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Drive Growth
Partners Network:

How does the enterprise scale nationally?



ACTI — THE GROWTH CHALLENGE

Every Great Enterprise Needs Three Engines

-

The Innovation Engine The Operating Engine The Commercial
Growth Engine

Distributing products at scale through
trusted relationships, national reach, and
aligned incentives.

NATIONAL DISTRIBUTION
RELATIONSHIP CAPITAL

ALIGNED INCENTIVES




TRADITIONAL APPROACH
THE STRATEGIC CHALLENGE m Hire W-2 sales force — high fixed cost

i ® Build regional offices — capital intensive
"Every great enterprise eventually reaches the same

Chu”enge, " ® Train from scratch — slow ramp time

® Manage layers of overhead — before revenue arrives

H OW dO yOU Sca Ie nationa I Iy m  Geographic limitations — hard ceiling on scale

without scaling overhead?

DRIVE GROWTH PARTNERS NETWORK
= Variable cost model — overhead scales with revenue

= Experienced operators — already trusted in their markets

The answer is building a
commercial distribution
i nfra St r u Ct u re . ® Aligned incentives — partners win when the enterprise wins

= Unlimited geographic reach — national commercial infrastructure

= Rapid deployment — enterprise technology from day one

Drive Growth Partners Network is that infrastructure.
COMMERCIAL INFRASTRUCTURE. NOT A COMMERCIAL DISTRIBUTION NETWORK.



ACT I — THE NATIONAL COMMERCIAL INFRASTRUCTURE CHALLENGE

Building National Commercial Infrastructure the
Traditional Way Is Prohibitively Expensive

TRADITIONAL NATIONAL EXPANSION COSTS

REGIONAL OFFICES

Lease, buildout, utilities, admin

$$%

. W-2 COMMERCIAL DISTRIBUTION NETWORK $55 Revenue arrives /aSt.
- Costs arrive first.

TRAINING INFRASTRUCTURE

s $$
Onboarding, certification, ongoing education
° Geographic expansion is slow — each new market requires a full
infrastructure build.
MANAGEMENT LAYERS
o _ _ $$$
Regional VPs, directors, supervisors ° Hired salespeople lack the credibility and relationships that
operators trust.
Ef BENEFITS & OVERHEAD $$
Healthcare, 401k, payroll taxes, compliance ° Incentives are misaligned — fixed salaries don't scale with

enterprise growth.




ACTI — THE GROWTH CHALLENGE

Traditional Distribution Infrastructures

HIGH FIXED
COSTS

Capital is rapidly consumed by
base salaries, benefits, office
space, and administrative
overhead before a single sale is
finalized.

X

SLOW RAMP
TIME

Months of onboarding and
product training delay time-to-
revenue, draining management
resources and stalling market
momentum.

The Traditional Model:

Q

GEOGRAPHIC
LIMITATIONS

Expansion is strictly constrained
by the physical ability to recruit,
house, and manage local teams
in new territories.

ae

MISALIGNED
INCENTIVES

Guaranteed base salaries often
breed complacency, while
capped commission structures
limit the drive of top performers.




ACTI — THE GROWTH CHALLENGE

A DIFFERENT PHILOSOPHY

What if national expansion didn't
require massive fixed overhead?

What if the people distributing your
products

REPLACING TRADITIONAL CORPORATE HIERARCHY WITH AN INDEPENDENT, ALIGNED
NETWORK OF INDUSTRY OPERATORS.



ACTI — THE GROWTH CHALLENGE

Introducing Drive Growth
Partners Network:

l” CAPITAL-EFFICIENT SCALE

A variable cost structure that replaces massive fixed
overhead, allowing rapid geographic expansion.

GDH's national independent
commercial distribution network.

OPERATOR-LED DISTRIBUTION
[[]

Leveraging the existing relationships and credibility of
experienced automotive professionals.

A capital-efficient model that scales by aligning experienced

operators with enterprise-grade products and technology. {EIE TR TR S e

Equipping independent partners with Fortune 500-level CRM,
marketing, and proposal infrastructure.



