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“INDIA'S LEADING PREMIUM LABLE WATER BOTTLE"

Dear Sir/Madam,

At the outset, we sincerely thank you for the interest shown in submitting your application to become a Regional Owner of India’s first “Water Super Market”®, in
collaboration with Oceana Positive®.

We have earlier tried sending you an email too. To ensure clarity, transparency, and continuity in the evaluation process, we are sharing a Business Overview Document
that provides comprehensive information, including:

¢ Financial structure and detailed break-up
 Categories of eligible cities/towns

* Frequently Asked Questions (FAQs)

We trust that this document will address most of your initial queries. We also suggest you to go through the attached video links (some you may have already seen) for
better understanding of the entire business model.

https://www.youtube.com/watch?v=2A9je001Ivo

https://www.youtube.com/watch?v=XexevhNnvpk
https://youtu.be/Mw2If1ilMnk?si=0uulLQz--lgxyBV9I
https://youtu.be/LRDHXOCXNq8?si=iOzul5VTgL3qdItA

Further, we request you to kindly review the attached document in detail. If, after careful evaluation, you believe that this opportunity is well-suited to you personally,
professionally, and financially, and you are confident of dedicating full-time focus to this business venture, we request you to email us at supportus@oposwater.com or
WhatsApp us back on +91-88 977 977 37 confirming your keen interest to take this forward.

Thank you for your kind understanding. We wish you the very best.

Warm regards,

Team Oceana Positive



https://www.youtube.com/watch?v=2A9jeO01Ivo
https://www.youtube.com/watch?v=XexevhNnvpk
https://youtu.be/Mw2If1ilMnk?si=0uuLQz--lgxyBV9I
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Oceana Positive, established in 2013, is a market leader in customized bottled water solutions across India, serving a wide spectrum of clients including
corporates, institutions, events, and retail partners.

We operate one of India’s limited 34 natural mineral water plants and undertake manufacturing through a combination of our own facilities, approved co-
production units, and co-packing partners. All facilities adhere to stringent quality standards and operate in 100% fully automated environments, ensuring
consistent quality, reliable supply, and full regulatory compliance.

Our Distributor Partners Benefit From:

e Strong and trusted brand credibility

o Consistent, quality-assured products

¢ Flexible and scalable supply capabilities

¢ High repeat-demand segments ensuring steady business
Oceana Positive is deeply committed to building long-term, transparent, and mutually profitable distributor partnerships across India.
To know more about us, please visit:

e Website: https://www.oceanapositive.com/

e LinkedIn: https://www.linkedin.com/company/oceanapositive/

e Instagram: https://www.instagram.com/oceanapositve/?hl=en

e Facebook: https://www.facebook.com/oceanapositive/



https://www.oceanapositive.com/
https://www.linkedin.com/company/oceanapositive/
https://www.instagram.com/oceanapositve/?hl=en
https://www.facebook.com/oceanapositive/

h {@", g
3 -
Oceana

India’s bottled water market was valued at USD 22.72 billion in 2022 and is projected to reach USD 36.21 bhillion by 2030, reflecting strong and
sustained growth. Post COVID-19, demand has accelerated significantly, driven by rising health awareness and increasing consumption across Tier 2 and Tier 3 cities,
which now represent the fastest-growing markets.

While the mass market is dominated by established off-the-shelf brands such as Bisleri, Kinley, Aquafina, and Bailey, there exists a high-growth, under-penetrated
opportunity in the customized bottled water segment.
Customized water bottles offer:

e Higher profitability for retailers and distributors compared to standard brands
¢ Brand visibility and marketing value for corporates, institutions, events, hotels, hospitals, and real estate projects
¢ Repeat and bulk demand, ensuring predictable volumes

With businesses increasingly viewing customized bottled water as both a utility and a branding medium, this segment continues to grow faster than conventional
packaged water, presenting a compelling opportunity for scalable expansion.

Market Gap & Oceana Positive’s Differentiation

The customized bottled water segment in India remains largely unorganized and fragmented, with most suppliers unable to consistently address key operational
challenges such as quality assurance, timely delivery, flexible order quantities, and product variety.
Oceana Positive directly bridges this gap.

