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— SECTION 1 —

1— Executive Summary

Opportunity

InvoiceFlow AI can address a practical SME problem: issuing invoices, tracking deadlines, identifying
possible VAT or e-invoicing issues, and preparing clean information for accountants without requiring
owners to become tax specialists.

France is a credible first-market test because official French guidance covers electronic invoicing, approved
platforms, and affected businesses. [F-REG-001] [F-REG-002] [F-REG-003] This creates a reason to
review invoicing processes, but not proof that businesses will pay for a separate product. France is a
market-entry hypothesis, not a confirmed launch case.

The product should complement—not replace—accounting platforms or accountants:

Issue invoices as usual, identify possible problems early, and send your accountant a clean file for
review.

Core challenges

1. Regulation does not prove willingness to pay. French guidance confirms reform and an approved-
platform context, but not market size, demand, or conversion at €49 per month. [F-REG-001]
[F-REG-002] [F-REG-005]

2. Data access is critical. Approved platforms, accounting systems, formats, and permissions may
determine whether InvoiceFlow can produce useful alerts. [F-TECH-007] [F-OPS-001] [F-0PS-002]

3. Existing providers own key workflows. The brief identifies accounting platforms, invoicing tools, fintech
providers, and local solutions as alternatives. Pricing, feature parity, integrations, and customer overlap
remain unverified.

4. Economics are narrow. Client inputs are a €49 monthly subscription, €199 optional setup fee, €450
expected CAC, €3 000 monthly advertising budget, and 80% target gross margin. [F-PRICE-001]
[F-PRICE-003] [F-PRICE-004] [F-PRICE-005] [F-PRICE-006]

At €49 per month and 80% gross margin, monthly gross profit before fixed costs is €39.20 per customer. At
€450 CAC, subscription-only CAC recovery takes approximately 11.48 months. This is within a 12-month
target only narrowly and excludes support, onboarding, discounts, payment fees, integration maintenance,
and fixed operating expense.

The €3 000 monthly advertising budget could theoretically fund 6.67 acquisitions per month at €450 CAC
if all spend achieved that CAC. This is acquisition capacity, not a sales forecast. [F-PRICE-007 ]

Proposed solution
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Launch a focused France-first workflow for SMEs with recurring invoice complexity, accountant rework,
cross-border activity, or document errors. The first release should include:

* One reliable invoice or transaction intake route;

e VAT and e-invoicing risk flags;

» Deadline reminders;

« Plain-language explanations;

e Three outcomes: Ready, Review needed, and Ask your accountant;
e Accountant-ready export or handoff;

e Audit trail showing input, flag, explanation, and action;

e Basic cash-flow alerts only where required data already exists.

Do not initially build full accounting, automated tax filing, definitive tax conclusions, broad EU support, or
many integrations.

Where personal or commercially sensitive information is processed, InvoiceFlow must define whether it
acts as controller, processor, or both. EDPB SME materials address controller-versus-processor roles and
personal-data security. [F-TECH-001] [F-TECH-002] [F-TECH-003] [F-TECH-004] If Al is used,
product-specific relevance of Regulation (EU) 2024/1689 must be assessed rather than assumed.
[F-TECH-005] [F-TECH-006]

Verdict

Proceed with tightly controlled validation, not an unrestricted launch or major paid-acquisition
investment.

The strongest business is not “Al accounting for everyone.” It is an accountant-connected compliance
workflow for SMEs with recurring invoices, cross-border activity, document errors, or costly accountant
rework.

Before expanding, prove:

1. Customers will pay €49 per month for a defined workflow; and

2. InvoiceFlow can access reliable invoice data through one practical route.

Conditions before GO
1. Paid demand: Selected French SMEs accept €49 per month for a defined workflow, not merely an
interview or free trial.

2. Data access: One reliable invoice-ingestion route can be delivered and maintained within the 90-day
MVP scope.

3. Economics: Fully loaded CAC remains at or below €470.40, and realized gross margin remains at or
above approximately 76.5% for 12-month subscription-only payback.

4. Retention: Expected customer life exceeds 11.48 months; simplified monthly churn remains below
approximately 8.7%.
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5. Trust and compliance: Product uses review indicators rather than definitive tax advice, with roles,
permissions, security controls, and audit trails defined.

6. Channel evidence: At least one accountant or partner route produces qualified opportunities at lower or
more sustainable cost than paid advertising.

Immediate actions

e Select one French customer segment and one primary data route.
e Test the exact €49 monthly offer through paid commitments.
* Measure onboarding time, support effort, setup-fee acceptance, and first-90-day retention.

