
Airbnc Business Plan
Business Plan Title

Airbnc
An online platform service connecting travelers with local hosts, offering unique 
accommodations and authentic experiences at affordable prices.

0. Summary

0-1. Problem Recognition Summary
The traditional lodging industry, characterized by high barriers to entry and 
standardized offerings, fails to meet the evolving demands of modern travelers 
for affordable and authentic experiences. This creates a significant market 
inefficiency, leaving travelers frustrated with high costs and homeowners 
unable to easily monetize their underutilized spaces. The lack of a trusted 
platform to facilitate safe and reliable peer-to-peer rentals has been a major 
obstacle. Driven by the rise of the sharing economy and mobile technology, the 
short-term rental market is experiencing explosive growth, signaling a clear and 
urgent demand for an innovative solution.

0-2. Feasibility Summary
Airbnc provides a comprehensive solution that transforms the travel and 
lodging industry by directly connecting hosts with guests through a trusted 
online platform. Our service unlocks a massive supply of unique and affordable 
accommodations, addressing the market's demand for authentic local 
experiences. Through core features like a two-way review system and secure 
payments, we build a strong community based on trust. Our clear development 
roadmap, starting with a robust MVP and scaling to diversified services like 
Experiences and Airbnc for Work, is designed to capture significant market 
share. By focusing on community, unique inventory, and a superior user 
experience, Airbnc differentiates itself from traditional hotels and other booking 
platforms, positioning itself to become the leader in the new era of travel.
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0-3. Growth Strategy Summary
This scale-up plan positions Airbnc for explosive growth by leveraging its core 
peer-to-peer commission model while expanding into new verticals like 
'Experiences' and 'Airbnc for Work'. The strategy focuses on aggressive global 
expansion, underpinned by a detailed one-year roadmap and a three-year plan 
to achieve sustainable profitability, targeting a positive operating income by the 
second year. With a fundraising goal of $50 million to fuel user acquisition and 
platform development, the ultimate objective is to achieve market leadership 
and pursue an IPO with a target valuation of over $1.5 billion within 5-7 years.

0-4. Team Summary
Our team, operating under the name Belong Anywhere Inc., is founded on a 
powerful vision to make anyone feel at home anywhere in the world. This vision 
is supported by a leadership team with clearly defined, synergistic roles: a 
visionary CEO to guide our strategy, an expert CTO to build our technology, and 
a seasoned COO to ensure operational excellence and user trust. This 
combination of strategic direction, technical prowess, and operational 
management creates a robust foundation for navigating the challenges of 
global expansion and building a beloved, lasting brand.

1. Problem Recognition

1-1. Business Background
[The Dawn of the Sharing Economy: A New Paradigm in Travel and 
Accommodation]

Growth of the Sharing Economy: Rapid global expansion of the sharing 
economy, shifting consumer focus from ownership to access and 
experience.

Changing Traveler Preferences: Increased demand for authentic, local 
travel experiences that traditional, standardized hotels cannot provide.

Technological Advancement: The rise of digital platforms and mobile 
technology, enabling seamless peer-to-peer transactions and global 
connectivity.

Airbnc Business Plan 2



Need for Asset Utilization: Growing desire among individuals to find new 
income streams by monetizing underutilized assets like spare rooms.

1-2. Problem Definition
[Structural Flaws in the Lodging Market Limit Options and Efficiency]

High Barriers in the Traditional Lodging Industry: High capital investment 
and operational costs for traditional hotels create a market with limited, 
expensive options for travelers.

Lack of Diverse and Authentic Accommodation: Travelers struggle to find 
unique accommodations that offer a genuine sense of the local culture and 
neighborhood.

Inefficient Use of Private Assets: Millions of spare rooms and properties 
remain vacant, representing a massive, untapped economic resource for 
homeowners.

Absence of a Trust and Safety Mechanism: The absence of a reliable 
intermediary for P2P rentals leads to concerns over payment security, 
property damage, and personal safety for both guests and hosts.

1-3. Customer Feedback
[The Frustrations of Modern Travelers and Homeowners]

High Accommodation Costs: "Every time I plan a trip, my budget is 
shattered by expensive hotel prices. I wish there was a more affordable way 
to travel."

Lack of Authentic Local Experiences: "Staying in a hotel feels so generic. I 
want to experience the city like a local, not just a tourist."

Complex and Untrustworthy Alternatives: "I've thought about renting a 
room from a local, but how can I trust a stranger? There's no reliable system 
for payments or safety."

Difficulty in Monetizing Spare Space: "I have a spare room that's just 
collecting dust. I'd love to rent it out, but the process seems so complicated 
and risky."

