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Business Plan 

1 Introduction:  

 

Solva Technologies is an Emirati B2B logistics technology company providing logistics 
solutions such design and manufacturing of electric scooters and charging infrastructure.  

The company was founded in 2017 by the brothers Mohamad Alabd and Yousif Alabd, and it 
has since become known for its B2B innovative approach to electric mobility in the UAE. 

Solva’s exiting primary product is Solva SC electric scooter at an annual subscription plans, 
model SC is equipped with a swappable battery system that allows riders to quickly and 
easily replace their batteries. In the future riders will be able to swap at designated stations 
called "Go Energy Network" stations. Solva will be offering a subscription service called Go 
Network that provides riders with access to a network of battery-swapping stations which 
allows riders to extend their range without having to wait for the scooter to charge, as well 
as access to maintenance and repair services. 

Solva started in early 2017 as a self-funded research centre under the name of Volta 
Research Centre with the intention to study and identify the limitations preventing 
businesses from adopting electric vehicles or other means of sustainable logistics.  

In 2018 Volta identified all related limitations and converted to a technology company under 
the name of Solva Technologies with the vision of providing electric vehicles that serves the 
need of business as a result of the research conducted. 

Solva raised 130,000 USD from Masdar Company and British Petroleum, won a start-up 
competition equity-free grant of 50,000 USD, and the founding brothers invested further into 
the business. 

After visiting 15 countries and testing over 23 vehicles imported into the UAE, the 23 models 
were anticipated to fail, and they did, yet the brothers used that toward validating the 
research outcomes before investing further into an MVP. 

In January 2019 Solva deployed three MVPs with reputable operating partners covering each 
and every sector in the UAE, such as 1. Aramex (courier services) 2. Cravia Group (F&B high 
volumes delivery) 3. TransGaurd Emirates Group (Documents delivery) 4. Carrefour (Grocery 
Delivery) 5. Macdonald’s (F&B high volumes delivery with limited delivery zones) 6. Pizza De 
Rocco (F&B low volume deliveries) and many more. After successful pilots over a year 
covering 800,000 km of operations and delivering 25,000 packages, the offering was brought 
to life.  
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2 Company overview:  

2.1 2.1 Solva’s mission: 

 

 "Accelerate the adoption of sustainable energy and improve urban life." 

 

Solva aims to do this through the development and deployment of innovative electric 
scooters and energy infrastructure solutions. 

2.2 2.2 Solva’s vision: 

 

“Create a more sustainable and liveable future by transforming the way 
businesses move and access energy” 

 

Solva believes that by making electric scooters and energy infrastructure more accessible 
and convenient, it can help reduce carbon emissions, save unnecessary costs on operating 
partners, and improve urban life.  

2.3 2.3 Solva’s values:  

 

“Innovation, sustainability, and social responsibility.”  

 

Solva is committed to continuously improving its products and services through innovative 
thinking and cutting-edge technology. Solva also places a strong emphasis on sustainability, 
both in the design of its products and in its business practices, and it works to make a 
positive impact on the communities in which it operates. 
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3 Product & service description:  

 

3.1 Hardware: 

Solva Model SC electric scooter serves businesses in need of transportation solutions for 
their delivery and logistics needs equipped with a swappable battery system that allows 
riders to quickly and easily replace their batteries. We offer a fleet of high-quality, reliable 
electric scooters available for short-term (six months to one year) or long-term rentals (two 
to four years). Our target market is large to medium-sized businesses in urban areas, such 
as delivery companies, food delivery services, and other companies that rely on efficient, 
sustainable transportation for their operations.  

 

Speed: 110 km/hr 

Range: 140 km 
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3.2 Software: 

Solva e-delivery management platform is a web-based software that helps businesses plan, 
execute, and track deliveries, in addition to measuring convertibility potential for their non-
electric fleets. It includes a range of features that are designed to make the e-delivery 
process more efficient and streamlined. 

Some key features of the Solva platform include: 

➢ Real-time tracking: Customers can see the location of their e-delivery in real-time, 
which helps to provide transparency and reassurance about the status of their 
order. 

➢ Driver dispatch: Solva’s platform includes tools for dispatching drivers to e-
delivery locations, and for managing their schedules and routes. 

➢ Automated communication: Solva’s platform includes features for automating 
communication with customers about the status of their e-deliveries. This can 
include SMS or email notifications about the status of their order, as well as the 
ability to request updates or make changes to their e-delivery. 

➢ Order management: Solva’s platform includes tools for managing orders, 
including the ability to view and update order details, and to track the progress of 
orders as they move through the e-delivery process. 

➢ Integration with other systems: Solva’s platform is designed to be easily 
integrated with other systems, such as point-of-sale systems and online ordering 
platforms, to streamline the e-delivery process. 

