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Fitness brings people together.

Fitch exists to transform those connections into friendships,

opportunities, and shared stories.



THE FOUNDATION

Executive Summary

Company Overview
Fitch is a premium fitness networking app that connects people through fitness, transforming every connection

into friendships, opportunities, and shared stories.

Built on the belief that fitness is more than physical activity, Fitch redefines how people interact by creating an
ecosystem where health, community, and meaningful relationships come together. Rather than focusing solely
on workouts or performance tracking, Fitch encourages people to discover experiences, build genuine

relationships, attend events, grow professionally, and become part of an inspiring global community.

By combining social networking, community engagement, business networking, real-world events, and premium

experiences into one platform, Fitch transforms fitness into the world's most connected experience.

Fitch is designed for individuals who believe that every workout can lead to a new friendship, every event can

create a new opportunity, and every shared experience can become a lasting story.

Vision
To become the world's leading fitness networking platform, transforming fitness into the most connected

experience by creating meaningful relationships, inspiring healthier lifestyles, and empowering communities

through movement.

Long-term vision

Fitch envisions a future where fitness is no longer viewed as an individual activity but as a catalyst for building

stronger communities, lasting friendships, professional opportunities, and healthier lifestyles.



The platform aims to redefine how people discover one another, participate in events, collaborate with
businesses, and engage in wellness experiences by creating one unified ecosystem focused on human

connection.

As Fitch evolves, it will expand beyond fitness networking into a global lifestyle platform that encourages people

to move, connect, grow, and thrive together.

Mission

Our mission is to inspire healthier lifestyles by connecting people through fitness, creating opportunities for

friendships, professional growth, and unforgettable experiences within one global community.

Mission Principles

Every decision made within Fitch should support at least one of these principles:

= Connection First

Fitness should always create opportunities for meaningful human relationships.

=  Community Before Competition

Success is measured by the strength of the community, not only by individual performance.

= Real-World Experiences

Digital interactions should encourage real-world participation through events, communities, and shared
activities.

= Inclusive Growth

Fitch welcomes beginners, professionals, businesses, and fitness enthusiasts alike.

=  Premium by design

Every interaction—from the user interface to customer support—should reflect quality, simplicity, and

professionalism.

The Fitch Story

Core Values

I think this is where we begin defining the DNA of Fitch.

=  Community



We believe meaningful relationships create stronger, healthier lives.
= Authenticity
Every connection should be genuine, respectful, and built on shared interests.

= Wellbeing

Fitness is not only about physical performance but also mental wellbeing, personal growth, and balance.

= |pnovation

We continuously seek better ways to connect people through technology and real-world experiences.

= Excellence

Every product, feature, and experience should meet the highest standards of quality and usability.

= Trust

Building a safe, respectful, and secure environment is fundamental to everything Fitch represents.



BUSINESS STRATEGY

Problem Statement

The fitness industry has evolved rapidly over the past decade, with thousands of applications helping users track
workouts, count calories, and monitor performance. However, despite these technological advancements, one

critical element remains largely missing:
Meaningful human connection

Most fithess platforms focus on individual performance rather than building communities. Users can track their
progress but often struggle to find training partners, discover local fitness events, connect with professionals, or

develop lasting relationships through their fitness journey.

Alongside, traditional social media platforms connect billions of people but rarely encourage healthier lifestyles
or meaningful real-world interactions. Relationships often remain digital, while opportunities to meet, exercise,

collaborate, and grow together are fragmented across multiple platforms.

Fitness businesses also face challenges. Gyms, trainers, event organizers, and wellness professionals rely on

numerous disconnected tools to promote their services, build communities, and engage with potential clients.

As a result, users experience a fragmented ecosystem where discovering people, events, businesses and

opportunities require switching between multiple applications.



Growing Market Opportunity

Fitch's Competitive Advantage

Fitch's competitive advantage lies in its ability to transform fitness into a platform for meaningful human
connection. While many fitness applications focus on workouts, tracking performance or nutrition, Fitch extends
beyond physical activity by creating an ecosystem where users can build friendships, discover opportunities,
attend events, expand professional networks and become part of thriving communities. Rather than competing
solely within the fithess industry, Fitch combines elements of social networking, community engagement,
business networking, and wellness into one seamless experience. This integrated ecosystem enables Fitch to
deliver value that extends far beyond exercise, positioning the platform as a destination where fithess becomes
the starting point for stronger relationships, healthier lifestyles, and shared experiences. Ultimately, Fitch's
greatest competitive advantage is not a single feature—it is the ecosystem created when every feature works

together to strengthen human connection.
Fitch Business Model

Founder Note

"Revenue should never come at the expense of the community. Fitch's business model is designed to
strengthen the ecosystem while delivering long-term sustainable growth."

12.1 BUSINESS PHILOSOPHY

Fitch is built on the belief that sustainable businesses create value before generating revenue.

The primary objective is to establish a trusted community where users experience genuine value through
meaningful relationships, engaging experiences, and healthier lifestyles.

Revenue is therefore a consequence of delivering exceptional experiences rather than the primary focus.

12.2 BUSINESS MODEL OVERVIEW

Fitch will operate under a Freemium business model.

The platform will remain free to download and use, allowing users to access the core experience without
financial barriers.

Premium services and business solutions will generate recurring revenue while preserving accessibility for the
wider community.



Target Audience

Now we're entering marketing territory.

This chapteris incredibly important because it shapes everything from app desigh to campaigns and
partnerships.

| don't want to define the audience as "people aged 18-35 who like fitness." That's too generic.
| want to create a detailed audience of personas, almost like real people.

For example:

= The Young Professional (uses fitness to meet people after work)

= The Fitness Enthusiast (wants events, challenges and communities)

= The Entrepreneur (uses Fitch Business to combine networking and fitness)

= The Traveler (uses Travel Mode to find workouts and people in new cities)

= The Beginner (joins Fitch to gain confidence and become part of a supportive community)
These personas will influence:

= the product,

= the marketing,

= and even future features.

12. Revenue Strategy

1. FITCH+

A premium subscription designed for users seeking enhanced experiences and exclusive features.
Potential premium benefits include:

= Travel Mode

= Advanced Search Filters
= Exclusive Events

=  Premium Communities

= Masterclasses

= Verified Profile

= Priority Event Registration

= Early Access to New Features



2. FITCH BUSINESS

Subscription plans tailored for businesses operating within the fitness and wellness industry.
Potential clients include:

= Gyms

= Personal Trainers
= Nutritionists

= Physiotherapists
= Sports Clubs

=  Wellness Centers
= Fitness Brands

= Event Organizers

Business accounts gain increased visibility, promotional tools, analytics, and opportunities to engage directly
with relevant communities.

3. EVENT PARTNERSHIPS

Fitch will collaborate with fitness organizations, race organizers, wellness festivals, and community groups to
promote and manage events through the platform.

Potential revenue sources include:

= Featured Events

= Event Promotion Packages
= Ticketing Partnerships

=  Sponsorship Opportunities

4. BRAND COLLABORATIONS

Strategic partnerships with brands aligned with Fitch's mission.
Examples include:

=  Sportswear

= Nutrition

= Recovery

=  Wellness Technology
= Travel

= Hospitality



All collaborations must reflect the values and quality standards of the Fitch brand.

