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The information contained in this Business Plan is confidential and, as such, is covered by the Non-Disclosure
Agreement related to Telesis North Inc. (“Telesis”) entered into by each receiving party.  Each recipient is,
therefore, required to keep this documentation confidential in accordance with that agreement. 
 
Please note that no warranties are given by Telesis as to the completeness or accuracy of the enclosed
information including, but not limited to, any financial projections, expectations regarding the timely delivery of
new products or the anticipated success of any such products, and Telesis shall accept no financial or other
liability arising from such information. 



Telesis – Confidential Business Plan  2 February 12, 2001 

Table of Contents 
 
1.0 Highlights  
 
2.0 The Business of the Company 
 

2.1 Company History 
 
2.2 Current Products 

2.2.1 OnAir MOBILE 
2.2.2 OnAir SDK 
2.2.3 OnAir INTERSITE 

 
2.3 The Competitive Environment For the Current Products 
 
2.4 Strategy For Promotion of Current Products 
 
2.5 Examples of Current Customer Relationships 
 
2.6 The Next Opportunity – OVERDRIVE 

2.6.1 Description 
2.6.2 The Rapid Adoption Model 
2.6.3 Key Benefits 
2.6.4 Target Markets 
2.6.5 Competitive Assessment 
 

2.7 Management Team 
 

2.8 Strategic Relationships 
2.8.1 Stratos 
2.8.2 Inmarsat 

 
2.9 Revenue Model 

2.9.1 OnAir MOBILE 
2.9.2 OnAir SDK 
2.9.3 OnAir INTERSITE 
2.9.4 OVERDRIVE 
 

3.0 Financial Highlights 
 

3.1 Pro-forma combined balance sheet as at November 30, 2000 – 
Post RTO 

3.2 Share Capital Structure – Post RTO 
 



Telesis – Confidential Business Plan  3 February 12, 2001 

1.0 Highlights 
 
•  A competitive advantage of the Company’s OnAir software products is that 

they improve the speed and reliability of data communications over all 
networks including dial-up, xDSL, T1s, cable modems, GSM/PCS/cellular, 
satellite, and packet radio.  More than just data compression, the products 
make intelligent decisions about what data to send and provide user features 
that help manage costs and improve effectiveness. 

 
•  Telesis’ existing products, OnAir MOBILE™ and OnAir SDK™, have been 

adopted around the world by corporate and government users of Microsoft 
Outlook and Exchange including Singapore Telecom, Fuji Trading, Inmarsat, 
Telenor and agencies of the US & Canadian governments.   

 
•  Telesis is scheduled to launch OnAir INTERSITE™ in March, 2001, to satisfy 

the large demand for updating distributed regional mail servers. 
 
•  The Company’s newest product, OVERDRIVE™, will build on the underlying 

OnAir™ technology to enable the millions of dial-up and wireless Internet 
users to surf the web at speeds up to ten times faster than normal.  
OVERDRIVE is literally expected to change the way the world surfs the Internet 
and will use the same successful distribution model used by Real Networks 
(Real Audio), Adobe (Acrobat Reader), and Macromedia (Shockwave/Flash). 

 
•  Telesis has established strong strategic relationships with companies such as 

Inmarsat and Stratos Global Corporation.  Further alliances are planned to 
significantly expand distribution channels for the Company’s software and to 
increase recurring revenue streams. 

 
•  The Company is projecting a nine-fold increase in revenues during the next 

year with annual revenue growth thereafter averaging 200% per year to 
February, 2004.  The Company’s goal is to achieve annual revenues in excess 
of $40 million by February, 2004. Telesis is also projecting to generate and 
maintain positive cash flows and net income before the end of its second fiscal 
quarter (August 31, 2001). 

 
•  Telesis is in the final stages of a reverse takeover of West Oak Resource 

Corporation (CDNX:WO) after which the Company expects to be listed under 
the symbol “TS” on the CDNX. 

