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Our mission is to help our clients, small and medium size technology businesses, startups,  achieve 
sustainable growth and increase profitability by providing them strategic management consulting 
services.
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About Us
ANAGARD, LLC is a consulting firm that provides business growth 
consulting services to startups, small and medium size technology 
companies seeking to achieve sustainable growth and increase 
profitability. The firm specializes in assisting small businesses 
write strategic business plans and to develop a viable business 
model for new products or services. The focal point of all good 
business plan documents for young companies is a go-to-market 
strategy that fully understands target customers, their needs and 
preferred purchasing channels. Hence, ANAGARD, LLC performs 
extensive market research and customer discovery on behalf of its 
clients seeking to stay in touch with market changes. For startups 
in the fundraising phase, ANAGARD, LLC can significantly reduce 
the time needed to raise money via investor-ready consulting serv-
ices.

Project based fee pricing
We do not believe in hourly fee pricing   because it increases cus-
tomer anxiety due to uncertainty regarding what the final cost of 
the consultant's work will be.

As we engage with a client, we discuss in detail the project at 
hand, then we set a comprehensive proposal outlining deliver-
ables, time-line and a final price.

Upon client approval of the proposal, we   start working on execu-
tion. With this approach, our clients know upfront exactly what the 
cost of the consulting engagement will be and how long it will last.

Strategic Planning and Advising
Monthly retainer is offered to clients to have an access to consult-
ant for consultations, feedback, document review, meeting atten-
dance with major stakeholders, but not project deliverables:

• $1,000/month retainer for up to 8 hours (one work day) of con-
sultant’s time

• $2,0000/month retainer for up to 16 hours (two work days) of 
consultant’s time

It is suggested to evaluate and/or renew retainer relationship with 
a client once in three months.
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SECTION 1

Historically, undercapitalization has been consistently cited as 
the second most common reason for a business failure. Fortu-
nately, companies that have an active business plan docu-
ment are twice as likely to obtain necessary funding and 
grow compared to ones that do not have a business plan. Unfor-
tunately, only 40% of businesses spend time and energy to actu-
ally write a business plan document. 

Our firm specializes in working with startups and small business 
owners; we identify our client’s unique competitive advantage, 
target customer segments, and go-to-market strategy as we put 
together a strong, investor-ready business plan. If you already 
have a business plan, our experienced consultant will read the 
document you send and provide you a feedback from the inves-
tor point of view. 

Business Plans
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Business Plan Reviews
Depending on your needs, we offer two levels of business plan re-
view services: 

Standard Business Plan Review: $299.
Two hours reviewing client’s materials and preparing a brief written 
evaluation of presented business plan and financial model. Fol-
lowed by 30 minutes of telephone consultation to answer client’s 
questions and offer additional guid-
ance. 

Detailed Business Plan Review: $999. 
Reviewing client’s materials for 
two days, while preparing a de-
tailed written evaluation, and mak-
ing as many improvements to your 
business plan and financial model 
as time allows. Followed by a 60 
minutes of telephone consultation 
to answer your questions and offer 
additional guidance.

Business Plan Alteration 
We help our clients develop up to date business plan document 
that reflects the current state of their business model or suggest 
changes to it based on the changes in the market place. Because 
competition never sleeps, customer tastes constantly change and 
evolve, and technology is speeding up operations, business own-
ers have to be aware of these changes and ensure that they evalu-
ate company’s strategy every year and ensure that any changes 
reflected are in a business plan document. 

Business Plan Preparation
We can help you create a new business plan document if you 
don’t have time or experience writing one. This service is ideal for 
a small business owner that is looking to get a loan, external fund-
ing, create a joint venture, or expand the current portfolio. Bud-
ding entrepreneurs who are not yet certain that their idea can work 
in the market space, can use our business plan preparation serv-
ice to get the answers they need regarding the financial viability of 
their vision. 

• A written business plan docu-
ment captures: unique value 
proposition for client’s 
product/service, portfolio, 
comprehensive market re-
search for the target cus-
tomer, competition, strategy, 
implementation, and a finan-
cial plan.