Backed by operations since 2013 and ownership of one of India’s limited 34 natural mineral water plants, Oceana Positive operates as a professionally managed,
organized player with pan-India capabilities. Our integrated production model—combining owned plants, leased co-production facilities, and co-packing units—
enables us to deliver:

¢ Consistent and certified quality, produced exclusively in 100% fully automated facilities

¢ Reliable and timely deliveries, even for bulk and time-sensitive requirements

¢ Flexibility in order sizes, catering to both large institutions and smaller customized orders

e Wide variety of bottle shapes, sizes, and water options, meeting diverse branding and consumption needs
By eliminating the common pain points associated with unorganized suppliers, Oceana Positive positions itself as a scalable, dependable, and differentiated leader in
the customized bottled water segment—creating sustainable value for customers, partners, and stakeholders.
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Exclusive Ownership Rights of India’s first “Water Super Market®” within the assigned catchment area, offering a wide range of customized bottled water
solutions—without the usual operational pain points.

Low Capital Investment with High ROI, enabled by an asset-light, scalable business model.
Perennial, Repeat-Demand Business with consistent consumption across corporate, institutional, retail, and event segments—never seasonal or trend-dependent.
Proven Proof of Concept, eliminating trial-and-error risks and ensuring faster break-even.
Single-Window Offering with a wide product portfolio, including:
o Packaged Drinking Water (PDW)
o Natural Mineral Water (NMW)
o Alkaline Water (as per demand)
o Atmospheric Water (as per demand)
o Blended Waters ( as per demand )
No Manufacturing or Production Responsibilities—partners are free from plant setup, operational complexities, and heavy capital expenditure.
Comprehensive Support from Oceana Positive (Market Leader), including:
Strong brand and marketing support
Access to existing institutional and corporate clients
Assured quality and consistent supply
Support in initial setup and onboarding
Ability to cater to small, high-margin B2C segments and untapped virgin markets, including personalized bottles with surnames.
90-day dedicated sales support
Centralized lead management system
Exclusive geographical rights
A custom-built digital application to manage the entire business lifecycle end-to-end

0O O O O O O O O O




BUSINESS MODEL IN BRIEF

We will send you various types of water bottles (with filled water from our fully automatic water plants).
We will send you various sizes of water bottles in various shapes as per market demand
We will send you filled water bottles without the front label in bulk to you

Based on the customer need you can complete design using our App and we shall send the printed labels separately
to you.

You will have to use the label applicator machine to affix those labels and repack those bottles using shrink wrap
machine (the two machine’s that were shown to you in the video clip) and supply then to your local customers with
your profit margin.

We are only providing the above distribution option and not providing any help to set up any manufacturing
plant, or filling unit or any other semi-automatic water plant set up. We cannot help in any way to set up any other
machinery w.r.to water plant establishment.

Our proposal or advertisement s purely related to distribution model / dealership model where in you will receive
filled water bottles and labels as per customer need and you will need to re-sell locally with your own profit
margin.

Kindly go through the below two full videos for better clarity so that you can understand the business model better

and can take an informed decision and reach back to us suitably.

https://www.youtube.com/watch?v=2A9je001Ivo

https://www.youtube.com/watch?v=XexevhNnvpk
https://youtu.be/Mw2If1ilMnk?si=0uuLQz--lgxyBV9I
https://youtu.be/LRDHXOCXNq8?si=iOzul5VTgL3qdItA



https://www.youtube.com/watch?v=2A9jeO01Ivo
https://www.youtube.com/watch?v=XexevhNnvpk
https://youtu.be/Mw2If1ilMnk?si=0uuLQz--lgxyBV9I
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What is the cost involved osiin

8.4 Lacs for Machinery + 18% GST & Transportation + Set up Cost of office and godown as per your convenience locally AR N S oS
PLUS, Franchise Fee varying between 3 Lacs to 10 LACS based on Location —
Total Investment would be in the range of 15 Lacs to 23 Lacs (Approximately) based on category of city / town opted for— Please refer Annexure A

How much can | earn? Indicative Financial Returns
The indicative (NOT GUARANTEED) net profit per month (after all operating expenses) for distributors is outlined below, based on category classification:
e Category A+: %6.0 Lakhs per month* Category A: 3.5 Lakhs per month* Category B: 2.0 Lakhs per month* Category C: X1.5 Lakhs per month*
*Figures are indicative and subject to the distributor’s individual efforts, adherence to company guidelines, market conditions, and operational execution. Returns are not

guaranteed. Based on historical performance and the proven business model, the entire investment (including franchise fees) can typically be recovered within 4 to 6 months
in most cases.

What are we looking at?

Partner Selection Criteria

Our distribution model is not just an opportunity to earn money, but also to build long-term credibility and respect. Therefore, we are
highly selective in choosing the right partners who align with our vision and values.

Beyond the minimum investment requirement, we look for partners who demonstrate:

e A strong entrepreneurial mindset and business ownership attitude

¢ Ability to invest needed money to set up-business and scale up.

e Basic technology proficiency to effectively use digital tools and systems

¢ A high level of commitment and drive to succeed

o Willingness to dedicate full time and focus to build and grow the business
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We believe that partners with the right mindset and execution capability are key to mutual success and sustainable growth.

