
Due Diligence 
 
Name:    Alex Seguin, CEO Co-Founder 
 

Email:     alex.seguin@aimltechnologysolutions.com 
 

Company: AI/ML Technology Solutions 
 

Company 
 
1. Describe your company's founding story and why you started this 
business. 
 
Both Co-Founders were displaced from Covid19, and strongly desire a business 
structure that relies on creating innovative AI inspired offerings, leveraging a mix of new 
talent combined with experienced sensor and AI expertise.  Using learnings from a 
Harvard Business Analytics focused pitch competition, we pulled together our plan to 
build and grow within the EdTech – AI space. 
 
Working on a past collaboration with Boston Dynamics – SPOT quadruped, Alex Seguin 
(CEO) pulled in Bart to evaluate an opportunity to integrate an acoustic imager with 
SPOT.  Awaiting acoustic imager availability, we still have the OEM integration of the 
acoustic / thermal imaging integration on the R&D road-map.  We have also improved 
the specifications to further differentiate the mobility integration with SPOT, using 
thermal imaging for overnight auto-inspections.  The target will be to navigate a site at 
overnight, performing hourly inspections by levering multiple sensors and AI/ML to 
detect objects with high precision (which forms the basis for our provisional patent). 
 
In order to achieve this vision, we had to sharpen our pencils to accelerate capability 
development.  Soon after, we selected a low-end starter kit for education, as exposure 
and technology penetration is non-existent in this space.  It only seemed natural to start 
with a low end, while building into more advanced applications, funding our expansion.  
This also De-Riskings future capabilities, with cheaper low end prototypes.  Our primary 
goal is to speed the knowledge transfer and hands-on training in one of the fastest 
growing markets: computer vision.  Finding an AI/ML engineer, we tested machine 
learning capabilities for visual and thermal imaging using the Coral from Google, 
optimized for mobile machine learning.  This led to the development of a custom 
application (Sensor Fusion) with future expansions planned for thermal and LiDAR, 
further building on the initial concept for Boston Dynamics SPOT robot sensor 
integrations.  Our roadmap starts with education, building to multiple-sensor integrations, 
and then to deployments for multiple mobility solutions. 
 
2. Is there any past, present, or pending legal action against your 
company? If yes, please describe. 
 
No 



 
3. Has the company taken on any debt? If yes, please describe. 
 
No. 
 

   
4. What is your company's legal structure, and in what state? 
(Delaware C Corp, Texas LLC, etc.) 
 
Texas C Corp 
 
 

Team 
 
1. List your team members, their roles (CEO, CTO, etc.), and 
summarize their backgrounds. 
 
1 Min Company Intro: https://youtu.be/J12oNyNJbQc  
 
Alex Seguin, CEO 

• Global Business Manager and software product manager for  $150M+ 
portfolio at Fluke & Honeywell 

• Led strategy and growth development and portfolio planning for FLIR, 
Fluke, Honeywell, & BASF 

• Launched a new to world Acoustic Imager exceeding revenue 
projections by 400% (Year 1 Rev: $20 M) 

• 2 years post-graduate AI/ML education (+MBA +Engineer) 
 
Bart Mooyman-Beck, CTO 

• Launched over 60+ products ranging from compute servers to industrial 
imaging technology; CTO at Tektronix 2012-2017 

• Oversaw the development of “scope on a chip” a 3 year $30M program 
that completely refreshed Tektronix mid-range scopes fueling growth 
YoY from         $150M -> $300M 

• Led multi-sited teams comprising 30-60 engineers, with partners and 
contractors across the world 

 
Pushkar Khairnar, AI/ML Lead Engineer 

• Created Breast Cancer detection models, using Bayesian Deep 
Learning, to improving detection 3+ years prior to existing 
standards and tools 

• Leads the Machine Learning program at AI/ML Technology 
Solutions 



• Responsible to keep organization abreast of latest industry and 
academic developments in AI/ML 
 

