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First and foremost, I would like to thank you for attending/presenting/sponsoring the conference.  We 

genuinely appreciate your willingness to come here and spend your time, money or both.  Given that our 

conference is generally by invitation and as such we know most of the people in the room personally, we are 

comfortable saying this event includes many smart, insightful and successful individuals. Having held these 

conferences for over 15 years I would submit that any time you can assemble this much quality human capital 

in a single room, good things will happen for those who participate. 

I started Trickle in late 2016, and my plan is to operate it along the same lines as my prior EdgeWater 

Research model; that is, a subscription model augmented by some conferences here and there.  However, 

this time around I was fortunate enough to establish a relationship with Stock Market Manager 

www.SMM.Global  to accommodate my microcap stock research.  As a result, I have an exclusive licensing 

arrangement with SMM to host and distribute my otherwise proprietary research in instances where issuers 

agree to pay to have it hosted and distributed at SMM.Global.  I also collaborate with SMM on a monthly 

microcap newsletter called "The Black Swan Connection”.  If you are interested in a subscription let me 

know and I will tell you how to subscribe. I would appreciate your consideration therein.  I would also 

encourage you to visit www.SMM.Global and sign up for the free newsletter and check out the research we 

have hosted there.  They have some additional microcap analysts on the site, so you may find their research 

of value as well.  You can visit my site: www.trickleresearch.com for a list of the current coverage both 

hosted and not.  

For those of you who are not familiar with my research approach, I look for early stage opportunities with an 

industry agnostic approach.  As the name implies, while I certainly look for opportunities in the early stage 

of development, I also view illiquidity as another potentially positive attribute.  I recognize that may be a 

rather unorthodox approach, but in general, my view is that the requirement for asset liquidity has become 

so dominant that it has added marked premiums (apparent or otherwise) to the prices of those “liquid” 

assets.  Put another way, one of the best places to find value may be amongst investments focused on long 

term returns rather than on near term liquidity. I submit, that approach sometimes makes us “early” in some 

stories, but if forced to make a choice between the two, I would rather be early than late.  

 

Put another way, I think some of the best opportunities for extraordinary returns rest in two approaches; 

participating in opportunities early (when they are just a trickle) and/or participating in opportunities when 

they are illiquid (when their liquidity is just a trickle) and no one else seems to want them or is paying 

attention.   That is our basic focus because every raging river, every great lake and every deep blue sea 

starts…with a trickle. 

Thank you again for participating in our event!  -  Dave Lavigne  

http://www.smm.global/
http://www.smm.global/
http://www.trickleresearch.com/
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In Memoriam 
As may know our conference lost two incredible people this year.  

 

Vicki was a principal at GVC Capital and a fixture at our conferences.  She always sat in the front row. We will 

miss here dearly.  

 
 

Marc Robins often attended our conferences. Marc was a long-time microcap analyst and a bit of an icon in our 

end of the industry, but more importantly, he was a genuine and exceptional person.  We will miss him as well.      
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Our Sponsors 

 

Ibex Investors (formerly Lazarus Management Company) is a US-based investment firm targeting outsized 

returns through niche, non-correlated, differentiated strategies.  We proactively seek out markets and 

opportunities commonly dismissed as too difficult or too different.   Located in Denver, New York, and San 

Francisco, we pride ourselves on finding the hidden gems often overlooked by others. Our focus areas 

currently include International (Israel), Quantitative (Behavioral Finance), Thematic (Driverless Cars), and 

Segmented (Microcaps) strategies.  At Ibex, we strive to assemble a group of world class individuals who 

change the way investors think about hedge funds. We aim to create a culture of “white glove” service and 

accountability to ensure our investors receive the transparency, accessibility, outstanding customer service 

and exceptional performance that is often lacking in the industry.  
 

 

Mr. Neuman has been engaged as a principal in his own law firms for over 45 years, emphasizing corporate and 

securities law in the representation of companies in matters of corporate finance, mergers, acquisitions, 

reorganizations and public and private offerings.  Mr. Neuman has served on the boards of directors of numerous 

public and non-profit companies and has been actively involved in the process of capital formation on behalf of 

his clients for many years.  Mr. Neuman received his Juris Doctorate degree from the University of Pennsylvania 

(1973) and his Bachelor of Arts degree from Trinity College, Hartford, Connecticut (1970). 

 

 
Moss Adams is a fully integrated professional services firm dedicated to assisting clients with growing, managing, 

and protecting prosperity. With more than 2,900 professionals and staff across more than 25 locations in the West 

and beyond, we work with many of the world's most innovative companies and leaders. Our strength in the middle 

market enables us to advise clients at all intervals of development - from start-up, to rapid growth and expansion, 

to transition. Unbound from industry orthodoxy and big firm conventions, we like to say that our optimism and 

forward-thinking approach brings more West to business. While our locations aren’t limited to the West, our firm 

and our professionals represent the excitement and innovation of the West—it’s defined our firm and client 

relationships since we opened our doors for business more than 100 years ago. 
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Rocky Mountain Microcap Conference IV 
 

 

Conference Agenda 

 

 

 

 

 

All of the following “Trickle Notes”, were written by Dave Lavigne of Trickle Research LLC.  
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Cavitation Technologies, Inc.  
(OTC: CVAT) 

 

10019 Canoga Avenue 

Chatsworth, CA 91311 

United States 

818-718-0905 

http://www.ctinanotech.com  

 

 

 

Charts above from Quotemedia and Yahoo Finance  

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 
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Company Overview 

 
Founded in 2007, Cavitation Technologies, Inc. (“CVAT”) designs and manufactures innovative flow-through 

devices and systems, as well as developing processing technologies for use in edible oil refining, renewable fuel 

production, water treatment, and alcoholic beverage enhancement. The company's patented Nano 

Reactor® systems and various technologies have over 30 patents issued and filed both domestically and 

abroad.  Our patented and patent-pending technologies permit our company to develop multiple applications in 

various fluid processing industries, while achieving these results in an environmentally friendly manner, 

substantially reducing production costs to the end user. Recently, we have developed new technologies that are 

applicable directly for consumer products, such as, enhancement of spirits and wines, drinking water with infusion 

of vitamins, minerals and CBD hemp oil. 

Our Company is continuously working with our strategic partners in industrial applications of our technologies. 

We have just signed a three-year renewal license agreement with our strategic partner Desmet Ballestra Group 

sa, covering vegetable oil refining processes and bio-diesel production. We have just received two purchase 

orders for vegetable oil refining, one from a repeat customer in Thailand and a new customer in South Korea.  

Additionally, we closed two purchase orders from a customer in Mexico. We have developed a marketing plan to 

reach customers in bio-diesel production and anticipate system sales in the upcoming quarters. 

Our continuous relationship with GEA Westfalia Separator Group GmbH, has allowed us to develop several 

business applications in the brewing and renewable fuels sectors. Our system trials in renewable fuels, which 

include mixing vegetable oil and water which creates a stable emulsion, gives us a large market opportunity.  

Our newly developed patent pending technologies covering low pressure reactors (LPN) have demonstrated 

exceptional results in processing and mixing various fluids and emulsions. We are continuously conducting 

multiple LPN trials in vegetable oil, bio-diesel and water treatment applications. As of today, we have sold several 

LPN’s through Desmet and GEA, and we believe there is a great opportunity for our company to generate LPN 

system sales starting in 2019.  Our LPN’s have attracted several companies specializing in treatment of produced 

and frack water. We are currently in the final stages of negotiations to finalize our first water treatment contract 

in the Permian Basin.  

The Company’s industrial applications include; vegetable oil refining, industrial water treatment, ballast water 

treatment, biodiesel transesterification, petroleum upgrading, pharmaceutical solubilization and bioavailability, 

wine & spirits and others. 

In addition to industrial applications, in the past several years our company has developed several technologies 

and applications to make strides into the consumer products market segment. Our recently signed strategic 

partnership with Alchemy Beverages, Inc (ABI) has produced unique opportunities which we expect to start 

monetizing in 2019.  For example, Barmuze is small consumer appliance, that greatly improves tasting qualities 

of spirits and wines, while significantly reducing harmful acids and toxins, represents excellent business 

opportunity for our company and our company’s technology. 

Further, ABI is actively pursuing opportunities in private label alcoholic beverage production with major 

supermarket chains and specialty stores. ABI is using our technology to produce highly awarded spirits, giving 

both of our companies the opportunity to advance into the spirits business. 

We continuously evolve our company by developing new exciting technologies and applications; being committed 

to execute on our ongoing business opportunities with current strategic partners, while continuously seeking 

business relationships that will allow us to monetize on new verticals consistent with our company’s long-term 

goal to maximize our shareholders value. 
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Trickle Notes 

 
First, Cavitation and CFO Neil Voloshin were a last-minute addition to the presentation roster.  We had a prior 

presenter whose counsel had them withdraw from the event as a result of a transaction they ended up in the middle 

of,  so I asked Neil if he could fill in, which he graciously agreed to do, So, I want to thank him for being willing 

to hop on a plane and present for us.    

 

I saw Cavitation’s presentation at the LD Micro Conference in December (2018). One of the challenges of 

attending some of the large multi-track microcap conferences is deciding which companies/tracks you are going 

to sit in on.  I chose to sit in on the Cavitation presentation because at the time I thought I recognized the name.  

As it turned out, Cavitation presented at one of my prior conferences… eleven years ago.  

 

When I first saw the presentation in 2008, they had just signed their exclusive distribution agreement with Desmet 

Ballestra Group sa (“Ballestra”), which is “the world leader in developing, engineering and supplying 

technologies, processing plants and proprietary equipment for food, feed, oils and fats”.  The agreement was for 

Cavitation to license its proprietary reactors, to Ballestra for use in Ballestra’s customers’ processing facilities. As 

I recall, they anticipated that the annual royalties would equate to something around $600,000 per reactor. At the 

time I believe Ballestra believed it could install 50 rectors per year, so the numbers were quite significant. As it 

turned out, the numbers were obviously nowhere near that forecast, however, I believe that that agreement is the 

basis for most of the revenues the Company has generated since then, so it has not been insignificant. In fact, they 

recently announced the placement of 2 additional reactors in Mexico.   However, if we do the math from the 

original projections, the agreement has clearly not delivered what they had anticipated. I don’t know the answer 

to why that is, but, again, I believe it continues to be an opportunity.  

 

In the meantime, my sense (both then and now) is that the Company has positioned their core technology as a 

platform that they could develop into multiple technology solutions for various industries/applications. To that 

point, as I said, I have just recently started to refamiliarize myself with the story so I can’t comment on how that 

process evolved (or didn’t) over the past 10 years, or at least the years since it became clear that the Ballestra 

arrangement might be less robust than they had anticipated.  However, I have spent some time with management 

recently, and I have also spent some time going over some of the recent announcements and I think it is fair to 

suggest that they do have several new initiatives that could begin to validate their platform approach. For instance, 

they have developed a new technology and established a marketing joint venture aimed at the alcoholic beverages 

market (both commercial and consumer) that they are currently commercializing.  In addition, they have also 

recently announced the “completion of system trials for the cleaning of industrial processed water”. Those water 

efforts are focused on frack water, but also likely have other applications as well.   

 

In short, as a matter of full disclosure, I am in the process of doing some additional due diligence from a research 

perspective, so I have more to discover about the details of Cavitation’s technology and corresponding 

opportunities.  On the other hand, on a high level, my sense is that they are putting more wheels in motion here, 

and they may be starting to gather some momentum.  I will let them illustrate and/or elaborate further on that 

notion in their presentation. However, with a market cap under $5 million, there is a part of me that keeps coming 

back to the same 2 questions I often ask myself when I’m looking at Company’s in the sub $10 million market 

cap range.  

 

1. What am I missing here?  (Or put another way, what is it that I don’t know?)  

2. How much really has to go right for the market cap to double or triple or quadruple, and does the Company 

have the fundamental basis to make that happen?   

 

Again, perhaps their presentation will shed some light on those questions. I am intrigued and will be doing some 

additional work on this in the near term.               
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Notes- Cavitation Technologies, Inc.  
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Summit Wireless Technologies, Inc.  
(NASDAQ: WISA) 

 

6840 Via Del Oro 

Ste. 280 

San Jose, CA 95119 

United States 

408-627-4716 

http://www.summitwireless.com 

 

 
 

   
 

Charts above from Quotemedia and Yahoo Finance 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of Trickle Research 

and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject company.  Those excerpts are denoted in 

italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions in this stock.  GVC capital may have provided investment 
banking services for the issuer as well. 

 
Trickle Research provides independent research coverage on Summit Wireless.  That research is available at: www.SMM.Global 

 

http://www.summitwireless.com/
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Company Profile 
 

 

Summit Wireless Technologies, Inc. (NASDAQ: WISA) is a leading provider of immersive, wireless sound 

technology for intelligent devices and next generation home entertainment systems. Working with leading CE 

brands and manufacturers such as Harman International, a division of Samsung; LG; Klipsch; Bang & Olufsen; 

Xbox, a subsidiary of Microsoft; and others, the company delivers immersive wireless sound experiences for high-

definition content, including movies and video, music, sports, gaming/esports, and more. Summit Wireless 

Technologies is a founding member of WiSA™ (the Wireless Speaker and Audio Association) and works in joint 

partnership to champion the most reliable interoperability standards across the industry. The company is 

headquartered in San Jose, CA with sales teams in Taiwan, China, Japan, and Korea. 

 

Our technology addresses some of the main issues that we perceive are hindering the growth of the home theater: 

complexity and cost. We believe that the future of audio technology is in wireless devices and that Summit is well 

positioned to deliver best-in-class immersive wireless sound technology for intelligent devices and next generation 

home entertainment systems The wireless audio market is expected to grow from $16.13 billion in 2016 to $31.80 

billion by 2023 according to a June 2017 report by Markets and Markets.TM research firm. The primary growth 

segments for in home entertainment have been “Bluetooth” stereo accessories which include single speakers, 

headsets, and more recently, “multi-room” stereo speakers that use your home’s Wi-Fi network to stream audio 

throughout the house. We currently sell modules which wirelessly transmit and receive audio directly to speakers, 

and which are also fully certified and compatible with the Wireless Speaker and Audio (“WiSA”) Association’s 

current Compliance Test Specification, which tests the interoperability of products that offer wireless, interference 

free, uncompressed High-Definition audio. Additionally, we plan to license our proprietary software technology, 

currently embedded in our wireless modules, to other companies who can then embed our technology into other 

Wi-Fi enabled smart devices. The segment of the wireless audio market that Summit focuses on is comprised of 

scalable multichannel solutions with levels of latency that are low enough to synchronize with video. The term 

multichannel refers to the use of multiple audio tracks to reconstruct a sound field using multiple speakers. 

