DocsHunt Al Business Plan

Business Plan Title

DocsHunt Al

An Al-powered solution that generates comprehensive business plan drafts and
effortlessly converts them into any required format, empowering startups to
focus on growth.

0. Summary

0-1. Problem Recognition Summary

The startup ecosystem is rapidly expanding, but entrepreneurs face a
significant hurdle: the inefficient and resource-intensive process of writing
business plans. The lack of standardization in document formats across various
investors and support programs forces founders to spend valuable time on
repetitive administrative tasks rather than on core business development. This
problem is exacerbated by the limitations of existing tools, which fail to provide
intelligent assistance. The market for Al-powered solutions that can automate
this process is growing rapidly, driven by technological advancements and a
clear demand for enhanced productivity, indicating a prime opportunity for a
solution like DocsHunt.

0-2. Feasibility Summary

DocsHunt is an intelligent solution designed to resolve the critical inefficiency
startups face in creating business plans. Our service transforms this
burdensome task by allowing users to generate a comprehensive draft from
core inputs and then convert it into numerous required formats with a single
click. This is made possible by core features like our context-aware Al engine
and an extensive format library. The expected benefits for our users are
immense, primarily enabling them to save hundreds of hours, which can be
reinvested into core business activities. Our competitive edge lies in our
specialized focus on business plans and the superior quality of our Al-driven
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content generation, setting us apart from generic document tools. Our phased
roadmap, beginning with core engine development and moving towards global
expansion, ensures a sustainable growth trajectory.

0-3. Growth Strategy Summary

This scale-up plan positions DocsHunt to become a market leader in Al-driven
business documentation through a dual B2C freemium and B2B subscription
revenue model. The strategy focuses on achieving product-market fit and initial
monetization within the first year, followed by aggressive user base expansion
and a targeted entry into key global markets. With a goal of securing $2 million
in funding, the company aims to reach profitability and surpass $7.5 million in
annual revenue within three years, culminating in a potential strategic
acquisition valued at over $100 million.

0-4. Team Summary

Our team, InnovateWright, is built on a powerful combination of business vision,
technical expertise, and product leadership. Our mission is to empower
entrepreneurs by automating the complexities of business documentation,
driven by a vision of a world where innovators can focus solely on their ideas.
The core team, consisting of an experienced CEO, a brilliant CTO, and a user-
focused CPO, creates a powerful synergy that translates market needs directly
into a technologically advanced and user-friendly product, ensuring we not
only build the right solution but also build the solution right.

1. Problem Recognition

1-1. Business Background

[The Rise of Startups and the Growing Burden of Documentation]

o Expansion of the Startup Ecosystem: Rapid growth of the startup
ecosystem and increased emphasis on data-driven business planning.

» Diversification of Investment and Support Programs: Diversification of
investment sources, including venture capital, angel investors, and
government support programs, each requiring different document formats.

DocsHunt Al Business Plan



» Growing Need for Productivity Enhancement: Increased demand for tools
that enhance productivity and allow concentration on core business
activities.

« Advancement of Generative Al Technology: Emergence of generative Al
technology, enabling the automation of sophisticated intellectual tasks like
document writing.

1-2. Problem Definition

[The Triple Threat: High Barriers, Inefficiency, and Wasted Resources]

» High Barrier to Entry for Business Plan Writing: Startup founders and
practitioners often lack the experience and knowledge to write a logical and
persuasive business plan from scratch.

» Inefficiency from Diverse and Fragmented Formats: Each investor,
government agency, and financial institution requires a different format and
emphasis, forcing entrepreneurs to create multiple versions of the same
core plan.

o Waste of Core Resources on Repetitive Tasks: An excessive amount of
time and human resources are consumed in writing and rewriting
documents, detracting from mission-critical activities like product
development and market research.

» Limitations of Existing Document Tools: Existing solutions like word
processors or template sites lack the intelligence to generate content or
optimize structure, offering only passive assistance.

1-3. Customer Feedback
[Wasting Time on Repetitive Paperwork, Not on Business Growth]

 Difficulty in structuring content and writing persuasively.: I'm launching a
new business, but | have no idea where to even start with the business plan.
It's too difficult.

e Need to rewrite the same content for different submission formats.: The
content is the same, but the formats required by the investor, the bank, and
the government support program are all different. It's a waste of time to
write it all out again.
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o Excessive time spent on documentation instead of core business.: |
should be focusing on developing the product and talking to customers, but
I'm spending all my time writing documents. It's so inefficient.

» Existing tools only offer simple editing or formatting functions.: I've tried
using other document tools, but they are just text editors. They don't
actually help me write better content.

