
 

 
www.MarbleArchUSA.com 

Copyright © Marble Arch Research, Inc. 2018 404.449.3309 rob@marblearchusa.com Page 1 of 16 

 

  November 2, 2018 
 
Coverage Initiation  Industry: Social Media
  
 

RELOLA, INC.  
A Transformative, High-Value Social Media Engagement Platform  

Analyst: Rob Goldman rob@marblearchusa.com 
  

 

COMPANY SUMMARY 

Founded in 2015, Relola is a provider of location-
based solutions that  enable enterprises and 
organizations to own and broadcast organic content 
generated by their networks. These private social 
media networks can foster unmatched engagement, 
directly leading to diverse revenue streams at a low 
relative cost.  

KEY STATISTICS 

Inception Date 2015 

Funding-to-Date $6.3M  

Addressable Market Size $84B 

Fair Market Value $95.6M 

Proj Market Value (3 Years) $587.5M 

Funding Sought $15M 

 
COMPANY INFORMATION 

Relola, Inc. 
1339 61st St 
Emeryville CA 94608 
 
Website: www.Relola.com 
Email:     info@relola.com 
 

INVESTMENT HIGHLIGHTS 

Relola’s highly effective, low-cost social media 
engagement platform is set to generate substantial 
growth in its $84B target markets. We believe that 
Relola has solved the underlying issues that limit 
organizations’ social media engagement effectiveness 
amid rising costs. 

The innovative platform marries sophisticated geo-
tagging with organic content and generates a 130% 
increase in user engagement. Relola’s platform 
typically records 3x the CTR compared to industry 
standard and has an extremely low effective CPC of 
around $0.01 versus fees as high as $6.  

Leveraging over a year of development through 
deployment for the executive team of the National 
Association of Realtors, which serves 1.4 million 
members, Relola is targeting sports and 
entertainment, enterprises, political groups, and 
non-profits. The Company boasts an enviable list of 
clients and prospects that represent some of the 
largest and high-profile organizations.  

We project this SaaS company’s sales will jump 
from $9.5M in 2019 to $117.5M in 2021. With multiple 
revenue streams in its business model, margins could 
approach 60% in three years.  

Based on a conservative multiple of invested 
capital and a discount to SaaS company 
valuations, our current valuation for Relola is 
$95.6M, rising to $585.7M in 2021. Given its 
compelling offering and expected high revenue growth 
rate, we believe Relola will go public or be acquired in 
3 years by one of the industry’s leading players.  

http://www.marblearchusa.com/
mailto:rob@marblearchusa.com
http://www.relola.com/
mailto:info@relola.com
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COMPANY OVERVIEW 

Tracing its roots to 2015, Relola, Inc. is set to transform social media engagement for 

organizations and users alike. Leveraging its innovative solutions and patent-pending 

technology, Relola has solved the key underlying issues that limit organizations’ social 

media engagement and messaging effectiveness amid rising costs. With key 

implementations such as the National Association of Realtors (NAR) to its credit, and 

dozens of major prospects expressing interest in its platform, 2019 will serve as a 

critical revenue inflection point for the Company. In our view, the unique business 

model and SaaS revenue stream will result in exponential sales growth over the next 

2-3 years. As a result, we believe that the Company will go public or be acquired at a 

valuation approaching $600 million, by 2021.  

The Problem 

Enterprises and non-profit organizations are not generating the desired traction or 

engagement in their social media initiatives which are played out in public social media 

platforms using paid ads, sponsored posts and a high cost per click (CPC). Social 

media is a critical marketing and awareness component but with engagement 

declining and costs rising, an unmet need exists. Organizations have money to spend 

and budgets to fill but are seeking a viable alternative to primarily utilizing third-party-

centric (Facebook, Twitter, LinkedIn, etc.) platforms.  

The Solution 

In contrast, Relola serves as the market’s only private social media platform that 

enables organizations to own their content and their networks.  

With five patents pending, Relola creates an organization’s 

channel, which is a rich-media map around a topic or passion 

where geography matters. (The sophisticated geo-tagging is 

one of the key differentiators here.)  Supporters post organic 

content (videos, photos) using the Relola app, which 

simultaneously lands on a map on the organization’s website 

as well as the users’ selected social media accounts. Users’ 

followers click on the post and are directed to the 

aforementioned map on the organization website.  

