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CHRONNY-BUSINESS PLAN 
 

Corporate Structure and Market Focus 

• Project Name: Chronny 
• Corporate Tagline: Broken wings can still Fly 
• Target Launch Market: United States (Years 1 to 5) 
• International Scaling Phase: Worldwide Rollout (Years 6 to 10) 
• Corporate Framework: LLC / C-Corp 
• Equity Distribution Plan: 25 percent Founder (Stella Zaira Marelli) / 75 percent Strategic 

Industrial Partner 

 

1. Executive Summary 

The Vision 

"Broken wings can still fly." Chronny is a compliance-secured, AI-supervised digital ecosystem built to 
completely transform the daily management of chronic and degenerative conditions for patients, families, 
and healthcare providers. 

The Systemic Problems 

1. Patient Data Fragmentation and Memory Loss: Chronic pain, physical trauma, and elevated 
stress induce cognitive lapses. Patients struggle to accurately remember or self-report nuanced 
symptom patterns during short doctor visits, which compromises their clinical history. 

2. Physician Consultation Time Waste: Doctors waste a massive amount of valuable clinical time 
trying to piece together broken, incomplete chronic illness backgrounds from scattered paper 
notes, chaotic smartphone screenshots, or vague recollections. 

3. Psychological Isolation and Risk: Patients suffer from continuous emotional isolation outside 
clinical walls. They frequently turn to unverified public social media groups, exposing themselves 
to dangerous alternative-therapy scams and medical misinformation. 

The Solution and Market Disruption 

Chronny is the only all-in-one platform in the market. Unlike legacy tools that only offer basic tracking or 
separate teletherapy, Chronny unifies immediate emotional AI support, objective lifestyle logging, secure 
peer forums, and direct physician matching into one compliance-secured application. 

Current Status 



The underlying app mechanics, feature logic, and interface designs are fully established. The product 
architecture has already been developed into a functional design mockup and Minimum Viable Product 
(MVP). This pre-existing visual and functional asset significantly minimizes upfront technical risk and 
speeds up market entry. 

 

2. Platform Architecture and Core Modules 

Chronny is organized into four distinct, highly collaborative digital pillars, all mapped out within our 
finalized system mockup: 

Pillar 1: Support Chatbot 

A compassionate AI companion that gives an empathetic voice and identity to chronic care management. 

• Core Functions: Delivers immediate psychological validation, offers evidence-based non-
pharmacological coping exercises (such as grounding techniques, breathing methods, and guided 
mindfulness), and provides pathology-specific personalization. It integrates direct emergency 
routing to verified public lifelines. 

• Strict Exclusions: It never issues clinical diagnoses, medical advice, or pharmaceutical therapy 
directives. 

• Specialized Photophobia Mode: Features a voice-activated "Call with Chronny" audio interface 
for patients experiencing acute migraines or sensory hyper-reactivity. 

Pillar 2: AI Diary 

A seamless metric logging system that directly fuels the core companion chatbot. 

• Core Functions: Captures daily physiological metrics and subjective pain scales with minimal 
user effort. It connects smoothly with native mobile health infrastructure like Apple Health and 
Android Health Connect. 

• The 30-Second Summary Asset: The AI engine instantly parses months of complex, messy 
daily symptom data into a standardized, clean clinical analytical summary chart. 

Pillar 3: Secure Support Forums 

Moderated peer-to-peer boards designed to eliminate the isolation associated with chronic conditions. 

• The AI Security Shield: All message boards are strictly monitored by real-time Natural 
Language Processing (NLP) filters. Any user trying to trade drug dosages, advertise unapproved 
alternative cures, coordinate financial scams, or offer unauthorized medical advice faces an 
automated, permanent platform-wide ban. 

Pillar 4: My Path 

A specialized clinical gateway and professional directory designed to simplify healthcare logistics for 
patients while driving the company's multi-tiered revenue framework. It provides exactly three patient-
facing functions: 



1. Find Your Doctor: Connects patients directly to an expert registry verified through official 
public medical licensing boards. 

