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SCORE & VERDICT

54 / 100 · Promising with a pivot
Mid-sized EU firms still get sustainability data requests from banks and large customers, but they now
answer them voluntarily under the VSME standard, not under mandatory ESRS. Rebuild the wedge around
VSME and value-chain questionnaires, or move up to 1,000+ employee reporters and fight Sweep, Novisto
and Daato head-on.

TOP RISKS

1 Legislation: Omnibus I removed the mandatory trigger for 50-500 employee firms. Further changes
remain possible.

2 Competition: Many funded players are squeezed into a smaller mandatory market and will fight
down-market.

3 Management: Team composition unknown. The product needs regulatory, carbon methodology and
enterprise integration skills.

NEXT STEPS

1 Read the final Omnibus I CSRD scope text and write a one-page summary of who with 50-500
employees still has to report and what they can be asked for.

2 Post in 3 LinkedIn CFO and controller groups asking who received a customer or bank sustainability
questionnaire this year.

3 Request demos or trials from Seedling, Greenly and Ella to see their mid-market flow and pricing.

INSIDE THIS REPORT

Executive summary · Market · Competitive landscape · SWOT · Risk register · Defensibility & moat · Business model ·
Business model: alternative · Execution fit · Go-to-market · Lean Canvas · Porter forces · VC scorecard · PMF signals ·
Financial projections · Pre-mortem · Workflow evidence · Key metrics · Synthesis · Section briefings · Devil's advocate ·
Validation plan · Action plan · Quick takeSAMPLE
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Executive summary

BOTTOM LINE

Mid-sized EU firms still get sustainability data requests from banks and large customers,
but they now answer them voluntarily under the VSME standard, not under mandatory
ESRS. Rebuild the wedge around VSME and value-chain questionnaires, or move up to
1,000+ employee reporters and fight Sweep, Novisto and Daato head-on.

RECOMMENDATION

Pivot

SITUATION BRIEFING

Biggest opportunity: bank and customer sustainability questionnaires still reach 50-500 employee firms,
inside a $512M European slice of a $1.83B market growing at 19.6% yearly. Biggest risk: Omnibus I
removed the mandatory CSRD trigger for this segment, so the $10.4K/yr Core price depends on voluntary
spend. Unit economics look sound on paper at 7.4:1 LTV/CAC and a 6.5-month payback, but 25% annual
churn and a 75% gross margin leave little room for error. The price sits premium at about 2x Seedling's
roughly $5.3K/yr, the only public anchor among the named rivals; Novisto, Sweep and Daato sell
demo-gated enterprise platforms, and the data discloses no competitor funding. Recommendation: NO-GO
on the current CSRD scope; GO only if the product is rebuilt around VSME and the $10.4K/yr price holds in
demos, with a $5K/yr default triggered below 10% acceptance.

BIGGEST RISK

Team composition unknown. The product needs regulatory, carbon methodology and enterprise integration
skills.

Scorecard
Composite score 54

Lean Canvas 52

Market size potential 90

Competitive forces (Porter) 30

VC scorecard 47

Risk factors 29

PMF signals 25SAMPLE
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Market

TAM

USD 1.83B
MarketsandMarkets 2026
forecast, global ESG
reporting software market.

SAM

USD 512.4M
Estimate: Computed: 2026
global TAM × Europe’s 28%
share, Fortune Business …

SOM

$4.5M
Estimate: Computed: 500
EU mid-market buyers ×
$9,000/year by year 3 …

GROWTH

19.6%
CAGR (2026-2031), global
ESG reporting software
market · Trend: Growing

MARKET SIZED FOR

Region: global
Region name: Global
Note: Market sizing targets the global market.

Segments
European sustainability reporting software (estimate)
Size: $512M
Growth: 19.6%

Global ESG reporting software
Size: $1.83B
Growth: 19.6%

Enterprise GRC software (parent market)
Size: $82.9B
Growth: Not provided in research

Industry trends
Trend: The Omnibus I simplification cuts mandatory CSRD scope to companies above 1,000
employees and $450M turnover.
Horizon: Short term
Impact: 9
So what: Your stated 50-500 employee segment loses its legal deadline. Re-scope the product to
voluntary VSME reporting or move up-market before writing ESRS-specific code.

Trend: VSME becomes the default language for supplier and bank sustainability requests to smaller
firms.
Horizon: Short term
Impact: 8
So what: The new buying trigger is a customer or lender questionnaire, not a regulator. Build intake
and auto-answer for those requests as the V1 core.

Trend: Investors are funding 'audit-ready' sustainability data: Novisto raised $27M for audit-ready
ESG, and Tracera pitches 'off the spreadsheet and into audit-ready files'.
Horizon: Mid term
Impact: 7
So what: An evidence trail is now table stakes, not a differentiator. Make source-document lineage
cheap and automatic rather than marketing it as a feature.

SAMPLE
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Trend: The category is consolidating: Sami was absorbed by SGS, Emitwise was acquired by Green
Project Technologies in July 2025, and Daato now sits inside EQS Group.
Horizon: Mid term
Impact: 6
So what: Testing, compliance and assurance firms are buying distribution. A focused VSME product
with partner traction is an acquisition target, which supports exit potential.

Trend: Carbon data is moving into credit and procurement decisions (green lending, CBAM, supplier
scorecards), and capital is flowing to carbon data players (Zevero $7M, ASUENE $87M).
Horizon: Mid term
Impact: 7
So what: Banks and procurement teams become demand generators. Partner with regional banks
that need SME emissions data for their own financed-emissions reporting.

Trend: Global baseline convergence around ISSB, plus possible future re-expansion of EU scope,
keeps sustainability reporting a permanent finance function rather than a one-off compliance project.
Horizon: Long term
Impact: 6
So what: Architect the data model as framework-agnostic (VSME, ESRS, ISSB, GRI) so the same
customer data can be re-mapped when rules change again.

Competitive positioning
The only VSME-first reporting product for 50-500 employee EU firms that turns accounting, HR and
utility data into answers to bank and customer sustainability questionnaires with a source-linked
evidence trail. The position is thin, because AI drafting and emission calculations are commodity, so the
edge rests on connectors and tax-advisor distribution. Sits between carbon-first SME tools (Greenly,
Plan A, Seedling) on one side and full CSRD disclosure platforms built for large reporters (Sweep, Daato,
Novisto) on the other.

Geographic focus
Start in DACH and Benelux, where dense Mittelstand supplier networks face data requests from large
in-scope customers and banks. Expand to the Nordics, where English works. France is the most
competitive home market (Sweep, Greenly, Sami, Apiday), so enter it last. Europe holds an estimated
28% of global spend. North America and APAC follow different regimes (ISSB, California SB 253/261,
Japan SSBJ), and ASUENE's $87M round shows APAC is funded but not your fight.

Regulatory landscape
EU: CSRD and ESRS, as amended by the Omnibus I simplification agreed in December 2025, which
raises mandatory scope to more than 1,000 employees and $450M turnover. Confirm the final adopted
text and national transposition before you build. Wave 2 companies were delayed two years by the 2025
stop-the-clock directive. The VSME voluntary standard, plus a value-chain cap that limits what in-scope
companies can demand from smaller suppliers, now defines what a 50-500 employee firm actually
reports. Also relevant: limited assurance under national audit rules, auditor independence rules that bar
the client's statutory auditor from recommending or reselling tools to that client, GDPR for HR and
commuting data, and EU AI Act transparency duties for AI-drafted text. Global: ISSB IFRS S1/S2
adoption, California SB 253/261, and the withdrawn US SEC climate rule.

SAMPLE
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Competitive landscape

Novisto
novisto.com

Threat: Medium · Reach: National / global · Active

Description: Novisto sells enterprise ESG data management and CSRD reporting software to large
multinationals such as Sanofi and The Emirates Group.
Weakness: Quote the $10.4K/yr Core price against Novisto's demo-only, enterprise-positioned sales
motion, since its site publishes no pricing.
Estimated users: Not disclosed
Market share: Not disclosed
Strengths

Total funding exceeds $55 million after a $27 million Series C led by Inovia Capital, according to
trade press coverage.
Named enterprise clients include Sanofi, The Emirates Group and Asana, with Sanofi publicly
quoted on its CSRD-aligned disclosures.
Its on-demand Novisto Materiality module digitizes double materiality assessments inside the core
platform, covering CSRD, ISSB and GRI reporting.

How to win against them
Target mid-market CFOs at 50-500 employee firms in outreach copy, where Novisto's own site
says it is designed for enterprise.
Pitch auditors and accounting firms as channel partners before Novisto's direct enterprise sales
team reaches them.
Demo the $17K/yr Plus assurance workspace's auditor-facing audit trail side by side with Novisto's
audit-trail claims.

Sweep
www.sweep.net

Threat: Medium · Reach: National / global · Active

Description: Sweep sells carbon accounting and CSRD/ESRS reporting software, mostly to mid-market
and enterprise sustainability and finance teams.
Pricing

Quote-based annual subscription with no free trial; AWS Marketplace lists a flat $3,600 twelve-month
Base plan; third-party sites cite starting points from about $250 per month.

Weakness: Undercut Sweep's demo-gated, quote-only sales process by publishing your $10.4K/yr Core
price and offering a pilot before any sales call.
Estimated users: No user count found; a third-party review names L'Oreal, Orange, SNCF, Ubisoft and
Swisscom as notable customers.
Market share: Not disclosed
Strengths

A third-party ERP review reports Sweep has raised roughly $100M from Coatue and Balderton
Capital.
A third-party review lists L'Oreal, Orange, SNCF, Ubisoft and Swisscom among its notable
enterprise customers.
Its AWS Marketplace listing shows a flat $3,600 twelve-month Base plan covering Scope 1-3
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carbon accounting and ESG disclosure support.
How to win against them

Target 50-500 employee firms that reviewers say Sweep's feature depth overserves by leading
with the $10.4K/yr Core tier on your public pricing page.
Sell against Sweep's $3,600 AWS Base plan by competing on auditor-ready reporting and the
$17K/yr Plus assurance workspace rather than on list price.
Pitch auditor and accounting-firm referral channels to CFOs who are still waiting on a Sweep
quote, since Sweep publishes no price.

Greenly
greenly.earth/en-us

Threat: Medium · Reach: National / global · Active

Description
Paris-based carbon accounting vendor selling emissions tracking, CSRD and life-cycle assessment
software to SMEs and large enterprises such as AXA and L'Oréal.

Pricing: Quote-based annual SaaS tiers; third-party listings show CSRD tiers from $5,000 to $12,000 a
year and a starting price near $1,950 a year.
Weakness: Target mid-sized buyers who are sent to Greenly's quote-only tiers by publishing your
$10.4K/yr Core price alongside it.
Estimated users: About 2,000 to 4,000 customers; sources vary, with 4,000 cited after its merger with
Normative.
Market share: Not disclosed
Strengths

Greenly's combined base with Normative reaches 4,000 customers across more than 30
countries, per the merger announcement.
Its Series B raised $52 million led by Fidelity International Strategic Ventures, bringing total funding
to roughly $78.6 million.
Its CSRD module covers double materiality assessment, XBRL tagging and xHTML export, per a
third-party product profile.

How to win against them
Target Greenly-shortlisted buyers in the 50-500 employee band, where its CSRD tooling is framed
for larger Wave 2 companies.
Recruit auditors and accounting firms before Greenly Pro, its partner program that pays
consultants referral fees, signs them.
Quote a fixed annual price with an assurance workspace against Greenly's quote-only pricing,
leading with your $17K/yr Plus tier in the first call.

Plan A
plana.earth

Threat: High · Reach: National / global · Active

Description
Berlin-based carbon accounting and ESG reporting software that measures Scope 1-3 emissions and
supports CSRD and ESRS reporting for large corporates such as BMW and Visa.

Pricing: Not publicly disclosed; three tiers (Essential, Pro, Enterprise) quoted on request.
Weakness

SAMPLE
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Quote a published $10.4K/yr Core price against Plan A's on-request pricing, which NetZeroCompare
says is not disclosed, to win early CFO conversations.

