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Executive Summary

OUR
VISION & MISSION
Our Mission
EventHorizon is dedicated to transforming visions into unforgettable moments by 
providing meticulous planning and innovative design in event management. We 
specialize in venue selection, theme development, logistics coordination, and on-
site execution, tailored to meet the unique needs of each client. By combining 
creativity with exceptional attention to detail, we aim to deliver extraordinary 
events that exceed expectations. Our mission is to elevate the standard of service 
in the event planning industry, ensuring that every corporate function and 
personal celebration is seamlessly executed and memorable.

Our Vision
EventHorizon aspires to be the global leader in event planning, known for 
consistently exceeding expectations and setting the standard for excellence in the 
industry. Our vision is to be the first choice for clients seeking extraordinary 
events, recognized for our innovation, creativity, and unparalleled attention to 
detail. By continuously elevating our services and expanding our expertise, we 
aim to create a future where EventHorizon is synonymous with remarkable and 
unforgettable event experiences.
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Executive Summary

Key performance indicators
(Base Scenario Y3)

  Revenue

  Gross Profit

  EBITDA

0.01%
  Target Market Share

 

Project Phases

I II III IV

Foundational 
Establishment

Product 
Enhancement and 
User Expansion

New 
Revenue 
Streams

High-Risk 
Ventures

Funding round is aimed to accelerate the development of Phases 
and create core infrastructure for operations.

Investment will be 
used to finance CAPEX, 
WC buffers, etc.

 

Margins
(Stabilized by Y3)

Sources: Company's Prop Planning September 2024 Executive Summary United States 4
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General Overview

EventHorizon is a premier event planning company specializing in 
creating unforgettable experiences through meticulous planning and 
innovative design. Operating in the Administrative and Support and 
Waste Management and Remediation Services sector, this company 
offers comprehensive event management services, including venue 
selection, theme development, logistics coordination, and on- site 
execution, all tailored to meet the unique needs of each client. At 
EventHorizon, the dedicated team combines creativity with 
attention to detail to ensure that every event, from corporate 
functions to personal celebrations, is seamlessly executed and 
memorable. With an unwavering focus on exceptional service and 
flawless execution, EventHorizon transforms visions into reality and 
delivers extraordinary events that consistently exceed expectations.

Sources: Company's Prop Vision September 2024 Overview United States 5
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General Overview

01 Foundational 
Establishment

Phase I.

Launch core event planning services with a focus on 
meticulous planning, venue selection, and theme 
development to establish a strong reputation in the 
market.

  

New Revenue Streams 03
Phase III.

Explore new profit avenues such as offering specialized 
event packages, collaborating with exclusive venues, or 

introducing premium, all-inclusive planning services.

02 Product Enhancement 
and User Expansion

Phase II.

Enhance the core services, refine logistics coordination, 
improve on-site execution, and broaden the client base 
to ensure market presence and attract more significant 
events.

  

High-Risk Ventures 04
Phase IV.

Invest in high-risk opportunities such as innovative event 
technologies, virtual and hybrid event solutions, or 

expanding into large-scale international events.

Sources: Company's Prop Vision September 2024 Core Phases of the Project United States 6
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Company and Product

Main Stakeholder Product Benefits

Clients 1. High-quality, personalized event planning services tailored to their needs.
2. Hassle-free event experience due to meticulous planning and on-site execution.
3. Access to innovative and creative event designs that make their events unique.

Employees 1. Opportunities for professional growth and skill enhancement through diverse event projects.
2. Supportive work environment that fosters creativity and collaboration.
3. Job security through the company's steady growth and expansion phases.

Vendors and Suppliers 1. Steady business through consistent partnership and collaboration.
2. Opportunities for increased revenue as the company expands its client base and service offerings.
3. Potential for long-term contracts and relationships with a reputable event planning firm.

Investors 1. Attractive returns on investment as the company explores new revenue streams and high-risk ventures.
2. Confidence in steady growth through strategic phased development.
3. Potential for significant profits from large-scale international and hybrid event markets.

Venue Partners 1. Enhanced visibility and bookings through exclusive collaborations with EventHorizon.
2. Increased revenue from high-profile and large-scale events coordinated by EventHorizon.
3. Access to a broad client base looking for premium locations for their events.

