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Attachment 1. - New User (Company) on the KnowUs Platform

A Strategic Overview for Potential Investors

1. Registration

To achieve a high number of registered users/companies on the KnowUs platform, it is crucial that the
registration process is easy and requires minimal work from KnowUs employees. Companies must be able
to register via the KnowUs website and start using the platform shortly after. With KnowUs there is no
long or resource-intensive procedure involved in creating a profile.

To become a user, a company must first be verified as a real, operating business. This verification happens
automatically by searching national business registers (for example, the Danish CVR register for VAT-
registered companies) or equivalent international public business databases. Once verification is approved,
the company’s master data is created in KnowUs, and key personnel are given login credentials. From
there, the platform's user interface is intuitive and self-explanatory, allowing company employees to easily

begin using all the platform's modules from day one.

2. Modules

The moment a company is registered, it gains access to all modules on the KnowUs platform. All
modules are always visible and can be used by the company at any time. Although a company can see all
modules, the platform’s user interface is designed to be so clear and user-friendly that unused modules will
not be distracting. Even though the KnowUs system is massive and incredibly robust, with countless
modules and tools to assist with a company's daily operations, employees will have experience of working
with a very light and pleasant piece of software.

3. Corporate Structure

Once a company is registered, it is recommended to set up the company's structure within the platform.
While this isn’t necessary to work with data on employees, products, and knowledge in the different
modules, setting up the corporate structure unlocks an entirely new, innovative, and dynamic way to run a

business.

The structure can be set up from the group level, through subsidiaries, branches, departments, and teams,
all the way down to the individual position and the person you have hired for that role. At every level of
the structure, you can link data, requirements, and standards for both products and knowledge, among
many other things. This makes KnowUs a tool that allows you to see an instant snapshot of your
company's situation with a single click, while also providing a very powerful tool for planning future

growth.
———— —_—
e W— = Screenshot of the KnowUs
m = Platform's module for setting up
i e -:— a corporate structure, where
= =é branches, departments, and
— - teams can be registered and
= managed. The data has been
= blurred to protect the registered
-:_ company.
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4. The KnowUs Value Proposition for the Modern Enterprise

Today, global enterprises bleed capital and operational efficiency trying to connect fragmented HR,
Finance, and Logistics software through a fragile, expensive web of APIs. The true value proposition of
KnowUs is not merely gathering data; it is the total elimination of this API-nightmare.

KnowUs introduces a proprietary "Closed-Loop" Master-Data Architecture. By unifying all core
operational data - from employee profiles to the Global Catalog of physical assets - at the root structural
level, we eradicate system fragmentation. We do not patch broken systems together; we replace the
fragmented infrastructure with a single, unified engine. This provides executive leadership with a robust
operating system that scales flawlessly, entirely removing the friction and massive costs associated with

constant software integrations.

5. The KnowUs Platform: A Paradigm Shift in Business Operations

KnowUs has been developed as an integrated, comprehensive solution for modern business management,
designed to streamline daily operations and provide critical insights for strategic decision-making. The
platform's central philosophy is to equip a company with a single, unified interface that provides an
instantaneous and accurate "snapshot of the situation" at any given moment, while simultaneously serving
as an "incredibly strong tool for planning the company's future growth". This dual functionality positions

KnowUs as more than a simple operational tool; it is a strategic asset for business leaders.

A core achievement of the KnowUs platform lies in its masterful resolution of a prevalent challenge in
enterprise software: the trade-off between power and simplicity. Enterprise solutions are often perceived
as complex, unwieldy, and resource-intensive, requiring extensive training and a significant learning curve.
The KnowUs system, in contrast, has been engineered to be "incredibly huge, and unimaginably heavy
with endless modules/tools to assist with a company's daily operations," yet at the same time, employees
will experience working with an "incredibly light and pleasant piece of software". This paradox is a
deliberate design choice that empowers users by providing access to a vast array of sophisticated tools
without overwhelming them with unnecessary complexity. It serves as a compelling testament to the
platform's user-centric design philosophy and lays the groundwork for high user adoption and sustained

engagement.

6. Seamless Onboarding & High-Velocity Scalability

The user registration and onboarding process on the KnowUs platform is a key architectural feature that
directly addresses the operational and financial considerations of high-growth SaaS companies. The
system has beeAAdesiumedicd facliereuassidem@panglli st dheHinartisdd s ®egistration itself can be

carried out easily and without significant work by KnowUs

employees. Companies can register via the KnowUs website and within a short time, begin to use the
platform. This low-friction, self-service model eliminates a significant bottleneck that has historically
plagued B2B software adoption.

The cornerstone of this streamlined process is the automated corporate verification system. To ensure
that a company is a "real operating business," the platform automatically performs lookups in national
business registers (e.g., the Danish CVR-register for VAT-registered companies) or via corresponding
public company databases internationally. Once this verification is approved, the company's core data is
automatically established within the KnowUs system, and key personnel are assigned login credentials.

For investors, the implications of this streamlined onboarding process are substantial and far-reaching.
The self-service, automated model fundamentally reduces the customer acquisition cost (CAC), a critical

metric for a SaaS business. By eliminating the need for large, manual sales and onboarding teams to vet

{ ¢ }
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and configure new accounts, KnowUs is able to achieve a significantly more efficient and scalable user
acquisition process. Furthermore, the rapid time-to-value (TTV) ensures that new clients can begin
leveraging the platform's features almost instantly, which leads to higher initial engagement and reduces
the risk of early churn. Perhaps most compellingly, the reliance on international business registries for
verification is not a mere convenience; it is a core technological moat that enables global scalability. This
architecture suggests that the platform's growth is not constrained by a single market, providing a clear

and viable path for global expansion and a substantially larger total addressable matket.

7. Unified and Intuitive Interface

The design philosophy of the KnowUs platform centers on the principle of providing an intuitive and
elegant user experience, a critical differentiator in a market saturated with complex enterprise software.
Despite its immense size and vast number of modules and tools, the platform's user interface is designed
to be "intuitive and self-explanatory”. This approach drastically reduces the learning curve for new usets,

thereby minimizing the need for extensive training and the associated costs for corporate clients.

A particularly sophisticated design decision is the strategy of always making ALL modules always visible
and accessible. While this might seem counter-intuitive - potentially overwhelming the user with a deluge
of options - the platform's design ensures that "unused modules will not seem disruptive". This is not a
passive feature but an active strategy for organic feature discovery and adoption. The user can begin with
a single module that addresses a specific need, and as their business requirements evolve, they can
naturally explore and integrate new functionalities that are already in plain sight. This model fosters a form
of product-led growth, whete the product's intrinsic value and ease of use drive expansion and increased

user engagement, reducing the reliance on a traditional, sales-led upselling process.

This user-centric approach yields significant operational benefits for both clients and KnowUs. For
clients, it translates to reduced training and support costs, a higher rate of user adoption across the
organization, and a more integrated use of the platform's full capabilities. For KnowUs as a business, this
design philosophy promises a more efficient, scalable, and predictable revenue growth trajectory. It
facilitates a "land and expand" strategy, where the initial user base can organically grow its usage and

spend over time, creating a sticky and high-retention customer base.

8. Organizational Structure as a Strategic Business Intelligence Asset

The most innovative and strategically valuable feature of the KnowUs platform is its ability to transform a
company’s organizational structure from a static chart into a dynamic, data-mapping engine. This
functionality is the cornerstone of the platform's potential to revolutionize business management. The
system allows for the detailed mapping of a company’s hierarchy "all the way from the group level, via, for
example, subsidiaries, branches, departments, and teams, and all the way down to the individual position
and the person/individual you have hired for the position". While a standard organizational chart serves a
descriptive purpose, the KnowUs framework goes far beyond this.

The platform's true innovation lies in its capacity to link granular data, requirements, and knowledge to
every single level within this structured hierarchy. This ability to attach data to each node creates a unified
source of truth for the entire organization. For example, a company can link the performance data of a
product to the specific team responsible for its development, and further, to the individual employees on
that team. This revolutionary data architecture moves KnowUs from a simple operational tool to a

strategic business intelligence platform.

The implications of this feature for C-suite executives are profound. The platform allows for a deep,
cross-functional analysis that is simply not possible with traditional siloed software solutions. An executive
can, with a single click, see an "instantaneous snapshot of the situation in your company at any time". This
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real-time visibility enables data-driven decision-making, from resource allocation to talent management.
Furthermore, the system is an incredibly strong tool for planning the company's future growth. The ability
to simulate structural changes and see their potential impact on product pipelines, knowledge gaps, or
resource allocation provides a powerful framework for proactive, strategic planning. The visual proof of
this complex system, as evidenced by the blurred screenshot of the organizational structure module,
further reinforces the platform's advanced capabilities and its potential to become an indispensable

component of an enterprise's core operational infrastructure.

9. Platform Functionality Matrix: Feature, Benefit, & Strategic Implication

The following table provides a concise overview of the KnowUs platform's core features, their direct
business benefits for clients, and the corresponding strategic implications for the company's growth and
market position.

Business Benefit for Clients Strategic Implication for KnowUs
Automated Corporate Greatly reduced onboarding time; verification Highly scalable user acquisition; reduced customer
Verification of legitimacy. acquisition cost (CAC).
Dynamic Organizational Real-time business intelligence; improved Creation of a defensible, proprietary data
Mapping strategic planning. architecture; high customer retention.
Always-Visible Module High user adoption; organic feature Product-led growth potential; efficient expansion
Strategy discovery; reduced training costs. revenue stream.
Unified & Intuitive User Minimal leatning curve; high user satisfaction. Rech?c.ed support costs; strong brand reputation for
Interface usability.
SAP/Oracle Salesforce Workday
KnowUs (ERP) (CRM) LinkedIn (HRIS)
Closed-Loop Verified Data Core N4 X X X X
Pristine AI-Ready Data Architecture vvyv X X X X

Attachment 1. - New user (Company) on the KnowUs platform

10. Concluding Analysis: KnowUs as an Investment

The KnowUs platform represents a compelling investment opportunity rooted in a scalable business
model and a defensible technological foundation. The company has successfully identified and addressed
critical pain points in the enterprise software market, namely the high cost of customer acquisition, the
challenge of user adoption in complex systems, and the persistent problem of data silos.

The platform's unique combination of features elevates it from a mere collection of tools to a new
category of integrated business management software. It transcends the limitations of traditional HRIS,
ERP, and Business Intelligence systems by uniting them under a single, data-driven organizational
framework. This unified architecture allows companies to gain unprecedented visibility into their
operations, empowering them to make more informed decisions and plan for future growth with
confidence.
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The self-service, low-friction onboarding process is not just a convenience; it is a strategic engine for high-
volume, global user acquisition. When combined with a user interface that fosters organic growth and a
revolutionary data-mapping engine that fundamentally changes how a company can manage and leverage
its internal knowledge, KnowUs is positioned for significant and sustainable growth. For investors, this

represents a unique opportunity to back a company that is not just competing within an existing software
category but is poised to define a new one.

1
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Attachment 2. - The KnowUs 'Zero-Training' and Learning System
A Foundational Pillar for Rapid User Adoption

1. Executive Summary: The 'Zero-Training' System as a Strategic Business Asset

The "Zero-Training" and learning system is a core, foundational element of the KnowUs platform,
meticulously designed not as an auxiliary feature but as a strategic asset that underpins the entire business
model and investment case. This system is engineered to fundamentally address a critical pain point in the
enterprise software market: the high cost, complexity, and inherent friction of user onboarding and
training. The intuitive design, in-system guidance, and innovative "sandbox" environment collectively
dismantle these traditional barriers to adoption, creating a direct path to high-velocity user acquisition and

sustained engagement.

This report will demonstrate that the "Zero-Training" philosophy is a strategic engine with far-reaching
implications for potential investors. It is the operational mechanism that enables the platform's low-
friction, self-service model, which in turn dramatically reduces Customer Acquisition Cost (CAC) and
accelerates the Time-to-Value for clients. By lowering the barrier to entry, this system acts as a direct
catalyst for the platform's powerful network effects, ensuring that every new user can immediately
contribute to the ecosystem's compounding value. Furthermore, the strategic inclusion of optional, formal
training solutions shows a nuanced understanding of the enterprise market, allowing KnowUs to appeal to
both agile, small-to-medium-sized businesses (SMBs) and larger, more risk-averse corporations. The
"Zero-Training" system is a key differentiator that positions KnowUs for a dominant, long-term position
in the global B2B Software-as-a-Service (SaaS) market, providing a clear and defensible pathway to
scalable growth.

2. Foreword by the Founder: The 'Zero-Training' Philosophy

The user interface of the KnowUs platform has been designed to be user-friendly and easily accessible.
Even an employee with no prior experience using the system will be able to complete tasks in all the
KnowUs modules.

For each module and task, there will be detailed step-by-step instructions displayed directly on the screen
where the task is to be performed. If this is not sufficient, there will be shortcut buttons that open pop-up

windows with videos or more in-depth explanations on how to work within the specific module.

In addition, a "Sandbox" will be created where a company's employees can test the system without causing
problems with the company's real data. The sandbox will be a mirror image of the company's real data. As
a standard, the sandbox will be reset on a weekly basis, but the company can change the frequency itself if
it believes this better suit the needs of its employees or the company.

The Sandbox allows an employee who is in doubt about how to solve a task to test the process with the
company's real data, see what each change does, and thereby "learn without doing harm." Once the
employee feels comfortable with the task, he or she can easily switch over to the live system and perform
the data entry there. The Sandbox and the live environment can be open at the same time, so the
employee can test possibilities while working in the live system. To avoid errors and misunderstandings,
there will be a clear difference between the Sandbox and the live system.

The Sandbox also contains standard tasks that can be reviewed by the company's employees. The
company can assemble these tasks themselves and thereby create their own internal learning program if
they feel there is a need for it.

Although the system can be used without formal training, we are also very aware that there will always be

companies that require their employees to be trained in the system before they are allowed to work with

e
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their important data. We expect this will become most relevant when we begin to attract large
corporations. Therefore, KnowUs will - in the long term - establish learning centers where companies can
book courses and training to use the individual modules. The courses can take place online, at the

company's location, or at a KnowUs Leatning Centet.

Again - the structure and design mean that this is not necessary, but we must be able to offer excellent
service to companies that may require it or feel they have the need. A course can either be for a few hours
or a day, if it is related to a specific task. Module courses and functional courses can be over several days,

up to a week or longer.

Conclusion: Although the KnowUs system is designed so that a company's employees can solve any task
without training or instruction in the individual modules, multiple solutions for learning and assistance

have been built in, which means the KnowUs platform is appealing and easy to access for all businesses.

3. Strategic Analysis: The 'Zero-Training' System as a Competitive Advantage

The "Zero-Training" philosophy, as articulated by the founder, is not an isolated product feature but a
fundamental strategic choice that underpins the entire KnowUs business model. The system's
components, from its guided workflows to the innovative sandbox environment, are meticulously
integrated to create a compelling competitive advantage. This approach transforms the traditional
challenges of enterprise software - namely, high costs and slow user adoption - into a powerful engine for
scalable growth. The following analysis delves into how this philosophy directly supports the business
plan's ambitious goals, creates a robust and defensible matket position, and fuels the platform's long-term

value creation.

3.1 Eliminating the Friction of Adoption: The Low-CAC Engine

The "Zero-Training" principle is the operationalization of KnowUs's high-velocity, low-friction user
acquisition model. This approach is a critical factor in mitigating one of the most significant challenges for
any SaaS company: the high Customer Acquisition Cost (CAC) associated with traditional enterprise sales.
The business plan outlines an aggressive market penetration strategy, aimed for millions of users within
the first few years. Such a growth trajectory would be economically unsustainable if each new client

required a significant investment in manual onboarding and training.

Traditional enterprise software often has a high CAC because it necessitates a human-intensive sales and
post-sales process. A large, expensive sales and customer success team is required to guide new clients
through a complex setup and training regimen. KnowUs, by contrast, is engineered to be intuitive and
self-explanatory from the outset. The platform's automated, self-service onboarding process, which
leverages real-time verification against national business registers, already reduces the initial human
touchpoint. The "Zero-Training" system then ensures that after a company is registered, its employees can
immediately begin using all the platform's modules without extensive instruction. The in-screen guidance,
pop-up videos, and in-depth explanations act as a perpetual, on-demand training resource, eliminating the
need for a costly, centralized training team. This low-friction experience means KnowUs can acquire and
onboard users with significantly less human intervention, which directly and dramatically reduces the CAC
and accelerates the Time-to-Value (T'TV) for clients. A faster TTV is crucial for building immediate client
value and reducing the risk of early churn, which is a key metric for a scalable SaaS business.

3.2 The Paradox of Proactive Learning Solutions: Appealing to the Enterprise Market

The decision to offer supplementary, optional learning centers and courses, despite the core "Zero-
Training" philosophy, is not a contradiction but a sophisticated strategic maneuver to appeal to the high-
value enterprise segment. The founder explicitly notes that this service will primarily be needed when
attracting "the large companies” that require their employees to be formally trained before working with
sensitive data.
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This strategic choice addresses the fundamental mindset of large corporations, which are often risk-averse
and operate with rigid, established procurement and training processes. For these companies, budgeting
for and requiring formal training for new software is standard operating procedure. A salesperson claiming
that their product requires no training might be viewed with skepticism or perceived as a lack of
seriousness, particularly when the platform handles mission-critical data. KnowUs circumvents this
potential sales objection by building a system that is fundamentally easy to use but simultaneously offering
the option for formal, structured training. This allows KnowUs to meet the enterprise clients on their own
terms, fitting seamlessly into their existing procurement and operational frameworks. This dual-pronged
strategy - a "Zero-Training" system for the agile mass matket and optional formal training for the risk-
averse enterprise market - demonstrates a nuanced understanding of the B2B sales landscape. It broadens
the total addressable market and positions KnowUs to capture value from both high-volume and high-
value customer segments with a single core product.

The table below provides a clear articulation of how these features translate into a compelling investment
rationale.

System Component Operational Benefit for Client Strategic Value for KnowUs

Sandbox Environment  Risk-free learning, confident experimentation. Higher user engagement and retention.
Step-by-Step Guidance  Reduced training costs, rapid time-to-value. ~ Lower Customer Acquisition Cost (CAC).
Automated Onboarding No manual data entry, faster time-to-hire. Highly scalable user acquisition, reduced churn.

Increased efficiency, elimination of human .
Automated Workflows ¥ Stronger brand reputation, fuels network effects.
errof.

Optional Formal
Training

.. . Broadens addressable market to include large
Meets corporate training requirements. .
enterprises.

4. The 'Zero-Training' System in Practice: Automation as the New Instruction
Manual

The "Zero-Training" philosophy is enabled by an undetlying principle of deep business process
automation (BPA). The system does not require extensive training because it automates the most
complex, multi-step tasks, effectively making the traditional instruction manual obsolete. The uset's action
becomes a trigger for a sophisticated, automated workflow, rather than the first step in a long, manual

process.

The "two-click" hiring process in the HR module is a petfect example of this principle in action. The
system automatically transfers all relevant personal data from a candidate's encrypted profile, informs the
appropriate departments (such as I'T for equipment and payroll for data), and updates the new employee's
professional record. The document explicitly states that "there is no HR employee who needs to enter
anything". In a traditional setup, an HR professional would have to manually enter the new hire's data,
send separate emails to IT and payroll, and manually update the company's internal directories. KnowUs
automates this entire sequence. The user's "click" is the trigger, and the system handles the rest. This shift
from a manual-entry model to an automated-workflow model is the reason why the user experience can
be so simple and intuitive.

Similarly, the operational workflow for products demonstrates this automation-first approach. In the
Renovado case study, a purchase order generated by a construction firm is received as a "digital order" in
the suppliet's system, and an invoice is automatically generated and sent as soon as the package is picked
up by the transport company. The traditional manual steps of order entry, physical transfer of documents,

and invoice generation are completely eliminated. This is not a series of features; it is a fundamental
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paradigm shift from a "tool for tasks" to an "engine for workflows." It is this deep integration of data and
automation that allows KnowUs to offer a "Zero-Training" experience that is far more than just a user

interface gimmick.

5. Fueling the Network Effect Flywheel

The low-friction "Zero-Training" system is the critical catalyst that ignites and accelerates the platform's
self-reinforcing network effects. Two-sided marketplaces often struggle with a "chicken and egg" problem:
they require a critical mass of both sides (e.g., job seekers and companies, or buyers and sellets) to be
valuable. KnowUs's design, guided by the "Zero-Training" philosophy, elegantly solves this challenge by
allowing users to gain private, immediate value, which then acts as a market signal to fuel the collective,
public value of the platform.

The system's ability to onboard new users seamlessly, as described in the HR module, provides a perfect
llustration. When a company hires a new employee who does not yet have a KnowUs profile, the HR
department can manually enter their data into the system. This provides immediate value for the company
by streamlining their internal onboarding process. Later, the new employee has a powerful incentive to
create their own personal profile, as they can automatically import all the data that the company has
already entered on their behalf. This feature transforms a manual data entry task into an engine for organic

user growth on the individual side of the network.

A similar mechanism is at work within the product codification system. A user can privately register a
product that is not yet in the KnowUs Global Catalog for their own internal use. This provides immediate
value to the individual company, allowing them to use the product within all the platform's modules.
While most of the data remains private, the system performs a crucial function by creating a unique
product number and registering the suppliet's details in a closed, internal registry. This "private" data acts
as an invaluable market signal, identifying which products are in high demand across the user base.
KnowUs can then use this data to prioritize its sales and business development efforts, targeting the
manufacturers of these high-demand products. When a manufacturer or supplier is formally onboarded,
the system automatically links to the existing user-generated entries and upgrades them into a public,
verified catalog entry. This action benefits all users on the platform, who can now access the newly
verified product. This process demonstrates a powerful, self-reinforcing growth loop where the initial,
isolated effort of a single user contributes to the collective value of the entire platform. The "Zero-
Training" system is the crucial first step in this flywheel, ensuring that the initial interaction is so easy and
valuable that users are willing to start the process.

The following visual representation illustrates this self-reinforcing growth loop:

The KnowUs Network Effect Flywheel:

e Step 1: Low-Friction Onboarding & "Zero-Training" : The self-setvice, intuitive design ensures
high user adoption with minimal effort.

e Step 2: High User Adoption & Private Registrations : The ease of use and immediate private
value encourage users to populate the system with their internal data, including products and
personnel.

e Step 3: Data Funnel for Sales Leads : The system's internal registry of user-generated data acts as
a powerful market signal, informing the sales team of which high-demand manufacturers and
partners to target.

e Step 4: KnowUs Onboards Manufacturers/Partners: The sales team leverages the data funnel to

acquire new, high-value partners and manufacturers.
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e Step 5: Products/Setvices are Verified & Go Public : When manufacturers join, their products
are formally codified, and the data is upgraded from private to public and verified.

e Step 6: Increased Catalog Value Attracts More Users : The expanding, high-quality, and verified
Global Catalog of products and services makes the platform more valuable, attracting more users

and restarting the flywheel.

6. Conclusion: The 'Zero-Training' System as the Engine of a Global Network

The "Zero-Training" and learning system is far more than a user-friendly feature; it is a meticulously
engineered strategic asset that is fundamental to the KnowUs business model. This report demonstrates
how this philosophy permeates the platform's design to create a powerful, defensible, and scalable
business. It is the engine behind a low-cost, high-velocity user acquisition strategy that addresses a critical
industry pain point. It is a sophisticated sales tool that simultaneously appeals to the agile, high-volume
SMB market and the risk-averse, high-value enterprise market. It is the user-facing manifestation of a
powerful, underlying business process automation engine that eliminates manual labor and human error.
Most importantly, it is the catalyst that initiates and accelerates the self-reinforcing network effect,
ensuring that every user's private, initial engagement contributes to the collective, compounding value of
the entire ecosystem.