Estimated users: Roughly 1,500 customers per industry trackers.
Market share: Not disclosed
Scale evidence: Roughly 1,500 customers, including BMW, Deutsche Bank and Visa, per industry
trackers.
Strengths

Industry trackers put its customer base at roughly 1,500, including BMW, Deutsche Bank, Visa and
Trivago.
TechCrunch reports a $27M extension in 2023 led by Lightspeed Venture Partners, on top of a
$10M Series A.

How to win against them
Sell against Plan A's social-reporting gap by demonstrating full ESRS S1-S4 disclosure drafting in
every demo, since Coolset calls Plan A carbon-first.
Pitch through auditor and accounting-firm partner channels, since Plan A's named clients are large
brands like BMW, Visa and Deutsche Bank rather than mid-sized firms.
Offer a fixed-price annual quote during Diginex's pending integration of Plan A, when buyers are
likely to question vendor continuity.

Seedling
seedling.earth

Threat: Medium · Reach: Local · Active

Description
Seedling sells carbon accounting software bundled with a named carbon expert to UK and European
SMEs and mid-market firms of up to about 2,000 staff.

Pricing
Free Starter tier; paid Core listed from $100 per month on G2, while its PE/VC page says paid plans
start at $80 per month; full pricing is quote-based.

Weakness
Sell against Seedling's carbon-only scope by pitching the $10.4K/yr Core plan as ESRS-ready, since
its pages name SECR, PPN 006 and B Corp rather than CSRD.

Estimated users: Its site claims 500+ businesses, though other pages cite 300+ and 400+ customers.
Market share: Not disclosed
Scale evidence: Its site claims 500+ businesses as customers, though other pages cite 300+ and 400+.
Strengths

Its alternatives guide says every paid plan includes a named carbon expert, aimed at SMEs without
carbon staff.
Its Zevero alternatives post claims a 95% client retention rate and says it is a certified B Corp.
Its Sage alternatives post says Seedling generates SECR-compliant reports directly, with GHG
Protocol and ISO 14064 alignment.

How to win against them
Target Seedling's up-to-2,000-FTE customers that need CSRD-level disclosure, which its pages
do not name.
Pitch the $10.4K/yr Core plan to Seedling's carbon-only buyers as the step up to ESRS drafting
and an assurance-ready audit trail.

SAMPLE
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Partner with auditors and accounting firms before Seedling expands its accountant channel, since
it already markets carbon tools to accountancies.

Tanso
tanso.de

Threat: Medium · Reach: Regional · Active

Description
Tanso sells ESG, carbon accounting and CSRD reporting software to industrial and manufacturing
companies, mainly in the DACH region, and claims 700+ customers.

Pricing: No free tier, price not public
Weakness

Target non-manufacturing mid-sized firms that Tanso's industrial-only homepage leaves out, and
quote the $10.4K/yr Core tier against Tanso's demo-gated quotes.

Market share: Not disclosed
Strengths

Its website cites 700+ industrial customers, with named references including Alberdingk Boley,
GOLDBECK and iwis across the DACH region.
Its product pages claim 30,000+ emission factors from 14 databases and GHG Protocol Scope 1-3
calculation with all 15 Scope 3 categories.
A Tanso case study says a Scope 1-3 accounting project took two months versus eight months
with external consultants.

How to win against them
Target service and non-manufacturing firms in the 50-500 employee band that Tanso's homepage
frames as outside its core market.
Publish the $10.4K/yr Core price on your site while Tanso requires a demo booking before any
quote.
Court auditors and accounting firms early, since Tanso already markets its product as developed
with auditors.

Apiday
www.apiday.com

Threat: Medium · Reach: National / global · Active

Description
Apiday sells ESG data management and CSRD/SFDR reporting software, with added consultant
support, to private equity and venture firms, enterprises and scale-ups.

Pricing: Per-report pricing according to Emerald Power's 2026 comparison; no public price figure found.
Weakness

Target 50-249-employee CSRD buyers by quoting the $10.4K/yr Core tier against Apiday's FAQ,
which says its CSRD module suits companies from 250 employees up.

Market share: Not disclosed
Strengths

Raised a $10 million Series A in July 2024 with Daphni, AENU and SWEN Capital among backers,
according to TechCrunch coverage.
Claims more than 3,000 companies use its platform as of August 2025, with expansion across 23
countries reported by Netzero Compare.
Its CSRD offering includes double materiality analysis, narrative reports and auditor view-only
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access, per its FAQ and Netzero Compare.
How to win against them

Target Apiday's stated 250-employee floor by pitching CFOs at 50-249-employee firms that sit
below its CSRD focus.
Quote the $10.4K/yr Core tier against Apiday's per-report pricing in side-by-side proposals so
buyers compare total annual cost.
Undercut Apiday's investor-first positioning by selling directly to mid-sized CFOs through auditor
and accounting-firm partner channels.

Envoria
envoria.com

Threat: High · Reach: Regional · Active

Description
Envoria sells modular ESG, CSRD and financial reporting software, quoted per customer, to mid-sized
and large European companies and their auditors.

Pricing
Quote-only; annual license varies by company revenue, selected modules and mapped contracts or
suppliers, with a free Response AI tool listed on OMR.

Weakness: Quote a fixed $10.4K/yr Core price against Envoria's quote-only licences, since OMR says its
costs vary by company revenue and module count.
Estimated users: More than 200 large and medium-sized organizations, per Softwarefinder.
Market share: Not disclosed
Scale evidence: Softwarefinder reports more than 200 large and medium-sized organizations rely on
Envoria as a solution.
Strengths

Its website says it is officially GRI-certified and ships pre-built ESRS reporting templates plus a
double materiality assessment module.
Softwarefinder reports more than 200 large and medium-sized organizations use Envoria, and its
homepage features a WIKA sustainability specialist as a customer testimonial.
Netzerocompare reports recent partnerships with PwC Germany and Vodafone Business, which
overlap with the auditor and accounting-firm channels planned for the entrant.

How to win against them
Target 50-500 employee firms that Envoria's about page does not single out, pitching a fixed-price
CSRD package against its large-corporate and medium-business focus.
Sell against Envoria's pricing opacity by publishing your $10.4K/yr Core and $17K/yr Plus tiers
before buyers ask for a quote.
Partner with audit firms early, offering auditors a limited-assurance audit trail in your Plus tier
before Envoria's PwC Germany tie-up deepens.

SAMPLE
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Daato
www.daato.net

Threat: Medium · Reach: Regional · Active

Description
Berlin-based ESG software vendor, now owned by EQS Group, selling CSRD, VSME and
carbon-footprint reporting modules to companies from SMEs to DAX firms.

Pricing: No public price; quotes only, reached through a demo request (per a 2026 YODIWO
comparison).
Weakness: Publish your $10.4K/yr Core price next to Daato's demo-only pricing to win buyers who want
a number before any sales call.
Estimated users: 400+ enterprises (vendor claim on its website).
Market share: Not disclosed
Strengths

Its website claims it is trusted by 400+ enterprises, a vendor-stated figure no independent source
confirms.
EQS Group, a Thoma Bravo portfolio company, acquired Daato, adding its CSRD tooling to a
broader compliance software suite.

How to win against them
Target mid-sized firms that stalled on Daato's demo-gated quote by sending a written $10.4K/yr
Core price within a day of first contact.
Sell against Daato's EQS ownership by pitching a standalone CSRD tool to buyers who do not want
a multi-module EQS suite contract.
Pre-empt Daato's expanding consulting partner network by signing audit and accounting firms
first, since reviewers note its partner network is growing.

Cozero
www.cozero.io

Threat: Medium · Reach: National / global · Active

Description
Cozero sells carbon accounting and Scope 1-3 reporting software, sold as a Climate ERP, to large
logistics and manufacturing companies such as Maersk and DMG MORI.

Pricing: Vendor does not publish prices; third-party listings show from $1,950 per year, with a free trial
available.
Weakness

Target 50-500 employee firms that Cozero's enterprise-first positioning overlooks, quoting the
$10.4K/yr Core tier against its contact-only pricing.

Estimated users: More than 70 enterprise customers, per Cozero's own statements.
Market share: Not disclosed
Strengths

Cozero closed a $6.5 million Series A in April 2024, led by Kvanted and ENV, to fund international
expansion.
Its reference list names Maersk, DMG MORI and Nippon Express Europe, and it reports more than
70 enterprise customers.
Its listings say it connects ERP, energy and travel data and includes a built-in emissions factor
database.
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How to win against them
Pitch ESRS drafting and an auditor-ready audit trail to 50-500 employee firms, since Cozero's
listings describe it as built for large organizations.
Sign referral agreements with auditors and accounting firms before Cozero does, since its
published references are large enterprises such as Maersk and DMG MORI.
Quote a fixed annual price of $10.4K/yr Core against Cozero's contact-only pricing in
head-to-head deals so CFOs can compare budgets before a sales call.

Normative
normative.io

Threat: Medium · Reach: National / global · Active

Description
Normative sells carbon accounting and CSRD reporting software, priced by quote, to mid-market and
enterprise companies from its Stockholm base.

Pricing: Quote-based Essential and Premium packages; third-party estimates range from about $3,000
to over $100,000 a year.
Weakness: Quote a fixed $9,000 Core entry price against Normative's quote-only Essential and
Premium tiers, and publish the number on your site.
Market share: Not disclosed
Strengths

Normative has raised more than $40 million from investors including Blume Equity, Horizons
Ventures and ETF Partners, per Carbon Herald.
Its pricing page describes more than 349,000 emission factors across 18,000+ material and
activity types in over 200 countries.
Its platform page claims TÜV SÜD verification and export formats aligned with SBTi, CSRD, SECR,
EcoVadis and CDP.

How to win against them
Target 50-500 employee CSRD filers that Normative's enterprise-skewed base under-serves,
leading outreach with the $9,000 Core tier.
Sell against Normative's advisor-led CSRD bundle by showing a self-serve audit trail that the
limited-assurance auditor can review directly.
Recruit audit firms and accounting partners early with the $17K/yr Plus assurance workspace,
before Normative's channel reaches them.

Sami
www.sami.eco/en

Threat: High · Reach: Regional · Active

Description
Sami sells carbon accounting and CSRD reporting software, bundled with SGS-backed consulting, to
mid-sized companies and consultancies, mainly in France and now the UK.

Pricing: Not published; sami.eco says pricing varies by company size and industry, with quotes handled
by sales.
Weakness

Undercut Sami's sales-gated pricing by quoting the $10.4K/yr Core price upfront, since its site
publishes no figure and says cost varies by company size.

Market share: Not disclosed
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Scale evidence: SGS says Sami manages over 30 million tons of CO2e across more than 800 active
customers.
Strengths

SGS took a majority stake in Sami on 21 November 2025, tying its software to a global testing and
certification group.
Its site cites a database of over 300,000 emission factors, with carbon data feeding CSRD
reporting without double entry.
Sami and SGS officially launched the platform in the UK on 10 April 2026, adding the UK to its
French base.

How to win against them
Quote the $10.4K/yr Core price in the first call against Sami, whose site publishes no figure at all.
Target mid-market CFOs who want to skip Sami's consultant-led setup, pitching software-first
onboarding through auditor and accounting-firm partners.
Sell against Sami's customer-count gap by asking prospects to verify reference clients before
signing, since its two published figures disagree.

Position Green
positiongreen.com

Threat: High · Reach: Regional · Active

Description: Nordic ESG software vendor selling carbon accounting, CSRD/ESRS reporting and bundled
advisory to mid-to-large European corporates.
Pricing: Not published; vendor quotes on request per Capterra, Software Advice and TechJockey.
Weakness

Quote a flat $10.4K/yr Core subscription against Position Green's unpublished, advisory-bundled
pricing, and ask buyers to compare written totals.

Estimated users: Self-reported 1000+ companies on its website; no independent count found.
Market share: Not disclosed
Scale evidence: Its website claims 1000+ companies as customers and names PolyPeptide and
Espresso House Group as clients.
Strengths

Its website claims 1000+ companies as customers and names PolyPeptide and Espresso House
Group as reference clients.
Its CSRD page states its platform covers double materiality, ESRS datapoints, and Scope 1-3
carbon accounting, with a claimed 60% reporting time saving.
A UK reporting-software directory records Position Green's acquisition of Greenomy on 4
September 2025 in its profile.

