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00:00
Speaker 1
To modify this page and make it super beautiful. I've been having so much fun with some projects Mike has given me. So I'll make it look super pretty within. I don't know, maybe next week it'll be whole new sites. So I want to start by showing you what's new. Have either of you had a chance to take a look at the website recently? Or we're seeing this together for the first time? 

00:24
Speaker 2
Recently? No. And I'm just going to. I'll be back in two minutes. I just gotta. 

00:30
Speaker 1
Okay, so you have Jared's new proposal up here. And what I did was I. I don't know about you probably understood it perfectly, but I definitely did not like it was another language to me. So I asked AI to explain it to me like I'm 10 years old and it came up with a really good scenario. I've already gone through this with Mike. Michelle, did you have a chance to see this part? 

00:54
Speaker 3
I did look at it, yeah. And I thought it was great. And I did have another quick look at it this morning before the call with Mike, but I obviously didn't see the updates that you were making while were on the call. 

01:05
Speaker 1
Great. Yeah. So you've already seen all of this. You've seen the legal breakdown as well. We have a meeting with Tim's protege. I guess you could call him. I think it's next week. Leia is still scheduling that. And then obviously I updated the brief with Nathan, but we're still waiting for any update on that. So then if we go into the. What would Jay Do? This is the biggest change. Let me just refresh that. It's still doing at work. So in this page of what would Jay Do? There are two sections. There's the archive section, which is everything that we spoke about in the past. So, you know, the analysis, the breakdown, everything from like earlier. You'll always see that every time there's a new update with negotiations or what would Shay do? 

01:57
Speaker 1
Everything that I'm going to show you, it'll fall into the archive and that'll be kind of like our way of being like, okay, this is the new info. Okay, so it's currently writing a little summary for Mike, but this is what I think he wants to go through today with you. You'll have the zoom recording available to you and the password. I'll also make sure the transcript is there as well. And then we can go through basically all the quotes, everything that he spoke about, and then you will make the decision on if you're aligned to talk about that with JF and Jared. So Mike, just very quick summary. Every time you go to the end and you go to what will Jay do? Everything that's from before any updates will fall into an archive. 

02:42
Speaker 1
So you'll have everything there and then everything that's new will be in the first section here. So let's say by next week this update will probably fall underneath. So, yeah, I think this is a good place to start. And I think you wanted to go through everything that Jay went through with you, right? 

03:06
Speaker 2
Yeah, there was, I mean, there were some talking points just on, you know, how to. First of all, helped me just kind of reframe a few things. I was getting, you know, caught up on, you know, the original conversation that we had and, you know, moving on from that. So he just kind of solidified a lot of. A lot of things from that perspective. What I was kind of hoping to do also is just get really clear on. So essentially Jared's proposal is 150k floor minimum, let's say. And at. When it hits anything over and above 50 million would, at the 30 basis points would basically match that 150. So it's. So it would. It would become 30 basis points and not 150k flat, essentially. Right. So. That's pretty much the offer from what I understand. 

04:27
Speaker 1
What do you guys think about that, by the way? 

04:34
Speaker 2
I mean, if the obvious is that if there's anything less than that, then, you know, there's a bit of a bill to foot now and to put up now. It does give us flexibility and the kind of ownership that we, you know, that we're aiming to do. So I think there might be. I believe Jay also mentioned that, you know, we could arrange it so that, you know, there's a, I guess a clause where let's say we have to put up that 150 and then, you know, get reimbursed for it at later down the line. Let's say we get to that 50 mark within six months, for example, then, you know, there would be a mechanism that we get reimbursed for that so we can lower our risk there. Any, any thoughts on that, Michelle? 

05:41
Speaker 3
Yeah, it was really helpful having that breakdown like that and appreciated the plain language, Tiffany, because even though I understand most of this, it's just like it's still a way different language and there's. 

05:56
Speaker 1
God, I get you. 

