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FINANCIAL SUMMARY AND INVESTMENT DETAILS 

(Confidential) 

 
The following is intended for Investment professionals only and does not constitute an 
investment offering but serves only as information for the potential professional to 
investigate whether an investment in Dangdi merits further attention. 
 

INTRODUCTION 
 
Zupersoft ApS is a Danish registered company, owner of trademark registered brand 
Dangdi. Dangdi means “local” in Chinese, and refers to anything exclusively related to a 
city, country or region outside China. Dangdi is a social network, marketplace and 
platform business model, that provides services focused on an unserved market: local 
knowledge, information, experiences, network and products targeting Chinese people 
living outside of China (diaspora), Chinese people travelling outside China (tourists) and 
Chinese people inside China buying products outside China (cross-border shoppers).  
 
The total addressable market is 60M people living outside China (step 1), 120M Chinese 
tourists (step 2) and 180M Chinese cross-border shoppers (step 3). The three segments 
each constitute the largest B2C verticals in the world and the total Chinese consumer 
market, will comprise the largest consumer market in the World by 20271. Dangdi will 
target users chronologically: step 1 (Y1), step 2 (Y2) and step 3 (Y3)2.  
 
Dangdi intends to become an online monopoly3 linking these three demographics and 
by combining Social+, eCommerce and Travel in one comprehensive platform (has 
never been done before). The goal is to convert into a Global sustainable cash-engine 
that scales and a ‘consumer-producer network’ that generates high network effects and 
virality. 
 
Chinese people have a unique behavior online which the Dangdi team has deep 
experience with. Three of Dangdi’s team members have a background with some of 
China’s largest Tech companies: Tencent and Bytedance. The CEO has worked with 
social media marketing in China for 10 years.  
 

 
1 Dangdi Market 
2 Dangdi Concept 
3 Peter Thiel (Zero to One): “competition is for losers”  

https://dangdi.life/pitch#market
https://dangdi.life/pitch#concept
https://www.amazon.com/Zero-One-Notes-Startups-Future/dp/0804139296
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Dangdi has attached Jeff Towson as advisory board member and strategy mentor. Jeff is 
one of the World’s leading Tech consultants, author and host of the Tech Strategy 
Podcast. He is a best-selling author, has more than 3M followers online and is referred 
to as a “Global influencer” by Alibaba and Huawei.  
 
The technology platform can be copied overtime to other unique market opportunities 
combining diaspora users, tourists and cross-border shoppers anchored with 
alternative cultures and languages. It is expected that non-Chinese users will constitute 
a minority group of Dangdi users in Y5: i.e. merchants, services (business profiles), 
influencers and regular users (personal profiles) with China interest4.  
 
Dangdi will present user content in both Chinese and English.  
 

MONETIZING 
 
Dangdi can generate revenue from 4 channels: advertising, eCommerce, subscriptions 
and services. Social networks with millions of multinational users and high interaction 
can achieve significant valuations over a short time horizon.  
 
When successful, it is estimated that Dangdi can reach a valuation of +$1B5. 
 
The goal is to reach 10M DAUs6 in 5 years and an ARPU7 (only from advertising) of 
$13/year. Advertising will constitute the biggest income channel (55-65%). Realistic 
ARPU for a new social platform with an ad-based revenue model depends on several 
factors: 1. Stage of platform growth, DAU growth trajectory, ad demand, pricing model 
and geographic market8.  
 

 
 
Dangdi is going for engagement first (not transactions): users, engagement and data = 
lots of users opening the App all day long9. Dangdi is going for a massive demand-side 

 
4 Dangdi Purpose 
5 Estimates based on methods of profit multiples, comparable companies, and DCF 
6 DAU = daily active users  
7 ARPU: average revenue per user 
8 Realistic ARPU for a new social media platform with an Ad-based revenue model 
9 Jeff Towson (growing platform business models) 

https://jefftowson.com/
https://podcasts.apple.com/us/podcast/the-tech-strategy-podcast/id1482008042
https://podcasts.apple.com/us/podcast/the-tech-strategy-podcast/id1482008042
https://bit.ly/dangdi_purpose
https://bit.ly/dangdi_valuation
https://bit.ly/dangdi_arpu
https://jefftowson.com/concept-library/
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scale regionally and nationally and will grow engagement by encouraging app activity 
and earning Dangdi points (D/points)10.  
 
As Dangdi can be regarded as both a niche social network, a general social media 
platform and an audience-building/content centric platform, a critical mass of 1M DAUs 
is projected in Y3, where network effects will kick in: a) users bring more users, reducing 
CAC11, b) increased advertiser interest12 c) stable engagement (DAUs stabilize, and 
retention rates improve). 
 

SEED PHASE  
 
The first 15 months Dangdi intends to spend $1.2M on: software engineering (41%), 
marketing staff (29%), marketing making (12%) and other (18%). The Dangdi platform 
will be released in version 1.x, 2.x, 3.x and (4.x) in the period.  
 