Community 1. Local economic boost through increased business for hotels, restaurants, and other local services.
2. Cultural enrichment from diverse events that foster community engagement.
3. Employment opportunities across various sectors related to event management and logistics.

Industry Partners 1. Opportunities for collaboration and networking to drive mutual growth and innovation.
2. Increased industry standards through shared best practices and high-quality event management services.
3. Strengthened market presence and competitiveness through strategic alliances.

Sources: Company's Prop Assessment September 2024 Stakeholder & Impacts United States 7
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Company and Product

Competitive Advantage

Meticulous Planning

EventHorizon excels in creating unforgettable 
experiences through meticulous planning, ensuring 

every detail is perfect.

Innovative Design

The company offers innovative design services, 
tailoring themes to meet the unique needs of each 

client.

Exceptional Service

EventHorizon focuses on exceptional service and 
flawless execution, transforming visions into 
reality and exceeding client expectations.

Marketing and Growth Strategy

Digital 
Campaigns

 

Partnerships  

Client 
Referrals

 

 EventHorizon will leverage 
targeted digital advertising 

campaigns to reach potential 
clients, showcasing past event 
successes and highlighting our 

comprehensive services to build 
strong brand recognition and 

generate leads.

EventHorizon will form 
strategic partnerships 
with venues, vendors, 

and influencers to 
expand our network, 
enhance our service 

offerings, and increase 
our visibility in the 

event planning industry.

 

 EventHorizon will implement a 
client referral program to 

encourage satisfied clients to refer 
us to their networks, thereby 

driving growth through word-of-
mouth marketing and customer 

recommendations.

Sources: Company's Prop Assessment September 2024 Key Performance Drivers United States 8



Target Groups 1 2 3 4 5 6 7

Company and Product

Industries Description

I Corporate Clients Businesses seeking professional event planning for conferences, seminars, product launches, and 
corporate retreats to enhance their brand image and engage stakeholders.

II Wedding Planners Couples and individuals desiring bespoke wedding planning services that offer unique themes, 
venue selection, and seamless execution to create memorable nuptials.

III Non-Profit Organizations Charities and non-profits looking to organize fundraising galas, donor appreciation events, and 
community outreach programs with expert planning and coordination.

IV Entertainment Industry Promoters and organizers of concerts, film festivals, and theater productions requiring 
comprehensive event management to ensure smooth operations and enthralling experiences.

V Educational Institutions Schools, colleges, and universities in need of coordination for graduation ceremonies, academic 
conferences, and other significant educational events.

VI Government and Public Sector Government bodies and public institutions planning formal events, public gatherings, or 
community relations events with a need for professional and detailed planning services.

VII Luxury and High-End Clients Individual clients or businesses seeking exclusive, high-end event planning services that offer 
premium and customized experiences.

Sources: Company's Prop Assessment September 2024 Core Phases of the Project United States 9
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Company and Product

Solution from Phase I to Phase IV

Painpoints
Lack of 

Expertise

Clients often 
struggle with 
event planning due 
to a lack of 
expertise and 
experience in 
organizing 
successful events.

Venue Selection 
Challenges

Selecting the right 
venue that fits the 
event's theme and 
logistical 
requirements 
often becomes a 
daunting task for 
clients.

Coherent 
Theme 

Development

Developing a 
coherent and 
aesthetically 
pleasing event 
theme that aligns 
with the client's 
vision can be 
challenging.

Logistics 
Coordination

Managing event 
logistics, from 
vendor 
coordination to 
time management, 
can overwhelm 
clients and lead to 
disorganized 
events.

On-Site 
Execution 

Hassles

Ensuring seamless 
on-site execution 
can be difficult 
without 
experienced 
personnel, leading 
to potential 
pitfalls during the 
event.

Market 
Presence

Attracting a 
significant number 
of clients and 
broadening the 
customer base is 
challenging in a 
competitive 
market.

Client 
Customization 

Needs

Meeting diverse 
and unique 
customization 
requirements of 
clients can be 
complex and hard 
to standardize.

