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UPFRONT 
 

BlueRush Media Group Corp. (“BlueRush” or the “Company”) returned to 

profitability in fiscal 2010, and continued revenue and earnings growth is expected 

in fiscal 2011. The Company has been exploring channels for a recurring source of 

revenue, one of which is the newly-launched Digital Rush platform (see Page 3). 

We believe that the Company’s recent strong performance and positive outlook 

have not been reflected in the current stock price.  

 

HIGHLIGHTS 
 

● Innovative digital technology combined with creative marketing media 

production expertise; 
 

● Clients are established enterprises in essential and defensive economic sectors, 

such as healthcare and financial services; 
 

● Well-positioned to take advantage of the latest growth in the wireless 3G 

technology;  
 

● Distinguished brand of award-winning digital marketing design on the Internet;  
 

● Possesses a unique business model with limited direct competition; 
 

● Developing licensed products with higher margins and recurring revenues while 

generating cash flow from existing projects; 
 

● Solid financial position with no external debt, except for a small loan from a 

director; and 
 

● Highly aligned management interest, with over 60% ownership.  
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THE COMPANY 
 
Through its wholly-owned subsidiary, BlueRush Digital Media Corp., the Company provides full service digital 

marketing media by combining leading edge technology with award-winning interactive production. Utilizing 

advanced technology, such as Rich Media and Web 2.0, BlueRush produces creative marketing solutions for 

distribution via the Internet, web television, mobile devices, podcast, e-newsletters, digital signage, and in-store 

kiosks. Recognizing the increasing dependency on the Internet, the Company visualized helping businesses to 

create a distinct competitive advantage by aligning their marketing and web strategies. BlueRush is headquartered 

in Toronto, and has office and production operations in Montreal. 

 

CORPORATE STRATEGY 
 

Key priorities for management include the following: 

 

 Provide products and services that target the rapidly-growing wireless mobile market; 
 

 Explore and develop solutions that could be licensed and generate more stable and recurring fee income; 
 

 Facilitate future growth by investing in human capital and resources; 
 

 Secure a stable primary client base by working closely with leading financial services institutions;  
 

 Expand the clientele base in the healthcare/pharmaceutical sector and then the education sector;  
 

 Explore potential acquisitions that would further enhance technology or production expertise and/or expand 

its clientele base; and 
 

 Set up sales in the U.S.A. to leverage into its rapidly-evolving technology area as well as a larger market.  

 

OPERATIONS 
 

The current operations of BlueRush are segmented as follows: 

 

 (1) Professional services; 

 (2) Resaleable content; and 

 (3) Licensed technology. 

 

(1) Professional Services 

 
Professional services currently generate most of the Company’s revenue. These include all of the individual 

contracted projects for clients. As such, these are mostly one-time commitments, with the occasional renewal or 

follow-up assignments. Since these projects are usually independent of each other, separate R&D efforts and 

production time are needed for each project and, as a result, project costs are high and margins tend to be low. 

Moreover, since these services are paid on a per-project basis with only a slight chance of renewal, the revenues 

are generally non-recurring.  

 

Nonetheless, professional services form the crucial foundation in the BlueRush strategic pyramid, for the main 

reasons highlighted below: 

 

(1) They currently generate the bulk of the revenue essential to maintain profitability;  

(2) These operations enable BlueRush to explore different areas, initiate R&D efforts, and identify potentially 

lucrative markets; and 

(3) These services help establish strong client relationships with household names, including Bell Canada, 

Canada Post, Manulife, CIBC, Scotiabank, RE/MAX, and Interac.  

 



BlueRush Media Group Corp.    Update Report 

eResearch Corporation www.eresearch.ca Page 3 
 

(2) Resaleable Content 

 
This is an extension of BlueRush’s professional services. During the recent recession, lower margins were 

accepted in pursuit of additional opportunities, to seek new clients, and to strengthen existing customer 

relationships. Profit margins were improved and production cost was reduced by recycling some of the applicable 

R&D efforts and production materials from its professional services. By substituting different content and/or 

repackaging existing products, the Company is able to serve additional clients in a more cost-efficient manner. 

Examples here include the H1N1 Rich Media Portal (a joint effort with MUHC), Continuing Medical Education, 

and S.O.S. learning courses.  

 

COMMENT: These types of projects usually require lower costs than professional services and thus enhance 

overall profitability. 

