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For the past three years we’ve been pleased to provide our subscribers with 
TechALERT, a valuable resource for those involved in the global expansion 
marketplace. However, we have been unable to build a sustainable publishing 
business and, regrettably, the attached will be our final issue of TechALERT.

We would like to thank all those who have supported InnovationWORLD dur-
ing the lifetime of TechALERT. Above all, we are grateful to our readers for their 
loyalty and for many kind comments during the past three years. 

To our Staff and the many contributors who built TechALERT, we owe a special 
debt of gratitude. InnovationWORLD would like to thank Editorial Director 
Mitch Ratcliffe, Editors Joy Cordell and Michael Boland, and our editorial staff, 
whose commitment to TechALERT resulted in a publication of consistent high 
quality. 

As a service to the TechALERT readership, the full electronic archive of over 
500 published company profiles will be provided for your private use on CD-
ROM.

Please free to contact us by email or phone if you have any questions. Thank 
you again for subscribing.

Thanks for all the fish

InnovationWORLD will cease publication with this issue
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AusAm Biotechnologies Inc.
AusAm Biotechnologies has developed and commercialized 
the first FDA-approved diagnostic tests for intact albumin in 
urine, an early indicator of kidney and cardiovascular disease 
and diabetes. The company is also in the early development 
stages for anti-viral attachment inhibitors for treating HIV, 
herpes and Epstein-Barr virus.

Founded: 2000 
Private, $15 million in two rounds 
Headcount: 14

624 Madison Avenue, Suite 502 
New York, NY 10022 
Ph. 212.659.0703 
Fax 212.659.0707 
www.ausambiotech.com

Key location decision-maker 
James McCullough, CEO 
Contact: Mia Hernandez, executive assistant 
Ph. 212.659.0703 
E-mail: mherandez@ausambiotech.com

 

CURRENT CRITICAL NEEDS
In the next quarter, Ausam will be launching its product in the 
United States through its distributor Qwest Diagnostics, based 
in Teterboro, New Jersey. The company is negotiating with 
distributors in Asia and Europe and expects to enter those 
markets in early 2006.

CRITICAL BUSINESS NEEDS
In order to support its distributors, AusAm plans to hire sales 
personnel in Europe and Asia. Although final hiring decisions 
will be made later this year after distribution agreements are 
completed and further market research, the company expects 
it will likely need at least one sales person in Japan, China and 
South East Asia and a few throughout the European Union. 
The size of sales offices will depend on the initial market 
acceptance of albumin testing.

GROWTH METRICS 
AusAm estimates that 100 million 
albumin tests are sold worldwide 
annually. Because AusAm products 
offer the additional benefits of testing 
for intact albumin, the low-cost of its 
diagnostic kits, and raising awareness 
of preventative medicine, the company 
estimates it could sell as many at 300 
million to 500 million tests each year.

IT PROVIDERS 
AusAm does not rely on any bioinformatics 
or “sophisticated” IT, according to Mark 
Straley., the company’s COO.

PARTNERSHIPS 
AusAm is establishing co-marketing 
partnerships with large pharmaceutical 
firms. The company is also exploring 
co-development of its products with 
complimentary biotech companies. AusAm 
outsources the manufacturing of its diagnostic 
kits to Amresco, based in Solon, Ohio.

GLOBAL FACILITIES 
Melbourne, Australia: six research and 
development staff 
 
OTHER KEY EXECUTIVES 
Mark Straley, COO

PROFESSIONAL SERVICES 
Legal: Mintz Levin, Cohn, Ferris, Glovsky 
and Popeo

BANKING RELATIONSHIPS 
Investment: Jefferies & Co. 
 
CUSTOMERS 
Customers for AusAm’s currently available 
diagnostic kits include hospitals and 
laboratories, such as Bostwick Laboratories, 
Esoterix, and Specialty Laboratories. 
 
TRADE SHOWS/CONFERENCES 
Aug. 10-13, 2005: American Association 
of Diabetes Educators, Washington, D.C. 
Sept. 28-Oct. 5, 2005: American Association 
of Family Practitioners, San FranciscoNov. 
10-12, 2005: Southern Medical 
Association, San Antonio, Texas 
 
MAKING CONTACT  
Partnering: James McCullough 
Public relations: Jon Siegal (Schwartz 
Communications), 781.684.0770, 
jsiegal@schwartz-pr.com
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Certiport Inc.
Certiport provides computer skills training, assessment and 
certification software. The company offers students and 
job seekers Microsoft Office Specialists and Internet and 
Computing Core Certification and training in 20 languages 
through a network of 9,000 Certiport Centers in 128 countries.