1-4. Market Analysis

TAM Global Business Software and Services Market

1.5Trillion USD This represents the total potential market for all software
and services that support business operations, including
document creation, project management, and
collaboration tools. DocsHunt operates within this large

6.5Billion USD and established market.

Global Al-powered Document Generation &
Management Market

SAM

This is the segment of the broader business software
market that specifically leverages Al for creating and
50Miillion USD managing documents, which is DocsHunt's core
competency. The market size is based on industry
reports analyzing the growth of Al in enterprise
applications.

Early-stage startups in the Korean market requiring
business plans for seed funding and government
grants.

This is our initial target market, calculated based on the
annual number of new startups in South Korea, their
average seed funding rounds, and the estimated
adoption rate for a novel productivity tool. We project
capturing a meaningful share of this accessible market
within the first two years.

1-5. Market Growth & Trends

The global Al-powered document generation market has shown explosive
growth, reaching an estimated 6.5 Billion USD in 2025. This market is projected
to maintain a high CAGR as generative Al technology advances and the demand
for work automation increases across industries. Key market needs include
reducing the time and cost associated with document creation, improving
document quality and consistency, and enabling data-driven insights through
intelligent document analysis, all of which DocsHunt aims to address.
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[Global Al-powered Document Generation Market Growth (TH: Billion USD)]

M Market Size

6.65

5.7

475

38

2.85

Market Size (Billion USD)

19

0.95

2021 2022 2023 2024 2025

[Favorable Market and Policy Environments]

1. Market/Policy Factors
o Expansion of Government Startup Support
» Activation of Venture Investment
» Globalization of Business

2. Technology/Environmental Factors
o Development of Al technology
» Digital Transformation and Remote Work
o Emphasis on data-driven planning

3. Customer/Demand Factors
e Increase in a number of prospective entrepreneurs
o Preference for SaaS model

o Demand for work efficiency improvement

2. Feasibility (Solution)
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2-1. Solution Overview
[From Idea to Investor-Ready Document in Record Time]

o Al-Guided Business Plan Generation: Provides an intuitive, step-by-step
process guided by Al, allowing even first-time founders to generate a
professional-quality business plan draft from their core ideas.

e One-Click Multi-Format Conversion: Our core technology allows users to
maintain a single master business plan and instantly convert it into dozens
of required formats with a single click.

« Automation of Repetitive Documentation: Automates the most time-
consuming aspects of documentation, freeing up founders' time and energy
to focus on product development, customer acquisition, and strategy.

 Intelligent Content Creation Partner: Moves beyond simple editing by
offering an intelligent platform that actively assists in content creation,
structuring, and optimization for persuasiveness.

[Value Delivery Process]

e User inputs core business information and key concepts.

Al generates a comprehensive and structured business plan draft.

User reviews, edits, and refines the Al-generated content.

User selects the desired output format from an extensive library.

The system instantly converts the plan into the chosen format for
download.

Input Core Business Info — Al Generates Draft Plan User Reviews & Edits Select Output Format Download Final Document

2-2. Core Features

« Al Business Plan Generation: Users input key information about their
business, and the Al generates a complete, well-structured business plan
draft covering all essential sections.

o One-Click Format Conversion: With a single click, convert the master
business plan into various required formats, such as investor pitch decks,
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government grant applications, or bank loan proposals.

Intelligent Content Assistant: The Al provides real-time suggestions to
improve clarity, persuasiveness, and data-driven arguments within the
business plan.

Team Collaboration Dashboard: Invite team members to edit and comment
on the business plan in real-time, streamlining the feedback and revision
process.

Version Control & History: Automatically saves all versions of the business
plan, allowing users to track changes and revert to previous drafts at any
time.

2-3. Expected Benefits

[Intuitive and Accessible Business Plan Creation]

Generate a complete business plan draft in minutes, even with no prior
experience.

Receive Al-powered suggestions to create more logical and persuasive
arguments.

Easily structure your ideas with a guided, step-by-step process.

Overcome writer's block with intelligent content creation.

[Freedom from Repetitive Document Formatting]

Create one master business plan and instantly convert it to multiple formats.

Eliminate the tedious task of manually copying and pasting content between
documents.

Stay updated with the latest format requirements from major VCs and
government agencies.

Ensure consistency across all your business documents.

[Maximized Focus on Core Business Growth]

Drastically reduce the time spent on administrative paperwork.

Reallocate valuable employee time from document writing to core business
activities like product development and sales.

Accelerate your fundraising and business development timeline.
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» Minimize costs associated with hiring external consultants for document
preparation.

[Data-Driven, Persuasive Document Completion]
e Leverage Al to include relevant market data and industry benchmarks.

o Enhance the credibility of your plan with well-structured, data-supported
claims.

e Ensure all required sections of a submission are completed accurately.

e Produce a professional-quality document that stands out to investors and
evaluators.

