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Why you may want to support us...

We have enabled more than 50,000 plans last month and are on-boarding
around 100 users every week.

2. We did an equity crowdfunding campaign and raised $64,680 from cur
users, event partners and other investors.

Featured in Forbes, HuffPost, TEDx and Entrepreneur Elevator Pitch Season 3.

We organize weekly virtual events and are generating revenue and users from
them. http://bit.ly/DTDevents

We are launching a feature that will curate personalized experiences for users
every week, based on their availability and location.

The lockdown and secial distancing made us pivat and adapt to the current
situation by meoving these activities and events online,

We see this as an opportunity to create new personal connections between
people during this isolating time

Why people love us

Sama Jashnani

ama's aj ning events. S

the best entrepreneurs varked with.

Michael Marra

Adi Patil

o0



Qur Team

Sama Jashnani

Anuja Shah
a-Founder and CO(
! ta f {L ondon and interr

Some of our investors

Garen Corbett

l in management, leadership, and

Cedric Giles

financtal securit

through a

Winton Carroll Berry

Roger Steciak

Isaac Wiedman

Kevin Zuber

Awid tra

Shaji Zohir

Ihvein VAand 1

Michael Simcock

In the news

EN 8 Nl ~ & Inc. B % fn aws

Our opportunity to spread calm
and vitality during this isolating
time!




April 2020 Events

)nl
I I Talk polit i dia, hobbies, career a y
n pital 1 enture qe Ca 1
L all aur upx re: ht brit da
Investor Q&A
What does your company do?

\pportunity to spread calm and vitality during this crazy time

Where will your company be in 5 years?

rarket pe ition of 4.79%, we ¢

Why did you choose this idea?

Why is this a good idea, right now? What changed in the world? Why wasn't
this done a few years ago?




you never wanted, It's almost like we should all choose how many days a week we want to
socialize, color code all of our friendships accerding to priority, and then let some app
(Let's call it "FRIENDY!") figure the whole goddamn thing out for us so we don't have to do
the emotional labor of deciding anything at all Imagine, showing up for a drink or dinner
without feeling like you might possibly hate everycne invelved belore you even sit down"
[The Cut, 2018.] Curated plans is geing to salve this problem for many peaple.

What is your proudest acc lish t? -

I co-founded a social enterprise that empowered rural women to deliver salon services at
people's houses, Some of these women could aflord to pay for their children's education
because of this venture,

How far along are you? What's your biggest obstacle? -

1. We have enabled more than 50,000 plans last month and are on-boarding around 100
users every week.

2, We did an equity crowdfunding campaign and raised $64,68¢ from our users, event
partners and other investors. It would be great if you can read the ‘Grapevine’ section on
the campaign, to see what our customers, users and investors are saying about us,

3. Our early adopters love our mission, here is some of our favorite feedback:

“Always down to dash. DTD is an easy way to meet a ton of cool people te play sports and
go out together” - Nieo Hodel, 27

"I have no Iriends who are serious about dancing and found some amazing dance buddies
an DTD" - Grace Song, 24

“DTD changed my experience of moving to NYC alone. I use the app requlazly to explore
new things and meet new people.” - Drielli Afonso, 29

“T use Sama's app and also have waorked with her planning events, She is ane of the best
entrepreneurs I've worked with.” - Michael Marra, 28

“DownToDash has been an unbelievable way to meet a ton of new people on campus. At
firat, I was hesitant because meeting random people is a bit nerve-wracking but being able
to do things [ want to do with other coel peaple that share the same interests has really
elevated my college experience.” - Dylan Lee, 25

Our biggest obstacle is the inability te scale quickly without sufficient funding.
Who are your competitors? Who is the biggest threat? -

The most similar existing platform is Meetup but Meetup operates only for larger groups
and is run by MeetUp organizers, We position ourselves as a complement te MeetUp and
partner with MeetUp arganizers. Peaple use DawnToDash te buddy up and attend a
MeetUp. Bumble BFF and Vina loeus on female friendships, however Bumble does not
connect users based on activities,

What do you understand that your competitors don't? -

Outside the dating apps, there is no platform that brings users together on a smaller scale,
We learnt that many people get intimidated by large ings and prefer meeting new
people in groups of 3 or 5, We understand that some people are capable of creating their
own plans, Gradually, we realized that there was a lot of interest in other people’s plans but
the lack of self-generated plans. We learnt that empowering users is nat enough and
ereated “curated plans” to automate the planning process. We believe this toe] will assist
users that are not proactive and can lead to exponential growth.

Being millennials who have lived and worked in Asia, Europe and the US, we have a deep
understanding of the millennial mindset and we know how 'Fear Of Missing Out (FOMO)'
can be created. We understand the importance of maintaining a millennial-friendly brand
that users perceive as cool, popular and fun (and not being a regular friend making app).
We are very passionate about connecting people and my friends often call me "the human
version of DownToDash."

We have empowered users to create their own plans and do what they are passionate
about, along with their availability and location preferences. Our technology is
automatically setting up plans for users, helping the plans to actually materialize. Our app
acts as the mutual friend who would typically introduce peaple. We focus on learning from
the suceesslul plans through user feedback and create better quality plans and
connections.

How will you make money? -

Events: We have currently implemented our shert-term strategy; we are selling tickets and
sponsorship packages for the events we organize in New York, We have secured free
venues and food for our events by obtaining sponsors.

