Kolizé 1A
[image: Kolizé 1A cover picture]
The AI-powered community manager for professionals
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 DISCLAIMER
Every investment decision must be based on an examination of an exhaustive set of information provided by the entrepreneur on their online profile. Spreds only proceeds to a limited verification of this information and does not control the investment opportunity within this company. Spreds did not verify the extent to which the business plan is deemed realistic and does not intervene in determining the final terms of the investment, including the retained maximum valuation. Spreds will align itself with the financial terms negotiated with the co-investor(s).
The virtual community manager for professionals

Kolizé is an app that acts as a virtual community manager, specially designed for retailers, freelancers, artisans, and professionals who need to be present on social media... but don't have the time, budget, or expertise to do so.
Nowadays, being visible on Instagram, Facebook, or Google is no longer optional. For many customers, social media has become the first point of contact before making a purchase, booking, or scheduling an appointment. However, the vast majority of professionals are unable to communicate regularly and effectively.

[image: ]

Communicating on social media has become essential.

Today, consumer behavior has changed profoundly.

· New generations discover businesses online before visiting them.
· Instagram, Google, and TikTok have become reflexes for choosing a restaurant, business, or service provider. 
· An inactive or poorly maintained page inspires little confidence. 

However, the reality on the ground is clear:
 the majority of retailers and freelancers do not post regularly, or give up quickly.
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Why most professionals fail to achieve this

“I know I should post, but I never know what to say.”
“I don’t have time to deal with it.”
“An agency is too expensive for me.”

Today, there are two options:

· Do it yourself → time-consuming, stressful, inefficient.
· Hire an agency or community manager → expensive, often inaccessible for small budgets.

Result:
A real need, massive demand... but no solution suited to the mass market.
 
The origins of Kolizé
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Kolizé was born out of an observation made in the field.

Through a digital communications agency supporting more than 250 businesses and professionals, the founding team observed that:
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Strong demand from small retailers,
But an inability to respond in a profitable and scalable way.

Community management is largely routine, repetitive work that is difficult to industrialize in a human way.
More customers meant more employees, higher costs, and greater complexity in quality control.
Kolizé was initially developed as an internal tool, enabling the agency to drastically reduce its costs and workforce while maintaining service quality.
 
The solution: Kolizé

Kolizé automates the role of the community manager.
Specifically, the application:

· analyzes the professional's activity, 
· generates a customized publishing strategy, 
· adapts the tone, content, and frequency according to the sector, location, season, and events, 
· guides the user step by step to feed their networks.

The professional no longer needs to be an expert or creative: 
Kolizé supports them as a community manager would... without human intervention.
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A simple and accessible experience

1. The professional registers and enters key information about their business. 
2. Kolizé automatically defines a tailored communication strategy. 
3. The application indicates what to publish and when.
4. The user is guided to provide the necessary visuals.
5. Communication becomes regular, consistent, and professional.


The goal: to remove all friction from digital communication.
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Why Kolizé is a game changer

· Affordable, with no agency subscription required. 
· Designed for non-expert professionals.
· Automated, therefore scalable.
· Based on real-world experience, not a theoretical concept. 

Kolizé does not replace large agencies: 
It finally makes digital communication accessible to the widest possible audience.

A clear ambition

Ultimately, Kolizé aims to become the leading virtual community manager in Europe, capable of supporting hundreds of thousands of professionals in their daily digital visibility.

Initial traction validates the need

Even before its commercial launch, Kolizé generated significant interest.

An initial pre-launch campaign, conducted through targeted digital prospecting actions, resulted in a waiting list of nearly 400 professionals in just a few months.
These profiles are mainly retailers, freelancers, and content creators, confirming the existence of a real need for a simple, automated, and accessible social media management solution.

At the same time, Kolizé is already being used internally by a Belgian communications agency, which has validated the product's use in real-world, intensive conditions.

A vast and still largely untapped market

Today, millions of professionals in Europe need to be visible on social media in order to exist commercially.

However, most of them do not have the budget, time, or skills necessary to outsource or effectively manage their digital communications.

The market is currently structured around two extremes:

· simple but generic tools that require expertise and discipline,
· expensive agencies and freelancers that are difficult for the mass market to access.

