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Important Notice

This Marketing Presentation should be read in full and your attention is drawn, in particular, to the risk factors set out in this Marketing Presentation.

All provisions which constitute the document for investors, (the “Marketing Presentation”) is issued by Armstrong Energy Limited, which is authorised and regulated in the 
UK by the Financial Conduct Authority (the “FCA”). This investment may not be suitable for retail investors as defined in the FCA handbook COBS 3.4.1R. If in doubt about 
the content of this Marketing Presentation and its suitability for your needs, you are recommended to seek your own independent financial advice immediately from your 
stockbroker, solicitor, accountant or other independent financial adviser authorised under the Financial Services and Markets Act 2000 (“FSMA”) who specialises in 
advising on investment in shares and loan notes.

Nothing in this presentation constitutes investment, tax, legal or other advice by Neta Analytics Limited (the “Company”) or Armstrong Energy Limited (“the Marketing 
Presentation issuer”), or Armstrong Capital Management Limited (“advisor to the company and distributor of the material to FCA authorised firms”). This Marketing 
Presentation is approved by Armstrong Energy Limited as a financial promotion for communication to distributors who are FCA regulated and it has been approved for the 
purposes of section 21 FSMA to the standards required for onward distribution by distributors to investment professionals and high net worth or sophisticated investors 
falling within the categories described in FSMA.

Armstrong Capital Management Limited is an appointed representative of Armstrong Energy Limited and has been appointed by the Company to give advice. Investors will 
not be treated as clients of Armstrong Capital Management Limited. The distributor (not Armstrong Energy Limited or Armstrong Capital Management Limited) will be 
responsible for providing the protections afforded to their clients and will be responsible for advising investors in relation to the suitability of investment in the Company. 
The opportunity to invest in the Company is open to any investor, retail or professional, for whom the distributor has determined it is a suitable investment as COBS 9 and 
19 of the FCA handbook. The Company is not a collective investment scheme.

Investing in the Company may expose the investor to a significant risk of losing all of the monies so invested. Any individual who is in any doubt about investment in the 
Company should consult an authorised person specialising in advising on investments of this nature. Accordingly, potential investors are strongly advised to carry out their 
own due diligence including, without limitation, a review of the legal and tax consequences to them of becoming a lender or a shareholder within the Company. 

Save where expressly stated otherwise, Armstrong Capital Management Limited is acting exclusively for the Company and for no one else in connection with this 
Marketing Presentation and is not advising any other person or treating any other person as its customer in relation thereto and, in particular, Armstrong Capital 
Management Limited is not, nor shall it be, responsible to any other person for providing the protections afforded to the customers of Armstrong Capital Management 
Limited or for providing advice in relation to this Marketing Presentation. Neither the Company nor Armstrong Capital Management Limited has authorised any person to 
make representations or give information to any person on its respective behalf with respect to this Marketing Presentation or in connection with any material or 
information referred to in it. 

You should therefore not rely on any such representation or information made or given to you by any such person as having been made or given on behalf of either the 
Company or Armstrong Capital Management Limited. 
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Investments into non-readily realisable securities are high-risk due to their illiquid nature and are therefore not deemed suitable for retail investors as defined in the FCA
handbook COBS 3.4.1R. If you are in doubt about the content of this marketing presentation and its suitability to your needs, you should seek independent financial advice
from a suitably qualified advisor. Past performance or projected performance is not an indication of future performance, you could lose some, part or all of your original
capital invested. Tax treatment is based on individual circumstances and may be subject to change. Please read the risk section within this presentation.

No application has been made, nor is any application intended to be made, for any shares in the capital of the Company to which this Marketing Presentation relates to be
dealt in, or listed on, the Official List of the FCA, acting as the competent authority for the purposes of Part VI of FSMA, or to be listed or traded on any recognised stock
exchange or market. This Marketing Presentation has not been reviewed, authorised or otherwise approved by the FCA or any other regulatory body. This Marketing
Presentation does not constitute a prospectus as defined by the Prospectus Regulations 2005 and has not been prepared in accordance with those regulations.

By receiving this Marketing Presentation, the recipient agrees to keep confidential, without limitation in time, the information contained herein, and any information made
available to them in connection with further inquiries. This Marketing Presentation, and all other information supplied (“Confidential Information”) may not under any
circumstances be copied, distributed, published or reproduced, in whole or in part, at any time, nor may their contents (or any part of them) be disclosed to any person
without Armstrong Energy Limited’s prior written consent, other than to a person or to the directors, officers, employees and professional advisers of a person who needs to
know the Confidential Information and provided only that such persons undertake to abide by the same restrictions and responsibilities as set out herein.