 

Overall, Solva’s e-delivery management platform is designed to help businesses improve the 
efficiency and accuracy of their e-delivery operations, measure data and advice on the 
potential of converting non electric vehicles to electric, and to provide a better experience for 
customers by keeping them informed about the status of their e-deliveries. 
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3.3 Unique selling point 

Solva’s primary product is its Solva SC electric scooter, which is designed to be a convenient 
and sustainable mode of transportation for business in an urban environments. Some of the 
features of the Solva SC electric scooter and its unique selling points: 

➢ Swappable battery system: One of the key unique selling points of Solva's electric 
scooters is our swappable battery system, which allows riders to quickly and 
easily replace their batteries and in the near future they will be able to replace 
their batteries at designated stations called "Solva Go Energy Network" stations. 
This means that riders don't have to worry about running out of power or waiting 
for their batteries to charge, as they can simply swap their batteries for fully 
charged ones when needed. This can be especially convenient for riders who use 
their electric scooters frequently or for longer distances, as it allows them to 
extend the range of their scooters without having to stop and charge them. 

➢ Smart connectivity: Another unique selling point of Solva's electric scooters is 
their smart connectivity features, which include Bluetooth connectivity, GPS, and 
a mobile app. These features allow riders to track their scooter's performance, 
access real-time traffic information, and . They also allow Solva to collect data on 
how its scooters are being used, and receive insights helping them maximize the 
use of the vehicle which can help the company improve its products and 
services. 

➢ Sustainability: Solva places a strong emphasis on sustainability, both in the 
design of its products and in its business practices. The company's electric 
scooters are designed to be energy-efficient and produce zero emissions, which 
can help reduce carbon emissions and improve air quality in urban environments. 
In addition, Solva's swappable battery system allows for the efficient use of 
energy resources, as it allows for the reuse of batteries rather than their disposal 
after a single use. 

➢ Innovation: Solva is known for its innovative approach to electric transportation 
and energy infrastructure, and it is constantly working to improve and expand its 
products and services. The company's electric scooters are equipped with a 
range of advanced features and technologies, and its being designed energy 
storage systems and smart city infrastructure solutions are to be innovative and 
cutting-edge. This focus on innovation, sets Solva apart from other companies in 
the electric transportation and energy sectors. 

 

Overall, Solva’s products and services are designed to be convenient, sustainable, and 

innovative, offering a range of benefits to riders and communities. 
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4 Target market:  

Solva's target market is urban business who are interested in sustainable transportation 
options and are looking for a convenient and reliable way to preform e-deliveries around the 
city. In terms of demographics, Solva’s target market will be within busy cities in MENA 
region, starting in the UAE, then Egypt, Saudi Arabia, Qatar, Jourdan as a growth plan 
respectively to include a wide range of businesses. Electric scooters are suitable for 
companies of all ages and sectors. However, Solva’s electric scooters may be particularly 
appealing to innovative, tech-savvy business with an established operations scheme who 
are looking for a convenient, cost effective sustainable and innovative mode of 
transportation.  

Solva’s target market may also include consumers and governments that are interested in 
implementing electric scooter as part of their sustainability efforts or as a way to improve 
urban mobility. Solva has partnerships with a focus on reducing carbon emissions and 
improving urban life. 

4.1 market research 

Solva’s market research has shown that there is strong demand for electric motorcycle 

rentals among businesses in urban areas. The market is currently underserved, with few 

companies offering this service. We recommend launching a B2B electric motorcycle rental 

business targeting companies in major cities. Our financial projections indicate that this 

business has the potential to be highly profitable. 

Electric motorcycles are becoming increasingly popular due to their environmental benefits 

and cost savings compared to traditional gasoline-powered motorcycles. However, many 

businesses are hesitant to purchase electric motorcycles outright due to the upfront cost 

and concerns about maintenance and battery life. Our business aims to address these 

challenges by offering B2B electric motorcycle rentals. 
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4.2 Market analysis: 

The electric motorcycle rental market is still in its infancy, with few companies offering this 

service Figure1. However, our market research indicates that there is strong demand for 

electric motorcycle rentals among businesses in urban areas. The market is expected to 

grow significantly in the coming years as more businesses become aware of the benefits of 

electric motorcycles. 

The Middle East and North Africa has seen significant growth in recent years, with a number 

of markets emerging as particularly active. Some of the most active markets in the MENA 

region for food delivery include: 

• UAE: The United Arab Emirates (UAE) has a large and rapidly growing food delivery 

market, with a number of well-established players such as Deliveroo, Talabat, and 

Zomato competing for market share. The market is driven by a high level of 

smartphone penetration, a large expat population, and a culture of dining out. 

