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Mixed signals across the market (Score: 47/100): Interest at 59/100, Trust at 52/100, with 14% high intent. Targeted
improvements to positioning, messaging, or product fit are needed before scaling.

GENDER MIX AGE RANGE TOP LOCATIONS TOP PROFESSIONS

Female 50% - Male 47% - Non-binary 3% 28-59 (avg 45) Europe - United States E-commerce operator -

Logistics executive -
Startup founder

52 63 14%
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/100 INTENT

59
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7
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EXECUTIVE SUMMARY

Across 100 synthetic respondents, the simulated audience showed a mixed reaction (avg. interest: 59/100, trust: 52/100,
perceived value: 63/100). Average purchase intent signal: 48/100. Top motivating factor: “Last-mile delivery cost reduction
directly addresses the highest-friction part of logistics—this is a real problem | deal with". Primary friction point: "Real
estate economics in dense urban areas are brutal—leasing costs could easily compress those 30% savings claims; |
need to see actual P&L from the pilot cities".

INVESTMENT INTEREST

® VERY HIGH: 0 (0%) ® HIGH: 14 (14%) ® MEDIUM: 64 (64%) @ LOW: 22 (22%) @ VERY LOW: 0 (0%)

SCORE BREAKDOWN

59 7 52

Interest Clarity Trust

63 255 75

Perceived Value Novelty Relevance

EVALUATED CONCEPT

UrbanLogix is a logistics infrastructure platform that develops and operates a network of **automated micro-warehouses
(200-1,000 sgm)** located inside dense urban areas to optimize last-mile delivery.

Instead of relying on large, centralized warehouses located outside cities, UrbanLogix distributes inventory across
smaller urban nodes positioned within **3-5 km of high-demand areas**. This allows companies to significantly reduce
delivery distance and time.

Each micro-warehouse is equipped with:
* ¥ Autonomous mobile robots** for picking and sorting
* **High-density storage systems** to maximize space efficiency

* **Al-driven demand forecasting**, which predicts local demand and dynamically allocates inventory across locations

Clients (e-commerce brands, grocery operators, retail chains) use UrbanLogix as a **shared logistics layer**, accessing
storage, fulfillment, and optimization tools without investing in their own infrastructure.

The platform focuses on improving **unit economics of last-mile delivery**, which is currently the most expensive part
of the logistics chain.



**Category:**

**Price / Business Model:**

* £500—€3000/month per storage allocation
* £1—€3 per fulfilled order
* Optional premium analytics subscription

**Value Proposition:**

* Up to **30% reduction in last-mile delivery costs**

* Faster delivery (same-day / within 2 hours in urban areas)
* No upfront capex for clients

* Scalable infrastructure across multiple cities

**Budget Requested:**
€10M (Series A)

**Use of Funds:**

* Launch 5 new cities (micro-warehouse setup + leases)
* Robotics and automation deployment

* Al platform development and data infrastructure

* Commercial team expansion and client acquisition

VALUE PROPOSITION CATEGORY
Up to **30% reduction in last-mile delivery costs** Logistics / PropTech / Al

PRICE
€500—€3000/month per storage allocation



DECISION VERDICT

ITERATE score 47100

Mixed signals across the market (Score: 47/100): Interest at 59/100, Trust at 52/100, with 14% high intent.
Targeted improvements to positioning, messaging, or product fit are needed before scaling.

CONFIDENCE & STABILITY

Interest 59 +11.3 Mixed
Clarity 77 4.3 Stable
Trust 52 9.5 Stable
Perceived Value 63 +11.2 Mixed
Novelty 55 19.6 Stable
Relevance 75 8.1 Stable
Confidence 68 15.3 Stable

KILLER OBJECTION

"Heavy capital requirements (€10M for 5 cities) create execution risk and slow path to profitability — this
is not a software play, it's real estate and robotics"

The "Conservative" archetype shows the lowest trust score (38/100) across all segments. This objection appears most frequently
among this skeptical cohort, making it the primary barrier to broader adoption.

ADOPTION CURVE POSITIONING

Uncertain Interest is distributed across multiple archetype groups with no clear dominant segment. The adoption path
is unclear — further segmentation research is recommended before launch planning.



20 respondents

Interest

Clarity
Trust
Perceived Value

Novelty ———

Relevance

Confidence

76

48
73
70

Last-mile delivery is genuine-
ly the costliest logistics prob-

lem and 30% reduction would
move unit economics materi-

ally for clients

Al demand forecasting and
inventory distribution across
nodes is a legitimate technical
moat if executed well

B2B SaaS model with re-
curring revenue (storage +
per-order fees) has pre-
dictable cash dynamics

Clear supply chain prob-

lem being solved—last-mile is
genuinely the cost sink in lo-
gistics

Marketplace model with mul-
tiple revenue streams reduces
client concentration risk

€10M for 5 cities is thin—ur-
ban real estate, lease negotia-
tions, and robotics deployment
will burn cash fast and cre-
ate dependency on continued
fundraising

Competitive moat is unclear:
Amazon, DPD, and regional
logistics players have capital
and last-mile networks already;
what stops them from copying
this?

The 'shared logistics layer' as-
sumes clients trust a third par-
ty with inventory and deliv-

ery execution—switching costs
and customer concentration
risk feel high

Micro-warehouse operations
are inherently local and
low-margin; scaling to ven-
ture-scale returns (100M+
ARR) requires either massive
unit proliferation or significant
pricing power | don't see justi-
fied yet

No mention of unit econom-
ics per micro-warehouse, pay-
back period, or break-even
timeline—these details mat-
ter enormously for a real es-
tate-heavy model



Skeptic 15 respondents
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Novelty EE—
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44
72
40
45
a7

71

Last-mile delivery is genuinely
expensive—this targets a real
pain point in e-commerce lo-
gistics

The distributed model makes
intuitive sense for urban de-
livery speed and cost reduc-
tion

Al demand forecasting could
provide a genuine competitive
edge if executed well

Last-mile delivery is genuine-
ly expensive and the problem
is real—I understand logistics
pain

Distributed micro-warehouse
model is sensible in theory;
reduces delivery distance on
paper

You're asking €10M to launch
5 cities with micro-warehous-
es and robotics—that's capi-
tal-intensive and unprofitable at
scale. Where's the path to unit
economics that justifies venture
returns?

30% cost reduction is a bold
claim with zero proof points.
You mention 'pilot in 2—3 cities'
but no hard data on actual
cost savings or client retention.
That's not enough.

Amazon, DPD, and region-

al logistics players are already
moving into urban fulfillment.
Why does UrbanLogix win in a
crowded, capital-hungry mar-
ket? The Al layer alone isn't de-
fensible.

Your pricing
(€500—€3000/month + €1-€3
per order) depends entirely on
high volume and utilization.
What happens when you're at
40% utilization across a new
city? The unit economics
collapse.

Real estate costs in dense
urban areas are rising. Your
leasing model is exposed to
long-term margin compression.
How do you manage that risk?



15 respondents
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78

70

77
70

Direct attack on the actu-

al cost bottleneck—Ilast-mile
delivery is genuinely broken
economics and 30% reduction
is material

Real supply chain problem |
understand deeply; this solves
density and proximity, which
are the actual levers

Asset-light model for clients
is smart; shared infrastructure
removes adoption friction
Early traction with paying
B2B clients suggests prod-
uct-market fit exists, not just
theory

Last-mile delivery is genuinely
the cost killer in my operations
— 30% reduction would move
margins meaningfully

This is capital-intensive in-
frastructure play disguised as
a tech platform—€10M for 5
cities means heavy property,
robotics, and operational burn
before unit economics prove
across geographies

Competitive pressure is real
and immediate; Amazon, DPD,
Geodis, and regional last-mile
players are all moving here,
and they have brand, scale, and
capital advantages

Demand forecasting Al is table
stakes now, not differentiation;
the real moat would be oper-
ational efficiency and real es-
tate arbitrage, neither of which
is defensible long-term

No detail on unit econom-
ics—what's the actual pay-
back period per warehouse?
At €500—€3000/month with
shared capacity utilization risk,
margin clarity is critical and
missing

Geographic replication risk is
underestimated; what works in
one European city may not

in another due to real es-

tate costs, labor, zoning, and
last-mile competitor density
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72

82

+

Last-mile delivery is genuine-
ly broken economically — |
deal with this friction every
week in my operations, and a
30% reduction would reshape
unit economics for mid-market
players like my clients

The micro-warehouse net-
work model is scalable in
ways central hubs aren't —
distributed inventory feels like
the right architectural answer
for dense urban markets

Shared infrastructure layer
removes capex barriers for
SME retailers and e-com-
merce brands who can't afford
their own fulfillment centers;
that's a real market unlock

Al demand forecasting across
a network of locations creates
defensibility through data and
network effects as you grow

Last-mile delivery is genuine-
ly the cost killer in e-com-
merce — I've watched this
drain margins for years, so the
30% reduction target speaks
directly to my operational re-
ality

Real estate is the hidden killer
here — securing 200-1000
sqm leases in high-demand ur-
ban zones at scale is bru-

tal. The pitch glosses over land
cost volatility and lease com-
mitment risk. How many cities
actually have suitable real es-
tate availability at the unit eco-
nomics they need?

Capital intensity doesn't match
venture returns timescale. Ten
million for 5 cities means
roughly 2M per city for
build-out, leases, robotics. The
payback period on that invest-
ment, even at €1-3 per order,
feels long and dependent on
client stickiness | don't see val-
idated.

