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Executive Summary

We provides a low-cost solution for small to medium-sized businesses that are looking to derive further value from their corporate data by visualizing it graphically. Our (Name Withheld) service allow customers in select vertical markets to upload their own data, customize a dynamic mapping application on the fly, and then rent it back from us for a monthly fee. Simply put, our services allow customers to see patterns, relationships, and trends in their own data, and use that information to improve decision-making and increase profit.

History

We were founded in late 1997 by Mr. MG and Mr. RS, then graduate students at the Massachusetts Institute of Technology. For the past two years, We have specialized in the custom development of Web-based, interactive decision support applications. More specifically, the tools that we develop use maps as the principal interface, often referred to as Geographic Information Systems (GIS). These applications allow businesses to perform location-based analysis on data ranging from customer locations to fiber-optic cable routes. During the past two years we have generated a solid revenue stream via consulting work for such flagship clients as:

· Bell Atlantic Mobile

· TCI Cable

· The Commonwealth of Massachusetts

1999 revenues exceed $300,000 and continue to grow. This revenue came mostly from consulting engagements with initial revenue from hosting services beginning to trickle in during Q4. In addition, last year saw us ink strategic partnerships with MapInfo and Oracle Corporations for both sales & marketing and technology development.

Vision

Toward the end of 1998 we began to plan a move away from life as an expert Java consulting firm towards life as an Application Service Provider (ASP). Our clients had begun to demand that the company not only develop their applications, but host and maintain them as well. Furthermore, it became apparent that economies of scale could be realized from similar application requirements, centrally managed hardware, and pooled technical expertise. Leveraging the company’s proprietary mapping technology, consulting experience, and hosting capabilities, the (Name Withheld) concept was born, thus breaking down an impenetrable barrier for small and mid-sized companies who could not previously afford the massive expense and resource allocation necessary to implement a system of this type, in-house.

Market Demand

International Data Corporation, Gartner Group, Yankee Group and other research firms have identified the broader ASP market as the future trend for corporate application deployment with revenue predictions reaching $22.5 billion by 2003
. Already many of the largest names in Information Technology such as Oracle, Microsoft, and SAP are aggressively pursuing ASP strategies in their respective arenas – a gleaming validation of this business model in practice as well as in print.

From a more focused perspective, Daratech, Inc., a market research firm specializing in GIS, projects that related hardware, software and consulting services will become an $8 billion market by 2003
. IDC states that cross-industry and vertical-specific analytical applications will represent a $1 billion market by 2002. Our business opportunity represents an apex of converging trends. The proliferation of the ASP market, a growing demand for spatially enabled business solutions and the acceptance of Java technology as the way to implement enterprise-scale applications poise us for success.

The Service(s)

We believe that the (Name Withheld) services can be applied to generate a better return on information in almost any industry, however the company has targeted two primary markets to pursue initially: the telecommunications industry and state and local governments. These markets were identified both because of their market potential and because we have extensive experience designing applications in these spheres.

(Name Withheld) will be implemented as a self-service portal for businesses looking to realize an enhanced return on their data. In much the same way that one might customize an on-line greeting card via a service such as Blue Mountain Arts
, (Name Withheld) offerings will be administered “self-service” style. Initiation of the service, data upload and application customization will be performed by the customer with an easy to use, Web-based interface. Within minutes, the customer can see, manipulate and analyze their spatial data, on the Internet. This intuitive set-up increases the propensity of “try and buy” behavior and creates the opportunity for very short sales cycles. An alternate sales channel will be available for the smaller percentage of users who would like to be talked through the interface by one of our representatives.

The nature of our service lends itself to a “tiered” marketing opportunity. Simple applications of great utility can be set up easily and for minimal cost. As customers gain a comfort level with their new application they will demand more functionality, at which point advanced features can be added automatically for an increased monthly fee. Top tier offerings will include extremely advanced functionality. For example, a municipality may want to charge contractors a small fee to retrieve city zoning information via the Web. An eCommerce component will enable (Name Withheld) clients to, in turn, charge their customers for use of the application.

We will generate revenue via monthly payments from each client. This fee structure allows (Name Withheld) customers to amortize their investment over time and provides us with a consistent revenue stream as compared to more traditional software sales. Additionally, we will complement the annuity stream from (Name Withheld) services with revenue derived from the sale of licenses for our proprietary Java mapping software, as well as by maintaining the steady growth of our professional services.

Future areas of expansion will include extending mapping services to the vast install-base of Enterprise Resource Planning (ERP) systems as a value-add feature and integrating dynamic mapping with Web-based Corporate Portal solutions.

Competition

Although we do not have any direct competitors, as yet, the company must still contend with competition in a variety of forms. The most significant competition comes from a cadre of companies, large and small, moving into the more general ASP market. While many, if not all, of these companies are focused on hosting traditional ERP applications such as payroll and accounting, their mere presence signals opportunistic behavior in what is projected to become a very lucrative ASP market. Other competition comes from in-house development teams and IT consulting companies who are working on similar projects for wealthier companies that have chosen to take the more traditional, on-premises installation route. Finally, large mapping software vendors such as MapInfo and ESRI provide tools that enable their products to be deployed over the Internet.

We have a competitive advantage on several fronts. With regard to all forms of competition we will have a significant first mover advantage as the premier spatially focused ASP, with several years of development experience under its belt and a portfolio of client testimonials to boot. In addition, the (Name Withheld) service excels over the more traditional in-house installation for the reasons described above – primarily quicker time to market, reduced cost, ease of upgrade, and the quality that only a dedicated expert in both spatial applications and Internet development can provide. Finally, existing mapping software companies have yet to make significant strides in this market. These companies lack the ability to fulfill the demand for a low-cost, Web-based mapping solution. We fill a niche within this market-space. All indications are that companies such as MapInfo and ESRI are looking to partner with more nimble firms in order to get their products “on-line”.

Team

We derive our experience and expertise from a strong nucleus of MIT graduates led by Mr. MG, President & CEO, and Mr. RS, Vice President & CTO.

In addition to the core management team, we are fortunate to have an experienced Board of Advisors. PS, founder and first CEO of Citicorp Venture Capital and founding partner of Laird & Co., an investment bank, recently joined our board to facilitate fundraising efforts. WT, founder of Hartwell Adams, a corporate development and M&A firm for high-tech companies, lends tremendous support to us on matters pertaining to finance and business development. Additionally, PL, Executive Dean of Administration for Harvard Medical School, and JF, Professor of Urban Planning and Operations Research at MIT, offer outstanding technical guidance as current faculty and former academic mentors.

Offering

We are seeking second round financing and will use these funds to continue development of the company’s proprietary mapping technology, hire additional programming staff to complete the development and implementation of the (Name Withheld) service and grow the company’s management, sales and marketing teams.

We anticipate that the company will become very attractive as an acquisition target for one of the large mapping software companies looking to extend service to a previously untapped market or an existing ASP looking to add a new product offering to their line. Alternatively, we may expand service into new vertical markets at a rate fast enough to make an Initial Public Offering a viable alternative.

� According to Gartner Group.  “Packed House”, PCWeek, November 1, 1999.


� “Geographic Information Systems, Markets and Opportunities”, 1998, Daratech, Inc.


� http://www.bluemountain.com
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