* Do notincrease the €3 000 monthly advertising budget until economic and data-access thresholds are
met.
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— SECTION 2 —

2 — Full GTM strategy

GTM Strategy: InvoiceFlow Al

Report date: 2026-07-11

Jurisdiction: EU

GTM Strategy: InvoiceFlow Al

Report date: 2026-07-11

Jurisdiction: EU

2. Market Analysis

2.1 Evidence and source gaps

France has official electronic-invoicing guidance covering approved platforms, applicability, and reform
timing. [F-REG-001] [F-REG-002] [F-REG-003] The supplied evidence also identifies compliance dates,
platform dependency, certification considerations, and localization as barriers to entry. [F-0PS-001]
[F-OPS-002] [F-OPS-003] [F-OPS-004] [F-0PS-005]

This supports a regulatory trigger, not a commercial market estimate. The supplied evidence does not
establish:

* Number of French businesses matching the target profile;
* Willingness to pay for a separate workflow layer;

e Share already served by accountants or existing software;
e Acceptable price for a complementary product;

e Segment-level CAC;

e First-12-month available market.

Source gap: France TAM, SAM, SOM, demand volume, willingness to pay, and conversion data were not
supplied. Do not use market-size figures in the investment case without a defined source and consistent
segmentation.

2.2 Priority segments
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Fit with €49

Segment Need and urgency monthly offer Initial view

Freelancers and simple Basic invoicing and reminders; Weak Avoid initially

domestic micro-businesses medium urgency

Local service businesses Invoicing and payment Weak to moderate Test only if workflow
monitoring; medium urgency complexity is visible

Agencies and consultants Recurring invoices, late Moderate Secondary test
payments, accountant segment

coordination

Online sellers Cross-border VAT, volume, Stronger Priority test segment
document consistency

Accountant-led SMEs Clean handoff, review queues, Stronger Priority test segment
shared visibility

SMEs with 5-50 employees Multiple users, recurring Stronger Priority test segment
invoices, approvals and
exceptions
Accountants serving Client review and coordination Potentially strong Channel, not initial
multiple SMEs partner offer end-user

The best commercial fit is where errors create recurring accountant work, delayed payments, cross-border
uncertainty, or management anxiety. This is a supplied qualitative hypothesis, not a validated market
statistic.

2.3 Demand drivers

Regulatory change. French guidance creates compliance pressure and an approved-platform context.
[F-REG-001] [F-REG-002] [F-REG-005] Sell reduced effort and earlier review, not regulation alone.

Cross-border activity. The brief identifies EU cross-border sellers as a priority because VAT and invoice
guestions become more complex across jurisdictions. Qualification should assess countries sold into,
invoice volume, VAT exceptions, accountant rework, OSS or similar processes, systems used, and missing-
document frequency.

Accountant involvement. Accountants can influence trust, setup, and purchase. InvoiceFlow should reduce
preparation and clarification before review through permissions, exports, audit trails, and a portable
workspace.

Data and platform access. Approved-platform dependency makes data access a market-entry issue, not
merely an engineering task. [F-REG-001] [F-TECH-007] [F-OPS-001] A segment with severe pain but
no data route may be less attractive than one with slightly lower pain and reliable access.
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2.4 Product wedge

Value Trust and data

Wedge potential requirement Recommendation
E-invoicing compliance High High trust; high data need Core entry point
workflow
VAT and cross-border High Very high trust; high data Add narrowly with review
checks need language
Cash-flow alerts Moderate Moderate trust; high data Defer unless data already

need exists
Accountant handoff High High trust; moderate data Core differentiator

need

The strongest initial wedge is e-invoicing workflow, review-oriented VAT flags, and accountant handoff.
Cash-flow alerts should remain secondary.

2.5 Constraints and implications

French localization is required. [F-0PS-005 ] Platform dependencies may limit access. [F-0PS-001]
[F-0PS-002] Compliance dates, certification boundaries, and claims must be understood before launch.
[F-0OPS-003] [F-0PS-004] Data roles and security controls require explicit definition. [F-TECH-001]
[F-TECH-003]

What is proven: France has official electronic-invoicing guidance, reform applicability, approved-platform
terminology, localization requirements, and data-role/security considerations. [F-REG-001] [F-REG-002]
[F-REG-003] [F-TECH-001] [F-TECH-003]

What remains unverified: Segment size, willingness to pay €49 per month, practical data routes, deadline-
driven demand, integration cost, support cost, and competitor intensity.

Action: Treat France as a validated regulatory opportunity but an unvalidated commercial market. Select
the first segment based on reliable data access and recurring pain, not business volume.

3. Competitive Analysis

3.1 Competitive reality
InvoiceFlow competes with:

1. Full accounting platforms;

2. Invoicing tools;
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3. Fintech business platforms;

4. Country-specific e-invoicing providers;

5. Tax and accounting plugins;

6. Accountants’ existing workflows;

7. Spreadsheets, PDFs, email, and manual review.

The brief names QuickBooks, Xero, Sage, Pennylane, sevDesk, Holded, Qonto, Revolut Business, and
country-specific providers. These define the field but do not verify current prices, France-specific coverage,

feature sets, integrations, or customer overlap.