• Saudi Arabia: Saudi Arabia has a large and rapidly growing food delivery market, with 

a number of well-established players such as Talabat, Hungerstation, and Carriage 

competing for market share. The market is driven by a large and young population, 

high levels of smartphone penetration, and a growing trend towards online food 

ordering. 

• Egypt: Egypt has a large and rapidly growing food delivery market, with a number of 

well-established players such as Otlob, Elmenus, and YoYum competing for market 

share. The market is driven by a large and young population, high levels of 

smartphone penetration, and a growing trend towards online food ordering. 

 

 

2
.0

5

2
.0

5

1
.7

2

2
.5

8

3
.1

1

2
.1

5

2
.1

2

1
.8

2
.6

6

3
.1

8

2
.2

5

2
.2

4

1
.9

1

2
.7

7

3
.3

0
.2

9
4

0
.2

9
4

0
.2

9
5

0
.2

9
5

0
.2

9
7

2 0 1 8 2 0 1 9 2 0 2 0 2 0 2 1 2 0 2 2

5 YEARS - GASOLINE PRICE VS ELECTRICITY
( A E D )

Gasoline 91 (Plus) Gasoline 95 (Special) Gasoline 98 (Super) Electricity Price / kwh



P a g e  | 9 
                                                                

 
Solva Offices, Masdar City, Abu Dhabi, UAE 

www.solvatechnologies.com 

4.3 The size and growth of the food delivery market in (MENA) region:  

 

 

➢ United Arab Emirates (UAE): $4.8 billion in 2020, with a CAGR of 13.9% between 2020 

and 2025 

➢ Saudi Arabia: $3.3 billion in 2020, with a CAGR of 15.1% between 2020 and 2025 

➢ Egypt: $2.6 billion in 2020, with a CAGR of 16.4% between 2020 and 2025 

➢ Morocco: $1.4 billion in 2020, with a CAGR of 18.1% between 2020 and 2025 

➢ Kuwait: $1.2 billion in 2020, with a CAGR of 14.3% between 2020 and 2025 

➢ Qatar: $927 million in 2020, with a CAGR of 14.2% between 2020 and 2025 

➢ Bahrain: $724 million in 2020, with a CAGR of 14.6% between 2020 and 2025 

➢ Oman: $645 million in 2020, with a CAGR of 15.9% between 2020 and 2025 

It's important to note that these are just a few examples of the data that is available on the 

size and growth of the food delivery market in the MENA region. The specific numbers and 

trends may vary depending on the sources of data and the specific time period being 

considered. 

4.4 The growth on demand for delivery vehicles in (MENA): 

The growth of the food delivery market in the Middle East and North Africa region is likely to 

have had a positive impact on the demand for delivery vehicles. Here are some numbers that 

may provide some context on this trend: 

• According to a report by Mordor Intelligence, the light commercial vehicle market in 

the MENA region is expected to grow at a compound annual growth rate (CAGR) of 

4.2% between 2020 and 2025, driven in part by the growth of the food delivery 

market. 
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• According to a report by Research And Markets, the light commercial vehicle market 

in the UAE is expected to reach a value of $2.5 billion by 2025, with a CAGR of 3.2% 

between 2020 and 2025. 

• According to a report by Research And Markets, the light commercial vehicle market 

in Saudi Arabia is expected to reach a value of $1.9 billion by 2023, with a CAGR of 

3.3% between 2018 and 2023. 

• According to a report by Research And Markets, the light commercial vehicle market 

in Egypt is expected to reach a value of $448 million by 2022, with a CAGR of 3.4% 

between 2017 and 2022. 

4.5 The rate of adoption of electric vehicles (EVs) in (MENA) region: 

• According to a report by Mordor Intelligence, the electric vehicle market in the MENA 

region is expected to grow at a compound annual growth rate (CAGR) of 38.9% 

between 2020 and 2025. 

• According to a report by Research And Markets, the electric vehicle market in the 

UAE is expected to reach a value of $2.7 billion by 2025, with a CAGR of 36.6% 

between 2020 and 2025. 

• According to a report by Research And Markets, the electric vehicle market in Saudi 

Arabia is expected to reach a value of $2.5 billion by 2023, with a CAGR of 41.1% 

between 2018 and 2023. 

• According to a report by Research And Markets, the electric vehicle market in Egypt 

is expected to reach a value of $488 million by 2022, with a CAGR of 37.9% between 

2017 and 2022. 