 

(3) Licensed Technology 

 
Envisioned as the future of the Company, BlueRush’s main focus presently is licensed applications. Licensed 

technology possesses the most scalable growth as it strives to generate potentially recurring revenue by extending 

the current operations. This includes selling flexible modules designed to be adaptable into different applications. 

During Q4/10, the Company took major steps forward in this segment, launching Digital Rush platform with its 

first customer (see below). 

 

COMMENT: With economies of scale, this area is likely to produce the highest profit margin for the Company. 

 

 

The following includes some examples of the licensed applications currently offered: 

 

 DIGITAL RUSH Platform is a turnkey mobile site creation tool that recognizes the type of device accessing 

the content, thus serving it up in the optimal format. It is a comprehensive communication platform, with 

functionalities including a media library, a newsletter publisher, and a memo/alert manager (as well as add-

ons such as dedicated servers and load balancing). BlueRush is looking to expand its customer base after 

securing its first customer in financial services. 

  

 BlueRush SMART Player™ plays videos on all platforms with unique device detection capabilities. 

 

 Mobile Video Delivery is a technology platform that sends videos to various types of PDAs. BlueRush 

recently launched a new Mobile Video Delivery platform while continuing to offer a full mobile development 

suite. 

  

 Magazine Builder is a newsletter engine that allows the customization of e-news, which can be incorporated 

into PDFs, slide shows, and videos. 

 

 Mobile Builder is a multimedia centre to build mobile sites, coupons, transactional websites, and 

applications.  
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At the top of BlueRush’s strategic pyramid (Figure 1), licensed technology provides the Company with operating 

leverage. These software products require little or no additional costs once fully developed because, as sales 

increase, the fixed costs will be divided across a wider base and thus reduced on a per-unit basis.  

 

COMMENT: This operating segment represents an ideal business model for a steadily-recurring high-profit-

margin operation, desirable in any industry.  

 

Figure 1: The Strategic Pyramid 

 

 
 

COMPETITION 
 

As a relatively young company offering an innovative service, BlueRush currently faces little direct competition. 

The Company has placed itself in a strategically advantageous position by blending technology and agency 

production, and by distinguishing itself from single-purpose technology and production businesses. Furthermore, 

most of BlueRush’s clientele are top-tier companies in well-established industries, including Bell Canada, Canada 

Post (epost), Manulife, CIBC, Scotiabank, CAA, Eli Lilly, and RE/MAX. 

 

While there are few companies that compete directly with BlueRush in Canada, there are companies in the United 

States that offer similar products and services: 

 

(1) Brightcove, Inc. produces Online Video Platform (OVP), parallel to BlueRush’s licensed technology 

operations. This Massachusetts-based company also has a video website, Brightcove.tv, to promote its OVP 

content; and 

 

(2) IQ Television Group (IQTV) is a marketing agency that produces TV-quality direct-marketing commercials 

distributed through the Internet, email, and CD-ROMs. Based in Atlanta, IQTV provides services similar to 

BlueRush’s professional services segment. 

 

COMMENT: One of BlueRush’s expansion strategies into the United States is to explore the possibility of 
partnering with one or more of these peer companies, by offering its expertise in exchange for U.S. clientele 

relations. 
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INVESTMENT CONSIDERATIONS 
 

(1) Strengths 
 

 Expertise in cutting-edge technology, high-quality marketing production and, most importantly, innovation 

and creativity to combine the two into unique and sought-after products and services; 
 

 Strong relationships with well-established institutional clients; 
 

 Well-recognized in the financial sector, attracting strong interest in pharmaceutical;  
 

 Ability to generate revenue and income while exploring various highly-profitable markets and opportunities; 
 

 Launched the Digital Rush platform as its first recurring business product with its first customer; 
 

 Focused on sustainable organic growth rather than acquisitions;  
 

 Increasingly abundant cash and working capital; and 
 

 Stable capital structure with no external debt (except a small director loan) or equity financing dilution. 

