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GoOpti occupies a unique market niche Financial highlights
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More convenience at lower price
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Taxis are too expensive Public transport Micro-mobility and
for daily usage and is in most use cases car-sharing aren't Personal cars are '
longer distances inconvenient always available more and more expensive

and can be stressful

The market potential is immense

In EU 40% of all transport emissions ‘
come from personal vehicles P %
Traffic jams Available SOM - 7,SB$-253$
parking spot?
SAM - 50B$-166,5B$
TAM - 100B$ to 333B$ . Airport shuttle . Airport shuttle & Intercity

Door to door service of taxi at the price of a bus.

GoOpti service is: GoOpti in numbers
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transported active OPTI routes
e Al powered 76% of our clients would 800000,0 passengers
e minimisation of empty km otherwise travel by car
e 75% occupancy therefore our 1 van removes 700000,0
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How does it work
. Carrier Franchisee . Regional Strategic Partner . Franchisor
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Departure time: Departure time: Departure time:
Defined by GoOpti within Defined by customer Defined by customer Franchisor 15% Servers, payment gateway, SMS, other fees
customer’s flexibility window o
RSP case by case Marketing costs, Customer support J um p on ourri d E!
Franchisee 20% Costs of execution
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reliability, and facilitates additional supply to manage demand
Passengers pay more to set their own departure times, and less peaks
if they adapt to GoOpti's schedule Contact: Marko@GoOpti.com Tomaz@GoOpti.com

www.GoOpti.com




