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CHAPTER 1: Why
Capital Raise
Marketing Is
Fundamentally
Different

Most issuers raising capital make a costly mistake: they
hire marketing agencies built for e-commerce, Saas, or
lead generation, and then wonder why their campaigns
underperform despite impressive traffic numbers. The
reality is straightforward: capital raise marketing
operates under entirely different rules. Unlike consumer
marketing, where the goal is to maximize conversions
quickly, capital formation requires a sophisticated
balance of investor education, regulatory compliance,
and relationship building. Traditional marketing
agencies, no matter how talented, typically lack the
specialized expertise to navigate this landscape

effectively.

The Cost of Using General
Marketing Agencies

When issuers engage non-specialist agencies for

capital raises, five critical problems consistently emerge:
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Five Critical Problems with Non-Specialist Agencies

1. They Treat Investors Like Consumers

Most general agencies excel at e-commerce, SaaS, and service-based lead
generation. Capital raising is none of these. Non-specialist agencies typically
employ tactics designed for impulse purchases or quick conversions: urgency

2. Compliance Risk Increases (Even With Good Intentions)

Agencies unfamiliar with securities regulations often use language that creates
compliance exposure:

« Implying returns or making performance projections

messaging, scarcity tactics, and aggressive "conversion copy" optimized for
immediate action. These approaches often backfire in securities marketing,

intend

where investor trust builds gradually through education and transparency.

The result: Traffic metrics may look impressive, but investor trust erodes.
Qualified prospects disengage because the messaging feels more like a product

pitch than a serious investment opportunity.

3. Funnels Are Built for Volume, Not
Qualification

Generic agencies optimize for lowest cost-per-lead,
maximum email signups, and high traffic volume.
These metrics sound appealing but create
operational chaos in capital raises.

Capital formation requires investor readiness
screening, qualification before meetings, respect for
investor relations team capacity, and optimization
for meeting show rates, not just booking volume.

Without qualification-first infrastructure, calendars
become clogged with unqualified prospects,
investor relations teams burn out, serious investors
slip through administrative cracks, and marketing
gets blamed for "bad leads" despite generating
impressive numbers.

The outcome: Marketing appears to work on paper,
but capital doesn't move.

VirtualAd

« Making causal claims that regulators interpret differently than marketers

« Reusing tactics that work in consumer marketing but violate FINRA

advertising guidelines
« Failing to understand that regulators evaluate context, not just disclaimers

Even well-intentioned mistakes can trigger broker-dealer pushback, force
creative assets to be pulled mid-campaign, delay raises, and create long-term

reputational risk.

The consequence: Campaigns stall, legal teams intervene, and momentum is
lost, often at the most critical phase of the raise.

4. They Don't Understand the Capital
Raise Sales Process

Capital raising isn't a "marketing hands leads to
sales" transaction. It requires deep coordination
between marketing systems and investor relations
workflows.

Non-specialist agencies rarely design systems for
no-show recovery, second-call booking automation,
alignment between CRM automation and actual
investor relations behavior, or understanding how IR
teams guide investors from interest to capital
commitment.

Successful issuers treat phone follow-ups, personal
outreach, calendar management, and relationship
nurturing as core system components, not
afterthoughts.

The result: Marketing and investor relations operate
in silos, and performance suffers despite individual
team efforts.

The Investor Acquisition System

5. Optimization Is Misaligned

Traditional agencies optimize for click-through
rates, cost per lead, and return on ad spend. Capital
raises demand different benchmarks: qualified
investor conversations, investor comprehension and
trust development, clean handoffs to IR teams, and
repeatable processes rather than campaign spikes.

Without capital raise-specific KPIs, agencies often
make "improvements" that hurt downstream
conversion, eliminate educational steps prematurely,
and chase metrics that look good in reports but
don't translate to committed capital.

The consequence: Short-term performance gains
mask long-term underperformance.



What Typically Happens

When issuers engage non-specialist agencies, one of three patterns typically emerges:

a4 AN ¥

The campaign Compliance issues force a The issuer eventually brings
underperforms, and reset, costing time, money, in a capital raise specialist
marketing gets blamed and momentum during to rebuild what was done
despite the fundamental critical raise windows incorrectly

approach being flawed

In most cases, the second agency spends significant resources undoing funnel logic, rewriting
compliance-reviewed messaging, re-educating investors who received confusing communications,
and re-aligning investor relations behavior, work that's far more expensive than building correctly
from the start.

A Different Approach Is Required

At VirtualAd, we recognized these challenges early and built our entire operation around a
fundamental principle: "We don't run ads. We architect complete investor acquisition systems,
from traffic to compliance to close."

Unlike traditional marketing methodologies designed for other industries, our system integrates
securities regulations, investor protection principles, and FINRA advertising guidelines into every
optimization decision. This compliance-forward approach isn't a limitation, it's a strategic
advantage. By designing infrastructure that respects regulatory boundaries while maximizing
investor acquisition efficiency, we help issuers build systems that perform consistently throughout
the raise and create foundations for future capital formation efforts.

The following chapters detail exactly how this approach works in practice: the infrastructure
components every capital raise requires, the systematic process we use to build these systems,
and the proven results this methodology delivers for issuers serious about institutional-quality
investor acquisition.

Virtual/.\d The Investor Acquisition System



CHAPTER 2: The Four
Pillars of Capital
Raise Infrastructure

Every successful capital raise, whether Regulation A+,
Regulation D, or Regulation CF, requires specialized
infrastructure that traditional marketing agencies aren't
equipped to provide. These aren't optional
enhancements or "nice-to-have" features. They're
foundational systems that determine whether your
investor acquisition efforts operate with institutional-
grade efficiency or struggle with the operational chaos
that plagues most capital raises.

VirtualAd's approach centers on four core infrastructure
pillars, each designed to address specific challenges
that emerge when raising capital at scale.

Virtual/Ad




Pillar 1: Accredited Investor
Qualification

For offerings under Regulation D 506(c) and certain Regulation A+ structures, proper accredited
investor verification isn't just good practice, it's a regulatory requirement. Yet most marketing
systems treat accredited investor status as a checkbox on a form rather than a systematic

qualification workflow.
Our approach establishes:

Automated verification workflows specifically designed for 504(c) offerings, with compliant
documentation protocols and real-time investor tracking. Every prospect enters a structured
qualification process that maintains complete audit trails, critical for regulatory examinations and

broker-dealer coordination.

The system integrates accredited investor status across all investor touchpoints: marketing
automation adjusts messaging based on verification status, investor relations teams have instant
visibility into qualification progress, and subscription document workflows activate only for

properly verified investors.

This infrastructure eliminates the manual verification bottlenecks that slow most raises and
ensures your offering operates within appropriate regulatory boundaries from first contact through

capital commitment.

Virtual/.\d The Investor Acquisition System



Pillar 2: SEC/FINRA-Compliant
Funnels

The investor journey from awareness to committed capital involves multiple decision points, each
requiring carefully crafted messaging that educates while respecting securities advertising
regulations. Generic marketing funnels optimize for speed and conversion. Capital raise funnels
must balance investor education, regulatory compliance, and conversion efficiency, a

fundamentally different design challenge.
Our infrastructure provides:

Funnel architecture designed with regulatory requirements built in from the ground up. Every
component, landing pages, email sequences, investor education content, meeting booking
workflows, undergoes compliance review before deployment. We coordinate directly with issuer
counsel to ensure messaging aligns with offering documents, risk factors receive appropriate
emphasis, and claims remain within regulatory boundaries.

This coordination isn't a final check before launch; it's integrated throughout the design process.

