
Section 1: Executive Summary

Overview
Goodsluck is a gambless marketplace that blends traditional e-commerce with innovative community-
driven contributions. Focused on fairness, transparency, and inclusivity, the platform enables users to buy 
and sell products while fostering collaboration and engagement. Our unique selling point lies in the 
proportional contribution model, which empowers buyers to assist sellers and potentially close deals in a 
transparent and randomized process that ensures no element of gambling.

Key Features

• Proportional Contribution Model: A fair system where users contribute to a product pool and 
gain proportional chances to close deals, free of gambling elements.

• Product Diversity: Initial focus on real estate, cars, and electronics, providing sellers with a 
platform for high-value items and buyers with aspirational opportunities.

• Community Engagement: Glitches (contribution tokens) and glorions (reward tokens) foster 
user engagement and platform loyalty.

• Dispute Resolution: A robust jury system ensures fairness in resolving conflicts, rewarding 
honest participation.

Market Opportunity
Goodsluck addresses a significant gap in the e-commerce landscape by offering an ethical, engaging 
alternative to traditional marketplaces. The platform capitalizes on trends such as rising e-commerce 
adoption, demand for transparency, and community-driven platforms, making it a compelling choice for a 
wide range of users.

Revenue Model
Goodsluck earns revenue primarily from successful sales, with no fees for failed transactions. Seller fees 
and platform upgrades contribute to a sustainable financial model that aligns with user satisfaction.

Goals for the MVP Phase

1 Launch with real estate, cars, and electronics to maximize user engagement and profitability.
2 Achieve organic seller growth through robust platform features and promotions.
3 Build trust by ensuring a clear distinction between Goodsluck's proportional model and gambling 

practices.

Call to Action
With its innovative, user-first approach, Goodsluck is poised to revolutionize the marketplace industry. We 
invite partners, investors, and early adopters to join us in creating a gambless, transparent platform where 
fairness leads the way.

Overview of Contribution Tokens and Selling Process
Goodsluck introduces contribution pools as an alternative selling method to traditional full-price sales. 
Contribution tokens, referred to as glitches (glitch - Goods Luck Interactive Token for Contributions and 
Help), are rewarded to users when they purchase digital achievements on the platform. These glitches 
serve a dual purpose:

1 Empowering Sellers: Buyers contribute glitches to a product's pool, helping the seller progress 
toward the item's full price. Contributions also improve the product's visibility and promotion once 
it reaches a "hot" stage (80% of the pool filled).

2 Proportional Buyer Participation: Each glitch represents a proportional chance to become the 
"closer" — the individual selected to finalize the deal. The probability of being selected is 
proportional to a user's contribution in relation to the product's total pool size.



Selling Through Contribution Pool
1 Listing: Sellers list products with a specified price. Buyers can either purchase outright (full-price 

selling) or contribute glitches to help fill the product's pool.
2 Contribution Stages: Contributions pass through several stages:

◦ Opened: Buyers can freely contribute glitches and withdraw them until 80% of the pool is 
filled.

◦ Frozen: At 80%, contributions become locked, and the product enters the "hot" stage, 
receiving enhanced visibility. Sellers cannot delete hot items.

◦ Finalized: Once the pool is full, the system uses a fair randomization process to select a 
closer based on the contribution proportions.

◦ Closed: The closer finalizes the deal by providing shipping details and covering potential 
additional costs with glitches.

3 Glitches Lifecycle:
◦ If the product is sold successfully, all contributions are credited to the seller’s account as 

glitches. Sellers can "burn" glitches to receive monetary payouts.
◦ If the product is not sold (e.g., due to expiry or deletion), all contributions are refunded to 

participants, with penalties applied to the seller only in cases of deletion after the item is 
frozen.

This system combines transparency, fairness, and community-driven engagement, ensuring that users 
understand and participate willingly in every step of the process.

Why Goodsluck Is Not a Gambling Service
Goodsluck’s unique contribution pool system includes an element of randomization but distinguishes itself 
from gambling by design and operation. Here’s how:

1 Proportional and Transparent Participation
◦ In gambling, all participants typically have an equal or undefined chance of winning, 

creating uncertainty.
◦ On Goodsluck, the chance of being selected as a closer is directly proportional to the 

contributions made. For instance, contributing 50 glitches to a 500-glitch pool ensures a 
clear 10% probability.

2 Defined Purpose
◦ Gambling involves risking money with the expectation of gaining more, often without 

tangible utility.
◦ On Goodsluck, contributions serve the dual purpose of helping sellers achieve their goals 

and granting buyers a proportional chance to close the deal. Users are not "betting" but 
rather facilitating commerce.

3 Safeguards and Refund Policies
◦ Contributions are refundable in cases where the product is not sold (e.g., expired or 

deleted). This ensures that users never "lose" their contributions arbitrarily.
◦ Penalties are applied to sellers who fail to meet obligations, reinforcing fairness and 

accountability.
4 Regulated and Transparent Ecosystem

◦ Goodsluck's platform is governed by clear rules, safeguards, and policies designed to 
protect users and promote fairness.

◦ The system avoids speculative behaviors by ensuring glitches cannot be reused or 
traded outside the platform, further differentiating from gambling practices.

5 Enhanced User Experience
◦ Goodsluck’s primary function is as a marketplace for goods, with contribution pools as an 

optional feature to support sellers and promote community engagement.
◦ The focus is on buying and selling goods, not on the excitement of winning or losing 

based on chance.

By adhering to these principles, Goodsluck ensures compliance with regulations and provides a safe, 
innovative environment for its users, far removed from gambling activities.



Section 2: Business Description

Vision
Goodsluck envisions a revolutionary online marketplace where fairness, transparency, and community 
engagement drive success. By fostering collaboration between buyers and sellers, Goodsluck aims to 
transform the e-commerce landscape, creating opportunities that are ethical, inclusive, and engaging.

Mission
Our mission is to empower sellers with innovative tools to achieve success while providing buyers with 
meaningful participation in the sales process. Goodsluck is committed to delivering a seamless platform 
that promotes trust, accessibility, and a sense of shared achievement.

Core Values

Goodsluck operates on the foundation of three core values:

1 Transparency: Clear, honest processes that build trust among users.
2 Accountability: A system that ensures fairness, holding both buyers and sellers to high 

standards.
3 Community Empowerment: Tools and features designed to enhance user engagement and 

collaboration.

Platform Differentiators

Goodsluck distinguishes itself through several key innovations:

1 Not a Gambling System

◦ Goodsluck is not a platform of chance, but one of proportional fairness.
◦ Contributions to product pools are tied to user engagement, with every contribution 

equating to a proportional opportunity to close the deal.
◦ Transparent rules, safeguards, and refunds in cases of unsold or deleted products 

ensure ethical practices.

2 Dual Selling Methods

◦ Regular Price Sales: Traditional e-commerce transactions for users seeking direct 
purchases.

◦ Contribution-Based Pools: Buyers contribute digital tokens (glitches) to help sellers 
reach their goals, while also gaining proportional chances to finalize a deal.

3 Integrated Digital Achievements

◦ Users earn glitches (contribution tokens) by purchasing digital achievements like unique 
artworks.

◦ Glitches are spent as contributions to help sellers and enable buyers to participate in the 
sales process.

