
Commercial Lending Reimagined with AI



Commercial Lending is 
critical to most institutions
• Relationships with business borrowers matter a lot

• Commercial loans present the most risk to the FI

• 77% of commercial lenders do these loans manually

• Usually 3-4 hours of data entry per entity
• Often multiple entities are involved in each deal
• Must be done annually or more frequently
• It may take a week of work to realize the loan’s a “No”



The Solution
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Vine reduces 3 hours of manual entry to 3 mins. 
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Vine is an AI-powered end-to-end commercial lending platform



Team

Vine is led by industry veterans with a history of successful fintech exits

David Eads

Co-Founder, CEO
https://www.linkedin.com/in/eadsd

John O'Shaughnessy

Co-Founder, CTO
https://www.linkedin.com/in/
johnoshaughnessy

Justin O’Brien

Head of Sales
https://www.linkedin.com/in/justinobt

Exits to Strategic Buyers: Q2 Software, 10Pearls



The Market

• Banks
• Credit Unions
• Non-Bank Lenders
• Brokers
• Investment Firms
• Venture Capital
• M&A
• Private Equity

6352 Banks and CU’s 
do Commercial 

Lending*

*USA Market Only

4959 FI’s without 
Commercial 

Lending 
Software

FI’s with software are looking for 
innovation and configurability

Only 1,393 have commercial lending software. 
Often that includes doc-prep point solutions like 
Laser Pro, so the opportunity is much larger

Sources: FDIC, NCUA , FI Navigator

77%
of FIs have no 

Commercial Lending 
Software



Market Size

$4.5 Billion TAM $9 Billion TAM

TAM is estimated using both nCino (NCNO) investor data and our internal estimates. Our 
internal TAM calculation comes from our pricing model and US market size data from FDIC, 
NCUA, and FI Navigator data. Our pricing is on a later slide.



Price Model

• Annual Fee based on Assets
• Fee per module, plus document scanning fees
• Typical ACV by asset size

Asset Size 1M – 500M 500M - 1B 1B - 5B 5B - 10B 10B - 25B 25B+

Annual Fee 
(EST) $75,000 $130,000 $250,000 $425,000 $700,000 $1,000,000+

This Pricing is conservative compared to incumbent prices. 

Incumbent Pricing Examples:
• $400M Tennessee Bank - $180K ACV
• $5B Texas Bank - $702K ACV



Traction

• Went to market late 2023 after 4 years of R&D and listening to FIs

• Our early customers are representative of the market
• Banks, CUs, various sizes, multiple regions 
• Currently 2 banks  and 1 CU with signed contracts, 1 unsigned broker beta user
• 3 banks, 1 CU currently in contracts, large pipeline
• We provided deep discounts for first clients, future contracts will be much larger.

• We wow prospects, even if they can’t move forward yet
• ”You’re on to something!”
• “You take away the grunt work so I can focus on what matters”

• We have combination direct sales and channel partner GTM strategy
• We also are currently SOC 2 certified, which helps close deals



Margin

• Our solution is ultra-high profit margin 

• Cost of Sales is most of our ongoing cost
• Cost will go down per sale as the word gets out
• We need to scale up sales & marketing efforts
• We need to add some customer success folks for client handholding
• We should add a few developers to deliver updates to feedback even faster

and to backfill David so he can spend more time helping close deals
• AWS costs currently are less than $250/mo. per customer 

(sell at $40k-80k/yr.)



Use of Funds

• Marketing
• Industry conferences, PR, Analyst/Consultant webinars

• Customer Success Team
• Add headcount to maximize client success

• Additional Software Developers
• Backfill David as he spends more time on sales and marketing
• Additional integration adapter development, which speed up 

sales velocity in various market sub-segments
• UI optimization based on customer feedback as we grow



Financials

• We’ve reduced our burn rate this year vs last year
• Reduced headcount, cut out ineffectual marketing programs
• Could be cash-flow positive w/ ~8 deals @ $40K

• 2024 YTD revenue $12K (sweetheart deals w/FIs)
• We can also monetize early clients with usage charges

• David has invested $1.1M in Vine so far (+ sweat equity from David & John)

Annual Expense Category Annual Amount (rounded)

G&A $35,000

Personnel* $192,000

R&D + Hosting $10,000

Sales & Marketing* $40,000

Total $277,000 ($23k/mo.)

