

• Or back a serial entrepreneur who can fund raise. Capital fund raising becomes a core part of 

the business 

 

What is this proliferations of incubators / accelerators about? 

• Entrepreneurs need help 

• If credible people offer it then entrepreneur’s will flock to it 

• What’s next is accelerators with track records  of success. 

• Verticalisation is one next trend – industry specific incubators 

• Valuable for an inexperienced entrepreneur particularly technical entrepreneurs 

• The best accelerated companies get funded just like the non accelerated. 

 

Is it foolhardy to invest in a 20 year old entrepreneur? 

• Show me you can execute, pull a team together. So much in early days is execution not 

strategy. 

• If you can’t sell it to those close to you and build a team, advisers, board then how will you 

be able to sell it to customers? 

 

How much skin in the game is the right amount? 

• You have to have left your day job 

 

Is curation the same as due diligence? 

• Simply broadening the angel market so those who don’t have the time can get involved 

• Somebody has to do DD. It doesn’t have to be those investing.  

• This is a long term game with long term relationships.  

• Many people will still want to meet the entrepreneur but many angels are willing to let 

others trusted do the DD. 

 

How do you pick winners? 

• Get them to create a 2 minute video and have each in sequence introduce themselves 

• Great CEO;s know how to listen 

• Confidence, will humility. 

• Sell me on their vision by showing they sold their team 

 

 

Online Syndication – Gil Penchina flight.vc 

• Angel groups tend to have a herding behaviour 

• Syndicates just automate the process 

• We all have friends that want to put a $1,000 into a deal 

 



How do syndicates work? 

• Single purpose LLC for every deal 

• Gil is syndicate lead – this drives interest in the deal 

• Investors can opt in or out of every deal 

• Angellist does all the work 

• Charge 0/20 

• Gil puts money in every deal 

• CEO may be approached by people who see the deal on Angellist and want to invest outside 

the syndicate. Avoids our fee but Ok 

• Add as much transparency as possible. 

• People will get involved in syndicate DD etc because they want to learn 

• Some people are very social and just like taking meetings 

• Some love to hunt for deals 

• 2000 angels back the syndicate 

• Biggest weakness is investment comes from 2000 

• How turn this into a strength? 

• Have to get the angels helping startups 

 

For Powerpoint email: 

Gilpenchina@gmailcom 
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When I decided to attend the conference, my aims were to make new connections and 

learn more about Angel Investing generally and in the US.  The conference exceeded my 

expectations.  I have listed the various sessions and other events that I attended in “My 

Conference Schedule” at the back of my report. 

 

Some key takeaways: 

- There are many different models for Angel Groups in the US, e.g. Member managed 

fund with opportunity for sidecar individual investing, Network groups with and 

without sidecar funds, Network groups that have a number of sub-groups under the 

same umbrella (e.g. Tech Coast Angels) 

- The US Angel groups do not take a commission from the companies that raise money 

from them but the UK groups do 

- There is an enormous amount of debate in the US about Crowdfunding.  There are a 

number of different types of Crowdfunding platforms operating with varying degrees 

of success.  There was discussion about the potential pitfalls and the possibility of 

using crowdfunding to top off investment round 

- A new concept that I had not heard of before was the idea of equity earn-out for 

founders/entrepreneurs where the Angel investors require the founder to put a 

certain amount of his/her equity at risk for a period of years to ensure that he/she 

remains with the company and committed to its success (for instance, a founder 

with 50% equity would put half of it at risk, it would revest over 3 years and if he/she 

left before that they would forfeit the unvested portion) 

 

Some key stats: 

- There were 608 listed attendees (as attendees, we have access to the delegate list 

and all the session materials on the ACA website, so I “counted” them) 

- 25% of the attendees were women 

- Apart from Canada (17), New Zealand had the largest single non-US delegation – 14 

- There were 7 Australian attendees: Jordan Green and 6 women from Scale Investors 

Ltd (the Australian ArcAngels equivalent) 

 

The Networking: 

As you would expect, some to the best events were the lunches/dinners/receptions and 

other networking opportunities where everyone was eager to meet and share.  Some 

observations: 

- The events organised by the NZ contingent were fantastic. 

- Pre-Conference – Monday Dinner – fun, casual dinner with a number of the NZ 

contingent and a number of UK Angels (Scotland and Northern Ireland) who were 

very interesting, particularly on the subject of sociopathic founders. 

- The New Zealand dinner at McCormick and Schuster was a big success.  Huge Kudos 

to Suse and the others that organised it and thanks to NZTE for their sponsorship.  

There was a great group of US guests – some of the very biggest names!   



- The Breakfast for new members/attendees was an opportunity to meet others but I 

thought could have been used more effectively.  Both John O’Hara and I used it as an 

opportunity to publicise the ABAF in October 

- Foley & Hoag Reception for Women Investors didn’t work as well as it could have – I 

think it was the venue which made mixing a little difficult 

 

Comments on some of the sessions: 

Tuesday, April 14 

Pre-Conference – ARI Seminar - Angel Investing Overview 

I wanted to learn more about all areas of Angel Investing and also get ideas for offering 

education to new Angel Investors, particularly in ArcAngels.  The attendees were an 

interesting mix of new angels, more experienced angels and angel group administrators.  

The course was a mix of presentations and panels.  Some of the course was focused on US 

legal requirements which are not applicable to NZ, but most was applicable.  One of the best 

parts of the day was a case study exercise on valuation.  There were three case studies and 

the attendees were split into groups.  Each group was then further split into investors and 

entrepreneurs and had to negotiate an acceptable pre-money valuation.  The solution for 

two of the groups, including the one I was in, was not to agree on a valuation but instead to 

propose that funding be by way of convertible debt that could convert at a pre-agreed 

discount to the valuation in the next round, by which time more progress would have been 

made.  I have the course materials which I am happy to share with anyone. 

Some key takeaways: 

- Determine an investing strategy for yourself and stick to it. 

- Work out how much you want to have invested in the asset class, recognise it could 

be 8-10 years before you see any money back and invest accordingly 

- Check out The Anti-Portfolio at bvp.com (it will amuse and either scare or reassure 

you!) 

- There is a website – www.ownyourventure.com - which has a calculator for anyone 

to use to calculate capital structure and see the impact of dilution caused by further 

rounds 

 

Wednesday, April 15 

Keynote – Rob Wiltbank 

Rob presented the new Halo report which summarises Angel activity in the US over the past 

year (a copy of the report is available on the ACA website).  A couple of interesting points 

were that the median pre-money valuation for 2014 was $3MM and, in 2014, there was the 

highest ever pre-money valuation at $13.5MM.  There was some discussion around the 

conference about valuations being too high, the discrepancies between pre-money 

valuations in California and other more high-tech areas and other states, and the fact that 

entrepreneurs’ expectations were being influenced by the valuations from those areas 

regardless of where they were located or the nature of their businesses. 

At the same session, The Luis Villalobos Award, honouring someone who advances angel 

investing, was given to Susan Preston - a woman for the second year in a row. 

 

Dealing with High Conflict Founders 

In designing the Summit programme this year, the organising committee asked attendees to 

suggest sessions that they would be willing to lead/interested in attending.  Iain Scott from 



Highland Venture Capital (Scotland) had proposed this session.  His motivation for proposing 

the session was that he is dealing with a CEO in one of his companies that has “issues”.  In 

working out how to deal with this person, he had come across the writings of Bill Eddy.  Bill, 

who co-founded the High Conflict Institute and is based in San Diego, presented to the 

session.  Bill has written a number of books on the subject and distilled his theories and 

advice down for us. 

See Simon Swallow’s report for detail on the talk.  In terms of presentation, I would have 

liked there to have been more time for interaction between the speaker and the audience. 

 

The Dating Game: Leveraging Accelerators 

This was a well-run session with plenty of audience interaction, some angst and a few 

fireworks as different members of the audience and the panel disagreed over the success 

and otherwise of Accelerators.  One of the panellists who had not been originally scheduled 

to be on the panel was Jean Hammond who runs an Accelerator in Boston for companies in 

the education space.  She was excellent and very interesting on companies with a “social 

purpose”. 

My main takeaway from this session is that there are a lot of programmes that call 

themselves Accelerators that do not meet the classic definition of an Accelerator.  Namely, 

an entity that raises money to sponsor a group of entrepreneurs to undertake an intensive 

training programme with a view to determining whether they have a viable idea and, if so, 

how it should be developed.  The success of the Accelerators that meet this definition, 

where success is judged by the percentage of companies that are fundable at the end of the 

programme, is much higher than those that do not. 

 

Structuring Exits for Returns ..and Impact 

This was one of the most interesting sessions but wasn’t about what I expected it to be 

about given its title (there were a number of sessions that had this issue).  The focus was on 

different ways to structure funding rather than just equity participation, particularly for 

enterprises for whom the traditional exits might not be appropriate.  The example used to 

illustrate the ideas was of an urban farming enterprise that was focused on sustainability 

and job creation not exit.  Some of the options discussed were Mezzanine Debt and 

Preferred Equity with a Demand or Deferred Dividend, with returns based on ongoing cash 

flow not an exit.  One of the presenters at the session, Bonny Moellenbrock, runs the 

Investors’ Circle, an “impact investing network” focusing on “enterprises dedicated to 

improving the environment, education, health and community”.  Bonny sent me the slide 

deck from the presentation which I am happy to share. 

 

Ten Hot Topic Roundtables:  

Member Experiences with Online Platforms – Under What Circumstances are We Using 

Them & How Do Investment Compare to Angel Group Deals? 

The “hot topic roundtables” concept was a great one but I think fell down in its execution.  I 

was not the only person at this session that was expecting it to be about more than 

Crowdfunding, including representatives of GUST and ProSeeder who attended.  This was 

probably due more to the fact there was another session at the same time, entitled “Why 

Crowdfunding is very relevant to Angels and Entrepreneurs”, than the title of the session. 

It was a very informative session on Crowdfunding in both the US and the UK, with a 

number of the people at the session (it was essentially a facilitated audience discussion – 



there was no panel or key speaker) having been involved in different platforms.  It gave me 

some very useful background on Angellist which was invaluable the next today at the Gil 

Penchina session on Angellist.  One of the most interesting non-US platforms was a platform 

in the UK called Syndicate Room.  Its participants are mainly London based professionals 

who are time poor and who invest in deals led by Angel Investors once the deal has raised 

25% or so of its money from Angel Investors.  

