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About Me

MuyideenDosumu CAPM CoFounder& CEO

A | am currentlythe co-founderandteamleadat GatePass.

A 5vyearsof experiencdn project managementresearchand
strategyacrosanultiple industriesincludingRealEstate Utilitiesand
FinancialServices.

A Competency areasmiclude Strategyand Market ResearchCost
Optimisation Financial ModelingDigitalGovernance Operating
Model, Digital Transformationetc.

A Previouslyworked at KPMG as managementconsultant,and at
BrolINigeria(CBRE Affiliategsa ResearclAnalyst.

A | ampassionateabout buildingsolutionsto improvelivingin African

Communities.
@ O @DeenDosumu @ Muyideen Dosumu @ muyideen@gatepass.io
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Commercializing
your App
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To commercialize your app, you need to clearly define

your Business Model

' - Your Business Model
| .Jlefines how your product
-~ or business creates /
delivers value
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Your Business Model is centered arouhgkey levers

Where do we compete? With who?

°© @ Propositions & Brands
What are you selling to them and why should they buy it?
© ©

Customers and Channels

Who are we selling to and how will we reach them?



Lean Canvas

Proeblem

Solutions

Key Metrics

Unique Value Proposition

Unfair Advantage

Channels

Customer Segments

Cost Structure

Revenue Streams
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What we did at GatePass

ST

; ‘.

Value Proposition

Where do we compete? With What are we selling and why they Who are we selling to and

who/what? should buy? how will we reach them?

Where we compete 2 K 6SQNB asSttAy3 Who

- Residential (by Customer Segment) A Community Management Software A Gated Communities

- Property / Facility Management (by Value Why buy A Property/Facility Managers
Chain) A Enhance resident experience Reach

With who/what A Optimize cost and performance A Property publications

- EmailsiWWhatsappgroups A Provide endto-end transparency A Property conferences

- Other property management software A Provide platform for monetization A Property associations



You can explore and combine different monetization ([J coreross
models for your product

Display third party ads in your app E-commerce platform connecting buyers
with sellers

Affiliate Marketing Virtual Goods

Earn when a user purchases a product througlsell irapp virtual content; coins, avatars,
your app hosted link stickers; for a fee

Sell Data Software As A Service

Selling extensive data to interested third partieSubscriptioAbased app monetization model

Freemium Transaction Fees

Offer a basic free sample version of your Charge users reasonable fees for every
product, then sell a premium service completed transaction
based on feature/time/storage




You should explore a muithannel approach to (D) coreross
marketing your product

Social Media Marketing Traditional Marketing Channels

Utilize popular social media channels Explore traditional channels like radio,
used by your target customers TV, billboards, flyers etc.

Industry Specific Marketing Influencer Marketing
Explore industry specific channels e.qg. Partner with popular individuals to
associations, events, publications etc. market your services to their network

Email/Content Marketing Thought Leadership

Tell engaging stories and content consistenfosition product as a subject matter
with brand values expert on matters in your field



