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Our Mission
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e 3 Azure Meridian delivers regenerative luxury by offering an ultra-exclusive resort that fuses iconic
architectural design with aggressive environmental stewardship. It exists to create deeply restorative
neurological experiences and profound privacy within a secluded marine ecosystem, while delivering ESG-
aligned, high-net-worth travel. The organization makes a difference by providing a sustainable,
personalized guest journey that elevates wellbeing, preserves natural capital, and drives responsible capital

appreciation for stakeholders.

Our Vision

In twenty years, Azure Meridian aspires to be the globally recognized benchmark for regenerative luxury
hospitality—where ultra-premium guests access a pioneering fusion of wellness, privacy, and marine
stewardship, underpinned by sustainable energy and high-value, ESG-driven experiences that redefine

luxury real estate and create lasting positive impact for guests, investors, and ecosystems.




Summary Financials Dashboard

Key performance indicators
(Base Scenario Y 3)

$ 226k

Revenue

$107k

Gross Profit

$ 53k

EBITDA

0.007%

Target Market Share

Projected Revenue (thnd USD)
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) Phase 4
Phase 1 — Phase 3 — New o
Phase 2 — Core Frontier
Revenue Streams

Foundational

May 2026

Sources: Company's Proprietary Planning

Funding roundis aimed to accelerate the development of Phases and create

core infrastructure for operations.

Investment $ 235k
Y1 CAPEX $ 165k WC $ 20k

United States

Investment will be used to
finance CAPEX, WC buffers,

etc.

Executive Summary
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Margins
(Stabilized by Y 3)

GP Margin

47.3%

EBITDA Margin

23.4%

PbT Margin




About the Company: General Overview

I\

AZURE MERIDIAN

REGENERATIVE LUXURY

Sustainable Luxury Wellness & Seclusion

Es '

HEBnannn

General Overview

Azure Meridian stands at the forefront of regenerative luxury in the hospitality sector,
delivering an ultra-exclusive resort experience that blends high-end architectural design with
steadfast environmental stewardship. The concept transcends traditional leisure by offering a
secluded ecosystem of wellness and privacy, where guest experiences are meticulously
engineered to support neurological restoration and a profound connection with the
surrounding marine landscape. Operationally, the resort employs a high-yield asset
management strategy that targets high-net-worth individuals who value ESG-compliant travel
experiences. By integrating state-of-the-art sustainable energy systems with a hyper-
personalized guest narrative, Azure Meridian seeks to establish a dominant position in luxury
tourism, conftributing to strong ADR (Average Daily Rate) performance and long-term capital
appreciation. The venture sits squarely within Activities Related to Real Estate, under the Real
Estate and Rental and Leasing sector, and embodies a strategic blend of luxury, sustainability,
and exclusive access. The brand’s commitment to environmental stewardship is embedded in
its design, operations, and guest programming, creating a distinctive value proposition in a

crowded market while supporting responsible growth and scalable capital returns.

Sources: Company's Proprietary Vision Mdy 2026
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The Main Phases: Projects & Impacts

01

Azure Meridian establishes a foundational offering of ultra-exclusive,

Phase 1 — Foundational Luxury
& ESG MVP

ESG-aligned regenerative luxury, delivering a minimum viable luxury
experience that blends high-end architecture with sustainable energy

systems and personalized wellness narratives.

02

Phase 2 expands core experiences and audience, enhancing the resort’s

Phase 2 — Core Expansion &
Market Defense

signature wellness-immersive journey, elevating ADR through targeted,
high-net-worth occupancy while reinforcing environmental stewardship

and asset performance to defend market leadership.

HEBnannn

Phase 3 — New Revenue
Streams & Ecosystem Growth

03

Phase 3 identifies new profit streams within adjacent luxury ecosystems,
such as scalable energy integrations, premium private-label wellness
programs, and exclusive partnerships, driving long-term capital

appreciation beyond the core resort.

04

Phase 4 — Frontier
Opportunities & Long-Horizon
Growth

Phase 4 pursues high-risk, high-reward opportunities at the frontier of
regenerative luxury, including advanced marine-conservation
experiences, next-gen sustainable infrastructure, and speculative ventures

with transformative, long-horizon potential.

Sources: Company's Proprietary Vision

May 2026

Core Phases of the Project

United States 6 @




Product Impact on Core Stakeholders L falsfafs]e]7]s]

Main Stakeholder Product Benefits

Investors / Shareholders Capital providers seeking sustainable, high-growth returns aligned with ESG principles.
Guests / High-Net-Worth Individuals Premium guests seeking ultra-exclusive, wellness-forward regenerative luxury experiences with privacy and neuromarketing narratives.

Local Communities & Indigenous Partners | Communities affected by development, benefiting from sustainable practices, employment, and environmental stewardship.

Regulatory Bodies & Government Authorities overseeing environmental impact, zoning, permits, and sustainability compliance.

Agencies

Employees & Skilled Talent World-class hospitality and ESG-savvy professionals contributing to service excellence and regenerative practices.

Strategic Partners & Vendors Architects, technology providers, energy systems integrators, wellness program curators who enable the experience.
Environmental & Conservation NGOs Organizations focused on marine conservation and sustainable development, ensuring alignment with regenerative luxury goals.

Sources: Company's Proprietary Assessment MGy 2026 Stakeholder & Impacts United States 7 |E




Key Performance Components

Competitive Advantage

Azure Meridian sets a new benchmark in luxury hospitality
by integrating regenerative, ESG-focused design with
ultra-exclusive privacy, delivering neurology-centered
wellness and marine immersion that differentiates the

guest experience.

High-Net-Worth ESG Focus

Targeting HNWI travelers, the resort aligns with ESG
priorities, ensuring sustainability, responsible asset
management, and premium ADR, which supports strong
capital appreciation and loyalty among a selective

clientele.

Asset-Intensive Personalization

A hyper-personalized narrative and state-of-the-art
energy systems create a unique, high-margin offering
that relentlessly optimizes occupancy, guest satisfaction,

and long-term value in the luxury real estate market.

Sources: Company's Proprietary Assessment

May 2026

The brand crafts data-driven

architectural design, wellness

L [2]a]a]s]elr]s

Marketing and Growth Strategy

Azure Meridian differentiates by

integrating regenerative luxury with

Luxury ESG
Positioning

rigorous ESG credentials, appealing to
high-net-worth guests seeking sustainable
exclusivity and wellness-centric
experiences in a pristine marine setting.

I%\\

guest journeys and private Hyper-Personalized

narratives, aligning Narratives

programs, and

environmental stewardship . . .
Leveraging high-yield asset management
to heighten perceived value.l

Asset-Driven and energy-efficient infrastructure, the

Growth

and repeat visitation amon
P resort markets premium ADR while

affluent travelers. o .
highlighting long-term capital
appreciation and resilient, ESG-aligned

performance to investors and guests.

Key Performance Drivers United States 8
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Target Groups

Industries

Ultra- High-Net-Worth Individuals (UHNWI)

Ethical ESG & Impact Investors

Celebrity & Influence Networks

Wellness & Neurorestoration Seekers

Luxury Real Estate Collectors

Sustainable Energy & Tech Enthusiasts

Boutique Travel Firms & Concierge Networks

L [2]a]a]s]elr]s

Description

Affluent travelers seeking exclusive, private-resort experiences with unparalleled service, privacy, and ESG-

aligned luxury that deliver measurable wellness and neuro-restoration benefits.

