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Voucher+ CashbaclPlatform
for White Labepartners:media,
companiesassociationandclubs
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Executivesummary

vouchersdealsand
cashbacks afast
scalingousiness
modelin the growing
e-commercemarket
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uniquewhite
labelapproach

rewardooffers
partnersaunique
modelfor free:full
brandingandsharing
revenuesat multiple
levels

extensive
customerdata

the platform
generates extensive
dataaboutuser
behaviour,
demographicand
purchasegrom alll
aspectf life

usergeneration:

partnernetwork

the companyis
partnerwith
telecommunication,
mediacompanies
andassociations.
rewardoput special
effort in the self
servicewhite label
offer for foundations,
sportandsocialklubs
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state-of-the-art
technology

ownresponsive
technologyplatform
inthe Amazorcloud
connectedto more
than 2,000shops
beingableto handle
millionsof users,
optimizedfor search
engines

strongmarket
pull

USandUKmarkets
areworth several
billioneach,German
speakingountries
areestimatedto have
amarketpotential of
5 billion, of which
only4%havebeen
exploited growing

fast.
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businessnodel:vouchers+ cashback



rewardoisavoucherandcashbaclplatform, operatingin the
GermanyAustriaSwitzerlandegion(DACHpfferingits
customersadiscountin form of vouchersanda cashback
paymentfor eachpurchaseviaits platform or partner
platforms.If acustomemakesapurchasdahroughthe rewardo
platform or anyof its white labelplatforms,rewardoreceivesa
commissiorfrom the shop.Ofthe commissionmewardopays \
out apart backto the white labelpartnerandin caseof
cashbacko the consumer.

The shoppingactivitiesgenerateextensivecustomerdata This
datais usedfor advertisingand customerloyaltyby N5 ¢ I NR 2 Q&
partners 4

Vouchersis even bigger Userssearchfor a voucherfor their
next salewith Googlemillion times per month. Searchengine
optimizationtogetherwith Googletrusted partnersiskeyhere.

Theglobalmarketis about$10 billion with an annualgrowth of
10%

rewardohasa speciattechnicalselfservicesolutionfor financing
sport and socialclubs With a little effort from the clubsthey
can finance their expenseswith NB ¢ | NuR@&hes and
cashbackrewardo gets A {isWaie on the top. Thisis a huge
potentialto exploit,e.g. Germanyalonehas600000clubs



rewardoin numbers
per09/2022

online since

2016

vouchers
and cashback

120 k

users per
month

140 «

visits
per month

200 «

page impressions
per month

N
87k

registered users
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newsletter
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in sales

sales
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average order value



the user(end customer)
lands on the page of
rewardoor any page of
its white labelpartners

the user has accessto
more than 2,000 shops
with cashbaclguarantee

with each purchasethe
online  shop pays
rewardoapremium

with each purchasethe
user will get the
promised cashback for
his  purchase from
rewardo

A the useralwaysgetsa cashback

A mosttimesthe userreceives/oucherswith the possibilityto combineit
with cashback

A daily,weekly monthlydealsin their favoriteshops
A pricecomparisorin manyshops
A shoppingrom anydevicesmartphonetablet, pc

A cashbaclare not bonuspoints,whichwouldforcethe userto shopagain
in the sameshop cashbacks realmoneypaidout to the dza SpsdSbaal
account

A collectingcashbacknableshe userto savesignificanamountsof
moneyfor other expensege.g.holiday)

A Usershavea profoundinterestto continuouslyshopusingthe rewardo
platform, asit enableghem to constantlyreceivecashback



Usersare searchindgor voucheraund discountshy Googlen
hugenumbers Everthe Top100keyworddikea | Y I T 2 y
3 dzii & CakeSearghédor overonemilliontimesper monthin
Germanyalone.Thesearchenginetool Sistrixmonitoresover
100000o0f thesekeywords.

Thekeyisto partnerwith siteswith strongGooglepositioning
to run avouchersite in their name(white-labelapproach).
Leadingplayersin Germanymakel-10mEuroannuallyin
revenues.

Since2019we acquiredpartnerslike PCMagazin Newsat, the
FunkeMediengruppeand DerStandard, dza (ldadlingdpality
pressandstrongestpagein Austriaregardingsearchengines
Ournewestpartnersarethe majormediaKurier(AT)and
Suddeutsch&eitung(DE)X; goinglivein 2023
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above:Searctengineoptimizationhasraisedtraffic at our white labelpartner site
gutscheine.penagazine.ddifteen timessinceJanuary2020.Thevisibilityin searchenginesis

risingaccordingly.

left: derstandard.ahasahigher searclindexranking tharanyother newspagein Austria.
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uniquewhite labelapproach &

extensivecustomerdata



Uniquewhite labelapproach

rewardohasauniquewhite labelapproachfor partnerslike
associationssportand sociatlubsandcompanies:

A rewardocanbe branded oralllevels:platform, e-maik
communicationyouchersandcashbackates.Evenshown
shopscanbe selectedfor eachpartnerseparately.