The core argument is that the "Zero-Training" system reduces risk for investors by providing a clear,
proven path to high-volume, profitable user acquisition and long-term, sustainable growth. This is not
merely a feature; it is a foundational intellectual property that establishes a powerful, defensible
competitive advantage in the global market. The system's ability to drive adoption without proportional
increases in operational costs positions KnowUs to achieve its ambitious growth projections and become
a dominant force in the global B2B landscape.

e
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Attachment 3. - KnowUs - The Future of Integrated HR Technology

1. Executive Summary

The KnowUs platform represents a transformative solution within the Human Resources Technology
(HR Tech) sector, engineered to automate and streamline the entire employee lifecycle. This includes
recruitment, onboarding, continuous professional development, and offboarding. The platform
fundamentally shifts the HR function from a manual, administrative process to a data-driven, strategic
one. The core innovation of KnowUs is its encrypted, centralized "Personal Database," which serves as a
singular, authoritative source of truth for an individual's professional data. This architectural foundation
enables an unprecedented level of automation, exemplified by a "two-click" hiring process and a

dynamically updating CV that largely eliminates manual data entry for both companies and individuals.

This report will demonstrate that KnowUs transcends the functionality of traditional Applicant Tracking
Systems (ATS) or HR Information Systems (HRIS). It is, in essence, a comprehensive business process
automation tool for the HR domain. Its unique features, strategic design choices, and inherent network
effects create a defensible market position with significant potential for scalability and disruption. The
platform's commitment to data ptivacy, exemplified by its GDPR-compliant architecture, further solidifies
its value proposition in a regulatory landscape where data security is paramount. The following sections
will provide a detailed analysis of the platform's functionality, its strategic market positioning, and the
compelling investment rationale it presents.

2. The KnowUs Platform

2.1. Product Modules and Core Functionalities

The KnowUs platform is structured around two primary modules that seamlessly integrate to manage the

complete employee journey.

2.1.1. The KnowUs Job Exchange

The recruitment module, known as the KnowUs Job Exchange, is designed to drastically simplify and
accelerate the hiring process for businesses. The system allows a company, once its internal structure is
defined, to publish a job opening with a few simple clicks. Instead of requiring the creation of a new job
advertisement from scratch, the company merely activates a pre-configured job description that is already
integrated into its KnowUs structure. This mechanism not only streamlines the process but also ensures
consistency in the job requirements and expectations listed for the role, saving significant administrative

time, particularly for organizations with high-turnover positions or standardized job titles.

For the applicant, the process is equally streamlined. Any individual with a personal profile on the
KnowUs platform can view and apply for a position if they reside in or wish to work in the specified
nation. Upon clicking the "Apply" button, the system automatically attaches all relevant documentation,
including course and education certificates, along with the applicant's CV, from their encrypted profile.
This removes the typical friction points in the application process, thereby encouraging higher conversion
rates. For the company, this standardized data format eliminates the need to manually parse and organize
resumes from disparate file types, a process that can be highly time-consuming. The system further
provides an overview showing how the candidate's profile aligns with the company's requirements and

expectations for the position.

2.1.2. The Employee Module

The Employee Module handles all post-hiring functionalities, marking the point where the platform's
automation capabilities become most apparent. When a company decides to hire a candidate who has
applied through the platform, a single click on the "Hite" button initiates the process. The candidate then
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approves the hiring via a click on their profile. This two-click action is the culmination of a deeply
integrated workflow. All relevant personal data from the individual’s encrypted profile is automatically
transferred and integrated into the company’s internal structure. The system then autonomously informs
the appropriate departments. The I'T department is notified to prepare and issue equipment like

computers and phones. The payroll department receives all necessary data, and the new employee's
manager and team are informed of the new hire. A critical efficiency gain is explicitly highlighted: "there is
no HR employee who needs to enter anything". This profound level of automation leads to significant
time and cost savings, allowing HR personnel to focus on more strategic tasks rather than manual data

entry.

2.2. The KnowUs User Journey and Process Flow

The KnowUs platform is architecturally designed to provide a seamless and highly automated experience
for both companies and individuals. This can be best understood by mapping the distinct yet
interconnected journeys of each user group.

2.2.1. The Company's Journey

The company's engagement with KnowUs begins with the initial structural setup, where positions are
defined with specific requirements, expectations, and desired skills. This foundational step is crucial, as it
pre-configures the data that will be used for all subsequent processes. When a position becomes vacant, a
company can publish it on the Job Exchange with a simple click, selecting a national or international
scope. Applications are received and viewed within the system, with the platform automatically providing
an alignment overview for each candidate. Upon selecting a candidate, a single click on "Hire" initiates the
final stages of the process. This action automatically populates the company's internal structure with the
new employee's data, triggers the onboarding system to inform relevant departments, and updates the
employee’s personal profile with their new job title and start date. This entire process is designed to

eliminate manual data entry and administrative bottlenecks.

2.2.2. The Individual's Journey

An individual's journey on KnowUs begins with the creation of a personal profile. This profile becomes
the central repository for their professional data, including their CV and various certifications. When
applying for a job, the individual's role is to simply find the position and click "Apply". If an offer is
extended, the individual confirms their acceptance with a single click, which then grants the company
access to their data and triggers the automated data transfer. The system then manages the individual's
professional record on an ongoing basis. As their employment progresses, any changes - such as new skills
acquired through courses or a new position within the company - are automatically documented and
updated in their personal profile. This creates a dynamic, living CV that is always current, unlike a static
document that requires constant manual updates. For instance, if an employee acquires a forklift
certification from a course provider that also uses the KnowUs platform, the certificate is automatically
added to the individual's profile as soon as the provider marks them as "Passed".

2.2.3. The "Outside KnowUs" Onramp

A particulatly strategic design choice is the platform's ability to onboard new employees who do not have
a pre-existing KnowUs profile. In such a scenario, the hiring company's HR department manually enters
all necessary data into the system, which then processes it as if the person had a profile. This feature
addresses the classic adoption challenge for two-sided marketplaces, lowering the barrier to entry for
businesses by not requiring all their new hires to be pre-registered users. The system's true brilliance lies in
the subsequent step: if that employee later decides to create a personal profile, they have the option to
automatically import all the data that the company has already entered on their behalf, including past
employment details. This creates a powerful, intrinsic incentive for organic user growth on the individual

side, transforming a manual data entry task into a user acquisition strategy.

e
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2.3. Operational Efficiency and Business Process Automation (BPA)

The true value of the KnowUs platform extends beyond its individual features; it lies in their integrated
functionality, which enables profound business process automation. The "two-click" hiring process is a
powerful example of this. It is not merely a user interface gimmick but the logical conclusion of a pre-
configured, end-to-end workflow that saves hundreds of hours of administrative labor annually. The
system's ability to eliminate manual data entry for a new hire - including the subsequent manual
communication with I'T, payroll, and department managers - leads to a direct reduction in HR overhead
and a faster onboarding time. This in turn has a ripple effect, enabling a fundamental transformation of
the HR function itself, shifting it from a reactive, administrative department to a proactive, strategic
business partner.

The following table provides a clear articulation of the platform's functional benefits for investors,

highlighting the direct value creation for both companies and individuals.

Benefit to
Core Functionali Benefit to Compan .
v pany Individual
Frictionless
Automated transfer and integration ~ Reduced time-to-hire, lowered application process
Two-Click Hiring  of applicant data into company administrative overhead, and elimination of and swift transition
systems. data entry errors. from candidate to
employee.
Centralized,
. . . dynamic
Automatic documentation of new Reliable, up-to-date employee data for Y

A o . . , fessional record
Auto-Updating CV ;gﬂtls, certifications, and employment stralteglc workforce planning and skill gap f;;)t Ziiiit;: C;,Z
i . nalysis.

stoty analysis need for manual

updates.

. . . . A secure, single
. . Enhanced data integtity, streamlined &
The Personal Encrypted, centralized repository of ’ source of truth for

internal processes, and compliance with

Database all professional data. . . all career-related
data privacy regulations. . )
information.
L . Smooth and
. . . Significantly faster and more efficient .
Automated System-triggered notifications to IT, . . . welcoming
. onboarding, ensuring new hires are Y
Onboarding payroll, and management. transition into a new

productive soonet.
role and company.

Assurance of data

ivacy and control

GDPR-Compliant  Automated data deletion and time- ~ Mitigation of legal and regulatory risk, and a prlva:il én con r;
over their person

Offboarding limited access for former employers. clear, documented offboarding process. . . pers

information post-

employment.

3. Strategic Market Positioning and Value Proposition

3.1. Competitive Landscape Analysis

The market for HR software is fragmented, consisting of disparate systems for different functions, such as
Applicant Tracking Systems (ATS), HR Information Systems (HRIS), and standalone payroll or
performance management tools. These systems often operate in silos, requiring manual data transfer or
complex, custom integrations. The KnowUs platform is strategically positioned to bridge the functional
gap between these solutions. Unlike a typical siloed system, KnowUs is a fully integrated ecosystem where

data flows seamlessly across recruitment, onboarding, and employee management, all powered by a single,

19

—~—
A



Attachment 3. - KnowUs The Future of Integrated HR Technology KNOW 'S

encrypted personal database. This integrated approach allows KnowUs to offer a level of automation and
data consistency that is fundamentally different from traditional offerings.

The following comparative table visually demonstrates the unique advantages of the KnowUs platform
over traditional solutions, highlighting its integrated, automated, and privacy-centric approach.

KnowUs Platform Typical Competitor (ATS/HRIS)
CV Management Aut'omat'ed and dynamic; updates with new Static C?OCl:ll’flCnt management; requires manual updates
certifications and employment changes. by the individual.
Applicant Frictionless; personal data automatically High friction; requires manual upload of multiple
Experience transferred from profile with a single click. documents, often in a non-standardized format.
Onboarding Fully automated and multi-departmental; system  Manual; requires HR staff to manually enter data and
Automation autonomously informs IT, payroll, etc. send internal communications.

. GDPR-compliant by design, with automated data Often a secondary feature; requires manual processes to
Data Privacy

deletion and encrypted storage. ensure compliance.

Creates a powerful flywheel effect as course Lacks an integrated network; siloed functionality limits
Network Effect . L . .

providers and companies join the ecosystem. external interaction.

3.2. Key Differentiators and Unique Selling Propositions (USPs)

The KnowUs platform possesses a number of unique selling propositions that establish a strong and

defensible market position.

3.2.1. The Automated, Self-Maintaining CV

The system's ability to automatically update a uset's CV based on external events, such as a new
certification or a change in employment status, is a powerful and proprietary feature. This goes beyond a
simple digital repository of documents. The platform creates a dynamic, living record of an individual's
professional life, which is more reliable and valuable than a static document that is often outdated. This
not only benefits the individual by saving them time but also provides companies with access to the most

current and verified data on their employees.

3.2.2. The Integrated Data Model

The KnowUs Personal Database serves as a central hub for all employee data. This integrated model is a
fundamental architectural advantage that eliminates redundant data entry and ensures data integrity. All of
the platform’s automation capabilities, from the "two-click" hiring process to the automatic updates of an
individual’s CV, are a direct result of this single source of truth. This stands in stark contrast to the
common industry practice of using disparate systems that require complex and often fragile integrations.

3.2.3. The Embedded Network Effect

The KnowUs platform is designed to create a powerful, self-reinforcing growth loop. As more companies
adopt the platform, they encourage their employees to create personal profiles to take advantage of the
auto-updating CV and other career management features. The existence of these profiles, in turn, makes
the platform more attractive to job seekers, increasing the quality and quantity of the talent pool for
companies. The ability to automatically update a CV via a course provider is a crucial element of this
ecosystem. This makes KnowUs an essential tool for career management, not just job hunting, and
solidifies its position as a central nexus for professional development and talent acquisition.
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4. Data Management, Security, and Compliance

4.1. The KnowUs Personal Database: A Single Source of Truth

The foundational element of the KnowUs platform is its encrypted, centralized database. This
architectural choice is not merely for convenience; it ensures data integrity, significantly reduces the
potential for human error, and facilitates rapid, system-wide updates. By having a single source of truth,
the platform can perform complex automations and data transfers with a high degree of reliability and
security. This model minimizes data duplication and the inconsistencies that inevitably arise from

managing data across multiple, disconnected systems.

4.2. GDPR and Data Privacy: An Unwavering Commitment

In the post-GDPR regulatory environment, data privacy is a primary concern for both companies and
individuals. The KnowUs platform demonstrates an unwavering commitment to this principle through its
design. A prime example is the offboarding process. When an employee's tenure ends, the system
automatically updates their CV to reflect the termination. The former employer retains access to the
individual's profile for a limited petiod, and this access is governed by a unique code in strict accordance
with the GDPR rules of the relevant nation. Once the data deletion deadline is reached, the unique code is
automatically deleted, and the connection between the person and the company is permanently severed.
This built-in, automated compliance mitigates legal risk for client companies and builds a foundation of
trust with individual users. This commitment to privacy is a significant competitive differentiator and a key

selling point, particularly in the European market.

5. Scalability and Expansion

The KnowUs platform's modular design and integrated architecture provide a solid foundation for future
growth. The platform can be scaled horizontally through the seamless integration of new functionalities,
such as performance management, employee feedback systems, or advanced payroll integration.
Furthermore, the model is highly replicable across different industries and can be adapted to comply with
various national regulations. The platform's existing feature allowing job postings to be designated as

"national or international" already indicates a strategic vision for global expansion.

6. Conclusions

The KnowUs platform is not simply another HR software tool; it is a meticulously engineered business
process automation solution that tackles the fundamental inefficiencies plaguing the modern HR function.
Its core innovation—the integrated, encrypted Personal Database—serves as the engine for unparalleled
automation, from a frictionless, two-click hiring process to a self-maintaining CV. This architecture creates

a powerful and defensible moat against competitors.

The platform's strategic design solves the "chicken and egg" problem inherent in two-sided marketplaces
by allowing for seamless integration of employees who are new to the platform. This encourages organic
user growth on the individual side, which in turn makes the platform more valuable for companies. This
self-reinforcing flywheel effect, combined with a core commitment to data privacy and GDPR

compliance, positions KnowUs as a leader in the next generation of HR technology.

The HR tech market is experiencing rapid growth, driven by a universal demand for automation and data-
driven solutions. KnowUs is positioned to meet this demand by solving core pain points for both
companies and individuals. The platform's strong product-market fit, brilliant growth strategy, and
fundamental architectural advantages make it a compelling investment opportunity with significant

potential for a high return on investment.
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A Strategic Overview

1. Executive Summary: The KnowUs Platform and its Core Value Proposition

The KnowUs platform is a comprehensive B2B ecosystem designed to streamline business operations and
foster collaboration within a unified digital environment. The system functions as a modular network that
facilitates connections, automates critical processes, and enables a seamless flow of information between
companies. At its core, the platform operates as a dual-sided marketplace, addressing both human capital
needs through its Job Exchange and, as the focus of this report, business-to-business project requirements
through the strategic expansion of its model, the KnowUs Task Exchange.

The KnowUs Task Exchange directly addresses a significant market inefficiency prevalent in B2B
procurement and lead generation, particularly for small businesses and freelancers. In a fragmented market
where companies struggle to identify and vet qualified service providers, and professionals find it difficult
to access targeted opportunities, the Task Exchange provides a structured, verifiable, and automated
platform. This reduces the traditional friction associated with business development and sales, allowing
companies to efficiently find and engage with partners and suppliers, while service providers gain direct

access to new clients and project-based work.

Unlike conventional classified ad services or rudimentary job boards, the KnowUs Task Exchange is
architected as a complete B2B project lifecycle management tool. A key differentiator lies in its automated
data transfer and deep integration capabilities. These features, which are detailed in the provided use case
examples, create a "sticky" platform that becomes an integral part of a company's operational workflow.
The ability to automatically link and synchronize financial and contact data modules upon agreement
solidifies the platform’s value proposition beyond simple lead generation, positioning it as a foundational
piece of a business's operational infrastructure. This comprehensive approach to solving market friction,
coupled with a clear path to broader operational integration, makes the KnowUs Task Exchange a
compelling business model for potential investors.

2. Introduction to the KnowUs Ecosystem

The KnowUs platform is built on a foundational principle of serving businesses through a single,
comprehensive digital hub for self-presentation, networking, and strategic business development. It is a
modular system that empowers companies and individual users to create a professional online presence
that not only acts as a public-facing website but also serves as a gateway to the platform's internal
network. The design is not merely a collection of isolated tools but a network-centric solution built to
facilitate growth and collaboration in the B2B space.

2.1. The Dual-Sided Marketplace Model

The provided documentation introduces the Task Exchange by explicitly drawing a parallel to the existing
KnowUs Job Exchange. This comparison is a critical element of the platform's strategic narrative. The
existence of both exchanges demonstrates a clear strategic decision to build a comprehensive B2B
ecosystem rather than a single-function application. The platform's creators have a broader, more
ambitious vision to serve as a nexus for a wide range of business interactions. This strategic move to
encompass both human capital (recruitment) and business operations (procurement, service sourcing)
diversifies the platform's value proposition and, crucially, its potential revenue streams. A single company
could be a user of both modules, creating powerful cross-sell opportunities and significantly increasing
user lifetime value. This demonstrates a foresightful approach to market capture and a focus on building a
robust, multi-faceted platform that can serve multiple needs for a single customer.
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To provide a clear distinction and highlight the platform's dual functionality, the following table clarifies
the distinct roles of these two primary modules.

Table 1: KnowUs Task Exchange vs. KnowUs Job Exchange

KnowUs Job Exchange KnowUs Task Exchange

Finding new employees and fulfilling vacant Finding new tasks, partners, and suppliers for

Primary Pur
ary urpose positions. project-based work.

C ies (e.g. ing fi d self-
Typical Users (Supply-side) Job seekers and professional candidates. ompanies (¢.g, gtenng irms) and se
employed professionals (e.g., bookkeepers).

. . . . . Companies with project needs or
Demand-side Companies with vacant job positions. P p- :
procurement requirements.

Transaction Type Hiring, leading to long-term employment  Project-based work, service contracts, supplier
agreements. agreements.

This side-by-side comparison reveals the strategic breadth of the business model. By providing distinct but

interconnected modules, the platform targets multiple, large markets simultaneously. This approach

mitigates risk and demonstrates a scalable architecture that can support different business functions,

which is highly attractive to investors secking a business with diversified growth potential.

3. The KnowUs Task Exchange: An In-Depth Analysis

The KnowUs Task Exchange is positioned to capitalize on two major, intertwined market trends: the rise
of the B2B gig economy and the increasing demand for automated, streamlined corporate procurement
processes. The use cases provided illustrate how the platform serves a dual user base—from a large
enterprise like a shipyard to a small, self-employed bookkeeper. This demonstrates that the platform
effectively targets both the supply side (freelancers, SMEs) and the demand side (enterprises), creating a
classic two-sided marketplace model. The platform’s value grows exponentially with each new user,

creating powerful network effects and establishing a defensible position in a fragmented market.

3.1. Operational Mechanics and User Journey

The operational mechanics of the Task Exchange are designed to simplify and structure a process that is
traditionally fraught with administrative complexity. The user journey is detailed through two primary
workflows:

¢ For the Company Posting a Project: A company with a specific need—such as a shipyard
seeking a canteen partner—posts a project listing, which the document refers to as an
"advertisement." This listing includes a detailed text desctiption and the ability to attach necessary
documents, such as a request for proposal (RFP) or project specifications. This structured
approach ensures that all essential information is consolidated in one place, reducing back-and-
forth communication and setting clear expectations for potential bidders.

e For the Service Provider Bidding: Interested service providers, such as catering companies, can
review the listing and "submit a proposal" by clicking a dedicated "Give Bid" button. This action
triggers a pop-up menu where they can express their interest and provide supporting
documentation. A key efficiency feature is that all pre-configured, company-specific data for the
bidding firm is automatically attached and sent with the proposal. This removes the administrative
burden of manual data entry and ensures that the company secking a provider receives a complete
and standardized package from every interested party.
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3.2. Core Functionality and Strategic Value

The platform’s core functionalities are more than simple features; they are strategic mechanisms designed

to maximize efficiency and build trust within the ecosystem.

e The "Submit Proposal" Feature: This is not a simple communication tool but a structured
mechanism that enforces a standardized bidding process. By requiring all necessary information
and documentation to be submitted in a specific format, the feature significantly reduces the
administrative burden on the company secking a supplier, allowing for a more efficient and

objective evaluation of proposals.

e Automated Data Transfer: The fact that all company-specific data is automatically included
with a bid submission is a crucial point that goes beyond mere convenience. It ensures data
consistency, minimizes manual entry errors, and dramatically streamlines the initial due diligence
phase for both parties. This capability is a clear indicator that the platform is engineered for
operational efficiency and trust, which is a significant value proposition for businesses of all
sizes.

e The "Approve" Functionality: The documentation notes that upon reaching an agreement,
both the shipyard and the catering company click their respective "Approve" button. This
functionality is a strategic feature that formalizes the agreement within the platform itself. It
signals a move beyond simple lead generation to a platform that facilitates and validates the entire
transaction lifecycle. This action triggers the subsequent automated integrations, increasing the
platform's value and creating a high degree of platform stickiness that makes it difficult for users

to switch to a competitor.

4. Use Case Analysis and Market Applications

The provided examples are not merely anecdotes; they are professional case studies that demonstrate the
platform’s versatility and its value proposition for different market segments. They highlight the platform's
ability to serve a wide range of business needs, from large-scale corporate procurement to the targeted
marketing efforts of an individual professional.

4.1. Use Case 1: The Enterprise Solution (Shipyard & Catering Company)

A shipyard with 800 employees needs to find a partner to manage their canteen. Instead of relying on
traditional, often time-consuming, and manual procurement processes, the shipyard uses the KnowUs
Task Exchange. They post a detailed project listing, receive bids from interested catering companies, and
upon agreement, formalize the partnership within the platform. The analysis of this use case reveals a
significant aspect of the platform's value proposition: its function as a procurement automation tool. The
platform acts as a digital portal that manages the entire sourcing-to-supplier-onboarding workflow.

The deep integration mentioned is particulatly noteworthy. Upon approval of the agreement, the catering
company is "automatically registered as a suppliet" in the shipyard's profile, and the catering firm's contact
and invoicing solutions are directly linked to the shipyard's internal contact and finance modules. This
level of deep systems integration is a substantial value proposition for a large enterprise. It means the
platform is not metrely a lead-generation tool but a core component of the company's operational
infrastructure. This level of embedding ensures long-term user retention and justifies the potential for

high-tier subscription or transaction-based revenue models, which is a key metric for investors.

4.2. Use Case 2: The Freelancer/SME Solution (Bookkeeper)

A newly started, self-employed bookkeeper wants to find more clients. She uses the platform to create a
professional profile listing, which details her background, vision, and credentials. Crucially, she can specify
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her desired geographical area and target industries. This functionality transforms her listing from a general

classified ad into a sophisticated, highly-targeted lead-generation tool.

This use case demonstrates the platform’s value for the supply side of the B2B gig economy. It provides a
structured, professional, and efficient marketing channel for individual professionals and small businesses,
directly addressing a major pain point of finding targeted clients without a large marketing budget. The
documentation explicitly states that the connection process between the bookkeeper and her new clients
will occur "as mentioned in example 1". This crucial link shows that the platform's robust, enterprise-level
features and automated processes are accessible to even the smallest businesses. This creates a consistent
and professional expetience for all users and highlights the platform's scalability and its ability to serve a
wide range of business sizes, from a single solopreneur to a large enterprise, thereby maximizing the

potential user base and market reach.

5. Strategic Integration and Future Outlook

The final section of the provided document, titled "The future," outlines a strategic vision that moves the
platform beyond its already described functionality and positions to an integrated business operating
system. This section is critical for understanding the long-term value and scalability of the KnowUs
platform. The proposed features, such as the ability for a catering company to "present the week's menu
in the shipyard's internal info sharing module" or for a bookkeeper to "automatically gain access to her
new clients' finance modules,”" may sound like minor convenience features, but they have profound

strategic implications.

These future features represent a deliberate shift in the business model, moving the platform from a
transactional marketplace to an indispensable, day-to-day relational tool. A purely transactional platform
earns revenue per listing or transaction. However, a platform that facilitates deep, ongoing collaboration
can earn high-margin, recurring revenue through subscriptions for these value-added services - a true
Software as a Service (SaaS) model. The feature allowing a bookkeeper to gain direct access to her clients'
finance modules is a prime example of this pivot. This feature solves a real-world, high-friction problem
for both the bookkeeper and her client by automating data transfer, improving accuracy, and significantly
reducing time spent on manual processes. This transition transforms the platform from a "nice-to-have"
lead generator into a "must-have" tool that is deeply embedded in a company’s operational workflow. This
deep integration is a highly attractive proposition for investors, as it points to a scalable, defensible, and

high-margin business model with strong network effects and a clear path to high growth.

