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A. Vision, Origin, Social Impact & KPIs

1. How did the idea for Etarn originate?

Etarn did not begin as a crypto project.
Its origin goes back more than 10 years, when a breakthrough biotechnology was developed in
China. This technology can convert wastewater and organic human waste into safe, high-quality

liquid fertilizer within a very short time.

Our CEO, Mr. Sakihara, personally met Dr. Ding the inventor of this technology in its early stage
and attempted to scale it outside China. Initial trials in Japan and several other countries did not
expand as expected, mainly because the sanitation markets were smaller and adoption was
slow.

A major turning point came when we met INTELET, an industrial partner with deep networks
across India. Through this collaboration, we finally found the ideal environment for large-scale
deployment. INTELET’s local insights, infrastructure capabilities, and government connections
revealed what we could not see before:

India had both the deepest sanitation challenges and the greatest opportunity for impact.

The fundamental point is this:

The real business came first. The token came later as a solution.

In India, even if modern toilets are installed, up to 40% of people still practice open defecation
in some regions. A toilet that is not used has zero impact. We asked ourselves:

“What if using the toilet itself became an income opportunity?”

Our toilets generate revenue through fertilizer sales, carbon credits, advertising, and more. By
sharing a portion of that value with users, toilets become income-generating assets, a true
“Toilet-to-Earn” model.

We explored distributing rewards as cash or local point systems, but these were impractical
because they require:

* Bank integrations

* Merchant integrations

* Expensive settlement systems

* Complex compliance and licensing

Blockchain technology solves these challenges.



It allows instant, global, low-cost settlement for millions of microtransactions.
This is why Etarn was born not as speculation, but as the easiest and fairest way to return real

revenue to the people who use the toilets.

2. What real-world problems is Etarn trying to solve, and how
is it different from NGO/government toilets?

Etarn directly tackles three major problems:
(1) Sanitation
Transforming unsafe waste into harmless fertilizer eliminates contamination and disease
sources.
(2) Environment
Traditional waste is something people “pay to dispose of.”
With Etarn, waste becomes a valuable resource that generates revenue.
(3) Local Economic Activation
Farmers, toilet users, operators — everyone in the ecosystem earns.

This is the biggest difference from NGO or government toilets:

NGO toilets cost money to maintain. Etarn toilets make money.
Because the model is profitable, it is truly sustainable and can scale without relying on
charity or taxpayers. We believe this is the only realistic way to transform global sanitation
long-term.

3. How does Etarn contribute to SDG 6 and climate goals in
low-income regions?

Our approach is simple:
Utilization creates revenue. Revenue creates sustainability.
To maximize early impact, we will first deploy toilets in high-traffic urban areas such as:
* Train stations
* Busterminals
*  Marketplace hubs
Once stabilized, we will expand into rural regions.
Etarn contributes to SDG 6 and climate goals through:
Sanitation & Clean Water
* Eliminating pathogens created by open defecation
* Producing safe, organic fertilizer with zero waste

* Preventing groundwater contamination 3



Climate Impact (Carbon Credits)

Human waste normally emits methane, which is 20 X more harmful than CO,.

Our rapid conversion process prevents methane from being released into the atmosphere.
This reduction is measurable and generates carbon credits — creating another revenue stream

for the system.

4. Beyond toilet usage, what long-term behavioral change
does Etarn aim to create?

Of course, we aim to improve:
* Hygiene habits
* Environmental awareness

But our ambition is bigger:
We aim to create a local circular economy where Etarn becomes a widely used community
currency.

Most cryptocurrencies today have speculative value only.

Etarn, however, is tied to a universal human action:

Everyone uses the toilet every day.

This makes the Etarn economy:
* Daily
* Predictable
* Universal

* Inclusive even for low-income populations

Over time, we expect Etarn to become a commonly accepted digital currency in local

communities.

5. If Etarn succeeds fully, what will exist in 3-5 years that
doesn’t exist today?

We envision a unique, global closed-loop circular economy:
1. Humans produce organic waste

2. Etarn converts it to high-quality fertilizer



3. Fertilizer grows nutrient-rich crops

4. People consume the crops

5. People produce organic waste again

6. Value is recycled — including Etarn tokens

This loop improves:

Human health
Agricultural productivity

Economic output

At scale, this will become the world’s first bio-resource—backed token economy.

Key KPIs that define success:

Toilets deployed

Daily active users

Liquid fertilizer production & sales
Carbon credits generated

Revenue growth

Token price is not the measure of success — real-world adoption is.

6. What are the top 3 milestones in the next 6—12 months?

1. Number of toilets deployed

This directly increases both social impact and revenue.

2. Liquid fertilizer production & sales

This is the foundation of profitability and token sustainability.

3. Growth of active users in the Etarn community

More users - more usage -» more waste - more fertilizer > more revenue -

higher utility of Etarn.

Our entire strategy focuses on scaling this circular ecosystem as quickly and sustainably as

possible.



B. Technical Deep-Dive

1. How does Etarn’s smart toilet technology work, and what
roles do Al, loT sensors, and bacteria play?

Worldwide, the most common method of treating human waste —especially in developed
countries—is biological decomposition using microorganisms. Wastewater travels through
sewage pipelines to treatment plants, where bacteria break down organic matter into water
over time.
During this natural decomposition process, there is a specific moment when the organic matter
becomes high-quality liquid fertilizer before it is finally broken down into water.
If we can precisely stop the bacterial activity at that moment, we can create nutrient-rich
organic liquid fertilizer.
This is exactly what Etarn’s technology achieves.
We use:

* Al and over 20 loT sensors

* Proprietary bacteria strains

* Automated control systems

to detect the optimal nutrient peak and halt the decomposition process at the perfect time.
This is the core of our technology.

GHG (Greenhouse Gas) Reduction Mechanism
Traditionally, when animal or human waste ferments naturally, it emits:

* Strong odors

* Nitrogen compounds

* Methane gas (a greenhouse gas 20 X stronger than CO,)

Etarn prevents these emissions by:
* Rapidly converting waste before methane forms
* “Locking” nitrogen and nutrients inside the liquid fertilizer
* Operating the entire process in a closed, controlled environment

Because the process is extremely fast, harmful gases do not have time to escape.
We are currently applying for carbon credit certification, and we expect approval by 2026—
potentially making Etarn the world’s first toilet-derived carbon credit system.



