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“The email I’m getting a lot is about frustration, 

people are feeling overwhelmed, too much technology, too 

fast - maybe good technology but I feel that there is not 

enough of the support structure, there is not enough help. 

I call it software rage and man let me tell whoever figures 

out how to make money out of this frustration will […]” 

David Pogue, leading Technology columnist at New York Times & CBS, @TedConference 

2011 
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Appendix Competitive Landscape 

List of Competitors 

Competitor Website Monthly1
Visits

Categ
ory Price Staff Raised1

Mio
Laun
ched

Main1
Market

iYogi.com www.iyogi.com 960K TS $180ppa. 4.500 $85.6 2007 US:/:UK
SupportSpace www.supportspace.com 7K TS :$30B80:per:instance 75 $36.6 2006 US
247/Techies www.247techies.com 45K TS 180:p.a. $0.6 US
KnowHow www.knowhow.com 420K TS £70.00:p.a::(only: 1.400 UK
iTok.net www.itok.net 470K TS $280:ppa. 2004 US
FixFlash.com www.FixFlash.com n.a. TS US
geeksonsite.com www.geeksonsite.com 35K TS :$100/h <:150 US
Geeksquad www.geeksquad.com 1,6:Mio TS £14.99:per:problem/: 24.000 1994 US:/:UK
OmniTech:Support www.omnitechsupport.com 110K TS $300:ppa. US
Microsoft:Answer:Desk:Support www.dashburst.com/fiverrm 210:K TS :$200:per:session: UK:/:US
Bold:Support www.Bold:Support n.a. TS £69.99:per:instance UK
USTechSupport www.ustechsupport.com 130K TS :$99:ppa.: US
Spartan:Touch www.spartantouch.com/ 4K TS :$479.88:ppa.:: US
Support.com www.support.com n.a. TS 14$:B:200$:per:instance US/UK
crowdflower www.crowdflower.com :n.a.: TS 10$:per:instance US
Zibdask www.ziptask.com/ 50K TS 230$:monthly 2,50$::::: US/UK
Guruaid www.guruaid.com 680K Scam n.a. 2010 US:/:UK
SupportMart www.supportmart.net/ 10K Scam n.a. US
Rescue www.rescuecom.com 20K Scam n.a. US
LiveTechCare www.LiveTechCare n.a. Scam n.a. 2010 US
Digimanindia www.digimanindia.com/ 4K Scam n.a. US
zuutech.com www.zuutech.com n.a. Scam n.a. US
Anantonline www.Anantonline 40K Scam n.a. 1997 US
JinJoon www.JinJoon.com: n.a. Scam n.a. <10 2011 UK
Pearl.com www.pearl.com 10.5:Mio Q&A $30:per:instance 10.000 $50,7 2007 UK:/:US
Ehow www.ehow.com 890K Q&A $120:ppa: 13.000 2013 US
Tesco&Support www.Tesco:Support n.a. LTS 1.000 UK
Student@Home www.Student@Home.co.uk n.a. LTS £30/1.h 700 0,75$::::: 2013 UK
Guru2go www.gurus2go.com/ 5K LTS :$50B$90:per:instance :6.000: US
PcPal www.pcpal.co.uk/ 110K LTS £50/1.h: UK
Protoexchange www.protoexchange.com/ 8K LTS n.a.
LivePerson www.LivePerson n.a. FM ::$18:B:$60:per:30:min: 748 1995 US
Google:Helpout www.keywordspy.com 2:Mio FM set:a:price:&:get:offers 2013 UK:/:US
Odesk www.odesk.com:: 17:Mio FM set:a:price:&:get:offers 82,00$::: UK:/:US
Elance www.elance.com 11:Mio FM set:a:price:&:get:offers 23,00$::: UK:/:US
Fiverr www.fiverr 5:Mio FM :5:B:100$:per:project: 50,00$::: 2010 US
Freelancer.com www.freelancer.com 6.1:Mio FM set:a:price:&:get:offers UK
Zirtual www.zirtual.com/ 56K FM set:a:price:&:get:offers 2,50$::::: US
Guru www.guru.com 2.8K FM set:a:price:&:get:offers US:/UK
Thumback www.thumbtack.com/ 7.2:Mio FM set:a:price:&:get:offers 51B200: :$148,00: 2008 US
Onforce http://www.onforce.com/ 220K FM set:a:price:&:get:offers 1000 :$::26,80: 2003 US
Work:Market www.workmarket.com/ 630K FM set:a:price:&:get:offers 51B200 :$::16,00: 2010 US
Tasks:Everyday www.taskseveryday.com/ 55K FM $6,98:per:hour:(fix): UK,:
Agent:Anything www.agentanything.com/ 20K FM set:a:price:&:get:offers 2010 US:&:CA
Mturk:(by:amazon) www.mturk.com n.a. FM set:a:price:&:get:offers 2005
FiverUp www.fiverup.com/ 50K FM set:a:price:&:get:offers US
Gig:Bucks: www.gigbucks.com/ 150K FM 5B50$:per:instance 2010 US
Zeerk zeerk.com/us/ 15K FM set:a:price:&:get:offers
SEO:Clerks www.seoclerk.com/ 930K FM set:a:price:&:get:offers 1B10: 2011 US
Tenrr www.tenrr.com/ 25K FM set:a:price:&:get:offers
Microworkers www.microworkers.com/ 940K FM set:a:price:&:get:offers 1B10: 2009 US
Fivequids www.fivesquids.co.uk/ 110K FM 5:pounds UK
GigsBull www.gigsbull.com/ 25K FM set:a:price:&:get:offers
Ratonwork www.ratonwork.com/ :n.a.: FM set:a:price:&:get:offers US
Nowtrythat www.nowtrythat.co/ :n.a.: FM set:a:price:&:get:offers US
Work:Hint www.workhint.com :n.a.: FM set:a:price:&:get:offers US