6. Comparative Market Position and Value Proposition Summary

The KnowUs Task Exchange is strategically positioned to differentiate itself from existing competitors,
such as general job boards, freelancing platforms, and traditional classified ad services. Its key competitive
advantages include its focus on building a comprehensive B2B ecosystem, its automation of complex
procurement and lead-generation processes, and its strategic roadmap toward deep systems integration
and recurring revenue models. The platform’s ability to serve a broad spectrum of business sizes, from
individual freelancers to large enterprises, creates a powerful network effect that becomes increasingly
valuable and difficult to replicate as the user base grows.

In conclusion, the KnowUs Task Exchange represents a significant and strategic expansion of a proven
business model. It is not a simple translation of a concept but a robust, well-defined B2B marketplace
poised to capture a large and growing market. The platform's value proposition is built on the pillars of
efficiency, trust, and network effects, with a clear and compelling path to high-margin, scalable growth. By
transforming an inefficient market into a streamlined, automated ecosystem, the KnowUs platform

presents a compelling investment opportunity.
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A Foundation for Scalable Product Codification in the Global Catalog

1. Executive Summary

The KnowUs Product Number (KU-P) system represents a cornerstone of the KnowUs ecosystem,
serving as the fundamental backbone for comprehensive product codification. This sophisticated 18-digit
unique identifier is assigned to every codified product within the KnowUs platform, enabling a granular
and logical categorization that is critical for operational efficiency and data precision. The system’s design
allows for dynamic adaptation of individual product modules, such as checklists or service reports, to the
specific product being managed. For instance, a setvice report tailored for a telehandler can be distinctly
different from one for a wheel loader, demonstrating the system's ability to intelligently customize
workflows based on the KU-P number. This capability is not merely a static identification but an
intelligent key that triggers specific functionalities and customizes user interfaces, leading to substantial
operational efficiency gains for users. Such adaptability positions the KnowUs platform as a highly
valuable and appealing solution across diverse industries. Engineered for immense scalability and
precision, the KU-P system ensures robust management of a global product catalog, now significantly
expanded to include not only physical goods but also intangible assets, services, and certifications, offering

an even more compelling proposition for potential investors.

2. Introduction to the KnowUs Product Number (KU-P)

At its core, the KnowUs Product Number (KU-P number) is an 18-digit identifier assigned to all products
codified within the KnowUs system. This number is designed to be highly informative, allowing users and
the system itself to deduce critical attributes of a product, including its category, subcategory, and specific
type, as well as the nation where the codifying user is based.

The KU-P number is central to the KnowUs system's functionality, facilitating the customization of
individual product modules. This means that when a user interacts with a product, the KU-P number
guides the system to present relevant tools and information, such as specific checklists or service reports
tailored to that product. For example, a service report for a telehandler (a type of machinery) would be
distinct from one for a wheel loader, demonstrating the system's intelligent adaptability based on the

product's unique identifier.

The 18-digit KU-P number, with future considerations for expansion to 19 or 20 digits, is thoughtfully
structured into distinct groups (AABB-CCC-DDD-EEEE-EEEE). This segmentation is a deliberate
design choice aimed at enhancing readability and ease of communication for users. The decision to group
digits for user readability underscores a user-centric design philosophy. In complex technical systems,
identifiers can often be opaque; however, KnowUs has prioritized practical application and user
experience. This focus on usability is crucial for widespread adoption and efficient data management,
particulatly for a system intended for a broad user base, as it can lead to higher user satisfaction, faster

onboarding, and ultimately, greater market penetration and recurring revenue.

3. Structure and Design Principles of the KU-P Number
The KU-P number adheres to a precise 18-digit structure, formatted as AABB-CCC-DDD-EEEE-EEEE.

This segmented arrangement is not arbitrary; it represents a hierarchical classification system that
systematically moves from broad product categories to highly specific individual product identifiers. Each
segment within this structure setves a distinct purpose, collectively codifying a product's attributes and its
origin within the KnowUs database. This fixed, segmented structure is a well-established design pattern
for highly scalable identification systems.
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The hierarchical breakdown implies that modifications or expansions within one segment, such as adding
more subcategories, do not necessitate fundamental changes to the structure or functionality of other
segments. This modularity is essential for maintaining system integrity and facilitating future growth
without requiring extensive re-architecture. This forward-thinking approach to system design ensures a
robust and extensible technical foundation, allowing the platform to accommodate significant future data
volume and complexity without incurring prohibitive development costs or technical debt.

4. Detailed Breakdown of KU-P Segments

4.1. Category (AA)

The initial two digits (AA) of the KU-P number designate the primary category to which a product
belongs. This represents the highest level of product classification within the KnowUs system.

Categories cannot commence with the digit '0'; establishing '10" as the lowest possible category
designation. This design choice allows for a total of 89 distinct categories, ranging from 10 to 99.
Currently, 22 categories are registered within the system, which are now considered comprehensive
enough to classify all existing products, including a broader definition of "product” encompassing

intangible assets, services, and certifications.

Users do not have the ability to create new categories (or subcategories and types) directly. This
centralized control ensures data integrity and consistency across the global catalog. However, if a product
cannot be classified under an existing category, users can submit a request to KnowUs for a new category.
Such requests are processed swiftly, typically within a few hours. This dual approach demonstrates a
strong commitment to maintaining data integrity and consistency while remaining responsive to evolving
product landscapes. By centralizing category creation, KnowUs prevents data fragmentation, redundancy,
and inconsistent classification, common challenges in large-scale databases. The rapid response time for
new category requests balances strict control with user responsiveness, ensuring the system can adapt
without compromising its structural integrity.

The current categories are detailed in the table below:

Category Code (AA) Category Code (AA) Category Code (AA)
10 - Machinery 41 - Jewelry 90 - Weapons
11 - Vehicles 45 - Building Materials 95 - Intangible Assets & Specialized Entities
12 - Tools 50 - Textiles 96 - Company-related services and consulting
20 - Inventory 51 - Sports Articles 97 - Person-related certificates and education
21 - Furniture 60 - Chemistry 98 - Company-related certificates
22 - Office Supplies 61 - Medicine 99 - Consumables
30 - Technology 70 - Animals and Animal

Articles
40 - Raw Materials 80 - Food and Beverages

This comprehensive list illustrates the breadth of product types the KnowUs system is designed to
manage, from heavy machinery to specialized medical items and everyday consumables, now significantly
expanded to include non-physical assets. This versatility suggests broad applicability across a wide range of
industries, indicating a large addressable market and diverse potential revenue streams.

4.2. Subcategory (BB)

The subsequent two digits (BB) of the KU-P number define the subcategory to which a product belongs,
specifically nested within its designated category (AA).

Each category (AA) is equipped with its own distinct set of subcategories, which can range from 00 to 99.
This allows for the assignment of up to 100 different subcategories per main category. Currently, no single
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category has more than 11 associated subcategories, indicating substantial remaining capacity within the
existing framework.

For future expansion, consideration is being given to increasing the subcategory segment to three digits.
This would expand the capacity to 1,000 different subcategories per category. Notably, subcategory '00' is
consistently reserved for "Military” across all categories. This proactive approach to scalability is a
powerful indicator of strategic foresight in system design. KnowUs has not only built in ample capacity
for current needs (11 used out of 100) but has also planned for orders of magnitude more growth (up to
1,000 per category). This minimizes the risk of the system encountering technical limitations as the
product database expands, demonstrating a robust, future-proof infrastructure that can accommodate

significant market growth without requiring costly or disruptive re-engineering.

For the 'Machinery' category (10), the cutrent subcategories include:

?;g():ategory Code Subcategory Code (BB) Subcategory Code (BB)
00 - Military 04 - Mining 08 - Underwater

01 - Agriculture 05 - Production 09 - Space

02 - Fishing 06 - Maritime 99 - Other

03 - Construction 07 - Air

This specific example illustrates the granularity of the classification system, demonstrating the system's
ability to support specialized industries with distinct sub-classifications. This level of detail is crucial for
the system's ability to dynamically adapt its modules, as specific subcategories can be tied to unique

operational requirements or reporting structures, reinforcing the system's versatility.

4.3. Type (CCC)

The three digits (CCC) that follow the subcategory define the specific type of product within its assigned
subcategory (BB). This represents the third and most granular level of product classification.

Each subcategory (BB) can accommodate its own distinct group of types, ranging from 000 to 999,
allowing for 1,000 different types per subcategory. Currently, a maximum of 19 types is linked to any

single subcategory, indicating substantial remaining capacity within the current structure.

Like subcategories, there is consideration to expand the "Type' segment to four digits, which would enable
the classification of up to 10,000 types per subcategory. This extreme granularity and scalability at the
product level, with vast unused capacity and plans for further expansion, underscores the system's
profound ability to handle a massive proliferation of specific product variations. The "type" level is where
the most specific product definitions reside, ensuring that KnowUs can accommodate virtually any
existing or future product, regardless of its niche or complexity. This level of granular classification is vital
for a global product catalog, as it enables precise identification, management, and differentiation of
millions of distinct products.

For instance, a tractor codified for agricultural use would have a KU-P number beginning with the prefix
1001-000 (Category 10 - Machinery, Subcategory 01 - Agriculture, Type 000 - Tractor).

Some of the current types for 'Agticulture’ (Subcategory 01) under 'Machinery' (Category 10) include:

Type Code (CCC) Type Code (CCC) Type Code (CCC)

000 - Tractor 003 - Seeding Machine 006 - Vegetable Machine
001 - Combine 004 - Potato System 007 - Sprayers

Harvester

002 - Forage Harvester 005 - Beet System 008 - Balers

This table provides concrete examples of the highly specific product types that can be classified, visually
reinforcing the system's deep granularity. The example of the tractor's KU-P prefix makes the hierarchical
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structure tangible, demonstrating how the system precisely identifies a product down to its specific type.
This level of detail supports the core function ensuring dynamic module adaptation and high data

precision, critical for commercial and industrial applications.

4.4. Nation (DDD)

The three digits (DDD) in the KU-P number identify the nation where the codifying user is based. This
segment plays a crucial role in tracking the origin of product data within the KnowUs ecosystem.

The digits correspond to the widely recognized 3-digit ISO Numeric codes (ISO 3160), ensuring
standardization and global compatibility. KnowUs operates with 249 different 3-digit ISO numbers,
encompassing 195 nations recognized by the UN as independent states and 54 geographical areas that,
while under recognized nations, possess their own ISO registration. The inclusion of '000" allows the
KnowUs database to accommodate up to 1,000 different nations. The explicit use of a globally recognized
standard like ISO 3166 for nation codes demonstrates a strong commitment to international
interoperability. This adherence to a universal standard ensures that the "Nation" component of the KU-P
number is universally understood and compatible with existing international data systems, avoiding
proprietary coding schemes that would complicate cross-border data exchange and partnerships. This
makes the KnowUs system inherently ready for global deployment and collaboration.

While primarily nation-focused, the system offers flexibility to assign DDD-digits to states within nations,
organizations, or even large companies, should such a need arise in the future. It is important to note that
the DDD-digits do not restrict product availability; a product codified in one nation can be freely utilized

and acquired by a company in any other nation, and vice versa.

The handling of the nation code evolves as product progresses through the system. Initially, when a
product is registered by a uset, its KU-P number will display the nation code cottesponding to that uset's
own nation. However, once the product undergoes verification and becomes visible in the Global Catalog,
its KU-P number will then reflect the national code of the company that was the first to officially register
that specific product. This sophisticated mechanism for data governance and master data management
allows for multiple internal KU-P numbers for the same product (due to different initial registrations) yet
ensures that only one canonical version of the product is visible to any individual user in the KnowUs
Global Catalog. This implies a robust duplication and master record management process, critical for
maintaining data quality, consistency, and trust in a large-scale global database. This highlights a mature
approach to data integrity, crucial for the credibility and utility of a global product catalog, and a key
differentiator in the market.

4.5. Individual Product Identifier (EEEE-EEEE)

The final 8-digit segment, EEEE-EEEE, serves as the individual number that uniquely differentiates
products from one another within the KnowUs system. This is the most granular level of identification,
ensuring that each distinct product instance can be precisely identified.

While it is possible for multiple products to share the same 8 digits in this segment, this is only permissible
if they possess different AABB-CCC-DDD prefixes. This rule ensures absolute uniqueness for a product
when considered within its specific Category, Subcategory, Type, and Nation classification.

The capacity of this segment is immense. With the ability to utilize all digits from 0000-0000, the KnowUs
Global Catalog is designed to contain master data for 100 million brands or models for each specific
product type (e.g., 100 million different tractor models) under each nation code (DDD). This
astronomical scalability for individual product instances is a powerful testament to the KU-P system's
design. If each specific product type within each nation can accommodate 100 million unique brands or
models, the theoretical total capacity of the KnowUs Global Catalog becomes virtually limitless (e.g.,
potentially encompassing billions upon billions of distinct product entries). This immense capacity ensures
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that KnowUs can manage an unprecedented volume of highly specific product data, supporting global
market expansion and continuous growth without any foreseeable technical bottlenecks related to unique
identification.

5. Expanding the Definition of "Product": New Categories and Their Strategic
Value

The KnowUs KU-P system has been strategically expanded to encompass a broader definition of
"product," moving beyond traditional physical goods to include critical intangible assets, setrvices, and
certifications. This foresight ensures the system's relevance and utility in the evolving global economy.

5.1. Category 95: Intangible Assets & Specialized Entities
This new category is designed to classify products that exist primarily in digital form, represent intellectual

property, or are highly specialized non-physical assets. This includes:

e Software & Digital Services: Operating systems, application software (e.g., CRM, ERP), mobile
applications, cloud computing subscriptions (SaaS, PaaS, 1aaS), and digital security solutions.

e Digital Content & Media: E-books, digital music, streaming subscriptions, stock
photos/videos, and online courses.

e Data & Information: Curated datasets (e.g., market research, geospatial data), API access for
data feeds, and standardized analytical reports.

e Intellectual Property & Licenses: Patents, trademarks, copyrights, design rights, and various
software licenses (perpetual or subscription-based).

e Specialized Biological Entities: Cell lines, microorganisms, genetic material (DNA/RNA

sequences), and bio-engineered tissues used in research or industry.

¢ Unique & Experiential Offerings: Original artworks, bespoke design services (as productized

packages), high-value collectibles, and exclusive experiential packages (e.g., space tourism).

¢ Environmental Assets & Certificates: Carbon credits and renewable energy certificates,
representing intangible but economically significant environmental value.

This category is crucial for KnowUs to manage the rapidly growing digital economy, allowing for precise
classification and tailored management modules for non-physical assets, which are increasingly central to

modern business operations.

5.2. Category 96: Company-related Services and Consulting

This category addresses the vast and diverse domain of professional services and consulting offerings
provided by companies. Unlike productized digital assets, these are often bespoke, project-based, and
involve ongoing interaction. This includes:

e IT Services: System integration, software development, cybersecurity consulting, I'T support, and
cloud migration services.

e Business Consulting: Strategic planning, management consulting, operational efficiency,
financial advisory, and human resources consulting.

e Legal Services: Corporate law, intellectual property law, litigation support, and compliance

consulting.
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e Marketing & Creative Services: Brand strategy, digital marketing campaigns, content creation,
and advertising services.

o Engineering & Techni¢tlSeeives: CdshsdirapHedtosystNBab R s8)ices, technical

analysis, and project management for complex installations.

Establishing this dedicated category allows KnowUs to provide specific frameworks for managing service
contracts, project milestones, and performance metrics, extending the system's utility to the core of
service-based economies and enabling companies to catalog and offer their diverse service portfolios with

clarity and structure.

5.3. Category 97: Person-related Certificates and Education

This category is designed to classify educational programs, courses, and professional certifications that are
tied to individuals. This recognizes the immense value of human capital development and credentialing in
the global marketplace. This includes:

¢ Academic Degrees & Diplomas: University degrees, vocational diplomas, and professional
certificates.

e Professional Certifications: Industry-specific certifications (e.g., PMP, CISSP, specific software

certifications), trade licenses, and regulatory compliance certifications.

e Training Courses & Workshops: Online courses, in-person workshops, corporate training
programs, and skill development modules.

e Licenses & Permits (Individual): Professional licenses (e.g., medical, legal, pilot licenses)
required for individuals to practice certain professions.

By including this category, KnowUs opens up its catalog to the burgeoning market of education and
professional development, allowing businesses and educational institutions to list and manage their
offerings, and potentially enabling users to track and verify individual qualifications within the system.

This expands KnowUs's reach into human capital management and talent development.

5.4. Category 98: Company-related Certificates

This category focuses on certifications and accreditations that apply to an entire company or its specific
processes, products, or facilities. These are crucial for demonstrating compliance, quality, and adherence
to industry standards. This includes:

¢ Quality Management Systems: ISO 9001, AS9100, IATF 16949 certifications.
e Environmental Management Systems: ISO 14001, LEED certifications for buildings.
e  Occupational Health & Safety: ISO 45001, OHSAS 18001 certifications.

¢ Industry-Specific Accreditations: Certifications for specific manufacturing processes, food
safety (e.g., HACCP), or cybersecurity frameworks (e.g., SOC 2).

e Sustainability Certifications: Fair Trade, Organic, or specific carbon neutrality certifications for
the company.

This category provides a structured way for companies to showcase their adherence to various standards,
enhancing transparency, trust, and facilitating business partnerships. It allows for the management of
compliance documentation and audit trails, adding significant value for businesses operating in regulated

or quality-driven industries.
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6. Scalability and Futureproofing of the KU-P System

The design of the KnowUs Product Number system inherently incorporates significant capacity at every
level of its hierarchy, from broad categories down to individual product identifiers. The documentation
consistently highlights "plenty of capacity left" across various segments; for instance, only 11
subcategories are currently used out of a potential 100, and only 19 types are utilized out of a possible
1,000.

Beyond this built-in headroom, KnowUs demonstrates a proactive approach to future expansion. There
are explicit considerations for increasing the total KU-P length from 18 to 19 or even 20 digits by
expanding the digit count for subcategories (BB, from 2 to 3 digits) and types (CCC, from 3 to 4 digits).
This consistent theme of building in ample current capacity while simultaneously planning for future digit
increases across multiple segments of the KU-P number indicates a highly strategic and deliberate
approach to system architecture. KnowUs is not merely reacting to current needs but has proactively
engineered its core identification system to handle orders of magnitude more data.

This multi-layered approach to scalability ensures that the system can accommodate exponential growth in
product classifications and individual product entries for the foreseeable future. This phased scalability
means that future growth can be accommodated through planned, incremental updates rather than
disruptive, costly overhauls. This translates to a lower risk profile for future development, a more
predictable cost structure, and a higher potential for sustained, long-term growth without hitting

unforeseen technical ceilings.

7. Operational Aspects and Global Catalog Integration

The KnowUs system employs a controlled approach to its classification hierarchy, ensuring data integrity
and consistency. Users are not permitted to create new categories, subcategories and types, maintaining
centralized control over the fundamental classification structure. However, user requests for new
categories are processed swiftly by KnowUs, demonstrating responsiveness to evolving product
landscapes while preserving data quality.

A key feature of the KU-P system is its global accessibility. The nation code (DDD) within the KU-P
number does not restrict the availability or usability of a product. Products codified in one nation are fully
accessible and usable by companies in any other nation, fostering seamless international collaboration and

commerce.

The system incorporates sophisticated master data management principles within its Global Catalog.
While a product might be initially registered by multiple users, potentially leading to multiple internal KU-
P numbers (each reflecting the initial registrant's nation code), the Global Catalog ensures that only one
canonical, verified version of the product is visible to any individual user. The nation code displayed for a
verified product in the KnowUs Global Catalog will be that of the company that was the first to register it.
This combination of controlled category creation, global product accessibility, and the sophisticated
mechanism for displaying a single, verified product version in the Global Catalog reflects a deep
understanding of the challenges in managing large, distributed datasets. By centralizing control over core
classifications, KnowUs ensures data integrity. By enabling global accessibility, it maximizes utility. And by
presenting a unified view to the user, it ensures a clean, consistent, and trustworthy experience. This
advanced data management capability is crucial for a platform aiming to be a definitive global product
catalog.

8. Conclusion: Strategic Value for Investors

The KnowUs Product Number (KU-P) system stands as a testament to robust, logical, and highly scalable

engineering. Its hierarchical structure, adherence to international standards such as ISO 3166, vast
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inherent capacity, and proactive planning for future expansion (e.g., increased digit counts/KU-P length)

position it as a foundational asset for the KnowUs business model.

The strategic expansion of the KU-P system to include "95 - Intangible Assets & Specialized Entities,"
"96 - Company-related setvices and consulting," "97 - Person-related cettificates and education," and "98 -
Company-related certificates” is a transformative step. This intelligent codification framework is more
than just an identifier; it is a meticulously designed, future-proof intellectual property that underpins
KnowUs’ entire value proposition. It enables efficient product management, ensures data integrity, and
supports seamless global expansion, allowing KnowUs to accommodate an immense volume of diverse
product data with unparalleled precision and scale. By embracing a broader, more contemporary definition
of "product," KnowUs transcends its role as primarily a physical goods management tool, evolving into a
comprehensive enterprise asset management system. This allows organizations to centralize the
management and classification of their entire product portfolio - compassing physical goods, digital assets,
intellectual property, unique offerings, professional services, and critical certifications - within a single,

unified framework.

The detailed structure, inherent scalability, foresight in planning for future capacity, and integration with
global standards and advanced data management principles collectively demonstrate that KnowUs has
built a highly robust and adaptable core technology. This system acts as a significant competitive
differentiator, providing KnowUs with a strong, defensible position in the market. It reduces the risk
profile for future growth and offers a clear pathway to sustained profitability by serving as an authoritative
global source for all types of products and service information. The KU-P is a strategic asset that validates
the company's technical acumen and long-term vision for global market leadership in comprehensive

product information management.
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Attachment 6. - The KnowUs Product Codification System
A Strategic and Operational Analysis

1. Executive Summary

This report provides a comprehensive translation and strategic analysis of the KnowUs Product
Codification System, as detailed in the source documentation. The system is a foundational element of the
KnowUs platform, designed to ensure data integrity and facilitate rapid, scalable growth of its Global
Catalog. The system's three-tiered approach - KnowUs Codification, Manufacturer/Reseller Codification,
and User Registration - creates a highly efficient, self-correcting, and scalable data management

framework.

The analysis reveals that this system is not merely a technical process but a core business asset that
establishes a significant competitive advantage. It addresses the critical business-to-business (B2B)
challenge of data trust, enables a powerful network effect by leveraging user activity, and provides a clear
path to non-linear catalog growth. The system’s design is a strategic differentiator that will be of
paramount interest to potential investors, as it underpins the platform's scalability, defensibility, and long-

term value proposition.

2. Introduction to the KnowUs Global Catalog and Codification System

2.1. Context and Purpose

The KnowUs Global Catalog serves as the central repository for verified product data, a critical resource
for business-to-business users on the platform. The integrity and accuracy of this catalog are paramount to
the platform's value proposition. The Product Codification System is the essential mechanism by which
this catalog is populated, maintained, and grown. Its design ensures that the data within the catalog is
trustworthy, consistent, and useful for all users. The system is fundamentally engineered to prevent the
display of unauthorized information, ensuring that any data presented to users is either explicitly approved

by the product’s source or is a uset’s own private data.

2.2. Foundational Principle

The bedrock of the KnowUs system is a strict data governance principle: a product can only be displayed
in the Global Catalog if its supplier or manufacturer has formally approved its inclusion. This requirement
establishes a singular "source of truth" for all public product information and forms the basis for data
trustworthiness. The system is architected to give users a clear view of approved, verified data while
simultaneously allowing them to manage their own privately entered data. This dual-layered approach
ensures that KnowUs never displays data it is not authorized to, thus protecting the integrity of the
catalog and the confidentiality of proprietary information.

