





CITY STAR HOLDING FINANCIAL LIMITED COMPLIANCE POLICY

The purpose of this policy is to ensure City Star Holding Financial
Limited adheres to all applicable laws and regulations, promotes

ethical conduct, and manages compliance risks effectively.

This policy applies to all employees, officers, and directors of City

Star Holding Financial Limited, and covers all business activities.

3. Responsibilities
3.1 Compliance Office

- Oversee the implementation and monitoring of compliance

policies.

- Provide training and resources to employees on compliance

matters.

- Report compliance issues to senior management.
- Understand and adhere to compliance policies.

- Participate in required compliance training.

- Report any compliance concerns or violations to the Compliance
Officer.



4.1 Customer Due Diligence (CDD)

- Verification: Verify the identity of customers during

onboarding using government-issued identification.

- Risk Assessment: Conduct a risk assessment for each
customer based on factors such as the nature of the relationship

and transaction patterns.

- Ongoing Monitoring: Monitor customer transactions

continuously for unusual or suspicious activities.

- Record Keeping: Maintain records of customer identification

and transaction history for at least five years.

4.2 Data Protection and Privac

- Data Security: Ensure all customer data is securely stored and

access is restricted to authorized personnel.

- Privacy Policies: Adhere to data protection regulations such as
GDPR and provide customers with clear information on how their

data is used.

- Breach Reporting: Report any data breaches immediately to
the Compliance Officer and relevant authorities as required by

law.



5. Enforcement

- Disciplinary Actions: Non-compliance with this policy may
result in disciplinary actions, up to and including termination of

employment.

- Corrective Measures: Implement corrective measures for any

identified compliance gaps or violations.

This policy will be reviewed annually by the Compliance Officer
and updated as necessary to ensure continued effectiveness and

compliance with applicable laws and regulations.
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CITY STAR HOLDING FINANCIAL LIMITED LEGAL AND
COMPLIANCE REVIEW REPORT

1. Executive Summar

This report presents the findings of the legal and compliance
review conducted for City Star Holding Financial Limited. The
review aims to assess the company’s adherence to legal and
regulatory requirements, identify potential risks, and provide

recommendations for improving compliance practices.

- Contracts are generally valid and enforceable, with some

needing updates for compliance clauses.

- Regulatory reporting requirements are largely met, but there

are areas for improvement in AML and KYC procedures.

- Data protection measures are in place but need strengthening
to comply with GDPR.

- Internal compliance programs and policies are adequate but

require more frequent updates and training.



2. Contracts and Agreements Review
2.1 Summary of Key Contracts
- (o] I EE G EhiCHIStandard  client contracts, investment

management agreements.

- STl HlContracts with major suppliers and

service providers.

- Gl GE LI WACIEE N ERIEHIAgreements with strategic partners

and alliances.

- Employment Contracts: Standard employment
B, confidentiality agreements.

3. Regulatory Compliance
3.1 Licensing and Permits

- RIS CITEHRCity Star Holding Financial Limited holds all

necessary licenses and permits.

-IEIEE: No issues found with licensing and permits.

3.2 Reporting

- [TIELRE T Regular reporting to regulatory bodies is
generally compliant.



A VCEERCT R I AE L ELIHIENhance documentation and timely

submission of reports.

4. Litigation Histor
4.1 Past Litigation

- Summary: No significant past litigation cases affecting the

company’s operations.

- Current Status: No ongoing or pending litigation of major

concern.



MARKETING AND COMPETITIVE ANALYSIS
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Advantages of Oil & Gas Tradetﬁ"{l‘n’fm

Emissions Reductions
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GITY STAR
HOLDINGS

Benefits of Oil and Gas Trade

¢ More certainty that a specific level of emissions
will be achieved and maintained (even with
economic growth)

¢ More regulatory certainty for sources

¢ More compliance flexibility and lower
compliance costs for sources

¢ Lower transaction costs for trading
¢ Better emission data

¢ Fewer administrative resources needed by
industry and government
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Risk Shutter Affected Responsibility | Proposed
description | Factor activity strategy
Lack of Hiring people will be Who is The project
experienced without indicated responsible for team has the
personnel experience project that? competencies
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member project managers is project
activities responsible for activities
that development
when a member
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Poor Poor Will be Project manager | It is necessary
experience of | experience of | indicate that the project
the project the project project manager should
manager in manager activities be experienced
the relation (coordinated professional in
with the team of all project project
members and activities) management or
with the should have
persons experience in
responsible monitoring and
from the coordinating
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through which
the project

results fit into
their strategic
planning or in

their work
practices.
Bankruptcy Competitive Will be Who is It is targeted
risk of target | market indicated responsible for another
company national and project that? company with
international activities which there
political and were held
economic preliminary
context talks in this

regard.