1 2 3 4 5 6 7

Solution
EventHorizon 
provides 
professional and 
meticulous 
planning services 
executed by a 
team of 
experienced event 
planners, ensuring 
every detail is 
managed expertly.

EventHorizon 
offers a 
comprehensive 
venue selection 
service, leveraging 
our extensive 
network to find 
the perfect 
location tailored 
to the event’s 
specific needs.

EventHorizon 
provides expert 
theme 
development 
services, ensuring 
every event has a 
unique, cohesive, 
and appealing 
design that 
matches the 
client’s vision.

EventHorizon 
enhances its 
services with 
refined logistics 
coordination, 
overseeing all 
aspects to ensure 
smooth and 
efficient event 
execution.

EventHorizon 
offers 
comprehensive on-
site execution 
services, with a 
dedicated team 
ensuring flawless 
and effortless 
event 
management from 
start to finish.

EventHorizon 
broadens its client 
base through 
excellent service 
and innovative 
event solutions, 
solidifying its 
market presence 
and attracting 
larger-scale 
events.

EventHorizon 
refines its services 
to provide highly 
customizable 
event solutions 
that cater to the 
distinct needs of 
each client.

Sources: Company's Prop Assessment September 2024 Core Features of Phase I - II United States 10
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Company and Product
St

re
ng

th

1. Expertise in creating memorable experiences through 
meticulous planning and innovative design.
2. Comprehensive range of event management services 
tailored to client needs.
3. Dedicated and creative team focused on attention to 
detail.
4. Strong reputation for exceptional service and flawless 
execution.
5. Ability to transform visions into reality, exceeding client 
expectations.

W
ea

kn
es

se
s

1. High dependence on client satisfaction and word-of-
mouth referrals.
2. Potential challenges in scaling while maintaining quality.
3. High operational costs associated with comprehensive 
service offerings.
4. Vulnerability to economic downturns impacting 
discretionary spending.
5. Intense competition within the event planning industry.

O
pp

or
tu

ni
ti

es

1. Expansion into new geographic markets to increase client 
base.
2. Adoption of cutting-edge technology to streamline 
planning and improve client interactions.
3. Leveraging social media for enhanced brand visibility and 
client engagement.
4. Developing partnerships with top-tier vendors and 
venues.
5. Expanding service portfolio to include eco-friendly and 
hybrid event options.

Th
re

at
s

1. Economic instability affecting clients' willingness to 
spend on events.
2. Unpredictable external factors like pandemics or natural 
disasters impacting event planning.
3. Rising competition from new and existing players in the 
market.
4. Rapid changes in technology requiring continuous 
adaptation.
5. Potential legal and compliance issues in different 
geographic regions.

Sources: Company's Prop Assessment September 2024 SWOT Analysis United States 11
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Check List & Risk

Partnerships & 
Collaborations

Establish strategic partnerships and 
collaborations for business growth.

Technology 
Integration

Integrate cutting-edge technology 
solutions for event management.

Service 
Enhancement

Launch new service packages based 
on client feedback.

Geographical 
Expansion
Expand services to new 
geographical locations and 
markets.

Marketing Campaign
Initiate a comprehensive marketing 
campaign targeting new client 
segments.

Market Research
Conduct thorough market research 
and competitive analysis.

Current Status.

EventHorizon aims for sustainable growth 
through market research, service 
enhancement, and marketing. The 
roadmap emphasizes integrating 
technology solutions by Dec 2024 to 
streamline event management processes. 
By Mar 2025, EventHorizon plans to 
expand geographically, reaching new 
markets. Further growth will be achieved 
through strategic partnerships by Jul 
2025, ensuring exceptional and 
memorable event experiences for a 
broader clientele.