2-4. Progress and Implementation Plan
[Phase 1: Core Technology Development (Q4 2025 - Q12026)]
e Core Al Engine Development
e Platform MVP Build
e Initial UI/UX Design
[Phase 2: Feature Implementation & Testing (Q2 2026 - Q3 2026)]
o Closed Beta Testing
o Feedback Integration & Iteration
o Format Conversion Feature Development
[Phase 3: Market Launch (Q3 2026 - Q4 2026)]
o Open Beta Launch
» Official Service Launch & Monetization
« Initial Marketing & PR Push
[Phase 4: Service Expansion & Enhancement (Q12027 onwards)]
o Collaboration Features Update
o Global Format Library Expansion

e Advanced Al Analytics Introduction
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Item Name

Core Al Engine and
Architecture

Platform MVP
Development

Closed Beta
Testing

Iterate on C-Beta
Feedback

Format Conversion
Feature Dev

Open Beta Launch

Official Service
Launch

Collaboration
Features Update

Content &
Partnership
Expansion

Advanced Al
Feature Rollout

Description

Develop the core Al model for generating
business plan content based on user inputs.
Design the system architecture for scalability
and reliability.

Build the user interface for inputting business
information and editing the generated drafts.
Develop the backend for managing user data
and documents.

Launch a closed beta test with a select group
of startup founders to gather feedback and
identify bugs.

Refine the Al model and platform features
based on feedback from the closed beta test.
Improve UI/UX for better usability.

Develop the one-click format conversion

feature. Secure and digitize an initial library of

20+ business plan formats.

Launch an open beta to the public to test
scalability and gather wider user feedback.
Implement user analytics.

Officially launch the DocsHunt service.
Implement the subscription and billing
system. Begin initial marketing campaigns.

Develop and integrate team collaboration
features, including multi-user editing,
commenting, and role management.

Expand the format library to over 100
templates, including international and
industry-specific formats. Form partnerships
with VCs and accelerators.

Introduce advanced Al features, such as
market data integration, financial projection
automation, and predictive success scoring.

2-5. Competitive Advantage Analysis

[Competitive Environment Analysis]
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Period

2025-10-16 ~
2026-01-15

2026-01-16 ~
2026-04-15

2026-04-16 ~
2026-05-15

2026-05-16 ~
2026-06-15

2026-06-16 ~
2026-08-15

2026-08-16 ~
2026-10-15

2026-10-16 ~
2026-11-15

2026-11-16 ~
2027-01-15

2027-01-16 ~
2027-04-15

2027-04-16 ~
2027-07-15



Item/Service

Target
Customer Fit

Al Content
Generation
Quality

Format Variety
&
Customization

Usability &
Workflow
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Our Service

Specifically
designed for
startup CEOs
and
practitioners,
directly
addressing
their primary
pain point of
document
inefficiency.

Utilizes a
cutting-edge Al
engine to
generate
context-aware,
persuasive, and
data-driven
business plan
drafts from
minimal user
input.

Offers an
extensive and
continuously
updated library
of formats for
VCs,
government
grants, and
banks, plus
one-click
conversion.

Provides a
simple, step-
by-step
workflow from
data input to
final document

Competitors

A versatile workspace for notes and documents, but
lacks specialized Al for business plan content
generation and automated formatting for specific
submission requirements. / Primarily a design tool.
While it can create visually appealing presentations,
it offers no Al assistance for writing the actual
business content. / A standard word processor that
provides basic writing and editing tools. It has no
built-in intelligence for business plan creation. / A
dedicated business plan software that guides users
through the writing process, but its Al capabilities
are often limited to financial projections and basic
suggestions.

Content generation capabilities are not tailored for
business documents, making it difficult to create a
structured and persuasive plan. / Lacks any form of
automated content generation; users must write
everything from scratch. / Does not have Al content
generation features. All content must be manually
created by the user. / Provides guidance and
examples, but its automated content generation is
less advanced and context-aware compared to
modern LLM-based solutions.

Offers a wide variety of templates, but they are
general-purpose and not optimized for specific
investors or government programs. / Provides a vast
library of presentation templates, but not specific,
content-structured business plan formats. / Offers
very basic templates that lack the detailed structure
and guidance required for a professional business
plan. / Offers a set of standardized templates, but
has limited flexibility and variety compared to the
diverse needs of the global startup ecosystem.

The high degree of freedom can be overwhelming
for users who need a structured guide for writing a
business plan. / Its interface is optimized for graphic
design, not for collaborative text-heavy document
creation and editing. / A familiar interface, butit's a
blank slate that offers no specific workflow or



Item/Service

Pricing Model

Our Service

generation,
minimizing the
learning curve.

