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Abstract	and	Statement	of	Team	Roles	
	

Abstract	
As	a	student	in	the	McGuire	Program,	my	thesis	consists	of	a	self-assessment	of	my	leadership	
skills	and	a	business	plan	for	the	venture	we	started.	There	is	an	important	relationship	
between	starting	a	business	and	understanding	my	strengths	and	weakness	as	a	leader.	In	
order	to	launch	a	successful	venture,	I	must	understand	my	core	competencies	and	work	to	
improve	upon	areas	were	I	struggle.	This	thesis	details	my	abilities	as	a	leader,	ways	I	will	look	
to	become	more	effective,	and	plans	for	the	growth	of	SyllaSync.	As	I	leave	the	McGuire	
Program	and	University	of	Arizona,	I	will	look	to	incorporate	what	I	have	learned	through	my	
thesis	to	be	successful	in	my	future	endeavors.		

	
Statement	of	Team	Roles		
The	Business	Plan	portion	of	this	thesis	was	completed	with	honors	by	Jackson	Fogerty	and	DJ	
Sutton.	Their	specific	roles	and	responsibilities	are	detailed	below.	Jake	Nicholas	and	Luke	
Williams	were	also	members	of	SyllaSync,	but	did	not	complete	a	thesis	for	honors.	Their	roles	
are	detailed	in	Page	7	of	the	Business	Plan.	
	
Jackson	Fogerty:	Jackson’s	role	as	the	general	manager	is	to	create	the	vision	for	SyllaSync’s	
future.	He	seeks	out	relationships	with	business	professionals	and	possible	partners	in	the	
startup	community	to	help	the	venture	grow	into	a	successful	business.	As	a	Business	
Economics	major,	Jackson’s	background	helps	him	to	find	creative	ways	to	solve	the	unique	
problems	a	new	startup	faces.		
	
DJ	Sutton:	A	marketing	major	outside	of	the	McGuire	Program,	DJ’s	contributions	to	the	team	
and	venture	revolve	around	determining	the	most	effective	market	for	SyllaSync	to	target	while	
also	determining	how	this	market	is	targeted.	DJ	is	also	in	charge	of	branding	the	venture	
concept	and	ensuring	that	it	has	a	unique	and	recognizable	identity.		
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Big Five Personality Test 

Extroversion (E)  

I scored a 37 in this dimension meaning that I am very extroverted. This is characterized 

by being outgoing, talkative, and sociable. It also means that I enjoy being around others, I am 

perceived as being energetic and enthusiastic, and like to talk and assert myself in groups. 

According to the graph, the average score in this dimension is a 30.5 meaning that I am much 

more extroverted than the normal person. I believe this score accurately captures my personality 

in this dimension as above all other dimensions in this personality test, I am the most 

extroverted. I am very comfortable meeting new people, I am loud and animated, and I always 

have a positive outlook on situations. An example of my extroverted nature can be seen in my 

work as the General Manager of my group in the McGuire Program. From the beginning of the 

year, I tried to take the lead by my words and my actions asserting my opinions and trying to 

help create a clear vision for our team. In addition, during group meetings I was always energetic 

and enthusiastic about our assignments, presentations, and moving our business forward. 

Agreeableness (A)  

I scored a 30 in this dimension meaning that I am not generally an agreeable person. This 

is characterized by not being affable, tolerant, trusting, or kind. It also means that I do not always 

get along well with others and can be unfriendly at times. According to the graph, the average 

score in this dimension is a 38.4 meaning that I am below average mold of this dimension. I 

believe this score does not accurately capture my personality in this dimension as I show most of 

the traits that make people agreeable. An example of my agreeableness can be seen in how well I 

got along with other teams in the McGuire Program. I made it a point to be friendly and 

considerate to other groups as I saw the value in learning from the successes, failures, and group 
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dynamics of other people while also helping other people do the same. I believe I was able to 

make the most out of my time in the McGuire Program because I made it a point to be agreeable. 

I do, however, exhibit some of the traits of a less agreeable person as once I determine that I do 

not like a person, I will not extend myself to help them and this can sometimes come off as being 

unfriendly or uncooperative. This is a flaw that I am aware of and trying to work to improve. 

Conscientiousness (C)  

I scored a 31 in this dimension meaning that I am not conscientious, may be messy, and 

tend to cheat others. This is characterized by acting on a whim, looking for immediate 

gratification, not following rules, and putting myself before others. According to the graph, the 

average score in this dimension is a 33.8, meaning that I am less conscientious than the average 

person. I believe this score somewhat accurately captures my personality in this dimension, but 

also misrepresents a large part of me. This score suggests that I am not dependable, achievement 

oriented, and do not follow rules. However, I do feel as though these are some of my strengths as 

I constantly strive to follow through on commitments and meet or exceed expectations. An 

example of this is the project I did at my summer internship with Starwood Hotels & Resorts. I 

constantly strove to beat deadlines, train more people on the software than my bosses expected 

me to, and follow all of the guidelines set for me. As for why I scored lower in this dimension, it 

may come from the fact that I do not plan out my work meticulously before starting a project and 

I am not systematic in my approach to a problem, but instead take a dynamic approach always 

adjusting for what’s ahead of me. Overall, I feel as though I should have scored higher in this 

dimension, but understand where some of the lower scores come from. 
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Neuroticism (N)   

I scored a 29 in this dimension meaning that I am not a very emotional person. This is 

characterized by being calm, emotionally stable, and free from persistent negative feelings. I also 

accept mistakes and failures and am willing to quickly move on from them. According to the 

graph, the average score in this dimension is a 29.8, meaning that I am less emotional than the 

average person. I believe this score accurately captures my personality in this dimension as I do 

not consider myself to be an emotional person when it comes to my moods. I am not easily upset 

and do not get anxious or stressed out easily. An example of this is how I handled the deadlines 

at the end of this semester. Although everything seems to be culminating at the same time with 

my honors thesis, two majors, and minor program, I have been able to keep a level head and 

positive outlook going forward. 

Openness to Experience (O)  

I scored a 31 in this dimension meaning that I am very down to earth. This is 

characterized by preferring the straightforward over the complex and ambiguous, being more 

comfortable with the sciences than arts, and seeking out opportunities to learn. According to the 

graph, the average score in this dimension is a 40.5, meaning that I am much less open to 

experience than the average person. I believe this score inaccurately captures my personality in 

this dimension as I exhibit many traits of a person open to experience. For example, I consider 

myself intellectual and curious as I am always looking for opportunities to learn more about 

subjects I am interested in. This can be seen in the relationship I have with my mentor that owns 

a small business in Scottsdale as I would like to someday own my own business or work for a 

startup. I look to get the most out of this relationship and learn from someone with experience in 

this field in order to benefit me in the future exhibiting my willingness to take initiative and 
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learn. The reason why my score may be so low in this area is that I shy away from the creative 

side of academics and learning trending more towards critical thinking and logistics because of 

my background in economics. Overall, I can see where some of the lower scores came from, but 

I feel as though I am more open to experience than this test originally suggested.  
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Core Self-Evaluations Scale 

 I received an average score of 4.83, much higher than the mean of 3.8 to 3.9, on the Core 

Self- Evaluations Scale. This means that I generally have more effective performance, lower 

levels of stress, and greater satisfaction at work. According to the textbook, this stems from my 

extroverted nature in the Big Five Personality Test as people that are more “gregarious, assertive, 

energetic, and outgoing” tend to score higher on this test. I feel as though this score accurately 

captures my personality as I am generally very confident in my abilities and have a positive 

outlook in most situations, and also scored the highest in Extroversion on the Big Five Test. An 

example of this is how I handle stressful situations, whether it be at work, in school, or in every 

day situations. I truly believe in the philosophy that “everything happens for a reason” which 

allows me to maintain low levels of stress and look at the big picture rather than worrying over 

small details. In addition, I feel strongly that I am in control of my own successes, failures, and 

overall destiny and have to make the best out of any situation I am in. This can be seen in how I 

handled my internship last summer. I quickly realized that the job was more accounting-based 

than I originally thought and I was not interested in the subject matter, but found other ways to 

stay interested and learn from the opportunity nonetheless. I believe as though my propensity to 

find the good in any situation and keep my stress levels low directly correlated to my high scores 

on this scale. 
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Tolerance for Ambiguity Scale 

 I scored a 36 on Tolerance for Ambiguity Scale meaning that I am more tolerant of 

ambiguous situations that may be new, complex, unstructured, or contradictory than the average 

person. I believe this score accurately captures my tolerance for ambiguity as I enjoy complex 

problems, autonomy in projects, and thinking outside the box. An example of my tolerance for 

ambiguity is how I have handled my post-graduation job search. I had internships with Fidelity 

Investments and Starwood Hotels & Resorts the past two summers and received full-time job 

offers from both offices, but turned them down because I wanted more autonomy and 

independence. I found that working in personal or corporate finance for these companies creates 

a clear and explicit career path with years of direction under supervisors and I decided that I 

want do something less structured with new challenges and opportunities every day. I am still in 

the process of looking for a job that allows me to explore new, complex, and sometimes vague 

problems, but I am excited about the prospect of finding employment that requires me to think 

differently. An additional example of my comfort with ambiguity can be seen in who I associate 

with. One of the questions in this scale asks about people who don’t mind being different and 

original and I have found I greatly enjoy spending time with people of this nature. I feel that the 

best way to learn is to surround myself with people that have different interests, skillsets, and 

hobbies than my own as this exposes me to things I would not otherwise be exposed to. This 

exercise was interesting to me as it confirmed my tolerance for ambiguity, but showed me 

concrete examples of ways I look to learn and put myself out of comfort zone. 
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Ten Frequently Cited Skills of Effective Leaders  

1. Communication – A  

2. Time and stress management – B  

3. Decisiveness – C  

4. Organizational/technical competence – B  

5. Motivating and influencing others – A  

6. Managing people – B  

7. Setting goals/articulating a vision – B  

8. Self-awareness – B  

9. Team-building/team spirit – B  

10. Managing conflict – C  

I feel as though this test served as a summation of what I found out about myself and 

leadership skills in the first three tests. By comparing my skill set and abilities to the ten 

frequently cited skills of effective leaders, I was able to determine what I do well and need to 

improve on in leadership and also lay a solid foundation for the remaining essays in this 

assignment.  