The result: funnels that convert qualified investors efficiently while maintaining the compliance
standards institutional raises demand. Your investor relations team focuses on closing capital

rather than managing compliance issues mid-campaign.

Virtual/.\d The Investor Acquisition System



Pillar 3: Investor CRM & Document
Automation

Capital raises generate complex investor data that requires sophisticated management:
accredited investor verification status, subscription document completion progress, investor
communication history, capital commitment tracking, and meeting follow-up coordination.

Most CRMs are built for sales teams selling products or services. They lack the specialized

workflows capital formation demands.
Our system delivers:

Purpose-built investor management infrastructure including subscription document automation,
compliance-tracked communication protocols, and investor journey stage tracking from first touch
through capital deployment.

The system integrates with leading investor portals—DealMaker, Cashflow Portal, RealShare,
Equivesto, and Waverly—ensuring seamless data flow between marketing platforms, CRM
infrastructure, and subscription processing systems.

This integration eliminates manual data entry, provides real-time visibility into investor pipeline
health, and ensures your investor relations team operates with complete information at every
investor interaction. Automated workflows handle routine tasks (document reminders, meeting
confirmations, status updates) while your IR team focuses on high-value investor relationship
building.

Virtual/.\d The Investor Acquisition System
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Pillar 4: Source Attribution Tracking

The fundamental question every issuer needs answered: "Which marketing channels are actually
generating committed capital?”

Traditional marketing analytics track clicks, leads, and conversions. Capital raises require
attribution systems that track investors from first touch through committed capital, often across
months of touchpoints, multiple meetings, and complex decision processes.

Our infrastructure provides:

Sophisticated attribution tracking across all channels, connecting advertising platforms to CRM
to capital commitments. The system maintains complete investor journey history, enabling precise
analysis of which marketing sources produce qualified investors at what cost.

This visibility enables strategic budget allocation: you know definitively which channels acquire
accredited investors most efficiently, what investor education content drives subscription
completion, how different messaging approaches impact investor quality, and where optimization
opportunities exist throughout the investor journey.

Rather than making budget decisions based on surface-level metrics, you allocate capital
deployment with data-driven precision, optimizing not just for investor volume but for cost per
committed dollar.

Virtual/.\d The Investor Acquisition System
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Infrastructure Before
Campaigns

These four pillars represent the foundation every
institutional-quality capital raise requires. They're not
built after campaigns launch and problems emerge.
They're architected before the first dollar of ad spend is
deployed.

[J This infrastructure-first approach explains
why VirtualAd clients consistently achieve
lower investor acquisition costs, higher
subscription completion rates, and smoother
scaling as raises progress.

The systems work because they're designed specifically
for capital formation rather than adapted from
consumer marketing templates.

The next chapter details exactly how we build this
infrastructure through our systematic 9-step
performance process, the methodology that's
supported over S85M in capital raised across 15+
Regulation A+ offerings.

Virtual/Ad 12




CHAPTER 3: The
Investor Acquisition
Performance
System™

Building effective investor acquisition infrastructure
requires more than understanding what components
are needed, it demands a systematic implementation
process that integrates compliance considerations with

performance optimization at every stage.

The Investor Acquisition Performance System™
represents our disciplined 9-step approach, refined
across 15+ offerings and $S85M+ in committed capital.
Unlike ad-hoc marketing tactics, this methodology
ensures your investor acquisition system operates with
the rigor capital markets demand.

Built specifically for Regulation D, Regulation A+, and
Regulation CF offerings, every step integrates
compliance considerations with performance
optimization. The process begins with comprehensive
alignment on your raise objectives, then systematically
architects the infrastructure needed to achieve them.

Virtual/Ad



Step 1: Capital
Markets Attribution
Framework™

Effective investor acquisition begins with proper
measurement infrastructure. Before launching any
campaigns, we establish the attribution systems that
will guide all optimization decisions throughout your

raise.

Our measurement framework establishes investor
source tracking, cost per qualified investor analytics,
accredited vs. non-accredited conversion analysis,
subscription completion monitoring, and capital
commitment attribution across all channels.

This foundation enables comprehensive alignment on
raise goals: target capital amounts, investor acquisition
cost targets, accredited investor percentage
requirements (where applicable), and realistic timelines

to close based on investor volume modeling.

Your Capital Markets Strategist analyzes historical
offering data and industry benchmarks to project the
investor volume required and budget parameters
needed to achieve your capital formation objectives.
This analysis ensures expectations align with market
realities before significant resources are deployed.

Virtual/Ad 14




Step 2: Account
Transition & Initial
Optimizations

During the first two weeks of engagement, we optimize
the complete infrastructure supporting your capital
raise. This includes organizing account structure and
naming conventions, validating tracking and attribution
systems, refining targeting parameters across
platforms, and resolving performance bottlenecks that

may already exist.

We deploy core CRM workflows essential for capital
raises: welcome sequences for new prospects, thank-
you sequences after meetings, abandoned subscription
reminders for prospects who started but didn't
complete documentation, and meeting-booking follow-

ups to maximize show rates.

Critically, we integrate your systems with investor
portals such as DealMaker, Cashflow Portal, RealShare,
Equivesto, and Waverly. These integrations ensure
seamless data flow from marketing platforms through
CRM to subscription completion—eliminating manual
data entry and providing real-time visibility into investor
pipeline health.

This sprint ensures your investor acquisition system is
organized, compliant, and ready to scale efficiently
before significant advertising budget is deployed.

Virtual/Ad



Step 3: The VirtualAd
Campaign Launcher™

Ensuring your campaign strategy executes flawlessly
requires systematic translation from strategic vision to
tactical implementation. All campaign details and = i
% -*%*“
strategic direction flow through our proprietary SO ,CD ~

VirtualAd Campaign Launcher™ system.

This internal tool guides our team in building and
deploying campaigns with precision, ensuring targeting,
creative messaging, sequencing, and budget allocation
execute exactly as intended.

The Campaign Launcher maintains complete
documentation of campaign logic, making it easy to
test new approaches, launch additional campaigns as
the raise progresses, and maintain consistency across
all platforms.

This systematic approach eliminates the
communication breakdowns that cause campaigns to
drift from strategic intent. We continually use the
VirtualAd Campaign Launcher™ to introduce new
tactics, test messaging variations, and implement
optimization recommendations, all while maintaining
strategic alignment and operational discipline.

Virtual/Ad 16




Step 4: Ongoing
Compliance
Coordination

Capital raise marketing demands continuous regulatory
alignment, not just pre-launch approval. We establish

regular review cycles to ensure ongoing compliance:

o Weekly materials reviews for any campaign changes

» Monthly coordination with issuer counsel on
messaging evolution

« Continuous monitoring of FINRA advertising

guidelines and platform policy updates

« Investor inquiry tracking to identify potential
compliance concerns

« Offering material accuracy verification as campaign
assets age

» Regulatory landscape monitoring to adapt to
industry developments

This proactive coordination ensures potential
compliance issues are identified and resolved before
they impact campaign performance or create
regulatory exposure. Your issuer counsel remains
informed of marketing activities, and all materials
maintain alignment with offering documents
throughout the raise.

Virtual/Ad
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Step 5: System
Organization & Audit
Trail Management

Audit Logs

-
]
-

Strong organizational systems and comprehensive
documentation are critical for regulatory examinations
and operational efficiency. We deploy consistent
naming conventions across all platforms, with
campaigns structured by investor acquisition phase
(awareness, qualification, education, commitment),
events tagged for investor journey tracking, and assets
organized by compliance review status.

Complete audit trails are maintained for all investor-
facing materials, with version control systems ensuring
we can demonstrate regulatory review documentation
for every asset. When materials are updated or retired,
documentation explains the rationale, providing the
examination-ready record-keeping capital raises

require.

