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EXECUTIVE SUMMARY 

ABOUT	  OC	  DATA	  
OC	  Data,	  Inc.	  was	  formed	  in	  2000	  in	  Lake	  Buena	  Vista,	  
FL.	  	  As	  a	  family	  business,	  the	  company’s	  reputation	  was	  
built	   on	   honesty	   and	   integrity.	   	   OC	   Data	   early	   days	  
began	  with	  a	  simple	  IT	  consulting	  company,	  but	  as	  the	  
company’s	  assets	  and	  capital	  grew	  so	  did	   its	   inventory	  
and	   staff.	   	   Now,	   as	   a	   diverse	   data	   storage	   solutions	  
company,	   OC	   Data	   works	   with	   all	   kinds	   of	   business,	  
from	  mom	  and	  pop	  shops	  	  to	  fortune	  500	  companies.	  	  	  
	  
MARKET	  SUMMARY	  
The	  data	  storage	  industry	  is	  not	  one	  that	  is	  poised	  to	  go	  
away	   anytime	   soon.	   According	   to	   Scott	   Ross,	   Senior	  
Research	  Analyst	  and	  data	  storage	  expert,	  “Preventing	  
and	   recovering	   from	   computer-‐generated	   business	  
interruptions	  continues	  to	  be	  a	  focus	  in	  the	  IT	  industry.	  
Leading	   organizations	   report	   less	   than	   1	   business	  
interruption	   over	   the	   last	   12	   months	   and	   require	   less	  
than	   one	   hour	   of	   time	   to	   recover	   90%	   of	   their	  
operational	   functionality.	  This	   superior	   performance	   is	  
accomplished	   through	   several	   technologies,	   but	   the	  
key	   reason	   for	   quick	   recovery	   is	   that	   critical	   data	   and	  
systems	  are	  remotely	  located.”	  	  	  
	  
Data	  storage	  is	  currently	  growing	  at	  a	  rate	  of	  20%	  year	  
over	   year,	   which	   is	   unprecedented	   in	   this	   economy.	  	  
This	  shows	  that	  there	  is	  a	  need	  for	  exponential	  growth	  
of	  existing	  companies	  such	  as	  OC	  Data.	  
	  

FINANCIAL	  HIGHLIGHTS	  
	  

•  Over	  $2	  million	  in	  sales	  in	  2013!	  
	  

•  Net	  profit	  has	  a	  steady	  increase	  of	  over	  20%	  a	  year!	  

•  Positive	  cash	  flow	  all	  three	  years	  of	  the	  plan!	  
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EXECUTIVE SUMMARY 

THE	  INVESTMENT	  
OC	  Data	  is	  looking	  to	  have	  large	  growth	  over	  the	  next	  few	  years	  and	  increase	  
market	  share	  in	  the	  Orange	  County,	  Florida	  area.	   	  The	  company	  is	  looking	  for	  
an	  equity	  investor	  or	  investors	  to	  help	  raise	  $2MM	  in	  lots	  of	  $1MM	  to	  support	  
this	   growth.	   	   Ideally,	   OC	   Data	   would	   like	   to	   find	   an	   investor	   or	   investors	  
compatible	  with	  the	  company's	  growth	  plan,	  vision	  and	  management	  style.	  	  	  
	  	  
For	   every	   $1,000,000	   raised,	   the	   investing	  party	  will	   receive	   roughly	   10%	  of	  
the	   company.	   	  The	   preferred	   shares	   will	   include	   anti-‐dilution	   provisions	   as	  
negotiated.	   	  The	   proceeds	   from	   the	   raise	   will	   be	   committed	   to	   the	   overall	  
growth	   of	   the	   company.	   	   The	   majority	   of	   the	   money	   will	   go	   to	   lifting	  
production	  limits	  and	  marketing	  the	  products.	  	  	  
	  

OBJECTIVES	  
	  
•  To	  establish	  the	  company	  as	  the	  

premier	  data	  storage	  company	  in	  
Florida.	  

	  	  
•  To	  increase	  sales	  in	  2012,	  2013	  

and	  2014	  by	  at	  least	  6%.	  
	  	  
•  To	  maintain	  tight	  control	  of	  cost,	  

quality	  and	  operation	  during	  
expansion.	  

	  
•  Increase	  market	  share	  to	  50%	  in	  

the	  Orange	  County	  area.	  
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ABOUT THE COMPANY 

COMPANY	  HISTORY	  
OC	   Data,	   Inc.	   was	   formed	   in	   1997	   in	   Santa	   Ana,	   FL.	  	  
From	   the	   beginning,	   the	   company’s	   reputation	   was	  
built	   on	   honesty	   and	   integrity.	   	  OC	  Data’s	   early	   days	  
began	  with	  brokering	  tape	  drive	  and	  tape	  drive	  repairs.	  	  
As	   the	   company’s	   assets	   and	   capital	   grew	   so	   did	   its	  
inventory	   and	   staff.	   	   Now,	   as	   a	   diverse	   data	   storage	  
solutions	  company,	  OC	  Data’s	  number	  one	  asset	   is	   its	  
associates	  and	  customer	  base.	  	  OC	  Data	  strives	  to	  keep	  
lasting	   relationships	  with	   both	   clients	   and	   employees	  
and	  takes	  pride	  in	  its	  minimal	  turnover	  in	  both.	  
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OC	  DATA	  
is	  a	  corporation	  that	  
provides	  products	  and	  

services	  for	  all	  data	  storage	  
needs.	  	  	  

