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Sacha Uhmlann

5’ 6. Closing & preview series 2 Peach Zwyssig
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Axelra in a nutshell



Axelra Tech Venture Builder
We are co-creating and shipping revenue-generating MVPs after 100 days since 2019

We accelerate Tech Venture at early

stage for Corporates and Startups with
skin in the game.



Axelra Tech Venture Builder - Company Overview
Privately owned, entrepreneurial and accelerating Tech Venture Building with skin in the game.

Track Record

Since 2019, we accelerated 38 companies, co-created 20 tech ventures, and hold equity in 10 portfolio
startups. 4 tech ventures have valuations 10 - 100 Mio each:

Funding

Obligate (former FQX) DeFi Suisse Moflix Beyond Beauty Club (GigTech) Management
Q obligate Debt capital markets The Revolution of mMOflIX TelcoTech Platform to % The Next Level of Personalized . . _
: : ) cLus _ : rust Services Business Model
on-chain DekFi drive growth Social Selling

PSOP
More: https://www.axelra.com/ventures

Venture Plan Recruiting

Tech

Legal

Pricing
Mobile Venture Customer
Building Aquisition
CpC & Product Growth
MTH Retail Grou Roadmap .
S SANITAS — Platform Compalgn
= m | TROESCH < Branding Automation
@ 5% 5 shavejane * dApps
A.DNA %\ Ecosystem
digitalswatzerland v 7 ]g n
VIABZ rechT (O T _ # () LIVEALYTICS o
cccccc smort flBe Pl
seed
Lo O i FLGGS
¢+ matchspace . suipaymobile
v . g O - Our Approach
sXa im moflix . . . .
) ovevrlearn . We are industry-agnostic and build in 100 days B2B, B2C,
c Grizzly .
S s ) Frigg yallo 3 and D2C tech startups, and cover the whole company-
> - . . .
5 jiil SIBEX freya building process in the areas of Product, Management, and
A G Gio1a (€ e Growth. We contribute up to 50% of our costs as sweat
ot Kantonalbank . . . . . .
equity, aligning our interests directly with our ventures.
{-Baloise € Kantonaibank

Tech Venture Building Footprint Map FINANCIAL SERVICES © axelra.com, Februar 2024 More: Www_qxequ_com/oﬂ:ering
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The worldwide rise of Venture Builder

Venture Builder = Company Builder = Startup Studio

Greenland

Algeria Libya w‘

Mali  Niger
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Why to choose a venture builder (1/2)
Better economics and a higher chance of success

Better Economics

Founder Economics

Higher equity than typical VCs due to "founder economics".

Less Dilution

Lower build costs, reducing the need for higher funding and dilution.

Deal Flow Access

Investors have access to Venture Builder deal flow.

Recycle Investment

Reuse learnings from successes and failures.

© by Axelra AG

Better Chance of Success

Better Ideation
Venture Builder find opportunities and build it. They don’t wait

Access to Talent

Attraction of top talent that standalone ventures cannot

Shared Resources

Sharing of talent, customers, tech and infrastructure

Brand Effect

«Sequoia Effect» - Brand help for hiring, biz dev and fundraiser




Why to choose a venture builder (2/2)
A tech venture builder delivers experience and speed

Higher IRR — Traditional Startup 21.39%

B =<tment verre s | 53

Higher Multiple _ Traditional Startup 1.5/

< and eamings verare s | 5

Shortening of Time - Traditional Startup 56 month

from O to Series A Venture Builder ========! 25.2 month

© by Axelra AG 8



Axelra identified as one of
Europe’s Leading Startup Hubs 2024

. v x FT ,‘;.“;“'}}:C‘AL EUROPE’S LEADING
#1 In Switzerland and #32 in Europe M START-UP HUBS

statista¥a \sifted/



https://www.axelra.com/insights/financial-times-axelra-europes-leading-startup-hubs

Let’'s dive into the stages of the
Tech Venture Building Journey



The Tech Venture Building Journey is super intense

With lots of ups and downs

Initial
Enthusiasm

Before
Startup

|

Reality

/ Sets In

TROUGH OF SORROW

Happiness

® e« Product/
Market Fit!

