Business Plan and Feasibility Study

1. Elevator Pitch

"We offer the dual solution for education digitalization: a
dedicated social platform paired with the Smart Desk. We
eliminate the chaos of non-specialized applications, significantly
save effort and costs, and enable students to attend classes
completely bag-free."

2. Momentum, Traction, and Expertise

Timeline and Milestones To Date:

Period Milestone/Traction
Q4 2023 Initiated Software Development and Implementation.
Execution and testing phase on 200 students and 4 teachers,
Throughout " ; . . : !
2024 oIIowed_ by continuous iteration gnd implementation of user
suggestions and problem resolution.
Q4 2024  |Applied for the patent registration for the Smart Desk/Cover.
Start of 2025 |Reached the final, Market-Ready Version (MRV) of the platform.
Mid-2025 Entered the market with the initial pilot version across multiple digital
environments (Web, Android, and iOS).
End of 2025 [Final stages of the International Patent Registration for the Smart
(Expected) |Desk (Final report expected).

Key Traction Metrics (Since Market Entry):

Organic User Base: Within the first month of market entry and with zero
marketing spend, we acquired hundreds of active users on the
platform.

Institutional Demand: Received hundreds of inquiries regarding the
Smart Desk from educational institution owners via official company
channels.

Pilot Agreements (Hardware): Six large secondary schools have
expressed readiness to pilot the Smart Desk and platform (in one
classroom each) to confirm efficacy and results.

Large Scale Partnership: Signed an agreement with the "Syrian
Technocrats™ organization to use the platform for a massive educational
project targeting 3,500 students and involving more than 100 teachers.



® Individual Demand: Received over 54 requests from various locations
across Turkey to purchase a single Smart Desk unit for testing.

Metric Details
Educational Infrastructure & Integrated Hardware/Software
Market/Sector
(EdTech)
Total Addressable Multi-Billion USD Globally. The EdTech market in the
Market (TAM) MENA region is exhibiting Strong Compound Annual
Growth Rate (CAGR).
Category Creator: The only solution that combines a
Unique Comprehensive Educational Social Network with Dedicated
Niche/Specialization In-Classroom Hardware (Smart Desk) to eradicate the

chaos of generic apps and traditional tools.

Institutions: (Large/Small, K-12/Higher Education,
Core Customer Public/Private, Formal/Training). Individuals: Teachers,

Segments Trainers, Students. Third Parties: Educational Service and
Goods Providers (Future Marketplace).

Surge in demand for Blended Learning Solutions, requiring

Macro Trends fundamental solutions that Reduce Costs, Enhance Quality,

Eliminate Digital Fragmentation, and offer a comprehensive,
easy-to-use platform.

4. Problem and Current Solutions
The Real Problem :

Educational institutions suffer from current digital transformation solutions that
are:

® Partial and Incomplete: Lacking comprehensive functionality.
® Costly and Time-Consuming: Require extensive time and resources for
implementation and training.

® An Added Financial Burden: Due to their partial nature, current
solutions often act as an additional cost rather than a replacement cost
saver.

® Closed and Centralized Logic: Current solutions primarily adopt a
closed, centralized model suitable only for large institutions, neglecting the
needs of small schools and individual educators.

® Digital Fragmentation: Educators constantly rely on dozens of general-
purpose, non-specialized apps (WhatsApp for communication, Telegram
for files, Drive for storage, Zoom/Meet for sessions, Quizlet for flashcards,
etc.).

® Personal/Professional Overlap: Many of these apps (WhatsApp,
Instagram, Facebook) severely blend personal and professional lives.



® Classroom Disconnect: Outside the classroom, digital tools are used,
but inside, the process reverts to traditional methods due to the proven
failure and negative effects of using generic tablets.

® Absence of a Dedicated Educational Social Network: A specialized
digital community is missing in education, unlike in other sectors
(Pinterest for designers, GitHub for programmers, Discord for gamers,
LinkedIn for professionals).

What Others Get Wrong :

Competitor Type

Flaws (The Problem They Fail to Solve)

LMS Providers
(Moodle/Canvas, etc.)

Closed and Complex Systems: Lack communication flexibility and require building a
huge digital environment. Focus on Administration: More concerned with administrative
tasks than essential in-class learning activities. Ignoring Individual Users: Fail to
empower individual users (teachers/trainers) with independent tools. Incompleteness:
Users are always forced to use external apps to complete tasks. Low Engagement:
Lack of human interaction and complex interfaces make them boring to use.

General Communication

Personal/Professional Contamination: Mix academic life with personal life, and

Apps educators lose ownership of their academic content. Massive Fragmentation: Create
(WhatsApp/Facebook) chaos due to the multitude of disconnected apps and tools.
Largg;?&?cl)is'l'ech Prohibitively Expensive: Require weeks of training and lengthy implementation cycles.

5. Product or Service: Your Solution

The Customer Story (Student Journey):

"The student's day begins and ends on the STUGOQO platform.
The student enters the classroom, puts their bag aside (because
it's empty), and sits at the Smart Desk. They access their
private account, opening their personal library containing files,
textbooks, homework, and notes. They take digital notes
alongside the teacher's instructions, write solutions directly on
digital textbooks, record voice notes, and take digital exams
instantly (multiple-choice or essay style). All of this happens
without a phone, without distractions, in a 100%
educational environment. They close their files on the Smart

Desk without fear of loss, as everything is cloud-synced to their
devices outside the classroom. Conversely, any work done at
home is instantly accessible on the Smart Desk inside the class.
They receive exam results immediately with detailed reports and
analytical charts of their strengths and weaknesses."



The Specialized Solution:

Component

Software (SaaS): The STUGOOO Platform is a dedicated
educational social network that provides users with all the
necessary tools for both in-class and out-of-class tasks. It
grants permissions tailored to each user's role (Institution,
Teacher, Student) and location (In-class vs. Out-of-class). It
is fully integrated across all devices (Smartphones, Tablets,
PCs, Smartboards, and the Smart Desk) and operates on
multiple environments (Android, Web, iOS).