All statements of opinion contained in this Marketing Presentation, all views expressed and all projections, forecasts or statements relating to expectations regarding future
events or the possible future performance of the Company represent the Company’s own assessment based on information available to it as at the date of this Marketing
Presentation.

No representation is made or warranty given as to the accuracy, completeness, achievability or reasonableness of any such projections, views, statements or forecasts,
which are illustrative and rely on assumptions which the Company considers to be reasonable. The projections, views, statements and forecasts in this Marketing
Presentation or referred to in this Marketing Presentation are based upon various assumptions and estimates which involve significant elements of subjective judgement
and analysis and which are subject to uncertainties and contingencies; actual results could differ materially from those set forth in such projections, views, statements and
forecasts. These risks, uncertainties and assumptions could adversely affect the outcome and financial effects of the plans and events described herein and could result in
the loss of monies invested.

The Company has taken all reasonable care to ensure that all the facts stated in this document are true and accurate in all material respects and that there are no other
material facts, or opinions, which have been omitted, which would make any part of this promotion misleading. The Company accepts responsibility accordingly, limited to
circumstances where it can be shown that reasonable care and diligence was not taken by the Company in the matters stated above.

This Marketing Presentation may not be distributed to any person outside of the United Kingdom and the Marketing Presentation and any offers are directed solely at
persons within the United Kingdom. The Company will not process Application Forms from any other person. The terms and conditions of the offer and the procedure for
application are set out in the application form.

The laws of England and Wales govern the issue, communication and terms of this Marketing Presentation and any disputes arising in relation to any of them (including
any non-contractual obligations relating thereto) will be subject to the exclusive jurisdiction of the English courts.

Important Notice (continued)
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Investor Suitability

• Suitability: ‘High Net Worth’ or ‘Sophisticated’ investors only.

• ‘High Net Worth’ investors are individuals with either net assets (excluding their primary residence, insurance benefits or pension schemes) of 
£250,000 or more or an income in excess of £100,000 per annum as per COBS 4.7.9R and COBS 4.12.6R, COBS 4.12.7R and COBS 4.12.8R of the 
Financial Conduct Authority (FCA) handbook.

• The investments discussed in this document are only for high net worth or sophisticated investors because of the added risks and limitations involved 
in investing in or lending to small trading businesses. Investors may lose part or all of their money. However, providing a sound business concept is 
successfully executed the potential returns can be attractive.

• ‘Sophisticated’ investors are investors where the individual is a network or syndicate of business angels member for at least the last six months, or has 
previously made a loan to an unlisted company within the past two years, or is currently or has been a company Director with an annual turnover of at 
least £1million within the last two years.

Investor Protection and Liquidity  

• This investment is unquoted and it not traded on a stock exchange and, as such, realising a cash value can be difficult, or in some circumstances 
impossible, except when facilitated by the management. An investor's capital is often only returned when the underlying investment is sold. You 
should consult your professional advisers before investing into a non readily realisable security.

• Investors are not protected by the Financial Services Compensation Scheme or the Financial Ombudsman Service.

Placement Agent & Project Manager

• The Company expects to appoint a placement agent(s) to assist with investor marketing and distribution.

• The Company also expects to appoint a project manager to assist with investor relations and other issues.

Potential investors should note:

The Company is currently not producing appreciable revenue. There is no guarantee that the Company’s objectives will be achieved. The value of 
investments and the income derived from them may go down as well as up and investors may not get back the full amount invested and could suffer a 
total loss should the Company’s assumptions prove unrealistic.

Investor Suitability
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Summary of EIS Tax Reliefs

• Neta Analytics Limited has received advanced assurance from HM Revenue & Customs that the Company qualifies as an Enterprise 
Investment Scheme (“EIS”).  The benefits of the EIS to investors are set out below:

• Tax treatment depends on the individual circumstances of each investor.  Such tax treatments may be subject to regulatory change in the 
future.  You should seek advice from a suitably qualified tax advisor.

• For further information from HMRC on EIS visit https://www.gov.uk/guidance/venture-capital-schemes-tax-relief-for-investors

30% Income Tax Relief

• Investors receive 30% income tax relief on the amount invested (up to £1 million) in EIS qualifying companies 
following HMRC approval. Investors can also carry back the tax relief to the previous tax year at 30%.

