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1. Executive Summary

KAOS is an enterprise Al orchestration platform that solves the single biggest problem facing every organisation deploying
artificial intelligence today: the gap between Al ambition and business execution. Despite unprecedented investment in Al tools

and models, 95% of enterprise Al pilots never reach production 1. The average enterprise is managing 17 or more disconnected
Al tools, 68% of Al usage is unsanctioned shadow Al operating outside governance frameworks 2, and McKinsey estimates that

$2.6 trillion in annual value remains unrealised because organisations cannot operationalise their Al investments 2.

KAOS addresses this directly. It is a single, unified platform that orchestrates Al agents, automates end-to-end workflows,
integrates with 50+ enterprise systems out of the box, and enforces enterprise-grade governance across every action. The analogy
is precise: just as Kubernetes became the indispensable infrastructure layer for container orchestration, KAOS is positioned to
become the operating system for applied Al at enterprise scale.

The commercial opportunity is extraordinary. The Al orchestration and agentic Al market is projected to grow from
4.14billionin2023to x ¥139.19 billion by 2032**, at a CAGR of 47.8% 4. Enterprise Al spend reached 37billionin2025, a3.2zyear —
on —

yearincrease[’].Comparablecompaniesinthework flowautomationand Alorchestrationspaceareattractingsigni ficantcapital

W orkatoraised200 million at a multi-billion dollar valuation, n8n is approaching a 1.5billionvaluationonjust7 million in ARR 2,
and Salesforce Ventures has deployed over 850million fromitsl billion Al fund to back the next generation of enterprise Al

companies &,

KAOS is seeking $3-5 million in seed funding at a $20-25 million post-money valuation via a SAFE instrument. This capital will
fund 18 months of runway, enabling us to scale the engineering team, acquire 10-15 lighthouse enterprise customers, and



achieve $500,000 in ARR — the milestones required to raise a Series A at a significantly higher valuation.

2. The Problem & Market Opportunity

The Al Execution Gap

Every enterprise leader understands that Al is transformational. The challenge is not awareness, nor access to Al models and
tools. The challenge is execution. Organisations have accumulated a sprawling portfolio of Al tools — chatbots, copilots,
standalone models, automation scripts — that operate in isolation, lack governance, and cannot be reliably connected to the
systems of record that drive business outcomes. The result is chaos: duplicated effort, compliance risk, failed projects, and a
growing sense of disillusionment with Al investment.

The data is stark. MIT research demonstrates that 95% of Al pilots fail to make it to production, not because the Al does not work,
but because the surrounding infrastructure — integration, governance, workflow management, and change management — is

absent L. Menlo Security found that 68% of Al usage within enterprises is unsanctioned, meaning employees are using consumer-
grade Al tools to process sensitive business data, creating significant compliance and security exposure 2. The average enterprise

is managing more than 17 disconnected Al tools, each with its own interface, data model, and governance requirements <.

Market Size & Growth

The market for solutions to this problem is both large and growing rapidly. The Al orchestration and agentic Al platform market is
one of the fastest-growing segments in enterprise software, with a projected CAGR of 47.8% through 2032 2. The broader workflow
automation market reached $23.77 billion in 2025, with vertical-specific Al platforms achieving 2-3x faster growth than horizontal

platforms &,
Market Segment 2025 Size 2032 Projection CAGR
Al Orchestration / Agentic Al $7.84 Billion $139.19 Billion 47.8%
Workflow Automation (Broad) $23.77 Billion $65+ Billion 15%
Enterprise Al Governance $3.2 Billion $22+ Billion 49%
Total Addressable Market (TAM) ~$35 Billion ~$226 Billion —

Enterprise Al spend reached 37billionin2025, a3.2zyear — on — yearincreasefrom11.5 billion in 2024 2. Gartner projects that

40% of enterprises will have adopted Al agents by 2026 19, This is not a future market; it is a market that is being created right now,
and the window to establish category leadership is open.

The Australian Context

Australia represents a particularly strong initial market. Australian startups raised $5.1 billion in venture capital in 2025, a 24%
year-on-year increase and the third-largest funding year on record 1L, Critically, 61% of all venture capital invested in Australian

startups in 2025 went to companies with Al embedded in their product or technology stack 12. The Australian enterprise market is
sophisticated, well-funded, and actively seeking Al solutions, while being less saturated with US-based competitors than North
American markets. This creates an ideal beachhead from which to establish product-market fit before expanding globally.