In essence, Relola leverages the third-party sites to drive 

traffic and click-throughs (CTRs) which average more than 

three times paid ads on social and a CPC that can effectively 

be as low as $0.01 as compared with a staggering $1-$6. 

Users followers’ have similar interests and are routinely 

tagged in multimedia content they wish to view, admire or 
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share. As a result, customers can quickly and substantially increase engagement and 

transparency for communities, constituencies, and fan bases. Moreover, with the 

higher CTRs, the CPC and customer acquisition costs are dramatically reduced. In 

fact, management reports that website engagement increases by 130%, on average. 

The Market 

According to Relola, the total addressable market, 

which includes sports and entertainment, enterprises, 

non-profits, political campaigns, and others, is 

estimated at $84 billion. Initially, Relola focused on the 

real estate as it was selected by the National 

Association of Realtors as one of 9 out of more than 

300 companies for the NAR REach Accelerator class 

of 2017. REach is one of the top technology 

accelerators in the United States.  Adopted by NAR, 

the largest trade group in the US with 1.3 million 

members, Relola helps to increase sales through the 

ability to share their insider knowledge about property, 

neighborhoods, and vendors. Earlier this year, Relola 

created its 50,000th map, thanks in large part to the 

NAR relationship 

NAR has been critical to Relola’s growth as the Company was able to develop and 

implement its technology on a wide scale and then begin to convert NAR into a paying 

client, beginning in 2019. In fact, it was the success of this vertical that management 

realized its technology could be disruptive in the broader market as well, and Relola 

expanded to the large organization market as a result.  

Since its initial roll out with realtors, Relola has seized B2B opportunities presented in 

larger adjacent markets: sports and entertainment, non-profits and enterprise. These 

include global organizations such as Ticketmaster, The James Beard Foundation, 

Ford,  The Chive Media Group, Morgan Stanley and more. The list of prospects is a 

Who’s Who in the sports, entertainment, and enterprise worlds and its most recent 

project, the (band) KISS tour is already off to a high profile and effective start. 

Separately, in July of this year, Relola joined the Oracle Global Scale Up Accelerator, 

which can offer access to 430,000 enterprise customers.  

The Model 

Relola has built a diversified revenue stream that includes a typical SaaS model, with 

recurring revenue of $10/user/mo, or starting at $10,000/mo per enterprise. 

Sponsorship revenue whereby channels are sponsored by related parties or partners 

could be lucrative, as is a revenue/share, whereby channels owners charge fees to its 
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users and fees are shared by the owner and Relola. The typical sales cycle can range 

from a few weeks or up to 6-9 months, with small “pilot-type” implementations leading 

to broader deployment. With the aforementioned pivot to the broader market occurring 

earlier this year, revenue is expected to be light this year ($124,000) but leaping to 

$9.5 million next year, and ultimately reaching  $117.5 million in 2021. The SaaS, 

sponsorship, and revenue share models all represent high growth and recurring 

revenue in most cases, albeit with some percentage (5-8% expected) churn. 

Moreover, with deployments expanding with existing clients and new ones coming on 

board, our figures could prove to be conservative---it depends upon deployment timing 

and magnitude. As a pure software firm, even at the $9.5 million level, we project 

operating profit of $1.2 million, with margins jumping to 58% in 2021.  

The Valuation 

To date, Relola has raised $6.3 million, with the most recent pre-money valuation of 

$20 million. Since that time, the Relola/Oracle relationship has blossomed, new clients 

have come on board and the client “hit list” of large, well-known organizations numbers 

in the dozens.  

We note that Relola has few peers let alone direct comparables. This is a tribute to its 

innovative, disruptive approach and technology as well as the fact that Relola 

essentially combines seemingly disparate features into one platform.  

Against this backdrop, management is set to launch a $15 million equity raise at a pre-

money valuation of $70 million. In our view, this is quite reasonable, as our post-money 

valuation estimate is $95.6 million, reflecting a low 4.5x on total invested capital of 

$21.3 million (including the $15 million future raise.) An acquisition by a strategic 

leader in the space could likely be higher today and certainly so in future years.  

