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COMPANY SUMMARY

KEY INVESTMENT MERITS                 SEED

BRANDSYSTEM™

Netherlands | Australia

www.brandsystem.org

Seed

MLP Development

Valued at USD 322.91 billion

90% upwards

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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FREQUENTLY ASKED QUESTIONS:

What problem does it solve? 04
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Short answer:

Today a business has access to all the data in the world, and better yet, it is saving to the cloud. Everything 
from accounting data, POS, social media customer data, CRM data, the list goes on. But how do business 
leaders ultimately make informed and purpose-driven decisions towards successfully scaling their business?

What if there was a way to aggregate all this data into one system, with a calibrated Artificial Intelligence that 
can help navigate the business into the future.   

Question: 

What problem does it solve? 

Menu

Read More



FAQ’sFAQ’s

Alignment.

BRANDSYSTEM™ is dedicated to creating a world 1st AI Business Guidance System aggregating 
marketing impact, consumer reaction, staff alignment, brand penetration as well as financial trackers in 
one cohesive businesses health app. A business oracle that combines your current data and future market 
trends, helping you make more informed decisions about your business’ future.

THE  BIG IDEA 114 WORDS
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The main drivers for business success

1. Ability to Empathise (customer and employee experience)
There is simply nothing more important in business than understanding what other people are feeling and 
likely to feel in the future.

2. Clarity of Purpose
In the science of physics, unfocused energy is quickly dispersed and that’s true in business as well. Employees 
need to row in the same direction.

3. Sense of Timing
Every good business and product idea has a brief period in time when it’s ripe for the plucking. Move too soon 
and you’ll be a footnote; move too late and you’ll be an also-ran.

We sum it up into one word; Alignment.

FAQ’s
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A brief history of Brands.

300 AD

Stamping objects

A SYMBOL FOR
OWNERSHIP

1971

The Nike Swoosh

A TRADEMARK
REPRESENTS A
PROMISE

1000 AD

Coat of arms

A SYMBOL FOR
BELONGING

Today

Social Media

A BRAND LIVES 
AND DIES
DELIVERING
ON ITS PROMISE

1760

Mass production

A TRADEMARK
REPRESENTING
A COMPANY

Future

Machine learning  AI

A BRAND CAN 
PREDICT ITS OWN 
FUTURE AND EVOLVE 
ITS PROMISE

A brand is now the entire organisation’s 
commitment to deliver on its promise.

The process of branding was developed  as a guard for business against failures. 
Branding enforces ownership and differentiation. 

FAQ’s
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Short answer:

BRANDSYSTEM™ aggregates all your data into one system with a calibrated Artificial Intelligence that can 
help navigate your business into the future.

We have created a world 1st AI Business Guidance System aggregating marketing impact, consumer reaction, 
staff alignment, brand penetration as well as financial trackers in one cohesive businesses health app. A 
business oracle that combines your current data and future market trends, helping you make more informed 
decisions about your business’ future.

Question: 

What is BRANDSYSTEM™?
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A brand oracle that keeps the business true to its purpose and strategy.

What if you had an AI Business Guidance System?

FAQ’s
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Connect to 
POS and CRM

Calibrate
the brand’s AI and 

design your brand promise

Gain understanding 
from employees and 

customers 

Connect to 
digital channels and SM

This is no easy task, as you would need 
to firstly calibrate the brand’s own 
understanding of its purpose, give 
it a personality and voice, give it full 
understanding of its products, customers 
and employees. 

Then you would need to connect it to all the 
digital channels and social media channels, 
including all customer feedback channels. 
You would also need to give it access 
to POS and CRM data and connect it to 
employees so that it can learn from them 
and they can learn from it.

How to create an AI 
Business Guidance 
System

Gain understanding 
from products

A brand oracle
that keeps the business true 
to its purpose and strategy.
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An AI Business Guidance System that helps 
you navigate your business to infinite success.

FAQ’s

EXECUTIVE APP

STAFF APP
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Short answer:

BRANDSYSTEMTM has been designed with a brand-led neural network that assigns your company’s key data 
points to the three fields of consciousness; The head (CALCULATE), giving the brand Purpose, heart (CARE), 
defining the brand Personality and hands (CREATE), giving the brand better understanding of its Products and 
services. 