3. The Solution: KAOS Platform

KAOS is built on four foundational pillars that together address every dimension of the enterprise Al execution problem.

Orchestrate. KAOS provides a runtime environment for deploying, managing, and monitoring Al agents across every enterprise
system. Rather than building custom agent infrastructure for each use case, organisations deploy agents through KAOS and gain
immediate visibility, control, and governance over every agent action. This is the “Kubernetes for Al agents” layer — infrastructure
that abstracts complexity and enables reliable, scalable agent deployment.



Automate. The KAOS Workflow Engine enables organisations to build end-to-end automated workflows that trigger on business
events, execute multi-step processes involving Al agents and human approvals, and complete without manual intervention. These
are not simple task automations; they are complex, conditional, multi-system workflows that can handle exceptions, escalate
appropriately, and maintain a complete audit trail.

Integrate. KAOS ships with 50+ pre-built connectors to the enterprise systems that matter most: Salesforce, SAP, Workday,
ServiceNow, Slack, Microsoft 365, and more. A universal API layer means that any system with an API can be connected without
custom development. This eliminates the primary barrier to enterprise Al adoption — the inability to connect Al outputs to the
systems of record that drive business decisions.

Govern. Every action taken by every agent through KAOS is logged, audited, and subject to configurable governance policies.
Role-based access control, data residency controls, compliance reporting, and anomaly detection are built into the platform from

day one. This is not a feature; it is the foundation. In a world where 68% of Al usage is unsanctioned 2, governance is the primary
reason enterprises choose KAOS over point solutions.

Three Real-World Workflows That Demonstrate the Value

The following examples represent workflows that KAOS customers can deploy in days, not months, with zero custom code.

Workflow Trigger KAOS Action Outcome

i i Invoice arrives via email or = Extract, match PO, reconcile, route for approval, schedule 80% reduction in manual
Invoice Processing

shared folder payment in ERP processing time
Lead Routing & New lead submits web Enrich from multiple sources, score intent, route to correct
. ) ) 45% faster speed-to-lead
Enrichment form rep, trigger outreach sequence in Salesforce
Candidate Application received via Parse resume, score against criteria, shortlist top 50% reduction in time-to-
Screening ATS candidates, schedule interviews in calendars hire

4. Business Model & Revenue Architecture

KAOS operates a three-stream revenue model designed to capture customers at different stages of Al maturity and expand their
spend over time. This structure is intentional: it allows us to generate immediate revenue through services while building the
recurring, high-margin platform revenue that drives long-term valuation.

Revenue Stream 1: SLAM (Services Layer for Al Management)

SLAM represents our professional services and implementation offering. When an enterprise engages KAOS, the initial
engagement typically begins with SLAM: a scoped project to design, build, and deploy a specific set of automated workflows. This
generates immediate revenue, creates deep product adoption, and establishes the relationship that drives platform upsell.

SLAM engagements are typically priced at 25,000-75,000 per project, with gross margins of 40-50%. While lower-margin than the
platform, SLAM serves a critical strategic function: it eliminates the implementation risk that is the primary barrier to enterprise
Saa$S adoption. Customers who engage through SLAM have a 3x higher conversion rate to the KAOS OS platform than those who
self-serve.

Revenue Stream 2: Stargate Al (Managed Automation Service)

Stargate Al is a fully managed, outcome-based service for organisations that want the benefits of Al automation without the
operational overhead. Under this model, KAOS takes responsibility for designing, deploying, monitoring, and continuously
improving a defined set of automated workflows. Customers pay a recurring monthly or annual fee based on the volume of
transactions processed and the outcomes delivered.

This model is particularly attractive to mid-market companies that lack the internal technical capability to manage Al
infrastructure. Annual contract values (ACVs) range from 50, 000t0150,000, with gross margins of 60-70% as the service scales.



Revenue Stream 3: KAOS OS (Platform Subscription)

KAOS OS is the core SaaS platform, priced on a tiered subscription model based on the number of active workflows, connected
systems, and users. This is the highest-margin revenue stream (85-90% gross margin) and the primary driver of long-term
enterprise value.