Next Steps: If the above details resonate with you, we request you to write to us at purely@oposwater.com OR supportus@oposwater.com, clearly indicating your

confirmed interest with your desired location in taking up our distributorship. Upon review, shortlisted applicants will be personally invited to Hyderabad for an in-depth
discussion to take the conversation forward.

e Kindly revert with your interest only if vou understood the entire concept, if vou can invest the needed money and time and
can fully dedicate vour time for at least 12 months.

e [If you are convinced about taking up this opportunity, then we request you to please mention in detail on why would you like to
choose this opportunity and why should you be chosen over others and what are your marketing strategies to take this business
forward while replying with vour confirmed interest to us on email.

e As we are receiving dozens of applications for every location, the above step would be helpful for both parties to conclude
this decision in a win-win manner. (Owing to the huge competition for each spot, it would be advisable to avoid one liner
replies stating “we are interested / ok / yes etc.,” to have a better chance of evaluation.

e BASED ON THE REVERTS (and quality of reverts) THAT WE RECEIVE BACK ON EMAIL: KINDLY NOTE THAT
MEETINGS SHALL BE SCHEDULED:SUITABLY only to such reverts, which would be shortlisted.

Timelines for Next Steps: Once all terms and conditions are mutually agreed upon, the company will require approximately 60 to 90 days to commence operations
at the partner’s chosen location. This timeline includes machinery installation, system setup, and complete operational launch.

Our Assurance

We offer complete peace of mind to our partners. 100% of the investment made prior to the commencement of business will be refunded* (machinery would be valued at
depreciated value) should the distributor choose to exit after the lock-in period of 36 months, as per the agreed terms and conditions.

*Conditions apply



mailto:purely@oposwater.com
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Kindly Note:

We are truly overwhelmed by the humungous response received. We wish to humbly inform you that we are currently flooded with calls and enquiries, with multiple
applications being received for each location. We sincerely request your kind cooperation and patience, as our team carefully reviews the thousands of applications received
and will get back to suitable candidates in due course.

Thank you for your understanding and continued interest.

Customer Support: purely@oposwater.com
Escalation Email: supportus@oposwater.com
Contact: 88 977 977 37

Disclaimer Note: This document has been issued solely pursuant to a request received from the recipient and is provided for informational purposes only. Any financial
figures, projections, or illustrations contained herein are indicative estimates and are dependent upon multiple variables including, but not limited to, the distributor’s efforts,
operational efficiency, compliance with company guidelines, market conditions, and external factors. No representation, warranty, or assurance—express or implied—is
given by Oceana Positive regarding profitability, income, or business success.

Nothing contained in this document shall be construed as an offer, promise, or.guarantee of distributorship, revenue, or return on investment. Any distributorship shall be
granted only upon completion of due diligence, internal approvals, and execution of a definitive written agreement setting out all commercial and legal terms.

Oceana Positive does not appoint or authorize any agents, brokers, intermediaries, or mediators to collect monies or make assurances on its behalf. Prospective applicants
are expressly cautioned not to make any payment to any individual or third party claiming to represent Oceana Positive. Any financial transaction, if and when applicable,
shall be made only after execution of the formal agreement and strictly in accordance with the payment terms specified therein.

Prospective partners are advised to undertake independent due diligence and seek professional, legal, and financial advice prior to entering into any arrangement. Oceana
Positive shall not be liable for any loss, damage, or claim arising from-reliance on this document or from dealings with unauthorized third parties.

All communications and transactions must be conducted exclusively through the official contact details provided by Oceana Positive.

Plastic Harmful — Clarification -- For environmentally concerned people:

While we all know that single use plastic is-bannedand we must be responsible enough for plastic recycling. Oceana Positive is a plastic positive company, which means we
recycle more plastic that what we produce leaving a positive foot print. Further, plastic bottles less than 200 ml is banned by the government and above 200ml all plastic
bottles are mostly recycled. Further there are alternatives available like bio degradable plastic, tetra pack etc which can also be provided but the costing would be significantly
higher. Glass bottles create more pollution than plastic and which is a separate subject of discussion. In nut shell, we wish to clarify that while we cannot eradicate plastic
usage instantly, we are a responsible organisation to be plastic positive.
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1) Do you supply only bottles or bottles filled with water?

We supply various types of water in various shapes of bottles in various SKU's (Stock Keeping Units) as per the local demand and as
per the distributor needs.

2) Do we need to set up any water plant to do this business?

