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I 
 

   RESUMO 
 

Acredito que só com uma atitude proactiva, que procura e explora a inovação, se pode 

criar desenvolvimento económico e sustentável e reerguer Portugal neste tempo de crise que 

actualmente vivenciamos. Os países necessitam de empresas que criem valor, de organizações 

sólidas e dinâmicas, de produtividade efectiva, de criadores e empreendedores. As 

implementações de novas políticas de incentivo à criação de startups devem também ser 

acompanhadas à posteriori, de medidas específicas correctivas, com o objectivo de se manter a 

sustentabilidade das empresas. 

Uma das questões com mais enfoque neste sector é a taxa de sobrevivência 

das startups após os 3 anos da sua existência. Estudos apontam no sentido de que seria 

desejável um aumento dessa taxa para cima dos 50% e um incremento da participação de 

adultos na criação de empresas, dos 4,5% actuais para os 9%, já atingidos em 2009. A 

concretização destes parâmetros percentuais, que está correlacionada com uma melhoria das 

aptidões técnicas e do aumento na transmissão do conhecimento dos próprios 

empreendedores, permitirá uma forte alavancagem na criação de negócios bem-sucedidos. 

O LaunchRail nasce para resolver este problema. Projecto desenvolvido em equipa, visa 

essencialmente facilitar a comunicação entre empreendedores e mentores. Pretendemos 

promover de uma maneira inovadora a permuta de conhecimentos com custos reduzidos. 

Em síntese, o LaunchRail ajuda startups a desenvolverem negócios e a gerar valor 

acrescentado para mentores e investidores de risco. Mas, acima de tudo, o LaunchRail é 

altamente rentável, como irei demonstrar neste trabalho. 

 

PALAVRAS-CHAVE: Empreendorismo, Projecto Empresarial Aplicado, Crowdfeedback, 

Mentoria Empresarial, Capital de Risco, Startups. 



 

II 
 

ABSTRACT 

 

I believe that only a proactive approach that seeks to explore innovative paths can take 

Portugal out of this crisis and create sustainable economic development. Countries need 

enterprises in order to create value and overcome crisis. So, the creation of an organization is 

defined as entrepreneurship, which becomes one of the strongest country policies measures to 

country development. 

We need to raise the survival startups rate after three years, to above 50% and refresh 

the entrepreneurship spirit, by raising the early-stage rate up to 9%, as it was in 2009, in order to 

improve the creation of successful businesses. The best way to do it is to provide entrepreneurs 

with business skills and know-how transmission.  

LaunchRail emerges to solve this problem. Born out of team work, the project aims to 

facilitate and promote communication between entrepreneurs and mentors. Our goal is that the 

platform encourages an innovative exchange of knowledge at a low cost. 

Summing up, LaunchRail helps startups developing their business and creating value to 

mentors and venture capitalists. But most of all, we stress that we estimate to pursue that in a 

highly profitable way, as it will be shown in this report.  
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1. INTRODUCTION 

 

1.1. Entrepreneurship Concept 

Many definitions of entrepreneurship are constantly emerging in this field of study. Some 

of them describe the environment, the economic point of view or even the motivations of 

entrepreneurs. Facing the difficulty to choose a definition widely accepted by every author, 

Gatner simplified and clarified it as: “Entrepreneurship is the creation of organizations. What 

differentiates entrepreneurs from non-entrepreneurs is that entrepreneurs create organizations, 

while non-entrepreneurs do not” (Gatner, 1988 - p.11).  

Entrepreneurship is booming all over Portugal, Europe and the United States of America 

in recent years. The global financial and economic crisis turned all eyes on to this phenomenon, 

where entrepreneurs have been gaining ground as important sources of innovation and therefore 

associated with the growth and development of the country. As Ahmad & Hoffman (2007) 

referred, “[t]he recognition that entrepreneurship and entrepreneurs are important drivers of 

economic growth, employment, innovation and productivity has been long understood by analysts 

and economic theoreticians (…). It was, however, not until the 1990s, that the term 

entrepreneurship became a buzzword both in the media and in political debate. Newspapers 

were full of success stories about self-made billionaires and politicians wanted to support and 

encourage their endeavors more widely.”  (Ahmad & Hoffman, 2007 - p.2).  

 

1.2. Entrepreneurship Relevance 

Despite the current crisis, Portugal alongside other European countries has shown a 

growing propensity to embrace this phenomenon and continue to implement new strategies and
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politics to promote new businesses creation as studied by Lundström & Stevenson (2005), Hart 

(2003) and OECD (2007). 

The entrepreneurial culture has grown considerably in recent years in Portugal, where 

new measures and new programs to encourage creation of small businesses have been 

successfully implemented. Many studies were conducted to analyze the reasons for this growing 

culture. Therefore, INE (2012) analyzed which are the major motivations for the creation of new 

businesses, in Portugal. According to the data, about 56,3% of early-stage entrepreneurs 

mentioned that their startups were moved by opportunity and for business motivation, 31.1% 

were motivated by need and finally, about 12,6% claimed that a mixture of motives were behind 

the creation of their business. Although the percentage of entrepreneurs motivated by opportunity 

remained relatively stable compared to 2007, the percentage of entrepreneurs motivated by need 

increased during the period between 2007 and 2010, facing the crisis. 

The consequences of the economical conjuncture, affected negatively the growth of 

some companies during this period. As referred by the European Commission (2009), high-

growth companies felt between 2% to 4% in 2010, consistently below past levels (between 3,5% 

and 6%) in 2006, in almost all OECD countries. 

According to INE (2009), Portugal registered an ESR (early-stage rate) of 4,5% in 2010, 

resulting in the existence of approximately 4 to 5 early-stage entrepreneurs per 100 individuals in 

adulthood. This result reflects the impact of the crisis, observing a reduction from the Portuguese 

ESR in 2007 (about 9%). This fall aligns with the forecasted data presented in the context of 

Empresa na Hora (2011) initiative, pointing to a 19% reduction in 2010 of the number of 

companies established in Portugal, compared to the numbers obtained in 2007. Despite the 

statistics showing a decline in the practice of entrepreneurship, Portugal has not stopped the 
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entrepreneurial activity in the years 2011 and 2012, even during the economic situation that the 

country was undergoing. 

In spite of the decrease of early-stage entrepreneurs and the increase of entrepreneurs 

motivated to create a new business by need, we observed a change in enterprise death rate on 

Portugal recent last years. According to data collected by INE (2012), survival rates of new firms 

after three years are still low (about 48,74%) in Portugal. Accordingly, enterprise death rate has 

increased from 10,31% in 2004 for 17,71% in 2010, confirming the need to invert these statistics.  

 

1.3. Motivation 

 This project is the final Masters’ work, in Finance, Markets & Derivatives. With the 

foundations acquired in this master plan, we intend to implement a business of crowdfeedback 

platform for startups. In the context of entrepreneurship, LaunchRail emerges to facilitate 

communication between entrepreneurs and mentors, while establishing a new market in the 

online economy. 

As an additional goal, on top of the requirements to obtain the Master's degree, we will 

seek financing from the banking and/or other investors to make this project real. 

We believe that only a proactive approach that seek and explore innovative paths, can 

take Portugal out of this crisis and create a sustainable economic development. Entrepreneurship 

represents that, as we will show it in this project. 
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1.4. Opportunity 

Companies are taking advantage of the entrepreneurial activity and increasingly 

attempting to develop products to face this new segment. Other organizations are starting to build 

an ecosystem around startups, such as incubators and accelerators, as we will present moreover 

in this work.  

Web services are the first ones to test and approach a new market, regardless of whether 

a business model is targeted to consumers or business. With this, new online platforms are 

created every day, opening new market opportunities.  

LaunchRail will target this recent market opportunity to build an online platform in the 

entrepreneurship niche. Our platform will match entrepreneurs with mentors, to generate startup’s 

feedback. 

 

2. Lean Startup 

 

2.1. Conceptualization 

Customer behaviors are generating a lot of uncertainty about their habits and desires 

under new and innovative product/services, and because of that, startups need to learn from their 

customers as quickly as possible. A study carried out by Rancic (2012) defines a startup “[a]s 

operating around a vision that its product will uniquely solve the pressing problems of customers 

in their target market and still are organizations that develop new products under conditions of 

extreme uncertainty”. (Rancic, 2012 - p.25). In order to mitigate risks and uncertainty, a new 

approach was taken in the past two years, named, Lean Startup. It was developed by serial 
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entrepreneur and Professor Steve Blank and entrepreneur and investor Eric Ries. Their 

contribution helped to reduce the costs of creating new businesses (Miller& Bound 2011).  

