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The problem

| The inefficient use of energy, water and gas is a financial and sustainability

problem.

Lack of Management
information solutions are costly,
(Data may be not suitable,
abundant) . :
inflexible
"Energy costs have been "Finding out energy

increasing rapidly with
no clear cause”

inefficiencies is costly and
hard to measure”

30O _-/_-

00000)

Analytics decoupled from

business reality
(..and expensive to customize)

‘Data collected and available is
not helping people nor systems
make decisions”

=
=

¥

Limited insights
delivering one-off
results, curtailing

adoption
‘Constantly falling behind

efficiency, sustainability, and
cost reduction goals”
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It IS @ common problem

Commercial Restaurant Fresh produce Soft drinks
buildings co-packing production

.

Commercial Industrial
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Our solution

Tailored end-to-end B2B software-based platform designed to optimize energy
resources usage in precise correlation to business performance

— Collect Process
L B ]
yo 4 s AN .|.|.|]./__
O — | —

= |oT digitization

Energy-Management-as-a-Service [EMaaS]

Empower

= |nformation linked to

= Multiple sources operations (units of energy

data integration

per unit of business)
= Opportunities

People

Scale

= Maximum impact
» Benchmarking

Optimize

R
:Lll.l.l.'

= Detect & execute

= Sustain

Capture -

&U

= Measure and

validate

= Expand



S SEGENERGY

Our transformation journey

Identify scalable OPPORTUNITIES and Focus to SCALE and SUSTAIN -5
deliver short-term VALUE value business wide heverage Digital Brergy as g
key COMPETITIVE ADVANTAGE

1 to 6 months 6 to 18 months 18 to +36 months

4

» Seamless technology Actionable insights Gamified Predictive Organization wide
E deployment from day 1 performance maintenance enabled decisions,
MPOWETI . In-house flexible Co-created pipeline competition Widely adopted Data driving out costs and
hardware adaptation of opportunities Standard KPI's drive decision making enhancing profitability

Cost effective Tangible short-term Cost control and Quantifiable at scale Maintenance and

implementation and results budgeting value prediction indirect costs reduction

fast at scale set-up Sustained ROl based Continuous cost Stakeholders
operational discipline procurement optimization sustainability reporting




" Chili's® Mexico, STm savings

' 19% efficiency in 3 years through a custom playbook

Off-hours / Peak-hours / Load Mgmt. / RAC Optimization
Pre-COVID -19%

Low occupancy -37% ]
Delivery -57%

Lockdown -74%

= ond & )
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[Energy efficiency from baseline pre-pandemic consumption (%kwh)]
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Size

5%* of enerqgy efficiency |
represents: + Costs reduction

Trends

+ Sustainability
+ Electrification & digitization

+ Adaptability & remote
execution

Global U.S. Mexico  Other

$=U.S. Dollars
* Direct electricity consumption reduction of 5% for overall power demand in commercial, industrial and agro sectors

Source: International Energy Agency; U.S. Energy Information Administration, NERA Economic Consulting, S2G Energy analysis and estimations

Market Opportunity

Product-market fit

Set to achieve 10x in revenue
In 3 years

+ $2m savings achieved for
our clients in Mexico:

v Istand 2nd |argest restaurant
chains operators

v’ Largest agro-industrial
exporter

v' 3 Jargest bank in Mexico
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Our business model

| Targeting customers with scalability potential (multi-site), EMaaS is a turn-key
solution with two revenue components:

Set-up [one time] Service [12 to 36 months]
- . = |0T sensor deployment = Platform customization
{7 2 = Data integration = Modeling and analytics
‘I s = 60% of revenue in 2019 = Control and automation
I /r\“i\ = Usability, adoption, and value

Up to 18% energy
efficiency in 12 months
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Sensors

loT
Ultrasonic

Flow meters

Electric

Water

Capabilities to deliver value

Data integration Energy Assistant

BMS
ERP

Telemetry
Weather

Gas

S2G Energy Bot

Web platform
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Smart control

Plaza fiesta

Temperatura actual
26°C
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Flexibility and affordability

S 2 G

High

Low

ENERGY

Competitive landscape

Competitive landscape

Mexican and Latam Players

s &
NP o r}m zda R
& GSE | &

|
g SEGE\JERS\" —

Leading Smart Executors
energ‘)“’s me

CLEAResult

e =
5 Syl .ai

ihMETRON

Strong experienced
incumbents

Johnson %‘

Controls

Honeywell

. LIGHTHOUSE

REDAPTIVE'| Giia eage ™

Building

SIEMENS
SapEcer

Hardware based

Analytics based

Energy efficiency and optimization services

We're the only player offering the
whole package with a highly
competitive cost-to-serve from
Mexico to any client in the world:

v Top talent
v High degree of customization
v Personalized service

11
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Quick installation non-invasive loT
measurement

