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Executive Summary

Wanderbook provides mobile professionals with an easy to use platform that includes full wireless internet capability and access to all of their business applications, personal information, and the World Wide Web.  

Wanderbook enhances the mobile professional experience throughout the most critical events - during business relationships, while in front of a customer, and while on the go - when the environment around the person must be the primary focus, not a machine - yet the need for full Web content and application services are as great or greater than when alone at the office.

The Current Pain

The internet revolution has created dramatic changes for the enterprise.  But there has been no revolution for the enterprise-in-motion.   This includes:

· the insurance claims adjuster analyzing the damages of a tornado in the field. 

· the account rep who wants to maintain good human interaction with her customer during the sales process.  

· the real estate agent who has driven his client to two homes, only to discover that the family really does need five bedrooms after all and, what’s more, they insist on seeing photographs before venturing out to more homes.

· the entrepreneur, waiting nervously in the VC’s waiting room, who suddenly remembers that she forgot to check the web for some additional market stats which she’s sure will be the focus of several questions.

· the technology executive, sitting in a board meeting, hurriedly taking notes on –      do you believe it! – paper.

While the mobile technology is projected to advance at lightening speeds over the next several years, the user interfaces used by today’s computers are not geared to support this growth.  The classic desktop metaphor of “point and click” using a mouse and keyboard works well from an office but is inappropriate for the mobile world where one needs to walk and interact with customers. The user interfaces employed by existing pen based devices such as Palm,  Pocket PC’s, and tablet computers are crude, rudimentary, and unintuitive.  And, regardless of the intense growth in the PDA and cell phone market, the form factor of these devices is just too small to run real live business applications.   

In addition, Application Service Providers (ASP’s) are desperately looking for new ways to present their information.  Those who hope to support Wireless B2B and B2C are also severely constrained by the existing technology.  They need to enable mobile workers during relationship selling, servicing, and interacting; while walking, standing, relaxing, thinking, and while “the feet are up on the coffee table”.  

There needs to be . . . a better platform for the mobile professional . . . a Wanderbook!

Company Overview

Wanderbook is co-Founded by Therese Swan and Clay Weimer.  The company is located at 6714 Landerwood Lane, San Jose, CA  95120.  We are in the process of creating an S corporation and expect this to be completed shortly.  We are requesting $3 million in Round A funding.  Company ownership is split between Clay Weimer (60%) and Therese Swan (40%).

Wanderbook Corp. will create a mobile computing platform on a tablet size device.  The input vehicle will be a combination of types - using stylus based for “on the go” and traditional keyboard for when the user is “back at the office”.  The latest voice technology will also be integrated.  The platform will be much more robust and use a larger form factor than what is currently available on PDA devices (such as Palm).  Wanderbook will support full wireless mobile computing.  It will enable users to access the internet during relationship selling, servicing, and interacting; while walking, standing, relaxing, thinking, and while “the feet are up on the coffee table”.  

The company will target its first generation product at the residential real estate agent market, where high mobility is a dominant attribute.  We will then expand to the broader sales professional market.  Finally, we intend to hit all mobile workers – including consultants, executives, and others who spend much of their time on the road.  Partnerships with key application service providers will be built to provide Wanderbook services to customers and to leverage the Wanderbook mobile portal experience. The company's intellectual property is centered on its user experience technology which is both software and hardware based.

Product Concept
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Wanderbook is an information appliance for the road warrior that provides a mobile portal to the internet.   It consists of several components bundled together in order to create a user experience as natural as pen and paper.   These include a tablet computer, our own proprietary browser for the wireless web, and high speed wireless modem.  Voice recognition technology, as well as traditional keyboard/mouse input, are integrated into the total solution using 3rd party software so that the appropriate input vehicle can be used for various situations.  This integrated Wanderbook provides the user with an untethered, multimedia rich, 100% browser experience.  

Hardware:  There are several devices currently available in the market that we are considering for use with Wanderbook.  These include the Fujitsu Stylistic, Aqcess QBE, and the web pad from NSC.  Our intent is to sub-contract manufacturing of one of these devices under the Wanderbook label. (Clay, does this make sense?_)
Software: Our PAGES software provides an intuitive user experience based on a notebook paradigm rather than a desktop paradigm.  It is integrated into the Mozilla browser, allowing for a freeform intuitive use of a pointing device onto a computer screen.<SPAN style="mso-spacerun: yes">  </SPAN>Its functionality is focused on the enhancement of browsing and navigating the Internet.<SPAN style="mso-spacerun: yes">  </SPAN>With a cadre of simple screen gestures and complementary browser amendments users are able to quickly and efficiently launch, navigate, and control web based applications without a keyboard or mouse.  In short, PAGES will “pen enable” the browser.