Category

Customer value

Threat

InvoiceFlow opportunity

Full accounting
platforms

Invoicing tools

Fintech

platforms

Local e-invoicing

providers

Accountants

Manual tools

Centralized bookkeeping,
invoicing, reporting

Simple document
creation

Banking, payments,
business administration

Local compliance
workflows

Trusted interpretation
and compliance support

Familiar and inexpensive

Can bundle compliance
features and hold customer
data

Price anchor for basic users

Can bundle invoicing and
cash-flow features

May have stronger
regulatory and platform fit

May retain manual
workflows

Customers may tolerate
inefficiency

Complement existing system
without migration

Focus on exceptions and
handoff

Integrate where possible

Offer cross-system review
and owner-friendly
explanations

Reduce repetitive preparation

Quantify errors, rework, and
missed deadlines

Pennylane has qualitative public-pricing references in supplied material, but no exact current tier is treated
as a verified fact. The same limitation applies to all named competitors.

3.2 Positioning against alternatives

InvoiceFlow should not claim to be:

» Areplacement accounting platform;

 Ataxadviser;

e Acertified compliance authority;

e Auniversal European e-invoicing system;

e Anautonomous Al making definitive VAT decisions.
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It should be positioned as:

A review and handoff layer for SMEs that need cleaner invoices, earlier warnings, and better
coordination with their accountant.

The position rests on:

1. Compatibility: Work with systems customers already use.

2. Explainability: Show why an item was flagged.

3. Portability: Preserve exports, documents, history, and audit trail if accountants or systems change.
4. Human escalation: Route uncertainty to accountants rather than present tax conclusions.

French guidance includes an approved-platform environment. [F-REG-001] [F-TECH-007] [F-0PS-001]
InvoiceFlow must define its operating boundary before making compliance or interoperability claims.

Position Strategic implication

Standalone + basic invoicing High switching friction and price comparison
Standalone + compliance depth Higher trust and certification burden
Complementary + basic alerts Vulnerable to bundling

Complementary + review and handoff Preferred initial position if data access is reliable

3.3 Switching friction

Friction is likely to arise from accounting data, accountant preferences, invoice templates, document
history, permissions, integration setup, compliance responsibility, and support expectations.

InvoiceFlow should reduce friction by avoiding system replacement. SMEs should retain workspace
ownership, be able to invite or replace accountants, export data, and preserve audit history.

What is proven: Existing platforms, fintech products, e-invoicing providers, and plugins are relevant
alternatives; approved platforms and platform dependency are part of the French context. [F-REG-001]
[F-TECH-007] [F-OPS-001] [F-OPS-002]

What remains unverified: Competitor prices, comparable France workflows, regulatory coverage, switching
costs, accountant willingness to recommend InvoiceFlow, and differentiation of the proposed handoff
workflow.

Action: Test against the customer’s current workflow, not only named competitors. Do not call a competitor
weak, expensive, incomplete, or technically inferior without a direct current source.

4. Target Audience
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4.1 Priority customer

The first customer to test is a French B2B SME with approximately 5-50 employees, recurring invoices, an

external accountant, and sufficient domestic or cross-border complexity for errors and rework to create

recurring cost.

This is an initial test profile based on supplied customer-demand analysis and strategic hypotheses—not a
proven market segment. The likely buyer is an owner or finance/operations lead; the accountant influences
trust, setup, and retention.

4.2 Test cohorts

Segment

Primary job

Why it may pay

Main objection

Required proof

Cross-border
online sellers

Accountant-led
SMEs

Agencies and
consultants
with recurring
billing

Identify records
needing attention
before reporting or
accountant
problems

Give accountants
complete,
organized
information

Organize recurring
invoices and
exceptions

Errors can create
rework, disputes,
and multi-
jurisdiction
uncertainty

Reduced
administrative
friction; potential
accountant channel

Clearer workflow
than broad financial
management

“Why pay €49 if
my accountant or
platform handles
VAT?”

“My accountant
already has a
system.”

“I can use my
invoicing tool and
a spreadsheet.”

Accurate flags,
explanations, data
intake, accountant
acceptance, reduced
rework

Portable workspace,
permissions,
standardized
handoff, low
onboarding

Time saved, fewer
missing documents,
visible exception-
management value

Cross-border sellers may use multiple commerce, payment, accounting, or invoicing systems and may rely
on accountants. Accountant-led SMEs often exchange documents through email, folders, or inconsistent

exports. Agencies and consultants may face late-payment pressure, but €49 per month may be difficult to
justify without repeated complexity or accountant rework.

4.3 Segments to deprioritize

Simple domestic freelancers: Supplied qualitative material indicates price resistance. A €49 monthly plan

is unlikely to fit businesses with few invoices, no cross-border activity, and basic support from accountants

or free tools.

Low-complexity local service businesses: Their need may be payment monitoring rather than the
compliance wedge. Do not target first without reliable payment data and a clear advantage.