The technology infrastructure will be established including navigation, (simple) user & 
business profile, lifestyle magazine, news, running forum, events, recommendations 
and videos. The gamified Dangdi point system (D/points) will be developed as a 
straightforward user activity program that can connect with Asian shops and Chinese 
restaurants13 
 
Projected metrics Month1-15:  

• DAUs +70k 
• +20% MoM DAU growth 
• Launch in Nordics, Holland, Germany, Spain (+others) 
• +10 advertisers 
• Monthly revenue $3000 
• MoM revenue growth +30% 

 
Dangdi will grow in scale and grow in scope continuously, by incrementally adding 
multiple diverse features (enabling differentiation) and services to the platform, 
launching and cross-marketing these. Dangdi will follow the digital strategy framework 
laid out by Jeff Towson and the 10 milestone operation plan13. 
  

 
10 Dangdi Strategy 
11 CAC: customer acquisition costs 
12 Advertisers prefer platforms with consistent, large-scale DAU numbers 
13 Dangdi operations (10 milestones) 

https://jefftowson.com/
https://bit.ly/dangdi_strategy
https://bit.ly/dangdi_operations
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CAPITAL PROJECTIONS 
 
Dangdi is expected to be profitable after 3 years (gross profit) from inception and highly 
profitable towards the end of year 5. As detailed below, capital injections are scheduled 
to take place in 3 steps, which will ensure Global market penetration in year 3 and 4. 
Full market operations are scheduled to begin in year 4 with instant profitability. 
Detailed financial data are available here14 and upon request.   
 

 
 
*) Dangdi services: experiences, VAT reclaim, ticketing, ambassadors - not included in 
above, **) Y4, Y5 based on 10% MoM growth, ***) Y5 DAUs relative to TAM (60M diaspora 
users, 120M tourists, 180M CBEC shoppers) 
 
  

 
14 Dangdi financials explained 

https://bit.ly/dangdi_financials
https://bit.ly/dangdi_financials
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EXIT STRATEGI 
 
Dangdi can be partly acquired by either a larger Western or Chinese Social 
media/commerce company or by a large Chinese OTA15 company towards the end of 
year 5. Continued operations with projected high dividend payments are expected. 
Dangdi can alternatively seek a listing when valuation is in excess of $100M.  
 

INVESTMENT DETAILS 
  
The current seed capital is a $1.2M capital injection through a convertible note as 
follows: 
 
• Ex ante market Cap $4M. 
• Total raise: USD $1.2M through a convertible note 
• Interest: 8% paid out quarterly as 2% pr. quarter 
• Minimum total investment threshold $1.2M  
• Maximum total investment threshold $1.7M 
• Pct of company sold at target capital injection 23.1% 
• Minimum investment size: $ 50.000 
• Valuation cap: $10M 
• Maturity: 5 years from completion of the investment round.  
• Maturity clause: forced conversion in connection with the second round of capital 

injection or continuation as a loan only until expiry with no equity conversion rights. 
• Rights: The shares carry no special rights, except a first right of refusal into the next 

major capital raise and rank Pari Passu with existing shares, except that the 
convertible note holders have a 14 days pre subscription right in the next scheduled 
financing round and any equity or otherwise hybrid equity sales before this financing 
round: No further dilutions are currently projected before round 2 of the financial 
investment strategy.  

• Future dilution: The investors are expected to be diluted in connection with future 
capital raises.  

  

 
15 OTA: Online Travel Agent 
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INVESTMENT ROUNDS AND DILUTION 
 

 
 
Employee and other warrants and none issued shares are subject to dilution along side 
founder stock issued from round 1 (Seed). The capital needs in round 3 (series A) could 
be lower as we anticipate the revenue generation starting in the first half of year 3 which 
could lower the capital needs. 
 

ADDITIONAL INFORMATION 
 
The articles of Association and the shareholder agreement are available upon request.  
 
Dangdi business summary 
 
More information at dangdi.eu 
 

CONTACT DETAILS 
 
Jacob Juul-Lou 
Zupersoft ApS 
invest@zupersoft.com 
+4560726080 

 
  

https://bit.ly/dangdi_biz-summary
https://dangdi.eu/
mailto:invest@zupersoft.com
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DISCLAIMER 

The following does not constitute an offer to invest and does not constitute investment 
advice. The information provided in this document is for information only for potential 
investors to conclude independently on the content of this document and/or seek 
professional advice, to enter direct negotiations with the management of the company 
about the potential merits of the information provided in this document and other 
relevant documents. 

The information is only intended for “professional investors” as defined by, but not 
exclusively, EU and US investment, prospectus and capital market regulation. 

This financial summary is for private distribution only and the token sale is not a public 
offering. The financial summary must not be redistributed or copied without the explicit 
consent of the company 

It is solely the responsibility of potential investors to investigate the legality of buying 
shares in the company in the potential buyer’s country of residence, as well as 
investigating itself the tax implications of investing. 

Unintended recipients of this document and other related documents should discard 
the document and the information contained herein, and under no circumstance 
redistribute the content. 

The opinions declared are in good faith and while every care has been taken in preparing 
these documents, the company makes no representations and gives no warranties of 
any nature in respect of these documents, including but not limited to the exactness or 
completeness of any information, facts and/or assumptions contained therein. 

Under no conditions shall the company be liable for any loss, damage, liability or 
expense incurred or suffered that is alleged to have emerged from the use of this 
information, including, without limitation, any fault, error, omission, interruption or delay 
with respect thereto. The use of the information is at the User's individual risk. Under no 
circumstances, including but not limited to negligence, shall the company or its 
affiliates be liable for any direct, indirect, incidental, special or consequential damages. 

 
 


