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Problem and Opportunity Size

30,000’ View
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What?
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55 Be passionate!Be passionate!



   We provide the leading business-to-
business solution for clinical data capture
and management for the pharmaceutical

and biotech industry.

   We provide the leading business-to-
business solution for clinical data capture
and management for the pharmaceutical

and biotech industry.

We streamline processes to
speed important new drug

therapies to market.

We streamline processes to
speed important new drug

therapies to market.

Kill “MBA Speak”Kill “MBA Speak”



We safeguard your communications.We safeguard your communications.

   Utilizing the 2048-bit Diffie-Hellman key
exchange and 168-bit triple-DES, we
provide intrusion protection for digital

voice, fax and wireless communications.

   Utilizing the 2048-bit Diffie-Hellman key
exchange and 168-bit triple-DES, we
provide intrusion protection for digital

voice, fax and wireless communications.

Kill “Geek Speak”Kill “Geek Speak”



…KISS: Keep It Simple Stupid…KISS: Keep It Simple Stupid

66 Speak “English”Speak “English”



Where Does Your Executive
Summary Belong?

Where Does Your Executive
Summary Belong?

“Feed the
Fish”

“Feed the
Fish”

Close ‘emClose ‘emGet ‘em
Interested
Get ‘em

Interested

“Bait the
Hook”

“Bait the
Hook”

Executive SummaryExecutive Summary

Elevator PitchElevator Pitch



• Not shorter than 45 pages

• No fonts larger than 8 point

• No graphics or charts

• Tape “No-Doz” to the 10 page cover letter

• Not shorter than 45 pages

• No fonts larger than 8 point

• No graphics or charts

• Tape “No-Doz” to the 10 page cover letter

Executive SummaryExecutive Summary



MissionMission

Call to ActionCall to Action
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* See

note

* Note: HawaiiSearch.com gave Garage.com
permission to flash their card in this presentation from

the stage but asked that the detailed information not be
distributed, hence the “blacked out” areas.
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