1-4. Market Analysis
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1-5. Market Growth/Trends
The global short-term rental market has demonstrated remarkable growth, 
expanding from 105.2 billion USD in 2021 to a projected 176.6 billion USD in 
2025, with a strong CAGR of approximately 13.9%. This expansion is driven by 
a fundamental shift in traveler preferences towards more authentic, affordable, 
and flexible accommodation options. The market's future remains bright as 
technology continues to lower transaction barriers and the sharing economy 
becomes further integrated into the mainstream.
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[Supportive Market and Policy Dynamics]

1. Market/Policy Factors

Favorable Regulatory Environments

Expansion of Global Tourism

Venture Capital Investment Growth

2. Technology/Environmental Factors

Mobile and Platform Technology

Mainstreaming of the Sharing Economy

Growing Interest in Sustainable Tourism

3. Customer/Demand Factors

Demand for Authentic Experiences

Desire for Cost-Effective Travel

Trust in Community-Based Platforms

2. Feasibility (Solution)

2-1. Solution Overview
[Unlocking the World's Spare Rooms: A Trusted Platform for Unique Stays]

Breaking Down Entry Barriers: A peer-to-peer platform that allows 
homeowners to easily list their spare space, creating a vast supply of 
affordable accommodation.

Providing Diverse & Authentic Options: A global inventory of unique 
homes, from city apartments to rural cabins, searchable by location, style, 
and price.

Unlocking the Value of Idle Assets: An intuitive and simple listing process 
enables hosts to turn their idle assets into a reliable income stream.

Establishing a Circle of Trust: A comprehensive system including secure 
payments, two-way reviews, and host guarantees ensures safe and reliable 
transactions for all users.
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[Value Delivery Process]

Guests search for unique accommodations based on destination, dates, and 
preferences.

Guests book and pay securely through the platform, and the host confirms 
the reservation.

The guest stays at the property, experiencing the destination like a local.

Both guest and host leave reviews, building trust and reputation within the 
community.

2-2. Core Features
Effortless Host Listing: A simple, guided process for hosts to list their 
space with photos, descriptions, and pricing in minutes.

Advanced Search and Discovery: Powerful search tools with filters for 
location, price, property type, and amenities, complemented by a map-
based interface.

Secure Payment Gateway: An integrated payment system that handles all 
transactions securely, protecting both guest and host financial information.

Two-Way Review System: A mandatory, double-blind review system where 
guests and hosts rate each other after a stay, building a foundation of trust.

Instant Messaging Platform: An in-app messaging service that allows 
guests and hosts to communicate directly and securely before, during, and 
after the stay.

2-3. Expected Benefits
[For Guests: Travel More, Spend Less, and Live Like a Local]

Access a wide range of accommodation options at prices significantly 
lower than typical hotel rates.

Discover and stay in unique properties that offer a genuine, local living 
experience.
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Book with confidence thanks to a transparent review system and secure 
payment processing.

Enjoy the flexibility of choosing from a spare room for a night to an entire 
home for a week.

[For Hosts: Monetize Your Space and Share Your World]

Turn an empty room or property into a consistent source of income with 
minimal effort.

A simple and intuitive platform to list your space, manage bookings, and 
communicate with guests.

Host with peace of mind, backed by a secure payment system and host 
protection programs.

Meet people from around the world and share your local culture, becoming 
an ambassador for your city.

2-4. Progress and Implementation Plan
[Phase 1: Platform Launch and Seeding (Q4 2025 - Q3 2026)]

Core Platform Development & MVP Launch

Initial User Acquisition Campaign

[Phase 2: Building Trust and Expanding Reach (Q3 2026 - Q3 2027)]

Mobile App Development (iOS & Android)

Host Guarantee Program Launch

International Expansion - Phase 1

[Phase 3: Deepening Value and Diversification (Q3 2027 - Q3 2028)]

Personalization Engine Rollout

Service Diversification: Experiences

Product Tiering: Airbnc Plus

[Phase 4: Scaling and Market Dominance (Q4 2028 - Q4 2029)]

Corporate Travel Solution Launch

Global Market Leadership Push
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Item Name Description Period

Core Platform
Development & MVP
Launch

Develop and launch the core platform
including user profiles, listing creation,
search functionality, and a secure payment
gateway.

2025-11-01 ~
2026-04-30

Initial User
Acquisition Campaign

Initiate digital marketing campaigns in 5 key
cities to acquire the first 1,000 hosts and
10,000 guest users.

