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1. &% % X (Distributor definition)
1.1. EX (Definition)

N TRIREP ST, Bt PR IR RS G RO, K SHERR] C “AR7 )
XA REET R E R RIE TR R M SRS, 2AFKNNEE
Jikte AwIHESIEEIT MM T LA, A S KIS R RIE.

In order to standardize the market order of product sales and further promote the
integration and effective utilization of resources, Yonggui Group (the ” Company
”) manages its distributors through a distribution system. It is the company’ s
long—term operating policy to actively promote the distribution system and develop
the distributor sales network. The company formulates various policies and the
distributors abide by them, which is the guarantee of long—term friendly
cooperation between the company and the distributors.

2457 (Distributor)

LW S AFEZRPIUTARZME R @M ) PR XE “X
B AR AR A S RIS R T AT R A B ST SR,
RFe o KA, SRIE AR, R XA,

A SN X A BN AR TR NSRRI AR, RIZAH R o A2 w1 K
TR ST AR, RIERUELE B4 SO AT . AR 24510 M AR L AR,
BTN A RIS bt E A AR i A B LA R 44 SORAME R, U7 Z I AN R A7 i
FPERERS . AELAHIET, SRR B T35 M E AW A T SEA I 2,
AR ok B TS R PT2 € BB 2R .

LT, £S5 ARSI E T, BB THMEN, Ar 5252
KREFRR, AFZttEr, Ml N, AREEAT, RERELAFMAEA,
MO RIS PARB AR, AR S BGE BN T AT AR £ A A R
PN (A7) 7&iH.

WEIR A~ F] SEAT A A AR ], PRI, 2 A <SR L R 8-
SRR . LMEESZLER, AFAREIESWEE I, JFhaHE o
A AGHA N A DT T

AL T WA 7] 5 L85 I B 28 i A T 2 EI— 7 . ARIARR T AN
BALHEEF M I LA R IR R e A &, S ERE TIra el T
PLIESY

Distributors undertake the important responsibilities of promoting the company’ s
products, driving business and increasing market share within the region (“region”)
stipulated in the currently effective distributor agreement (“distributor
agreement”) signed with the company. Distributors in the region should give full
play to their strengths, pay attention to specific projects and customers, and
expand regional or industry markets.

The main difference between distribution and agency is that distributors refer to

the following types of business entities, that is, distributors first purchase

products from the company and obtain the ownership of the products, and then sell

them externally in their own names. Agents refer to the following types of

commercial entities, that is, there is no need to purchase products from the company,
3
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and the company entrusts them to sell the products in the name of the company, and
there is no transfer of product ownership between the two parties. Under the
distribution system, the distributor’s income comes from the price difference
between the sales price to the customer and the purchase price from the company,
while the agent’s income comes from the agency fee stipulated in the agency
contract.

Under the distribution mode, both the distributor and the company are independent
corporate legal persons responsible for their own profits and losses. The
relationship between the company and the distributor is a sales contract, with the
company as the seller and the distributor as the buyer. In the agency model, the
agent is the agent of the company, and the two parties are the legal relationship
between the agent and the principal. The legal consequences of the agent’ s actions
within the scope of its authorization are borne by the principal (company).

Since the company implements a distribution system rather than an agency system,
distributors are not allowed to use titles such as “general agent”, “agent” or
similar titles. If the distributor violates the agreement, the company has the right
to terminate the distributor agreement, and the distributor shall bear the
corresponding legal responsibility to the company.

This distributor manual forms an integral part of the distributor agreement between
the company and the distributor. The company has the right to unilaterally modify
this distributor manual from time to time and notify the distributor of the
modification in writing, and the distributor hereby promises to abide by all
modifications.

2. EEFHIES5 Y (Channel application and evaluation)
XT A BN AR EHEE AT, AFEIRIEE T PRHZIE A w]§E BIPRS00 72
HHIERAERE ( “@HERRIEN O SR, hitbioe 2 S HEE1E.

For companies that wish to become distributors of the company, the channel
management department of the company will evaluate

the distributors who apply (” distributor candidates ”), and then decide whether
to start cooperation.

2.1. Pk (Evaluation method)

PGB I R 2R 80 R e N Kz & Fs 77, RN A p s e NAE = i & B A&
HIEEESE ). EESEJTESEEART LU IANEZR: SEXEIT B SRERE. =i
206 WIESTETH . ARES —FERaETL. SRS AR N REE. 4T 5 A 5%
R STEATEMk, B AT ERGE IR NS IS AR B, FHIHRE
FRINIIE

T PG A A N RN A T N B EAETURE , [ ik NIt s A | A IE R
FSEROANERAEG, AR 528 g NS T 28 s EmU e .

WL N IUEAT—FETE, A F G AR ARER 8 i PSR4 - A4 R Y A
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> HRAHH R PNUIZ)E

<> YA AR B S~ m A BOR (B EAR T A7 S 2Hm S AW o
WEAALHE T M & NE

> ABEEANA] 2 T 4 AR BRSO B

N =P HINIVALE /N TR

& WK, BlsE iz
< HAARFELIERTEE .

KL, AR FEE, AFABCRT 2152 EEIT WEHmE P, HICOUK B1E
S L . BERTH RS IZ AR, PR OB 2 =] g SOV AR T

The evaluation criteria reflect the long—term development potential of the
distributor candidate, which is reflected in the distributor candidate’s
investment in product sales and their comprehensive strength. Comprehensive
strength includes but not limited to the following elements: distribution area
industry coverage, product sales experience, potential cooperation projects,
promised sales in the first year, overall sales and technical personnel, industry
qualifications and financial status, etc. For some product lines, distributor
candidates are also required to participate in relevant product technical training
and obtain qualification certification.

The distributor candidates who pass the assessment will enter the company’ s
internal certification process. After the distributor candidates comply with the
company s certification requirements and complete the certification process, the
company will sign a distributor agreement with the distributor candidate and issue
a certificate .

In case of any of the following circumstances, the company has the right to terminate
the distributor agreement and terminate the distributor’ s qualification at any
time:

<> Violation of the stipulations of the distributor agreement:

<{ Disturbing the market order or violating the company s distributor policy
(including but not limited to the distributor agreement signed by the company
and the distributor and the content contained in this distributor manual) ;

Unable or non—payment to the Company in whole or in part;
Has vicious records of receivables:

low market sales capability, or poor market competitiveness; or

T

Other circumstances that do not comply with the agreement.

In the event of any of the above situations, the company has the right to
unilaterally terminate the distributor agreement signed with the distributor, and
does not need to bear any form of liability for breach of contract. Disqualified
distributors have no right to apply to the company to become a distributor again
within two years.
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2.2, B AZHEEH (Newly signed distributor management)
2.2.1. L4 € X (Definition of Newly Signed distributor)
IS LV AR FR RS LRI AR Y 5 A w28 T I AT ArT 248 P UL PR S AR

Newly signed distributors refer to legal entities that have not signed any
distributor agreement with the company before signing.