Kolizé is positioned precisely between these two worlds, providing an automated, affordable solution designed for non-experts.

Competition and existing alternatives

Today, there are several ways for professionals to manage their social media communication:

· Manual management: irregular posts, lack of strategy, frequent abandonment.
· Traditional planning tools: require significant human involvement, creativity, and a good understanding of marketing codes.
· Agencies and community managers: effective but expensive, not very accessible to small businesses.
· Generic AI solutions: not very contextualized, without real business support.

Kolizé stands out by combining:

· strategy automation,
· sector and local adaptation,
· ease of use,
· and controlled costs.
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Although the market for social media management and content creation tools is growing rapidly and attracting many players, most existing solutions are aimed at marketing professionals or require time, technical skills, and constant involvement.

Kolizé stands out with a radically different approach, focused on the complete automation of digital communication for non-expert professionals. By combining activity analysis, strategy generation, content creation, and automated planning, the solution provides a concrete response to a need that is still largely underserved in the market.

This specialization in freelancers, merchants, and small businesses constitutes a strong differentiating positioning that is difficult for generalist players in the sector to replicate.

Market deployment strategy

Kolizé is taking a gradual and pragmatic approach.

Initially, development will focus on French- and Dutch-speaking markets, covering:

· Belgium,
· France,
· Luxembourg,
· and the Netherlands.

This linguistic approach makes it possible to target several countries simultaneously without excessive operational complexity.

European expansion is planned for a second phase, notably towards:

· Germany,
· then other European markets with a high density of businesses and independent retailers.

A B2B and B2Pro ambition

Kolizé is not limited to independent retailers.

The solution is also aimed at:

· craftsmen,
· liberal professions,
· content creators,
· and agencies wishing to automate part of their production.

Ultimately, Kolizé aims to become a standard building block of digital communication, both for direct professionals and for intermediary structures (agencies, networks, merchant groups).

A naturally scalable market

Thanks to its SaaS model and fully automated service, Kolizé can address a very large market without a proportional increase in operating costs.

Each new customer benefits from the same level of service, without human intervention, enabling rapid, capital-efficient, and international growth.
Antonio Wilson
Founder
Antonio Wilson has been an entrepreneur for over ten years, with solid experience in digital project development, marketing, and structuring scalable models.
He has founded and led several entrepreneurial initiatives, including a venture studio, and has already led projects generating several million euros in cumulative revenue.
At Kolizé, Antonio drives strategic vision, growth, and overall execution, with a strong focus on scalability, operational efficiency, and European expansion.
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Julien Biau
CTO
Julien Biau is an engineer by training, with a Master's degree in computer science and software engineering.
As part of his academic career, he wrote a thesis on artificial intelligence, giving him in-depth expertise in algorithmic models, automation, and data processing.
He has over ten years of experience in the design and development of robust and scalable technology platforms.
At Kolizé, Julien is responsible for technical architecture, product development, and AI solution integration, ensuring the reliability, security, and scalability of the platform.
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Morgane Werbrouck
COO
Morgane Werbrouck holds a Master's degree in Public Relations.
She has extensive expertise in operational management, team coordination, and process structuring, particularly in growth environments.
At Kolizé, Morgane oversees operations, customer success, and the implementation of scalable processes to support the company's controlled growth.
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Cécile Cordier
Marketing
Cécile Cordier holds a Master's degree in marketing and digital communication.
She has solid experience in branding, marketing strategy, and growth driver activation, acquired through working with brands and digital projects in the launch and growth phases.
At Kolizé, she defines the marketing strategy, brand positioning, and go-to-market approach, with a clear objective of product adoption and user retention.
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Camilla Lauriola
Staff
Camilla Lauriola holds a Bachelor's degree in communication, media, or digital content creation.
She has solid operational experience in creating content for social media and managing communities, in direct connection with current trends and practices.
At Kolizé, Camilla contributes to the development of content standards, user support, and aligning the product with the concrete expectations of professionals.
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Isabelle Bertholet
Board member
Isabelle Bertholet brings over 20 years of operational and managerial experience across horeca, logistics and team management environments.
She previously managed her own restaurant business for more than 14 years, overseeing operations, staff coordination, financial follow-up and customer experience. This entrepreneurial background gave her strong leadership skills, resilience and the ability to operate under pressure while maintaining performance standards.
In recent years, she held positions in logistics and administration, including Team Leader B2C at ECDC Logistics, where she supervised operational teams and ensured delivery efficiency, quality control and workflow optimisation.
Her experience combines hands-on operational management, people leadership and process discipline — key strengths that support governance, structure and operational rigor within VLAF.
As a board member, Isabelle contributes practical management insight, team supervision expertise and strategic oversight rooted in real-world business execution.
Kolizé SRL currently has an existing business generating approximately €500,000 in annual revenue, mainly from services provided to professional clients. This recurring financial base provides a solid foundation for the development and deployment of the Kolizé solution.