4.6 The growth of third-party delivery businesses (MENA) region: 

The growth has been significant in recent years, driven by a combination of factors including 

the increasing adoption of online food ordering and the availability of smartphone-based 

delivery platforms. Here are a few examples of the growth of third-party delivery businesses 

in the MENA region: 

• According to a report by Mordor Intelligence, the food delivery market in the MENA 

region is expected to reach a value of $16.9 billion by 2025, with a compound annual 

growth rate (CAGR) of 15.6% between 2020 and 2025. 

• According to a report by Euromonitor, the online food delivery market in the UAE is 

expected to reach a value of $2.2 billion by 2025, with a CAGR of 15.8% between 

2020 and 2025. 

• According to a report by Research And Markets, the online food delivery market in 

Saudi Arabia is expected to reach a value of $1.9 billion by 2023, with a CAGR of 

22.4% between 2018 and 2023. 

• According to a report by Research And Markets, the online food delivery market in 

Egypt is expected to reach a value of $514 million by 2022, with a CAGR of 21.3% 

between 2017 and 2022. 

Our market research has shown that there is strong demand for electric motorcycle rentals 

among businesses in urban areas. Our targeted marketing strategies and competitive 
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pricing position us well to capture a significant share of this market. We are confident that 

our B2B electric motorcycle rental business has the potential to be highly profitable. 

4.7 Business Buying Habits: 

Delivery vehicles, such as those used by delivery companies or other businesses for 
transporting goods, can be purchased in a variety of ways. Some businesses may choose to 
buy their delivery vehicles outright, while others may opt to lease or rent them. The specific 
buying habits of businesses when it comes to delivery vehicles will depend on a variety of 
factors, including the size and type of the business, the needs of the business, and the 
available resources. 

Some of the factors that may influence a business's buying habits when it comes to delivery 
vehicles include: 

• Cost: The cost of purchasing or leasing a delivery vehicle is likely to be a major factor 
in a business's decision. Businesses may consider the upfront cost of purchasing a 
vehicle, as well as any ongoing costs such as financing or maintenance fees. 

• Vehicle type: Different businesses may have different needs when it comes to the 
type of delivery vehicle they require. For example, a business that transports large 
goods may need a larger vehicle, such as a car, while a business that delivers smaller 
items may be able to use a smaller vehicle, such as a motorcycle. 

• Business size: The size of the business may also influence its buying habits when it 
comes to delivery vehicles. A large business with a large fleet of vehicles may be 
more likely to lease vehicles outright, while a smaller business may be more likely to 
buy or rent vehicles as needed. 

• Funding: A business's available funding may also affect its buying habits when it 
comes to delivery vehicles. A business that has access to a large amount of capital 
may be more likely to purchase vehicles outright, while a business with less funding 
may be more likely to lease or rent vehicles in order to minimize upfront costs. 

4.8 The summary of Solva customers buying habits: 

Cost 
• Business who are struggling with upfront capital  
• Business who lack or missing an internal maintenance operation. 

Vehicle type 
• Business that delivers smaller items whom be able to use a smaller 

vehicle 

Business 
size 

• A large business with a large fleet  
• A small/medium business with small fleet  
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5 Marketing and sales strategy:  

5.1 Marketing Strategy 

Marketing and promoting Solva Technologies will focus on the environmental benefits of 
electric vehicles, the cost impact of such translation in terms of savings on operations, and 
the convenience of renting rather than owning a motorcycle.  

Solva marketing strategy will focus on: 

• Promoting the benefits of our electric motorcycles, including their reliability, 
affordability, and eco-friendliness. We will  

• Use a combination of online and offline marketing tactics to reach our target market. 
• Existing Solva partners are considered major market shareholders, Solva will be 

using them as a “spread the word” platform to maximize subscriptions, in addition to 
that, social media and online marketing campaigns are effective in reaching the 
target market. 

5.1.1 Online marketing 

We will create a website and social media profiles to promote our electric scooters and 
rental services. We will use search engine optimization (SEO) and pay-per-click (PPC) 
advertising to increase visibility and drive traffic to our website. We will regularly post 
engaging content on our social media channels, including photos and videos of our scooters 
in action, as well as customer testimonials and promotions. 

5.1.2 Offline marketing 

We will partner with large entities such as residential communities to offer discounts to their 
in-community operating business that rent our motorcycles. We will also participate in local 
events, such as bike shows and community festivals, to promote our brand and rental 
services. 

5.1.3 Target market 

The target market for the electric motorcycle renting business is young professionals 
between the ages of 25 and 35 who live in urban areas and have an interest in sustainability 
and eco-friendly transportation options. These customers value convenience, technology, 
and experiences, and are willing to pay a premium for high-quality products and services. 

5.1.4 Marketing mix 

• Product: The electric motorcycles available for rent are high-quality, energy-efficient 
models that are suitable for both short and long distance rides. In addition to the 
motorcycles themselves, the business also offers an e-delivery management 
platform, roadside assistance, and delivery boxes. 