Founded: 1997 
Private 
Headcount:  135

1276 South 820 East, Suite 200 
American Fork, Utah 84003 
Ph. 801.847.3107 
Fax 801.492.1771 
www.certiport.com

Key location decision-maker 
David Saedi, President and CEO 
E-mail: dsaedi@certiport.com

 

CURRENT CRITICAL NEEDS
Certiport opens training and testing centers through its network 
of partners, including schools, businesses and governments, in 
the United States, Europe, and South America. The company is 
now confronting the burgeoning market in China for technology 
training for the country’s enormous workforce. 

CRITICAL BUSINESS NEEDS
In June 2004 Certiport opened an office in Shanghai, China to 
meet the demands for technologically trained workforce on 
country’s east coast, its most modernized region. The company 
is planning to open an office in Beijing in an unselected location 
in the next four to six months. In 2006 the company will 
begin more seriously persuing the market in South Africa and, 
eventually, the Middle East. Certiport is willing to work with 
economic development agencies in all regions in order to 
implement training programs.

GROWTH METRICS
One year after launching its certification products in 2002, the 
company had training centers in 64 countries. The company has 
delivered over 2.6 million exams.

PARTNERSHIPS
Academic institutions, commercial 
training centers, governments and 
corporations partner with Certiport 
to establish local training and testing 
centers. 

PARTNERSHIPS
Certiport creates its software using 
Microsoft and Linux development tools.

GLOBAL FACILITIES
Ruislip, United Kingdom: 10 sales and 
support staff

OTHER KEY EXECUTIVES
Randy Pierson, Executive VP
Beverley Keating MacIntyre, Chief 
Learning Officer
Thor Christianson, General Manager-
Europe, Middle East and Africa Region
Moses Wan, Director, Asia Pacific Region

PROFESSIONAL SERVICES
Accounting: PricewaterhouseCoopers

BANKING RELATIONSHIPS
Commercial: US Bank

CUSTOMERS
Certiport’s customers include school 
districts, governments, academic 
institutions, corporations, vocational 
training centers, and staffing agencies, 
including Adecco.

TRADE SHOWS/CONFERENCES
March 14-26, 2005: CTIA Wireless, New 
Orleans

MAKING CONTACT 
Partnering: David Saedi
Public relations: Jon Pilmer (Pilmer PR), 
801.369.7535, jpilmer@pilmerpr.com
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DataSynapse Inc.
DataSynapse develops grid computing software that allows 
customers to combine the computer resources of existing systems 
to run enterprise applications more economically.

Founded: 2000 
Private 
Headcount: 75

632 Broadway, 5th Floor  
New York, NY 10012  
Ph. 212.842.8842 
Fax 212.842.8843 
www.datasynapse.com

Key location decision-makers 
Tony Bishop, Chief Business Architect and Solution Architecture 
Group Head 
E-mail: Tony@datasynapse.com

CURRENT CRITICAL NEEDS
The company’s London-based European operation won seven new 
large customers last year and continues to grow rapidly. It hopes to 
move into vertical markets beyond financial services in Europe and 
open new offices and expand its headcount throughout the region. 
This rollout will be dictated by an undisclosed schedule of hires over 
the course of each quarter this year. “There are 15 [employees] in 
Europe right now and growing,” said Chief Business Architect Tony 
Bishop, “ That is going to significantly increase this year. If you look 
at field operations in Europe, you’ll see it mirror North America [in 
headcount] within 18 months.”

CRITICAL BUSINESS NEEDS
Financial services, Telecomunications, and logistics are Data Synapse’s 
current target sectors. The company is interested in the Asia Pacific 
market, which it hopes to address in the short term through channel 
relationships. In every market the company continues to look for 
synergies with system integrators and independent software vendors 
to pre-integrate their software or in order to co-develop products. 

CRITICAL BUSINESS NEEDS
The company grew by 300 percent in 2004, and doubled its client 
roster to more than 30 global corporations as average deal sizes 
increased by 30 percent. 

IT PARTNERS 
Technology Partners and suppliers 
include IBM, Intel, HP, Novell, Egenera, 
and Oracle Corp. Independent software 
vendors whose products are integrated 
with the company’s GridServer platform 
include Toronto based Algorithmics Inc. 
and Calypso Technology Inc.  

GLOBAL FACILITIES 
The company’s EMEA headquarters 
is in London, U.K., and it has regional 
offices in Paris, France; Milan, Italy; 
and Frankfurt, Germany that total 15 
employees.

