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We had an active start to the year with an exit, a big up round financing, a flurry of SiG 
activity, and three new financings. First, about that exit! Congratulations to the five Band 
members who invested in the e-bike company, Faraday Bicycles (April 2013 Dinner), which 
was acquired by Pon Holdings, owner of several bike brands including Cervélo, Gazelle, 
Focus, and Santa Cruz. The terms of the deal are not being publicized so we won’t share that 
here, but Band investors “made money!” and member Mike Bates can tell you how much. 
Also, by way of a correction, our portfolio company Peloton’s big up round financing of 
$50M was at a share price of $5.31 per share, and not $2.12 as previously reported; so this is 
a 16X increase in share price to Band investors, not 6.5X. 

We added three new portfolio companies so far in 2017; all of these received financing within 
the last 30 days: Crater, Kiana and Thinnect. See the last page for more information. 

And finally, we’ve had a flurry of SiG activity: the Accelerators SiG participated in an 
Investor Round Table with 12 hardware and IoT startups at ReadWrite Labs. AeroAstro met 
with 3 satellite/space-related startups. Our newest SiG, Digital Disruption, focused digital 
solutions that disrupt large markets through a new technology application, had its meeting 
yesterday at our San Francisco office with 4 startups. The Energy SiG met with Matt Tolbirt, 
Manager of PG&E's IP Portfolio and also had office hours with 2 water-related startups. The 
Wearables, Consumer & Semiconductor SiG also met with 3 startups. The Life 
Science/Biotech SiG (renamed to Life Sciences/MedTech SiG), met with 4 startups. Navin 
Chadha, Managing Partner of Mayfield Ventures spoke at the Luminary SiG. The Software 
SiG met with 4 startups in January and on February 1st the Software SiG organized a great 
event focused on Artificial Intelligence with 3 expert speakers and 5 presenting companies.  

A cornerstone cultural rule, that we all agree to when we join the Band, bares repeating: Band 
members will not scoop deals from other Band members! To wit: Any deal exposed to a 
member via a Band activity, like a SiG, is a “Band” deal for ALL members. Members should 
NOT invest in the company unless the company assures the member that it is willing to come 
to the full Band dinner and make the opportunity available to all members. To be sure, 
members are welcome and encouraged to invest in companies that present at the SiGs, 
Mentor Day, ad hoc diligence sessions, screenings, pre-screenings, etcetera; but when they do 
so they become the de facto company “sponsors” and should feel obliged to ensure the 
company understands its obligation to make the same financing available to all the members 
via the Band dinner. This super important mechanism ensures that deals can be introduced to 
fellow members, to the various experts within the Band for diligence and mentorship and 
consideration, without fear of losing out on the opportunity. This only works if YOU monitor 
and help enforce this standard code of conduct. Ninety nine times out of a hundred it will be 
not out of malice, but out of unawareness, that this is violated and simply reminding the 
member of this cultural principle is all that is needed to keep it alive. 

The annual Angel Capital Association Summit this year will be at the San Francisco Marriott 
Marquis Hotel from April 26th until April 28th. The Summit brings together 700 plus 
investors from around the world. Attendance is expensive! Regular non-member rates are 
$1,195; and while ACA members (the Band was a charter member of this association) get a 
special rate of $895, Sonja did even better arranging for a “local angel rate” of $695. But this 
is only good until February 17th; so check out the agenda and use code “MNMCA” to 
register if you are interested at https://tinyurl.com/aca2017summit. 
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Chris Lee is a par tner  at FAA Investments, a pr ivate investment group focusing in real 

estate and early stage companies. Mr. Lee is also co-founder and managing partner at Star 

Magnolia Capital (Hong Kong) Limited, an alternative investment firm conducting in-depth 

research on hedge funds and private equity managers. With home bases in Silicon Valley and 

Hong Kong, Chris and his partners allocate capital globally. Previously, Chris Lee was 

Managing Director and divisional and regional head at Deutsche Bank AG, UBS Investment 

Bank AG and Merrill Lynch & Co. He has over 20 years of global financial markets 

experience: managing derivative product development and providing equity sales & trading 

functions to institutional investors.  