This organizational discipline improves both team

efficiency and regulatory preparedness. Your investor
relations team accesses information quickly, and your
compliance documentation withstands regulatory

scrutiny.

Virtual/Ad 18




Step 6: Daily System
> = Monitoring &
Compliance
Oversight

Every day, your dedicated Investor Acquisition Manager
conducts comprehensive system checks to ensure
campaigns operate smoothly while maintaining

regulatory compliance.

Daily monitoring includes platform performance
validation to catch technical issues immediately,
investor inquiry monitoring to ensure prompt response,
subscription document completion tracking to identify
bottlenecks, accredited investor verification status
reviews, compliance alert monitoring for platform policy
issues, and proactive identification of optimization

opportunities within regulatory boundaries.

This vigilant oversight prevents small issues from
becoming campaign-disrupting problems. Technical
glitches are resolved before they impact investor
experience, compliance concerns are addressed
proactively, and optimization opportunities are
identified systematically rather than discovered

reactively.

Virtual/Ad 9




Step 7: Continuous
Investor Acquisition
Optimization

Strategic improvements enhance campaign efficiency
and conversion while respecting compliance
boundaries. Ongoing optimization includes refining
accredited investor targeting parameters to improve
qualification rates, enhancing subscription document
completion rates through workflow improvements,
increasing investor education content effectiveness
based on engagement analysis, reallocating budget to
highest-performing investor sources, optimizing investor
qualification workflows to reduce friction, testing
compliance-approved messaging variations to improve
conversion, and analyzing investor journey drop-off
points for systematic improvement.

These optimizations are implemented systematically,
not in response to panic or hunches, but based on
data-driven analysis of what's actually moving qualified
investors toward capital commitment. Each change is
evaluated for both performance impact and regulatory

appropriateness before deployment.

Virtual/Ad 20




Step 8: Rigorous
Capital Raise
Performance System

Maintaining consistent progress toward raise goals
requires disciplined performance management. Our
system includes twice-weekly team reviews analyzing
prior week investor acquisition metrics, upcoming week
strategic priorities, and compliance considerations

requiring attention.

Internal tracking monitors qualified investor volume,
cost per investor trends, subscription completion rates,
and capital commitment progress against targets.

Monthly compliance reviews assess all materials,
coordinate with legal counsel, and integrate regulatory
updates into campaign operations.

Quarterly strategic sessions provide comprehensive
analysis of raise progress, investor acquisition cost
optimization opportunities, and planning for upcoming
offering milestones.

This multi-layered oversight ensures accountability,
maintains alignment between all team members, and
provides early warning when adjustments are needed to

achieve raise objectives.
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Step 9: Proactive
Issue Resolution &
Risk Management

Despite careful planning, obstacles inevitably emerge
during capital raises. Vigilant monitoring enables rapid
response. Our team monitors for platform-level issues
including ad disapprovals, account restrictions, and
delivery problems; compliance concerns such as
content flagged for review or investor complaints;
system issues affecting tracking, CRM connectivity, or
investor portal integration; and regulatory updates
including guideline

Virtual/Ad 22




The System in
Practice

These nine steps work together as an integrated
system, not a linear checklist. Compliance coordination
occurs continuously while optimization happens
systematically. Attribution insights inform strategic
decisions while daily monitoring prevents operational
breakdowns.

[ The result: investor acquisition infrastructure
that performs consistently throughout your
raise, adapts to changing conditions without
losing compliance discipline, and creates a

foundation for future capital formation efforts.

This systematic approach explains the results detailed
in Chapter 6, not just aggregate numbers, but
sustainable performance that holds throughout multi-
month raises as systems scale from early investors to
campaign completion.

Virtual/Ad 23




Real Estate

Allocation %

CHAPTER 4: Strategic
Capital Deployment
Management

Your marketing budget represents a significant investment in
capital formation success. How those dollars are allocated,
across channels, investor acquisition phases, and campaign
types, directly impacts both the efficiency of your raise and
the ultimate cost of capital.

Yet most issuers and their marketing partners approach
budget management reactively: spending until performance
declines, then shifting resources without systematic analysis
of what's actually driving committed capital.

Strategic capital deployment requires a fundamentally
different approach.

Beyond Simple Budget
Allocation

Traditional marketing budget management focuses on
maintaining consistent spend levels and achieving target
metrics like cost-per-lead or return on ad spend.

Capital raises demand more sophisticated planning. Your
Capital Markets Strategist ensures marketing expenditure
aligns with raise milestones and investor acquisition cost
targets. While initial budget plans are established during
onboarding, we recognize that actual deployment fluctuates
based on investor acquisition performance and offering
phase. Budget adjustments are always coordinated with you
before implementation, never made unilaterally based on
platform performance alone. This coordination ensures
marketing spend aligns with your capital availability, investor
relations capacity, and strategic priorities as the raise
progresses.



The Capital Raise Budget Framework

Our internal Capital Allocation Model distributes monthly investment across four strategic categories, each serving distinct functions in the investor acquisition

system:
0 209
40% Yo
Accredited Investor Targeting Investor Education Content

The largest allocation focuses on reaching and qualifying accredited investors Substantial budget supports the educational content that moves qualified
(where applicable to your offering structure). This investment drives campaigns prospects toward investment decisions. This includes investor education
specifically designed to attract investors meeting accreditation requirements, sequences explaining offering terms and investment thesis, risk factor

with messaging and targeting parameters optimized for this audience. communication ensuring informed decision-making, offering structure

explanations for complex securities, and market context content positioning your

This allocation isn't simply "awareness advertising." It encompasses the complete
offering within broader investment landscapes.

qualification funnel: initial targeting to reach accredited investor audiences,
educational content introducing your offering, qualification workflows verifying This allocation recognizes a fundamental truth: investors commit capital when
investor status, and optimization to improve cost-per-qualified-investor over time. they understand the opportunity, not when they're subjected to aggressive
conversion tactics. Budget invested in education typically produces higher-
quality investors with better completion rates than budget allocated solely to
acquisition volume.

25% 15%

Retargeting Qualified Prospects Subscription Completion Optimization
Significant resources focus on prospects already in your system who haven't yet The final allocation targets the bottom of the funnel: prospects who've begun
committed capital. This includes retargeting campaigns reaching prospects who subscription documentation but haven't completed the process. This includes
engaged but didn't complete subscription documents, re-engagement sequences  abandoned subscription recovery campaigns, document completion assistance
for prospects who became inactive, meeting no-show recovery to convert and support, meeting follow-up sequences after investor relations conversations,
booked-but-missed appointments, and subscription completion optimization for and final commitment encouragement for prospects nearing completion.
prospects who started but didn't finish documentation. While this represents the smallest budget allocation, it addresses one of the most
This allocation often produces the highest return on investment, these prospects costly problems in capital raises: prospects who invest time in subscription
have already demonstrated interest and cleared initial qualification hurdles. processes but don't complete them. Even modest improvements in completion
Strategic retargeting moves them toward commitment more efficiently than rates substantially impact overall investor acquisition costs.

acquiring entirely new prospects.
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Dynamic Allocation Throughout the Raise

This 40/20/25/15 framework represents typical allocation, but actual distribution shifts based on offering type
and raise phase.

Early in a raise, more budget typically flows toward accredited investor targeting and education—building the
pipeline of qualified prospects your investor relations team will convert.

Mid-raise, as qualified prospect volume builds, allocation shifts toward retargeting and completion
optimization—maximizing conversion from existing pipeline before investing in new prospect acquisition.