Accordingly to Rancic (2012), this methodology targets both startups and big 

organizations. The fundamentals of the Lean Startup are based on conducting several 

experiments, to reduce the initial uncertainty and thus leverage the startup progress. This 

progress is possible to observe in figure 1 below, where different phases of the startup are 

represented, such as, the building procedure; measuring; and learning. Furthermore, a startup 

may repeat this loop over and over again until the product fits the market, based on trial, error 

and learning, with the lowest possible capital invested. Consequently the chances of the startup 

becoming successful, increases. 

 

Lean Startup Cycle 

 

Figure 1 - Lean Startup Concept 

Source:  http://theleanstartup.com/principles 

 

 

 

 

http://theleanstartup.com/
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2.2. Lean Startup application  

The complexity to identify the perfect product and to obtain a desired product into 

“customers’ hands”, as quickly as possible, is enormous. Many large organizations, such as, 

Evernote, Yahoo, Instagram, Dropbox, Wealthfront, Grockit, and many more, followed this 

approach to achieve faster growth. 

This methodology is capable of testing ideas faster than ever, resulting in a huge creation 

of startups and consequently a great propensity to innovate, particularly in the creation of new 

concepts such as the case of social networks, like Facebook or Twitter. Many other organizations 

have targeted niches to explore new opportunities on the online platform emerging ecosystem.  

Chasing these opportunities in the market of new business creation, crowdfunding 

platforms arise to materialize ideas faster and with less amounts of investment. One kind of such 

platform is Kickstarter. This type of platform is becoming a huge success among entrepreneurs 

around the world, mainly because it enables them to have their product released without investing 

any money. With this platform, entrepreneurs are able to show their product, by creating a 

campaign. They promote it by a short video and a description, while offering a special retail price. 

It basically, works as a pre-order.  

The output of this mechanism is quite impressive. Once startups have orders of the 

products that they do not even have in production line yet, they can fund it with income generated 

by a crowdfunding campaign. If the campaign is a success, meaning if it reaches the target 

amount of money in a specific period of time, entrepreneurs will receive this money from 

customers (upfront). In the end, Kickstarter gains a 7% fee of the total amount received by 

entrepreneurs. This business model presents a win-win strategy for all those involved in the 

campaign. 
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These platforms are booming in the entrepreneurial activity, which has faster and bigger 

access to market. Portugal is no stranger to this area: Massivemov.pt and PPL.pt are two big 

crowdfunding platforms based in Portugal.   

Having in mind the enormous advantages of these platforms to startups, we decided to 

position ourselves alongside the entrepreneur journey. The journey to create a product is so 

complex that only a very few entrepreneurs successfully do it by themselves. Third parties are 

key points to leverage a startup, in particular expert people, like mentors. 

We will provide access to mentorship on different stages of the startup. Our platform is 

based on the mechanism mentioned above, but for the feedback niche, instead of the funding 

one. As with Kickstarter, we will target feedback on startups. Entrepreneurs launch their startups 

campaigns looking for feedbacks in different areas, while mentors answer those questions in their 

expertise field. 

 

3. Data Collection 

In a study carried out by Henrekson (2005), it is stated that the economies oriented for 

innovation can be expected to make the emphasis on industrial activity, to gradually changing to 

the services sector, as they increase wealth. This sector should be able to meet the needs of a 

growing population, meeting the future demands, and might be an opportunity for small innovative 

companies which benefit from a productivity advantage when compared with large companies in 

terms of innovation, allowing these small actors to operate as "agents of creative destruction". 

While innovating and taking all the risks associated with it, LaunchRail wants to take a 

step ahead in the field of startups, trying to follow and take advantage of the entrepreneurship 

ecosystem that is booming in Portugal and in Europe. In order to do it, we took a market 

opportunity via Mentorship and feedbacks shared between mentor and mentees.  
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This process of matching mentor and mentee is extremely relevant to mitigate errors and 

transmit experience and learning. The act of mentoring takes place in a variety of socio‐economic 

contexts (Sullivan, 2000) and with different objectives like psycho‐social development (Baldwin 

Grossman, 1998), academic development (Young & Perrewé, 2000) and career development 

(Whitely & Coetsier, 1993) which this project will be focused on. Mentorship is widely recognized 

by many authors and has received a lot of attention in the past few years. It is considered of 

crucial importance by many authors for the career, academic, and psycho‐social development of 

people (Bierema & Merriam, 2002).  

Mentoring for self-employed has got less attention. Still some literature is produced on 

this topic (Waters et al, 2002; Sullivan, 2000; Akmaliah et al, 2007). This is remarkable since in 

these articles the benefits of mentoring to the survival and growth of small and medium sized 

enterprises is acknowledged (Wikholm et al, 2005; Cull, 2006). The added value of a mentoring 

relationship for a small and medium sized enterprise even seems of ‘longer‐term’ (Sullivan, 

2000). For new ventures this is applicable as well. Researchers name it as one of the most 

important support factors for new ventures besides business incubators (Akmaliah et al, 2007; 

Bellini, 2002) and its practical relevance is underlined by the presence of a mentoring part in most 

business development programs. 

Mentorship across entrepreneurship is also a key feature in the startup development. 

However, getting connected with expert people can be very hard, particularly when a business 

starts from scratch. As a matter of fact, entrepreneurs struggle to find quality mentors in order to 

guide them and provide insightful feedback in their journey. 

We decided to focus our efforts on delivering a plausible solution to the difficulty of 

getting quality feedback consistently. So, we built a platform where we connected entrepreneurs 
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with individual mentors, reducing the lack of time and capital and increasing the odds of getting 

insightful feedback for startups. 

To deliver our solution to customers, entrepreneurs and mentors, we based a strategy on 

several issues: Target Market, Customer Segmentation, Partnerships, Competition, Marketing 

Strategy and Business Model. 

  

3.1. Target Market  

Entrepreneurship market in Portugal has been widely recognized in the past years as 

observed earlier in this project. There has been a continuously growing community of the startup 

ecosystem, either composed by Incubators, Accelerators, Coworks and FabLabs. These 

institutions have a wide range of mentoring network, which we will use as a partnership, 

mentioned before. Our target mentors are directly associated with them. For instance, in Lisboa, 

more than 40 organizations exist dedicated to startups, and several of them have more than 20 

mentors to guide entrepreneurs. This number is rising, either in organizations and mentors. 

Outside our boundaries, we face a different reality. In Europe around 136 large 

incubators and about 111 accelerators exist, according to a study conducted by Telefonica (2013) 

in 10 European Countries (with the higher GDP). 

The recognition of this phenomenon leads to entities investing in studies and analyzing 

data about the entrepreneurship market. Informa D&B (2013), conducted a study that found 

interesting data about entrepreneurship in Portugal, as presented in table I. 

Portugal will be our pilot market, so it is crucial to determine the number of startups we 

will target, mainly in geographic areas and sectors. 

In 2010, the sectors of the Portuguese economy where there is a higher percentage of 

entrepreneurs, are the consumer-oriented sector (which includes all businesses targeted for the 
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end consumer), with 54% of entrepreneurs; the processing industry (including construction, 

manufacturing, transportation, communications, utilities and wholesale distribution), with 26,5% of 

enterprising; customer-oriented organizational sector (which includes all activities where the 

primary customer is another business), represents 15,5% of entrepreneurs, according to data 

provided in GEM Portugal (2010).  Based on that, it is possible to conclude that the so called, 

B2C, business to consumer business model, represents the majority of the universe of startups in 

Portugal, with 54%.  

We are considering that a startup labors up to 6 years as studied by Kalakota & Robinson 

(2001) and entrepreneurs are considered founders and managers at respective startup as 

referred by Ritter & Gemunden (2003). 

Following what has been established so far, we will target startups based in Portugal, to 

get traction in our service.  

Our forecasts rely on two different methods. Portugal does not have a platform that 

agglomerates Portuguese startups, so we need to base our assumptions in historical data. This 

data is divided in different moments, where different sizes of the market will be targeted.  

The first moment corresponds to the first year of activity, which we will prioritize startups 

in Portugal. The following moments corresponds to the respective year, with exception of the 

fourth moment, which will last over two years. It will take place in year 4 and 5 of LaunchRail 

activity. 

Along the LaunchRail journey, we will need to test our business model in different 

countries. We will then, proceed to internationalization in year 2, by targeting specified startups 

worldwide, in Europe and Portugal as can be observed in table II. After targeting approximately 4 

093 startups in this period, we will start to open the boundaries by adding startups in any stage, 
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but still in the same 10 areas/sectors of activity. Phase 3 represents more than 18 000 startups, 

fewer than the last phase where we will finally target a very large number of startups, 53 125.  

In table III, it is possible to observe the calculations, based in recent years, to get an 

approximate of numbers of startups target moment. 

