Business & Financial Planning

Learnn



Sasha
Komarevych

Acceleration Program Manager @ B4i

Learnn



Cosa vedremo:

1. Business & Financial Planning: la documentazione
2. Cos'e I'Investor Deck

3. Cos'e il Financial Plan

4. Best practices ed errori da evitare

5. Tool suggertiti per ID e FP
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Contenuti utili
capitolidal1a s
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Business plan

BUSINESS PLAN

COMPANY NAME
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Business plan
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Airbnb Pitch Deck

@ airbnb @ airbnb

" Problem

Price is an important concern for customer booking travel online.

Solution

A web pIatForm where users can rent out their space to host travelers to

Hotels leave you disconnected from the city and its culture.

0
Y 4
No easy way exists to book a room with a'local or become a host. // - $ - &
& i L Y
7 \ /
Save Money Make Money Share Culture
when traveling when hosting local connection to the city

Fonte: https://slidebean.com/templates/airbnb-pitch-deck Learnn



https://slidebean.com/templates/airbnb-pitch-deck

Airbnb Pitch Deck

| Market Validation | | Market Size

craigslist.com couchsurﬁng.com

Trips Booked Budget&Online Trips w/ AirBnB
(WorldWide) Serviceable Available S .
Total Available Market Market B

15% Available Market

Fonte: https://slidebean.com/templates/airbnb-pitch-deck Learnn



https://slidebean.com/templates/airbnb-pitch-deck

Airbnb Pitch Deck

. Product

Fonte: https://slidebean.com/templates/airbnb-pitch-deck Learnn


https://slidebean.com/templates/airbnb-pitch-deck

Airbnb Pitch Deck

Business Model

we take a 10% commission on each transaction

$84 $25 $200

MILLION DOLLARS AVERAGE FEE MILLION DOLLARS
Trips with AirBnB $80/n ight Revenue
15% of Available Market for 3 nights Projected by 2011

Fonte: https://slidebean.com/templates/airbnb-pitch-deck Learnn


https://slidebean.com/templates/airbnb-pitch-deck

Financial plan

PRO-FORMA P&L ($)
Revenues | 178,550 200,668 223,654 247,827 273,202 304,849 337,323 371,723 412,659 455207 503,495 554,339 4,063,496 599459 652,441 707,656 765461 825729 894,504

CoGS 38,892 50,982 48,696 70,810 64,727 77,552 85,547 93,706 139,146 139,923 147,147 156,569| 1,113,697 188,984 192,515 225,046 227,097 246,907 265,255

Gross Profit 139,658 149,686 174,959 177,016 208,475 227,297 251,776 278,016 273,513 315,284 356,348 397,771 410,475 459,926 482,610 538,364 578,822 629,338

Operating Costs

54,900 54,900 77,600 82,750 90,100 86,100 134,550 135,700 156,200 148,200 159,550 ; 208,950 196,950 208,300 224,800 244,100
120,250 302,400 291,650 297,650 330,900 349,350 355,350 365,350 375,350 385,350 395,350 415,350 440,200 457,450 463,450 473,450 539,450

111,933 99,410 160,992 179,036 136,083 ] 168,925 ,850, I 185,133 228,023 305,686 260,130

Total Operating Costs 419,828 468,083 481,183 520,410 630,216 680,086 667,633 706,210 723,825 799,717 7,472,175 908,923 36 1,043,680

EBIT -280,169 -318,397 -306,224 -301,525 -311,935 -369,145 -378,440 -402,070 -394,120 -390,926 -367,477 -401,946| -4,222,376 -403,548 -414,596 -378,272 -370,559 -425,115 -414,341

OPERATING CASH FLOW ($)

