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WHY JOIN VISIONSHARK FUELS?
A More Secure, Smarter, and More Connected Way to Do Business

Verified Opportunities. Protected Relationships. Professional Trade Execution.

At Visionshark Fuels, successful petroleum and commodities trading begins with trust, transparency, accountability,
professional verification, and the right relationships. Our onboarding network is designed to help qualified buyers, sellers,
trade desks, resellers, brokerage firms, mandates, and independent brokers connect through a more structured and
protected process.

OUR MISSION

To help qualified parties connect, evaluate opportunities responsibly, protect their business relationships,
and conduct transactions with greater confidence.
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At Visionshark Fuels, we believe successful petroleum and commodities trading begins with trust, transparency,
accountability, and the right relationships.

Whether you are a direct buyer, reseller, trade desk, brokerage firm, mandate, or independent broker, joining our
onboarded network gives you access to a more structured way of doing business one built around due diligence, qualified
opportunities, professional collaboration, and the protection of legitimate commercial interests.

Our mission is simple: to help qualified parties connect, evaluate opportunities responsibly, protect their business
relationships, and conduct transactions with greater confidence.

We understand that every participant operates differently. Buyers have specific purchasing requirements. Resellers and
trade desks follow their own procedures. Brokerage firms manage complex chains of communication, and independent
brokers may not always have direct access to the documentation, relationships, or resources needed to move an
opportunity forward.

Visionshark Fuels was built to help bridge these gaps.

1. Intelligent Due Diligence and Risk Assessment

One of the most valuable advantages of joining Visionshark Fuels is our use of specialized AI assisted technology and due
diligence software within our Petroleum and Other Products Department.

This confidential internal system supports our review of submitted opportunities, participating entities, individuals, and
available transaction information. It helps our team organize information, identify potential concerns, assess compatibility,
and make more informed decisions before advancing business opportunities.

Our internal review process can assist with:

Entity verification: Supporting the review of company identities, registration information, business records, and other
available verification materials.

Individual verification: Assisting with the review of relevant identities, roles, authority, and submitted credentials.

Offer risk assessment: Identifying potential inconsistencies, warning signs, missing information, and other factors that
may require further investigation.

Performance and readiness indicators: Generating internal percentage based assessments to help evaluate an
opportunity or participant against our review criteria.

Opportunity compatibility: Comparing available offers with the requirements and profiles of onboarded clients.

Improved decision making: Helping our team determine which opportunities warrant additional review, clarification, or
consideration.

Our technology is an internal business resource. It is not made available for unrestricted external use, and confidential
system details, proprietary methodologies, and internal assessments remain protected.

Important: AI assisted assessments are decision support tools, not guarantees of legitimacy, performance, financial
capacity, or transaction completion. Verification and risk assessments remain subject to the information available,
appropriate human review, and any additional checks required for the transaction.

Our objective is not simply to circulate offers. It is to help determine which opportunities are worth pursuing and what
additional verification may be necessary.

2. Smarter Connections Through Client Matching

The right opportunity is only valuable when it reaches the right counterparty.
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Visionshark Fuels maintains an organized onboarding process that helps us understand each client's business profile,
product interests, purchasing or selling requirements, preferred procedures, documentation expectations, and transaction
preferences.

This information allows our internal systems and team to identify potential matches between available opportunities and
qualified, onboarded participants.

For example:

A buyer seeking a specific petroleum product may be matched with a suitable offer for further evaluation.

A reseller with established purchasing requirements may be connected with opportunities that align with its operating
model.

A trade desk may be introduced to a counterparty whose procedures and documentation expectations are compatible with
the proposed transaction.

A brokerage firm may be able to identify relevant opportunities for the buyers or sellers it legitimately represents.

An independent broker may gain access to a more organized network of potential counterparties instead of relying entirely
on unverified introductions.

Rather than repeatedly circulating the same offer to unrelated parties, our goal is to improve relevance, reduce unnecessary
communication, and help qualified participants focus on opportunities that fit their needs.

Matching does not automatically establish that a transaction is suitable or approved. Each opportunity remains subject to
the applicable verification, documentation, commercial terms, and approval requirements.

Better information. Better alignment. More productive introductions.