Progress & Metrics: 
Company formed:    October 2020 
MVP Launched:       1x Sensor Fusion App w/ Hardware 
MVP Extensions:      PC/Windows/App Platforms 
New Products:          3x (Self-Drive Car, Robotic Arm, MASS-AI) 
Customers:              35  
Revenues:             $45k  
Mkt Value Effort      50 Man Months, $500k worth of work 
Fundraising:          $75k, $15k profits rolled back into business 

2. Which team members are full-time / part-time? 
 
- Alex Seguin started working full-time after forming a parent company July 22, 2020 
(De-Risking Strategies, LLC). He brought in Bart to work through a pitch deck, for part 
of an upcoming assignment for an 18th month Harvard Business Analytics Course. 
Shortly afterwards, they worked to connect Fluke and Boston Dynamics together for a 
collaboration project. They and decided to work on their own acoustic imaging 
product line for a mobility system, currently under development. 
 
- Bart Mooyman-Beck started working full-time after he and Alex formed AI/ML 
Technology Solutions, Corporation (AMTS) in October 2020. AMTS was formed to 
develop an educational MVP and begin executing their strategy to launch new 
products and fundraise for the 3 lines of business: Education, Services, and Product.  
Bart started working full-time as a contract Program Manager for financial security 
starting June 10, 2021. 
 
- Pushkar started working full-time after Bart and Alex formed AI/ML Technology 
Solutions, Corporation (AMTS) in October 2020. Pushkar started working full-time as a 
AI/ML Lead starting November 01, 2020 and is paid through 1099 and through equity. 
 

3. What non-company business commitments do your team members 
have (ie, other startups, advisory roles, etc.), and what’s the time 
commitment of those roles? 
 
Bart started working full-time as a contract Program Manager for financial security 
starting June 10, 2021. 

 
4. Provide 2 - 3 professional references for the CEO. 

Andres Prieto Moreno, Manager, FLIR (Now Teledyne) 
andrespmt@gmail.com                             
805.680.7067 
 
Daniel Benhammou, Former CEO, Acyclica (Sold to FLIR for $42M)       



cognisant@gmail.com                             
970.444.2718 
 
Ken Koldan, Foreign Service, Department of State (Harvard Collegue)             
Ken.koldan@koldanassociates.com  
512.962.5555 
 
Kevin Ilcisin, VP Strategy and Corporate Development 
kilcisin@gmail.com  
 
Bart Mooyman-Beck, CTO AI/ML Technology Solutions 
bart.mooyman-beck@deriskingstrategies.com   
512-962-5555 
 

 
 

5. What is your team’s vesting schedule? 
    60% Alex - CEO 
    40% Bart – CTO 
 
   Employee Shares: Target at 20%  
 

6. What prior startup experience does your team have, what role did 
each of them play, and what happened to the company? 
     CTO: Director of Engineering, RLX Technologies, 3 years 

Server blade computer system. Company eventually dissolved 
Built position to Head of Operations, moving mfg overseas 

 CEO (None, worked on Acquisition teams at BASF and Honeywell) 
 

7. What gaps or needs does your team have (Engineering, Sales, 
etc.)? And do you have prospective hires ready to fill those roles? 

 
AI/ML/Robotics:   Plans to hire full-time as we expand 
Marketing:            Plans to hire part-time as we expand 
Sales:                    Plans to hire part-time as we expand 
 
 

8. What are the salaries of your team members, and how will they 
change after closing this fundraising round? 
 
  Founders:     CEO/CTO are not currently taking salary 
Run-Rate:     $ 3,500 - 5,000 / month  [Pending cash availability] 

 



9. Who is on your Board of Directors? Please provide their 
backgrounds. 
 

 Michelle Titterton:      Link  Board Member, upon funding (EdTech) 
 In progress  

 
10. Who are your Advisors? Please provide their backgrounds. 
 
Informal Advisors:   

 Daniel Benhammou:  Link 
 Ken Koldan:                  Link 
 Kevin Ilicisin:              Work Link 

