
 
 
Introduction 
 
MotionSavvy is a company that enables interaction between the deaf and the hearing without the 
need for a 3rd party interpreter.  The company’s product, the Motionsavvy UNI Communication 
Platform, was developed by three deaf RIT engineering graduates with first-hand experience of the 
problem. UNI is a SaaS platform that uses a tablet or phablet coupled with a peripheral or 
embedded motion sensor to interpret American Sign Language (ASL) in real time.  No need for a 
third party interpreter, whether on-site or via video remote, and economical enough to have 
available 24x7 while emulating a natural 1 to 1 conversation..  
 
Problem 
 
Companies and government institution must be in compliance with federal law around the 
Americans with Disabilities Act (ADA) or risk lawsuits. Wells Fargo, the largest consumer bank in 
the USA, was successfully sued under the Americans with Disabilities Act (ADA) for not providing 
accommodation to deaf customers at their 6000 branches.  Extend that to the fast food, retail, 
healthcare, or transportation industries, and the problem is even larger for the 9.8M deaf people in 
the US and millions of others around the world. 
 
For any bank, having to provide on-site or Video Remote interpretation for all branches would be 
both unwieldy as well as very expensive. Third party interpretation also does not preserve privacy 
that is expected both in financial and healthcare transactions. UNI provides the option of a low cost 
and private tool for communication between the deaf and hearing. 
 
Gartner has identified the disability accessibility technology marketplace as one of the fastest 
growing in the world.  Driven in the US by the ADA and in other locations like Europe, the Pac-Rim, 
Australia, etc. by similar laws and regulations.  In 2013 Gartner commenced research on this area 
with their, "Market Trends: New Technologies Benefit Employees and People With Disabilities.” 
Report.  The market size is expanding due to the following:  increased enforcement and sensitivity 
along with advances in technologies like computer vision, machine learning and cheaper, more 
accurate sensor technology. 
 
The good news is that global companies like Disney and others see the People with Disabilities 
(PwD) marketplace not as a separate group but part of the complete customer experience and 
marketing strategy.  To illustrate this Disney was recently quoted in the 2016 Annual Report - The 
Global Economics of Disability, “It is not a compliance issue, but part of the customer experience.” 
(http://bit.ly/2croWxN)  We are finding that in almost every company we speak to whether regional, 
national or global, the same attitude is conveyed by the prospect. 
 
Business Model 
 
Our customers are businesses and government operations who are required by law to provide 
accommodation and accessibility to deaf customers and employees.  The following a nonexhaustive 
list of industries that will use our product: 
 

Enterprise Customers Government Customers 
Consumer Banking Police, Fire & EMT 
Fast Food City Halls 
Supermarkets Airports 

 

http://bit.ly/2croWxN


Hotels/Resorts Schools 
Amusement Parks Federal Agencies - FCC, DoD, CIA, VA, SSA 
Hospitals State Agencies 
Retail Stores Train Stations 
 
Our pricing model is retail subscription cost of $350/month per device.  In the case of one of our 
early pilots, the Monroe County Airport, this would be recurring revenue of up to $24,500 per month 
based upon projected use of 70 subscriptions not accounting for any contractual discounts. 
Compared to the cost of on-site or video remote interpreters our structure provides complete 
coverage and compliance for far less cost and provides a better experience for the deaf customer or 
employee.  Rollouts post Pilot in the case of early customer conversations with Disney & Wells 
Fargo are estimated to be in the 1000(s) of subscriptions. For volume subscriptions we assume a 
discount would be negotiated but given the fact that we are a SaaS product with low integration, our 
internal operating costs should be reasonably low allowing us to achieve high gross margins at 
steady state while still being able to use discounts as a negotiating term to acquire longer term 
contracts.  
 
The following chart shows the potential cost savings for a customer using UNI over other 
alternatives in the market.  This demonstrates once again how a cloud based subscription model 
can use its superior economics to disintermediate what is currently the status quo.  

 
 

Product Description Comparison Data 

VRI Video Remote Interpretation - Video 
technology that allows for a 3-way 
conversation using a human interpreter 
between a deaf person and hearing person. 