2.3. The Three Pillars of Data Entry

The robustness and strategic sophistication of the KnowUs system are embodied in its three distinct, yet
interconnected, methods for introducing products into the Global Catalog. These methods are: KnowUs
Codification, Manufacturer/Reseller Codification, and User Registration. Each method serves a unique
strategic purpose, collectively forming a cohesive and powerful data management ecosystem. The first two
methods are designed to build the public, verified catalog, while the third is a critical mechanism for user
adoption and non-linear catalog growth.
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3. Product Codification for the Global Catalog

Codification of a product for the KnowUs Global Catalog can only take place if a supplier or the
manufacturer of the product has approved that the product will be shown in the catalog. The system is set
up so that users can only see approved data, as well as data they themselves enter for their own use, so
that KnowUs does not display data it is not authorized to.

There are three ways in which a product can be introduced into the Global Catalog:
e KnowUs Codification
e  Manufacturer/Reseller Codification

e  User Registration

3.1. KnowUs Codification

The KnowUs data team receives product data from a reseller/manufacturer, after which the team adapts
the product's master data so that it will appear in the correct fields in the catalog. Data can, for example,
be received as an Excel list, extracted from the reseller's/manufacturet's own I'T system. Each product is
assigned to the correct category, subcategory, and type. A unique KnowUs item number (KU-P number)
is thereby created. If images or documents have been included that are to be linked to the individual
product, the team ensures that the correct connections are established. When all data has been adapted
and prepared for upload, a final check and approval is performed, after which the data file is loaded into
the KnowUs Global Catalog.

3.2. Manufacturer/Reseller Codification

This is where the manufacturer or reseller of a product performs the codification themselves, following
the same procedure as the KnowUs data team. However, the final check and approval will be carried out
by the KnowUs data team before uploading to the KnowUs Global Catalog. The Codification Module will

contain detailed instructions - text, images, and video - on how to approach the task.

3.3. User Registration

User Registration is cartied out by the individual company/user if they wish to register and work with a
product that is not already found in the KnowUs Global Catalog. However, the registered products will
only appear as part of the Global Catalog for the company that has performed the registration. This allows
the company to use the product to its full extent, in all KnowUs modules, without risking sharing the

product and supplier data without the suppliet's consent.
Example:

The construction company Renovado (fictitious name) wishes to enter their 3 1 olyo wheel loaders into their KnowUs
platform. They therefore go into the KnowUs Codification Module, where they enter all the desired data for their wheel loader.
They first choose to codify in the category ""Machine," then they choose the subcategory ""Construction Machine" and that the

type is a "Wheel Loader." They give the product a name - this can be anything, but KnowUs recommends nsing the
manufacturer's name for the product - Renovado chooses to name their machines "'V olvo 120," as this is what they call the
machines in everyday life.

They register the supplier's VAT number and the supplier's item number for the wheel loader under the supplier tab. Here,
they also register the recommended service interval for such a wheel loader. They upload the operating manual and link it to
the codification. Finally, they enter the specifications and information for the wheel loader that they themselves consider
meaningful for their company.

They finish by clicking the button "Codify" - Becanse Renovado is not approved to be able to codify products, the wheel loader
will not be finally codified, but merely registered. The KnowUs systems now creates a unique item number (KU-P number),
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and registers this in the Global Catalog together with the specified supplier's VAT number and itemr number. Al other data
that Renovado registers is only on their own profile, to which only they have access.

The registration in the Global Catalog is not visible to other companies, but for Renovado, a normal search in the catalog will
produce a result where the wheel loader appears, just as if it were codified. If] when the supplier later chooses to use the
KnowUs platform, and thus link all their products to the catalog, the systen will antomatically create a link to Renovado's
registration of a V'olvo 120, and codify it with the supplier's own data, after which all users on the platform will be able to
access the product when they search in the KnowUs Global Catalog.

4. Operational Analysis of the Codification Methods

4.1. KnowUs Codification: The Quality Control Foundation

This method represents the traditional, hands-on approach to data entry, involving the internal KnowUs
data team. The team is responsible for receiving product data directly from a manufacturer or reseller,
standardizing it into a consistent format, and ensuring all data fields are correctly populated. The final

stage involves a thorough review and approval process before the data is uploaded to the Global Catalog.

The primary purpose of this method is to guarantee the highest level of data quality and consistency from
the very beginning. It is crucial for populating the initial catalog with a foundational set of key products,
establishing a baseline of quality that is essential for a B2B platform. This controlled, meticulous process
ensures that the core catalog is reliable and serves as a trusted resource for all users. While this method is
highly effective for quality assurance, it is by nature a linear process, limited by the size and capacity of the
internal data team.

4.2. Manufacturer/Reseller Codification: The Scalability Multiplier

This method represents a critical strategic shift in the data management process. It leverages a self-service
model, where the data entry burden is delegated directly to the source—the manufacturer or reseller of the
product. This approach transforms what would otherwise be a linear resource bottleneck into a
distributed, non-linear growth channel. Instead of KnowUs staff manually inputting every data point, the
manufacturers themselves perform the initial codification using a guided module that includes detailed
instructions, images, and video tutorials.

The delegation of this task means that the growth of the Global Catalog is no longer solely dependent on
the size of the internal KnowUs team. The internal team's role shifts from rote data entry to quality
control, performing only a final check and approval before the data is made public. This reallocation of
labor allows KnowUs to focus its resources on onboarding new partners and maintaining data integrity,
rather than performing repetitive administrative tasks. This capital-light model for catalog expansion is a
powerful demonstration of operational efficiency and is highly attractive to investors seeking evidence of
scalable business models.

4.3. User Registration: The Network Effect Catalyst and Data Funnel

The User Registration process, exemplified by the Renovado case, is a powerful mechanism that
transforms user activity into a strategic asset. This method empowers individual companies to privately
register products that are not yet publicly available in the KnowUs Global Catalog. The purpose is to
provide immediate, full operational value to the user, allowing them to utilize the product in all KnowUs
modules for their own internal operations. All data entered during this process - such as specifications,
service intervals, and operating manuals - remains private and secure, addressing critical B2B concerns
about data confidentiality.

While the majority of this data is private, the system performs a crucial function: it creates a unique
KnowUs product number (a KU-P number) and registers it in the KnowUs Global Catalog (as a “closed
to public” register) along with the suppliet's VAT number and item number. This seemingly minor
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registration serves a major strategic purpose. It acts as an invaluable market signal, allowing KnowUs to
identify which products are in high demand among its user base. This information is a potent asset for the
sales and business development teams, providing a data-driven approach to prioritizing which

manufacturers to formally onboard.

The process culminates in a powerful network effect. When a manufacturer or supplier later decides to
formally codify its products on the platform, the KnowUs system automatically detects and links to any
existing user registrations for that product. The system then "upgrades" these private, user-generated
entries into public, verified catalog entries using the manufacturet’s approved data. This action benefits all
users on the platform, who can now access the newly verified product. The initial, isolated effort of a
single user has thus contributed to the collective value of the platform, creating a self-reinforcing flywheel
where every user who registers a product becomes a potential catalyst for future catalog growth.

5. Strategic Implications for Business Growth, Data Integrity, and Competitive
Advantage

5.1. The Scalability Engine: From Linear to Non-Linear Growth

The three-tiered codification system fundamentally redefines the economics of catalog growth for the
business. The system is designed to overcome the linear constraints of a traditional, internal data team,
allowing for non-linear expansion by strategically leveraging manufacturers and end-users. The transition
from the KnowUs Codification method to the Manufacturer/Reseller and User Registration methods
demonstrates a clear path to scalable growth. This is a key metric for investors, as it provides clear
evidence that the business can expand its core data asset without a corresponding linear increase in

operational expenditure on data management and quality control.

5.2. Data Governance and Trust: The Foundation of a B2B Platform

The system’s explicit data governance rules - which require supplier approval for public visibility and
carefully segment public from private data - directly addresses the core need for trust and reliability in a
B2B platform. A significant risk for platforms that rely on user-generated content is the proliferation of
inaccurate or "junk" data, which can devalue the platform over time. By ensuring that any data not
officially approved by a manufacturer remains private and is of no use to others, the system self-regulates
and disincentivizes the entry of fake or useless products. This built-in "anti-spam" mechanism is a crucial
competitive differentiator that builds and maintains the platform's reputation for reliability and authority.
The system's design establishes a strong batrier to entry for competitors who might attempt to replicate

the catalog without a similar, rigorous data governance framework.

5.3. The Network Effect and Growth Flywheel: The Renovado Example

The Renovado example is not merely an illustration of a feature; it is the blueprint for the company's
growth strategy. It demonstrates how every user who privately registers a new product is, in effect,
contributing to a future data asset. The system’s ability to recognize, link, and formalize this data later is
the mechanism that transforms a transactional user base into a strategic growth engine. Data derived from
user registrations can be used to inform sales and marketing priorities, demonstrating to new
manufacturers a pre-existing demand for their products on the platform. This creates a powerful and self-
sustaining growth flywheel. The platform's value increases with each new user and product registration,
which in turn attracts more users and manufacturers, creating a virtuous cycle of catalog expansion and

user adoption.
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6. Comparison of Product Codification Methods

The following table provides a succinct overview of the three distinct product codification methods,
highlighting their key operational characteristics and strategic roles within the KnowUs ecosystem. This

summary is intended to provide a quick, at-a-glance reference for a high-level understanding of the

system's design and purpose.

Data Source

KnowUs Codification KnowUs Team

Manufacturer/Reseller

R R Manufacturer/Reseller
Codification
User Registration End User/Company
(
\
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Attachment 7. - The KnowUs Calendar and Email Module
A Detailed Overview

1. Our Vision: A New Era for B2B Communication and Collaboration

I have often said that our vision for KnowUs is to be a force that will have a profound impact on the
whole of human society. It will be seen as the inaugural source of a new epoch in the world community.
When I first conceived of this company, I was not merely thinking of another software tool, but of a
fundamental infrastructural layer for the global B2B market. The market is fragmented, inefficient, and
fraught with trust issues. Our core mission, therefore, is to unite all business data into a single, cohesive
solution and, in doing so, create a global network that significantly enhances collaboration and operational
efficiency for all participants.

This vision is what drives every module we build, and it is the context in which I ask you to view our
internal Calendar and Email Module. On the surface, it may seem like a simple feature, but I assure you it
is anything but. This module is a foundational pillar of our platform, an engine for data unification and
workflow automation that is central to our entire value proposition. It is a direct result of our mission to
create a single source of truth for all business data. By seamlessly integrating communication and task
management directly into the core platform, we are transforming what were once unstructured, siloed
conversations into structured, auditable, and actionable data points. This is a critical step in achieving the
exponential network effects and long-term value creation that will make KnowUs more than the next

Google or Apple.

2. A Detailed Overview

In KnowUs, an internal calendar and mail module is built-in, which means that companies do not need to
send emails to their employees' private email addresses or create external email addresses within the
company's domain for its employees. For communication between companies, this will also feel much
easier than the options that exist on the market today. You will not have to search for contact details or
contact persons but simply go to the respective company's KnowUs profile (which is almost a website in
itself) and click the "Send Message" button.

If a company has set up its structure with contact information and key positions in the KnowUs system,
the system will automatically ensure that the right employees receive messages sent via the individual
modules - for example, when ordering products or inquiries about a financial issue. This applies to
messages from the company's employees ot from external companies that have been set up as regular

suppliers, clients/customers, and partners in the company's internal KnowUs profile.

Messages/mail and the calendar with the day's tasks are always visible on the right side of the screen,
regardless of which module an employee might be working on.

2.1. Email

The email module can be set up by the companies to use POP3, IMAP, or other systems, but there is also
a built-in KnowUs internal messaging system, where the company can communicate directly with its
employees. The individual company will also be able to set up its email module to receive KnowUs
internal messages from other companies. This can be limited by preference, for example, whether the
company only wants to receive national messages or whether they also want to be able to receive
international inquiries.

Internal messages can be linked to positions, teams, and departments, which means that communication
between companies, their own departments, and positions can be preserved even if an employee has left

their position. Important information that could previously disappear if an employee changes position or
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company can now be registered in the position, so that the future new employee is quickly up to date in

their function.

As an employee, you can choose which messages/emails should be linked to a position, team, ot
depattment, so you can ensure that messages/emails with confidential information are not shared with

unauthorized employees.

2.2. Calendar

A calendar is built into the KnowUs system that is specific to each employee, as well as a calendar that is
linked to the company. Both the specific employee calendars and the company calendar ate linked, so it is
possible for the company to share tasks with the individual employee.

Example

A construction company is building a new house. They use the KnowUs Project and Planning Modules to
manage the construction project. In the management, there is a calendar that shows the different steps in
the process. The employees who are to perform the step can be linked to each step. The construction
company, for example, assigns carpentry teams 1 and 5 to make gypsum walls and wooden ceilings in the
period from May 7, 2026, to May 18, 2026. This will now appear in the project module, as well as in the
respective carpenters' personal calendars, and the carpenters receive an internal message with information
about the task, with a materials list and building drawings belonging to the task.

3. Strategic Analysis: From Features to Competitive Advantage

Having established the foundational features, I will now reveal how these seemingly simple tools are, in
fact, the operational heart of our value proposition. The Mail and Calendar Module is a prime example of
our philosophy: that the most powerful solutions are those that integrate seamlessly and solve multiple

problems at once. The strategic value of this module is not in what it does, but in what it enables.

4. A Centralized Hub for All Inter-Company Communications

The modern business environment is plagued by a lack of trust and a proliferation of fragmented data. A
fundamental pain point in B2B transactions is the time and risk involved in vetting new partners,
exchanging sensitive data, and managing communications across disparate systems. The KnowUs Email

and Calendar module is our answer to this problem.

As I have architected it, the system’s "Send Message" button is a powerful tool for building a trust-based
B2B network. When a user clicks this button on a company's KnowUs profile, they are not just sending a
message; they are initiating a conversation with a verified, legitimate business. The platform’s rigorous
verification process, which cross-references applicant data with official national business registers,
guarantees that every entity on our platform is a legitimate, active company. This stands in stark contrast
to traditional email, where the sender's identity is often unverified, and the risk of fraud, phishing, or spam
is high. By reducing the friction and risk of initial contact, we accelerate the formation of new business
relationships, which is a key driver of platform value and a direct path to achieving our goal of becoming a
central hub for global B2B commerce.

The table below illustrates this profound shift from a fragmented, high-friction model to our integrated,

low-friction one:
Pain Point (Traditional Method) = KnowUs Solution (Module) Strategic Benefit

Reduced Total Cost of Ownership

Manual Data Entry & Lost Time Automated, One-Click Communication (TCO), Increased Efficiency

e
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Pain Point (Traditional Method) = KnowUs Solution (Module) Strategic Benefit
Data Silos & Fragmentation Centralized MDM for all Communications Single Source of Truth, Data Integrity

Knowledge Loss (Employee Operational Resilience, Faster

Position-Based Knowledge Retention

Turnover) Onboarding

Security & Trust (Unverified Parties)  Verified, Encrypted Communication Risk Mitigation, Trust-Based Networking

5. The Power of Position-Based Data and Knowledge Retention

In my expetience, one of the most critical, yet often overlooked, challenges for businesses are the loss of
institutional knowledge due to employee turnover. When an employee leaves, their email inbox - a
repository of critical decisions, project context, and client communications - often becomes a data silo that
is difficult to access and integrate. The KnowUs Email and Calendar module is designed to solve this very
problem by fundamentally changing the way knowledge is stored.

By linking internal messages and calendar entries to specific positions, teams, and departments, we ensure
that a new employee can quickly get up to date in their new function. This feature transforms the module
from a simple messaging tool into an ever-growing, self-correcting knowledge base. It creates a defensible,
proprietary data asset for our client companies that is fundamentally different from a static email archive.
By connecting communication and tasks to a position rather than an individual, we create a secure and
persistent record that is not lost when the employee leaves. For a company, this translates into a clear,
tangible return on investment, reducing the cost and time of onboarding and significantly increasing
operational resilience. This deep integration of communication into our Master Data Management (MDM)

framework ensures that every piece of information contributes to a unified, reliable source of truth.

6. Seamless Project Management and Task Automation

The true genius of the KnowUs platform lies in its ability to automate complex business processes. The
Calendar module is a perfect illustration of this principle; it is not a passive scheduling tool but an
operational front end for our entire workflow system. The example of the construction company is a

powerful case study for this.

The calendar entry itself is a trigger. It automatically connects a project milestone to a specific team and
then dynamically generates a complete, context-rich task for each employee. The internal message that is
automatically sent to the carpenters contains a materials list and building drawings, linking the calendar
entry to our product and planning modules. This single-point-of-entry, automated workflow eliminates the
need for manual data entry, reduces human error, and ensures that a complex, multi-step process can be
initiated with a simple click. This level of automation ditectly supports our "zero-training" philosophy,
where users are guided by an intuitive interface and can complete tasks without extensive instruction or
manuals. This is how we transform a simple feature into a core piece of our business process automation,

driving significant time and cost savings for our clients.

7. The Network Effect: Synergy Across the KnowUs Platform

The Mail and Calendar module is the "connective tissue" of the entite KnowUs ecosystem. It is the real-
time data conduit that facilitates the flow of information across our MDM platform, HR systems, and
operational modules. Without it, the "single source of truth" would be static and inert; with it, data is not

only unified but also constantly moving and acting.

Consider how this module enables and enhances the value of our other features:
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e HR and Personal Database: When a company hires a new employee through our "two-click"
hiring process, the system automatically sends an internal message to the IT department, notifying
them to prepare equipment. The calendar module is then used to schedule the new hire's
onboarding and training sessions. This seamless flow of data, initiated by the mail module, makes

the hiring and onboarding process a frictionless, automated experience for everyone involved.

e Task Exchange and Products: When a company posts a task on our Task Exchange, such as a
shipyard looking for a catering company, interested parties can place a bid. Our mail module acts
as the communication interface for this process, enabling the digital handshake that precedes the

automatic registration of a new supplier.

e Operational Workflow: I have made it a cornerstone of our design that a simple email can be
transformed into a fully automated, inter-company digital order. Our system automatically
receives a purchase order from a customer, places it in the suppliet's internal "to-do list," and then
automatically generates and sends an invoice as soon as the package is picked up by a transport
company. All of this relies entirely on the mail module's ability to teceive, process, and route

messages to the right departments and individuals.

The mail and calendar module are not isolated features. It is the invisible thread linking all our disparate
functions, ensuring that every user interaction, every transaction, and every data point contributes to a

powerful, self-reinforcing network.

The table below provides a powerful summary of this synergy, mapping the module's role to our core

platform and the strategic impact it creates:
KnowUs Module Mail & Calendar Module's Role Strategic Impact

Facilitates communication for hiring and

HR & Personal . . .. . Enables automated, "two-click" hiring processes and

onboarding and retains position-specific . . " .
Database provides a "living CV" for companies.

knowledge.
Task Exchange & Acts as the communication interface for Automates inter-company workflows, leading to new
Products bidding on tasks and placing orders. partnerships and revenue streams.

L Transforms unstructured conversations into a valuable,

Master Data Captures and structures all communication

Management (MDM) and calendar data. auditable, and searchable data asset that fuels the entire

ecosystem.
Business Process Acts as the user-facing trigger for automated Drives significant time and cost savings by eliminating
Automation (BPA) workflows. manual data entry across the enterprise.

8. The Commitment to Scalability and Global Adoption

The ambitious growth projections in our business plan are not a flight of fancy; they are the logical
conclusion of a meticulously engineered platform. The Mail and Calendar module, like every aspect of
KnowUs, has been designed from the ground up for immense scalability. A tool that simplifies
communication and automates data transfer is a prerequisite for achieving the ambitious scale we project
for the global B2B market.

My choice to locate our headquarters in Denmark was not an accident; it was a deliberate strategy. Danish
businesses are already deeply integrated into a digital-first economy and are accustomed to digital tools.
This market will serve as our launchpad, a place where our "zero-training" philosophy and our unified
communication model will find rapid adoption, allowing us to build a fundamental base of users and data
very quickly. This will allow us to scale at a speed that our competitors will find extremely difficult to
match, setting the stage for global expansion.
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The KnowUs Mail and Calendar Module is not merely a feature. It is a critical, foundational piece of the
infrastructure that will enable us to become a dominant force in the global B2B market. It is an
operational embodiment of our core values, a testament to our vision, and a clear signal of the long-term

value that we are building. I am confident that KnowUs will be a monumental and deeply influential force
in the future of global business.
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Attachment 8. - The Operational Workflow - Products
A Case Study in Automation and Trust

The following is a case study that illustrates the operational synergy between different actors in the
KnowUs ecosystem. The narrative demonstrates how the platform’s dual-database structure and
automated workflows eliminate administrative friction and build trust between businesses.

1. Confidentiality and Data Management

The KnowUs platform operates on a dual-database model to ensure the highest level of data protection
and privacy. All enterprise-specific data is stored in a private - and encrypted - database accessible only to
the owning company. A separate global database contains shared, verified master data for products and

suppliers, which facilitates secure, large-scale data exchange across the network.

2. Streamlining the Supply Chain for a Construction Company

Consider a construction company, Renovado, with carpenters, masons, and electricians. Renovado utilizes

KnowUs to manage its assets and streamline procurement.

1. Internal Structure and Norm Lists: Renovado first structures its organization within the
platform's local database, creating departments, teams, and even specific positions (e.g.,
apprentice roles). This structure allows them to create Norm Lists, which are standardized
inventories for specific teams or tasks. For example, a list named "Carpenter's Van, Tools" is
created and populated with the necessary equipment. When a product like the WERA 355 PZ 1
screwdriver is selected from the Global Product Catalog, all its master data is automatically

transferred to the company's private inventory list.

2. Private Data Registration: Renovado's Master Norm List automatically updates to reflect the
total number of items needed across all its teams (e.g., 15 screwdrivers for five carpentry teams).
The company's inventory list simultaneously shows a count of zero for this product. When
Renovado finds that their preferred supplier, HandyBase, is not yet a registered user, they add
HandyBase's details to their private Contacts-module. This information, while copied to the
global database, remains private and is only visible to Renovado - demonstrating KnowUs's
commitment to protecting proprietary supplier relationships.

3. Seamless Procurement and Digital Workflows: With a single click, Renovado's system
generates and sends a purchase order for the 15 screwdrivers to HandyBase via email. This
automation provides immediate value by streamlining the procurement process, even before the

supplier is formally onboarded.

4. The Inter-Company Network in Action: When HandyBase later becomes a KnowUs user, the
manual email workflow is instantly replaced by a fully automated, inter-company process. The
putchase order from Renovado appears directly in HandyBase's KnowUs system as a digital
otder, which is then added to a "to-do list" for the responsible employee and the warchouse
staff.

5. Real-Time Tracking and Automated Invoicing: If a third-party transport company that is also
a KnowUs user is selected for delivery, the entire workflow becomes a connected, transparent
chain. When HandyBase's warehouse marks the order as packed and ready for pickup, both the
transport company and Renovado and HandyBase see this status update in real time. When the
transport company marks the package as picked up, an invoice is automatically generated and sent

from HandyBase’s system to Renovado's system. Finally, when the package is delivered, all parties

e
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are instantly notified, and Renovado can approve the delivery. This seamless flow eliminates

Attachment 8. - The Operational Workflow - Products

manual data entry, provides real-time visibility, and ensures data consistency across the entire

supply chain.

The following table provides a step-by-step overview of this streamlined inter-company workflow:

Internal Setup

Private
Sourcing

Order
Transmission

Supplier
Onboarding

Automated
Order

Logistics &
Invoicing

Delivery
Confirmation

Actioning
Party

Construction
Firm

Construction

Firm

Construction
Firm

Supplier
(HandyBase)

Supplier

Transport
Company

Customer

System Event

Company structure and Norm
Lists are created in the local
database.

Supplier is added to the
Contacts module; product is
privately registered.

Purchase order is generated and
sent to the supplier via email.

Supplier becomes a KnowUs
uset; the system links their
products to Renovado's private

registration.

Otder appears directly in the
suppliet's KnowUs system.

Receives transport order; tracks
pickup and delivery.

Customer approves the delivery
in their KnowUs system.

—~—

Data Exchange

Private to the firm.

Private contact data is copied
to the global database but is
not visible to others.

