
The Financial Foundation and the 5-Year Scaling Model 

To chart out exactly how this expansion would unfold, the Company’s analysts designed 
a mathematical model assuming highly predictable B2B recurring revenue. They 
modeled each individual retailer at a baseline performance of 50 orders per month. With 
an Average Order Value (AOV) of €90.00 and a stable net profit margin of 15%, the 
financial projections took shape. 

As the Company approached its IPO capital deployment, the financial bridge leading 
toward the year 2031 was mapped out as follows: 

[ Current Year: 100 Retailers ] 

• Annual Gross Revenue: €5.4M 

• Annual Net Profit: €810K 

\(\downarrow \text{\ IPO\ Capital\ Deployment\ }\downarrow \) 

[ Year 5 Target: 1,000 Retailers ] 

• Annual Gross Revenue: €54.0M 

• Annual Net Profit: €8.10M 

 

To provide investors with a crystal-clear breakdown of how these volumes scale, the 
following exact metrics were compiled: 

Performance Metric 
Current Baseline (100 
Retailers) 

5-Year Target (1,000 
Retailers) 

Monthly Order Volume 5,000 orders 50,000 orders 

Monthly Gross 
Revenue 

€450,000 €4,500,000 

Annual Gross Revenue €5,400,000 €54,000,000 

Annual Net Profit 
(15%) 

€810,000 €8,100,000 

 

 

 

 



The Mechanics of the Shift: From Crypto to Equity 

The transition itself demanded absolute corporate precision. Shifting an entire asset 
class from a decentralized environment into a regulated, asset-backed equity security 
meant offering token holders a fixed 1:1 token-to-share swap ratio (or a consolidated 
reverse-split). 

To safeguard the public markets and ensure long-term stability during the initial retail 
expansion, strict guardrails were established: the founding team and major "whale" 
wallets faced a mandatory 6-to-12 month tiered lock-up period. Once the final shares 
were distributed, the original smart contracts for the Viridi token were permanently 
paused or burned, closing the digital loop forever. 

 

The Product Pipeline Driving the Future 

Leveraging this growing distribution footprint, SHVRS/ViRiDi set out to launch high-
margin, proprietary longevity formulations designed to capture market dominance: 

• SHVRS/ViRiDi Cell-Renew: A premium capsule line combining high-purity CBD 
with NAD+ precursors (NMN/NR) to rejuvenate cellular mitochondria. 

• SHVRS/ViRiDi Inflammaging Defense: Targeted sublingual tinctures blending 
broad-spectrum cannabinoids with senolytics (like Quercetin and Fisetin) to 
clear out the body's aging zombie cells. 

• B2B Bulk Subscriptions: A smart automated system allowing the 1,000 future 
retail partners to auto-replenish stock monthly, effectively locking in highly 
predictable long-term wholesale revenue. 

 

Deploying the IPO Proceeds 

To bring this vision to life and meet the scaling targets, the capital raised from the IPO 
was strategically segmented into four vital operational pillars: 

• 40% – Retailer Network Scaling: Resources explicitly earmarked for hiring 
aggressive B2B sales teams and funding distributor incentives to successfully 
scale the footprint from 100 to 1,000 retailers. 

• 25% – Longevity R&D & Formulation: Funding clinical trials, bio-availability 
optimization, and aggressive patent filing for the unique SHVRS/ViRiDi proprietary 
blends. 



• 20% – Targeted B2B & D2C Marketing: Creating physical point-of-sale longevity 
marketing displays for retailers to ensure rapid shelf turnover and fast product 
sales. 

• 15% – Regulatory Compliance: Securing all necessary FDA, EFSA, and global 
clearances for advanced anti-aging and wellness ingredients. 

 

Navigating the Challenges: Investment Risk Factors 

No grand corporate journey is without its trials, and SHVRS/ViRiDi remained transparent 
about its operational hurdles. Expanding a merchant network by 900% over 5 years 
introduced substantial execution risk, demanding flawless supply chain management 
and logistical efficiency to prevent inventory bottlenecks. There was also a clear retail 
concentration risk; retaining and nurturing strong relationships across 1,000 retail 
partners was paramount to securing long-term revenue safety. Finally, an evolving 
regulatory landscape stood as a constant factor, as novel food laws and cannabinoid 
regulations face intense, ongoing scrutiny from major global agencies like the FDA and 
EMA. 

 

The 5-Year Strategic Growth Roadmap 

The unfolding narrative of SHVRS/ViRiDi was written across three clear chronological 
chapters: 

• Year 1 (IPO & Transition): The focus remained on completing the Viridi ledger 
snapshot, transitioning original token holders over to SHVRS/ViRiDi stock, and 
fully optimizing the supply chain for the baseline 100 retailers. 

• Years 2–3 (Regional Expansion): The expansion accelerated. By crossing 
borders into neighboring geographical countries, the network expanded to 500 
retailers, accompanied by the broad launch of the primary cellular health 
product line. 

• Years 4–5 (Market Dominance): The ultimate milestone was achieved. With 
1,000 active retail partners and major international distribution contracts locked 
in, the Company crossed the €54M mark in annual gross turnover. What had once 
begun as a digital crypto token had matured into a financial longevity 
powerhouse, its stock value resting safely upon a massive, expansive merchant 
network. 

 

 


