
EARLYBIRD™
INTRODUCING THE DYNAMIC  D IG ITAL 

E -  LEARNING APP  FOR CHILDREN :

Contact Us: support@yourclass.org | (667) 837-3279



Subscription | Enterprise - Working directly with the public and private school systems 

Subscription | Individual - Working directly with parents to provide their children with home-
schooling assistance during the COVID-19 pandemic, as well as supplementary education
during the regular school year 

In-App Purchases - Allowing the children who are using the app to unlock new levels and
new features of the app as they grow in the learning process, which will keep the child
engaged throughout the duration of their time spent on the app 

Advertising - Working with early-stage advertising companies such as Twitter's MoPub and
Google's Ad Network, as well as larger digital agencies including the world-leading digital ad
agency SpotX, EarlyBird will be advertising some of the world's leading and largest brands by
working with these stellar ad agencies and networks 

"Level Partners" | Brand Partnerships - Working directly with Fortune 500 brands who want
to engage with the Pre-K/Early Childhood Education market and their parents, we will align
ourselves with brand partners who provide incentives to the users, as well as brand
partnership revenue to EarlyBird Digital, Inc

EarlyBird Digital, Inc. is a Pre-K-centric eLearning Technology Corporation based
in Northern Maryland, with operations in India as well.

E A R L Y B I R D  D I G I T A L ,  I N C .
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OVERVIEW

FROM DAY 1 OF ITS LAUNCH, THE EARLYBIRD APP WILL
BE MONETIZED (GENERATING REVENUE) FROM THE
FOLLOWING REVENUE STREAMS:

Right out of the gate - EarlyBird has five (5) revenue streams that will position us to
maximize our revenue from each individual user and enterprise (school system) that we
work with. No other eLearning Technology platform is monetizing on all of these levels. We
are paving the way to generate the largest revenue and subsequent profit amounts than
any other eLearning company. We will be the industry leader in revenue and monetization
by making our standard of excellence a benchmark throughout our sector. 
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The EarlyBird™ App will be marketed primarily to the public and private school systems. This
will comprise 75% of our marketing efforts and budget. The following reasons express the need
for such a high percentage of our marketing efforts to be dedicated and allocated to this sector:
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REVENUE STREAM #1 -
SUBSCRIPTION | ENTERPRISE

The SaaS (Software as a Service) Market - this is 1 of the top 5 most-profitable
segments of the Technology Industry. Everyday, we are seeing vast advances being
made to enhance the distribution of software and making it easier and easier for the end
consumer to utilize software that will improve their lives. 

Fixed & Consistent Income - EarlyBird will be able to customize each of our initial 12
Levels of eLearning in order to work with each school system's approved curriculum.
The education market, whether it's in the public or private sector, varies its curriculum
from district to district. By focusing on making EarlyBird customizable to the school
system, we will land larger clients (the school systems themselves) that will provide us
with a consistent and fixed income stream of both revenue and profit. 

Expense Prediction - By having a customizable model that utilizes a baseline 12-Level
model for curriculum-centric eLearning, it allows EarlyBird to easily manage the server
costs and other fixed expenses. How? Because if we know the exact amount of new users
we are getting (i.e. - students in the school system that has been signed as a client), we
can ramp up our servers to not only meet the new demand, but also be provided with the
predictability of usage that often makes servers so expensive. 

Schools & Teachers Love It! - Through our early discussions with a school system in
Northern Maryland, we understand that both teachers and students love the ability to
follow a digital curriculum that not only has a superior design interface that children
love, but that teachers are also able to easily understand when it comes to
understanding where each student stands with the learning process. This provides
teachers with the ability and insight to identify any potential educational
accommodations that are needed for a child in the earliest stages of their learning. 

We will negotiate with each school system a PPC (Price Per Child) that unlocks all of the levels and
features of EarlyBird for one discounted annual price. These bulk payments will have a tremendous
impact on our bottom line. Our current target goal is to get this discounted price for each child to be as
low as $85.00 per year. Yes, per year! Not only will this allow us to maintain a 35%+ profit margin, but
we will increase our profit margin over time with significant volume because that is incredibly cost-
effective compared to other eLearning products. At an average student body of 600 Pre-K students per
district, that brings us to PDR (Per District Revenue) of $50,994.  By capturing even 1% of the total school
system in the United States, this will bring in revenue of over $100,000,000 per year. 