2. What do activators and micro-nano bubbles do?

Micro-nano bubble technology is essential for our “short-time conversion” process.
The micro-nano nozzle produces ultra-fine bubbles that dramatically increase bacterial
activity—more than 20 X compared to normal conditions.
This acceleration allows:

* Much faster decomposition

* More thorough nutrient extraction

* Smooth transport and stabilization of organic matter

* Consistent, high-quality fertilizer output

Combined with our sensor controls and Al automation, Etarn can maintain stable fertilizer

quality regardless of environmental fluctuations.

3. How does the system work without a conventional water
supply? What about odor control?

For small-scale installations (such as rural toilets used by ~500 people per day), Etarn can
operate completely off-grid, using:

* Rainwater harvesting

* Atmospheric water generation

* Internal recycling systems

For large, high-traffic locations like railway stations and major terminals, we will connect to

normal water lines.

Odor Control

Etarn’s liquid fertilizer has no smell at all.

This is because:
* Harmful compounds are fully broken down
* Nutrients are stabilized inside the liquid

* No methane or ammonia escapes

Anyone who tests our fertilizer can immediately confirm the absence of odor.

4. Can the technology operate in water-scarce regions and
extreme climates?



Yes, it can.

Our technology can be flexibly customized according to the specific needs of the region.

Adaptation in Water-Scarce Regions

In areas facing severe water scarcity, especially for small-scale public toilet installations serving

around 500 users per day, we can resolve water resource issues through the following options:

1. Off-Grid Operation via Water Recycling: Our system can extend the bacterial process
beyond liquid fertilizer production, employing an additional advanced filtration cycle to
generate fully purified water. This purified water can then be recycled and reused within the
system as flush water, drastically reducing external water consumption.

2. Customization for Regional Needs: We can customize and provide the system based on the
local demand. Specifically, we can build a model that prioritizes water reuse (circulation as
flush water) and treats liquid fertilizer production as a secondary function. This allows for

sustainable operation with minimal dependence on external water resources.

Climate Adaptability
Our bacteria are designed to function even in extreme climates, thanks to proprietary protocols
and control systems:

* Hot Climates (e.g., India, Southeast Asia)

* Cold Climates (e.g., North America, Northern China)

In cold regions, we adjust the following elements:
* Temperature control algorithms
* Treatment cycle timing

* Bacterial activation patterns

Our team has developed unique protocols to ensure stable operation in both high-heat and

freezing environments, guaranteeing consistent performance under any climate condition.

5. What is the biggest technical challenge now, and how do
you handle environmental variations?

Biggest Technical Challenge: Carbon Credit Certification

Our top priority is obtaining official recognition for methane-avoidance carbon credits
generated by our toilet system.
We expect certification around 2026, enabling the world’s first toilet-based carbon credit

issuance system.



Bacteria Regulation & Localization
Some countries prohibit importing foreign bacteria to protect local ecosystems.
In such cases, we must discover local bacterial strains with similar performance.
Fortunately, our team has deep expertise in microbial sourcing and optimization, so we do not
expect this to block expansion into any region.

Fail-safes & Automated Adjustments
All decomposition happens inside a sealed Core Processor Unit equipped with:
* Over 20 Al-driven loT sensors
* Automated pH, temperature, and oxygen adjustments
* Real-time bacterial activity monitoring

* Emergency fallback processes

If environmental conditions negatively affect bacterial performance (heat, pH imbalance,
contamination), the system automatically corrects itself.

This ensures:
* Stable fertilizer quality
* Continuous operation

* Environmental safety



C. Data Privacy, Al Ethics & Public Health

1. What data does Etarn collect per flush, and how is it
anonymized and secured?

Etarn does not collect any information that can identify an individual.

The data we gather is strictly limited to non-personal, demographic-level information, such as:
* Gender (male/female)
* Broad age group

* General location (region)

We do not collect names, phone numbers, addresses, wallet IDs, biometrics, or any personally
identifiable information (PIl).

The sole purpose of collecting this limited data is:

To optimize advertisement monetization through privacy-safe targeting.
Our business model includes advertisement revenue generated inside Etarn smart toilets.
Aggregated demographic data allows us to deliver more relevant ads and maximize
monetization — entirely within our internal system.

This data is:

* Fully anonymized

* Never shared publicly

* Never sold

* Used only internally for ad optimization

Therefore, there is zero risk of any personal information leaking or being exposed externally.

2. How does Etarn ensure reliability and fairness of Al health
analytics?

Etarn does not perform Al-based health diagnostics or disease detection.
We do not analyze excrement for medical purposes, nor do we provide health predictions or

assessments.
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To avoid:

* Misdiagnosis

* False positives

* Algorithmic bias

* Ethical issues associated with biological data

* Legal and medical compliance risks

we consciously exclude all forms of health analytics from our system.
Our Al is used only for:

* Controlling the waste-processing mechanism

* Optimizing bacterial activity

* Maintaining stable liquid fertilizer quality

and not for any type of medical evaluation.

3. Can Etarn toilet data be used for public-health analysis or
shared externally?

In principle, we do not share any data externally — including with governments, public-health
institutions, or third-party organizations.
Our core policy is:

* No external data sharing

* No public-health surveillance

* No export or distribution of demographic datasets

The data Etarn collects is:
* Non-personal only
* Used solely for internal advertisement monetization
* Not linked to any identifiable individual

* Not usable for medical or public-health analytics

Therefore, the question of “sharing public-health data” does not apply to Etarn’s current

system design.

Exception (clearly defined):

If a significant concentration of harmful bacteria is detected in a particular region, Etarn may
share non-personal, environmental-level indicators only with local authorities to support
hygiene or environmental investigations.
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This cooperation is strictly limited to:
* Environmental and sanitation monitoring,
and does not involve any medical diagnostics, personal data, or individual-level health

assessments.

