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CLOUD BUSINESS PLANTEMPLATE

Introduction

Writing a business plan for your new Cloud business, your parent company spinoff, your newlyerged organization or your
new business practice can be a daunting task. We hope this business plan template will guide you through this process, and
will help you to effectively crystalize and articulate your vision so that you can share it with others.

Statement of Confidentiality & Non-Disclosure

This document contains proprietary and confidential information. All data submitted to INSERTRECEIVING PARTY] is
provided in reliance upon its consent not to use or disclose any information contained herei except in the context of its
business dealings with [YOUR COMPANY NAME]. The recipient of this document agrees to inform its present and future
employees and partners who view or have access to the document's content of its confidential nature.

The recipent agrees to instructall employeesthat they must not disclose any information concerning this document to
others except to the extent that such matters are generally known to, and are available for use by, the public. The recipient
also agrees not to duplicate or distribute or permit others to duplicate or distribute any material contained herein without
[YOUR COMPANY NAME]'s express written consent.

[YOUR COMPANY NAME] retains all title, ownership and intellectual property rights to the material andattlemarks
contained herein, including all supporting documentation, files, marketing material, and multimedia.

BY ACCEPANCE OF THIS DOCUMENT, THE RECIPIENT AGREES TO BE BOUND BY THE AFOREMENTIONED STATEMENT
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Directions: Executive Summary

The executive summarysection of your business plarconsists ofa one or two-page presentation of the key components
of your business planand a brief overview of your venture.lt must be concise, yet comprehensiveLike a movie trailer, it
should be compelling and capture readerginterest, motivating them to read the remainder of your business plan in
detail.

Include the following

The Business and Team: What business are you if Why doesyour business exist? Whaare your valuesand purpose?
Are you anexisting businessa new businessa new division or practice areapr a takeover? Who is the management team
and how are they uniquely qualified to succeed?

Products and Services: What specifically are you offering, andto whom? Do you offer businessapplications, Cloud
infrastructure and apps, data platforms, custom development, artificial intelligence, professionalservices,managed
services,or a combination of these? Choosecommonly used terms to state concretely what youhave or what you dothat
addresseshe customer orindustrypr obl em youdve identified.

The Market : What is the market you are competing within?How would you define whom you are going after? Provide
brief, high-level aggregate data about your target market segment, the sizeof the market, and industry growth rates.
Include any other compelling data. For examplehow many companiesare in your market? How many dollarsare spent in
this segment each year? What are the cumulative annual growth rateskFlow fastisthis market growing? Quote credible
and current sources for this dataPurchase research information if you need toHow will you make your offering available
to this market: direct, online and/or through your own sales force, reselleror distribution channels.

The Competitive Advantage: Briefly outline the competitive outlook and dynamics of the market in which you compete
Clearly stateyour real, sistainable anddifferentiated competitive advantagesin one or two sentences For example, ae
you first to market? Is your offering the easiest todeploy or use?Do you have unique intellectual property? Do you have
a better product or service? Are you offering more value?

The Risk / Opportunity: You need to make it clear there is @ompelling, unmet need in the marketthat you are going to
fill (current or emerging). You must showthere is an intenseproblem which organizations will pay you wellto resolve.
Describe your revenue model in br 2 sentencesldentify market pricing, product-related or management risks and how
you plan to mitigate them.

The Financial Summary : Outline the capital requested What financial achievements(sales and profits generate) will
you accomplishto support the business and repay your lenders or investors? When will you be profitable2ummarize
how much money has been invested in the business to datand how it is being used.

See sample copy below & delete this table whent emplate is complete .
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Executive Summar§ Edtable Example

PolarisTechnology Systems Inc( RolarisT e ¢ h 6 Gampadyb fvas foundedin 2000. PolarisTechbegan as a Microsoft
value-added reseller, selling on-premise Microsoft business solutionand implementation servicesto various customer
segments.The Company gained strong domain expertise and industry knowledge in the transportationindustry and
accumulated severalcustomers in thisvertical segment. Polaris Transportation SoftwareLtd. ( Rolarigj) is a new division of
Polaris Tech It wasestablishedin May 2016 to position the Company to gain significant market share in the newCloud
business market. The purpose of formind?olariswasto package and monetizeP o | a r i #sanspatatibndirelustry domain
expertise, and create severalhighly-customized, out-of-the-box, SaaSbased, industry-specific solutions. This business plan
focuses m Polaris the newCloud-focused division, and this exciting new growth opportunity for the Company.

Ed Hartford, a veteran Silicon Valley entrepreneur, is the CEO Bblaris and is joined by a management team with decades of
experience across severauccessfulhigh-tech companies.

Over the past 24 months Polariscompleted the development of its new Microsoft Cloud-based suite of Transportation
Management Software (TMS)applications and solutions These applications are designedor small to medium-sized trucking
and freight brokerage companies,so that they cantrack and managetheir businessoperations. The keyfunction of these
solutions isto help trucking companies maximize their cash flow,increaseprofitability, reduce costs, manage customer
information and minimize the risk of regulatory non-compliance. Polarigs core differentiation is its deep industry domain
expertise, 45-day (or less)implementation promise, commitment to 100% cistomer satisfaction, and unique product
functionality.

Polarisisfocused onoptimizing its internal processes for a subscription revenuenodel and hasinvested heavily in marketing
and streamlining sales In addition, it hasinvested in new migration tools, pre-defined integrations and an accelerated
deployment methodology. Polarishas 22 employees and is generating over $3 million in annual revenues.

The Companyis seekng $1,200,000 in debt financing, which will bear interest of 15% per annum and provide a bonus
payment of 10% on pgout, which is expected within three years. The funds will be used to exparahd scaleits sales and
marketing efforts, as well as to develop new featuresind functionality in its web-based, online Transportation Management
Software system.