	  



ABOUT THE COMPANY 

COMPANY	  MISSION	  	  
OC	   Data’s	   mission	   is	   to	   provide	   quality	   data	   storage	   solutions	   with	  
excellent	  customer	  service.	   	  Our	  goal	   is	   to	  provide	  our	  customers	  with	  
hard	  to	  find	  and	  obsolete	  drives	  no	  longer	  available	  from	  distribution	  or	  
supported	  by	  the	  manufacture.	  	  	  
	  

KEYS	  TO	  SUCCESS	  

•  A	  growing	  industry	  in	  which	  there	  is	  room	  for	  fast	  yet	  
controlled	  growth.	  

	  
•  OC	  Data	  is	  respected	  and	  loved	  within	  the	  local	  

community	  and	  participates	  in	  many	  charity	  events.	  
	  	  
•  The	  company	  only	  utilizes	  state-‐of-‐the-‐art	  technology,	  

unprecedented	  security	  and	  quick-‐response	  service.	  
	  
•  With	  a	  consistent	  company	  focus	  on	  quality,	  innovation	  

and	  integrity	  the	  company	  has	  consistently	  seen	  year	  
over	  year,	  double-‐digit	  growth.	  

	  
•  The	  company	  has	  created	  a	  strong	  marketing	  plan	  and	  

will	  increase	  PR,	  Marketing	  and	  Advertising	  
expenditures	  to	  15%	  to	  20%	  of	  gross	  profits.	  	  This	  will	  
plan	  will	  attract	  new,	  long	  term	  customer	  relationships	  
and	  therefore	  increase	  profits.	  	  

	  
	  
	  
	  
	  
	  

MANAGEMENT	  SUMMARY	  
	  
Gregory	  Smith,	  Owner	  
A	   recognized	   technology	   leader	   known	   for	   crafting	   the	   requisite	  
strategic	  vision	  to	  achieve	  business	  success,	  Gregory	  Smith	   	  offers	  a	  
unique	   blend	   of	   executive	   acumen,	   global	   team	   building	   and	   IT	  
experience.	  	  
	  
Since	   graduating	   from	  Stanford	   in	   1999,	  Mr.	  Smith	   has	   been	   an	   IT	  
and	   business	   genius.	   	   He	   has	   started	   several	   companies,	   many	   of	  
which	   have	   been	   acquired.	   	   Greg	   started	   OC	   Data	   as	   a	   passion	  
project	   in	   2000	   but	   it	   has	   since	   grown	   into	   a	   multinational	  
corporation.	  
	  
Mr.	  Smith	  truly	  has	  the	  magic	  touch	  with	  everything	  he	  does.	  	  He	  is	  a	  
skilled	   chess	   player,	   semi-‐professional	   soccer	   player	   and	   enjoys	  
riding	  and	  taking	  care	  of	  his	  four	  horses.	   	  Greg	  has	  three	  kids	  and	  a	  
lovely	  wife	  and	  lives	  outside	  of	  Lake	  Buena	  Vista.	  
	  
Gregory	  is	  now	  hoping	  to	  make	  OC	  Data	  the	  premiere	  data	  storage	  
solutions	  company	  in	  Florida	  and	  beyond!	  
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ABOUT THE PRODUCTS PRODUCT	  SUMMARY	  
OC	   Data’	   core	   business	   is	   tape	   and	   optical	   drives.	   	  These	   drives	   are	   used	   in	  
conjunction	   with	   backup	   software	   and	   data	   tapes	   to	   store	   large	   amounts	   of	  
data	   in	  a	  short	  matter	  of	  time.	   	  OC	  Data	  buys,	  sales,	  and	  services	  a	  full	   line	  of	  
backup	   technology	   among	   all	   the	   various	   manufactures.	   	   These	   types	   of	  
technology	  are	  4mm,	  8mm,	  DLT,	  QIC,	  SDLT,	  AIT,	  and	  LTO.	  	  Brands	  the	  company	  
trades	   in	   are,	   but	   not	   limited	   to	   HP,	   IBM,	   Sony,	   Dell,	   Adic,	   Quantum,	   Sun,	  
Storagetek,	  Tandberg,	  Dec,	  and	  Exabyte.	  	  
	  	  
Tape	  Drives	  And	  Optical	  Drives	  
Tape	   drives	   and	   optical	   drives	   are	   the	   core	   product	   lines	   that	  OC	   Data	   buys,	  
sales,	  and	  service.	  	  The	  drives	  combine	  with	  data	  tapes	  and	  backup	  software	  are	  
used	  to	  store	  large	  amounts	  of	  data	  in	  a	  short	  period	  of	  time.	  	  
	  	  
Features	  and	  Benefits	  
Tape	   and	   optical	   drives	   are	   used	   in	   conjunction	   with	   data	   tapes	   and	   backup	  
software	  to	  backup	  large	  amounts	  of	  data	  in	  a	  short	  amount	  of	  time.	   	  The	  data	  
tapes	   are	   then	   normally	   stored	   in	   a	   fireproof	   room	   or	   off-‐site	   at	   a	   secured	  
location.	   	  Tape	  drives	  are	  among	  the	  preferred	  method	  of	  backup	  and	  storing	  
data	   because;	   per	   GB	   it	   is	   the	   most	   cost	   effective	   and	   most	   reliable.	   	   The	  
benefits	  for	  backing	  data	  can	  be	  the	  difference	  between	  staying	  in	  business	  and	  
going	   out	   of	   business	   when	   disaster	   strikes	   your	   server.	   	   Some	   of	   the	   most	  
common	   disasters	   are	   hard	   drives	   failing,	   employees	   deleting	   data,	   flooding,	  
fire,	  theft,	  virus,	  computer	  hacking,	  etc.	  
	  	  