Late in a raise, particularly as you approach target capital, allocation becomes highly dynamic—sometimes
pausing new acquisition entirely to focus on converting existing pipeline, other times accelerating acquisition
if investor relations capacity can handle additional volume.

Throughout these shifts, the allocation model maintains discipline: budget follows strategic priorities rather
than simply flowing toward whatever channel showed good performance last week.

Beyond the 70/30 Rule

Traditional marketing often follows a 70/30 or 80/20 rule: allocate most budget to new customer acquisition,
reserve a smaller portion for retargeting existing prospects. Capital raises require more nuanced thinking. The
optimal split between new investor acquisition and existing prospect nurture varies significantly by:

« Offering structure - Reg CF campaigns with lower minimum investments often emphasize volume; Reg D
506(c) offerings with higher minimums focus more heavily on relationship nurturing

- Investor relations capacity - Teams that can handle high meeting volume benefit from aggressive
acquisition; smaller IR teams optimize by maximizing conversion from existing pipeline
- Raise timeline - Longer raises allow more gradual acquisition; compressed timelines may require

aggressive early acquisition followed by intensive conversion focus

- Market conditions - In favorable fundraising environments, acquisition efficiency may justify higher
acquisition allocation; in challenging markets, converting existing pipeline often provides better returns

Your Capital Markets Strategist continuously evaluates these factors, recommending allocation adjustments
that align marketing investment with raise realities rather than following generic formulas.

Virtuql/.\d The Investor Acquisition System
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Transparency in Capital Deployment

Unlike agencies that obscure budget allocation or optimize primarily for their own reporting
metrics, we maintain complete transparency in how your capital is deployed. You receive regular
reporting showing allocation across the four strategic categories, performance metrics for each
allocation bucket, cost-per-investor trends by channel and campaign type, and recommendations

for allocation adjustments with clear rationale.

This transparency ensures you understand not just how much is being spent, but why allocation
decisions are made and what results each investment category produces. Budget becomes a
strategic lever you control rather than an opaque agency process you simply fund.

The Compounding Effect

Strategic capital deployment doesn't just improve immediate campaign performance, it creates
compounding advantages throughout your raise. Lower investor acquisition costs free up budget
to reach more prospects. Higher subscription completion rates reduce the investor volume needed
to hit capital targets. Better attribution data enables increasingly precise allocation decisions.

Systematic optimization improves efficiency continuously rather than in sporadic bursts.

These advantages compound over multi-month raises, explaining why VirtualAd clients typically
see improving cost-per-investor metrics as campaigns mature rather than the efficiency decline

most issuers experience as they exhaust their most responsive audience segments.

The next chapter details how this systematic approach comes together in practice through our
structured 6-week implementation process, the proven methodology that takes offerings from
initial planning to active investor acquisition in a predictable timeline.

Virtual/.\d The Investor Acquisition System
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CHAPTER 5: The 6-
Week Implementation
Process

Understanding the systems and methodology that drive
successful capital raises is valuable, but issuers need to
know what working with VirtualAd actually looks like in
practice. Our 6-week implementation process provides
a structured timeline from engagement to active
investor acquisition. Every phase integrates compliance
considerations, regulatory awareness, and institutional
best practices to ensure your investor acquisition
system operates with the rigor capital markets demand.

This isn't an arbitrary timeline. Six weeks represents the
minimum period required to properly build compliance-
reviewed infrastructure, coordinate with issuer counsel,
integrate systems, and establish the foundation for
sustainable investor acquisition throughout your raise.



Week 1: Seamless Integration

Implementation begins with establishing secure connections across your entire capital raise
technology stack. We connect to your advertising platforms, CRM infrastructure, and investor
documentation systems, coordinating a streamlined onboarding process that consolidates all
capital raise assets into a unified system.

This integration phase is more comprehensive than typical marketing onboarding. Beyond
advertising platform access, we establish connections to your issuer counsel for compliance
coordination, investor portal providers for subscription tracking, and your investor relations team

for workflow alignment.

The goal: complete visibility across every component of your investor acquisition system, enabling
coordinated optimization rather than siloed campaign management.

Week 2: Investor Market Intelligence &
Positioning

With systems integrated, we conduct comprehensive competitive analysis and investor sentiment
research to understand the landscape your offering enters. Our team analyzes competing
offerings in your sector, investor messaging approaches currently in market, audience targeting
strategies being deployed by similar issuers, and positioning opportunities that differentiate your
offering.

This research informs the messaging architecture that will guide all investor-facing
communications: how your offering is positioned relative to alternatives, what investor concerns
must be addressed proactively, which value propositions resonate most strongly with target
investor segments, and how to establish credibility and differentiate your offering in the market.

The output: a clear messaging framework reviewed by your issuer counsel to ensure regulatory
alignment before any creative development begins.

Virtual/.\d The Investor Acquisition System
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Week 3: Capital Raise Economics &
Funnel Architecture

Week three establishes alignment on core raise metrics and designs the funnel architecture that
will convert prospects into committed capital. We establish clear targets for cost of acquisition,
lifetime value parameters, budget allocation across channels, and investor volume required to
achieve capital goals, utilizing our proprietary Capital Raise Measurement Framework™ to

architect your funnel and CRM strategy.

This isn't generic funnel design. We map the complete investor journey specific to your offering:
awareness and initial interest generation, accredited investor qualification workflows (where
applicable), education sequences explaining offering structure and investment thesis, meeting
booking and investor relations handoff protocols, subscription document completion processes,
and capital commitment tracking.

Each stage is designed with both conversion optimization and compliance requirements in mind.
The funnel doesn't just move investors toward commitment, it ensures they're properly qualified,
adequately educated, and processed through compliant workflows at every stage.

Week 4: Attribution Infrastructure for
Capital Formation

With funnel architecture defined, we deploy comprehensive tracking systems connecting
advertising platforms to CRM to capital commitments. This attribution infrastructure provides
complete visibility into investor drop-off points, enabling proactive optimization before capital
efficiency is compromised.

We implement multi-touch attribution tracking investor journeys across weeks or months,
accredited vs. non-accredited conversion analysis, subscription document completion monitoring,
capital commitment source attribution, and real-time funnel health dashboards.

These systems don't just track what happened, they provide predictive insights into where investor
journeys are breaking down and what interventions will improve completion rates. The
infrastructure established this week becomes the foundation for all optimization decisions
throughout your raise, ensuring changes are data-driven rather than based on hunches or

surface-level metrics.

Virtual/.\d The Investor Acquisition System
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Week 5: Compliance-Reviewed
Creative Development

Our team develops investor-facing advertisements, copy, and communications utilizing our
Strategic Narrative Framework, ensuring all materials are SEC-conscious and conversion-

optimized.

This creative development process differs fundamentally from traditional marketing: Every asset is
designed with investor psychology and regulatory expectations in mind. We develop educational
content that builds trust rather than urgency-driven copy that creates compliance risk. Risk
factors receive appropriate emphasis without undermining investment thesis. Claims remain within

regulatory boundaries while still compelling investor interest.

All creative undergoes your review and approval prior to deployment, and critically, coordination
with your issuer counsel ensures materials align with offering documents and advertising

guidelines before any prospect sees them.

This compliance-first approach prevents the costly mid-campaign creative pulls that plague

issuers who prioritize speed over regulatory alignment.

Week 6: Final Audit & System
Activation

The final implementation week involves comprehensive compliance and performance audits
across all channels before system activation. We conduct thorough reviews of all investor-facing
materials verifying compliance alignment, tracking and attribution validation ensuring accurate
data collection, subscription document workflow testing to confirm seamless investor experience,
investor portal integration verification, and soft launch preparation with limited initial budget to
validate system performance.

