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|. Executive Summary

Overview

DataDriver is a robotics and software development company that provides data centers with

customized robotic systems that optimize data center maintenance and reduce operational

costs. As data centers become a critical component of global infrastructure, it is essential to

ensure the reliable operation of these facilities. Government administrations and private enterprises are investing
billions of dollars into the construction of new data centers to support online traffic and artificial intelligence
development. However, current trends suggest the dawn of an era with fewer data center engineers and more
complexity in managing several distributed facilities. DataDriver offers to integrate Al-powered robotic systems
with data centers that can significantly automate data center maintenance in a scalable and profitable manner.

In our generation of computer revolutions, where people are reliant on online data transfers daily,
DataDriver provides lasting operation technology that ensures our data centers can continue to
support the world for many years to come.
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DataDriver operates on a business-to-business (B2B) model and licenses its products to client data center
owners directly on a subscription basis. Clients can request technical assistance services for product
implementation and maintenance, at which point a remote workforce of robotics and software engineers
designated to the client’s geographic region will respond at the site. The subscription is customizable;
clients can request additional robot extensions to their plan in order to compensate for facility size and
custom tasks, allowing clients to slowly accept full-scale automation. Unlike competitors, DataDriver
implements designs much faster with the use of digital twins, virtual simulations of client data centers.

Problem

With arise in demand, the data center technology industry faces a few critical challenges:

Labor Shortage /ll\\ Decentralized Providers @  Lack of Futurism

Lack of new engineers Individual provider prevalence c WY | imited innovation in field

With over 10 years of work, 77% |e Big-tech data center companies rely Data centers are just starting to
of current data center engineers on several individual entities for acknowledge the employee

are approaching retirement age additional operation technology crisis in a new generation of
uninterested engineers

e 30% of data center technology

The average retention period of . ;
providers are small businesses

new engineers is under 2 years There is no concrete plan for
e This forces big tech companies to how to maintain data centers
Data centers are less attractive deal with many individual providers without employees; small

than higher paying software jobs | with single specialized products providers lack innovation scope

Solution

DataDriver addresses data center labor shortage with a unique Al operator software that
can autonomously perform virtually controllable maintenance tasks and detect necessary
physical repair tasks. DataDriver develops custom robots for client data centers that can
receive signals from the Al software to understand common physical tasks and execute
them accordingly. The Al software seamlessly integrates with existing data center )
o . . P . Modular design: AI
monitoring software and uses knowledge regarding the specific client data center software controls robots,
schematics alongside general knowledge to identify and respond to potential challenges. expandable system
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Customer Segments Data Center Engineers in the US

DataDriver’s market of interest is regions with data g couny -4'9 i
center hubs and tech-friendly environments. The target ()
market of data centers and the most technologically =
motivated states across the United States was analyzed

using data from the U.S. Bureau of Economic Analysis.

The largest clusters of data centers were found on the Lot o
Eastern Seaboard, California, and Washington state.

Because it has no corporate taxes and is relatively less ke,
competitive for self-motivated tech startups, Seattle, oallas Coune,
Washington, was chosen as DataDriver’s startup

location. This allows DataDriver to demonstrate the s g
ability of autonomous products in a stratified release strategy, gaining valuable feedback from the many
enterprise data centers in the backwaters of Microsoft in Seattle. DataDriver’s first four offices are above.

Unique Value Proposition

DataDriver’s unique value proposition is summarized by its FAST Standard.

T % % 2

Specialized
Future-Ready Accessible |mp'fementation Tech D|verS|ty

Products address data center B2B model allows Team of engineers customize Provision of both software and
problems with long-term negotiation of custom product implementation for hardware solutions in full
solutions using Al subscriptions with clients client specific needs ecosystem

c h a n n e I S Five-Year Data Center Acquisition Forecast

B number of Data Centers == Number of Hyperscales (Multiplied by 125)

Cook County, IL
1,976

DataDriver will expand to larger hyperscale and colocation data centers o
through a hierarchical partnership strategy, initially partnering with 33

smaller enterprise data centers in 11 key U.S. states during a five-year
expansion period to demonstrate product abilities with a stratified

release technique. An organic customer acquisition model simulation

was designed in the graph right to show how modern-day word-of-

mouth can increase tech company subscriptions in early years. Based on n_

the forecast, 2,136 data centers subscribe to DataDriver’s

implementation program via its partnership strategy. The three main
types of data centers are stratified from the model and shown in the Forecasted Five-Year Client Acquisition Summary
table, as each type varies in number of cabinets. For the purpose of Enterprise Data Centers Acquired 1548
creating a simpler metric, a client was defined as a batch of 25 cabinets. "ﬂ;‘;’xx;ixiﬁ:gm“mm 5:2
6,396 clients are acquired in the first five years. Subscriptions are ol Data Cantars Acquioad 2138
charged on a per-cabinet basis, as per current industry standards. [Total Clients Acquired 6396

Revenue Streams Revenue Per Data Center | v.s. Their Current Expenses

Expenditure on Default Subscription Previous Human Resource Costs
$80,000 per engineer yearly (minimum)

6,396 « 25 = $650 = $103,935,000 % %

Number of Data Centers

Months Since January 2026

= 15 5 =
cabimets months = X engineers X years =

“clients” cabinets per cabinet/month monthly revenue $5%0 S $89090

cabinet

$195,000/year x 5 years = $975,000

year

' : . $1200000/yearxsyears=  $6,000,000

In the first five years, DataDriver’s revenue comes solely | SreoepoBieamey $6,000,
Colocatlon Colocation

from its subscriptions. The subscriptions are paid for $Zao 200 w60 - ) 2000 -2 x50 o=
abinet year

monthly, with an annual subscription clause to bind iseoooo,yea,xsyears $7,800,000 | Qa8 s2.000,0001earxsvears- $10,000,000

$650 =500 5 $80,000 X X

o 4. 60 00 5
subscription revenue always compensates the cost of Gatinet < cainets X manths oar X engneers X years
$3,900,000/yearx5years= $19 500,000 $8,000,000/year x 5 years = $40,000,000

customers for at least one year. This guarantees the Hyperscale W

goods sold (product development costs). The base
subscription price is $650 per cabinet per month. The base subscription provides DataDriver’s Al operator software

and one robotic assistant that can interface with the Al and maintain the client data center autonomously when given
prompts by engineers or by the Al. Above is the forecasted monthly subscription revenue per month after five years
of operation. Interestingly, as shown right in the five-year calculations, it is clear that
DataDriver’s subscription is far cheaper than current data center labor expenses. @ DataDriver I 2




Cost Structure

The main costs for DataDriver are development costs, human resources and office spaces. Development and
distribution costs are fully covered by subscription revenue, making DataDriver a stable self-regulatory
startup whose primary expense is reimbursed by consumer demand. The primary expenditures of interest for
DataDriver’s initial loan request are recruitment of a skilled engineering team and establishment of four office
spaces across the U.S. in the first five years of operation. Here is a summary of DataDriver’s initial five-year
cost structure. Over 45% of the expenses can be attributed to human resources and office spaces.

Purpose Five-Year Cost % Total

Customer Acquisition Costs $337,979 0.91%
Development Costs $18,102,600 48.71%
Human Resource Costs $7,723,440 20.78%
Office Space Costs $9,080,000 24.43%
Distribution Costs $1,922,400 5.17%
Total $37,166,419 100%

Detailed Financials

Listed below are the ideal income statements and cash flows for DataDriver’s first five years of expansion
(2026 to 2030). While these large forecasts are based on the projected rapid growth of data center clients in
the U.S., they rely on extremely rapid implementation of products. For the purpose of proving the stability of
this proposal, an interpolation of the revenue will be used to demonstrate DataDriver’s confidence in timely
loan repayment. Interpolating the more plausible growth from January 2026 to December 2027 and stretching
it over five years also presents an immense forecast of roughly $43.5M in net profit (43.6% of total revenue).
This is due to the uniqueness of DataDriver's product and rapid spread to thousands of data centers. The
acquired capital can then be reinvested into research and development or future global expansion of marketing,
alongside a 10% allocation to maintenance expenses and part-time engineer employment. DataDriver’s large
projected net profit is justified above in Revenue Streams, seeing how even a single small enterprise data
center client generates $975,000 in revenue in the first five years of subscription.

