Pitch Deck Financials Slide

Year 1 Year 2 Year 3 Year 4 Year 5
Mo1 Mo 2 Mo 3 Q2 Q3 Q4 FY FY FY FY FY
Subscribers (End of Period) 10,000 19,644 28,957 55,123 79,047 101,199 101,199 189,002 306,926 613,852 982,163
ARR (End of Period)* $2,398,800 $4,712,203 $6,946,205 $13,222,905 $18,961,794 $24,275,616 KYZSVEXICEEEZERKYE:VONEYiNYLR 1] $147,251,000 $235,602,000

Revenue* $257,650 $450,434 $636,600  $2,967,012 $4,444,313 $5806,272 RICKIYMIVEEKIRESWATVEETRTYRIY RIS VCRT:U iy I kLY

Revenue Growth % 50%

Cost of Goods Sold* $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Gross Profit* $257,650  $450,434  $636,600 $2,967,012 $4,444,313 $5,806,272 RICKIYIiyEEEKIRZy WA UIEIN KTy RN $123,984,723  $198,375,557
Gro

Margin %

Operating Expenses* $545,888 $554,790 $563471  $1,770,582 $1,902629 $1,971753 [REYAIRSTEEETXLR-y RSN ETXL) $20,318,151  $32,509,042
EBITDA* -$288,238 -$104,357  $73,129  $1,196430 $2,541,685 $3,834,519 EEYMEKRIEIEYYR:T:TZIVEEEIHR ik RS (VNI T Ry A J LR T

EBITDA Margi

Headcount 7 7 7 7 7 7
Avg

ev / Employee (A

Net Cash Burn® -$288238 -$104357  $73129  $1,171430 $2541,685 $3834519 [EERELRIE RN IA L IS EKCh T Y YT
Financing / Fundraising* $1,000 $1,000
Cash* (End of Period) $711,762  $607,405 $680,534 $1,851,965 $4,393,649 $8,228,168 $8,228,168 $36,116,208 $87,949,494 $191,719,733  $357,752,115

*in 000s




Pro Forma

Starting Assumptions Links

What is Your Company's name? Find Me Here

What is your current cash situation? Have you already spent money before the start date of this financial model?
This cash can be from any source. It's used to calculate your cash position from day 1 of this financial model.
Current / Starting Cash in Bank $ -

Have you taken out a loan to start this business? This cash won't be added but the payments will be considered.

(Enter any remaining cash from the loan in Current / Starting Cash in Bank above)

Pre-Existing Loan Amount Outstanding (If Any) [1] $ -

$ Payment Amount per Month for Loan Outstanding (If Any) $ -

Average Annual Interest Rate on Loan Outstanding [2] 5.00%
Estimated # of Months Remaining on Loan Outstanding 0

Start Month of Loan Repayment [3] 0

Are you starting your financial projections this month in order to run your business immediately?
Or do these projections start in a future month after you raise money?
Please Pick a Start Month (1 = Generic) [4] 1

Please Pick a Start Year (Year 1 = Generic) Year 1

Choose Your Revenue Model(s) Links
Most early-stage startups have one or more of these three possible Revenue models operating at one time:
1. Selling services / transactions / goods you don't manufacture. This can include drop-shipping or being a marketplace (like eBay or Uber).
2. Manufacturing and/or holding inventory
3. Subscriptions, which could include Saa$ (software-as-a-service)
You can combine Revenue models.
For example, many loT companies combine manufacturing with subscriptions (like Nest, Ring, or Fitbit)
You can also combine transactions with subscriptions, like Uber and Birchbox which let you both purchase one-offs and subscribe.

Please choose and customize your Revenue model(s) in this section

Choose Your Revenue Model(s) Active List Primary?

Transactions / Services / Marketplace? (Virtual) [5] No

Manufacturing / Inventory? (Physical) [6] No -
[ scction

Subscriptions / SaaS? [7] Yes Subscriptions Primary

Please set at least one of * these 3 Revenue Models above to "Yes" in order to properly use Rocket Pro Forma

And if you've chosen more than one Revenue Model, use the next section below to drive sales properly

Activate Data/ Advertising Revenue Model? O
Start Month for Revenue from Ads / Data 1 You'll have 10000 customers & O website visitors that month
Year 1 Year 2 Year 3
Average Monthly $ per Customer (of Primary Revenue Model) $0.75 $0.80 $0.85 _g; pare FB
Average Monthly $ per Website Visitor $0.01 $0.02 $0.03 stimate

Customize Your Labels

Now let's customize the labels you use to describe your business

What Do You Call a Single Transaction / Service? [8] Transaction

Sounds good! We'll call more than one of them: [9] Transactions
What Do You Call a Single Unit / Device / Physical Sale? [10] Unit
Sounds good! We'll call more than one of them: [11] Units

(Subscriptions are always called subscriptions)



https://rebrand.ly/737ccl
https://rebrand.ly/wrdq306
https://rebrand.ly/9g3snki
#rangeid=1730294393
#rangeid=577840569
#rangeid=1327192083
https://rebrand.ly/26367
https://www.statista.com/statistics/234056/facebooks-average-advertising-revenue-per-user/
https://www.google.com/adsense/start/#calculator
https://rebrand.ly/sihahcc
https://rebrand.ly/sihahcc

Is More Than One Revenue Model Active? No

Links

Sales Funnels
(Founder, Organic, Paid Ads, Direct Sales, Channel Sales)



https://rebrand.ly/564ngrp
https://rebrand.ly/564ngrp
https://rebrand.ly/564ngrp

Transactions

Units

Transactions (Virtual w/out Inventory) 3-YearCurve Links
Revenue Model Assumptions [22]

Settings for Your Transaction Tiers (Up to 3)

Tier 1 Transaction Pricing is Always Active [23] Active ‘
Will You Offer Tier 2 Transaction Pricing? Inactive

Will You Offer Tier 3 Transaction Pricing? Inactive

Tier 1- % of Total Transactions Sold [24] 100%

Tier 2 - % of Total Transactions Sold [25] 10%

Tier 3 - % of Total Transactions Sold [26] 1% [27]

First Month You Plan to Sell Transactions - Tier 1 Mo 1 of Year 1

First Month You Plan to Sell Transactions - Tier 2 Mo 3 of Year 1
Mo 5 of Year 1

Mo 1of Year 1

First Month You Plan to Sell Transactions - Tier 3
First Month You Will Sell Any Tier of Transaction [28]

W e

Pricing for Transactions [29]

If you are taking a % of transactions, please set the average transaction amounts here.

Then turn on the Marketplace settings below and set the % per transaction.