Adaptable scope at any time

Data collection agnostic, can work with
existent data capturing systems if open and
available

Short-lead times for insights and analytics

Remove all barriers or constraints to data
collection, processing and usage

Cost-effective and truly scalable

Investment allocated where the
business really needs it

Benefits

Impact

gjr differentiator

High Flexibility Fast Adoption

Tailored visualization, analytics, control and
automation designed alongside client team

Solution embeds in client’s workflow/low
training requirements

Centralization of insights and decision making

Dedicated customer success team working as
‘energy partners” leveraging change
management

Direct energy savings up to 18% during the
first year

Clear ROI of sustainability initiatives

Additional savings from continuous
operational improvements

High switching costs

12
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“= Think of us as the EVs for the efficiency

Industry
Environmental 65% of global CO2 30% of global CO2
impact emissions emissions

Mind-blowing user experience,

irrefutable value and difficult to let go of

Barriers| Low priority on cost reduction

. i High up-front cost
to entry & sustainabllity
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Our Team

Management Board of Directors
Geronimo Martinez .

CEO & Co-founder _ gtoei/;:j? d/;/raz‘hUS/us

B.S. Mechanical Engineering Operations Management /AT

. . B.S. Systems Engineering
|[ESA Executive Education _ ) ) .
Marketing OPM Harvard Business School
(10%)  (10%)
. DevOps
} éL(I)I(S) Carmona BD a g ) Gustavo Guilarte
. . % Co-founder
B.S. Electrical Engineering 2 0 B.S. Business Administration

MBA Columbia Business School

Vivian Espinosa Oscar Gil

BD Leader . . . Co-founder

B.S. Chemical E/jg/neer/ng Customer Success B.S. Mechanical Engineering
MBA Thunderbird School of MBA Harvard Business School

Global Management




$ S2Cuce. Sales & Distribution

Dedicated BD Team Technology partner

Joint ventures*

EMaas through Energy
Service Providers to
commercial and
industrial off-takers
when signing a PPAs
typically with a
renewables’
operator

S2G Energy’s BD team
leads commercial
efforts, new clients.
Customer Success team
identifies growth
opportunities within
existent clients.

S2G Energy is a
Centrica Business
Solution channel
partner for loT sensors
hardware setup.

*Joint ventures are currently In development phase 15
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82G Energy’s client
Commercial or industrial player
with multi-site operations

« Annual revenue > USD $150m

« Power demand > 40GWh/Yr

Geographic focus

Prospecting

Latin America
Currently

Mexico

Target Client

Commercial & Buildings

© 0 0 ®

Hospitality Retall Education REITs
Healthcare Banks Data Centers Telecom
2021
United States*

*Selected markets

® O

Industrial

Food Agro

Mid-term
Europe

0O

Beverage

16
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Our clients

Commercial & Buildings

Hospitality

Alsea
CMR
~”

Pilots

REIT

{UINIO

Largest REIT in Mexico

Banks

Largest restaurant
operator in Mexico

JFBANORTE

3 Largest bank in
Mexico

2nd L argest restaurant .
(Largest Mexican owned)

operator in Mexico

Important restaurant
operator in Mexico

Retail Data Centers
A0y SN
/2Zbne CEZ), \IW
Auto parts  Supermarket o
retailer* chain* Leading Data Center

*Mexico stores in Mexico and Latam

Industrial
Agribusiness Beverages
. . 6’ \(~ 4 distiller
Leading Mexican agro "k“AﬁLo
exporter

DIAGEO [isiae

Other Industrial

Hardware
manufacturer

Other Industrial

/AEI‘I‘IEX

Global Mexican cement
and concrete producer

Food & Beverage
GER2®

"= FEMSA

Leading soda bottling
companies in Mexico
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Our economic model

Unit economics

Lifetime Value (LTV) $1.2m
Client Acquisition Cost (CAC) S22k

Commercial Industrial
Annual recurring revenue per client S105k

Gross margin 66% 49%

Energy expense savings 10 = 12% 5—-8%
Typical service contract duration 36 mo. 24 mo.