5. FUTURE REVENUE OPPORTUNITIES

As the platform evolves, additional revenue streams may include:

= Corporate Wellness Programs
= Fitness Travel Experiences

= Educational Courses

= Digital Certifications

= Marketplace Services

=  Community Memberships

= APl Integrations

MONETIZATION PHILOSOPHY

Every monetization decision must support the long-term health of the community.
Fitch will avoid intrusive advertising and revenue models that compromise user experience.

Instead, monetization should enhance the platform by providing additional value to users and businesses alike.

12.5 LONG-TERM SUSTAINABILITY

The long-term sustainability of Fitch will be built upon three interconnected pillars:

COMMUNITY

A thriving engaged user base built on trust and meaningful relationships.

BUSINESSES

Professional partnerships that strengthen the ecosystem while providing value to members.

PREMIUM EXPERIENCES
Optional services that enrich the user's journey without restricting access to the core platform.

Together, these pillars create a balanced and scalable business model capable of supporting international
growth while remaining true to Fitch's mission.



13. Product Strategy

Founder Note

"A great product is not built by including every possible feature. It is built by delivering the right features at the
right time.”

13.1 PRODUCT VISION

Fitch is designed as a premium fitness networking platform where fithess becomes the catalyst for meaningful
human connection.

The objective is not to create another fitness application, but to establish an ecosystem where individuals,
communities, and businesses interact through shared interests, experiences, and healthier lifestyles.

Every feature within Fitch should contribute to one central purpose:

Connecting people through fithess while creating friendships, opportunities, and shared stories.

13.2 PRODUCT OBJECTIVES

The product has five strategic objectives.

6. OBJECTIVE 1

BUILD MEANINGFUL CONNECTIONS

Enable users to discover and connect with people who share similar interests, goals and lifestyles.

7. OBJECTIVE 2

ENCOURAGE REAL-WORLD EXPERIENCES

Transform digital interactions into real-world participation through events, communities and activities.

8. OBJECTIVE 3

EMPOWER BUSINESSES

Provide businesses with the tools to grow their communities, promote their services and establish trusted
relationships.



9. OBJECTIVE 4

INSPIRE HEALTHIER LIFESTYLES

Create an environment that encourages people to become more active through motivation, support and
community engagement.

10. OBJECTIVES

CREATE A PREMIUM EXPERIENCE

Deliver a beautifully designed platform where every interaction reflects simplicity, quality and trust.

13.3 PRODUCT DEVELOPMENT PHILOSOPHY

Every feature introduced into Fitch must satisfy at least one of the following principles:

= Strengthens the community.

= Encourages real-world interaction.
= |mproves user wellbeing.

= Creates opportunities.

= Enhance the premium experience.

If a feature does not clearly contribute to these principles, it should not be prioritised.

13.4 MINIMUM VIABLE PRODUCT (MVP)

The MVP represents the smallest version of Fitch capable of delivering its core value proposition.

CORE FEATURES

= User Registration & Authentication
= User Profiles

= Home Feed

= Connect

= Direct Messaging

= Events

= Search

= Notifications

= Basic Settings



=  Business Profiles (Initial Version)

The MVP focuses on validating user engagement and community building rather than feature completeness.

13.5 GROWTH FEATURES

Following the successful launch of the MVP, Fitch will introduce additional features designed to increase
engagement and retention.

Examples include:

=  Communities

= Advanced Event Discovery

= Saved Collections

= Enhanced Recommendations

= User Achievements

= Advanced Profile Customization
= EventInvitations

= Event Calendar Integration

13.6 PREMIUM FEATURES

Premium services are designed to enhance the experience for highly engaged users without limiting access to
the core platform.

Potential Premium Features include:

= Fitch+

= Travel Mode

= Verified Profiles

=  Premium Communities
= Masterclasses

= Exclusive Events

= Advanced Search Filters
= Priority Discovery

= Early Feature Access



13.7 FUTURE VISION

Future versions of Fitch may include:

= Al Fitness Companion

=  Apple Watch Integration

= Wearable Synchronization
= Corporate Wellness

=  Fitness Marketplace

= Brand Collaborations

= [nternational Communities
=  Ambassador Program

= Educational Platform

= Global Fitness Experiences

These features remain intentionally outside the MVP to maintain development focus and product quality.

13.8 PRODUCT SUCCESS PRINCIPLES

The success of Fitch should never be measured solely by downloads.
Instead, product success should be evaluated by:

= Active communities.

= Meaningful user connections.
= Event participation.

= Userretention.

=  Community growth.

= Positive user experiences.

When these indicators grow, the business grows naturally alongside them.

14. Growth Strategy



PRODUCT BLUEPRINT

Product Overview

Fitch is not designed to be another fitness application. Itis a connected ecosystem where every feature
contributes to one central objective:

Connecting people through fitness while creating friendships, opportunities, shared stories, and healthier lifestyles. Each
feature has a distinct purpose, yet together they create one seamless experience.

Home Experience

Purpose

The Home screen is the user's daily starting point. Rather than overwhelming users with information, Home
inspires engagement by highlighting community activity, featured events, recommended connections and

personalized content.

Objectives

= I[nspire daily engagement

= Encourage discovery

= Promote meaningful interactions
= Highlight community activity

= Showcase premium experiences

Connect

Purpose

Connectisthe heart of Fitch. It enables users to discover like-minded individuals based on fitness interests,
goals, location, and lifestyle preferences. Unlike traditional social media, every recommendation has a

purpose: To help users build genuine relationships through fitness.

Objectives
= Build friendships

= Find workout partners
= Expand professional networks

® Discover communities



Communities

Purpose

Communities allow people with shared interests to connect beyond individual friendships.
Examples:

= Running Clubs

= Hyrox Athletes

= Cycling

= Yoga

= Hiking

= \WWomen in Fitness® Entrepreneurs in Fitness

Objectives

= Encourage long-term engagement
= Increase retention

= Build identity

Events

Events transform digital connections into real-world experiences. Users can discover, join and create activities
ranging from running clubs and padel tournaments for charity events, networking sessions and wellness

experiences.

OBJECTIVES

= Encourage physical participation
= Strengthen communities

= Support local organizers

= Create memorable experiences
Messaging

Purpose

Messaging allows users to continue conversations initiated through connections, communities, or events.

Communication should always remain safe, respectful, and focused on meaningful interaction.

Fitch Business



Purpose

Fitch Business bridges the gap between fitness and professional networking. Businesses, gyms, personal
trainers, nutritionists, physiotherapists, startups and entrepreneurs can establish meaningful relationships

within one trusted ecosystem.

Objectives

= Connect businesses
= Promote collaboration
= I[ncrease visibility

= Support entrepreneurship

Fitch Posts

Fitch + (Premium Membership)

Purpose

Fitch+ enhances the user experience through exclusive premium features designed for highly engaged
members.

Potential Premium Features

= Travel Mode

= Exclusive Events® Premium Communities

= Masterclasses

= Advanced Search

= Verified Profiles

= Early Feature Access

User Experience (UX) Philosophy

Every feature within Fitch exists for one reason: to transform movement into meaningful human connection.



