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Document Disclaimer – Please Read 
 
This Business Plan has been prepared solely for informational purposes by Targeted Shopping 

Solutions, Inc. (“TSS” or the "Company").  This document does not constitute an offer to sell, or the solicitation 
of an offer to buy, shares or other investment vehicles of TSS.  Any future offer to sell, or solicitation of an 
offer to buy, shares or other investment vehicles of TSS will only occur through a Company Offering to eligible 
and qualified investors. 

The Document includes certain statements, estimates and projections provided by the Company with 
respect to the anticipated future performance of the Company.  Such statements, estimates and projections 
reflect various assumptions concerning anticipated results, which assumptions may or may not prove to be 
correct.  These Management projections are merely estimates of the anticipated future performance of the 
Company based on interpretations of certain existing circumstances and information and certain assumptions of 
future economic and other results, which may prove to be incorrect.  Such projections and estimates are not 
necessarily indicative of current value or future performance, which may be significantly more or less favorable 
than as reflected therein.  Accordingly, no representations are made as to the accuracy or completeness of such 
statements, estimates or projections and such statements, estimates, or projections should not be relied upon as 
indicative of future value or as a guarantee of value or future results. 

All inquiries and requests for information relating to TSS should be directed to Mr. Jim Mulford, 
President: 

 
Telephone:  720-219-7501 
E-mail:  jomulford@acqyrexchange.com or jomulford@targetedshoppingsolutions.com  
Mailing Address: PO Box 631837, Highlands Ranch, CO 80163 

mailto:jomulford@acqyrexchange.com
mailto:jomulford@targetedshoppingsolutions.com
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1. Executive Summary 

acQyr eXchange (QX) is being introduced to become the market-leading exchange for rewarded 
digital assets; one exchange for easily and quickly offering, tracking, exchanging, and redeeming issued digital 
rewards into local currency.  We will deliver QX to multiple markets, initially focusing on the Gaming Market.1 

We are bringing our platform to the Gaming Market in three phases. Phase 1 has been launched, 
allowing for the exchange of in-game issued rewards and subsequent redemption for cash. During 2021, we will 
release our Phase 2 personalized rewards offer engine and premium member value added services. During 
Phase 3, we will introduce multiple redemption options to bring further value to our Offering. 

For the past several years, we have invested over $8 million into the research, development, testing, 
piloting, and improvement of the IP and core technology platform for issuing, tracking, exchanging, and 
redeeming digital rewards across multiple markets and programs. Our initial testing and piloting were executed 
in the small-to-mid sized retail market, in partnership with MasterCard. By mid-2020, we were ready to initiate 
our entry into the Gaming Market. 

Our marketing strategy (B2B2C) focuses on acquiring QX Issuers2 as partners. In turn, we access the 
QX Issuer games and gamers to drive our QX Membership3 and grow our revenues. To attract QX Issuers, we 
are employing an industry insider to identify likely partners and to introduce QX to them. We are then able to 
present our business case to these likely partners and sign a Letter of Intent to move forward with them.  

We are a team of successful entrepreneurs and business leaders with deep and broad expertise to initiate 
and grow this business. Each of our business leaders has specific experience and expertise in his assigned areas 
of accountability. Further, each of us has been a key part of previous entrepreneurial ventures that have had 
successful exits. This management team is supported by employees, advisors, consultants, and outsourcing 
companies that give us the ability to grow and expand as we execute our go-to-market plan. 

Beginning in 3Q20, we initiated a phased business execution plan to (1) launch our Offering; (2) attract 
QX Issuers, QX Members, and strategic value-added partners; (3) achieve positive cash-flow generation from 
operations by the end of 1Q22; and (4) expand our market presence, revenues, and profitability during years 2-4 
(2022-2024). We have developed a bottom-up financial analysis and projection of our budget and expected 
results for the next four years (2021-2025). Using these financial projections and applying a conservative 
multiplier of 6x year 4 EBITDA, we estimate a market cap for the company of $150 million. Year 4 gross 
margins are projected at 69.3%, with EBITDA of 34.4% and net profit of 21.3%. If we achieve our projections, 
all debt and preferred share dividends will have been paid by year 4, with an end-of-year projected cash balance 
of over $16 million. By meeting or exceeding our projections, we will likely be an attractive target for a M&A 
transaction with major platform companies and market consolidation businesses. 

 
1 Our initial market, the Gaming Market, includes online, PC, video, and mobile games that do not involve gambling, but rather are 
games of skill and entertainment. 
2 QX Issuers are our primary customers. In the Gaming Market, these are game publishers and/or developers that issue rewards to attract 
and retain gamers longer. 
3 QX Members are customers of our QX Issuers that download and join QX. In the Gaming Market, these are gamers. 
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2. Company Overview 

2.1.   Mission Statement 
Our mission is to become the market-leading exchange for rewarded digital assets—one exchange 

for easily and quickly offering, tracking, exchanging, and redeeming issued digital rewards into local currency.  
We will deliver QX to multiple markets, initially focusing on the Gaming Market. 
2.2.   Company Philosophy and Vision 

We are driven to bring value to our shareholders, customers, employees, and business partners. We 
value honesty, ethical business practices, hard work, priority time with our families, and service to others.  We 
strive to deliver a superior offering to our customers that will positively impact their revenues and profits. In 
turn, we expect to deliver an attractive return on investment to our investors, employees, and business partners. 
2.3.   Company History 

Our mission and QX Offering have a strong foundation of research, development, pilots, partnerships, 
and IP for the real-time issuance and redemption of digital reward value in markets that effectively apply 
loyalty rewards to attract, engage, and retain the customers of businesses within each market.  

It all began when Targeted Shopping Solutions, Inc. (TSS), the Corporate entity for QX, was founded to 
solve the reward redemption challenges facing small- to mid-sized retailers (SMB): How do SMBs issue, 
manage, track, and redeem sales promotion offers and coupons? SMB owners did it manually, if at all. 