• Price: The business uses a tiered pricing strategy, with different rates for rentals 
depending on the period. Customers can also take advantage of discounts for long-
term rentals or for referring other businesses. 
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• Place: The motorcycles are available for rent at various locations around the city, 
including at the main office and at strategically placed locations. The business also 
offers delivery services for customers who want the motorcycle brought to their 
location. 

• Promotion: The business uses a variety of marketing channels to reach and engage 
its target market, including social media, email marketing, and targeted online 
advertising. The business also participates in local events and sponsorships to 
increase brand awareness. 

5.2 Sales strategy 

• Goals and objectives: The goal of the sales team is to maximize the number of 
rentals and increase customer loyalty. To achieve this, the team focuses on building 
relationships with customers, providing excellent customer service, and upselling 
additional products and services. 

• Sales processes and techniques: The sales team uses a consultative selling 
approach, gathering information about the business’s needs and preferences, 
recommending the best options for them. The team also leverages customer data 
and feedback to continually improve the sales process and make personalized 
recommendations. 

• Sales forecasting and budgeting: The sales team uses data from past rentals to 
create accurate sales forecasts and budget accordingly. This includes forecasting 
the number of rentals, the average length of rentals, and the average revenue per 
rental. 

5.2.1 Measurement and evaluation: 

Key performance indicators (KPIs): Solva tracks a variety of KPIs to measure the success of 
its marketing and sales efforts, including the number of rentals, the average length of 
rentals, the customer retention rate, and the return on investment (ROI) of marketing 
campaigns. 

Regular analysis and reporting: Solva conducts regular analysis of the data collected from 
its marketing and sales efforts to identify trends and areas for improvement. This includes 
analysing customer feedback, tracking the performance of marketing campaigns, and 
monitoring the success of sales techniques. The business also uses this data to make 
informed decisions about future marketing and sales strategy. 

 

In the future, the business will continue analysing customer data and feedback to identify 

opportunities for enhancing the product and sales process. Solva plans to expand into new 

markets and consider partnerships with complementary businesses to further increase 

brand visibility and reach. 
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5.3 Pricing Strategy 

Solva Model SC 

Plan 1 year plan 2 years plan 3 years plan  

Starts at 175 USD / Mo 150 USD / Mo 125 USD / Mo 

Included in package 

Insurance  
Registration 
2 Batteries* 
Go Platform access for 3 years plans only 

Minimum vehicles  30+ 11 - 30 2 – 10 

 

Go Platform 

Plan Starter Basic Premium  Professional  

Starts at 145 USD / Mo 350 US / Mo 2,599 USD / Mo 7,499 USD / Mo 

Included in 
package 

Get to know 
Solva. Track, 
dispatch, 
manage, and 
analyse your 
fleet. 
Included tasks  
1,500 

  3rd-party 
tasks 
Additional tasks  
0.17 USD 
 

Starter + 
optimize routes, 
chat with 
drivers and 
build 
integrations. 
Included tasks  
2,500 

  3rd-party 
tasks 
Additional tasks  
0.16 USD 
 

Basic + scan 
barcodes and 
IDs, and use a 
dedicated 
phone number. 
Included tasks  
6,000 

  3rd-party 
tasks 
Additional tasks  
0.14 USD 
 

Premium + 
priority support, 
full data access 
and brand 
customization. 
Included tasks  
12,500 

  3rd-party 
tasks 
Additional tasks  
0.13 USD 
 

Common 
Service for all 

3rd Party Services = Vendor Charges + 5% Solva Commission 
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6 Competition: 

While there are a number of traditional scooter rental businesses, the electric scooter rental 
market is still relatively untapped. However, as the market grows, it is likely that more 
competitors will enter the space. 

The electric motorcycle renting business is facing increasing competition from both 
traditional motorcycle rental companies and new players in the market. To remain 
competitive, the business must continually assess the strengths and weaknesses of 
its competitors and identify opportunities to differentiate itself.  

6.1 Competitor Overview 

6.1.1 Traditional motorcycle rental companies: 

These companies offer a variety of traditional gasoline-powered motorcycles for 
rent, as well as additional services such as helmet rentals and roadside assistance. 
These companies have a strong presence in the market and established customer 
base, but may be less appealing to eco-conscious businesses.  

6.1.2 New entrants: 

There are a number of new companies entering or might enter the market offering 
electric motorcycle rentals. These companies tend to have a strong focus on 
sustainability and technology, and may offer additional features such as mobile apps 
for booking and tracking e-deliveries. However, these companies may have less 
brand recognition and may be less established in the market.  