For these significant reasons - EarlyBird will deviate from all of our current competitors in the Pre-K
eLearning space by focusing 75% of our business model going directly to the school system and allowing
the school systems themselves the ability to customize their levels, making it both efficient and effective
for them, and highly profitable for us.
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Unlock All Levels - Monthly - $8.00

Unlock All Levels - Annual - $80.00 

Unlock Special Features - Monthly - $9.00

Unlock Special Features - Annual - $90.00

Unlock All Levels & Special Features | Super Premium Plan - Monthly - $14.00

Unlock All Levels & Special Features | Super Premium Plan - Annual - $110.00

The above pricing all represents Subscription Revenue as it relates to the end user/Individual.
Again, our focus to spend 25% of our marketing efforts and budget on this model. While some may
contend that 25% is too small of an amount, we want everyone to take a step back to think
about the dynamics of reverse integration and assimilation that are actually in play. With the
school systems in neighboring districts downloading and using EarlyBird as a part of our
Enterprise model, the word will rapidly spread about how powerful of an eLearning product
EarlyBird actually is. 
 
This word-of-mouth marketing will take place in the form of App Store Reviews that will,
algorithmically speaking, push EarlyBird to the top of the list in regards to the App Stores. Again,
the higher the reviews, the higher it will show up when an end user/child/parent/Individual
searches in the App Store for "child learning" or any variation of similar keywords. What this leads
to is a strong ASO (App Store Optimization) campaign that occurs organically without the NEED
for more than 25% of our marketing budget. While end user revenues (Streams #2, #3, and #4)
may account for 50% of our total revenue, we only need to utilize 25% of our budget to get there.

          Yes, pure genius! You, as a partner, are the benefactor of this expert financial planning.       
          We thank you for the opportunity to allow us to prove this superior business model to the  
          world and change the course of eLearning and app marketing as a whole in the process.

REVENUE STREAM #2 -
SUBSCRIPTION | INDIVIDUAL
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In today's rapidly growing digital economy, we are absolutely dedicated to marketing directly to
the end user. Unlike our enterprise subscription revenue model, where we get to the end user
indirectly through the school system, this specific subscription model will be for purchase by the
end user's parent, directly through the Apple App Store, the Google Play Store, and the Amazon
App Store. Marketing directly to the end user, starting with this: Revenue Stream #2 (through
#4), will account for 25% of our marketing efforts and budget.

The Individual Subscription model will be broken down on the following levels of pricing:



In-App Purchases are a staple in the app world. Over 85% of apps have some form of in-app
purchases available. Given that EarlyBird is a dynamic platform consisting of Video, Graphic
Games, Testing, and Special Features such as Augmented Reality and Artificial Intelligence, we
are easily able to incorporate in-app purchases without creating a noisy user-interface or
annoying the end user. Keeping a clean user-interface is the key to having a profitable and
successful app.
 
EarlyBird follows the legendary Freemium approach to apps. Our first two levels, and arguably
the most important, which are "Letters/Alphabet" and "Numbers/Counting", are 100% free. This
allows the user enough time to engage with the app and see its incredible versatility and
dynamic, yet easy-to-use interface. This is the "bait". This attracts the user into learning more
about our platform and still gives them tremendous value so that they can "try before you buy".

REVENUE STREAM #3 - 
IN-APP PURCHASES
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Our In-App Purchase Options are very robust and allow for a lot of selection to keep the
budget for a parent low, as we know that in today's COVID-19 pandemic-ridden
economy, the majority of our population needs to be cost-conscious. With that being said,
our In-App Purchases are as follows:

Unlock Level X (3-12; Levels 1 & 2 are Free) 
One-Time Charge - $1.00 

Unlock Special Features (Augmented Reality & Artificial Intelligence)
One-Time Charge - $5.00

Video Tutoring
Every 5 Minutes Cost - $5.00 



Banner Ads
 

Interstitial (Interactive)
 

Video Pre-Rolls

Advertising is a stellar component of our monetization model, as it allows us
the ability to generate additional revenue from clicks and impressions.
Furthermore, in our earliest stages, it allows us to align our brand with more
well-known advertisers, giving us digital clout with our users. We understand
that users don't like ads; therefore, we will be using them sparingly. However,
we will be using a combination of advertising that includes:

REVENUE STREAM #4 -
ADVERTISING
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Note: If a school system purchases our program in the Subscription |
Enterprise model, advertising will not be present. Advertising will be
exclusively utilized in our efforts to work directly with the end user.
 