Annotations
**:Data`s:researched:in:June:2014

**:Monthly:website:visits:estimated:with;:similarweb.com://:alexa.com
**:Debreviations:of:Category:::FM:=:Freelancer:Marketplace,:TS:=:Tech:Support,::LTS:=::Local:Tech:Support,:Q&A:=:Question:and:

Answer:
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Appendix Strategy Outlook 

Marketing Growth Plan 

Phase Year 1 Year 2 Year 3 Year 4 - 5 

Targets 

Freelancers, within 

the milieus 

“responsible driven 

Individuals “ and 

“Efficiency-

oriented 

Performers” 

Further focus on 

“Efficiency-

oriented 

Performers” with 

relatively low skills 

and “responsible 

driven Individuals” 

with relatively high 

skills 

Additional focus on 

Students in the 

segment “Digital 

Vanguard” and 

further focus on 

“Efficiency-

oriented 

Performers” with 

relatively high skills 

- Further focus on 

“responsible driven 

Individuals” with 

relatively low skills 

and “Post Material 

Skeptics” as well as 

SMBs 

Commu-

nication 

Focus 

- Innovator 

Campaigns 

- Partnering 

- Innovator 

campaigns 

- Partnering 

- PR 

- Innovator 

campaigns 

- Partnering 

- PR 

- Social Media 

- Referral programs 

- Partnering 

- PR 

- PPC 

Products 

- Support 

Helpster: generic 

software (e.g. MS 

Office, iTunes), 

Security & 

Privacy, Tuning, 

Synchronization 

between devices + 

Helpster for 

specific campaigns 

- Extension of 

existing Support 

Helpster to 

Smartphone & 

Tablet support 

- Design Helpster: 

e.g. Work in Adobe 

Photoshop like 

Business Cards 

Design, 

Infographics, etc. 

- Language 

Helpster: e.g. 