  

As part of the effort to grow the wireless multichannel home audio segment, Summit was a founding member of 

the WiSA Association, an association dedicated to providing industry leadership and consumer choice through 

interoperability testing between brands. There are currently over 65 brands participating in the WiSA Association. 

Products certified and marked with a WiSA Association logo have been tested to interoperate. This preserves 

consumer choice by enabling consumers to choose different wireless transmitting products across different brands 

where audio is decoded with speakers that have the WiSA Association logo displayed. Our marketing strategy 

focuses on, what we believe, are two emerging wireless audio market needs: better audio quality and lower signal 

latency. Summit currently sells custom semiconductor chips and wireless modules to a growing list of consumer 

electronics customers, including major brands in the consumer electronic industry. We believe that a growing 

adoption of our technology by leaders in this industry will revolutionize the way people experience media content 

through their mobile devices, televisions (“TVs”), game consoles and personal computers (“PCs”). 

  

Our primary business focus is to enable mainstream consumers and audio enthusiasts to experience high quality 

audio. We intend to continue selling our semiconductors and wireless modules to consumer electronics companies 

while also increasing our focus on implementing a software licensing business segment. 
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Trickle Notes 
 

In short, the Company’s technology allows users to experience multichannel wireless high-fidelity audio across a 

variety of mediums (television, mobile and gaming for example) in an easy-to-setup, and increasingly affordable 

platform. The Company believes its technology provides multiple advantages over current wireless standards such 

as Bluetooth® and WiFi for certain applications that those legacy platforms currently address but are perhaps not 

well suited for.   Moreover, while early adoption has been focused on high-end audio products, they also believe 

that they can scale the technology to support price points that will address larger portions of the applicable CE 

markets/products.  We believe that will be especially true as they develop more software-based solutions. As a 

result, we expect calendar 2019 to be a breakout year for Summit in terms of product adoption and ultimately 

sales growth, and we expect that success to accelerate as the Company moves towards more software-based 

solutions in 2020 and beyond.             

 

We commenced coverage of Summit in September 2018 with a 12-24 month price target of $9.25.  Copies of that 

research is available at the registration table, as well as online at:  

https://stockmarketmanager.site-ym.com/members/group.aspx?id=213743 

 

 Shortly after our initiation, Summit picked up some additional coverage with at 12-month price target at $7.00.  

That research is available online at: 

 https://ascendiant.sharefile.com/share/view/52d11afd3f5049da 

 

 We submit, since the initiation of our coverage, the stock has not performed particularly well and while frankly 

we find that a bit perplexing, we have a couple of observations to that end.  

 

First, prior to our initiation, the Company went public via an S-1 filing and concurrently raised approximately $12 

million at $5 per share. That transactions included some six-month lockups for legacy shareholders, which we 

believe expired in March (2019) so our sense is that some of the legacy shareholders were probably looking for 

some liquidity afforded by that expiration. We don’t have any insights to that, its just our sense.  Further, the 

Company filed an additional S-1 in April 2019, referencing a secondary to raise $7 million.  We suspect that 

revelation, for a handful of reasons has also negatively impacted the market prices of the shares. To translate, the 

past 60 days or so have not provided a particularly favorable technical backdrop for the shares. On the other hand, 

from a fundamental standpoint, we continue to view it as an opportunity, and logically more so given the 

compression in the price. 

 

While the stock has not performed well since the initiation, to the contrary, we think the Company has continued 

to achieve milestones that support our underlying thesis.  At the same time unless we missed something, there 

hasn’t been any negative news that should elicit the compression in the shares either.  

 

Looking ahead, they provided a bit of guidance for 2019 and it looks to us like our estimates might be 6 months 

early or so.  To be honest, we do not have enough data to develop a good handle on the product cycles/rollouts of 

WiSA ready products, so projecting revenues over the next several quarters will likely be prone to misses.  But 

that is not really the point.  

 

We continue to believe that the Company has developed a technology with potentially broad reach across a variety 

of existing and emerging consumer electronics products and platforms and they appear to be gaining traction 

amongst multiple large players in various corners of the industry. To that end, we have suggested that WiSA and 

the Company’s associated technology could become the industry standard in wireless, hi-fidelity, multichannel 

audio delivery.  If we are correct about that, we are confident that the resulting valuation will be substantially 

higher than that reflected by the current stock price and certainly nothing that has transpired since our coverage 

initiation has changed our view in that regard.        

https://stockmarketmanager.site-ym.com/members/group.aspx?id=213743
https://ascendiant.sharefile.com/share/view/52d11afd3f5049da
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         Notes- Summit Wireless  
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Crossroads Systems, Inc. 
 (OTC:CRSS)  

 
8214 Westchester Drive 

Suite 950 

Dallas, TX 75225 

United States 

214-999-0149 

http://www.crossroads.com 

 

 

 
Charts above from Quotemedia and Yahoo Finance 

 
 

 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of Trickle Research 

and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject company.  Those excerpts are denoted in 
italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions in this stock.  GVC capital may have provided investment 

banking services for the issuer as well. 
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Company Profile 
 

 
Crossroads Systems, Inc., is a holding company focused on investing in businesses that promote economic vitality 

and community development. Crossroads’ subsidiary, Capital Plus Financial (CPF), is a certified Community 

Development Financial Institution (“CDFI”) and certified B-Corp which supports Hispanic homeownership with 

a long term, fixed rate single family mortgage product. CPF was acquired on December 19, 2017 and CPF 

management currently owns 2,955,028 shares or 49.5% of the outstanding stock. Insiders in total own approx.. 

77% of the outstanding stock. 

 

As a mission driven community development corporation, we felt the duty to our communities and future 

borrowers to certify our model through a U.S. Treasury Community Development Financial Institution (CDFI) 

certification. This certification allows us to further leverage long standing banking relationships to jointly tackle 

the important issue of uplifting communities and providing financing to an undeserved population.  As a large 

CDFI, we also carry a responsibility to bridge the gap between public and private funding to make sure that the 

flow of capital to smaller CDFIs doing incredible work in their communities, especially as federal and state 

budgets tighten. We hope to lead the industry into a broader impact investment landscape where capital market 

solutions and public dollar leverage expand the transformative work CDFIs do across the country. 

 

Capital Plus was originally formed in 1992 to provide mortgage financing within the state of Texas. Over the 

span of its life, the Company has evolved to serve the Hispanic population by providing credit that is otherwise 

unavailable.  Capital Plus has injected over $250 million into underserved communities and populations in Texas. 

Capital Plus is committed to continuing to serve communities in which it has a history of 25 years as well as 

expand its reach to serve its expanding customer base.  In 2018, CPF moved its corporate headquarters from 

Texas to Puerto Rico in an effort to assist in redevelopment efforts.  With the Company’s community development 

experience and its recent experience of Hurricane Harvey, CPF believes it can be a contributor to the island’s 

rebuilding process. 

 

Capital Plus purchases single family homes, rehabilitates them and then resells them at an affordable price 

making homeownership possible to Hispanic families in densely urban areas of Texas. With the average starter 

home beginning at $200k in major MSAs in Texas, Capital Plus is proud to be able to offer affordable housing at 

almost 40% below this figure.  The Company provide a no closing cost full term fixed rate loan. We believe that 

an obligation as important as homeownership should be simple and easy to understand. To that end, we go to 

great lengths to explain the borrowing process but make the financing easy to understand: one loan payment for 

the full term of the loan period the borrower chooses (typically 30 years). No closing costs and the only two 

variables to their payment will be annual insurance and tax escrows both of which are imposed by 3rd parties 

(insurance companies and counties). We provide resources to empower them to shop for the best insurance plan 

and are available to assist with property tax billing questions. 

 

A CDFI is a mission-driven financial institution that creates economic opportunity for individuals and small 

businesses in some of the nation’s most distressed communities.  The CDFI Fund is a part of the United States 

Treasury Department formed in 1994.  The CDFI Fund offers tailored resources and innovative programs that 

invest federal dollars alongside private sector capital.  The CDFI Fund offers a CDFI Bond Guarantee Program, 

whereby a qualified issuer can issue bonds for a CDFI worth a minimum of $100 million and are 100% guaranteed 

by the Department of Treasury. CPF is one of a limited number of single-family lenders with CDFI designation 

and is among the largest CDFIs in the U.S. While most CDFIs are small non-profit organizations to support 

community development, CPF, through its holding company Crossroads Systems, Inc., is the first publicly traded 

CDFI.  
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Trickle Notes 

 

 
As some of our past conference attendees can attest, I sometimes have a habit of pontificating about the notion 

that, contrary to the perceptions of many who view the microcap space as replete with fly-by-night snake oil 

salesmen, our space includes many innovative, intelligent and dedicated people who collectively save lives, solve 

problems and make the world a better place through their public companies.  I am reminded of that when I hear 

CEO Eric Donnelly present Crossroad’s story.        

 

In short, the Company utilizes a federally supported designation (Community Development Financial Institution) 

to provide affordable homeownership to people who, while creditworthy, fall outside of the typical mortgage 

lending industry box, and as such might otherwise never be able get a mortgage to purchase a home.  Further, as 

part of their process, Crossroads/CPF, applies a turnkey approach to the process by purchasing applicable 

properties, renovating them, selling them to their clients and then closing the loop by providing the mortgage as 

well. Incidentally, because of their involvement in the entire process, the Company notes that it “has not 

experienced losses on foreclosed properties due to its ability to resell the REO as new inventory.”  As a result, 

while they are not only providing affordable home ownership to those who typically lack access to the opportunity, 

they are also renovating and providing value to previously rundown urban communities.  In my view crossroads 

represents a clear example of the good in our microcap space. Moreover, they also provide a great example of 

how government and business (read: profit) can work together and make progress.  

 

As an adjunct to the above. The Company notes that they are a “Certified B Corp”. To edify, Certified B Corps. 

are “businesses that meet the highest standards of verified social and environmental performance, public 

transparency, and legal accountability to balance profit and purpose. B Corps are accelerating a global culture 

shift to redefine success in business and build a more inclusive and sustainable economy”.  I think it is fair to say 

that, the designation is a good summation of their approach.   

 

In terms of the opportunity, as I suspect they will illustrate in the presentation, CPF has experienced positive 

(profitable) sequential YoY growth since 2014 largely by growing the outstanding mortgage base by about $20 

million per year. I think that equates to between 200 and 250 homes. I suspect the current footprint can support a 

similar pace going forward.  My sense is that they may look to add some additional markets where appropriate, 

and as noted above, they are looking at opportunities in places like Puerto Rico where natural disaster has created 

its own affordable housing crisis.  Those types of additions could provide some growth catalysts however, they 

are certainly not interested in growth for the sake of growth and they are keenly aware of the risks associated with 

scaling a business of this nature.  

 

Looking ahead, the stock is closely held as the float represents just 22.5% of the outstanding shares so the stock 

is thin.  However, I suspect there is some operating leverage in the model, which coupled with the moderate but 

steady growth they have demonstrated, will likely support higher fair value conclusions.  Moreover, I appreciate 

the “mission-driven” optics of the story. As I said, it reinforces my affinity for the microcap space, and some of 

the admirable things it facilitates.        
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 Notes- Crossroads Systems 
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Generation Next Franchise Brands, Inc. 
 (OTC: VEND) 

 
2620 Financial Court 

Suite 100 

San Diego, CA 92117 

United States 

858-210-4200 

http://www.gennextbrands.com 

 

 

   
Charts above from Quotemedia and Yahoo Finance 

 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 
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Company Profile 

 
 

Based in San Diego, Generation NEXT is positioning itself as a leader in unattended retail technologies. The 

Company delivers on-the-go solutions for consumers demanding on-the-go products, providing a point-of-sale 

experience like no other and providing locations with a solid and consistent revenue opportunity. 

 

It is are disrupting the food industry with its fully-automated robotic vending solutions. In a world that is 

continuing to embrace an “on-the-go”, instant-gratification and mobile marketplace, the goal is to meet the needs 

of that market and deliver consumer-friendly options that make lives easier. 

 

Generation Next Franchise Brands, Inc. primarily develops and operates franchise concepts as well as related 

technology.  To date, the Company’s franchise brands have focused on vending franchises which combine unique 

products and vending from factors that set them apart from traditional retail offerings.  In that regard, the current 

endeavors are centered around the development and expansion of “frozen yogurt robots”.  “Unattended retail” 

of which vending machines are a part, is a burgeoning portion of the retail industry.  

 

Previous to their current focus of vending frozen yogurt robots, the Company was a franchisor of vending 

machines and operator of Company-owned vending machines and micro markets that made healthy eating more 

convenient through access to high quality healthy foods at high foot traffic vending destinations.  That particular 

offering proved less robust than the Company had anticipated, which eventually lead to them terminating the 

business. On the other hand, in 1H-2016 the Company launched a new concept called Reis & Irvy's (“R&I”), 

which included the frozen vending technology they use today.    

 

Following the launch of R&I in December 2016, VEND entered into an Asset Purchase Agreement with 

Robofusion, Inc. (“RFI”), the developer of the frozen robotic-kiosk vending technology.  The transaction included 

the Company’s acquisition of the intellectual property assets of RFI, as well as the Reis & Irvy's trademark.  As 

a result of the acquisition, the Company’s primary business is focused on developing the franchising and licensing 

business of R&I, expanding Company owned opportunities of the brand and furthering the development of its 

robot based unattended retail technologies to perhaps develop and deliver additional brands in the future.  