Standard, external

communication.

Private data is "upgraded" to
public, verified data in the
Global Catalog.

Real-time, secure data transfer.

Real-time status updates are
visible to both the supplier and

the customer.

Real-time status update to all
parties.
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Benefit

Creates a single source of
truth for internal asset
management.

Enables one-click
purchasing, providing

immediate value.

Streamlines procurement
process, even if the supplier
is not on the platform.

Activates network effect;
automates workflows for

both parties.

Eliminates manual order
entry, provides real-time
updates to the warehouse.

Provides full transparency;
automates invoice

generation upon pickup.

Finalizes the transaction,
ensures data consistency,

and provides an audit trail.
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Attachment 9. - The Strategic Advantage
A Case for KnowUs's Denmark-Based Operations

1. Executive Summary

This document serves as a strategic annex to the KnowUs business plan, presenting a comprehensive,
data-driven justification for the company's headquarters location in Denmark. The analysis within
demonstrates that Denmark, far from being a limiting factor for a global technology company, provides a
unique and powerful strategic launchpad for our platform. The perceived disadvantages of a small
domestic market are, upon closer examination, a foundational catalyst for disproportionate advantages,
creating a competitive position that will be difficult for rivals to breach. This report reframes the choice of
location from a simple fact to a deliberate, calculated strategy.

1.1. Key Takeaways

e High Market Maturity: Denmark's exceptionally advanced digital infrastructure and petrvasive
IT adoption across public and private sectors create a pre-qualified and receptive market. This
maturity significantly reduces the friction and costs associated with user education and initial

adoption, allowing for more efficient deployment of capital.

e Accelerated User Acquisition: The existence of publicly-funded entrepreneurial support
networks, established and operated by Denmark's 98 municipalities, provides KnowUs with a
unique, low-cost, high-velocity user acquisition channel. This pathway to thousands of new, pre-
vetted businesses annually represents a significant competitive advantage that is difficult for
international rivals to replicate.

e Scalability by Design: Denmark's position as a "model student” within the European Union,
evidenced by its rapid implementation of EU rules and legislation, allows KnowUs to build a
system inherently compliant with the Union's complex regulatory landscape from the outset. This
"compliance-by-design" approach enables a low-friction, rapid scaling strategy across the entire
EU and Nordic region, de-risking a critical phase of business growth.

e  Operational Prudence: The sclection of Aalborg as the headquarters location ensures access to
a robust talent pipeline from a strong educational ecosystem while maintaining fiscal efficiency by
operating outside the more costly capital region. This demonstrates a commitment to prudent
capital utilization.

2. Introduction to KnowUs

KnowUs is a technology platform designed to address a critical market need for its target demographic.
This document addresses a fundamental question that may arise from potential investors: Why has a
company with global ambitions chosen to establish its core operations in Denmark? A nation with a
population of only 6 million and approximately 400,000 commercial businesses is, in direct comparison to
the colossal scale and dynamic pace of markets like the United States, often considered a minor player.
However, this perspective overlooks the profound, long-standing strategic advantages that the Danish
ecosystem offers a technology company like KnowUs. This analysis deconstructs the strategic rationale,
moving beyond surface-level observations to a deeper understanding of how Denmark's unique attributes
serve as a powerful engine for accelerated growth and market penetration.

e
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3. The Strategic Rationale: A Deconstruction of Denmark's Competitive
Advantages

3.1. Digital Infrastructure and Market Maturity

Denmark has been a pioneer in the widespread integration of I'T technology. It was one of the first
nations to implement digital solutions across all facets of its public and business sectors, a transition that
has been underway for several decades. This early and comprehensive adoption means that being a citizen
or a business in Denmark is now inextricably linked with the use of numerous digital tools. The
implication of this is a domestic market that is not just receptive to new technology, but is fundamentally
dependent on it. Danish companies are considered very far ahead in their digital transition, a characteristic

that is both visible and influential in international markets.

The advanced digital state of Danish society provides a significant strategic benefit for a B2B platform like
KnowUs. The target market is comprised of sophisticated, digitally literate users, and the high I'T adoption
rate across the business landscape means that a core element of market entry—user education—is
substantially simplified. Unlike launching a new platform in a less digitally mature market where a
significant portion of resources must be allocated to educating potential clients on the basic necessity and
use of digital solutions, KnowUs can focus its efforts on demonstrating its specific value proposition. This
reduces the cost and friction of market penetration, which directly translates to a more efficient use of
investor capital. Resources that would otherwise be spent on overcoming market inertia can be directly
channeled into product enhancement, feature development, and aggressive scaling. This unique market
condition acts as a powerful risk-mitigation factor, signaling that capital will be deployed for high-velocity
growth rather than foundational market development.

3.2. The Entrepreneurial Ecosystem and Public Support Networks

A significant component of the Danish ecosystem is the robust, publicly-funded support network
established to assist entrepreneurs. These networks are not abstract programs but are tangibly structured,
managed, and operated by the business centers within each of Denmark's 98 municipalities. Each year,
approximately 35,000 new entrepreneurs are registered in the country, creating a consistent pipeline of
potential users for a platform like KnowUs.

This publicly-supported infrastructure provides KnowUs with a unique and powerful user acquisition
strategy. Instead of relying solely on expensive and time-consuming traditional marketing channels such as
digital advertising, content marketing, or direct sales, KnowUs can forge strategic partnerships with these
municipal business centers. This partnership model allows for a direct, low-cost, and high-volume
pathway to a pre-vetted community of new businesses actively seeking tools and solutions to help them
succeed. This effectively turns a public service into a core component of the company’s business
development and sales strategy.

This government-facilitated acquisition model is a strategic asset that would be extremely difficult for
competitors to replicate in other nations. While a competitor might launch in the United States or
Germany and face the high costs of digital marketing and sales teams, KnowUs has a privileged and
fortified pathway to a significant foundational user base. This unique advantage creates a powerful and
durable competitive position that protects early market share and accelerates time-to-market. The ability to
quickly and efficiently onboard thousands of users and accumulate critical datasets from a receptive

market is a significant value proposition for investors seeking a high return on investment.

3.3. Scalability: The Pathway to Pan-European and Global Growth

The choice to base KnowUs in Denmark is predicated on a well-defined and low-friction path to
international scalability. This strategy directly addresses and neutralizes the primary concern regarding the

small size of the domestic market by showcasing it as a gateway, not a destination.
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Firstly, Denmark maintains extremely close relations with all Nordic countries. Companies operating
within these nations share very similar business practices, cultural understandings, and views on the global
landscape, creating a natural and effortless environment for cross-border collaboration. This close affinity
means that a successful launch and operational model in Denmark can be scaled up to the Norwegian,
Swedish, Finnish, and Icelandic markets with minimal friction. Furthermore, the Faroe Islands and
Greenland, which are part of the Danish Commonwealth, also offer an accessible pathway for expansion.
This initial regional expansion serves as a low-risk, high-return testbed for the company's international
scaling capabilities.

Secondly, Denmark's role as a trusted nation and "model student” within the European Union is a
powerful strategic advantage. The country is known for its efficiency and speed in implementing EU rules
and legislation, often taking the lead even as other member states struggle to catch up. This position
means that by building the KnowUs platform to meet Denmark's stringent and eatly-adopted standards,
the system is inherently designed to be compliant with the evolving EU regulatory landscape. This
"compliance-by-design" approach neutralizes one of the most significant and costly risks associated with
international expansion: legal and regulatory hurdles. The costs and time associated with adapting the
platform for each new market are drastically reduced, enabling a faster and more efficient scaling strategy

across all 27 EU member nations.

This same logic extends to the United Kingdom. The close historical and commerecial relationship
between the UK and Denmark, combined with the UK's recent status as a member of the EU, means that
the core platform built for the Danish market can be scaled to the UK with relative ease, requiring only
minor national modifications. This provides KnowUs with a clear and low-risk pathway to a total
addressable market (TAM) that includes the entire European bloc and the UK.

The following table visually represents this low-friction, high-velocity scaling trajectory, transforming a
qualitative claim into a quantitative market opportunity.

Market Segment Business Count (Approx.) Cumulative Business Count (Approx.)
Denmark 400,000 400,000

Nordic Countries (aggregate) 1,000,000+ 1,400,000+

EU-27 (approx. 24 million SMEs) 24,000,000 25,400,000+

UK (approx. 5.5 million SMEs) 5,500,000 30,900,000+

This data-backed scaling strategy demonstrates that the choice of Denmark is not a limitation but a
deliberate decision to build a platform that is primed for rapid, low-cost international expansion, thereby

de-risking a critical phase of the company's growth.

4. Human Capital and Operational Excellence

4.1. Talent Pool and Education System

Denmark's well-regarded education system serves as a reliable source of future employees to support the
necessary growth of KnowUs. The nation's focus on high-quality education, particulatly in technology and
business fields, ensures a consistent pipeline of skilled professionals who are well-versed in the latest
digital trends and methodologies. This robust talent pool mitigates a key risk for any scaling technology
company: the ability to find and retain qualified personnel to support rapid expansion. The quality of the
Danish workforce has been instrumental in the country's prominent position in the international

economic landscape, disproportionate to its size.
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4.2. Strategic Location of Headquarters in Aalborg

The decision to place the KnowUs headquarters in Aalborg, Denmark's fifth-largest city, is a deliberate
strategic move rooted in operational and financial prudence. While the founder's residence in the area is a
contributing factor, the primary business rationale is the city's role as a major educational and research
hub. Aalborg University, and the surrounding educational institutions, provide a strong and reliable source

of future employees.

Locating the company outside of the more expensive capital region of Copenhagen signals a commitment
to fiscal responsibility and lean operations. The lower cost of living, combined with the robust talent pool
and educational opportunities, demonstrates an efficient use of investor capital. By mitigating the high
operational costs associated with capital cities, KnowUs is positioned to deploy its resources more
effectively towards product development, market expansion, and user acquisition, ultimately accelerating

the path to profitability and return on investment.

5. The Investor's Perspective: A Multi-layered Value Proposition

The initial concern regarding Denmark's size as a limiting factor is fundamentally a misinterpretation of
the country's role in the KnowUs business strategy. Denmatk is not the final market; it is a high-velocity
launchpad. The highly-developed digital landscape and suppottive public networks make it an ideal "beta
market" for the KnowUs platform. This provides a low-risk environment to validate product-market fit,
refine the user experience, and gather crucial data before a high-stakes, high-cost launch in larger markets.
This strategic choice significantly mitigates the typical risks associated with a new technology product

launch.

The combination of a government-facilitated user acquisition channel, a compliance-by-design approach
to international expansion, and a highly-receptive domestic market creates a unique competitive position
for KnowUs. This multifaceted advantage forms a sustainable competitive position that would be difficult
for larger, US-based competitors to replicate. While they may have greater access to capital, they would
lack the specific and nationally-embedded advantages that KnowUs has leveraged by launching in

Denmark. This creates a powerful and durable competitive advantage.

The following table directly translates the strategic choices into tangible benefits for the investor,
highlighting how each decision contributes to a reduced risk profile and a faster path to a return on

investment.
Strategic Advantage Direct Investor Benefit
Early IT Adoption Reduced Launch Risk; Lower User Education Costs
Public Support Networks Accelerated User Acquisition; Creation of a Unique Competitive Position
Nordic & EU Gateway Low-Friction Scalability; Mitigated Regulatory Risk
Strategic HQ Location Operational Efficiency; Prudent Capital Utilization

The analysis indicates that the Danish ecosystem significantly reduces the three primary risks for a
technology startup: market adoption risk (solved by digital maturity), user acquisition risk (solved by
public networks), and international expansion risk (solved by EU regulatory leadership).

6. Conclusion: A Forward-Looking Outlook

In conclusion, the choice to launch and base KnowUs in Denmark is not a default decision but a
calculated, data-driven strategy. The country's unique ecosystem provides a powerful suite of strategic
advantages that collectively minimize risk, accelerate growth, and establish a robust, scalable, and
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defensible platform destined for global markets. The Danish market serves as the optimal initial
launchpad, a "pilot market" with high digital density and regulatory maturity that allows for the fine-tuning
of the product and business model.

This strategic foundation, built on government-supported user acquisition, compliance-by-design, and a
highly-skilled talent pool, positions KnowUs for a rapid and efficient scaling trajectory. The company is
poised to leverage its inherent advantages to expand seamlessly into the broader Nordic, EU, and UK
markets. This well-analyzed and unique strategic foundation will fuel KnowUs's projected growth and
deliver a significant return on investment by capitalizing on an asset-rich environment that competitors

will struggle to replicate.
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Attachment 10. - KnowUs Organizational Strategy and Leadership
Development

A Strategic Overview for Investors

1. Executive Leadership Strategy: A Blueprint for Scalable Growth

This document is a strategic appendix to the main business plan, designed to provide a comprehensive
overview of the company's proposed executive leadership structure and human capital strategy. Its
purpose is to present the detailed operational framework that will enable the company to achieve its
ambitious growth objectives. This analysis is tailored for an investor audience, offering the necessary
validation and "receipts" that strengthen credibility and address potential questions without disrupting the
primary narrative of the pitch deck.

The foundational premise of our organizational design is to build a globally scalable structure from the
outset. This is a deliberate and forward-thinking choice, positioning the company to function "as if we are
already a large global corporation". This proactive approach mitigates the common pitfalls of reactive
growth, where ad-hoc scaling in response to market demands can lead to organizational fragmentation and
a loss of strategic focus. By establishing a clear, multi-tiered structure from day one, we are creating a

framework that is inherently resilient and primed for rapid, unhindered international expansion.

A core tenet of our strategy is the recognition that the company's vision for accelerated market entry and
global presence cannot be achieved by a single individual. The founder’s candid acknowledgment that "no
human being... can handle such a big task alone" within the aggtressive timeline is not a statement of
limitation, but a strategic declaration of foresight. This mature and grounded perspective is a significant
strength, demonstrating a leader who understands and proactively addresses the concept of key-person
risk. Rather than relying solely on a single visionary, the company is built on the premise of a robust,
collaborative leadership team. This approach enhances the company’s investment appeal by signaling a
realistic and systematic approach to long-term success, a quality that is highly valued by institutional
investors.

2. The Foundational Challenge: From Vision to Execution

The company's ambitious vision presents a paradox: the imperative to scale at an unprecedented rate while
simultaneously maintaining operational excellence and a unified corporate culture. The challenge is not
merely to find talented individuals, but to implement a system that is inherently scalable and resilient to
the complexities of international expansion. A traditional, sequential hiring model, where key executives
are added one by one, would inevitably create bottlenecks and strategic misalignments. The proposed
leadership structure is a direct solution to this challenge, addressing the need for both high-level,
corporate-wide vision and meticulous, localized execution.

The strategic imperative is to ensure that a nascent company can think and act with the foresight of a
multinational entity. This requires a tiered structure with clear separation of strategic and operational roles.
The model is designed to prevent the common startup problem of getting bogged down in day-to-day
tactical operations at the expense of the overarching global strategy. By institutionalizing this dual focus
from the beginning, the company creates a framework where corporate leaders can concentrate on
identifying new markets and securing international partnerships, while national leaders are empowered to
execute and develop the platform on a local level. This ensures that the strategic vision is never diluted by
the demands of a single market, and that local operations are always in lockstep with the company's global
objectives.
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3. The Two-Tiered Leadership Model: A Framework for Operational Excellence

The core of our organizational strategy is a unique two-tiered leadership model designed to ensure both
global vision and local execution are prioritized from the outset. Instead of hiring a single individual for
each C-level role, the company will initially recruit two highly qualified individuals for each of the six
critical functions: Chief Operating Officer (COO), Chief Technology Officer (CTO), Chief Financial
Officer (CFO), Chief Information Officer (CIO), Director of Human Resources, and Director of Quality,
Environmental, Health, and Safety (QEHS).

These individuals will be brought on board without the final C-level title. This strategic approach is a
sophisticated human capital strategy, effectively creating a real-world, high-stakes trial period. Rather than
a traditional interview process, the candidates' performance will be judged on a collaborative project: co-
developing the company's strategic roadmap and philosophy. This process is a far motre revealing
assessment of their capabilities, collaborative spirit, and alignment with the company's core values than

any resume or set of references.

The roles have been precisely defined to align with international corporate nomenclature. For example,
the Director of Human Resources or Head of People Operations. Similarly, the "QEHS Chef" title will be
formally translated to Director of Quality, Environmental, Health, and Safety. This is a crucial position, as
QEHS encompasses an integrated management system based on ISO standards, including quality
management (ISO 9001), environmental management (ISO 14001), and occupational health and safety
(ISO 45001). The leader in this role is tasked with ensuring compliance, mitigating operational and safety

risks, and enhancing overall performance - all critical factors for a scaling enterprise.

Following the initial probationary period, a strategic role assignment will occur. The individual deemed the
"best-suited" for the global role will be granted the C-level title, such as Chief Financial Officer (CFO),
and will assume responsibility for corporate-level strategy. The other individual will be assigned a country-
level leadership role, such as Head of Finance for the Nordic region. This process establishes two distinct
but fully aligned teams: a Corporate Team, composed of the C-level directors responsible for international
market strategy and new market entry, and a National Team, comprising the heads of departments who

focus on localized execution and platform development.

This dual-role model is more than a simple probationary period; it represents a built-in succession and
performance system. By having two highly qualified candidates for each C-level position from the start,
the company significantly mitigates key-person risk. If a C-level executive were to depatt, a pre-vetted,
tully aligned successor is already in a critical national leadership position, ensuring a seamless transition

and zero disruption to the company's trajectory.

3.1. Proposed Leadership Matrix & Specialization

. .. Corporate-Level National-Level Core Responsibilities Core Responsibilities
Function Initial Status .
Role Role (Corporate) (National)
Two Strategic financial Daily financial operations,
Finan candidates, Chief Financial Head of Finance - planning, investor national budget
ance
without Officer (CFO) Nordic Region relations, international management, localized
formal title. market analysis. compliance.
Two Head of Platform architecture, Daily technical
candidates, Chief Technology cac o international development operations, localized
Technology . Development - .
without Officer (CTO) . . roadmap, technological platform development,
i Nordic Region . . .
formal title. innovation. quality assurance.
( ]
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Corporate-Level National-Level Core Responsibilities Core Responsibilities

Functi Initial Stat
unetion Al STatus pole Role (Corporate) (National)
T International tional
WO_ . . Head of fremationa opera' on Daily operations
. candidates, Chief Operating . strategy, supply chain .
Operations . Operations - management, logistics,
without Officer (COO) . . management, process )
. Nordic Region Lo and resource allocation.
formal title. optimization.
T Head of
WO, . . cato . Global IT infrastructure ~ Local IT support, system
Inf d candidates, Chief Information Information crat dat ol cati d dat
nformation strategy. ernance, implementation, an
without Officer (CIO) Systems - Notrdic TRy, Cata gOVErnancs, p arion, and dat
. . cybersecurity oversight. management.
formal title. Region
T Talent isition strategy.
e . Head of People AICNT ACqUISIHON STALEEY 1 ocal hiring, employee
Human candidates, Director of Human . organizational . .
. Operations - relations, and compliance
Resources  without Resources ) . development, global HR . .
. Nordic Region . with national labor laws.
formal title. policy.
Two Director of Quality, . . Local safety protocols,
. . International compliance, . .
QEHS candidates, Environmental, Head of QEHS - . K ¢ strateod environmental impact
risk management, strategic
without Health, and Safety Nordic Region em i tg a ’ & assessments, and quality
/stem in ion.
formal tile.  (QEHS) system integratio control.

4. A Strategic Approach to Talent Acquisition

The company's talent acquisition strategy is as unconventional as its leadership model, designed to attract

a specific profile of candidate and provide a competitive advantage in a tight labor market. The hiring

process will utilize leading recruitment firms to conduct a search under a hidden company name. This

covert approach serves two primary strategic objectives:

1. Market Disruption: The company aims to enter the market with a "shock effect," preferring not

to draw attention to itself before it is fully prepared to "kick down all the doots". Eatly visibility

could provide competitors with valuable intelligence and time to react. The element of surprise is

a valuable marketing asset that will be leveraged for maximum impact upon launch.

2. Attracting the Right Profile: Many high-caliber professionals may be hesitant to join a

completely new, unknown startup, often due to concerns about compensation or the perception

of insufficient content in the role. By advertising under a hidden name and signaling a "large

international business with opportunities,” the company circumvents this bias. This creates a

sense of curiosity and intrigue that attracts a distinct type of individual: the innovative problem-

solver who is motivated by impact and opportunity, not just a title or a big salary.

The job descriptions themselves are a sophisticated psychological filter, designed to select for a specific

behavioral profile. Instead of seeking a "CFO" with a traditional list of qualifications, the company will

look for someone with experience in business economics who has "experienced challenges... where

he/she has thought, 'this could be done smarter

"

. The advertisement explicitly asks candidates to write

about a problem they've encountered and how they would have solved it if they were in a position of

leadership. This non-traditional approach is a test of proactive, critical thinking and an implicit filter for

individuals who are not content with the status quo. It weeds out passive candidates who are merely

seeking a title and attracts those who are genuinely driven by a desire to innovate and contribute to

meaningful change. By appealing to individuals who feel their ideas have been previously unheard or

unseen, the company taps into a pool of latent talent that traditional corporate recruitment methods often

miss.
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5. Team Cohesion and Cultural Integration

The proposed leadership structure is not only a functional framework but a deliberate tool for building a
unified, high-performance culture. The process of having all initial 14 leaders (the founder, his assistant,
and the 12 candidates) collaborate on the company's roadmap and philosophy is a powerful mechanism
for cultural integration. This initial co-creation ensures that every key leader has a personal stake in the
company’s strategic direction and a shared understanding of its core values.

This collaborative genesis is designed to prevent internal silos and "us vs. them" mentality that can plague
growing companies. Because the corporate directors and national heads co-authored the strategic
framework, there is inherent unity and agreement on direction and processes from the start. This fosters a
culture of mutual support and shared accountability. The two teams can concentrate on their primary
tasks while knowing that they can rely on one another to help and support when challenges arise. This
seamless integration ensures that the company's human capital is a cohesive force working toward a single,
unified objective.

6. Investment Merits: Why This Structure Drives Value

The unique leadership structure and talent acquisition strategy are not merely procedural choices; they are
a robust framework that provides tangible investment merits. This model directly addresses key concerns
of investors and presents a de-risked and highly scalable human capital strategy.

1. Risk Mitigation: The dual-role model and probationary period significantly reduce the risk of a
bad executive hire. This de-risking of the management team is a critical value proposition for
investors who must bet on the people behind the business.

2. Accelerated Scalability: The pre-planned, tiered structure with a clear separation of corporate
and national roles enables rapid international expansion. The national-level leaders are already
trained, aligned, and ready to lead new market entries, eliminating the time and resource burden

of building a team from scratch in each new country.

3. Built-in Talent Pipeline: The national leadership roles serve as a permanent, built-in succession
plan. They are a continuous feeder system for future C-level positions, ensuring long-term
leadership stability and providing a clear path for professional growth for top performers.

4. Unmatched Cultural Cohesion: The initial co-creation of the company's philosophy ensures
that all key leaders are fully aligned with the vision, which leads to fewer internal conflicts, higher
efficiency, and better execution. This is a crucial factor for long-term sustainable growth.

7. Strategic Rationale: A Comparison of Leadership Models

Characteristic ~ Traditional Startup Model The KnowUs Model
Risk Profile High key-person ris.k, with r.eliaflce on a single De~riskf3d through dual-role testing and a built-in
founder and potential for mis-hires. succession plan.
Scalabili Reactive, ad-hoc expansion can lead to strategic Proactive, pre-planned tiered structure that enables
calal
v fragmentation and slowed growth. accelerated, seamless international expansion.