Jul 2025

Mar 2025

Dec 2024

Aug 2024

May 2024

Feb 2024

Sources: Company's Prop Vision September 2024 Road so Far United States 12
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Check List & Risk

# Check List Item Status Priority Area ETA

General Planning and Organization
1 Craft Business Plan and Vision Not Started High CEO 2 weeks
2 Register Company and Secure Licenses Not Started High CFO 1 month
3 Develop Core Service Offerings Not Started High COO 3 weeks
4 Establish Brand Identity and Design Logo Not Started Medium CMO 1 month
5 Set Up Financial Systems and Budgeting Not Started High CFO 2 weeks
6 Hire Key Personnel Not Started High COO 2 months
7 Create Company Website Not Started Medium CTO 1 month
8 Develop Operational Policies and Procedures Not Started Medium COO 2 months

Marketing
1 Develop a Comprehensive Marketing Plan Not Started High CMO 1 month
2 Build and Optimize Company Website Not Started High CTO 1.5 months
3 Establish Social Media Presence Not Started Medium CMO 2 months
4 Create a Content Marketing Strategy Not Started High CMO 2 months
5 Develop Partnerships with Influencers and Industry Leaders Not Started Medium CMO 3 months
6 Implement Email Marketing Campaigns Not Started Medium CRO 3 months
7 Launch Targeted Advertising Campaigns Not Started High CRO 4 months
8 Conduct Market Research to Identify Key Client Segments Not Started Medium CSO 4 months

Sources: Company's Prop Planning September 2024 Check list Organizational and Marketing United States 13
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Check List & Risk

# Check List Item Status Priority Area ETA

Phase 1 & Technical Set Up for next Phases
1 Develop core event planning service packages Not Started High CPO 1 month
2 Hire and train initial team of event planners Not Started High COO 2 months
3 Secure partnerships with key venues Not Started High CRO 2 months
4 Create initial theme concepts and templates Not Started Medium CPO 1.5 months
5 Establish event logistics processes and protocols Not Started High COO 1 month
6 Develop initial marketing materials and collateral Not Started Medium CMO 2 months
7 Set up project management and event planning software Not Started Medium CTO 1 month
8 Launch pilot events to test services and gain feedback Not Started High CEO 3 months

Phase 2
1 Enhance Logistics Coordination Not Started High COO 2 months
2 Improve On-Site Execution Processes Not Started High COO 3 months
3 Refine Core Event Services Not Started High CPO 4 months
4 Broaden Client Base Not Started High CRO 6 months
5 Conduct Market Analysis for Service Expansion Not Started Medium CSO 2 months
6 Develop Strategic Partnerships Not Started Medium CBO 5 months
7 Optimize Client Communication Channels Not Started Medium CMO 3 months
8 Introduce Advanced Planning Tools Not Started Low CTO 4 months

Sources: Company's Prop Planning September 2024 Check list Phases 1 & 2 United States 14
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Check List & Risk

# Check List Item Status Priority Area ETA

Phase 3
1 Research and develop specialized event packages Not Started High CPO 2 months
2 Identify and collaborate with exclusive venues Not Started High COO 3 months
3 Introduce premium, all-inclusive planning services Not Started High CEO 4 months
4 Establish partnerships with luxury service providers Not Started Medium CMO 3 months
5 Develop and launch marketing campaigns for new packages Not Started Medium CMO 2 months
6 Train staff on new service offerings Not Started High COO 1 month
7 Update company website to showcase new packages Not Started High CTO 1 month
8 Analyze market response and feedback on new services Not Started Medium CSO 6 months

Phase 4
1 Research and Invest in Innovative Event Technologies Not Started High CTO 6 months
2 Develop and Launch Virtual Event Solutions Not Started High CTO 4 months
3 Identify and Establish Partnerships with International Venues Not Started High COO 8 months
4 Create Marketing Strategies for High-Risk Ventures Not Started Medium CMO 2 months
5 Design and Implement Security Measures for Virtual Events Not Started High CSO 3 months
6 Develop Financial Plan for High-Risk Ventures Not Started Medium CFO 2 months
7 Build and Train a Team for International Event Operations Not Started High COO 7 months
8 Pilot Test Hybrid Event Models Not Started Medium CPO 5 months

Sources: Company's Prop Planning September 2024 Check list Phases 3 & 4 United States 15
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Check List & Risk

1. Operation and maintenance risks

# Risk Type Area Mitigation Strategy

1 Venue Availability COO Establish relationships with multiple venues and have backup options readily available.

2 Logistics Coordination Failures COO Create detailed logistics plans and have contingency strategies in place for each event 
stage.

3 On-site Execution Issues COO Conduct thorough site inspections and rehearsals prior to the event to iron out any potential 
issues.