TheCompanyds goal i's to expand-markeswhlleaddiessingsthe ngeds pfemerging pagersi n  t
in the freight transportation marketplace looking for more modern and flexible businesssoftware. The global transportation
management software market is forecasted to expandby 15.6% over the next seven yeaywith revenues hitting $19.03 billion
worldwide in 2022 (Transparency Market Research, Sept. 201%jere are anestimated 1.2 milliontrucking companies in the
USalone, of which 97%operate 20 or fewertrucks (Truckinginfo.net, 2018) There are also opportunities to expand globally

Over the past 24 months Polarishas successfly transformed its core on-premise product to the cloud, hasshifted from an
upfront perpetual licensing software model to a more repeatable, recurring revenue mode| has an offering of monthly
servicesand hasmigrated 20% of itscustomersto the new Cloud-based platform . The management team is proud to report
that, during this critical transition period, revenues only droppedby 10% in the first year of theransition and are now
increasingat an accelerated ratein each quarter. The Companyseeks investment to fuel a new level of growth in the
business moving it from $3.7 million to over $20 million in revenue over the next five yearsThis will be possible as Polaris
del i vers on t he ma scilaleuektademoy and lest expensiveElaud solutions andtechnologies.

Technology businesses are often subject tseveralunforeseenrisks These includepotential product risks, market risks,
financial risks and team risks.In reviewing this business planpotential investors should bear these in mind.
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Directions: Business Description

The business description is a briefone-page summary of the history, the basic natureand the purpose of your business.

It should include the following:

i History and statusof your company: name, location, and legal form; how long your company has been in kginess;
the size of your company in terms of employeesrevenue, ownership, etc.

1  Theproducts and servicesyour company sells

i Vision and goals: a concise, content rich, exciting statemeraf your vision and corporate objectives in terms of
growth, offering and time frames,

See sample copy below & delete this table when template is complete

Business Descriptiofi Editable Example

Polaris Transportation Software Ltd( 0 P o | wagsfarnsed ih May 2016 Its parent, PolarisTechnology SystemsInc(l 0 Po |l ar i ¢
Techdé or 0t hwesiné@paongted angead the laws of the State of Californian September2000, and operates out of

its headquarters in Palo Alto With a staff of 22 and annual revenues of 8.7 million, Polariswasrecently formed to develop

and deliver a suite of unique, online, Microsoft-based Transportation Management Software (TMS)elated applications,

which are more specifically described below.

The Company was founded by Ed Hartford who wasalsoresponsible for the startup, expansion and sale of several

technology and transportation logistics companies including SLI Transportation International, Icarus Logistics Management,

and TransTop Enterprises Together with directors Julius Rosenburgand Peter May. Ed Hartford actively manages the
Company.Hartfordandt he management team own 100% of the Companyos i

Polaris will pivot from being atraditional software reseller andimplementation company for SMEs, toa leading provider of

software as a servic¢ 0 S apro8utt$ for the trucking and brokerage industry. In the next5 years, mostot he company?d
revenueis expected tocome from helping the transportation industry automate internal processes through a combination of
packaged software solutions and related optimization services.

The Polaris vision is to assume the leadership position in the Tier 2 TMS market by being at the heart of amgwing trucking
and freight brokerage business. With a nimble and scalable SaaS solution, Polaris will enable thekentsto remain
competitive. T h e gaBily &ccess and trackll the critical pieces of their business with the highest compliance assurae
levels.

Specifically, Polarigims to:

i1 generate 1000 new subscription license users biay 2020
1 develop new monthly recurring optimization services resulting in net new servicerevenues
1 achieve £0 million in annualized revenues by 202
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Polaris Transportation Management Software The Polaris Software Brand

P o | asolutisrbssite is designed to help companies Po | aprddiecttbsand dNorth StarGu i d aspeaksto
centralize alldata associated with running a trucking the smalk-to-medium playerswho cannot afford large,
and/or freight brokerage company. Its core software expensive and complexcustom solutionsand significant
application functions asthe hub of their business capital investments in IT and serversand who have a small

or non-existentIT department. It helps those companies
daunted by regulatory requirements and by the
increasingly complex demands of shippers and customers
seeking gust-in-timedinformation on their freight. It
enablessmall-to-medium transportation companies to
compete with national and international competitors who
have greater capital, resources and distribution.

In freight transportation, companies must continually
monitor and track data and information on all aspects of
the delivery: truck, trailer, driver, freight, condition of the
freight, pick-up and drop-off locations, taxes, insurance,
invoices, and remittances. Thiprocesscan be complex
and at times overwhelming for many companies,
especially smaller ones.

Polaris serves trucking companiesperating between 10
and 80 trucks, and freight brokerages with 10to 20
agents. Additionally, Polaris uniquely serves companies
who run both a trucking company with a brokerage
division, or a brokerage business with some trucking
assets.

Mission

We create intuitive software for the trucking
and brokerage industries. We have a
pioneering spirit and genuine desire to
improve their operations and businesses.
There will always be a need to move food
and other necessitiesfrom producer to

buyer, and wehelp automate this process.
We believe developing innovative
technology solutions can transform this
industry, and prepare it to meet the
unknown needs of the future. Weenable
our customersto accomplish their goals
while using our suite of solutions.

Core Values

9 Turn customers intoenthusiasticfans 1 Treat everyone we engaye with respectully
i1 Innovate, innovate, innovate 1 Put customer satisfactionabove all ele
1 Create a great work environment
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Directions: Market Opportunity

In this section, you need to outline the opportunity in the industry and the market in which yourbusiness will focus As
well,y o uidehtify the key industry driversand the competitive landscape in which you will compete. This section should
be broken down into subsections as follows:

1 Industry Analysis: How is your industry structured? What are the major segments? Whatiso u r i nsikelist r
growth rate, its capacity and its profitability ? What about its sensitivity to economic cycles and seasonality? What are
the key drivers that impact the industry?

1 Industry Trends: State any trends you believe currenthaffect your industry or will potentially occur in your market.
What are the majoreconomic and political factors that can impactyour industry? Are there social, cultural,
demographic, environmental, or geographical factorsdisrupting your customers?Are certifications and/or
government regulations driving change? What are the competitive dynamics? Is there consolidatiofd

1 Market Analysis: Describe the specific market in which you will be competingit will be smaller than the entire
industry stated above) What areits defining characteristics and what import ant developments are happening within
it?