2.2.2. A2 v 1 HERSE (Exclusion of newly signed distributors)

AT 5 )BT I 2 B 7 WAL B ot 5% ) T A R P A SAA, 5 A W] R
BATRTIRMSRL AR, AR TSI 28R .

EATZHEAFUEREBIR B A F] TR AN AR RS EME. 2
HHAELIR. WL A SRR A GA T EMmE 0 S B Aw.
ZERH TR S AL B ALUE -

Any legal entity that has signed a distributor agreement with the company or is
substantially equivalent to a distributor agreement, if it signs the aforementioned
type of distributor agreement with the company again, it will not be considered
by the company as a newly signed distributor.

No distributor shall ”join” the Company’ s distributor team by changing its name,
setting up branches, subsidiaries, etc. The procedures for changing the name of
the distributor, establishing subsidiaries and branches shall comply with the
provisions of this Manual on the management of the name change of the distributor’ s
branches, parent—subsidiary companies and distributors.

2.2.3. LA T B TR (Newly signed distributor application process)

! |
R IR FLATKT | L BB
2 A AREERTH pd ®) | EMGER
ERRIEXLH | | SEEIEEA i
REVpZ BRI | smEmE
TRGHLHE 1
BHEHIRIEN EAN3) B
LB A & 1E RS ERiE

ZHERFREATERRZEZER (Information required for distributor candidates) :

& INERAAH R R N A BB RIE N SRR (RELW A F35)
FEATE LA

< SRR R E AR EIAZ B s o~ &,

> R NI T S5 S S TR (RGN T, SRR R
BRSNS HBUR RS R
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Nl 73N = i UGB &

> HEEJ7HARE NBREIE ) s UK

<> AEONTEEAR AR AR TR

< “Potential distributor Questionnaire” affixed with the official seal of the

distributor candidate and signed by the legally authorized representative of
the distributor candidate (see Appendix 1 for the sample);

< A photocopy of the business license of the distributor candidate with the
official seal affixed;

< The latest audited financial report and audit report of the distributor
candidate (if not externally audited, provide the annual report approved by
the tax bureau for annual income tax settlement) ;

<{ Distributor candidate’ s most recent financial statement;
<> Candidate credentials from a third party, if any; and
Other information that the company deems necessary to provide.

2.3. AW HEA4EH (distributor name change management)
LB 44T (distributor name change management)

AR TIEWAETEINHE, RIERELMEE A, RAmAiEIEEH. 248 i
JSAE B A2 i 2w R A PR A7 B o A AR G Tk

Due to the needs of normal business activities, the distributor changed the name
of the distributor according to law, and the original company name ceased to be
used. Distributors should be responsible for review and go through relevant
procedures through the company’ s channel management department after changing
their names.

FrE% R (Required materials)

< LRATECE BRI E R E A E s (e

<> HEA RS AENE G, SRR E (BEMIE g A a1 AR
;

> HARAMERIT P EAT. RATIKS . d ik, RN BRI (BERTE. A%
) .

< Notice of the administrative department for industry and commerce agreeing to
change the name (copy):

<> Business license of corporate legal person and ID card of the legal
representative of the distributor after the name change (copies and stamped
with the official seal after name change); and

< Bank of account, bank account number, mailing address, contact person, and
contact information (including telephone and fax) of the distributor after the
name change.
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H A4 T2 (Name change procedure)

> ARREEHAESE TR RRS, KA A S ARG, AR
AR A 7

> HEXEREHEMARHE A E T (I RN Esi A
ZAHRR IR (EHRIET) IRIe AR REE A, WHCPHESS.

<{ After reviewing the required materials, the company s channel management
department will notify the relevant departments of the distributor’ s name
change and change the corresponding content in the database;

<>

< A supplementary modification agreement to the Distributor Agreement is signed
by the rebranded distributor and the company regarding the renaming; and

<{ The distributor returns the original “distributor Certificate” to the channel
management department of the company and receives a new certificate.

2.4, BBV ERZ IS (Distributor evaluation and examination method)
NETURAAN T AIERN, SRAMER R S EFeAE NS R TS B A AR .
AT IR G 71, AR SR A B St RS, (SR
Wl ZEH R BUERPAT R E Y E S AT, SR e MR AT RS R EA R
Wt IR AR LA VA B % 45 IR e 2 15 B e AL e 15 44

ZAHE AT 70 R (SCORECARD) KHE N [EA A 2L R I B KA, TRk T —4F JERH

FESETE
O T R R AR T L R RN T

The company has always been adhering to the principle of fairness and impartiality,
and adopts standard quantifiable measurement indicators as the standard for
distributor evaluation and assessment. In order to better maintain the vitality
of distributors, the company will continue to track the all-round performance of
distributors in terms of sales performance, breakthrough areas, credit performance,
distributor policy implementation and business ethics on a semi—annual basis and
feedback, and will decide whether to reposition or renew the contract based on the
results of its annual assessment.

The distributor’ s scorecard (SCORECARD) will serve as an important basis for the
annual distributor reward and determine the distributor’ s honor level for the next
year.

The company s channel management department will issue scorecards to distributors
on a semi—annual basis .
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LR ZEEIIEIT/7F (SCORECARD)

distributor Quarterly Communication Scorecard (SCORECARD)

1 & 5 b WELPEE | METRE | FAERLSR
Annual
Metrics first half |second half assessment
results
<500, 000 ¥
o A 2
LA B BB NA
oL 8 Total annual sales 5=500, 000 Y
honor assessment (CNY) Gold
>=1, 500, 000 I
Platinum
>=5, 000, 000 B %
Diamond
T T 0 TRk
Overdue payment
‘ ) LRH R P15
i J 28 P e BUSR
1 violation Degrade x 1

Violation of

distribution system
and policies 2R3 [ [%24%
2 violations Degrade x 2
3SR B SR T
3 violations disqualification
- TR L2 )
A B A 2 i
Corresponding Honor
Annual Sales Rewards
Incentive
B A% T H ATk N T 9‘%%}2}( HT SR AR L
Skl
Yellow Line Price Ttems
yellow line price items that are
not included in the award
calculation base
HoAth HARATE N3 vE B BOR ) I H &
it
Others
Other item amounts not included|
in the award calculation
technology
Kt
Total rewards
PN E
W
i Distributor
Conference Quota
Award
2244 T B Il 2 Jih 4
distributor Training
Incentive Quota
PR 4 R (RBAEAE/ R A
Commercial promotion support
(free samples/catalogs)
BTE:
Remark:
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3. ¥4 (Price)
2R TR RS B S B T A M R 2 B T B AL A I IR S5 AT A0 5

distributor prices are determined by the market price of specific products and
the value—added services provided by the distributor.