$9,600 based on 10 hours per 
week @ $4.00 per minute.  40 
hours per month. 

Interpreter A human interpreter who is on site doing 
translation. 

$4,000 based on hourly rate of 
$100/hour.  Cost based on 10 
hours per week.  40 hours per 
month. 

MotionSavvy UNI Technology that uses a tablet to provide 2 $350 list price SaaS of $350 per 

 



way interpretation between the deaf and the 
hearing. 

month per device. 

 
 
 
The Pilot that we have been discussing with Wells Fargo is based on them using UNI in a group of 
branch test sites.  Wells Fargo is rolling out tablets that will be used by both tellers and bankers. 
UNI is being considered for one of the applications installed.  If a deaf customer comes into the 
bank they can go to a teller and begin signing.  This will be recognized and it will be then translated 
into grammatically correct English voice or text.  The teller’s response will be converted by voice 
recognition into text that will be displayed to the deaf customer.  Future versions of UNI will allow for 
text or sign language animation.  UNI is the solution that allows banks to be in compliance with the 
ADA economically and without compromising privacy.  It also enables a more natural conversation 
between the deaf and the hearing. 
 
Market Size Examples 
 
The PWD market is in the billions of dollars driven first by government law and regulation as well as 
wanting to use accommodation as a way to add more loyal customers and employees.  The 
following charts attempt to show the potential value of 100% market penetration of UNI by both 
industries and example customers in those industries. The purpose of these charts is to show what 
the size of the UNI marketplace would be if it was saturated using an average number of 
subscriptions per the known locations for example companies within the industry group.  Taking a 
share of the potential still represents a healthy market and recurring revenue stream.  This is true 
even with discounts for long-term volume contracts.  
  

Industry 
Company 

Total 
Sites 

Avg # 
Subs per 

Site 

Per Sub 
$ 

Monthly 
Revenue @ 

100% 

Annual 
Revenue @ 

100% 

2.5% Capture 
of Annual 
Revenue 

Banks 94,275 2 $350 $65,992,500 $791,910,000 $19,797,750 

Wells 
Fargo 

6,348 2 $350 $4,443,600 $53,323,200 $1,333,080 

Fast Food 72,564 2 $350 $50,794,800 $609,537,600 $15,238,440 

Burger 
King 

7,233 2 $350 $2,531,550 $30,378,600 $759,465 

State & 
Fed. 

10,000 10 $350 $35,000,000 $420,000,000 $10,500,000 

NY State 500 10 $350 $1,750,000 $21,000,000 $525,000 

 
 
The above table is an example of 100% potential market penetration at current per subscription/per 
device pricing.  This represents a large recurring revenue opportunity.  The revenue numbers were 
computed by an average number of potential subscriptions per known locations.  No discount was 
assumed for these numbers. 

 



 
Sales Channels and Activity 
 
Today our current sales channel is direct. We expect in the near future we will use the following 
channels to sell our SaaS solution. 
 

Type Industries Comments 
Vertical Consultants Government 

Healthcare 
Banking 
Retail 
Foodservice & Hospitality 
UNI SDK Licensing 

Work with consulting practices like KPMG, 
Accenture in their vertical practices 

Strategic Partnerships Government 
Education 
UNI SDK Licensing 

Working with companies that want to resell UNI 
as part of their portfolio. Discussions with ZVRS 
the 3 rd largest Video Remote Interpretation 
company to add UNI to their sales channel. We 
are also working with them to provide custom 
dictionaries. 

Technology 
Partnerships 

Government 
Healthcare 
Banking 
Retail 
Foodservice & Hospitality 
UNI SDK Licensing 

Working with companies that produce 
complementary technologies.  In process of 
finalizing contract with LeapMotion – a well 
known developer of motion sensor devices. 
Intel is next since they are actively promoting 
their RealSense sensor technology. 

Direct + Sales Support All of the above. We will use Marketo to manage both partner 
and direct sales and marketing programs. 