This figure is generally confirmed by assessing a 1x multiple on 2021E revenue, 

discounted back 3 years, at a 10% discount rate, where we arrive at an $88M 

valuation. Considering that a review of more than 70 SaaS companies suggest that 

the price/revenue multiple afforded these companies averages well over 6x revenue.  

Given the price/revenue multiple noted above, we believe that if our $117.5 million 

revenue forecast is met, Relola could be worth at least $587.5 million by 2021. This 

figure reflects a 5x price/revenue multiple, which represents a nearly 20% discount to 

the group’s average price/revenue multiple, to account for deployment ramp risk.      
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INDUSTRY SNAPSHOT 

As the multi-billion-dollar social media marketing industry has morphed into social 

media engagement, the model remains flawed, despite the exposure and ease of 

access and availability to  broad swath of interested parties through platforms and ad 

networks. The shift to paid or sponsored content and high CPC costs, combined with 

declining CTRs have reduced ROIs for large organizations seeking to attract, engage, 

and retain new and existing customers.  

 

Figure 1: Average Cost per Click 
Source: ADSTAGE, January 2018 

Via the current format, the public platforms such as Facebook, LinkedIn and Twitter 

essentially own the content and followers of the underlying advertisers. Moreover, trust 

in the content itself is suspect prompting a decline in organic reach (1% average CTR) 

on social media and networks.  Plus, CPC can be as high as $6, according to Adstage. 

This is bad math and adds up to a pending inflection point in the space where change 

is in the offing to return to greater efficacy and at lower prices. 

As noted above, Relola does not have direct comparables but key features or elements 

of key players in social media are represented in its platform. In our view, Relola is 

partly Foursquare meets Instagram meets Slack meets YouTube meets Twitter meets 

Facebook. Combined, you really have something. Individually and collectively, 

however, they may be losing their effectiveness. 

In the case of Facebook, users are wary of content sources and the validity of the 

content itself. Organizations seeking to boost paid posts find it has only an incremental 

impact. Broadcasting generic content is not enough to move the needle. Organic posts 

are more thoughtful, relatable, and generate greater engagement and loyalty because 

http://www.marblearchusa.com/
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they represent authenticity. The greater the organic content, the greater the word of 

mouth broadcasting and viral reach.  In an effort to leverage eyeballs and ears, 

marketers have forgotten that constituent psychology remains a key component in 

engagement success. 

With Relola’s base in geo-tagging, Foursquare is an interesting comparable as its 

model involves organic content that is shared on a platform and pinned to relevant 

geo-coordinates.  

RELOLA: MARRIAGE LEADS TO ENGAGEMENT 

In love, engagement leads to marriage. With Relola’s unique approach, marriage leads 

to engagement. The Company has successfully married interactive geo-tagging with 

organic, user-generated and curated content, multi-channel platform management, 

brand content ownership, and paid social media campaigns to foster outsized, 

consistent, constituent engagement.  In a sense, what Relola has created is what 

social media and the resultant ad/marketing campaigns promised years ago but could 

not deliver. 

Founded in 2015, Relola is a provider of location-based solutions that  enable 

enterprises and organizations to own and broadcast organic content generated by 

their networks. These private social media networks can foster unmatched 

engagement, directly leading to diverse revenue streams at a low relative cost. All 

organizations need a cost-effective way to routinely attract, connect, and communicate 

with constituencies, keep them engaged, and build trust and loyalty. For Relola, it all 

started in the real estate vertical. 

In the beginning… 

Initially, Relola deployed its offering to real estate agents through real estate 

associations and brokerages and in 2017 was selected by the National Association of 

Realtors as one of 9 out of more than 300 companies for the NAR REach Accelerator 

class. REach is one of the top technology accelerators in the United States.  For 

realtors, Relola helps to increase sales through the ability to share their insider 

knowledge about property, neighborhoods, and vendors. This represents a TAM of 

$2.1B just for the real estate space. 

The National Association of Realtors is the largest non-profit trade organization in the 

world and the second largest lobby group.  The organization serves 1.4 million dues 

paying members. The 300-person executive team uses Relola to share their activity, 

including political activism, conferences, training, and community outreach.  Relola 

provided NAR a free pilot for 2018 in exchange for the organization being the first 

users of the group map.  In 2019 this will convert to a paid account, providing $3,000 

MRR. 

http://www.marblearchusa.com/
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NAR has been critical to Relola’s growth as the Company was able to develop and 

implement its technology on a wide scale and will begin to convert NAR into a paying 

client, beginning in 2019. In fact, it was the success of this vertical that management 

realized its technology could be disruptive in the broader market as well, and Relola 

evolved to serve the large organization market as a result.  

