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Joshua D. Wright
Terrell McSweeny

In the Matter of

Jerk, LLC, a limited liability company,
also d/b/a JERK.COM, and DOCKET NO. 9361
John Fanning,
individually and as a member of
Jerk, LLC.
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NOTARIZED VERIFICATION OF A TRUE
SIGNATURE

OF
Richard H. Bell, 11

Chairman
Of
Harvard Business Services, Inc.

I _, a licensed Notary Public in the State of Delaware,

appointed for a term extending to October 18, 2015, do hereby attest that the
attached Declaration of Richard H. Bell, II bears a true and correct signature of
Richard H. Bell, II, Chairman of Hatrvard Business Setvices, Inc.; affixed this 24® day

of September, 2012.

State of Delaware )

)
County of Sussex )

B o Dbl

My Commission Expires October 18, 2015.

SS.
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DECLARATION OF RICHARD H. BELL, II

1. My name is Richard H. Bell, II. 1 am founder and Chairman of Harvard Business
Services, Inc. (“HBS”), a document filing service in Lewes, Delaware. The following statements
are within my personal knowledge and, if called as a witness, I could and would competently
testify thereto.

2. HBS is one of the leading providers of business formation services. Since 1981,
HBS has helped more than 90,000 businesses incorporate in Delaware. HBS also serves as the
registered agent for more than 34,000 companies. HBS does not participate in, and is not
responsible for, the daily operations or business practices of the companies it incorporates.

3. One of HBS’s clients is John Fanning and his company, NetCapital. Mr. Fanning
has formed approximately 25 companies through HBS.

4. In January 2009, Mr. Fanning hired HBS to incorporate and serve as the
registered agent for a company called Jerk LLC. On January 21, 2009, HBS officially
incorporated Jerk LLC as a Delaware limited liability company.

5. HBS served as Jerk LLC’s registered agent for approximately two and a half
years. During that time, HBS received approximately 50-60 letters concerning consumer
complaints about Jerk LLC, and 10-15 complaints by phone. I do not believe HBS has received
that many complaints about any other company.

6. HBS’s policy is to forward mail it receives for a company to the contact person
we have on file for that company. Per our policy, HBS mailed the complaint letters to John
Fanning and NetCapital at the current address (at the time) that we had on file for them. Some
went to (. I - sorc vent to .
B So:oc complaints were sent to Jerk LLC’s lawyer Maria Crimi Speth,
Esq.; Jaburg & Wilk, P.C.; 3200 N. Central Ave., Suite 2000; Phoenix, AZ 85012. 1 also

FTC-JERK0001387
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personally called Mr. Fanning on several occasions to express concern about the number of
complaints HBS was receiving about jerk.com.

7. When HBS received an inquiry, complaint, or other correspondence about Jerk
LLC, an HBS employee entered the information into the ;‘notes” section attached to the Jerk
LLC computer record in the HBS client database. The notes contain the name of the HBS
employee who received the inquiry and a notation about the nature of the inquiry. A true and
correct copy of the notes regarding Jerk LLC that my employees entered into HBS’s client
database are attached as Bell Attachment A.

8. On June 25, 2012, HBS sent Jerk LLC an “Intent to resign” letter as required by
the Delaware Secretary of State giving them 30 days notice of HBS’ resignation. On July 30,
2012, HBS resigned as registered agent for Jerk LLC.

9. I declare under penalty of perjury that the foregoing is true and correct.

Executed on September 24, 2012, in Delaware.

Richard H. Bell, 11

FTC-JERK0001388
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NetCapital: Investment Vision

At The Leading Edge of Innovation in Wireless, Broadband, Communications and Media

NetCapital.com LLC (“NetCapital”) is a private company targeting the substantial growth opportunities in wireless, broadband, media and

commercialize novel or potentially market-dominating innovations in those areas.
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We next determine the hurdles and opportunities in those segments and seek companies that provide solutions to the hurdles, access unmet
opportunities, or unlock unforeseen potential.

Turnkey Solutions
Systems Integrators
Opportunity Creators

Wireless, Broadband, Hurdles and
Communications, Media

Highest Growth Areas Opportunities

P

N

We will pursue investments globally in various types of companies that provide complete turnkey solutions to advancing technology.
We will pursue software and middleware solutions and systems integrators in areas like WiMax, 4G, Nanotechnology, Media
Convergence, Wireless Media, Entertainment, RFID, Wireless Networking, Data Streaming and Optimization, SmartGrid, and
leverage our unique ability to partner technology to create and commercialize total solutions. 2

- Attachment A - 2
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NetCapital: Investment Vision

Leading the Mobile and Wireless Communication Revolution

In 1999 We Launched the

—
w - A - o
- ~

e

ETCAPITAL N

The mobile, wireless, and broadband markets today are reminiscent of the internet market in the late 1990s; then, as now,
the fundamental protocols and business segments were well developed and the opportunity lay in innovative use of the
nascent network. Thus there is an enormous near-term opportunity in optimizing and taking advantage of this network,
and NetCapital seeks investments in companies we believe can do that.

AsIHHEE 1 ointed out in The Big Switch, John Fanning’s Napster was the first “Web 2.0” company. Mr. Fanning
and NetCapital build on this pedigree of innovation and prescient insight to invest in and help build the companies that
will be instrumental in maximizing the potential of existing communications and media structures, and those that help
shape the future of those markets.

