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IN THE END, A SPARTAN'S TRUE
STRENGTH 1S THE WARRIOR NEXT TO
HIM. SO 6IWE RESPECT AND HONOR TO
HIM, AND IT WILL BE RETURNED

TETUAN VALLEY, MARCH 20/2
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STARTUP FINANCE |0/

SESSTION /
:::"::f:zce 10! FOR NON | KBY CONCEPTS
) - PRINC\WLES
BiZ PROFILE FOUNDERS | RATIOS AND FORMULAS
- INVESTORS: OBTETIVES AND CONSTRICTIONS,
OUTCOMES INVESTMENT STAGES, VENTURE CAPITAL AND
CR\T\C VALUE ENHANCERS
- UNDERSTANDING OF KEY - CONCLUSSIONS

FINANCIAL INDICATORS

- ENABLING ENTREPRENEUSR
TO SET Up MODPELS AND

CRITERIA FOR STARTUP SESSION 2
VALUATION AND INVESTOR . BUSINESS PLANNING
FINANCIAL PRESENTATION . PRICING

. BUSINESS MODELING
SCHEDULE - MISc. TooLs
Z X 4H SESSIONS
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STARTUP FINANCE |0/ SESSION 2

/. THE BUSINESS PLAN

PBUSINESS-PLAn

Z. THE PRICE
7. THE BUSINESS MOPEL

4. OTHER TOOLS
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WHICH CURVES ARE MORE CREDP\BLE?

Millions of Euros

600

500

400

300

200

100

THEY MIGHT FEEL NICE, BUT EVERYBODY KNOWS THEY RE
FAKE

#StartSpain



LEAN STARTUP CAMAS

Top 3 problems | Top 3 features
Single, clear, Can’t be easily | Target

compelling copied or customers
message that bought
states why you

are different and

worth buying
Activity that Path to
drives retention/ customers
revenue
Customer Acquisition Costs Revenue Model
Distribution costs Life Time Value
Hosting Revenue
People, etc. Gross Margin
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WHAT
INVESTORS
ARE LOOKING
FOR

... AND 50
SHOULP You
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YOUR
COMFPANY

GOING GREEN

de infraestructura de recarga y la

Acuerdas
recarga. Venta

rios ya que los

ente verficar

Necesidad Satisfecha: Reduccion costes derivados del consumo de carburantes.
Reduccidn de

s incentivos de Mowilidad pr
Productos y servicios:
mportacdién en exclusiva

una red de

odo), Especa

infraestructur

eCmiento

Mercado Objetivo: £ mercado de |
venta de vehiculos y de estaciones

ad Eldctrica se compone de la venta y
5 servicios de Mowvilidad

asoclados. Se t ' MerC < . S r alcance un crecimiento
3

exponendal ¢ r ool s C t | t Industriaz 1 milkdn de Monthly burn rate: n/d
vehiculos eléctricos el 2014. Dos t
diometraje .
Particulares noney): €2.2MM
Estrategia de Marketing vy Ventas: Accdn directa en organizaciones con flotas urbanas
acciones comercales con consumo intensiva: p locales, AAPP y empresas de
D widor preferencial en autobuses
d y 25 asociados con ampia cobertura naciona
uido notoriedad en los principales meds 0 alk rse de las
e Incenth de gobierno para \ar 1 o fuerte crecimiento
) @ sector de dientes particuares

Chentes Actuales: Correcs, Nacex, Pol Hartz etc.

Competidores: Empresas impontadoras de productos asticos. Se espera que en dos ¢
cuatro afos la competencia sean los fabricantes tradiconales y se espera tener para
5 Una red solida y especia’zada de venta y p oceso de levantar

. e € a ados

Destino Inversidn: Se ha logrado ¢ breakeven con a venta de motos. Ampliar balan N

@l objetivo de tener capacidad de crecimien a

Estrategia de salida: Venta a socio industria

pondran dficultades a la salida voluntaria de inversore

Miles de Eurcs

media espafola. Aprovechamient 2006

aloracién antes de Inversicn

el

Actual: 400.000€ + 250.000

$.04.75 | [ Margoes de Urguije 2, 5 plants 08 Madrid ] |
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WHAT WE INCLUPE IN A FINANCIAL | PAGER: COMPANY