2026-05-01 ~
2026-08-31

Mobile App
Development (iOS &
Android)

Launch native mobile applications for iOS
and Android to provide a seamless on-the-
go user experience.

2026-07-01 ~
2026-12-31

Host Guarantee
Program Launch

Introduce a comprehensive host protection
program, including property damage
insurance, to build host confidence.

2027-01-01 ~
2027-03-31

International
Expansion - Phase 1

Expand marketing and operational efforts to
20 additional international cities across
Europe and North America.

2027-04-01 ~
2027-09-30

Personalization
Engine Rollout

Implement a data analytics engine to
provide personalized recommendations for
guests and market insights for hosts.

2027-07-01 ~
2027-12-31

Service
Diversification:
Experiences

Launch 'Airbnc Experiences,' allowing
locals to offer tours, workshops, and other
activities to travelers.

2028-01-01 ~
2028-06-30

Product Tiering:
Airbnc Plus

Introduce a premium tier of listings, 'Airbnc
Plus,' featuring verified homes known for
exceptional quality and design.

2028-04-01 ~
2028-09-30

Corporate Travel
Solution Launch

Develop and launch 'Airbnc for Work,' a
dedicated service for business travelers
with features for expensing and team
management.

2028-10-01 ~
2029-03-31

Global Market
Leadership Push

Scale operations to achieve a presence in
over 100 countries, focusing on emerging
travel markets in Asia and South America.

2029-04-01 ~
2029-12-31

2-5. Competitive Advantage Analysis
[Competitive Environment Analysis]
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Item/Service Our Service Competitors

Inventory Variety
& Uniqueness

Unmatched variety of
unique accommodations,
from spare rooms to
entire homes,
emphasizing local
character.

Vast inventory including hotels,
apartments, and homes, often integrated
with flight and car rental bookings. /
Strong inventory of traditional vacation
rentals, particularly in North America and
Europe, focusing on entire properties. /
Offers standardized, predictable lodging
experiences with a focus on amenities
and service.

Price Point &
Value

Highly competitive and
flexible pricing, offering
significant value
compared to traditional
hotels.

Prices are competitive but can include
hidden fees; operates on a traditional
booking model. / Pricing is generally
higher than Airbnc, often catering to
families and larger groups. / Generally
operates at a higher price point, with less
flexibility and variety in room types.

User Experience
& Platform

Simple, intuitive, and
visually appealing
platform that fosters a
sense of community and
discovery.

Robust and feature-rich platform, but can
feel more transactional and less
community-focused. / Functional
platform, but the user experience can be
less intuitive and modern compared to
Airbnc. / Professional and reliable
booking process, but lacks
personalization and local character.

Trust &
Community
Ecosystem

Robust two-way review
system, secure
payments, and host
guarantees build strong
user trust.

Established review system and customer
support, but lacks the personal host-
guest connection. / Offers trip protection
and guarantees, but the sense of a
unified community is weaker. / High
standards of safety and cleanliness,
supported by a corporate structure and
loyalty programs.

Target Customer
Fit

Perfectly aligned with
modern travelers seeking
authentic, affordable, and
flexible lodging
experiences.

Targets a broad spectrum of travelers,
from budget to luxury, often with a focus
on traditional vacationers. / Primarily
targets families and groups seeking
traditional vacation homes for longer
stays. / Cataters to business travelers
and tourists who prioritize consistency,
service, and amenities.
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Differentiated Competitiveness
[More Than a Platform: A New Way to Experience the World]

Community-Driven Ecosystem: Airbnc is not just a booking site; it's a 
platform built on a global community of hosts and guests who share 
experiences and build trust through a robust review system.

Democratization of Hosting: We empower anyone with a spare space to 
become a hospitality entrepreneur, creating a vast and diverse inventory 
that is impossible for traditional hotel chains to replicate.

Focus on Authentic Experiences: Our platform and brand are centered 
around the idea of 'living like a local,' offering authentic experiences that go 
beyond simple accommodation.

Data-Driven Personalization: Leveraging user data, we provide 
personalized recommendations for places to stay and things to do, creating 
a more engaging and relevant user experience.

[Positioning Map]
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3. Growth Strategy (Scale-up)

3-1. Business Model
[Revenue Model]

Peer-to-Peer Commission Model

A C2C platform model where individuals (hosts) provide lodging services to 
other individuals (guests).
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Travelers face challenges with expensive and impersonal hotel options, 
while property owners have underutilized spaces.

Airbnc provides a trusted online marketplace for booking unique stays, 
monetizing hosts' idle assets.

Revenue is transaction-based and directly scales with the volume of 
bookings on the platform.