Pricing	  
OC	  Data	  strives	  to	  be	  the	  lowest-‐priced	  competitor.	   	  The	  company	  has	  several	  
pricing	  structures,	  for	  industry	  resellers,	  for	  end-‐users	  and	  for	  those	  clients	  who	  
need	   services	   performed	   in	   addition	   to	   data	   storage	   systems..	   	   Pricing	   for	  
dealers	   are	   negotiated	   on	   each	   transaction..	   	   OC	   Data’	   pricing	   strategy	   is	  
aggressive.	  	  The	  company’s	  goal	  is	  to	  have	  the	  best	  price	  online	  while	  providing	  
quality	  products	  and	  five	  star	  customer	  services.	  	  OC	  Data’s	  goal	  is	  always	  100%	  
customer	  satisfaction.	  
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ABOUT THE PRODUCTS 

PRODUCT	  DEMAND	  
There	   is	  a	  huge	  need	  for	  OC	  Data’s	  products	  and	  services,	  
especially	   in	   the	   business-‐dense	   Orange	   County	   area.	  	  
Recent	  U.S.	  government	  regulations	  require	  all	  businesses	  
to	  maintain	   and	  back	  up	  a	   variety	  of	  data	   they	  may	  have	  
otherwise	   deleted.	   	   For	   these	   legal	   reasons,	   many	  
companies	  must	  back	  up	  at	   least	  five	  years	  of	  email	  data.	  	  
In	   addition,	   each	   new	   version	   of	   software	   requires	   more	  
and	   more	   hard	   drive	   real	   estate.	   	   This	   all	   adds	   up	   to	   a	  
growing	  need	  for	  sophisticated	  storage	  solutions.	  	  
	  	  
In	   addition,	   OC	   Data’s	   target	   market	   of	   computer	  
maintenance	  companies	  who	  hold	   contracts	  with	  Fortune	  
500	  companies	  is	  also	  growing.	   	  The	  secondary	  market	  for	  
computer	   hardware	   is	   a	   multibillion-‐dollar	   industry.	   	  The	  
industry	   is	   rapidly	   growing	   as	   the	   rate	   of	   computer	  
hardware	  becomes	  obsolete	  within	  1-‐2	  years	  from	  the	  date	  
it’s	  introduced	  in	  the	  market	  place.	  	  Consumers	  need	  larger	  
capacity	   drives	   as	   their	   data	   storage	   needs	   continue	   to	  
grow.	   	   OC	   Data	   is	   in	   position	   to	   capitalize	   on	   these	  
opportunities	   because	   the	   company	   understands	   the	  
business.	  	  	  
	  
OC	  Data	  has	   been	  operating	   in	   the	   same	   line	   of	   business	  
for	  the	  last	  10	  years	  and	  knows	  that	  it	  can	  continue	  its	  past	  
success.	   	  The	   company	   has	   a	   knowledgeable	   sales	   force,	  
well-‐trained	   experienced	   technicians,	   and	   hardware/
software	   to	   refurbish	   any	   tape	   or	   optical	   drive	   in	   the	  
market	  place.	  
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•  New	  government	  regulations	  are	  propelling	  
the	  industry!	  

	  
•  Fortune	  500	  companies	  keep	  growing!	  

Every	  Company	  Must	  Store	  Their	  Data!	  
	  



ABOUT THE MARKET 
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MARKET	  ANALYSIS	  
OC	  Data’	  target	  market	  can	  be	  broken	  down	  into	  three	  categories:	  companies	   located	  in	  
Orange	  County,	  FL,	  secondary	  sales	  companies	  who	  have	   IT	  contracts	  with	  fortune	  5000	  
companies,	  and	  direct	  sales	  via	  the	  company’s	  website.	  
	  	  
Business	  in	  Orange	  County:	  	  Companies	  located	  in	  the	  Orange	  County	  area	  can	  be	  divided	  
up	  in	  the	  following	  groups:	  
	  	  
Small	   Companies:	   60%	   of	   the	   companies	   located	   in	   the	  Orange	   County	   area	   are	   small	  
companies.	  	  These	  companies	  have	  50	  to	  150	  employee	  and	  annual	  sales	  at	  around	  $5-‐$15	  
million.	  They	  represent	  a	  significant	  market	  since	  space	  and	  resources	  are	  critical	  to	  their	  
growth	   and	   survival.	   	   Outsourcing	   record	   management	   is	   an	   excellent	   solution	   for	   a	  
growing	  company	  that	  wants	  to	  control	  record	  compliance	  cost	  and	  needs	  more	  space.	  
	  	  

Medium-‐sized	   Companies:	   25%	   of	   the	   companies	   located	   in	   the	   Orange	   County	   area	   are	   medium-‐sized	   companies.	   These	  
companies	  have	  over	  300+	  employees	  and	  their	  annual	  sales	  are	  between	  $20-‐50	  million.	  	  Record	  management	  is	  a	  large	  part	  of	  
their	  operating	  budget	  and	  is	  usually	  poorly	  organized	  and	  inefficient.	  	  
	  	  
Large	  Companies:	  15%	  of	  the	  companies	  located	  in	  the	  Orange	  County	  area	  are	  companies	  with	  over	  1,000+	  employees.	   	  These	  
companies	   annual	   sales	   are	   $100-‐$300	  million.	   	   Record	  management	   is	   now	  at	   the	   core	   of	   the	   strategic	   performance	  of	   the	  
company.	  	  	  
	  	  
Secondary	  Sales	  Market:	   	  The	   secondary	   sales	  market	   is	   based	  on	   IT	   companies	  who	  have	   large	   contracts	  with	   companies.	  	  
These	   IT	   companies	   do	   not	   need	   to	   be	   in	   the	   immediate	   vicinity	   to	   order	   from	  OC	  Data.	   	  OC	  Data	   offers	   these	   companies	  
competitive	  pricing	  per	  sale	  and	  is	  looking	  to	  grow	  within	  this	  sector.	  
	  	  