Accountants as the only initial end-user: They may become a channel, but an accountant-only product

requires multi-client administration, batch review, firm billing, permissions, and different support.
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4.4 Pains and buyer requirements

Pain

Trigger

Product response

Missing or inconsistent invoice

information

VAT or cross-border

uncertainty

Deadline anxiety

Poor handoff

Lack of visibility

Fear of system change

Repeated accountant clarification

Transaction outside normal
pattern

Reporting or regulatory date
approaches

Documents scattered across
folders and email

Owner does not know unresolved
items

Accountant or provider changes

Pre-review checklist and missing-data
alert

Explainable flag and accountant
escalation

Reminder with readiness status

Structured export and audit trail

Ready / Review needed / Ask your
accountant dashboard

Portable account, exports, and
customer data ownership

A buyer will not pay for “AI” alone. The product must show relevant alerts, understandable explanations,
visible source data, clear next actions, accountant review, non-advisory boundaries, and portable records.

What is proven: SMEs, freelancers, online sellers, agencies, consultants, accountants, and service
businesses are identified target groups. Simplicity, price resistance, accountant trust, portability,

explainability, onboarding, data roles, and security are relevant qualitative factors. [F-TECH-0011]
[F-TECH-002] [F-TECH-003] [F-TECH-004]

What remains unverified: Segment size, conversion, €49 willingness to pay, churn, referral economics,

quantified rework costs, and which priority cohort converts better.

Action: Start with cross-border online sellers and accountant-led SMEs. Interview owner and accountant

together where possible. Require a paid commitment or deposit to separate demand from interest.

5. Positioning and Strategy

5.1 Recommended position

InvoiceFlow Al is a practical compliance and accountant-collaboration layer for small businesses that
need cleaner invoices, earlier warnings, and less administrative back-and-forth.

The product should communicate three outcomes:

1. Know what is ready.
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2. See what needs review.

3. Send your accountant a complete package.
Primary message:

Prepare cleaner invoices, identify possible issues early, and send your accountant everything needed for
review.

Supporting messages:

e Keep using existing systems;

e Identify invoices needing attention before accountant review;

* Receive plain-language explanations;

* Retain documents, history, and exports in one portable workspace;

e Escalate uncertain cases to accountants rather than rely on automated conclusions.

Do not claim guaranteed compliance, accountant replacement, definitive VAT advice, universal EU coverage,
removal of approved-platform requirements, or a full accounting system.

5.2 Strategic choices

France first, not broad EU first. France has official guidance and a defined compliance context.
[F-REG-001] [F-REG-002] This is a controlled test choice, not proof that France is the best EU market.

One workflow, not four products. Combine intake, e-invoicing and VAT review flags, reminders, and
accountant handoff. Defer full accounting, filing, forecasting, and broad integrations.

Accountant-connected, not accountant-captive. Accountants can collaborate, but the SME owns the
workspace and data.

Review support, not professional advice. Every flag should show what was detected, source document or
transaction, why it may matter, missing information, and what to ask the accountant.

5.3 Pricing strategy

Client baseline: €49 monthly subscription, €199 setup fee, €450 expected CAC, €3 000 monthly
advertising budget, and 80% target gross margin. [F-PRICE-001] [F-PRICE-003] [F-PRICE-004]
[F-PRICE-005] [F-PRICE-006]

Offer Purpose Decision

Paid evaluation or Test workflow value Use only with defined success condition
controlled trial

€49 monthly subscription Monetize recurring review and Test with complex SMEs
handoff
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Offer Purpose Decision

€199 guided setup Fund configuration and Keep optional until attach rate and delivery
onboarding cost are measured

Accountant or multi-client Test partner economics Design after individual workflow is proven

package

Do not include €199 setup revenue in baseline payback until acceptance, delivery time, activation effect,
retention effect, and purchase friction are measured.

5.4 Strategic scorecard

Area Assessment Condition for stronger decision

Regulatory trigger Credible Confirm product boundary and timing

Customer demand Unproven Paid €49 commitments

Target segment Plausible Compare priority cohorts

Product wedge Strong around review and handoff Prove useful alerts on real data

Data route Critical unknown Secure one route within 90 days

Competitive Potentially distinct Validate France competitors with direct current

position sources

Economics Fragile but mathematically Track CAC, margin, churn, onboarding cost
possible

Accountant channel Promising hypothesis Obtain pilot or referral evidence

Trust posture Manageable with boundaries Define roles, security, disclaimers, audit trail,

escalation

6. Go-to-Market Plan

InvoiceFlow should not launch as broad “AI accounting.” Sell one outcome: a review queue for invoice and
VAT-risk signals followed by structured accountant handoff. This addresses operational pressure in
France’s electronic-invoicing context without promising tax advice. [F-REG-001] [F-REG-005]
[F-OPS-001]
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Target companies with recurring invoices, regular accountant interaction, multiple suppliers or customers,
and visible document or deadline costs. Launch through one compatible invoice workflow and one
repeatable ingestion route. French localization is required from day one. [F-OPS-004] [F-0PS-005]

6.1 Funnel measurement

No verified channel conversion data was supplied. This is a measurement design, not a forecast.