ACTI — THE GROWTH CHALLENGE

DGPN Is Not Another Company

Drive Growth Partners Network™

® © & y = Oy Y

DRIVE DRIVE DRIVE DRIVE DRIVE DRIVE PARTS DRIVE SERVICE
MANAGEMEN PROTECTION cLouD KEZ CONNECT NETWORK NETWORK
T

Independent Automotive Operators

THE CUSTOMERS

A Horizontal Distribution Layer. DGPN spans across all GDH operating companies, acting as the connective tissue that links Growth
Partners to customers who need Drive Commerce solutions.
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ACT I — THE GROWTH CHALLENGE
Fleet Operators

The Commercial’Growth Engine™

Consumers Dealerships
[ ®

GROWTH PARTNERS Drive Management GROWTH PARTNERS

GDH

Independent Rentals @ @ Turo Hosts

ENTERPRISE
Drive Parts

@ OPERATING COMPANIES (PRODUCTS)
GROWTH PARTNERS GROWTH PARTNERS

@ DGPN (DISTRIBUTION LAYER)

[ ] END CUSTOMERS (MARKET)

Mobility Platforms Insurance Carriers



ACTI — THE GROWTH CHALLENGE

One Relationship. Multiple Opportunities.

The power of the DGPN model
lies in its cross-selling
architecture.

A Growth Partner doesn't just sell a single product. By owning
the relationship with the operator, they unlock continuous,
compounding revenue streams across the entire vehicle
lifecycle. One trusted conversation opens the door to seven
distinct enterprise solutions.

Zero Customer Acquisition Cost (CAC) on all
subsequent solutions deployed to the same operator.

The Operator

OWNED RELATIONSHIP

“ p e

.))

DRIVE MANAGEMENT

Fleet Operations

DRIVE PROTECTION

Risk & Insurance

DRIVE CLOUD

Enterprise Software

DRIVE KEZ

Telematics & Access

DRIVE CONNECT

Vehicle Connectivity

DRIVE PARTS NETWORK

Wholesale Procurement

DRIVE SERVICE NETWORK

Maintenance & Repair



ACTI — THE GROWTH CHALLENGE

Distribution Creates Enterprise Value

Products do not build national companies.
Distribution builds national companies.

GDH ENTERPRISE VALUE

E SOFTWARE & SAAS + Compounding Scale
Rapid geographic expansion without fixed

. PROTECTION PLANS overhead.
+ Cross-Selling
One relationship unlocks seven revenue
streams.

O TELEMATICS DATA The Distribution Layer

DRIVE GROWTH PARTNERS NETWORK™

& PARTS & SERVICE
h + Recurring Revenue
Sticky, long-term contracts driven by

operator trust.




ACT II — THE DISTRIBUTION MODEL

1. RECRBIT

The Commercial Flywheel
\ 4 . A

aa
8. EXPAND 2. TRAIN
M = .
Grow Market Share Equip with Tech
LS 22 3. (
Trust - Identi
6. INCOME 4. DELIVER
~ L]
Recurring Revenue Initial Solution

v > A

A Self-Reinforcing Growth Cycle. Each successful deployfieasgetdrates the capital, credibility, and referrals needed to expand the
network and accelerate enterprise revenue. Expand to 7 Solutions



ACT II — THE HUMAN ELEMENT

Why Operators Trust Operators

Independent automotive
operators don't want another
pitch. They want a partner
who has lived their
challenges.

Trust is the currency of the automotive industry. It cannot be
manufactured through marketing; it must be earned through
shared experience and proven competence.

Focuses on meeting monthly quotas rather than solving operational
problems.

Reads from corporate scripts and relies on generic ROI calculators.

Understands the software features, but has never managed a fleet or run
a dealership.

v

THE DGPN GROWTH PARTNER

Focuses on solutions because their income is tied to long-term customer
success.

Speaks from experience, sharing actual operational insights and peer
benchmarks.

Understands the business because they have lived the exact same
challenges.




ACT II — THE SOLUTION

The Ideal Growth Partner

m FLEET OPERATORS

Understand the daily operational friction and capital
constraints of running a commercial fleet.

space with an extensive network of fellow hosts.

ﬁ TURO HOSTS

Deeply embedded in the peer-to-peer mobility

ﬁ DEALERSHIP F&I

Masters of automotive finance, protection products,
and complex transactional structuring.