Competitive pressure is under-
stated. Amazon, Getir, and re-
gional logistics players are all
experimenting with micro-ful-
fillment. What's the moat here
beyond being first-mover in a
few European cities?

Client concentration risk — if
they're relying on 3-5 anchor
clients per location to break
even, one contract loss could
crater site viability. The shared
model is elegant but opera-
tionally fragile.

The trust issue: | don't see ev-
idence of experienced logis-
tics infrastructure operators on
the founding team. Building and
operating micro-warehouses at
scale is operationally different
from software scaling.



Ethical 10 respondents
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7

77

Last-mile delivery is genuinely
broken economics—30% cost
reduction would be trans-
formative for e-commerce
clients, and I've seen first-
hand how much margin pres-
sure this creates

The micro-warehouse net-
work model is smart in-
frastructure play that scales
across cities without massive
upfront capital per location

Shared logistics layer re-
moves friction for clients who
can't justify building their own
urban fulfillment centers
Last-mile delivery is genuinely
broken and expensive—I see
this daily in my e-commerce
operations, and a 30% cost
reduction would be transfor-
mative for margins

Al-driven demand forecasting
appeals to me because it's
about optimization and effi-
ciency, not just moving boxes

Capital intensity con-
cerns—€10M for 5 cities feels
like the true burn rate, and

| don't see clear path to
profitability per location before
needing to raise again

Real estate risk is underplayed:
urban micro-warehouse leases
are competitive and landlords
may not renew when volumes
spike or shrink, creating supply
chain fragility

Competitive pressure from
Amazon, GoPuff, and regional
last-mile players is fierce; un-
clear what defensible moat ex-
ists beyond first-mover advan-
tage in a few cities

Trust in team and execution
clarity is medium—no detail on
who leads this, their logis-

tics experience, or how they've
managed robotics deployment
complexity in pilots

€10M for 5 cities feels light
given real estate, robotics,

and automation costs—I worry
about unit economics and cash
burn; what's the payback period
per micro-warehouse?



Interest

Clarity

Trust

Perceived Value
Novelty
Relevance

Confidence

46
77
38

70

+

Last-mile delivery is genuine-
ly expensive and broken —

a 30% cost reduction directly
impacts client unit economics

Al-driven demand forecasting
and micro-warehouse mod-
el is sound in principle and
addresses a real market pain
point

Asset-light SaaS revenue
model (monthly storage +
per-order fees) provides re-
curring revenue stability

Logistics infrastructure aligns
squarely with my investment
interests and has proven ven-
ture-scale potential

Last-mile delivery is a genuine
cost problem — 30% reduc-
tion is material if achievable
and defensible

Heavy capital requirements
(€10M for 5 cities) create ex-
ecution risk and slow path to
profitability — this is not a soft-
ware play, it's real estate and
robotics

Early traction in 2-3 cities is
thin validation; | need to see
unit economics proof and client
retention data before believing
the model scales

Crowded market with
well-funded competitors (Ama-
zon Logistics, DPD, regional
players) — differentiation story
feels underdeveloped, not just
'micro-warehouses with Al'

Trust score is low because |
haven't seen the team, their
logistics operating experience,
or evidence they can execute
property acquisition and robot-
ics deployment efficiently

Robotics and automation costs
are rising, and lease eco-
nomics in dense urban areas
are unpredictable — how do
they maintain unit economics at
scale?
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79

70

78

+

Last-mile delivery is genuine-
ly broken economics — 30%
cost reduction is credible and
addresses real pain

Micro-warehousing distribu-
tion model is smart, not just
another VC-funded logistics
app with no unit economics

B2B model with recurring
revenue and per-order fees
creates defensible recurring
streams

The 30% last-mile cost re-
duction is a real, quantifi-
able problem worth solving —
that's where the margin gets
destroyed in e-commerce

Marketplace model (shared
logistics layer) is smart —
reduces customer acquisi-
tion friction and improves unit
economics faster than pure
B2B

Real estate is capital-heavy
and illiquid — €10M might
sound reasonable until you're
negotiating 50+ urban leas-
es simultaneously and hitting
zoning restrictions

Robotics automation still has-
n't proven cost-effective at this
scale; dependency on un-
proven tech suppliers creates
execution risk

Too early to know if Al demand
forecasting actually beats sim-
pler heuristics — sounds good
but needs validation at scale

No mention of competitive
moats; Amazon, DPD, and lo-
gistics incumbents can copy
this if it works, and they have
better real estate access

Real estate is capital-intensive
and geographically locked in
ways software isn't — €10M
across 5 cities means you're
betting heavily on lease eco-
nomics and occupancy rates
that | don't see validated yet



5 respondents
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Trust

Perceived Value

Novelty
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7
82

77
71
85
71

+ Last-mile delivery is genuine-
ly broken and expensive—I've
seen this pain firsthand in
e-commerce. A 30% cost re-
duction isn't incremental, it's
transformative for margins.

+ The marketplace model
(shared infrastructure layer)
is scalable in a way that
pure logistics plays aren't. If
they can aggregate demand
across multiple brands, the
unit economics get better with
each client.

+ Urban densification is a macro
tailwind. Cities are only get-
ting denser, and warehous-
ing at the edge is becoming
a real competitive advantage.
This aligns with where logis-
tics is going.

+ Al-driven demand forecasting
at the micro level is genuinely
clever—it's not just automa-
tion theater, it's optimization
that gets better with data and
volume.

+ Direct intersection with sup-
ply chain optimization and the
actual pain point in e-com-
merce—last-mile is 50%+ of
total delivery cost and they're
addressing it structurally

Capital intensity scares me.
€10M to launch 5 cities sounds
optimistic. Real estate, robot-
ics, and infrastructure don't
scale cheaply, and | need to see
their unit economics per ware-
house before I'm convinced this
path to profitability is real.

Competition from established
players (Amazon, DHL, re-
gional logistics giants) is fierce.
They have capital, scale, and
relationships. What's the de-
fensibility here beyond being
first-mover in mid-tier European
cities?

Client concentration risk isn't
addressed. If they're relying on
2-3 anchor clients, one churn
event could crater the unit eco-
nomics of an entire city. How
sticky is the platform really?

| don't have clarity on their Al
differentiation. Demand fore-
casting at the micro level is
nice, but is it actually propri-
etary, or will it become com-
moditized once larger players
adopt it?

Capital intensity is bru-
tal—€10M for 5 cities is tight
once you factor in real estate,
robotics, and fulfillment ops.
The unit economics per mi-
cro-warehouse need to be bul-
letproof or this becomes a cash
furnace.
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7

76

The emotional pull is strong
— solving last-mile delivery
feels like solving a real hu-
man problem; getting pack-
ages faster in cities matters to
people

The narrative is compelling:
distributed micro-hubs in-
stead of massive centralized
warehouses. It's elegant and
feels like a genuine shift in
how logistics could work

Early traction in 2-3 cities
suggests they've validated
something real, not just theory

Last-mile delivery is genuinely
broken and expensive — I've
watched supply chain costs
cripple margins for years, so
the 30% reduction claim res-
onates deeply

The emotional story here is
compelling: micro-warehous-
es inside cities feel more
human and sustainable than
the current sprawl of distant
mega-warehouses

Capital intensity worries me
deeply. €10M across five cities,
robotics deployment, and Al
infrastructure — that's tight. I've
seen logistics companies burn
cash faster than projected, and
real estate is unpredictable

| don't have full clarity on com-
petitive differentiation. Amazon,
DHL, and others are build-

ing similar infrastructure. What
defensibility does UrbanLogix
have beyond being first-mover?

Trust issue: | need to under-
stand the team better. Who's
leading this? Logistics execu-
tion at scale is brutal; founders
matter enormously here, and |
can't assess that from the pitch

Unit economics math isn't fully
transparent to me. The €1-€3
per fulfilled order sounds thin if
robotics and urban real estate
are expensive. What's the gross
margin path?

Real estate in dense urban ar-
eas is brutal — | don't see
enough detail on how they're
securing locations affordably or
whether landlords will cooper-
ate at scale
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Novelty
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82

84
74

+

Last-mile delivery cost reduc-
tion is a genuine, quantifi-
able pain point—30% savings
is credible if execution delivers
on density and robotics uti-
lization

B2B SaaS mod-

el with recurring rev-

enue (€500-3000/month)
plus transaction fees creates
defensible unit economics

Urban micro-warehousing is
less saturated than market-
place logistics; positioned well
against Amazon's dominance
in that space

Early traction in 2—3 cities
de-risks the fundamental
concept; demand signal exists

Last-mile delivery is genuine-
ly the cost bottleneck in lo-
gistics — the 30% reduction
claim maps to real pain points
| see in portfolio companies

Real estate scalability is un-
derstated—securing 200-1000
sqm prime urban locations with
favorable leases across 5 new
cities in a single funding cycle is
operationally brutal; real estate
risk is often underestimated by
tech founders

Capital intensity of €10M feels
light for the infrastructure play
described; deployment costs
per location, lease obligations,
and robotics hardware typical-
ly scale unpredictably—need
clearer unit economics per
warehouse

Competitive entry is low-fric-
tion; both 3PL incumbents
(DHL, Geodis) and new players
(Getir, Flink) are already build-
ing hyperlocal networks—dif-
ferentiation via Al forecasting
alone is fragile without defen-
sible tech or network effects

Al demand forecasting is ta-
ble-stakes now, not differentia-
tor; unclear how proprietary the
algorithm is or whether client
data creates a moat

Trust score reflects missing
detail: Who are the current
pilot clients? What is actual
utilization and retention? Mi-
cro-warehouses work only if
load factors stay high—one
major client loss destabilizes
economics quickly



Al Analysis

Strategic Synthesis

UrbanLogix sits at an intriguing but precarious inflection point. The research reveals a product that is well-understood (clarity at 77/100,
low variance of 4.3) and clearly relevant to its audience (relevance at 75/100), yet fails to convert intellectual appreciation into conviction.
The core tension is this: respondents believe the problem is real and the model is logical, but they don't yet trust that UrbanLogix can
execute it profitably at scale.