A flexible SaaS
model with a
free tier and
affordable
subscription
plans tailored
for early-stage
startups.

Competitors

guidance for creating a business plan. / The user
experience is structured but can feel rigid and less
intuitive than modern SaaS applications.

Offers a free personal plan, with paid team plans
that can be costly as the organization grows. /
Operates on a freemium model, but advanced
features and business-oriented tools require a paid
subscription. / Free with a Google account, but its
lack of specialized features makes it an inefficient
choice for this specific task. / A subscription-based
service with a relatively high price point, which can
be a barrier for early-stage, bootstrapped startups.

Differentiated Competitiveness

[Beyond a Tool: An Intelligent Partner for Business Planning]

o Context-Aware Al Narrative Generation: Our Al doesn't just fill in
templates; it understands the user's core business story and generates a

coherent, persuasive narrative tailored to their specific industry and goals.

o Extensive and Verified Format Library: We provide a vast and constantly
growing library of official and de facto standard formats from VCs,
accelerators, and government agencies worldwide, going far beyond
generic templates.

 Intelligent Content-to-Format Mapping: Our proprietary technology

intelligently maps the content of the master plan to the unique structure and

headings of each target format, ensuring a seamless and accurate

conversion.

» Founder-Centric Workflow Design: The entire user experience is designed

around the specific journey of a startup founder, from initial idea to final
submission, making the process intuitive and efficient.

[Positioning Map]
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Market Positioning: Specialization vs. Automation

High Al Automation

® DocsHunt

® LivePlan

® Notion

General Purpose - ------------------ Fm—— - — - - - -—-- - Specialized for Business Plans

@ Canva

® Google Docs

Low Automation

3. Growth Strategy (Scale-up)

3-1. Business Model

[Revenue Model]

Freemium Model

Individual User DocsHunt
Basic Business Plan

Premium Features

e Monthly/annual access to Al drafting and conversion.

e Solves complexity and conversion inefficiency.

DocsHunt Al Business Plan
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» Stable, predictable recurring revenue.

B2B Subscription Model

Subscription Fee

Startup or SMB

l Collaborative Platform I

Access

c—
Business Plan & Insights

o Expert consulting, bespoke templates, pro feedback.
o Raises completion quality and fundraising odds.

e One-off or project-based ARPU lift.

Enterprise Solution Model

Annual Contract Feg

Proprietary Data

Enterprise Client
Custom Integration & API

Dedicated Support &
Bespoke Analytics

o Expert consulting, bespoke templates, pro feedback.
o Raises completion quality and fundraising odds.

e One-off or project-based ARPU lift.

Pricing Strategy

DocsHunt Al Business Plan

DocsHunt

DocsHunt
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Revenue Model Billing Criteria Billing Structure

A free basic plan with limited document
generation and a 'Pro' tier at $15/month with
unlimited documents, advanced Al features,
and more export formats.

Freemium Model Per User

Tiered pricing: 'Team' plan at
$25/seat/month for small teams and a

B2B Subscription . .
Per Seat / Month 'Business' plan at $40/seat/month with

Model .

collaboration tools, team management, and

priority support.

Custom, quote-based annual contracts that
Enterprise Solution  Custom Annual include dedicated account management,
Model Contract custom integrations, APl access, and

enterprise-grade security features.

3-2. Commercialization Strategy
[North Star Metric]

Monthly Active Users (MAU) Monthly Active Users serve as our North Star
because it is the most direct measure of the value and utility our product
delivers. A growing MAU indicates strong product-market fit and user
engagement, which are the leading indicators for sustainable, long-term
revenue growth and retention in a SaaS model.

[Target Customer]
Early-Stage Startup CEO

o Struggling to articulate a compelling business narrative that resonates with
investors and stakeholders.

o Wasting countless hours formatting and tailoring business plans for
different audiences (e.g., VCs, banks, internal teams).

o Lacking access to industry benchmarks and data to create credible
financial projections.

[Positioning Strategy]

DocsHunt is the Al-powered co-founder for startup leaders, transforming
complex business ideas into persuasive, format-ready strategic documents
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instantly.

o DocsHunt is not just a template generator; it is an intelligent partner that
structures thoughts, analyzes data, and accelerates strategic planning.

e Our platform's core advantage is its ability to instantly reformat a
comprehensive business plan into a pitch deck, executive summary, or
financial model with a single click.

o We provide industry-specific data benchmarks and insights, ensuring the
generated plans are not only well-structured but also commercially viable

and persuasive.

