TANDOM

The Al-native

importer for
manutacturers.

The platform for manufacturers and their Al agents to source,
import and finance goods.

Starting in Brazil.

Marcelo Fujimoto Founder

tandom.com.br - marcelo@tandom.ai




THE VISION
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Manutacturers will buy autonomously with Al
We're building the tool that executes the trade.

When inventory runs low or demand rises, manufacturers’ Al agents will buy from suppliers
worldwide. They'll need a tool that can execute the sourcing, importing and financing, from
finding suppliers to delivering goods to the factory.

We're building that tool throvgh real trade. Every sourcing project and shipment builds
supplier knowledge, relationships and financing power. Better sourcing and payment terms
attract more trade, strengthening the tool an Al agent will rely on.

Our bet is that this becomes a winner-take-most market: as manufacturers turn purchasing over

to Al, 7Tandom becomes the logical tool to call.

We ctart with Brazilc mid-cized manufacturers. They need better sourcing, simpler imports
and financing today. Serving them builds the foundation for autonomous purchasing tomorrow.

TANDOM



WHY BRAZIL

Brazil's mid-sized
manutacturers need this now.

Manufacturers pay $100 for inputs that could land for $65.

BOUGHT LOCALLY IMPORTED, LANDED

$100 — $65

Large manufacturers import 40% of their inputs. Mid-sized ones, 10-20%.
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Sourcing is manual

Small purchasing teams quote the same few
local suppliers. Most of the market goes
unseen.

Imports are complex

Customs, freight and taxes need specialists
most manufacturers don't have.

Capital is expensive

Imports are paid upfront: 90-120 days of
cash at 22-32% a year.

TANDOM




SOLUTION

Tandom gives every manufacturer

the buying power of
a multinational.

Our AL givec small purchaging teams the capabifities
of a 20-person sourcing and import team.

Purchase list Goods delivered
@ —————————————————————509°°555555590505095005050nTes (Op=====roscooncoooscomTecosons
SOURCING IMPORTING FINANCING
We find and vet suppliers We run the whole import We give them time to pay
Lower input costs Less work for the customer’s team. Less cash tied up

TANDOM
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PRODUCT

One platform to source, import an

TANDOM  Home

AD-120 - Components and materials

PROJECT STAGES

Items and spec
sheets

complete

Details

complete

i
= Suppliers
complete
Outreach
4
complete

@ Quotes
compare quotes

6 Next steps
up next
Company
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Projects Items

Next steps

Quotes

Items 324 quotes

oo Overview
29 ailitems

Three-phase motor 0.75
kw
24 quotes

Mechanical seal 16 mm
15 quotes

Bearing 6203-2RS C3
26 quotes

Pressure transmitter 0-10
bar
19 quotes

Solenoid valve 1/2in 24 V
DC
21 quotes

Stainless steel ball valve 1
in
18 quotes

Corrugated box for spare-
parts kit
25 quotes

Suppliers

Status on octobe]‘ 9 (recorded that day)
271 suppliers contacted

Timeline figures at the end of each day

—®————O

Jlies quotes

inquiry ser comparisen

271 37 18 i

suppliers with pricing items sent with
contacted S ange - Change > comparable
Change unavailable unavailable pricing
unavailable Change

unavailable

price being confirmed comparable @ ready for a decision in conversation

Three-phase motor

a
0.75 kW
Mechanical seal 16 B
mm
Bearing 6203-2RS C3 6
Pressure transmitter e
0-10 bar
Solenoid valve 1/2 in "

New project o

® round in progress

October 9

next steps

1 of 18

items sent
ready for a
decision

4+ +1since the
previous day

TANDOM


https://tandom.com.br/en#demo

BUSINESS MODEL

We earn on every import.
Financing more than doubles our income.

ANNUAL FEES + FINANCING INCOME PER CUSTOMER

CUSTOMER IMPORTS ANNUALLY

Sourcing + importing Add financing

M $30K $100K

One manufacturer

Sourcing: $5k $30k from sourcing + imports
$100 per item x 50 items/year Same fees as today

Import operations: $25k + $66k in financing

2.5% of import value 8% on $825K financed annually

Import fees: 1-4% of order value. Example uses the 2.5% midpoint.

Financing: 3-10% per financed trade. Example: 8% on 82.5% of imports.

Fees + financing income exclude goods value and are before funding costs. TANDO M
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TRACTION

10 customers and $7K in fees
in our second month.

