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About DMEC S

Our Core Competencies Our Vision

Insight: DMEC has gained valuable insight

into the marine energy Sector. / we believe that marine energy is a crucial
driver for a carbon free global energy supply.

Foresight: DMEC is in a prime position to

identify investment opportunities with the ‘

highest potential.

Our Mission
Diverse Skillset: DMEC’s team combines

expertise in technology, finance, offshore and
Environmental policy. )
poticy 1: g Accelerate the route to market for universal

Global Network: DMEC has an extensive and marine energy solutions.
global network encompassing all the main
stakeholders in marine energy.
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to attract investors......

Know what THEY care to know
...not what you want to tell them.
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Risk from Investors’ Perspective

The risk of lower revenues due
o0 az1l3a12 g to unexpected curtailment

The risk of lower revenues or
higher maintenance costs due to Technology
the technology’s novelty and
unpredictability

Policy The risk of lower revenues
(reve rsal) f:lue toa ret;oact:;/:Tc;leCge
. in @ cornerstone icy
Risk
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The risk of lower
revenues due to Resource [ ¥ : :
1
inaccurate resource % - ) % \ - Price Risk
potential estimation l \

The risk of price
volatility within a
stable policy regime

Risks linked to Marine Energy sector may be

Nperceived as too high by investors
e ——
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Becoming Investment worthy

Scalable Business

Clear Exit Potential Growing Markets

Investment
Worthiness

Executable Business Profitable economic
Plan model

Competitive IP
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The right approach before the right message

Launch it
Sell It

[T

Fund It
Protect It

Design It

Investors are looking for bankable solutions
rather than a particular technology

Need?

Clients?

Market?




What you have determines
the type of capital you obtain
...not the other way around
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The right message 2/2

‘ Market — The need and market size.

‘Solution- Product, Core benefit, protectable Technology
\

: ‘ Competitive Position — competitors & threat.
Sending \

The right
message

‘ Business Strategy - How you plan to grow beyond launch

|
. Financial Projections — Revenue model.

l
. Management - Relevant experience

‘ Exit Strategy - IPO/Acquistion (who?)
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Final Message

G Never hide behind technology. Use it to advance & enhance what you have.

a Investors want to meet YOU, not your technology.

e “scalability” of your business

° Raising money takes time. Start early. Go everywhere. Attend often. “See and be Seen”

a Relationships: You ARE judged by the company you keep. Get good advisors....they will be
your best advocates.

o Be prepared. Always. Think on your feet.
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Your Partner in
Marine Energy \
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