6.1.3 SWOT Analysis:  

Strengths: The electric motorcycle renting business has a strong focus on 
sustainability and technology, which sets it apart from traditional motorcycle rental 
companies. The business also has a well-established network of rental locations and 
a loyal customer base.  

Weaknesses: The business may face challenges in terms of pricing, as electric 
motorcycles tend to be more expensive to purchase or lease and require special 
talents to maintain than traditional gasoline-powered models. The business may 
also struggle to attract customers in areas where there is a limited demand for 
electric motorcycles.  

Opportunities: The market for electric motorcycles is growing, and there is 
increasing demand for eco-friendly business transportation options. The business 
can capitalize on this trend by expanding into new markets and offering additional 
products and services that appeal to environmentally-conscious businesses.  
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Threats: The business faces competition from both traditional motorcycle rental 
companies and new entrants in the market. These competitors may offer similar 
products and services at lower prices, making it difficult for the business to 
differentiate itself and attract customers.  

Conclusion: The electric motorcycle renting business has a number of strengths and 
opportunities that it can leverage to remain competitive in the market. However, it 
must also be aware of the challenges and threats posed by its competitors. To stay 
ahead of the competition, the business should continue to focus on its strengths, 
such as its commitment to sustainability and technology, and look for ways to 
differentiate itself from its competitors. 

6.1.4 Overcoming weakness and threats: 

To overcome the weaknesses and threats, the company could consider the following 
strategies:  

Offer competitive pricing: One way to overcome the challenge of higher costs 
associated with electric motorcycles is to offer competitive pricing to customers. 
This could include offering discounts for long-term rentals or for referrals, as well as 
implementing a tiered pricing structure that allows customers to pay less for shorter 
rentals.  

Expand into new markets: By expanding into new markets, the business can increase 
its customer base and reduce the impact of competition from established players. 
This could involve opening new rental locations in areas where there is a high 
demand for electric motorcycles, or targeting new customer segments, such as 
tourists or commuters.  

Diversify product offerings: To differentiate itself from competitors, the business 
could consider expanding its product offerings to include additional services or 
products that are not offered by other companies. For example, the business could 
offer guided tours or custom routes, or sell accessories such as helmets cameras or 
GPS units.  

Improve customer experience: Providing excellent customer service and a seamless 
rental experience can help the business attract and retain customers, even in the 
face of competition. This could involve investing in technology, such as a mobile app 
or online booking system, or training staff to provide personalized recommendations 
and assistance to customers. 

Build partnerships: Partnering with complementary businesses or organizations can 
help the business increase its brand visibility and reach new customers. This could 
include partnering with hotels or tour operators to offer rental packages to tourists, 
or collaborating with local businesses to offer discounts to their employees. 
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Figure 1 Threats of new entry vs. Competitive rivalry 
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7 Financial projections:  

Solva Technologies is seeking $3,000,000 in seed funding to support the development and 
launch of the business. The funds will be used to purchase e-scooters for our rental fleet, 
lease rental locations, and invest in marketing and sales efforts. We project that Solva 
Technologies will generate $2.06 million in revenue in the first year, $9.46 million in the 
second year, and $18.20 million in the third year. We expect to achieve profitability by the 
first quarter of the second year. 

7.1 Annual Balance Sheet: 

Amounts in Million - USD 

Year 2023 2024 2025 2026 2027 2028 2029 

Number 1 2 3 4 5 6 7 

        

ASSETS 
       

Current Assets 
       

Cash and Cash 
Equivalents 

($3.54) ($8.42) ($13.2) ($15.8) ($12.9) ($4.22) $2.94  

Accounts Receivable $0.55  $1.51  $2.72  $4.01  $5.37  $6.17  $6.57  

Deferred Tax Asset, 
Current Portion 

$0.000
0  

$0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

Total Current Assets ($2.98) ($6.91) ($10.4) ($11.8) ($7.53) $1.95  $9.51          

Non-Current Assets 
       

Bikes $8.78  $21.37  $34.28  $43.63  $49.32  $52.12  $54.15  

Other PP&E $0.09  $0.07  $0.05  $0.03  $0.01  $0.00  $0.00  

Intangible Assets $0.01  $0.01  $0.01  $0.01  $0.01  $0.01  $0.01  

Other Non-Current 
Assets 

$0.00  $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

Total Non-Current Assets $8.88  $21.45  $34.34  $43.67  $49.34  $52.13  $54.16          

Total Assets $5.90  $14.54  $23.89  $31.87  $41.81  $54.08  $63.67          

LIABILITIES 
       

 Current Liabilities  
       

 Accounts Payable  $0.27  $0.55  $1.00  $1.44  $1.91  $2.15  $2.35          

 Other Current Liabilities  
       

 Current Portion of Long 
Term Debt  

$3.41  $7.27  $11.68  $13.39  $14.57  $14.97  $15.39  

Total Current Liabilities $3.68  $7.82  $12.67  $14.83  $16.47  $17.12  $17.73          

 Non-Current Liabilities  
       

 Non-Current Portion of 
Long Term Debt  

$3.00  $7.35  $10.04  $11.44  $12.11  $12.83  $13.61  
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 Deferred Tax (Asset) / 
Liability  