No. you do not need to set up any water plant. We shall supply you the finished goods i.e., water bottles and as well as the needed
labels to be affixed as per the customer's need/brand. Only label applicator, quality check screen and repacking machinery are needed
to this business. Any other machinery or any water plant machinery / set up is not needed.

3) Is this a Distributor model or Franchise model?
It is prima facie a “Distribution Model” with some goodness and benefits of Franchise model.

4) We have filled the application — what next?
We are humbled to having received excessive applications for each location. After aspirants submitting the application, our team will
review all the applications received for such location and filter the applicants based on the data submitted and all the filtered
applications would get a call.
Post such call, a further filtration happens and few shortlisted aspirants would be called to Hyderabad on a specified date to give them
complete details and one amongst these would be selected as our distribution partner in a win-win scenario. We aim to complete the
process in the next 15 days.

5) Thave applied for “XYZ” location — what territorial rights will I have as a distribution partner?

For all the locations specified, post the agreement is signed, the assigned geography / territory would be exclusive to the distribution
partner and company does not interfere or directly sell in the assigned territory.
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Further, our distribution partner can appoint sub distributors in his region with prior approval from the company.

6) Are you guaranteeing the returns?

No, we are not guaranteeing any returns. We are only indicating you the possibility of an earning potential subject to sales. It depends
from person to person and varies from location to location. We are only helping you set up an established business model backed by
our experience and brand name well established since 2013, minus the usual bothering issues and not guaranteeing any returns.

7) What is the Estimated monthly profit for us?

If business is done as per suggestions and guidance given, this model can earn a net profit of Rs.2/- to 3/- per bottle on an average.
So, if a distributor can sell 1 lac bottles per month, then he can earn around 2 lacs to 3 lacs per month of net profit (after all expenses).

8) Can you please explain details about the Loan amount of 80% mentioned in the video?

We can speak to couple of banks and NBFC's whom we share a good rapport with and facilitate to arrange the loan of up to 80% on
Machinery and in some cases working capital needs as well. It is purely based on individual credit history and the company only acts

a mere facilitator and does not provide loans by themselves.

9) Can you please explain per bottle cost? how much will it cost the distributor and what is his margin etc?

This is an integral part of business discussion which shall finally take place with the signed distributor partner in person and
cannot be shared with all aspirants. It also hugely varies on what type of bottle, what type of water, what type of cap, what
type of packaging, what type of label etc.,. For now, as indicated earlier, one can safely assume the net profit per bottle would

be in the range of Rs.2/- to Rs.3/- per bottle on an average.
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10)Is water supplied safe? how are we different than other MNC brands like Bisleri, Kinley, Aquafina etc.,?

R M s

Our water supplied to you would be of superior quality and produced from a fully automatic set up like any other MNC brands

like Bisleri, Kinley, Aquafina. Our water quality and certifications etc would all be available in public domain for easy
reference.

11)Can you please explain little more about the marketing support from the company?
This business has a unique beauty which is this is perennial in nature unlike many other businesses.

Our company provides the below support

Full scale product knowledge and sales training to the distributor

Full scale end to end customised App to do sales and service

First 90 days sales support

Social media campaign support during the launch phase

Company provided mobile number and an exclusive TAB to use the app.
Centralised leads support

Royalty to leads passed to other distributors.

12)Can you please brief us on where will you supply your bottles from?

Natural Mineral Water would be supplied from our own Himachal Pradesh factory and packaged drinking water or any other
types of water would be supplied either from our own factories / our co-packing units / our other leased manufacturing units /
our leased-out units. But all our supplies would be from 100% fully automated set up as per our standard SOP's and meeting
our highest level of quality norms. So, company will decide based on their convenience to send the water bottles from their
choice of water factory unit based on their logistical / productional convenience.

Choice of supplying location/factory would strictly be Oceana Positive's call.
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We are sorry that we do not encourage and cannot take you to our manufacturing units considering stringent quality norms that
we follow, but the finalised aspirants would be invited to visit our distribution centre to experience and understand the
business model.

13)Can I visit the factory?

14)Can you please explain details about the transportation cost? who must bear?

Our water bottles are sold as Ex-Factory and transportation from the factory to distributor location is the distributor
responsibility. Our workings which are provided indicating the net profit of Rs.2/- to Rs.3/- per bottle has already factored this
transportation cost as well.

15)What is the company policy w.r.to damaged stock?

Transportation damages are not in the company scope and any other product damage other than the transportation damage,
then 100% replacement is provided.

16)Does your company provide any credit to distributors?

No. it is 100% upfront payment only as we aim to empower our distributors to earn maximum profits so we operate on wafer
thin margins and hence credit is not possible.

