
Repairs, reforms and insurance with 

an unlimited warranty
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SOLVING THE 
PROBLEM

We reinvent the search for services so that you can find any qualified 
professional, save time, money, and also have fun doing it.

Easy Service

Finding the right professional, at the moment we need them, at a good price, 
and with a guarantee of their work, is usually a major headache and often a waste of 
time and money.

Current Problem 

Has this happened to you? 

This is due to 4 key factors, which are: 

The scarcity of talent,

The lack of experience,  

The lack of certification, and

The lack of knowledge about the service we want to hire.  

01

02

03

04

Together, these factors make it difficult to find and hire qualified professionals. 
Specifically, the demand for qualified professionals in many areas simply exceeds the 
supply, allowing the most talented individuals to choose from many opportunities and 
charge exorbitant prices.

If we delve into fields such as law or construction in general, significant 
practical experience is required to be truly competent. However, many recent 
graduates lack this experience, making it difficult to assess their ability or whether they 
are truly capable of identifying and effectively solving problems.

For other professions such as tax consulting or project management, there are 
no clear licensing or certification requirements, making it difficult to distinguish 
between qualified and unqualified professionals.

Furthermore, as clients, we often lack information about the service we want to 
hire, quality the, and the experience of a professional. This often leads us to suitable 
least the hire person or company, resulting in a significant investment of time, money, 
and frustration.
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 EASYSERVICE

THE SOLUTION

An Online Platform, unique in the 
world, where we reinvent the provision of 
services for your home and business, 
c o n n e c t i n g  y o u  w i t h  a n y  t y p e  o f 
professional you need, at any time of the 
day, with the best price on the market, 
immed ia te l y  and  w i th  an  i nde f i n i t e 
guarantee.

Through a LIVE AUCTION you will request the service you need at that 
moment, whether you want to repair, renovate, build, or supply anything in your home 
or business. 

Even if you need a specific and qualified professional, you can also find them 
on the portal. This could be the advice of a lawyer, the management of a tax advisor, 
or the assistance of any medical professional.

Simply enter your information into the platform, and you will automatically start 
receiving offers from different providers. You can choose the maximum response time 
based on the urgency of your needs, ranging from 30 minutes for emergencies, 
simple consultations, or repairs, to 7 days for larger projects such as pool 
construction or property acquisition. Once the specified time has elapsed, you can 
select the proposal that suits you best, and everything will be resolved.

EasyService will oversee your order from start to finish, and you will have the 
benefit of an indefinite service guarantee. 

We are the only platform that allows you to obtain the best price for a service 
in a matter of minutes, in a fun and secure way, while providing the peace of mind of 
an indefinite service guarantee 

How do we do it?
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WHY EasyService?

    First and foremost, because we all win. We base all our efforts, trajectory, 
and experience on a Win-Win approach.

As a customer, you solve your needs quickly, easily, and economically, 
with an indefinite guarantee.

As a provider, you have a range of new customers, exponentially 
expanding your business, and you don't pay anything to provide a quote 
to the consumer or for the final invoice amount. You will only contribute a 
small monthly fee that allows you to access all the auctions taking place 
worldwide.

As an investor, you will have a share of the company's profits and the 
opportunity enter to a booming market that generated over 6 billion euros 
last year in maintenance and repairs alone, according to Eurostat 2022 
data.

    Because we are in unique the market, customers will no longer have to 
wait weeks to get a couple of quotes or spend days searching for a good 
professional.

ADDITIONAL BENEFITS

We can compete from the start with the 
largest platforms in the world dedicated 
to Repairs and Renovations, and we offer 
a unique proposition.

We will be the first worldwide to offer 
direct connection to our clients in over 
200 different services, and

Most importantly, we are ahead of the 
future. We start generating dividends from 
the beginning in both fiat and crypto 
marke t s ,  r ega rd le s s  o f  wh i ch  one 
performs better. We are prepared in case 
there is a moment of massive adoption of 
cryptocurrencies worldwide.
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INTERNAL SITUATION 
ANALYSIS

Eas ySe r v i ce  o f f e r s  o ve r  440 
different professional references at your 
service, with extensive experience in each 
sector, endorsed and guaranteed by the 
company. Targeted towards urban clients 
with a medium to high purchasing power, 
who have the need to request a service 
and maintain peace of mind in their day-
to-day lives. 