. OPPORTUNITY DESCRIPTION
WHO ARE YOU . BUSINESS MOPEL

. NEED SATISFIED

. PRODUCTS SERVICES
WHAT PO YoU PO . MARKET OBTECT/IVE

. COMPETITORS
HOW PO Yol L AL MARKETING
ACHIVE IT . CURRENT AND FUNNEL

CLIENTS

OPPORTUNITY . INVESTMENT ALLOCATION
FOR THE . EXIT STRATEGY
INVESTOR

okuri #StartSpain



BUSINESS SECTOR TAGS
CONTACT INFORMATION

EXECUTIVE TEAM RELEVANT

FINANCIAL ITNFORMATION
INVESTMENT STAGE gg:e_zgﬂi@ﬁ'

CURRENT CAPITAL
MONTHLY BURN paTE ~ FNVESTOR
PRE-MONEY VALUATION
INVESTMENT CAPITAL

CURRENT INVESTORS

FORUMS

okuri



WHAT WE INCLUPE IN A FINANCIAL | PAGER: NUMBERS

vuitiplier I Aol . lAion

Revenues

CF Breakeven EBITDA

Net Result

Assets
Liabilities
Cash

MONEY WHEN
ANDP HOW MUCH

okuri #StartSpain



STARTUP FINANCE |0/ SESSION 2

/. THE BUSINESS PLAN
7. THE PRICE
7. THE BUSINESS MODEL

4. OTHER TOOLS
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PRICING METHODS - BENCHMARK

USEFUL FOR SIMILAR
PROPUCTS

PIFFICULT TO OBTAIN
PATA

BE CAREFUL

. WHAT You
COMPARE

. UNITS
. TIME
. LOCATION

f""’""’"“ | U TABULATE DATA AND
pr 5 hi‘ i =Sl  PRESENT IN GRAPHS

- —— OR SIMPLE TABLES

#StartSpain



PRICING METHODS - MARKUP

pr—

l

USEFUL FOR
ESTABLISHEP PROPUCTS
IN COMPETITIVE
ATMOSPHERE

ALWAYS LOWER LIMIT

EASY TO OBTA/N PATA
YOUR COMPANY

BE CAREFUL
. OVER PRICE
. COST ALLOCATION

. UNITARY MARGINAL,
VAR/ABLE AND FIXED
COsT

#StartSpain



PRICING METHODPS VALUE ADPPDEP

USEFUL FOR
. BREAKTHROUGH
TECHNOLOGIES

CLEARLY EXPLAIN THE
GAINS THE CLIENT WiLL
HAVE

PIFEICULT TO OBTAIN
PATA

ALWAYS UPPER LIMIT

BE CAREFUL

. WHAT ARE THE NEEPS
OF THE CLIENT

. PETERMINE THE
VALUE PER USE

#StartSpain



THE BUSINESS PLAN .

THE PRICE
THE BUSINESS MOPEL

OTHER TOOLS

=
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WHAT MAKES YOUR BUSINESS TICK

UP AND DOWN... ALMOST ALWAYS /5
RELATED
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HOW TO PETERMINE YOUR BUSINESS PRIVERS

Target: Commercials in FMCG companies

5.000 users first year , recurrent and growing
HOW Go to 5 of the 100 companies in the market

H 1 Market Average is 1000 users/ client

Do you still have 5.000 Users?

How

| personally (or my network) know 5 decision takers in those
2 companies, initial prospection has been made

Do you still have 5.000 Users?

Do you still have 5.000 Users?

Are my clients going to demand a trial phase
4 Do you still have 5.000 Users?

5 Success in conversion rate from trial to client?

3 Do de companies have control over the users?

Do you still have 5.000 Users?

okuri #StartSpain



USEFIULNESS

Marketing / Sales

Strategy

Scalability

Success of
product / service

okuri

Target: Commercials in FMCG companies

5.000 users first year , recurrent and growing

Go to 5 of the 100 companies in the market
1 Market Average is 1000 users/ client
Do you still have 5.000 Users?

| | personally (or my network) know 5 decision takerls in those
companies, initial prospection has been made

Do you still have 5.000 Users?

Do c[e companies have control over the users? ]
Do you still have 5.000 Users?

Are my clients going to demand a t{ial phase ]
Do you still have 5.000 Users?

Success in conversion rate from trial to client?
Do you still have 5.000 Users?

#StartSpain
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REVENUE STREAMS

APVERT/SING
BROKERAGE
ECOMMERCE

FREEMIUM SUSCR/IPTION
VIRTUAL COOP

FAY PER USE

PATA MINING

okuri
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STARTUP FINANCE |0/ SESSION 2

/. THE BUSINESS PLAN
Z. THE PRICE
7. THE BUSINESS MOPEL

4. OTHER TOOLS
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