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e Very high energy losses of energy distribution companies
In countries like India. They have very weak financial
positions.

e This prevents them from:
—Improvement of the grid;

—Development and implement sustainable energy
technologies.

 One of the major reasons for these losses is not having a
reliable and cost effective Customer Information System; a
predominantly paper based administration, typical 2
months from reading to invoice dispatching with high error
Incidence. Up to 50% of electricity delivered is not paid for.

Deliver more energy, using simply smart IT



“Making a state of the art Customer Information System
affordable for all utilities worldwide, without high up front
capital expenditures through the SaaS model”

b Advantages: real time management information via
Closed Gap dashboards, analysis tools to reduce losses.

Deliver more energy, using simply smart IT
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Closed Gapg® leelnology and Product
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MtC = Meter to Cash
Revenue Management System for Utilities

Supports full customer life cycle (contact, contract, metering,
billing, reporting)

Software as a Service Delivery Model (SaaS)
Customer buys a service instead of software
Fully web based

Subscription based, no licenses needed
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 No upfront investments needed,
pay as you use

 Unlimited number of users

* No hardware infrastructure
needed, only PC with WWW

e Short time to go live (6-10
weeks)

 Real time management
Information

« High flexibility
e Best practices incorporated
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Energy Distribution Companies / Other Utilities
World wide roll out
Focus on developing countries, highest need

Mid 2006: MtC launched in India:
—130 mio electricity customers, will grow to 250 mio

—25-45% losses of energy revenue (mainly because inadequate processes and
information systems)

—60 energy distribution companies

—Ministry of Power India:
« “ITis key enabler in reducing losses”

Proof of concept:
First customer, DHBVN, operational
with >300k customers in MtC,
since March 2007

Closed Gap
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"Key Persong

The Netherlands: 6 FTE
India: 8-10 FTE

Management:
Ronald van Oijen, MD CG Netherlands

Founder CG, 10 years experience E-Distribution, founded utility back
office service provider ANY-G

Jean Paul van Wieringhen Borski, MD CG India

12 years IT experience, CTO AND, (Navigation and Geographical Data,
AEX: AND), 7 years active in India

Board of non executive directors:

Gerrit Schipper, chairman RAI Data Centre

Marco Pieterse, managing partner Planet Capital

Piet de Visser, former chairman REMU (Dutch E-Distribution Company

Cosed Gap

Deliver more energy, using simply smart IT
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Transaction based

—Customer pay per use, based
on number of customers in MtC

—Montly payments

Revenue projections:
2007: 100k €
2008: 1,1 Mio €
2011: 32 Mio €
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2.5 million Euro required

Use of proceeds:
—Grow partner network India
—Expansion to new territories
—Product enhancement

Current shareholders participating in current financing round

Cosed Gap
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Saas versughliraditional Software
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« Example: Salesforce.com, CRM application
« Example: Google Apps (Docs and Spreadsheets)

* “10% market enterprise software will migrate to SaaS by
2009” (IDC, March 2005)

Traditional Software Software as a Service

Single Tenancy Multi Tenancy

Major upgrades sold to customers Frequent upgrades not disrupting
infrequently customers

Designed for customers to install, Designed from the outset up for
manage and maintain delivery as Internet-based services.

Cosed Gap
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Business News for Techhology Buyers

DHBVN Goes Live on SaaS Solution

The release claims that DHBVN is the first distribution company to have deployed the SaaS model.

| Dakshin Haryana Bijli Vitran Nigam (DHBVN), an electricity distribution
company has deployed an internet based revenue management solution.

| The solution is based on Software as a Service model (SaasS). It will
integrate and manage customer information, metering and billing.

According to a press release, Closed Gap Enzen (CGE) has setup a
customer care center at DHBVN s circle to offer integrated customer care
and billing solutions.

The Revenue Management Solution of CGE would provide ON LINE access to Customer,Billing and Metering information and
also provide critical Management Information which would enable and ensure Operational Efficiency and Customer

Net-based billing
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system for power

consumers soon

By OUR CORRESPONDENT

Hyderabad, May 5: An
Internet-based customer
care, metering and billing
system is to be launched
soon to benefit power con-
sumers of the twin cities.

