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Startup stress-test debrief

YOUR IDEA
An app that connects freelancers with local coffee shops offering discounted coworking spots
during off-peak hours

AVERAGE SCORE VERDICT

4.6/5 PROCEED

e EARTH 5/5
Founder Fit

OUTCOME
CLEAN PASS

DIALOGUE LOG

FOUNDER TURN 1
| freelanced for 3 years and spent half my earnings on coworking spaces. Coffee shops were free but unreliable — no

guaranteed seat, slow wifi, dirty looks

after 2 hours. | talked to dozens of freelancers who felt the same. Meanwhile, the cafe owner next door told me her
mornings are dead until noon. Both sides

lose. | want to fix that.

FOLLOW-UP
You talked to dozens of freelancers. What app-building skills do you have?

FOUNDER TURN 2
I'm a full-stack developer — built and shipped 3 apps in the last 2 years, one with 5k monthly users. | also ran a small

freelance community Slack with 200

members, so | understand community dynamics and what freelancers actually need. The tech is straightforward —
booking system plus a map. The hard part is the

supply side, and | already have relationships with 8 cafe owners in my city who want to try it."

FOLLOW-UP
Your Slack had 200 members. Why didn't it solve freelancers' coworking pains?

FOUNDER TURN 3
The Slack was great for networking but terrible for discovery. People would ask ‘anyone know a quiet cafe near

downtown?' and get 5 different answers buried

in chat. No real-time availability, no pricing, no way to reserve a spot. It showed me the demand is there —
freelancers actively look for workspaces every

week — but a chat group can't solve a logistics problem. That's why it needs to be a proper booking app with live
availability and verified spots.

FINAL ASSESSMENT
Experienced developer with deep domain knowledge and supply relationships.



e PROXIMA B 4/5
Market Reality

OUTCOME
CLEAN PASS

DIALOGUE LOG

FOUNDER TURN 1
The coffee shops pay — not the freelancers. A cafe with 30 empty seats between 8-11am is losing money every hour.

We charge shops a small monthly fee to list

their off-peak spots, like a restaurant paying for a reservation system. Freelancers book for free, but the shop gets
guaranteed foot traffic during dead

hours. A freelancer who sits for 3 hours buys 2-3 coffees — that's 8-12 euros the shop wouldn't have had. The listing
fee pays for itself in a single

booking.

FOLLOW-UP
Coffee shops claim empty seats lose money hourly. How do they fill those seats now?

FOUNDER TURN 2
Most don't — they just accept the loss. Some try Instagram posts or chalkboard signs on the sidewalk, but that only

reaches people already walking by. A few

list on Google Maps, but there's no 'coworking-friendly' filter and no way to show real-time availability. The only
structured option is platforms like

Spacious or Croissant, but those target premium venues, not neighborhood cafes. Small shops have zero tools to
market their off-peak hours to the exact

audience that wants them. We're the first to connect the two sides directly.

FOLLOW-UP
You say small shops accept the loss. What data proves they feel enough pain to pay?

FOUNDER TURN 3
During my Slack days | surveyed 15 cafe owners in my city. 12 said mornings before noon run at under 30% capacity.

9 said they'd pay 30-50 euros a month for

a tool that brings in even 3 extra customers a day. On the freelancer side, | ran a quick poll in 4 freelance Facebook
groups — 340 responses, 78% said they'd

use a free app to find coworking-friendly cafes nearby. It's not a guess — | have signup interest from both sides
before writing a line of code.

FINAL ASSESSMENT
Surveys show cafes willing to pay and strong freelancer interest.

e BETELGEUSE 5/5
Timing

OUTCOME
CLEAN PASS

DIALOGUE LOG

FOUNDER TURN 1
Three things changed since 2020. First, remote work went mainstream — the freelance workforce grew 40% in

Europe alone. Five years ago this was a niche

audience, now it's millions. Second, cafe economics got worse — post-COVID rent and supply costs went up but
foot traffic didn't fully recover, so owners are

desperate to fill empty hours. Third, real-time availability APIs are now cheap and reliable — Square, Toast, and
other POS systems all have open APIs now

that let us show live seat counts without the shop doing anything manual. The demand side exploded, the supply
side got more desperate, and the tech to



connect them finally costs near zero.

FOLLOW-UP
You said cafes weren't desperate before COVID. What attempts failed to fill off-peak seats then?

FOUNDER TURN 2
Pre-COVID a few startups tried — Spacious in New York, Hoffice in Sweden, Croissant in the US. Spacious got

acquired by WeWork in 2019 then shut down.

Croissant pivoted to corporate passes. Hoffice stayed volunteer-run and never scaled. They all failed for the same
reason: not enough freelancers to make it

worth the cafe's effort. When remote workers were 10% of the workforce, the marketplace couldn't reach critical
mass in any single city. Now remote is the

default — there are enough freelancers in a single neighborhood to fill a cafe's slow hours. The market wasn't big
enough then. It is now.

FOLLOW-UP
WeWork acquired Spacious in 2019. Why buy it if freelancers lacked critical mass?

FOUNDER TURN 3
WeWork didn't buy Spacious because it was working — they bought it to absorb a small competitor and redirect

those users into WeWork locations. It was a

talent-and-customer acquisition for under 10 million, not a validation of the model. Spacious had around 50 partner
restaurants in New York only. WeWork shut

it down within a year. The lesson isn't that the idea failed — it's that a restaurant-based coworking network couldn't
scale in 2019 because the demand side

was too thin. We're not targeting restaurants in one expensive city. We're targeting neighborhood cafes in any mid-
sized European city where freelancer

density is now 5x what it was then.

