® Roover

The job
before the price.

Roover is the transaction platform for
residential roofing.

Residential starts with a problem. Roover creates the job the market can price.
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Roover

One roofer. Two markets.

Same trade. Two very different requests.

RESIDENTIAL BUYER

Does this once. g

PROFESSIONAL BUYER

Does this every day. '

| think we need
a new roof. Could
77| you come and
7 quote it?

Roofing package 04.
Pricing schedule
attached. Returns
due Friday.

Lhy

I’ﬁ | PRICING SCHEDULE
PRICING SCHEDULE

ROOFING PACKAGE 04.

| SEOPE OF WORK

\ AT
SPECIFICATION ant




Three prices. But for what?

RESIDENTIAL BUYER

ILLUSTRATIVE

SAME ROOFER PROFESSIONAL BUYER
THREE VISITS. THREE JOBS. S ONE JOB. THREE RETURNS.
GATE ’ 18,600 ¥
- ————rr 123 Maple Street
rLLuswm-'E (LLUSTRATIVE | o= /‘ - .
. : N e | | Greenville, NSW 2144
OTE B ' ILLUSTRATIVE \:\ / |
QUOTE A Qu - QUOTE ¢ L] | ; SCOPE OF WORK (FIXED)
treet 123 anfg Street \\\\ /}
123 Maple i;;.; 2144 JGrcenw'He, NSW 2144 g’fe’:ﬂﬁ:« irse;j 3 ) \\I / L | o iR ok
Greenville, AR RIS ’ = | \ I * Supply & install new roof sheets
i :W_-___,_wz. "’ﬂ. \ — : ] [ o N » Ridge capping
= .' \\\\\_ | * Flashings
-T hf‘# i Nt * Gutters & downpipes
| | ol ""I.'}h“ 'I|.' ! F‘ I « Site clean
B = | e |
H i (,mumtd) \ Zoggrea inssumed,] | Roof ar rea (a,mmd) i ! BOQ & PRICING SCHEDULE (FIXED SCOPE) PRICE RETURN (EX GST)
| 210 m* | = L 220 m? f J DESCRIPTION | aw uNIT ROOFERO! | ROOFER 02 | ROOFER 03
1 ’ | Assumptions | Assumpt 5
| Assumptions Yo — plians 1| Roof sheets | 2w $22,300 $23,000 $23,700
=| Scaffold "‘”WM“ e S \ Ll Full-perimeter scaftoly 2 | Ridge capping 18 $2,650 §2,700 $2,800
. - o — S | 3 Flashings 28 53 BSD 53,900 34,050
TOTAL (ex GST) = e | |l .
' ToTAL (ex 657 8 0 0 | TOTAL o ésn ! :'é j 4 Gutters 24 $4,600 $4,700 $4,900
$ 3 1 $ 42) 6 00 $4 ? 900 5 Downpipes 4 | $1,200 $1,250 51,350
6 Scaffolding (as per scope) 1 [ 56,300 $6,550 56,600
= 1
- | TOTAL (X GST) | $40,900 | $42,100 | $43,400

Same roofer. Same tools. A different thing arrived.
One buyer can compare. One cannot yet.



® Roover

WHY RESIDENTIAL STAYED STUCK

The better buying order was trapped in professional

economics.

The industry knew the function. A one-off household had no economical way to access it.

01

The homeowner did not
know to buy it.

They know they need a roof—not a
separate professional service that
prepares the work before pricing.

\

02

A human professional
was too expensive.

The buyer-side work is economical
across large or repeated projects, not
as a standalone service for one
household roof.

J

Professional construction proves the function—not Roover's residential execution.

03

The roofer was not
Incentivised to give it
away.

Their unpaid preparation helps them
win the work. Making it portable would
make their own price easier to compare.



® Roover

THE INTERVENTION

Roover makes that buying order work at household economics.

Start with what is knowable. Keep assumptions and genuine unknowns visible. Prepare the basis before a roofer is preferred.

The homeowner starts with
one thing they know:

thelr address.

Roover gets there before roofer selection and
asks only for facts and choices the homeowner
can supply.

Roover prepares the basis for pricing; roofers retain method, margin, price and final site judgment.