Upon completion of these audits and successful soft launch validation, we activate your investor

acquisition infrastructure, fully automated, optimized, and engineered for capital formation.

This disciplined launch approach prevents the chaotic "turn on ads and hope for the best"
methodology most issuers experience. Your system goes live only after every component has been
tested, validated, and confirmed compliant.

Virtual/.\d The Investor Acquisition System
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Beyond Week 6: Continuous
Optimization & Performance
Reporting

System activation marks the beginning of ongoing optimization, not the end of our engagement.

Following system activation, you receive comprehensive monthly reporting including:

Cost per investor acquisition Conversion rate metrics by source

analysis

Detailed breakdown of acquisition costs by
source channel, campaign type, and
investor segment, with trend analysis

showing improvement over time.

Accredited vs. non-accredited
investor segmentation

For offerings where this distinction matters,
clear visibility into investor composition and
qualification rates.

Campaign compliance review
documentation

Ongoing verification that all materials
remain aligned with regulatory
requirements as campaigns evolve and

market conditions change.

channel

Understanding which traffic sources
produce investors who actually commit
capital, not just prospects who show initial
interest.

Capital commitment pipeline
tracking

Real-time understanding of investor
progression from initial interest through
committed capital, with predictive

modeling of likely completion rates.

Investor journey optimization
recommendations

Data-driven suggestions for improving
conversion rates at each funnel stage,

always within regulatory boundaries.

This reporting provides complete transparency into investor acquisition performance—not just
surface-level metrics that look good in presentations, but the deep analytics that enable strategic

optimization throughout your raise.

Virtual/Ad
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Predictable Timeline, Proven
Methodology

Six weeks from engagement to active investor acquisition represents a significant commitment
compared to agencies that promise immediate campaign launches. But this timeline exists for
good reason: proper infrastructure can't be rushed without creating compliance risk or operational
dysfunction. The issuers who try to accelerate implementation typically spend far more time and

money fixing problems that emerge from inadequate preparation.

(). Our structured process has guided 15+ offerings through successful implementation,
supporting over $85M in committed capital.

The methodology works because it respects both the complexity of capital formation and the

regulatory environment in which these campaigns operate.

The next chapter presents the results this systematic approach delivers—not theoretical
projections, but actual outcomes from FISYN, Greenfield Robotics, McGillivray Capital Partners,

and other issuers who've built investor acquisition systems using this proven methodology.
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CHAPTER 6: Proven
Results in Capital
Formation

Methodology and infrastructure matter only if they
deliver measurable results. This chapter presents the
actual outcomes VirtualAd's systematic approach has
produced across diverse capital raise campaigns, not
projections or estimates, but verified performance from
real offerings.

= MCGILLIVRAY
Fl/’§ CAPITAL PARTNERS

ISYN GREENFIELD
---------------------- ROBOTICS

Virtual/Ad
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Case Study: FISYN
(Texas Commercial
Real Estate)
The Challenge

FISYN, a Texas-based commercial real estate
investment firm, needed to establish a scalable
investor acquisition framework capable of supporting
ongoing capital raises for their land-backed
investment opportunities. The firm required more
than campaign management, they needed
systematic infrastructure that could predictably
generate qualified investor meetings while
maintaining the compliance standards appropriate

for securities offerings.

The Solution

VirtualAd implemented the complete Investor
Acquisition Performance System™, including
compliance-reviewed funnel architecture, meeting
booking automation, investor CRM workflows, and
attribution tracking connecting marketing sources to

committed capital.
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FISYN: Observed Outcomes

As a result of the engagement, FISYN established a more organized and transparent investor acquisition framework, including:

3,300+ 100% \Z

Investor Meetings Booked Predictable Scaling Cost Efficiency
Within the first 11 months of system Established a predictable and scalable Overall cost of capital outperformed
operation meeting booking funnel that consistently original forecasting targets,
delivered qualified prospects to their demonstrating superior efficiency
investor relations team compared to initial projections

- Enabled cost-efficient, predictable scaling of capital raise efforts as the firm expanded their offering portfolio

. Created opportunities for launching new funds and projects based on the investor pipeline the system generated

« Clearer investor messaging and positioning that resonated with target investor segments

- Improved internal visibility into inquiries and follow-ups, enabling better investor relations coordination

. Better-defined meeting and nurture workflows that maximized conversion from initial interest to committed capital
« Systems capable of supporting ongoing fundraising efforts rather than requiring rebuild for each new offering

While individual outcomes naturally vary, the infrastructure VirtualAd helped put in place created a foundation FISYN could continue
to build on.

Client Perspective

Reflecting on the experience, Ron McVaney highlighted several aspects of the partnership: The level of preparation and organization
across the VirtualAd team, the ability to anticipate needs rather than react to problems, a strong sense of alignment around goals
and expectations, and consistent professionalism and responsiveness.

"When is the Jast time you can remember buying something and it being better than you thought it was going to be? in other
words, that it was actually undersold.”

— Ron McVaney, FISYN

Key Takeaways

. Effective investor acquisition requires structured systems, not ad-hoc tactics
. Compliance-aware messaging is essential in regulated environments
- Clear internal processes improve both investor experience and team efficiency

. Collaboration and responsiveness matter as much as technical execution

Virtual/Ad The Investor Acquisition System
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S

GREENFIELD
ROBOTICS

Case Study:
Greenfield Robotics
(Agricultural
Technology)

The Challenge

Greenfield Robotics, an agricultural technology
company developing autonomous weeding robots,
sought to raise capital through Regulation CF to fund
continued development and market expansion. The
company needed to reach mission-aligned investors
interested in sustainable agriculture technology while
navigating the regulatory requirements and
investment limits specific to Regulation CF offerings.

The Solution

VirtualAd developed a structured investor messaging
framework and multi-channel execution strategy
designed for the Regulation CF structure,
emphasizing investor education about both the
technology and the investment opportunity. The
campaign utilized iterative testing and optimization
to refine messaging and targeting as the raise
progressed, with all creative assets coordinated
through compliance review processes appropriate for
crowdfunding offerings.

Virtual/Ad
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Greenfield Robotics: Results

$1.2M 7%

Regulatory Maximum Reached Top Performer
The Regulation CF campaign reached its Reaching the $IM+ milestone placed the
regulatory maximum of $1.2 million, the highest campaign among the approximately 7% of
amount permitted under Greenfield's offering Regulation CF raises that achieve that level
structure.

Due to investor interest, the campaign was oversubscribed, requiring Greenfield to return some capital
in accordance with regulatory limits governing Regulation CF raises.

Beyond the capital raised, the campaign provided Greenfield with:

» Experience operating a regulated crowdfunding raise
« Broader exposure to mission-aligned investors interested in sustainable agriculture

« Early validation of investor interest in the company's approach to agricultural technology

Client Perspective

Reflecting on the experience, CEO Nandan Kalle highlighted the collaborative nature of the
engagement and VirtualAd's willingness to adapt as the campaign evolved. He noted:

o Consistent communication and responsiveness throughout the campaign
o A team-based approach rather than a single point of contact
« Support across multiple strategies and tactics as the raise progressed

« A sense of partnership throughout the campaign lifecycle

Key Takeaways

» Regulation CF provided Greenfield with an alternative path aligned with its mission and audience
o A structured investor messaging framework helped guide campaign assets and communication

« lterative testing and optimization supported campaign progress toward the maximum raise

o Multi-channel execution allowed flexibility throughout the raise

o The campaign successfully reached its maximum allowable raise amount

Virtual/Ad The Investor Acquisition System
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Case Study:
McGillivray Capital
Partners (Real
Estate Investment)
The Challenge

McGillivray Capital Partners needed to build
sophisticated investor acquisition infrastructure
capable of supporting ambitious fundraising targets
while maintaining the efficiency and transparency
institutional investors expect. The firm required more
than incremental improvement, they needed
systematic transformation of their digital marketing

approach to support accelerated capital formation.

||"I
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McGillivray Capital Partners:
The Results

Our digital campaign's targeted approach delivered significant results, enhancing investor inquiries
and engagement:

Surpassed Goal
Ahead of Schedule

In 12 months, McGillivray
Capital Partners surpassed
their $20M fundraising
target. As a result, the firm
set a new investment goal
by extending its target by
an additional S20M,
demonstrating the
scalability of the
infrastructure VirtualAd

helped implement.