Additionally, he is a board director with expertise in financial markets, risk management, governance and leadership 

development. Currently, he serves on two boards: he is an Independent Board Member with Matthews Asia Funds in 

San Francisco, the largest US Investment Company (’40 Act) with a dedicated focus on Asia Pacific markets and The 

Asian Masters Fund Limited, a publicly traded company (ASX: AUF) listed in Sydney, Australia. Outside of business, 

his community board leadership includes: Hong Kong Securities & Investment Institute; Salzburg Global Seminar, 

African Wildlife Foundation, Washington DC; and Dean’s Advisory Council, UC Berkeley’s Haas School of Business. 

He is an advocate of sustainable enterprises and environmentally conscious projects, serving on boards with a passion 

for promoting education, conservation, energy efficiency and sustainability.   

He completed the AMP at Harvard University and holds a BS in Mechanical Engineering and an MBA from the 

University of California, Berkeley. He is fluent in English and Chinese. Chris is married to his wife Clare for 22 years 

and they have three children, Christopher Jr. (19), Elianne (16), and Nathan (13). The family lives in Redwood City.  

K. Michael Forrest is Founder  and Chairman of Apex Bioventures, LLC, a pr ivate 

investment and consulting company focusing on emerging companies in the healthcare 

industry. Mr. Forrest has over 40 years of biotech and large pharma experience in top 

management, strategic planning, M&A, business development, marketing and sales in US and 

international markets. Mr. Forrest has served as CEO and as a Board Director at four US 

Biopharma companies. He has extensive contacts in the financial community, and is 

experienced in fund raising with Wall Street bankers, hedge funds, institutional investors and 

venture capitalists.  

From 2005-2009, Mr. Forrest was Co-Founder, President and COO of Apex Bioventures Acquisition Corporation, a 

Special Purpose Acquisition Corporation that raised $69M in an Amex IPO. The company’s management team was 

comprised of highly experienced healthcare industry CEOs, strategic planners, and prominent scientists who examined 

over 300 US healthcare companies as potential acquisition targets using highly rigorous selection criteria. From 1991-

2004, Mr. Forrest was President and CEO of US biotech companies encompassing the areas of gene discovery, gene 

activation, gene therapy, genomics, and specialty biopharmaceuticals. He raised over $97 million from US and 

European institutions through a secondary offering, seven self directed PIPES, and several out-licensing agreements 

and 3 acquisitions. Previously, Mr. Forrest occupied various senior management and marketing positions with Pfizer 

and Lederle, where he was VP of worldwide Strategic Planning, VP Lederle Laboratories with responsibility the 

company’s $495M branded and generic businesses in the US, and VP Lederle International where he was instrumental 

in growing the Company’s European and Japanese businesses from $230M to approximately $1B in sales over a period 

of just under seven years. 

Mr. Forrest holds B.S. in Business Administration from Georgetown University with concentrations in International 

Marketing, Economics, and Finance. His past military awards include: The Air Medal, 5th Oak Leaf Cluster, and US 

Army, Vietnam. 

Welcome New Members 
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Bruce Walicek is Pr incipal of Radian Capital Advisors, a firm engaged in advising and 

consulting with private and public companies on strategy, financing, strategic business 

development, and M&A advisory. Previously, from 2008 to 2016, Mr. Walicek was the 

President, Chief Executive Officer, and a Board Director of Pixelworks, Inc. 

(Nasdaq:PXLW), an innovative provider of video display processing technology.  

Prior to joining Pixelworks, Bruce was an Executive-in-Residence at Sevin Rosen Funds, a 

VC firm focused on building leading global technology companies. From 2003 to 2006 Bruce 

was with Worldview Technology Partners, an IT focused VC firm based in Palo Alto, where 

he was responsible for sourcing new investments and acting as a board member and advisor for portfolio companies. 