Pricing tiers are structured to encourage adoption and expansion:

Tier Target Customer Monthly Price Included
Starter SMB, POC $2,500/month 5 workflows, 10 connectors, 1 workspace
Professional Mid-market $8,000/month 25 workflows, 30 connectors, 5 workspaces
Enterprise Large enterprise $20,000+/month Unlimited workflows, all connectors, SSO, advanced governance
Enterprise+ Global 2000 Custom Custom SLAs, dedicated infrastructure, white-glove support

The land-and-expand dynamic is central to the KAOS OS model. Customers typically begin with one or two workflows in a single
department, demonstrate ROI, and then expand across the organisation. Our target Net Revenue Retention (NRR) is 130%#+,
meaning that even without acquiring new customers, our ARR grows by 30% annually from expansion within existing accounts.

5. Go-to-Market Strategy

Our GTM strategy is a phased, hybrid model that combines the efficiency of product-led growth with the revenue velocity of
enterprise sales. It is designed to build momentum quickly, demonstrate clear ROI, and create the reference customers and case
studies that are essential for scaling into the enterprise.

Phase 1: Beachhead & Lighthouse Customers (Months 0-9)

The objective of Phase 1 is to acquire 10-15 Lighthouse customers — enterprises that are willing to be early adopters, provide
detailed feedback, and serve as public references. These customers will be the foundation of our GTM engine.

Target Profile. Mid-market Australian companies with 50A/-500M in annual revenue, 200-2,000 employees, and a demonstrable
pain point in one of our three primary verticals: Finance (invoice processing, AP automation), Sales (lead routing, pipeline
management), or HR (candidate screening, onboarding). Decision-makers are typically the Head of Finance, VP of Sales
Operations, or Chief People Officer — not the CTO.

Acquisition Channels. The primary acquisition channels in Phase 1 are direct outreach (leveraging the C51 Consulting network
and LinkedIn), content marketing (the hype videos, case studies, and blog content already produced), and referrals from the
existing C51 client base. We will also pursue speaking opportunities at relevant industry events (e.g., CeBIT Australia, Salesforce
World Tour) to build brand awareness and generate inbound leads.

Pricing Strategy. Lighthouse customers will be offered a discounted SLAM engagement (15,000-25,000) to reduce the barrier to
entry, with a commitment to transition to a KAOS OS subscription at standard pricing upon successful completion. This creates a
clear, low-risk path to adoption and a strong incentive for customers to engage early.

Target Outcome. $250,000 ARR, 10-15 active customers, 3-5 publishable case studies.

Phase 2: Land & Expand (Months 9-24)

Phase 2 is about systematically expanding within existing accounts and moving upmarket into larger enterprises. The key insight
driving this phase is that the initial KAOS deployment in a single department creates a visible, measurable improvement that
other departments want to replicate. Our customer success function is designed to identify and capitalise on these expansion
opportunities.

Enterprise Sales Motion. We will hire 2-3 enterprise Account Executives (AEs) with experience selling into the Australian
enterprise market. These AEs will be responsible for managing the full sales cycle for new enterprise accounts and coordinating
expansion within existing accounts. Average sales cycles for enterprise deals are 3-6 months, with ACVs of 100, 000-500,000.



Channel Partnerships. We will establish formal referral and reseller partnerships with boutique systems integrators and
consulting firms that serve our target market. These partners will receive a 15-20% referral fee for qualified opportunities and will
be supported with co-marketing materials, training, and technical resources.

US Market Entry. By Month 18, we will establish a minimal US presence — a single enterprise AE based in San Francisco or New
York — to begin building pipeline in the world’s largest enterprise software market. The US market will be the primary focus of our
Series A deployment.

Target Outcome. $2,000,000 ARR, 50 active customers, 2-3 major enterprise logos, established US pipeline.

Phase 3: Scale & Market Leadership (Months 24+)

Phase 3 is funded by the Series A and is focused on establishing KAOS as the undisputed market leader in Al orchestration. This
phase involves significant investment in sales and marketing, product expansion, and global go-to-market.

