PROPOSAL FOR SPONSORSHIP

“Kismet— A South Asian Wedding Affair”
North America s Largest South Asian Wedding & Lifestyle Show
Sunday, September 20, 2009 — International Centre, Mississauga



lhe leam “When the organizers of a show put the customer’ sinterests before their own, success
The Show isinevitable. Thefirst annual Kismet show was a great success, and the future holds
great success for thisevent.” Bollywood Mandaps & Décor Solutions

The Magazine
TheBrand

ABOUT THE SHOW: Kismet welcomed over 9,000 visitorsto its sixth show in September of 2008.
Boasting over 150 booths, a professionally choreographed fashion show and an issue of the Kismet
Bridal Magazine - the show was a great success.

ABOUT THE KISMET TEAM: The creation of the Kismet team arose from a solid collaboration
between 7 visible and successful individuals in the South Asian community. With expertise in the areas ol
magazine publishing, website & event management, the team came together to create North America’'s
largest South Asian Bridal Show & Magazine.

KISMET MAGAZINE: The Kismet magazine has quickly become every couple’s handbook in
preparing for the most important day of their life. Parents, brides & grooms alike face major decisionsin
making sure that the big day isjust perfect. So as the market continues to grow, our readers will need
help in deciding which way to go and the Kismet Wedding Magazine is where they will 1ook!

DISTRIBUTION BREAKDOWN & REACH:
Print Run- 7,500 copies

RPC- 4.5

Circulation- 22,500

Reach- 42,500 (readers & web subscribers)

Primary Distribution: al wedding show attendees receive a
complimentary copy. Also to major retail outlets and South
Asian community stores throughout North America
Secondary Distribution: to the homes of subscribersvia
direct mail

Event Distribution is akey segment of our strategy to
obtain new subscribers and build local community
awareness across Canada.

Kismet can be found at most Chapters & Indigo stores
in Canada, Barnes & Noblein the US, and other major
newsstands across North America.

MISSION: Our mission isto provide the South Asian community with a one-stop forum for all of their
wedding needs. Asthe most comprehensive and well-marketed bridal show in the South Asian
community, Kismet strives to satisfy the needs of visitors and vendors alike, while providing the highest
level of customer service and integrity.

KISMET — THE BRAND: Injust six short years, Kismet has managed to become a household name
for wedding planning within the South Asian community. By providing the widest array of variety in
products and services under one roof, Kismet has quickly become the ‘ must-attend’ event of the year.



Description of “ As a participating vendor in the Kismet show, | found the Kismet team to have the
Sponsor ship

highest level of customer servicethat | have ever seen. There were several
volunteers to help at the show, and everything ran smoothly. Thanks for a
wonderful experience” Homelife Realty

1. Description of Sponsorship

Please see sponsorship matrix.

2. Contact Information & Phone Number:

Sponsorship Co-ordinator: Mihir Shah, CA

Tel: 416-456-7428

Address: 57 Rosemount Avenue, Thornhill, ON L3T 6S8
Email: Mihir@KismetWeddingShow.com

3. Feesand Payment Terms/ Schedule:

Sponsorship fees are payable according to the following payment schedule;
50% of the sponsorship amount due upon signing, the remaining 50% is due two weeks prior to the show.

All signage, posters, banners and other promotional materials featuring Kismet and the presenting sponsor(s)
will be produced by Kismet, at no additional cost to your organization. Any costsincurred as part of

your promotional activities at the show will be paid in full by your company. Thisincludes, but is not
limited to the following:

Additional equipment for your booth above and beyond what is provided by Kismet as part of the
sponsorshl p package.

Any prizes and or giveaways for guests at the show.

All promotions offered and advertised at the Kismet Wedding Show must be fulfilled completely by

your organization.

Posters, banners, literature and all advertising material exclusive to your entity.

In the case that your company offers a promotion as part of the Kismet Wedding Show your company
assum&sfull financial responsibility for fulfillment of the promotion.



Benelilcof With a wide array of marketing vehicles, promotional tools and access to the 2™
Sponsor ship

largest minority group in Canada, the benefits of advertising with the Kismet
Wedding Show are endless.

4. Direct On-Site Sales Opportunities.
We would be happy to discuss any on-site sales opportunities with you.
5. Sponsor ship Benefits:

The benefits of participating as a sponsor of the Kismet Wedding Show are endless! Not only will you
benefit from an extensive marketing campaign targeting the 2" largest minority group in North America, you
will aso be part of the ultimate “South Asian Wedding Affair.”

Additional benefitsto your company as a sponsor include:

Complimentary tickets to the Kismet Wedding Show.

Access to the VIP vendor lounge for breaks and refreshments throughout the show.

Asavalued sponsor, you will receive the highest level of customer service, as our

large team will assist you in customizing a marketing program to suit your needs and your budget.
Benefit from Kismet' s extensive marketing campaign, valued at over $50,000. Last year's marketing
campaign featured the following vehicles, which contributed to the show’ s success:

Print Media:

2 Adsinthe Metro Daily Newspaper

4 Adsin the Weekly V oice Newspaper

Over 50,000 flyers distributed throughout the GTA

Radio:
Traffic Tags on 680 News for 1 week prior to the show

Television:
200 Adson ATN (Asian Television Network)
8 Adson Eyeon Asia

Web Presence:
Tiles on various high traffic South Asian websites (MyBindi.com and Mahiram.com)
Email blasts on a bi-weekly basisto alist of 25,000



Mar keting With a wide array of marketing vehicles, promotional tools and access to the 2™
Opportunities & largest minority group in Canada, the benefits of advertising with the Kismet
PP Wedding Show are endless.

Demogr aphics

6. Product / Category Exclusivity:

The Kismet team believes that in order to be the best, you must partner and work with the best. It isfor that
reason that we strive to partner with industry leaders and obtain support from the best in the business. Y our
company will benefit from complete category exclusivity.

7. Marketing Opportunities:

Announcements throughout the day to visitors at the show, encouraging them to fill out aballot at
your booth for a chance to win a prize sponsored by your company.

Opportunity to obtain valuable market information (names, addresses, contact info) for potential
customers, both at a consumer level — visitors to the show, and professional level.

8 Term:

Kismet is currently an annual event, however due to the wonderful response and phenomenal success of last
year's show, we are in the advanced stages of planning 2 semi-annual shows for 2009/2010.

9. Attendance:

The first Kismet Wedding show took place in 2003 and proudly welcomed an audience of 7,000+, a
phenomenal success for thisfirst-time event. The second to six annual shows welcomed 9,000 people each.
Last year's show attendance was comprised of 10% in unpaid tickets, which consisted of promotional tickets
distributed at various South Asian events prior to the Kismet show, as well as complimentary tickets
provided to vendors and sponsors of the show. Our reserved projection for Kismet is to increase attendance
by 5% per year.

10. Demographics: What are you doing to target the 2" largest minority group in North America?
South Asian population in Canada— 917,075 (3.1% of the entire Canadian popul ation)*
South Asian population in the US— 1,678,765 (3.6% of the entire US population)*

Kismet Demogr aphics:

South Asians between the ages of 21-35

- Couples planning a wedding.

- Young South Asians, interested in fashion and bridal trends.
- Professional vendors specializing in the bridal market.

South Asians between the ages of 40-60

- Parents of children who are getting married.

- Family members who will be or are planning a wedding.
- Professional vendors specializing in the bridal market.

* Satistics obtained from 2001 Census — Canada and 2000 Census - US
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