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Agenda 

8:30 – 9:15  Registration (Coffee & Pastries) & Introductory Remarks	

9:15 – 11:00  Presenting Companies	
	 	 - MovoCash 
  - Dodo OmniData 
  - Fuelmatics 
  - Sundown AI 
  - 3DBiopsy 
  - Valisure LLC 
  - VoiceAcuity 
  - Rhombus Energy Solutions 
 	
11:00 – 11:30  Company Breakouts & Networking	

11:30 – 1:00  Presenting Companies	
	 	 - I-V Access Technology 
  - SuperCritical Technologies 
  - XTI Aircraft Company 
  - Vyrl 
  - ComFreight 
  - ENTvantage Diagnostics 
  - ProMIS™ Neurosciences, Inc.	

1:00 – 1:30  Company Breakouts & Networking	

1:30  Luncheon	

1:45 – 2:00  Sponsor Address: Prairie Salt Resources	
	 	 Derek Gradwell | Managing Member, Prairie Salt Resources 

2:00 – 2:45  Panel: Alternative Assets	
	 	 Greg Fink | Capital Markets & Investor Relations, Champion Real Estate 
  Benjamin Jacobson, III | Co-Founder & Managing Director , Integrous Capital Partners 
  Dennis Murchison | Trustee, Murchsion Trust 
  Michael Schulman | Managing Director, Hollencrest Capital Management	

2:45 – 3:15  Investor & Company Networking



Speakers 

Panel 
Alternative Assets 

Greg Fink	
Capital Markets & Investor Relations | Champion Real Estate	

Founded in 1987, Champion Real Estate Company (“Champion”) is the main operating business within the 
Champion family office. The company specializes in value-add real estate investment and development in 
urban infill areas. Champion has expertise in multifamily, retail, office, mixed-use, adaptive re-use of industrial 
buildings and historic renovations. To date, Champion has completed projects valued in excess of $1 billion. 
Since 1995, Champion has achieved an average annual yield on investor equity in excess of 20% on its 
projects. Champion invests on its own account and in partnership with select high net worth individuals, 
family offices and institutions. 
  
Greg Fink heads Champion’s equity capital markets and investor relations activities, and he has been with the 
Company since 2015. Prior to his current position Greg held positions at Moss Adams Capital, IHP Capital 
Partners and Credit Suisse First Boston. Greg holds a Bachelor of Arts in Economics and Art History from 
Stanford University and an MBA from The Anderson School at UCLA. Greg is an active participant with 
Stanford Professionals in Real Estate, UCLA Real Estate Alumni Group and the Urban Land Institute (ULI). 

Benjamin Jacobson, III	
Co-Founder & Managing Director | Integrous Capital Partners	

Mr. Jacobson is the Co-Founder and Managing Director of Integrous Capital Partners, LLC, a company focused 
on investing in Exploration and Production (E&P) companies targeting acquisition and development of highly 
profitable domestic oil fields. Integrous was formed to capitalize on cyclical commodity pricing by acquiring 
distressed and proven producing oil assets while creating value through improved operational and financial 
efficiencies. Prior to forming Integrous, Ben spent time working as a consultant and capital advisor to a high 
growth oil and gas service company focusing on financial structuring and creating an exit strategy. He 
identified a Private Equity buyer for his client and secured a purchase offer for $27 mm in 2014. 

Previously Ben spent years as an alternative investment manager for a long-short fund to funds as well as co-
founding a non-correlated hedge fund based on derivative quantitative modeling where he was Chief 
Investment Officer. Starting his career, Ben spent over 10 years as a Specialist and a Member of the New York 
Stock exchange as a partner of Benjamin Jacobson & Sons and subsequently 6 years as Vice President of 
Goldman Sachs after Goldman’s purchase of his family firm in 2001. He directed the trading operations and 
risk management activities while serving a clientele of major global corporations. Ben holds a Bachelor of Arts 
degree in communications from the University of Denver. He resides in Austin, Texas with his wife and three 
children where he serves on the staff of his church as well as numerous charitable organizations. 

Dennis Murchison 
Trustee | Murchsion Trust	

Dennis Murchison oversees The Murchison Trust which is a multi-generational, private single family office that 
invests into a broad spectrum of assets. The Trust’s alternative investment portfolio is focused on two asset 
classes, income producing real estate and private equity opportunities. The alternative investment strategy is 
based on direct investments that generate current cash flow and have a potential to appreciate over time.  



The Trust has formed minority relationships with MezzCap Partners and Private Placement Exchange which 
gives us the flexibility to invest either as the sole investor or as part of a syndication alongside other family 
offices. In addition to its investment activities, the Murchison Trust has an active philanthropy program 
supporting nonprofit organizations in the community. 

Michael Schulman 
Managing Director & Senior Portfolio Manager | Hollencrest Capital Management	

Michael Schulman is the Managing Director and Senior Portfolio Manager of Hollencrest Capital Management, 
a boutique asset/wealth management firm in Newport Beach with $2 billion under management and 
advisory. Michael has over 15 years of professional investment experience, a CFA designation, an MBA from 
the MIT Sloan School of Management, and a BA in Economics from UC Berkeley. Michael focuses on the 
development of Hollencrest's global investment outlook, asset allocations, research, investment selection, 
trading, and alternative strategies. He has broad experience in fundamental and quantitative analysis, has 
consulted for multiple organizations domestically and abroad, sits on fund advisory boards, and has 
presented at forums locally and internationally. 