 
Our sales activity goal for Q4 2016 & Q1 of 2017 is to get at least 5 Pilot(s) which are in some cases 
paid for by the customer (Rochester Airport).  The following table shows customer, industry and 
timing. 
 

Customer Initial Value Industry Timing 
Rochester Airport $175,000 Government Transport Q3 2016 
Disney TBD Resort & Amusement 

Park 
Q1  2017 

Wegmans TBD Supermarket Q4 2016 
Rochester City 
Government 

TBD Government Agencies Q1 2017 

Canandaigua National 
Bank 

TBD Bank Q4 2016  

Wells Fargo TBD Bank Q1 2017  
Genesee Regional Bank TBD  Q4 2016 
 
The above table is a subset of our sales pipeline.  These are pilots and do not represent contracted 
subscription revenue.  The goal is to turn all of these pilots into paying customers upon completion. 
These pilot tests would be conducted at a sample number of locations.  For example the Wells 
Fargo test will be 2-4 locations in 1 to 3 localities. At the Rochester Airport it will cover 6-8 internal 
locations. 
 
As of 9/21 the Governor of New York state announced that the Rochester Airport had been granted 
$40m from the state to pay for refurbishment and upgrades to the airport.  The head of the NYS 
Department of Transportation then gave a presentation where our technology was featured as one 

 



of the highlights of the Airport’s funding request.  On 9/22 one of the local TV stations did a feature 
interview on MotionSavvy.  You can view that here:  http://bit.ly/2cS4Vnl  . 
 
Competition 
 
The following table lists potential competitors in the field of translation.  I have included both 
established Video Remote Interpretation services as well as the newer machine translations 
services like MotionSavvy. 
 

Company Type Pro Con Website 
ZVRS Video 

Translation 
(VRS/VRI) 

Person to Person 
translation 

Expensive.  High 
Bandwidth required for 
mobile client. 

zvrs.com 

SVRS 
(Sorenson) 

Video 
Translation 
(VRS/VRI) 

Person to Person 
translation 

Translator may not 
understand transaction - 
Banking, Hospital. 

sorensonvrs.com 

Convo Video 
Translation 
(VRS/VRI) 

Person to Person 
translation 

Does not provide for 
normal communication. 

convorelay.com 

SignAll Machine 
Translation 

No interpreter needed Requires PC & multiple 
sensors. Current array is 
unwieldy & expensive. 
Requires sensor gloves 
unavailable in commercial 
settings. 

signall.us 

MotionSavvy Machine 
Translation 

No interpreter. Uses 
compact off shelf 
HW. Integrates to 
other systems. 
Sophisticated 
machine learning 

We need to set 
partnerships with device 
manufacturer’s (Point of 
Sale etc.)  Also need to 
launch platform for 
licensing revenue. 

motionsavvy.com 

Scomm 
UbiDuo 

Bi-directional 
text screens 

No interpreter  Simple, expensive device 
for 2-way text comm. 
Does not deal with 
grammatical differences 
between ASL & English. 

scomm.com 

 
Three years ago Gartner commenced research on the People with Disabilities (PWD) market and its 
continued growth both in the US and around the world.  New technologies and faster processors in 
smaller footprints have made this possible. Much of what exists currently in the market is simply a 
rehash of video technology and have not taken advantage of computer vision and machine learning 
technology to deliver superior results with less cost of materials and labor. 
 
Intellectual Property 
 
MotionSavvy has filed for and received provisional patent status for the technology used in the UNI 
core recognition engine.  The following link is to the USPO filing ( http://bit.ly/1TeJFmq). Patents 
generally cover recognition, machine learning, dictionary building tools and can be reviewed in more 
detail upon request.  Specific areas of coverage are: 
 

● Tablet, Desktop, and Mobile applications 
● Educational applications (teaching ASL) 
● SignBuilder (sign recording tool) 
● CrowdSign (cloud distribution tool) 
● Sign language to spoken language (English, etc) 
● Domain Dataset creation and maintenance 

