Business Summary: CollectorsOQuest (CQ) is a digital media brand targeting
the collectorsOcommunity and advertisers seeking access to this high-value
group. CQ combines a mix of high-quality broadband video, social networking
and ecommerce to address a passionate community already online, spending
significant time and money on collecting interests. CQ is focused on
entertaining, informing and harnessing the passion of collectors.

QUEST

Management: Our management team is comprised of a combination of media,
broadband and collectible industry veterans. Three of us have worked together in
this space before. Our CEO is an experienced media industry adviser and life-
long collector. Our VP of Commerce was one of the founders of Auctions.com,
an early competitor to eBay. We are all passionate collectors.

Customer Problem: No one is focused on delivering and harnessing benefits of
quality, entertaining content about collecting, particularly video. Quality content is
inconsistent, dispersed and dry. There is no branded presence.

Product/Services: At CollectorsGQuest, we will make collecting easier and more
fun for the 73M Americans who define themselves as Collectors. Using engaging
and informative content (video, blogs, etc.) to drive traffic, we will provide
Collectors with individually-tailored commerce offerings and the opportunity to
connect with others who share their passion. CQ will provide Advertisers an
unprecedented level of data and access to the collecting community.

Target Market: Although our product has a broader appeal, CQ will initially
target collectors who are also broadband users. ~70M US households are using
broadband and ~40% of US households identify themselves as collectors. This
implies a target of ~28M households in the US. The average HH has ~2
collectors, and 2-3 collections per HH. The online collectibles market is growing
at ~15% a year. The US retail market for collectibles is ~$100B annually not
including secondary.

Customers: CQ is both B2C and B2B. Beyond the online collectors outlined
above, targeted advertisers will include industry players (i.e. events, dealers,
etc.), retailers (i.e. Toys R' Us) and services (i.e. insurance, travel).

Sales/Marketing Strategy: CQ will go direct to consumers as well as employ strategic partnerships. We have already
established relationships with collectors' clubs, dealers and auction houses. We will use a combination of localized
guerilla marketing, co-marketing swaps, search terms, SEO, SEM and PR to drive additional traffic. Partners will
include genre related publishers, industry support vendors, event venues and selective emerging content distribution
channels/platforms.

Business Model: CQ will earn its revenue primarily from the following sources: advertising and commerce (sale of
collectible merchandise and value guides). Supplementary revenue streams include VIP subscriptions.

Competitors: While industry players have touched upon the collectibles sector, no one is positioned as THE
destination source for the collector. Competition includes: lifestyle programming as seen on TLC, BBC America and
HGTV; sales-focused commerce channels such as HSN and QVC; Treasure HD on VOOM; several retail-focused
collectible sales websites. We will not directly compete with eBay as it focuses primarily on the secondary market for
collectibles.

Competitive Advantage: Business process patent regarding our data-based marriage of commerce display with
content. Exclusive relationships with collectors clubs, suppliers, publishers and other content providers.

Concept Reel Link:  http://www.collectorsquest.com/videos/promo.html

Collectors’ Quest Inc. Financials Year 1 Year 2
4 East 46th Street Revenues $ 3,560 | $ 16,302
New York, NY 10017 Expenditures $ 2975 | $ 7,221
USA Net $ 585 | $ 9,081

*in Thousands