Trust at 52/100 is the load-bearing weakness. It drags down what would otherwise be a solid perceived value score (63/100) and
suppresses purchase intent — with zero respondents at Very High and only 14% at High. The 64% clustering in the Medium intent
band is a classic "interested but not convinced" pattern, suggesting the pitch is generating curiosity without closing credibility.

The confidence score of 68/100 (low variance) tells a nuanced story: respondents feel they understand the opportunity, but they're not
confident UrbanLogix has proven the model. This distinction matters enormously in an investment pitch context. The novelty score

of 55/100 further signals that sophisticated investors don't see this as breakthrough innovation — they see it as sound infrastructure
execution, which means the pitch must win on financial rigor, not vision alone.

In sum: the product concept passes the logic test but fails the proof test.

Strengths to Leverage

The problem resonance is genuine and should anchor everything. The top-ranked driver — last-mile cost reduction addressing the
highest-friction logistics segment — isn't just a talking point; it's validated across archetype groups including pragmatic (interest 64),
divergent (69), and visionary (77) profiles. This cross-segment acknowledgment is rare and valuable.

The B2B Saa$S hybrid model is a structural differentiator. Respondents explicitly called out the recurring revenue plus per-order fee
structure as having "cleaner unit economics than pure asset plays." This should be front-and-center in pitch materials, not buried. The
no-capex client proposition (shared infrastructure) was also cited as an adoption accelerator — a point that resonates particularly with
Pragmatic and Ethical archetypes who weigh implementation friction heavily.

Clarity is a genuine asset. A 77/100 clarity score with a tight standard deviation means the concept communicates efficiently. The team
should not over-explain or restructure the core narrative — instead, redirect that clarity capital toward unit economics transparency;,
which is where trust breaks down. The pitch is understood; now it needs to be believed.

Priority Concerns

1. Trust deficit rooted in missing operational proof (Trust: 52/100, Conservative archetype trust: 38/100)

The killer objection — that €10M feels thin given real estate, robotics, and leasing complexity — is not primarily a budget objection. It's
a proof objection. Respondents want actual P&L from pilot cities, client retention data, and evidence that the 30% cost reduction holds
in live operations, not projections. The absence of this data is the single largest deal-breaker, especially among Conservative investors
(10 respondents, trust at 38/100) who will likely influence broader investment committee dynamics.

2. Capital intensity versus scalability narrative (Interest std dev: 11.3 — mixed)

The wide variance in interest (stdDev 11.3) and perceived value (stdDev 11.2) signals that different audience segments are reaching
fundamentally different conclusions about viability. The objection that "€10M scales only 5 cities and you'll need exit-level revenue
before profitability” reflects a structural concern: the model appears path-dependent and fragile before achieving density. This isn't a
messaging problem — it's a financial modeling gap in the pitch itself.

3. Absence of a visible competitive moat

Objection #4 directly flags that robotics and Al are commoditizing, and respondents see no proprietary data advantage. With novelty at
only 55/100, UrbanLogix is not perceived as a technology breakthrough. If the moat is network density and demand-forecasting data
accumulation, that story needs to be made explicit with evidence — otherwise sophisticated investors default to "replicable infrastructure
play," which commands lower multiples and higher skepticism.



Improvement Levers

Pricing and financial transparency: Introduce a publicly shareable unit economics one-pager for a pilot city — showing actual lease costs,
robotics depreciation, throughput volume, and resulting margin per location. Even a single validated node model would dramatically
shift trust scores. Consider repositioning the €10M ask not as "expansion capital" but as "unit economics proof capital" — framing five
cities as a deliberate proof-of-density strategy rather than an ambitious rollout.

Messaging refinement: The 30% cost reduction claim needs to be operationalized. Replace the headline stat with a specific client case:
"Client X reduced per-order delivery cost from €6.20 to €4.30 across 18 months in [City]." Specificity converts claims into proof. The
current framing reads as projection; case-specific data reads as validation.

Competitive moat articulation: Explicitly name the proprietary demand forecasting data flywheel — the more nodes deployed, the more
hyperlocal demand signal accumulated, creating a dataset competitors cannot replicate. This should be presented as a strategic asset
with compounding value, not a feature.

Audience targeting tightening: Deprioritize Conservative and Skeptic outreach (combined trust scores of 38—40/100) in early fundraising
rounds. Focus pitch resources on Visionary, Divergent, and Nonconformist profiles where interest and trust are meaningfully higher and
objections are more surmountable.

Best Segment to Target

Visionary (n=5, interest: 77, trust: 62, value: 77) is the highest-performing archetype across all three core metrics, but the small sample
size (n=5) limits its standalone viability as a primary segment. The stronger strategic play is to target Pragmatic (n=15, interest: 64,
trust: 56, value: 70) as the primary conversion segment, with Visionary as the champion/advocate tier.

Pragmatics have meaningful sample size, above-average trust for this dataset, and the highest perceived value among mid-sized
cohorts. Critically, their objections are execution-focused rather than ideological — they want to see client retention metrics, operational
KPIs, and a credible path to unit-level profitability. These are objections UrbanLogix can address with existing data if framed correctly.

Tailored approach for Pragmatics: Lead with a logistics operations briefing format rather than a traditional pitch deck. Present
warehouse-level throughput data, delivery SLA performance, and client cost-per-order comparisons. Use language grounded in
operational reality ("Here is what happened in our first 90 days in [City]") rather than market opportunity sizing. Offer a structured
pilot evaluation framework — giving Pragmatics a systematic way to assess before committing reflects their decision-making style and
reduces perceived risk.

What-If Scenarios

Scenario 1: UrbanLogix publishes validated unit economics from a pilot city

If the team releases a transparent, third-party-reviewed P&L for one operational node — showing real lease costs, robotics amortization,
throughput, and net margin — trust scores across Pragmatic, Conservative, and Expert archetypes would likely rise meaningfully. The
killer objection becomes partially defused. Based on the research, this single intervention could shift a substantial portion of the 64%
Medium-intent cluster toward High intent, potentially doubling the High-intent rate from 14% toward 25-30%.

Scenario 2: UrbanLogix repositions the €10M as a proof-of-density round rather than a scaling round

Currently the pitch frames five cities as expansion. If reframed as "achieving the minimum viable network density to validate the
demand-forecasting flywheel," the capital intensity objection transforms from a weakness into a thesis. Sophisticated Visionary and
Divergent investors (combined interest ~69—77) would likely respond positively to a narrative that acknowledges the capital intensity
and explains why density is required before profitability kicks in — showing strategic self-awareness rather than optimistic projection.

Scenario 3: UrbanLogix fails to address the trust gap and proceeds to pitch broadly

If the team pitches the current deck at scale without adding operational proof points, the research predicts a low conversion rate. The
52/100 trust score combined with 0% Very High intent suggests that without credibility interventions, the pitch will generate many
meetings and few term sheets — particularly as Conservative investors (trust: 38/100) in investment committees act as veto voices
even when Visionaries champion the deal.



Recommended Next Steps

1. Build and publish a single-node unit economics model (Highest impact, Medium effort)

This is the highest-leverage action available. Create a transparent, auditable financial model for one operational micro-warehouse —
covering all cost inputs and revenue outputs. Share it proactively in pitches. This directly attacks the primary trust barrier and the killer
objection simultaneously.

2. Develop two to three Pragmatic-segment pitch materials (High impact, Low effort)

Reformat the existing pitch narrative into an operations-first briefing document — KPI tables, SLA performance data, client cost
comparisons. No new research required; new framing of existing data. Target the 15 Pragmatic-type investors in your pipeline first
to generate early momentum and social proof.

3. Articulate the data flywheel moat explicitly (Medium impact, Low effort)

Add a dedicated slide or section that explains how each deployed node generates proprietary demand-signal data that compounds in
value over time. Make the competitive moat structural and visible — this addresses objection #4 and elevates the novelty perception
without requiring new product development.

4. Conduct follow-up qualitative interviews with Conservative archetype investors (Medium impact, Medium effort)

Given their outsized influence on investment committees and their trust floor of 38/100, understanding their specific threshold conditions
for conviction would allow UrbanLogix to either tailor a response strategy or make a deliberate decision to deprioritize this cohort in
Series A and revisit at Series B with a stronger operational track record.

5. Set a clear fundraising sequencing strategy: Visionaries first, Pragmatics second (High impact, Low effort)

Use Visionary investors (interest: 77, value: 77) as early anchors to establish social proof and deal momentum. Their endorsement
reduces the trust burden with subsequent Pragmatic investors. This sequencing strategy costs nothing to implement but materially
improves conversion probability by leveraging the research's own archetype hierarchy.