Time

Experimenting Starts
& Pivoting Working

© by Axelra AG Source: https://dev.to/oleh_kurt/the-pillars-of-a-successful-startup-4fi
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12046_12045_138/25908.htm!

Source: https://www.atlas.bfs.admin.ch/maps/13/de/16611
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50’500 New Startups in Switzerland in 2021 (51’637 in 2023)
+8% compared to the previous year

Number of company foundations

© by Axelra AG
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+8% |

company foundation (2021)

50’557

\_

-

Foundation rate (2020)

9.2 %

\_

p
Venture Capital-lInvestments (2021)

3.1 Mrd. CHF

2015 2016 201 2018 2019 2020 2021

Source: https://de.statista.com/themen/3316/gruendungen-und-start-ups-in-der-schweiz/#topicHeader__wrapper
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Swiss VC Capital Report (-35%)
Hard brake after 10 years | gloomy with some bright spots

Invested capital Financing rounds
in Swiss start-ups of Swiss start-ups

.................. @ s snsses: TRIVESTED S035% % ERsEEE s TBOUNDS 5083
CHF m 2588CHFm number 397 Summary:

- First downturn since financial crisis (-35 % VC
Money was invested compared to last year in CH,
Canton Zurich had the most decrease with -59%)

- Record number of rounds: almost 400 rounds (but
with smaller amounts)

- Early Stage still works + increase of rounds with
size 0-2 Mio

- Well known weaknesses: ICT (-62%) and growth

- Risk aversion: Swiss investors and established
companies

. _ ' ' . . _ _ . | : , . : | : : : : -Small but successful: 24 Swiss VCs with first
D N S R N N T N S YR I N R R N R A R closing
2014 15 16 17 18 19 20 21 22 2023 2014 15 16 17 18 19 20 21 22 2023

© by Axelra AG Source: https://www.startupticker.ch/assets/files/attachments/VCReport_2024_web.pdf
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The survival rate is low

80-90% of startups fail - 10% in the first year and 70% in the second to fifth year

Timing
42%

Team
32%

ldea
28%

Business
24%

Funding
14%

No market need
Product mistimed

Failed geographical
expansion

© by Axelra AG

Incorrect team
| ose focus

Disharmony among
team/investors

Lack passion Ignore
customers

Poor market fit
Pricing/cost issues

Poor UX Poor

marketing

Legal challenges
Didn’t use network

Outcompeted

Lacking business
mode]

Failure to pivot

Source: https://www.gan.co/wp-content/uploads/2020/03/The-Rise-of-Startup-Studios-White-Paper.pdf

No funding/ investor
Interest

Ran out of cash

15



From co-creation to independence in 100 days

Let’s decompile the this in 4 Steps & 4 Stages

FTEs

Acceleration <
: : N
4
x o
~N 7]
v o
g O
()
o
O
AXELRA
TIME
IDEATION PRE-SEED SEED SCALING UP
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The 4 Fits and 4 Stages of a
Tech Venture Building Journey

Y A



Axelra Essentials: 4 Fits startup need to master
The 4 fits that determine successful scaling and it starts with the problem (customer need)

Customer need Product design Go to Market & Pricing Scaling costs

v v v v

Scalability
1. Customer / Problem Fit 2. Problem / Solution Fit 3. Product / Solution Market Fit 4. Business Model Fit

Feasibility

Desirability ‘

Find a problem that is Get validation from Build an MVP and sell Scale the business model

worth solving for a target customers that your your solution to the profitably and pay

group solution solves their market as a product/ attention to quality
problem (partially) service

© by Axelra AG 18



Axelra Essentials: 4 Stages for overcoming the wilderness of your Tech Venture Journey