Q
a0 INSURANCE AGENTS

Trusted advisors for commercial risk, seeking to
add enterprise value beyond standard policies.

|z AUTO CONSULTANTS

Strategic advisors to dealerships and fleets, actively
looking for comprehensive, integrated solutions.

#g, FLEET MANAGERS

Technical experts in vehicle lifecycle management,
maintenance, and telematics deployment.

relationships and credibility.




ACT II — THE SOLUTION

The Growth Partner Journey

PHASE I

Selection

DISCOVER

Identify the enterprise opportunity and alignment.

APPLY

Submit professional history and market focus.

INTERVIEW

Evaluate cultural and strategic fit with GDH.

QUALIFY

Complete background and network verification.

ACCEPT

Receive official network invitation and agreement.

PHASE 11

Preparation

TRAIN

Complete LMS modules and product education.

CERTIFY

Pass methodology and compliance standards.

LAUNCH

Access CRM, proposal tools, and marketing assets.

PHASE III

Success

FIRST CUSTOMER

Deploy initial solution and establish trust.

RECURRING REVENUE

Cross-sell solutions and build compounding income.

LEADERSHIP TRACK

Mentor new partners and expand regional influence.



ACT II — THE SOLUTION

e

Building Confidence Through Training

A comprehensive ecosystem designed to transform industry relationships into enterprise-grade

commercial capabilities.

LMS PLATFORM
@

24/7 access to the GDH Learning Management System,
providing structured onboarding and continuous education.

& PRODUCT EDUCATION

Deep-dive technical and commercial modules covering all
seven GDH operating company solutions.

B‘ SALES METHODOLOGY

Consultative frameworks tailored specifically for engaging
automotive operators and fleet managers.

EIEIE CRM TRAINING

Mastery of the GDH enterprise technology stack for pipeline
management and cross-selling.

a PROPOSAL TOOLS

Training on automated systems to generate enterprise-grade
presentations, quotes, and contracts.

,a, AI-ASSISTED TOOLS

Leveraging artificial intelligence for market research, territory
planning, and personalized outreach.

Ensuring every Growth Partner represents the enterprise with absolute competence and credibility.




ACT II — THE SOLUTION

Technology as a Competitive Advantage

e_e ENTERPRISE CRM
a®n

(o= Manage relationships and track pipeline

=~ MARKETING AUTOMATION
3
[}

Deploy targeted, compliant campaigns

a PROPOSAL GENERATION

Create instant, accurate client quotes

CONTENT LIBRARY

Access approved sales collateral

Partner Portal

CENTRAL TECHNOLOGY
DASHBOARD

¢

VIDEO TOOLS

Conduct virtual presentations seamlessly

APPLICATION TRACKING

Monitor deal progress in real-time

ADVANCED ANALYTICS

Measure performance and conversion

AI ASSISTANCE

Smart insights and workflow automation

The Multiplier Effect. Equipping independent partners with Fortune 500-level commercial infrastructure to maximize their relationship

capital.



ACT II — THE SOLUTION

The Commercial Operating System™

More than just a product catalog.
A complete enablement platform.

We don't just provide products to sell; we provide the entire
infrastructure required to build, manage, and scale a
commercial distribution business. The Commercial Operating
System™ empowers independent operators to function with
the capabilities of a Fortune 500 enterprise.

A layered architecture that seamlessly connects
independent Growth Partners to enterprise solutions
and end customers.

Growth Partners

THE COMMERCIAL OPERATING SYSTEM™

(] =
TECHNOLOGY TRAINING

CRM

ANALYTICS

GDH Operating Companies

w

MARKETING

)

SUPPORT

i@ End Customers



ACT III — THE CROSS-SELLING ARCHITECTURE

One Customer. Seven Solutions.

[[]]

THE OPERATOR

i i i i i i
P (7]
& | & p = gy N
DRIVE DRIVE DRIVE DRIVE DRIVE DRIVE PARTS DRIVE SERVICE
MANAGEMEN PROTECTION CLOUD KEZ CONNECT NETWORK NETWORK
T

Optimize fleet utilization,
automate workflows, and
reduce holding costs.

Lower insurance premiums,
mitigate liability, and embed
coverage.

Unified enterprise
dashboard for reservations
and payments.

Keyless entry, remote
immobilization, and real-
time tracking.

