INFINITI 8-Product Ecosystem Strategy

Complete Product Funnel, Upsell/Crosssell Strategy &
Financial Projections

Executive Summary

INFINITI is building a product ecosystem where 8 complementary products work
together to:

1. Generate leads through low-cost entry products

2. Build relationships through mid-tier SaaS products

3. Upsell to premium full incubation programs

4. Create long-term value through equity and co-investment
Key Insight: Not every customer will buy full incubation. But by offering 8 products at

different price points, we capture customers at every stage of their journey and guide
them upward through the funnel.

Part 1: The 8-Product Ecosystem

Product 1: Al Market Research

Price: 1,100—2,500 per project

Frequency: One-time or recurring (monthly)
Target: Founders, corporate innovation teams
Function: Lead magnet, entry product

What it does:



e Market analysis, competitive landscape, customer validation
e Uses Manus Al + human analysis
e Deliveredin 5-7 days
e Typically 10-20 pages of insights
Why it simportant:
. Low barrier to entry ($1,100)
J Demonstrates value immediately

. Builds trust for upsell

o Generates recurring revenue (monthly research)
Customer Profile:

e Founders validating ideas (pre-MVP)
e Corporate teams exploring new markets

e Investors doing due diligence

Product 2: GrowthMentor Al

Price: 49—199/month

Frequency: Recurring SaaS

Target: Founders, growth managers

Function: Engagement product, community builder

What it does:

e Al-powered growth coaching and mentorship

Weekly actionable growth tips

Community of founders

Access to expert mentors (live sessions)

Growth metrics tracking
Why it’ simportant:

o [%4 Recurring revenue (high margin)



. Builds community and loyalty
. Identifies high-potential founders

e [74 Natural upsell to Incubation
Customer Profile:

e Early-stage founders (pre-Series A)
e Growth managers at startups

e Self-taught entrepreneurs

Product 3: Al Sales Agent

Price: 250—1,000/month

Frequency: Recurring SaaS

Target: B2B SaaS companies, sales teams
Function: Revenue generation product

What it does:

Al-powered sales automation

Lead outreach and qualification

Email sequences and follow-ups
e Sales pipeline management

¢ |ntegration with CRM
Why it simportant:

J High-value use case (generates revenue for customers)
o Sticky product (hard to remove)

. Attracts growth-stage companies

e [74 Natural upsell to Growth Track

Customer Profile:

e B2B SaaS companies (Series A+)

e Sales teams needing automation



e Growth-focused companies

Product 4: Al Financial Planning

Price: 500—2,000/month

Frequency: Recurring SaaS

Target: Founders, CFOs, investors
Function: Financial intelligence product

What it does:

e Al-powered financial modeling
e Burn rate optimization

e Fundraising scenario planning
* |nvestor reporting automation

e Financial health scoring
Why it simportant:

. Critical for fundraising

J Demonstrates financial sophistication
. Attracts growth-stage companies

e [ Natural upsell to Growth/Scale Track

Customer Profile:

e Founders preparing for fundraising
e CFOs managing burn rate

* Investors monitoring portfolio

Product 5: Investor Network Access

Price: 1,000—5,000/month
Frequency: Recurring SaaS

Target: Founders, growth companies
Function: Capital access product



What it does:

e Accessto 11,000+ investor database
e Warm introductions to investors

¢ |nvestor matching algorithm

e Pitch deck feedback

e Fundraising timeline planning
Why it’ simportant:

J Solves critical problem (fundraising)
J High-value for growth-stage companies
. Creates stickiness (ongoing introductions)

e ["4 Natural upsell to Growth/Scale Track
Customer Profile:

* Series A-ready companies
e Growth-stage founders

e Companies actively fundraising

Product 6: IT Outstaffing

Price: 2,000—5,000/month
Frequency: Recurring SaaS
Target: Startups, SMBs, enterprises
Function: Talent supply product

What it does:

e Access to 100+ IT experts

Flexible team composition

Managed hiring and onboarding

Quality assurance and support

Scaling up/down as needed



Why it’ simportant:

. Core profit driver (40%+ margin)
J Sticky product (hard to replace)
J Attracts all-stage companies