BRANDSYSTEM™ has eight key features that work in unison to help you build an intelligence that will give you 
the ability to navigate complex business decisions.

Question: 

How does it work?
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For companies that want to live on forever in the hearts and minds of their customers, 
employees and shareholders, dissatisfied with the inability to make informed and purpose-

driven decisions.

BRANDSYSTEM™ aggregates all your data into one system with a calibrated Artificial 
Intelligence that can help navigate your business into the future.

We have created a world 1st AI Business Guidance System aggregating marketing impact, 
consumer reaction, staff alignment, brand penetration and financial trackers in one cohesive 
businesses health app. A business oracle that combines your current data and future market 

trends, helping you make more informed decisions about your business’ future.

Watch video

FAQ’s
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Ability to Empathise Clarity of Purpose Sense of Timing

The main drivers for business success

We sum it up into one word; Alignment.
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BRANDSYSTEMTM has been designed 
with a brand-led neural network that 
assigns data values to the three fields of 
consciousness; The head (CALCULATE), 
giving the brand Purpose, heart (CARE), 
defining the brand Personality and 
hands (CREATE), giving the brand better 
understanding of its Products and 
services. 

The end result of the process culminates 
in the brand’s promise. This becomes the 
North Star for the brand and gives it a 
reason for being, allowing all stakeholders 
to understand and align to the brand 
promise.  

“Think of it as a Jarvis, and everyone in the 
business can be Iron Man”

Making business 
success easier to 
navigate.

75%
Company Health

CARE
(SENTIMENT)

Employees | Customers

CREATE
(DELIVERY)

Product | Service

CALCULATE
(SYSTEMS)

Financial | Marketing
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Making business easier to scale.
True to our brand promise, BANDSYSTEMTM is a Business Guidance 
System. What that means is that it guides the business to scale in the six 
scalable areas of business; customers, employees, stores, marketing, 
products and services, we call these Future Efforts. Our easy to use + New 
Future Effort tool guides the user to make decisions based on suggestions 
by the brand-led neural network.    
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BRANDSYSTEM™ has eight key features that 
work in unison to help you build an intelligence 
that will give you the ability to navigate 
complex business decisions:

FAQ’s
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Calibrating the brand’s 
Artificial Intelligence 

Using a methodology of assigning values to the 
three fields of consciousness; The head (giving 
the brand Purpose), the heart (defining the brand 
Personality) and the hands (giving the brand better 
understanding of its Products). The end result of 
the process culminates in the brand’s promise. 
This becomes the North Star for your company, 
allowing all employees to understand and align to 
the brand promise.       

FAQ’s

1
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Connect the brand’s 
social media channels. 
This gives the brand’s newly formed Artificial 
Intelligence a better understanding of its 
customers, allowing it to be more empathetic to 
their needs. It also draws insight on the current 
and future trends of its market. 

FAQ’s
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Connect your brand’s 
digital channels 
via a series of APIs that gives the brand’s Artificial 
Intelligence access to data which informs the 
brand’s decision making, based on user behaviour 
on your digital channels. 

FAQ’s
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Connect the brand’s 
point of sale devices 
and loyalty programs
via a series of APIs that gives the brand’s 
Artificial Intelligence access to data which 
informs the brand’s decision making based 
on transactional data and customer 
purchasing behaviour. 

FAQ’s
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Set up your marketing 
and CRM system
via our AI automation process that pre-builds a 
marketing dashboard according to your brand’s 
Artificial Intelligence calibration process, point of 
sale cloud data, website and app APIs, and Google 
Analytics account. BRANDSYSTEMTM also keeps 
track of every marketing effort, logging it against 
an assigned budget and placing it in a marketing 
calendar. 

FAQ’s
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Connect your 
employees. Set 
up and link KPIs 

Set up and link KPIs according to the 
brand’s calibration process. This allows 
your company to assign the brand promise 
in the form of objectives to every company 
department, linking company objectives 
and KPIs to staff objectives and KPIs. 

Employee evaluation is based on a mutual 
rating system determined by goals assigned 
and goals achieved, linking the brand 
promise to everyday tasks. This ensures 
that staff and company are aligned.