API integration, toll
management, and data
monetization.

Direct access to OEM parts
at scale to reduce
maintenance costs.

Standardized service
across a national network
of certified shops.

The Multiplier Effect. A single trusted relationship becomes the conduit for comprehensive enterprise value, deeply embedding GDH into the
operator's daily workflow.




ACT IV — ECONOMIC ALIGNMENT

Partner Success Creates Enterprise Success

Absolute Economic Alignment.

The Drive Growth Partners Network is engineered so that
enterprise revenue cannot grow unless partner income grows
first. There are no competing direct channels, no house
accounts, and no margin compression. When our partners win,
the enterprise wins.

SYNCHRONIZED GROWTH

Growth Partner Income

GDH Enterprise Revenue

LAUNCH BUILD SCALE COMPOUND



ACT IV — SCALE & ECONOMICS

Why This Model Scales

Traditional Distribution

HIGH FIXED COSTS

Capital intensive: salaries, physical offices, and heavy corporate overhead.

SLOW RAMP TIME

Months required for recruiting, hiring, and traditional onboarding.

GEOGRAPHIC LIMITS

Expansion constrained by physical office locations and local hiring pools.

LINEAR GROWTH

Revenue scales at a 1:1 ratio with increased headcount and expenses.

The DGPN Model

VARIABLE COST STRUCTURE

Performance-based compensation aligned directly with generated revenue.

RAPID DEPLOYMENT

Plug-and-play digital infrastructure enables immediate market entry.

UNLIMITED REACH

A decentralized national network unconstrained by physical borders.

EXPONENTIAL GROWTH

Network effects and cross-selling multipliers compound enterprise value.

Infinite Scalability. By replacing fixed overhead with variable, performance-based incentives, GDH achieves rapid national expansion
without capital constraints.



ACT IV — THE ROADMAP

01

03

National Expansion Strategy

Florida Foundation

Establishing the core model, refining the Commercial OS, and
building initial partner density in a high-volume market.

Southeast Regional

Expanding to contiguous markets, leveraging regional network
effects, and establishing shared support infrastructure.

National Coverage

Strategic deployment in major U.S. automotive hubs,
establishing a true coast-to-coast commercial presence.

Commercial Leadership

Maximizing partner density, dominating market share, and
achieving ubiquitous enterprise scale across all regions.

PHASE 1

PHASE 2

PHASE 3

PHASE 4



NATIONAL EXPANSION STRATEGY — DENSITY FIRST

The Goal Is Not 50 Partners in 50 States. The Goal Is Market Dominance.

FHASET Florida — Build Density First
Foundation
SOUTH FLORIDA MIAMI FORT LAUDERDALE WEST PALM BEACH TAMPA ORLANDO
Regional density before national breadth.
JACKSONVILLE

Concentrated partner networks in a single market create referrals,
visibility, trust, brand awareness, and network effects that make the
Southeast Regional Expansion

distribution infrastructure increasingly difficult to replicate.

ATLANTA CHARLOTTE NASHVILLE RALEIGH RICHMOND NEW ORLEANS

< Referral Networks @  Market Visibility National Coverage — Major Markets

DALLAS HOUSTON CHICAGO NEW YORK LOS ANGELES PHOENIX DENVER

]} Trust & Credibility 25 Network Effects
Commercial Leadership — Full National Infrastructure

Leadership

2,750 PARTNERS EVERY MAJOR MARKET 5,000+ LONG-TERM

| J

w Brand Awareness Market Dominance

MARKET DOMINANCE BEFORE MARKET EXPANSION. DENSITY CREATES THE COMPETITIVE MOAT.



ACT IV — MARKET DOMINANCE

Partner Density Creates Competitive Advantage

? THE INFRASTRUCTURE MOAT

As partner density increases, the local relationship network becomes an
impenetrable barrier. Competitors face prohibitive costs attempting to displace
established, trusted advisors.

l” ACCELERATED NETWORK EFFECTS

High density triggers organic cross-pollination. Operators talk to operators. A
dense market generates zero-cost referrals, driving exponential rather than linear
growth.

. BRAND UBIQUITY

When GDH Growth Partners saturate a region, the enterprise transitions from
being viewed as a vendor to becoming the default commercial standard for
automotive operators.