4 Supplier and Vendor Reliability CPO Maintain a vetted list of reliable vendors and establish long-term partnerships with 
alternative suppliers as backups.

5 Staffing Shortages COO Build a robust network of freelance staff and temporary workers to fill in gaps during peak 
times or unexpected shortages.

2. Regulatory and legal risks

# Risk Type Area Mitigation Strategy

1 Compliance with Local Event Regulations CRO Regularly update and review event planning processes to ensure compliance with local, 
state, and federal regulations.

2 Permits and Licenses COO Establish a dedicated team responsible for obtaining necessary permits and licenses well in 
advance of events.

3 Environmental Regulations CSO Implement sustainable practices and ensure compliance with environmental regulations for 
all events.

4 Health and Safety Standards COO Adopt rigorous health and safety standards and regularly train staff on compliance 
requirements.

5 Data Protection Laws CIO Strengthen data protection measures and ensure compliance with GDPR and other data 
privacy laws.

Sources: Company's Prop Assessment September 2024 Risks Overview United States 16
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Check List & Risk

3. Strategic/Market Risk
# Risk Type Area Mitigation Strategy

1 Market Competition CSO Continuously monitor market trends and competitor strategies to adapt and innovate our service offerings.

2 Client Loyalty CMO Develop a strong loyalty and rewards program to retain existing clients and encourage repeat business.

3 Economic Downturn CFO Diversify revenue streams and focus on cost-effective event solutions to cater to a broader market during 
economic slowdowns.

4 Changing Consumer Preferences CPO Conduct regular market research to identify evolving client needs and preferences, and adjust service offerings 
accordingly.

5 Technological Advancements CTO Invest in cutting-edge event technologies and continuously train staff on new tools to stay ahead in the industry.

4. Finance risk
# Risk Type Area Mitigation Strategy

1 Cash Flow Constraints CFO Implement strict budget controls, regularly review cash flow statements, and maintain a buffer of liquid assets to 
manage any unforeseen expenses.

2 High Financing Costs CFO Negotiate favorable terms with financiers, explore alternative low-interest funding options, and strategically plan 
debt repayment schedules to minimize interest expenses.

3 Client Payment Delays CFO Establish clear payment terms, offer early payment incentives, and implement a robust follow-up system to 
ensure timely collections.

4 Economic Downturn CFO Diversify client base, create flexible service packages, and maintain a reserve fund to weather periods of low 
economic activity.

5 Pricing Pressure CPO Continually assess market rates, adjust pricing strategies accordingly, and emphasize value-added services to 
maintain competitive advantage.

5. Other general risk
# Risk Type Area Mitigation Strategy

1 Market Saturation CMO Conduct continuous market research to identify and emphasize unique value propositions that differentiate 
EventHorizon from competitors.

2 Brand Reputation CRO Develop and implement a strong reputation management strategy including timely engagement with clients, 
handling complaints effectively, and promoting positive client testimonials.

3 Client Expectations COO Set clear and realistic expectations from the outset and maintain ongoing communication with clients to manage 
and meet their evolving needs.

4 Talent Retention CEO Create a positive work culture and offer competitive compensation packages, professional development 
opportunities, and career growth to retain top talent.

5 Technological Adaptation CTO Continuously invest in the latest event technologies and provide training to staff to adapt to new tools and 
streamline event planning processes.

Sources: Company's Prop Assessment September 2024 Risks Overview United States 17
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Users, Market & Inv.

Target Available 
Market (TAM)

Trade Show and 
Conference Planning

Subindustry

Source:
 TAM is based on third party market estimation 

provided by IBIS World.
 CAGR is based on open source web research. 

Expected CAGR for industry is 4.00%

Service Available 
Market (SAM) 1.50%

Given EventHorizon's focus on meticulous planning and innovative design within 
the highly competitive U.S. trade show and conference planning market, its 

resource limitations, and the scope of its tailored services, the company could 
realistically capture approximately 1.5% of the Total Addressable Market (TAM). 

