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AHEAD

WHOLESALE

SUPPLIER + BRAND
PARTNERSHIP

A launched discovery-driven sales channel built to help distinctive products get noticed,
understood and sold.

WHY AHEAD?

Because listing a product is not
the same thing as creating demand.
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01/ THE QUESTION

Why should your brand consider AHEAD?

Because we do not want to be another place where your SKU quietly exists.

Our role is to discover the right products, merchandise them with intention, explain why they matter and connect them with
customers who may never have searched for them by name.

AHEAD is live today as a multi-category marketplace with a point of view: product discovery should feel
curated, not accidental.
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02 / THE SUPPLIER CHALLENGE

Great products can still be invisible.

01

CATALOG CROWDING

A strong product can disappear when it is
one listing among thousands with little
context or merchandising.
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DISCOVERY GAP

Customers cannot search for a product
they do not know exists. Emerging
categories often need explanation.
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CHANNEL FRICTION

Retailers may want new products, but
inventory risk and disconnected sourcing
can slow adoption.

AHEAD is designed around the gap between product availability and product awareness.
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03/ OUR ROLE

We turn supplier inventory into a customer-facing story.

® ¢ 6 0690

DISCOVER CURATE EXPLAIN SELL LEARN
Identify products with a Place them in the right Use content and product Give customers a clear Use performance data to
reason to be noticed. AHEAD destination and presentation to make place to purchase. improve merchandising and
context. unfamiliar products selection.

understandable.

Supplier provides the product. AHEAD works to create the path to
discovery.

04



AHEAD  wWHOLESALE

04 /| MERCHANDISING

Your product gets a destination - not just a listing.

FASHION WATCHES PURSES & ROBOTICS

AHEAD AHEAD HANDBAGS AHEAD

AHEAD now organizes the storefront into 22 customer-facing shopping destinations.

That architecture lets the marketplace expand without making the customer experience feel like an unstructured supplier feed.
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05/ DEMAND CREATION

Some products need to be shown before they can be searched.

PRODUCT STORY CONTENT DISCOVERY

Translate features into a reason the Use product imagery, galleries, Put unfamiliar products in front of

customer should care. demonstrations, social campaigns and audiences before the category is
education. obvious.

The opportunity is especially strong for distinctive fashion, design-led products, smart home technology, robotics, Al
devices and categories still forming.
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06 / INFRASTRUCTURE

The sales channel is already built.

CUSTOMER EXPERIENCE 22 destinations | curated merchandising | featured products | multi-image product galleries
COMMERCE Storefront | checkout | payment infrastructure

CATALOG INTELLIGENCE Supplier records | variants | validation | duplicate review | source tracking

SUPPLIER PIPELINE Import mapping | pricing rules | supplier-specific data | publishing controls

The objective: make the next supplier easier to onboard, merchandise and maintain than the first.
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07 / PROOF OF BUILD

The foundation exists before the partnership conversation.

9,259 24 22 8,381

SUPPLIER-PRODUCT RECORDS SUPPLIERS SHOPPING DESTINATIONS GOOGLE-DISCOVERED PAGES
observed across the current supplier represented in the current customer-facing AHEAD destinations reported through the submitted
catalog audit supplier-product audit sitemap

Storefront | admin | import engine | pricing rules | payments | merchandising | product galleries

These are build and discovery metrics, not revenue, profitability or customer-traction claims.
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08 / OPERATING MODEL

A partnership designed to reduce unnecessary inventory
friction.

SUPPLIER / BRAND AHEAD CUSTOMER

Provides authorized product data, Curates, merchandises, markets and Discovers and purchases through
current pricing and availability, brand sells through the AHEAD customer AHEAD; fulfillment follows the agreed
requirements and reliable fulfillment experience. supplier model.

terms.

AHEAD favors supplier-direct fulfillment where the relationship supports it, allowing assortment to grow without
requiring speculative warehouse inventory.
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09 / WHAT WE VALUE

The suppliers and brands we want to grow with.

01

02

03

04

05

AUTHENTIC PRODUCT

RELIABLE DATA

DEPENDABLE FULFILLMENT

COMMERCIAL CLARITY

ROOM TO GROW

No counterfeits. Clear authorization and accurate product representation.

Usable titles, descriptions, variants, images, cost and availability.

Clear shipping expectations, return responsibilities and responsive issue resolution.

Documented pricing, MAP or channel restrictions, payment and order terms.

A relationship that can expand from products into deeper retail or B2B opportunity.
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10 / WHERE THIS GOES

AHEAD is built for categories that are still forming.

TODAY A launched multi-category marketplace with supplier infrastructure and 22 customer-facing destinations.
NEXT Deeper supplier relationships | stronger content | better operating data | qualified B2B demand.
AHEAD Robotics | Al devices | emerging categories without an obvious retail shelf.

We are not betting on one product. We are building the system for finding the next
one.
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11/ THE INVITATION

Give us something worth discovering.

If your company has distinctive products, reliable fulfillment and the
desire to build another sales channel, we want to talk.

Start with the products that make people stop scrolling.

AheadWholesale.com

AHEAD Wholesale | Supplier + Brand Partnerships
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