Talent Often relies on traditional channels, potentially Employs a covert, behavioral-based approach to attract
Acquisition missing innovative and purpose-driven talent. critical thinkers and visionary problem-solvers.
Cultural High potential for "us vs. them" mentality between Cultural alignment by design, with all key leaders co-
Integration siloed departments or new hires. creating the company’s foundational philosophy.
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Attachment 11. - ""The Founder Risk"

1. The Strategic Value of Foundational Leadership

The leadership profile required to guide KnowUs to its stated objective of becoming a global business
utility is a primary concern for investors. The perceived risk lies in a founder who, while a proven
visionary, may not possess extensive, deep-domain experience in traditional Software as a Service (SaaS)
business models. However, this document presents a reframed perspective, arguing that this perceived
liability is, in fact, a strategic advantage. The nature of the KnowUs venture - a company dedicated to
building a global business network founded on trust, efficiency, and verifiable data - demands a leader
with a strategic, holistic, and operational command of complex systems, rather than a narrow, technical
focus on conventional SaaS product development and scaling.

This report will demonstrate that the founder’s background, characterized by a unique combination of
broad business acumen and extensive experience in high-stakes, complex environments, is uniquely suited
to the specific challenges of a business with global ambitions. The report details a clear and deliberate
strategy for mitigating any perceived gaps in expertise by assembling a world-class team, including the
planned recruitment of a CTO and COO, thereby transforming the "founder risk" into a foundational
strength. The overarching objective is to establish that the founder is not merely a technical leader but the

strategic architect and unifying force behind a revolutionary business model.

2. The CEO Role: Beyond Traditional SaaS Paradigms

The conventional wisdom that a SaaS company requires a CEO with a deep background in SaaS is based
on a misunderstanding of the fundamental nature of KnowUs. While the company will develop and sell
software to other businesses, it is fundamentally different in its approach, startup, and scaling
requirements. As articulated in the business plan’s conclusion, "KnowUs is more than a software
company; it is an enterprise dedicated to building a global business network founded on trust, efficiency,
and verifiable data. We are creating an indispensable utility that will empower millions of businesses to

operate with unprecedented clarity and connectivity".

This mission dictates a leadership profile that goes far beyond managing product roadmaps or optimizing
sales funnels. A venture with the ambition to "overtake the world," which necessitates explosive growth
from the outset, requires a leader who can manage the strategic and holistic aspects of a business, not just
its technical components. The CEO’s role is to elevate the business to a higher level, providing a unifying
vision and overall strategic direction. It is far more critical that the CEO possesses broad experience in
business operations and understands the challenges inherent in scaling a company to a global level. The
technical expertise required to build the platform can and will be hired, while the strategic vision and
foundational leadership are the unique contributions of the founder. The leader's experience in building
and managing large-scale, complex, and secure systems is an inherent requirement for a platform built on

trust and verifiable data, a need that traditional SaaS experience may not fully address.

3. A Proven Visionary with Broad Operational Command

The founder’s professional history is not merely a collection of jobs but a deliberate and uniquely tailored
preparation for the role of CEO at KnowUs. The foundation of this experience is neatly 15 years spent in
a highly complex and data-intensive environment with NATO and the Danish Defence. This experience is
a proxy for more than just heavy data processing; it represents a deep understanding of managing security
protocols, building resilient and secure network architectures, and navigating the complexities of high-
stakes, multi-national initiatives. This background aligns perfectly with the core mission of KnowUs:
building a global utility founded on trust, efficiency, and verifiable data. The founder’s career trajectory
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Attachment 11. - “The Founder Risk”

has instilled a unique ability to manage multiple complex initiatives simultaneously and to see not only the

holistic pictute but also every crucial detail.

This period was complemented by a top-tier leadership education that cultivated the ability to understand

and collaborate with all types of people. Furthermore, the founder possesses more than 20 years of

experience with the startup and operation of a variety of different businesses, a history that has provided

firsthand knowledge of the problems faced by companies in the developed world. This extensive

background, which has provided an understanding of every aspect of business operations and

development, is the wellspring from which the concept for KnowUs emerged. The platform itself is a

direct solution to the daily problems the founder has personally experienced over the last 35 years. This

profound, firsthand market empathy ensures that the product will not be a theoretical exercise but an

indispensable utility born from deep, practical understanding.

The following table summarizes the key competencies and their strategic value to the KnowUs enterprise.

Competency

Strategic Vision

& Holistic

Perspective

Complex Systems

Relevant Experience

Creation of the core KnowUs vision and
architecture, with a focus on building a global

market actor from a "sprout”.

16 years in the Royal Danish Navy, culminating as a
Sergeant. Extensive track record in heavy
operational management, including driving 600%

& Dat:
o growth in a scale-up and currently managing 6
Management Sy :
subsidiaries and 1,100+ physical assets as Group
Operations Manager.
Team Building & Fostering a team-centric "KnowUs family,"

Collaborative

Culture

Operational &
Market Expertise

The Logic & the

Architect

recruiting key profiles like the CTO and COO to
compensate for specialized expertise.

20+ years of founding and operating multiple

businesses, providing firsthand understanding of
market problems.

Cognitively tested in the 88th percentile (Top 15%)

Strategic Value to KnowUs

The ability to scale the company globally by maintaining
a clear, unifying vision and understanding the entire
business lifecycle.

Provides the ingrained military discipline and crisis
management required to lead the structured, global
scaling of KnowUs. Ensures the company can build
highly resilient organizations and execution-driven
teams capable of operating flawlessly under extreme
pressure and rapid growth.

Mitigating key-person risk by building a resilient,
collective, and innovative development model that is
not dependent on any single individual.

Ensuring the product is an indispensable utility by
providing deep, practical understanding of the problems

it aims to solve.

Delivers the exact logical capacity required to decode
highly complex, fragmented enterprise data. This

for Abstract Reasoning (AdaptGRT), documenting a directly enables the design and execution of KnowUs's

rare, high-level capability for logical problem-solving proprietary "Closed-Loop" Master-Data infrastructure,

and system architecture.

entirely eliminating the need for traditional, fragile API

integrations.

4. Leadership Philosophy and Team-Centric Development

The foundet’s leadership philosophy is fundamentally centered on building a culture of collaboration and

empowerment, which is a strategic counter to the perceived risk of a single point of failure. The plan is

not to rely on one person for all expertise but to build a robust team where competence is a collective

asset. The SaaS experience needed for the platform’s development will be a combination of leaders - such

as the planned CTO and department heads - who bring ideas and visions, and a team of developers and

programmers who are empowered to contribute their own insights and find new opportunities. The

founder is skilled at structuring and assembling the right teams and allows, even demands, that all

members

contribute and think for themselves.

The foundet’s role is to create a business understanding, a philosophy, and a "KnowUs family" culture

that encompasses the entire company. The ultimate responsibility is to assemble a team capable of
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KNOW 'S Attachment 11. - “The Founder Risk”

achieving the stated goals. This leadership ethos, which prioritizes a collaborative approach and recognizes
that every achievement is a team effort, is a direct application of the foundet’s experience and a core pillar
of the company’s operational resilience. This focus on a flat, trust-based hierarchy, drawing on a "Danish
mentality," is an intentional management choice that signals a commitment to fostering a highly
autonomous and productive workforce, ideal for the rapid pace of a tech startup. This approach ensures
that the business is inherently more scalable and robust than a model that depends on the singular genius
of one individual.

5. Unwavering Commitment to the Company's Success

The ultimate measure of a founder's commitment is their willingness to priotitize the success of the
venture above their own personal gain or ego. The founder of KnowUs has expressed a clear and
powerful commitment to this principle. While convinced of their capacity to lead the company, the
founder has stated a willingness to accept another role within KnowUs should a future investor believe
that a different person would better secure the company’s future.

This stance is not a sign of doubt but a rare demonstration of mature, selfless leadership. It reinforces the
central message that the founder's highest priority is the successful realization of the vision for KnowUs,
not the preservation of a title or personal development. This position is profoundly reassuring to
investors, as it signals that all decisions - including the foundet’s own role - will be made to serve the best
interests of the company and the global vision it aims to achieve. The core vision and architecture, which
are the founder’s original creation, provide the blueprint for the company, and this unwavering

commitment ensures that the mission will be the sole driver of its future.
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Attachment 12. - KnowUs Task Exchange

A Strategic Overview

1. Executive Summary: The KnowUs Platform and its Core Value Proposition

The KnowUs platform is a comprehensive B2B ecosystem designed to streamline business operations and
foster collaboration within a unified digital environment. The system functions as a modular network that
facilitates connections, automates critical processes, and enables a seamless flow of information between
companies. At its core, the platform operates as a dual-sided marketplace, addressing both human capital
needs through its Job Exchange and, as the focus of this report, business-to-business project requirements
through the strategic expansion of its model, the KnowUs Task Exchange.

The KnowUs Task Exchange directly addresses a significant market inefficiency prevalent in B2B
procurement and lead generation, particularly for small businesses and freelancers. In a fragmented market
where companies struggle to identify and vet qualified service providers, and professionals find it difficult
to access targeted opportunities, the Task Exchange provides a structured, verifiable, and automated
platform. This reduces the traditional friction associated with business development and sales, allowing
companies to efficiently find and engage with partners and suppliers, while service providers gain direct

access to new clients and project-based work.

Unlike conventional classified ad services or rudimentary job boards, the KnowUs Task Exchange is
architected as a complete B2B project lifecycle management tool. A key differentiator lies in its automated
data transfer and deep integration capabilities. These features, which are detailed in the provided use case
examples, create a "sticky" platform that becomes an integral part of a company's operational workflow.
The ability to automatically link and synchronize financial and contact data modules upon agreement
solidifies the platform’s value proposition beyond simple lead generation, positioning it as a foundational
piece of a business's operational infrastructure. This comprehensive approach to solving market friction,
coupled with a clear path to broader operational integration, makes the KnowUs Task Exchange a
compelling business model for potential investors.

2. Introduction to the KnowUs Ecosystem

The KnowUs platform is built on a foundational principle of serving businesses through a single,
comprehensive digital hub for self-presentation, networking, and strategic business development. It is a
modular system that empowers companies and individual users to create a professional online presence
that not only acts as a public-facing website but also serves as a gateway to the platform's internal
network. The design is not merely a collection of isolated tools but a network-centric solution built to
facilitate growth and collaboration in the B2B space.

2.1. The Dual-Sided Marketplace Model

The provided documentation introduces the Task Exchange by explicitly drawing a parallel to the existing
KnowUs Job Exchange. This comparison is a critical element of the platform's strategic narrative. The
existence of both exchanges demonstrates a clear strategic decision to build a comprehensive B2B
ecosystem rather than a single-function application. The platform's creators have a broader, more
ambitious vision to serve as a nexus for a wide range of business interactions. This strategic move to
encompass both human capital (recruitment) and business operations (procurement, service sourcing)
diversifies the platform's value proposition and, crucially, its potential revenue streams. A single company
could be a user of both modules, creating powerful cross-sell opportunities and significantly increasing
user lifetime value. This demonstrates a foresightful approach to market capture and a focus on building a
robust, multi-faceted platform that can serve multiple needs for a single customer.
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To provide a clear distinction and highlight the platform's dual functionality, the following table clarifies
the distinct roles of these two primary modules.

Table 1: KnowUs Task Exchange vs. KnowUs Job Exchange

KnowUs Job Exchange KnowUs Task Exchange

Finding new employees and fulfilling vacant Finding new tasks, partners, and suppliers for

Primary Pur
ary urpose positions. project-based work.

C ies (e.g. ing fi d self-
Typical Users (Supply-side) Job seekers and professional candidates. ompanies (¢.g, gtenng irms) and se
employed professionals (e.g., bookkeepers).

. . . . . Companies with project needs or
Demand-side Companies with vacant job positions. P p- :
procurement requirements.

Transaction Type Hiring, leading to long-term employment  Project-based work, service contracts, supplier
agreements. agreements.

This side-by-side comparison reveals the strategic breadth of the business model. By providing distinct but

interconnected modules, the platform targets multiple, large markets simultaneously. This approach

mitigates risk and demonstrates a scalable architecture that can support different business functions,

which is highly attractive to investors secking a business with diversified growth potential.

3. The KnowUs Task Exchange: An In-Depth Analysis

The KnowUs Task Exchange is positioned to capitalize on two major, intertwined market trends: the rise
of the B2B gig economy and the increasing demand for automated, streamlined corporate procurement
processes. The use cases provided illustrate how the platform serves a dual user base—from a large
enterprise like a shipyard to a small, self-employed bookkeeper. This demonstrates that the platform
effectively targets both the supply side (freelancers, SMEs) and the demand side (enterprises), creating a
classic two-sided marketplace model. The platform’s value grows exponentially with each new user,

creating powerful network effects and establishing a defensible position in a fragmented market.

3.1. Operational Mechanics and User Journey

The operational mechanics of the Task Exchange are designed to simplify and structure a process that is
traditionally fraught with administrative complexity. The user journey is detailed through two primary
workflows:

¢ For the Company Posting a Project: A company with a specific need—such as a shipyard
seeking a canteen partner—posts a project listing, which the document refers to as an
"advertisement." This listing includes a detailed text desctiption and the ability to attach necessary
documents, such as a request for proposal (RFP) or project specifications. This structured
approach ensures that all essential information is consolidated in one place, reducing back-and-
forth communication and setting clear expectations for potential bidders.

e For the Service Provider Bidding: Interested service providers, such as catering companies, can
review the listing and "submit a proposal" by clicking a dedicated "Give Bid" button. This action
triggers a pop-up menu where they can express their interest and provide supporting
documentation. A key efficiency feature is that all pre-configured, company-specific data for the
bidding firm is automatically attached and sent with the proposal. This removes the administrative
burden of manual data entry and ensures that the company secking a provider receives a complete
and standardized package from every interested party.
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3.2. Core Functionality and Strategic Value

The platform’s core functionalities are more than simple features; they are strategic mechanisms designed

to maximize efficiency and build trust within the ecosystem.

e The "Submit Proposal" Feature: This is not a simple communication tool but a structured
mechanism that enforces a standardized bidding process. By requiring all necessary information
and documentation to be submitted in a specific format, the feature significantly reduces the
administrative burden on the company secking a supplier, allowing for a more efficient and

objective evaluation of proposals.

e Automated Data Transfer: The fact that all company-specific data is automatically included
with a bid submission is a crucial point that goes beyond mere convenience. It ensures data
consistency, minimizes manual entry errors, and dramatically streamlines the initial due diligence
phase for both parties. This capability is a clear indicator that the platform is engineered for
operational efficiency and trust, which is a significant value proposition for businesses of all
sizes.

e The "Approve" Functionality: The documentation notes that upon reaching an agreement,
both the shipyard and the catering company click their respective "Approve" button. This
functionality is a strategic feature that formalizes the agreement within the platform itself. It
signals a move beyond simple lead generation to a platform that facilitates and validates the entire
transaction lifecycle. This action triggers the subsequent automated integrations, increasing the
platform's value and creating a high degree of platform stickiness that makes it difficult for users

to switch to a competitor.

4. Use Case Analysis and Market Applications

The provided examples are not merely anecdotes; they are professional case studies that demonstrate the
platform’s versatility and its value proposition for different market segments. They highlight the platform's
ability to serve a wide range of business needs, from large-scale corporate procurement to the targeted
marketing efforts of an individual professional.

4.1. Use Case 1: The Enterprise Solution (Shipyard & Catering Company)

A shipyard with 800 employees needs to find a partner to manage their canteen. Instead of relying on
traditional, often time-consuming, and manual procurement processes, the shipyard uses the KnowUs
Task Exchange. They post a detailed project listing, receive bids from interested catering companies, and
upon agreement, formalize the partnership within the platform. The analysis of this use case reveals a
significant aspect of the platform's value proposition: its function as a procurement automation tool. The
platform acts as a digital portal that manages the entire sourcing-to-supplier-onboarding workflow.

The deep integration mentioned is particulatly noteworthy. Upon approval of the agreement, the catering
company is "automatically registered as a suppliet" in the shipyard's profile, and the catering firm's contact
and invoicing solutions are directly linked to the shipyard's internal contact and finance modules. This
level of deep systems integration is a substantial value proposition for a large enterprise. It means the
platform is not metrely a lead-generation tool but a core component of the company's operational
infrastructure. This level of embedding ensures long-term user retention and justifies the potential for

high-tier subscription or transaction-based revenue models, which is a key metric for investors.

4.2. Use Case 2: The Freelancer/SME Solution (Bookkeeper)

A newly started, self-employed bookkeeper wants to find more clients. She uses the platform to create a
professional profile listing, which details her background, vision, and credentials. Crucially, she can specify
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her desired geographical area and target industries. This functionality transforms her listing from a general

classified ad into a sophisticated, highly-targeted lead-generation tool.

This use case demonstrates the platform’s value for the supply side of the B2B gig economy. It provides a
structured, professional, and efficient marketing channel for individual professionals and small businesses,
directly addressing a major pain point of finding targeted clients without a large marketing budget. The
documentation explicitly states that the connection process between the bookkeeper and her new clients
will occur "as mentioned in example 1". This crucial link shows that the platform's robust, enterprise-level
features and automated processes are accessible to even the smallest businesses. This creates a consistent
and professional expetience for all users and highlights the platform's scalability and its ability to serve a
wide range of business sizes, from a single solopreneur to a large enterprise, thereby maximizing the

potential user base and market reach.

5. Strategic Integration and Future Outlook

The final section of the provided document, titled "The future," outlines a strategic vision that moves the
platform beyond its already described functionality and positions to an integrated business operating
system. This section is critical for understanding the long-term value and scalability of the KnowUs
platform. The proposed features, such as the ability for a catering company to "present the week's menu
in the shipyard's internal info sharing module" or for a bookkeeper to "automatically gain access to her
new clients' finance modules,”" may sound like minor convenience features, but they have profound

strategic implications.

These future features represent a deliberate shift in the business model, moving the platform from a
transactional marketplace to an indispensable, day-to-day relational tool. A purely transactional platform
earns revenue per listing or transaction. However, a platform that facilitates deep, ongoing collaboration
can earn high-margin, recurring revenue through subscriptions for these value-added services - a true
Software as a Service (SaaS) model. The feature allowing a bookkeeper to gain direct access to her clients'
finance modules is a prime example of this pivot. This feature solves a real-world, high-friction problem
for both the bookkeeper and her client by automating data transfer, improving accuracy, and significantly
reducing time spent on manual processes. This transition transforms the platform from a "nice-to-have"
lead generator into a "must-have" tool that is deeply embedded in a company’s operational workflow. This
deep integration is a highly attractive proposition for investors, as it points to a scalable, defensible, and

high-margin business model with strong network effects and a clear path to high growth.

6. Comparative Market Position and Value Proposition Summary

The KnowUs Task Exchange is strategically positioned to differentiate itself from existing competitors,
such as general job boards, freelancing platforms, and traditional classified ad services. Its key competitive
advantages include its focus on building a comprehensive B2B ecosystem, its automation of complex
procurement and lead-generation processes, and its strategic roadmap toward deep systems integration
and recurring revenue models. The platform’s ability to serve a broad spectrum of business sizes, from
individual freelancers to large enterprises, creates a powerful network effect that becomes increasingly
valuable and difficult to replicate as the user base grows.

In conclusion, the KnowUs Task Exchange represents a significant and strategic expansion of a proven
business model. It is not a simple translation of a concept but a robust, well-defined B2B marketplace
poised to capture a large and growing market. The platform's value proposition is built on the pillars of
efficiency, trust, and network effects, with a clear and compelling path to high-margin, scalable growth. By
transforming an inefficient market into a streamlined, automated ecosystem, the KnowUs platform

presents a compelling investment opportunity.
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Attachment 13. - From Local MVP to Global Platform
A History of Validation

Two years ago, the foundational core of the KnowUs platform was developed and deployed as a custom
Minimum Viable Product (MVP) for a select group of Danish industrial companies. Without any formal
sales or marketing efforts, this early version was organically adopted by eight local businesses.

These companies continue to use the system in their daily operations today, demonstrating its stability,
usefulness, and the inherent 'stickiness' of the solution. This two-year petiod of real-world use has served
as the ultimate proof-of-concept, providing invaluable market validation and a de-risked foundation for
the new, globally scalable KnowUs platform.

The screenshots below are from this live, first-generation system. While the user interface and branding
were tailored to the initial clients, the underlying functionality—managing master data for employees,
tracking machine service history, and providing a centralized operational overview—forms the proven
core upon which the new KnowUs platform is built.

These images represent our journey and, most importantly, provide tangible evidence that a real market

not only exists but has been actively serviced by our technology for the past two years.

1. The Live Operational Sandbox: Validating the Core Logic

The KnowUs architecture is not a theoretical model waiting to be built; it is already actively managing
real-world industrial complexity. Rather than a limited, theoretical MVDP, the core structural logic of
KnowUs is currently deployed as a Live Proof-of-Concept (PoC) within a highly complex Danish

industrial group comprising 6 distinct subsidiaries.

This live environment successfully handles the cross-company logistics, resource allocation, and strict
ESG compliance for a fleet of over 1,100 heavy machinery assets. By proving that our "Closed-Loop"
system can unify operations, remove data silos, and structure workflows in a heavily resistant industrial
setting - without relying on external APIs - we have drastically de-risked the technology. It proves

unequivocally that the engine works under pressure and is ready for global scaling.

The following images are from the initial, custom-built version of the system. While the Ul and branding
were tailored to the specific client, the core functionality is the proven foundation of KnowUs.

1.1. The Operational Dashboard

Velkommen, hvad vil du arbejde med i dag?

Varksted ey

[rrem e
]
—— ~ ~
o]
(]

, i — e 72
il i i 4 Users
4

s

wit g

anniversaries

- b

ISR

|

Users News

Users Logo
DET ER VILJEN TIL AT VILLE, DER SKABER EVNEN TIL AT KUNNE

The central dashboard of the first-generation system, providing a live overview of machine service status

and core operational modules for a Danish client.
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1.2. Employee Master Data Management

Rediger medarbejder

PARORENDE | KURSER OG CERTIFIKATER | ARBEJDSPROCESSER

The employee management module, showcasing the system's ability to handle master data, certifications,
and work processes - a core principle carried directly over to the KnowUs HR engine.

1.3. Detailed Asset Service Registration

Regrstrer service

Ml
a1

M 20-09-2024 0 2591 | 7 - Nosdiysk Entreprenor Matesiel v
| 20-11-2023 0 1488 | 7 - Nordjysk Eateeprenor Matesiel -
* 0 0 ~

Note

F:\SAAC Database\Frontend\Maskiner\Service\Tjekskemaer\1653 - 20-09-2024.pdf

A detailed service registration screen for a specific machine. This early version already demonstrates the
data-rich, asset-centric approach that defines the KnowUs platform.
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2. The New, Globally Scalable KnowUs Platform (Beta 2025)

The following images are from the current KnowUs beta platform. They showcase the new, standardized

user interface and the expanded functionalities designed for global scalability, all built upon the learnings
from the first-generation MVDP.

2.1. Welcome Screen & User Dashboard

Welcome to

Knowes

All the data you need

Knowes

The main user dashboard provides a clean, intuitive overview, with easy access to core modules and a
summary of daily tasks and calendar events.

2.2. The Strategic Core: Dynamic Organizational Structure

e

cowennr | 1%

Setup the structure i [ G Pt —
T 10:51:58
) 10. juni 202
‘ 1oy
|

Company logo

Main cont;

Groug apseastion | Compuer voler | To:
D "
act options Bank

Knowss

Hlustrating the module for setting up a company's dynamic organizational structure, from branches down
to individual teams.
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2.3. The Codification Engine: A Multi-Step Process

The codification module is the heart of our Global Catalog. It transforms a complex task into a structured,
multi-step process, ensuring data integrity and depth.

Codify New Product

Kubota M7003

[ Pudiont Piroto Folds | Codier
Codiffing Company Kubota UK Ltd ﬂ
Codifing Date [ 12-07-2024 002148
Bl o) Country of Codifier | United Kangelom of Great Baitain and Nodthern Lreland
S Generate KL P10-Code:
Categocy [ Machene ~]
Sabeategory | Aguealace ~]
@ Trpe Tasctor |
KU P10-Cade:
1001-000-826 ==
&I

Step 1 - Classification. The system generates a product's classification prefix based on its category,

subcategory, type, and country of origin.

MNMM

Kubota M7003

| Codifr | Product Desesption | Product Managemeat | Vaants | Mamufactoc | Supgler |

If the £ ds cegulas g of the product, oz if the product »
muinect to legulation that requures regular mipection, you must select the frequency of the
mupection m the Held below.