$=U.S. Dollars
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Historical Revenue
Thousand USD

600 A
500 A
400 -
300 -
200 A
« Gross margin 46%
100 7« Recurring revenue 2019 represented ~40%'
2017 2018

546

1 Split of EMaaS Revenue

2019

Financials & business traction

Revenue growth model

Pilot Proxy EMaaS 2"/ V] |15 =] Expansion

Our current situation:

Avg. Monthly Burn Rate?

Prove concept
and identify Capture value and

value identify potential Replicate and
of enterprise wide change ways of Expand (water, gas),
management working and complete digital

energy transition

Expected Runway

USD 37K

< 4 months

19

2 Hand-braked costs - burn rate due to current crisis
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Forecast 2020

Monthly Revenue 2020

Thousands USD?
[ Revenue to be captured

I Secured Revenue Client base and current pipeline

120 - # of companies
163.5k 450k3 PIPELINE

100 B CLIENT

80

60 12

40

20

0
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 2020

Forecast (Revenue to be captured)
« Average project revenue split: 58% setup / 42% recurring
« 5 projects: ~ USD 32k in setup / 8k MRR

T Projects with quarterly invoicing have been normalized to monthly revenue 2 Revenues have been converted to USD at exchange rate of MXN $21.72/USD 3 Secured revenue in H2 totals USD 163.3k
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Financial Projection

Revenue vs. EBITDA Cash Flow vs. Cash Need

Thousands USD' Thousands USD! - Ending cash balance
6,000 - I Recurring Revenue 200 — NV

Set-up Revenue 5,124 0 —‘ . . ;
5000 1 __ eBITDA JanR1 - Jan-23 Jan-24
4,000 - 3473 0
‘ -400

3,000 A -600
2,000 - 1381 50% -800

1,000 614 656 1,000
. =3 1200

\/ -1,400

-1,000 -
2020 2021 2022 2023 2024 2025 -1,600 -
Cumulative 2020 - 2025 2025 e Cash bottoms out at USD 1.46 million in June 2023
* Positive net cash flow in July 2023
EBITDA  Avg. EBITDA Margin EBITDA Margin
USD 2M 15% 32%

21

1 Currency figures have been converted to USD at exchange rate of MXN $21.72/USD
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Monthly Financials
Thousands USD!

500
450
400
350
300
250
200
150
100

50 A

— Revenue

. COGS
" Expenses
—— Net cashflow

nmnnnllllllmm

Jan- Jun- Jan- Jun- Jan-

21 21 22 22 23

* Revenues to cover cost base starting July 2022
* Positive net cash flow in July 2023

T Currency figures have been converted to USD at exchange rate of MXN $21.72/USD

Financial Projection

,IlllllllllllIIIIIIIIIIIIIIIII

Jun-
23

Jan-
24

Jun-
24

Jan-
25

Jun-
25

Dec-
25

22



$ S2Guw Capital needs and use of funds

What we are looking for Ask Use of funds

= Productize our current
solution to offer modules
segmented according to
client needs

= Enhance commercial
efforts by funding pilots,
expanding marketing and
developing a salesforce

= |ssue a convertible security
through a Simple Agreement for
Future Equity (SAFE) to fund
company for the next 18 months,

but willing to discuss alternative
options. Talent & Ops Ji3)

Product

= Position our company for a
stronger  future: a  solidified
business model and product,
aggressive business development
in a larger addressable market,
offer ~ value-based  enterprise
energy efficiency services from Go-to-Market
Mexico to the whole region

= Ensure operational
continuity and talent

development
25%
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SAFE security prospect

= Simple Agreement for Future Equity with a Post-Money Valuation Cap and
No Discount (Download detailed structure here)

= Targeting a USD 1.5 million raise and a 10% ownership sold
= Post-money Valuation Cap: USD 15 million
= No maturity date, no interest

= Any size of Equity Financing will trigger the SAFE to convert into equity
following the conditions provided in the structure above

= A pro rata right option is open for negotiation and could be granted in the
case of a single investor (Download standard Pro Rata Side Letter here)

24


https://www.ycombinator.com/assets/ycdc/Postmoney%20Safe%20-%20Valuation%20Cap%20Only%20v1.1-69e9ab0d54ee40ab3186fbd0907e9d391f98c80bb76dcb6bbfb4fd588c2597b6.docx
https://www.ycombinator.com/assets/ycdc/Pro%20Rata%20Side%20Letter-9b769a6a724da0c40e6649df8c774f49cc20dafe7247cc366ce4b98b4c2a3510.docx