 
   
 
 
 
 
 
. 
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2.0 The Business of the Company 
  
2.1 Company History 
 
Telesis (the “Company”) was founded in 1989 by Elizabeth Forester and John Smith, 
two exceptional software architects from Bell Northern Research (now Nortel). 
 
Until 1997, Telesis created client-agent-server communications systems for network 
operators such as Bell Mobility, AT&T, Sprint, and MCI.  Integrating this knowledge, 
Telesis spent the last four years perfecting its industry leading products OnAir MOBILE, 
OnAir SDK, and OnAir INTERSITE. 
 
The Company’s technology improves the speed and reliability of data communications.  
Unmatched in their scope, the OnAir products work over all networks including dial-up, 
xDSL, T1s, cable modems, GSM/PCS/cellular, satellite, and packet radio.  More than 
just data compression, the products make intelligent decisions about what data to send 
and provide user features that help manage costs and improve effectiveness.   
 
In 2001, Telesis is entering a new phase in its evolution that includes the addition of a 
strong sales and marketing team, complementing the already strong R&D group.  In 
addition to addressing the pent up demand for its current products, Telesis plans to 
launch OVERDRIVE – a revolutionary product that will change the way the world surfs 
the Internet. 
 
To facilitate and manage the growth of the company, Telesis has recruited an expanded 
management team, assembled an impressive board of directors, and recently listed on 
the Canadian Venture Exchange. 
 
2.2 Current Products 

 
The Company's current products provide improved connectivity for users of Microsoft 
Outlook/Exchange, the fastest growing corporate messaging system in the world.  Each 
product is described in the following sections. 
 
2.2.1 OnAir MOBILE 
 
OnAir MOBILE provides Microsoft Outlook users with faster and more reliable access to 
the corporate Exchange Server.  The user might be an executive dialing in from a hotel 
room or a sales person using a cell phone to connect between meetings.  Due to the 
multi-network capability of all OnAir products, the user could also be very remote, such 
as a ship captain on the open ocean using satellite to connect to the head office. 

Corporate Exchange
Server

OnAir MOBILE
(as used over a wireless network)

OnAir MOBILE Server Laptop
CellPhone or

Wireless Modem

OnAir MOBILE Client

Internet, Dial-Up,
or Leased Line
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Throughput improvements vary with the type of message and/or attachments being sent. 
Tests by third parties have shown data being compressed by more than 90%, thereby 
resulting in an effective ten-fold speed increase.  To illustrate this from a practical 
perspective, sending an Excel spreadsheet via a cellphone that would normally take an 
hour to send would only take six minutes using OnAir MOBILE. 
 
OnAir MOBILE has received strong commendations from industry partners and 
customers alike.  The product has also been implemented as a mail hub service by 
service providers including Telenor and Singapore Telecom – testimony to the product’s 
scalability and reliability. 
 
2.2.2 OnAir SDK (Software Development Kit) 
 
Telesis has also developed OnAir SDK, a software development kit which enables third 
party developers to make their products more efficient, particularly over wireless 
networks. 
 
Applications for the SDK could include database synchronization, remote management 
of information in branch offices, or device integration such as the transmission of GPS 
location data.  These applications are suited for many industries including the financial, 
public utility, telematics, transportation, resource, and environment sectors. 
  
 

OnAir SDK - Making A Sales Force
Automation Application Wireless

Web server used to
publish product Info, inventory

lists, order status, & place orders

Exchange Server (Running OnAir MOBILE Server). Used to
access sales data, contacts, task lists, & meeting requests

Internet, Dial-Up,
or Leased Line

Sales person checks
inventory & takes an order

right in the customer's office

A travelling executive on
the road uses her cellphone

to get latest meeting
schedule

A sales person receives an email request from a customer
for a quote.  He is able to get the quote to the customer

immediately and win the business before his competitor even
sees the request.  