[Marketing Funnel]

Stage Channel

Content
Marketing (Blog,
SEO)

Acquisition

LinkedIn &
Startup
Platforms

Onboarding &
Free Trial

Activation

Retention Email Marketing

& Community

DocsHunt Al Business Plan

KPI Target

Achieve 50,000
monthly organic
visitors, Rank in the
top 3 for 10+ long-tail
keywords

Generate 2,000
qualified leads per
quarter, Maintain a
Click-Through Rate
(CTR) above 2%

Achieve a user
activation rate of 40%
(completing one full
document), Convert
15% of activated
users to a premium
trial

Maintain a monthly
user churn rate below

Strategy

Publish high-value articles
and guides on topics like
'How to write a business
plan for investors' and
'Startup financial
modeling' to attract our
target audience through
organic search.

Run targeted ad
campaigns aimed at users
with job titles like 'CEQ’,
'Founder’, and
'Entrepreneur' on
platforms like LinkedIn,
Betalist, and Product
Hunt.

Implement a frictionless,
interactive onboarding
process that guides new
users to create their first
business plan within 10
minutes, immediately
showcasing the product's
core value.

Nurture users with
personalized email
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Stage

Revenue

Referral

Channel

Freemium & B2B
Upsell

In-App Referral
Program

KPI Target

5%, Achieve a 40%
open rate on
engagement emails

Achieve a 5%
conversion rate from
free to paid B2C
plans, Acquire 50 new
B2B teams per quarter

Achieve a viral
coefficient (k-factor)
of 0.2, Generate 10%
of new sign-ups from
referrals

Global Expansion Strategy

[Necessity and Opportunities for Global Expansion]

Strategy

campaigns featuring new
templates, success
stories, and best
practices. Foster a
community forum for
users to share tips and
network.

Strategically place
feature-gates and gentle
upgrade prompts within
the free user experience.
Create a dedicated
landing page and
outreach sequence for
B2B customers.

Launch a 'Give a Month,
Get a Month' program
where existing users and

their referees both receive

a free month of premium
service, encouraging
word-of-mouth growth.

e Universal Market Need: The challenges of business planning and

documentation are universal, creating a borderless market for an effective,

scalable solution like DocsHunt.

o Scalable Digital Product: As a digital SaaS product, DocsHunt can be
distributed globally with minimal marginal cost, allowing for rapid scaling
and market penetration.

o Access to New Growth Markets: Expanding into emerging and established
international startup ecosystems provides access to new revenue streams
and diversifies market risk.

[Target Countries and Selection Criteria]
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Country Selection Criteria Description

These markets represent the largest and

United States, Linguistic most mature startup ecosystems where
w

United Kingdom, Alignment & Market English isuthe rimuaF; bus?/ness language

Canada Size 9 P y guage,

minimizing initial barriers to entry.

These countries host major European
technology hubs with a high density of
startups and corporations in need of
sophisticated business planning tools.

Germany, France Strong Tech Hubs

These Asian markets feature rapidly
growing startup scenes, strong government
support for innovation, and a large, tech-
savvy talent pool.

Rapidly Growing

Singapore, India
Ecosystems

[Entry Strategy Structure]

Strategy Execution Plan

Translate the DocsHunt platform, website, and marketing
materials into the local languages of target countries.,
Implement localized pricing and payment gateway options to
reduce friction for international customers.

Phase 1: Digital
Presence &
Localization

Form strategic alliances with local venture capital firms, startup

Phase 2: Partnership
Development

Phase 3: Localized
Marketing Campaigns

Phase 4: Direct
Presence & Sales
Team

accelerators, and business incubators to gain market access
and credibility., Co-host workshops and webinars with local
partners to demonstrate value and build a community.

Launch targeted digital advertising and content marketing
campaigns tailored to the cultural and business context of each
region., Engage local influencers and industry experts to act as
brand advocates.

Hire a small, dedicated team of sales and support staff in key
regions to serve enterprise clients., Establish a physical or
virtual office to act as a hub for regional operations and
business development.

3-3. Milestones and Roadmap

[3-Year Milestones]

Period

H1 2026

DocsHunt Al Business Plan

Content

Product-Market Fit &
Initial Monetization

Details Summary

Achieve 10,000 Monthly Active Users (MAU).,
Secure first 500 paying B2C subscribers.,
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Period

H2 2026

H12027

H2 2027

H12028

H2 2028

Content

User Base Expansion
& B2B Beta

B2B Monetization &
Retention

Global Expansion &
Market Diversification

Enterprise Pilot
Program Launch

Achieve Profitability &
Market Leadership

[1-Year Detailed Plan]

Period

Q12026

Q2 2026

DocsHunt Al Business Plan

Content

Core Product
Enhancement &
Activation

Launch B2C Premium
& Monetization

Details Summary

Reach a 30% user activation rate.