J Foundation for Incubation programs
Customer Profile:

e Startups needing development team
e SMBs lacking tech talent

e Enterprises with overflow work

Product 7: Venture OS Platform

Price: 2,000—12,000/month

Frequency: Recurring SaaS

Target: Founders, growth companies, enterprises
Function: All-in-one operating system

What it does:

e Combines: Market Research + Mentorship + Talent + Investors
e Business model design tools

e Milestone tracking

e Investor relations management

e Team collaboration tools
Why it’ simportant:

J Premium product (high margin)
J Combines multiple products
J Natural evolution from single products

o Gateway to Incubation programs

Customer Profile:



e Serious founders (committed to success)
e Growth-stage companies

e Companies ready for mentorship

Product 8: Full Incubation Programs

Price: 2,000—50,000+/month
Frequency: Recurring SaaS + Equity
Target: Founders, enterprises, investors
Function: Premium, all-in-one service

What it does:

e Everythingin Venture OS
e Plus: Dedicated team, white-glove service
e Plus: Co-investment from INFINITI
e Plus: Equity participation
e Plus: Executive mentorship
Why it’ simportant:
J Highest margin (50%+ on subscription)
. Equity upside (5-10%)
J Strongest customer relationships

e [ Portfolio building
Customer Profile:

e Serious founders (committed to growth)
e Enterprises building new ventures

e Companies ready for Series A




Part 2: The Product Funnel & Conversion Strategy

The INFINITI Funnel

AWARENESS LAYER (Top of Funnel) |
F— AI Market Research ($1,100) < Lead Magnet |
L GrowthMentor AI ($49/mo) « Community Builder |
Conversion: 100% (everyone who tries converts to user) |

|
ENGAGEMENT LAYER (Middle of Funnel) |
}— AI Sales Agent ($250/mo) « Revenue Generator |
- AI Financial Planning ($500/mo) « Financial Intel |
L~ Investor Network Access ($1,000/mo) « Capital Access |

Conversion: 15-25% (of top-of-funnel users) |

COMMITMENT LAYER (Middle-to-Bottom of Funnel) |

f— IT Outstaffing ($2,000/mo) « Talent Supply |
- Venture 0S Platform ($2,000-$12,000/m0) <« Premium |

Conversion: 5-10% (of engagement users) |

|

| PREMIUM LAYER (Bottom of Funnel) |
| - Full Incubation Programs ($2,000-$50,000+/mo) « VIP |
| Conversion: 2-5% (of commitment users) |
[

+ Equity: 2.5-10% per company |

Conversion Rates by Layer
Layer 1 — Layer 2 (Awareness = Engagement):

e 100 users try Al Market Research
e 15-25 convert to GrowthMentor Al or Al Sales Agent

e Conversion Rate: 15-25%



Layer 2 — Layer 3 (Engagement - Commitment):

e 100 engagement users (SaaS products)
e 5-10 upgrade to IT Outstaffing or Venture OS

e Conversion Rate: 5-10%
Layer 3 = Layer 4 (Commitment = Premium):

e 100 commitment users (Venture OS/Outstaffing)
e 2-5convert to Full Incubation

e Conversion Rate: 2-5%
Overall Funnel Conversion (Awareness = Premium):

e 100 awareness users
* 15-25 engagement users
e (.75-2.5 commitment users

e 0.015-0.125 premium users (1.5-12.5%)

Realistic Overall Conversion: 2-5% (from awareness to full incubation)

Part 3: Customer Journey & Upsell/Crosssell Strategy

Typical Customer Journey

Scenario 1: Founder Journey (Most Common)



Month 1: Buys AI Market Research ($1,100)
I validates market idea

F— Gets 20-page research report

- Impressed with quality

Month 2-3: Joins GrowthMentor AI ($49/mo)
}— Gets weekly growth tips

- Connects with other founders

I Builds confidence

Month 4-6: Needs development team

}— Upgrades to IT Outstaffing ($2,000/mo)
- Assembles MVP team

L Starts building product

Month 7-9: Product ready, needs growth
F— Adds AI Sales Agent ($250/mo)
|- starts customer acquisition