 

Thursday, April 16 

Angel Groups – The Move Online 

This was what I had expected the Roundtable the previous day to be about.  The extent to 

which Angel Groups use technology varies.  It was, however, clear that there are tools out 

there that can make organising and managing Angel Groups and your investments more 

streamlined.  There were presentations by GUST and ProSeeder.  ProSeeder looks worth a 

look as an alternative to GUST.  They now have 165 groups on their platform.  Another app 

that could help speed up the funding process is Docusign.  We would need to investigate the 

legality of this in NZ. 

 

Expanding Women’s Participation as Investors and Entrepreneurs 

There was representation at this session from women’s groups from all areas of the US and 

from a number of international groups.  There were also a reasonable number of men 

present.  Some interesting stats collected about the US in 2013: 

- 19.4% of Angel investors were women 

- Of Women founded businesses, 40% retail/35% consumer services/10% software 

- 13% of Venture Capital funding went to companies with a woman founder 

Representatives of different groups from the US and around the world shared their 

experiences and what worked for them.  One important theme in improving participation by 

women investors was education. 

 

I met a number of very interesting people, all of whom I invited down to New Zealand in 

October.  I collected a large number of cards and would be keen to send these people an 

invitation to the October event.  I have scanned them all and will attach to the email I send 

to Suse with this report. 

 

  



 

My Conference Schedule 

 

Monday, April 13 – Dinner organised by Suse Reynolds with other NZ attendees and a group 

of highly entertaining Scottish attendees 

 

Tuesday, April 14 

All Day – ARI Seminar – Angel Investing Overview 

Evening – Opening Reception 

Evening – New Zealand Dinner 

 

Wednesday, April 15 

7am – Member Breakfast for New ACA Members and First-Time Summit Attendees 

8.30am – Opening Session – Keynotes, Data and Awards 

9.45am – Dealing with High Conflict Founders 

11am – The Dating Game: Leveraging Accelerators 

12pm – Lunch with Keynote – Steve Blank (Lean Launch Pad) with Allan May 

2pm – Structuring Exits for Returns…and Impact 

3.15pm – Member Experiences with Online Platforms 

4.30pm – Keynote: Steve Streit, CEO Green Dot Corporation 

5.15pm – Reception 

7.00pm – Foley & Hoag Reception for Women Angel Investors 

 

Thursday, April 16 

8.15am – Keynote Panel of Top Angels – Key Facets of Being an Angel 

9.15am – Success in Online Syndicates 

9.40am – Angel Groups – The Move Online 

10.35am – Expanding Women’s Participation as Investors and Entrepreneurs 

11.30am – Board Membership: The Good, the Bad and the Ugly 

12.15am – Lunch and Keynote: Tom Tullie, eco ATM 

 

……..and then it was all over….  
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Agree with comments in Simon Swallow’s report, plus … 

 
Key learnings 

• Need to look how we can access the crowd sourcing platforms for non-NZ ‘top ups’ 
for companies the NZ angels are supporting – Varigate/Ourcrowd is  a good example 
of how this can work – can we do more? 

• Series A rounds after the initial Seed round seem to have a clear set of criteria for 
having a chance of success with the US VCs – can we document and teach these 
criteria to NZ start-ups? 

• We should work to build a Kiwi diaspora investment network in conjunction with the 
various groups – sounds as though proseeder could help with this – David Beatty 
who set up an Irish expat angel network investing back into Irish companies would be 
perfect to pick the brains of around this.  Happy to lead this forward. 

• We are way behind the 8 ball in terms of deal structuring, US angels are doing equity 
release to founders based on their service with the company and this is pretty 
standard now to have a good portion of their equity earned out under these terms: 

o 25% release after year one 
o The other 75% released on a pro-rata monthly basis over the next 36 months 

 
 
Conference session insights and highlights 
 
INTERNATIONAL DAY (DAY 1) 
International Morning 
 
New Zealand section 

• … 
 
University of Edinburgh Business School Highlights 

• Introduction of tax incentives for angel investing has lead to growth of investors with 
finance background rather than entrepreneurs becoming angels 

 
Go Beyond – BethAnn Kassman 

• One year angel novice program – appear to have lots of support and training 
available for new angels 

 
Tax credits 

• Various US states offer tax credits for angel investing, but many restrictions around 
restrictions on growth to stay within State  

• Some programs have a high level of paperwork required to access the credits – worth 
the effort? 

• No Federal level program   



 
Columbian Angels 

• … 
 
UK business angels 

• Lots of tech/IT being done around Cambridge 
 
Ontario venture capital 

• … 
 
Jeff Lynn – Seedrs – equity crowdfunding 

• They have the philosophy that the companies seeking funding on Seedrs are given 
eh tools needed to be successful in raising a round, but then need to compete with 
each other somewhat – not all will succeed. 

• Fixed 7.5% fee for funds raised 
• Seedrs will be launching in US in late 2015, but only to accredited investors and only 

offering European companies for investment 
 
 
International Afternoon 
 
Met up with David Beatty from Golden Seeds 

• Discussed the fact that he has set-up an Irish Angel investment network in the US 
that has a singular focus on investing back into Irish start-up companies 

• Interestingly now he has set up other networks along a similar focus – such as a gay 
and lesbian angel network that will invest in companies focused in the areas of the 
network 

• This would have great applicability for the Angel Association of New Zealand.  We 
should stay in touch with David to see what learning he has that will be valuable for 
us in establishing a network 

• Where we have previously done studies of Kiwis overseas (through a previous 
business I was shareholder in Global Career Link) the majority of Kiwi’s wanted to 
invest in New Zealand companies and start-ups and have access to those deals 

• Given the concentration of affluent Kiwi’s in London it would make sense to pull 
together a similar network from a New Zealand perspective – I imagine that Kea etc 
would get behind such a venture 

• Proseeder – looks like a good company to replace Gust and could have a lot of 
benefits to the Angel Association of New Zealand 

 
Global Business Angel Network http://gban.co   

• Looking for projects they can undertake to benefit the global angel community 
 
Crowdfunding and Angel Investing 
Bill Payne 

• Majority of the funding happening in Europe and US at present 
• Equity crowdfunding only takes up 5% of all crowdfunding in Europe 
• Equity crowdfunding growing at over 400% a year (although it is significantly lower as 

a base compared to peer to business lending) 
• Real estate crowding second latest category in the US and not even on the list for the 

UK – would not feature in New Zealand despite the love for real estate in New 
Zealand – would represent an interesting opportunity should any angels come across 
deals in New Zealand where the companies are focusing on this 

 
Audrey Jacobs – OurCrowd 

• OurCrowd have a different philosophy vs Seedrs, with more curation of companies 
launched o their platform – some funds direct form OurCrowd partners, and all 
companies are expected to be successful in raising funds. Ourcrowd fee is nil upfront, 
and participate in upside. 

• Israeli based, but able to do deals globally 



 
 
Breakout session (summary notes of what the teams t hought that ACA could do): 

• See Simon’s comments 
 
DAY 2 
 
Opening Session 

• … 
 
Rob Wiltbank (Halo report 2014) 

• Updating 2007 report, will be available later 2015 
 
 
Break-out sessions – Smiling at Success, Laughing at Failure – Great Exi t Stories from 
Angel Directors  
– Dave Berkus, John Huston, David Rose 

• Dave has done over 100 deals, and has been sued 5 times personally – one of these 
was for a deal that never got past the initial investment. Won 4 suits, settled 1, each 
cost over $100k in legal fees 

• All three had exits over 10x, and one 110x exit 
• Dave missed opportunity to in invest in Amazon as in wasn’t in his geography limit 
• No common themes between successful exits 
• All had interesting war stories, but not a lot of insight to be gained 

 
Break-out sessions – Picking Right Jockey – Spotting Founders with The Highest Potential 
Return 
- Todd Federman, Ross Finlay and Charles Stack 

• Ross runs an 3-month incubator program, where the first task for each entrepreneur 
is to pitch to the interns in the incubator to build a team – if the entrepreneur can’t sell 
themselves to attract interns to their team, not likely to be able to pitch to customers, 
investors, partners etc 

• Difficult to find a good evaluation test one can give to entrepreneur to screen for 
success factors 

• Ask the entrepreneur what they were doing at age 11 – selling stuff in the 
neighbourhood, running a lemonade stand, etc. At age 18? i.e. is being an 
entrepreneur what they have been doing their whole life? 

 
 
Lunch Session – Lean start-up – Steve Blank 

• I need to learn the lean startup process as explained by Steve – am now reading his 
book 

• Resources at http://steveblank.com  
 
Breakout sessions – Supporting Portfolio Company CEOs 
 – Ross Finlay, Tony Shipley, Mike Volker 

• No 1 is bringing your rolodex to the party, and making introductions for the CEO 
• ‘Lean forward’ mode versus ‘lean back’ mode for different companies, depending on 

needs/experience of CEO 
 
Breakout sessions – What Can be Easily Done to Harvest Losses from Zomb ie 
Companies?  
- John Harbison 

• Only relevant to US investors where a company has become a zombie (unresponsive 
to queries, no chance of a return) 

• John has set up a process where the investment can be sold to a club owned 
charitable entity for $1, thus crystalizing the capital gains loss for the investor 

 
  



DAY 3 
Reality Computing – Robert Shear 

• See Simon’s summary 
 
Panel Discussion – Keynote Panel of Top Angels 

• … 
• Series A crunch  - only about 100 Series A rounds in US in 2014 (?) 

 
Presentation – Syndication through Angel’s List 

• … 
 
 
Breakout – Angel Groups – The Move Online 
- Christopher Mirabile, Ken Gatz, Ryan Felt, David Rose 

• Christopher started by explaining the tech stack needed for an angel club and how 
his angel group built their own solutions to manage this, and how ‘easy’ it was. I 
spend the whole time thinking why bother 

• Ken described how Gust was partnering with Ryan to add a crowd funding solution to 
Gust to make it easy to top up a deal from SeedInvest 

• David profiled Proseeders which on the surface seemed to have the whole angel club 
stack solved. Form my perspective the tools to make it easier to collaborate on due 
diligence process, and lead investor co-ordination looked attractive. 