Michael previously was a Portfolio Manager at Pacific Income Advisors, a Manager in the strategy group at 
Accenture, and a Vice President, CDO/Quantitative Analysis Specialist at Deutsche Bank. Within the 
community, Michael was President of the CFA Society of Orange County. Follow him on Twitter 
@Hollencrest_com or on LinkedIn at www.linkedin.com/in/rbtrage . 



Sponsor 

Prairie Salt Resources 
Managing Member: Derek Gradwell 
Managing Member: Benjamin Jacobson, III 
Managing Member: Cody Lee 
derek@prairiesalt.com  
prairiesalt.com 

Prairie Salt Resources (PSR), headquartered in Austin, Texas, is an oil and gas E&P company owning certain 
assets in the Williston Basin (Montana).  PSR management team currently operates other properties in the 
area and controls ~42,000 optioned acres in its targeted conventional play with other stacked pay zones, 
including the Bakken, providing upside for future development in an improved commodity price environment. 
PSR is raising $6 mm with $2-3 mm on deposit or in firm commitments from friends and family. The Company 
has lead investor family office focused almost exclusively on oil and gas who hired and received a go answer 
from their own third party geologist on due diligence. Our project focus will be to execute on new leases at a 
significant discount to market. The lease execution will be followed by development of initial conventional 
wells targeting a fully burdened break-even cost of $26.50 per barrel. Upon production, the cash flows from 
wells and field production in the area will provide value creation by delineating a new development runway 
that will demand a multiple on the initial investment. Given management’s significant public and private 
market expertise in the resource space, multiple exit options will exist as production ramps. 

PSR’s team has spent the past two years vetting numerous E&P prospects in search of this opportunity to 
provides a compelling risk to reward ratio and allow us to take advantage of the current down pricing cycle 
considering acquisition timing, finding and development cost and future exit upside. While many of our peers 
are looking to shale plays that are less economic at current prices, PSRs multiple lease targets under optioned 
acreage fit a low-price tolerance model and are scientifically compelling locations. The outlined investment 
opportunity will fund the creation of the leases plus drilling and completion of initial wells in the project as 
well as team required for execution. Additionally, drilling the later project wells out of cash flows provides a 
compounding effect and leverage to investors in the corporate structure rather than limiting them to a project 
basis. 

Tremendous scientific data is in place based on original Bakken targets that is atypical for lower cost 
conventional plays. PSR’s expert geological and scientific team, each having over 35 years over industry 
experience, has modeled development including aero-magnetic and seismic data and analog wells have Initial 
Production rates as high as 500+ BOPD with average single well EURs over 500,000 BO providing for excellent 
IRRs and quick payouts. Full Cycle production models show ~7.5X to project investing members and ~5X on a 
3-year projected exit. Of the 53 target formation wells drilled in the area only 7 wells or ~14% were dry holes 
all of which were drilled 18+ years ago, (modeling accounts for this ratio). With our investors, we have 
structured PSR to deliver a favorable experience to all partners. Leveraging our significant technical package 
and a large land base we will be drilling initial best targets to delineate all formations while having significant 
upside through multiple pay zones as oil moves higher. Unlike typical oil industry projects where 
management is carried from inception, we will back in after payout with a preferred return structure for 
investors so that principal plus an 8% preferred is paid out before management earns their interest. Tax 
benefits to Members also exist and may include Intangible Drilling Costs (IDCs), Depreciation and Depletion 
Allowances. 

* Information contained in the above summary is provided by the presenting sponsor. The presenting sponsor, and not Landmark Angels, Inc., is solely responsible for its content.



Presenting Companies 

3DBiopsy 
Founder & CEO: Nelson Stone, MD 
Chairman of the Board: Brad Buscher 
Board Member: David Dalvey 
nstone@3dbiopsy.com 
3dbiopsy.com 

After founding two successful prostate cancer businesses, 3DBiopsy’s founder has again addressed an 
enormous unmet need in the prostate cancer industry and is developing an innovative and effective 3D 
mapping biopsy platform. This new technology is being designed to provide the detailed mapping necessary 
to better diagnose and ultimately enable better treatment of many cancers with focal therapy. 3DBiopsy, Inc., 
headquartered in Aurora, CO, was founded by an experienced team of world renowned Cancer Pathologists, 
Interventional Radiologists and Urologists to “develop a better standard of care” for assessing and 
subsequently treating prostate cancer. The 3DBiopsy prostate cancer assessment platform is being designed 
to identify precise tumor location, stage and grade down to 2.5 mm sized tumors and then generate a 3-
dimensional computer model to help the physician develop the best possible therapy options for each 
patient. 