3. A Professional Network Built Around Confidentiality

We recognize that business relationships are valuable assets. A company's buyers, suppliers, mandates, intermediaries,
pricing arrangements, and commercial contacts may represent years of work and relationship building.

Protecting those interests is fundamental to the way we intend to operate.

Visionshark Fuels utilizes confidentiality agreements, non disclosure agreements (NDAs), onboarding applications, and
other appropriate documentation to establish expectations for the handling of confidential information and business
relationships.

Our framework is designed to support:

Responsible handling of sensitive commercial information.

Appropriate disclosure of documents to authorized and relevant parties.

Clearer expectations regarding confidentiality and permitted use.

Respect for existing business relationships and legitimate introductions.

Reduced risk of unauthorized disclosure, misuse of information, or improper circumvention.

A more accountable environment for professional collaboration.

Information is shared according to its purpose, the recipient's role, applicable agreements, and the requirements of the
transaction. Not every participant automatically receives access to every document or client record.

Confidentiality is not merely a formality. It is an essential part of building lasting business relationships.
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4. Our Position on Non Circumvention and Client Protection

We are here to build business relationships, not take them away from the people who established them.

Visionshark Fuels understands the concerns that buyers, sellers, resellers, brokerage firms, mandates, and independent
brokers may have when introducing valuable contacts into a new network.

Participants should not have to choose between accessing better opportunities and protecting the relationships they have
worked hard to establish.

Our approach is based on respect for legitimate introductions, transparent communication, and agreed commercial
arrangements.

We expect all participants to respect applicable confidentiality and non circumvention obligations, honor agreed commission
arrangements, and refrain from using introductions or confidential information in ways that violate their contractual
commitments.

We do not encourage the unauthorized bypassing of legitimate intermediaries, the misuse of confidential client information,
or the deliberate exclusion of parties whose contractual rights apply to a transaction.

Where appropriate, we encourage the documentation of introductions, intermediary roles, commission structures, and
relevant responsibilities before a transaction advances.

Our principle is straightforward: the people who contribute legitimate value to a transaction deserve to have their
agreed interests respected.

Our NDAs and other agreements are intended to establish clear obligations, not to serve as empty promises. The scope
and enforceability of those obligations depend on the applicable agreement and law.

5. Opportunities for Independent Brokers and Intermediaries

Independent brokers play an important role in the petroleum and commodities industry. Many bring valuable relationships,
market knowledge, and access to buyers, sellers, mandates, and other commercial participants.

However, independent brokers may face challenges when they lack access to a structured verification process, suitable
documentation, qualified counterparties, or established procedures for protecting their commercial interests.

Visionshark Fuels aims to help address these challenges.

By joining our onboarded network, eligible independent brokers may benefit from:

A more structured environment for submitting and evaluating offers.

Assistance identifying potential counterparties whose requirements align with an opportunity.

Access to relevant transaction documentation when authorized, appropriate, and available.

Support in identifying missing information and outstanding verification requirements.

A more professional framework for documenting introductions and agreed intermediary roles.

Potential access to commission protection arrangements established in writing before the relevant transaction proceeds.

Guidance on the onboarding and documentation requirements applicable to the parties involved.

You do not necessarily need to have every relationship, resource, or document in place before approaching us. We can
help identify what is needed and determine whether the opportunity can be advanced responsibly.
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Where a broker introduces a legitimate buyer, seller, or other participant, we seek to establish the intermediary's role and
applicable commercial arrangements clearly and in advance.

Commission protection is subject to the specific written agreement, the parties' authority, applicable law, and the conditions
governing the transaction. Onboarding alone does not guarantee a commission or payment.

Our objective is to help independent brokers work within a more organized professional framework without requiring them to
operate entirely on their own.

6. Documentation That Supports Informed Decisions

In petroleum trading, documentation matters.

Before parties commit significant time, resources, or capital to an opportunity, they need a reasonable basis for
understanding who they are dealing with, what is being offered, and which requirements remain outstanding.

Through our onboarding and transaction review processes, Visionshark Fuels seeks to facilitate the responsible exchange
of relevant documents between authorized parties.

Depending on the product, transaction structure, jurisdiction, and stage of the process, relevant documentation may include:

Corporate registration and entity identification records.