FAQ’s

6
Menu

Scroll Next



FAQ’s

Connect your cloud  
accounting system 
via a series of APIs that gives the brand’s Artificial 
Intelligence access to data which informs the 
brand’s financial decision making, based on store 
performance against targets. 

FAQ’s
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Investor Pack 2019

Create and load your 
brand assets
on one centralised platform. The brand asset 
platform includes brand colours, logos, fonts, 
icons, typography, photography, campaign 
templates and elements. This becomes a 
helpful toolbox your staff will need and love.

FAQ’s
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Short answer:

No direct competitors, yet.

The global business software and services market size was valued at USD 322.91 billion in 2018 and is 
expected to expand at a CAGR of 10.7% from 2019 to 2025. BRANDSYSTEM™ will become the core system 
that companies rely on for the future success of their businesses. Every business needs a BRANDSYSTEM™ 
as it becomes the singularity that simplifies all business solutions into the core of the business, its brand.

We have created a new SAAS category, Brand System Software.

Question: 

Who are the competitors? 
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Market Landscape

The global business software and services market size was valued at USD 322.91 billion in 2018 and is expected to expand at a CAGR 
of 10.7% from 2019 to 2025. BRANDSYSTEM™ will become the core system that companies rely on for the future success of their 
businesses. Every business needs a BRANDSYSTEM™ as it becomes the singularity that simplifies all business solutions into the core of 
the business, its brand.
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Value Proposition

For every business that wants to be successful and build brand value by:

1

2

Ensuring the direction the 
company takes to scale is correct

Ensuring customer’s 
expectations are met

Predicting the future of 
product development

3

Ensuring marketing and 
advertising produces ROI

4

Keeping staff aligned and delivering 
on what is expected

5

BRANDSYSTEM™ is the core operating system for your business, linking your entire company to deliver on 
brand, and ultimately business success.
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Short answer:

In the future; every business. 

BRANDSYSTEM™ will become the core system that companies rely on for the future success of their 
businesses. Every business needs a BRANDSYSTEM™ as it becomes the singularity that simplifies all 
business solutions into the core of the business, its brand.

But for now we are focusing on Retail and Hospitality.

Question: 

Who is it made for? Who is the target market? 
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BRANDSYSTEM™ is designed for businesses that:

Care about their customers

Retail 
& 

Hospitality

Want to retain and grow their staff

Want to scale

Stay true to what they promise on all levels

Are ethical

Believe brand is at the core of their business
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Financial outlook (Retail & Hospitality Market)

The ratio between small, local, global and 
enterprise retail & hospitality businesses 
• Small 30% of total number of brands
• Local 50% of total number of brands
• National 18% of total number of brands
• Global 2% of total number of brands

The average number of stores per brand
• Small = 2 stores
• Local = 7 stores
• National= 25 stores
• Global = 10000+ stores

The average number of staff per branch
• Small = 25 per store
• Local = 25 per store
• National = 25 per store
• Global = 25 per store

The average % of 
executive (access to full BRANDSYSTEM) 
vs execution staff (access to staff app)
• EXECUTIVE APP = 20%
• STAFF APP = 80%

Licence fees per staff member 
• EXECUTIVE APP = AU$ 20
• STAFF APP = AU$ 5

Additional setup costs for enterprise 
businesses 
• AU$ 50 000 per new enterprise business

20
AU$

MONTHLY

EXECUTIVE APP

LICENCE FEE

5
AU$

MONTHLY

STAFF APP

LICENCE FEE

The proforma financials are based on the 
following assumptions: 
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EXECUTIVE APP

FAQ’s

20
AU$

MONTHLY

5
AU$

MONTHLY

STAFF APP
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Financial outlook (Retail & Hospitality Market)
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Short answer:

We are in phase 2 of our development cycle. (MLP) Minimal Lovable Product Phase. 

Question: 

How far is it developed at this point?
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Our development plan
In order to build a product that delivers on a 
promise as big and innovative as ours, we have 
divided our build process into 6 phases:

FAQ’s
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Understanding 
the problem

Internal 
marketing

Investigate 
pivot points

External 
marketing 

strategy

Beta customer 
strategy

Prototype

Board meeting 
and budget 

approval

Internal 
marketing 
iterations

Investigate 
pivot points

Investigate 
pivot points

Concept

Development

Onboard 
additional 

brands

Build case 
studies

Solution 
statement

Ribs & Burgers 
case study

Development

Onboard Five 
Guys

Iterate and test

6

Iterate and test

PROOF OF 
CONCEPT
(3 months)

2

?