05:57
Speaker 3
There's so many connecting factors too that I'm like, so I, I hear, I agree with you. Mike is like, I like to be optimistic that I think we can have more than 50 million in there. But you, from year to year, you just never know. And how do we plan for those years when it does dip below 50 million? If it, if it does. Right. And I'll just share like a scenario for my own trust in our community is that we have a formula to calculate the income on the capital account which will inform how much we distribute. Can distribute and it's also based on inflation and it's basically if calculate inflation. I can't remember the exact formula but basically it has to be the greater. 

07:01
Speaker 3
If inflation is greater, we have no money to disperse and we have to put money, the council would have to put money into the trust to build the capital because the in the agreement we have to build capital as well as create money for revenue, for disbursement. We've had a couple years where we would have had to put, we did have to put money back into capital and council would have had to put that exit that remaining that deficiency in there from their funds. And so it was just like serendipitously happened that we didn't have trustees for four years so no money could flow from the trust, which built up a. 

07:44
Speaker 1
Bit of a reserve. 

07:46
Speaker 3
And so I'm like, okay, we have this reserve now we're going to keep 500k in this reserve for any instances that would require council to have to put money in because they're like they're managing the community, they shouldn't have to be subsidizing the trust. And because we have this reserve we can do that. So now that's kept in the revenue account and that's kind of what spurred the conversation like oh, like as this reserve goes because right now it's like 2.3 million that's in our revenue account that we have to, we'll eventually have to pay tax on if we don't use it unless we had a vehicle like the one we're creating. And so like my, that's what I initially thought of when I saw that. I'm like how do we safeguard this so that we are always ensuring that fee is paid. 

08:43
Speaker 3
Obviously get more people to invest with us. But I mean it's. When you're dealing with investments it can be volatile. Right. 

08:55
Speaker 1
I'm going to suggest something that might be totally out to lunch. It's kind of how franchise are opened and I'm Just wondering if it would help in this situation. So if I take a real estate agency franchise before they're given the go ahead to open and to pay that franchise fee to the franchisor, which in this case, let's say Vesta, the 150,000, they have to have a proof of a certain amount of clients that have signed saying, I am willing to go forward with this strategy. That way you're protecting your, you know, you have the revenue and they give you the. Okay. Just wondering if that's an avenue you want to. 

09:30
Speaker 2
Yeah. Getting commitment letters, essentially. Right? Yeah. That makes total sense. 

09:37
Speaker 1
Yeah. And that'll provide that peace of mind. 

09:39
Speaker 2
Yeah. Because we talked about the chicken or the egg scenario where, you know, we need the fund open before somebody will invest. I guess we just have to get clear on what the turnaround of that creating would be. 

09:55
Speaker 1
And the fund opened for you to be able to sell. It is more of a marketing conversation. We can build the website, we can build the marketing assets, we can build the documents, we can build the presentations. The actual company hasn't opened yet because that's when the ticker starts for the 150,000. But to get to the soft commitment, know the commitment letter, we can probably do everything from a, you know, PR perspective. That could show a lot of. No one's going to go looking to see if your company is registered in Vancouver. You know, I don't think that's going to happen that way. Unless. Unless there's something I don't know. 

10:32
Speaker 3
Yeah, I, I think we could try that for sure. I know and I kind of. This goes to our conversation we are having about the book today, Mike is. Councils are very conservative. They want to see something that is working. And so if we are going to get a commitment letter, we need to be 2000% prepared with every possible. Like this is. This is going to happen. Your money is safe. 

11:05
Speaker 1
Yes. 

11:06
Speaker 3
Like, that's the place we have to come from to get those commitment letters. 

11:11
Speaker 1
And Michelle, can I ask you, since we're on this topic, is that a communication thing or is that a show your bank account thing? Like, can we build that so that. That's kind of like checkbox or do we actually have to have. Showing revenue and data and growth stats and everything like that? 

11:28
Speaker 3
Yeah, and I think we have both. So if we're going to go with a Vesta, like funds that we're going into are like, these funds are existing, so it's not a new fund. We're tapping into an existing fund that has like shorter term performance, but it has performance and proof of concept and we are just like plugging into that to benefit nations. So it's both the communications thing, but then we have that thing from Vesta, the. Their projections. 