Hardware (Smart Desk): A patent-pending cover
composed of several parts that attaches to any regular
classroom desk, transforming it into an Internet-connected
Smart Desk. It runs on a closed Linux-based operating
system that grants students limited permissions appropriate
for in-class activities (e.g., access to the private/class
library, taking pre-defined exams). Crucially, it blocks
access to distracting tools like social chats, groups, and
general social feeds.




Product Visuals/Links:

Hardware (Smart Desk)




A cover that transforms a regular
desk into a smart desk.

Software (SaaS)
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”Account Creation and User Role Selection Interface”



STUGOO0O

™ Classes ™ schools i Groups ®) chats &l ubrary % posts Q @ ®
V(231 - B(ST)

Your Story

B Whatis happening?!

Gsmesi yoktur?

option2
Omza

”Social Media Area — Home”

Classes
© Created By Me
12-881

3 Teachers - 6 Students.

e A2/10
No admins or users in this class.

B1/3
ﬁ 0 Teachers -1 Students .

B1/8

-;“ 2 Teachers -1 Students

Lcs/A1

2 Teachers : 4 Students

gulill wall

”Classrooms Created”
”"New classrooms can be created”



My Schools

”"This is an interface that appears in the student’ s account,
representing the classroom they belong to.”
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”Groups”



Learn with us

Sathat, Serhat, John, AMMAR, halld

Hi, Ali. Yes, I started yesterday. This year's test looks really difficult

[ agree. Especially the last unit in algebra, I find it complicated.

Yes, specifically the quadratic equations. Can you help me understand them better?

Of course. Why don't we review it together after school today? We can meet at the library.

That's a great idea! ['ll bring my workbook with me.

23 August 2025

”Chats within Groups - The visible options are available to the
admin for adding Important News, Important Events, and a Group
Library for file submissions. Members can view all of this
information directly without needing to read through the chat
messages.

Folders

Files & Videos Link

News

Events

Library

Settings

“The Library - It can be organized into folders, and files (PDF,
video, links, images) can be added. All of this content opens within
the application.”
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“The File Reader includes editing tools such as writing, adding
media, and annotations. Users can also record voice notes and place
them anywhere on the page.”
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"Each classroom includes several key options necessary for
completing required tasks within the class.”
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“Adding the monthly or annual class timetable.”
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“"The student sees the multiple—choice exam in this view.”
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Asset Paper
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In the traditional exam, there is an option to insert a blank canvas
for solving or sketching, which can then be saved.”

”"This is how the blank sheet appears to the teacher for correction
and grading.”



Quizes of Students

X
All quizzes preview to correct the quiz for students.

. JOHN ADAM

MUHAMMED NECCAR

@ HALID EL MATAR
,8 AHMAD 86

TEACHER.TEST1

9,090909090909092

RAHAF KARTA

9.090909090909092

“"The traditional exam is graded, scores are evaluated, and the
results are recorded using these options.”

Quizes of Students

X
All quizzes preview to correct the quiz for students.
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"For traditional exams, the final evaluation is up to the teacher
after reviewing the question and the student’ s response.”
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“Bach Classroom’ s Dedicated Library”
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System for Quiz Answer Types
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“This screen shows the options for setting up the exam.”
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Registration for Harvard Univers

Harvard University announced that applications for high school
graduates will open in September

(% Edn %] Delete

“"How to add Important News and Important Events in public or private
chat groups - enabling members to easily view this information
without reading lengthy chat threads.”
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“General Report for All Subjects — Instant Report (Statistics for
the number of incorrect, correct, and blank questions)”
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"Detailed Student Report — Issued Immediately After Exam
Completion.”
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7. Business Model: Key Revenue Streams

Core Customers and Monetization Strategy:

Core Customer Revenue Streams
. 1. SaaS Subscriptions (ARR): Monthly/Annual
Educational .
o recurring fees for the platform.
Institutions

2. Hardware Sales (One-Time Revenue): Revenue
from selling the Smart Desk units (High-Margin, One-
Time Sale).

(Private/Public)
(Primary Customer)

1. Saa$S Subscriptions (MRR/ARR): Monthly/Annual
fees for premium features.
2. Usage Fees: Fees for excessive cloud storage.

Teachers and Trainers
(Individual Users)

Students 1. Usage Fees: Fees for excessive cloud storage only.
1. Ad Revenue (Future Stream): Revenue generated
Educational from targeted advertisements within the social

Service/Goods communication feeds or group chats. (This revenue
Providers (Third  |stream will be split between STUGOOO and the group
Parties) administrators who manage large communities—

similar to the YouTube monetization model).

Pricing / Model Structure:

Metric Details
Customer Who
Pays Educational Institutions (Schools & Universities).
Value Financial and Operational Efficiency (Cost Efficiency & ROI):

Institutions pay for a comprehensive solution that drastically
reduces long-term operational costs (printing, books, external
apps) while providing a high-tech learning environment.

Proposition
(Why they pay)

6. Value Proposition for Institutions: Direct Financial Impact

Feature/Advantage Direct Financial Impact

100% Elimination of Completely eliminates the need for textbooks, printouts,
Stationery Expenses notebooks, exam papers, and printer ink.

Converts high, variable costs into a predictable, fixed
OpEx Reduction & Cost |monthly expense (SaaS subscription), making costs
Conversion manageable and forecastable.

The Smart Desk is purchased as a one-time, long-term
Sustainable Hardware  jasset, reducing the need for continuous replacement of
Model (Asset-Based) personal devices.

Eliminates the need for multiple subscriptions to various
All-in-One App educational platforms, significantly saving on licensing
Consolidation and training costs.




9. Administrative & Oversight Efficiency

Feature/Advantage

Impact & Value Proposition

Comprehensive Digital
Transformation (All-in-

One)

IAchieves complete and total digitalization of all
school functions (Administration, Teaching,
Communication) on a single platform, eliminating the
workflow chaos caused by disparate applications.

Instant & Deep

Reporting

Provides immediate student and teacher
performance analytics and reports, enabling
management to identify knowledge gaps and
academic issues in real-time, rather than waiting until
the end of the term.