 
 
Because the SDK requires the OnAir MOBILE server, the SDK serves to increase OnAir 
MOBILE sales without requiring Telesis to perform application-specific development 
work. 
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2.2.3 OnAir INTERSITE (Launching in March, 2001) 
 
OnAir INTERSITE is a variation of OnAir MOBILE that facilitates the faster, more 
efficient transfer of messages between a company’s regional offices.  Most large 
corporations run regional servers that routinely connect and exchange data.  As the lines 
connecting servers are typically lower speed than the regional LANs, the result is 
frequent traffic congestion and high telecommunications costs. 
 
In industries such as mining, oil & gas, and maritime, it is even common practice to set 
up an Exchange site at very remote locations (i.e. at the mine, oil rig, or onboard a 
vessel).  Because the sites are usually served by low speed and metered 
communications (such as cellular or satellite), the time and cost required to update the 
remote Exchange Server is significant. 
 
OnAir INTERSITE optimizes site to site connectivity for improved speed and reduced 
communications costs over any network type, including terrestrial dial-up, the internet, 
and leased line connections.  This benefits of INTERSITE and its multi-network support 
can be seen from the following illustration: 
 
 
 

Internet

OnAir INTERSITE
For A Multi-Office Corporation

Exchange Server
London

INTERSITE Software

Exchange Server
Los Angeles HQ

INTERSITE Software

Exchange Server
Remote Operation in South America

INTERSITE Software

Exchange Server
Small Branch Office

Iowa

Exchange Server
New YorkINTERSITE Software

Telephone
Network

Cellular Network

INTERSITE Software
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2.3 The Competitive Environment For The Current Products 
 
Having spent 11 years developing data communications systems, Telesis has a created 
a formidable technical barrier to entry.  As the industry pioneer, Telesis has the first 
mover advantage with its current products and faces minimal competition.  While there 
are several products for forwarding email to pagers and other devices, OnAir MOBILE is 
one of the few applications that provides access to the user’s mailbox directly – that is, 
as if you were in the office.  This means that the user doesn’t have to manage additional 
email accounts or have messages forwarded and stored in multiple locations.  It also 
means that the user can enjoy the same features out of the office as used when in the 
office, including meeting requests, contacts, file attachments, and rich text (formatted) 
messages. 
 
Telesis expects to maintain its competitive lead for the following reasons:  
 

•  OnAir MOBILE is the fastest product of its kind available. 
•  OnAir INTERSITE and OnAir SDK are the only products of their kind available. 
•  The OnAir products support the largest number of networks (seventeen and 

growing) and have specific optimization routines for each. 
•  The modular architecture underlying the OnAir products allows them to be 

modified for new networks and applications with relative ease.  This results in 
fast responsiveness to any competition and a faster time to market with new 
products. 

 
From a corporate perspective, Telesis has the benefit of strong strategic relationships, 
an experienced management team, and long-term customer relationships. 
 
2.4 Strategy For Promotion of Current Products 
 
Without increasing the size of the sales staff, Telesis has seen sales of OnAir MOBILE 
increase by almost 300% between FY2000 (ended February 29, 2000) and FY2001.  
Due to the number of sales leads being received, Telesis plans to add to the sales and 
marketing team immediately to further increase sales of OnAir MOBILE, OnAir SDK and 
to launch OnAir INTERSITE. 
 
The Company has established proven methods of bringing its products to market, 
favouring an efficient and leveragable distribution model over direct sales.  In FY2002 
the distribution program will be expanded to include new integrators and the growing 
number of application service providers (ASPs).  As well, the company will increase its 
presence at tradeshows, launch a new website in February, and make direct calls on 
strategic target customers. 
 