◦ Used glitches are permanently marked and cannot reenter circulation, ensuring fairness 
and token economy integrity.



How Goodsluck Works

Goodsluck blends traditional selling with a unique contribution-based model:

1 Sellers can list products for either full-price sales or through contribution pools.
2 Buyers can contribute glitches to help sellers reach their sales goals and secure proportional 

chances to close deals.
3 When a contribution pool is full, the system selects a closer randomly but proportionally to 

contributions, ensuring fairness.
4 Frozen Stage: At 80% pool completion, contributions become locked, and the product is marked 

"hot," promoting higher visibility.
5 If the deal closes successfully:

◦ Contributions are transferred to the seller, and glitches are marked as used.
◦ The closer provides delivery details and, if needed, covers additional costs using glitches.

6 If the product is unsold due to time expiration, all contributions are refunded without penalties.

Section 3: Market Analysis

Overview of the Marketplace

Goodsluck operates in a rapidly evolving e-commerce landscape, leveraging its unique selling model to 
stand apart from traditional platforms. By incorporating elements of community-driven contributions and 
randomness (without gambling), the platform caters to a growing demand for fair and engaging 
transactions. The American market serves as a fertile ground for Goodsluck's MVP categories—real 
estate, cars, and electronics—where buyer aspirations and seller motivations intersect seamlessly.

Target Audience (TA)

Goodsluck targets a diverse group of users across the United States:

1 Aspirational Homebuyers and Sellers

◦ Demographic: Adults aged 25–55 seeking affordable housing solutions or new ways to 
sell property efficiently.

◦ Motivations: Fairness in transactions, transparency, and an engaging platform that 
democratizes access to real estate opportunities.

2 Car Buyers and Sellers

◦ Demographic: Middle-income families and young professionals interested in pre-owned 
or new vehicles.

◦ Motivations: Trustworthy transactions, affordable options, and a platform that simplifies 
the buying/selling process.

3 Tech-Savvy Electronics Shoppers

◦ Demographic: Individuals aged 18–45, including students and working professionals 
looking for high-demand electronics.

◦ Motivations: Fast-moving products, affordability, and an opportunity to participate in a 
transparent contribution model.



Industry Trends

Goodsluck aligns with the following key industry trends:

1 E-Commerce Growth: Increasing comfort with online purchases across all product categories, 
from electronics to real estate.

2 Demand for Fairness: Rising buyer interest in platforms that provide transparency and eliminate 
predatory practices.

3 Community Engagement: Platforms fostering collaboration and participation are gaining 
popularity, especially among younger audiences.

Competitive Advantage

1 Community-Driven Contributions:

◦ A unique approach where buyers contribute to sellers, fostering a sense of shared goals.
◦ Proportional contributions offer fairness and excitement, distinct from typical auctions or 

direct sales.

2 No-Gamble Randomization:

◦ The selection process for deal closers involves proportional chances, ensuring fairness 
without creating gambling-like dependency.

◦ Transparency in contributions and outcomes builds trust among users.

3 Diverse Product Categories:

◦ Real estate and cars offer high-value, long-term profit potential, while electronics provide 
quick turnovers and high engagement.

◦ This mix ensures consistent activity and profitability across user demographics.

4 Organic Seller Growth:

◦ The contribution model motivates buyers to engage actively, creating a natural pipeline of 
users converting into sellers.

Challenges and Mitigation

1 Trust Building:

◦ Solution: Clear policies, transparent processes, and robust dispute resolution 
mechanisms.

2 Education on the Contribution Model:

◦ Solution: Simplified explanations and onboarding experiences for new users.



Market Opportunity

Goodsluck addresses gaps in the market where existing platforms fail to offer fairness, transparency, and 
engagement. By focusing on aspirational products, the platform taps into deeply rooted desires, ensuring 
a loyal user base while expanding its reach across high-demand categories.

Section 4: Product and Service Offering

Overview

Goodsluck offers a unique marketplace experience by combining traditional e-commerce with an 
innovative contribution-based sales model. Our platform supports a diverse range of products and 
services, with a particular focus on high-demand, aspirational items such as real estate, cars, and 
electronics. These categories are designed to align with the values of the American dream, offering 
meaningful opportunities for buyers and sellers alike.

Key Product Categories

1 Real Estate

◦ Value Proposition: Allows sellers to list properties, leveraging the contribution model to 
reach potential buyers who may not otherwise have access to high-value assets.

◦ Expected Demand: High-value, long-term investments appealing to a broad audience 
seeking property ownership.

2 Cars

◦ Value Proposition: Enables buyers to acquire desirable vehicles through transparent 
and fair contributions while providing sellers with a dynamic sales channel.

◦ Expected Demand: Moderate-term transactions with consistent demand due to the 
necessity and aspiration associated with car ownership.

3 Electronics

◦ Value Proposition: Facilitates fast-paced sales of high-demand items, such as 
smartphones and gaming consoles, through traditional or contribution-based methods.

◦ Expected Demand: High turnover and short transaction cycles driven by consistent 
consumer interest.



How Selling Works on Goodsluck

1 Listing Options for Sellers

◦ Full-Price Selling: Standard sales approach where buyers directly purchase items at the 
listed price.

◦ Contribution Pool Selling: Sellers can enable contributions for their products, allowing 
buyers to participate in the sales process collaboratively.

2 Contribution Pool Mechanics

◦ Buyers contribute glitches (tokens) to a product’s pool.
◦ Each glitch represents a proportional chance to finalize the deal, with clear rules to 

ensure fairness and transparency.
◦ Contributions are refundable in specific cases, such as expired listings or disputes.

3 Stages of Product Selling

◦ Opened: The listing is live, and buyers can contribute freely.
◦ Frozen: When 80% of the contribution pool is filled, contributions become locked, and the 

product gains heightened visibility as a "hot" item.
◦ Finalized: The pool is full, and a closer is selected randomly but proportionally.
◦ Closed: The deal is completed, and contributions are transferred to the seller or 

refunded, depending on the outcome.

4 Handling Unsold Items

◦ If the seller deletes a listing after it becomes "hot," they incur a full-price penalty equal to 
the contribution pool value, ensuring accountability.

◦ If the listing expires, contributions are returned to participants without penalties.

Digital Achievements and Tokens

1 Glitches

◦ Glitches are digital tokens earned through the purchase of unique digital achievements 
(such as artwork).

◦ They can be used to contribute to product pools, helping sellers and offering buyers 
proportional chances to close deals.

◦ Once used, glitches are marked and removed permanently from circulation to maintain 
system fairness.

2 Glorions

◦ Reward tokens earned through platform engagement, such as participating in jury trials 
or resolving disputes fairly.

◦ Can be used for profile upgrades, product visibility boosts, and increasing maximum 
contribution limits.



Why Goodsluck?

• Fair Contribution Model: Offers an ethical, proportional system for buyers and sellers.
• Community Engagement: Tools like glitches and glorions enhance user experience and 

platform loyalty.
• Product Accessibility: High-value items like real estate and cars become more attainable 

through contributions, fostering user aspirations and trust.

Selling Goals and Revenue Projections

Minimum First-Year Sales Expectations (Nevada)

1 Real Estate

◦ Target Sales: 200 homes.
◦ Average Platform Revenue per Sale: $20,000.
◦ Projected Revenue: $4,000,000.