[Ever Zmoats V]
LOT pumber
I£ the product it assocated with 2 LOT sumbes, tick the box to the aght The m)

LOT number stself 13 entered on the tab for regstermg the produet’s vagants.

Segal sumbes
If the product it ansociated with a secl anmber, tick the box to the nght. The =
senal mimber itself 1 entered on the tab for regutenng the product’s vaaats

Step 2 - Management Data. Critical operational data, such as mandatory inspection intervals and
serial/LOT number requitements, are added.
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Kubota M7003

YEEE . 76453456
7153 . 7645-3437
A7 - 7645-3458

Step 3 - Variant Identification. Specific models are registered, and the final, unique 8-digit identifier is
assigned to complete the full KU-P Number.

2.4. The Global Product Catalog in Action

s

Search for Product

KU P1B-CODE |
Product Name |
Manufactor

Product Type :
Trpeof Fuel |
Tech Data (Free Text) |
Prod. Data (Free Text) |

The powerful and granular search form for the Global Catalog.
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Sech oo Search result Bli1101:15
Search the KnowUs Product Catalog G e ik

Ttem: [ conm | SARCR F— | MACHD ADAD

Product rumber Product Name Marufactor
MINaax W <oos00i208.8:

) é 4003-004-208-8
-

1 - Bosch GES 18V-572

E Leoget (mn

4 - Bosch GKS 18V-57-2 GX Pr

| ool / Canstouction / Cardless Ciscalar Savw

' Bosch GKS 18V-57-2 GX Professional - in L-BOXX 238  smececrcon

Prodoct Descaption | Prodwet Data Froduee Masagement Maasfatoc Sopples la Stock
Al

—{ SeuschH Cloa Seasch

Machine / Construction

Mactme / Construction

—Calender

Knowes
A detailed product view, providing access to rich descriptions, specifications, and integrated workflow
options from a single screen.
2.5. Operational Intelligence: The Dynamic Service Module

— e —
21:39:26
! 004
~ ]
— —— - ) - - - |
[
s | Wrdusien | Comn | Lt | Bursts  Whooh | Sommng | B / Mot
o
e o ool 90
° 1 °
o o
° 1 °
0' o
°

An example of a dynamic module triggered by a KU-P number. For this specific tractor, the platform
displays a custom service and safety checklist, demonstrating how KnowUs tailors workflows to individual
products.
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Attachment 14. - An Organizational Blueprint for Global Growth
Structuring KnowUs for the Future

1. A Strategic Framework for Global Expansion: The Federated Model

The fundamental challenge for any technology firm transitioning from a national champion to a global
contender is architectural. The organizational structure must simultaneously support two seemingly
contradictory imperatives: the need for global consistency, efficiency, and strategic coherence, and the
demand for local market agility, cultural attunement, and rapid operational responsiveness. Navigating this
inherent tension is the single most critical determinant of success in international expansion. A structure
that leans too heavily towards one pole at the expense of the other will inevitably falter, either by failing to

capture economies of scale or by failing to win in diverse local markets.

1.1. The Core Dilemma: Centralization vs. Decentralization

The choice of organizational structure begins with the classic strategic dilemma between centralization and
decentralization. A centralized model consolidates decision-making authority, resources, and governance
at the corporate headquarters. This approach offers significant advantages in creating uniformity and
control. It fosters standardized policies, enhances brand consistency, and allows for the realization of
economies of scale, particulatly in functions like procurement and core technology infrastructure. For
industries with high security or compliance requirements, a centralized structure provides robust risk
management and ensures that global standards are met without deviation. However, this control comes at
a cost. Centralized organizations can become slow and bureaucratic, with decision-making bottlenecks at
the top. They risk becoming disconnected from the nuances of local markets, leading to one-size-fits-all
strategies that fail to resonate with diverse customer bases and a disempowered local workforce with
limited input.

Conversely, a decentralized model distributes decision-making authority to regional or national business
units. This structure excels in adaptability and local relevance. It empowers local leaders to respond swiftly
to market changes, tailor products and setvices to specific cultural preferences, and foster a strong sense
of ownership and engagement among in-country teams. For a company entering multiple, distinct
international markets, this agility can be a powerful competitive advantage. The drawbacks, however, are
equally significant. Decentralization can lead to a duplication of resources and functions across different
geographies, increasing operational costs and reducing overall efficiency. It also introduces the risk of
strategic drift, where local units operate as independent fiefdoms, potentially diluting the global brand,

creating inconsistent customer experiences, and fragmenting the corporate culture.

1.2. The Proposed Solution: The Federated (Hybrid) Model

For KnowUs, whose business plan explicitly calls for both aggressive global growth and effective national
operations, neither a purely centralized nor a purely decentralized model is sufficient. The optimal
architecture is a Federated (or Hybrid) Organizational Model. This sophisticated structure is purpose-
built for global enterprises that must balance the competing needs for governance and agility. The

federated modltepbmestdf. a-sitapRrganpeatienfal Bhisgiplet tentriibal Ghiawthust be globally consistent,

and decentralize what must be locally relevant.

Under this framework, a lean Global Headquarters (HQ)) retains control over core strategic functions that
benefit from scale, standardization, and a unified vision. These typically include global brand identity, core
technology architecture, corporate finance, and overarching compliance frameworks. Execution, however,
is decentralized. Empowered national or regional subsidiaries are given the autonomy to manage their own
operations, sales, marketing, and customer support, adapting the global strategy to the unique demands of
their local markets. This model has been successfully implemented by complex multinational corporations
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like General Motors and global pharmaceutical firms, which require both stringent global standards and
highly specialized, localized innovation.

The adoption of a Federated model is therefore not merely a structural choice but a strategic commitment
to actively managing the tension between global scale and local relevance. It establishes a clear philosophy
for decision-making across the entire enterprise. For any given function or process, leadership is
compelled to ask a foundational question: "Does this activity create more value through global efficiency
and consistency, or through local effectiveness and adaptation?" The answer to this question becomes the
guiding principle for all subsequent structural designs, from HR policies to product development
roadmaps. This transforms the organizational chart from a static diagram into a dynamic strategic tool,

providing a durable framework for making intelligent structural decisions as KnowUs continues to scale.

2. Global Headquarters (HQ): The Engine for Growth and Governance

In the Federated model, the Global Headquarters is not an operational command center dictating day-to-
day activities to the field. Instead, it is the strategic heart of the enterprise, responsible for setting the
vision, establishing the governance "rules of the road," and providing the platforms and resources that
enable the national divisions to succeed. Its structure must be lean, strategic, and focused exclusively on

fostering long-term, sustainable growth.

2.1. The Executive Leadership Team (C-Suite): A Growth-Oriented Constellation

The C-Suite at KnowUs must be architected to lead a complex, geographically dispersed organization. The
roles must be defined with absolute clarity to ensure accountability and drive the global strategy forward.

e Chief Executive Officer (CEO): As the highest-ranking executive, the CEO is the ultimate
steward of the company's vision, strategy, and culture. The CEO is responsible for making the
highest-stakes decisions, representing the company to investors and key stakeholders, and
ensuring all departments and regions are aligned toward a unified mission. In a global context, the
CEO's primary role is to set the strategic direction and foster the leadership and culture necessary

for long-term growth and profitability.

e Chief Technology Officer (CTO): The CTO is the owner of the global technology vision. This
role extends beyond managing software development to encompass the core platform
architecture, long-term R&D initiatives, and enterprise-wide cybersecurity. The CTO's mandate is
to ensure that KnowUs's technology stack is scalable, secure, and provides a stable yet flexible
foundation upon which regional product variations can be built without compromising the

integrity of the core platform.

¢ Chief Financial Officer (CFO): The CFO is the guardian of the company's financial health on a
global scale. Responsibilities include global financial planning and analysis, capital allocation
strategy, investor relations, and overseeing financial risk management and compliance across all
subsidiaries. The CFO ensures financial discipline and provides the data-driven insights necessary

to guide strategic investments and operational decisions.

e Chief Operating Officer (COO): The COO is responsible for the operational excellence of the
entire global enterprise. This role focuses on the efficiency and effectiveness of the company's
daily operations, overseeing the integration of shared services, optimizing cross-border processes,
and ensuring that the strategies set by the CEO are translated into tangible, efficient results across
the federated network. The COO acts as the critical bridge between strategic planning and on-

the-ground execution.
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2.2. Strategic Recommendation: The Chief Growth Officer (CGO)

To fulfill the mandate of the new business plan, which prioritizes aggressive and strategic global
expansion, it is strongly recommended that KnowUs establish the role of Chief Growth Officer (CGO).

This is a modern, cross-functional executive role designed to overcome the traditional silos that can stifle

expansion. While a Chief Revenue Officer (CRO) typically focuses on optimizing existing sales and

marketing channels over a 1-3 year horizon, the CGO takes a longer-term (5-10 year) and more holistic

view of growth.

The CGO's primary responsibility is to develop and execute the company's long-term growth strategy.

This involves identifying and penetrating new markets, forging major strategic partnerships, and ensuring

deep alignment between the global marketing, sales, and product development functions to create a

cohesive market-entry machine. The CGO works horizontally across the organization, breaking down

departmental barriers to unify all growth-related activities under a single, strategic vision.

The creation of the CGO role is the human embodiment of the Federated model's growth imperative.
The COO's focus is on making the current global machine run efficiently and reliably. The CGO's focus, in

contrast, is on designing and building the zex# machine in new and emerging markets. This executive

becomes the operational linchpin of the entire federated growth strategy, actively managing the critical

interface between the centralized Centers of Excellence at HQ and the decentralized national teams. They

are the designated leader responsible for orchestrating the complex interplay of resources required for

successful market entry, transforming the structural concept of global expansion into a dynamic,

accountable, and growth-oriented operation.

Table 1: C-Suite Role Mandates for Global Growth

Role

CEO

CFO

COO

Primary
Mandate

Vision, Strategy,
Culture

Financial Health,
Capital Allocation

Operational

Excellence

Technology

CTO Vision,

CGO

2.3. The Senior Leadership Team: Powering Operational Excellence

Innovation

Sustainable Long-
Term Growth

Key Responsibilities

Set long-term strategic direction; Manage Board and investor
relations; Act as chief public representative; Drive company
culture and leadership development.

Oversee global budgeting, forecasting, and financial reporting;
Manage investor relations and capital structure; Ensure

financial compliance and risk management.

Manage daily business operations; Ensure efficiency and
scalability of internal processes; Oversee global supply chain
and shared services; Execute the CEO's vision.

Define global technology strategy and platform architecture;
Oversee R&D and innovation pipeline; Ensure cybersecurity

and data governance.

Develop and execute market expansion strategies; Drive
innovation in products and business models; Align marketing,
sales, and product for growth; Forge strategic partnerships.

Strategic Focus

Overall corporate health, long-term
shareholder value, and strategic
positioning.

Profitability, financial stability, and
resource allocation to support growth

initiatives.

Process efficiency, cost management,
and seamless integration of global
operations.

Scalability, security, and technological
advantage as a core business enabler.

New market penetration, revenue
diversification, and cross-functional
alighment for future growth.

While the C-Suite is responsible for setting the global strategy, the execution of this strategy relies on a

world-class Senior Leadership Team. These functional leaders are the deep subject-matter experts who
ensure the company's operational integrity, technological stability, and organizational health. While they

may not be part of the executive C-Suite, they are critical to our success and will hold senior director- or

VP-level positions, reporting to the relevant C-level executive.
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The key roles initially identified in our business plan include:

Chief Information Officer (CIO): Reporting to the COOQ, the CIO will be responsible for the
company's internal I'T systems, data security, and the technological infrastructure that supports
our global workforce. This role ensures that our internal operations are as robust and efficient as

the platform we provide for our customers.

Head of Human Resources (Global): Reporting to the CEO or COO, this leader is the
architect of our global culture and talent strategy. Responsibilities include global talent acquisition,
leadership development, compensation and benefits frameworks, and ensuring that our "KnowUs

family" culture scales across all nations.

Head of QEHS (Quality, Environmental, Health & Safety): Reporting to the COO, this
leader is responsible for implementing our global quality management systems (ISO standards),
ensuring compliance with international environmental and safety regulations, and managing

operational risk across the enterprise. This role is fundamental to building a trusted and reliable

global brand.

This two-tiered leadership structure, combining a lean, strategic C-Suite with a powerful Senior Leadership

Team, ensures that we have both the high-level vision and the deep functional expertise required to

achieve our ambitious global goals.

2.4. Centralized "Centers of Excellence" (CoEs)

To support the global strategy without creating a bloated central bureaucracy, the HQ will house a select

number of lean, high-impact Centers of Excellence (CoEs). These are not large departments but small

teams of deep subject-matter experts who set global standards, develop best practices, and provide

strategic guidance to the national teams.

Global Brand & Marketing Strategy: This CoLE, reporting to the CGO, defines the core
KnowUs brand identity, global messaging architecture, and brand positioning. It creates the
foundational brand assets and campaign frameworks that local marketing teams will then adapt

for their markets, ensuring a consistent global brand with a local voice.

Corporate Strategy & Development: This team, reporting to the CEQ, is responsible for long-
range strategic planning, competitive analysis, and executing corporate development activities

such as mergers, acquisitions, and major strategic alliances.

Core Product & Platform Architecture: This function, residing within the CTO's office, is the
guardian of the core technology platform. It defines the non-negotiable architectural standards,
APIs, and data models that all regional product development must adhere to. This ensures global
interoperability and prevents technical fragmentation.

Corporate Finance & Treasury: Reporting to the CFO, this CoE manages the company's
global capital structure, foreign exchange, treasury operations, and consolidated financial

reporting and auditing processes.

Global Legal & Compliance Framework: Led by a Chief Legal Officer (CLO), this central
team establishes the global code of conduct, manages corporate governance and intellectual
property, and provides a comprehensive framework and set of tools for managing legal and

regulatory compliance in all jurisdictions of operation.
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3. National & Regional Operations: Driving Local Market Success

While the Global HQ provides the strategic compass, the national and regional subsidiaries are the
engines of the business. They are the front line, responsible for generating revenue, building customer
relationships, and executing the company's mission in the marketplace. The structure of these units must

empower them to win locally while remaining fully integrated within the global corporate framework.

3.1. The Subsidiary Structure

For both legal and operational clarity, each key international market or logical geographic region (e.g.,
DACH, APAC) will be established as a distinct legal subsidiaty, such as "KnowUs Germany GmbH" or
"KnowUs APAC Pte. Ltd.". This approach provides a critical liability shield, insulating the parent
corporation from the risks and obligations of any single national entity. As the sole shareholder, the patent
company (KnowUs Global HQ) retains ultimate control, including the exclusive right to appoint the
subsidiary's board of directors. The formation process for each subsidiary will follow a standardized
procedure: formal authorization by the parent company's board, selection of the appropriate local legal
structure (e.g., LLC or corporation equivalent), and the establishment of clear bylaws that govern its

operations in alighment with global policies.

3.2. The Country/Regional Manager: The Local CEO

The leader of each subsidiary is the Country Manager (or a Regional President for a cluster of smaller
nations). This is the most pivotal leadership role in the field organization. This individual is not merely a
sales leader or an office administrator; they are the empowered, on-the-ground CEO for their designated

market, with comprehensive responsibility for the business's success.

The mandate of the Country Manager is extensive and requires a blend of entrepreneurial drive, strategic

thinking, and operational discipline:

e Full P&L Ownership: The Country Manager is directly responsible for the subsidiary's profit
and loss statement. This includes developing the annual budget, managing all local revenues and

costs, and delivering on profitability targets.

e Local Strategic Planning: While operating within the global strategic framework, the Country
Manager is tasked with developing and executing a tailored local business plan. This involves
conducting in-depth market analysis of consumer behavior, the competitive landscape, and the

regulatory environment to adapt global initiatives for maximum local impact.

¢ Business Development & Sales Leadership: The Country Manager leads all local revenue-
generating activities. This includes building and managing the local sales team, establishing key
customer relationships, and identifying and negotiating strategic partnerships with local channels

and businesses.

¢ Team Leadership and Culture Development: This role is responsible for building and leading
the entire local team. This encompasses recruitment, training, performance management, and
fostering a high-performance culture that embodies the global values of KnowUs while respecting

and integrating local cultural norms.

¢ Regulatory Compliance and Operations Management: The Country Manager has ultimate
accountability for ensuring the subsidiary operates in full compliance with all local laws and
regulations, including labor laws, tax codes, data privacy mandates, and industry-specific rules.

They also oversee all local day-to-day operations.

e Brand Ambassadorship: The Country Manager serves as the public face and senior
representative of KnowUs in the country. This includes managing relationships with government

agencies, the local press, industry associations, and other key external stakeholders.
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The success of this decentralized operational model hinges entirely on the effectiveness of the Country
Manager. This role is inherently paradoxical: it demands an autonomous, entrepreneurial leader who can
act decisively, yet this leader must also be a disciplined and compliant steward of the global corporate
strategy and brand. Simply delegating P&L responsibility without a robust governance structure is a recipe
for strategic drift and operational risk. The organizational design must therefore actively manage this
paradox. This is achieved not just through policy, but by hardwiring a balance of autonomy and alignment
directly into the reporting structure.

A purely hierarchical reporting line, where the Country Manager reports only to a single executive like the
CEO, would provide clear accountability for business results but would isolate them from the crucial
functional expertise residing in the HQ's Centers of Excellence. Conversely, a purely functional reporting
structure would strip the Country Manager of the integrated authority needed to run a cohesive local
business. The only viable solution is a matrix reporting system. The Country Manager must have a "solid-
line" reporting relationship to a senior business leader at HQ (such as the CGO or a President of
International Markets) who holds them accountable for business outcomes (the P&L). Concurrently, they
must have formal "dotted-line" relationships with the functional leaders at HQ (CFO, CTO, CLO). These
dotted lines are not suggestions; they represent formal accountability for adhering to global financial,
technical, and legal standards. This dual-reporting system is the essential structural mechanism that
enforces the required balance, granting the Country Manager the autonomy to run their business while

ensuring they remain firmly within the strategic, financial, and ethical guardrails of the global corporation.

4. Engineering & Product Development: A Framework for Agile Innovation

In today's hyper-competitive technology landscape, the structure of the engineering and product
development organization is a primary driver of competitive advantage. Traditional, hierarchical IT
departments are too slow, too bureaucratic, and too disconnected from the business to foster the kind of
rapid innovation and developer engagement that KnowUs requires. To build a world-class product
organization, a radical departure is necessary. The recommended approach is the implementation of the
Spotify Model, a people-driven, scalable agile framework designed to maximize autonomy, speed, and
learning.

4.1. Adopting the Spotify Model: Principles and Rationale
The Spotify Model is not a rigid, prescriptive methodology but rather a set of guiding principles for

organizing teams and fostering a culture of ownership and trust. It was developed to solve the problem of
scaling agile development without succumbing to the bureaucracy and dependencies that often plague
large organizations. Its core philosophy is "loosely coupled, tightly aligned": teams are given a high degtee
of autonomy to decide

how they work, but they are kept in strategic alignment by a shared mission, clear goals, and robust
channels for knowledge sharing. The model is designed to minimize hand-offs, decentralize decision-
making, and empower the people closest to the code to build, ship, and learn from their work as quickly as
possible.

4.2. The Core Components of the Structure

The model is composed of several key structural elements that work together to balance autonomy with
alignment.

e Squads: The Mini-Startups: The Squad is the fundamental building block of the entire
engineering organization. It is a small, cross-functional, and self-organizing team, typically
comprising 6 to 12 individuals. Each Squad is like a mini-startup, possessing all the skills
necessary—product management, design, development, and testing—to take a feature from idea

to production. Crucially, each Squad has a long-term mission focused on a specific area of the

(
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product (e.g., "User Authentication," "Content Recommendation Engine"). This long-term
ownership fosters deep expertise and accountability. Squads are empowered to choose their own
agile framework (Scrum, Kanban, etc.) and are encouraged to release their own code frequently,
creating a powerful culture of ownership, speed, and direct feedback.

e Tribes: The Alignment Incubators: A Tribe is a collection of Squads that work in a related
product area. For example, a "Mobile Expetience Tribe" might consist of Squads focused on the
108 app, the Android app, and mobile-specific APIs. The Tribe serves as an incubator for its
Squads, providing a shared mission and strategic context. Tribes are intentionally kept to a size of
fewer than 100 people to maintain a sense of community and facilitate easy communication, a
principle based on the sociological concept of Dunbat's number. Each Tribe is led by a Tribe
Lead, whose role is not to command and control, but to act as a servant leader, ensuring the

Squads have the resources, support, and strategic clarity they need to succeed.

e Chapters: The Home for Functional Excellence: While Squads and Tribes provide the
vertical alighment needed for product delivery, Chapters provide the essential horizontal
alignment for technical and functional excellence. A Chapter is comprised of all the specialists of
a single discipline within a given Tribe. For instance, all the backend engineers in the "Mobile
Experience Tribe" belong to the Backend Engineering Chapter, and all the UX designers belong
to the UX Design Chapter. The Chapter Lead is the formal line manager for the specialists in
their chapter. They are responsible for mentorship, professional development, performance
evaluations, and setting salaties. The Chaptet's primary function is to maintain high standards of
quality, establish best practices, and facilitate knowledge sharing across all the Squads in the Tribe,

ensuring that engineering and design practices remain consistent and high-quality.

¢  Guilds: The Communities of Interest: Guilds are the most organic element of the structure. A
Guild is a lightweight, voluntary "community of interest” that cuts across the entire organization,
connecting people who are passionate about a specific topic, regardless of their Tribe or Chapter.
Examples could include a "Machine Learning Guild," a "Web Performance Guild," or a "Data
Visualization Guild." Guilds are a powerful, informal mechanism for spreading knowledge,
driving grassroots innovation, and building a connected, collaborative culture across different

product areas and even geographic locations.

The greatest challenge in scaling agile development is preventing the very autonomy that makes teams fast
from creating technical chaos in the long run. Without a counterbalancing force, independent Squads can
drift into "local optimization," solving similar problems in different ways, leading to a fragmented
architecture, duplicated effort, and a codebase that becomes increasingly difficult to maintain. Traditional
top-down management is too slow and antithetical to the agile mindset to solve this problem.

The Spotify Model's most profound innovation is the introduction of the Chapter, which creates a matrix
that explicitly and elegantly balances the needs of product delivery ("what" gets built) with the needs of
engineering quality ("how" it gets built). The Chapter provides a horizontal layer of governance,
mentorship, and standardization that is managed 4y senior engineers, for engineers. This creates a healthy,
productive tension within every Squad. The Product Owner, focused on business value, pushes the Squad
for speed and features. Simultaneously, the Chapter Lead, focused on technical excellence, pushes the
individual engineers within that Squad to adhere to high standards for code quality, testing, and
architectural consistency. This built-in structural tension is not a source of conflict but the very
mechanism that enables KnowUs to achieve both rapid innovation and sustainable, high-quality
engineering at scale.
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5. Optimizing Support Functions: A Hybrid Shared Services Model

The corporate support functions—including Administration, Facility Management, Legal, and Human
Resources—are the backbone of the organization. Their structure must be designed to deliver services
that are both highly efficient and deeply responsive to the needs of the business. To achieve this in a
global, federated company, a hybrid model is the most effective approach. This model combines the scale
and efficiency of a Global Shared Service Center (SSC) for transactional work with the local expertise
and strategic focus of in-country teams for high-touch, advisory support.

5.1. The Shared Service Center (SSC) Philosophy

A Shared Service Center is a centralized unit responsible for executing routine, high-volume, and
standardized transactional processes for the entire organization. By consolidating these activities, an SSC
drives significant benefits: it ensures consistency in service delivery, enhances compliance with global
policies, fosters operational excellence through standardization and automation, and yields substantial cost
reductions by eliminating redundant administrative roles across different locations.

The KnowUs SSC will operate on a multi-tiered support model to manage inquiries efficiently. Tier 0 will
consist of self-service portals and knowledge bases, allowing employees to find answers and complete
simple tasks on their own. Tier 1 will be a helpdesk (accessible via ticketing systems, chat, and phone) for
handling routine, standardized queries. Tier 2 will be statfed by specialists who manage more complex or
escalated issues that require deeper expertise. The success of the SSC will depend on three pillars: hiring
skilled people with expertise in customer service and process management, establishing effective
leadership to drive continuous improvement, and investing in robust technology platforms to automate
workflows and manage service delivery.

