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• Financial Review 2007
• Cell-Loc Niche
• Beacon Data Capability
• Cumulative Beacon Installations
• Monthly Revenue 2008
• Beacon Renewals 2009
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• Beacon Renewals 2009
• Proforma Q3/Q4 X3 Financials
• Samsung SoC Development
• Revenue Model
• Business Development Opportunities
• Summary



 Net per 
beacon 

Revenues 3,304$    Beacons installed 2,239      83           
Beacons renewed 1,041      101         
Installation revenue 665        20           
Call center revenue 195        
Deferred revenue (836)       

3,304      

Cost of sales 1,950     Beacons installed 1,950      58           
Gross margin 1,354     

Cell-Loc 2007 Income Statement Analysis

Gross margin 1,354     
Operating expenses: Monthly

Operations 3,613     Canada 267        22           
Brazil 3,346      279         

General and administrative 3,442     Canada 2,537      211         
Brazil 905        75           

Mkt & business development 210        Canada 210        18           
Write-down of network assets 890        
Depreciation and amortization 1,353     
Total operating expenses 9,508     

Loss from operations (8,154)    



Highlights 2007Highlights 2007

• Billings to Itau – R$9.5MM (CAD $5.2MM)
� Up from R$2.7MM in 2006

� No collection risk

• São Paulo network effective throughout the year

�

• São Paulo network effective throughout the year
� Technology used to recover 840 vehicles to date

� Operations in Brazil fully staffed and trained

• Operating costs stable
� Able to increase fleet with very little cost increase



Issues 2007Issues 2007

• Itau installation rate slower than expected

• Higher churn rate than projected
� Itau’s customer retention not satisfactory

• Operating costs

�

• Operating costs
� Cost structure for installations and call center built for higher volumes

� Capacity available for higher volumes without increasing costs

• New customer acquisition time consuming
� Itau exclusivity precluded new customers

� Time to sign new customers longer than anticipated



CellCell--Loc AdvantageLoc Advantage

• Most cost effective technology for location 
services, telemetry and any application that 
requires coverage of a large geographic area with 
small package data communication.

• Cell-Loc’s niche

�

• Cell-Loc’s niche
� Low cost, two way small data package communication

� Provider of urban wireless real-time location and data services

� Lower cost and more effective than GPS for stolen asset recovery 
applications

no wireless link required (free modem)



Beacon Data CapabilityBeacon Data Capability

• The device location signal protocol includes the ability 
to transport data

� 32 bit payload, expandable

• Multiple signals may be used to transport larger data 

�

• Multiple signals may be used to transport larger data 
payloads

• Specialized larger data payloads and/or higher data 
rates may be configured



CUMULATIVE BEACONS
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Monthly Beacon Billing
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2008 X3 Business Model
Existing fleet 

(CAD$ 000's) Q3 Q4

Beacon Revenue 1,595       1,205       
Less: sales taxes (287)         (217)         

Net Revenue 1,308       988          

Cost of Sales -           -           

Assumes maintenance 
of existing Itau fleet 
and no new 
installations

��

Operations Cost
Tower & communication links 389          389          
Installation center 180          180          
Call center 144          144          
Personnel, maintenance and other 216          216          

929          929          

G&A 225          225          

EBITDA 154          (166)         

installations



(CAD$ 000's) Q3 Q4

Beacon Revenue 2,819       2,429       
Less: sales taxes (507)         (437)         

Net Revenue 2,312       1,992       

Cost of Sales 397          397          

2008 X3 Business Model
Conservative Growth 

Assumes maintenance 
of existing Itau fleet 
and installation of 
2,000 new beacons 

��

Operations Cost
Tower & communication links 389          389          
Installation center 180          180          
Call center 144          144          
Personnel, maintenance and other 216          216          

929          929          

G&A 225          225          

EBITDA 760          440          

2,000 new beacons 
per month during Q3 
and Q4



(CAD$ 000's) Q3 Q4

Beacon Revenue 3,839       3,653       
Less: sales taxes (691)         (658)         

