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KINTO Join in Europe

_w'

Active Sales

* |taly
* United Kingdom
« Denmark

App available in

* France

* Spain

* Norway

« Belgium

e Portugal (Global Sandbox)
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Blueprint for country activation

Suggestions/ possible selected questions to answer

Description

Please describe your high-level KINTO Join
vision for the next 4 years with the strategy
how to implement.

What is the current carpooling situation (overall) in your market?

What are the key trends and drivers (e.g., climate protection (CO2 Emission), increasing urbanization & traffic volume, etc.)?
What is your current carpooling vision?

What are the market/ country regulations influencing carpooling as business? Any restrictions or incentives?

Vision

Employment Plan

Timeline

Market

Product
Development Plan

Value proposition

Financials/ KPIs

Comments for
financials

Summary/ Mgmt
Comments

Please describe your headcount strategy
accordingly to the KINTO Join service
launch

Please add a timeline with all KINTO Join
launches (e.qg., Pilot, full -national-launch).

Please describe the local carpooling
market.

Please describe your future KINTO Join
development plan (e.g., Retailer
integration, etc).

Please describe the KINTO Join value
proposition in your market.

Please provide the financials for KINTO
Join and fill in the relevant KPIs.

Please add any additional comments to
the financials.

Please add any overall additional
comments.

How do you want to position yourself in the existing carpooling market?
What is your USP?

What are the needed resources now and up to FY27 to realize your carpooling vision (numbers of headcount)?

What are the key needed competencies?

How do you want to set up your resources (permanent headcount, consultancy, contractors, etc.?)
Which KINTO Join service launch mode you prefer (internal test, pilot with friendly customer, full-scale)?

What are your priority and timeline?

What is the current market situation of the carpooling service?

Who are the competitors and what is their service (facts & figures) about?

What is their USP?

Are there any regulations that could influence carpooling service development?

What are the opportunities?

What are the challenges?

What are your key priorities?

What are the strategic and financial impact?

What specific support is needed (from KINTO Europe, etc.)?

What is the carpooling service about (services description)? What are you offering?
Who are your targeted customers (SME, LE..)?

What is your operational model?

Which stakeholders and parties are involved?

What is your geographic coverage (nationwide/local)?

What are the revenues? Please provide detail of calculation in the comments. Please provide the details like new contracts, renewal rate.

What are the costs? Please provide details of considered costs in the comments.

What investments are required to get the service up and running? Please provide details of considered kind of investments in the

comments.
What are the relevant KPIs for the service in your market?

Please provide the details of your revenue calculation.

Please provide the details of considered costs & investment.
What are highlights? Special priorities?

Are there any other interesting topics you would like to mention?



KiNTO



- PUBLIC 2\RH

KINTO Join - sustainable commute

‘ Verification of the carpool @ Sustainability report
Incentive based on proof Gamification - coming

Employer resolves problems with employees’ commuting, car park tension & CO, emissions

Employees are benefiting from flexible mobility solutions and incentives for usage
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KINTO Join - sustainable commute

Why Corporate Carpooling

KINTO Join mission is to support companies in incentivizing their employees
to use more sustainable and safe way to get to and from work.

« Sharing commuting « CO, emission  Socializing with
costs reduction colleagues

« Getting incentives « Safe alternative  Flexibility & peace
from employer to public transport of mind

KiNTO
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Value proposition

Selling the SAAS product to B2B customers

HOW TO
@TARGET PRICING ] > INCREASE

CUSTOMERS = Nln e A

B2B - Focus on Customer Pricing strategy Community

segments - LE & SME definition management

Large corporations and institutions - The price can depend on: To support users’ engagement and
airports, hospitals, universities — development of communities for each

» Volume of support provided to the

customer in portfolio, special ‘field’
customer (package-based)

person is required to be present on

who struggles with parking shortage
or wants to improve corporate CO,

footprint or safe commuting of « Competitive landscape site, advise users on product,
employees. Tailor-made Business motivating and explaining benefits of
Solutions to follow for dedicated * Acquisition and retention strategy usage, organizing engagement events
Customer Segments (e.g. free trial etc.