 

Product and IP 
 
1. Describe your product or service. 
 
The eXeL AI platform provides a patent pending Eco-System that:  

• Simplifies the Workflow for Machine Learning 
• Provides Fun Hands-on AI Projects 

 
 

 2. Provide patent numbers, if any.      
 
U.S. Provisional Patent App. No. 63/117,291 
United States Patent Application for “SYSTEM AND METHOD FOR MULTISENSOR, 
MULTI-LAYER TARGETED LABELING AND USER INTERFACES THEREFOR” 

Sensor Fusion App:  Provisional Patent Evolving Eco-System of AI / Robotics Capabilities 



3. What is your product's "secret sauce"? 
 
We offer an array of offerings, from simple to more complex integrations 
that leverage multi-sensor Sensor Fusion integrations and AI - machine 
learning.  Our secret sauce comes from our founders, who have years 
of thermal imaging, acoustic imaging, and strategic product and portfolio 
management expertise, and the need for establishing modular based 
integrations.  They have worked together launching 10 products in 1.5 
years, in a very fast paced environment at Fluke, a Fortive Company, 
one product of which achieved recorded sales of $20M in the first year.   
 
In addition to a strong network of industrial based users, they understand 
customer applications, to generate real-time insights to end users. 

 
4. What is the current status of your product's (or service's) 
development? 
Education Kit MVP launched December 2020  $35,000 / rev total 
Starter eXeL AI - Car (MVP1), in progress with autonomous driving 
Education eXeL AI – Arm (MVP1), after intermediate eXeL AI - Car 
 

5. What future product or service developments do you plan to do? 
(Additional features, etc.) 
Expand MVP KIT to included thermal imaging and lidar. 
Intermediate eXeL AI - Car (MVP2), in progress with autonomous driving 
Draft UI/UX with iTexico / Improving for the below MASS-AI Concept: 
 

 



Competition 
 
1. Who are your direct competitors? 

EdTech competitors are largely robotics based. The key is 
understanding where these players will be in 2-5 years with AI/ML. 

 
Education:   

- AI Offerings:  No high school AI offering for intro AI + self-driving 
- Rasp Pi / Nvidia:  Develop hardware and some computer kits 
- Sphero / Vex / Lego:  Robotic introduction kits 

 
-  

 
 
 
 
 
 
 
 
 
 
 
 

 
2. Who are your indirect competitors? 

- Established re-sellers selling tech into schools 
- Robot/Vehicles integrators with sensor and AI technologies 
- Companies trying to stand-up their own AI/ML capabilities for EdTech 

 
      
3. What is your competitive advantage? 

- First to market offering AI-educational kits designed for simplicity 
-    Eco-System designed around collaboration and hands-on skills 
-    Speed to launch new offerings and ability to incorporate feedback 
-    Years of Co-Founder experience with sensor-based offerings. 
- AI/ML experience and MIT/Harvard education on capabilities. 
 
 
 
 
 



Other Factors: Sensor Fusion offerings tied to real-world applications 
- Accelerating development through integration: Combining 

Market ready sensors with AI/ML enhancements to accelerate 
customer development cycle 

- Sensor Fusion: Enabling multi-sensor modalities that plug &and 
play into ML models 

- Intro AI/ML KIT: Enabling STEM / Hobbyist to facilitate AI/ML 
contributions 

- Developer Network: Enabling brightest minds to get incentivized 
for contributions 

- Accessibility: A variety of HW options with tiered AI/ML  
 
 

4. Provide contact info of technical experts you've worked with who 
can comment on your business, if available. 
 

- Andres Prieto - Moreno:         1-805-680-7067  
- Pete Bergstrom:                      1-651-334-7096 

                  petebergstrom@gmail.com 
- Louis Tremblay:                      1-805-758-8161 
- Bob Probstel:                          1-805-722-7668 
- John Sublett:                           1-804-489-8846 

 

