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Cortex Business Solutions Inc. is a leading service company that 

improves efficiencies, reduces costs and streamlines procurement 

processes and supply chain management. Accessing the Cortex Network 

enhances the exchange of business critical documents, such as purchase 

orders and invoices resulting in an increase in cash flow and a reduction 

in days outstanding and overhead costs. Cortex offers a low cost, low risk 

service solution - evolving business.   

 

Cortex N to N Trading Partner Network 
 

 
 
 Connect once & access entire buyer/supplier community 

 Maintain the integrity of your process 

 Insulate your company from process & technology changes 

 Secure, reliable and supported 

 

 

 
 

 

Viral Network Expansion 
 

 Customers can help to admin the supplier list to increase the 

network and number of subscribers 

 Application is suitable for any industry  

 Ability to add incremental services to increase average 

revenue/subscriber 

 

Market Opportunity  
 

Statistics Canada recorded over 1,000,000 operating companies within 

Canada in 2005, of which 258,000 are located in Western Canada. 

 

 Cortex’s average annual recurring revenue generated per customer is 

approximately $1,000 

 Near term growth targets from 200  to over 10,000 customers or 1% 

of total market  

 

 

 

 

 

 

Corporate Developments 
 

 Recently signed Apache, Murphy Oil & Bonavista Petroleum  

 5 year Services Agreement with Husky Energy 

 To on-board all suppliers in all business units 

 1000% y/y Customer Growth 

 Recent Events 
 Partnership with Basware Corportation 

 Cortex announces QuikTikit Smartphone application 

 Powervision Software Partnership – extends reach in oil & gas 

industry  

 

 

Financial Highlights – Q2 2010 
 

 Total revenue for the quarter ended January 31, 2010 of $1,263,592.  

This is an increase of 297% over the same quarter ended January 31, 

2009. Total revenue for the six months ended January 31, 2010 of 

$2,785,974, an increase of 409% over the same six months ended 

January 31, 2009.   

 The Company had cash inflow in the quarter ended January 31, 

2010 of $1,756,558 compared to a cash outflow of $(1,754,145) in 

the same three month period ended January 31, 2009.  

 Access and usage fee revenue has grown 64% or $174,492 (2010 - 

$447,742, 2009 - $273,250) over the same quarter 2009. 

 Volume of transactions flowing through the Network continues to 

grow, increasing 74% since fiscal year ended July 31 2009 and 43% 

since Q1 2010.     

 The Company has a net loss per share of $(0.01) for the quarter 

ended January 31, 2010.  The net loss for the current quarter was 

$(744,084) compared to a loss of $(1,677,054) for the same quarter 

2009.  This is a 56% reduction in the net loss for the Company for 

the quarter ended January 31, 2010 compared to January 31, 2009.  

After the removal of non-cash compensation and amortization, the 

Company had a non-GAAP net loss for the quarter ended January 

31, 2010 of $(416,352). 

 Deferred revenue collected in the quarter ended January 31, 2010 

was $1,827,375.  Included in this amount is prepayment of future 

monthly fees.   

 

 

 

 

 

 

 

SUMMARY OF QUARTERLY RESULTS (3 months ended January 31) 

 
Q2 2010 

(3mo) 

Q2 2009 

(3mo) 

% Increase 

(Decrease) 

Total Revenue Recognized $1,263,592 $318,113 297% 

Net Loss ($744,084) ($1,677,054) (56%) 

Net Loss per share ($0.01) ($0.02) (50%) 

Cash and Cash Equivalents $2,493,524 $1,455,326 71% 

Total Liabilities & Equity $4,088,156 $3,307,910 23% 

# of shares outstanding 136,526,333 104.433.375  

- On April 7, 2009, the Company announced a $5.0 million private placement for 

25,000,000 units at $0.20.   
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Business Strategy  
 

1. Accelerate Customer Growth 
 Capture additional anchor clients 

 Expand number of companies on the network 
 Pursue marketplace in western Canada 

o Target: new partnerships to improve market penetration 

and sales 

 

2. Corporate and Network Expansion  
 Expand to eastern Canada & USA  

 Acquire corporations 

o Expand product line 

o Target: 2 to 3 joint ventures/acquisitions to broaden our 

sales and distribution channels 

 

Competitive Advantages 
 

 Low cost to both buyers and suppliers – affordable to all customers 
 High value supplier network access 
 Timely invoicing - reduction in days outstanding 
 Leverages current IT infrastructure 
 Direct integration into AP/AR/ERP systems 
 Increases cash flow from operations, reduces administrative costs  
 Reduces manual entry errors along the procurement process – 

streamlining the process 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Cortex Product Lines 
 

 
 

Utility Based Model 
 

 Simple, familiar utility pricing model 

 Recurring revenue generated from monthly subscription and 

transaction fees  

 Low cost per transaction on the system 

 Total cost substantially lower than traditional methods 

 Cortex provides the buyer & suppliers several choices: 

 connection options 

 subscription models 

 support and training 

Value Added Services – QuikTikit
TM             

 

 Reduce days sales outstanding by reducing the amount of time 

between when work is completed and when a customer is invoiced  

 Expedite invoicing by linking backup images of signed tickets and 

invoice information, eliminating the need and costs associated with 

scanning  

 Increase daily cash flow by enabling companies to invoice on the 

day the service is performed  

 Reduce peak volumes of ticket or invoice processing by spreading 

out invoice generation to a daily or weekly process  
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