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E] Company Info

Location

Gurgaon, Haryana, INDIA

Annual Revenue

$0

Offering Type
Equity

@ Summary

&9 subhanshu@xcelisys.com R, 9582973874

Development Stage

Life Sciences, Biotech, Genomics, R&D

Pre-Money Valuation Type Of Funding
$1,000,000

Pre Seed

XceliSys/ConfXcel is strong on vision, team, and product insight but is currently pre-revenue and pre- /
pilot. Substantial TAM and high relevance to pharma/biopharma Cl teams. Execution, early customer
wins, and proof of product-market fit will be vital. Seed investors with SaaS/life sciences data focus
may find the risk/reward appropriate, but require milestone-based follow-up.
6.4/10

-7-5-9- Elevator Pitch

ConfXcel is transforming the way pharmaceutical and biotech teams harness intelligence from global medical conferences. Our cloud-
based, Al-powered Saa$S platform turns conference data chaos into instantly actionable insights, empowering pharma professionals to
spot opportunities, respond to competitors, and make faster strategic decisions. With deep domain expertise and cutting-edge
technology, ConfXcel is targeting a $566 million market with a scalable solution for an evolving industry.

@ Scorecard
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RATIONALE

Global healthcare analytics expected to reach $56.64B by 2025.
ConfXcel's TAM ($566M), SAM ($113M), and SOM ($11.3M) are credible
for its niche within conference analytics.

Purpose-built, domain-trained Al Saa$S for conference intelligence—
unique in market.

Automation and generative Al for rapid, deep insights—clear step beyon
legacy/manual consulting.

No live customers or pilots yet; pre-revenue stage.
Strong value proposition for pharma and brand/Cl teams, but no
evidence of successful renewals or expansion.

Well-outlined GTM: pilot-led sales, network leverage, conferences,
content-driven demand gen.
No signed distribution/implementation partners yet.

Handles sensitive pharma data, cites proactive GDPR, HIPAA, Al
compliance.

No direct FDA/EMA approval required for SaaS, but future regulatorv
environment for Al in life sciences poses potential risk.

https://readyscore.ssdspvhub.com/startup-report/8484/72c43e3b-41ef-406f-a1fa-4a78e040fb5a
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CATEGORY WEIGHT SCORE RATIONALE

« Strong domain reputation; team with pharma Cl experience.
Brand & Positioning 01 7 « Brand still emerging, but clear differentiation against consulting-heavy o
generic Al comp/solutions.

« Founders combine 50+ years pharma, Al, SaaS, and consulting:
Team 0.1 8 domain+technical depth.
« Proven track record in pharma insights and technology.

. Bootstrapped, pre-revenue, seeking $117k pre-seed; monthly burn is lov
($210).

« Financial model is ambitious but plausible for software; runway risk if
sales delayed.

Financials 0.1

« Cloud-native stack, easily scalable SaaS; no operations scale/fulfillment
challenges yet.

« Does not require physical infrastructure, but delivery maturity will be
tested at scale.

Operations & Fulfillment 01

@ Due Diligence Questions

Product-Market Fit

1. Have any concrete pilot or signed LOIs been achieved with pharma or biotech clients?

2. What feedback has been collected from first demo users or prototype testers?
Technology Differentiation

1. What are the core components of ConfXcel's proprietary Al engine?

2. What IP or know-how barriers exist for new entrants (e.g., patents, exclusive data partnerships)?
Compliance & Data Security

1. What concrete GDPR/HIPAA controls are implemented in the architecture?

2. How does the system handle conference-proprietary or embargoed data?
Commercialization

1. What is the projected sales cycle for an enterprise pharma client?

2. How will expansion into new conference formats or adjacent verticals be prioritized?
Financials & Runway

1. How many months runway does the current/pre-seed round provide at projected burn?
2. What are the key financial milestones to unlock a Series A?

& Analysis and Suggestions for Pitch Deck

Problem

Analyzed:
Clearly articulated; describes manual/slow/confusing conference intelligence capture.

Improvements:

« Add a punchier case study or metric—e.g., '80% of pharma teams report missing key competitor insights at global
congresses due to information overload.'

Market Opportunity
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Analyzed:
TAM/SAM/SOM included, but source citation missing.

Improvements:

« Add a reference/citation to support $566M TAM—e.g., Gartner, Deloitte, or EvaluatePharma reports.

Solution

Analyzed:
Describes platform features clearly; lacks demo/visual.

Improvements:

« Include screenshots or a quick platform workflow graphic for visual interest.

Business Model

Analyzed:
SaaS/subscription stated, with CAC/LTV metrics.

Improvements:

« Clarify pricing tiers (e.g., per seat, enterprise, pilot discount).

Traction / Metrics

Analyzed:
Currently pre-revenue; no pilot data shared.

Improvements:

« Add a 'coming soon' pipeline, or outline expected customer milestones by quarter.

Competitive Landscape

Analyzed:
Differentiators stated verbally; no matrix/table.

Improvements:

« Add a 2x2 matrix with key competitors and axes for conference depth vs. automation or cost.

Go-To-Market

Analyzed:
GTM rationale is strong, but execution detail is light.

Improvements:

« Share quantifiable KPIs/targets for first 12 months (e.g., '5 pilots signed, 1annual renewal, 2 international conferences
covered').

Team

Analyzed:
Lists bios, deep industry experience.

