MEHUL
--- Enterprises L.L.C ---

QUALITY, EFFICIENCY, EXCELLENCE

Earth Orbit Trading LLC

DELIVERING FRESHNESS AND QUALITY BEYOND BORDERS
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Value Commitment

"We are committed to leveraging our
team to gain maximum market share for
our esteemed brand. Our primary
objective is to consistently deliver
consumer satisfaction by providing
premium products and ensuring our
customers receive true value for their

money."

Group CEO
Hussain Al Rahbi

Presence across GCC countries since 1 994
M—

UAE Oman

Leading HoReCa & Retail distributer in Oman
50+ Consumer-Centric Brands

0.5M+ Sq. Ft. of State-of-the-Art Warehousing
Driven by Visionary Leadership

200+ Talents from 5+ Nationalities, Powering Growth
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= Our Synthesis

Corporate Business Ecosystem
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Manufacturing

In-Store Model

Retail & HoReCa Technology

Only distributor in Effective Brand Making Big Brand In house ERP Factories - OMAN
the region - partnering Bigger Development & UAE
HoReCa  Effective coverage | \_

Optimizing Resource Synergy
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"Equipping the organization for the future through a strong value system, resilient strategies, and the implementation of industry best practices." ¢ enia
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lli= Multi Fold Approach

2. Customer’s 4. Growth & Expansion

Cutting-Edge B_usiness SO.lUtions Guarantee Continuous and Positive
and Exceptional Service Growth

ARE N\
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" Growth

~ Strategies
0 3
! 8
€ °

Vst Do

1. Brand 3. Employee’s

Expand Market Presence and Share Engage, Develop, Inspire, and Retain
Talent
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“Brand Building and Market Share Growth are the central pillars of our organizational strategy, driving our focus and direction." Confdenti



li= Framework for Brand Building

Analyze markets

N
/

2 ¥ Passion

Our Mission

Resource allocation -
sueld 91hJ9xg

/

Consumer Insights

"Optimized Route-to-Market and Operational Excellence to Drive Sustainable Market Share Growth." Confidentl



lI= Oman Operation Shapshot

Bedrock of Values & Ethos (500 Ksqmir “\I \
50+ Warehousing 4850+

| Space l

Multinational Brands | Customers |

An agile organization complemented

Continuous i B B \ by an equally strong & best in class | 30 N\
improvement RS 200+ Tatents | infrastructure i \
'9ger ,\ Delivery |
5+ Nationalities vehicles |
Sustainable Stakeholder
growth interaction

Sourcing from

15+ countries

Deliveries
per month
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lli= Customer Relationships at Forefront

Modern Trade HoReCa eCommerce Institution & Gas Station
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Cultivating Strategic Customer Relationships for Over 30 Years Confidenta
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M= Our Organization

Region Headcount
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"Our teamiis fully dedicated to embracing the behaviors that drive a growth mindset and foster continuous progress." Confidenta



= Brands Portfolio
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"Strategic Brand Building through Leveraging Market Insights and Expanding Distribution Network across the GCC Region."

Confidential
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lli= Demographics

India: 33%

0-24yrs. 36%

* Male: 64% * Omani: 54% « Bangladesh: 33% o Source: Infographics

4.57mn e Female: 36% . Expat: 4b6% « Pakistan: 1% ¢ 25-54yr5. 98% (Global Media Insights)
. Others: ) 239 » 55 Above: 6%
Key Highlights Channel Contribution

* Upcoming state-of-art facility, Investment of US $ 10 mn+
15,000+ Sq Mtr area : 10,000+ pallet position
VNA & Standard Racking system, 07 loading & unloading bays

HoReCa 8%

Wholesale8%

3 Temperature Zones : Ambient, Chilled & Frozen

Modern Trade 57%

Separate loading/unloading bays for chilled & frozen products

GREEN BUILDING - complies with all Government regulations Tradtioal T

Feeder warehouse & offices in Sohar, Salalah, Sur & Nizwa
*Focus Channels - Horeca & Traditional Trade

