Longevity Marketplace Partnership Guide:

1.

10.

Our team is defining relevant to Longevity Marketplace companies, including such as
health, fithess, wellness, longevity related.

Typically we are targeting companies with at least 50,000+ users/customers.

First we are making an introductory call with partnership executives or any other
decision maker in the company. Then in case of success follow-up calls to discuss in
detail the partnerships.

We propose the company to provide our customers with discounts to its products and
services by Generating promo-codes. Typically the discount is no less than 20%.

In order to proceed, we always ask for a Logo, a brief description of the company, the
link to co-branded with the Longevity Card landing page and promo codes for our
customers to be encouraged to purchase their products (Not compulsory).

Once Longevity Card receives the information from clause “4” and promo codes via
corporate email the partnership is coming into force.

Longevity Card employees are always asking for written confirmation (via email) to
promote the partnership within our social media channels and website. In European
and British courts, emails are accepted as written evidence of an agreement.

Longevity Card also has a preliminary oral agreement with almost all companies,
represented in marketplace, that once we acquire number of users to satisfy the
commercial requirements (e.g. number of users, brand recognizability), we will sign
the long term commercial partnership agreement with a commission based terms
(fee per referred client, fee per transaction in marketplace or monthly./annual
subscription to Longevity Marketplace).

We are also encouraging our partners to promote the partnership or Longevity Card
via their social media channels, websites and mass mail sending to their users.

Longevity Card aims to sign its first commercial partnership contracts in December
2020.



