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TO WHOM IT MAY CONCERN 
 
Chang-Yeh Wu of Macquarie University, Australia successfully competed in the 2014 Global 
Enterprise Experience.  Michael was a team member in his global team with eight participants 
from diverse countries.  Team members came from rich and poor countries, with English as a 
first and second language, in different time zones, and differing world views. 
 
Over the three weeks, Michael’s cross-national team needed to connect via the internet, form 
into a cohesive team, run a creative process to generate ideas for a profitable venture that 
addresses the needs of youth and/or children, select a project, research it, and collectively 
write a six-page business concept proposal. More information on this challenge can be sourced 
on 0TUwww.geebiz.orgU0T. 
 
I was fortunate to be one of the judges of this year’s contest.  I was impressed that Michael’s 
team successfully managed the real world challenges of pulling together the creativity, insights, 
work ethic and knowledge of team members located in every corner of the globe.  They 
completed a business concept proposal including the financials, strategy, and marketing for 
their business project entitled “Snap It”.  They had clearly learnt much more than could ever be 
possible in textbook based learning. 
 
ANZ provides banking services in 33 countries.  ANZ takes its social responsibility seriously. We 
are ranked the number one bank in the world in the Dow Jones Sustainability Index, and 
ensure our financing decisions take into account social and environmental impacts.  We employ 
48,000 staff and are committed to ensuring that our staff and management reflect the mix of 
gender, culture and mindsets of the communities that we serve.  We have built a great work 
place through attracting and training talented people who share our values. 
 
The Global Enterprise Experience provides the type of learning experience in international 
business and social entrepreneurship that will enable Michael to excel in the kind of business 
that the ANZ likes to support.   The capability to undertake a challenge with full commitment, 
to set up a team in cyberspace, learn about each other, and develop a quality proposal under 
time pressure are the kind of qualities we seek in our employees and clients.  
 
My congratulations to Chang-Yeh Wu for being a team member in his effective Global 
Enterprise Experience team – and all the best for a successful career.    
 
Kind regards 

 
Michael Wills 
Relationship Manager 
Commercial and Agri
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Executive Summary 
SNAP !T is a multifaceted interactive platform that thrives on addressing two key issues: 1) equipping young people 

with skills and experience demanded by employers, and 2) enhancing the effectiveness and efficiency of organisational 

recruitment process. SNAP !T enables university students to ‘snap up’ a whole range of opportunities provided by 

organisations and develop a range of personal, social and cognitive capabilities through experiential learning in real-

world contexts. SNAP !T students bring their enthusiasm, knowledge and fresh perspective to organisations and help 

them undertake projects that adds value to the organisation. Likewise, employers and students have the opportunity 

to ‘test the waters’ for potential recruitment.  

 

SNAP !T will commence a pilot program in Australia and New Zealand. We expect to partner with 25 organisations and 

have a student base of 5000 in the first year. Once our operation is established we will expand to other geographic 

markets. We expect operations to become profitable in our third year of operations and require a total of $NZ 1.5m in 

investor funding spread through three periods. Investors will be given the opportunity exit their investments in the 

fourth year with significant returns.  

Business Concept 
Our online platform is made up of three core elements, the event platform, recruitment screening platform and the 

rewards platform. It is designed with two key stakeholders in mind, university students and organisations who wish to 

interact with students as shown in the architecture diagram below: 

  
From the student’s perspective, When students sign-up with SNAP !T, they will create a student profile. Students will 

then search for learning opportunities on our event platform and choose to apply to the events they are interested in. 

Our optional recruitment screening platform will ensure students having the right skillset are selected to participant in 

the events, while unsuccessful applicants will be provided feedback for improvement opportunities. Successful 

candidates who participate in events will be awarded points which can be used in our Rewards platform.  
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From the organisation’s perspective: Organisations will pay a fee to set up a profile to introduce themselves to the 

SNAP !T community. They will then announce learning and/or recruitment opportunities on the platform and provide 

relevant information to these opportunities. Our recruitment screening platform ensures that only qualified 

candidates with the skills relevant to the employer will be selected and their information will be passed onto 

recruiters. Significantly reducing the recruitment costs for companies. 

SNAP !T Event platform 
Within our event platform, students can search and apply for learning opportunities (eg. competitions, volunteering 

activities, youth camps, training courses and club activities) and recruitment opportunities (internships and jobs) 

provided by partnering organisations. Through viewing an organisation’s profile, students can learn about the 

organisation and interact with their representatives and other students through a dedicated forum for each 

organisation. This enhances the interactions between students and organisations. 