Wireless Network:  We intend to use Metricom’s Richochet service in our first deployment.  Richochet provides wireless speeds of 128kbps in metropolitan areas. 

Clay, delete as much of the below as you like to protect the stuff:
PAGES works like notebook pages for:

· navigation 

· flicking, inserting, deleting is hand/stylus gesturing

· as opposed to command model (I.e. very few menus, buttons, selecting, pointing, clicking)

· organizing 

· as if it was a stack of pages.

· Tabs,  bookmarks, sections

· browsing

· paperlike

· little screen real estate taken for non information things
<SPAN style="FONT-SIZE: 12pt; mso-bidi-font-size: 10.0pt">PAPPAGES is architected into the underlying browser code and operating system.  </SPAN></SPAN><o:p></o:p></SPAN><SPAN style="FONT-SIZE: 12pt; mso-bidi-font-size: 10.0pt">It is anticipated that migration to alternative hardware and software platforms can be accomplished without difficulty once the initial product has been fielded.<SPAN style="mso-spacerun: yes">  

Approach

Year 2001 - Our first year will consist of completing software development, initiating first beta releases in the real estate market, and establishing initial sales channels. We will also develop relationships with potential ASP’s who have mobile workers as end-users (salesforce.com, ondemandinc.com, etc) with an initial emphasis on the real estate market. 

Year 2002 – Our second year will consists of production rollout in residential real estate market, continued product enhancements, sales to other ASP’s supporting sales professionals, and expansion and licensing to other software/hardware vendors.   

Management Team

The management team is currently comprised of the two founders, Clayton Weimer and Therese Swan. We worked successfully together at AT&T in 1993-1994 when the company was a major investor in mobile computing.  We have a shared dream to create an addictive user interface for the mobile professional.

Hing So has been acting as advisor. Mr. So has thirty plus years of outstanding accomplishments in technology/business innovation in telecommunication, information technology, computers and microprocessors.  He spent fifteen years as a senior executive (general manager level) at various AT&T business units and Bell Laboratories.

Clayton Weimer - Founder, CTO and temporary CEO

· 15 years Software Engineering - Client-server mobile computing, graphical design, user interfaces, and Obj Oriented development.

· 10 years Mobile and Hand-held Computing - User interface expert in hand-held computing. Defined operating environment for tablet computer for mobile field force.

· 15 years Product & Project Management - Creator and leader of teams and technical infrastructure.  Authored technical & marketing specifications and performed numerous presentations in the technical marketing community.

· 5 years Wireless Communication - Developed and defined wireless network solutions and marketing requirements.  Expertise in wireless LAN and data networks such as 802.11, Bluetooth, and 900 Mhz technologies.

· 10 years of unbridled passion and commitment to create an addictive user interface for the mobile computing user.

Recent experiences and successes:

· 1998-2000  Deskin Research Group.  Program Management, technical and marketing lead for wireless networking providers. Created market and program plan for MagicBubble, an Internet Appliance Networking solution. Developed and implemented dynamic channel allocation network layer for the Leo One wireless network, and created wireless environment simulator. Managed and developed Leo One network interface definition and program.

· 1995-1998  MobilePoint.  Chief architect and manager of engineering team that developed and successfully delivered the e-case, an electronic book and mobile Internet framework for field force workers. Started and grew engineering department including development, Q/A, and technical consulting and service organization.

· 1994-1995  Deskin Research Group.  Managed and supported entire implementation of McKesson Sales Force Automation System. Developed document/fax retrieval on mobile tablet. Project Manager for a large mobile client/server system for remote military communications.

Therese Swan - Founder, VP Business Development, temporary VP of Sales & Mktg

· 7 years Sales & Business Development - Outstanding track record in selling information technology products and services. This includes direct sales as well as developing sales channels and strategic business partners.

· 12 years Applications Development - Development experience on numerous operating systems including MVS, VM, Unix, MS-DOS, PenPoint as well as MVS systems programmer. Team leader and project manager for numerous sucessful projects including one which saved $13 million in its first 18 months of deployment.  Experience in business process redesign, systems analysis, human factors, and systems integration. 

· 8 years of waiting until all the technology pieces are finally in place to fulfill the dream of true mobile computing.

Recent experiences and sucesses:

· 2000 - Co-Founder Wanderbook.  Also, self employed high technology sales consultant.  Clients include Cap Gemini Ernst & Young High Growth Market and Magic Bubble (wireless home networking technology).  

· 1999-2000 Launched sales of new web based software product.  Initiated executive relationships with FileNET which later purchased the entire product line for $20 million.