PLATFORM INTELLIGENCE & TRUST

25. Trust, Safety & Community Standards

Founder Note

"Meaningful connections can only exist where people feel safe, respected and valued. Trust is not a feature—it
is the foundation of the entire Fitch ecosystem.”

30.1 PURPOSE

Trust and Safety protect every interaction within the Fitch ecosystem.

From the first connection request to attending an event, every member should feel confident that Fitch provides
a respectful, secure and welcoming environment.

Safety is not only about preventing harmful behaviour.

Itis about creating an atmosphere where genuine relationships can flourish.

30.2 VISION

Our vision is to build one of the most trusted fitness communities in the world.
Trust is earned through consistency, transparency, and accountability.

Every member should feel comfortable joining an event, starting a conversation or participating in a community
knowing that their wellbeing is respected.

30.3 OBJECTIVES

The Trust & Safety Strategy has six objectives.

PROTECT MEMBERS

Provide a secure environment for every interaction.



ENCOURAGE RESPECT

Promote positive communication and inclusive behaviour across the platform.

BUILD CONFIDENCE

Create systems that allow members to participate comfortably in both digital and real-world experiences.

SUPPORT COMMUNITIES

Empower community leaders to maintain welcoming and respectful environments.

PROTECT BUSINESSES

Ensure businesses operate professionally while meeting the same standards expected of every member.

STRENGTHEN THE BRAND

A trusted platform naturally becomes a platform people recommend.

30.4 COMMUNITY STANDARDS

Every member is expected to contribute positively to the Fitch community.
Members should:

Treat others with respect.

Communicate honestly.

Supportinclusivity.

Encourage healthy lifestyles.

Respect personal boundaries.

Contribute constructively.

These standards apply equally to individuals, communities, and businesses.

30.5 SAFETY TOOLS

Members should always have access to simple and effective safety features.



These include:

Report Member.
Report Event.

Report Community.
Report Business.
Block Member.

Mute Conversations.
Privacy Controls.
Verification Indicators.
Support Centre.

The reporting process should be clear, accessible, and respectful.

30.6 VERIFICATION

Verification strengthens confidence throughout the platform.
Where appropriate, Fitch may verify:

Businesses.

Professional qualifications.

Community organizers.

Official partners.

Verified accounts should be clearly distinguished while maintaining fairness across the platform.

30.7 EVENT SAFETY

Real-world experiences require additional responsibility.
Event organizers should provide accurate information regarding:

Location.



Time.

Activity level.
Participant limits.
Required equipment.
Event expectations.

Members should always have access to organiser information before attending.

30.8 PRIVACY

Privacy is fundamental to trust.
Members should control:

Who can discover them.

Who can contact them.

Profile visibility.

Event visibility.

Community participation.
Notification of preferences.

Transparency strengthens confidence and supports long-term engagement.

30.9 CONTINUOUS IMPROVEMENT

Trust evolves.

Fitch should continuously review:
Community feedback.

Safety reports.

Platform improvements.
Emerging risks.

Industry best practices.



Protecting members is an ongoing commitment rather than a one-time implementation.

30.10 SUCCESS METRICS

Trust & Safety should be evaluated through:
Member satisfaction.

Safety reports resolved.

Community health.

Business compliance.

Event satisfaction.

Member retention.

Referral growth.

The greatest indicator of success is a community that feels confident participating every day.

FOUNDER PRINCIPLE

Trust is earned through every interaction.
Every feature, conversation, event, and partnership should strengthen confidence within the Fitch ecosystem.

A trusted community creates stronger relationships, healthier lifestyles, and a platform that people are proud to
recommend.

26. Personalization Strategy

Founder Note

"Every member's fitness journey is unique. Fitch should adapt to the individual, not expect the individual to
adapt to the platform.”

31.1 PURPOSE

Personalization ensures that every member experience Fitch in a way that reflects their individual goals,
interests, lifestyle and activity.



Rather than presenting identical content to every user, Fitch continuously adapts the experience to provide
relevant recommendations while respecting privacy and maintaining transparency.

Personalization should simplify decision-making, reduce information overload, and help members discover
meaningful opportunities.

31.2 VISION

The long-term vision is for every member to feel that Fitch understands their interests without becoming
intrusive.

The platform should feel intelligent, supportive, and helpful.
Personalization should strengthen human experiences rather than replace personal choice.

Members should always remain in control.

31.3 OBJECTIVES

The Personalization Strategy has six primary objectives.

INCREASE RELEVANCE

Present content that reflects each member's interests and behaviour.

ENCOURAGE DISCOVERY

Introduce members to new opportunities they may genuinely enjoy.

SUPPORT HEALTHY HABITS

Encourage consistent participation through personalised recommendations.

IMPROVE ENGAGEMENT

Reduce unnecessary content while increasing meaningful interactions.

RESPECT PRIVACY

Use personal information responsibly, transparently, and only to improve the member experience.

STRENGTHEN LOYALTY

A personalized experience creates stronger long-term relationships with the platform.



31.4 WHAT CAN BE PERSONALIZED

The following experiences may be personalized:
Recommended people.
Suggested events.
Communities.
Businesses.

Home screen content.
Featured activities.
Educational content.
Fitness challenges.
Travel recommendations.
Premium suggestions.
Notifications.

Every recommendation should clearly provide value to the members.

31.5 PERSONALIZATION SIGNALS

Recommendations should be based on a combination of signals rather than a single factor.
Examples include:

Fitness interests.

Communities joined.

Events attended.

Connections.

Preferred activities.

General engagement.

Location (when enabled.

Business interests.



Time of year.
Recent activity.
No single signal should dominate the recommendation process.

Balanced recommendations create healthier discovery.

31.6 MEMBER CONTROL

Personalization should never remove user choice.
Members should always be able to:

Update interests.

Manage recommendations.

Adjust notification of preferences.

Control location sharing.

Modify privacy settings.

Reset recommendation history if desired.
Transparency builds confidence.

Control builds trust.

31.7 PERSONALIZATION PRINCIPLES

Every personalized experience should follow five principles.
Relevant.

Respectful.

Transparent.

Helpful.

Optional.

Members should understand why recommendations appear without feeling monitored.



31.8 PRIVACY PHILOSOPHY

Personalization should never compromise member privacy.
Information should only be used to improve user experience.

Fitch should communicate openly about how recommendations are generated while giving members
meaningful control over their preferences.

Trust should always take priority over optimisation.

31.9 FUTURE OPPORTUNITIES

As Fitch evolves, personalization may include:
Adaptive fitness journeys.

Travel recommendations.

Seasonal wellness suggestions.

Local community highlights.

Business recommendations.

Professional networking opportunities.
Wellbeing insights.

Al-assisted discovery.

Every future enhancement should continue supporting the member rather than influencing behaviour
unnecessarily.

31.10 SUCCESS METRICS

The Personalization Strategy should be evaluated through:
Recommendation of engagement.

Event participation.



Community joins.
Connection quality.
Member satisfaction.
Retention.

Repeat platform usage.

Success is measured by helping members discover meaningful opportunities, not by increasing screen time.