Direct	  Sales:	   	  Direct	  Sales	  have	  the	  highest	  margin,	  as	  the	  consumer	   is	  paying	  a	  higher	  price	  than	  a	  company	  buying	   in	  bulk.	  	  
These	  sales	  are	  made	  directly	  on	   the	  company	  website	   through	  aggressive	   inbound	  marketing	   techniques.	   	  These	  customers	  
visit	  the	  website	  poised	  to	  buy,	  and	  OC	  Data	  enticing	  them	  with	  on-‐demand	  customer	  service	  and	  low,	  competitive	  prices.	  

	  
	  



ABOUT THE MARKET MARKET	  ANALYSIS	  
OC	  Data’	  target	  market	  can	  be	  broken	  down	  into	  three	  categories:	  companies	  located	  in	  
Orange	  County,	   FL,	   secondary	   sales	   companies,	   and	   direct	   sales.	  Companies	   located	   in	  
the	  Orange	  County	  area	  can	  be	  divided	  up	  in	  the	  following	  groups:	  
	  	  
Small	   Companies:	   60%	   of	   the	   companies	   located	   in	   the	  Orange	  County	   area	   are	   small	  
companies.	  	  These	  companies	  have	  50	  to	  150	  employee	  and	  annual	  sales	  at	  around	  $5-‐$15	  
million.	  They	  represent	  a	  significant	  market	  since	  space	  and	  resources	  are	  critical	  to	  their	  
growth	   and	   survival.	   	   Outsourcing	   record	   management	   is	   an	   excellent	   solution	   for	   a	  
growing	  company	  that	  wants	  to	  control	  record	  compliance	  cost	  and	  needs	  more	  space.	  
	  	  
Medium-‐sized	  Companies:	   25%	  of	   the	   companies	   located	   in	   the	  Orange	  County	   area	   are	  
medium-‐sized	  companies.	  These	  companies	  have	  over	  300+	  employees	  and	  their	  annual	  
sales	  are	  between	  $20-‐50	  million.	   	  Record	  management	  is	  a	  large	  part	  of	  their	  operating	  
budget	  and	  is	  usually	  poorly	  organized	  and	  inefficient.	   	  Outsourcing	  record	  management	  
can	  cap	  cost	  and	  improve	  retrieval	  time	  of	  critical	  documents.	  
	  	  
Large	   Companies:	   15%	   of	   the	   companies	   located	   in	   the	   Orange	   County	   area	   are	   large	  
companies	  with	   over	   1,000+	   employees.	   	  These	   companies	   annual	   sales	   are	   $100-‐$300	  
million.	   	   Record	   management	   is	   now	   at	   the	   core	   of	   the	   strategic	   performance	   of	   the	  
company.	   	  Archiving	   some	  percentage	  of	   cumulative	   records	   is	   an	   excellent	   strategy	   in	  
protecting	  records	  and	  improving	  retrieval	  time.	  
	  
Secondary	  Sales	  Market	  
The	   secondary	   sales	   market	   is	   based	   on	   IT	   companies	   who	   have	   large	   contracts	   with	  
companies.	  	  These	  IT	  companies	  do	  not	  need	  to	  be	  in	  the	  immediate	  vicinity	  to	  order	  from	  
OC	  Data.	   	  OC	  Data	  offers	  these	  companies	  competitive	  pricing	  per	  sale	  and	  is	  looking	  to	  
grow	  within	  this	  sector.	  

Direct	  Sales	  
Direct	  Sales	  have	  the	  highest	  margin,	  as	  the	  consumer	  
is	  paying	  a	  higher	  price	  than	  a	  company	  buying	  in	  bulk.	  	  
These	  sales	  are	  made	  directly	  on	  the	  company	  website	  
through	   aggressive	   inbound	   marketing	   techniques.	  	  
These	   customers	   visit	   the	  website	   poised	   to	   buy,	   and	  
OC	   Data	   enticing	   them	   with	   on-‐demand	   customer	  
service	  and	  low,	  competitive	  prices.	  
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ABOUT THE MARKET 

CUSTOMER	  SUMMARY	  
OC	  Data	  know	  the	  importance	  of	  understanding	  its	  customers.	  These	  clients	  include	  
OEM	  Manufactures,	  computer	  maintenance	  companies,	  computer	  dealers	  and	  end-‐
users.	  The	  company’s	  clients	  are	  located	  locally	  and	  across	  the	  globe.	  	  
	  
OEM’s	   purchase	   tape	   drives	   from	  OC	  Data	   to	   support	   their	   customers	   who	   need	  
models	   that	   the	   OEM	   has	   discontinued,	   has	   short	   supply,	   or	   is	   having	   difficulty	  
allocating	  the	  parts	  to	  manufacture	  the	  drive.	  	  OEM’s	  typically	  sale	  their	  tape	  drives	  
with	  a	  3-‐year	  advance	  exchange	  warranty.	  	  If	  a	  customer	  calls	  with	  a	  tape	  drive	  issue	  
and	  the	  OEM	  no	  longer	  has	  stock	  on	  that	  model,	  the	  OEM	  will	  look	  to	  purchase	  the	  
drive	  in	  the	  secondary	  market	  to	  honor	  their	  warranty.	  	  	  
	  	  