TSS developed the ShopMyNeighborhoodTM (SMN) program to automate the process for these smaller 
retailers and to provide an easy-to-use, real-time solution for their customers. SMN electronically enabled 
owners to define offers and instantly redeem them on their existing point-of-sale terminals. Partnering with 
MasterCard®, SMN issued shoppers a branded prepaid card where loyalty rewards were redeemed, 
accumulated, and spent.  

The key to SMN was that it was a coalition loyalty rewards program. Shop owners on Main Street could 
all sign up and share customers and offer the same rewards and redemption platform, making their loyalty 
programs more valuable to shoppers. 

However, the high cost of customer acquisition and the market entry of household-name competitors led 
TSS to pivot in late 2018. The TSS team researched and identified that using the Company’s existing IP and 
technology for issuing, tracking, exchanging, and redeeming digital reward value represented a significant 
opportunity, and the pivot was made to the acQyr eXchange. Having invested over $7.0 million into the 
research, development, piloting, and integration of the core technology platform, TSS was well positioned to 
bring our competitive IP to markets that use personalized offers and digital rewards to increase the lifetime 
value (LTV) of their customers.  
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2.4.   Company Goals 
The Company short- and long-term goals are focused on delivering value to our shareholders, 

customers, employees, and business partners. In 2021, our five primary short-term goals are: 
(1) Onboard 8 game publishers/developers and their gamers onto QX as QX Issuers. 
(2) Attract a QX Membership of 300,000 gamers by the end of 2021. 
(3) Significantly update our QX app and server to deliver personalized offers and rewards through our 

proprietary technology suite – Phase 2. 
(4) Enhance our Offering to add QX Member redemption options, as well as value-added services and 

rewards for our premium membership – Phase 3. 
(5) Successfully complete our 2021 funding round to allow us to achieve 2021 goals and be positioned 

for market expansion in 2022 and beyond. 
Our five primary long-term goals include: 
(1) Position QX as the preferred marketing platform for game publishers seeking to apply personalized 

offers and rewards to reduce customer acquisition costs (CAC) and increase LTV. 
(2) Have a minimum of 60 QX Issuers, each with multiple games and hundreds of thousands of gamers, 

and 4 million QX Members by 2024, leading to healthy revenues, EBITDA, and net profits. 
(3) Rapidly expand QX across the Gaming Market, including international expansion. 
(4) Be positioned to bring QX to other markets, including the travel & leisure market, online and 

financial services market, and retail market. 
(5) Be an attractive M&A target within our served markets, as well as for major online marketing and 

infrastructure platform businesses. 
2.5.   Corporate Governance 

We are a Colorado C-Corp, founded in January of 2008. We operate as a private company, with a Board 
of Directors and invested shareholders. We have raised the funds necessary to execute our business plans 
without registration under the Securities Act of 1933 (the “Securities Act”), as amended, pursuant to the 
exemptions provided by Section 3(b) and/or 4(2) of the Securities Act and Regulation D promulgated 
thereunder. Our current By-Laws control our governance of the Company. 
2.6.   Industry 

Our Offerings operate within the marketing & advertising services industry, with a focus on technology 
platforms that provide for the issuance, exchange, and redemption of digital rewards for the purpose of 
acquiring new customers and retaining existing customers longer. 
2.7.   Target Market 

Our primary market for our initial delivery of QX is the Gaming Market, as defined on page 4. As we 
achieve success in this market, we will expand into other markets that have the need for QX, including the 
travel & leisure market, online & financial markets, and retail market. 
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3. Product & Services 

3.1.   Our Offering 
QX is a fintech platform for issuing, tracking, exchanging, and redeeming loyalty rewards across 

multiple rewards programs in any market. Our first entry is in the Gaming Market to help game publishers 
increase retention and grow revenue through personalized offers and loyalty rewards. Other markets will 
include retailers, travel and leisure companies, and financial services firms. 

We are bringing our platform to the Gaming Market in three phases. Phase 1 has been launched, 
allowing for the exchange of in-game issued rewards and subsequent redemption for cash. During 2021, we will 
release our Phase 2 personalized rewards offer engine and premium member value added services. In late 2021, 
we will also introduce multiple redemption options to bring further value to our Offering (Phase 3). 
3.2.   Our Platform 

QX is the first cash-back loyalty rewards Platform-as-a-Service (PaaS) that works across all games for 
the Gaming Market. acQyr eXchange: 

• Helps game publishers increase retention and grow revenue through personalized offers and 
loyalty rewards. 

• Works like a classic retail loyalty program that rewards purchasing behavior and is proven to 
increase revenues by up to 2.5 times (Harvard Business Review). 

• Offers a turnkey, customizable rewards solution that is easily connected to publishers' games. 
Our PaaS has been researched, developed, piloted, and implemented on the scalable Amazon Web 

Services (AWS) cloud, giving us scalable and international reach as we expand our Offering across markets. 
3.3.  The Business Problem that Our Offering Solves 

The Gaming Market is currently experiencing double digit annual growth. Over 2.7 billion gamers 
worldwide and three out of four people in the United States are fueling this growth. It is estimated that 250 new 
games are introduced every week! While great for the industry, it now costs more to acquire new customers 
(CAC) and to retain gamers longer to increase LTV. Social media, app stores, gaming platforms, and other 
marketing methods are proving to be less effective and more costly across the industry. 

QX delivers a well-proven method of issuing targeted offers and rewards to attract new customers and 
retain existing ones, thereby lowering CAC and increasing LTV.  In the retail industry, loyalty programs have 
been proven to increase sales and profits, reduce churn, and lower the cost of acquiring new customers for nearly 
70 years. That is why more than 90% of retail companies have some sort of loyalty program according to 
Accenture. 75% of consumers say they are likely to make another purchase after receiving an incentive 
according to a study at Wirecard. 