When comparing my abilities to the skills on this list, I found that my greatest strengths are 

my ability to communicate and motivate/influence others as I scored an “outstanding” in both of 

these areas. My aptitude to listen to the opinions, concerns, and vision of others as well as my 

ability to make formal presentations are what allowed me to score highly in communication. For 

example, as the General Manager of our venture I was in charge of creating a vision for 

SyllaSync that incorporated all of the thoughts of other group members. In addition, I often 

started and finished presentations as I showed the ability to be well-spoken, concise, and clear in 
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my words. As for my ability to motivate and influence others, this can be seen in the way I was 

able to help our venture go in one specific direction. After hearing the opinions of other team 

members, incorporating what we learned in class, and learning from past mistakes, I would 

ensure that our marketing, finance, and operations efforts reflected the goals of our business and 

motivate others to champion the effort with me.  

There were also areas that I saw in my leadership abilities as “good”, but could undoubtedly 

improve to help me become a more effective leader. My time and stress management, 

organization/technical competence, ability to manage people, ability to set goals, self-awareness, 

and team-building skills are all competency areas where I could progress in the next 24 months. 

Although I manage stress very well, I tend to procrastinate on projects I am not interested in 

which can inhibit the success of my project in the long-run. I also could recognize and solve 

problems better through organization and meticulous planning, rather than handling things as 

they come up. In terms of my management of people, I feel as though I delegate well and respect 

all of the people I work with, but need to develop more patience when it comes to working with 

those I do not get along with. I could also benefit from becoming more self-aware of my 

strengths and weaknesses, setting more clear and concrete goals, and encouraging team spirit and 

unity in the groups I work with. 

Lastly, I determined that my decisiveness and ability to manage conflict are areas where I 

need to greatly improve as I gave myself a score “adequate” for these traits. I tend to struggle 

with a making a timely decision when the weight of the decision is great, team members are 

voicing different opinions, and I can see the benefit to both sides. Effective leaders are sure of 

themselves and do not second decisions, but instead learn from mistakes and move on. In 

addition, I need to improve upon my ability to manage conflict. I feel as though this is a skill that 
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comes with years of experience, but learning from mentors and watching great leaders deal with 

conflict can help me to become more comfortable with this area of leadership. This exercise did 

an effective job of showing me areas where I have developed competencies, areas where I need 

to continue to improve, and areas that I would consider weaknesses in my leadership ability. In 

order to emulate effective leaders, I must set concrete goals to progress in each of these areas and 

improve upon my own skill set in the future. 
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Leadership Strengths and Weaknesses 

 I believe it is immensely important to understand your own strengths and weaknesses as a 

leader in order to be effective and improve your ability to lead. However, it is sometimes 

challenging to determine what you do well and what you need to improve through personal 

reflection alone. The opinions of others, especially those that have seen you lead up close, can be 

extremely valuable in determining your own strengths and weaknesses as a leader.  

 For the first part of this exercise, I interviewed the marketing and operations managers of 

my entrepreneurial venture team to determine my strengths and weaknesses as a leader. They 

gave very valuable feedback as I served as the GM for our team and found myself in leadership 

positions throughout the year. Both Luke and DJ stated that my biggest strength as a leader is my 

confidence. I exhibit the conviction necessary to speak on behalf of the group, make the tough 

decisions, determine what each team member’s role should be, and take the blame for something 

when it does not go as planned. In addition, I learned that I am good at taking people’s opinions 

into consideration when making a decision, understand the strengths and weaknesses of each 

team member I work with, and delegate tasks well. As for the weaknesses they observed, I hold 

everyone to an extremely high and sometimes unreasonable standard as I want all of the work to 

be the best quality it possibly can be. In addition, if I am certain of my opinion or decision, I will 

sometimes dismiss or ignore the opinions of others. These are both weaknesses I was somewhat 

aware of, but now that they have been verbalized I can work to improve them going forward. 

 For the second part of this exercise, I spoke with my younger brother as we are very close 

and he has looked up to me as a mentor throughout our lives. His feedback was slightly different 

than my group members because we have never worked on an academic venture together, but it 

was valuable nonetheless. He identified my biggest strengths in leadership as my ability to get 
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the best out of people I work with, my ability to lead by example, and my propensity to follow 

through on what I promise to those I work with. It was very encouraging for me to hear this from 

my brother as I believe one of my greatest responsibilities in life is to set a good example for him 

and help him be more successful than I was at each stage of his life. As for the weaknesses that 

he observed in me as a leader, he stated that I take too much time perfecting my work and the 

work of others instead of trusting others will put out a quality product. He also noted that I can 

get frustrated when someone does not immediately pick up on an idea or solution to a problem as 

quickly as I do. It is very important for me to incorporate this feedback and become more 

levelheaded and trusting as a leader as I enter the workforce. 

 This was a valuable exercise for me as I was able to learn from people that have seen me 

lead first hand. In summation, my strengths as a leader stem from my confidence, ability to 

inspire others, and ability to recognize the strengths and weaknesses of the people I work with. 

As I attempt to improve my leadership skills going forward, I need to be more patient and 

trusting with those I work with and look to understand why people are struggling rather than 

become frustrated or dismissive. I believe that incorporating this feedback will make me a much 

more effective leader and help future projects to be even more successful. 
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Ways to Improve my Leadership Skills 

As I enter the workforce, it is the perfect time for me to identify concrete ways to 

improve my leadership skills and become a more effective leader. The three specific ways that I 

have identified to improve my leadership skills are to get in to a Leadership Development 

Program, or something of similar structure, in a corporation, find a mentor in the company I 

work for, and to take on leadership opportunities at my job that start small and grow in 

importance. If I am able to accomplish these three goals over the next 24 months, I believe I will 

become a more effective leader and set myself up for success in the future. 

I am currently applying for the Leadership Development Program at TASER 

International in Scottsdale, AZ which serves as a rotational program to expose new graduates to 

a variety of facets in a large corporation and position them for success in a full time position. If I 

receive this position or find a similar opportunity in a different company, I will have the chance 

to learn about a company’s operations from the ground up and work with leaders of a successful 

corporation. This would help me become a more effective leader as I will be put in a position to 

learn, make mistakes, and take risks at a very young age. This fits my timeframe of 24 months 

well as I would have the opportunity to complete this program and implement what I would learn 

in this timeframe. 

Second, I will seek out a mentor at the job I work at after graduation. This mentor could 

be someone at the executive level or someone I directly report to, but I feel as though it is 

important to seek out mentorship as I begin my career to learn from people that have been in the 

position I will be in. In addition, I can learn from what this person does effectively as a leader 

and what their shortcomings are which can help improve my leadership skills without having to 

be put in a position to lead. 
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Lastly, I will seek out opportunities to lead from the start of my career in order to gain 

valuable experience before many others seek out these chances. I believe that opportunities to 

learn from experience will be few and far between for entry level employees so I will begin by 

taking small leadership roles like heading up committees and projects. This will give me 

experience and prove to my supervisors that I have the ability and desire to lead which will 

hopefully in turn give me more chances to take bigger roles in the company.  

I believe the biggest barriers to me becoming a more effective leader in the next 24 

months will be the lack of opportunity to lead and the countless number of employees in my 

position also trying to advance their career. Large corporations are not usually set up to give 

entry level employees opportunities to lead right away, but instead make them “pay their dues” 

and move up in the company which means that I will have to find ways to set myself up for 

success. I plan to overcome these barriers by setting myself apart in everything I do and looking 

to create relationships with higher ups in the company. Explicitly, this means that I will arrive 

early and stay late, turn in projects before their deadline, ask questions, and seek out mentorship. 

I feel as though that if I can show have a desire to learn and be a leader in the future, I can set 

myself apart from other entry level employees, grow within the company and be given more 

responsibility. I am confident that if I achieve my three goals and overcome the barriers to 

becoming a more effective leader, I will greatly improve my leadership skills over the next 24 

months. 
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My Desire and Ambition to Lead  

 From a very young age, I have had a strong desire to lead and become a more effective 

leader. This stemmed from many things including my love of sports, my father’s guidance, and 

the connotation of the word “leader”. Although my view of what it means to be a leader, how I 

think I can become a better leader, and my reasons for wanting to do so have changed drastically 

since I was 6 years old and wanted to the the point guard of the Phoenix Suns, my ambition to 

lead has been unwavering. 

 I was like most other boys growing up as I admired and wanted to be like pro athletes, 

but the more I watched my favorite players the more I realized that the athletes I truly looked up 

to were ones that were not only dominant in their sport, but also were great leaders. I grew up 

idolizing the likes of Randy Johnson, Steve Nash, and Larry Fitzgerald – all exceptional at their 

sport, but all also players that led their team by words and by example. As I watched and studied 

their habits more, I realized that they brought out the best in others, put everyone is a position to 

succeed, and above all else had respect for everyone they came across. I then began to realize 

that I wanted to be a leader, no matter whether I played sports or worked for a Fortune 500 

company. 