I GROWTH PARTNER B CAPTURED OPERATOR UNTAPPED MARKET



ACT III — NETWORK ECONOMICS

Network Effects Accelerate Growth

7 < »
5 25 00

GROWTH CORE NETWORK ACCELERATED
PARTNER CUSTOMERS REFERRALS GROWTH
The initial trusted relationship Direct enterprise deployments secured Organic secondary introductions Compounding enterprise value and
established in a local market. through the partner's network. generated by successful deployments. continuous cross-selling opportunities.

The compounding power of creates an exponential growth

curve that traditional models cannot replicate.




ACT IV — ECONOMIC ALIGNMENT

The Economics of the Commercial Growth Engine

2 Growth Partner

B The Customer

Global Drive Holdings Inc.

INCOME

Uncapped earning potential driven by performance, with
compounding recurring revenue streams.
INDEPENDENCE

Autonomy to build a personal business, backed by
Fortune 500-level enterprise infrastructure.

GROWTH

A clear leadership track to expand regional influence and
mentor new partners.

SOLUTIONS

Access to a fully integrated, enterprise-grade technology
and operational stack.

SAVINGS

Significant reductions in holding costs, insurance
premiums, and operational overhead.

SUPPORT

A dedicated, local relationship with a trusted advisor who
understands their specific business.

The Unifying Metric:

REVENUE

Capital-efficient, exponential growth driven by a variable-
cost distribution network.

REACH

Rapid national expansion and deep market penetration
without heavy physical infrastructure.

RECURRING

A sticky, compounding ecosystem where cross-selling
maximizes lifetime customer value.




ACT III — THE MULTIPLIER EFFECT

Technology Multiplies Every Growth Partner

Bi ENTERPRISE CRM zs LMS TRAINING

.Q, AI ASSISTANCE g CERTIFICATION TRACKING

@
AalA

E,‘ AUTOMATED PROPOSALS @ PARTNER SUPPORT

Growth

Partner
‘l ADVANCED ANALYTICS

\NJ

E CONTENT LIBRARY

n MARKETING AUTOMATION lﬁ PERFORMANCE REPORTING
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ACT IV — ENTERPRISE ANALYTICS

Data Creates Better Decisions

2,750 14.2k $85M

ACTIVE PARTNERS MEETINGS HELD PROPOSALS SUBMITTED

Tt +12% MoM v Q3 Target Exceeded 1 +24% YoY

$32M 4.2X 98.5%

CLOSED BUSINESS CROSS-SELL RATE CUSTOMER RETENTION

38% Win Rate 1 Solutions per Operator % Industry Leading

Data-Driven Management. Real-time visibility into the distribution network allows GDH to optimize resources, forecast revenue

accurately, and scale with precision.




ACT V — LEADERSHIP & CULTURE

Leadership Beyond Individual Success

A defined career progression track designed to build leaders, reward mentorship, and scale
enterprise expertise across the national network.

:.: REGIONAL
- DIRECTOR
[ ) REGIONAL
ala MENTOR
L 4 SENIOR GROWTH

s PARTNER : 4
Guide and train new partners

GROWTH while maintaining personal

PARTNER portfolio excellence. Earn

Demonstrate consistent revenue
generation and mastery of the
cross-selling enterprise
architecture.

override incentives.

Establish local market presence,
build initial book of business, and
master the core GDH solutions.




ACT V — ENTERPRISE ARCHITECTURE

Strategic Alignment Across the Enterprise

— . DRIVE MANAGEMENT —

—H @ DRIVE PROTECTION e

| &  DRIVECLOUD —

P ﬁ
[2lam]in)

A\ /4
Global Drive [ #  DRIVEKEZ The
Holdings Customer

| = DRIVECONNECT —

«

— O DRIVE PARTS NETWORK —

DRIVE SERVICE NETWORK

Unified Distribution. Every operating company and enterprise solution flows directly through the Drive Growth Partners
Network to reach the customer.



ACT V — THE VISION

Building America's Automotive Commercial Infrastructure

Physical Infrastructure

y N ROADS & HIGHWAYS
<»” AIRPORT TERMINALS

ﬁ DEALERSHIP LOTS

Capital intensive, geographically constrained, and depreciating over
time. The physical foundation of the industry is static.