Before joining Worldview in 2003, he was with Deutsche Bank Alex. Brown’s Global Investment Banking group and 

led their Semiconductor Investment Banking practice. He joined Alex. Brown in 1996 as the Senior Equity Research 

Analyst covering the Semiconductor and Electronic Design Automation industries.During his career, he has raised over 

$3B in financing for large multinational public corporations as well as venture backed startups, including IPOs, 

secondary offerings, private placements, debt offerings, private equity investments and M&A. Some notable firms 

include Pixelworks, Transmeta, Atmel, Amkor, ChipPac, Cooper and Cyan (acquired by Cadence) Infineon, Intersil, 

Level One Communications (acquired by Intel), MEMC, and MIPS Technologies. 

Before entering the financial services industry in the mid 1990s, he held executive management positions in the 

Semiconductor industry at Texas Instruments, VLSI Technology, and Cirrus Logic. He started his career at Tracor Inc. 

in Austin, developing signal processing systems for anti-submarine warfare applications. 

Bruce holds a Master of Business Administration from Santa Clara University and a Bachelor of Science in 

Mathematics from Texas State University. He earned the ISS Public Director Certification through the Directors’ 

College Executive Education Program at Stanford University. 

 

Kuljeet Kalkat has 30+ years of exper ience in successfully managing product strategy, 

marketing, and business development in systems, software, and networking firms. 

Mr. Kalkat is Board Advisor of Tav Networks and CEO Advisor at Lunera. Tav Networks is 

an engineering product and services firm specializing in design and implementation of Smart 

Networks, in particular in the Smart Grid space. Lunera is a smart lighting and smart building 

management leader. In the period 2015 – 2016, he was Board Director of GridSense, product 

and services company in the Distribution Automation business, through its acquisition by 

Franklin Electric Co., Inc. (NASDAQ:FELE), specializing in advanced remote monitoring 

solutions for distribution transformers, overhead and underground distribution lines, and other hard-to-reach assets. 

Previously, he led the Distribution Automation business and drove full life cycle product management at Silver Spring 

Networks, where he also initiated its smart city consulting practice. He has led product management at LynuxWorks, 

Windriver, HP, and Sun Microsystems. Kuljeet was with Intuit from 2001 to 2007 where he drove company-wide 

initiative to build 200+ person technical support and development offices in India. He was responsible for creating and 

marketing Intuit’s first Cloud offering - QuickBooks Online. 

Earlier in his career, Kuljeet was an engineer and worked on NASA satellites. Kuljeet received a Bachelor of Science 

in Electrical Engineering and a Bachelor of Arts in Economics from the University of Maryland College Park, and a 

MBA from Carnegie Mellon.  

Kuljeet also has a passion for real estate and is involved in property development, sales, and investment consulting as 

partner of The Troyer Group. The Troyer Group is one of the most successful real estate groups in the Bay Area. 
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FLOCK (helloflock.com) will be presented by Founder 

& CEO Raj Singh (raj@helloflock.com; 415.851.2376) 

and is sponsored by Band member Vinod Mahendroo 

(vmahendroo@gmail.com). 

Flock is an HR & Benefits SaaS company, that enables 

employers to manage day to day HR & Benefits tasks 

easily and efficiently, while helping health insurance 

brokers and health insurance carriers retain and grow 

their business. Since its launch in August-2015, Flock 

has rapidly gained adoption and counts as customers the 

#1 insurance broker (Marsh), #1 insurance carrier 

(United Healthcare), and has a strong technology 

partnership with the #1 payroll provider (ADP).  

There is a paradigm shift in the health insurance market, 

driven by the advent of modern technology brokers 

(Zenefits, Gusto, Namely), as well as complex 

compliance requirements (Affordable Care Act). 

Employers increasingly demand simpler and more 

automated software solutions from their existing health 

insurance brokers. While the brokers have the deep 

domain experience in health insurance that is necessary, 

they lack the software expertise. There is a gap between 

the need from employers for easy to use and simple HR 

& Benefits software, and the insurance brokers ability to 

provide an adequate solution. Flock bridges this gap. 