How to win against them
Target Position Green's unpublished pricing by putting a $10.4K/yr Core quote in writing on the
first sales call.
Sell against Position Green's advisory-bundled fees by pitching software-only pricing and an audit
trail the limited-assurance auditor can access.
Recruit the auditors and accounting firms that serve mid-sized EU clients before Position Green's
advisory team reaches them.

SAMPLE
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Ella
useella.com

Threat: Medium · Reach: Local · Active

Description: Ella sells an AI ESG agent for carbon accounting, sustainability reporting and B Corp work to
companies and sustainability consultants.
Weakness

Sell against Ella by quoting the $10.4K/yr Core tier with CSRD/ESRS scope spelled out, since Ella
publishes no price and markets B Corp and EcoVadis alongside reporting.

Market share: Not disclosed
Strengths

Its YouTube channel says the team behind Futureproof has helped 200+ companies over five
years.
Its homepage cites named customers Gropyus, Born Social, Helm and Sustainable Network in
testimonials for ESG reporting work.
Its B Corp page says Ella measures Scope 1–3 emissions from uploaded invoices and data exports,
mapped to B Corp requirements.

How to win against them
Ask Ella prospects for a written price and compare it against the $10.4K/yr Core tier with ESRS
disclosures included.
Target mid-sized companies preparing a first CSRD report by pitching EU-specific ESRS scope
that Ella's B Corp-led marketing does not headline.
Lead with the limited-assurance audit trail against Ella's AI drafting, since the Ella pages reviewed
do not mention assurance support.

TRIPLE I
triplei.io

Threat: Medium · Active

Description
Vienna-based vendor selling its EcoHub AI software for CSRD, ESRS, GRI and GHG Protocol reporting
to companies across sectors, including NGOs and investor-facing teams.

Pricing: Quote-only after a demo request; its structured data lists price as 0 with 'Request a demo to get
a quote'.
Weakness: Quote the $10.4K/yr Core tier publicly against Triple I's request-a-demo-only pricing, since
buyers cannot compare any list price.
Estimated users: Not disclosed
Market share: Not disclosed
Strengths

Its how-it-works page says it integrates with 100+ tools, including ERPs, CRMs and accounting
software, to pull data directly.
Its how-it-works page lists alignment with ESRS, VSME, GRI, ISSB and SASB, plus GHG Protocol
emission factors for Scopes 1-3.
Its homepage lists logos for Microsoft for Startups partner, NVIDIA Inception Program member and
University of Cambridge Institute for Sustainability Leadership.

How to win against them
Publish the $10.4K/yr Core price beside Triple I's request-a-demo-only pricing to win
price-sensitive mid-market CFOs.
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Pitch the auditor-ready audit trail against Triple I's 80% self-reported automation claim by offering
buyers a sample audit file.
Recruit auditors and accounting firms as referral partners before Triple I, whose listed affiliations
are Microsoft, NVIDIA and Cambridge programs.
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SWOT

Strengths
Strong evidence that finance teams consolidate energy, travel and HR data manually in spreadsheets
Annual subscription with natural year-over-year data lock-in
CFO-focused positioning matches who owns the work in firms without sustainability staff
Evidence trail design fits the audit-ready direction investors are funding

Weaknesses
Target segment largely out of mandatory scope after Omnibus I
Price is about 2x the only public mid-market comparable
Auditor partner channel constrained by independence rules
No proprietary data or distribution advantage

Opportunities
VSME becoming the standard format for supplier and bank data requests
Tax advisory firms seeking a new advisory service line
Regional banks needing SME emissions data for their own reporting
Consolidators (SGS, EQS, Green Project Technologies) acquiring focused tools

Threats
Funded incumbents moving down-market as their mandatory market shrinks
AI-native entrants (Ella, TRIPLE I) commoditising drafting
Free VSME templates and accounting-software add-ons
Further regulatory change shrinking or delaying demand again
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Risk register

Management
Explanation: Team composition unknown. The product needs regulatory, carbon methodology and
enterprise integration skills.
Mitigation: Contract a certified carbon or ESG methodology expert before the first pilot.

Stage
Explanation: Idea stage with no customers in a market whose rules just changed.
Mitigation: Sell concierge pilots before building connectors.

Legislation
Explanation: Omnibus I removed the mandatory trigger for 50-500 employee firms. Further changes
remain possible.
Mitigation: Build a framework-agnostic data model and anchor demand on customer and bank requests,
not law.

Manufacturing
Explanation: Software only, with no physical production.
Mitigation: Not applicable.

Sales & marketing
Explanation: Sales-led mid-market cycles at $10K ACV, and the auditor channel is limited by
independence rules.
Mitigation: Use tax advisors that are not the statutory auditor, plus direct CFO outreach.

Funding
Explanation: Investors will discount the category after the scope cut.
Mitigation: Raise only after paid voluntary pilots prove demand.

Competition
Explanation: Many funded players are squeezed into a smaller mandatory market and will fight
down-market.
Mitigation: Own one vertical and one country before expanding.

Technology
Explanation: The technology is buildable, but AI drafting accuracy and connector coverage need care.
Mitigation: Require source citation for every AI-drafted sentence.

Litigation
Explanation: Misstated sustainability data passed to banks or customers creates liability and
greenwashing exposure.
Mitigation: Use terms limiting liability, require human sign-off, and carry professional indemnity
insurance.
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International
Explanation: Every EU market needs local language output and national transposition nuances.
Mitigation: Launch in German only, then Dutch.

Reputation
Explanation: One report rejected by a customer or reviewer spreads fast in tight supplier networks.
Mitigation: Run a paid expert review on the first 10 reports.

Exit potential
Explanation: Active consolidation (SGS buying Sami, EQS buying Daato, Green Project Technologies
buying Emitwise) creates acquirers.
Mitigation: Build partner traction that compliance or assurance groups want to buy.
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Defensibility & moat

Mode: software
Verdict: Partly

Reasoning
A competent team rebuilds AI drafting, emissions maths and a report template in days. What slows them
is maintained connectors to mid-market accounting, HR and utility systems, licensed emission factors
and a methodology reviewers accept. The founder's edge therefore lies in integrations and distribution,
not in the AI layer.

Time to clone
Horizon: months
Note: Maintained DATEV, Exact and HR connectors plus reviewer-accepted methodology take months.

Cloneable parts
AI drafting of disclosure narratives
Scope 1-2 emission calculations from bills
Questionnaire and report templates

Moat parts
Maintained connectors to regional accounting and HR systems
Historical customer data that makes year-two reports automatic
Tax advisor partner network

Comparable apps
Xero
Verdict: Not really
Note: Like Xero's bank feeds and accountant workflows, the value sits in data feeds and the advisor
ecosystem, not the report screens.
Domain: xero.com

QuickBooks Online
Verdict: Not really
Note: Calculation correctness and the accountant ecosystem that trusts it matter more than the
interface.
Domain: quickbooks.intuit.com

Big player defense
Player: Datev
Threat: DATEV ships a VSME module inside the accounting software German tax advisors already use,
pre-filled from client bookkeeping data.
Defense

Cover non-DATEV systems and multiple countries from day one, add utility and HR data DATEV does
not hold, and own questionnaire mapping to specific customer and bank formats.
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Mitigations
Questionnaire mapping library
Description: Map every customer and bank sustainability questionnaire your users receive to your
data model. Each new mapping makes the next supplier's answer instant.

Tax advisor multi-client workspace
Description: Give advisory firms a multi-client dashboard now so one partner brings dozens of
accounts and switching means migrating a whole practice.

Year-over-year data lock-in
Description: Store source-linked historical data so year-two reports are generated automatically,
which raises switching cost every cycle.
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Business model

Revenue model
Type: Subscription
Description

Annual SaaS subscription per company covering data connectors, emissions calculation, AI-drafted
disclosures and an evidence trail, renewed each reporting cycle.

Primary stream: Annual Company Subscription
Secondary streams

Partner multi-client licences for advisory firms
Paid expert review add-on per report
Supplier data request module sold to large customers

Pricing strategy
Recommended: $10.4K/yr Core (your $9,000 entry), $17K/yr Plus with assurance workspace
Rationale

The founder set $9,000 per year, about $10.4K. That covers a full annual report cycle and is below a
typical external consultant engagement. The Plus tier captures firms that still face assurance requests
from customers or that sit near the new threshold.

Comparables
Seedling publishes about $5.3K/yr for carbon accounting with expert support. Sweep, Greenly,
Envoria, Plan A, Tanso and Apiday are contact-only or have no public price and no free tier.

Unit economics
CAC

Estimate: $4,200
Breakdown: 40% Cold Outreach at $4,000, 30% Partnerships at $5,000, 20% Content Marketing at
$2,500, 10% Events at $6,000
Explanation: Sales-led $10K ACV mid-market
Methodology

Founder-led outreach dominates early. Partner referral fees add cash. This sits inside the
$50-$2,000 B2C benchmark's upper bound only loosely, since mid-market B2B ACV justifies a
higher CAC.

LTV
Estimate: $31,200
Assumptions: $867/mo ARPU ($10.4K/yr), 25% annual churn (~2.1%/mo), 75% gross margin, 4-year
average life
Explanation: 4 years × $10.4K × 75%
Methodology

Annual renewals tied to recurring customer and bank requests. The 25% churn is higher than for
compliance-mandated software because reporting is now voluntary for this segment.
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LTV/CAC ratio
Value: 7.4:1
Explanation: LTV ÷ CAC
Methodology: $31,200 / $4,200. This is healthy on paper but rests on willingness to pay $10.4K for
voluntary reporting, which is unproven.

Payback period
Value: 6.5 months
Methodology: $4,200 CAC / $650 monthly gross profit ($867 × 75%). Annual upfront billing returns
the cash immediately.

Gross margin
Value: 75%
Methodology

Per-customer LLM inference, connector maintenance, onboarding and support hours deducted
from $10.4K/yr. Below pure SaaS because of data cleanup during onboarding.

Assessment: Healthy if the price holds, concerning because the legal trigger behind the price has gone
for most of the segment.

Break even analysis
Estimated monthly burn: $8,080
Revenue to break even: $10,773/month
Customers to break even: 13 customers
Timeline estimate: Beyond month 12, reached once the base hits 13 accounts, about month 15 at the
moderate pace of 1.2 new accounts per month.

Investor view
Section verdict

Score: 43
Bottom line

Subscription revenue and annual data reuse are plausible, but the proposed price and unit
economics depend on voluntary buyers paying more than the visible mid-market anchor.

Insights
Traction narrative

At $10.4K per year, the product is priced at about twice Seedling's cited public entry price of
approximately $5.3K per year, despite a narrower VSME use case and an unproven voluntary
trigger. The projected 7.4:1 LTV:CAC ratio assumes $4,200 CAC, 75% gross margin, and 25%
annual churn, none of which has been observed in customer data.

Implication
The model could work if customers renew and onboarding remains light, but the present
economics are scenario assumptions rather than evidence. A paid concierge offer should establish
both willingness to pay and delivery cost before software investment.

Skeptic's view
Red flags

The $10.4K annual price exceeds the visible Seedling price and faces direct objections that a
consultant or free template costs less. Signal: fewer than 4 of 40 demo prospects select the
$10.4K tier when shown a $5K alternative.
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The 75% gross-margin estimate includes onboarding, data cleanup, connector upkeep, support,
and methodology review without measured delivery hours. Signal: the first 5 concierge reports
require more than 20 combined founder and expert hours per customer.
The LTV:CAC estimate relies on four years of customer life despite voluntary reporting, and no
renewal behavior is available. Signal: fewer than 3 of 5 pilot customers commit to a second
reporting cycle.

Deal breakers
The proposed annual subscription cannot support acquisition cost if buyers only accept a
low-priced, one-off report. Signal: fewer than 2 of 100 qualified prospects pay $3K upfront for a
concierge pilot within 6 weeks.