Understanding both your «<End-Game» and the pivotal steps leading there

VALUE

J¥ From Idea to scale

M Pre-MVP in 50 Days

Jr PowerWeek

Bootstrap

WASULS

IDEATE

EARLY

<
~

TAGE STARTUP

VENTURE BUILDER COMPANY BUILDER /7 STARTUP STUDIO

INCUBATOR

M0 MVP in 100 Days

Friends & Family
VALIDATE

ACCELERATOR

Pre-Seed
LAUNCH

O

SCALE-UP

~ 2 \/
‘:.)'..‘rl‘..'.‘) A

PRE-IPO

PO
EXIT

Revenue

Profits

Scribble

Customer/Problem Fit
Find a problem worth solving for a target
:]";u‘

Revenue 0
Profit< 0O

Valuation: 0.01

50k
Bootstrap, Family & Friends

© by Axelra AG

THE WILDERNESS (0.75 - 5§ MIO)

Pre-MVP

Problem/Solution Fit
Get validation from customers that your
olution solves the problem

Revenue: > 2k
Profit < ©
Valuation: 0.1 - 1 Mio

100k
Family & Friends, Grants, Angels

Solution/Market Fit

Business Model Fit
Build an MVP and sell your solution to Lhe Seale the business mode
marketl asa | roducl/service and pay attention to quality

Revenue > 100k
Profit<0
Valuation: 4 - 6 Mo

Revenue. > 1 Mio
Profit> 0
Valuation: 10 Mio

0.5 - 1 Mio
Angels, Early Stage VCs

1 -3 Mio
VCs. Funds, Family Offices

proftadly

Revenue Growth

~caling revenue by investing in hinng

Revenue: > 15 Mio
Profit >0
Valuation: 16 Mio

2 - 8 Mio
VCs. Private Equity Firms

Growth
Aguiring businessas and scale to

international market

Revenue: » 20 Mio
Profit>0
Valuation: 40 Mio

15 - 50 Mio
VCs. Private Equity Firms . Hedge Funds

TIME

Ravenue: > 100 Mio
Profit> 0
Valuation: 200 Mio

30 - 100 Mio
Venture loans, Bank funds, IPO Investors

19



Agenda

Tech Venture Building like a Pro - Series 1/ 3

10°

1. Introduction in the Tech Venture Building Journey and its 4 Stages

2. Key focus areas in product, management, and growth for each stage

Peach Zwyssig

Peach Zwyssig

10°

3. Journey of the Tech Venture GigTech fueling the Beyond Beauty Club

Peach Zwyssig
Lucas Pelloni
Sacha Uhmlann

10°

4. Summarized and actional insights and strategies from 38 ventures

Peach Zwyssig
Lucas Pelloni
Sacha Uhmlann

15

b. Interactive Q&A

Peach Zwyssig
Lucas Pelloni
Sacha Uhmlann

© by Axelra AG

6. Closing & preview series 2

Peach Zwyssig
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Areas of Tech Venture Building

Focus on outcome and not on method

Design product &
service (offering)

How to optimised and
manager product design
using approaches like
design thinking.

Common Methodes:
- Design Thinking

- Google Design Sprints
- Lean Startup Canvas

- Double Diamond
- Kano Model

© by Axelra AG

Managing
projects

How to effectively
implement and manage @
product management
model that works.

Common Methods:

- Agile

- Scrum

- Waterfall
- Kanban
- Prince2

Building a
company

How to start and build a
company and develop its
business model.

Common Methods:

- Business Model Canvas

- Value Proposition Canvas

- Lean Startup Canvas

- Blitzscaling Canvas Business
- Model Innovation Framework

Accelerating
Growth

How to accelerate and
manage exponential
growth using growth
thinking.

Common Methods:

- Pirate Funnel AARRR

- G.R.O.W.S. process

- T-shapes Growth Hacker
- One metric that matters
- North Star Metric

21



Areas of Tech Venture Building
Co-Creation in 3 disciplines to reach bottom line results

Mana

Execution

We are working in the areas

of Product, Management
and Growth.

