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 An Independent Special District of the State 

 

 An Economic Development Agency: 

 Creative Funding Tools (e.g., off balance 

sheet financing) 

 Conduit Lease Finance Authority 

 

 A Spaceport Authority: 

 Space Life Sciences Lab/Exploration Park 

 Hangars 

 Launch Complexes 

 

Who/What is Space Florida  



Economic Development Deals – What 
Could Possibly Go Wrong??? 



How Do You Get Smart About This 
Before Committing??? 

The “Pitch” The Reality 

Strong backing from corporate Project manager had to plead 
twice for more capital budget 

Technology close to 
commercial production 

Still dependent on costly, 
labor-intensive processes 

Large addressable market – 
subdivisions, mission critical 
facilities 

Only addressable market was 
highly specialized applications 

Price point would soon be 
market competitive 

Not close at all (and still was 
not years later) 

500 new jobs Minimal job creation 

DUE DILIGENCE!!! 



The Seven Ms Model 
Market 

Management 

Magic 

Model 

Money 

Momentum 

Match 

 

 

While the model has its roots in the venture capital world, Space 
Florida has found it to be effective in evaluating most types of 

expansion and relocation projects 



Market 
What is the size of the market that the 

company sells to? 

 How much are they/do they believe they can 
capture? 

 How can the market be characterized – 
growing, mature, declining? 

 Check third party sources 

 Trade Publications 

 Specialized research firms 

 Expertise at universities 

 

 



Management  

 Require detailed biographies for all executive 
team members, even for large publicly traded 
companies 

 Clearly identify who will be responsible for 
leading and executing all critical functions 
(e.g., marketing, sales, finance, fulfillment)  

 Larger companies – who is the champion(s) at 
corporate HQ? 

 

 



Magic 

Who does the company compete against?  
Why will they be successful? 

 Do they have a disruptive innovation or 
technology?  If so, who would they displace? 

 If the company’s target market has room for 
several competitors, how will they position? 

 Verify that the company has protected any 
critical intellectual property 

 



 Ask the company to explain their revenue 
model in detail!  Critical points to verify are: 
 At what point does it book revenue? 

 At what point(s) in the fulfillment cycle is it paid? 

 Also ask the company to explain its sale model 
in detail; critical points are: 
 How are new sales generated? 

 Typical length of the sales cycle 

 What channels does it employ to drive sales? 

 How does the model scale into a sustainable business? 

 

Model 



Money 

 Require that the company provide a sources 
and uses of funds statement for five year 
horizon 

 Require that the company submit a list of all 
private investment/funding commitments, 
and indicate funding gaps 

 At what point will the company become cash 
flow positive? 

 If appropriate, what is the exit strategy and 
timing of it? 

 



Market opportunities typically exist for a finite 
period of time.  Ask the company how long 
they believe theirs is. 

 Ask the company to list all known risks – both 
internal and external – that could affect their 
ability to hit this window.  Possible risks 
include: 
 Expiration of a funding commitment 

 Commitments of key personnel 

 Delay in obtaining IP protection 

 Market with significant first mover advantage 

 Legal/regulatory changes 

Momentum 



Match 
 Ask the company to articulate why your 

community is a good match with their needs.  
Probe on numerous site selection factors: 
 Human capital/workforce 

 Physical location & infrastructure 

 Relevant assets – e.g., higher education, key customers 
and/or suppliers 

 Financial capital 

What benefits beyond stated job creation and 
capital investment does the company bring to 
your community? 



Bernie McShea 
bmcshea@spaceflorida.gov 

(321) 730-5301 ext. 254 
 

Thank You! 
 

mailto:bmcshea@spaceflorida.gov