PROTOTYPE
(6 months) 1

?

MLP
(3 months) 3

?

PRE-ALPHA4
?

ALPHA 5
?

BETA 
LAUNCH

?
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The SEED Investment Deal

Amount invested Percentage shareholding

PHASE 2

Brandsystem IP A$2 000 000 81,2%

BRANDSYSTEM Founder Funding (Phase 1) A$135 925 5,4%

BRANDSYSTEM Cash in bank A$15 345 0,6% 85,0%

MVP Investor Cash A$250 000 9,9%

MVP Data Investment A$130 000 5,1% 15%

TOTAL A$2 531 270 100,0%
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Short answer:

Question: 

Who is the team behind it?

Menu

Read More

Bradley Michael

Callie van der Merwe

Jeanine Rocha

Ricardo Otto Rocha 

https://seagrassbhg.com/people/profile-bradley-michael/
https://www.linkedin.com/in/callie-van-der-merwe-b100a828/
https://www.linkedin.com/in/jeanine-rocha-1a443311/
https://www.linkedin.com/in/ricardo-rocha-74164634/
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Callie van der Merwe qualified as an Architect from the 
University of Port Elizabeth in 1991 and was awarded with 
the prestigious Corobrik award as the best Architectural 
theses submission out of all 7 Architecture schools in South 
Africa for that year. He is the founding partner of Design 
Partnership South Africa, Design Partnership Australia 
and Design Council Australia. Design Partnership PTY Ltd 
was established in 1994 as a business-led design agency, 
focusing on Behavior Design in the Retail, Hospitality, 
Workplace and Services market. 

In November of 2018 he sold his interest in Design 
Partnership South Africa and is now the sole proprietor of 
Design Partnership Australia. In January 2019 he launched 
Design Council Australia as an integrated platform to 
promote design and designers across all design categories 
in Australia.

Callie’s core focus, is the intersection of creativity and 
commerce within the physical space. Design in order to 
connect people with product and place. 

Callie appeared on the cover of Entrepreneur South 
Africa magazine in the May issue 2016 for successfully 
transforming the business model of a design led business 
agency to a business lead design agency. 

Callie
van der Merwe

The founder and Executive Creative Director of Etiket Brand 
Design, is a force to be reckoned with, but you’d never guess it 
from his laid-back style. Ricardo dropped out of his final year at 
Pretoria University, where he was studying Information Design, 
which only made him “more ambitious and hungry to prove  a 
point”. In 2008 he founded Etiket, despite warnings from family 
and friends that he was “too young and rebellious”. 

After 12 months the agency started reaping the rewards 
- thanks to a combination of fresh creative energy and the 
economic recession, of all things. When Etiket proved it could 
offer quicker turnaround time than its larger competitors, 
clients from FNB to Joburg Tourism came flocking. In 2010 
Etiket bagged itself its first Loerie and Pendoring awards, 
a major achievement for such a young agency. From all his 
achievements, Mail and Guardian named him one of Top 200 
Young South Africans.

• Owner and founder of Etiket
• Owner and founding member of Sum of 21
• One of Mail & Guardian’s Top 200 Young South Africans in 2011
• 2015 Pendoring Awards judge
• 2015 Guest speaker at IMM
• International Midas Award Winner 2017
 

Ricardo
Rocha

Jeanine studied Communication Design at The Open 
Window and graduated in 2009 with two majors in her name. 
Her love for design and her rebellion against the industry 
standard of joining a big agency in Johannesburg, led her to 
start her career at Etiket Brand Design. After a short period 
of just 8 months, she was asked to run with FNB, the biggest 
account in the agency, including appointing a creative team 
to take the account forward. 

In 2012, she joined the management team as the 
representative of the creative studio and very quickly 
worked her way up to Creative Director at the tender age of 
27. During this period, FNB reported an increase in account 
openings of 400%. Not only did she achieve creative 
success, but as part of the management team, she started 
applying her creative thinking to the running of the business. 
Through working closely with the COO, she developed a 
passion for challenging the way the business operates and 
decided to move into the Account Director role where she 
grew their 10 year relationship with FNB from strength to 
strength and together with her team, earned second place 
at the International Midas Awards in 2017. 