FOUNDER PRINCIPLE

Personalization should empower, not control.

The purpose of intelligent recommendations is to simplify the member's journey, encourage discovery, and
strengthen meaningful relationships while always respecting individual choice.

27. Artificial Intelligence Strategy

Founder Note

"Artificial Intelligence should never replace human connections. Its role is to remove friction, improve discovery,

and create more opportunities for meaningful experiences."

32.1 PURPOSE

Artificial Intelligence (Al) enhances the Fitch ecosystem by providing intelligent recommendations, improving
personalization, and simplifying everyday interactions.

Al exists to support members, communities, and businesses while preserving the human-first philosophy that
defines Fitch.

Technology should quietly improve experiences without becoming the center of attention.

32.2 VISION

The long-term vision is to develop one of the most intelligent fithess networking platforms while ensuring that
every recommendation remains ethical, transparent, and centered around people.



Al should help members discover opportunities.
It should never make decisions on their behalf.

Members remain in control of every experience.

32.3 OBJECTIVES

The Al Strategy has seven primary objectives.

IMPROVE DISCOVERY

Recommend relevant people, events, communities, and businesses.

REDUCE FRICTION

Simplify navigation and help members find what they need more quickly.

ENCOURAGE PARTICIPATION

Suggest experiences that inspire healthier and more active lifestyles.

STRENGTHEN COMMUNITIES

Help members discover communities where they are most likely to belong and contribute.

SUPPORT BUSINESSES

Connect businesses with members who are genuinely interested in their services and events.

ENHANCE PERSONALIZATION

Deliver experiences that become increasingly relevant over time while respecting privacy.

PRESERVE HUMAN CONNECTION

Ensure Al always supports authentic relationships rather than replacing them.

32.4 Al APPLICATIONS

Artificial Intelligence may support the platform through:
Personalized Home experience.

Event recommendations.



Community recommendations.
Connection suggestions.
Business discovery.

Smart search.

Content organization.
Notification of prioritization.
Travel recommendations.
Accessibility improvements.
Spam detection.

Fraud prevention.

Customer support assistance.

Each implementation should solve a genuine problem rather than showcase technology.

32.5 HUMAN-CENTERED Al

Every Al-powered feature should respect four principles.

Human first.

Transparent.

Helpful.

Optional.

Members should always understand that recommendations are suggestions, not decisions.
Al assists.

People choose.

32.6 RESPONSIBLE Al

Fitch is committed to developing Al responsibly.



The platform should:

Respect privacy.

Avoid bias wherever possible.

Protect personal information.

Provide transparent recommendations.

Allow members to control their personalization settings.

Trust should always outweigh automation.

32.7 BUSINESS INTELLIGENCE

Al may assist businesses by providing insights such as:
Event performance.

Community engagement.

Member interests.

Peak participation periods.

Service trends.

Growth opportunities.

Insights should help businesses create greater value for members rather than simply increasing promotional
activity.

32.8 FUTURE OPPORTUNITIES

As technology evolves, Al may support:
Fitness journey recommendations.
Community matching.

Business collaboration suggestions.

Travel experiences.



Event planning assistance.
Wellbeing insights.
Accessibility enhancements.
Language translation.
Global networking.

These opportunities should always reinforce Fitch's mission of connecting people through fithess.

32.9 SUCCESS METRICS

The Al Strategy should be evaluated through:
Recommendation accuracy.

Event participation.

Connection quality.

Community engagement.

Business satisfaction.

Member trust.

Retention.

Product satisfaction.

The success of Al is measured by the value it creates for members rather than the complexity of the technology.

FOUNDER PRINCIPLE

Artificial Intelligence should make people feel more connected, not more automated.

Technology is most powerful when it quietly removes barriers and allows human relationships to flourish
naturally.

Al should remain a trusted assistant that supports every member while preserving authenticity, privacy and
individual choice.



28. Privacy & Data Protection



BRAND, MARKETING & GROWTH
29. Brand Strategy

Founder Note

"A brand is nota logo, a colour or a slogan. A brand is the feeling people have every time they interact with Fitch.
Every experience should reinforce trust, belonging, and the belief that fitness has the power to connect people.”

33.1 PURPOSE

The purpose of the Fitch brand is to create an emotional connection that extends beyond fitness.

Fitch exists to inspire healthier lifestyles while creating meaningful relationships, stronger communities, and
new opportunities through movement.

The brand should consistently communicate optimism, authenticity, and human connection.

Every interaction should reinforce what Fitch stands for.

33.2 BRAND VISION

To become the world's most trusted fitness networking brand by connecting people through meaningful
experiences that improve health, wellbeing and community.

33.3 BRAND MISSION

To transform fitness into the world's most connected experience by helping people discover opportunities, build
relationships, and create lasting memories through movement.

33.4 BRAND PROMISE

Every interaction with Fitch should leave people feeling:

More connected.

More motivated.



More welcomed.

More inspired.

More confident about beginning or continuing their fitness journey.
Our promise is not simply to provide a platform.

Our promise is to create opportunities that positively influence people's lives.

33.5 BRAND POSITIONING

Fitch occupies the space where fitness, community and opportunity meet.

Unlike platforms that focus only on workouts or only on social networking, Fitch integrates both into one
connected ecosystem.

The platform enables people to:
Meet.
Move.
Grow.

Together.

33.6 BRAND PERSONALITY

The Fitch personality should consistently reflect these characteristics.
Welcoming.

Professional.

Optimistic.

Trustworthy.

Supportive.

Ambitious.

Innovative.



Authentic.

Every communication should sound like a knowledgeable companion rather than a corporate organization.

33.7 BRAND VALUES

Every decision should reinforce the following values:
Connections.

Health.

Respect.

Inclusivity.

Growth.

Trust.

Community.

Innovation.

These values should guide product development, partnerships, recruitment, and communication.

33.8 EMOTIONAL POSITIONING

Fitch is not simply helping people become fitter.
Fitch helps people:

Find confidence.

Find friendships.

Find opportunities.

Find true bonds.

Find purpose through movement.

The strongest emotional connection is created when members realize that fitness has changed more than their
physical health.



It changed their lives.

33.9 BRAND EXPERIENCE

Every touchpoint should communicate consistently.
Whether someone visits:

The website.

Instagram.

The mobile application.

An event.

A community.

A business profile.

Customer support.

Every experience should immediately feel like Fitch.
Consistency builds recognition.

Recognition builds trust.

33.10 BRAND SUCCESS

The strength of the Fitch brand should be measured through:
Member trust.

Community growth.

Organic recommendations.

Brand recognition.

Member loyalty.

Business partnerships.

Positive experiences.



Long-term retention.

Strong brands are measured by what people remember, recommend, and return to.

FOUNDER PRINCIPLE

People may download Fitch because of its features. They will stay because of how the brand makes them
feel.

Every interaction should strengthen trust, value and the belief that meaningful human connection begins with
movement.

30. Marketing Strategy

Founder Note

"Marketing is not about convincing people to use Fitch. It is about inspiring people to believe in a world where
fitness creates stronger communities, lasting friendships, and meaningful opportunities.

34.1 PURPOSE

The purpose of the Fitch marketing strategy is to establish the brand as the leading fitness networking platform
by creating awareness, building trust and fostering an engaged community before, during and after launch.