Design proc
service (offe

© by Axelra AG

Y A

Building @
company

Funding

ging

Management

arvices Business Model

PSOP

Venture Plan Recruiting

Tech

Venture
Building

Legal Pricing

Mobile Customer

Aquisition

Product Growth

Roadmap
Campaign

Platform

Branding Automation

dApps
Ecosystem

uct &
ing)

Accelerating
Growth

22



Areas of Tech Venture Building
Co-Creation in 3 disciplines to reach bottom line results

Management

Customer
Services

Execution is like Wishinag.
Just more badass.

Go to

In ration
tegratio Market

Product
Mgmt

Data Driven
Campaigns

Customer
Experience

© by Axelra AG 23



Key focus areas in product, management, and growth for each stage

Stage: 1. Ideation

\\\\\\

ldeation

Start with the Problem and spend
more time with understanding the
problem (target group, severity,
alternative painkillers etc.) and less
with the solution.

© by Axelra AG

Stage Characteristics

Fit Customer/Problem Fit
Focus Find a problem worth solving for a target group. Understand it really - also what's behind.
Just the naked problem itself. Number wise:
Traction - Revenue: 0
- Profit.: <0
- Valuation: 0.01
Raise You probably get along with 50 k you normally bootstrap alone or with a Co-Founder or organized

some money from Family & Friends

Axelra Essentials Dimensions

You can use Scribbles, Slides to identify, verify and understand and deep or discuss the problem with

Product

your target group.
Management | Start crafting 1 Slide (Pitchdeck)
Growth Focus on real problem

24



Key focus areas in product, management, and growth for each stage

Stage: 2. Validation

wwwwww

Validation

The best validation is when your
target group pays a small amount of
money. Can be a little as CHF 100 or

CHF 9.90 / month.

© by Axelra AG
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Stage Characteristics

Fit Problem / Solution Fit
Get validation from customers that your solution solves the problem. The best validation is money (it
Focus almost doesn't matter how much). Alternatively in B2B, you can hunt for a committed 1h session in the
next 6 months with the board or the CEO.
Do 2'000 CHF of Revenue - can be lower or ideally higher. Most importantly proof, that there is a
willingness to pay for your solution fixing part of the pain. Put that, including a plan, in the perfect pitch
Tracti deck. Number wise;
raction - Revenue: > 2k
- Profit<O
- Valuation: 0.1 - 1 Mio CHF
Raise Depending on the complexity of your product and to prepare a perfect pitch this can amount to around

CHF 100k. Mostly this can be bootstrapped or is from Family & Friends.

Axelra Essentials Dimensions

Build a Pre-MVP or interactive prototype to showcase how (the solution) solves the problem. Can be no

Product code or low code or a working Pre-MVP (for the main use case that solves the biggest problem). But
needs to contain a price as well.
Management Compile your pitch deck with the goal to get funding for the next phase. Cover the following aspects
9 Problem, Solution, Market, Competition, Product, Business Case, Competitors, Fundraising.
Growth Generate 2k Revenue (real cash on account)

25



Key focus areas in product, management, and growth for each stage

Stage: 3. Launch

wwwwww

Launch

Ship an MVP in 100 days after you
started to generate the first 100k
revenue. You will be rebuilding large
parts of it or the whole thing anyway
- so don't be shy - ship and learn
quickly.

© by Axelra AG
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Stage Characteristics

Fit

Solution/Market Fit

Focus

Build an MVP and sell your solution to the market as a product/service

Traction

Push for launch and revenues. There are a number of things that need to be done before, but with a
product launch and revenues, you've an ongoing business and it's much easier to pursue potential
investors with market traction. Number wise:

- Revenue: > 100k

- Profit<O

- Valuation: 4 - 6 Mio CHF

Raise

Depending on the complexity of the product, market maturity and competition you'd need around 0.5 - 1
Mio CHF. Typically you'd organize it from Angels, Angels Clubs & Early Stage VCs.

Axelra Essentials Dimensions

MVP that is able to generate 100k revenues and more. The product as MVP needs to be built and

Product shipped. This demonstrate your ability to deliver, launch and generate revenues.

Incorporate organisation, win talents and build ESOP/PSOP, refine pitch deck to ensure more funding.
Management : : .. Lt : :

Don’t worry about a high pricing / profitability - focus on getting paying customers.

