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In this report entrepreneurs can find meaningful insights 
from professionals with fundraising experience. This report 
is aimed at educating founders and future founders to 
better prepare them for the fundraising process. For more 
data on the investor or companies listed please visit 
vcexperts.com. 
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Ryan Wooley 

Pay-to-Play: 
A "Pay-to-Play" provision is a 
requirement for an existing 
investor to participate in a 
subsequent investment 
round, especially a Down 
Round. Where Pay-to-Play 
provisions exist, an investor's 

failure to purchase its pro-rata 
portion of a subsequent 
investment round will result in 
conversion of that investor's 
Preferred Stock into Common 
Stock or another less valuable 
series of Preferred Stock. 

 

More on Page 2: 
• How involved do you prefer 

your investors to be? 
• What are some pain points 

in the fundraising process? 
• Do you have any words of 

wisdom? 

VCE: What does your 
fundraising process look like? 

VCE: What characteristics are you most 
looking for in potential investors? 

RYAN: Design a business plan that is aligned 
with our core business objectives and 
strategic business goals, but "friendly" to an 
investor that does not have specific 
industry knowledge. 
 
Design a "pitch deck" that is a summation 
of the business plan, graphically engaging 
and builds a case as to "why" an investor 
should invest in our team to execute / go to 
market with our product / service and 
believe in our vision for success. 
 
Initially leverage key relationships that 
either have the financial qualifications to 
invest and/or can make introductions to 
those that are close to them who have the 
qualifications to invest.  Typically look to 
those whom I have established and/or 
growing relationships with who have seen 
me demonstrate my ability to actually 
execute.  Identify prospective investors who 
are looking for venture capital rates of 
return, who typically take more riskier deals 
and who have an appetite for the "hunt".  
The hunt as defined as those interested and 
willing to pursue a bold, wealth creating 
opportunity through consolidating 
strategies that provide us with a unique, 
market leading position within our 
respective space. 

 

RYAN: 
• Willingness to take higher risks 
• Ability to "pay-to-play" - stay on and make additional  

investments as may be needed. 
• Understands importance and value in building 

distribution channels 
• Add value to the deal through relationships, industry 

knowledge and access to more capital 
• Comfortable with technology investments 
• Preferably familiar with SaaS companies 

No stranger to the start-up 
scene, Ryan is now CEO of his 
third company. Prior to 
InstyBook and BlueArx, Ryan 
was CEO of En-Pro 
Management, Inc.  

https://vcexperts.com/
https://vcexperts.com/
https://vcexperts.com/
https://vcexperts.com/encyclopedia/glossary/pay-to-play
https://vcexperts.com/encyclopedia/glossary/pay-to-play
https://vcexperts.com/encyclopedia/glossary/pay-to-play
https://vcexperts.com/encyclopedia/glossary/pay-to-play
https://vcexperts.com/encyclopedia/glossary/pay-to-play
https://vcexperts.com/vat/bluearx-llc
http://aisle411.com/contacts/https:/vcexperts.com/encyclopedia/glossary/pay-to-play
http://aisle411.com/contacts/https:/vcexperts.com/encyclopedia/glossary/pay-to-play
http://aisle411.com/contacts/https:/vcexperts.com/encyclopedia/glossary/pay-to-play
http://aisle411.com/contacts/https:/vcexperts.com/encyclopedia/glossary/pay-to-play
http://aisle411.com/contacts/https:/vcexperts.com/encyclopedia/glossary/pay-to-play


2 

View Full Profile 

VCE: How involved do you prefer your 
investors to be? 

VCE: What are some pain points in the 
fundraising process? 

VCE: Do you have any words of wisdom? 

RYAN: Pitch, pitch, pitch and pitch some more.  Kill the 
notion that you need a NDA signed before pitching to 
prospective investors.  If your product or service can be 
easily reproduced by a prospective investor then your 
product or service isn't as hot as you think it is.  No better 
way to learn than throw your ideas and business plan out 
there in front of other people who have built their own 
companies and/or invested in other start-ups.  Pitch to 
anyone and everyone who will listen!!! 

RYAN: Effectively communicating the "competitive 
landscape".  It is sometimes difficult when investors 
perform their own competitive analysis with a limited 
knowledge of our execution and strategic plans.  How you 
execute on a given plan at a given time could easily 
determine how effective you will be penetrating and 
acquiring substantial market share.  This can create 
unnecessary hurdles and distracts from other key 
elements of a deal. 
 

RYAN: I prefer investors to be "hands free", but plugged into 
the overall operations through internal communications and 
willing to make recommendations based on knowledge 
provided.   
 
Also, confident in our teams ability to execute and leverage 
appropriate recommendations made by advisory 
committees and board members.  We typically make 
decisions, strategic plans, marketing campaigns based on 
real-time, measurable data.  As a transparent operation, this 
information is provided to our investors, board members 
and advisors - this will enable them to analyze, inquire and 
make recommendations that we then can evaluate and 
formalize into actionable items as necessary.  Any more 
direct involvement and I feel it would disrupt the continuity 
between established organizational structures and devalue 
our leadership. 
 

BlueArx is a leader in 
technological innovation and 
Strategy Management Consulting. 
They specialize in helping 
companies to exhibit innovation 
in a dominant paradigm, establish 
a strong intellectual property 
position in critical technologies, 
and execute high-performance 
business models. Their strengths 
include the unique ability to see 
the end from the beginning and 
leveraging this insight to define 
the market rhythm of a product 
or service. BlueArx believes in 
architecting strategies that 
leverage the baseline of an 
organization's market rhythm to 
employ the framework of 
Dynamic Capabilities. 

 

Key People: 
Ryan Wooley: CEO, President, Co-
Founder 
Philip Massey: CFO, Co-Founder 
Troy Sibley: VP Business 
Development 
Jason Aunkst: UX Manager, 
Software Engineer 
Dalton Dean: Director of 
Marketing 

 
BlueArx LLC 
Address: 401 Market Street, Suite 
1009, Shreveport, LA 71101 
Twitter: @BlueArx 

For More Information please visit 
www.vcexperts.com or email us at 
press@vcexperts.com 
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