Marketing should educate, inspire, and connect people with the mission of Fitch while supporting sustainable
long-term growth.

Every marketing initiative should strengthen the relationship between the brand and its community.

34.2 VISION

The long-term vision is to position Fitch as the global reference point for fitness networking.
Marketing should communicate not only what Fitch offers but why it exists.

The objective is to build a movement that people genuinely want to become part of.



34.3 MARKETING OBJECTIVES

The marketing strategy aims to:

Build strong brand awareness.

Establish credibility.

Develop an engaged pre-launch community.
Generate qualified user acquisitions.
Support business partnerships.

Encourage referrals.

Increase long-term retention.

Strengthen brand advocacy.

34.4 TARGET AUDIENCES

Marketing efforts should address several audiences.
Individuals seeking healthier lifestyles.
Active fitness enthusiasts.

Beginners entering fitness.

Students.

Young professionals.

Corporate employees.

Fitness businesses.

Gyms.

Personal trainers.

Sports clubs.

Wellness professionals.



Corporate wellness organisations.

Each audience should receive communication that reflects its specific motivations while remaining aligned with
the Fitch brand.

34.5 BRAND COMMUNICATION

Every communication should reflect the same tone.
Positive.

Human.

Professional.

Inclusive.

Confident.

Authentic.

The focus should always remain on opportunities created through fitness rather than simply promoting
features.

34.6 MARKETING CHANNELS

Fitch should establish a consistent presence across multiple channels.
Instagram.

TikTok.

LinkedIn.

YouTube.

Website.

Email.

Public Relations.

Events.

University partnerships.



Corporate partnerships.
Community ambassadors.

Each channel should have a clear purpose while maintaining a unified brand identity.

34.7 CONTENT STRATEGY

Content should educate, inspire and encourage participation.
Examples include:

Member stories.

Community spotlights.

Fitness journeys.

Business partnerships.

Event highlights.
Behind-the-scenes development.
Educational articles.

Founder insights.

Health and wellbeing tips.
Product updates.

Every piece of content should reinforce the mission of connecting people through fitness.

34.8 COMMUNITY-LED GROWTH

Members represent Fitch's strongest marketing channel.
Community growth should be encouraged through:
Referrals.

Shared experiences.

User-generated content.



Ambassador programs.
Business collaborations.
Success stories.

Authentic recommendations create stronger trust than traditional advertising.

34.9 SUCCESS METRICS

Marketing success should be measured through:
Brand awareness.

Community growth.

Organic reach.

Referral rate.

Member acquisition.

Engagement.

Retention.

Partnership growth.

Member advocacy.

The objective is sustainable growth built on trust rather than short-term visibility.

FOUNDER PRINCIPLE
Great marketing creates attention. Exceptional marketing creates belief.

Every campaign should inspire people to believe in Fitch's mission before asking them to download the

application.

31. Pre-Launch Strategy

Founder Note

"A successful launch does not begin on launch day. It begins months earlier by earning attention, building trust,
and creating genuine anticipation.



35.1 PURPOSE

The purpose of the pre-launch strategy is to establish awareness, credibility, and excitement before Fitch
becomes publicly available.

Rather than introducing a new application to the market, the objective is to build a community that is already
emotionally connected to the brand before launch.

The launch should feel like the beginning of a movement, not simply the release of another mobile application.

35.2 VISION

The long-term objective is for Fitch to launch with an engaged audience that already understands its mission,
believes in its purpose and is excited to become part of the community.

By launch day, people should already recognize the Fitch brand and understand that it represents something
different within the fitness industry.

35.3 OBJECTIVES

The Pre-Launch Strategy has six primary objectives.

BUILD BRAND AWARENESS

Introduce Fitch's mission to the fitness community through consistent storytelling.

ESTABLISH CREDIBILITY

Demonstrate professionalism through high-quality branding, product design, and communication.

BUILD AN EARLY COMMUNITY

Develop an audience that actively follows the journey and becomes emotionally invested in the platform.

GENERATE CURIOSITY

Reveal the platform gradually to encourage anticipation and conversation.

DEVELOP STRATEGIC RELATIONSHIPS



Begin building partnerships with gyms, businesses, creators, universities and wellness organizations before
launching.

COLLECT EARLY FEEDBACK

Continue refining the product by listening to future members and validating key ideas before release.

35.4 BRAND STORYTELLING

The pre-launch period should focus on telling the story behind Fitch.
People connect with purpose before they connect with products.
Content should communicate:

Why Fitch exists.

The problem it aims to solve.

The vision for the future.

The journey of building the platform.

The community being created.

Members should feel like they are witnessing the birth of something meaningful.

35.5 CONTENT STRATEGY

Content should be consistent, professional, and authentic.
Examples include:

Founder updates.

Product development milestones.

Ul previews.

Featured highlights.

Behind-the-scenes design.

Community questions.



Lifestyle content.

Fitness inspiration.
Partnership announcements.
Mission-driven storytelling.

The objective is to educate and inspire rather than simply promote.

35.6 COMMUNITY BUILDING

Pre-launch is the ideal time to begin building relationships.
Potential initiatives include:

Instagram engagement.

Newsletter sign-ups.

Founder updates.

Feedback sessions.

Community discussions.

University outreach.

Business networking.

Fitness event attendance.

Every interaction should strengthen the feeling that people are joining something bigger than an application.

35.7 STRATEGIC PARTNERSHIPS

During pre-launch, Fitch should begin establishing relationships with organizations that share its vision.
Potential partners include:

Gyms.

Sports clubs.

Universities.



Corporate wellness providers.
Fitness creators.

Health professionals.

Sports brands.

Local communities.

Partnerships should focus on long-term collaboration rather than short-term promotion.

35.8 MEASURING SUCCESS

The success of the pre-launch phase should be evaluated through:
Brand awareness.

Community growth.

Social engagement.

Newsletter registrations.

Partnership development.

Audience feedback.

Organic conversations.

Website traffic.

The primary objective is building trust rather than maximizing numbers.

35.9 READINESS FOR LAUNCH

Fitch should only proceed to launch when the following foundations are established:
A clear brand identity.

A polished MVP.

An engaged community.

Strategic partnerships.



A complete launch plan.
A support structure for new members.
Preparation creates confidence.

Confidence creates successful launches.

FOUNDER PRINCIPLE

Launch day is not the beginning of the journey—it is the reward for months of purposeful preparation.

Every conversation, every partnership and every piece of content shared before launch contributes to building a
stronger community and a more successful future.

32. Product Launch

Founder Note

"A launch is not measured by downloads on the first day. It is measured by the strength of the community that
chooses to stay after the excitement has passed.

36.1 PURPOSE

The Launch Strategy defines how Fitch will introduce itself to the market and establish momentum during its
first public release.

The objective is not simply to attract users.

The objective is to create an exceptional first impression that encourages members to remain engaged, invite
others, and become ambassadors for the platform.

Every interaction during launch should reinforce Fitch's mission of connecting people through fitness.

36.2 VISION



36.3 LAUNCH OBJECTIVES

Launch day should feel like the beginning of a global community rather than the release of another application.
Every member joining during this period should immediately understand:
What Fitchiis.