OTHER KEY EXECUTIVES
Peter Lee, CEO, Co-Founder
Jamie Bernardin, CTO, Co-Founder 
Mark Mszanski, Exec. VP Worldwide 
Field Operations 
Tom Baehr, Sen. VP North America 
Willy Ross, Managing Director, EMEA 
Kelly Vizzini, Chief Marketing Officer 
Rick Moran, Sen. VP Business 
Development

PROFESSIONAL SERVICES
Legal: Wollmuth Maher & Deutsch LLP
Accounting: PriceWaterhouseCoopers

CUSTOMERS
DataSynapse serves companies in the 
financial services , energy, government 
and industrial sectors including 
Genworth Financial, Hewitt, Bank of 
America, Credit Suisse First Boston, 
Goldman Sachs and Nationwide.

INVESTORS
Bain Capital Ventures (Michael A. 
Krupka, Managing Director), Goldman 
Sachs, Intel Capital, NeoCarta Ventures 
(Peg Murphy Jackson, Managing 
Director), The NYC Investment Fund, 
Silicon Alley Venture Partners LLC, 
Stonehenge Capital Corporation, 
Wachovia Strategic Ventures, Wand 
Partners. 

MAKING CONTACT 
Partnering: Tony Bishop
Public relations: Bonnie Biggee, 
Articulate Communications, 
212.255.0080 ext. 15, 
bbiggee@articulatepr.com
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Genoa Color Technologies
Genoa Color Technologies has developed an application-specific 
integrated chip (ASIC) for enhancing color on televisions, mobile 
phones, and other displays. The company claims that current 
display technologies, which use red, green, and blue pixels, are only 
capable of showing 55 percent of the visible color gamut, while its 
technology, which uses up to six primary colors, can reproduce 
95 percent of the visible spectrum.  

Founded: 2000  
Private, $10 million in two rounds 
Headcount: 22

10 Hasadnaot Street 
Herzlia Pituach, Israel 46728 
Ph. +972.9.950.9970 
Fax +972.9.951.5970 
www.genoacolor.com

Key location decision-maker 
Simon Lewis, VP Marketing & Business 
E-mail: simon@genoacolor.com

CURRENT CRITICAL NEEDS
Genoa’s first target market is television manufacturing, where 
companies are evaluating and commercializing televisions 
that include the Genoa ASIC. Because the company did not 
want to be viewed as favoring manufacturers in competitive 
markets of Korea, Japan, and Taiwan, the company opened its 
first Asian sales office in Hong Kong. However, the company is 
now recruiting sales personnel in the three major television-
exporting countries. 

CRITICAL BUSINESS NEEDS
In the next six months, Genoa plans to hire at least one 
sales person in Japan, Korea, and Taiwan. The company hopes 
that local sales personnel, with knowledge of the industry, 
language and culture, will be able to convince consumer 
electronics manufacturers the value of enhanced color 
displays. Although the company’s presence in Asia will be 
small initially, the company could potentially need a much 
greater number of staff in the region to manage relationships 
with television manufacturers, who may eventually be placing 
orders for more than 100,000 units.

PARTNERSHIPS
In May the company will announce a 
partnership with a San Francisco Bay 
Area company to integrate Genoa 
technology with liquid crystal on 
silicon (LCOS) displays.

GROWTH METRICS
In January 2005, the company displayed 
an LCD television with its color 
enhancing technology, delivering a key 
proof of concept for its business. 

GLOBAL FACILITIES
Hong Kong, China: one sales person

OTHER KEY EXECUTIVES
Ilan Ben-David, CEO and Founder
Hafiz Haq, EVP
Moshe Ben-Chorin, Chief Scientist and Founder

PROFESSIONAL SERVICES
Legal: Hamburger Evron & Co.
Accounting: Ernst & Young

BANKING RELATIONSHIPS
The company is currently seeking an 
international commercial bank.

CUSTOMERS
The company expects its product 
to be integrated into televisions on 
the market by the end of this year. 
It has targeted 30 major television 
manufacturers as potential customers.

TRADE SHOWS/CONFERENCES
May 22-27, 2005: Society for 
Information Display, Boston

MAKING CONTACT 
Partnering: Simon Lewis
Public relations: Mark Bruce (HiTechPR), 
914.967.6932, mbruce@hitechpr.com
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InnoPath Software Inc.
InnoPath has developed software for over-the-air installation in 
mobile phones and devices. Its software allows mobile phone 
manufacturers and wireless carriers to remotely update and 
repair mobile phones. It has been installed in over 40 million 
handsets around the world; two million more mobile phones 
are shipped in InnoPath technologies each month.