Near-Term

4
| Potential

-Attachment A-3
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NetCapital: Investment Approach

Longer Term: Building Market-Dominant Entities

NetCapital’s goal is to own the No. 1 player in each of the largest broadband media and entertainment market segments. NetCapital has
several partner companies already in leadership positions and a team of professionals that have created market-leading companies.

While our near term opportunity focuses on taking advantage of established networks and protocols, our longer-term opportunity will
center around companies that can optimize networks or advance innovations that radically alter network effeciency, availability, or
capability. As we develop companies with these types of technologies, we will leverage our unique knowledge of how communication will
be enhanced to develop complementary companies that can readily take advantage of these innovations once deployed.

Growth Area of Wireless, Mobile,
Media or Communications Sectors

Ideal Ta rg et Investment Novel Tech Innovation / Solution

Best in Class / Market Dominant Potential

Strong Synergy with Portfolio

-Attachment A-4
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NetCapital: Investment Summary

Four Key Areas of Focus:

middleware, applications that foster the communication of or expand the efficiency of
hardware and / or networks, and technologies that create better integrated or better
empowered communication. We will assess opportunities across global markets.

> We will invest in companies poised to make the strongest, most rapid use of the existing
wireless and broadband networks in the near term and those that radically reshape those
networks in the long term.

> We will also seek to capitalize on the media, entertainment, and social trends this technology
enables in both the short and long term, paying special focus on emerging consumer trends
and looking for the platforms and asdfas that will become an integral part of user lifestyle.

» Target companies in key segments of this space including infrastructure service providers,
vertical market makers, horizontal market makers, and customer aggregators and help them
rapidly achieve their market potential.

> We aim for investments synergistic with our portfolio. We seek companies with the potential
to gain the number one market share in its respective market and that has leverage-able
technologies or insights that accrue benefits to the rest of the portfolio. ldeal targets should
have commercializable innovations that play to the core strengths of our fund managers to
help market, distribute, and deploy these technologies through partnerships with dominant
Attachment A - 5
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NetCapital: Investment Vision

Staggering Untapped Opportunity

AS Droadband and mobille technolog

devices, and the potential in the segments we target - mobile, broadband, communication and media - is truly enormous by any
measure.

The consumer market today is dominated by massive end-to-end vendors, but as we recently passed the 1-year anniversary of the App
Store opening, and it's 1.5 billionth download, it is clear that in this market total control is eroding, opening up the way for many
players. We believe this is emblematic of the trend not just for mobile user applications, but a wide range of solutions-based
innovations across hardware and networks. NetCapital is positioned to exploit this opportunity, targeting innovative businesses and
paradigm-shifting opportunities.

We’re In the Tip of the Iceberg on Mobility

John Chen, CEO, Sybase

-Attachment A-6
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NetCapital: Investment Approach

Leveraging Our Network to Slingshot Successes

Targeting the established benefits of a roll-up, NetCapital is building a strategy around quasi-independent companies with each

portfolio company seeking success independently while being stakeholders in the success of the whole. Having experience in audio

NetCapital targets various segments in the broadband media and entertainment markets, which includes infrastructure service
providers, vertical market makers, horizontal market makers, and customer aggregators. The Company's goal is for its partner
companies to achieve number one market share position in each of their respective market segments, thus giving NetCapital
tremendous influence in every important broadband media and entertainment market

A [

Portfolio

Company E=D' portolio ¢===) Portfolio
Company Company

Portfolio
Company

7
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FTC-JERKO0001415

CX0046-007



Our People + Our Network = Our Edge

Our Difference: Entrepreneur / Managers
Our management team is composed of highly seasoned entrepreneurs. We've been through the company building process numerous

entrepreneurial companies through the process from initial funding through successful exit. We also have plenty of experience from

Not Just Investors, Team Members

We work closely with management teams from due diligence, through initial investment, and beyond. Partners continue to work with
portfolio companies, and at our weekly meetings we review opportunities for partners to leverage their collective experiences and
networks to help portfolio companies. We are active participants in the accountability of management and governance of our portfolio
and client companies. We maintain frequent contact with the CEOs, senior Partners of the management team, outside board partners
and co-investors of our portfolio and client companies.

Team Players, Team Creators

We help portfolio companies source the best personnel assets for their companies and assist in the creation of a management team
appropriate for a particular stage in a company’s growth. We leverage our network of executive search firms, entrepreneurs, other
portfolio companies and venture capital firms, as well as service providers such as investment banking, legal and accounting firms to

help find the appropriate candidates to replace or augment the management teams of portfolio companies.

Tapping Value in Qur Partnership

NetCapital is dedicated to building the most powerful franchises within their partner companies by offering strategic guidance,
operational support, executive recruiting, IT support, financial acumen, and business development expertise across our network of
companies. We believe that being a member of the NetCapital community can substantially increase a company's competitive position.

-Attachment A-8
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Our People + Our Network = Our Edge

Why Our Relationships Make the Difference

Finding Crucial Technology Partners

We have a strong network of senior executives in both public and private companies in industries such as media (digital, print, television and
radio), cable and telecommunications, technology hardware and software, financial services, legal services, aerospace and defense, among others.
We actively make introductions for our portfolio companies and assist in arranging meeting with senior executives at the potential customer or
strategic partner/channel partner. We also regularly meet with these senior executives to help us better understand the market opportunities and
the competitive landscape, which in turns helps us to provide better advice to our portfolio companies.