The company's strategy is to gradually evolve this model towards a SaaS (Software as a Service) offering, enabling high scalability, reduced operating costs, and growth that is not proportional to headcount. The model is based on an average monthly subscription of €29.99 per user, with a digital acquisition process and self-service operation.

The financial forecasts are based on gradual growth in the number of subscribers, with an estimated monthly churn rate of 5% and a freemium-to-paid conversion rate of between 8% and 12%, in line with the standards observed in the market for SaaS solutions aimed at SMEs and freelancers.

Based on these assumptions, the projected total revenue is:

· €850,000 in the first year
· €2,650,000 in the second year
· €7,050,000 in the third year

Profitability increases significantly with the development of the subscriber base, enabling a gross margin of over 80% to be achieved, which is characteristic of SaaS models, as well as EBITDA of over €5 million within three years.

The temporary decline in profitability observed in recent financial years is due to investments made in the technological development of the platform, the structuring of the offering, and preparations for the large-scale launch. This investment phase is strategic and aims to create sustainable growth leverage.

The current fundraising will accelerate the platform's technological development, enable investment in customer acquisition, strengthen brand awareness, and build the team to support this strong growth and prepare for the solution's international rollout.

Exit vision & market dynamics

The most probable exit scenario remains a strategic acquisition, rather than an IPO.

Potential acquirers would include:
• Martech platforms expanding their automation and AI capabilities
• SaaS companies seeking to integrate social media management or marketing automation tools
• Digital agencies or marketing technology groups consolidating software solutions for SMB clients

Based on the company’s current strategy and market dynamics, a credible exit window is expected within approximately 5–7 years. This timeline corresponds to the period typically required to scale the SaaS platform, expand the recurring customer base and reach the level of traction that makes the company attractive to strategic buyers.

This exit vision should be understood as an ideal scenario rather than a guarantee.


KPIs to monitor progress toward exit readiness

KPI 1 — Annual Recurring Revenue (ARR)
• Early stage: €0.5M ARR
• Growth stage: €3M ARR
• Exit readiness level: €10M ARR

KPI 2 — Paying customers (active subscriptions)
• Early stage: 200 customers
• Growth stage: 2,000 customers
• Exit readiness level: 10,000 customers

KPI 3 — Monthly Active Users (MAU)
• Early stage: 1,000 active users
• Growth stage: 10,000 active users
• Exit readiness level: 50,000 active users


Scorecard

The Scorecard is a tool designed to help investors make more informed decisions when considering investments in start-up companies. It provides an overview of a company's current situation. Developed by Spreds, it offers an objective score based on a defined set of key factors, often identified by academic research as indicators of a start-up's potential for success. The documents provided by KOLIZE were received by Spreds and made available to (potential) investors. The content of these documents was not analyzed by Spreds nor Spreds Finance.
Update 9/6/2026: In accordance with the campaign's conditions for extension, the subscription period for this campaign will end on 11/9/2026.

Purpose of the Fundraising

VLAF BV/SRL is conducting a capital increase to accelerate the development and rollout of Kolizé, a SaaS solution designed to automate social media management for professionals.

The company already operates an existing business generating approximately €500,000 in annual revenue, providing a solid operational foundation.

The strategy is to gradually transition this business toward a scalable SaaS model, with Kolizé as the core product.

The product has already been developed and validated under real-world conditions within a digital marketing agency. Furthermore, several hundred professionals have already signed up for the waitlist, confirming market interest.

The fundraising aims to accelerate this transition to a SaaS model and support the commercial rollout of the platform.