Scale to 50,000 Monthly Active Users (MAU).,
Successfully launch B2B beta program with
20 companies., Increase premium trial
conversion rate to 15%.

Grow to 1,000 paying B2B users., Achieve
$50,000 in Monthly Recurring Revenue
(MRR)., Maintain a B2B customer retention
rate of over 80%.

Launch localized versions in 3 non-English
speaking countries., Generate 20% of new
revenue from international markets., Establish
5 strategic partnerships with international
accelerators.

Onboard 5 Fortune 500 companies to a paid
enterprise pilot program., Develop and deploy
key enterprise features such as advanced
security and APl access., Achieve an average
enterprise contract value of $25,000.

Surpass $1 Million in Annual Recurring
Revenue (ARR)., Achieve first quarter of
positive net income., Establish a dominant
brand presence in the business planning
software category.

Details Summary

Refine the core Al engine for more nuanced
and industry-specific content generation.,
Expand the template library with formats for
non-profits, internal projects, and market
analysis reports., Conduct extensive Ul/UX
testing and optimization to shorten the user
journey from sign-up to document
completion., Increase user activation rate to
30%, Achieve an average session duration of
over 15 minutes

Integrate a secure payment gateway for
recurring subscriptions., Develop a suite of



Period Content

B2B Beta Program &

32026
Q Feature Development

Public B2B Launch &

Q4 2026 i
Partnering

Details Summary

premium features, including advanced
financial modeling and competitor analysis
tools., Launch a multi-channel marketing
campaign to announce the premium offering
and drive conversions., Acquire the first 500
paying B2C subscribers, Achieve a 5% free-
to-paid conversion rate

Build and deploy core B2B features such as
multi-user collaboration, user roles, and team
dashboards., Onboard an initial cohort of 20
companies into a closed beta program to
gather feedback., Develop a dedicated
support channel and process for business
clients., Achieve an 80% retention rate among
beta participants, Record a Net Promoter
Score (NPS) of 40+ from B2B users

Roll out tiered B2B subscription plans on the
main website., Initiate a content marketing
strategy targeting decision-makers in startups
and SMBs., Form partnerships with two
startup accelerators to offer DocsHunt to their
cohorts., Onboard 50 new B2B teams,
Generate over 1,000 Marketing Qualified
Leads (MQLs)

3-4. Financial Goals and Estimates

[Revenue Assumptions]

Item Details

Number of Paying The primary driver of revenue growth, projected to increase
Subscribers (Q) from 2,000 in Year 1to 25,000 in Year 3.

Average Revenue Per The blended average revenue per paying user across B2C and
Unit (P) B2B plans, estimated at $25 per month.

Projected Annual Annual projected revenue calculated as (Q * P * 12), growing
Revenue from $600K in Year 1to $7.5M in Year 3.

[Cost Assumptions]
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Item

Cloud Services & API
Costs (COGS)

Research &
Development (R&D)

Sales & Marketing
(S&M)

General &
Administrative (G&A)

International
Expansion Costs

[Unit Economics]

Item

Customer
Acquisition Cost
(CAC)

Customer Lifetime
Value (LTV)

LTV/CAC Ratio

Details

Cloud infrastructure and API usage fees, projected at 15% of
total revenue.

Salaries, benefits, and contract fees for engineering, product,
and design teams, estimated at 40% of operating expenses.

Expenses for digital marketing, content creation, and sales team
commissions, targeted at 35% of operating expenses.

Salaries for executive, administrative, and operations staff, plus
office and legal costs, planned at 25% of operating expenses.

Costs associated with localizing the platform for new
international markets, including translation and compliance.

Details

The average cost to acquire a new paying customer, projected to
be $150, optimized over time through efficient marketing.

The total net profit a customer generates throughout their
relationship with the company, projected to be $500.

A key indicator of business model viability, targeted to be
maintained above 3.3x.

3-5. Key Financial Metrics Visualization

DocsHunt Al Business Plan
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[Revenue Growth and Operating Margin Trend (Et2l: Thousand USD / %)]

-0~ Operating Margin [l Revenue
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2026 2027 2028

This chart illustrates the company's projected revenue growth alongside its
operating margin over the next three years. The bar chart shows a strong
upward trajectory in revenue, reflecting successful market penetration and
scaling of the user base. The line chart demonstrates the path to
profitability, starting with a negative margin due to initial investment in
growth and turning positive as revenues scale faster than operating costs,
proving the business model's viability.
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[Cost Structure Analysis (tH?l: Thousand USD)]

Il COGS I G3A M R&D M S&M
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This chart breaks down the major components of our projected operational
expenses, providing insight into our investment priorities. The largest
allocations are for Research & Development and Sales & Marketing, which
are the primary drivers of innovation and growth in a SaaS business. As the
company matures, we expect to see economies of scale where these costs
grow at a slower rate than revenue, leading to improved profitability.