Cloud Marketplace Listings. Listing KAOS OS on the AWS Marketplace, Azure Marketplace, and Google Cloud Marketplace
dramatically reduces the friction for enterprise procurement. Many large enterprises have pre-committed cloud spend that can be
applied to marketplace purchases, effectively subsidising the cost of KAOS and accelerating deal cycles.

Strategic Partnerships. We will pursue formal technology partnerships with Salesforce, SAP, and Workday — the enterprise
systems that KAOS integrates with most deeply. These partnerships provide access to their respective customer bases, co-
marketing opportunities, and potential investment from their corporate venture arms.

Target Outcome. $10,000,000+ ARR, 150+ active customers, global presence (Australia, US, UK/Europe).

6. Growth & Scaling Strategy

Product-Led Growth (PLG) Engine

While our primary motion in Phase 1 is direct sales, we will simultaneously build a PLG engine that allows individual contributors
within target enterprises to discover and adopt KAOS independently. This is the “bottom-up” motion that has driven the growth of
companies like Slack, Figma, and Notion. A user in the Finance team discovers KAOS, builds a simple workflow, demonstrates
value to their manager, and the engagement escalates to a formal enterprise deal.

The PLG engine requires a frictionless onboarding experience, a library of pre-built workflow templates, and a clear upgrade path
from free/low-cost usage to paid subscriptions. We will invest in this capability in Phase 1, with the expectation that it becomes a
significant source of inbound pipeline by Phase 2.

Account-Based Marketing (ABM)

For our top 100 target accounts, we will run a dedicated ABM program. This involves creating personalised content and outreach
for each account, mapping the key stakeholders, and coordinating a multi-channel engagement strategy. ABM is resource-
intensive but delivers significantly higher conversion rates than broad-based marketing for enterprise deals.

Thought Leadership & Category Creation

KAOS is not just selling a product; it is creating a new category — “Al Orchestration.” Category creation requires consistent, high-
quality thought leadership that educates the market on the problem and positions KAOS as the definitive solution. This includes
the content already produced (pitch deck, explainer videos), as well as a regular cadence of blog posts, webinars, research
reports, and speaking engagements.

International Expansion

Our international expansion strategy follows a deliberate sequence: Australia first (Months 0-18), US second (Months 18-30),
UK/Europe third (Months 30-42). Each market entry will be preceded by a period of market research, partnership development,
and pipeline building, ensuring that we enter each new market with momentum rather than starting from zero.




7. Competitive Landscape

The competitive landscape for KAOS spans several adjacent categories. No single competitor offers the full combination of
orchestration, automation, integration, and governance that KAOS provides. Our competitive advantage is the depth and
integration of these four capabilities in a single platform.

Competitor Category Strength KAOS Advantage
A Workflow No Al orchestration, no enterprise governance, limited
Zapier [ Make . Large user base, easy to use .
Automation security
Workflow Open-source, developer- . . . .
n8n ) . No enterprise governance, requires technical expertise
Automation friendly
Enterprise . High cost, no native Al agent runtime, complex
Workato ; Strong enterprise features . .
Automation implementation

Mature platform, large install

UiPath RPA base Legacy RPA model, not designed for Al agents
Microsoft Power Workflow Deep Microsoft ecosystem Limited to Microsoft stack, no multi-cloud Al
Automate Automation integration orchestration
LangChain / Al Agent . Developer tool, not enterprise platform; no governance,
Developer-grade agent tooling
LangGraph Frameworks no connectors
CRM-native Al
Salesforce Agentforce Agent Deep Salesforce integration Limited to Salesforce ecosystem
gents

The key insight is that KAOS is the only platform that is enterprise-ready from day one — with governance, security, and
compliance built into the foundation — while also being accessible to non-technical business users through its no-code
workflow builder and pre-built templates. This combination is our primary competitive moat.

8. Financial Projections & ROI

Revenue Projections

The following projections are based on our GTM strategy, pricing model, and comparable company benchmarks. They represent a
base case scenario; upside scenarios exist if we secure strategic partnerships or accelerate US market entry.