SZg_energ¥ Contacts:

Geronimo Martinez
CEO
geronimo.martinez@s2g.energy

S2g_energy

Luis Carmona
0{0]0)

SZg—energ_y luis.carmona@s?2g.energy

" Unleash your energy
advantage

25 Darwin 32, 7% Floor, Colonia Anzures, Miguel Hidalgo, CDMX 11590, México.


https://s2g.energy/es/
https://twitter.com/S2G_energy
https://www.linkedin.com/company/s2g-energy
mailto:geronimo.martinez@s2g.enery
mailto:Luis.carmona@s2g.energy

Appendix
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Financial Projections

Fundraising Scenario Upside Scenario
Slides 21 -24 Slides 28 - 29
Cumulative EBITDA USD 2M USD 5.4M
Avg. EBITDA Margin 15% 26%
EBITDA Margin on 2025 32% 35%
Cashflow positive on July 2023 July 2022

27



ENERGY - - - -
Upside scenario projection
Revenue vs. EBITDA Cash Flow vs. Cash Need
Thousands USD! Thousands USD!

8,000 5 [ Recurring Revenue 3000 - — Ending Cash Balance
Set-up Revenue —— Net cashflow
7,000 A ]
— EBITDA 2,500
6,000 7 2,000 -
5000 A
1,500 A
4,000 A
3,000 o 1,000 A
2,000 A 500 A
1,000 4 614 0 — ' : Z . .
0 - T — Jan-2 Jan-22 Jan-23 Jan- Jan-25 Jan-26
-500 -
-1,000 -
2020 2021 2022 2023 2024 2025 -1,000 -
Cumulative 2021 - 2025 2025 e Cash bottoms out at USD 835 thousand in June 2022
* Positive net cash flow in July 2022
EBITDA  Avg. EBITDA Margin EBITDA Margin
USD 5.4M 26% 35%

28
1 Currency figures have been converted to USD at exchange rate of MXN $21.72/USD
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Upside scenario projection

Monthly Financials
Thousands USD!

700

600 -

500

400

300

200

100

0

-100

— Revenue
COGS

" Expenses
—— Net cashflow

Jan- Jun- Jan- Jun-
21 21 22 22

* Revenues to cover cost base starting January 2022
* Positive net cash flow in July 2022

T Currency figures have been converted to USD at exchange rate of MXN $21.72/USD

AT L e AT

Jan- Jun- Jan- Jun- Jan- Jun- Dec-
23 23 24 24 25 25 25

29
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Case study: Bottling

IBoosl‘/'ng overall energy performance [lts/kWh] for a large bottling co.

How we helped

+150 Panoramic Power sensors .
were installed for monitoring 1 site
producing 2.5m Its/day.

Correlating production lines data
(energy and bottling temp.) with
services data (ammonia and air
compressors), behavioural .
opportunities were identified.

Empowering people and teams to
make day-to-day decisions
anticipating energy cost and usage
implications that improve the
[ts/kWh KPI.

-3%

Improvement in kWh accrued
energy performance efficiencies vs.
baseline

The benefits

Through the adoption

of the EMaa$S Program, bottling
co. has achieved

considerable savings

by improving overall energy
performance by 6.7%

Operations optimization by

influencing ways of operation in
and across Production, Planning,
Quality and Maintenance teams

Overall reduction
in its environmental impact.

kWh potential
through behavioural
driven efficiencies

Background

Driven by high energy cost and high intensity energy processes, bottling co. was
looking to digitize their legacy manufacturing facilities to better understand and
manage their energy consumption. They found that digitization is useless without
the adoption of the technology in the form of discrete day-to-day operational
decision making. EMaaS potentially will expand to 17 bottling co.mfg. sites.

30
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Case study: Hospitality

Realizing savings for a nationwide Mexican hospitality chain

How we helped The benefits

e Qver 2,000 Panoramic Power * Through the adoption
sensors were installed for of the EMaaS Program
monitoring 76 locations and energy digitalization,

CMR has achieved
considerable savings
of 6.36 GWh

* Using data from individual devices,
the team generated actionable
insights

* QOperations optimization
and an overall reduction
in its environmental impact

* More than 4,100 hours of training,
and saving strategies, EMaaS
generated a transfer of knowledge
to help CMR control their energy * Net savings of $3.2M MXN
and generate savings were achieved on the first

year, generating a ROl of 167%

Background

As a large energy consumer, CMR was looking to monitor, understand
176% and manage its energy consumption across its multiple locations to manage

their resources better and improve operational efficiency. They were looking

for an organisation wide solution to help managers realize energy savings.