Average Transaction Amount - Tier 1 Year 1 Year 2 Year 3
Average Transaction Amount (GMV) - Tier 1[30] $100.00 $100.00 $100.00
Avg Discount per Transaction - Tier 1[31] 7% 7% 7%
Adj Amt per Transaction (Minus Store Fees & Discounts) - Tier 1[32] $93.00 $93.00 $93.00
Average Transaction Amount - Tier 2 Year 1 Year 2 Year 3
Average Transaction Amount (GMV) - Tier 2 [33] $500.00 $500.00 $500.00
Avg Discount per Transaction - Tier 2 10% 10% 10%
Adj Amt per Transaction (Minus Store Fees & Discounts) - Tier 2 [34] $450.00 $450.00 $450.00
Enter Your Pricing per Transaction - Tier 3 Year 1 Year 2 Year 3
Average Transaction Amount (GMV) - Tier 3 [35] $2,000.00 $2,000.00 $2,000.00
Avg Discount per Transaction - Tier 3 10% 10% 10%

Adj Amt per Transaction (Minus Store Fees & Discounts) - Tier 3 [36] $1,800.00 $1,800.00 $1,800.00

You can set your implied CAC below (click the Edit This button)
It's displayed here so you can compare against your adjusted price per Transaction for each tier above
Implied CAC (Cost to Acquire a Customer) for Paid Ad Funnel [37] $37.06 $29.94 $19.67 Edit This ‘

Repeat Transactions

Repeat customers can drive a lot of revenue, so be careful here
Please note: Repeat purchases are disabled here if you have Marketplace turned on below. ‘

(In which case, please set listing, purchase frequency, and churn inside the Marketplace settings)

Year 1 Year 2 Year 3
% of Repeat Customers 10% 10% 10%
Avg # of Months to Repeat Purchase 6 6 6
Equals This Many Customers [38] 0 0 0
Which Equals This % of Your Total Transactions Sales Per Year [39] 0% 0% 0%
Is this a Two-Sided Marketplace? [40]
The Two-Sided Marketplace option is only available if you have the Transactions revenue model active. Edit ‘

A Two-Sided Marketplace has buyers and sellers / providers, such as eBay, Uber, or Airbnb.

Activate the Two-Sided Marketplace Revenue Model D ‘

< Click the + symbol in the left margin to display the settings for your marketplace

Naming Your Marketplace

What Do You Call Your Sellers (Plural)? Sellers
What Do You Call Your Buyers (Plural)? Buyers



https://rebrand.ly/492xx7u
#rangeid=985440393
#rangeid=1336023452
#rangeid=175002685
https://rebrand.ly/fi0zu

What Do You Call a Single Seller? Seller Please manually adjust this if needed
What Do You Call a Single Buyer? Buyer Please manually adjust this if needed

Launching Your Marketplace

Month You'll Launch Your Marketplace Mo 1 of Year 1

Transaction Fees for Your Marketplace

This version of Rocket Pro Forma assumes that you only collect the Transaction Fees (vs. the entire amount)
| take requests, so please message me if you would like to collect the entire amount.
Are You Taking a % of Transaction Fees?

Who Pays the % of Transaction Fee?

Are You (Also) Charging a Flat Fee per Transaction?

Who Pays the Flat Fee per Transaction?

Tier 1 Transaction Fees Year 1 Year 2 Year 3

Transaction Amount - Tier 1 (Set Above) $93.00 $93.00 $93.00 Edit

What is the % of Transaction Fees You're Taking? - Tier 1

Your % of Transaction Fee - Tier 1 $4.65 $4.65 $4.65
What is Your Flat Transaction Fee? - Tier 1 _
Total Transaction Fees - Tier 1 $4.65 $4.65 $4.65
Total Transaction Fees as % of Gross - Tier 1 5.0% 5.0% 5.0%
Tier 2 Transaction Fees Year 1 Year 2 Year 3
Transaction Amount - Tier 2 (Set Above) $450.00 $450.00 $450.00

What is the % of Transaction Fees You're Taking? - Tier 2

Your % of Transaction Fee - Tier 2 $22.50 $22.50 $22.50
What is Your Flat Transaction Fee? - Tier 2 _
Total Transaction Fees-Tier2  $22.50 $22.50 $22.50
Total Transaction Fees as % of Gross - Tier 2 5.0% 5.0% 5.0%
Tier 3 Transaction Fees Year 1 Year 2 Year 3
Transaction Amount - Tier 3 (Set Above) $1,800.00 $2,000.00 $2,000.00

What is the % of Transaction Fees You're Taking? - Tier 3

Your % of Transaction Fee - Tier 3 $90.00 $100.00 $100.00
What is Your Flat Transaction Fee? - Tier 3 _
Total Transaction Fees - Tier 3. $90.00 $100.00 $100.00
Total Transaction Fees as % of Gross - Tier 3 5.0% 5.0% 5.0%

# of Listings, Completed Transaction, & Repeats - Marketplace

Are Sellers Driving the Listings? [41] Sellers Will Drive the # of Transactions

Avg # of Months Between Listings per Seller (1 = Every Month)
Year 1 Year 2 Year 3
Avg # of Listings per Cycle per Seller [42]

Completion Timeline for Transactions - Marketplace Year 1 Year 2 Year 3
# of Months Until Transactions Are Completed (0 = Same Month) [43]
% of Listings Which Are Canceled (Failed / Incomplete) per Month

Settings for Sellers In Your Marketplace

Sellers Are Acquired via Growth-Based/More Detailed Funnels (Edit the Appropriate Section Below) Edit
Year 1 Year 2 Year 3

# of Months Required to Onboard Each Seller

Average Lifespan for Each Seller in Months

Monthly Churn for Sellers 4.2% 3.3% 2.8%

|

Fees for Sellers Year 1 Year 2 Year 3
Do You Charge a Setup Fee to Sellers?
Setup Fee You Charge Each Seller (One-Time)

Do You Charge a Listing Fee to Sellers?
Listing Fee You Charge Each Seller (Per Listing)

Do You Charge a Subscription Fee to Sellers?
Monthy Subscription Fee You Charge Each Seller
% of Sellers Who Pay the Subscription Fee

This version of Rocket Pro Forma supports monthly subscriptions for Sellers in your Marketplace.

Il

| take requests, so please message me if you would like annual subscriptions.