SNAP !T Screening platform 
SNAP !T aims to increase the effectiveness and efficiency of its partners’ recruitment process by offering them a 

preliminary screening service. When an organisation subscribes to our screening service, we review and test all 

applicants based on the criteria set by the organisation. Information of successful candidates will be passed onto 

organisations who can then run their traditional recruitment processes. Consequently, we help employers recruit 

talent with relevant skills that are often in short supply (Todd, 2014) (White, 2013), while resolving the issue of costly 

and labouring recruitment process, which can significantly strain an organisation’s resources. On the other hand, we 

will provide constructive feedback to unsuccessful applicants to help improve their employment prospects.  

 

When organisations advertise a position on our website, the employer can list a desired set of skills applicants must 

have prior to applying for each position. SNAP !T groups the skills into three key categories, cognitive aptitude, social 

skills and technical skills. To test for cognitive aptitude, we will integrate our platform with existing testing tools already 

used by employers such as the CEB/SHL and Kenexa recruitment tests. Employers will have the ability to select which 

type of test they wish to use. To test for social skills, we will base this on their community event participations through 

our platform. To test for specific technical skills, our aim is to slowly develop testing frameworks tailored to different 

industries through our consultation with partnering industries and online education providers.  

SNAP !T Rewards platform 
Studies have shown that young people show more enthusiasm towards their learning when game dynamics are 

involved (Kelleher, 2006). We believe the implementation of Rewards system into our interactive platform will 

motivate students to gain the essential skills sought by employers. Our Rewards system works as follows: students 

accumulate points as they participate in activities, once their total points reach certain thresholds, they will be 

awarded small gifts. The higher amount of points a student accumulates, the better the gifts they receive.  

Market analysis  
Globally, the human resources and recruitment industry is a US$600 billion market (IBISWorld, 2013). While the online 

recruitment industry is a fraction of its size, it is one of the fastest growing areas of recruitment with an annualised 

growth rate of 6.3% (Edwards, 2014) in the United States over the next five years. Overall, we will be focusing in three 
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key markets: Asia, Europe and Oceania. We will target exclusively university students between the ages of 18 to 25. We 

believe our total potential addressable market size is around US$3 billion1. While we are expected to capture a very 

small section of this market initially, we are confident that are our unique product offering will allow us to become a 

dominant player within this market in the long term. 

In deciding the target markets, we considered three major revenue drivers (Edwards, 2014) of the online recruitment 

industry: percentage of internet users relative to total population, youth unemployment rate and level of existing 

competition within each region. Through our analysis we identified three key regions to focus on: Oceania (Australia 

and New Zealand), Asia and Europe. 

We believe Australia and New Zealand is an attractive market for three main reasons. Firstly, it is a market that our 

founders have the most experience in, reducing investment risk. Secondly, it is a sophisticated market with high levels 

of internet penetration and an increasing graduate unemployment rate (GCA, 2013). Lastly it is a market with relatively 

limited number of competitors. Our key competitors within this market include University Careerhub, Gradconnection 

and Seek. Our total addressable market is 1.3 million2 students. By FY2019 we aim to have 170,000 students from 

Australia and New Zealand, representing approximately 10% of the market at the time. 

From our analysis of World Bank data (World Bank, 2013), the two key regions with the highest internet users are Asia 

and Europe, accounting for a total of 65% of the global internet population. Europe also has one of the highest youth 

unemployment rates for developed economies. On the other hand, while youth unemployment rate is relatively low in 

Asia, but the sheer size of its population means that Asia has the largest youth unemployment population worldwide, 

making it a popular target market for our service offerings. When analysing existing competition within the Asian and 

European markets, we found the markets to be quite fragmented, with different competitors operating in each 

country. This suggests there is potential for us to enter these markets and consolidate the industry. While America is 

also a relatively attractive market, with very high internet penetration rates and a developed economy, however our 

analysis shows that four major companies account for 85% of the market (Edwards, 2014). This suggests that the 

market has already consolidated and it will be difficult for us to break in. 

Our competitive advantage 
Our main competitors are mainly career management and recruitment agencies that directly connect applicants and 

employers together, then charging them a fee. This process is inadequate in today’s dynamic business environment 

where an academic degree on its own is not enough to accommodate changing business practices and skills demanded 

by employers. SNAP !T overcomes this by establishing an encouraging environment for continuous skills and character 

development for students, and provide organisations the access to skilled, well-rounded students. Facilitating 

experiential learning and enhancing the quality of recruitment processes are SNAP !T’s point of difference. Moreover, 

SNAP !t differentiates itself by encompassing a broader range of organisations such as non-profit organisations, clubs 

and training programs that contributes to young people’s character development- rather than limiting its partnership 

with employers. 