Cash inflow 329,550 395668 402,654 410,827 420,202 490,849 502,323 515723 590,659 607,207 493,495  514,339| 5673496 741459 892,941 920,656 950,961 983729  1,145594
Cash outflow 400,619 405765 644,878 424652 456337 844,695 574264 630,093 956,879 691,733 713,572 1,542386| 8285872 835807 897437 1,212,729 959,120 1,069,843 1,424,535
-242,224 -36,135  -353,845 114,370  -366,220  -84,526  -220,077 -1,028,046 -94,348 4,496  -292,072 8159  -86,115  -278,941

BANK BALANCE ($)

Starting bank balance 500,000 5428931 5418833 5176609 5162784 5126649 4,772,804 4,700,864 4,586,494 4,220,274 4135748 3,9158671 2,887,624 2,793,277 2,788,780 2,496,708 2,488,549 2,402,435
Cash from financing 5,000,000 0 0 0 0 0 0 0 0 0 0 0| 5,000,000 0 0 0 0 0 0
Cash from operations 71,069  -10,097  -242224  -13825  -36135 -353845  -71,940  -114370  -366,220  -84,526  -220,077 -1,028,046| -2,612,376|  -94,348 4496  -292,072 8159  -86,115  -278,941
5428931 5418833 5176,609 5162784 5,126,649 4,772,804 4,700,864 4,586,494 4,220,274 4135748 3915671 2,887,624 | 2,793,277 2,788,780 2,496,708 2,488,549 2,402,435 2,123,493

Fonte / Approfondimento Template Learnn


http://christophjanz.blogspot.com/2016/03/saas-financial-plan-20.html
https://docs.google.com/spreadsheets/d/1G3p2HodydDMmazo0GSpUfD5heEuQ4RkJ4qS5mEMLQwU/edit#gid=1315810424

SIGNUPS

Signups beginning of the month
New signups:

Organic signups growth p.m.
New organic signups

Marketing spending ($)

Data pack

ocpliriia gy o KPI operativi storici (crescita della base
clienti, transazioni, depositi, etc)

e Analisi di coorte (funnel di conversione,
ST retention, revenue, revenue media per
Customers beginning of the month cliente, transazioni, depositi, upgrades

New customers:

Conversions from previous month's signups e dOan radeS dl pla nO)

Conversions from older signups

Total new customers
Downgraded from Pro

Lost customers (churn)
Upgraded to Pro

Customers end of the month

Fonte / Approfondimento Template Learnn



http://christophjanz.blogspot.com/2016/03/saas-financial-plan-20.html
https://docs.google.com/spreadsheets/d/1G3p2HodydDMmazo0GSpUfD5heEuQ4RkJ4qS5mEMLQwU/edit#gid=1315810424

Dataroom

Notion tip: Use your data room as a central source of truth during your fundraising
process, letting your potential investors quickly find all the information they need to do

due diligence.

Data Business

& Objectives e Business details
~ Metrics @ Market research
# Cap table 2% Employees & hiring

© Financials il Company info

Recent materials

= List

», Documents

[ Post-maoney valuation cap
] Offer letter
Stock purchase agreement
1 Investor rights agreement
9 Voting agreement
Incorporation agreement
) Co-sale agreement

q First refusal document

Materials

* Documents

-/ Minutes & updates

Data Room

Notion Template

= List

¢, Minutes

[ Metrics recap

[ Pre-seed breakdown

= List

» Investor updates

] Oct 1, 2021 Update

9 Aug 15, 2021 Update Learnn


https://www.notion.so/Data-room-803bee16307d462bb2854109fd703d8d

DocSend - Dropbox

Data Room Insights

Activity Summary by Group
Mobile Team

AS Y1

2

Learnn



DocSend - Analytics

Recent Activity Performance

Recent Visits

e

% Matthew Katzner

Total time spent per page ~ oy
: : -} Pagd lime Spent: 00:42

*

Learnn



DocSend - Analytics

VCs now spending less time on pre-seed decks

CD o e

2022 021 2022 021 2022

‘2 42 3:30 | 2: 46 3:50| £2:13
~L24°/o 120% 1427

Overall VC time spent VC time spent on VC time spent on
reviewing pitch decks successful decks unsuccessful decks