Acquiring Buyers for Your Marketplace

1. Buyers as a Multiple of Sellers

This will automatically adjust the # of Buyers based on the multiple you specify



#rangeid=334506551
#rangeid=523536944
#rangeid=84696339
#rangeid=1409860628

Calculate Buyers as a Multiple of Current # of Sellers? [45]
Year 1 Year 2 Year 3

Multiple of Buyers to Sellers [46]

Cost to Acquire Each Buyer (Optional) [47]

< Optional - Additional settings for more detailed control over how you acquire Buyers for your Marketplace
These are in addition to the "Calculate Buyers as a Multiple of Current # of Sellers?" above (which you can turn off).
2. Waitlist of Buyers for your Your Marketplace
Will You Have a Waitlist of Buyers? [48]

How Many Buyers Will Be in Your Waitlist? [49]

3. Paid Acquisition of Buyers for your Your Marketplace
Will You Pay to Acquire Buyers for your Marketplace? [50]

Launch Month to Start Acquiring Buyers [51] Mo 6 of Year 1
Year 1 Year 2 Year 3
Your Estimated Cost to Acquire Each Buyer (CAC)
Your Monthly Budget to Acquire Buyers
Buyer Acquisition Budget Growth Rate per Month [52]
Annual Spend to Acquire Buyers $0 $0 $0
Converts to This Many Buyers (via CAC) 0 0 0
4. Organic Acquisition of Buyers In Your Marketplace
(Using Your Organic Traffic Settings (in More Detailed Sales Funnels - Set Below) Edit

Will You Acquire Buyers Organically? [53]

Month to Start Acquiring Buyers Organically Mo 1 of Year 1

Year 1 Year 2 Year 3
% Conversion from Site Vistors into Buyers per Month (CVR) _
Total # of Organic Site Visits per Year (Set in Sales Funnels Below) 2,521 5,201 IGEE [ eid
Converts to This Many Buyers per Year 50 109 205
Settings for Buyers In Your Marketplace Year 1 Year 2 Year 3
Average Lifespan for Each Buyer in Months _
Monthly Churn for Buyers 5.6% 5.0% 5.6%
Fees for Buyers In Your Marketplace Year 1 Year 2 Year 3

Do You Charge a Setup Fee to Buyers?
Setup Fee You Charge Each Buyer (One-Time)

Do You Charge a Subscription Fee to Buyers?

Monthy Subscription Fee You Charge Each Buyer

|

% of Buyers Who Pay the Subscription Fee
This version of Rocket Pro Forma supports monthly subscriptions for Buyers in your Marketplace.

| take requests, so please message me if you would like annual subscriptions.

Units (Items [ Devices [ 1oT — With Manufacturing and/or Inventory) 3-YearCurve Links
Revenue Model Assumptions [54]

Will you sell more than one tier of Units ?
Tier 1 Unit Pricing is Always Active Active
Will You Offer Tier 2 Unit Pricing?
Will You Offer Tier 3 Unit Pricing?

Share of sales between Unit tiers at full production
Tier 1- % of Total Units Sold [55] 100%
Tier 2 - % of Total Units Sold [56]
Tier 3- % of Total Units Sold [57]

Sales start months for your Units
Month You Will Start Selling Units - Tier 1

Suggested Month to Start Unit Sales (Based on Inventory) - Tier 1
[58]

Mo 1of Year 1

Mo 1 of Year 1

Month You Will Start Selling Units - Tier 2

Suggested Month to Start Unit Sales (Based on Inventory) - Tier 2
[59]

Mo 5 of Year 1

Mo 5 of Year 1

Month You Will Start Selling Units - Tier 3

Suggested Month to Start Unit Sales (Based on Inventory) - Tier 3
[60]

Mo 6 of Year 1
Mo 6 of Year 1

H ‘)I U'|I HI I

First Month You Will Sell Any Tier of Unit [61] Mo 1 of Year 1



#rangeid=1409860628
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Subscriptions (Including Saas and Memberships)

Revenue Model Assumptions [70]

Tier 1 Subscription Pricing is Always Active [71] Active

Will You Offer Tier 2 Subscription Pricing? [72] Active

Will You Offer Tier 3 Subscription Pricing? [73] Active

First Month You Can Sell Subscriptions for Tier 1 1 Mo 1 of Year 1
First Month You Can Sell Subscriptions for Tier 2 1 Mo 1 of Year 1
First Month You Can Sell Subscriptions for Tier 3 13 Mo 1 of Year 2
First Month You Will Sell Any Tier of Subscription [74] 1 Mo 1 of Year 1
Tier 1 - % of Total Subscriptions Sold [75] 50%

Tier 2 - % of Total Subscriptions Sold [76] 30%

Tier 3 - % of Total Subscriptions Sold [77] 20%

Global Assumptions Across All Subscription Tiers
Having a trial period means that only some of your customers will convert to paid (set below)

Not having a trial means that every customer you bring in from every sales funnel will convert to paid
Do Your Subscriptions Have a Trial Period? O

Implied Global CAC (Cost to Acquire Each Customer) $0.00 $0.00 $0.00

3-Year Curve

Links



https://rebrand.ly/9cscx36

Annual vs. Monthly Balance Year 1 Year 2 Year 3
Annual subscriptions pull cash forward, so you may want to estimate low annual sales for Y1 [80]

% of Annual Accounts (vs. Monthly) [81] 0% 0% 0%

Churn Assumptions
It's often easiest to think in terms of the # of months people will stay subscribed. The churn is then auto-calculated from there.

You'll probably be able to keep people subscribed longer in Y2 and Y3 as you evolve your product. [82]

Avg User Lifespan (Months) [83] 18 18 18

Implied Monthly Churn [84] 5.6% 5.6% 5.6%

Implied Annual Churn [85] 49.6% 49.6% 49.6%
Allow Upgrades and Downgrades Between Tiers? D

<<Open this section to enter your assumptions for Upgrades and Downgrades [86]

Subscription Tier 1 Pricing Year 1 Year 2 Year 3
Monthly Subscription Revenue for Tier 1[87] $19.99 $19.99 $19.99
Annual Subscription Revenue for Tier 1 [88] $219.89 $219.89 $219.89
Setup / Start / Installation Revenue for Tier 1 $0.00 $0.00 $0.00
Adjusted Monthly Subscription Revenue for Tier 1 (Minus App Store) [ $19.99 $19.99 $19.99
Adjusted Annual Subscription Revenue for Tier 1 (Minus App Store) [$ $219.89 $219.89 $219.89
Subscription Tier 1 - Per Customer Unit Economics Year 1 Year 2 Year 3
These numbers are purely subscription revenue, and do not include other revenue models

ARPA (Average Revenue per Account per Month) - Tier 1[91] 14.99 $19.99 $19.99
Avg COGS per Account per Month (Estimated) - Tier 1 $0.00 $0.00 $0.00
LTV (Net Lifetime Value per Customer) - Tier 1 $269.82 $359.82 $359.82
vs. Implied Global CAC $37.06 $29.94 $19.67
Ratio of LTV to CAC for Global CAC [92] 7.3x 12.0x 18.3x
Subscription Tier 2 Pricing Year 1 Year 2 Year 3
Monthly Subscription Revenue for Tier 2 $19.99 $19.99 $19.99
Annual Subscription Revenue for Tier 2 $219.89 $219.89 $219.89
Setup / Start / Installation Revenue for Tier 2 $0.00 $0.00 $0.00
Adjusted Monthly Subscription Revenue for Tier 2 (Minus App Store) [ $19.99 $19.99 $19.99
Adjusted Annual Subscription Revenue for Tier 2 (Minus App Store) [$ $219.89 $219.89 $219.89
Subscription Tier 2 - Per Customer Unit Economics Year 1 Year 2 Year 3
These numbers are purely subscription revenue, and do not include other revenue models