 
Breakout – Board Membership: The Good, The Bad, and The Ugly  
- Dave Berkus 

• Dave condensed a 1 day workshop down to 30 minutes, so hard to get much out of it 
• when on board ‘noses in fingers out’ for interacting with company below CEO level 

 
 

Keynote – Tom Tullie, CEO ecoATM 
- He had a clear vision of the capital rounds required for ecoATM from startup to exit – 

ecoATM is a fairly capital intensive business (100s of kiosks built and located around 
the country 

- He understood the requirements for getting a Series A round completed ($10m?) and 
focused on just getting these requirements achieved (working prototype, several 
locations in different US markets proving economies apply equally well in these 
regions). Not distracted by ancillary opportunities that came along 

- Got an industry player as investor in Series A round, but absolutely no controlling 
clauses for the industry player (no first rights of refusal, etc). 

- The industry player was the eventual acquirer – Tom negotiated the exit price 
directly, just used his i/banker to support the process. No competitive tendering as he 
did not want to distract his team and was able to get a good enough price from the 
acquirer with just the possibility of a competitive process. 

 
Conference organization – key “do’s and don’ts” you  picked up 

• Pitch evening  – the process of having a cocktail hour with various companies having 
different stands competing for ‘dollars’ was great – worth copying?ƒa 
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Key impressions 
 

• A well organised conference that was enjoyed by enthusiastic 
attendees.  Participant’s certainly used the opportunity for networking. 
 

• A key impression is that Angel investing is still a relatively small 
community, and that people are very willing to help each other. 
 

• New Zealand angel investment practice is not significantly different 
from international best practice, and in particular, US practice. 

 
• Syndication is becoming much more important in the US market.  This 

is enabling a larger spread of the register – which is better for future 
rounds, and enables greater diversification for each investor. 

 
• Crowdfunding is becoming a bigger issue, and the whole industry is still 

trying to understand if this is an opportunity or threat. 
 
Key learnings 

 
• Being new to the US scene, I was pleasantly surprised about the deal and 

round sizes, and also the minimum investment size for US deals.  These 
were quite similar to New Zealand, being investment rounds of $500k to 
$750k on average.  Also it was interesting that individual transaction sizes 
were down at $10,000 minimum.  Perhaps just a little larger than minimum 
transaction sizes that we see in NZ.  
 

• A key implication being that a broader investor base and more diversification 
within US portfolios is sought after at present. Valuations, were slightly 
higher, around $3.0m, but were higher again in Silicon Valley. 

 
• There was also a number of discussions and focus around the syndication of 

deals.  There appears to be good co-ordination and trust amongst some 
networks, and this was seen as crucial in advancing deals quickly and 
efficiently.  In New Zealand syndication is common, but it is clearly important 
to continue to build relationships and information sharing to get transactions 



done promptly.  One factor associated with syndication, is the need for better 
co-ordination of due diligence and nominee structures for investors. 
 

• The other significant takeway for me was the importance of a clear plan and 
pathway for capital funding of the Start-up business.  The entreprenuer needs 
to have a focused plan for delivering the product, market or business 
milestones, that will provide the ability to raise the next tranche of capital at 
an improved valuation, then repeat the process as necessary. 
 

• Although not new, the importance of backing the right entrepreneur and 
ensuring they focus the team on building a sustainable business model is 
important. 

 
• Growing great investments and not just great companies was an important 

theme.  So make sure there is an exit strategy alignment with the major 
stakeholders. 

 
 
Conference session insights and highlights 
 
 
Post-Investment and Boardroom Workshop - Bill Payne 
Areas covered: Halo report overview; Mentoring; Best practice for Start-up boards; 
unique duties; board risks; employee and director rem; Syndication; VC’s; Taxation; 
executing management transition; exit planning and execution.  Followed by board 
panel discussion featuring Michael Cain, Dave Berkus, John Huston and Nelson 
Gray. 
 
Key Point of interest: 
- Deal size.  US deal size not significantly larger than NZ in many cases.  Only 4% of 
deals over $1m.  Similar to NZ, deals are tending to have more participants, and the 
minimum is now down to $10k.   
- Syndication.  The US is seeing a trend to more syndication (closer to NZ norms), 
increasing the Series A participants makes future rounds easier, and facilitates more 
of a portfolio approach to Angel Investment. 
- Valuation around $3.0m and increasing.  Significantly higher in Silicon Valley. 
- Board Composition.  A trend towards 5 members on a startup board in the US (up 
from smaller (3) members.  Composition being 2 entrepreneur reps, 1 or 2 
independents and 1or 2 investor reps (depending on minority or controlling 
interest).  This enables board specialists to be hired (i.e. exit experience, industry 
vertical). Question whether this is unwieldy for small NZ companies? 
- Exit Officers/Directors.  There is a trend to hiring expertise within an angel group, to 
cost effectively prepare investee businesses for exit ahead of time.  Also the trend to 
appoint director with that expertise (as above). 
- Three duties. Mentor or replace the CEO, Monitor cash, deliver an exit. 
- CEO management.  Set expectations for job success and succession from the 
outset of investment.  Monitor with regular performance reviews.  Ensure alignment 
on the board (director only time). 
 
Nelson Gray:  Three requirements of a new investment (and its CEO), get to 
cashflow breakeven; develop a product someone can fund/grow; find a funding 
source based on the company’s progress. 
 



Key discussion take-away.  Even the best investors make mistakes! Experience 
improves you for next time! 
 
International Exchange Workshop - John May and Wendee Wolfson 
Areas covered: Latest data and trends, Landscape of Alternatives (Crowdfunding); 
Moving Forward 
 
Key Points of Interest: 
- Data.  Reliability of data continues to be an issue in the industry.  
- Pooled investment and smaller investors.  Studies now proving that smaller 
investors can achieve the same (high) returns as larger investors, through the use of 
syndication and nominee structures (important in an NZ context). 
- Social aspects.  The social good of angel investing was mentioned several times in 
the morning and afternoon.  In Canada $1 of government contribution is leveraged 
into $50 of investment.  In the UK, 25% of investors mention social good as a factor 
in investment. 
- Crowdfunding.  Is becoming a real and permanent fixture of the industry.  There are 
different models with screened accredited investors and DD undertaken, verses 
straight offers to unaccredited investors.  A higher proportion of deals will be led by 
crowdfunders.  More top ups will also occur using CF.  A key implication for NZ 
angels is to have access to quality crowdfunding sources, but not lower standards of 
screening and diligence in the investment process.  
 
2014 Halo Report, Rob Wiltbank 
Areas Covered: Halo report detail. 
Key Points of Interest:  
- Average employee size at Angel Investment 5-6.  Average after 1 year 41.  Good 
stats on Economic and Social Impact. From David Verrill (chair ACA).  
- In 2008, 63% of angel investment occurred close to home for the investors, in 2014 
54% of deals occurred in the broader US region, or further afield (deal space is 
widening). From David Verrill (chair ACA). 
- median deal and valuation up strongly in 2015, internet and healthcare deals at 
62% of total deals - although other deal types are increasing (in number). 
 
Dealing with High Conflict Founders - Bill Eddy, High Conflict Institute 
Areas Covered: Managing high conflict personalities 
Key Points of Interest:  
- Attended this session to get tool to deal and communicate with high conflict people - 
this provided some good logical explanations and solutions. 
- High conflict people have extreme behaviours, ‘my way’ thinking, raw emotions and 
blame others.  Logical arguments don’t work, feedback on past behaviour doesn’t 
work.   
- Treat the person with respect.  Tone of voice is important.  Empathy, offer solutions, 
react in a considered manner, set limits via policy or other logical argument.  Don’t 
ever apologise, they’ll use it as leverage. 
 
Angel Exits - John Huston, Rob Kornegay 
Areas Covered: Structuring deals for Exits 
Key Points of Interest:  
- Redemption Triggers generally don’t work in controlling Founder behaviour (use 
Founder salary as leverage); Time based vesting for Founders sometimes effective 
(although they are already invested in many cases). 



- The more rights you put in a Term Sheet, the more they will be used against you in 
a VC round.  Try to Align interests with the VC as much as possible when they invest. 
- Investment Bankers often don’t add value in deals, but they help directors ensure 
they have fulfilled their fiduciary duties.   
 
Lean Launchpad - Steve Blank 
Areas Covered: Redefining the business plan to understand customer requirements 
deeply, through testing and refining hypothesis on what the market wants. 
Key Takeaways: 
- Talk to 100 customers about their product and problem before starting a business 
plan.  The model could save investment dollars and due diligence costs if 
implemented for early-stage opportunities in New Zealand. 
- Understand the minimum viable product that will obtain commitment from 
customers.  The customer needs to be willing to buy the product before it is available 
in the market.  
- A start-up company is a temporary vehicle designed to search for a sustainable 
business model that is scalable. 
 
Supporting portfolio Company CEOs– Ross Finlay, Tony Shipley, Mike Vokler 
Areas covered: how to support a new CEO in governance, strategy and markets. 
Key takeaway’s: 
- ensure the board composition and quality of the board is a term sheet issue 
- make sure the CEO is coachable to begin with.  Ask constructive questions, to 
manage through issues.  Soft questions lead to better results. 
- an important issue "when does the company run out of cash?” 
- Consider regular lunches with Angel members and investee companies to secure 
appropriately experienced angels to assist CEO’s with company issues. 
 
Due Diligence for Syndication - Jordon Green 
Areas covered:  Syndicating deals and due diligence process for those deals 
Key Takeaways 
- Organise the syndication early, then enable all the DD to be centralised and co-
ordinated with one lead, but many participants - always easier said than done 
- Hold harmless letters necessary, but Trust is more important between syndicates 
- Often the commercial due diligence is largely completed prior to the Term 
Sheet.  Legal (B&W) DD often follows 
- some clubs have a rule that if no issues are found in DD, they move to a Term 
Sheet after two weeks - this keeps the deal from going stale, and keeps investors ‘on 
the hook’.  Maybe something for us. 
- Many investors don’t sign NDA agreements.  These are part of a Term 
Sheet.  Areas of sensitivity include IP portfolio and customer lists.  Freedom to 
operate letters are important from the IP firms. 
 
Fireside discussion - Steve Streit - Green Dot Corp 
Areas covered:  General discussion around the business’ evolving from Angel, to VC 
to public markets via an NYSE IPO. 
Key takeaways 
- Very interesting personal journey.  Best quote was with reference to Sequoia 
Capital.  “Money is made by backing passionate people, and encouraging them to 
express themselves and work hard”.  Not by providing capital.  Sequoia got the deal 
because they were good people first. 
 