1 Competitor Analysis: Identify the competitive state in your market (marketing strategy, superior product/service,
established company, capital resources, expertise, relationshipgth key industry members etc.). What areyour main
sources of competition? What isthe relative intensity of competition arising from each source” Are competitors well
established? Do they haveCloud solutions? Capital? Market share®se the following table entitled Competitive
Analysis to compare your company with your three most important competitors.

Competitive Analysis

Importan r Rival . .
FACTOR portance Ou Strength | Weakness a Rival B | Rival C
to Customer | Company A
Solution
Price

Quality & Depth of Offering

Tech Platform

Service

Reliability

Stability

Vertical Domain Expertise

Company Reputation

Location

Sales Method

Marketing Capabilities

See sample copy below & delete this table when template is complete
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Cloud Opportunity

Any discussion of the technology industry today must start and end with Cloud computing. It is changing the way technology
is consumed worldwide, andhow solutions are being developed and delivered SaasS is general term referring to anything
involving delivery of technology infrastructure or software applications over the Internet, where multiple companies shae
application and hardware resourcesCloud computing is experiencing 5year compound annual growth rates (CAGR) of
23.5%, which is 5times the growth rate of the entire IT industry.

The main reasons for the fundamental shift in customer demandor Cloud computing are four-fold: Cloud solutions require
little or no capital outlay by the customer. Cloud offerings are consumed on a subsigtion basis, with all aspects of the
offering provided by the supplier. This requiresno major upfront investments, either in software or hardware.Hence,
customers have lessipfront cost andrisk.

1. Cloud solutions cost less. Cloudives mid-sizecompaniesthe ability to achieve scaldraditionally unavailable to them.
Customersalso save on the cost of hardware, human resourcesiaintenance, and customization/configuration costs.

2. Cloud solutions are more flexible and scalable. An organization canse as little or as much of any Cloud technology as
needed, scaling capacity upor down without incremental infrastructure costs. Downsizing orexpansioncan be
accommodated easily.

3. Cloud solutions decrease risk. Because Cloud offerings a@vergreendservices, there is no risk of the technology
becoming obsolete. A customer is always using the most recent version of any particular technology.

4. Solution providers like Polaris who successfully transforntheir business to aCloud model will be positioned to capture
their share of the$1.7 trillion technology spend in 2019. Polaris has therefore been investing in migrating its products to
the cloud for the past 24 months and will continue to do so on an ongoing basisIDC estimates thatCloud partners
(those attaching value to Microsoft Cloud solutions) are growing twice as fast as their lesSloud-c apa bl e peer s.
because spending onCloud IT and servicess expected tomore than double by 2021.

11bid.
2 |bid.
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SaaS Opportunity

The evolution of SaaShas beendriven by changes in buyer demand

and expectations combined with advancements inCloud technology. = $99.7B
The benefits of SaaSo Polaris will belower development and

support costs, streamlined sales cycles, unified deployment

environments, and new, datadriven insights into customer behavior.

Forecasted size of SaaS marketplace
by 202717,

Average revenue valuation for private
11.2x g P

As software buyers give more consideration to total cost of Saas I8°,

ownership( 0 T Ga@déegse of use, SaaS is quickly becoming the

preferred alternative to traditional, on-premises software deployments across all industries and business process categories
Thispresentsa significant opportunity for Polaris

The acceleration in SaS adoption can, in part, be explained byhe fact that providers deliver nearly all application functional
extensions and addons as a service. This appeals to customers because SaaS solutions are engineered to be mangose-
built and to deliver better business outcomes than traditional softwae. According to the Cisco Global Cloud Index, SaaS

applications will make up 74% of allCloud workloads by 2020, up from 41% in 2013.
2019 2020

2017

Source: Cisco Global Cloud Index: Forecast and Methodology, editions 202818 & 20152020

Additionally, the reason behind this growinginterest in SaaS goes beyonthe changesin how companies deliver and license
their applications. Bessemer Venture Partners, a Silicon Vali®ased venture fund, noted in its State of the Cloud 2016 study
that legacy software vendors are embracing the SaaS modehthusiastically. Legacy vendors areot only modernizing their
applications, but are also spending aggressively to prchase SaaS IS\i'ls order to gain access to the technology and talent
they need. They spendover $50B annudly to acquire SaaS companies. Valuations for SaaS ISVs reflect#aaS opportunity;
while public legacy vendors are valued at 3.5x annual revenue on average, public SaaS ISVs are valued at dr@iprivate
SaaS vendorst 11.2x.

According to a 2018MDC research surveythe top 3 reasors application providers are moving to offer Saa%re:

1 The creation ofnew opportunities to acquire new customers
1 More consistent revenue streams
1 The ability to implement product innovations

7 Ibid.
8 Ibid.
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Over the past two yearsPolaris has focused on tragforming its products to a Cloud platform to gain these critical business
benefits.

The following factors are driving Polaris and its competitors to move to a SaaS business model at a rapid pace

Top Factors Influencing SaaS Offerings
(n=463)

Created new opportunities to acquire new customers

66%

Benefits of the recurring revenue stream

59%

Product innovation 57%

Reducing operational costs/streamlining 42%

Created new opportunities with existing customers 42%

Faster time to market for subsequent releases 38%

Customers were asking for it 35%

Alignment of pricing to customer value/success

32%

Competitive pressure 27%

Source: Microsoft ISV to SaaS Practice Develooment StudDC Research. Februarv 2018
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Key Benefits of the SaaS Model

Moving to a SaaS modelwill allow Polaristo deliver better experiences toa broader range of customers. According to a 2017
Keystone survey, ISVs who developed a SaaS version of thesiftware were able to unlock new customer segmentsThey
delivered significant additional value to their customers including reduced complexityand lower TCOexpanded service
offerings through the integration of new Cloud services, and improved analyticend business intelligence gainecby
leveraging aggregated data.