Investment-minded individuals and family offices prioritizing sustainable projects, regenerative luxury, and

long-horizon capital appreciation tied to high ESG performance.

High-profile personalities and brand ambassadors who influence luxury travel frends and require discreet,

secure environments with premium wellness narratives.

Guests specifically seeking neuroscience-informed relaxation, luxury spa experiences, and personalized

wellness journeys integrated with marine landscapes.

Owners and enthusiasts of high-end properties who value innovative asset management, premium ADR, and

ESG-aligned resort experiences as complementary investments.

Early adopters and corporate partners interested in scalable energy integrations, cutting-edge sustainability

features, and regenerative infrastructure as part of the guest experience.

Curators of exclusive itineraries who seek distinctive, ESG-forward luxury experiences to offer their affluent

clients and memberships.

Sources: Company's Proprietary Assessment MGy 2026

Core Phases of the Project United States 9 |Iz|




Painpoints & Solutions

Solution from Phase | to Phase IV

Painpoints

Limited access
toultra-
exclusive, ESG-
aligned

experiences

High-net-worth guests seek
regenerative luxury that combines
privacy, wellness, and marine
immersion, but current offerings
often lack full ESG integration and
bespoke neurological restoration

programming.

Solution

Sources: Company's Proprietary Assessment

Develop Phase 1 MVP with ultra-

exclusive, ESG-backed regenerative

experiences, integrating high-end
architecture, sustainable energy,
and personalized wellness
narratives to deliver a compelling,

private guest journey.

May 2026

Inadequate
integration of
wellness with

architecture and

environment

Guests expect a seamless
fusion of design,
neuroscience-based
wellbeing, and marine
environment engagement,
whichis rarely achieved by

conventional luxury resorts.

Implement Phase 1activities and

spaces that are
neuroscientifically informed,
architecturally refined, and
oriented toward marine

immersion, creating a cohesive

wellness-immersion ecosystem.

Suboptimal
energy systems
and asset

performance

Energy inefficiencies and
poor asset performance
erode ADR, sustainability
credentials, and long-term
value for ESG-focused

luxury travelers.

Install state-of-the-art
sustainable energy systems
and rigorous asset-
performance management
to maximize efficiency,
reduce costs, and strengthen

ESG narrative.

Limited core
experiences for
high-net-worth

occupancy

Phase 2 must deepen
the signature wellness-
immersive journey to
attract and convert
high-net-worth guests
at higher ADR while

maintaining exclusivity.

Rollout expanded
wellness-immersive

experiences, elevate

service levels, and optimize

occupancy targeting to
defend market leadership

and improve ADR.

Environmental
stewardship
and asset
performance

pressures

Continued scrutiny
from ESG-conscious
guests and investors
requires ongoing
improvement in
sustainability metrics

and asset reliability.

Enhance environmental

stewardship programs and

implement advanced
asset-performance
analytics to sustain ESG
credibility and operational

excellence.

Core Features of Phase I - II

Defending
market
leadership amid
luxury

competition

Rising competition in
regenerative luxury
threatens Azure
Meridian’s unique
positioning and

pricing power.

Strengthen core
experiences, exclusive
partnerships, and
targeted marketing to
reinforce
differentiation and

orotect market share.

United States

Scaling revenue
while preserving

premium brand

Growth must avoid
diluting the brand’s
ultra-exclusive
perception as the
resort scales within

Phase 2 and beyond.

Implement premium
pricing strategies,
selective expansion, and
rigorous brand
governance to sustain
perception of luxury and

drive hiaher marains.

10 @




Strategic Analysis: SWOT

Strength
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Sources: Company's Proprietary Assessment

1) Ultra-exclusive positioning attracts high-net-worth clients
seeking ESG-compliant luxury, enabling premium ADR and
strong brand loyalty. 2) Regenerative luxury aligns architecture
with environmental stewardship, differentiating from

traditional resorts. 3) High-yield asset management supports
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robust capital efficiency, optimizing ROl and long-term value. 4)

N\

Private marine ecosystem and neuro-wellness focus create

¥

unique guest experiences, driving repeat visitation. 5)
Integrated sustainable energy systems reduce operating costs

and enhance resilience against energy price volatility.

1) Expansion potential into neighboring luxury destinations,
leveraging regenerative branding. 2) Partnerships with global
ESG investment funds to secure patient capital and co-
investment. 3) Growth of sustainable travel trends and
wellness tourism to broaden addressable market. 4)
Leveraging data-driven guest narratives to enhance
personalization and monetization. 5) Government incentives

for green building and coastal conservation could lower capex.

L 2] s]a]s]el7ls

1) Niche market limits volume, increasing sensitivity to macro
downturns and travel restrictions. 2) High upfront capital needs
may burden cash flow during development and ramp-up. 3)
ESG claims require rigorous, costly third-party verification and
ongoing compliance. 4) Dependence on ultra-high-net-worth
demographics reduces diversification. 5) Complex operations
demand specialized talent, elevating retention and training

costs.

1) Climate risks and rising sea levels threaten coastal
operations and asset integrity. 2) Regulatory scrutiny on ESG
claims may increase compliance costs and reputational risk. 3)
Economic downturns reducing discretionary luxury travel
demand. 4) Competitive landscape with other luxury eco-
resorts could erode pricing power. 5) Supply chain disruptions

affecting high-end materials and energy systems.

May 2026 SWOT Analysis

United States 11




Pestel: Analysis

Regulatory Focus:

Host country ESG and tourism
regulations mold operations
and incentives.

Geopolitical Stability:

Stability affects long-horizon
luxury investments and capital
flows.

2
-7
Economic

Wealth Migration:

Growth of UHNW travelers
boosts ADR and occupancy.

Currency/Inflation:

FX and inflation impact cost
base and pricing power.

Luxury Wellness Demand:

Rising demand for wellness,

privacy, and curated
experiences.

ESG Expectations:

Guests favor ESG-aligned
brands; transparency
maftters.

8/10 Social 7/10 Technological 8/10

Sustainable Tech:
Advanced energy systems and

smart guest personalization
drive differentiation.

Data & Cyber:

Sensitive personal data
requires robust cybersecurity.

Azure Meridian sits at the intersection of luxury and sustainability; success hinges on navigating regulatory,

environmental, and technological dimensions while sustaining premium guest experiences.

Sources: Company's Proprietary Planning

May 2026

Impact of External Factors

HEBnannn

N\

la
Environmental

Marine Ecosystem Impact:
Operations affect local

marine habitat; mitigation
critical.

Climate Resilience:
Extreme weather risk and

sea-level considerations
influence design.

United States

9/10 Legal 7/10

Permitting & Compliance:
Licenses for luxury hospitality

and environmental
stewardship required.

Privacy & ESG Reporting:

Regulations on dataq,
sustainability  claims, and
disclosures.

Scores reflect the relative

importance and potential impact
of each PESTEL factor on the
business

12 @




VRIO Framework: Analysis

Does the resource or capability enable
the firm to exploit an opportunity or

neutralize a threat in the environment?

Yes—combines luxury experience with
ESG-driven differentiation, enabling

premium demand and market
positioning against traditional luxury

and eco-tourism.