4. How does Etarn balance sanitation data benefits with
ethical concerns around sensitive biological information?

We fully recognize that sanitation-related data and biological information can be extremely

sensitive and raise serious ethical concerns.

Our approach is simple:
We avoid collecting sensitive biological or personally identifiable health data
altogether.

Etarn’s system is designed to:
* Avoid storing raw biological information
* Avoid linking toilet usage to specific individuals
* Avoid recording any health-related measurements

* Avoid creating user-level behavioral or health profiles

By eliminating sensitive data at the source, Etarn ensures:
* Maximum privacy protection
* Strong ethical and regulatory compliance

* Zero possibility of personal data misuse

Our mission is to improve sanitation, create fertilizer, and return value to local communities —
not to collect health data.

12



D. Behavior Change, Incentives & Anti-Abuse

1. How does “Toilet-to-Earn” actually reduce open defecation
and change behavior?

The mechanism is extremely simple:

When people use the toilet, they earn money.

In regions where open defecation is culturally rooted, education alone is not enough to change
long-standing habits. But when proper toilet use becomes a direct income opportunity,
motivation shifts instantly.

The Toilet-to-Earn model creates an immediate, tangible incentive that encourages users to
choose the toilet instead of the open field.

We believe this financial motivation is the fastest and most effective way to drive meaningful

behavior change in low-income communities.

2. What long-term incentives keep people using Etarn toilets
after the initial novelty wears off?

The ETAN rewards are not temporary promotions — they are designed to be long-term and
continuous.
As long as the toilet exists, users receive ongoing rewards.
Once people directly experience that:
* Using the toilet increases their monthly income
* They can buy goods they previously couldn’t afford

* Their quality of life improves

they naturally continue using the toilet properly.

The incentive becomes part of their daily life, not a novelty.

3. How do you prevent users from gaming the X-to-Earn
system?

We recognize that every X-to-Earn model attracts attempts to exploit the system.
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Etarn prevents this through a combination of hardware controls, time-based logic, and sensor

verification

Anti-QR Abuse System
* The QR code on the toilet changes at frequent short intervals
* Users can scan a maximum of 2 times per day
* After the first scan, the user must wait 1 hour before scanning again

* The same QR code cannot be reused or shared

This eliminates:
* Repeated scanning
¢ Saved screenshots

* QR-code farming

Detection of Non-Genuine Toilet Use
Users cannot simply pour water or dirt to simulate usage.
Each toilet is equipped with multiple sensors that detect:

* Weight/pressure

* Flow patterns

* Temperature changes

* Chemical signatures

* Movement patterns in the bowl

* Waste composition

4. How does Etarn balance rewards between high-traffic and
low-traffic toilets?

Yes, we operate a dynamic reward-adjustment algorithm.
Rewards are not fixed.
They depend on:

* Total liquid fertilizer revenue

* Local fertilizer buy-back price

* Total number of users at that toilet

* Overall ecosystem usage volume

The formula is simple:
Total revenue allocated for users = Total number of users = Individual

rewards
14



This prevents:
* Unfair advantages
* Overspending in low-traffic areas
* Excessive reward distribution that could destabilize the token economy

In practice, only about 1% of fertilizer revenue is allocated to user rewards.
This ensures the ecosystem cannot collapse from over-distribution and remains financially

sustainable long-term.

5. Can the smart toilet distinguish between human waste and
animal waste?

Etarn’s system is fundamentally designed for operation in managed environments intended for

human use.

However, even if animal-derived waste were to be introduced, it would not pose a problem for
the system. Etarn’s biological processing is designed to convert organic waste into liquid organic
fertilizer, and from this perspective, it does not require strict differentiation between human

and animal sources.

In fact, in agricultural and livestock settings such as pig farms, the liquid fertilization of animal
waste has already been proven and commercially implemented. Etarn’s processing technology

is built upon these established biological treatment practices.

In short, Etarn prioritizes stable real-world processing and resource recovery, not forensic-level
waste classification.
While the system is optimized for human use, it remains safe, robust, and practical even if

animal-derived waste is present, and can reliably convert it into liquid fertilizer.
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E. Token Utility, Tokenomics & Value Sustainability

1. What is the core utility of the ETAN token, and how is it
used across the ecosystem?

The ETAN token sits at the center of a revenue-backed circular economy.

Here is the flow:

1. Investors purchase Etarn smart toilets.
These toilets are real revenue-generating infrastructure, so they function as an investment
asset.

2. Toilets are deployed locally, and users begin using them.
Each use produces organic liquid fertilizer, which is then purchased by our partner
organizations.
Importantly, these purchases are made in USD, not ETAN.

4. The USD revenue is converted into USDT, and:
* About 1% is distributed to toilet users as “Etarn Points.”
* Users can later convert those points into ETAN tokens.

5. A portion of the remaining USDT is used for continuous buybacks of ETAN on the market.
This naturally supports upward price pressure as adoption increases.

Our long-term vision is to make the entire economic cycle run natively on ETAN.

2. Why does this project need a token at all?

Technically, the business could exist without blockchain.
However, building a local “Etarn Point system” that merchants, shops, and online platforms
accept would require:

* Enormous cost

* Years of integration work

* Complex compliance

* Building an entire payment network from zero

Blockchain provides:
* Instant settlement
* Global accessibility
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* Low cost

* Existing infrastructure trusted worldwide

We did not create a token first and then search for a use case.

The real-world model came first, and blockchain is the most efficient tool to make the
ecosystem function smoothly.

That is why ETAN was created.

3. Do ETAN rewards decrease over time like Bitcoin halving?

No, ETAN does not follow a halving model.
Reward distribution is designed to remain relatively stable over the long term. This is because
our token model is not based on speculation, but on real economic activity.
The Fundamental Difference in the Reward Model
The key difference from many other crypto projects is that Etarn is backed by the following real-
world revenue sources:

1. Liquid fertilizer sales

2. Carbon credit generation

3. Advertising revenue inside the smart toilets

As these real revenue sources grow, the funding pool used for the buyback of ETAN on the
market grows accordingly.
Increase in Real-World Revenue, Expansion of Buyback Pool, Strengthening of Token

Sustainability

This allows us to achieve the following:
* Reinforce long-term sustainability without needing artificial scarcity events (like halving).
* Remove the fear of rewards drastically decreasing over time (FUD), ensuring continuous

incentives for users.

