Opening Statement

The genius of the Networkof.One blueprint lies in mastering the foundation of all organizations,
corporations, governments, and businesses: scheduling, payments, and communication—three
pillars we will perfect. We will cut our teeth in basketball, learn from the experience, grow into
youth sports, expand across all sports, and then branch into every sector, connecting with those
eager to lead this technological frontier. By being the first and the best, we will crystallize our
role as the leader in Al Scheduling, Payments, and Communication—AIl SPC, the acronym for
optimization.

m:sstlgrn the three pillars of all organized activity — Scheduling, Payments, Communication —
with Al + XRPL to create a unified, frictionless system. Launch in sports, expand to all sectors.
Why XRPL

Instant 3—4 second settlements

Near-zero fees (~0.000015 XRP)

Hooks & Payment Channels for automated, on-ledger referral payouts

Multi-currency support for global scaling

Pilot (Oregon)

150-175 sports officials, 8 leagues, ~400 games in 60 days
Migrate from legacy systems in minutes (ReffTown, ArbiterSports)
Target: 10,000+ XRPL transactions in 90 days

Savings: 50-70% lower payment fees, 50-75% less admin time

Growth Path

1. Oregon (3—12% market share) — West Coast — USA — Global



2. Expand beyond sports into education, parks, events, and government scheduling

3. Modular Al SPC platform for any sector

Revenue Potential
$60K—-$240K in Oregon year 1
Scaling to $30M-$100M annually globally in sports alone

$1T U.S. + $10T global TAM for all sectors

Grant Use — $200K

Al + migration tool development: $75K
XRPL integration: $30K

Onboarding & operations: $25K
Marketing & adoption incentives: $25K
Security & compliance: $20K

Admin & hiring: $25K

Impact

500K+ XRPL transactions/year within 24 months

Onboards non-crypto users directly into XRPL

Sustainable residual income streams for communities

Networkof.One harnesses Al-powered scheduling, payments, and communication—the three
pillars mastering the Trinity: Scheduling:Payments:Communication—to revolutionize sports

scheduling, payment processing, and community engagement, which emerges naturally from
mastering these pillars. Starting in Oregon with 150-175 officials, we target 3—12% of the sports



scheduling market, scaling to the West Coast, U.S., and globally, with projected revenues from
$60,000 to $100 million annually. Utilizing the XRP Ledger (XRPL)’s fast, low-cost transactions,
we reduce payment fees by 50-70% and administrative time by 50-75% compared to platforms
like SportsEngine. By connecting with fellow XRPL grant winners—such as XPmarket for DeFi
synergies, VerifyfEd for education integrations, and Nautilus Wallet for seamless
payments—Networkof.One perfectly aligns Al SPC with complementary innovations,
accelerating collaborative growth and ecosystem adoption.

Our backwards compatibility feature enables seamless migration from legacy systems like
ReffTown or ArbiterSports, importing contracts and data in minutes, auto-converting to instant
XRP payments, eliminating manual check-writing, Venmo fees, driving drop-offs, and
rewrites—saving assigners like Portland Energy time, money, and enabling business growth
(e.g., adding more tournaments). Our referral model generates perpetual, transferable income
streams, fostering financial inclusion. A 60-day Oregon pilot will validate our MVP, processing
~400 games and driving 10,000+ XRPL transactions in 90 days. We request the maximum
$200,000 to accelerate mainstream XRPL adoption across all sectors, optimizing growth for
maximum flow.

To refine and crystallize the financial projections for Networkof.One, we integrate the historical
timeline of internet adoption and extrapolate how quickly Al-driven scheduling, payments, and
communication (the three pillars mastered by Networkof.One) might be adopted. This analysis
leverages adoption rate data from credible sources (e.g., Pew Research Center for internet
adoption: 14% U.S. adults in 1995 rising to 67% by 2005; St. Louis Fed for Al: ChatGPT
reaching ~19% weekly U.S. adult usage by March 2024, projected 65% by 2027; Visual
Capitalist for generative Al market quadrupling to $52 billion by 2028) and adjusts our
projections based on accelerated trends influenced by current Al, cryptocurrency, and
blockchain policies.