The company’s proprietary and patented technology platform is being designed to: (1) achieve improvements 
in biopsy accuracy, (2) reduce the need for radical surgery or radiation, (3) help the physician to determine 
and plan the most effective follow-up treatment and (4) lower costs for the healthcare industry. The 
company’s system has the potential to completely replace the present Trans Rectal Ultrasonography (TRUS) 
biopsy methodology used in over 3.5 million biopsy procedures representing an addressable market of over 
$700 million worldwide. A key component of the company’s proprietary system is a unique biopsy needle with 
patented “ridges” to hold and protect the sample’s integrity. The “Variable” Actuator is the first being designed 
to allow the precise sample lengths required by the 3DBiopsy Software or ultrasound and can be adjusted to 
the specific lengths of each area of the prostate to be biopsied, which results in a much longer reach and 
capability to collect up to three times more tissue than the present needles used today giving the company an 
immediate market appeal to the physicians performing the 3.5 million procedures annually. The integrated 
pathology system completes the company’s technology, with an individually numbered specimen “carrier” 
designed to be matched by the Software to their specific sample at the time of biopsy to potentially reduce 
common mislabeling errors. The Needle and Actuator have been developed to replace the current device 
used in the physician’s office and the entire 3DBiopsy System is being designed to be a minimally invasive OR 
or ambulatory surgical procedure to yield precise localization of every significant cancer in the prostate. 

The company is pursuing FDA clearance via the 510(k) pathway with submission planned for Q3 2017 and 
clearance in Q4 2017. Commercial launch is planned for 2018. The company has a strong management team 
with 50+ years of medical device experience including 3DBiopsy founder and CEO Dr. Nelson Stone who 
previously founded and ultimately sold the 3D brachytherapy company PROSEED to C.R.Bard for $84 million 
and founded ProLogics a radiation oncology brachytherapy business which was sold to Integrated Oncology 
Network in 2011.  

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



ComFreight 
Co-Founder & CEO: Steve Kochan 
steve@comfreight.com 
comfreight.com 

ComFreight is a digital freight “Marketplace” and payment advance platform based in Long Beach, California. 
ComFreight extends beyond just matching shipments with available carrier space – which is where most 
traditional load boards and (“Uber for Trucking”) broker-apps leave off. ComFreight fully automates the 
payment advance, billing and collections process for shippers, carriers, and brokers. The company’s 
application and API focus on eliminating the painfully-manual work for: finding loads to grow trucking 
business and, most importantly, automating the billing and collections process, whereby carriers and brokers 
can receive advanced payments directly into their bank accounts for shippers’ loads they’ve been matched 
with to haul. 

ComFreight’s competition consists of traditional factoring companies and load board services. Currently, the 
largest and most advanced load boards do not offer integrated invoice processing or advanced payment 
services to carriers and brokers, nor do they extend 30-day credit terms to pre-qualified shippers. Their 
services are limited to matching brokers with available carriers. Newer broker-app startups only allow for their 
carriers-users to be paid on hauled loads for their direct customers, which significantly limits their factoring 
potential. ComFreight has a much larger volume of load options for which payment advances can be offered 
on any pre-qualified creditworthy broker or shipper with whom a trucking company transacts business – 
regardless of whether it comes from the ComFreight Marketplace or any other source. 

The company’s uniquely-positioned payment advance API allows for seamless integration with other logistics 
and / or supply chain apps. Its API also provides their users with the capability to request instant payment 
advances for freight invoices. ComFreight is the first in its industry to provide this. Traditional invoice factoring 
for trucking and logistics is predominantly done by phone, fax, and email. This is a $100 Billion+ per year 
market (conservatively in spot-market trucking alone). In the very near future, ComFreight’s API will become 
available to third-party companies, which will enable them to build their own apps around the comapny’s 
payment advance system (horizontal integration strategy). 

ComFreight is strategically leveraging its ability to integrate with other third-party transportation management 
applications as an efficient means to gain market share. The company has gained traction in its pre-credit-
qualified pipeline for invoice factoring (currently an $8 Million+ opportunity) and have revolving lines of credit 
in place from which to fund it. ComFreight has earned brand-name recognition and has established a 
foundation to scale its future business growth. The company’s two co-founders have 36-years of combined 
experience in the logistics, financial services, and digital marketing industries. ComFreight’s 5-year strategic 
plan positions the company for several profitable exit strategies including, among others, an initial public 
offering and / or third-party acquisition. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Dodo OmniData 
Chairman & CEO: James Linton 
jim.linton@dodoomnidata.com 
dodoomnidata.com	

Dodo OmniData was established in 2016 to develop the world’s first commercially-feasible, DNA-based data 
storage solution. The Company has created a proprietary approach that overcomes the cost, speed and 
efficiency limitations of approaches of current long-term data storage solutions. By combining DNA polymer 
synthesis technology, electronic nano-switches, and semiconductor fabrication technologies, Dodo OmniData 
is developing a highly-parallel format that has the potential to store more than 1 petabyte, the equivalent of 
1,000 1TB hard drives, in the size of a sugar cube. 