Shaping a Model and Securing Capital

We develop business models and strategies with our portfolio companies to distribute, market, sell and license products, solutions or applications
within the global marketplace. We bring our strategic focus to additional financing as well. We assist management teams with developing
reasonable revenue, partnership and operating milestones that they can accomplish with existing capital. We work with the management team
to develop a financing strategy that includes the timing of the next financing, and we tap into our financing pipelines to secure the right structure
of funding to move forward, and we our vast network in the financial community to assemble the appropriate team of financers for the venture.

Optimizing Exit Strategies

Given our collective experience in providing strategic and transactional advice at leading investment banks, we help counsel the CEOs of our
portfolio companies on optimizing the company for a successful exit, whether by acquisition or through an initial public offering. Often, this
includes helping to accelerate the portfolio company’s growth through acquisitions or mergers of complementary companies. We work closely
with the management team and board to identify potential acquisition and merger candidates to extend the portfolio company into new
geographic and business markets, and we provide sound advice to help execute on such acquisitions. At the appropriate time, we help the
management team identify and work with potential acquirers or, if appropriate, pursue an initial public offering. 9

-Attachment A-9
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NetCapital: The Relationship Advantage
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people starting companies, we know where i i W ACQUIS't'On / IPO
to find them - and what they need. We keep = JJ_L ‘=_ Odur relationships give us a wealth of exit
our finger on the pulse of the innovation I - ~ 0 strategy options. We have extensive lines
marketplace and our personal relationships -4 7 3 T into companies like Microsoft, Google,
as well as our insights give us access to the i,’ Distribution Pa rtners ‘_= AT&T, IBM, Dell, Sprint. We've sold
most promising deals anywhere. ~We've ' Our network can help new technologies or v our many of the companies we've started,
created and been around game-changing l;g content be accepted, established, validated, ==‘ and we've taken others to IPO. Our
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companies to give each of our companies t.he tap into a vast array of funding sources from

proprietaty .edg'e that the. other companies the VC community, our own funds, private

possess. This gives portfolio companies access investors, and leading corporations. We look

to the best innovations without the hurdles that for creative ways to approach funding for the
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NetCapital: Extraordinary Track Record

Creating Innovation, Commercializing Technology,

Growing Companies, and Achieving Success
]
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Experts at:

more from infancy to exit.

» We've taken our own companies through hundreds of rounds of financing for several
hundreds of million dollars - soon to be over a billion dollars

> We been responsible for allocating investment portfolios of over $2 billion.
» We’ve been consultants responsible for implementing high growth strategies

HANDS ON, COLLABORATIVE TEAM

» Our partners have been CEOs, CFOs, Company Presidents, Heads of Business
Development, CTOs, COOs, Managing Directors, Analysts, and more. We have
extensive experience on both sides of the venture business.

> Partners in the truest sense. We've built companies ourselves; now we're using that
experience to work with the management teams of our portfolio companies to build a
stable of great enterprises.

> Entrepreneurial DNA. We’ve done it, and we still love to do it. We will be passionate

about our investments, putting a personal stake and stamp on our ventures. 1

-Attachment A-11
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A Powerful Collaboration of
Technology and Media Innovators

We harnesses the expertise, V|S|on and Ieadershlp of people behlnd breakthrough achievements in
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A Unique Group of Experts forms
An Unparalled Management Team

i Entrepreneurs |
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Our Entrepreneurial DNA

Venture Partner Role Result
Individual Inc Co-Founder S35 million IPO;
$84 million Merger with Desktop Data;
Becomes NewsEdge, acquired by Thomson.
elogic VP BD, Strategy at startup $79 million acquisition, June 2000
stage |
Valicert Co-Founder $40 million IPO i’
Vasamed Founder $34.8 million IPO !
i
Napster Founder $121 million acquisition by Best Buy %
CTVN Co-Founder $36 million acquisition by ZDTV; ;
$200 million acquisition by Vulcan Ventures as TechTV; 1
merged with G4 / Comcast
FutureXmedia Co-Founder $17 million acquisitions by Korea Game Company
MainFrame Ent. Co-Founder $30 million (Cdn) IPO; Acquisition of controlling stake by IDT at
$20 million valuation
PermissionTV Co-Founder $20 million in VC funding to date
Rupture Founder $30 million acquisition by Electronic Arts
RGB Technology Founder Privately owned.
FineTune Co-Founder Privately owned. A
1

- Attachment A - 14
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Our Investment Credentials

Investment Banking, Valuation,
Portfolio Management, Risk
Anaiysis

“V’

Strategy, Consulting, and Legal

 BAIN & COMPANY |

\ilii 7’
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Investment Track Record

Investment Investment S | VALUE IRR% MULTIPLE OF
| hame REALIZED CAPITAL

- Etec Systems 1990-1999 S80 m LBO $1.7 bn
-

Some people make investments,
We Make Investments Work.

Our collection of skills helps portfolio companies create value,
achieve their potential, and become great investments

16 16

- Attachment A - 16
FTC-JERKO0001424

CX0046-016



NetCapital: Our Partners
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NetCapital: Our Partners

John Fanning

John, Founding Chairman and CEO of Napster, has been a pioneer in Internet Technologies for over 15 years. In addition
to his work with Napster on the distributed aggregation of content, he has introduced such net-related innovations as
client-server game play, audio chat, and auto-upgrading/authentication. Since 1994, he has founded numerous
successful Internet ventures, including Napster, NetGames, NetMovies, and NetCapital. John attended Boston College,
and has a background in Finance from his work at Fidelity Investments in Boston, MA.