Rewards are dynamically adjusted based on the total revenue generated by the ecosystem and
the total number of users at that time. This prevents over-distribution of rewards while creating
a healthy circulation where real business growth directly links to the token's stability and user

benefits.

4. How will long-term demand be sustained beyond
speculation?
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The long-term demand for Etarn is driven not by temporary speculation, but by real-world

revenue and utility.

The three main long-term demand drivers are:
1. Continuous Buybacks (Buybacks Driven by Real Revenue)

* Stability of Funding: The buyback of ETAN is continuously funded not by speculative
capital, but by actual business revenues from liquid fertilizer sales, carbon credit
generation, and in-toilet advertising.

* Market Impact: As revenue increases and the buyback volume grows, the circulating
supply of ETAN on the market decreases, placing sustained upward pressure on the
token price. This mechanism solidifies the foundation of the token economics.

2. Revenue Distribution (Revenue Distribution & Economic Flow)

* Creation of Utilization Incentive: Users receive Etarn Points based on the daily act of
toilet usage, which they can convert into ETAN tokens.

* Economic Flow: This becomes a reliable income source for low-income communities. As
they use the earned ETAN to purchase necessities, real purchasing power is established
for the token, creating a robust economic flow.

3. A Future ETAN-Native Circular Economy (Future ETAN-Native Circular Economy)

* Ultimate Goal: Our long-term goal is to eventually operate the full ecosystem—including
smart toilet deployment costs, fertilizer purchases, user rewards, and payments for
goods and services in the community—entirely in ETAN.

* Maximizing Utility: When ETAN is established as a commonly accepted community
currency, the token's primary value will be determined not by speculation, but by its real
utility essential for daily life. At this point, a structure where utility far outweighs

speculative demand will be complete.

5. How do you determine the timing and amount of ETAN
buybacks?

Buybacks occur whenever revenue is generated from:
* Liquid fertilizer
* Carbon credits

* Other business operations
We allocate a minimum of 10% of all revenue toward ETAN buybacks.

Depending on market conditions, the percentage may be increased.

Buybacks are therefore:
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* Predictable
* Recurring
* Backed by real cash flow

6. Many low-income users may sell ETAN immediately. How
do you prevent constant sell pressure?

We understand this concern, but for our model, immediate user selling does not pose a risk of
price collapse.

This is due to the combination of our system design and strict management of the cash flow.
1. Introduction of "Points" as a Buffer

What users earn from using the toilet are primarily "Etarn Points."

* Preventing Instant Selling: Instead of handing out the token (ETAN) directly, we introduce
the intermediate step of Points. This creates friction where users must "convert" the
points before they can sell the tokens. This mechanism suppresses the immediate and
large-scale generation of sell pressure.

* Discouraging High Volume Selling: Users have to take the extra step to convert earned
Points into tokens, which further reduces the volume of instant selling.

2. Defense Mechanism through Strong "Buybacks”

The most crucial point is that our structure ensures the buyback volume is consistently

larger than the volume distributed to users.

* Limited Distribution: Only a mere 1% of revenue is allocated toward user rewards.

* Scale of Buybacks: A portion of the remaining 99% of revenue (derived from liquid
fertilizer, advertising, and carbon credits) is channeled into continuous, stable buybacks
of ETAN.

Even if 100% of the ETAN distributed to users were sold on the market immediately, that sell
volume would be extremely small compared to the continuous buyback volume generated from

the overall revenue.
Therefore, the risk of the ETAN price becoming unstable or collapsing to zero purely due to user

selling behavior is very low, ensuring the ecosystem is financially stable.

7. How do you differentiate incentives for long-term holders
vs. short-term reward farmers?

The ETAN model is designed to reward long-term believers.
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Why?
Because as more toilets are deployed:
* More fertilizer is produced
* More revenue flows in
* More buybacks occur
* ETAN'’s price naturally strengthens over time

This is a multi-decade business, backed by real-world infrastructure.
Therefore:

Those who hold ETAN long-term benefit the most from increasing buybacks
and long-term expansion.

Short-term reward collectors earn small amounts, while long-term holders capture the full
upside of the expanding ecosystem.

8. Why are Etarn’s toilet users not “sell pressure,” but
contributors to value growth?

In Etarn, toilet usage does not automatically translate into downward price pressure.

In many token models, the flow is simple:
tokens are distributed - users sell = price falls.

Etarn is designed differently.

In Etarn:

1. Toilets are used

2. Real revenue is generated (e.g., liquid fertilizer sales)
3. A portion of that revenue is used for ETAN buybacks
4

User sell-offs are absorbed by real demand, not ignored
In other words, the more the system is used, the more buy-side pressure is created.

Additionally, the ETAN distributed to users comes from a capped monthly Reward Pool
(3,125,000 ETAN allocated for user incentives).

Even if usage increases, user rewards are distributed within this predefined pool,

preventing uncontrolled supply expansion.
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As a result:
* Demand (from revenue and buybacks) increases

* User reward supply remains capped

Etarn users are not just reward recipients.

They are participants who strengthen the network and share in its value growth.

That is why Etarn is not a token that weakens when it is used,
but one that is designed to become stronger the more it is used.
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F. Carbon Credits, Methane Reduction & Token

Integration

1. How does Etarn quantify methane reduction and other
emissions for carbon credits, and which methodology or
registry are you pursuing?

Each Etarn smart toilet is equipped with over 20 10T sensors that continuously monitor the
waste-treatment process.
These sensors track:

* Methane formation potential

* Actual methane avoided

* Aerobic/anaerobic bacterial activity

* Temperature and decomposition speed

* Nutrient capture inside the liquid fertilizer

Using these measurements, we can quantify methane reduction and other emission-avoidance
metrics with high precision.

We are currently applying for official methodology approval under Verra, and we expect full
certification by 2026.

Once approved, Etarn toilets will be eligible to generate verified carbon credits based on

measurable methane avoidance.

2. How do you prevent double counting when the same waste
stream is used both for methane reduction and for fertilizer
production?

We believe double counting is not an issue in our case because the same waste stream
legitimately produces two independent environmental benefits:
1. Liquid fertilizer production

2. Methane-avoidance carbon credits

Both outcomes are generated from one biological process but represent completely different
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value categories:
* Fertilizer revenue

* Carbon-credit revenue

This means a single treatment cycle can fairly produce two revenue streams, without violating
carbon-market rules.

In addition, Etarn also earns advertising revenue inside the smart toilet, meaning our business
model stands on three pillars.

3. What is the projected environmental impact over the next
5-10 years?

For fertilizer production, please refer to the “INTELET Liquid Fertilizer Sales” column in the table
you provided.
Projected annual fertilizer sales reach:

* 2027:5444M

» 2028:51.82B

» 2029:54.93B

» 2030:510.48B

» 2031:517.93B

These fertilizer volumes directly correspond to massive reductions in untreated waste,
improved soil health, and significant methane-avoidance impact.
As for carbon credits, pricing remains uncertain because:

* The methodology is still under review

* Market prices fluctuate heavily

» Official certification has not yet been granted

Therefore, carbon-credit revenue projections are not included at this stage.

4. How does your carbon-credit business model hedge against
price volatility and regulation risks?

To be fully transparent:
Our business model is NOT dependent on carbon-credit revenue.

Our primary and most stable revenue engine is:
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* Liquid fertilizer sales (the core of the business)

Carbon credits are treated as bonus upside, not the foundation.

If carbon-credit prices fluctuate or regulations change, our core economics remain unaffected.
Once credits are approved and monetized, they will simply accelerate revenue growth, but
Etarn does not rely on them for survival or sustainability.

5. How will carbon credits be tokenized on-chain and linked to
ETAN so revenue supports the ecosystem?

After a user scans the in-toilet QR code, they earn Etarn Points inside the app.
These points can be instantly converted to ETAN tokens, which are then automatically
transferred to the user’s personal wallet.
For revenue distribution:
* Fertilizer sales are collected in USD
* We convert them into USDT
* A portion is distributed to users (approx. 1% of revenue)

* A portion of the remaining USDT is allocated to ETAN buybacks

In the future, we plan to automate this entire flow using smart contracts, ensuring that
buybacks and revenue allocations are executed with full transparency.

This closes the loop so that:
* Real-world revenue - becomes USDT - buys back ETAN - strengthens
the token economy.

6. What is your honest probability of carbon credit approval in
2026, and what is your Plan B if it is rejected?

Carbon credit certification represents an important upside for Etarn, but it is not a single point
of failure for the project.

Our honest assessment is that approval is not guaranteed. Etarn’s approach combines sanitation
infrastructure, biological processing, and methane avoidance in a way for which clear
precedents have not yet been established. As a result, our model does not always fit cleanly
within existing certification methodologies and may require the review and approval of a new
or extended framework, rather than simple adoption of an existing one.
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Because of this, we take a deliberately conservative stance. While we are actively working with
domain experts, validators, and relevant standards bodies, we do not assume carbon credit
approval as a baseline assumption.

At this stage, we view approval as plausible but uncertain, and not something that should be
taken for granted.

That said, Etarn is intentionally designed with a clear and resilient Plan B:

* The core business—sanitation infrastructure deployment and ongoing operational services—
operates independently of carbon credits

* Liquid organic fertilizer sales, produced as a byproduct of the waste-processing system,
generate real, demand-driven revenue

* Digital and sponsor-based advertising from installed toilet hubs provides recurring
operational income

* Token utility and economic design are built on these real-world cash-flow streams and do not
rely solely on carbon credit revenue

* Carbon credits are treated as an additional value layer, not the foundation of the system

In short, carbon credits can meaningfully enhance unit economics and long-term upside.

However, Etarn is structurally designed to remain commercially viable even if certification
timelines evolve, approval is delayed, or credits are ultimately not granted.
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G. Agriculture, Fertilizer Sales & Real-World KPls

1. How competitive is Etarn’s fertilizer product in the
agricultural market?

Etarn’s liquid fertilizer is highly competitive in price, quality, and performance compared to
conventional fertilizers.
There are two categories of liquid fertilizer in the market:

1. Base (raw) fertilizer

2. Enhanced fertilizer (base fertilizer + added nutrients)

Most fertilizers sold commercially belong to category (2).

Etarn produces category (1): high-quality base organic fertilizer, which is supplied as a raw
material to distributors and agricultural cooperatives.

Our product already shows excellent laboratory and field-test data, demonstrating nutrient
profiles that outperform many existing liquid fertilizers.

Because it is 100% organic, it also commands a higher market price compared to synthetic

chemical fertilizers.

2. Do you already have buyers or distributors for the fertilizer?

Yes.

We have already secured a major buyer and distribution partner:

IFFCO — India’s largest agricultural cooperative.
IFFCO will handle large-scale procurement and distribution across India, ensuring stable
demand for Etarn’s fertilizer output.

3. What is the first real-world KPI you will publicly verify to
prove the model works?

Etarn has three revenue pillars:
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* Liquid fertilizer
* Carbon credits
* Advertising

The first public KPIs we will announce are:
1. Number of smart toilets deployed
2. Tonnes of liquid fertilizer generated and sold

These are the earliest measurable indicators that validate the circular model.

4. What happens when seasonal fertilizer demand drops?

Etarn operates strictly B2B and supplies fertilizer as raw material to large buyers.
This means:
* We partner only with buyers who commit to stable year-round procurement
* Inventory risk is minimized
* Seasonal demand fluctuations are absorbed at the B2B buyer level, not by the Etarn

ecosystem

Because we supply raw base fertilizer rather than retail products, our revenue model is resilient
and stable throughout the year.
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H. Business Model, Revenue Streams, ROl &

Micro-Franchise

1. What does a real unit-by-unit financial model look like for
one smart toilet, and what is the expected ROl and payback
period for toilet owners and investors?

