


About Kabuni - click for video

https://vimeo.com/144942678


Home décor and
furnishing market
__

Trends in North America:

Annually

Worth

US $180  billion

(st
atis

tic
a.com

)

Online
purchases
will grow

7.9%  per year
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US
consumers
spend

US $7,000
on average when
working with an
interior designer
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21.6 %
of US consumers have
made a furniture
purchase online

52%
are willing to
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Designers
characteristics
__

Designers
characteristics
__

Enterpreneurial
woman
__

Aged between
25-45
__

40%
run their own business

(Source: Kabuni)

Demographics
Advise 4-5
clients per month
__

Average annual furniture spend
US $400,000
__

Earnings of approximately
US $40,000

Size and
purchasing
power of
market

IDC
Interior Designers of Canada has over 

5,500
members

Over 60,000
Design professionals
in the US alone 

(U.S. Bureau of Labor Statistics,Occupational Employment Survey, 
and Labor Force Current Population Survey)

Total sales
US $8.6  billion
per annum 

(Barnes Reports, 2015 U.S. Industry Market Report, 
Interior Design Services Industry)

Home designers
are responsible for 

US $68.5  billion
worth of products specified annually in North America 

(Interior Design’s 2014 Universe Study of the Interior Design Profession;
includes U.S. & Canadian designers whose rms specify at least $500,000 per year)

ASID
American Society of Interior Designers,
one of Kabuni’s Premier Partners, has over

26,000
members



Designers
characteristics
__

New York

Key Markets

Miami

Austin
Los Angeles

Vancouver

Toronto

Designers
characteristics
__

No integrated platform

Dependence on
personal referral

Limited geographically

Limited number of clients servable 
(due to time consuming logistics)

Non-inspirational
meeting places

Difficult to keep up
online presence

Lack of sales tools



Solution
__
Providing designers with
the perfect solution to move
their business online

Platform  
__

Innovative
software technology
platform to collaborate
with clients online

Full product range
of home furnishings,
décor, local art
and local products

Profit sharing
enables additional
and passive earnings
potential for ID’s

Design studio
with technologically
advanced visualization
tools

Simple
e-commerce checkout 
and financial reporting
system

Education
through Kabuni
Academy

Building
strong community
presence for ID’s
to network with
their peers

Features                             Benefits

Inspiration boards
Designer matching
Designer Academy
Custom URLs
Messaging service
Collaboration
Showroom
Shopping check-out
Profit sharing
Donations

Lead generation

Allows customer to be >
matched with a designer of 
the same taste/style/budget

Allows designers to earn
30% of gross profits on all customer 
purchases through Kabuni

Automated platform tying into 
logistics eliminates potential bad 
debt issues for designers and 
saves them time

Allows designers to share their designs on social media

Designers can promote their brand with their own URL

Kabuni for Designers - click for video

https://vimeo.com/139650546


Product
__
Our extensive product catalogue enables 
designers to curate looks for customers 
and inspiration boards with:

over 60,000  product SKUs
(over 16,000 unique products)

and
over 65 makers 
(artists/artisans/vendors)  



Design studio
__

Features

Fantastic technological tools
for designers to utilise

Holomax 3D:
The game changer
Ideum
co ee table
Digital
display wall 

Creates true
omni-channel retail
experience 

Likely to result in higher
sales for designer

Continued focus at Kabuni on improving experience for all users to drive an increased and continued usage of the platform.

Customer 
downloads the 
App and creates 
a profile. 

Customer 
creates an 
inspiration board 
for project.

Designer 
downloads the 
App and creates 
a profile. 

Designer creates 
boards to 
demonstrate 
their style in 
their profile.

Designer adds 
products to their 
boards for 
customers to 
browse and buy 
from.

Customer 
browses 
boards with 
products.   

Designer 
receives profit 
share from 
Kabuni.

Customer 
receives product.

Portion of 
Kabuni profit is 
donated to 
charity.  

Customer is 
matched with 
a designer. 

Customer and 
designer collaborate 
on project. 

Designer curates 
look from product 
catalogue.  

Customer 
purchases 
product. 

– Custo w
– Designe ow
– Kabuni matching algorithm 

Kabuni
user w
__

Kabuni Dream Room - click for video

https://vimeo.com/161419077




Competitor
landscape 
__
- First community-based app 
   for Interior Designers

- Free interior design advice

- Collaboration on
   inspiration boards

- In app messaging

- Client/designer
   matching
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Company > Houzz Lau rel & Wolf Wayfair Etsy Ahalife Kabuni

Home décor and furnitu re v

Inspiration boa rds v

Allows independent a rtisans and a rtists 
to showcase their p roducts v

Match to a home designer v

Holographic technology x

Academy/p rofessional d evelopment 
for design community x

x

Designer URLS x

Design studio x

x

Omni-channel - online and physical 
sto refronts x

Revenue
model 
__
Low cost and high margin 
business model.
Kabuni revenue model 
disrupts the traditional 
revenue model. 

Manufacturer                  Distributor                     Wholesale                       Retailer                         Clients

Traditional model
Revenue model

ClientsManufacturer

High margins & revenue per transaction

Connect

Artists & artisans
Local manufacturers

Clients

Engage

Free design advice
Advanced visualisation tools

Curated product selection

Transact

Omni-channel experience
Integrated e-commerce solution

Social giving built in



Revenue
model 
__
Low cost and high margin 
business model.
Kabuni revenue model 
disrupts the traditional 
revenue model. 

Revenue
model 
__
Low cost and high margin 
business model.
Kabuni revenue model 
disrupts the traditional 
revenue model. 

Typical e-commerce

Transaction
revenue split:

Sale price  
Cost of goods
Gross profit

Designer profit share (30% of gross profit)
Donation of gross profit  (5% of gross profit)

Profit to Kabuni 

US $1,000 
( US $500 )
US $500  )

( US $150 )
( US $25 )

US $325  

Multiple
revenue streams:

- E- commerce furnitur e & décor sales

Potential

- Membership income fr om design studio

- Subscription (SaaS) income
from interior designers

- Priority placement of products

- Advertising



Current share price

Shares on issue

Performance shares

Options

Market capitalization  (undiluted)

Cash at bank

0.15

130,309,175

38,130,493

18,690,001

$19.5m

$6.0m

*

**

***

****

As at 18 March 2016

Various performance hurdles, refer to Prospectus Dated 9 July 2015

4.1m  exercisable at $0.18, 2.5m  exercisable at $0.20, 12m  exercisable at $0.30

As of 31 December 2015

*
**

***
****

ASX KBU

Let’s create
be�er homes
for everyone