 

(2) Challenges 
 

 The economic crisis restrained many of the Company’s potential big clients, especially those in the financial 

sector; 
 

 Relatively young company with the need to promote its brand and position in the market; 
 

 Uncertain growth in demand for mobile digital media applications; 
 

 Need to increase customer awareness and get new clients to try and then adopt its services; 

 

 Need to develop a distribution platform to sustain growth for recurring products; 
 

 High cost of being publicly-listed as a small company;  
 

 Not yet well-recognized in the market place; and 
 

 Small market cap limits institutional shareholding interest; thin float. 
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FINANCIAL REVIEW AND OUTLOOK 
 

FINANCIAL STATEMENTS: Abridged financial statements are set out at the end of this section and include a 

Statement of Income, a Statement of Cash Flow, and a Balance Sheet. See Table 6, page 9. 
 

FINANCIAL YEAR-END: July 31 
 

1. Revenues: BlueRush’s revenue growth has been dramatic over the past five years, albeit from a small base. 

 

COMMENT: With the economy recovering in 2010 in Canada, BlueRush was able to capitalize on numerous 

opportunities, and achieve record levels in quarterly and annual revenue.  

 

1(a). Quarterly Revenue: Revenue in Q4/F2010 (ended July 31, 2010) rose 18% to $997,657, from $847,862 in 

Q3/F2010, and showed a 43% increase over Q4/F2009. This marks not only a recovery from the last two-quarter 

decline, but also surpasses Q1/2010’s record level, thus creating a new high. See Table 1 below for a summary of 

quarterly results.  
 

Table 1: Quarterly Performance 
 

 
 

1(b). Annual Revenue: For fiscal 2010, ending July 31, 2010, BlueRush’s total revenue of $3,650,579 rose 26% 

from fiscal 2009’s $2,889,501. In fiscal 2008, total revenue had risen 450% to $2,568,612 from fiscal 2007’s 

$561,883. See next table. 
 

Table 2: Fiscal 2011 Revenue Projection 

 

($Cdn) FY2011E FY2010 FY2009 FY2008 FY2007

Revenue 4,750,000 3,650,579 2,889,501 2,568,612 561,883  
 

1(c). Revenue Diversification: In fiscal 2010, BlueRush further diversified its economic dependence: 

approximately 41% of sales were made to two customers, down from 53% in fiscal 2009. In fiscal 2009, the 

Company diversified its client base to reduce its overall dependency on any individual client: the largest client 

accounted for only 31% of revenue, while 19% and 18% came from two other clients respectively, and no other 

client accounted for more than 10%. In fiscal 2008, one client accounted for over 70% of revenue.  
 

1(d). Revenue by Industry: BlueRush is also expanding its client base into different industries, as shown below: 
 

Table 3: Revenue by Industry 
 

       Fiscal Year Ending July 31: 2008 2009 2010

Financial 89% 65% 89%

Health-care 5% 20% 9%

Consumer Products Nil 6% 2%

Telecom 1% 5% Nil

Other 5% 4% Nil

TOTAL 100% 100% 100%  
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2. Operating Income/Margin: BlueRush has been striving to improve its operating margin which, as shown 

in the Quarterly Performance table on the previous page (Table 1), has been quite volatile. Nonetheless, it has 

improved significantly over the last quarter, and it stabilized throughout fiscal 2010 around an average of 29%. 

 

 BlueRush’s actual and estimated operating margin, on an annual basis, are shown in the following table. The 

estimate is taken from our projections presented in Table 6 on page 9. 

 

Table 4: Operating Income/Margin 

 

 
 
In fiscal 2009, the operating margin decreased to below 10%, as increased staffing costs more than offset the 

diminished sales growth, caused mainly by the economic contraction. However, the Company was able to keep 

most of its employees, while adopting a higher-volume but lower-margin operations strategy. In fiscal 2010, the 

operating margin recovered strongly to reach 28.9%. For fiscal 2011, we anticipate a further rise to 30%. 

 

COMMENT: BlueRush has demonstrated its ability to take advantage of market opportunities as the economy 

recovers and achieve a higher margin. We look for further improvement in fiscal 2011. 

 

3. Tax Rate 
 

The equivalent tax rate in FY2010 was 28.5%, and a total of $157,083 was paid for income tax purposes, while 

recognizing approximately $374,000 of investment tax credits (ITC). BlueRush has income tax losses of $156,271 

available to reduce future taxable income, including $19,959 that will expire in 2015. With such measures, we 

expect that the effective tax rate will remain around 30% in FY2011. 
 

4. Net Income 
 

BlueRush posted net income of $393,213 in FY2010, a big turnaround from a net loss of $85,587 in FY2009 and 

reflecting the economic recovery, and up from $214,693 in FY2008. Our estimate for FY2011 is $601,448. 
 