According to a recent study from Experian, 75 percent of U.S. companies with loyalty programs 
generate a return on investment. Do rewards work in the gaming world? A study performed by Versus showed 
a 34% increase in League of Legends playtime after the introduction of rewards. And a Google study showed 

https://hbr.org/2020/01/are-you-undervaluing-your-customers
https://www.accenture.com/_acnmedia/pdf-43/accenture-strategy-gcpr-customer-loyalty.pdf
https://blog.accessdevelopment.com/2019-customer-loyalty-statistics
https://www.experian.com/assets/marketing-services/white-papers/cross-channel-loyalty-wp.pdf
https://www.forbes.com/sites/kevinanderton/2020/06/16/rewards-based-advertising-could-change-video-game-industry/?sh=634a5dd83098
https://think.storage.googleapis.com/docs/mobile-app-marketing-insights.pdf
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that 30% of app users will come back if they are offered a reward on a certain service. According to these 
studies, offering targeted gaming rewards works! 
3.4.   Our Intellectual Property 

For the past several years, we have been developing a sophisticated technology platform for issuing, 
tracking, exchanging, and redeeming personalized offers and digital rewards. The platform has been architected 
to be effective in any industry that uses loyalty rewards to reduce CAC and increase LTV of customers. We 
have piloted and vetted our IP within the retail industry and know it works. Bringing our Offering to the 
Gaming Market now will take maximum advantage of our IP: 

• First-mover advantage on infrastructure and solution development. 
• Prior experience with an extensively tested multi-issuer loyalty rewards program in the retail 

market with hundreds of issuers and thousands of consumers. 
• Executing a business model that we know well and have the expertise and experience to 

successfully launch and grow. 
• Expertise and experience with the needed real-time integration, interfaces, and infrastructure 

necessary to deploy our Offering across hundreds of games and millions of gamers. 
• An AI engine for targeting game owner offers to the right gamers and the right time. 
• A pay-for-performance strategy, with an accessible dashboard for demonstrating to game owners 

the reduction of CAC and increase of LTV for their games and gamers. 
• During Phase 2 and 3 of our Gaming Market penetration, we will be establishing an event-

sharing infrastructure through which our QX Issuers can share in-game events with QX for 
tracking offer accomplishment and reward issuance. We will explore this IP becoming an 
industry standard for the Gaming Market, including filing of patent protection, as applicable. 

3.5.   Our Pricing Strategy 
We generate our revenues from four primary sources: (1) small transaction fees, like currency exchange 

fees, for exchanging and redeeming in-game and issued rewards for our QX Members, (2) premium QX 
Membership fees, (3) QX Issuer fees for issuing, tracking, and redeeming targeted offers, and (4) premium 
service revenue-sharing with other fintech and value-added delivery companies that bring enhanced services to 
our premium members.  

Our transaction fees allow QX Members to get access to their in-game rewards in real time and to avoid 
losing the value of these rewards over time or to face lengthy delays in gaining access to those in-game rewards. 
After exchanging their in-game rewards for acQyr Cash, the QX Members can redeem their acQyr Cash for 
local currency. Premium memberships, with small monthly fees, are offered to our freemium members to 
reduce their transaction fees and deliver a suite of expanding value-added services, including in-market cash 
back rewards, discounted purchases, monthly bonus rewards, debit cards, and other fintech services. We receive 
a portion of the revenues of the delivered value-added services from our premium service partners. We also 
receive pay-for-performance fees from those QX Issuers who use our platform to issue targeted offers to 
increase their gamer long-term value (LTV) at a reduced customer acquisition cost (CAC). 
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4. PLATFORM RESEARCH AND DEVELOPMENT (R&D) 

4.1.   Baseline Platform 
For the past several years, we have been investing into the research, development, testing, piloting, and 

improvement of the IP and core technology platform for issuing, tracking, exchanging, and redeeming digital 
rewards across multiple markets and programs. Our initial testing and piloting were executed in the small- to 
mid-sized retail market, in partnership with MasterCard. 

The features, functionality, and capabilities embedded within the baseline IP include: 
• A portal where our busines partners can use templates to define targeted offers for their 

customers (shoppers, gamers, etc.), including start/stop dates, reward values, criteria for offer 
achievement, and other key targeting criteria. 

• An AI-engine for sharing defined offers with the right customers on their preferred media and at 
the right time. 

• Easy, online customer access to their offers, reward values, and achievements. 
• Customer capability to track, exchange, and redeem their reward values as cash. 
• Real-time APIs for tracking customer events that trigger achievement against targeted offers. 
• Fintech integration with business partners, banking, and financial networks for secure, private, 

reliable, and timely management, transfer, and accounting of rewards, payments, and 
redemptions. 

In late 2018, we made the decision to research and, if appropriate, migrate our baseline platform and go-
to-market strategy to the Gaming Market as our first major market entry. We determined that the competitive 
positioning, cost of market entry, and market growth opportunity was much greater in the Gaming Market. 
4.2.   Phase 1 Server and App 

By mid-2020, we were ready to initiate our entry into the Gaming Market. With our launch funding 
round, we executed Phase 1 of our technology enhancement and deployment plan to bring Phase 1 to the 
Gaming Market. This was accomplished by our core technology leadership and architecture team, with the 
support of outsourced development resources. Major accomplishments in the second half of 2020 included: 

• Porting our IP to AWS for future scaling and expansion. 
• Taking components of our baseline IP and incorporating that technology into a server and 

modern UI/UX mobile app 
• Testing and deploying Phase 1, allowing game publishers that issue in-game rewards to link with 

QX, so that their gamers can track, exchange, and redeem those issued rewards for cash. 
Figure 4.2-1 illustrates the functionality that has been deployed in Phase 1, and which is accessible via 

the new QX mobile app. Through our Software Development Kit (SDK) and defined Application Programming 
Interfaces (APIs), participating games are linked to QX. We are then able to track, exchange, and redeem issued 
in-game rewards on behalf of our QX Issuer partners. This provides an attractive reward value to our partners’ 
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gamers, leading to lower CAC and higher LTV for our partners. The deployed app can be downloaded and 
tested, using test data at www.acqyrexchange.com.  