Since its initial roll out with realtors, Relola has seized B2B opportunities presented in 

larger adjacent markets: sports and entertainment, non-profits and enterprise.  For 

example, they are working with the National Association of Realtors, the second 

largest lobbying group in the US by contribution dollar.   

The Platform and the Secret Sauce  

Relola creates an organization’s channel, which is a rich-media map around a topic or 

passion where geography matters. (The geo-tagging is one of the key differentiators 

here.)  Supporters post organic content (videos, photos) using the Relola app, which 

simultaneously lands on a map on the organization’s website as well as the users’ 

selected social media accounts. Users’ followers click on the post and are directed to 

the aforementioned map on the organization website. Content shared with Relola is 

automatically broadcast on users preferred social channels. The videos, photos, and 

text are curated, so that it is discoverable, searchable, and filterable. 

It should be noted that no other content platform connects individuals with 

organizations around geography. Furthermore, all SaaS mapping solutions in wide use 

today are static, not dynamic as per the functionality of the Relola platform. Below is a 

series of images that illustrate the process from: fan channel creation, fan posts, posts 

leading to fan post broadcasts. 

         

With Relola, individuals and groups have access to a shared, interactive activity map 

that displays information that can be filtered by location, date, creator, and tags. This 

map can be embedded anywhere online. Today, customers are displaying it on their 

websites and Facebook business pages and are using it to communicate with their 

communities and constituents.   

http://www.marblearchusa.com/


 
 

 

RELOLA, INC. 
 

www.MarbleArchUSA.com 

Copyright © Marble Arch Research, Inc. 2018 404.449.3309 rob@marblearchusa.com Page 8 of 16 

 

Relola currently has five patents pending that, when granted, will protect the Company 

from being copied by competitors.  In addition, there is specific IP that has broad use 

cases, and is already in use by non-competing technologies, such as the patent 

pending for geo-tag verification of time and place. Many technologies and companies 

(like Uber) are mapping and validating the location of people and things in a manner 

that would infringe upon the patent Relola has pending. Once granted the value of this 

patent could prove to be a real asset.  

How Does it Work?  

The Relola engagement approach is innovative and features a form of multiplexing to 

exponentially increase engagement, and therefore trust between constituents and 

brands/organizations.  The process is simple, yet elegant and replicable: 

Relola uploads hundreds of images, videos and locations for the client. An email is 

sent to client supporters (fans) to put themselves on the client map, which is found on 

the client’s directed website. Thousands of supporters and their followers visit the site, 

become an interest network, post content, launch offers to engaged followers, along 

with adding prospective sponsorship for each channel. The sponsor’s brand and 

messaging appear on top of each map along with geo-pins. 

In the case of KISS, the artist creates fan channels, millions post on the channel so 

they can show up on the artist’s map, all of the content is broadcast but owned and 

directed to the proper site. These posts lead to the purchase of tickets from 

Ticketmaster, along with merchandise, etc.  

Using the NAR rollout as a corollary, Relola estimates that each supporter will post 4x 

per month, and generate 2,700 views per post, which equate to 10,800 monthly social 

views. With a CTR of 9%, 972 visits to the website. At 1,000 supporters (a small 

number in our view) there would be 972,000 visits to the website each month. This 

multiplexing occurs because followers’ contacts have similar interests and are 

routinely tagged in multimedia content they wish to view, admire or share. As a result, 

customers can quickly and substantially increase engagement and transparency for 

communities, constituencies, and fan bases. 

Vertical Market Targets 

According to Relola, the total addressable market, which includes sports and 

entertainment, enterprises, non-profits, enterprise, and others, is estimated at $84 

billion. 

Since its initial roll out with realtors, Relola has seized B2B opportunities presented in 

larger adjacent markets: sports and entertainment, non-profits and enterprise. These 

include global organizations such as Ticketmaster, the Ford, The Chive Media Group, 

http://www.marblearchusa.com/
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Morgan Stanley, the James Beard Foundation, and more. The list of prospects is a 

Who’s Who in the sports, entertainment, and enterprise worlds and its most recent 

project, the (band) KISS tour is already off to a high profile and effective start. 