ARPA (Average Revenue per Account per Month) - Tier 2 $19.99 $19.99 $19.99
Avg COGS per Account per Month (Estimated) - Tier 2 $0.00 $0.00 $0.00
LTV (Lifetime Value per Customer) - Tier 2 $359.82 $359.82 $359.82
vs. Implied Global CAC $37.06 $29.94 $19.67
Ratio of LTV to CAC for Global CAC [95] 9.7x 12.0x 18.3x
Subscription Tier 3 Pricing Year 1 Year 2 Year 3
Monthly Subscription Revenue for Tier 3 $19.99 $19.99
Annual Subscription Revenue for Tier 3 $219.89 $219.89
Setup / Start / Installation Revenue for Tier 3 $0.00 $0.00
Adjusted Monthly Subscription Revenue for Tier 3 (Minus App Store) [ $19.99 $19.99
Adjusted Annual Subscription Revenue for Tier 3 (Minus App Store) [$ $219.89 $219.89
Subscription Tier 3 - Per Customer Unit Economics Year 1 Year 2 Year 3
These numbers are purely subscription revenue, and do not include other revenue models

ARPA (Average Revenue per Account per Month) - Tier 3 $19.99 $19.99
Avg COGS per Account per Month (Estimated) - Tier 3 $0.00 $0.00
LTV (Lifetime Value per Customer) - Tier 3 $359.82 $359.82
vs. Implied Global CAC $29.94 $19.67
Ratio of LTV to CAC for Global CAC [98] 12.0x 18.3x
Sales Funnel Assumptions 3-YearCurve Links

[ Section |

Top-down is easiest because it allows you to easily forecast sales without too much detail.
And if you're using the Marketplace as your primary revenue model, this is how you can acquire sellers.

Reminder: These Sales Funnels Drive Your Primary Revenue Model Subscriptions [99] Revenue Model

5-Minute Sales Forecaster



http://chaotic-flow.com/saas-metrics-faqs-what-is-churn/
https://rebrand.ly/nq0vm0o
#rangeid=1889740257
https://youtu.be/gpK6wwfcSLk

Quickly map out 3 years of sales—using just a few assumptions See How #2
Activate 5-Minute Sales Forecaster

<< Simply hide this section by clicking the "—" symbol in the left margin if you don't want to use it First Year Only
Start Month for Sales (Set Above in Your Primary Revenue Model) 1 Mo 1 of Year 1 0
Starting # of Sales in First Month You Start Selling [101] 10,000

<<Or Target a Specific # of Sales in Year 1 (Click the + sign to the left)

Year 1 Year 2 Year 3 3-Year Chart
Growth in # of New Sales per Month [102] 20% 30% 40%
# of Months Selling in Each Year [104] 12 12 12 [103]
Implied Annual Growth Rate 24.3% 38.4% 53.9%

Now adjust the Growth %s in the blue boxes above to reach your targets per year:

Equals This Much Revenue per Year [105] $14,562,282 $36,941,710 $61,992,361

Target # of New Subscriptions Sold per Year via Growth-Based 134,121 181,758 277,031

Churn -32,922 -93,956 -159,112
Net # of Subscriptions Sold per Year via Growth-Based Targets 101,199 87,802 117,919

# of Active Subscribers at End of Each Year 101,199 189,002 306,926

For realistic B2C expenses, enter a cost to acquire each here:

For B2B, you might instead pick up this cost in your sales team salaries (Hiring Plan tab)

Year 1 Year 2 Year 3
Cost to Acquire Each Customer (CAC) for Growth-Based Targets $0.00 $0.00 $0.00
Equals This Total Cost to Acquire All Growth-Based Customers $0 $0 $0
More Detailed Sales Funnel Assumptions
Activate More Detailed Sales Assumptions O See How
Other Revenue Assumptions [106]

Year 1 Year 2 Year 3
Other Revenue per Month $57,750 $115000  $198,750
Other Revenue Growth Rate per Month 0% 0% 0%
Cash Management Assumptions 3-YearCurve Links
Accounts Receivable Assumptions y

[ Sccion |
Subs Annual - Avg # Mos to Collect (Accts Receivable) [109] 0
Subs Monthly - Avg # Mos to Collect (Accts Receivable) [110] 0
Hourly Billing FTEs - Avg # Mos to Collect (Accts Receivable) [111] 0
Edit

Accounts Payable Assumptions
Accounts Payable Avg. # of Month You Take to Pay Bills [112] 0
One-Time & Annual Cost Assumptions (OpEx) Links

Enter O if you will spend the money before Month 1 of these financial projections (true startup cost)
Otherwise enter the number of the month you will make the purchase (1, 2, 3, etc.)
Please enter your Inventory / Manufacturing / Tooling costs above

Please enter your Capital Expense startup costs below (here)

Operating Expense One-Time & Annual Costs (S&M, G&A, R&D)

Do You Have Any Startup Costs that Are Operating Expenses? D See How
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For startup costs that are capital expenses, like office build outs and equipment purchases, please see below

Operating Expenses (OpEx) Assumptions

3-Year Curve

Employee & FTE Assumptions Year 1 Year 2 Year 3
Payroll Load (Benefits & Taxes) 8% 15% 20%
Annual Salary Increase % 3% 3%
Recruiting Fee % [113] 20% 20% 20%
Recruiting Start Month [114] 15
Computer & Furniture Cost per New FTE (One-Time) [115] $2,500 $2,600 $2,700
Month to Start Buying Computer + Furn for Each New FTE [116] 7
Sales & Marketing Expenses Assumptions (S&M) Year 1 Year 2 Year 3
Marketing Spend per Month $411,021  $450000  $450,000 T
Growth in Marketing Spend per Month 0% 0% 0% J
Event and Sponsorship Spend per Month $0 $0 $0
Growth in Event and Sponsorship Spend per Month 5% 5% 5%
S&M Travel per Month $0 $0 $0
S&M Meals & Entertainment per Month $0 $0 $0
Extra Sales Commission % 0% 0% 0%
% of Sales with Extra Sales Commission 0% 0% 0%
Sales & Marketing Subscriptions per Month (S&M) Year 1 Year 2 Year 3
Emailer Service per Month $50 $200 $500
Landing Page Service per Month $100 $200 $300
CRM Subscription per Month $20 $50 $100
Other S&M Subscription per Month $20 $50 $100
Other S&M Subscription per Month $2,000 $2,000 $2,000
S&M Subscriptions per Month $2,190 $2,500 $3,000 i
Growth in S&M Subscriptions per Month 0% 0% 0%
Sales & Marketing Consulting per Month (S&M) Year 1 Year 2 Year 3
Social Media Expert per Month $1,000 $1,000 $1,000
SEO (Search Engine Optimization) per Month $0 $0 $0
SEM (Search Engine Marketing) per Month $0 $0 $0
Sales Coaching per Month $0 $0 $0
Public Relations per Month $0 $0 $0
Other Sales Consulting per Month $0 $0 $0
S&M Consulting per Month $1,000 $1,000 $1,000
Growth in S&M Consulting per Month 0% 0% 0% i
Research & Development Expenses Assumptions (R&D) Year 1 Year 2 Year 3
Outsourced Development Services per Month $18,333 $18,333 $18,333
Outsourced Testing Services per Month $850 $850 $850
Growth in Outsourced R&D Services per Month 5% 5% 5%
R&D Travel per Month $0 $0 $0
Research & Development Subscriptions per Month (R&D) Year 1 Year 2 Year 3
R&D Per-Person Subscriptions per Month
GitHub (per Person per Month) $9 $15 $21
Other R&D Subscription (per Person per Month) $10 $14 $19
Other R&D Subscription (per Person per Month) $0 $0 $0
R&D Team Subscriptions per Month
Jira (Team per Month) $10 $10 $100
Other R&D Subscription (Team per Month) $20 $50 $100
Other R&D Subscription (Team per Month) $20 $50 $100
R&D Subscriptions per Month Depends on # of Developers
Growth in R&D Subscriptions per Month 0% 0% 0% /
General & Administrative Expenses Assumptions (G&A)
Security Deposit on Office Rent $25,000