Overall, the markets for long-term data storage are very large, unmet and growing. In 2014, the overall long-
term data storage market was projected to grow at 3-5% and was primarily addressed by LTO magnetic tape 
market (est. $520-700 million/yr.) and a fraction of the global enterprise hard drive market ($8B in total with 
~$0.8B addressing long-term archiving). Therefore, the company estimates that the immediately addressable 
long-term data storage market for Dodo technology is in the range of $1-1.5 billion annually, growing at >3-5% 
per year. Dodo’s DNA technology has the potential to offer: 

- >100x increased data storage capacity @ 1/100th volume 
- Data durability with potential to exceed 100+ years 
- Dramatic potential reduction in cost/GB for long-term storage 

The Company plans to monetize the value of its technology through licensing or acquisition relationships with 
market leaders such as Microsoft, Google, Seagate, Micron Technology, Facebook, Oracle and Western Digital. 
Through such relationships partners will access rights to the core technology in exchange for market 
segment-specific licensing terms that will provide Dodo with Licensing fees, co-development funding, 
milestone fees and royalties. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Entvantage Diagnostics 
President & CEO: Joe Skraba 
Assay Development Director: Oriana Hawkins, PhD 
jskraba@entv-dx.com  
entv-dx.com 

ENTvantage Diagnostics, based in Austin, TX, is a development stage in-vitro diagnostics company that 
provides Primary Care Physicians and Otolaryngologists with timely information on the cause of ear, nose and 
throat illnesses with rapid, in-office diagnostic tests. The company’s first product is a first-of-its-kind 
diagnostic kit that can definitively diagnose bacterial sinusitis and differentiate it from the more common viral 
sinusitis. Today, 80% of sinusitis patients receive antibiotics, when fewer than 10% need them.  

There are 29 million patients diagnosed with sinusitis in the U.S. and 44 million in Western EU annually, which 
at $30 per kit, makes the estimated market opportunity for this first product at over $2 billion annually. The 
FDA Class II diagnostic kit will allow clinicians to easily perform a rapid, in-office assay to determine if a patient 
is positive for bacterial pathogens commonly associated with bacterial sinusitis. This information will allow 
clinicians to reduce unnecessary antibiotic prescriptions, increase revenue to the clinic using established CPT 
reimbursement codes and reduce standard-of-care sinusitis treatment costs. The company has two issued 
patents in the U.S. and notifications of allowance in Europe, Japan and Australia that protect specific 
diagnostic markers and specimen processing methods.  

Medicare reimbursement codes exist that currently pay approximately $47 for the three pathogens in the 
Entvantage product, with private insurance paying approximately $55 per test. ENTvantage plans to sell its 
diagnostic kit to the primary care and ENT physician clinics and would provide the clinic an approximate $25 
per test profit for using the diagnostic kit. Gross margin estimates exceed 80% at modest production volumes 
and an independent economic analysis reveals that the use of the Entvantage diagnostic kit will reduce 
standard-of-care sinusitis treatment costs from $402 to $124.  

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Fuelmatics 
CEO: Sten Corfitsen 
President: John Reyhani 
sten.corfitsen@fuelmatics.com | john.reyhani@fuelmatics.com  
fuelmatics.com 

Fuelmatics Corp. introduces completely automatic refuelling for American drivers. The company owns the 
exclusive rights to all American markets for the Fuelmatics system, which offers a unique solution for 
completely automatic refuelling of cars. The concept has the potential to revolutionize and disrupt the fuel 
retail business as it provides a completely new way to sell fuel. 

Select the automatic lane, enter “Fuel” on you smartphone app and see how the system fills your tank without 
you having to step out. Fuelmatics Corp. is an independent company working in close collaboration with 
Fuelmatics AB in Sweden, who has developed the system and who can supply finished products. A second 
application is available for automatic refuelling of new cars in production lines. The Swedish company has 
installed a system at a VW plant in Portugal. 

In today’s world, when all car manufacturers are working on autonomous cars, it is time to think about what 
impact that will have in other businesses. Who will fill the tank if the car is autonomous ? 

Every year more than 50 billion (50,000,000,000) refuelings are made. Since the beginning of motoring, this 
same manual process has been a necessity, connected with a number of nuisances. It takes time, it is often a 
dirty operation and for many elderly it is difficult to step out and in to handle the refueling. There will always 
be fuel spill on the ground and, while pumping, the main components of the vapor are forced right into the 
face of the operator. Fuelmatics will make refuelling faster, cleaner and nicer. It offers refuelling in a closed 
loop, with no spill and no vapor. 

The Fuelmatics Corp. launch will be made at the Airport Plaza at JFK, a prestigious service station which will 
provide a tremendous exposure and great media attention. The launch plan will also include a first installation 
in California, as well as one in Florida, where the organization will be expanded. The company has IPO 
ambitions. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



I-V Access Technology 
CEO: Jim Hale 
President: Brian Miller 
jim.hale@ivatinc.com 
ivatinc.com 

I-V Access Technology, Inc. (IVAT), headquartered in San Luis Obispo, California, is a venture capital backed 
medical device company, which has developed the novel and reliable VENAGLIDE™, the next generation short 
peripheral intravenous catheter. Short, peripheral intravenous catheters (SPCs) are one of the most 
commonly used medical devices; over 400 million are sold each year in United States alone. In fact, they are 
the most frequently used invasive devices in acute care settings: 60% to 90% of hospitalized patients require 
an IV catheter during their hospital stay. Still, a June 2015 Journal of Infusion Nursing called them an “accepted 
but unacceptable device” as designed now because the overall failure rate lies between 35% - 50%.” Plus it 
takes on overage 2-5 attempts to successfully insert and place one into a patient. The design flaws of these 
devices result in insertion and dwell failures and numerous needle sticks to access the vein, which can lead to 
infections, and/or hematoma phlebitis and infiltration. Yet, the basic design of these devices has not changed 
in 20+ years. The VENAGLIDE™, enables reliable and safe first time insertion of a peripheral intravenous 
catheter by caregivers, thereby addressing the major clinical problems of catheterization today. The 
VENAGLIDE™ incorporates patented features that will provide performance, safety and ultimately cost 
advantages over all existing SPCs on the market. 