2. Read Simplified Articles: Allows registered specialists to publish highly readable, accessible 
abstracts of complex peer-reviewed medical papers so chronic patients can stay educated on 
cutting-edge research. 

3. Find Trials: A secure matching dashboard that aligns eligible chronic illness patients directly 
with active pharmaceutical and institutional clinical trials. 

 

3. Financial Projections and Market Entry Strategy 

To maximize institutional credibility during capital fundraising, our economic model uses an intentionally 
conservative, lower-side baseline pricing strategy of $200 per doctor, per year. This demonstrates high 
profitability even at extremely small market penetration scales. 

Defining the 0.5 Percent Entry Point 

There are over 1.06 million actively practicing physicians in the United States. Reaching a Serviceable 
Addressable Market (SAM) of just 0.5 percent in the first year requires signing up 5,300 individual 
doctors. 
This target is kept microscopic on a national level to prove that the business plan does not rely on an 
aggressive, unrealistic market takeover. Yet, due to the immense size of the US healthcare economy, this 
tiny footprint immediately yields over $1 million in first-year Annual Recurring Revenue (ARR). 

Ten-Year Financial Run-Rate Projections 

Year 1: Pilot Launch Phase 

• Target Market Share (SAM): 0.5 percent 
• Subscribed Physicians: 5,300 doctors 
• Annual Active Patients: Approximately 100,000 users 
• Gross Revenue (ARR): $1,060,000 
• Estimated Operating Expenses (OPEX): $600,000 
• EBITDA Net Profit: $460,000 
• Profit Margin: 43 percent 

 
Year 2: IT and Scale-Up Phase 

• Target Market Share (SAM): 3.0 percent 
• Subscribed Physicians: 31,800 doctors 
• Annual Active Patients: Approximately 600,000 users 
• Gross Revenue (ARR): $6,360,000 
• Estimated Operating Expenses (OPEX): $1,500,000 
• EBITDA Net Profit: $4,860,000 
• Profit Margin: 76 percent 



Year 5: National Network Phase 

• Target Market Share (SAM): 15.0 percent 
• Subscribed Physicians: 159,000 doctors 
• Annual Active Patients: Approximately 3.0 million users 
• Gross Revenue (ARR): $31,800,000 
• Estimated Operating Expenses (OPEX): $7,000,000 
• EBITDA Net Profit: $24,800,000 
• Profit Margin: 78 percent 

Year 10: Mature Global Phase 

• Target Market Share (SAM): 35.0+ percent 
• Subscribed Physicians: 400,000+ doctors 
• Annual Active Patients: Approximately 10.0 million+ users 
• Gross Revenue (ARR): $110,000,000+ 
• Estimated Operating Expenses (OPEX): $20,000,000 
• EBITDA Net Profit: $90,000,000 
• Profit Margin: 81 percent 

 

4. Monetization Strategy (Pure Institutional B2B Focus) 

To eliminate all barriers to consumer adoption and protect patient well-being, the consumer mobile app 
is 100% free for all patients, family members, and caregivers. 
All corporate income is generated through highly scalable business-to-business (B2B) mechanisms inside 
the My Pathmodule. Doctors are eager to pay because it increases their visibility to patients and 
eliminates administrative waste—resulting in more patients, better time management, and higher practice 
revenue. 

• Annual Doctor Listing Subscription: Doctors pay a small, accessible annual fee to be featured 
inside the specialized patient matching directory, increasing their patient acquisition reach. 

• Per-Visit Booking Commission: Chronny takes a small transactional commission on every 
patient appointment successfully scheduled and completed through the software platform. 

• Article Publishing Micro-Fee: A small processing fee is charged to specialists and research 
foundations to publish simplified, user-friendly summaries of their clinical papers, allowing them 
to build professional authority and reach their target patient demographic. 

• Enterprise Clinical Trial Matching Fees: This represents the company's highest-grossing 
corporate revenue asset. Tier-1 pharmaceutical enterprises and Contract Research Organizations 
(CROs) pay substantial premium commissions to instantly connect with anonymized, 
compliance-vetted (HIPAA and GDPR secure) patient cohorts for orphan drug and chronic care 
trials. 