-Attachment A-18
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NetCapital: Our Partners
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NetCapital: Our Partners
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NetCapital: Our Partners
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NetCapital: Organizational Chart
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NetCapital: Deal Filters

» Markets: Select areas within Wireless, Broadband, Media and Communication, Globally. Market

organization around novel technologies and ideas. We can bring the experience, contacts, and
strategies, so we seek managements highly amenable to a team approach.

» Technology: Solutions-based technologies. Optimization applications that enhance existing data
infrastructure or increase the efficiency or power of networks, devices, and communications systems.
Enhancements that shift the media paradigm especially with respect to large scale consumer patterns.

Special Consideration for technologies close to commercialization that leverage partner core
strengths in driving marketability and take advantage of our network of relationships to drive
adoption. Companies that bring synergies to the portfolio strongly desired.

23
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NetCapital: Fund Profile

= 12-15 core companies

= Participate in Follow On Rounds

= Focus on commercialize-able / partner-able technologies.
= 1-2 Board seats every deal

= [ntimately involved in Strategic Planning of company.

» Premier Syndicate Partners

= |[n unsuccessful deals, focus on leveraging assets to add value to
other portfolio companies.

24
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NetCapital: Fund Update

= Seeking International Investor Base

25
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Preferred Co-investment Syndicate Partners example

Long Term Relationships

Strong Brand Partner

Strong Domain Expertise
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Current slate of com
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NetCapital: Timing is Ripe to Invest
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When fund flows
are high, returns
on funds fall

Graph A Source: PricewaterhouseCoopers/National Venture Capital Association MoneyTree™ Report, Data:

Notes: Based on data compiled from 1,036 U.S. venture capital funds, including fully liquidated partnerships, formed 29

between 1990 and 2008. Returns are net of fees, expenses and carried interest. Vintage year funds formed since
2005 are too young to have produced meaningful returns. Analysis and comparison of partnership returns to

benchmark statistics may be irrelevant.
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NetCapital: Timing is Ripe to Invest

Veniure Capitai Deais Tracked with Prior Year Nasdaq Ciose

When the market falls, funding for VC investments also drops.
This is a great time to invest. Supply of Funds is low - fewer VC’s
means less competition and deals not bid up. Better deal terms,

umkgl| EIE
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= ————————
A7 "\ / - \\ H meaning more players and more money bidding up prices.
= 7 N T2 equals favorable deal terms on the exit end.
. If a VC has funds to invest during a lull, it may achieve better deal
terms on both the acquisition and exit end.
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This is reflective of the current situation and current opportunity
in the VC market - one we’re very excited about.

“M&A Deals will likely comprise an
ever-larger piece of the VC exit pie”

- MoneyTree Report by PriceWaterhoueCoopersand NVCA on data from Thomson Financial

Our relationships and experiences position us to thrive in
this type of exit market.

Source:
Mergerstat.com
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Web 2.0 still performed remarkably
well.
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e Teleram Services . .
We believe that following the current

downturn, companies poised to take
advantage of the ready opportunities in
wireless and  mobile  services,
applications, and software will perform
similarly well, despite a cautious
overall economic picture.
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Source: Cambridge Associates LLC U.S. Venture Capital Index And Selected Benchmark Statistics as of March 31, 2009, published 8/12/09
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VC - Recent Trends and Performance

U5, Verture Capital Index® Compared to Other Market Indices Five-Year Ro]ling AverageS'
for the One Vear Ended March 31, 1000 :

Venture Capital vs Public Market Indexes

U5, Vennre Capical Indexi
Lehmumn Brotkors Gov'e'Corp Bond Inden

VC outperformea
Masdaq Comiposite 32
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As of March 31, 2009 Since 1990, VC has
outperformed S&P500
and NASDAQ for 5-year
periods ending 94, 96-
04, 08, and generated
negative 5-year returns
only twice.

Sources: Charts 1&2: Bloomberg, Cambridge Associates LLC U.S. Venture Capital Index®, Lehman Brothers, Inc.,

Standard & Poor's, Frank Russell Company, Thomson Datastream, The Wall Street Journal , and Wilshire Associates, Inc.
Chart 3: NVCA 2009 Yearbook prepared by Reuters
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VC - Recent Trends and Performance

“The TOU I‘iStS Have Left” -Mark Hessen, President NVCA

33

= Venture capital under management by end

2008 decreased 24% from end 2007.

» Large funds raised during bubble rolled out
of industry’s managed capital, replaced by

smaller, more target funds.?

» We consider these trends healthy for
future returns.

1,2: NVCA 2009 Yearbook prepared by Reuters

-Attachment A-33
FTC-JERK0001441

CX0046-033



NetCapital: Competitive Landscape

L\ C e chiftinaanay fon

» We will primarily focus on early

stage companies. This is
counter to industry trends, but
we believe offers us a
better opportunity for long-
term returns.

Source:Chart 1: Deloitte ToucheTohmatsu (DTT) Technology, Media & Telecommunications (TMT) industry group’s 2009 Global
34 VentureCapital Survey. Chart 2: NVCA 2009 Yearbook prepared by Reuters
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NetCapital: Competitive Landscape

Source: Deloitte ToucheTohmatsu (DTT) Technology, Media & Telecommunications (TMT) industry group’s
2009 Global VentureCapital Survey.