* Projected based on current spending levels. All other categories are rounded based on 2023 actuals



The Ask

• Targeting funding late 2024

• We’re seeking $2MM – $5MM
• We can support a number of funding scenarios
• Growth and Innovation are enhanced with more funding

• The RevTech Accelerator will help us: 
• Supercharge our pipeline and sales growth because of the 

exposure to so many banks & CUs
• Identify channel partners and introduce us to key contacts
• Close our financing round and select strategic advisors and 

board members



SCREEN SHOTS



Demo

https://share.vidyard.com/watch/SCjXFAj3CaRiEniNjBW2g1

https://share.vidyard.com/watch/SCjXFAj3CaRiEniNjBW2g1


Short Demo Link: https://share.vidyard.com/watch/SCjXFAj3CaRiEniNjBW2g1

https://share.vidyard.com/watch/n4DqXu6iSQfx7yiY98bx4p
https://share.vidyard.com/watch/SCjXFAj3CaRiEniNjBW2g1




















APPENDIX



The Problem
• Majority of FI’s do not have a Commercial Lending Software

• Highest Dollar Lending done manually
• These are the most important relationships for the FI – and highest risk
• Spreading data entry takes hours per entity and deals often have many entities
• Underwriting must be done many times during the life of a loan
• Errors create undetected risks for the institution

• Multiple solutions for a loan’s lifecycle
• Current market is fragmented

• Many Platforms built on Salesforce
• Expensive and limits innovation

• Analyzing Financials is tedious and error prone



The Solution
Cut 3 hours down to 5 mins
• Read files with AI 
• Categorize data
• Provide a UI for lenders to start 

understanding the financials

• Also, we can generate documents with the data throughout the lifecycle

• Much of the system is configurable so lenders can do things their way

Category 2020 2021 2022

Revenue $636,250 $789,431 $907,384

COGS $406,283 $540,721 $618,832

Gross Profit $229,967 $248,710 $288,552



The Solution

Cut 3 hours down to 5 mins
• Read files with AI 
• Categorize data
• Provide a UI for lenders to start 

understanding the financials

• Also, we can generate documents with the data throughout the lifecycle

• Much of the system is configurable so lenders can do things their way

Upload Financial 
Documents

• Tax Documents

• Bank Statements 

• Personal Financial Statements

• Prepared Financials

• More

Vine’s AI Document 
Service

- Detects & Classifies Documents

- Assigns to Correct Entity 

- Imports Financials 

Financial Analysis
- Vine spreads financials 

- Comparative industry analysis

Vine Reduces 3 hours of manual entry and analysis down to 3 mins. 



The Solution Read files using AI, categorize them, and 
put data into the FI’s configurable 
Spreading Template in 5 minutes or less



The Solution 

Configurable Platform

Mass configurability is our 
superpower

AI Doc Import & Spreading

4 hours of data entry and 
spreading in 5 mins

Proprietary Technology
Vine IP built on AWS 



Product Features
• AI Enabled Spreading (due diligence)
• Document generation
• Secure Alerting and Messaging
• CRM lending pipeline
• Digital lending application
• Collaborative Model
• Secure Alerting and Messaging
• Loan Management
• Document generation
• 3rd Party Integrations



Key Differentiators

• Self-contained using modern cloud technology
• No need for Salesforce/CRM licenses
• Controlling the architecture provides more flexibility and 

innovation
• We’re not slowed by legacy systems
• We integrate into a variety of systems including core banking 

• Vine was designed by analyzing modern complex lending 
processes to find ways to streamline the process and reduce 
risks

• Collaboration among all stakeholders in the deal including 
borrowers and partners was central to Vine’s design



Go To Market Strategy

• Direct Sales Team 
• Regional Sales Reps

• Channel Partnerships
• Digital Banking Providers

• Doc upload through App
• Alerting thru App

• Core Processors 
• Fill in where their product is lacking

• VC Introductions to Bank LP’s



Competition
Full LOS Point Solutions



How We Got Here

Our founder's first venture was Mobile Strategy 

Partners, a mobile banking consulting firm 

founded in 2009 and later rebranded as Xtensifi. At 

MSP, the team was intimately involved in 

launching Constellation, the credit union led digital 

banking platform company.

After MSP, they founded Gro in 2015, which was 

conceived from what they learned working 

with financial institutions of all sizes. Gro is a 

digital account opening platform that takes 

the best practices of an ecommerce checkout 

and revamps the way accounts are opened. 

Gro was acquired by Q2 digital banking in 2018.

Vine was founded in 2019 to 

simplify the commercial lending 

process.



Use of Funds

• Increased Marketing
• Trade shows & PR
• LinkedIn, Social Media, and other digital marketing

• Expand Sales staff and add Customer Success
• Ensure we support customers well
• Guide them towards successful usage, upselling, and get product 

feedback
• Add to the sales team to increase deal flow (ideally increase 

incrementally)

• Add some software developers
• Backfill David, who will increasingly have less time to code
• Provide more bandwidth to keep clients happy by being 

responsive to product feedback. 
• Bandwidth to add important integration adapters, 

that only can be added after adding the customer