Jeanine pursued her desire to challenge the inner workings 
of a business, together with Ricardo’s passion for bringing 
brands to life, by founding BRANDSYSTEM. 

Jeanine
Rocha

The Team 

Menu

Scroll Next



FAQ’sFAQ’s

Short answer:

Netherlands, Australia and we have plans for USA. 

Question: 

Where are you based?
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Most 
prosperous 

country

Top cities for startups

AMS RTDH UTRE H

The Hague

Rotterdam

Utrecht

Amsterdam

Eindhoven

67.5% Government 
guarantee
for a start-up loan

Proof-of-concept funding
for the development of a 
working prototype

Personalized consultations
with the Netherlands Enterprise 
Agency (RVO)

45% Government cover
on development costs for 
high-risk innovation projects

40% Tax credit 
of the first €350,000 in R&D wage 
costs and other R&D expenses 
and investments

for income from 
technological innovations

5

Well educated 
working 

population

3

€73 billion€85 billion €37 billion

World leaders when 
it comes to a 
favourable business 
climate

Leading ICT 
innovator

11.9% of the Dutch 
working population 
is self-employed

%
GDP

826,2
billion
USD

Our HQ in Netherlands. 
This is why:
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Short answer:

Year 1: AU$ 867 148
Year 2: AU$ 8 134 191
Year 3: AU$ 27 163 407
Year 4: AU$ 470 566 977 

Question: 

What is your 5 year financial projection?
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Financial outlook (Retail & Hospitality Market)

2021 2022 2023 2024 2025

Licence fees p/m (EXECUTIVE APP) A$20 A$20 A$20 A$20 A$20

Licence fees p/m (STAFF APP) A$0 A$5 A$5 A$5 A$5

Number of SMALL brands (30% of total brands) 3 6 18 72 288

Avg number of stores (1-3) 2 2 2 2 2

Avg number of staff per brand (25 per store) 50 50 50 50 50

Avg number of executives (Users on Executive APP) = 20% 30 60 180 720 2 880

Total license fees p/m A$600 A$1 200 A$3 600 A$14 400 A$57 600

Avg number of staff (Users on Staff APP) = 80% 120 240 720 2 880 11 520

Total license fees p/m A$0 A$1 200 A$3 600 A$14 400 A$57 600

Revenues per month A$600 A$2 400 A$7 200 A$28 800 A$115 200

SMALL
BRANDS

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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2021 2022 2023 2024 2025

Licence fees p/m (Executive staff) A$20 A$20 A$20 A$20 A$20

Licence fees p/m (Execution staff) A$0 A$5 A$5 A$5 A$5

Number of LOCAL brands (50% of total brands) 5 10 30 120 480

Avg number of branches (4-10) 7 7 7 7 7

Avg number of staff per brand (25 per store) 63 63 63 63 63

Avg number of executives (Users on Executive APP) = 20% 63 126 378 1 512 6 048

Total license fees p/m A$1 260 A$2 520 A$7 560 A$30 240 A$120 960

Avg number of staff (Users on Staff APP) = 80% 252 504 1 512 6 048 24 192

Total license fees p/m A$0 A$2 520 A$7 560 A$30 240 A$120 960

Revenues per month A$1 260 A$5 040 A$15 120 A$60 480 A$241 920

Financial outlook (Retail & Hospitality Market)

LOCAL
BRANDS

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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2021 2022 2023 2024 2025

Licence fees p/m (Executive staff) A$20 A$20 A$20 A$20 A$20

Licence fees p/m (Execution staff) A$0 A$5 A$5 A$5 A$5

Number of NATIONAL brands (18% of total brands) 2 4 11 43 173

Avg number of stores (11-50) 25 25 25 25 25

Avg number of staff per brand (25 per store) 625 625 625 625 625

Avg number of executives (Users on Executive APP) = 20% 225 450 1 350 5 400 21 600