 The guidance of my father also played a large part in my desire to lead. He has worked in 

education throughout most of his career and saw the value in those that separated themselves 

from others by taking on leadership roles. This meant that from a young age I saw the 

importance of being a leader and I began to take on leadership roles like being the captain of my 

middle school basketball team, President of the Community Service Club at my local Boys & 

Girls Club, and being a mentor to my younger brother. As I grew older, the way in which I tried 
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to lead and the roles I took on changed, but my father and I always spoke about the importance 

of learning from experience and becoming a more effective leader to help me in the future. 

 The last thing that fueled my desire to become a leader in the future was the connotation 

of the word. Whether it was in a history book, on a sports team, or in a company I felt as though 

the word “leader” meant power, influence, and authority and those were things that I wanted to 

have. As I have held more leadership positions and learned more about what it means to be a 

leader through classes, mentors, and experience, the connotation of the word has changed for me, 

but my desire to lead has not changed. For example, I learned from watching a coach on my 

middle school basketball team that a great leader does not need to yell, but instead can lead by 

example and be even more effective.  

My desire and ambitions to lead have come from years of observation and growth and as 

I get closer to the real world I have begun to be more critical of what I have learned and what I 

hear. For example, we spoke about the difference between power and influence in our ENTR 420 

class and what I truly wanted when I said I want to lead. One of the speakers in our class that 

taught me the most about the difference between power and influence and how to use both was 

Marian Salzman, CEO of Havas PR. She stated through her advice and actions in her career that 

the difference between power and influence comes from intention. Power comes more from the 

desire to tell people what to do and make decisions that ultimately effect others while influence 

comes from the ability to change and improve the vision or direction of the company. It is 

important to know the difference between power and influence as a leader and have the right 

intention when using them. However, you also undoubtedly need power to have influence in a 

company so I believe there is a delicate balance between the two when it comes to being an 

effective leader.  
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In order to follow through on my desire and ambitions to be a leader in the real world, it 

is important to utilize everything I have learned along the way. The lessons I was taught through 

sports, through my father’s guidance, through classes, and through experiences are essential to 

my growth. If I can use what I have learned from great speakers like Bob Elliot and David 

Hazan, the Leadership Self-Assessments I have completed in this assignment, and past 

experiences that have brought me to where I am today, I will believe I will be able to achieve my 

24 month goals and set myself up for success in the future. I now realize that there is much more 

that goes in to being a leader than being good at sports or having power and authority and that it 

is a dynamic process that constantly evolves and adapts to the situation I am in. I look forward to 

having the opportunity to lead in the future and use all I have learned in my life so far to do so 

effectively. 
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Opportunity	–	The	Need	for	Academic	Visibility		
Through	our	primary	and	secondary	research,	we	found	that	students	desired	a	way	to	track	

and	manage	their	academics	through	their	mobile	phone,	and	there	wasn’t	an	application	that	

was	sufficiently	fulfilling	that	need.	As	we	conducted	more	research,	we	came	across	another	

interesting	occurrence—many	professors	have	trouble	creating	and	recreating	their	syllabi.	

These	professors	were	not	tech-savvy,	and	found	that	changing	syllabi	from	semester	to	

semester	was	a	tedious	and	daunting	task.	On	top	of	this,	our	development	team	at	the	

University	of	North	Carolina	discovered	that	the	school’s	administration	was	looking	for	

“syllabus	management	software”	in	light	of	a	recent	athletic-related	academic	scandal.	The	

objective	was	to	make	their	curriculum	more	standardized	and	visible	in	order	to	prevent	the	

occurrences	that	caused	the	scandal	in	the	first	place.	It	quickly	became	clear	that	SyllaSync	

could	create	a	solution	to	the	problems	outlined	above:	a	“Syllabus	Management	Suite”.		

Solution	–	Making	Education	More	Accessible	
When	professors	use	our	software	to	create	the	syllabi,	it	allows	us	to	standardize	the	

information	we	receive	providing	our	database	with	100%	accuracy	when	converting	the	syllabi	

into	schedules	for	the	student	app.	It	also	allows	us	to	charge	the	schools	to	license	the	

software	on	a	per-student	basis,	allowing	for	robust	and	consistent	revenue	streams.		

	

Our	product	solves	an	unsolved	problem	for	students,	professors,	and	administrators	alike.	

SyllaSync	gives	the	students	a	mobile	application	they	have	desired—where	every	assignment	

required	of	them	in	school	is	right	in	the	palm	of	their	hand,	with	notifications	for	every	task	

automatically	sent	to	them	so	they	don’t	forget.	For	professors,	they	no	longer	have	to	worry	

about	creating	and	formatting	their	syllabi	from	scratch;	they	simply	have	to	enter	the	

corresponding	information	into	each	part	of	the	syllabus	creator	and	let	our	software	build	the	

syllabi	for	them.	When	a	new	semester	begins,	professors	will	simply	have	to	check	a	few	

options	to	have	their	course	schedule	reorganized	to	fit	within	the	boundaries	of	the	new	

semester.	If	any	change	is	made	to	the	course	midway	through	the	semester,	students	will	

automatically	be	notified	through	the	application	on	their	phone.	Finally,	for	administrators,	

SyllaSync	is	a	way	to	keep	curriculums	standardized	and	above	ground,	helping	prevent	

academic	scandals.	

Market	Analysis	

Affected	Population	
The	affected	population	of	the	problem	our	product	will	attempt	to	solve	is	college	students	

impacted	by	the	lack	of	congruity	and	organization	in	syllabi	across	different	Learning	

Management	Systems.	Each	LMS	has	different	formats	and	styles	for	due	dates	for	tests,	

papers,	and	homework	assignments	that	cause	college	students	to	have	trouble	staying	

organized	across	these	platforms.	The	affected	population	also	includes	professors	who	have	a	

hard	time	creating	and	maintaining	syllabi	through	the	current	software	available	to	them.	
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These	professors	would	like	an	easier	alternative	to	transfer	course	information	from	semester	

to	semester	without	having	to	manually	input	all	the	specific	changes.		

Target	Market	
The	target	market	for	SyllaSync	has	been	determined	as	large,	4-year	universities	in	the	United	

States.	We	have	defined	“large”	universities	as	schools	with	an	average	of	15,000-20,000	

undergraduate	students.	Our	team	has	determined	that	SyllaSync	is	best	suited	for	these	large,	

4-year	universities	because	they	will	have	the	budget	capacity	to	pay	for	the	product	by	

department	or	for	the	entire	school.	We	also	believe	that	the	administration	at	these	schools	

will	be	more	likely	to	see	a	“need”	for	our	product	because	it	will	be	affecting	larger	

populations	of	students.		

	

There	are	a	little	over	3,000	4-year	universities	in	the	United	States	today.	Of	these,	around	

1,000	universities	fall	into	the	“large”	category,	which	is	what	SyllaSync	will	initially	target.	It	is	

important	to	note	that	not	all	universities	that	SyllaSync	is	targeting	will	be	in	the	“large”	

category.	As	part	of	our	TAM	plan,	universities	such	as	Duke	and	NAU	are	targeted	because	of	

their	proximity	to	the	locations	where	SyllaSync	will	be	piloted	even	though	their	total	

enrollment	is	well	under	15,000,	respectively.	SyllaSync	will	also	be	able	to	be	expanded	to	

community	colleges	and	smaller	universities	once	the	concept	is	proven	and	perfected.		

Customer	Base	
Our	customer	base	will	consist	of	secondary	education	institutions.	Basically,	any	organization	

closely	associated	with	the	affected	population	that	would	potentially	pay	licensing	fees	to	our	

company	to	integrate	our	app	and	software	into	their	scheduling	infrastructure	to	make	the	

scheduling	process	more	streamlined	for	students	and	professors	alike.	This	could	either	be	

universities,	junior	colleges,	or	singular	departments	within	these	schools.	SyllaSync’s	features	

have	the	potential	to	provide	numerous	benefits	to	students	and	professors,	and	we	believe	

that	colleges	would	be	willing	to	pay	for	these	features	because	the	ultimate	benefit	would	be	

improved	grades	for	students	and	easier,	more	consistent	work	for	professors.		

End-User	
Our	end-users	are	undergraduate	students	and	professors.	Specifically,	students	who	keep	

and/or	have	interest	in	keeping	an	academic	calendar	with	important	due	dates	for	their	

courses	such	as	quizzes,	exams,	research	papers	etc.	Our	“student”	end-user	takes	their	

academics	serious	enough	to	utilize	this	product,	but	still	desires	assistance	in	getting	all	of	this	

information	in	one	place.	For	professors,	our	ideal	end-user	seeks	assistance	in	managing	their	

course	information	contained	in	the	syllabi,	especially	when	converting	the	information	from	

semester	to	semester.	Rearranging	class	schedules	for	each	and	every	semester	can	become	

arduous,	and	SyllaSync	aims	to	alleviate	this	pain.	SyllaSync’s	primary	end-users	are	apart	of	

undergraduate	programs	because	we	believe	that	they	have	similar	schedules,	syllabi,	and	

needs.		
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Industry	Analysis	

Defining	our	Industry	
There	is	no	true,	defined	industry	where	SyllaSync	will	be	operating.	The	closest	comparison	to	

draw	is	the	Learning	Management	System	(LMS)	industry,	which	generated	$8	billion	in	total	

revenue	in	2014	and	is	expected	to	grow	annually.	But,	SyllaSync	is	not	a	full-blown	LMS	and	

doesn’t	desire	to	compete	in	a	saturated	and	relatively	stagnant	industry.		

	

The	core	of	SyllaSync’s	benefits	come	from	its	mobile	capabilities,	which	lends	comparison	to	a	

different	industry.	This	could	be	called	the	Study	Applications	niche,	which	is	a	tiny	industry	

aiming	only	at	individual	students	and	teachers.	There	are	no	legitimate	figures	to	actually	

classify	this	space	as	an	industry,	but	its	acknowledgement	helps	SyllaSync	justify	its	pricing	

model	and	the	niche	it	seeks	to	enter.		