 
Figure 4.2-1: Functional Flow implemented in Version 1.0. 

 

4.3.   Phase 2 Upgrades 
Through 3Q21, we will be upgrading, designing, and developing our enhanced baseline Offering that 

allows our partners to define targeted offers through our QX portal and have them targeted to the right gamers 
at the right time, using offer-specific targeting criteria. This is a major upgrade that will be a valuable 
alternative for game publishers and developers to lower their CAC and increase the LTV of their gamers 
through incented engagement and retention. We are bringing a well-proven retail loyalty rewards capability to 
the Gaming Market that will grow to be available to hundreds of QX Issuer partners and millions of gamers. 

A key feature of our Phase 2 rollout is that game publishers/developers do not have to implement their 
own loyalty rewards program inside each game or game series. Rather, they can focus on what they do best, 
delivering exciting and compelling games, and use QX as a platform for lower CAC and increasing LTV 
through issued rewards, based upon gamer actions that drive monetization for our partners.  

Figure 4.3-1 illustrates the functionality that will be available in Phase 2, and which will be accessible 
via a major upgrade to the currently deployed QX mobile app. This major upgrade allows our partnered 
publishers/developers to define personalized offers that will drive monetization events within their games.    

http://www.acqyrexchange.com/
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Our AI engine filters each defined offer and delivers it to the right set of gamers at just the right time. Gamers, 
through the QX app, can see their offers and attached rewards. As they play our partners’ games, in-game 
events are shared with QX and we then issue reward value against each targeted offer, based upon offer 
achievement by each QX Member. We will also be adding other value-added market partner rewards and 
premium services to incent our QX Members to upgrade to premium memberships and earn even greater reward 
value through QX. 

 

 
Figure 4.3-1: Functional Flow to be implemented in Version 2.0. 

 

4.4.   Phase 3 Upgrades 
We will continue to integrate other market partner value-added components for our premium members. 

In addition, we will be adding more redemption options for our QX Members, besides cashback. These will 
include (1) upgrades to QX (or partner) branded Pre-paid (PPD) cards loaded with earned/exchanged reward 
value, (2) using earned/exchanged reward value to make game partner purchases, (3) making charitable 
donations, and (4) acquiring physical goods and items through partner marketplaces. We will also continue to 
expand our customer service, dashboard, and tax/accounting functionality to deliver additional value to our 
game publisher/developer partners and QX Members. 
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5. MARKETING AND SALES PLAN 

5.1.   B2B2C Strategy 
Our marketing strategy focuses on acquiring game owners (publishers/developers) as our QX Issuer 

partners. In turn, we access their games and gamers to drive our QX Membership and grow our revenues. To 
attract game owners, we are employing an industry insider to identify likely partners and to introduce QX to 
them. We are then able to present our business case (see Section 5.5) to these likely partners and sign a Letter of 
Intent to move forward with them.  

As we grow the number of QX Issuer partners, we will expand the QX reach across the Gaming Market. 
Gamers can join QX for free (freemium business model). They are charged a small transaction fee when they 
redeem issued rewards for cash. As gamers use QX, we market premium membership options to them, offering 
value-added services that incent them to upgrade to premium membership, with a small monthly fee. 

Game owners can become QX Issuer partners with no upfront costs. They commit to integrating our 
Software Development Kit (SDK) and APIs into their participating games. QX Issuer partners that use our 
targeted Offers engine to enhance the monetization within their games only pay-for-results (at the time of 
reward issuance). In addition, we share a portion of premium membership fees for any gamers that originally 
join QX from one of the partner’s connected games. 

During Phase 2 and 3 of our market expansion in 2021, we will partner with other businesses that offer 
value-added services that bring enhanced value to our premium members. We have already begun discussions 
with some of these potential partners, including very large cashback reward programs in the retail market, as 
well as blockchain-enabled digital offer solutions within the major brands marketplace. Besides these value-
added services driving our premium membership revenues, we will also share in the marketing fees and 
revenues of the value-added partners. 
5.2.   Market Opportunity 

In 2020, the mobile and video Gaming Market generated $160B in worldwide revenues and has an 
expected CAGR of 10.5% over the next 5 years. There are over 2.7 billion gamers worldwide, with three out of 
four people in the US playing games (245 million). The market is expected to continue to outpace other 
entertainment industries. 

Today, we are seeing 250 new games being introduced every week. While the game publishers and 
developers are seeing great growth, they are also challenged in how best to attract and retain gamers to their 
games. For example, only about 5% of mobile gamers spend money. Most mobile games are free-to-play, with 
ad engagement and in-game purchase options used for the monetization of these games. Game owners use 
various in-game rewards and tactics to get free-to-play gamers to spend money, but their success is low.  

In contrast, the retail industry has evolved to using sophisticated, targeted offers and rewards to attract 
new shoppers and keep them coming back to make additional purchases. Over the past several years, we have 
built a flexible and compelling platform for issuing personalized (targeted) offers, with common rewards, that 
offer shoppers an asset (cash) that attracts them to participating retailers and retains them over the long term. 
Addendum Three summarizes some of the proven metrics from the retail industry. 
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We are now bringing our platform and offer/rewards strategy to the Gaming Market. Game publishers 
and developers are recognizing that they need a loyalty rewards strategy to reduce their CAC and increase the 
LTV of their gamers. QX allows these game owners to implement such a strategy, without having to make 
major changes to their existing or future games. Rather, our platform allows them to easily define targeted 
offers, reward gamers for monetization actions, and track their CAC and LTV changes via our dashboard. 
5.3.   Barriers to Entry 

Our primary barriers to entry are tied to the penetration of a market with a strategy that has had limited 
usage within the market. While we have significant proof points and metrics from other industries, including the 
retail market, travel & leisure, and financial services, this is a new strategy that is just beginning to gain traction 
within the Gaming Market: 

(1) We are an early-stage company – While we have developed, tested, and piloted our Offering in the 
retail marketplace (small- to mid-sized retailers), we do not have a history of market penetration and 
long-time success. We must demonstrate the value of our Offering to a new market, without 
demonstrable case studies. We are overcoming this barrier by using a key industry insider (see 
Section 7.2) to get us in front of game publishers and developers. We have also deployed Phase 1 of 
our Offering, so that we can demonstrate its use. Finally, we are presenting a strong business case, 
based on our industry knowledge of the loyalty rewards market and proof points from other markets, 
particularly the retail industry. 

