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4 Custom packaging 4 Milk round collections Sub-assembly DC management 4 Transport 4 Secondary
— 1 4 Consolidation 4 Material management 4 Custom packaging 4 Outsourcing 4 Consolidation 4 Reverse logistics
S o] 4 Pre-assembly 4 Inventory ownership 4 Material handling 4 Inventory 4 Cross-dock
g S 4 Sequencing 4 JIT delivery management 4 Merge-in-transit
o 4 Kitting 4 Labour management 4 Customs clearance
oo 4 Hub operations 4 Express, global

forwarding
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4 Inventory factoring 4 freight payment 4 Project financing 4 Equipment financing 4 L/C financing 4 Credit servicing
a 4 PO financing 4 Intermediate 4 Equipment financing 4 Project financing
L 4 L/C financing financing 4 Private fleet financing
OE) 4 Inventory ownership Equipment leasing

>

4 EDI services S e 4 Integrated supply 4 WMS 4 Transport routing 4 Satellite tracking
4 VMI services 4+ MRP systems chain tools 4 DRP systems systems 4 POD verification
4 ECR services 4 Production planning 4 Pipeline visibility

4 RF systems

tools 4 Command & control
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New Ventures

Developing new businesse
Imply:

-a basic vision

-a sound business model

-a mature technology or a te
validated by stomer

-an eager ma

-the right re
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Customer PAIN
Investment

Burn rate

Time to market

Time to break even/profit
Market share

ROI
Efficiency
Profitability




Vat Usaally Breaks in a Early Stage

Assumptions are just wrong

A Market size

A Problem/demand/value proposition
: A Access to market

: A Competition

A Amount of capital vs. .‘ﬂ.



ISofdentreprencur's Presentations

Clarity T less is more

Game size development

Logic of presentationi fac
Inconsistent altitudeT part:
Value proposition is sloppy C
Market segmentation/researct
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