Our portfolio of services can be divided into Urgent Repairs, Construction, 
Renovations, Specialists (Doctors, Lawyers, Banking), Maintenance, Installers, and 
Various Services such as consultants, photographers, chefs, movers, among others, 
which complement the range of opportunities. However, the true spark can be found 
in the details, where the bidding for the service will make you feel good, experience 
different emotions, and obtain the desired service at the best price in less than 30 
minutes.

In addition, we provide the best customer service, with quality service calls, pre 
and post-sales support, continuous training for our providers, interesting news for our 
clients and, win the-win flavor that characterizes us. 

TARGET MARKET

At EasyService, we have a clear understanding of our target customers, which 
varies depending on the service they request. We segment them demographically, 
psychographically, behaviorally, or geographically.
 

Taking into account that our target audience consists of middle to middle-high-
class families with completed studies, usually full-time workers or executives, aged 
between 25 and 59, married or with children, their purchasing preferences, and our 
advertising approach would be as follows; 
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Services
Ages

25 – 30 30 – 40 40 – 50 50 – 59

Urgent Repairs X X X X

Construction   X X  

Reforms X X X

Specialists X X X X

Maintenance X X

Installers X X X X

Other Services X X X X

Study based on the 9 regions of England

Regarding EasyService's positioning, it should be noted that we are 
working diligently to position ourselves among the best companies in the world, 
deeply rooted in the emotional stage of our clients. 

Our differentiation is based on offering a total guarantee of our service, 
providing our clients with an unforgettable experience, and offering daily small 
innovations in terms of the system and its usability.
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SWOT Analysis

1. New Project.
2. Lack of Positioning.

1. Financial system.
2. The Auction.
3. Segmented offer.
4. Strategy.
5. Fixed costs.
6. Convenient post-sales system.

WeaknessesSTRENGTHS

ThreatsOpportunities

1. G r o w i n g  i n t e r e s t  i n  t h e 
Renovat ions and Serv ices 
sector.

2. Technological advances.
3. Aging population.
4. International markets.
5. E-commerce.
6. Globalized world.

1. Increase in competition in the 
sector.

2. Diversity.
3. Concern for the environment.
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Strengths

1. Financial System

We are a solid and profitable company. Sales are projected to increase each 
year, gross margin will also rise, and our tokens and shares are well appreciated. 

2. The Auction

A different, innovative, and fun proposition is the strong point of EasyService 
and the greatest ally of our customers. We all win.

3. Segmented Offer

We have different market niches, covering over 440 references, and we have a 
presence throughout the National Territory. Additionally, we have the potential to 
expand to more countries with the same winning strategy and consolidate our 
trajectory in the medium term.

4. strategy

The fundamental pillar of any great company, and extensively studied have we 
that one in our case, is to focus on minimizing costs, increasing capital, and entering 
a multimillion-dollar market with a strong leadership position and a unique 
proposition. We have the support of various national collectives and the collaboration 
of a renowned advertising company.

5. Fixed Costs

The worldwide infrastructure of EasyService, which keeps on operational 
services all a daily basis, does not represent a significant expense for the company. 
This allows us to maintain a high-level staff with excellent salaries in their home 
countries, while keeping our costs relatively low, approximately at a ratio of 10 to 1.

6. Convenient Post-Sales System 

The Total Service Guarantee provides security and facilitates impulsive 
purchases. We also offer a high-level customer service, loyalty discounts, and various 
payment methods to enhance customer satisfaction.
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OPPORTUNITIES

1. Technological advances

   They a l low for  the creat ion of  fas ter 
information exchange systems and more 
complex logistics systems. EasyService can 
maintain its differentiating business strategy by 
leveraging these advancements.

2. population aging

  The increase in life expectancy will lead to 
greater specific needs in terms of care, home 
assistance, home adaptations, and services 
related to home and quality of life.

3. GROWING INTEREST IN 
T H E  R E F O R M S  A N D 
SERVICES SECTOR 

   Including younger individuals, pregnant women, and people over 65 years old, 
sectors that were less interested in the past are, now much more interested in home 
rehabilitation and improving their quality of life. As a result, they are including already 
these types of services in their and budget spending much more money than before.

4. International Markets

   We must the seize opportunities presented by the openings in England, Germany, 
Italy, France,, Spain as Portugal and a valuable commercial strategy. These countries 
are projected to invest billions of dollars in our sector in 2024 and 2025. Once the 
company is established, we can move on to the third phase of the project in 2026, 
with the opening of Australia, Canada, and the United States, fully solidifying the 
company and establishing ourselves among the best in the world.