Reduction in energy Net ROI Cost avoidance
consumption in 2 in 2 years in 2 years
years 15
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Case study: Agro industry

Performing Digital Transformation of a large Agro-Industrial Corporation

How we helped

More than 1,200 Panoramic
Power sensors were installed for
monitoring 6 factories with
1.3GW total managed load

Correlation of energy
consumption of heavy machinery,
refrigeration and other
equipment with production
volume, schedule and availability
of raw materials

Operations optimization through
combination of efforts of
production and maintenance
areas

6%

Yearly cost
avoidance by
energy efficiency
efforts*

Yearly cost
avoidance by energy
efficiency efforts*

The benefits

* Improvement of operational
efficiency and predictive
maintenance

* Achievement of energy cost
avoidance by reduction of
energy consumption

* Peak demand reduction via
avoidance of high-intensity
equipment usage at peak hours

* 8% less consumption per unit

produced with the improved a
tracking of KPIs (unit/kWh)

Less consumption
of kWh per unit
produced compared to
case base*

P S A

/‘ ‘
VE /|

Background

One of the most important agro-industrial groups in Mexico, with 30 years of
experience on the domestic market, operations in 7 different Mexican states and wide
presence on international market. As agricultural industry is very energy intensive,
their main priorities were to control energy consumption and carbon footprint,
optimize the processes at the plants and reduce the production costs.

*This results are from 6 factories, in which only 1 has one year with EMaaS and the others have approximately\ﬁ to6
months with EMaas.
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Case study: Retall banking

|D/'g/'t/'z/ng energy In retail bank branches to capture savings

How we helped The benefits

* Unbiased optimization of branch
temperature prioritizing customers'
comfort

* 60 Energy Sensors installed in
4 branches in two different cities

* Digital and real time visualization of

energy consumption in order to
make smarter decisions.

* Energy consumption reduction
through active monitoring and

. o dynamic control of HVAC operations
* Intelligent thermostats for obtaining

temperature data and establishing
heating and cooling set-points.

* Enablement of smart tools such a
Bots to empower decision making
from branch manager or maintenance
personnel allowing real time decision
making

* Creation of baselines for
energy consumption comparison.

* Consumption prediction capabilities

) ) i * Remote equipment failure detection
leveraging proprietary algorithms

and prediction optimizing operational
maintenance planning

MXN
$124k

Energy avoidance
in suboptimal HVAC
operations

Yearly cost avoidance
per site

Sites

Background

A large financial institution with over 1,000 retail b%nches wants to lower costs

branches operations and ehhance its
renewabl@s utilities operatoss. A pr
consumption, monitoring and opti
operations~ A business case

tainability'efforts beyond procuring en
f concept has been put in place to digi

g lightingland HVAC usage aswellasd
establish o escalate EMaaS:

energy

33
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Case study: Spirits

Tequila production grinds Digital Energy

How we helped

Over 75 Panoramic Power Sensors
(a Centrica Company) deployed in
strategic locations within

production process

Benchmarking of equivalent
equipment within grinding process
to adjust the tension of belts for
optimal crushing

Dynamic reports created to
empower people across to make
decisions and take actions targeted
to optimize their energy
consumption

MXN
$516K

Energy avoidance in Yearly cost
grinding process avoidance by
power factor

correction

The benefits

Energy savings were achieved
through the adoption of
optimal production schedules

Predictive maintenance
measures were adopted based
on insights generated through
the digitalization of critical
equipment

Real time Power Factor
monitoring helped in selecting
an adequate capacitor bank,
reducing economic penalties

Yearly savings
by optimizing
peak charges

Background

This tequila producer is engaged in reducing their overall environmental
impact. In their actions to reach their sustainability objectives, they found
digitalization as a way to reduce energy waste and to empower people with
real-time information for decision making in order to improve their
operations.