Enhanced CRM
Efficiency

VirtualAd's CRM overhaul
optimized sales pipeline
stages, outreach
procedures, and email
automation for McGillivray,
ensuring streamlined
operations and laying the
groundwork for future
campaigns. The
infrastructure established
clear workflows from
prospect inquiry through
capital commitment.

Client Perspective

"We've been very pleased this year with the way things have gone. We had a goal that we were

Implemented Data-
Driven Fundraising
Strategies

Our real-time dashboard,
advanced tracking, and
precise forecasting
streamlined fundraising for
McGillivray Capital
Partners. This approach
aligned ad budgets with
projected leads, meetings,
and investments, boosting
confidence in future
fundraising efforts and
enabling strategic resource
allocation based on actual
pipeline data rather than
estimates.

trying to reach within 18 months and we ended up reaching that goal in 12 months. That was

really great and dligital marketing was a big part of that.”

— Lauren Flanagan, Director of Marketing & Communications, McGillivray Capital Partners

Virtual/Ad
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What These Results Demonstrate

Across different offering structures, raise sizes, and industry sectors, several consistent patterns

emerge:

01

02

Infrastructure Outperforms Tactics

Systematic approaches consistently produce
better results than ad-hoc campaign
management, even when the ad-hoc approach
involves sophisticated tactics. The difference
lies in how components integrate rather than
the sophistication of individual pieces.

03

Compliance and Performance Aren't
Opposed

Compliance-forward design doesn't limit
performance—it creates sustainable efficiency
by preventing the costly mid-campaign
disruptions that plague issuers who prioritize

speed over regulatory alignment.

O4

Attribution Enables Optimization

Sophisticated tracking connecting marketing
sources to committed capital provides the

insights necessary for continuous improvement.

Without this visibility, optimization becomes
guesswork.

Scalability Requires Foundation

The issuers who successfully scale from early
investors to campaign completion are those
who built proper infrastructure from the start
rather than trying to retrofit systems as

problems emerge.

The Investor Acquisition System
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Performance Is Not Guaranteed and
Results May Vary

[ The outcomes presented in this chapter represent actual results from specific
engagements under particular market conditions. They are provided for illustrative
purposes to demonstrate the methodology's application across different offering types

and raise structures.

Individual results depend on numerous factors including offering structure, market conditions,
investor relations capacity, capital availability for marketing investment, issuer counsel

coordination, and sector-specific dynamics affecting investor interest.

VirtualAd's role is building infrastructure and executing systematic investor acquisition, outcomes
ultimately depend on the complete capital raise ecosystem including offering terms, management
team credibility, market timing, and factors beyond marketing control.

The next chapter helps you evaluate whether this systematic approach aligns with your offering's
needs and current stage, because not every issuer is positioned to benefit from institutional-grade

infrastructure, and transparency about fit serves everyone's interests.
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CHAPTER 7:Is This
Right for Your
Offering?

VirtualAd's systematic approach to investor acquisition
delivers results for issuers with specific characteristics
and needs. Not every capital raise benefits from
institutional-grade infrastructure, and clarity about fit

serves both issuers and our team.

This chapter provides transparent criteria to help you
evaluate whether our methodology aligns with your
offering's current stage, structure, and strategic

priorities.

Virtual/Ad
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You're a Good Fit If:

Raising $5M+ Through Reg D,
506(c), Reg A+, or Reg CF

Our infrastructure is built for meaningful
scale. While smaller raises can succeed,
the economics and impact are strongest
when applied to raises with hundreds of
investors and millions in committed
capital. We support Reg D and Reg CF
structures with compliance-first systems
that scale efficiently.

Can Handle 2-5X Projected
Investor Volume if Acquisition
Exceeds Expectations

Effective acquisition systems often
outperform projections. You should have
the IR team capacity, onboarding
processes, and capital deployment plans
to manage increased demand without

overwhelming operations.

Have Issuer Counsel and Offering
Documentation in Place

Successful investor acquisition requires
close coordination with legal counsel. If
your offering documents are complete
and counsel is engaged, we can move
efficiently through compliance reviews
and campaign execution. If not, legal
foundations should be finalized first.

Serious About Building
Institutional-Quality Investor
Acquisition

Our 6-week implementation and
compliance-first methodology require
active issuer involvement. This is not a
hands-off engagement. Issuers who treat
investor acquisition as a core strategic
function—and collaborate on planning,
messaging, and optimization—see the

strongest results.
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We May Not Be Right If:

Looking for Quick-Fix Ad
Campaigns Without Compliance
Infrastructure

If your priority is immediate traffic or leads
without compliance-first infrastructure, our
methodology will feel too deliberate. We
optimize for sustainable, regulated
performance—not rapid launches at the

expense of rigor.

Issuers Who Don't Have Capital to
Invest

Effective investor acquisition requires
meaningful investment. If budget
constraints limit your ability to support
systematic campaigns, lighter-weight or
organic approaches may be more
appropriate until traction is established.

Virtual/Ad

Raising Under $5M Without
Established Legal Framework

Our infrastructure is optimized for scale. If
your raise is under $5M or offering
documents and issuer counsel aren't
finalized, it's best to complete the legal
foundation before layering on
sophisticated investor acquisition.

Issuers Who Don't Have Product-
Market Fit or Validation

Marketing amplifies what already works—it
doesn't create product-market fit. If
investor demand, thesis clarity, or credibility
aren't proven, focus first on strengthening

fundamentals before scaling acquisition.
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The Self-Assessment Questions

Beyond these general criteria, consider these specific questions:

Legal and Compliance:

« Do we have experienced issuer counsel
engaged in our offering?

« Are offering documents complete and

reviewed?

« Is our counsel prepared to coordinate on
marketing materials review?

« Do we understand the regulatory
requirements specific to our exemption
structure?

Operational Readiness:

o Can our investor relations team handle 20+

qualified investor meetings monthly?

« Do we have systems to track investors from
inquiry through capital commitment?

« Can we provide timely follow-up to
prospects who express interest?

« Are subscription processes clear and
efficient?

Strategic Commitment:

Are we prepared to invest 6 weeks in proper
infrastructure implementation?

Can leadership participate actively in

strategic planning and oversight?

Are we committed to a compliance-first
approach even when it limits tactical
options?

Do we view investor acquisition as core
strategic capability, not just tactical

execution?

Financial Capacity:

Can we sustain S15K-S50K monthly
marketing investment for the raise
duration?

Do we have adequate capital reserves to
handle slower-than-expected ramp

periods?

Are we prepared to invest in infrastructure

before seeing immediate returns?

Do offering economics support marketing
investment at this level?

[J If you answered "yes" to most questions in each category, VirtualAd's systematic

approach likely aligns well with your needs and current stage.

If you answered "no" to multiple questions in any category, addressing those gaps before

engaging sophisticated marketing infrastructure typically produces better outcomes than

proceeding prematurely.

