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Valdor has:

· A strong, experienced and synergistic management team with proven ability to work together efficiently and effectively;

· A strong business plan and business model in a sector that is poised to be strong for at least several years and possibly several decades;

· An excellent stock structure with long term investors dominating the investor base.
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Valdor Directors and Officers:
Biographies

Mr. Elston Johnston, P.Eng., Chairman and Director:
Mr. Johnston received a Bachelor of Science in Electrical Engineering (BScEE) degree from the University of New Brunswick in 1976. He is a Registered Professional Engineer in the Canadian provinces of British Columbia, Alberta and Saskatchewan and for the past 16 years he has been President and owner of a successful consulting engineering company located in Vancouver, B.C.  In addition to numerous commercial and industrial clients, he has acted in the capacity of Expert Witness for both the Association of Professional Engineers and Geoscientists of British Columbia (APEGBC) and the BC Provincial Government.  He has been involved with business and industry worldwide both as a consulting engineer and as an entrepreneur. Mr. Johnston has been a major shareholder of numerous public companies and has served as Director, President, CEO and CFO of several Toronto Stock Exchange (TSX) and Toronto Stock Exchange-Venture (TSX-V) listed companies.
Mr. Brian Findlay, CFO and Director:
Mr. Findlay has over 35 years of experience in the Canadian financial and investment community. He has a strong background in managing, financing, and administering junior public companies. Mr. Findlay has participated in raising in excess of $200 million in investment capital for numerous companies listed on the TSX-V.

Mr. Las Yabut, P. Eng., President:

Mr. Yabut has been a senior executive with Valdor for 13 years.  Mr. Yabut earned a Bachelor of Science in Industrial Engineering (BScIE) at the Mapua Institute of Technology in Manila, the Philippines in 1983.  While employed with the Passive Products Division of AMP/Tyco he gained experience first as an Engineering Technician, then as a Production Supervisor, Manufacturing Engineer, Production Manager and finally as Director of Operations.  He has extensive hands on experience in the manufacture and testing of passive fibre-optic components.  He has extensive relationships with fibre optic component manufacturing facilities throughout Asia, the Philippines and North America and he has started up fibre optic manufacturing facilities in four different regions of the world.
Mr. Raj Kapany, M & A Specialist and Director:

Mr. Kapany received a Bachelor of Science (BS) from the University of California - San Diego in 1979 and has attended the University of California - Berkley MBA program and the Stanford University Executive MBA Program.  Mr. Kapany, an entrepreneur, resides in Los Altos, California and is currently on the Boards of seven private technology companies.  Since 1981 he has served as General Manager, Director, Vice-President, President, CEO or Chairman of eight private and public technology companies.  In the technology field his specialization is fibre optics.  Mr. Kapany has held executive positions with Tyco International Ltd, Amp Inc, K2 Optronics Inc, Emcore Corp and Nest Corp.  From 1988 to present, he has been instrumental in the completion of eleven mergers and acquisitions (M & A’s) involving technology companies and company divisions.  Nine of these eleven M & A’s have occurred since 1999.  Acquiring and vended companies and/or divisions, where he has facilitated M & A activity, include: Tyco, Emcore, Nest, JDS Uniphase Corp, Ericsson Inc, Volex Inc, and Crown Life Insurance Co.  In 1994 Mr. Kapany started Tyco’s fibre optics division in Europe, where he generated gross sales to over $40,000,000 annualized, in less than two years.  In 1998, while Divisional Manager at Amp, he won the annual company award for having the most profitable division in the company.  At that time Amp had more than 50 divisions.  In 2000, as CEO and Chairman, he headed a team that raised $45,000,000 in venture capital for K2 Optronics and then facilitated the sale of K2 Optronics to Emcore.  In 2008, while President of Nest, he directed a team that was responsible for having their patch panels qualified for use by Verizon Communications Inc. 

Mr. Ron Boyce, VP Sales & Marketing and Director:

Mr. Boyce received a Bachelor of Commerce (BC) with a major in Marketing from the University of Alberta in 1981. He has held several high profile executive positions with Manitoba Telecom Services Inc. (MTS) and was Director of Sales and Marketing for AT&T Canada for the Prairie Provinces.  Mr. Boyce was the first hire in the Prairie Provinces for Metronet Communications Corp., the first national competitive local exchange carrier in Canada and was Director of Sales Western Canada for Netstone Communications Inc., the first building exchange carrier in Canada. During Mr. Boyce’s tenure, Metronet Communications Corp. installed more than $200 million of fibre optics infrastructure across Central Canada. He was one of the founders of Parabola IP Solutions Inc., an IP management software company, where he held the position of Vice-President of Sales and Marketing. He has won Presidents Club, Everest League and Summit awards, in recognition of his success in sales and marketing. Early in his career, Mr. Boyce was an Advanced Certified Financial Planner with Investors Group Financial Services Inc.

Management Summaries 

Valdor has an accomplished and experienced management team and strong Board of Directors, with ample talent to support its business plan.

Elston Johnston – Public company expertise;  Fundraising and investor relations expertise;  Director and/or major shareholder of several dozen junior public companies;  Owner of large and successful Engineering Consulting firm;  Significant business expertise.