Total license fees p/m A$4 500 A$9 000 A$27 000 A$108 000 A$432 000

Avg number of staff (Users on Staff APP) = 80% 900 1 800 5 400 21 600 86 400

Total license fees p/m A$0 A$9 000 A$27 000 A$108 000 A$432 000

Revenues per month A$ 4 500 A$ 18 000 A$ 54 000 A$ 216 000 A$ 864 000

Financial outlook (Retail & Hospitality Market)

NATIONAL
BRANDS

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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2021 2022 2023 2024 2025

Licence fees p/m (Executive staff) A$20 A$20 A$20 A$20 A$20

Licence fees p/m (Execution staff) A$0 A$5 A$5 A$5 A$5

Number of GLOBAL brands (2% of total brands) 0,2 0,4 1,2 4,8 19,2

Avg number of branches (51-25000) 10000 10000 10000 10000 10000

Avg number of staff per brand (25 per store) 250 000 250 000 250 000 250 000 250 000

Avg number of executives (Users on Executive APP) = 20% 10 000 20 000 60 000 240 000 960 000

Total license fees p/m A$200 000 A$400 000 A$1 200 000 A$4 800 000 A$19 200 000

Avg number of staff (Users on Staff APP) = 80% 40 000 80 000 240 000 960 000 3 840 000

Total license fees p/m A$0 A$400 000 A$1 200 000 A$4 800 000 A$19 200 000

Revenues per month A$200 000 A$800 000 A$2 400 000 A$9 600 000 A$38 400 000

Financial outlook (Retail & Hospitality Market)

GLOBAL
BRANDS

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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2021 2022 2023 2024 2025

Total number of brands 10 20 60 240 960

Total revenues per month A$206 360 A$825 440 A$2 476 320 A$9 905 280 A$39 621 120

Total revenues per year A$2 476 320 A$9 905 280 A$29 715 840 A$118 863 360 A$475 453 440

Number of new ENTERPRISE businesses p/y 0,2 0,2 0,8 3,6 14,4

Setup costs A$50 000 A$50 000 A$50 000 A$50 000 A$50 000

Total setup costs p/y A$10 000 A$10 000 A$40 000 A$180 000 A$720 000

Gross Profit A$2 486 320 A$9 915 280 A$29 755 840 A$119 043 360 A$476 173 440

Salaries/Wages A$1 002 720 A$1 102 992 A$1 654 488 A$2 481 732 A$3 722 598

Expenses A$158 600 A$174 460 A$261 690 A$392 535 A$588 803

Marketing and Branding A$180 000 A$198 000 A$217 800 A$239 580 A$263 538

Cost of sales A$277 852 A$305 637 A$458 455 A$687 683 A$1 031 525

Total overhead cost A$1 619 172 A$1 781 089 A$2 592 433 A$3 801 530 A$5 606 463

Profit/Loss A$867 148 A$8 134 191 A$27 163 407 A$115 241 830 A$470 566 977

Financial outlook (Retail & Hospitality Market)

Retail 
& 

Hospitality

SMALL
BRANDS

LOCAL
BRANDS

NATIONAL
BRANDS

GLOBAL
BRANDS

A 5-year proforma, key operating assumptions, and confidential proof of 
concept results are provided in this document. Please mark CONFIDENTIAL 
and treat with the same standard of care with which you treat your own 
confidential information and documents.
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CRM
Customer relationship management (CRM) is an approach to manage a company’s interaction with current and potential customers. It uses data analysis about 
customers’ history with a company to improve business relationships with customers, specifically focusing on customer retention and ultimately driving sales 

growth.

SaaS
Software as a service (SaaS /sæs/) is a software licensing and delivery model in which software is licensed on a subscription basis and is centrally hosted. It is 
sometimes referred to as “on-demand software”, and was formerly referred to as “software plus services” by Microsoft.

POS
The point of sale (POS) or point of purchase (POP) is the time and place where a retail transaction is completed. At the point of sale, the merchant calculates the 
amount owed by the customer, indicates that amount, may prepare an invoice for the customer (which may be a cash register printout), and indicates the options 
for the customer to make payment. It is also the point at which a customer makes a payment to the merchant in exchange for goods or after provision of a service. 

After receiving payment, the merchant may issue a receipt for the transaction, which is usually printed but can also be dispensed with or sent electronically.