Links

section |
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Month You Start Paying Office Rent 6

Year 1 Year 2 Year 3
Office Rent per Month $30,000 $30,000 $30,000
Utilities per Month $0 $0 $0
Phone per Month $100 $500 $1,500
Software Cost per Person per Month $50 $75 $100
Office Apps per Person per Month $10 $10 $10
G&A Consulting per Month $0 $0 $0
G&A Travel per Month (Overall, not per Person) $100 $200 $500
G&A Meals & Entertainment per Month (Overall, not per Person) $100 $200 $500
Education & Training per Person per Month $20 $50 $100
Office Supplies per Month $100 $200 $500
Vehicles per Month $0 $0 $0
Insurance per Month $100 $200 $500
Misc G&A Expenses per Month $250 $500 $1,000
Other G&A Expense per Month $0 $0 $0
Other G&A Expense per Month $0 $0 $0
Other G&A Expense per Month $0 $0 $0
Other G&A Expense per Month $0 $0 $0
G&A per Month $30,830 $31,935 $34,710
G&A per Year $369,960 $383,220 $416,520
Growth in G&A Expenses per Month 5% 5% 5%
Selling Expenses per Month Year 1 Year 2 Year 3
Credit Card Fee %[117] 2.60% 2.60% 2.60%
Credit Card Fee $[118] $0.30 $0.30 $0.30
% of Sales from Credit Cards 100% 100% 100%
Other Fee Per Sale % 0.00% 0.00% 0.00%
% of Sales with Other Fee 0% 0% 0%
Professional Services Expenses per Month (G&A) Year 1 Year 2 Year 3
Legal per Month $5,833 $5,833 $5,833
Accounting per Month per Month $5,500 $10,000 $10,000
Bookkeeping per Month $500 $3,000 $3,000
Cleaning per Month $0 $0 $0
Other Professional Services per Month $0 $0 $0
Other Professional Services per Month $0 $0 $0
Professional Services per Month (G&A) $11,833 $18,833 $18,833
Professional Services per Year (G&A) $141,996 $225,996 $225,996
Growth in Professional Services per Month (G&A) 0% 0% 0%

Startup & Ongoing Capital Expenses (CapEx) Assumptions

3-YearCurve Links




Financing Planning & Analysis

Fundraising Assumptions

Do You Want to Raise Money from Investors? [119]

Investment Assumptions Year 1 Year 2 Year 3
Amount to be Raised from Investors $ 1,000,000 $ -8 =
Month of Year in Which Money Is Raised 1 2 4

10-Second Startup Valuator

Our proven system to know exactly what your startup is worth right now
We're going to use the two pieces of information we know;

1) How much money you're raising (already figured out above)

2) What % you and/or your investors think that should be worth

How Much Money You're Raising $ 1,000,000
Desired Ownership % for Investor(s) 10%
Pre-Money Valuation $ 9,000,000 << Thisis how much your company is worth now (before the investment)
Plus the Money You're Raising $ 1,000,000 << This is how much cash you're raising from investors
Post-Money Valuation $ 10,000,000 << This is how much your company will be worth after the investment (pre-money valuation + cash raised)
A Different Way to Think About Your Startup Valuation
What Your Startup is Worth Now $9,000,000 << Your pre-money valuation
How Much Cash You're Raising $1,000,000 << This is how much cash you're raising from investors
Post Money Valuation $10,000,000 << Pre-money valuation + cash raised
Implied Investor Ownership % 10.00%

Keep Your Eye on the Exit

Professional investors are looking for home-runs, usually at least 20x for early-stage companies

Feel free to ask your investors what kind of return they're looking for, and enter it here

Exit Multiple Desired by Investors 20x Times initial investment

Exit $ Required $ 200,000,000

Borrowing [ Loan Assumptions
Do You Want to Borrow Money? (Loans / Lines of Credit) [120] No

Implied Acquisition Value

Year 1 Year 2 Year 3 Year4 Year 5

Subscribers 101,199 189,002 306,926 613,852 982,163
Subscribers Growth Rate 86.8% 62.4% 100.0% 60.0%
Industry / Comparable Acquisition Value per Subscriber $11.00
Implied Value for Sale of Company $ 3,376,186 $ 6,752,372 $ 10,803,793
Evaluation of This Company as an Investment
Net Present Value
Any Up Front Costs / Investment Not Included in This Model? $ .
[126]
Cash in Bank at Start of Model (from Assumptions Tab) $0
Existing Inventory at Start of Model (from Assumptions Tab) $0

Total Invested Before This Model Starts $0
Discount Rate for Net Present Value 15.0%
Lack of Liquidity Discount for Valuation 85%

Net Present Value (3-Year w/ Discount Rate) $ 39,807,696

Valuation (w/ Lack of Liquidity Discount) $ 5,971,154

IRR & Money-Over-Money Calculations for Investors

| Year 1 Year 2 Year 3 Yr4 Yr5 |
Additional Cash In from Founders (Year 4/5) I - - = $ - I $ - I




Addtional Cash In from Investors (Year 4/5) [127]
Cash Flow from Business

Cash Flow from Sale of Company [128]

Include Proceeds from Sale of Company

Expected Investor Ownership Stake @ Sale

Investor Returns

Investment

Cash Flow from Business

Cumulative Investment

Share of Proceeds from Sale of Company

Cash Proceeds to Investor each Year
First 3 Years of Cash Flows [129]
Sale at Year 3

Sale at Year 4

Sale at Year 5

Info on Calculating Returns
How lcul Return on Investmen
What Returns Can | Expect from Startup Investing?