A the revenuecanbe sharedon multiplelevelswith
customergqcashback)yith white labelpartnersandwith
organizationsglubsandassociationgdonations)

Theseawo pointsmakerewardothe only completewhite label
solutionin the marketprovidingpartnerswith severabenefits:

A fully branded voucher and cashbacisite on partners
domain,i. e. gutscheine.partner.desearchengineoptimized

A with daily new dealsthe userscontinuallyreturn to the
partnerspage

A the white label partner gainsa new revenue stream by
receivinga shareof the shopprovisions

A the registrationdata of new usersis sharedwith the white
labelpartnersenablinga singlelog-in

A sourceof customerdata generatedthrough their shopping
activity

2
white label
approach

3

customer
data
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Whatarethe benefits of acompanyto bea

rewardowhite labelpartner?

advertising apartners
clientsandsearchengine

optimization

the clienthasaccesgo
morethan 2,000shops

with cashback
&‘@1.{‘ guarantee
with eachpurchasethe

4
— B
the client(endcustomer)

T onlineshoppays
suppliere.g.Vodafone, cashback rewardoapremium

landsonthe page ofits
ProSiebenSatl
5 whitelabelpartner

with eachpurchaseby a
clientthe white label
partnerreceives
Acustomerpersonaldata
Acustomershoppingdata
Aapart of the cashbackif
partof the businesscase

2

white label
approach

: : g
Benefitsfor the white labelpartner customer

A fully brandedvoucher andcashbacisite,i. e. gutscheine.partner.de deta
A receivinga part of the provision
A receivingdataaboutuser/clientbehaviorq BIGDATAsource

A increasingrafficonthe O 2 Y LJ-wélisi@andthereforeincreasinghe
loyaltyto the O 2 Y LJIbyaRdQ &

A the white labelpartnergetsitsowna & K 2 LYILJXfef i
B2Ccustomerswith speciashoppingopportunities

A the white labelpartnercanprovidedifferenta & K 2 LYILIX viithk £
different offersto its variousclientgroupse.g.privateclients,business
clients,heavyusersetc. (individuakargetgroupmarketing)

A regularcouponandcashbackampaignsilwaysprovidenew content,
especiallyor mediacompaniesandcontentmarketing

A the white labelpartnercouldoffer incentivescombinedwith own
productsandservices

A addressingwiderrangeof specializedargetgroupsby usingNB & | NR |
other white labelpartnersasa marketingplatform (e.g.with
newslettersteaserspannersgetc.)

Forsomesupplierghe valueof loyalcustomerscombinedwith the
customerinteractiondata(BIGDATA}s more valuablethanthe cashback.
Inthis caserewardoisableto retain 100%!
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Whatarethe benefits of anassociationsport or 2

white label

socialclubto be arewardowhite labelpartner?

approach

everyassociationsport
or socialclubwebsite
hasits rewardowhite
labelshoppingwebsite
andinvitesits

the memberhasaccess
membersto shop

to morethan 2,000
shopswith cashback
guarantee

Wit

the member(end
customer)shoponthe
white labelpageof
their favoriteassodci
ationor club

with eachpurchasethe
onlineshoppays
rewardoapremium

cashback

5 whitelabelpartner

with eachpurchasebya
memberthe white label
partnerwill receivea
definedpart of the
cashbackrom rewardo

Benefitdor the associationssportor socialclubs

A eachassociatioror clubgetsitsowna & K 2 LYLLIXfef @ members
with manyspeciashoppingopportunities

A possibilityof speciabealson clubor sportingequipmentanddaily
productsfor members

A the associatiorr clubcandefinegoalsor investmentspaidwith the
collectedcashbaclkemountof allmembersg.g.renewingthe clubhouse,
payingthe juniorsnewshirtsor footballshoesetc.

A the associatiorr clubandits membersget cashbackor eachpurchase

A the associatioror club cansavefurther moneyby buyingits own needs
viathe cashbaclplatform (e.g. office stuff, clubtrips, eventequipment,
clubequipment.etc.)

A byshoppingviathe associatioror clubwebsite the membersgenerate
cashbackvhichis kind of aclubsponsoring it workslikea O N2 ¢ R
alLkR2yazNAy3a

A the associatioror clubuses respectivelystrengthenshe emotional
relationwith its members

11
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white label
approach

rewardowhite labelUSP:

multilevelrevenueshare

3

. t
Onelevelrevenueshare Multi-levelrevenueshare Cu?jgger

cashbaclplatform NBE g | NIBRFB W3

Amultilevelrevenueshare
Awnhite labeltechnology
Aunlimitedpartnerships

ABIGDATA
Thecashbaclplatform rewardopayspart of
paysthe userpart of the premiumof the
the premiumfrom the shops taall partners
shops andcansplitit
individually
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Whatkind of customerdatais generated?