Brian Findlay  –  Expertise in administration of Canadian and USA junior public companies;  Expertise relative to financial statements and TSX-V regulations;  Expertise at interfacing with auditors, lawyers, accountants and TSX-V regulators;  Director and/or major shareholder of several junior public companies.

Las Yabut  –  Fibre optics engineering expertise;  Has set-up four fibre optics manufacturing facilities in various parts of the world;  Expertise in management and operations of fibre optics component manufacture.  Expertise in international fibre optic component procurement.
Raj Kapany  –  Significant business expertise relative to junior private and senior public companies in the technology and fibre optics sector;  Extremely well connected in the fibre optics industry – a high impact player in the fibre optics business world;  Senior executive experience in mid size and large fibre optics companies;  Has been a Director of several private technology companies.  Has been directly involved with several corporate mergers and acquisitions.
Ron Boyce  –  Expertise in marketing and sales; Excellent connections with the Canadian telecom sector;  Fundraising capability;  Senior executive experience;  Significant business expertise.
Valdor Business Plan and Business Model

Overview of Valdor Core Business
Valdor is a business that is corporately positioned to have significant impact in advancing key technologies in optical communications.  Valdor has progressed through the research and development stage and has emerged as a new-generation technology company capable of deploying an array of conventional passive fibre optic products in addition to several that are proprietary and/or patent protected.  Valdor specializes in harsh environment products.  The current global annual market for passive fibre optic components is approaching $40 billion, and Valdor can serve this growing demand in many sectors.  The worldwide roll-out of high speed Internet infrastructure will drive demand and fibre optics will be a great business opportunity for several years, at least, and probably for several decades.  Valdor is a progressive company that will become aggressive in the near future, with great opportunities on the horizon.
On August 23, 2013 Valdor reported an initial purchase order from a Canadian Telecom for Valdor’s unique, harsh environment splitter.  On November 6, 2013 Valdor reported a second Canadian telecom had begun evaluating the Valdor splitter.  Ron Boyce began his career with MTS in 1983, worked for them for 10 years and as a result of this experience, has a solid and intimate understanding of the Canadian telecom sector.  With one of the smaller Canadian telecoms, Valdor anticipates selling at least 1000 splitters/year at a price of not less than $500/splitter and for this same telecom, the market for cabinets, patch-chords, connectors, etc would be worth at least $4,000,000 annually.  This annual sales volume would be expected for at least five years.  All of the Canadian telecoms will need other products for their roll-out of fibre-to-the-home.  Once a technology company is accepted by one Canadian telecom, it has much greater credibility with all of the other Canadian telecoms.  The market for passive fibre optic components for all of the Canadian telecoms would be at least $100,000,000.  Ron Boyce is currently approaching half of the Canadian telecoms, all of whom have been having cold weather problems with their splitters.  The market for splitters, for only the Canadian telecoms, would be about $20,000,000/year, as fibre-to-the-home is rolled out across Canada.  
Valdor is using their unique, high quality, harsh environment splitters as the product that opens the door to the Canadian telecoms; once the door is opened, Valdor expects to take its share of the (minimum) $100,000,000 passive fibre optic component business.  Valdor’s gross profit margin is expected to be about 70%.  Valdor may delve into the active fibre optic component business, which is about twice the passive market.  Valdor sees the Canadian telecom market, with their need for high quality splitters, as a base, and plans to expand internationally with fibre optics component sales.  Valdor now has small volumes of USA and international sales in various product lines.
The Valdor sales philosophy is to impress the client with quality products and service that meet or exceed their needs.
Acquisition Target

Valdor’s business plan incorporates growth by acquisition.  Raj Kapany has close relationships with many Silicone Valley high-tech companies and during his career has been intimately involved with numerous mergers and acquisitions.  Between early April and late September, 2013 Valdor has reviewed eight acquisition opportunities.  These opportunities have all been in the high-tech business sector and have all had overlap in the communications and fibre optics sectors.  Valdor plans to complement their organic growth with an acquisition strategy.  Acquisition targets must have synergy with the Valdor business plan and business model and/or must be compelling for their value versus price.

On October 30, 2013 Valdor announced that it had signed a letter of intent to acquire VideoWare, a company division involved in streaming video.  The company is a subsidiary of a publicly traded parent company. The future of television is streaming video and Valdor believes that this is an upcoming hot business sector and that this is the time to enter it. The target acquisition company currently has sales of about $2,500,000/year.  The projected sales for 2014 are $4,000,000 with a projected gross profit margin of 70%.  The purchase price is $1,250,000 plus a royalty to continue over a period of time until the seller receives a total of an additional $1,750,000 (from the royalty).  
If negotiations are successful, Valdor intends to fund the acquisition via a combination of equity and debt.  In addition to the price versus value argument supporting Valdor making this acquisition: 1) The streaming video business is converting to fibre optic feed; 2) The same customers of this target company are a market for fibre optic components and; 3) Management of the company, that will be part of the acquisition, has significant experience and contacts in the fibre optics business.  

Valdor Stock Structure

Management, employees and insiders own over 60% of the issued shares; management is motivated for success and motivated to do what is best for the shareholders.  More than 60% of the Valdor shares are owned by people who are working directly or indirectly to improve the value of the Company, from the perspective of the fundamental Company and/or its share value on the TSX-V secondary market.  The stock trading float is significantly less than 40% of the market cap.  
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