Demonstrate Traction by closing and delivering sales (B2B) and/or onboarding customers (B2C) to build
Growth MRR / ARR. Experience with growth hacking (Inbound, Outbound, Virales, Influencer, Referral etc.) and

building on what works well.

26



Key focus areas in product, management, and growth for each stage

Stage: 4. Scale

wwwwww

Scale

Now is the right time to think about
scaling. Keep an eye on CACs and
CLTVs and push growth hacking!

© by Axelra AG
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Stage Characteristics

Fit Business Model Fit
Now you can work on scaling the business model towards profitably while paying attention to quality.
Focus You'd be able to scale your revenues while keeping your costs and quality under control. Besides the
CAC (=Customer Acquisition Costs) especially the CLTV (=Customer Lifertime Value) becomes important.
Try to reach profit > 0. Sounds simple but turning into profitability (also for a quarter or a couple of
months) is what you need to focus on. The Valuation will be massively impacted as well as the new kind
Tract of investors investing in your startup. Number wise:
raction - Revenue: > 1 Mio CHF
- Profit>0
- Valuation: 10 Mio CHF
When scaling your CAC efficiency (need to improve over time) your CLTV becomes important and for
Raise this Scaling (Organization, Product, Ecosystem, Revenue Streams, Markets etc.) you will need funding.

Depending on the case around 1 - 3 Mio from VCs Funds or Family Offices.

Axelra Essentials Dimensions

You'll come close to your R1.0 (of course it's never complete) of your product vision and it makes sense

Product

to scale up.

In your next pitch, be prepared to know exactly what your marginal costs are so that investors
Management :

understand that more money = profit.
Growth Anything that helps you get to the point where you are earning more money than you are spending.

27
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bevondbeautyclub.com

GiGTech

Disrupting Social Selling and providing
personadlized opportunities.

The customised cosmetic dermatology for SIMON OURIAN
M.D. that fuels everyone's side hustle on Beyond Beauty

Built in 240 Days.


http://beyondbeautyclub.com

PSOP

Venture Setup

Management

Venture Building & Business
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Plan Tech
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Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
What a journey so far

EARLY STAGE STARTUP SCALE-UP

VALUE

|—“|_ : V |1
8= — B0
’____ == =T Series . X
PRE-IPO
° e 2 LI
§ §7 § = =
5 3 1
* !
B Nl Senes A
| e =25 GROW
=1 = o

Pre-Seed

LAUNCH

N\Vll DERNESS (0.75 - 5§ MIC/‘

Frnends & Family

Bootstrap VALIDATE
IDEATE

@ S— Q

Fit Customer/Problem Fit

Firvd a problaem worth -,:_:l_',wvu__) for a largel

Problem/Solution Fit Solution/Market Fit Business Model Fit Revenue Growth

Got validation from customers that vour Build an MV and sell your solution 1o the Scale the businass modal profitably

Growth

qroup

. ROy A ik ins b iinescas and soata bia
Scaling revenue by investing In hirnng AGLENNG DUSNESSES an S4Ale 1Q
’ i 1/ brancling to exnanc INternalional markels
solution solves the problem market as a product/sennce ard pay attention o marketing /7 branding to expand ernaticnal market
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Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
Crafting the overall concept & story of Social Commerce 3.0

Customised cosmetic dermatology for SIMON OURIAN M.D. will fuel everybody side hustle on Beyond Beauty

Academy
Gamified Learning

. Personalized
— _— Gig Econom
'L’;«f:‘é’ Su bscrlptlon Creating a gide Hustle for e?//erybody
—
] . . Referral
Website Skin Consultation

Social Commerce

virtual Simon

Referrql
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Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
Our Journey - Slicing into «Elephants»

mdo-skin.com

Desktop

Warehouse &
Fulfiiment

Shopify

ERP, CRM, PIM
(Customer Stack)

© by Axelra AG

3D Avatar

Skin Image
Processing

SOCO 3rd Party

mdourian.com

Desktop

Data Driven

. Personalized Warehouse &
Marketing . . .
. Subscription Fulfilment
Campaigns
Shopify