Calculating the Discount Rate for Discounted Cash Flow

- - -$ 300 | $ 400
$ 7228 $ 27888 $ 51,833 $ 103,667 | $ 165,867
$ - 8 -8 3376 $ 6752 | $ 10,804
$ 7,228 $ 27,888 $ 55,209 $ 110,719 | $ 177,070
40%
$ (1,000) $ - $ -8 (300) $ (400)
$ 7228 $ 27,888 $ 51,833 $ 103,667 $ 165,867
$ (1,000) $ (1,000) $ (1,000) $ (1,300) $ (1,700)
$ -8 -8 1350 $ 2701 $ 4,322
$ (1,000) $ -8 -8 (300) $ (400)
$ (1,000) $ $ 1,350
$ (1,000) $ -8 -8 2,401
$ (1,000) $ $ - $ (300) $ 3,922
MoM (Based on % Investor Ownership Stake) 1.4x 1.8x 2.3x
IRR % (Based on % Investor Ownership Stake) 16.2% 33.9% 36.9%



http://avc.com/2010/01/how-to-calculate-a-return-on-investment/
https://www.forbes.com/sites/tanyaprive/2016/04/28/what-returns-can-i-expect-from-startup-investing/2/#70f23bf43c86
https://medium.com/@jmyang/30-irr-a-primer-for-first-time-entrepreneurs-3942da7be80f
https://www.forentrepreneurs.com/discount-rate-for-dcf
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Dashboard & Ratios

Net Profit Margin

$10,893,739

Likely Case Year1 Year2 Year3
Revenue per Year __ $14,562,282 $36,941,710 $61,992,361
Total COGS per Year $0 $0
Gross Margin 100.00" 100.00" 100.00
Operating Expenses $7,309.114 $9.053,670 $10,159.075
Net Profit $7,253,168 27,888,040 $51,833,286
6 Net Profit 49.8 5.49 6
Worst Case
Multiply Revenue By 025x
Multiply COGS By 1.25x
Multiply Operating Expenses By 150x
Year1 Year 2 Year 3
Revenue per Year $3,640570 $9,235428 $15498,090
Total COGS per Year $0 $0 $0
Gross Margin 100,00 10000 10000
Operating Expenses ___$10963,670 $13,580,505 $15,238,613
Net Profit -§7,323,100 -$4,345077 $259,477
Net Profit Margin 01.1 | 6
Best Case
Multiply Revenue By 1.25x
Multiply COGS By 125x
Multiply Operating Expenses By 1.00x
Year 1 Year 2 Year 3
Revenue per Year __ $18,202,852 $46,177,138 $77.490452
Total COGS per Year $0 $0 $0
Gross Margin 100.00¢ 10 0 100.00
Operating Expenses $7,309,114 $9,053,670 $10,159,075
Net Profit $37,123.468

$67,331,376

Global CAC (Customer Acquisition Cost )

Your cost to acquire each customer averaged over ea

v customers acquired th

s acquired

Year 2 Year 3
Sales &Marketing Spend
Sales &Marketing Salaries $0 $0 $0
Sales &Marketing Expenses $4,970531 $5442,000 $5448,000
Total Sales & Marketing Spend $4,970,531 $5,442,000 $5,448,000
New Customers Acquired for Primary Revenue Model 134,121 181,758 277,031
Global CAC $37 $30 $20
Total Revenue $14,562,282 $36,941,710 $61,992,361
0 0 0
o o 0
181,758 277,031
Unit Economics
Therea of unit economics: 1) Per Unit and 2) P omer
We calculate Per Unit for the Transactions and Units revenue model
We also calculate Per Customer for the Subscriptions re
cad
d: Contributio , Calculate It
Read: Basic Unit Economics of a Busine
Transactions - Unit Economics FALSE
Units - Unit Economics FALSE
-c i Primary
istomer
get rage revenue per user minus COGS
mpare this to the glo ost to acquire € stomer) and look for a ratio greater than 3
alsc it take customerto
Longer payback periods are more expensive from a cashflc specti
Subscriptions - Per Customer - Tier 1 Year 1 Year 2 Year3
ARPA - Tier 1[132] $14.99 $19.99 $19.99
Avg COGS per Account per Month - Tier 1 $0.00 $0.00 $0.00
LTV (Net Lifetime Value per Customer) - Tier 1 $269.82 $359.82 $359.82
vs. Implied Global CAC $37.06 $29.94 $19.67
Ratio of LTV to CAC for Global CAC 7.3x 120x 18.3x
Payback Period in Months 25 15 10 | Read |
Basic Breakeven Calculations
Your Primary Revenue Model is Subscriptions
Year 1 Year 2 Year 3
Transactions: # of Sales Required to Break Even 0 0 o
Transactions: Average Revenue per Sale 0 0 0
Transactions: Average COGS per Sale 0 0 0
Transactions: Gross Profit per Sale o 0 0
Year1 Year 2 Year3
Units: # of Retail Sales Required to Break Even 0 0 0
Units: Average Retail Revenue per Sale 0 0 0
Units: Average COGS per Sale 0 0 o



https://www.masterclass.com/articles/how-to-calculate-unit-economics-for-your-business#what-is-unit-economics
https://www.toptal.com/finance/interim-cfos/unit-economics
https://hbr.org/2017/10/contribution-margin-what-it-is-how-to-calculate-it-and-why-you-need-it
https://www.clipsoflogic.com/blog/2019/10/basic-unit-economics-of-a-business
https://www.toptal.com/finance/interim-cfos/unit-economics
https://tomtunguz.com/payback_period_cash/
https://tomtunguz.com/payback_period_cash/

Units: Gross Profit per Sale 0 0 )
Year1 Year 2 Year3
Units: # of Wholesale Sales Required to Break Even 0 0 o
Units: Average Wholesale Revenue per Sale o 0 0
Units: Average COGS per Sale 0 0 0
Units: Gross Profit per Sale 0 0 0
Year 1 Year2 Year3
Units: # of Subs Required to Break Even 34,825 37,742 42,351
Subs: Avg Revenue per Account per Year $209.88 $239.88 $239.88
Subs: Average COGS per Account per Year $0.00 $0.00 $0.00
Subs: Avg Gross Profit per Account per Year $209.88 $239.88 $239.88
Annual Operating Expenses $7,309,114 $9,053,670 $10,159,075
Cash Management Effectiveness
How well are you managing your cash, liquidity, and short-term liabilities
Year 1 Year 2 Year 3
Current Ratio // Working Capital o 0 0 Info
Quick Ratio (Minus Inventory & Prepaid Expenses) 00 00 00 Info
Accounts Receivable Days 0 0 o Info
Accounts Payable Days 0 o 0
Accounts Payable Turnover Times per Year 000

Average Accounts Receivable

Annual

of Year (Incl Financing)

Current Ratio // Working Capital

Quick Ra

Accounts

nts Payable Days

Accounts

hich ind ess of the business strategy.
Year1 Year 2 Year3
Sales &Marketing as % of Revenue 34% 15% 9%
Research & Dev as % of Revenue 3% 1% 1%
General and Admin as % of Revenue 13% 9% 7%
Inventory Dashboard Year 1 Year 2 Year 3
Inventory Turnover Times per Year 00 00 00 Info
Average Days of Inventory 00 00 00
$0
Avera $0
Total COGS per Year
Inventory Turnover ar =
Average Inventory per Mc

Average Days of Inventory

— That's It —

| treating this as a livi that you upd

evolves.