We observe that the number of startups, represent a large sample to test and implement 

LaunchRail. As observed bellow, we intend to internationalize and increase market share, on an 

ongoing annual basis. 

 

 

Figure 2-Startups Targeted 

Source:  Author 

 

3.2. Customer Segmentation 

Gender differences are important indicators to segment our market. According to data 

from the European Commission (2009), women continue to be less successful than men in 

building their own business. This difference translates into an average of 35% less profitable than 

men, in all countries. The gaps are wider than those observed in wage employment, which are 

15% on average. 

1096 5862 
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According to data collected from INE (2012), the gender distribution of entrepreneurs in 

Portugal, observed that the number of male entrepreneurs equals about twice the number of 

female entrepreneurs. In 2010, the age group that registers the highest ESR rate is 25 to 34 

years (6,7%). However, in 2007 the age range associated with higher ESR rate was between 35 

and 44 years (12,1%). There has been a decrease in this indicator in all age groups between 

2007 and 2010.  

Based on these facts, the majority of entrepreneurs in Portugal are males aged between 

25 and 44 years, with particular focus on ages 25 to 34 years. That group of individuals 

represents our customer segmentation. 

 

3.3. Partnerships 

Before picking partners, we identified different agents in the entrepreneurship ecosystem 

to fit as candidates. The environment which we belong to is composed either by entrepreneurs or 

entities that provide services for them, such as: Business Angels; Venture Capitalists (VC); 

startups’ services provided by companies; acceleration programs and incubation programs.  

 

3.3.1. Incubators and Accelerators  

Our partnerships will focus on services targeted to startups, mainly incubators and 

accelerators. As referred by Miller, O. & Bound, K. (2011), “[t]he benefits of supporting new 

businesses through their fragile early stages have been recognized for decades. In the public 

sector, business incubators have for over 30 years been a popular policy instrument to foster 

entrepreneurship and regional development, aiming to create jobs and catalyze local economic 

growth. For the private sector, incubation based on a rent-seeking model has grown into a 

significant international industry in itself, while professional services firms now often collaborate 
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on a shared offering to companies. At the same time, investors have experimented with 

incubation as a way to improve the performance of their portfolio, and large companies have 

developed in-house incubators to support new companies as a way to boost supply chains or 

source new ideas”. (Miller, O. & Bound, K., 2011 - p. 8) 

Since incubators and accelerators have an important role in the emergence of new 

projects these organizations are being created all around in Portugal, particularly in Lisboa, Porto 

and Braga. They will eradicate risks of early failure by providing services that will fulfill 

entrepreneurs’ inexperience and doubts. When a project is conceived by prosecutors, it has no 

contours and contains too many unknowns, namely: 

• How to implement and develop the idea; 

• How to obtain financing; 

• How to reach the market; 

• What products and what price should be established; 

   

Incubators have experience, contacts and ideas to support those who want to start 

developing a new project. They provide mentors, an experienced professional who helps to 

guide, to challenge and to propose solutions that will allow a faster business development.   

Other institutions related to entrepreneurial activity are accelerators, which as its name 

suggests, gives developers an acceleration of their own businesses. Usually, in less than 3 

months, the program intends to run 4 phases of the project efficiently and effectively, as follows: 

• Validation of the idea and development of the respective pitch. 

• Introduced the idea and value proposition to customers in order to get "feedback" about 

it. 

• Prototyping idea by developing a MVP (minimum viable product). 
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• Obtaining investment from mentors and investors. This last step of fundraising goes 

through a demo-day, where prosecutors try to raise capital for their startups. 

Our goal is to target those organizations, as they register their startup and propose 

mentors to be associated with them. We will then provide easy connections and clear feedback 

exchange on our platform, while the organization receives data about a number of feedback 

exchanges, in a certain period of time and which are the most active members. Also, both 

startups and mentors will have the name of the organization associated with each profile. 

It is important to have partnerships, with incubators and accelerators in Portugal. In Lisboa, 

we have a very good relationship with Beta-i and Startup Lisboa. They are considered as best 

incubators and accelerators, respectively and will be the first ones to be approached.  

 

3.3.2. Companies 

Companies observed this recent growth in entrepreneurial activity in Portugal and begun 

to adapt their products and services to startups, by reducing some features and the price. We had 

the opportunity of having a meeting with SAGE (accountant and management software), Gastão 

Cunha Ferreira Patent (Intellectual Property Company) and Consumidor 101 (consultant), which 

they are trying to target the entrepreneurship market. Once we share the same target market, we 

partnered with them.  

By showing each special service design to startups in our consultant services section, on 

our webpage, we collect a fee of 10% for each service sold and take advantage of their 

advertisement in their website and social media. 

 A survey was conducted in Startup Lisboa in order to conclude, what are the most used 

software services, related with e-mail marketing, billing/accounting, analytics, communications 

and others important services to tech startups. The software presented in table IV, are the ones 
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that entrepreneurs at Startup Lisboa use the most. We will contact companies that provide 

software for at least two Startups.  

Every organization that we contacted was interested and some of them already send us 

information, to show its products on LaunchRail. Currently, we are testing foreign services. In 

order to do that, we presented Crazy Egg (website tracking mouse software) campaign in our 

website, to analyze if Portuguese entrepreneurs are interested in it. 

 

3.4. Competition 

With regard to the concept of crowdfeedback for start-ups and small businesses, 

LaunchRail face two types of competition. On one side, competition in the entrepreneurship field, 

as online platforms target entrepreneurs and startups. On the other side, online platforms 

concerned with providing feedback can embrace this new concept of targeting new customers, 

namely entrepreneurs.  

In respect to the first group, there are online platforms with thousands of users who are 

strongly positioned in the market. Some of them like Gust, which is dedicated to match startups 

with investors. Others, such as Angelist are dedicated to fundraising and job lists. Platforms and 

events portfolio of start-ups, as F6S and Startup Genome, are in immersion in the entrepreneurial 

market, by aggregating several startup events and perks.  

This type of platform that generates large number of users contains the target audience 

of LaunchRail. 

In respect to the second group, feedback platforms are constantly looking for innovation 

in their services to increase the response rate of their subscribers. From simple questionnaires 

freely provided by Google, to more advanced programs such as SurveyMonkey, users try to 

collect feedback with less effort and less money spent. One of the emerging platforms in the 
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digital world is Quora, which have millions of answers hit every day. It does not charge the user 

and any one can ask for feedback on any topic. 

There are several companies that are helping startups to succeed, as mentioned above, 

but StarupLift is the only one who shares LaunchRail vision and the way to accomplish it.  

Every month, StartupLift focus on one core component of the startup’s business. Then 

create a unique set of tasks, which will help address the features of the component and analyse 

its strengths and weaknesses. After this initial focus, they assign tasks to a part of the user panel, 

composed more than 20 000 members. Based on tasks, the user panel will critique this 

component of the business and submit a detailed feedback report. Startuplift will provide a report 

with a list of actionable items to the startup, based on feedback provided, which can be used to 

improve each component of the business. 

The tasks are based in each individual module that focus on helping to improve 

conversions and acquire more customers, such as: 

• How to create an engaging first impression; 

• How to remove friction from your on-boarding / Customer-Acquisition Flow; 

• How to optimize your pricing/revenue model; 

• How to engage customers immediately after they signup; 

• How to get more visitors from search engines; 

• How to get more visitors from social media; 

• How to capture and convert visitors into leads; 

• How to transform leads into paying customers; 

• How to encourage/empower existing customers to refer others; 

• How to create an impactful communication plan; 

• How to upsell your customers; 
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• How to improve your users’ cross-channel (multi-platform) experience. 

 

Startuplift business model is based on the number of feedback provided to startups. They 

first apply a single cost to the startup, by demanding $49 to submit a startup in the Directory 

Listing. After startup submission, entrepreneurs are able to choose between Basic ($69, 3 

Feedback Providers), Pro ($99, 5 Feedback providers) or Plus ($189, 10 Feedback Providers) 

Feedback Packages. 

Startuplift had provided feedback to about 700 startups. Their business model is based 

on matching Feedback Providers with tasks assigned. Once this process is complete, each 

feedback provider earns $5 for each feedback submitted and startups pay for the package that 

they have chosen. In the end, StartupLift profit equals the difference between the total cost of the 

package and the number of Feedback Providers. For example, if a startup chooses the Pro 

Package, Startuplift will have a Net Profit of $74. 

 

3.5. Business Model 

LaunchRail is focused to provide the best feedback by matching entrepreneur and 

mentor. To do that, entrepreneurs must create feedback campaigns. As presented in figures 7 to 

11, in each campaign, users may ask for different types and numbers of feedbacks needed.  To 

explain their startup, they are able to present a video or a photo that represents their business, 

along with a brief description, team members’ biography and up to five fields to ask for feedback. 