Use of Funds

The funds raised will primarily be used to:

· continue the technological development of the Kolizé platform;
· enhance automation capabilities and artificial intelligence-related features;
· invest in user acquisition and marketing initiatives;
· support commercial development and user base growth;
· strengthen the company’s operational structure to support its growth.



Terms of the Offering

The KOLIZE 1A compartment of Spreds Finance would participate in the financing of VLAF BV/SRL, projected to range from €120,000 to €1,070,000 (the “Capital Increase”).

Of the total amount raised during the offering period, Spreds Finance will use €1 per Participatory Note, subject to compliance with the conditions applicable to this investment.

The minimum subscription amount per investor is set at €500.

The minimum offering amount is set at €120,000.

The Notes will be issued only if, within six months of the Closing Date, the following cumulative conditions precedent are met:

· the total amount of subscription commitments in this Capital Increase reaches a minimum of €120,000 and a maximum of €1,070,000;
· the Capital Increase is carried out based on a maximum pre-money valuation of €3,500,000;
· the KOLIZE 1A compartment of Spreds Finance participates in the Capital Increase for an amount corresponding to the proceeds from subscriptions to the Notes of the KOLIZE 1A sub-fund, with a minimum of €120,000.

Spreds Finance will verify whether these conditions are met no later than six months after the Closing Date (“Effective Date”), i.e., December 17, 2026.

If one or more of these conditions are not met by that date, the Notes will not be issued and investors will be reimbursed their subscription amount no later than 15 business days after the Effective Date.


Confirmed Amounts

The founder, Antonio Wilson, commits to personally investing €120,000 as part of the current funding round. This investment will be made directly through the Spreds campaign, under the same terms and conditions as those applicable to other crowd-investors. His investment represent 11,21% of the maximum amount of this round (€1,070,000).


Subscription Period

The subscription period begins on 17/03/2026 and ends on the Closing Date, which is in principle 17/06/2026.

It may be decided to extend the subscription period by up to three months, i.e., until September 17, 2026, if the total amount of subscriptions as of June 17, 2026, is at least €25,000.

The offering may be closed early as soon as the minimum offering amount, i.e., €120,000, is reached. Early closure may also be decided if the total amount of orders contained in the subscription forms signed and transferred to Spreds reaches the maximum offering amount.

The Participatory Notes will be issued on the date the capital increase is completed if the issuance conditions are met, i.e., no later than December 17, 2026, if the subscription period ends on June 17, 2026. This may occur earlier (if the offering is closed early) or later (if the subscription period is extended).


Valuation of the company

VLAF BV/SRL has set a pre-money valuation of €3,500,000, taking into account several key elements.

The company already operates an established activity generating between approximately €500,000 and €650,000 in annual revenue. This activity is supported by several long-standing client relationships, providing strong visibility and stability over at least the next two years.

In particular, the company has been managing the communication and part of the marketing strategy for Endosphère, an Italian group with an international presence, since 2022. It also oversees the entire social media communication for Galimmo, owner of the Shopping Cora galleries in Belgium (representing 343 stores), a collaboration ongoing since 2021. These two historical clients alone constitute a solid and recurring revenue base. In addition, the company regularly performs consulting assignments and project-based work for recurring clients, contributing to the overall annual turnover.

At the same time, the company is progressively transitioning this activity toward a scalable SaaS model through Kolizé, based on a subscription model priced at €29 per month per user.

The product is already developed and has been validated through real-life use within a marketing agency environment. Furthermore, early traction — including several hundred professionals on the waitlist — demonstrates tangible market interest.

The company has also significantly optimized its cost structure in recent years, reducing its team from nearly 7 FTE to 2 full-time employees while continuing to deliver services to existing clients. This has been made possible through the internal use of Kolizé’s technology, resulting in lower operating costs, improved margins, and early signs of operational leverage.

This existing activity therefore provides a stable financial foundation while the company progressively shifts toward the Kolizé SaaS model.

Finally, the founder is personally committing €120,000 in this round, ensuring strong alignment with investors and reinforcing confidence in the company’s strategy.