Last-mile delivery cost reduction directly addresses the
highest-friction part of logistics—this is a real problem | deal
with

Distributed micro-warehouse model is logical and less cap-
ital-heavy than building mega-hubs

B2B SaaS model with recurring revenue and per-order fees
has cleaner unit economics than pure asset plays

Last-mile delivery cost reduction aligns directly with my in-
dustry experience—30% improvement on the most expen-
sive segment is meaningful if real

Shared infrastructure model reduces client capex friction,
which I've seen accelerate adoption in logistics market-
places

Real estate economics in dense urban areas are bru-
tal—leasing costs could easily compress those 30% savings
claims; | need to see actual P&L from the pilot cities

10 million euros to expand to 5 new cities feels tight when
each warehouse requires land, robotics deployment, and
local hiring; where's the scalability if capital intensity stays
this high?

Trust factor is low—no detail on actual client retention, churn
rates, or whether those delivery cost savings are holding up
in real operations versus projections

Robotics and Al are commoditizing fast; competitive moat
isn't obvious unless they have proprietary demand forecast-
ing data | don't see evidence of

Capital intensity is extremely high and creates path-depen-
dency—€10M scales only 5 cities, and you'll need exit-level
revenue before hitting profitability in this model, which feels
fragile at 10/100 risk tolerance

a Address the most common objection directly in positioning: "Real estate economics in dense urban areas are brutal—leas-
ing costs could easily compress those 30% savings claims; | need to see actual P&L from the pilot cities".

e Strongest resonance with Visionary profiles. Consider tailoring early messaging to this segment.

METHODOLOGY

This report is produced by a synthetic audience simulation. Personas are algorithmically generated archetypes, not real individuals. Results

reflect probabilistic behavioral modeling, not empirical survey data. Use this output to inform exploration and hypothesis generation — not as a

substitute for real market research.



ARCHETYPE BREAKDOWN

Archetype N Interest Trust Perceived Intent
Value
Linear 20 (20%) 55 50 59 46
Skeptic 15 (15%) 44 40 45 34
Pragmatic 15 (15%) 64 56 70 51
Divergent 10 (10%) 69 61 72 56
Ethical 10 (10%) 63 58 68 52
Conservative 10 (10%) 46 38 55 38
Nonconformist 8 (8%) 69 60 70 58
Visionary 5 (5%) 7 62 77 70
Emotional 5 (5%) 68 58 68 54
Expert 2 (2%) 63 62 66 50

19



Male, 58 - Logistics executive - United States
Linear

"l understand the logistics problem intimately, and the distributed model makes sense on paper. But you're asking for ten million to launch five
cities with leased real estate, robotics, and an Al platform—that's heavy capital for relatively thin margins. Before I'd commit, | need to see
detailed unit economics from your current pilots showing the 30% savings is real and sticky, not just a projection. And I'd want clarity on how
you scale this without raising another hundred million in five years."

Male, 38 - Logistics executive - United States
Linear

"| like the core insight—micro-distribution networks solve real logistics pain—and the B2B SaasS overlay is smart. But this is a capital-hungry,
long-cycle business that needs flawless execution on real estate, robotics, and Al forecasting simultaneously. Show me repeatable unit
economics from your existing cities and a credible path to cash flow positivity before you ask for €10M more. Otherwise, this is a venture bet,
not an operational advantage play."

Female, 47 - Venture capital investor - United States
Linear

"The 30% cost reduction is the headline, but | need itemized proof: real estate costs per sqm in your target cities, actual AMR capex and
maintenance figures, and customer payback timelines. The Al demand forecasting sounds good in theory, but without seeing your proprietary
data advantage or technical differentiation from competitors, it reads like table stakes, not moat-building. I'm methodical about capital intensity,
and €10M across 5 cities with robotics and platform development leaves very little margin for the obvious execution risk in real estate and client
acquisition.”

Female, 41 - Venture capital investor - Europe
Linear

"The logic is sound in principle—inventory closer to customers does reduce last-mile costs—but your pitch conflates a good idea with investable
returns. Show me actual unit economics from your pilot cities: what were the per-order fulfillment costs before and after, what was customer
acquisition cost, and critically, what was your real estate carrying cost as a percentage of revenue? The €10M for five cities feels like a capex
burn that doesn't scale unless your automation and real estate strategy are ironclad, which I'm not seeing detailed here."

Female, 28 - Angel investor - United States
Linear

"l like that you're not trying to own the entire supply chain — the shared-layer model makes sense and reduces your customer acquisition burden.
But the capital intensity of real estate plus robotics, combined with logistics' thin margins, makes this higher risk than | typically want. Before I'd
commit, | need detailed unit economics per city, proof that your Al forecasting actually moves the needle on inventory turns, and clarity on your
competitive moat once large logistics players notice this works."

Non-binary, 28 - Angel investor - Europe Interest 42 LOW
Linear

"| like the problem you're solving and the shared infrastructure model is sound, but | need to see the per-warehouse unit economics — specifically,
rent plus automation costs versus the gross margin you're capturing from fulfilled orders — before | can evaluate whether this is a venture-scale
business or just a capital-intensive service business with thin margins. Show me the math, not the vision."

Male, 28 - Angel investor - United States

Linear

"| see the logic—moving inventory closer to customers reduces distance and delivery time, which is the most expensive part of the chain. But
you're asking me to bet €10M on the operational execution of urban real estate + robotics + Al forecasting all working together, and | haven't
seen the actual unit economics from your pilots yet. Show me the math on a single warehouse: lease costs, robot depreciation, labor, client
churn, and how long to positive contribution margin. That's what moves the needle for me."



Female, 39 - Logistics executive - Europe
Linear

"l understand the logic—fragmented inventory closer to customers does reduce delivery cost and time, and the Al layer is technically competent.
But I've spent 17 years in logistics, and I'm skeptical about the capital efficiency story here. You're asking for €10M to launch 5 cities with real
estate, robots, and infrastructure. That's not a venture return profile; that's a regional operator with high fixed costs and thin margins competing
against well-capitalized incumbents. Show me the lease economics and the actual gross margin per order at your pilot sites, not the theoretical
30%."

Female, 40 - Startup founder - United States
Linear

"I like the problem you're solving and the infrastructure angle makes sense given my supply chain background, but this is a capital-heavy,
operationally complex business with thin margins and serious competition. Before I'd commit €10M, | need detailed unit economics from your
existing pilots—utilization rates, actual delivery cost savings for clients, customer acquisition cost, and churn. Show me the logical chain between
robot deployment costs and margin, because right now it feels like you're betting on scale before proving the core unit works."

Male, 37 - E-commerce operator - United States Interest 42 LOW
Linear

"I like the logic of spatial arbitrage in delivery—closer nodes should cost less. But as an operator, | need to see the actual unit economics per
micro-warehouse, not just the customer-facing 30% reduction claim. If your real estate and automation costs aren't locked down to sub-500
euros per fulfillment, this doesn't work, and you haven't provided that detail. Show me the site-level P&L, and we can talk seriously."

Male, 48 - Angel investor - United States
Linear

"You've identified a real problem and the shared infrastructure model is smart, but | need to see detailed unit economics for at least one city
before | write a check—specifically, what's the path to positive contribution margin per micro-warehouse, and what happens to your model if
Amazon decides to do exactly this in your markets? The Al piece feels like a feature, not a moat."

Male, 40 - Logistics executive - United States Interest 48 LOW
Linear

"| get the problem you're solving—Ilast-mile kills margins—and the distributed model is logically sound. But you're asking for €10M to scale into
5 new cities with heavy automation capex, and | don't see the per-warehouse unit economics proven out yet. In logistics, capital intensity and

execution risk are not separate; they're the same bet. Show me the actual P&L on your pilot operations, and tell me whao's running operations

and client success, because that's where this succeeds or fails."

Female, 42 - Angel investor - Europe
Linear

"I like the problem and the data layer—Al-driven demand forecasting across micro-nodes is smart. But | need to see the actual unit economics
from your pilot cities before | commit to a 10 million deployment across five new ones. Your pricing suggests healthy revenue, but robotics capex
is real, leases are real, and | don't see a clear breakdown of how you hit 30 percent cost reduction while maintaining margin. Show me the
pilot metrics first: customer acquisition cost, order volume per warehouse per month, gross margin per fulfilled order, and real estate costs as
a percentage of revenue."

Male, 54 - Logistics executive - Europe
Linear

"This addresses a real problem in my world, and the micro-warehouse network concept is operationally sound. But | need harder data on
utilization rates, actual lease costs per city, and profitability timelines before | move forward. The €10M ask assumes flawless execution across
zoning, real estate, and robotics integration — that's not how logistics works. Show me the unit economics for one fully mature node first."

Female, 47 - Venture capital investor - Europe
Linear

"I see the logic and the supply chain inefficiency is real, but you're asking me to believe that 10 million euros covers meaningful geographic
expansion plus robotics plus Al infrastructure plus customer acquisition across five cities. Either your unit economics are very strong and you
should show the math, or this budget is a placeholder and we need to discuss realistic capital requirements. | also need to understand your
defensibility story — why does a well-funded logistics player not just replicate your model in six months?"



Male, 44 - E-commerce operator - United States
Linear

"Look, | run e-commerce operations, and | know the last-mile problem is real. But this pitch feels like it's trying to solve logistics with a tech
angle when the real constraint is real estate costs and customer density. Show me the unit economics: what does it actually cost to operate
each micro-warehouse per order fulfilled, what's your forecast accuracy, and how fast are you acquiring and retaining clients? Without those
numbers, €10M is a bet on execution capability you haven't yet proven at scale.”

Female, 53 - Logistics executive - United States
Linear

"I work in logistics, so | see the real problem they're solving. The 30% last-mile cost reduction is material if it's real. But this is capital-intensive
infrastructure play disguised as a software business, and | need them to walk me through the unit economics per micro-warehouse — lease
costs, robotics payback, client density required to break even. Without that clarity, the €10M raise looks like it's betting on scale before proving
repeatability.”