Key Facets of being an Angel – Geoff Entress, Jean Hammond, Gil Penchina 
and Dusan Stojanovic 
Areas covered:  Experienced angels talk about deal success and failure. 
- A big mistake is backing the wrong people.  Always trust your instinct.  If you have a 
bad feeling, pull away from a deal. 
- The management team stability is very important.  Losing members of the team 
early never makes for good transactions.  A good test is to make the team members 
introduce each other, and their respective strengths and weaknesses. 
- raise the correct amount of capital to begin with.  Make sure you know the pathway 
to getting to the next funding round.  An 18 month runway is important. 
- You are investing in the CEO and team.  Due diligence is just a point in time.  The 
CEO needs to be confident, have a strong will, be a good listener, and work very 
hard. 
- Business model innovation.  It is likely that the business will need to tilt or pivot its 
business plans, as it changes. 
- Whilst capital intensive businesses are difficult to invest in, if successful, they do 
create barriers to entry in their markets. 
 - Success: at least half of all investments will be worth nothing.  3,000 angel deals 
get funding, but only about 300 VC deals… 
 
 
Angel Scorecard – CEO view – Rick Cooper, Adam Riggs-Zeigen, Dean 
Rosenberg 
Areas covered:  CEO’s talk about their experience with angel investors. 
Key Takeaways: 
- DD can be a long and cumbersome process with angel investors.  They don’t co-
ordinate well, and most want to talk directly with management themselves.  Try to co-
ordinate more, and perhaps have a cocktail evening, or lunch where investors can 
meet with the team. 
-  Utilising a two week deadline to move from DD to a term sheet can be very 
effective, it keeps the deal moving in the right direction. 
- A nominee structure can be very helpful, as can an aggregation of the decision-
making process. 
 
Capital Efficiency in Life Science Investing – Allan May, Steve Flaim 
Areas covered:  Investors in the Life Science space explain how they approach 
investment. 
- there has been a change recently, with medical device exits happening faster than 
bio-tech businesses.  The opposite of what would be expected.   
- Remember you are not selling products, you are selling a business.  
- Life sciences are capital intensive businesses.  Devices, can cost $10m minimum to 
get to market.  Drugs can be $20m to get to Stage 1 trial.  Very important that you get 
a next capital round step up with each investment.  Angels can be diluted very 
quickly otherwise.  
- An early exit strategy is important. 
 
Innovation Showcase 3 – 9 Healthcare IT and Medical Device company 
presentations 
Key Learnings:  Each company had a very strict 5 minutes for presentation.  The 
presentations were very professional, the entrepreneurs were very well qualified 
(usually doctors, given the Med Device focus).  They followed the same generic 
format of explaining the customer problem, the product they were developing, the 
industry space and size, the team, and the next steps for the business. 



- There was not a good attendance by conference participants.  Clearly people didn’t 
come to the conference to hear pitches… 
- The quality certainly was a reminder of the difficult job NZ businesses have if they 
want to break into the US and obtain funding. 
 
Lunch Key Note – Tom Tullie ecoATM 
Areas covered:  The story of ecoATM from early stage funding to exit via a trade sale 
(to strategic investor). 
- Have strong corporate development goals and strategy.  Goal was to be IPO ready 
in five years.   
- understand the milestones that need to be achieved at each stage of the business 
growth, to enable it to get funding for the next growth phase.  Don’t be distracted off 
these goals. 
- calculate the value of a business based on what the management team needs to 
own, at each stage, and what the business will be worth on exit. 
- you need to be very committed as an entrepreneur.  Take less cash out if 
necessary to get the business to its goal. 
- VC’s will be better at pushing towards an exit. 
 
 
Conference organization – key “do’s and don’ts” you picked up 

 
• I think Tom Tullie, the CEO of ecoATM, was an excellent speaker, and 

explained the process well from an entreprenuer perspective, and in building 
a company acheivements.  If you were looking for someone different to bring 
to NZ, I think he would be very good, and certainly was a good way to finish 
the US conference. 
 

• Syndication of deals (and therefore also having appropriate nominee 
structures) is a topic that could be explored further at the NZ conference.  
Clearly sydincation has a benefit for those involved in terms of due diligence 
efficiency, and allowing money to be spread further (and increasing the 
register strength for future rounds).  I suspect if more can be done to build 
trust and ability to work together, then that would be very useful for all 
investors. 
 

• The conference documentation was robust, had a good timetable and 
conference map, and importantly just had two booklets, so easy to refer to 
and not lose anything.  Nice and simple.  Likewise the conference website 
was excellent.  I’m sure you have a plan with angel investment Smart Show 
for a great app! 

 
• Keynote speakers at lunchtime were a good idea. 

 
• Advertorials – where a speaker pushes their product or business, are not a 

good idea.   
 

• Having a 10 minute break between sessions worked very well.  I also think 45 
minute breakout sessions are about the right timeframe. 
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Key	  impressions	  
	  

• I found the conference very worthwile and enjoyed attending. The 
calibre of information gained was very high, as much from discussion in 
the sessions as the presentations. 

	  
• I think as an individual, attending every 3-4 years would be a useful 

way of staying abreast of current best practice and also connected to 
the ecosytem. 

	  
Key	  Learnings	  
	  

• Crowd funding is likely to have a major impact over the next few years. 
Ourcrowd as a crowd funding platform that only works with accredited 
investors is an interesting example and contrasted strongly with 
Seedrs. 

	  
• The differentiators of value for Angels over the crowd will inevitably 

come from the hands on help nature of Angles and this should be a key 
positioning to entrepreneurs to ensure quality deal flow access. 

	  
• Standardising documents would add value and provide a more 

transperant and pain free  process. I am abig fan of the UK's 
compliance based AIM market reporting vs the US rules based 
approach. The Combined Code is the guiding document but you can 
do whatever you like so long as you comply or explain. So for example 
the code says a limit of 10% equity for staff options. Any company can 
do what they like but if they exceed 10%  and therefore do not comply 
with the code it must be identified and explained. Following this 
approach the Angel Association could publish a set of standard 
docuemnts, Term sheet, constitution, shareholders agreement, 
employee agreements, board letters of appointment to shortcuts the 
process and save reinventing th ewheel each time. 

	  



• Following on from this emerging best practice identified at events like 
this could filter back into the Angel Association standard documents. 
The emerging trend to have vesting founder shares I thought was 
agood example of this type of learning.  

	  
	  
Potential	  Speakers	  
	  

• I was impressed with Gil Penchina, presentation attached. He was an 
early angel investor in PayPal and Linked in and has through Flight.vc 
been active in syndication.  

	  
• The other presenter I found very valuable was William Eddy who has a 

High Conflict Institute and had a number of techniques for managing 
high conflict founders. 

	  
• John Huston, Bill Payne and Dave Berkus also are clearly highly 

experienced and with lots to offer and with John and Dave both being 
pilots...... 

	  
	  
Contact	  business	  cards	  attached	  at	  the	  end	  as	  jpegs.	  
	  
	   	  



Conference	  session	  insights	  and	  highlights	  
 
 
Dealing with high conflict founders 
Bill Eddy High Conflict Institute, San Diego. 
 
You might be right, now lets focus on the options. 
4 key characteristics for high conflict people. 
 
1. All or nothing thinking, my way or the highway 
2. Extreme behaviour that 90% people wouldn't do 
3. Unmanaged emotions, extremely enraged, some don't show emotion 
 but plot revenge 
4. Preoccupation with blaming others when things go wrong. 
 
Things that don't work 
Logic arguments about the past what they have done wrong. Talking logic is 
talking to the wrong part of the brain.  
 
Change feedback to feed forward, here's what we are looking for can you do 
this? Can't change peoples personalities. Just forget about getting people to 
see they have a problem. 
 
Basic tips empathy, attention and respect 
 
Focus on proposals more than one option BIF response 
Set limits they push until there is a response 
Left brain thinks in words right in picture 
Left brain processes work, right emotions, tone of voice 
Tone of voice hugely important in how people react, right brain has upset 
emotions, senses danger, facial expressions of fear or anger triggers a 
defensive response.  
 
People with personality disorders have wide mood swings,  reasonable and 
important positions (unrelated to intelligence or work knowledge) go from calm 
to enraged then back to calm. Harder to get back to normal. 
 
What to do Cars method. 
 
When upset logic switches off its fight flight or freeze. 
Empathy attention or respect calms the right brain. Don't say calm down, 
empathise and connect with emotions, I can see you are upset lets see what 
we can do. When they get a sense of a we problem they calm down, on the 
same team much less defensive. Calm quickly.. Don't mirror them stay calm 
and they will mirror you. 
 
Analysing thinking about options, ask them for proposals, what do you 
propose and what do you suggest and switches back to left brain and defuses 
Tend to write when upset and make threats, respond with a BIF response, 
brief informative, friendly and  firm ends the conversation not leaving a 



challenge follow with a question and response date to focus on problem 
solving. 
 
Thank you for your concern I see it quite difficulty. 
 
Connect with empathy analyse with options respond with information setting 
limits Right brain flight or fight is thinking about the now not about the future 
Avoid apologising for material issues as that proves blame, social apologies 
ok. 
 
 
Energy Sector Unfair Advantage 
 
Three trends 
 
1. Oil and Gas typically extract only 6% of total oil and gas ina  well 
before it  is capped off leaving 94% behind. So technologycan add 
significant value. 
2. Domestic self sufficiency unforeseen 10 years ago 
3. Aging workforce, 50% retiring within 5 years 
 
Three tiers in industry Tier 1 the integrated companies like Shell 
Tier 2 Independents Apache and others  
Tier 3 mom and pop wells. 
 
Shell looking to invest in new technologies focusing on horizons 2 & 3. 
Want 60-100x on top of financial return a value add to Shell, ie will it increase 
their reserves, reduce bottom line costs. If its not $20-30m value as customer 
not interested, $100m as a customer better. 
 
Most interest in products that help with communication, safety and 
productivity. 
 
Angel message reach out to customers early for investment funds. Make sure 
you talk to the right company. Some things Oil companies buy direct or invest 
in. Some they buy only from integrators like Schlumberger, important to deal 
with the right customer. 
 