- Generates first revenue

Month 10-12: Ready to scale
F— Upgrades to Venture 0S Platform ($5,000/mo)
- Gets dedicated mentorship

F— Prepares for fundraising

Month 13+: Serious about growth
F— Converts to Growth Track Incubation ($5,000/mo)
- Gets investor introductions

- Raises Series A

**Total Customer Lifetime Value:**

- AI Market Research: $1,100

- GrowthMentor AI: $49 x 12 = $588

- IT Outstaffing: $2,000 x 9 = $18,000

- AI Sales Agent: $250 x 6 = $1,500

- Venture 0S: $5,000 x 6 = $30,000

- Incubation: $5,000 x ongoing

- **Total Subscription LTV: $51,188+**

- **plus Equity: 2.5% of company (potential $250K-$1M+)**

**Total LTV: $51K-$IM+**

Scenario 2: Growth Company Journey



Month 1: Buys AI Sales Agent ($250/mo)
- Improves sales process

- Generates more leads

L Sees ROI immediately

Month 2-3: Adds AI Financial Planning ($500/mo)
- optimizes burn rate

- Plans for fundraising

L Impresses investors

Month 4-6: Needs more development capacity
}— Upgrades to IT Outstaffing ($3,000/mo)
- Scales team

L Accelerates product development

Month 7-9: Preparing for Series A
F— Adds Investor Network Access ($2,000/mo)
|- Gets warm introductions

I Builds investor relationships

Month 10-12: Ready to scale seriously

F— Converts to Scale Track Incubation ($12,000/mo)
I Gets dedicated mentor

- Closes Series A

**Total Customer Lifetime Value:**

- AI Sales Agent: $250 x 12 = $3,000

- AI Financial Planning: $500 x 9 = $4,500

- IT Outstaffing: $3,000 x 9 = $27,000

- Investor Network: $2,000 x 6 = $12,000

- Incubation: $12,000 x ongoing

- **Total Subscription LTV: $46,500+**

- **plus Equity: 4% of company (potential $1M-$5M+)**

**Total LTV: $46K-$5M+**

Upsell & Crosssell Strategy
Upsell (Moving Up the Funnel):

1. Al Market Research — GrowthMentor Al (add mentorship)
2. GrowthMentor Al — IT Outstaffing (add talent)



3. IT Outstaffing = Venture OS (add full platform)

4. \Venture OS — Full Incubation (add equity + co-investment)
Crosssell (Adding Complementary Products):

1. IT Outstaffing + Al Sales Agent (talent + growth)
2. IT Outstaffing + Al Financial Planning (talent + finance)
3. Venture OS + Investor Network (platform + capital)

4. Any product + GrowthMentor Al (add mentorship layer)
Key Insight: Each product is designed to make the next product more valuable.

e Al Market Research — Makes GrowthMentor Al more relevant (data-driven)
e GrowthMentor Al = Makes IT Outstaffing more valuable (founder is ready)
e |T Outstaffing — Makes Venture OS essential (need full support)

e Venture OS — Makes Incubation inevitable (ready for premium)

Part 4: Realistic Financial Projections (2025-2027)

Assumptions
Customer Acquisition:

e Year1(2025): 50 customers across all products
® Year 2 (2026): 200 customers (4x growth)
® Year 3(2027): 500 customers (2.5x growth)

Product Mix (by revenue):

e Year 1: 40% Outstaffing, 30% Research, 20% Saa$, 10% Incubation
® Year 2: 35% Outstaffing, 20% Research, 30% Saa$, 15% Incubation
® Year 3: 25% Outstaffing, 15% Research, 35% Saa$, 25% Incubation

Conversion Rates:

e Awareness — Engagement: 20%



e Engagement = Commitment: 8%

e Commitment = Premium: 3%

e Overall: 2-3% (awareness — incubation)

Year 1 (2025) - Foundation Phase

Product Revenue Breakdown:

Product Customers

Al Market Research 15 projects/mo
GrowthMentor Al 80 users
Al Sales Agent 10 clients
Al Financial Planning 5clients
Investor Network 2 clients
IT Outstaffing 8 clients
Venture OS Platform 2 clients
Full Incubation 1 client
TOTAL