Experience Curation & Booking Fee

A curated C2C marketplace where local experts (hosts) offer unique 
activities to travelers (guests).

Travelers often struggle to find authentic, non-touristy activities and 
experiences in a new city.

Airbnc vets and lists unique local experiences, accessible for booking 
through the same trusted platform.

This creates a new, high-margin revenue stream that is also transaction-
based and enhances the core lodging business.

B2B Managed Travel Service

A B2B2C service model providing corporate clients with accommodation 
solutions for their employees.

Companies require cost-effective, flexible, and comfortable lodging options 
for business travel, which traditional hotels may not always provide.
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'Airbnc for Work' offers a managed platform with curated listings suitable 
for business travel, centralized billing, and reporting tools.

This model generates recurring revenue from corporate clients and 
captures a high-value segment of the travel market.

Pricing Strategy

Revenue Model Billing Criteria Billing Structure

Peer-to-Peer
Commission Model

Percentage of
Booking Value

A dynamic service fee charged to the guest
(typically 6-12%) and a commission fee
charged to the host (typically 3-5%) upon a
successful booking.

Experience
Curation & Booking
Fee

Percentage of
Experience Fee

A 20% commission fee charged to the host of
the experience upon a successful booking by
a guest.

B2B Managed
Travel Service

Per-Booking
Corporate Service
Fee

A customized service fee charged to
corporate clients for each booking made by
their employees, often including additional
services like centralized billing and travel
management support.

3-2. Commercialization Strategy
[North Star Metric]

Gross Booking Value (GBV) Gross Booking Value, the total value of all 
transactions on the platform, is the most accurate measure of our 
marketplace's health and scale. It directly reflects the value we provide to both 
hosts and guests. All strategic initiatives, from user acquisition to retention, are 
ultimately aimed at increasing this core metric, which in turn drives our 
commission-based revenue.

[Target Customer]

The Budget-Conscious, Experience-Seeking Traveler (Guest)

High cost of traditional hotel accommodations.

Lack of authentic, local experiences in standardized hotels.

Difficulty finding unique accommodations in specific neighborhoods.
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Desire for more space, privacy, and amenities like a kitchen.

[Positioning Strategy]

Airbnc offers a unique way to belong anywhere, providing authentic travel 
experiences by connecting people to unique homes and local hosts.

Position Airbnc not just as a place to stay, but as a gateway to authentic 
local life, offering unique homes and experiences that hotels cannot.

Emphasize the community aspect, connecting travelers with real people 
and local hosts who can share insider knowledge.

Highlight the value proposition of getting more space, privacy, and 
amenities like kitchens for a price often lower than a standard hotel room.

[Marketing Funnel]

Stage Channel KPI Target Strategy

Acquisition

Search Engine
Optimization
(SEO) & Content
Marketing

Top 3 ranking for 50+
high-intent keywords,
500,000 monthly
organic visitors

Create high-quality
content (e.g., 'Things to
do in [City]', 'Best
neighborhoods in [City]')
to attract travelers at the
top of the funnel and
build organic traffic.

Paid Social &
Search Ads

Maintain a Customer
Acquisition Cost
(CAC) below $50,
Achieve a 2%
conversion rate from
click to booking

Run targeted ad
campaigns on platforms
like Google, Instagram,
and TikTok, focusing on
specific demographics
and travel interests to
drive direct bookings.

Activation
Onboarding &
First User
Experience

Achieve a 75% host
listing completion
rate, Secure a 10%
conversion rate from
first-time visitor to
first booking

Simplify the host listing
and guest booking
processes with a clean
UI, guided tutorials, and a
'first booking' discount to
reduce friction and
encourage immediate
action.
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Stage Channel KPI Target Strategy

Retention
Email Marketing
& Push
Notifications

Achieve a 25% repeat
booking rate within 12
months, Maintain an
email open rate of
over 20%

Develop a personalized
email marketing strategy
that sends tailored
recommendations, price
drop alerts, and exclusive
offers based on users'
past searches and
bookings.

Revenue Platform &
Upselling

Increase average
Gross Booking Value
(GBV) per user by
10% annually, Achieve
a 5% attach rate for
'Experiences' with
accommodation
bookings

Introduce dynamic
pricing tools and
suggestions for hosts to
optimize their income,
while promoting 'Airbnc
Experiences' to guests as
a valuable add-on to their
stay.

Referral
In-App Referral
Program

Achieve a 15% user
participation rate in
the referral program,
Generate 10% of new
user sign-ups through
referrals

Implement a dual-
incentive 'Give $25, Get
$25' program that
rewards both the referrer
and the new user upon
their first completed stay,
encouraging viral growth.