TEAM MANAGEMENT

Communication

Training Motivation
Team
Reward Feedback
Management
Flexibility Transparency
Delegation

Team Management

Onboarding Strategy

Performance Training &

Goal Setting Management Development

Managing

Leadership Expectations

Setting Expectations

Internal Controls Measurement Improvement

Knowledge

Communication Management

Organization Business Processes

Team Culture




Management Objectives

Revenue Cost Strategic Planning

Quality Control Quality Assurance Quality

Knowledge

Work Quality Management

Business Analysis

Management

Business Experiments :
Accounting

Financial Performance

Management Management Change Management

Project Management Employee Satisfaction

Stakeholder

Management dntent

Productivity Efficiency Capabilities

Process Improvement Internal Controls Procurement

Decision Making Problem Solving Asset Management

Risk Management Service Management Customer Satisfaction
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TECHNOLOGY AND INFRASTRUCTURE

The factors needed to determine the ideal location of a petroleum
(crude oil) power plant and the infrastructure (basic building
facilities and installations) required include pipelines or ships to
transport the crude oil, a refinery to process the crude oil into
fuel, a plant for electrical generation, water for the

The oil and gas industry has always been at the forefront of
technological advancements, constantly pushing the boundaries
of innovation to enhance efficiency, safety, and sustainability. As
the energy demand continues to grow, industry has embraced
various technological advancements to extract, refine, and



distribute oil and gas resources more effectively. In this blog, we
will discover some of the significant technological advancements
that have revolutionized the oil and gas industry.

Digitalization and Automation

One of the most significant advancements in the oil and gas
industry is the digitalization and automation of various processes.
Digitalization enables real-time monitoring and analysis of
production data, allowing for proactive maintenance and
optimization of operations. Automated drilling systems, such as
the use of robotic drilling rigs and autonomous drilling control
systems, have revolutionized drilling operations.

Use of AI in the oil and gas sector

The oil and gas industry is embracing the power of artificial
intelligence (AI) and data science to tackle intricate challenges
across all stages of their operations, from upstream to midstream
and downstream.

This innovative approach empowers petroleum engineers and
managers in the oil and gas sector to uncover and implement
fresh ideas for exploration and production directly in the field,
ultimately driving greater return on investment (ROI).

Advanced Exploration and Production Techniques

Technological advancements have also greatly impacted
exploration and production activities in the oil and gas industry.



Another game-changing advancement is the implementation of
hydraulic fracturing, commonly known as fracking. This technique
involves injecting fluids at high pressures into rock formations to
create fractures, allowing for the extraction of previously
inaccessible oil and gas resources.

Fracking has significantly increased the production of oil and gas,
transforming the energy landscape and unlocking vast reserves
that were previously uneconomical to exploit.

Robotics and Drones

The adoption of robotics and drones has significantly transformed
various aspects of the oil and gas industry. Unmanned aerial
vehicles (UAVs) or drones are increasingly used for aerial
inspections of infrastructure, such as pipelines and offshore
platforms. Drones equipped with high-resolution cameras and
sensors can detect leaks, identify structural defects, and monitor
vegetation growth, providing real-time visual data to operators.

Robotic systems are employed in hazardous environments,
reducing the risks to human operators. They can perform tasks
such as pipeline inspection, maintenance, and repairs, minimizing
the need for human intervention in potentially dangerous
situations.

Renewable Energy Integration

The oil and gas business is also undergoing a significant
transformation with the integration of renewable energy sources.



The industry is investing in renewable technologies such as solar
power, wind energy, and geothermal energy to reduce carbon
emissions and improve sustainability. Renewable energy systems
are being deployed in remote oil and gas fields to power
operations, reducing the reliance on traditional fossil fuel-
powered generators.