5. Net Profit Margin 
 

The current net profit margin is over 10% for FY2010, an improvement from the 8% margin in FY2008 (negative 

margin in FY2009), The Company is entitled to a number of tax credits from its production operations in the 

Province of Quebec, thus resulting in a higher margin due to a lower effective tax rate. For the longer term, as 

BlueRush shifts its focus from professional services to digital licensed products, the net profit margin should 

further improve as that recurring business segment operates at a lower cost as well as on a larger scale.  
 

6. Current Assets 
 

As at July 31, 2010, the Company had cash and equivalents of $284,752, compared to $166,957 as at July 31, 

2009. During this time, despite a drop in the current ratio from 5.48 to 3.92, actual working capital has risen from 

$826,673 to $1,252,036, indicating a healthy growth of operating funds. Accounts Receivable, which consists 

primarily of invoices to large financial institutions and payable in the normal course of business, has increased 

from $790,298 to $1,195,419.  

 

COMMENT: We believe BlueRush has adequate capital to fund current operations, as it has sufficient cash and 

abundant working capital.  
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7. Liabilities 
 

BlueRush has minor contractual obligations relating to its office premises in Toronto and Montreal. The total 

operating lease commitment is $316,779 from fiscal 2011 through 2013.  

 

8. Equity Financing 
 

To date, the Company’s operations have been funded primarily by equity, although there have been no major 

equity financings since fiscal 2005. Book value of shareholders’ equity grew from $881,190 to $1,308,907, while 

shares outstanding of 32,318,000 have been constant and unchanged since 2007, indicating the absence of equity 

dilution. 

 

COMMENT: As BlueRush has adequate capital, we do not expect the Company to raise new equity in the near 

future; thus shareholders are protected from dilution. 

 

9. Debt Financing 
 

In fiscal 2008, the Company borrowed $10,022 from a director. In fiscal 2010, $7,794 of this loan was repaid, 

leaving a balance of $2,228. The loan does not bear interest and is unsecured, and the lender has agreed not to 

demand repayment before August 1, 2011. Nonetheless, as the cash position of the Company further improves, we 

expect this loan to be paid off in fiscal 2011.  

 

BlueRush also has an unused $250,000 line of credit at its disposal.  

 

10. Options 

 

BlueRush has the following options outstanding: 

 

Table 5: Options Outstanding 
 

Exercise Expiry Potential

Number Price Date Comment Equity

70,000 $0.10 August 31, 2011 In-the-Money $7,000

425,000 $0.10 November 20, 2012 In-the-Money $42,500

175,000 $0.13 June 10, 2013 Out-of-the-Money $22,750

590,000 $0.10 May 8, 2014 In-the-Money $59,000

180,000 $0.10 March 5, 2015 In-the-Money $18,000

250,000 $0.10 May 25, 2015 In-the-Money $25,000

1,690,000 $174,250  
 

11. Outlook 
 

Revenue rose by 26% in fiscal 2010 from fiscal 2009, and 12% in fiscal 2009 from fiscal 2008. As shown in Table 

4 on the next page, growth has been positive since fiscal 2007 notwithstanding the recession in 2008.We expect 

BlueRush to increase its revenue by over 30% in fiscal 2011. The operating margin is assumed to rise to 30%, an 

improvement over the 28.9% in fiscal 2010. SG&A expenses are assumed to increase at approximately 15%.  

 

COMMENT: BlueRush could well exceed our expectations as we are anticipating a sound economic recovery in 
Canada. From this, the Company should be able to generate more profit from its resalable contents and licensed 

technology businesses. 

 
On an earnings per share basis, we are forecasting positive results for fiscal 2011 of $0.019, up from $0.012. 
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COMMENT (on the following table): Revenue is increasing and EBITDA margins are rising. The Company has 
a good balance sheet, although Accounts Receivable constitutes an inordinate proportion of Total Assets. Working 

capital is strong, there is negligible debt, and there are no major capital expenditures in the near term. 
 

TABLE 6: Abridged Financial Statements 
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VALUATION 
 

BlueRush has a small earnings base and, with 32 million shares outstanding, its EPS are less than 2 cents. Thus, 

applying the traditional p/e multiple valuation methodology is not meaningful. Therefore, we have chosen two 

other valuation parameters: 

(1) Multiple of revenue; and 

(2) Multiple of EBITDA. 