• For allocations made in the 2019/20 tax year Investors are able to offset the relief against their UK income tax liability 
for either the 2018/19 or 2019/20 tax year.

Capital Gains Tax 
(“CGT”) Deferral

• Capital gains made up to 3 years before or 1 year after an investment is made in an EIS qualifying company can be 
deferred for the life of the investment. There is no limit to the amount of gain that can be deferred.

Up to 100% Inheritance 
Tax (“IHT”) Relief

• By investing in companies that also qualify for Business Property Relief, EIS qualifying investments should be 100% 
exempt from IHT once held for at least 2 years.

Tax Free Growth • No CGT is payable on profits made by an EIS qualifying investment, provided it has been held for 3 years.

Loss Relief
• Up to 45% loss relief is available on any EIS qualifying investments that fall in value (net of income tax relief). 

• Losses can be offset against income or gains in the tax year of disposal or the subsequent tax year

Investment Limits

• The Company has set a minimum investment of £5,000, unless otherwise agreed by Directors of the Company.

• Individual EIS investors are limited to maximum investment of £2,000,000 per tax year in knowledge-intensive 
companies like Neta Analytics.

• A knowledge-intensive company like Neta Analytics may raise a total of £20,000,000 under recently revised EIS rules.

EIS Tax Reliefs
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Executive Summary

 Neta Analytics Limited is a new company established to develop and commercialise an IT solution for the remote monitoring of agricultural crops using 
satellite imaging with on-the-ground data.

 There are a number of companies that already provide satellite monitoring data of agricultural crops.  However, many of these companies focus on 
providing services to larger farms in Europe and North America.  The techniques applied by these companies struggle to work in emerging markets 
where land holdings can be much smaller.  The average farm in India according to the 2015-16 census, for example, was only 2.7 acres.  

 The Company differs from its competitors in two distinct aspects:

1. The Company takes advantage of the lower cost of labour in emerging markets to combine remote satellite monitoring, with targeted on the 
ground data collection.

2. Rather than focusing on providing information to farmers who are likely to i) have little need for sophisticated information; and ii) have limited 
ability to pay for such information, the Company is developing products for specific customers for whom there is a clear financial advantage for 
having detailed crop yield information which is simultaneously at a macro level, but able to be interrogated at the individual field level.  In the first 
instance, the Company is looking to sell this service to sugar factory owners, but over time the Company intends to provide this information also to 
commodity traders, regulators, lenders, and insurance companies, both in relation to sugarcane, and, potentially, other crops.

 The Company has already engaged the Centre for Environment and Agricultural Informatics at Cranfield University to develop the algorithms to track 
the growth of sugarcane.  The Company is currently hiring, and expects the team to be located at the innovation centre of Cranfield University.

 The Company is expecting to have a commercial product for sale by 2020.

 The Company is then looking to increase both income and profitability through increasing the number of countries in which it operates; increasing the 
types of crops which it is able to analyse; and increasing the information that it is able to provide to its customers.

 If the Company meets its targets then it is expected to generate significant free cash flow by the end of its third year of operations.  Investors will then 
be able to decide whether to hold their investment in the Company as a long-term annuity, or to pursue an exit from the Company (i.e. through a trade 
sale, or, potentially, an IPO).
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The Technology:  Step 1 – Satellite Imaging Analysis 

 The Company’s proposed business has become possible due to steep reductions in the cost of accessing satellite images today, with many of the 
satellites providing free access to basic imaging data.

 The Company believes that established providers of remote monitoring of agriculture have ignored emerging markets such as India due to the complex 
nature of the agricultural industry in these countries.  In India, for example, the Land Ceiling Act puts a cap on how much land any one farmer can own, 
with the average farm is estimated to be only 2.7 acres.   

 The Company is looking to address the challenge of these small landholdings by physically mapping the co-ordinates of each field participating in the 
programme.

 As shown by the examples below, the Company has already been able to identify when sugarcane is being harvested.
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The Technology:  Step 2 – Radar Imaging Analysis

 It is not always possible to effectively monitor agriculture using satellite imaging due to environmental conditions (e.g. cloud cover).  To address this, it 
is relatively standard industry practice to use radar for the same purpose.