(2) Rewards are a cost to game owners – The initial response of any business is “you mean I have to 
pay for rewards to get the results I want (lower CAC and increase LTV)?” What we must clearly 
articulate is that our Offering is a pay-for-performance business model, and the return on that 
investment is substantial and real. Rewards (and fees paid to us) are issued against targeted Offers, 
defined by the game owners, that drive key monetization actions, thereby improving their top line 
and bottom line. Once a game publisher/developer sees the business strategy, then this barrier 
rapidly goes away. 

(3) Changing offers and rewards to a strategic focus – Most game owners are currently using in-
game rewards that have no or limited cash value. The rewards tend to improve the “status” of a 
gamer, play to a gamer’s ego, or allow for more game play. However, these rewards quickly become 
limited in value to gamers; the result is that most gamers move on to another game in less than 30 
days. We must educate game owners on the strategic value of issuing cash-incentives for 
monetization actions taken by their gamers. Traditional and social/online media for attracting gamers 
are becoming more expensive and less effective. As game owners understand the strategic value or 
loyalty offers and rewards, we will be delivering our Offering and building case studies to reach an 
ever-growing customer base for QX. 

(4) As we gain market traction, competition will increase – This is a very large market. As we begin 
to grow QX within the Gaming Market, new and existing competitors will begin to target and 
attempt to replicate our success. We expect to be well positioned to take on this competition by (a) 
continuing to expand our Offering functions and features (as well as protect our IP through patents 
and trade secrets where possible), (b) maintaining competitive pricing, and (c) expanding our 
strategic partnerships with key game publishers and market platforms. 
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5.4.   Competition 
Competition with QX is limited within the Gaming Market, but we expect it to grow and become 

formidable as we continue to have success.  Currently, there are four primary categories of competition for us: 
(1) Offerings/Platforms that work across multiple customers in their targeted industry – Like QX, 

some current competitors provide an offering and platform that can engage and work across multiple 
market partners and customers within specific markets. Examples of primary competitors in this 
category include Loylogic (travel & leisure, financial), Points.com (travel & leisure), Award Wallet 
(travel & leisure), and Loyyal (retail, travel & leisure, financial). To date, none of these competitors 
has decided to target the Gaming Market. 

(2) Offerings that are delivering solutions in the Gaming Market – Currently, there are several 
loyalty rewards solutions that have been introduced in our target market and we expect this number 
of competitors to grow. To date, these competitors are mainly focused on single game or platform 
rewards solutions, rather than a platform like QX that can cross promote and support multiple game 
publishers, developers, and their games. Competitors that focus on single game solutions include 
Monetizer, Lootcakes, and Playful. The Robox platform offers Robux rewards that can be applied to 
all games that are aligned with the Robox platform. Several competitors (Forte, Hoard, WAX) 
provide exchanges for buying and selling non-consumable digital assets (e.g., weapons, characters, 
digital real estate, etc.) and are becoming popular and are growing However, to date, these platforms 
have not focused on digital rewards that have cash-out value. 

(3) Cashback reward platforms that are becoming dominant in other markets – Key potential 
competitors from the retail and consumer research and promo markets could become formidable 
competitors if they choose to enter the Gaming Market. Two major competitors in the retail market 
are Rakuten and DO$H, while Swagbucks is a major competitor in the research & promo market. 
We have initiated discussions with Rakuten and DO$H to partner, such that we can offer their 
rewards from retailers to our QX Membership (gamers). This is attractive to them in that they do not 
have to build the membership that we will be building in the Gaming Market. We expect to have one 
or both businesses partnered with us in 2021. A similar strategy will be employed with Swagbucks. 

(4) Large platforms offering rewards – Major gaming platforms (for download and access to games) 
include Steam, Amazon Luna, Microsoft, Apple, and Google. All these platforms offer a basic 
reward offering today. However, they could easily invest and become a direct competitor to QX. Our 
business objective is to obtain significant traction in the Gaming Market over the next three years 
and become an attractive acquisition target for one or more of these platforms. 

Addendum Four provides a listing of several of these competitors and compares their strengths and 
weaknesses against QX. 
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5.5.   Our Business Case for Game Publishers/Developers 
Using our experience and expertise in the targeted offers and rewards market, we have documented a 

strong business case for game publishers and developers to partner with QX. We have used our industry 
knowledge and metrics from the retail market to draw a compelling business case as to why game publishers 
and developers should use QX. Addendum Two provides that Business Case. We are currently sharing this 
business rationale with an initial set of both small and large game publishers and getting strong interest, LOIs, 
and a growing target of partners as we move forward. Addendum Three provides a one-page Infographic to 
attract game publishers and developers to have a conversation with us. 
5.6.   Our Go-to-Market Plan 

We are currently executing a go-to-market plan that is focused on our B2B2C strategy. In the second 
half of 2020, we hired a leading marketing firm with strong background and expertise in the Gaming Market 
(The LaunchPad Agency). Our CMO worked closely with this firm to develop our key marketing messages and 
to execute an introduction of QX to the Gaming Market through selected press releases and articles by leading 
industry publications (e.g., GameBeat). This was all timed with the release of Phase 1 of our QX platform and 
mobile app.  