Improvements:

« Add logos of prior employer(s) or brief bullet on key wins (e.g., competitive intelligence delivered for top-5 pharma).
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Financials & Projections

Analyzed:
Projections shown for 3 years.

Improvements:

« List main assumptions (e.g., average contract size, churn, ramp up).

Ask & Use of Funds

Analyzed:
Shows % break-down; lacks milestone linkage.

Improvements:

« Map funding ask to next milestones (e.g., 'Funds will enable 2 pilot launches, full GDPR/HIPAA compliance, and first
annual contract by Q3 2025').

Bonus Tips

Analyzed:
Slides read as paragraphs.

Improvements:

« Use bullet points, clear headers, and more whitespace/graphics. Add a branded closing slide/call-to-action.

Key Exit Metrics

Exit Valuations (Range)

« Specialist SaaS analytics: $40M - $150M (with major pharma contracts, e.g., Pharmaspectra, Cegedim Analytics).
« Broader/Al-empowered platforms: Up to $1B+ if proven cross-vertical (AlphaSense), but typically Series C+ and $50M+ ARR.
« Multiples: 6-12x recurring SaaS revenue, higher if unique IP or pharma integration.

Timing

o 3-7 years post-founding/first pilots
« Accelerated with early pharma/biotech customer logos and renewals

Key Value Drivers

« Unique pharma/biotech data not easily replicated
« Recurring contracts with top-10 pharma/biotech cos.
« Demonstrated ROl/analytics impact in clinical/commercial strategy

Takeaways

« With clear pharma traction and strong recurring revenue from a handful of anchor clients, SaaS conference and intelligence
platforms can command high exit multiples and strategic acquirer interest.
« Pivotal wins: landing a Tier 1 pharma as pilot customer; moving from pilot to multi-year contract within 18 months.

Comparable Company Exits and Deals

AlphaSense

Valuation
Deal Size

Focus Al-powered market intelligence and search platform for financial, life sciences, and other sectors.
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Milestones Secured $180M Series C led by Viking Global; valued $1B+ as of 2023.
Relevance Strong parallel in Al-powered search/insights but broader sector coverage.

Status Exit Private, fast-growing. Major pharma customers.

Clarivate

Valuation

Deal Size

Focus Life sciences competitive intelligence, pharma/clinical data aggregation.

Milestones Numerous M&A (e.g., acquisition of Decision Resources Group at $950M).

Relevance Often purchases domain-focused, SaaS solutions with deep IP or niche book of business.

Status Exit Major public company; acquisitive in analytics space.

Pharmaspectra (bought by IQVIA)

Valuation

Deal Size

Focus Medical communication and conference intelligence—systematic data from global medical meetings.
Milestones Active global pharma client base, niche intelligence tools.

Relevance Closest SaaS/analytics comp; specialty focus analogous to ConfXcel.

Status Exit Acquired by IQVIA (2022, est. $100M+).

Key Takeaways From These Deals

« Acquirers pay premiums for SaaS platforms with sticky recurring revenue, domain-specific Al/search, and niche data aggregation.

« Pharma/health data exits (see Pharmaspectra): $50M-$150M is common before reaching major scale, especially with large
pharma logos and proven renewals.

« Buyout/strategic interest is strong once product-market fit and some scale is achieved—especially if platform can extend into
multi-industry analytics.

Citing Prior Exits in Investor Material

« Recent exits reinforce strong M&A demand: Pharmaspectra was acquired by IQVIA in 2022 (~$100M+ est.) after building a platform
for global medical meeting intelligence.

« Clarivate and IQVIA frequently purchase emerging analytics SaaS companies in the $50M-$150M range when they demonstrate
sticky client relationships and scalable data/IP.

« AlphaSense’s rise (now $1B+ valuation) shows that Al-powered, cross-sector insights platforms attract capital and strategic buyers
well before IPO scale.

Profile Incomplete
® Make sure to fill out the below fields in your profile.

Investor Questions
« Timeline
« Special Agreements

Customer Costs
« Margins

Legal Disclaimer

* The ReadyScore, including any scores, analyses, commentary, or recommendations provided therein (collectively, the “Report"”), is generated by Startup Steroid
and is intended solely for informational purposes. The Report does not constitute, and should not be construed as, investment advice, legal advice, or any other
form of professional advice. Startup Steroid is not a registered investment advisor, broker-dealer, or law firm, and no content provided by Startup Steroid, whether
through its platform, the Report, or otherwise, should be interpreted as a solicitation, offer, endorsement, or recommendation to engage in any investment or
transaction.

¢ Each user, including startup founders and prospective investors, acknowledges and agrees that they are solely responsible for conducting their own independent
evaluation and due diligence before making any financial, investment, or business decisions. Reliance on the Report or any related materials for decision-making is
at the user’s own risk.

e Startup Steroid, its affiliates, directors, officers, employees, contractors, and agents expressly disclaim any and all liability for any direct, indirect, incidental,
consequential, or other losses or damages arising out of or related to any use of or reliance upon the Report or any content provided by Startup Steroid.

¢ By accessing or using the Report or any portion of the Startup Steroid platform, you acknowledge that you have read, understood, and agreed to the terms of this
legal disclaimer.

¢ This report is generated by the platform independently from the Angel group. Running this report doesn't guarantee an investment or pitch with the "Ready Score".
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