The internet’s adoption provides a historical analogy for technological diffusion: mass market in
1995, reaching 14% U.S. adoption by 1995, 67% by 2005, and ~87% by 2014. Al, particularly
generative Al, has outpaced this: launched in 2022, reaching ~19% weekly usage by 2024. For
Al SPC, adoption may hit 10% in Year 1 (2026), 30% by Year 3, 50% by Year 5, and 75% by
Year 10, driven by policies like Trump’s GENIUS Act (July 2025) and Saudi Arabia’s crypto real
estate (2025). With a $1 trillion U.S. TAM and $10 trillion global TAM (enterprise software
~$500B, B2B payments ~$1.8T, government IT ~$600B, with 10% CAGR), a 4% fee yields
10-year cumulative revenue of $60.86B (3% share) to $243.44B (12% share), empowering all
entities with unmatched efficiency.

Phased Growth Strategy
1. **Oregon — Home Court**

- **Objective**: Launch in Oregon, leveraging ties with 150-175 sports officials to onboard
schools, leagues, and tournaments.

- **Strategy™™:



- **Bridge**: Connect organizations to our Al + XRPL platform with easy migration from
legacy tools.
- **Grow**: Generate recurring XRPL transactions (referee fees, registrations, events) with
3—4 second finality and ~0.000015 XRP fees.
- **Earn**: Referral partners receive passive, perpetual residual income.
- **Last**: Income streams are transferable to heirs.
- **Financial Target**:
- Market Share: 3—12% of Oregon’s $4 million sports scheduling market (OSAA data).
- Revenue: $60,000-$240,000 annually.
- *Why It Works**: Community trust, consistent event cycles, and established relationships
drive adoption, enhanced by frictionless migrations.

2. **West Coast Expansion**
- **Objective**: Scale to Washington, California, Nevada, and beyond, targeting youth/amateur
sports markets.
- **Playbook™*:
- Leverage official/tournament networks for rapid adoption with migration tools.
- Host Sports Tech Summits to showcase XRPL'’s cost/value benefits and easy transitions.
- Use referral flywheel for organic growth.
- **Financial Target**:
- Market Share: 3—12% per state.
- Revenue: $600,000-$2.4 million annually.
- **Advantage**: Word-of-mouth, boosted by “moved in minutes” testimonials, minimizes
growth costs.

3. **National Growth — USA**
- **Objective™: Expand nationwide, leveraging network effects for exponential XRPL
transaction growth.
- **Steps™™:
- Partner with national sports bodies for default platform status.
- Integrate multi-sport scheduling (basketball, soccer, baseball, volleyball) with sector
migrations.
- Launch a national referral challenge to connect states.
- **Financial Target™*:
- Market Share: 3—12% of the $200 million U.S. market (15% CAGR, IBISWorld).
- Revenue: $3 million—$12 million annually.
- **Impact**: Thousands of residual income streams for referees, coaches, and organizers.

4. **Global Scale**
- *Objective**: Expand globally, targeting countries with growing youth sports and high mobile
adoption.
- **Vision™:
- Partner with international tournaments/federations, easing legacy system transitions.
- Use XRPL’s multi-currency support for cross-border payments.



- **Financial Target™*:
- Market Share: 3—12% of the $500 million global market (Statista).
- Revenue: $30 million—-$100 million annually.

- *Impact**: Millions of transferable income streams globally.

5. **Phase Two — Multi-Sport Integration**
- **Objective*™: Expand into soccer, baseball, volleyball, softball, and lacrosse to multiply
transaction volume.
- **Steps**:
- Recruit sport-specific ambassadors.
- Integrate sport-specific payment/event templates with migration support.
- Partner with multi-sport complexes for bundled adoption.
- **Financial Target**:
- Market Share: 3—12% per sport in active states.
- Revenue: $10 million—$40 million annually.
- **Why It Works**: Unified ecosystem for all sports scheduling/payments, accelerated by
backwards compatibility.