Is the resource or capability controlled

by only a few firms or no other firms?

Yes—highly exclusive, limited access
targeting ultra-HNWIs with specialized

regenerative wellness narrative.

Yes

Is the resource or capability costly for

other firms to imitate?

Moderate to High cost for replication
due to bespoke architecture, proprietary
sustainable

wellness protocols, and

energy infrastructure.

No

Yes

Is the firm organized to exploit the

resource or capability?

Structured to leverage ESG assets and

personalized guest narratives, but

requires ongoing coordination

tight

across  operations, design, and

sustainability teams.

No

Yes
No
Competitive Disa Competitive Parit
dvantage y
Sources: Company's Proprietary Planning MOy 2026

Impact of External Factors

United States

HEBnannn

Distinctive value with rare positioning
and challenging replication; sustained
advantage hinges on organizational

execution and continuous ESG-led

innovation.

Sustainable Com

petitive Advantag

e

13 @




Porter’s Five Forces: Analysis

power remain key considerations.

Company & Product

High-end suppliers (artisans, Alternative luxury experiences and
sustainable tech, premium services) are Y wellness ecosystems compete for time
scarce and brand-sensitive. 2‘ } ! z‘ [] and budget.

-~ ' :

Threat of Substitutes

Supplier Power

| S \\ ‘
Intense luxury hospitality competition 4 /l _l High capital and reputation barriers;

I 4
with limited differentiators. 4 regulatory ESG compliance elevates
entry cost.
Competitive Rivalry Buyer Power Threat of New Eniry
""""""""""""""""""""""""""""""""""""" i Ultra HNWI demand is selective; switching costs high
Hame Wi sip @ bhifieriy, Mg wde i but expectations for ESG are rising. Hioh
differentiation through ESG, privacy, and neurological ! '9
.. . . i ===  Moderate

wellness mitigates some rivalry, but supplier and buyer }

| — Low

Sources: Company's Proprietary Planning May 2026 Impact of External Factors United States 14 |E
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Management Team

Overview

Overview

Overview

Overview

15

United States

Management Board

May 2026

Sources: Company's Proprietary Profiles




History & Roadmap L ]2 fa]a]sel7]s
Current Status .

Draft roadmap for Azure Meridian,

aligning regenerative luxury hospitality

Stage 6 - Market
Leadership

Achieves high ADR with ESG
leadership and capital

appreciation.

Stage 4 - (5]
Construction
Kickoff

Initiates eco-efficient

construction with regenerative
Stage 2 - D&sgRjn
and Validation

|®

Completes master plan,
sustainability strategy, and

feasibility validation.

Sources: Company's Proprietary Vision MOy 2026

Stage 5 - Grand Opening
Readiness

Unit commissioning, wellness

programming, and private-guest curation.

Stage 3 - Financing and
Partnerships
Secures ESG-aligned funding and luxury

hospitality alliances.

Stage 1 - Vision and
Acquisition
Refines regenerative luxury concept;

secures site and initial permits.

Road so Far United States

Go with sustainable real estate investment.

16




Organizational and Marketing Tasks

#

Check List Item

General Planning and Organization

Status

Priority

L ]2 fa]a]sel7]s

Area

marketing

1 Define company mission, vision, and core ESG principles . Not Started High CEO 1month

2 Establish corporate governance structure and board charter . Not Started High CFO 1month

3 Set initial financial model and funding plan (capex, opex, ROI) . Not Started High CFO 1month

4 Define brand architecture and regulatory ESG compliance framework . Not Started High CMO 1month

5 Create high-level risk management and insurance strategy . Not Started Medium CRO Tmonth

6 Develop initial technology and data governance plan . Not Started Medium Clo 2 months
7 Talent strategy and executive leadership recruitment plan . Not Started Medium CHRO 2 months
8 Preliminary stakeholder mapping and partner outreach plan . Not Started Low CSO 3 months
Marketing

1 Define target audience profiles and personas for ultra-exclusive ESG-focused travelers . Not Started High CRO 2 weeks
2 Develop ESG-aligned branding and messaging toolkit for luxury and sustainability positioning . Not Started High CMO 3 weeks
3 Create launch marketing plan for Phase 1 MVP with narrative-driven wellness storytelling . Not Started High CMO 4 weeks
4 Build partnerships with high-end travel networks and private-wealth advisors . Not Started Medium CBO 2 months
5 Develop ESG metrics dashboard and reporting for investor and guest transparency . Not Started Medium CIO 3 months
6 Plan exclusive preview events and soft-launch experiences for Phase 1 . Not Started High CRO 1 month

7 Design digital experiences: website, private app, and virtual tours focused on regenerative luxury . Not Started Medium CTO 2 months

Develop content calendar emphasizing marine-conservation and ESG achievements for ongoing
8 ‘ Not Started Low CFO 4 months

Sources: Company's Proprietary Planning

May 2026

Check list Organizational and Marketing

United States

ICal




Overview of Phases

# Check List Item

Phase 1 & Technical Set Up for next Phases

Status

Priority

Lo fa]a]sel7]s

Area

1 Define Foundational ESG MVP scope and success metrics . Not Started High CPO MO02 2026
2 Select ultra-exclusive market and ESG certification framework . Not Started High CSO MO03 2026
3 Architectural and engineering standards for regenerative energy systems . Not Started High CIO MO04 2026
4 Personalized wellness narrative framework and guest journey mapping . Not Started High CPO MO5 2026
5 Initial ESG data collection and baseline reporting protocol . Not Started Medium CFO MO06 2026
6 Vendor & partner due diligence for sustainable supply chain . Not Started Medium CVO MO072026
7 Regenerative luxury product concept validation (ADR target, occupancy models) . Not Started Medium CMO M08 2026
8 Regulatory & permits readiness for ESG-compliant hotel operation . Not Started Low CLO Q32026

hase 2

H

1 Market positioning and messaging for Phase 2 offerings . Not Started High CMO MO04 2026
2 High-net-worth occupant targeting and ADR optimization plan . Not Started High CRO Q22026
3 ESG compliance and asset-performance dashboard design . Not Started Medium Clo MO06 2026
4 Sustainability-integrated wellness programming framework . Not Started Medium CPO MO072026
5 Premium-partner ecosystem development & exclusive partnerships . Not Started Medium CSO M08 2026
6 Capital plan and funding strategy for Phase 2 expansions . Not Started High CFO Q32026
7 Regulatory and permitting readiness for expanded site . Not Started Low CLO Q42026
8 Phase 2 risk management and governance enhancements . Not Started Low Clo Q42026
Sources: Company's Proprietary Planning May 2026 Check list Phases 1 & 2 United States r@




Overview of Phases

Lo ]a]a]sel7]s

# Check List Item Status Priority Area ETA

1 Identify and articulate adjacent luxury ecosystem partnerships . Not Started High CLO Q32026
2 Develop scalable energy integration pilots with premium partners . Not Started High CPO Q42026
3 Launch premium private-label wellness programs pilot . Not Started High CMO M04 2026
4 Establish exclusive brand partnerships and experiential collaborations . Not Started Medium CSO Q12027
5 Create private-label regenerative luxury product line roadmap . Not Started Medium CPO Q22027
6 Set up ESG-compliance framework for ecosystem ventures . Not Started High CFO Q32026
7 Prototype energy-as-a-service offering for affiliates . Not Started Medium CTO M12 2026
8 Risk-adjusted financial model for new revenue streams . Not Started High CFO Q42026

