WILEY (NGNS Deloitte.

Financing
Technology’s
Frontier

- Decision-Making Models for




rontier

Decision-Making Models
for Investors and Advisors

SECOND EDITION

GIFT OF THI ASIA FOUNDATION
NOT FOR RE-SALE

Riphgrd P.Shanley; CPA; MBA

KHONG DUOC BAN LAl

TRUCHS D1 024 6NC 4o1E0 1 )
TRUNG T&M THENS TIR THU VicH

07
UOSS?J

WILEY
John Wiley & Sons, Inc.



This book is printed on acid-free paper.
Copyright © 2004 by Deloitte & Touche LLP. All rights reserved.

Published by John Wiley & Sons, Inc., Hoboken, New Jersey
Published simultaneously in Canada

No part of this publication may be reproduced, stored in a re'trieval system, or
transmitted in any form or by any means, electronic, mechanical, photocopying,
recording, scanning, or otherwise, except as permitted under Scctif)n 107 or -108 of
the 1976 United States Copyright Act, without either the prior written permission
of the Publisher, or authorization through payment of the appropriate per-copy fee
to the Copyright Clearance Center, Inc., 222 Rosewood Drive, Danvers, MA
01923, 978-750-8400, fax 978-646-8600, or on the web at www.copyright.com.
Requests to the Publisher for permission should be addressed to the Permissions

Department, John Wiley & Sons, Inc., 111 River Street, Hoboken, NJ 07030,
201-748-6011, fax 201-748-6008.

Limit of Liability/Disclaimer of Warranty: While the publisher and author have
used their best efforts in preparing this book, they make no representations or
warranties with respect to the accuracy or completeness of the contents of this
book and specifically disclaim any implied warranties of merchantability or fitness
for a particular purpose. No warranty may be created or extended by sales
representatives or written sales materials. The advice and strategies contained
herein may not be suitable for your situation. You should consult with a
professional where appropriate. Neither the publisher nor author shall be liable

for any loss of profit or any other commercial damages, including but not limited
to special, incidental, consequential, or other damages.

For general information on our other products and services, or technical support,
please contact our Customer Care Department within the United States at
800-762-2974, outside the United States at 317-572-3993 or fax 317-572-4002.

Wiley also publishes its books in a variety of electronic formats. Some content that
appears in print may not be available in electronic books.

For more information about Wiley products, visit our web site at www.wiley.com.
Library of Congress Cataloging-in-Publication Data:

ISBN 0-471-44432-4

Printed in the United States of America

10 9 /8 7° 6 5" 4 3O




Foreword
Preface
Acknowledgments
About the Author

CHAPTER 1
Sharing the Excitement of Discovery

CHAPTER 2
Growth Models that Encourage Investment

CHAPTER 3
Where to Find Capita—Part I: Venture Capital

CHAPTER 4

Where to Find Capital—Part Il: Public Markets and Private
Placements

CHAPTER 5
Creative and Alternative Financing Strategies

CHAPTER 6
Strategic Alliances and Corporate Partnerships

CHAPTER 7
Mergers and Acquisitions

116

143



- | (@] ~ M

b—{ = AT

Contents

CHAPTER 8
Profiles of Corporate Partnerships

CHAPTER 9
Tax Planning Strategies

CHAPTER 10
How to Attract and Retain Quality Employees and Management
Teams

CHAPTER 11
Corporate Governance in a Post-Enron World

CHAPTER 12
Biotechnology Beyond the U.S. Borders

CHAPTER 13
Technology's Future—The View from the Frontier

Afterword
Index

151

163

183

216

243
245



Nobody can really guarantee the future. The best we can do is size
up the chances, calculate the risks involved, estimate our ability to
deal with them and then make our plans with confidence.

—Henry Ford Il

'I'his is not a book about raising money. This is a book about creating the
future.

Itis a book for entrepreneurs, entrepreneurial hopefuls, and managers
of emerging companies that want to know how to size up the risks involved
in their venture and, knowing them, improve their chances for success. Con-
sider it a road map to help you get where you want to go.

In Ten Lessons from the Future, author Wolfgang Grulke wrote that in
order to be successful in business, you cannot simply look at today and ask,
“What do I need to do to get to tomorrow?” He suggests that what you
need to do ask is “Where do I want this company to be in ten years? Where
do I want this technology to be in ten years?” Then project yourself to that
place, ten years in the future, and look backward to see how you got there.

Easier said than done? Maybe. But what Richard Shanley has achieved
in this edition of Financing Technology’s Frontier goes a long way toward
providing the tools necessary to build a successful technology company and
to providing the perspective that company builders must have in order to
compete in today’s global and challenging business environment.

The world needs entrepreneurs—people with vision who are willing to
take risks for the future. Over the last 20 years, we have witnessed an inter-
esting phenomenon, both in this country and around the world: emerging
companies in the “hottest” technologies becoming, for a time, the darlings
of Wall Street and riding an unrealistic wave of publicity to a public offer-
ing. Perhaps those days are gone for good, but the need for technological
innovation is not. And technological innovation is not permanently slowed