Learnn



Market Opportunity

People need benefits that
aren’t tied to employment

+ 1099 w2
Freelance, contract, gig Part-time, hourly, SMB

Lack access to

employer benefits 13M MIX

Both 1099 and W2

Non-traditional workers:

Multiple sources of income, volatility in payment schedules, no aggregation or automation

Learnn



Market Opportunity

This is a 6.5bn € market of which we will capture

EUR 100m in ARR within 4yrs
46€ ARR
per user*

6.5bn€

Total 3. 1bl‘l€ 3%

Available Market Serviceable ARR at 3%

Serviceable obtainable
Market market share in

2025:93m €

Available Market

TAMUS & EU SAMUS & EU 2025 SOM 2025
142m People working in jobs that can 68m People working remotely more

largely be done from home than 3 days a week

Learnn



TAM-SAM - SOM

TAM
Total Available Market

SAM
Served Available Market

SOM

Serviceable and

Obtainable Market
Learnn



Product / Service

Key Problem &
Opportunity

What is your customer pain?

What data do you have to prove it?

How would a “better world” look?

Customer Quote Lorem ipsum dolor sit amet, consectetur

adipiscing elit. Pellentesque arcu nunc, iaculis id est luctus.

Homeowner
Challenges

Painter
Challenges

Description

1 in 8 painters respond within 48 hours
15 Days to receive a quote

29 Days to start painting

Low probability of success
Average painting company'’s lifespan is only 2 years

$43/year
Average owner’s take-home pay
(While taking on all risks of running a business)

Learnn



Product / Service Description

Solution

How are you delivering this
“better world?”

Product Title
Screenshot Brief Description

o

Product
Screenshot

Product

Screenshot l\
Title

Brief Description

;\ Title
Brief Description

Learnn



Revenue Model

We are a platform SaaS business

Standard

Users Unlimited
Projects Unlimited
Data Management

Visualizations

Statistics

Public Data Integrations

Storage 100 GB

Additional Storage $25/TB

$50/Month

Professional

Everything In Standard Plus
Pipelines
Workflow & Automations

Compute

$250/Month

Standard

Everything in Professional Plus
EHR Integrations
Clinical Reporting

24/7 Support

$100,000
Annual License
+

$200/Sample

Learnn



REVENUE MODEL

WE BUY ON DEMAND FROM EXPORTERS
ANDSELL TO FLOWER SHOPS WITH MARGIN

EXPORTER 10%
MARK-UP

ON GOODS

Revenue Model

FLORIST

Learnn



Growth Strategy

from start to early

I So far, our marketing has been 100% organic

03 04

speaking engagements business communities

September

Marketing

RDV.MARKETING” Forbes | =

CAWIPLS Bl UNDER3D
INFOPRESSE” Bl | Besiamne

‘i;;i' =3 THE
g WEeEBBY
DOTNESS ENTERFRISE

AWARDS

Learnn



31% week over week growth

“w DOORDASH

Trailing 12-month
Snapshot

700+ Customers

+47,386
Developer Sign-ups

2B+ APl requests daily

20TB+of data daily

171M+Unique
People Connected

New Customers

Average Customer Revenue Ramp

7X+ YoY

New ARR

Developer Sign-Ups

Learnn



Roadmap & Ops

PRODUCT DEVELOPMENT O\

Product development is a complex interative process involving multiple
disciplines and a variety of tools

Technology Product Development Mass Production
Development Detailed design, reduce risks, meet requirements Make it at scale
Is it possible?