 The images provided by radar are less easy to interpret with the human eye.  For example, the picture below is of the same land parcels as shown on 
the previous page (albeit with a different scale). 
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The Technology: Step 3 – Combining the Analysis

By combining this information, the Company is able to identify – on a field by field basis – when sugarcane starts to grow and when it is harvested, as
shown below. The graph shows that the crop in one of the fields shown on the right was harvested between 2 December and 14 December 2018. This is
seen through a significant fall in the biomass coverage in the field during that period.
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Key Driver of Value for Satellite Monitoring

Dr Daniel Simms
Research Fellow in Remote Sensing & GIS
Centre for Environment and Agricultural 
Informatics. 
Dr Simms studied for an MSc in 
Geographical Information Management at 
Cranfield University. After working as the 
Spatial Data Manager for Kent County 
Council, he returned to Cranfield in 2004 
to work on a UK Government project on 
illicit crop monitoring. 
Since 2009 Dr Simms has been involved in 
projects supporting the UNODC in 
monitoring of illicit crops; the 
dissemination of soil and terrain data 
through open web standards as part of 
the European contribution to a Global Soil 
Observing System (eSoter); and the 
integration of spatial hazard datasets 
based on future projections of extreme 
weather events as part of the CREW 
(Community Resilience to Extreme 
Weather) interdisciplinary project.

 The information provided on the previous pages has required detailed analysis led by Dr Daniel Simms at the 
Centre for Environment and Agricultural Informatics at Cranfield University.  Dr Simms’ team is a world leader 
in the analysis of satellite data. 

 However, it is important to note that the underlying data has all been sourced from publicly available 
information, much of which is free to access.  The accuracy of this information has improved significantly in 
recent years, whilst the cost of such information has fallen.  As such, access to the core satellite data is not 
considered to be a barrier to entry for competitors. 

 Also, whilst the algorithms used to analyse the data have been developed for the Company, it is highly likely 
that a third party could engage different Geographic Information Systems (“GIS”) experts to independently 
develop their own algorithms which could be expected to perform a similar function to the Company’s 
algorithms.  So whilst the algorithms are the Company’s intellectual property, they are not considered to be a 
significant barrier to entry for competitors.

 The Directors believe that, perhaps contrary to  expectation, the Company’s key value drivers are not in the 
underlying technology, but in the focused application of this technology and operational barriers to entry:

1. Focused business plan

The directors believe that the key value driver to a satellite monitoring company is to determine to whom 
such information may be valuable, and for what purpose.  In this way, targeted products can be developed 
for customer groups without needing them to have the capability to be able to analyse and interpret the 
underlying information.  As set out on the following pages, the Company believes that it has identified a 
range of potential products for a range of customers in the sugarcane industry.

2. Operational know-how

To be able to deliver meaningful data to its target customers, the Company will combine satellite imagery 
analysis with on the ground data.  In the first instance, this data will be extremely simple (e.g. GPS co-
ordinates for each field analysed).  As this is a time consuming and relatively complex activity which 
requires the support of farmers to be undertaken, it will be difficult for competitors to enter the market to 
provide a similar service.  Furthermore, even if an individual customer later cancels its contract with the 
Company, the fact that the Company has secured the on the ground data means that the Company will be 
able to continue to analyse the data and sell such analysis to third parties.  As such, the Directors believe 
that there is a genuine first mover advantage, even if there is increased competition in the future.
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Application of Technology – Stage 1

 The Company’s initial aspirations for the application of the technology is very limited: to show sugar factories when sugarcane is being planted, and 
when it is being harvested.  The Company is piloting this with a first factory in 2019, and is looking to roll this service out to other sugar factories on a 
fully commercial basis in 2020.

 Despite the very limited nature of the information that will be gathered for the first commercial product, the Company believes that this information is 
very valuable for a sugar factory in India.  It is estimated that for a smaller factory processing 500,000 tonnes a year of sugarcane, this information is 
potentially worth up to £1 million a year of additional profit.  This is through two factors:

1. Increasing the amount of sugar produced

As sugarcane needs to be processed within two days of harvest to capture the raw sugar in the cane, this requires the farmer to deliver the cane to 
the factory as quickly as possible after harvest. Sugar factories in India rely on large numbers of ‘cane officers’ to liaise between the farmers and 
the factory.  These cane officers should identify when the cane has reached full maturity, and then liaise with the factory to ensure that the factory 
has the capacity to mill the sugarcane.

The Company’s trial programme has identified a range of issues at one sugar factory which were previously unknown to management, including:

• cane harvested after only nine months.  This means that the amount of sugar in the cane is significantly reduced.

• cane harvested and then left in the field for up to 10 days before the cutting order is issued; and

• cane grown but not delivered to the factory (as it is legally required to be), but rather diverted to neighbouring factories.