Series Q2709 | QI°09 | Q4°08 | Q3°08 | Q2°08 | Q1708 | Q4°07 | Q307 . ]
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Eandhigher | 17% | 22% | 15% 13% 15% 19% 15% 9% pnmar”y in A rounds (and

some B) and follow- ons
for our portfolio companies.
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VC — Near Term Trends

= |International - VCs anticipate significant opportunities in China, Brazil,
India, and others.

Moblle 2.0 — mcreased capacity of mobile devices, better mobile networks,
including 4G, Wimax. Mobile video, purchasing, gaming, and alternate
reality and gaming via integrated mobile devices.

= Social Networking / Gaming
= Transition to Digital Distribution
= Convergence of Technologies

= CleanTech - though this is an area of high growth and significant fund
interest, we do not plan to seek opportunities here as we will maintain a
fund d|SC|pI|ne in our pirmary areas of expertise.
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NetCapital: Current Portfolio Companies

c COlNvergeu COIrror or drid Op dl U DULION O1 COTTE OTTY COTNTSUITe clcTld C UICE

Fanning, founding Chairman and CEO of Napster, Inc., NetMovies targets inefficiencies in distribution networks.

Just as Napster was designed as a broker of consumer-owned files, providing liquidity in file sharing networks that pioneered the field of multimedia file
sharing, paving the way not only for peer-to-peer networks such as Bittorrent, but also proving the fundamental business model that fuels YouTube, and
establishing the internet as a venue for music that inspired the resurgence of Apple and forays into the space by leaders such as Microsoft and Dell, with
NetMovies, Mr. Fanning has applied his vision to broadband media, identifying inefficiencies in the network. Initially expanding on peer-to-peer
technology developed at Napster, this line was spun out to Boston-based PermissionTV, allowing NetMovies to target the one factor most limiting to
internet media: the challenges associated with bringing the video from the lean-forward internet to the lean-back television.

NetMovies first product will be a device to wirelessly transmit full-HD signals along with broadband internet across short distances and across longer
distances within the home using existing cabling infrastructure and without requiring any effort on the part of the consumer beyond connecting existing
cables. Simultaneously, the company will be integrating its existing content distribution infrastructure into the device, offering both the ability to distribute
content and multi-media advertisements attached to content delivered by the Company or others on the internet.
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NetCapital: Current Portfolio Companies

1) Multimedia Hardware — NetMovies has concepts and preliminary designs for a revolutionary device that will deliver wireless HDMI and HDMI
over standard home wiring — allowing for longer distances and traversal of signal-blocking structures. Wireless and wired dongles will attach to
televisions and A/V equipment minimizing the footprint and eliminating the need for additional components, while control of the system will via
AJAX-enabled wireless web accessed via a NetMovies mobile device or any third-party wifi or cellular device with a browser.

2) Formal and Informal Content — Connecting both traditional and internet entertainment sources, users of NetMovies devices will have access to
television, DVD, or cable and additionally, pending agreements where necessary, formal and informal content available on-line, allowing access to
not just such mainstream internet content as Google’s YouTube and Amazon’s Unbox, but also fringe content available on sites such as TrueTV,

Hulu, Joost, Break, or even BitTorrent. Beyond this, the NetMovies CDN offers the capacity to store and deliver such content desired but
unavailable elsewhere.

3) Advertising Revenue Streams — Integral in the NetMovies devices will be the ability to insert pre-roll, mid-roll, or post-roll advertisements
delivered via the NetMovies CDN. These ads will be centrally managed, able to be delivered on a global, regional, or individualized basis, and,
because the NetMovies are conceived around full-screen entertainment, will be able to be delivered seamlessly with third-party content sources.

Top Tier Strategic Partnerships — NetMovies is pursuing relationships with strategic partners relevant to all aspects of its business—hardware,
networking, content, consumer electronics, and distributors. For example, [Blockbuster Inc.] (“Blockbuster”) was a start-up investor in NetMovies and

has been instrumental in establishing early relationships between NetMovies and content providers, as well as representing a potential distribution and
marketing partnership.
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netmovies

= 4

The key to the NetMovies model is to exploit the opportunity created by parallel media consumption. Various sources report an almost doubling of the

goal of seamless connections, NetMovies is exploring such user interface models as, for example, connecting the top of a screen device with a
television, allowing digital content to be pushed off the top of the screen to appear on another connected device. Dating back to the original Napster, this
integrated entertainment model has always been Mr. Fanning’s vision, and only now has the technology arrived and become mainstream enough for it
to be realized.

A significant opportunity exists to provide multi-screen integrated entertainment beyond the single-screen convergence model currently being explored
by such vendors as Apple, Tivo, and Microsoft. NetMovies believes it can capitalize on this opportunity and address the shortcomings of its competitors
by utilizing a revolutionary technological framework to integrate a range of services and content:

Advanced Technology

» Wireless and waveguided HDMI technology is now, for the first * Moore’s law and miniaturization make possible the deployment of multi-
time, making existing home data infrastructure able to satisfy the purpose, muti-capability systems able to fit into a package small enough to
requirements to achieve this integration; fitin a dongle;

* New chip technology enables datapath convergence and multi- * Diverse revenues - Hardware sales, Partner fees, Advertising distribution
format decompression to be pushed downstream.