 

Basic assumptions: 

(1) The Company maintains its existing corporate strategy and asset structure, and that no acquisitions are made; 

(2) The Company issues neither debt nor equity;  

(3) Revenue for fiscal 2011 is estimated to increase by 30% to $4,750,000; and 

(4) Revenue grows at 20% per annum in fiscal 2012. 

 

A. Multiple of Revenue Method 
 

With the reported results from fiscal 2010 (ending July 2010) as a yardstick, the following table starts with our 

estimate for fiscal 2011 revenue of $4,750,000 and grows that at 20% per annum for fiscal 2012. We then use a 

matrix of multiples, ranging from 1.0x and increasing in 0.5x increments to 3.0x, to derive the associated intrinsic 

values and values per share. 

 

Table 7: Intrinsic Values at Revenue Multiples 
 

FY2010 Revenue $3,650,579

Shares O/S 32,318,000          

Multiple 1.0 1.5 2.0 2.5 3.0

Intrinsic Value $3,650,579 $5,475,869 $7,301,158 $9,126,448 $10,951,737

Value Per Share 0.11 0.17 0.23 0.28 0.34

FY2011E Revenue $4,750,000

Shares O/S 32,318,000          

Multiple 1.0 1.5 2.0 2.5 3.0

Intrinsic Value $4,750,000 $7,125,000 $9,500,000 $11,875,000 $14,250,000

Value Per Share 0.15 0.22 0.29 0.37 0.44

FY2012E Revenue $5,700,000

Shares O/S 32,318,000          

Multiple 1.0 1.5 2.0 2.5 3.0

Intrinsic Value $5,700,000 $8,550,000 $11,400,000 $14,250,000 $17,100,000

Value Per Share 0.18 0.26 0.35 0.44 0.53

 
 
Observation: Using the fiscal 2011 revenue estimate of $4,750,000, and the mid-point multiple of 2.0x, the 
intrinsic value per share is calculated to be $0.29. 
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B. Multiple of EBITDA Method 
 

We use a similar tactic for the EBITDA multiple valuation methodology, by applying appropriate multiples to 

fiscal 2011’s estimated EBITDA of $902,120. Our fiscal 2011 estimated EBITDA margin is 19.0%. Once 

BlueRush gains revenue momentum, we expect its EBITDA margin will rise. Accordingly, we are providing 

intrinsic values on fiscal 2011’s estimated revenue at EBITDA margins of 18.0%, 19.0%, 20.0%, and 21.0%. To 

each of these, we apply a range of multiples from 10.0x to 20.0x in increments of 2.5x. 

 

Table 8: Intrinsic Values at EBITDA Multiples 
 

FY2011E Revenue $4,750,000

EBITDA $902,120 $855,000 $902,500 $950,000 $997,500

EBITDA Margin 17.0% 18.0% 19.0% 20.0% 21.0%

Shares O/S 32,318,000  

Multiple 8.0 9.0 10.0 11.0 12.0

EBITDA (17%) $902,120 $902,120 $902,120 $902,120 $902,120

Intrinsic Value $7,216,962 $8,119,083 $9,021,203 $9,923,323 $10,825,444

Value Per Share $0.22 $0.25 $0.28 $0.31 $0.33

Multiple 8.0 9.0 10.0 11.0 12.0

EBITDA (18%) $855,000 $855,000 $855,000 $855,000 $855,000

Intrinsic Value $6,840,000 $7,695,000 $8,550,000 $9,405,000 $10,260,000

Value Per Share $0.21 $0.24 $0.26 $0.29 $0.32

Multiple 8.0 9.0 10.0 11.0 12.0

EBITDA (19%) $902,500 $902,500 $902,500 $902,500 $902,500

Intrinsic Value $7,220,000 $8,122,500 $9,025,000 $9,927,500 $10,830,000

Value Per Share $0.22 $0.25 $0.28 $0.31 $0.34

Multiple 8.0 9.0 10.0 11.0 12.0

EBITDA (20%) $950,000 $950,000 $950,000 $950,000 $950,000

Intrinsic Value $7,600,000 $8,550,000 $9,500,000 $10,450,000 $11,400,000

Value Per Share $0.24 $0.26 $0.29 $0.32 $0.35

Multiple 8.0 9.0 10.0 11.0 12.0

EBITDA (21%) $997,500 $997,500 $997,500 $997,500 $997,500

Intrinsic Value $7,980,000 $8,977,500 $9,975,000 $10,972,500 $11,970,000

Value Per Share $0.25 $0.28 $0.31 $0.34 $0.37  
 
Observation: The current market price implies approximately a multiple of 6.0x for the Company. As its 

EBITDA margin improves, the valuation multiple should also increase. Using an EBITDA margin of 19.0% and a 

multiple of 10.0x, the intrinsic value for BlueRush is calculated to be $0.28 per share.  