3.1. TiH#%E (Project reporting)

3.1.1. T H A& EK (Project reporting policy)

N A BRI HAT I H R R BUK

The company requires all distributors to implement the project reporting policy.
HAHEN (basic principles)

< BT A TR F A S I A PSR 4 T H TR XS R IX A 4
i

< TR, AFREREE A IR RIE R B e A R R E TR/
BRI [ B HERE T A

< T E ARG ME s I0H ReaE SR, (B AR AT H R
A, GEZARARIBE, W SR m NS BV E S A RERE I H 28T
[l

> HLEEAREIH RS, WA FABCHR A IRIE R s T TAF.

<> The distributor sends the project information that needs to be reported to the
regional sales manager in the area where the project is located by email or
other means.

< When filing, the company will comprehensively consider whether the
distributor’ s sales channel has completed the company s confirmed customer
visits and/or successfully recommended the company s products to customers.

<> The project registration is not exclusive or unique: the project registration
follows the prior principle, but the company has the right to arrange the
company s resources reasonably in the early stage of the project registration,
and choose to cooperate with the distributor who is most likely to win the
project after the company’ s internal consideration and evaluation .

< If the distributor fails to report the project, the company has the right to
arrange other channels to implement the customer’ s work.

4, HEREL (Sales Incentives)
X EN SR BRI, AaPBS FAHNELRD, PUBGE T2 7)Y 55 &R ) ok

The company will give corresponding rewards to distributors with outstanding sales
performance to thank them for their contribution to the company s business
development.

10



FOWFaLT

2023-2024 *EIE LB R XA &

reward system

Exhibition activitiez support

4.1, ZREZEY (Honor levels)

4.1.1. &% (Applicable conditions)

> Reda ERGANATH, X007 DT SR LA AL M R ~, AR A
KAV ILE A4

> EEXOTRITHIETR, SR A AT 1A TS
& ST FN AT T A AAR OGECR ;

11
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< REFHHERICR;

> KR DL

< EPTIARRY, g .
<>

It is a distributor officially recognized by the company. On the premise
that both parties have signed a distributor agreement and this distributor

manual, the company issues a distributor certification certificate.

<>

According to the contract signed by both parties, the distributor has fully
and properly performed all obligations;

Comply with the company’ s distributor manual and other relevant policies;

good credit history;

RS

Timely delivery; and

< Maintain market order and strong market competitiveness.
4.1.2. vFEREL (Evaluation base)

THEIE = 2 RAFEE A7 BRSRIWH P e il ORI AR

Evaluation base = the amount of products directly purchased by the distributor
from the company this year (CNY tax excluded )

4.1.3. PFEWRE(Evaluation criteria)

FRB L8 (Award Winning distributor) PEERME (Evaluation Criteria)

G244 (Gold Award distributor) PEEFEHO=50 Jit CNY CRED
Evaluation base >= 500, 000 (CNY tax excluded )

o4& % 2 8 m (Platinum  Award PEEIEHDO=150 J376 CNY GRFD

distribut
istributor) Evaluation base>=1.5 million (CNY tax excluded )

By A ¥ & 4 B (Diamond  Award PEEFEFO=500 Fi7t CNY (CRFD

distribut
istributor) Evaluation base »= 5 million(CNY tax excluded )

4.1.4, 5RZEE I E & (Honor Compliance Review)

T SE IR R Rl S R R DT Rk o 2, BT T B LA
SEORE. FOPEE A

A AL R TN LA B A ) T PE S HA 1 P S B SR F) EoR -
> 1R MIRE 1 K

> OHIR 2R MIEE 2 4

> iR 3R, MBUHRE LA B

12
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The company regularly conducts compliance reviews on the performance of
distributors in business activities, and violation records will directly affect
their honor ratings. These include the following:

If you violate the requirements of this distributor manual and other systems
and policies of the company s group:

< Violation 1 time, downgrade 1 level;
< Violation 2 times, it will be downgraded by 2 levels:

<~ Violation 3 times, will cancel the qualification of the honorary
distributor.

4.2. FEHEX (Annual Sales Incentives)

4.2.1. IR FEH(Qualifications)

AR AP AR AN

Last year’ s year—end evaluation honorary distributor

4.2.2. FEE b bR (Sales incentive calculation standard)

> HEBLSERAUE B A H AR RIS (YID Sales) HE.

< %i%ﬁi H AR AN L R S A0 PR 2 HH & HARIIS0%RI A a5 2%

Sl NIRRT AT L A A W] BRI B S BRI
PRl ONRMARFD .

JRA IR

<~ Sales performance rewards are calculated based on the cumulative sales of the
year (YTD Sales) up to the settlement date.

<$ As of the settlement date, the distributor’ s cumulative sales for the year
have reached 80% of its annual cumulative sales target to start calculating
the reward .

Subject to the following incentive factors, award base = the amount of products
directly purchased by distributors from the company and paid for in the current

year (CNY tax excluded ) .

Award conditions and award rate

Skl il EiHonorable Mention distributor &R Award rate%
LA Gold Award distributor 1%
&4 Platinum Award distributor 3%
A 454 Diamond Award distributor 5%

HEtE /AR, (Reward Calculation Formula)

13
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Annual sales reward = award base X % of award accrual rate for each honor level

R EIIHABEZE (Other Factors Affecting Rewards)

RlZE—: A —— RSO (IS SRR AT A& 451
ARG ISR AT NSl T2

= M=

I FIREE 3.1 ZMUE AR T H AT TR

FRNIE  CGREMED) AT AR, MR B B & I BT

Factor 1: Timely payment status — accounts receivable (including credit used)
must be settled unconditionally before the end of the year;

Unsettled accounts receivable will not be included in the award calculation base;
Factor Two: Price Factor

Quotation items that violate the provisions of Article 3.1 above will not be
included in the award calculation base;

Special price items (yellow line prices) are not included in the award base,
and the yellow line prices are notified to distributors at the quotation stage.

FEAHEN (Basic Principles)

4 12 7 31 HOPRMEE S . ARSI TR RN SR e i
IR B bRSERA B, AR SRR RS, T AR A LUBT ) SOl I
R 4.

ZEAH T B2 TR R ST R Bk, AR

2B TR P A i A S P I A A S B e RO A R . R A RIS N LA
g, WO T ERER

LR NAE JE BT H A, PR AR S BRATIT 0K, R B (i
I T L BB U5

December 31st of each year is the reward settlement date. The company s channel
management department will calculate the distributor’ s performance and target
completion based on the company’ s financial records, calculate the reward based
on the above rebate rate, and notify the distributor of the reward amount inwritten
form in January of the next year.