 

Having acquired RFI at the tail end of 2016, the Company spent 2017 preparing for the launch of the R&I brand 

and franchise.  That included building a host of processes including design, manufacturing, robot delivery and 

deployment, servicing, franchising, finance and the other nuances that support those functions and tie them all 

together. Those endeavors lead to several topical agreements with vendors and other partners to provide a turnkey 

delivery solution for the brand. For instance, in January 2018 they signed  Dannon, to provide premium frozen 

yogurt YoCream™ to Generation NEXT’s franchise concept,  and on July 31, 2018, they  entered into an Exclusive 

Location Partnership Agreement with the Canteen Vending Division of Compass Group USA, Inc. to provided 

location procurement services for the placement of the Company’s vending robots within locations that fall in 

Canteen’s core businesses, including locations operated by sector partners within Compass.  

 

Having addressed several design and manufacturing challenges through 2018, we think the Company may be 

poised to substantially expand the business.   

 

 

 

 

 

 

 

https://www.globenewswire.com/Tracker?data=CtAQ0-ugwiG_vS4MthsRH-bDz4tUiZoRXjAJndgcA4-7y7RNSiuzJCdgvf7IDetEVqmVr9Y2_M7OL8v0Iufqfg==
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Trickle Notes 

 
As a matter of full disclosure, we were introduced to Generation Next by our late friend Marc Robins, and we have 

spent the past several weeks trying to get our arms around the story and the operating model with an eye towards 

potential research coverage.  We had hoped to have that process completed on way or the other by the tie the conference 

rolled around, but the conference got in the way of that.  Our efforts in that regard are ongoing, but here are a few of 

the things we have learned.   

 

First, the past 12 months or so have been challenging for the Company. In short, they raised $8 million in the March 

2018 quarter in anticipation of the scaled rollout of the Reis & Irvy’s robots/vending machines largely to franchisees, 

but those efforts were thwarted by design and quality control issues and well as related (scale) manufacturing problems 

at the Company’s contract manufacturer.  That resulted in delays getting robots to franchisees, which in turn negatively 

impacted anticipated cash flow and put them in a bind.  

 

In response to that situation, in April (2019) the Company hired Ryan Polk as its new CFO/COO. We won’t rehash his 

resume here, but as the Company announcement regarding his hiring notes, “Polk began working for Generation Next 

as a consultant in early January (2019), and was tasked with improving the supplier relationships and increasing the 
production of quality kiosks for the Company’s flagship Reis & Irvy’s brand”. We think it is fair to say that his 

contribution to this point has been significant and perhaps transformative. Succinctly, in fiscal 2018 (ended June 30, 

2018) the Company recorded revenues of $890,000. On April 29, 2019, they provided guidance for fiscal 2019 (ended 

June 30,2019) for revenues between $16 million - $17.6 million.  Further, they also provided guidance for the first half 

of fiscal 2020 (July 1, 2019 thru December 31, 2019) of between $24.6 and $32.8 million.  If they get close to those 

numbers, we think that would qualify as is transformative.   

 

So, here’s the rub…  The manufacturing snafu put them behind the 8-ball and while nothing cures a compromised 

financial condition better than more sales, they have a working capital challenge trying to build inventory and essentially 

fill in the hole they ended up in when they were unable to deliver robots/kiosks.  Our sense is that given the growing 

strength in the business, they are going to get the working capital problem financed, but we are less sure about what 

it’s going to cost.  Quite frankly, that may be one of their reasons for presenting at this conference.  That said here are 

a few items to consider.          

 

First, while the design and manufacturing problems have been a challenge and certainly unfortunate, we don’t find 

them particularly surprising. The fact is, developing a vending machine capable of deliver frozen custom yogurt/topping 

iterations is apparently not a simple task.  When we introduce this concept to other people, we tend to get the “that’s a 

great idea why didn’t I think of that” response. We think the answer is that building and maintaining a machine with 

this (consistent) capability is not simple.  If it were someone would have done it by now. On the other hand, we think 

they have overcome those challenges, and now, those complexities may provide the Company with a bit of a mote.  By 

the way, they have also procured an additional third-party manufacturing arrangement that may provide them both 

redundancy and perhaps a more favorable arrangement on a variety of levels.  

 

Second, while our expectation is that as their working capital crunch improves, the Company will seek to deploy more 

Company owned kiosks, for now, this is a franchise model. In that regard, they get a 12% cut of all yogurt sales, but 

we believe they have also negotiated a rebate with vendors (Dannon for instance).  To translate, while they make some 

margin on kiosk sales, the real opportunity is in the ongoing royalty from yogurt sales (the “razorblade”). Our 

expectation is that as kiosks are deployed and the revenue mix transitions to the recurring royalty piece, margins will 

expand, along with revenue visibility. Obviously, there are thousands of places on the planet where these could be 

deployed, and we think that notion is supported by the growth of “unattended retail” models in general.  Further, as we 

understand it, daily sales per kiosk are growing, which is a key element to the story.  We submit, there are a few things 

that need to fall into place here, but if those stars align, VEND could prove extraordinary.  
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           Notes- Generation Next 
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Company Profile 

 
 
SCI Engineered Materials, Inc. (“SCI”), formerly Superconductive Components, Inc., an Ohio corporation, was 

incorporated in 1987.  We operate in one segment as a global supplier and manufacturer of advanced materials for 

Physical Vapor Deposition (“PVD”) Thin Film Applications.  We are focused on markets within the PVD industry 
including Photonics, Thin Film Solar, Glass, and Transparent Electronics.  Substantially all of our revenues are 

generated from customers with multi-national operations.  We have made a considerable resource investment in the 
Thin Film Solar (“TFS”) industry and several customers have adopted our products.  Through collaboration with end 

users and Original Equipment Manufacturers the Company develops innovative customized solutions enabling 

commercial success. 
  

Throughout much of our history, we have conducted funded research primarily under grants from entities such as the 

Department of Energy, the National Science Foundation, NASA, and the Ohio Development Services Agency (formerly 
known as the Ohio Department of Development). These activities are generally limited to funded research that is 

consistent with our focus on near term commercial applications in our principal markets. 
  

For more than three decades we have been developing considerable expertise in the development and manufacturing 

ramp-up of innovative materials, such as Transparent Conductive Oxides (TCO) for Thin Film Solar (TFS) applications 
and targets for thin film batteries. Today, we serve a diverse base of domestic and multi-national corporations, 

universities, and leading research institutions. We actively seek to partner with organizations to provide solutions for 
difficult material challenges. 

  

We are a supplier of materials to the PVD industry. Our customers need our materials to produce nano layers of metals 
and oxides for advanced material systems. Applications for PVD coatings range from everyday items to complex 

computer processors. Every day applications include transparent anti-scratch coatings on eyeglasses, coatings on 

kitchen faucets, as well as low emissivity glass for household windows. More technically advanced applications for our 
products include semiconductors, thin film solar, flat panel displays and photonics.  We continue to pursue niche 

opportunities where our core competencies give us an advantage and that fit our manufacturing capabilities. This 

disciplined approach enables us to focus on those opportunities that are the best fit for our capabilities and also offer 

the greatest long-term return.  

  
Photonics currently represents the largest market for our materials. Our customers are continually identifying new 

materials that improve the utility of optical coatings. This includes improvements in their ability to focus, filter or reflect 
light, all of which increase the potential demand for the types and amounts of products we sell in this market. Photonic 

applications continue to expand as new methods are found to manipulate light waves to enhance the various 

applications for light. 
  

The Company’s ongoing growth initiatives include the following: 

 
Increased opportunities in TFS in both domestic and foreign markets. Late in 2018 we announced plans to begin 

bonding thin film solar products in China beginning mid-year 2019. 
 

In 2018, we began to supply target materials to the roll to roll coating industry. Roll to roll PVD coating is an emerging 

market in which intermediate manufacturers use our advanced materials to coat flexible substrates for a wide range of 
applications. 

 
We continued to develop TCO systems for the solar and glass markets and added domestic and international customers 

for these products. 

 
We continue to invest in developing new products for all current markets with emphasis on accelerating time to market. 

 

 



                                                           
                      
 

25 | P a g e  
 

 

Trickle Notes 

 

 
I have not followed the SCI story, so much of their presentation will be as new to me as it is to our attendees.  I 

am pretty sure no one else has seen their presentation either because as I understand it, this is their first conference 

presentation.  So, speaking for my co-sponsors as well as our attendees, we appreciate the honor! 

 

I have noted many times that I think the hardest thing about analyzing many microcap companies is just trying to 

understand what they do in the first place. That process is sometimes complicated by the fact that for some, their 

opportunities may exist in small specialty markets or perhaps in niche portions of larger markets.  In other 

instances, their products and/or services may include a fair amount of complexity or at least elements that most 

people are not familiar with. In contrast, that certainly does not apply to all microcap companies. We certainly 

have some companies presenting at this conference that have businesses that are generally familiar to us and thus 

probably make it easier to assess the opportunities. I suspect for most SCI will be first of those examples.  I could 

be wrong, but I am going to go out on a limb and suggest that  “Physical Vapor Deposition” and “Transparent 

Conductive Oxides” are not terms that most of us are going recognize of the tops of their heads.  I know I didn’t.    
 

Setting aside the difficult vernacular, as some of the narrative above points out, a portion of the business provides 

PVD materials to a variety of customers for a variety of applications.  My understanding is that while they have 

developed a niche therein, that portion of the business has been subject to some volatility in terms of both demand 

and pricing.  I am not mitigating the business, and it sounds like they continue to find opportunities in that regard.  

However, the bigger picture may be that their expertise in developing those materials ultimately led to their 

development of Thin Film Solar materials. I think their view here is that their TFS opportunities could provide a 

substantial growth leg for the Company.  Those efforts include a new bonding facility in China, as well as an 

emerging base of customers adopting their products.   

 

It seems that the Company has generally flown under the street’s radar to begin with, so to think that it may not 

recognize the potential for this emerging piece of the business is not hard to rationalize.  In short, I may be getting 

ahead of the story a bit, but it looks like the TFS business may be accelerating, and that may have something to 

do with their willingness to start telling the story to people like us.              

 

Some of our attendees may recall a presenter at Rocky Mountain Microcap III, called Sierra Monitor Corp. I sent 

out an update about them a few weeks ago after a release that they were being acquired.  I mention that because 

they remind me a bit of SCI in that the minutia of their products and respective markets were not simple to grasp, 

but it was clear that they were able to carve out a viable business by providing high value technologies, largely 

into niche portions of larger markets that were generally ignored by larger players.  Moreover, the business began 

to accelerate as a result of their integration of cloud-based services to the legacy products lines, which essentially 

put them in the middle of the “Internet of Things”.  On a more basic level, what really happened was that Sierra 

took their legacy products and knowledge base and applied that to and within new emerging markets, to create a 

considerable new growth opportunity for the Company and ultimately a buyer figured that out before the street 

did.  My initial sense here is that SCI could be on a similar path.          

        
 

 

 

 

 

 

 

 



                                                           
                      
 

26 | P a g e  
 

Notes- SCI Engineered Materials 
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Company Profile 
 
Since our inception in 1990, Duos Technologies, Inc. (Duostech) has provided a broad variety of sophisticated, 

technology-based applications to a growing range of clientele.  We specialize in automated systems with an emphasis 

on intelligent digital video and integrated smart Command and Control centers that combine both new and existing 
equipment and a broad range of smart sensor systems.  Our combined team expertise includes subject matter experts 

(with years of practical experience) in the diverse fields of mechanical, electrical, chemical, industrial, electronic, and 
computer engineering, IT, procurement, project management, and construction management. We start with a 

customer’s rough concept or requirement, and leverage our unique combination of abilities to define, create, enable, 

and implement a solution to meet those requirements. Our organizational structure and company culture encourage 
our team members to respond and interact innovatively and proactively to the needs of our customers. 

 

Our technologies integrate with our customer’s existing business process and create actionable information to 
streamline mission critical operations. Our target market is the largest transportation, industrial and retail 

corporations, representing over $100 billion in total available market. Our technologies have been verified by multiple 

government and private organizations including Johns Hopkins University’s Applied Physics Laboratory (JHU/APL), 

the Department of Homeland Security (DHS), the Transportation Technology Center, Inc., a wholly owned subsidiary 

of the Association of American Railroads, and a transportation research and testing organization (TTCI). The Company 
has worked with these organizations over the past several years where we have supplied funded prototypes of our 

technologies to verify technology and operating parameters.  
 

The Company provides a broad range of sophisticated intelligent technology solutions with an emphasis on security, 

inspection and operations for critical infrastructure within a variety of industries including transportation, retail, law 
enforcement, oil, gas and utilities sectors. In January 2019, the Company launched a dedicated Artificial Intelligence 

program truevue360™ through its subsidiary, TrueVue360, Inc., (“TrueVue360”) with the objective of focusing the 

Company’s advanced intelligent technologies in the areas of Artificial Intelligence, Deep Machine Learning and 
Advanced Algorithms to further support our business growth.  Consequently, our operations are now in three business 

units: intelligent technologies, AI/machine learning platforms and IT asset management.  
 

DTI, our wholly owned subsidiary, operates our Intelligent Technologies Division which develops and implements an 

array of sophisticated, proprietary technology applications and turnkey engineered systems. Initially developed and 
deployed for homeland and border security, these applications have been or are currently used by 5 of North 

American’s 7 major freight rail operators (known as Class-1), such as Canadian National (CN), Union Pacific (UP), 
CSX, Burlington Northern Santa Fe (BNFS), Kansas City Southern (KCS), as well as Mexico’s largest freight rail 

operator, Ferromex. After achieving initial success in the transportation industry, the Company broadened its market 

reach, adapting its proprietary technologies to a suite of applications now servicing the commercial, industrial, utilities 
and government sectors. Our current major customers include Amtrak, BNSF, CN, Concho Oil, Conrail, CSX, Chicago 

Metra, Metrolink, Kansas City Southern de Mexico (KCSM), Ferromex, Kohl’s, Olin Chemical, TTCI and Union 

Pacific.  
 

Additionally, our IT Asset Management (“ITAM”) division provides infrastructure and device audit services for large 
data centers. The ITAM division released a new software platform, dcVueTM which essentially automates the collection 

and audit of IT assets within data centers.  The new software was beta tested in late 2018 at a major customer and is 

scheduled to be released as a licensed product starting in the second quarter of the 2019 fiscal year. The new software 
can be used both by the ITAM division for services and as a standalone product for clients desiring to manage their 

own IT assets and audits. The Company markets its ITAM services through strategic partners. 
 