       

 Other Long Term 
Liabilities  

       

 Total Non-Current 
Liabilities  

$3.00  $7.35  $10.04  $11.44  $12.11  $12.83  $13.61  

        

Total Liabilities $6.69  $15.17  $22.71  $26.27  $28.58  $29.95  $31.34          

EQUITY 
       

 Common Equity  $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

 Retained Earnings  ($0.79) ($0.63) $1.18  $5.60  $13.23  $24.13  $32.33  

Total Liabilities & Equity $5.90  $14.54  $23.89  $31.87  $41.81  $54.08  $63.67  

 

7.2 Annual Income Statement  

Amounts in Million - USD 

Year 2023 2024 2025 2026 2027 2028 2029 

Number 1 2 3 4 5 6 7         

Revenues 
       

Bike Leasing 
Revenue 

$2.06  $9.46  $18.20  $28.58  $39.57  $48.80  $52.50  

Total Revenues $2.06  $9.46  $18.20  $28.58  $39.57  $48.80  $52.50          

Operating 
Expenses 

       

Maintenance ($0.06) ($0.28) ($0.55) ($0.86) ($1.19) ($1.46) ($1.58) 

Marketing ($0.21) ($0.95) ($1.82) ($2.86) ($3.96) ($4.88) ($5.25) 

Warehouse ($0.04) ($0.06) ($0.06) ($0.06) ($0.06) ($0.06) ($0.07) 

Electricity ($0.02) ($0.03) ($0.03) ($0.04) ($0.04) ($0.04) ($0.04) 

Internet ($0.00) ($0.00) ($0.00) ($0.00) ($0.00) ($0.00) ($0.00) 

Insurance ($0.33) ($0.90) ($1.62) ($2.38) ($3.19) ($3.66) ($3.90) 

Handling Fee ($0.20) ($0.35) ($0.43) ($0.45) ($0.46) ($0.47) ($0.49) 

Registration ($0.39) ($1.08) ($1.94) ($2.86) ($3.83) ($4.40) ($4.69) 

Salaries ($0.49) ($0.67) ($0.69) ($0.71) ($0.73) ($0.75) ($0.77) 

Visa ($0.02) ($0.02) ($0.02) ($0.02) ($0.02) ($0.02) ($0.02) 

Total Opex ($1.77) ($4.34) ($7.17) ($10.23) ($13.47) ($15.76) ($16.81)         

Gross Profit $0.30  $5.12  $11.04  $18.35  $26.09  $33.04  $35.69  

EBITDA Margin 14% 54% 61% 64% 66% 68% 68%         
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Depreciation & 
Amortisation 

($0.90) ($4.03) ($7.62) ($11.80) ($16.10) ($19.62) ($21.05) 

        

EBIT ($0.61) $1.10  $3.41  $6.55  $10.00  $13.42  $14.64  

EBIT Margin -29% 12% 19% 23% 25% 27% 28%         

Interest Income $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

Bank Charges ($0.07) ($0.12) ($0.14) ($0.15) ($0.15) ($0.16) ($0.16) 

Interest Expense ($0.11) ($0.82) ($1.46) ($1.98) ($2.22) ($2.36) ($2.47)         

Net Profit Before 
Tax 

($0.79) $0.16  $1.81  $4.43  $7.62  $10.90  $12.01  

Net Profit Margin -38% 2% 10% 15% 19% 22% 23%         

Tax 0% 0% 0% 0% 0% 0% 0%         

Net Profit After 
Tax 

($0.79) $0.16  $1.81  $4.43  $7.62  $10.90  $12.01  

 

7.3 Solva Annual Cashflow Statement  

Amounts in Million - USD 

Year 2023 2024 2025 2026 2027 2028 2029 

Number 1 2 3 4 5 6 7         

Operating Activities 
       

Net Income ($0.79) $0.16  $1.81  $4.43  $7.62  $10.90  $12.01  

Add: Depreciation & 
Amortisation 

$0.90  $4.03  $7.62  $11.80  $16.10  $19.62  $21.05  

(Increase) / Decrease in 
Working Capital 

($0.28) ($0.68) ($0.77) ($0.84) ($0.89) ($0.56) ($0.21) 