Separately, in July of this year, Relola was recruited for the Oracle Global Scaleup 

accelerator, which can offer access to 430,000 enterprise customers. Meanwhile, 

major organizations such as Major League Baseball, the National Basketball 

Organization and others have expressed an interest in Relola. The number of 

channels, followers, sponsors, etc. could be huge from these prospects alone.  Below 

is a sampling of current clients. 

 

Plus, Relola provides private social channels for internal corporate 

communications.  This tool is tailor-made for organizations such as Morgan Stanley 

that have sensitive information to share with clients, or for employee engagement. 

Clearly, all organizations need a cost-effective way to routinely attract, connect, and 

communicate with constituencies, keep them engaged, and build trust and loyalty. 

Real estate agents rely on word-of-mouth and social media presence to communicate 

their local market knowledge, and therefore credibility.  Sports teams and entertainers 

need to sell more tickets and fan merchandise and rely on advertising to drive sales. 

Political candidates hope for local media coverage, run email blasts, and pay for 

expensive advertising to increase awareness and engagement.  Enterprises seek to 

reach its customers and prospects regarding events and relevant information. 

Relola gets paid for app adoption and setting up channels, etc. along with SaaS 

revenue, sponsorship revenue, and a share of the revenue related to users/followers 

http://www.marblearchusa.com/
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charged for premium services. In turn, clients receive organic (trusted) content, huge 

traffic and unmatched engagement. 

Looking ahead, we believe that Relola has reached a turning point from the R&D and 

low (pilot) revenue phase to full-scale implementation with some customers, and small 

deployments that will lead to meaningful revenue, beginning in early 2019. Given the 

model, it is clear that just like customers will enjoy exponential growth in engagement, 

so too will Relola enjoy hyper-growth in top-line. It will require an increase in head 

count on the sales, marketing, and development side but believe that the proper 

people can be put in place to help tackle the likely onslaught of business, especially 

once Relola opens the Oracle spigot. With its low-cost and high degree of 

effectiveness, Relola’s offering is compelling.  

THE LEADERSHIP TEAM 

In our view, Relola has amassed a Tier 1 leadership team. Every person on Relola’s 

executive team and Board of Directors has contributed to the successful exit of one or 

more companies, some of which have been multi-billion-dollar events. One noteworthy 

non-executive board member, Shane McGilloway, was Instrumental in the acquisition 

of ASK by IAC for $1.85 billion. Plus, the 8-member Relola Advisory Board includes 

thought leaders in data science, video streaming, ad-tech, real estate, global 

technology, sports and entertainment, and corporate finance/venture capital.  

Heather Sittig , CEO,  Founder 
Heather Sittig brings deep knowledge of the industry and what real estate agents and 

consumers want to make their days more efficient and productive. She spearheaded 

Relola to give real estate professionals a way to leverage their insider knowledge 

about homes and communities.  Today Heather is regularly called upon to speak about 

innovation, technology, and entrepreneurship at conferences and conventions 

nationwide.  

 

Prior to founding Relola, Heather founded Maison Nouveau, in innovative bay area 

real estate brokerage. The company had an innovative business model and 

commission structure which was recognized as disruptive to the status quo.  Heather 

was nationally recognized as a leader in the real estate vertical.  She owned and 

operated Maison Nouveau for ten years before it was acquired by McGuire real estate 

as an expansion play. In her role as CEO Heather demonstrates an unwavering 

dedication to the success of the company and has the tenacity and resolve of a tenured 

CEO.  She is warm leader with a commitment to the success of her team and is able 

to make hard calls under pressure. Heather is a visionary leader who has the foresight 

to overcome obstacles, out maneuver competition, and evolve at an accelerated pace.  

Coupling these qualities with her unrelenting integrity puts Relola in a position to 

succeed. 
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Robert Doebelin, Chief Revenue Officer 

Robert Doebelin is a passionate executive with extensive experience in product 

development, launch, sales management and business development.  He has 

demonstrated that he is driven to create outstanding customer relationships and 

experiences while delivering extraordinary value propositions.  In his previous role with 

Arthrex he successfully led high performing medical device sales teams launching 

over 2,500 products with annual sales exceeding $100M. 