2 Automobiles

◦ Target Sales: 2,000 cars.
◦ Average Platform Revenue per Sale: $500.
◦ Projected Revenue: $1,000,000.

3 Electronics

◦ Target Sales: 50,000 devices.
◦ Average Platform Revenue per Sale: $25.
◦ Projected Revenue: $1,250,000.

Total First-Year Revenue Projection: $6,250,000.

Market Insights

Real Estate Market in Nevada

The Nevada real estate market presents significant opportunities:

• Market Size: Over 1 million residential properties.
• Current Listings: 13,747 homes for sale as of October 2024.
• Median Sale Price: $432,000.
• Key Trends:

◦ Cash transactions account for 24.4% of all sales.
◦ Inventory of unsold homes (single-family and condos) is up by 34.2% and 67.2% year-

over-year, respectively.
Opportunity: Goodsluck can target sellers with unsold inventory and offer a platform that accelerates 
sales through contributions and time-limited listings.

Automobile Market in Nevada

Nevada’s car market is dynamic and robust:

• Market Size: $11.4 billion in new car sales.
• Units Sold: 124,400 new cars in 2022.



• Best-Selling Models: RAM trucks and SUVs dominate sales.
• Employment: 3.2% of jobs in Nevada are tied to the auto industry.

Opportunity: Goodsluck can attract both individuals and dealerships looking to sell vehicles, leveraging 
the platform’s low fees and promotional features.

Electronics Market Overview

Consumer electronics are consistently in high demand:

• High turnover rate makes this category ideal for driving volume sales.
• Average price sensitivity aligns with Goodsluck’s low-fee model.

Opportunity: Leverage promotional tools like “happy hours” randomization to drive engagement and 
sales.

Strategies to Reach Selling Goals

1 Real Estate:

◦ Onboard sellers with unsold inventory, such as single-family homes and condos.
◦ Highlight platform features like contributions and promotional visibility.

2 Automobiles:

◦ Partner with local dealerships and private sellers.
◦ Promote used cars as an affordable alternative to new vehicles.

3 Electronics:

◦ Focus on high-demand items like smartphones, laptops, and gaming consoles.
◦ Use randomization features to incentivize buyers and increase platform activity.

Risk Mitigation for Selling Goals

• Time-Limited Listings: Prevent goods from being stuck in the marketplace by setting expiration 
dates. Unsold items will trigger automatic refunds for buyers’ contributions.

• Transparency with Buyers: All contributors are guaranteed either the purchased item or a 
refund in the event of a deal cancellation.

• Penalties for Sellers: Sellers who delete their items before the listing ends will incur a penalty 
equal to the total contributions made, protecting buyers’ interests.

Section 5: Revenue Model

Primary Revenue Streams

Goodsluck generates revenue through transparent and straightforward methods aligned with the 
marketplace's mission of fairness and empowerment. The platform does not profit from randomization or 
contributions but instead focuses on monetizing successful sales and optional services.



1. Transaction Fees

• Source: Charged as a percentage of the final sale price for successfully completed deals.
• Structure:

◦ Regular Sales: Sellers pay a flat fee, ensuring simplicity and predictability.
◦ Contribution Pool Sales: Sellers pay a slightly higher fee due to the added promotional 

and operational complexity of the pool model.
• Rationale: This incentivizes sellers to complete deals successfully while covering platform 

operational costs.

2. Digital Achievement Sales

• Source: Revenue from the sale of unique digital achievements (such as digital art).
• Structure: Buyers purchase these achievements, receiving corresponding glitches (tokens) as 

part of the transaction.
• Rationale: This approach aligns with Goodsluck’s gambless commitment while promoting user 

engagement and token circulation.

3. Visibility and Promotion Services

• Source: Optional paid services for sellers to boost the visibility of their products or listings.
• Offerings:

◦ Highlighted listings in search results.
◦ Promotional banners and featured categories.

• Rationale: Enables sellers to increase sales potential while generating additional platform 
revenue.

4. Platform Subscription Plans (Planned)

• Source: Subscription tiers offering premium features for both buyers and sellers.
• Offerings:

◦ Higher limits on product listings or contribution values.
◦ Advanced analytics and insights for sellers.
◦ Early access to new features or promotions.

• Rationale: A steady revenue stream while offering value-added services to frequent users.

5. Accountability Mechanism: Penalties and Dispute Resolutions

• Source: Goodsluck does not charge monetary fees or tokens as penalties. Instead, penalties are 
applied through adjustments to the seller’s rate value, which determines their ability to list higher-
priced items.

• Structure:
◦ Sellers who delete a "hot" item or fail to fulfill an active contribution pool after the frozen 

stage incur a rate penalty. This reduces their maximum allowable product price for future 
listings.

◦ Example: A seller with a $10,000 listing cap might see it reduced proportionally to the 
contribution pool amount.

• Rationale:
◦ Encourages accountability without imposing financial burdens on sellers.
◦ Ensures fairness by preserving the trust of buyers and participants in the contribution 

pool.
◦ Protects the platform's integrity while avoiding any perception of profit derived from 

penalties.



Future Opportunities

• Marketplace Expansion: Introducing additional product categories and services to appeal to a 
broader audience.

• API Integration Fees: Charging third-party platforms or developers for access to Goodsluck’s 
API for integrations or data access.

• Collaborative Partnerships: Revenue-sharing agreements with digital artists or product 
sponsors featured on the platform.

Revenue and Cost Considerations

1 User-Centric Approach:

◦ The revenue model prioritizes fairness, ensuring no fees are taken from users in 
scenarios where deals are unsuccessful or products expire.

◦ Contributions are always returned to participants in such cases, reinforcing trust and 
platform integrity.

2 Scalability:

◦ Transaction fees scale with the volume of sales, ensuring long-term profitability without 
overburdening individual users.

◦ Digital achievements and premium services create recurring, predictable revenue 
streams.

3 Cost Control:

◦ Lean operational costs by focusing on digital-first offerings and automated dispute 
resolution systems.

◦ Glitches and glorions are self-contained within the platform economy, minimizing external 
financial dependencies.

Section 6: Operations Plan

Goodsluck's operations prioritize efficiency, scalability, and an enhanced user experience while 
maintaining fairness and transparency. This section details the processes, infrastructure, and strategies 
to achieve operational excellence.

1. Platform Infrastructure

• Core Technologies:
◦ Web and Mobile Applications: Developed using modern frameworks to ensure a 

seamless user interface and experience.
◦ AI and Automation: Applied in personalized product recommendations, dispute 

resolution support, and fraud detection.
• Hosting and Scalability:

◦ Cloud-based hosting for global access and the ability to scale rapidly as user activity 
grows.

◦ High availability through redundancy and reliable hosting partners.
• Data Security and Privacy:

◦ Advanced encryption to protect user data and financial transactions.
◦ Adherence to relevant data protection regulations, such as GDPR and CCPA.



2. Seller and Buyer Processes

• Seller Workflow:
◦ Product Listing: Sellers can list items for direct sale or through contribution-based pools.
◦ Pricing and Pool Management: Sellers set item prices and oversee contribution activity.
◦ Accountability Measures: Sellers' ability to list higher-priced items depends on 

maintaining good performance metrics.
• Buyer Workflow:

◦ Regular Purchases: Buyers can purchase items directly at full price.
◦ Contribution-Based Purchases: Buyers contribute glitches for a proportional chance to 

close the deal.
◦ Contribution Removal: Buyers can withdraw contributions until the pool reaches 80% 

capacity, ensuring flexibility.