Moreover, renewable energy technologies are sufficiently being
used to generate electricity for offshore platforms, replacing the
need for diesel generators. This not only reduces greenhouse gas
emissions but also lowers operational costs in the long run. The
integration of renewable energy into the oil and gas industry
reflects a growing commitment to a more sustainable energy
future.

The oil and gas industry continues to witness remarkable
technological advancements that enhance efficiency, productivity,
and sustainability. These advancements have transformed the
industry from digitalization and automation to advanced
exploration techniques, robotics, and renewable energy
integration and paved the way for a more efficient and
sustainable energy landscape.

As technology continues to evolve, the oil and gas industry will
undoubtedly embrace further innovations to address future
challenges and contribute to global energy security.



How Prismecs can help you to achieve these advancements in the
oil and gas industry?

Prismecs is the leading specialty services provider for the oil and
gas sector. We provide top-notch oil and gas services for our
global clients. With robust oil and gas supply chains and “boots
on the ground” E and P expertise, our team keeps operators at
peak production no matter the market dynamics.

We offer comprehensive cutting-edge solutions that can
revolutionize the oil and gas industry with their advanced data
analytics and predictive maintenance capabilities. Moreover, their
state-of-the-art remote monitoring technology allows for real-
time data collection and analysis, enabling proactive decision-
making and minimizing downtime.



CLIENT BASE AND RELATIONSHIPS

The City Star Holding financial limited process is a strategy
for keeping every customer interaction personalized and
meaningful that consists of five main steps. A customer
relationship management system (PFL _system) provides the
data and functionalities your team needs to execute this strategy
and ultimately turn leads into customer

Consumers today expect a personalized customer
experience catering to them as individuals. In order to meet
these expectations, you have to understand what your audience
wants and needs, and you must understand how to deliver on
these requirements better than your competition.

The PFL process helps your organization achieve these goals.

Building Trust and Relationships

Communicate openly and
transparently

Go above and beyond @ Deliver on your promises

Be consistent and reliable Show empathy and
: understanding



What is the PFL process?

The PFL process is a strategy for keeping every customer
interaction personalised and meaningful that consists of five main
steps. A customer relationship management system (PFL system)
provides the data and functionalities your team needs to execute
this strategy—and ultimately turn leads into customers

What is the PFL process?

To understand the steps in the PFL process, you have to
understand the customer life cycle. It is one of the first concepts
that you learn as a sales rep to understand how a person
becomes a loyal customer.

The PFL cycle involves marketing, customer service and sales
activities. It starts with outreach and customer acquisition and
ideally leads to customer loyalty.

There are five key stages in the PFL cycle:

Reaching a potential customer
Customer acquisition
Conversion

Customer retention

Customer loyalty



Building Trust and Relationships

Building trust is the foundation of 0 - )
establishing brand loyalty Personalize the customer

r 0 experience

Consistency is key 04 ' e 4
\ )| @ S Be transparent and honest

Provide exceptional customer 0+ \
service \ { I P Reward loyalty
Engage with your audience
@ > Case study

According to the customer life cycle, we know that the first step
in the PFL process is maximizing reach with leads. In practice,
reach is using your Pto generate brand awareness via targeted
marketing campaigns.

Every stage in the customer life cycle corresponds to an
actionable step in the PFLprocess. The key is knowing what those
steps are and how to execute them.

What is the PFL process? 5 key steps

The CFL process is a strategy for keeping every customer
interaction personalized and meaningful that consists of five main
steps.



Consumers today expect a personalised customer experience
catering to them as individuals. In order to meet these
expectations, you have to understand what your audience wants
and needs, and you must understand how to deliver on these
requirements better than your competition.

The CFL process helps your organisation achieve these goals.

What is the CFL process?

The CFL process is a strategy for keeping every customer
interaction personalised and meaningful that consists of five main
steps. A customer relationship management system (CFL system)
provides the data and functionalities your team needs to execute
this strategy—and ultimately turn leads into customers.

What is the CFL process?

To understand the steps in the CFL process, you have to
understand the customer life cycle. It is one of the first concepts
that you learn as a sales rep to understand how a person
becomes a loyal customer.

The CFL cycle involves marketing, customer service and sales
activities. It starts with outreach and customer acquisition and
ideally leads to customer loyalty.