The U.S market for short peripheral intravenous catheters was valued at $560M in 2015, and is expected to 
grow at 5.8% from 2016-2019. The rise in obesity, co-morbidities and aging baby boomer population will 
contribute to an increased need for vascular access devices and infusion therapy in U.S. Often overlooked, 
peripheral IV catheter failure is costly to the individual patient as well. Unfortunately, those patient-
perspective costs have largely gone unstudied and un-emphasized until now. The changes in healthcare 
reimbursement by CMS, which takes into account patient satisfaction and clinical outcomes, will mean such 
patient outcomes economically impact healthcare facilities. 

IVAT has completed product design and development for all catheter sizes of its VENAGLIDE™ and is preparing 
for FDA 510(k) submission as a class II device in June. The company expects to receive regulatory clearance for 
its line of VENAGLIDE™ catheters in United States and Europe in Q4, 2017. The management team and 
medical advisory staff have spent their careers either in peripheral intravenous access sales and marketing, in 
trauma and E.R. nursing environments, or practicing medicine. As experts in this field and industry they 
believe the VENAGLIDE™ will become the new standard of care for short peripheral venous access in the 
United States and Europe. 

Notes:	

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



MovoCash 
Founder & CEO: Eric Solis 
eric@movo.cash 
movo.cash 

MovoCash, Inc. is a Tech Coast Angels funded fin-tech company located in Palo Alto, CA. MOVO combines a 
free mobile bank account, peer-to-peer (P2P) money transfer, and mobile payments to deliver a P2P2P™ 
(Peer-2-Peer-2-Purchase) solution for the 44 million strong Underbanked Millennial consumer market. The 
MOVO application leverages proprietary robotic payments technology to create on demand issuance of digital 
prepaid cards.   The company’s back-end processing platform is fully integrated with the VISA payment 
network. With MOVO, users send money to friends and family directly from a mobile device to any recipient 
(banked or Underbanked), who can immediately redeem the value to pay bills or make retail purchases 
because the funds settle immediately. MOVO’s one-of-a-kind digital cash equivalent, MovoCoin, stored 
monetary value is available to end-users directly on their mobile devices in the form of a virtual VISA card that 
can be spent in-store/online using NFC enabled technology such as Apple Pay and Android Pay. By giving 
consumers direct access to issuing bank technology, MOVO is able to disrupt existing P2P and plastic card 
issuing businesses by disintermediating layers of cost and latency found in the distribution and fulfillment 
processes of these services, while increasing the consumer's ability to access their money in real-time. 

Market Opportunity with Underbanked Millennials: The emergence of mobile is changing the way Millennials 
bank, send money, and transact at the point-of-sale. To date, emerging banking and payment products have 
been exclusively designed for and offered to banked consumers by traditional banks. With 55% of the eighty 
million Millennial population falling into the Underbanked category (i.e. consumers with limited or no access 
to traditional banking services), this represents 44 million young American adults who are mobile and highly 
dependent on their devices to manage their lives. Thus, there is a substantial market opportunity for a mobile 
banking and payment solution to deliver valuable day-to-day money services to this consumer group as they 
currently represent a combined $1.0 trillion in annual purchasing power (see the chart below). Subsequently, 
when applying MOVO’s interchange-funded revenue model to this combined annual purchasing power, a 
$12.5 billion revenue opportunity emerges (see business model section). 

Business Model – Unit Economics: The emergence of mobile is changing the way Millennials bank, send 
money, and transact at the point-of-sale. To date, emerging banking and payment products have been 
exclusively designed for and offered to banked consumers by traditional banks. With 55% of the eighty million 
Millennial population falling into the Underbanked category (i.e. consumers with limited or no access to 
traditional banking services), this represents 44 million young American adults who are mobile and highly 
dependent on their devices to manage their lives. Thus, there is a substantial market opportunity for a mobile 
banking and payment solution to deliver valuable day-to-day money services to this consumer group as they 
currently represent a combined $1.0 trillion in annual purchasing power (see the chart below). Subsequently, 
when applying MOVO’s interchange-funded revenue model to this combined annual purchasing power, a 
$12.5 billion revenue opportunity emerges. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



ProMIS™ Neurosciences 
President & CEO: Elliot Goldstein, MD 
elliot.goldstein@promisneurosciences.com 
promisneurosciences.com 

ProMIS Neurosciences, is a TSX listed Company (PMN.TO) headquartered in Toronto, Ontario. The mission of 
ProMIS Neurosciences is to discover and develop precision medicine therapeutics for best in class treatment 
of neurodegenerative diseases, in particular Alzheimer’s disease (AD) and ALS.  