Male, 46 - E-commerce operator - Europe
Linear

"l understand the supply chain logic, and honestly the micro-warehouse positioning is clever for congested cities. But you're asking me to
commit €10M on a model that's capital-intensive, dependent on real estate availability, and doesn't have a clear defensibility moat against larger
players who can replicate it. Show me the unit economics per warehouse and proof that those early pilots actually delivered the promised cost
savings—then we talk."

Non-binary, 30 - Startup founder - United States Interest 38 LOW
Linear

"| like the logical spine here—the problem is real and the distribution strategy makes sense—but | need to see unit economics by warehouse
location, customer payback math, and a credible answer to why incumbents won't just build this themselves. You're asking for €10M to launch
5 cities; that's capital-intensive for a business that fundamentally depends on real estate leases and local operations, not just software scaling.
Show me the numbers before | commit.”

Male, 48 - E-commerce operator - Europe
Linear

"The problem is real and the approach is logical, but you're asking me to back a capital-intensive infrastructure play in a space where bigger
players with deeper pockets are already moving fast. The Al demand forecasting sounds nice on paper, but it's not enough to offset the real

estate execution risk and the sheer amount of capital needed to prove the model works across five new cities simultaneously. Show me first
that one city is sustainably profitable and that customers renew—then we talk."

Female, 43 - Logistics executive - Europe Interest 72
Divergent

"I'm genuinely interested — the problem is real and the distributed node approach is smarter than another centralized warehouse play. But this
feels more like infrastructure than venture, and I'm uncertain whether the team has actually solved the real estate and operational complexity
that will determine success. Show me the lease agreements, the client contracts, and the unit economics per location with real numbers, not
just the pitch polish."

Female, 50 - E-commerce operator - Europe

Divergent

"The problem is real and the idea of distributing inventory through Al-optimized urban nodes genuinely excites me — it's the kind of infrastructure
rethink that could create real advantage. But I'm wrestling with whether €10M is enough runway to prove this works across geographies, and
whether the real estate and robotics layers are too fragile when scaled. I'd need deeper sight into their unit economics by city and stronger
evidence that clients actually stick around after the initial pilot honeymoon."



Female, 47 - E-commerce operator - Europe
Divergent

"I'm intrigued by how you've reframed the problem—treating micro-warehouses as nodes in an Al-optimized network rather than just smaller
versions of traditional warehouses. But I'm skeptical about whether the math actually works at scale. You're essentially betting that urban real
estate costs plus robotics plus Al platform complexity are cheaper than the current last-mile model, and I'd need to see real pilot numbers before
committing. The demand forecasting angle is genuinely interesting to me—that's where | see the defensibility—but you're asking for €10M to
prove it works across five cities simultaneously, which feels aggressive given the capital intensity of real estate and automation."

Female, 37 - Logistics executive - Europe
Divergent

"I like the divergent thinking here — inverting the problem from 'bigger, faster machines' to 'smaller, better-positioned nodes' is how I'd approach
it. But this is capital-intensive infrastructure, not software, and the pitch glosses over real estate complexity and competitive moats. If their
micro-warehouse unit economics actually work across different cities, and they can lock in enough client diversity, this could scale. I'd seriously
engage, but | need to see detailed financial models and understand their go-to-market defensibility before committing €10M."

Male, 34 - Startup founder - United States
Divergent

" like that you're thinking about marketplaces and shared infrastructure rather than building another pure logistics company. But the business
model feels capital-heavy relative to the defensibility, and I'd need to dig into whether the demand forecasting Al is actually the differentiator
or just table stakes. Before I'd back this at €10M, I'd want to see much clearer proof that unit economics hold across different city types and
customer segments — not just pilot success."

Female, 34 - Startup founder - Europe Interest 72
Divergent

"I'm drawn to this because the supply chain problem is real and the distributed model is more elegant than centralized alternatives — but I'm
uncomfortable with how capital-intensive this is and how much depends on real estate arbitrage and robotics costs staying predictable. The

€10M ask worries me; it feels stretched for 5 cities. I'd need to see detailed unit economics per warehouse and know more about the team's
operational chops before committing. The Al forecasting angle intrigues me, but I've learned that demand prediction is only as good as your

data, and early-stage logistics platforms rarely have that yet."

Female, 37 - Angel investor - Europe Interest 72
Divergent

"I love the divergent thinking here — repositioning last-mile as a network problem rather than a vehicle problem is exactly how | approach strategy
problems. But logistics is brutal economics, and €10M to scale feels optimistic given the robotics and real estate dependencies. I'd want deep
clarity on unit economics per micro-warehouse, competitive response scenarios, and proof that their Al forecasting actually outperforms simpler
heuristics before I'd commit. Show me the path to profitability per city, not just pilot success stories."

Female, 54 - Logistics executive - Europe Interest 72
Divergent

"| like the divergent thinking here — flipping from centralized mega-warehouses to distributed micro-nodes is exactly the kind of supply chain
reframing that wins in the next decade. But this is a real estate and operations business masquerading as a tech platform, and that means
execution risk is phenomenal. Show me the unit economics per warehouse, the lease negotiation playbook, and hard proof that robotics ROI
hits within 18—24 months, not aspirations. If they can lock in anchor clients and demonstrate positive cash flow per location, I'm in at Series A."

Female, 35 - Logistics executive - Europe Interest 72
Divergent

"I'm genuinely intrigued by the distributed-node model—it maps to how | think about supply chains now—but | need to see traction and unit
economics from the 2-3 pilot cities before | believe the capital efficiency story. The 30% cost reduction claim is exactly what | want to hear, but
real estate leverage and robotics reliability are where this either becomes a 10x business or burns €10M learning an expensive lesson. Show
me the churn rate and gross margins on existing clients, and I'm much more confident."



Male, 54 - Startup founder - United States Interest 72

Divergent

"l like the reframing here—moving inventory closer to demand rather than optimizing transport from the warehouse. The Al demand forecasting
across nodes could genuinely compound over time in ways competitors won't match. But | need to see real numbers on unit economics and
client retention before I'm comfortable with a €10M check. This feels like it could be a 10x return or a capital graveyard depending on execution
and whether they can actually make those micro-warehouses pencil at scale.”

Male, 57 - Venture capital investor - Europe Interest 42 LOW
Skeptic

"You're selling logistics infrastructure with an Al veneer, but I'm not seeing the financial rigor to justify €10M into a capital-heavy, geographically
dependent business. Show me unit economics, detailed client metrics from your pilots, and a realistic lease cost model by city — right now it
reads as aspirational rather than proven."

Male, 33 - Logistics executive - Europe Interest 42 LOW
Skeptic

"On paper, distributing inventory closer to customers is not revolutionary — it's what Amazon already does with Fulfillment Centers, and they
have unlimited capital. Your real bet is that smaller players will pay you to outsource this, but your unit economics hinge on keeping urban

real estate cheap and robotics utilization high simultaneously. Show me signed contracts with actual SKU volumes and realized savings, not
projections. Without that, this reads as another 'logistics optimization' pitch trying to squeeze margin out of a structurally difficult business."

Non-binary, 45 - Venture capital investor - Europe Interest 42 LOW
Skeptic

"Look, | like the problem statement and the basic logic of micro-warehousing. But a 30% cost reduction claim without detailed unit economics
backing it up makes me deeply uncomfortable. You're asking for €10M to expand into 5 new cities simultaneously—that's a land grab play, not
a capital-efficient scaling strategy. Show me the actual numbers: what's your gross margin per order, your real estate cost per sqm in each
city, your robot payback period, and how your pilots actually performed against those metrics. Until then, this feels like another capital-intensive
logistics play betting on automation that isn't quite ready yet."

Female, 37 - E-commerce operator - Europe Interest 34 LOW
Skeptic

"l run e-commerce operations, so | understand the delivery cost problem—nbut this feels like you're solving it with expensive infrastructure and
hope rather than a sustainable competitive moat. Show me actual profitability data from your pilots, not projections. The robotics and Al are table
stakes; they don't guarantee returns in a capital-intensive, margin-thin business. I'd need to see path to positive unit economics and customer
lock-in before I'd commit at this valuation."

Male, 48 - Venture capital investor - United States Interest 42 LOW
Skeptic

"| like the problem you're solving, but this pitch reads like you've identified the pain point without proving you can solve it profitably at scale.
Show me unit economics per micro-warehouse, real customer churn data from your pilots, and how you're not just building an expensive real
estate and robotics business that Amazon can crush. The 30% savings needs to be backed by actual client data, not projections—and you need
to convince me the €10M doesn't just fund 18 months of burn before you hit a capital wall."

Female, 44 - Logistics executive - United States Interest 42 LOW
Skeptic

"I respect the focus on a real problem, but I'm skeptical about whether €10M is enough runway to prove unit economics before larger,
better-capitalized competitors crush them. The 30% cost reduction claim feels unsubstantiated without showing me the detailed math, and
the shared warehouse model worries me from a retention perspective—why would my clients stay locked in when Flexport or Amazon can offer
the same service in two years? Show me customer retention data, actual delivery cost deltas by client, and a realistic path to profitability before
| commit capital.”



Male, 31 - E-commerce operator - United States

Skeptic

"The problem is real and | operate in this space enough to know it. But you're asking for €10M to deploy robots, lease urban real estate,

and compete with Amazon in five cities simultaneously — that math doesn't close for me without seeing actual unit economics and a clearer
differentiation story. Show me the pilot data: what's your cost per order fulfilled, your gross margin, and client retention. That's what moves the
needle."