There are five key stages in the CFL cycle:

Reaching a potential customer
Customer acquisition
Conversion

Customer retention

Customer loyalty

CFL process

According to the customer life cycle, we know that the first step
in the CFL process is maximising reach with leads. In practice,
reach is using your CFL to generate brand awareness via targeted
marketing campaigns.

Every stage in the customer life cycle corresponds to an
actionable step in the CFL process. The key is knowing what
those steps are and how to execute them.

1.Reach

/N

(Marketing)
5. Loyalty CU St omer 2. Acquisition
Lifecycle
(Customer
Service) (Sdiag)
4. Retention 3. Conversion

S——



What are the steps in the CFL process?

The five steps in the CFL process are a collaborative effort
between Marketing, Sales and Support departments. To help you
understand how each team works together, we will go through
how each step works in practice. We will cover not only how each
part of the process can be completed with a CFL tool but also who
is responsible for each step.

1. Generate brand awareness

The first step in acquiring new customers is to introduce them to
your business. The Marketing team generally takes on this task
using a number of measures:

2. Segmenting your target audience: Audience personas are
created to segment a brand’s target audience into similar groups
based on similar interests or demographics. This helps marketers
identify which types of people are most likely to become
customers and who their campaigns should target.

3. Creating marketing campaigns that speak to the target
demographics: A/B tests and marketing automation can be used
to identify what works and what does not, to create unique
campaigns for unique customer segments such as on social media
or email and to create strategies for lead acquisition.

When it comes to completing these steps, CFL software contains
a wealth of information. The tool can show patterns in past leads
and customers to give marketing teams a clear picture of their
target audience. Beyond understanding similarities in
demographics, marketers can also analyse sales notes in their
CFL technology to understand what led to conversions in the past.
By understanding what resonated with leads, marketers are
better equipped to create effective campaigns.



1.Reach Brand
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2. Acquire leads

Introducing your brand to a potential customer is just the
beginning of the CFL process. From there, you have to encourage
them to learn more about your business and engage with it.

Depending on how your company is structured, this lead
acquisition step could be a marketing or sales team responsibility
— or both. Your marketing team, for example, might encourage
website visitors to share their email with a newsletter signup CTA
or a social media giveaway. Sales, on the other hand, could use
their CFL system to set up live chat on your site. With this
feature, your team can proactively reach out to potential
customers who land on your website.

If your CFL technology comes equipped with a lead enrichment
tool, like Reach, lead acquisition is unbelievably simple. All the
tool needs is a lead’s email address to instantly reveal detailed
information about the person. With customer data, you can
personalize your outreach with the lead to start the relationship
off on the right note. Not to mention, you can save tons of time
by not needing to research leads yourself.



3. Convert leads into customers

You have successfully engaged with your leads and they are
interested. Now it is time to turn those leads into customers.

To do so, sales reps must first be skilled at identifying how
interested leads are and, specifically, whether they are interested
enough to make a purchase. A CFL is very helpful here. The
historical data from past successful sales can be used to identify
lead-qualification criteria. These criteria can be added as
“attributes” to your CFL’s lead-scoring tool to help reps identify
opportunities with the highest probability of a sale.

If leads do seem likely to make a purchase, reps must then be
able to nurture them further and build their trust enough to
convert. One way to do this is for reps to send leads case studies,
white papers and other resources that may sway their decision.

Reps should also use their CFL platform to set reminders and
tasks to follow up with interested leads. After all, studies have
shown that “"63% of consumers need to hear a company’s claim
3-5 times before they actually believe it.” Use your CFL’s
dashboard to help you remember to follow up to ensure that no
opportunities are missed.

4. Provide superior customer service

You have successfully converted your lead into a customer.
Great! But the CFL process does not end when a customer
converts. In order to grow as a company, you need to retain
customers. How do you keep the customer coming back? With
excellent service from Support.



According to Zendesk’s 2020 Customer Experience Trends Report,
customer service is the biggest factor that determines a
consumer’s loyalty to a brand. Conversely, poor customer service
can cost you customers and negatively impact your reputation.
Support teams must be able to deliver superior support
whenever, wherever, and however their customers expect it.

Forty-nine percent of customers say being able to resolve their
issue quickly is the most important aspect of a good customer
service experience. With CFL software, support agents can easily
access the historical customer information they need to resolve a
ticket quickly.