It's okay if there are numbers you're not sure about—now you know what you need to figure out;)

me with any questions or feedback:

Visit RocketProForma.com



https://www.investopedia.com/ask/answers/071114/how-do-you-calculate-working-capital.asp
https://www.investopedia.com/terms/q/quickratio.asp
https://www.wallstreetoasis.com/finance-dictionary/what-is-accounts-receivable-days
https://www.investopedia.com/ask/answers/071114/how-do-you-calculate-working-capital.asp
https://www.investopedia.com/terms/q/quickratio.asp
https://www.accountingtools.com/articles/what-is-accounts-receivable-days.html
https://www.accountingtools.com/articles/2017/5/16/accounts-payable-days-formula
https://www.accountingtools.com/articles/2017/5/16/accounts-payable-days-formula
https://medium.com/parsa-vc/operating-expense-benchmarks-for-saas-startups-e49697abf3ed
https://corporatefinanceinstitute.com/resources/knowledge/finance/inventory-turnover/
https://www.investopedia.com/ask/answers/070914/how-do-i-calculate-inventory-turnover-ratio.asp
https://www.investopedia.com/ask/answers/070914/how-do-i-calculate-inventory-turnover-ratio.asp
https://www.rocketproforma.com
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Balance Sheet






https://www.investopedia.com/investing/what-is-a-cash-flow-statement/
https://saylordotorg.github.io/text_managerial-accounting/s05-07-how-product-costs-flow-through.html
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[1] If you have any of this left as cash on hand, please include in Current / Starting Cash
in Bank above

[2] Quick reminder to be careful when editing percentages since Google Sheets has a
bug

[3] This allows you to delay repaying the loan for any number of months.
[4] Decide if you're building this financial model to run your business starting today OR if
this is meant to define your game plan once you've raised money. This choice will affect

all of your assumptions in this model.

[5] These are one-time transactions or services for which you're not manufacturing
anything or holding inventory

[6] You need to account for some combination of inventory, returns, and/or
manufacturing

[7] These are monthly or annual subscriptions

[8] Enter whatever you call them (like Rides, In-App Purchases, Services, Virtual Goods,
Transactions, etc.)

[9] You can correct the plural by typing here if we don't do a good job guessing.

[10] Enter whatever you call them (like Units, Devices, Widgets, SKUs, Items, etc.).

[11] You can correct the plural by typing here if we don't do a good job guessing.

[12] This is only available if you've activated more than one business model above.

[13] Your main sales funnels default to the first biz model if you have activated more
than one biz model

[14] This is only available if you have activated more than one business model

[15] This is just to confirm that your sales funnels are driving sales to the correct primary
business model

[16] For transactions that lead to hardware sales

[17] For transactions that lead to subscriptions (like Uber with single rides & Ride Pass
monthly subscriptions)

[18] For hardware that leads to transactions (like postage stamp meters)
[19] For hardware that leads to subscriptions (like Nest or Ring)

[20] For subscriptions that lead to transactions ()

[21] For subscriptions that lead to unit sales ()

[22] Services Business Model Assumptions are available or greyed out depending on if



you chose this business model

[23] This model handles up to 3 tiers of Services / Transactions
Tier 1 pricing is always active

[24] This percentage is set automatically based on how you allocate Tier 2 and Tier 3 %
s below

[25] What % of your customers will buy your Tier 2 services (if active)?
[26] What % of your customers will buy your Tier 3 services (if active)?
[27] What % of your customers will buy your Tier 3 services (if active)?
[28] Based on the start month of each tier, along with which tiers are active.

[29] Services Business Model Assumptions are available or greyed out depending on if
you chose this business model

[30] Average sale amount for Tier 1 (GMV = Gross Merchandise Value). You can enter
averages like Gross Merchandise Value if you have more than 3 tiers of Services /
Transactions

[31] This factors in the average of any coupons or promotions you offer your customers
[32] Factors in % of revenue collected by app store (set below)

Remember to turn off the app store if you're not using it, since this dramatically affects
your GMV\.

[33] Average sale amount for Tier 2 (GMV = Gross Merchandise Value). You can enter
averages like Gross Merchandise Value if you have more than 3 tiers of Services /
Transactions

[34] Factors in % of revenue collected by app store (set below)

[35] Average sale amount for Tier 3 (GMV = Gross Merchandise Value). You can enter
averages like Gross Merchandise Value if you have more than 3 tiers of Services /
Transactions

[36] Factors in % of revenue collected by app store (set below)

[37] This is set in the sales funnel assumptions below

[38] This is set in the sales funnel assumptions below

[39] This is set in the sales funnel assumptions below

[40] Services Business Model Assumptions are available or greyed out depending on if
you chose this business model

[41] This can dramatically affect the number of transactions on your Marketplace if there
is a big difference between the number of available sellers and the number of available
buyers.



[42] Minimum is 1
Use the setting above if sellers only list every few months (or only once).

[43] How long do listings typically sit on the marketplace until someone completes them?

[44] Optional percentage of listings which never complete on your marketplace and are
therefore canceled.

[45] This can include multiple campaigns in multiple channels (Google Ads + SEO + PR,
for example)

[46] This can include multiple campaigns in multiple channels (Google Ads + FB Ads +
PR, for example)
Please note that this will be slightly off due to churn.

[47] Optional.
You can set this to $0 if you don't want to include a cost to acquire each Buyer

[48] This can include multiple campaigns in multiple channels (Google Ads + SEO + PR,
for example)

[49] This can include multiple campaigns in multiple channels (Google Ads + FB Ads +
PR, for example)

[50] This can include multiple campaigns in multiple channels (Google Ads + SEO + PR,
for example)

[51] This can include multiple campaigns in multiple channels (Google Ads + FB Ads +
PR, for example)

[52] Enter one average across all of your different channels for paid ads

[53] This can include multiple campaigns in multiple channels (Google Ads + SEO + PR,
for example)

[54] Unit (Hardware) Business Model Assumptions are available or greyed out
depending on if you chose this business model above

[55] This percentage is set automatically based on how you allocate Tier 2 and Tier 3 %
s below

[56] What % of your customers will buy your Tier 2 units (if active)?

[57] What % of your customers will buy your Tier 3 units (if active)?

[58] Calculated from Hardware COGS section below

[59] Calculated from Hardware COGS section below

[60] Calculated from Hardware COGS section below

[61] Based on the start month of each tier, along with which tiers are active.

