


“Hi Tim. Thanks for the information. The product certainly sounds like something that would make life more bearable
for guests in a hotel room! - it's an interesting concept. You say that the product hasn't actually been manufactured yet so
does IHS have any trading history, perhaps with other product lines, so that we can establish their financial track record?
Also, can we see a business plan and get some background info on the credentials of the management team?”

“I would also be interested to know if IHS has generated any interest from their target market for the product? Do they
have any pre-orders for example? What about manufacturing agreements and distribution rights for the product? Are
these in place?”

“To address Colin’s queries, IHS does have a trading record working with other product lines and | would be delighted
to provide you with their accounts for the last three years. They are currently turning over £1m to give you an idea. As
far as a business plan is concerned, they have not yet written or commissioned one for this particular product line but
obviously have information which will form the basis of one. | will email that to you when | return to the office and speak
with them.”

“To answer Dave’s questions, IHS has been in discussions with hotels but currently have no firm pre-orders. There is
certainly a lot of interest however, and from the feedback they are getting, they believe the product will fly off the shelf
as soon as it is available. In terms of signed manufacturing agreements, | believe that those are not currently in their
possession but they are on track to have these by the end of the month, along with firm distribution rights.”

“Ok Tim, | think there are some fundamental issues that will need to be addressed before IHS are ready to even be
considered for a PLUS listing and fund raising. We would need to put forward a detailed business plan and see signed
agreements for manufacturing and distribution to make sure we have a credible offering here. Whilst the PLUS market
doesn't have any requirements on minimum size of company or trading record, they do need to see sufficient working
capital to cover at least 12 months after a company is listed. This would be the case with investors in a straight-forward
fund raise too. Where we are advising a company, we would like to see forecasts for a period of 36 months to demonstrate
that the working capital is satisfactory.

More fundamentally, it would appear that the company does not have a final product for supply so we are in effect
looking for development funding - always a difficult task. For these reasons, | am afraid that | am out - at least until IHS
can come back with the appropriate information and proof of their stability.”

“I'm also going to declare my position Tim. | fully agree with Colin. This is an interesting product which | think could do
very well, but we need something a bit more concrete before we can proceed. | would like to see a significant level of
orders so that income generation can be demonstrated as well as a board structure that will allow the PLUS market
authorities to recognise that there is sufficient experience within the company to drive it forward.

The PLUS market authorities will also need to see that certain corporate governance policies are put in place prior to the
listing to ensure the company is in an appropriate condition to be on a public market, as well as a financial due diligence
report prepared by an independent advisor - something that our sister firm, Clarkson Hyde, can assist you with where
we are not the Corporate Advisor for PLUS. Lastly, we would need to agree an appropriate valuation for the business.
Because IHS do not have these key elements in place, I'm afraid | am also out.”

“Ok guys, | can see that there is still a lot of work that needs to be done on this one before IHS can move forward. |
appreciate your time and expertise in assessing this and will speak with IHS to convey your recommendations. | am sure
that they will come back to you with a strengthened offering so that we can help them reach their listing and funding
goals.”

“Following the advice Tim's client had received from the tigers, IHS decided to defer the idea of a PLUS listing as it
appeared that the company was not ready for this. The company has since found some further private equity seed
funding for the development of the product and will hopefully now be able to move to its next stage of marketing. Whilst
they didn’t get what they wanted initially, the information Colin and Dave provided has helped them get on track to secure
their offering.

I hope you enjoyed this insight into the Tiger's Lair.”

If you would like to learn more about investment opportunities in businesses seeking growth funding,

please contact Malcolm Coomber on 020 7022 0060 or email mec@hydeconsulting.com