 

5. Founder Protective Provisions and Core Rules 



To establish a highly secure venture partnership while protecting the platform's core identity, specific 
permanent guardrails are written directly into the corporate bylaws. Because the Founder permanently 
holds a 25 percent equity share block, any modifications to these reserved matters legally require 
a Supermajority Vote of 76 percent or higher (or 100 percent Unanimous Accord). This gives the 
Founder an ironclad, permanent veto right, as the investor group (holding 75 percent) cannot reach the 
required threshold alone. 

Rule 1: Patient Paywall Prohibition 

The business must operate exclusively as an institutional B2B entity. The patient-facing mobile 
application must remain 100 percent free of charge, with no subscription tiers, paywalls, premium unlock 
fees, or in-app patient monetization allowed in perpetuity. Altering this structure requires a 100 percent 
unanimous share vote. 

Rule 2: Inviolable Brand and Backstory Protection 

The Chronny Butterfly Logo (commemorating the "farfallina" cannula and the broken wing that still flies) 
along with the founder's authentic personal origin story regarding Neurofibromatosis Type 1 (NF1) must 
remain the permanent visual and narrative anchor of the application. No corporate rebranding or logo 
alteration may occur without the explicit written signature of the Founder. 

Rule 3: Revenue Stream Restrictions 

The company's income architecture is strictly limited to the four approved B2B pillars of the My Path 
module (listing subscriptions, booking commissions, article publishing fees, and clinical trial matching 
commissions). The board cannot establish alternative monetization channels that compromise patient 
health data privacy or violate the B2B mandate. 

Rule 4: Permanent Product and Visionary Control 

The Founder is appointed as the Permanent Chief Product and Visionary Officer (CPVO) with life-tenure 
oversight. The Board of Directors holds no voting authority to remove the Founder from this creative 
position. The Founder retains absolute, final sign-off power regarding all platform aesthetics, artistic 
layouts, and character design updates. 

 

6. The Compounding Network Effect Engine 

Chronny’s long-term corporate valuation is driven by a powerful network effect loop. The platform 
naturally becomes easier to distribute and sell the larger it gets. 

1. Eradicating the Consultation Time Drain: Chronic disease care plans require frequent cross-
referrals between multiple isolated specialists. When a major medical network integrates 
Chronny, their physicians instantly reclaim 10 to 15 minutes per patient consultation by reading 
our 30-second AI summary sheets instead of managing fragmented patient histories. 

2. The Reach and Revenue Magnet: Surrounding independent clinics will notice this massive drop 
in administrative waste alongside a steady stream of new patient arrivals driven by the My Path 
marketplace. Because joining Chronny yields immediate economic benefits (more filled 



appointment slots, faster clinical turnaround times, and reduced clerical overhead), doctors 
organically adopt the tool. 

3. The Customer Acquisition Cascade: This self-reinforcing clinical dynamic shifts our Customer 
Acquisition Cost (CAC) toward zero as time goes on. The platform actively distributes itself 
across the medical industry through peer consensus and economic utility. 

 

7. Go-To-Market and Institutional Diffusion Strategy 

Chronny completely avoids expensive direct-to-consumer advertising. Instead, the company deploys a 
targeted institutional B2B framework aimed directly at high-leverage health systems and strategic buyers: 

Target Strategic Investors and Enterprise Buyers 

• Big Pharmaceutical Corporations: Interested in accelerating their clinical trial pipelines by 
connecting directly with hard-to-find chronic and rare disease patient cohorts. 

• Health Insurance Frameworks: Motivated to reduce high multi-million dollar annual 
hospitalization liabilities through continuous, proactive patient monitoring. 

• Major Children’s Hospitals and Foundations: Seeking to remove administrative logjams in 
specialized pediatric care departments while offering uninterrupted support to families post-
discharge. 

 

 

 

The Diffusion Channels 

• Field Sales Representatives and Agents: Hiring specialized medical equipment sales 
representatives and pharmaceutical forces who possess established, trusted relationships with 
hospital boards, clinics, and purchasing directors. 