2.5 Examples of Current Customer Relationships 
 
Telesis has established, long-term customer relationships in the telecommunications, 
government, and resource sector.  Some of Telesis’ customers include Telenor, 
Singapore Telecom, Inmarsat, Fugro Oil & Gas, Fuji Trading, the Canadian Coast 
Guard, and the US National Institute of Health. 
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The quality of these customers is testimony to high technical standard of the OnAir 
products.  Having extensive contacts in the satellite business, which is by design a 
global business, has also facilitated the efficient development of a worldwide network of 
OnAir distributors. 
 
2.6 The Next Opportunity – OVERDRIVE 
 
2.6.1 Description 
 
Simply put, OVERDRIVE will make the web faster.  It is the Company's most exciting 
and pervasive product to date, combining Telesis' technical expertise with the powerful 
“plug-in” distribution model proven successful by companies such as Real Networks, 
Adobe, and Macromedia. 
 
Increasingly, today’s websites are being designed with high-speed access in mind.  The 
popularity of animation, sound, and video components makes the bandwidth 
requirement higher than ever before.  Accessing these sites via a dial-up connection is 
very frustrating, yet 89% of the over 200 million Internet users worldwide access the Net 
this way.1  For companies, this results in lost business as it has been shown that if users 
have to wait more than eight seconds for a web page to load, they will click away to 
another site.  Conversely, it has been shown that faster viewing of web sites results in 
more page views2. 
 
OVERDRIVE will provide performance improvements over any network connection – 
that is, whatever network the user is using, it will be faster when using OVERDRIVE.  
This ensures a market for the product regardless of which networks gain popularity.  
While dial-up is the most popular access technology today, a recent study by IDC says 
that wireless will be the most popular way to access the web by the end of 20023.  Over 
both wireless and wired networks, OVERDRIVE will be there to make it faster. 
 
OVERDRIVE will combine generic data compression with highly optimized routines 
specific to each component of a website.  That is, when text is downloaded, a text-
optimized routine will be invoked, when an image is being downloaded, an image-
optimized routine will be invoked, and similarly for sound, video, files, etc.  There are 
numerous other techniques used including extensive caching, pre-fetching of information 
from the web, buffer management, and socket management. 
 
With OVERDRIVE, there will be no need to change or make modifications to a website 
for it to be accessible at higher speeds.  In the wireless environment this represents a 
dramatic improvement over approaches such as WAP (the wireless application protocol) 
which necessitates the setup of an additional web server and conversion of the HTML 
code to HDML or WML.  OVERDRIVE takes away this barrier, facilitating the cost-
effective and large scale implementation of wireless web services. 
 

                                                           
1 Sources: SRI ‘Fall 2000 Ownership Report’ and NUA Ltd, October 2000 
2 Neilsen/NetRatings, November 1999 
3 IDC, April 2000. 
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2.6.2 The Rapid Adoption Model 
 
OVERDRIVE consists of a free client plug-in for the browser (Internet Explorer or 
Netscape Navigator) and a licensed server component paid for by the content provider 
(either a corporation with its own web server or an ISP with multiple servers and 
customers). 
 
The following illustrates the ease with which the product is adopted and used:  
 

•  When a user arrives at an OVERDRIVE enabled website the server will 
check to see if the user has the client plug-in. 

•  If not, he/she will be asked “Do you want to put your browser into 
OVERDRIVE?  Click ‘Yes’ to install the free plug-in for faster viewing of this 
and other websites.” 

•  From then on, when a user encounters an OVERDRIVE enabled website, the 
plug-in is automatically invoked. 

•  So that the user appreciates the performance increase, a speedometer icon 
will appear that indicates the % improvement that OVERDRIVE is providing. 

 
This form of distribution will result in rapid and efficient adoption of the software.  This 
has been proven by Real Networks who have over 170 million Real Audio clients 
installed and registers an average of 200,000 new clients a day4.  
 
To ensure a successful launch, an aggressive 12 month campaign will begin three 
months prior to commercial availability.  This will include: 

 
•  Business development initiatives to seed key sites with the server software.  

