TONNE

3.5 million
truck operators.

Purchasing separately.

What if they purchased as one?
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The transport industry buys like retail.

Millions of negotiations. Zero enterprise leverage.

TODAY POSSIBLE

Millions of separate commercial relationships One enterprise relationship

[ ls4 MANUFACTURER } { ls1 MANUFACTURER }

T
/ ! \
g ! \

ENTERPRISE
o CUSTOMER
() () () (m) () ()
FLEET 1 FLEET 2 FLEET 3 FLEET 4 FLEET , J Y l J s 1 ‘ 1
3,500,000+ ; ¢ :

W) (We) (We) (W) --- (W

@ Manufacturers reward scale. Fragmentation prevents it.
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Makes 3.5 million transport businesses
buy like one enterprise.

3.5 MILLION TRANSPORT BUSINESSES ENTERPRISE BUYING POWER
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Why no one built
the demand chain.

WHO COULD HAVE BUILT IT? WHY THEY DIDN’T

OEMs

Cannot be demand-neutral.

Built solely to organize fragmented
demand across the industry.

—_> S ly-first
h (Michelin, MRF, Apollo, etc.) They only represent their own products. @ Ry
=3 Compete with each other.
[— 0] Dealers — No incentive to organize demand m’ o
beyond their territory.
Marketol Connect buyers and sellers but .
E arkeiplaces —> don’t become the buyer or negotiate = Transaction-first
g (IndiaMART, B2B platforms, etc.) enterprise terms. LA
a L Fleet O ¢ 3 Build buying power only 8 TR DR
B arge riee perators for themselves, not the industry.
e ®e Transport Businesses Too fragmented to coordinate ©_0
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28R (55 millions) and negotiate at scale. e G s
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Every incumbent is designed to optimize
@S:@ supply. TONNE is designed to organize demand. ‘




- The Missing Layer.

Every participant in the transport ecosystem optimizes for their own interests.
No one can represent the market.

THE OLD REALITY: SILOS WITH CONFLICTING INCENTIVES

Financial Institutions

OEMs Dealers Fleet Owners
@ Optimize for @ Optimize for | 3 Optimize for E ? i Optimize for
their own fleet ——t risk and lending

their own brands their own inventory

and margins. and profits. outcomes. returns.
Can’t represent Can’'t recommend Can’t coordinate Can’t become a neutral
competing OEMs. competing dealers. fragmented demand. commercial coordinator.
4 4 2 A

No entity can connect everyone without choosing sides.
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Represents the market. Aligns every participant.
Coordinates demand. Enables better commercial outcomes for all.

Every major industry eventually develops a neutral coordination layer. o0Oo 3.5M+
Transport is the last trillion-rupee industry that still doesn’t have one. =M= ::j:lifr’:;'tc:zfgl‘:;slzi
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1 - 20 Vehicles

oio)

Highly fragmented

Low procurement intensity
Informal buying

Higher CAC per X of spend

X X X X

Later

OUR FOCUS CUSTOMER
Owner-led fleets with
meaningful recurring
procurement.

Typically 20 - 150
commercial vehicles.

ANNUAL RECURRING
COMMERCIAL SPEND
BREAKUP* >

O

All numbers approximate

31%

%1,05,000 Cr

We start where procurement pain is highest.

Then we expand with the same buyer.

3.5 million transport businesses. One commercial operating layer.

MARKET BY FLEET SIZE (BY # OF VEHICLES)
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20 - 150 Vehicles

‘—_‘o@

& High procurement intensity

@ Owner / prometer-led decisions
@ Pain of price & availability

@ Limited negotiating power

@ High repeat purchases

150+ Vehicles

so=ea)

Structured procurement

Existing contracts & systems

Multiple stakeholders

X X% X

Long enterprise sales cycle

TONNE STARTS HERE W Later
A _H
A 4
TYRES @ . - @ INSURANCE
20 - 150 VEHICLE REPAIRS &
LUBRICANTS | {5 1 FLEET OWNER ~{ R SPARES
Same decision maker.
e - Multiple recurring needs. o VEHICLE
RATIEES @ FINANCE

Every category. Every year.

E] BATTERIES @

41,500 Cr

@] LUBRICANTS

¥52,500 Cr

15% 12%

INSURANCE REPAIRS &
X SPARES
%1,00,000 Cr 267,500 Cr
29% 20%

*Bottom-up estimate based on industry reports, expert interviews and internal analysis. Detailed assumptions and model available upon request.

EXPANSION PATH (SEQUENTIAL)

Lo

20 - 150 Vehicle Fleets
(Start Here)

1 - 20 Vehicle Fleets
(Referral Led)

150+ Vehicle Fleets
(Enterprise Sales)
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Expand Across
Categories

00
00

Long-term Expansion Across
Fleet Segments & Categories

EXPANSION POTENTIAL*

I3.4 Lakh Crore®

After expanding across fleet segments
and procurement categories.

VEHICLE
@ FINANCE TOTAL RECURRING
COMMERCIAL SPEND*
77,500 Cr
23% 3.4 Lakh Crore’
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The more TONNE grows, o
the harder it is to compete.

Three compounding moats that competitors can’t replicate.
cO2
> = >

LARGEST LARGEST DEEPEST
PURCHASING NETWORK DEMAND INTELLIGENCE LAYER OEM RELATIONSHIPS
More fleets on TONNE v/ Millions of recurring purchases v OEMs & suppliers integrate deeply
Higher purchasing power v/ Richer data at every layer v/ Exclusive commercial programs
Best commercial terms > (isagvctigle, Youte oot S pand) > v/ Finance partners provide
h . v/ Superior demand intelligence working capital
Lower prices, better quality, (f » A lee i )
more services PrecastindsPlanaing, price QiseaNsty v Fleets transact, plan & rely on TONNE

v Better decisions for OEMs & fleets

0O D at every scale with scale and time Built to last.

/~/'|._.I Better economics a’B Data advantage compounds @ High switching costs.

0 Competitors can copy software. They can’t copy the network.
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Built From Zero. Repeatedly.

Over 12 years, | have been trusted to build new growth engines from zero—across regions and industries.
Every time, | encountered the same truth: demand is fragmented, but scale is consistently rewarded.
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MICROFINANCE
9 Pan-India (Digital Lending)

@

__oem
IW®

TATA MOTORS

9 Karnataka Q Telangana & Andhra Pradesh Q@ South India

c d Created
reate =
RiraliRariiiti o M | Created o Created Q e Digital Lending vertical
? PL:ra 'Is?':l Ut"’)’n e Bus vertical InsurTech vertical from zero to
channel "Neev s from scratch. from scratch. r ¥500 Cr ARR.
from scratch.
Built L
earned
Learned L Learned @ Product strategy
* Manufacturers reward @ Credit polic + Embedded
. i » Independent transport Rolicy.
Demand is fragmented. cohcettrated dermandl. 2P diass P S — ecosystems
businesses remain 'P Y caltcotiditatis
* Scale is rewarded. » Commercial programmes highly fragmented. @ Commercial strategy fragrmanted
follow scale. @ Founder & CXO relationships A
: participants.
@ Operating model & governance
@ @ ® »
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TONNE

Applies every lesson to one problem.
Enterprise buying power for independent transport businesses.

From building channels to building businesses, and finally building a full digital lending engine—
my journey has been about one thing: creating new growth engines that solve real problems.
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