17)What is the duration of this distribution contract and what are the exit / termination clauses?

Our license is issued initially for 3 years and renewable once in every three years. Company reserves the right to change any
terms and conditions based on distributor performance.

There is a lock in period for 36 months post which the distributor can choose to exit by giving the company 90 days’ notice and hand
over the business back to the company.
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ANNEXURE A

30
S.No. ZONE Locations Available in AP as on 18/03/2026 CATEGORY .No. Locations Available in Telangana as on 18/03/2026 |CATEGORY
1 |Srikakulam Srikakulam district C 1 Adlilabad c
2 |Vizianagaram Vizianagaram & Parvathipuram Dists C 2 Nirmal - ¢
3 |Anakapalli Anakapalli district + Paderu Revenue Divisions of ASR B > Kumurambheem Asifabad ¢
4 Nizamabad C
4 |Kakinada Kakinada district B 5 Medak _ ORR Limits B
5 |Amalapuram Konaseema district C 6 Karimnagar + Peddapalli B
Rajamundry & Kovvur Revenue Divisionss of EG Dt (excluding Nallajerla, 7 Mancherial C
6 |Rajamehendravaram Devarapalle, Undrajavarm & Pervali mandals from Kovvur Revenue Divisions), 8 Jagital c
Rampachodavaram & Chinturu Revenue Divisionss of ASR B 9 Jangaon ¢
, Tadepalligudem Revenue Divisions and Nallajerla, Devarapalle, Undrajavarm & 10 Bhupalapally - ¢
7 |Tadepalligudem ) L Hyd North ( Bachupally, Bowrampet, Gandi
Pervali mandals from Kovvur Revenue Divisions C Mai .
aisamma, Shambipur, Kandlakoya,
Bhimavaram Naraspuram & Bhimavaram Revenue Divisionss. C Bahadurpally, Dhulapally, Kompally, Upto Suchitra
Eluru Eluru District B Xroads, Jeedimetla, Shapur,Medchal, Hakimpet,
10 |Vijayawada East Vijayawada East Constituency + Tadigadapa Muncipality A Devaryamjal Upto Shamirpet, ORR Exit 4, 4a, 5, 6
. Vijayawada Central Constituency +Vijayawada West Constituency + Ibrahimpatnam &7 outer to inner and from Exit 6 to Suchitra X
11 |Vijayawada Central 11 Roads ) A+
Mandal A Hyd South ( Malakpet, Santosh Nagar, Yakuthpura,
12 |Ibrahimpatnam Mylavaram & Trivur Constituencies ( Excluding lorahimpatnam Mandal ) C Gowlipura, Shah Ali Banda, Barkas, Bahadurpura,
13 |Nandigama Nadigama & Jagayyapeta Constituencies C Puranapul, Afzalgunj, DRDO, Santosh
14 |Vuyyuru Vuyyuru Revenue Division excluding Tadigadapa Muncipality Area C Nagar,Kishanbagh, Balapur,Kanchanbagh,
15 |Gudivada Gudivada Revenue Division C Chandrayangutta, Pahadishareef And Upto
16 |Machilipatnam Machilipatnam Revenue Divisions C 12 Tukkuguda ) A
17 |Guntur Guntur Revenue Divisions Minus Tullur Mandal A HYDERABAD CENTRAL _BANDALAGUDAJAGIR,
. ATTAPUR,MEHDIPATNAM,UPPARPALLY,
18 |Bapatla Bapatla district ¢ LANGARHOUSE, SITARAMBAGH, KARWAN,
19 |Ongole Prakasam district B JIYAGUDA, MALLEPALLY, NAMPALLY, GOSHAMAHAL,
20 [Nandyal Nandyala Full district C GOWLIGUDA, HIMAYATANAGAR,
21 |Kadapa Kadapa & Badvel Revenue Divisionss C NARAYANGUDA, CHIKKADAPALLY,SUNCITY,
22 |Proddutur Jammalmadugu & Pulivendula Revenue Divisionss C 13 |KISMATPUR A
23 [Chittor Chittor district C 14 Bhadradri Kothagudem ¢
24 [Tirupati East East of Tirupati railway station & Tirumala A 12 Bﬁuryapet. , E
25 |[Tirupati West West of Tirupati railway station & rest of the Revenue Divisions A 17 N::;aon na dgalrl C
26 (Srikalahasti Srikalahasti Revenue Divisions (Renigunta included) C 18 Wanaparthy/Gadwal C
27 [Naidupeta Gudur & Sullurpet Revenue Divisionss C 19 Narayanpet C
20 Vikarabad_ORR Limits B




