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About Inceptor

• Inceptor is a leading search 
engine marketing (SEM) 
technology and services
company

• Founded in 1999 (one of the first 
SEM companies)

• Venture capital financed
• Headquartered in Maynard, MA

• 45 employees

• Over 4,500 active clients

• Acquired by Verizon July 2006

EXAMPLE CLIENTS
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Types of Search Marketing - Google

PAID LISTINGS
PAY-PER-CLICK
(PPC)

FREE LISTINGS
ORGANIC 
SEO
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Inceptor Timeline

• Founded in 1999
– Spinoff from a UK entity called Hyperlink Technologies

• Mission
– Develop and market a platform for managing / 

optimizing internet-based marketing campaigns
• Marketing activity (costs and conversion) is easily measured
• Help the marketing department optimize spend to deliver ROI

– Apply datamining, AI, genetic models, predictive models, etc

• Significant VC backing
– Strong penetration, especially into the new .com world

• 2001 - 2002
– .Com implosion happens
– Significant client base lost



5

Inceptor Timeline (cont)

• Late 2002, early 2003
– Shift to a Services business model

• Concentrate only on Search Marketing
– Exploding market

» Clients need professional help

• Mid 2003
– Consider being acquired for core technology

• Decide against that path
– Price too low, loss for investors too high

• Fall 2003
– Build a ‘stay-alive plan’

• 50% Reduction in Force
• Infuse a small additional investment
• Bring in new leadership
• Hope for the best
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State of the State – Sept 2003

• Team is cut in half
– However, they are actually very motivated

• They see that they now have a chance to survive

• Company is burning cash
– However, there is a clear path to cash flow break-even

• Pure services play
– Search market is exploding, clients need help

• We have experienced people, great technology

• The technology team is intact
– Core investment is not lost
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Where do we go from here?

• Never forget the goal
– Maximize equity value and find a good home 

(acquisition)

• Typical exit multiples in our space:
– Services Companies / Financial Buyers

• 1x to 2x Net Revenue and 10x to 15x Net Income
– Profit is a major factor

– Technology Companies / Strategic Buyers
• 3x to 5x Net Revenue
• Profit is less of a factor

• Decide we must move back to technology
– Must be done through bootstrapping

• No financial assets
• We have vision, strong people, determination
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Search Placement Pro™ - 2004
• Challenge

– Offer Packaged Search Marketing Services to lawyers for $599 
per year (Street Price), including media!!

• Solution
– Automation and Technology

• Channel (Martindale Hubbell) does all marketing and selling

• Approach
– Build a ‘front-end’ for Inceptor’s technology that offers clean 

and simple:
• Administration

– Status and summary of all clients
– Adding / terminating clients
– Help and communication

• Client-facing information
– Keywords in their program
– Media spend to date and traffic
– Monthly visibility reports

• Results
– 3500 law firms served

• First year
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Introducing BidCenter™ - August 2005

SEE HOW EVERYTHING 
IS PERFORMING IN ONE 
GLANCE

QUICK ACCESS TO EVERY 
ENGINE FOR EACH KEYWORD 
OR GROUPS OF KEYWORDS

ACCESS BIDDING AND REPORTS 
QUICKLY AND CLEANLY

EASILY PUSH KEYWORDS 
TO NEW ENGINES

FULL SUPPORT FOR GOOGLE 
ADGROUPS AND OTHER 
ENGINE-SPECIFIC FEATURES

EXTENSIVE 
REPORTING

SORT ON ANY COLUMN 
IN REAL TIME
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Inceptor Lines of Business – Late 2005

Using Inceptor technology to 
design, deploy and optimize 
Search Marketing campaigns

– Practices all disciplines of 
search marketing
• Pay Per Click
• SEO (Organic)
• Feeds
• Shopping Engines

Provides Inceptor technology to 
others to power their efforts

– Agencies
– Vertical Portals
– Merchant Aggregators
– End Users

Managed
Services

50+ customers

Technology
Services

5,000 customers
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2005 Accomplishments

• Attained financial stability to enable growth
– Significant R&D investment
– Grew Technology Services to represent >40% of revenues

• 450% growth over last year

– Re-opened UK sales office

• Rebuilt Managed Services
– Excellent campaign results / client retention
– Strong employee retention

• Launched BidCenter
– Very well received
– Gaining traction, especially with agencies

• Significantly increased awareness of Inceptor
– New website
– PR attack
– Launch of BidCenter
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Late 2005 - Is it time to sell?

• We have proven the opportunity in three 
significant markets
– It is time to invest heavily in sales and capitalize on the 

opportunity
• We can’t afford that

– Therefore the opportunity may pass us by

• We need to put this asset into the hands of 
someone that can maximize the value
– While our value is at the peak

• Still on the leading edge of ‘promise’ of opportunity

YES!
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The Bank

• Why them?
– Recently sold one of our 

top competitors
• Several “warm” potential 

acquirers
• Respected and known in the 

space

– Personal experience with 
the team / process

Adams Harkness acted as 
financial advisor to iProspect

has been acquired by

December 2004

a division of Aegis Group Plc
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M&A – The Pipeline

Financial::14Strategic: 35

Financial: 5Strategic: 9

Strategic: 2 ½ Financial: ½ 

49 Parties Contacted

14 Parties Signed NDAs and Received CIMs

3 Parties Submitted Indications of Interest
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Questions?

Vic Odryna
vic.odryna@inceptor.com

978.298.1503 Office

Thank You