The distributor’ s bonus will be used to offset the payment for subsequent orders
and cannot be withdrawn.

distributors need to confirm the reward amount in writing and submit a reward
application before using the reward money. The application is approved by the
general manager of the company s overseas business department, and it becomes
effective after both parties sign and seal.

14
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Distributors should give priority to using the reward amount to offset the order
payment in subsequent orders, and the price of products purchased with reward money
should be calculated according to the distributor’ s normal purchase price.

4.2.3. Z5HEE FIBUR B A (Relevant instructions on distributor incentive policies)

<> A SRELE R R T AL T A8 M, T RTRE AT RIZ e 3k
(Y EINE AR

<> DLARFEAGTHEUNTE;

Filik FIRZE 3. HUERARMITE , 200 H AT AT

<> WHERFEA BAS FHRILEBUE A R VA IS K RI B A B AT AT BRRRGE: 1
SEARRIGER, A T A AFIRRAR RIS 7 B A A il El F 22 Jih RS SGR

> WHERAFMNEEEING A FEBEIRREE B4 TR .

> AEHEBELE RN K& P

> aAPEBAERE— AN T a8 _E—ErEE LS G T, P e FE
R A T AR N IAH N 20, HTO AR A BE 24 K2 iAo

< All honored distributors can only obtain corresponding rewards according to

<>

the agreement in this manual only when they abide by this distributor manual
and distributor agreement;

<{~ Based on the company s year—end statistics;

< If there is a quotation item that violates the provisions of Article 3.2.1
above, this item will not be included in the award base;

< In case of persistent bad credit performance or vicious year—end receivables
such as failing to communicate the repayment plan in time or ignoring the
company s reminders, the company has the right to deduct part or all of the
corresponding rewards or use the rewards to offset the receivables.

<{ 1In case of violation of the company s distributor agreement, the company has
the right to deduct part or all of the rewards.

<> The company expects distributors to actively develop customer resources.

<{ The company will make statistics on the distributor’ s sales performance in
the previous year in January each year, and evaluate corresponding awards
including the best sales distributor, and the awards will be announced at the
annual distributor meeting.
4.3. 2023-2024 FEEZRLTRIES) (distributor Activities in 2023-2024)
ANFIN TSRS RE SR W EAE, RS2 ZEIAS M ES), B &
HHRE EHEEINE.  Ira & RAEESF AL E T s, 77 A5
SN2 mA T PR S AR TS B
In order to strengthen cooperation with honored distributors, the company will
hold various annual activities for honored distributors, including distributor
conferences, distributor training, etc. All distributors are only eligible to
participate in various annual events held by the company when they abide by this
distributor manual and distributor agreement.

4.3.1. 257 K< (Distributor Conference)
N T iR s SRR AT ERT SIS, A RHE, AaPREHEAEIES M ER
LA RS, B REHM S AR ILFE 2500, RELHEMIMEHTE M ke
2. SIMEHEER KSR BAES 2 N RN A 7 FHeE.

15
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In order to better summarize the good results achieved in sincere cooperation with
distributors, with the approval of the company, the company will hold a international
distributor conference from time to time every year, and invite distributors to share
the glory with the company. The number of distributors’ conferences. Specific
participants to participate in the distributor meeting shall be approved by
the company in advance.

ZER RS X 4% (Distributor Conference Award Quota)

R PR Honorary distributor WEHGold |fHEZPlatinum |45452%Diamond
éé%%ﬁj(%%@)%%ﬁmstributor Conference Award Quota 1 1 2, VIP
B (Statement)
> REIVPERSAR RS SME, MEERIHEIERR, RHRARE 1 N 4
B T A T K2

& ANEPBRIEES . MERAME AT 1 MEREMRTN, BiAaREERE AT 2 AL
F B T NI 2 UOWIE] S 28 N S (75 5 18]

> AEPEEIERT A REE R AN 2 AL FE N TN A RO 2y

> BN AEINEH ER Y. LT AR M

< If the base of the honor assessment does not reach the gold level standard,
a special application may be made for 1 reward quota to attend the distributor
meeting in consideration of the long—term cooperative relationship;

<> The company will give a free hotel accommodation room during the conference
to one principal person in charge of a gold—level and platinum—level
distributor company, and two principal persons—in—charge of a diamond—level
distributor company;
<> The company will invite two principals of the diamond distributor company to
attend the welcome banquet held by the company.
<> The upper limit of each award quota is: CNY 5, 000
4.3.2. 4RI (distributor training)
N TN S RS AR B — A, IRTPRELMER AP R, A
FPREETOT A R AN E I A SRR IR RERME TS 2
A F PR 7 2
A FgE )l FERRERER I
B 3G WRFEE SN BRI
0 FHIDARBAELEN), WEISRIFEKR, FXTL5E A I,
In order to strengthen further cooperation with honored distributors and improve
the overall level and professional quality of honored distributors, the company
will hold various training and skill training activities for distributors from
time to time.
The company’ s training courses are divided into two categories:
Level A training: basic knowledge training;

Level B training: general and applied training;
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Note: The training is free online training. If there is a demand for on—site
training, both parties need to agree on the cost and bear the responsibility.
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4.4, 2023-2024 FFLERNS SRR (2023-2024 distributor
business support)
4.4.1. FHEETERI S $F(Sales data support)

4.4.1.1. 53/ (Free samples)

DR T LI e HEH USRS
Honorary distributorNo level Gold Platinum Diamond
HiEquota (CNY) =1000 =5000 =10000 =20000

4.4.1. 2. 8 A (Free catalogs)

CER AT LUEST I A R A, ARAE “PEARER” EEHREA, JRL
FEARRTEBEN . RELHME ARG RBFEAKL, SHRHRIHERT E2 A
HEHE, HHEa8m T ot.

Distributors can choose to order samples of the company’ s products, select
the required samples according to the “sample catalog”, and submit

Sample application fee subscription. Honorary distributors can get free
sample rewards, and distributors apply according to the number of samples
they can enjoy, and distributors who exceed the number will pay separately.

TREAEH WEN HER A%
Honorary distributor Gold Platinum |Diamond
fai/r2Introduction (pc) 150 300 600
AT R T 22K Industry Solutions (pc) 50 100 200
Pt FERProduct Design Manual (pe) B0 100 200

4.42. ZRHTE RS T% 85 FF(Event support for distributors)

4.4.2. 1. Tigp#HES 1E3h Marketing activities)

T IE S EFHEAIR T 7= it 2. 5= kA S A A,

T I hE) B B B2 48 AR = 3h LAY R A w7 i 13778 25 S AT k2

(1) EALES.

T SNBSS R REIATE BN 2 /DT 20750 AABRATEIKLE.