To further enhance our revenues, we will add a "Turn Off Ads" In-App
Purchase feature that will disable all advertisements from being seen. The
price for turning off the ads will be as follows:

Monthly - $3.00  |  Annual - $30.00  |  Lifetime - $90.00
 



This is arguably our most innovative revenue stream, given that it is a core component of our
"Incentivized eLearning" model that we originally based the entire company around. Given that the
company has grown technologically, we can not forget that the rewards both children and parents
will receive is an important facet of how we will continue to attract and retain new users. Let's be
honest - everyone loves gifts and prizes. Also, companies love exposure and are willing to pay top
dollar to get users in their establishment, digitally or physically. This revenue stream is our
win/win/win that keeps our users happy, provides our brand partners more recognition, and gives
us additional revenue with a strong profit margin.
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REVENUE STREAM #5 -
"LEVEL PARTNERS" | 
BRAND PARTNERSHIPS

Every level will have two partners. The brand partners will pay for the gift for either the kids or the
parents for that level in exchange for our advertising their brand and logo throughout the entire
level and by allowing unabated click-throughs to their company website or app. The gift will be a
net cost of zero to EarlyBird, which will help keep our costs low. The revenue stream is priced
seemingly low in the beginning in an effort to price for penetration and allow the market to beta
test this new brand partnership model in the eLearning sector.

There are 2 partners per level:
One for the Children & One for the Parents

 
There are 12 levels 

=
24 Total Partners (signed to Annual Contracts)

Initial Brand Partnership Pricing (Per Partner): $15,000
 

Total Brand Partnership Projected Revenue =
$360,000 per year

So not only are we providing free gifts and prizes to our users, we have also created another revenue
stream with very low overhead associated to it. Changing out the coupon details and logos for our
partners takes only 2 hours of programming time, which equates to less than $10,000 in development
expenses per year, leaving us with a robust profit margin on this specific revenue stream.



PROJECTIONS
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% of Paying Users: 15% (This is above the National
Average of 7% to 10%, given our vast low-priced
options for In-App Purchases and Subscriptions
for Individuals)

Life Time Value (LTV) [On Average Per User]: $30

Projected # of Users: 5,000,000 (within two years)
Note: see Pitch Deck 

Cost Per Acquisition (CPA | Cost To Acquire a
New User | Marketing): $6.50

Gross Profit Per User: $23.50

Stock Price: $15 
Note: see Pitch Deck

Company Valuation: $1,500,000,000 ($1.5 Billion)
[$15 per share x 100,000,000 authorized shares]

The valuation is a spot on 10x multiple, which is actually a low estimate for the tech industry,
where 15x to 17x is normal. 

 

($1,500,000,000 divided by 5,000,000 users = $300 Per User | Life Time Value Per User = 
$30  x 10x multiplier = $300)

We have had our analysts triple check this information and we provided the above formula as proof that our math is
not only correct, but shows that we are underestimating our potential valuation. We are conservative estimators to

ensure that any fluctuation in prices or expenses will be easily absorbed into these projections.



EXIT STRATEGY &
CONCLUSION

Our Exit Strategy is an Initial
Public Offering / IPO

Timeline: We estimate that we will go public within 2 to 3 years of app
launch. The app is slated to launch in April of 2021.

 
Proposed Ticker Symbols:   BIRD    or     KIDS    or     ELRN

We want our ticker to be memorable and easy to remember, just like
our brand name - EarlyBird™!

 
Preferred Exchange: NASDAQ

We are selecting the NASDAQ, given their extensive history with technology
stocks and IPOs. Additionally, since the Facebook IPO debacle, they have spent
over $100 million refining their technology to ensure no other errors like that ever
happen again.
 

IPO Price: $5 to $15 per share

We are highly focused on keeping our IPO lower, given our main intention is that
we want the stock to be affordable to Main Street - not just Wall Street. We want
the young parents of our child-centric user base to be able to get in on this
revolutionary technology at a low price. Because of the increase in RobinHood and
CashApp stock purchasers, we truly believe that given how HOT our technology is,
that this will be a heavy-volume traded stock and well-favorited by younger day
traders. Again, we want Main Street to meet Wall Street, and we know EarlyBird
Digital, Inc. can make that happen!
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