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An Al platform that creates

footwear with predictable
demand

Create, test, and validate winning footwear
concepts before production begins. Cut R&D
spend and get products to market faster.

Seed Round - €320,000 for 10% equity



Creative lllusion: the footwear industry still relies 2 nxx 2
on outdated development methods e
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. bal duces more than 20 billion pairs of shoes every year.

« Despite this scale, most product development processes remain manual and fragmented.

* Brands depend on designers, factories, and suppliers working through slow iteration cycles.
* Digital tools for footwear product development remain extremely limited.




DEVELOPMENT CHAOS I8

ITERATION WALL

- Large R&D investmentsqre quw@dffcﬁ' each CoIIectLq
- Product decisions often based on-intuition { 4
- Market validation happens after production

- Failed collections create costly unsold inventory
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Gap from Guesswork Data-Driven Accuracy
 Manual chaos: 10+ specialists guessing what the market wants.  * Optimized efficiency: 1 specialist instead of 10.

« 30% waste: millions of dollars go to landfill every year. - Market-aware generation: concepts are shaped by real market
« Post-production testing: failure is discovered only after the parameters — geography, price segment, positioning.

« Grounded in real components: generation is constrained by actual
manufacturable parts, not abstract output.

product already exists.




27 years of footwear manufacturing
experience combined with
investment expertise and

Al-powered product analytic

T
S ‘_j
Irina Kremen

25+ years in fashion footwear — brand and collection y
development, and operational production management.

Al-powered generation of footwear concepts
Research into market directions for collections
Validation of product ideas before production
Reduced market risk in footwear development

Professional expertise: industrial design, product strategy, and Ly
factory process organization. /

o -
ANKKA is not another black-box startup. It's built on
deep, data-backed experience in real-world R&D

validation, and trained on thousands of commercial
cycles.

Daria Kostiuk

15+ years in investment banking — Goldman Sachs (New Markets Equities
Sales, 2009-2011), URALSIB (Equity Sales & Trading, 2007-2009); experience
with institutional clients, IPO placement, block trading.

MA in English Linguistics, MSLU. Leads fundraising and investor
communications.



ootwear

Components as

i
used by manufacturers worldwide.

|
Real

Al starts from real footwear components

the Starting Point



How Brands Define

Product Strategy

Brands define market, style, and price positioning before generating product concepts.

Market
/!
RUSSIA CHINA INDIA
IRAN JAPAN
KAZAKHSTAN KUWAIT KYRGZYSTAN

~¢ 7

Product Category Brand Positioning

™
& % == | granps

and premium tier.

Bs 3 L || waes

CHELSEA BOOTS CLOGS COWBOY BOOTS M A R KET

R el S
€15 - €40
D'ORSAY DERBY DESERT BOOTS Good materials, volume-driven
quality. Ideal for brands.

== £~ CREATIVE

LOAFER MOCCASIN MONK STRAP

Price Segment

ULTRA-
ECONOMY

€5 -€15

Automated, standard materials.
High volume focus.

ULTRA-ECONOMY
€5 - €15

Automated, standard materials.

High volume focus.

CREATIVE
€40 - €100

PREMIUM
€40 - €100

2\

DAY



-rom Components
t0 Product Concepts

Al generates multiple footwear concepts from a single
component based on selected market parameters.
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Replacing Traditional Product & :) s
Development R '

Customer

Traditional development
costs €20k+ per month.

ANKKA replaces it with Al
product intelligence

for €10k/month.
Market research Traditional Product
& marketing Development
€10 000/ Mmonth Design teams
€12 000 +/month
\ -



€39M LN KK A
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Projected ARR

Year 5: growth on the T2D3 trajectory

€30B

annual R&D spend on

footwear products

€3808B

Global footwear
market
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Strategic Market Entry: €89M ARR ~

Scalable SaaS Rollout

Paid subscriptions
» Footwear brands using ANKKA for product development

(2—3% conversion from demos).

Ecosystem Integration

\, Sales activities
\ » Cold email » Trade fair meetings
\ » Cold calls * Product demos

/ Pilot Testing

D
=
=
g Target company pool established
S

* Footwear brands e Private-label makers
« Manufacturers » Design studios

Entry via Strategic Clusters

Footwear industry * Industry trade fairs (MICAM, Lineapelle, AYMOD)
ecosystem » Footwear industry databases
 Partner and contractor networks

g

2\
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Unit Economics ~
Metric Value
| ARPU €2,999 / month
bR CAC (Year 1) €2,800
. Payback period < 1 month
e TV €71,976

LTV / CAC 25.7x = 110.7x

/4
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Profit Growth and Return on Investment

Year 1

Annual profit (€M)

Year 2

Year 3

Cumulative profit (€M)

Year 4

Year 5

Investment: €320K
Profitable starting Year 1

€11.9M

Return
on Investment

10% ownership x cumulative profit,
Years 1-o

13



Use of Funds
Seed round: €320,000 for 10% equity

Operations & Legal
6,3%

Product Engineering
15,6%

Trade Fairs & Industry
21,9%

Al Platform Development

28,1%

Sales & Marketing

28,1%

/4
>\

2N\
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Q3 2026: Prototype Rebuild

» Rebuild the Al prototype

« Restore the SDXL pipeline
* Internal testing

* Prepare demo stands

Q4 2026 — Validation

» Demos for manufacturers
* Pilot testing

* UX improvements

* EU patent preparation

Q4 2026 — Platform
Development

» Web platform interface

» Component library integration
 Design parameter system

* Industry network expansion

Q4 2026 — First Sales Launch

* Pilot subscriptions

* Manufacturer partnerships

» Expanding the EU manufacturer base
* Initial B2B adoption

C Q12027 —

Market Entry

» Contracts with EU brands
» Expansion into Spain and Portugal

« B2B distribution partners
* Filing for Italian patent



Daria Kostiuk — Fundraising & Investor
Relations

15+ years in investment banking and
equities sales

Technology and
Industry Expertise

Executive Director at Goldman Sachs (New
Markets Equities Sales, 2009-2011) and
Vice President at URALSIB (Equity Sales &
Trading, 2007-2009) — work with Russian

Irina Kremen — Co-founder / ‘ ANKKA combines deep footwear

and international institutional clients, IPO Industry Expert in Footwear Pavel Komarov — Entrepreneur | 'r:Ianufacthljrlng Txpertlse V:Ith

placement, block trading Manufacturing -3 . -powered analytics, enabling
27+ years of experience in product and product strategist with | brands to create and test

MA in English Linguistics, MSLU development, brand building, and experience building digital successful footwear concepts

platforms and tech startups
Founder of IndexCode SRL (lItaly)
and several digital products
Previously led a company that
received official Innovative

before production begins.

production management ‘
Led collections, factory pipelines,
and product strategy for
international markets

Expertise in industrial design,
footwear manufacturing, and
commercial cycles — the foundation
of ANKKA's product analytics system

Leads fundraising and investor
communications for ANKKA

Startup status under Italian

national law

Focus: product architecture, Al
platform strategy, and business
development
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45 706 33 81