Male, 28 - Angel investor - United States Interest 38 LOW
Skeptic

"You've identified a real problem and the distributed node strategy makes sense on paper, but | need to see actual unit economics from your
pilots before | write a check. The €500—€3000 monthly storage fees plus per-order charges don't feel like they cover the automation capex and
real estate costs fast enough, especially across five new cities simultaneously. Show me the math on how a single micro-warehouse reaches
positive contribution margin and how long that takes."

Male, 44 - Startup founder - Europe Interest 42 LOW
Skeptic

"I've built startups and understand operational leverage—this one doesn't have it yet. You're pitching 30% cost reduction but | need to see the
underlying unit economics: what's your cost per order, how does it scale, and at what utilization do micro-warehouses break even? The robotics
and Al layers are credible, but they're also your highest risk and capital sink. Prove to me with actual data from your pilots that clients will pay
your pricing at scale, and that your demand forecasting actually works in practice—not in theory."

Female, 53 - Venture capital investor - Europe Interest 42 LOW
Skeptic

"You've identified a real problem and the distributed micro-warehouse concept is logical, but you're asking for venture capital to fund a
capital-intensive, operationally complex real estate and robotics play with unproven unit economics. Show me actual client data on that 30%
reduction claim, detailed P&L modeling per warehouse, and a credible explanation for how you'll outmaneuver entrenched competitors with
deeper pockets. Right now, this reads more like a solid infrastructure business — steady, profitable at scale, but not a 10x venture return."

Female, 57 - Angel investor - United States

Skeptic

"You've identified a real problem and the distributed urban model makes logical sense, but I'm not seeing the defensibility or the detailed

unit economics that would justify the capital burn. Show me actual profitability data from your pilot cities, prove the robots actually reduce
headcount costs as promised, and explain why Amazon or DHL doesn't just build this themselves cheaper. Until then, this feels like a high-capital,
moderate-margin infrastructure play competing against better-capitalized incumbents."

Male, 32 - E-commerce operator - Europe Interest 48 LOW
Skeptic

"l like that they're attacking a real cost problem, but the execution plan feels backwards. You don't raise €10M to test whether robotics ROI works
across five new cities simultaneously—that's how you burn through capital chasing real estate leases and infrastructure costs before you've
proven the core value. Show me audited numbers from the pilot cities, customer retention rates, and what the actual per-order economics look
like before asking me to believe in 30% savings."

Male, 57 - Venture capital investor - United States

Skeptic

"You're solving a real problem and the distributed model makes sense, but you're asking me to write a €10M check for what still feels like a
real estate play with robots attached. Show me the unit economics per warehouse, the actual payback math, and concrete evidence that client
acquisition costs are sustainable. Until | see those numbers and a clearer competitive wedge, this is a 'prove it further' for me."

Male, 54 - Startup founder - United States Interest 42 LOW
Skeptic

"The problem is real and the distributed micro-warehouse thesis makes sense on paper, but I've seen too many logistics startups burn capital
on real estate and robotics without achieving escape velocity. Show me five paying customers with signed annual contracts, actual delivery
cost deltas, and a clear path to cash flow positive per node. The ten million ask for five cities plus Al development sounds like you're betting the
business on execution speed, and | don't see the margin for error."”



Male, 28 - Logistics executive - Europe Interest 38 LOW
Skeptic

"The thesis is solid — | deal with last-mile costs constantly and know it's broken — but this feels like a capital-intensive play dressed up as an
asset-light platform. Show me actual customer economics from your pilot cities, not projections. And | need to understand what stops Amazon
or a regional competitor from copying this in 18 months. Without clear answers there, the €10M ask feels premature for venture-scale returns."

Female, 42 - E-commerce operator - United States Interest 78
Visionary

"I love the narrative here—distributed micro-warehousing is where logistics has to go, and the shared infrastructure model is smart. But | need
to see deeper proof that the unit economics hold as they scale and that they can compete against players with 10x their capital. Give me the
path to unit profitability per warehouse and the defensibility story, and I'm in."

Male, 44 - E-commerce operator - United States Interest 78
Visionary

"The vision is sound—distributed urban logistics infrastructure powered by Al is where this market is heading, and | respect that they're building
a platform layer rather than just operating warehouses. But I've seen enough logistics startups burn €50M+ chasing scale before nailing unit
economics. What | need to see before moving money is granular data: cost per fulfilled order by location, retention curves on those initial B2B
clients, and a realistic path to profitability per micro-warehouse within 18 months. The real estate game is your moat and your anchor chain
simultaneously."

Female, 51 - Venture capital investor - United States Interest 78
Visionary

"I love the systemic angle here—you're not just optimizing logistics, you're rebuilding the physical infrastructure layer for urban delivery, which is
exactly where leverage exists. But | need to see pilot unit economics before writing a check: actual cost per fulfilled order, customer acquisition
costs, and real estate burn. The 30% cost reduction claim is only credible if it holds across their first five cities, not just the cherry-picked pilot."

Female, 53 - Logistics executive - United States Interest 78
Visionary

"I genuinely like the vision here—you're solving an actual problem | deal with constantly in supply chain work. But this is a capital-intensive,
real-estate-dependent play in a space where speed and execution matter more than product elegance. Show me the founding team's logistics
DNA, prove the unit economics with real client data, and convince me the real estate strategy doesn't become your bottleneck by year two, and
I'm writing a check."

Female, 41 - Startup founder - United States Interest 72
Visionary

"I love the systemic thinking here — the idea of distributed urban nodes is genuinely better than the current model — but this feels like a
capital-intensive real estate business masquerading as a tech platform. The 30% cost reduction is the headline, but | need to see the actual unit
economics: what does it cost to operate one micro-warehouse, how many clients does it take to break even, and how repeatable is that model
across cities with different geographies, labor costs, and real estate markets? If you can show me that, and you have a team that has actually
scaled logistics operations before, I'm genuinely interested.”

Female, 49 - E-commerce operator - Europe
Pragmatic

"The 30% last-mile cost reduction is compelling because I live that pain, and the shared model eliminates my capex burden — that's smart.
But I'm skeptical they've genuinely solved robotics at micro scale or that urban real estate costs won't erode margins fast. Show me 12 months
of live operations data across 2—3 cities: actual fulfillment times, client churn, and what the robotics failure rate really is. Until then, this feels
premature for a €10M cheque."

Male, 47 - E-commerce operator - Europe
Pragmatic

"| see the problem and the logic is solid, but this is a real estate and automation play masquerading as software, and €10M doesn't feel like
enough dry powder to reach defensibility across 5 cities. Show me unit economics on a mature warehouse and client lifetime value — without
that, | can't distinguish this from a capital-intensive logistics operator with higher risk and lower returns than | typically accept.”



Female, 51 - E-commerce operator - United States

Pragmatic

"l like the premise — last-mile is where e-commerce loses money, and a shared infrastructure layer beats every operator building their own.
But you're asking me to fund real estate and hardware at scale, not software. The Al forecasting is nice-to-have, not defensible moat. Show me
unit economics per city after 18 months, your actual client retention, and proof that the robotics cost curve works at your assumed throughput.
That's when I'd seriously consider the check."

Female, 38 - Startup founder - United States

Pragmatic

"l like the directness of the problem statement and the fact that you're attacking last-mile from the supply chain side, not the delivery-vehicle side.
But you're asking €10M for infrastructure, not software, and my risk appetite doesn't stretch to betting on your ability to execute property, robotics,
and operations across five new cities before larger competitors copy the model. Show me unit economics per warehouse—not projections,
actual numbers from your pilots. That's the real conversation."

Female, 49 - Venture capital investor - Europe Interest 72
Pragmatic

"The problem is real and the distributed warehouse model is pragmatic, but I'm cautious about capital intensity. You're asking for €10M to enter
5 cities—that's heavy infrastructure spend for a B2B SaaS play, and if your per-client unit economics don't improve dramatically with volume,
you'll need another €20M+ before breakeven. I'd want to see detailed unit economics from the pilot cities before committing, and honestly, your
competitive defensibility versus existing logistics networks needs sharper articulation."

Female, 58 - E-commerce operator - Europe

Pragmatic

"| like that they're attacking a genuine problem — last-mile is where margin goes to die — and the shared model makes sense. But this reads
like tech founders solving a logistics problem, not logistics operators who've built distribution networks before. Real estate is their biggest risk,
not Al. Show me the site pipeline, the lease terms, and a team with actual warehouse operations experience, and we can talk seriously."

Male, 52 - Logistics executive - Europe

Pragmatic

"| like the problem you're solving—last-mile costs are bleeding everyone dry. But you're essentially pitching a real estate company wrapped in
Al branding, and €10M for 5 cities feels light. Show me the actual unit economics by location, your leasing strategy, and why incumbents won't
just copy this in 18 months. If you can prove the model works in 2-3 cities with real contribution margin, I'm interested in the next round."

Female, 57 - Angel investor - United States

Pragmatic

"You're solving the right problem and the shared infrastructure thesis is smart, but logistics is a game of execution details and capital endurance,
not cleverness. Show me audited numbers from your existing cities—actual gross margin per fulfilled order, occupancy rates, customer
retention—and I'm listening. Right now, this reads like a solid Series A if the fundamentals are there, but not without that validation first."