Translation, 

Proofreading or 

home work help 

- Home Helpster: 

troubleshooting 

setting up TV and 

other “Internet of 

things” 

- Marketing 

Helpster: e.g. SEO 

works 

- Programming 

Helpster: e.g. small 

development 

projects 

- Additional new 

fields possible 

through corporate 

franchise (see back 

office strategy) 
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MyHelpster`s Milestones  
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Appendix Company Structure 

Organizational Chart (year one) 
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Management Responsibilities and Key-Hires over Time  
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HR Growth Perspectives 

 

 

Job Description for Early Stage Key-Hire: 

Country Manager Philippines 

 
Main Tasks and Responsibilities 

• Represent	
  MyHelpster	
  and	
  its	
  values	
  towards	
  all	
  stakeholders	
  in	
  the	
  Philippines	
  
and	
  beyond	
  

• Provide	
  great	
  leadership	
  towards	
  all	
  employees	
  in	
  the	
  Philippines	
  
• Report	
  to	
  the	
  CEO	
  
• Serve	
  as	
  an	
  around-­‐the-­‐clock	
  contact	
  for	
  the	
  HQ	
  in	
  the	
  UK	
  
• Prepare	
  annual	
  budgets	
  and	
  operate	
  within	
  these	
  budgets	
  	
  
• Develop	
  viable	
  business	
  partnerships	
  
• Develop	
  and	
  monitor	
  HR-­‐development	
  plans	
  
• Develop	
  and	
  monitor	
  HR	
  growth	
  plans	
  
• Develop	
  HR	
  managing	
  system	
  within	
  legal	
  frameworks	
  
• Develop	
  recruiting	
  and	
  retention	
  plans	
  
• Develop	
  contact	
  center	
  infrastructure	
  plan	
  and	
  processes	
  	
  
• Identify	
  and	
  manage	
  fields	
  of	
  quality	
  improvement	
  	
  
• Build	
  an	
  effective	
  management	
  team	
  in	
  the	
  Philippines	
  
• Manage	
  help	
  desk	
  staff	
  including	
  recruiting,	
  training,	
  consultation	
  on	
  performance	
  

evaluations,	
  promotions,	
  and	
  disciplinary	
  responsibilities	
  
• Ensure	
  24/7	
  contact	
  center	
  availability	
  in	
  terms	
  of	
  scheduling	
  and	
  technical	
  

infrastructure	
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Required skills and competencies 

• Great	
  leadership	
  skills	
  
• Expression	
  of	
  Seniority	
  	
  
• Expression	
  of	
  authenticity	
  and	
  authority	
  to	
  transmit	
  organizational	
  values	
  
• Ability	
  to	
  network	
  in	
  high	
  profile	
  business	
  environments	
  
• Knowledge	
  about	
  legal	
  frameworks	
  in	
  terms	
  of	
  employment	
  in	
  the	
  Philippines	
  
• Ability	
  to	
  plan,	
  set	
  and	
  follow	
  specific,	
  measurable,	
  accepted,	
  realistic	
  and	
  timed	
  

objectives	
  
• Ability	
  to	
  develop	
  concepts	
  and	
  plans	
  from	
  the	
  scratch	
  and	
  to	
  execute	
  them	
  

accordingly	
  
• Ability	
  to	
  think	
  in	
  lean	
  and	
  low-­‐budget	
  solutions	
  
• Ability	
  to	
  plan	
  and	
  control	
  high	
  growth	
  projects	
  
• Good	
  problem	
  analysis	
  and	
  problem	
  solving	
  skills,	
  including	
  the	
  ability	
  to	
  delegate	
  

tasks	
  accordingly	
  
• Willingness	
  and	
  ability	
  to	
  travel	
  regularly	
  to	
  Europe	
  
• Strong	
  communication	
  and	
  written	
  skills	
  
• Best	
  possibly	
  startup	
  mentality	
  	
  
• High	
  customer	
  service	
  orientation	
  

 

Education and experience 

• Experience	
  with	
  the	
  Philippines	
  culture	
  on	
  all	
  hierarchical	
  levels	
  of	
  an	
  organization	
  
• Worked	
  in	
  a	
  leadership	
  function	
  before	
  managing	
  medium	
  to	
  large	
  size	
  teams	
  

including	
  management	
  staff	
  
• Experience	
  with	
  high	
  growth	
  and	
  “from	
  the	
  scratch”	
  projects	
  
• Experience	
  of	
  contact	
  center/	
  help	
  desk	
  management/	
  ITIL	
  
• Best	
  possibly	
  a	
  proven	
  business	
  network	
  in	
  the	
  Philippines	
  	
  
• Best	
  possibly	
  experience	
  in	
  some	
  kind	
  of	
  startup	
  working	
  environment	
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3 Year Capitalization Table: 

 
The tables bellow show the change of shares over time, including expected capital raises as well 
as the particular employee option pool. The valuations are based on median competitor raises in 

the past.   