                                                      
1 Based on global recruitment market size of $600 billion, 50% of recruitment market targeting Asia, Europe and Oceania, 10% being online 

recruitment, 10% of online market targeted at youth. 
2 Based on total number of students currently enrolled in all public universities across Australia and New Zealand. 
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Business strategy 
Our five year business strategy consists of three main phases. Initial pilot program (12 months), expansion program (12 

months), mass adoption program (36 months). 

Pilot program 
During our first six month, we will be focused on setting up our business, arranging funding as well as pitching to 

prospective clients. SNAP !T will be incorporated in New Zealand. A total of NZ$100,000 will be raised from the initial 

business partners and angel investors of SNAP !T. Based on initial quote estimates, we have budgeted a very generous 

NZ$50,000 for web platform design taking account into extra costs involved to pass our vigorous acceptance testing 

criteria’s. In conjunction, we will be focused on talking to companies and universities in Australia and New Zealand to 

promote awareness and get feedback for our upcoming SNAP !T platform (NZ$10,000 budget for travelling expenses). 

At this stage, we will be focused mainly on Fortune 500 companies, NZX50, ASX200 listed companies and other large 

organisations such as Red Cross and Toastmasters. As these companies have the largest hiring needs for students, their 

opinions will help shape our product. University communication will be focused on careers centres across leading 

universities in Oceania, including the “group of eight” universities in Australia and University of Auckland, Victoria 

University of Wellington, University of Otago and University of Canterbury in New Zealand. We have chosen these 

university’s as they have the largest number of students and also the best industry connections. Our main aim through 

these talks is to get a better understanding of student needs and to get universities to see the value we can create for 

their students, thereby support our business by promoting to their students. 

Once our website is up and running in early October 2014, we will allocated a total of NZ$30,000 for advertising 

focusing on aggressively increasing our student user base and expanding the number of organisation listings on our 

website. Our primary forms of advertisements include university Careerhub websites, sponsoring of university 

affiliated academic and sporting clubs, as well as guerrilla marketing techniques including flyer postings around 

university campuses. We will also allocate a small proportion (NZ$5,000) of our advertising budget on online 

advertising through Google Adwords and Facebook ads. When University holiday begins in late November 2014, our 

main focus will be dedicated to talking to Employers (both large and small), clubs, volunteering organisations to 

convince them to use our platform. 

Our fee structure3 for different organisation is as follows: 

Name Base price ($NZ) Simultaneous event listings Optional screening services  

Non-profit package4 FREE UNLIMITED Optional @ $0.50 per applicant 

Starter package $100 per listing 1 (valid for one month only) Optional @ $2.00 per applicant 

Bronze package $2,000 per annum 1 FREE 

Silver package $4,000 per annum 3 FREE 

Gold package $5,000 per annum 5 FREE 

Diamond package $8,000 per annum UNLIMITED FREE 

 

                                                      
3 Pricing structure based on a 20% discount to GradConnection.com’s pricing structure 
4 Non-profit package only available for non-profit organisations and university affiliated clubs 
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As students return to university in late February 2015 and graduate recruitment season begins, we will spend the 

remainder of our budget in advertising and begin planning for the second phase implementation in May 2015.  

Expansion program 
To expand, we will require a Series A venture capital funding of NZ$400,000 in exchange for 15% to 30% of company 

ownership based on prevalent valuation at the time. This cash injection will cover all our cash shortfalls in FY2015 and 

FY2016 as depicted in the cash flow statement. Our initial expansion program will focus on expanding into only Britain 

and Hong Kong. There are two reasons for this, firstly both markets are highly developed economies with English as 

their official language, limiting the need to translate our website. Secondly, both economies share similar cultural 

heritage and education systems as Australia and New Zealand, this means that any lessons we learnt in through our 

pilot program can be most applicable in the new markets. We will repeat our marketing strategies as in the pilot 

program and make any adjustments accordingly, perfect in time for recruitment season beginning in October 2015 in 

the northern hemisphere. 