The Company believes that by addressing these organisational weaknesses, and therefore increasing sugar recovery by 0.5%, the profit’s 
generated from a 500,000 tonne per year factory could increase by circa £840,000.

2. Reducing costs

A 500,000 tonne per year factory probably employs circa 50 people in its cane department.  With access to the data provided by the Company, it is 
estimated that it will be possible to perform the work by as few as six people.  This would represent a saving of up to £160,000 per year.
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Immediate Objective

 In the short-term, the Company is looking to provide a service to sugar factories.  The Company is looking to price the service competitively so that the 
majority of this benefit accrues to factory owners.  The Company is assuming that it will be able to charge each factory £25,000 per year for the service.  
This compares with a potential saving to the sugar factory of circa £1 million (or more for larger sugar factories).  The Company is hoping that it can 
charge closer to £100,000 per annum per factory.

 In this way, the Company hopes to sign up the maximum number of sugar factories as possible. 

 However, by signing up sugar factories across India the Company will be able to move into the next phase of its business plan: to collate as much data 
as possible on the Indian sugar market.

 The Company believes that this data is potentially very valuable to multiple stakeholders in the sugar industry, both in India and globally, as the lack of 
transparent data on Indian sugar production volumes is believed to be the primary reason for high volatility in the global sugar price.  Anyone with 
access to accurate countrywide information is likely to have a material trading advantage over its competitors.  

 The graph(s) on the left shows that the 
Company is already able to predict the 
potential yield of the fields that it has been 
monitoring on a sample basis.

 To convert this data into a product that can be 
sold to third parties, the Company needs 
several years of data to:

 be able to confirm the accuracy of its 
forecasts with actual yield;

 Build up the largest possible data set from 
factories buying the Company’s services; 
and

 Extrapolate accurate data from factories in 
the programme to include factories not in 
the programme.
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Longer Term Objective:  International Expansion

Year ended 31 December: 2019 2020 2021 2022 2023

Commercial customers -* 10 20 30 40

New services provided to 
factory owners 
(cumulative year on year)

Age of crop
Harvest date

Indicative yield
Date of last 
watering**

To be determined To be determined To be determined

Countries 
(cumulative year on year) India India Pakistan***

Nepal***
Bangladesh***
Indonesia***

Indonesia***
Thailand*** 

Philippines***
Vietnam***

Other technology 
developments N/A

Identifying sugarcane 
without reliance on 

ground data
Country forecast*** - -

Crops Sugar Sugar Sugar
+1***

Sugar
+1***

Sugar
+2***

Customers Sugar factory owners Sugar factory owners

Sugar factory owners
Sugar traders***
Crop insurers***

Banks***

Sugar factory owners
Sugar traders***
Crop insurers***

Banks***

Sugar factory owners
Sugar traders***
Crop insurers***

Banks***

* The Company is working with a sugar factory in the state of Andhra Pradesh to trial the programme

** This information is very valuable to sugar factories.  Farmers are not meant to water the crop in the immediate period before harvest because it adds 
weight to the crop (which is paid for by the factory) without increasing the amount of sugar produced.  Being able to monitor the watering of crops 
would reduce the costs of production for the sugar factory.

*** Not included in the Company’s base case financial forecast.
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Financial Forecast – Base Case

 The Company’s base case forecast assumes that the Company is able to build a client base of circa 80 factories in India within 5 years.  This would 
represent less then 20% of all sugar factories in India. 

 The Company has excluded the roll out to other countries in the base case.  However, from 2020, the Company will be looking to roll out the 
technology to other countries which have a similar industry structure to India.

 The Company has excluded any potential income from the sale of market forecast data in its base case analysis as the Company is not yet in a position 
to evaluate the best route to market and the potential value of such information.

 In the base case, the Company needs to secure 35 customers to break even.  However, costs could be reduced to bring forward cash breakeven.

 As set out on the previous slide, the Company hopes to significantly outperform this base case by expanding to other countries, other customers, and 
other crops once the base case product is working.