Qualitative synthesis
Recurring objections

What evidence supports a $10.4K annual contract when buyers may use a free template or pay
less for a one-off report?
How many hours of data cleanup and expert review are required to deliver each report at the
assumed gross margin?
What retention evidence supports a four-year customer life for a now-voluntary annual
workflow?

Aha insight
The attractive unit economics are produced by a high annual price and assumed renewal life, while
the strongest observed price reference is materially lower and the voluntary buyer has an explicit
free-template alternative.

Recommendation
Focus: Prove paid conversion and report delivery cost before committing to subscription pricing or
connector development.
Key assumption: Customers will pay enough for a recurring VSME and questionnaire service to cover
sales and data-cleanup costs.
Next step

Offer a $3K upfront concierge report to 100 qualified firms, record delivery hours, and present a
$5K and $10.4K annual option to each pilot customer.
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Business model: alternative

Revenue model
Type: SaaS + Enterprise Supplier Network + Advisory Partner Licensing
Description

Annual SaaS subscription per company covering data connectors, emissions calculation, AI-drafted
disclosures and an evidence trail, renewed each reporting cycle.

Primary stream: Annual Company Subscription
Secondary streams

Partner multi-client licences for advisory firms
Paid expert review add-on per report
Supplier data request module sold to large customers

Model description
Annual subscriptions monetize reusable VSME reporting, emissions data collection, evidence
management and customer-request workflows, with higher-priced plans for large buyers managing
supplier programs. Advisory firms pay for multi-client workspaces, while expert review and
implementation are optional paid add-ons.

Pricing strategy
Recommended

$6,000/year Essentials; $15,000/year Pro; $36,000/year Buyer Network; advisory partner workspace
from $12,000/year, with optional expert review priced per report

Rationale
Price against the cost and friction of repeated spreadsheet collection, supplier follow-up and external
reporting support,not against the cost of basic carbon software. Seedling's publicly described entry
pricing and Sweep's AWS Marketplace Base plan at $3,600/year provide lower-priced reference
points; Greenly listings cited in the base case put some CSRD tiers around $5,000–$12,000/year. The
$15,000 Pro tier is justified when it replaces recurring manual coordination across finance,
sustainability and procurement, while the $36,000 tier serves buyers that can reuse the platform
across many suppliers. Validate the premium against actual consulting quotes and hours saved in
pilots.

Comparables
Seedling publishes about $5.3K/yr for carbon accounting with expert support. Sweep, Greenly,
Envoria, Plan A, Tanso and Apiday are contact-only or have no public price and no free tier.

Unit economics
CAC

Estimate: $3,000
Explanation

At scale, advisory partnerships and buyer-invited supplier onboarding reduce dependence on
one-to-one outbound sales. This assumes partner commissions and self-serve onboarding are
included in acquisition cost, with sales effort focused on Pro, Buyer Network and partner accounts.
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LTV
Estimate: $60,000–$64,000
Explanation

Assumes a blended $15,000 annual contract value, 85% gross margin and a conservatively capped
five-year customer relationship: approximately $63,750 in gross-profit LTV. Renewals, expansion
from Pro to Buyer Network, and reuse of supplier profiles support retention.

LTV/CAC ratio
Value: 20–21:1
Rationale

The estimate follows from roughly $60,000–$64,000 of capped gross-profit LTV against $3,000
CAC. Partner distribution and expansion within existing buyer-supplier programs are the principal
drivers; this ratio depends on achieving the assumed retention and channel mix.

Payback period
Value: About 3 months
Rationale

At $15,000 annual contract value and 85% gross margin, monthly gross profit is about $1,063 per
customer; a $3,000 CAC is recovered in roughly 2.8 months. Annual prepayment can improve cash
collection, but is not required for this calculation.

Gross margin
Value: 85%
Explanation

Standardized templates, automated data ingestion and evidence reuse reduce marginal delivery
work as the customer base grows. Connector maintenance, cloud and AI usage, partner
commissions, onboarding and support remain material costs.

Assessment: Healthy if the price holds, concerning because the legal trigger behind the price has gone
for most of the segment.

Break even analysis
Estimated monthly burn: $100,000 in operating expenses at the modeled scale
Revenue to break even: About $118,000 MRR at 85% gross margin
Customers to break even: About 95 customers at a blended $1,250 monthly revenue per customer
Timeline estimate

Approximately 30–36 months, if customer acquisition is funded from the founder's budget and
collected revenue, and hiring and infrastructure costs are added only as revenue supports them

Scalability
Level: High
Description

The compounding mechanism is a reusable supplier evidence graph: suppliers can maintain data and
supporting documents once, then share approved information with multiple requesting customers.
Each buyer that invites suppliers can lower onboarding friction for those suppliers and make the
platform more useful to the next buyer. Advisory partners add distribution and repeat workflows,
while the network effect depends on actual cross-customer reuse.

Confidence level: medium
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Confidence rationale
The model has relevant pricing references from Seedling, Sweep and Greenly, and established
competitors such as Novisto and Plan A show that organizations buy ESG reporting software. However,
the scale-up case depends on voluntary reporting and value-chain requests producing durable
willingness to pay after the shift away from a broad mid-market legal mandate; that demand and the
proposed supplier-network effect still need customer validation.

Scenario label: Supplier Evidence Network Flywheel

Key assumptions
Within 18 months, at least 30 paying organizations subscribe, and at least 40% of new customers
come through advisory partners or invitations from existing buyer customers.
At least 60% of Pro customers invite 25 or more suppliers within their first year, and at least 30% of
invited suppliers reuse a profile or evidence package for a second requesting customer.
The blended annual contract value reaches $15,000 without discounting more than 15% from list
price, with a customer mix that includes Essentials, Pro, Buyer Network and partner licenses.
Annual logo churn falls to 15% or less after the first renewal cycle, and at least 20% of retained
customers expand into a higher tier or additional supplier workflows within two years.
Fully loaded CAC reaches $3,000 or less after partner commissions and sales labor are included,
with partner- and customer-invited sales accounting for at least half of new customer wins.
Gross margin reaches 85% after onboarding, support, hosting, AI usage, connector maintenance and
partner commissions are included.
The company reaches approximately 95 blended customers and $118,000 MRR within 30–36 months,
while keeping operating expenses at or below about $100,000 per month.
Growth is financed only from founder budget and collected operating revenue; hiring, paid
acquisition and infrastructure commitments are gated by revenue, with no outside financing.
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Execution fit

Scalability
Level: Medium
Explanation

The software scales, but each new customer needs data mapping and onboarding. Multi-language
output (German, Dutch, French) and per-country nuances add work.

Build difficulty
Level: High
Explanation

It needs ERP, accounting and HR connectors (DATEV, Exact, Sage, Xero, Personio), licensed emission
factors, framework mapping to VSME and ESRS, AI drafting with source citation, and an audit-grade
evidence trail.

Time to first revenue
Estimate: 2-3 months
Explanation: Concierge VSME pilots can be sold before the product exists. Self-serve revenue needs 6+
months of connector work.
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Go-to-market

Ideal customer profile
EU mid-sized suppliers
Fit score: high
Who they are: EU companies with 50-500 employees, mainly in DACH and Benelux, with
$10M-$150M revenue. They sell to large in-scope customers or borrow from banks that request
sustainability data. Usually there is no dedicated sustainability team, so the CFO or a finance
controller owns it.
How they think: They are relieved they are out of mandatory CSRD scope but under pressure from
customers and lenders. They want the smallest credible answer at the lowest cost and distrust
anything sold with compliance fear.
Available money: $3K-$12K/yr
How they buy: The CFO decides after a customer or bank request lands. They compare against a
consultant quote and the free Excel template route, and buy annually, often on their tax advisor's
recommendation.
Pain points

Consolidating energy bills, travel bookings and commuting surveys by hand into a spreadsheet
every year
Answering different sustainability questionnaires from multiple customers and banks with
inconsistent numbers

Trigger events
A large customer's procurement team sends a VSME or carbon data request with a deadline
Their bank asks for emissions data during a loan renewal or green financing application

Objections
We are no longer legally required, so a free template is enough
$10K/yr is more than our consultant charged for last year's one-off report
Connecting our ERP and HR systems is an IT project we cannot staff

Media channels: LinkedIn (CFO and controller groups), regional chambers of commerce (IHK, Kamer
van Koophandel) events, tax advisor newsletters, Handelsblatt and FD finance sections
Segment size: ~10% of TAM
Buying role

Roles
User
Payer

Needs to hear: Compare the annual price with your consultant quote plus the hours your team
spends rebuilding the spreadsheet every year.

Current workaround: Excel spreadsheet fed by hand from energy bills and travel data
Voice

Phrases
Every spring I rebuild the same spreadsheet from energy bills and travel invoices.
Each customer sends its own questionnaire and the numbers never quite match.
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Searches
carbon footprint software for mid-sized companies
customer sustainability questionnaire emissions data supplier

Opening line
Your customers and bank now ask for emissions data, each in a different format. How are you
putting those numbers together today, and who in finance owns it?

Objection answers
Objection: We are no longer legally required, so a free template is enough
Answer: A template works for one request. Customers and banks each ask differently, so we
can run your own data and show whether one set of numbers covers them.
Proof: Demo on your own energy and travel data next to your template

Objection: $10K/yr is more than our consultant charged for last year's one-off report
Answer: The consultant fee comes back every year, plus your staff hours. The entry plan is
about $9,000 a year, and we can compare both line by line.
Proof: Side-by-side of last year's consultant invoice and our entry price

Objection: Connecting our ERP and HR systems is an IT project we cannot staff
Answer: The product connects to accounting, ERP, HR and energy data. We can check which of
your systems connect before you commit any IT time.
Proof: Connector check of your accounting and HR systems on a call

Large in-scope EU reporters
Fit score: medium
Who they are: EU companies above 1,000 employees and $450M turnover that remain in mandatory
CSRD scope, with a sustainability lead plus finance and audit stakeholders.
How they think: Assurance-driven and risk-averse. They prefer vendors with a track record auditors
already accept.
Available money: $30K-$150K/yr
How they buy: Formal RFP with procurement, IT security review and auditor input, over a 6-9 month
cycle.
Pain points

Passing limited assurance with traceable data lineage
Collecting data from hundreds of suppliers for Scope 3 and value-chain disclosures

Trigger events
First mandatory report deadline under the amended CSRD timeline
An auditor flags data lineage gaps in a dry-run assurance engagement

Objections
No assurance track record from a new vendor
Already evaluating Sweep, Novisto or Daato
Security and procurement requirements a startup cannot meet

Media channels: LinkedIn sustainability leader groups, Verdantix and ESG Today coverage, Big Four
webinars, sustainability conferences
Segment size: ~45% of TAM
Buying role

Roles
User
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Payer
Blocker

Needs to hear: Every disclosure figure traces back to its source data in an audit trail that your
limited-assurance auditor can review.

Current workaround: Spreadsheets and consultants, or a platform like Sweep or Daato
Voice

Phrases
Our auditor wants to see where every number came from.
We have hundreds of suppliers and no clean Scope 3 data.

Searches
CSRD limited assurance data lineage software
ESRS reporting software double materiality assessment

Opening line
Your first CSRD report is due and the auditor will ask where each figure came from. Is data lineage
back to source systems already solved on your side?

