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👋 Welcome, Investor! 

Instead of a pitch deck, we 
wrote a memo detailing our 
business. 

Andy
CEO of BasisBoard
andy@basisboard.com
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🏗️ What is BasisBoard
BasisBoard is Salesforce for Construction. 

What is the problem?

We sell to commercial subcontractors (electricians, drywall, mechanical). 
Everyday they have the respond to RFPs with changing deadlines and different 
scopes. These RFPs are communicated all through emails. The problem is that 
their email inboxes are exploding with RFPs -- how do you manage this 
effectively? Here is an example of a one customer's inbox (700+ emails this 
month) and one of the RFPs.
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How do subcontractors solve this problem today?

95% of subcontractors use excel to organize RFPs and project updates. 
Because these RFPs represent sales opportunities, this excel sheet is basically 
their CRM. For context, these subcontractors are huge (60m+ revenue yearly) 
and they don't use a basic CRM which means they can't tell you basic sales 
stats like close-rates, top customers, average revenue. That's how archaic this 
industry is. 

These are the spreadsheets that our actual customers used before us.
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What is our solution?

Our first product was built off airtable with 0 lines of code. The problem 
was so painful that we were able to sell an airtable link to 3 customers and 
generate $8400 ARR. This helped us raise our pre-seed round post YC. 

With our pre-seed capital, we evolved and built a CRM for construction, 
acquired 53 customers, increased ARR to $250,000. Here's what the 
product looks like today.

Product Demo
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Our website has a 3-min product walkthrough: www.basisboard.com

🌋 Operating System for construction
BasisBoard is a CRM that evolves into the OS for construction

How will BasisBoard become the OS for construction?

Unique Insight

Today, basis is bid-tracking and CRM for construction trade contractors. 
Based on 80 customers and 100s of conversations, we know that a system of 
record powering the majority of subcontractor workflows will one day exist.

BasisBoard has digitized the first workflow in the lifecycle of a construction 
project: sales. Consequently, our customers have introduced us to new 
downstream problems because the sales data we have collected in the first 
step can be used to make downstream workflows in operations and payments 
more efficient. Hence, BasisBoard is a natural wedge into managing a 
subcontractor's data. This is not just an assumption, but an observation 
grounded in conversations with our customers. For example, here are some of 
the problems are customers have asked us to solve next. 

Problem 1: Manpower utilization

Each week, our customers spend hours building spreadsheets to manage 
100s of construction foremen's schedules. The impact of bad schedules is 
cash burnt on idle workers and profits lost from delayed projects. As basis 
starts to manage estimating data (project start, project end, estimated 
manpower), our customers will be able to accurately forecast manpower 

http://www.basisboard.com/
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requirements and allocate resources effectively. Further, it'll be 10x faster 
than a spreadsheet.

Today

Tomorrow

Problem 2: Broken legacy systems
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Many of our largest customers struggle to understand their best customers 
because data is trapped in multiple legacy systems, where the data is 
untrustworthy and reports are inaccurate. Today, basis can provide clean 
revenue reports on a subcontractor's best customers. Tomorrow, basis will 
connect to more data sources and provide deeper insights on their 
customers (profit & loss, average contract size, project completion speeds, 
speed of payment).
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Problem 3: Payment reconciliation

Our customers spend hours each week manually reconciling payments 
from current construction projects in order to track cash-in and cash-out. 
Construction sees delays on projects, billing mistakes, disputes on 
payment; this affects cashflows. Today, this payment reconciliation is done 
manually. As we move into project management, we'll be able to accept 
and track payments and automate payment reconciliation which will 
eliminate mistakes and help customers see their cashflow accurately.
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These problems underscore a theme in construction: critical business 
operations are powered inefficient, error-prone paper processes. Today, 
basis improves one process: bid tracking. Tomorrow, basis will improve 
hundreds of other processes. As we start to fix processes one by one, 
basis will manage more and more of a subcontractor's data and overtime 
become the operating system for construction.

Product Roadmap

We have 2 directions we would like to take for our product. The first product 
helps us expand our TAM into material vendors. The second product helps us 
power even more workflows within a subcontractor. 

Product 1: BasisBoard for Vendors

BidBoard for Vendors
It turns out that the material vendors of our subcontractors have the exact 
same problem of bid-tracking and not having a good CRM. Here's an 
example of a bid board from the vendors of one of our customers Carlton 
Electric. The next product we will build is a bid board for vendors. 
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One material vendor is already a BasisBoard customer: Mason Road Sheet 
Metal and they have requested features to improve collaboration better 
their subcontractors. 

Sharing bid lists

Communicating on projects via chat 

Generating proposals to subcontractors through BasisBoard

Once this product is live, our growth loop will look as follows. 
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But this isn't an idea, we have already started to design these collaboration 
features based on demand from customers. For example, this is a feature 
to enable our subcontractors to share plans with vendors and invite them 
to bid on a project. 
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Product 2: BasisBoard for Project Management

Many of our customers have asked us to build a project management tool 
because this is the workflow after bidding. Initially, we wrongly assumed 
that project management was a crowded market given solutions like 
Procore and Plangrid (2 unicorns in construction). Conversations with 
customers showed that in reality these solutions do not work for 2 
reasons.

Existing project management tools are designed for GCs not subs

These project management tools are too heavy and cumbersome

90% of our customers actually use emails and microsoft folders to project 
manage their projects and complain about documents being scattered, 
emails being hard to track down. This disorganization causes disputes 
over scope of work, which ultimately causes our customers to lose money. 
Here are real-snapshots of the emails and tools are customers currently 
use for project management. 