Ph

se 4

1 Phase 4 Task 1: Establish a frontier regenerative-luxury marine-conservation pilot . Not Started High CEO MO06 2026
Phase 4 Task 2: Define next-gen sustainable infrastructure blueprint and Al-driven energy

2 ® Not Started High cTO MO4 2026
optimization

3 Phase 4 Task 3: Secure strategic exclusive partnerships with global conservation organizations . Not Started Medium CSO M08 2026

4 Phase 4 Task 4: Develop advanced marine experiences (underwater habitats, bio-logging, etc.) . Not Started Medium CPO M09 2026

5 Phase 4 Task 5: Pilot scalable offshore renewable energy installations with modular design . Not Started High CFO M10 2026
Phase 4 Task 6: Create regulatory and risk framework for frontier opportunities (permits, ESG

6 () Not Started High CLO MO07 2026
reporting)

7 Phase 4 Task 7: Develop long-horizon capex plan and funding strategy for frontier projects . Not Started High CFO M112026

Sources: Company's Proprietary Planning

Dhacna /i Tael, Q. Ecdahlich A rAananarativia hiviims dhinls danl FAr anaaina Frantiar cqanidbina AanA

Check list Phases 3 & 4

May 2026

United States

19

[Cal




Core Risks & Mitigation Strategies

1. Operation and maintenance risks

Lo fa]a]sel7]s

# Risk Type Area Mitigation Strategy

1 Maintenance of advanced sustainable energy systems CFO Hire certified engineers; implement preventative maintenance schedules.

2 Supply chain continuity for luxury-grade components CPO Diversify suppliers; maintain safety stock and long-term procurement contracts.
3 Specialized wellness programming reliability COO Standardize program templates; continuous staff training & QA audits.

4 Cybersecurity for guest data and energy controls Clo Implement zero-trust architecture; regular penetration testing.

5 Regulatory-compliant environmental certifications CSO Establish internal audit function; engage third-party verifiers.

2. Regulatory and legal risks

# Risk Type Area Mitigation Strategy
1 Regulatory approvals for ESG and sustainability CLO Engage early with cert bodies; appoint dedicated Certification Lead (CLO).
certifications
2 Environmental impact and permitting risk CFO Secure permits early; conduct independent EIA/SEA; CTO/CFO oversight.
3 Zoning and land-use restrictions CPO Engage local authorities; retain CPO counsel for zoning.
4 Environmental reporting and disclosure requirements CFO Implement robust reporting framework; CTO/CFO oversight.
5 Energy regulation and grid interconnection policies ClO Engage regulators early; establish energy strategy with CIO/CFO.
Sources: Company's Proprietary Assessment May 2026 Risks Overview United States 20 @




Core Risks & Mitigation Strategies

Lo fa]a]sel7]s

3. Strategic/Market Risk

# Risk Type Area Mitigation Strategy
Market demand volatility among ultra-high-net-worth
1 ; | CMO Diversify experiences and offerings to attract broader luxury segments; emphasize ESG storytelling
ravelers
Competitive disruption from alternative luxury
2 CEO Strengthen unique value proposition and exclusive partnerships; continuous innovation
ecosystems
Regulatory changes impacting ESG standards or
3 CFO Proactive regulatory engagement and adaptive compliance framework
marine operations
4 Dependency on limited geographic locations Clo Develop multiple strategic locations and phased expansion plan
5 Funding gaps for long-horizon, frontier initiatives CFO Establish diversified capital stacks and milestone-based funding milestones

4. Finance risk

# Risk Type Area Mitigation Strategy
1 Liquidity risk CFO Establish diverse funding mix and maintain liquidity buffer.

2 Currency/FX risk CFO Hedging program and multi-currency financing options.

3 Cost overrun risk CFO Rigorous stage gates and contingency budgeting.

4 Debt service risk CFO Fixed/variable rate mix and debt capacity planning.

5 Valuation/exit risk CFO Regular independent valuations and staged exit strategies.

5. Other general risks

Risk Type Mitigation Strategy
1 Brand Reputation Volatility CFO Proactive ESG reporting and third-party audits; rapid response playbook.
2 Cybersecurity and Data Privacy Clo Robust cyber defense, regular drills, and privacy-by-design.
Sources: Company's Proprietary Assessment MQY 2026 Risks Overview United States 21 |E




Market Overview (TAM, SAM and SOM) L2 o falslel7]s

@

$ 85,200,000k provided by IBIS World. CAGR is based on open

@

Given a capital base of 235k in a high-end, real estate asset management niche, the

Source:
Target Available SEClERO S L TAM is based on third party market estimation

anagement & Consu
Market .
Iting source web research.

(TAM) Subindustry Expected CAGR for industry is 5.10%

Service Available

realistic SAM is a conservative slice of the TAM. Operating in the U.S. luxury eco-resort
MarkEt 0.01% asset-management space, the firm’s feasible serviceable market is constrained by capital
for acquisitions/development, network effects, and the need for strategic partnerships...

@

Azure Meridian operates in a highly capital-intensive, ultra-luxury niche with limited direct
competition and strong ESG demand. Given a 235k capital base and a 0.01% SAM footprint,
Market Y1-Y3 Year 21.60000% initial SOM will be conservative. Expect gradual uplift as the brand establishes UHNW

(SOM) Year 3 2.40000% partnerships, premium ADR, and exclusive experiences, while leveraging real estate asse...

Service Obtainable Year 11.00000%

Sources: Company's Proprietary Assessment MOy 2026 Target Groups United States 22 |E




Funding Allocation [1]2]slalsle]7]s]

The funding will be used to finance the CAPEX and cash deficit from Year 1 operations, aiming to expedite the A
Payroll Expenses Rent & Utilities
development process. In subsequent years the company plans to sustain operations without requiring major

additional capital injection.

Table below presents the overview of expected inflows and outflows. ‘ 9 @
3.90%

The total investment required is $ 235k

Legal and Marketing and
Gross Profit 46 Professional Fees Branding
Payroll Expenses 7 o
Rent & Utilities 3 f %
Legal and Professional Fees 2
Marketing and Branding 2
CAPEX 165
Training and Development CAPEX Other

Communication Expenses
Other Miscellaneous

Representation and Entert.