Each individual field is composed by a question, made by the user, and a respective mentor skill 

to match that feedback answer. If a user needs more feedback, he will need to upgrade the 

account.    
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Our business model is based on Premium Model. By following the proven model of our 

main competitor StartupLift, we intend to present 3 Feedback Packages. Basic (5 feedbacks for 

50€), Pro (10 feedbacks for 90€) and Plus (15 feedbacks for 130€). 

This model provides financial advantages to users, comparing to StartupLift, such as: 

• We do not a apply a registration fee of $49; 

• Our maximium price per feedback (10€) is lower than the miniumum price per 

Startuplift feedback (after conversion is about 13,85€); 

• We pay 5€ to the mentor, which is higher than StartupLift pays (about 3,7€). 

Our platform will be easy to use, providing custom feedbacks asked by entrepreneurs, 

although we will suggest some standard questions, like Startuplift does (core). 

As observed in table VI, we will offer better gains to mentors and fewer costs to 

entrepreneurs. Note that all LaunchRail packages carry out more feedbacks than Startuplift. 

This platform will have considerable costs to implement. In order, to mitigate risks and 

make sure that the business is covering all components and fitting the market, we decided to 

implement a previous website to validate all assumptions, get traction and collect data. 

Note bellow Packages Price are the one with the highest slope, followed by Gross Margin 

and in the end, the Mentoring Payment.  

 

Figure 3 - LaunchRail Feedback Packages 

Source:  Author 
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3.6. Marketing Strategy 

Marketing is a key part of any project and LaunchRail is no exception. We need to reach 

our target market and customers faster, with high interaction quality and as cheap as possible. To 

get quality interactions with our clients, the best way to do it is to have personal contact with 

them. We were present in many events and conferences about startups, to get feedback about 

our product, while giving away LaunchRail’s business cards. That represented a small investment 

of 500 businesses card, plus the time dedicated to those events, tickets bought and 

transportation to the local event. In fact, it is not a cheaper strategy, but we can accomplish the 

high relationship quality.  

To compliment this strategy, we can take advantage of web adverting, free blog posts 

and social networks, in order reach customers faster and cheaper than before. 

To find the best path to reach our market, we conducted an experiment on social 

networks. We concluded that for the same post (figure 2) related to entrepreneurship, posted at 

the same time and for approximately same sample of users (about 300), Twitter have  better user 

interaction than LinkedIn and Facebook, as observed in figures 3 to 6. The difference between 

the three social networks was immense. Twitter had a potential 27 900 users interacting with the 

post, whilst Facebook and LinkedIn represented almost zero interaction with the post.  

Social Networks Validation 

 

Figure 4 - Tweet Post Analytics 

Source: LaunchRail’s Buffer account 
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This fact can be justified by the different audience in those three platforms. In Facebook 

and LinkedIn pages, the connections assembled with LaunchRail profile are mainly composed by 

friends of our 3 Co-Founders. However, Twitter followers represent foreign people, organizations 

and brands associated with entrepreneurship.  

Based on that research, we will use Social Media Marketing and E-mail Marketing to 

share our value proposition, mainly in Twitter and LinkedIn.  

Although LinkedIn did not have any significant interaction, we know that most of our 

target customers use it. To deliver our message we need to connect with them or share content 

with groups related with entrepreneurship. We ran a test with LinkedIn entrepreneurship Groups 

by participating, individually (personal profile) in discussions. We commented on posts related 

with our core propositions, such as mentorship and feedback importance. We concluded that this 

generated interactions with these kind of posts, either by Portuguese or foreign people.  

Despite the fact, of never having mentioned our platform, LaunchRail, we observed the 

interest in our field of business, especially in the group “I Love Startups”, which has more than 

130 000 members, in which I am considered as Top Contributor. 

Still as an early strategy, we will continue to build a twitter community, in order to test 

new market acceptance and grow our network.  

Later on, if it justifies the investment Facebook adverts can be a bet to chase more 

entrepreneurs. Besides this decision, LinkedIn ads will represent an investment at the very 

beginning.  
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3.6.1. Applying Lean Startup 

Following the Lean Startup principles, we intend to approach the first mentors, 

entrepreneurs and partnerships. We have made a soft launch of the website, by talking 

individually with our first connections in this field.  

LaunchRail website is online at www.launchrail.com and some print screens may be seen 

in figures 12 to 16. It is possible any mentor or entrepreneurs to join our community and start 

sharing feedback, for free. This approach of delivering messages between both parties can be 

very hard to manage, because it is not automatically doing this match in the website. Actually, we 

run a data base of mentors to match the skill asked by the entrepreneur and then send a 

standard e-mail for each mentor. This “ping pong”’ of messages was an advice by one of the Co-

Founders of Unbabel, an online peer-to-peer translator platform. Their startup is devoted to 

translate personalized texts to any language, matching translators with messages. 

 

4. Project Evolution 
 

In order to follow the entrepreneurial activity stream, we conducted a bench marking 

study, in which we collected some data to validate our assumptions and develop the platform.  

We needed to enter the ecosystem as fast as possible, to get in touch with our clients 

and partners. The best strategy to follow was to participate in one acceleration program.  

Fortunately, we were selected to join the 10th edition of beta-start, organized by Beta-i, 

considered one of the best accelerators in Portugal.   

During this intensive one month program we met many entrepreneurs and mentors who 

supported us in our work, sharing their experience and needs that they want to be filled in the 
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entrepreneurship market. We had the opportunity of having special meetings with several 

mentors and investors. 

  At the end of the program, we won two prizes. The first one from SAGE and the second 

from Startup Lisboa. With the last prize we immediately entered in Startup Lisboa Tech, incubator 

in Lisbon, where a fully entrepreneurial environment allowed us to deal and communicate daily 

with entrepreneurs, mentors and investors. 

During this period we constantly used our growing network, either by phone or Skype or 

even on social networks like Facebook and LinkedIn with the purpose of improving the business 

model and the whole concept of LaunchRail.  

As we were talking and dealing with different mindsets in the entrepreneurial environment 

we confirmed a major problem in the entrepreneurship ecosystem. Unanimously, entrepreneurs 

found that the amount of time they needed to spend on gaining feedback on their products and 

services was too high. 

In particular, Pre-seed startups, prefer to use writing communications channels such as 

e-mail, LinkedIn messages and surveys. Otherwise, Seed Startups or Growing Startups, prefer to 

use more personal channels such as Skype, phone calls or even personal meetings. 

Despite the fact that startups are in different stages of development, the search for 

feedback is an important part in the role of their business and the need to get it is high. We will 

call this process of getting feedback along the startup journey, as the ‘ongoing feedback’. 

The type of feedback is also important, when looking for answers and advice related with 

business. These feedbacks may come from different players that represent different actions in 

each stage of a startup. A Pre-seed startup may look to validate their assumptions near mentors 

and clients, instead of facing investors or partners like Seed Startups. 
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We found this breach in communication mostly in Pre-Seed startups where the access to 

mentors, clients and Business Angels was very hard to find. We identified the problem, which 

corresponded to the difficulty of getting in touch with mentors efficiently, while that task consumes 

a lot of time and money. 

Today, we are building LaunchRail at Startup Lisboa Tech, in Lisboa. Every day, Nuno, 

Pedro and I, work to deliver the perfect service to our clients. 

  

5. Assumptions and Forecasts 

  Our calculations are based on two moments. Firstly, the moment the website is built and 

secondly, the moment when the platform is built. 

  The website costs take place on moment zero, while the platform costs are forecast for a 

period of five years. 

  The advantages associated with the decision of rolling LaunchRail through our website, are:  

• Have a reduced cost compared with the platform. Representing 9% of all investment in the 

platform, if we decide to use our own resources; 

• Mitigate the risk of failure; 

• Follow the Lean Startup principles, by learning fast. 

 

  Since we enrolled in several contests and startup programs, we have some costs that are 

supported by those entities, such as domain and co-work space, translating in an annual saving of 1 

180 €. We also support significant costs, due to the fact of having two co-founders with high technical 

skills, that contributes an annual savings of 15 150 €. By making these savings, during our first year, we 

are able to develop the project with a budget of only 3 902 €.  
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  In the second phase, once the platform is built, we will probably lose the savings for the 

enrolled programs, and start to pay for the hosting and co-work space.  However, these costs are not 

significant, compared to a total of 45 134 €.  

  The biggest costs incurred in this period are mainly, Branding & Identity, Marketing costs and 

Hardware, representing an initial investment of 25 909 €. With the expansion factor in this phase, 

regular trips will represent 8 566 € per year.  

  These assumptions are based on real data and can be observed at table V. 

 

6. Project Valuation 

6.1. Cost Analysis 

One of the strongest assumptions to this project, are costs. We dig deep to find the most 

accurate costs for our project.  