PROPERTY EVIDENCE
What the property and roof can show

HOMEOWNER FACTS + CHOICES
What only the household can confirm

ROOFING KNOWLEDGE + REVIEW
What requires structured judgment

READY FOR INITIAL PRICING

Homeowner-

confirmed
pricing basis

Known facts
Assumptions
Unknowns




® Roover

THE TRANSACTION FLOW

The site visit moves from discovery to confirmation.

It stays valuable. Roover reduces the repeated pre-selection work around it.

01 02 03
Prepared — Initial —> Preferred
job prices roofer

Repeated discovery before the homeowner can
compare

Travel - inspect - work out the job - sell - build a private quote —
repeated for every roofer invited.

05 06
mmd Confirmation —>  Final —>  Final
quote choice

One high-value confirmation visit with the
preferred roofer

Confirm the physical roof - meet the homeowner - resolve
remaining unknowns - issue the final quote.

The visit becomes the moment the transaction is confirmed—not the moment the job is first invented.

Initial price — preferred roofer — physical confirmation — contractor-confirmed final quote.




® Roover

THE PRODUCT STATUS-LABELLED PRODUCT PROTOTYPES

The product turns an address into a job ready for pricing.

Roover Start (ROOVERGLASS) - St ives Restart | Admin

® READING ROOF

g scop...  Startinion 5

PicK THE ROOF
've picked up one area —
s like concrete tile.

Does that sound about right? Tap the outfine or pick
below to confirm.

‘ That's not the right roof

Tell us what looks wrong and vie will review it.

® Continue —

CONFIGURED PROTOTYPE

Roover Start

RoofHero — AU metro (demeo) v  Journe:

. RoofHero - Project Room RH-DEMO-2481

Your private project link — no account or password needed - Harbour City metro — demo market

/1) Roof details " Estimate guide _ Roofers price it 5 Site visi
each price reviewed with your she

) a
{2 scan + your answers ™ {2/ indicative range

14 CURRAWONG ST, DEMO HEIGHTS

Your estimate guide is ready to explore

Adjust the options below and watch the guide respond. Nothing goes to roofers for pricing until you confirm
the job details.

» Working area verified s Nothing priced yet — you confirm first

Message

Sam — your roof coordinator
Real person, replies within one business day

YOUR ROOF
What we're working from
Every fact shows where it came from. Anything marked “to be checked” gets checked by a person — not

guessed.

Working roof area » verified
176 m? (main house)

Scan outline area » observed
190 m? — context only, never priced from

Current roof & stated

Estimate guide ready

YOUR JOB SO FAR

Work Full replacement
Area Main house only
Direction Coated steel |

Gutters Include new gutters
Solar Handling plan included
Timing In 1-3 months

Indicative estimate guide — not roofer pricing

A$33,800 - A$50,400

DISCOVERY PROTOTYPE - FAKE DATA

Project Room

DESIGNED / TO PROVE: PRICING PROFILES

The demo proves the intervention exists; it does not prove repeat adoption or transaction economics.

Open 2026 demo  Pricing & Packet | SAMPLE FXTURE e

Ives - 2075

+oof  replacement - Concrete tile ~ COLORBOND® steel - 357 m Green lane — prcing pack 1

s intemal BOQ package is based on source evidence, operator verification, and pricing-stage measurement. It can support pricir
few only after the Roover gate is cleared.

JOB SNAPSHOT

Ives, NsW, 2075 2
Il re-roof / replacement Concrete tile COLORBOND® steel
c=357.4m 357 me flexible_6m_plus.

+ - MEASUREMENT READINESS

Scope and included structures passed the QA gate.
Measurement basis has been reviewed by RoofHero ops.

Source imagery or measurement diagrams are attached for roofer review.
Known assumptions, exclusions, and separate items are listed in this pack.

|+ SCOPE SUMMARY

burb: St Ives, NSW 2075 « Job type: Full re-roof / replacement » Current material: Concrete tle » Proposed material:
)LORBOND® steel « Storeys: 2 » Total roof area: ~357 m* (293 m plan) » Pitch buckets: 35° = 357.4 m*

»tes: Large two-storey hip & gable home, multi-level roofs — needs scaffolding. Flat terrain, good access all around. Gutters to
slace/repair (price now or after a site visit). Client wants an American flat-style COLORBOND profile, not standard corrugated.
pliCad Roof Report #264290225600, Nearmap survey 2026-03-16. Sample measurement candidate — confirm layers, flashing
and scaffolding on site.