• Medical Congresses and Symposia: Launching technical product demonstrations of the AI diary 
efficiencies and the non-pharmacological psychological modules at major healthcare expos and 
scientific conventions. 

• Direct B2B Outlining: Deploying targeted professional data campaigns and automated executive 
outreach loops across medical professional channels (such as LinkedIn and Doximity) directly to 
hospital chief executives and clinical board directors. 

 

 

 



 

8. Compliance and Corporate Safety Statement 

Medical Regulatory Compliance 

Chronny is a digital health tracking system and clinical management utility. The software framework does 
not practice medicine, does not issue clinical diagnoses, and holds no authority to prescribe or alter 
pharmaceutical therapy paths. All health data logs and chatbot therapeutic exercises are designed 
exclusively for educational tracking and non-pharmacological coping support. The company operates in 
strict compliance with HIPAA (US) and GDPR (EU) data privacy protocols. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

9. Company History and Founder's Journey 

The Personal Origin 

Chronny was born out of profound personal necessity and firsthand clinical experience. The platform's 
conceptual framework was created by Stella Zaira Marelli, a founder who personally lives with 
Neurofibromatosis Type 1 (NF1), a chronic, genetic, and progressive condition. Because of this diagnosis, 
the founder has spent—and continues to spend—significant periods of time navigating hospital wards, 
complex clinical consultations, and intensive medical management protocols. 
During these extended periods of hospitalization, the founder observed a series of systemic, frustrating 
barriers that universally affect chronic patients, regardless of their specific pathology. The most 
destructive of these barriers was data fragmentation: the immense cognitive toll of chronic pain, 
medication side effects, and clinical anxiety frequently causes memory lapses during brief doctor 
consultations. Patients repeatedly find themselves unable to reconstruct their daily symptom patterns 
under pressure, leading to wasted clinical time and compromised treatment paths. 
 
Corporate Motto 
“broken wings can still Fly” is inspired by Mr Mister’s song “Boken wings” spreading hope and  bring to 
mind happy feelings, like music does. 

The Evolution of the Mockup 



Driven by the desire to turn a personal vulnerability into an empowering global solution, the founder 
designed Chronny. The company's name stems directly from the English word "chronic," providing an 
immediate point of international identity. 
To bring this vision to life, the founder synthesized patient-centric emotional needs with rigid clinical 
logistics to build a fully realized system mockup and product architecture. This mockup serves as a 
functional blueprint that maps out the exact workflows of the AI Diary, the Support Chatbot, the secure 
forums, and the B2B "My Path" gateway. By creating this digital architecture, the founder transformed an 
intimate struggle into a concrete, low-risk corporate asset ready for large-scale engineering deployment. 

The Symbology: The Story of the Butterfly 

Every visual element of Chronny carries deep symbolic meaning, directly inspired by the lived experience 
of the chronic illness community: 

• The Face of the App: The platform's central supporting character and chatbot identity is a 
butterfly. In medical environments and children's hospitals, an intravenous cannula or wing-
tipped needle is affectionately referred to by nurses and patients as a "farfallina" (little butterfly). 

• The Band-Aid and Broken Wing: Chronny is drawn with a broken wing held together by a 
band-aid. Despite this physical damage, the character smiles and manages to fly. This serves as a 
powerful message of resilience for millions of patients worldwide: a reminder that broken wings 
can still fly. 

• The Colors of Neurofibromatosis: The wings are intentionally styled using vibrant shades of 
green and blue. These are the official global awareness colors for Neurofibromatosis, anchoring 
the platform's commercial identity within the authentic community that inspired its birth. 

Through this origin story, Chronny bridges the gap between cold corporate medical software and genuine 
patient trust, establishing an unbreakable bond of empathy that cannot be replicated by legacy 
competitors. 

 
Now that the complete history is finalized and ready to paste into Google Docs, what should we focus on 
next for your upcoming pitch? 

• The exact plain-text contract clause your lawyer can use to secure your university tuition 
payout block? 

• The direct intro letter for Mark Cuban or Boston Children’s Hospital? 

 
 
 