	

Currently,	there	is	no	one	operating	in	the	space	SyllaSync	is	operating	in,	the	grey	area	

between	cheap	Study	Applications	and	full-blown,	expensive	Learning	Management	Systems.	

This	allows	us	to	define	the	market	we’re	in	and	be	able	to	dictate	the	direction	it	will	head	in	

the	future.	Because	SyllaSync	will	be	accessed	mainly	through	mobile	phones,	and	the	ability	to	

access	its	features	through	mobile	phones	will	be	the	root	of	SyllaSync’s	strengths,	we	will	

define	the	market	we’re	entering	as	the	Mobile	Learning	Management	System	(mLMS)	market.	

Competitive	Landscape	
As	mentioned	in	the	industry	analysis,	SyllaSync	has	no	true	competitors	but	rather	falls	in	

between	full-blown	Learning	Management	Systems	and	small	Study	Applications.	Both	of	these	

industries	will	be	analyzed	to	get	a	clear	picture	on	where	SyllaSync	stands	competitively.	

Learning	Management	Systems	
As	previously	mentioned,	the	LMS	Industry	is	rather	large	at	about	$8	billion	in	revenue	in	2014.	

Four	major	players	dominate	this	industry:	Blackboard	(35.8%	market	share),	Moodle	(19.7%),	

D2L	(9.5%),	and	Canvas	(9.0%).	This	industry	can	be	daunting	because	it	is	highly	competitive	

with	established	players.	If	SyllaSync	positions	itself	as	a	competitor	to	these	companies,	they	

could	easily	replicate	our	software	and	attempt	to	squeeze	us	out	of	competition	before	we	get	

started.	It	will	be	important	to	position	SyllaSync	not	as	a	competitor	to	LMSs,	but	as	a	

compliment	for	professors	and	students	to	help	keep	their	academic	life	organized	across	

platforms.	Most	companies	keep	their	pricing	internal	but	one	reliable	figure	we	have	come	

across	is	that	D2L	prices	their	system	at	$30/student.	This	is	important	to	know	as	we	head	into	

contract	negotiations	because	it	makes	our	price	point	more	than	reasonable.		
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Study	Application	Market	
Below	is	a	breakdown	of	applications	worth	noting	from	the	Study	Application	Market:	

 

Competitor	 Price	 Features	

MyHomework	

	Themes	

	Ad-Free	Version	

Free	

$0.99	

$4.99	

Track	tasks,	store	exams,	manage	class	schedule,	push	

notifications,	calendar	display,	reminders,	sync	across	platforms,	

join	Teacher.io	option	to	download	class	info	

My	Study	Life	 Free	 Track	tasks,	store	exams,	manage	class	schedule,	push	

notifications,	teachers	can	create	and	share	timetables	

Class	Manager	

	Ad-Free	Version	

Free	

$4.99	

Input	your	own	schedule	and	teachers,	“get	help”	button	finds	

tutors,	view	by	“class”	or	“daily	assignments”	

iStudiez	Pro	 $2.99	 Input	your	own	schedule	and	teachers	in	“30	mins”	and	get	

notifications,	grade	tracking,	reminder	features	

	

The	key	takeaway	is	that	SyllaSync	offers	or	plans	to	offer	all	the	features	competitors	in	the	

study	application	market	currently	do.	The	value	proposition	of	SyllaSync	to	an	individual	

student,	and	what	differentiates	us	from	these	apps,	is	the	automatic	syllabus	reading	and	

reminder	features.	Students	in	our	target	market	want	what	these	apps	have	at	a	low	price	

point	without	having	to	do	the	work	that	our	competitors	require.	Both	the	students	that	would	

be	using	this	app	and	the	universities	that	would	be	incorporating	it	will	find	value	in	how	easy	

SyllaSync	is	to	use	and	the	work	it	eliminates.	

Business	Model	
SyllaSync’s	business	model	is	based	on	directly	selling	our	product	to	large	4-year	universities	

with	an	average	of	20,000	undergraduate	students.	Our	sales	team	will	negotiate	contracts	with	

administration	of	departments	or	the	university	as	a	whole	to	provide	SyllaSync	to	students	and	

teachers.	

Revenue	
Revenue	is	generated	by	a	“per-student”	cost	to	universities	that	can	be	taken	out	of	operating	

budgets,	added	to	student’s	tuition	fees,	or	be	paid	for	with	a	grant.	In	years	1	and	2,	SyllaSync	

will	charge	universities	$5/student	to	have	their	teachers	and	students	use	the	product.	This	

price	point	is	slightly	more	expensive	than	what	mobile	study	applications	charge	per	download	

and	much	cheaper	than	what	LMS	charge	universities	per	student.	In	year	3,	the	price	of	

SyllaSync	will	rise	to	$10	per	student	as	more	features	are	added	to	the	product	and	better	

support	is	provided	to	users.	An	example	of	this	revenue	model	for	one	year	can	be	seen	in	the	

table	on	the	next	page.	
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School	 #	of	Students	 Price	 Revenue	
University	of	Arizona	 33,000	 $5	 $165,000	

University	of	North	Carolina	 18,500	 $5	 $92,500	

Value	Proposition		
SyllaSync	creates	value	for	the	university	as	a	

whole	by	providing	teachers	with	a	syllabus	

builder	and	management	suite	and	students	

with	a	mobile	application.	Teachers	are	able	to	

quickly	and	easily	create	syllabi	for	each	

semester	and	that	information	is	shared	with	

students	through	our	application	allowing	them	

to	have	their	semester	in	the	palm	of	their	

hand.	University	administration	also	benefits	as	

teachers	are	held	accountable	for	the	

curriculum	they	are	required	to	teach	and	

students	receive	the	tools	they	need	to	earn	

better	grades.	

Competitive	Advantages	

Ease-of-use	
The	education	system	today	is	trending	towards	more	mobile	and	more	technology-based	

learning	tools,	but	there	is	no	product	in	our	industry	that	helps	both	students	and	teachers	

harness	the	power	of	these	tools.	SyllaSync	fulfills	teachers	needs	for	an	easy	and	quick	syllabus	

builder	and	management	suite	to	help	them	change	syllabi	from	semester-to-semester.	

Additionally,	SyllaSync	gives	students	all	of	their	class	information	and	due	dates	on	their	phone	

without	the	required	work	of	inputting	the	information	themselves.		

Price	Point	
SyllaSync	is	in	a	newly	created	industry,	the	mLMS,	which	means	we	can	establish	the	price	

point	for	our	product.	The	mobile	study	application	industry	charges	students	an	average	of	

$1.99	per	download	for	their	apps	while	the	LMS	industry	charges	universities	$30	per	student	

on	their	service	which	gives	SyllaSync	the	ability	to	price	in-between.	SyllaSync	provides	more	

features	than	study	applications	at	a	cheaper	price	than	an	LMS	allowing	us	to	sell	to	a	

previously	underserved	part	of	the	market.	

Student	Oriented	
SyllaSync	is	made	by	students,	for	students	giving	our	management	and	development	teams	

up-to-date	knowledge	about	the	needs,	desires,	and	pain	points	college	students	have	with	

today’s	education	tools.	This	product	is	catered	to	the	current	learning	environment	on	college	

campuses	ensuring	that	both	students	and	teachers	fully	benefit	from	what	SyllaSync	offers.	

Value	to	Teachers	
Customization	–	Easy	to	use	syllabus	builder			
Speed	–	Instantly	alert	students	of	changes	to	syllabi	
Simplification	–	Update	syllabi	for	each	new	semester	

Value	to	Students	
Convenience	–	Due	dates	and	assignment	reminders	

sent	directly	to	their	phone		

Accountability	–	Grade	tracking	and	determination	

helps	students	improve	grades	

Organization	–	Calendar	available	by	class	or	
semester	to	know	what	is	due	“at	a	glance”		
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Management	Team	
	

Jackson	Fogerty:	Jackson’s	role	as	the	general	manager	is	to	create	the	

vision	for	SyllaSync’s	future.	He	seeks	out	relationships	with	business	

professionals	and	possible	partners	in	the	startup	community	to	help	the	

venture	grow	into	a	successful	business.	As	a	Business	Economics	major,	

Jackson’s	background	helps	him	to	find	creative	ways	to	solve	the	unique	

problems	a	new	startup	faces.		

	

Jake	Nicholas:	Jake	is	a	Business	Economics	major	at	the	Eller	School	of	

Management.	His	tasks	primarily	center	around	the	financing	and	

budgeting	of	the	new	venture	concept.	As	the	team	looks	to	seek	funding	

for	their	venture	in	the	future,	Jake	will	determine	the	most	fitting	sources	

and	begin	to	create	contacts	in	this	area.	His	economic	background	also	

helps	him	to	handle	logistical	issues	the	venture	faces.		

	

DJ	Sutton:	A	marketing	major	outside	of	the	McGuire	Program,	DJ’s	

contributions	to	the	team	and	venture	revolve	around	determining	the	

most	effective	market	for	SyllaSync	to	target	while	also	determining	how	

this	market	is	targeted.	DJ	is	also	in	charge	of	branding	the	venture	concept	

and	ensuring	that	it	has	a	unique	and	recognizable	identity.		

	

Luke	Williams:	Luke	is	Bachelor	of	Fine	Arts	student	in	Studio	Art.	He	has	
experience	working	with	concept	and	prototyping	and	utilizes	these	skills	

to	create	all	of	the	graphics	and	logos	for	SyllaSync.	His	main	focus	as	the	

team’s	operations	manager	is	working	on	how	the	team	will	create	and	

distribute	the	product	while	also	assisting	with	branding	and	product	

validation.		

