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Why averta is Needed

Over 3 million Do Not
Call complaints to the
FTC annually

On average victims of
call scams lose $1,400

Over $1.1B lost in One in 3 Americans

scam calls annually $1-1B has lost money from
phone scams




averta is Proactive Phone Protection

averta is the only phone protection service that identifies and
responds to fraudulent calls in REAL TIME.

averta empowers people to answer the phone
with confidence by:

» Detecting scam and phishing calls,

» Taking action, and
* Notifying the recipient and caregiver.

averta records calls and allows them to be shared easily
with authorities.

Unlike others in this space, averta offers a proactive
solution to combating fraudulent calls.
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How averta Works



What averta Does

averta does:
» Utilizes our carrier-integrated platform to screen calls and messages before they reach the target phone.

» Provides additional functionality beyond the whitelist/blacklist, utilizing Al and machine learning to enable features like
caller profile, call transcriptions, word or phrase screening and image identification from MMS messages.

avera does not:
* Require you to change complex settings in your children’s or dependent loved one’s phones.

» Limit the type of phone you can choose.




What averta Does

These features contribute to a risk score that can:

» Let the call or SMS proceed if everything is okay,
« Terminate the call or message if it is clearly unsafe, and

» Flag calls or messages as increased risk, providing the recipient and caregiver the details needed to determine if the
call is safe or if further scrutiny is warranted.

As these determinations are made, averta learns and makes future scoring even smarter.




averta's Advanced Technology

Easily integrated averta seamlessly integrates with Session initiation Protocol (SIP) carrier phone
cloud-based networks as well as API based VolP providers.

technology

Provides affordable averta is like having an ally on the call with you or your loved one. We respect your
protection privacy and provide assistance when needed, at a very affordable price.

Proactively responds averta quickly identifies fraudulent activities and protects people from financial scams
to possible threats and abusive callers. We can alert you or others and interrupt the call preventing fraud
and abuse.




averta's Advanced Technology

Records data to
support future action

averta collects all the details about the call so you are armed with the facts to help
carriers identify those perpetrating fraud and prevent future abuse. In extreme cases
when law breaking has occurred, the call details are usable by authorities.

Uses artificial
intelligence (Al) for
ongoing learning and
improvement

averta leverages advanced Atrtificial Intelligence algorithms to detect and prevent fraud
and abuse in real time, continuously adapting to the evolving threat landscape.

Includes a customer
call management and
feedback portal

averta offers a turnkey customer call management portal, which can be effortlessly
customized to align with your brand’s visual identity. The portal is designed to be
utilized as a white-label service and can be seamlessly integrated into your existing
systems using the averta API.
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Market Opportunities
for averta



Market Potential for averta

There are more than 450+ million cell phone users in the
U.S. and this number is growing every day.

1 out of every 8 Americans is over the age of 65, meaning
there are more than 35 million seniors in the U.S. today.

85% of seniors age 65+ own cell phones.

Approximately 1 million Americans live in assisted
living facilities.
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Reaching Our Market

Step 1: Install averta technology in 1623 Farnam Carrier Hotel (50+ carriers on site)
Doing so will leverage relationships with carriers currently utilizing their resources. These include the following:

Allo Communications . Cogent . Jag Wireless . Mediacom . Skywave Wireless . Verizon Wireless
American Broadband . Console Connect/ PCCW . Kansas Fiber Network . Midcontinent Communications « South Dakota Networks . Verizon Business
Arelion . Cox Communications . LightEdge Solutions . Network Nebraska . Spiral Communications . Viaero Fiber
AT&T . Farmers Mutual Telephone . Long Lines Communications Nebraskalink . Subspace . Western lowa Wireless
Company
Aureon Communications . Lumen . NIPCO (IA) . Unite Private Networks . Windstream
. Frontier Communications
Arvig . Mammoth Networks . Pinpoint Communications . US Internet . Wisconsin Independent
. Glenwood Communications Network (WIN)
Bluebird Networks . Mankato Networks . Rise Broadband . USA Communications
. Great Plains Communications . Zayo
Bluestern Fiber . (OmahalX Peering Exchange) * Rural Nebraska Health . Vast Broadband
. Hurricane Electric Network . Zito Media

Step 2: Once service has been proven out with hotel carrier partners, we will look to expand to
those network providers outside of the hotel network (i.e. T-Mobile, Vonage, etc.)

