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Abstract. The price that consumers pay for food is increasing
faster than any other major category. Small and medium-sized

producers in agriculture are facing steadily increasing production
costs while future demand is uncertain. Historically, multinational
corporations have owned the means of global distribution. Plants

Without Borders facilitates direct transactions between small
businesses and a global network of suppliers, which has the

potential to both lower consumer prices and increase the earnings
of independent producers.
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Problem

The $12 trillion global agricultural supply
chain is inefficient, leading to mismatches in
demand and supply. Food is becoming
unaffordable for many Americans, and
production costs for farmers are steadily
increasing. This, combined with unpredictable
future revenue due to a lack of industry
predictive data, is a key driver of financial
stress for US Farmers, who are committing
suicide at 3.5 the rate of the general
population.

The $19 Billion US plant and flower industry
is a subset of agriculture. Many of the raw
materials of this industry are sourced from
around the world. Most businesses purchase
their raw materials from brokers who manage relationships with suppliers in other countries. The
process of importing plants and flowers is high-risk due to the perishable nature of the goods,
the complicated regulations associated with plants, and the time-consuming process of
coordinating logistics.

The largest companies save money by purchasing directly from global suppliers. Most small and
medium-sized businesses are forced to accept price increases because they do not have the
time and resources to evaluate and buy from suppliers in multiple countries. This is why inflation
hits small businesses and independent growers the hardest, and why an information
technology-driven solution is required to free small businesses and independent growers from
the shackles of antiquated supply chains.

Solution

We will reduce inflation and increase efficiency in the supply chain by:

1. Establishing a transparent global agricultural commodities trading platform accessible by
small businesses.

2. Reducing the cost of raw materials, which will also lower consumer prices.
3. By making data-driven insights more accessible to small businesses.
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What is Plants Without Borders?

Plants Without Borders is a wholesale marketplace and trading platform that connects small
businesses to a global network of suppliers of plants and flowers.

Plants Without Borders Compared to Uber Eats

Product

Buyer

Seller

Ordering Platform

Delivery
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Business Model - B2B Saas + Two-sided Marketplace

Our Business Model has two main revenue streams: Platform Access Fees (sales commissions)
and Subscriptions. The subscriptions ensure that we have predictable cash flow, regardless of
sudden changes in demand.

To further increase profitability, Plants Without Borders will capitalize on additional streams of
revenue:

1. Cargo Insurance (Product Protection)
2. Banner advertisements
3. Corporate sponsorships

Unit Economics

Sellers Sellers pay a subscription from $297-$1,997/month to be listed on the
Marketplace.

Sellers also pay a Platform Access Fee of 1%-20% based on the
Subscription chosen.

Buyers Buyers pay a 1.95% Service Surcharge

Buyers also pay an optional 4.95% Product Protection Plan. This is a
419% markup based on UPS Capital cost of $0.80 to insure $100.

Average Profit Per
Transaction

With 10% Platform Access Fee, no Protection: 11.95%
With 10% Platform Access Fee and Protection: 16.1%
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Customer Groups

Customer Group 1 Statistics

Current and Potential
Exporters of Plants and
Flowers to the United
States

(Source; Trendeconomy, USDA)

Number of Exporters 2,000+

US Imports 2021 3,562,677,622

US Imports 2020 2,560,641,889

US Imports 2019 2,585,839,730

US Imports 2018 2,435,235,786

US Imports 2017 2,277,650,397

% of Flowers in US Imported 80%

% of Plants in US Imported 50%

Customer Group 2 Statistics

US Producers of Plants
and Flowers

(Source: NASS & Dr. Charlie Hall,
Professor and Ellison Chair in
International Floriculture, Texas
A&M University)

Number of Operations 20,655

Annual Revenue $13,778,944,000

% of Revenue spent on Plants and
Seeds

19.95%

$ Spent on Plants and Seeds $2,748,899,328

Customer Group 3 Statistics

US Retail Florists

(Source: Society American
Florists)

Number of Operations 12,154

Annual Revenue $51,900,000,000

% of revenue spent on Cut
Flowers

$9,185,105,105
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Why Wouldn’t Buyers and Sellers Just Transact Directly?

Reason 1: Counterparty Risk

Buyers and Sellers generally do not trust new trading partners. Buyers want to pay when the
product arrives, and Sellers want to get paid before shipping the product.

Having a central counterparty like Plants Without Borders or other intermediary solves this
problem.

Reason 2: Logistics Capabilities

Most potential Buyers do not have the capability to clear shipments at customs and arrange for
last-mile delivery. Most potential Sellers do not have the capability to clear shipments at
customs and arrange for last-mile delivery.

An intermediary like Plants Without Borders
that facilitates fulfillment and solves this problem.

Reason 3: Logistics Costs

Buyers of cut flowers and live plants are generally price-sensitive. The cost of freight is a major
factor in purchasing decisions. Plants Without Borders aggregates the volume of all shippers on
the Marketplace, and uses that volume to obtain a lower rate.

If a Buyer or Seller were to arrange for transportation with their own account, they would be
getting a more expensive shipping rate, because their volume would be less than the combined
volume of Sellers on Plants Without Borders.
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Seller Listing &
Transaction
Process Flow
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Key Differentiators

Capital Efficiency The commodities trade is price-sensitive. Our goal is to run our
marketplace as efficiently as possible, allowing us to become the
price leader in our industry. To achieve this, we’ve strategically limited
our Burn Rate to $ 4,397.38 /month. Our low operating costs make it
difficult for other companies to replicate our efficiency.