Virtual/.\d The Investor Acquisition System
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The Honest Conversation

Our intake process involves direct conversation about these criteria—not to create barriers, but to
ensure mutual fit and set realistic expectations. We occasionally recommend issuers delay
engagement until specific prerequisites are met: completing legal documentation, strengthening

team capacity, securing additional operating capital, or refining offering fundamentals.

These recommendations serve everyone's interests. Engagements launched prematurely create
frustration for issuers and compromise results. Engagements launched when proper foundations
exist typically exceed expectations and create long-term relationships.

The next chapter details our capital markets qualifications, the expertise, partnerships, and
experience that enable our team to build infrastructure appropriate for regulated securities

offerings rather than adapted from consumer marketing templates.

Virtual/.\d The Investor Acquisition System
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CHAPTER 8: Our
Capital Markets
Qualifications

Building investor acquisition infrastructure for securities
offerings requires specialized expertise that extends far
beyond traditional digital marketing capabilities. This
chapter details the qualifications, partnerships, and
experience that position VirtualAd to operate effectively

in regulated capital markets.

Virtual/Ad
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Our Capital Markets Expertise

5T

Virtual/Ad

Combined 15+ Years
Experience in Securities
Marketing

Our experience is purpose-built for
capital markets—not adapted from
general marketing. We specialize in Reg
D, Reg A+, and Reg CF across diverse

alternative investment sectors.

Direct Coordination with Top-
Tier Securities Counsel

We coordinate closely with top-tier
securities counsel throughout
campaign execution, enabling efficient
compliance reviews, proactive risk
identification, and sustained campaign
momentum.

Ongoing Regulatory Training
and FINRA Guideline Education

Our team stays current through
continuous education on FINRA and
SEC guidelines, platform policies, and
evolving compliance standards—
ensuring our protocols reflect today'’s

regulatory environment.

1%

&

Strategic Partnerships with
Leading Issuers Across Diverse
Alternative Investment Sectors

We work alongside best-in-class issuers
across real estate, technology,
agriculture, and infrastructure—
supporting institutional-quality capital

formation and insight-driven execution.

Supported $85M+ in Capital
Raises Across Reg D, Reg A+,
Reg CF

Our methodology has supported over
S85M in committed capital across 15+
offerings, spanning varying raise sizes,
investor profiles, and regulatory
structures.

Integration Partnerships with
North Capital, DealMaker, and
Leading Investor Portals

We integrate directly with platforms like
North Capital, DealMaker, and leading
CRMs to deliver full-funnel visibility—
from first touch to capital commitment
—without manual handoffs.

The Investor Acquisition System
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Specialized Team Structure

Our team is organized by specialization to ensure deep expertise across investor acquisition.

@

Capital Markets
Strategy

Deep understanding of
investor psychology,
offering positioning, and
securities regulations. This
specialization develops
comprehensive investor
acquisition strategies
tailored to each offering
type, ensuring messaging
and funnel architecture
align with both regulatory
requirements and investor

decision processes.

Creative & Content Development

Develops institutional-grade marketing
assets with regulatory compliance built in
from concept through execution. This team
creates investor education content that
builds confidence while maintaining
appropriate regulatory boundaries, ensuring
creative assets serve both conversion and

compliance objectives.

Virtual/Ad

Investor Acquisition
& Analytics

Technical expertise in
accredited investor
targeting, campaign
optimization, and investor
journey analytics. This
team implements
sophisticated attribution
systems designed
specifically for capital
formation, tracking
investors from first touch
through committed capital
and providing the data
foundation for all

optimization decisions.

offerings require.

The Investor Acquisition System

Compliance & Legal
Coordination

Ensures all marketing
materials align with FINRA
advertising guidelines and
issuer counsel
requirements. This
specialization maintains
complete audit
documentation for
regulatory review,
coordinates ongoing
materials assessment as
campaigns evolve, and
provides the compliance
oversight capital markets
demand.

Technology & Systems Integration

Builds and maintains investor acquisition
infrastructure including CRM automation,
qualification workflows, and integration with
leading investor portals. This specialization
ensures technical systems operate reliably
at scale while maintaining the data security
and audit trail documentation securities
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What This Expertise Enables

These qualifications translate directly into practical advantages for issuers:

£

%

Faster
Implementation

Experience across 15+
offerings means we've
encountered and solved the
common implementation
challenges. Your
engagement benefits from
this accumulated
knowledge rather than
learning through trial and

error at your expense.

&

Efficient Counsel Coordination

Established processes for securities counsel
collaboration mean materials move through
compliance review efficiently, maintaining
campaign momentum while ensuring

regulatory alignment.

Virtual/Ad

9,

Proactive Compliance
Management

Deep regulatory knowledge
enables us to identify
potential compliance issues
before they emerge,
preventing the costly mid-
campaign disruptions that
plague issuers working with
non-specialist agencies.

i

Sophisticated
Attribution

Technical expertise in
capital markets analytics
provides visibility into
investor acquisition
performance that generic
marketing dashboards can't
deliver—enabling
optimization based on cost
per committed dollar rather
than surface-level metrics.

O

Cross-Industry Perspective

Experience across diverse sectors provides
insight into what drives investor behavior
across different investment categories,
enabling strategies informed by broader

market patterns rather than single-sector

assumptions.
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Commitment to Regulatory Excellence

From our earliest days, we recognized that capital raise marketing demands different standards
than traditional advertising. We've invested deliberately in compliance training, regulatory
awareness, and legal coordination capabilities to ensure every system we build operates within

appropriate boundaries.

This commitment to regulatory excellence isn't an afterthought, it's foundational to everything we
do. We've structured our team, designed our processes, and built our technology infrastructure
specifically for the requirements securities offerings demand.

[ The result: issuers gain marketing infrastructure that performs efficiently while
maintaining the compliance standards institutional capital formation requires. Your
campaigns operate with confidence that regulatory considerations are integrated
throughout, not addressed through last-minute reviews that compromise campaign
effectiveness.

Beyond Credentials: Partnership in Practice

While qualifications and experience matter, successful engagements ultimately depend on

partnership quality and execution excellence.

Our client testimonials consistently highlight characteristics beyond technical capability:
Responsiveness and communication quality throughout engagements, proactive identification of
opportunities and challenges before they impact performance, strong alignment around goals and
realistic expectation setting, consistent professionalism and coordination across team members,

and genuine partnership mentality rather than vendor transaction orientation.

These partnership qualities, combined with technical expertise specific to capital markets, create
the foundation for engagements that exceed expectations and establish long-term relationships

extending across multiple offerings.

Virtual/.\d The Investor Acquisition System
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CHAPTER 9: Next
Steps—Building Your
System

If VirtualAd's systematic approach aligns with your
offering's needs and current stage, the path from initial
conversation to active investor acquisition follows a
clear, proven process. This chapter outlines exactly what
to expect: how the engagement begins, what the
strategy session covers, and the timeline from decision

to implementation.
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Step 1: Apply for a Free Capital Raise
Strategy Session

The engagement process begins with a complimentary strategy session designed to assess fit
and develop preliminary recommendations specific to your offering. This isn't a sales presentation.
It's a substantive working session where we analyze your offering structure, discuss investor
acquisition challenges specific to your situation, evaluate readiness for systematic infrastructure

implementation, and develop initial recommendations on approach and resource requirements.

What We'll Cover:

« Offering Structure & Regulatory Framework — Understanding your exemption structure (Reg D
506(c), Reg A+, Reg CF), target capital, timeline, and any unique structural considerations
affecting marketing approach.

o Current Investor Acquisition Efforts — Reviewing what you've attempted, what's working, where

bottlenecks exist, and how existing infrastructure could integrate with systematic approach.