• Analyze the current market 
situation, changes in the indus-
try and competition.

• Plan for new product develop-
ment or new service offering 
that expands your portfolio. 

• Capture existing business model in a business plan document 
for the purpose of establishing line of credit, forming a strategic 
partnership, etc. 
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Business Model Design 
Picture is worth a thousand words. In this case, a Business Model Canvas concept designed by Alex Osterwalder, author of bestselling 
Business Model Generation book and seminars is the picture that a number of venture capitalists and investors would like to see. 

Business Model is built on nine key building blocks that interlock together to show how does the company serve its customers, makes 
revenue and pays for the internal operations: 

1.customer segments

2.value proposition 

3.channels

4.customer relationships

5.revenue streams

6.key resources

7.key activities 

8.key partnerships, and 

9.cost structure. 

Designing a business model is very 
efficient tool for startups that are 
still seeking the best path to the 
market, for existing businesses 
that are seeking to introduce new 
products or services, or for compa-
nies that are looking for new ways 
to grow their revenues or stream-
line the operations.
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SECTION 2

To achieve steady and growing revenue, companies have to keep 
adjusting their product or service offering to keep accommodat-
ing ever-changing customer’s tastes and preferences. We provide 
our customers market research service that includes the following 
business intelligence information that they can use to make in-
formed decisions: customer discovery, target market segmenta-
tion, competitor research, and industry research. 

Customer Discovery
The most common reason for business underperformance is the 
mismatch between a product offered and customer needs. Be-
cause of that, it is critically important to understand the ever-
changing needs of your customers so you can create the product 
that fits their preferences and then sell it trough preferred distribu-
tion channel. 

Market Research is the key factor to successful customer discovery and go-to-market strategy

Market Research
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We will design and deploy surveys, create questions for individual 
interviews or focus groups, and then analyze the results.  Based 
on the compiled results,  we can then recommend the optimal cus-
tomer acquisition system, pricing strategy, client lifetime value and 
retention techniques.

Target market segment
Our target market segment report delivers to you an detailed 
knowledge of your target customer in terms of market size, growth 
rate, and buying behavior changes. This information helps product 
managers, small business owners and startup founders determine 
market attractiveness and go-to-market feasibility before they de-
cide to launch a new product or a service. 

Industry Research
Our industry research report compiles and summarizes the most 
relevant data and trends for your business. We provide the current 
trends in our industry in terms of market size, anticipated growth 
rate, customer demographics, technology changes, regulatory 
changes, economic indicators, and best practices. 

Competitor Research
Because competition never sleeps, we strategically expose hidden 
dangers and opportunities in the marketplace.

However, most small business owners are too busy to set aside  
time needed to perform competitive intelligence once or twice per 
year. We can help by keeping an eye on your competition, their 
new product or service launches, pricing changes, and advertising 
frequency. Our competitor research report helps small businesses 
maintain their competitive advantage and stay relevant to their cus-
tomers. 
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SECTION 3

Companies seeking funding from external investors, such as ven-
ture capitalists, face an uphill, time consuming battle, particularly 
if they are located outside of hotbed of private equity industry, Sili-
con Valley and New York/Boston area. We can reduce the time 
CEO startups spent courting investors by ensuring the company 
is “investor-ready” before they reach out at start setting up meet-
ing with investors. 

Our rule of the thumb is that the shorter the document is, the 
harder is to write it, and more iterations are required to make it 
succinct and attractive to financial investors. 

Executive Summary 
Executive Summary, read in entirety by most investors and strate-
gic partners is the most important paragraph you will write and at 
the same time the most difficult one to write. The challenge is to 

Figure 1.1 Ac-
tionable advis-
ing for startup 
co-founders
Find the ideal in-
vestor for your 
high growth 
startup and de-
velop a compel-
ling pitch that 
will standing up 
from the crowd

Investor-Ready Consulting
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succinctly describe your business model, 
financial potential and ROI opportunities 
for your investors.

