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Our journey started in May 2020 with a LinkedIn 
post that went viral and was viewed by 2.5 million 
people, shortly followed by our Dutch 
crowdfunding campaign where we collected a 
whopping 2 million euros of starting capital.
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problem

The online 
hotel market 
is broken
Ever-increasing commissions, 
misleading websites, and large tech 
companies’ monopolies are stifling 
platforms that were originally 
created to bring together providers 
and consumers. The hunt for profit 
and the greed of shareholders have 
come at the expense of one crucial 
element: the human touch.

Travellers
As a result, travellers are continually 
frustrated by manipulative web 
design (dark patterns), as well as 
information not being transparent 
and honest.

Hotels
Likewise, hotels are equally 
frustrated as they are forced to pay 
higher commissions. These can 
increase up to 25% per booking.

Only 1 room left!

Great Value Today

Now 20% discount

FREE cancellation

in high demand!

3 people are looking right now
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MISSION

We are a movement 
towards a social 
platform economy
We set an example in the hotel industry, 
showing how things can be done 
differently. With fair rates and 
cancellation terms for everyone, lower 
commissions compared to other 
booking sites, and donations to local 
charities in travel destinations. All 
parties benefit: travellers, hotel owners, 
society, and – yes – Moonback and our 
crowdfunders as well.

Human touch
Moonback is a platform for and by people. 
A platform that represents freedom of 
choice and fair entrepreneurship. A 
platform that brings booking hotels back to 
its essence: a promising start of an exciting 
journey, for both consumer and 
entrepreneur.

Steward-ownership
We put our promises in stone as part of 
our mission statement. Moonback is 
steward-owned: a legal structure that 
allows us to avoid the pitfalls our 
predecessors could not.
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timing 

Why now?
There is a growing social outrage 
towards market dominance by 
big tech.

Public opinion and upcoming 
legislation are in our favour. 

Never waste a good crisis. Hotels 
and travellers are ready for 
change.
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0.1% €100 million
EU market share in yearly online bookings

=
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market

2 billion
hotel nights
2 billion hotel nights in Europe 
annually (pre-covid). It is expected 
that the market will be back at this 
level by 2025.

50%
online market share
The online travel market 
represents more than 50% of the 
total travel market and is growing 
every year.

€100
average room rate
With an average room rate of 
€100, that's €100 billion in online 
bookings.



competition

We will grow 
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Online booking market 
in Europe (hotels only):



approach

Talking 
with 
travellers 
and hotels
We conducted over 100 in-depth 
interviews with travellers and hotels. With 
all founders involved, this gave us a 
qualitative view on the current market 
challenges. Step by step we validated our 
ideas using the Lean Startup approach.

"I don't believe that existing booking sites have my 
best interest at heart."

"I don't trust the ranking of search results, the first few 
accommodations must have made some sort of deal 
to be on top." 

"I always use the map, to see the exact location of the 
hotel. So I cannot be fooled."

"I always have dozens of browser tabs open with 
different accommodations, and so has my partner. It's 
stressful."

"There are so many accommodations to choose from, 
you really have to be skillful with the filters."
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product

Honestly 
different is at 
the heart of 
our product 
design

Visiting a city you haven’t been to before? 
Then it’s not easy to find the best hotel 

location. To help you out, we’ve added all 
kinds of city info to the map.

Our map view as the main 
navigation creates an equal playing 

field for hotels.

Our website has been awarded with 
an iF Design Award.
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Business model

Strategy

0%
fee on incidentals such 
as dinner, bike rental, or 
rose petals on the bed.

Travellers will be happily surprised to be able to 
book extras upfront. Something other booking 
sites do not offer. Moonback provides the 
opportunity to add services from the hotel and 
external parties directly to a booking.

Current booking sites charge commission on 
incidentals. The result: hotels don’t offer them 
upfront. We change the game so the upselling of 
extras becomes a new opportunity for hotels.

3%
fee on room rate for 
returning guests at the 
same hotel.