Our costs are characterized in different parameters such as:  

• Web Development: All costs related with carrying and maintaining the platform in full 

power, with Domains, Servers and Web Hosting, specialized and fitted to each moment 

of LaunchRail; 

• Human Resources: Our staffs are the key element to our success. To mitigate risks, we 

decided to over-evaluate both wages and people.  

o Content Manager will be responsible for updates and new posts about startups 

at social networks and our private network (newsletters); 

o Our tech staffs are divided between front-end and back-end. In the front-end we 

will complement User Experience Design/Interface and Implementation, with only 

one human resource. Back-End resource is responsible for all the back end web 

platform work, mainly coding and preparation frameworks to UX Designer; 
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o MetaTag Keyword Optimization is related with SEO (Search Engine 

Optimization) and all the possible leads to our platform. It can be executed by 

any tech resource; 

o Finance & Management will accomplish financials tasks related to the firm 

operational environment and guarantee the business health;  

o Sales department are responsible both for CRM (Customer Relationship 

Management) and new customers acquisitions. Working as close to the client as 

possible as a key factor to success, so costs for fuel expenses and mobile calls 

are plausible to expect and forecast in our projections; 

o Branding and Entity, is the only resource outsourced. We do not have marketing 

background so we can develop a relationship with a marketing agency, to fulfil 

this area; 

• Marketing: Our marketing strategy is quite simple as mentioned previously. We will take 

advantage of the fact that our distribution channels have ways to advertise. We will focus 

on a high level of LinkedIn Company Profile, with several posts advertised (Social 

Network Marketing)  and on Google AdWords to leverage our leads; 

• Hardware:  We will acquire 3 Laptops and complementary hardware, such as: external 

discs to do backups, Printer (All in one) and cartridges.  Any other materials are taken 

into account in consumables; 

• Software: Our software tools are Microsoft Office and Antivirus to all team.  Adobe 

Illustrator and Photoshop to UX Designer; 

• Online Services: To grow in a fast and sustained way we decided to invest in several 

online platforms, which are directly linked with our business needs; 

o Intercom will be our all in one platform for CRM; 
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o Crazy Egg will provide us data analysis about mouse tracking in the website. 

Other analyses are carried out by a free tool: Google analytics; 

o Invoice Express is an invoice software; 

o Buffer is an aggregator of social networks. It will facilitate and reduce costs to the 

Content Management area; 

• Facilities - Cowork: We are currently at Startup Lisboa and we have experienced all the 

benefits. This is the best and cheapest strategy to allocate several people for different 

periods of time; 

• ESP – External Services Providers: Are services that we will use to communicate via 

internet and phone calls;  

• Trips: In the early period we will travel more to North of Portugal than South, although 

both represent attractive entrepreneurship locations. In these trips we intend to sell our 

service and partner up; 

• Other costs: Are cost that are not forecasted previously;   

• Consumables: Every kind of object or services that we are considering irrelevant in terms 

of costs for this project; 

It is quite important to note, that all of these projections are based on real 

services/products and we are applying a very conservative profile; 

• When the website is built, we will incur costs such as: Web Development, Human 

Resources, Facilities, travel costs and other expenses. Human Resources, represent 

more than 95% of all costs, and about 90% are costs related to the team. If team costs 

could be supported by us, we will only incur in a cash flow of 8 651 € rather than of 76 

250 €, which is what we have done so far.  
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Figure 5 - Cash Flow Needed 

Source:  Author 
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• This first moment will be translated in a total cash flow needed of 107 032 €, 

approximately 30 000 € plus than website forecasts. This difference is added basically by 

human resources and investment in assets.  Thus  we decrease the savings with team 

work to 68%. 

 

In order to have a more accurate forecast for the whole period in which we are 

developing the platform, we decided to sum all periods in the past and add a variation in some 

rubrics.  

We highlight an investment in human resources of approximately 47 400 € in the third 

year plus 18 000 € in the last one. Those costs correspond to add one more UX Design, two 

Back-End and one sales person; 

In Marketing, we decided to bet in Google AdWords to match our improvement in our 

SEO. That will represent a cost each year of over 2 000 € in third year and plus 3 000 € in fourth 

year; 

In order to support this structure and employ new human resources we need to provide 

the hardware and software essential for their work.  Due to that, 10 400 € will be needed. 

Finally, concerning online services we decided to make estimations of 30% and 50% plus 

in the third and fourth year respectively, since the probability of upgrade services packages 

increase. 

The fourth year represents a CF needed of about 188 000 €, plus 25 000 € that is needed 

the third year, which is an increase of 81 000 € from the first moment. 

Observing these numbers we can see that the critical variables are human resources, 

followed by assets and other costs.  We are conscious of the ultra-dependence on technical 

people which is needed to make LaunchRail succeed. 



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  29 
 

29 

6.2. Project Valuation 

Our valuation is based on three core assumptions. The costs that we established to 

sustain the whole project structure, feedback on our pack prices and our target market and 

respective share. 

Projecting this for up to four years, we will firstly analyze it for three scenarios. All of them 

are over estimated in terms of costs and under estimated in terms of price, in order to be even 

more cautions when taking an investment, or in this case, a valuation decision. 

The discount rate chosen to discount the Cashflows, is 10% and aims to take into 

account the following aspects: 

• It is high enough to include a precautionary forecast of interest rate on debt raised to 

finance the project. In fact, interest rates are historically low (at less than 1% 

Euribor). Consequently, such an absurdly high discount rate will introduce additional 

layers of conservatism to our project Financial Analysis; 

• Second, when weighted to include the cost of opportunity for equity capital, it will 

easily accommodate the risk of IT related business projects such as this one. 

 

The 3 Scenarios are: 

a) Forecast 

We are assuming a market share of 25%, ceteris paribus. 

We obtained an IRR of 37% and NPV of about 350 000 € as can be observed in full 

detail in table VIII. 
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Figure 6 - Forecast Valuation 

Source:  Author 

b) Optimistic 

Assuming a market share of 30%, ceteris paribus. 

We obtained an IRR of 58% and NPV of about 744 000 € as can be observed in full 

detail in table IX. 

 

Figure 7 - Optimistic Valuation 

Source:  Author 

-200000

-100000

0

100000

200000

300000

400000

500000

Year 0 Year 1 Year 2 Year 3 Year 4

Forecast Valuation 

Net CF

Service Revenues

-200000

-100000

0

100000

200000

300000

400000

500000

600000

700000

Year 0 Year 1 Year 2 Year 3 Year 4

Optimistic Valuation 

Net CF

Service Revenues



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  31 
 

31 

 

c) Pessimistic 

We are assuming a market share of 20%, ceteris paribus.  

We obtained an IRR of 12% and positive NPV of about 21 000 € as can be observed 

in full detail in table X. 

 

 

Figure 8 - Pessimist Valuation 

Source:  Author 

 

Note that over the four year period, besides the fact of hiring and betting on Marketing & 
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6.3. Extreme Scenarios 

We will present some possible strategies and scenarios that are feasible to implement or 

to be aware of the project’s limitations. All Scenarios are represented in tables XI to XVII. 

 

6.3.1. Scenario A – Considering to let our 3 Co-Founders be without salary 

for a year  

In this project, we did not consider to apply for any kind of grants, although one of us is a 

beneficiary from an Entrepreneurship Program and Incentives (IAPMEI), directly related with 

LaunchRail.  

So, we will do this exercise, because we now that is possible to take Entrepreneurships 

Grants for over two years. 

If we consider not taking any kind of wage during year zero, we will not need to pay our 

human resources, resulting in a NPV of 410 270 €, and with an IRR over 50%. 

 

6.3.2. Scenario B- Cut Human Resources costs and Market Share in half 

If the growth rate of the market is not as high as expected, we will not hire human 

resources that are unnecessary. The reverse option is also possible, in the view of investment, 

since it will drastically reduce the amount of money needed to operate the project. 

In the end, we will have an IRR of 22%, corresponding to a NPV of 87 000 €, which does 

mean, that is crucial to scale LaunchRail as forecast, or even faster.  
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6.3.3. Scenario C- What if the market share rises by > 10%  

This is a possible output, when we go to the market. We need to be prepared in terms of 

structure to serve our customers perfectly. The 10% margin represents the value of an easy 

addition of the structure mainly because our basics web services, human resources and all costs 

associated with the firm functionality are over estimated by, more than 10%. 

With this unexpected scenario, we would have a new NPV, of 764 555 €. 

 

6.3.4. Scenario D - What if the market share falls by > 10% 

Accordingly to what was said in Scenario C, in this specific case, we would decrease 

market share of about 10%, getting a negative NPV of 75 000 €. 

 

6.3.5. Scenario E – Which percentage of market is critical for the project? 

When does the NPV reach zero. 

