


i-AICON in Philippines

¢ Background

* It was a small local MPS company with no

The i-AICON agent in Philippines was a MPS company in con_trol over channels or customers outside its
the town near Makati city before cooperating with Aicon. territory.

He has quite good relationship with local associations,

media, educational institutions and chain stores.

He purchased printer and consumables from EPSON,
CANON and other original resellers in small batches.

He was under rapid Growth at that time by his innovative

mindset and innovation ability.

He found limitation on the former business model and
hoped to become a well-known brand agent in the
Philippines, go IPO and become a scaled, managed and

strong international company.

» Single channel and insufficient volume made it
impossible to rapidly increase sales.

* It was unable to obtain primary supply
resources and its long-term comprehensive
strength was insufficient.

* Due to its insufficient influence, it hoped to
receive local brand and price protection, as well
as multi-channel operation policies.

* It was backward in management and brand
awareness,and lacked confidence to manage
the brand well. The operation efficiency and
benefit could not be guaranteed for a long period

¢ Major concerns and pain points of i-AICON agent in of time, so it hoped to cooperate with an

Philippines prior to joining
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international brand.

+ Status of operation

Through joint distribution channels, it maintains its sales volume
with the same as that in 2019 despite the COVID-19 pandemic.
Within cooperation, it ranks top 5 in terms of imports in the
industry.

By partnering with an international brand, it has significantly
reduced operation costs for MPS and improved its bid
competitiveness.

International brand endorsement makes OEMs become our
customers, and attracts their senior executives and sales
managers to form a high-quality sales team of more than 20
people.

Empowered and guided by i-AICON, as well as the
establishment of distribution channels, it has entered SM Mall,
OTAGON (a well-known IT chain brand in the Philippines, with

more than 200 branches), national book store (a famous stationary supplies chain brand in the Philippines,
with more than 240 branches) and expression (more than 100 branches), and doubled its sales in two
years, with net profit of more than 40% for two consecutive years, even in the case of numerous
lockdowns.

Through cooperation with i-AICON, it has increased profits year after year and has a wider choice of
services and models. Under the influence of the COVID-19 pandemic, its sales have increased by 70%
from previous years and it has grown by 11 employees.

¢ How to ensure implementation

» Carry out annual local authorization, sales rights and price protection;

* Assist in channel strategy, product strategy, price strategy and warehouse management;

» Have exclusive brand authorization, establish joint venture, with exclusive enterprise management and
chain operation consulting and counseling, and improve its management ability; Jointly formulate MPS
solutions and promote them nationwide;

* Provide product quality assurance, take "100% quality, 60% price" as the promotion strategy for the
original standard, integrate brand resources, successfully enter the KA chain supermarket, and achieve
brand premium.




i-rAICON in Bulgaria

+ Background
The i-AICON agent in Bulgaria was an agent of Canon in Bulgaria, with two warehouses, 10 sales outlets, more than 30
employees, and 10 provincial agents. lts business scope includes wholesale and MPS, and its consumables business

volume is among the top three in Bulgaria. Before it became the agent of i-AICON in Bulgaria, it never import from China.

¢ Major concerns and pain points of i-AICON agent in Bulgaria before joining

» Small-scale retailing.

» Overstocking concerns.

* No close connection with the supply side, no support from manufacturers in China, and no confidence to face challeng-
es from stronger competitors.

» Have insufficient brand influence, and hope to cooperate with an international brand.

+ Status of operation after joining
It ranks among the top three in Bulgaria in terms of business volume and top one in local market share.

After joining, the purchasing volume reached to three 40HQ containers per month, its market share has accounted for
80% of the total Bulgaria market, and gradually expanded its sales channels to the Balkans and other regions.

Its profitability has improved tremendously. (covering 10 countries including Czech Republic, Ireland, Malta, Lithuania,
Croatia and Slovenia, with Bulgaria as the center.)

¢ How to ensure implementation

Provide competitive price system;

Carry out channel expansion, and set up offline agent networks;
Iterate and improve the local system, and build the core competitive-
ness of MPS products;

Jointly explore local profitable products, build IT service network,
further improve service efficiency and enhance brand viscosity
through the system.
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Looking
to the

future

Rank NO.1 in business volume in
Bulgaria.

Set up online and offline agent sales
network, and made it more convenient
for end users to experience our
products and services, and achieved
customers' preference and favor, and
finally became the "King of the
Balkans".




N . (S
# UNETE A NUESTRA RELI 'y

£-McoN -

SioraKiom ¢

DE DISTRIBUIDORES ? }

¢ How to ensure
implementation

* Establish a team jointly
managed to accelerate
the development of the
wholesale market.

* Provide local support to

(] ] [
] AI ‘ 0 N solve after-sales prob-
I I n ex I c O lems on site, as well as
improve response and
service efficiency.

¢ Background

The i-AICON agent in Mexico was a large local MPS supplier with a strong service team. Its service network covers
all regions of Mexico. Its products include Kyocera, HP, Canon, etc.

Before joining i-AICON, it mainly engaged in original products and occasionally had the demand for compatible
consumables. However, it only purchased from local sources, with stable sales volume, but it did not grasp the bonus
period of compatible consumables.

Rank NO. 1 in Mexico in
terms of business volume

Looking of MPS, and make the
i-AICON brand be a

synonym of "high quality" \\\\>
to the and the preferred compat-
ible brand for govern-
ments, banks, enterprises
and schools.

¢ Major concerns and pain points of i-AICON agent in
Mexico prior to joining

» Procurement costs were high. It expected to buy directly
from China to reduce its current cost of compatible fUtu re
consumables.

* It was only a user, and could not enjoy the dividend of
compatible consumables developing vigorously in recent
years, so it hoped to grow together with a professional
brand of compatible consumables.

* Although leasing business has high profits, it has high
capital occupancy and low capital turnover.
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sales and profits by entering more markets on the basis of
stabilizing its existing customers.

» Worked with i-AICON to expand and quickly enter the
wholesale channel by making use of its existing strong
market coverage network and personnel.

* Its cash flow has been improved significantly.
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i-AICON
in Egypt
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We aspire to become a leading brand of printing solutions in the world’s developing markets
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