Market 
 
1. What is your beachhead market, how big is the opportunity, and 
how fast is it growing? 
 
Our 5-year revenue target for AI/ML Technology Solutions is $20M (2025) 
based off the below: 
 
TAM: $ 2,000 M        ~400,000 users 
SAM: $ 40 M            ~     4,000 users 
SOD: $ 20 M              ~   2,000 users in 2026* 
 
*Conservative Base Assumptions: 50% Share of Demand of STEM High 
Schools and Engineering Junior @  ASP for above = $10,000 USD / school 
* The industrial growth 5 year CAGR for CV + robotics is 75% (Yole Report). 

 
 
 
 



2. What is changing in your market that makes this such a great 
opportunity for your company? (i.e., why now?) 
 
Integrating AI and multiple sensors at an affordable price point is now 
possible, allowing for a new and disruptive line of AI powered educational 
offerings. 
 
a. Significant advances in data science and AI/ML in the last 5-years 
b. Smaller, lower cost, and higher performing sensor/computing solutions  
c. AI/ML Talent gap in especially in secondary education 
 

3. What other markets do you plan to expand into, if any? 
 
Industrial Applications, including inspections 
Commercial Applications:  Autonomous Tasks + Multi-step Missions 

 
Go to Market Strategy 
 
1. How do you intend to deliver your product or service to the 
market? 
 
- Physical purchases of combined Hardware/Software/AI 
- Software + AI/ML Model upgrades for task-specific applications 
- Consulting Services per engagement 
- Government SBIR funding / DoD Contracts 
 

 
2. What is your pricing model? 
 
Education Market: STEM High School 
    Blended ASP:    $   500 AI Kit 
    COGS:               $   250 
 
    Blended ASP:    $   800 AI Car 
    COGS:               $   450 
 
    Customer Acquisition Estimates:  STEM High School 
    Launch:   $75 / customer 
    Current:   $50 / customer 
 
 
 



Education Market: STEM Junior Colleges 
 
    Blended ASP:    $ 4,000 MASS-AI 
    COGS:               $ 2,000 
 
     Customer Acquisition Estimates: STEM Junior Colleges 
     Current:   $100 / customer 
 
 
 
 

3. Who do you need to sell to in this market? (Key channel partners, 
decision makers, etc.) 
 
Education:  High Schools 
Decision Maker: Superintendent/Principal 
Resellers / Distributors 
eCommerce 
 
Education:  Junior Colleges 
Budgetary Owner / Technical Decision Maker 
Resellers / Distributors 
 

4. What is your sales cycle timeline? 
 

Education: 
School Systems:    90 days 
Parents / Owners:  14 days 
Students:                 7 days 
 
Others 
Purchaser:           60 days 
Hobbyists:            14 days 

 
5. Provide a list of existing customers / beta users, if any.  
     Frankfort Independent School District:  20x Kits 
     Others: 10x Kits 
 

6. Provide contact information of 3-5 customers we can call for a 
reference. 
    - Houston Barber, kit evaluation in progress:  Email 
    - Breakthrough Central Texas, Curtis Clay: 512.692.9444 ext 1471 
    - Pflugerville High School, Duan Le: 512.909.1488 



 7. What is your current and historical revenue? 
 
  - Started company October 2020 
  - Kickoff Development, November 2020 
  - MVP Launched, Kickstarter December 2020 
  - January 2021:  $10,500 revenues 
  - February 2021: $14,800 revenues 
  - Other   2021:     $9,700 revenues 
 

8. What is your customer churn rate? 
NA, too early.   
Online platform for users not currently available, developing App 
 

 Exit Strategy 
 
1. Who are possible acquirers? 
 
Education: 

- Sphero 
- Vex 
- AI / Robotics Companies 
- Google / Amazon 

 
Industrial: 
Mid-Large size technology integrators 
Companies desiring to build computer vision & automation capabilities. 
 