DocsHunt Al Business Plan

22



[Break-Even Point (BEP) Analysis (Et$l: Thousand USD)]
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The Break-Even Point (BEP) analysis shows the point at which total revenue
equals total costs. In the initial years, costs are higher than revenue due to
strategic investments in product and market development. The chart
projects that the company will cross the break-even point and achieve
profitability in Year 3, demonstrating a clear and sustainable path to
financial self-sufficiency.
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[Unit Economics Analysis (E+2]: USD)]
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This chart displays the relationship between Customer Lifetime Value (LTV)

and Customer Acquisition Cost (CAC), a critical measure of a SaaS
business's health. A healthy business model requires that the value
generated by a customer (LTV) is significantly higher than the cost to
acquire them (CAC). Our strategy is focused on maintaining a high
LTV/CAC ratio (projected at 3.3x), ensuring that every dollar spent on

marketing generates sustainable, long-term profit.

3-6. Projected Financial Statements

[Projected Income Statement]

Category 2026 2027

R 600 Thousand 3,000 Thousand
evenue USD USD

Cost of Goods Sold 450 Thousand

Th D
(COGS) 90 Thousand US USD
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7,500 Thousand
usD

1125 Thousand
usD
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Category
Gross Profit

Operating Expenses
(SG&A)

Operating Income

Net Income

2026

510 Thousand
usD

950 Thousand
usD

-440 Thousand
usD

-440 Thousand
usD

[Projected Cash Flow Statement]

Category

Cash Flow from
Operations

Cash Flow from
Investing

Cash Flow from
Financing

Net Change in Cash

2026

-440 Thousand
usD

-50 Thousand USD

2,000 Thousand
usD

1,510 Thousand
usD

2027

2,550 Thousand
usD

3,700 Thousand
usD

-1,150 Thousand
usD

-1150 Thousand
usD

2027

-1150 Thousand
usD

-50 Thousand USD

0 Thousand USD

1,345 Thousand
usD

2028

6,375 Thousand
usD

6,250 Thousand
usD

125 Thousand USD

125 Thousand USD

2028

125 Thousand USD

-50 Thousand USD

0 Thousand USD

1,420 Thousand
usD

[Strategic Insight]

The financial projections indicate a classic high-growth SaaS trajectory,
prioritizing market capture and product development over short-term
profitability. The significant upfront investment in R&D and Sales & Marketing
leads to operating losses in the first two years, necessitating the planned $2
million fundraising round. The model demonstrates strong operating leverage,
with revenue projected to grow faster than expenses, leading to a profitability
inflection point in Year 3. This financial plan validates a strategy of aggressive
growth, funded by external capital, aimed at achieving significant scale and
market leadership.

3-7. Fundraising and Usage Plan

[Fundraising Goal]
e Target Amount: 2 Million USD

e Fundraising Method: Venture Capital, Angel Investors
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¢ Investment Purpose: To accelerate product development, scale sales and
marketing efforts, and establish an operational runway for the initial 24
months of high-growth activities.

[Use of Funds]

M Operational Runway & G&A
M Product Development & R&D
M Sales & Marketing

e Product Development & R&D (40%): Recruit top-tier Al and software
engineering talent to enhance core features, improve the Al model, and
build out enterprise-grade capabilities.

» Sales & Marketing (35%): Launch targeted marketing campaigns to drive
user acquisition, build a foundational B2B sales team, and expand brand
presence.

» Operational Runway & G&A (15%): Fund general and administrative
expenses, including salaries, legal, and operational overhead to ensure 18-
24 months of runway.

« Initial Global Expansion (10%): Finance the localization of the platform and
initial marketing efforts in key international target markets.

3-8. EXIT Strategy

[Objective and Path]
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o Final Goal: To maximize shareholder returns through a strategic exit that
recognizes the full value of DocsHunt's technology and market position.

o Primary Path: The primary exit path is a strategic acquisition by a major
technology corporation seeking to integrate Al-driven business intelligence
and documentation tools into their existing ecosystem.

o Target Timing: The target for an exit is within 5 to 7 years, contingent on
achieving significant market penetration, a strong enterprise client base,
and a consistent high-growth revenue trajectory.

[Potential Acquirers]

e Microsoft: To integrate DocsHunt's capabilities into their productivity suite
(e.g., Office 365, Dynamics 365) to enhance value for their extensive
enterprise and SMB customer base.

o Adobe: To add a powerful business planning and strategy tool to their suite
of creative and document management software, solidifying their position in
the B2B content creation market.