KiNTO
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Business model - Essentials

g the | PEEEO
» Markets are buying the licence from KJL ‘ll_- Low
(fixed fee) and selling it to their B2B ), -
customers. — Group B: \ :
MM5 Nordics, SA, Poland, Russia, Irelg\r:v(ilt’zg?I?r:gmézpe(::';t\uaﬂﬁg\:rs;”a’ Overseas: Japan, USA,
 Certain % from the revenue is paid to KJL , ' Israel, Kazakhstan Sl e Canada, Australia etc.
e s Fixed fee: £75k* Fixed fee: £60k*
aS a Va rla e ee Variable fee: 20% Variable fee: 20% Variable fee: 40% TBD (actua| cost +)

*+2% yearly inflation

Market .
Lz Grouping based on:

1. Market’s potential (e.g. penetration assumption based on
= competitive landscape, government support)

local price for KJ product 2. SFC business size

N of corporate customers

revenue stream 3. Cooperation format (for Group D - case by case approach)

 Prices for the local contracts and sales approach
are defined by the Markets themselves.

» Markets are accountable for supporting their B2B
VEE customers in engaging users, managing
(SFC + NMSC) communities and promoting KJ product locally.

Licence fee
yearly

KINTO Join Ltd.

]
K | N TO *Variable fee



- PUBLIC 2\RH

KINTO Join - 5Y business case

The majority of KINTO Join customers will be large enterprises

Year 1 Year 2 Year 3 Year 4 Year 5

Target companies (FY)

LE with more than 1000 employees 4 16 29 40 52
LE with less than 1000 employees 1 6 1 16 20
SME 2 6 10 14 18
Total 7 28 50 70 90
Income Statement (FY)

Sales revenues 48.000 € 198.000 € 357.000 € 498.000 € 642.000 €
Cost of sales 44.600 € 129.600 € 161.400 € 189.600 € 218.400 €
Gross profit 3.400 € 68.400 € 195.600 € 308.400 € 423.600 €
SG&A Expenses 236.700 € 157.900 € 178.300 € 178.300 € 178.300 €
Net income -233.300 € - 89.500 € 17.300 € 130.100 € 245.300 €

Breakeven: total SFC costs vs revenue
EXAMPLE:

Cost of sales + SG&A expenses = 339k
67 customers paying 5k bring 339k revenue.
34 customers paying 10k bring 340k revenue.

KiNTO

Main Cost Items:
« KJL yearly fee

« KINTO Join Sales team <salary=>
« Customer care <team salary or outsourced / agency fee>
« Marketing expenses




- PUBLIC 2\RH

Business model — Cross-selling

COMISSION

KINTO ONE

KINTO SHARE

KINTO FLEX

KINTO RIDE

DISCOUNT

KiNTO



- PUBLIC 2\RH

Business model - Cross-selling

KINTO Join is a non-assets’ based product (SaaS) - whatever you sell KINTO One
or KINTO Share, add KINTO Join on the top.

WHAT. WHY. KJ as perfect | Enhanced HOW. One Sales One pitch
door opener [ sales team pack
KINTOSHARE | KINTO ONE for other proposition (trained for (Share + Join
services cross-selling) for One + Join)
Mobility MTBP support
package for [ through
KINTO FLEX KINTO RIDE companies additional
more revenue
attractive streams

KINTO Join is also a perfect door opener for other services - get % from each KINTO
product sold thanks to KJ pitch.

Corporate Enhancement

Mobility of sales’

strategy channels -
Engagement
of Retailers

KiNTO
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KINTO Join - Success metrics

KEY KPI's to be tracked via KJ Dashboard

Sales & Revenue App performance Product Usage

# of new registrations
# of active users
#of verified journeys

# of new leads / prospects # of app downloads
# of new contracts # of in-app messages
Sales funnel conversion rate # of trips per user

|I|||“ il

Revenue Profitability IIIII
2024 2025 2026 2027 2028 2029 2030

KiNTO
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Route2Market - Timeline & key elements

Launching KINTO Join product in the market (4-5 months)

1 months 2 months 1-2 months
Investigation of the local Identification of potential MTBP & Product approval, Internal test to learn the Launch of the marketing
mobility market and prospects — LEs & SMEs; Legal contracts preparation,  functionality of KJ app; campaign and start
feasibility study; establishing analysis of revenue potential Definition of KPIs potential trial with a building the sales funnel

of a dedicated team and pricing strategy friendly customer

P —

Business Product AT ‘
My statistics
Case approval

Driving home . Y fe CO2Saved

Local T&Cs Cooperation — wa |

Legal &

Compliance divst " A :
analysis adjustments greemen L : G
A pt requests - .:: % V‘V‘alktd Jouvneys‘ -

# Driven Journeys

Team
trainings

KiNTO



Contact KINTO Join

Get in contact with KINTO Join team

e Business Owner: Irina Mazunova
Irina.mazunova@kinto-mobility.eu

* KINTO Join Ltd Support team
support@kintojoin.io

Budget to set up and run the business

Allocate a budget to start the
marketing campaign and customers’
acquisition, as well as customer
support and other related costs (incl.
yearly KJ licence fee).