13



Reaching Our Market

The overall approach to marketing the averta service is to strategically align with youth and elderly audiences.

This focus on audience will be accomplished through alliances, direct marketing and national media via infomercials. Because of the strong
social concerns of bullying and phone scams, the company will strive to support marketing strategies that potentially go “viral”. Following are
examples:

*  Alliances include Boy/Girl Clubs, AARP, Right at Home, PTA and more.
»  Stompoutbullying.org
» Infomercials will be styled similar to brands like: My Pillow, A Place for Mom, etc.

» Videos will be produced to efficiently help facilities, such as assisted living homes, explain the service to its residents and extended family members. The same
goes for PTA groups.

» averta employees will identify and participate in several trade shows that have potential for assisting the mass marketing efforts of the company. Examples
include telephone company association and technology shows, whereby the members can reach the audience efficiently. Telcos, such as Verizon, AT&T, Sprint
and T-Mobile are perfect strategic partners.

* The 1,500 independent telephone companies are also very appropriate partners.

Testing of various marketing efforts will, conservatively, be funded with the first and second Traunch allocations.
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Rollout Phases and Approach

AN AN AN AN AN
7 7 7 7 7
Pilot/Proof of Concept Secure Funding Year 1 - Launch Year 2 - Drive High Year 3 - High Returns
Tune/Scale Volume Channels
Current Status: $1M investment Establish Foundation: Industrialize, become Optimize, drive profit and
commitment based upon profitable and scale/tailor enhance the product.
Proof of concept has been built and business plan and +  Build out Sim Card integration for Oﬁering-
successfully tested for Sim Cards funding estimates. AT&T, Verizon and Sprint as well
and is ready to launch on any as their subsidizers (PCS, Cricket,
device. etc.)

Create website with client
dashboard and reporting

Pilot/develop best marketing
approach

Establish Patents and trademarks
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Financials

AVERAGE COST PER SUBSCRIBER

$14.00
$12.00
$10.00

$8.00

$6.00

$4.00
HI
. 111

The tipping point of the Total Cost of Subscriber Bases Plus Net Adds is
in Q3 of Year 2 and based on reaching 1 million subscribers by the end
of Year 3.
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The business case cost of service evolves into a traditional software
company model.

AVE QUARTLY PROFIT %

100%

. | | ‘ ‘
0% I - - - I I

-50%
-100%

-150%

Initial profits are as expected due to lower volumes and cross over to neutral
estimated in Q4 of Year 1.

As estimated volumes climb into Year 3, profits are anticipated to reach 70%
or that of a traditional software company.
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Financials

SUBSCRIBERS QTR AVERAGE PER QTR REVENUE AVE PER QTR

1200000 $6,000,000

1000000 $5,000,000

800000 $4,000,000

600000 $3,000,000

400000 $2,000,000

200000 | ‘ $1,000,000 ‘ ‘

o - - = un 1 | I s - - = n 1 | I

Subscriber growth is driven via digital marketing campaigns as well as Revenue is in direct relationship to subscriber growth at $5.00/mo.
strategic channel partners. subscription fee.

Assumption: growth lags by 45 days, post expenditure of funds, including
churn and new growth, resulting in net subscribers.
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Financials

AVE QUARTERLY PROFIT

$4,000,000.00
$3,500,000.00
$3,000,000.00
$2,500,000.00
$2,000,000.00
$1,500,000.00
$1,000,000.00

$500,000.00

8 — 1

$(500,000.00)

Break even cash flow is estimated at 18 — 20 months.

$750k is estimated to be returned at the end of Year 2.

3-year ROl is anticipated over 100% annualized.