WHAT'S INCLUDED

Proposed material: COLORBOND®
steel

Profile: concrete tile — large two-
storey hip & gable, multi-evel roofs.
Sarking: Anticondensation blanket /
sarking included by default
Fasteners: Class 3 fasteners.
minimum (Sydney metro)

Gutters: Replace as part of scope —
confirm downpipe count on site
Ridge capping: Matching ridge
capping included

Flashings: Apron + step flashings,
included where applicable

Removal and disposal: Existing
material removal + tip fees
included

' IMAGES AND MEASUREMENT

05 - WHAT'S EXCLUDED

+ Asbestos handiing / removal
beyond standard expectations

+ structural repairs to rafters, fascia,

or framing
+ Intemal ceiling or plaster repairs
+ Engineering certification beyond

standard manufacturer warranty

06 - WHAT'S SEPARATE /
OPTIONAL

- Solar removal /reinstatement
(separate item if applicable)

+ Gutter guard (separate item)

+ Skylight upgrade or replacement
(separate item)

- Heritage/colourmatch
requirements (separate item)

SAMPLE FIXTURE

Roofer pricing packet



® Roover

THE COMPANY

The prepared job becomes the transaction rail.

One persistent object carries the transaction from homeowner intent to contractor-confirmed agreement.

INTENT EVIDENCE PRICING DECISION CONFIRMATION
What the > . > What roofers would > Who the > What the contractor
What is known .
homeowner needs charge homeowner prefers confirms

THE PERSISTENT ROOFING JOB

The product is the repeatable buyer-side process. The job is the transaction object. Roover is the
platform underneath both.

COMPOUNDING LAYER Job templates - Pricing profiles - Supplier routing - Behaviour and outcome data - Al

Roover makes residential roof replacement digitally transactable.



® Roover

DISTRIBUTION

One engine. A sequenced route to market.

Not three companies. Three front doors on the same Roover transaction rail.

[ FIRST j 01

RoofHero

Owned proof surface

Capture homeowner demand, operate
the assisted workflow and prove the
rates in one market.

[ ACCELERATOR ]

Industry-backed
activation

Trusted front door + network

A strategic partner can fund market
entry, bring trust and activate an
existing installer base.

02

[ EMBEDDED LATER j 03

Roofer-owned intake

Roover beneath one business

Replace an unstructured contact form
with a prepared job and an authorised
roofer pricing path.

The front door changes. The job basis, certainty rules and transaction state stay intact.

Industry partnership is a scale hypothesis under active exploration—not a signed national rollout.




® Roover

WORKING COMMERCIAL ARCHITECTURE

Roover captures value at events it controls.

The homeowner stays free. Roofers and distribution partners pay for useful transaction value.

m ( PREPARED PRICING PARTICIPATION J Recover the cost of prepared demand
A roofer receives a priceable opportunity—not a name and phone number.

Free

[ REFERRED.ROOFER CONFIRMATION ] Monetise the highest-intent handoff

The homeowner has reviewed initial prices and wants to meet this roofer.
Roover must earn trust L

before asking the

household to understand a
new professional service. [ TR LS ED) ACTIETIEL ] Fund market entry and platform use

A strategic partner underwrites a bounded market launch and its own channel value.

Completion upside may exist—but Roover should not rely on a fee collected after it loses control of the transaction.
{ ECONOMICS TO PROVE j

Exact fees, payer mix, willingness to pay and unit economics remain hypotheses under test.



® Roover

PROOF STATE

The structure Is proven. The mechanism is demonstrated.

The rates are not.

This is a bounded commercial proof problem—not another conceptual identity problem.

[ PROVEN PRECEDENT

Professional
construction

The industry already accepts
buyer-side preparation before
contractor pricing.

[ DEMONSTRATED ONCE

RoofHero field
workflow

One Sydney transaction

closed through an earlier
mixed manual and digital
process.

[ BUILT

Roover product
path

A working, status-labelled
product prototype expresses
the intended transaction.

[ TO PROVE REPEATEDLY

The commercial
rates

Adoption, useful pricing,
packet sufficiency, price hold,
willingness to pay and
repeatability.

The mechanism has worked once; the rates are not yet proven.

Founder evidence: 18 months operating from the
buyer side produced the diagnosis and product.

One transaction is mechanism evidence—not repeatability, equilibrium or unit-economics proof.




