Dear Hanit,
I was very glad to meet you and present UMATCH.
Two very significant gaps affecting B2B meetings are the inability to predict in advance the business potential of a meeting any a given moment, and the inability to maximize its full business potential, to the extent that it exists.
[bookmark: _GoBack]The market for B2B business meetings is worth billions of dollars, and millions of companies, organizations and individuals operating businesses jointly allocate tremendous sums from their marketing and business development budgets to these meeting, in hopes of creating new business opportunities.
These gaps necessarily cause major amounts of time and money to be squandered in the attempt to create business interactions, even though the chances of actually closing a transaction remain very low.
We, at UMATCH, identify a very interesting opportunity in the ability to realize and leverage methodologies and processes from the content worlds of espionage and intelligence for gathering and processing client information, in order to make them accessible to the business world.
The use of these tools, in addition to developing purpose-driven algorithms, allows us to offer a good response to these gaps, by providing active tools for motivating action and maximizing the full business potential of these meetings.
We utilize capabilities for the automatic collection of business intelligence, machine and deep learning algorithms, and sophisticated analytical tools.
After raising the first round of funding, MVP development, and running two successful pilots, we are advancing to the stage of raising seed money, while simultaneously making business connections with strategic organizations in the world the B2B.
In the context of this round of funding we would be glad to meet investors you know, who would find this field interesting and them relevant.
Thank you, 
Golan
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