Total Profit Over 3 Years

$35,000,000
$30,000,000
$25,000,000

$20,000,000

$15,000,000

$10,000,000

$5,000,000 |
. ol

$(5,000,000)

Anticipated profits over the first 36 months are $30 million net of return of
initial investment.

Investor return would be $3 million plus investment of $750K paid back with
a continued 10% share in on going profit.
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Financials

averta
Year 1 Budget
Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Months | Momhio |  Monthit | Momhiz | Total |
Revenue
Customers 100 200 400 800 1,600 3,200 6,400 12,800 25,600 25,600 51,200 51,200
AVG Calls/Cust/Mo 200 200 200 200 200 200 200 200 200 200 200 200
Per minute charge S0 S0 $0| $ 0.05 | $ 0.05 | $ 0.05|$ 0.05|$ 0.05 | $ 0.05|$ 0.05|$ 0.05|$ 0.05
Total Revenue $ 1,000 | $ 2,000 | $ 4,000 | $ 8,000 | $ 16,000 | $ 32,000 | $ 64,000 | $ 128,000 | $ 256,000 | $ 256,000 | $ 512,000 | $ 512,000 | $ 1,791,000
Expenses
Management
Salaries $ 25,000 | $ 25,000 | $ 25,000 | $ 25,000 | $ 25,000 | $ 25,000 | $ 50,000 | $ 50,000 | $ 50,000 | $ 50,000 | $ 50,000 | $ 50,000 || $ 450,000
Programming $ 12,000 | $ 12,000 | $ 12,000 | $ 12,000 | $ 12,000 | $ 12,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 180,000
Development/Telco | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 || $ 90,000
Network Operations | $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 45,000
Marketing
General $ 50,000 $ 50,000
Commissions $ 100 | $ 200 | $ 400 | $ 800 | $ 1,600 | $ 3,200 | $ 6,400 | S 12,800 | $ 25,600 | $ 25,600 | $ 51,200 | $ 51,200 || $ 177,600
Operating Expenses
Carrier Hotel $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 2,500 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 5,000 | $ 45,000
Telephony Cost $ 3,200 | $ 6,400 | $ 12,800 | $ 9,600 | $ 19,200 | $ 32,000 | $ 64,000 | $ 128,000 | $ 204,800 | $ 204,800 | $ 307,200 | $ 307,200 | $ 1,299,200
Total Expenses $ 50,300 | $ 53,600 | $ 60,200 | $ 107,400 | $ 67,800 | $ 82,200 | $ 164,400 | $ 234,800 | $ 324,400 | $ 324,400 | $ 452,400 | $ 452,400 | $ 2,374,300
NoOI $ (49,300)| $ (51,600)| $ (56,200)| $ (99,400)( $ (51,800)( $ (50,200)| $ (100,400)| $ (106,800)| $ (68,400)| S (68,400)| S 59,600 | $ 59,600 | $ (545,800)
Capital Investment $ (49,300) $ (100,900) $ (157,100) $ (256,500) $ (308,300) $ (358,500) $ (458,900) $ (565,700) $ (634,100) $ (702,500) $ (642,900)| $ (583,300)
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Financials