In 1Q21, we then engaged a key industry insider (Jay Powell of Powell Group Consulting) to begin 
making specific introductions to potentially interested game publishers. In less than two months, we have 
signed six Letters of Intent with interested game publishers. Additionally, we have been able to have 
meaningful discussions with top 10 publishers, including Rovio (publisher of Angry Birds series) and 
Electronic Arts (second largest game publisher in the world). Both publishers are placing strategic value on a 
loyalty rewards solution and are viewing QX as a potential solution for them.  

Now we are initiating the onboarding of the first games from our QX Issuer partners. This will allow us 
to validate our Phase 1 Offering within the Gaming Market, as well as initiate revenue generation for us. We 
will continue this modest growth with games that already issue rewards with cash value for the remainder of the 
year. Most game publishers, however, are focused on our Phase 2 and 3 Offerings, which will be available in 
3Q21. With our enhanced Offering, they will be able to take full advantage of issuing targeted offers to attract 
new gamers and retain existing gamers longer, leading to lower CAC and higher LTV. By 3Q21, we expect to 
have a minimum of 8 publishers, each with multiple games, committed to partnering with us and deploying our 
solution for their new and existing gamers. 

Through our publisher partnerships, we will have access to millions of gamers, who earn cash rewards 
through their game play activity. This will increase the top and bottom lines of our publisher partners’ financial 
statements and drive our growing revenues and cash flow.  
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6. BUSINESS OPERATIONS 

6.1.   Technology Operations 
We will execute our business plan with a robust technology operations team, led by our Vice President 

of Technology, Mike Flanagan. We have ported our platform and technology systems to Amazon Web Services 
(AWS) for access to enhanced technology services and features, as well as for long-term scale, both nationally 
and internationally.  

We will use a combination of our own staff and outsourced resources to deploy and maintain our core 
server platform, mobile app, websites, APIs, SDKs, integration IP, and related technical services. We are 
applying best practices for designing, developing, and deploying our technology including agile development 
with well-defined sprints, management tools (e.g., JIRA), and the latest development languages and tools. 

Our rollout and technology operations plan has been prepared, including budget, staffing, and 
outsourcing components. We have summarized this plan in Section 8 of this Business Plan Summary. 
6.2.  Customer Services 

Customer Services are provided by our staff and outsourced resources with a focus on timely and 
accurate services to our QX Issuers, QX Members, and value-added partners. Currently, we provide these 
services through our website and existing staff. As we deploy Phase 2 and 3 of our Offering, we will be adding 
customer service modules, staff, and resources to assure that our customer services are timely and meet or 
exceed industry standards. We will use off-the-shelf solutions, wherever possible. 
6.3.   Accounting & Financial Services 

TSS operates on a calendar fiscal year and maintains FASB-compliant accounting and financial records 
on an accrual basis. QuickBooks online business software and records are used to maintain the accounting and 
financial reporting of the Company. A part time CPA/accountant, who has considerable industry experience as a 
senior CPA and CFO and who previously served as our full-time CFO, assists the company in maintaining 
accurate accounting records and reports. As we expand our business operations, we intend to hire him or an 
equivalent as our full-time CFO. 

A Financial Review of our accounting and financial records for 2019 and 2020 has been completed by 
an independent CPA. As we become cash-flow positive, we will have a financial audit of the Company 
completed. 
6.4.   Legal and Corporate Services 

We use Foster, Graham, Milstein, & Calisher, LLP as our outside counsel. They assist us in corporate 
matters, contract review and negotiations, privacy and terms of use documents, and other legal matters, as they 
arise. We have also signed an agreement with outside counsel that has considerable expertise and experience in 
the Gaming Market for use, as needed. We expect that most legal requirements can be fulfilled using our 
outside counsel. As we grow and expand, we may add additional counsel services (e.g., international, 
issue/topic-specific) or consider hiring full-time inside counsel. 
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7. WHY US? – OUR TEAM AND BUSINESS PARTNERS 

7.1.   Key Management Team 
We are a team of successful entrepreneurs and business leaders who have the depth and breadth of 

expertise to initiate and grow this business. Each of our business leaders has specific experience and expertise in 
their assigned areas of accountability. Further, each of us has been a key part of previous entrepreneurial 
ventures that have had successful exits. This management team is supported by employees, advisors, 
consultants, and outsourcing companies that give us the ability to rapidly grow and expand as we execute our go 
to market plan. For example, our Director of Partnerships and Sales, Jesse Powell, has a history of success 
with major media companies in B2B closings. 

In the next year, we will begin actively recruiting and putting in place additional key management 
members to whom we can transition leadership for the next 10 years. We have already put on our advisory and 
consultancy team some of these likely additions to our leadership. The opportunity for QX is very large, and we 
are committed to smoothly scaling our business to meet or exceed our 4-year projections. Our projections are 
conservative, so we want to be prepared for rapid scaling beyond our projections, should that opportunity 
present itself. 

Jim Mulford, President and CEO has over 40 years of experience in the delivery, 
management, and leadership of professional services. He was co-founder of a large (over 300 
employees) systems integrator (SSDS, Inc.) and technology-enabled recruitment solutions 
company (Knowledge Workers, Inc.) and participated in the successful sale of both 
companies. He has held executive and operational management positions with the USAF, 
Verizon, and SSDS. He received a BS in Computer Science from the USAF Academy, and a 
MS in Information Systems from UCLA.  