Interest when cost reductions are over 50% so if they only get 30% in the real 
world its still worthwhile 
 
 
Structuring Exits for Returns and Impact 
 
Defining how liquidity will be achieved without a trade sake or IPO, either from 
a debt equity hybrid or sharing cash flow. 
 
Companies: Non scale-able companies, operating in a sector with few 
acquirers or international markets with few acquirers. 
 



Management teams:   Not interested in exit, long term commitment 
to company, concerned about mission drift on exit or want to avoid potential 
conflicts or exit compromise pressures 
 
Urban farm company local organic produce in raised beds, .5 acre farms, 
$160k sales. 
 
Raise funds for 20 farms $600k seeking $%00k aim 5=6m sales 30% ebitda 
 

 
 
 
 



 
 
 
 

 
 
 
 
 
 
 
 
 



Keynote Key facets of being an Angel 
 
Christopher Mirabile Dusan Stojanovic Geoff Entress Gil Penchina Jean 
Hammond 
 
Leading indicators of Failure, wrong people and a funny feeling about the 
people, original team break up and replacing a team member at an early 
stage is a leading failure indicator.  
 
Raising too little capital at seed (under $500k) insufficient to validate the data, 
$750k to $1m is best.  
 
Entrepreneurs parroting what you say, so talk less. Ideal seed round is 18 
months runway.  
 
Teachers communicate a lot on Twitter and Twitter storms emerge for new 
freemium tech products.  
 
Look for a smart aggressive team who listen well, and are good at hiring.  
 
Hacking capital e.g. indiegogo crowd funding hardware before having to build.  
 
For capital intensive if you get to scale quickly like Uber you can suck all the 
oxygen out of the room and be dominant.  
 
Invest in teams not individual and proof points more than just a powerpoint.  
 
Angel investing is a contact sport. Look for the difference between dedicated 
and committed. Not having left your day job is anon starter, I'm not jumping off 
the cliff until you do.  
 
Two minute video of the team introducing each other allows you to see how 
well they work as a team then you can focus on the product and market. 
 
Great CEO's know how to listen. 
 
Contact details for Gil Flight.VC email angelmob.oc or  
gilpenchina@gmail.com 
 
 
Angel Scorecard the CEO View 
 
Compare Angel with VC,  Angels can get caught up in the product and 
pagentry whereas VC's are more business focused and know the numbers 
better than the Entrepreneurs.  
 
The 2x4 rule, everything takes twice as long and costs 4 times as much as 
you expect. 
 



Access to mentoring was a key reason to get Angel funding for two and one it 
was just a source of funding. 
 
Angel groups have become more sophisticated. TC Angels has implemented 
VC type processes and in particular clear timeframes for Entrepreneurs and 
its made a big difference.  
 
Savvy Syndications Promise and Pitfalls of Deal Syndication. 
 
Results of March 2015 ACA member survey, 83% have syndicated half have 
syndicated more than 5x and haf think they will do more in the future. About 
10% syndicated internationally. About half are considering using online 
platforms for syndication. 
 
halo report, 160 groups 2011-2014, $769m invested in about 2,000 
companies. About 40% syndicated up from 20%. 
 
Important that syndication be two waya nd both groups work to build trust. 
 
One approach was to determine syndicate partners at the outset prior to term 
sheet, another was post term sheet. Default was post term sheet unless the 
other groups have expertise. 
 
Proseedr seems to be  gaining ground over Gust with over half using 
Proseedr. 
 
Deal lead and syndicator role is to bring people to the table but the team has 
to do the sales job to close the investment. The lead has to bring the horse to 
water the CEO has to make them drink. 
 
 
Building a Great Board, Dave Berkus 
 
Early stage no outside investors, advisory more than governance, once 
investors are on board (2 out of 5 seats) need balance, management, 
investors and industry talent. Mid stage venture stage early investors pushed 
off, more care needed to keep balance,  
 
Board duties: Hire manage or replace CEO and approve executive 
compensation. Help CEO shape the strategy and vision ensure health of the 
organisation. 
 
Effective boards provide strategic assetss and pursue an elevated purpose 
and performance, focus on the main things and right questions and CEO 
performance. 
 
Board mindset 
Generative thinking ask why, what if, Alternatives 
Strategic thinking Competitive landscape and challenge the CEO Too little 
value for too much money. 



 
Valuation done any time options are issued, cost about $4,000. 
 
Mitigation of risk careful deliberations (business judgement) and 
indemnifications. 

Record in minutes the board considered carefully for major decisions. 

Board has a duty of loyalty, duty of care, including a duty of good faith and 
candor. 
 
Two committees for oversight, Audit and remuneration. 
 
Ultimate reminder, Noses in, fingers out. 
 
Remuneration, Not cash, stock 1% over 2-4 years, priced at last transaction. 
Time 1 board meeting per month capped at 2hrs plus phone time not abused. 
No phone meetings as people multi-task. Chairman add 1/2 5 if active as a 
CEO coach.  
 
Consulting fees ok, if more time spent and fully disclosed to board. 
 
Board of advisors, backfill areas of expertise missing, well known names to 
validate company and a way of getting people off the board. Remuneration 
1/4 to 1/2% over 2-4 years for up to 2 visits a year at CEO request (one 
strategic planning) and 24 phone calls. Can be a consultant at all but 
managed by CEO. 
 
D&O policy about $6m per $1million. 
 
Mitigation of risk careful deliberations (business judgement) and 
indemnifications. 
 
 
 

 
 
John O'Hara 
23rd April 2015 
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Summary 

I visited the same conference in San Francisco in 2013. Much of the 2015 conference seemed 
similar in terms of content and speakers. It brought some new insights. However, it seems there is 
a core of ACA organized angels who actively run it and produce conference content. Then there 
are other angels who do not get much involved in ACA. For instance, the leader of the Band of 
Angels Ian Sobieski did not attend in 2013 or 2015. However, individual members of the Band of 
Angels used the ACA conference to promote their brand and personal AngelList syndicates.  
 
I had conversations with numerous delegates and the focus in general is around investment best 
practice and angel group management. This is also evidenced in a great number of young 
delegates who are not angels but attend as group or fund staff. It is easy to talk about portfolio 
deals but there seems little need or interest for deal sharing or syndication.  Even those 
international angels who have visited NZ following AANZ invitations are not seeking deal flow from 
NZ, even if they have ‘trusted’ connections in NZ angel groups. I think the greatest prospect for 
international syndication is likely to be by industry sector with Bio Tech being the likely first sector. 
 
I think the biggest value comes with the first attendance. I would recommend the conference for 
new angel investors to appreciate the scale of angel investing in the US and Silicon Valley in 
particular. Network managers and AANZ council members who wish to maintain and grow their 
connections to the US angel investor community could not find a better place to do this. The 
conference draws many US and international investors together in a single place over the span of 
only a few days. 
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Conference session highlights and observations 

Tuesday, April 16 – Pre-Summit Sessions 

07:00 – 10:30 Kiwi Dinner @ McCormick & Schmicks 

Already the walk to the dinner from the conference hotel offered good opportunity to have 
conversations with different and new people.  With two NZTE reps at my table I learned a lot 
about how NZTE are organized and help NZ companies go abroad. 
 
Suggestion: As these dinners are meant for networking it would be helpful to instigate some 
rotation of table partners. I attended the 2013 dinner in San Francisco which was organized along 
long table which triggered some impromptu re-seating towards the end. This time it was small 
round tables for six. There was a seating plan with name tags which is helpful to get everyone 
seated. To drive rotation, how about numbering tables and putting a different table number for 
each course on everyone’s name tag?  
Also it would be helpful to introduce all Kiwi attendants to each other, rather than letting this 
happen by chance throughout the conference. Although the circulated emails ahead of the 
conference hint at the names of the Kiwis that doesn’t go all the way. 
 

Wednesday, April 15 

07:15-08:30 Kiwi Breakfast 

Good way to start the day, and debrief from the dinner the previous night. 

08:30-09:30 Opening Session – Keynotes, Data and Awards 

Angel investing keeps growing every year. It has virtually reached the status of a new asset class 
among wealth managers. Job and wealth creation is most successful in ventures where angel 
investors are involved compared to any other state or central government lead programs. 
 

Rob Wiltbank (Halo report 2014) 
The full report will to be made available after the conference and can now be found here. 
Valuations increased, median pre-money now $3.0M up from $2.5M. Deal sizes increased. Activity 
increased. For the first time California more dollars were invested California list more dollars than 
anywhere else in the country, just past California. 

09:30-10:30 Crowdfunding – Today and Tomorrow | Track: Early-Stage Landscape  

Bill Payne 
Worldwide crowdfunding in 2014 was some US$10bn, 60% US, 30% Europe. Crowdfunding covers 
a wide range of different types of funding of which lending is by far the biggest. Only about 5% of 
all crowdfunding is for equity which in turn is only 2% of total angel funding. So fundamentally 
equity crowdfunding in 2014 was overall insignificant. However, there are also noteworthy success 
stories such JustPark raising £3.7M on £20M pre-money in the UK. 

http://www.angelresourceinstitute.org/Research/Halo-Report/Halo-Report.aspx
https://www.crowdcube.com/investment/justpark-18074
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Matthew LeMerle 
How will the landscape of Crowdfunding evolve over the next 5 years? 
At this early stage it is best to consider relative certainties and critical uncertainties about the 
future to develop possible scenarios which Matthew has done for a big Bay Area client.  
 

 
 
The uncertainties over the Regulatory Environment and the Failure Rate in Crowdfunding are likely 
to be most significant and  
 will be considered more closely in a grid diagram. Currently regulation is supportive of 
crowdfunding and the failure rate is assumed to be the same as normal. Note: Angel returns rely 
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on active involvement in DD, post investment management and exit drive, whilst crowdfunding is a 
passive asset class with likely lower returns. 

From the current 'rosy' situation there are two likely progressions.  

1. Crowdfunding platforms will continue to grow, however, the regulation is likely to tighten 
which in turn will lead to consolidation under compliance pressures and heightened 
competition.  

2. However, it is more likely that over time the failure rate of crowdfunding will lead to 
disgruntled consumers, will then lead to a tightened of regulations and industry 
concentration. 

 

-  

11:00-11:45 Angel Exits Increase Your Skills to Improve Your Luck | Track: Exits  

Angel John Huston and lawyer Rob Kornegay  discussed how to express investor interests 

legally in order to reach better exits. 
 