averta
Year 2 Budget
Month 13 Month 14 Month 15 Month 16 Month 17 Month 18 Month 19 Month 20 Month 21 | Month 22 | Month 23 | Month 24 || Total ||
Revenue
Customers 102,400 102,400 153,600 153,600 230,400 230,400 345,600 345,600 518,400 518,400 777,600 777,600
AVG Calls/Cust/Mo 200 200 200 200 200 200 200 200 200 200 200 200
Per minute charge $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05|$ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05
Total Revenue $ 1,024,000 | $ 1,024,000 | $ 1,536,000 | $ 1,536,000 | $ 2,304,000 | $ 2,304,000 | $ 3,456,000 | $ 3,456,000 | $ 5,184,000 | $ 5,184,000 | $ 7,776,000 | $ 7,776,000 | $ 42,560,000
Expenses
Management
Salaries S 100,000 | $ 100,000 | $ 100,000 | $ 100,000 | $ 100,000 | $ 100,000 | $ 200,000 | $ 200,000 | $ 200,000 | $ 200,000 | $ 200,000 | $ 200,000 || $ 1,800,000
Programming $ 48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 96,000 | $ 96,000 | $ 96,000 | $ 96,000 | $ 96,000 | $ 96,000 | $ 864,000
Development/Telco | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 24,000 | $ 264,000
Network Operations | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 180,000
Marketing
General $ 50,000 $ 50,000
Commissions S 10,240 | $ 10,240 | $ 15,360 | $ 15,360 | $ 23,040 | $ 23,040 | S 34,560 | $ 34,560 | $ 51,840 | $ 51,840 | $ 77,760 | $ 77,760 | $ 425,600
Operating Expenses
Carrier Hotel S 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 10,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 20,000 | $ 180,000
Telephony Cost S 614,400 | $ 614,400 | $ 921,600 | $ 921,600 | $ 1,382,400 | $ 1,382,400 | $ 2,073,600 | $ 2,073,600 | $ 3,110,400 | $ 3,110,400 | $ 4,665,600 | $ 4,665,600 | S 25,536,000
Total Expenses. S 812,640 | $ 812,640 | $ 1,124,960 | $ 1,174,960 | $ 1,593,440 | $ 1,593,440 | $ 2,468,160 | $ 2,468,160 | $ 3,522,240 | $ 3,522,240 | $ 5,103,360 | $ 5,103,360 | $ 29,299,600
NOI $ 211,360 $ 211,360 $ 411,040 $ 361,040 $ 710,560 $ 710,560 $ 987,840 $ 987,840 $ 1,661,760 $ 1,661,760 $ 2,672,640 $ 2,672,640 $13,260,400
Capital Investment $ (313,840) $ (92,480) $ 328,560 $ 699,600 $ 1,420,160 $ 2,140,720 $ 3,148,560 $ 4,156,400 $ 5,838,160 $ 7,519,920 $ 10,212,560 $ 12,905,200
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Financials

Revenue
Customers
AVG Calls/Cust/Mo

Per Minute Charge

Total Revenue

Expenses
Management

Salaries

Programming
Development/Telco
Network Operations
Marketing
General

Commissions

Operating Expenses
Carrier Hotel

Telephony Cost

Total Expenses

averta

Year 3 Budget

Month 25 Month 26 Month 27 Month 28 Month 29 Month 30 Month 31 Month 32 Month 3 | Month 34 | Month 35 Month 36 Total

972,000 972,000 1,215,000 1,215,000 1,518,750 1,518,750 1,898,438 1,898,438 2,373,048 2,373,048 2,966,310 2,966,310

200 200 200 200 200 200 200 200 200 200 200 200

0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05 | $ 0.05|$ 0.05 | $ 0.05 | $ 0.05
9,720,000 | $ 9,720,000 | $ 12,150,000 | $ 12,150,000 | $ 15,187,500 | $ 15,187,500 | $ 18,984,375 | $ 18,984,380 | $ 23,730,475 | $ 23,730,480 | $ 29,663,100 | $ 29,663,100 | $ 218,870,910
400,000 | $ 400,000 | $ 400,000 | $ 400,000 | $ 400,000 | $ 400,000 | $ 800,000 | $ 800,000 | $ 800,000 | $ 800,000 | $ 800,000 | $ 800,000 | $ 7,200,000
192,000 | $ 192,000 | $ 192,000 | $ 192,000 | $ 192,000 | $ 192,000 | $ 384,000 | $ 384,000 | $ 384,000 | $ 384,000 | $ 384,000 | $ 384,000 || $ 3,456,000
48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 48,000 | $ 44,000 | $ 44,000 | $ 44,000 | $ 44,000 | $ 44,000 | $ 44,000 | $ 552,000
40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 720,000
$ 50,000 $ 50,000
19,440 | $ 19,440 | $ 24,300 | $ 24,300 | $ 30,375 | $ 30,375 | $ 37,969 | $ 37,969 | $ 47,461 | $ 47,461 | $ 59,326 | $ 59,326 | $ 437,742
40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 40,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 80,000 | $ 720,000
5,832,000 | $ 5,832,000 | $ 7,290,000 | $ 7,290,000 | $ 9,112,500 | $ 9,112,500 | $ 11,390,625 | $ 11,390,628 | $ 14,238,285 | $ 14,238,288 | $ 17,797,860 | $ 17,797,860 | $ 131,322,546
6,571,440 | $ 6,571,440 | $ 8,034,300 | $ 8,084,300 | S 9,862,875 |$ 9,862,875 |$ 12,816,594 | $ 12,816,597 | $ 15,673,746 | $ 15,673,749 | $ 19,245,186 | $ 19,245,186 | $ 144,458,288
3,148,560 | $ 3,148,560 | $ 4,115,700 | $ 4,065,700 [ $ 5,324,625 | $ 5324625 $ 6,167,781 | $ 6,167,783 | $ 8,056,729 | $ 8,056,731 | $ 10,417,914 | $ 10,417,914 | $ 74,412,622
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Financials