Example of document sharing capabilities to encourage collaboration

http://www.procore.com/
http://www.plangrid.com/
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🚅 Company Fundamentals
Product is sticky and go-to-market is working

Company Financials
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We launched 1.5 years ago and raised 1.1m after YCombinator. With that 
capital, we achieved these milestones

305k ARR

57 customers

Profitable in 8 months

600k in the bank

Concretely, here's our growth

Product retention is strong

Our product is sticky based on usage rates, customer feedback and renewal-
rate (we expect 98% renewal rates). We're also beating our competitors head-
to-head like Salesforce and Autodesk's BuildingConnected. I've added 
examples of unsolicited customer. We've also never lost to a competitor on a 
deal. Further, we've even gotten a few companies to switch off a competitor. 

BasisBoard beats BuildingConnected

https://tella.video/basisboard-vs-buildingconnected-1-fhfx

 

https://tella.video/basisboard-vs-buildingconnected-1-fhfx
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BasisBoard beats Salesforce

Unsolicited testimonials
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Sales and go-to-market is working

With just 1 founder focused on sales, we figured out a direct sales playbook 
that is repeatable with great unit-economics. I (the CEO) personally completed 
500+ cold-calls, closed 57 customers and generated 300k ARR to build 
intuition for selling into construction. We are now ready to build a sales team to 
scale revenue using this playbook. 

Projections

SDR can book 7 demos / week

AEs close 70% of deals after a trial

SDR + AE combo can close $700k ARR / year

SDR + AE combo will cost $200k ARR / year

SDR - Cold Call stats

1 month of calling with 25% of my time

409 calls

14 demos booked

12 demos held

7-9 trials started
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Expect to close 54k ARR from 1 month of calls (that's 648k ARR each year)

Recording of successful call of 12k ACV acct 

AE - Closing stats

Note that we close 70% of deals after a trial begins. This is best-in-class for 
SaaS companies and the reason we believe we are close to product-market-
fit. 

https://api.twilio.com/2010-04-01/Accounts/ACf197836c8367bde3d1e0335570a1695f/Recordings/REc7125545cbe6b3d120f853997ce2feae
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⚠️ Common Concerns
Myth 1: Construction is unsophisticated and slow to adopt technology

Construction companies have low-margins and tight cashflows so they are 
naturally conservative about adopting technology. They worry about failed 
implementation and that employees will not learn the tech. The key is to build 
a product-onboarding experience that takes 5-minutes and perform 3 weekly-
checkins during the sales process. Our sales stats indicates we solved this 
problem. 

50%+ of companies who see a demo, opt into a trial

70%+ of companies who do a trial, adopt the solution

Myth 2: Your ACVs (average contract values) are low

First, our sales cycles are fast (3-weeks long, 3 meetings, 1 hour each). 
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Second, Podium and Plangrid scaled to 100m ARR businesses with similar 
ACVs.

Our current ACVs are based off a product that is 1-year old, with 0 focus 
on upselling customers and NOT focusing on selling into enterprise 
subcontractors. 

We expect these ACVs to increase as we go upmarket and digitize more 
workflows. For context, here's a breakdown of current ACVs.

ACV for SMBs is 3k (41 total)

ACV for mid-market customers is 12k (11 total)

Our largest contract is 25k 

Myth 3: Construction is fragmented so distribution is hard

First, we have a direct sales motion that works and is profitable. 

Second, we've actually sold to the material vendors who supply 
subcontractors (e.g. vendor that sells lighting fixtures to electrical 
contractors). We have a product-led viral-growth channel that is promising 
(see product roadmap section). 

🏅Team
Founding Team

Kevin built product at Boston Consulting Group Digital Ventures (linkedin)

Andy built self-driving cars at Uber ATG (linkedin)

Kevin and I were neighbors growing up; we've known each other for 20 
years. 

We have 3 full-time engineers as well. 

https://www.bcgdv.com/belief
https://www.linkedin.com/in/kevinswu/
https://www.uber.com/us/en/atg/
https://www.linkedin.com/in/andy-lee-36365963/
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Current Investors
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💲 Fundraising
We're raising a seed round of $3m 

Goals with $3m

Sales goal: Reach $1m ARR

Product goal 1: Build project management suite and upsell 5 customers

Product goal 2: Build vendor bid board and close 50 vendors

How we'll spend our capital

Capital Allocation

Role Team Yearly Cost

3 SDRs Sales $150,000.00

2 AEs Sales $200,000.00

1 QA Engineer - part time Product $60,000.00

3 Engineers Product $420,000.00

1 Designer Product $100,000.00

Marketing Expenses Marketing $50,000.00

https://www.notion.so/3-SDRs-f6b9c427c64c444284df400997bcdaaa?pvs=21
https://www.notion.so/2-AEs-9f19473abdb948a38d14d4a7203d6e82?pvs=21
https://www.notion.so/1-QA-Engineer-part-time-514253690f8241ab9690eeceaab66fd6?pvs=21
https://www.notion.so/3-Engineers-3efcc2b30b4440fabccc85de46437a88?pvs=21
https://www.notion.so/1-Designer-9c5d6ff16ca24b8cbf5fb6dbdd5d406b?pvs=21
https://www.notion.so/Marketing-Expenses-a1097b086ce64147bd18fca767ade290?pvs=21