Flock generates revenue from health insurance brokers 

and insurance carriers, who offer the software to their 

customers. The brokers and carriers pay a per employee 

per month charge (PEPM) for employees on Flock.  

Flock is built on a robust and scalable technology SaaS 

stack and delivered via the cloud. It has HRIS, Benefits, 

and Compliance modules, with open API’s that make it 

easy to connect with Payroll systems and Insurance 

carriers. Flock handles over 15,000 complex rules around 

Benefits. Furthermore, we have built deep partnerships 

with the largest payroll provider (ADP) and the largest 

insurance carrier (United Healthcare), and EDI/API         

connectivity to several other vendors. The platform 

connects with leading payroll companies like ADP, 

Paylocity, etc, as well as insurance carriers such as United 

Healthcare, Unum, Kaiser and others. This connectivity is 

a strong impetus to new sales, and makes our solution 

very “sticky”. 

Flock is the only HR-first software solution for health 

insurance brokers, with a robust benefits administration 

platform. Flock competes with Ben-Admin software like 

Maxwell Health, and also technology-first brokers like 

Namely and Zenefits. Flock is unique in being “broker-

friendly” i.e. using the Broker channel to penetrate their 

small to midsize clients (5-500 employees) and in 

providing a complete HRIS & BenAdmin solution, 

enabling a very low cost of customer acquisition as well 

as product “stickiness”. 

The company currently has 25,000 lives on the Flock 

Platform, with over 16,000 monetized, and annual 

recurring revenue (ARR) of $1M. Flock is growing by 

over 60% quarter on quarter, and expects 2017 lives to 

exceed 4 x of 2016 lives. 

Flock has raised a series Seed of $2M, and is currently in 

the process of raising a convertible note of $2M, of which 

$1.2M has been completed, leaving $800K for the Band 

and other investors. The funds will be utilized for sales 

and continued product development, and will facilitate  

the raising a Series-A round in the Fall of 2017. 

 

SWARM VISION (enterprise.swarmvision.com), will be 

presented by founder & CEO Suzan Briganti 

(suzan@swarmvision.com; 415-290-2476). The company 

enables Fortune 500s to identify and leverage the 

innovation talent in their workforce to accelerate their 

growth.  

Since the year 2000, over half of the Fortune 500 has 

ceased to operate. CEOs are no longer denying the            

FEBRUARY 2017 PROGRAM 
The Deal Screening Committee met on January 25th and chose from among the 43 companies under consideration the 

following deals: FLOCK, sponsored by Band member Vinod Mahendroo, is an all-in-one platform that makes it easy 

for employers to manage day to day HR & Benefits tasks, while helping health insurance brokers and insurance carriers 

retain and grow their business; SWARM VISION enables Fortune 500s to identify and leverage the innovation talent in 

their workforce to accelerate their growth; and TOTOMIC identifies best buyers for residential real estate and improves 

broker efficiency. 

http://www.helloflock.com/
mailto:raj@helloflock.com?subject=Flock
mailto:vmahendroo@gmail.com?subject=Flock
https://enterprise.swarmvision.com/
mailto:suzan@swarmvision.com?subject=Swarm%20Vision
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imperative to innovate. External solutions — including 

Corporate Venture, accelerators and partnerships — are 

valid and useful for patching holes. But the other 90 

percent of the solution is better leveraging their core 

workforce. Until now, CINOs (Chief Innovation 

Officers), a well-established role the past 15 years, have 

lacked tools to address this problem. The Corporate 

Innovation market is $330B a year and HR Tech another 

$15B. 

Swarm Vision achieved $300K in revenue in 2016, and 

will be cash-flow positive in 2017. Its paying customers 

to date span CPG, Financial, Industrials and Tech 

sectors, including: Heineken, Standard Bank, Chicago 

Mercantile Exchange, WL Gore and Lam Research. 