0I00
oiolol
10101

Unlock new
customer segments

9 Lower customer adoption
costs

9 Lower operating costs

9 Reduce technical

Reduce complexity and

lower customer TCO

9 Reduce upfront
infrastructure costs

9 Eliminate ongoing customer
support costs

Integrate new cloud

services

9 Deliver fuller features and
capabilities

1 Improve capabilities without
diverting dev resources

Leverage aggregated
data

9 Derive new customer

insights from usage data
9 Develop and optimize at
scale

requirements
1 Lower cost to serve

30%

savings on system costs

50%

integrated cloud-based
services into product

15%

installation time reduction

10%

improvement to
algorithms

Source: Keystone, The Shift to SaaS: A Higfalue Opportunity for ISVs, June 1, 2017

from Guture of commercedbusiness modelsWh at & s
by 2020, in over half ofthe Global 2000 firms, revenue
growth from information -based products and services will
be twice the growth rate of the balance of the portfolio.

Business Application Market mor
During this time of disruptive global change and
technological innovation, business leaders in all industries
are scrambling to transform all aspects of their businesses. Becoming known as a digitalcloud company will improve
rheyore looking for 0pportunipfgong i vafiatih alcbiing BISLesy 20,
Igital technologies to optimize operatlor_ls, empowe_r investors will view digital businesses dfierently. Specific
employees, transform products and servicedlifferentiate measures based on platform participation, data value, and

in mature industries, and engage customers in new ways. .
A i ts' ~g 9 trants| Yy customer engagement will account for over 75% of
cross manyindustries, wed vseen new entrantsleverage -
v e 9 company valuations.

technology to stealmarket sharefrom established leaders
and disrupt traditional industries andbusiness models In
recent years we have seeAmazon disrupt the retail
industry, Airbnb disrupt the travel industry, and Uber the
taxi industry. Increasingly business leaderdook to
technology providers to help them gain a

In short, digital transformation is becoming a central
strategy in modern business I requires new skills aul
investment, creating a massive opportunity for digitally
savvysolution providers like Polaris Polaris believes that
moving to a SaaS model wilenable the company to
significantly accelerate its business growthprovide even
more value to customers andensure a highreturn on
investment for Polarisshareholders.

By 2019, IDC predicts all digitally transformed
organizations will generate at least 45% of their revenue
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PAGE13

Industry Analysis

P o | atargesvértical industry isthe freight
transportation industry. This industryis forecasted to grow
by over 74% between 2014 and 2022 in the Unitebtates.
Thetrucking industry 8 especially in North Americad will
be transformed with the entrance of newer and cheaper
technology solutions. These solutionswill drive efficiencies
while increasng safety andaccountability throughout
supply chains Massivechange will occur in the freight
transportation industry, and concurrently in the freight
software industry, as companiesadopt mobile, Cloud
applications.

The trucking and freight transportation industry is
zextremely large. Approximately 70% of all freight in
North America is moved by truck.lt is estimated that US
freight tonnage will increase by 28.6% by 2026. This will
result in a commensurate increase in revenues of 74.5%

The Transportation Management Software (TMS)
Market

The TMS market is large and diverse. The North Amerina
TMS market leads the world due to advancemergin
transportation, technical, and financial network
infrastructure. This infrastructure wasbuilt over the past
century, connecting over 350 million people
geographically, via the Internet and throughout

numerous financial networks. The estimated value athis
market is $9.2 billion11The global TMS market is expected
to grow from $9.22 billion to $19.0 billion by the end of
2020, at a compound annual growth rate (CAGR) of
15.6%!2

TMS growth highly correlateswith the continued and
anticipated growth of freight volumes and revenues
around the world. With an increasingly interconnected
world, the industry will benefit from the efforts of
optimized supply chainsd driving out inefficiencies and
creating additional wealth for its participants.

9 Ibid.
101bid.

11Transparency Market Research,
http://www.transparencymarketresearch.com/pressrelease/transportatio
n-management-systemsmarket.htm

Primary Vertical Segment

Freight Transportation Market Size & Business
Pain

According to the American Trucking Association (ATA),
revenueswere over $726 billion in 2015 with the industry
responsible for transporting 81.5% of tte freight in the
United States. There are approximately 1.2 milliofreight
transportation companiesin the US.97% operate fewer
than 20 trucks and 90%operate fewer than 6 trucks.
There are over 700,000 freight transportation companies
with more than 1truck, and some 4 million trucks moving
freight across North Americaalone.

The ATApredicts that freight tonnage will increase by
35% between 2016 and 202,Avith tonnage moved by
trucks forecasted to grow by 27%.

It is estimated that at any given time approximately 17
20% of trucks are running empty across North America

T h e yeibherevaiting to be loaded, travelling empty
trying to find another load, or backhaul trucking. In the
same waythat passenger airlines gain profitability with full
planes ortrain operators increasetheir yield through
better operating ratios, a trucking company that keepsits
rolling stock in motion at full or near-to-full capacity
maximizesits profitability. Big gains can be made in small
increments with a tightly run operation.

While there is some concerrdue to recent changes in the
political landscape in the United States andn other
countries around the world, it is important to understand
that organic economic expansionisto be expected, this
fueled by population growth.

In the US alone, it is forecasted that freight volume will
increaseby 40% over the next 30 yearsdriven by a
projected population increase of 70million people
(Beyond Traffic 2045report, recently released by the US
Secretary of Transportatior).*®

Secondary Vertical Segment

121pjg.

13

https://www.transportation.gov/sites/dot.gov/files/docs/B
eyondTraffic_tagged 508 final.pdf
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Third Party Logistics ( 3PL) & Brokerages suppliers. The trucking industry was deregulated in the
1980s during the Ragan administration. Thisserved as a
springboard for the freight brokerage industry, with the
emergence of third -party logistics (3PL) companies
offering unique services to shippers across the continental
US and beyond.