Metric Year1 Year 2 Year 3 Year 4 Year 5
ARR $250,000 $2,000,000 $10,000,000 $28,000,000 $60,000,000
ARR Growth Rate — 700% 400% 180% 114%
Active Customers 15 50 150 350 650
Average ACV $16,667 $40,000 $66,667 $80,000 $92,308
Gross Margin 55% 65% 75% 80% 82%
NRR 110% 120% 130% 135% 135%
Headcount 15 40 100 200 350

Unit Economics

Strong unit economics are the foundation of a scalable SaaS business. Our target metrics are benchmarked against best-in-class
enterprise SaaS companies.



Metric Year 1 Target Year 3 Target Best-in-Class Benchmark

Customer Acquisition Cost (CAC) $15,000 $25,000 <$30,000
Customer Lifetime Value (LTV) $75,000 $350,000 >5x CAC
LTV:CAC Ratio 5:1 14:1 >3:1

CAC Payback Period 18 months 12 months <18 months
Net Revenue Retention (NRR) 110% 130% >120%
Annual Churn Rate 10% 5% %

Investor Return Analysis

The following analysis illustrates the potential return for an investor participating in the seed round, based on comparable
company valuations and our projected growth trajectory.

Scenario Year 5 ARR Revenue Multiple Implied Valuation Return on $1M Seed Investment
Conservative $40M 15x $600M 24x
Base Case $60M 20x $1.2B 48x
Upside $100M 25x $2.5B 100x

These multiples are conservative relative to current market benchmarks. The median revenue multiple for Al companies in 2025

was 29.7x 13, and comparable companies like n8n are trading at multiples well above this. The Al orchestration category is one of
the highest-conviction investment themes in enterprise software, and category leaders typically command premium valuations.

9. Investor Acquisition Plan

Securing the right investors requires a structured, systematic approach. The following plan outlines our strategy for building
relationships, generating interest, and closing our seed round within 6 months.

Step 1: Preparation (Weeks 1-4)

Before approaching any investor, we will ensure that all materials are polished and compelling. This includes the investor pitch
deck (completed), the explainer videos (completed), a detailed financial model with scenario analysis, a data room with
supporting documentation (product roadmap, customer contracts, team bios), and a clear, concise investment thesis.

We will also build a target investor list of 50-75 funds and angels, prioritised by investment thesis alignment, stage focus, check
size, and network relevance. Each investor will be researched individually to understand their portfolio, investment thesis, and
preferred communication style.

Step 2: Warm Introductions (Weeks 2-8)

The most effective way to secure a meeting with a VC is through a warm introduction from a trusted mutual contact. We will
systematically map our network to identify the most direct path to each target investor. This includes leveraging the C51
Consulting client network, the networks of our advisors and angels, and the alumni networks of our team members.

For investors where we do not have a warm path, we will use a targeted cold outreach strategy: a concise, personalised email that
leads with a compelling hook (e.g., a specific insight about their portfolio or investment thesis), includes a link to the hype video,
and requests a 20-minute call.

Step 3: Investor Engagement (Weeks 4-16)

The investor engagement process typically involves multiple stages: an initial call, a product demo, a deep-dive meeting with the
full investment team, reference calls, and term sheet negotiation. We will manage this process rigorously, maintaining momentum



across multiple conversations simultaneously and creating a sense of urgency through a defined close date.

We will also leverage the fundraising process itself as a marketing opportunity. Announcements of key milestones (customer wins,
product launches, accelerator acceptances) during the fundraising period create positive momentum and increase investor
interest.

Step 4: Close & Announce (Weeks 16-24)

Our target is to close the seed round within 6 months. We will use a SAFE (Simple Agreement for Future Equity) instrument with a
$20-25 million valuation cap and a 20% discount, consistent with current market norms for seed-stage Al companies. Upon close,
we will issue a press release and LinkedIn announcement to maximise visibility and signal momentum to future Series A investors.

10. Funding Sources: Public & Private

Our funding strategy is deliberately diversified across multiple sources to minimise dilution, reduce dependency on any single
investor, and maximise the total capital available to execute our plan.

Private Funding Sources

Tier 1: Lead VC Investors (Australia)

These are the firms we will approach first, with the goal of securing a lead investor who will anchor the round and provide the
credibility to attract co-investors.