Effective Classroom

The Smart Desk ensures a distraction-free learning
environment (no notifications, no social media

Oversight access), restoring control over attention inside the
classroom.
Quick & Easy Institutions can transition to the new system within a
Deployment (Rapid [few hours, instead of the weeks or months required
Launch) by bulky traditional tech solutions.

Quality Monitoring &
Evaluation (Live

Streaming)

The live streaming feature for ongoing lessons allows
supervisors and administrators to join and observe
the class flow instantly without disturbing teachers or
interrupting the lesson.

Elimination of
Logistical Burden

Eliminates the significant time and effort wasted on
preparing classroom logistics (e.g., setting up
academic materials via flash drives, troubleshooting
cable faults, projector compatibility with teacher
laptops). All logistical and academic materials are
cloud-stored and managed via the virtual classroom
tools.

Automated

Assessment Workflow

The entire process of preparing, correcting, printing,
and distributing exams becomes fully automated
both inside and outside the classroom.

10. Added Educational Value

Feature/Advantage

Educational & Academic Impact

Building Cumulative
Content

Creates a constantly growing asset of recorded lessons, exams, and a
training question bank (Q-Bank). Institutions can continually use, modify,
and refine this content for new academic years, ensuring institutional
knowledge retention.

Enhancing Student
Academic Level

All lessons are recorded and organized within the dedicated classroom
libraries, making content available to students throughout the year.
Interactive features (like recording voice notes on PDF files) boosf]
engagement during study and revision.

Remote Learning &
Attendance

Live streaming of in-class lessons allows absent students (due to illness or
lemergency) to attend remotely and interact with the teacher as if they were
physically present.

Disruption-Proof
Education

The platform's structure and tools allow teachers to seamlessly manage
remote lessons as a continuation of face-to-face teaching. This eliminates]
the dependency on external apps and links, ensuring educational continuity,
regardless of school closures (due to weather, crises, etc.).

Transforming the
Teacher's Role

Shifts the teacher's role from a "data dispenser" to an "organizer, mentor,
land content supervisor." Since information is readily available, the teacher's|
value lies in organizing, monitoring, and guiding student acquisition, which

the STUGOOO platform makes possible despite time constraints.




1. Pricing Mechanism

Pricing and Subscription Strategy:

Our pricing focuses on tiered packages and follows a Stackable Tiers

Strategy. The goal of this strategy is to attract all customer segments and

facilitate easy expansion:

® Focus on Capacity: Institutions only pay for the exact capacity they

need, which creates opportunities for small and micro-institutions to
become customers.

® Expansion Flexibility: When an institution requires a new classroom or a
slight increase in users, they are not forced to completely change their
entire subscription plan; instead, they simply purchase an appropriate
additional unit or package, making the sales process simpler and more

fluid.

Subscription Tiers:

The process is divided into two primary sections:

Section

Pricing Model &
Strategy

Description

1. Basic (Free

Freemium Strategy

This tier is permanently free to retain the
customer base, even if they do not pay. This
ensures a large, active user base, making

of Users, and Storage

Capacity.

Tier) (Zero User Churn) them indirect customers for future ad revenue
generated within the social section.
2 Premium This tier is divided into three fundamental
R, Stackable Tiers pricing units: Micro Unit, Standard Unit, and
(Paid Tier) !
Bulk Unit.
Built upon: Number of
: . Classrooms, Number
Tier Basis




11. Pricing Structure Details

Feature BASIC (Free Tier) MICRO Unit STANDARD Unit BULK (KUBRA) Unit
Annual Price (ARR) $0 $828 $2,520 $5,730

Account Creation v v v v
Social Communication v v v v
Library Access v v v v

Storage (Initial) 2 GB (Total) 2 GB (Total) 2 GB (Total) 2 GB (Total)
Group Creation v v v v
Question Bank Creation v v v v

Classrooms Included

1 Classroom

3 Classrooms

10 Classrooms

Users Included 5 Users 100 Users 350 Users
Number of Subjects 1 Subject Unlimited Unlimited
Exams/Quizzes v/ (Limited) v (Full) v/ (Full)

Classroom Storage Limit

1 GB Per Class

5 GB Per Class

5 GB Per Class

Lesson Creation x v v
Live Lesson Streaming x 4 v
Lesson Recording x v v
Reporting
(Individual/Cumulative) x v v

25 Classrooms




Overage Fees - Applicable to Paid Tiers:

Fee Type Price Applicable To
Additional User [$10 for every user exceeding the MICRO, STANDARD,
Fee plan's limit (100, 350, 1000). and BULK
paatona) (88107 v 1 B cfslorage . MICRO, STANDARD.
Storage Fee 9 P and BULK
classroom.

12. Secondary Customer: The Teacher / Trainer

Value Proposition for the Teacher/Trainer: Dual Growth Strategy

Full Content Ownership and
Monetization: Teachers maintain

Content Pipeline: Guarantees a
constant, high-quality stream of

Content  |ownership of all their created User-Generated Content (UGC)
Ownership |content, courses, and question
: i . that attracts more users and
banks, with the ability to easily sell institutions
them to students globally. '
Future Ad Revenue Share: s
Teachers are promised a share of rzn%rr?eLtJaserir?geur:‘:i]\./;-m?n?rﬁ?z-es
Future future advertising revenue teacherrghurn and maximizes User
Incentive |generated from their communities, Lifetime Value (LTV) by keeping
ensuring long-term loyalty and them active on the free tier
motivation to grow their user base. |
. Organic Adoption: Using the
Eual Grovyth Strategy. . fteacher as an organic starting
mpowering the educator to thrive | C
Growth rofessionally both inside and point to significantly reduce
Strategy P y Customer Acquisition Cost (CAC)

outside the institution using the
same platform.

and ensure rapid, internalized
expansion within institutions.

Professional
Autonomy

Teachers can create their own
private, branded virtual
classrooms and communities,
gaining autonomy from the
school's centralized LMS.

Bottom-Up Pressure: Creates
internal pressure within institutions
for official adoption of the
comprehensive STUGOOO

solution.