1. Exit Goal Congruence 

This is a primary criterion and time (performance or milestone) based vesting of 

founder shares is now standard practice in Silicon Valley yet still not widely used 

elsewhere. Redemption triggers are not exercised in practice, as there is usually no 

money when the trigger is wanted and when there is money investors do not want to 

call the trigger but hold on. 

http://www.ohiotechangels.com/about/management/
https://www.wsgr.com/wsgr/DBIndex.aspx?SectionName=attorneys/BIOS/2166.htm&extprint=yes
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2. Great Company or Great Investment? 

Board should determine the CEO salary to prevent the CEO from enjoying a lifestyle 

business. An LAQC structure can help to force distributions. 

3. Who will drive the exit? 

When a VC is driving the exit then it it best to be aligned in terms of veto rights and 

preferences, convertible notes (with value cap) linked to series A are ideal. 

When angels are driving the exit make sure to engage an investment banker for good 

governance so the board makes no formal or procedural mistakes. Although angels 

should know potential acquirers, the banker will likely have the best connections to 
make an appropriate approach. 

12:00-01:45 Lunch Session: Keynote - Steve Blank on Lean LaunchPad  

Steve Blank gave a very interesting overview of his work with UC Berkeley and other educational 
bodies. He has built on the business model canvas approach first proposed by Alexander 
Osterwalder, 2004 and the Lean Startup Methodology of Eric Ries, 2011. The lean canvas describes 
the status quo of a business more succinctly than a traditional business plan and it has expanded 
to systematize the iterative process of entrepreneurship, the building of a startup idea into a 
viable business. 
Essentially, he stipulates that the founder team define their initial business model canvas and then 
test it on 10 to 15 possible customers per week. It is important that the founders experience the 
customer feedback first hand so that it can influence their thinking and inform the adjustment of 
the business model canvas. Over about three months this process will refine the business 
proposition to a give it viable focus or the idea will fail before further resources are expended. 
Blank has made his course available as a free resource on  
https://www.udacity.com/course/how-to-build-a-startup--ep245  
The above resource should be shared with NZ startups widely. 
 

02:00-02:45 Supporting Portfolio Company CEOs | Track: Investing Best Practice  

This session was the most disappointing. Three angels talked in general terms about where an 

investor rep would help a CEO on the board over and above normal review: 

1. Governance  

2. Strategy (organise, attend strategy planning sessions) 

3. Team (hiring & remuneration) 

4. Finance (follow-on rounds) 

Unfortunately there was a lack of anecdotal detail to make this really interesting or 

memorable. 
 

03:15-04:15 Proseeder Presentation  

Product presentation to NZ delegates. 

http://steveblank.com/
http://en.wikipedia.org/wiki/Business_Model_Canvas
https://www.udacity.com/course/how-to-build-a-startup--ep245
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04:30-05:15 Keynote: Steve Streit, CEO Green Dot Corporation  

Green Dot went from startup to listed company and eventually gained bank status. Dave Berkus 
and Tech Coast Angels were early investors. Streit started his career in radio. An early pivot with 
his business idea finally put him on the right track.  Fortune extract: “Not many fledgling 
entrepreneurs could survive the discovery that their brainchild was a flop. But Steven W. Streit, 49, 
had a eureka moment that turned his fortunes around. In 1999, Streit, a former adult-
contemporary radio programmer, started a business called iGen in the bedroom of his Monrovia, 
Calif., apartment. The goal: to give teenagers a debit card loaded with prepaid cash so that they 
could shop online. When the card was rolled out, kids didn’t show much interest but adults who 
couldn’t get checking accounts or credit bought the cards in droves, using them for such prosaic 
tasks as paying household bills. “I thought, ‘We have the right product, just the wrong target 
market,’ so we retooled,” Streit recalls. 
Great to see a founder stay on the helm of the company as it lists and carries on growing. He 
attributed this to good council on his board from VC and angel investors.  

Thursday, April 16 

07:00-08:00 Autodesk – Reality Computing | Breakfast Briefing 

Robert Shear shared his vision of an evolving space of possibility that he is observing. Reality 
computing is all about capturing (ubiquitous sensing), computing (could, social, mobile, analytics) 
and creating (3D printing, everyday VR, 3D Web). 3D cameras are already coming to consumer 
devices such as tablets and phone.  The Smithonian is leading the way among museums putting 
many of its assets onto an online viewing platform Smithonian X 3D Explorer.  
Shear gave an example application: Driving in a car all signs and other objects around the road can 
be captured and categorized.  Tasks such as bridge height or road sign checks can then be done 
virtually, simplifying the task of measuring the real height of a bridge considerably. Similarly, this 
could also be applied to building inspections to validate consistency against plan. 
Copyright in this field is as of yet totally undefined and poses clear risks. Shear demonstrated how 
he had copied and modified an orthotic insole for his running shoes that he could now produce via 
3D printing at a much reduced cost, rather than re-ordering from the orthopedic specialist.  

08:15-09:15 Keynote Panel of Top Angels 

Geoff Entress, Jean Hammond, Gill Penchina and Dusan Stojanovic. The panel consisted of four 
super angels who each had slightly different approaches, one brining international connections 
and investing globally. Others with a Silicon Valley focus. It seems clear that all get invited into 
deals for their connections and reputation, which in turn they have built through entrepreneurial 
success in their earlier career and involvement in notable exits. Of course that is achieved by 
investing in a large number of deals, meaning a lot of money to start with. 
It seems that number of exits and the company names those angels are associated is what makes 
them into super angels. 
 

https://www.greendot.com/greendot
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They all agreed that the funds needed to grow a multibillion business have been going up. They 
also confirmed their strict preference for serial entrepreneurs. This really puts these angel 
investors into a very different space to what angel investors face in NZ.  
 
It is clear that size of market and hence ability to scale is a major difference between US and NZ. 
For that reason, I think, NZ startups and angel investors need to choose between scaling a 
business to be ready for acquisition by a US or other corporate, or going early into US or other 
market to build a multibillion business. Clearly the latter is more risky not least because most NZ 
founders are not successful serial entrepreneurs that can win investor support outside of NZ. 
 

09:15-09:30 Success in Online Syndicates 

Super angels, like the presenter Gil Penchina, with a strong reputation / brand can influence the 
startup investment market with their investment choices and recommendations. AngelList has 
given them the platform to promote deals, collect investor funds and ultimately clip the ticket by 
way of carry.  
 
Gil explained, how form and early start this has grown into a significant ‘business’ for him with 
numerous lead investors by sector and a vast number of research volunteers. 
 
The AngelList syndicates challenge the fee structures of traditional funds and VCs. There are no 
ongoing fees, only a success fee in the form of carry. This would be an interesting option for NZ, 
however, at present the legal structures are strictly US based. 

09:40-10:25 Angel Groups – The Move Online | Track: Angel Groups and Trends 

This sessions was about software support for the running of angel groups. All managers 

advocated the use of computer systems.  

 This group use a mix of different tools ranging from email, Google docs to dropbox, and 

a portfolio management too they helped develop and that is commercially available. 

 Liz Marchi, Frontier Angels used Gust for the first fund and now ProSeeder for the 

second fund. Video conference integration is their biggest issue as members are 

geographically dispersed and often 20 members dial in to participate in meetings. 

Gust presented as the incumbent platform for angel groups with over 1,800 groups worldwide. 

Their emphasis was simply on a new integration with a crowdfunding platform that can be 

used via a simple button to close the remainder of a round. 

 

ProSeeder had 2 angel groups at the 2014 ACA conference and have since added over 150 

angel groups. They are the newcomer challenging Gust with a more flexible design and a more 

responsive development team. 

10:35-11:20 Accredited Platforms |Track: Early-Stage Landscape 

Are they moving the dial and are they differentiated? 

Clearly opinions among US angels are divided about crowd funding platforms or online 

syndicates. Angels question the ability to raise sufficient funding and the lack of ongoing 
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support for the companies after funding. However, in return the crowdfunders can point to a 

number of impressive deals where they have been able to raise all the funds needed.  

Similarly AngelList syndicates have been able to raise significant funds.   

As Matthew LeMerle pointed out in his session on the previous day it will critically depend on the 
success / failure rate of the new approaches vis a vis traditional angel investion. 

11:30-12:15 Best Practices |Track: Angel Groups and Trends 

Julie Harrelson, Cascade Angels took this interactive session on managing and building angel 
groups. The main topics that were raised with some suggestions offered: 

 Angel fatigue 
Often angels have invested to their limit and in order to keep the group going new angels 
need to be added. 

 Fee structures 
Some groups have differentiated rates for passive and active angels. 
Some give annual fee rebates subject to investment level. 

 Angel  

CLOSE 
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Key impressions 

• Good conference with lots of delegates from all over the world that we can share with 
– it certainly seems that the time for international syndication will come.  Feeling that 
it is about 5 years away though as the US is just working through state by state 
syndication 

• Very American in presentation, with an emphasis on heavy on the admin, efficiency 
and structure and light on fun a little (this maybe representative of the delegation) but 
I hope that we can add a little more spark to our conference in Queenstown 

 
Key learnings 

• True international syndication of NZ deals feels about five years away on any scale, 
but we should push to build some bridges now so that we can do a handful of deals 
over that interim period in order that when the levy breaks we are prepared. 

• UK tax credits are outrageous and we should consider the impact that this will have 
on Kiwi companies and whether follow on rounds can be raised among Kiwis in the 
UK for companies that are relocating to the UK.  I believe that structured correctly an 
investment failure can give 103% return in tax credits, so it is a no lose position for 
UK investors. 

• We should work to build a Kiwi diaspora investment network in conjunction with the 
various groups – sounds as though proseeder could help with this – David Beatty 
who set up an Irish expat angel network investing back into Irish companies would be 
perfect to pick the brains of around this.  Happy to lead this forward. 

• We are way behind the 8 ball in terms of deal structuring, US angels are doing equity 
release to founders based on their service with the company and this is pretty 
standard now to have a good portion of their equity earned out under these terms: 

o 25% release after year one 
o The other 75% released on a pro-rata monthly basis over the next 36 months 

 
 
Conference session insights and highlights 
 
INTERNATIONAL DAY (DAY1) 
International Morning 
 
New Zealand section 

• No comment under fear of severe repercussions 
 
University of Edinburgh Business School Highlights 

• Female 12% in UK versus 20% in US – NZ? 