6. **Phase Three — Education and Community Infrastructure**
- **Objective*™: Adapt Al + XRPL for school activities, parks, recreation, and community
events.
- **Steps*™*:
- Partner with school districts/municipalities to replace legacy tools with seamless migrations.
- Offer referral incentives for non-sport activity onboarding.
- **Financial Target**:
- Market Share: 3—-12% in active states.
- Revenue: $15 million—-$60 million annually.
- “*Why It Works**: Becomes default platform for organized activities through easy transitions.

7. **Phase Four — Global Partnerships**
- **Qbjective**: Secure global sports federations, NGOs, and community networks.
- **Steps**:
- Gain exclusive/preferred platform status with migration support.
- Integrate with non-profits for underserved communities.
- Develop multilingual Al and cross-currency XRPL features.
- **Financial Target**:
- Market Share: 3—12% worldwide.
- Revenue: $30 million—$100 million annually.
- **Impact**: Millions of recurring income streams globally.

Technical Integration with XRPL

- **Payment Channels**: Instant micropayments (e.g., referee fees) at ~0.000015 XRP,
auto-migrated from legacy systems.

- **Hooks™**: Automate referral residuals with on-ledger metadata.



- **Multi-Signature Wallets**: Ensure compliance and inheritance.

- **API Integration**: WebSocket/JSON-RPC for real-time Al-triggered transactions, including
data imports.

- **Multi-Currency Support**: Seamless USD, CAD, EUR conversions.

- **Modular Architecture**: Reusable across industries.

- **Security**: MFA, encrypted keys, Tangem support, offline fallbacks.

MVP & Proof of Concept
- **Status**: This MVP (Minimum Viable Product) demonstrates all core functionalities with a
scalable architecture, allowing future integration of real payment systems, web-based admin
panels, and extended reporting.
- **Pilot Plan** (60 days, Oregon):
- **Scope**: 150-175 officials, 8 leagues, ~400 games.
- **Objectives**:
- Process all payments on XRPL.
- Demonstrate Al scheduling to payment automation.
- Test seamless data migration from ReffTown/ArbiterSports samples.
- Capture transaction/cost savings data.
- **Metrics™*:
- Transaction Speed: 3—4 seconds.
- Cost per Transaction: ~0.000015 XRP.
- Fee Reduction: 50-70% vs. Stripe/PayPal.
- Admin Time Savings: 50-75% via Al (aligned with summary claim, supported by pilot data).
- XRPL Transaction Volume: Measured per official.

Risk Management & Compliance

- **Regulatory**: Multi-sig wallets/XRPL trusts for inheritance compliance.

- **Security**: MFA, encrypted keys, Tangem, offline fallbacks.

- **Adoption Risk**: Referral incentives and free migration tools drive user onboarding.
- **Technical Redundancy**: Offline scheduling ensures continuity.

Competitive Advantage

Unlike SportsEngine/TeamSnap:

- Instant XRPL settlements with backwards compatibility from any legacy system.

- Zero-fee, perpetual referral residuals.

- Al-driven efficiency for cost/participation, eliminating check-writing/driving hassles.

Sustainability Beyond Sports

- **Education**: School activity scheduling/payments with legacy migrations.

- **Community Infrastructure**: Parks, facilities, events with seamless transitions.
- **International Leagues**: Multi-currency, smart contract payouts.

Market Potential & XRPL Ecosystem Impact
- **Pilot*™: 10,000+ XRPL transactions in 90 days.



- **Savings**: 50-70% fee reduction, 50-75% admin time savings.

- **Adoption**: Referral program and migration ease onboard non-crypto users (e.g., “Moved
from Arbiter in minutes!”).

- **Scalability**: Oregon — West Coast — U.S. — global.

- **ROI**: 500,000+ annual XRPL transactions within 24 months.

Revenue Projections

- **Oregon**: $60,000-$240,000 (3—12% of $4 million, OSAA).

- **West Coast**: $600,000-$2.4 million.

- **U.S.**: $3 million—$12 million (3—12% of $200 million, IBISWorld).

- **Global**: $30 million—$100 million (3—12% of $500 million, Statista).

- **Basis**: SportsEngine/TeamSnap adoption curves, enhanced by lower fees/Al and
migration-driven growth.