DataDriver DataDriver IDataDriver Amortization Schedule

Cirarsied St et ol ncoma Forecasted Statement of Cash Flows LoanAmount | Interest Rate I Term | Start Date
For the years ended December 31, 2026, 2027, 2028, 2029, 2030 For the years ended December 31, 2026, 2027, 2028, 2029, 2030 52,800,000 | 8.0% | 5 Years (50 months) | Jan-26

e Summary of Payments and Interests

Totals 2027 2028 2028 2030 $56,773.90

2026 w07 08 2009 2030
loperating Revenue: Beginning Cash Balance $4487589 596154334 $199,807,308 S$573,313,605 $606,434.24

United Statas of America 7.702,500 58402500 187.990,000 4SE802500 43,175,000 $206,854.56

Cash Infous:
[rotal Operating Revenue 770,500 56,402,500 137350000 458,802,500 42,175,000 s $167,476.92

fcast of Goods said: i Fon $124,830.95

United States of America 542,400 1,542,450 3017100 5,068,050 7,932 600 $S4,A00.500 ‘187,860,000 ASLMA500 504175000

78,645.38
|Fotal Cost of Goods Soid 542,400 L542,450 3017100 5068050 1,932,600 [ERSad Cu o SRATI0 T O0000 SERAC2I00. - 175000 2

fwaitabile Cash Balance $62.890089 5234134334 S658,609,808 $1,515,488,605 $28,626.44

7160100  S6.860.050 184,962,000 453,734,450 934,242,400 = DataDriver P tSchedule

[Fotal Giross Profit 7160100 56850050 134962900 453734450 934242400 fen Space Costs $2.270,000 5£,540,000 Annual Principal Paid Annial ivareit Peid Total Interest Paid TR BaEe

% 7% 8% % 0% Gevelopment Costs $L502450  $3017.100  SS.068.080 7932600 Py
Human Resource Coms $3510910  S4SITIS0 $6,114300  STADL630 50 50 2 Ll

[Oerating Expemses: us ts s7LE81  $47,304 535,117 267,850 5474,432.29 5206,854.56 $206,854.56| $2,325,567.71

Customer Acquisition Costs 75,727 7198 47,304 5,117 67,850 g 54600 S106800  $179.400 5280,800 $513,809.93 $167,476.92 §374,331.48) S1811.757.78

Human Resource Costs IILEIW  LEWOD  LEWISD  E114390 7400630 = SIS HSEIME RGNS SISSSH
Distribution Costs 19,200 S4600 106800 179,400 260,800 SIRATANE ST SEARIAIIE  SIEDTAR $556,455.90 $124,830.95 $499,162.43 $1,255,301 88

Office Spate Coste 2270,000  3.70,000 0 4,540,000 ) 5602,641.47 578,645.38 $577,807.81

[Fatal Operating Expenses. 4617507 5336491 4981354 10S0BM0T 7750280 d d $652,660,41 528,626.44 $606,434.25

S $seAse  Swzed 60
hncome/Lass Befere Tax 2542500 50820850 17A9BLEAE MIEISSAD 926492120 n Ieherest SIGLAT?  S1MANL  SIBde e £ z 350643475

| SE— T RSTSN ISGATLIS  GREIISS) 150554970 ST SN s S| The amortization and payment schedule above support that DataDriver can easily repay a

[Net incorme o) TIATIO TN SISOl SSTAIRT S ST S16735755 34327026 sssa6200  sis6919.097 | requested loan pf $2.8M, as based on the_ cash flow on the left, held capital never falls
o i I oot e below monthly installment payment requirements.

Competitive Advantage and Proposal

No other data center tech provider presents a comprehensive automation product suite like DataDriver,
which centralizes the tech provider industry to a single provider for clients. Existing companies typically only
focus on either specific hardware or specific software. However, DataDriver provides both software and
hardware under one roof. The use of Al allows our software to learn individual client data centers’ structures,
unlike static products. DataDriver’s products are designed using digital twin simulations of client data centers,
making implemented robotics systems much more personalized and faster to prototype and debug.

Join our endeavor to optimize data center operations across the globe with autonomous Al
technologies in an era of rising demand and falling human labor support for the industry.
DataDriver is requesting a bank loan of $2,800,000, repaid over 5 years at an 8.0% interest rate.

[] DataDriver | 3




Figure 2A
Forecasted exponential growth of data creation and
? resulting data center usage based on current tech plans

Il. Problem

Global Data Creation is About to Explode

Actual and forecast amount of data cre de 20

An estimated 147 zettabytes of data were
generated around the world in 2024.*

That’s the same as... b
% Sending 4.66 trillion emails every second SR~ Bl | Do cerabytes.

1 billion terabyte:

""-"..-"' Listening to 143.84 trillion songs every day

operating reliably at all times.

However, data centers are set to face a new and
disastrous challenge in the next decade. : statista®a

[We are heavily dependent on data centers J

A data center is a large facility containing hundreds of individual processing units for large computing
tasks. Data centers require constant maintenance in order to operate continuously. Operators manage
various tasks, including routing of data to client requests, monitoring facility resource and power
consumption, and physically replacing worn out computing units. The United States under the current
new administration is set to construct $500B worth of data centers in the coming years. However...

Lack of Qualified Engineers Figure 28

Age demographic pyramid of data center engineers shows a
77% of data center engineers are senior engineers with over 10 years of disproportionate dependence on older workforce cohorts
work, and 45% of data center engineers are approaching retirement. The '
data center engineering industry has lost its appeal among young skilled

engineers, who get paid higher in other tech sectors, namely software. In -
6-10 years 14%

5 yoars of less

a 2022 survey, 53% of data centers reported difficulties finding qualified
engineers for open jobs, and 42% also noted inability to retain existing
employees. Of these, 40% of the departing engineers joined careers out
of data centers, with the majority of them entering software engineering.?

Slowly, skilled engineers are drifting towards software, naturally leaving less o
qualified engineers for data center maintenance. Mo than20y
Decentralized Provider Dependency How many years' experience do you have in the technology industry? (Choose one)

While big-tech data center companies such as Amazon, Google, and .
Microsoft develop a majority of their technology in-house with their 5 Figure 2C . .

. . 1e . ata centers report their growing struggles to find qualified
engineers, nearly all data centers outsource specialized operation tech individuals for experienced data center engineer roles
development to external providers. Roughly 30% of data center R —
technology providers are small businesses that specialize in a specific ease seiectanyof th fllowing statements 113 aoply
type of product. This forces data centers to manage contracts with
several individual entities simultaneously for different extension
products. The data center tech provider industry lacks a single business that

provides the majority of necessary operation enhancement products.

Lack of Futurism

There is currently no concrete plan regarding how to autonomously

operate data centers in the coming years, as labor force in the facilities

declines. While some small businesses present potential solutions, such as

simple carrier robots for replacement components, the designs are

typically one-size-fits-all. It should be noted that no two data centers operate in exactly the same manner Products
provided by various disjointed providers do not formulate a cohesive plan for full-scale data center autonomy, and all existing
products rely on human control to some extent, even if minimal.

Growing dependency on devices and artificial intelligence development demands stable data centers. However, the
projected silver tsunami (mass retirement of a working cohort) and a lack of a cohesive backup plan is unsettling. It is
too late to bring back more engineers, but perhaps technology can reduce the need for experienced engineers...

! https://edgedelta.com/company/blog/how-much-data-is-created-per-day
2 hittps://www.zippia.com/data-center-engineer-%20jobs/demographics/ @ DataDriver I 4
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[ll. Customer Segments

DataDriver’s main target market is large corporations that hold multiple data
centers. Operating on a business-to-business (B2B) model, DataDriver provides
product licenses to the main corporation that can be integrated into data centers
separately. In order to develop products and distribute them effectively, following is
an analysis of the types of data centers and a regional analysis of the target market.

Types of Data Centers

There are 5,389 data centers in the United States. There are five main types of data
centers: enterprise, colocation, hyperscale, edge, and container.

Enterprise Data Center

Enterprise data centers are privately owned and host a single individual
corporation. These are typically owned by large big-tech companies or
companies that require specific features that are customized in their
own facility.

