IDENTIFY PHASE

Identify
All developed targets using information and data from client and other

sources
[I-1]

Prepare

One page Marketing Emailer describing offering
[1-2]

Prepare

Single sentence value statement
[1-3]

Develop

Contacts at target companies Finding the right person
[1-4]

Prepare

Executive Summary Document with detailed information . After NDA
[1-5]

Initiate

Buyer contact /s this the right person? Are they interested
[1-6]




CONTACT PHASE

If not interested

Ask why, move on within company if

possible and to another companies.
[c-2]

If interested

Then Release Emailer
[C1]

Followup

On response to marketing emailer

Questions, Concerns, Issues Timing
[c-3]

Answer

Prospect's questions and indentify issues and concerns
[C-4]

If still interested

Arrange for NDA to buyer target
[c-5]

Deliver

Electronic Executive Summary
[c-6]

Followup

On Executive Summary

Questions, Concerns, Issues Timing
[c-7]

If Interested

Move to Negotiations and solving issues
[c-8]




NEGOTIATION PHASE

Initial Conference Call

with Buyer and Inventors/Licensors
[N-1]

Questions and Responses

(This cycle may repeat as needed)
[N-2]

Definitions and Agreement

on Package Contents and Issues
[N-3]

Letter of intent or formal offer

(This cycle may repeat)

[N-4]

Response to Offer
(This cycle may repeat as needed)
[N-5]

Final Offer

[N-6]

Go'to Contract/ Closing

or Restart

[N-7]