Considering these elements — including the stable and visible revenue base, the transition toward a scalable SaaS model, improved cost efficiency, early market validation, and comparable valuations observed for early-stage SaaS companies targeting the SMB market — the company believes that a €3.5M pre-money valuation appropriately reflects its current stage of development and growth potential.
1. Main risks related to the issuer and to the offered investment instruments, specific to this offer
Before deciding to invest in the Notes issued by Spreds Finance, the Investor is invited to carefully examine the risk factors described hereinafter which, individually or as a whole, can have a significant influence on Spreds Finance and affect its ability to meet its obligations resulting from the issue of the Notes.
Every decision to invest in the Notes must be based on an exhaustive examination of the whole Information Note. Every Investor who is considering subscribing to the Notes must carry out its own analysis of the solvency, the business, the financial situation and the prospects of Spreds Finance and of VLAF. They do not offer any guarantee of future performance or principal repayment guarantee. The Investors must therefore understand and be aware of the fact that the proposed investment in Notes carries with it a risk of partial or total risk of the capital invested.
The attention of the reader is directed to the fact that the list of risks presented below is not, and does not intend to be, exhaustive and that it is based on the information known at the date of the Information Note. It must therefore be understood that other risks, which are unknown, improbable or whose occurrence is not considered as likely to have an unfavourable effect on Spreds Finance, its activities or its financial situation, may also exist.
1.1. Risks linked to Spreds Finance
Risk of insolvency of Spreds Finance
The impact of an insolvency of Spreds Finance on the noteholders is limited due to the protection afforded by the Law of 18 December 2016 organising the recognition and supervision of crowdfunding and laying down various financial provisions (the Law of 18 December 2016). That law indeed provides that if a financing vehicle such as Spreds Finance invests in several issuer-entrepreneurs, each participation held in, or loan granted to, the same issuer-entrepreneur must be booked in a separate compartment in the vehicle's assets and must be subject to an appropriate accounting treatment, it being understood that the vehicle’s accounts shall be drafted per compartment. Any commitment and operation of the vehicle is, in respect of the counterparty, clearly allocated to one or more compartment. The counterparty shall be duly informed thereof. By way of derogation from Articles 7 and 8 of the Mortgage Law of 16 December 1851, the assets of a given compartment are exclusively affected to the guarantee of the rights of the Investors relating to that compartment. This means that the inability of Spreds Finance to pay its debts (to the extent that they are not allocated to its compartments) shall have no effect on the rights of the Investors, as the underlying assets of the compartment on behalf of which the notes are issued shall serve only to pay the debts of Spreds Finance to the holders thereof.
However, in the absence of any court precedent relating to the insolvency of a compartmentalized financing vehicle such as Spreds Finance, should such insolvency occur (e.g. because the general costs not allocated to a compartment exceed Spreds Finance’s revenues), the noteholders may face the risk of incurring substantial delay in recovering their investment, even if the assets of the relevant compartment are sufficient to cover Spreds Finance’s liabilities towards them.
Risks linked to the amount of the expenses associated with the underlying assets
The risk linked to the fact that due to the 5% Subscription Fee (charged in addition to the Nominal Amount) and due to the Expenses related to the Underlying Assets borne by the Noteholders, the return of the Notes may be negative even if the Proceeds received by Spreds Finance in relation to the shares of VLAF exceed the amount invested in VLAF at the time of the issue of the Notes. The amount of the Expenses Relating to the Underlying Assets, which are not capped, is not determinable at this stage.
It must be noted however that most decisions to incur Expenses Relating to the Underlying Assets (as defined below), i.e. for all Expenses Relating to the Underlying Assets other than expenses imposed by law or relating to the tax treatment of the Underlying Assets, will be the subject of a general meeting of Noteholders, and such meeting will be held in accordance with article 28, §1, 1° of the Law of 18 December 2016. The approval by the Noteholders of Expenses Relating to the Underlying Assets may result in a situation where Noteholders will pay additional money to Spreds Finance to cover the pre-financing of such expenses.
1.2. Risks linked to VLAF and the Underlying Asset
The risk linked to a lower value of the shares of VLAF
In case of non realisation of the forecasts, there namely is a risk that the value of the shares of VLAF will be lower than expected, leading to low returns, even nil or negative returns, for the Investors.