U [ [ —

Office supplies

CAPEX & WC shortage Y1 136

S B
Total Required Investment (thnd USD) 235

Sources: Company's Propriefary Planning May 2026 Investment Utilization United States 23 |@
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Financials Dashboard

Projected Revenue

® GP473%

@ EBITDA23.4%

Y3

PnL Formation (Y3 thnd USD)
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May 2026

Sources: Company's Proprietary Planning
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Revenue Formation Narrative [1]2]afsa]s]6]7]s]

Azure Meridian targets a privileged segment within the Real Estate and Rental and

Leasing industry, leveraging regenerative luxury to unlock a premium resort S 226 k Y3 0 o o O/ Market
experience that blends architectural excellence with stewardship of marine PFOj ected Revenue Y o Share

ecosystems. The total addressable market is 85,200,000k USD, and the serviceable

market shares a conservative O of that TAM, reflecting capital constraints, strategic

partnerships, and the niche nature of UHNW, ESG-aligned travel. The SOM Revenue (thnd USD) COGS Categories (thnd USD) 119

226
7l
s a2
13
3
113 E
9
17

within a highly selective market.”} The Azure Meridian narrative underscores a | [ | [ | [ | [ |

projections for Years 1-3 are 1, 2, and 2, respectively, signaling disciplined expansion as

brand prestige, exclusive client onboarding, and scalable fractional ownership enable “

higher occupancy and superior ADR. Revenue unfolds across four lines of business:

Rooms (50 of revenue), F&B (15), Wellness & Experiences (25), and Other (10), with @
143

line-item names aligned to the LOB strategy: Rooms, F&B, Wellness & Experiences,
and Other. The Year 1-3 revenue outcomes are 85.2k USD, 143.272k USD, and

225.869k USD, mapped to the SOM-driven growth but tempered by capital intensity 85
and strategic partnerships. The company name, Azure Meridian, operates with an
initial capital base of 235k USD, and the revenue model reflects a disciplined rollout
across the LOBs as follows: Rooms at 50, F&B at 15, Wellness & Experiences at 25,

and Other at 10, underpinned by aluxury ADR focus and ESG-aligned asset

management synergies. Overall, the model emphasizes long-term capital

appreciation, optimized asset monetization, and scalable, capital-efficient growth

defensible market position and a path to sustainable profitability through phased

partnerships, exclusive client onboarding, and disciplined capital deployment.

Sources: Company's Proprietary Planning MOy 2026 Revenue at Glance United States 25 |E




Revenue Calculation Details [1]2]afsa]s]6]7]s]

MT M2 M3 M4 M5 M6 M7 M8 M9 M10 M1 M12 Y1 Y2 Y3

Rooms 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00% 50.00%
F&B 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00% 15.00%
Wellness & Experiences 25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00%  25.00% 25.00% 25.00% 25.00%
Other 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00% 10.00%
Rooms 3 3 3 3 3 3 4 4 4 4 4 4 43 72 13
F&B 1 1 1 1 1 1 1 1 1 1 1 1 13 21 34
Weliness & Experiences 1 1 1 2 2 2 2 2 2 2 2 2 21 36 56
Other 1 1 1 1 1 1 1 1 1 1 1 1 9 14 23

R I S N - N I I S S S T S ) N I S B

Total revenue is expected to reach $ 226k by year 3.

Main revenue driver are:

+ Rooms which generates $ 113k by Year 3

* Wellness & Experiences which generates $ 56k by Year 3

Expected CAGR for total Revenue in Y1-Y3 is 62.82 %

Revenue Breakdown

Sources: Company's Proprietary Planning May 2026 Revenue at Glance United States 26 |EI




COGS Calculation Details (1 [2f3f4]5]6]7]s]

COGS Formation M1 M2 M3 M4 M5 Mé M7 M8 M9 M10 MT1 M12 Y1 Y2 Y3

Labor & Payroll 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 19.60% 21.00% 22.40%
Utilities & Energy 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 10.50% 11.25% 12.00%
Maintenance & Repairs 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 8.40% 2.00% 92.60%
Other 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 7.63% 8.18% 8.72%
Labor & Payroll 1 1 1 1 1 1 2 2 2 2 2 2 17 30 51
Utilities & Energy 1 1 1 1 1 1 1 1 1 1 1 1 9 16 27
Maintenance & Repairs (6] (o] (o] 1 1 1 1 1 1 1 1 1 7 13 22
Other o 0o (o] (o] (o] [¢] 1 1 1 1 1 1 7 12 20

Total COGS is expected to reach '$ 119k by year 3.
Main revenue driver are:

+ Labor & Payroll which generates $ 51k by Year 3

- Utilities & Energy which generates $ 27k by Year 3

COGS Breakdown

Expected CAGR for total COGS in Y1-Y3 is 74.06 %

Sources: Company's Proprietary Planring May 2026 COGS at Glance United States 27 |t:_|




SG&A Calculation Details (1 [2f{3f4]5]6]7]s]

OPEX Formation M1 M2 M3 M4 M5 Mé M7 M8 M9 M10 MT1 M12 Y1 Y2 Y3

Payroll Expenses 8.34% 8.34% 8.34% 8.34% 8.34% 8.34% 8.34% 8.34% 8.34% 8.34% 8.34%  8.34% 8.34% 8.94% 9.54%
Rent & Utilities 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.13% 3.35% 3.58%
Communication Expenses 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.12% 1.19%
Office supplies 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.63% 0.67% 0.72%
Legal and Professional Fees 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 2.50% 250% 2.50% 2.50% 2.50% 2.68% 2.86%
Marketing and Branding 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.09% 2.24% 2.38%
Representation and Entertainment 0.83% 0.83% 083% 083% 0.83% 083% 083% 083% 0.83% 083% 0.83% 0.83% 0.83% 0.89% 0.95%
Training and Development 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.25% 1.34% 1.43%
Other Miscellaneous 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.04% 1.12% 1.19%
Payroll Expenses (0] (0] (0] 1 1 1 1 1 1 1 1 1 7 13 22
Rent & Utilities o ¢} o o ¢} o o o ¢} o o o 3 5 8
Communication Expenses 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 1 2 3
Office supplies 0] (0] 0] 0] 0] (0] 0] 0] 0] (0] o o 1 1 2
Legal and Professional Fees o o o o 0 o o ] 0 ] ] ] 2 4 6
Marketing and Branding 0] (0] 0] (0] (0] 0] (0] 0] 0] 0] 0] (0] 2 3 5
Representation and Entertainment 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 1 1 2
Training and Development (0] 0] (0] (0] 0] (0] (0] (0] 0] (0] (0] o 1 2 3
Other Miscellaneous 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 0] 1 2 3

Total SGsA¢ndus | o 1 o | o 1 2 2 2 2 2 2 & 32 5

Sources: Company's Propristory Plarning May 2026 SG&A at Glance United States 28 |tj_|




PaT Expectations

Financial Projection

Revenue 5 5 5 6 6 6 8 8 8 9 9 9 85 143 226
Rooms 3 3 3 3 3 3 4 4 4 4 4 4 43 72 13
F&B 1 1 1 1 1 1 1 1 1 1 1 1 13 21 34
Wellness & Experiences 1 1 1 2 2 2 2 2 2 2 2 2 21 36 56
Other 1 1 1 1 1 1 1 1 1 1 1 1 9 14 23

COGS -2 -2 -2 -3 -3 -3 -4 -4 -4 -4 -4 -4 -39 -n -n9
Labor & Payroll -1 -1 -1 -1 -1 -1 -2 -2 -2 -2 -2 -2 -17 -30 -51
Utilities & Energy -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -9 -16 -27
Maintenance & Repairs -0 -0 -0 -1 -1 -1 -1 -1 -1 -1 -1 -1 -7 -13 -22
Other -0 -0 -0 -0 -0 -0 -1 -1 -1 -1 -1 -1

SG&A Personal Expenses -0 -0 -0 -1 -1 -1 -1 -1 -1 -1 -1 -1

SGEA Operating Expenses -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1

---

Depreciation -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1 -1

-- ---

Interest Expense (] 0 0 0 (] ¢} 0 0 0] ¢}

S S - S R S — — — -

Tax -0 -0 -0 -0 -0 -0 -0 -0 -0 -1 -1 -1 5 7 10

Profit after Tax (thnd USD) 1 1 1 1 1 1 2 2 2 2 2 2 17 27 37

Sources: Company's Proprietary Planning May 2026 Profit after Tax United States 29 |E