The ultimate goal is to provide our end users with improved situational awareness and overall efficiencies in operations 

by leveraging “smart” technology as a force multiplier. Our current core technology solutions are industry agnostic 
and suitable for adaptation to a wide range of applications and industries. 
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Trickle Notes 

 
Like some of our other presenters, I am new to the Duos story, but I have had the opportunity to do a bit of digging, 

so here are some observations: 

 

In case it’s not clear, they have developed a robust turnkey platform that integrates multiple state-of-the-art 

technology formats (digital video, data sensors, AI and a host of others) into a customizable, automated monitoring 

and inspection system.  To translate, in the case of railcars and locomotives, whereas a manual inspection might 

take several manhours and considerable downtime, their rip® Railcar Inspection Portal is “capable of four-

sided (360°), automated mechanical inspection while cars are traveling at speeds of up to 120 MPH”.   

 

It doesn’t take a lot of imagination to ascertain how this might be a superior approach. It requires a small fraction 

of the direct labor and it is more accurate (which means safer, i.e. preventing derailments, etc.) and ultimately 

delivers compelling ROI opportunities for users. Further, I would assume that because the systems are automated, 

they provide a myriad of datapoints that can be saved, stored, tracked, compared, crunched etc. that manual 

systems simply cannot efficiently gather.   

 

The Company has focused the technology initially on the rail industry, but they have also deployed and/or intend 

to deploy the solutions into retail distribution, law enforcement, infrastructure security and others.  I have written 

some research in the rail industry, and (as the company notes) the industry is ripe for innovation because its has 

seen very little of it over its 150+ year history.  On the other hand, the industry does require mandated inspections, 

which, given some of our national security concerns, is likely to become more acute.  In addition, the North 

American rail industry is a $60 billion business with a number of large players that could collectively support 

several hundred potential rip® portals.  To date, the Company has managed to attract some significant players in 

the rail space including most notably Canadian National, but also BNSF, Union Pacific and others.   

 

The Company’s 2017 10K notes the following: “rip™ was originally designed for rail security and inspection at 

rail border crossings. Under a Union Pacific (UP) funded pilot program the Company designed, developed and 

deployed an intelligent inspection portal to provide the Customs and Border Protection a tool to aid customs 

officers in the inspection of inbound and outbound railcars…The development and field-testing of the core 

application was completed successfully during the third quarter of the 2016 fiscal year. After an extensive Request 

for Proposal (“RFP”) process, we received a contract award in early 2016 to deploy our technology at a live site 

from CSX Transportation, one of North America’s Class I railroads. The award is considered to be a “real-time 

test run” in anticipation of adapting our technology as a process standard. We received a similar award from 

Ferromex, Mexico’s largest rail operator mid-year 2016. Both systems have recently been completed, delivered, 

and are currently undergoing live testing.” 

 

Looking at the above, I think it is safe to say that the Company spent 2017 in a sort of “field beta” for its rip® 

technology, and 2018 likely presented the front end of the commercial launch of the system. To that point, 2018 

revenues were up 200% from 2017, which I think may support the notion. My sense is that they are likely still 

“validating” the system, to provide hardened ROI data to the industry and potential customers, and that may 

continue through 2019.  They have guided 16% to 25% revenue growth over 2018, which suggests to me that they 

are still building the case for the value proposition and ultimately accelerating adoption.  Further, as I said, 

embracing change and new technology is not exactly industry mantra, so driving acceptance/adoption is not a 

short or simple path.  However, it seems to me that this approach offers a multitude of advantages over the current 

manual standard, which includes what I think is a very favorable ROI profile.  That is, I will let them address this 

specifically, but I believe the payback here is likely measured in months not years.   

 

To summarize, it looks to me like they are at the front end of the broad commercialization of a project they have 

been committing resources to for the past few years and that payoff is becoming more visible.  Further, if this 

were to become an industry standard, or even a standard amongst some large players, the impact would be marked.        
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Notes- Duos Technology Group 
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Company Profile 

Ur-Energy is a dynamic junior mining company operating the Lost Creek in-situ recovery (ISR) uranium facility in 

south-central Wyoming. The Lost Creek processing facility has a two million pounds per year physical design capacity. 
Shirley Basin, our newest project, is one of the Pathfinder Mines assets we acquired in 2013. Baseline studies necessary 

for permitting and licensing of the project are complete, the WDEQ application for permit to mine has been submitted, 

and work on other permits is underway. Ur-Energy engages in uranium mining and recovery operations, with activities 
including acquisition, exploration, development, and operation of uranium mineral properties. Shares of Ur-Energy 

trade on the NYSE American under the symbol “URG” and on the Toronto Stock Exchange under the symbol “URE".  
In addition, Ur-Energy’s project pipeline is supported by an extensive, valuable exploration database and intensive 

analysis programs, providing for great exploration and development potential. 

Ur-Energy has one direct wholly-owned subsidiary: Ur-Energy USA Inc. (“Ur-Energy USA”), a company incorporated 

under the laws of the State of Colorado. It has offices in Colorado and Wyoming and has employees in both states, in 
addition to having one employee based in Arizona. Our wholly-owned Lost Creek Project in Sweetwater County, 

Wyoming is our flagship property. The project has been fully permitted and licensed since October 2012. We received 

operational approval from the U.S. Nuclear Regulatory Commission (“NRC”), and started production operation 
activities in August 2013. Our first sales of production from Lost Creek were made in December 2013.  

Our current land portfolio in Wyoming includes 13 projects. Eleven of these projects are in the Great Divide Basin, 

Wyoming, including Lost Creek , which began production operations in August 2013. Currently we control more than 

1,900 unpatented mining claims and three State of Wyoming mineral leases for a total of more than 37,500 acres 
(~15,500 hectares) in the area of the Lost Creek Property, including the Lost Creek permit area (the “Lost Creek 

Project” or “Lost Creek”) and certain adjoining properties which we refer to as LC East, LC West, LC North, LC 

South and EN project areas (collectively, with the Lost Creek Project, the “Lost Creek Property”). Five of the projects 
at the Lost Creek Property contain NI 43‑ 101 compliant mineral resources: Lost Creek, LC East, LC West, LC South 

and LC North.   

Our Wyoming properties together total more than 55,000 acres (approximately 22,250 hectares) and include two 

properties, Shirley Basin and Lucky Mc, obtained through our 2013 acquisition of Pathfinder Mines Corporation. That 
acquisition also included a significant exploration and development database compiled by Pathfinder over several 

decades, which provided the initial lead from which we acquired a gold exploration project in west-central Nevada 

(the “Excel Project”) in 2017. To date, the project comprises 102 federal lode mining claims for a property position of 
approximately 2,100 acres. The Excel Project is located within the Excelsior Mountains, in proximity to the Camp 

Douglas and Candelaria Mining Districts. 

Currently, we have multiple term uranium sales agreements in place with U.S. utilities for the sale of Lost Creek 

production or other yellowcake product at contracted pricing. Combined, these multi-year sales agreements represent 
a significant portion of our anticipated production into 2021. These agreements, individually, do not represent a 

substantial portion of our annual projected production, and our business is therefore not substantially dependent upon 

any one of the agreements.  

  We are contractually committed to sell 500,000 pounds of uranium yellowcake during 2019, at an average price of 

approximately $49 per pound. During 2018, we worked with our customers to establish our delivery schedule for these 
2019 commitments. This schedule was created to avoid uneven cash flows that could result from uneven delivery 

schedules. We have taken advantage of the low prices in 2017-2018 to enter into purchase agreements for delivery of 
500,000 pounds of uranium yellowcake into those contractual commitments. The average cost of the purchases is $26 

per pound. We have already delivered a portion of those 2019 contractual commitments (97,500 pounds). 

In January 2018, UR-Energy along with fellow domestic producer (and also Denver based) Energy Fuels, Inc. 

(NYSE:UUUU) jointly submitted a Petition to the U.S. Department of Commerce (“DOC”) for “Relief Under Section 

232 of the Trade Expansion Act of 1962 (as amended) from Imports of Uranium Products that Threaten National 
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Security (the “Petition”)”. The basis of that petition is that U.S. uranium producers are being compromised by Russia, 

Kazakhstan, and Uzbekistan producers who are essentially dumping state subsidized uranium on world markets to 

effectively drive U.S. producers out of the market. URG and UUUU contend that given that the nuclear generated 

energy accounts for 20% of all electricity produce in the U.S. the protection and maintenance of domestic uranium 

production is a matter of national security.   Our understanding is that the petition lead to an investigation by the U.S. 

Commerce department, which has since submitted recommendations to the President.  Again, as we understand it, the 

commerce department “has delivered its recommendations to the White House and Mr. Trump now has 90 days to 
make a decision on what measures, if any, to take. The petition demands nuclear power companies source 25 per cent 

of their uranium domestically, something that would require much higher prices to encourage miners to increase 

production”.  Obviously, a positive outcome from this petition could provide a considerable boost to domestic 

producers, while a negative outcome would likely mean more of the same low uranium prices.    

 

 

Trickle Notes 

 
First, it may not be clear from the narrative above, but URG has done an admirable job over the past few years of 

managing a tough environment. Specifically, they had the foresight to sell (long term) forward uranium contracts 

at considerably higher prices, and effectively deliver against those contracts by buying uranium in the ongoing 

spot markets at much lower prices. Their ability to produce and deliver their own uranium had spot price been 

higher, effectively afforded them that “arbitrage”.  Apparently, there really are enterprises out there using 

commodity futures for their intended purpose…  

 

Recognize, URG has also been a past presenter at our conferences, and when we first heard their story we have to 

admit that after giving it some thought, we were surprised that given the critical importance of the commodity, 

domestic uranium supplies were not “protected” in some way, nor did the government maintain any sort of 

emergency stockpile of the fuel (like the strategic petroleum reserve for instance).  Somehow, we think turning 

off the lights might be as draconian as running out gas, but that’s just us.  

 

As noted, the expectation is that there will be some sort of disposition of the petition shortly.  A decision in favor 

of the petition could be a watershed event for domestic players like URG.  We have no idea that the likelihood of 

that is. If the petition is denied, then we could see that negatively impacting domestic producers (and their shares), 

although frankly, that decisions would simply mean the maintenance of the status quo, which is where they were 

before they filed the petition.  Its not like the e share prices of domestic producers like URG have been rising in 

anticipation of a positive outcome.  To be clear, while we think a positive outcome would fit the Trump narrative 

on multiple fronts, the petition has its domestic detractors, public utilities for instance who would likely end up 

paying more for fuel. As we have argued before on this matter, fuel prices are not generally a large relative input 

to those costs, but they remain opponents of the petition.  We would add, uranium prices have formed over the 

past several months and some believe that they are not likely to see marked compression in the event of a denial 

of the petition because utilities have curtailed some of their buying decision pending the outcome. We have no 

idea if that makes sense or not?   

               

Looking ahead, we still think the longer-term prognosis for uranium prices seems higher to us. We remain 

perplexed by the lack of support for nuclear energy from groups supporting zero emission sources and other 

“green” initiatives, since nuclear remains perhaps the most scalable and cost effective of the earth friendly energy 

sources out there. Further, we don’t see world-wide electricity consumption going anywhere but up…unless of 

course supply isn’t able to support it. We just don’t see how the world will address future electricity demand 

without more nuclear.  By the way, while Fukushima put a halt to nuclear construction across the globe, it appears 

that new facility construction and development are moving forward again. We think that more nuclear power 

plants across the globe could ultimately lead to better uranium prices, but we could be wrong about that.  However, 

if were betting on higher uranium prices, we would certainly opt for more power plants than for less, and we do 

believe the future will involve more.            
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Notes- Ur-Energy 
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Valyant AI 

(Private Company)  
 

        **  Conference Prize Sponsor  ** 
 

 

50 S. Steele Street #505 

Denver, CO 80209 

303.358.6128 

https://valyant.ai/#/team 

 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 

 

 

 

Company Profile 

 

 
Valyant AI has developed a proprietary conversational AI platform that integrates with existing drive through 

hardware and on-premise or cloud point of sale (POS) systems. Our platform includes custom-built hardware, 

conversational software based on your menu and guaranteed accuracy. We are merging artificial intelligence 

(AI) software and computer-generated characters to deliver automated employees for retail locations. Our goal 

is to automate repetitive and entry-level customer service work in restaurants, retailers, grocery stores, hotels, 

hospitals and banks. 

 

For over two years Valyant AI has been working in secret to develop the world’s first conversational AI platform 

for the Quick Serve Restaurant (QSR) industry. Our team is based in Denver, Colorado and we’re a passionate 

group of technologists excited to bring industry leading efficiencies to QSRs. 

 

Increased competition has made it harder than ever to find and retain the best talent for your business. With 

conversational AI the drudgery of taking 400 customer orders over the course of a shift is reduced. Most major 

quick serve restaurants attribute nearly 70% of their business to drive thru customers. As a result, average order 

times have also increased resulting in slower order speed. According to the Drive-Thru Study, the time between 

the customer placing an order and receiving it has slowed across the industry, clocking in at an average of 234 

seconds. For comparison, in 2003, Wendy’s scored an all-time Drive-Thru Study best of 116 seconds. Labor 

shortages are also plaguing the quick-serve industry. Dunkin’ Donuts CEO Nigel Travis was recently quoted in 

Business Insider saying labor shortages and the need to hire and retain workers is the biggest problem facing the 

https://valyant.ai/#/team
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fast-food industry. “One franchisee always quotes, ‘I can only get 60 percent of the labor I need,'” he said in the 

article. 

 

QSR customers are busier than they’ve ever been before. No one wants to sit in line waiting for an employee to 

become available to take their order. Plus, the increased efficiencies internally means customers are able to pay 

faster, receive their food quicker and then get on with their day. 

 

Valyant AI’s platform automates the customer ordering process and drives greater efficiencies within your 

business. This includes reduced customer wait times, happier employees, decreased management headaches, 

increased order sizes and reduced fraud. Don’t miss out on the next major trend in QSR’s. 