Founded: 1999 
Private: $28 million in three rounds 
Headcount: 140 
 
2130 Gold Street, Suite 200 
Alviso, Calif. 95002-0610 
Ph. 408.678.2900 
Fax 408.678.2999 
www.innopath.com

Key location decision-maker 
David Sym-Smith, Sr. VP Marketing and Business Development 
Ph. 408.678.2987; E-mail: dsymsmith@innopath.com 

 
CURRENT CRITICAL NEEDS
InnoPath has seen an explosion in demand for its software in 
Asian markets, in China where mobile phone use is growing 
and in Pacific Rim countries where there mobile phone 
use is extremely popular and there are leading handset 
manufacturers. 

CRITICAL BUSINESS NEEDS
InnoPath has already opened sales and support offices in 
China, Japan, Korea and the United Kingdom and believes 
they are sufficient to meet the demands in those countries. 
However, the company plans to continue growing the number 
of employees 30 percent to 40 percent each year. In China, 
the company has plans to double its current headcount. “We 
hire extensively locally,” said David Sym-Smith, senior vice 
president of marketing and business development. “We are 
continually trying to recruit the best people.” He said any 
assistance with hiring and finding new locations for business 
would be appreciated. The company, he said, is seeking to 
open an office in Singapore or another Southeast Asian 
country this year.

IT PARTNERS
InnoPath’s handset software is operating 
system agnostic. The company relies on 
Sun Microsystems’ Java programming 
language.

GROWTH METRICS 
The company claims to have doubled 
its revenues during each of the past two 
years.

GLOBAL FACILITIES 
Tokyo, Japan: 10 to 12 sales and support staff
Beijing, China: 30 research, sales and 
support staff
Seoul, Korea: 3 sales and support staff
London, United Kingdom: 2 sales and 
support staff

OTHER KEY EXECUTIVES
Luosheng Peng, CEO and co-founder
Stephen Artim, Co-founder
Miles Mochizuki, CFO
Prabir Mohanty, VP Business Development

CUSTOMERS AND PARTNERS
InnoPath sells its software to handset 
manufacturers and wireless carriers. 
Its customers include China Unicom, 
KDDI Corporation, LG Electronics, 
NEC Corporation, Panasonic, Sanyo, 
and Sharp. 

TRADE SHOWS/CONFERENCES
June 28-29, 2005: 3G Mobile International 
Summit & Exhibition, Beijing, China
July 13-15, 2005: Expo Comm Wireless 
Japan, Tokyo, Japan

MAKING CONTACT 
Partnering: David Sym-Smith
Public relations: Susannah Beckwith 
(Schwartz Communications), 
415.512.0770, sbeckwith@west.
schwartz-pr.com
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InterCall Inc.
InterCall develops audio, video, Web and event conferencing 
software.

Founded: 1991 
Public: A division of West Corporation (NASDAQ:WSTC)  
Headcount: 1,750

8420 West Bryn Mawr, Suite 400  
Chicago, Ill. 60631  
Ph. 773.399.1600  
Fax 773.399.1588  
www.intercall.com

Key location decision-maker 
Robert Wise, VP of Marketing and Strategic Business Development  
Ph. 312.860.7294; E-mail: bwise@intercall.com

CURRENT CRITICAL NEEDS
Intercall has had a European presence based in the United Kingdom 
for 10 years, which it would like to expand due to projected 
demand throughout the continent. Asia Pacific is also a priority for 
the company that will eventually result in physical offices similar to 
its European presence, but in the near term it will enter the region 
through partners in the conferencing space. The company uses and 
values the assistance of regional economic development agencies. 

CRITICAL BUSINESS NEEDS
The company is interested in enhancing its proprietary audio 
platform and voice over IP capabilities which are integrated with 
conferencing software packages of partners such as Microsoft and 
Web conferencing provider WebEx. “We’re always looking for 
the right strategic partners,” said Robert Wise, vice president of 
marketing and strategic business development. “We believe that 
a big part of our success going forward will be to partner with 
companies whose conferencing services we can integrate into our 
solutions.”

GROWTH METRICS
Intercall has grown its client base to more than 30,000 organizations 
and its domestic direct sales organization to 25 offices.

PARTNERSHIPS
The company is in discussions with potential 
partners that it can’t disclose and continues 
to seek synergies with companies in 
the conferencing space. “Some of these 
[partnerships] will be ones that we do on 
our own and some will be through current 
partners like Microsoft and WebEx,” Wise 
said. Ideal partners have services they 
provide to their customers such as business 
communications or collaboration services 
where the integration of conferencing 
would make sense. 

IT PROVIDERS 
The company has developed 
proprietary reservation and scheduling 
systems for conferencing.  It also 
works closely with the conferencing 
applications of Webex Communications 
Inc., Microsoft Corp, and Cisco Systems.

GLOBAL FACILITIES 
The company has sales offices in 
London, U.K., Sydney, Australia; 
Singapore; Hong Kong, China; and 
Edmonton, Alberta, Canada

OTHER KEY EXECUTIVES
J. Scott Etzler, President 
Robert Lamb, Senior, VP Global 
Operations 
Heather Welborn, VP National Sales 
Marty Dunne, VP Sales 
Rob Ewing, VP Systems Development 

PROFESSIONAL SERVICES
Accounting: Deloitte & Touche LLP

MAKING CONTACT 
Partnering: Robert Wise
Public relations: Christopher 
A. Suttile, Cushman Amberg 
Communications, 312.263.2500, 
csuttile@cushmanamberg.com
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Jinfonet Software Inc.
Jinfonet develops JReport, reporting software for organizations 
to collect and analyze internal business and productivity 
metrics, which helps drive better business decisions.

Founded: 1999 
Private: Internally funded 
Headcount: 175

9400 Key West Avenue, Suite 250 
Rockville, Md. 20850 
Phone: 301.838.5560  
Fax: 240.465.0355  
www.jinfonet.com

Key location decision-maker 
John Gularson, Corporate Vice President 
E-mail: jgularson@jinfonet.com

CURRENT CRITICAL NEEDS
Jinfonet management sees sizeable growth opportunities in Europe 
and Asia. It works with value added resellers (VARs) in China, Japan, 
Singapore, Taiwan, Spain, Germany and is currently launching a deal 
in the United Kingdom. It will augment these channel relationships 
with its own direct sales force when market growth justifies the 
investment. “Over time that is definitely going to make sense,” said 
John Gularson, corporate vice president. “I don’t know when that 
time is; if it’s two years or five years or two weeks, but it’s going to 
make sense for us to work out a deal with our resellers to take our 
business more direct.” 

CRITICAL BUSINESS NEEDS
The company would like to enhance its products by innovating 
in-house and working with independent software vendors, value 
added resellers and system integrators to make its JReport product 
match the interface requirements and functionality of customers’ 
software within particular markets. “We continue to add functionality 
and usability to the product,” said Gularson. “We view ourselves as 
innovators in the space especially with web applications and we’re 
entirely focused on making applications better.”

GROWTH METRICS
The company has been internally funded and profitable since 
its founding. Its revenues have grown 50 percent per year and 
its current profit margin is 38 percent.

PARTNERSHIPS
The best VAR partners for the company 
are those whose applications run in 
large organizations’ J2EE development 
environments. 

IT PROVIDERS
The company’s JReport software is built 
on the J2EE architecture and standards-
based application programming 
interfaces. Development partners and 
IT suppliers include Sun Microsystems, 
IBM, and BEA Systems.

GLOBAL FACILITIES
The company has a software 
development office in Beijing, China 
and business development offices in 
Barcelona, Spain; Tokyo, Japan; Singapore;
Beijing, China; Munich, Germany; 
Frankfurt-Eschborn, Germany; and 
Taipei, Taiwan.

OTHER KEY EXECUTIVES
Dr. Bing Yao, Founder and CEO 
Shuyan Liu, Vice President of Engineering 
John Trionfo, Director of Worldwide 
Enterprise Sales 
Martin Brandwin, Director of Marketing 

CUSTOMERS
Jinfonet serves companies in the 
financial services, manufacturing, 
government, telecommunications, and 
Healthcare/Pharmaceutical industries 
including Visa, Bank of America, 
Deutsche Bank, Storeroom Solutions, 
Petroleum Helicopters, Inc., U.S. 
Naval Safety Center, North Carolina 
Department of the Environment, 
Bell Canada, Verizon, Destiny Health, 
QuadraMed, and Quest Diagnostics. 

TRADE SHOWS/CONFERENCES
June 27-30, 2005: JavaONE Conference, 
San Francisco

MAKING CONTACT 
Partnering: John Gularson
Public relations: Benjamin H. Rudolph, 
Jinfonet Marketing Communications 
Manager, 301 838 5560 x132, 
brudolph@jinfonet.com
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LANDesk Software Inc.
LANDesk designs and markets end-to-end system and 
security management solutions for business’s desktops, servers 
and mobile devices. The company founded in 1985, acquired 
by Intel in 1991, and spun-off by Intel in 2002. LANDesk, 
which has 20 patents and 60 patents pending, credits itself 
with creating desktop management and being a founder of IT 
lifecycle management.