 

http://bit.ly/2cS4Vnl
http://www.zvrs.com/
http://www.zvrs.com/
http://www.sorensonvrs.com/
http://www.sorensonvrs.com/
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http://www.convorelay.com/
http://www.signall.us/
http://www.signall.us/
http://www.motionsavvy.com/
http://www.motionsavvy.com/
http://www.scomm.com/
http://www.scomm.com/
http://www.scomm.com/
http://bit.ly/1TeJFmq


 
The core IP in the UNI platform covers the following items: 
  

● Real time machine learned recognition. 
○ Body position / interaction 
○ Emotion/expression recognition 
○ Gesture Recognition 
○ Language Processing 

● Easy for organizations to add their own sign data using SignBuilder. 
● Easy to add data from customer/user interaction with CrowdSign. 
● Platform development - ability to integrate into purpose built devices. 
● On board analytics engine provides information on accuracy of datasets used. 
● Uses off the shelf hardware that is unobtrusive to the user. 
● No data service required 
● Advanced language processing 

○ ASL to English audio & text output 
○ Spoken English to text & ASL animation output. 

 
Our patent filings cover  “Systems and methods for recognition and translation of gestures" using 3 
dimensional data streams from motion sensors.  This technology enables us to do real time 
recognition and interpretation of American Sign Language (and soon other variations) into computer 
generated voice and text.  We see future development of our platform into a licensable SDK 
platform that other parties can use to develop motion sensing applications in a variety of industries. 
These industries could include factory safety, security, military, vehicle safety, etc.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Financial Forecast 
 
The following table is a three year forecast based upon the following assumptions: 
 

● Average annual churn of 8%. 
● Revenue assumes an overall average discount of 20% off of the current 

monthly list price of $350 per subscription.  
 

 
 
Investment 
 
We are raising a $1.25m for the company.  Pre-money valuation has not yet been set. Our previous 
post-money valuation was $4.2m.  Equity shares will be participating preferred with a 1x liquidation 
preference. 
 
The use of proceeds will be primarily to hire engineering and development for the following areas: 
 

● Machine Learning developers – needed for continued development of our 
core recognition engine. 

● UI/UX developers – needed for continued development of our front-end 
systems – both device UI & web UI. 

● Systems Engineers – needed to support SaaS cloud and security 
infrastructure.  On-site management of Pilots. 

● Consulting linguists. 
 
All hires are to ensure that we deliver on Q4 and Q1 Pilot contracts. Successful completion will 
enable us to reach our 2017 targets.  We will also use proceeds from this round to also do an 

 



extensive social media campaign coupled with speaking events at major deaf and people with 
disabilities conferences. 
 
The following is our present org chart and our post investment org chart: 
 
Current Org Chart 
 

 
 
 
Post Investment Org Chart 

 
 
The post investment org chart has description of positions that will be hired in order to achieve our 
2017 milestones.  Our 2017 forecast is based upon hiring 35-40 individuals of which 80% will be 
involved in development, dictionary (dataset) acquisition and most importantly Pilot delivery.  We will 
also be hiring initial sales and marketing personnel within the 2nd and 3rd quarter of 2017. 

 



 
Use of Proceeds Milestones 
 

1. Deliver minimum of 5-7 pilots (some paid, some unpaid) in Q1 - Q2 2017 (nb. Some will 
start in Q4 of 2016)  pilots will cover multiple verticals - Transportation, Banks, Hospitality, 
Supermarkets, etc.  Goal is to get referenceable accounts, conversion to paid monthly 
contracts and initial domain templates for various industries. 

2. Finalize data acquisition for base ASL (American Sign Language) dictionaries.  This 
program has been designed and is ready to commence using contract workers from NTID. 

3. Launch sales & marketing program using Marketo to capture direct customers as well as 
support channel partners. Q2 - Q3 2017.  Hit our goal of over 2,000 subscribers by end of 
2017. 

4. Set up domain (specific vertical dictionaries) dictionary service construction as a revenue 
line. 

 
 

 
 
 
 
Appendix 
 
Following is a detailed income statement for 2017, 2018, & 2019. 
  

 



 

 



 

 



 

 



 

 