People are creatures of habit and like to use the 
same booking websites. On the other hand, they 
love to explore new cities and hotels. That is 
why we predict that the percentage of returning 
guests will be less than 10% at a 3% room fee.

The current cost for returning guests in most 
hotels amounts to 3-5% per booking via their 
direct channels (website, receptionist). As 
Moonback only charges a 3% room fee for 
returning guests, there is no incentive for hotels 
anymore to encourage returning guests to book 
via the hotel directly. 

10%
fee on room rate for first 
time guests.

Travellers like to see a transparent fee and price 
structure on their receipt. Therefore, we are 
honest about who gets what. The majority of 
travellers will book at this rate, with the 
exception of some business travellers.

Hotels feel that our fee is appropriate for the 
effort we put in. In addition, it is at least 5 to 15 
percentage points lower than other booking 
sites. Hotels also value our mindset and way of 
working together.

Benefits for travellers Benefits for hotels
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Marketing plan

Sustainable  
partnerships 
with cities
We focus on city trips and partner up with local hotel 
associations, destination marketing organisations 
(DMOs), and event organisers. We build a durable 
relationship that benefits all and is hard to copy by 
others. Our approach has been validated together with 8 
cities and this confirms that we can play a pivotal role 
when it comes to promoting overnight accommodation in 
a city. This gives us a strategic advantage:

A warm introduction to hotels in the city.

A socially responsible booking site the city actively 
refers travellers to.

Part of the commission will flow back to the city.
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Competition on Google is insane 
and advertising is expensive. 



Marketing channels

City websites 
as affiliates
Each city has at least one DMO (destination marketing 
organisation) website with high traffic. However, in all 
cases, a decent hotel booking engine is lacking. By 
referring their visitors to Moonback, the city earns an 
affiliate commission of up to 30% of Moonback’s income 
on each booking. Money that flows back to the city.

22 million visitors per 
year

3 million visitors 
per year
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Bonus: visitors via DMO websites book 3 to 4 
times more often than visitors via other sources.



Marketing channels

Events as 
affiliates
Hotel bookings for (multi-day) event visitors are not well 
facilitated at the moment. This is a huge opportunity to 
reach people that are certain to visit the city. By creating 
a special map for an event which shows both hotels and 
event locations, we make it easy for visitors to book a 
hotel. Even more so when we offer an early bird 
discount. In return for promoting the link to the event 
map, event organisers earn a commission of up to 30% 
of Moonback’s revenue on each booking.

The top 50 cities in the Netherlands 
host over 2,000 events with 60 
million visitors each year. Half of 

those take place in the four largest 
cities.

Also confirmed: DAY1 World of Cars 
in Jaarbeurs Utrecht.
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Marketing channels

“A good PR story is 
infinitely more 
effective than a 
front page ad”

With pr-campaigns we continue to tell our story and 
simultaneously promote the cities we’re active in. This 
has proven to be a winning formula, since we banked 
over €4 million in free publicity since our launch in 
2020. That number equals 83 million views across 
multiple digital and print media outlets.

Quote by Richard Branson

Tegenlicht



€ 4 million
banked in free publicity, that is 83 million 
views across multiple digital and print media 
outlets.

10,000+
active members of our community who 
receive our biweekly newsletter (open rate 
>50%) and are ready to book with us.


0.6%
conversion rate from website visitor to 
booking, a great starting result when the 
average in the market is 0.4 to 0.7%.


320 nights
booked since going live in the middle of 
covid lockdowns, the proof that everything 
works is more important to us right now than 
the absolute result.

87 hotels
live on the platform and more than 100 still in 
the pipeline, in addition to requests and 
thumbs up that land in our inbox everyday.

R E S U LT S

We gained

a lot of 
traction
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28 NPS
a net promotor score (widely used indicator 
of customer loyalty) that is well above other 
booking websites. 
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ROADMAP

How we 
shoot for the 
moon

2020 - 2021 2021 - 2022 2022 - 2023 2023 - 2027

Problem / Solution Fit

From idea to minimum 

viable product.

Product / Market Fit

From minimum viable 

product to market 
acceptance.