34
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Case study: Concrete production

| Digitization to balance total logistic costs

How we helped The benefits

* Unified data from different sites, e KPI's standardization within
both electrical and production in regions and plants
a gamified platform e Optimal production range

* QOperations optimization identification based on the daily T ———
avoiding unnecessary energy performance indicator

oy e A

consumption in the
transportation belt processes

* Predictive maintenance in order
to avoid unprogrammed plant

e Correlation from internal and shutdowns, by providing
external variables for daily information of current and
energy forecasting voltage unbalances

* Understand total logistic cost of
dispatching concrete to Anas = K J
customers including energy NBackarotind = | S T

intensity ‘
oductlon company, always leadi

g he business makes it fundamental to control one.
- W materi eleé?t’-‘rérty, therefore the need to be efficient. Related to thls, th
intere o aﬁ3|t|ommo-renewable energy, reqﬁfres,cost -effecti

\}n t and justify the daily emsumptjon of energy in every plant

[N, &

+10% 8%

Energy usage Voltage unbalance Energy cost
optimization identified on main avoidance 35
connections
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Demo: Visualization and tools

‘ Energy analytics Compressors benchmarking
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Demo: Visualization and tools

| .
Anomaly detection |

Mantenimiento

Fecha

Mes

Dispositivo

woeral | nes

Resumen de Equipo

44990

Max. Pico de Voltaje

0

Inaidencias Pico Voltaje

399.67

Min. Caida de Voltaje

596

Incidencias Caida Voltaje

Veltaje v

Promedio de Voltage entre Fases Linea - Linsa

I Desbalance

Hesumen de Picos de Voltaje

O NAOTO0 aer
44950

MAX_Lineas

44954

44338
MAX L ines

Resumen de Caidas de Voltaje
D2/2020 114500 & m

199467

MM Lineas

IVO202U TOASD0 an
i9Te

MIN_Lineo:
0272020 101008 am

39954

PN Ly

Real-time digital utility bill

Energia Total (kWh) Consumida

Consumo general

Costo evitado GAT (MXN)

$52,527

Consumo Total (kWh)
N 202,803
e XX
Preclo (MXN/KWh) Costo Total (MXN)
=0 a0 :
Capacddad (MXN) ) S S

$121,739

Funta {MXN) Punts (WWh)

$40.494 23695 Promedio de Potencia (kW) por Hora

Antarmadio (WA
125143

Save (W)

53,965
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Demo: Visualization and tools

‘Rea/ time total energy l Energy intensity dynamic linear
flow regression
= | — e
: --------------------------
= o rf i Ly b b
! ;; i J i NL ﬁfJ 1
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Demo: Visualization and tools

2G Energy bot®

£2G Enmrgy Bot
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Demo: Visualization and tools

Consumo de Agua ﬁ s Fma I General | e
Flujo maximo =»  ConsumoDiaro = Sosatalensal
(gal/hr) Consumo Diario de Osmosis Inversa E-200 (Galones)
Water and gas management e N

Consuma igal)

Hora del flujo maximo

umo I I
[ 1, I l
®Tume 1 OF ®Tumc 3

v ume 2 ®Tume 3

Resumen de consumo Resumen de flujos maximos
Consumo total Turno  Consumo total {gal) Consumo total (m3) Tumo Fiujo Max (gal/hr) Hora del fijo maximo
Horario ON [ m?] Horario OFF [ m?] (gal) e e o - o e

Mes Turno 2 98.105 3 Turno 2 27634 94500
Tumno 3 111439 422 Turno 1

Todas 272 5,5 871,7 321480 Tumo 1 111.936 424 Tumo 3
Total 321.480 1217

Litros consumidos [ m?]

Diario Mensual

3 597 2 I Consumo | Consumo ‘
° , 300

Fecha

iy . Comportamiento por turno
Flujo maximo [ m¥/h | $3bado, 11 0 enero de 2020

= Turno 1 Turno 2 Paro
35[26 1,571.9 1,987.6 (En blanco)

Eficiencia (L/unidad)

volume

48,730 57,640 6,370
Eficiencia [m¥/invitados| ' N v

O 1 65 ® 1 Area de oportunidad
’

" $17,478
Efi [m¥/$1,000] ' ’ Volumen (L)
(I)C,Iezcgé T : l_-IIIIlI.lIII ‘ III. «il_n | 185,;20

Dia Produccion (unidad)

7S




S2g.energy

S2g_energy

S2g-energy

The information contained in this document contains PRIVILEGED / CONFIDENTIAL Information. The modification, retransmission, disclosure, copy or other use of such information

41 by persons other than the intended recipient is strictly prohibited unless approved by Solar 2 Green Mexico S.A.P.I. de C.V. referred in this documet as “S2G Energy”


https://s2g.energy/es/
https://twitter.com/S2G_energy
https://www.linkedin.com/company/s2g-energy