Net Revenue 3,148       2,995       

Cost of Sales 728          794          

2008 X3 Business Model
Moderate Growth 

Assumes maintenance 
of existing Itau fleet 
and installation of 
4,000 new beacons 

�	

Operations Cost
Tower & communication links 389          389          
Installation center 180          180          
Call center 144          144          
Personnel, maintenance and other 216          216          

929          929          

G&A 225          225          

EBITDA 1,266       1,047       

4,000 new beacons 
per month during Q3 
and Q4



LDLD--310310

SOCSOC

Beacon SystemBeacon System--onon--ChipChip
Beacon Size ReductionBeacon Size Reduction
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Beacon SystemBeacon System--onon--ChipChip
Beacon Size ReductionBeacon Size Reduction

LD-310

SOC

Beacon with SOC
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100mm

60mm42mm

70mm



LDLD--310 Beacon310 Beacon

= 32= 32% Cost Reduction% Cost Reduction

Beacon SystemBeacon System--onon--ChipChip
Beacon Cost ReductionBeacon Cost Reduction

��

Beacon with SOCBeacon with SOC

= 32= 32% Cost Reduction% Cost Reduction



Beacon SystemBeacon System--onon--ChipChip
•• Smaller Beacon sizeSmaller Beacon size

•• Lower Beacon costLower Beacon cost

•• Lower Power Consumption (smaller batteries)Lower Power Consumption (smaller batteries)
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•• New vertical marketsNew vertical markets

•• Lower Power Consumption (smaller batteries)Lower Power Consumption (smaller batteries)



Revenue ModelRevenue Model

• Low customer acquisition costs

• Improving margins and cash flow with time
� No cost of sale on renewals

��

• Customer retention high

• Existing contract essentially covers the operating 
costs; new customer margin drops to the bottom line



Business Development Business Development 
OpportunitiesOpportunities

• Brazil Opportunities
� Expand Itau fleet coverage above guarantee
� Additional insurance customers

• SulAmerica
• Maritima
• Porto Seguros
• Bradesco
• Indiana
• Generali

��

• Generali
• Tokyo Marine

� Aftermarket sales
• Joint venture with Sascar (Security company) 
• Agreement for a forecast of 50,000 units per year
• Approximately half of vehicles in Sao Paulo don’t carry insurance

� Expand São Paulo network to include larger territory
• Port of Santos
• Campinas

� Build out new cities in Brazil
• Rio de Janeiro
• Brasilia
• Recife



Business Development Business Development 
OpportunitiesOpportunities

• Korea
� Development agreement signed April 08 with Samsung
� Develop system on chip
� Potential beacon cost reduction to less than $40
� Size reduction, power consumption reduced
� Additional MOU being negotiated with network operator

�


• Argentina
� Similar market to Brazil
� Buenos Aires market has population of 13 million
� X3 customers also have market presence in Argentina

• Mexico
� Similar market to Brazil
� Identify business partners for deployment



CellCell--Loc SummaryLoc Summary

� Cell-Loc has:

• A proven, proprietary technology

• An operating network with >40,000 customers

• X3 has recovered >840 vehicles in Sao Paulo!
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• Revenue annuity of $5 million per year

• A forecast of positive cash flow in Q3 2008

• SoC Development agreement with Samsung

• Introduction of new vertical markets

• Potential for partnerships for new networks



�����������	
���
��������� �������
��	�	
����

��

���
���	����
��
�
�����

������

�����

������	��
�������

��
������	�	
����
�	��
���������	��	������	����������	��	��	����������

	� �
�������������

����	���
���	���	������

�
�������
�
�
�����

������
�����

���	�	���	��

���	����

��	��
���
�������	����	�
����	������

������
��
�	��
��	��
�
��	������������	����������	�	��������
�	��
��	��
�
��	������������	����������	�	������

�������
����	��	�������
�������	��
�������	��
�	�	�
��
���������

�������	����	��������	�	����


��	��	�	
����

������	��
���
��������������

�	����������	�	��������	���	����	��
���
�	�
���
�
����������
�	������	���
��
���
�������

��
��

����	�	
���


