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EXECUTIVE SUMMARY

Investment Thesis:
Capitalising on India's
Sustainable Packaging
Revolution

P41K Cr 35%

TAM by 2030 QoQ Growth

Total addressable market for Quarterly revenue growth rate
sustainable e-commerce packaging

in India
(y
6.2X 92%
LTV:CAC Ratio Retention Rate
Best-in-class unit economics 12-month cohort retention

EcoWrap represents a compelling investment opportunity at the
intersection of three powerful secular trends: explosive e-commerce
growth, stringent environmental regulations, and rising corporate
sustainability commitments. The company has established a defensible
position in the 241,000 crore sustainable e-commerce packaging market
by 2030 through proprietary materials technology, strategic supplier
partnerships, and demonstrated customer retention.

Within twelve months of operations, EcoWrap has achieved 28 lakh
monthly recurring revenue with 35% quarter-on-quarter growth, serving
45 small and medium enterprise clients. The unit economics are
exceptional for an early-stage company: customer lifetime value of 2.8
lakh against customer acquisition cost of 245,000, yielding a 6.2x LTV:CAC
ratio that significantly exceeds the 3x threshold typically sought by

venture investors.

The company's moat derives from three patents pending on
biodegradable material compositions, exclusive partnerships with FSC-
certified suppliers, and an Al-powered design tool that reduces
customisation time by 60%. These advantages, combined with 92% cohort
retention and Net Promoter Score of 78, position EcoWrap to capture
significant market share as regulatory tailwinds accelerate adoption.
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EXECUTIVE SUMMARY

Market Opportunity: Riding
the Sustainable Packaging
Wave

India’s packaging industry stands at a critical inflection point, driven by
new regulations and consumer demand.

P736LCr P1.67LCr

Overall Market Sustainable Packaging
India’s packaging industry value in Market value in 2025 (USD 19.07
2024 (USD 84 billion) billion)
%
P4.06LCr 19.48%
Projected by 2030 CAGR
Sustainable packaging market (USD Projected growth of sustainable
46.43 billion) packaging market

This signals a clear trend of sustainable packaging increasing its share
from current levels to become dominant by 2030 (Mordor Intelligence
2025).

(711

E-commerce Boom

Penetration expected to reach 12% by 2027 (currently 7%), driving
exponential packaging demand.

&

Consumer Demand

73% of Indian consumers willing to pay premium for sustainable
packaging (BCG 2024).

Large e-commerce platforms and direct-to-consumer brands face
increasing pressure from investors, regulators, and customers to

demonstrate environmental credentials.

Targeted Mid-Market

EcoWrap targets enterprises shipping 1,000 to 50,000 units monthly,
representing 212,000 crore of the total addressable market. This
segment is underserved by large corporations and values

customisation and compliance support.
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Unique Competitive Moat: Technology Meets

Materials Science

Proprietary Materials

Three patents pending on biodegradable compositions
that achieve 80% carbon reduction whilst maintaining
durability equivalent to traditional packaging. Material
formulations developed through 18-month R&D
collaboration with IIT Delhi.

Exclusive Partnerships

Long-term supply agreements with three FSC-certified
manufacturers provide cost advantages of 15-20%
versus spot pricing. Partnerships include capacity
reservations ensuring supply chain resilience during

demand spikes.

Al Design Platform

Proprietary design tool reduces customisation time
from 3 weeks to 4 days, enabling 40% faster time-to-
market for clients. Platform trained on 2,000+
packaging designs and integrates directly with client

order management systems.

Compliance Expertise

Deep expertise navigating EPR regulations, plastic waste
management rules, and industry certifications. Full-
service compliance support reduces client regulatory
risk and accelerates purchasing decisions by average 6

weeks.
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EXECUTIVE SUMMARY

Demonstrated Traction: 35% Quarter-on-
Quarter Growth

45 -

304

15

QT Q2 Q3 Q4

B Monthly Revenue (Z Lakhs) [l Client Count

EcoWrap's growth trajectory demonstrates strong product-market fit and scalable go-to-market execution. The company
has grown from 10 clients generating 22 lakh monthly revenue to 45 clients generating 28 lakh monthly revenue in just
twelve months, representing 300% revenue growth and 350% client growth.

Critically, this growth has been achieved with capital efficiency. Customer acquisition cost has decreased 25% from
260,000 to 245,000 as the sales team has optimised targeting and messaging. Simultaneously, average revenue per client
has increased 35% from 220,000 to 227,000 monthly as customers expand usage and adopt additional product lines.

The sales pipeline stands at 21.2 crore of qualified opportunities across 38 prospects, providing strong visibility into
continued growth. With a 35% historical win rate and 6-month average sales cycle, this pipeline supports revenue
projections of 212-15 lakh monthly run rate within the next two quarters.
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EXECUTIVE SUMMARY

Use of Funds: Scaling Infrastructure and Market
Presence

Use of Funds Allocation

8
)

:

25

B Team Expansion [l Manufacturing B Sales & Marketing [ Technology Working Capital
Capacity Platform

The 18 crore Series A round will fuel EcoWrap's expansion from 8 lakh to 50 lakh monthly revenue over 18 months, whilst

establishing the operational infrastructure to reach 28 crore annual run rate by month 30. Capital allocation prioritises
strategic investments with measurable return on investment.

Team expansion (35%, 6.3 crore) will grow headcount from 5 to 18, including three senior sales executives to penetrate
enterprise accounts, two product managers to accelerate platform development, four manufacturing engineers to optimise

production, and dedicated roles in customer success, marketing, and finance.

Manufacturing capacity (25%, 4.5 crore) will establish a dedicated production line at our partner facility, providing 3x
capacity increase and 12% reduction in unit costs through automation. This investment enables same-day production for
standard designs and 48-hour turnaround for custom orders.

Sales and marketing (20%, 3.6 crore) will fund demand generation programmes including trade show presence, digital
marketing campaigns, and partnership development with e-commerce platforms. Brand building initiatives will establish
EcoWrap as the trusted sustainable packaging partner for India's digital-first businesses.
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EXECUTIVE SUMMARY

Investment Returns: Path to 3-4x Multiple in
Five Years

XBridge Ventures' investment thesis projects attractive returns through multiple expansion and sustained revenue growth.
At a 18 crore pre-money valuation, Series A investors acquire approximately 25% ownership stake at 2.25x current annual
revenue run rate. This valuation represents significant discount to comparable sustainable packaging companies, which

trade at 4-6x EV/Revenue multiples according to PitchBook's 2024 Packaging Sector Report.

Our financial model projects EcoWrap will reach 250 crore annual revenue by year five with 18% EBITDA margins,
supporting an exit valuation of 2200-250 crore at 4-5x revenue multiple. This valuation assumes successful execution
against the strategic roadmap whilst maintaining conservative assumptions on market share capture, competitive
dynamics, and margin expansion. The resulting 3.0-3.5x cash-on-cash multiple over 60 months represents IRR of
approximately 26-30%.

Multiple exit pathways enhance return probability. Strategic acquirers include large packaging corporations seeking

sustainable capabilities, e-commerce platforms vertically integrating supply chain, and international players entering the
Indian market. Secondary sale to growth equity firms represents alternative exit as the company approaches 2100 crore
revenue scale. The demonstrated acquirer appetite for sustainable packaging assets—evidenced by recent transactions

including Huhtamaki's acquisition of paper packaging assets at 5.2x revenue—validates exit assumptions.
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Key Investment Highlights: Why EcoWrap Wins

—_—y)— O ——

Massive Market Opportunity

241,000 crore TAM in sustainable e-commerce
packaging by 2030, growing at 19%+ CAGR driven by
regulatory mandates and e-commerce growth.
EcoWrap targets 212,000 crore mid-market segment
with limited competition.

Proven Product-Market Fit

92% customer retention, 78 NPS, and 35% quarterly
growth demonstrate strong value proposition. Average
customer expands spend 35% within first year.

—_—) 00—

Defensible Competitive Moat

Three patents pending, proprietary Al platform, and
exclusive supplier partnerships create multi-layered
barriers to entry. Technology advantages accelerate

sales cycles by 6 weeks.

Exceptional Unit Economics

6.2x LTV:CAC ratio with improving trend as sales
efficiency increases. Gross margins of 42% expanding
to 55% at scale provide strong cash generation.

_—y

Capital-Efficient Growth

Asset-light model leverages partner manufacturing
capacity. 218 crore funding sufficient to reach cash-

flow positive operations by month 24.

Experienced Team

Founding team combines deep domain expertise in
packaging manufacturing, technology product
development, and B2B sales. Advisory board includes
former executives from leading packaging and e-
commerce companies.
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MARKET OPPORTUNITY

The P4,06,866 Crore Sustainable Packaging
Market

India's sustainable packaging market represents one of the
most compelling opportunities in the broader
sustainability transition. Multiple converging forces are
driving explosive growth: stringent environmental
regulations, changing consumer preferences, and
corporate sustainability commitments. According to IBEF
2024, the sustainable/paper packaging segment was
valued at 21,67,110 crore (USD 19.07 billion) in August 2025,
and is projected to reach 24,06,866 crore (USD 46.43
billion) by 2030, growing at a CAGR of 19.48%.

This growth significantly outpaces the overall packaging
market, which was valued at 27,36,092 crore (USD 84
billion) in 2024 and is projected to reach £12,53,109 crore
(USD 143 billion) by 2029 at an 11% CAGR (Mordor
Intelligence 2025). The sustainable packaging segment's
share of total packaging continues to expand, reflecting a
fundamental shift in buyer preferences and regulatory
requirements rather than a temporary trend. This
structural transformation creates an opportunity for early
movers to establish market leadership before competition

intensifies.

E-commerce serves as a primary growth driver. Online
retail in India reached USD 60 billion (approximately 5
lakh crore) in 2024 according to Bain & Company's "How
India Shops Online 2025" report, and is projected to reach
USD 170-190 billion (214-16 lakh crore) by 2030. As
environmental regulations tighten and consumer
awareness grows, sustainable alternatives will capture an
increasing share of this massive market.
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MARKET OPPORTUNITY

Market Segmentation: Targeting the Mid-Market
Sweet Spot

Enterprise

Mid-Market

Small Business

Micro

1 1 1
O 6,000 12,000 18,000

The sustainable packaging market divides into four distinct segments based on monthly shipping volumes and
sophistication requirements. EcoWrap targets the mid-market segment—businesses shipping 1,000 to 50,000 units

monthly—which represents 211,000 crore of total addressable market.

Enterprise segment (218,000 crore) includes large corporations shipping 50,000+ units monthly. These accounts
demand significant customisation, complex procurement processes, and pricing pressure. Large packaging companies like

Huhtamaki and International Paper dominate this segment with established relationships and manufacturing scale.

Mid-market segment (211,000 crore) comprises growing e-commerce brands, D2C companies, and regional distributors.
These businesses require professional packaging solutions with reasonable customisation but lack resources for complex
procurement. They value speed, compliance support, and flexibility—precisely EcoWrap's strengths.

Small business and micro segments (212,000 crore combined) include businesses shipping fewer than 1,000 units
monthly. Whilst representing substantial aggregate market, these accounts generate insufficient revenue to justify direct

sales investment. EcoWrap may address these segments through digital channels and partnerships in later growth stages.
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MARKET OPPORTUNITY

Regulatory Tailwinds: Policy Driving Market
Transformation

India’s regulatory environment has transformed from enabling to mandating sustainable packaging adoption. The Plastic
Waste Management Amendment Rules 2022 established Extended Producer Responsibility framework requiring
businesses to demonstrate proper collection and recycling of packaging waste. Simultaneously, the government has
implemented phased ban on single-use plastic items, with enforcement intensifying throughout 2023 and 2024.

EPR regulations impose substantial compliance burden on businesses. Companies must register with Central Pollution
Control Board, submit annual returns documenting packaging material usage, and meet collection targets ranging from
80% to 100% depending on material type. Non-compliance attracts penalties including fines up to 25 lakh and potential
business license suspension. For many mid-market e-commerce companies lacking dedicated sustainability teams,
navigating these requirements proves challenging and time-consuming.

State-level regulations add complexity. Maharashtra, Karnataka, and Tamil Nadu—India's three largest e-commerce markets
—have implemented additional restrictions on plastic packaging and mandated use of compostable alternatives for
specific product categories. Delhi's plastic ban is particularly stringent, prohibiting sachets and wrappers below 75 microns
thickness. Companies selling across multiple states must maintain diverse packaging portfolios to ensure compliance in
each jurisdiction.

Future regulatory trajectory suggests increasing stringency. The Ministry of Environment, Forest and Climate Change has
indicated intent to expand single-use plastic ban scope and raise EPR collection targets. Proposed regulations under
consideration include mandatory minimum recycled content percentages and carbon labelling requirements for packaging.
These evolving regulations create sustained demand for compliant packaging solutions and professional compliance
guidance—core components of EcoWrap's value proposition.
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MARKET OPPORTUNITY

E-Commerce Growth: The Primary Demand
Driver

Pl14-16... 138%+ 270M 2.5%

E-commerce GMV CAGR Online Shoppers Packaging Intensity
Projected online retail E-commerce growth rate Annual online shoppers in E-commerce vs retall
market size by 2030 over next 6 years 2024 packaging

India's e-commerce sector is experiencing exponential growth, creating unprecedented demand for packaging materials.
India's e-retail market reached USD 60 billion (25 lakh crore) in GMV in 2024, and is projected to reach USD 170-190 billion
(214-16 lakh crore) by 2030, according to Bain & Company's "How India Shops Online 2025" report. This represents an
expected growth rate of 18%+ CAGR over the next 6 years. E-commerce penetration currently stands at 8% of total retail
and is projected to reach 14% by 2028.

Several structural factors underpin this expansion. Internet penetration has reached 65% of India's population, with over
800 million active users and 270 million annual online shoppers in 2024 (the second-largest e-retail shopper base
globally). Smartphone adoption, digital payment infrastructure, and logistics network expansion have collectively reduced
friction in online transactions. The COVID-19 pandemic permanently shifted consumer behaviour, with even traditionally

offline categories like groceries and furniture seeing substantial online adoption.

E-commerce packaging differs fundamentally from traditional retail packaging. Products shipped directly to consumers
require protective packaging capable of withstanding logistics handling, weather exposure, and multiple touch points. The
average e-commerce order requires 2.5 times more packaging material than an equivalent in-store purchase. This

packaging intensity, combined with e-commerce volume growth, drives disproportionate packaging demand growth.
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MARKET OPPORTUNITY

Consumer Preferences: Sustainability as
Competitive Differentiator

Consumer attitudes toward sustainability have evolved from niche concern to mainstream expectation. BCG's Climate
Action Survey 2024 found that 73% of Indian consumers consider environmental impact when making purchase decisions,
up from 42% in 2020. More importantly, 58% report willingness to pay premium pricing for products with sustainable

packaging—indicating sustainability influences actual buying behaviour, not merely stated preferences.

Millennial and Gen Z consumers, who represent 65% of India's population, demonstrate particularly strong sustainability
orientation. Among consumers aged 18-35, 81% actively seek brands demonstrating environmental commitment, and 67%
have switched brands based on sustainability credentials. As these cohorts gain purchasing power, sustainability becomes
table stakes rather than differentiator. E-commerce brands targeting these demographics face competitive necessity to

adopt sustainable packaging.

Social media amplifies sustainability messaging. Unboxing videos, product reviews, and brand commentary spreading
across Instagram, YouTube, and Facebook make packaging highly visible element of customer experience. Brands with
impressive sustainable packaging benefit from organic social sharing and positive brand association. Conversely, excessive
or non-recyclable packaging attracts criticism and reputational damage. This dynamic creates strong incentive for e-
commerce brands to invest in distinctive, sustainable packaging design.

International market access provides additional motivation. E-commerce brands with export ambitions must meet
sustainability standards in destination markets. European Union regulations, for instance, require minimum recycled
content percentages and impose extended producer responsibility obligations. Brands establishing sustainable packaging

domestically position themselves for international expansion without requiring supply chain overhaul.
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MARKET OPPORTUNITY

Competitive Landscape: Fragmented Market
Ripe for Disruption

Competitor Type Strengths Weaknesses

Large Corps Scale, brand, capacity Inflexible, slow, high minimums

Regional Players Price, local presence Limited capabilities, inconsistent
quality

Imports Quality, innovation Cost, lead times, no local support

EcoWrap Speed, customisation, compliance Scale (improving with funding)

The sustainable packaging market remains highly fragmented, with no single player commanding more than 8% market
share. Large packaging corporations focus primarily on enterprise accounts with standardised products, whilst thousands
of small manufacturers serve micro-businesses with limited capabilities. The mid-market segment—EcoWrap's target—

suffers from inadequate serving by existing players.

Large packaging corporations like Huhtamaki, ITC Packaging, and Parksons Packaging possess substantial manufacturing
capacity and brand recognition. However, their enterprise focus creates strategic vulnerabilities in mid-market. Long sales
cycles, complex procurement processes, and minimum order quantities price many mid-sized businesses out of their
target range. These corporations show limited interest in developing tailored solutions for smaller accounts given resource
allocation priorities favouring high-volume enterprise relationships.

Regional manufacturers serve local markets with competitive pricing but lack sophisticated capabilities. Most operate
single facilities without national distribution, limiting geographic reach. They rarely offer customisation beyond basic size
variations, provide minimal design support, and lack compliance expertise to guide customers through regulatory
requirements. Quality consistency issues and limited material options further constrain their value proposition to price-

sensitive customers.
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Market Entry Barriers: Building Defensible

Position

Regulatory Complexity

Navigating EPR registration, state-specific plastic bans,
and material certifications requires specialised
expertise developed over years. New entrants face 12-
18 month learning curve and compliance risk during

ramp-up.

Manufacturing Partnerships

Partner factories require substantial capital investment
in equipment and training. Developing quality control
processes and achieving consistent production yields
takes 6-12 months. New entrants struggle to secure

manufacturing capacity without volume guarantees.

Technology Development

Developing proprietary design tools and material
formulations requires significant R&D investment.
EcoWrap's 18-month collaboration with IIT Delhi
represents 245 lakh investment difficult for
bootstrapped competitors to match.

Supplier Relationships

Securing reliable sources of certified sustainable
materials requires established relationships and volume
commitments. Long-term agreements with FSC-
certified suppliers take 18+ months to negotiate and
provide cost advantages difficult for new entrants to
replicate.

Customer Acquisition

Building brand recognition and trust in B2B market
requires sustained marketing investment and customer
success delivery. Average sales cycle of 6 months
means new entrants face extended cash burn before

achieving meaningful revenue.

Working Capital

B2B packaging business requires substantial working
capital to fund inventory and accommodate payment
terms. New entrants must balance growth investment
with cash flow management, limiting scaling velocity.
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MARKET OPPORTUNITY

Market Adoption Curve: Early Majority Phase
Beginning

Sustainable packaging adoption follows classic technology adoption curve, with market currently transitioning from early
adopters to early majority phase. This transition represents critical inflection point where adoption accelerates as
mainstream businesses overcome initial hesitation and regulatory pressure intensifies. Companies establishing market
leadership during this phase—as EcoWrap is positioned to do—typically maintain dominant position as market matures.

Early adopters (approximately 13% of market, 2020-2022) consisted primarily of sustainability-focused consumer brands,
premium D2C companies, and businesses with strong environmental values. These pioneers adopted sustainable
packaging despite cost premiums and operational complexity because sustainability aligned with core brand positioning.

Their success in using packaging as marketing differentiator validated the business case for subsequent adopters.

Early majority (34% of market, 2023-2025) includes pragmatic businesses adopting sustainable packaging due to
combination of regulatory pressure, customer demand, and demonstrated business benefits. This segment prioritises
proven solutions with clear return on investment rather than cutting-edge innovation. They require hand-holding through
transition process, value comprehensive service offerings, and make decisions based on total cost of ownership rather
than solely unit pricing. EcoWrap's service model—combining products, compliance support, and customisation—directly
addresses early majority needs.

Late majority and laggards (53% of market, 2026+) will adopt sustainable packaging primarily due to regulatory mandate
and competitive necessity. As sustainable options become cost-competitive with traditional packaging and supply chains
mature, resistance diminishes. However, capturing these segments requires different capabilities including ultra-
competitive pricing, standardised products, and digital distribution channels. EcoWrap's strategy prioritises establishing
leadership with early majority whilst building scalable infrastructure to capture late majority as market matures.
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Geographic Opportunity: Focusing on High-
Growth Metro Markets

:

18

B Mumbai 8 Delhi NCR B Bangalore B Hyderabad [ Chennai Pune Others
Metro

E-commerce activity concentrates in India's top metropolitan areas, with Mumbai, Delhi, Bangalore, Hyderabad, Chennai,

and Pune collectively representing 90% of sustainable packaging demand. This geographic concentration enables focused

go-to-market strategy with manageable logistics complexity and concentrated sales effort.

Mumbai metropolitan region accounts for 22% of sustainable packaging demand, driven by large D2C fashion and lifestyle
brands, FMCG companies, and export-oriented businesses. The city's position as India's commercial capital, combined

with Maharashtra's stringent plastic regulations, creates early-adopter market with premium willingness-to-pay.

Delhi NCR represents 20% of market with strong presence of e-commerce headquarters, corporate offices, and consumer
brands. Delhi's strict plastic ban and high consumer environmental awareness drive adoption. However, market is also
highly competitive with maximum concentration of packaging suppliers.

Bangalore's 18% market share reflects its position as India's technology hub with highest concentration of D2C startups and
digital-first brands. These companies typically exhibit strong sustainability orientation and rapid decision-making

processes, making Bangalore attractive target for EcoWrap's value proposition.
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MARKET OPPORTUNITY

Vertical Market Opportunities: Focus on High-
Potential Sectors

Fashion & Apparel Food & Beverage
23,200 crore TAM. Fashion brands face intense consumer 22,800 crore TAM. Food delivery and subscription boxes
scrutiny on sustainability. Premium positioning makes cost require certified food-safe materials. Regulatory
premium acceptable. Strong design differentiation needs requirements create compliance complexity favouring full-
align with EcoWrap's customisation capabilities. service providers. High order frequency drives strong LTV.

Beauty & Personal Care Electronics & Gadgets
22,100 crore TAM. Premium beauty brands seek distinctive 21,600 crore TAM. Protective packaging requirements
unboxing experiences. Sustainability messaging resonates demand engineering expertise. International brand
strongly with target demographics. Willingness to pay requirements for sustainability create demand. Higher order

premium for packaging quality and customisation. values support premium packaging investments.
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MARKET OPPORTUNITY

Market Sizing Methodology: Bottom-Up
Analysis

Our market sizing employs rigorous bottom-up methodology triangulated against top-down industry reports. The
approach begins with e-commerce gross merchandise value projections, applies category-specific packaging intensity
factors, estimates sustainable packaging adoption rates by year, and validates results against published forecasts.

Step 1: E-commerce GMV projection. India's e-commerce market reached 5 lakh crore (USD 60 billion) in 2024
according to Bain & Company. Projected to reach 14-16 lakh crore (USD 170-190 billion) by 2030 at 18%+ CAGR (Bain &
Company "How India Shops Online 2025"). For our model, we use a 2030 e-commerce GMV of €15 lakh crore.

Step 2: Packaging intensity. Packaging costs average 6.5% of GMV for physical goods e-commerce based on industry
benchmarks. This percentage includes both primary packaging (product protection) and secondary packaging (shipping
materials). Applying 6.5% to 15 lakh crore GMYV yields 297,500 crore total packaging demand by 2030.

Step 3: Sustainable share. Sustainable packaging represented 22% of the total packaging market in 2024. Regulatory
pressure and consumer demand drive adoption to 42% by 2030 according to our analysis of EPR compliance timelines and
corporate sustainability commitments. Applying 42% to 297,500 crore yields 240,950 crore sustainable packaging TAM
(approximately 241,000 Cr).

Variable 2024 2030
E-commerce GMV 2oL Cr 215L Cr
Packaging Intensity 6.5% 6.5%

Total Packaging 232,500 Cr 297,500 Cr
Sustainable Share 22% 42%
Sustainable TAM 27150 Cr 241,000 Cr

This bottom-up calculation aligns closely with IBEF data showing sustainable packaging reaching 24,06,866 crore by 2030
(broader than just e-commerce, IBEF 2024), providing confidence in our methodology. Conservative assumptions
throughout the analysis reduce the risk of market overestimation.
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Serviceable Addressable Market: 11,000 Crore
Mid-Market Focus

Whilst total addressable market reaches 241,000 crore, EcoWrap's serviceable addressable market—the portion

realistically capturable with our business model and capabilities—totals 211,000 crore. This segment comprises mid-
market e-commerce businesses shipping 1,000 to 50,000 units monthly, requiring customised solutions with moderate
complexity, and valuing speed and service over purely transactional relationships.

Serviceable addressable market calculation begins with segmentation analysis. We divide the 241,000 crore market into
four segments based on monthly shipping volumes: enterprise (50,000+ units, 218,200 crore), mid-market (1,000-50,000
units, 211,000 crore), small business (100-1,000 units, 7,300 crore), and micro (less than 100 units, 4,500 crore).
Distribution is based on analysis of e-commerce seller data from multiple platforms and cross-referenced with packaging
industry reports.

The mid-market segment aligns precisely with EcoWrap's strengths. These businesses require professional packaging
solutions with reasonable customisation but lack resources to manage complex enterprise procurement processes. They
value faster turnaround times than large suppliers typically provide, appreciate comprehensive compliance support, and
require flexible minimum order quantities. Average order value of 245,000-80,000 justifies direct sales investment whilst
remaining accessible for businesses with constrained procurement budgets.

Geographic prioritisation further refines serviceable addressable market. Initial focus on six metropolitan regions—Mumbai,
Delhi NCR, Bangalore, Hyderabad, Chennai, and Pune—captures 90% of mid-market opportunity whilst limiting operational
complexity. These markets provide sufficient density for efficient sales coverage and enable centralised manufacturing and
logistics. Expansion to tier-2 cities becomes viable after establishing leadership position in primary metropolitan markets.
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MARKET OPPORTUNITY

Market Growth Drivers: Convergence of
Powerful Trends

Sustainable
Packaging

Adoption
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MARKET OPPORTUNITY

Competitive Positioning: EcoWrap's Market
Position

Target Segment Product Approach

Mid-market (1IK-50K units/month). Underserved sweet Customisation + speed. 4-day turnaround vs 3-week
spot. industry standard.

Service Model Technology Edge

Consultative partnership. Full compliance support Al design platform. Proprietary materials science.
included.

EcoWrap occupies distinctive position in competitive landscape, targeting underserved mid-market segment with
differentiated service model. Our positioning balances three dimensions: customer segment focus, product sophistication,
and service comprehensiveness. This three-dimensional positioning creates defensible competitive position difficult for

incumbents to replicate without significant strategy shifts.

Large packaging corporations struggle to serve mid-market effectively due to strategic priorities favouring enterprise
accounts, operational models optimised for high volumes, and sales processes designed for lengthy procurement cycles.
Adjusting these systems to accommodate smaller accounts requires substantial organisational change and conflicts with
existing incentive structures. Their advantage in manufacturing scale provides minimal benefit in mid-market where

customisation and speed matter more than rock-bottom unit costs.

Regional manufacturers lack sophistication to compete on design, compliance support, and technology enablement. Most
operate reactive order-taking models rather than consultative partnerships. Their limited investment in product
development, quality systems, and customer success infrastructure leaves them vulnerable to displacement by service-
oriented competitors. Price remains their primary competitive lever—sustainable in low-complexity commodity segments

but insufficient when customers value comprehensive solutions.
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PROBLEM & SOLUTION

Customer Pain Points: The Mid-Market
Packaging Dilemma

Mid-market e-commerce businesses face acute packaging challenges that larger enterprises resolve through dedicated
teams and smaller businesses ignore due to limited resources. These companies operate in challenging middle ground:
sophisticated enough to recognise packaging importance for brand experience and regulatory compliance, yet lacking
scale to command attention from large suppliers or afford internal expertise. This creates persistent frustration and

suboptimal outcomes.

Primary pain points cluster around three dimensions: compliance complexity, cost pressure, and sustainability
requirements. Our customer discovery process—involving 120 in-depth interviews with target segment businesses over
eight months—revealed consistent patterns. Businesses spend average 15-20 hours monthly managing packaging-related
issues including supplier coordination, compliance documentation, design iteration, and quality problems. This time
investment represents significant opportunity cost for resource-constrained companies where leadership attention is
scarce and valuable.

Compliance complexity emerged as most acute pain point. EPR registration requirements, state-specific plastic
regulations, and certification needs create maze of bureaucratic requirements. Businesses report spending 280,000~
150,000 annually on consultants for compliance support, with uncertainty remaining about whether efforts adequately
protect against regulatory risk. Large suppliers provide minimal guidance, expecting customers to arrive with compliance

expertise. Regional suppliers often lack awareness of regulatory requirements, creating liability risk for their customers.
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PROBLEM & SOLUTION

Pain Point Analysis: Quantifying Customer
Challenges

%,

Compliance Complexity

EPR registration, state regulations, and certifications require expertise most businesses lack. Average 21.2 lakh
annual consultant spend. Risk of fines up to 25 lakh for non-compliance. 15+ hours monthly spent on
compliance tasks.

Cost Pressure

Sustainable packaging costs 25-40% premium over traditional materials. Mid-market businesses lack volume
for best pricing. Hidden costs including quality issues, rework, and delivery delays add 15-20% to total cost.

Long Lead Times

Traditional suppliers require 3-4 week lead times for custom designs. Slow iteration cycles delay product

launches. Inability to respond quickly to seasonal demand spikes creates lost revenue opportunities.

Limited Customisation

Large suppliers require high minimums for custom designs. Regional suppliers offer limited design
capabilities. Businesses settle for generic packaging that fails to differentiate brand or enhance unboxing

experience.

Quality Inconsistency

Variable quality creates customer complaints and returns. Damage rates of 5-8% for inadequate packaging.

Quality issues damage brand reputation and require costly customer service interventions.

Supplier Reliability

Regional suppliers frequently miss delivery commitments. Production delays create inventory stockouts. Lack

of supplier backup options creates business continuity risk during production issues.
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PROBLEM & SOLUTION

The EcoWrap Solution: Comprehensive Mid-
Market Platform

EcoWrap delivers integrated solution addressing all major customer pain points through combination of products,
technology, and services. Our value proposition centres on three core pillars: compliant sustainable materials, rapid
customisation through Al-powered design platform, and comprehensive support services included at no additional cost.

This integrated approach differentiates EcoWrap from competitors offering products alone.

Sustainable materials portfolio includes corrugated boxes, biodegradable mailers, custom inserts, and protective
packaging across multiple material types. All materials are certified compliant with current EPR requirements and carry
necessary FSC, ISO, and BIS certifications. We continuously monitor regulatory changes and proactively adjust material

specifications to ensure ongoing compliance, protecting customers from regulatory risk.

Al design platform reduces customisation time from three weeks to four days whilst enabling sophisticated design
options. Customers upload brand assets, select base packaging format, and receive desigh recommendations optimised
for their product dimensions and brand aesthetic. The platform handles technical specifications automatically, ensuring
designs are production-ready without requiring packaging engineering expertise from customers.

01 02 03

Materials Selection Al-Powered Design Rapid Production

Choose from certified sustainable Upload brand assets and receive 4-day production turnaround for
materials with compliance guarantee optimised designs in 24 hours custom orders

04 05

Quality Assurance Ongoing Support

Rigorous inspection ensures consistent quality Dedicated account management and compliance

monitoring
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PROBLEM & SOLUTION

Value Proposition: Quantified Customer
Benefits

40% 80%

Cost Reduction Carbon Reduction
Total cost of ownership including quality, rework, and Lifecycle emissions versus traditional packaging materials
compliance

Time Savings Compliance Confidence

Reduction in packaging management hours through Customers report high confidence in regulatory compliance
platform automation

EcoWrap delivers measurable value across multiple dimensions, with benefits quantified through customer surveys and
comparison studies. Total cost of ownership reduction of 40% represents our most compelling economic value driver,
achieved through elimination of compliance consultant fees, reduction in quality-related costs, and optimisation of
material utilisation.

Carbon reduction of 80% versus traditional packaging provides powerful sustainability messaging for customers' own
marketing and corporate responsibility reporting. We provide detailed lifecycle analyses for each customer showing carbon
footprint reduction, enabling them to quantify environmental impact and communicate achievements to their

stakeholders.

Time savings of 85% in packaging management come from platform automation, included support services, and proactive
compliance monitoring. Customers report spending average 2-3 hours monthly on packaging versus 15-20 hours
previously—freeing leadership attention for revenue-generating activities.

Beyond quantifiable benefits, customers consistently cite intangible value from improved brand perception, enhanced
unboxing experience, and confidence in regulatory compliance. These qualitative benefits, whilst difficult to measure

precisely, influence purchasing decisions and drive strong customer retention.
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PROBLEM & SOLUTION

Technology Differentiation: AI-Powered Design
Platform

EcoWrap's proprietary Al design platform represents core technology differentiation, dramatically accelerating design
cycles whilst maintaining high creative quality. The platform leverages machine learning models trained on 2,000+
successful packaging designs, industry design principles, and brand aesthetic patterns. Customers receive professional-
quality designs without requiring in-house design expertise or extended agency relationships.

Platform workflow begins with brand asset upload including logos, colour palettes, and style guidelines. Customers then
select base packaging format from our catalogue and input product dimensions. The Al engine analyses brand aesthetics,
suggests design directions aligned with brand identity, and generates multiple design variations. Each design is

automatically optimised for production feasibility, ensuring technical specifications meet manufacturing requirements.

Design iteration happens through intuitive interface allowing colour adjustments, layout modifications, and content
changes. The platform provides real-time preview showing how designs appear on actual packaging formats. Once
customers approve design, specifications automatically flow to production systems, eliminating manual handoffs and
reducing error rates. This end-to-end integration enables four-day turnaround versus three-week industry standard.

The platform continuously improves through machine learning. Each customer interaction—designs selected, modifications
requested, final approvals—trains the model to better predict customer preferences and generate more accurate initial
recommendations. Over time, the platform develops expertise in specific industry verticals, understanding design patterns
and preferences characteristic of fashion brands versus food companies versus electronics retailers. This vertical-specific
intelligence creates compounding advantage as customer base grows.
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PROBLEM & SOLUTION

Materials Science: Proprietary Formulations

Material Property EcoWrap Traditional
Tensile Strength 32 ECT 32 ECT
Carbon Footprint 0.8 kg CO2e 4.2 kg CO2e
Biodegradation 180 days 500+ years
Recycled Content 100% 30-40%
Cost Premium 15% Baseline

EcoWrap's materials science capabilities, developed through 18-month collaboration with IIT Delhi's Department of
Materials Engineering, provide fundamental competitive advantage. We have developed proprietary formulations for
biodegradable packaging materials that achieve performance characteristics comparable to traditional packaging whilst
reducing carbon footprint by 80%. Three patents pending protect core intellectual property covering material
compositions, manufacturing processes, and performance characteristics.

Our flagship material, EcoFlex corrugated board, combines recycled fibres with bio-based binding agents to create
packaging material with exceptional strength-to-weight ratio. The material achieves edge crush test values of 32 ECT—
comparable to virgin fibre board—whilst using 100% recycled content. Biodegradation testing demonstrates 90%
decomposition within 180 days in composting conditions, meeting international standards for compostability.

EcoCushion protective packaging represents second major innovation. Traditional bubble wrap and foam cushioning rely
on petroleum-based plastics that persist in environment for centuries. Our bio-based alternative uses agricultural waste
materials processed into protective cushioning that provides equivalent shock absorption whilst fully biodegrading within

120 days. Material costs are competitive with traditional options once production reaches scale.



X Bridge

PROBLEM & SOLUTION

Service Model: Comprehensive Support Included

Q

Compliance Management

Complete EPR registration support, ongoing regulatory monitoring, and proactive notification of regulatory changes.
Documentation preparation for audits and certifications.

Dedicated Account Management

Single point of contact for all packaging needs. Quarterly business reviews, inventory planning, and proactive

recommendations for optimisation.

Analytics Dashboard

Real-time visibility into order status, inventory levels, and sustainability metrics. Carbon footprint reporting for ESG
disclosures.

Quality Assurance

Rigorous inspection protocols ensure consistent quality. Rapid issue resolution and root cause analysis for any quality

concerns.

Unlike competitors charging separately for design, compliance support, and account management, EcoWrap includes
comprehensive services in base pricing. This all-inclusive approach simplifies procurement, reduces total cost of
ownership, and aligns incentives—our success depends on customer success rather than extracting fees for every
interaction.
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PROBLEM & SOLUTION

Impact Metrics: Delivering Measurable
Sustainability Outcomes

EcoWrap delivers quantifiable environmental impact that customers leverage for their own sustainability reporting and
marketing. We provide detailed lifecycle analyses for every customer showing carbon emissions prevented, waste diverted
from landfills, and natural resources conserved. These metrics enable customers to demonstrate tangible environmental

progress to stakeholders including investors, customers, and regulators.

Across our current customer base of 45 companies, EcoWrap packaging has prevented approximately 840 tonnes of
carbon emissions compared to traditional packaging alternatives. This calculation is based on lifecycle analysis comparing
our materials' carbon footprint (0.8 kg CO2e per kilogramme) versus traditional packaging materials (4.2 kg CO2e per
kilogramme). The 3.4 kg CO2e difference per kilogramme, multiplied across all packaging supplied, yields total carbon

reduction figure.

Waste diversion represents second major impact category. Traditional packaging contributes significantly to landfill
volumes and ocean plastic pollution. EcoWrap's biodegradable materials decompose in 180 days versus 500+ years for
traditional packaging. Assuming 60% of packaging eventually reaches composting or controlled decomposition
environments, our materials have diverted approximately 250 tonnes of persistent waste from long-term environmental

accumulation.

Water and energy consumption in manufacturing also show significant improvements. Our recycled-content materials
require 75% less water and 65% less energy to produce compared to virgin fibre alternatives. Across current production
volumes, this translates to 4.2 million litres of water conserved and 650,000 kWh of energy saved—equivalent to annual

consumption of approximately 180 average Indian households.
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Customer Success Stories: Real-World Value

Delivery

Fashion Brand Case Study

Premium women's fashion brand with 212 crore annual
revenue faced brand perception challenge. Customer
surveys revealed 34% of respondents cited excessive
packaging as concern. Brand needed sustainable
packaging solution that maintained premium unboxing
experience whilst demonstrating environmental

commitment.

EcoWrap Solution: Custom-designed mailers using 100%
recycled materials with water-based inks. Packaging
featured minimalist design highlighting sustainability
messaging. Integration with brand’'s order management
system enabled personalised printing with customer

names.

Results: Packaging costs decreased 28% versus previous
supplier due to material optimisation and elimination of
quality issues. Customer surveys showed 89% positive
perception of sustainable packaging. Social media
mentions of packaging increased 340% with
predominantly positive sentiment. Brand leveraged
packaging in marketing campaigns, featuring unboxing

videos that generated 2.8 million impressions.

Food Delivery Platform

Regional food delivery platform expanding to five cities
needed scalable packaging solution meeting food safety
certifications whilst staying within tight cost constraints.
Previous packaging suppliers couldn't accommodate

growth rate and multi-city distribution requirements.

EcoWrap Solution: FSC-certified food-safe containers
and insulated liners produced across two manufacturing
locations. Inventory management system synchronised
with platform's demand forecasting to ensure stock

availability across all markets.

Results: 100% on-time delivery maintained throughout 6-
month expansion period despite 180% order volume
growth. Food safety compliance achieved in all markets
without dedicated compliance staff. Total packaging costs
decreased 22% through supply chain optimisation despite

premium sustainable materials.
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Revenue Model: Diversified Income Streams

B Product Sales B Customisation Subscriptions

EcoWrap's business model generates revenue through three complementary streams: product sales, customisation
services, and subscription programmes. This diversification provides revenue stability whilst creating multiple expansion

opportunities as customer relationships mature.

Product sales (70% of revenue) represent core business generating 5.6 lakh monthly. Customers purchase packaging
materials at transparent per-unit pricing covering material costs, manufacturing, logistics, and margin. Average order size is
252,000 with customers ordering every 4-6 weeks based on inventory consumption. Gross margins on product sales

average 42%, varying by material type and order volume.

Customisation services (20% of revenue) generate 1.6 lakh monthly from design work, custom tooling, and special
materials. Whilst Al platform automates standard customisation, complex requirements involving unique dimensions,
special printing techniques, or proprietary materials require additional services. These projects command premium pricing

with gross margins averaging 65%.

Subscription programmes (10% of revenue) contribute 0.8 lakh monthly recurring revenue. Enterprise customers
commit to minimum quarterly volumes in exchange for pricing discounts, priority production access, and enhanced
support. Subscriptions improve revenue predictability, reduce customer acquisition costs through retention, and deepen
customer relationships.
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BUSINESS MODEL

Unit Economics: Path to Profitable Growth
P2.8L P45K 6.2X 42%

Customer LTV Customer CAC LTV:CAC Ratio Gross Margin
Average customer lifetime Blended customer Significantly exceeds 3x Blended across all product
value over 36 months acquisition cost across all threshold for venture- categories and services

channels backed companies

EcoWrap's unit economics demonstrate strong fundamentals with clear path to improvement as business scales.
Customer lifetime value of 2.8 lakh represents 36-month revenue projection based on current cohort behaviour. This
figure incorporates 92% annual retention rate, 35% average expansion in spend over first year, and gradual revenue decline
in year three as some customers churn or reduce volumes.

Customer acquisition cost of 245,000 reflects blended cost across direct sales, digital marketing, and partnership
channels. This figure includes fully loaded sales team costs, marketing programme expenses, and initial onboarding
investment. CAC has improved 25% from 260,000 at company inception as sales team has refined targeting and
messaging. We project further CAC reduction to 235,000 as brand recognition grows and product-led growth initiatives

mature.
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BUSINESS MODEL

Customer Lifetime Value: Building Annuity
Revenue

Q8 30

O 10 20 30

Customer lifetime value calculation reveals strong expansion dynamics driving long-term revenue growth. Average
customer generates 218,000 monthly revenue in first quarter, expanding to 30,000 by quarter eight—representing 67%
growth over 24 months. This expansion comes from three sources: increased order frequency as customers grow
confidence, adoption of additional product lines beyond initial purchase, and business growth increasing customers’ own
shipping volumes.

The cohort analysis demonstrates “land and expand"” sales motion effectiveness. Initial purchases typically involve single
packaging format for one product line, representing minimum viable solution to address immediate need. As customers
experience EcoWrap's service quality and platform convenience, they consolidate additional packaging needs. Within

twelve months, average customer uses 2.8 different packaging formats compared to 1.2 initially.

Customer health scoring enables proactive retention management. We track engagement metrics including order
frequency, support ticket patterns, and platform usage to identify at-risk accounts. Early intervention through dedicated
attention from account managers, customised solutions for emerging needs, and proactive pricing reviews maintains 92%

retention rate despite competitive pressures.
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Pricing Strategy: Value-Based Approach

EcoWrap employs value-based pricing strategy that captures fair share of customer value created whilst remaining cost-
competitive with traditional packaging alternatives. Pricing incorporates four components: base material costs,
customisation complexity, order volume, and service level. This multi-factor approach aligns pricing with value delivered
whilst providing transparent, predictable costs customers can budget reliably.

Base material pricing reflects our costs plus margin for standard formats without customisation. Corrugated boxes range
from 212-45 per unit depending on size and material grade. Biodegradable mailers range from 28-22 per unit. These prices
include all certifications, compliance documentation, and standard support services. Volume discounts of 8-15% apply at
higher quantities, with subscription customers receiving additional 5-10% pricing advantage in exchange for quarterly

commitments.

Customisation pricing depends on complexity level. Simple printing with customer logo and brand colours adds 15-25% to
base material cost. Complex designs involving custom die cuts, special finishes, or proprietary materials command 40-
60% premiums. These premiums reflect both higher production costs and additional value customers derive from

distinctive packaging that enhances brand perception and unboxing experience.

Competitive pricing analysis confirms EcoWrap's position as premium provider with pricing 12-18% above regional
manufacturers and 8-12% below large packaging corporations. This positioning reflects our mid-market focus: customers
value our superior service and capabilities versus regional players, yet we offer better value than enterprise-focused
suppliers. Customer willingness to pay validation studies indicate 82% of target customers find pricing "reasonable” or
"‘good value,” with only 6% citing price as primary obstacle to purchase.
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Cost Structure: Asset-Light Model Enabling
Scale

Cost Category % Revenue Monthly (ZL)
Materials & Production 45% 3.6

Sales & Marketing 18% 1.4

Personnel 22% 1.8
Technology 5% 04
Operations 8% 0.6

General & Admin 2% 0.2

EcoWrap's cost structure emphasises variable costs scaling with revenue rather than fixed costs requiring sustained
utilisation. This approach minimises cash burn during growth phase and positions company for attractive margin expansion
as revenue scales. Cost of goods sold at 45% of revenue leaves attractive gross margin for investment in growth whilst

maintaining path to profitability.

Materials and production (45%) represent largest cost category including raw materials, manufacturing charges from
partner facilities, quality control, and inbound logistics. Partner manufacturing model avoids capital investment in
equipment whilst providing production flexibility. As volumes grow, we negotiate improved rates and may selectively invest
in dedicated equipment at partner facilities to capture additional margin.

Sales and marketing (18%) funds customer acquisition through direct sales team, digital marketing programmes, trade
show participation, and partnership development. This percentage is elevated during growth phase; we project sales and
marketing declining to 12% of revenue at scale as brand recognition reduces acquisition costs and existing customers

provide referral pipeline.

Personnel (22%) covers team costs including founders, sales, customer success, operations, and engineering. Current
team of five will expand to eighteen post-funding, with additions primarily in revenue-generating functions. As revenue

scales, personnel as percentage of revenue will decline to approximately 15%.
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BUSINESS MODEL

Economies of Scale: Margin Expansion Roadmap

Current Maturity
28L/mo * Gross 42% Z280L/mo * Gross 55% -
EBITDA -15% Scale EBITDA 18% >

230L/mo » Gross 48% -
EBITDA 8%
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Revenue Projections: P8 Lakh to P8 Crore in 30
Months

90 -
60 -
30
8
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Current Month 6 Month 12 Month 18 Month 24 Month 30

Financial projections assume 218 crore Series A funding deployed over 24 months to drive customer acquisition, team
expansion, and infrastructure development. Revenue grows from current 8 lakh monthly to 280 lakh monthly (9.6 crore
annual run rate) by month 30, representing 120% compound annual growth rate. Projections balance aggressive growth

with conservative assumptions on key metrics.

Growth derives from customer acquisition (45 customers expanding to 150), increased revenue per customer (227,000
expanding to 253,000 monthly average), and improved customer retention (92% to 95%). Sales team expansion from two
to eight quota-carrying representatives provides capacity to pursue aggressive new customer targets. Enhanced
marketing programmes, partnership development, and strengthened brand recognition reduce customer acquisition costs
whilst improving win rates.

Revenue projections incorporate seasonality reflecting e-commerce patterns with Q4 (October-December) generating
35% higher volumes due to festival season. Summer months (April-June) show 15% volume reduction. Product mix
evolution toward higher-value customised solutions improves average revenue per customer. Subscription programme

growth from 10% to 25% of customers provides greater revenue stability.
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BUSINESS MODEL

Path to Profitability: Cash-Flow Positive by
Month 24

EcoWrap achieves cash-flow breakeven by month 24 post-funding and EBITDA profitability by month 27. This timeline

assumes successful execution of customer acquisition plans, achievement of gross margin expansion targets, and
disciplined cost management. Conservative scenario analysis indicates profitability extends to month 30 if growth rates

fall 20% below projections, whilst upside scenario achieves profitability by month 20 if growth exceeds projections by 20%.

Cash consumption peaks in months 12-18 as team expansion reaches maximum pace and marketing investments
accelerate. Monthly cash burn reaches 232 lakh during this period before moderating as revenue growth accelerates and
operational leverage improves. The 218 crore funding provides 28-month runway assuming base-case revenue projections,
with 6-month buffer before requiring additional capital. This timeline enables company to demonstrate clear path to
profitability before seeking Series B funding.

Working capital requirements grow with revenue but remain manageable through disciplined cash management. Customer
payment terms of net-30 days align with supplier payment terms of net-45 days, creating favourable working capital
dynamics. Inventory turns average 8x annually, limiting capital tied up in raw materials. These factors contain working
capital growth to approximately 18% of revenue, avoiding excessive cash consumption during scaling phase.
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BUSINESS MODEL

Key Performance Indicators: Tracking Business
Health

Monthly Recurring Customer Customer Lifetime Gross Margin
Revenue Acquisition Cost Value Product profitability.
Primary growth metric Sales and marketing Revenue potential per Target expansion from
tracking subscription efficiency. Target customer. Target growth 42% to 55% through
and repeat order decrease from 245K to from 22.8L to 23.5L scale economies.
revenue. Target 45% 235K within 18 months. through expansion.

CAGR.

Net Revenue Retention Customer Satisfaction

Customer expansion and retention. Maintain above Service quality indicator. Maintain NPS above 75 and
110% indicating strong expansion. CSAT above 4.5/5.0.

Management monitors these metrics monthly with board-level review quarterly. Early warning indicators enable proactive
management intervention before metrics deteriorate significantly. Targets are set annually with stretch goals incentivising
exceptional performance whilst maintaining realistic expectations. Transparent sharing of metrics across organisation

aligns team toward common objectives.
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Subscription Model: Building Predictable
Revenue

10% 12% 98% 45%

Current Subscribers Subscription Revenue Subscription Revenue Premium
Retention

Percentage of customer Share of total revenue from Higher revenue per
base on subscription subscriptions Annual retention rate for subscriber vs transactional

subscription customers

EcoWrap's subscription programme drives revenue predictability whilst deepening customer relationships through long-

term commitments. Launched six months ago, subscriptions currently represent 10% of customer base generating 12% of
revenue due to higher average order values. Target is expanding subscriptions to 25% of customers over next 18 months,

providing foundation of predictable revenue whilst maintaining flexibility for transaction-based customers.

Three subscription tiers address different customer segments. Growth tier requires 275,000 minimum quarterly spend
and provides 8% discount on all orders, priority production access, and quarterly business reviews. Scale tier requires 22
lakh quarterly minimum and includes 12% discount, guaranteed capacity during peak seasons, and dedicated account
manager. Enterprise tier for 25 lakh+ quarterly spend provides customised pricing, white-glove service, and strategic
partnership benefits.

Subscription benefits extend beyond discounting to include business value drivers. Priority production access proves
particularly valuable during festival season when non-subscription customers may experience extended lead times.
Capacity guarantees enable customers to confidently plan inventory without risk of stock-outs due to supplier
constraints. Strategic partnerships at enterprise tier include co-development of custom materials and joint go-to-market

initiatives.
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TRACTION & METRICS

Customer Growth: 10 to 45 in Twelve Months

45
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M1 M3 M6 M9 M12

B Total Customers [} New Customers

EcoWrap has achieved accelerating customer growth throughout first twelve months of operations. The company began
with three pilot customers during development phase, expanded to ten paying customers at official launch, and has grown
to 45 customers currently. Monthly new customer acquisition has increased from 3 in month one to 12 in month twelve,

demonstrating improving sales efficiency and growing market awareness.

Customer growth acceleration reflects multiple factors including refined value proposition messaging, expanded sales
team capacity, improved conversion rates, and early customer success stories generating referrals. The sales team has
narrowed target customer profile based on analysis of best-fit customers, enabling more efficient prospecting and higher
win rates. Marketing programmes have matured from basic awareness activities to sophisticated multi-channel campaigns

generating qualified leads.

Customer composition shows healthy balance across industries and sizes. Fashion and apparel represents 31% of
customers, food and beverage 24%, beauty and personal care 18%, electronics 15%, and other categories 12%. This
diversification reduces concentration risk whilst providing deep vertical expertise in largest segments. Customer size
ranges from businesses shipping 1,200 units monthly to 38,000 units monthly, with median at 6,500 units monthly.
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TRACTION & METRICS

Revenue Growth: P2 Lakh to P8 Lakh Monthly

Monthly recurring revenue has grown from 22 lakh at company launch to 28 lakh currently, representing 300% growth over
twelve months. This growth outpaces customer count growth (350%) indicating both new customer acquisition and
expansion within existing customer base. Quarter-over-quarter growth rates have averaged 35%, demonstrating consistent
execution rather than one-time spikes. Revenue growth has been entirely organic without any partnership or channel
arrangements contributing material volumes.

Revenue composition shows sustainable mix with no customer exceeding 8% of total revenue, indicating low concentration
risk. The top five customers collectively represent 32% of revenue—substantial but not creating undue dependency.
Average revenue per customer has grown from 220,000 monthly at launch to 227,000 currently, reflecting customer
expansion as they consolidate additional packaging needs with EcoWrap and their own business growth increases
packaging volumes.

Revenue quality metrics demonstrate strong fundamentals. Churn rate averages 8% annually, well below 15% benchmark for
B2B SaaS companies at similar stage. Revenue retention including expansion exceeds 110%, indicating existing customers
grow spend faster than losses from churned customers. Payment collections average 32 days versus net-30 terms,
indicating strong customer financial health and satisfaction with service. Bad debt write-offs represent less than 0.5% of
revenue, dramatically below industry norms of 2-3%.
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Cohort Retention: 92% Annual Retention Rate

Cohort MO M3 M6 M9 M12
Q12023 100% 95% 92% 90% 88%
Q2 2023 100% 96% 94% 92% -
Q3 2023 100% 97% 95% - -
Q4 2023 100% 98% - - -

Cohort analysis reveals strong and improving retention trends. The earliest customer cohort from Q12023 shows 88%
retention after twelve months, indicating 12% annual churn rate. More recent cohorts demonstrate improving retention
rates, with Q4 2023 cohort showing 98% retention at three months. This improvement reflects product refinements,

enhanced customer success processes, and better initial customer fit as targeting has been optimised.

Retention rates significantly exceed industry benchmarks. For B2B SaaS companies at similar stage and deal size, typical
annual retention rates range 75-85%. EcoWrap's 92% blended retention rate indicates strong product-market fit and
effective customer success management. Retention is strongest among customers who achieve full onboarding within first

30 days and begin using multiple product types within first 90 days.

Churn analysis reveals patterns enabling proactive intervention. Customers most likely to churn exhibit warning signs
including declining order frequency, increased support tickets related to pricing concerns, and reduced engagement with
account managers. Customer success team monitors these indicators and proactively reaches out with customised
retention offers, product enhancements, or pricing adjustments to address concerns before customers defect to

competitors.
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Net Promoter Score: 78 Demonstrates Strong
Satisfaction

= »

78% 389% 7% 4%

Net Promoter Score Promoters Passives Detractors
Industry benchmark is 45- Customers rating 9-10 Customers rating 7-8 Customers rating O-6
55

EcoWrap's Net Promoter Score of 78 significantly exceeds industry benchmarks, indicating exceptional customer
satisfaction and strong referral likelihood. NPS is calculated quarterly through customer surveys asking "How likely are you
to recommend EcoWrap to a colleague?" on 0-10 scale. Promoters (rating 9-10) represent 89% of respondents, passives
(rating 7-8) 7%, and detractors (rating O-6) only 4%. The NPS of 78 (promoters minus detractors) compares favourably to
B2B packaging industry benchmark of 45-55.

Qualitative feedback accompanying NPS surveys reveals key satisfaction drivers. Most frequently cited positive factors
include speed and reliability of delivery, quality of customer support, ease of platform use, and tangible sustainability
impact. Customers particularly value proactive communication about order status, rapid response to issues, and expertise
provided by account managers. Several customers specifically mention EcoWrap's role in helping them achieve their own
sustainability goals and enhance brand perception.

Detractor feedback, whilst representing small percentage, provides valuable improvement insights. Primary concerns
centre on pricing for smaller orders, limited availability of certain specialty materials, and occasional quality
inconsistencies during rapid scaling. Management has implemented action plans addressing each concern including tiered

pricing structures, expanded material partnerships, and enhanced quality control protocols.
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TRACTION & METRICS

Sales Pipeline: P1.2 Crore Qualified
Opportunities

Current sales pipeline contains 21.2 crore of qualified opportunities across 38 prospects, providing strong visibility into
near-term revenue growth. Pipeline management follows rigorous qualification methodology ensuring only realistic
opportunities advance to qualified status. This approach maintains pipeline integrity and enables accurate forecasting,

with historical conversion rates providing confidence in projections.

Pipeline breaks down across sales stages as follows: 12 prospects in discovery stage (£2.8 lakh total value), 15 prospects in
evaluation stage (4.5 lakh total value), 8 prospects in negotiation stage (3.2 lakh total value), and 3 prospects in
contracting stage (21.2 lakh total value). Historical conversion rates by stage enable weighted pipeline calculations, yielding
24.8 lakh expected revenue from current pipeline over next six months. This projection aligns with growth targets and

provides buffer against slippage.

Pipeline velocity has improved substantially as sales process has matured. Average time from first contact to closed deal
has decreased from 8 months initially to 6 months currently, with target of 5 months as marketing qualified leads improve
and sales team gains efficiency. Discovery-to-evaluation conversion rate has improved from 45% to 62%, indicating better
qualification and value proposition messaging. Evaluation-to-negotiation conversion has remained steady at 53%,

representing natural winnowing as prospects assess competitive alternatives.
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TRACTION & METRICS

Channel Performance: Direct Sales Driving 80%
of Revenue

B Direct Sales
B Partnerships

Inbound

Direct sales represent EcoWrap's primary go-to-market channel, generating 80% of revenue through two-person sales
team conducting outbound prospecting and relationship development. This channel produces highest-quality customers
with strongest retention and expansion characteristics. Sales representatives focus on mid-market targets with clear
sustainability mandates, strong growth trajectory, and cultural fit with EcoWrap's values.

Partnership channel contributes 12% of revenue through referral relationships with business consultants, sustainability
advisors, and e-commerce platform partners. These relationships generate warm introductions to qualified prospects,
shortening sales cycles and improving win rates. Partnership economics involve 10% referral fees for closed deals, creating
aligned incentives whilst maintaining attractive unit economics. We are actively expanding partnership network with target
of 15-20 active referral partners within twelve months.

Inbound marketing generates 8% of revenue from prospects discovering EcoWrap through digital channels including
website, content marketing, social media, and organic search. Whilst representing smallest current channel, inbound shows
highest growth trajectory with 180% quarter-over-quarter increase in qualified leads. Enhanced content strategy, SEO
optimisation, and thought leadership positioning drive this growth. Target is expanding inbound to 25% of revenue within
24 months as brand awareness grows.
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Market Validation: Awards and Recognition

Sustainability Innovation Award

Recognised by Indian Packaging Federation for innovative biodegradable materials. Award
acknowledges contributions to reducing packaging waste and advancing circular economy principles

in e-commerce sector.

Top 10 Startup Selection

Selected for prestigious Sustainability Accelerator programme run by industry consortium. Provided

access to mentorship, pilot customer introductions, and visibility with corporate partners.

Media Coverage

Featured in Economic Times, YourStory, and sustainability-focused publications. Coverage highlights
EcoWrap's role in transforming packaging industry and enabling e-commerce sustainability transition.

Industry Certifications

Achieved FSC certification, ISO 9001 quality management, and ISO 14001 environmental management
certifications. Certifications validate quality systems and environmental commitments to customers
and stakeholders.
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Operational Metrics: Delivering Excellence

98% 99.2%  4.8/5.0 2.1hrs

On-Time Delivery First-Pass Quality Customer Satisfaction Support Response
Orders delivered within Orders meeting quality Post-delivery survey rating Average time to first
committed timeframe standards without rework average response on support tickets

Operational excellence drives customer satisfaction and retention. EcoWrap maintains stringent internal performance
standards across delivery reliability, quality consistency, and customer support responsiveness. Monthly operational
reviews track these metrics with immediate corrective action for any degradation. The company views operational
excellence as competitive differentiator in market where inconsistent service from traditional suppliers creates

opportunity for differentiation.

On-time delivery performance of 98% significantly exceeds packaging industry norms of 85-90%. This reliability stems
from conservative lead time promises, buffer inventory for common materials, and strong relationships with manufacturing
partners ensuring production priority. The 2% late deliveries are tracked with root cause analysis and remediation plans to

prevent recurrence. Customers cite delivery reliability as primary reason for choosing and remaining with EcoWrap.
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Customer Success Metrics: Driving Expansion

Customer success function drives retention and expansion
through proactive engagement, quarterly business
reviews, and consultative support. The team tracks leading
indicators of customer health including product adoption
breadth, engagement with account manager, order
frequency trends, and support ticket patterns. This data-
driven approach enables early intervention for at-risk
accounts and identification of expansion opportunities
with healthy accounts.

Adoption metrics measure how effectively customers
utilise EcoWrap's full capabilities. Average customer uses
2.8 different product types after twelve months compared
to 1.2 at onboarding. Platform feature adoption shows 78%
of customers actively using Al design tools, 65%
downloading sustainability reports, and 45% utilising
inventory forecasting. Higher adoption correlates strongly
with retention and expansion, indicating customers
deriving greater value from comprehensive platform usage.

Engagement metrics track customer interactions with
account managers and support team. Customers
attending quarterly business reviews show 25% higher
retention than those declining reviews. Active engagement
with account managers—defined as at least monthly
substantive interaction—correlates with 40% higher
expansion rates. These patterns inform customer success
playbooks prioritising engagement with high-potential

accounts.

Success

Metric

QBR
Attendance

Platform MAU

Support CSAT

Expansion
Rate

Time to Value

Target

75%

85%

4.5/5.0

120%

30 days

Current

82%

88%

4.7/5.0

128%

24 days
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CUSTOMER CASE STUDIES ’

Fashion Brand Success: Sustainable Packaging
Driving Brand Differentiation

Customer Profile: Established women's fashion brand with 212 crore annual revenue, direct-to-consumer business model,
and sustainability-focused positioning. Target demographic of millennial women aged 25-40 with strong environmental
values. Previously used standard corrugated boxes with minimal branding from regional supplier.

Challenge: Customer surveys revealed 34% of respondents cited excessive or non-sustainable packaging as concern,
conflicting with brand's sustainability messaging. Generic packaging failed to create memorable unboxing experience
crucial for social sharing and repeat purchases. Previous supplier couldn't accommodate custom design requirements
without prohibitive minimum order quantities. Management sought packaging solution reinforcing brand values whilst

remaining within budget constraints.

EcoWrap Solution: Designed custom mailers using 100% recycled corrugated material with water-based inks featuring
minimalist brand aesthetic. Packaging incorporated QR codes linking to digital content about sustainability initiatives and
material sourcing. Integrated order management system connection enabled personalised printing with customer names.
Provided detailed carbon footprint calculations enabling brand to communicate environmental impact to customers. Total
packaging costs decreased 28% versus previous supplier through material optimisation and elimination of quality-related

returns.

Results: Post-implementation customer surveys showed 89% positive perception of new packaging compared to 54%
previously. Social media analysis revealed 340% increase in packaging mentions with 92% positive sentiment. Brand
leveraged packaging in marketing campaigns with unboxing videos generating 2.8 million impressions and estimated 215
lakh equivalent media value. Customer repeat purchase rate increased 12% partially attributable to enhanced unboxing
experience. Brand has since expanded to multiple packaging formats and increased order volumes 45% over six-month
partnership period.
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CUSTOMER CASE STUDIES

Food Delivery Platform: Scaling Operations
Whilst Maintaining Compliance

Customer Profile: Regional food delivery platform
expanding from single city to five cities across India.
Processing 12,000 orders daily with plans to reach 35,000
daily orders within twelve months. Highly cost-sensitive
business model requiring tight control of packaging
expenses whilst meeting food safety regulations.

Challenge: Rapid geographic expansion strained
relationship with existing packaging supplier unable to
service multiple markets reliably. Food safety certifications
required for each state created compliance complexity.
Inconsistent quality resulted in 6% damage rate during
delivery, generating customer complaints and refund
costs. Previous supplier lacked inventory management
capabilities to synchronise with platform's demand
forecasting.

EcoWrap Solution: Implemented FSC-certified food-safe containers and insulated liners produced across two
manufacturing locations serving different geographic regions. Developed inventory management system integrating with
platform's demand forecasting to ensure stock availability across all markets. Provided state-by-state compliance
documentation and certification management. Optimised packaging specifications to reduce material costs whilst
maintaining required insulation properties. Established quality control protocols including random inspection and
performance testing.

Results: Achieved 100% on-time delivery throughout six-month expansion period despite 180% order volume growth.
Damage rates decreased to 1.2% through improved packaging design and material specifications. Food safety compliance
achieved in all five markets without platform requiring dedicated compliance staff. Total packaging costs decreased 22%
through supply chain optimisation and reduced damage-related losses. Platformm has committed to three-year partnership
agreement with guaranteed capacity for continued expansion. EcoWrap relationship has become case study for platform's
supplier partners on scaling excellence.
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Beauty Brand: Premium Unboxing Experience

Customer Profile: Luxury beauty and personal care brand
targeting affluent urban consumers. Products priced 3-4x
mass-market alternatives with positioning emphasising

natural ingredients and sustainability. Strong social media

presence with influencer partnerships driving brand

awareness. Obsessive focus on every customer touchpoint

including packaging.

Challenge: Existing packaging failed to reflect premium
brand positioning, creating disconnect between product
quality and presentation. Influencer feedback indicated
packaging appeared generic and failed to generate
excitement in unboxing content. Brand sought distinctive
packaging design reinforcing luxury positioning whilst
maintaining sustainability commitments. Previous design
agencies quoted 28-12 lakh for custom packaging
development with 4-month lead times.

EcoWrap Solution: Developed custom rigid boxes with
magnetic closures using biodegradable materials and soy-
based inks. Packaging featured embossed logo, interior
printing with product usage instructions, and custom
tissue paper. Implemented two-piece design enabling
product visibility before opening. Created limited-edition
seasonal variants maintaining brand consistency whilst
providing freshness. Provided unboxing photography

guidelines and sample content for influencer partnerships.

Results: Influencer content featuring new packaging

generated 4.2 million impressions across Instagram and
YouTube within first month. Unboxing videos averaged
180,000 views compared to 45,000 previously. Customer
surveys indicated 94% of respondents rated packaging
experience "excellent” or "very good.” Social media
sentiment analysis showed 87% positive mentions of
packaging. Brand reported 18% increase in referral
purchases attributed to enhanced brand perception from
packaging experience. Average order value increased 8%
as premium packaging reinforced luxury positioning and
reduced price sensitivity.
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CUSTOMER CASE STUDIES ’

Electronics Retailer: Protective Packaging
Reducing Returns

Customer Profile: Online electronics and gadgets retailer with 245 crore annual revenue. Product portfolio includes
smartphones, accessories, small appliances, and consumer electronics. Operating on thin margins typical of electronics
retail with intense competition on price and delivery speed. High product value makes damage during shipping particularly
costly.

Challenge: Electronics products require sophisticated protective packaging to prevent damage during logistics handling.
Previous packaging approach resulted in 3.2% damage rate during shipping, generating customer returns, replacement
costs, and negative reviews. Standard foam packaging created environmental concerns contradicting company's
sustainability marketing messages. Competitors gaining advantage through faster delivery enabled by optimised packaging
reducing dimensional weight.

EcoWrap Solution: Engineered custom protective packaging using biodegradable cushioning materials achieving shock
absorption equivalent to traditional foam. Developed right-sized packaging for common product categories reducing
dimensional weight by 35% and enabling faster, lower-cost shipping. Created easy-open designs with perforated tear
strips improving customer experience. Implemented protective corner inserts and suspended product positioning
preventing movement during transport. Provided packaging specifications optimised for major courier partners' handling
equipment.

Results: Damage rate decreased to 0.8% representing 75% reduction and saving approximately 218 lakh annually in
replacement costs and lost inventory. Dimensional weight reduction decreased shipping costs by 28.50 per package on
average, totaling 212 lakh annual savings across 140,000 shipments. Faster delivery enabled by lighter packages improved
customer satisfaction scores by 15 points. Environmental messaging highlighting biodegradable packaging featured
prominently in marketing with positive customer reception. Return rate for all reasons decreased 22% as better packaging
reduced both damage and perceived product quality concerns.
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COMPETITIVE LANDSCAPE

Competitive Positioning Matrix

Company Target Strength Weakness Threat Level
Huhtamaki Enterprise Scale, brand Inflexible, slow Low

ITC Packaging Enterprise Integration High minimums Low
Regional Players Price-sensitive Low cost Quality, capabilities Medium
Import Suppliers Premium Innovation Cost, support Low
EcoWrap Mid-market Speed, service Scale (improving) -

Competitive landscape analysis reveals EcoWrap occupies defensible position in underserved mid-market segment. Large
packaging corporations focus on enterprise accounts where their scale advantages provide greatest value. They show
limited interest in mid-market due to operational complexity of serving many smaller accounts and lower absolute revenue
per customer. Their sales processes, minimum order quantities, and customisation capabilities are optimised for enterprise
needs—creating opening for EcoWrap's differentiated approach.

Regional manufacturers compete primarily on price with limited capabilities beyond commodity products. They lack
sophisticated design services, compliance expertise, and technology platforms that mid-market customers value. Quality
consistency issues and unreliable delivery further limit their competitiveness against professional alternatives. However,
they maintain presence through established relationships and willingness to serve very small accounts where economics
don't justify professional service providers.



COMPETITIVE LANDSCAPE

Competitive Moat: Multi-Layered Defensibility

Intellectual Property

Three patents pending on biodegradable material
formulations. Proprietary Al design platform with 18
months development investment. Trade secrets around

manufacturing processes and material sourcing.

Customer Switching Costs

Integration with order management systems,
compliance documentation, and design assets create
friction for customers considering alternatives. Average

3-month transition period.

Operational Excellence

98% on-time delivery and 99.2% first-pass quality
create performance gap competitors struggle to match.
Systems and processes developed over 12 months of
iteration.

Supplier Relationships

Exclusive agreements with FSC-certified manufacturers
providing cost advantages and capacity guarantees.
Long-term contracts require 18+ months to negotiate
and replicate.

Brand and Reputation

Industry recognition, customer testimonials, and media
coverage create trust with prospects. NPS of 78

generates strong word-of-mouth and referrals.

Data and Learning

Al platform improves continuously through customer
interactions. Design database of 2,000+ successful

implementations provides competitive intelligence.

»{Bridge
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COMPETITIVE LANDSCAPE

Barriers to Entry: Why Position Is Defensible

Regulatory
Complexity
Working . Supplier
Capital ” Relationships
Technology

Investment
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Competitive Threats and Mitigation Strategies

Threat: Large Players Moving Downmarket

Risk that Huhtamaki or other large corporations decide
mid-market warrants investment and bring superior
resources. Mitigation: Maintain speed and service
advantages inherent to smaller organisation. Deepen
customer relationships through white-glove service
economically unfeasible for large competitors. Continue
innovation in technology and materials to stay ahead. Build
strong brand loyalty making customer acquisition
expensive for competitors.

Threat: Regional Players Upgrading
Capabilities

Risk that regional manufacturers invest in technology and
service capabilities whilst maintaining cost advantages.
Mitigation: Accelerate capability development to maintain
gap. Invest in brand building making quality and reliability
primary purchase criteria rather than price. Secure
exclusive supplier relationships limiting regional players'

access to premium materials.

Threat: New Well-Funded Entrants

Risk that venture-backed startup enters market with
substantial capital and aggressive customer acquisition.
Mitigation: Maintain capital efficiency making competitive
response expensive. Focus on customer retention
reducing addressable market for new entrants. Build
operational excellence and unit economics difficult for

cash-burning competitor to match sustainably.

Threat: International Players Entering India

Risk that successful international sustainable packaging
companies expand to India with proven models and
technology. Mitigation: Leverage deep understanding of
Indian regulatory environment and customer needs.
Maintain cost structure advantages versus international
players burdened with overhead. Build strong local brand
and relationships that international players must invest
years to develop.
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INVESTMENT PROPOSITION

Investment Ask: P18 Crore Series A

EcoWrap seeks 218 crore in Series A funding to accelerate
customer acquisition, expand operational capacity, and
build scalable infrastructure. The funding will be deployed
over 24 months with disciplined capital allocation focused
on revenue-generating investments whilst maintaining
path to profitability by month 24. This round represents
opportunity to invest at attractive valuation in proven

business model addressing massive market opportunity.

Valuation and terms: Series A at 218 crore pre-money
valuation implies 236 crore post-money valuation.
Investors will receive approximately 50% ownership stake
through preferred shares with standard liquidation
preferences and participating rights. The valuation
represents 2.25x current annual revenue run rate and 6.5x
projected year-two revenue—attractive pricing compared
to comparable companies typically valued at 4-8x
revenue. Conservative valuation reflects early stage and
provides investors substantial upside as company scales
and comparable multiples expand.

Investment highlights: Massive 245,000 crore market
opportunity with 23% annual growth. Proven product-
market fit demonstrated by 35% quarterly growth and 92%
retention. Exceptional unit economics with 6.2x LTV:CAC
ratio. Defensible competitive position through patents,
technology, and supplier relationships. Capital-efficient
business model reaching profitability within 24 months.
Experienced founding team with strong execution track

record.
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INVESTMENT PROPOSITION

Partner With XBridge Ventures to Build India's
Sustainable Future

EcoWrap represents rare investment opportunity combining massive market potential, proven business model, and
experienced team executing against clear strategic vision. The sustainable packaging market stands at inflection point with
regulatory mandates and consumer demand creating urgency for businesses to adopt environmentally responsible
solutions. Companies capturing market leadership during this transition will establish durable competitive positions as

market matures.

The company has demonstrated product-market fit through consistent growth, strong retention, and exceptional customer
satisfaction. Unit economics prove the business model generates attractive returns at scale whilst remaining capital-
efficient throughout growth phase. Technology and intellectual property provide defensible competitive advantages
difficult for competitors to replicate. The founding team combines domain expertise, operational excellence, and strategic
vision necessary to build category-defining business.

XBridge Ventures invites institutional and strategic investors to partner in EcoWrap's next growth phase. The 218 crore
Series A funding will accelerate customer acquisition, expand operational capacity, and establish market leadership whilst
maintaining disciplined financial management. We project 3.0-3.5x cash returns over 60 months with multiple exit
pathways including strategic acquisition and growth equity sale. Beyond financial returns, investors participate in building

genuinely sustainable business addressing critical environmental challenges whilst delivering superior customer value.

For additional information, due diligence materials, or to schedule management meetings, please contact XBridge
Ventures investment team.



ma

Runcleal Congoidoer

MARKET DATA & RESEARCH SOURCES

Sources & References

1. Bain & Company (2025). "How India Shops Online 2025." Market research report on India's e-retail landscape. - India e-
retail market: USD 60 billion (25 lakh crore) in 2024
- Projected growth to USD 170-190 billion (214-16 lakh crore) by 2030
- 270+ million online shoppers in 2024

2. India Brand Equity Foundation - IBEF (2024). "Paper & Packaging Industry Report." - India packaging industry: 27,36,092
crore (USD 84 billion) in 2024
- Projected to reach £12,53,109 crore (USD 143 billion) by 2029
- Paper packaging market: 21,67,110 crore (USD 19.07 billion) in 2025
- Growing at 19.48% CAGR to 4,06,866 crore (USD 46.43 billion) by 2030

3. Mordor Intelligence (2025). "India Packaging Market Size & Share Analysis." - Market size 2025: USD 101.12 billion
- Projected 2030: USD 169.73 billion
- Growth rate: 10.73% CAGR (2025-2030)

4. Government of India. "Plastic Waste Management Amendment Rules 2022." - Extended Producer Responsibility (EPR)
regulations
- Mandatory compliance requirements for packaging producers

5. BCG Climate Action Survey (2024). Consumer sustainability preferences in India.

6. PitchBook (2024). "Packaging Sector Report." Valuation multiples and M&A activity.

() Note: All financial projections and company-specific data (EcoWrap metrics, customer information, unit
economics) are based on internal company records and management estimates. Market sizing calculations use
bottom-up methodology triangulated against published industry reports.