BENCHTOP PILOT
PROTOTYPE WORKS-LIKE LOOKS-LIKE MADE-LIKE PRODUCTION PRODUCTION SUPPORT

v
v
il
¥
4 !:I
6a
= ;
T T
o
ok
L a
"¢
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Roadmap & Ops

ROADMAP

FROM FIRST GROWTH TO EUROPE LEADERSHIP

DIGITAL
LAUNCH IN UK LAUNCH IN GERMANY HUB

DIGITAL AUCTION 5M€ GMV
RELEASE 1,000 CUSTOMERS

Learnn



- CEO & co-founder
nded & exited from |

L'assurance santé simple

- CTO & co-founder

with experience as a data scie
ook, Instagram, and

Learnn
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Richiesta di investimento

Fundraising Needs & Milestones

Use of Funds

Product Development
Expand Al/ML recommendation engine
Interactive tuta

Paid centracts with 60 lenders

Customer Acquisitio,

Driv

version numbers

Raising

iFil

18 months

Growth runway

Contracts
60

=

Licenses
50

ST e
New Accounts
240,000

=

" 2/

ARR Target
53M

=)

SN

Closed Loan
Ratio
30%

Learnn



JobFul will be the backbone of the new recruiting service
industry.

ck are fundamental to how

will be represented like athletes.
- > will start agencies on JobFul, as creators start
channels on YouTube,
nies won't have large, internal recruiting teams as the
external hiring cost will be < than the internal one.

product, eng 3, finance and leg al.

Learnn



Assumptions

evenue &
Signups beginning of 1st month: 5,000 Signups beginning of the month
New signups in month 0 500 New signups:
L L L Organic signups 1st month: 500 Organic signups growth p.m.
Organic signups growth rate p.m. in year 1 12.00% New organic signups
Organic signups growth rate p.m. in year 2 9.00% Marketing spending ($)
Costs per signup ($) 200 Costs per paid signup ($)

Marketing spending 1st month ($) 20,000' New paid signups

H
etrl cs Marketing spending increase p.m. (§) 10,000

CUSTOMERS & MRR - BASIC PLAN

Customers
Basic customers beginning of 1st month 100 Customers beginning of the month
New customers:

Conversion rate (of previous month's signups) 10.00% Conversions from previous month's signups
. m.m Conversion rate (of all older signups) 0.25% Conversions from older signups
Acq u ISItIO n Total new customers
Downgraded from Pro
Churn rate p.m. Lost customers (churn)
Upgraded to Pro

Conversions

MRR
ARPA (p.m.) 1st month (3) ARPA (p.m.) (3)
ARPA increase p.m. MRR beginning of the month ($)
ARPA in month 0 ($) New MRR from new customers ($)
New MRR from customers who downgraded from Pro
Net Expansion MRR of Basic customers ($)
Lost MRR (churn) ($)
Lost MRR (upgraded to Pro) ($)
Net new MRR ($

MRR end of month ($

Learnn



PRO-FORMA PAL (€) — G Yoss prOfit

Revenues' 178.550 200.668 223.654

CoGS 57.647» 69.732 67.446 Revenues

CoGS

Gross Profit 130.936 156.209

Learnn



Burn rate e Cash flow

Il Burn Rate indica quanti soldi “bruci” al mese, cioe la velocita a cui spend..

Liquidita rimanente

Mesidirunway =
Burn rate mensile

Learnn



Tool erisorse

e DocSend
e Base Template (template dei modelli finanziari)

o Metriche di YCombinator (metriche da monitorare in base al
proprio modello di business e da inserire nel piano finanziario)

Learnn


https://www.docsend.com/
https://www.basetemplates.com/financial-model-template
https://www.ycombinator.com/library/8E-nine-business-models-and-the-metrics-investors-want-sus-2019

Cosa abbiamo visto:

1. Business & Financial Planning: la documentazione
2. Cos'e I'Investor Deck

3. Cos'e il Financial Plan

4. Best practices ed errori da evitare

5. Tool suggertiti per ID e FP
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Grazie per 'attenzione

Sasha
Komarevych

Acceleration Program Manager @ B4i

m oleksandr-komarevych
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