Computer	   maintenance	   companies	   are	   obligated	   by	   contract	   to	   restore	   the	  
customer’s	  backup	  unit	  within	  24	  hours	  when	  an	  issue	  arises.	   	  When	  their	  customer	  
drives	   malfunction,	   the	   computer	   maintenance	   needs	   to	   order	   a	   tape	   drive	   the	  
same	   day	   and	   have	   it	   to	   the	   customer	   site	   by	   the	   next	   morning	   to	   meet	   with	  
technician	   so	   that	   the	   replacement	   unit	   can	   be	   installed	   and	   the	   customer	   can	  
backup	  any	  critical	  data	   that	  has	  not	  been	  saved.	   	  The	  primary	   reasons	  computer	  
companies	  do	  not	  purchase	  drives	   from	  distributors,	   is	   that	   the	  drive	   is	  no	   longer	  
available	   through	   distribution.	  OC	   Data	   is	   able	   to	   provide	   these	   drives	   at	   a	   cost	  
effective	   price,	  while	   also	   alleviating	   the	   hassle	   of	   having	   to	   install	   a	   new	  model,	  
which	  would	  require	  reconfiguring	  the	  complete	  server.	  This	  requires	  many	  hours	  of	  
labor	  while	  also	  risking	  incompatibility	  issues.	  	  
	  	  
Computer	  Dealers	  purchase	  drives	  from	  OC	  Data	  because	  of	  price,	  availability,	  and	  
quality.	   	  The	  company’s	  inventory	  of	  tape	  and	  optical	  drives	  is	  among	  the	  largest	  in	  
the	  world.	   	  The	  warehouse	  is	  stacked	  wall	  to	  wall	  with	  new	  and	  used,	  discontinued	  
and	   current	   tape	   drives.	   Every	   drive	   the	   company	   ships	   includes	   a	   test	   report	  
showing	   that	   the	  drives	   has	  been	   tested	  with	   the	  OEM	   software	   and	  meets	  OEM	  
specifications.	  	  
	  	  
End-‐users	   are	   typically	   IT	  Managers	  who	   need	   to	   restore	   their	   company’s	   backup	  
servers.	   	   In-‐house	   IT	  Managers	   normally	   support	   50	   to	   500	  PC’s	   all	   backing	  up	   to	  
multiple	  servers.	  	  These	  servers	  need	  to	  be	  backed	  up	  daily,	  and	  it	  is	  the	  IT	  Managers	  
job	  is	  to	  ensure	  these	  backups	  are	  being	  performed	  successfully.	   	  They	  accomplish	  
this	  by	  have	  multiple	  servers	  backing	  up	  to	  multiple	  hard	  drives	  and	  tape	  drives.	  

CUSTOMER	  NEEDS	  
	  
OC	  Data	   reviewed	   a	   recent	   nationwide	   survey	   of	  
its	   customers	   in	   the	  United	  States	   to	   learn	  more	  
about	   how	   consumers	   use	   tape	   libraries.	   The	  
results	   of	   the	   survey	   indicate	   that	   tape	   storage	  
remains	   a	   vital	   and	   irreplaceable	   component	   of	  
the	  datacenter:	  	  
	  
•  Half	  of	  respondents	  said	  that	  their	  business	  could	  

not	  manage	  without	  tape	  storage.	  
	  
•  56%	  of	  respondents	  said	  they	  keep	  data	  on	  disk	  

for	  a	  month	  or	  less	  before	  moving	  it	  to	  tape.	  
	  
•  74%	  of	  respondents	  are	  using	  tape	  storage	  for	  

onsite	  backups	  and	  63%	  are	  using	  tape	  storage	  
for	  offsite	  backups	  and	  disaster	  recovery.	  

	  
•  80%	  of	  respondents	  do	  not	  believe	  that	  archiving	  

to	  the	  cloud	  will	  replace	  tape	  storage.	  
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INDUSTRY	  ANALYSIS	  
The	  Data	  Storage	   industry’s	   sole	   purpose	   is	   to	   keep	  data	   from	   computers	  
safely	  stored	  in	  a	  different	  location.	  	  The	  industry	  is	  comprised	  of	  companies	  
providing	   products	   and	   services	   related	   to	   storing	   vast	   amounts	   of	  
information.	   The	   industry	   is	   composed	   of	   four	   main	   segments:	   Storage	  
Systems,	   Storage	   Software,	   Storage	   Components,	   and	   Hard	   Disk	   Drives.	  
The	  first	  three	  segments	  are	  typically	  considered	  enterprise	  solutions	  while	  
hard	   disk	   manufacturing	   companies	   typically	   target	   average	   consumers.	  	  
Below	  we	  take	  a	  look	  at	  what	  each	  of	  these	  segments	  offers	  to	  the	  industry,	  
as	  well	  as	  important	  growth	  statistics.	  
	  

Enterprise	  Solutions	  
Large	  storage	  systems	  are	  a	  tremendous	  growth	  industry.	   In	  recent	  history,	  this	  has	  translated	  into	  major	  revenue	  growth	  as	  well.	  
The	  enterprise	  market	  is	  dominated	  by	  a	  handful	  of	  large	  companies	  that	  provide	  an	  array	  of	  services	  along	  with	  their	  hardware.	  Big	  
players	  include	  names	  like	  IBM	  and	  Hewlett	  Packard,	  but	  also	  up-‐and-‐coming	  stars	  like	  NetApp	  and	  Fusion-‐io.	  These	  storage	  system	  
suppliers	  offer	  packages	  that	  often	   include	   large	   initial	   investments	   for	  hardware	  and	  software	  as	  well	  as	   recurring	  proceeds	   from	  
their	   services	   and	   software	   divisions.	   In	   order	   to	   continue	   offering	   one-‐stop	   data	   storage	   service,	   several	   of	   the	   big	   players	   have	  
remained	  active	  in	  acquiring	  smaller	  companies	  and	  are	  not	  expected	  to	  slow	  down	  as	  the	  economy	  thaws.	  	  
	  	  
