Financial Overview

AfroCom is positioned as a groundbreaking super-app ecosystem, targeting the global

Afro-community with a scalable digital platform covering social networking, classifieds,
commerce, and more. The company’s financials indicate robust growth potential and a

sustainable path to long-term profitability.

Business Model & Revenue Streams

AfroCom employs multiple revenue streams, including:
e Freemium and Premium User Subscriptions (standard subscription at $6/month
launching 2026)
e Business Subscriptions (launching 2026)
e Advertising (launching 2026, using conservative rates below industry standards)
e Sales Commissions, Fintech/Digital Wallet, and API Data Informatics (phased in
by 2028)
As from mid 2025, pre-subscription sales are already generating an average of
$350/month, indicating early market traction.

Growth & Market Opportunity

e Total Addressable Market (TAM): 488 million globally (Afro-descendant youth
15-34)
e Serviceable Available Market (SAM): 229.6 million (internet-penetrated segment)
e User Acquisition Strategy: Conservative projections target 25% penetration of
SAM over three years (57.4M users) with milestone targets:
m End of Year 1: =40,000 MAUs
m End of Year 3: 1.4M MAUs
m End of Year 5: 38.4M MAUs



Key Financials

Revenue

Cost of Sales

Gross Profit

Operating Expenses

Net Income

Cash at Year End

$443,487
$193,844
$249,643
$875,244
($494,225)

$378,713

$3,089,390
$545,054
$2,544,336
$1,876,200
$527,828

$1,202,875

$5,746,265
$861,940

$4,884,325
$2,022,400
$2,260,921

$3,929,491

$10,688,052
$1,603,208
$9,084,844
$2,224,140
$5,419,957

$10,194,191

$19,879,777
$2,981,967
$16,897,810
$2,446,054
$11,416,888

$23,210,200

e Profitability: Break-even is projected for the first half of Year 2. From Year 2,
AfroCom is profitable, scaling net income to over $11M by Year 5.

e Gross Margin: Grows from 56% (Year 1) to 85% (steady from Year 3 onwards).

e Marketing & R&D: Substantial investments are made early in user acquisition and
product innovation, tapering as platform scales.

Expense Structure

e Largest expense drivers: marketing & promotion, R&D, salaries, infrastructure,
and customer support.
e Cost control: Operating expenses are managed relative to user growth; cost of
sales remains at =15%.

Key Metrics
e Customer Acquisition Cost (CAC): Stabilizes at $3.50/user by Year 3.

e Lifetime Value (LTV): $43.71/user by Year 2 (3-year lifecycle).
e LTV:CAC Ratio: Projected at 12.45 (Year 2) - indicating efficient monetization.
e Revenue per User: Stable, moving from ~$14.57 (Year 2) to ~$14.59 (Year 3).

Cash Flow & Investment

¢ Initial Funding Required: S1TM (growth, team, and platform scaling)



e Payback Period: =2 years and 2 months
e Ending Cash Balance (Year 5): Exceeds $23M, supporting further expansion.

Sensitivity Analysis
e Even with a 15% decrease in projected revenue, AfroCom remains profitable after
Year 2, demonstrating the model’s resilience.

Investment Opportunity

Large, under-served market with growing digital adoption.

Rapid scalability and diverse, defensible revenue streams.

High unit economics and quick path to profitability.

Significant social impact aligning financial returns with community
advancement.

AfroCom'’s strong revenue trajectory, compelling unit economics, and robust fund
management make it an exceptional investment opportunity in Africa’s and the
Diaspora’s emerging technology ecosystem