Firm Focus Stage Why KAOS
Blackbird Deep tech, global Seed- Explicit Al thesis: “agentic workflows driving automation, efficiency, and error
Ventures ambition Series B reduction.” Invested in 51 companies in 2025.
Square Peg Enterprise software,  Seed- Led Source (agentic Al) $2.1M pre-seed. Al thesis = Application Layer: Agentic
Capital Al Series B workflows.
AirTree B2B SaaS. Al Seed- $425M Fund V closed Aug 2025. Global LP base. Strong enterprise software track
Ventures ’ Series B record.

Tier 2: Co-Investors & Angels (Australia)

g F st Not
ocus age otes
Individual &
. Pre-seed- ) . ) .
Tenl13VC Enterprise tech, Al Seed Co-invested in Source agentic Al pre-seed. Strong enterprise network.
. Sydney Startup Hub, $4M Investec facility. Strong fintech connections relevant to
H2 Ventures Fintech, data, Al Seed .
KAOS Finance use case.
Startmate Early-stage Australian Pre-seed- $120K investment + 12-week program. Strong alumni network and follow-on VC
startups Seed connections.

Tier 3: Global VC Investors

These firms will be approached in parallel with Australian VCs, with the goal of securing a global co-investor who can support our
US market entry.



Firm Focus

Why KAOS

Emergence Capital Enterprise SaaS Specialist in enterprise SaaS, deep network in the US enterprise market.

Felicis Ventures Al, SaaS Backed n8n (Series B), Dust ($16M Series A). Deep conviction in Al workflow automation.
GGV Capital Enterprise tech Backed Bardeen ($15M Series A). Active in Al workflow automation.
Acrew Capital Enterprise Al Backed Respell ($5M seed). Active at the seed stage in Al automation.

Tier 4: Corporate & Strategic Investors

These investors bring not just capital but strategic value — access to enterprise customers, product integrations, and distribution

channels. We will approach them after securing a lead VC.

Firm Fund Size Why KAOS
Salesforce 1BAIFund(850M+ KAOS integrates deeply with Salesforce. Strategic investment would accelerate our
Ventures deployed) Salesforce ecosystem GTM.
. Active enterprise Al KAOS integrates with Microsoft 365 and Azure. M12 has invested in 100+ enterprise Al
Microsoft M12 . .
investor companies.
Workday KAOS integrates with Workday. Workday Ventures is explicitly focused on the agentic Al

Active agentic Al investor
Ventures era.

Tier 5: Angel Investors

We will target a small number of high-value angels — operators who have built and scaled enterprise software companies and can

provide both capital and mentorship.

Target profiles include: former CXOs of enterprise software companies (e.g., ex-Salesforce, ex-SAP, ex-Workday), successful
Australian tech founders (e.g., Atlassian, Canva, SafetyCulture alumni), and prominent enterprise Al practitioners.

Public & Non-Dilutive Funding Sources

Non-dilutive funding is a critical component of our strategy. Every dollar secured through grants and tax incentives is a dollar of

equity that we do not need to sell. We will pursue all applicable programs aggressively and in parallel with our VC fundraising.

Federal Government Programs (Australia)
Program Amount Available

43.5% refundable offset on eligible

R&D Tax Incentive (RDTI
( ) R&D spend

Industry Growth Program 100K -5M per project

CRC-P (Cooperative

X 100K—-3M, up to 3 years
Research Centres Projects)

National Reconstruction 32M committedtoH arrison.ai;1B
Fund Corporation (NRFC) target FY26

State Government Programs (Australia)

Status

Active,
ongoing
Active

Active,
annual
rounds

Active

KAOS Eligibility

High — Al/ML software development explicitly
eligible. Estimated 200-400K annual benefit on
500K —-1M R&D spend.

High — commercialisation of innovative Al platform.

Medium — requires industry-academic collaboration.
Potential to partner with a university Al lab.

Medium — targeting deep tech and advanced
manufacturing, but Al platform may qualify.



