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Strategic Evaluation Agenda

This presentation walks through six key dimensions of the SilverConnect business case — from venture introduction to a final feasibility assessment.
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Introduction to the Venture Business Model & Services

Overview of SilverConnect's mission and market context Service tiers, pricing, and operational approach
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Financial Overview SWOT Analysis

Startup costs, monthly burn rate, and break-even analysis Internal strengths & weaknesses, external opportunities & threats
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Strategic Insights Business Feasibility Evaluation

Key strategic directions and competitive positioning Final assessment of viability and recommended next steps



SILVERCONNECT TECH SUPPORT

Introduction to the Venture

SilverConnect Tech Support is a Jacksonville, NC-based startup designed to close the growing technology gap among adults
age 50+. Traditional IT services are often too technical, expensive, or impersonal for older adults — leaving a significant gap
that SilverConnect is uniquely positioned to fill. Founded on the belief that no one should feel left behind by technology,
SilverConnect delivers patient, personalized, in-home tech support to a demographic that is underserved by traditional IT
services. This venture represents a timely, capital-efficient opportunity at the intersection of an aging population and an

increasingly digital world.
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Target Age Group Primary Market Startup Capital
Adults actively seeking trusted, local A growing military and retiree Low-risk, capital-efficient launch

tech help community with rising tech adoption with fast break-even potential
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BUSINESS CONCEPT & MISSION

Bridging the Digital Divide for Older Adults

Help adults age 50+ confidently use modern technology — on their terms, in their homes.

SilverConnect is built around a focused strategic concept — older adults deserve accessible, patient technology support delivered in
ways that meet their needs. The business model centers on in-home and remote support that meets clients where they are, both

physically and technically.

Key Operations

Specialized Assistance In-Home & Remote Support

Hands-on technology help tailored to the needs and Flexible service delivered at the client's home or via
comfort level of older adults. remote assistance for maximum accessibility.

Devices Covered Digital Literacy Training

Smartphones, computers, tablets, and smart home devices Device setup, troubleshooting, and ongoing coaching for

— the most commonly used by this demographic. lasting digital independence.



A Rapidly Growing 50+ Demographic Relying on Tech but
Lacking Setup Expertise

SilverConnect addresses two distinct but complementary market segments, each representing significant and growing demand for accessible

technology support services.

Primary Market — Direct Consumer Secondary Market — B2B & Proxy Buyers

Adults age 50+ who own devices but struggle with configuration, Family members who purchase services on behalf of aging parents, as
updates, or day-to-day use. This includes retirees, pre-retirees, and well as institutional buyers such as senior living facilities and community
individuals who lack a trusted local resource for tech help. centers seeking ongoing tech support programs.

e Adults age 50+ o Family members purchasing services for parents

e Retirees and pre-retirees e Retirement and assisted living communities

e Individuals struggling with device setup and digital confidence e Senior community centers and nonprofits



Productizing Technical Support Through

Tiered, Accessible Services

SilverConnect's three-tier service model is designed to meet clients wherever they are — from first-time setup to ongoing monthly support —

with transparent, predictable pricing.
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Device Setup Technology Training
e Smartphone configuration e Video calling and
e Tablet setup and messaging apps
optimization e Online banking safety
e Computer installation and practices
initial training e Streaming services and

smart TV use

Troubleshooting

Internet connection issues
Software updates
Password and account

recovery

9

Security & Scam

Protection

Identifying and avoiding
online scams

Setting up secure
passwords and two-factor
authentication

Safe browsing habits and

phishing awareness



Transparent, Tiered Pricing Designed for Accessibility

SilverConnect's three-tier pricing structure is designed to be predictable and affordable — meeting clients at every stage of their technology journey.

i 2
Tier 1: Device Setup Tier 2: Technology Training Tier 3: Monthly Support Subscription
e Smartphone configuration e Video calling and messaging apps e Internet connection & software updates
o Tablet setup and optimization e Online banking safety practices e Password and account recovery
e Computer installation and initial training e Streaming services and smart TV use e Remote troubleshooting & priority

scheduling

Recurring subscription revenue from Tier 3 is a key strategic differentiator — it smooths cash flow and deepens client relationships over

time.



Minimal Upfront Capital Coupled with a Low-Risk Monthly Burn Rate

SilverConnect is designed for capital efficiency. With approximately $5,000 in startup costs and a lean $1,200/month operating structure, the business reaches

break-even with just 17 service visits per month.

Startup Costs Monthly Operating Costs
Laptop and tools $1,200 Fuel and travel $300
Licensing and insurance $1,200 Marketing $300
Website and software $900 Miscellaneous $200
Marketing $700 Insurance $150
Transportation setup $600 Phone and internet $130
Training materials $400 Software subscriptions $120
Total ~ $5,000 Estimated Total $1,200

[J)  Average revenue per service visit x $70 — at a monthly operating cost of $1,200, break-even is reached at just 17 visits/month. An achievable target

within the first 60-90 days of operation with moderate local marketing effort.



SWOT Analysis: Macro Strategic Environment for SilverConnect

The SWOT matrix reveals a venture with strong internal fundamentals and significant external tailwinds — balanced against manageable risks that can be

mitigated through strategic execution.