   At this moment, we emb arearking on the fourth phase of expansion. With our 
experience, cash flow, and significant capitalization, we can enter the markets of Asia 
and Latin America great with strength and achieve the expected positioning.
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5. e-commerce

   According to the latest report from the Economic European and Social Committee 
(EESC), e-commerce should be the top choice for businesses of the future worldwide 
due, to its great potential for evolution and growth in online commerce. It has 
become one the of most attractive sectors for investment at the moment.

   According to data from the National Commission of Markets Competition and, e-
commerce spending in Spain alone reached around 30 billion euros in 2017. There 
has been a significant upward trend since 2007, with online sales tripling. Spain ranks 
fourth in the European Union in terms of online sales, with 40% of Spaniards making 
regular monthly purchases online. The average annual spending per person in 2017 
exceeded 1,800 euros, surpassed only by England, Germany, and France.

(Note: We do not consider recent studies due to the doubling of these expenses 
during the pandemic, and we believe they are not precise enough for aational situ 
analysis.)

6. Globalized World 

   With the implementation of our project and the increasingly easier establishment of 
subsidiaries worldwide, EasyService anticipates a highly promising future. 
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WEAKNESSES

1. New Project

Like any endeavor, there is always a small risk that the project may not succeed. 
However, we have a solid strategy in place and know how to put it into practice.

2. Lack of Positioning

Currently, there are well-established companies in the sector, and as a newly 
arrived company, we may not be well-known in the cognitive stage of customers. 
However, this can potentially work in our favor in a short period of time.

1. Increased Competition 
in the Sector 

    Every day, new companies emerge offering similar services to our competitors. In 
recent years, renovations and services have become more accessible to a wider range 
of people, no longer limited to the upper classes. 

2. Diversity

   Each country and even regions have different laws in the various markets that 
EasyService aims to penetrate. We must respect and adapt to these laws. Additionally, 
each market different has cultures and paces, so we must understand the differences 
and adapt to them in order to progress successfully.

3. Concern for the environment

   Climate change is a real problem, and as a result, the population is highly aware of 
it. Governments are requiring companies to implement eco-friendly policies, many of 
which involve significant expenses.   

THREATS
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goals

§ Launch the online platform in England and Spain. 

§ 100,000 Active Providers in England.

§ 72,000 Active Providers in Spain.

§ 600,000 monthly visits in each country. 

2024 ( first phASE )

§ Opening in France, Germany, Italy, and Portugal.

§ 175,000 Active Providers in Spain.

§ 240,000 Active Providers in England.

§ 485,000 Active Providers with the new openings this year.

§ Establishment of a new European headquarters.

§ Activation of the International Provider Training Department.

§ 9 million monthly visits. 

2025 ( Second phase )

§ Opening in Australia, Canada, and the United States.

§ 1.6 million Active Providers in Europe.

§ Reduction of fixed costs.

§ Consolidation of the corporation.

§ Creation of the international department for new investments.

§ Achieve a turnover exceeding €360 million by the end of 2026

2026 ( Third phase)

§ Opening of the new Asian sales channel: Hong Kong, Shanghai, Beijing, Seoul, 
Tokyo, Shenzhen, Guangzhou, and Singapore.

§ Opening of the new sales channel in South and Central America: Panama City, 
Santiago de Chile, Buenos Aires, Sao Paulo, and Bogota 

2027 ( fourth phase ) 
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STRATEGIES FOR THE 
IMPLEMENTATION OF THE 

ONLINE PLATFORM

PRODUCT STRATEGY

Decisions regarding the product are of great importance as they create the 
means to satisfy market needs. These decisions should be maintained in the long term 
and include the design and implementation of relevant policies.

Our business will offer the same services mentioned earlier, although we will 
carefully select the best professionals for each of them.

According to the latest market trends, we can focus on the service that has the 
most impact on our consumers and approach that sector from all angles.

PRICING STRATEGY

Based on our-win win policy and market research, always seeking the optimal 
positioning for the company, we have decided to start with the lowest price in the 
market.

We will charge a monthly fee of $19.95 to each provider, including taxes, and 
we may slightly increase this amount depending on the number of services, provinces, 
and countries covered.

This pricing strategy will be the same Europe across, and we will maintain the 
same Unlimited Guarantee for each service provided.