ZAFHSEE, A FPRIRHE T SR

> ARALRSE T EDE

> HAVPN R

> AFETRASHICREA, BETRL TR PR PDF (RIS RS E A M)
REEDO 5 A FPRARYE T G S EACIR LR E & R 7 i o

> AT, ARKMEES IR, BARRH 0T AT .

FERSIITTIGHET TEBI, LR ARIRE S . BRSSPI SC N AR At 5

R RIEAAH R AT T TSSO, 2w R NI N 3L

o

TGNt

> FETIHE TEANEE RGN 30 RN, SR NIREAESI ik TPE
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> AP TTIHE IS AN AR AT R AP A

Marketing activities include but are not limited to product seminars, new

product launches and roadshows.

The purpose of marketing activities is to encourage distributors to take the

initiative to expand the company s product market coverage and industry

influence.

The requirement for marketing activities is that at least 20-50 relevant

partners should be invited for each activity.

Subject to prior approval by the Company, the Company will provide support

as follows:

<> Company organizations participate in keynote speeches

<> Organize small high—level meetings

<> The company provides relevant samples, sales materials, advertising
layouts, and PDFs of speeches (provided that the corresponding
confidentiality agreement must be signed), and the company will decide
whether to provide demo products according to the specific conditions
of marketing activities.

< Distributors bear the cost of hosting, and the company bears part of the
cost of co—organizing. The specific cost sharing will be negotiated
separately by the two parties.

When holding marketing activities, distributors must assign sales, technical

support and market—related personnel to provide on—site support; according

to the scale of marketing activities held by distributors, the company will

also provide corresponding on—site manpower support.

Activity Feedback:

<> Within 30 days after the end of the marketing campaign, the distributor
shall provide a summary report of the campaign, an evaluation form and
a list of customers present.

<> The company will track and evaluate the effect of marketing activities.

4.4.22. B K& AR E /& (Exhibition and advertising media
publicity) 2w R IZ 84 S N8 Fh e o AR IE A A SRR HR080™ 45 B
HAthEAE, FH W RAF PR CEFEEART logo « BIFREE) FAHAl
MITEVERRIITIR, WIS E M AR TIIEANESH, DR & NS LA
R, G aHCHEE TR

LN T ESUE, A FPERRA R SRR

<> RSP FEAMECEAME (R PR PR EEMEEE)

& FEHENLS FONAAE R RO S PR SORE, AR ST BEARAPRL LU AR
K EAR RS
CAH T QSR 2SS P AR SR T 530, A mP R DI E SR PR ML S -
Al I, AR REIEEEES IR AR 3 2R 5.
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The company actively encourages distributors to participate in various
exhibitions and place advertisements or other publicity on appropriate
public media. If the company s intellectual property rights (including but
not limited to logos, trademarks, etc.) products and the expression of the
cooperative relationship between the two parties are involved, the company’ s
marketing department and legal department must be consulted in advance to
ensure that the advertising content is correct and can only be used after
approval by the company.

Subject to prior approval by the Company, the Company will provide support
as follows:

<{ Provide relevant promotional materials (including posters, product
brochures, product promotional materials, etc.) needed in the
exhibition.

< Provide distributors with product information support in daily business,
including product manuals, promotional materials and related promotional
material design, etc.

If distributors request to hold other forms of marketing activities, the
company will provide corresponding support depending on the situation. At
the same time, the company will also invite distributors to participate in
marketing activities led by the company.

5. A A # iR 5% (Repair and Replacement Services)
5. 1. % RBARS: (Free warranty service)

7P E R DRI R R T R R I S EmER R I, AR R A e SR el .

If the product breaks within the warranty period due to company’ s fault,
the company will provide free maintenance or replacement.

5.2. WREIAFEIFHEEIFRFIAHRARS: (Relevant services for

logistics problem)

AR e BRI BICRIFR IS RARAAE, JF ke A r 4
o AR AMARSERS, (BRARN BT S BR BT AT, BR ﬁuﬁfﬁﬂ%ﬁ%ﬁ
PRI T rl A, AEA B BB L 5L IR 30 KA AT ASEREAT B8 S A 2
KERHIEHSL.

BT ONAETRRIR . SRR A A R DR 15 RPIR B 5, 50
N AESHITEGR TR, SRR 2 AT

After the distributor receives the goods (referring to the original unopened
cartons from the factory, not the cartons that have been repacked for the
second time), if the outer packaging of the product is found to be intact,
but the goods in the package do not match the actual goods, or the goods have
not been installed and used If there is a quality problem from time to time,
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you can apply for a replacement with the order 1ist and valid invoice within

30 days from the date of shipment recorded in the sales channel.

The method of exchange is immediate delivery. The distributor needs to return

the defective product within 15 days after the company approves the

replacement, otherwise the company will not accept the replacement or return,

and the distributor will be considered as resubscribing for the new product.

5.3. BE4EBARS (Paid maintenance)

7 i 2 F T RIE ORISR . ORAS V0 B T AR it A FH U B H R (s

Ui RIS TR 457 CRE T SEUSPEAIR, A58 Sl T LAk

A 4IRS -

N ARG N AR — 7 R A B4R IE IS5 -

<> DUAAYS R T e, A iERS R, I DAAMIST R e Re i [ =507
A AT B

> MR TYEE

FIEYEAZ RS ¢ U R -

> N TENAFER S, EE WA RS AR R, —# 30 K
A S 10 R iz =]

> EYHEE], 6T ORMEIAN A SRS, ARERBIES R R, R
77 i BAE S AT R VAT BT O T Sl b o) ™ Sl AH I ) AL

> T ERAH PR REOR, A n] AT A B 4EAS ARG TR
DA B ey Hb P08 5 AR TE AR R 1) R

If the product exceeds the warranty period and warranty scope stipulated by

the company, or the failure and damage are caused by the use, maintenance

and storage of the product not in accordance with the product instruction

manual or the working environment not in accordance with the instruction

manual, the sales channel can choose paid maintenance services.

The company has the right to choose any of the following ways to provide paid

maintenance services:

< Replace it with a good product of the same model, if there is no good
product of the same model, replace it with a product of the same series
whose performance is not lower than the original product;

<> Repair the original product.

Completion time limit for paid maintenance service:

< For domestically produced products, if the domestic manufacturer’ s stock
of maintenance parts permits, the problematic product will generally be
repaired and returned within 30 days;

< During the maintenance period, for the paid maintenance products within
the warranty period, after receiving the maintenance fee, the company
will provide the most similar spare machine to the problematic product
for mainstream products and if the spare parts inventory permits.

For some special requirements of end users, the company can provide

corresponding written descriptions of maintenance status according to the
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situation, so as to better cooperate with sales channels to solve problems.