Program

State

Amount

Status

SA Al Initiative South Australia $7M/year (2025-2029) Active — proof-of-value Al trials

LaunchVic Al Programs Victoria Varies Active — Al-specific accelerators and funding
NSW MVP Ventures New South Wales Varies Active — early-stage product development
AIML Industrial Al SME Grant South Australia Varies Active until 2028

Cloud Provider Programs

Program Provider Value Notes

Amazon Web Up to USS1IM in AWS credits + 10 weeks Active, global cohort, Australian

AWS Generative Al Accelerator . P $A '8 o ’
Services mentorship startups eligible

Microsoft for Startups . Up to $150K in Azure credits + GitHub, i o
Microsoft Active, self-serve application

Founders Hub OpenAl access

Google for Startups 3-month program, Google products + . " .
Google ] Active, competitive selection

Accelerator mentorship

Accelerator Programs (Equity-Based)

Program Investment Equity Why Apply

Startmate Accelerator $120KAUD 79 Australia’s top accelerator. Strong alumni network, direct VC connections, 12-week program.

Y Combinator $500KUSD 7% Global gold standard. YC badge dramatically increases investor interest and deal velocity.
Antler 200K-250K 8-9%  Global presence, strong AU cohort, active follow-on investment.
Alchemist Accelerator  Varies Varies ~ World’s best accelerator for enterprise-monetising startups. Deep enterprise network.

11. Risk Analysis & Mitigation

Every investment involves risk. The following table identifies the primary risks facing KAOS and our mitigation strategies for each.

Risk Likelihood Impact Mitigation Strategy
. ) The market is already here — 40% enterprise Al agent adoption by 2026 (Gartner). The risk is
Market Timing Low High ;
that we are too early; the data suggests we are exactly on time.
. Microsoft, Salesforce, and Google are building Al automation capabilities. However, they are
Competition from . . e . .
Bie Tech Medium High ecosystem-specific and lack the cross-platform governance that KAOS provides. We will move
ig Tec
g fast and build deep integrations.
Sales Cycle . . Enterprise sales cycles are long (3-6 months). We mitigate this through the SLAM entry point,
Medium Medium . . . .
Length which creates immediate revenue and accelerates the path to platform adoption.
. . . Competition for Al engineering talent is fierce. We will leverage the C51 Consulting network,
Talent Acquisition Medium Medium P » g & . . & &
offer competitive equity packages, and build a compelling employer brand.
Product-Market Low Hich We have already demonstrated PMF through existing C51 client engagements. The Lighthouse
Fit & customer program in Phase 1 is designed to validate and refine PMF before scaling.
. . . The Al funding environment is extremely favourable. Australian VC investment in Al reached
Funding Risk Low High

$1B+in 2025. We have a compelling story, a differentiated product, and a clear path to revenue.




12. Team & Execution Capability

The KAOS team combines deep enterprise technology expertise with proven commercial execution. C51 Consulting has been
building and deploying Al solutions for enterprise clients for several years, giving us a unique advantage: we have built KAOS to
solve problems we have personally experienced and observed in the market.

Our hiring plan for the seed round is focused on three areas: engineering (to accelerate product development and build out the
connector library), enterprise sales (to execute the Phase 1 GTM strategy), and customer success (to drive expansion revenue and
reduce churn).

13. Appendix: Comparable Company Analysis

The following table provides a detailed analysis of comparable companies in the Al orchestration and workflow automation space,
illustrating the significant value that category leaders in this space are able to generate.

. Revenue
Company Category Last Round Valuation ARR . Investor
Multiple
Enterprise . Bessemer Venture
Workato ) $200M Series E (Jan 2025)  $5.7B+ $200M  28x
Automation Partners
n8n Workflow Automation €55M Series B (2025) $1.58 STM+  >200x Sequoia, Felicis
Tray.io Enterprise Integration ~ $80M Series D (Apr2025)  $goom $50M  16x Lightspeed
Make . .
Workflow Automation =~ $65M Series B (Mar 2025)  $500m $30M  17x Index Ventures
(Integromat)
Tonkean Process Orchestration ~ $50M Series B (Apr 2025) $400M $20M  20x Salesforce Ventures
Bardeen Al Automation $15M Series A (Mar 2025)  $100m $3M 33x GGV Capital
. USS$23M Series A (Jan
Checkbox (AU) Legal Al Automation 202$6) ( $80M $5M 16x US-based VCs

The median revenue multiple across these comparable companies is approximately 20-30x, consistent with the broader Al SaaS
market benchmark of 29.7x 13. For KAOS, this implies a potential valuation of 200-300 million at

10M ARR(Y ear3), representinga % *10-15zreturn x x forseedinvestorsata20M post-money valuation.
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