13. Value Proposition for Teacher/Trainer (Detailed)

Value Proposition (for the Educator)

Investment Advantage (for
STUGOO0O)

I. Professional Platform Without Code:
Professional trainers are empowered to
use the platform as an integrated center
to deliver their courses and build their
own communities without any financial
or technical spending on developing
their own websites.

Targeting the Professional Training
Market (B2C): Opens a new and
profitable market (B2C) for trainers,
with stable revenue from Annual
Subscriptions ($299) and variable
revenue from future ad commissions.

Il. Revenue Sharing Incentive (Ad
Revenue Split): The teacher creates
active communication groups and
receives a share of ad profits, starting
from 20% and reaching up to 50%,
depending on the size of their group.

High-Margin Supplementary Cash
Flow: Ad revenue represents a
\variable income stream with a Gross
Margin exceeding 90% (after paying
the teacher's share), which
significantly contributes to increasing
the Customer Lifetime Value (LTV).

lll. Operational and Financial Autonomy:
The teacher can use the platform in
classrooms within their employing
institution, regardless of the institution's
official adoption, in addition to selling
their own content to students.

"Bottom-Up Adoption" Model with
Near-Zero CAC: The teacher is
transformed into an effective marketer
who helps introduce the product into
institutions, ensuring user growth at
their own expense (i.e., with minimal
acquisition cost for STUGOQO).

IV. Building Digital Assets and
Reputation: The teacher retains
ownership of their content and uses the
"Public" content feature to increase their
reputation and attract private students,
with the ability to sell their recorded
materials and handouts.

Lead Generation and Data: Increases
Traction and organic reach, reducing
the company's need for marketing
spend, and creates valuable data on
learning patterns.

14. Teacher / Trainer Package Tiers

Feature BASIC (Free Tier) PREMIUM (Paid Tier)
Annual Price (ARR) $0 $299
Account Creation v v
Social Communication v v
Library Access v v
Initial Storage 2 GB (Total) 2 GB (Total)
Group Creation v v
Question Bank Creation v/ v
Classrooms Included 1 Classroom 1 Classroom
Users/Students Allowed 5 Users 30 Users
Number of Subjects 1 Subject Unlimited Subjects

Exams/Quizzes

x (Not available)

v (Full Access)

Classroom Storage Limit

1 GB Per Class

5 GB Per Class

Lesson Creation x 4

Live Lesson Streaming x v
Lesson Recording x v
Reporting (Individual/Cumulative) x v




Overage Fees - Applicable to PREMIUM Tier:

Fee Type Price Details

Applied for every additional user exceeding the

Additional User Fee $10 per user initial 30 Users.

Applied for every 1 GB of storage exceeding

Additional Storage Fee | $5 per 1 GB the 5 GB base limit per classroom.

16. B2C to B2B Conversion Strategy
The Upsell Mechanism:

"Should a teacher’s needs exceed a certain threshold (e.g.,
more than two classrooms or high user count), they have the
strategic option to convert their account from an individual
Teacher/Trainer Package to a full Institutional Package. This
conversion allows them to access the significantly more cost-
effective tiered pricing and features designed for institutions."

Investment Rationale:

Element Investment Rationale

This mechanism directly converts successful, fast-
Clear Upsell Path growing B2C users (low value) into high-value, high-
ARR B2B accounts.

STUGOOOQ directly monetizes the success and growth
of its high-performing teachers/trainers by pushing them
towards the institutional revenue stream, thus
maximizing Customer Lifetime Value (LTV).

Monetizing Success

It validates the "Bottom-Up Adoption" model by proving
Scaling Efficiency that the individual product's success naturally leads to
large-scale institutional contracts.

17. Revenue Stream 3: The Hardware (Smart Desk Cover)

This is the third revenue source, which is the cover that converts an ordinary
school desk into a Smart Desk.

Manufacturing Cost of the Smart Desk (Variable Hardware COGS):



Metric

Investment Rationale

The goal is to prove that our Proprietary Manufacturing
achieves a competitive cost saving compared to

Objective purchasing off-the-shelf devices (generic tablets), while
ensuring a high profit margin on hardware sales.
This strategy provides the company with a massive
Strategic Advantage injection of upfront, high-margin revenue to fund the

growth of the recurring (SaaS) business, offering a
powerful advantage over pure-SaaS competitors.

Financial Impact

We maintain full control over the Bill of Materials (BOM),
allowing us to hit the target 67% gross margin per unit
sold, which is defended by our pending international
patent.

18. Hardware Cost Analysis (Variable COGS):

The objective here is to demonstrate the competitive cost savings achieved
through custom manufacturing versus purchasing off-the-shelf devices,
ensuring a substantial profit margin on the hardware.

Energy)

Item Unit Details (ﬁg%t)
1. Plastic Casing (Raw Material)
Casing Weight 2.5 kilograms (KG)
Material Type PC/ABS Blend
(Polycarbonate/ABS)
Price Per Ton $2,800
Price Per Kilogram $2.8
oo atoran) e casing (2.5 KG x $2.8/KG) $7.00
2. Manufacturing & Ancillary
Costs
Manufacturing Cost (Labor & Per Desk Unit $3.00

Packaging & Accessories Cost | Cables and additional peripherals | $5.00

(Variable)

Total Cost of One Casing

($7.00 + $3.00 + $5.00) $15.00

Costs (The Core)

3. Digital Screen & Motherboard

Option 1: Purchase Off-the-
Shelf Tablet (Initial Testing)

12-inch Tablet with Digital Pen | $310.00

Manufacturing (Mass
Production)

Option 2: Custom Device

12-inch Screen (Specific Specs) +

Main Operating Board $150.00




Conclusion on Option 2 (Custom Manufacturing):

The strategic cost of the core digital components( $150 )plus the casing cost
($15)results in a total variable COGS of ( $165 ) per unit, enabling the high-
margin hardware strategy.

19. Manufacturing Scenarios :
This table clearly illustrates the cost difference between the initial testing

phase (using generic tablets) and the planned mass commercial production
(using custom-manufactured components).