» With few limitations, any and all content distributable in any medium will
» Premium content; Range of Content be able to be pushed to a television screen

Going forward, NetMovies is establishing and building relationships with strategic partners in all segments of its business—hardware, networking,
content production, consumer electronics, and distributors. These partnerships would create substantial growth opportunities in the near future,
allowing NetMovies to expand into markets outside the home including mobile and professional markets

40

-Attachment A -40
FTC-JERK0001448

CX0046-040



NetCapital: Current Portfolio Companies

NetWire>>

firms such as Paypal and Western Union which impose costly fees on the transaction.

Revenue Model
The majority of revenue for Netwire is interest (float) collected on member's accounts. Member accounts are similar to checking accounts
provided by banks in that our members will not realize any of the interest payments to their accounts; instead, this interest will be realized as
Netwire revenue.

Revenue is also generated through transfers involving the exchange of currency. By setting foreign exchange rates slightly below those set by the
marketplace, we generate extra revenue on every transfer involving currency exchange.

An additional source of revenue is generated from member withdrawals involving the use of an ATM. These ATM fees are shared with the owners
of the ATM network. While small, the fees encourage the use of the ATM's and therefore build a significant amount of revenue for Netwire over
time. Rather than pay traditional ATM fees of $2 or more Netwire users can pay fees as low as .25 cents.

Finally, but not inclusively, we generate revenue through strategic alliances with firms possessing certain characteristics. These alliances build
revenue by attracting customers, while also building revenue through the sale of information regarding member spending to the allied firm. An
example of such alliances might be offering Dell coupons for Dell customers who processed their order through Netwire, or Blockbuster gift cards
which enable movies to be sent as a gift, all processed exclusively using the Netwire network. Bestbuy for example can bundle discounts with
products which encourage value minded shoppers to buy the latest cell phone and pay for it using Netwire for cell phone service!

Further information regarding transfer frequency, origin and destination pairs, and global interest rates, among other things, are calculated in
order to capture monthly, quarterly and yearly projected revenue.
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NetWire>>

How would you like to be one click away from instantly transferring funds to someone anywhere in the world? With Netwire, this is possible.
Currently, it takes brick and mortar establishments considerable amounts of time to process and post transfers to recipient's accounts.
Through our service, members are able to safely and instantly transfer funds anywhere in the world, without fees of any sort. Herein lies our
competitive advantage, and innately we are capturing market share from the current brick and mortar establishments and from other online
money transfer companies, while revolutionizing the way people transfer money.

Netwire eliminates the fees associated with firms such as Paypal and Western Union, significantly lowering costs for the transactions to its
members. By eliminating both flat fees and percentage fees per transaction, Netwire is able to significantly undercut its competitors, offering
retail customers a way to slash costs and offering individuals the ability to transfer money online as cheaply, and far more conveniently, than
they can offline.

In addition, strategic alliances with firms who fit the mold laid out in our business plan are being pursued in an attempt to grow the member
base. These strategic alliances will also include firms who are household names and that have a vast number of locations, allowing us to
capitalize on their distribution network, while keeping our costs low.

Moreover, at this stage we will be able to capitalize on business opportunities and avoid the bureaucracy involved in the everyday business of
large corporations. By operating as a closely held firm, decision-making is less cumbersome; as a result the firm operates efficiently and
without the complications brought upon by the bureaucracy of big business. The technological edge brought upon by the way we do business
also carries over into the streamlining of business decisions, further adding to the competitive advantage of Netwire.
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NetWire>>

!lsrupllve |ec!no|ogy

online payments such as credit cards or Paypal by using Netwire. Because Netwire Is a PIN based system we can not only disintermediaie
Visa and MasterCard, making them obsolete, but also we may drastically reduce or even potentially eliminate retail credit card fraud.

The Need for Additional Capital
Netwire is in its early stages, meaning that additional capital would enable us to take full advantage of our current business opportunities, and
to expand on our current infrastructure that will allow us to properly manage our growth.

Exit Strategies

Within the next 12-24 months Netwire should have the opportunity to go public if it chooses. Once the firm is well established and the timing
is correct, Netwire will have that flexibility. Contrary to many other firms that attempt to become acquisition targets, we on the other hand plan
on purchasing other companies in the hope that the synergy created from the purchases is able to further compliment the operations of
Netwire. There are a number of small targets that both enable additional Netwire network function and aggregate customers. In 2004, First
Data Corporation (owner of Western Union) spent $7,530.9M in acquisitions, and while we do not anticipate spending this amount on
purchases early on, we still feel that an acquisition strategy is viable possibility that could be facilitated by an IPO.
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U243

generation, conferences and events, product launches, professional development, internal communications and executive announcements. More than
700 organizations in publishing, technology, life sciences, government and financial services rely on ON24. Its customers include Cisco, United Business
Media, Credit Suisse, GE Healthcare, Hewlett-Packard, IBM, Motorola, the National Science Foundation and Samsung. Founded in 1998, ON24 is
headquartered in San Francisco, with offices in New York, London and Singapore.

Virtual Events Specialists

ON24 is committed to providing industry-leading webcasting, lead generation and virtual events solutions that meet the performance, value and reliability
requirements of businesses of all types and sizes. ON24's focus is on the breadth of its product offering; as a result, it provides a full portfolio of
products, solutions and services for internal and external communications.

* ON24 Webcasting: For a feature-rich, interactive and highly branded way to reach an audience of thousands worldwide. Available in both full- and
self-service models.

* ON24 Virtual Show: Conduct virtual trade shows, jobs fairs and partner marketing events in a virtual environment allowing speakers/exhibitors to
inform and interact online with attendees.