Mass adoption program 
Finally, entering our third stage of business in May 2016, we will focus on progressively expanding our business outside 

of Britain and Hong Kong, focusing on Spain, Greece, Italy, Germany and France in Europe and China, India, Singapore, 

Malaysia, South Korea and Japan in Asia. At this stage significant costs will be incurred in order to expand into these 

markets taking into account language barriers and cultural differences. However, our previous experiences operating in 

four different countries will be useful in meeting the needs of these new countries. While our business is close to being 

self-sustainable with a projected loss of 44,000 in FY2016, however we will require a NZ$1,000,000 series B venture 

capital funding to increase our expansion speed into key markets. This is because competition will increase as 

competitors begin to emulate our successful business model. In an online based business, leveraging the network 

effect and quickly achieving critical mass is the key to success. No future funding is expected from our investors. 

Risks 
As with any start-up venture, there are significant risks involved for our investors. We believe there are four main areas 

of risk faced by our business, product development risk, market risk, managerial risk and political risk. Product 

development risk relates to developing a product that is inferior to existing offerings. We have minimised this risk by 

allocating adequate capital to continuous research and development in consultation with our key stakeholders. Market 

risk refers to the likelihood of reaching a smaller target market than expected. We have mitigated this by carefully 

selecting our target markets and using a pipelined approach towards expansion, this minimises the potential losses of 

investors in the event that our business is not successful. Managerial risk refers to business failure due to incompetent 

management team. By starting our business in small markets where our managers have experience in, we minimise 

any potential losses for our investors. Political risk is minimised by selecting target markets with low levels of 

government regulation. In fact, we opted not to expand into the lucrative U.S. market partially because of complex 

state laws for recruitment service agencies. 
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Financials 
Pro-forma Income statement 

June YE (NZ$)   2015E 2016E 2017E 2018E 2019E Notes 

Revenue  36,581 484,720 2,776,920 11,875,056 36,025,500 (1) 

  Growth %   1225% 473% 328% 203%  

Wage expense  (100,000) (250,000) (1,110,768) (4,750,022) (14,410,200) (2) 

Marketing costs  (40,000) (250,000) (1,110,768) (3,562,517) (7,205,100) (3) 

Rental expense  (10,000) (14,542) (138,846) (593,753) (1,801,275) (3) 

Corporate overheads (10,000) (19,389) (222,154) (1,425,007) (5,043,570) (3) 

EBITDA  (123,419) (49,210) 194,384 1,543,757 7,565,355  

  EBITDA 

margin%    7% 13% 21%  

D&A  0 (12,500) (71,875) (253,906) (440,430) (4) 

EBIT  (123,419) (61,710) 122,509 1,289,851 7,124,925  

  EBIT margin %    4% 11% 20%  

Tax expense  34,557 17,279 (34,303) (361,158) (1,994,979) (5) 

NPAT   (88,862) (44,431) 88,207 928,693 5,129,946  

 
Notes: (1) Revenue is calculated based on the total number of companies using our service multiplied by the average price paid per 

company. It is estimated the distribution of non-profits, starter package, bronze package, silver package, gold package and diamond 

package users of our platform will 50%, 10%, 20%, 10%, 5% and 5% respectively. Average price paid per company is based on fee 

structure listed earlier, taking into account extra revenue generated by candidate screening services offered to non-profit and 

starter package users. Total number of companies using our service is modeled as a percentage the total number of registered 

students. Total number of registered students is estimated individually for each country using different adoption curves relevant to 

the individual market. (2) Wage expense is estimated based on average wage of $50,000 per employee (3) Marketing, rental and 

corporate overhead expenses are based on the industry average cost structure for the online recruitment industry. (4) Depreciation 

expense on our software is calculated using a depreciation schedule with straight line depreciation and four year useful life. (5) Tax 

expense is based on the current New Zealand corporate tax rate of 28%.  

Pro-forma Cash flow statement  
June YE (NZ$)   2015E 2016E 2017E 2018E 2019E Notes 

EBITDA  (123,419) (49,210) 194,384 1,543,757 7,565,355  

Changes in WC  0 0 0 0 0 (1) 

Tax paid  34,557 17,279 (34,303) (361,158) (1,994,979) (2) 

CAPEX  (50,000) (250,000) (800,000) (1,000,000) (1,000,000) (3) 

UFCF   (138,862) (281,931) (639,918) 182,599 4,570,376  

Notes: (1) Changes in WC are assumed to be 0 given the low current asset and liability requirements of the business. (2) Assume 

actual tax paid is equal to the tax expense incurred during the year. (3) CAPEX investment is attributed to the research and 

development of new software including costs of translating software for different markets and development of technical skills 

screening system. It is anticipated investment costs will significantly increase in the third phase of our strategy. 
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