Colocation Data Center

Colocation data centers allocate resources to multiple individual
corporations that lease the amount of space they need. These are
typically under more pressure to avoid downtime, provide proper
bandwidth capacity, and network data quickly. Colocation data centers
typically refresh their hardware more frequently than enterprise in
order to keep up with multiple consumer demands.

Hyperscale Data Center
Hyperscale data centers are larger enterprise data centers that support
very large-scale IT infrastructure for an individual corporation. While
there are only 700 of them globally, this is still twice as many as five
years ago. Hyperscale data centers have at least 5,000 servers, 500
cabinets and 10,000 square feet of floor space. Interestingly, Amazon,
Microsoft, and Google account for more than half of the world’s
hyperscale data centers.

Edge Data Center

Edge data centers are smaller facilities located closer to the consumers
relying on them. By being closer, these centers reduce latency of sending
data to consumers and allow for development of real-time technology.

Container Data Center

Container data centers are small modular facilities that were initially used
for temporary deployments, such as construction sites or disaster areas.
These are now also used for smaller establishments that aim to reduce
space consumption and scale up size over time as their resource demands
increase.

[] DataDriver | 5




Regional Analysis of Target Market

DataDriver’s geographic segmentation (target market area analysis) is derived based on regional
core industries (main sectors), corporate psychographics (goals and mindsets of companies), and
DataDriver’s product persona (ideal customer). This information allows for strategic customer
outreach and drives the decision for a safe and relevant initial startup location.

Research and Development Value Added: Share of State GDP, 2021
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Data Center Engineer Location Heatmap T e —

Figure 3A Figure 3B

Number of data center engineers by United States counties, U.S. Bureau of Economic Analysis data showing percent of
revealing major data center hubs GDP produced by research and development by U.S. state

Analyzing on a state-level, the largest data center engineer hubs based on Figure 3A are located in the Northeast US states, lllinois,
California, Washington, Missouri, and Texas. The U.S. Bureau of Economic Analysis releases data about the percent of GDP produced
by different sectors in each state of the country. Viewing the percent of GDP shared by research and development (R&D) per state not
only reveals core industries by showing the most technology-dependent regions in the US, it also allows interpretation of the general
corporate psychographics within the states, as those with more innovative technology corporations will naturally have higher
productivity in their R&D sector. The most prominent states seen in Figure 3B are the Northeast US states, New Mexico, Washington,
California, and Michigan.

An important point to note is that Virginia is the largest data center hub in the United States?, specifically centered around the cities of
Fairfax and Ashburn. Despite its ideal startup conditions and relevant core industry involvement, Virginia’s R&D GDP share is lower than
other states. This suggests Virginia will be a more competitive state to establish in, as there appears to be less innate desire for
entertaining new startup concepts among the larger technology corporations and entities in the state. Maryland, neighboring Virginia,
has the second most data center engineer and also has a higher GDP share produced by R&D, making it a safer entry point into the
more lucrative Virginia data center sector.

DataDriver’s ideal product persona (target customer) in the long run is large technology corporations that hold bigger or more
numerous data centers, as product license subscriptions are priced based on the number of hardware cabinets a client’s data center
has (a data center holds multiple cabinets housing stacks of GPUs and hardware). DataDriver’s ultimate goal is to gain near-complete
implementation among all hyperscale data centers globally. However, DataDriver will build up experience and revenue by connecting
with local enterprise and colocation data centers, gradually building up to implementation in larger-scale data centers. DataDriver is
not particularly targeting edge data centers or container data centers, as these are niche versions of larger operations. However,
DataDriver will provide products and services to these clients as well, since enterprise solutions can be scaled down to smaller centers.

Based on the customer segments geographic segmentation above,  *° Ranking Best Startup State

the ideal startup location for DataDriver can be narrowed downto  3°

California, Washington, Virginia, or Maryland. Contrary to popular 25

expectation, DataDriver will start up in Washington rather than 20

California, because Washington has no taxes for startup businesses

and is a relatively less competitive environment overall, allowing

DataDriver to gain crucial initial experience before expansion

throughout the nation. DataDriver will spend its first six months oo | | | | |

experimenting at data centers in Klng County (home to Seattle) Washington ~ California ~ Maryland Virginia Michigan Texas Ilinois ~ New Jersey

before establishing formal front offices in California and Virginia. _ ~ Figure3c
Analysis of best states for initial startup based on data center presence,

economic relevance, tax rates, competition, and innovative psychographics

3 https://worldstopdatacenters.com/americas-size-rankings/
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V. Uniqgue Value Proposition

Unique Proposition and Mission Statement

e o ?, 0.
" » 8E

. Specialized
Future-Ready Accessible Imp‘l)ementation Tech Diversity

Unlike other companies that aim for ~ DataDriver always puts its clients DataDriver understands that no  Unlike existing companies that
short-term gains, DataDriver aims first, negotiating with corporations two data center is the same. solely focus on software or
for the long-term goal of complete to provide advantageous prices on Knowing this, its products are hardware that can work in
data center automation. DataDriver  a cabinet-based rate and demand- designed so they can be certain scenarios, DataDriver
will always strive to develop new based rate. DataDriver offers 24/7 tailored to meet unique data strives to develop diverse
technologies that outperform tech support to update provided center needs and act adaptively  software and hardware that
previous iterations and implement products and make sure they work with the volatile schedules of can adapt to the fast-moving
modern innovations and ideas. well with clients’ existing workflows.  data centers on a daily basis. tech industry standards.

DataDriver’s unique competitive aspects can be summarized by its FAST standard, which is described in detail above.
DataDriver’s mission is to provide adaptive software and robotic products to data centers for specifically-tailored
semi-autonomous operations on a day-to-day basis, along with guaranteed active tech support teams that can work
with data center teams to update implemented products to the specific workflows in each data center.

The data center technology industry is currently dominated by small businesses looking to make a quick
profit in the short-term with simple technologies. These companies fail to appreciate that no two data center
operates in the same manner, and data center technology and demands will continue to change dynamically
with global geopolitics and economics in the coming decades. No other company in the data center industry
rivals DataDriver’s diverse and long-term stance on the data center industry.

Purpose

In computer science, the purpose of a driver is to operate
hardware effectively. Drivers often need to be updated in
order to keep hardware operation methods up to date. )

This new decade has brought an end to the early era of data center development and has
given way to a renewed and far more fast-paced era of data center expansion in order to
support revolutionary developments in artificial intelligence.

However, as an early generation of dedicated data center engineers reach retirement ages,
data centers fear a decline in operational strength in the coming years.

After all, which one do you hear more nowadays:
“I want to be a hardware engineer at a challenging and unpredictable data center”?
or
“I want to be a software or hardware engineer at a safe but high-paying big-tech company”?

The time has come to look forward and start preparing long-term solutions to the increase in
data center demand and decrease in employees willing to support maintenance operations
there. The time has come for DataDriver to enter the data center operations industry and
provide a much needed “driver update” for the operation plans of future-ready data centers.

[] DataDriver | 7




V. Solution (2)

Summary

Problem DataDriver’s Solution

Data centers are lacking experienced engineers. DataDriver uses artificial intelligence to create a digital twin (virtual model) of client
Many current engineers are nearing retirement, and data centers so as to continuously monitor them autonomously, provide alerts of issues
the average retention period for younger employees to address, and even give suggestions of ways to resolve issues in order to help new

is less than two years. The future forecast for new é inexperienced employees. The software is directly connected to a semi-autonomous
data center engineers is low, compared to modern robotic maintenance team that can be sent out to fix issues at human command, once
higher-paying jobs. an employees confirms the action. The overall need for employees is greatly reduced.

The data center technology industry is dominated by DataDriver develops both software and hardware products that are easily

|nd|\(|cll(ual Sff“;" busu.1§.sses thatlare Iooklfng. L makj connected to each other, allowing convenient modular implementation into data

a quick profit by providing smg.e: type o . 'Sjomt? centers and encouraging clients to purchase from a single corporation that can

product that can only solve specific issues in certain . . . . Ly L

. . . provide everything they need under a single domain. With its goal of longevity in

scenarios, using either software or hardware. Due to . . ) - .

lack of unified implementation, centers need skilled mind, DataDriver does not just stop at development. DataDriver provides 24/7
tech support for customizable product implementation and annually releases new

engineers to implement several disjointed types of
technologies individually. products that meet changing market standards and demands.