11:57
Speaker 1
Okay, well then that solves your, you know, the problem was, you know, 150 is a lot if we don't have, you know, that amount. So that kind of solves a bit of that problem. I don't know if Mike, you agree that means you slowed down the actual company creation with Norton Rose and with JF and Jared and you start the marketing side of this project. 

12:19
Speaker 2
Yeah. And I apologize. I had a couple messages come in as it's his first day, I'm getting flooded over here. 

12:29
Speaker 1
We're all messaging him all day. 

12:32
Speaker 2
Apologies. So I did miss the last 30 seconds of that. But essentially, would you be able to just summarize really quickly on that? 

12:42
Speaker 1
So long story short, basically, instead of focusing the efforts on getting the company opened, with Norton Rose doing all the paperwork for that, we're going to shift gears and we're going to start doing more of the marketing and communications setup. So that way we show a company that is already pre, like ready to launch. Right. We come up with the right language for the commitment letters. That's something that Tim can help us with and his protege also, you know, that ball rolling. And yeah. Instead of opening the company and starting that 150,000 day one, you wait until you're at the level that you want with the commitments from the investors that you have and that's when you press go launch. 

13:19
Speaker 2
That makes. That makes total sense. For sure. 

13:22
Speaker 1
Yeah. And yeah. Okay, great. So I did a little, while were on this call, I did a little summary for Mike because I know it's a lot of writing for him for the. What would Jay do? So Mike, if you want to go through just this part and then Michelle, whenever you have time to read kind of like the. There's specific quotes too that Jay used to help with negotiations and then that's it. 

13:49
Speaker 2
Yeah, Perfect. Perfect. I love that. Thank you for the teeing up of that. There's, there's one question mark that I do have, let's say. So we're going into this next call with JF and Jared with basically saying we like the service agreement model version. We want to go with that. We want to go with that. Essentially, there's still a question in my mind at least on what are the activities outside of that service agreement for the Relationship management for the compliance, for the documentation signing. That's what's not quite clear to me because if we're going to go in and essentially say basically what we talked to Nathan about and I was kind of hoping that we would have that follow up conversation but depending on his response he might be, you know, I hope we didn't give him the game plan too much. 

14:51
Speaker 2
I know on what we. I actually thought about it later when when we said. When we say we're reverse engineering from the four connecting factors that's pretty much the recipe and I, I may have explicitly said that and I hope that you know, but anyways that's just a personal fear there. But depending on what he says. 

15:16
Speaker 1
It. 

15:17
Speaker 2
Ultimately it's still not 100 clear to me what are the activities outside of the service agreement. And yeah. So if we're saying we, we want to set up a wealth management business that has some options to choose which infrastructure we build on top of. It's still not clear to me exactly what we would need to do that wealth management portion. 

15:56
Speaker 1
Yep. The relationship building he's putting on you guys and JF and I'll. I just asked Claude to redo the this page to give you that summary. I think basically everything to do with the relationship management falls onto JF and you and Vesta is just kind of like a service provider for what they write and you know, what they're doing to move this money and invest it and manage it in that way. 

16:25
Speaker 2
So, so then the question becomes are we equipped to handle that? 

16:36
Speaker 1
Question number one, JF President though right. In this structure he still can do those things or are you? 

16:45
Speaker 2
Well it depends. If we say JF we want you to as a perform like basically the pitch to him is like we want you to be performance based. So he may well performance based on what helps us bring in and that's. And that's defined as introducing us to the lead that when we ultimately close it that he gets a portion of that. To my understanding, yes. 

17:18
Speaker 1
And that's the bigger portion. But I think you also want to give him a smaller portion for managing doing all the documentation. That's something that we wouldn't really be able to do yet. Unless you were thinking Nathan will come in and do that. Where does he fit into this structure? 