3. Dispute Resolution

• Jury Trial System:
◦ Platform users are randomly selected to serve as jurors in disputes.
◦ Jurors evaluate evidence, with glorion rewards incentivizing their participation and 

fairness.
• Self-Resolution Window: Disputing parties are encouraged to resolve issues directly before 

escalation to a jury.
• Outcome Management:

◦ If the seller is at fault, penalties are applied to their rate values, affecting their future 
listing limits.

◦ If the buyer is at fault, contribution privileges and rates may be reduced.

4. Token Management

• Glitches:
◦ Earned through digital achievement purchases.
◦ Used as contributions to sellers' pools or donated to help close deals.
◦ Once used, glitches are marked as spent and cannot be reused.

• Glorions:
◦ Reward tokens earned by participating as jurors.
◦ Usable for profile upgrades, product visibility enhancements, or increasing contribution 

limits.

5. Promotion and Product Staging

• Product Stages:
◦ Open: Contributions are collected, and buyers can adjust or remove their contributions.
◦ Frozen: Pool reaches 80% capacity, locking contributions and elevating the product to 

"hot" status with better promotion.
◦ Finalized: The system selects the closer, and the deal is closed.
◦ Closed: The product is either sold successfully or marked inactive.

• Promotional Strategies:
◦ Hot items are prominently displayed on the platform.
◦ Sellers may opt for additional paid promotions to boost item visibility further.

6. Team and Resource Allocation

• Core Team:
◦ Development: Ensures platform reliability, feature development, and bug fixes.
◦ Support: Manages user inquiries and ensures timely resolution of issues.



◦ Operations: Handles platform moderation, disputes, and logistics.
• Resource Allocation:

◦ Priority is given to platform technology and user support during the MVP stage.
◦ Marketing efforts will scale as user adoption grows.

7. Risk Management

• Platform Integrity: Continuous monitoring to identify and prevent fraudulent activities.
• Technical Risks: Regular updates and backups to mitigate the risk of downtime or data loss.
• Community Engagement: Channels for users to share feedback and concerns, fostering trust 

and a responsive ecosystem.

Section 7: Marketing and Customer Acquisition

Goodsluck’s marketing strategy focuses on building a strong community of buyers and sellers while 
highlighting the platform's unique features. The goal is to attract users organically while leveraging 
targeted advertising and partnerships to drive growth.

1. Target Audience

• Buyers:
◦ Individuals seeking unique deals on high-demand products such as real estate, vehicles, 

and electronics.
◦ Enthusiasts of digital art who value collecting unique digital achievements.

• Sellers:
◦ Entrepreneurs and small business owners looking for a flexible marketplace.
◦ Individuals selling high-value items who benefit from the contribution pool mechanism.

2. Branding and Messaging

• Tagline: “A Marketplace Powered by Goods, and Spiced Up by Luck.”
• Key Messages:

◦ Fair and transparent contribution-based selling that empowers buyers and sellers.
◦ Unique opportunities to participate in deals and engage with the community.
◦ Emphasis on accountability, trust, and innovation.

3. Acquisition Channels

• Digital Advertising:
◦ Targeted campaigns on platforms like Google Ads, Facebook, Instagram, and TikTok.
◦ Retargeting ads to re-engage users who have visited the platform but not signed up or 

completed transactions.
• Content Marketing:

◦ Blog articles, videos, and infographics highlighting success stories, product insights, and 
tips for buyers and sellers.

◦ Tutorials on how to use contribution pools and the benefits of glitches and glorions.
• Social Media Engagement:

◦ Regular updates on new listings, promotions, and user achievements.
◦ Interactive campaigns like “hot item of the week” and user polls.

• Affiliate and Referral Programs:



◦ Partnering with influencers and content creators to promote Goodsluck.
◦ Offering incentives for users to invite friends, such as free glitches or promotional visibility 

for items.

4. Community Engagement

• User Stories and Testimonials:
◦ Showcasing real buyers and sellers who benefited from the platform.

• Gamified Interactions:
◦ Contests and challenges, such as earning extra glitches through platform engagement.
◦ Leaderboards for top contributors or successful sellers.

• Community Forums:
◦ Providing spaces for users to share tips, feedback, and discuss platform features.

5. Promotions and Campaigns

• Launch Campaign:
◦ Discounts on listing fees for early adopters.
◦ Bonus glitches for first-time buyers and sellers.

• Seasonal Promotions:
◦ Highlighting relevant items during holidays and peak shopping periods.

• Hot Item Spotlight:
◦ Featuring popular items with frozen contribution pools to attract more participants.

6. Partnerships and Collaborations

• Corporate Partnerships:
◦ Collaborations with manufacturers and distributors to encourage bulk listings.

• Charity and Non-Profit Collaborations:
◦ Partnering with organizations to run special promotions where a percentage of sales is 

donated.
• Digital Art Creators:

◦ Partnering with artists to create exclusive achievements and glitches.

7. Retention Strategies

• Loyalty Rewards:
◦ Bonuses for consistent platform activity, such as free product promotions or glitches.

• Engagement Notifications:
◦ Alerts for new deals, hot items, or progress in contribution pools.

• Exclusive Features for Long-Term Users:
◦ Advanced profile customization options or increased limits for contributions and product 

listings.

8. Metrics for Success

• User Growth: Monthly active users (MAUs) and new registrations.
• Transaction Volume: Number and value of items sold via direct and contribution-based 

methods.
• Engagement: Contribution pool participation rates and time spent on the platform.
• Retention: Percentage of users returning to the platform within 30, 60, and 90 days.
• Customer Satisfaction: Measured through surveys, reviews, and feedback scores.



Section 8: Legal and Compliance Strategy

Goodsluck operates within a carefully designed legal framework to ensure compliance with all applicable 
state, federal, and international laws while maintaining a business model distinctly separate from 
gambling. Our commitment to transparency, fairness, and ethical operations underpins our approach to 
legal and regulatory compliance.

Key Compliance Areas

1 Distinction from Gambling

◦ Non-Gambling Framework: Goodsluck ensures that its use of randomization and 
contribution pools complies with regulations that define and govern gambling. Key 
distinctions include:
▪ Revenue Source: All profits derive from platform fees on completed sales rather 

than games of chance.
▪ Refund Policy: Buyers receive refunds if deals are not completed, removing the 

financial risk associated with gambling.
▪ User-Driven Participation: Contributions are directed toward securing product 

sales, not wagering on uncertain outcomes.

2 State and Federal Compliance

◦ Business Registration: Goodsluck is registered in Nevada, with an operational address 
in Virginia. All state filing and tax requirements are met.

◦ E-Commerce Regulations: The platform complies with the Federal Trade Commission 
(FTC) guidelines for online marketplaces, including transparency in fees, refunds, and 
dispute resolution processes.

◦ Payment Processing Compliance: Adheres to PCI DSS (Payment Card Industry Data 
Security Standards) for secure handling of credit card and cryptocurrency payments.

3 Data Privacy and Security

◦ GDPR and CCPA Compliance: Goodsluck is committed to protecting user data and 
complies with the General Data Protection Regulation (GDPR) and the California 
Consumer Privacy Act (CCPA).