The optimal structure for support functions is not a binary choice between centralization and
decentralization, but rather a carefully designed portfolio of services, with each service placed where it
delivers maximum value. The guiding principle for this placement is a clear distinction between the nature
of the work itself. Any task that is high-volume, repeatable, and can be standardized into a clear operating
procedure with minimal need for local context is a prime candidate for the Global SSC. This is the
"transactional" end of the spectrum. Conversely, any task that requires deep local knowledge, cultural
nuance, strategic judgment, negotiation, or a trusted human relationship must remain in-country. This is
the "strategic/relational" end of the spectrum. This framework provides KnowUs with a durable,
logical filter to apply to any support function, ensuring the structure evolves intelligently as the company
grows.

Table 2: Centralized vs. Decentralized Functions for Corporate Services

Function Centralized at Global Shared Setrvice Center (SSC) (Transactional Focus)

Payroll processing; Benefits administration (enrollment, changes); HR Information System (HRIS) data
management; Tier 1 employee queries (e.g., policy clarification); Compliance reporting (data aggregation);

Human

R HR
esources (HR) Onboarding/offboarding administrative tasks (paperwork, system access).

Standard contract template management and repository; Document retention and e-discovery support;
Legal Initial compliance screenings (e.g., third-party vendors); Intellectual property portfolio administration (e.g.,
trademark renewals); Tier 1 legal queries (e.g., NDA requests).

Fi & Accounts payable and receivable processing; Expense report processing and auditing; Centralized
inance

Administrati procurement of standard goods (laptops, software licenses); Global travel platform management;
ministration . . S
Consolidated financial data entry and reconciliation.
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Table 2: Centralized vs. Decentralized Functions for Corporate Services

Facility
Management

IT Support

Global real estate lease administration (database management); Centralized vendor management for global
contracts (e.g., enterprise software); Space utilization data analysis and reporting; Global physical security
standards and protocols.

Tier 1 technical helpdesk (password resets, software installation); Centralized network and server
monitoring; Device lifecycle management (procurement, deployment); Global software license management
and compliance.

5.2. Proposed Functional Breakdown

Applying the "transactional vs. strategic/relational" framework yields a clear division of labor for each

support function:

e  Human Resources (HR):

(@]

e Legal:

Global SSC: The SSC will handle the high-volume, administrative backbone of HR. This
includes processing payroll and benefits, managing the central HRIS, answering routine
employee questions through a tiered helpdesk, and generating consolidated compliance

reports. This centralization ensures data accuracy, process efficiency, and cost control.

In-Country Teams: Fach country or region will have a strategic HR Business Partner
(HRBP) who acts as a coach and advisor to the Country Manager and local leadership.
Their role is relational and strategic, focusing on complex employee relations issues,
leadership development, local talent acquisition for non-tech roles, interpreting and
applying local labor laws, and driving cultural integration initiatives that require a deep
understanding of the local context.

Global SSC: The legal team within the SSC will manage process-driven tasks. This
includes administering a central repository of standard contract templates, managing
document retention policies, providing support for e-discovery, and handling the

administrative aspects of the company's intellectual property portfolio.

In-Country Teams: Each subsidiary will be supported by either a small in-house legal
counsel or a dedicated retained local law firm. This local legal expert is responsible for

providing high-judgment advice on country-specific regulations (e.g., marketing claims,
labor disputes), negotiating significant local contracts that deviate from standard

templates, managing any local litigation, and handling government relations.

¢ Administration & Facility Management:

O

Global SSC: The administrative function of the SSC will centralize processes like
accounts payable/receivable and global procurement for standardized items like I'T
hardware and software licenses, leveraging bulk purchasing power. It will also manage the
global corporate travel platform.

In-Country Teams: Each office will have an on-site Facility or Office Manager. This
role is responsible for the physical workplace environment, including managing local
vendor relationships (e.g., janitorial, security, catering), ensuring compliance with local
health and safety regulations, coordinating local events, and providing direct, hands-on
administrative support to the local leadership team and employees.

e
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6. Integrated Governance and Reporting Structures

A sophisticated organizational design is only effective if its lines of authority, communication, and
decision-making are unambiguously clear. The proposed Federated structure, incorporating elements of
the Spotify Model and a hybrid Shared Services approach, necessitates a Matrix Reporting System. This
final section synthesizes all the preceding elements, illustrating how the entire organization connects and
operates through a well-defined system of governance and reporting that embraces, rather than avoids, the
complexities of a global matrix.

6.1. The Matrix Reporting System: Clarifying the Lines of Authority

A matrix organization is one where individuals have multiple reporting lines, reflecting the need to be
accountable to both business unit objectives and functional standards. While this can introduce
complexity, it is the only structure that can effectively manage the inherent tensions in a global, federated
company. To prevent the confusion and conflict that can arise from a pootly defined matrix, it is essential
to establish and communicate a clear and consistent definition of reporting relationships across the entire
organization.

e Solid Line: This represents the primary, hierarchical reporting relationship. The solid-line
manager is typically responsible for an employee's overall performance evaluation, career
development, compensation, and day-to-day task allocation. This is the individual's "home"

manager.

e Dotted Line: This represents a formal, secondary reporting relationship that is crucial for
alignment and governance. The dotted-line manager does not handle administrative aspects like
salary but has a formal right to an individual's time and holds them accountable for adherence to
specific project goals, functional standards, or strategic initiatives. This relationship ensures that

expertise and policy from one part of the organization are effectively implemented in another.

The single greatest risk of a matrix structure is ambiguity, which leads to power struggles and stalled
decisions. A visual and explicit map of these relationships for the most critical roles is the most effective
tool for mitigating this risk. The roles of the Country Manager and the engineering Chapter Lead are the
two primary nodes where the matrix is most complex and vital. Clarifying their reporting lines provides a
blueprint for how the entire system should function, preemptively answering the question "Who is my
boss for what?" and providing a clear framework for resolving priotity conflicts. This makes the abstract

concept of a matrix concrete, operational, and navigable for everyone in the organization.

Table 3: Reporting Matrix for Key Leadership Roles

Solid Line Report To (Primary

Role Accountability) Dotted Line Reports To (Secondary Accountability)

Chief Growth Officer (CGO) CFO: Financial reporting standards, budget compliance. CTO:
Country (Accountabiliy for PE-L, market share, and Adherence to global technology platform standards. CLO: Local
Manager o ’ ’ legal and regulatory compliance. CHRO: Global HR policies and

local business growth
& ) talent management frameworks.

Chapter Lead (Accountability for technical

Squad Product O : Day-to-day project priorities, feat
Engineer (in a  skill development, performance review, quad Product Lwner: Lay-to-day project prioriies, feature

delivery. Tribe Lead: Alignment with the Tribe's overall mission

Squad) compensation, and adberence fo engineering and goals.
standards)

In-Count Country M (Acconntabils
n-lountry ountry Manager (Awountabilih Jor oo ¢ Human Resources Officer (CHRO) (Acconntabiliy for

HR Busi rting local busi bjecti d leadershi
USINESS - Supporting locar business otjectives and ladership implementing global HR programs, policies, and ensuring functional excellence)

Partner team effectiveness)
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Table 3: Reporting Matrix for Key Leadership Roles

In-Count Country M (Accountabili local
n-l-ountry ountry Manager (Awountabilty for foca Chief Financial Officer (CFO) (Accountability for financial reporting

Finance inancial operations and supporting business . . ..
f .. ? PPOTIg accuragy, internal controls, and adberence to global financial policies)
Manager decisions)

6.2. Decision-Making Frameworks and Communication Protocols

While the structure defines authority, clear frameworks must be established to guide how decisions are
made at different levels of the organization. This prevents both micromanagement from HQ and strategic
misalignment in the field.

¢ Global Decisions (HQ Leadership): These decisions are reserved for the C-Suite and have
enterprise-wide impact. They include changes to the global brand, modifications to the core
technology architecture, major capital allocation and M&A activities, and the setting of global

financial and ethical policies.

¢ Regional Decisions (Country Manager): Empowered by the global framework, Country
Managers have the authority to make decisions critical to their local market success. This includes
local pricing strategies, selection of regional marketing channels and partners, structuring the local
sales team, and adapting global products with locally relevant features (within the architectural
guardrails set by the CTO).

e Team Decisions (Squads): In line with the Spotify Model, Squads have a high degree of
autonomy over their own work. They decide how to build a specific feature, which specific tools to
use (from an approved list), how to organize their sprints or workflow, and when to release their

code to production.

Effective communication is the lifeblood that makes a matrix organization work. Without it, the structure
will collapse under the weight of silos and misunderstandings. KnowUs must therefore make a significant
and ongoing investment in the tools and culture of communication. This includes adopting a unified suite
of collaboration technologies (e.g., instant messaging, video conferencing, project management software),
establishing standardized formats for reporting and cross-functional meetings, and, critically, providing
training on effective cross-cultural communication to bridge the gaps created by geography, language, and
functional specialization.

e
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Attachment 15. - Global Workforce Scaling
A Strategy for Talent and Growth

1. Executive Summary

This appendix presents KnowUs's strategy for scaling our global workforce to the projected 35,000
employees by 2036. To address any potential investor concerns about the feasibility of such significant
growth, we are presenting a well-thought-out, three-phase model built on decentralization, local
anchoring, and a robust internal training apparatus.

Obur strategy is designed to be efficient, cost-conscious, and highly scalable. By establishing national
operational hubs and focusing on recruiting talent for specitic, well-defined roles - including a large
proportion for data codification - we can grow rapidly without compromising on quality. The
establishment of internal training centers in each country ensures a uniform and high standard of training,
which guarantees the platform's integrity and strengthens our global brand. This plan demonstrates that

our vision of a large, global workforce is not just a goal, but a well-structured and attainable reality.

2. Philosophy: A Global and Decentralized Approach

A central part of KnowUs's success depends on our ability to operate effectively on a global scale. A
traditional, centralized organizational structure would create bottlenecks and prevent the agility needed to
win market share in different nations. Therefore, our strategy for employee growth is fundamentally
decentralized.

Our employees will not be concentrated in a single headquarters but will be distributed across the world in
dedicated, national teams. This model provides us with three crucial advantages:

1. Local Market Insight: National teams possess an invaluable understanding of local culture,
language, legislation, and business practices. This is essential for effective sales, marketing, and

customer support.

2. Scalable Recruitment: By recruiting locally in many different nations, we avoid exhausting the
talent pool in a single geographic area. This gives us access to a much larger and more diverse
field of candidates.

3. Operational Efficiency: Local teams can provide direct support and assistance to national
customers and partners, for example, by helping manufacturers codify their products for the
Global Catalog. This creates a closer customer relationship and accelerates the growth of our

ecosystem.

This decentralized approach is the key to turning our global ambitions into an operational reality.

3. A Three-Phase Scaling Model for Recruitment

To structure and manage such massive growth, we will implement a three-phase model that will be

repeated for each new nation we establish a presence in.

3.1. Phase 1: Establishing National Hubs and Training Leadership

Before we can begin mass recruitment, we will establish an operational "hub" in the respective country.
The first step is to recruit a core leadership team consisting of a National Manager, an HR Manager, and

key personnel in sales and marketing.

To ensure a deep anchoring of KnowUs's culture and values, this newly recruited core leadership team will

undergo a unique, mandatory introductory program at our headquarters in Denmark. We consider our
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employees to be our most important asset, and we believe that well-being is the foundation for success.
Therefore, we invite not only the new leader but also their spouse/partner and children to Denmatk for a
week. While the leader receives intensive training during the daytime, the family will have a unique
opportunity to experience Danish culture. In the evenings, social events will be arranged where they can

meet their Danish colleagues, managers, directors, and their families in an informal setting.

This approach is a strategic investment in our people. It ensures a deep and meaningtul integration into
the "KnowUs family," creates personal relationships across borders, and builds exceptional loyalty. It is
the ultimate proof of our philosophy that happy employees - and their families - are the true foundation of
a thriving global company.

After completing the training in Denmark, the team's primary task is to:
e Establish the physical and legal framework for KnowUs in the country.
e Ensure full compliance with local labor laws and legislation.
e Adapt the global recruitment strategy to the national market.
e Prepare and initiate the next recruitment phase.

3.2. Phase 2: Mass Recruitment for Data Codification

The largest proportion of our employees will initially be part of our "National Data Teams." Their core
function is to drive the growth and quality of the KnowUs Global Catalog by proactively assisting local
companies in entering and verifying product data.

This employee group does not necessarily require a long, higher education. The most important
qualifications are attention to detail, a methodical mindset, and the ability to learn and follow KnowUs's
stringent data procedures. This allows us to recruit broadly and efficiently. Recruitment will be done

through partnerships with local job centers, universities, and online job portals.

3.3. Phase 3: Continuous Growth and Specialization

As our market position in the country matures, recruitment will expand to include more specialized roles
such as Customer Success, advanced technical support, finance, and partnership managers. At this stage,
the national hub will be fully operational and capable of independently driving continued employee
growth in line with business needs.

4. Internal Training and Onboarding Centers

To ensure uniform quality and culture across a globally distributed workforce, we will establish an internal
training center in each national hub. All new employees, regardless of their position, will undergo a
mandatory introductory program.

4.1. Standardized Onboarding Program:

All employees will start with a common program that introduces them to KnowUs's mission, vision, and
values - including our "KnowUs family" culture. They will gain a fundamental understanding of the
platform's architecture and the strategic importance of their role.

4.2. Position-Specific Training:

After the general introduction, employees will transition to specialized tracks tailored to their function:

e Data Codification: This is the most intensive program, where employees receive in-depth,
practical training in KnowUs's codification system (KU-P), data quality standards, and internal
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validation processes. This training ensures that our Global Catalog maintains the highest degree
of accuracy and credibility.

e Sales and Marketing: Training in our go-to-market strategy, customer segments, and the use of
our CRM tools.

e Support and Administration: Training in internal systems, communication protocols, and
service-level agreements (SLAs).

These training centers are the foundation of our scalability. They guarantee that we can onboard hundreds
of new employees each month and ensure that they are fully equipped to deliver high-quality results from
day one.

5. Measuring Success: Data, Retention, and Our Own Platform

5.1. "Eating Your Own Dog Food'": Managed by the KnowUs Platform

It goes without saying that this entire global HR operation will be administered and driven via our own
KnowUs platform. Once the right candidates for the initial roles are found - initially, typically through
external recruitment channels - the entire subsequent process, from manual creation in our HR module to
onboarding, competency management, and ongoing development, will be handled on our own platform.
This not only demonstrates the ultimate confidence in our own product but also ensures a fully integrated,

data-driven, and uniform process across all nations.

5.2. Data-Driven Execution and KPIs
To ensure transparent and business-oriented execution, each national hub will be measured on a series of
clear Key Performance Indicators (KPIs). These will at a minimum include:

e Time-to-Hire: The efficiency of our recruitment process.

e New Hire Satisfaction: Employee satisfaction after the first 90 days of employment, measured
through internal surveys.

¢ Retention Rate: Our ability to retain talent over a 1- and 2-year period.

5.3. Retention and Career Development

Our strategy does not end with onboarding. To ensure long-term value creation and minimize the costs of
employee turnovet, clear career paths and opportunities for continuous professional and personal
development will be established for all employees. Our goal is not just to hire, but to develop and retain
the best talent in the industry.

6. Risks and Mitigation: A Proactive Approach
An ambitious plan requires a realistic assessment of potential challenges. We have identified the following
risks and have proactive mitigation strategies in place to ensure successful execution:

¢ Challenge: Cultural Integration.

o  Risk: That the unique "KnowUs family" culture proves difficult to implement in

countries with very different work cultures, despite the strong start in Denmark.

o Mitigation: In addition to the initial onboarding, we will establish cross-national mentoring
programs and conduct ongoing virtual and physical culture workshops to strengthen
global ties and ensure our core values are lived out locally.
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e Challenge: Recruitment Bottlenecks.

o  Risk: That in certain markets, it proves more difficult than expected to find the necessary

number of qualified candidates for data codification within the set timeframe.

o Mitigation: Our recruitment model is flexible. In addition to partnerships with job centers,
we will proactively engage with local educational institutions to create a dedicated talent

pipeline and market KnowUs as an attractive, long-term employer.
e Challenge: Scaling of Training Capacity.

o  Rusk: That our internal training centers become a bottleneck when we need to onboard

hundreds of new employees simultaneously in multiple countries.

o Mitigation: We will implement a "train-the-trainet" model. The first cohorts of new hires
in each country will undergo an extended program that certifies the most skilled
individuals to assist in training subsequent cohorts. This creates organic and exponential

scalability in our training capacity.

7. Budgetary Considerations: A Financially Anchored Plan

It is crucial to emphasize that this ambitious HR strategy is a fully budgeted plan. All costs associated with
its execution - from the unique family onboarding program in Denmark and the establishment of national
training centers to the ongoing recruitment - are already accounted for in the financial projections

presented in the main business plan.

The budget is based on a blended average annual cost per employee of €106,846, which covers salary,
benefits, training, and all related overhead. This creates a direct and transparent link between our strategic
HR initiatives and our financial discipline. It provides investors with the assurance that our plan to build a

wortld-class team is both visionary and economically sustainable.

8. Conclusion: A Convincing and Achievable Plan

The plan to hire 35,000 employees globally is ambitious, but it is neither unrealistic nor indefensible. The
presented strategy demonstrates a clear, structured, and phased approach that addresses the logistical,
cultural, and quality-related challenges that such growth entails.

By building our workforce on a decentralized model, focusing on specific and attainable competency
profiles, investing heavily in internal training, and proactively managing risks, we are creating an
organization that is built to scale. This model is not just a plan for recruitment; it is a strategy for building
a lasting competitive advantage by establishing a deep, local presence in markets all over the world. For an
investor, this plan represents a crucial assurance that KnowUs has the necessary operational maturity to

turn a grand vision into a global success.

82

e
[ —



KNOW®S

Attachment 16. - Estimate for National Staffing
A Top-Down Forecast

1. Purpose and Revised Methodology

This appendix provides a strategic estimate for the expected size and composition of KnowUs' national

staff. Following a detailed analysis, the initial "bottom-up" model, based on market share, has been

replaced by a more operationally realistic "top-down" model. This new approach acknowledges

Denmark's unique role as the global headquarters and presents a more accurate picture of how a global

organization will be structured in practice.

The model is based on the following strategic assumptions:

1.

2.

Global Workforce: The overall goal is a total workforce of 35,000 employees.

Global Headquarters (HQ): Denmark will host the global HQ, which will include global
management, core development, R&D, and central administration. A fixed number of 2,000
employees is allocated to this unit. This figure is justified by the need to operate a global
platform and is in line with the headquarters of other international tech companies.

International Workforce: The remaining 33,000 employees will be distributed across our

international hubs.

Global Footprint: We do not expect to establish hubs in all 195+ nations of the world. Our
definition of "global" covers established and developing economies. Large nations like the United
States will require multiple hubs (one per state is a likely scenario), while smaller, closely
connected nations can be served by a single regional hub (e.g., a "Baltic Hub"). A strategic
estimate, therefore, is the establishment of approximately 150 international hubs within a 10-
year period.

Strategic Average: By distributing the international workforce across the expected number of
hubs, we arrive at a strategic average of ~220 employees per hub (33,000 / 150).

2. The Strategic Average: A Typical Hub of ~220 Employees

The average of 220 employees provides a concrete picture of a fully matured national or regional hub.
Applying the functional breakdown described in the "Appendix: Global Workforce Scaling," the

composition is as follows:

Function Percentage Distribution Estimated Employees per Hub
Data Codification 65% ~143
Customer Success & Support 15% ~33
Sales & Marketing 13% ~29
Management & Administration 7% ~15
Total 100% ~220

This breakdown confirms the strategic thesis: each hub is a significant operational unit whose primary

purpose is to drive the growth of the Global Catalog through a large, dedicated team of data specialists,

supported by strong commercial and administrative functions.
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3. From Average to Reality: Variation in Hub Size
An average is a strategic planning tool, not a fixed template. In practice, our 150 hubs will vary in size

based on market size and complexity. We expect a distribution across three archetypes:

e Large National Hubs (300-500+ employees): In large, strategic markets such as the UK,
Germany, France, and major US states (e.g., California, Texas), the hubs will be significantly larger

than average to service the vast number of local businesses.

¢ Medium-Sized Hubs (~220 employees): In many developed economies (e.g., Spain, Italy,

Canada, smaller US states), the size will be close to the strategic average.

¢ Regional Hubs (50-150 employees): To serve smaller nations or geographically dense clusters
(e.g., the Nordics, Benelux, Baltics), we will establish regional hubs that cover multiple countries
from a central location. These will be smaller than average but will still have the same functional

composition.

4. The Operational Rollout: A Phased Roadmap

Establishing up to 150 hubs in 10 years requires a systematic and scalable approach. This goal will be
achieved by creating a dedicated division within our global HQ, a " Global Expansion Office", whose

sole purpose is to open new markets efficiently.

4.1. Launch Team Composition and Mandate

The heart of the "Global Expansion Office" will be a series of specialized "Launch Teams." Each team
will consist of a small, agile unit of 3-5 people: a specialist in local corporate law and compliance, an HR

recruitment expert, and an operational project manager.

Their mandate is not to 7un the new hub, but to build it. They execute the playbook, hire the permanent
local management, and act as the primary cultural ambassadors of the "KnowUs DNA." Once the local
management is in place and the hub is self-sufficient, responsibility is handed over, and the team moves

on to the next market.

4.2. The Rollout Phases

The rollout will occur in three clear phases:
Phase 1: Foundation and Refinement (Years 1-3)

e  Goal: Establish the first 10-15 hubs in strategically important core markets (the Nordics, UK,
Germany).

e Focus: To build and perfect our "Hub Launch Playbook" - a standardized manual for opening
a new market. During this phase, we will build the first 2-3 specialized "Launch Teams" to drive

further expansion.
Phase 2: Acceleration and Scaling (Years 4-7)
e Goal: Open an additional 70-80 hubs at an accelerated pace.

e Focus: Aggressive entry into large markets like North America and key Asian countries. The
"Global Expansion Office" will be scaled up to 10+ "Launch Teams" working in parallel. This
phase is where the exponential growth of the workforce will truly take place.

Phase 3: Global Coverage and Consolidation (Years 8-10)

e Goal: Open the remaining 60-70 hubs to achieve full global coverage in the planned markets.
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e Focus: Entry into the final markets, including smaller regional clusters. The processes will now
be fully optimized, and the rollout will be executed with high efficiency and predictability.

This systematic and phased approach transforms a potential logistical impossibility into a repeatable and
scalable operational process, directly linked to the company's funding rounds and growth targets.

5. From Rollout to Operation: Success Criteria and Learning Cycle

A successful expansion is not just measured by the number of offices opened, but by their ability to
become sustainable and successful units. Our model ensures a strong transition from establishment to
operation.

5.1. Success Criteria (KPIs):

A "Launch Team's" task is only complete when the new hub achieves its initial KPIs. These will typically
include:

e Reaching the first 50% of the budgeted number of employees within 6 months.
e Codifying a set number of local products for the Global Catalog.
e Achieving the first defined local revenue or customer targets.

5.2. Continuous Improvement:

Our "Hub Launch Playbook" is a living document. After each successful rollout, the process will be
evaluated by the "Global Expansion Office." Lessons learned and optimizations will be continuously
incorporated into the playbook, ensuring that our expansion process becomes faster, cheaper, and more
effective with each new market we enter.

6. Conclusion: A Credible and Scalable Model

This top-down forecast provides a much more realistic and operationally credible picture of KnowUs'
global expansion. It shows that we are not just aiming for an abstract number of employees, but that we
have a clear, logical, and phased model for how they will be organized into significant, functional units
around the world.

By acknowledging Denmark's unique role as HQ, planning from a strategic average, and defining a
concrete roadmap for a global rollout - complete with success criteria and a learning cycle - we
demonstrate a mature and well-thought-out approach to international scaling. This gives an investor
confidence that the organizational plan is as ambitious and well-founded as the technological and financial
vision.

85

—~—
A