Balance Sheet Statement

Financial Projection

Balonce Sheet (thnd USD) --------

Cash & Cash Equivalents 64 66 67 69 7 72 73 76 78

Accounts Receivable 5 5 5 ) 6 ) 8 8 8 9 9 9 9 15 24
Inventory 2 2 3 3 3 4 4 4 4 4 4 4 4 7 12
Prepaid Expenses 0] 0] (o] (o] 0] 0] (o] (o] 1 1 1 1 1 1 2
Deferred Tax Assets

-----za----n--n-a -a--

Property acquisition and development costs

Sustainable energy and infrastructure systems 42 42 42 41 41 41 41 41 41 41 40 40 40 39 37
High-end architectural and interior design 10 10 10 10 10 10 10 10 10 10 10 10 10 9 9
Regulatory, permitting, and soft costs 7 7 7 7 7 7 7 7 7 6

-_-----EI--E--- ---
--------—--- --—

Accounts Payable

Short-Term Loans - - - - - - - - - - - - - - -
Accrued Interest Expenses - - - - -
Deferred Tax Liabilities

------------ -‘-
Loans and Other Borrowmgs

S ) I N S ) ) A S I AN N M
------------ -‘-

Paid-In Capital
Retained Earnings - - - - - - - - - - - - - 17 4Lt
Current Period Earnings 3 4 5 7 10

--------—--- --—

Sources: Company's Proprietary Planning May 2026 Balance Sheet United States 30 |E




Cash Flow Statement - Direct
Financial Projection
m--n-m--—---ﬂ- ---

Cash from Sales of Goods / Services

Payments to Employees / Vendors -3 -4 -4 -4 -4 -5 -5 -5 -6 -6 -6 -6 -61 -105 -177
Advances Paid / Received - - -0 - - -0 - - -0 - - -0 -1 -0 -1
Taxes Paid - - - - - - - - - - - - - -5 -7

Interest Paid

-------—-—-- ---

Acquisition of
Property acquisition and development costs - - - - - - - - - - - - -105 - -

Sustainable energy and infrastructure systems - - - - - - - - - - - - -42 - -

High-end architectural and interior design - - - - - - - - - - - - 1 - -

Regula’rory, permitting, and soft costs

-—-—-—-—-—-—-—

Loans Received / Paid
Investments Received / Paid

-—-—-—-—-—-——-—

Assumptions:

- invoices are paidin 30 days; - half of admin expenses except salaries is prepaid;

- inventory is built for the next month; - half of admin expenses except salaries is paidin 30 days;
- salaries are paidin the same month; -interest expenses are paidin the next month.

Sources: Company's Proprietary Planning MGY 2026 Cash Flow United States 31 | @




Cash Flow Statement - Indirect

Financial Projection

m—-n-m------ﬂ- ---

EBIT

A Receivables & Prepaids -5 - -0 -1 - -0 -1 - -0 -1 - -0 -9 -6 -9
A Payables 0] - - (6] - - (6] - - (6] - - 1 (0] 1
Alnventory - - -0 - - -1 - - -0 - - -0 -4 -3 -5
A Depreciation 1 1 1 1 1 1 1 1 1 1 1 1 6 6 6
Tax Paid - - - - - - - - - - - - - -5 -7

Interest Expenses

------—----- ---

Acquisition of

Property acquisition and development costs - - - - - - - - - - - - -105 - -
Sustainable energy and infrastructure systems - - - - - - - - - - - - -42 - -
High-end architectural and interior design - - - - - - - - - - - - 1 - -

Regulatory, permitting, and soft costs

-—-—-—-—-—-—-—

Loans Received / Paid
Investments Received / Paid 235

Crrom Fnaneng hevies Ly
Erangboonce | e | o] el Al @l sl el sl sl m|  s| e m

Assumptions:

- invoices are paidin 30 days; - half of admin expenses except salaries is prepaid;

- inventory is built for the next month; - half of admin expenses except salaries is paidin 30 days;
- salaries are paidin the same month; -interest expenses are paidin the next month.

Sources: Company's Proprietary Planning MGY 2026 Cash Flow United States 32 | @




Cost of Capital Estimation

Required Return on Equity Derivation

1.RE
12.90%
2.RF 3. Adj ERP
5.00% 3.90%
2.1. TSY Bond 2.2. Country Risk 3.1. ERP 3.2. Total levered g
5.00% 0.00% 4.60% 0.85
3.1.1. Mature 3.1.2. Country Risk 3.2.1. Tax rate 3.2.2. Unlevered
market ERP 0.00% 21.00% and D/E B
4.60% Ratio 0.84 0.51
3.1.2.1. Rating- 3.1.2.2. Default
based Default Spread Multiple
0.00% 1.34
Sources: Aswath Damodaran, web search qu 2026 RoE Calculation United States

[1]2]3]a]s Jed7]s

4, |lliquidity
Discount
4.00%
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Cost of Capital: CAPM Inputs [1]2]3]a]s Jed7]s

Methodology

Weighted Average Cost of Capital is calculated using Capital Asset Pricing Model (CAPM). Since the company is purely equity funded the WACC is equal to its Required Return on Equity R(E). The
main research inputs used in calculations are based on studies published by professor at Stern School of Business Aswath Damodaran. Return on Equity R(E) is R(E)=R(F)+[ * (ERP), where: R(F) is
Risk Free Rate. The basis for calculation of R(F) is the average of the yield of USD 30 Year TSY Bond. The horizon. ERP is Mature Market Equity Risk Premium. It incorporates market estimates for
Rating-Based Default Spread and Default Spread Multiple (B) is average equity betas of correspondingindustries. Despite the company has no debt, the unlevered beta was levered with industry
average figures to reflect the long-term D/E ration in the capital structure. Additionally, llliquidity Risk Premiumof 4% is added to the estimated Return on Equity to reflect risk associated with firm

being Privately Held vs Publicly Traded Companies.

Additional Assumptions Survival of new establishments

. . . . L . . . Proportion of firms that were started in 1998 that survived through
To calculate the companies Firm Value, its future Free Cash Flow to Equity (FCFE) is discounted using estimated Required Yeor 1 Yoor 2 Yoo 3 Yoor 4 v Yeor 6 Year 7
Return on EqUi‘fy. Natural resources 82.33% 69.54% 59.41% 49.56% 43.43% 39.96% 36.68%
Construction 80.69% 65.73% 53.56% 42.59% 36.96% 33.36% 29.96%
Manufacturing 84.19% 68.67% 56.98% 47.41% 40.88% 37.03% 33.91%
The 3rd-year projected cash flow is used as a representation of the long-term Free Cash Flow to the Equity (FCFE). This Transportation 82.58% 66.82% 54.70% 46.68% 38.21% 3412% 31.02%
approach may understate the valuation because cash flows are expected to grow more aggressively in the first 10 years, Information 80.75% 62.85% 49.49% 37.70% 31.24% 28.29% 24.78%
Financial activities 84.09% 69.57% 58.56% 49.24% 43.93% 40.34% 36.90%
and the growth from years 4 to 10 is not reflected in this calculation. Long-term growth rate of 5% is applied. Business services 82.32% 56.82% S513% 44.28% 3B1% 34.46% 1.08%
Health services 85.59% 72.83% 63.73% 55.37% 50.09% 46.47% 43.71%
Leisure 81.15% 64.99% 53.61% 43.76% 38.11% 34.54% 31.40%
After discounting the cashflows and measuring the Firm Value it is adjusted to historical estimate of Start-up firm’s -
Other services 80.72% 64.81% 53.32% 43.88% 37.05% 32.33% 28.77%
survival rate. The allows to incorporate risk of start-ups fails. All firms 81.24% 65.77% 54.29% 44.36% 38.29% 34.44% 3118%
http://pages.stern.nyu.edu/~adamodar/New_Home_Page/datafile/ctryprem.html https://pages.stern.nyu.edu/~adamodar/pdfiles/papers/younggrowth.pdf http://pages.stern.nyu.edu/~adamodar/