Global Expansion Strategy
[Necessity and Opportunities for Global Expansion]

Massive Market Opportunity: The global travel and sharing economy 
markets represent a multi-trillion dollar opportunity, providing a vast runway 
for growth beyond the domestic market.

Risk Diversification: Operating in multiple geographies reduces dependency 
on any single market's economic conditions, travel trends, or regulatory 
environment.

Accelerated Network Effects: A global presence creates a powerful network 
effect, where international travelers become guests and hosts in their home 
countries, organically fueling growth across the platform.

[Target Countries and Selection Criteria]
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Country Selection Criteria Description

United Kingdom,
Germany, France

High Travel Volume
& Tech Adoption

These mature markets have high
inbound/outbound tourism, high internet
penetration, and a strong existing
acceptance of sharing economy platforms.

Thailand, Vietnam,
Indonesia

Rapidly Growing
Tourism Sector

These emerging economies are
experiencing a travel boom, with a growing
middle class and a high demand for
affordable, authentic travel experiences.

Brazil, Mexico Large Untapped
Domestic Market

These countries have large populations with
significant domestic travel, representing a
substantial opportunity for a localized
platform offering.

[Entry Strategy Structure]

Strategy Execution Plan

Phase 1: Digital
Presence and Market
Validation

Website and app localization, including language translation,
currency adaptation, and region-specific content., Initial digital
marketing campaigns (SEO, SEM) to test market receptivity and
build brand awareness.

Phase 2: Supply-Side
Seeding and
Community Building

Launch targeted campaigns to recruit and onboard initial hosts
in key cities, creating a foundational supply of listings., Host
community events and offer incentives to encourage early
adoption and gather feedback.

Phase 3: Full-Scale
Localization and
Operations

Establish local customer support and operations teams to
provide timely assistance in the local language and time zone.,
Develop a localized marketing strategy that resonates with the
cultural nuances of the target market.

Phase 4: Strategic
Partnerships and
Ecosystem
Integration

Form partnerships with local travel agencies, tourism boards,
and lifestyle brands to increase distribution and credibility.,
Integrate with local payment systems and service providers to
create a seamless user experience.

3-3. Milestones and Roadmap
[3-Year Milestones]

Period Content Details Summary

H1 2026 Global Host & Guest
Foundation Building

Achieve 100,000 active listings globally.,
Reach 500,000 monthly active users (MAU).,
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Period Content Details Summary
Secure initial host communities in 3 key
European cities.

H2 2026
Platform Optimization
and New Verticals

Surpass 1,000,000 total bookings., Improve
guest booking conversion rate to 1.5%.,
Launch 'Airbnc for Work' beta program.

H1 2027
Revenue Acceleration
and Product
Expansion

Achieve $78 Million in annual Gross Booking
Value (GBV)., Increase repeat booking rate to
20%., Official launch of 'Airbnc Experiences'
in 5 major cities.

H2 2027 Path to Profitability
and Market Expansion

Achieve operational break-even (positive
operating income)., Expand operational
footprint into Southeast Asia., Reach an
LTV/CAC ratio of 2.5.

H1 2028 Scaling B2B and
Strategic Partnerships

Surpass $120 Million in annual GBV., Grow
'Airbnc for Work' revenue to 10% of total
revenue., Establish official partnerships with
two major tourism boards.

H2 2028
Sustainable
Profitability and
Market Leadership

Achieve a full year of net profitability., Reach
an LTV/CAC ratio of 3.0., Position as a top 3
player in the alternative accommodation
market in 10+ countries.

[1-Year Detailed Roadmap]

Period Content Details Summary

Q1 2026
Aggressive Host
Acquisition &
Onboarding

Launch a 'Become a Host' digital marketing
campaign in 10 new cities., Implement a host
referral program to accelerate supply
growth., Simplify the listing creation process
by 25% to reduce friction for new hosts.,
Increase new host sign-ups by 50% quarter-
over-quarter., Achieve 50,000 new active
listings.

Q2 2026 Enhancing the Guest
Booking Experience

Introduce AI-powered search personalization
to better match guests with listings., Launch
a 'Wishlist' feature to increase user
engagement and future bookings., Optimize
the mobile checkout process to improve
conversion rates., Increase booking
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Period Content Details Summary
conversion rate from 1.0% to 1.5%., Decrease
cart abandonment rate by 10%.