Tape	  
Tape	  remains	  key	  to	  managing	  the	  data	  lifecycle.	  With	  the	  lowest	  cost-‐per-‐gigabyte	  of	  storage,	  low	  energy	  consumption,	  portability	  
and	  long	  shelf	  life,	  tape	  is	  a	  superior	  data	  storage	  option	  for	  organizations.	  According	  to	  recent	  research	  published	  by	  the	  Enterprise	  
Strategy	  Group,	  82%	  of	  organizations	  still	  use	  tape	  to	  support	  onsite	  backup	  processes.	   	  Tape	  also	  continues	  to	  hold	  its	  own	  in	  the	  
data	   storage	   industry	  due	   to	  drive	  performance	   and	   capacity	   keeping	  pace	  with	  hard	  disk	  drives.	  And	   this	   growth	   is	   expected	   to	  
continue.	   	  New	  types	  of	  tapes	  offer	  vendors	  a	  way	  to	  store	  data	  in	  a	  format-‐neutral	  way,	  independent	  of	  the	  proprietary	  formats	  in	  
use	  today.	  Thus,	  tape	  storage	  drives	  are	  well	  positioned	  to	  help	  cope	  with	  the	  requirements	  of	  dealing	  with	  the	  future	  of	  “big	  data,”	  
and	  tape's	  lead	  is	  expected	  to	  grow	  during	  the	  next	  five	  years,	  denoting	  45	  percent	  annual	  growth	  by	  2015.	  
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ABOUT THE INDUSTY INDUSTRY	  FORECASTS	  
The	   data	   storage	   industry	   is	   poised	   for	   growth.	   	  According	   to	  
IDC,	   $4	   trillion	   was	   spent	   in	   2009	   on	   hardware,	   software,	  
services,	   networks,	   and	   IT	   staff	   to	  manage	   the	  digital	   universe.	  
That	   spending	   is	   expected	   to	   grow	   between	   now	   and	   2015,	   as	  
seen	  in	  the	  chart	  to	  the	  right.	  
	  
The	  data	   storage	   industry	   is	   not	   one	   that	   is	   poised	   to	   go	   away	  
anytime	   soon.	   According	   to	   Dick	   Csaplar,	   Senior	   Research	  
Analyst	   and	   data	   storage	   expert,	   “Preventing	   and	   recovering	  
from	  computer-‐generated	  business	  interruptions	  continues	  to	  be	  
a	  focus	  in	  the	  IT	  industry.	  Leading	  organizations	  report	  less	  than	  
1	  business	   interruption	  over	  the	   last	  12	  months	  and	  require	   less	  
than	   one	   hour	   of	   time	   to	   recover	   90%	   of	   their	   operational	  
functionality.	  This	  superior	  performance	  is	  accomplished	  through	  
several	   technologies,	   but	   the	   key	   reason	   for	   quick	   recovery	   is	  
that	  critical	  data	  and	  systems	  are	  remotely	  located.”	  	  	  

Csaplar	  also	  noted	  in	  his	  Off-‐site	  Storage”	  report,	  95%	  of	  leading	  companies	  utilize	  off-‐site	  storage	  of	  critical	  data.	   	  Additionally,	  one	  
third	  of	  highly	  performing	  organizations	  employ	  simultaneous	  backup	  to	  remote	  locations.	  This	  ensures	  that	  little,	  if	  any,	  data	  is	  lost	  
with	   a	   system	   interruption	   as	   all	   data	   is	   being	   replicated	   remotely	   as	   it	   is	   created.	  Tape	   storage	   is	   still	   used	   by	   75%	   of	   superior	  
organizations,	  indicating	  that	  the	  medium’s	  usefulness	  still	  remains,	  particularly	  for	  cost	  and	  long	  term	  archiving	  reasons.	  
	  	  
Below	  is	  additional	  data	  collected	  in	  the	  recent	  study	  by	  IDC2	  on	  the	  industry’s	  past	  and	  future	  growth:	  
	  
•  IDC2	  estimates	  that	  in	  2009,	  despite	  the	  global	  recession,	  the	  so-‐called	  “digital	  universe”	  grew	  by	  62%	  to	  nearly	  800,000	  petabytes	  

(where	  a	  petabyte	  equals	  a	  million	  gigabytes).	  
•  In	  2010,	  the	  digital	  universe	  is	  expected	  to	  reach	  1.2	  million	  petabytes	  (PB).	  This	  is	  the	  equivalent	  of	  75	  billion	  fully-‐loaded	  16	  GB	  

Apple	  iPads,	  or	  a	  full-‐length	  episode	  of	  FOX	  TV’s	  hit	  series	  “24”	  running	  continuously	  for	  125	  million	  years!	  
•  According	  to	  IDC,	  75%	  of	  the	  data	  stored	  is	  a	  copy,	  rather	  than	  a	  first	  instance	  of	  the	  data.	  
	  	  
Putting	  this	  explosive	  growth	  in	  context,	  IDC	  expects	  that	  by	  2020,	  the	  amount	  of	  digital	  information	  will	  be	  44	  times	  larger	  than	  was	  
in	  2009.	  	  This	  leaves	  plenty	  of	  room	  for	  new	  market	  entry	  in	  the	  industry.	  
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COMPETITIVE ANALYSIS 

COMPETITION	  SUMMARY	  
Indirect	  Competitors	  
These	  competitors	  have	  products	  or	  services	  that	  can	  replace	  OC	  Data’	  but	  are	  not	  exactly	  the	  same.	   	  An	  example	  of	  this	   is	  cloud	  
computing.	  	  While	  cloud	  computing	  has	  been	  a	  buzzed	  about	  industry	  for	  the	  last	  few	  years,	  OC	  Data	  tradition	  data	  storage	  company	  
has	  major	  benefits	  over	  its	  digital	  rival.	   	  New	  regulations	  regarding	  piracy	  and	  fears	  about	  online	  security	  will	  lead	  to	  new	  laws	  and	  
protective	  measures	  that	  could	  hinder	  migration	  to	  the	  cloud.	  Drastic	  changes	  in	  regulation	  could	  have	  substantial	  negative	  effects	  to	  
all	  aspects	  of	  data	  creation,	  replication,	  and	  storage.	  Continued	  attacks	  and	  online	  security	  breaches	  could	  lead	  to	  uncertainty	  about	  
the	  reliability	  of	  cloud	  technology.	  
	  	  