Our smart toilet functions as a highly efficient investment product.
When comparing installation and maintenance costs with the combined revenues from the
three streams—Liquid fertilizer, Advertising, and Carbon credits—the payback period is
approximately 2 years or less.
Payback Period and ROI
* Comprehensive Scenario (Including Fertilizer, Ads, and Carbon Credits):
The payback period shortens to within 2 years. This makes it a uniquely attractive and
stable ROl product in the public-infrastructure sector.
* Conservative Scenario (Using Fertilizer Revenue Alone):
Even under the most conservative assumption—liquid fertilizer revenue only, without

counting ads or carbon credits—investors can still recover their capital in roughly 3 years.

2. What are Etarn’s overall revenue sources, and how do they
connect to ETAN and DePIN?

Traditional DePIN models typically rely on individuals contributing their skills, hardware, or
bandwidth to a community network.
Etarn is fundamentally different.
In our case, the “resource” being contributed is human excretion, something every person on
earth already produces daily.
From this single action, the system generates:

* Liquid fertilizer

* Carbon credits

* Advertisement revenue

A portion of these revenues is distributed back to users, operators, and investors.

This creates a self-sustaining circular economy aligned with the principles of DePIN: a
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decentralized, community-powered physical network where everyone participates and everyone
benefits.

3. Will there be a micro-franchise model where individuals
own and operate multiple toilets?

Yes.

The system fully supports individuals owning and managing multiple smart toilets, allowing
them to operate small independent sanitation businesses.

We plan to expand this micro-franchise model aggressively, enabling entrepreneurs to deploy

multiple units as a scalable source of income.

4. How affordable is each smart toilet, and will some be
donated or subsidized?

Each smart toilet is expected to cost approximately $S1 million (note: you can update this figure if
needed).
In certain regions, units may be:

* Donated

* Subsidized

* Funded through grants or government programs

Deployment priority will depend on regional needs, partnerships, and social-impact criteria.

5. Can you walk through the unit economics of a single smart
toilet hub?

A single smart toilet hub is designed not as a one-off installation, but as a repeatable
commercial unit. Below is an overview of the unit economics based on assumed operating

conditions.

At the hub level, one unit typically consists of four 20-foot containerized smart toilets, operated

as a single integrated system.

Cost Structure (Indicative)
* Initial capital expenditure, covering manufacturing, installation, power,
connectivity, and system setup 29



* Ongoing operating costs, including maintenance, cleaning, monitoring, logistics,
and biological processing
Both CAPEX and OPEX are designed to benefit from standardization and repetition rather
than bespoke, one-off builds.

Operating Assumptions
* Average daily users: approximately 4,800 users per hub
* QOperating hours: 16 hours per day
 Utilization rate: approximately 60%
* Generate a continuous output of liquid organic fertilizer as a byproduct of use

Primary Revenue Drivers
Under the base-case scenario, the following revenue streams are assumed:
* Liquid organic fertilizer sales, which form the core, demand-driven cash flow
* Operational and service-related revenues, depending on deployment context
* Advertising opportunities, where applicable
K Carbon credits are treated as a potential upside and are deliberately excluded
from the base-case economics.

Economics Summary (Base Case)
Without relying on carbon credit revenue, the system is designed to achieve:
* A healthy operating margin
» Stable, recurring operating profit at the hub level
* Anindicative annual ROI of 42%+, assuming normal utilization and stable pricing
conditions
This ROl is driven by repeat usage, predictable demand, and standardized operations.

Key Design Considerations
Importantly, the economic model does not depend on the profitability of a single toilet.
Economics improve as the following conditions are met:

* Increased utilization rates

* Optimized maintenance cycles

* Shared processing facilities and logistics infrastructure across multiple toilets

For this reason, Etarn focuses on hub-based cluster deployments rather than isolated standalone
units.
Scalability and cost efficiency emerge not at the individual device level, but at the hub and

network level.

While carbon credits, if approved, would further enhance unit economics, the system is

deliberately designed to be commercially viable even without carbon credit revenue.
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|. Deployment Strategy, GTM, Culture &

Partnerships

1. Why did Etarn start in India—specifically Uttar Pradesh and
UPSRTC—instead of rural villages?

The core reason is usage volume.

Our toilets generate revenue only when they are used, so starting in a high-traffic urban
environment makes far more economic sense than starting in rural areas where footfall is low.
Uttar Pradesh is one of the most populated states in India, offering immediate large-scale usage.
Additionally, we already had strong political and institutional connections in the region.

UPSRTC, a semi-government corporation that operates railway stations and bus terminals,
agreed to provide installation locations inside bus terminals and station facilities.

This made UP the most strategic starting point for deployment.

2. Are Etarn smart toilets intended for public or private use?

Etarn smart toilets are primarily public facilities.
At this time, we do not plan to deploy them for private households.

3. How do you select new regions such as Africa, Southeast
Asia, or other parts of India?

Our primary criteria include:
1. Whether human-waste—derived liquid fertilizer can be legally sold
This is the most fundamental requirement for the business model.
2. Whether the region has clear sanitation infrastructure gaps
Areas with hygiene challenges benefit the most from Etarn’s system.

Only regions that satisfy both conditions become strong candidates for the initial phase of
deployment.
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4. How do cultural differences around sanitation influence
your deployment and communication strategy?

We recognize that long-standing sanitation habits and region-specific cultural barriers are one of
the biggest challenges in introducing new infrastructure.

Our strategy focuses on combining two powerful aspects—economic incentive and cultural
acceptance—to overcome this challenge.

1. The Fundamental Driver for Behavioral Change (Economic Incentive)

Our core philosophy is that human behavior changes most rapidly and profoundly when
driven by clear economic benefit.

The “Toilet-to-Earn” model links the choice of proper sanitation directly to immediate and
tangible income. This accelerates behavioral change by connecting habits—which mere
"sanitation education" could not shift—directly to a survival strategy. This provides
communities with an undeniable economic reason to choose proper sanitation.

2. Ensuring Cultural Acceptance and Adoption (Grassroots Collaboration)
Sustainable adoption is difficult with economic incentives alone. To minimize cultural
friction, we build trust and understanding within local communities through the following
collaborations:

* Partnerships with Local NGOs and Expert Organizations: We collaborate with entities
possessing local expertise to deeply understand community taboos and hygiene norms.