With a sensitivity analysis it is possible to deduct a number in which NPV reaches the red 

line. The 16,7% establishes the limit of our estimated market share. 

It is important to refer, that our market estimates are based on two different perspectives 

that are data & stats, versus real data. 

Since we have studied all the data and stats about entrepreneurship concerning 

Portuguese startups, we decided to apply it for our projections.   

On the other side, we decided to balance these forecasts, by having real numbers and 

real startups in the market. For that, we used an online platform for startups F6S, that is a startup 

directory in which startups promote themselves, recruit new staff, spread news and events and 

more features related with an entrepreneurship hub. With that in mind, we set an objective to 



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  34 
 

34 

target startups outside Portugal, based on this American platform that carries out startups for all 

around the world. 

So, once again, our market projected here is very conservative because we based our 

internationalization on only one directory platform for startups. 

 

6.3.6. Scenario  F - Considering equals the princing model of StartupLift. 

To maintain the package structure, that is, having the same number of feedbacks per 

package as forecast to LaunchRail, we simply multiplied the number of feedbacks per package, 

for the price per feedback of StartupLift. 

That gave us compounded packages of: 

o 5 Feedbacks per 84 €;  

o 10 Feedbacks per 145 €; 

o 15 Feedbacks per 207 €. 

If we apply the same prices from our direct competitors, in our brand new platform, we 

would get an NPV of around 1 780 000 € and an IRR of almost 100%. This shows perfectly the 

mechanism of the business model that we are applying in LaunchRail. 

 

6.3.7. Scenario G- What would be the pricing model that equals NPV to zero. 

If our Pricing Model decreases more than 10 €, in each Package, we will face an NPV 

almost in the red line. 

With this Scenario and previous one in mind, we can observe how pricing is sensible in a 

project like this. Small prices variation means high NPV variation. 
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7. CONCLUSIONS 

 

During the course of this project, we adapted, changed, and reworded numerous 

strategies for LaunchRail. We came this far by proofing all the assumptions behind the strategies 

and having experimented with a number of different ways to confirm the initial purpose. This was, 

to deliver the best feedback to startups. 

Based on our field experience and studies taken from the Portuguese entrepreneurship 

ecosystem, we projected our numbers with high knowledge of the market.  

We based on only two major and different ways to predict the market share for the 

project. Despite that fact of shrinking our startup universe, we also decided to overestimate costs 

and resources, putting them above the total operational capacity of LaunchRail, even for all 

scenarios presented in this work. 

In should also the end of the fourth year, we targeted 14 270 startups without considering 

any feedback by repetition of previous startups. We incurred over 600 000 € in costs, during 4 

years of activity. LaunchRail gets a NPV of 350 000 € and an IRR equivalent to 37%.  

It also should take into consideration the fact that we may get revenues such as 

sponsorships, advertisements and campaign fees from companies that are offering startup 

services on our website. Moreover, we also did not apply LaunchRail to any kind of grant that the 

Portuguese Government is making available to support our kind of project. 

Besides the costs overestimation, revenues underestimation and precautious strategies, 

our project presents a very good project valuation, as shown above.  

In the end, the big conclusion that we took out of this work, is that, today we know that 

the mission and vison that we pursued, is not only feasible but most importantly, very profitable. 
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9. ATTACHMENTS 

 

Table I - Portugal Startups (Informa D&B) 

 
 

Table II - Portugal, Europe and Worldwide Startups (F6S) 

  

Description Amount/Percentage
# of Startups created every year 30481
Probability of  activity 75,0%
Probability of survival after 5 years 40,0%
% Startups in services sector 26,9%
% Startups in Retail Sectors 16,7%
% Startups in Lisboa 33,0%
% Startups in North 36,0%
% B2C Model 54,0%
% Processing industry 26,5%
% B2B 15,5%
Source:  Informa D&B (2013)

Description Amount
Total of Startups signed up (WW) 60805
10 Tech Areas* (WW) 17574
10 Tech Areas In Seed Phase (WW) 2878
Total of Startups signed up (EURO) 17743
10 Tech Areas (EURO) 6229
10 Tech Areas In Seed Phase (EURO) 1060
Total of Startups signed up (PT) 354
10 Tech Areas (PT) 114
10 Tech Areas In Seed Phase (PT) 35
Source: Data collected at www.F6S.com/startups in 26th June of 2014

*B2B; Computer Networking; Data & Analytics; Internet of Things; Media; PR & Communications; 
Productivity & CRM; Social Networking; Software; Software Development; 
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Table III - Different Moments to Target each Market 

 

 

 

First moment (FM) - 1Y Second moment (SM) - 2Y Third moment (TM) - 3Y Fourth moment (FtM) - 4y & 5Y
Portugal (Informa D&B) # Startups 1096 2949 6602 6602

# Startups after 5 years (40%) 438 1180 2641 2641
Total of Startups signed up (PT) 275

Portugal (F6S) 10 Tech Areas (PT) 79
10 Tech Areas In Seed Phase (PT) 35
Total of Startups signed up (EURO) 12343

Europe (F6S) 10 Tech Areas (EURO) 5125
10 Tech Areas In Seed Phase (EURO) 1025
Total of Startups signed up (WW) 37866

Worldwide (F6S) 10 Tech Areas* (WW) 10596
10 Tech Areas In Seed Phase (WW) 1853
SubTotal of the Startups Targeted in each moment (F6S) 0 2913 15800 50484
Total of the Startups Targeted in each moment 1096 5862 22402 57086
% of Portuguese Startups Targeted in each Moment 100% 51% 30% 12%

Market Description/Target Market Moments

FM=
# 𝑜𝑜 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑐𝑆𝑐𝑆𝑆𝑐𝑐 𝑐𝑒𝑐𝑆𝑒 𝑒𝑐𝑆𝑆 ∗ 𝑃𝑆𝑜𝑃𝑆𝑃𝑃𝑃𝑃𝑆𝑒 𝑜𝑜  𝑆𝑐𝑆𝑃𝑒𝑃𝑆𝑒 ∗ % 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝑆𝑐𝑆𝑒𝑃𝑐𝑐𝑆 𝑆𝑐𝑐𝑆𝑜𝑆 ∗  % 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝐿𝑃𝑆𝑃𝑜𝑆 ∗
% 𝐵2𝐶 𝑀𝑜𝑐𝑐𝑃  
SM=
# 𝑜𝑜 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑐𝑆𝑐𝑆𝑆𝑐𝑐 𝑐𝑒𝑐𝑆𝑒 𝑒𝑐𝑆𝑆 ∗ 𝑃𝑆𝑜𝑃𝑆𝑃𝑃𝑃𝑃𝑆𝑒 𝑜𝑜  𝑆𝑐𝑆𝑃𝑒𝑃𝑆𝑒 ∗ % 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝑆𝑐𝑆𝑒𝑃𝑐𝑐𝑆 𝑆𝑐𝑐𝑆𝑜𝑆 ∗
(% 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝐿𝑃𝑆𝑃𝑜𝑆 +  % Startups in North ) ∗ (% 𝐵2𝐶 𝑀𝑜𝑐𝑐𝑃 + % 𝐵2𝐵)  

TM=
# 𝑜𝑜 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑐𝑆𝑐𝑆𝑆𝑐𝑐 𝑐𝑒𝑐𝑆𝑒 𝑒𝑐𝑆𝑆 ∗ 𝑃𝑆𝑜𝑃𝑆𝑃𝑃𝑃𝑃𝑆𝑒 𝑜𝑜  𝑆𝑐𝑆𝑃𝑒𝑃𝑆𝑒 ∗ (% 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝑆𝑐𝑆𝑒𝑃𝑐𝑐𝑆 𝑆𝑐𝑐𝑆𝑜𝑆 +
% 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝑅𝑐𝑆𝑆𝑃𝑃 𝑆𝑐𝑐𝑆𝑜𝑆𝑆) ∗ (% 𝑆𝑆𝑆𝑆𝑆𝑆𝑆𝑆 𝑃𝑖 𝐿𝑃𝑆𝑃𝑜𝑆 +  % Startups in North ) ∗ (% 𝐵2𝐶 𝑀𝑜𝑐𝑐𝑃 + % 𝐵2𝐵 +
% 𝑃𝑆𝑜𝑐𝑐𝑆𝑆𝑃𝑖𝑃 𝑃𝑖𝑐𝑆𝑆𝑆𝑆𝑒)  
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Software Name Category # Clients (Startups) 
Google Analytics Analytics 9
Mailchimp eMail Marketing 8
Invoice Express Billing/Accounting 7
Buffer Marketing Automation 3
Trello Project Management 3
Paymill Payment Processing 3
ZenDesk Customer Service 3
Sendgrid eMail Marketing 2
GoToMeeting Online demos 2
Talkdesk Communications 2
Pipedrive Sales Funnel / CRM 2
Excel Sales Funnel / CRM 2
Excel User Engagement 2
Insightly CRM 2
EasyPay Payment Processing 2
HelpScout Customer Service 2
SalesForce CRM 2
IFTHEN Payment Processing 2
e-Goi eMail Marketing 2
Zopin Customer Service 2
Mixpanel Analytics 1
QuickBooks Billing/Accounting 1
2checkout Payment Processing 1
Ring Central Communications 1
Slack Communications 1
Redmine All-Around 1
Google Docs Sales Funnel / CRM 1
SupportBee Customer Service 1
PayLane Payment Processing 1
Indinero Billing/Accounting 1
Podio CRM 1
Indinero Payment Processing 1
SalesForce Customer Service 1
HiPay Payment Processing 1
Mandrill eMail Marketing 1
Clickatell SMS Marketing 1
Desk Customer Service 1
Intercom User Engagement 1
Olark Customer Service 1
Zoho CRM 1
Clickdesk Customer Service 1
SugarCRM CRM 1
Unicre Payment Processing 1
Hootsuite Social Media 1