Bocking fee: We partner with experience-based service providers and are selling their
experiences and events to our users, For example, we partnered with Seuba Netwark and
are selling their scuba trips to our audience. We are charging them a 2o% lee for every
experience booked on DTD.

Premium accounts: We will add paid aceounts for users with premium features for §5 per
month, Features include passport (connecting with users in other lacations), discounted

access to events and additional curated plans.

Data: We will gather patterns in our data to provide guidance and predictive analysis to
companies that deal with specific cohorts,

Projections: We project to be at 1.28 million users and 5.5 million in revenue, on



penetrating 1.75% of the US market in 3 years. With a market penetration of 4.78%, we could

be at 3.5 million users, resulting in 20.5 million in revenue within § years

What are the biggest risks? If you fail, what would be the reason? What has
to go right for you to succeed?

The biggest risk is running into a security related problem, therefore the security of our
users will also be our priority.

What do you need the most help with? -

We are looking far advice on new techniques to scale our user base and expand to new

What are the eguity splits?

Sama Jashnani - 63%
Anuja Shah - 37%

What is the biggest disagreement you've had with your cofounders?

W

Ve had a

We had a disagreement over giving certain advisors equity in the company.
diference of opinion on certain people. We eventually decided to keep things informal for
a few months and then decide whether to bring them onbeard as official advisors.

What would you do with $20,000? How about $100,000?

We will use all the funding we raise lor marketing: to scale the new version of
DownTeDash.

Financials

DownToDash has financial statements ending December 31 2019. Our cash in hand is
$54,604, as of December 2019. Over the three months prior, revenues averaged $§7/month,
cost of goods sold has averaged $0/month, and operational expenses have averaged
$92/month.
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® Revenues @ Profit

3262
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A note from Wefunder. Unlike companias on the NASDAQ, early-stage startups have little operating history,
Financial analysis is not as useful when there is limited data. It's more important to predict the size of the
future market. |f the founder achieves thair vision, will enough customers pay the company enough money?

It's also commeon for fast-growing startups to lose money even faster: they are investing in future growth. In
these cases, it's often better to check if the Cost of User Acquisition (EAC) is lower than the Lifetime Yalue
(LTV) of that customer. If one spends $1000 today ta make $10,000 over the next five years, that may be a
smart bet. Amazon is a famous example of re-investing potential profits te maximize growth over 20 years.

Net Margin: Gross Margin: Retumn on Assets:
0% @ 100% @ 0% @

Earnings per Share: Revenue per Employee: Cash to Assets:
$2.620 $73 9 &9% 0

Revenue to Receivables: Debt Ratlo:

- 7% @
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Risks

As we are at an early stage, the cost of scaling and expansion may be
unpredictable. Therefore our projections may vary according to changes in our
marketing plan, revenue model and unexpected circumstances.

N

Security of our users can be a risk if we do not strictly monitor this process and
prioritize this. We will have to always focus on the security of our users and on

maintaining a friendly brand image.

% Abigger player could potentially launch a competitor app in the near future, We
will have to focus on building an amazing brand that users love, to ensure that our
community of loyalists do not switch. We believe with the right team and funding
wie will be a candidate for an acquisition instead of being copied.

Our future success depends on the efforts of a small management team. The loss

A
4

of services of the members of the management team may have an adverse effect
on the company. There can be no assurance that we will be successhul in attracting

and retaining other personnel we require to successfully grow our business.

The Company may never receive a future equity financing or elect to convert the
Securities upon such future financing. In additien, the Company may never
undergo & hiquidity event such as a sale of the Company or an IPO. If neither the
conversion of the Securities nor a liquidity event accurs, the Purchasers could be
left holding the Securities in perpetuity, The Securities have numeraus transfer

restrictions and will likely be highly illiquid, with no secondary marlet on which

to sell them. The Securities are not equity interests, have no ownership rights,
have no rights te the Company's assets or profits and have ne voting rights or
ability to direct the Company or its actions.

& We may be subject to future governmental regulations, The nature and scope of
tuture legislation, regulations and programs cannot be predicted, While we
anticipate that we and our business will be in compliance with all applicable
governmental regulations, there still may be risks that such laws and regulations

may change with respect to present or future operations. This could affect the cost

of running our business and the demand for it.

Details

The Board of Directors

DIRECTOR OCCUPATION IOINED
Sama Jashnani Co-Founder DownToDash @ DownToDash 2019
Anuja Shah Co-Founder DownToDash @ DownToDash 2019
Officers.

OFFICER TITLE JOINED
Sama Jashnani CED 2019
Anuja Shah coo 2012

Voting Power *

HOLDER SECURITIES HELD VOTING POWER
Anuja Shah 37 Common Stock  37.0%
Sama Jashnani 63 Common Stock  63.0%

Past Equity Fundralses

DATE  AMOUNT  SECURITY
50 Custom

QOutstanding Debts

None,

Related Party Transactions

MNane,

Use of Funds

$50,000 51% towards technology and product develop| it (including @ costs and
adding new features to the app), 35% towards marketing (digital marketing spend,
expanding our campus ambassador base and hosting events) and 14% towards legal
expanses (including the 7.5% Wefunder intermed |ary fee),

51,070,000 4% towards lechnology and product developmaent (including maintenance costs and
adding new features 1o the app), 15% towards marketing (digital marketing spend,
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