- PUBLIC 228

Requirements to start

Prepare Business Case

Evaluate the benefits, cost/risk, set up
your strategy.

Study your mobility market, learn

the competitors, investigate the
environment - governmental initiatives,
latest trends, customers’ behaviour,
local users” habits and mentality.

Dedicated team & responsibilities

Define dedicated team and describe
responsibilities of each KINTO team
member.

Legal & Compliance

Study of all legal and taxation aspects
of the market in order to identify local
specifics and to adopt Privacy Policies
and T&Cs.

Feasibility study performed by BIG4 is
highly recommended.

Review and sign the Cooperation
Agreement with KINTO Join Ltd.

Sales strategy alignment

Get in contact with other KINTO
Services in order to establish the most
efficient sales & cross-selling strategy.

Learn from running Markets’ the BPs
and key take-aways, adopt to the local
reality.
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Blueprint for country activation

Suggestions/ possible selected questions to answer

Description

Please describe your high-level KINTO Join
vision for the next 4 years with the strategy
how to implement.

What is the current carpooling situation (overall) in your market?

What are the key trends and drivers (e.g., climate protection (CO2 Emission), increasing urbanization & traffic volume, etc.)?
What is your current carpooling vision?

What are the market/ country regulations influencing carpooling as business? Any restrictions or incentives?

Vision

Employment Plan

Timeline

Market

Product
Development Plan

Value proposition

Financials/ KPIs

Comments for
financials

Summary/ Mgmt
Comments

Please describe your headcount strategy
accordingly to the KINTO Join service
launch

Please add a timeline with all KINTO Join
launches (e.qg., Pilot, full -national-launch).

Please describe the local carpooling
market.

Please describe your future KINTO Join
development plan (e.g., Retailer
integration, etc).

Please describe the KINTO Join value
proposition in your market.

Please provide the financials for KINTO
Join and fill in the relevant KPIs.

Please add any additional comments to
the financials.

Please add any overall additional
comments.

How do you want to position yourself in the existing carpooling market?
What is your USP?

What are the needed resources now and up to FY27 to realize your carpooling vision (numbers of headcount)?

What are the key needed competencies?

How do you want to set up your resources (permanent headcount, consultancy, contractors, etc.?)
Which KINTO Join service launch mode you prefer (internal test, pilot with friendly customer, full-scale)?

What are your priority and timeline?

What is the current market situation of the carpooling service?

Who are the competitors and what is their service (facts & figures) about?

What is their USP?

Are there any regulations that could influence carpooling service development?

What are the opportunities?

What are the challenges?

What are your key priorities?

What are the strategic and financial impact?

What specific support is needed (from KINTO Europe, etc.)?

What is the carpooling service about (services description)? What are you offering?
Who are your targeted customers (SME, LE..)?

What is your operational model?

Which stakeholders and parties are involved?

What is your geographic coverage (nationwide/local)?

What are the revenues? Please provide detail of calculation in the comments. Please provide the details like new contracts, renewal rate.

What are the costs? Please provide details of considered costs in the comments.

What investments are required to get the service up and running? Please provide details of considered kind of investments in the

comments.
What are the relevant KPIs for the service in your market?

Please provide the details of your revenue calculation.

Please provide the details of considered costs & investment.
What are highlights? Special priorities?

Are there any other interesting topics you would like to mention?
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KINTO Join - sustainable commute

‘ Verification of the carpool @ Sustainability report
Incentive based on proof Gamification - coming

Employer resolves problems with employees’ commuting, car park tension & CO, emissions

Employees are benefiting from flexible mobility solutions and incentives for usage
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KINTO Join - sustainable commute

Why Corporate Carpooling

KINTO Join mission is to support companies in incentivizing their employees
to use more sustainable and safe way to get to and from work.

« Sharing commuting « CO, emission  Socializing with
costs reduction colleagues

« Getting incentives « Safe alternative  Flexibility & peace
from employer to public transport of mind

KiNTO
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Value proposition

Selling the SAAS product to B2B customers

HOW TO
@TARGET PRICING ] > INCREASE

CUSTOMERS = Nln e A

B2B - Focus on Customer Pricing strategy Community

segments - LE & SME definition management

Large corporations and institutions - The price can depend on: To support users’ engagement and
airports, hospitals, universities — development of communities for each

» Volume of support provided to the

customer in portfolio, special ‘field’
customer (package-based)

person is required to be present on

who struggles with parking shortage
or wants to improve corporate CO,

footprint or safe commuting of « Competitive landscape site, advise users on product,
employees. Tailor-made Business motivating and explaining benefits of
Solutions to follow for dedicated * Acquisition and retention strategy usage, organizing engagement events
Customer Segments (e.g. free trial etc.

