PROSPERITY EXCHANGE

Helping Businesses To Grow And Develop With New And Better Ways Of Wealth Creation In Business

Business X-change

Business Positioning

Position Your Business To Maximise | ts Success

The commercial success of your business is connected to the efforts you put in to the preparation of clear and focused, well
positioned, strategic objectives and targets — Business Positioning.

Positioning your business correctly from the start enables you to maximise market potential and commercialisation success of your
business, enabling your businessto take the next step to become ‘investment ready’ and attract the capital required for it to grow
and expand in local, national and international marketplaces.

When seeking to raise capital (either to commence operations, to keep trading or to expand) many businessesfail to consider the
true value of their intangible assets and intellectual property, which often resultsin alarge percentage of the business being sold off
to raise much needed cash. Usually what is raised is insufficient to cover actual growth and expansion requirements and the
business owner soon findsthemselvesin aposition far worse than where they started —they now have no cash and alesser share of
the company, plus an investor(s) who will be looking for areturn.

Strategically positioning abusiness creates a specific blueprint of the company’s core businesswhich isthe foundation of sustainable
profit growth. Without thisclear point of view it isdifficult to determine the business's competitive position, the relativeimportance

of differently positioned competitors, or the relative strategic importance of different growth opportunities.

Using Positioning Strategy to Build Value
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*Qligopoly: A market condition in which there are few sellers, as a result the actions of any one of them will materially influence price and have a

measurable impact on competitors, either positively or negatively.
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Business Positioning is a little like changing the direction of a yacht dightly. Although the change seems subtle at first, its
cumulative effect over time resultsin a course that moves away from the original destination at afaster rate over time and brings

about a businessresult far greater in value than if the earlier adjustments were not made.

Thetruth is great businesses don't just grow from a small business doing well to a bigger and better business. They al start out
with aclear business position and vision of how the businesswill look whenitis* completed”. Thisiswhat positioning abusiness
isall about. It enablesthe businessto be scul pted, here and now, to determine the full value of the business and maximise payouts

and profits right from the start.

There are many big businesseswho all started out with the owner having a clear vision of the “completed business’ and through

correct positioning have now become global empires.

Example 1:

Through correct positioning and a clear vision the Coca Cola brand is now worth in the vicinity of $37 billion.

Example 2:

The phenomenal success of Disneyland was attributed to the innate ability of Walt Disney to see thingsin acompletely origina
way. Where everyone else in a meeting would be caught up in specifics Walt would see the finished product, he could envision
what everyone el se seemed to miss - the magic which lived within every project just beneath the surface, waiting to be discovered.

And only when he revealed what he saw there did it become obvious to everyone else that it was there all the time.

Example 3:

Tom Watson, thefounder of IBM, has attributed the success of IBM to three specia reasons. Firstly, he had avery clear picture of
what the company would look like when it was done. Secondly, he created avision of how IBM would act when it was done, and
thirdly, he said that to become the great company of his vision he realised that they would have to act like a great company long

before they ever became one. He said that every day at IBM was aday devoted to “business development”, not doing business.

Over the years the PROSPERITY EXCHANGE has become exceptionally adept at helping our clients' businesses perform to
their full potential. We know the importance of correctly positioning a businessright from the start and understand the key issues
that affectsabusiness' ssuccess at every stage of its growth, and through our Business Positioning provide advice, experience and
expertise in devel oping business growth and development sol utions through proven methodology and sound strategic thinking.
Our approach encourages acommercial mindset combined with strategic thinking, ensuring that we have asolid understanding of

the issuesfacing your business and what is required to move forward successfully.

We work with our clients to enable them to develop insight into the unique dynamics of their business, recognize their strategic
position, identify important opportunities, plan for innovation, turn risk and adversity into prospects for growth and expansion,

and capture the business profit areas which normally may be out of reach.
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Business Positioning al so enabl es businesses to become market leadersin amonopoly or niche market and take advantage of not
just normal operating profits but aso brand name profits, marketing profits and maximised financial profits. All of which will
create afar greater level of return for investors and therefore a greater level of interest in the project with real investment dollars

being delivered to the business.

Business Positioning Profit M odel

Significant Financial
Profits Most private companies miss out on these

Marketing Profit
(licensing, franchising,
manufacturing)

If you want equity capital at the right
price and want to keep investors
satisfied, you must capture these profits.

Brand Name Profits
(intellectual property
strategies)

Normal Profits
(earned by all
businesses)

Most private companies only earn these.
You will generally only get family equity.

Through our Business Positioning we will develop for your business a Strategic Analysis Report, detailing the key result areasto

be focused on and the strategies to be implemented over the next 3 to 6 months.

The report strategically positions your business to maximise its market and capital potential and increased commercial success.
Thiswill enable you to have aclear understanding of your business, with pre-determined key milestones and objectives allowing

you to maintain focus and stay on track so that your business success is guaranteed.

The Strategic Analysis Report isdevel oped based on information provided by you through aseries of comprehensive and strategic
guestionnaires and meetings with a PROSPERITY EXCHANGE Consultant & Advisor over a8 to 12 week period.

When developing a Strategic Analysis Report we focus on the following key areasin your business:

8 Business Strategy
- What isunderstood to be the vision and direction of the business?
- What isthe core business (including products and services)?
- What arethe key business assets, including Intellectual Property?
- What strategies are in place now?
- What arethe key strategies to be addressed?
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8 Productsand Services
- What arethe key products and services?

- How do the existing products and services, including future products and services, interrel ate?

8§ Financial Overview
- What are the key product lines and associated revenue streams?
- What arethe key operational costs?
- How do the costs and revenues relate with respect to similar businesses?

- How profitable can the business be in the future?

8§ BusinessStructure
- How suitable isthe existing business structure?

- What isthe migration path as the structure grows?

8 ResourceRequirements
- What are the resource requirements over time to grow the business?
- What core management team is required?

- What other key resources are required?

8 Market Strategy
- What isthe existing market, i.e. size etc?
- What isthe existing market strategy?
- What market strategies can be adopted?

8 KeyFindings

- Summary of key issuesto be addressed with the business, as noted from questionnaires and meetings.

8§ Action Plan and Recommendations
- Initia 6-12 month action plan, addressing key business planning items required.

- Include any recommendationsfor further actions/activities.
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