* Interactive Education and Awareness: Beyond just providing information, we run
education programs, awareness campaigns, and community orientation sessions to

communicate why Etarn aligns with local needs and improves quality of life.

Through this dual approach—economic driver and regionally rooted education—we strive to

overcome cultural barriers and ensure the proper adoption of Etarn within the society.

5. How do you educate communities with deeply ingrained
habits such as open defecation?

We collaborate closely with:
* Local NGOs
* Government bodies

* Community leaders

These partners help us conduct education, outreach, and behavior-change campaigns tailored

to each
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region.

Their involvement is essential to overcoming cultural resistance and accelerating adoption.

6. What types of global partners is Etarn looking for, and why
are they essential?

The two most critical categories are:
1. Agriculture companies / fertilizer distributors
They are essential because liquid fertilizer sales form the foundation of Etarn’s revenue
model.
2. Government partners
Since our toilets are public infrastructure and often require public land or permits,

government collaboration is crucial for long-term operations.

Without governmental support and understanding, sustainable deployment is very difficult.

We prioritize building strong government relationships in every region.

7. How will Etarn expand into low-infrastructure or low-
funding regions while keeping the model profitable?

Our strategy is to expand using a franchise-based model:
* Local governments or communities do not need to buy the toilets themselves. (If they
want to invest, of course they can)
* Investors—either individuals or companies—can finance the toilets.

* Once financed, Etarn installs the toilets in regions that need them.

As long as there is a buyer for the liquid fertilizer, the model remains profitable anywhere in the
world.

In fact, we aim to expand aggressively into economically underserved regions because that is
where Etarn can create the greatest social impact.
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J. Operations, Lifespan, Maintenance & Reliability

1. What is the average operational lifespan of an Etarn smart
toilet, and who covers maintenance costs?

We expect each smart toilet to operate for 10-20 years.
With regular maintenance, inspections, and periodic replacement of consumable parts, the
lifespan can be extended even further.

All maintenance costs are covered by the smart toilet operating entity, not by the users.

2. How do you handle spare parts, local repairs, vandalism,
and technical issues in low-infrastructure regions?

We plan to deploy a local technical team in each region where the toilets are installed.
To ensure rapid response and repair capability, we will:

* Partner with local companies

* Establish agreements with regional service providers

* Maintain local spare-parts inventory

* Train on-site repair personnel

This allows us to resolve issues quickly even in high-risk or low-infrastructure environments.

3. How accurate are the sensors, and what automatic actions
occur during malfunctions or outages?

Our current sensor suite—over 20 loT sensors—has reached the level of accuracy required for
stable commercial operation.
If the system detects:

* Sensor malfunction

* Overflow risk

* Abnormal internal conditions
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the system automatically shuts down, and the toilet door locks for safety.
In the case of a power outage, we use:

* Solar panels

* Battery storage systems

These backup power sources allow the toilet to continue operating even when local electricity is
unstable.

4. Do you use predictive maintenance models?

Yes.

We use predictive maintenance models to anticipate:
* Component wear
* Replacement needs
* Scaling requirements

* Early signs of system failure

Our engineering teams, together with multiple partner companies, design the system to

minimize failure rates and ensure rapid repair when needed.

5. How do toilets remain functional in areas with unreliable
power and connectivity?

Regions with unstable infrastructure are precisely where the Etarn system is most needed,

which is why we prioritize autonomy and reliability in our design.

Power Supply Autonomy
To ensure the toilets can operate stably even in areas with unreliable grid electricity, each unit is
equipped with the following independent power sources:
* Solar panels: These directly supply the necessary power for daytime operation.
* Dedicated battery storage systems: These function as a backup to supply power during
nighttime, poor weather conditions, or during grid power failures.
These power systems allow the toilet to continue operating stably and without interruption,

even when grid electricity is unreliable or unavailable.
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6. How will you guarantee durability, cleanliness, and "High
quality-level” craftsmanship in hardware?

We aim for the highest possible hardware quality by manufacturing the toilets in Japan—Made
in Japan.
Our manufacturing partner is Nippon Steel, one of Japan’s most reputable and technologically
advanced industrial companies.
They provide:

*  World-class materials

* Superior structural strength

* Precision engineering

* Long-term durability

This “high quality-level” craftsmanship ensures that Etarn toilets maintain cleanliness, reliability,

and physical integrity, preserving trust across the entire token and digital ecosystem.
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K. How Etarn onboard non-crypto users

1. What role will community governance play in Etarn’s future
— how will ETAN holders participate in decisions about
deployments, upgrades, and economics?

Community governance by ETAN holders focuses on the economic and technical framework of

the project and does not directly involve itself in decisions regarding individual operations.

1. Decision-making Regarding Deployment Locations
The scope within which community governance can exert influence over the deployment
locations of the smart toilets is extremely limited.

* [|nitial Stage Installation Only: Etarn will only install "samples" or "demo units" during
the very early stages to demonstrate the project's reliability and technology.

* Transition to Sales Model: Subsequently, our partner companies will manufacture the
smart toilets and transition to a business model where they are sold directly to local
businesses and governmental bodies.

* Governance Non-Intervention: Due to this sales model, the authority to decide on
the smart toilet's location and operations is transferred to the local entities and
administrations that purchase them. Therefore, governance by ETAN holders will not
apply to decisions regarding these installation locations and similar operational

matters.

2. Participation in Upgrades and the Economic Model
Similar to deployment locations, hardware upgrades will primarily be determined by the
needs of the local administrations that purchase the units, in conjunction with the

manufacturer and seller.

2. How do you plan to onboard non-crypto users and make
the experience simple for people who only see a toilet, not
a blockchain app?

Etarn is designed so that ordinary users never need to think about blockchain.

For most people, it simply feels like “a toilet that gives rewards,” not a crypto app.
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Here’s how it works:
1. Users scan a QR code inside the smart toilet.
2. They receive Etarn Points in the Web app.
3. If they want to turn those points into crypto, they can connect their wallet to the Web
app and convert the points into ETAN tokens.