KiNTO
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Business model - Essentials

g the | PEEEO
» Markets are buying the licence from KJL ‘ll_- Low
(fixed fee) and selling it to their B2B ), -
customers. — Group B: \ :
MM5 Nordics, SA, Poland, Russia, Irelg\r:v(ilt’zg?I?r:gmézpe(::';t\uaﬂﬁg\:rs;”a’ Overseas: Japan, USA,
 Certain % from the revenue is paid to KJL , ' Israel, Kazakhstan Sl e Canada, Australia etc.
e s Fixed fee: £75k* Fixed fee: £60k*
aS a Va rla e ee Variable fee: 20% Variable fee: 20% Variable fee: 40% TBD (actua| cost +)

*+2% yearly inflation

Market .
Lz Grouping based on:

1. Market’s potential (e.g. penetration assumption based on
= competitive landscape, government support)

local price for KJ product 2. SFC business size

N of corporate customers

revenue stream 3. Cooperation format (for Group D - case by case approach)

 Prices for the local contracts and sales approach
are defined by the Markets themselves.

» Markets are accountable for supporting their B2B
VEE customers in engaging users, managing
(SFC + NMSC) communities and promoting KJ product locally.

Licence fee
yearly

KINTO Join Ltd.

]
K | N TO *Variable fee
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KINTO Join - 5Y business case

The majority of KINTO Join customers will be large enterprises

Year 1 Year 2 Year 3 Year 4 Year 5

Target companies (FY)

LE with more than 1000 employees 4 16 29 40 52
LE with less than 1000 employees 1 6 1 16 20
SME 2 6 10 14 18
Total 7 28 50 70 90
Income Statement (FY)

Sales revenues 48.000 € 198.000 € 357.000 € 498.000 € 642.000 €
Cost of sales 44.600 € 129.600 € 161.400 € 189.600 € 218.400 €
Gross profit 3.400 € 68.400 € 195.600 € 308.400 € 423.600 €
SG&A Expenses 236.700 € 157.900 € 178.300 € 178.300 € 178.300 €
Net income -233.300 € - 89.500 € 17.300 € 130.100 € 245.300 €

Breakeven: total SFC costs vs revenue
EXAMPLE:

Cost of sales + SG&A expenses = 339k
67 customers paying 5k bring 339k revenue.
34 customers paying 10k bring 340k revenue.

KiNTO

Main Cost Items:
« KJL yearly fee

« KINTO Join Sales team <salary=>
« Customer care <team salary or outsourced / agency fee>
« Marketing expenses
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Business model — Cross-selling

COMISSION

KINTO ONE

KINTO SHARE

KINTO FLEX

KINTO RIDE

DISCOUNT
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Business model - Cross-selling

KINTO Join is a non-assets’ based product (SaaS) - whatever you sell KINTO One
or KINTO Share, add KINTO Join on the top.

WHAT. WHY. KJ as perfect | Enhanced HOW. One Sales One pitch
door opener [ sales team pack
KINTOSHARE | KINTO ONE for other proposition (trained for (Share + Join
services cross-selling) for One + Join)
Mobility MTBP support
package for [ through
KINTO FLEX KINTO RIDE companies additional
more revenue
attractive streams

KINTO Join is also a perfect door opener for other services - get % from each KINTO
product sold thanks to KJ pitch.

Corporate Enhancement

Mobility of sales’

strategy channels -
Engagement
of Retailers

KiNTO
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KINTO Join - Success metrics

KEY KPI's to be tracked via KJ Dashboard

Sales & Revenue App performance Product Usage

# of new registrations
# of active users
#of verified journeys

# of new leads / prospects # of app downloads
# of new contracts # of in-app messages
Sales funnel conversion rate # of trips per user

|I|||“ il

Revenue Profitability IIIII
2024 2025 2026 2027 2028 2029 2030
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Route2Market - Timeline & key elements

Launching KINTO Join product in the market (4-5 months)

1 months 2 months 1-2 months
Investigation of the local Identification of potential MTBP & Product approval, Internal test to learn the Launch of the marketing
mobility market and prospects — LEs & SMEs; Legal contracts preparation,  functionality of KJ app; campaign and start
feasibility study; establishing analysis of revenue potential Definition of KPIs potential trial with a building the sales funnel

of a dedicated team and pricing strategy friendly customer

P —

Business Product AT ‘
My statistics
Case approval

Driving home . Y fe CO2Saved

Local T&Cs Cooperation — wa |

Legal &

Compliance divst " A :
analysis adjustments greemen L : G
A pt requests - .:: % V‘V‘alktd Jouvneys‘ -

# Driven Journeys

Team
trainings
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Contact KINTO Join

Get in contact with KINTO Join team

e Business Owner: Irina Mazunova
Irina.mazunova@kinto-mobility.eu

* KINTO Join Ltd Support team
support@kintojoin.io

Budget to set up and run the business

Allocate a budget to start the
marketing campaign and customers’
acquisition, as well as customer
support and other related costs (incl.
yearly KJ licence fee).