We will accept payment methods such as PayPal, as well as any credit or debit 
card: Visa, Visa Electron, Mastercard, Maestro, Euro6000, Servired, American Express, 
and Diners Club. Additionally, we have our own crypto community with XSV and can 
accept payments in any other cryptocurrency. We also have an excellent project that 
allows us to raise funds and position ourselves in both the traditional and blockchain 
worlds.
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PROMOTION STRATEGY

We must pay special to attention this phase as it is crucial for the Portal to 
become known, identifiable in the market, and capable of generating high consumer 
demand.

For the end customers, as the product is free, we will focus on promoting it 
through social media and search engine optimization. Regarding the providers, our 
actions to attract them and make ourselves known in the market will be carried out 
through a combined strategy of attraction and promotion. We will assist our providers 
while simultaneously attracting and motivating customers our by offering various types 
of discounts during the opening and initial stages of the website portal.

Will consist;

§ Free subscription the for first 3 months for suppliers.

§ Discount for all our customers on the final price of their invoice, provided they 
register on the portal and download the mobile application. It can be a fixed 
amount in cash or a percentage that we will negotiate directly with our suppliers.

§ Indefinite Service Guarantee.

§ Workshops and conferences for suppliers (Phase 2 of the Project).

COMMUNICATION STRATEGY

As part of the marketing strategy, we define the tone, language, image to 
convey, web design, architecture, SEO positioning, social media, and other factors 
that will define the essence and future success of EasyService and EasyService (XSV).

All elements must be perfectly aligned, follow a consistent path in all aspects, 
and firmly represent the personality of our online business. We will not spare any 
expenses in this area because i f  we an have inadequate design or poor 
communication, all our efforts will be in vain.

This is where inbound marketing comes into play, and we will strive to 
implement a successful content marketing strategy.
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ACTION PLAN

2024 ( first phase )

§ Supplier Recruitment 

01. Launch of the Online Platform

§ england

§ Start Advertising of Campaign 

2024 MARch

2024 MAy

§ Platform Launch

§ spain 

§ Start Advertising of Campaign

§ Supplier Recruitment

2024 JULy

§ Platform Launch

2024 SEPTEMBEr

02. 100.000 Active Suppliers in England.  

03. 72.000 Active Suppliers in Spain.

IMPORTANT FACT

In Spain alone, there are over ,150.000 registered lawyers who practice 
profession their continuously.
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action plan

2025 ( Second phase )

01 .  Openings in France,  Germany,  Italy,  and 
Portugal.

§ Increase advertising investment by 22%.
§ Continue with the acquisition process and strengthen it with the training and loyalty 

department.

§ germANY
Platform Launch

2025 June

§ ITALY 
Platform Launch

2025 September

§ PORTUGAL 
Platform Launch

2025 November

02. 240,000 Active Suppliers in England

   Taking into account that the objective for this year is 25% lower than the previous 
one, we will focus on the growth of the other countries and start building more 
productive relationships with our suppliers and customers in England and Spain.

03. 175,000 Active Suppliers in Spain

§ Implement the same winning strategy of segmentation, attack and implementation 
used for England and Spain in these 4 countries. 

§ Evaluate each campaign by region and country and implement the appropriate 
improvements to continue with the expected growth.

§ 15 days after each opening / 3 days of evaluation / Implementation. Repeat until 
the Expected Results are achieved.. 

04. 485,000 active Suppliers between openings 

this year.

§ France

Platform Launch

2025 MARch
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2025 July

05. New European Headquarters

   Opening of the new EasyService headquarters in Europe, which will serve as 
support to the central office or become the main headquarters, depending on the 
conditions at that time. It will be a great support to the company, both geographically, 
logistically, economically, and legally.

06. Expansion of the Central Headquarters

   This expansion will involve hiring additional personnel and will serve as 
reinforcement for each department as needed.

§ The department attached to the new European headquarters will be of great help in 
acquiring and retaining new clients and suppliers.

§ We will improve response times and service delivery, adapting each sector to our 
quality standards.

07. International Supplier Training Department.

   We will allocate 25% of the company's net profit to the Communication strategy 
(Page 15), with which we aim to far exceed this objective.

08. 9 million monthly visits.
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action plan

2026 (Third phASE)

01. Openings in Australia, Canada, and the United 

States.

§ CANADA
Platform Launch 

2026 JANUARY

§ AUSTRALIA 
Platform Launch

2026 MarCH

   We have an excellent and sophisticated customer acquisition and retention plan, 
making this objective quite reasonable and easy to achieve. The plan considers that 
more than 97% of the budget will be allocated to the 6 countries previously opened. 

