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Executive Summary 

Destiny-Gram is pioneering a new paradigm in AI interaction through secure personal profiles 

that enable truly personalized guidance while preserving user privacy. This document outlines 

our Accelerated Development Programme (ADP) - a comprehensive 36-month strategy to 

establish Destiny-Gram as the global standard for personalized AI engagement, reaching 

337,500+ users and positioning for a strategic partnership or acquisition valued at $50-100M+. 

Our multi-stage investment approach minimizes initial capital requirements while maximizing 

growth potential: 

• Initial Equity Option/Retainer(PRE-SEED): $30,000 (Coding put into Escrow) 

• Stage 1 (MVP): $125,000 seed funding, targeting 10,000 volunteer university users 

• Stage 2 (SCALING): $375,000 for national expansion, reaching 100,000-225,000 

subscribers 

• Stage 3 (PARTNERSHIP/SALE): Self-funding growth to 337,500+ subscribers with 

$3-4M ARR 

• Alternative Stage 3 (GLOBAL GROWTH): $8M Series A growth funding. 

By Year 3, Destiny-Gram will achieve the critical metrics necessary to attract strategic 

partners: 300,000+ users, 150%+ ACGR, 80%+ gross margins, and a 5:1 LTV ratio - 

positioning the company for acquisition at a valuation of $50-100M+. 

Vision 

To empower millions of young adults annually to subscribe to our AI-assisted online profiling 

service and leverage its available hyper-personalized AI-mentoring tools. 

This vision will be realized through a strategy that engages university students first, establishes 

credibility through academic partnerships, and expands through a tiered pricing model that 

balances rapid user acquisition with sustainable revenue growth. 

The Accelerated Development Programme presents a viable accelerated pathway to a 'Global 

Corporate Partnership' and potential acquisition by, or revenue/value sharing deal with, a major 

Technology Company within 36 months of initial launch. The approach focuses on rapid proof 

of concept, exceptional engagement metrics, and strategic positioning for early corporate 

integration, while maintaining sound business fundamentals. 

 



Market Opportunity & Innovation 

The Personalization Gap 

Current AI systems provide generalized advice without true personalization. Even with 

conversation history, these systems lack comprehensive understanding of the individuals they 

serve, significantly limiting their effectiveness and value. (see Appendix – USP) 

Destiny-Gram Solution 

Our proprietary platform creates secure personal profiles that enable: 

• Deeply personalized AI guidance based on comprehensive user information 

• User-controlled privacy with explicit consent mechanisms 

• Consistent personalization across multiple AI interactions 

• Enhanced value delivery through context-aware recommendations 

Target Market Validation 

Research indicates that: 

• 78% of users desire more personalized AI interactions 

• 82% express privacy concerns about how their data is used 

• 65% would share more information if given explicit control 

• 71% believe current AI lacks sufficient understanding of their needs 

Current Technical Progress 

Destiny-Gram has already made significant technical progress, providing a solid foundation 

for accelerated development: 

Developed Components 

• Profile Generation System: Functional code for AI-driven personal profile creation 

using:  

o Multi-choice questionnaire (MCQ) interface 

o Point-of-view (POV) online assessment 

o LinkedIn API integration for professional data import 

• AI Chatbot Interface: Working implementation that leverages profiles for 

personalized interactions 

• Progress Tracking System: Framework for monitoring user development against 

personalized criteria 

Technical Readiness 

The existing codebase demonstrates proof-of-concept functionality and is ready for expansion 

into a comprehensive MVP, significantly reducing development risk and timeline. 



Intellectual Property 
 

Destiny-Gram's defensible competitive advantage is built on three key IP components: 

• Proprietary profiling algorithms: Advanced systems for creating comprehensive 

digital profiles 

• AI-integrated assessment tools: Specialized tools that seamlessly connect user data 

with AI systems 

• Secure data synthesis methods: Innovative approaches to managing personal data 

while preserving privacy 
 

These intellectual property assets are central to our valuation model and represent significant 

value to potential strategic acquirers beyond the revenue streams alone. 

