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Most startup companies target a niche market to sell their innovative products or services. For
products/services that are targeted to large enterprises, network operators or service providers,
the biggest challenge for any new company is access to information on the requirements from
these targets and access to decision-makers in these buyers.

The size of the company limits the geography and number of potential buyers that can be
approached, typically forcing the company to take bets on one or two potential buyers. Failures to
capitalize on these bets may imply the end of the company itself. These bets may not be optimal
ones for one or more of the following reasons:
e Lack of information regarding which potential buyers are nearest to a buy decision
e Actual requirements from potential buyers to whom to tune the product/service
e Better opportunity in a different geographical area than where the company is based, has
an existing presence, or is able to serve on its own
e Lack of access to the decision makers and technologists in potential buyers needed to
get a foot in the door

TIPRA solves this problem by providing a suite of Market Entry services that allows companies, in
a cost-effective way, to establish beachhead markets as quickly as possible for their
products/services. An engagement with TIPRA, for example, can lead to one or more of the
following results:
e Invitation to respond to RFI/RFCs from one or more potential buyers that might not
have extended such invitations otherwise
e Early access to potential buyer wish-list and requirements to fine-tune the
service/product features
e Outsourced management of establishing buyer relationships for the product/service in
markets that the company does not have the resources to target

Based on the needs of the company, TIPRA can serve effectively as an outsourced Market Entry
arm of the company on either a per-project/product/service basis or on a continuing retainer basis
across its portfolio. TIPRA charges for Market Entry services based on the scope of services
customized for each company. These costs can typically be recouped out of the revenues
realized from a single new beachhead opportunity introduced by TIPRA. TIPRA is also amenable
to equity-sharing arrangements.
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The services provided by TIPRA are customized to suit each company and to complement its
own resources. The spectrum of services include the following:
< Analysis of the product/service idea for suitability in representative buyer segments
< |dentification of potential buyers and/or geographical locations with immediate interest on
buying
e Competitive analysis of participants in product/service for identified markets
< |dentification of potential buyers and introductions at decision-making levels
e Access to buy-specifications that may have been made available to TIPRA to fine-tune
the product/service
e Legal and logistics infrastructure to implement market entry rollout in a timely and cost-
effective fashion
< Introduction to investors interested in funding enterprises entering these markets
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The differentiation and success of TIPRA comes from its professionals with a deep understanding
of the current business markets globally in a nhumber of focus domains in combination with its
relationships with a number of companies that are buyers in these markets. TIPRA has
assembled a team of global domain experts to determine the maximum potential and suitability of
available intellectual property and identification of market opportunities. Combined with a carefully
developed logistics infrastructure, TIPRA makes the realization of a quick beachhead practical
and timely for a startup company.
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TIPRA is a privately-held company headquartered in the US, with affiliates and branches
worldwide. Combining a staff of professionals with deep domain expertise in technology areas, a
global network of partners and affiliates, and knowledge and experience in the logistics of
intellectual property transfers, TIPRA offers a suite of services to both owners of intellectual
property and to acquirers of intellectual property to promote and facilitate transfer of such rights
across industries and geographies in a timely and cost-effective fashion.

For further information about TIPRA, visit
http://www.tipra.com

or contact
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6823 Norway Road
Dallas, TX 75230-5247 USA

T: +1214.923.7185
F: +1610.523.0227

E: info@tipra.com
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