DWH / Analytics / ML / Prediction

ERP, CRM, PIM (MS Dynamics)

Referral MLM

SOCO

Academy

P e e e e e T T R e e e e e

Blockchain
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http://mdourian.com
http://mdo-skin.com

Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
Our Journey - Putting into Axelra Delivery Framework

Incorporation

Warehouse &
Fulfilment Management { Recruiting J

Support

Personalized

Subscription

GIG Data Driven

Tech Marketing
Campaigns

- - Product Growth
Websit)i
Referral System
&2&;?‘ \
Skin Image Academy

Processing

\{ Blockchain J

© by Axelra AG 3D Avatar 37




Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
Creating an master plan for the stages

Phase | Phase Il Phase llI

July - Dec 2022 . Jan-June 2023 . July 2023 - FF
Venture | | : |
Building Acceleration >
Handover >
MVP Alpha MVP Beta R1.0 R1.X
Build to learn Complete + Integrate Learnings Scale Scale
Digital
380 Users 2'250 Users 3’500 Users
20 Micro Entrepreneurs . 250 Micro Entrepreneurs . 350 Micro Entrepreneurs
Product Line Product Development, Production incl. Packaging > 30% - 16 Products > 100 % - 30 Products >
MD Ourian
= 2 -3 Sets = 12 Sets
December 2022 February 2023 March/April 2023 June 2023

© by Axelra AG 38



Journey of the Tech Venture GigTech fueling the Beyond Beauty Club
The Results until December 2023

Joint Launch of:

- MVP Alpha — December 2022

- MVP Beta - February 2023

- Silent Go-Live in the UK - June 2023
- Go-Live — September 2023

Management
"' As of September 23:

- 7,000+ active club members
- over 20,000 virtual skin consultations facilitated
- reaching across 28 EU nations

As of December 23:

- Ireland went live
- Handover to team of 50 people successfully completed.
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Agenda
Tech Venture Building like a Pro - Series 1/ 3

10° 1. Introduction in the Tech Venture Building Journey and its 4 Stages

Peach Zwyssig

10 2. Key focus areas in product, management, and growth for each stage

Peach Zwyssig

10 3. Journey of the Tech Venture GigTech fueling the Beyond Beauty Club

4. Summarized and actional insights and strategies from 38 ventures

Peach Zwyssig
Lucas Pelloni
Sacha Uhmlann

Peach Zwyssig
Lucas Pelloni

15 b. Interactive Q&A

Sacha Uhmlann

Peach Zwyssig
Lucas Pelloni
Sacha Uhmlann

5 6. Closing & preview series 2

© by Axelra AG

Peach Zwyssig
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Summarized and actionable insights and strategies from 38 ventures

Actionable Insights by stage

Product

Management

Growth

© by Axelra AG

ldeation

Talk to real Customer

Focus on Problem and Pain and
it's intensity

Max 1 Week Hackathon for
Prototype (Temptation is huge)

Make a 1 Slide Pitch

How much will customers pay?
Are there Alternatives to kill /
mitigate pain

Carefully select co-founders

Write your future press release
Look for workshop in the industry
How large is that market and
competitors?

Domain Name + Brand
Registration

Validation

- Select MVP Scope (most value add
first)

- Build a beautiful prototype to
validate (not to show user
settings)

- Pricing Info is a must

- Perfect Pitchdeck with all
components needed

- Get a valuation report to know
your value

- Sign a co-founders term-sheet

- Build, track and measure customer
relations + Waitlist)

- Get 2k Revenue or a Meeting with
the CEO/Board

- Funding works fine with SAFE
agreements

Launch

Launch MVP to generate revenue
(you'll keep only parts of it)
Iterate and learn based on data
quickly

Pivoting is standard

Incorporate organisation with
ESOP/PSOP

Refine pitch deck for traction to
ensure more funding.

Hire people who get things done

Don’t worry about a high pricing /
profitability - focus on getting
paying customers.