While data centers have some overarching similarities Working on a B2B model, DataDriver directly interacts with client data centers in order
in terms of purpose, no two data centers are the to gauge their needs and their capacity for subscription prices. DataDriver attempts to
same in terms of operation workflows and structure. make its products and services accessible to all scales of data centers. By using complex
Data centers can have varying needs for products, é deep learning techniques, DataDriver’s artificial intelligence digital twin models tailor
which is something that specialized small businesses themselves to represent the structures and workflows of the individual data centers
struggle to accommodate for in their business they are implemented in, rather than current companies that provide one-size-fits-all
structure. software solutions or robotic solutions that only work for certain use cases.

Product Description

DataDriver’s primary product is a digital twin designer software for data centers
that uses artificial intelligence (Al) to thoroughly model the layout and architecture
of individual client data centers. The digital twin software directly interfaces with
existing monitoring technology in data centers to show the status of every
individual hardware cabinet simultaneously and pinpoint the exact location of
issues. Unlike competitors, this unique software allows quick strategic robotics
design and implementation, as robots can be optimally simulated beforehand.

DataDriver’s digital twin software goes a step further than existing software

companies. The product comes with an Al supervisor that autonomously monitors

the status of the data center and notifies the engineers present when an issue is detected. Furthermore, the Al supervisor learns
from senior engineers at a data center to understand the typical response actions to certain types of issues and the prioritization
of different issues based on magnitude of implications. With this knowledge, the Al supervisor can provide suggestion to new
and inexperienced employees about how to resolve detected issues, reducing the need for skilled employees.

S DataDriver’s final goal is a fully autonomous system controlled by the Al
supervisor, using robotic systems to maintain existing cabinets and implement
new hardware. Various existing robot architectures can be easily modified by
DataDriver’s skilled team to work dynamically in a data center environment,
moving to cabinets, manipulating hardware and wiring, and placing modular
components into appropriate locations. The main challenge is training adaptive
Al software that provides the logic to the existing robotic solutions, which can
be done through R&D in a smaller enterprise data center within six months and
then scaled up to larger implementations. The product will always provide the
option for semi-autonomous terminable operations so that experienced data
center engineers can control maintenance and interfere in case of malfunction.

DataDriver’s complete system will greatly reduce the need for employees at data centers. DataDriver can project reducing the
average number of data center engineers at a facility from 30 people to 5 people, a six-fold reduction. Unlike other data
center technology companies, DataDriver aims for a future where data centers can be fully automated by self-supervised Al
and robotic maintenance crews. DataDriver recognizes the continuous revolutions in hardware, as seen by NVIDIA’s frequent
releases of improving GPUs. Hence, DataDriver’s adaptive solutions will prevail over existing technologies, because our Al
products can keep up with changing demands in a way that no other static product mildly updated by small businesses can.
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VI. Channels Figure 6A

Model of DataDriver’s partnership channel outreach
strategy, expanding from smaller to larger scales

Partnership Channels

With a B2B model, DataDriver plans to build up its
customer acquisition scales by gaining experience
through smaller scale client partnerships and gradually
building up reputation with successful implementations
to reach out to larger data centers and corporations.

There are many data centers in Seattle, Washington,
where DataDriver is starting up. DataDriver will
collaborate with 3 local enterprise data centers in the
name of a research and development program, assuring
privacy of corporation data and operating at no cost to
the data centers offering their space. After a six-month
period, DataDriver will set up its subscription model and
begin its outreach strategy to spread on a national scale.

After its six-month research and development phase, DataDriver will begin its five-year expansion plan.
DataDriver projects that for each successful data center partnership, an average of one enterprise-sized data
center client will also subscribe to DataDriver’s products through word-of-mouth monthly. DataDriver plans
to accelerate this word-of-mouth expansion by directly collaborating with data centers across the US for five
years, gaining a nationwide recognition in the data center industry. Following is a roadmap of this expansion
strategy. Notice how the map starts off with less tech-oriented states initially and increases.

R&D Phase Expansion Phase

~Np - T - = -

Washington Texas Missouri Massachusetts California
Jul. 25 -Dec. 25 ] Jan.‘26 -Jun. ‘26 Jul. ‘26 - Dec. ‘26 Jan. 27 -Jun. 27  Jul. ‘27 - Dec. ‘27

2- -8 a-§-4

Michigan Maryland Ilinois Virginia New Jersey New York
Jan. 28 -Jun. ‘28 Jul.‘28-Dec.28 Jan.29-Jun.29 Jul. ‘29 -Dec. ‘29 Jan. ‘30 - Jun. ‘30 Jul. ‘30 - Dec. ‘30

DataDriver will directly interact with 3 data centers in each state _o : | i AR i
during the six-month phases spent there. Two of these will be : e .y Q
enterprise data centers, and one will be a colocation data center. o 'QQ . 8%
Once enough net profit is made, front offices will be established in Mog. +-c il

the key states of California, Virginia, and lllinois, from where direct iz w LR e N
interactions with regional data centers can be more strongly upheld ¥ b i

in the years after.

Bulf of
Mexico Mexico

While partnership channels are DataDriver’s main channel, they are Figure 6B

not DataDriver’s only channel. Following is a description of Plot of expansion roadmap states on U.S. map
DataDriver's additional channels, as well as an analysis of the purple markers represent future offices ’
forecasted client acquisition.
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Web Presence Channels

DataDriver will have a web-based platform where clients can learn about products, see major previous
successes from partnership channels, and request subscriptions based on their demands. The website will
clearly outline DataDriver’s unique value proposition and FAST standard. Using search engine optimization
(SEO), DataDriver’s website will make sure to appear as the top result for searches including terms close to
“autonomous data center technology”. This will ensure that DataDriver can keep up with competitors.

Media Presence Channels

DataDriver will have a presence on LinkedlIn, the primary professional media platform, and Twitter (X), one
of the most influential platforms for reputed entities. Every month, new posts about ongoing partnerships
and new product showcases will be released on LinkedIn and Twitter. Since many large corporations are
present on LinkedIn and Twitter, DataDriver’s progress posts will reach the relevant target market of
technology companies via both social media platforms’ recommendation algorithms.

Forecasted Customer Growth Simulation

To forecast the customer acquisition growth over DataCenter’s first five years of expansion, a few factors
will be approximately taken into account. This creates the initial growth phase of a logistic growth model.

e Each batch of 25 cabinets will be counted as one client. Enterprise data centers average at 25 cabinets
(1 client), colocation data centers average at 200 cabinets (8 clients), and hyperscale data centers
average at 500 cabinets (20 clients).

For each newly acquired enterprise data center, an average of one new enterprise data centers will
subscribe through word-of mouth (WOM) within the next month.

For each newly acquired colocation data center, an average of two new enterprise data centers and one
new colocation data center will subscribe through WOM within the next month.

For each newly acquired hyperscale data center, an average of two new enterprise data centers and
two new colocation data centers will subscribe through WOM within the next month.

For every 500 clients acquired, an average of one new hyperscale data center will also subscribe
through WOM.

Five-Year Client Growth Forecast Five-Year Data Center Acquisition Forecast

B Number of Clients == Number of Hyperscales (Multiplied by 500) B Number of Data Centers == Number of Hyperscales (Multiplied by 125)

MNumber of Clients
Number of Data Centers

ansanail 0
CNYTONONTORNONSTCDNONTODONTOOONTODD N ONTOONONTOIONTOOONTCOON WOoONTOOoN
RANAERRSIRBESSTISSBRARREER = 2 SNILREBNIREIYICIRIEEREER

Months Since January 2026 Months Since January 2026

Forecasted Five-Year Client Acquisition Summary Figure 6C

. : Five-year customer acquisition forecasts, represented
iRl Cemers‘mu'm - L by number of data centers and number of clients
|Non-Hyperscale Colocation Data Centers Acquired 576

Hyperscale Data Centers Acquired 2] The client acquisition rate greatly increases at the end
Total Data Centers Acquired 2136] of 2028, when the first hyperscale data center is dealt
Total Clients Acquired 6396| with.

Of course, this forecast only shows the first five years of DataDriver’s expansion, where the acquisition rate
is rapid and nearly exponential. The acquisition rate will saturate in the years following 2030, as there are
only 5,389 data centers in the United States as of 2024,* and the available acquisition space will decline.