	

Resumes	of	each	member	of	the	SyllaSync	Team	can	be	found	in	the	Appendices	on	Page	5.	

Go-To-Market	Plan	
SyllaSync	is	targeted	towards	undergraduates	at	large	4-year	universities	because	they	have	

similar	schedules,	syllabi,	and	needs.	There	are	over	3000	4-year	universities	in	the	United	

States	today,	but	we	have	determined	that	1000	of	these	schools	are	in	SyllaSync’s	total	

addressable	market	(TAM).	These	1000	schools	are	best	suited	for	our	product	as	they	have	an	

average	undergraduate	population	of	20,000	students	and	can	afford	to	pay	for	our	product	by	

department	or	for	the	school	as	a	whole	(in	comparison	to	smaller	schools	with	lower	operating	

budgets).	In	addition,	school	administrators	are	more	likely	to	see	a	need	for	SyllaSync	if	the	

impact	for	students	and	teachers	is	more	wide-reaching.	Our	five-year	plan	to	obtain	50%	of	

our	TAM	is	detailed	below.	
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Year	1	–	The	beachhead	locations	for	SyllaSync	are	University	of	North	Carolina	and	University	
of	Arizona	as	our	management	and	development	teams	can	serve	as	a	sales	team	at	each	

campus	minimizing	costs	early	during	the	venture.	In	the	second	half	of	Year	1,	our	initial	target	

market	will	expand	to	major	schools	in	Arizona	such	as	Duke,	North	Carolina	State,	Arizona	

State,	and	Northern	Arizona.	
Year	2	–	The	target	market	in	Year	2	is	based	on	a	regional	strategy	where	SyllaSync	expands	to	

Pac-12,	ACC,	and	surrounding	conferences	targeting	around	100	universities	to	gain	a	critical	

mass	of	users.	

Year	3	–	The	target	market	in	our	third	year	operations	expands	to	the	majority	of	schools	along	

the	East	and	West	Coasts	as	we	look	to	offer	our	product	to	300	universities	in	these	regions.	

Year	4	-	By	Year	4,	we	estimate	that	SyllaSync	will	have	grown	exponentially	in	terms	of	

revenue,	brand	recognition,	employee	size	allowing	us	to	target	60%	of	our	TAM	specifically	

selling	to	schools	with	large	student	bodies	and	operating	budgets.		

Year	5	-	By	the	last	year	of	our	projections,	revenue	and	brand	recognition	have	skyrocketed	
and	the	whole	TAM	is	our	target	market.	We	estimate	to	capture	500	of	the	captured	1000	

universities	(50%	of	the	TAM)	by	the	end	of	this	year.		

	

This	information	is	represented	in	table	the	below	and	graph	on	the	next	page:	

	

TAM	Plan	

	 Year	1	 Year	2	 Year	3	 Year	4	 Year	5	

Total	Universities	Targeted	 6	 100	 300	 600	 1,000	

Total	Universities	Captured	 5	 50	 100	 250	 500	

Total	Students	Targeted	 100,000	 2,00,000	 6,000,000	 12,000,000	 20,000,000	

Total	Students	Captured	 100,000	 1,000,000	 2,000,000	 5,000,000	 10,000,000	
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Sales	Plan	
Our	sales	team	will	be	responsible	for	getting	universities	interested	in	our	mobile	learning	

management	system.	This	will	be	accomplished	by	reaching	out	to	the	decision-makers	at	

universities	to	explain	the	academic	benefits	that	SyllaSync	can	provide	to	their	students.	We	

will	send	sales	teams	of	1-3	individuals	to	each	targeted	university	to	not	only	get	these	

universities	on	board,	but	also	to	assist	these	schools	in	integrating	our	technology	into	their	

existing	infrastructure.		

Sales	Process	

Obtaining	the	client	

By	phone,	our	sales	staff	will	contact	targeted	universities	in	an	effort	to	alert	these	schools	of	

the	opportunity	they	have	to	relieve	the	stress	of	academic	organization	that	their	students	

currently	face.	Once	the	proper	level	of	interest	from	the	targeted	university	has	been	

achieved,	a	sales	team	will	be	assigned	to	travel	to	that	school	to	make	a	formal	pitch	in	person	

that	lays	out	the	full	spectrum	of	benefits	both	the	students	and	the	institutions	will	reap	by	

partnering	with	SyllaSync.		

Client	Retention	

The	retention	of	our	clients	will	be	as	important	if	not	more	so	than	obtaining	new	ones.	Once	

partnered	with	us,	we	need	to	ensure	that	universities	will	never	want	to	go	back	to	life	without	

automated	syllabus/schedule	organization.	In	order	to	make	this	a	reality	we	must	maintain	a	

strong	and	accessible	IT	support	mechanism	for	both	students	and	faculty	to	look	to	if	any	
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questions	or	issues	arise.	Scheduling	accuracy	will	be	of	utmost	importance	in	our	quest	to	

retain	clients,	so	increased	investment	in	research	and	development	will	be	crucial	in	

maximizing	the	effectiveness	and	efficiency	of	SyllaSync.	

SyllaSync’s	Operations	

Capacity	and	Location	
During	the	first	year	SyllaSync	has	budgeted	$100,000	to	rent	office	space	and	amenities	in	

Phoenix	Arizona,	and	Chapel	Hill,	North	Carolina.	These	offices	spaces	will	host	marketing,	

development	and	the	management	information	systems	of	SyllaSync.	

Research	and	Development	
SyllaSync’s	research	and	development	team	is	currently	being	managed	by	our	head	developer	

Joel	Wasserman	at	the	University	of	North	Carolina.	We	have	budgeted	$65,000	for	the	initial	

research	and	development	of	SyllaSync	to	accommodate	year	one’s	objectives	of	five	

universities.		

Cloud	Services	
SyllaSync	plans	to	outsource	its	storage	and	cloud	services	to	Amazon	Web	Services.	

$10,000	is	projected	to	purchase	and	fill	the	required	cloud	storage	for	year	one’s	objectives	of	

100,000	users.	As	the	number	of	SyllaSync’s	user	base	grows,	we	will	continue	to	purchase	

cloud	storage	that	provides	optimal	customer	service	and	satisfaction.	

University	Licensing	Process	
Once	a	University	has	purchased	the	licensing	of	SyllaSync,	all	institution	faculty	will	gain	access	

to	SyllaSync’s	unique	syllabus	creator.	The	Syllabus	creator	is	designed	to	make	the	process	of	

developing	a	syllabus	for	a	course	easier	for	the	instructor,	while	formatting	the	document	that	

SyllaSync	will	easily	read.	

	

University	professors	and	instructors	are	not	required	to	use	the	SyllaSync’s	syllabus	creator,	as	

the	software	will	still	accept	and	read	most	standard	formatted	syllabi.	However,	we	will	highly	

suggest	to	administrators	and	faculty	that	the	Syllabus	builder	is	used	as	it	eliminates	work	for	

teachers	and	helps	students	receive	the	full	capabilities	of	the	software.	

After	the	University	has	purchased	licensing	to	SyllaSync,	enrolled	students	may	access	their	

personalized	academic	schedules	via	their	school’s	student	Net	ID	login	information,	where	

they	will	be	able	to	access	their	schedule	for	all	of	their	classes	for	the	entire	semester.	

SyllaSync	will	continually	seek	feedback	from	university	faculty	and	students	in	order	that	it	we	

may	improve	the	software.		

This	process	is	represented	in	the	flow	chart	on	the	next	page.	
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Timeline		

Beta	Testing:	
This	phase	includes	collecting	pre-release	customer	feedback	and	implementation	of	new	

features.	

• Seek	startup	funding	of	500,000	dollars	

• Renting	Facilities	–	Renting	an	office	space	and	servers	that	will	accommodate	the	

official	release	

• Cloud	storage	–	purchasing	cloud	storage	to	meet	the	demand	of	the	official	launch	

Launch:	
This	phase	includes	the	official	implementation	of	initial	sales	and	marketing	strategies	for	five	

Universities	

• Fully	developed	Software	–	SyllaSync	will	be	fully	developed	and	ready	to	licensed	to	

multiple	Universities	

• Obtain	1
st
	year	sales	plan	–	Secure	contracts	with	five	PAC12	and	BIG10	universities	and	

a	user	base	of	100,000	students	

Expansion:	
This	phase	works	toward	licensing	SyllaSync	throughout	the	country	

• Expansion	Goals	–	Obtain	licensing	contracts	with	250	universities	and	a	user	base	of	

5,000,000	by	year	4	

• Late	marketing	strategies	–		Hire	additional	faculty	to	continue	marketing	and	

innovating	SyllaSync	to	meet	year	5	sales	objectives.	
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Financial	Plan	
Based	on	our	current	model,	SyllaSync	projects	Year	5	revenues	of	$100	million,	profits	of	$20	

million,	and	an	EBITDA	of	$40	million.	These	forecasts	are	based	on	aggressive	university	

expansion:	five	schools	in	the	initial	year,	fifty	schools	partnered	with	SyllaSync	by	the	end	of	

Year	2,	one	hundred	in	Year	3,	250	schools	in	Year	4,	and	500	schools	by	the	end	of	Year	5.	See	

the	figure	below	for	additional	financial	highlights.	Note	that	our	Year	1	ending	cash	flow	is	

greater	than	ending	profits	because	we	are	anticipating	accepting	a	$1	million	investment	and	

the	end	of	Year	1.		