This will start a self-perpetuating growth cycle of client adoption leading to 
more server adoption which, again, leads to even more client adoption, and 
so on. 

 
•  Extensive marketing of OVERDRIVE on the web, at trade shows, and in 

traditional advertising and editorial media. 
 

•  A direct sales team which will target the top websites and ISPs in the world. 
 
After the 12 month period, as with products distributed in a similar way, it is expected 
that OVERDRIVE will be mostly self-promoting and that sales will be derived through 
evaluation and purchase of the server software from the Telesis website. 
 
2.6.3 Key Benefits 
 
The benefits of OVERDRIVE are significant and easily appreciated: 
 

- For content providers (ISPs hosting web sites and Internet based 
businesses): 

o Lower telecom and hardware costs as more users can be served with 
a given infrastructure.  A commercial web server costs a minimum of 

                                                           
4 Real Networks press release, February 2nd, 2001. 
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$25,000.  By providing a ten times speed increase, OVERDRIVE can 
enable cost reductions of up to 90%. 

o For ISPs, the ability to retain dial-up users which are more profitable 
than high-speed (DSL or cable modem) subscribers. 

o Greater number of page views, user loyalty, & satisfaction.  
Conversely, it has been shown that if users have to wait more than 
seven seconds for a page, they click away to another site. 

 
- For traditional corporations with websites and Intranets: 

o Mobile workers are more efficient.  This results in improved 
productivity and customer satisfaction. 

o Lower telecom & infrastructure costs. 
 

- For end-users – the public at large: 
o Lower communications costs due to less dial-up time (particularly 

outside North America where local calls are not free) and the ability to 
use lower cost connections to the Internet. 

o A more enjoyable experience including the ability to view sites 
previously too bandwidth intensive to enjoy. 

o Easy to install. 
 
2.6.4 Target Markets 
 
Due to the plug-in distribution model and the multi-network support, the product will have 
broad horizontal market appeal.  Dial-up users (currently the largest sector of the 
market) represent the greatest immediate opportunity, with wireless and high-speed 
(cable modem, DSL) users being second and third respectively. 
 
Wireless networks are inherently slow, with most cellular networks offering speeds of 9.6 
kbps or lower.  The evolving third generation (“3G” or “UMTS”) wireless networks are 
promising a significant improvement, however, the speeds will still lag those available 
from terrestrial networks, leaving a performance gap that can be bridged by 
OVERDRIVE. 
 
With regard to DSL and cable modem users, although they provide some of the fastest 
connections available today, they are becoming loaded down with bandwidth intensive 
applications, causing speed impediments which can be addressed by OVERDRIVE. 
 
The server software will be targeted toward any high activity or data intensive content 
provider.  This will include ISPs who host multiple sites as well as dedicated corporate 
and internet business sites.  In the corporate sector, companies with large Intranets will 
be able to benefit from the lower infrastructure costs afforded by OVERDRIVE. 

 
2.6.5 Competitive Assessment 
 
According to Nielsen/Net Ratings, approximately 15% of web surfers encounter a banner 
add for InternetBOOST each week, regularly making it one of the top three banner ads 
in the world.  InternetBOOST is one of approximately 25 such Internet accelerators that 
perform client-only optimizations resulting in a minor speed improvement for dial-up 
users.  The popularity of this software validates the market demand for web acceleration 
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software and, as such, Telesis expects to be the leading product given OVERDRIVE’s 
far superior technology and more effective distribution model. 
 
From the perspective of higher-end, client-server solutions, there are several 
competitors, however, these competitors are focused on the wireless user only. 
OVERDRIVE will support all networks – wireless and wired – and will even optimize 
each type of network independently, thereby ensuring the fastest possible throughput.  
Even though OVERDRIVE supports all networks, it will be targeted toward the largest 
potential market first- the dial-up user.  As the technology demographics shift between 
dial-up, broadband, and wireless, Telesis will be able to participate in every case. 
 