His experience in bringing new technologies to market and in building and leading 

successful sales teams will serve Relola well.  In addition to bringing valuable 

experience Mr. Doebelin is also an investor in the company.  This level of commitment 

is notable.   

Graham Golder, VP Engineering 

Graham Golder has 20+ years software technology leadership experience in 

enterprise software, media delivery, SaaS, and cloud-based systems, and has proven 

experience in building engineering teams and products for high-growth startup 

companies. He has managed software teams from small to over 130 engineers in size. 

Mr. Golder hired and led engineering teams at five early-stage/series-A companies to 

successful acquisitions (Resumix, Amplitude, Zinio, Mediazone, Walnut Media). 

 

Mr. Golder led the product architecture and design efforts for highly scalable internet 

and SaaS platforms using a variety of technologies and languages. He has introduced 

and trained engineering organizations on the use of agile methods and tools for 

iterative development, reducing time to market, improving schedule reliability and 

visibility, leading to successful market delivery to millions of users.  

 

Mr. Golder has been the lead engineer at Relola from the company’s inception. 

 

David F. Wittenkamp, Acting CFO, Advisor 

David has 20+ years of experience working for large public companies, 

founding and growing companies from scratch as well as developing more 

mature companies into successful acquisition targets, including 18 years as 

a Chief Financial Officer. He brings extensive background in sales, marketing, 

operations, business development, and mergers and acquisitions on both the selling 

and buying side in technology businesses spanning software, big data, 

communication systems and hardware.  

 

David was most recently CFO for a provider of aviation technology 

information and big data analysis on a SaaS basis with over 5,600 customers 

worldwide. Previously, he served as CFO at a SaaS-based leading subscription 

management software company, and at an online usability and marketing 
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services company, where David led two very successful Series C funding 

rounds with Accel Partners and Open View Partners. The sale of one of his 

previous companies, an enterprise actionable analytics company, backed by 

Sutter Hill Ventures, was sold for a 27x return to NICE (NASDAQ: NICE).  

 

His early career was based in Denmark, followed by 20 years based in Silicon 

Valley, with operations experience in Canada, Denmark, the UK, Sweden, 

Germany, and other Western European countries. He has also done business in 

Australia, Hong Kong, and Singapore. Concurrent with his financial career, 

David achieved the rank of Major during his service in the Danish army from 

1976-1996.  

 

Fluent in English and Danish, David holds an M.Sc. in economics from the 

University of Copenhagen, Denmark, with a focus on finance and accounting, 

financial and economic modeling, business law, and IT systems and 

development. 

FINANCIALS 

Relola has built a diversified revenue stream that includes a typical SaaS model, with 

recurring revenue of $10/user/mo, or starting at $10,000/mo per enterprise. 

Sponsorship revenue whereby channels are sponsored by related parties or partners 

could be lucrative, as is a revenue/share, whereby channels owners charge fees to its 

users and fees are shared by the owner and Relola. Given the early stage nature of 

the current business, we have combined the Rev/Share and Sponsorship categories 

into one, to separate out prospective pure recurring revenue.  

The typical sales cycle can range from a few weeks up to 6-9 months, with small “pilot-

type” implementations leading to broader deployment. With the aforementioned pivot 

to the broader market occurring earlier this year, revenue is expected to be light this 

year ($124,000) along with its current quarterly burn rate of sub-$1 million. However, 

we project revenue will leap to $9.5 million next year, and ultimately reaching  $117.5 

million in 2021. The SaaS, sponsorship, and revenue share models all represent high 

growth and recurring revenue in most cases, albeit with some percentage (5-8% 

expected) churn. Moreover, with deployments expanding with existing clients and new 

ones coming on board, our figures could prove to be conservative---it depends upon 

deployment timing and magnitude. As a pure software firm, even at the $9.5 million 

level, we project operating profit of $1.2 million, with margins jumping to 58% in 2021.  
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RISK FACTORS 

As an early-stage, low-revenue company, Relola faces a number of hurdles, including 

platform and business development, financial, and others. In our view, the primary risk 

is the timing and magnitude of deployment, implementation timing by Tier 1 customers 

and consistent content submission by their member networks. Still, given what we 

believe is a close relationship with its partners/clients, these risks are mitigated to a 

degree, especially given the high value proposition and unique approach. Conversely, 

given the tremendous interest reflected by prospects, management must hire 

customer relationship managers to help implement and manage new business, lest 

Relola squanders this huge opportunity. Other delays include unforeseen platform 

development and integration, disappointment in the revenue build, delays in new 

applications or vertical market penetration, or lengthy sales cycles.  

