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Technology-Enabled Private Placement Platform for Equity Offerings 
 

About OfferBoard 
OfferBoard is a technology-enabled private placement platform for equity offerings. We 
work with emerging growth companies seeking $1 – 25 million in equity capital from 
accredited investors. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Tyrrell, what is the concept at OfferBoard? 
Mr. Tyrrell: On September 23rd, the financial markets changed dramatically; for the first 
time in generations private companies are allowed to publicly raise money. The public 
advertising of private share offerings is a new facility for people who need capital, and 
OfferBoard is deployed to capture the traction in that new marketplace, particularly for 
companies in the middle market that are raising 2 to 25 million dollars. 
 
CEOCFO: How so? 
Mr. Tyrrell: As of September 23rd, a private company that is raising money using private 
placement from accredited investors can advertise that they are raising that capital 
publicly. They need a venue to advertise that, and they need the compliance around 
making sure that their private placement complies with all the various regulatory 
requirements. They need a place to send their investors, and then investors need a 
place where they can find a broad spectrum of offerings that meet their investment 
criteria. OfferBoard provides that place where people in the middle market who are 
issuing shares in growth companies can find investors that are looking to make 
investments in such companies. 

 
CEOCFO: With ever changing regulations and interpretation how do you stay on top of the situation? 
Mr. Tyrrell: One of the great things about the particular area of the law that our platform is operating on is that very little 
about the actual laws themselves have changed. The private placement process has been in place for decades, and this 
is still a private placement process. All the rules around the private placement process are the same except for two, and 
the two that have changed are: (1) now you can publicly advertise that you are raising capital using a private placement 
and (2) if you advertise publically, you have to verify that the investors are accredited. You cannot just accept their self-
certification that they are accredited investors. We have built a system to make sure that the accreditation process is 
thoroughly followed.  For accreditation, we have partnered with a company that specializes in accreditation in order to 
make sure that our customers’ investors are taken through a thorough process. Each investor receives an accreditation 
certificate certifying that they are accredited. 
 
CEOCFO: Why should a company place their offer with OfferBoard? What are you offering that is better, faster, 
cheaper, easier or more effective? 
Mr. Tyrrell: We are focused on a particular kind of company. Most of the platforms in the space are focused on startups, 
they are heavily focused on technology and we are not. We are focused on mid-market growing companies that are 
raising up to 25 million dollars. We are raising capital for companies that generally have financial operations, customers, 
and revenue.  These are not startups – these are companies are looking for a partner that is highly professionalized and 
that can provide them with corporate finance and investment banking expertise.  This means that we also have a much 
more professionalized staff than many of the other platforms in the space. Our founding team includes the former Chief 
Operating Officer of Lending Club and the former general counsel and Chief Compliance Officer at Second Market.  The 
Chairman of our Advisory Board has over 45 years of experience in financial services, private equity and banking, 
including managing operations for Chase Manhattan in Asia and the Asian Development Bank, and cofounding the 
world’s largest power company, International Power. I worked as a finance attorney on Wall Street for several years and 
have a great deal of experience in venture capital as manager of a family office and as an entrepreneur.  Our lead 
investment banker was with Galileo Global Advisors before coming here, and is a Goldman Sachs alum. We own a broker 
dealer, so our operation is particularly in-tune to the professional requirements of larger growing companies that are not 
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as similar to the more common startup companies that people think of when they think of crowd funding, very small 
companies and companies that are just in formation or that are developing a new product that has not yet been created. 
 
CEOCFO: What is the process? How do you reach out to companies, how do they find you and when there is a 
meeting of the minds, what happens? 
Mr. Tyrrell: We find companies through a variety of methods. Some companies we find through other broker dealers and 
international partners. Some of the companies we find by going to mid-market and lower middle market venues where 
they are looking for capital – such as investor events for mid-market companies or the meetings of the Association of 
Merger and Acquisition Advisors or the National Investment Banking Association. After we find them, we invite them to 
post their raise on OfferBoard and work with our investment executives to raise their round. Our terms are very simple: if 
we are just a platform facility for raising capital and we are not performing any investment banking services through our 
broker dealer, we charge two percent, and if we are performing investment banking services we charge an additional five 
percent on the capital raise. Our fee structure is very straightforward. If we can come to a meeting of the minds on 
retaining a company, then we send them an engagement letter. They engage with our broker deal and they agree to the 
listing terms of the platform, then we put them on the platform. Then, we go to market -- both OfferBoard and the company 
engage that company’s existing networks, customers, partners and other people who would have an interest in investing 
in the company. If we are engaged in an investment banking capacity, we reach out to institutional firms that have an 
interest in that sector or have invested in companies like that company recently, and have the capital capacity to invest in 
the size that company needs. We also use sophisticated marketing tools to market the offering more broadly to lists of 
accredited investors.  We have formed partnerships with different data service providers and aggregated a list of about 9 
million US investors and 50 million global investors.  We market very selectively to segments of those lists in order to find 
the investors who are interested in that deal. 