Service Obtainable 
Market Y1-Y3 (SOM)

Year 1 0.01000%
Year 2 0.02500%
Year 3 0.04500%

EventHorizon, operating in the competitive trade show and conference planning 
sector within the U.S., can realistically tap into a Serviceable Obtainable Market 

starting at 0.01% in the first year, considering its $100,000 capital and the 
dominance of major industry players. This share can grow to 0.025% in year two 

Sources: Company's Prop Assessment September 2024 Target Groups United States 18
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Users, Market & Inv.

The funding will be used to finance the CAPEX and cash deficit from Year 1 operations, 
aiming to expedite the development process. In subsequent years the company plans to 
sustain operations without requiring major additional capital injection. 
 Table below presents the overview of expected inflows and outflows.

Y1 Cash Flow Streem(thnd USD) Inflows Outlows 

Gross Profit 5
Payroll Expenses 3
Marketing and Branding 2
Rent & Utilities 1
Communication Expenses 0
Capex 100
Legal and Professional Fees 0
Training and Development 0
Office supplies 0
Representation and Entert. 0
Other Miscellaneous 0

CAPEX & WC shortage Y1 103

Buffer 0

Total Required Investment(thnd USD) 103

Sources: Company's Prop Planning September 2024 Investment Utilization United States 19
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Financial Projection

 Y3 PL formation and Margins 

Y3

  Business Line Breakdown (thnd USD)

Y1 Y2

Revenue

COGS

Admin

Sources: Company's Prop Planning September 2024 Summery Financials United States 20
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Financial Projection

Y3
Projected Revenue 0.01% Market 

share

Sources: Business Valuation September 2024 Revenue at Glance United States 21
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Financial Projection

Revenue Formation M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12 Y1 Y2 Y3

Event Planning 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00% 40.00%

Logistics Coordination 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00%

On-Site Execution 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00%

Other 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 % 10 %

Event Planning 1 1 1 1 1 1 1 1 1 1 1 1 13 33 62
Logistics Coordination 1 1 1 1 1 1 1 1 1 1 1 1 10 25 47
On-Site Execution 0 0 0 0 0 0 1 1 1 1 1 1 6 17 31
Other 0 0 0 0 0 0 0 0 0 0 0 0 3 8 16

Total Revenue (thnd USD) 2 2 2 2 2 2 3 3 3 3 3 3 32 83 156

Sources: Company's Prop Planning September 2024 Revenue at Glance United States 22
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Financial Projection

COGS Formation M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12 Y1 Y2 Y3

Venue Costs 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00% 30.00%

Logistics 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00% 20.00%

Labor 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00% 25.00%

Other 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00%

Venue Costs 1 1 1 1 1 1 1 1 1 1 1 1 10 25 47
Logistics 0 0 0 0 0 0 1 1 1 1 1 1 6 17 31
Labor 1 1 1 1 1 1 1 1 1 1 1 1 8 21 39
Other 0 0 0 0 0 0 0 0 0 0 0 0 3 8 16

Total COGS (thnd USD) 2 2 2 2 2 2 3 3 3 3 3 3 27 71 133

Sources: Company's Prop Planning September 2024 COGS at Glance United States 23
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Financial Projection

OPEX Formation M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12 Y1 Y2 Y3

Payroll Expenses 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50%

Rent & Utilities 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50%

Communication Expenses 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50%

Office supplies 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50%

Legal and Professional Fees 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50% 1.50%

Marketing and Branding 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70% 5.70%

Representation and Entertainment 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50%

Training and Development 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00% 1.00%

Other Miscellaneous 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50% 0.50%

Payroll Expenses 0 0 0 0 0 0 0 0 0 0 0 0 3 9 16
Rent & Utilities 0 0 0 0 0 0 0 0 0 0 0 0 1 2 4
Communication Expenses 0 0 0 0 0 0 0 0 0 0 0 0 0 1 2
Office supplies 0 0 0 0 0 0 0 0 0 0 0 0 0 0 1
Legal and Professional Fees 0 0 0 0 0 0 0 0 0 0 0 0 0 1 2
Marketing and Branding 0 0 0 0 0 0 0 0 0 0 0 0 2 5 9
Representation and Entertainment 0 0 0 0 0 0 0 0 0 0 0 0 0 0 1
Training and Development 0 0 0 0 0 0 0 0 0 0 0 0 0 1 2
Other Miscellaneous 0 0 0 0 0 0 0 0 0 0 0 0 0 0 1

