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Y AMANDA VON GOETZ

AS THE CEO OF KIT DIGITAL, A GLOBAL TECHNOLOGY COMPANY WITH 14
OFFICES ON FIVE CONTINENTS, KALEIL ISAZA TUZMAN OPERATES ON A
ROUND-THE-CLOCK SCHEDULE THAT APPEARS TO DEFY THE HUMAN
NEED FOR SLEEP. On any g

ziven day, he could be in any one of the we

, is a tried

t may sound exhausting, but Isaza Tuzma

and true entrepreneur who gets a great thrill from the daily entrepreneur

or as he calls it, “making the doughnuts.” The burly son of a

ylombian father and a Polish mother, he takes visible pride in his humble

iic, and indefatigable commitment to trying new ver

ground,
ires and fightir

Pu

g himself through college selling baseball caps and T-shirts door

ted summa cum laude from Harvard University in

to-door, Tuzman gradu

the early ‘90s, and “like many Harvard kids who didn’t know any better,”

followed the crowds headed into investment banking, beginning his career

at Goldman Sachs.

day | fought my instinct to quit and go out on my

with the

ins Tuzman, sitting in his office in Dubai Media C

sailboat-inspired Burj hotel in the background. Finally, his entrepreneurial

yman cut short his Wall Street tenure to join a long

ature taking over, T

time friend in launching an Internet startup. In 1998, they created
govWorks, an Internet portal that allowed people to take care of govern
nent transactions like paying traffic tickets, property taxes and utility bills,

with Tuzman as CEO.

At its peak, govWorks employed over people in the U.S and Latin

America and was credited with kicking off the e-government movement in

earnest, launching one of the first major municipal e-government projects

h is stil

(a citizens’ online payments system with the City of New York, whic

in opera today) and the first national government interactive portal, for

Tuzman's homeland of Colombia.
Adoming Isaza Tuzman’s office is a picture of himself, President Bill
Clinton and former Colombian president Andrés Pastrana, all three looking

very relaxed, with arms around each oth shoulders as if at a college party.

It was taken in August 2000, in Cartagena, Colombia for the launch of the
country’s Gobierno En Linea e-government portal—developed by govWorks,
with funding help from the United Nations. Tuzman had flown down on Air
Force One with a delegation of Colombian businessmen, accompanying
Clinton for the first visit to Colombia by a sitting U.S. president. It wasn’t the

man had traveled with the President (he had partici

first time that Isaza

pated in the Clinton’s Ending the Digital Divide earlier that same year),

s this trip when Clinton reportedly fell in love with the country of Colombia

and the city of Cartagena in particular—buying a house in the old city after

1ssador-for-Life ir

his term was up and becoming Colombian Goodwill Amt

2006. Tuzman feels like he a small part of that “conversion” process.

By late 2000, govWorks was serving literally hundreds of municipal,

state and national governments with its suite of Internet-based e-govern




ment applications. But the dot-com funding bubble had burst in the Spring
of 2000, and with a large amount of debt coming due and the prospect of
raising more equity capital in the careening stock market seeming like

more of a fantasy every day, Tuzman had to sell govWorks on New Year’s
Day, 2001 to transaction services giant First Data Corporation—a pittance
compared to the nearly $60 million that was invested in the company by
industry heavyweights Mayfield Fund, KKR, Hearst, and others.

This story of boom and bust was common enough during the period,
but Isaza Tuzman's exhilarating first ride on the entrepreneurial roller
coaster was unique, both because he was amongst a very small group of
Hispanic businesspeople truly on the cusp of the Internet bubble (Raul
Fernandez of Proxicom and Wenceslao Casares of Patagon were a couple
of others of note), and the only one about whom there was a feature-
length film made.

Acclaimed documentary Startup.com was released by Artisan
Entertainment (now part of Lionsgate) in January 2001 at the Sundance
Film Festival, less than three weeks after govWorks' sale to First Data. The
film won several awards for its frank and intimate portrayal of the entre-
preneurial experience—without the usual sugar-coating and dramatic
editing of such business films—and made Isaza Tuzman one of the most
recognizable faces of the dot-com era. Startup.com has grossed over $30
million in theatres and on television since its release, making it one of the
top performing documentaries of all-time.

ENTERPRISE .

But if you think Isaza Tuzman relished his relative fame, think again. “It
took me a long time to come to grips with the film,” says Tuzman today, his
round face seeming to lengthen. “I know a lot of people who had failures in
the [dot-com] crash, but somehow they got excised from their resumes years
later. | couldn’t do that; my failure was etched in celluloid, in intimate detail.”

Like
mined to learn from his failure, and start again—*“to make lemonade out

many successful entrepreneurs before him, Tuzman was deter-

of lemons,” as he puts it. As Tuzman was going through the painful
restructuring of govWorks leading up to its sale (letting go of nearly 70%
of his staff and shuttering offices), the germs of another business idea
took root. The ever enterprising 30-year-old parlayed the fall of govWorks
into Recognition Group, the nation's first Hispanic-owned corporate
restructuring firm.

Before successfully merging with KCP Capital, Recognition Group had
quite a run, taking over, advising and re-capitalizing distressed companies.
Once restructured, Recognition Group would sell these companies at a hand-
some profit. One such restructuring and sale was for New York-based KPE, a
digital media subsidiary of advertising giant Grey Global. Recognition Group
acquired KPE in 2001 and sold it for an 11.3x return on its investment in less
than a year. At Recognition Group, Isaza Tuzman also led the successful
financings and turnarounds of software company Tigris (sold to VerticalNet in
2004) and construction machinery company Binder Machinery.