Gross Profit (by tier):

e Research: 70% margin = $189,000

Total Gross Profit: $423,000
Operating Expenses:

e Team (5 people): $120,000
e [nfrastructure: $20,000

Outstaffing: 40% margin = $96,000
Incubation: 50% margin = $30,000

Avg Price Monthly Revenue

$1,500
$49
$250
$500
$1,500
$2,500
$5,000

$5,000

SaaS (Al products): 75% margin = $108,000

$22,500
$3,920
$2,500
$2,500
$3,000
$20,000
$10,000
$5,000

$69,420

Annual Revenue
$270,000

$47,040

$30,000

$30,000

$36,000
$240,000
$120,000
$60,000

$833,040



e Marketing: $30,000
¢ Total OPEX: $170,000

Net Profit: $253,000

Year 2 (2026) - Growth Phase

Product Revenue Breakdown:

Product Customers Avg Price  Monthly Revenue Annual Revenue
Al Market Research 40 projects/mo  $1,800 $72,000 $864,000
GrowthMentor Al 300 users $79 $23,700 $284,400
Al Sales Agent 35 clients $400 $14,000 $168,000
Al Financial Planning 20 clients $800 $16,000 $192,000
Investor Network 15 clients $2,000 $30,000 $360,000
IT Outstaffing 25 clients $3,000 $75,000 $900,000
Venture OS Platform 12 clients $6,000 $72,000 $864,000
Full Incubation 5 clients $7,000 $35,000 $420,000
TOTAL $337,700 $4,052,400
Gross Profit (by tier):

e Research: 70% margin = $604,800

e SaaS (Al products): 75% margin = $432,000
e Outstaffing: 40% margin = $360,000

* Incubation: 50% margin = $210,000

¢ Total Gross Profit: $1,606,800

Operating Expenses:

e Team (12 people): $360,000
¢ [Infrastructure: $60,000



e Marketing: $100,000
¢ Total OPEX: $520,000

Net Profit: $1,086,800

Year 3 (2027) - Scale Phase

Product Revenue Breakdown:

Product Customers

Al Market Research 80 projects/mo
GrowthMentor Al 800 users

Al Sales Agent 100 clients

Al Financial Planning 50 clients
Investor Network 40 clients

IT Outstaffing 60 clients
Venture OS Platform  35clients

Full Incubation 15 clients

TOTAL

Gross Profit (by tier):

Avg Price
$2,000
$99

$500
$1,000
$2,500
$3,500
$7,000

$10,000

e Research: 70% margin = 51,344,000

e SaaS (Al products): 75% margin = $1,162,500

e OQutstaffing: 40% margin = $1,008,000

* Incubation: 50% margin = $900,000

¢ Total Gross Profit: $4,414,500
Operating Expenses:

e Team (30 people): $900,000
e [nfrastructure: $150,000

Monthly Revenue Annual Revenue

$160,000
$79,200
$50,000
$50,000
$100,000
$210,000
$245,000
$150,000

$1,044,200

$1,920,000
$950,400
$600,000
$600,000
$1,200,000
$2,520,000
$2,940,000
$1,800,000

$12,530,400



e Marketing: $300,000
¢ Total OPEX: $1,350,000

Net Profit: $3,064,500

Part 5: Corrected 3-Year Summary

Financial Overview

Metric 2025 2026
Total Revenue $833K $4.05M
Gross Profit $423K $1.61M
Operating Expenses $170K $520K
Net Profit $253K $1.09M
Gross Margin 51% 40%
Net Margin 30% 27%

3-Year Cumulative

e Total Revenue: $17.4M
e Total Net Profit: $4.4M

e Average Net Margin: 25%

Valuation
Year Net Profit SaaS Multiple
2025 $253K 5x
2026 $1.09M 6X

2027 $3.06M X

2027
$12.53M
$4.41M
$1.35M
$3.06M
35%

24%

Valuation
$§1.27M
$6.5M

$21.4M



Conclusion: INFINITI reaches $21M+ valuation by 2027 with strong profitability.

