
Could This Company Help Crown the 
"King of Retail?"

“AT A GLANCE”

Company Name: Abe’s Market
http://www.abesmarket.com/

Raising: $10 million

Currently Raised: $800,000

Description

Abe’s Market is “Amazon 
meets Whole Foods.” It’s an 
e-commerce website that sells 
natural and organic goods from 
a wide range of brands.

Highlights

•  Top-tier venture investors 
have already invested 

•   Projected 2013 sales of  
$5 million

•  Seeking dominance in a 
fast-growing market

Core Investment Thesis

•  Organic goods market 
experiencing tremendous 
growth

•  Amazon and Walmart 
shifting battleground to 
groceries

•  Abe’s is an established 
brand with loyal customers 
and growing revenues

•  Potential acquirers include 
Amazon, Walmart and 
Whole Foods

GOLDILOCKS & THE THREE BEARS

As early-stage investors, we’re often reminded of Goldilocks and the 
Three Bears. 

You see, “startup” investment opportunities typically fall into three categories:

1.  “Too cold.” For example, a potential miracle drug that still hasn’t 
received FDA approval, or an unproven technology startup. Sure, these 
deals might lead to big profits — but with no clear market for their 
product and no professional investors on board, they’re too risky.

2.  “Too hot.” These are the deals everyone’s talking about. Professional 
investors have written checks, and everyone else is scrambling to get 
in. Maybe they’re less risky, but because they’re so popular, the price to 
invest is already sky-high. That means there’s less upside.

3.  “Just right.” These are fast-growth companies attacking explosive 
markets. They already have customers, revenues, and professional in-
vestors — but they’re still small enough to fly below the radar. This  
is the clear winner: massive upside, lower risk.

As you can imagine, it isn’t often that we come across a “just right” op-
portunity.

But here’s the thing…

We just found one.

After digging through countless opportunities that are either freezing cold or 
scalding hot, we really found one. And to make it even better, not only does it 
offer us tremendous long-term investment potential as a stand-alone company 
 — it also offers us a potential short-term path to profits as a takeover target. 

Let’s dive in.

DAVID VS. GOLIATH

Let’s get started with a quick question: Would you say that Amazon.com 
(Nasdaq: AMZN), the online retailer, is the “David” or the “Goliath” of 

What do you call a company that’s still small enough to be considered a “startup” but is already generating millions of dollars in 
sales? We call it a “Goldilocks” opportunity — an investment that’s “just right.” One where we’re still early enough to get in at 
a good price, but not so early that we take on undue risk. Read on for details…
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its industry?

Those who answered, ”Goliath!” could certainly make 
a strong case. After all, Amazon grossed $61 billion 
last year.

But if we put Amazon next to Walmart (WMT), sud-
denly Amazon looks more like a wee little “David.”

You see, while Amazon made $61 billion, mega retailer 
Walmart made more than 7 times that much…

Walmart made a mind-boggling $446 billion — nearly 
half a trillion dollars.

That’s why Walmart is the true Goliath in the world of 
retail. The King of the Heap. The owner of the “Retail 
Crown.”

Jeff Bezos, Amazon’s visionary CEO, isn’t happy about 
this. Not happy at all.

Bezos started Amazon in 1994 with a mission to be-
come the leader in online book sales. But let’s be clear: 
his long-term mission is to be the leader in everything 
sales — both online and off.

This helps explain why Amazon has spent billions of 
dollars over the last few years gobbling up specialty 
e-commerce retailers like Quidsi (owners of Diapers.
com) for $545 million, and Zappos.com for a whop-
ping $1.2 billion.

But now Amazon needs to go further. Until they can 
match the scale and convenience of offline retailers like 
Walmart, they won’t earn the “Retail Crown.”

BOOKS, SHOES… TOMATOES?