In 2005, Tuzman partnered with Toronto-based financier Scott
Paterson to get a small startup called JumpTV off the ground. JumpTV was
based on a revolutionary idea with a potentially big social impact: as an
Internet Protocol Television (“IPTV”) company, it uses dedicated Internet
fiber to acquire the live broadcast signals of television networks around
the world, so immigrants in North America and Western Europe can watch
TV from their homelands on their computers and mobile phones.

Isaza Tuzman became president of JumpTV in May 2005, when the
company had 2 employees, a few thousand subscribers, and a dozen
international broadcasters on board. By the time of JumpTV’s Morgan
Stanley-led IPO about a year and half later, Isaza Tuzman had grown the
company to over 150 employees, with over 300 international TV networks,
and well over 30,000 monthly subscribers. JumpTV's groundbreaking
business model was featured in media outlets around the world, including
the cover of the business section of the New York Times. In the late sum
mer of 2007, Tuzman left JumpTV and sold his share in the company, hav-
ing shepherded the capitalization from $15 million to over $200 million in
just over two years.

No stranger at this point to the vicissitudes of the market, some say
Tuzman saw the market for small-cap technology companies turning, oth
ers say he left JumpTV because he had a different vision as to how the
company should evolve. Whatever the case may be, the timing was impec-
cable, as the consumer market subscription-based video online began a
clear and steady decline thereafter. (The company was eventually sold to
IPTV set-top box manufacturer Neulion in late 2008.)

“JumpTV was a great idea and continues to serve diaspora communi-
ties in a very unique way,” says Tuzman. “| loved being a part of getting
Caracol TV to the computer browser of a Colombian-American household
or Telefe Internacional to the mobile phone of an Argentine living in Spain.
But | saw a larger business opportunity on the ‘B2B’ side of IPTV, and the
board of JumpTV at the time just didn’t share that vision.”

So, what did Isaza Tuzman do next? He dove right back in, of course.
Taking his restructuring mindset, as well as the learning and financial
return provided by JumpTV and other Recognition Group/KCP Capital
investments, Tuzman surprised many by buying a control stake in a small,
struggling publicly traded Internet video technologies called ROO Group in
While the

December 2007. company was barely doing $900,000 of
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monthly revenues at the time and was burning well over $2.3 million of
cash per month, Isaza Tuzman saw an opportunity in the making—a com
pany with a solid software suite and a good client roster, in need of disci
plined management and a clear vision.

Fast forward a little over a year, and the company (which was quickly
renamed KIT digital after Tuzman took over as chairman & CEOQ) is gener-
ating positive operating cash flow on over $35 million of annualized rev-
enue. It has over 450 clients in nearly 30 countries, and is widely consid-
ered to be the leader in enterprise-grade IPTV enablement technology. It is
probably the only stock in its segment that has not been badly hit by the
market over the last 12 months—its market capitalization has actually
jumped from just over $6 million a year ago to nearly $30 million today.
But that makes it sound easy—and it has been anything but, particularly
with the global recession in full swing.

“The ROO/KIT turnaround has been a test in staying nimble and
trusting your instincts, especially as the storm gathers and the rain
starts falling,” explains Tuzman. “Our original restructuring plan called
for less intensive cost cuts and more upfront expenditures on integrat-
ing the acquisitions we've made, for example. But you need to con-
stantly adjust. And the more serious recession in the U.S. and Western
Europe has meant a greater focus on our business in Asia, the Middle
East and Latin America.” Certainly the adjustments have been made,
and KIT digital has been a shelter from the storm for many investors.

A common theme in Isaza Tuzman's career is the connection of both his
business and charitable life to Latin America and to the Hispanic commu
nity in North America. He has regularly been named one of the most influ
ential Hispanics in the U.S., but in his own words, he likes to take an
“example-driven, low-key approach” to community involvement. One of
Tuzman'’s favorite things to do is seek out young Hispanic entrepreneurs to
mentor, often joining their boards of directors. For years, he has been the
chairman of LISTA, the not-for-profit Latinos in Information, Systems and
Technology Association. On the international front, he has been a member
of the Council on Foreign Relations, acted as a U.S. trade representative
under both Presidents Clinton and Bush, and advised the World Bank’s
Gateway Development Project (which focuses on poverty alleviation in

Latin America through the use of information technology.) In the most

recent election, Isaza Tuzman was a member of candidate Obama's
Hispanic National Leadership Committee.

In private, Isaza Tuzman prefers to speak about his past failures than the
milestones of his career. He is a firm believer in what artists call the “beauty of
failure,” and insists that it is only from our missteps that we actually learn any-
thing substantial. Several years ago, he compiled his and other entrepreneurs’
experiences and knowledge into The Entrepreneur’s Success Kit: A 5-step
Lesson Plan to Create and Grow Your Own Business (St. Martin’s Press, 2005).

“The entrepreneur’s path is such a rocky road,” explains Tuzman. “A
brilliant idea and a little luck are great, but | think success on this path
really comes down to persistence and resilience. You will be set back more
times than you can imagine, and you need to keep on coming back. ‘Sin
prisa, sin pausa’

one step in front of the other—and eventually you’ll

make it to the top of that mountain.” LB

Amanda von Goetz is a freelance writer who specializes in writing about music, business
and the technology industry. She is based in New York.
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