Why Fitch exists.

How Fitch can improve their fitness journey.

The launch should create excitement while establishing long-term trust.
The Launch Strategy aims to:

Successfully introduce the Fitch brand.

Deliver a seamless onboarding experience.

Generate strong organic engagement.

Encourage member invitations.

Support early partnerships.

Collect valuable feedback.

Establish credibility within the fitness industry.

36.4 LAUNCH PRINCIPLES

Every launch activity should follow five principles.
Professional.

Simple.

Welcoming.

Reliable.

Community first.

Every decision should strengthen confidence in the platform.



36.5 THE FIRST EXPERIENCE

The first five minutes determine how members perceive Fitch.
New members should immediately experience:

A smooth registration process.

Clear profile creation.

Personalised interests.

Relevant recommendations.

A welcoming home experience.

Simple guidance for the next steps.

The onboarding journey should inspire confidence without overwhelming new members.

36.6 COMMUNITY ACTIVATION

The launch period should encourage participation from the very beginning.
Examples include:

Joining communities.

Attending local events.

Making the first connection.

Starting conversations.

Discovering nearby businesses.

Sharing experiences.

The objective is to help members experience the true value of Fitch as quickly as possible.

36.7 PARTNERSHIP ACTIVATION

Launch partners play an important role in creating momentum.

Potential launch activities include:



Gym collaborations.
University activations.
Corporate wellness initiatives.
Sports club partnerships.
Creator collaborations.
Localfitness events.

Partner organizations should introduce Fitch through authentic experiences rather than traditional advertising.

36.8 LISTENING DURING LAUNCH

Launch is one of the most valuable learning periods.
The Fitch team should actively monitor:

Member feedback.

Technical performance.

User behaviour.

Community discussions.

Business feedback.

Support requests.

Every insight collected during launch contributes to improving the platform.

36.9 SUCCESS METRICS

The success of the launch should be evaluated through:
Successful registrations.

Profile completion rate.

Connection requests.

Community participation.



Event registrations.
Member retention.
Referral activity.
Member satisfaction.

Long-term engagement should always be prioritised over short-term download numbers.

36.10 THE FIRST 90 DAYS

The first three months should focus on:
Continuous product improvement.
Listening to members.

Strengthening partnerships.

Growing communities.

Supporting businesses.

Maintaining active communication.
Celebrating community milestones.

Launch should be viewed as the beginning of continuous growth rather than a single event.

FOUNDER PRINCIPLE

The true success of launch day is measured by what happens on day ninety.

Building a trusted community requires consistency, humility, and continuous improvement long after the initial
excitement fades.

33. Post-Launch Growth Strategy

Founder Note



"Growth is not measured by how many people join Fitch. Growth is measured by how many people continue
finding value, building relationships, and returning because the platform has become part of their lifestyle."

37.1 PURPOSE

The Post-Launch Growth Strategy defines how Fitch will evolve after its public release.
The objective is not rapid expansion at any cost.

The objective is sustainable growth built on exceptional member experiences, strong communities, and
continuous product improvement.

Every stage of growth should strengthen the quality of the ecosystem while remaining true to Fitch's mission.

37.2 VISION

Growth should happen naturally through trust, member satisfaction and meaningful experiences.

Rather than chasing short-term numbers, Fitch should focus on becoming a platform that members genuinely
recommend to friends, colleagues and family.

The strongest growth strategy is a product people are proud to share.

37.3 STRATEGIC OBJECTIVES

The Post-Launch Strategy aims to:
Increase member retention.
Strengthen community participation.
Expand business partnerships.
Improve the product continuously.
Grow through referrals.
Supportinternational expansion.

Maintain premium quality during growth.



37.4 GROWTH PHILOSOPHY

Fitch believes sustainable growth comes from delivering consistent value.
Every improvement should answer one question:
"Does this create a better experience for our members?"

If the answer is yes, growth will follow naturally.

37.5 PRODUCT EVOLUTION

Following launch, development should focus on continuous improvement.
Priorities include:

Improving usability.

Expanding communities.

Enhancing event experiences.

Supporting businesses.

Increasing accessibility.

Strengthening personalization.

Introducing carefully selected new features.

The roadmap should always be guided by member needs rather than trends.

37.6 COMMUNITY GROWTH

Communities are the heartbeat of Fitch.
Growth initiatives should encourage:
New local communities.
Activity-specific groups.

Corporate wellness communities.

University communities.



International communities.

Community leaders should be recognized and supported as important contributors to the ecosystem.

37.7 REFERRAL STRATEGY

The most valuable marketing comes from satisfied members.

Referral programs should encourage members to invite others by highlighting the value of growing the
community rather than focusing solely on incentives.

A recommendation should feel like sharing a meaningful experience, not promoting an application.

37.8 INTERNATIONAL EXPANSION

Expansion should occur gradually.

Priority should be given to markets where:
Fitness participation is high.

Community culture is strong.

Partnership opportunities exist.

Local ambassadors can support growth.

Each new market should preserve the same member experience while respecting local culture.

37.9 CONTINUOUS LEARNING

Growth requires continuous listening.
Fitch should regularly evaluate:
Member feedback.

Business feedback.

Community health.

Featured performance.



Partnership success.
Market opportunities.

Learning should become a permanent part of company culture.

37.10 SUCCESS METRICS

Growth should be evaluated through:
Monthly active members.

Member retention.

Community growth.

Event participation.

Business engagement.

Referral rate.

Lifetime member value.

Member satisfaction.

Success is measured through healthy, sustainable growth rather than vanity metrics.

FOUNDER PRINCIPLE

Healthy companies grow the same way healthy communities do—through trust, consistency and shared
purpose.

Every stage of growth should strengthen the relationships that make Fitch unique
34. Strategic Partnerships & Ecosystem Development

Founder Note

"The future of Fitch will not be built alone. It will be built alongside organizations, businesses, and communities

that share the belief that fitness has the power to improve lives."

Purpose



Strategic partnerships are fundamental to the long-term success of the Fitch ecosystem.

Rather than viewing partnerships as commercial transactions, Fitch approaches them as long-term
collaborations that create value for members, businesses and the wider fitness community.

Every partnership should strengthen the member experience while supporting the sustainable growth of the

platform.

38.2 VISION

The long-term vision is to build the world's largest connected fitness ecosystem.
Fitch should become the platform where individuals, businesses and organisations collaborate to inspire
healthier lifestyles and stronger communities. Every partnership should reinforce Fitch's mission of connecting

people through fitness.

38.3 PARTNERSHIP OBJECTIVES
The Partnership Strategy aims to:

Expand opportunities for members.

Strengthen the Fitch ecosystem.

Support business growth.

Increase community engagement.

Build long-term credibility.

Create mutual value.

Encourage innovation.

Promote healthier lifestyles.

38.4 PARTNERSHIP PHILOSOPHY

Every partnership should answer three questions:

Does it create value for our members?

Does it strengthen the Fitch community?

Does it align with our mission and values?

If the answer is no to any of these questions, the partnership should be reconsidered.
Growth should never compromise the integrity of the platform.