P o | agecomsd@prémary market consists obver 16,000
freight brokerages. Predominantly located in the US, this
group helps shippers optimize their supply chains through
the brokering of shipments amongst competing trucking

Freight Companies d North America

Businesses Revenue Annual Growth

USD Billion 116
usS CA usS CA usS CA

Freight Forwarding Brokerages &

Agencies* 40,427 3,434 123 6 5.3% 1.9%
Local Freight Trucking 209,636 24,850 41 9 1.6% 0.7%
362,726 22,111 185 20 2.4% 0.2%
56,595 10,019 42 8 3.7% -0.9%
16,633 7,591 37 11 4.1% 0.0%
Long-Distance Refrigerated Trucking 1,788 - 6 - 3.3% -
Total Number of Businesses 755,810

=1 ).k =
i

=
™ W '
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IndUStI’y Trends Customers 8 Changing Demographics

The 6New Kids on the Engine B
There are many industry trends that are aligning _

to provide Polaris with several opportunities.

The O6Wkeaeti ond of the Trucki
Transportation Industries

A confluence of factorsd mobile technologies, online
applications, the dnternet of Thingsi(loT)d are expected
to transform the freight industry. These factors will allow
smallto medium-sized freight businesses to compete
more effectively with the large, integrated freight carriers
through the application of new, more nimble
technologies. Theseflexible, less expensive technologies

will allow niche playerslike Polaristo participate in a very A significant transformation is occurring, a younger
large and growing marketplace, one thatd ferecasted to generation 8 one much more comfortable with the
grow by 74% over the next 8 years. Internet and smart phonesd is inheriting or taking over

operations of established firms.Many trucking and freight
operations today materialize via pen and paper, and
through the power of a handshake.

There are significant opportunities for TMS providerssuch
asPolaristo capture and servethis profitable, large
market and growing marketplace. T h e ged &nd

distribute newer, more mobile, andmore affordable This youngerbuyer is much more attuned to the
technologies to companies that previously found the costs possibilities of technology andunderstandsthat, in
untenable. New TMS systems that are more open and addition to helping streamline the businessit can also
connected into other data setsd Financial, GPS, provide significant competitive advantage in a highly
Regulatory, and Fuel Managementd will give companies commoditized market. A substantial portion of the
richer, more detailed insight into their operations. TMS industry 8 some with 75 trucks or mored still operateson
helps companiesrefine their offerings while optimizing either a paper-based system, or more commonlya

their business. combination of paper and Excel spreadsheets. As this

younger demographic takes over from their parents they
will demand more userfriendly, easierto-use
technologies that are accessible online and on their
mobile devices.

TMSenablessmall-to-medium players in the freight
industry to find, protect, and own profitable niches in the
marketplace. Over the longer term, it will allow them to
grow their businesesand build momentum.Th ey & | |
challenge the hegemony of some of the largest freight Regulatory & Compliance Issues
companies in North America who are either unwilling or

] i The regulatory environment plays a significant role in the
unable to quickly adopt these new technologies.

industry. In the United Statesthe Federal Motor Carrier
Safety Administration (FMCSA) implements and enforces
policies developed by the Federal Department of
Transportation (DOT) within the legislative framework
provided by Congress.

Companies strive tominimize the costs of complying with
industry regulations. To this end, they neechutomation
solutions that track information in a centralized database
d a transportation management software systemd that is
accessible andhat can provide analytics and reporting.
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Hours of Service (HOS) 0 Electronic Logging
Device 8 Mandate

The Hours of Service mandateameinto effect in
December 2017. Itequired trucking companies to have an
electronic logging device in every truck by that time. TMS
systemsneed to be integrated with these electronic
logging devicesto comply with such Department of
Transportation rules.

PAGE16

US Federal Department of Transportation (DOT)
Audits

Trucking companies are at risk of temporaryor permanent
suspension if they do not comply with federal regulations
associated with their equipment, driver certifications and
driving behavior. These audits can be time consuming for
many companies. One of the biggest challenges for
smaller trucking companies is having the time and the
ability to assemble all the information of DOT audits, not
to mention the fear of suspension. TMS systems help
companies save time in assembling the dataand can
minimize the risk of non-compliance.
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Food Safety Modernizati on Act (FSMA) & Federal Trucking companiescan optimize their operations

Drug Administration through analyses of their customers, their freight, their
lanes, their equipment, their driversetc. Campanies will
seek more detailedand nuanced information about their
businessesstriving to unlock value that may have been
.téaBp.gd irhtrée'%r ?p?rations. Polari§ is thergfore also
investing developmech’t resources into business
intelligence and data analytics solutions and services.

Under the auspices of the FDA, the FSMA was enacted in
2011. It regulates the transportation of human and animal

food. Its goal is to protect foods from contamination while
travelling from ddtedtrucsksplayat a bl
key role in this supply chaind yet only the biggest

trucking companiesare able to provide detailed data on

tracking of the temperature and location of each truck Industry Consolidation

New technologies are emerging in the marketplace which With an increasingregulatory environment, growing

TMS systems \ill tap into. Thesepresent opportunities for customer demand, management of fuel, labor and

smaller niche playergo offer servicestraditionally insurance costsas well aggreater consolidation in the

provided by the bigger players. These new entities will trucking industry, ® me pl ayers simply wo
capture pieces of the market by specializingeither in a compete. The freight transportation industry is evolving

particular commodity/product, in a geographic region, or quickly. TMS providers will need to build platforms that

in customer/shipper type. provide quicker ©6just in time

respond to the changing market conditions and needsof

Driver Shortages 6 Advent of Self -Driving Trucks :
their customers.

The average longhaul truck driver has a physically
demanding job, has to travel great distances away from
home and family, and has to deal with his/herpersonal
safety both on and off the road. Men comprise 97% othe
industry, and the average truck driver is 57 years of age.

With the aging demographic and lack of qualified,
professional truck drivers, the industryforeseesthe advent
of driverless trucks While this technology isstill in the
distant future, it does speak to theever-increasing
automation in the industry and new opportunities for
Polaris.