Build a simple Referrals program
and ask for referrals proactively
Experiment with Growth Hacking

Scale

Decrease product development
pace incl. releases

Reevaluate USP & Scope of your
product

Look for and provide own
integrations

Refine pitch deck and know your
CAC, CLTV and your marginal
costs

Keeping your costs and quality
under control

Look for profiles to scale / lead

Boost Growth Hacking while
reducing experiments

Monitor Customer Satisfaction
while adapting pricing

Build MRR / ARR to come to
positive cashflow. Don't worry yet
about breaking even.
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Agenda /
Tech Venture Building like a Pro - Series 1/ 3 A

10° 1. Introduction in the Tech Venture Building Journey and its 4 Stages Peach Zwyssig

10 2. Key focus areas in product, management, and growth for each stage Peach Zwyssig

Peach Zwyssig
10 3. Journey of the Tech Venture GigTech fueling the Beyond Beauty Club Lucas Pelloni

Sacha Uhmlann

Peach Zwyssig

10 4. Summarized and actional insights and strategies from 38 ventures Lucas Pelloni
Sacha Uhmlann

Peach Zwyssig

5. Interactive Q&A Lucas Pelloni
Sacha Uhmlann

5’ 6. Closing & preview series 2 Peach Zwyssig

© by Axelra AG 46



Agenda /
Tech Venture Building like a Pro - Series 1/ 3 A

10° 1. Introduction in the Tech Venture Building Journey and its 4 Stages Peach Zwyssig

10 2. Key focus areas in product, management, and growth for each stage Peach Zwyssig

Peach Zwyssig
10 3. Journey of the Tech Venture GigTech fueling the Beyond Beauty Club Lucas Pelloni

Sacha Uhmlann

Peach Zwyssig

10 4. Summarized and actional insights and strategies from 38 ventures Lucas Pelloni
Sacha Uhmlann

Peach Zwyssig

15 b. Interactive Q&A Lucas Pelloni
Sacha Uhmlann

6. Closing & preview series 2 Peach Zwyssig
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6. Closing & Overview «Tech Venture Building like a Pro»

We'd love to see you to Series 2

26.03.2024

Actionable Insights of 38 Ventures to
Double the Speed until Profitability in
Product, Management & Growth

This session delves into the crucial 4 stages of
tech venture building: finding the fit for the
customer/problem, problem/solution, solution/
market, and business model. We emphasize
the core aspects of product, management,
and growth and reveal actionable insights.

L earn and exchange with Peach, Lucas and
Sacha and how they doubled the venture's
speed toward profitability.

Speakers

- Peach Zwyssig
- Sacha Uhlmann (GigTech / Beyond Beauty)
- Lucas Pelloni
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04.04.2024

Focus Product: Validation in 50 Days,
Launch MVP and Generate Revenues
in 100 Days and Pivot Successfully

Speed and adaptability are crucial when
building a startup. Learn about efficient ways
to design and validate your digital product or
service and launch an MVP so that you can
start generating revenue within 100 days. We
will also talk about the need and efficient ways
to pivot and the impact on the validation and
traction.

Speakers

- Peach Zwyssig
- Dr. Stephan Meyer (Obligate / FQX)
- Lucas Pelloni

15.065.2024

Focus Management & Growth: from
Venture Building Plan to Funding, CAC

to CLTV in Swiss B2C Fintechs and
Data Driven Valuations with Equidam

We refer to building a compelling venture
ouilding and hiring plan, incl. a business case
with CAC and CLTV in the context of Swiss tech
startups, creating a valuation report, and
crafting a pitch deck. And we talk about
securing early funding for Swiss tech ventures
and the funding map. For creating the
valuation report, we show insights from our
oartner Equidaom and have the opportunity to
talk with the founder & CEO.

Speakers

- Peach Zwyssig

- Daniel Faloppa (Equidam)
- Stefan Butler
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Thank you

Peach Zwyssig
Co-Founder & CEO

Phone +41 78 87057 28

E-Mail peach.zwyssig@axelra.com

Axelra AG | Haogenholzstrasse 83 | 8050 Zurich
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