Mike Flanagan, Vice President of Technology and COO, has over 40 years of work 
experience, including project management and technical analysis, design, architecture, and 
implementation experience for large companies and the United States Air Force. He was a co-
founder of International Software Corporation and served as Vice President for System 
Architecture and Development. He has served as a senior consultant for large, complex design 
and implementation projects. Mr. Flanagan earned his BS degree from the USAF Academy, 

his MS degree from UCLA, and MBA from Regis University.  
Bill Wilson, Chief Marketing Officer, has over 40 years of marketing strategy and 

communications experience as a corporate executive and independent consultant to clients 
ranging from startups to Fortune 100 companies. He is a SaaS start up marketing expert and 
former CMO of an Inc. 5000 fastest growing company (#1266).  He received a BS In 
Journalism from Northern Illinois University and an MS in Communications from the Illinois 
Institute of Technology. 
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7.2.   Key Advisors, Board Members, and Consultants 
Our core leadership team is supported by industry experts, business leaders, and consultants who have 

helped us position for our market launch and rapid scaling in the Gaming Market. Additionally, these key 
advisors and consultants give us access to future leadership and key positions as we grow our team. 

7.2.1.   Board of Directors 
Our affairs of the corporation are managed and overseen by our current Board of Directors, which was 

elected by our shareholders. We currently have three Directors, Jim Mulford, who is the Company’s President 
and CEO, Dave Sterling, our largest shareholder, and Rod McLean, a long-time shareholder and advisor to the 
Company. Mr. Mulford has served as Chairman of the Board of Directors since the Company was founded. A 
summary of his experience and expertise is provide in Section 7.1 above. 

Mr. Sterling is a 20-year veteran of the U.S. Air Force where he earned the rating of master navigator 
with more than 3,000 hours in the C-141A, HC-130H/P/N, T-43A, and EC-130H Compass Call aircraft.  He 
also taught at the USAF Academy.  After transition to the acquisition career field, he served as a program 
manager for several key system acquisitions.  His final Air Force assignment was as the Director of 
Management Support for all Air Force Tactical Acquisition Programs including aircraft, weapons, and mission 
systems.  After retiring from the Air Force, Col Sterling was a key member of the Motorola team to establish 
IRIDIUM as a worldwide cellular telephone system.  Later, he joined Adroit Systems as a program manager 
and subsequently Vice President providing consulting services to the Department of Defense in the areas of 
airborne and space intelligence and reconnaissance. 

Mr. McLean has most recently served on the Board of Directors and as the Corporate Secretary since 
August 2019. Rod has over 40 years of experience in real estate, with expertise in development, loan 
origination, financing, marketing, and selling of real estate. As a business leader, he has started, led, managed, 
and grown his own business. He has previously been a licensed broker-dealer, with specialization in the bond 
and real estate markets. Since 1972, he has been a licensed real-estate agent and loan originator. He received his 
Mortgage Originator license when they first became a requirement of the state in 2009. 

7.2.2.   Key Consultants 
We have used the technical architecture, industry knowledge, and in-depth expertise of senior 

consultants to position our platform, offering, and market entry for success and future growth. In some cases, 
these consultants have previously worked with us on a full-time basis and are candidates for becoming senior 
leaders and contributors to our team as we gain traction in the market. These key consultants include: 

Mr. Jaime Bozza, continues to serve as a senior architectural consultant and 
advisor to the company. He was instrumental in architecting, designing, and implementing 
our core platform, infrastructure, and real-time APIs. He continues to assist our technical 
leadership in complex integration, architecture, and design issues. He is well respected in 
the industry for his in-depth knowledge of cloud computing, software architecture, and 
SaaS platforms. He has managed large, technical teams and led the architecture and design 
of highly complex systems for large corporations. 

 



 

BUSINESS PLAN                

TSS Confidential and Proprietary Information – April 12, 2021 19 

 Mr. Jay Powell, CEO and Founder of The Powell Group Consulting (PGC), is 
providing us industry knowledge, introductions, and insight for attracting key game 
publishers and developers for our market launch and expansion. PGC is a video game 
consulting firm focused on business development, publishing support, and licensing. 
They track over 4,000 game developers and 750+ publishers in the industry. Jay and his 
team know the key players, what they need, what they are good at, and where they want 
to take their companies. In 2021, Jay has connected us with our first six publishers to 
sign an LOI for becoming a QX partner and has several more in work. 

We are working with other key consultants and advisors to speed our time to market and provide us with 
competitive advantage. One of our current consultants has in-depth AWS expertise, as well as being 
instrumental in architecting, designing, and implementing a similar targeted offers and rewards platform for 
large corporations in the retail and travel & leisure industry. 

7.2.3.   Advisors 
Industry and business advisors have also supported our management team in developing our strategy and 

business plans. We anticipate that these key advisors will also guide us in developing a long-term leadership 
and execution team as we scale the business. Two current key advisors are Kenny Douglas and Leroy Williams. 

 Mr. Douglas is a trusted advisor and leader, often sought out to expand and scale 
companies in turnaround, start-up, and expansion situations. He has been a proven 
entrepreneur encompassing technology, fintech, payfac, payments and blockchain 
companies in the US and abroad, with over three decades of successful business and 
partnership development & relationship management within financial institutions, 
acquiring banks/processors, fintech/payfac, Fortune 500 companies, IT service, and 
technical sales organizations. He is a co-founder and Executive Vice President for SKUx, a 

fintech company utilizing smart, secure, one-time use digital incentives to drive incremental spend to retailers. 
 Mr. Williams is the Founder and CEO of CyberTeK-IQ, LLC, a digital strategy 

and cyber security management consulting firm. Prior to CyberTeK-IQ, Leroy worked at 
Ball Corporation (NYSED: BLL) for 11 years and served as the first global CIO for Ball 
Corp. Before joining Ball, Leroy served as Secretary of Technology and Statewide CIO for 
the State of Colorado. He was also appointed as Executive Director for the Colorado 
Department of Labor of Employment. He has considerable leadership and work experience 
in the telecommunications industry and currently services on the board of directors for 
several for-profit and non-profit organizations. He graduated from Denver Technical 
College with a bachelor’s degree in computer information systems and received his 
executive MBA degree from the University of Denver’s Daniels College of Business. 
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7.3.   Value Added Partners 
TSS has and will continue to partner with value-added strategic businesses that complement our 

leadership team and bring specific skillsets to our business plans and execution. Our executive leadership, 
consultants, and advisors have the experience and expertise to partner with businesses that bring the best of 
breed value-added services to enhance our Offering and give us competitive advantage. 