Newer trucksare also increasindy embedded with GPS

and ELD systemshence,t h e 6 S maisbeconiinga c k 6
reality and Polaris willpursue developing or licensingnew
offerings to take advantage of this trend.

Optimization of Supply Chains and Operations 0
Big Data, Business Intelligence (BI)

With so many moving parts in a freight transportation

company and so many dynamics to monitor, increasing

returns to scale will accrue onlyfor playerswho generate

unique insight into their operations and their markets.In

other words,t hose who O6know mored a
gui ckl yd wil |l Ilbgssticgahddrokeiagener s .
providers,i t 8 s ecsnsakerptudert business decisions
about their product/services offerings, the customers they

serve, and the marketsn which they operate.
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of business if they do not keep up the customers desire to

Market An aIySiS move to the cloud and purchase software as a service.

While the Tier 0 and Tier Irucking and logistics
companies may continue to invest in fully customized, on-
Anumber of emerging smaller playersa r e b ui | di n g prénfise latibns, the mid-market will continue to rapidly

appandareatt empting to become t hpgoveltctthe Cloud blbreéne fext 12ad 24 months
the trucking industry. Ho we v e r , finding that ther e

New O6Appd Entrants

complexity of supporting diversecustomers, oftware -as-a-ServicedEmerging

understanding the unique business processes andinning The year 2016 was théeurning point when many computer

a successful softwarebusinesspresentsmany challenges. applications were dahBeervieded

| t s that whileethrese companies have developed (SaaS) business model. The trertdwards SaaS is expected

some promising applications, they have not yet to continue unabated. While the general trend in all

incorporated the unique business insight required Also, software markets is the movementirom client serverto

these companiesh av e n 8t s u fir ontine softveard  t h dhosted online (Cloud) applications, the TMS industry has

with the necessary operational infrastructure. been slow to adopt this new technology in the past Early
adopters are now beginning to actively move to Cloud-

Client Server Systems in Decline based Softwareas-a-Service solutions which will help

them minimize their initial capital investment, gain agility,

Many of the large, existing TMS installtions will gradually -
scaleand securea competitive advantage.

decline over the next few yearsMeanwhile, those who
support these installations will retire orpotentially go out
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Competitive Analysis

There iscurrently no dominant player in the industry. The
market is fragmented and served byseveralplayers.

There are three types otompetitors in the market:
1. Large Multi -Faceted TMS Providers

There are large multi -faceted, heavily-integrated TMS
systems that run a 250+ truck operation offering all of the
components necessaryfor performance, compliance, and
business inteligence. Ttese arepredominantly client
serverbased systems that have been customizetbr
individual companies. They follow atradition al on-
premise licensng model, with an initial investment of
hundreds of thousands,and often millions of dollars for
licensing and initial implementation. Beyond that, there
are ongoing software maintenance programs Examples of
companies serving this marketare McLeod and TMW.

2. Mid -Market TMS Providers

Thereare manyvendorsin the mid-market. Some are
pure play software companieswhile others offer a

6resour ce po playars.Forekample, s mal | er

TruckStop.cond software system ITS Dispatch integrates
with its Loadboard, and isoffered along with other
services and products.

Most mid-market, competitive, TMS systenmvendors offer
a medium level of capaility with client server-based
software systens. Companies included in thissegment are
Degama, PCS, Prophesy, Axon, Aljeatad TransPlus

Software. Many of these established players are now
dealing with increasinglydemanding customers who want
more advanced technologiesd especially EDI integrations
They are struggling tomove their solutions to the Cloud,
and transform their business models and processes. Many
of their applications are built on older, less flexible
software platforms, and are based onan economic model
tied closelyto maintenance revenue.

3. New Entrants 6 Born in the Cloud

Thereare manynew entrantsto the marketplace 8 some
with grandiose visions of
6Truber 6, for the freight
development technologies, creating the types of
applications the industry will need in thefuture. A number
of these aresmall startupswith limited industry
knowledge, capital or businessexperience, and no
previously installed customer base.

One entrant that has stronger technology andlooks to be
a solid entrant to the market is Ascend SoftwareThis
company offersan easyto-use solution forthose
introducing technology in their businesssfor the first
time. They are backed by aventure capital company.
Ascendoffersfinancial as well as factoring serviceto
small trucking companies.

Polarish sompetitive advantage is a large instakd
customer base, strong industry domain expertiseand a
deep, fully vertical suite of solutions that can be deployd
in 30 days.P o | afunict®riality, extent of features, and
price point are unbeatable in the industry.

2

i
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Competitive Differentiation

Relative to these competitors, Polaris has the following competitive differentiation:

1 Market Presence : In an industry where, new entrants come and go with relative frequency, few players manage to
achieve the longevity required to build true market awarenessWith over 17 yearof business experiencdthrough its
parent), Polarishas such a market presence. In the highly competitive IT industry, this market presence translates directly
into an ability to source new prospects more easily and cost effectively thaits competitors. Polaris is also better able to
compete on a non-price basis, resulting in higher margins.

1 Industry Expertise : A key factor in meeting customer expectationssthe ability to provide industry -specific solutions,
either @ut-of-the-boxd ar by way of customization. Polaris has both the depth and breadth oflomain expertise to
successfullyprovide these solutions to the transportation industry.

i Ability to Scale: The Polaris team has many years of cumulative technology industry expertisia addition to high-
volume sales process expertise. Unlikiés competitors, the Polaris team knows how to package, simplifyand apply a
volume selling process and strategy to the newCloud business model The teamcan quickly scale sales andanarketing
and shorten the sales cycle. Most othecompetitors are much slower to transform their current sales and marketing
processes from a traditiona) on-premise and perpetual license modelnd are weakat acquiring new cloud customers.

Directions: Product and Services Offerings

This section is a overview summaryof your product and/or services offerings. You should describe the benefits secured
by your target customer, and unique features or proprietary aspects of the offering (do not list everyproduct or service
offering, nor detailed features d those belong in the appendices)

Describe:

1 Thevalue andbenefits of all of your products/services in order of highest to lowestsales or highest to lowest
importance of product line; include any proprietary knowledge, IP or skills

i1  Your pricing strategy, costs, and profit margin for each produdiservicesline.