38.5 PARTNERSHIP CATEGORIES

Fitch should actively pursue partnerships across multiple sectors.

Fitness industry
Gyms.



Fitness studios.
Personal trainers.
Sports clubs.
CrossFit boxes.
Padel clubs.
Running clubs.
Swimming clubs.
Cycling clubs.

Yoga and Pilates studios.

Health & Wellness

Nutritionists.

Physiotherapists.

Sports psychologists.

Wellness coaches. Recovery centres.

Healthcare providers.

EDUCATION
Universities.

Schools.
Student organizations.
Sports academies.

Educational institutions promote healthy lifestyles.

Corporate Wellness

Businesses.

Corporate wellness providers.
Human Resources departments.
Employee wellbeing programs.

Professional networking organizations.

Events

Race organizers.
Fitness festivals.
Charity events.

Sports competitions.



Outdoor activity organizers.

Community events.

Technology

Wearable technology companies.
Fitness equipment manufacturers. Health technology partners.

Future technology integrations.

Travel & Hospitality

Hotels.

Resorts.

Fitness retreats.

Adventure tourism companies.

Travel organizations promote active lifestyles.

38.6 PARTNERSHIP PRINCIPLES

Every collaboration should be built upon:
Trust.

Transparency.

Shared value.

Long-term commitment.

Innovation.

Community impact.

Members should always benefit directly or indirectly from every partnership established.

38.7 AMBASSADOR PROGRAMME

Community ambassadors should play an important role in expanding the Fitch ecosystem.
Ambassadors may include:

Fitness professionals.

Community leaders.

University representatives.

Business leaders.

Event organizers. Content creators.

Their role is not simply to promote Fitch but to strengthen local communities and encourage participation.

38.8 COMMUNITY COLLABORATION



Partnerships should encourage collaboration between members rather than competition.
Examples include:

Joint fithess events.

Educational workshops.

Business networking sessions.

Charity initiatives.

Community wellness campaigns.

Health awareness programs.

These collaborations reinforce Fitch's purpose beyond the digital platform.

38.9 MEASURING PARTNERSHIP SUCCESS
Partnership performance should be evaluated through:

Member participation.

Partner satisfaction.

Community engagement.

Business growth.

Event attendance.

Long-term collaboration.

Brand alignment.

Shared value creation.

Successful partnerships strengthen the ecosystem rather than simply increasing visibility.

38.10 FUTURE VISION

As Fitch grows internationally, partnerships should continue evolving while remaining aligned with the
company's mission.

Future opportunities may include:

Global sports organizations.

International wellness brands.

Olympic and professional sports initiatives.

Government wellbeing programs.

Health research institutions.

Technology innovators.

Every new partnership should contribute to building the world's most connected fithess community.



Founder principle

The strongest ecosystems are built through collaboration, not competition.

Fitch succeeds when its members, partners, and communities succeed together.

Every partnership should create opportunities that are greater than what either organisation could achieve

independently.

BUILDING THE FUTURE

35. Technical Development Roadmap

Founder Note

"Great technology is invisible. Members should never notice the complexity behind Fitch—they should simply

experience a platform that feels effortless, reliable, and beautifully connected.”

39.1 Purpose

The Technical Development Roadmap provides a strategic framework for building, improving, and scaling the
Fitch platform. Its purpose is to ensure that every stage of development supports the long-term vision of Fitch
while maintaining exceptional quality, reliability, and user experience. Technology should always serve the

mission—not define it.

39.2 Vision

Fitch should be developed as a modern, scalable and secure platform capable of supporting millions of
members worldwide.

Every technical decision should balance:

Performance.

Scalability.

Security.

Maintainability.

User experience.

Long-term sustainability.

39.3 DEVELOPMENT PHILOSOPHY

Product development should always follow four principles.



Build with purpose

Every feature must solve a genuine problem.
Features should never be added simply because competitors offer them.

Quality before quantity

A smaller number of polished features create more value than a large number of unfinished ones.

Continuous improvement

Development is an ongoing process.
Every release should improve the member experience while maintaining platform stability.

Scalability

Architecture should support future growth without requiring complete redevelopment. Every technical decision
should consider the future of the platform.

39.4 DEVELOPMENT PHASES
83. Phase one — Foundation
Deliver the Minimum Viable Product (MVP).
Core profile creation.

Connect.

Events.

Communities.

Messaging.

Fitch Business.

Home.

Authentication.

Basic notifications.

Launch-ready infrastructure.

84. Phase two — Growth
Enhance the ecosystem.

Advanced search.

Personalization.

Improved business tools.

Community improvements.

Additional event capabilities.

Referral program.

Performance optimization.



85. Phase three — Intelligence

Introduce intelligent systems.Al recommendations.
Advanced discovery.

Smart notifications.

Business insights.

Improved accessibility.

Automation.

Analytics.

86. Phase four — Global Expansion

Prepare Fitch for international growth.
Multi-language support.

Regional partnerships.

Localization.

Infrastructure scaling.

Global community support.
Advanced analytics.

Enterprise capabilities.

39.5 PRODUCT DEVELOPMENT CYCLE
Every development cycle should follow the same structure.
Research.

Design.

Validation.

Development.

Testing.

Launch.

Measure.

Improve. Learning never stops after being released.

39.6 QUALITY ASSURANCE

Every feature should undergo:
Functional testing.

User experience testing.
Accessibility testing.
Performance testing.

Security testing.



Beta testing.

Only features meeting Fitch's quality standards should be released.

39.7 SECURITY & PRIVACY

Security should be integrated into every stage of development.
Priorities include:

Secure authentication.

Encrypted communication.

Data protection.

Privacy compliance.

Fraud prevention.

Continuous monitoring.

Member trust depends on technical excellence.

39.8 MEASURING TECHNICAL SUCCESS

The platform should continuously monitor:
System reliability.

Application performance.

Crash rates. Load times.

Feature adoption.

Member satisfaction.

Security incidents.

Technical success is measured through reliability as much as innovation.

39.9 CONTINUOUS INNOVATION

Technology evolves continuously.
Fitch should remain adaptable by:
Monitoring emerging technologies.
Evaluating member needs.
Experimenting responsibly.
Supporting continuous learning.

Innovation should always improve the member experience rather than introducing unnecessary complexity.

FOUNDER PRINCIPLE

Technology should quietly empower people.

The greatest compliment a platform can receive is not that it feels advanced—it is that it simply works.
Every technical decision should remove friction, strengthen trust, and make meaningful human connection

easier.



36. Five-Year Vision

Founder Note

"Great companies are not built by chasing the next milestone. They are built by consistently moving towards a

clearvision, one meaningful decision at a time."

Purpose

The Five-Year Vision provides a strategic direction for the evolution of Fitch.

Rather than focusing solely on growth, this vision defines the long-term impact Fitch seeks to create for its
members, partners, communities and the global fitness industry. Every milestone should reinforce the

company's mission of connecting people through fitness.

Vision statement
Within five years, Fitch aims to become the world's leading fithess networking platform, recognised for creating
meaningful relationships, thriving communities, and opportunities that improve people's lives through

movement. Success will not be defined only by scale, but by the positive impact Fitch creates every day.

