"See things as you would have them

be instead of as they are.”
- Robert Collier




= Who We Are

About Heartwood and Our Clients

= Challenges & Problems

= Real Solutions, Virtually.
GAct Virtual Training Simulations
Immersive Sales & Marketing Tools

= Why Heartwood?




« Established in 2002, HQ in Silicon Valley

. Expertlse

3D Modeling & Simulation
Courseware

Serious Gaming
Augmented Reality

Apps That Can be Used Anytime,
Anywhere on Any Device
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Who We Are
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INDUSTRIAL EVOLUTION
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After starting the business in 2002

Wwadhawan and Raheja realized that

| to

their 3-D animations could be
more than just architects and started
h they

could put their services 10 us¢ They be

\ooking for athet industries 1 whic

gan serving clients in the defense and
aerospace industrics. and they've even
branched out into the sports wortld with
stadium animations for the Dallas Cow
boys and New Jersey Nets
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expansive marketing plaets ‘

Marketing to €3ch specialized indus

¥

try takes serious preparation- Wadhawan
savs they develop 3 different marketing ap
proach and talking points for cach one.

But he points out that sharing projects

om one industry with clients from an

other can help make the sale “Often,
somebody in the sports world, for exam

ple, will love 10 5¢¢ <comething from the
* says Wadhawan Ithelps

them understand that this digital tech-

nology can be used (o do anything!

Expanding int® pew markets means
first putting new targets on your strategic
marketing map, $3¥3 Marc H. Meyer.
((\l(q‘n‘nruh?\\p and innovation group
prtheastern University
¢ Fast Path 10 Corporaté
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logies to Ne¢
our technology has to be robust and

able Meyer explains. It hastobeaphat
form you can adapt 1o different types !
applications without having 1@ reinvent
the wheel.

But don't get 10° overzealous when
thinking up new industries for your
product or service “The classic mistake
young entrepreneurs make is that they're
proneto throwing a 1ot of stuff up against
the wall and seeing what sticks, says
Meyer Instead. ,s\_\\cnu\m\l\ segment
your market and do opportunity assess
ments on the market $iz¢ gm\«xh rate
and adaptabitity of your technology 1@
see where the future really lies. “You don't
want tobuild (just o€ thing),” QY3 Meyer
“You want 10 build a product line”

The founders of Heartwood Studios
have certainly studied their target mar
kets and are even looking 10 expand their
services into the online retail segment
with 3-D immersion platforms that would
Jet customers browse through sites de-
signed to look ke real stores and als®
see products in use. With continued
innovation. they expect 1@ push 2007
sales to between $2 million and $3 mil
lion. Meanwhile, they hope t© expand the
company role as a sort of visual story
reller, “bringing Hollywood t© Heart
wood.” as Wadhawan describes it There's
aneed in every ‘,mdu«m_v', for 3-D. says
\Wadhawan. “Out biggest challenge ovet
the [coming) vears will be deciding what
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Building Solutions

 Defense, Aerospace & Homeland Security:
A Virtual Training Applications
A Interactive Multimedia Instruction (IMI)
A Reusable Learning Objects

From Workstations to Mobile Devices
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REARTWOOD

www.hwd3d.com
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Challenges in
Training

Lack of access to equipment and
subjenttter experts (SME |

Some Iinitial live equipment trainil
too exp@Emnsaragerous

Most classroom training lacks
interactivity, limiting reten;ion rate




Advantages to
IMI Training Applications

v’ Train faster, whenever and
wherever needed é

: A
v’ Increase effectiveness through '3
interactive self-paced and |
on-demand learning h |
/

v’ Deliver “Virtual SME” capability
on-line or in the field



Why is Interactivity So Important?

PEOPLE REMEMBER

® SIMULATION
® GAMES

©® LIVE E-CLASS
® INTERACTIVE E-COURSE

@ E-COURSE WITH AUDIO AND VIDEO

@ ONLINE SELF-STUDY GUIDE
@ VIDEO

® POWERPOINT
® EMAIL

® E-DOCUMENTS
® E-WHITEPAPER

-------- ---Illlllllllllllll!ml‘.
LEVEL OF INSTRUCTIONAL DESIGN

E-READING E-LEARNING

© Nick VAN DAMN
(1) CHARLES MERILL, 1960
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