- PUBLIC 228

Requirements to start

Prepare Business Case

Evaluate the benefits, cost/risk, set up
your strategy.

Study your mobility market, learn

the competitors, investigate the
environment - governmental initiatives,
latest trends, customers’ behaviour,
local users” habits and mentality.

Dedicated team & responsibilities

Define dedicated team and describe
responsibilities of each KINTO team
member.

Legal & Compliance

Study of all legal and taxation aspects
of the market in order to identify local
specifics and to adopt Privacy Policies
and T&Cs.

Feasibility study performed by BIG4 is
highly recommended.

Review and sign the Cooperation
Agreement with KINTO Join Ltd.

Sales strategy alignment

Get in contact with other KINTO
Services in order to establish the most
efficient sales & cross-selling strategy.

Learn from running Markets’ the BPs
and key take-aways, adopt to the local
reality.
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Corporate mobility business solutions

Already live platforms being enhanced

to address sustainable mobility challenges

of organizations which are looking for

tailor made platform serving their mobility needs
- HOSPITALS, AIRPORTS, FACTORIES

KiNTOJOIN

HEALTHCARE

AN
g

CITY AND RURAL LOCATIONS

ZIENDA OSPEDALIERA
SAN GIOVANNI ADDOLORATA

Extreme size variations, meaning
needs/goals vary depending on size

+

Patient needs for better mobility and
transport in and around the hospitals

CAR PARKING
STRAINS

Parking costs/availability

e

NEED TO REDUCE
CARBON FOOTPRINT
INLINE WITH CSR

BASED IN RURAL AREAS
WITHPOORACCESSTO
TRANSPORT

NO INTERNAL/ON SITE
ACCESS TO MOBILITY

Bringing safely a huge amount
of people to the same venue

A need to manage

massive traffic jams with
limited parking

KiNTO

CUSTOMER
PRIORITISED PARKING

Staff finishing anywhere within
a 24 hour period, increased
stressed on ensuring you are
able to get home

Parking facilities
are a long walk
from the site itself

A

Toronto
Pearson

KiIiNTOJOIN (%) &

AIRPORT
YOUR LONDON AIRPORT

M

YUL

e
Heathrow
Making every journey better
Montréal-Trudeau

International
Airport

Sites fairly inaccessible
via public transport

A need to reduce time
getting around site
to optimise work rate

Need for accessible
transport from site to site,
on demand

PARIS 2024

G~

KiNTOJOIN [
FACTORIES

LY
TOYOTA

TOYOTA MOTOR MANUFACTURING FRANCE
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Corporate mobility business solutions
Airport business case example

Based on 5 years of experience with major european airports

KEY FIGURES
@ OPPORTUNITIES

AIR PASSENGER TRAFFIC CHANGE IN EUROPE

AIRPORT CHALLENGES 0
. -64.3%
* Bringing employees back to work
* Improve effiCiency to recover after NET PROFIT LOSS OF COMMERCIAL AIRLINES IN
the pandemic impacts S anE
» Parking costs and opportunities 11.2bn USD
» Employees welfare / commuting costs
« Build their own sustainable footprint ESTIMATED REVENUE LOSS OF EUROPEAN AIRPORTS IN
also for pr and branding 39.7bn USD
Europe's Air Travel Hubs
AIRPORT SIMULATION and the Cozonavirgs Crisis
*  5.000 employees B et tee e
+  1.000 employees commuting daily S e

-> |F 5% KINTO Join service penetration:

Charles Heathrow Schiphol Frankfurt Madrid

* 50 PARKING SPOT REDUCED B o o s
* AVG Cost per parking 50€ xday = 2.500€

-~ @ - @

Source: statista¥

OBJECTIVE

FREEING CAR PARKING SPACE,
REDUCE C02 EMISSION WHILE

INCREASING EMPLOYEE -
SATISFACTION. GALS

Seven priorities to minimize negative impacts
and to consume less resources

it

KiNTOJOIN
AIRPORT
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