Swarm Vision’s competition is limited to iDNA (spun 

out of the Innovators Dilemma books), Gallup E10, and 

Basadur. iDNA only measures “discovery” skills, and 

Basadur only measures creativity, while Swarm Vision 

assesses 8 skills needed along the entire innovation 

spectrum, and correlated with real world business results. 

Gallup E10 is based only on study of entrepreneurs, 

while Swarm Vision measures both entrepreneurial and 

INTRApreneurial abilities. Large companies need the 

latter. These competitors are not software companies, 

and are not from Silicon Valley — key brand 

differentiators for Swarm Vision. The rigor of the 

company’s research and beautiful, intuitive UX also set 

the company apart.  

The Swarm Vision team is rich in enterprise experience: 

CEO Suzan Briganti brings 30 years of consulting to the 

Fortune 500, including taking an unknown crowd-

sourcing company (Eyeka) to #1 in Forrester’s 2011 

Wave report; Lead Developer Kathy Dechow brings two 

decades of full stack enterprise software experience; 

Behavioral Economist Alain Samson has a PhD in 

behavioral psychology from the London School of 

Economics; and Creative Director Julie Ott has won 

every creative design award in the business. 

The company’s business model is simple: Swarm Vision 

sells annual bundles of their proprietary innovation 

assessment and manager dashboards. Their three bundles 

are tiered to align with common budget approval levels 

in the enterprise: $30K, $250K and $750K, with future 

site licenses in the $1M+ range. Swarm Vision’s sales 

strategy is to: (1) land and repeat projects across multiple           

units of an enterprise; and, (2) land and expand (grow 

deal size). This strategy minimizes delays in decision 

cycles. So far, Swarm Vision grew their average deal size 

from 25 users/deal in 2015 to 290 users/deal in 2016. It 

expects to close its first 1,000 user/deal in Q1 2017.  

CEO Suzan Briganti has bootstrapped the company with 

her own money and customer revenues. She has built the 

product, a team of 7 and has a patent pending (the 

company’s IP attorney is Band member John Ferrell). The 

company’s new sales pipeline in January alone includes 

Audi, Dow Jones, Wells Fargo, HP, and Philip Morris.  

Swarm Vision intends to exit in 5 years. HR Tech is 

commanding high valuations on multiples up to 17x 

revenue. The company is raising a minimum of $750K to 

hire a sales lead and complete the dashboard, and up to a 

maximum of $1.5M.  

 

TOTOMIC will be presented by CEO Chr is Weltzien 

(cweltzien@totomic.com; 415-235-2120). The company’s 

Insight Engine uses big data to help real estate agents win 

new listings, automate advertising and find high-

opportunity buyers, all in less time and at the best 

possible price. We launched the service in Q3 2016 and 

have signed four large brokerages (including the 9th 

largest in the US) with a combined 1,500 agents.  

Real estate has ignored the data revolution in marketing; 

continuing to rely on open houses, personal networks and 

“spray and pray” advertising. Consequently, real estate 

marketing has become a $10 billion industry with massive 

inefficiencies. Our proprietary actionable insights can 

save billions of dollars for agents, brokers and builders. 

One Totomic client improved their email response rates 

18X after using our service to profile their prospect list. 

Another client increased their digital advertising 

performance 50% using our service to target their media 

buys. 

The value of our service is multiplied by new market 

entrants that disrupt business for incumbent brokers and 

agents. These tech-enabled disruptors (Compass, 

Opendoor, SRE, Redfin, etc) are stealing listings, 

compressing fees and crushing margins. Totomic’s cloud-

based, data-driven marketing platform enables real estate 

agents and brokers to compete quickly and successfully 

with these new firms. 

mailto:cweltzien@totomic.com?subject=Totomic
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aggregating MLS feeds. Our first-mover advantage gives 

us a substantial lead in developing the most accurate 

models, and  kicks-off a virtuous cycle that drives more 

data input, which will result in superior and continuously 

improving machine learning models, which results in 

more new data, which further improves machine learning.   