* https://worldstopdatacenters.com/americas-size-rankings/
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VIl. Revenue Streams

Figure 7A
Revenue Model Default Subscription Revenue Breakdown

DataDriver operates on a subscription-based model by licensing its

products. All revenue comes solely from these subscriptions, which

are paid at a monthly rate for a minimum of one year in order to Robot Operator

retain clients for at least one year. The subscription prices are 38.5% AllSupervisor
determined at a cabinet-based rate. While DataDriver by default ($250/month Software
offers both its Al supervisor software and robotic operators together per cabinet) 61.5%
in a fully connected system, clients can opt to implement one or the °
other based on their needs, reducing their subscription payment.
Clients can customize how many robot operators they would like to
implement based on their data center size; the default subscription
offers one robot operator.

($400/month
per cabinet)

The default subscription costs $650 per cabinet per month, a reasonable rate compared to other existing data
center technology providers. Figure 7A shows the cost breakdown of the default subscription. Every additional
robotic operator costs another $250 per cabinet per month.

Assuming all clients purchase the default subscription, these are the average annual revenue generations by
type of data center:

@ = Enterprise (=25 cabinets): $195,000/year
l: = Colocation (=200 cabinets): $1,560,000/year

= Hyperscale (=500 cabinets): $3,900,000/year

For comparison, to show how reasonable the prices are, these are the average annual expenditures on labor
force by type of data center®, assuming each employee receives a bare minimum $80,000 per year:

~~ ¥ = Enterprise (=15 employees): $1,200,000/year
@\* = Colocation (=25 employees): $2,000,000/year Figure 7B
4 = Hyperscale (=100 employees): $8,000,000/year Lifetime Values Formula

Lifetime Values LTV=SxTXR

ep g . . S: Average T:Numberof R:Retention
A lifetime value (LTV) is the amount of revenue predicted to come from value of sales transactions time

a single customer over a retention period. To calculate LTVs, the in a year

average monthly revenue and retention time of clients must be known.

LTVs are used to analyze how much of a company’s revenue is contributed by certain clients or types of
clients. This allows appropriate deployment strategies to be designed. While DataDriver intends a retention
period as long as client data centers are established, ideally for many decades to come, for the purpose of
evaluating DataDriver’s capacity to repay a loan, a minimal five year retention rate is assumed. Here are the
lifetime values for one of each type of data center over a five-year retention period (left).

Expenditure on Default Subscription Previous Human Resource Costs 0 )
$650 per cabinet monthly $80,000 per engineer yearly (minimum) For comparison, data centers’ current Iabor

Enterprice Enterprise expenditure is shown right. It is incentivized
2\ ) _$650 X .60 = 2\ 000 % B xS = for data centers to adopt full autonomy for

cabinet year

J s195,000/yearxsyears=  $975,000 | s $1200,0005vearx5vears=  $6,000,000 | cost effectiveness. DataDriver is profitable.

Colocation Colocation

——\ $650 %200 4 60 F———\ $80,000
= cabinets months = Tomar

= oo X engineers X years = Keep in mind that this is the average revenue
LB/ $1560,000yearxsyears= $7,800,000 | G s2000,0001earxsyears= $10,000,000 | generated by a single data center of each
Hyperscale Hyperscale type in a five-year period. Consider these
$650 =500 X 60 —_ $80,000 X = 100 X =

X = ; 5 N 1] .
cabinet . cebinets. X months Voar . engineers % years values multiplied by the number of clients.
$3,900,000/year x 5 years = $19’500,000 $8,000,000/year x 5 years = $40’000,000 DataDriverls revenue base is massive.

=25
cabinets

X

® https://local.microsoft.com/blog/frequently-asked-questions-about-our-datacenters/ @ DataDriver I 11
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https://local.microsoft.com/blog/frequently-asked-questions-about-our-datacenters/#:~:text=Unlike%20distribution%20warehouses%2C%20datacenters%20do,traffic%20from%20large%20shift%20changes.

VIII. Cost Structure

Customer Acquisition Costs

The essential costs for web presence, social media presence, and partnership channels need to be totaled
to find the customer acquisition expenses for DataDriver.

Designing a website can be handled conveniently using online tools such as Wix.com, which allow software
developers to quickly deploy and manage these websites. Wix.com provides a valid domain name, web
hosting, and an SSL license to establish a website publicly. The platform also handles search engine
optimization (SEO) in order to publicize DataDriver's website to a relevant audience. These features can be
used on a subscription basis at $159/month after developing DataDriver’'s website in-house.

Media presence requires some recurring costs for creating high quality posts and maintaining an active
account. Popular services provide reputed assistance with quality-checking social media posts and
suggesting actions that can help with customer acquisition. At a rate of $200 per major post, DataDriver
can spend $400/month in order to create two high quality posts each month, a summarized appealing one
for Twitter and a more comprehensive one for LinkedIn. These posts can advertise DataDriver’s products
and show how they rival competitors in the data center technology industry.

The main cost associated with DataDriver’s partnership channel road map is travel and residence expenses.
A team of 5 people will be travelling to each state, including myself (the founder), two software engineers,
and two electrical engineers.

The total customer acquisition cost after five years of operation totals to $337,979.

Customer Acquisition Costs (2026-2030)
Product Cost Time Span |Five-Year Cost
Web Development Tool $1,908/yr 2026-2030 59,540
Linkedin and Twitter Posts $4,800/yr 2026-2030 $24,000|
Airfare for Partnership Campaigns $11,465 2026-2030 $11,465
Housing for Partnership Campaigns $292,974 2026-2030 $292,974

| | [ $337,979

Development Costs (Cost of Goods Sold)

For DataDriver’s research and development phase between July and December 2025, the development costs
include necessary resources for experimentation with software and robotics.

Training an Al supervisor model will require strong compute resources, because training machine learning
models requires lots of numerical computations that need to be done quickly by a computer. Online providers
offer code runtimes on NVIDIA H100 GPUs at an hourly rate of $2.79 per GPU used. Using 500 hours of
model training over six months with 5 NVIDIA GPUs, the compute costs sum up to $6,975 per Al.

Accounting for all the necessary hardware components for designing a prototype robot to interface with
DataDriver’s software, it will cost roughly $1,500 to design a robot for research and development purposes.

The cost per Al model trained and per robot designed is the total development cost per default subscription.
The total development cost between July 2025 and December 2025 totals to $8,475 per default subscriber.
Using the estimate of 2,136 data center clients in the first five years (see VI. Channels), the estimated
development costs for 2,136 subscriptions amounts to $18,102,600. Note that this does not account for other
costs during the research and development phase, including human resources and office space leasing.
DataDriver’s greatest advantage is the fact that development costs are directly compensated by subscription
revenue based on the one-year binding, giving DataDriver a self-regulatory stability.
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Human Resource Costs ,
Figure 8A

DataDriver's primary employees will be a team of software engineers to Company employee structure
develop Al products and a team of robotics engineers to develop and
maintain robotic products. For each state that DataDriver expands to, a
small team of two software engineers and two robotics engineers will be A A
allocated to monitor products in that state. In the US, the average annual
salary of an Al engineer is $135,000, and the average annual salary of a Chief Technology Officer Chief Technalogy Office
robotics engineer is $120,000.

(CTO - Software) (CTO - Hardware)
DataDriver will have two chief technology officers (CTOs), managing the A A
software department and the hardware department respectively. The
CTOs will provide comprehensive status updates on the success of E“g‘"“j;’;i::‘t‘j“ Helntenance
DataDriver’s subscriptions nationally by regions. These individuals will
receive annual salaries of $205,000 each.

11 Departments, 44 Employees

Following is the comprehensive salary report for human resources after 2030. The report totals to
$7,723,440. Note that this value is after complete expansion and repayment of the borrowed loan. The
employees are recruited to the team on a steady basis over the five years of DataDriver’s expansion.