+ Investor Relations Capacity — Assessing your team'’s ability to handle qualified investor volume,
meeting coordination capabilities, and subscription document processes.

« Competitive Landscape - Discussing competing offerings in your sector, investor messaging
currently in market, and positioning opportunities that differentiate your offering.

« Budget & Timeline Considerations — Establishing realistic investment requirements based on
offering size, expected engagement duration aligned with raise timeline, and resource

allocation across infrastructure components.

What You'll Receive:

By the end of the strategy session, you'll have a customized investor acquisition proposal outlining
recommended infrastructure components, preliminary budget allocation framework, expected
timeline from engagement to active campaigns, and clear assessment of fit between your needs
and our methodology.

This proposal provides the foundation for informed decision-making, not a generic pitch, but
specific recommendations based on your offering's unique characteristics and strategic priorities.
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Step 2: Investment Structure &
Engagement Terms

For issuers who proceed beyond the strategy session, engagement investment is structured to

align with offering size, complexity, and strategic objectives.

What's Included:

Your engagement provides comprehensive investor acquisition infrastructure including a
dedicated Capital Markets Team with specialized expertise across strategy, execution, compliance,
creative development, and analytics; complete system implementation covering all components
detailed throughout this ebook; ongoing campaign optimization based on performance data and
strategic objectives; compliance coordination with your issuer counsel throughout the raise;
attribution infrastructure providing complete visibility from marketing source to committed capital;

and continuous performance reporting with actionable recommendations.

Investment Considerations:

Engagement investment scales based on several factors: offering size and target capital, desired
investor volume and acquisition timeline, number of channels and campaign complexity,

integration requirements with existing systems, and level of compliance coordination required.

Additionally, issuers allocate advertising budget deployed directly to platforms (Meta, Google,
LinkedIn, etc.). This budget is controlled entirely by you and flows directly to advertising platforms—
VirtualAd manages deployment but never handles these funds directly.

Your strategy session will include transparent discussion of investment requirements specific to
your offering, with clear recommendations on both infrastructure investment and appropriate
advertising budget allocation.

Engagement Timeline:

Successful implementation requires adequate time for systems to demonstrate full potential. Most
engagements span the duration of your active raise, with initial months focused on
implementation and optimization, followed by sustained performance and systematic
improvement as the raise progresses. Your strategy session will outline recommended engagement

duration based on your raise timeline and capital formation objectives.
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Steps 3 & 4: Implementation and Active

Management

Step 3: The Implementation
Process

Upon engagement, you enter the structured 6-
week implementation process detailed in
Chapter 5:

o Week 1: Seamless integration of all systems

and platforms

e Week 2: Investor market intelligence and
positioning research

« Week 3: Capital raise economics and funnel
architecture

o« Week 4: Attribution infrastructure

deployment

« Week 5: Compliance-reviewed creative
development

« Week 6: Final audit and system activation

Throughout implementation, you'll have regular
coordination meetings ensuring alignment,
transparency into progress, and opportunity to
provide input on strategic decisions before
they're finalized.

Step 4: Active Campaign
Management & Optimization

Following system activation, ongoing

engagement includes:

Continuous Campaign Optimization

Daily monitoring and adjustment of campaigns
based on performance data, systematic testing
of messaging and targeting variations, budget
reallocation toward highest-performing
channels, and investor journey improvements

based on conversion analysis.

Regular Performance Reporting
Comprehensive monthly reports covering cost
per investor acquisition trends, conversion
metrics by source channel, capital commitment
pipeline status, and optimization
recommendations with clear rationale.

Ongoing Compliance Coordination

Regular materials review as campaigns evolve,
coordination with issuer counsel on messaging
updates, monitoring of regulatory landscape for
relevant developments, and proactive
identification of potential compliance
considerations.

Strategic Planning Sessions

Quarterly reviews analyzing overall raise
progress, discussing upcoming milestones and
strategic adjustments, evaluating infrastructure
performance against initial projections, and
planning for scaling or optimization priorities.

The Investor Acquisition System
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Ready to Build Your Investor
Acquisition System?

/\ Only 2 New Engagements Available Per Month

To maintain service quality and execution rigor, we intentionally limit new client intake to
two engagements per month. To ensure availability, we recommend starting the
conversation early in your planning process.

What This Investment Delivers

Complete Investor Acquisition Dedicated Capital Markets
Infrastructure Expertise
Integrated, compliance-first systems built A full team of specialists applying proven
specifically for capital formation—no securities marketing methodology across
piecemeal vendors. 15+ offerings.
Proactive Partnership Sustainable Performance
Clear communication, transparent Infrastructure designed to perform
reporting, and guidance aligned to your consistently, adapt to market conditions,
capital formation goals. and support future raises.

If VirtualAd's approach aligns with your needs, the next step is to schedule a complimentary
Capital Raise Strategy Session.

In this session, we'll assess fit, share tailored recommendations, and outline clear expectations.
There's no obligation—and even if we're not the right partner, you'll leave with actionable guidance

on investor acquisition.

Visit virtualad.co and Apply Now

Note: Only two strategy sessions are available per month.
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A Final Word on Partnership

The most successful engagements we've supported share common characteristics that extend
beyond offering structure or raise size: Issuers who view investor acquisition as strategic capability,
not just tactical execution; leadership teams willing to invest time in collaboration, providing input
and feedback that strengthens systems; organizations committed to compliance excellence, even
when regulatory requirements limit tactical options; and partners who value sustainable
performance over quick wins that create long-term risks.

If these characteristics describe your approach to capital formation, VirtualAd's methodology likely
aligns well with your values and strategic priorities. We look forward to the conversation.

@ Information Disclaimer

This ebook is provided for informational purposes only and does not constitute legal, financial, or investment
advice. Issuers should consult with qualified legal counsel regarding securities regulations, offering structure,
and compliance requirements specific to their situation. Performance outcomes presented in this ebook
represent historical results from specific engagements under particular market conditions. Individual results
depend on numerous factors including offering structure, market conditions, management team execution, and
circumstances beyond marketing control. Past performance is not indicative of future results, and no specific
outcomes are guaranteed. VirtualAd's role is building infrastructure and executing systematic investor
acquisition strategies. Ultimate capital raise outcomes depend on the complete offering ecosystem including
investment terms, team credibility, market timing, legal compliance, and factors outside marketing scope.
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About VirtualAd

VirtualAd is a specialized capital markets

infrastructure partner serving issuers raising
S5M to $S100M through Regulation A+,
Regulation D, and Regulation CF offerings.

Unlike traditional marketing agencies that
adapt consumer tactics for securities
offerings, VirtualAd was built specifically for
capital formation—with compliance-forward
systems, regulatory expertise, and
institutional-grade infrastructure at our core.

Our team has supported over S85M in
committed capital across 15+ offerings,
working with leading issuers including FISYN
(Texas commercial real estate), McGillivray
Capital Partners (real estate investment), and
Greenfield Robotics (agricultural technology).

We architect complete investor acquisition
systems—integrating compliance-aware
marketing, accredited investor qualification,
CRM automation, and sophisticated
attribution—purpose-built for the rigor capital
markets demand.

Our Mission: Help qualified issuers raise
capital by building the marketing, data, and
investor acquisition systems that reliably
generate and scale investor demand.

Our Approach: We design the systems,
funnels, and paid media strategies that
consistently drive investor demand and help
issuers reach their capital raise goals—with
compliance, transparency, and institutional

best practices built into every component.

Learn More: Visit virtualad.co to explore our
methodology, review case studies, and
schedule a complimentary Capital Raise
Strategy session.


http://virtualad.co/