Founded: 1985 
Private and profitable 
Headcount: 460

698 W. 10000 S. 
South Jordan, Utah 84095 
Ph. 801.208.1569 
Fax 801.208.1522 
www.landesk.com

Key location decision-maker 
Bob Macfarlane, VP Business Development 
Ph. 801.208.1500; E-mail: bob.macfarlane@landesk.com

CURRENT CRITICAL NEEDS
According to Dave Taylor, LANDesks’s vice president of 
world marketing, the market for desktop and IT lifecycle 
management has matured significantly in the past five 
years. “Businesses are no longer questioning what desktop 
management is,” he said. “But are demanding more options 
and features.” The general acceptance of desktop management 
is substantiated by the company’s extraordinary growth; it 
claims 50 percent year-over-year growth in bookings.

CRITICAL BUSINESS NEEDS
In order to keep up with demand, LANDesk has been 
continuously hiring engineers for its Utah and Chinese 
development offices and sales and support employees 
worldwide. In the past two and a half years, the company has 
grown from 125 to 460 employees. According to Taylor, the 
company will continue to hire at this rate and is currently 
recruiting most diligently for its Chinese and Japanese sales 
offices. In the next two years, the company is begin exploring 
the Eastern European and African markets.

PARTNERSHIPS
LANDesk partners with systems integrators, 
such as Unisys, IBM, Siemens, and Northrop 
Grumman; integrated system vendors, such 
as PeopleSoft, Remedy, Symantex, Touchpaper, 
and Network Associates; and original 
equipment manufacturers, such as Toshiba, 
Acer, NEC, TongFang, Gateway and Intel.

GROWTH METRICS
During the fourth quarter of 2004, 
LANDesk’s earnings before taxes, 
depreciation, and amortization were 125 
percent of earning in the fourth quarter 
of 2003. The company’s earnings in China 
grew 190 percent year-over-year in 2004. 
LANDesk has experienced 18 continuous 
quarters of profitability.

GLOBAL FACILITIES
The company has sales offices in 
Reading, United Kingdom; Benelux, 
The Netherlands; Paris, France; Munich, 
Germany; Dublin, Ireland; Milano, Italy; 
Hillerod, Denmark; Sao Paulo, Brazil; 
Mexico City, Mexico; Tokyo, Japan; Beijing, 
Guangzhou, and Shanghai, China. The 
company maintains customer support call 
centers in China, Japan, United Kingdom, 
North America and South America.

OTHER KEY EXECUTIVES  
Joe Wang, CEO and president 
Thomas Davis, VP engineering 
Dave Taylor, VP worldwide marketing

PROFESSIONAL SERVICES
Legal: Internal, Wilson Sonsini Goodrich & Rosati
Accounting: PricewaterhouseCooper

BANKING RELATIONSHIPS
Commercial: Silicon Valley Bank 

CUSTOMERS
Customers are large businesses from 
several industries and include Bayer, 
Bertelsmann, Coca-Cola, City of Chicago, 
Deloitte & Touche, Diawa Securities, 
FedEx, Merck, Sharp Electronics, Toshiba, 
United States Army, United States Navy, 
University of Pennsylvania, Wells Fargo.

TRADE SHOWS/CONFERENCES
October 17-20, 2005: Gartner Fall Itxpo, Orlando, Fl.

MAKING CONTACT 
Partnering: Bob Macfarlane
Public relations: Stefan Okstveit (Snapp Norris 
Group), 801.208.1100, stefan.o@sng.com
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Nereus Inc
Nereus Pharmaceuticals discovers and develops anticancer and 
anti-infective compounds derived from marine microbes.

Founded: 1998 
Private: Raised $81 million in four rounds 
Headcount: 28

10480 Wateridge Circle 
San Diego, Calif. 92121  
Ph. 858.587.4090  
Fax 858.450.4037 
www.nereuspharm.com

Key location decision-maker 
Kobi M. Sethna, President & CEO 
Ph. 858.587.4093; E-mail: ksethna@nereuspharm.com

CURRENT CRITICAL NEEDS
Nereus has established a global IP portfolio to maximize the 
value of its novel chemistry platform. It is currently seeking global 
pharmaceutical partners with expertise in oncology and a global 
reach for clinical research and eventual commercialization.  “We 
have to make a selection on the basis of who we think will allow 
us to accelerate the process in the most efficient manner, give 
us the most prestige and [have] the best human chemistry and 
resources on a global basis,” said Kobi M. Sethna, president & 
CEO. This partnership will likely be formed in 2005.