Projected Costs

- **Development Costs**: $150,000 (initial build and ongoing maintenance for Al, XRPL
integration, and migration tools over 12 months).

- **Qperational Costs**: $100,000 (staffing, server hosting, and support for pilot and expansion
phases).

- **Marketing Costs**: $75,000 (promotions, summits, and migration demos to drive adoption).

- **Compliance & Security Costs**: $50,000 (audits, Tangem hardware, encryption upgrades).

- **Total Projected Cost**: $375,000 (over 12-18 months, with $200,000 grant covering initial
phase, remainder self-funded via revenues).

Technical Validation

- **Hooks™**: On-ledger referral payouts.

- **Payment Channels**: Batched microtransactions, auto-migrated.

- **Al Integration**: Secure WebSocket/JSON-RPC, including migration APls.

- *Prototype**: Devnet-based pilot for live automation and data imports (to be updated with
Saad’s 99%-complete PoC).

- **Security*™: Multi-sig, Tangem, encrypted keys, offline fallbacks.

Team & Execution

- *Emery Frazier (Founder)**: Over a decade of sales experience from top corporations like
AT&T and Verizon, with a unique versatility across insurance, securities, and real estate. Holds
a BS from Embry-Riddle Aeronautical University (Class of 2010, Minor in Management) and 68
hours of Pilot in Command time, showcasing mastery across diverse sectors. A 2-year
Professional Actors Certification from Portland Actors Conservatory, with stage performances in
front of hundreds and TV roles on shows like Grimm, highlights his pattern recognition and
leadership skills. His decade-long vision birthed Networkof.One, now realized, providing the
perfect leadership to seize this global opportunity.

- **Muhammad Saad Khalil (Co-Creator)**: XRPL expert, architect of the PoC, with 7+ years of
mobile app development experience. Top-Rated (Top 3%) on UpWork, specializing in Flutter,



React Native, Swift, and Kotlin. Skilled in cross-platform apps, native iOS/Android development,
backend integration (Firebase, REST APIs), and scalable architectures. Resume to be added
upon PoC completion.

- **Post-Funding**: Recruit technical/operations/outreach teams, including XRPL developers
and migration specialists.

Impact Metrics

- **Ledger Transactions**: 10,000+ in 90 days.

- **Cost Savings**: 50-70% fee reduction vs. PayPal/Stripe, 50-75% admin time savings.
- **Time Efficiency**: Admin hours saved (e.g., no check-writing/driving).

- **Financial Inclusion**: New XRPL wallet users.

- **Community Reinvestment™: Funds to sports/youth programs.

Budget Breakdown (Pilot Stage)
- **Funding Request**: $200,000 (maximum to optimize growth for maximum flow)

- Al Development: $75,000 (incl. migration tools)

- XRPL Integration: $30,000

- Operations & Onboarding: $25,000

- Marketing & Incentives: $25,000 (migration demos)

- Security & Compliance: $20,000

- Administration & Hiring: $25,000
- **Note**: This maximum funding accelerates global impact, enabling rapid multi-sector rollout
and enhanced XRPL contributions, with projected costs covered partially by grant and
self-funded via revenues. Early revenue milestone: Break-even at 6 months post-pilot.

Yearly Revenue Projections: Full Potential Across All Sectors

In Year 1 (2026), we master the three pillars in sports, generating $150,000 midpoint revenue.
From Year 2 onward, Networkof.One expands like a tree, branching into all organizations,
corporations, businesses, and governments that schedule, pay, and
communicate—encompassing the entire global economy. Based on a $1 trillion U.S. TAM and
$10 trillion global TAM in 2025 (enterprise software ~$300B, B2B payments ~$500B,
government IT ~$200B, with 10% CAGR), integrated with the internet adoption timeline (5-8
years to 40—60%) and accelerated by Al trends (50% in 5 years), we project adoption at 10% in
Year 2, rising to 75% by Year 10. Using a 4% fee on processed value, yearly projections at 3%,
6%, 9%, and 12% market share are:

- Year 2 (2027): 10% adoption, $11T TAM x 10% % 4% = $44B x (3%: $1.32B, 6%: $2.64B, 9%:
$3.96B, 12%: $5.28B)