Early traction is very promising ($15K MRR at the end of 

Q4 2016), and the company is working through a strong 

customer pipeline targeting $45K MRR by end of Q1 

2017. 

Totomic has previously raised $860K from angel 

investors and real estate professionals. We have currently 

raised $250K of a $1M Seed Two round to help build out 

the development and sales teams and launch marketing 

activities. 

“SECOND LOOK” PRESENTATIONS 

There are more than 5 million residential housing 

transaction a year generating $1.5 trillion in sales. This 

generates $75 billion in commissions to brokers and 

agents. The average agent makes $5,500 in commission 

for every listing they close. By generating and closing 

one additional listing per year the fee for our service is 

returned more than 10X. 

We currently have customers in the Bay Area, Southern 

California, Dallas and Houston.   Our strategy is to reach 

agents by signing big brokerages in the larger markets 

that are most at risk from disruptors. As we expand our 

footprint we will launch tools that enable smaller firms 

and individual agents to subscribe to the service directly. 

There are no direct competitors providing “data-driven 

marketing as a service” and the big-data players in our 

space tend to focus on automated seller prospecting or     

The “Second Look” Lunch will be on Thursday, February 16th from 12:00 PM to 3:00 PM at The Bentley Reserve 

(400 Sansome Street, San Francisco). Band portfolio company NGB Markets, in which we invested $700K in the Fall 

of 2014, is raising follow-on funding and will present. Adventure Bucket List (April 2015 Dinner) has met significant 

milestones since presenting to the Band Deal Dinner and will provide an update as a “Second Look”. In addition, 

Flock, Swarm Vision, and Totomic will remind the attendees of what they are doing and answer  more questions.  

NGB MARKETS presented by Band member  and 

CEO Rock Clapper (rclapper@ngbmarkets.com; 650-

575-7437) and CTO Scott Lawley, revolutionizes the 

way the food industry does business. NGB’s intelligent 

supply chain software upgrades a traditionally paper-

based procurement process to help restaurant chains, 

supermarkets, wholesalers, manufacturers, and other 

purchasers make smart purchasing decisions, reduce time 

spent on procurement, better manage their inventories, 

and maximize profit for their companies - all through a 

user-friendly online platform. 

Although B2B food logistics is a $1.2T dollar industry, 

many aspects of the supply chain are severely inefficient 

and surprisingly antiquated in terms of technology. This 

has massive negative effects throughout the industry as 

efficiencies of scale are not realized and profits literally 

perish in warehouses because supply chains remain 

opaque and wasteful.  

This constraint is particularly acute in buying, where 

vendor price quotes are still executed through an              

antiquated system of phone, fax, and face-to-face               

meetings. Individual purchasers must make complex and 

time-consuming quality and cost comparisons across 

hundreds of products and vendors without adequate 

automated systems for doing so.  This price discovery 

process handicaps the entire supply chain. 

NGB Markets offers QuoteMatrix™, an economical, 

web-based price discovery and ordering platform for high 

volume food industry vendors and purchasers. 

QuoteMatrix™ provides users with an extensive 

catalogue of data on industry commodities, and analyzes 

that information to support rapid, accurate and more 

profitable procurement decision-making.  

The software is unequaled in the market, as it is both 

dynamic and intelligent. It smart scrubs emails to capture 

up-to-the-minute vendor data without time consuming 

manual inputting and it learns users' inventory buying 

patterns over time, prompting users immediately when 

commodity prices are changing, or price saving 

opportunities are available. 

mailto:rclapper@ngbmarkets.com?subject=NGB%20Markets
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Through a contractual partnership with Trimble 

Navigation (TRMB:NASDAQ), NGB signed their first 

significant revenue generating contract in Q4, 2016, a 

$3.5M multi-year technology services implementation 

with US Foods (USFD:NYSE).  Trimble and NGB 

executed a referral agreement in January, 2017 where 

Trimble will introduce NGB to major food retailers and 

others where they have existing contracts.  In addition, 

NGB and Trimble are co-selling their combined platform 

to food manufacturers, supermarkets, and wholesale 

companies world wide. 