Scaling Up

From market acceptance 

to economic sustainability.

Profitable Growth

From economic 

sustainability to return on 
investment.

building the community community expanding on its own



TEAM

Meet the

team
Our team consists of 
experienced entrepreneurs 
and professionals with a 
common goal. We have 
successfully launched 
digital businesses before 
and combine all the 
necessary disciplines to do 
this again with Moonback.


Niels Meijssen
Founder

Iris Poetiray
Public relations

Maarten Kappert
Product management

Mart Evers
Marketing

Marcel Roelants
Operations

Michael Noom
Development

Sabine te Braake
Marketing

Rianne Klaren
Operations & HR

Job van Stiphout
Development
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? Digital designer

? Developer

? E-commerce 
marketeer

? Customer service 
employee (2x)

? Staff employee

? Business 
developer

Vacancies after a successful crowdfunding
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A steward-owned 
company is 6 times 
more likely to still 
exist after 40 years*

Self-governance
Voting power lies with people who 
are involved in the business. These 
voting rights cannot be sold.

Mission-driven
Making money is okay, but not at all 
costs. Taking entrepreneurial risks 
as founders may also be rewarded, 
but only at a predetermined 
maximum return.

Anchored legal structure
A separate and independent 
foundation is given veto rights to be 
able to prevent unwanted changes.

A shares
Voting rights

Stewards

B shares
Veto rights

Independent

foundation

C shares
Economic rights  
(uncapped)

Investors

D shares
Economic rights 
(capped)

Founders

*Børsting et al., 2017; Thomsen, 1996; 
Thomsen et al., 2004

Steward-ownership
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€ 600.000

€ 500.000

€ 400.000

€ 300.000

€ 200.000

€ 100.000

€ 0

€ -100.000

€ -200.000

Year 1 Year 2 Year 3 Year 4 Year 5

Financial

We believe 
that each 
city will be 
profitable in 
about 2 years

result gross contribution run the business
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€ 10 mln

€ 8 mln

€ 6 mln

€ 4 mln

€ 2 mln

€ 0

€ -2 mln

€ -4 mln

2022 2023 2024 2025 2026 2027

Financial

Scaling up 
to 51 cities 
requires 
investment

We use your money to 
bridge this gap.

We’ll need another round of 
funding in 2024 to scale up further.

result gross contribution run the business scale up the business

We need 900 bookings per day to 
break-even with a team of 35 people. 
To achieve this we will have to be 
active in 15 to 20 cities, and then grow 
to 51 cities.



Financial

Let's crunch some 
numbers
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Bookings per day (2027)

2,494

Revenue per booking

€ 18.78

Financial maturity

uncertain certain

2022 2023 2024 2025 2026 2027

Number of bookings 2,844 39,122 133,576 302,351 561,643 910,218

Gross contribution € (16,533) € 81,326 € 817,045 € 2,417,903 € 5,186,195 € 9,403,870

Run the business € (169,290) € (281,226) € (622,326) € (1,078,524) € (1,868,281) € (2,810,480)

Scale up the business € (1,010,200) € (1,393,040) € (1,651,897) € (1,788,604) € (2,436,279) € (2,749,996)

Result € (1,196,023) € (1,592,940) € (1,457,178) € (449,225) € 881,636 € 3,843,394



With our current financials, we can stay up 
and running until November 2022. 
However, we don't expect to break-even 
until 2026.



That's where you come in. We want to 
raise 2 to 3 million euros to expand our 
team and increase the number of cities that 
we operate in.

Economic rights of 
Moonback 

Round 1 - 2020

Uncapped return

Round 2 - 2022

Uncapped return

10% depending on 
whether we raise the 
maximum target amount

Founders

Capped return

F u n d r a i s i n g

Join us on the 
bright side of 
business 25%

30%
45%
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Help us towards a social 
platform economy and invest 
in Moonback via 
crowdaboutnow.nl/moonback

Thank you

Contact Niels Meijssen to learn 
more about our team and mission.



Co-founder & CEO

niels@moonback.com

The fair booking site