 

Conversational artificial intelligence (AI) like Alexa™, Siri™ and Valyant, is the next major technology platform, 

like websites and mobile apps before it. We are currently looking to test our platform with high-volume, fast food 

restaurants looking to project a consistent and unified drive through experience.  However, unlike popular AI 

assistants Google Home or Alexa — that need to respond to a wide range of requests from weather inquiries to 

sports scores to a specific music selection — Valyant’s patent-pending system requires a significantly smaller 

vocabulary of key words to take meal orders. As a result, the accuracy of Valyant AI’s system already exceeds 

that of Google’s voice assistants for this application. 

 

Based on customer conversations we believe we can increase average profitability per location by 20% to 30%, 

through labor reductions, increased order sizes and shorter wait times. 

 

 We are currently in beta with Good Times Restaurants and we’re about to close our second customer. Upon 

completion we will have access to 158 revenue generating locations. Our PE investor NRD Capital can introduce 

us to an additional 3,400 restaurants, between their portfolio companies and limited partners. Our advisory board 

includes retired executives from McDonald’s and Yum! Brands. 

 

 

Valyant’s first market is quick serve restaurants (QSR) and 

specifically automating the customer order taking process. 

Initially our software will be located in the drive through 

speaker but will eventually expand to in-store ordering. Our TAM 

projections assume a range from $1,000 to $3,000 per month in 

revenue per location (multiplied by 284,230 QSR’s in the US). 

 

 

Valyant expects to be cash-flow positive in 2020. Critical factors to achieve this milestone include reaching 195 

restaurant locations and completing development of our customer management platform. 
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Valyant AI is raising a convertible debt round. We’ve had $1.2M committed and $1.8M is still available. The debt 

will convert to stock at our next financing round and conversion will be calculated as the lesser of a 20% discount 

to the next round or $16M cap on company value. 

 

 

 

Trickle Notes 

 
I met Valyant AI founder and CEO Rob Carpenter a few years ago when he was in the midst of building his first 

(successful) venture called AppIt. AppIt is a software development company that builds custom mobile and web 

applications.  His work at AppIt evolved to included virtual reality and artificial intelligence, which I think 

probably provided some basis for what is today Valyant AI.  

 

I have met with Rob and been to a few presentations of his over the years (including an iteration of the Valyant 

prototype), and he has attended past Rocky Mountain Microcap Conferences, so when we decided to include a 

handful of short private presentations at this conference, he was the first person/company I thought of.   

 

A bit if history; in 2012 Rob/AppIt won the Jake Jabs Business Plan Competition, which is sponsored by CU 

Denver’s Jake Jabs Center for Entrepreneurship. For those who are not familiar with the competition, Jake Jabs is 

a successful local entrepreneur, and the competition is open to students enrolled in Colorado universities/colleges. 

(Think “Shark Tank” for student entrepreneurs launching a start-up). Thereafter Rob was name one of the “top 25 

most influential young professionals in Colorado” by ColoradoBiz Magazine and in 2016 he received the Denver 

Trailblazer award.   

 

Succinctly, I think Rob is brilliant, although given the above and considering the subject matter of Valyant (virtual 

reality, artificial intelligence et al), that observation probably goes without saying. However, in my view, while I 

submit, I don’t know Rob as well as some of our attendees, my observation is that his work ethic and dogged 

determination may be a greater attribute than his brilliance. To that point, when I was preparing this write-up I 

went back and dug up an interview he did regarding the competition he won, and they asked him for some advice 

for future entrepreneurs, and he said “Ideas are a dime a dozen, but execution is where businesses are built, or 

fail”. Refreshingly, that sounds more like something my Dad would say then a brilliant “millennial” trying to 

develop the next big thing.  That may speak volumes about the potential here.  

 

As a generalist, “technology” is not my favorite place to start looking for new ideas. That is celarly not because it 

lacks opportunity or even because it is rife with risk. Rather, my reluctance is more often correlated with my 

inability to understand it.  Moreover, whenever I hear a new technology story, I always wonder how many people 

(like Rob Carpenter) are tinkering away somewhere developing things that will obsolete the new best thing.  As 

a result, as with most of my research on anything else, I try to start by simplifying things. From that perspective, 

all the pain points the Company identifies about the QSR business are true and simple to understand. Things like 

throughput, improved efficiencies, personnel and others are all topical to the industry and they were long before 

anyone thought of artificial intelligence.  Further, as much as people may want to lament the idea of machines 

taking over, the current environment is creating the perfect storm for solutions like Rob’s. Historically low 

unemployment rates are creating some acute personnel problems for many QSR operators. You don’t have to take 

my word for that you can just look around at the “help wanted” signs in many of their windows. On top of that, 

regardless of one’s political, social and/or economic views of the issue, rising minimum wage requirements are 

bolstering the ROI of technologies like Valyant’s on the face.  While perhaps an unintended consequence, every 

time a new minimum wage law goes into effect, Valyant’s solution becomes more valuable. I think Rob may be 

on to something…again.    
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Notes- Valyant AI 
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VolitionRx Limited  
(NYSE Symbol: VNRX) 

 
 

Addresses: 

No. 24-05 Shaw Centre 

1 Scotts Road 

Singapore 228208 

http://www.volitionrx.com 

 

 
 

    
Charts above from Quotemedia and Yahoo Finance 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of Trickle Research 

and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject company.  Those excerpts are denoted in 
italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions in this stock.  GVC capital may have provided investment 

banking services for the issuer as well. 

http://www.volitionrx.com/
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Company Profile 
 

VolitionRx Limited (“VNRX”) went public in the U.S. in 2011. Volition’s main charter is the development and 

application of simple cost-effective blood tests that can be used to check patients for a variety of different cancers 

and diseases. The blood tests are designed to be less invasive and more attractive to patients and providers alike. 

The tests are based on the technology platform of Nucleosomics®, which is the practice of identifying and 

measuring nucleosomes in the bloodstream or other bodily fluid - an indication that disease is present. 

 

The principle behind what we are doing relies on bringing together two main lines of research and is, in concept, 

very simple: the chromosomes of cancer cells differ from those of healthy cells – both in terms of DNA sequence 

(due to genetic cancer mutations) and in protein structure - due to epigenetic changes. There are chromosome 

fragments from dead cancer cells circulating in the blood as nucleosomes. Each such circulating nucleosome 

contains a small (approx. 140bp) fragment of tumor DNA. 

  

Our Nucleosomics technology exploits the different compositions of circulating nucleosome structures present in 

the blood of cancer patients to detect and identify cancer diseases. 

  

We are developing a novel suite of blood assays for epigenetically altered circulating nucleosomes as biomarkers 

in cancer and other diseases. Nu.QTM products aim to be simple, low-cost, enzyme-linked immunosorbent assay, 

or ELISA, platform tests and can incorporate other biomarkers such as anti-inflammatory markers and/or off-

patent low-cost ELISA tests in our panels (e.g. CEA, PSA, CA125) for higher accuracy. 

  

Many companies and medical schools are developing circulating tumor DNA, or ctDNA, tests based on 

sequencing the DNA attached to these nucleosomes. 

  

Our diagnostic target in the blood is the same tumor chromosome fragment, but our approach is to test for 

chromosome protein and nucleic acid changes in intact chromosome fragments by ELISA, rather than chemically 

extracting, amplifying, and sequencing the ctDNA and discarding the rest of the nucleosome. ELISA is possible 

because the targets of our tests occur globally across all nucleosomes within a tumor cell, whereas individual 

ctDNA changes must be identified within the three billion base-pair genomes. This means that the targets of our 

tests are exponentially more prevalent in circulating blood, and detectable using simple laboratory methods. 

  

We are developing blood-based tests for the most prevalent cancers focusing on colorectal cancer, lung cancer, 

prostate cancer and pancreatic cancer, using our Nucleosomics biomarker discovery platform. Our development 

pipeline includes assays to be used for symptomatic patients, asymptomatic (screening) patients and high-risk 

populations. The platform employs a range of simple Nu.Q immunoassays on an industry standard ELISA format, 

which allows rapid quantification of epigenetic changes in biofluids (whole blood, plasma, serum, sputum, urine 

etc.) compared to other approaches such as bisulfite conversion and polymerase chain reaction, or PCR 

 

Volition intends to expand the application of its technology beyond cancer by exploring other disease applications.  

The company's research and development activities are currently centered in Belgium, with additional offices in 

London, Texas and Singapore, as it focuses on bringing its diagnostic products to market first in Europe, then in 

the U.S. and ultimately, worldwide. 

 

 

Trickle Notes 
 

Volition has participated in some of our past events, including Rocky Mountain Microcap Conference III this past 

fall. Over the past year or so the Company has achieved some notable milestones, perhaps the most important of 

which was highly positive data from their colorectal cancer screening clinical trial (February 2018). Aside from 

colorectal screening results, in August (2018) they also announced positive results from a preliminary study for 
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prostate cancer screening (a potential replacement to PSA).  More recently (March 2019) the Company announced 

an agreement with “Shanghai Fosun Long March Medical Science Co., Ltd. ("Fosun Long March") to help 

facilitate the entrance of the Nu.QTM platform into China”. This agreement is “based on recent promising proof-

of-concept data using Volition's product-grade Nu.Q assays, particularly in lung cancer, subject to reaching 

agreement on the terms and conditions of the proposed relationship, the parties intend to conduct three clinical 

studies in China in colorectal cancer, lung cancer and ovarian cancer”.   

 

In our view, biofluid based diagnostic tests may be the single biggest stick in terms of controlling healthcare costs 

because they are already common practice for detecting and monitoring many health states (the infrastructure to 

administer typical blood tests for example is already in place), and people are conditioned to use the process, 

which should generally increases adoption and compliance.  Specifically, the standard of care in the U.S for the 

detection of colorectal cancer is a colonoscopy at age 50. Colonoscopies are expensive and fortunately, most of 

those who get them never needed them. Rather than the “system” spending millions on expensive colonoscopies, 

wouldn’t it make sense for everyone to get an inexpensive blood test when they turn 50 and have the unfortunate 

few who test positive get expensive colonoscopies? In turn, those “unspent” healthcare dollars could be spent 

somewhere else (or not spent at all). The savings (which we think Volition will likely point out) are staggering. If 

the tests actually work, it’s too simple, too practical and too cost effective to ignore. Multiply those savings over 

millions of people and perhaps dozens of disease state diagnostics, and the opportunity for successful diagnostic 

test developers is off the charts, because again, early diagnosis is probably the single best way to prevent relatively 

healthy people from becoming very sick and costly patients.                                

 

In addition to their progress on the human side, they also recently rolled out plans to develop animal/pet 

diagnostics as well. Those plans include a collaboration with Texas A&M University, and the formation of a new 

U.S. subsidiary called “Vetco”.  To that end, the Company recently noted, "From a commercial point of view, we 

are extremely excited about the possibility of offering Nu.QTM Vet tests to animal owners and veterinarians.  There 

are currently no accurate, simple, affordable cancer screening or diagnostic tests available in veterinary medicine 

and yet 25% of dogs will develop cancer at some stage of their life. With pricing currently expected to be 

between $100-$200 per test, we believe that this is a multi-billion-dollar opportunity. We aim to have the first 

Nu.QTM Vet product on the market in the U.S. in 2020."  

 

Succinctly, we think this could be a huge opportunity, and likely represents the Company’s most imminent 

commercial opportunity.   

 

Our past conference write-ups on Volition have always been quite bullish largely because of the notion we raised 

above, which is that we tend to believe that on a variety of levels, simple and inexpensive diagnostics are a key 

element to reigning in rising and untenable healthcare costs.  As some of 

our subscribers can attest, one of our past initiations (Semler Scientific; 

SMLR) provided a good example of that view, trading up 500+% over 

15 months based on their success commercializing a cheaper faster 

diagnostic for pulmonary artery disease.  Again, we have always viewed 

Volition as having that “moonshot” potential we look for in biotech 

names. Further, with improving visibility on additional disease 

diagnostics (beyond colorectal) as well as entrees into international 

opportunities as well as animal assays, they are quickly getting more 

“oars in the water”, which should provide a growing potential basis for 

higher future valuations.   

 

 

 

 

       



                                                           
                      
 

42 | P a g e  
 

Notes- Volition  
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AzurRx BioPharma, Inc.  
(NASDAQ: AZRX) 

 

 
Downstate Biotechnology Incubator 

Suite 304 760 Parkside Avenue 

Brooklyn, NY 11226 

http://www.azurrx.com 

 

 

 
 

     
Charts above from Quotemedia and Yahoo Finance 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject company.  

Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions in this stock.  

GVC capital may have provided investment banking services for the issuer as well.  

 
Trickle Research provides independent research coverage on AZRX.  That research is available at: 

www.SMM.Global 

http://www.azurrx.com/
http://www.smm.global/
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Company Profile 

 

AzurRx BioPharma (“AZRX”) is a development stage biopharmaceutical focused on the development of 

recombinant proteins for the treatment of gastrointestinal diseases and microbiome related conditions. Our 

therapeutic products will be administered to patients as oral non-systemic biologics. The company currently has 

two products in its pipeline: MS1819, a recombinant lipase for the treatment of exocrine pancreatic insufficiency 

(for cystic fibrosis and chronic pancreatitis patients) and AZX1103, a recombinant enzyme for the prevention of 

hospital-acquired C.difficile infections. The company is headquartered in New York City, with scientific 

operations in Langlade, France. 

 

MS1819-SD is a yeast derived recombinant lipase for exocrine pancreatic insufficiency (“EPI”) associated with 

chronic pancreatitis (“CP”) and cystic fibrosis (“CF”). A lipase is an enzyme that breaks up fat molecules. 