ProMIS Neurosciences’ proprietary target discovery engine is based on the use of two, complementary 
techniques. The Company applies its thermodynamic, computational discovery platforms—ProMIS™ and 
Collective Coordinates — to predict novel targets known as Disease Specific Epitopes (DSEs) on the molecular 
surface of misfolded proteins. Using this unique "precision medicine" approach, ProMIS Neurosciences is 
developing novel antibody therapeutics and specific companion diagnostics for Alzheimer’s disease and ALS. 
ProMIS has identified five target sites (epitopes) on toxic, misfolded strains of  amyloid beta, a known root 
cause of Alzheimer’s, and has created five antibodies specifically addressing these targets (without targeting 
amyloid beta monomer or plaque, known to be related to poor efficacy and side effects, respectively). ProMIS’ 
lead antibody product is in late preclinical development, with IND submission (clinical trial initiation) 
anticipated in late 2018.  

In 2013, direct medical and indirect costs for symptomatic AD treatment in the US were approximately $500 
Billion, expected to triple by 2030, making AD the greatest area of unmet medical need in a chronic disease. 
Large pharma companies have invested over $1BB in clinical trials targeting amyloid beta over the last 
decade. Significant scientific learnings have been derived from results of these trials, indicating that that best 
in class AD therapy should target specifically the toxic, misfolded strains of Amyloid beta and not the other 
forms. ProMIS’ AD program is specifically designed to achieve this goal. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Rhombus Energy Solutions 
President, CEO & Founder: Rick Sander 
Rick@RhombusEnergy.com 

Headquartered in San Diego, CA. Rhombus develops innovative, high-efficiency power conversion and energy 
management systems for energy storage, renewable energy, microgrid and test equipment applications. The 
company deploys the industry’s highest quality products for power conversion as well as contracted product 
development services. Rhombus is about to launch VectorStat®; a distributed, peer-to-peer energy 
management software platform that will be a game changer for microgrid applications.  
  
Rhombus uses proprietary architecture, firmware algorithms, and software “IoT” platform in solutions that 
manage the flow of electrical power in complex commercial & industrial energy systems. Its products cover a 
range of power and with various applications for microgrids, energy storage, and regenerative dynamic 
testing. Rhombus also develops custom or semi-customize products for large OEM’s. Rhombus’ products are 
differentiated by proven robust technology that integrates software and hardware into a complete packaged 
solution. Rhombus also has a high power manufacturing & testing facility in Dearborn, MI (acquisition) and a 
design center in Ahmedabad, India. Rhombus has been in operation just over 5 years and achieved 
profitability in 2016. The company has an impressive IP portfolio with 16 patents and over 30 trade secrets. Its 
backlog is growing and cash/equity is required to move its products through UL certifications and to complete 
an energy management software platform.  
  
Rhombus is already a highly respected company in advanced energy management; Rhombus is focused on 
continually improving how electrical energy is converted, transformed and managed in the energy 
infrastructure of the future. As renewable sources become more prevalent and the grid transforms to a 
distributed architecture, the need for smart, efficient, energy management solutions becomes imperative.  

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Sundown AI 
CEO: Fabio Cardenas  
CTO: Dan He 
fabio@sundown.ai 
sundown.ai 

Sundown AI, headquartered in Miami, Florida, builds Self-learning Artificial Intelligence applications that are 
powered by NLP, graph algorithms and machine learning. The company automates customer service and 
sales via existing business suites to lower labor costs. Sundown AI provides a solution to address the 
repetitive and costly customer service inquiries that companies receive from their customers. 

Chloe, the AI layer, provides answers to company employees so they can resolve cases/chats faster. 
Essentially, Sundown AI uses machine learning to graph out all the company’s customer interactions from 
chats, emails or phone calls. Once the company models that semantic graph, it can answer new tickets using 
NLP (natural language processing) to understand the customer’s request. Sundown AI uses graph algorithms 
to search the semantic graph and determine the right answer. Whenever there is a change in the process, 
Chloe uses machine learning to pick up the changes and automatically improves her corpus; she learns. Chloe 
is 10x more accurate, scalable, and smarter than the offering from competitors such as IBM Watson’s 
Conversation engine. 

Sundown AI’s, target market consists of B2C Spanish and English speaking companies with a high volume of 
customer service or sales inquiries; the company has established a product market fit. At the moment, 
Sundown AI is in partnership discussions with a few strategic partners to extend its offering across several 
verticals; it’s a great growth story. The company is looking for funding to scale and meet growth from existing 
clients/resellers. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



SuperCritical Technologies 
CEO: Craig Husa 
CTO: Chal Davidson 
chusa@supercritical.tech  
supercritical.tech  

Leveraging technology that’s been proven at U.S. National Labs by its founders, SuperCritical Technologies 
(SCT) significantly changes the economics on waste-to-energy. Small, highly efficient power plants fueled by 
waste heat, or by combusting biomass waste, generate profitable electricity and transform the way 
distributed power is built, deployed, and generated. SCT’s PowerCube is similar to a steam turbine; however, it 
replaces water and steam as the working fluid with supercritical carbon dioxide (sCO2) and it is 1/100th the 
size. SCT's patented 5MW sCO2 PowerCube provides:  

 • Small footprint, shipping container size - turbine wheel is about the size of a 6” salad plate  
 • Generates electricity at significantly less than retail rates (without any clean energy subsidies)  
 • Flexible heat source (fuel) options including biomass combustion, waste heat, bio-gases, solar  
 • No dependence on water for cooling  
 • Zero or reduced emissions  
  