Sources: Aswath Damodaran, Investing.com qu 2026 RoE Calcula[ion ] ni"‘ed States 34 |E
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Business Valuation [1]2]af4]sfef7]s]

- (thnd USD) Y1 Y2 Y3 Y4 Y5 Y6 Y7 The valuation is conducted using the Discounted Cash Flow (DCF) method. In this
17 27 37 39 41 43 45

Profit after Tax method, the projected cash flows for a period of 7 years, along with a terminal
Growth% Y4-Y7 510% 510% 510% 510% value, are discounted at a rate of 12.90 % to determine the Firm Value.
Growth% Y7 3.50%

6 WACC' 12.90%

Starting from year 3 onwards, the cash flows are estimated to grow at a rate of
- o fromy °
P - = 5.10 %, which is consistent with the market Compound Annual Growth Rate (CAGR)
-—>
trend. Beyond year 7, the cash flows are assumed to grow at a long-term growth
NPV (thnd USD) 361

rate of 3.50 %.

To account for the inherent risks associated with a start-up venture, the Firm
Value is adjusted using the historical survival rate of newly established firms. As
indicated by the study conducted by Aswath Damodaran, there was
approximately 50% probability of survival for Information sector companies.
Taking into account the project’s current stage of development and risk profile,

the final survival rate has been assumed at 50%. This adjustment allows to

incorporate the risk profile of the business and provide a more comprehensive
Final Valuation $ 180k assessment of its value.

It is important to note that if the company can successfully navigate through its
initial three years of operation, it is expected to have a significantly higher
likelihood of becoming a going concern. This underscores the importance of
demonstrating resilience and establishing a solid foundation during the critical

early stages of the business.

Sources: Company's Proprietary Planring May 2026 Business Valuation United States 35 ||z|




Scenario Analysis: Narrative L1]2]3]a]s]olals

Scenario analysis explores how external and internal factors influence key assumptions in financial planning. By analyzing potential positive and negative outcomes, company can better anticipate

risks and opportunities when evaluating their future cash flows and overall valuation.

KPI Scenario Narrative KPI affected by

This scenario reflects a favorable market environment or a strategic breakthrough, leading to higher projected revenue. It )

Positive higher by 15%
showcases the potential rewards of scaling and innovative approaches.

Revenue

This scenario accounts for challenging conditions such as economic downturns or market disruptions, forecasting a potential

Negative lower by 15%
revenue decrease. It emphasizes the importance of adaptability and risk management.
This scenario demonstrates the benefits of operational efficiency or cost-saving strategies, resulting in reduced COGS. It

Positive lower by 20%
highlights the value of innovation in supply chain and operations.
This scenario addresses rising costs due fo external pressures, resulting in an increase in COGS. It underlines the need for .

Negative higher by 20%
proactive cost-control measures.

This scenario assumes a decrease in the discount rate (RoE) due to improved market conditions, lower perceived risk, or

Positive lower by 10%
favorable macroeconomic factors. A lower discount rate increases the present value of future cash flows, enhancing the...

Discount Ra
te (RoE)

This scenario models an increase in the discount rate (RoE) driven by higher market risk, macroeconomic instability, or industry-

Sources: Company's Proprietary Information MOy 2026 Scenario Analysis United States 36 |E




Scenario Analysis: Results L1]2]3]a]s]olals

Scenario analysis explores how external and internal factors influence key assumptions in financial planning. By analyzing potential positive and negative outcomes, company can better anticipate risks and opportunities

when evaluating their future cash flows and overall valuation.

Discount Rate

Scenario Analysis o Revenue

KPls ‘ ‘ Base ‘ ‘ Positive ‘ ‘ Negative ‘ ‘ Positive ‘ ‘ Negative ‘ ‘ Positive ‘ ‘ Negative
Revenue | no impact | 15% | -15% | no impact | no impact | no impact | no impact
COGS no impact no impact no impact -20% 20% no impact no impact
RoE no impact no impact no impact no impact no impact -10% 10%
Revenue Y3 | $ 226k | $ 260k | $ 192k | $ 226k | $ 226k | $ 226k $ 226k
Gross Profit Y3 $107k $123k $ 91k $131k $ 83k $107k $ 107k
GP Margin 47% 47% 47% 58% 37% 47% 47%
EBITDA Y3 $ 53k $ 61k $ 45k $ 77k $ 29k $ 53k $ 53k
EBITDA Margin 23% 23% 23% 34% 13% 23% 23%
Net Profit Y3 $ 37k $ 43k $ 31k $ 56k $ 18k $ 37k $ 37k
Profit Margin 16% 17% 16% 25% 8% 16% 16%
Final Valuation $ 180k $ 211k $ 149k $ 270k $ 91k $ 21k $ 157k
|1 |1 |1 ! | 1 |1 |1

Sources: Company's Proprietary Information qu 2026 Scenario AnalySiS United States 37 |E




Stress Test: Growth Under Pressure (1 f2]3]afs]e]7]s]

Stress tests provide a comprehensive view of how businesses might perform under extreme conditions, enabling better preparation for the uncertainties of challenges.

Scenario Name Story KPIsimpact

This scenario explores the challenges of managing rapid growth while dealing with operational bottlenecks. A surge in demand Revenue COGSs
and revenue places significant strain on supply chains and internal processes. Despite achieving higher sales volumes, inefficiencies Higher by 20% Higher by 30%

Growth Und . . .

in scaling lead to increased costs and a heightened risk perception, keeping the discount rate elevated. 'Growth Under Pressure'

er P ressure examines how businesses can balance seizing growth opportunities while investing in infrastructure, talent, and systems to support OPEX Discount Rate
scalability. Higher by 40% unaffected

Results

i -$ 37k & S 271k 31590 e

H -67 Valuation Revenue Y3

[ 12 EBITDA
-S 5k i —S 9k Margin Y3 —1.9/0

EBITDA Profit A fter Tax

Sources: Company's Proprietary Information MGy 2026 Stress Tests United States 38 |E




Stress Test: The Perfect Storm

L1]2]3]a]s]olals

Stress tests provide a comprehensive view of how businesses might perform under extreme conditions, enabling better preparation for the uncertainties of challenges.

