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Possible Candidates

Added to our Watch list

Rounds over $100M

Initial Investments

B2B 

B2C
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There has always been a secondary market for collecting from deadbeats, and it is an unsavory but lucrative
business.   The deadbeat won't pay, so the receivable gets sold to a professional collector for some percentage of
the face value.  The collection agency gets to keep all the cash they can squeeze out of the deadbeat.  This is all
good unless it is a dying cancer patient who was vastly overcharged by a hospital and insurance is pointing at fine
print and ducking the bill.  But I digress...

Xclaim wants to force the collection agencies to bid for the receivables.  This will lower their margins, and help the
primary owner of the receivables collect more cash.  A classic marketplace with a high "winner take most" score
because you always want the most bidders at an auction possible.

The distribution score here is lower.  The collection agencies are easy to recruit to the platform.   That is a short
phone call because they are always salivating for more red meat.   The trick is raising awareness in the sellers,
which will require getting the attention of receivables managers at every company.  Not an easy task, but 80% of
this activity is likely run through 20% of the participants so there is some efficiency to be had in outreach.  And
you don't need to sell them a product, you just need to make them aware that they can get more money for bad
debt with a new marketplace.   

The rest of the scores are very high.  It is early, so product market fit is still improving.  But market size, gross
margins, and scalability are all 10s with a slight hit to organizational scalability as there is a customer service
element to any B2B marketplace. 

$6.6 Million

Seed

General Catalyst 

Los Angeles, California, USA

$11 Million

XCLAIM- 80/100

Round Size

Investment Series

Noted Investors

Location

Total Raised

XCLAIM is digitizing the financial market for selling bad debt receivables.
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Arizona is growing a vibrant tech scene.  If you want nice weather and a lower cost of living than CA, but
Austin isn't your cup of tea, then Scottsdale is a good place to go.  Lessen helps rental property owners
find service providers who are fully vetted.  Cleaners, plumbers, electricians, all with up-to-date insurance.  

With the construction boom, and labor shortages, finding someone to actually do work quickly and
professionally has become nearly impossible.  Lessen solves that with a directory and payment platform.  

This is a classic winner-take-most marketplace, enhanced by the reviews service providers get.  And no,
Angies list isn't adequate here.  This is B2B, and the insurance validation is crucial.  It is also regional. 
 Service providers will only travel an hour or so, so you need to win each market.  But, a 10/10 for network
effects to be sure.

There is no viral growth here.  Both sides of the marketplace have customer acquisition costs.  But lifetime
value is high as long as they don't get too greedy on the take rate and drive market participants to do
direct deals.

The remainder of the scores are high here, with typical marketplace scalability and an enormous market. 
 Some customer service challenges of course, but mostly this scales very well.  A great and timely idea! 

$35 Million

Series A

Khosla, General Catalyst

Scottsdale, Arizona, USA

$35 million

Lessen - 82/100

Round Size

Investment Series

Noted Investors

Location

Total Raised

Lessen is an online platform for managing properties and maintenance
services.
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$4.2 Million

Seed

Bessemer

San Francisco, California, USA

$5.8 Million

Co-op Commerce- 84/100

Round Size

Investment Series

Noted Investors

Location

Total Raised

Co-op commerce is a network of the world's best brands partnering
together to grow.

The word "co-op" is loaded with kumbaya goodness.  Friends helping friends.  Think of the artists co-op
for shared studio space, or the food co-op where the artists buy good cheap food.  So why not the brands
coop?  Direct-to-consumer brands struggle to attract customers, and Apple just ended targeting on
iPhones.  Coop Commerce can help them by getting brands to sell each other's products and share data. 
 The vision is that every brand joins the network, so everything a customer buys will be known to all, and
that will inform highly effective cross-selling.

There is a strong network effect at work here.  The more brands that join the co-op, the more data can be
shared about their customers, and the better the fit will be with brands you want to partner with.  It's
kinda brilliant.  So that's a 10/10 in the all important "winner take most" category.

Distribution is not so easy.  Brands get bombarded with offers to lower CAC.  It will be costly to break
through the noise. That said, when something works, word spreads. so we can give them an 8/10.

It is early days, so we can't go with a perfect score for product market fit, but the other scores we can as
this is a scalable B2B cloud service with software margins.   
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$20 Million

Series A 

Andreessen Horowitz 

San Francisco, California, USA

$28 Million

Sheff- 81/100

Round Size

Investment Series

Noted Investors

Location

Total Raised

Shef is a homemade food marketplace that helps cooks make an income by
cooking and selling food to their communities.

The shares economy is a blitzscaling stalwart.  Folks selling services or things to other folks is the
foundation of Airbnb, Uber, eBay, Craigslist, Etsy, and now shef wants to try it with cooking.  Why not have
a hot, home-cooked meal instead of over-seasoned mass produced takeout?   

Will the winner take most here?  We think so.  You want to have density, so the food is close by and
delivered fresh, and variety, so you can get whatever your hankering for.   10/10 for network effects.  Viral?  
Not really.  The company is going to have to work to get consumers and chefs just the way Uber did.  It's
going to be costly and difficult.  Super bowl ad anyone?

Beyond that, the business should scale well if consumers like the food.  And that is a big if, so we are not
giving full market for product market fit.  But the remaining attributes do get 10/10 for a strong total score
of 81.  A blitzscaler, but one that needs to be creative about customer acquisition. 
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$70 Million

Series B

Craft Ventures 

San Francisco, California, USA

$95 Million

Snackpass- 85/100

Round Size

Investment Series

Noted Investors

Location

Total Raised

Snackpass is a social commerce platform that focuses on mobile order
pickup at local restaurants.

With Snackpass, you get hungry, and then you order food from a nearby place,  then go eat it, and you get
points for doing so that you can use to gift food to friends, or to someone you want to reward or impress.   
You can also invite friends along.  

That last part is key.  If that is a primary use case, then this app is very viral.  Combined with a strong
network effect (2 sided marketplace with consumers and restaurants) this is a clear blitzscaler.  

Product market fit isn't perfect score.  We feel like they are still working out the best user experience.  But
the market is big, the viral growth could cause them to explode.  If it is in fact viral.  We haven't seen the
data, so we don't know!  But overall this is one to learn more about. 
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