MS1819-SD is considered recombinant because it was created from new combinations of genetic material in yeast 

called Yarrowia lipolytica. In June 2018, we completed an open-label, dose escalation Phase IIa trial of MS1819-

SD in France, Australia, and New Zealand to investigate both the safety of escalating doses of MS1819-SD, and 

the efficacy of MS1819-SD through the analysis of each patient’s coefficient of fat absorption (“CFA”) and its 

change from baseline. A total of 11 CP patients with EPI were enrolled in the study and final data showed a strong 

safety and efficacy profile. Although the study was not powered for efficacy, in a pre-planned analysis, the highest 

dose cohort of MS1819-SD showed statistically significant and clinically meaningful increases in CFA compared 

to baseline with a mean increase of 21.8% and a p value of p=0.002 on a per protocol basis. Favorable trends 

were also observed on other evaluated endpoints, including the Bristol stool scale, number of daily evacuations 

and stool weight, which were consistent with the CFA results. Additionally, maximal absolute CFA response to 

treatment was up to 57%, with an inverse relationship to baseline CFA. In October 2018, the U.S. Food and Drug 

Administration (“FDA”) cleared our Investigational New Drug (“IND”) application for MS1819-SD in patients 

with EPI due to CF. In connection with the FDA’s clearance of the IND, in the fourth quarter of 2018 we initiated 

the multi-center Phase II study that was subject to the IND in the United States and Europe, which we expect will 

include approximately 30 patients and conclude in 2019. On February 20, 2019, we announced that we have 

dosed the first patients in our Phase II study to investigate MS1819-SD in CF patients with exocrine pancreatic 

insufficiency. The Company recently announced the enrollment of ½ of the required 30 patients.  

 

The targeted indication of MS1819-SD is the compensation of EPI, which is observed when the exocrine functions 

of the pancreas are below 10% of normal. The symptomatology of EPI is essentially due to the deficiency of 

pancreatic lipase, an enzyme that hydrolyses triglycerides into monoglycerides and free fatty acids. The 

pancreatic lipase enzymatic activity is hardly compensated by extrapancreatic mechanisms, because porcine 

gastric lipase has nearly no lipolytic activity in the pH range of the human intestine. On the other hand, when 

they are impaired, the pancreatic amylase and proteases (enzymes that break up starches and protein, 

respectively) activities can be compensated by the salivary amylase, the intestinal glycosidase, the gastric pepsin, 

and the intestinal peptidases, all of which are components of the gastric juice secreted by the stomach walls. Lipid 

maldigestion due to lipase deficiency is responsible for weight loss, steatorrhea featured by greasy diarrhea, and 

fat-soluble vitamin deficiencies (i.e. A, D, E and K vitamins). 

  

CP, the most common cause of EPI, is a long-standing inflammation of the pancreas that alters its normal 

structure and functions. In the United States, its prevalence rate is of 42 cases per 100,000 inhabitants, resulting 

in approximately 132,000 cases. Approximately 60% of patients affected with CP display EPI, resulting in 

approximately 80,000 patients requiring substitution therapy in the U.S. In Western societies, CP is caused by 

chronic alcoholic consumption in approximately 55-80% of cases.  

  

CF, another dominant etiology of EPI, is a severe genetic disease associated with chronic morbidity and life-span 

decrease of most affected individuals. In most Caucasian populations, CF prevalence is of 7-8 cases per 100,000 

inhabitants, but is less common in other populations, resulting in approximately 30,000 affected individuals in the 
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U.S. CF is inherited as monogenic autosomal recessive disease due to the defect at a single gene locus that 

encodes the Cystic Fibrosis Transmembrane Regulator protein (“CFTR”), a regulated chloride channel. 

Mutation of both alleles of this chloride channel gene results in the production of thick mucus, which causes a 

multisystem disease of the upper and lower respiratory tracts, digestive system, and the reproductive tract. The 

progressive destruction of the pancreas results in EPI that is responsible for malnutrition and contributes to 

significant morbidity and mortality. About 80-90% of patients with CF develop EPI, resulting in approximately 

25,000-27,000 patients in the U.S. that require substitution therapy. 

  

Current treatments for EPI stemming from CP and CF rely on porcine pancreatic extracts, or PPEs, which 

have been on the market since the late 1800s. The PPE market is well established with estimated sales in the 

U.S. of $1.2 billion in 2018 and has been growing for the past five years at a compound annual growth rate of 

approximately 20%. In spite of their long-term use, however, PPEs suffer from poor stability, formulation 

problems, possible transmission of conventional and non-conventional infectious agents due to their animal 

origins, and possible adverse events at high doses in patients with CF and limited effectiveness. 

 

 

 

Trickle Notes 
                
We initiated coverage of AZRX in February of 2018.  Copies of that initiating coverage are available at the 

registration table and all our research on the Company is available online at:   

https://stockmarketmanager.site-ym.com/members/group.aspx?id=206837  

 

From the 10,000-foot view, it is important to know that the current standard of care for the ailments MS1891 seeks 

to replace is a large handful of pills taken at meal and snack time by people with CP and/or CF.  On the CF side, 

the patients are generally children and young adults who sometimes have difficulty swallowing loads of pills.  

MS1819, aside from being an alternative to animal-based therapies and we think perhaps more effective on the 

face, may significantly reduce the number of pills that need to be consumed.  That is a favorable advantage for 

many of these patients.      

 

We think AZRX represents one of the best risk/reward scenarios of our current coverage universe. Here 

are a few bullet points to that end. Our reasoning (in a nutshell) is this.  The market cap of the stock is about $50 

million. This is a billion-dollar market. The current standard of care is pig based pharmaceuticals that have been 

around for the better part of a century.  As our coverage points out, the FDA has a history of concerns over these 

products for a handful of reasons and would likely not approve them if they were seeking that today, but they were 

commercialized before the FDA even existed. Unfortunately, there are no substitutes and these drugs are essential 

for those who use them.  Our research has provided examples of past prospective substitutes that carried billion-

dollar market caps before failing at trial.   

 

In addition to the above, the Company recently completed two transactions that collectively consolidated both 

some outstanding international/territory rights as well as royalty obligations for MS1819. While we think those 

transactions cleaned up the ownership structure of the therapy on the face, we also think those efforts improve the 

path to a potential joint venture or other transaction involving the drug, which we also believe is the eventual 

endgame here.  To that same point, we also believe that the (successful) completion of the currently enrolling CF 

phase II in the second half of the year, could be a major catalyst for an event of that nature.    

 

By dumb luck, the grace of God, or whatever else, we have been fortunate enough in our careers to discover some 

names that had no revenues when we initiated the coverage but eventually attracted multibillion-dollar valuations. 

We believe AZRX has that potential.   

 

 

https://stockmarketmanager.site-ym.com/members/group.aspx?id=206837
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Notes- AzurRX  
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Alvopetro Energy Ltd.  

(TSXV:ALV.V;  OTC:ALVOF) 
 

Addresses: 
Suite 1700, 525 - 8th Avenue SW      

Calgary, Alberta, Canada  

T2P 1G1   

Tel: (587) 794-4224  

Email: info@alvopetro.com 

 

 
 

      
Charts above from Quotemedia and Yahoo Finance (in USD) 

 
 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of Trickle Research 
and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject company.  Those excerpts are denoted in 

italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions in this stock.  GVC capital may have provided investment 

banking services for the issuer as well. 

 
Trickle Research provides independent research coverage on Alvopetro.  That research is available at: 

www.SMM.Global 

mailto:info@alvopetro.com
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Company Profile 

 

 

Alvopetro Energy Ltd. (“Alvopetro” or “the Company”) is engaged in the exploration for and the acquisition, 

development and production of, hydrocarbons in the Recôncavo basin onshore Brazil. Alvopetro holds interests 

in the Caburé and Gomo natural gas assets, two oil fields and four other exploration blocks comprising 44,293 

gross acres (41,580 net acres) onshore Brazil.  

 

 Alvopetro’s vision is to become a leading independent oil and natural gas operator in Brazil and its strategy is 

to unlock the on-shore natural gas potential in the state of Bahia, building off the development of our Caburé and 

Gomo natural gas assets and the construction of strategic midstream infrastructure. We are creating an 

upstream/midstream hybrid corporate vehicle to provide sustainable returns to our shareholders while reinvesting 

in a disciplined manner in our high impact upstream assets. Our plan is to create a disciplined reinvestment and 

long-term stakeholder return model where approximately half of our net cashflows are distributed to stakeholders 

as dividends to our shareholders and interest and principle repayments to capital providers. 

 

The Company was established in November 28, 2013 as a result of an agreement among Petrominerales Ltd. 

(“Petrominerales”), Pacific Rubiales Energy Corp. (“Pacific Rubiales”) and Alvopetro Energy Ltd. (formerly 

1774501 Alberta Ltd.) whereby the parties agreed to complete an arrangement (the “Arrangement”) under 

section 193 of the Business Corporations Act (Alberta).  Under the Arrangement, Pacific Rubiales acquired 

Petrominerales, with each Petrominerales shareholder receiving cash consideration of CAD$11.00 and one 

common share of Alvopetro for each Petrominerales share held.  The Arrangement was completed on November 

28, 2013.   

 

The Company’s management has extensive experience developing and monetizing resource programs in Latin 

America. Alvo’s Chairman of the Board, John D. Wright, was the former President and CEO of Pacalta Resources, 

an early entrant in Ecuador, growing production from zero to over 40,000 bopd over two years and selling for 

US$1.0 billion.  Alvo’s President, CEO and Director, Corey Ruttan is the former CEO of Petrominerales, which 

as the narrative above describes is essentially the predecessor of Alvopetro.  Petrominerales was an early investor 

in Colombia in 2002 and became one of the country’s largest exploration companies prior to the sale to Pacific 

Rubiales for US$1.8 billion in November 2013. 

 

Currently, the Company generates nominal revenues (less than $1 million per year) from participation in a handful 

of wells.  However, the Company has also developed 4 wells and the associated infrastructure in the Caburé unit, 

which is also located in an area they refer to as the “Unitized Development Area” (“UDA”).  To edify, unitization 

agreements are Brazil’s answer to ensuring resources shared between adjacent land owners is developed fairly 

and to maximize the recovery of hydrocarbon in place.  As we understand it, prior to development, resource 

“neighbors” must adopt a plan, that describes how they will develop and ultimately share adjacent resources.  That 

plan is often the subject of an arbitration process. That approach for those who follow the industry, would compare 

to things like “forced pooling” for example, which is the law in Colorado.  In any case, In April of 2018, the 

Company was able to complete the framework of that agreement with their neighbor in the Caburé unit, which set 

the stage for the Company to begin developing and monetizing that asset.  That event marked a milestone for the 

Company.   

 

With the unitization agreement in hand, the Company’s next challenge was to find a market for their share of the 

natural gas developed within the UDA. In May 2018, the Company finalized a gas sales agreement with Bahiagas, 

a Brazilian gas distributor.  That agreement provides a defined market (prices and amounts) for the Company’s 

gas and includes parameters that the Company views as favorable relative to other potential alternatives. The 

agreement will require the Company to construct a pipeline and associated infrastructure to allow for the delivery 

of the gas to one of Bahia’s large distribution centers (referred to as the “city gate”). The completion of this 

agreement is another milestone for the Company.  In September 2018, Alvo announced a contract with Enerflex 
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(TSX:EFX) to construct it’s natural gas treatment facility, the key asset in the remaining development.  Enerflex 

is a world leader in the space, and under the agreement they not only fund the entire plant, they warranty the 

completion date and the ongoing performance of the facility.  This is an independent validation of the opportunity 

and another significant milestone for Alvo.  It derisks the project both operationally and financially.  

 

 

 

Trickle Notes 
                
When we set the conference schedule, we purposely grouped some of our Trickle Research subject companies 

together at the end of the conference because we believe each of these final four presenters share a common 

characteristic in that we think they each have defined potential watershed catalysts that could/should play out in 

calendar 2019.  Obviously, Alvopetro is one of those presenters.      

 

We initiated coverage of Alvopetro in November 2018 with an initial 12-24 month price target of $1.10 which is 

nearly 3X the current stock price. Copies of that research are available at the registration table or online at the 

following address:  

 

https://stockmarketmanager.site-ym.com/members/group.aspx?id=214692 

 

As noted, we expect 2019 to be transformative for Alvopetro in that they should exit the year with the 

commissioning of the Bahiagas project at hand.  That project involves some guaranteed pricing and production 

parameters that we believe provide marked visibility for results that will speak to valuations much closer to 

our targets than to the current stock price. Further. additional exploration work throughout the year could 

provide a basis for additional valuation legs.    

 

While we will not elaborate on this here (although we would refer people to the initial coverage for some of this 

discussion) we also think the Company’s presence in Brazil may provide some hidden value in the story. In short, 

the response to Brazil’s political scandal involving its state-controlled oil company Petrobras, has mitigated the 

latter’s stranglehold on the domestic energy industry. We think that will ultimately prove advantageous for other 

established producers in Brazil. We think that may also apply to the country’s changing political climate in 

general.          

      

As we suggested above, management has executed highly successful projects in South America, and we believe 

they have identified another.  They have spent the past few years assembling and finessing the pieces together that 

we think will create a successful turnkey gas operation with well-defined parameters and includes other 

opportunities that could provide additional valuation legs to the story.  If our assessment in that regard is accurate, 

we think the current valuation may represent an extraordinary opportunity.        

 

 

 

 

 

 

 

 

 

 

 

 

 

https://stockmarketmanager.site-ym.com/members/group.aspx?id=214692
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Notes- Alvopetro  
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Game Changer MVP / Xcite Interactive, Inc. 
(Private Company)  

 

        **  Conference Prize Sponsor  ** 
 

 
3545 W. 12th 

Unit 201 

Greely, CO 80634 

(800) 454-9445 

https://www.gcmvp.com/news 

 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 

 

 

Company Profile 
 
Xcite Interactive, Inc./Game Changer MVP (GCMVP) is a Multimedia Production and Post Production Studio bringing 
feature film talent to the world of Broadcast TV, Commercial Production and In Stadium Sports entertainment.   Our 

founding partners possess over 50 years of combined professional experience in Feature Film, TV Broadcast, In 
Stadium Media, and Interactive Entertainment. The Game Changer partners have worked on Transformers 3, Avengers, 

Shrek, Titanic, Game of Thrones, commercials for Playstation and engaging content for numerous small businesses. 

Yet, our specialty shines when it comes to “In Stadium Media” working with some of the top franchises in sports 
including Dallas Cowboys, San Diego Padres, Atlanta Braves, Tampa Bay Lightning, and the Seattle Mariners. 