* Insight24: Featuring 5,000 videos, webcasts and podcasts from over 175 leading-edge companies, Insight24 extends the marketing reach of rich
media content while improving lead generation investment ROI.

A primary benefit ON24 provides is superior lead generation. Customers generate more qualified sales leads by leveraging the impact of streaming
media communications and ON24's lead generation system.
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virtual event initiatives. These include:

* Conferences and events * Training

* Product launches * Continuing education

* Sales lead generation * Marketing communications

* Executive announcements * Investor relations

* Financial road shows * Virtual trade shows

* Corporate and human resources * Virtual job fairs
communications * Partner marketing events

Innovative Technology, Proven Quality and Reliability
The patented ON24 platform is comprised of web-based tools used for the development and production of customizable webcasts and virtual events.
The audience interfaces are delivered with HTML, JavaScript and Flash. The back-end runs on Java/J2EE.

The technology is delivered as an ASP (Application Services Provider) solution. The architecture generally consists of an Oracle database, Weblogic
application servers and Apache web servers running Solaris. Microsoft-based technology, Real Networks and Adobe Flash are used for encoding and
streaming live and on-demand media (video and/or audio).

Flawless execution is required for the types of virtual events for which ON24 systems are typically used. ON24 has implemented a number of measures
to guarantee reliability. For example, reliability is ensured with ON24's unique network featuring two fully redundant data centers. However, ON24 also
has the ability to react immediately and positively in those rare instances when customers are seeing a failure that affects their viewing audiences.
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the company's webcasting and virtual events solutions are able to serve the needs of clients and their audiences everywhere. ON24 has produced
webcasting events throughout the United States, Canada, Europe, Asia and Latin America and has a global network of local single- and multi-camera
production crews. The company has produced multilingual webcasts in languages such as Japanese, Mandarin, Korean, German, Spanish and French.
Preferred partnerships with Globix and Akamai mean ON24 customers have access to one of the largest and most comprehensive and effective content
delivery networks in existence.

* Global content delivery network

* Compatible with most Asian and European languages

* Channel partners and studio and production affiliates throughout North America, Europe and Asia
* Unsurpassed level of network scalability for audiences of all sizes

24/7 Service and Support
ON24 has a best-in-class service offering:

* Professional Services consulting comprised of a team of seasoned event managers
* Full production capabilities

* Signal acquisition

* Hosting, encoding and distribution

* Graphics and animation creation

* Template building and customization

Funding
* Canaan Partners * Rho Ventures * U.S. Venture Partners

-Attachment A - 46
FTC-JERKO0001454

CX0046-046



NetCapital: Current Portfolio Companies

praise and disputes, computing ratings, and gathering feedback and comments; the system provides for users to include photos and personal
information.

Online reputations are critical to social and business interactions. eBays growth was as much fueled by its credible reputation management as by
its marketplace. Buyers today can review feedback related to transactions. This enables millions of buyers and sellers to build relationships
based on trust. On Amazon, product reviews establish trust for otherwise unknown products and authors. However, this trust is brokered: we trust
Amazon reviews and eBay reputations not because we believe in the participants but because we believe in Amazon and eBay. Several vendors
have made attempts to establish vendor reputation and major social networks provide the infrastructure for a pervasive consumer reputation
platform but in neither area has a clear leader emerged, especially since eBays retreat from tracking buyer reputation in 2008.

Designed to offer Wikipedia-like information on doing business and for social interactions on the web, the content is growing organically from the
users themselves and reflect the view of the people who have personal first hand knowledge of the profiled individual. As we achieve market
penetration, first targeting stranger-stranger transaction venues such as eBay, PayPal, Amazon zShops, and also the online dating space,
Jerk.com ratings will become the ubiquitous reputation service across the net. On Jerk.com employees can praise or critic their bosses while
those considering a new job opportunity may be able to find what a person is like to work for. Online daters are able to post and read feedback
about what a person is like to date. Other vertical applications are abound.
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developers 10 mash-up a reputation component in their sites. The Jerk score, integrated through the Jerk API, can re-create recently-deleied
buyer rankings in eBay and provide an aggregate reputation to even thinly-trafficked sites on the web. This integration will be provided free of
charge to site owners in order to gain widespread adoption.

For example, looking at the Jerk.com value added in the dating space, surveys have shown that as many as 40% of men registering on on-line
dating sites are in a committed relationship. Jerk.com, by allowing participants to rate each other in a venue that exists longitudinally across the
net, offers daters the opportunity to rate their dates in a way that will stick with them in every thing they do. Many relationships end with a desire
by one party or the other to protect others from the negative aspects of their dating experience, whether it be quirks, personality flaws, or major
deceptions. Once again, by focusing on the "jerk" aspect, filing a report on Jerk.com provides a simple, easy interface for a benign form of
vengeance. With the dispute resolution steps, the majority of false reports will be easily dismissed while the accurate ones will stick with the
offender. A Jerk.com score will stick with offenders, providing a benefit to dating sites who integrate the Jerk widget into their interface and also a
third-party reference check for users of those sites that do not.