While new entrants may be expected, no other company currently has a product on the 
market that embraces multi-network support, client-server performance levels, and plug-
in distribution. 
 
2.7 Management Team 
 
The Company's management has a perfect combination of sales, technical, and 
corporate experience.  The following are summary profiles of Telesis’ senior 
management and board of directors: 
 
Alfred Mamlet - Chairman of the Board – As a partner in the Washington, DC based 
law firm of Steptoe & Johnson LLP, Mr. Mamlet provides strategic advice and negotiates 
transactional agreements for domestic and international telecommunications companies 
such as Yahoo!, Sony, Motorola, Sprint, Telefónica, Teleglobe, and WorldCom.  
 
Adrian Stimpson - President, Director – Mr. Stimpson has worked since 1990 in the 
software and telecommunication industries with companies such as Stratos, Infowave, 
and Infosat.  He brings with him extensive sales, business development, and technical 
expertise in domestic and international markets. 
 
Frank Iadipaolo - Chief Financial Officer – Mr. Iadipaolo is a Chartered Accountant 
with over twenty years experience in senior financial positions with established 
companies in the financial services, resource, and manufacturing sectors.  Prior to 
joining Telesis, Mr. Iadipaolo was with Microforum Inc. where he completed ten strategic 
acquisitions and played a key role with respect to five external fundings generating 
aggregate gross proceeds in excess of $75 million. 
 
John D. Smith - Vice-President R & D, Director – Mr. Smith co-founded Telesis in 
March 1989 with Liz Forester.  Prior to Telesis, Mr. Smith was Manager of the Intelligent 
Systems Research Group at Bell-Northern Research (now Nortel). 
 
Liz Forester - Vice-President Sales & Marketing, Director – Ms. Forester has over 30 
years experience in the computer industry.  Prior to co-founding Telesis with John Smith, 
Ms. Forester worked as a senior manager with Bell Northern Research (now Nortel) and 
was responsible teams that developed a wide range of telecommunications software. 
 
Derek Woods - Chairman of Advisory Committee – Mr. Woods was most recently 
president and CEO of Stratos Global Corporation.  Prior to that, Mr. Woods was a 
partner at a major Canadian law firm, Stikeman Elliot, practicing in the areas of 
securities and telecommunications law. 
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2.8 Strategic Relationships 
 
Telesis has strong strategic relationships with several high-profile companies.  Two 
worthy of special mention are Stratos Global Corporation and Inmarsat. 
 
2.8.1 Stratos Global Corporation 
 
Stratos Global Corporation (TSE:SGB; www.stratos.ca) is a publicly traded company 
specializing in remote wireless communication solutions.  As a global satellite and 
microwave network operator, Stratos provides customers operating in remote locations 
with a variety of wireless IP and voice solutions through a range of newly emerging and 
established technologies.  Stratos serves an array of diverse markets including 
government, military, resource, recreational maritime, and commercial maritime users 
around the world.  In September 2000, Profit Magazine named Stratos as Canada’s 
fastest growing company. 
 
Stratos is approximately 62% owned by Aliant Inc. (a BCE company) and also holds a 
minority equity position in Telesis.  
 
2.8.2 Inmarsat 
 
Inmarsat (www.inmarsat.org) owns and operates a global satellite network, has operating 
licenses in 177 countries, and is used by a world-wide group of service providers, 
together offering a comprehensive range of mobile communications service in the air, on 
land, and at sea. 
 
Inmarsat has been of considerable assistance in providing access to markets and 
determining customer requirements.  Furthermore, Inmarsat has purchased the OnAir 
SDK and is actively promoting the Company’s products to carriers, regional distributors, 
and customers worldwide. 
 
2.9 Revenue Model 
 
2.9.1 OnAir MOBILE  
 
Telesis charges for OnAir MOBILE in the same manner as Microsoft Exchange.  That is, 
there is a one time server cost (determined by the number of network connections 
required such as cellular, wireline, packet data) plus a per user license fee based on the 
number of activated mailboxes. 
 