Year one — establish the foundation
The first year focuses on building trust.

Primary priorities include:

Successfully launching the platform.

Refining the member experience.

Listening to community feedback.

Establish strategic partnerships.

Growing an engaged member base.

Continuously improving the product.

The objective is to build strong foundations rather than pursue rapid expansion.

Year two — strengthen the community
The second year focuses on engagement.

Priorities include:

Expanding local communities.

Growing business participation.

Enhancing events.



Launching additional premium capabilities.
Improving personalization.
Strengthening the referral ecosystem.

The goal is to increase participation while maintaining a high-quality member experience.

Year three — national growth
The third year focuses on market leadership.
Objectives include:

Expanding across additional cities and regions.
Increasing strategic partnerships.

Supporting corporate wellness initiatives.
Developing educational collaborations.
Strengthening the ambassador program.
Enhancing Al-powered recommendations.

Fitch should become recognized as the leading fitness networking platform within its core markets.

Year four — international expansion

The fourth year begins with international growth.

Priorities include:

Entering selected international markets.

Supporting multiple languages.

Developing regional partnerships.

Adapting experiences to local communities.

Growing international ambassador networks.

Maintaining a consistent global brand while respecting local culture.Expansion should remain strategic rather

than aggressive.

Year five — building a global ecosystem

By the fifth year, Fitch should have evolved beyond an application.
It should become a global ecosystem connecting:

Individuals.

Businesses.

Communities.

Universities.

Corporate organisations.

Health professionals.



Fitness events.
Technology partners.
The platform should be recognised not only for innovation but for creating meaningful social impact through

fitness.

Long-term success

Success should be measured by the value Fitch creates.
Examples include:

People are becoming more active.

New friendships formed.

Communities strengthened.

Businesses are growing.

Events bring people together.

Healthier lifestyles.

Professional opportunities are created.

Every success story represents the true impact of the platform.

Strategic priorities

Throughout every stage of growth, Fitch should continue to prioritise:
Members trust.

Product quality.

Community wellbeing.

Innovation.

Accessibility.

Inclusivity.

Sustainable growth.

Long-term relationships.

These priorities should remain unchanged regardless of company size.

Looking beyond five years

The five-year vision is only the beginning.

As Fitch continues to evolve, new opportunities will emerge through technology, partnerships and changing
lifestyles.

The company's mission, however, should remain constant:

To connect people through fitness and create opportunities that positively influence lives around the world.



FOUNDER PRINCIPLE

The greatest achievement for Fitch will not be becoming the largest fithess platform—it will be becoming
the platform that positively changes the greatest number of lives.

Every member, every community and every partnership should move Fitch closer to that purpose.

37. The Fitch Manifesto

Founder Note
"Every company starts with an idea. Every great company begins with a belief. Fitch exists because we believe fitness has the
power to change lives—not only through movement, but through the people we meet along the way."

Why we exist

We believe fitness is one of the few experiences that brings people together regardless of age, background,
profession or ability.

A morning run.

A gym session.

A padel match.

A hiking trail.

A cycling group.

These moments create conversations.
Conversations create relationships.
Relationships create opportunities.

Fitch exists to make those opportunities easier to discover.

What we believe

We believe no one should begin their fitness journey alone.

We believe communities inspire consistency.

We believe healthier people build healthier communities.

We believe meaningful relationships can begin through shared movement.
We believe technology should strengthen real life, not replace it.

We believe every member deserves to feel welcomed, respected, and included.

Our responsibility
Building Fitch is about more than creating software.

Itis about creating an environment where people feel comfortable taking the first step.



Whether someone is an experienced athlete or walking into a gym for the very first time, they should feel that

they belong. Belonging creates confidence. Confidence creates participation. Participation changes lives.

Our commitment

Every decision we make should answer one simple question:
Does this make it easier for people to connect through fitness?
If the answer is yes, we are moving in the right direction.

If the answer is no, we should reconsider it.

Our mission is larger than the features.

Itis larger than technology.

Itis about creating meaningful human experiences.

Looking forward

The future of Fitch will be shaped by thousands of members, businesses, communities and partners who
choose to believe in the same vision.

Every friendship formed.

Every event was attended.

Every community was created.

Every opportunity is discovered.

These moments become a true measure of our success.

Technology may introduce people.

People create stories.

Founder principle
Fitness brings people together. Fitch helps those connections happen.

Everything we build should honor that belief.

CHAPTER SUMMARY

The Fitch Manifesto defines the purpose behind every decision the company makes.
It reminds us that our mission extends far beyond creating a mobile application.
We are building a community where movement creates connection, connection creates opportunity, and

opportunity improves lives.



Leadership & Company Culture

Founder Note

"Culture is built through everyday decisions. Long before Fitch becomes a large company, we must define the

principles that shape how we think, collaborate, and lead.

Purpose

The purpose of the Fitch culture is to create an environment where people are inspired to build meaningful
products that positively influence the lives of others. Culture is not defined by policies.lt is defined by behaviors,
decisions and shared beliefs. Every employee, partner and leader contributes to protecting and strengthening

the values upon which Fitch was founded.

Vision

Fitch aspires to build a company where innovation and empathy exist together. Success should never come at
the expense of integrity. As the organization grows, maintaining trust, collaboration and purpose should remain
as important as achieving business objectives.

Our culture

We believe that great companies are built by people who care deeply about the problem they are solving.
We encourage curiosity.

We value initiatives.

We embrace learning.

We respect different perspectives.

We celebrate collaboration.

We continuously improve.

Every individual should feel empowered to contribute ideas that strengthen the company.

42.4 Leadership Principles

Leaders within Fitch should lead by example.

Leadership is demonstrated through action rather than position.
Our leaders should:

Listen before deciding. Communicate openly.

Support their teams.

Encourage innovation.

Accept responsibility.

Celebrate collective success.



Lead with humility.

The strongest leaders create opportunities for others to succeed.

42.5 Decision-Making

Every important decision should consider:

Does it create value for members?

Does it strengthen our community?

Does it align with our mission?

Will we still be proud of this decision five years from now?

Long-term thinking should always outweigh short-term gains.

42.6 Innovation

Innovation is encouraged throughout every level of the organisation.
Ideas may come from:

Members.

Employees.

Partners.

Businesses.

Communities.

Innovation begins with listening.

The best ideas often emerge from understanding real human needs.

42.7 Collaboration
No single department builds Fitch.

Design.

Engineering.

Marketing.

Customer Success.

Operations.

Partnerships.

Every team contributes to one shared mission.
Collaboration should replace silos.

Shared success should replace individual recognition.



42.8 Responsibility
Every employee represents the Fitch brand. Whether writing code, designing interfaces or supporting members,
each action contributes to the reputation of the company. Responsibility extends beyond completing tasks. It

includes protecting the trust members' place in Fitch every day.

42.9 Continuous Learning
Learning should become part of everyday work.
We encourage:

Professional development.

Knowledge sharing.

Experimentation.

Reflections.

Constructive feedback.

Growth begins with curiosity.

Founder Principle
Companies grow because of their products. Great companies grow because of the people.

Every decision should strengthen our culture, because culture ultimately shapes every product we create.

A Message from the Founder