We should note that with little data in its SaaS model at this juncture churn rates and 

customer acquisition costs are difficult to project and could negatively impact the 

business model and valuation, once a critical mass of business is achieved. Other 

risks include competition from current or new entrants into the field or funding. 

Nonetheless, given the Company’s current standing, approach, very favourable 

2017A 2018E 2019E 2020E 2021E

Revenue

   Rev/Share $0 $30 $7,960 $20,206 $38,864

   Subscription $0 $37 $1,527 $13,426 $78,604

   Other $124 $77 $0 $0 $0

TOTAL REVENUE $124 $144 $9,487 $33,632 $117,467

Operating Expenses

   Research & Development $849 $1,018 $3,100 $7,063 $19,969

   SG&A $1,604 $1,924 $5,200 $9,081 $29,367

TOTAL OPERATING EXPENSES $2,453 $2,942 $8,300 $16,143 $49,336

Operating Income ($2,329) ($2,798) $1,187 $17,489 $68,131

Operating Margin N/A N/A 12.5% 52.0% 58.0%

Sources: Relola, Inc. and Marble Arch Research, Inc.

Relola, Inc.

Projected Statements of Income

($, 000)
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industry and an enviable leadership team, we do not believe that funding itself may be 

a risk, merely the timing of closing, relative to management expectations. In any event, 

all of these risk factors are commensurate with companies of Relola’s size and 

standing and we believe that the level of innovation, IP and ROI offered are incredibly 

compelling and will lead to acquisition within three years.  

VALUATION AND CONCLUSION 

To date, Relola has raised $6.3 million, with the most recent pre-money valuation of 

$20 million. Since that time, the Relola/Oracle relationship has blossomed, new clients 

have come on board and the client “hit list” of large, well-known organizations numbers 

in the dozens.  

We note that Relola has few peers let alone direct comparables. This is a tribute to its 

innovative, disruptive approach and technology as well as the fact that Relola 

essentially combines seemingly disparate features into one platform. It is as if 

elements of Instagram, Foursquare, Slack, and YouTube were melded together which 

could prove to be invaluable to potential acquirers, such as Facebook, Twitter, 

IAC/Interactive, Salesforce.com---especially if business is driven from them to Relola, 

as expected. 

Against this backdrop, management is set to launch a $15 million equity raise at a pre-

money valuation of $70 million. In our view, this is quite reasonable, as our post-money 

valuation estimate is $95.6 million, reflecting a low 4.5x on total invested capital of 

$21.3 million (including the $15 million future raise.) An acquisition by a strategic would 

likely be substantially higher and certainly so in future years.  

This figure is generally confirmed by assessing a 1x multiple on 2021E revenue, 

discounted back 3 years, at a 10% discount rate, where we arrive at an $88M 

valuation. Considering that a review of more than 70 SaaS companies suggest that 

the price/revenue multiple afforded these companies averages well over 6x revenue.  

Given the price/revenue multiple noted above, we believe that if our $117.5 million 

revenue forecast is met, Relola could be worth at least $587.5 million by 2021. This 

figure reflects a 5x price/revenue multiple, which represents a nearly 20% discount to 

the group’s average price/revenue multiple, to account for deployment ramp risk.    

Separately, we should note that indirect comparable Foursquare just raised $33 million 

in a Series F round last month. This is significant to Relola, in our view. A pioneer in 

geo-location sharing for the consumer market, the Company has been somewhat 

floundering of late and has also tried to reinvent itself by pivoting to the B2B world, 

leveraging its geo-tagging features. If this falling star was successful in raising funds 

(2 years after the last round), then Relola, which offers a much more compelling B2B 

platform, should be very well received by the market. 
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SENIOR ANALYST: ROBERT GOLDMAN 

Rob Goldman joined Marble Arch Research in 2016. He founded and still operates Goldman Small Cap 
Research Inc. in 2009 and has over 20 years of investment and company research experience as a senior 
research analyst and as a portfolio and mutual fund manager. During his tenure as a sell side analyst, Rob was 
a senior member of Piper Jaffray's Technology and Communications teams. Prior to joining Piper, Rob led 
Josephthal & Co.'s Washington-based Emerging Growth Research Group. In addition to his sell-side experience 
Rob served as Chief Investment Officer of a boutique investment management firm and Blue and White 
Investment Management, where he managed Small Cap Growth portfolios and The Blue and White Fund.  

