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Company Overview:  Brivea provides technology that measures and im-
proves the financial effectiveness of Information Technology (IT) in a business, 
using its patent-pending BriveaScore ™ technology. The company’s technology 
and process analyzes current enterprise IT spending and quickly identifies sav-
ings opportunities and specific remedies. 

Problem:  Corporations spend billions of dollars 
every year on IT;  IT is often the highest capital 
spend.  With growing focus on profitability and 
measurable return on investment (ROI), corporations 
need to exploit IT to remain or become competitive. 
There is currently little technology to measure or 
analyze this dilemma across the entire IT portfolio.  
By providing a methodology to measure and analyze 
this expenditure, Brivea’s software provides clarity 
to IT expenditures. 
 
Solution:   Brivea delivers improved ROI to a busi-
ness on their IT spend. By providing a sophisticated 
analytical tool, which generates a dashboard and 
BriveaScore™, Brivea demystifies IT expendures, 
uncovering specific opportunities to reduce these 
costs.

Business Model:   Brivea is enhancing its 
technology system to capture, store and analyze 
data collected in Brivea’s 3-step process. Brivea’s 
3-step process is, free preliminary evaluation of the 
prospective client’s potential savings opportunities; 
a fixed price analysis of their current and future IT 
spend; and  project management of the cost savings 
initiatives. The ROI-based fees model ensures the 
client will pay only when savings are realized. 

Marketing Opportunity:  U.S. marketplace is in 
excess of 8,500 companies over $500 million in rev-
enue in North America. Brivea expects to become a 
dynamic participant in this industry with significant 
market capture.  Brivea will license this world class 
technology to Fortune 500 companies and will intro-
duce a Brivea Lite version for smaller companies.

Competitive Advantage: 
• Experienced management team.
• Brivea existing software.
• Revenues from existing customers 
• First to market with the holistic BriveaScore™ technology. 

Management Team:  Seasoned executives with experience in IT, opera-
tions, cost reduction, human resources, sales and marketing: Ray Barratt, 
founder, president / CEO, 30 years as a CTO/CIO; Marit Peters, founder & EVP, 15 
years leading organizational and process development;  Ennis Alvarez, EVP & 
COO, 25 years in managing IT infrastructure and building world-class organiza-
tions;  Michael Mandato, EVP sales & marketing, 30 years of experience as an 
entrepreneur, building two successful startups. 

Funding Request:  Brivea seeks $2 million in first-round capital to enhance 
the software, add key players and enhance the sales and marketing capabili-
ties.

Brivea, LLC
Company Overview: EarPOD, LLC. uses a patent-pending technology to 
produce a hearing instrument, the EarPOD, which provides affordable, high-
performance hearing assistance for the population that has age-related hearing 
loss. 

Problem:  According to “The Hearing Review” 
there are more than 31 million hearing impaired 
individuals in the United States and only 22 percent 
(6.2 million) of that population own hearing aids.  The 
main reasons that more hearing impaired people 
do not own hearing aids is the extremely high price 
(about $6000/pair), poor performance and difficulty 
of adjustment.   

Solution: The EarPOD corrects a person’s hearing 
over the broad frequency range 100 Hz to 10,000 Hz.  
Even high end conventional hearing aids provide 
adequate correction only to about 3,200 Hz.  The 
volume for each ear is independently controlled by 
simple adjustment knobs on the EarPOD case.  Fi-
nally, the EarPOD will provide a technically superior 
hearing instrument for about $300 for both ears.

Business Model:  The EarPOD is fully developed 
and has been tested with functional prototypes.  
The major business focus will be finalizing the case 
design and manufacturing configuration, and the 
marketing and sales of the EarPOD.  This will include 
distribution channels such as QVC television sales, 
AARP Bulletin, retail stores, airline magazines and a 
well designed web site.

Marketing Opportunity:  The EarPOD sales 
effort will be directed to the population group of 
45 years and older (about 22 million).  The current 
popularity of wearing earbuds when listening to MP3 
players such as iPODs, and mobile phones will make 
wearing the EarPOD acceptable for this age group.

Competitive Advantage: 
• Patent-pending technology
• Extended performance over the complete audio   
range to 10,000 Hz
• Attractive price of about $300 for both ears
• Ease of adjustment

Management Team:  Garth W. Gobeli received his Ph.D. in physics from 
Purdue University.  His career includes seven years with Bell Laboratories and 
14 years with Sandia National Laboratories.  He has an additional 28 years as 
an optics consultant.  Stephen R. Gobeli received his BA in physics, BA in eco-
nomics, and MBA in finance from the University of New Mexico.  He has over 
25 years experience in sales, business and executive management.  He has 
held senior management positions at Nortel Networks, Samsung, Flextronics 
International and Alcatel-Lucent (Managed Network Solutions)

Funding Request:  EarPOD seeks funding of $2.5 million.

EarPOD, LLC

Garth Gobeli

Investors:  Founder
Year Founded:  2010
Employees:   3

EarPOD, LLC
1004 Warm Sands Trl., 
SE,	
Ste.#4
Albuquerque, NM, 87123
g.garth@earpod.net 

In Attendance: 
Garth Gobeli
Stephen Gobeli

Revenue Forecast:
2010:	 $       0M
2011:	 $       8M
2012:	 $      44M
2013:	 $     130M

Ray Barratt

Investors:  Founders
Year Founded:  2009
Employees:  15

Brivea, LLC
609 Broadway Blvd NE
Albuquerque, NM 87102
Info@brivea.com
www.brivea.com
505-246-6890

In Attendance: 
Ray Barratt, CEO
Marit Peters, EVP

Revenue Forecast:
2010:	 $           3M
2011:	 $          13M
2012:	 $          30M
2013:	 $          45M
2014:	 $          67M