Direct	  Competitors	  
In	  the	  case	  of	  OC	  Data,	  although	  the	  business	  model	  is	  completely	  different,	  the	  major	  producers	  of	  data	  storage	  hardware	  can	  be	  
considered	  direct	  competition.	   	   	  While	  there	   is	  plenty	  of	   large	  companies	  making	  this	   technology,	  you	  can	  see	  from	  the	  following	  
chart	   that	   there	   is	  plenty	  of	   room	   in	   the	  market	   for	  OC	  Data’	   increased	  market	  share,	  even	  when	  competing	  against	  billion	  dollar	  
conglomerates.	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
OC	  Data	  competes	  against	  these	  major	  players	  by	  using	  a	  business	  model	  that	  refurbishes	  used	  data	  hard	  drives.	  	  	  Instead	  of	  working	  
against	  these	  companies,	  OC	  Data	  works	  with	  them	  to	  target	  a	  new	  customer	  segment.	  
	  

14	  



COMPETITIVE ANALYSIS 

COMPETITIVE	  ADVANTAGE	  
	  
Throughout	   the	   12	  years	   the	  OC	  Data	  has	  been	   in	  business,	   it	   has	  developed	   strong	   relationships	  with	   vendors	   and	   customers.	  
grown	  faster	  than	  the	  industry	  growth	  rate.	  	  In	  addition,	  OC	  Data	  has	  leveraged	  the	  benefits	  of	  the	  internet	  with	  aggressive	  online	  
marketing	  and	  the	  expansion	  of	  product	  lines	  to	  include	  hard	  drives,	  memory,	  servers,	  networking	  equipment,	  and	  ink	  toners.	  	  	  	  
	  	  
One	  of	  the	  main	  barriers	  to	  entry	  to	  the	  data	  storage	  industry	  is	  the	  high	  capital	  cost	  to	  start	  the	  business.	   	  Also,	  production	  costs	  
to	   service	   the	   drives	   requires	   high	   tech	   computer	   hardware	   and	   proprietary	   software.	   In	   addition	   to	   capital,	   intense	   skills	   are	  
required	  to	  buy,	  sell,	  and	  service	  tape	  drives.	  	  These	  skills	  can	  only	  be	  developed	  through	  years	  of	  training.	  In	  this	  regard,	  OC	  Data’	  
core	  advantage	  is	  in	  its	  staff.	  	  Each	  technician	  has	  a	  minimum	  of	  10	  years	  of	  experience	  repairing	  tape	  and	  optical	  drives.	  	  
	  	  
In	  addition	  to	  12	  years	  of	  success	  and	  training,	  OC	  Data’s	  niche	  is	  in	  its	  purchasing	  and	  marketing	  strategies.	   	  The	  company	  is	  able	  
to	  purchase	  tape	  and	  optical	  drives	  for	  pennies	  on	  the	  dollar.	  	  OC	  Data	  buys	  drives	  in	  as-‐is	  untested	  condition,	  refurbishes	  them	  in-‐
house	  and	  remarkets	  them	  throughout	  the	  world.	  	  	  In	  doing	  this,	  the	  company	  created	  a	  differentiated	  target	  market.	  
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The	  company	  will	  also	  have	  two	  concurrent	  strategy	  of	  immediate	  results	  and	  long-‐term	  branding.	  .	  The	  following	  are	  
examples	  of	  these	  two	  types	  of	  marketing	  and	  advertising	  that	  the	  company	  plans	  to	  utilize:	  	  
	  	  
Immediate	  Results	  
Promotions	  
Promotions	  are	  accomplished	  via	  email	  marketing,	  direct	   sales	   calls,	   and	  online	  advertising.	   	  OC	  Data	   customers	  are	  
emailed	   on	   a	  monthly	   basis	   with	   promotions	   on	   tape	   drives	   and	   data	   tapes	   at	   promotional	   discounts.	   	   Each	   email	  
contains	   information	   on	   data	   storage	   tips	   and	   trends.	   	  These	   promotions	  work	   to	   bring	   in	   new	   customers	   that	   then	  
become	  loyal	  clients.	  
	  	  
Targeted	  Keyword	  Advertising	  
These	  campaigns	  can	  be	   tested	  and	  edited	  until	   they	  are	  perfect	  and	  create	  conversions	   to	  online	  purchases.	   	  These	  
advertisements	  can	  be	  done	  through	  Google,	  Facebook,	  and	  Twitter	  and	  can	  be	  tailored	  to	  OC	  Data’	  budget.	   	  These	  ad	  
platforms	  use	  location	  based	  technology	  to	  determine	  where	  the	  viewer	  is	  located,	  therefore	  targeting	  consumers	  in	  the	  
target	  market	  area	  for	  services	  and	  anywhere	  in	  the	  world	  for	  online	  purchases.	   	  The	  ads	  will	  not	  only	  translate	  directly	  
to	  sales,	  but	  will	  also	  increase	  overall	  brand	  awareness.	  
	  	  