◦ Secure Infrastructure: Use of encryption protocols (TLS) and cloud-hosted solutions like 
Heroku ensures user data is protected against breaches.

4 Taxation

◦ Sales Tax: Automatic collection and remittance of sales tax for applicable states, in 
compliance with Wayfair v. South Dakota guidelines.

◦ Corporate Taxes: The company’s tax obligations are managed by a professional 
accountant to ensure accurate and timely filing.

Key Legal and Regulatory Partnerships

1 Legal Counsel

◦ Retaining a legal team specializing in e-commerce, intellectual property, and regulatory 
compliance ensures the platform stays ahead of any potential legal risks.



2 Tax Advisors

◦ Partnering with tax professionals to navigate multi-state and federal tax requirements, 
including proper handling of digital goods and services taxation.

3 Payment and Cryptocurrency Partners

◦ Collaborations with Stripe and Coinbase ensure all financial transactions are compliant 
with anti-money laundering (AML) and know-your-customer (KYC) standards.

Section 9: Risk Analysis

Goodsluck is a groundbreaking platform, but like any innovative business model, it faces inherent risks. 
This section identifies potential challenges, evaluates their impact, and outlines mitigation strategies to 
address them effectively.

1. Regulatory Risks

• Risk: Misclassification as a gambling platform due to the contribution pool system.
• Impact: Legal scrutiny, platform restrictions, or penalties.
• Mitigation:

◦ Clearly defining and documenting the proportional and transparent nature of the 
contribution process.

◦ Consulting legal experts to ensure compliance with marketplace regulations in all 
operating regions.

◦ Emphasizing the marketplace-first model, where profits are derived from goods sold, not 
chance-based systems.

2. Market Risks

• Risk: Difficulty in attracting and retaining both buyers and sellers in a competitive market.
• Impact: Slow user growth and lower-than-expected revenue.
• Mitigation:

◦ Targeted marketing campaigns emphasizing the unique features of Goodsluck.
◦ Incentives such as reduced fees or bonus glitches for early adopters.
◦ Building trust through transparent operations and showcasing successful transactions.

3. Platform Misuse Risks

• Risk: Fraudulent activities, including false listings, scams, or misuse of glitches.
• Impact: Damage to the platform's reputation and user trust.
• Mitigation:

◦ Implementing robust user verification and fraud detection systems.
◦ Penalizing sellers for false listings, including rate reductions or bans.
◦ Regular monitoring and audits of transactions.



4. Technical Risks

• Risk: Platform downtime, bugs, or glitches impacting user experience.
• Impact: Loss of users due to frustration and lack of trust.
• Mitigation:

◦ Ensuring a scalable and robust backend infrastructure.
◦ Regular stress testing and system updates to handle increased user traffic.
◦ 24/7 technical support to address issues promptly.

5. Economic Risks

• Risk: Market fluctuations affecting product categories (e.g., real estate, vehicles, and electronics).
• Impact: Variability in product availability and profitability.
• Mitigation:

◦ Diversifying product categories to include both high-value and fast-moving goods.
◦ Adjusting marketing strategies to focus on categories in higher demand during economic 

downturns.

6. User Behavior Risks

• Risk: Sellers removing items after freezing, or disputes arising frequently.
• Impact: User dissatisfaction and potential loss of participants.
• Mitigation:

◦ Implementing strict penalties for sellers who delete “hot” items post-freeze.
◦ Educating users on dispute resolution policies and the role of jury trials.

7. Financial Risks

• Risk: Insufficient funding to scale operations or support marketing efforts.
• Impact: Delayed growth and inability to compete with established marketplaces.
• Mitigation:

◦ Staggering growth plans and prioritizing MVP features.
◦ Seeking funding through strategic partnerships, angel investors, or venture capital.

8. Reputational Risks

• Risk: Negative press or misconceptions about the platform's contribution pool system.
• Impact: Loss of trust and reluctance from new users to join.
• Mitigation:

◦ Proactive communication about the platform’s fairness and community-driven model.
◦ Engaging with the community and addressing concerns transparently.
◦ Highlighting success stories and testimonials to counteract misinformation.

9. Scalability Risks

• Risk: Rapid growth overwhelming current infrastructure or operational capacity.
• Impact: Performance issues leading to user dissatisfaction.
• Mitigation:

◦ Planning for scalability in both technical infrastructure and team size.
◦ Phased feature rollouts to balance demand and platform stability.



10. Competitive Risks

• Risk: Established marketplaces replicating or undercutting Goodsluck’s model.
• Impact: Difficulty in maintaining market differentiation.
• Mitigation:

◦ Continual innovation in platform features, such as introducing glorions and gamified 
elements.

◦ Building a strong community to create brand loyalty.

Section 10: Appendices

The Appendices section provides supporting documents, data, and additional information relevant to the 
business plan. This section should help reinforce the arguments and strategies outlined in earlier 
sections, offering deeper insights into specific areas of the business. Below is a suggested structure for 
the Appendices:

Appendix A: Glossary of Terms

• Glitch(es) (Goods Luck Interactive Token for Contributions and Help): Tokens used for 
contributions in the platform’s contribution pool system. Users donate glitches to help fund 
product listings and gain the opportunity to close deals.

• Contributions Pool: A pool of glitches that buyers contribute to in exchange for the chance to 
close a deal. Contributions are proportional and transparent.

• Closer: The user selected to finalize a deal, based on their contribution to the pool. The closer 
gains the right to complete the sale transaction.

• Glorions: A unique token earned through participation in jury trials on the platform. They can be 
used for profile upgrades, product visibility boosts, or sold on the platform.

• Hot Item: An item that has reached the "frozen" stage, where contributions are locked in and the 
item is promoted with higher visibility.

• Jury Trials: A system where users can participate to resolve disputes between buyers and 
sellers, with the opportunity to earn glorions based on their fairness in the trial.

• Penalty: A deduction in a seller’s rating, which lowers their ability to list high-price items. 
Penalties can be applied when an item is deleted or when a dispute resolution results in a 
penalty.



Appendix B: Financial Projections and Assumptions

Revenue Projections

Selling Goals: Revised for First-Year Expectations

Minimum Expected Sales for Nevada (Year 1)

1 Real Estate

◦ Target: Sell 200 houses.
◦ Average Revenue per Sale: $20,000 (platform fee).
◦ Total Revenue: $4,000,000.

2 Automobiles

◦ Target: Sell 2,000 cars.
◦ Average Revenue per Sale: $500 (platform fee).
◦ Total Revenue: $1,000,000.

3 Electronics

◦ Target: Sell 50,000 devices.
◦ Average Revenue per Sale: $25 (platform fee).
◦ Total Revenue: $1,250,000.

Total Expected Revenue: $6,250,000.

Breakdown by Category

Real Estate Market Insights in Nevada

• Market Size: Nevada has 1,037,608 residential properties.
• Median Home Value: $448,549.
• Homes for Sale: 13,747 homes as of October 31, 2024.
• Median Sale Price: $432,000 (as of September 2024).
• Median List Price: $481,263 (as of October 2024).
• Sales Dynamics:

◦ Sales-to-List Ratio: 0.993.
◦ Sales Above List Price: 21.5%.
◦ Sales Below List Price: 53.7%.