 

D. Summary 
 

The multiple of revenue method provides an intrinsic value per share of  $0.29. 

The multiple of EBITDA method provides an intrinsic value per share of  $0.28. 

 

COMMENT: Despite recent strong performance in Q4/2010 and fiscal 2010 as a whole, the market has not fully 
reacted to the Company’s improving fundamentals. Thus, we continue to believe the shares are undervalued and 

offer above-average price appreciation potential.  
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TARGET PRICE 
 

Based upon the above analysis, we are maintained our original 12-month Target Price for the stock of $0.28 per 

share. 
 

MANAGEMENT & DIRECTORS 
Source:  Company Website, Montreal Medical International Website. 

 

(1) Management 
 

Larry Lubin, President, CEO and Director 
Larry Lubin, MBA, was founder and former President, Chairman and CEO of Fitech, a Canadian software 

company. Fitech developed many applications for financial institutions, including the Reality Check™ series for 

Scotiabank. Fitech was acquired by Ezenet, which became part of CGI Group. Mr. Lubin left CGI, and founded 

BlueRush in September 2003.  

 

Len Smofsky, Vice President, Rich Media 
Len Smofsky graduated from the Ryerson Film Program, and became a freelance director at some of the country’s 

top production houses. He formed a commercial and video production company, Integra Productions, in 1989. 

Based in Montreal, Integra built a client list that included (among others) The Government of Canada, The 

Canadian Imperial Bank of Commerce, The Bank of Montreal, Merck-Frost, CN, Brault & Martineau, Sears 

Canada, and the Canadian Lung Association. 

 

Howard Hanick, CFO  

Howard Hanick has served as the CFO for six different public companies over the past 10 years. He has 

considerable public market experience and in-depth knowledge in tax and financial reporting. Mr. Hanick is a 

partner of Feldman & Associates and has a strong background in financial analysis and business operations.  

 

(2) Directors 
 

Larry Lubin (see bio above) 
 

Len Smofsky (see bio above) 

 

Haron Ezer 

 

Jim Moriarty 

 

Michael Churchill-Smith 
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ANALYST CERTIFICATION 
 

The Research Analyst who was involved in the preparation of this Research Report hereby certifies that: 

(1) the views and opinions expressed herein accurately reflect the Research Analyst’s personal views concerning 

any and all securities and issuers that are either discussed or are the subject matter of this Research Report; 

and 

(2) the compensation received for the preparation of this report was not related, in any way, to the Research 

Analyst’s views and opinions expressed herein. 

 

eResearch Analysts on this Report:  
 
Perry Siu, M.A.Sc: Perry Siu is a research analyst and a Level III candidate for the Chartered Financial Analyst 

(CFA) designation. Mr. Siu holds a Masters degree in Aerospace from the University of Toronto and a Bachelors 

degree in Electrical Engineering from the University of Waterloo. 

 

Bob Weir, B.Sc., B. Comm, CFA: Bob Weir has 44 years of investment research and analytical experience in 

both the equity and fixed-income sectors, and in the commercial real estate industry. He joined eResearch in 2004 

and has been its President, CEO, and Managing Director, Research Services since May 2005. Prior to joining 

eResearch, Mr. Weir was at Dominion Bond Rating Service (DBRS), latterly as Executive Vice-President 

responsible for supervising the firm’s 34 analysts and conducting the day-to-day management affairs of the 

company.  