31-Dec-20 31-Dec-21 31-Dec-22 31-Dec-23 31-Dec-24 31-Dec-25 31-Dec-26 31-Dec-27 31-Dec-28 31-Dec-29

No of sugar factory customers 10 25 40 60 80 80 80 80 80 80

Revenue
 - sales to sugar factories 200,000 540,307 907,716 1,429,653 2,001,514 2,101,870 2,206,964 2,317,312 2,433,178 2,555,178
 - sales to traders - - - - - - - - - -

200,000 540,307 907,716 1,429,653 2,001,514 2,101,870 2,206,964 2,317,312 2,433,178 2,555,178

Costs
 - arrangement fees (25,000)
 - management fees (12,500) (12,500) (12,500)
 - Cranfield (100,000) (100,000) - - - - - - - -
 - staff costs (200,000) (358,004) (475,808) (487,703) (499,896) (512,416) (525,239) (538,370) (551,829) (565,650)
 - product design (200,000) (200,000) - - - - - - - -
 - farm mapping (54,031) (85,098) (89,353) (125,095) (131,367) - - - - -
 - travel (30,000) (61,201) (63,181) (66,040) (69,942) (75,145) (82,033) (91,175) (103,418) (120,023)

(621,531) (816,802) (640,842) (678,838) (701,205) (587,561) (607,271) (629,545) (655,247) (685,674)

Net profit / (loss) (421,531) (276,495) 266,874 750,814 1,300,309 1,514,309 1,599,693 1,687,767 1,777,931 1,869,504

Tax at 25% - - - (79,915) (325,077) (378,577) (399,923) (421,942) (444,483) (467,376)

Profit after tax (421,531) (276,495) 266,874 670,899 975,232 1,135,732 1,199,769 1,265,825 1,333,448 1,402,128
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Target returns and exit options

Target returns

 The Company is looking to raise an initial amount of £300,000.  This 
funding is expected to take the Company to December 2020 when a 
further fund-raising round is expected to take the Company to 
December 2021 by when it is hoped that the Company will be making 
sufficient sales to cover its operating costs.

 The Company has two classes of Ordinary Share, with investors 
subscribing for A Ordinary Shares, and the management team being 
incentivised through a B Ordinary Share.

 Management has assumed a 10 year operating horizon for the 
Company.  No residual value has been assumed.  This is considered to be 
a very prudent assumption, as the information provided by the Company 
is expected to be operationally valuable to the Company’s customers 
indefinitely.

 If profits were to be distributed to shareholders as they accrue, 
assuming the Company achieves its base case business model, investor 
returns over a 10 year period could be:

 an IRR of 27.9% on their gross investment; and

 £3.89 received for each £1 invested.

 If the Company is able to deliver on its long-term objective of being able 
to provide relatively accurate yield forecasts, then the Directors believe 
that these returns could be exceeded, and potentially materially.

 The above illustrative returns cannot be relied upon.  

Exit options

 The potential returns to shareholders on the left are based on the 
distribution of surplus cash to investors as it is generated.  Financial 
returns to shareholders can potentially be increased if investors were to 
sell their shares.

 For example, a sale of the Company after four years to a third party 
purchasing the future revenue stream at a discount factor of 15% would 
result in the same cash flows delivering investors:

 an IRR of 36.6% on their gross investment; and

 £3.06 received for each £1 invested.

 Unless the Company is able to significantly outperform its base case 
financial projections, the Directors consider that the Company is likely to 
be too small to list on the stock exchange.

 Similarly, the Company may not achieve its base case and investor 
returns could be significantly lower.  

 However, there remains two potential routes for liquidity for the 
Company:

1. Sale of shares. There are a number of satellite imaging companies 
providing similar, but different, services to agricultural customers.  
If the Company is able to demonstrate its business model in 
emerging markets, one of these competitors may be interested in 
acquiring the Company to accelerate entry into these markets; and

2. Dividends.  As noted on the previous page, the Company is 
expecting to generate profit as it expands. The Company is 
expecting to accumulate cash in excess of equity invested within 
the first four years of operations; however it is possible that the 
Company will look to distribute some profit by dividend payments.
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Management team
 Dr Ram Nandakumar.  Dr Nandakumar is the founding director of Neta Analytics.  Dr Nandakumar was born and educated in India, before moving to 

the UK with his family to work.  Dr Nandakumar today spends his time between the UK (where his family is still based), and India.  Dr Nandakumar’s 
father is an experienced senior manager in the Indian sugar industry, having run multiple sugar factories in Southern India, and currently is Chairman of 
a sugar factory group in the South of India.  

 The Company is currently seeking to strengthen its board of Directors.  In particular, the board is looking to identify an emerging markets sugar or 
agricultural industry expert who may be able to support the Company in diversifying its initial proposition into other countries and/or other agricultural 
commodities.