 
Table IV - Most used software from startups established at Startup Lisboa 
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 Website (Year Zero) 
Description Amount (Euros) Periodicity Total (anually in Euros) Cost Wight (%) Type of cost 

Web Development   353 0,5%  
Domain + E-Mails 14 Anually 14  Cost 
Dedicated Server 28 Monthly 339  Cost 
Web Hosting 0  0  Included Above 

Human Resources   72600 94,9%  
Content Manager 5000 Anually 5000  Cost 
UX Design 1250 Monthly 15000  Team 
UX Design Implentation 1000 Anually 1000  Asset 
MetaTag Keyword Optimization 100 Monthly 1200  Team 
Back-End 1500 Monthly 18000  Team 
Sales Department 1200 Monthly 14400  Team 
Finance & Management 1500 Monthly 18000  Team 
Branding and Identity (Outsourcing) 0  0   

Marketing   0 0,0%  
Social Network Marketing 0  0   
Social Media Advertisiting 0  0   

Hardware   0 0,0%  
Laptop (Mac) 0  0   
Laptop (Mac) 0  0   
Laptop (Windows) 0  0   
External Disc 0  0   
Scanner and Printer 0  0   
Cartridges 0  0   

Software   0 0,0%  
Office (3 Workers) 0  0   
Adobe Photoshop 0  0   
Adobe Ilustrator 0  0   
Antivirus 0  0   

Online Services   0 0,0%  
Intercom 0  0   
Crazy Egg 0  0   
Invoice Express 0  0   

 

Table V –Costs Forecast 
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 Website (Year Zero) 
Description Amount (Euros) Periodicity Total (anually in Euros) Cost Wight (%) Type of cost 

Facilities - Cowork 90 Monthly 1080 1,4% Cost 
ESP   0   

Internet 0 0 0  Included in Cowork 
Telecomunications 0 0 0   

Trips   1110 1,5%  
North 678 Moment 678  Cost 
South 433 Moment 433  Cost 

Other Costs   970 1,3%  
Beta-I accelaration Program 510 Moment 510  Cost 
Business Cards 50 Moment 50  Cost 
Legal Company Constitution 360 Moment 360  Cost 
Legal duties 50 Moment 50  Cost 

Consumables 30 Monthly 360  Cost 
Total Assets  1000   
Total without Team Costs  8873   
Total CF needed  76473   
Savings with Team Work (%)  88%   
Web vs Platform % (with Teamwork)  26%   
Web vs Platform % (without Teamwork)  72%   
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 Platform (1st & 2nd Year) Quantities Var. Team & Costs Var. Asset Var. Total Platform 
Description Amount (Euros) Periodicity Total (anually in Euros) Cost Wight (%) Type of cost Var. 3y Var. 4Y Var. 3y Var. 4Y Var. 3y Var. 4Y Platf - 3rd Y Platf - 4th Y 

Web Development   1419 1,3%          Domain + E-Mails 14 Anually 14  Cost         Dedicated Server 102 Monthly 1230  Cost         Web Hosting 15 Monthly 175  Cost         Human Resources   83400 78,1%          Content Manager 5000 Anually 5000  Cost         UX Design 1250 Monthly 15000  Team                  1    15000      UX Design Implentation 1000 Anually 1000  Asset         MetaTag Keyword Optimization 100 Monthly 1200  Team         Back-End 1500 Monthly 18000  Team                  1                   1 18000 18000     Sales Department 1200 Monthly 14400  Team                  1  14400      Finance & Management 1500 Monthly 18000  Team         Branding and Identity (Outsourcing) 900 Monthly 10800  Cost         Marketing   1680 1,6%          Social Network Marketing 40 Monthly 480  Cost   0 0     Social Media Advertisiting 100 Monthly 1200  Cost   2000 3000     Hardware   3709 3,5%          Laptop (Mac) 1350 Moment 1350  Asset                  3                   1   4050 1350   Laptop (Mac) 1350 Moment 1350  Asset         Laptop (Windows) 700 Moment 700  Asset         External Disc 90 Moment 90  Asset         Scanner and Printer 79 Moment 79  Asset         Cartridges 12 Monthly 140  Asset         Software   1435 1,3%          Office (3 Workers) 807 Moment 807  Asset                  1                   1   807 807   Adobe Photoshop 25 Monthly 299  Asset         Adobe Ilustrator 25 Monthly 299  Asset         Antivirus 30 Anually 30  Asset                  1                   1   30 30   Online Services   2060 1,9%                    0                   1       Intercom 130 Monthly 1560  Cost 468 780       Crazy Egg 10 Monthly 120  Cost 36 60       Invoice Express 25 Monthly 300  Cost 90 150       
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 Platform (1st & 2nd Year) Quantities Var. Team & Costs Var. Asset Var. Total Platform 
Description Amount (Euros) Periodicity Total (anually in Euros) Cost Wight (%) Type of cost Var. 3y Var. 4Y Var. 3y Var. 4Y Var. 3y Var. 4Y Platf - 3rd Y Platf - 4th Y 

Buffer                                  80 Anually 80                         Cost 24 40       Facilities - Cowork                                  90 Monthly 1080 1,0%                       Cost 60 40       ESP   1260           Internet                                 25 Monthly 300                        Cost         Telecomunications                                  80 Monthly 960                        Cost 960 960       Trips   8566 8,0%          North                               678 Monthly 8134                        Cost         
South                               433 Anually 433                        Cost         Other Costs   1300 1,2%          Beta-I accelaration Program   0           Business Cards                               100 Monthly 1200                        Cost         Legal Company Constitution                                 0  0           Legal duties                               100 Anually 100                        Cost         Consumables                                  70 Monthly 840                        Cost         Total Assets  6144       4887 2187 11031 13218 

Total without Team Costs 34005   1638 2030     35643 37673 
Total CF needed  106749   1638 2030 49400 21000 4887 2187 162674 187891 
Savings with Team Work (%)  68%         78% 80% 
Web vs Platform % (with Teamwork)  0%         25% 24% 
Web vs Platform % (without Teamwork)  0%         47% 41% 
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Table VI - Feedback Packages 

 

 
 

 

 

 

 

 

 

 

StartupLift LaunchRail StartupLift LaunchRail StartupLift LaunchRail
Description/Packages 

Package Price 50,57 €                                         50,00 €                                         72,56 €                   90,00 €                   138,52 €                  130,00 €                  
# Feedbacks Per Package 3                                                5                                                5                           10                         10                         15                         
Price Per Feedback 16,86 €                                         10,00 €                                         14,51 €                   9,00 €                     13,85 €                   8,67 €                     
Price Variation % -                                              -                                              13,9% 10,0% 4,5% 3,7%
Price payed per Mentor 3,66 €                                          5,00 €                                          3,66 €                     5,00 €                     3,66 €                     5,00 €                     
Mentor Payment 10,99 €                                         25,00 €                                         18,32 €                   50,00 €                   36,65 €                   75,00 €                   
Gross Margin Per Package 39,58 €                                         25,00 €                                         54,23 €                   40,00 €                   101,87 €                  55,00 €                   
Gross Margin Variation Per Package -  €                                            -  €                                            14,66 €                   15,00 €                   47,64 €                   15,00 €                   
Margin % 78,3% 50,0% 74,7% 44,4% 73,5% 42,3%

Basic Pro Plus



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  48 
 

48 

Table VII - LaunchRail Feedback Package 

 

 

 

 

 

 

 

 

 

 