 

Acknowledgement: I, Perry Siu, and I, Bob Weir, hereby confirm that I do not own, directly or indirectly, any 

shares of BlueRush Media Group Corp. 
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eResearch Disclaimer: In keeping with the policies of eResearch concerning its strict independence, all of the 
opinions expressed in this report, including the selection of the 12-month Target Price and the Recommendation 

(Buy-Hold-Sell) for the Company’s shares, are strictly those of eResearch, and are free from any influence or 
interference from any person or persons at the Company. In the preparation of a research report, it is the policy of 

eResearch to send a draft copy of the report, without divulging the Target Price or Recommendation or any 

reference to either in the text of the report, to the Company and to any third party that paid for the report to be 
written. Comments from Company management are restricted to correcting factual errors, and ensuring that there 

are no misrepresentations or confidential, non-public information contained in the report. eResearch, in its sole 

discretion, judges whether to include in its final report any of the suggestions made on its draft report. 
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eResearch Recommendation System 
 

Strong Buy:  Expected total return within the next 12 months is at least 40%. 

Buy:  Expected total return within the next 12 months is between 10% and 40%. 

Speculative Buy:  Expected total return within the next 12 months is substantial, but Risk is High (see below). 

Hold: Expected total return within the next 12 months is between 0% and 10%. 

Sell:  Expected total return within the next 12 months is negative. 

____________________________________________________________________________________________________________ 

eResearch Risk Rating System 
 

A company may have some, but not necessarily all, of the following characteristics of a specific risk rating to qualify for that rating: 

 

High Risk:  Financial - Little or no revenue and earnings, limited financial history, weak balance sheet, negative free cash flows, poor 

working capital solvency, no dividends.  

 Operational - Weak competitive market position, early stage of development, unproven operating plan, high cost 

 structure, industry consolidating, business model/technology unproven or out-of-date. 

 

Medium Risk:  Financial - Several years of revenue and positive earnings, balance sheet in line with industry average, positive free 

 cash flow, adequate working capital solvency, may or may not pay a dividend. 

 Operational - Competitive market position and cost structure, industry stable, business model/technology is well established 

and consistent with current state of industry. 

 

Low Risk:  Financial - Strong revenue growth and earnings over several years, stronger than average balance sheet, strong positive free 

cash flows, above average working capital solvency, company may pay (and stock may yield) substantial dividends or 

company may actively buy back stock. 

 Operational - Dominant player in its market, below average cost structure, company may be a consolidator, company may 

have a leading market/technology position. 

____________________________________________________________________________________________________________ 
 

eResearch Disclosure Statement 
 

eResearch operates two business segments: (1) the provision of equity research to the investment community; and (2) the offering of its abilities 

to assist companies raise capital.  

 

The research activities and operations of eResearch are carried out solely by its Research Services division, which provides published research 

and analysis to the investing public on its website (www.eresearch.ca), through its extensive electronic distribution network, and through 

newswire agencies. eResearch makes all reasonable efforts to provide its research, via e-mail, simultaneously to all subscribers.  

 

The capital raise activities and operations of eResearch are carried out solely by its Capital Services division, which engages only in capital 

market services with Corporate Issuers and Accredited Investors. eResearch does not manage money or trade with the general public which, 

combined with the full disclosure of all fee arrangements, the strict application of its Best Practices Guidelines, and the creation of an effective 

"Ethical Wall" between the Research Services and the Capital Services divisions, should eliminate potential conflicts of interest. 
 

eResearch accepts fees from the companies it researches (the “Covered Companies”), and from financial institutions or other third parties. The 

purpose of this policy is to defray the cost of researching small and medium capitalization stocks which otherwise receive little or no research 

coverage.  

 

BlueRush Media Group Corp. paid eResearch a fee of $10,000+GST to conduct research on the Company on an Annual Continual Basis. 

 

To ensure complete independence and editorial control over its research, eResearch follows certain business practices and compliance 

procedures. For instance, fees from Covered Companies are due and payable prior to the commencement of research. 

 

All Analysts are required to sign a contract with eResearch prior to engagement, and agree to adhere at all times to the CFA Institute Code of 

Ethics and Standards of Professional Conduct. eResearch analysts are compensated on a per-report, per-company basis and not on the basis of 

his/her recommendations. Analysts are not allowed to accept any fees or other consideration from the companies they cover for eResearch. 

Analysts are allowed to trade in the shares, warrants, convertible securities or options of companies they cover for eResearch only under strict, 

specified conditions, which are no less onerous than the guidelines postulated by IIROC. Similarly, eResearch, its officers and directors, are 

allowed to trade in shares, warrants, convertible securities or options of any of the Covered Companies under identical restrictions. 

 

http://www.eresearch.ca/