Total SG&A (thnd USD) 0 0 0 1 1 1 1 1 1 1 1 1 8 20 38

Sources: Company's Prop Planning September 2024 SG&A at Glance United States 24
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Financial Projection

Income Statement (thnd USD) M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12 Y1 Y2 Y3

Revenue 2 2 2 2 2 2 3 3 3 3 3 3 32 83 156

Event Planning 1 1 1 1 1 1 1 1 1 1 1 1 13 33 62

Logistics Coordination 1 1 1 1 1 1 1 1 1 1 1 1 10 25 47

On-Site Execution 0 0 0 0 0 0 1 1 1 1 1 1 6 17 31

Other 0 0 0 0 0 0 0 0 0 0 0 0 3 8 16

COGS -2 -2 -2 -2 -2 -2 -3 -3 -3 -3 -3 -3 -27 -71 -133

Venue Costs -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -10 -25 -47

Logistics -0 -0 -0 -0 -0 -0 -1 -1 -1 -1 -1 -1 -6 -17 -31

Labor -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -8 -21 -39

Other -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -3 -8 -16

Gross Profit 0 0 0 0 0 0 0 0 0 1 1 1 5 13 23

SG&A Personal Expenses -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -3 -9 -16

SG&A Operating Expenses -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -4 -11 -21

EBITDA -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -3 -8 -14

Depreciation -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -18 -18 -18

EBIT -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -21 -26 -33

Interest Expense -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -0 -1 -1 -1

Profit before Tax -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -2 -22 -27 -34

Tax 0 0 0 0 0 0 0 0 0 0 0 0 5 6 7

Profit after Tax (thnd USD) -1 -1 -1 -1 -1 -1 -1 -1 -1 -2 -2 -2 -17 -21 -26

Sources: Company's Prop Planning September 2024 Profit after Tax United States 25
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Business Valuation

Required Return on Equity Derivation

Sources: Aswath Damodaran, 
Investing.com September 2024 RoE Calculation United States 26
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Business Valuation

 Methodology 

Additional Assumptions

To calculate the companies Firm Value, its future Free Cash Flow to Equity (FCFE) is 
discounted using estimated Required Return on Equity. 

 The 3rd-year projected cash flow is used as a representation of the long-term Free Cash 
Flow to the Equity (FCFE). This approach may understate the valuation because cash flows 
are expected to grow more aggressively in the first 10 years, and the growth from years 4 
to 10 is not reflected in this calculation. Long-term growth rate of 5% is applied. 

 After discounting the cashflows and measuring the Firm Value it is adjusted to historical 
estimate of Start-up firm’s survival rate. The allows to incorporate risk of start-ups fails.

Survival of new establishments founded in 1998

http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/
younggrowth.pdf

http://pages.stern.nyu.edu/~adamodar/

Sources: Aswath Damodaran, 
Investing.com September 2024 RoE Calculation United States 27

http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf
http://pages.stern.nyu.edu/~adamodar/
http://pages.stern.nyu.edu/~adamodar/
http://pages.stern.nyu.edu/~adamodar/
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Business Valuation

D
CF

(thnd USD) Y1 Y2 Y3 Y4 Y5 Y6 Y7

Profit after Tax -17 -21 -26 -28 -29 -30 -31

Growth% Y4-Y7 4.00% 4.00% 4.00% 4.00%

Growth% Y7 --> 3.50%

WACC 13.47%

PV Y1-Y7 at Y0 -15 -16 -18 -17 -15 -14 -13

PV Y7 --> Y0 -133

NPV (thnd USD) -241

 Average Survival Rate for 3 Years 50%

 Final Valuation

The valuation is conducted using the Discounted Cash Flow 
(DCF) method. In this method, the projected cash flows for a 
period of 7 years, along with a terminal value, are discounted 
at a rate of 13.47 % to determine the Firm Value. 

 Starting from year 3 onwards, the cash flows are estimated to 
grow at a rate of 4.00 %, which is consistent with the market 
Compound Annual Growth Rate (CAGR) trend. Beyond year 7, 
the cash flows are assumed to grow at a long-term growth rate 
of 3.50 %. 