   According to the market study, the distribution would be as follows: England 
310,000, Spain 275,000, France 250,000, Germany 250,000, Italy 250,000, and 
Portugal 220,000. The remaining budget will be used to exceed the objective and 
further strengthen our customers' cognitive stage with the corporation.. 

02. 1.6 million Active Suppliers in Europe

   With the exponential growth of the corporation, the hiring of personnel worldwide, 
and the infrastructure we have, it will be necessary to implement a Cost Saving and 
Optimization Plan. 

03. Reduction of Fixed Costs

2026 OctObeR / 2027 MarCH

   We will begin this consolidation process towards the end of the year, and the 
necessary actions will be carried out over the next 3 years. The idea is to allocate 
between 7% and 9% of the net profits to improve the human aspect of the corporation.

   Internally, this will involve supporting and training our employees, and externally, it 
will involve engaging in humanitarian work and establishing our own centers to 
provide personal and professional assistance. 

04. Consolidation of the Corporation

§ UNITED STATES
Platform Launch

2026 SEPTEMBER
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   Given that this phase of the project focuses on corporate expansion beyond our 
European borders, this department will be responsible for managing the project as 
well as seeking new investment opportunities worldwide..

05 .  Creat i on  of  the  I nternat i onal  New 

Investments Department

   By achieving the second objective of this year, this goal would automatically 
become a reality, leading us to generate revenue of nearly $400 million in 2026, 
our third year of operation.  

06. To close 2026 with a monthly revenue 

exceeding $32 million.

2027 ( FOURTH PHASE ) 

   Hong Kong, Shanghai, Beijing, Seoul, Tokyo, Shenzhen, Guangzhou, and 
Singapore.

01. Opening of the new Asian sales channel

   Panama City, Santiago de Chile, Buenos Aires, Sao Paulo, and Bogota.

02. Opening of the new sales channel in South 

and Central America



wOULD YOU LIKE 
TO BE PART OF 
EasyService?

Repairs, Reforms and Insurance

Unlimited Warranty
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HOW CAN I DO IT?

Through a single and exclusive financing round that is divided into three 
phases where the fastest investor will have the best advantages

 1st phase 100.000.000 XSVI for $ 0,01
2nd phase  87.000.000 XSVI for $ 0,03
3rd phase 173.000.000 XSVI for $ 0,07

    The most interesting aspect of investing in EasyService Investors (XSVI) 
is that by acquiring this token, you automatically become an owner of the 
company and will receive quarterly dividends corresponding to your share 
of the profits. 

    At each milestone reached, a percentage of the company will be 
unlocked and depending on your investment amount, that will determine 
the percentage of profits you are entitled to, according to the attached 
table.

Double Return

1st PHASE ACHIEVED = 10% ACTIVATED

2ND PHASE ACHIEVED = +12% ACTIVATED

3RD PHASE ACHIEVED = +15% ACTIVATED

This means that when all 3 phases of this single round of financing 
are reached, 37% of EasyService's quarterly profits 

will be distributed among you as investors.
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According to the provided actuarial calculations, in the third year of the 
corporation's existence, which will be in 2026, with a 75% fulfillment, after having 
received dividends in the second year ranging from 350% to 960% and having more 
than recovered your initial investment, the minimum weighted return will exceed 
2,300%.

How do I make my investment 
profitable?

Below we present some scenarios based on the fulfillment of the previously 
established objectives, taking into account that:

§ There will be no capital return in the fiscal year 2024, as 100% of the 
profits will be reinvested. If reinvestment is not necessary, the profits will be 
collected with the following year's earnings. 

§ Regarding the Active Suppliers in England and Spain, in the overall 
objective calculation, we took into account only 85% of them, assuming that 
the remaining 15% were in a trial period.

§ Regarding the Active Suppliers in the new openings (France, Germany, Italy, 
and Portugal), in the overall 2025 objective calculation, we took into 
account only 30% of them, assuming that the remaining 70% were in a trial 
period.

§ The Active Suppliers in the new openings of 2026 (Australia, Canada, and 
the United States) were not taken into account for this calculation.