Strategic Development Roadmap 

Phase 1: Foundation Building (Months 1-4) 

• Technical Leadership: Onboard dedicated COO/CTO to architect secure platform 

• University Partnership: Formalize R&D collaboration with academic institution 

• Technical Architecture: Develop specifications for secure profile management system 

• Initial Partnerships: Establish preliminary relationships with strategic partners 

• Initial Funding: Secure £25,000 ($30,000) initial equity option/retainer 

Phase 2: MVP Development & Validation (Months 5-12) 

• Stage 1 Funding: Secure £105,000 ($125,000) for MVP development 

• Enhanced Platform Development: Expand existing codebase into comprehensive 

MVP 

• University Pilot: Launch controlled test with 10,000 volunteer students 

• Validation Metrics: Gather usage data and refine product based on feedback 

• Partner API Development: Create integration frameworks for strategic partners 

Phase 3: Accelerated National Expansion (Months 13-24) 
 

• Stage 2 Funding: Secure £315,000 ($375,000) for national scaling 

• Global Launch: Roll-out across key markets with discounted university subscriptions 

• Premium Service Launch: Introduce annual premium subscription model 

• Acquisition Campaign: Execute targeted user acquisition strategy 

• User Growth Milestone: Achieve 100,000-225,000 active users 

Phase 4: Strategic Positioning (Months 25-36) 

 

• Self-Funding Growth: Finance operations through revenue streams 

• Scale to Target: Reach 337,500+ subscribers 

• Premium Conversion: Increase premium subscription adoption 

• Corporate Partnership Discussions: Initiate formal discussions once 300,000 user 

threshold is achieved 

• Strategic Exit Planning: Position for acquisition at £41.7-83.3M ($50-100M+) 

valuation. Alternatively pursue independent Global Growth Strategy with $8M Series 

A Funding. 



Market Applications & Use Cases 

Professional Development 

• Career advancement guidance enhanced by complete professional history 

• Personalized skill development recommendations aligned with career trajectory 

• Networking suggestions informed by professional background and aspirations 

Educational Enhancement 

• Learning pathways customized to educational background and learning style 

• Academic advising informed by comprehensive student profiles 

• Course selection guidance based on career objectives and aptitudes 

Professional Services 

• Financial planning incorporating full financial profile and goals 

• Legal guidance contextualized by relevant personal circumstances 

• Healthcare recommendations informed by health history (with appropriate safeguards) 

Enterprise Applications 

• Employee development programs with personalized learning paths 

• Team optimization based on comprehensive skill profiles 

• Enhanced customer service through personalized engagement 

Revenue Model 

Destiny-Gram employs a multi-tiered revenue approach designed to balance accessibility with 

sustainable growth: 

Core Service (Discounted University Rate - $12 sign-up subscription) 

• Initial profile creation and setup 

• Basic AI interface personalization 

• Standard security features 

• Primarily marketed to university students during initial growth phase 

Premium Subscription (Annual - $60/year) 

• Progress Tracking System: Monitors personal development against profile-defined 

goals 

• Regular profile updates and refinement 

• Enhanced personalization features 

• Advanced analytics and insights 

• Priority AI access 

 



Enterprise Model (Custom Pricing) 

• Custom implementation for organizations 

• Team-based analytics and insights 

• Integration with existing enterprise systems 

• Volume-based pricing 

This tiered approach enables rapid user acquisition through affordable student subscriptions 

while building premium revenue streams. The model supports both independent growth and 

positions Destiny-Gram as an attractive acquisition target with a clear path to $3-4M ARR by 

Year 3. 

Partnership Strategy 

University Collaboration 

Our academic partnership provides: 

• Research validation of our approach and effectiveness 

• Controlled test environment with diverse user population 

• Technical expertise through academic collaboration 

• Ethical oversight for privacy and data handling 

Strategic Partner Engagement 

We are pursuing strategic partnerships through a dual-track approach designed to maximize 

value and opportunity: 

AI Provider Track 

For AI providers like Anthropic, Destiny-Gram offers: 

• Enhanced user value through personalization without compromising privacy 

• Competitive differentiation in increasingly commoditized AI market 

• Expanded use cases enabled by deeper personalization 

• Strengthened privacy positioning through user-controlled data 

Our engagement approach includes: 

• Developer program participation during MVP development 

• Demonstration of quantified personalization benefits 

• Proposal for technical integration with privileged API access 

• Co-development opportunities for advanced features 

Professional Network Track 
 

For professional networks like Microsoft/LinkedIn, Destiny-Gram provides: 

• Natural extension of existing profile infrastructure 

• Enhanced value delivery through AI personalization 



• Complementary business model alignment 

• Enterprise deployment opportunities 

Our approach includes: 

• Professional use case prioritization 

• Integration with existing profile systems 

• Enterprise implementation frameworks 

• Microsoft ecosystem compatibility 

Investment Requirements 

Our multi-stage investment approach aligns with our development phases: 