Commercial Infrastructure

TRUSTED RELATIONSHIPS
ENTERPRISE TECHNOLOGY

DISTRIBUTION NETWORKS

Capital efficient, infinitely scalable, and compounding in value. The
commercial foundation of the industry is dynamic.




ACT V — THE FLYWHEEL

A—

A Self-Reinforcing Growth Ecosystem

2 Growth Partners

Network expansion drives local market
penetration and establishes trusted operator

relationships.

A 4

PHASE 06

22 More Partners

Demonstrated financial success attracts the
next wave of top-tier talent to the network.

i1 Customer Success

High-touch local service ensures operator
profitability and deepens enterprise reliance.

Y

THE ENTERPRISE FLYWHEEL

l~ Enterprise Growth

F ¥

Multiplied revenue per operator significantly
increases overall enterprise valuation and
scale.

& Recurring Revenue

Stable, compounding income streams are
established for both the partner and the
enterprise.

F §

®* Cross-Selling

Established trust enables the seamless
deployment of additional GDH operating
companies.




ACT V — THE VISION

Building America's Commercial Growth Network

| MIAMI, FL

n ORLANDO, FL

0 TAMPA, FL u
| |
B  ATLANTA GA u
5 CHARLOTTE, NC
| |

|

u DALLAS, TX
. ] |
m  CHICAGO,IL u
[ | . ™

n NEW YORK, NY " L

|

[} LOS ANGELES, CA




ACT V — THE ROADMAP

National Expansion Roadmap

Foundation Regional National Coverage

Commercial
FLORIDA / YEAR 1 SOUTHEAST / YEAR 2 YEAR 3

Leadership

L ) S Wi

Establishing the core model, Expanding to contiguous markets, Strategic deployment in major U.S. Maximizing partner density,
refining the Commercial OS, and leveraging regional network automotive hubs, establishing a dominating market share, and
building initial partner density in a effects, and establishing shared true coast-to-coast commercial achieving ubiquitous enterprise
high-volume market. support infrastructure. presence. scale across all regions.

Methodical Expansion. A phased approach to national deployment that prioritizes market density and network effects over

scattered, inefficient growth.




ACT V — ENTERPRISE SCALE

The Power of Scale

5,000+

REGIONAL NATIONAL DOMINANCE UBIQUITY
Proving the model, establishing Multi-state presence, shared Coast-to-coast reach, significant Market saturation, becoming the Total ecosystem integration. The
local density, and refining the infrastructure, and the brand recognition, and default industry standard, and definitive commercial
Commercial OS in initial emergence of organic network enterprise-level data building an impenetrable moat. infrastructure for the automotive
markets. effects. aggregation. industry.

Scale Creates Gravity. Each milestone unlocks new enterprise capabilities, compounding market reach, and exponential

revenue potential.




THE 2,750 PARTNER TARGET — WHY THIS NUMBER

2,750 Is Not an Arbitrary Goal. It Is a Precise Coverage Strategy.

THE LOGIC

Approximately one Growth Partner for every major automotive

market and its surrounding territories — creating complete

national commercial coverage across every significant U.S. 500
automotive market.

AE

NATIONAL COVERAGE TARGET

1,000

2,750

5,000+ Long-Term Expansion

WHAT THIS ACHIEVES 5’000

Every major automotive market covered. Every GDH operating
company represented. Every customer segment reachable. A
true national commercial infrastructure — not a regional sales
organization.

FOUNDATION PARTNERS

Florida markets established. First revenue streams activated. Proof of concept validated.

REGIONAL NETWORK

Southeast coverage complete. Referral networks activating. Network effects beginning to compound.

NATIONAL PRESENCE

Major markets covered coast to coast. Enterprise revenue at scale. Distribution moat established

NATIONAL COMMERCIAL COVERAGE

Every major automotive market covered. Full cross-selling architecture activated. America’'s Commercial
Infrastructure complete.

COMMERCIAL LEADERSHIP

Market density in every region. Referral velocity at maximum. Permanent competitive advantage established.

ONE GROWTH PARTNER PER MAJOR MARKET. EVERY MARKET COVERED. NATIONAL COMMERCIAL INFRASTRUCTURE COMPLETE.