FINAL ASSESSMENT
Clear demand surge and tech enablers make window real.

o KEPLER-442B 5/5

Business Model

OUTCOME
CLEAN PASS

DIALOGUE LOG

FOUNDER TURN 1
The coffee shops pay a monthly subscription — 29 euros for a basic listing, 59 euros for a premium one with

promoted placement and analytics on foot traffic.

Freelancers use it free. Our cost per match is near zero — it's a lightweight booking system, no physical
infrastructure. Server costs run about 200 euros a

month for 10,000 active users. At 100 paying shops in one city at an average of 40 euros per month, that's 4,000
euros monthly revenue against maybe 1,500 in

total costs including one part-time support person. We're profitable in a single city with 100 shops. The real margin
comes at scale — adding city number two

costs almost nothing because the platform already exists.

FOLLOW-UP
You say adding city two costs almost nothing. Does that include costs to acquire 100 shops there?

FOUNDER TURN 2
Fair point — customer acquisition isn't zero. But our sales model is cheap. We don't need a sales team knocking on

doors. In city one, 60% of our pilot shops

signed up after seeing a neighboring cafe get more morning customers. We plan the same playbook: seed 5-10
shops with a free 3-month trial, let the results

speak, then the rest of the street follows. Our customer acquisition cost in the pilot was about 15 euros per shop —
one targeted Instagram ad to local cafe



owner groups plus a personal email with the case study. At 15 euros per shop, acquiring 100 shops in a new city
costs 1,500 euros. That pays back in month one
from subscriptions.

FOLLOW-UP
You give 5-10 seed shops free 3-month trials. What's the forgone revenue from those?

FOUNDER TURN 3
10 shops at 40 euros average for 3 months is 1,200 euros in forgone revenue per new city. Combined with the 1,500

acquisition cost, that's 2,700 euros total

to launch a city. Once those 10 convert to paid and 90 more join, the city generates 4,000 euros monthly. So we
break even on city launch costs in under 3

weeks of full operation. I'd rather give away 1,200 euros and have 10 shops with real data proving the value than
charge from day one and fight a cold-start

problem. The free trial IS the sales pitch — once a shop sees 15 extra customers in a month, the 29 euro
subscription is obvious.

FINAL ASSESSMENT
Math works: 2,700 euro launch cost breaks even in under 3 weeks.

@ CYGNUS X-1 4/5
Moat

OUTCOME
CLEAN PASS

DIALOGUE LOG

FOUNDER TURN 1
Yelp knows where cafes are — they don't know which ones are coworking-friendly, what the wifi speed is, whether

there's power outlets, or how many seats are

free right now. That real-time availability data is our moat. Every booking feeds our system — we learn peak
patterns, preferred spots, noise levels from user

ratings. After 6 months in a city we have a dataset Yelp can't replicate without building the same two-sided
relationship from scratch. Second, our cafe

owners log in weekly to manage their listings and check analytics — that's a habit and a switching cost. Yelp adding
a 'coworking' tab doesn't give them that

operational integration. Third, freelancers build reputation on our platform — reviews, favorite spots, booking history.
That's portable to Yelp, but the

community isn't.

FOLLOW-UP
What stops Yelp from paying cafes to share real-time seat data?

FOUNDER TURN 2
Nothing stops them from trying — but it's an operations problem, not a tech problem. We physically onboarded each

cafe: set up the POS integration, trained

the barista to update availability, and iterated the flow until it took them under 10 seconds. Yelp has 6 million
businesses on their platform — they're built

for passive listings, not active operational tools. Asking their sales team to train individual baristas on seat tracking
is a completely different business

model. They'd need a dedicated team for a feature that serves a small slice of their user base. For us it's the entire
product. That focus is the real moat —

we wake up every day thinking about freelancer-cafe matching. For Yelp it's a feature request in a backlog of
thousands.

FOLLOW-UP
You say focus is the moat. What stops a new startup from matching that focus?



FOUNDER TURN 3
A new startup can absolutely try — but they're 18 months behind. We already have the real-time data from hundreds

of cafes, thousands of freelancer bookings,
and the local relationships. Marketplace businesses have a winner-takes-most dynamic per city. Once freelancers in

Vienna open the app and see 80 verified
spots with live availability, they don't download a second app that shows 3. And once a cafe sees steady bookings

from us, they're not going to manage a
second platform for the same audience. The first mover who reaches density in a city locks it. Our plan is to own 10

European cities in 18 months — by the
time a copycat raises their seed round, we're already the default in those markets.

FINAL ASSESSMENT
City density and data lock-in survive copycats.

FINAL VERDICT

PROCEED

Average score: 4.6/5

This app connecting freelancers to discounted off-peak coffee shop coworking spots merits a
PROCEED verdict, driven by the founder's 5/5 fit as an experienced developer with cafe supply
relationships, perfect 5/5 timing amid surging remote work demand and enabling tech, and a
bulletproof 5/5 business model breaking even in under three weeks on €2,700 launch costs. Surveys
confirm strong 4/5 market reality with cafes ready to pay and freelancer enthusiasm, while 4/5 moat
via city density and data lock-in should fend off copycats. Minor uncertainties in market scale and
defensibility are eclipsed by the founder's edge and rapid profitability path.