Part 6: Incubation Conversion Analysis

How Many Customers Convert to Full Incubation?
Year 1 (2025):

e Total customers: 50
® |ncubation customers: 1

e Conversionrate: 2%
Year 2 (2026):

e Total customers: 200
¢ |ncubation customers: 5

e Conversion rate: 2.5%
Year 3 (2027):

e Total customers: 500
¢ |ncubation customers: 15

e Conversionrate: 3%

Why These Conversion Rates Are Realistic
Reasons customers DON’ T convert to full incubation:
1. Already successful (40%) - They don’ t need incubation, just individual
products
2. Not ready (30%) - Still in MVP phase, can’ t afford 5K —12K/month
3. Wrong fit (15%) - They’ re B2B SaaS$, not venture-stage
4. Prefer DIY (10%) - They want to build independently

5. Churn (5%) - They stop using products



Reasons customers DO convert:

1. Natural progression - They’ ve used 3-4 products, ready for premium
2. Proven value - They’ ve seen ROl from individual products

3. Need full support - Ready to scale, need dedicated team

4. Equity upside - They want to participate in INFINITI’ s success

5. Time savings - Easier to use one platform than manage 4 products

Incubation Revenue Impact

Year 1: 1 client X 5,000/mo x 12months =60,000 Year 2: 5 clients X 7,000/mo x
12months =420,000 Year 3: 15 clients X 10,000/mo x 12months =1,800,000

Total Incubation Revenue (3 years): $2.28M Plus Equity Upside: 51 —50M+ (if 20%
of incubation clients succeed)

Part 7: Product-by-Product Analysis & Reality Check

Product 1: Al Market Research
2025 Projection: 15 projects/month = $270K/year Reality Check: [4 REALISTIC

e Corporate teams regularly buy market research (1, 000—3,000)
e Founders validate ideas with research
e Can scale to 40+ projects/month by 2027

e Verdict: Conservative estimate, could be higher
Improvement Opportunities:

e Recurring research contracts (monthly updates)
e White-label for consulting firms

e Premium research (5,000—10,000 per project)




Product 2: GrowthMentor Al

2025 Projection: 80 users X 49/month =47K/year Reality Check: & NEEDS
ADJUSTMENT

e $49/month is too cheap for serious founders
e Should be 99—199/month

e Recommend: $99/month for Year 1
Corrected Projection:

e 80 users X 99/month =95K/year (not $47K)
e By 2027: 800 users X 99/month =950K/year

Improvement Opportunities:

e Tiered pricing (99,199, $499)
® Premium tier with 1-on-1 mentorship

e Corporate team licenses ($§999/month)

Product 3: Al Sales Agent
2025 Projection: 10 clients X 250/month =30K/year Reality Check: [4 REALISTIC

e B2B SaaS companies need sales automation
e $250/month is reasonable for small teams
e (Canscale to 100+ clients by 2027

e Verdict: Conservative, good growth potential
Improvement Opportunities:

e Tiered pricing (250,500, $1,000)
* |ntegration with popular CRMs

e Performance-based pricing (% of revenue generated)




Product 4: Al Financial Planning

2025 Projection: 5 clients X 500/month =30K/year Reality Check: &
UNDERESTIMATED

e Founders preparing for fundraising NEED financial planning
e Should target 15-20 clients in Year 1
e Price could be 1,000—2,000/month

Corrected Projection:

e 15clients X 1,000/month =180K/year (not $30K)
e By 2027:50 clients X 1,000/month =600K/year

Improvement Opportunities:

e Automated financial modeling
* |nvestor reporting dashboard

e Integration with accounting software

Product 5: Investor Network Access

2025 Projection: 2 clients X 1,500/month =36K/year Reality Check: &
UNDERESTIMATED

e Thisis CRITICAL for fundraising
e Should target 10-15 clients in Year 1
e Price could be 2,000—5,000/month

Corrected Projection:

e 10clients X 2,000/month =240K/year (not $36K)
e By 2027:40 clients X 2,500/month =1.2M/year

Improvement Opportunities:

e Warm introductions (not just database access)