Increase / (Decrease) in 
Deferred Tax Liability 

       

(Increase) / Decrease in 
Other Assets 

       

Increase / (Decrease) in 
Other Liabilities 

       

Cash Flow from Operating 
Activities 

($0.17) $3.51  $8.67  $15.38  $22.83  $29.97  $32.86  

        

Investing Activities 
       

Investment in Bikes ($9.67) ($16.6) ($20.5) ($21.1) ($21.7) ($22.4) ($23.0) 

Investment in Other PP&E ($0.10) $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

Investment in Intangibles ($0.01) $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  
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Cash Flow from Investing 
Activities 

($9.78) ($16.6) ($20.5) ($21.1) ($21.7) ($22.4) ($23.0) 

        

Financing Activities 
       

Debt Drawdowns / 
(Repayments) 

$6.42  $8.21  $7.09  $3.11  $1.85  $1.13  $1.19  

New Equity Issued $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  

Dividends Paid $0.00  $0.00  $0.00  $0.00  $0.00  $0.00  ($3.81) 

Cash Flow from Financing 
Activities 

$6.42  $8.21  $7.09  $3.11  $1.85  $1.13  ($2.62) 

        

Change in Cash ($3.54) ($4.88) ($4.76) ($2.63) $2.91  $8.68  $7.16          

Opening Cash Balance $0.00  ($3.54) ($8.42) ($13.1) ($15.8) ($12.9) ($4.22) 

Closing Cash Balance ($3.54) ($8.42) ($13.1) ($15.8) ($12.9) ($4.22) $2.94  
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8 Management team:  

 

8.1 Mohamad Alabd, CEO, and Co-Founder:  

With over 13 years of experience in the asset management industry, 
including several successful start-ups. He is passionate about driving 
growth and innovation. With over 10 years of experience in the 
industry, he has a track record of successfully leading teams and 
driving results with a strong strategic vision and is skilled in building 
and maintaining relationships with clients and partners.  He believes 
in the power of teamwork and collaboration and is dedicated to 
fostering a positive and inclusive culture at Solva. 

 

8.2 Ahmad Abas, CDO, and Co-Founder: 

Responsible for leading Solva’s growth and development efforts. With 
over 15 years of experience in business development and strategy for 
governments and companies, he has a strong track record of driving 
revenue and market share growth. Ahmed is skilled at identifying and 
pursuing new business opportunities, building relationships with key 
stakeholders, and developing partnerships that drive value. He is 
passionate about driving innovation and finding creative solutions to 
complex problems. 

 

8.3 Yousif Alabd, CFO, and Co-Founder: 

Responsible for overseeing all financial aspects of Solva. With over 
15 years of experience in finance and accounting in companies such 
as PwC, Deloitte, and GE, he has a strong track record of managing 
budgets, driving cost efficiencies, and maximizing profits. Yousif is 
skilled at analysing data and presenting financial information in a 
clear and concise manner. He is committed to maintaining the 
highest levels of financial integrity and transparency at Solva. 
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9 Funding request:  

Solva Technologies is seeking funding to support the development and launch of our 
innovative product. Our product is a unique solution to a common logistics and 
environmental problem that has not been addressed in the market before, hence be highly 
successful. 

Our product as described in section 3, solves the problem of high cost of operating tow 
wheelers for logistics and delivery purposes. It offers a number of benefits to users, 
including cost saving, safety enhancement and digitization in addition to minimizing carbon 
footprint as a social corporate responsibility. 

The market for our product is projected at $16B and is growing rapidly. There is currently a 
lack of solutions that address this problem, and we believe our product has the potential to 
be a game-changer in the industry.  

Team: Our team consists of 3 experienced professionals who have a track record of 
success in the sustainable transport, finance and asset management industries. We have 
the skills and expertise necessary to bring our product to market and drive growth.  

Funding Need: We are seeking $3M in funding to support the development and launch of our 
product. This will cover the entire CAPEX and OPEX associated.  

Exit Strategy: Your exit strategy is to include an Initial Public Offering (IPO), acquisition by a 
larger corporation, buyout by the management team, a private equity investment, and selling 
shares to other investors. We understand the importance of providing a strong return on 
your investment and are open to discussing the best option for you, which we believe will 
provide a strong return on investment for our funding partners. We believe that our product 
has the potential to be highly successful and we are confident that our team has the skills 
and expertise to bring it to market.  

We are seeking funding to support the development and launch of our product and to help 
us bring our solution to the market. 

9.1 The Use of Fund 

Cost of Service Management & OPS Sales and marketing R&D Others 

48.7% 26.3% 10% 14% 1% 

 

 