Q3 2026 Beta Launch of 'Airbnc
Experiences'

Launch the 'Airbnc Experiences' beta in 3
major cities with 50 curated experiences.,
Integrate 'Experiences' promotion into the
post-booking flow for accommodations.,
Gather feedback from early adopters to
refine the product offering., Achieve 1,000
'Experiences' bookings., Attain an average
experience rating of 4.8 stars or higher.

Q4 2026 Kickstart European
Market Entry

Localize the platform for two key European
markets (e.g., German, French)., Begin
targeted digital marketing campaigns in the
selected European markets., Establish a
remote customer support team for the
European time zone., Acquire 10,000 new
users from the target markets., Onboard the
first 1,000 hosts in the new region.

3-4. Financial Goals and Estimates
[Revenue Assumptions]

Item Details

Number of Nights
Booked (Q)

The key revenue driver, projected to grow from 2.5 million in Year 1
to 10 million in Year 3, driven by aggressive marketing and global
expansion.

Average Daily
Rate (P)

The average price per night charged by hosts, assumed to be a
stable $120.

Average
Commission Rate

The platform's commission, averaging 13% of the Gross Booking
Value (GBV).

Projected Annual
Revenue

Calculated as (Q * P * Commission Rate), projected to be $39.0M in
Year 1, $78.0M in Year 2, and $156.0M in Year 3.

[Cost Assumptions]

Item Details

Cost of Goods Sold
(COGS)

Comprises payment gateway fees and cloud infrastructure
costs, estimated at 5% of total revenue.
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Item Details

Sales & Marketing
(S&M)

The largest cost item, covering digital marketing, branding, and
user acquisition campaigns. Projected at 40% of revenue in
Year 1, decreasing to 30% by Year 3 as brand recognition
grows.

Platform
Development &
Maintenance (R&D)

Includes salaries for engineers, product managers, and
designers, plus software and R&D tools. Estimated at 15% of
revenue.

Customer Support &
Operations

Covers salaries for customer service and trust & safety teams,
scaling with transaction volume. Estimated at 10% of revenue.

General &
Administrative (G&A)

Includes administrative staff salaries, office rent, and legal fees,
estimated at 5% of revenue.

[Unit Economics]

Item Details

Customer Lifetime
Value (LTV)

The projected net profit attributable to one customer over the
entire relationship, estimated to increase from $80 to $120 as
repeat bookings rise.

Customer
Acquisition Cost
(CAC)

The cost to acquire a new paying customer (guest or host),
projected to decrease from $50 to $40 due to improved
marketing efficiency and organic growth.

LTV/CAC Ratio The ratio of LTV to CAC, a key indicator of business model
sustainability. Projected to improve from 1.6 to 3.0.

3-5. Key Financial Metrics Visualization
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This chart illustrates our core financial trajectory, tracking top-line revenue 
growth against operational profitability. The bar chart shows a strong and 
accelerating revenue ramp-up, reflecting successful market penetration 
and scaling of transactions. The line chart demonstrates our path to 
profitability, with operating margin turning positive in the second year and 
improving significantly thereafter, which proves the business model's 
operating leverage and sustainability.
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This chart breaks down our major operational expenses, providing a clear 
view of our investment priorities. Sales & Marketing is initially the largest 
component, indicating an aggressive growth strategy focused on user 
acquisition. As the business scales, we expect marketing costs to decrease 
as a percentage of revenue, while investment in platform development 
remains robust to maintain our competitive edge. This analysis is crucial for 
managing our burn rate and optimizing resource allocation for sustainable 
growth.
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The Break-Even Point (BEP) analysis shows the intersection of revenue and 
total costs, indicating when the business becomes profitable. This chart 
visualizes that key milestone occurring in the second year of our projection, 
a critical proof point for investors. It underscores the viability of our 
business model and our ability to scale efficiently. Our strategy will focus 
on accelerating the timeline to this crossover point and widening the gap 
between revenue and costs thereafter.
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This chart visualizes the core health of our business model by comparing 
Customer Lifetime Value (LTV) to Customer Acquisition Cost (CAC). The 
widening gap between the two lines demonstrates increasing marketing 
efficiency and customer loyalty. An LTV/CAC ratio greater than 3x, which 
we are projected to achieve by Year 3, is a strong indicator of a highly 
profitable and sustainable growth engine. This metric is paramount for 
justifying marketing spend and securing future investment.