• Majority of angel investors new to game – research has been over the last 5 years – 
have joined groups over the last 5 years 

• Starting to think of investments on a portfolio basis – rather than a deal by deal basis 
• Many investors are involved with more than one group 
• Danger of institutional drift of angel groups into becoming effective early stage funds 

 
Go Beyond – BethAnn Kassman 

• Portfolio business – see angel investment as an asset class 
• Deal leader certification and compensation – so when a company exits they share a 

% of the exit with the deal leader 
• One year angel novice program 
• Syndication model for smaller investors – interesting opportunity for the New Zealand 

market if we can offer a similar thing – that could be similar to crowdsourcing rather 
than NZVIF funding?  Should we look at this as an opportunity 

• Doing cross border syndication 
 
Tax credits 

• Start-ups account for 20% of job creation 
• Issues around restrictions on growth to stay within State – are there similar issues in 

New Zealand around expansion outside of New Zealand 
• Separately in the UK you can claim a tax credit for investing and take a tax credit on 

losses – this has apparently had the effect of driving up valuations – talking with Jock 
Millican there was the availability of getting up to 103% of your investment back (on 
losses) through tax credits.  This could also explain why the angel groups in the UK 
have taken off and that the membership is predominantly coming out of financial 
services (where income is taxable at 50% in the highest bracket).   

 
Columbian Angels 

• Interview the entrepreneur before going to the selection committee and have a pre-
due diligence round 

• Government gives the funds to the Angel investors for matching (so does the 
Government end up with a stake in the business?) 

 
UK business angels 

• Cambridge angels – deep pockets – could be a Publons opportunity 
• Interesting stats on average age of founders for a corporate fund of 41 years old 
• See notes above on the tax credits section 

 
Ontario venture capital 

• Set up a 48 hour fund (will make a decision in 48 hours on investing) and have raised 
angel funds into it.  Done to keep in deals as follow on rounds they are required to 
come back to angel network first – interesting concept vis-à-vis very early stage 
investment such as those companies coming out of accelerator programs (or even on 
entry into those programs) 

• Stated that large amount of volunteer support has helped to build the network – think 
that we are alright in New Zealand for this 

• Statistics seem to be an important point for angel investments particularly around job 
creation in the region that they invest in.  Question whether New Zealand angel 
groups record this type of information for being involved in a deal. I assume that 
NZVIF require this kind of information so as they can measure job creation – but what 
about deals outside of NZVIF? 

• Believe that angel investing is a local business – where people can see the benefits 
of investing.  Don’t know that I necessarily support the hypothesis – it may start local 
and then go international 

 
Jeff Lynn – Seedrs – equity crowdfunding 

• Equity crowd funding platform in Europe – first regulated platform in the world 
• Massive shift in Europe towards entrepreneurship – this is interesting as New 

Zealand should be promoting the same 



• Failure is not considered a risk anymore in Europe 
• Much higher exit multiples in Europe – as initial valuations are not as high – led to 

more funds following into European early stage investment 
• Post crowd funding the value of the network in crowd funding is the professional 

services background that they have – these can be tapped into for answers and 
introductions etc 

• Interesting that they raised an accelerator fund through the equity crowd funding – 
this could be an interesting proposition for Lightning Lab etc 

 
 
International Afternoon 
 
Met up with David Beatty from Golden Seeds 

• Discussed the fact that he has set-up an Irish Angel investment network in the US 
that has a singular focus on investing back into Irish start-up companies 

• Interestingly now he has set up other networks along a similar focus – such as a gay 
and lesbian angel network that will invest in companies focused in the areas of the 
network 

• This would have great applicability for the Angel Association of New Zealand.  We 
should stay in touch with David to see what learning he has that will be valuable for 
us in establishing a network 

• Where we have previously done studies of Kiwis overseas (through a previous 
business I was shareholder in Global Career Link) the majority of Kiwi’s wanted to 
invest in New Zealand companies and start-ups and have access to those deals 

• Given the concentration of affluent Kiwi’s in London it would make sense to pull 
together a similar network from a New Zealand perspective – I imagine that Kea etc 
would get behind such a venture 

• Proseeder – looks like a good company to replace Gust and could have a lot of 
benefits to the Angel Association of New Zealand 

 
Global Business Angel Network http://gban.co   

• Free to join 
• Looks like a good resource and information network for Angels in New Zealand to join 

 
Crowdfunding and Angel Investing 
Bill Payne 

• Majority of the funding happening in Europe and US at present 
• Equity crowdfunding only takes up 5% of all crowdfunding in Europe 
• Equity crowdfunding growing at over 400% a year (although it is significantly lower as 

a base compared to peer to business lending) 
• Real estate crowding second latest category in the US and not even on the list for the 

UK – would not feature in New Zealand despite the love for real estate in New 
Zealand – would represent an interesting opportunity should any angels come across 
deals in New Zealand where the companies are focusing on this 

 
Audrey Jacobs – OurCrowd 

• Talking about becoming SuperAngels – they will do this through taking angels along 
on their ride – minimum investment $10k  

• They invest in the deal first up and take the GP role in the deal and then agree terms 
and take the deal out to the membership base 

• Review 100-150 deals a month and take 1-2% through to investment 
• 7500+ members invested over $110m 
• They have co-invested in Cropx (formerly Varigate) with angels in New Zealand  

 
 
Breakout session (summary notes of what the teams t hought that ACA could do): 

• Tool kits to help investors 
• Transparency to help investors (particularly around tax issues for American investors) 
• Discussion around diaspora and their role in investing 



• Very much got into a discussion about how to invest in international deals 
• Interesting discussion point was raised about the concept of sister cities – given that 

national people syndicated this could have some merit as it would allow individual 
angel associations to form links with other international angel associations who might 
be able to push deals out to their syndicate networks.  We could look into this for New 
Zealand considering what loveable rogues we are we could build an excellent sister 
city network if all the associations did so. 

 
DAY 2 
 
Breakfast session 
Future of Crowdfunding (by Pensco): 

• They deal with allowing non-traded investments in peoples retirement fund 
• Showed stats on the amount with people with investment in Individual Retirement 

Accounts (IRAs)  
• Number one area in IRAs is for peer to peer lending through lending clubs like 

Prosper 
• Hot areas for investment in equity crowd funding: 

o Small brands, healthy snacks and ethnic foods 
o Real estate will continue to be popular 

• Believe that the new platforms for investing in angel deals through IRAs will create a 
number of mini-angels 

• Has interesting implications for the future of KiwiSaver and investment in 
crowdfunding platforms through individualized KiwiSaver accounts 

 
 
Opening Session 

• Creating jobs – and recognised by the government 
• Since 2008 the demographics of where in investment is made geographically has 

changed from being within a two hour drive to having no restrictions on geography 
• Membership for ACA has been growing well (now over 12,000 members) 
• Discussed educating government about the role of angel investment – including 

introducing government members to companies that they have invested in.  They 
have developed a lobby pack for their members to take to Government – would be 
good to get a copy of this 

 
Rob Wiltbank (Halo report 2014) 

• Angel/VC combined rounds are up 
• Acceleration of all investment 
• Pre-money median $3.0million compared with $2.5m (in 2013) 
• Report will be made available online 

 
 
Break-out sessions – Dealing with high conflict fou nders – Bill Eddy 

• Characteristics of high conflict people: 
o All or nothing thinking – my way or the highway 
o Extreme behavior that 90% of people would never do 
o Unmanaged emotions 
o Pre-occupation with blaming others when something goes wrong 
o 1 in 8 people are high conflict 

• Things that don’t work: 
o Having a logical argument  with them when they are upset (that does mean 

you cannot have a discussion with them) 
o Constructive criticism does not work 
o You cannot change their personalities 
o Do not get upset with them 
o Focus on what to do now – “you might be right – what do we do now” 
o Need to give them forward focus (rather than feed back as discussed above) 

• Four key principles for managing them: 



o Connecting with empathy, attention and respect  (EAR) to calm the right 
side of the brain – so make statements that connect with their emotions.  For 
example “Wow XXX you are really upset – what can we do about it”.  
Important that you are empathic to their plight and are inclusive (the “we”) in 
offering to develop a way forward.  It is important not to mirror their behaviour 
- http://highconflictinstitute.com/setting-limits-with-e-a-r  

o Analyzing asking them what they propose or suggest.  This switches the 
behaviour from the right side to the left side of the brain.  Or make some 
proposals or list of choices yourself that will require the person to get into 
analyzing the options http://highconflictinstitute.com/articles/most-popular-
articles/78-hci-articles/published-articles/210-don-t-ask-why-ask-what-s-your-
proposal  

o Brief informative friendly and firm (BIFF) – these are the type of 
responses that should be given to high conflict people.  The high conflict 
individual will often initiate or follow up the conflict with written or verbal 
communications.  BIFF is the framework for response.  Do not respond in 
lengthy detail, be friendly like make a comment such as thanking them for 
providing their concerns.  http://highconflictinstitute.com/articles/most-
popular-articles/78-hci-articles/published-articles/87-responding-to-hostile-
email  

o Setting limits  – need to get them thinking about the limits, such as the law 
requires x,y and z.  Never apologise for doing anything significant as the high 
conflict individual will then blame you for these things. 

• High Conflict Institute – http://highconflictinstitute.com 
 
Break-out sessions – Angel Exits – Increase your sk ill to improve your luck (John 
Huston and Rob Kornegay) 

• Ask three basic questions: 
o Is their exit goal congruence is the first one - when going into a deal what 

would be the way of ensuring this 
� Silicon value model has time based vesting for founders stocks – 

typically 25% after year one and then rest on a monthly basis up to 
four years.  This essentially locks the founder in for four years to the 
company. 