 To account for the inherent risks associated with a start-up 
venture, the Firm Value is adjusted using the historical survival 
rate of newly established firms. As indicated by the study 
conducted by Aswath Damodaran, there was approximately 50% 
probability of survival for Information sector companies. This 
adjustment allows to incorporate the risk profile of the 
business and provide a more comprehensive assessment of its 
value. 

It is important to note that if the company can successfully 
navigate through its initial three years of operation, it is 
expected to have a significantly higher likelihood of becoming a 
going concern. This underscores the importance of 
demonstrating resilience and establishing a solid foundation 
during the critical early stages of the business.

Sources: Business Valuation September 2024 Overview United States 28
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Glossary & Disclaimer

Financial and Technical

b $ - Billions of $
B2B – Business to Business
B2C – Business to Customer
CAPEX - Capital Expenditure
CAPM – Capital Asset Pricing Model
COGS - Cost of oods sold
DCF - Discounted cash flow
Depr. – Depreciation
EBIT - Earnings before interest and taxes
EBITDA - Earnings before nterest, axes, depreciation, and amortization
EBT - Earnings Before Tax
ERP - Equity Risk Premium
ETA – Estimated Time of Arrival
EV - nterprise Value
FA (Tangible and Intangible) - Fixed assets (tangible and intangible)
FX – Foreign Exchange
FY - Fiscal year
GP - ross profit
k $ - Thousands of $
LLM – Large Language Model
LFY - Last fiscal year
m $ - Millions of $
MTD - Month-to-date
MVP – inimum Viable Product
NFT – Non-Fungible Token
NPV - Net present value
OPEX - Operating Expense
P&L - A profit and loss (P&L) tatement
PaT – Profit after Tax
POC – Proof of Concept
PPE - Property, plant, and equipment
SG&A – Sales, General and Administrative
TSY bond rate - Treasury bond rate
WACC - Weighted average cost of capital
YTD - Year-to-date

Organisational Structure

CBDO - Chief Business Development Officer
CEO - Chief Executive Officer
CPO - Chief Product Officer
CFO - Chief Financial Officer
CTO  Chief Technology Officer
C-level - Chief level
Eng – Engineer
Dev - Developer
HR - Human Resources

 Other 

Av – Average
EoP – End of Period
LE – Legal Entity
PE – Private Equity
TOM – Target Operating Model

Sources: Company's Prop Information September 2024 Disclaimer United States 29
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Glossary & Disclaimer

The following information and valuation analysis are provided for informational purposes only and do not constitute financial or investment advice. This presentation is 
based on assumptions, projections, and historical data, which are subject to inherent uncertainties and risks. 

 Please note that the valuation results presented here are based on the Discounted Cash Flow (DCF) method and various assumptions, including projected cash flows, 
growth rates, discount rates, and survival rates. These assumptions are subject to change and may not accurately reflect future market conditions or the performance of 
the business. 

 The valuation does not guarantee future financial performance or the accuracy of the projections. Actual results may differ materially from those presented in this 
analysis due to numerous factors, including but not limited to changes in economic conditions, market dynamics, competition, regulatory factors, and unforeseen events. 

 Investors and stakeholders are advised to conduct their own independent research, seek professional advice, and carefully consider their individual investment objectives, 
risk tolerance, and financial situation before making any investment decisions. The information provided in this presentation should not be relied upon as the sole basis for 
making investment decisions. 

 Furthermore, no representation or warranty, express or implied, is made regarding the accuracy, completeness, reliability, or availability of the information and analysis 
presented in this presentation. We disclaim any liability for any loss or damage, including but not limited to indirect or consequential loss information provided. 

 Past performance is not indicative of future results. Any historical financial information included in this presentation is provided for reference purposes only and may not 
reflect the current financial position or performance of the business. 

 The valuation presentation is intended solely for the recipient's use and may not be reproduced, redistributed, or disclosed, in whole or in part, without the prior written 
consent of the company.
If you have any questions or concerns about this presentation or its contents, please contact our office at or call us at .

Sources: Company's Prop Information September 2024 Disclaimer United States 30
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