Registeredisersat rewardodepositdemographi@andpersonal

data.

In additionthe shoppingactivitiesof the end customergdeliver

extensivedata:
A customers
A demographidata
A geographicatlata
A customerehavior
A shopvisitsby customers
A shoppingrequency
A favorite shops productsandbrands
A shoppingoehavior
A detailedshoppingbaskednsights
A customershoppingbehavior

Oursolutionfor white labelpartnersandinvestorswho want
to integratethe datainto their valuechain,arecompliantto
dataprotectionlaw. In Switzerlandve are consultedoy the
wellknownlawfirm WalderWyssjn Germanyby lawyerand
book-author Prof.Dr. StefanErnst.

3

customer
data

ANALYTICS 92% ’
«

Last Updated:
DAS H B OA R D L 260 Data Availability
Mxenlo O
Evolution Metric Actual vs Target Actual Target Products positioning
TS Revenue E— | $34M 82.0% 80 ———
b PR R — 1.2M 108.7% B .
"W\ @ Avg. Order Size | $850.3 71.0% ”.
N~ OnTime Delivery —|— 96.0% 96.0% 50 f 5
LV NewCustomers — j—p— 15432 145.04 ol S @
VA~ Cust Satisfaction | —t 08.3% 10 '
I Market Share — | 46.9% 8




usergeneration:
strongpartnernetwork
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Howdoesrewardoreachthe market

andgaincustomer®

NB ¢ | HRm@a@tor the acquisitionof newcustomers:

A NEB ¢ I §REnketapproachis primarilybasedon
multipliers,white labelpartnersandaffiliates

A asecondapproachareuserscomingdirectlyto the rewardo
homepage
NB 4 I §REn@rketapproach

A white labelpartnershipswith largecompaniesassociations,
sportandsocialclubsandorganizationsvith a significant
numberof clients,membersor users

A websiteswith significantraffic

A affiliatenetworkswith hugenumbersof shopsandservice
companie®fferingallkindof productsandservices

A shopsfor dailygoodsandservices
white labelfunctionality

A white labelpartnersdo not haveto payanystart-up or
initializationfee for the rewardod a K 2 LJLJIXpfatbrm

A rewardoprovidesits full functionalcashbacklatformto all
partnersfor free

A in addition,all partnerscanreceivea significanshareof the
cashbaclandthe BIGDATAbasedon individualcontracts

4

user
generation




Howdoesrewardoreachthe marketand 4

user

gaincustomer® generation

1
= 4

professional media sport& social associations rewardo

organizations clubs website

telecommunication, newscompanies, soccerclubs music swisgeachers, traffic from social
transportetc. onlinemediaetc. societiesprass medicajpersonal, media,searchengine
bands further associations, optimizationand
foundationsandnon own marketing
profit organizations

actualreach actualreach actualreach actualreach
100m coupons 200m visitors 1.5m members 200,000members

permonth 600,000clubsonlyin
Germany




Newopportunity: Sanifair

Sanifaircontractsigned
A sanifaiisthe biggestoilet franchisein Europe

A the customerpays0,70¢ - 1,00¢ andreceive),50¢ asa
couponto usefor shopping

A morethan100m couponsredeemedper year

A newapplaunchesn summer2022to bring Sanifaiinto the
digitalageandaddonlineshoppingo A (ofieés

A the goal:all couponsby app,10%in the next12-24 months
¢ aboutl0Om

A rewardoisintegratedin the app

rewardowill deliverabout2/5 of all offersin the app

A that wouldaccountto 4 m redeemedvoucherghe first 12-
24 months

A and40m redeemedvoucherdongterm

A resultingin additionalyearlyrevenuesl8 m € shortterm
and180m e longterm

A atlaunch rewardowill be the only partner
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SANIFAIR

Das erfrischend andere WC

' o= B
Das SANIFAIR Prinzip
+ +

+

’ SANIFAIR
&* :

Wert-Bon |8sen SANIFAIR nutzen
{ir die Nutzung von SANIFAIR
len unsere Kunden ein geringes
ntgelt fiir Service, Pflege und

In den modernen Sanitdranlagen
von SANIFAIR an Bahnhdfen, in
Shopping-Centern oder anderen
Wartung und erhalten im Standorten verbringen die
jenzug einen Wert-Bon in Hohe Besucher ihren Aufenthalt in
von 0,50 €. angenehmer Atmosphdre.

SANIFAIR Highlights

Entdecken Sie die Welt von SANIFAIR

So funktioniert SANIFAIR

w

Shoppen und genieBen

Nach dem Besuch kdnnen unsere
Gaste ihren Wert-Bon bei
teilnehmenden Einldsepartnern au
ihren Einkauf anrechnen lassen -
ein echter Mehrwert fiir Kunden
und Einl6separtner.