 

Year one – change of capital structure and underlying assumptions about financial 
valuation:  

 

 

Year two – change of capital structure and underlying assumptions about financial 
valuation:  

 

 

Number of 
Shares % held Cash invested

Number of 
Shares % held 

Founders Björn Wind (CEO) 1.000.000 47,62% 1.000.000 33,44%
Felix Strässer (CMO) 1.000.000 47,62% 1.000.000 33,44%
Manal Lamine (CTO) 100.000 4,76% 100.000 3,34%

Equity Emplooyes
Equity Advisors 0,00% 0 0,00%
Investors Investor 1(Seed) 0,00% 600.000,00$ 630.000 21,07%

Investor 2 (Ser. A) 0,00% 0 0,00%
Investor 3 (Ser. B) 0,00% 0 0,00%

Option Pool Co-Founder Share Option Pool I 0,00% 120.000 4,01%
Option Pool Employees (EMI) Share Option Pool II 0,00% 50.000 1,67%
Option Pool Advisors Share Option Pool III 0,00% 90.000 3,01%

TOTAL 2.100.000 100,00% 600.000,00$ 2.990.000 100,00%

Pre Seed Post Seed

Seed Stage
Pre Money Valuation 2.000.000,00$ 
Price per share 0,95$               
Post Money Valuation 2.600.000,00$ 
Post Money Valuation 2.800.000,00$ 
(including option pool)

Founders Björn Wind (CEO)
Felix Strässer (CMO)
Manal Lamine (CTO)

Equity Emplooyes
Equity Advisors
Investors Investor 1(Seed)

Investor 2 (Ser. A)
Investor 3 (Ser. B)

Option Pool Co-Founder Share Option Pool I
Option Pool Employees (EMI) Share Option Pool II
Option Pool Advisors Share Option Pool III

TOTAL 

Number of 
Shares % held Cash invested Number of Shares % held 
1.000.000 33,44% 1.000.000 25,66%
1.000.000 33,44% 1.000.000 25,66%

100.000 3,34% 140.000 3,59%
16.667 0,43%
30.000 0,77%

630.000 21,07% 630.000 16,17%
0 0,00% 1.870.000,00$ 822.250 21,10%

120.000 4,01% 80.000 2,05%
50.000 1,67% 103.333 2,65%
90.000 3,01% 75.000 1,92%

2.990.000 100,00% £1.870.000 3.897.250 100,00%

Pre Series A Post Series A

Series A Stage
Pre Series A Valuation 6.800.000,00$ 
Price per share 2,27$               
Post Money Valuation 8.670.000,00$ 
Post Money Valuation 9.022.508,36$ 
(including option pool)
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Year three – change of capital structure and underlying assumptions about financial 
valuation:  

 

 

3 year vesting table for key-hires and employee option pool. Options will be given out 

under the Enterprise Management Incentive Scheme. Table bellow is referring to all 

three capitalization tables above. 

 

Founders Björn Wind (CEO)
Felix Strässer (CMO)
Manal Lamine (CTO)

Equity Emplooyes
Equity Advisors
Investors Investor 1(Seed)

Investor 2 (Ser. A)
Investor 3 (Ser. B)

Option Pool Co-Founder Share Option Pool I
Option Pool Employees (EMI) Share Option Pool II
Option Pool Advisors Share Option Pool III