6. P T (Product ordering)
6. 1. fHEITHME X Definition of Sales Order)

W RREhaERE, HeAFRERBANZ I A7 G FL R &I
A BER T HL

NEIBMERBH BT A ST, B, s, AT TE], IR BTl AR
Ji¥) R N A

Sales order refers to the standard format order stamped by the distributor,
signed by the company’ s designated representative and affixed with the
company s special contract seal.

The company’ s standard sales order includes order content, quantity,
price, delivery time, delivery address and other content that both
parties agree to abide by.

6.2. 1 F= 5 (Ordering Products)

LR INTATIE 5, 7 e BIHE AR T, A R EE IS,
WNEIT RIARIRZ AT R E . AREIRERTHRE 2 N TAEH N S&EmAT
LB R A=

TR 5o 1T ELAE RN [RDKE R U7 B A\ 7 B T8], HIFaaTH
AT HEATIN A

HIESBUNT DIANRM, DA R SR T 1
WHARE, ITHRAFEARRE RN . HHSOT R TR ELBHE.
WHR—ZXNGEEEE, RN BHFRE, AFeRE=IE.

If distributors need to order products, they need to fill in the standard
format order completely, and coordinate internal order confirmation and
delivery after approval by the regional sales manager. The company

confirms the delivery of the order with the distributor within 2 working
days after receiving the order.

Orders need to be confirmed and stamped by both parties. The effective
time of the order will be the time when both parties finally confirm the
stamping, and start to calculate the order fulfillment time.

If the total amount of the project is less than CNY 10, 000, an order must
be placed at one time. Yellow line price orders need to be noted.

After the order becomes effective, the terms of the order cannot be changed
at will. Changes to orders require the approval of the Regional Sales
Manager.
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Once the order is signed and sealed by both parties, it cannot be canceled
at will without the written consent of both parties.

6.3. R IeEE (Delivery time)

TR RS BN [ SO TT, RAR B R B 16 B P Bt L = R T
IfTale AR A AR R R G S A BRSO, AR R F e 544
T E AR A Bt a]

DRSS R L HE R ST B RN A T R AT B 8] i, 22 e A B 1 s SR
BN, AL RS2 50, HAS R 2250, R8T R A %2,
HERRERIES] . HEHEE VIR RARLN 2 55, N ED5ERT10
NIAEH S A FIZ RS HRIR R, IR G215 RS A AE . 1IN B S e
BemplE R LAmT 3 e, BRI AR O B R B

The delivery time indicated in the order is only an estimate, which refers
to the estimated time for the goods to arrive at the warehouse or place
designated by the sales. In case of batch delivery due to out of stock,
the company’ s customer service personnel will agree with the distributor
in advance on the specific batch delivery time.

After the company s customer service department arranges the delivery and
informs the distributor of the specific delivery time, the distributor
should accept the goods immediately after the arrival of the goods. If
they fail to accept the goods on time without reason, their credit will
be controlled, and subsequent orders will not be accepted until they are
released. control. If the distributor thinks that there are special
reasons that he cannot accept the goods on time, he should contact the
company s customer service department at least 10 working days in advance
and obtain the approval of the customer service department. Temporary
application to change the delivery time must be made in writing, and only
one delivery time change is accepted for each order.

6. 4. XAk (Shipping address)

W7 B2 E VT B R BEA — NIE DL, 2 5] FORAT BRATAT B4 5E BRI Bk
WHR—223%, RannFE, EhibAaerE R .

IR DL B OA b, AL E K ITH Z iTE A 3 AN TAEH 5 A
BRI RS 2R 22w e S aA Bt p s (A2 AT ST 2
TS o ATt B SRR S AR B A F] B R RS A S AT

The order signed by both parties can only have one delivery address, and
the company will only send the order to the delivery address agreed on
the order. Once the order is signed, the delivery address cannot be changed
without the consent of the company.

If you need to change the delivery address under special circumstances,
you must contact the company at least 3 working days before the agreed
delivery date, and submit a written application to the company for

changing the delivery address (oral applications will not be accepted)
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. The request to change the delivery address will only be fulfilled after
obtaining the written consent of the company.

6.5. X HIL (Delivery method)

NFHRBEIRI N RIS . AT M S8 R N S IR &S 1 42 5
e T T DR FR B HATIE A B R4 Uﬁﬁﬁﬁiiﬁﬁ% o AZIB T SEBR AT = AR
T A E A, AR SERA T HITER, AalBARHELEERE
2T

BN B > R B A 4is e \7HTEIJ%$Z§%%F‘] NRAEE S X7
N SLE RN is e Hh (1 R FR 2R B T B AT 75T

The company provides consignment services for inland transportation of
goods. The company provides distributors with a list of inland

transportation entrusted services, and distributors can choose

transporters on the list or outside the list according to their needs.
The actual cost of the transportation shall be borne by the distributor,
and shall be settled by the distributor and the transportation company.
The company will not bear the transportation cost of the distributor.

The risk of the goods is transferred to the distributor when the company
delivers the goods to the transport company. For the avoidance of doubt,
both parties confirm that the risk of the goods during the entire
transportation is the responsibility of the distributor.

6.6. WHZiH1 (Receiving instructions)

LR RE MO B3 BT AIZ T AR RS (AR, DA (A R R A
B GIT BRATF YA AR, B RIE BE 5 EAEA U RS S,
of E;ki U E I, }\ﬂhi RN TN XTI, 2 HIRAE

BT RN GEE R T, RS IR A ], 2 R S A DUk A
La%'ﬁ iﬁfﬁﬂﬂ‘é&i, A TR AL .

NAEESRZHE A A A, WEPERTT AL, ELE S ARBKR. T
CRHTTR R, W TSR T RN, G W B BT N A b R A
I, A RrTa o w2 ARG AR e s B . I T SRR 7 KA, HEREITREEAS
PO, NFPRIATYI C L 28I IEIE, JHREXT ERBER R AR

The distributor’ s sign—off personnel should carefully check the total number
of boxes and the quantity of each specification to confirm whether there is
a shortage or wrong delivery. When the physical object does not match the
order or the goods are damaged, please immediately list the objectionable
specifications and quantities on the waybill, and require the consignee and
delivery person to sign and confirm on the waybill. For the damage of the
goods, the distributor needs to provide the delivery note and photos signed
by the delivery person, and contact the company as soon as possible, and the
company will quickly deal with it after verification. Do not deal with the
transporter privately, otherwise the company will not be liable for
compensation.

The company requires distributors to check the packaging carefully, and if
24



the delivery person refuses, please contact the company immediately. In order
to facilitate the distributor to check the goods, if the distributor has any
objection to the content and quantity of the goods received within 7 days
after the order is signed, the distributor can still raise it to the company’ s
customer service department and be accepted. After 7 days after the order
is signed, such appeals will not be accepted, and the company will consider
that the goods have been delivered safely and intact, and reserves the final
right to interpret the above policy.