Stage Customer action Core metric Decision use

Reach Sees compliance-led Cost per qualified visit Stop irrelevant targeting
message

Lead Requests checklist, demo, or Visitor-to-lead conversion Compare message and
assessment audience

Qualification Matches ICP and compatible Lead-to-qualified-lead rate Reject bespoke accounts
route early

Discovery Shares workflow and Qualified-lead-to-demo rate Test pain intensity
accountant process

Demo Views queue and handoff Demo-to-trial or paid- Test positioning

commitment rate
Paid Accepts €49 per month Commitment rate Commercial gate

commitment

Setup Connects selected workflow Setup completion rate Validate service load and
€199 setup

Activation Uses review or handoff Activation within 14 days Identify onboarding gaps

Retention Remains active Monthly churn Assess scale viability

Referral Introduces accountant or Referral and partner- Assess lower-CAC routes

peer

originated share

Keep the first paid funnel to 15 qualified prospects using the selected workflow. Require at least five paid
commitments at €49 per month without bespoke integration before expanding spend.

6.2 Sales process

1. Diagnose first: Assess invoice volume, source systems, accountant workflow, recurring exceptions,
compliance concerns, and route compatibility. Start with: “Where does invoice review break today, and
what does that cost?”
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2. Show three product elements: review queue, explanation of each flag, and accountant handoff package.

3. Sell a defined implementation outcome: €49 per month, €199 optional guided setup, one data route,
one review workflow, one handoff format, and clear boundaries. [F-PRICE-001] [F-PRICE-003]

4. Use accountants as trust mechanisms: Validate handoff first; test referrals and multi-client pricing only

after workflow proof.

6.3 Acquisition channels

Channel

Launch role

Success signal

Evidence status

Accountant
introductions

Paid search

LinkedIn and

targeted social

Compliance webinar

Direct outbound

Content and SEO

Integration/platform
partner

Highest-priority trust
route

Capture active compliance
intent

Reach founders and
finance operators

Build trust before
deadlines

Find compatible early
users

Build France credibility

Secure ingestion route

Referred prospect accepts
paid evaluation

Qualified leads at acceptable

fully loaded CAC

Qualified discovery calls

Attendees book qualified calls

ICP meetings

Organic qualified traffic

Written feasibility

Partner economics
unverified

CAC unverified

Conversion unverified

Demand conversion
unverified

Labour cost
unverified

Time-to-results
unverified

Terms unverified

The €3 000 monthly budget can theoretically fund 6.67 acquisitions per month at €450 CAC.
[F-PRICE-004] [F-PRICE-005] [F-PRICE-007] Do not treat this as expected sales.

6.4 12-week launch

Week Commercial objective Required output

1-2 Define ICP, offer, and route ICP, offer page, route shortlist and
requirements

3-4 Run 15 prospect conversations and test €49 offer Discovery findings and initial paid evidence
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Week

Commercial objective

Required output

5-6

7-8

9-10

11-
12

Start controlled paid search; review accountant

workflow

Convert qualified prospects and onboard users

Repeat demand test and test route reliability

Test accountant referral route and decide

Attribution dashboard and repeatable demo

First activated accounts and support-cost
data

Go/pause evidence pack and activation
report

Partner feedback and 90-day decision memo

Action: Run one narrow France launch: one ICP, one data route, and one review-and-handoff workflow. Do
not expand integrations until one route works reliably for paying users.

7. Financial Model

7.1 Baseline

Input

Value

Status

Subscription price

Optional setup fee €199

Expected CAC €450

Initial advertising budget

Target gross margin 80%

€49 per month

€3 000 per month

Client-provided

Client-provided

Client assumption

Client-provided

Client target

Sources:

[F-PRICE-001], [F-PRICE-003], [F-PRICE-0047,

[F-PRICE-005], [F-PRICE-006]

At the 80% target, recurring COGS must not exceed €9.80 per subscriber per month. Monthly gross-profit
contribution is €39.20. The model does not assume €199 setup revenue funds CAC because attach rate,
delivery cost, and burden are unverified.

7.2 Unit economics
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Metric

Calculation

Result

Monthly recurring revenue

Maximum recurring COGS at 80% margin

Monthly gross-profit contribution

Subscription-only CAC payback

Maximum CAC for 12-month payback

Setup-fee gross profit at 80% margin

€49

€49 x 20%

€49 x 80%

€450 + €39.20

€39.20 x 12

€199 x 80%

€49

€9.80

€39.20

11.48 months

€470.40

€159.20

These figures derive from client inputs and target margin, not realized operating performance. They exclude
unverified support, infrastructure, Al, integration, payment-processing, discount, and fixed costs.

CAC headroom before 12-month subscription-only payback fails is €20.40. A €450 CAC is mathematically
possible but leaves little room for lower margin or higher costs.