Initial Equity Option/Retainer: £25,000 ($30,000) 

Stage 1 - MVP: £105,000 ($125,000) 

• Development team: £60,000 

• Infrastructure and security: £25,000 

• University partnership & pilot: £15,000 

• Legal & compliance: £5,000 

• 10,000 initial volunteer subscribers from partner universities 

Stage 2 - SCALING: £315,000 ($375,000) 

• Global commercial launch: £125,000 

• Team expansion: £75,000 

• Strategic partner integration: £50,000 

• Marketing & user acquisition: £65,000 

• 100,000-225,000 subscribers 

Stage 3 - Strategic Partnership/Sale (Years 3-5) 

• Self-funding through revenue streams 

• 337,500+ subscribers 

• £3.3+ million/year revenue 

• 6 million target users 

• Strategic exit: IP valued at £12.5-25M ($15-30M) 

• Total exit valuation potential: £41.7-83.3M ($50-100M+) 

• Alternative Strategy: stand-alone global growth with $8m Series A funding 

 

 

 



Financial Projections 

These projections align with our pitch deck and reflect the three-stage investment approach: 

Revenue Streams (Year 1 - MVP Phase) 

• University pilot program: £100,000 ($120,000)  

o 10,000 volunteer students from partner universities 

o Limited revenue during pilot phase 

o Focus on engagement and validation metrics rather than revenue 

• Total Year 1: £100,000 ($120,000) 

Revenue Streams (Year 2 - Scaling Phase) 

• Core subscriptions: £1.0M ($1.2M) (100,000 users × $12 discounted university rate) 

• Premium subscriptions: £1.25M ($1.5M) (25,000 users × $60/year) 

• Total Year 2: £2.25M ($2.7M) 

• User base: 100,000-225,000 subscribers 

Revenue Streams (Year 3 - Partnership/Sale Phase) 

• Core subscriptions: £1.8M ($2.2M) (180,000 users × $12 discounted rate) 

• Premium subscriptions: £1.25M ($1.5M) (25,000 users × $60/year) 

• Enterprise implementations: £250k ($300k) (initial partnerships) 

• Total Year 3: £3.3M ($4.0M) 

• User base: 337,500+ subscribers 

• Annual recurring revenue (ARR): $3-4M 

Growth Metrics 

• Annual Compound Growth Rate: 150%+ 

• Gross Margin: 80%+ 

• Lifetime Value to Customer Acquisition Cost (LTV): 5:1 

• Year 3-5 expected exit value: £12.5-25M ($15-30M) 

• Revenue multiple valuation: £25-62.5M ($30-75M) 

• With strategic premium: £41.7-83.3M ($50-100M+) 

These projections demonstrate the scalable nature of our business model and its attractiveness 

for strategic acquisition once we achieve our 300,000+ user milestone. 

 

Critical Success Metrics 

Technical Milestones 

• Architecture design completion: Month 2 

• Profile management system: Month 5 

• AI integration framework: Month 7 

• Security/privacy certification: Month 8 

• Partner API framework: Month 9 



Business Milestones 

• COO/CTO onboarding: Month 2 

• University agreement: Month 3 

• Initial funding secured: Month 4 

• Pilot launch: Month 10 

• Validation complete: Month 12 

• Scale funding secured: Month 13 

• Global launch: Month 18 

• 100,000 users: Month 21 

• 225,000 users: Month 24 

• 300,000 users: Month 30 

• 337,500+ users: Month 36 

• Strategic partnership/acquisition: Month 30-36 

Performance Indicators 

• Pilot engagement: >70% profile completion 

• User satisfaction: >40% improvement in AI guidance relevance 

• Technical performance: <100ms profile retrieval times 

• Security: Zero data privacy incidents 

• Retention: >65% monthly active user retention 

• Conversion Rate: >30% of users upgrade to premium subscription 

• Renewal Rate: >75% annual subscription renewal 

Competitive Advantage & Defence Strategy 

Core Differentiators 

• Privacy-First Architecture: User control over sensitive personal data 

• Platform Agnostic Design: Compatible with multiple AI systems 

• Academic Validation: University partnership provides credibility 

• User Ownership Model: Clear consent and data rights framework 

• First-Mover Advantage: Establishing market standard before competition 

Strategic Defence Mechanisms 

To protect against large competitors entering this space: 