6. 7. {3 (Payment)

AT 2R F2 BT 28 5 A 2R T DM BT FRORIAAT o e R LA IR S A LB AT 1Y
ERI, X EH ARG AR RZEMHRE YA EHE s, HiT$
RS2, RS R R — K.

X ESRGR BN BEHIAT L, AAH R MR DRAE L5 A BT H B ADRT— TAR FRR BRIl
AN AR ENARATIRS o X 2205 K bt H I 248 i SORIGIN SO BTRIT #,
R BCEHTREER BN 8], I AR R RS AR R o 2 PR AR I R
—DIJE R, IR PL BRI R R

RIEEFEIZIE, SREA T REB R SAHZAT BT 3R 1BTE T E T,
BIIN AT B AT RIS RAEEIFARIRTIRN, L80T8
W7,

WA ZAST, BRI HEIFIGTHEK.

XA N A IR A R A A BRI I H s 52 HAT A
B, I AR ENAIKFGE ] 30 RATIARSIATE, AFPR AR IE
I R o AENATIGIGE ] 60 RAIARSIATHY, 2 A BOEAITR - X AL 90
RN, AR EAH R, RN A I Z N ANGS AR,

The payment method will be executed in accordance with the distributor
agreement or order signed by both parties. Distributors should pay for
fulfilled orders in a timely manner, which will be directly included in the
distributor credit system. [f the distributor’s current credit is under
control, his order will not be accepted until the day when his credit control
is released.

For orders that require payment upon delivery, the distributor shall ensure
that the payment is remitted to the bank account designated by the company
at least one working day before the agreed delivery date. For orders that
have reached the agreed delivery date but the distributor has not paid the
payment on time, the delivery time will be readjusted, and the company s
customer service department will notify the distributor. The company will
not bear all the consequences arising therefrom, and reserves the right of
final interpretation of the above policies.

According to the agreement of the contract, the distributor may be required
to pay the advance payment for the order. Please pay the prepayment to the
account designated by the company when placing the order. distributor orders
will only be processed upon receipt of an advance payment.
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For distributors who have a payment account period, the account period will
be calculated from the date of delivery.

For distributors with overdue accounts payable, the company has the right
to stop accepting orders and shipments from the date of overdue accounts
payable, and send reminders to them. If the accounts payable has not been
paid within 30 days of the due date, the company will send a formal reminder
letter to the account payable . The company has the right to send a lawyer’ s
letter if the accounts payable is overdue for 60 days and has not been paid.
Distributors with accounts payable more than 90 days past due will not be
given any dues for two quarters after they have paid off their accounts.

6.8. KZEZ£ (Invoices)

BB TR I SRR, A AR RSB TAF H N ARt 4
R RN EZA RV NAEWRERIREE 16 RATEA IS5 .

After receiving the goods receipt from the distributor, the company will
issue an invoice and send it to the distributor within seven working days.
If the distributor has any objection to the invoice, it should submit to the
company s financial department within 15 days of receiving the invoice.

7. HiARARS (Technical service)
7.1. FBHSJEN (Guiding principles)

LR A VAR . A PR IR BT, AFEETTTTREE . HA
b e, HEwda S 2l AbREESE. A RRAEE AT A R B E T
i RGBSR 5055 A PEA - HRlIG R, MBS RRIMAEL,
B8R BN SRR Aaldt S AH A P RAERRIRS, [FRA W
SR ES) WBC G2 ISt E RS, BARGFE.

> BPFL, PR RGRRTT RN
& SRR

<> RO EEOR TR SO SR ;
> REVERTEIE, BORPREM.
A ARG W EABFE—THERA R AR RS, Wl Megiks, e
2 BIAL. MK A SRR S IR S5

Distributors are responsible for providing technical services to their
integrators and end users, including pre—sales solution configuration,
preparation of technical bidding documents, after—sales installation
guidance, system debugging, troubleshooting, etc. The company provides
technical support and services directly for the products and systems it sells.
As a manufacturer of products, the company only has business relations with

distributors from the perspective of business relations. The company
provides technical services to its users through distributors, and at the
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same time, the company will actively cooperate with distributors and provide
pre—sale technical support, including:

<>
¢

<>

Customer visits, introduction of products and system solutions;
Provide a product demo

Provide necessary technical information and relevant performance
certificates;

Provide necessary program configuration and technical bidding
consultation.

The company’ s service content does not include all services not related to
our company s products, such as communication, network equipment, on—site
pipeline placement, testing and troubleshooting services.
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e VAR B R I R A
Annex 1: Sample questionnaire of potential distributors

QUESTIONNAIRE FOR EXISTING AND PROSPECTIVE SALES INTERMEDIARIES
BEMNEHEFNRAENE
l. Introduction

Before entering into a new (or renewing an existing) business relationship, our
company requires your  company to complete this questionnaire. The
information that you will provide will help us to assess the suitability of your
company becoming (or remaining) our trusted business partner committed to the
same standard of business ethics and trade compliance as our company.

Your responses to this questionnaire will be partofthe information used to
decide whethertoenterinftoa new (or renew an existing) contractual
relationship with your company. After completing all questions, please have your
company'’s legal representative sign [and affix chop as appropriate].

I feifr
FES AR (BRERRR) FMAK IR Z AT, For] /i 25t m) S R R A R
o StRSRMEHEE R B BA TV 51 w2 75 A m] — FEE s A — bn
RV TERE RS S HEN, RO (BREKSE SO REME W)
[ENIZISEE
A 2 1) 26 v BB B A5 SR D 3R] R S R AT B IR B AR [
HERIHERZ . BRAREREE, HR ARERAZT O
HEIED .

Il Basic company information

L. AEER
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Ifthe information was different in last 10 years and changed in the meanwhile, please provide the past information as well:
UL A F G BN A AL, 15 FimE:
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11.4. Who are the members of the board of directors (or similar goveming board)?
L4, #EHs (EROINEEAZD uolAmps?

11.5. Please list the key individual(s) involved in the company’s senior management, the running operations and those who will manage the
relationship with ourcompany. II.5. %512 54 7] H‘Jm}z“‘ﬂijz@%gﬁﬁ%ﬁﬁlﬂl RILRE 67 5 55 3] B AR A B2 T

1L6. Subsidiaries/Affiliates. Please list (or attach) an overview of all companies in which your company (or its parent companies;
hold ownership interests.
1.6. FARIRERAF] WA (B D SR EEBEARED A AR RRTE A .