Roover

THE ASK

A$250k

90-day proof bridge

Harden only what the test requires. Put hard
numbers around the commercial rates.

CURRENT WORKING ASK - TERMS TO CONFIRM

The job before the price.

01

Homeowner acquisition + job
confirmation

Can Roover capture the buyer early
enough and get the job basis confirmed?

03

Price survival at confirmation

How much changes after the preferred
roofer physically confirms the roof?

(174

Useful roofer pricing

Will roofers price prepared work without
recreating the whole discovery process?

04

Willingness to pay +
repeatability

Do the economics work without founder-
level intervention?

If the rates hold, Roover has the basis of the transaction

standard for residential roofing.




® Roover

OPTIONAL PARTNER EXIT - NOT IN INVESTOR CORE

INDUSTRY PARTNERSHIP

White-label is the request. Parthership is the opportunity.

A partner brings the trusted market presence. Roover runs the buyer-side transaction system underneath.

INDUSTRY PARTNER BRINGS ROOVER BRINGS

Trusted front door Buyer-side job preparation
Roofing credibility Transaction platform

Installer relationships Go-to-market operation

Local operating knowledge Pricing and certainty rules
Launch capital Compounding market memory

Next decision: funded definition phase - one bounded market or branch - controlled installer cohort — evidence
gates - expand only if earned.



Jll A&’.Q&Iﬂ:ﬁ;

The mechanism already works. R =

RESIDENTIAL HOMEOWNER

/’ Mjf reof leaks over

What was actually different?

Not the trade. Not the roofer.

the kitchen.

-

N

14 Bracken Street

Homeowner choices confirmed o — o

| * Raplaca ridge coppi

JOB DEFINITION - 14 BRACKEN STREET

* Supply & inctall new reof sheats

* Sapply & install guttess & downsipes

I + Site clean

Scope built ¢ o [P0 (HouSEROD scoms B ———.
] LITEM | ooacasTion - _.:n'w_l_ T
T = 1 ——
l [ ; I :'«'.u;:cnpg.ng ] I;l"n
BOQ and evidence added ~ o—1o | 5 | Cim i
] Dosttiraes I =
l 6 Stalfohing (1 per scopn) I : =

Ry

FOR ROOFER

PRICING |

__________________________________

Property understood
Roof geometry assessed — o
| ©Roof material Cilarbond® 7
| “ Ridge capping Yes o
Questions specific to this home oo ° Gutter replacement Yes L
@ Dﬂwnplp!s Yes e
T'score - :
* Remewr anisting rosf

I ™

THE JOB
BEFORE THE PRICE

O
(D

! —
o —
o —
o —

the professional buyer ,
defined the job first.

STRUCTURE
= == == FIELDS

e ————

Structure—not enterprise
paperwork—flows through
the gate to the household.

PROFESSIONAL BUYER

BUYER-APPOINTED PROJECT TEAM

Specifier defines the work.
Quantity surveyer turns it into a pricing schedule.

H

Specifier Quantity Surveyor

|| PROJECT PACKAGE (FIXED SCOPE)

Someone working for ,

- 123 Maple Street

& 18,600 +* .
Greenville, NSW 2

* Remove existing rool

SCOPE OF WORK (FIXED)

144

f

ROOFER 01

o = Supply & install new roof shieets
» Ridge capping
il . Flashings
4 + Gutters & downpipes
R * Site clean |
- . |
|| BOQ & PRICING SCHEDULE (FIXED SCOPE) | PRICE RETURN (Ex B5T) l
l ITEM [ DESCRIPTION aTy NIt | rooFERO1 ROOFER 02 ROCFER 03 |
[ 1| Roof sheats 210 m? 522,300 $23,000 523700 |
| 2 | Ridge capping 18 Im 52,650 52,700 52,800 | I
3 | Flashings | = I 53,850 $3.900 $4,050
t 4 | Gumers | 24 Im $4,600 54,700 §4,900 ‘
5 | Downpipes [Fa 0 51,200 51,250 $1,350
G | Scatfolding (as per scope) | 1 allow 56,300 56,550 56,600 ‘
TOTAL (EX:5T) $40,900 | $42,100 $43,400 J

L8

1 Compare price
indications

3 Confirm

2 Choose who t
S the site

to meet

+

— | 4 Agreethe

ROOVER

contract price

The job before the price.
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