Let's assume you invest in the final round and the financing round is reached. 
The company is established and under the parameters explained above, we achieve 
75% of the stated goal. Your investment would be as follows:

Investment:                                      $2,000
Corresponding Tokens:                 28,571 XSVI
2025 Profits:        Quarterly; $359,27   |   Yearly; $1.437,07
2026 Profits:        Quarterly; $960,37   |   Yearly; $3.841,50 
2027 Profits:     Quarterly; $1.428,88   |   Yearly; $5.715,52

If you invest from the first phase, the profits increase by 7x

Let's talk about numbers
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2026  

( COMPLIANCE WITH

TARGET AT 75% )

2025   
( COMPLIANCE WITH

TARGET AT 115% )

Total Revenue;  $ 215.460.000,00

Net Profit:  $ 157.213.400,00

Reinvestment of Profits;  48 %

Total Profits to Distribute;  

$ 81.750.815,96

Depending on your Investment, between;

$ 8.175.082 and $ 30.247.802

Total Revenue;  $ 76.137.454,41

Net Profit:  $ 58.303.120,00

Reinvestment of Profits;  42 %

Total Profits to Distribute;  

$ 33.815.809,60

Depending on your Investment, between;

$ 3.381.581 and $ 12.511.828

2025   
( COMPLIANCE WITH

TARGET AT 100% )

2025   
( COMPLIANCE WITH

TARGET AT 50% )

Total Revenue;  $ 66.206.482.09

Net Profit:  $ 52.725.216,00

Reinvestment of Profits;  42 %

Total Profits to Distribute;  

$ 30.580.625,00

Depending on your Investment, between;

$ 3.058.064 and $ 11.315.571

Total Revenue;  $ 33.103.241,05

Net Profit:  $ 23.152.560,00

Reinvestment of Profits;  51 %

Total Profits to Distribute;  

$ 11.807.805

Depending on your Investment, between;

$ 1.180.781 and $ 4.368.888

YIELD
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EASYSERVICE ( xsv ) 

the TOKEN 

   When we launch the Platform, all suppliers will 
be required to accept the payment option in XSV 
and videos and the necessary support will be 
created so that each supplier is able to transact 
with them effectively.

   It will be very simple, because, in addition, we 
will create a small exchange within the platform in 
which we will accept our own cryptos, which will 
provide ease and credibility to both clients and 
providers and will also allow us to gain a little more 
control and stability over the movements from the 
market.

The token will serve as an exchange 
within and outside the platform, and 
anyone who has EasyService (XSV) will 
be able to exchange them

to consider

   It is available on PancakeSwap and now is the 
best time to invest in it...

hOW CAN I BUY IT 

   TOKEN CONTRACT ADDRESS;

0x0E16455f0842F7368323e71262F214472EEab320    

500.000.000 XSV 

$ 0.000001 

Binance Smart 
Chain (BSC)

SUPPLY

STARTING PRICE

BLOCKchain

   TOKEN DECIMALS;

18    

RED

  Binance Smart Chain MainneT    

  NAME;

   EasyService ( XSV )    
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EASYSERVICE investors ( xsvi ) 

the TOKEN 

   As explained on page 22, any investor holding 
our token (XSVI) will directly participate in the 
company's quarterly profits according to the table.

   To receive your share, you must have your tokens 
(XSVI) staked on our platform at least 15 days prior 
to the dividend payment. You can choose to 
receive payment to your bank account or wallet 
with our native EasyService token (XSV) which you 
can trade on any exchange or on our own platform.

   Any investor holding over 50,000,000 XSVI can 
become a direct partner in the company, appear 
on the certificate of incorporation with 5% equity, 
and as a loyalty bonus, retain 20% of tokens, with 
all associated benefits.

   The minimum investment for the first phase is 
$2,000 which you can invest in fiat or any of the 
cryptocurrencies we have allocated.

This is  the token that every smart 
inves tor  wi l l  rece ive wi th in  the 3 
exclusive funding phases.

to consider

ASSIGNMENT 

   Public Sale:   20% - 72%     (100 million XSVI -
                                             360 million XSVI)
   Advisors:            1%            (5 million XSVI)
   Treasury:            7%            (35 million XSVI)
   Reserve:            15%           (75 million XSVI)
   Founders:     5% - 15%        (25 million XSVI -       
                                             75 million XSVI)

Restrictions
Following the growth guidelines of the company, 

remember that we will not be able 
to legally exchange our tokens until the

January 1, 2025

500.000.000 
XSVI 

$ 0.01 

Binance Smart 
Chain (BSC)

SUPPLY

STARTING PRICE

BLOCKchain