1 The stageof growth your product/service sare in (introductory, growing, mature); the stage of product/services
development (existing, beta)

1 The unique, value-added characteristics of your offering and how these create a competitive advantage

1 How your services offering is providedd direct, through partners or contractors d and how servicequality and levels
are measured and maintained

1 Your plansfor future or next generation products 8 what and when.

Customer quotes.

1  Yourproduct and services strategy in terms of the future offering roadmapand the big picture context of what the
offering will become.

==

See sample copy below & delete this table when template is complete
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trucking and brokerage industries. Polaris is also actively

PrOd UCt and SerV|CES working on a new driver safety monitoring solution.
Offerings Product Innovation Direction

In addition to providing its core solutions, Polaris will

Polaris Transportation Software Solution s and . , . , .
integrate with other applications on a continuous basis to

Services ) , S T
build out the Polaris Application Ecc system. Polaris will
P o | asoftwaré helps companies centralize all the data place itself at the intersection of complementaryCloud
associated with running a trucking and/or freight technologies & by coordinating with GPS and ELD
brokerage company. Itssuite of software applicationsand providersand ot hers to meet the in
servicesserves aghe hub of a freight business|inking the future needs.Connecting to or re-selling pre-built other
data from Operations and Administration departments, Microsoft-based ISV solutions wilalso allow Polaris to
while connecting to complementary technologies. offer a high-value, end-to-end, comprehensiveindustry

solution to its target customersfaster than competitors
can. Polaris willalso provide new offerings based on
Power B and Microsoft Azure services.

Transportation companies must continually trackdata and
information on all of the essential elements of the
delivery: truck, trailer, driver, freight, condition of the
freight, pick-up and drop-off locations, taxes, insurance, Services
invoices, and remittances. This effort can be complex, and
at times, overwhelming for these companies, espeially
smaller ones.Polaris offers these companies a fully
integrated suite of solutions that address a broad set of
needs.

Polaris supports its customers througtseveral
mechanismsd weekly live online training webinars, a
Customer Successs(ipport) group, training videos, and
self-help documentation, and will continue to build out its
serviceoffering with the aim of providing customers with
The Polaris Software Brand more automated, selfserve optionsand value add service
é)f{frings. Polarisalso offers implementation services
through local implementation partners in key geographic
regions, and the @mpany plansto begin expanding
globally outside the US marketwithin the next 2 years.

Pol ari sds pNordtulc tStbha rapeéks i@wd a n c
the small-to-medium players who cannot afford custom
solutions and big capital investments in ITor servers, and

who have a small or non-existent IT department. It helps

those companies daunted by regulatory requirements and In 2019 Polariswill develop and launch anEnterprise-level
increasingly complex demands of shippers and customers solution setleveraging the Microsoft Dynamics 365
expecting ust-in-timedinformation on their freight. It finance and operations solution.Polaris willalso offer a set
allows smaltto-medium transportation companies to of fixed price, packaged deployment services

compete with national and international competitors with
greater capital, resourcesand distribution.

Polaris also offers Office 365 to facilitate office The Polaris developmentstrategy focuses on lean and
agile processesusing a minimum viable product strategy

to take new solutions and functionality to market with
minimal investment and risk

Development Strategy

productivity, collaboration and mobility , thereby allowing
small trucking firms to modernize their workplace.

North Start Guidanceis designed to extend the best-of-
breed Microsoft Dynamics 365 Business Central product

Polaris is currently developing anloT solution to facilitate

truck and delivery monitoring, as well asa field service

module to optimize routing and scheduling . Also,in

development are severalother Azure-basedsolutions to
streamline and extend the coe functionalityof Po |l ar i s d s
current solution in order to meet the unique needs ofthe
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Minimize TOTAL time through the loop

PAGE22

Continuous development cycle:

New idea

Build

Measure results
Gain newideas

> w PR

In terms of planning:

Determine what we need to learn

2. Determine what metrics are required to test
assumptions

3. Determine which product to build as an
experiment to get metrics

The development goal with all new product and service offeringsis to travel through the Build-Measure-Learn loop as
quickly as possible to prove outour assumptions and quickly identify market opportunities and new minimal viable solution
offerings. We will question all assumptions in the strategy, and then design experimentthat will generate data either
supporting or disproving theseassumptions. Experiments catinvolve new features, marketing A/B testing, customer
interviews, etc. We then decidewvhether we progress with the strategy or pivot. Pivots can be big (new product, new market),
medium (same product, different market), or small (feature X vs feature Y).

The vision forP o | aapplisafios suite is to put the company at the intersection of key technologies and datasetghat offer
small-to-medium sized trucking companiesand freight brokerages the ability to compete with larger, multi-faceted
competitors. The Polarisproduct pathway outlines the key integrations andfunctionality to be added to the application on a
quarterly basis.Polaris will leverage existing ISV solutions where possible, and build the re$hisincludes applicationsto
addressthe following areas.

= =2 4 4 4 9

=2 =2 4 4 8 4 4

Portalsd customer, carrier, driver
Compliance and safety

GPS and Hours of Servicd ELD
ACE/ACI6 automated border clearance
Hectronic Data Interchange - EDI
Refrigeration trucksd temperature tracking and
monitoring

HR administration

Business intelligence- Bl

CRM®d enhancements and integration
Data transfer and migration utilities
Artificial intelligence - Al

Internet of things - IOT

Data Analytics

OWe were able to adapt the
the learning curve was short. The system has a lot of
functionality and the supportwe receiveis excellent! We
have been able to quickly scale owperations. We

increased our fleet by 100% without needing to increase our

head office staff count! would definitely recommend
Pol aris!o

Alan S., VP,Pacific Trucking

dPolarishas truly givenour organization the capabilities
and confidence to compete against mukbillion-dollar
corporations and win. Thanks for doing such a great job
with your team and yoursolution.d

Patrick C., President, Big Solutions Freight
Services
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Directions: Marketing & SalesStrategy

This sectiondetails how you will presentand communicate your offering to a pre-determined market segment in a
compelling and differentiated way in order to capture attention.