	

	 Year	1	 Year	2	 Year	3	 Year	4	 Year	5	
#	Schools	 5	 50	 100	 250	 500	

#	Active	Users	 100,000	 1,000,000	 2,000,000	 5,000,000	 10000000	

Ave	Selling	Price	 $5		 $5		 $10		 $10		 10	

Revenue	 $500,000	 $5,000,000	 $20,000,000	 $50,000,000	 $100,000,000	
COGS	 $10,000	 $100,000	 $200,000	 $500,000	 $10,000,000	

Gross	Income	 $490,000	 $4,900,000	 $19,800,000	 $49,500,000	 $90,000,000	

Operating	Expenses	 $375,000	 $3,750,000	 $15,000,000	 $37,500,000	 $50,000,000	

EBITDA	 $115,000	 $1,150,000	 $4,800,000	 $12,000,000	 $40,000,000	
Ending	Cash	 $1,065,000	 $650,000	 $2,800,000	 $7,000,000	 $20,000,000	

	

Sales	Breakdown	
SyllaSync’s	sales	projections	are	based	on	two	factors:	anticipated	demand	and	specific	fee	

price	points.	Our	anticipated	demand	projections	are	obtainable	if	we	reinvest	funds	back	into	

research	and	development	in	order	to	maximizes	the	effectiveness	of	our	product.	The	more	

we	invest	in	development,	the	more	we	can	offer	in	our	application.	And	the	more	we	can	offer	

in	our	application,	the	more	of	a	necessity	it	becomes	to	students	and	faculty.	Specific	fee	price	

points	will	be	determined	entirely	based	on	demand	for	SyllaSync’s	services.	If	we	are	able	to	

cultivate	demand	at	an	even	faster	pace	than	we	project,	this	would	allow	us	to	raise	the	price	

at	a	point	earlier	than	Year	3,	and	may	even	allow	us	to	raise	the	price	to	higher	than	$10	per	

student.	

Costs	and	Expenses	
Because	SyllaSync	is	a	mobile	application,	the	variable	costs	

associated	with	the	costs	of	good	sold	are	quite		

minimal.	It	is	for	this	reason	we	anticipate	our	COGS	to	

equate	to	roughly	2%	of	our	yearly	revenue,	by	taking	into	

account	costs	associated	with	increased	server	space	as	our	

user	base	grows.	The	vast	majority	of	our	costs	will	come	

from	operating	expenses	associated	with	our	sales	strategy	

and	R&D.	Soliciting	interest	from	universities	will	include	the	costs	of	employee	salaries,	

Costs	and	Expenses	Breakdown	
Employee	Costs	 20%	

Facility	Overhead	 20%	

Marketing	 25%	

R&D	 25%	

COGS	 10%	
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funding	for	supplemental	sales	tools	such	as	instructional	videos	and	customer	testimonies,	and	

travel	expenses	for	our	sales	staff.	We	will	also	have	costs	associated	to	our	office	locations,	as	

we	project	to	have	at	least	two	offices	in	operation	by	Year	3.	The	figure	below	shows	the	

allocation	of	these	expenses.	

Summary	and	Conclusion	
There	is	a	clear	need	in	college	academics	for	a	unifying	hub	for	students,	teachers,	and	

administrators	that	fits	the	modernized	needs	of	these	parties.	The	mobile	study	application	

industry	has	seen	little	revenue	while	the	Learning	Management	System	is	saturated	and	

stagnant.	By	positioning	our	product	in	the	newly	created	mobile	Learning	Management	System	

industry,	there	is	room	for	us	to	grow	our	product	and	define	what	this	industry	truly	is.	

	

Our	management	and	development	teams	have	the	industry	knowledge	and	technical	skills	to	

create	and	cultivate	a	product	that	will	make	the	schooling	process	easier	for	students,	

teachers,	and	administrators	alike.	We	set	out	to	make	a	product	by	students,	for	students	that	

addresses	some	of	the	biggest	pain	points	we	and	our	peers	have	experienced,	and	in	the	

process	built	what	we	know	to	be	is	the	future	of	organization	in	college	academics.	

	

In	Year	5,	SyllaSync	projects	to	have	an	estimated	500	schools	using	our	product	generating	

$100,000,000	in	revenue	and	$40,000,000	in	EBITDA	while	adding	even	more	features	to	make	

academics	easier	for	students,	teachers,	administrators.		

	

Investors	can	discuss	this	opportunity	or	direct	further	questions	to	SyllaSync’s	General	

Manager	Jackson	Fogerty	at	jfogerty@email.arizona.edu.	
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Funding	Proposal	
SyllaSync	will	be	financed	entirely	through	equity	in	its	first		

five	years.	The	company	will	require	one	round	of	outside	

financing	after	Year	1	of	$1	million	in	an	effort	to	

accelerate	growth.	While	we	project	to	be	profitable	even	

after	our	first	year,	we	will	need	a	significant	influx	of	

capital	in	order	to	expand	our	reach	to	universities	across	

the	country	as	quickly	as	possible.	The	faster	we	are	able	

to	expand	nationwide,	the	smaller	the	opportunity	is	for	

competitors	to	enter	the	marketplace.	Our	anticipated	

uses	of	funds	and	the	costs	associated	with	each	use	can	

be	found	in	table	to	the	right	of	this	text.	It	should	be	

noted	that	the	bulk	of	our	marketing	costs	are	derived	

from	the	travel	expenses	our	sales	team	will	incur	during	the	school	acquisition	process.	The	

$50,000	budgeted	for	marketing	include	funding	for	supplemental	marketing	tools,	such	as	

instructional	videos	and	customer	testimonies.	

	

Our	Promise	to	Investors	
SyllaSync	Management	will	work	to	deliver	a	200%	return	to	investors	for	their	$1	million	

investment.	Return	estimates	are	based	on	discounted	cash	flow	and	EBITDA	multiplier	

valuations.	Investors	will	receive	common	shares	proportionate	to	their	contribution.	

	
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

First	and	Only	Round	Use	of	Funds	
Expenditures	 Funds	Needed	
Sales	Team	Salaries	 $500,000	

Travel	Expenses	 $195,000	

IT	Support	 $100,000	

Office	Rent	 $100,000	

Office	Equipment	 $25,000	

Marketing	 $50,000	

Legal/Insurance	 $30,000	

Total	Funds	Requested	 $1,000,000	



	
	

Appendices		
Projected	Balance	Sheet	

3-Year	Balance	Sheets	
Year	1	 		 Year	2	 		 Year	3	 		

Assets	 		 Assets	 		 Assets	 		
Current	Assets:	 		 Current	Assets:	 		 Current	Assets:	 		
Cash	 $1,065,000	 Cash	 $650,000	 Cash	 $2,800,000	
Ppd.	Expenses	 $5,000	 Ppd.	Expenses	 $10,000	 Ppd.	Expenses	 $50,000	
Total	C	Assets	 $1,070,000	 Total	C	Assets	 $660,000	 Total	C	Assets	 $2,850,000	
		 		 		 		 		 		

PPE	 		 PPE	 		 PPE	 		
Buildings	 		 Buildings	 $100,000	 Buildings	 $250,000	
Equipment	 $5,000	 Equipment	 $200,000	 Equipment	 $400,000	
Total	P&E	 $5,000	 Total	P&E	 $300,000	 Total	P&E	 $650,000	
		 		 		 		 		 		
Less	Dep.	 $100	 Less	Dep.	 $7,500	 Less	Dep.	 $30,000	
Net	P&E	 $4,900	 Net	P&E	 $292,500	 Net	P&E	 $620,000	
		 		 		 		 		 		
Total	Assets	 $1,074,900	 Total	Assets	 $952,500	 Total	Assets	 $3,470,000	
		 		 		 		 		 		
Liab.	&	Eq.	 		 Liab.	&	Eq.	 		 Liab.	&	Eq.	 		
Current	Liab.	 $74,900	 Current	Liab.	 $952,500	 Current	Liabilities	 $3,470,000	
		 		 		 		 		 		
Shareholder	Eq.	 $1,000,000	 Shareholder	Eq.	 		 Shareholder	Eq.	 		
		 		 		 		 		 		
Total	Liab.	&	Eq.	 $1,074,900	 Total	Liab.	&	Eq.	 $952,500	 Total	Liab.	&	Eq.	 $3,470,000	
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Projected	Income	Statement	
5-Year	Income	Statements	

		 Year	1	 Year	2	 Year	3	 Year	4	 Year	5	
#	of	Schools	 5	 50	 100	 250	 500	
#	of	Active	Users	 100,000	 1,000,000	 2,000,000	 5,000,000	 10000000	
Avg.	Selling	Price	 $5		 $5		 $10		 $10		 10	
Revenue	 $500,000	 $5,000,000	 $20,000,000	 $50,000,000	 $100,000,000	
COGS	 $10,000	 $100,000	 $200,000	 $500,000	 $10,000,000	
Gross	Income	 $490,000	 $4,900,000	 $19,800,000	 $49,500,000	 $90,000,000	
Operating	Expenses	 $375,000	 $3,750,000	 $15,000,000	 $37,500,000	 $50,000,000	
EBITDA	 $115,000	 $1,150,000	 $4,800,000	 $12,000,000	 $40,000,000	
ITDA	 $50,000	 $500,000	 $2,000,000	 $5,000,000	 $20,000,000	
Profit	 $65,000	 $650,000	 $2,800,000	 $7,000,000	 $20,000,000	
Ending	Cash	 $1,065,000	 $650,000	 $2,800,000	 $7,000,000	 $20,000,000	
	

Projected	Statement	of	Cash	Flows	
CF	Statements	Years	1-3	

		 Year	1	 Year	2	 Year	3	
Cash	Flow	From	Operations	 $65,000	 $800,000	 $3,100,000	
Cash	Flow	From	Investing	 		 -$150,000	 -$300,000	
Cash	Flow	From	Financing	 $1,000,000	 		 		
Ending	Cash	 $1,065,000	 $650,000	 $2,800,000	

	

Advisory	Board	
Jim	Jindrick:	Jim	has	more	than	30	years	experience	encompassing	high-tech	research	and	
development,	product	engineering,	operations	and	manufacturing,	international	marketing	and	
new	business	development	including	internal	corporate	entrepreneurship,	spin-off	companies	
and	independent	start-ups.	He	received	U.S.	and	international	patents	for	innovations	in	
automotive	test	and	diagnostic	equipment,	smart-grid	electric	power	distribution	automation	
systems	and	personal	computer	instrumentation	systems.	Jim	has	mentored	more	than	150	
teams	in	the	McGuire	Entrepreneurship	Program.	
	
