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• Naardic internal IT-team of 4 senior developers (AI/ML, WebRTC, back-end and front-end) and 4 junior developers/QA

• Admin, corporate sales and customer support team in place (4 people)



Results

• 70% conversion rate after 14-day trial period

• 99% of members finish classes they have started

• Low churn rate - high lifetime value (LTV) of customers

Naardic focus primarily 
on live video. Not 
streaming, but live and 
interactive classes

Members can choose 
from 15+ different daily 
classes (HIIT, Yoga, 
CrossFit, running, pilates, 
60+, post/prenatal ++ )

Uses Naardic 
videoconference 
system, custom made
for fitness

Private members pay 
monthly memberships
Corporate members 
pay for employees. 
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Participate and 
compete with friends

End-to-end social 
experience

Feedback from 
instructors

Time-consuming 
logistics

Geographic 
independancy

Physical gyms Online fitness Naardic fitness
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UN goal 3.4 - Reduce mortality from 
lifestyle diseases

24 percent of worldwide population is 
overweight or obese, including children u

United Nations
Sustainability goals 2030

“More than 60 percent of Americans who 
exercise regularly say they will likely prefer a 
mix of working out at a gym and at home in 
the future.”

McKinsey & Company
Sweating for the fitness consumer



•

•

•

Interaction

with trainer 

Interaction

with friends

Interaction

with machine
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Estimated global market development

Expected market size $80B in 2026 and a CAGR of 49%

Innovation and concept are considered “ key drivers”

On-demand has historically dominated online fitness market, 
live streaming is expected to have the highest growth in the 
forecast period. “Interactive” is next level. 

Mirror acquired by Lululemon September 2020 for $500M

Peloton is valued at $5B. Gympass valued at $2,2B

Estimated CAGR 2021 – 2026 per category

Solo 
session

55%

Live 
streaming

54%

On-demand 
streaming

40%

2021 2026

CAGR: 49%

USD 
11

billions 

USD  
80 

billions 
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UN goals and facts: 

24 percent of population overweight and 
obese, including children under 5

Reduce probability of dying between ages 
30 and 70 from any of cardiovascular 
disease, cancer, diabetes or chronic 
respiratory disease

UN Goal 3.4: 
«2030 reduce by one-third pre-mature 
mortality from non-communicable 
(lifestyle) diseases through prevention and 
treatment, and promote mental health and 
wellbeing”



Customer can invite friends for “fitness 
parties” starting Q2 2022

– lower Customer Acquisition Cost
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# customers

CAC



• Short-term boost from corona

• “Getting back to normal” 
phase with limited growth

• Long-term growt intact

• Customer behavior, corporate 
contacts and brand 
recognition remains post 
corona
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