ANALYST CERTIFICATION 

I, Robert Goldman, hereby certify that the view expressed in this research report accurately reflect my personal 
views about the subject securities and issuers. I also certify that no part of my compensation was, is, or will be, 
directly or indirectly, related to the recommendations or views expressed in this research report. 

DISCLAIMER 

This research report was prepared for informational purposes only.  

Marble Arch Research, Inc. produces sponsored research reports on publicly-traded and privately-held 
companies. Marble Arch Research, Inc. was compensated by the Company in the amount of $19,000 for 
research and related services. All information contained in this report was provided by the Company via its 
business plan, press releases or its website, or through our own due diligence. Our analysts are responsible only 
to the public, and are paid in advance to eliminate pecuniary interests, retain editorial control, and ensure 
independence. Analysts are compensated on a per report basis and not on the basis of his/her 
recommendations. 

The information used and statements of fact made have been obtained from sources considered reliable but we 
neither guarantee nor represent the completeness or accuracy. Marble Arch Research Inc. did not make an 
independent investigation or inquiry as to the accuracy of any information provided by the Company, or other 
firms. Marble Arch Research Inc. relied solely upon information provided by the Company through its business 
plan, press releases, presentations, and through its own internal due diligence for accuracy and completeness. 
Such information and the opinions expressed are subject to change without notice. A Marble Arch Research Inc. 
report or note is not intended as an offering, recommendation, or a solicitation of an offer to buy or sell the 
securities mentioned or discussed.  

This report does not take into account the investment objectives, financial situation, or particular needs of any 
particular person. This report does not provide all information material to an investor’s decision about whether 
or not to make any investment. Any discussion of risks in this presentation is not a disclosure of all risks or a 
complete discussion of the risks mentioned. Neither Marble Arch Research Inc., nor its parent, is registered as 
a securities broker-dealer or an investment adviser with FINRA, the U.S. Securities and Exchange Commission 
or with any state securities regulatory authority. 

ALL INFORMATION IN THIS REPORT IS PROVIDED “AS IS” WITHOUT WARRANTIES, EXPRESSED OR 
IMPLIED, OR REPRESENTATIONS OF ANY KIND. TO THE FULLEST EXTENT PERMISSIBLE UNDER 
APPLICABLE LAW, MARBLE ARCH RESEARCH INC. WILL NOT BE LIABLE FOR THE QUALITY, 
ACCURACY, COMPLETENESS, RELIABILITY OR TIMELINESS OF THIS INFORMATION, OR FOR ANY 
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DIRECT, INDIRECT, CONSEQUENTIAL, INCIDENTAL, SPECIAL OR PUNITIVE DAMAGES THAT MAY 
ARISE OUT OF THE USE OF THIS INFORMATION BY YOU OR ANYONE ELSE (INCLUDING, BUT NOT 
LIMITED TO, LOST PROFITS, LOSS OF OPPORTUNITIES, TRADING LOSSES, AND DAMAGES THAT MAY 
RESULT FROM ANY INACCURACY OR INCOMPLETENESS OF THIS INFORMATION). TO THE FULLEST 
EXTENT PERMITTED BY LAW, MARBLE ARCH RESEARCH INC. WILL NOT BE LIABLE TO YOU OR 
ANYONE ELSE UNDER ANY TORT, CONTRACT, NEGLIGENCE, STRICT LIABILITY, PRODUCTS LIABILITY, 
OR OTHER THEORY WITH RESPECT TO THIS PRESENTATION OF INFORMATION. 

MARBLE ARCH RESEARCH, INC.  
  
Marble Arch Research Team: 
 
Michael J. Price, Founder, Managing Director  

Email: mp@marblearchusa.com 

Phone: 404.449.3309 

Rob Goldman, Managing Director, Research 

Email: rob@marblearchusa.com 

Phone: 410.609.7100 
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