Randolph	Accetta:	Randolph	has	been	teaching	students	new	venture	communication	
strategies	for	the	McGuire	Program	since	2007	and	previously	taught	in	the	Business	
Communication	Program.	Dr.	Accetta	has	twice	been	named	the	Eller	College	of	Management	
Teacher	of	the	Year	and	twice	received	Innovative	Teaching	Awards.	He	received	a	Ph.D.	from	
the	University	of	Arizona’s	Department	of	English.	
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Bradley	Davis:	Bradley	is	Senior	Vice	President,	Business	Development	at	Hollywood	based	
AfterMaster	Recording	Studios	&	Audio	Labs.	Currently,	Bradley	sits	on	several	committees	for	
The	Boys	&	Girls	Clubs	of	Greater	Scottsdale	and	is	a	member	of	Phoenix	Suns	Charities	88.	
Bradley	is	a	graduate	of	the	W.P	Carey	School	of	Business	at	Arizona	State	University	with	a	
degree	in	Marketing	and	a	Minor	in	Film	and	Media	Studies.	
	
Andrew	Wasserman:	Andrew	has	received	his	MBA	from	Stanford	University	and	a	Bachelor’s	
Degree	in	Economics	from	the	University	of	North	Carolina.	Professionally,	Andrew	has	worked	
for	Credit	Suisse,	Bain	Consulting,	and	Lending	Club.	Currently,	Andrew	is	the	GM	of	Football	for	
STRIVR.		
	

SWOT	Analysis	
Strengths	

• Small	team	working	together	on	every	project,	therefore	every	member	has	intimate	
knowledge	of	SyllaSync	and	how	it	works.	

• Communication	between	schools	and	SyllaSync	will	be	direct,	so	any	
problems/concerns/suggestions	will	be	handled	by	someone	working	directly	on	the	
project.	

• Blackboard	not	only	charges	$6/download	of	their	mobile	app,	but	they	charge	a	$2	
yearly	fee	to	keep	using	it.	For	just	$2	more,	schools	are	getting	an	entirely	new	system	
that	is	calibrated	for	mobile	usage.	

• Created	by	current	students	who	have	experience	in	the	current	learning	environment	
and	a	better	understanding	of	students’	needs.	SyllaSync	will	be	catered	directly	to	what	
students	of	today	demand.	

• Direct	notification	system	to	students’	phones.	Although	email	is	currently	being	used	to	
communicate	with	students,	this	medium	is	not	a	reliable	form	of	communication	for	
students.	Any	time	a	change	is	made	to	the	course,	SyllaSync	can	send	each	student	a	
push	notification	about	the	changes,	so	students	will	always	be	updated.	This	can	be	
very	advantageous	for	professors	who	want	to	be	able	to	quickly	communicate	
information	to	students.		

• Schools	that	continue	to	use	SyllaSync	to	create	their	syllabi	will	not	have	to	make	a	new	
syllabus	year	after	year,	but	instead	simply	update	their	old	one.	This	saves	time	and	
effort	for	teachers	and	helps	administrators,	departments,	and	higher-ups	hold	teachers	
accountable	for	what	they	should	be	teaching	and	doing.	

Weaknesses	
• A	small	team	will	make	providing	consistent	and	reliable	support	difficult.	One	or	two	

schools	won’t	be	hard	to	juggle,	but	as	we	expand,	we	will	have	to	look	into	hiring	
“support	reps”	for	particular	regions.	This	is	how	D2L,	Blackboard,	and	other	large	LMSs	
handle	support	needs.	

• No	android	version	of	the	app	currently	exists.	The	app	must	be	accessible	as	possible	
for	students.		
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• Scalability	is	going	to	be	an	issue.	The	current	team	size	will	be	able	to	handle	five	
schools	max,	but	if	we	start	growing	quickly	we	are	going	to	have	to	hire	a	large	number	
of	people	to	handle	the	individual	demands	of	each	school.		

• The	ceiling	for	the	quality	and	functionality	of	SyllaSync	is	as	high	or	low	as	the	
individual	ability	of	the	programmers	currently	on	the	team.	Therefore,	to	really	add	
certain	features	and	make	sure	they	work	right,	we’re	going	to	have	to	find	more	
programmers	with	different	abilities.		

Opportunities	
• No	one	is	in	our	market,	therefore	we	currently	control	it.	
• The	academic	scandal	at	UNC	and	the	push	to	make	curriculums	more	standardized	and	

visible	is	a	very	unique	selling	proposition.	This	sold	UNC	on	the	concept	and	could	be	
used	to	sell	other	large,	esteemed	academic	schools	that	are	competitive	athletically.	

• There	is	an	identified	need	among	tech-challenged	teachers	for	an	easy-to-use	builder	
that	allows	them	to	build	their	syllabi	by	only	making	a	few	clicks.		

• In	terms	of	students,	an	app	with	every	assignment	and	when	it’s	due,	plus	the	ability	to	
track	grades,	all	in	an	easy	to	use	format	on	their	phone	will	be	fulfilling	a	need	that	is	
desperately	demanded.		

• The	market	has	long	lamented	for	an	alternative	to	Blackboard.	Users	hate	its	interface,	
functionality,	and	how	hard	it	is	to	use.	They	also	have	a	very	weak	and	non-intuitive	
mobile	version.	

• The	time	is	right	to	provide	something	that	Blackboard	cannot	that	is	also	user-friendly.	
If	done	right,	SyllaSync	can	slowly	build	market	share	in	a	way	that	doesn’t	make	them	
appear	as	a	threat	to	Blackboard’s	services.	This	will	be	done	by	focusing	on	the	syllabus	
building	+	management	from	the	professor	side	of	our	services,	and	the	mobile	interface	
side	from	the	student	side.		

Threats	
• Blackboard	is	a	giant	corporation	extensive	financial	resources	and	software	

programmers	at	their	disposal.	If	we	begin	to	start	competing	with	them	for	market	
share,	they	can	poach	our	ideas	and	build	a	system	similar	to	ours	into	their	already	
existing	infrastructure.		

• Blackboard	currently	has	a	syllabus	builder	in	its	system.	It’s	terrible	and	it	doesn’t	
incorporate	the	syllabus	info	across	the	system,	but	it	exists.	Here’s	what	it	looks	like:	
http://teachtech.westernu.edu/blackboard-syllabus/.	

• A	number	of	free	and	open-source	syllabus	builders	exist.	This	doesn’t	matter	now	
because	they’re	free	and	the	real	value	SyllaSync	brings	is	that	it	puts	the	syllabus	
directly	on	the	phone	of	the	user.	But,	if	our	business	model	proves	successful,	someone	
could	partner	with	one	of	these	services	to	build	software	similar	to	what	we’re	doing	to	
compete	with	us.	Of	these,	SALSA	is	the	most	notable.	Link:	http://salsa.usu.edu.	

	
	

	
	
	



Jackson Fogerty 
11469 E. Carol Way 

Scottsdale, AZ, 85259 
480.202.4432 | jfogerty@email.arizona.edu 

 
EDUCATION 
University of Arizona – Eller College of Management Tucson, Arizona 
Majors: Business Economics & Entrepreneurship Graduation May 2016 
Certificate: Sports Management  
• GPA: 3.89 / 4.0 
• Honors: Honors Student, Deans List with Distinction, McCord Scholarship Finalist, Member of 

Beta Gamma Sigma Society (Top 10% of Eller College of Management) 
• Relevant Coursework: Finance, Economics, Business Ethics, Statistics, Accounting, MIS 
 
WORK & LEADERSHIP EXPERIENCE 
McGuire Center for Entrepreneurship Tucson, Arizona 
General Manager of SyllaSync August 2015 – Present 
• Implemented marketing, finance, and operations strategies to grow the business  
• Communicated with software development team to determine the needs and future of the product 
• Facilitated relationships with local professionals and business owners to gain advice and experience 
 
Starwood Hotels & Resorts Scottsdale, Arizona 
Corporate Finance Intern June – August 2015 
• Rolled out new expense software to 900 hotel employees in two months 
• Trained employees in person and electronically providing preparation, instruction, and support 
• Communicated daily with General Managers & Directors of Finance of hotels 
• Assisted in day to day accounting functions for 20 hotels and corporate office  

 
Fidelity Investments Scottsdale, Arizona 
Administrative Intern May – August 2014 
• Assisted in a wide variety of client facing and non-client functions  
• Gained greater understanding how to discuss investments and financial services through attending 

workshops and client appointments 
• Improved customer service skills and professionalism through front desk operation, execution of 

client events, and support of staff  
• Nominated for Intern of the Summer by Manager for the Mountain West Region 
 
Eller Scholars Tucson, Arizona 
Head of Professional Development and Member January – December 2013 
• Organized events in areas of professional development, community service, and business education 
• Collaborated with representatives of various Eller Student Clubs to run school-wide events  
• Updated Eller Club Supervisor on happenings and actions of Eller Scholars program 
SKILLS, ACTIVITIES & INTERESTS 
Activities: Financial Management Association, Economics Society, Sports Marketing Association 
Volunteering: Boys & Girls Club of Greater Scottsdale 
 