Thanks to Amazon, most of the retail items we need — 
items that we once had to trek to a local store to buy — 
are delivered right to our door. No more trips to Barnes 
& Noble to pick up a New York Times bestseller. No 
more Saturday afternoon drives to Footlocker to buy 
tennis sneakers. 

But what about “the basics”? I don’t know about you, 
but If I’m in the mood to make homemade chicken 
soup, or my girlfriend wants me to pick up some ice-
cream and light bulbs, I head to my local grocery store. 

And in many parts of the country, the local grocery 

store is a Walmart.

Amazon aims to change that.

To that end, they recently launched “Amazon Fresh”  — 
Amazon’s local, same-day, grocery delivery service. Cur-
rently, it’s only available in select cities — but it’s going 
to be rolled out nationwide soon.

This could mean big things for Amazon’s attempts to 
capture the “Retail Crown.”

But it means even bigger things for the early-stage com-
pany we just discovered…

HISTORY REPEATING ITSELF

The company we’re referring to is entering one of the 
fastest-growing sectors of the consumer goods markets: 

Natural and organic goods & foods.

The organic goods market is experiencing explosive 
growth. Sales of organic goods such as natural clothing, 
baby products, and foods have been growing at double-
digit rates for the last five years. 

The fact is, the market for natural and organic goods is 
no longer a small “niche”…

Organic goods are becoming more and more popular 
with everyone. They’re becoming mainstream.

As the New York Times recently reported, natural foods 
grocers like Whole Foods Markets (Nasdaq: WFM) are 
quickly expanding to meet demand. As reported in the 
article, Whole Foods’ strategy to open more stores “con-
founded the naysayers, propelled its stock price to heady 
highs and surprised even its executives.”

(“Heady highs” sounds about right: Whole Foods’ stock 
price is up more than 1,000% over the last 5 years!)

As explosive as this growth has been, this market for 
natural and organic goods and foods is just getting 
started. In fact, by 2015, the global market for organic 
food alone is expected to top $105 billion.

THE STAGE IS SET

Add up all this data — and the stage is set for the “just 
right” company we discovered.



This young-but-proven company combines the explo-
sive growth of organic goods, with the power of the 
Internet. Think of it as “Amazon meets Whole Foods.”

Founded in 2009 by an experienced management team, 
this business is generating $5 million in annual sales and 
experiencing 100% year-over-year growth.

This is exactly the type of business Amazon acquires 
when they’re seeking a foothold in a new, fast-growing 
market. Based on history, when an emerging business 
fits with their long-term corporate strategy and vision, 
Amazon buys it.

Let me show you an example:

In 1999, a small group of technology executives was 
frustrated with the online shoe-buying experience. Back 
then, you had to be pretty darn sure about your selec-
tion. If you wanted to return a pair of shoes once they’d 
been delivered, you’d be charged shipping costs — in 
both directions. That’s a costly mistake.

These tech executives had a vision for a new type of 
online business. They called it Zappos. 

Zappos.com was a revolutionary shopping experience. 
Now you could order shoes online and pay nothing for 
shipping — coming or going. You could order all the 
shoes you wanted (or thought you wanted), and return 
any or all of them for free.

Their strategy worked. Customers became incredibly 
loyal. And Zappos grew from a handful of people work-
ing on a mission, to thousands of employees generating 
$1 billion in sales. 

Amazon was trying to sell shoes, too. But they realized 
they could achieve their corporate goals more efficient-
ly by buying the competition. So they acquired Zappos 
— for $1 billion. 

Zappos’ early investors made a killing.

This type of situation happens time and again. A vision-
ary startup figures out how to tap into an explosive new 
market, builds their brand and proves their value — and 
then the “Goliath” of the industry (or someone trying to 
become the Goliath) comes along and buys them out.

We believe this same situation could happen with our 

“just right” company…

THE OPPORTUNITY

As mentioned above in "At a Glance," the name of the 
company is Abe's Market.