Band members were offered a $1.25M convertible note 

in the fall of 2014 and invested $700,000 with another 

$300,000+ invested by non-Band investors.  NGB is 

offering the remainder to Band members to provide 

additional growth and prepare for a follow-on $1.5M 

convertible note into a formal Series A. 

Company executives have frugally and successfully 

developed, launched and sold their software as a service 

initially to the food industry and, with Trimble, are 

strategically planning to enter other industries.  The 

highly scalable cloud-based machine learning price 

discovery and analysis software now needs additional 

sales and customer support to keep pace with Trimble’s  

sales and marketing team.  Additionally, Trimble’s 

aggressive acquisition of dozens of companies allows 

NGB and Trimble to integrate additional technologies 

into their offering such as traceability, product quality, 

global GPS, global weather, and trucking logistics, to 

name a few. 

 

ADVENTURE BUCKET LIST will be presented by 

co-founder & CEO Ryan Stobie (ryan@adventurebucket 

list.com; 250-864-9837). Adventure Bucket List is an 

enterprise SaaS & e-commerce engine for travel 

destinations.  People want more from their limited travel 

vacations and are looking for unique experiences in the 

form of excursions and adventure. Unfortunately, 

booking these travel excursions can be hit and miss since 

many of the activity/excursion vendors and alternative 

accommodations don’t have websites capable of 

managing bookings.  That is where we come in.  ABL 

works with Destination Marketing Organizations (DMO) 

around the world to empower regions and in some cases 

nations, to bring their offerings online and bookable.  All  

the excursion vendors and alternative accommodations 

are provided with the SaaS & e-commerce and their 

inventory is then shared on a dedicated destination 

marketplace and app.  Trips which historically would be 

considered impossible to book without a travel agent can 

now be booked by anyone from any device in a matter of 

minutes.  The Affiliate Market Network empowers top 

travel sites like Expedia to sell our clients’ inventory in 

real time.  Think of OpenTable + Honeybook for tours 

and accommodations. 

The SaaS has on average increased vendors’ sales by 

30% and reduced administrative work by upwards of 40 

hours a month!  In multiple cases companies have 

actually been able to open second locations as a result of 

the success they have with our software. 

“What I love most about Adventure Bucket List is how 

simple it is to set up and edit the software. Our sales 

have increased tremendously because it is so easy for 

our customers to book online. It’s a real asset to our 

business. It makes our life easy and profitable”.  

       - Bernard Labrosse, Owner of Windsure Watersports 

Learn more about how we are helping these vendors with 

some of the case studies - case studies. 

Since Adventure Bucket List launched its SaaS platform 

in September 2015 they have generated $3.7 million in 

bookings and $300,000 in revenue, including two 

profitable months recently.  With the shift of focus 

towards enterprise deals, the velocity of scaling the 

business is increasing tremendously.  ABL’s advisor Paul 

Hecht, ex-President of Expedia.ca and Director of Global 

Product at Expedia Inc. is helping the enterprise initiative 

shape into an appealing acquisition target for any of the 

players in the online travel space.  

 

Investor Academy Invitation 

Band member Ron Weissman will speak at an Angel 

Investor Academy on Structuring Financings hosted by 

the Berkeley Angel Network. Same topic, two locations: 
 

(RSVP) Thursday, February 23rd; 12:00 PM - 2:00 PM 

San Francisco |  Pillsbury Winthrop Shaw Pittman LLP 
    

(RSVP) Tuesday, March 7th; 12:00 PM - 2:00 PM 

Palo Alto |  Pillsbury Winthrop Shaw Pittman LLP  

mailto:ryan@adventurebucketlist.com?subject=ABL%20-%20Band%20of%20Angels
mailto:ryan@adventurebucketlist.com?subject=ABL%20-%20Band%20of%20Angels
https://www.adventurebucketlist.com/reviews/
https://berkeleyangelinvestoracademyfinancings2017.eventbrite.com
https://berkeleyangelinvestoracademyfinancings2017march.eventbrite.com
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BAND OF ANGELS NEWSLETTER 

Band of Angels Meetings Calendar 

Special Interest Group (SiG) Updates 
AgFood Tech: will meet on Wednesday, March 1st from 11:15 AM to 3:00 PM at its new location Royse Law (149 

Commonwealth Dr, Suite 1001, Menlo Park). To nominate presenting companies and to RSVP, please email Jaleh 

Daie (jdaie@auroraequity.com) and Michael Geilhufe (mgeilhufe@bandangels.com). 