CRITICAL BUSINESS NEEDS
Because the company only uses its novel chemistry platform 
to screen for oncology, anti-infective, anti-inflammatory agents, 
it is also looking to partner with companies that can apply 
the technology to other targets that they may have in other 
therapeutic areas. The platform relies on a completely renewable 
source of microbes so it is scalable to the compound targeting 
needs of any company. Companies with very specific targets in 
therapeutic classes that are outside of Nereus’ therapeutic areas 
will make the best partners.

GROWTH METRICS
In December 2004, the company secured $42.6 in a Series D round 
of financing to cover the cost of human clinical trials for the first two 
compounds and advance its portfolio of lead compounds. 

IT PROVIDERS 
The company develops software in-
house to manage complex data from 
the collection of marine microbes that 
drives its drug discovery. It maintains 
databases containing information on 
the microorganisms, their sources, 
culture and extraction conditions, novel 
chemistries and biological activities. 
In-house applications are written in Java 
and XML, on an Oracle database.

OTHER KEY EXECUTIVES
Kobi M. Sethna, President, CEO, Director 
G. Kenneth Lloyd, Sr.VP R & D, CSO 
F. Andrew Dorr, Sr. VP, Chief Medical Officer 
Michael A, Palladino, Jr., Sr. VP, CTO
Gary McDaniel, CIO

PROFESSIONAL SERVICES
Legal: General Counsel: Heller Ehrman 
White & McAuliffe 
IP Counsel: Knobbe, Martens, Olson & Bear
Accounting: KPMG

BANKING RELATIONSHIPS
Commercial: City National Bank
Investment: Merrill Lynch

CUSTOMERS
Nereus has developed relationships for 
the identification and development of 
therapeutic agents with Dow AgroSciences, 
Merck & Co. and Johnson & Johnson 
Pharmaceutical Research Institute.

INVESTORS
Alta Partners (Jean Deleage , managing 
general partner), Forward Ventures, 
(Standish Fleming co-founder), GIMV, 
JAFCO, A. M. Pappas, Pacific Ventures, 
Novartis BioVenture Fund, China 
Development Industrial Bank, Blue Dot 

TRADE SHOWS/CONFERENCES
May 13-17, 2005: American Society of Clinical 
Oncology Annual Meeting, Orlando, Fla. 
Aug 21-25, 2005: American Society of 
Microbilogy Annual Meeting and 
Exhibition, Chicago
December 3-6, 2005: The American Society 
of Hematology 47th Annual Meeting and 
Exposition, New Orleans

MAKING CONTACT 
Partnering: Kobi M. Sethna,
Public relations: Laura Chon, Atkins & 
Associates, 858.527.3485, lchon@irpr.com 
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Sonic Foundry Inc.
Sonic Foundry develops rich media communications 
technology for enterprise customers, including webcasting and 
Web-based presentation software. 

Founded:1991 
Public: (NASDAQ:SOFO) $42 million market cap, 6.4 million 
cash on hand 
Headcount: 48

222 West Washington Avenue, Suite 775  
Madison, Wis. 53703 
Ph. 608.443.1600 
Fax 608.443.1601 
www.sonicfoundry.com

Key location decision-maker 
James A. Dias Vice President Marketing and Sales 
E-mail: jdias@sonicfoundry.com

CURRENT CRITICAL NEEDS
The company’s Mediasite product has been well received in 
the Japanese market because there is a strong visual culture, 
according to James Dias, vice president of marketing and sales. 
The company has gained university, banking, and manufacturing 
customers in the region and it will continue to grow with the help 
of its channel partner and reseller, Tokyo based MediaSite KK. 

CRITICAL BUSINESS NEEDS
The next generation of Mediasite’s features will extend the 
rich media capabilities of customers’ content infrastructures, 
such as enterprise portals. “We see ourselves as a contribution 
engine into a portal,” said Dias. “So from that perspective our 
next generation of solutions is going to have to work inside 
neighborhoods like that.” Established companies that already 
have enterprise relationships like this will present the strongest 
partnering opportunities according to Dias, as will universities 
that are enhancing their online course management and 
content availability to students. 

GROWTH METRICS 
Sonic Foundry’s first-quarter 2005 revenues increased 77 
percent year-over-year, while unit sales more than doubled. 