They’re still flying “under the radar”  — but we believe 
that’s going to change soon. Abe’s is growing and inno-
vating fast. In fact, Forbes magazine named them as one 
of the top 25 most innovative consumer brands.

In brief, Abe’s operates an online organic goods business. 
They sell everything from home and health items, to 
organic foods, to baby and beauty products.

They’re rapidly acquiring new customers… but just as 
importantly, these new customers are becoming loyal. 
Why is that important? Because loyal customers 
order more products, more often — and they 
tell their friends.

In fact, orders from repeat customers make up 40% of 
Abe’s sales. This type of loyalty is incredibly valuable, 
and acquirers are willing to pay a premium for it. This 
type of loyalty is one of the reasons Amazon acquired 
Zappos!

The size of the market opportunity and the loyalty of 
Abe’s customers help explain why some of the leading 
venture capital firms in the world invested $3.92 million 
into Abe’s last round of financing.

These investors include Accel Partners (literally the 
#1 venture capital firm in the world right now; their 
investments include Facebook and Kayak); Index Ven-
tures (their investments include Skype and Dropbox); 
and Mistral Equity Partners, who are familiar with 
making successful investments in “natural” and healthy 
consumer brands… their other investments include 
Jamba Juice (Nasdaq: JMBA).

We think it’s a gift to be able to “follow” such suc-
cessful investors into an early-stage opportunity. We’re 
excited that they agree this company could be a winner 
(and put their money where their mouth is), and we’re 
thrilled that they’re taking an active role in ensuring it 
succeeds as an investment.

JUST RIGHT



As we mentioned before, it’s exceedingly rare to find a 
company that’s “just right.” 

We believe the Abe’s investment is a unique opportunity 
to invest in a growing business, in an expanding market, 
backed by some of the smartest money on the planet. 

And while we’re getting in early, we’re not too early. 
Abe’s has already proven itself, and set itself on a path 
towards success.

If they decide to “go it alone” and build their business 
independently, this is the type of company that could 
one day contemplate an initial public offering. Then it 
would trade in the stock market alongside some of the 
big grocers we’ve mentioned. 

But as we mentioned, Abe’s could potentially be a short-
term acquisition target. The acquirer might turn out to 
be Amazon looking for new ways to capture the “Re-
tail Crown,” a traditional retailer like Walmart looking 
to penetrate this fast-growing market, or even Whole 
Foods, which currently has no commerce website. 

The bottom line is this: there are multiple paths to 
potential profit from an investment in Abe’s.

But before we get too excited and write a check, let’s see 
if Abe’s is truly investment-worthy; let’s put it through a 
checklist we created to vet early-stage private deals. 

We call this checklist the “10 Crowd  
Commandments.”

The checklist can be found in the ”Welcome” email 
you received after subscribing to the Crowdability 
newsletter.

10 COMMANDMENTS

✓ 1.  Simple Business Model — Check! Abe’s is an 
online supermarket. They feature and sell the 
best natural products. Customers place orders 
on the website, and have their orders delivered. 
Abe’s takes a cut of sales. Simple!

✓ 2.  Founders — Check! Abe’s founders are experi-
enced executives and entrepreneurs with direct 
experience in this market. Their CEO, Richard 
Demb, previously founded and grew Popcorn 
Indiana (an organic popcorn company) into a 
$30 million business.

✓ 3.  Be a Follower — Check! We’re following 
several of the world’s most successful and 
well-respected investors into this opportunity.

✓ 4.  Quick Progress — Check! After only a few 
years in business, Abe’s already has millions 
of dollars in sales and thousands of loyal 
customers.

✓ 5.  Marketing Expertise — Check! Abe’s is prov-
ing adept at acquiring customers, and adept at 
keeping them loyal.

✓ 6.  Competition — Check! While there are other 
organic goods stores online, the space lacks a 
dominant leader with strong brand affinity. We 
believe Abe’s is building the trusted brand online 
for natural and organic goods.