If users don’t know anything about crypto, that’s completely fine.

They can use Etarn just like any normal reward system.

Only when they choose to connect a wallet do they interact with the blockchain.

This keeps the experience simple for everyone, while blockchain still provides transparency and

trust in the background.
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L. Competitive Advantage / Antifragility / Team

Strength

1. What is Etarn’s strongest competitive moat, and how will it
become undeniable within 6-12 months?

Our most defensible competitive moat is our bio-conversion technology itself.

There are very few technologies in the world capable of converting human waste into high-
quality, stable organic liquid fertilizer within a short time frame.

And among those, we are the only team that has successfully adapted this biotechnology into a
fully functional smart-toilet system.

Because the sanitation market is enormous, competitors will inevitably appear.

However, we intend to secure the first-mover advantage before that happens, establishing

Etarn as the industry leader in toilet-based bio-conversion technology.

2. What core design choice makes Etarn antifragile during
brutal market cycles?

The answer is simple:
Our project is anchored in real-world business fundamentals.
Human life has two unchanging components:

* People must eat

* People must excrete

Food requires agriculture.

Agriculture requires fertilizer.

Therefore, fertilizer is a permanent global industry that does not disappear in bear markets,
recessions, or technological cycles.

This is the foundation of Etarn’s strength.

We are not building a trend-driven business.

We are building on a timeless, essential industry that allows Etarn to remain stable — and even

grow — during volatile market conditions.
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3. Why is your team best positioned to tackle sanitation,
fertilizer, and carbon credits simultaneously?

At first glance, these areas may appear unrelated.
But when you trace the full chain, they are fundamentally connected:
* Humans eat food
* They excrete waste
* This waste causes sanitation problems
* Waste naturally emits methane - CO,e - pollution
* The same waste can be converted into fertilizer

* That fertilizer grows new food

It is one connected cycle, not separate domains.

This is why we believe handling all components — sanitation, fertilizer, and carbon reduction —
is the correct and natural structure for the Toilet-to-Earn model.

If you break the cycle apart, you lose efficiency, impact, and economic synergy.

Etarn’s strength is in controlling the entire loop, not outsourcing it.

4. In a severe bear market, what mechanism still creates real
value, and what non-financial metric proves the ecosystem
is working?

Even in the harshest bear market, we expect only temporary declines.
Why? Because long-term demand for fertilizer simply cannot disappear.
Short-term fluctuations may occur, but fundamentally:

* Humans must eat

* Growing food requires fertilizer

* Organic fertilizer is becoming more important globally

* Etarn produces high-quality organic liquid fertilizer at scale

This ensures that our core business — and therefore our ecosystem — remains stable and
valuable even in difficult economic conditions.

The most important non-financial indicators of ecosystem health are:

1. The number of operational toilets

2. The total volume of liquid fertilizer produced

If these two KPIs increase, the ecosystem is undeniably functioning, regardless of market

sentiment.
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M. Token X Real-World Revenue X Proof

1. How do you ensure that early ETAN price isn’t purely
speculative and is genuinely backed by real physical
revenues?

From day one, ETAN is fundamentally different from typical speculative tokens because its
economic engine is directly tied to real-world, measurable revenue:

* Liquid fertilizer sales

* Advertisement revenue

* Future methane-reduction carbon credits

Even during early deployment phases, every operational smart toilet generates real data, real
fertilizer output, and real revenue flows.

Our model is designed so that ETAN buybacks begin as soon as the first USDT revenue comes in,
creating an immediate and direct link between physical income and token value.

This prevents ETAN from becoming a “pure hype asset,” because the token is supported by an

expanding base of income-producing infrastructure, not just market sentiment.

2. How will you transparently verify that revenue is bridged
on-chain and truly supports ETAN?

A portion of the revenues destined for token buybacks and ecosystem support will be
processed through smart contracts, ensuring:

* Full transparency

* Immutable on-chain records

* Public verifiability
Furthermore, a portion of this revenue (in USDT will also be deposited into the DEX
(Decentralized Exchange) Liquidity Pool (LP).
This mechanism can be confirmed by anyone as fair and transparent.
Anyone can independently confirm how much revenue is allocated, converted, and reinjected

into the ETAN ecosystem.
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3. What real-world evidence already exists that your smart
toilets generate revenue?

Our smart toilets are already operating in China, where:
* Liquid fertilizer is being produced daily
* The system has long passed the technical validation stage
* Real revenue is already being generated from fertilizer sales

Carbon credits are currently under methodology review with Verra, with formal certification

expected in 2026, after which this major revenue stream will activate.

4. How do you prevent ETAN from becoming a constant-dump
asset?

The mechanism is intentionally simple and mathematically stable:
* |f fertilizer revenue = 100

* The amount distributed to users = only 1%

Even if 100% of users immediately sell their ETAN, we can fully buy back all market supply using
only operational revenue.
This guarantees price stability and prevents downward spirals.
Additionally:
* Users receive Etarn Points first, not tokens
* They must convert points to ETAN manually

* Fees apply during conversion
This naturally slows selling pressure

Even in the worst-case scenario, the token cannot collapse because the ecosystem generates
enough real revenue to absorb all selling.

5. What message best explains why Etarn is more than a
“poop meme” and is actually a serious, scalable business?

Etarn is emphatically not a meme. It is a serious, globally scalable infrastructure business,

underpinned by essential global industries and cutting-edge biotechnology.
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Real-World, Multi-Layered Revenue Model
Etarn is a real revenue-generating utility that converts daily human excretion into measurable
environmental and economic impact through three primary revenue streams:
1. Sustainable Physical Revenue: Generating stable USD revenue from the permanent
global industry of fertilizer sales.
2. Digital Revenue: Generating advertisement revenue using the digital screens within the
smart toilets.
3. Environmental Revenue: Securing a revenue stream through carbon credits by reducing
methane gas emissions.

This structure is why Etarn is positioned as a long-term, globally scalable DePIN project—not a

short-term crypto trend. We back our token economics with the unshakeable value of the real-

world economy created by our infrastructure.
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