_ ) Salary Table and Payroll Expenses (After December 2030 Expansion Completion) _

Position # of Employees | Monthly Payroll Expense | Annual Payroll Expense | Cumulative Payroll Tax (6.2% in US) | Cumulative Benefits (20% rate) | Annual Cost Per Employee | Total Salary Burden
— 1 58,233 $100,000 $6,200 $20,000 $126,200 $126,200|
ICTO - Software 1 $17,083 $205,000 $12,710 $41,000 $258,710 $258,71 u|
ICTO - Hardware 1 $17.083 §205,000 $12,710 $41,000 $258,710 5353.?1n|
|Software Engineer 22 $11,250 $135,000 $184,140 $594,000 $170,370 $3,748,140}
Robolics Enginger 22 $10,000 $120,000 $163,680 $528,000 $151,440 $3,331,680|
Total 47 $63.750 $765,000 379,440 51,224,000 $865,430 szna.uol

Distribution and Office Space Costs

DataDriver will have four offices: in Seattle, WA, Los Angeles, CA, Chicago, IL, and Fairfax, VA. These office
spaces need to have enough space for roughly 10 employees to meet comfortably and for storage of robotic
units and maintenance tools for quick delivery and response. To purchase such an office space that is about
8,000 square ft, the price would be roughly $2,270,000. - 5 .

These office spaces will act as the centers for distribution of
DataDriver’s products, as they are strategically located near
the largest data center hubs in the US. For the purpose of
estimation, the distribution costs will be calculated for an
average radius of 300 miles around the city. In the real
world, various long-distance and short-distance transactions

would average to roughly a similar proximity. L culfof
Mexico Maxico

The average expense for a product trucking delivery in the Figure 8B

US is $3 per mile travelled. Using the worst case scenario Hotspot map showing a 300-mile radius of

that every delivery takes 300 miles from its nearest office, distributions from DataDriver’s four offices

the expected distribution cost for DataDriver’s first five years of operation can be calculated using the forecast
of acquiring 2,136 individual data center clients (Figure 6A). DataDriver’s distribution costs in the first five
years of operation will be roughly $1,922,400. Below is the complete five-year cost structure.

Purpose Five-Year Cost % Total

Customer Acquisition Costs $337,979 0.91%
Development Costs $18,102,600 48.71%
Human Resource Costs $7,723,440 20.78%
Office Space Costs $9,080,000 24.43%
Distribution Costs $1,922,400 5.17%
Total $37,166,419 100%
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IX. Detailed Financials

Projected Income Statement for First Year's Operation

DataDriver
Forecasted Statement of Income
For the years ended December 31, 2026, 2027, 2028, 2029, 2030

Mar | Apr | May | [ Sep [ oa | Nov [ pec 2026 | 2027 | 2028 | 2023 | 2030

(Operating Revenue:
United States of America 146,250 195,000 243,750 1,235,000 1,478,750 1,722,500 7,702,500 58,402,500 187,980,000 453,802,500 942,175,000
Total Operating Revenue 146,250 195,000 243,750 202,500 1,235,000 1478750 1,722,500 7,702,500 58,402,500 187,980,000 458,802,500 942,175,000

Cost of Goods Sold:
United States of America 25,425 25,425 25,435 25,415 67,300 67,800 67,800 542,400 1,542 450 3,017,100 5,068,050 7,932,600

Total Cost of Goods Sold 25,425 25,425 25425 25,425 67,800 67,800 67,800 542400 1542450 3,017,100  5.068,050 7,932,500

Grass Profit (Loss):

United States of America 120,835 163,575 218,325 267,075 1,167,200 1,410,350 1,654,700 7,160,100 55,860,050 134,962,500 453,734,450 934,242,400
Total Gross Profit 120,825 169,575 218,325 267,075 1,167,200 1,410,950 1,654,700 7,160,100 56,860,050 184,962,900 453,734,450 934,242,800
83% 87 90% 1% 95% 958 96%,| 93% ark ¥ 99% 99%,|

Operating Expenses:
Customer Acquisition Costs 5,503 4414 3,564 3564 3,564 75,727 71,981 47,304 75117 67,850
Human Resource Costs 160,905 160,305 214560 214580 214,540 214540 | 2,252,670 3539910 4827150 6,114,380 7,401,630
Distribution Costs 500 900 900 1,800 2,400 2,400 2,400 13,200 54,600 106,800 179,400 280,800
Office Space Costs 2,270,000 0 0 0 0 [ 0| 2,270,000 2,270,000 0 4,540,000 0

Total Operating Expenses 2,441,708 70,523 170523 220,754 220504 220,504 220,504 | 4,517,597 5936491 4981254 10,908,907 7,750,280

Income/Loss Before Tax (2,418,383) (49,698) (948) 232,146 459,196 1,190,446 1,434,196 2,542,503 50,923,550 179,081,646 442,825,543 926,492,120

Tax Expense L L o o o 9286 18,368 47,618 57,368 75,727 8,575,527 25,647,385 68,637,950 150,554,970

Net Income [Loss) ($2,418,383)  ($98,448)  |$49,608) $96,552 $440,828 $1,142,828  $1,376,828 | $2,466,776 $42,348,032 $154,334,261 $374,187,584 $775,937,151
-4961% -101% -34% 3% 59% 77N BO%| 32% T
R —

Corporate Tax Rates by State:

Washington & Texas: 0% Michigan: 6.0% New Jersey: 9.0%
Missouri: 4.0% Maryland: 8.25% New York: 7.25%
Massachusetts: 8.0% [llinois: 9.5%

California: 8.84% Virginia: 6.0%

Note: The purpose of 2028-2030 in this forecast is to demonstrate DataDriver’s ideal growth potential.

This forecasted statement of income most accurately shows the first two years of DataDriver’s expansion. The massive
rise in revenue from 2028 to 2030 can be attributed to DataDriver’s first collaborations with hyperscale data centers.
These later years are not as accurate based on the forecasting model, though, because the model does not account for
implementation time taking more than 1-6 months, which could become the case as more large data centers are
collaborated with. At this point, some net profit would be routed to employment and maintenance. 2026 and 2027 are
still accurate representations, though. DataDriver can comfortably amass $40M in profits within the first five years of
operation due to the immense level of demands in the data center industry and the uniqueness of DataDriver’s products.

Projected Cash Flow Statement for First Year’'s Operation

DataDriver
Forecasted Statement of Cash Flows
For the years ended December 31, 2026, 2027, 2028, 2029, 2030

2024
Mar | Apr | May | Jun | sl | Aug | Sep | Ot | MNov | Dec 027 | 28 | 20 | 2030

Beginning Cash Balance $194,621 488,149 530,427 521,455 $61,233 $227,319 $611,373  $1,229.427 52,081,481 $3,167,535 | $4.487589 546,154,334 $159,807,308  $573,313,605

Cash Inflows:
Cwmer Funds 525,000
Loan Funds 52,800,000
Sabes 548,750 $146,250 5243,750 $292,500 5503,750 5747,500 $991,250 51,235000 51478750 51,722,500 | 558,402,500 $187,980,000 3458,802,500 5942,175,000
Total Cash Inflows 52,873,750 $146,250 $243,750 $292,500 503,750 §747,500 $991,250 $1,235000 $1,478,750 §$1,722,500 | $58,402,500 $187,980,000 $458,802,500 $942,175,000

Available Cash Balance $2,873,750 $340,871 5274177 $313,955 $564,983 5974819 51,602,623 52,464,427 53,560,231 $4,890,035 | $62,890,089 $234,134,334 $658,609,808 $1,515488,605

Cash Outflows:
Office Space Costs 52,270,000 52,270,000 54,540,000
Development Costs. 525,425 525,425 525,425 §25,425 §25,425 525,425 $50,850 $67,800 567,800 567,800 S67,800 567,800 | 51,542,450 53,017,100 55,068,050 $7,532,600
Human Resource Costs $160,905 $160,905 $160,905 160,905 $160,905 5160,905 5214540 5214,540 5214,540 5214540 5214540 5214540 53,539,910 54,827,150 56,114,390 57,401,630
Customer Acquisition Costs $9,503 58,718 58,718 58,718 58,718 58,718 54,414 53,564 $3,564 53,564 $3,564 53,564 $71,981 547,304 575,117 567,850
Distribution Costs 5900 5900 5900 3900 5900 5900 S1,800 52,400 52,400 52,400 $2,400 $2,400 $54,600 $106,800 $179,400 $280,800
Tan Expense 55,286 518,368 528,118 537,868 547,618 557,368 58,575,527 525,647,385 568,637,959  5150,554970
Subtotal 52,467,133 $195,948 5195,948 5195948 $195,948 $280,890 $306,672 $316,422 $326,172 5335,922 $345,672 | 516,054,468 533645739 584,614,916  5166,237.850