_ Total Variable
Stage Unit ?ﬁ::dB"CE?‘:()down Cost Per Unit
(COGS)
Phase 1: Initial Testing |Casing ($15) + Ready-Made $325.00
(Off-the-Shelf Tablet) Screen ($310) '
, : Casing ($15) + Custom-
Commercial Production Manufactured Screen $165.00
(Custom Manufacturing) ($150)

Investment Takeaway: The transition to custom manufacturing reduces the
hardware COGS by nearly %50 ( $325 to $165 ) making the product scalable
and highly profitable.

20. One-Time Expenses (Non-Recurring Costs) - Hardware
Manufacturing

Cost

Item Description (USD)

The cost to manufacture the high-quality molds
(tools) necessary for mass-producing the $60,000
specialized plastic casing of the Smart Desk.

Plastic Injection
Molds (Tooling)

Investment Note: This $60,000 represents the Fixed Cost (CAPEX)
necessary to achieve the low Variable COGS of $165 per unit in commercial
production. This investment unlocks the high-margin hardware revenue
stream.




21. Hardware Profit Margin Analysis:

. Value . .
Metric (USD) Calculation Rationale
Cost of Goods (From Custpm Represents the total variable cost
3 $165 | Manufacturing .
old (COGS) Scenario) per unit.
Positioned to be highly
competitive against generic, non-
Selling Price , integrated tablets ($310 COGS,
(SgP) $500 | (Target Price) |grdecn0 rotail érice) while
offering superior, specialized
integration.
Gross Profit Represents the direct profit per
High-Margin Hardware Strategy:
Gross Margin | 67% ($335 / $500) This substantial margin validates

the decision to invest in custom

tooling and manufacturing.

Investment Conclusion: The %67
powerful capital buffer to accelerate the SaaS side of the business

Gross Margin on hardware provides a

22. Revenue Stream 4: Sponsored Advertising (Future Source)

The final revenue source is Sponsored Advertising targeting: schools,
teachers, trainers, and providers of goods and services specific to the
education sector

Feature Details and Rationale
. This feature will not be activated until the platform
Activation . C )
" achieves a significant volume of users, particularly
Condition : . :
students (i.e., high Traction).
Estimated |Placeholder Estimate: After three years. (Therefore, it
Timeline  |will be excluded from current financial projections.)
The promise of future ad revenue sharing serves as
Strategic @ powerful incentive for users (especially teachers
Im orta%lce and trainers) to remain highly active on the platform,
b form groups, and aggressively seek to increase
(Non- N . e o
, . membership within their communities. This drives
Financial) . .
organic growth and data generation even before the
revenue stream is activated.
Target Schools, teachers, trainers, and service/goods
Customers |providers specific to the education sector.




In short: Advertising revenue is a high-margin, long-term LTV accelerator
that will be unlocked once market penetration is achieved.

23. Market Approach and Strategy
Customer Discovery (Where Customers Look for Us):

Institutions actively seek us out for cost-saving solutions and enhanced
educational efficiency at EdTech conferences and during their annual
strategic planning meetings.

Go-to-Market Strategy (GTM):

® Initial Focus: The Turkish Market (TR) executed via Direct Sales
campaigns targeting Directors and Senior Officials. The core pitch
emphasizes a guaranteed annual cost reduction of +10% in operating
expenses for the institution.

® Unique Channels (Bottom-Up Approach): Targeting individual
teachers through free social media platforms to organically build a Word-
of-Mouth community. This momentum is then used to create pressure on
institutions for systemic adoption.

® Pilot Program (Traction Builder): Offering a free trial consisting of ten
Smart Desk units and system training. The units are retrieved after the
trial period ends.

® Targeted Growth Rate: Achieving a Compound Monthly Growth Rate
(CMGR) in Revenue of no less than  20% after the first year.

Differentiation (How We Differ):

We are the only solution that replaces 10+ applications in one unified
package and offers a dedicated hardware device that eliminates distraction
and physical burden inside the classroom.

24. STUGOOO Competitive Advantage: The Exclusive Integrated Model

We are not competing in the category of "Learning Management System"
(LMS) applications; instead, we are establishing a new category by merging
the physical (Hardware) and software solutions, combined with an organic
growth model.

1. Hardware Defensibility

The most critical advantage is that STUGOOOQO is the only entity that controls
the entire educational infrastructure, not just the software:

® Complete Control Over Experience: We control the physical device (the
Smart Desk) used in the classroom, ensuring a distraction-free
experience (no games, no social notifications, no external programs).



® Custom Smart Cover (Custom Hardware): The Smart Desk is not

merely an off-the-shelf tablet; it is a single-purpose device (Screen and

Stylus) that ensures:
B Massive Cost Reduction: Reducing cost from 310$ to 165$

m High Profit Margin: Selling the device at 500$ achieves a 67% gross

margin, guaranteeing Self-Funding Growth.

25. Revenue Model: Dual Revenue Strategy

"We combine the security of Recurring Revenue (SaaS) with
the high profitability of Hardware sales."

, , Generates significant upfront
Hll—?:r-dl\\//lvaarrgem capital with a high gross
(Smart Desk margin (67%), funding the

Sales) growth and expansion of the
SaaS side.

Self-Funding Growth:
Provides non-dilutive
capital to cover Customer
Acquisition Costs (CAC)
and R&D.

26. Competitive Advantage: Revenue Model Comparison

Feature Competitors STUGOOO
(Traditional LMS) (Dual Revenue Strategy)
Single Revenue Stream:
Revenue Solely reliant on Annual | Dual Revenue Stream: (SaaS
Stream(s) Recurring Revenue ARR + High-Margin Hardware
(SaaS ARR) from Sales).
subscriptions.
Relies heavily on Liquidity Assurance: Hardware
external investment revenue with a 67% Gross
Liquidity & (venture capital) to cover Margin provides significant,
Funding customer acquisition immediate cash flow to fund
costs (CAC) SaaS growth, accelerating the
' path to profitability.
Vulnerable to market Self-Funding Growth: Uses
Conclusion downturns and slower |hardware sales to generate non-
growth unless constantly |dilutive capital, protecting equity
raising capital. and scaling rapidly.