Whether it's feature film, TV or sports, we have done it all. 

 

A typical broadcast for a National Football League game runs 3 hours and 12 minutes.  However, the actual game 

consists of only 60 minutes of playing time.  The rest of the broadcast includes time outs, half time shows, coach or 
player interviews, and commercial breaks. 

 

During these breaks in a game many fans use their smart phones to send text messages to friends or check social media 
websites. 

 
To provide fans with the opportunity to do something else when they are not watching a game in progress, we have 

developed 35 interactive games which fans at a sporting event can play using their smart phones. 
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Fans are made aware of the fact that they can play our games through a variety of methods, including public address 
announcements, the team’s scoreboard, PA announcements, social media channels, email notifications and press 

releases sent by the team.   
 

While a game is being played, the game is displayed on a fan’s smartphone and, depending on the length of the game, 

a team’s scoreboard or jumbotron. 
 

Typically, two or three games are available for play during a single sporting event.  An unlimited number of fans can 

play a game at the same time.  Prizes are awarded by the team to game winners.  Prizes can consist of any number of 
items, including free fountain drinks or free gasoline for a year.  Winners receive the prizes through a coupon sent to 

their smartphone.   
 

We also license our games for specific events, such as rodeos, college bowl games, concerts and others.  

 

Currently, our top five games are: 

• Turbo Trivia  

• Tug of War  

• Interactive Race  

• Shuffle  

• Skee Ball  
 

Each game typically last between 30 seconds and 2 minutes.  

 

Our games are licensed to athletic teams on an annual basis.  Athletic teams then typically sell the game to an 

advertising sponsor at a premium price relative to general scoreboard ads.   Depending on the level of customization 
needed for a particular game, a game is licensed at a cost between $5,000 and $25,000 per year.   

 

To this point, our games were licensed by: 

• 19 National Football League (NFL) teams 

• 21 National Hockey League (NHL) teams 
• 12 Major League Baseball (MLB) teams 

• 14 National Basketball Association (NBA) teams 

• 13 major college teams 
 

In addition to games, we offer products such as the Fan Filter Cam and Flashpoint.   

 
Fan Filter Cam allows teams to super impose a team’s logo, mascot, other caricatures, or face paint on live shots of 

fans which are shown on a the team’s scoreboard or jumbotron.   
 

Flashpoint allows a fan’s cell phone flashlight, display screen and vibration function to be synchronized with a team’s 

halftime shows or other similar events.  
 

A business can sponsor objects in games by placing the name and logo of the business on the object, thereby creating 
another source of revenue for a team. 

 

The Company’s growth plan’s include: 
 

• produce additional games,  

• solicit more athletic teams and events sponsors to license our games, 
• pursue opportunities in automobile racing, horse racing and others both domestic and international.  
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Even though there are several companies that provide interactive games, we do not know of any company that provides 

games similar to ours to athletic teams or sporting events. 
 

We also provide video and graphic production for athletic teams as well as a variety of companies, including cruise 
lines, beverage companies, hospitals, and automobile manufacturers.  For example, before a sporting event begins, the 

home team, to build fan excitement, may display a video on the scoreboard of the team’s players and memorable plays 

from past games. 
 

Lastly, in 2018, the United States Supreme Court ruled in favor of legalized sports gambling at the state level. As many 

as 31 states are expected to legalize sports gambling in the next five years.  We have developed prototyped gaming 
applications to enable us to quickly partner with licensed sports gambling operators. 

 

 

Trickle Notes 
 
GCMVP’s CEO is a gentleman by the name of Bud Noffsinger.  I am sure many of the people attending the conference 

may know Bud, as he has been an active investor and participant in several Colorado enterprises over the past 20+ years 

or so.  One of those was a local E&P company called Synergy Resources, Inc. (today it is SRC Energy Inc. 

NYSE:SRCI).  Bud was an early investor and board member of Synergy.  Some of our more “seasoned” attendees may 

recall that Synergy presented at one of my past conferences under a different label.  As I recall they completed a 

convertible offering around that time and I believe the value of that unit subsequently traded up around 14X the original 

price. I know some of our attendees will remember it because I suspect some of you made some money on that one.  I 

am not suggesting that “past performance is indicative of future performance”,  but if you’re going to bet on a Jockey 

(which many successful investors in the microcap world do) it seems to me that betting on one that has won some races 

in the past might make more sense that betting on one that hasn’t. Again, that is not a hard and/fast rule, it’s just an 

observation.  As a side note, when I started to tell Bud about some of the conference particulars, he reminded me that 

he has probably been to just about as many of my conferences as I have…full disclosure.  That made me laugh.  

  

The above said, I was not aware of the business until very recently, and, as a private Company they will be making a 

very short presentation, which I think it is fair to say will not do it justice.  That being the case, I pulled one slide from 

the collateral they sent me that I thought was a good summation of their progress to this point:   

 

 
 
 

 From the 10,000 foot view, I like this story for multiple reason, and I will likely do some additional work on it especially 

if their path to a public market becomes more visible.     
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            Notes- Game Changer MVP 
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Juniper Unmanned  
 (Private Company)  

 

 

 

15000 W. 6th Ave.  

Suite 330 

Golden, CO 80401 

 (720) 440-9960 

 www.juniperunmanned.com 

 

**  Conference Prize Sponsor  ** 
 

 

 

The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 

 

 

Company Profile 
 

 
Juniper Unmanned, Inc. provides premier drone solutions for commercial business, and civil government. The company 

integrates best-in-class aircraft with the most advanced sensors. When combined with Juniper’s engineered processes, 

advanced software, and analytics, clients receive unparalleled data and actionable intelligence to improve their business. 

When advanced drone solutions are required, clients, and even industry competitors, engage Juniper to get the job done 

right. Juniper . . . The Pro’s Pro.  

 

Juniper Unmanned's big idea is to help commercial enterprises generate value from sensing and analytics technology.  

We believe a new industrial revolution, bigger than the introduction of the internet, is happening today that will radically 

change the world as we know it. Driven by big data analytics, managers of electric utilities will be able to minimize 

fire risk, highway managers will be able maintain pavement more effectively, and construction managers will complete 

projects in a fraction of the time.  The team of experts at Juniper Unmanned is situated to facilitate the adoption of the 

right solutions for our clients. 

 

The company integrates best-in-class sensing and analytics technologies. When combined with Juniper’s engineered 

processes, advanced software, and analytics, clients receive unparalleled data and actionable intelligence to improve 

their business.  

 
We are experts in sensing and analytics.  The team at Juniper has a deep understanding of the technical capabilities of 

most sensors and how to process the data.  But our real interest lies in what to do with that data. We know how to 

analyze it to generate insights that our clients use to make meaningful decisions. 
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We have modeled our flight standards from the United States Military, the most experienced operators of Unmanned 

Systems in the world.  We train our field technicians to follow flight protocols that are comparable to those of a 

commercial airline.  They achieve advanced certifications to operate within the safety requirements of the most 

challenging work environments. Additionally, our equipment is rigorously tested and maintained.  Our goal is to operate 

in a manner that is 100% safe, effective, and compliant with the requirements of law. 

 

Our team has conducted operations on 6 of the 7 continents for large and small clients including Disney, AECOM, 

Caterpillar, Trimble, Rio Tinto, the US Geological Survey, the Office of Surface Mining, the Bureau of Land 

Management, the Department of Energy and many more as illustrated below: 

 

 
 

Trickle Notes 

 

I saw Juniper’s presentation several months ago and I walked away 

intrigued because I had no idea that drones were being used for as 

many industrial applications as their presentation indicated.  After I left 

the presentation, I called my best friend who is a Civil Engineer in north 

Idaho and spent several years in supervisory rolls with the Idaho DOT.  He 

confirmed what Juniper’s presentation had noted at the time, which was 

that drone usage in commercial, industrial and construction applications were delivering major advantages over several 

legacy approaches and services in these industries.  I think at that point it became clear to me that drones would likely 

emerge as a service industry in and of themselves moving forward.  That seems to be where we are, and I think Juniper 

may be positioned to participate in that trend.   Here are a few points of interest I dug up regarding the industry and 

some of the expectations for its future growth:  
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In addition to the above, a recent Goldman Sach’s report provides the following bullet points: 

 

• Between now and 2020, we forecast a $100 billion market opportunity for drones—helped by growing demand 

from the commercial and civil government sectors. 

• The fastest growth opportunity comes from businesses and civil governments. They're just beginning to explore 

the possibilities, but we expect they'll spend $13 billion on drones between now and 2020, putting thousands 

of them in the sky.  

• Drone sensor technology currently in development can map 2.7 million square miles in a single flight – nearly 
the area of the 48 contiguous US states. 

• The rapid growth of the drone industry has outpaced the development of rules and systems to govern their use. 

This uncertainty weighs on innovation and commercial adoption but anticipated regulatory clarity should 
unlock demand. NASA is leading a multibillion-dollar effort to develop a US airspace management system 

capable of safely coordinating manned and unmanned flight, while the Federal Aviation Administration (FAA) 

is expected to further ease restrictions that are keeping commercial drones from reaching their full potential. 

• With the evolution of regulations, we see drones headed for new heights in the business world. The same safety, 

efficiency and cost benefits that appeal to the military make drones attractive for a wide range of business and 

civil government functions. The $100 billion market opportunity we forecast over the next five years is just the 
tip of the iceberg. Drones' full economic potential is likely to be multiple times that number, as their ripple 

effects reverberate through the economy. 

 
Regulatory uncertainties notwithstanding, I think the industry research provides a bullish backdrop for companies like 

Juniper and from some perspectives perhaps specifically for Juniper.  For instance, I would submit that according to 

some of the forecasts, many of the industry’s most promising opportunities include growing aspects of the Colorado 

economy, and in fact will involve the types of companies and governmental entities that Juniper is already doing 

business with.    

 

Lastly, another issue that is raised in some of the research is that successful companies in the space will likely be those 

that not only help their customers gather data, but also provide services that help them analyze and interpret that data.  

As the overview above reflects, the Company notes that their strengths include providing that sort of “actionable 

intelligence”.  We think that may put Juniper in the “right place at the right time”…   
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Notes- Juniper Unmanned 
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Gold Resource Corporation  

(NYSE American: GORO) 

 

 
 

Addresses: 

2886 Carriage Manor Point 

Colorado Springs, CO 80906 

http://www.goldresourcecorp.com  

 

 

 
 

    
Charts above from Quotemedia and Yahoo Finance  

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 

 
Trickle Research provides independent research coverage on Gold Resources.  That research is only available to 

Trickle Subscribers. 

http://www.goldresourcecorp.com/
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Company Profile 
 

 

Gold Resource Corporation (NYSE American: GORO) is a gold and silver producer targeting projects that feature 

low operating costs and high returns on capital. The Company's primary focus is on cash flow, with a priority to 

return meaningful dividends back to the owners of the Company, its shareholders. The Company has two (2) 

mining units located in mining friendly jurisdictions of North America. The "Oaxaca Mining Unit" consists of 

100% interest in six (6) potential high-grade gold and silver properties in the southern state of Oaxaca, Mexico. 

The "Nevada Mining Unit" consists of 100% interest in four (4) potential high-grade gold properties in the Walker 

Lane Mineral Belt in western Nevada, U.S.A. 

 

GORO successfully declared commercial production from its Oaxaca Mining Unit July 1, 2010 from a shallow, 

high-grade open pit at its Aguila project, which enabled the Company to reach production and cash flow in the 

shortest amount of time with one of the tightest capital structures for a producer.  In March of 2011, GORO 

announced production from its polymetallic Arista mine. The Arista deposit is comprised of the Arista and 

Switchback vein systems, both contain high-grade gold and silver as well as the base metals of copper, lead and 

zinc.  In 2017, GORO began mining operations from the Mirador Mine located on the Alta Gracia property. 

Mirador is the second operating mine with the Company's Oaxaca Mining Unit. The Company targets the 

extensions of these deposit and is exploring for additional deposits at its Oaxaca Mining Unit to add to its 

production profile. 

 

The Company's Nevada Mining Unit consists of four (4) potential high-grade gold properties located in Nevada's 

Walker Lane Mineral Belt. The Isabella Pearl Project is the Company's flagship property, which is currently 

under construction and estimated to enter commercial production in 2019. Gold Resource Corporation's Nevada 

Mining Unit now controls approximately 25,000 acres of development and exploration lands in south central 

Nevada's Walker Lane Mineral Belt. 

 

The Company has distributed consecutive monthly dividends since commercial production totaling over $111 

million as of October 2018.  The Company's dividend target is to return as much back to shareholders as soon as 

possible, while balancing the needs of the operations and paying taxes. The Company has remained profitable for 

seven (7) consecutive years, four (4) of which were during bear markets in the precious metal space. 

 

Mexico and Nevada U.S.A. are among the leading venues for mineral potential each with an extensive history of 

mining. Gold Resource Corporation is positioning to add to its current production profile from its Mexican 

operations by rapidly advancing its Nevada Mining Unit's potential for open pit heap leach operations. 

 

 

 

Trickle Notes 

The first time we heard the GORO story was at my EdgeWater Research conference in San Diego, California in 

2006, attended by CEO Jason Reid, along with his father Bill and uncle David who were founders of the company 

and have since retired.   They marketed a $1 private placement at that event, which we also think several attendees 

participated in.  At the time, the market cap of the stock was about $17 million. Over the next 4 or so years, GORO 

shares would trade to $30 per share. Succinctly, we have been doing these conferences in one form or another, 

under various labels for about 20 years, and GORO remains one of the most successful stories ever presented at 

those events.  

Following the Company’s presentation at the Rocky Mountain Microcap Conference II (April 2018) we initiated 

coverage of the stock in July (2018).  Our timing was not particularly fortuitous because both precious and base 
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metals prices compressed considerably in the second half of 2018 but have managed to firm more recently from 

lows set in the earlier part of this year. Obviously, our estimates, (as well as the stock price) were negatively 

impacted by commodity prices through the last half of 2018.  Clearly commodity prices are one of the primary 

risks in the stock, although they also happen to be the primary reason for owning producers in the first place. Our 

thesis in that regard remains intact, which on the face, is that diversified investors should have some precious 

metals exposure.  We would add, our estimates were also negatively impacted by some grade iterations in Mexico 

(more base metal production and less precious metal production than we estimated).  We think that mix will 

improve as they progress towards likely higher grade portions of the operations, although there again, whether 

that is good or bad is a function of prevailing (relative) metals prices.  To translate, their production is steady and 

largely predictable, while grades may be a little less certain one quarter to the next.   