Digital Disruption: will meet on Thursday, March 9th from 11:00 AM to 2:00 PM at the Band’s office (750 Battery 

St, 7th Fl, San Francisco). Please email member Aron Bohlig (abohlig@gmail.com) to join our newest SiG focused on 

internet enabled business models and to nominate companies to present. 

LifeScience/BioTech: will meet on Wednesday, March 15th at Carr & Ferrell (120 Constitution Dr, Menlo Park) from 

11:00 AM to 2:00 PM. To RSVP, please email Craig Pritsky (cpritsky@bandangels.com). To nominate companies, 

please contact the SiG chairs Mike Bates (mbates@gmail.com) and Rich Juelis (juelis@sbcglobal.net). 

Software: will meet on Wednesday, March 8th at Carr & Ferrell (120 Constitution Dr, Menlo Park) from 1:00 PM to 

5:00 PM. To nominate companies and to RSVP, please contact Ron Weissman (weissman@bandangels.com).  

Recent Presenter Updates 
Connect Homes (January 2017 Dinner) creates affordable high-design modern green prefab homes that can be 

delivered worldwide from a single factory. As part of the due diligence, Band members had a visit to a house in 

Orinda. The feedback has been very positive with some members not only interested in investing, but also using 

Connect Homes for personal property/investment related projects. Targeted close date is Tuesday, February 21st. 

Please forward your interest level and questions to Band member Mike Horton, who is sponsor of the deal, 

(mike.a.horton@me.com) prior to Wednesday, February 15th.  

Crater (January 2017 Dinner ) has received $250K in commitments from Band members toward the $300K 

remaining in the round. For more information and to indicate interest, please contact Band sponsor Paul Russo 

(paul@geosemi.com). Crater uses a mobile platform to replace onsite surveys dramatically reducing costs for moving 

and relocation companies.  

Thinnect (November  2016 Dinner) is in the process of closing the round with the Band with $225K committed so 

far. This brings the round to $757K to date out of the $1M raised which should be covered by the a few Angels and 

Micro VCs in due diligence and the fund matching from their investor Smartcap. Thinnect is an IoT Edge Network 

Service Provider targeting initially Commercial Building with Cree, SmartCities with RWE, and in the near future 

AgTech. For more information, please contact Band member Jack Guedj (jackpguedj@outlook.com). 

Kiana (November  2016 Dinner) so far  has ~$100K is committed by the Band and is in the process of closing with 

~$200K remaining open in the convertible note. Kiana offers 2 products, the legacy KianaPresence Real Time 

Location Service Platform and the new KianaSecure with patented Camera/Network locking to track visitors, guests 

and employees/students and is poise to disrupt the private security for corporate offices, university campuses, stadiums 

and airports. The company’s business continues to grow and the company is raising a small round to accelerate the 

development of KianaSecure. For more information, please contact Jack Guedj (jackpguedj@outlook.com). 

Deal Screening Committee 

Wednesday, February 22nd 

11:30 AM - 2:00 PM  

Wilson Sonsini Goodrich & Rosati 

650 Page Mill Road, Palo Alto 

Deal Dinner   

Wednesday, February 15th 

6:15 PM - 9:00 PM 

Los Altos Golf & Country Club 

1560 Country Club Drive, Los Altos 

Second Look  

Thursday, February 16th 

12:00 PM - 3:00 PM 

The Bentley Reserve  

400 Sansome Street, San Francisco 
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