per min charge to carrier
.05/min

Commission
Year 1 Year 2 Year3

$1/customer  $.10/customer $.5/customer

200 incoming calls each month/customer

Number of service
minutes provided (in Variable Cost + fixed cost
a month) Variable cost spread across service Averta (all-in) Cost per minute
1 $0.05 $1,025.05 $1,025.05
10 $0.53 $1,025.53 $102.55
100 $5.25 $1,030.25 $10.30
1,000 $52.50 $1,077.50 $1.08
10,000 $525.00 $1,550.00 $0.16
100,000 $5,250.00 $6,275.00 $0.06
500,000 $21,687.50 $22,712.50 $0.05
10,000,000 $§347,062.50 $348,087.50 $0.03

24



Jdaverta

The People and
Strategy Behind averta



The “a” Team

Michael G Kucera
Founder/CEO

Michael has over 30 years of successful leadership, including
being the founder and successful entrepreneur of U.S. Storage

Search, a digital startup focused on the aggregation of self-
storage facilities across the U.S.

Consultants

Croker Huck — Legal

Mike Jones
CcOO

Dan Casson
CTO/Chief Architect

Proven track record of leadership success as COO at U.S.
Storage Search, a digital startup focused on the aggregation of
self-storage facilities across the U.S.

Dan has 25 years in tech innovation, engineering, and tech
leadership. He has been part of successful startups nationwide

in fintech, agtech, and defense.
He holds of several patents including in Al/ML innovation.

Most recently held the role of Chief Engineer on the Army
Military Intelligence Identity Intelligence Analytics (12AR)
system that uses Al/ML on biometrics and biographical
information to detect persons: No-Fly List, and Terrorist
Watch. List, etc.

Suiter/Swantz — Legal Daake — Marketing Brian Havey - Telephony
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What’s Driving the averta Team

Only averta restores confidence by delivering REAL TIME action against fraudulent calls.

Mission: To proactively protect our loved ones emotional and financial well-being.

Vision: To be the call and text management service integrator of choice for the elderly and youth population.

Values: Highly Valued Service Offering: Enable peace of mind and insight for our loved ones.
Affordable Services: Mass market attractiveness.
REAL-TIME Information: Information is available 24x7 and captured in REAL TIME.
Agility and Adaptability: Evolving market conditions and customer feedback.
High Integrity: Reliability and dependability of service
Simplicity: Easy to use/intuitive.
Profitable: Strong ROI consistent with software service companies.
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In Summary

Too many people are losing money to scam calls.
Too many people are hesitant or simply do not answer calls from unknown numbers.
averta creates an opportunity to restore confidence and protect people’s hard-earned money.

averta is the premier phone protection service that identifies and responds to fraudulent calls in REAL TIME.

Simply put, averta is the answer to stopping fraudulent calls.
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“Proactively Protecting
Our Loved Ones”