Objection answers
Objection: No assurance track record from a new vendor
Answer: We have no audit history to cite. The product keeps an audit trail built for limited
assurance, so your auditor can test it on a dry run.
Proof: Audit trail walkthrough with your auditor on sample data

Objection: Already evaluating Sweep, Novisto or Daato
Answer: Good. Compare us on the same sample data. We can show the double materiality
assessment, Scope 1-3 calculation and evidence trail against your criteria.
Proof: Demo on your sample data, scored against your RFP criteria

Objection: Security and procurement requirements a startup cannot meet
Answer: Send your security questionnaire and we answer it in writing, including any gaps,
before you spend procurement time on us.
Proof: Written answers to your security questionnaire before any RFP step

Tax and advisory firms
Fit score: low
Who they are: Mid-sized accounting, tax advisory and consulting firms that are not the statutory
auditor of the client, each serving dozens of SME and mid-market clients that now get sustainability
data requests.
How they think: They see VSME as a new billable advisory line but lack tooling and expertise, and
they want white-label or multi-client workflows.
Available money: $10K-$40K/yr per firm
How they buy: The partner decides after a pilot with 2-3 clients, and expects revenue share or a
multi-client licence.
Pain points

Clients ask for sustainability help the firm cannot deliver efficiently
No standard tool to run VSME reports across many clients

Trigger events
Several clients forward the same customer data request in one quarter
A competing firm launches an ESG advisory service
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Objections
Liability for sustainability numbers outside their expertise
Low client willingness to pay for voluntary reports
Integration with their existing practice software (DATEV and similar)

Media channels: Professional chamber publications, tax advisor associations, accounting-software
partner ecosystems, LinkedIn
Segment size: ~5% of TAM
Buying role

Roles
Payer
User

Needs to hear: A pilot with two or three clients lets you test the tool and the economics before you
commit the firm.

Current workaround: Email and Excel per client, handled case by case
Voice

Phrases
Three clients forwarded the same sustainability request this quarter and we have no process.
Clients ask us for ESG help and we do not have a tool.

Searches
VSME report software for tax advisors
ESG advisory tools for accounting firms

Opening line
Several of your clients are probably forwarding customer sustainability requests right now. Are you
handling each one by hand, or have you set up a standard process?

Objection answers
Objection: Liability for sustainability numbers outside their expertise
Answer: The tool calculates and drafts, and keeps an evidence trail for each figure, so you
review sourced numbers instead of vouching for unsourced ones.
Proof: Evidence trail for one figure, shown live

Objection: Low client willingness to pay for voluntary reports
Answer: Start with clients already forwarding customer or bank requests. A pilot with two or
three shows what they will pay before you invest.
Proof: Pilot plan for 2-3 clients with a pricing worksheet

Objection: Integration with their existing practice software (DATEV and similar)
Answer: I cannot promise a DATEV link today. The product connects to accounting systems, so
we will check yours together on a call.
Proof: Live check of your practice software against our connector list

Channels
Channel: Cold Outreach
Priority: Primary
Cash CAC: $0
Estimated CAC: $4,000
Rationale: Incumbents Sweep, Greenly, Plan A, Envoria and Tanso are all contact-only or no-free-tier,
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which means sales-led outbound is how this category sells today. Founder-led outreach to CFOs of
known suppliers of in-scope companies tests the post-Omnibus wedge fastest.
Reachability: Direct
Reachability why: Mid-sized company CFOs are individually identifiable on LinkedIn and company
registers and can be messaged 1:1 today.

Channel: Partnerships
Priority: Secondary
Cash CAC: $1,560
Estimated CAC: $5,000
Rationale: Sami's move into SGS and Daato's into EQS Group show distribution through assurance
and compliance networks is how this category scales. Partner with tax advisors and accounting firms
that are not the client's statutory auditor, at a 15% first-year referral fee, because independence rules
block the assurance auditor from recommending tools.
Reachability: Via gatekeeper
Reachability why: The advisory firm decides which clients hear about you.

Channel: Content Marketing
Priority: Secondary
Cash CAC: $0
Estimated CAC: $2,500
Rationale: Free spreadsheet templates and data-collection guides (greenerahead.com's carbon
workbook, Hedgehog's data collection plan, Wattnow's Excel tracker) already capture this search
intent. Greenly and Plan A both publish CSRD education content.
Reachability: Partial
Reachability why: You reach people searching for VSME or carbon templates, not identified
individuals.

Channel: Events
Priority: Experimental
Cash CAC: $2,000
Estimated CAC: $6,000
Rationale: Regional chambers of commerce run sustainability sessions for mid-sized members, and
sales-led incumbents such as Tanso, with its industrial focus, and Position Green, with its consulting
model, rely on in-person trust building with these buyers.
Reachability: Partial
Reachability why: You reach a room of the segment, then convert individuals through follow-up.

Master channel
Channel: Cold Outreach
Why

The single most important unknown is whether out-of-scope mid-sized firms pay $10K for voluntary
reporting, and only direct CFO conversations answer that in weeks. Partnerships and content
compound later but cannot validate the post-Omnibus pivot before you build.

Install actions
Build a list of 300 DACH and Benelux companies with 50-500 employees that supply known
in-scope large companies
Send a 3-step LinkedIn and email sequence offering a free 'what your customers can still ask you
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for after Omnibus' VSME gap check
Log every conversation in a CRM with trigger event, current tool and stated budget

Launch strategy
Approach

Concierge VSME pilots first. Deliver 5 VSME reports semi-manually at a pilot price, using the
founder's workflow plus spreadsheets and AI drafting, then automate the steps that repeat.

Initial target
German and Dutch suppliers with 50-500 employees that have received a sustainability data request
from a large customer or bank in the last 6 months

Key partnerships
Mid-sized tax advisory firms in Germany (not the statutory auditor of the client)
Regional banks building SME financed-emissions data

First100 customers
Strategy

The paying customer is a company account on an annual contract, and the CFO signs. 100 accounts
is the wrong first milestone at $10.4K/yr with sales-led cycles. The right one is 10 paying accounts
(about $104K ARR). Step 1, Cold Outreach: reach 300 supplier CFOs and keep going if at least 5 paid
pilots close from 100 conversations. Step 2, Partnerships: sign 3 tax advisory firms and keep going if
each refers 2 clients within a quarter. Step 3, Content Marketing: publish VSME templates and
continue only if they produce 10 qualified demos a month. The timing assumes about 1.2 new
accounts a month, matching the moderate case of 3 by month 6 and 10 by month 12.

Timeline: 9-12 months
Key actions

Write a one-page VSME data request response kit to use as the outreach hook
Price a concierge pilot and collect payment upfront
Interview 10 tax advisors on whether clients ask them for sustainability help

Investor view
Section verdict

Score: 53
Bottom line

The target buyer and request-driven triggers are identifiable, but direct sales are
founder-dependent and the proposed auditor channel is constrained by independence rules.

Insights
Traction narrative

A customer questionnaire or loan renewal creates a specific moment to reach a CFO, and LinkedIn,
regional chambers, and tax-advisor networks are named channels. Cold outreach can test the
wedge quickly, but prospects may choose a free template, compare against a one-off consultant,
or resist an IT integration project.

Implication
The initial route is suitable for learning, not yet a demonstrated scalable acquisition system.
Non-auditor tax advisors are a plausible partner channel, but it requires signed referrals and
evidence of client conversion.
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Skeptic's view
Red flags

The primary channel is cold outreach with an estimated $4,000 CAC and no conversion history.
Signal: fewer than 5 paid pilots result from the first 100 qualified conversations.
Auditor referrals are limited by independence rules, while the recommended substitute,
non-auditor tax advisors, has not been tested. Signal: fewer than 3 of 10 advisory firms sign a
referral agreement within 6 weeks.
The buyer has several reasons to defer, including no legal mandate, free templates, consultant
alternatives, and limited IT capacity. Signal: more than 40% of 20 CFO interviews cite one of
these objections as the main reason not to pilot.

Deal breakers
The channel model fails if direct outreach produces no paid evidence and tax advisors do not
introduce clients. Signal: fewer than 2 paid pilots from 100 qualified prospects and zero signed
partner agreements after 6 weeks.

Qualitative synthesis
Recurring objections

Can the founder repeatedly reach CFOs when a customer request arrives, rather than only
reach them through general ESG interest?
Will non-auditor tax advisors risk referral liability for sustainability data they do not control?
Can the product sell without a long integration project to firms that have no sustainability team?

Aha insight
The trigger is narrow and well timed: a specific request from a customer or lender reaches the
CFO, but the plan's most scalable route depends on advisor behavior that is still only a hypothesis.

Recommendation
Focus: Use founder-led outreach to suppliers with a recent, documentable request, then test
non-auditor tax-advisor referrals in parallel.
Key assumption: A recent request creates enough urgency for a CFO to pay before the product has
connectors or an established brand.
Next step: Build the 300-company supplier list, contact CFOs with a request-response check, and
track paid pilot conversion by trigger source.
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Lean Canvas

Problem
Score: 6
Explanation

Manual spreadsheet consolidation is confirmed by strong workflow evidence, but the mandatory
deadline driving urgency is gone for most of the segment.

Customer segments
Score: 4
Explanation: The stated segment, 50-500 employees 'newly in scope', largely no longer exists in
mandatory terms after the Omnibus.

Unique value proposition
Score: 5
Explanation: 'Autopilot plus audit trail' is also claimed by Ella, TRIPLE I and Novisto. A VSME and
questionnaire focus would sharpen it.

Solution
Score: 6
Explanation

Connectors plus AI drafting plus an evidence trail is technically sound but overbuilt (double
materiality, limited assurance) for voluntary reporters.

Channels
Score: 5
Explanation: The partner channel through auditors is constrained by independence rules. Tax advisors
and direct outreach remain viable.

Revenue streams
Score: 6
Explanation: Annual subscription with renewals is clean. The price is roughly 2x Seedling's public entry
point.

Cost structure
Score: 6
Explanation: Modest software burn, but methodology expertise and connector upkeep are ongoing
costs.

Key metrics
Score: 6
Explanation: Paid pilots, time-to-report, reviewer acceptance rate and renewal rate are measurable.
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Unfair advantage
Score: 3
Explanation: No proprietary data, network or distribution yet. AI drafting is commodity.
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Porter forces

Rivalry
Score: 9
Explanation

A crowded field of funded EU players (Sweep, Greenly, Plan A, Daato, Novisto and more) is now
chasing a smaller mandatory market after the scope cut.

New entrants
Score: 7
Explanation: AI lowers drafting barriers, so entrants like Ella and TRIPLE I appear quickly. Connectors
and auditor trust are the only real barriers.

Substitutes
Score: 8
Explanation: Free Excel templates (greenerahead.com, Wattnow), consultants and the free VSME
standard itself substitute directly for voluntary reporters.

Supplier power
Score: 4
Explanation: LLM APIs are interchangeable. Emission-factor databases and ERP API access carry
moderate leverage.

Buyer power
Score: 7
Explanation: Without a legal mandate, mid-sized buyers can defer, use templates or push on price.

Overall attractiveness
Unattractive for the stated segment. High rivalry and strong substitutes meet a demand trigger that
regulation just weakened. It is moderately attractive only if repositioned on value-chain questionnaires,
where there is still an external deadline.SAMPLE
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VC scorecard

Team
Score: 4
Explanation: No team information provided. This category requires combined ESG methodology, finance
and integration expertise.

Market size
Score: 6
Explanation: $1.83B global and an estimated $512M European market growing 19.6%, but the
mid-market slice is shrinking in mandatory terms.

Product
Score: 5
Explanation: The feature set matches the pre-Omnibus market and is overscoped for voluntary
reporters.

Competition
Score: 3
Explanation: Many funded, active EU competitors, and AI-native entrants claim the same automation.

Marketing
Score: 5
Explanation: Direct CFO outreach works. The auditor channel is compromised by independence rules.

Funding need
Score: 5
Explanation: Can reach first revenue with concierge pilots. Connectors and the methodology expert
need $500K-$1M of runway.

Other
Score: 3
Explanation: Timing is poor. The original 'why now' was the regulatory deadline, now delayed or
removed for this segment.

Investment readiness
Not fundable as described. A seed investor will immediately ask about the Omnibus scope cut. Fundable
at pre-seed only after 5+ paid VSME pilots show voluntary willingness to pay.
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PMF signals

Urgent problem
Signal: No
Evidence

The workflow is real, but the legal deadline for 50-500 employee firms was removed or delayed.
Urgency now comes only from customer and bank requests.

Ten xbetter
Signal: No
Evidence: Automation versus spreadsheets is a large gain, but versus Sweep, Ella or TRIPLE I the same
promise already exists.

Early adopters
Signal: Yes
Evidence

Suppliers receiving VSME or carbon requests from large customers are identifiable, and the workflow
evidence shows them building spreadsheets today.