By 2022, the target microgrid market is projected at $39 B globally. SCT’s go-to-market strategy is to focus on 
two primary market segments: a) waste heat from the exhaust of small to medium gas turbines, and b) 
combustion heat from biomass waste.  

 a. Gas Turbine Combined Cycle – Solar Turbines, a $5B subsidiary of Caterpillar, sells a 15MW Titan 
130 gas turbine which is transformed from 33-35% efficient to 45-48% when coupled with a 5MW 
sCO2 PowerCube. The PowerCube is driven by the exhaust heat of the Titan, thereby adding 33% 
more electricity for no additional fuel. The combined 20MW package typically costs less than the grid 
and will be sold by Solar Turbines under a commercial sales agreement with SCT. As the world’s 
largest manufacturer of industrial gas turbines (1 to 22 MW) with installations in over 100 countries, 
Solar Turbines has a robust sales pipeline. Today, approximately 100 Titan 130’s are sold annually and 
with the significantly improved economics, those and many more should be sold with a PowerCube 
attached. 

 b. Biomass Waste-to-Energy – High fuel transportation costs plus the requirement for millions of 
gallons of water for cooling towers kill the economics of traditional steam-driven biomass plants. At 
5MW’s with a small footprint and no requirement for water cooling, PowerCubes can be placed near 
the source of the biomass fuel. Utilities in 16 states are required to purchase the power generated by 
its 5MW biomass plants through small generator tariffs. With the ability to generate at 4.5¢ per kWh, 
hundreds of plants in the U.S. may be deployed very profitably.  

SCT is seeking funding to complete a Series B Preferred Stock offering. Strategic investors already committed 
to participate are Caterpillar Ventures and Constellation Technology Ventures (CTV). CTV does the venture 
investing for Exelon, a $35B utility.  

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



Valisure 
Founder & CEO: David Light 
david.light@valisure.com 
valisure.com 

Valisure is a start-up company founded in 2015 in New Haven, CT by a group of Yale and Harvard alumni with 
proven biotech industry success (recent exit: Ion Torrent $725M). Valisure developed a disruptive analytical 
technology that enables individuals to send pills to Valisure from anywhere in the world and within 24 hours 
of receipt, obtain clinical-grade analytical results on the authenticity and exact dosage of their medication or 
that of their children or parents. This business model focuses on the rapidly growing direct-to-consumer lab 
testing market which has seen a dramatic inflection point in the last few years ($17M market in 2011, $131M 
in 2015) and has been bolstered by the recent entry of major players like LabCorp and Quest Diagnostics. 
According to a Quest spokesman, “Market trends of healthcare continue to stress a need to be consumer-
focused.” 

Unlike the other 20+ companies that have quickly populated the direct-to-consumer lab testing space, 
Valisure's technology enables a proprietary set of tests that open up a new sector in this market: personalized 
medication analysis. In addition to the benefits to individuals, this service will create a first-of-its-kind, 
international database of precision drug quality that’s agnostic to the supply chain and crowdsourced directly 
from consumers. 

Valisure’s extensive market research conducted with its marketing partners and Google Consumer Analytics 
reveals that of the 166 million Americans who take prescription meds daily, 49% report noticeable fluctuations 
in their medication's efficacy and 47% of them actively want a service to analyze their meds (38M Americans) – 
though none currently exists. Supporting this, leading journals have published multiple reports documenting 
consumers’ and physicians’ deep concerns over the growing use of insurance-mandated generics and the 
detrimental effects of medication variability. Also, with the increasing mass media attention to the global 
problem of counterfeit drugs, consumers particularly in emerging markets express significant worries about 
receiving fake meds. Historically, dosage has been technologically much more difficult to measure 
economically than just detecting counterfeit; a challenge Valisure solved. Valisure’s technology is already 
working to the level of commercial viability (full ISO 17025 accreditation granted) and the company has begun 
its series A raise which will enable it to build out its commercialization infrastructure and launch multiple 
pilots to assess the most active audiences, the real cost of attracting a paying client and within 1 year create a 
$1M EBITDA business. At the start of year 2 management plans to complete a series B raise for full 
commercial launch with a target of growing to a $25M EBITDA business by the end of year 2 and entertaining 
exit opportunities with a 10X – 40X multiplier on series A investment.  

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



VoiceAcuity Corporation 
CEO & Founder: Rene Arvin  
CTO & Founder: Jeff Adams 
rene@voiceacuity.com 
voiceacuity.com 

VoiceAcuity combines state-of-the-art automated speech recognition (ASR), artificial intelligence (AI) and 
natural language processing (NLP) technologies into the industry’s first Unified Voice Technology platform 
designed to deliver high value solutions to a large and growing enterprise analytics and process automation 
OEM market. VoiceAcuity’s core voice technologies and IP include the following software engines: speech 
recognition; voice analytics; voice biometrics; text to speech; NLP search & indexing; and NLP dialog. Each of 
these voice and NLP solutions are available as software licenses or SaaS services and are highly competitive 
when compared to existing industry solutions. VoiceAcuity solutions are offered at prices well below current 
industry players.  

OEM vendors in the enterprise and contact center - the Workforce Optimization (WFO) and Workforce 
Management (WFM), Customer Experience Management (CEM / CXM), Customer Relationship Management 
(CRM), Big Data / Business Intelligence (BI) analytics, Fraud Prevention (FP) and Robotic Process Automation 
(RPA) markets - increasingly integrate multiple voice & NLP technologies from a myriad of technology vendors 
into their solutions. The integration of disparate technologies from multiple vendors creates significant 
integration and business complexities for these OEMs.  