Fifty-seven percent of customers expect to have a choice of
channels when reaching out to customer support. CFL features
allow support agents to not only provide omnichannel support but
also manage those conversations in a single, unified view.

With the right CFL, your agents have the customer information
and resources they need to resolve a customer’s issues quickly
and effortlessly. This allows for a stress-free and efficient
experience for both the customer and the support agent.

5. Drive upsells

When we think of a returning customer, we imagine a shopper
continually coming back to the same business to buy the products
they know and love. But there is another key way existing
customers provide value — by upgrading to more expensive
products.

How do you convince customers to switch products? Personalised
recommendations via email are a great place to start. You can
use your CFL to organize customers into smart lists based on



similar purchase histories. You can then create custom email
templates that send relevant product releases to entire lists of
customers at once. This way, you can be sure the promotional
deals or releases you send are reaching the people most likely to
buy them.

If your business is service-based, you may find upsell
opportunities through check-in calls. Set reminders in your CFL to
regularly reach out to repeat customers to ask how they are
doing and whether there is any way you could improve your
service. Their needs may very well have changed since the last
time you spoke, and they may be ready for an upsell.



DUE DILLIGENCE ON PARTNERS AND SUPPLIERS
What is Vendor and Partner Due Diligence?

Vendor and Partner Due Diligence involves the process of
evaluating and assessing the suitability, reliability, and integrity
of potential vendors and business partners before entering into a
business relationship. It aims to gather relevant information,
assess risks, and verify the credentials and reputation of vendors
and partners to ensure that they meet the required standards and
align with the organization's values and objectives. Vendor and
Partner Due Diligence help businesses mitigate risks, make
informed  decisions, and establish mutually beneficial
relationships.

How can you use a database for Vendor and Partner Due

A database is a valuable tool for Vendor and Partner Due
Diligence as it allows for the storage, organization, and analysis
of relevant data and documentation. The database can include
information such as vendor profiles, financial statements, legal
contracts, compliance records, and references. By utilizing a
database, businesses can collect, store, and analyze this
information, ensuring efficient access and retrieval during the due
diligence process. The database can facilitate data integration,
allowing businesses to cross-reference and analyze data from
various sources to validate the credentials and reputation of
vendors and partners. It can also support document management
and version control, ensuring that the due diligence process is
based on the most up-to-date and accurate information.
Additionally, the database can enable collaboration and
information sharing among internal stakeholders involved in the



due diligence process, facilitating effective decision-making and
documentation of findings



Due Diligence Considerations
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Why is Vendor and Partner Due Diligence useful?

Vendor and Partner Due Diligence offer several benefits for
businesses. Firstly, it helps mitigate risks and protect the
organization's interests. By conducting due diligence, businesses
can assess the financial stability, legal compliance, and reputation
of potential vendors and partners. It enables businesses to
identify potential red flags, such as a history of legal disputes,
financial irregularities, or ethical concerns, and make informed
decisions regarding the suitability of vendors and partners.
Secondly, Vendor and Partner Due Diligence support regulatory
compliance. Many industries and sectors have specific regulations
and standards that require businesses to conduct due diligence
on vendors and partners, particularly in areas such as anti-money
laundering, anti-bribery, and corruption. By conducting thorough
due diligence, businesses can ensure compliance with these
regulations, mitigating legal and reputational risks. Thirdly,
Vendor and Partner Due Diligence contribute to the establishment
of strong business relationships. By evaluating the capabilities,
track record, and alignment with organizational values,
businesses can select vendors and partners who can meet their
requirements, share their vision, and contribute to mutual
success. It supports the development of long-term, reliable, and
mutually beneficial relationships. Moreover, Vendor and Partner
Due Diligence enhance transparency and accountability. By
maintaining a robust due diligence process and documentation,
businesses can demonstrate their commitment to transparency,
fairness, and responsible business practices. It fosters trust
among stakeholders, including customers, investors, and
regulators. Furthermore, Vendor and Partner Due Diligence
support risk management and continuity planning. By assessing
the risks associated with vendors and partners, businesses can
develop risk mitigation strategies, contingency plans, and



alternative options. It enhances the organization's resilience and
ability to respond to potential disruptions in the supply chain or
business operations.