- Year 3 (2028): 30% adoption, $11T x 30% x 4% = $132B x (3%: $3.96B, 6%: $7.92B, 9%:
$11.88B, 12%: $15.84B)

- Year 4 (2029): 40% adoption, $11T x 40% x 4% = $176B x (3%: $5.28B, 6%: $10.56B, 9%:
$15.84B, 12%: $21.12B)



- Year 5 (2030): 50% adoption, $11T x 50% x 4% = $220B x (3%: $6.6B, 6%: $13.2B, 9%:
$19.8B, 12%: $26.4B)

- Year 6 (2031): 55% adoption, $11T x 55% x 4% = $242B x (3%: $7.26B, 6%: $14.52B, 9%:
$21.78B, 12%: $29.04B)

- Year 7 (2032): 60% adoption, $11T x 60% x 4% = $264B x (3%: $7.92B, 6%: $15.84B, 9%:
$23.76B, 12%: $31.68B)

- Year 8 (2033): 65% adoption, $11T x 65% x 4% = $286B x (3%: $8.58B, 6%: $17.16B, 9%:
$25.74B, 12%: $34.32B)

- Year 9 (2034): 70% adoption, $11T x 70% x 4% = $308B x (3%: $9.24B, 6%: $18.48B, 9%:
$27.72B, 12%: $36.96B)

- Year 10 (2035): 75% adoption, $11T x 75% x 4% = $330B x (3%: $9.9B, 6%: $19.8B, 9%:
$29.7B, 12%: $39.6B)

**10-Year Cumulative Revenue (including Year 1)**: 3%: $60.86B; 6%: $121.72B; 9%:
$182.58B; 12%: $243.44B. This reflects Networkof.One’s potential to lead a transformative
market, empowering all entities with unmatched efficiency and inclusion.

Months 1-2 — MVP Completion & Pilot Prep

Finalize PoC — MVP with XRPL integration (payment channels, hooks, multi-sig)
Build migration importers for ReffTown & ArbiterSports

Set up pilot contracts with Oregon leagues & officials

Complete security audits + Tangem wallet integration

Months 3—4 — Oregon Pilot (60 days)

Onboard 150-175 officials, process ~400 games
Capture cost/time savings, transaction data

Optimize Al scheduling engine based on live feedback

Publish public pilot success report

Months 5-6 — West Coast Expansion Prep

Secure 3-5 anchor clients in WA & CA



Add sport-specific templates for volleyball, soccer, baseball
Implement multilingual interface & USD/EUR/CAD conversions

Beta test referral system with automated on-ledger payouts

Months 7-12 — Scaling & XRPL Ecosystem Expansion

Roll out West Coast expansion (target: 2—4 states)

Release open-source migration API for other XRPL devs

Integrate with XRPL partner projects (XPmarket, VerifyEd, Nautilus Wallet)

Target 50K+ XRPL transactions/month by month 12

;:LS;;: a set of free, open-source migration scripts and APls that let any organization quickly
move from legacy scheduling/payment systems to XRPL-enabled platforms.

Components

Data Importers: CSV/XML parsers for ReffTown, ArbiterSports, SportsEngine

Payment Converter: Converts legacy invoices/payments into XRP transaction batches

Referral Payout Hook: Open-source XRPL hook for automated commission/referral payments

Multi-Currency Module: Handles fiat/XRP/issued token conversion for global adoption

Benefits to XRPL Ecosystem
Lowers onboarding friction for any XRPL-based scheduling/payment app
Encourages adoption beyond sports into schools, municipalities, NGOs

Positions Networkof.One as both a product leader and an ecosystem contributor



Implementation
License under MIT or Apache 2.0 for broad adoption
Publish GitHub repo + developer documentation

Host migration hackathon post-pilot to showcase tools

We are not only building a product — we are creating an adoption bridge for XRPL itself,
ensuring that communities, organizations, and governments can transition from the old system
to the new with zero friction. The grant investment will not only return in transactions — it will
multiply across the XRPL ecosystem as our tools, templates, and success stories ripple
outward.
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