✓ 7.  Why Now? — Check! Based on our above 
analysis, right now seems to be the right time to 
launch and get behind this business. 

✓ 8.  Numbers — Check! Abe’s sales have been 
doubling year-over-year. If they continue on 
this pace, the company could reach sales of $40 
million in only 3 years. Using an average of 
Amazon’s and Whole Food’s Price-to-Sales ra-
tios, Abe’s could command a valuation of $200 
million in just 3 years.  
 
 However, because this business is still “early-
stage” and privately held, its current value is just 
a fraction of that number.

✓ 9.  Goal Oriented — Check! Abe’s goal is for this 
round of financing to get them to cashflow 
breakeven by end of 2015. 

Add it all up and Abe’s gets a 9 out of 9 on our check-
list. (The 10th check isn’t related to the company; it’s 
related to you! We’ll go over this in a moment).

You’ll have to decide for yourself if this provides you 
with enough comfort to make an investment. In the 
world of early-stage investments, it’s rare that you’ll see 
anything much higher than a 7 out of 9. 

Because, remember, startups are risky! 

To put it in perspective, professional investors know that 



for every Facebook, Twitter or Zappos they invest in — 
the type of investment that provides an absolutely mas-
sive return — they’ll invest in 5 to 10 other 
companies that will either provide them 
a 1x return (where they get their money 
back) or will go out of business (which 
means they’ll lose their entire investment).

That’s why professional investors recom-
mend that individuals allocate only a small 
amount (no more than 5% or 10% of your 
investable assets) to early-stage companies… that’s why 
they recommend building a diversified portfolio of 
holdings…

And that’s where the 10th item on the checklist comes 
into play:

Diversification!

ASSET ALLOCATION

Let’s say you have total investable assets of $1 million. If 
you allocate 10% to early-stage investments, then you’d 
have $100,000 to allocate. (You can re-do the math 
based on the real size of your own portfolio.)

For early-stage investments as an asset class, data has 
shown that you need to have a portfolio of at least 25 
to 50 investments to be considered “diversified.” In the 
above example, you’d commit $2,000 to $4,000 to each 
of 25 to 50 companies.

These dollar figures might sound small to you. The point 
is that you can start doing early-stage investing with a 
small amount of capital and gradually build a diversified 
portfolio… all without being a mega-millionaire.

RETURN PROFILE

To illustrate our point, let’s run the math on potential 
returns if you invested $10,000 into Abe’s Market. To 
be conservative, let’s assume Abe’s will need to raise one 
additional round of financing, selling an additional 20% 
of the company. 

If you invested $10,000, and after an additional round 
of financing, your stake would be approximately .026%. 
That might not sound like much, but let’s look at the ap-
proximate returns if things play out well for Abe’s:

These are the types of returns you aim for with venture 
investing. You hope that 20% to 30% of your investments 

will produce results like these — so when the other 70% 
to 80% don’t work out as you’d hoped, you’re still left 
with a double-digit annualized return. 

WE WANT TO HEAR FROM YOU

This is the first research report we've published like this 
and we'd love to hear what you thought.  Help us make 
the next report even better by taking a moment to fill 
out this quick survey by clicking here »

Best Regards,

Matt and Wayne

Acquisition Valuation: $50 million  $100 million   $200 million    $500 million

$12,900  $25,806.50   $51,612.90    $129,032.30Initital Investment 
($10,000)

29%  158%    416%    1190%
% Return on 
Investment

https://www.surveymonkey.com/s/6PTSLVB
https://www.surveymonkey.com/s/6PTSLVB


HOW TO INVEST IN THE ABE’S  
MARKET OPPORTUNITY

Abe’s believes in the power of the Internet — so they’ve 
made it possible to make your investment online. 

To make the process fast, safe and easy, they’ve teamed 
up with a high-quality website called “OurCrowd.” 
OurCrowd has outstanding credentials. 