During the development, piloting, and testing of our platform, we partnered with MasterCard (5-year 
agreement), card processing service companies, banking institutions, and card program managers to deliver 
real-time integration of our platform to the card association network and to issue/redeem rewards with a 
MasterCard-branded loyalty card (PPD card). These relationships and our ability to integrate with these partners 
will provide added value as we incorporate payment card components to our Offering. 

Over the past year, we have signed agreements with several key partners that deliver key value-added 
services for our business plan and execution. These companies include: 

The LaunchPad Agency (TLPA) is a leading public relations and digital marketing firm that 
specializes in launching new products, apps, games, and more into the marketplace. We have partnered with 
TLPA to develop our marketing branding and messaging, as well as prepare our go-to-market strategy. As we 
execute our market expansion for phase 2 and 3 of our rollout, TLPA will be assisting us in communicating our 
brand, offerings, and messaging to both game publishers and gamers. 

Sales Focus, Inc. (SFI) is a sales outsourcing pioneer, with over 20 years of experience working with a 
wide range of industries to boost local, regional, national, and international B2B and B2C sales performance. 
We have used their expertise during our platform pilots and have continued to use their expertise to develop 
leads for game publishers. As we expand our game publisher access both nationally and internationally, we will 
strategically apply this partnership to meet or exceed our game publisher partnership. 

KiwiTech (KT) is an outsourced design and development firm, providing end-to-end enterprise 
technology solutions. Guided by a strong content background and ability to create engaging UI/UX, KT builds 
robust, award-winning web, mobile and social media solutions. We have engaged KT as our outsourced team 
for the design, development, and deployment of our Phase 2 and 3 upgrades of our server IP and mobile app. 
For Phase 1, we used another outsourced firm, PureLogics, to successfully develop and deploy our current 
Phase 1 Offering. 

Dwolla – facilitates the movement of billions of dollars with a flexible, reliable, and easy-to-use 
payments platform, making the incredibly complex process of navigating the various payment networks and 
regulations feel simple for our customers and their end users. Dwolla is our first platform for allowing our QX 
Members to transfer their earned reward value to their bank account. As we move forward, other payout, as well 
as payment, options will be integrated with our platform. 

We are currently in discussions with several other future strategic partners that will bring value and 
revenue streams to QX as we move forward. These companies include Rakuten and SKUx. In addition, as 
discussed in Section 6.1, we have ported our platform to AWS for long-term scale, enhanced services, and 
functionality. 
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8.   OUR SCHEDULE AND PROJECTED FINANCIAL RESULTS 

8.1.   Phased Rollout Schedule 
Beginning in 3Q20, we initiated a phased business execution plan to (1) launch our Offering, (2) attract 

QX Issuers, QX Members, and strategic value-added partners, (3) achieve positive cash-flow generation from 
operations by the end of 1Q22, and expand our market presence, revenues, and profitability during years 2-4 
(2022-2024).  The key technical, marketing & sales, and G&A milestones, by quarter, are listed in this summary 
rollout schedule through the end of 2022: 

 
 Beyond 2022, we will continue to update and execute our business plan to meet or exceed our financial 
results, as summarized in Section 8.2 below. The following graphs present our planned staffing, QX Issuer 
partners (publishers/developers), and QX Membership for 2021-2025. 

 
Figure 8.1-1: QX planned staffing growth for first 4 years of business operations. 

Quarter Technical Marketing & Sales G&A
3Q20 Team and key partners onboarded Messaging and branding Execute launch funding round
4Q20 Deploy v1.0 of server and mobile app Lead generation of initial publ/dev. Close launch funding round
1Q21 Develop/test partner integ. Services Sign multiple QX issuer LOIs (min. 3) Prepare market expansion funding rd.
2Q21 Phase 2 development and testing Onboard QX issuers - phase 1 (min. 3) Initiate market exp. Funding rd. 
3Q21 Phase 2 deployment Onboard QX issuers - phase 2 (min. 3) Continue funding round per budget
4Q21 Phase 3 deployment QX issuers: 8; QX mbrs: 300,000 Continue funding round per budget
1Q22 Update - full version; value-add. svcs. Premium membership drive Close out funding round per budget
2Q22 Initiate international updates International marketing plan Cash flow positive - reduce debt
3Q22 Deploy international version X.X Promote offering in new markets Positive EBITDA and growing margins
4Q22 New market extensions QX issuers: 28; QX mbrs: 1.4M Annual revenues of $8 million plus
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Figure 8.1-2: We achieve projected results with fewer than 70 business partners in year 4. 

 

 
Figure 8.1-3: Attracting less than .12% of gamers to QX Membership achieves our projected results. 
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8.2.  Four Year Projected Financial Results 
Based on our business planning for our technology operations, marketing and sales, research and 

development, and general and administrative support, we have developed a bottom-up financial analysis and 
projection of our budget and expected results for the next four years (2021-2025). We have used Gaming 
Market data and measured results from the retail market as a basis of our estimates. As we execute our business 
plan, these estimates will be updated, and our financial results revised.  
Figure 8.2-1 presents our summary financial performance over the first 4 years of our market rollout and 
expansion. Summary pro forma financials are provided in Addendum One. Using these financial projections 
and applying a conservative multiplier of 6x current year EBITDA, we estimate a market cap for the company 
of $150 million. Year 4 gross margins are projected at 69.3%, with EBITDA of 34.4% and net profit of 21.3%. 
If we achieve our projections, all debt and preferred share dividends will have been paid by year 4, with an end 
of year projected cash balance of over $16 million. 

 
Figure 8.2-1: Summary pro forma financial results for first four years of operations. 
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