Most sales are through distributors, however, the occasional direct sale is made where a 
distributor is not suitable or available in a region.  Direct sales are made at 
approximately a 66% premium over distributor pricing in order to further avoid channel 
conflict. 
 
Typical installations of OnAir MOBILE work out to an average distributor cost of US$120-
$140 per user, or US$$200-$233 at retail.  For example, a 100 user system with GSM 
and wireline network options would cost US$12,250 (distributor) for a suggested retail 
price of US$20,200.  
 

http://www.stratos.ca/
http://www.inmarsat.org/
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There is an optional annual maintenance fee equal to 15 percent of the original purchase 
which allows users to receive maintenance releases and customer support at no charge. 
 
2.9.2 OnAir SDK 
 
There is a minimal for the SDK to cover the cost of supporting the customer and to 
ensure that only serious prospects evaluate it.  The effect of the SDK is seen in 
additional sales of OnAir MOBILE, which is required to make any third party 
development operational. 
 
2.9.3 OnAir INTERSITE 
 
INTERSITE is priced in a similar manner to OnAir MOBILE. 
 
2.9.4 OVERDRIVE 
 
OVERDRIVE will be licensed in one of two ways, depending on the customer type.  One 
for single purpose servers (as would be the case for Internet based business and large 
corporations) and one for ISPs who host multiple sites per server. 
 
For single purpose servers, there will be a one time fee “per server” plus an optional 
annual support and upgrade fee that provides for a managed level of technical support 
and unlimited free upgrades to new versions.  This approach allows the product to be 
adopted by small operations (i.e. one or two servers) yet provides the appropriate scale 
of revenue when deployed in large organizations that have many tens of servers.  The 
recurring component also allows Telesis to build a predictable and lucrative monthly 
revenue stream. 
 
For ISPs, there will be small one time charge per server plus a monthly amount for each 
company that is hosted on the server.  This builds a strong recurring component and 
allows easy adoption by the ISP due to the matching of revenues and costs. 
 
3.0 Financial Highlights 
 
3.1  Pro-Forma Combined Balance Sheet 
 
Telesis is in the process of completing a reverse-takeover of West Oak Resource 
Corporation (CDNX:WO).  This is expected to be completed by the end of February, 
2001.  The combined pro-forma balance sheet as at November 30, 2000 is as shown on 
the following page. 
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Telesis North Inc & West Oak Resource Corporation
Pro-forma combined balance sheet 
as at November 30, 2000
(Unaudited)

November 30, 2000

Assets

Current assets:
Cash 1,410,140$              
Accounts receivable 56,586                    
Investment tax credits 167,331                  
Prepaid expenses and other 5,932                      

1,639,989               

Capital assets 31,369                    

1,671,358$              

Liabilities and Shareholders' Equity

Current liabilities:
Accounts payable and accrued liabilities 611,013                  
Current portion of bank loan 28,000                    
Deferred revenue 15,790                    

654,803                  

Long-term portion of bank loan 147,118                  

Shareholders' equity:
Share capital

Authorized:
Unlimited common shares

Issued and outstanding:
28,970,885 common shares 9,511,076               

Deficit (8,641,639)              
869,437                  

1,671,358$               
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3.2 Share Capital Structure – Post RTO 
 

Shares
Issued & Outstanding
     -  Basic 28,970,885       
     -  Fully Diluted 31,599,864       

Freely Trading Shares 12,071,006       

Held by Management & Insiders, Fully Diluted 19,157,583       

Telesis North - Post RTO Share Structure

 
 
For more information regarding the financial highlights, please contact: 
 

Mr. Frank Iadipaolo, Chief Financial Officer 
Telesis 
35 The Links Rd. Suite 210 
Toronto, Ontario  M2P 1T7 
+(1) 416.228.2371 / fi@telesis.ca 
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