Here are the basic steps: 

1.  Register for OurCrowd  https://www.ourcrowd.com/
Investor/Create  (NOTE: It’s fast, easy and free to register, 
but you’ll need to certify yourself as an “Accredited 
investor” to make an investment) 

2.  You can look through additional research on Abe’s here: 
https://www.ourcrowd.com/abes_market_ii

When you’re ready to invest, click the orange “I’m Interested” 

button. 

3.  Then you’ll see a page that says, “Reserve Your Share 

Today.” Enter a dollar amount, agree to the Terms and 

Conditions, then click “Next.”

4.  OurCrowd will contact you to confirm your interest and 

provide you with simple documentation to complete your 

investment. Please note that you can change the amount 

you’d like to invest when they contact you!

5.  You’ll then sign and return the documents, and verify that 

you are an accredited investor. Details can be found here: 

https://www.ourcrowd.com/how_it_works/accreditation

Wayne is a Financial Technology 
entrepreneur and advisor. Most 
recently he was CEO of The Insti-
tute for Individual Investors (IFII), 
a financial education & publishing 
company.  At IFII, he worked to 
educate over 250,000 individual 

investors on how to better manage their money. The 
company was eventually acquired in 2011.

He joined IFII when it acquired a company he'd founded, 
TickerHound.com — a technology platform for investors 
seeking answers to finance & investing questions.

A graduate of Columbia University, Wayne began his 
career in equity sales.

In addition to Crowdability, Wayne sits on the Advisory 
Board of two financial media start-ups: Estimize and 
Market Realist.

Matt is a Media & Technology 
executive. After selling a tech-
nology company he founded 
to Hearst in 2008, he joined 
Hearst Digital’s senior manage-
ment team, first launching their 
brands online, then acting as 

their Entrepreneur-in-Residence.

Prior to going out on his own, he worked in Sales 
& Trading on Wall Street, most recently at Lehman 
Brothers.

Matt received his BA from Cornell University, and 
his MBA from the Kellogg School of Management 
at Northwestern.

In addition to his role at Crowdability, he’s a venture 
partner in a global venture capital fund.

WAYNE MULLIGAN MATTHEW MILNER

https://www.ourcrowd.com/Investor/Create
https://www.ourcrowd.com/Investor/Create
https://www.ourcrowd.com/abes_market_ii
https://www.ourcrowd.com/how_it_works/accreditation


Disclaimer: This document is made available for general information purposes only. 
 
This report does not constitute a specific investment recommendation or advice upon which you should rely based upon, 
or irrespective of, your personal circumstances. Use of this document is not a substitute for obtaining proper investment 
advice from an authorized investment professional.
 
Actual results may differ significantly from the results described.
 
Potential retail investors are urged to consult their own authorized investment professional before entering into any 
investment agreement. Past performance of securities is not necessarily a guide to future performance and the value of 
securities may fall as well as rise. In particular, investments in the technology sector can involve a high degree of risk and 
investors may not get back the full amount invested.



ABOUT CROWDABILITY

Crowdability provides individual investors with education, information and insight into opportunities in the 
crowdfunding market.  

Our free website and email newsletter aggregate and organize deals from an ever-expanding universe of 
crowdfunding platforms.  We aim to save people time and simplify the process of discovering and evaluating 
crowdfunding opportunities.

BENEFITS OF JOINING CROWDABILITY

• Never worry about missing an opportunity - we track them all for you

• Gain access to education and resources that remove the confusion and anxiety about early-stage investing

• Hear from professional venture and angel investors to help you better understand the mechanics of early-
stage investing and how to identify the best opportunities

Crowdability’s goal is to become your primary resource for navigating the equity crowdfunding landscape.

Visit www.crowdability.com to join for free today.

Contact Us: 
Crowdability, LLC
229 West 28th Street
12th Floor
New York, NY 10001
www.crowdability.com 
info@crowdability.com