Other Cash Outflows:
Loan Principal $38,107 $38,617 $38,874 $39,134 $39,395 $39,657 $39,922 $40,188 $40,456 540,725 $40,997 $513,810 $556,456 $602,641 $652,660
Loan Interest $18,667 518,157 $17,900 $17,640 $17.379 517,117 $16,852 516,586 $16,318 $16,049 515,777 $167,477 $124,831 $78,646 $28,627
Subtotal $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $56,774 $681,287 $681,287  $681,287 $681,287

Total Cash Outflows $2,523,907 $252,722 $252,722 552,70 $252,722 5337664 5363445 5373,19 $382,946 $402,446 | 516,735,755 $34327,026 585296203 5166919137

Ending Cash Balance $349.843 588,149 $30,427 521,455 $61,233  5227,319  $611,373  $1,229,427 52,081,481 167,53 $46,154,334 $573,313,605 $1,348,569,468
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Projected Five Year Plan

DataDriver’s ideal projection suggests an immense $775.94M net profit after five years based on the
extreme growth rate currently seen in the data center industry. The executive aspects of DataDriver’s
expansion plan are discussed in VI. Channels and show the steps required to approach such a net profit
within DataDriver’s first 5-10 years. While it is possible for DataDriver to achieve the forecasted values, it
would require ideal customer acquisition of 2,136 centers. Hence, for the purpose of this financial analysis
of the five-year plan, the net profit of 2027 ($42.35M) will be used as the safer milestone for DataDriver’s
five years from 2026 to 2030. The lifetime value per client makes this possible (see VII. Revenue Streams).

DataDriver aims to significantly accelerate sales during the next decade’s data center boom. The first five
years will be spent on a calculated roadmap of expansion within the United States to ten major data center
hub states, with office establishments in four of these for direct regional influence by presence. Because
DataDriver presents a revolutionary product to the data center industry at a crucial time, a strong financial
establishment is expected within the next five years, one that is higher than most typical startup businesses.

Figure 9A

. . Figure 9B
Summary of income statement represents profit growth 'gure

2030 Projected Expenses Breakdown

Summary of Income Statement
Rescaled from 2026-2030 to 2026-2027 Cost of Goods Sold

27.4% Net Profit
B Gross Profit [ Cost of Goods Sold Operating Expenses [l Tax Expenses : o
B Net Profit 43-6/0

60000000
40000000

20000000

_l_,_L al Rl

2026 2027 2028 2029 2030

Operating Expenses Tax Expenses

: 16.0% 13.1%
By 2030, DataDriver will confidently be able to pay off its loan, with its strong 43.6% net profit retention. Of
the net profit, roughly 10% is allocated for product maintenance costs and further employment.

Brief Narrative

Based on the above forecasts, DataDriver expects its net profit to grow from 32% in 2026 to 73% in 2030.
The years 2026 and 2027 represent an early expansion stage, where DataDriver accumulates 246 data
center clients through direct partnership channels and word of mouth reaching other data centers about
DataDriver’s unique products. The roughly exponential client growth rate represented in Figure 6C starts off
relatively slower, with major deals with local and regional enterprise and colocation data centers.

Year

The years 2028 to 2030 represent an accelerated expansion stage for DataDriver, where the publicity of
DataDriver’s products through channels reaches a critical mass necessary to elevate the scale of clients. The
first hyperscale data centers DataDriver deals with are in late 2028. After DataDriver enters the hyperscale
data center provider industry, product demand skyrockets and popularity rapidly spreads through word of
mouth, quickly increasing DataDriver’s annual net profit to a massive $42.35 million by 2030.

While many startup businesses follow hierarchical expansion strategies similar to DataDriver's partnership
channels, DataDriver's campaigns receive much larger profits due to the involvement in a rapidly booming
field, the data center industry, by providing a genuinely new technology that addresses a less-appreciated
concern for data centers. DataDriver’s available cash balance allows further research and development on
much larger scales with more state-of-the-art technologies, as well as expansion from a national scale to a
global scale. DataDriver aims to use its firm foundation capital from its first five years of expansion to
establish a globally recognized domain that automates data center performances around the world.
DataDriver will expand to major data center hub countries, such as China, Australia,
and Denmark.
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Plan to Meet Capital Needs

Personal and Internal Sources: As the owner of DataDriver, | -- Aniket Chakraborty -- will
invest $25,000 into the startup of the company. These funds will be amassed from
personal and family contributions.

Earning, Short Term and Long Term Borrowing, Long Term Equity: During the first three
years of DataDriver’s expansion, all of DataDriver’s profits will be reinvested into the
operation of the company in order to ensure its stability in the short term. In the long term,
a large reserve of revenue will be accumulated for further R&D and global-scale expansion.
However, DataDriver needs to make large investments in human resources and office space
in its first year, so an additional source of capital is necessary to start up DataDriver.

External Sources: DataDriver is requesting a $2,800,000 bank loan to be repaid over 5 years
at an 8.0% interest rate, beginning on January 1st, 2026. The bank loan will help DataDriver
establish an initial team of engineers and a front office for customer acquisition and
distribution of products. Subsequent profits from these investments will certainly be
sufficiently generated in order to repay the loan in a timely manner.

Plan to Repay Borrowed Funds or Provide Return on Investment to Equity Funds:
DataDriver will pay off the loan with monthly payments of $56,773.90, from January 2026
to December 2030. Here is the schedule for the loan amortization.

DataDriver Amortization Schedule
Loan Amount Interest Rate Term
$2,800,000 8.0% 5 Years (60 months)
Summary of Payments and Interests

$56,773.90

$606,434.24
$206,854.56
$167,476.92
$124,830.95
$78,645.38

$28,626.44

Start Date
Jan-26

DataDriver Payment Schedule
Annual Interest Paid Total Interest Paid

$0 $0 $0

Loan Balance
$2,800,000

Annual Principal Paid

$474,432.29

$206,854.56

$206,854.56

$2,325,567.71

$513,809.93

$167,476.92

$374,331.48

$1,811,757.78

$556,455.90

$124,830.95

$499,162.43

$1,255,301.88

$577,807.81 $652,660.41
$606,434.25 $0.00
$606,434.25 $0.00

$602,641.47
$652,660.41
Totals -

$78,645.38
$28,626.44

All the amortization payments are payable based on the cash flow statements projected.
DataDriver is capable of repaying a loan of $2,800,000 within its first five years of operation.
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X. Key Metrics

£

To achieve the forecasted profits from the previous section, DataDriver needs to monitor its profitability,
customer acquisition, customer retention, and criteria regarding its client data centers. The following metrics
are essential to analyze DataDriver’s performance in these categories.

Profitability Metrics

Metric Description Forecast
Measures the amount of sales acquired over a span of
time. The purpose of monitoring revenue is to ensure

that a suitable cash flow is reaching DataDriver

Improvement Strategy

¢ Increased customer acquisition
$58,402,500 * Analysis of customer satisfaction
Retention period analysis and

Revenue

continuously.

in five years °

surveying of client loss

Net Profit

Measures the actual amount of capital left from
revenues after accounting for expenses over a span of
time. The purpose of monitoring net profit is to ensure
that DataDriver accumulates a strong foundation of
income that can be used for further research and
development and expansion.

$42,348,032
in five years

See Revenue Strategy

Analyze operational expenses and
reduce excess R&D expenses
temporarily

Improve revenue, try not to play
defensive and cut other costs

Cost of
Goods Sold
(COGS)

Measures the development costs associated with a
company’s products. The purpose of monitoring
COGS is to see the profit margin between
development costs and subscription revenue.

$18,102,600
in five years
($8,475 per sub)

COGS is directly paid off by
subscription revenue in a defensive
cycle that avoids overproduction
Monitor COGS as R&D creates more
designs for larger client centers

Customer Acquisition Metrics

Metric

Word of
Mouth
Coefficient
(WOM)

Description

Measures the ratio of new customers acquired without
direct interaction compared to the total number of
customers acquired. For example, if DataDriver
interacts with 2 data center and subsequently gains 3
new data center clients without direct partnership
campaigning, the WOM would be 3/5 = 60%. The
purpose of monitoring WOM is to ensure the success
of DataDriver’s customer acquisition channels.