¢ |nvestor matching algorithm



e Pitch feedback from investors

e Syndication opportunities

Product 6: IT Outstaffing
2025 Projection: 8 clients X 2,500/month =240K/year Reality Check: [4 REALISTIC

e Thisisyour core profit driver
® 40% margin is achievable
e Can scale to 60+ clients by 2027

e Verdict: Good baseline, proven business
Improvement Opportunities:

e Tiered pricing (2, 000,3,500, $5,000)
e Dedicated team packages

e Performance guarantees (quality SLA)

Product 7: Venture OS Platform

2025 Projection: 2 clients X 5,000/month =120K/year Reality Check: &
UNDERESTIMATED

e Thisis the premium product
e Should target 8-12 clients in Year 1
e Price could be 5,000—10,000/month

Corrected Projection:

e 10clients X 6,000/month =720K/year (not $120K)
e By 2027:35clients X 7,000/month =2.94M/year

Improvement Opportunities:

e Tiered pricing (Founder, Growth, Scale)

e White-label version for VCs



e APl access for integrations

Product 8: Full Incubation
2025 Projection: 1 client X 5,000/month =60K/year Reality Check: [%4 REALISTIC

e Thisis premium, low-volume product
e 1-2clientsinYear lisrealistic

e Price should be 5,000—15,000/month
Projection Adjustment:

e 1client X 7,000/month =84K/year (not $60K)
e By2027:15clients X 10,000/month =1.8M/year

Improvement Opportunities:

e Equity participation (2.5-10%)
e Co-investment from INFINITI

e Success-based pricing (% of funding raised)




Part 8: Corrected 3-Year Financial Projections

Year 1 (2025) - Corrected

Product Customers
Al Market Research 15 projects/mo
GrowthMentor Al 80 users
Al Sales Agent 10 clients
Al Financial Planning 15clients
Investor Network 10 clients
IT Outstaffing 8 clients
Venture OS Platform 10 clients
Full Incubation 1client
TOTAL

Avg Price  Monthly Revenue Annual Revenue

$1,500
$99
$250
$1,000
$2,000
$2,500
$6,000

$7,000

$22,500
$7,920
$2,500
$15,000
$20,000
$20,000
$60,000
$7,000

$154,920

$270,000
$95,040
$30,000
$180,000
$240,000
$240,000
$720,000
$84,000

$1,859,040

Gross Profit: 1,000, 000(54 * *Operating Expenses : x¥250,000 Net Profit: $750,000




Year 2 (2026) - Corrected

Product Customers Avg Price Monthly Revenue Annual Revenue

Al Market Research 40 projects/mo  $1,800 $72,000 $864,000
GrowthMentor Al 300 users $99 $29,700 $356,400

Al Sales Agent 35 clients $400 $14,000 $168,000

Al Financial Planning 35clients $1,200 $42,000 $504,000
Investor Network 25 clients $2,500 $62,500 $750,000

IT Outstaffing 25 clients $3,000 $75,000 $900,000
Venture OS Platform 25 clients $6,500 $162,500 $1,950,000

Full Incubation 5clients $8,000 $40,000 $480,000

TOTAL $497,700 $5,972,400

Gross Profit:  2,700,000(45 * *Operating Ezpenses : #x600,000 Net Profit:
$2,100,000




Year 3 (2027) - Corrected

Product Customers Avg Price Monthly Revenue Annual Revenue

Al Market Research 80 projects/mo  $2,000 $160,000 $1,920,000
GrowthMentor Al 800 users $99 $79,200 $950,400

Al Sales Agent 100 clients $500 $50,000 $600,000

Al Financial Planning 60 clients $1,500 $90,000 $1,080,000
Investor Network 50 clients $3,000 $150,000 $1,800,000

IT Outstaffing 60 clients $3,500 $210,000 $2,520,000
Venture OS Platform 50 clients $7,500 $375,000 $4,500,000

Full Incubation 15 clients $12,000 $180,000 $2,160,000
TOTAL $1,294,200 $15,530,400

Gross Profit: 6,500,000(42 * *Operating Ezpenses : ¥x1,200,000 Net Profit:
$5,300,000