• Market Trends:
◦ Single-family homes without offers: Up 34.2% YoY.
◦ Condos and townhomes without offers: Up 67.2% YoY.
◦ Cash Transactions: 24.4% of all sales.
◦ Median Days to Pending: 25 days.

Takeaway:

• Given the active market and rise in unsold properties, there is significant potential for leveraging 
Goodsluck’s marketplace to assist sellers in moving properties faster.



Automobile Market Insights in Nevada

• Market Value: New car dealer market valued at $11.4 billion.
• Number of Dealers: 414 businesses.
• Car Sales in 2022:

◦ Total Sales: $10.93 billion.
◦ Units Sold: 124,400 cars (new).

• Employment: 57,200 auto jobs; 3.2% of Nevada's jobs tied to the auto industry.
• Best-Selling Vehicle: RAM trucks.

Takeaway:

• The auto market in Nevada is robust, with high-value transactions and room for growth in the 
resale and pre-owned segments through Goodsluck.

Electronics Market Insights

• Market Trends: Electronics are a fast-moving consumer segment with consistent demand.
• Price Sensitivity: Buyers in this category prioritize deals, making a low-fee platform like 

Goodsluck highly attractive.

Market Strategy Highlights

1 Real Estate:

◦ Focus on sellers with unsold inventory (e.g., single-family homes and condos without 
offers).

◦ Attract buyers with promotional features like contributions and randomization.

2 Automobiles:

◦ Target dealers and individuals looking to sell used vehicles.
◦ Leverage Nevada's established auto market infrastructure to onboard sellers.

3 Electronics:

◦ Prioritize high-demand items like smartphones, laptops, and gaming consoles.
◦ Use promotional features like "happy hours" randomization to increase buyer 

engagement.

Risk Mitigation Points

• Unsold Inventory: Time-limited listings and penalties for sellers help maintain marketplace 
liquidity and protect contributions.

• Refund Mechanism: Transparent policies ensure buyers can contribute without fear of losing 
money unnecessarily.

• Randomization as a Feature, Not Gambling: Clearly communicate that randomness enhances 
user experience (e.g., deal closures, happy hours, and jury selection) without altering 
marketplace fundamentals.

Cost Structure

To ensure the successful operation of the Goodsluck platform, we have outlined the following major 



categories of operating expenses:

1. Marketing and Advertising

• User Acquisition Campaigns: Costs for online advertisements (Google Ads, social media, 
influencer partnerships).

• Content Creation: Video ads, blogs, tutorials, and other media.
• Brand Development: Logo design, brand guidelines, and promotional materials.
• Community Engagement: Hosting giveaways, contests, and promotions to attract and retain 

users.
• Estimated Cost: 20%–30% of total budget in early stages, reducing as organic growth increases.

2. Technology Development

• Platform Design and Development:
◦ Initial build and ongoing updates for the Goodsluck app and website.
◦ Third-party integrations for payment processing, randomization algorithms, and glitch 

tracking.
• Server Hosting and Infrastructure:

◦ Cloud services (AWS, Google Cloud, or Azure) to ensure scalability and uptime.
• Cybersecurity:

◦ Tools to protect user data, transactions, and prevent fraud or hacking attempts.
• Development Team Salaries:

◦ Engineers, UI/UX designers, data scientists, and IT support.
• Estimated Cost: A significant upfront investment, tapering to 10%–15% of the annual budget for 

maintenance.

3. Platform Maintenance

• Bug Fixes and Updates: Regular updates to improve user experience and address issues.
• Performance Optimization: Monitoring and optimizing the platform for speed, reliability, and 

scalability.
• Customer Support: Hiring and training support staff to assist users with technical or 

transactional issues.
• Estimated Cost: 10%–15% of operational expenses.

4. Legal and Regulatory Compliance

• Licensing Fees: Costs to obtain and renew business and platform-related licenses.
• Legal Consultation:

◦ Retainers for legal professionals to ensure compliance with local and international laws 
(e.g., anti-gambling laws, data privacy regulations like GDPR).

• Audit and Reporting:
◦ Expenses for independent financial and operational audits.

• Dispute Resolution:
◦ Setting aside funds for potential legal disputes or claims.

• Estimated Cost: 5%–10% of the budget, with initial spikes during licensing processes.

5. Employee Salaries and Benefits

• Core Team: Salaries for executives, developers, marketers, and operational staff.
• Incentives and Bonuses: Performance-based rewards to retain top talent.
• Employee Benefits: Health insurance, paid leave, retirement contributions, etc.
• Estimated Cost: 30%–40% of the annual budget, depending on team size and region.



6. Miscellaneous Costs

• Office and Administrative Expenses: Rent, utilities, software subscriptions, and general 
supplies.

• Research and Development (R&D): Testing new features, user behavior studies, and market 
research.

• Unexpected Expenses: Budget reserved for unforeseen circumstances or opportunities.
• Estimated Cost: 5%–10% of the annual budget.

Summary of Estimated Allocation

Category Estimated % of Budget
Marketing and Advertising 20%–30%
Technology Development 20%–30% (initially)
Platform Maintenance 10%–15%
Legal and Compliance 5%–10%
Employee Salaries/Benefits 30%–40%
Miscellaneous Costs 5%–10%

By carefully managing these costs, Goodsluck will be positioned to maintain financial sustainability, 
support growth, and meet its operational goals.

Infrastructure Cost

1. Heroku Costs

Heroku charges depend on the dynos (compute resources) and add-ons you use. Here’s a breakdown:

a. Dynos (Compute Resources)

• Web Dynos: Handles user requests and app logic.
◦ Estimate: 6–8 Performance-M dynos to handle up to 100k users.
◦ Cost: $250 per dyno/month → ~$1,500–$2,000/month.

• Worker Dynos: Background jobs for tasks like randomization, notifications, etc.
◦ Estimate: 2 Performance-M dynos.
◦ Cost: $250 per dyno/month → ~$500/month.

b. Database (PostgreSQL)

• Recommended tier for 100k users: Standard-2 or Premium-0.
◦ Standard-2: $1,000/month, suitable for moderate traffic and complex queries.
◦ Premium-0: $2,000/month, for high concurrency and faster processing.



c. Add-ons

• Redis (for Caching and Queues):
◦ Add-on: Heroku Redis Premium 2 (~4GB memory).
◦ Cost: $100/month.

• Monitoring and Logs: Papertrail or similar logging service.
◦ Add-on: $50–$100/month.

• Custom Domain/SSL:
◦ Add-on: ~$20/month.

Total Heroku Costs:

• $3,170–$4,720/month ($38,040–$56,640/year).

2. Cloud Services (Storage and CDN)

• File Storage: AWS S3 for user-uploaded assets (e.g., images, digital goods).
◦ Storage Estimate: ~1TB/month for 100k users with moderate uploads.
◦ Cost: ~$30/month (storage) + ~$90/month (bandwidth).

• CDN (Content Delivery Network): Cloudflare or AWS CloudFront for faster delivery.
◦ Cost: ~$100–$300/month depending on traffic.

Total Cloud Costs:

• $220–$420/month ($2,640–$5,040/year).

3. APIs and Third-Party Services

• BlockCypher: For crypto integration.
◦ Free tier covers basic usage; Premium tiers for higher volume start at ~$200/month.