Used in commerce, Jerk.com extends the proven functionality of Ebays seller and customer ratings across the web. Extending the model proven
by Ebay, Jerk.com adds several key functions. Ratings are weighted by each raters positive scores: users with terrible feedback have little ability
to rate others. While anonymous ratings are a part of Jerk.com, with partner sites, buyers and sellers are connected through a transaction and
participating in certified transaction ratings are also given extra weight. By combining these two factorscomputing each users Jerk score giving
weight to ratings by well-regarded users and also to certified partner transactionsderk.com provides a strong incentive to participate formally in
the Jerk.com network. Vendors who participate can embed a widget on their site that will unobtrusively invite site visitors to join Jerk.com if they
have not already done so; for those who do participate, the users own and the vendors score will be displayed. This benefits both parties by
giving users confidence in vendors and vendors will be able to learn the scores of users who visit their site and also get a reading on those who
make purchases. It is conceivable that some vendors might, like they did on Ebay, require a certain rating and a certain number of feedback
results from a user before completing a transaction or a transaction of a certain size.

48

-Attachment A-48
FTC-JERKO0001456

CX0046-048



NetCapital: Current Portfolio Companies

bad actors will be motivated to submit a Jerk Report, resulting In a permanent stain on the MMO character, and, possibly If the connection can be
made, the player who controls the character.

However, even if the real-world connection cannot be made, users invest substantial amounts of time in developing their characters and should
these characters find themselves earning a bad reputation in a public way, the consequences will be real and difficult to escape without starting
their MMO experience over from the beginning.

Revenue Model

In its start-up phase, Jerk.com is establishing its free consumer service and building its userbase to whom it will later offer value-added services.
In the initial phase, Jerk.com will provide reputation services via the web site and the API to partners for up to a set number of transactions per
hour free of charge. Once a partner goes beyond half the default minimum, the partner will be required to choose from among the basic and
tiered plans, offering either a free or flat-fee base number of monthly transactions plus a small per-transaction overage charge. Note that one
option will be to keep the service free up to the default minimum but to establish a payment option for use beyond that threshold. Through the
initial phase, use within the Facebook platform will be offered free of charge without limit and eBay use will be charged to sellers and not eBay
(aggregated across all products offered; note that for most eBay sellers the service will be free). This revenue model, based on that offered by
Craigslist and Googles App Engine platform, will most efficiently drive adoption.

Other potential revenue streams include advertising as well as subscriptions services. For example, users may be charged for access to dispute
resolution or other premium and for fee services.
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removed February 20th, 2008, a dramatic void in e-commerce reputation emerged. While many e-commerce aggregators include a variety of on-
line tools for vendor ratings, no single tool has achieved the reputation or credibility of eBay ratings and most are tainted by their failure to restrict
shill voting on the rated entities. Other vertical applications in social networking, dating, or employment opportunities also lend themselves to the
use of the Jerk.com model.

Compelling Investment Thesis
From a business perspective Jerk.com offers a powerful positive potential for a high impact and profitable business model:

* New Idea which is controversial, hence likely to get good PR attention.

* Good for society (positive change in behavior) by tracking and providing feedback on peoples behavior and repution we encourage them to
turn from jerks to saints.

* Strong appeal to teenage demographic with strong viral effect on social networks.

* Self building content and community offers simple low cost execution (no need to create, or buy content)

* Powerful brand potential with 2 syllable name easily adopted into the lexicon

* Low funding requirements prior to tipping point

* Large market potential (nearly every person on earth)
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of their sports and fitness training, and receive personal feedback from experts, pro athletes, and their peers. They will also receive
customized video drills to help them achieve their athletic goals. Furthermore, SportsClub.com will be the only site of it's kind to offer a
seamless mobile platform where users can take their training with them for more effective workouts, and upload their training videos from the
field or gym for continued feedback.

SportsClub will be designed as a multiplatform entertainment and utility service from the core. Unlike most social networks that exist primarily
online with mobile apps that replicate a lite version of the online experience, Sportsclub’s extensions enchance the online experince making
the whole greater than the sum of it's parts. In addition to mobile and web, live in-person camps and teaching seminars are a major
touchpoint of the service. We will also outfit partner facilities with technology to record and analyze athletes and share feedback with them
online. We hope to also create content for cable or on-demand television to extend our brand and drive usage. Our goal is to take social
networking and integration to the next level and offer an unmatched service.

SportsClub.com is assembling a team of some of the best current and former professional athletes, leaders in broadband and mobile
technology, and pioneers in digital content creation and distribution to create a seamless interactive media experience like no other.
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personal, customized feedback on their posted content.

Powerful Mobile Experience. We will be the only site with the mobile platform and tools to allow users to augment their experience
away from their desktop in a synergistic way.

Myriad Revenue Streams. Subscriptions, advertising, sponsorships, product integration, camps, personal videoed training consultations.

True Cross-Platform Presence. Our user touchpoints will encompass web, mobile, live, broadband content, and potentially tv, podcast,
and more.

Better Access - Our pros and experts will be carefully selected and incentivized to create a truly rich interactive user experience, unlike
some of our competitors.

Business Model

SportsClub.com will derive revenues from multiple sources. The service will be free to join, with Paid Premium Subscriptions for access to and
feedback from pros and experts. This will be our primary revenue source.

We will seek to attract revenue other ways:

Adpvertising Revenue — limited ads on the site, potentially framing the video player, and banner on the mobile app.

Product Integration — We will attempt to feature products, sports equipment, sports drinks etc., in our training videos for a fee.
Sponsorships — we will attempt to solicit sponsors for certain special segments of the site, and potentially certain athlete profiles.

Clinics — live camp experiences with experts will be another revenue source.

Integrated Training Facilities — Through partnerships with facilities or creating our own, we will offer training sessions that are taped and
analyzed with results to be the foundation for a continuing interactive dialogue online between our user and SportsClub.
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