CUSTOMERS FEES

ees earned in mon [s}
N — $7K
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$6M

of orders sourced.

in import fees as those
orders ship.

TANDOM




CUSTOMERS

Manufacturers are already
choosing Tandom.

Our buyers are CEOs, COOs and supply chain directors.

“Tandom i working perfectly!

Congratulations! I'm excited fo move forward. This
will help our cupply team a lof.”

CEO, Nutriplan

WHAT WE SOURCE WHAT WE DON'T
Direct materials: the parts, components and materials Exchange-traded commodities like fuels, grains and
that go into a manufacturer's product. ores. Finished goods for resale.
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SOME OF OUR CUSTOMERS

¥ Nutriplan

Latin America's largest maker of gardening
products

X

Electrical devices for building automation and
circuit protection

~blosm

Equipment, inks and papers for digital textile
printing

TANDOM



GO-TO-MARKET

Free customs tools attract Sourcing agents and
sourcing agents direct sales turn demand
and manufacturers. into customers.

monthly
2 OK active users _/ Convert demand into paid projects

and growing
SOURCING AGENTS DIRECT SALES
Monthly unique visitors
e Independent agents ~ Outreach to CEOs

90K . . . .

bring their clients and directors
aorll. Con Each agent brings 10-20 Trade data shows who imports, what

manufacturers and how much

30K They run their clients' sourcing on Al runs the outreach
Tandom

Trade fairs and industry events

0K

TANDOM




MARKET
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United States

Rest of LatAm

Annual fees + financing income  Excludes goods value - Before funding costs

START - MID-SIZED, BRAZIL EXPAND - ALL OF BRAZIL
31,000 x $60.3k per customer 110,000 x $77.4k per customer

Brazil: 2.5% import fee + 8% financing on 82.5% of volume.
Sourcing: 75 items per customer annually at $100 each.
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Brazil is the ideal market
to start: $1.9B in
mid-sized manufacturers,
$30B+ as we expand.

Start with mid-sized manufacturers in Brazil. Expand to larger
Brazilian buyers, then new countries.

LONG TERM - LATAM AND ROW

$30B+

Brazil, rest of LatAm, Europe and the US

Outside Brazil: 1.5% of operated volume

TANDOM



COMPETITION

Large trading companies serve the biggest importers.

Tandom uses Al to serve mid-sized manuftacturers.

WHO THEY SERVE

WHAT THEY OFFER Largest importers Mid-sized manufacturers

$14B+ inrevenue TA N D O M

Sourcing, importin
g P g large trading companies

and financing Sourcing, importing and financing.
(COMEXPORY) SERTRADING ¥ TIMBRO Built around Al.
Thousands of small
One service only providers

Small traders, agents, consultants

TANDOM
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MOAT

More trade builds sourcing intelligence and financing power.
Better terms bring more trade.

More trade
/’;?’ VOhﬁne

7’
/

/

M
More customers. More?; C kno.wledge,
More repeat orders. inancing power.

/
/

D .

N ‘",’
N - é
=~~~ Better sourcing.
Better payment terms.
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Sourcing intelligence

Suppliers, prices and specifications from every project make the

next search smarter.

Financing power

More volume unlocks credit in Brazil and supplier terms in China.

BRAZIL / POR ENCOMENDA

Imports and resale in our name
build repayment history and
goods and receivables to back
credit.

CHINA

Volume supports our own or a
partner’s local entity. Local
payment and recourse unlock
supplier credit.

TANDOM



FOUNDER

From founding and selling
LatAm's top SMB logistics-tech startup

to fixing how manutacturers import. Marcelo Fujimoto
Founder m

SUPPLY CHAIN & LOGISTICS FINANCE
Built Mandaé to Raised Investment
30M 2OM vt
private equity
revenue and sold it from top VCs and strategics
J.PMorgan
1M packages a month, 200+ people. Acquired by
Nuvemshop. /<>/M°NA5HEE5 VA L O R @

‘ Prospect Partners

a mercado _ERETy lconwa
é% mandaé GO nuvemshop mert DL Srligecs:o

TANDOM
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https://www.linkedin.com/in/marcelofujimoto/

THE ASK

RAISING

$300K

USE OF FUNDS

1 product engineer

1 salesperson

Al inference and
infrastructure

ALREADY INVESTED
¥ .

o Hans Hickler

4 , Former CEO, DHL USA

x% Alex Gutarin NETFLIX

Head of Open Connect, Netflix

TANDOM

Raising $300K to reach
$1M in annualized fees by April.