[62] This is set in the sales funnel assumptions below



[63] This is set in the sales funnel assumptions below

[64] Factors in % of revenue collected by marketplace like Amazon (set below)
[65] Factors in % of revenue collected by marketplace like Amazon (set below)
[66] Avg $ Received per Wholesale (Mktplce, Discount, Setup) - Tier 1

[67] Avg $ Received per Wholesale (Mktplce, Discount, Setup) - Tier 1

[68] Avg $ Received per Wholesale (Mktplce, Discount, Setup) - Tier 1

[69] Avg $ Received per Wholesale (Mktplce, Discount, Setup) - Tier 1

[70] Subscription Business Model Assumptions are available or greyed out depending
on if you chose this business model

[71] Tier 1 subscriptions are always active. You can charge for Tier 1 OR it can be your
freemium entry point

[72] Activate second pricing tier for subscriptions here
[73] Activate third pricing tier for subscriptions here
[74] Based on the start month of each tier, along with which tiers are active.

[75] This percentage is set automatically based on how you allocate Tier 2 and Tier 3 %
s below

[76] What % of your customers will buy your Tier 2 subscriptions (if active)?

[77] What % of your customers will buy your Tier 3 subscriptions (if active)?

[78] Set to zero if no trial—meaning that everyone converts to a (paid) subscriber
[79] This has a powerful effect on your financials

[80] Otherwise you may underestimate how much money you need to raise—if you sell
fewer annual subscriptions than you were expecting.

[81] You can sell 100% annual subscriptions, 100% monthly subscriptions, or any
combination of both.

[82] Otherwise you may underestimate how much money you need to raise—if you sell
fewer annual subscriptions than you were expecting.

[83] This has a powerful effect on your revenue

[84] Formula for monthly churn = one divided by the average user lifespan in months

[85] Formula for annual churn is NOT 12x monthly. See tip #7 here: http://chaotic-flow.
com/saas-metrics-fags-what-is-churn/



[86] Otherwise you may underestimate how much money you need to raise—if you sell
fewer annual subscriptions than you were expecting.

[87] Set Tier 1 subscription price to $0 for freemium models
[88] Set Tier 1 subscription price to $0 for freemium models
[89] Factors in % of revenue collected by app store (set below)
[90] Factors in % of revenue collected by app store (set below)

[91] Blended Average Monthly Subscription Price for Tier 1 across monthly and annual
rates

[92] The rule of thumb is to get this to at least 3. Meaning you want your LTV to be at
least 3 times your cost to acquire each customer.

[93] Factors in % of revenue collected by app store (set below)
[94] Factors in % of revenue collected by app store (set below)

[95] The rule of thumb is to get this to at least 3. Meaning you want your LTV to be at
least 3 times your cost to acquire each customer.

[96] Factors in % of revenue collected by app store (set below)
[97] Factors in % of revenue collected by app store (set below)

[98] The rule of thumb is to get this to at least 3. Meaning you want your LTV to be at
least 3 times your cost to acquire each customer.

[99] If you have more than one biz model active you can choose this in "Sales Funnels
Drive Primary Business Model(s)" above

[100] This is a chart of your sales growth across the three years. If there's a cliff at the
beginning it's because you don't start selling in month one.

[101] Please enter a number larger than zero, because this is the seed of the growth
across all three years.

[102] Use these three growth numbers to target the # of sales and amount of revenue
you want to earn in each year. It's easy once you get the hang of it.

[103] This is a chart of your sales growth across the three years. If there's a cliff at the
beginning it's because you don't start selling in month one.

[104] This is based on the Start Month for Sales (which is set above in your primary
revenue model)

[105] Please note this includes repeat customers for the first two biz models
(Transactions & Units), but does not include monthly and annual renewals if
subscriptions is your primary business model

[106] This captures additional revenue from other sources (in case you have any)—



otherwise just leave at zero

[107] Zero = You immediately collect payment (via credit card)
1 = Customers take about 30 days to pay you
2 = Customers take about 60 days to pay you
3 = Customers take about 90 days to pay you

[108] Zero = You immediately collect payment (via credit card)
1 = Customers take about 30 days to pay you
2 = Customers take about 60 days to pay you
3 = Customers take about 90 days to pay you

[109] Zero = You immediately collect payment (via credit card)
1 = Customers take about 30 days to pay you
2 = Customers take about 60 days to pay you
3 = Customers take about 90 days to pay you

[110] Zero = You immediately collect payment (via credit card)
1 = Customers take about 30 days to pay you
2 = Customers take about 60 days to pay you
3 = Customers take about 90 days to pay you

[111] Only if you have employees you bill out at an hourly rate AND you explicitly set
these up in the Hiring Plan tab.

Zero = You immediately collect payment (via credit card)

1 = Customers take about 30 days to pay you

2 = Customers take about 60 days to pay you

3 = Customers take about 90 days to pay you

[112] Zero = You immediately pay your bills

1 = You take about 30 days to pay your bills

2 =You take about 60 days to pay your bills

[113] Typical recruiting fees range from 15% to 25% of an employees annual salary.
[114] Some startups know who they'll hire first, and only start using recruiters later

[115] This is a one-time purchase for each new hire.

[116] Founders may already have the computers and furniture they need, so this
typically doesn't start on month 1 (but you can start it in any month you'd like)

[117] This is in addition to the Credit Card Fee $ below (so just zero this out if you aren't
charged a % for credit card transactions)

[118] This is *in addition* to the Credit Card Fee % above (so just zero this out if you
aren't charged a $ fee for credit card transactions)

[119] Turns raising money on/off for this model—You can change your mind at any time

[120] Turns borrowing money on/off for this model—You can change your mind at any
time



[121] EBITDA is automatically copied from the Income Statement
[122] Banks are typically looking for 2 to 3 times EBITDA coverage for debt

[123] Banks usually also want to see either 2 years of history or assets that can be used
for collateral

[124] 1 is start paying back immediately (typical approach), 37 is effectively never
because this financial model only has 36 months

[125] You will need to research the correct range for your industry and size / stage of
business.

[126] How much of your own + investor money had you already sunk into this business
before month 1 of this financial model? Used to evaluate the return on the total
investment.

[127] We take the negative of the amount in the Cash Flow Statement because this
represents money put into the company.

[128] Calculated in section above
[129] Assumes no cash distributions to investors

[130] This can be less than the total Contract headcount—based on the checkboxes in
Column F

[131] Sales funnels drive customers in to the primary biz model, so we'll only use those
new customers to calculate the CAC.

The secondary biz models use a subset of the same customers, so we exclude
customers of secondary biz models from the CAC calculations.

[132] ARPA = Average Revenue per Account per Month

[133] Set using the "Classify Credit Card Expenses as COGS" in the Assumptions tab.
(Only available if all 3 years have 100% "% of Sales from Credit Cards)

(And please check with your accountant before classifying credit card expenses as
COGS)

[134] This value will be negative when AR increases and therefore reduces cash flow
into the business.

[135] This value will be positive when Deferred Revenue increases and therefore
increases cash flow into the business.

[136] MRR will differ from subscription revenue if there are setup fees, otherwise it will
be the same.

[137] Handles situations where fiscal year doesn't start in January

[138] Highlight the chosen start month relative to 12 months (not relative to months
displayed just above)

[139] Calculate the correct order of the months based on the start month