Authorized representative and signatory information.

Buyer or seller profiles and relevant company credentials.

Product specifications and offer documentation.

Letters of authorization or proof of mandate, where applicable.

Evidence of relevant purchasing, selling, supply, or financial capabilities, where appropriate and lawfully available.

Transaction procedures and proposed commercial terms.

Non disclosure, non circumvention, and intermediary agreements, where applicable.

Other documents reasonably required for the particular transaction.

The documents required will vary by opportunity. No single document or collection of documents should automatically be
treated as proof that a company, individual, offer, product, or transaction is legitimate.

Our goal is to help participants understand what is available, what can appropriately be shared, what remains unverified,
and what additional evidence may be needed before proceeding.

We believe informed decisions are better than decisions based solely on promises, urgency, or incomplete information.

7. A Network That Understands How You Operate

No two businesses operate in exactly the same way.

Some buyers require extensive preliminary documentation. Some trade desks have established compliance procedures.
Some resellers operate through multiple intermediaries, while others work directly with suppliers. Brokerage firms may have
specific requirements for mandates, introductions, and commission arrangements.

During onboarding, we seek to understand these differences.

By learning your business profile, product interests, preferred transaction procedures, documentation requirements, and
commercial expectations, we can work toward more relevant introductions and more efficient communication.
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This helps us identify potential mismatches earlier, reduce repetitive inquiries, and avoid advancing opportunities that are
clearly incompatible with a participant's requirements.

It also helps establish more realistic expectations regarding what information is needed, who must be involved, and which
steps must be completed before an opportunity progresses.

We do not believe every offer is right for every client. We believe the right offer should reach the right participants
through a responsible process.

8. Less Wasted Time. More Meaningful Opportunities.

Unstructured trading environments can create unnecessary delays and uncertainty.

Participants may spend days or weeks reviewing offers that do not meet their requirements, requesting documents that are
unavailable, or communicating with parties whose authority or capabilities have not been adequately established.

Our onboarding, internal assessment, and client matching processes are designed to help reduce these inefficiencies.

By maintaining organized client profiles, reviewing available information, and identifying potential matches, Visionshark
Fuels aims to help participants:

Spend more time on relevant opportunities.

Identify documentation gaps earlier.

Reduce repetitive and unnecessary introductions.

Understand transaction requirements before committing substantial resources.

Improve coordination between qualified counterparties.

Establish clearer expectations among brokers, buyers, sellers, and other participants.

We cannot eliminate every delay, risk, or unsuccessful transaction. However, a more structured process can help
participants make better informed decisions about where to invest their time and attention.

9. Onboarding Protects the Network as a Whole

Our onboarding process is not designed to create unnecessary barriers. It exists because responsible business requires
more than an attractive offer or a promising introduction.

It helps Visionshark Fuels establish a better understanding of the participants entering our network, the opportunities being
submitted, and the standards expected of everyone involved.

A more thoroughly documented network benefits legitimate participants by supporting:

Accountability: Participants are expected to provide accurate information and act within their authority.

Transparency: Requirements, responsibilities, and outstanding questions can be identified earlier.

Confidentiality: Sensitive information can be handled according to established agreements and access requirements.

Compatibility: Client profiles can be used to identify potentially relevant opportunities.

Risk awareness: Inconsistencies and warning signs can be escalated for further review.

Professional conduct: Participants share a common expectation of honesty, respect, and responsible communication.

Relationship protection: Applicable agreements help define how introductions, confidential information, and intermediary
interests must be handled.
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Onboarding does not eliminate risk or guarantee a successful transaction. Instead, it creates a stronger foundation for
identifying concerns, setting expectations, and deciding whether it is appropriate to proceed.

10. Our Standards: Loyalty, Honesty, and Mutual Respect

At Visionshark Fuels, we believe the quality of a trading network is determined not only by the opportunities it offers but also
by the conduct of the people within it.

We expect professional communication, accurate representations, respect for confidential information, and good faith
cooperation.

We do not support falsified credentials, deliberately misleading offers, unauthorized disclosure of sensitive documents,
misrepresentation of authority, or the intentional circumvention of legitimate contractual interests.