PARTNERSHIPS 
Sonic Foundry partners with 
audio/video dealers, network system 
integrators, and value-added resellers 
that have an intimate knowledge of, and 
existing sales channels into, the business, 
education, and government sectors. 
Attractive partners will have successful 
track records in the audio/video or 
network system integration space and 
a knowledge of streaming technologies 
and digital media network configuration, 
as well as experience with Microsoft 
Windows 2000, Windows XP, and 
Media Player software. The company 
also partners with consultants that can 
provide market analysis, technology 
trends, application notes, and other 
tools for developing proposal 
specifications and strategic planning. 

OTHER KEY EXECUTIVES
Rimas P. Buinevicius, Chairman, CEO 
Monty R. Schmidt Founder, CTO 
Kenneth A. Minor, CFO, Secretary 

PROFESSIONAL SERVICES
Legal: McBreen & Kopko
Accounting: Grant Thornton LLP

BANKING RELATIONSHIPS
Investment: US Bank and Park Bank

CUSTOMERS
IBM Research, Raytheon, British Aerospace, 
General Dynamics, Arizona State, 
University of Colorado, Florida State, Ohio 
Department of Transportation, and the 
Mayo Clinic and others.

TRADE SHOWS/CONFERENCES
June 1-3, 2005: Eduventures: Competing in 
Higher Education, Boston
June 8-10, 2005: InfoComm 2005, Las Vegas

MAKING CONTACT 
Partnering: James Dias
Public relations: Terri Douglas, 
Catapult PR-IR, 303-581-7760, ext. 18, 
tdouglas@catapultpr-ir.com
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SonicWALL Inc.
SonicWALL designs and markets comprehensive Internet security 
appliances, such as solid-state firewalls and virtual private network 
(VPN) devices, used by companies of all sizes to protect their 
networks and provide secure remote access. It also provides 
subscription security services such as anti-virus and content 
filtering. The company’s Global Management System allows 
network administrators to centrally manage thousands of security 
appliances across a widely distributed network.

Founded: 1991 
Public: (NASDAQ: SNWL), $328.89 million 
Headcount: 335

1143 Borregas Avenue 
Sunnyvale, Calif. 94089-1306 
Ph. 408.745.9600 
Fax 408.745.9300 
www.sonicwall.com

Key location decision-maker 
Mike Stewart, VP Worldwide Sales 
Contact Lan Matson, executive assistant 
Ph. 408.752.7807; E-mail: lmatson@sonicwall.com 

CURRENT CRITICAL NEEDS
By the end of the year, SonicWALL expects to have an interface 
for its Chinese software and devices, which will increase its 
market potential in the country. Two years ago the company 
brought in $300,000 per year in sales to the country; it now 
conducts over $1 million in business per quarter there. Last year 
the company introduced its Japanese interfaced products. The 
company is also seeking to grow underserved Southeast Asian 
markets, including Thailand, Phillipines, Malaysia, and Indonesia and 
is planning a promotional tour of the region in May 2005. The 
company credits its relatively low cost devices and its ability to 
localize its products to its rapid growth in Asia.

CRITICAL BUSINESS NEEDS
SonicWALL plans to grow through relationships with value-
added distributors in Asia, who are able to provide training, 
service and support for its products. The company is adding 
employees in China, India and Australia to support and grew 
its network of distributors.

PARTNERSHIPS 
SonicWALL outsources its 
manufacturing to Fremont, Calif.-based 
Flash Electonics.

IT PARTNERS 
SonicWall develops its own hardware 
and software. Its latest-generation 
hardware is based on Cavium 
microprocessors.

GLOBAL FACILITIES 
The company maintains small sales 
offices in India, United Arab Emirates, 
Pakistan, China, Hong Kong, Japan, 
Australia, and Singapore.

OTHER KEY EXECUTIVES
Matt Medeiros, President and CEO
Robert Selvi, CFO
Steve Franzese, VP Worldwide Marketing

PROFESSIONAL SERVICES
Legal: Internal
Accounting: PricewaterhouseCoopers

CUSTOMERS
Over 600,000 SonicWall devices have 
been sold through 10,000 resellers. 
Primary markets include small-to-medium 
businesses, managed security service 
partners (MSSPs), educational institutions, 
governments, retail stores, and the 
hospitality industry.

TRADE SHOWS/CONFERENCES
June 8-10, 2005: Networld+Interop Tokyo, Tokyo
June 14-17, 2005: CommunicAsia 2005, Singapore
June 21-23, 2005: HITEC, Los Angeles
June 26-27, 2005: NECC 2005, Philadelphia 

MAKING CONTACT 
Partnering: Mike Stewart
Public relations: Mary McEvoy, 
408.962.7110, mmcevoy@sonicwall.com
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