1. Rapid University Adoption: Focus on university markets to quickly establish user 

base 

2. Strategic AI Partnerships: Forge exclusive implementations with key AI providers 

3. Intellectual Property Protection: Develop proprietary profiling algorithms and 

assessment tools 

4. Data Synthesis Methodology: Build secure methods for personal data integration 

5. Target Demographic Focus: Establish dominance in the 200 million millennials and 

Gen Z market 

 



Market Size & Opportunity 

• Expanding global AI, EdTech and self-improvement markets valued at $3.5B+ billion 

• Target audience: 200 million millennials and Gen Z in the US/EU 

• Underserved need for personalized AI guidance in educational and professional 

development 

Team Requirements 

Current Team 

• Founder/CEO: Vision, strategy, and business development leadership 

• University Research Partner: Academic validation and research guidance 

Immediate Priorities 

• Chief Operating Officer: Technical architecture and development leadership 

• Chief Technology Officer / Lead Engineer: Core platform development 

• Security Specialist: Privacy-first implementation design 

• Senior Product Manager: User experience and feature prioritization 

Post-Seed Expansion 

• Partnership Director: Strategic relationship management 

• User Experience Designer: Profile creation optimization 

• Data Scientist: Personalization effectiveness measurement 

• Chief Marketing Officer / Marketing Strategist: User acquisition planning 

Implementation Timeline 

Month 1-4:    Foundation Building 

              [CTO Onboarding][University Partnership][Initial £25k 
Funding] 

              

Month 5-12:   MVP Development & Validation 

              [£105k MVP Funding][Platform Development][10,000 Volunteer 
Users] 

              

Month 13-24:  Global Expansion 

              [£315k Scale Funding][Market Launch][100,000-225,000 Users] 

              

Month 25-36:  Strategic Positioning 

              [Self-Funding][337,500+ Users][Strategic 
Partnership/Acquisition £50-100M+] 



 

Conclusion 

Destiny-Gram represents a transformative approach to AI personalization that preserves user 

privacy while delivering significantly enhanced value. Our accelerated development program 

creates a clear path to market leadership through strategic partnerships, rapid scaling, and 

defensible competitive advantages. 

By executing this strategy, we will establish Destiny-Gram as the global standard for 

personalized AI guidance, creating substantial value for users, partners, and stakeholders while 

building a lasting technology legacy. 

 

Contact Information: [Greg Malpass, Destiny-Gram: destinyinvestors@btinternet.com] 

Malaga, Spain 14/04/2025 
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Appendix – “Unique Selling Point” 

Destiny-Gram's USP is absolutely unique, sound and represents a significant advantage over 

competitors like Meta AI and X-XAI. This is crucial for both potential Investors and Users: 

The key differentiation lies in the quality and intentionality of the data:- 

1. Intentional vs. Incidental Data 
 

o Destiny-Gram: Users deliberately create profiles through MCQs and structured 

POV inputs and authorized access to LinkedIn profiles - specifically designed 

to capture relevant personal characteristics, experience, and goals 

o Competitors: Scrape whatever public posts happen to exist, regardless of 

whether they were created with any analytical purpose in mind 

2. User Control and Privacy  

o Destiny-Gram: Users explicitly authorize what data is used and understand its 

purpose 

o Competitors: Often analyse whatever data they can access with minimal user 

awareness or control 

3. Relevance and Context  

o Destiny-Gram: Profile data is specifically designed to be useful for personalized 

mentoring 

o Competitors: Social media posts are created for entirely different purposes and 

often contain contradictory signals or performative content not reflective of 

genuine needs 

4. Signal-to-Noise Ratio  

o Destiny-Gram: High-quality, structured data points specifically relevant to 

mentoring 

o Competitors: Vast quantities of noisy data where relevant information is diluted 

by irrelevant content 

This "quality over quantity" approach is increasingly valuable in an era where privacy concerns 

are growing, and users are becoming more selective about their data sharing. Our approach 

aligns with evolving user preferences and regulatory trends toward explicit consent and 

purpose-limited data use. 

The personalized approach also creates a virtuous cycle - as users see more relevant and helpful 

mentoring, they're incentivized to provide even more accurate profile information, and monitor 

progress over time, further improving the quality of the guidance they receive. 

This USP remains compelling and defensible against competitors who rely primarily on 

analysing public social media activity. The Global Chatbot Market is forecast to grow to 

$29BN by 2029, if Destiny-Gram were to capture 1% of this market, offering hyper-

personalised AI-mentoring, it represents revenues of c $300M per annum. 
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