13

Expanding the HORECA Channel: Established a dedicated division to fully leverage its potential. Confidenti



lI= Coverage

Coverage
Total no.of | Chain- Chain- |, L No. of Outlets
No| Trade Channel . Chain Outlets Single| Classification | MCT |SOH| SLL | NIZ | SUR Covered
1 | Modern Trade 78 20 75 3 Key Account: A 35 21 | 10 4 75
Duty Free 1 1 1 0 3
5 | self service 101 ’g 195 276 SuperMarket:A | 169 | 24 | 18 | 10 | 10 231
Super Market:B | 92 16 | 20 | 30 | 12 170
Airline 1 0| O 0 0 1
Bakery 79 72 | 23 | 34 | 18 225
Catering 46 42 | 13 | 20 | 10 130
3 Horeca 869 10 26 843 | Coffee Shop 28 251 8 | 12 | 6 79
Hotel 48 44 | 14 | 20 | 11 136
Restaurant 93 8 | 27 | 40 | A 266
Institution 11 10| 3 5 3 32
4 | Whole Sale 79 5 20 59 |Whole Sale 44 4 | 21| 5 5 79
Traditional Grocery / E?aqala 290 | 192 | 51 | 120 | 103 756
5 Trade 886 30 72 814 |Petrol Station 64 29|14 ] 12 | 11 130
Zoom 0
6 | E-Commerce Others

Tota/ e _|

30 Delivery Trucks of (3.5 /7 MT) to Service major accounts

Building SCM efficiencies
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1= Demographics

« Dubai:  46% o India:  27% * 0-l4yrs: 15%
* Male: 69%  Abu Dhabi: 20% « Pakistan: 13% » 15-24yrs. 12% Source: Infographics
1017mn * Female: 31% « Sharjah: 23% e Locals 1% « 25-54yrs: 64% (Global Media Insights)
« Otherss 1% « Others: 49% * 55-64yrs: Th
* 65&>: 2%
Key Highlights Channel Contribution
Van Sales
13% Modern Trade
aM3na . HORECA 46%
» State-of-the-art facilities @ 3PL Partners across all Emirates 10%
* Preferred partner of choice in high end caterings and 5star hotels
Wholesale
» GREEN BUILDING - complies with all Government regulations 8%

Feeder warehouse & offices in Abu Dhabi, Alain, Sharjah, RAK &]Eujairah

Traditional Trade
23%

*Focus Channels - Horeca & Van Sales
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Expanding Van Sales and HORECA Channel: Created a dedicated division to maximize opportunities in these markets.
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llI= Why Mehul Enterprises : Brand Architects..

Distribution Reach Brand Focus Financial Capabilities
- N\ N

Continuous efforts to enhance Deep commitment towards Financial steadiness offers

coverage and overall reach Brand performance & growth further leverage & strength

200+

Talents Servicing

4850+

Customers
regionally

Data Driven
the Brands

Approach

Sustainable Value creation

y N y N y N
17
Retail Know-How Infrastructure Leadership
N N N
Strong fundamentals to World class infrastructure to Expert leadership advocates
understand market dynamics ensure business continuity transparency & quick decisions

™%
1
We remain optimistic about Retail distribution, driven by our strong core principles and adaptive strategies. Confdentil



= System efficiencies & Data driven approach

Existing Technology: System Attributes: Well equipped Distribution Center

N N

® Daily Sales Report, by
o Salesperson
Channel e WS B B
Area A N\ (el )
Brand B| - i R R
SKU 4 (@) 1SO 22000

Enterprise Resource Planning

O @ O

Inventory report by SKU

Accounts receivables

Mobile Sales Force Autarretion Customer Analysis

® Profit & Loss

Merchandising Solution

18

We remain optimistic about Retail distribution, driven by our strong core principles and adaptive strategies. Confidenti



llI= Key governance imperatives

Product sustainability, * Deep dive reviews &
channel & competition mix scheduled reporting packs
* Budgeting, forecasting & * Focus on KPls, Service Level

macro economic evaluation Agreements & performance

measurement

Continued examination of
risks & mitigation plans

* Employee engagement &
satisfaction

* Credit ensured through Euler | « Enhancing employee talent

-- N o
19

Effective governance is at the core of our business Confidentl




TATE OF THE ART
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