» Salesforce: To incorporate DocsHunt into their CRM platform, offering their
customers a seamless tool for sales strategy, business case development,
and client presentations.

[Value and Maximization]
Target Enterprise Value: $100 Million - $150 Million
Valuation Rationale:

» Calculation Method: The target valuation is based on a 10-15x multiple of
the projected Year 5 Annual Recurring Revenue (ARR), a standard valuation
methodology for high-growth, B2B SaaS companies with strong gross
margins and a defensible market position.

» Justification: This valuation is supported by our proprietary Al technology, a
highly scalable business model, a clear path to profitability, and significant
market opportunity in the expanding business documentation and strategy
software sector.

Maximization Plan: Enterprise value will be maximized by focusing on three
core pillars: scaling Annual Recurring Revenue (ARR) through aggressive B2B
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and enterprise sales, developing defensible intellectual property around our
core Al models, and achieving a market-leading position in key international
territories. Establishing strong multi-year contracts with enterprise clients will
be critical to demonstrating long-term value and revenue predictability to
potential acquirers. We will also forge strategic partnerships to embed our
technology, increasing switching costs and platform dependency.

4. Team

4-1. Vision/Mission

[Vision]

A world where every innovator can focus on their core vision without being
hindered by administrative hurdles.

[Mission]

To empower entrepreneurs by providing an intelligent documentation platform
that automates the creation and formatting of business plans.

4-2. Representative/Team Member Profiles

[InnovateWright]

Name Position

000 Chief Executive

Officer (CEQ)

DocsHunt Al Business Plan

Responsibilities Skills

Corporate
Vision &
Strategy,
Fundraising &
Investor
Relations,
Business
Development &
Partnerships,
Team
Leadership &
Management

Business
Strategy,
Leadership,
Venture Capital
Fundraising,
Market
Analysis

Contribution

With prior
experience as a
startup founder
who struggled
firsthand with
the
inefficiencies
of business
plan writing,
the CEO
provides
invaluable
customer-
centric insights
and a clear

28



Name

000

DocsHunt Al Business Plan

Position

Chief
Technology
Officer (CTO)

Responsibilities Skills

Al Model
Development &
Research,
System
Architecture
Design,
Technology
Stack
Management,
Data Security &
Scalability

Large
Language
Models (LLMs),
Natural
Language
Processing
(NLP), Cloud
Infrastructure
(AWS/GCP),
Software
Architecture

Contribution

strategic vision.
Their
understanding
of the
fundraising
landscape
ensures the
product is
tailored to meet
the precise
demands of
investors and
support
programs.

As an expertin
Natural
Language
Processing and
Large
Language
Models, the
CTO is the
architect of
DocsHunt's
core
competitive
advantage.
Their deep
technical
expertise
ensures the Al
engine is not
only powerful
and accurate
but also
scalable and
secure,
providing a
robust
foundation for
the product's
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Name Position Responsibilities

Product
Roadmap &
Strategy, UX/UI
Design & User
Research,
Feature
Prioritization,
Data Analytics &
A/B Testing

Chief Product

000 Officer (CPO)

Skills

Product
Management,
User
Experience
(UX) Design,
Agile
Methodologies,
Data-Driven
Decision
Making

Contribution

future
development.

The CPO is the
bridge between
our powerful
technology and
the user's
needs. With a
strong
background in
user-centric
design and
product
management,
they ensure
that DocsHunt
is not just
technologically
advanced but
also intuitive,
efficient, and
genuinely
solves the
customer's
problems,
translating
complex Al
capabilities into
a seamless
user
experience.

4-3. Team Core Competencies and Synergy

[A Balanced Team with Deep Expertise]

o Deep Domain Expertise: The team is founded on a deep, firsthand
understanding of the target customer's pain points, ensuring the product is

built to solve real-world problems.

« World-Class Technical Leadership: The team possesses cutting-edge
capabilities in Al and machine learning, which is the core driver of the
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product's value and competitive differentiation.

o Strong Product & UX Focus: The team is committed to a user-centric
development process, ensuring the final product is not only powerful but
also intuitive and easy to use.

[Synergy that Drives Innovation and Growth]

» Vision-to-Product Execution Cycle: The CEO's market insights and vision
are translated into a concrete product roadmap by the CPO, which is then
brought to life by the CTQO's technical execution. This creates a seamless
flow from market need to technological solution.

+ Technology-to-Market Feedback Loop: The CTO develops new Al
capabilities, which the CPO tests and refines through user feedback. The
resulting product improvements provide the CEO with a stronger value
proposition for business development and fundraising, creating a self-
reinforcing loop of innovation and growth.
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