Purpose of This Executive Briefing

This briefing outlines how FORTIFIED XP™ would provide [FUEL COMPANY] with a
proprietary, system-level performance layer that:

e Elevates fuel from a commodity to a strategic asset.
e Drives provable and measurable performance and economic gains for customers.

e Creates a defensible, exclusive differentiation market position across FUEL
COMPANY BRANDS and [FUEL COMPANY] off-brand locations.

Market Context: The Commoditization Problem

Fuel in COUNTRY increasingly behaves as a commodity, with pricing or member loyalty
programs as the primary differentiator.

e Margin pressure is intensifying as independents and co-ops try to compete against
major brands.

e Major brands use performance fuel claims to justify premium positioning and
capture loyalty.

e [FUEL COMPANY]’s networks are exposed to the same pressures but currently lack
a unified, marketable system-level performance differentiation story across all brands.

Implication for [FUEL COMPANY]: Without a credible, defendable, demonstratable and
ownable performance layer, [FUEL COMPANY]’s network risks continue to compete
primarily on pricing discounts as member rebates, limiting margin and weakening long-term

loyalty.

FORTIFIED XP™: Proven Performance Platform

FORTIFIED XP™ is positioned as a performance layer that sits over and above existing
high-quality fuel, delivering measurable, validated improvements:

e Fuel Economy: 4—8%+ improvement in fuel economy.

e Power & Drivability (HP & Torque): 1—2% gains in torque and horsepower,
validated through third-party testing.

e Emissions Reduction: Documented reductions in controlled lab settings and
real-world operations.



e Maintenance & Engine Longevity: 10-40%+ improvement reported by fleet
operators through cleaner operation, extended regen cycles, extended oil change
intervals and reduced carbon deposits.

e Return on Investment per Litre: Economics demonstrate ~3¢ per litre input cost
generating ~6—8¢ per litre savings for fleets.

e Demonstrable Differentiation: Lab-style bench tests for customers and prospects
allows for visual representation and proof of differentiation over other brands.

Executive takeaway: Xp Lab has over 35 years of field and third-party validation

from all around the world, fortifying credibility to help [FUEL COMPANY] quickly increase
market share to retain existing customers and secure new customers.

Strategic Fit Across [FUEL COMPANY] Networks

FORTIFIED XP™ is uniquely suited to [FUEL COMPANYT]’s multi-segment
ecosystem:

e Independent Dealers:

o Offers a premium performance narrative to compete against major brands.

o Enhances dealer competitiveness and helps retain high-value fleet customers.
e Branded Stations:

o Supports a trusted, member-focused premium fuel proposition.

o Aligns with FUEL COMPANY'’s reputation for quality and long-term value for
members.

e Affiliated Stations:

o Creates a community-aligned differentiation that ties performance,
reliability, and shared economic benefit together.

o Provides a value-add lever within Affiliated Stations-to-[FUEL COMPANY]

relationships.

Strategic point: A single performance layer (FORTIFIED XP™) can unify all segments,
while still allowing independent segment-specific positioning.



Economic Impact: Fleet and Network

A: Fleet-Level Economics

Across transport, agricultural, and municipal fleets, FORTIFIED XP™ enables a
consistent economic story:

e Fuel savings: 4%—8%+ reduction in fuel consumption.

e Cost per km reduction: Lower operating cost driven by improved efficiency.

e Maintenance savings: 10&—40%+ reduction in maintenance-related costs.

e Net ROI per litre: 6—8¢ savings vs 3¢ input cost, delivering a clear, repeatable value

proposition for frugal fleet decision-makers.

Result: Fleets achieve measurable financial benefits, making FORTIFIED XP™-Enhanced
Fuel harder to displace and easier to defend on performance and value, not just price and
rebates.

B: Network-Level Economics

When scaled across the [FUEL COMPANY] system:

e Per-litre margin uplift: FORTIFIED XP™ creates room for higher realized
margin per litre while remaining economical for fleets.

e Incremental revenue: Adoption across INDEPENDENT BRANDED STATIONS
and AFFILIATED STATIONS can translate into significant incremental network
revenue.

Executive takeaway: FORTIFIED XP™ converts technical performance into
system-wide economic value, supporting both [FUEL COMPANY] and its member
networks.

6. Competitive Advantage vs Majors

FORTIFIED XP™ provides a defensible differentiation advantage that is distinct
from major brand offerings:

e Proprietary & Exclusive:



o FORTIFIED XP™ is structured to be proprietary and exclusive to [FUEL
COMPANY] in MARKET.

e Evidence-Based:

o Third-party and field validation supports performance claims, aligning with the
expectations of sophisticated fleet and institutional buyers. Plus in person
visual lab-style bench tests that showcase the differences.

e Network-Scale Model:

o Designed for deployment across an integrated and affiliated network, not just
individual branded stations.

In contrast, major performance fuels focus primarily on retail branding, with less emphasis
on network-level partnership economics and co-op structures.
Strategic implication: FORTIFIED XP™ gives [FUEL COMPANY] a unique

narrative, “performance at network scale” that majors cannot easily replicate within [FUEL
COMPANYT]’s community-based model.

7. Recommended Integration Pathway
A phased integration approach aligns speed with validation:
1. Executive Alignment

o Confirm strategic objectives: exclusivity licensing, margin goals, fleet focus and
acquisition of new BULK fuel customers.

o Align on how FORTIFIED XP™ fits into [FUEL COMPANY]’s broader fuel
differentiation strategy, alongside member retention and acquisition strategy.

2. Exclusive Rollout
o Phase deployment across XXXXX

o Build commercial programs and pricing structures that share value fairly
among [FUEL COMPANY] and members.

o Leverage free marketing opportunities through press releases and media
outlets.

3. Co-Branding & Certification

o Introduce a “FORTIFIED XP™ APPROVED?” certification for off-brand
sites, stations or fleets that source and use [FUEL COMPANY] procured



fuels.

o Use this as a visible mark of quality, reliability, and partnership.

Executive Summary: Moving Forward
Integrating FORTIFIED XP™ exclusively into [FUEL COMPANY] offers:

e Proprietary advantage: An exclusive performance layer in MARKET that
competitors cannot match within [FUEL COMPANY]’s structure.

e Proven performance: Field-validated and third-party verified improvements in fuel
economy, power, emissions, and engine longevity.

e Stronger relationships: Tangible economic gains for fleets that deepen loyalty and
protect volume.

e Margin expansion: A credible foundation for enhanced per-litre margin and
incremental network revenue.

o Network unification: A single strategic layer connecting all branded, off-brand
and affiliated locations around a shared performance standard.

Key Takeaway for [FUEL COMPANY] Executives

FORTIFIED XP™ is not just an additive or simple marketing; it is a strategic
performance layer that reshapes how [FUEL COMPANY] competes, prices, partners
and profits across its entire fuel network.

Additional opportunities might be launching new market branded stations under the
FORTIFIED XP™ name. Al rendered concept images below as examples.
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