Jacob Nicholas 
10410 N Cave Creek Rd            6238249904 
Phoenix, Arizona 85020             njake@email.arizona.edu 
 
EDUCATION                                                                                                     
University of Arizona, Eller College of Management         Tucson, Arizona 
Bachelor of Science in Business Economics     May 2016 
 Major: Business Economics/Entrepreneurship 
 GPA: 3.5 

 
PROFESSIONAL EXPERIENCE 
Northwestern Mutual Financial Network       Phoenix/Tucson, Arizona 
Intern, Life Insurance Agent              May 2015 – August 2015 

- Earned license to sell life & health insurance policies in state of Arizona 
- Conducted interviews to assess clients’ financial positioning 
- Analyzed personal financial information of clientele 
- Created financial plans to help clientele achieve financial security 
- Responsible for providing clear explanations of NWM products to clientele 

Economic Preceptorship                                                                         Tucson, Arizona 
Preceptor, Microeconomics 361                                              August 2014 – January 2015 

- Assisted students with understanding microeconomic concepts 
- Collaborated with school faculty addressing ideas to improve efficiency 
- Directed review sessions covering extensive economic material 
- Developed public speaking/communication skills through teaching experience 
- Responsible for accurately evaluating homework and exam scores 

Business Communication Global Cohort                                              Tucson, Arizona 
Team Leader, Financial Forecaster                                     August 2014 - December 2014 

- Responsible for scheduling team meetings and dividing individual duties 
- Researched the financial feasibility of the global expansion of a company 
- Analyzed economic data of designated expansion country 
- Projected revenues and costs of expansion through extensive research 

Paradise Bakery & Café               Phoenix/Tucson, Arizona 
Primary Busser/Dishwasher        April 2011 – February 2016 

- Responsible for recommending potential employees to management 
- Trained new employees and various existing employees for different positions 
- Improved decision-making by being asked to make recommendations for future employees and evaluations 

of current employees 
- Increased professionalism by frequently communicating with customers and by relaying valuable 

information to employers 
AWARDS 

- Wildcat Excellence Scholarship Award: January 2012  
- The Arizona Board of Regent’s High Honors Tuition Scholarship: May 2012 
- Awarded over $40,000 in scholarship funds 
- Dean’s List: Fall 2012, Fall 2013, Spring 2014 

 
 
 
 
 
 



Donald J. Sutton 
1000 E. 22nd St., #6001 

Tucson, AZ 85713 
208.691.0701 | djsutton@email.arizona.edu 

 
EDUCATION 
The University of Arizona, Honors College, Eller College of Management Tucson, AZ 
Marketing and Entrepreneurship Expected Graduation May 2016 
• GPA: 3.92 / 4.0 
• Honors: National Merit Finalist, First Level Honors, Highest Academic Distinction, Honors 

Business Communications Case Competition Champion 
• Relevant Coursework: Marketing Analytics, Honors Business Communications, Sales 

Communications, Marketing Research 
• Club Involvement: Hip-Hop Music Director for KAMP Student Radio, Sports Marketing 

Association, intramural football, basketball and softball 
WORK & LEADERSHIP EXPERIENCE 
Fender Musical Instruments Corporation Scottsdale, AZ 
Communications Intern May 2015 – August 2015 
• Composed, administered and analyzed company-wide survey to assess sentiments on current intranet 
• Implemented feedback and built personalized WordPress to replace old company intranet 
• Mastered all aspects of WordPress including installation, themes, plugins, customization, and FTP 
• Drafted original articles for company site on corporate updates, artist news and various other topics 
 
My Girl Power Tucson, AZ 
Great Hula Challenge Team Member August 2014 – May 2015 
• Branded the Great Hula Challenge, a Tucson community event, with original logo and color scheme 
• Created marketing outreach strategy and materials, including event poster and sponsorship package 
• Developed tropical theme for event and marketing plan to attract target market of 8-12 year olds 
• Researched past event best practices and incorporated them into the GHC strategy 
 
The Coeur d’Alene Resort Golf Course Coeur d’Alene, ID 
Forecaddie May 2014 – August 2014 
• Took initiative to ensure all guests’ needs were met in a fast-paced and ambiguous environment 
• Using course knowledge, analyzed unique golf scenarios to provide strategic play recommendations 
• Improved communication skills while developing comfortable relationships with guests 
 
The Kollection Tucson, AZ 
Freelance Writer (Sample: http://thekollection.com/boy-prod-hs87-casey-veggies/)  May 2013 – July 
2014 
• Contributing writer for music website with almost 27,000 likes on Facebook 
• Searched for and discovered innovative and enjoyable music from artists in various genres 
• Responsible for writing, proofreading, posting to internet, and embedding multimedia within article 
SKILLS, ACTIVITIES & INTERESTS 
Languages: Basic proficiency in Spanish, background in HTML and CSS 
Technology: In-depth understanding of WordPress, SPSS, Final Cut Pro and Microsoft Excel 
 



 

 

 

Education 

2010 - 2012       Pima Community College – Associates of Liberal Arts. GPA 3.51 

Deans List 2011 – 2012. Graduated at age 17 with completion of dual enrollment high school.  

2012 -  Present  University of Arizona – Fine Arts major. Sculpture/ 3D emphasis. GPA 3.69.  

  Estimated graduation Spring 2016. Dean’s List Spring 2014, Fall 2014 

Honors  

2014 - 2015       Dean’s List recipient for the 2014 - 2015 academic year.  

2014 - Present   Sigma Alpha Lambda national leadership honors organization.  

2014 - Present   Gamma Beta Phi national honors organization.   

2009   Youth in Government, YMCA of Southern Arizona, Page, experienced mock Senate hearings 
while serving student senators.   

Experience 
2015                   Proctor, University of Arizona Wood and Metal Shop. Responsible for   
 monitoring use of shop equipment by students, and instructing in proper safety protocol.  

Fall 2014 Museum Gallery Clerk, Joseph Gross Gallery and Lionel Rombach Gallery.  
 Welcomed guests and provided information regarding exhibitions and artists. 

Interests  
  Amateur Golf, Distance running, international travel, Graphic Design  

  

 

Luke Hamilton Williams 

(520) 903 - 7380      williamslukeh@email.arizona.edu       5302 N Genemtas Dr, Tucson AZ 85704 



 
Joel Wasserman 

602 MLK Jr. Blvd, Apartment 101, Chapel Hill, NC 27514 • (917) 239-1085 joel.wasserman8@gmail.com • 
www.Github.com/Joelwass • www.ivet.io 

 
Education___________________________________________________________________________________________ 
 
University of North Carolina at Chapel Hill                                                                                                   Chapel Hill, NC 
Computer Science (BS) and Economics (BA) degree candidate - Expected May 2016                                          2012-Present 
● Major GPA: CS - 3.1 Econ - 3.5  
● CS tutor; Undergraduate Learning Assistant for Macro-Economics 
● Chapel Hill middle school tutor/mentor advocate 3 hours/week 
● Placed 3rd in UNC-wide fiscal policy competition, 2013 
● Crew Team (2013), Fed Challenge Team (2013, 14), Renewable Energies Special Projects Club (All) 
 
Coeur d’Alene High School                                                                                                                          Coeur d’Alene, ID 
● Cumulative GPA - 4.2, SAT - 2150, National Merit Scholarship recipient                                                          2008-2012 
● All Student Body President  
● Exchange student in San Sebastian, Spain for 10 weeks, Summer of 2011 
 
Experience__________________________________________________________________________________________
  
Mobile App Development 
● SyllaSync (Lead Developer) – www.syllasync.com - A website/app combo aimed at eliminating the gap between 

students and faculty when it comes to syllabi creation and event reminders. (Apple App Store) 
● Dumpster. (Lead Developer) – www.ivet.io - An iOS mobile trivia app implementing a Parse server backend and the    

Mailgun API (Apple App Store) 
● Pinrose (Lead Developer) - Implements Ruby on Rails backend using JSON to communicate user input and return   

recommended perfume and products.  
 

VersaMe, Child Development Tech Startup                                                                                                      Palo Alto, CA 
iOS Development & Software Engineering – Intern                                                                                     June – August 2015 
• Programmed alongside lead Software Engineer through multiple iOS app iterations  
• Used AWS, Swift 2.0, Intercom, XCGLogger, Mixpanel, OpenEars and MRate 
• Ideated and provided feedback on design process in small, crowded, incubator-style environment 
 
Pinrose.com, an eCommerce fragrance company                                                                                      San Francisco, CA 
Tech Team & Marketing - Intern                                                                                                                   May - August 2014 
● Designed, coded, and launched Pinrose’s in-store iPad application to create their retail experience; presented to 

investors and gained approval to include as part of Urban Outfitter/Nordstrom rollout plan 
● Established weekly Lunch & Learn for Pinrose interns at other tech companies in San Francisco (Google, Dropbox, 

Uber, Facebook, Spire, Lending Club) 
 
ClearRF, a designer and manufacturer of cellular signal amplifiers                                                               Spokane, WA 
Sales Staff, Sales and Development Team - Intern                                                                                         May - August 2013 
● Brought in 20+ new customers, selling 350+ units and generated revenue > $75k in 15 weeks (Previous year full-

company revenue was $160k) 
● Company tried to re-structure my commissions mid-summer because I was so far above expectations 
 
Interests & Other_____________________________________________________________________________________ 
 
● Proficient in: Swift, Java, Javascript, C, C++, HTML/CSS, Linux, Bash, x86 
● Dream Job: IDEO + SpaceX + Tesla thrown in a blender 
● Passions: Space exploration, investing, entrepreneurship, renewable energy 
● Motley Fool freelance writer Summer 2013 – 4 published articles 
● Intramural Sports enthusiast: football, basketball, soccer, inner tube water polo 