The Company has three distinct management team requirements which it needs to recruit for:

1. Technology development

The Company has currently out-sourced this to the Centre for Environment and Agricultural Informatics at Cranfield University, and the activity is 
being led by Dr Daniel Simms.  Dr Simms will continue to manage this activity for the foreseeable future.  Dr Simms’ role at the university means 
that he is unable to be a director of the Company.  The has recruited two GIS analysts to work under Dr Simms.  These analysts are employed by 
the Company but will be based at Cranfield University and be managed by Dr Simms.   The Company has secured its own office premises at 
Cranfield University Technology Park. 

2. Software product design

As the technology develops, the Company will need to employ a Product Director to design the product for customers, and to manage the coders 
developing the software.   The Product Director is expected to be based in the UK.  The Company expects to outsource its software development 
requirements for the foreseeable future.  It will be the responsibility of the Product Director to select the preferred outsource partner. 

3. In-country field team

As the technology develops, the Company will need to appoint Country Directors in each of its target markets who will be responsible for 
managing the in-country team that is providing the on-the-ground data, as well as making sales to customers.

CONFLICT OF INTEREST

Dr Nandakumar and some directors of Armstrong together own Natems Sugar Private Limited (“Natems”) which owns and operates two sugar factories 
in southern India.  Neta will be working closely with Natems in the early stages of the Company’s development with both companies sharing 
information and resource.   Whilst there will be advantages to both companies through a shared cooperation arrangement it will be incumbent on the 
independent directors of each Company to ensure all arrangements are conducted on a transparent basis and at fair value.
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Structure issues

Group structure

 As the Company’s business model is to combine remote monitoring 
with on-the-ground data, the Company will need the ability to engage 
with local staff (either on an employed or consultancy basis), and to 
manage their performance.  The Directors also believe that it is the 
most appropriate method of selling in these countries that the sale is 
made through a ‘local’ company rather than a perceived ‘multi-
national company’.

 Given the complexity of cross border tax issues, the Company expects 
to establish a subsidiary company in each country in which it 
operates. 

 The first such company is in India, where the Company will purchase 
99% of the share capital of Neta Analytics Private Limited, a small 
Indian IT company, for a nominal sum.  The purchase of these shares 
in Neta Analytics Private Limited will not be funded through EIS 
capital raised.

 The Company will ensure that it owns more than 90% of any 
subsidiary company incorporated outside of the UK, to ensure 
compliance with EIS rules.

Shareholding structure

 It is ordinary practice for employees of companies in the technology 
sector to be incentivised through the issue of shares.  These share 
option pools can be significant, and can be dilutive to investors.

 The staffing requirements of the Company will vary depending on 
the success of the Company and the markets (geographic and 
sector) in which it operates.  It is difficult at this time to be confident 
as to the terms on which such employees would be employed, and 
the structure of any incentive package that they may receive.

 It is the intention of the Directors that investors in the Company are 
not diluted by any incentive scheme that may be offered to 
employees in the future.  The Company has therefore amended the 
articles to include two classes of share:

 A Ordinary Shares – subscribed for by investors; and

 B Ordinary Shares – issued to the founders of the Company and 
to any future employees of the Company.

 The Company has amended its Articles so that no share options may 
be issued in relation to the A Ordinary Shares without the prior 
approval of a majority of A Ordinary Shareholders.

 Both A and B Ordinary Shares qualify for dividends, assets in the 
event of sale or liquidation, and voting rights.
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Fee structure

Arrangement Fee
• An arrangement fee of up to 4.0% of capital invested will be charged to the Company.  This arrangement fee will be paid to 

Armstrong (see below) for intermediation, placement, consulting, and marketing services.  Armstrong may pay some of 
this fee to third party distributors.

Administration Fee

• An annual management and client administration service fee of £17,500 (plus VAT) will be charged to the Company by 
Armstrong.  This asset management administrative fee is for Company administration and investor relations services.  
Additionally,  Armstrong will provide accounting and finance support services to the Company which will be included in the 
above fee.

Performance Fee

• Performance fees will be earned by Management and Armstrong according to the following ratchet mechanism:
• Until capital has been returned and a return of 45% thereon Nil
• From £1.45 - £1.80 for each £1.00 invested: 20%
• From £1.80 - £2.10 for each £1.00 invested: 50%
• Above £2.10 for each £1.00 invested: 70%

Director Fees & 
Expenses

• Non-executive directors may be paid director fees. For the Company’s executive directors, such director fees shall be 
included in their salary.  

• All Company Directors and Officers (D&O) will receive D&O insurance coverage at Company expense.
• The Company will pay the authorized expenses of its directors and advisors to include travel to Company meetings and 

events.

Audit and Tax Advisory 
Costs • The Company will bear its own audit and tax advisory costs.