Teaser 
Teaser is one or two pages long document 
that includes a brief statement of the com-
pany’s market opportunity; key manage-
ment’s background; the company’s prod-
ucts, services, or solutions; summary finan-
cial information; and a description of the 
use of proceeds of the financing. Teaser 
shouldn't have any confidential information 
as it is used to solicit the interest from po-
tential investors and secure a meeting with 
them. 

Pitchbook – Presentation for Inves-
tors  
Pitch-book is the presentation that has 
about dozen slides and you will take with 
you to present to potential investors. 

Use power point visuals to enhance your 
verbal delivery of the financial opportunity 
that your startup brings to investors. Open-
ing statement focuses on the value propo-
sition, followed by market opportunity, ad-
dressable target market, competitive ad-
vantage (never ignore your competition), 
go-to-market strategy, team, financial pro-
jections, milestones and fundraising 
amount you are seeking today.

Business Plan and Business Model
Business Plan document along with busi-
ness model is the key document that po-
tential investors will use during a due dili-
gence phase as they evaluate financial at-
tractiveness of your company. 
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investors’ pitches, worked 

with number of entrepreneurs 
to improve their pitch and 
secure funding, and we 

maintain confidential 
relationship with regional 

angel investors and venture 
capitalists.   

Warning: investors see 
thousands of teasers and 

business plans, so they are 
very quick to spot inflated and 
unrealistic financial numbers. 
Be as accurate as you can be 

in your financial projections 
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SECTION 4

Startups are creative and innovative; they often disrupt the mar-
ket by commercializing new technology. Unfortunately, most new 
technologies die in the “Valley of Death” and never get commer-
cialized. To cross this gap between prototypes and commercial 
products, we work closely with scientists, researches and engi-
neers to find the best end customer for their platform technology. 
This task is not easy because we need to evaluate market attrac-

tiveness for a number of different segments before we can settle 
on the optimal product-market fit. 

Our clients use our technology-product-market fit report to in-
clude it into the grant proposals (SBIR, STTR) so they can dramati-
cally increase probability of a win. They can also use the report to 
evaluate a business viability of their research before they decide 
to spin a company. 

Figure 1.2 Tech-
nology Readi-
ness Levels
Corresponding 
funding and in-
vestment gaps in 
the innovation 
process based on 
the technology 
readiness level. 

Source: GAO 
adopted from the 
Executive office 
of the President

Technology Commercialization
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Technology -- Product -- Market Fit
We help our clients engaged in R&D capitalize on their innovation 
capabilities by offering interim executive and business develop-
ment support needed to launch new products to the market.

• Identify the most attractive entry and expansion market seg-
ment for the technology  (determine target market size, market 
growth rate, analyze competition and substitute products)

• Conduct the feasibility study necessary to secure financing for 
client’s business (develop a financial model and a business plan 
document)

• Negotiate licensing agreements with University Tech Transfer of-
fice

• Negotiate strategic alliances, joint ventures

• Advise on intellectual property management, patent strategies
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SECTION 5

Dragana Mendel, a management consultant and a founder of AN-
AGARD, LLC, works with startups to develop their technology 
commercialization pathway, and with small business owners to 
develop their growth strategy. First and foremost, she actively lis-
tens her clients in order to understand their company’s mission, 
vision and long-term objectives. With intimate understanding of 
client’s corporate culture, she then recommends the best solution 
to their most pressing pain points. 

Prior to founding ANAGARD, LLC, Dragana has been in charge of 
corporate and business development for a number of emerging 
growth high tech startups (renewable fuels, renewable chemicals, 
LED lighting, small wind turbines, digital signal processing). For 

over 15 years, she honed her new product development skills 
with IBM and Alcatel-Lucent where she was instrumental in suc-
cessfully launching dozen of new software, IT and telecom solu-
tions to the market. 

Education 

• Master in Business Administration (MBA), Poole College of Man-
agement, North Carolina State University

• Master in Computer Science, North Carolina State University

• Bachelor of Science in Computer Science, University of Texas 
at Dallas, graduated Summa Cum Laude

Dragana Mendel, President & Principal Consultant

About
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