Willingness to pay
Signal: No
Evidence: The only public price in this field is Seedling's ~$5.3K/yr. $10.4K/yr for a now-voluntary
report is unproven.

Clear channel
Signal: No
Evidence: The planned auditor channel conflicts with independence rules. Direct outreach works but is
slow and founder-limited.

Viral potential
Signal: No
Evidence: Reports go to customers and banks, not peers. A supplier-request feature could add some
network pull later.

Natural retention
Signal: Yes
Evidence: Requests recur annually and historical data in the system makes year-two reports cheaper,
which raises switching cost.

Why now
Signal: No
Evidence: The original why-now was CSRD wave 2/3 deadlines, which have been delayed and narrowed
by stop-the-clock and the Omnibus.

PMF likelihood: Low
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PMF timeline: 12-18 months if repositioned on VSME and value-chain requests; unlikely as currently
scoped.
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Financial projections

Estimated costs
Monthly burn: $8,080/mo
Breakdown

Category: Infrastructure
Estimate: $800/mo
Rationale: EU-hosted cloud, database, base LLM capacity and connector hosting

Category: Tools
Estimate: $600/mo
Rationale: CRM, LinkedIn Sales Navigator, analytics, document management, e-signature

Category: Marketing
Estimate: $1,000/mo
Rationale: VSME templates and guides, German-language content production, webinar hosting

Category: Acquisition
Estimate: $780/mo
Rationale: Partnerships $1,560 cashCac × 30% plus Events $2,000 × 10% = $668 per customer, ×
1.17 customers/mo in the moderate case ((10 - 3) / 6)

Category: Staff
Estimate: $4,000/mo
Rationale: Part-time contracted carbon and ESG methodology expert to review calculations and
reports

Category: Legal/Compliance
Estimate: $500/mo
Rationale: GDPR data processing agreements, professional indemnity insurance, terms limiting
liability for reported figures

Category: Licensing
Estimate: $400/mo
Rationale: Commercial emission factor dataset licence

Assumptions: Bootstrap estimates - no user budget provided
Burn benchmark

Within typical range for an early B2B compliance SaaS. Most solo-founder teams with one contracted
domain expert spend $6K-$12K/mo before the first hire.

Revenue scenarios
Conservative

Month6: $867 MRR
Month12: $3,468 MRR
Customers month6: 1
Customers month12: 4
Primary channel: Cold Outreach
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Assumptions: Cold Outreach at $4,000 CAC, $10.4K/yr ($867/mo) Core price, slow conversion as
prospects default to free templates
Breakeven month: 0

Moderate
Month6: $2,601 MRR
Month12: $8,670 MRR
Customers month6: 3
Customers month12: 10
Primary channel: Cold Outreach
Assumptions: Cold Outreach at $4,000 CAC plus partner referrals, $10.4K/yr Core price, about 1.2
new accounts per month after month 6
Breakeven month: 0

Aggressive
Month6: $5,202 MRR
Month12: $17,340 MRR
Customers month6: 6
Customers month12: 20
Primary channel: Partnerships
Assumptions: Partnerships at $5,000 CAC with 3+ active tax advisors, $10.4K/yr Core price, about
2.3 new accounts per month
Breakeven month: 9

Pricing confidence
Score: 55
Your price: $10.4K/yr
Competitor min: $5.3K/yr
Competitor max: $5.3K/yr
Position: Premium
Rationale

Seedling's ~$5.3K/yr is the only public price among the carded competitors. All others are
contact-only, so your $10.4K/yr sits at about 2x the visible anchor for a now-voluntary report.

Actionable insight
Hold $10.4K/yr for firms that face assurance requests, and add a $5K/yr VSME tier to match
Seedling's anchor. If fewer than 10% of demos pick $10.4K, make $5K the default.

Funding recommendation
Next round: Pre-seed
Amount needed: $750K
Timeline: After 5 paid VSME pilots and 3 signed tax advisor partners, roughly months 4-6
Milestones

5 paid concierge VSME pilots
3 signed tax advisor referral agreements
One accounting connector live in production
10 annual subscriptions (about $104K ARR)
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First renewal commitments from pilot customers
Fundability score: 35
Fundability rationale

The category is funded (Novisto raised $27M in 2026), but investors will discount a mid-market CSRD
play after the Omnibus scope cut. Proof of voluntary willingness to pay is required before any round.

Target fundability: 58
Comparables

Novisto
Type: VC funded

Investor view
Section verdict

Score: 42
Bottom line

The estimated burn is within the stated early-stage range, but the moderate case remains below
monthly break-even at month 12 and the funding case depends on unproven price and channel
assumptions.

Insights
Traction narrative

Estimated monthly burn is $8,080, within the analysis's stated $6K-$12K early B2B SaaS range.
The moderate case reaches 10 customers and $8,670 MRR at month 12, below the stated $10,773
monthly revenue break-even level, while the aggressive case reaches break-even in month 9 only
with partner-led growth.

Implication
The burn plan is not the primary concern; the customer acquisition pace and realized price are. The
projected 35 fundability score rising to 58 after milestones is directionally plausible, but 5 pilots and
3 signed partners would still need conversion and renewal evidence.

Skeptic's view
Red flags

The moderate case reaches only 10 customers by month 12 against a stated break-even
requirement of 13 customers, while its breakevenMonth is shown as 0. Signal: fewer than 10
annual customers are signed by month 12.
The aggressive case assumes 3 or more active tax advisors and about 2.3 new accounts per
month without referral performance data. Signal: fewer than 2 client introductions per signed
advisor within a quarter.
The pricing confidence score is 55 and the $10.4K annual price sits above the visible Seedling
reference, while voluntary buyer willingness to pay is untested. Signal: fewer than 4 of 40 demo
prospects select the $10.4K tier when offered a $5K option.

Deal breakers
The pre-seed funding path is not supported if the proposed paid-pilot and partner milestones
fail to establish repeatable demand. Signal: fewer than 5 paid pilots or fewer than 3 signed
tax-advisor partners before fundraising.

Qualitative synthesis
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Recurring objections
Why does the moderate scenario mark breakevenMonth as 0 when projected month-12 MRR is
below stated break-even revenue?
What observed conversion data supports the estimated CAC and the aggressive partner-led
acquisition rate?
What evidence will make investors accept the $10.4K price and 75% gross margin for a
voluntary workflow?

Aha insight
The modeled economics look strongest in the case that assumes the unproven channel works:
direct outreach produces the moderate case, which remains below break-even, while only the
partner-heavy aggressive case reaches break-even within the modeled year.

Recommendation
Focus: Rebuild the forecast around observed paid conversion, delivery hours, and partner referrals,
and reconcile the break-even month field.
Key assumption: A repeatable acquisition channel can convert customers at an annual price that
covers the estimated CAC and ongoing service costs.
Next step

Replace scenario inputs with pilot results and model monthly customer count, MRR, gross margin,
and cash runway through the 13-customer break-even point.

Forecast basis
Version: 1
Inputs key: fb1:flyrbr
Items

Scenarios
conservative
moderate
aggressive

Kind: price
Value: $10.4K/yr

Scenarios
conservative
moderate

Kind: cac
Value: $4,000

Scenarios
aggressive

Kind: cac
Value: $5,000

Scenarios
conservative

Kind: growth
Value: 1 then 4 customers
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Scenarios
moderate

Kind: growth
Value: 3 then 10 customers

Scenarios
aggressive

Kind: growth
Value: 6 then 20 customers

Scenarios
conservative
moderate
aggressive

Kind: churn
Value: 25% a year

Scenarios
conservative
moderate
aggressive

Kind: grossMargin
Value: 75%

Scenarios
conservative
moderate
aggressive

Kind: monthlyCosts
Value: $8,080/mo
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Pre-mortem

Causes
Cause: Renewals collapsed in Q3 because banks sent questionnaires once, then stopped requesting
them from supplier firms. Only 4 of 11 paying firms renewed in the first cohort. The model assumed
25% churn, so LTV fell far below the $31,200 projection. Without renewals, the $4,200 CAC never
paid back and cash ran out in month 14.
Linked dimension: Retention
When it became fatal: Q3
Early warning signal: By day 90, fewer than 60% of pilot customers confirm a recurring bank or
customer request for year two.

Cause: Cold outreach became the main channel, and its CAC rose from $4,000 to $9,000. Partner
referral fees of $5,000 per deal produced no closed accounts by month 6, since tax advisors kept
their own clients. Seedling's free Starter tier then captured supplier firms that only needed a
questionnaire answer. Paid conversion stalled as those buyers chose the free option.
Linked dimension: Distribution
When it became fatal: Q2
Early warning signal: By day 60, fewer than 10% of advisor referrals reach a paid pilot call.

Cause: Onboarding data cleanup for accounting and utility feeds consumed far more hours than the
plan allowed. Each account took about 60 support hours during onboarding. Gross margin fell from
75% to 48% as connector upkeep and LLM inference costs rose. Payback stretched from 6.5 months
to over 16 months, so the bank credit line was breached in Q4.
Linked dimension: Execution
When it became fatal: Q4
Early warning signal: By day 90, average onboarding effort per account exceeds 25 support hours.
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Workflow evidence

Signal: Strong
Workflow exists: Yes
Result count: 10
Cited count: 5

Deep evidence
Source: greenerahead.com
Detail: The workbook instructs users to collect electricity and gas bills, travel bookings, and
commuting surveys, then enter one line per source and period; it says a workbook is suitable for a
first footprint.
URL: https://greenerahead.com/resources/carbon-footprint-template

Source: wattnow.io
Detail: Provides an Excel energy tracker with one row per month per meter, including kWh, invoice
amount, source, and entry date, demonstrating manual spreadsheet tracking of energy bills.
URL: https://www.wattnow.io/energy-tracking-excel-vs-ems/

Source: greenio.co
Detail: Recommends a simple spreadsheet containing monthly electricity bills, fuel receipts, and
travel logs, multiplied by emission factors for carbon accounting.
URL: https://greenio.co/blog/carbon-accounting-startups-india

Source: trustditto.com
Detail: Maps electricity and gas to supplier invoices, business travel to booking exports or expense
lines, and commuting to an HR questionnaire; it describes consolidating twelve months of site energy
data manually.
URL: https://www.trustditto.com/en/media/carbon-data-collection-departments

Source: macroconsulting.pt
Detail: Reports that ESG data is scattered across utility PDFs, HR systems, and logistics databases,
while transport emissions are manually logged in Excel; it estimates manual CSRD reporting can
consume 800–1,200 hours annually.
URL: https://macroconsulting.pt/blog/automacao-reporting-sustentabilidade-csrd?lang=enSAMPLE
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Key metrics

TAM
Raw value: USD 1.83B
Native value: $1.83B
Display value: $1.83B
Currency symbol: $
Absolute value: 1,830,000,000
Raw absolute value: 1,830,000,000
Notation: western
Unit display: B
Projected: No

SAM
Raw value: USD 512.4M
Native value: $512M
Display value: $512M
Currency symbol: $
Absolute value: 512,400,000
Raw absolute value: 512,400,000
Notation: western
Unit display: M
Projected: No

SOM
Raw value: $4.5M
Native value: $4.5M
Display value: $4.5M
Currency symbol: $
Absolute value: 4,500,000
Raw absolute value: 4,500,000
Notation: western
Unit display: M
Projected: No

TAM display: $1.83B
SAM display: $512M
SOM display: $4.5M
Growth rate display: 19.6% yearly
Competitor count display: 15
Market sizing source: source-backed
Target country: global
Language: en
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Grouping country: global

Synthesis

Summary
The addressable market is $1.83B globally and growing at 19.6% yearly, but the 50-500 employee EU
segment lost its mandatory CSRD trigger when the Omnibus I agreement took effect in December 2025.
Novisto, Sweep, Greenly, Plan A and Seedling are the named rivals, and the data discloses no funding
for any of them. Seedling's roughly $5.3K/yr is the only public price anchor, so the proposed $10.4K/yr
Core price sits at about 2x that anchor for a now-voluntary report. LTV/CAC is 7.4:1 on paper ($31,200
LTV against $4,200 CAC), but that ratio depends on buyers paying $10.4K for voluntary reporting, which
is unproven.