Armstrong Capital Management Limited 
Neta Analytics has appointed Armstrong Capital Management Limited (“Armstrong”), a UK based management services business, to perform certain limited 
scope services to the Company, including: company formation, capital raising, and administration (including accounting and regulatory filing).  Armstrong 
will have no role in the management of the Company or in its decision making.  The Company will be controlled by its board and its shareholders.

Andrew Newman, a director of Armstrong, is currently a director of the Company.  Mr Newman will step down from the board upon appointment of the 
new independent directors of the Company.
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Risk factors

Key Points

• No personal or financial recommendation is being made to you by Neta Analytics or its advisors. If you are in any doubt about whether the 
investments described in this document are suitable for you, you should seek a personal recommendation from an authorised person specializing in 
advising on investments of this kind

• Prior to making any investment decision, prospective investors should carefully consider whether an investment is suitable in light of their personal 
circumstances, tax position and the financial resources available to them. Potential investors should therefore seek advice from a stockbroker, 
accountant, fund manager or other independent financial adviser before making any decision to invest.

• The Company’s forecast returns are based on a series of assumptions and judgements which are subject to uncertainties and contingencies. Actual 
results could differ materially from those set out and could therefore adversely affect the outcome and financial effects of the plans and events 
described herein, and could result in the loss of monies invested.

• Past performance is no guide to future performance and there is no guarantee that the Company’s objectives will be achieved. The value of 
investments, and the income derived from them, may go down as well as up and investors may lose some part of or all of their original monies 
invested.

General RisksEIS Relief   
• The availability of tax reliefs depends on the Company maintaining its qualifying status with HMRC.  
• The Company is aware of shareholder desire to obtain and maintain EIS reliefs but may not be able to protect them due to 

unforeseen circumstances or regulatory change.

EIS Qualification on 
Further Fundraising 
Rounds

• The Company does not expect to need to issue any further share capital.  However, if additional share capital were to be required the 
Company would likely seek to obtain it from EIS investors.  However, if any change to the current EIS rules are announced prior to 
further fundraising, the Company may not be able to raise these further rounds of equity under the EIS scheme, and given this, there 
is a risk that the Company may struggle to raise equity from third parties on the same terms without EIS reliefs.

Liquidity & Performance

• Investors should not consider investing if they require access to their funds within six years.  The Company is unquoted and 
considered to be higher risk investment than a security listed on the London Stock Exchange. Investors’ capital is subsequently at risk.  
Management does not anticipate shareholders voting on any form of exit within less than four years. Prior to this it will only be 
possible to find a buyer for shares on a matched bargain basis which may result in investors suffering a financial loss on exit. Investors 
must make themselves fully informed.  Any disposal within three years would result in a loss of EIS relief.
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Risk factors (continued)

Past Performance
• The Company has no trading history. There is no guarantee that the Company’s objectives will be achieved. 
• The value of investments and the income derived from them may go down as well as up. Investors may not get back the full 

amount invested and could suffer a total loss should the Company’s assumptions prove unrealistic.

Assumptions
• The Company’s forecast returns are based on a series of assumptions. Whilst some of these are known with a reasonable degree of 

certainty, other material assumptions cannot be determined with any certainty in advance. The actual performance of the Company 
may be higher or lower than forecast.

Early Stage Investment

• As the Company is not yet operational it is difficult to present all the potential risks that the Company may face. There is likely to be 
a number of risks that are not yet recognised by management and therefore the disclosed list of risks should not be considered 
exhaustive.

• As with all early stage investments, there is a material risk that the business plan for the Company may be subject to delays, change 
significantly, require more funding than currently expected, or not achieve its objectives due to unforeseen circumstances or
regulatory change.

Market Adoption • Market adoption beyond early clients, initial trials, and pilot projects may be slow in coming or encounter unexpected challenges.

Management Risk • The Company is a new Company which has not yet commenced trading.  It has not yet appointed its full management team, and as 
such there is no available evidence that the management team appointed will be able to deliver the Company’s business plan.

Returns

• The Company’s financial forecasts as presented in this marketing presentation are dependent on the Company building its technical 
capabilities, developing a product, and selling its products and services.  In the event that the Company is unable to develop its 
product as expected or find customers for its product, then the income received by the Company’s may be insufficient to cover the 
overheads of the Company. In this instance, the Company would suffer financial loss.

Competition • Direct competitors, lower cost equipment, or substitute methods achieving similar functional results may arise or become evident 
with a negative impact on company performance or adversely change market circumstances.
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