This will help them to
check their power consump-
tion on a daily basis and
control it according to their
monthly budgets.

The central Discom is all
set to finalise a deal with the
Netherlands-based  Engen
Gap to set up the new sys
tem. It will be launched as a
pilot project for consumers
in the city and will be
expanded to other parts of
the State in phases. “This is
part of the reforms being
itroduced in the power sec-
tor and is basically intended

1o solve recurring meter pr-
oblems of our consumers,”
said a Discom official

A consumer will be able to
access his rate of consump-
tion of power and can &
pay his bills sitting at home.

Moreover, he can take the
help of customer executives
to solve problems related to
bills. The official pointed
out that this system was
previlent in some Western
countries including Canada.

Discom has asked soft-
ware providers to customise
the software to suit the con
ditions prevailing in India.
“Data collection will be ha-
ndled through hand-held de-
vices while billing and cus-
tomer information services
will be handled through
Internet,” said CEO of
Enzen Gap, Sateesh Kumar

Deccan chronicle (6—5—2(:!06)

“THE ASIAN AGE

Solution for

electricity

distribution

By KAVITHA SRINIVASA

Bangalore, Aug, 16: Asthe
distribution of electricity is
one of the main priorities in
rapid growth, it comes as no
surprise that a city-based
company Enzen Global
Solutions, is atlempting 0
address problems. These are
related to billing solutions
and by tying up with Closed
Gap, a Netherlands-based
company, which provides
state-of-the-ar, Energy
backend solutions, 1o solve
distribution hiccups. This
joint venture offers an inte-
grated customer care and
billing solutions wp power
distribution companies.

The tie-up resulls in an
integrated end-to-end Inter-
net-based billing and meter-
ing solution to the state
electricity boards (SEB) and
the distribution companies
(Discom).

“Closed Gap provides the
meter-to-cash product for
metering and billing, Enzen
offers the domain consult-
ing, systems integration,
and implementation in a
SaaS (software as a service)
model.” said Mr Satheesh
Kumar, chief executive offi-
cer, Enzen Global Solu-
tions.

This product = enables
SEBs and distribution com-
panies to focus on their core
competencies. With an inte-
grated solution at hand, they
can continue distributing
energy to a growing popula-
rfion, as investments related
to product, software, tools,
infrastructure license pro-
carement, commissioning,

With an integrat-
ed solution at
hand, they can
continue distrib-
uting energy toa
growing popula-
tion, as invest-
ments related to
product, software,
tools, infrastruc-
ture license pro-
curement, com-
missioning, main-
tenance and sup-
port will be man-
aged by CGE.

maintenance and  support
will be managed by CGE.

“We have made a begin-
ning here with'a written pro-
posal 10 government regu-
lated bodies like Bescom
and KPTCL. We intend to
approach the state govern-
ment soon with a written
proposal,” he added.

The company aims 1o
reach out w tier 11 cities i
the state Iike Hubli and
Dharwad, with a  value
proposition tailored to suit
the local needs. Basically,
the product is an Intemet-
hased solution which can be
customised o meet the
requirements of the rural
and urban sector.

Encouragement for taking
this new initiative forward
comes from the way the
power billing segment oper-
ates. According to him, 52
per cent of the hilling in
India is imaccurate, where
inefficiency of the collec-
tion is even higher!
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ElinctionaliglesiMeter to Cash (MtC)
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* Metering

 Invoicing

e Contract Management

« Management Information
 General Ledger

 Payment Information

e Customer Contact Information

Closed 6ap
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Innovative product, Software as a Service delivery model

First customer: DHBVN, Haryana, India

Proof of concept delivered in India, market with great potential
Other territories to be developed soon

Links: www.closedgap.com, www.cge.in

Thanks for your attention!
Ronald van Oijen, MD Closed Gap
rvoijen@closedgap.com

Closed Gap b.v.
“New Energy Docks”, Amsterdam
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Deliver more energy, using simply smart IT