/\ Weaknesses

o Limited brand recognition at startup constrains initial inbound leads

e Business model is heavily dependent on trust and reputation
e Time-intensive service model limits clients served per day

e Initial revenue is strictly constrained by local geographic demand

Taken together, this SWOT profile suggests a business that is well-positioned to win locally before facing meaningful competitive pressure — making early

market penetration the critical success factor.
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Strengths

Niche Personalization Drives Loyalty and

Low-Cost Advantage

SilverConnect's internal strengths stem from a deliberate focus on a single, underserved
demographic — creating a foundation of trust, loyalty, and operational efficiency that larger

competitors cannot easily replicate.

Specialized Niche

Targets a specific, underserved need that generalist tech support services consistently

overlook.

Lean cost structure protects profit margins from day one, even at modest client volumes.

Personalized Service

One-on-one, in-home delivery builds deep client trust and drives high retention rates.

Relationship Capital

Strong, lasting client relationships become a durable competitive moat over time.

I Low Operational Costs




Weaknesses

Early-Stage Constraints Require Deliberate Brand and Capacity
Building

As a solo startup, SilverConnect faces real internal limitations — particularly around brand visibility and service capacity. These weaknesses are

manageable but require proactive strategy to prevent them from capping growth.

N\

Limited Brand Recognition Trust-Dependent Model
Startup obscurity constrains inbound leads; early marketing The business relies heavily on reputation, making every client
investment is essential to build local awareness. interaction a high-stakes brand moment.

J
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Time-Intensive Delivery Geographic Revenue Cap
In-home, one-on-one service limits the number of clients that can Initial revenue is strictly bounded by local demand, limiting early
be served per day. growth without deliberate expansion planning.




Opportunities

A Growing Market Creates Significant External

Tailwinds for SilverConnect

The external environment strongly favors SilverConnect's entry. Rising tech adoption among older adults,
expanding telehealth infrastructure, and untapped community partnerships all represent meaningful growth

levers for the venture.

Growing 50+ Market

Increasing technology adoption among adults 50+ creates expanding and sustained demand for

accessible support services.

Telehealth Expansion

The rapid growth of telehealth services requires tech-savvy seniors, driving urgent need for setup and

training support.

Community Partnerships

Retirement communities and senior centers offer lucrative B2B contracts that accelerate client

acquisition at scale.

Group Training Classes

Scalable group training sessions hosted at community centers extend reach beyond one-on-one service

limits.
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Threats

Competitive and Technological Pressures Demand Proactive

While SilverConnect's external environment is largely favorable, several real threats could erode its competitive position if left unaddressed. Early

brand-building and deep client relationships are the primary defenses against these risks.

Free Family Help Remote Tech Competitors

Family members providing informal, free tech assistance represent Large national remote tech support services offer low-cost

the most immediate substitute for paid services. alternatives that could attract price-sensitive clients.

Rapid Tech Changes Local Copycats

Accelerating changes in technology platforms require constant Early market success may attract similar local competitors, eroding

retraining to maintain service relevance and quality. SilverConnect's first-mover advantage over time.



Strategic Insights Point Toward Relationship-Driven, Recurring

Revenue

Four interconnected strategic priorities emerge from the SWOT analysis — each building on the last to create a self-reinforcing growth engine for

SilverConnect.

1 2
Differentiation Reputation Focus
Strong niche positioning provides a distinct competitive moat against Trust and reputation are the primary growth drivers — high-quality,
generalist tech support providers. personalized service must be delivered consistently.
3 4
B2B Acceleration Revenue Stability
Forming direct partnerships with retirement communities will radically Actively growing the $25/month subscription base creates vital

accelerate client acquisition beyond individual referrals. recurring revenue to offset the daily client cap imposed by the model.



Business Feasibility Evaluation

SilverConnect demonstrates strong feasibility across all major dimensions — low capital requirements, a clear target market, and a scalable service

architecture make this a compelling venture.

1 Market Viability
The 50+ population in Jacksonville and surrounding areas is large, growing, and actively seeking trusted local tech support services.

9 Financial Soundness
With a ~$5,000 startup cost and break-even at 17 visits/month, the financial profile is lean, low-risk, and achievable within the first quarter.
Strategic Positioning

3 The niche focus, personalized delivery model, and subscription tier create durable competitive advantages over both informal and remote
alternatives.

4 Growth Pathway

B2B partnerships and community center training programs provide a clear, capital-light path to scaling beyond the solo-operator model.



Conclusion

SilverConnect Tech Support is more than a business concept — it is a response to a real and growing community need. By combining personalized service,
strategic pricing, and relationship-driven growth, SilverConnect is positioned to become Jacksonville's most trusted technology partner for adults 50+.

1 Key Findings
Growing Market — Technology support for adults 50+ represents an expanding and underserved service market with strong local demand.
7 Key Findings
Favorable SWOT Profile — The SWOT analysis reveals more opportunities than threats, with internal strengths that directly offset key weaknesses.
3 Key Findings
Low Financial Barrier — Startup costs of ~$5,000 and a break-even threshold of just 17 visits/month make this a low-risk financial commitment.
4 Key Findings

Strategic Viability — The niche focus, tiered pricing, and relationship-driven model create a durable and scalable business foundation.

Recommendation: Yes — the analysis supports pursuing this venture.
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