(D) Aspect (=) Vendor Due Diligence |

Purpose
Initiation
Focus Area
Timing
Cost

Key Tools

Objective

QOutcomes

Relation to
M&A

Automation
Tools

Long-Term

Evaluate vendor for a
relationship.

Started by the buying party.

Assess financial health,
compliance.

Before sale or negotiations.

Generally borne by the seller.

Use questionnaires, financial
analysis.

Mitigate risks, ensure
reliability.

Results in Vendor Due
Diligence Report.

Integral for comprehensive
understanding.

KYC tools, risk management
systems.

Aims for a mutual, long-term
relationship.

Verify customer identities,
prevent fraud.

Initiated by the providing
business.

Verify identity, ensure
compliance.

During onboarding or
relationship start.

Usually borne by the providing
business.

Rely on identity verification,
checks.

Prevent fraud, ensure
legitimacy.

Results in understanding
identity.

Not directly related, but
crucial.

KYC tools for identity
verification.

Results in Vendor Due )
Diligence Report. f

KycHus



FUTURE GROW POTENTIALS

How to leverage company growth?

The following are ways a business can use its company growth
rate to hit growth goals.

A positive growth rate makes it easy for you to access funding.
Most investors and lenders use growth rate to determine if your
business can grow and if it will bring a good return on
investment.

You can use growth rate to make operational and staffing plans.
Evaluating the figures shows how small everyday changes such
as staffing and pricing affect the organization.

The company growth rate is critical in the allocation and planning
of resources. Poor planning can result in the failure of a business.
It can occur if you fail to plan for resources initially and the
company experiences fast growth. It can also happen when a
company grows too slowly, which results in a lot of waste.

How to improve the company growth rate?

After calculating and understanding your company growth rate,
you're better positioned to make informed decisions regarding
which direction to take your business. Even if your growth rate
isn't where you want it to be, the following tips will help you
boost your growth in no time.

Provide regular training to staf

Ensuring your staff is properly trained and equipped is a sure way
to improve the company growth rate. Thanks to proper training,
they’re motivated and know what to do. A solid staff is crucial to



the success of your business. Ensure you invest in them, and in
return, they will help you achieve company goals.

Try to expand

Expanding your market is another way to boost growth rate. Your
business can do this through product development. Responding to
customer needs and producing a new product they need will grow
your revenue. Also, expanding your base of operations globally
through digital platforms is another step in the path to increased
growth.

Find new ways to reach potential customers

Adding new customers and retaining your current ones will see
your growth rate improve quickly. Diversify your means of
reaching potential customers. By having different teams working
together, you can better develop a strategy to enlarge your
customer base through marketing, sales, or customer experience
strategies. You can use content marketing, social media
campaigns, or paid advertising as a way to boost your customer

isition efforts.
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Monitor your results

Evaluating your business offering is essential in helping you
establish areas of improvement. For instance, if you monitor
customers' data, you can track purchase patterns and determine
whether there is enough demand for your product. Also,
analyzing your competitors is another way to know if they're
trying things your business could also benefit from

How do you calculate a company's growth rate?

A company's growth rate is calculated by dividing the difference
between the current period value and the previous period value
with the previous period value. It's expressed as a percentage.

What is a good growth rate for a company?

A good growth rate for a company should ideally be higher than
the national growth rate. The economic growth rate is usually two
to four percent overall. Therefore, a five percent company growth
rate is not super impressive, but ok since it'’s higher than the
national rate.

What is the best indicator of company growth?

The best indicators of company growth are a high gross profit
growth rate, sales growth, good cash flow, and improved
customer retention rate. These rates are used to assess where

your business might be lacking.
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What are the benefits of a high growth rate?

The benefits of a high growth rate include increased market
influence, more protection in case parts of your business change,
minimized risks of doing business, and amortized costs.

What does a company do when it has a negative growth

A negative growth rate refers to declining sales and earnings.
This decrease may indicate the beginning of a slump if it happens
consecutively for several periods. But often, businesses can
bounce back. But company data needs to be evaluated to find out
what should be improved upon regardless.

Evaluating Future Growth Potential of Market

This slide showcases reportthat can help organization to determine the potential growth rate of target market. It also showcases markettrends that can contribute in market growth
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