7.3 Retention sensitivity

The following are modelling assumptions, not client facts.

Monthly Expected Subscription gross- Subscription
Scenario churn subscription life profit LTV LTV:CAC
Pessimistic 5% 20 months €784 1.74x
Base 3% 33.33 months €1 306 2.90x
Optimistic 2% 50 months €1960 4.36x%

Base-case outputs: expected lifetime 33.33 months, subscription gross-profit LTV €1 307, and
subscription-only LTV:CAC 2.90x. At 3% monthly churn, economics are close to viable but not robust. Setup

revenue is upside until attachment and cost are observed.

7.4 Twelve-month contribution view

This is not a full P&L. It assumes €49 monthly billing, €450 CAC, €3 000 monthly advertising, 6.67
theoretical acquisitions per month, 3% churn, 80% margin, no setup revenue, and no fixed operating

expense.
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Active Subscription Gross profit Advertising Contribution after
Month subscribers revenue at 80% spend advertising
1 6.47 €316.87 €253.49 €3 000 -€2 746
3 18.82 €922.18 €737.74 €3 000 -€2 262
6 35.99 €1763 €1 410 €3 000 -€1 589
9 51.68 €2532 €2 025 €3 000 -€974.14
12 66.00 €3234 €2 587 €3 000 -€412.80

Constant €3 000 monthly paid acquisition does not reach advertising-only break-even in the first 12
months under these assumptions. This excludes all fixed costs.

7.5 Break-even and investment

At €39.20 monthly gross-profit contribution, approximately 76.53 active subscribers are needed to cover
€3 000 monthly advertising spend alone. True company break-even is higher because it includes
development, support, compliance, legal review, sales labour, payment processing, infrastructure, and
management.

Investment category Minimum known amount Status

Advertising, first 90 days €9 000 Derived from €3 000/month budget
Product development Not provided Source gap
Data-route integration Not provided Source gap
Security and data protection Not provided Source gap
Legal and compliance review Not provided Source gap
Support, onboarding, salaries, contingency Not provided Source gap

The minimum identifiable first-90-day cash commitment is €9 000 in advertising, not total required
investment.

Action: Treat €450 CAC as a ceiling to validate. Measure gross margin from the first paying account;
recurring COGS must remain at or below €9.80 for the 80% target. Do not claim profitability before fixed
costs are included.
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8. Threshold Conditions, External Risks and Assumptions

8.1 Decision thresholds

Metric Threshold Implication

Fully loaded CAC Above €470.40 Subscription-only payback exceeds 12
months

Realized gross Below 76.5% €450 CAC cannot be recovered within 12

margin months

Average customer 11.48 months or less Payback is not recovered before

life expected departure

Simplified monthly Above approximately 8.7% Expected lifetime falls below 11.48

churn months

Reliable data No route within 90 days Core workflow cannot be delivered

ingestion consistently

Paid demand Fewer than 5 commitments from 15 €49 willingness to pay remains unproven

qualified prospects

Setup workload Bespoke work for most accounts €199 setup is inadequate or needs
repricing
Recurring COGS Above €9.80 per month 80% target margin is missed

Minimum gross margin for 12-month subscription-only payback is 76.5%. Maximum simplified monthly
churn consistent with an 11.48-month lifetime is 8.7%.

8.2 External risks

Risk Probability Impact Mitigation

Reform creates awareness but not High Critical Test paid commitments before scaling
paid demand

Data access depends on platforms, High Critical Select one documented route
formats, permissions

Incumbents add similar alerts High High Differentiate through explainable review
and portable handoff
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Risk Probability Impact Mitigation

Localization increases cost and delay Medium High Use native French content and workflows
from day one

Reform guidance changes Medium High Monitor official guidance and date-stamp
claims
Unclear controller/processor roles Medium Critical Define roles, contracts, access, retention,

and incidents

Al is treated as tax advice Medium High Use flags, disclaimers, accountant
handoff, and escalation

Partner channel is slow Medium Medium Maintain direct validation motion

Sources: French Tax Authority, French Tax Authority, European Data Protection Board, Euxropean
Data Protection Board

The sources establish that controller-versus-processor classification and personal-data security are
relevant, not InvoiceFlow’s final legal classification. [F-TECH-001] [F-TECH-002] [F-TECH-003]

8.3 Assumptions and kill criteria

Critical assumptions include €49 willingness to pay, a 5-50-employee target segment, stronger cross-
border demand, accountant endorsement, a 90-day data route, achievable 80% margin, profitable €199
setup, trust in explainable Al flags, and a workflow design that avoids regulated-advice positioning.

Pause paid scaling or stop the France-first route if:

. Fully loaded CAC exceeds €470.40 without validated setup contribution or lower-cost channel;
. Recurring gross margin is below 76.5% for two consecutive monthly cohorts;

. Expected customer life is 11.48 months or less;

. No reliable ingestion route fits the 90-day MVP;

. Zero of 15 qualified prospects accepts €49 per month without bespoke integration;

. Routine operation requires human tax interpretation or unpriced consulting;

. Accountants reject handoff output or onboarding requires substantial manual intervention;

0o N o0 o b W N P

. Security or data-role obligations exceed operating capacity.