3-6. Projected Financial Statements
[Projected Income Statement]

Category 2026 2027 2028

Revenue 39 Million USD 78 Million USD 156 Million USD

Cost of Goods Sold (COGS) 1.95 Million USD 3.9 Million USD 7.8 Million USD

Gross Profit 37.05 Million USD 74.1 Million USD 148.2 Million USD

SG&A Expenses 27.3 Million USD 46.8 Million USD 93.6 Million USD
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Category 2026 2027 2028

EBITDA 9.75 Million USD 27.3 Million USD 54.6 Million USD

Depreciation & Amortization 1.17 Million USD 1.95 Million USD 3.12 Million USD

Operating Income (EBIT) 8.58 Million USD 25.35 Million USD 51.48 Million USD

Interest Expense 1.56 Million USD 2.34 Million USD 4.68 Million USD

Income Before Tax 7.02 Million USD 23.01 Million USD 46.8 Million USD

Taxes 0 Million USD 18.98 Million USD 30.58 Million USD

Net Income -7.02 Million USD 4.03 Million USD 16.22 Million USD

[Projected Cash Flow Statement]

Category 2026 2027 2028

Net Income -7.02 Million
USD

4.03 Million USD 16.22 Million USD

Depreciation & Amortization 1.17 Million USD 1.95 Million USD 3.12 Million USD

Changes in Working Capital -1.95 Million
USD

-1.95 Million USD -3.9 Million USD

Cash Flow from Operations
(CFO)

-7.8 Million USD 3.03 Million USD 15.44 Million
USD

Capital Expenditures (CapEx) -7.8 Million USD -9.75 Million USD -15.6 Million USD

Cash Flow from Investing
(CFI)

-7.8 Million USD -9.75 Million USD -15.6 Million USD

Equity Raised 50 Million USD 0 Million USD 0 Million USD

Debt Repayment -5 Million USD -5 Million USD -10 Million USD

Cash Flow from Financing
(CFF)

45 Million USD -5 Million USD -10 Million USD

Net Change in Cash 29.4 Million USD -11.72 Million
USD

-10.16 Million
USD

[Strategic Insight]

The financial projections demonstrate a clear and aggressive growth trajectory, 
with revenue projected to quadruple over three years. The model shows 
significant operating leverage, with the company reaching profitability in Year 2 
as revenue growth outpaces the increase in operational costs. The primary 
strategic challenge is to manage the substantial sales and marketing investment 
effectively, ensuring that customer acquisition costs decrease over time to fuel 
sustainable, long-term profitability as shown by the improving unit economics.
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3-7. Fundraising and Usage Plan
[Fundraising Goal]

Target Amount: 50 Million USD

Fundraising Method: Series B financing from venture capital firms 
specializing in late-stage, high-growth technology and platform businesses.

Investment Purpose: To accelerate global market penetration, enhance the 
platform's technological capabilities, and secure a dominant market position 
over the next 24 months.

Marketing & User Acquisition (40%): Aggressive performance marketing, 
brand campaigns in new international markets, and scaling the host 
acquisition teams.

Product Development & Engineering (30%): Investment in AI-powered 
personalization, improving the mobile user experience, and developing new 
features for hosts and business travelers.

International Expansion (15%): Establishing local operations, customer 
support, and community management teams in key target countries across 
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Europe and Southeast Asia.

Trust & Safety Platform Enhancement (10%): Strengthening user 
verification, fraud detection systems, and expanding host protection 
programs to build user confidence.

Working Capital & General Expenses (5%): To ensure operational stability 
and cover general administrative costs during the high-growth phase.

3-8. EXIT Strategy
[Objective and Path]

Final Goal: To maximize shareholder returns by establishing Airbnc as a 
dominant global player in the alternative accommodation market.

Primary Path: An Initial Public Offering (IPO) on a major stock exchange like 
the NASDAQ or NYSE. This path offers the highest potential valuation and 
provides liquidity for early investors and employees, while cementing the 
company's brand and market leadership.

Target Timing: Approximately 5 to 7 years from the current date, contingent 
on achieving sustained profitability, a significant global market share, and 
favorable market conditions for tech IPOs.

[Potential Acquirers]

Booking Holdings: Acquiring Airbnc would allow Booking Holdings to 
dominate the rapidly growing alternative accommodation sector and 
integrate a strong, youth-oriented brand into its portfolio.

Expedia Group: Expedia could acquire Airbnc to significantly bolster its 
Vrbo offering and gain access to a different user demographic, thereby 
strengthening its competitive position against Booking Holdings.

Global Tech Conglomerates: A tech giant like Google or Meta could acquire 
Airbnc to enter the lucrative online travel market, leveraging their existing 
user data and technological infrastructure to create a powerful travel 
ecosystem.