• Coinbase SDK: Variable costs based on API usage, likely in the $100–$300/month range.
• Email Service (e.g., SendGrid): Transactional emails for users (password resets, notifications).

◦ Estimate: ~$100/month for 100k users.
Total API Costs:

• $400–$600/month ($4,800–$7,200/year).

4. Miscellaneous Costs

• Monitoring and Analytics: Services like New Relic, Datadog, or Google Analytics.
◦ Estimate: ~$200/month for detailed monitoring.

• Domain and SSL Certificate: $20–$50/month.
• Error Tracking: Sentry or Rollbar (~$50/month).

Total Miscellaneous Costs:

• $300/month ($3,600/year).



Summary of Monthly Costs for 100k Users

Category Monthly Cost Annual Cost
Heroku $3,170–$4,720 $38,040–$56,640
Cloud Services $220–$420 $2,640–$5,040
APIs and Third-Party $400–$600 $4,800–$7,200
Miscellaneous $300 $3,600
Total $4,090–$6,040 $49,080–$72,480/year

Key Assumptions and Notes

1 Costs could vary depending on user behavior (e.g., how often they upload files, run processes, 
etc.).

2 Optimization: As the app scales, you might move off Heroku to a more cost-efficient solution like 
AWS, reducing hosting costs.

3 Payments to sellers or glitches are not included as these represent operational or revenue flow, 
not infrastructure.

Break-even Analysis

The break-even point for Goodsluck is determined by balancing the platform's operating expenses with 
the revenue generated from successful transactions. Below is a detailed breakdown of the analysis:

Key Metrics for Break-even

1 Operating Costs:
Total annual expenses are estimated to be $1,850,000, including:

◦ Marketing: $600,000.
◦ Technology Development and Platform Maintenance: $500,000.
◦ Employee Salaries: $400,000.
◦ Legal and Compliance: $150,000.
◦ Miscellaneous Costs: $200,000.

2 Revenue Per Transaction:

◦ Real Estate: $20,000 per sale.
◦ Automobiles: $500 per sale.
◦ Electronics: $25 per sale.

3 Break-even Revenue Target:
To break even, Goodsluck must generate $1,850,000 in revenue.

Break-even Sales Volume

The table below shows the number of transactions needed to reach the break-even point:

Category Revenue Per Sale Sales Needed for Break-even
Real Estate $20,000 93
Automobiles $500 3,700
Electronics $25 74,000



The actual mix of transactions will depend on user activity, but a balanced distribution among categories 
would significantly expedite reaching the break-even point.

Key Milestones and Growth Benchmarks

1 First 3 Months:

◦ Launch platform and onboard initial sellers in Nevada.
◦ Focus on high-value transactions (real estate and automobiles).
◦ Target: 20 real estate sales, 200 automobile sales, and 5,000 electronic device sales.

2 First 6 Months:

◦ Expand marketing campaigns to attract more buyers and contributors.
◦ Achieve 50% of the break-even target revenue (~$925,000).
◦ Target: 50 real estate sales, 1,000 automobile sales, and 20,000 electronic device sales.

3 Year 1:

◦ Reach the break-even point by achieving 100% of the target revenue.
◦ Build momentum with repeat users and positive feedback.

Revenue Sensitivity Analysis

• Higher-than-expected Real Estate Sales:
If real estate sales increase by 20% (240 homes instead of 200), Goodsluck would exceed the 
break-even point earlier.

• Slower Growth in Electronics Sales:
If electronics sales reach only 40,000 units (instead of 50,000), additional growth in real estate or 
automobile categories would compensate.

Long-term Profitability Goals

Post break-even, Goodsluck can reinvest profits into:

• Expanding into other states and markets.
• Enhancing platform features and user experience.
• Increasing marketing efforts to onboard more users.



Appendix C: Technical Architecture Overview

Platform Architecture

The Goodsluck platform combines modern web technologies with scalable backend services to ensure a 
seamless user experience and robust functionality. Below is a detailed description of the architecture:

High-level Architecture Diagram Description

1 Frontend Systems:

◦ Built with Bootstrap for styling and responsive design.
◦ Uses JavaScript and jQuery for interactive features and dynamic content updates.
◦ Communicates with backend systems via RESTful APIs.

2 Backend Systems:

◦ Ruby on Rails handles business logic, API management, and transactional workflows.
◦ Elasticsearch powers advanced search capabilities for faster, more relevant results.
◦ Plans include integrating GeoIP services for localized content and user-specific targeting.

3 Data Layer:

◦ PostgreSQL is the primary relational database, ensuring data consistency and security.
◦ Redis is used for caching, session management, and reducing database query loads.

4 Integration Points:

◦ Randomization: Incorporates Random.org for external, unbiased random number 
generation.

◦ Search: Elasticsearch provides robust search features, including filters and ranking.
◦ GeoIP Services (Planned): Adds geolocation-based features for personalization and 

improved usability.

5 Cloud Infrastructure:

◦ Hosted on Heroku for initial scalability, with plans for migration to AWS for enhanced 
control and cost optimization.

◦ Uses CDNs and load balancers for efficient content delivery and high availability.



Technology Stack

Layer Technology Purpose
Frontend Bootstrap, JavaScript, jQuery Responsive design and dynamic interactivity.
Backend Ruby on Rails Business logic, API management.
Search Elasticsearch Advanced search and filtering capabilities.
Database PostgreSQL Secure relational data storage.
Caching Redis Session and cache management.
Media Storage AWS S3 Hosting images and other media files.
Randomization Random.org External randomization for unbiased results.
Payment Stripe, Coinbase SDK Processing fiat and crypto payments.
Version Control GitHub Code collaboration and versioning.

Hosting Heroku (current), AWS 
(planned) Platform deployment and scaling.

Monitoring Datadog, New Relic Performance monitoring and issue resolution.

Scalability Plans

1 Cloud Hosting Solutions:

◦ Heroku: Supports rapid deployment and initial scaling.
◦ AWS Migration: Plans to migrate to AWS services (e.g., EC2, RDS, Lambda) for greater 

scalability.

2 Database Optimization:

◦ Leverage Elasticsearch to reduce PostgreSQL query loads for complex searches.
◦ Use PostgreSQL indexing and partitioning to maintain query performance as data grows.

3 Frontend Efficiency:

◦ Optimize JavaScript and jQuery scripts to reduce page load times.
◦ Use a CDN to serve static assets (e.g., Bootstrap files) faster.

4 Randomization Services:

◦ Integrate Random.org for unbiased jury selection, happy hour rewards, and deal 
closures.

5 GeoIP Integration:

◦ Enable personalized features such as location-based listings and targeting through 
GeoIP.

6 User Scaling Roadmap:

◦ Up to 100,000 Users: Heroku with Redis and Elasticsearch optimizations.
◦ Beyond 100,000 Users: AWS autoscaling groups and containerized microservices for 

horizontal scalability.



7 Monitoring and Load Testing:

◦ Conduct regular load tests to simulate high traffic and stress on system components.
◦ Monitor system performance with tools like New Relic to ensure optimal functionality.



Appendix D: Team Bios and Organizational Chart

==== Iryna Veretynska – Owner and Visionary ====

As the sole owner of Goodsluck, Iryna is the creative force behind the platform’s conceptual framework 
and direction. While she remains removed from the technical aspects of development, her exceptional 
ability to generate innovative ideas and anticipate market trends makes her an invaluable asset to the 
team.