IL7. Business, trade and industry association
.7, @k, B SFmths

Please list all business, trade or industry associations in which your company holds a membership orto which your company
participate or provides services. 1% 711 53 Rl A & i Bk, 5iRZ SEERMRSHIPTARL, R BT
£

30



lll. Pastor current relationship with our company

. FARFS AR R

Il 1 Please briefly describe all pastor current business relationships with our company (period and location, your company’s primary
contact persons for the business relationship, type of business relationship).

. 1 B ERA 5 R STE 2 ATEE e T AR R (AR, STV RARMETIRAN, WS RAEF) .

Ifthere were no past business relationship, how did your company come to learn ofour company. Please list the employee(s) of your
company who are in contact with employees or our company, in connection with this opportunity to work together.

UIRZ FIR B HFEF, 5] BT 4 BRI A I (5 B A5 F 7 @ TR & 7 7T, {4
PLEAEHIT -

Please indicate if individuals of your company mentioned above were:
St BA_EFR A N L i 41t -

(i) previously or currently employed by our company  (if so, provide names, contact addresses, and details).
() RAIWAT A LEGEIR L (WRE, H1EIE T, KRR E2 7).

(ii) are anyway related to anyone previously or currently employed by our company or its affiliates (/fso, provide names,
contact adaresses, and details). (i) 75 A3 m) B w SCIE A W B HT A TalIL A TAH KB (R7A, 542
HEF, BEFHU TG 1) -

IV.  Relationships with customers
V. SEPHXE

IVA. Is your company owned (even partially) by a customer of your company (or by a potential customer related to projects in CYes / No[l
the pipeline)? IfYes”, please provide the ownership details (owners, ownership interest).

IVA. SERE RS (B R EAEHT & T B HERIBIE ) 0 (SR E) 2 O / A0

V2. Is your company currently an agent, any other type representative or consultant of a customer? Has (or will) your
company received any form of compensation from any customer related to projects in the pipeline?

If'Yes”, please describe the relationship and compensation. [OYes / NoO

IV.2.5% 7] H A2 0% P IR, RS AR SeRt s (AR MEMIEEETR op
52T H AR AR SO AT A 2

IR G T G IR LR IR I

O

IV.3. Is (orwas) any owner, director or key individual listed in Section Il “Basic Information” previously or currently employed
or compensated by a customer of your company for projects in the pipeline?

IfYes’, please provide theirnames, the list ofthe positions held and the period. OOYes / No [0

IV.3.5tR L EXCEE — iy “HAER” BrhFl R EME AR, HEREOCARTEAEANEARTHES O] /1 7O
wh BT AR S I 53 s B R T G I H A DR 2 ) O 2

IR TR, IERRHNTIRIEES T T 5 A S LR AE IR o

IV.4. Would any customer (orits employees) have a personal interest, or stand to personally benefit in anyway, as a result of
the business relationship between our companies? [OYes |/ No O

IfYes”, please explain who, how, and why.
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IVASTRR SRR (B R LD FOYSTIRM A Z [ k2556 2 LM 77 30ERHC A AR 26 2 o / @0

VI. Other relationships/affiliations
\[P-LiESINEES

VI.1. If your company acts as an agent or distributor for our company, would that be contrary to any other contractual relationship that your
company, its owners, directors or key individual have with any third party?

IfYes’, please identify theirnames and details of such contractual relationships: OYes / NoO
VLA, GRS R OARE KA P sE 4R, Ao Bt E st m AR, HEcRB N ST =T 2 8 KaFSRRM Og /| &0
HE?

IR A7, E NI S B RIE (KR I T -

VI:2. Did your company have atanytime in the past, or do you now have, a business relationship with a company that provided in the pastor now
provides products or services which compete with the products or services provided by our company or any ofits  affiliates?

If'Yes’, please provide the name and additional details ofall such indlividuals or companies: OYes / NoO
V1.2, 5t 5] 2 sRILAE R 15 55 AR ) g m) SRR AR I SR AR AR it BRI S5 AFAE T8 4 R R BT N BB Ak a5 Ake? OE /w0

e

IR GBI LA S L E IR A A e

VIII. References.
VIIL iEBEA

VIIl-1. Please provide atleast2 business references that can confirm the information provided in this Questionnaire
VIILA. 5 R 2 ZUEBA, F DA ST RITE A G R4 fE R,
AFNEESFR Full Legal Company Name fiitAddress EtZ A Contact Name FHi Telephone
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IX. Acknowledgments and Signature.
IX B\ EEE

By completing and signing this Questionnaire, your company:

< understands and agrees that (1) our company is not bound to retain your company and that any retention would be
subjecttoour approval (in our sole discretion) of your candidacy and a written agreement executed by our two
companies; (2) your companyis not permitted to cary on any business with us until both of our companies execute a
written agreement goveming our relationship;

< authorizes and hereby gives consent to our company and UTC to conduct a background analysis of your company and
otherwise evaluate its suitability to represent our company or act as our distributor;

<  authorizes and hereby gives consent to our company toprocess,useandshare with UTC and its affiliated
entities  this questionnaire and any and all data and documents provided in this questionnaire or created in connection
with our evaluation of your questionnaire; and

< understands and agrees that we shallbe entiied toimmediately terminate the candidacy of, or any existing
contractual relationship, with your company and to take any other action allowed by contract or applicable law if your
company fails to complete this questionnaire in a reasonable timeframe (as determined by us) or if we determine, in our
sole discretion, that your company has provided any false, incomplete, or misleading statements in this questionnaire.

SHEHEEARETEE, A

S THIFRE, D) BREEARAFRA XFEMSEE, AR LB A HOR A B x5t Al ik A
ﬁﬁ%HM@(mﬁjéM&m)ﬁﬁﬂﬁﬁﬂﬁﬁ§W%m%#W%ﬁwa @) FEBAEBARR
m LB E i e N B EL N A 5 5% ) BT BRERT LT KRR Z AR AR R I e, st e
&73&%&TW§EH&K
BRUFRE, BE KGR AT SR BT RME,  PPESER S E SR AR

BROFRE, Fa RGO A A IAE AR TR R Rl I SIEEHOR A B ORI A
A3t SRR, I HAOAREI PR ] IR

< Tﬁ#ﬁ%,%%ﬂ%ﬁ%ﬁﬁﬁﬂmﬂb%?m%ﬁwuﬁ,w%&jku FFFAAE G RE I 18] Y
(th FAVUE) SERATRER, BERRERPRIER, DBl RSERRE (hERF SR
s JER SRR A T AR 40k Bk WM#THAHYEW$¢ﬁﬁ%Eﬁ§mﬁﬁ

/AF]COMPANY

Y FREPRESENTED BY BY
12 NAME

BRETITLE

FiHiDATE

/\F1%2 COMPANY CHOP (IF
APPLICABLE)

hereby certifies that the above answers to the questionnaire are true and complete.
FRUBORAIE ER AR [R5 B sk B a4 .
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