· 1994-1999 Sales Executive for AT&T Bell Labs and AT&T Business Svcs.  In 1994, revenue was 200% of quota.  In 1995, revenue was 300% of quota.  In 1997, revenue was number one in the country out of 53 sales execs and represented 80% of Western Region total in a universe of 14 sales professionals.

· 1993-Managed a professional services group in AT&T of over 30 employees.  Doubled revenue from 1992 to $2.6 million while managing to lower expenses. Created a Mobile Computing Solutions initiative with customers including TCI and PG&E.

Market Summary

Target Market.  Our market consists of all mobile professionals.  Mobile Professionals are defined as individuals over the age of 17 who are employed full time in a professional occupation, and who currently spend 20% or more of their total working time away from their desk or primary work environment.   This includes insurance claims adjusters, sales professionals, hospital staff, truck drivers, and many executives.  

We intend to attack the market in stages. 
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Our first sub-market is to specific subset of the sales professionals, that is, the residential real estate agent.  Real Estate agents are just now coming on board with technology.  Studies show that 70% of real estate agents own a lap top but only 20% use them.  This is partly because the lap to is not geared toward face-to-face interacting.  Using Wanderbook, a real estate agent will be able to access the MLS (Multiple Listing Service) anywhere.  If a customer does not like the current selection of house, the agent enters alternative criteria into the system, pulls down the specs and photograph of alternative homes, and suggests to her customer other alternatives.  Rather than having to go back to the office, the office is now in her hands.  If the buyer wants to make an offer, the agent completes the necessary forms with the buyer, right there on the spot.  

According to the Bureau of Labor Statistics, there are approximately 450,000 residential real estate agents in the U.S.   Our goal is to expand to from real estate agents to all sales professionals.  We will then expand to all mobile professionals and capture 80% of this market.  In later stages, we will consider expanding to the consumer market.

Most of our expansion into sub-markets will take place via ASP’s geared toward the mobile worker as an end user.  Examples of these include salesforce.com, ondemandinc.com, etc.  

Broader Market.  CIBC World Markets estimates that the total addressable market for M-Commerce (mobile e-commerce) will grow from about $2 billion in 2000 to $38 billion by 2003 and to over $140 billion by 2005.  GartnerGroup estimates that there will be 1 billion wireless users by 2005.  This is compared to 300 million mobile phones in the world today.  Yankee Group estimates that the market for Internet information accessed over devices is expected to grow from $1.8 billion in 2000 to $13.2 billion by 2003.

The primary personal computing devices currently in use today include desktops, notebooks, tablet devices, PDA's, and smart phones.  There is already a convergence underway to create SFF (small form factor) devices that combine voice and data and hence eliminate the need to carry both a cell phone and a PDA.  

ResearchPortal states that there are currently 376 million computing devices worldwide.  Desktops currently account for 70% of this total.  Notebooks account for 13%.  The remainder includes PDA's, smart phones, etc.  Today, only a small fraction (less than .2% of these devices) are capable of true mobile computing including full wireless internet access and a design that facilitates simultaneous "walking, talking & computing".  These include todays tablet computers and web pads.

Wireless data rates of 128Kbps are already available in some urban areas.  Over the next couple of years, speeds up to 2Mbps will be a reality.  As these higher speed wireless data rates continue to expand, we predict that a convergence will also take place in the larger form factor devices.  In short, mobile tablet computers and web pads will take market share from the desktop and notebook computers.  Both business users and consumers will begin to demand simultaneous "full mobility" and "full computing". 

Today, there are approximately .5 million of these devices.  We predict this to grow to $6.4 million by 2007 and exponentially after that.  We plan to dominate this market and capture 80% of it.

Our competitive advantage is: (1) most importantly, our compelling user interface and associated intellectual property;  (2) early to market compared to competition; (3) our combined experience in mobile technology.

Early sales strategy will require joint distribution through partner application service providers (ASP’s).  Wanderbook Corporation plans to add a direct sales distribution strategy in its 3rd year.
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Competitive Analysis

Wanderbook consists of a tablet sized device bundled with our wireless web browser and high speed wireless connectivity.  Wanderbook will be positioned between the laptop and Wireless Internet phone space, filling a gap where paper solutions currently dominate.  Competition will be tablet computers, web pads and other information appliances that provide full multimedia web. Indirect competition include Palm/PDAs, smart cell phones and paper.  Our value added is our intellectual property.


Desktop and notebook computers, while fully functional, lack true mobility.  The Lap Top is marketed as a mobile computer, but does not support face-to-face business processes.  PDA’s and Web Phones while very mobile, lack functionality and richness.  Form factors are too small for real business applications and the user interfaces are cumbersome.  Wanderbook fills the gap between these devices and also replaces paper.