One liner
VSME and supplier questionnaire autopilot for EU mid-sized companies, turning accounting and utility
data into source-linked answers for customers and banks.

Score breakdown
Market: 5
Product: 5
Business: 5
Execution: 4

Pivot recommendation
Needed: Yes
Strategy

Drop mandatory ESRS, double materiality and limited assurance from V1. Rebuild around VSME
reports and auto-answers to customer and bank questionnaires for supplier firms, sold through
non-auditor tax advisors. If paid pilots fail, move up to 1,000+ employee reporters, but only with
funding to fight Sweep, Daato and Novisto.

Key strengths
Confirmed manual spreadsheet workflow
Annual subscription with year-over-year data lock-in
Active acquirer market for focused tools

Key weaknesses
Target segment lost its mandatory reporting trigger
Auditor partner channel blocked by independence rules
Price at about 2x the only public comparable
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Blocker insights
Lean Canvas: Stated segment no longer mandatorily in scope
Market size potential: 500-buyer SOM depends on voluntary demand
Competitive forces (Porter): Free VSME templates substitute directly
VC scorecard: Investors will ask about Omnibus first
Risk factors: Regulation removed the deadline driving urgency
PMF signals: No proof voluntary reporters pay $10K

Verdict flippers
5+ paid concierge pilots from 100 conversations would show voluntary demand and move this to
conditional
Banks formally requiring VSME data in SME lending would restore an external deadline
3 tax advisor partners each referring 2+ clients a quarter would fix the channel economics

Deal breakers
Fewer than 2 paid pilots from 100 qualified mid-sized prospects in 6 weeks

Hypotheses to validate
At least 5 of 100 qualified out-of-scope mid-sized firms will pay $3K upfront for a concierge VSME
report.
Risk: High
Test method: Founder-led outreach offering a manually delivered VSME report with payment before
work starts; fewer than 2 of 100 pay = stop
Timeline: 6 weeks
Success criteria: 5 payments received

At least 60% of supplier CFOs received a customer or bank sustainability data request in the last 12
months.
Risk: High
Test method: Structured interviews with 50 CFOs who forward the actual request; fewer than 15 of
50 show a request = stop
Timeline: 3 weeks
Success criteria: 30 of 50 CFOs show a real request document

Finance teams at 50-500 employee firms build sustainability data in spreadsheets at least once a
year.
Risk: High
Test method: 15 interviews where the CFO shares last year's working file; fewer than 8 of 15 have
one = stop
Timeline: 2 weeks
Success criteria: 10 of 15 show an existing spreadsheet or consultant deliverable
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Next steps
Confirm the final Omnibus I scope with 2 tax advisors this week
Sell 5 paid concierge VSME pilots within 6 weeks
Sign 3 non-auditor tax advisory partners before building connectors

Final verdict
The 7.4:1 LTV/CAC holds only if mid-market buyers pay $10.4K/yr for reporting that is now voluntary, so
the offer must be rebuilt around VSME before spend scales.

Key data points
TAM: $1.83B
LTV/CAC ratio: 7.4:1
Top threat: Novisto
Breakeven: Not by month 12
Pricing position: premium at $10.4K/yr

Investor view
Section verdict

Score: 45
Bottom line

The workflow is real and the market category is growing, but the proposed customer has lost much
of its legal trigger and neither willingness to pay nor a repeatable distribution channel is proven.

Insights
Traction narrative

The category is forecast at $1.83B with growth of 19.6% yearly, but the reachable VSME
opportunity is far narrower and the modeled $4.5M depends on voluntary adoption. The product's
likely defensibility lies in regional connectors and tax-advisor distribution, yet both are unbuilt,
while the moderate financial case remains below break-even at month 12.

Implication
The company should not be funded as a mandatory CSRD reporting platform for the stated
segment. A focused pre-seed case may emerge if paid concierge pilots demonstrate willingness to
pay, report delivery supports the assumed margin, and partners produce customer introductions.

Skeptic's view
Red flags

The original legal trigger weakened after the 2025 stop-the-clock directive and the December
2025 Omnibus I agreement described in the analysis. Signal: fewer than 15 of 50 interviewed
supplier CFOs show a recent customer or bank request.
The model assumes $10.4K annual contracts, 25% annual churn, and 75% gross margin without
paid customer or renewal data. Signal: fewer than 3 of 5 pilot customers convert to an annual
contract or commit to a second cycle.
The competitive position lacks a demonstrated moat, and Daato already lists VSME while AI
drafting is available from other vendors. Signal: 5 of 10 qualified prospects say an existing
vendor already covers their current request.
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Deal breakers
The mid-market thesis should be stopped if firms do not pay for manual delivery at the
proposed pilot stage. Signal: fewer than 2 of 100 qualified prospects pay $3K upfront within 6
weeks.

Qualitative synthesis
Recurring objections

Will out-of-scope suppliers pay for repeated VSME and questionnaire work rather than use a
free template or one-off consultant?
Can the founder acquire customers through tax advisors or direct outreach at a cost that
supports the proposed annual contract?
What evidence would justify building connectors before there are paid pilots and documented
repeat data needs?

Aha insight
The strongest evidence is about process, not demand: independent resources document
spreadsheet collection of bills, travel, and HR data, while the investment case still lacks a single
paid customer proving that this work becomes a recurring software budget.

Recommendation
Focus

Reposition around VSME reports and reusable answers to customer and bank questionnaires, and
defer significant product build until paid demand is demonstrated.

Key assumption
Out-of-scope suppliers will pay repeatedly for a source-linked response workflow, and a
non-auditor advisor channel can reduce acquisition cost.

Next step
Offer paid $3K concierge reports to 100 qualified prospects, collect the request documents and
delivery hours, and stop or change segment if fewer than 2 buy within 6 weeks.

Thesis
Must believe

Investors must believe that suppliers outside mandatory CSRD scope receive recurring customer or
lender requests and will pay enough for reusable VSME answers to support annual contracts and
partner-led distribution.

Why now
The timing has changed against the original pitch: the 2025 stop-the-clock directive delayed Wave
2 companies, and the Omnibus I agreement in December 2025 narrowed the mandatory scope
described in the analysis. A possible opening is the shift toward VSME requests from banks and
large customers, but the evidence has not yet established that these requests create a paid
software purchase.

VC scorecard
Team

Score: 3
Rationale
The analysis provides no founder or team experience, while delivery requires sustainability
methodology, finance integrations, and B2B sales.
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Market size
Score: 5
Rationale: The broad category has forecast growth of 19.6% yearly, but the specific voluntary
supplier segment and its budget are not validated.

Product
Score: 5
Rationale
The spreadsheet workflow and source-linked reporting need are documented, but the current
ESRS and assurance scope exceeds the stated buyer's revised requirement.

Competition
Score: 3
Rationale: A crowded field includes funded or acquired vendors, and Daato already lists VSME
reporting.

Marketing
Score: 5
Rationale
Customer and bank requests create identifiable outreach moments, but the proposed partner
channel is untested and auditor independence limits referrals.

Funding need
Score: 6
Rationale
Concierge pilots can establish demand before major engineering spend, although the stated $750K
raise requires paid pilots, partner evidence, and a credible path to break-even.
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Section briefings

Market
The global market of $1.83B narrows to a European serviceable market of $512M and an obtainable
market of $4.5M for this 50-500 employee segment, while the global category grows at 19.6% yearly.
That growth is in ESG reporting software overall, not in this segment, because the 2025 Omnibus moves
mandatory CSRD scope away from 50-500 employee firms and toward voluntary VSME requests from
banks and large customers. Entry timing therefore suits voluntary reporting, and the model has not
shown that voluntary demand converts into paid budgets.

Competitors
The field is crowded, with 15 competitors identified, and most named rivals publish no price and sell
through quotes or demos. Novisto, Tanso and Envoria target enterprise or industrial buyers, Greenly
frames its CSRD tiers around companies above 1,000 employees, and Apiday's FAQ starts at 250
employees, leaving the 50-500 band mainly to Seedling and Plan A, which are carbon-first, with Plan A
being acquired by Diginex. The exploitable gap is a finance-team, source-linked answer to bank and
customer questionnaires, but Seedling's visible price sits well below the proposed price, giving buyers a
public anchor for comparison.

Business
Unit economics show an LTV of $31.2K against a CAC of $4.2K, a 7.4x ratio and a payback of 6.5
months at a 75% gross margin, but the ratio depends on buyers paying $10.4K/yr Core (your $9,000
entry), $17K/yr Plus with assurance workspace for reporting that is now voluntary for this segment. The
assumed annual churn is high for software that is no longer legally mandated, and the LTV is built on
four years of retention that the model has not tested. Secondary revenue streams such as partner
licences and expert review are listed without pricing, so the subscription carries the entire revenue case.

Go-to-market
Cold Outreach is the master channel because the buyer is the CFO or finance controller of a 50-500
employee firm with no sustainability team, and outreach can be timed to a customer's data request or a
bank's loan-renewal request. Its acquisition cost of $4K is the primary channel's figure, while Content
Marketing is cheaper but only secondary. Blended CAC of $4.2K at scale depends on founder-led
outreach, and the model has not shown that acquisition cost holds once founder time is replaced by
hired sales capacity.

Financial
Break-even requires 13 customers against a monthly cost base of $8.1K, and the moderate case, which
is the most realistic, reaches $8.7K of monthly revenue in month 12 with ten accounts, placing
break-even around month 15. The aggressive case depends on three or more active tax advisors, a
partner base the plan has not secured. No-go until pilot demos show that at least one in two buyers
accept the Core price of $10.4K/yr Core (your $9,000 entry), $17K/yr Plus with assurance workspace,
since that single acceptance rate decides whether the revenue case works.
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Devil's advocate

Weakest claims
Claim: Mid-market buyers will pay $10,400 a year for voluntary reporting, giving a 7.4:1 LTV to CAC
ratio.
Why weak: The ratio assumes buyers with no legal trigger pay the full Core rate. The $31,200 LTV
also rests on 25% annual churn, which the report itself calls high. The $4,200 CAC excludes
founder-led sales time, so the ratio is flattered.
What would convince: Signed contracts or paid pilots at $10,400 a year from firms with no
mandatory CSRD obligation. Renewal data from at least one full cohort showing the 25% churn
assumption holds.

Claim: The product would sell at roughly 2x the only public mid-market price in a crowded field.
Why weak: The data shows several public prices, not one. Sweep lists a flat $3,600 twelve-month
plan on AWS Marketplace. Against that plan, the premium is nearer 3x than 2x. Seedling's own pages
also conflict, listing $100 and $80 per month.
What would convince: A price test showing mid-market buyers accept $10,400 without a legal
trigger. Verified quotes from Novisto, Tanso and Plan A for a like-for-like comparison.

Claim: The serviceable market of $512M sizes the buyers this product can reach.
Why weak: The SAM is a global ESG software total, $1.83B, multiplied by Europe's 28% share. It does
not count EU mid-market CSRD buyers. The derivation is not on the cited page, and the legal trigger
for 50-500 employee firms has gone.
What would convince: A bottom-up count of EU firms still facing a mandatory or bank-driven
reporting request. The source for the 28% regional split, checked against the cited page.

VC pushback
The hardest question is why a buyer with no legal trigger would pay $10,400 a year. Sweep lists a flat
$3,600 twelve-month plan on AWS Marketplace. Greenly's CSRD tiers run from $5,000 to $12,000 a
year, so the premium needs proof.

Data gaps
Only Sweep, Greenly and Seedling show any public price figure, out of eight named rivals, so the
price benchmark is thin.
The $4,200 CAC excludes founder-led sales time, and the payback section contradicts itself on
annual upfront billing.

Honest odds
The lost legal trigger put realistic odds below even for a venture-backed outcome. Even a 19.6% yearly
market does not fix a 25% churn assumption the report admits is high. Realistic odds favour a niche,
advisory-led product, with the aggressive case reaching breakeven only at month 9.