9. Alternative Route: Strategy Is Viable With These
Corrections
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Narrow the France launch

The France-first strategy remains viable only with reduced scope: a complementary product for SMEs using
one compatible invoice workflow, providing an explainable review queue, deadline-oriented monitoring,
and accountant handoff.

France offers a credible regulatory trigger and approved-platform context. [F-REG-001] [F-REG-005]
Product usefulness still depends on reliable invoice-data access and trust. [F-0PS-001] The €450 CAC
and 80% margin target leave limited room for broad development or custom integrations. [F-PRICE-004]
[F-PRICE-006]

Element Broad direction Corrected route

Product Broad alerts and AI-accounting Explainable review queue and handoff

scope narrative

Integrations Multiple systems One reliable route

Customer Broad French SMEs SMEs using selected compatible workflow

Value Generic compliance assistance Fewer unresolved issues and cleaner handoff

Sales Broad direct acquisition Founder-led validation and accountant workflow
testing

Scale After early attention After paid demand, margin, and route proof

decision

First step and kill criterion

Within seven days, select one target platform or invoice workflow and obtain written confirmation of access
method, fields, permissions, restrictions, format, update frequency, integration cost, maintenance
responsibilities, security obligations, and 90-day MVP suitability.

At the same time, present the exact €49 monthly offer to 15 qualified SMEs. The test is paid commitment
without bespoke integration, not whether prospects like the idea.

Do not continue this route if no reliable path fits the 90-day MVP or zero of 15 qualified prospects accepts
€49 per month.

10. Implementation Roadmap

Days 1-30: Prove the Problem, Data Route and Offer
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Workstream Action Owner Deliverable / Metric
ICP definition Select one customer profile with Founder / ICP criteria documented
recurring invoice complexity and a commercial lead
compatible workflow
Data route Choose one route and obtain written Product lead Feasibility confirmed or
access, format, cost, and maintenance rejected
requirements
Offer Define €49 monthly subscription scope Founder / One-page commercial
and €199 setup scope product lead offer
Customer Run 15 structured interviews with Founder / sales Pain, workflow, and paid-
discovery qualified SMEs lead commitment evidence
Accountant Interview 5 accountants or bookkeeping Founder Handoff requirements
workflow firms documented
Product Build review queue, explanation layer, Product and Demo-ready prototype
prototype and handoff output engineering

Data protection

Measurement

Document data roles, access controls,
retention, and incident process

Set up CRM, source attribution, cohort
tracking, and cost tracking

Operations /
legal reviewer

Growth lead

Basic control checklist
complete

Weekly dashboard live

Decision rule — Day 30: Continue only if one data route appears feasible, the ICP is clear, and early
conversations show paid demand rather than generic interest.

Days 31-60: Activate the First Cohort

Workstream Action Owner Deliverable / Metric

Paid testing Launch controlled search and targeted- Growth lead Qualified lead volume
social tests and cost

Direct sales Convert qualified prospects to paid Founder / sales Paid commitments at
commitments lead €49 per month

Onboarding Deliver guided setup to first users Customer Setup time and

success completion rate
Product Test risk explanations and accountant Product lead Activation and
validation handoff accountant acceptance
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Workstream

Action

Owner

Deliverable / Metric

Cost tracking

Localization

Security
controls

Measure Al infrastructure, support, and
onboarding cost per account

Review all customer-facing French language
and workflow elements

Apply least-privilege access, logging, secure
storage, and data-processing
documentation

Finance /
operations

Product / local
reviewer

Engineering /
operations

Realized recurring
COGS

Critical issues resolved

Control checklist
complete

Decision rule — Day 60: Continue only if at least five qualified prospects have made paid commitments or
an equally strong paid-demand signal is documented, and if onboarding does not require hidden bespoke
work.

Days 61-90: Decide Whether to Scale, Redesign or Stop

Workstream Action Owner Deliverable / Metric
Cohort review Measure activation, support burden, gross Founder / Cohort performance report
margin, and early churn finance
Channel Compare paid, accountant-led, outbound, Growth lead Source-level CAC evidence
review and content-driven leads
Partner test Ask accountants to refer compatible clients Founder Referral quality and
or validate handoff workflow acceptance
Pricing review Assess whether €49 and €199 match Founder / Paid conversion and setup
delivered value and service load finance profitability

Product scope

Decision
memo

Remove low-value features and automate
repeatable setup steps

Compare results with threshold conditions
and kill criteria

Product lead

Founder

Reduced support time

Scale, redesign, or stop
decision

Decision rule — Day 90: Scale only if data ingestion is reliable, gross margin is on track, paid demand exists
at €49 per month, and fully loaded CAC is trending below the Section 8 threshold.