Looking ahead, the compelling piece to the story is their new Nevada project, which appears to be slightly ahead 

of where we anticipated it to be. Yes, we said ahead of schedule, which is not something microcap enthusiast are 

used to hearing.  Further, we anticipate Nevada will double the Company’s gold production as well as increasing 

its overall exposure to precious metals. We think that posture will prove to be a net positive for the stock for a 

handful of reasons going forward. We think the street is overlooking the positives of this addition to the story and 

by extension the valuation of the Company. We won’t call it a no-brainer just yet, since they still need to close 

the loop and get the new project up and ultimately to capacity. However, as we said, we don’t think they have 

been given much credit for advancing the project to the point of near completion.  Our sense is that will change 

as we advance through 2019 and new Nevada production.       

To reiterate, we started covering the stock mid last year, and our price target is currently set at $7.35, which 

represents a considerable premium to the current stock price. For a period of time we were the only analysts 

covering the story, but since our coverage initiation, the Company has attracted two additional analysts. While 

our coverage is not available to the public (subscribers only) here is a link to the report from one of those other 

firms.  We think it is a very good report and certainly worth looking at:    

http://www.goldresourcecorp.com/content/arlington-group-20190319.pdf 

We would add, these analysts are currently carrying price targets in excess of ours ($8.87 and $7.75).  

In the context of our precious metal diversification argument, we continue to believe the stock is compelling at 

current levels.    

 

 

 

 

 

 

 

 

 

http://www.goldresourcecorp.com/content/arlington-group-20190319.pdf
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Notes- Gold Resource Corp. 
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SRAX (Social Reality, Inc.)  

(NASDAQ Symbol: SRAX) 
 

456 Seaton Street 

Los Angeles, CA 90013 

http://www.socialreality.com  

 

 
 

   
Charts above from Quotemedia and Yahoo Finance  

 

 

The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 
Trickle Research provides independent research coverage on SRAX.  That research is available at: 

www.SMM.Global 

 

 

http://www.socialreality.com/
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Company Profile 
 

 
Social Reality “SRAX” is a digital marketing and data technology company with tools to reach and reveal 

valuable audiences with marketing and advertising communication. Our machine-learning technology analyzes 

marketing data to identify brands and content owners' core consumers and their characteristics across marketing 

channels. Through an omnichannel approach that integrates all aspects of the advertising experience into one 

platform, we discover new and measurable opportunities that amplify campaign performance and maximize 

profits. In addition to our business services and technologies, we also operate a direct to consumer platform, 

BIGToken, which enables consumers to own, manage and sell access to their digital identity and data. This 

provides us with a direct consumer relationship and gives us valuable proprietary data. We derive our revenues 

from: 

 

✓ sales of digital advertising campaigns to advertising agencies and brands; 

✓ sales of media inventory through real-time bidding, or “RTB”, exchanges; 

✓ sale and licensing of our SRAX Social platform and related media; and, 

✓ creation of custom platforms for buying media on SRAX for large brands; 

✓ Sales of proprietary consumer data. 

 

The core elements of our business are: 

 

• Social Reality Ad Exchange or "SRAX" – Real Time Bidding sell side and buy side representation is our 

technology which assists publishers in delivering their media inventory to the RTB exchanges. The SRAX 

platform integrates multiple market-leading demand sources, including OpenX, Pubmatic and AppNexus. 

We also build custom platforms that allow our agency partners to launch and manage their own RTB 

campaigns by enabling them to directly place advertising orders on the platform dashboard and view and 

analyze results as they occur; 

 

• SRAX Social is a social media and loyalty platform that allows brands to launch and manage their social 

media initiatives. Our team works with customers to identify their needs and then helps them in the 

creation, deployment and management of their social media presence; and 

 

• SRAXauto tools enable targeting and engagement with potential auto buyers at dealerships, auto shows, 

and at home across desktop and mobile environments. 

 

• SRAXcore is our generalized services and technologies supporting brands and agencies in data 

management, audience optimization, and multi-channel and omnichannel media and marketing services; 

 

• SRAXshopper tools enable brands and agencies to connect with shoppers driving in store an online sales; 

and 

 

• SRAXir tools to assist public companies in analyzing and marketing to their shareholder population; and  

 

• BIGToken which is a platform that allows consumers to manage and participate in the sales of their 

digital data. 
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Trickle Notes 

 
             
Trickle has been covering SRAX for 2 years now and CEO and founder Chris Miglino carries the distinction of 

being our most frequent presenter having participated at each of our first three Rocky Mountain Microcap 

conferences.  As such, many of our repeat attendees are quite familiar with the Company and we suspect several 

are shareholders.  We recently published an extensive update including a 12-24 month price target upgrade to $15 

per share. Obviously given the current price of the stock we are quite bullish on the Company’s prospects.  Copies 

of that update are available at the registration table. In addition, all of Trickle’s research on SRAX is also hosted 

online and you can find the update at: 

https://stockmarketmanager.site-ym.com/members/group.aspx?id=198152.   There is some other industry 

research on the Company available at that address as well.  

 

The stock has performed quite well as of late largely we suspect because of the success their BIGToken platform, 

which has managed to add 15 million registered users within the first month of its official launch.  Those are 

compelling numbers by most any social network metric. We suspect Chris’s presentation will cover that progress 

and its implications for the Company going forward.  Our update covers some of that as well.      

 

Our continued enthusiasm for the stock stems from a handful of characteristics that we collectively think could 

result in substantially better share prices.  As we noted in our recent update: 

 

“…as we recently iterated to one of our subscribers (and a significant SRAX shareholder), we tend to view the 

“perfect” microcap stories as those that have an established and (at least reasonably) predictable core business, 

coupled with some sort of “moonshot” division or asset, that could create multiple type valuation catalysts in the 

story. Viable examples of those are not easy to find, and in most instances, they tend to be a function of the 

evolution of the core business. That is, in many cases the core business/competencies create the basis for 

developing the moonshot opportunity, often in conjunction with some sort of changing macro events or variables.  

Those macro events can be driven by economic, regulatory, technological or other related changes or 

combinations of changes.  Given the positive developing status of BIGToken on multiple fronts, we think that is 

becoming the case with SRAX”.                                     

 

Those familiar with the story will recall that in 2H 2018, the Company completed the sale of its homegrown 

SRAXmd vertical, and that sale was essentially valued at around $50 million, which was in excess of the entire 

market cap of the stock at the time, and in fact is not far from the market cap of the Company today.  We think 

the Company has demonstrated an ability to create, develop and monetize specific verticals in the digital 

advertising space.  The core business includes a handful of these verticals, some more mature than others, and 

collectively the Company believes those core verticals will generate revenues between $20 - $25 million in fiscal 

2019.  That guidance excludes any contribution from BIGToken, which in our view represents the potential 

“moonshot” part of the story.  While we submit BIGToken is in the early innings and challenges clearly remain, 

the initial results from the registered user launch are highly encouraging and frankly a bit stunning.  Those results 

form the basis for our recent target upgrade and what could be a watershed event for SRAX.       

 

 

 

 

 

 

 

 

 

 

https://stockmarketmanager.site-ym.com/members/group.aspx?id=198152
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Notes- SRAX 
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Biochar Now 

 (Private Company)  

Biochar Now, LLC 

19500 County Road 7 

Berthoud, CO 80513 

http://www.biocharnow.com/ 

 

        **  Conference Prize Sponsor  ** 
 

 
 

 

 
The following profile was prepared by Trickle Research LLC.  Any opinions or conclusions expressed in this profile are solely those of 

Trickle Research and not GVC Capital.  Some of the narrative below is excerpted from filings and other collateral of the subject 

company.  Those excerpts are denoted in italics. Employees of GVC Capital and/or Trickle research may maintain long or short positions 

in this stock.  GVC capital may have provided investment banking services for the issuer as well. 

 

 

 

Company Profile 
 

Founded in November 2011 in Loveland, Colorado, Biochar Now LLC ("BCN”) is a Colorado limited liability 

company. BCN has developed a patented, cost-effective, computer-controlled slow pyrolysis batch kiln that uses 

a process called thermal decomposition to convert waste wood in the form of shredded logs from dead and dying 

trees and residual wood into a high-quality carbon that is called biochar. See website: www.biocharnow.com.  

 

While the end-product of biochar looks like charcoal, its microscopic internal structure resembles that of a 

miniature honey comb whose cells and cell walls provide multiple strong surfaces for absorption and cationic 

capabilities for storage and sequestration. The University of California Davis Biochar Database website defines 

biochar as “...charcoal created from pyrolyzed biomass and differs from charcoal in the sense that its primary 

use is not for fuel but rather as a soil amendment.” The International Biochar Initiative defines biochar as “a 

solid material obtained from the thermochemical conversion of biomass in an oxygen- limited environment...” 

Biochar can be used as a product itself or as an ingredient within a blended product for certain applications. The 

technology can easily be multiplied in number to a production scale required by the marketplace. BCN has 

received seven patents, and several are still pending in both the US and Canada, on company-developed kilns, 

manufacturing processes, emission control mechanics, kiln transport tools and more.  

 

http://www.biocharnow.com/
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BCN is expanding its existing 40-kiln biochar processing facility, which has been operational for approximately 

24 months as a "pilot" test site in order to create the Berthoud Biochar Facility ("BBF"). BCN has spent over six 

years developing its kiln-based technology.  

 

BCN uses a slow-pyrolysis technology (slow burning/cooking in an enclosed kiln) to make its biochar. The BCN 

kiln process is basically a two-day cycle from the initial igniting of the burners in each kiln to the end-product 

ready for delivery. This includes an approximately 10-hour “burn” period and an approximately 16-hour cooling 

period plus a time period for unloading, processing and reloading the kiln with raw wood.  Each kiln can hold 

approximately 11 cubic yards of waste wood feedstock which is subjected to continuous intense heat from the 

chemical reaction at about 1200°F during the burn period. During the burn period the wood waste is slowly 

transformed within the kiln chamber, which has little or no oxygen, and is turned into biochar.  In general, each 

kiln burn will produce approximately 600 lbs. of biochar.  

 

BCN accepts feedstock in the form of logs from dead and dying trees, clean waste wood diverted from landfills, 

and residual wood like forest trimmings. BCN is located at the center of a geographic area containing a readily 

available biomass supply of all varieties of waste wood (chips, logs, shred, municipal waste wood, pallets, C&D, 

etc.) Due to the volume, variety and lack of competition, BCN has its choice of low cost feedstock, thus allowing 

for expansion, additional technologies, and steady variable costs in the early years of operation. At present, BCN 

has a stockpile of approximately 4,000 tons of wood waste. The daily feedstock for each kiln ranges from 

approximately 2,400 pounds to 3,500 pounds depending upon moisture content. Therefore the City of Fort Collins 

is capable of providing waste wood in excess of BCN’s presently planned capacity. BCN has also been contacted 

by the City of Denver who wants to discuss supplying BCN with significantly enhanced volumes of biomass. It is 

expected that the initial feedstock providers will provide long-term supply agreements. 

 

At present, BCN also takes in dead trees from forest clearing. Most of the mountains in BCNs part of the State 

consist of two National Forests and the U.S. Forest Service (“USFS”) continuously funds stewardship contracts 

where the dead trees are removed for fire safety from the National Forests. USFS has estimated there are 

approximately 834 million dead trees in Colorado. As one example, based upon a stewardship arrangement USFS 

has with its contractor, approximately 700,000 trees from the clearing of one forest area should be delivered to 

BCN equivalent to approximately 245,000 tons of waste wood, representing approximately 11 years’ worth of 

feedstock supply. 

 

The Company believes its current addressable market is in excess of $3billion annually. Moreover, demand for 

biochar in the U.S. is continuously developing as new markets evolve.  Today, these markets include:  

 

- Agriculture (including industrial hemp and cannabis)  

- Lawn and Landscape  

- River Restoration.  

- Water Sequestration  

- Animal Feed Additives 

- Concrete and Asphalt Biofiller 

 

As a side not to these potential markets, The Company’s notes, “Dow completed testing of our biochar on an 

internal use that we have been the only supplier of carbon to succeed. They used large chunks of our biochar 

(directly from the kiln without being reduced in size) to remove impurities from melted silicon that is then used to 

make computer chips”.  We think they have done some successful tests in various applications with other large 

well recognized potential customers as well, which is certainly positive.  
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Trickle Notes 

 
When I first heard this story, I told CEO James Gaspard that it reminded me of a Company I wrote in the early 

2000’s.  They had a recycling technology and at the time all they had was a little beta production facility in the 

Utah desert.  The had no revenues and the balance sheet was upside down.  That company eventually made a pile 

of money, up listed to the NYSE, and was acquired in November 2016 for just under $2 billion. To be honest, I 

wish we had time for them to give a full presentation…  

 

I don’t think I need to elaborate on the favorable optics of recycling trash into something of value instead of 

dumping it into already stressed landfills. That is especially topical when it can be done profitably.  Further, while 

some may scoff at the notion, better forest management including removing dead “fuel” from the forest, is 

probably the single best way to avoid massive forest fires that seem to be growing in frequency, size and 

economic/personal cost. Frankly, it’s hard to understand how solutions like Biochar’s don’t get more traction and 

attention from legislators, although as we understand it, they may be gathering some momentum there as well.    

 

The value proposition here is compelling. Here are some metrics from their presentation.  Notice, the first slide 

indicates, “many sites will have no feedstock costs, and may even receive tipping fees”.  Thinking out loud, that 

may provide an organic cash flow element that could help augment/mitigate external capex requirements.        

 

   

 
 

 
 
As I understand it, one of the potential outcomes here could be a public offering.  I would welcome that because 

on the face, this is the kind of story I like to write.  
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      Notes- Biochar 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 