Forecast

=88.5% organic
clients not from
campaign
channels in five
years

Improvement Strategy

¢ Advertise DataDriver’s product
utility more prominently for
customer acquisition
Increase human resource capacity
to handle increased client
demands
Plan a larger product reveal
collaboration for widespread gain

Client
Density

Measures the number of clients DataDriver has within
a certain area. The purpose of monitoring client
density is to analyze the percentage of revenue that is
generated from each region that DataDriver operates
in, allowing for more informed expansion campaigns
and distributions in future to reach larger markets.

=100 clients

in 300-mi. radius
of each office (at
minimum)

Improve targeted campaigning in
specific segmented regions with
lower client density

Increase radius of outreach and
product distribution

Customer Retention and Data Center Metrics

Metric

Lifetime
Values

Description

Measures the amount of revenue the average
customer generates over the span of their retention
time. The purpose of monitoring lifetime values is to
forecast revenue for upcoming years and plan
customer acquisition tactics properly in order to
increase retention periods of customers. The
forecasted values assume a worst-case retention
period of 5 years. The fact that this amount of
revenue is generated per client reveals how lucrative
DataDriver’s model is.

Forecast

$975,000
per enterprise
$7,800,000
per colocation
$19,500,000
per hyperscale

Improvement Strategy

Analyze Retention Period
Increase product subscription
satisfaction through surveys and
stronger B2B interactions

Spend more revenue on human
resources to support clients and
R&D to develop more customized
suitable products for clients
Pinpoint sources of subscription
dissatisfaction

Cabinets
Per Data
Center

Measures the average number of cabinets a client
data center of DataDriver has. The primary purpose
of monitoring cabinets per data center is to maintain
a strong profit margin per client. It is also essential to
understanding the growth rate of data centers.
DataDriver has the unique opportunity to monitor
data center expansion live as it happens in the
coming decades, receiving increased revenues for
this as well.

=25 cabinets
per enterprise

=200 cabinets
per colocation

=500 cabinets
per hyperscale

This metric cannot be directly
improved; however, it is used to
analyze COGS

If cabinets per data center is lower
than subscription demands COGS
on average, profit margin needs to
be repaired by incrementally
increasing subscription price
However, DataDriver does not
foresee this to be a concern

[] DataDriver | 17




XIl. Competitive Advantage
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Unique Products in Bright Industry

DataDriver's competitive advantage comes from the uniqueness of its products and its futuristic mindset. The
data center technology industry has seen large increases in the past few years due to artificial intelligence. Al
training is expected to be a major industry for the next two decades at a minimum. This is because to reach
humanesque levels of skill with the numerical representations of computer bits rather than biological neurons,
“Al” programs need to fine tune trillions of large and precise numbers. Such computations require intensive
hardware to operate on, ensuring the fact that the data center technology industry will be safe for the years to
come. If that’s not enough, the new US administration’s $20B data center fund guarantees industry stability.

Trademarked Product Ecosystem v.s. Decentralized Providers

The data center technology industry is dominated by fragmented small businesses that each individually sell
components to data centers. However, no unified company like DataDriver exists to provide both software
and hardware solutions for data centers from the same source, creating a unique, fully designed and easy to
implement ecosystem of products that rivals all other competitors. DataDriver’s subscription-based model
makes it hard for competitors to copy products, because they are licensed by DataDriver and are protected by
DataDriver’s team of engineers’ trademark on the products and sole capability of modifying the products. The
trademarked designs cannot be copied or modified by any other person outside of DataDriver, creating a
walled garden.

No other company in the data center technology industry presents a comprehensive plan for long-term
innovation and permanent solutions that can make data centers fully autonomous in the future once and for
all. DataDriver has a unique advantage due to a well-timed start, a strong profit base for R&D, and a unique
product ecosystem that already offers Al implementation into data center operations that no other company
has considered providing yet. This makes DataDriver’s product a pioneer for autonomous data center
technologies and sets the stage for DataDriver’s potential for huge initial profits in a perfect few decades.
DataDriver is one of the only data center technology companies that presents such a solid plan for permanent
establishment.

Ease of Integration and Modular Business Structure

DataDriver's customizable products allow optimal implementation of technology into existing unique data
center workflows, something that many products provided by generalizing small businesses fail to achieve.
Unlike other companies that suggest full-scale data center overhauls, DataDriver’s custom-trained Al software
connects with existing monitoring software in data centers as simply a logical extension for autonomous
operation. This reduces implementation and distribution costs, allowing DataDriver to have a lightweight
company structure with minimal excess expenses.

Investing a loan in DataDriver is a surprisingly safe investment. Unlike other businesses with expensive
products requiring large profits for compensating development costs, DataDriver’s product development costs
are comparatively lower. Development costs are fully compensated by subscription revenue, allowing this core
aspect of the business to run autonomously in its own self-sustaining cycle. DataDriver’s requested loan is for a
more static purpose: an initial booster investment for establishing office spaces with set human resources.
DataDriver's compartmentalized company structure allows ease of capital investment into it for growth too.
This is difficult to copy by companies with expensive products and dependence on large complex revenues.
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Xll. Conclusion

DataDriver is confident in its ability to deliver autonomous data center operation products to
data centers across the United States. With a loan of $2,800,000, repaid over 5 years at an
8.0% interest rate, DataDriver will be able to initialize its campaign by establishing a strong
team of engineers and a first distribution hub office in the state of Washington. DataDriver’s
keen pursuit of research and development in order to develop customizable Al and robotics
solutions sets it apart from other competitors in the data center industry, who often settle for
initial profits by providing generalized one-size-fits-all semi-autonomous or manually
controlled products. The current rise in demand for data centers due to the artificial
intelligence boom ensures that DataDriver’s role in the industry will be crucial in the years to
come. After an initial development and expansion phase of five years within the United States,
DataDriver’s profits can be rerouted to global expansion and R&D.

| -- Aniket Chakraborty -- believe that DataDriver can revolutionize the optimization of data
centers around the globe during a crucial era of data center dependence.
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XIV. Appendix

Rough SWOT Analysis

A simplified summary of DataDriver’s business plan to demonstrate stability of fiscal investment, achieved

using P.R.I.LM.O.F. and P.E.S.T.L.E. principles of analysis. Provided for your convenience of evaluation.

Strengths

Weaknesses

People: Lightweight employee structure with regional departments
and remote working options until requested in-person

Resources: Low cost of goods sold and minimal maintenance costs
of licensed products allows reduced need for allocated resources
Innovation and Ideas: Development of a novel Al-powered robotic
system that provides reliable full-scale autonomous data center
maintenance with rapid simulation-based prototyping and design
Marketing: Direct interactions with target market through
stratified release strategy allows organic customer acquisition
through word of mouth

Operations: Competitive advantage with simplicity yet
effectiveness of novel autonomous product design

Finance: Self-regulatory revenue-COGS cycle of stability

Opportunities

Political: Trump administration’s $500B Stargate project for
data centers in the US

Economics: Large public and private investment in artificial
intelligence and data center industry for current growth

Social: Reliance on data centers and decline in maintenance job
interests

Technological: Wave of autonomous product startups with Al
Legal: No regulations for data center maintenance strategies
Environmental/Ethical: Reduction of data center engineer abuse

People: Relatively fewer employees than large-scale tech
companies requires strategic usage of employees
Resources: Provision of custom-designed robotics products may
require unexpected components, reducing just-in-time delivery
Innovation and Ideas: Data center tech provider industry is
contested by many decentralized specialist small businesses
Marketing: Industry domination by big-tech requires careful
planning of hierarchical expansion to catch eyes of primary market
Operations: Unaccounted product maintenance and customization
requests can pressure engineers and require part-time helpers
Finance: Requires significant startup loan before acquiring
first 200 data center clients for critical mass of growth

Threats

Political: Current volatility of Trump administration and

global economics
Economics: Potential simulated Dotcom Bubble Burst fostered by
poor handling of Al industry boom and tech startups
Social: Initial distrust of Al and robotics tools before demonstration
Technological: Competitive industry with several tech startups
looking to provide products to large consumers
Legal: Potential future regulations on the usage of Al in industry

Environmental/Ethical: Replacement of engineers with technology

Internal Factors

External Factors
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