Trading	  Websites	  
OC	  Data	  also	  advertises	  on	  online	  trading	  and	  purchasing	  sites.	   	  These	  sites	  include	  pricewatch.com,	  pricegrabber.com,	  
amazon.com,	  etc.	  	  These	  websites	  are	  an	  asset	  to	  the	  marketing	  portfolio	  because	  the	  advertisements	  target	  consumers	  
who	  are	  already	  looking	  to	  make	  a	  purchase.	  
	  	  
Long-‐term	  Branding	  	  
Public	  Relations	  
Public	  Relations	  will	  be	  an	  important	  aspect	  to	  the	  marketing	  plan	  for	  the	  next	  coming	  years.	   	  OC	  Data,	  Inc.	  will	  pay	  a	  
small	  monthly	  retainer	  in	  order	  to	  secure	  public	  relations	  work	  that	  will	  get	  the	  brand	  featured	  in	  local	  news	  and	  trade	  
magazines	  as	  well	  as	  applicable	  Internet	  news	  and	  industry	  blogs.	  This	  will	  be	  essential	  for	  the	  brand's	  growth.	  	  	  
	  	  	  
Social	  Media,	  SEO	  and	  SMO	  
OC	  Data	  understands	  the	  importance	  of	  a	  strong	  social	  media	  and	  search	  engine	  optimization	  campaign.	  	  The	  company	  
will	  target	  Yelp.com,	  Twitter.com,	  Local.com	  and	  work	  on	  the	  already	  thriving	  Facebook	  brand	  page.	  
	  



SALES STRATEGY 

SALES	  STRATEGY	  
OC	  Data	  plans	   to	  use	  new	  monies	   raised	   in	  order	   to	  execute	  a	  
manageable	   and	   quick	   growth	   strategy.	   	   This	   involves	  
leveraging	   relationships	   with	   current	   clients	   while	   also	  
marketing	  to	  new	  ones.	   	  OC	  Data	  also	  hopes	  to	  use	  investment	  
money	   to	   increase	   its	   share	   in	   the	   company	   sales	   layer	   of	  
secondary	  suppliers.	  

SALES	  FORECAST	  
OC	   Data	   will	   use	   its	   expertise,	   current	   client	   connections	   and	  
investor	  working	  capital	   in	  order	   to	  grow	   the	  company.	   	  While	  
this	   potential	   growth	  percentage	   is	   limited	   in	   other	   industries,	  
this	   is	   a	   conservative	   estimate	   due	   to	   the	   global	   reach	   of	   the	  
data	   storage	   industry.	   	   Clearly	  OC	   Data’	   projections	   have	   the	  
ability	   to	  be	  much	   larger	  and	  stronger	  based	  on	   the	  precedent	  
set	  in	  this	  industry	  and	  the	  company’s	  past	  performance	  history.	  
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PERSONNEL	  TABLE	  
OC	  Data	  employs	  seven	  highly	  experienced	  employees	  in	  the	  Untied	  
States	  and	  five	  in	  China.	  	  The	  payroll	  can	  be	  seen	  below:	  
	  

BREAK	  EVEN	  ANALYSIS	  
The	  break	  even	  analysis	  Break-‐even	  Analysis	  showcases	  how	  much	  
the	  company	  must	  make	  to	  break	  even	  each	  month.	  	  In	  the	  case	  of	  
OC	  Data,	  that	  number	  is	  $178,241.	  
	  	  

18	  



FINANCIALS 

19	  

PROFIT	  AND	  LOSS	  
	  

In	  evaluating	  the	  profit	  
and	  loss	  statement	  it	  is	  
important	  to	  note	  that	  
the	  company	  plans	  to	  
increase	  sales	  and	  

marketing	  expenses	  as	  
a	  percent	  of	  sales	  in	  
order	  to	  raise	  brand	  
awareness	  and	  help	  

capture	  market	  share.	  
In	  addition,	  

depreciation	  is	  on	  
company	  equipment	  

and	  warehouse.	  

	  



PROFIT	  AND	  LOSS	  &	  GROSS	  MARGIN	  

20	  



FINANCIALS 

CASH	  FLOW	  ANALYSIS	  
In	  Year	  2012	  of	  the	  business	  plan,	  
the	   company	   expects	   to	   raise	  
$2.000,000	  in	  working	  capital	  by	  
December.	   	  With	   the	   infusion	  of	  
investment	   funds,	   more	   capital	  
will	  be	  available	  to	  ensure	  wages	  
are	   paid,	   expenses	   are	   covered	  
and	  milestones	  are	  achieved.	  	  
	  
The	   Cash	   Flow	   projections	   are	  
based	   on	   revenue,	   less	   cash	  
spending	   and	   bill	   payments.	  
These	   projections	   are	   educated	  
assumptions	   with	   revenue	  
generation	   factors	   carrying	   the	  
most	   significant	   weight	   in	   the	  
outcome.	  	  
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BALANCE	  SHEET	  
The	  Company	  will	  experience	  
a	  solid	  growth	  advantage	  for	  
all	  three	  years	  and	  beyond	  
due	  to	  the	  huge	  need	  in	  the	  

market.	  Earnings	  will	  
consistently	  meet	  company	  

expectation.	  Detailed	  
monthly	  projections	  are	  
available	  in	  the	  appendix	  

section	  of	  this	  business	  plan.	  
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THE	  INVESTMENT	  	  	  	  
For	   every	   $1,000,000	   raised,	   the	  
investing	  party	  will	   receive	   roughly	  
10%	  of	  the	  company.	  	  The	  preferred	  
shares	   will	   include	   anti-‐dilution	  
provisions	   as	   negotiated.	   	   The	  
proceeds	   from	   the	   raise	   will	   be	  
committed	  to	  the	  overall	  growth	  of	  
the	   company.	   	  The	  majority	  of	   the	  
money	  will	  go	   to	   lifting	  production	  
limits	  and	  marketing	  the	  products.	  	  	  
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