Part 9: Revised 3-Year Summary

Financial Overview (Corrected)

Metric 2025 2026 2027
Total Revenue $1.86M $5.97TM $15.53M
Gross Profit $1.00M $2.70M $6.50M
Operating Expenses $250K $600K $1.2M
Net Profit $750K $2.10M $5.30M
Gross Margin 54% 45% 42%
Net Margin 40% 35% 34%



3-Year Cumulative (Corrected)

e Total Revenue: $23.36M
e Total Net Profit: $8.15M
e Average Net Margin: 35%

Valuation (Corrected)

Year Net Profit
2025 $750K 5x
2026 $2.10M 6X
2027 $5.30M X

SaaS Multiple Valuation
$3.75M
$12.6M

$37.1M

Conclusion: INFINITI reaches $37M+ valuation by 2027 with exceptional profitability.

Part 10: Equity Upside Analysis

Portfolio Approach (Incubation Clients Only)

Assumption: 20% of incubation clients become successful (10 —100M exits)

Year 1: 1 client

e Successful: 0.2 (20%)
e Average exit: $20M
e INFINITI equity stake: 5%

e Value: $100K (expected value)
Year 2: 5 cumulative clients

e Successful: 1 (20%)
e Average exit: $30M
e INFINITI equity stake: 5%



e Value: $1.5M (expected value)
Year 3: 15 cumulative clients

e Successful: 3 (20%)
* Average exit: $50M
e INFINITI equity stake: 5%

e Value: $7.5M (expected value)
Total Equity Upside (3 years): $9.1M expected value
Upside Scenario (50% success rate):

e Total Equity Value: $22.75M
Downside Scenario (10% success rate):

e Total Equity Value: $4.55M

Part 11: Key Insights & Recommendations

What’ s Realistic?
REALISTIC:

1. Growing from 1.86M (2025)t015.53M (2027) revenue
2.35% net margin across all products

3.2-3% conversion from awareness to incubation

4, 750K —5.3M annual net profit

5. $37M+ valuation by 2027

/> NEEDS ADJUSTMENT:

1. GrowthMentor Al pricing (49 —99/month)
2. Al Financial Planning customer count (5 — 15 clients)

3. Investor Network customer count (2 = 10 clients)



4. Venture OS Platform customer count (2 — 10 clients)

Critical Success Factors

1. Product-Market Fit - Each product must solve a real problem
2. Sales & Marketing - Need to acquire 150+ customers in Year 1
3. Customer Success - High retention (80%+) to build LTV

4. Talent - Need to hire 20-30 people by 2027

5. Equity Upside - 20% of incubation clients must succeed
Recommended Pricing (Final)

INFINITI Product Pricing (2025)

Tier 1: AWARENESS
F—— AI Market Research: $1,500-%$2,500 per project
L— GrowthMentor AI: $99-$199/month

Tier 2: ENGAGEMENT
— AI sales Agent: $250-$500/month

F—— AI Financial Planning: $1,000-$2,000/month
L— Investor Network: $2,000-$5,000/month

Tier 3: COMMITMENT

F— IT outstaffing: $2,000-%5,000/month
L— venture 0S Platform: $5,000-$12,000/month

Tier 4: PREMIUM
L— Full Incubation: $7,000-$50,000+/month + Equity

Conclusion

INFINITI" s 8-product ecosystem is realistic and achievable:

1. Revenue Growth: 1.86 M —15.53M (8.3x in 3 years)
2. Profitability: 750K —5.3M net profit



3.Valuation: 3.75M —37M+ (10x)
4, Equity Upside: 9M —22M+ from incubation portfolio

5. Conversion Rate: 2-3% from awareness to premium (realistic)

Key Differentiator: Unlike competitors offering single products, INFINITI' s
ecosystem creates a “sticky” customer experience where each product makes the

next more valuable.

Timeline: 3 years to 37 Mwvaluation+9M+ equity upside = $46M+ total value creation

Document Version

e Version: 1.0
e Date: December 2025
e Author: INFINITI Team

e Status: Active Strategy Document

For questions or updates, contact the INFINITI team.