AI Neural Network
A neural network is a network or circuit of neurons, or in a modern sense, an artificial neural network, composed of artificial neurons or nodes. Thus a neural 
network is either a biological neural network, made up of real biological neurons, or an artificial neural network, for solving artificial intelligence (AI) problems. 
The connections of the biological neuron are modeled as weights. A positive weight reflects an excitatory connection, while negative values mean inhibitory 
connections. All inputs are modified by a weight and summed. This activity is referred as a linear combination. Finally, an activation function controls the amplitude 
of the output. For example, an acceptable range of output is usually between 0 and 1, or it could be −1 and 1.

These artificial networks may be used for predictive modeling, adaptive control and applications where they can be trained via a dataset. Self-learning resulting from 
experience can occur within networks, which can derive conclusions from a complex and seemingly unrelated set of information.

API
An application programming interface (API) is an interface or communication protocol between different parts of a computer program intended to simplify the 
implementation and maintenance of software. An API may be for a web-based system, operating system, database system, computer hardware, or software library. 
An API specification can take many forms, but often includes specifications for routines, data structures, object classes, variables, or remote calls. POSIX, Windows 
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API and ASPI are examples of different forms of APIs. Documentation for the API usually is provided to facilitate usage and implementation.

KPI
A Key Performance Indicator is a measurable value that demonstrates how effectively a company is achieving key business objectives. Organizations use KPIs at 
multiple levels to evaluate their success at reaching targets. High-level KPIs may focus on the overall performance of the business, while low-level KPIs may focus 
on processes in departments such as sales, marketing, HR, support and others.

MLP
A Minimum Lovable Product (MLP), or Minimum Awesome Product: to deliver a solution that is so extraordinary on the most important dimension that it inspires 
positive emotion in your customers.

CAGR
Compound annual growth rate (CAGR) is the rate of return that would be required for an investment to grow from its beginning balance to its ending balance, 
assuming the profits were reinvested at the end of each year of the investment’s lifespan.

Prototype
Purpose: user validation.
The prototype is a visual simulation of what the User Experience (UX) of the App will look like. The purpose is that a ‘focus group’ of ‘sponsor users’ like friends, 
family, stakeholders, and domain experts can give immediate feedback to validate assumptions and ideas.

Proof of Concept (POC)
Purpose: testing technical feasibility of features, test fundamental business hypotheses.
In the Proof of Concept or POC, assumptions are already validated the prototype has already changed to comply to the feedback by the sponsor users. Basic 
architectural decisions are made, the best options for a technology stack are chosen, and a quick and rough version is done. Data can be hardcoded, ignoring generic 
functionality like login and signup, messaging, push notifications, focussing on core workflow. The viability of features are tested.
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Minimum Lovable Product (MLP)
Purpose: the MLP forms the basis for a VC investment, from feature to product, validate as many aspects of the application as possible for maximum learning at 
least development.
MLP is the version of the product that enables a full turn of the Build-Measure-Learn loop with the minimal amount of effort and the least amount of development 
time. The minimum lovable product lacks many of the features that may prove essential later on. The difference between POC and MLP, is that in the MLP, complete 
feature sets are included and functionality is made relatively stable. In the MVP, features are no longer tested, but the product as a whole is tested. 

Pre-Alpha
Purpose: iterate further development between MLP, Alpha, and market validation.
Create some exclusive buzz about releases by giving sneak peeks to some group of power users. In Alpha, the number and location of users are explored, interests, 
preferences, habits of users, and pricing strategy is investigated.

Alpha
Purpose: first public release, first public testing to get real user feedback.
The pre-Alpha and Alpha releases are basically the first public releases of the Prototype in order to get some real user feedback. The application is not ready to 
launch yet, and not ready to have people expect a super stable application yet.

Beta
Purpose: Beta testing with real users.
After collecting all the user feedback from the Alpha release, development will be reiterated and the application will be significantly improved. In the Beta, there are 
likely still some hidden bugs, some people under some circumstances might still experience some instability, however the application is ready to test for real usage 
scaling. The Beta relases is a Release Candidate (RC) – compared to an Alpha release, the core feature set is stable with greater security, resilience and efficiency.

Launch
Purpose: Your product is ready, now go build a business.


	Prototype
	Proof of Concept
	MLP
	Pre-Alpha
	Alpha
	Beta

