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An app to make quality activity buddies
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We lived in different countries and found it difficult to meet people for specific
activities, therefore we decided to solve this problem for everyone. We are
extremely passionate about connecting people and building relationships.

Sama Jashnani Co-Founder and CEQ @ DownToDash

ABOUT UPDATES GRAPEVINE ASK A QUESTION

Why you may want to support us...

We have 60,000+ successful plans (meetups) created on DTD.

In the list of Top 100 Internship programs in the US by CNBC Make It.
Featured in Forbes, HuffPost, TEDx and Entrepreneur Elevator Pitch Season 3.
Winner of several pitch competitions including Pitch Night NYC.

Our user base is growing 10% per month organically.

Users are obsessed with our plans feature, it allows them to be spontaneous
and discover what others are up to before it actually happens.

EXIT - We believe we have a strong exit potential and strategy (WeWork
recently bought MeetUp for $200 Million).

TIMING - 78% of millennials would choose to spend money on an experience
over buying something. They want to spend on being with others.

Our Team

Sama Jashnani
Co-Founder and CEOQ
Co-Founded a social enterprise and e-commerce platform and worked at a

global marketing agency. Full schola Warwick Business School

Featured in Forbes, HuffPost, Entrepreneur Elevator Pitch Season 3 and TEDx.

Anuja Shah

Co-Founder and COO

Worked at an e-commerce fashion startup in London and interned at Lightbox
VC. Featured in HuffPost and Forbes.
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The Story of DownToDash



We lived in different countries and found it very difficult to meet people to do a specific

p

activity and decided to solve this problem for everyone!

First, we spent a lot of time doing testing and taking feedback...
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nangisaim Hanging out with these lovely girls
#downtodash #dessertcrawl

Users love the app and ask us 'How does this app not exist already?’
They are obsessed with our 'Plans’ feature because it allows them to
be spontaneous and discover what other people are doing before it
actually happens.

@ wealthlab 2h X
Last night's event

One of our users told us about how DTD was an easy way to meet a ton of cool people to

play sports and go out together.

Nico Hodel see
September 24,2018 @

Always down to dash. @' @' @' @' #DTD
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Watch later

We created a campus ambassador program and our interns voted for
us to be in the Top 100 Internship Programs in the US. We are going
to scale this ambassador base!
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Therefore we would love to invite you to come onboard with this
exciting opportunity of using technology to foster real-life
interactions all over the world and being a part of something that is
going to be used by millions of people!

So ARE YOU DOWN TO DASH?

Investor Q&A



What does your company do? -

DownToDash is an app to make quality activity buddies. It connects people in the same
location based on what they are down to do, whether it is workouts, sports, movies or other
activities. Users can post specific plans, for example, play Tennis on Thursday at 5 pm at
MecCarren Park and other users can join.

Where will your company be in 5 years? -

We project to be at 3.5 million users and $ 13.83 million in revenue in 5 years, using a
conservative approach.We want to be the one-stop shop for meeting people all over the
world. You can discover experiences, book the experience and your means of
transportation through one app. We will also incentivize users to socialize by adding
group discounts for experiences.

Why did you choose this idea? ~

We lived in different countries and found it difficult to meet people for specific activities,
therefore we decided to solve this problem for everyone. We are extremely passionate
about connecting people and building relationships.

Why is this a good idea, right now? What changed in the world? Why wasn't
this done a few years ago? ~

Since 1987 the share of consumer spending on live experiences and events relative to total
U.S. consumer spending has increased by 70%. Millennials have watched older people lose
all their money overnight in the crash of 2008. More than three in four millennials (78%)
would choose to spend money on an experience or event over buying something desirable.
Millennials want to spend their money being with others. They are using dating apps to
make friends and are hungry for these interactions.

Technology and social media have been criticized to create isolation, depression and
loneliness. We want to use technology to foster real-life interactions and make social
media more social.

What is your proudest accomplishment? -

I co-founded a social enterprise that empowered rural women to deliver salon services at
people's houses. Some of these women could afford to pay for their children's education
because of this venture.

How far along are you? What's your biggest obstacle? -

- We have 5101 users, 3815 monthly active users and 60,000+ successful plans created on
the app.

- We created an internship program that was selected to be in the Top 100 Internship
programs in the US by CNBC Make it and want to scale this ambassador base.

- We were recently featured on Entrepreneur Elevator Pitch Season 3.

Our biggest obstacle is the inability to scale quickly without sufficient funding.
Who are your competitors? Who is the biggest threat? -

The most similar existing platform is Meetup (sold to WeWork for $200 Million) but
Meetup operates only for groups and has no age filter. Bumble Bff and Vina are friend-
focused but are only for female friendships. They are not focused on specific plans
(example Tennis on Thursday at 5 pm). Mcreover, Bumble is also a dating app. Our focus
on activities and specific plans is our unique selling point.

Our focus on security of our users and finding a high-quality activity buddy is what makes
us different. Our millennial-friendly branding and positioning also gives us an advantage.

What do you understand that your competitors don't? -

‘We understand the importance of focusing on activities and not 'meeting a person'. Users
love our branding and positioning because it makes them feel like they are doing what
they love, according to their schedule and preferences (meeting people is a by-product).

We also understand the importance of being focused on user security and the quality of
matches.

How will you make money? ~

We offer $75, $100 and $200 per month advertising packages for the marketing of events
and experiences. We are working on automating this process by incorporating 'bockings’
within the app, for example two people can book a Tennis court through the app and we
will charge them a fee.

We will also add paid accounts for users with premium features for $3 per month and
gather patterns in our data to provide guidance and predictive analysis to companies that
deal with specific cohorts.

What are the biggest risks? If you fail, what would be the reason? What has
to go right for you to succeed? -

The biggest risk is not being able to hire the right team to solve this problem. Another risk
is running into a security related problem, therefore the security of our users will also be
our priority.

What do you need the most help with? ~

We are looking for advice on new techniques to scale our user base and expand to new
cities.
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What would you do with $20,000? How about $100,000?

51% towards technology and product deve owards marketing ar

towards hiring and legal expen
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