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Initial Value Proposition

We offer Our then Becky - New York Residents
with a game and monetary incentives 

to motivate them to 
separate food waste from regular trash



Primary Research Insights
Our Becky - New York Resident who separates food
waste

1.

 Becky don’t want a game or money incentives but
convenience & transparency 

2.

 Aha! They are already motivated - so why not
provide Becky needs and build a community around
that 

3.



How big is your initial target
Customer? 

 ~3.3 Million Households1.
 50000/3.3 M (1.4%) participating in NYC Compost
program

2.

  10,000/50,000 - Our Market Share3.



Revised Value Proposition

Explainer Video



How it works? 



How it works? 
Becky pays a small monthly fee



Competitive Landscape 
We are not alone?

Green Box, Wastenot compost, Bootstrap compost and compost now. 



Competitive Landscape 
 
How do we differentiate from competitors?

Serve NYC.
Transparency: 360-degree service.
Building a community: common desire of reducing food waste.
Ability to indirectly support local businesses and the environment.



Will it fly? The smoke Test

Refined the Value Prop1.
Built the landing page 2.
Created an explainer video3.
Shared Posters on streets and in buildings4.
Made Instagram and LinkedIn Posts5.
Collected Customer Feedback 6.

The Smoke Test Process



Will it fly? The smoke Test
Landing

https://rz2483.wixsite.com/wastewyse


Will it fly? The smoke Test
FLYERS/LinkedIn Posts 



Will it fly? The smoke Test
Instagram posts



Smoke Test Results



Financials
Revenue Model Description

Subscription-Based Revenue Model
a. Biweekly: Monthly Price: $29.99
b. Weekly: Monthly Price: $39.99
c. Twice a Week: Monthly Price: $49.99



Financials
Revenue Model Description

1) Commitment-Based Discounts
2) Referral Programs
3) Premium Features 
(Detailed Waste Analytics / Personalized Sustainability Reports)

4) Data Insights
(Aggregate + Anonymize the Big Data and Utilize for Data Licensing)



Financials
[Profit & Losses]



Financials
[Profit & Losses]

Estimated => Flyers / Pop-up / Online ADs 

Estimated

Calculated => Marketing / CAC

Estimated

Calculated =>
Total of Previous Month * Return Rate

Calculated => Avg from 3 pricing plans 

1) Compelling service, prompting seamless re-subscription
2) Commitment-Based Discounts
3) Premium Features 
(Detailed Waste Analytics / Personalized Sustainability Reports)



Financials
[Profit & Losses]

Estimated => Direct Materials (Bins) 

Estimated

Estimated => Waste Collection Staff / Administrative Staff

Estimated => Other Expenses (Supplies / Utilities / Office Rent / Government Relationship / Legal / Insurance / Tech Infrastructure / etc)

Fixed

Calculated =>
“Tax Loss Asset” of Previous Month + “Operating Income” of Current Month



Financials
[Profit & Losses]



Financials
[Profit & Losses] / BEP: 2,921 Orders, Month 12

Estimated Break-even Point: Month 12 with 2,921 Total Orders



Financials
[Profit & Losses]

In this financial model,
our startup first pays tax
around Month 23,
when “Tax Loss Asset” 
became positive.



To Pursue or Not to Pursue

17 unique viewers, no sign-up

Decision

Team Votes : 

WHY?

Unrealistic 2921 break-even point



Reflection

Nice posters and landing
page 

Not enough marketing

Found competitors Scattered Ads

Got feedback

Didn’t talk to enough
people

Good market analysis



The Way Forward

Improve
Marketing 

Talk to Competitors  Pivot: Food waste
Consulting service

for business



Thank you!