17:37
Speaker 2
Well I think were waiting for the response to the message that I sent. Was it earlier this, was it Monday Michelle? Was it two yeah. Monday, I believe. Right. So there we go. Kind of depending on what he responds to that I'll share that message in the group. That way you're aware of it. There we go. 

18:07
Speaker 1
Oh, he will handle the fund administration and back office operations. I thought he was clear that wouldn't be him. Interesting. I think I might have to work on this a little bit more and see where JF would fit into it. Michelle, I know you probably, you usually leave at this time. Do we have a little bit more time with you? 

18:34
Speaker 3
Yeah, yeah, I have to leave just probably ten to nine. 

18:39
Speaker 1
Ten to nine? It's like 20. 

18:40
Speaker 3
Well, 20 minutes. Yeah. 

18:42
Speaker 1
Okay. So Mike's question is what will be our activities? What will we be responsible for? What's left that Vesta won't cover with the 150,000? Right. Did I understand? 

18:53
Speaker 2
Essentially, yeah. And then what's the offer? What are we offering JF. 

18:59
Speaker 1
Perfect. Okay, great. So I'll work on that. Can we set a follow up meeting together for same time tomorrow? Is that okay for your schedule? 

19:08
Speaker 3
Michelle, I will be on an airplane tomorrow. 

19:12
Speaker 1
Oh, fun. Where are you going? 

19:14
Speaker 2
You going to Bali? 

19:16
Speaker 3
No, I'm going to Hawaii. 

19:18
Speaker 1
Really? 

19:19
Speaker 2
Wow. 

19:20
Speaker 3
Taking the whole family. So we'll be gone from Friday until the 2nd of May. 

19:27
Speaker 2
Oh, beautiful. 

19:28
Speaker 3
And I let Leia know for scheduling. I said, I basically said if there's meetings that I absolutely need to be in, I can do that. But if we can do that at like 8:00am Hawaii time, which will help. 

19:43
Speaker 1
It's gonna be so fun. 

19:45
Speaker 3
Yeah. Which will like help with my making sure I have my highest priority done. Which is connection with my family. This is our first trip and together in two years. 

19:58
Speaker 2
So beautiful. 

19:59
Speaker 1
Yeah. We don't want to bother you during that time, Mike. If anything, he really understands like family first. Those moments are huge together. So what time do you leave at tomorrow? 

20:12
Speaker 3
We will be leaving for. So our plane leaves at 10, but we'll be leaving for the airport at around 6:30. Because we have. 

20:20
Speaker 1
Yeah, yeah. So is it possible to have that meeting before you leave or is today better like later on this? I know for Mike that might be a bit. You can let me know if that would work for you. But if we met at like 5 o', clock, is that's Michelle for you. That's like 2pm so that might be a bit too in your work day. Right? 

20:49
Speaker 3
Let's see. 

20:50
Speaker 1
So you know what about when you're at the airport? Are you able to get on a call between the three of us while you're waiting for the plane to leave. 

21:03
Speaker 3
At, like, nine? Yeah, that would work. 

21:08
Speaker 2
Yeah. 

21:08
Speaker 3
Yeah, yeah. 

21:11
Speaker 1
Cool. Okay, great. So nine will be around noon our time, so that works perfectly. And I'll be prepared for that meeting. I'll have all the data that you guys need to make a decision, as much as I have available in terms of what. What's been sent, and we'll continue the call then. 

21:29
Speaker 3
Okay, cool. 

21:30
Speaker 2
Perfect. 

21:31
Speaker 1
Yep. Okay. 

21:33
Speaker 3
Google Calendar, like, changed in my phone. Now it looks way different. 

21:37
Speaker 1
Hopefully in a good way. I hate it when that happens. Hey, awesome. See you. See you tomorrow, then. 

21:47
Speaker 3
Okay, sounds great. 

21:51
Speaker 2
See you later. 

21:52
Speaker 3
Bye. Bye. 

21:53
Speaker 2
It. 
[image: ]  Transcribed by https://fireflies.ai/
q0sjja0wfrpse-3lim-i0.png
fireflies.ai