Al lets us grow trade volume without growing headcount at the same pace. This
round funds the product and sales capacity to prove that, positioning Tandom
for a much larger raise.

ANNUALIZED FEES - FINANCING EXCLUDED

$3M ‘_,—0
"
"“
$2M i
o"“
SIM __.--
- "
$1M -0

50 @
Nov 2026 Apr 2027 Nov 2027
10 customers 24 customers 59 customers

$2M annual imports through Tandom per active customer.
10 pilots at 1%; new customers at 2.5% + $7.5K sourcing annually.



TANDOM

Al will buy
across borders.

We'e building the platiorm
it will use.

[hank you.

Marcelo Fujimoto Founder

tandom.com.br - marcelo@tandom.ai

EXPLORE THE DETAILS

16 Sourcing evidence

17  Customer economics

18 Financing

19 Market assumptions


https://tandom.com.br
mailto:marcelo@tandom.ai

APPENDIX - SOURCING EVIDENCE

(0% below the domestic quote,
including freight, taxes and delivery.

6204-2RS ball bearing

June 2026 quotes - R$ per unit

Domestic quote RS 2 4.00 From factory to dock.

Factory FOB 4.14
Freight + insurance 0.47
Import taxes 2.58
Estimated landed cost RS ; .: ;1 Port + inland transport 0.12
i
|
Estimated landed cost 7.31

Before Tandom fees

FX R$5.05 / US$
Consolidated ocean shipment

16 TANDOM



APPENDIX - CUSTOMER ECONOMICS

Financing takes annual income
from $30K to $96K per customer.

One manufacturer - $1M in annual imports - All figures in USD

INCOME STREAM PRICING MECHANICS ANNUAL INCOME
SOUI'Clng $100 per item x 50 items/year $5K
Fixed fee

Importing 2.5% x $1M of imports $25K

Percentage fee 1-4% fee range; 2.5% midpoint

8% x $825K financed annually

82.5% of the customer’s imports $66K

3-10% per financed trade; example uses 8%

Financing
Next
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ANNUAL FEES +
FINANCING INCOME

$96K

$30K fees + $66K financing

Rounded to $100K
in the main deck.

Excludes goods value.
Before funding costs.

TANDOM



APPENDIX - FINANCING THE TRADE

Turn upiront import payments

into time to pay for manufacturers.

EXAMPLE IMPORT CYCLE  90-120 days from order to delivery

Day 0 Day 30-60
[ ®
Order + deposit Goods ready

AT ORIGIN

Supplier terms + import credit

BRAZIL / POR ENCOMENDA

Import, resell, build credit.

Tandom or a trading partner imports in its own name and resells on terms.
Goods and receivables back financing. Repayment history builds

borrowing capacity.
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In transit

Ocean freight

IN TRANSIT + AT CUSTOMS

Cargo + tax funding

CHINA

==== NEXT - PARTNER FUNDING FIRST

Day 90-120 30/ 60/ 90 days later
® )
Cleared + delivered Manufacturer pays

AFTER DELIVERY

Receivables funding

A local counterparty unlocks terms.

Volume supports our own or a partner's Chinese entity. Local payment and

legal recourse give suppliers confidence to extend credit.

TANDOM



APPENDIX - MARKET ASSUMPTIONS

A $1.9B starting market.
A $30B+ expansion opportunity.

Annual fees + financing income - USD - Excludes goods value - Before funding costs

START - BRAZIL'S MID-MARKET

$1.9B

31,000 manufacturers
30-499 employees

31,000 x $60,280

Annual income per manufacturer:

$580K imports x 9.1%
+ $7,500 sourcing = $60,280

SHARED BRAZIL ASSUMPTIONS

9.1% = 2.5% import fees + 8% financing on 82.5% of volume

$7,500 sourcing = 75 items per manufacturer per year x $100

19

EXPAND - ALL OF BRAZIL

$8.5B

110,000 manufacturers

10+ employees - Includes mid-market

$84.5B x 9.1%

+ 110,000 x $7,500 sourcing

$130B serviceable flow x 65% = $84.5B

35% lower landed-price assumption

LONG TERM - FOUR REGIONS

$30B+

Brazil + international expansion
Includes the full $8.5B Brazil market

Brazil

Rest of Latin America
Europe

United States

Outside Brazil: 1.5% of volume

1% import fees + 0.5% financing income

Regional volume proxy: China's 2024
exports, scaled using Brazil's flow ratio.

$8.5B
+ $4B
+ $9B
+ $9B

TANDOM