[Value and Maximization]

Target Enterprise Value: $1.5 Billion - $2.0 Billion USD
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Valuation Rationale:

Calculation Method: The target valuation is derived from a forward revenue 
multiple of 10x to 13x our projected Year 3 revenue of $156 million. This 
multiple is standard for high-growth, market-leading technology platforms 
with strong network effects and a proven path to profitability.

Justification: The valuation is justified by the company's large addressable 
market, strong competitive moats built on a global community, and a highly 
scalable, capital-efficient business model. The projected improvement in 
unit economics (LTV/CAC > 3) further supports this premium valuation.

Maximization Plan: Enterprise value will be maximized by relentlessly focusing 
on three core pillars. First, achieving and sustaining strong Gross Booking Value 
(GBV) growth through aggressive global expansion and user acquisition. 
Second, demonstrating a clear path to profitability by improving operating 
margins and optimizing marketing spend. Third, investing in technological 
innovation, such as AI-powered personalization and dynamic pricing tools, to 
solidify our competitive advantage and increase user lifetime value.

4. Team

4-1. Vision/Mission
[Vision]

To create a world where anyone can belong anywhere, fostering a more 
connected and open travel experience for all.

[Mission]

To empower individuals to monetize their space and provide travelers with 
affordable, unique, and authentic local accommodations through a trusted 
global platform.

4-2. Representative/Team Member Profiles
[Belong Anywhere Inc.]

Name Position Responsibilities Skills Contribution

OOO Chief Executive
Officer (CEO)

Setting the
overall vision

Strategic
Planning,

With a proven
track record in

Airbnc Business Plan 27



Name Position Responsibilities Skills Contribution
and strategy of
the company,
Leading
fundraising and
investor
relations, Acting
as the primary
spokesperson
and brand
evangelist,
Building and
leading the
senior executive
team

Venture Capital
Fundraising,
Community
Building, Brand
Management

scaling
community-
focused tech
startups, the
CEO's primary
role is to drive
the company's
vision of
creating a
global travel
community.
Their expertise
in strategic
growth and
brand building
is critical for
establishing
Airbnc as a
market leader
and attracting
the necessary
investment to
fuel expansion.

OOO Chief
Technology
Officer (CTO)

Leading the
engineering
team to build a
scalable and
secure platform,
Defining the
technology
stack and
architectural
vision, Ensuring
platform
reliability,
security, and
performance,
Driving
innovation
through the
implementation
of new features

Platform
Architecture,
Agile
Development,
Data Security,
Mobile
Application
Development

The CTO's
deep
experience in
building large-
scale,
consumer-
facing
platforms is
essential for
creating a
reliable and
seamless user
experience.
Their role is to
translate the
business vision
into a robust
technological
reality,
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Name Position Responsibilities Skills Contribution
ensuring the
platform can
handle millions
of users and
transactions
securely while
continuously
innovating.

OOO
Chief Operating
Officer (COO)

Overseeing
global
operations,
including
customer
support and
trust & safety,
Developing and
implementing
processes for
international
expansion,
Managing legal,
compliance,
and regulatory
challenges,
Optimizing
internal
processes for
efficiency and
scale

Global
Operations
Management,
Trust & Safety
Systems,
Regulatory
Compliance,
Process
Optimization

The COO's
expertise in
global
operations and
risk
management is
fundamental to
building a
trustworthy
platform. Their
role is to create
the operational
backbone of
the company,
from managing
a 24/7
customer
support system
to navigating
the complex
regulatory
landscapes of
new markets,
ensuring a safe
and consistent
experience for
all users.

4-3. Team Core Competencies and Synergy
[A Balanced Team with a Triple Threat: Vision, Tech, and Operations]

Visionary and Strategic Leadership: The leadership team possesses a 
clear and ambitious vision for redefining travel, combined with the strategic 
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expertise to navigate market challenges and inspire a global community.

World-Class Technical Expertise: The team has deep, hands-on 
experience in building and scaling secure, high-traffic web and mobile 
platforms, which is the core of our business.

Proven Operational Excellence: With a strong background in managing 
global P2P operations, the team is uniquely equipped to handle the 
complexities of trust, safety, and customer support at scale.

[Integrated Synergy: A Virtuous Cycle of Growth and Trust]

Vision-to-Execution-to-Trust Cycle: The CEO's vision for a global 
community is translated into a functional reality by the CTO's technical 
execution, while the COO ensures the platform is safe and reliable, 
reinforcing user trust and driving further growth.

Operations-Informed Product Innovation: The COO identifies operational 
challenges and user pain points from the front lines, feeding this data back 
to the CTO and CEO, who then refine the platform and strategy to better 
serve the community and pre-empt future issues.
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