� Redemption triggers – not so much the case anymore as it would be 
very unusual for a company to have the cash to fund a redemption.  
Question raised around how do you ensure that the company does 
not become a lifestyle business if there are no redemption triggers: 

• Compensation committee to take founders remuneration 
down 

• Drag along rights in the investment – this might also be part 
of the VCs commitment in the future 

o How do we ensure that the company is a great investment not a great 
company 

� Effectively this goes to losing control to a VC – need to make sure 
that Angel economics are aligned with VC economics 

� Preserve valuation issues by possibly going through the convertible 
note issues 

o Who is going to drive the exit 
� Will the company require VC funding to get to the exit and what are 

the implications of this? What does counting on the VCs mean? 
• Term sheet could include convertible note with valuation cap 

– majority of the companies are now in this boat 
• VC will control Series A and so therefore you will lose rights 

– if you are worried about losing control then you need to 
look at veto rights on the stock or protective provisions of the 
stock and board representation 

• Scenario – sitting on the board and an offer comes in for the company (single bid) 
and the offer does not seem low, what do we do? 



o Depends on the investor base and what their attitude to the deal is – if the 
majority are behind it then the Board could accept it 

o Need to get an opinion on the valuation (this would be by bringing on a 
banker) can offer two solutions: 

� A fairness opinion on the valuation offered 
� Have the banker take the business out to market 

 
Lunch Session – Lean start-up – Steve Blank 

• No facts inside your building so lets get outside – collective intelligence of the 
customers – led to lean start-up concept 

• Business model canvas was recommended - 
http://en.wikipedia.org/wiki/Business_Model_Canvas  

• Founders need to get out of the building and turn hypotheses into facts as soon as 
possible 

• Is their view of the problem the same as anyone else’s view of the problem 
• Need to find repeatable scalable business model 
• Good question about whether this model can be used as a differentiator for angels 

investors to compete with crowdfunding platforms – ie lean start up methodology as a 
competitive differentiator 

• Resources at http://steveblank.com  
 
Breakout sessions – Structured Exits – Greenberg Tr aurig 

• Structured exits are ways of getting a return back on your funds without the traditional 
all in as an equity play 

• Why bother? 
o Some companies don’t have scalable business model 
o Operating in a sector with few acquirers 
o Investors looking to making a high impact deal 
o Founders want a lifestyle business 
o Founders not interested in going with acquirers 

• The structured exits seem to be around impact investing or investing in companies 
that have cash flow and therefore the payback on the company can be quite soon – 
similar to mezzanine debt financing or financing through warrants. 

• Not sure how applicable this is to a considerable number of the deals that we have 
coming through the angel network in Wellington where the focus has not been around 
firms with cash flow, however, thinking through the recent offerings some of these 
might have been applicable for: 

o Joiy 
 
Breakout sessions – Due diligence for syndication 

• Syndicate deals allow for better follow-on so look to syndicate your best deals not the 
ones that are marginal for financing 

• Tech Stars expect 150 page DD report (including all attachments) 
• Only sign NDAs if there is an IP review or customer pipeline review – both typically 

done by lawyer 
• Put more effort in when syndicating the investment out 

 
DAY 3 
Reality Computing – Robert Shear 

• Hot areas in reality computing 
o Capture – ubiquitous sensing 
o Compute – cloud, social, mobile, perception and analytics 
o Create – accessible fabrication, everyday VR, 3d Web 

• Intel developing 3D camera for tablets and phones release in Xmas this year 
• Really cool stuff that is being done in 3D http://3d.si.edu 
• Investment areas for InfoDesk: 

o Feature and object recognition 
o Data compression and streaming 
o Unstructured data management 



o Reality enabled applications 
o Machine learning 
o Mobile, in-field workflows 

• Doing open source 3D printing – they have set up Spark Fund to invest $100m in 3D 
printing and advancing the state of 3D printing 

• Question asked about the copyright of materials – so copying statutes etc – what can 
be done 

• Democratisation of engineering 
 
Panel Discussion – Keynote Panel of Top Angels 

• Need $750k to $1m to get to Series A 
• Twitter storms for EdTech type firms work well 
• Verticalisation of accelerators – or at least having an area of expertise (this would 

have some applicability to Lightning Lab) – there was a fin tech only accelerator in 
Singapore etc.   

• Statement was made that serial entrepreneurs do not go into accelerators 
• Where are the serial entrepreneurs coming through the system in New Zealand 
• Some panel members will not invest in first time entrepreneurs because they should 

have tried something first 
• Series A crunch was discussed and statement made that they still need more funding 

now to get through to Series A 
 
Presentation – Syndication through Angel’s List 

• Is there an opportunity to get a New Zealand vertical into Angel’s list? 
• Only 99 people allowed in each deal 
• Invest through LLP – Angel’s list takes care of all of the backend 
• Competing with VC’s – so Angel’s list start to move into competitive services - 

connect, recruit and  
• Angel Mob – will allow scoring of Angel’s 
• Can join scout program 
• gilpenchina@gmail.com 

 
 
Breakout – Finding and funding university start-ups  

• Usually give the researcher/developer gets a royalty stream 
• University might take a 5% share in the business 
• Issues around finding entrepreneurs to take the research forward and actually form a 

company 
• Angel groups should sponsor business planning competitions to try and identify the 

entrepreneurs in the University 
 
 
Breakout – Expanding women’s participation in angel  investing 

• Predominance of women entrepreneurs are in retail 
• 33% of consumer services received VC funding 
• More women on the board the greater the bottom line 
• Need sensitivity to the majority of women who will take training before doing 
• Portfolia – online network for women angels to invest in businesses 
• Bell Capital – woman only investors – invest in woman founded business although 

will invest where the founder will put a woman on the board 
• Belgian club set up separate women’s brand and did the following to engage: 

o Offered training – which seems critical based on the above 
o Made the investment cap small like about $10k of investment in a year 
o Not limited to only female founder 

• Scale – Australian women’s network finding that men are delivering deals where they 
require female board members 

 
Breakout – Wearables  



• Gosh it was so detailed a presentation that I got lost in the content and could not 
really articulate what I saw – which were some cool frontal-cortex monitors that 
showed how oxygenation levels to the brain were effected by breathing and then 
went into the applications for that.   

 
Conference organization – key “do’s and don’ts” you  picked up 

• Don’t let companies run advertorials  – it seems to get peoples backs up.  The 
crowd got hostile with OurCrowd – this could be due to the nature of the company – 
crowdfunding versus local angel networks and some inherent tension in the two 

• Don’t make it so cold  in the rooms that everyone ends up coughing and sneezing – 
seriously it was a nightmare of freezing cold spluttering old men and shawls on ladies 

• Give a list of fun activities to do in Queenstown  to get people involved in the 
culture of the country as well as the investment aspects of New Zealand 

• Showcase deals in New Zealand – this would be like Vend and Xero but also the 
agri-tech sector and tourism sector borne out of the south island – maybe do a deal 
with Magic Memories to showcase them as an amazing Queenstown based company 
taking on the world – they could do some fun things with photos as well.   

 
Other ideas for the New Zealand conference: 

• You could do some adrenaline comparisons for those that wanted to simulate the 
white knuckled ride of investing in start-ups 

• Have some faux exit celebration dinners at some nice places and party like we are 
celebrating an exit 

• Start the conference with the ringing of a bell to simulate a listing on an exchange 
that would be kind off fun 

• Anyway what I am basically saying is lets take it up a level and show them that Kiwi 
ingenuity can see these things done on a budget but done cool and well – that is lets 
live the principles of New Zealand businesses 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



PLUS scanned copies of business cards… PLEASE! 
 
 
  

Esben Gadsboll 
E: esben@esbeng.com 
Doing interesting stuff in e-commerce 
platforms for communities where the 
members want to make additional money 
streams – referred to CoachSeek already 
 
 
 
 
 
 
 
 
Hal Shelton 
E: halshelton@bluventureinvestors.com 
Really interesting model for venture 
investing where they broke away from their 
angel group and formed their own.  They 
all work full time on the group and invested 
$19m in the last two years (20 angels in 
the group).  Then they work actively with 
the companies – quasi early stage VC 
group now. 
 
 
 
Ajay Hattangdi 
E: ajay@innovencapital.com 
Mumbai angels – interested in New 
Zealand and would be interested to see 
companies that are involved in areas of 
interest such as battery technology, clean 
tech etc where the deals solve Indian 
specific problems. 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

Cathryn Chen 
E: cathryn.chen@themarkets.com  
Looking to create a secondary market for 
angel investments – god knows how 
amazing that would be – find some bigger 
fools than ourselves ☺ 
 
 
 
 
 
 
 
 
Robert Higginson 
E: Robert.higginson@parequity.com  
Interesting discussions around the amount 
of money flowing into angel deals in the 
UK at present. 
 
 
 
 
 
 
 
David Beatty 
E: david.beatty@proseeder.com  
Really interesting for a number of reasons 
particularly around the diaspora 
investment.  Been corresponding with a lot 
already. 



 Teresa Esser 
E: Teresa@greenpointfunds.com  
Looking for New Zealand based manufacturing technology 
companies that Korean funds can angel invest in, 
particularly where technology would make them less reliant 
on Japan. 
 
 
 
John Selep 
E: jselep@agtechinnovation.com  
Interested in high value add agtech ventures – meaning 
that they must deal in high value ag products – not maize, 
corn etc, but rather premium grapes etc. 
 
 
 
 
 
 
Kristina Milke 
E: kmilke@vaangels.com  
In Canada and happy to see NZ based deals with a strong 
female influence – really good.  Happy to help champion 
NZ businesses into Canada – could be good for Educa in 
my portfolio. 
 
 
 
 
 
Jock Millican 
E: info@equitygap.co.uk 
Another UK investor – again banging on about tax credits. 
 
 
 
 
 
 
 
 
 
 
Wayne Rickard 
E: wrickard@radianmemory.com  
Done a ton of exits, uber experienced and very successful 
Tech Coast Angel.  In the high tech manufacturing space. 
 
 
 
 
 
 
 
 
Phil Chan 
E: phil@squawkin.com 
Brief conversation, interested in looking at NZ companies 
moving up to the US. 
 
 



 Jordan Green 
Suspect that you know him already ☺ 
 
 
 
 
 
 
 
 
Lisa Saacks 
Interested in coming to Queenstown 
 
 
 
 
 
 
 
 
 
Patrick Riley 
E: Patrick@gan.co  
Has interesting conversation about Lightning Lab call to 
discuss when you get a chance. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Jeff Lynn 
E: jeff.lynn@seedrs.com  
Another good option for NZ companies looking to move to 
and raise finance out of the UK.  Was a good guy and had 
a long discussion with him about the future of his business. 
 
 
 
 
 
 
 
 
Audrey Jacobs 
E: audrey@ourcrowd.com  
Going to Israel in June or July to meet with them – Audrey 
made the introductions.  I will fly across from Cyprus while 
I am there to forge the relationship. 
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