IMAGINE

2,750

Growth Partners

A decentralized national network of trusted advisors, each managing a portfolio of
operator relationships. This is the scale of absolute commercial dominance and
compounding enterprise value.



ACT V — NETWORK ECONOMICS

The Multiplier Effect

L e s

OPERATIONS

Management, Parts, Service
THE HUB

1 Core Customer

THE TRUSTED RELATIONSHIP

TECHNOLOGY

Cloud, KeZ, Connect

RISK

Drive Protection

Compounding Value. A single relationship at the center connects to all GDH solutions, expanding outward to generate
exponential network growth.




ACT V — ENTERPRISE VALUE

Building Enterprise Value

202 CUSTOMERS
Yise: Y

Recurring
Revenue

A growing base of operators integrated into the
Commercial OS, generating predictable, high-
margin SaaS and transaction revenue month
over month.

[[]] RELATIONSHIPS

Distribution
Moat

Deeply entrenched trust built by Growth
Partners, creating exceptionally high switching
costs and an impenetrable barrier to entry for
competitors.

EEIE DISTRIBUTION

National
Infrastructure

A coast-to-coast commercial network capable of
rapidly deploying new products, services, and
innovations to the market with zero friction.



ACT VI — THE VALUE EQUATION

Why Growth Partners Win

01

ol

Professional
Growth

Elevating from transactional
sales to strategic enterprise
advisory, positioning
partners as indispensable
consultants.

02

[A]]

Relationship
Capital

Monetizing existing trust and
industry connections by
offering a comprehensive
suite of enterprise solutions.

03

=
Independence

Enjoying the autonomy of a
business owner while
leveraging the backing,
infrastructure, and scale of a
national enterprise.

04

a

Enterprise Tech

Exclusive access to the

proprietary Commercial OS,

providing data-driven
insights and seamless
portfolio management.

05

x|
R

Recurring Income

Building a compounding
portfolio of long-term
revenue streams that
generate wealth far beyond
single transactions.




ACT V — THE ENTERPRISE ADVANTAGE

Why Global Drive Holdings Inc. Wins

1%

National Reach

Rapid geographic
expansion across major
automotive hubs without the
burden of heavy fixed
infrastructure.

&

Capital
Efficiency

A highly scalable, variable
cost model tied directly to
revenue generation and
partner performance.

~

Cross-Selling
Architecture

A single trusted relationship
unlocks the entire GDH
ecosystem of operational
and technology solutions.

x|
e’

Recurring
Revenue

Sticky, long-term contracts
driven by deeply embedded
operational solutions that
operators rely on daily.

Distribution
Moat

An impenetrable national
network of trusted
relationships that
competitors cannot easily
replicate or bypass.




ACT VI — THE VALUE EQUATION

o Growth Partner

® Deep local market expertise and
industry knowledge

" Trusted, long-term advisory
relationship

" Single point of contact for all
enterprise needs

" Proactive portfolio management and
optimization

Why Customers Win

* The Customer

" Receives comprehensive, integrated
support across all operations

® Unlocks massive operational efficiency
and cost reduction

" Gains access to enterprise-grade
technology previously unavailable

® Achieves scalable, predictable business
growth

1 GDH Enterprise

" Unmatched enterprise scale and
national infrastructure

" Proprietary Commercial OS and
technology stack

" Comprehensive suite of operational
and risk solutions

® Continuous innovation and product
development




ACT VI — THE ENTERPRISE AT FULL POWER

The Commercial Growth Engine™

GROWTH
PARTNERS

Drive
Commerce




Products can be copied.
Technology eventually catches up.

Price advantages disappear.

Trusted relationships compounded across thousands of markets
become permanent competitive advantages.

GLOBAL DRIVE HOLDINGS INC. — DRIVE GROWTH PARTNERS NETWORK™




Connecting Automotive Businesses Across America

"The national commercial infrastructure,
fully realized."”

6 Ubiquitous Enterprise Scale. Transforming fragmented regional operations into a seamless, coast-to-coast commercial
ecosystem.



The Future Is Built
Through Relationships.

PRODUCTS LAUNCH COMPANIES.
DISTRIBUTION BUILDS ENTERPRISES.

RELATIONSHIPS CREATE LASTING VALUE.

GLOBAL DRIVE HOLDINGS INC.
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