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Executive Summary

• Venture will develop an in-store digital display and 
analytics platform targeting “big box” linear shelving 
applications

• Platform will deliver: 

• Hardware combining linear digital display, 
camera vision system, beacon functionality and 
merchandise lighting

• SaaS solution managing pricing displays, 
dynamic promotions, interactive and 
personalized experiences

• Hardware leasing strategy and shared advertising 
revenues with retailers will create fast scale and 
recurring revenue 

• Massive market potential, efficient and concentrated 
B2B sales activities

• Seeking seed/series A funding
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The “last mile” in digital retail…

• Tedious manual price labeling

• Tedious seasonal promotions

• No instantaneous promotions

• No tracking or understanding of 
consumer behavior

• Disconnect between consumer’s 
online experience and 
merchandise

• Bland presentation
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Create a digital experience right 
at the heart of big-box retail
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Camera
Vision System

Shelf Edge
HD Display

Multi Spectral
Lighting

iBeacon
Interactions

Attraction, Tracking, Presentation and Interaction

A platform combining 4 core functions
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Branded video content

Calendar events

Dynamic price tags

iBeacon interaction

Camera vision interaction

Shelf display system

Stocking assist

Deliver creative new customer experiences
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• Intimate, discrete 
placement of cameras

• Precision eye focus and 
linger time tracking

• Theft prevention

• Interactive displays

Camera vision system
Understand your customers
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• Customized “light recipes” can emphasize packaging  color palettes

• Special effects lighting can animate merchandise

Multi-spectral lighting
Fine-tune the visual presentation of your merchandise
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• Personalized interactions between 
apps and shelf displays

• Integrated Infrastructure for BLE 
Beacons 

• Close proximity for high accuracy 

Bluetooth beacons
Interact locally with your customer’s devices
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Simplified hardware development
Standards and commodity-based hardware: IP to PoE to Android
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Enormous immediate potential: Big-box retail stores

EU USUK

Supermarkets

Drugstores

Hardlines
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Do we target the stores or the brands?
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Strategy Outline

Build an in-store digital marketing 
and analytics platform

Hardware 
platform

Recurring 
revenue

Secondary 
revenue

• Barrier to entry
• Fast deployment
• Lease it: No upfront 

cost to customers

• Content management 
service

• Shared advertising 
revenue

• Data analytics
• Selling data to 3rd

parties
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Three paths to recurring revenue…

1. Shared Ad +         
Data Revenue

• Target: Store owners

• Retailer and Linilix share 
advertising “slotting fee” to 
FMCG suppliers

• Linilix installs, services and 
manages content

• No upfront cost to retailer

2. Leased Equipment 
+ Service

• Target: FMCG suppliers

• Supplier pays monthly fee for 
content maintenance and data 
analysis service

• Linilix installs, services and 
manages content

• No upfront cost to supplier

3. Hardware Sale + 
Platform License

• Target: OEM shop fitters

• Direct hardware sale

• Linilix charges license for 
platform use

Data Resale Rights
(Camera Vision, Beacon System)

Data Resale Rights
(Camera Vision, Beacon System)
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An enormous global market…
2016 Global Powers of Retailing Report 
Deloitte Touche Tohmatsu /STORES Magazine
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Position Avg. Sal.
Board of Directors

Board Members € 5 5 € 25 5 € 25 5 € 25 5 € 25 5 € 25

Leadership Team

CEO (Operations, Sales, Finance) € 100 1 € 100 1 € 100 1 € 100 1 € 100 1 € 100

CMO (Product Mkt, Design, Marketing) € 100 1 € 100 1 € 100 1 € 100 1 € 100 1 € 100

Chief of Staff/Office Mgr € 50 1 € 50 1 € 50 1 € 50 1 € 50 1 € 50

Product Team

Director of Hardware Supply Chain € 100 1 € 100 1 € 100 1 € 100 1 € 100 1 € 100

Product Marketing Manager € 75 1 € 75 2 € 150 2 € 150 2 € 150 2 € 150

Director of System Arch € 100 1 € 100 1 € 100 1 € 100 1 € 100 1 € 100

Software Devs € 75 2 € 150 3 € 225 3 € 225 3 € 225 3 € 225

Field Operations Team

Director of Sales € 100 1 € 100 1 € 100 1 € 100 1 € 100 1 € 100

Inside Sales/Quotations € 75 0 € 0 1 € 75 2 € 150 3 € 225 4 € 300

Field Application Engineers € 50 1 € 50 1 € 50 2 € 100 3 € 150 4 € 200

Marketing Content Manager € 50 0 € 0 1 € 50 2 € 100 3 € 150 4 € 200

TOTAL STAFF (count excludes board) 10 € 850 18 € 1,125 20 € 1,300 22 € 1,475 24 € 1,650

Legal € 30 € 50 € 50 € 50 € 50

Facilities € 30 € 50 € 50 € 50 € 50

R+D € 250 € 250 € 50 € 50 € 50

Marketing € 10 € 50 € 100 € 100 € 100

Travel € 25 € 50 € 75 € 100 € 100

TOTAL OVERHEAD € 345 € 450 € 325 € 350 € 350

TOTAL FUNDING € 1,195 € 1,575 € 1,625 € 1,825 € 2,000

Budget per Year

Headcount per Year

1 2 3 4 5

Estimated Costs

Year 1 Year 2 Year 3 Year 4 Year 5

Linear Meters Per Location 30 50 50 100 100

Store Locations 10 50 100 500 1000

Monthly Lease Price per Meter € 15 € 15 € 15 € 15 € 15

Annual Revenue € 54,000 € 450,000 € 900,000 € 9,000,000 € 18,000,000

Target Capital Cost per Meter € 150 € 125 € 100 € 75 € 75

Total Leasing Capital Investment € 45,000 € 312,500 € 500,000 € 3,750,000 € 7,500,000

Operating, R+D Costs € 1,195,000 € 1,575,000 € 1,625,000 € 1,825,000 € 2,000,000

Cashflow/EBIT -€ 1,186,000 -€ 1,437,500 -€ 1,225,000 € 3,425,000 € 8,500,000

Running Investment/Return -€ 1,186,000 -€ 2,623,500 -€ 3,848,500 -€ 423,500 € 8,076,500

Target Earnings

Schematic Business Plan
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Acquisition exit strategy: Potential acquirers

Large commercial signage suppliers

Marketing conglomerates

Large retailer who wants proprietary advantage
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Brad Koerner
Founder

Brad Koerner is an entrepreneurial project leader with 
a range of design, marketing and product management 
experience.  Brad has spent 20+ years in the 
architectural lighting and construction industries, 
spanning global matrix organizations, design 
consultancies and startups.  Brad has developed 
award-winning architectural lighting projects as well as 
new LED lighting products and market categories that 
have earned in excess of $350m.  Brad is an 
accomplished speaker and writer forecasting future 
trends in lighting design and digital media technology.

Team
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