Scenario Name Story

This scenario simulates the convergence of adverse market conditions and rising operational challenges. A sharp downturn in

market demand coincides with increased costs due to inflation and supply chain disruptions. The combination results in a dual hit to

The Perfect

both top-line revenue and operational margins. Additionally, external factors such as economic instability elevate the discount rate,
S'I'O rm amplifying the pressure on future cash flows. Businesses facing 'The Perfect Storm' must focus on resilience through diversified

revenue streams, cost-control measures, and contingency planning.

KPlsimpact

Revenue COGS

Lower by 10% Higher by 25%
OPEX Discount Rate
Higher by 30% Higher by 10%

Results
Gross Profit
m S 4k & $ 203k 341% Margin Y3
Valuation Revenue Y3
-15
EBITDA
H $ 6k i S Ok Margin Y3 3.10/0
EBITDA Profit A fter Tax l
Sources: Company's Proprietary Information May 2026 Stress Tests United States 39 @




Sensitivity Analysis: SAM & SOM L1]2]3]a]s]olals

This sensitivity analysis evaluates the potential impact of changes in Serviceable Addressable Market (SAM) and Serviceable Obtainable Market (SOM) on key financial metrics. By simulating
percentage variations in SAM and SOM, this analysis helps identify how shifts in market assumptions affect revenue, profitability, and overall valuation.

SAM SOM
-20% -10% 5% 5% 10% 20% 9% 6% 3% 3% 6% 9%
$ 68k $ 77k $ 81k $ 89k $ 94k $ 102k $ 78k $ 80k $ 83k $ 88k $ 90k $ 93k
Revenue $ 115k $ 129k $ 136k $ 150k $ 158k $ 172k $ 130k $ 135k $ 139k $ 148k $ 152k $ 156k
$ 181k $ 203k $ 215k $ 237k $ 248k $ 271k $ 206k $ 212k $ 219k $ 233k $ 239k $ 246k
$ 37k $ 41k $ 44k $ 48k $ 50k $ 55k $ 42k $ 43k $ 45k $ 47k $ 49k $ 50k
GI‘OS.S $ 58k $ 65k $ 69k $ 76k $ 80k $ 87k $ 66k $ 68k $ 70k $ 75k $ 77k $ 79k
Profit $ 85k $ 96k $ 101k $ 112k $ 117k $ 128k $ 97k $ 100k $ 104k $ 110k $ 113k $ 116k
54% 54% 54% 54% 54% 54% 54% 54% 54% 54% 54% 54%
GP' 51% 51% 51% 51% 51% 51% 51% 51% 51% 51% 51% 51%
M argin 47% 47% 47% 47% 47% 47% 47% 47% 47% 47% 47% 47%
$ 23k $ 25k $ 27k $ 30k $ 31k $ 34k $ 26k $ 26k $ 27k $ 29k $ 30k $ 31k
EBITDA $ 32k $ 36k $ 38k $ 42k $ 44k $ 49k $ 37k $ 38k $ 39k $ 42k $ 43k $ 44k
$ 42k $ 48k $ 50k $ 56k $ 58k $ 64k $ 48k $ 50k $ 51k $ 55k $ 56k $ 58k
33% 33% 33% 33% 33% 33% 33% 33% 33% 33% 33% 33%
EBITD_A 28% 28% 28% 28% 28% 28% 28% 28% 28% 28% 28% 28%
Margln 23% 23% 23% 23% 23% 23% 23% 23% 23% 23% 23% 23%
$ 13 $ 15k $ 16k $ 18 $ 20k $ 22k $ 15k $ 16k $ 17k $ 18k $ 19 $ 19k
Net Profit $ 21k $ 24k $ 25k $ 29k $ 30k $ 33k $ 24k $ 25k $ 26k $ 28k $ 29k $ 30k
$ 29k $ 33k $ 35k $ 39k $ 41k $ 45k $ 33k $ 34k $ 36k $ 38k $ 39k $ 41k
) 19% 20% 20% 21% 21% 21% 20% 20% 20% 21% 21% 21%
PI‘Ofl"[ 18% 19% 19% 19% 19% 19% 19% 19% 19% 19% 19% 19%
Mafgln 16% 16% 16% 16% 17% 17% 16% 16% 16% 16% 16% 17%
Final Valuati $ 139k $ 160k $ 170k $ 191k $ 201k $ 221k $ 162k $ 168k $ 174k $ 186k $ 193k $ 199k
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Glossary

Abbreviations

L1]2]3]a]s]el7 8

Adj - Adjusted

Admin - Administrative Expense

Av - Average

b - Billions of

B2B - Business to Business

B2C - Business to Customer

C-level - Chief level

CAGR - Compounded Annual Growth Rate
CAPEX - Capital Expenditure
CAPM - Capital Asset Pricing Model
CBDO - Chief Business Development Officer
CEO - Chief Executive Officer

CF - Cash FLow

CFO - Chief Financial Officer
COGS - Cost of OODS Sold

CPO - Chief Product Officer

CTO - Chief Technology Officer
D/E - Debt to Equity

DCF - Discounted Cash Flow

Depr. - Depreciation

Dev - Developer

EBIT - Earnings Before Interest and Taxes

HR - Human Resources

Inv. - Inventory

k - Thousands of

KPI - Key Performance Indicators
LE - Legal Entity

LFY - Last Fiscal Year

LLM - Large Language Model

m - Millions of

MTD - Month-To-Date

MVP - Minimum Viable Product
NDA - Non-Disclosure Agreement
NFT - Non-Fungible Token

NPV - Net Present Value

OPEX - Operating Expense

P&L - A Profit and Loss (PSL) Statement
PaT - Profit after Tax

PbT - Profit before Tax

PE - Private Equity

PL - Profit and Loss

POC - Proof of Concept

PPE - Property, Plant, and equipment
PV - Present Value

EBITDA - Earnings Before Interest, Axes, Depreciation, and Amortization RE - Return on Equity
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Disclaimer [1]2]3f4]s[6f7]8]

The following information and valuation analysis are provided for informational purposes only and do not constitute financial or investment advice. This presentation is based on assumptions,

projections, and historical data, which are subject to inherent uncertainties and risks.

Please note that the valuation results presented here are based on the Discounted Cash Flow (DCF) method and various assumptions, including projected cash flows, growth rates, discount rates,

and survival rates. These assumptions are subject to change and may not accurately reflect future market conditions or the performance of the business.

The valuation does not guarantee future financial performance or the accuracy of the projections. Actual results may differ materially from those presented in this analysis due to numerous factors,

including but not limited to changes in economic conditions, market dynamics, competition, regulatory factors, and unforeseen events.

Investors and stakeholders are advised to conduct their own independent research, seek professional advice, and carefully consider their individual investment objectives, risk tolerance, and

financial situation before making any investment decisions. The information provided in this presentation should not be relied upon as the sole basis for making investment decisions.

Furthermore, no representation or warranty, express or implied, is made regarding the accuracy, completeness, reliability, or availability of the information and analysis presented in this

presentation. We disclaim any liability for any loss or damage, including but not limited to indirect or consequential loss information provided.

Past performance is not indicative of future results. Any historical financial information included in this presentation is provided for reference purposes only and may not reflect the current financial

position or performance of the business.

The valuation presentation is intended solely for the recipient's use and may not be reproduced, redistributed, or disclosed, in whole or in part, without the prior written consent of the company.

If you have any questions or concerns about this presentation or its contents, please contact our office at sdcs or callus at .
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