SAMPLE

SAMPLE · fictional idea · unedited AI-assisted analysis · ScalePoint Ventures Oy · Venture Validation 56 / 66



VENTURE VALIDATION REPORT CSRD Autopilot

Validation plan

Assumptions
CFOs and finance controllers at 50-500 employee EU firms currently consolidate energy bills, travel
and HR data into spreadsheets at least annually for reports or customer and bank requests.
Risk: High
Criticality: 5
Uncertainty: 2
Test method: 15 CFO interviews asking them to show last year's file and list who requested the data

Mid-sized firms out of mandatory scope will pay $10.4K/yr for voluntary VSME reporting.
Risk: High
Criticality: 4
Uncertainty: 5
Test method: Sell concierge VSME pilots at a paid price to outreach prospects

Customer and bank sustainability data requests reach mid-sized firms often enough to trigger a
purchase within a quarter.
Risk: High
Criticality: 4
Uncertainty: 4
Test method: Survey 50 supplier CFOs on requests received in the last 12 months

Tax advisory firms that are not the statutory auditor will refer or resell the product.
Risk: Medium
Criticality: 3
Uncertainty: 4
Test method: Pitch a referral agreement to 10 advisory firms and count signed agreements

AI-drafted disclosures are accepted by customers, banks or reviewers without heavy rework.
Risk: Medium
Criticality: 3
Uncertainty: 3
Test method: Submit 5 pilot reports and track the rework requests received

Annual churn stays at or below 25% once the reporting is voluntary.
Risk: Medium
Criticality: 3
Uncertainty: 3
Test method: Ask pilot customers to commit to a second-cycle renewal with a prepayment discount

Connectors to 5 accounting and HR systems cover 70% of required data for target customers.
Risk: Low
Criticality: 2
Uncertainty: 2
Test method: Catalogue the systems used by 20 interviewed prospects
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Experiments
Paid concierge VSME pilot
Hypothesis: Out-of-scope mid-sized firms pay for a voluntary VSME report.
Method: Offer a done-for-you VSME report at $3K to 100 outreach prospects, delivered manually
with spreadsheets and AI drafting.
Success criteria: 5 paid pilots from 100 qualified conversations within 6 weeks
Kill criteria: Fewer than 2 paid pilots from 100 qualified conversations in 6 weeks -> drop the
mid-market segment
Estimated cost: $300
Timeline: 6 weeks

Request frequency survey
Hypothesis: Supplier CFOs receive sustainability data requests from customers or banks.
Method: Survey 50 CFOs of suppliers to large EU companies on requests in the last 12 months.
Success criteria: 60%+ received at least one request, 30%+ received two or more
Kill criteria: Under 30% of 50 CFOs report any request in 12 months, measured within 3 weeks ->
stop the questionnaire wedge
Estimated cost: $200
Timeline: 3 weeks

Tax advisor referral test
Hypothesis: Non-auditor advisory firms refer clients.
Method: Pitch 10 tax advisory firms a 15% referral agreement with a free first client report.
Success criteria: 3 signed agreements and 2 client introductions in 6 weeks
Kill criteria: 0 signed agreements from 10 firms in 6 weeks -> drop Partnerships as a channel
Estimated cost: $0
Timeline: 6 weeks

Price anchor test
Hypothesis: $10.4K/yr is acceptable versus Seedling's ~$5.3K/yr.
Method: Show two-tier pricing ($5.3K VSME, $10.4K Core) on a landing page to outreach leads and
track which tier they request in demos.
Success criteria: 30%+ of 40 demo requests choose the $10.4K tier
Kill criteria: Under 10% of 40 demo requests choose $10.4K within 4 weeks -> reprice to the VSME
tier
Estimated cost: $100
Timeline: 4 weeks

Feature triage
VSME report generator with source-linked numbers
Decision: build
Status: Build v1
Impact: High
Effort: Medium
Reason: This is the output the post-Omnibus buyer actually needs.

Customer and bank questionnaire auto-answer
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Decision: build
Status: Build v1
Impact: High
Effort: Medium
Reason: This is the remaining purchase trigger for out-of-scope firms.

Utility bill and travel data upload with Scope 1-2 calculation
Decision: build
Status: Build v1
Impact: High
Effort: Low
Reason: It replaces the spreadsheet work confirmed in the workflow evidence.

Accounting connector (DATEV or Exact first)
Decision: build
Status: Build v1
Impact: High
Effort: High
Reason: It is the main data source and the defensibility layer.

Spend-based Scope 3 estimates
Decision: defer
Status: Later
Impact: Medium
Effort: Medium
Reason: Often requested, but basic VSME modules can launch without precise Scope 3.

Advisor multi-client workspace
Decision: defer
Status: Later
Impact: Medium
Effort: Medium
Reason: Needed once partners sign, not before.

Full double materiality assessment wizard
Decision: defer
Status: Later
Impact: Medium
Effort: High
Reason: Only mandatory ESRS reporters need it, so build it only if moving up-market.

Limited assurance auditor portal
Decision: cut
Status: Cut
Impact: Low
Effort: High
Reason: Voluntary reporters rarely get assured, and the evidence trail suffices.

Full ESRS datapoint coverage
Decision: cut
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Status: Cut
Impact: Low
Effort: High
Reason: Over a thousand datapoints for a segment no longer legally required to report them.

Decarbonisation target planner
Decision: cut
Status: Cut
Impact: Low
Effort: Medium
Reason: A distraction from the reporting job the buyer pays for.

Next steps
Action: Read the final Omnibus I CSRD scope text and write a one-page summary of who with
50-500 employees still has to report and what they can be asked for.
Success metric: One-page scope memo shared with 2 tax advisors for correction

Action: Post in 3 LinkedIn CFO and controller groups asking who received a customer or bank
sustainability questionnaire this year.
Success metric: 10 replies, 5 of them agreeing to a 20-minute call

Action: Request demos or trials from Seedling, Greenly and Ella to see their mid-market flow and
pricing.
Success metric: 3 demos booked and price points recorded

Action: Build a Carrd landing page offering a free 'VSME request response check' with two visible
price tiers.
Success metric: Page live and sent to 50 prospects

Checklist
Action: Do 60% of 50 supplier CFOs report receiving a sustainability data request in the last 12
months?
Success metric: 30+ of 50 confirm, with the requester named

Action: Will 5 of 100 qualified prospects pay $3K upfront for a concierge VSME report?
Success metric: 5 payments received within 6 weeks

Action: Do 3 of 10 non-auditor tax advisory firms sign a referral agreement?
Success metric: 3 signed agreements

Action: Do 30% of demo prospects choose the $10.4K tier over a $5K VSME tier?
Success metric: 12+ of 40 demos choose $10.4K

Action: Do 5 accounting and HR systems cover 70% of the 20 interviewed prospects?
Success metric: 14+ of 20 prospects run on the shortlisted systems

Checklist success summary
You have proof that voluntary demand exists at a stated price, a named partner channel, and a
connector shortlist, or a clear signal to move up-market or stop.
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Action plan
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Quick take

Short version
What you want to build

A B2B SaaS that automates EU CSRD/ESRS sustainability reporting for 50-500 employee companies,
covering data connectors, double materiality, Scope 1-3 calculation, AI-drafted disclosures and an
audit trail, sold at about $9,000 per year.

Good news
Finance teams build energy, travel and HR data into spreadsheets by hand, and the annual
subscription creates year-over-year data lock-in. Focused sustainability tools have an active acquirer
market.

Bad news
Companies with 50-249 employees were never in mandatory CSRD scope, and Omnibus I removed
the 250-500 band. The remaining mandatory ESRS obligation applies above 1,000 employees and
$450M turnover. The auditor partner channel is blocked by independence rules.

Your angle
Rebuild around voluntary VSME responses and value-chain questionnaires that banks and large
customers send to mid-sized firms. Moving up to 1,000+ employee reporters means competing
directly with Novisto, Sweep and Daato.

Will anyone pay
Answer: maybe
Explanation

The only public mid-market price is Seedling at about $5.3K/yr for carbon accounting with expert
support. The proposed Core tier at $10.4K/yr is roughly 2x that anchor. Six named competitors
(Sweep, Greenly, Envoria, Plan A, Tanso, Apiday) are contact-only with no free tier, so buyers have
no published price to compare. No willingness-to-pay signal exists yet.

Price range: Seedling about $5.3K/yr; six competitors contact-only; proposed Core $10.4K/yr; proposed
entry from about $9,000/yr.
Who writes the check

CFO or finance controller at 50-500 employee firms with $10M-$150M revenue, usually without a
dedicated sustainability team. The data does not state their budget or whether the banks and
customers requesting the data would fund the spend.

Competition
Big player

Novisto, which sells enterprise ESG data management and CSRD reporting to large multinationals
such as Sanofi and The Emirates Group. Its site publishes no pricing. It is one of 15 named
competitors. Funding is not stated in the data.

What they miss
Novisto's demo-only, enterprise-positioned sales motion leaves mid-sized buyers without a published
price. Greenly routes mid-sized buyers to quote-only tiers, and Sweep is demo-gated with no pilot
offer.
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Your opportunity
Publish the $10.4K/yr Core price and offer a pilot before any sales call. The price gap only matters if
buyers pay that amount for a voluntary report, which is untested. Risk is high, so treat this as a test
only.

The catch
Biggest risk

The mandatory trigger is gone for the target segment, so voluntary demand has to carry revenue at
$10.4K/yr with no tested price. The 7.4:1 LTV:CAC holds only if that price is paid.

What could go wrong
Omnibus I could change again. The team composition is unknown across regulatory, carbon
methodology and enterprise integration skills, and the auditor channel is unavailable.

Should you build it
Verdict: no
Reasoning

Do not build the product as scoped. The ESRS autopilot targets an obligation that 50-500 employee
firms no longer carry, and the idea has no customers. The workflow is real, so a manually delivered
VSME report can test willingness to pay before any code is written. Build only if 5 of 100 qualified
prospects pay $3K upfront within the 6-week test.

Kill criterion
If, within 3 weeks, fewer than 2 of the first 30 qualified prospects give a written commitment to pay
$3K for a concierge VSME report, stop the test and abandon this product direction.

Next step
Action

Run a founder-led concierge test: contact 100 qualified 50-500 employee firms in DACH and Benelux
and offer a manually delivered VSME report for $3K, paid before work starts.

How to validate
Success is 5 payments within 6 weeks. Failure is fewer than 2 payments, which means stop. Between
2 and 4 payments, hold and test a second segment before any code is written. Track every reply, call
and payment in a single funnel sheet.

Interview questions
Who sent you a sustainability questionnaire this year, and what did it ask for?
If you could have that answered for $3K, who would approve the spend, and from which budget
line?
What did your last response cost in hours, and who did the work?
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Sources
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2. MarketsandMarkets 2026 forecast, global ESG reporting software market.
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9. ensogo
https://novara.com/flex-sustainability

10. Ekyo
https://ekyo.app/

11. TRIPLE I
https://triplei.io/

12. Greenscope
https://greenscope.io/

13. Daato
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About this report

NOTE ON THIS SAMPLE

Note on this sample: the idea, CSRD Autopilot, is fictional and was written for this demo.
The analysis below is the unedited output of the research run; only labels and layout were
cleaned up. Where the analysis quotes money in US$, the figures come from its sources;
the idea itself was priced at about €9,000 per year.

This Validation Report was prepared by ScalePoint Ventures Oy as part of ScalePoint Startup OS · Venture
Validation. It combines AI-assisted research across live public sources with investor frameworks (Lean
Canvas, Porter's five forces, VC scorecard, PMF signals and others).

Important: this report is decision support only. It is generated with the help of artificial intelligence, may
contain errors, omissions or outdated information, and does not constitute legal, financial, tax or investment
advice. Verify material facts independently before making decisions. Market figures are estimates. See the
Terms at https://ideas.scalepoint-ventures.com/terms.

Questions or next steps — fundraising, go-to-market, building the venture: info@scalepoint-ventures.com ·
scalepoint-ventures.com
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