Team and Resource Minimum
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Role

Minimum responsibility

Initial structure

Founder / commercial
lead

Customer interviews, sales, pricing, partner
conversations, and decision-making

Full-time

Product lead
measurement

Engineer
logging

Customer success /

operations handoff

French accounting and

legal reviewer assumptions

Growth lead

Scope discipline, workflow design, and activation

Data route, product reliability, security controls, and

Setup, support, documentation, and accountant

Validate wording, workflow boundaries, and handoff

Attribution, landing pages, and paid-test execution

Founder or dedicated
lead

One strong technical
owner

Part-time initially,
measured closely

External, targeted review

Founder-led or specialist
support

What this means for you and what to do

* Spend the first 30 days proving data access and paid demand, not building a broad feature set.

e Make every early customer part of a measured cohort with tracked acquisition, setup, support,

activation, and retention.

* Keep engineering focused on one reliable workflow.

e Use external accounting and legal review to validate boundaries before expanding commercial claims.

» Make the day-90 scale decision only against the explicit thresholds in Section 8.

11. Appendix

11.1 Core KPI dashboard

KPI

Formula or decision line

Fully loaded CAC

Subscription gross margin

Recurring COGS per active subscriber

Activation rate

Setup completion rate

Must remain at or below €470.40

Target 80%; decision floor 76.5%

Must remain at or below €9.80

Activated users + paying users

Completed setups + paid customers
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KPI Formula or decision line

Setup gross profit Setup revenue — setup delivery cost

Monthly churn Must remain below simplified 8.7% limit
Expected customer lifetime 1 + monthly churn; must exceed 11.48 months
LTV:CAC Prefer at least 3.0x before scaling
Paid commitment rate Validate within first 15 qualified prospects
Data-route reliability Successful updates + attempted updates

Accountant-handoff acceptance Accepted handoffs + submitted handoffs

11.2 Decision cadence

Run a weekly operating review during validation.

Signal Management response

No paid commitments from first 15 qualified prospects

Setup effort erodes €199 economics

Churn approaches 8.7%

Customer life remains below 11.48 months

Gross-profit LTV:CAC remains below 3.0x

Weak route reliability or handoff acceptance

Rework segment, message, or onboarding offer

Standardize delivery and define out-of-scope work

Pause scale and diagnose retention

Improve recurring value before acquisition spend

Do not increase paid acquisition

Fix workflow before positioning recurring service

The €3 000 monthly advertising budget remains a controlled test budget until paid conversion, reliable
delivery, and retention support the unit-economics thresholds. The €49 subscription, €199 setup fee, €450
expected CAC, and 80% target gross margin define the commercial frame; live delivery must prove that
they work together.

Legal Information

Disclaimer: - Information is advisory in nature and does not constitute investment advice - All calculations
performed by Python Sandbox with source verification - Data accuracy depends on availability and currency of
primary sources
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Methodology: multi-stage verification with cross-checked conclusions.

© 2026 Trust Engine™ All
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SOURCES

Regulation and compliance

EUR-Lex
https://eur-lex.europa.eu/eli/dir/2025/516/0j/eng

EUR-Lex
https://eur-lex.europa.eu/eli/req/2024/1689/0j?1ocale=en

Operations

French Tax Authority
https://www.impots.gouv.fr/facturation-electronique-et-plateformes-agreees

French Tax Authority
https://www.impots.gouv.fr/professionnel/questions/partir-de-quand-suis-je-concerne-par-la-

reforme-de-la-facturation

French Tax Authority

https://www.impots.gouv.fr/professionnel/je-decouvre-la-facturation-electronique

KSeF / Polish Ministry of Finance
https://ksef.podatki.gov.pl/etapy-wdrozenia-ksef/

KSeF / Polish Ministry of Finance

https://ksef.podatki.gov.pl/ksef-news/zasady-obowiazywania-ksef-i-przepisy-prawne/

KSeF / Polish Ministry of Finance
https://ksef.podatki.gov.pl/informacje-ogolne-ksef-20/

Other sources

European Data Protection Board
https://www.edpb.europa.eu/sme/learn-the-basics/data-controller-or-data-processor_en

European Data Protection Board

https://www.edpb.europa.eu/sme/be-compliant/secure-personal-data_en

Holded
https://www.holded.com/pricing

Irish Revenue

https://www.revenue.ie/en/vat/documents/implementation-einvoicing.pdf

sevDesk
https://sevdesk.de/preise/
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Methodology and legal information

This report was prepared by the Trust Engine automated system using a multi-stage verification protocol. The final source
list contains 13 sources selected from the evidence registry. The Trust layer separately shows how many sources were
reviewed, retained, and listed; these are different stages of the evidence funnel.

LIMITATION OF LIABILITY: This document is an analytical report and does not constitute investment advice. All unit
economics calculations and forecasts are scenario-based and require validation by specialized professionals. The system
author is not responsible for business decisions made based on this analysis.
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