Two-sided Network
Effects

The more buyers there are on our marketplace, the more valuable
the marketplace is to sellers, and vice versa. Once started, the
network effect is difficult to replicate and compete against.

Economies of Scale Sellers have the option to use our shared logistics solution. The more
sellers there are on our marketplace, the lower the logistics costs will
be for all users, making the prices on our marketplace more
competitive.

Data Flywheel The more Buyers and Sellers there are contributing their production
and retail sales data, the more accurate our recommendation engine
will be. The more accurate our recommendation engine is, the more
valuable our subscription will be.

Regulatory Arbitrage The importing of plants and flowers into the United States is a highly
regulated activity. Plants Without Borders has all of the required
permits and has a direct line of communications with the regulators at
US Customs and Border Protection and the United States
Department of Agriculture Animal and Plant Health Inspection
Service.

Sellers and potential competitors outside of the United States will
face a steep learning curve in learning the regulations of the United
States. Also, the process of establishing direct lines of
communication with regulators will be time-consuming.

Last-mover in Mature
Industry

Marketplaces operate in a winner-take-all environment, and will
naturally start consolidating until there is only one. As a last-mover,
Plants Without Borders is able to both learn from and capitalize on
the gaps left by established marketplace operators.

High Barriers to Entry Agriculture is a mature industry with relatively low innovation where
most operators are in the industry because of their family. In order to
establish a business like Plants Without Borders, a team must have a
rare mix of skills: Economics, Agriculture, International Business
Development, Regulatory Compliance, and Data Analytics.

By possessing all of these skills within our organization, Plants
Without Borders was quickly able to transcend these barriers to entry.
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Marketing & Sales Strategies

Commodity (Plant and Flower) Sales Strategy

Self-service Approach Conduct digital marketing, call + email potential buyers, and ask
them for their feedback.

Value Proposition for
Buyers

1. Lower prices.
2. Fresher product.
3. Wider selection.
4. Wish List Fulfillment (time-saving procurement services).
5. Build relationships directly with the grower.

Membership (Subscription) Sales Strategy

Sales-driven Approach Call + email potential subscribers and identify decision-maker.
Set an appointment with the decision-maker to explain our Value
Proposition. Involve appropriate stakeholders required for the
customer to make an investment in a Plants Without Borders
Membership.

Value Proposition for
Subscribers

1. Control over their prices.
2. Lower logistics cost when using the shared logistics

solution.
3. A US legal entity is not needed to import product into the

United States.
4. Ability to market their products under their own brand.
5. Build relationships directly with buyers.
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Competition

Plants Without Borders is the only online B2B marketplace focused on helping small businesses
in the US procure both plants and flowers.

Products Based in Digital
Native

Helping the
20,655 US
Horticultural
Producers

Helping the
12,154 US
Retail
Florists

Geography
Focus

Plants
Without
Borders

Plants &
Flowers

United
States

Yes Yes Yes United
States

iBuyFlowers Flowers United
States

Yes No Yes United
States

Komet Sales Flowers Colombia Yes No No United
States

BiFlorica Flowers Russia Yes No No Europe

Royal
FloraHolland

Plants &
Flowers

Europe No No No Europe

Tridge Food Korea Yes No No Entire
World

Projections

With our strategically low burn rate, we expect to achieve profitability by Q3 of 2023 or sooner.
We only need to acquire 12 more subscribers to achieve profitability on subscriptions alone. To
achieve profitability through transaction volume alone, we need to increase our monthly
transaction volume by $25,000. We expect to reach this by Q3 of 2023.

Current Burn
Rate

Current
Recurring
Revenue

Current
Transaction

Volume

Transaction
Volume to
Achieve

Profitability

New Subscribers
Needed to
Achieve

Profitability

$ 4,397.38 /
month

$ 1,594.55 /
month

~$10,000 /
month

~$35,000 /
month
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Management & Advisors

Plants Without Borders operates in a highly regulated global industry. We benefit from having a
mission-driven Founder, experienced Management, and an Advisory Board with diverse expertise.

Name Title Description

Mark Javier Founder & CEO Family escaped poverty in the Philippines. Democratizing
access to global trade is his personal mission. Worked
previously with Steve Pettibone at a global regulated
commodity trading platform.

Steve Pettibone Chief Compliance
Officer

Management experience at multiple regulated securities
exchanges.

Miguel Gutierrez Advisor Advises on the international ornamental plant trade.

Luis Cadavid Advisor Advises on the international cut flower trade.

Steve Levkoff, PhD. Advisor Advises on data analysis.

John Morada Advisor Advises on business corporate development matters.

Andrii Zamovskyi Advisor Advises on technology architecture.

Maxim Sinitsyn, PhD. Advisor Advises on pricing strategy.

Timeline & Roadmap

Q1 2023 Q3 2023 Q4 2023

Build Volume Achieve Profitability Release DataStream

Establishing the marketplace
and building volume. Adding
additional services that increase
liquidity (B2B payments,
Insurance, etc.).

We expect to reach profitability
by Q3 2023 or sooner by
combining the revenue streams
of Transaction Costs and
Subscriptions.

We are going to add a
Data-as-a-Service offering to
add additional value to our
Subscriptions.

Q1 2024 Q2 2024 Q3 2024

Release PlantNet Release PlantBot Expansion

We will implement an
algorithm-based
recommendation engine that will
make it easier for Buyers and
Sellers to make data-driven
trading and production
decisions.

We will implement a chatbot that
will make it even easier for
Buyers and Sellers to make
data-driven trading and
production decisions.

We will expand to the Asian and
European markets, which are
major consumers of plants and
flowers.
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