Robotics / Integration Companies: 

- Boston Dynamics / Hyundai 
- RNA, https://robotics.tools/  

 
Large Sensor Companies: 

- SEEK Thermal 
- Fluke Thermal 
- FLIR / Teledyne 

 
 
 
 
 
 



2. Where do you need to be to get on their radar? ($10M in annual 
revenue, 1M users, etc.) 

- $2 - 5 M revenues, SaaS Revenues at 20% 
- Integration of eXeL AI into various mobility solutions 
- Platform Eco-System for Educational Based AI Offerings 

 

         
 

3. What are some recent acquisitions in this space? 
  Teledyne purchases FLIR 
  Hyundai purchases Boston Dynamics 
 

4. What are typical acquisition multiples in this space? 
   EBIT Multiples of 15 - 20x for tech companies with strong  
   communities / user base 
 

       

Proposed Deal Terms 
 
 
1. How much are you raising, and what are the terms of your raise? 
    
        Target:  $400K PRE-SEED for 10% equity purchase target 
        Target:  $2M SEED for 20% equity purchase target 
 
 

 



2.  How would you justify your valuation?:   $5 - 10 M 
 
 
 
 

 
 

 
 
 
 

- Plan to $20 M sales revenue by 2026 does not include upside of 
higher value MASS-AI, robotics and additional sensor integrations. 

- Team has launched MVP (eXeL AI Kit with out applications that 
leverage deployable applications (self-driving kit for education) 

- Few companies have the experience or vision, designed to bring 
education and industrial applications forward for Sensor Fusion – AI 
integrations: 

3. Provide a breakdown of how you plan to use the funds. 

  
 

 
 
 



4. What prior raises have you done? Please include the amount, 
terms, and short description of who the investors were - 
Friends/Family, Strategic Investor, etc. 
 
Total Work:  48 Man-Months and $500k contributions at Market Rate 
 
         $75,000 raised by founders.   
         $15,000 rolled back into business 

          $90,000 
 
5. If you plan to raise a future round, when, how much, and what 
would those funds be used for? 
 
Future Spend:  In order of Priority 

- Completion of MVP eXeL-AI Car 
- Marketing / Sales to ramp partnerships for eXeL AI Kit and Car 
- Competition of 1x MVP for MASS - AI 
- Platform automation of AI/ML workflow for scaling SaaS  
- Marketing - Automation 

 
6. How much cash does your company currently have, and how long 
will it last you? 
       - Out of cash until next larger order arrives, paying with equity 
      - Upside:  Monthly Revenues / Profits 

 
7. What is your current monthly burn rate? 

$3,500 – 5,000 / month  
 

8. Who is currently soft-circled to participate in this round? 
   N/A 
 

9. Who else are you pitching to? 
 
   Accelerators: Accepted  

 New Chip, pending $5k payment 
 International Accelerator, pending due diligence review 
 EthAum, pending due diligence review 

 
    Incubators: Pending interview outcome from June 10, 2021 

 Paul Allen’s AI2, Founder based incubator for 3 phase paid-program 

 
 



 
Provide the following docs: 
  
1. Annual financial statements since formation (Income Statement, 
Cash Flow, and Balance Sheet):   
    2020 formation, awaiting Tax docs from CPA 
 
2. All contracts entered into by the company 
 
3. Resumes of management team 
 
4. Resumes of future hires (if available) 
 
5. Spreadsheet showing your sales to date:   
 
    - January   2021:  $ 10,500 
    - February 2021:  $ 14,400 
    - Other      2021:   $   9,700  
 
6. Financial model projected at least 24 months out 
 
7. Copies of closing docs from prior rounds (if applicable):  N/A 
 
8. Current Capitalization Table:   
    Founders Shares:   60% Alex , 40% Bart 
    Employee Shares:  Targeting 20%, formalizing upon funding 
    10,000,000 series A share, non-distributed 
 
9. Word Doc version of patents or provisional patents (if applicable) 
 
10. Copies of all prior investor updates. 
  