Description/Packages Basic Pro Plus
Package Price 50,00 €                                         90,00 €                   130,00 €                  
# Feedbacks Per Package 5                                                10                         15                         
Price Per Feedback 10,00 €                                         9,00 €                     8,67 €                     
Price Variation % 0,00% 10,00% 3,70%
Price payed per Mentor 5,00 €                                          5,00 €                     5,00 €                     
Mentor Payment 25,00 €                                         50,00 €                   75,00 €                   
Gross Margin Per Package 25,00 €                                         40,00 €                   55,00 €                   
Margin % 50,00% 44,44% 42,31%
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Table VIII - Forecast Valuation 

 

 
 
 
 
 
 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 8904 47629 182019 463826
Costs excl Staff 8873 34005 34005 35643 37673
Staff 66600 66600 66600 116000 137000
Depreciations 1000 6144 6144 11031 13218
EBIT -76473 -97845 -59120 19345 275935
TAX 0 0 0 4836 68984
NOPAT -76473 -97845 -59120 14509 206952
Oper CF -75473 -91702 -52977 25539 220169
Invest 1000 6144 6144 11031 13218
Net CF -76473 -97845 -59120 14509 206952 206952 206952 206952 206952

Discount rate 0
IRR 37%
NPV 350937
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Table IX - Optimistic Valuation 

 

 
 
 
 
 
 
 

OPTIMISTIC Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 12164 65068 248666 633658
Costs excl Staff 8873 34005 34005 35643 37673
Staff 66600 66600 66600 116000 137000
Depreciations 1000 6144 6144 11031 13218
EBIT -76473 -94585 -41681 85992 445767
TAX 0 0 0 0 111442
NOPAT -76473 -94585 -41681 85992 334325
Oper CF -75473 -88442 -35537 97022 347543
Invest 1000 6144 6144 11031 13218
Net CF -76473 -94585 -41681 85992 334325 334325 334325 334325 334325

Discount rate 0
IRR 58%
NPV 745349
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Table X - Pessimist Valuation 

 

 
 
 
 
 
 
 
 

PESSIMIST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 6137 32827 125453 319683
Costs excl Staff 8873 34005 34005 35643 37673
Staff 66600 66600 66600 116000 137000
Depreciations 1000 6144 6144 11031 13218
EBIT -76473 -100612 -73922 -37221 131792
TAX 0 0 0 0 32948
NOPAT -76473 -100612 -73922 -37221 98844
Oper CF -75473 -94469 -67778 -26190 112062
Invest 1000 6144 6144 11031 13218
Net CF -76473 -100612 -73922 -37221 98844 98844 98844 98844 98844

Discount rate 0
IRR 12%
NPV 22291
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Table XI - Scenario A 

 

 
 
 
 
 
 
 
 

Service Revenues 0 8904 47629 182019 463826
Costs excl Staff 8951 34288 34288 35926 37956
Staff 72744 72744 122144 143144
Depreciations 1000 0 0 4887 7074
EBIT -9951 -98128 -59403 19062 275653
TAX 0 0 0 4766 68913
NOPAT -9951 -98128 -59403 14297 206739
Oper CF -8951 -98128 -59403 19184 213813
Invest 1000 0 0 4887 7074
Net CF -9951 -98128 -59403 14297 206739 206739 206739 206739 206739

Discount rate 0
IRR 53%
NPV 410271
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Table XII - Scenario B 

 

 
 
 
 
 
 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 0 4452 23814 91009 231913
Costs excl Staff 8951 34288 34288 35926 37956
Staff 33300 36372 36372 61072 71572
Depreciations 1000 0 0 4887 7074
EBIT -43251 -66208 -46846 -10876 115311
TAX 0 0 0 0 28828
NOPAT -43251 -66208 -46846 -10876 86483
Oper CF -42251 -66208 -46846 -5989 93557
Invest 1000 0 0 4887 7074
Net CF -43251 -66208 -46846 -10876 86483 86483 86483 86483 86483

Discount rate 0
IRR 22%
NPV 87258
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Table XIII - Scenario C 

 

 

 

 

 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 0 12465 66680 254827 649357
Costs excl Staff 8951 34288 34288 35926 37956
Staff 66600 72744 72744 122144 143144
Depreciations 1000 0 0 4887 7074
EBIT -76551 -94567 -40351 91870 461183
TAX 0 0 0 22967 115296
NOPAT -76551 -94567 -40351 68902 345887
Oper CF -75551 -94567 -40351 73789 352961
Invest 1000 0 0 4887 7074
Net CF -76551 -94567 -40351 68902 345887 345887 345887 345887 345887

Discount rate 0
IRR 58%
NPV 764555
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Table XIV - Scenario D 

 

 
 
 
 
 
 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 0 5342 28577 109211 278296
Costs excl Staff 8951 34288 34288 35926 37956
Staff 66600 72744 72744 122144 143144
Depreciations 1000 0 0 4887 7074
EBIT -76551 -101690 -78455 -53746 90122
TAX 0 0 0 0 22530
NOPAT -76551 -101690 -78455 -53746 67591
Oper CF -75551 -101690 -78455 -48859 74665
Invest 1000 0 0 4887 7074
Net CF -76551 -101690 -78455 -53746 67591 67591 67591 67591 67591

Discount rate 0
IRR 2%
NPV -74281
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Table XV - Scenario E 

 
 

 
 
 
 
 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 0 5948 31816 121589 309836
Costs excl Staff 8951 34288 34288 35926 37956
Staff 66600 72744 72744 122144 143144
Depreciations 1000 0 0 4887 7074
EBIT -76551 -101084 -75216 -41368 121662
TAX 0 0 0 0 30416
NOPAT -76551 -101084 -75216 -41368 91247
Oper CF -75551 -101084 -75216 -36481 98321
Invest 1000 0 0 4887 7074
Net CF -76551 -101084 -75216 -41368 91247 91247 91247 91247 91247

Discount rate 0
IRR 10%
NPV -1646
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Table XVI - Scenario F 

 

 
 
 
 
 
 
 
 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 0 21201 113408 433401 1104406
Costs excl Staff 8873 34005 34005 35643 37673
Staff 66600 66600 66600 116000 137000
Depreciations 1000 6144 6144 11031 13218
EBIT -76473 -85548 6659 270727 916515
TAX 0 0 1665 67682 229129
NOPAT -76473 -85548 4994 203045 687387
Oper CF -75473 -79405 11138 214076 700604
Invest 1000 6144 6144 11031 13218
Net CF -76473 -85548 4994 203045 687387 687387 687387 687387 687387

Discount rate 0
IRR 96%
NPV 1781965
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Table XVII - Scenario G 

 

 

FORECAST Year 0 Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8
Service Revenues 6164 32974 126013 321111
Costs excl Staff 8873 34005 34005 35643 37673
Staff 66600 66600 66600 116000 137000
Depreciations 1000 6144 6144 11031 13218
EBIT -76473 -100585 -73775 -36661 133220
TAX 0 0 0 0 33305
NOPAT -76473 -100585 -73775 -36661 99915
Oper CF -75473 -94441 -67632 -25630 113132
Invest 1000 6144 6144 11031 13218
Net CF -76473 -100585 -73775 -36661 99915 99915 99915 99915 99915

Discount rate 0
IRR 12%
NPV 25577
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9.1. Figures 

 

Post experiment on Social Networks 

 

Figure 9 - Post on Social Networks via EntrepreneurFail.com 
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Twitter Post Analysis 
 

 
Figure 10 – Post on Twitter via Buffer LaunchRail Account 
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LinkedIn Post Analysis 

 

 
Figure 11 - LinkedIn Post via Buffer LaunchRail Account 
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Facebook Post Analysis 
 

 
Figure 12 - Facebook Post via Buffer LaunchRail Account 

 



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  63 
 

63 

LaunchRail Platform Landing Page 
 

 
Figure 13 – LaunchRail Platform  #1 
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LaunchRail Platform Campaign Preview 

 

 
Figure 14 - LaunchRail Platform #2 
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LaunchRail Platform Second Campaign Preview 

 

 
Figure 15 - LaunchRail Platform #3 
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LaunchRail Platform Portfolio Preview 
 

 
Figure 16 - LaunchRail Platform Print Screen #4 
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LaunchRail Platform Profile Preview 
 

 
Figure 17 - LaunchRail Platform #5
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LaunchRail Website Landing Page 
 

 

 
Figure 18 - LaunchRail Website #1 
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LaunchRail Website Vision Section 
 

 
Figure 19 - LaunchRail Website #2 
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LaunchRail Website Mentors Section 
 

 
Figure 20 - LaunchRail Website #3 



Rui Lopes LaunchRail: CrowdFeedback Platform For Startups  71 
 

71 

LaunchRail Website Feedback Section 
 

 
Figure 21 - LaunchRail Website #4 
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LaunchRail Website Consulting Services Section 
 

 
Figure 22 - LaunchRail Website #5
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