 
CEOCFO: What has changed since OfferBoard started? What have you learned, so far, that makes your process 
different today than it was in September? 
Mr. Tyrrell: We have – very recently – developed a  Fundability Score, which is an evaluation of companies that want to 
be customers against other companies that have successfully or unsuccessfully raised capital. We are learning more 
about what the data can tell us about what makes a successful capital raise, some of which is surprising, and some of 
which is not so surprising. We are learning how to help companies be better prepared to go into the capital marketplace, 
and we are also learning some things you can only learn by starting to market by email to investors. Before September 
23rd, nobody really marketed private share offerings to investors, so you could not learn from things like what people click 
on in an email or on a website, and what they seem most interested in as a result of those clicks. We are learning a ton 
about investors in general and the investors that are looking at our site in particular. 
 
CEOCFO: Do you find that private investors who are investing in the companies that you are talking about follow 
the general trends? 
Mr. Tyrrell: It has not been a factor in our analysis, yet. I am not sure we have a large enough sample set to be able to 
tell that investors are following or not following trends. I think that because this marketplace has grown so rapidly, we will 
see it start to follow trends, but that is just speculation at this time. I have not really seen significant trend behavior. That 
said, I guess the most appropriate place to look for trends would be the data from the Australian Small Scale Offerings 
Board, with whom we have a partnership. Their data did follow the trend of the global financial crisis or “GFC”, and did 
follow the behaviors associated with the GFC, I think that looking forward we will start to see the platform-based private 
markets start to follow the trends of the public market. I think the one really interesting thing about the users of platform-
based finance is that we will have more information about them than we do about the private markets today. Private 
markets are pretty opaque by their nature, but if you transact the private markets heavily on platform, you collect a ton of 
data about the private markets and you can learn a great deal about them despite their opacity. I have told people it is 
akin to the difference between a garage sale and eBay. It is the same transaction – two people, a used good and some 
money – but you learn much more about the transactions, the people involved in them and the pricing of the transaction 
on eBay than you do at a garage sale. I think the private markets are going through a similar kind of transformation that is 
going to lead to greater transparency, and I think that greater transparency is actually going to give us a more highly 
accurate way of predicting trends. One of the trends in the market has been toward opacity, and that is one trend that I 
think this is going to be reversed by platforms. 
 
CEOCFO: What is next for OfferBoard? 
Mr. Tyrrell: The market is going to expand. I have referred to it as the “melee period”. There are going to be many 
platforms that rise and fall, and there are going to be standard network effects and market aggregation among the larger 
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players. I think after 18 to 24 months of the initial phase of this market, you are going to end up with a few large players 
and then a player or two dominating every niche. I think that is going to continue. The larger platforms will continue to get 
larger as we have seen in the rewards crowdfunding space, where the largest platform is seven times larger than its 
nearest competitor. You are going to see a significant network effect of people aggregating around larger, broader 
platforms that can serve a wider audience, such as OfferBoard. 
 

 
BIO: Chris Tyrrell is founder and CEO of OfferBoard, an investment platform that uses technology, big data and dating-
style matching algorithms to help CEOs of growing companies raise capital and match investors with companies that 
interest them. OfferBoard’s proprietary, patent-pending systems leverage the technology and data of the Australian Small 
Scale Offerings Board, the world’s oldest small equities funding platform. Chris has more than 15 years of experience in 
entrepreneurship, financial law, technology and capital markets, having managed and founded two private technology 
companies and been involved in more than $20 billion of financing transactions. As an attorney, he specialized in asset-
based finance at the Wall Street law firm of Cadwalader, Wickersham & Taft. Before founding OfferBoard, Chris served 
as manager of Nehemiah Investments, a venture-focused family office in Princeton, New Jersey. 
 
Chris is global advocate for crowdfunding, serving as chairman of CrowdFund Intermediary Regulatory Advocates 
(CFIRA), the leading advocacy organization for the securities crowdfunding industry in the U.S. He is a non-executive 
board member of the Australian Small Scale Offerings Board. He was also a delegate to the Third Global 
Entrepreneurship Summit. 
 
Chris is a graduate of the University of Texas and the University of Virginia School of Law. 
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OfferBoard 
40 N Tulane Street 

Princeton, NJ 08542 
888-OFFER-88 

www.offerboard.com 