TOTAL 

Number of 
Shares % held Cash invested

Number of 
Shares % held 

1.000.000 25,66% 1.000.000 22,96%
1.000.000 25,66% 1.000.000 22,96%

140.000 3,59% 180.000 4,13%
16.667 0,43% 56.667 1,30%
30.000 0,77% 65.000 1,49%

630.000 16,17% 630.000 14,46%
822.250 21,10% 822.250 18,88%

5.000.000,00$   458.500 10,53%
80.000 2,05% 40.000 0,92%

103.333 2,65% 63.333 1,45%
75.000 1,92% 40.000 0,92%

3.897.250 100,00% £5.000.000 4.355.750 100,00%

Post Series BPre Series B

Series B Stage
Pre Series B Valuation 42.500.000,00$ 
Price per share 10,91$                
Post Money Valuation 47.500.000,00$ 
Post Money Valuation 47.500.000,00$ 
(including option pool)

Building the Team & Hiring

Years of vesting (proportional) = 3 yrs 3
TEAM Pre Seed 
Manal Lamine 120000,00 5,714%
Country Manager Philippines 20000,00 0,952%
Advisory Board 90000,00 4,286%
Additionals 30000,00 1,429%
SUM 260000,00 12,381%

Pre Series A 
HR Lead Philippines 10000,00 0,334%
Business Development 10000,00 0,334%
Lead Programmer 20000,00 0,669%
Additional Advisors 15000,00 0,502%
Additionals 30000,00 1,003%
Sum 85000,00 2,181%

Vesting Schedue 1 2 3 4
Term one To Manal 40000 40000 40000

To Advisors 30000 30000 30000
To Employees 16666,66667 16666,66667 16666,6667

Term two To Advisors 5000,00 5000,00 5000,00
To Employees 23333,33 23333,33 23333,33

Sum 86666,67 115000,00 115000,00 28333,33

Term 1

Term 2
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Appendix Financials 

Key Assumptions 

 

 

The Impact of one Helpster 

 

 

 

 

 

Annual revenue per Helpster 

(anual growth margin per 

Helpster):  

58.243$ 

Annual cost directly  

Helpster related: 

17.114$ 
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Change of Costs over Time 
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The Impact of Recurring Customers  
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5 Years Cash Flow Statement 

 

 

 

 

5 Years Income Statement 
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3 Years Balance Sheet 
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Survey 

The following shows the questionnaire as conducted in December 2013, at a point when 

MyHelpster was exclusively focused on MS Office Support. The total number of 

participants was 1712. After the deduction of incomplete or obviously wrong 

questionnaires, 1265 questionnaires could be used. The survey was distributed through a 

range of Facebook Groups (e.g. “University of London – Alumni 2008, or “Garage 

Sales Wisconsin”). The purpose was to cover a broad range of demographics, as no 

clear target group had been defined at that stage. As a result, 35% male and 65% female 

participated. The average age of the participant was 35,7 years old. 56% of participants 

came from the United States, 27% from the United Kingdom, 5% from Canada and 

11% from a range of diverse countries, hence listed as Others. The survey was 

conducted with the Qualtrics Survey Software provided by the University of 

Manchester.  
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26/12/14 13:24Qualtrics Survey Software

Page 1 of 7https://mbs.az1.qualtrics.com/CP/Ajax.php?action=GetSurveyPrintPreview&T=v1kWzlW0SPJupwmqozke7

Default Question Block

Questionnaire for a MBA thesis
 
Survey as a part of a MBA thesis, to the topic: Aspects of efficiency in a digital private life -
commercial solutions.
Everyone is welcome to participate in my 5-min questionnaire. 
 
If you complete the survey you have the chance to win one Ipad mini or one of four Amazon 25 $
gift cards.

 

Browser Meta Info

This question will not be displayed to the recipient.
Browser: Safari
Version: 8.0.2
Operating System: Macintosh
Screen Resolution: 1280x800
Flash Version: 15.0.0
Java Support: 1
User Agent: Mozilla/5.0 (Macintosh; Intel Mac OS X 10_10_1) AppleWebKit/600.2.5 (KHTML, like Gecko) Version/8.0.2
Safari/600.2.5

Organisation and clarity



23 

 

 



24 

 



25 

 

 

 



26 

 



27 



28 

 