You will need to:

Articulate your marketing goals.

Fully describe the market segmen(s) targeted and their unmet needs.

Identify how you will position your offering to prospective usersin relation to the competition .

Sho w h o w pagsitiom Yolrloffering to induce channel partnersto sellyour solution (if applicable).

Offer a SWOT analysis of the strengths and weaknesses of your compaasywell as itexternal opportunities and

threats.

9 OQutline your pricing and provide supporting information as to why it will be effective with your target customers;
explain the pricing structure - tiers and bundles

1 Describeyour go to market approach @ sales team online, OEM, use of VARor distributors, referral or affiliate
programs, 3rd party mnsultants, system integrators online Marketplaces AppSource Azure)and more.

1 Explain how you will introduce and promote your offering to the marketplace, and what marketing mediums, tools

and activities you will use

= =2 4 A

See sample copy below & delete this table when template is complete
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MarketingStrategy & Sales

Target Market

Polaris currently serves trucking companies with 80
trucks, and freight brokerages with 10+agents.
Additionally, Polaris uniquely serves those companies
trying to run both at the same time d a trucking company
with a brokerage division, or a brokerage business with
some trucking assets.

Polaris is looking to aggressively expand its target market
parameters to include mid-market customers. With a
more robust and expandedsolution offering which will
offer integrations to other technologies in addition to
increase capabilities Polaris will increase its attractiveness
and value proposition to larger customers. As the breadth
and depth of the core solution increase, so too will the
volume and size of its customer engagements and
associated project and support services.

Positioning

Polaris ispositioned at the tipping point where individual
entrepreneursor single proprietorshipsare ready to take
the leap into expanding their business This could bea
small business of 35 trucks with visions of growing to 50
and beyond. On the other hand, it could be a forward-
thinking broker teaming up with another broker with
hopes of taking a companywith two or three agents up to
15 or 20. Polaris offers a sophisticated software solution
that allows small to mid-size companiesto reach critical
mass, and then scale beyond. This segment of the market
isvery attractive to Polaiis, and adding new usersin a SaaS
model will happen at an accelerated rate due to the rapid
growth and expansion of this market

This dynamic will createdivergence in the TMS software
mid-market; Polariswill leverage its head sart in the
Cloud while competitors cling to their existing models,
drop out, or start the long journey by themselves.

Sales Strategy

Polarissells its solutions directly to end user customeras
well as through strategic partners.

Polaris employs four marketing and sales professionals.
The marketing team qualifies leads and responds
immediately to incoming prospective customers. Hot,
qualified leads are then passedn to the sales teamwho
pursuethese leads Unqualified leads areplaced into a
three-month digital marketing nurture program (those
prospects early in thedecision-making cycle who are not
yet ready to buy).

Polarisisemploying an aggressive migration strategy to
move its current installed baseof on-premise customers
to the new Cloud platform and offering s.

One of sfoaldiato redaid® theaveragesales cycle
from the current 6 8 9 months down to 30 6 90 days.The
SaaS model leads to accelerated sales by making it easier

for customerstofindand ac c e stgals,gaml| ar i s o

explore the potential value of the product offering. Cloud
marketplaces like Microsoft AppSource provide Polaris
with a straightforward platform to showcase its software
eliminating the need for complex software demos and
environments.

Pricing

Thec o mp a new dlaud business gplication is

packaged and offeredon-demand, on a monthly
subscription basis There arethree tiered offers: Core, Pro,
and Enterprised priced at $79, $139 or $219 per user, per
month, respectively. These tiers offer a successive level of
capability and integration options, designed to match the
way a freight business typically grows and evolvesn
addition, each tier bundlesvariouslevels ofsupport.

Competitors charge significantlymore per month for the
use of their software They alsorequire customers to pay
high daily rates for customization, integration and
configuration services to achievethe functionality Polaris
offers out-of-the-box.

Customerscan secure more favorable pricing through
longer contract commitments and increasing volumes (#
of users).

At Polaris,deployment and customer support services are
offered in a fixed packaged price model.
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Best Value

North StarGuidance North StarGuidance North StarGuidance

Core Pro Enterprise

$79/ o $139/ $219/m

Free Trial

Like many SaaS companie®olaris offers customers @ree Trial of the software for 15daysviathe Microsoft App Source
marketplace. Customerscan determine for themselves the value the application can bring to their business. Customers can
continue with the service at the end ofthe trial by licensing the solution. For more complex customersP o | & salesstéam
conducts guided, customized trials.

Polaris also offers a library of-5-minute self-running demos of core functionality, based on buyer persong so prospective
customers have control overtheir own buying journey.

Sales and Marketing Goal
Pol ar i s 0 genegate 4000 riew subscription license users by December 2019.
Polaris allocates 10% of its overall gross annual revenues to marketing, including salaries.

Over the past year Polarisinvested in creating andlaunching its newbrand and website, and re-positioned its solutions as
modern Cloud-based solutions The positioning ofthe N o r t h St ar br&hd speaksriocthe deeds and desires of small
to medium-sized businesses.

Marketing Strategy :\;bokun_d Content thought leadership
L . . . arketing

F o | amarkstifig strategy and investment in ma_rketlng and sales assetre Approach 2 way communication

intended to educate buyers on why they need to invest in technology as a

means to gain a competitive advantage. Marketing is inbound rather than Search engine optimization

outbound focused. Content will speak to the needs and business pains of the

trucking and brokerage industries more than product features and Advocacy program

functionality. Educational assets

The company has three marketing team members focused on product
marketing, content creation, increasing company awareness, generath | eads and positioning the
market. Polaris is leveraging its industry domain expertise and showcasing its thought leadership in the industand utilizing

both traditional marketing and a full digital strategy.