The PDA and Web Phone are currently undergoing a convergence.  We believe that in a couple of years, you will see a mobile worker with the converged device in the pocket or purse, and carrying a Wanderbook instead of a portfolio.

Players in the tablet and web pad space include Frontpath, NSC, Fujitsu, Hitachi, S3, Mitsubishi, Sony and a few smaller players. FreePad by Screen Media AS has recently come out as a Web Pad but geared toward consumers.  Though some will be competitors, at least one vendor may be business partners.  In later years, we may license our software platform to all the remaining vendors in this space.

The most popular software platform for full web browsing on a pen computer is MS Windows Explorer using Windows Pen Services.  An example of this implementation is on the Fujitsu Stylistic.  Windows for the pen was designed by trying to force fit a keyboard and mouse paradigm on a mobile device.  This is just too awkward and too cumbersome.  We consider this platform to be our primary competitor.  The Wanderbook user experience is far superior to this.  As technology migrates more and more to the web and to the multitude of internet appliances being created, Microsoft will not be able to dominate the market as it has done in the past.  

Other key software components are CIC’s software for handwriting recognition and signature capture.  Equill is a startup also in this space for note taking.

Financial Projections

Wanderbook Corporation will be a billion dollar company by 2006.  We will begin making a profit in our 20th month of operation.  We are seeking $3 million in funding.
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	2005

	 
	
	
	
	
	

	# Units Sold
	0
	5,000
	30,000
	120,000
	500,000

	# Employees
	12
	20
	50
	200
	850

	
	
	
	
	
	

	Expense (in millions)
	$2.1
	$9.5
	$38.9
	$142.0
	$605.0

	Revenue (in millions)
	$0.0
	$7.5
	$45.0
	$180.0
	$750.0

	Net Income (in millions)
	-$2.1
	-$2.0
	$6.2
	$38.0
	$145.0
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Sheet1

						2000		2001		2002		2003		2005		2005

				Units				0		3,500		20,000		70,000		340,000

				Staff		2		12		20		50		200		850

				Reveue (in millions)		$0.0		$0.0		$5.0		$30.0		$100.0		$500.0

				Net Income (in millions)		-$0.0		-$2.1		-$2.6		$0.9		$6.0		$45.0

				Old  Expense				$2.1		$7.6		$29.1		$94.0		$455.0

				Expense				$2.10		$7.60		$29.10		$94.00		$455.00

				Net Income (revised)				$0.00		$2.90		$22.40		$70.90		$406.00

				COGS						75%		65%		60%		60%

				COGS in millions				$0		$3,750,000		$19,500,000		$60,000,000		$300,000,000

				Staff costs				$1,800,000		$3,000,000		$7,500,000		$30,000,000		$127,500,000

				COGS plus Staff				$1,800,000		$6,750,000		$27,000,000		$90,000,000		$427,500,000

				Expense				$2,100,000		$7,600,000		$29,100,000		$94,000,000		$455,000,000

				Other expense				$300,000		$850,000		$2,100,000		$4,000,000		$27,500,000

										5,250,000		30,000,000		105,000,000		510,000,000

										5,000,000		30,000,000		100,000,000		500,000,000

						2000		2001		2002		2003		2005		2005

				# Units				0		5,000		30,000		120,000		500,000		6,400,000		6,400,000

				COGS				$0		$5,625,000		$29,250,000		$108,000,000		$450,000,000		5,120,000		5,120,000

				# Employees				12		20		50		200		850

				Staff				$1,800,000		$3,000,000		$7,500,000		$30,000,000		$127,500,000

				Misc Exp				$300,000		$850,000		$2,100,000		$4,000,000		$27,500,000

				Expense				$2,100,000		$9,475,000		$38,850,000		$142,000,000		$605,000,000

				Revenue				$0		$7,500,000		$45,000,000		$180,000,000		$750,000,000

				Net Income				-$2,100,000		-$1,975,000		$6,150,000		$38,000,000		$145,000,000

				In $Millions

						2000		2001		2002		2003		2005		2005

				# Units Sold				0		5,000		30,000		120,000		500,000

				# Employees				12		20		50		200		850

				COGS				$0.0		$5.6		$29.3		$108.0		$450.0

				Staff				$1.8		$3.0		$7.5		$30.0		$127.5

				Misc Exp				$0.3		$0.9		$2.1		$4.0		$27.5

								$2.1		$9.5		$38.9		$142.0		$605.0

								$0.0		$7.5		$45.0		$180.0		$750.0

								-$2.1		-$2.0		$6.2		$38.0		$145.0
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