27. Innovative Growth Strategy (Bottom-Up Growth)




We solve the biggest challenge for startups: Customer Acquisition Cost
(CAC), through a unique, teacher-centric viral approach.

Near-Zero CAC: The
teacher drives
adoption without
requiring STUGOOO
to spend heavily on
marketing or sales
personnel.

Teachers are highly incentivized
with autonomy (private platform,
content sales) and future
rewards (ad revenue sharing) to
become unpaid marketers for the
platform.

Transforming
the Teacher
into a Partner

The teacher starts using the
platform individually within their
institution (even before official
Bottom-Up adoption), which generates
Penetration internal demand and creates
pressure on the administration to
officially purchase the integrated

solution.

Organic B2B Upsell:
Creates a warm lead
and a highly motivated
internal champion,
simplifying and
accelerating the B2B
sales cycle.

Viral Spread: Ensures
rapid, forced user
registration, achieving
viral distribution and
quick market

The operational model requires
students to create personal
accounts when a teacher,
trainer, or institution adopts the
platform.

Forced Viral
Adoption

penetration.
27. Exclusive Specialized Social Network
Feature Strategic Rationale Investment Advantage
Creating a closed, education-focused |[High Engagement & Stickiness:
Specialized |community ensures high user Transforms the platform from a mere
Social engagement and retention, as tool (LMS) into a daily destination
Network |discussions and interactions remain  |(Network), significantly boosting user
relevant to their academic needs. stickiness and data accumulation.

By separating academic work from the
main social media platforms (like
Elimination of |Facebook or WhatsApp), the system

Distractions |ensures student focus and data
privacy compliance within a controlled
environment.

Competitive Barrier: This unified,
distraction-free environment is a critical
selling point to institutions and provides
a competitive barrier against generic
social apps.

Data Monetization: Generates rich,
clean, and contextually relevant data
on learning patterns and content
popularity, which is vital for future Al
features and targeted advertising
(Revenue Stream 4).

All interactions, study groups, and
knowledge sharing remain within the
STUGOOO ecosystem.

Data
Generation

28. STUGOOO Competitive Advantage: Exclusive Social Network



Feature

Investment Rationale
(Value Proposition)

First Closed Social Network Exclusively for
Education.

higher valuations and LTV due to network

High Valuation Multiplier: Establishes
STUGOOO not just as an LMS, but as a
Network, which typically commands

effects and user data.

1. Creates a Dedicated Community & Eliminates
General App Clutter: We meet the market need for a
communication environment free from the
distraction chaos of general apps (like WhatsApp
and Telegram). This closed environment:

Increased Stickiness & Retention: A
focused environment drives organic
engagement, reducing user churn and
making the platform indispensable for
both teachers and students.

2. Ensures Privacy: It separates the teacher's
personal life from their professional life.

Teacher Adoption Driver: Eliminating
professional intrusion into personal
channels is a major incentive for
individual teacher adoption (key to the
Bottom-Up strategy).

3. Boosts Engagement: Building a community
around educational content increases activity rates
(Daily Active Users) and reduces the customer
churn rate.

Data Generation: High engagement
produces valuable, clean data on
learning patterns, essential for future Al
integration and feature prioritization.

4. Enables the Advertising Model: This
specialization is what will attract advertisers
interested in the education and training sector in the
near future.

Future Revenue Stream: Secures the
viability of the high-margin, long-term Ad
Revenue Model, which will be unlocked
once scale is achieved.

30. Permanent User Monopoly Strategy (Zero User Churn)

"We rely on a 'Permanent Monopoly' strategy for the user.
Even if the customer does not pay, we retain them within
our closed ecosystem (Zero User Churn) and enable the
teacher to use them as a focused marketing base, ensuring
continuous organic growth and enhancing the Customer
Lifetime Value (LTV) of the entire user base."

Investment Rationale (The Power of Zero User Churn):

Strategic e . .
Benefit Description Financial Impact
The platform retains users indefinitely (even Massive LTV Potential: Preserves
Monopoly ing students/teach t the option t tize th
over User |non-paying students/teac ers),. preventing e option to monetize the user
Base them from migrating to competing free later via advertising, cross-selling,
platforms. or upselling new services.
The retained, non-paying users form a large,  [Zero Marketing Cost: Ensures
Permanent | . . . .
. highly segmented, and targetable audience for |continuous, free organic growth
Marketing - . X ;
B the teacher (for selling private content) and for [and reinforces the 'teacher as a
ase ST : .
the institution (for future services). marketer' model.
Data Asset: The value of the data
Data All user data, activity, and learning patterns asset grows linearly with the size
. A . L of the retained user base,
Retention |[remain captive within the system. : -
regardless of immediate payment
status.

31. Teacher/Trainer Value vs. STUGOOO Investment Advantage




Value Proposition for the
Teacher/Trainer

Investment Advantage for
STUGOOO

1. Permanent Customer Retention (The Free

Account): The teacher can retain all their

students on the platform using the free Basic

account, even if the students do not pay a
subscription.

Zero User Churn: Ensures the Active
User Base remains massive and
stable regardless of payment status,
preserving the platform’s
attractiveness for future advertising
and simplifying the paid Upselling
process.

2. Direct Marketing & Lead Generation: The

platform places institutions and teachers in
one closed community containing their
potential customers. Teachers can easily

market themselves and attract new students

for their private courses.

Activation of Marketing Network: This
community transforms into an internal
marketing ecosystem, reducing the
teachers' need for external ad
spending and centralizing all traffic
within the STUGOQO platform.

3. Professional Platform Without Code (for
Trainers): Professional trainers are
empowered to use the platform as an

integrated center for delivering their courses.

Targeting the Professional Training
Market (B2C): Opens a new market
and secures stable revenue from
IAnnual Subscriptions ($299).

4. Operational & Financial Autonomy: The

teacher can use the platform in classrooms

within the institution regardless of the
institution's official adoption, in addition to
selling their own content.

"Bottom-Up Adoption" Model:
Guarantees product penetration into
institutions and creates organic,
internal demand for the full integrated
solution.