Female, 50 - Startup founder - United States

Pragmatic

"I like that you're attacking a real cost driver in last-mile delivery, and the shared warehouse model is pragmatic. But you're asking for 10M to
expand to 5 cities when | can't see the unit economics or proof that the 30% savings claim holds at scale. Show me audited numbers from your
pilot cities—gross margin per order, customer acquisition cost, and realistic retention rates—and I'll have a real conversation about whether this
deserves venture capital or if it's better structured as a slower, asset-light play."

Female, 37 - Logistics executive - Europe

Pragmatic

"l understand why this works—the physics of last-mile delivery haven't changed, and micro-hubs genuinely compress costs and time. But you're
asking me to fund real estate leases plus robotics in five new cities simultaneously. That's not a software scaling problem; that's a capital
efficiency problem. Show me the unit economics per location, occupancy curves for your existing cities, and honest numbers on how long until a
new warehouse turns cash-flow positive. Otherwise, this is a decent operational business that takes venture capital but returns it like a logistics
services company, not a venture return."



Male, 48 - Startup founder - Europe

Pragmatic

"l respect the logic — bringing inventory closer to demand is smart and saves time. But you're asking for €10M to build physical infrastructure
and deploy robots across 5 cities simultaneously. That's not a software bet. Show me real unit economics from your pilots: what's the fully-loaded
cost per fulfilled order including warehouse lease, labor, and robot maintenance, and how does that compare to incumbent 3PLs at actual scale?
The Al demand forecasting is nice-to-have, not the differentiator.”

Female, 34 - E-commerce operator - Europe

Pragmatic

"l get why this works as a B2B Saas$ play, and the timing is right given e-commerce pressure on margins. But | need to see detailed unit
economics per micro-warehouse — occupancy rates, average client LTV, churn assumptions — before committing €10M to what's essentially
a real estate rollout disguised as tech. The Al-driven demand forecasting is nice-to-have, not the moat."

Female, 39 - Logistics executive - Europe

Pragmatic

"| like what this solves—my teams spend half their time optimizing last-mile routes and warehousing placement—but you're asking for serious
capital to compete in a space where logistics giants are already embedded. Show me your unit economics per micro-warehouse, your actual
client retention and repeat order volume from the pilots, and be honest about real estate cost inflation in your target cities. The robotics and Al
are table stakes now, not differentiation."

Male, 29 - E-commerce operator - Europe
Pragmatic

"| like what this solves — last-mile is genuinely broken economics — but the business model assumes perfect real estate access and client
stickiness at scale. You're asking for €10M to launch 5 cities competing against incumbents with deeper pockets and existing networks. Show
me pilot profitability per location and client churn data, not just the vision. If the unit economics work at 60% utilization in your first city, we're
talking."

Female, 34 - Angel investor - Europe
Pragmatic

"The problem is real and the value prop is credible, but this is infrastructure, not software, which means you're not just investing in a
product—you're betting on execution across multiple geographies, property markets, and vendor relationships. I'd want to see detailed unit
economics per warehouse, proof that the Al forecasting actually drives better inventory turns than competitors, and a realistic path to profitability
per location before deploying €10M. Right now it feels like a capital-efficient play is being positioned as a software-scale play."

Male, 39 - Startup founder - United States
Ethical

"I'm genuinely interested in the problem you're solving, and the shared infrastructure angle is clever—it mirrors what I've seen work in other
sectors. But you're asking me to bet €10M on real estate arbitrage and robotics execution in dense urban markets where | see Amazon and
others already investing heavily. Before | move forward, | need to see validated unit economics per location, client retention data from your
pilots, and a much clearer story on what happens when a competitor copies your model but has deeper pockets."

Male, 48 - E-commerce operator - Europe
Ethical

"| like the problem you're solving and the Al angle is genuine, but this is capital-intensive and operationally complex—not a software-scale
business. Before I'd commit to €10M, I'd need transparent unit economics per micro-warehouse, a detailed real estate strategy showing lease
lock-in across those 5 cities, and clear evidence your team has executed logistics at scale before. The ethics are sound, but that doesn't
overcome execution risk."

Male, 53 - Logistics executive - United States
Ethical

"l understand the problem you're solving because I live it—last-mile costs are killing margins. But | need to see audited proof that the
micro-warehouse unit economics work across different city types, not just the best-case market. You're asking for €10M to solve a logistics
problem with real estate as your primary constraint, and that's a different risk class than software. Show me your lease terms, your actual client
retention curves, and your path to margin expansion, and I'm listening harder."



Female, 58 - Angel investor - Europe
Ethical

"| appreciate the logic here: Al-driven hyperlocal fulfillment could genuinely reduce delivery miles and costs. But I'm concerned about two things.
First, you're asking for €10M to launch just 5 cities — that's a capital-heavy model, and | need proof that unit economics improve as you scale, not
worsen. Second, and this matters more to me personally, | need to see a real sustainability analysis. If you're building five new micro-warehouses
with autonomous robots, what's your actual carbon footprint compared to traditional hub-and-spoke logistics? That's not a nice-to-have for me;
it's foundational to whether | invest."

Male, 59 - Startup founder - Europe
Ethical

"| like the ethical angle here — dense urban micro-warehouses reduce carbon footprint and congestion compared to sprawling suburban
distribution centers. That matters to me. But I'm concerned about the capital burn model: if you need €10M to enter just five cities with automation
and leases, the path to profitability feels uncertain. I'd need to see detailed unit economics per warehouse, proof that the Al demand forecasting
actually works in practice, and clarity on who is managing this operationally before committing at Series A."

Female, 39 - Angel investor - United States
Ethical

"I respect the problem-solving here — the supply chain inefficiency is real and the distributed model is smarter than the alternatives. But honestly,
I'm hesitant because this feels like a capital-heavy infrastructure business masquerading as a scalable tech play, and | need to see much tighter
numbers on unit economics and competitive moat before committing €10M. What's the customer LTV relative to CAC, and what actually prevents
Amazon or a regional logistics giant from doing this themselves?"

Male, 53 - E-commerce operator - United States
Ethical

"I believe the problem is real, and the distributed urban node strategy is clever—it's how modern logistics should work. But | need to see unit
economics, customer retention data, and an honest assessment of how you compete against larger, better-capitalized logistics players already
moving into this space. At my risk level, I'd want to see proof of concept in profitability before committing €10M to geographic expansion.”

Male, 32 - Venture capital investor - United States
Ethical

"l like the problem and the network-effects logic, but I'm worried this is a capital-intensive infrastructure business that's being pitched as

a scalable tech play. Before I'd commit to Series A, | need to see actual unit economics from their pilot cities—what's the payback period
per micro-warehouse, what's client retention, and what's their defensibility when a bigger player copies them? The impact on urban logistics
sustainability is genuine and appeals to me, but venture returns depend on whether they can stay ahead of better-capitalized competitors."

Male, 47 - Logistics executive - Europe Interest 72
Ethical

"| like the logic—you're genuinely attacking the costliest mile in the chain—but | need to see unit economics and real estate strategy before
committing 10M. In 20 years of logistics, I've learned that infrastructure plays are won on execution, not technology. What's your cost per sqgm
per month after all-in automation, and how do you ensure 85%#+ utilization in a city like Milan versus Hamburg? Those details matter more to
me than the Al story right now."

Female, 46 - Angel investor - United States
Ethical

" like the problem you're solving and the ethical angle—less congestion, faster delivery, cost savings for legitimate businesses. But this is a
capital-intensive real estate + robotics play, not a pure software bet, and | need to see proof that your site selection, lease negotiation, and
robotics deployment can actually deliver 30% savings consistently across multiple cities. Show me the pilot data: which cities, which clients,
actual cost reduction numbers, and your path to unit profitability. Also, who's your team, and how do you stay ahead of better-capitalized
competitors?"



Female, 59 - Venture capital investor - United States

Expert

"I like the fundamental insight here — last-mile is genuinely broken — and the distributed node strategy is smarter than hub-and-spoke. But this
is a capital-intensive real estate and robotics play disguised as a software company, and €10M doesn't get you to venture-scale returns without
another €40M+ in follow-ons. Show me 12 months of validated unit economics from your current pilots, client retention rates above 85%, and
a realistic capex-to-ARR roadmap, and we talk again."

Male, 56 - E-commerce operator - Europe

Expert

"l like the core insight—Ilast-mile is broken economics, and geographic arbitrage via urban density makes sense. But you're running a real estate
and robotics operation disguised as a logistics SaaS. €10M to launch 5 cities feels ambitious unless you've already locked leases and have
70%+ utilization projections from pilot data. Show me the unit economics per warehouse and client retention curves, not just the 30% savings
pitch. If the team has proven logistics or real estate operational chops, my interest moves higher; if they're purely tech-first, that's a red flag in
this capital-intensive game."

Female, 49 - Venture capital investor - Europe Interest 72
Nonconformist

"The 30% cost reduction on last-mile is exactly where the inefficiency lives, and distributed micro-warehouses make more sense than another
centralized hub. But | need to see proof that the robotics deployment actually scales without becoming a bleeding cost center, and I'm skeptical
about real estate execution risk — landing 5 new cities worth of prime urban locations while managing lease agreements is harder than the
pitch implies. Who's leading this?"

Male, 35 - Venture capital investor - Europe
Nonconformist

"The marketplace angle and urban microwarehouse density actually make sense — | see why clients would pay for this instead of building
themselves. But | need conviction that your pilot metrics (occupancy rates, fulfilled orders per micro-warehouse, customer payback period) hold
up across diverse cities. Show me unit economics that work outside your initial markets, not just a polished infrastructure story."