VoiceAcuity’s Unified Voice Technology platform simplifies the OEM technology integration challenges by 
providing a common user interface, with uniform: APIs, KPIs, software tools and updates, support access, 
pricing model and business terms. The total addressable market (TAM) for VoiceAcuity solutions is projected 
to exceed $10.5B by 2021. The WFO, WFM, CXM, BI analytics, FP and RPA enterprise markets are growing 
rapidly and continue to experience very active M&A activity which is expected to continue for many years. 

As these market segment OEMs continue to adopt and acquire voice and NLP based technologies, VoiceAcuity 
and its investors are well positioned to have superior exit opportunities at attractive multiples within the next 
3 to 5 years. VoiceAcuity was co-founded by the R&D lead for Amazon’s Alexa/Echo and Nuance LVCSR speech 
recognition technologies; the visionary CEO of successful contact center and analytics technology companies 
including Nexidia, OnviSource, Intervoice, and Brite Voice Systems; and a highly experienced executive with a 
track record of quickly building enterprise technology companies, including: TranscribeMe, Xylan, Packeteer 
and Redline. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



VYRL 
CEO: Jason Goldberg 
COO: Cade Proulx 
Director of Brands: Chris Daszkiewicz 
jason@govyrl.io 
govyrl.io 

VYRL, headquartered in Irvine, CA,  is a virtual storefront where its 12,000+ influencers can gain access to new, 
cool, & trendy products in exchange for marketing them to their followers. 

Named “Influencer App of 2016” by the Internet Marketing Association, VYRL’s mobile product entered the 
market over the Summer of 2016 as a connectivity platform that allowed influencers and brands to swipe, 
match, communicate, and collaborate with one another and has since received a tremendous reaction with 
users in all 50 states and 120 countries around the world encompassing a 400M+ person consumer reach on 
social media. Since launch, VYRL’s users have interacted with the platform nearly 1.5M times, resulting in over 
20,000 collaborations around the world. To date, VYRL has made waves on social media with initiatives such 
as their #GoVYRL movement which has received over 100M impressions on Instagram with $0 spent on 
marketing.  

VYRL’s technology suite, participation in the Plug and Play Accelerator’s first ever Los Angeles Media & Mobile 
class (fellow members at seed stage include Google, Paypal, Lending Club, & Dropbox) paired with its all star 
team of engineers, marketing, sales, and business experts from companies such as Apple, LinkedIn, Google, 
Siemens, and BMW, give VYRL a significant advantage in the influencer marketing space. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.  



XTI Aircraft Company 
Founder and Chairman: David E. Brody 
dbrody@xtiaircraft.com  
xtiaircraft.com  

XTI Aircraft Company, headquartered near Denver, Colorado, is developing the world’s first vertical takeoff 
airplane – the TriFan 600. This six-seat fixed-wing airplane combines the speed, range and comfort of a 
business jet with the ability to take off and land like a helicopter. It will land and take off from any of the 5,000 
helipads in the U.S., any other paved surface, job sites, golf courses, and thousands of other locations around 
the world, as long as it’s safe and legal. It will provide door-to-door air transportation for up to 1,500 miles, at 
over 300 mph and 35,000 feet, in the luxury of a business jet, and will save each customer and user hundreds 
of hours a year in “total trip time” because they won’t have to travel on the ground to and from airports. The 
TriFan will revolutionize air travel forever.  
  
As three billion people are added to already crowded cities around the world, traffic congestion will continue 
to increase and the demand for personal air transit and more efficient air travel will continue to grow. Light 
and powerful turbine engines, carbon fiber materials, and computers now enable development of the TriFan 
600 vertical takeoff airplane. Technology has finally caught up with the 100-year-old idea of the vertical takeoff 
airplane. No company other than XTI is developing a commercial vertical takeoff airplane. In addition to an 
initial target market comprised of corporate execs/business jets – which numbers 60,000 globally -- the TriFan 
has significant potential in medevac and offshore oil and gas applications.  
  
XTI has a highly experienced world-class executive team. The company’s management has led the 
development, manufacturing and marketing of dozens of new aircraft over the past four decades. Also, an 
investment in XTI is further distinguished by offering an aircraft to the market that has truly unique 
performance capabilities – vertical takeoff and landing in a long-range luxury aircraft -- rather than an 
incremental improvement over existing aircraft.  
  
The company has spent millions of dollars as it continues the development of its first prototype, which the 
company plans to fly two years from being funded. XTI is tying each phase of financing to major milestones. 
When the prototype flies, the company expects a major positive impact on valuation and broad interest from 
potential strategic partners and additional investors. Proceeds from XTI’s Series B round for accredited 
investors will be applied to the prototype. XTI projects a very strong ROI for early stage investors and a $1.4 
billion company by the fifth year of commercial production. The company is already in discussions with global 
banks which are prepared to finance XTI’s Series C round ($125 million) once funds are raised for the 
prototype program. 

Notes: 

* Information contained in the above summary is provided by the presenting company. The presenting company, and not Landmark Angels, Inc., is solely responsible for its content.
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