32. Intellectual Property: The Patent Advantage

Element Detail Strategic Va!ue (Investment
Rationale)
Legal & Defensive Advantage: The
Patent We initiated the filing for the| pending patent is a critical non-functional
Status Smart Desk Cover patent competitive advantage, offering legal
one year ago. protection against replication of our core
hardware design.
Monopolistic Position: If granted, this
Expected The final decision on the |patent will solidify our Exclusive Integrated
OuF‘zcome patent is highly likely to be | Model by creating a legal barrier to entry
issued by the end of 2025. | for competitors attempting to combine a
proprietary device with an LMS.
If obtained, this grant_s US @1valuation Boost: IP protection significantly
Legal and Defensive . \ \
increases the company's valuation and
Impact Advantage over e .
. defensibility, especially for a hardware-
competitors, beyond a mere enabled Saas model
functional feature. '

33. Executive Summary: The STU

Conclusion: We are creating a new market category in EdTech by vertically

GOOO Competitive Edge

integrating hardware and software solutions, giving us a competitive

advantage fortified by five exclusiv

e pillars:




1. Hardware Integration (Vertical Control): Controlling the user

experience via the Smart Desk, which ensures a low Cost of Goods Sold (

COGS of $165 ) and a high profit margin ( %67 )

2. Dual Revenue Model: Combining secure Recurring Revenue ( SaaS)with

high-cash-flow Hardware sales, accelerating the path to profitability

3. Organic Teacher-Driven Growth: Leveraging the individual teacher as
an unpaid marketer to achieve near-zero Customer Acquisition Cost
(CAC)

4. Specialized Social Platform: We are the first platform to offer a closed
educational community that guarantees security, privacy, and boosted
user engagement.

5. Patent: An Impenetrable Barrier to Entry: This prevents competitors
from replicating the unique Hardware-Software Integration model for 20
years, granting STUGOQO a de facto monopoly in this new market
category.

34. Team and Key Stakeholders

This section highlights the core team's complementary skills and deep
expertise in both education management and technological development.

Role Name/Description Expertise & Background

Leadership & Education Strategy: Over 12
years of management experience. Partner
and founder of three educational

Founder & Khaled Al Matar (Syrian, residing |institutions since 2017 in Turkey. Seven
General Manager in Turk ) 2013 f . . hnical field d
(CEO) in Turkey since ) years of experience in technical fields an

digital transformation within the education
sector. Established partnerships with
several Turkish universities.

Local Market & Government Relations:
Over 8 years of experience managing
\various educational institutions and
handling coordination/relationship

Co-Founder &
Executive Serhat Tan (Turkish National)

Director (Turkey) management with Turkish ministries, as
well as public and private institutions.
Technical Leadership & Product

Chief Technology Development: Worked in several technical

Officer (CTO) / Eng. Amal Al Obaid (Software [institutions and companies across Canada,

Product Manager Engineer) Turkey, and Syria. Currently serves as the
Product Manager, guiding the technical
roadmap.

Core Execution: The primary executor and
developer of the digital product within the
company, focusing on the core software
build.

Eng. Ammar Al Hameed
Lead Developer | (Informatics Engineer & Software
Developer)

Flexibility & Specialization: We work with
External/Part- | Several external Engineers and |various external engineers on a part-time
Time Support Consultants (Part-Time) basis, serving as additional developers
and specialized consultants.

Market!ng & Mohammad Assi and Rahaf Karta Market.V|S|b|I|ty: Requn3|ble for gxecutlng
Advertising marketing and advertising strategies.




1. Financials: Cash Flow Projections and Break-Even Analysis
(Conservative Estimate)

. Value . .
Metric (USD) Calculation Insight

Total Revenue $621,190 |(Sum of SP Column) [XePresents total gross income from the

scenario.
(Sum of Cost Represents total direct/variable costs (COGS
Total Cost of Sales $207,900 Column) for hardware, variable costs for SaaS).
. The total amount available to cover OPEX,

Gross Profit (GP) $413,290 |($621,190-$207,900) CAPEX, and provide profit.
Strong Profitability: The high margin is

Overall Gross Margin 66.53% |($413,290/$621,190) |maintained due to the dominant contribution of
high-margin hardware sales.

Financial Summary:

Metric Year 1 Year 2 | Year 3 | Year4 | Year 5
Return on Sales (ROS) % -19% 36% | 31% | 27% | 23%
Return on Investment (ROI) % -17% 518% | 613% | 722% | 846%
Payback Period 20 Months

38. Competition and Market Positioning

Market Position:

We are positioned at the intersection of three distinct sectors: Learning
Management Systems (LMS), Social Communication Tools, and
Educational Hardware Manufacturers.

STUGOOO Advantages (Our Differentiating Factors):

Feature Details and Rationale Competitive Edge
Cost Less than 90% the cost of large, established LMS |Accessibility: Removes financial barriers for rapid institutional
solutions. adoption, especially in emerging markets.
The only solution that seamlessly integrates I .
Integration proprietary Hardware (Smart Desk) with Software De;ensm_)lllth/. Create”s da legally protected (Patent pending)
(Saas). and vertically controlled user experience.
. Replaces 10+ different applications with one Simplicity & Efficiency: Eliminates tool sprawl, reducing
Comprehensiveness| ... - . o A
unified platform. administrative burden and subscription costs for institutions.
Ease of Use Platform operation requires less than two hours of [Rapid Adoption: Minimizes implementation friction and
staff training. training costs, speeding up the Time-to-Value (TTV).
\Wide Market Reach: Addresses the needs of both B2B
Flexibility Suitable for traditional and remote education, as |(institutions) and B2C (individual teachers/trainers),
well as for individuals and institutions. supporting the bottom-up growth strategy.
. A new and innovative model (re-organization of  |Future-Proofing: Provides a superior, distraction-free workflow|
Innovation . L : o
tools within the application). tailored specifically for the modern classroom.
Users can progress from the Free Basic Version [Zero Friction Adoption: The freemium/low-cost entry point
Low User Risk  [to the Small Version at very low cost, then to fuels the viral spread and bottom-up penetration strategy,
Medium and Large as needed. minimizing the risk of user churn.