Female, 51 - Startup founder - United States Interest 72
Nonconformist

"You're not pitching software, you're pitching a real estate and automation business dressed in Al language — which is actually honest, but
means execution risk is brutal. The 30% cost reduction number needs footnotes: for whom, under what utilization, at what volume? I'd want to
see pilot economics (revenue, COGS, capex per city, payback period) before touching €10M. If those numbers are real and replicable, this is
venture-scale because logistics infrastructure compounds — but show me the unit economics, not the story."

Male, 57 - Logistics executive - United States
Nonconformist

"Look, | like that they're not another software-as-a-service story promising to 'optimize' something through algorithms alone. But here's my real
question: they're asking ten million to deploy robotics and sign leases in five cities simultaneously. That's execution on hard assets, not scaling
code. Show me the unit economics from the pilots are actually holding up, tell me which logistics companies or retailers are serious enough to
commit multiyear contracts, and convince me the team has done this kind of physical buildout before. Otherwise it's just a well-packaged real
estate arbitrage with Al window dressing."

Female, 38 - Venture capital investor - United States Interest 72
Nonconformist

"l like that they're attacking the actual pain point — last-mile has always been the margin killer — and the Al demand forecasting could genuinely
compress inventory waste. But | need to understand their competitive moat better before committing €10M. Real estate is not a technology
business, and if their defensibility lives entirely in lease negotiations and robotics efficiency, that's not venture-scale; that's regional logistics
arbitrage. Walk me through how you win when Amazon does this in year two."



Male, 37 - E-commerce operator - United States
Nonconformist

"The logic is sound—densify inventory, cut delivery distance, lower costs—and as someone running e-commerce operations, I'd use this if the
service and price were right. But you're asking for 10M to solve a logistics problem that attracts hungry, well-capitalized competitors. Show me
the unit economics on a mature micro-warehouse before | believe this scales profitably; right now it feels like you're banking on volume to cover
fixed costs, which is a classic growth-at-all-costs VC move I'm skeptical of."

Female, 58 - Startup founder - Europe
Nonconformist

"The core insight is solid — last-mile is broken and decentralization helps. But this reads like a real estate play with an Al dashboard attached,
not a venture-scale software business. You're asking for €10M to physically deploy infrastructure across cities, which means you'll need another
€10M in two years. Show me the path to profitability per warehouse, your real estate strategy, and the team that's actually executed logistics
at scale before. The novelty is medium because distributed fulfillment isn't new; what matters is whether your Al and robotics actually create
defensible advantage or just copy what others are already building."

Female, 58 - Logistics executive - Europe Interest 72
Nonconformist

"This is the kind of nonconformist infrastructure idea | respect — attacking last-mile directly instead of building another delivery app. But here's
my problem: they're asking €10M to prove a model that depends on real estate, robotics, and local market fit across five different cities. That's
not scaling a software platform; that's launching five businesses simultaneously. Show me the unit economics from the 2—3 pilot cities first —
specifically, what's the actual margin per order after all costs, and how does it hold up when you go to a lower-density city?"

Male, 34 - Venture capital investor - United States Interest 48 LOW
Conservative

"The last-mile economics story is solid and supply chain is where | focus, but | need hard proof that your unit economics per micro-warehouse
actually hold across different cities before | write a check for €10M. You're essentially asking me to bet on your ability to execute a complex real
estate and robotics deployment at scale — that's not something I'm comfortable with on early traction alone. Show me 18-24 months of data
from your pilot cities, introduce me to your real estate and ops leadership, and give me a clear breakdown of your cost structure versus client
payback period by market."

Female, 28 - E-commerce operator - Europe Interest 42 LOW
Conservative

"On paper, this solves a real problem — last-mile is killing margins and same-day delivery expectations are relentless. But I've run enough
e-commerce operations to know that logistics infrastructure is a graveyard of overfunded plays that underestimated execution complexity. Show
me clean unit economics from one city, proof that customers stay and expand, and a clear differentiation story beyond ‘we put warehouses
closer' before I'd seriously consider €10M for geographic expansion. This feels like capital-raising ahead of product-market fit validation."

Male, 51 - Venture capital investor - United States Interest 38  LOW
Conservative

"Look, the problem is real and the micro-warehouse network idea isn't completely novel, but you're asking for ten million euros with early traction
in only two or three cities. | need to see your current unit economics, your customer churn, and honest numbers on what it actually costs to
build and operate a profitable micro-warehouse before | commit. And | need to know who's leading this—in a capital-intensive, operationally
complex business like this, the team matters more than the idea."

Female, 28 - E-commerce operator - United States Interest 42 LOW
Conservative

"l run e-commerce operations, so | absolutely understand the frustration with last-mile costs — but asking for €10M with only pilot traction feels
like a bet on execution, not a proven model. Show me customer acquisition costs, lifetime value, and proof that your Al forecasting actually
works in live cities before I'd consider writing a check. The micro-warehouse concept is solid, but this is heavy infrastructure play that needs
decades of unit-level proof."



Male, 37 - Venture capital investor - Europe
Conservative

"The core thesis — that last-mile is broken and needs a distributed, Al-optimized solution — is sound, and | respect the focus on real unit
economics. But I'm not convinced this team has proven they can execute at scale or that their differentiation holds against established logistics
operators with deeper pockets and existing networks. I'd want to see detailed unit economics from the pilot cities, customer acquisition costs,
and a credible plan for how they actually hire and manage property and robotics operations across five new cities before committing €10M."

Male, 52 - Logistics executive - Europe
Conservative

"Look, the problem is real and | see it every day in my work—Ilast-mile delivery is killing unit economics. But you're asking investors to bet €10M
on a real estate and robotics play while competing against players with deep pockets and existing infrastructure. Show me proof that this works
across at least 3—4 live cities with paying customers hitting your unit economics, and tell me who's managing this operation. Until then, it's an
interesting idea with unproven execution risk."

Male, 43 - Startup founder - Europe Interest 42
Conservative

"The micro-warehouse concept hits a real pain point, and | respect the shared infrastructure angle — it's smart economics for clients. But |
need to see proven automation ROl and unit-level profitability in your pilot cities before | commit €10M to geographic expansion. Show me the
detailed lease model and founder track record; right now this reads like high ambition with high execution risk, and my risk tolerance doesn't
leave room for that."

Female, 59 - Startup founder - United States Interest 42 LOW
Conservative

"| appreciate the operational thinking here, and logistics is an area where costs genuinely matter. But you're asking for ten million euros to scale
real estate and robots—that's not a software problem with venture returns. Show me the detailed unit economics from your pilot cities: customer
acquisition cost, storage margins, how long to break even per location. Without that proof, I'm sitting on the sidelines."

Male, 39 - E-commerce operator - United States Interest 42 LOW
Conservative

"| see the supply chain problem you're solving and the appeal of the model, but I'm skeptical about the path to venture returns here. Last-mile
is brutal economics and you're asking for €10M to expand aggressively before you've demonstrated repeatable profitability in your pilot cities.

Show me the unit economics per micro-warehouse, your team's logistics operating experience, and a clearer competitive differentiation before
I'd seriously consider this."

Male, 51 - E-commerce operator - United States
Conservative

"Look, the problem is real and the vision is coherent, but this feels like a capital-heavy business masquerading as a software play. You're asking
me to bet ten million on proving out real estate leases, robotics deployment, and client acquisition across five cities before you've shown me
the unit economics actually work. Show me a single city where you're profitable or approaching it, and then we can talk about scaling.”

Male, 59 - Angel investor - Europe
Emotional

"l like the story here — distributed urban logistics feels right for European cities, and the 30% cost reduction is meaningful if real. But I'm anxious
about whether €10M is enough runway to prove this model across five cities without diluting heavily, and | honestly need to understand who's
running this operation before committing. The robots and Al are sexy, but logistics is ultimately about execution and relationships; show me the
team."”

Female, 58 - Startup founder - United States Interest 72
Emotional

"l love the problem you're solving and the vision of distributed urban logistics genuinely excites me, but the capital intensity of real estate plus
the execution risk of scaling robotics across cities at once makes me nervous about cash burn. Before I'd seriously consider this, I'd need to
see your unit economics per micro-warehouse and proof that you can actually lock in urban locations at reasonable rates."



Female, 54 - Startup founder - Europe

Emotional

"l genuinely like what this solves — last-mile delivery costs are bleeding our margins, and the idea of distributed micro-warehouses in cities
feels right for how we actually operate now. But I'm honest about my stress tolerance, and betting €10M on scaling robotics and city networks
before proving the model feels risky. I'd need to see the team, the unit economics per warehouse, and real clarity on how they lock in landlords

and clients long-term before | could commit.”

Female, 55 - Angel investor - Europe

Emotional

"I love the problem you're solving and the distribution strategy genuinely feels innovative for logistics—that's rare. But | need to see real numbers
from your pilots: actual unit economics, customer retention, and honest conversation about real estate costs in cities where margins matter. €10M
for 5 cities feels heavy, and I'm not yet convinced the Al platform or robotics create enough defensibility against well-capitalized competitors
entering this space once you've de-risked it."

Male, 53 - Startup founder - Europe

Emotional

"I genuinely believe in the problem — last-mile delivery is killing margins for everyone from grocers to e-commerce brands. The Al demand
forecasting and robot-driven picking is smart, not revolutionary, but smart execution in logistics wins. My hesitation isn't the vision; it's whether
€10M is enough to defend against better-capitalized competitors, and whether the micro-warehouse model holds up when you've got fifteen
locations instead of three. I'd need to meet the founders and see much deeper unit economics before I'd commit capital.”