Risk linked to the insolvency of VLAF
The attention of the Investors is directed towards the risk of insolvency of VLAF, whose shares are the Underlying Assets of the Notes, without guarantee of returns on the investment; generally speaking, the risks affecting the performance of VLAF thus constitute indirectly the risks inherent to the Notes as well (for example, a bankruptcy of VLAF would lead to the loss of all or part of the investment) so that the Investors bear a risk at the same time on Spreds Finance as Issuer, and on VLAF.
1.3. Risks linked to the Notes
The absence of a fixed return and of a predetermined date of reimbursement in cash
The date of reimbursement in cash depends in fact on the date at which Spreds Finance transfers the shares of VLAF acquired thanks to the proceeds of the Notes, and the determination of this date is beyond the control of the Noteholders.
The risk that Spreds Finance does not find a purchaser for its participation in VLAF
Investing in shares of young companies entails a risk that no purchaser will be found for these shares, or not at the right price, ensuring a market conform return, or not in a reasonable timing. Spreds Finance will try to obtain the best possible price on the basis of its competence but due to contractual or statutory restrictions on the transferability of the VLAF Shares (a.o. a drag along right), Spreds Finance may be compelled to sell VLAF shares at a time or at conditions which are not favourable to the Noteholders. Spreds Finance can therefore not guarantee that it will be able to act in the best interests of the Noteholders. The Noteholders are therefore not certain to recover the amount that they have invested. Any decision of Spreds Finance to sell any VLAF shares shall be subject to the approval of Noteholders representing at least 75% of the Kolizé 1A Notes then outstanding, except if Spreds Finance is required to sell pursuant to a contractual or statutory provision (e.g., a drag-along clause in a shareholders’ agreement or in the articles of association of VLAF. In any case, if the Noteholders decide to sell VLAF shares, it is not excluded that the Spreds Finance will postpone a part of the repayment of the Notes until the expiry of the period during which it may be held responsible to indemnify the assignee (purchaser) of the Underlying Assets according to warranty provisions agreed with the assignee (purchaser) of such Assets, or to pay any taxes relating to the (assignment of the) Underlying Assets. In such a case, the reimbursement may be postponed only to the extent of the maximal amount of these warranty obligations or taxes (or if these amounts are unknown, for a reasonable provision determined by Spreds Finance and intended to cover these possible obligations of Spreds Finance) and the reimbursement shall then be completed, as applicable, on the 7th business day after the expiry of the period during which Spreds Finance may be required to pay such obligations or taxes. During the warranty period, Spreds might be obliged to compensate the damage suffered by the purchaser because of a breach of the representations and warranties and therefore, the revenues for the Noteholders will be reduced.
Absence of diversification
To the extent that the Notes are linked to the performance of a single target company and to the extent that the obligations of Spreds Finance depend on the return obtained by Spreds Finance under its investments in this single target company, the Noteholders do not benefit from the protection afforded by an investment diversification policy.
Lack of liquidity
A noteholder may not find a purchaser for the Notes which he would like to sell or may not be able to sell its Notes at the expected price. The lack of liquidity of the Notes issued by Spreds Finance results from the fact that these (i) are not publicly quoted and (ii) do not have a fixed return and (iii) do not have a predetermined date of cash reimbursement. This risk is thus considerable and the attention of the Investors is directed to the risk of not being able to resell the Notes before the date of reimbursement, which, as explained above, is unknown. No liquidity is guaranteed and it is up to the Investor to find a buyer for his Notes on his own, as the case may be. Lastly, and due to the absence of any market to trade the Notes, there is no means to adequately determine a comparative pricing method for the Notes.
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® Automatisez votre stratégie Planification automnatisée

Selon les informations que vous aurez
fournies sur votre business, KOLIZE
développera pour vous une stratégie
100% sur mesure, adaptée @ vos
objectifs et votre cible.

Lapplication rédige le copy, retouche
vos photos et programme vos
publications & Favance.

& Disponible sur tous les réseaux
sociaux

€ Analyse performance en
continu

Kolize gére et monitore vos réseaux
sociaux depuis une seule interface.

Suivez en temps réel les statistiques de
Vos posts et ajustez votre stratégie en
collaboration avec Fapplication en
conséquence.
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