With a designer’s eye and a talent for simplifying complex concepts, she identifies opportunities to 
enhance user experience and push the project forward. Her knack for envisioning features that resonate 
with users ensures Goodsluck remains both innovative and accessible.

Contributions to Goodsluck:

• Idea Generation: Continuously introduces fresh ideas that redefine platform features and user 
engagement.

• Market Insight: Possesses an intuitive understanding of user needs and market trends.
• Simplicity Champion: Advocates for clean, intuitive designs and streamlined processes to 

improve accessibility and usability.
Iryna’s vision and creative insight form the foundation of Goodsluck's mission to be a groundbreaking, 
user-focused marketplace. Her collaborative approach complements the technical team’s efforts, driving 
the project’s strategic growth.

==== Andrii Veretynskyi – CEO ====

As the CEO and visionary behind Goodsluck, Andrii brings a blend of entrepreneurial spirit, creativity, and 
technical expertise. With a deep understanding of marketing, technology and marketplaces, he has 
shaped Goodsluck to be a groundbreaking platform that integrates innovative randomization features to 
enhance user experience. His leadership style emphasizes collaboration, transparency, and fostering a 
culture of constant innovation.

Relevant Experience:

• Extensive background in technology and e-commerce development.
• Proven track record of launching successful digital platforms.
• Expertise in Ruby on Rails, system architecture, and blockchain technologies.

Vision for the Company:
To establish Goodsluck as a trusted, community-driven marketplace where innovation and fairness 
redefine online commerce. Andrii believes in the transformative power of randomization and gamification 
as tools to engage users without crossing into gambling.



Organizational Structure

Below is the diagram showing Goodsluck's organizational structure:

Founder & CEO
    |
    +------------------------+
    |                        |
Chief Technology Officer   Head of Marketing
    |                        |
+---+---+               +----+----+
| Dev Team |            | Marketing |
|          |            | Team      |
+----------+            +-----------+
    |
Legal & Compliance       Customer Experience
    |                            |
+---+---+               +--------+--------+
| Legal Team |          | Support & UX Team |
+------------+          +-------------------+

Key Departments:

• Product Development: Led by the CTO, includes developers, system architects, and database 
engineers.

• Marketing: Oversees campaigns, branding, and user growth strategies.
• Customer Experience: Focuses on customer support, feedback collection, and user satisfaction.
• Legal & Compliance: Manages regulatory adherence, risk assessment, and policy creation.



Section-by-Section Details:

Section 1: Executive Summary

Vision: To create a community-driven marketplace where users buy and sell goods with transparency, 
trust, and an element of excitement.
Mission: To redefine e-commerce by blending traditional sales with innovative features like 
randomization, fostering fairness, and making the process engaging and user-friendly.
Product Offering: Goodsluck is an online marketplace where goods are sold via contributions, leveraging 
a gambless system to enhance user interaction while ensuring all transactions are secure and fair.
Financial Outlook: Projected first-year revenue targets of $6.25 million, focusing on real estate, 
automotive, and electronics sales in Nevada.

Section 2: Business Description

Core Values: Transparency, fairness, user empowerment, and innovation.
Key Differentiators:

• Use of randomization as a core feature (e.g., deal closure, happy hours, jury selection) to 
enhance engagement without entering the realm of gambling.

• Community-driven contribution pools ensure users actively participate in the success of sales.
• Refunds for unclosed deals ensure financial security for contributors.

Legal Compliance: Focused on a gambless operational model, adhering to legal frameworks to 
differentiate from gambling platforms. All transactions comply with state and federal regulations.

Section 3: Market Analysis

Target Audience:

• Buyers: Individuals seeking unique purchase experiences and a secure marketplace.
• Sellers: Small businesses, homeowners, and individuals looking for innovative ways to sell 

goods.
Nevada Market Highlights:

• Real estate: Over 13,000 homes for sale with a median price of $432,000.
• Automotive: A $10.93 billion car market, selling over 124,000 vehicles annually.
• Electronics: High demand for mid-priced gadgets and devices.

Growth Potential: Goodsluck aims to capture 2% of the Nevada market in its first year by 
leveraging its unique selling model.

Section 4: Product and Service Offering

Platform Features:

• User-friendly listings with contribution-based purchase models.
• Randomization elements, such as "goodsluck" promos and jury trials, to enhance user 

engagement.
How It Works:

• Buyers contribute “glitches” to support item sales. If a deal closes, the seller receives 
contributions, and the buyer gets the item. Unclosed deals result in refunds.

• Time limits ensure inactive listings are removed, with penalties for seller-initiated deletions.
Planned Additions: Integration of geo-IP and random.org for enhanced functionality and 
security.



Section 5: Revenue Model

Primary Revenue Streams:

1 Commission Fees: A percentage of successful sales (e.g., $25 per $500 electronic device).
2 Penalties: Seller penalties for canceled listings ensure platform costs are covered.
3 Platform Enhancements: Optional paid services like boosting product visibility or premium 

membership features.
Projected Margins: Average profit margin of 2.5% per sale, with a focus on volume-driven 
growth.

Section 6: Operations Plan

Key Processes:

1 User Registration: Simple and secure onboarding for buyers and sellers.
2 Product Listings: Intuitive interface for creating and managing listings.
3 Payment Processing: Secure transactions managed via Stripe and crypto wallets (e.g., 

Coinbase).
4 Dispute Resolution: Randomly selected juries ensure fair outcomes.

Team Requirements: Initial team of 15–20, including developers, customer service 
representatives, and marketing personnel.

Section 7: Marketing and Customer Acquisition

Strategies:

• Digital Advertising: Google Ads and social media campaigns targeting Nevada residents.
• Community Engagement: Encourage word-of-mouth marketing through user rewards and 

testimonials.
• Influencer Outreach: Partnering with local influencers to boost platform visibility.

Marketing Budget: $150,000 in the first year, focusing on user onboarding and retention.

Section 8: Legal and Compliance Strategy

This section will outline how Goodsluck adheres to all relevant legal frameworks and regulatory 
requirements, ensuring the platform operates in full compliance with local and international laws. Key 
focus areas include:

• Non-Gambling Classification: A detailed explanation of why Goodsluck is not a gambling 
platform, highlighting its marketplace-first approach and the role of randomization as a feature, 
not a determinant of monetary loss or gain.

• Licensing and Permits: Steps to secure necessary business licenses, including potential 
exploration of compliance in regions like Nevada and international jurisdictions like Malta and 
Canada for broader operations.

• User Protections: Policies to safeguard user contributions, provide clear refund mechanisms, 
and enforce seller penalties for canceled listings.

• Data Privacy and Security: Compliance with regulations such as GDPR and CCPA, ensuring 
robust data protection protocols for user information.

• Tax Obligations: Plans to address platform tax responsibilities and facilitate seller compliance 
with sales taxes.



Section 9: Risk Analysis

Potential Challenges:

1 User Adoption: Initial reluctance to embrace the contribution model.
2 Technical Issues: Scaling to handle 100k+ users and preventing downtime.
3 Legal Scrutiny: Ensuring the platform remains clearly distinct from gambling.

Mitigation Strategies:
• Transparent communication with users about policies.
• Continuous investment in robust technology infrastructure.
• Regular legal consultations to ensure compliance.