39. Competitor Examples:



The table below illustrates how STUGOOQO is positioned in relation to key
players in the three intersecting market categories:

Competitor Category STUGOOO Differentiation
Example
STUGOOO is 90% cheaper and offers
Moodle Learning Management hardware integration; Moodle lacks vertical
System (LMS) control and is complex to use.
Gooale STUGOOO offers a closed, specialized social
9 Virtual Classroom / network and dedicated, distraction-free
Classroom Co R
Communication Tool |hardware (eliminating general app clutter).
Smart STUGOOO offers a proprietary device with a
Technologies 67% margin (reducing COGS to $165) that is
9 Educational Hardware [tied to a SaaS platform and B2C model.

How do we differentiate? We don't aim to compete in a single category;
instead, we are creating a new category and market (a Category Creator): the
Comprehensive Educational Social Network + Smart In-Classroom
Infrastructure.

40. Investment Opportunity:
We are currently seeking capital to execute our growth strategy, focusing on

expanding our manufacturing capabilities and accelerating B2B market
penetration.

Metric Details Rationale

Required to fund the initial large-scale
production run of the Smart Desks and
expand the core engineering and sales
teams.

Capital Sought $700,000 USD

Offers flexibility to early investors
(Convertible Note) while providing a
transparent valuation for a direct equity

Convertible Note (Preferred) OR
Financing Instrument | Equity at a pre-money valuation
of $3,000,000

investment.
Timeline We_z aim to close the current round rs\:;t:r?iiﬁlge?t:: ?iﬁiﬁtz?;icz)nnfc?; tlﬂ\efefztr?c;isng
in the Next Quarter (Q4/Q1). round

Demonstrates early internal belief and
existing traction in the fundraising
process.

Existing/Committed Previous commitments of
Investors $100,000-$200,000

Use of Proceeds :



The 700000% investment will be strategically allocated to the three core areas

that drive our unique revenue model:

Allocation Area |Investment % Rationale
Crucial for Dual Revenue Model: Funding the
o production tooling (CAPEX) and the initial large
I\/}éf&?adcl’:glt'i: ($3‘11'g gOO) batch of Smart Desks (COGS) to fulfill early
9 ' institutional orders and maximize the 67%
hardware gross margin.

Scaling Adoption: Funding the direct B2B sales
2saesa | asw (e (rgelng natluions andscaing e -
Marketing ($245,000) . . P g campaig

rapidly acquire teachers and secure early

adoption in the Turkish market.

SaaS Development & Stability: Securing the core

3. Core R&D and 20% engineering team for the next 12-18 months to
Team Expansion | ($140,000) [enhance the Saa$S platform, develop Al features,
and secure the patent filing process.
TOTAL 100% $700,000

41. Near-Term Future Vision (Next Year Focus)

1. Technological Defensibility and Ancillary Revenue System
(Al/Marketplace)

Strategic
Focus

Objective & Implementation

Investment Rationale

Al Integration:
Adaptive
Learning

Developing and implementing basic
Al algorithms to analyze the rich,
captive user data (from the
Exclusive Social Network) to offer
personalized, adaptive learning
paths and content
recommendations.

Increased LTV & Engagement:
Enhances the core product value,
justifying higher subscription fees,
boosting user stickiness, and setting
the stage for the Data Monetization
revenue stream.

Monetization of
the Educator
Marketplace

Launching the STUGOOO
Marketplace where teachers can sell
their proprietary educational content,
templates, and courses directly to
other educators or students within
the closed ecosystem.

New High-Margin Revenue Stream:
Generates commission-based
revenue (e.g., a 15% commission on
all sales) without increasing COGS,
while incentivizing more teachers to
join and use the platform (reinforcing
the Bottom-Up Growth model).

Dedicating legal and financial

Impenetrable Barrier: Secures the
20-year monopoly on our core

Patent resources to finalize the filing and hardware-software intearation
Finalization |secure the patent for the Smart Desk rotecting the compan Q.JS valuétion
Cover (expected by EQY 2025). P 9 ompany
and market position.
Planning the infrastructure to
Ancillar introduce highly targeted advertising [High-Growth Future Revenue: This
Revenug' to students/teachers (e.g., for becomes the fourth revenue stream,
Targeted Ads university prep courses or leveraging the clean, context-rich

professional training) once user
scale is achieved.

user data from the platform to attract

high-value EdTech advertisers.




42. Competitive Advantage from Future Vision (Vision-Driven
Defensibility)

Feature (from Future

Vision) Investment Rationale (Value Proposition)

New Ancillary Revenue Stream: Opens a new source of
Creation of an Educational|revenue from Transaction Fees (commissions). This
App and Game Storetransforms the platform from merely a tool into a Digital
(Ecosystem Store) Marketplace, attracting third-party developers to offer
exclusive content.

Increased Customer Lifetime Value (LTV): Enables teachers
In-Classroom App Agentsto purchase additional tools (Agents) to enhance their
Feature classrooms, which boosts the Average Revenue Per User
(ARPU) and ensures that LTV grows exponentially.

Future-Proofing & Defensive Advantage: Demonstrates that
the product is prepared to integrate the next wave of
technology (Al), transforming the teacher into an "Al
Operations Manager," thus increasing their efficiency and
keeping the platform technologically superior.

Integration of Al Teaching
Assistants

Boosted Engagement & Reduced Churn: Educational games
Integration of Educational ensure students remain highly engaged and continue using
Games (Gamification) the platform, which directly supports the Recurring Revenue
(SaaS) model and strengthens the Zero Churn strategy.

43. Conclusion: Dominating the Future Market :

"If the Hardware Patent grants us defensibility in the
present, this roadmap ensures our dominance in the future
by building a triple-dimension revenue ecosystem (Saa$S +
Hardware + Marketplace Fees) powered by Artificial
Intelligence.”

"We are focused on long-term growth and on including
everyone to make STUGOOO a workplace for them, which
they value and strive to maintain their presence and
competitiveness within."

Building a Unified Digital Work Environment for:

Educational Institutions

Teachers and Trainers

Students

Educational App Developers and Owners

With high flexibility to suit all diverse educational environments.
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