We also believe that concerns should be addressed professionally and that commercial arrangements should be clarified
before disagreements arise.

Our philosophy is simple:

Treat other participants as you would expect them to treat you.

Respect the relationships and work that others bring to the table.

Be honest about your role, authority, capabilities, and intentions.

Honor legitimate written agreements.

Protect confidential information.

Raise concerns when something does not appear right.

Prioritize responsible business practices over short term gain.

We understand that trust must be earned. We intend to earn it through consistent conduct, clear expectations, and a
commitment to responsible business relationships.

11. Who Should Apply for Onboarding?

We welcome inquiries from legitimate businesses and qualified individuals participating in the petroleum and other
commodities markets, subject to our review and acceptance requirements.

Our onboarding process may be suitable for:

Direct Buyers Organizations seeking relevant supply opportunities and counterparties aligned with their purchasing
requirements.

Resellers Businesses seeking suitable product opportunities and a more organized way to evaluate potential transactions.

Trade Desks Commercial trading teams looking for relevant counterparties, structured communication, and compatible
transaction procedures.

Brokerage Firms Established intermediaries seeking professional collaboration, relevant opportunities, and clearly defined
commercial arrangements.

Independent Brokers and Mandates Individuals who bring legitimate relationships and opportunities and want support
with due diligence, documentation, client matching, and the establishment of agreed intermediary roles.

Suppliers and Sellers Qualified parties seeking to present opportunities to relevant, onboarded participants.
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Every application is subject to review. Submission of an application does not automatically establish an approved
relationship, guarantee access to offers, or constitute acceptance of a transaction.

12. How Our Onboarding Process Works

We aim to make onboarding clear, practical, and purposeful.

Step 1 Submit Your Application

Provide the required business or individual information, your role in the market, product interests, operating procedures, and
relevant supporting documentation.

Step 2 Complete the Required Agreements

Review and execute applicable confidentiality, non disclosure, non circumvention, and other onboarding documents as
required.

Step 3 Verification and Due Diligence

Our team reviews the information provided, conducts appropriate checks, identifies outstanding requirements, and
evaluates potential concerns.

Step 4 Establish Your Client Profile

Where approved, your profile helps us understand your requirements, preferred procedures, relevant capabilities, and the
types of opportunities that may be suitable for you.

Step 5 Identify Potential Matches

As relevant offers and opportunities become available, our internal processes help identify possible matches based on
available information and client requirements.

Step 6 Share Relevant Information and Documents

Where appropriate, authorized, and permitted, we facilitate the exchange of relevant documentation with qualified parties so
they can conduct their own evaluation.

Step 7 Advance Opportunities Responsibly

Interested parties continue through the applicable verification, negotiations, contractual arrangements, compliance checks,
and transaction procedures.

Throughout this process, additional information may be requested, and an opportunity may be paused or declined if
material concerns remain unresolved.

YOUR BUSINESS. YOUR RELATIONSHIPS. A STRONGER WAY
FORWARD.

Join the Visionshark Fuels Network

Whether you represent an established buying organization, a reseller, a trade desk, a brokerage firm, or an independent
brokerage operation, we invite you to explore a more structured approach to petroleum trading.

Our purpose is to connect relevant participants, support responsible due diligence, facilitate appropriate document
exchange, recognize legitimate intermediary contributions, and help protect the commercial relationships that make
successful transactions possible.
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We do not promise risk free transactions or guaranteed deals. We commit to pursuing a professional process designed to
improve transparency, strengthen accountability, and support better informed business decisions.

We believe trust should be supported by documentation. Opportunities should be evaluated with care.
Relationships should be respected. And business should be conducted with honesty, loyalty, and integrity.

If these principles align with the way you operate, we welcome you to begin your onboarding application.

Visionshark Fuels Building Trusted Connections. Advancing Opportunities. Protecting Business Relationships.

BEGIN YOUR ONBOARDING APPLICATION
All applications and opportunities are subject to review, verification, applicable agreements, and acceptance requirements. Due diligence and AI
assisted assessments reduce uncertainty but cannot eliminate risk or guarantee the legitimacy, performance, or completion of a transaction.
Confidential information is handled subject to applicable agreements, authorized access, and applicable law.



