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Bill Clark:

Drew Taylor:

Hi, everyone. This is Bill Clark. I'm the CEO Of MicroVentures, and I'm the COO
of First Democracy VC. That is our funding portal. It's a partnership between
MicroVentures and Indiegogo. Today, we're going to be talking about
AstroPrint, and going over their pitch deck, and | have Drew and Daniel, who will
be walking us through that.

As of this presentation, we've raised $44,000 from 143 investors, which is 89%
of the minimum goal, and there's 13 days left to invest. This is being recorded,
so if you miss any of this, you'll be able to watch it on our website, later on
today.

After Drew and Daniel go through their pitch, we are going to do a Q&A.
Anytime during the pitch, you can ask a question, through the GoToWebinar
panel. That's going to come to me, and then | will ask them those questions at
the end, so you won't be interrupting if you ask a question. It'll only come to
me.

So, with that, | will turn it over to Drew and Daniel, and I'll let you guys take it
over. Thanks for joining, guys.

Hey, thanks so much, Bill, and thanks to everybody for joining, and for
considering coming on board with AstroPrint as a potential investor. So, I'll just
go ahead and start running through the deck, here, and give everyone an
overview of what we're doing, and then, as Bill said, please fill him up with
questions, so we can make sure everybody gets everything answered.

So, AstroPrint is the Android of the 3D printing industry, and we kind of operate
on the viewpoint that the 3D printing industry is being held back by the fact that
hardware innovation has done really, really well, and the machines can do
amazing things, but software innovation has really lagged, and held the industry
back, right?

When you look at other, parallel industries, like the computer industry, and the
smart phone industry, you see that they had the same issue. Computers were
very difficult to use, until Windows simplified them, and then they took off, and
of course, smart phones were not very smart, until Android simplified them, and
they took off. So, this is what we do for the 3D printing world, right?

Oh, we'll skip over this legal notice. Hopefully, everybody read it. So the
question comes up, then, like, "Well, how do we do this for the 3D printing
industry?" And we do the same things that Windows and Android did for their
respective industries. We make the devices really, really easy to use, and then
connected to a content ecosystem for the machines. So, by making 3D printers
super simple, and connecting them to the content that people want to print, we
actually drive mass adoption for the 3D printing industry.



And of course, our platform's in use. People absolutely love it. We have had
over 400,000 3D prints go through our platform to-date, and that's over 700,000
hours of printing, so that's about 80 years worth of printing, and | think it's
important to note that what's not reflected in this chart is that October has
actually been the busiest month that we've ever had. We had over 26,000 3D
prints go through our platform in October alone, and over 60,000 hours of
printing, so everything is continuing on the up-and-up very, very favorably.

As many of you may know, we're coming off of our second successful Kickstarter
campaign. We ran that back in May, selling this device you see here, this
AstroBox, and also announcing our desktop software and mobile app software.
And we feel like the success of that Kickstarter campaign, with the 600 people
that backed it, really validates the direction that the company's moving next,
right? It really proved to us that people are interested in the direction that we're
going. They're willing to pay for the services that we offer, and see value in
them. And I'll talk more, later in this presentation, about what is next for us, and
where we're taking this.

So, to talk a little bit about our position in the market, we have to kind of start
with talking about what drove MakerBot's success a few years back. So, for
people that don't know, MakerBot had a $500 million exit. They had kind of a
meteoric rise, but anyone in the industry will tell you, their hardware was
average to slightly above average. What really drove MakerBot's success was
that they made software for their machines that made the printers easier to
use, and also connected to content ecosystems. Like, they had a deal with
Sesame Street, and groups like that, but it was that software innovation that
made their machines easier, and then drove their sales and their success.

Now, MakerBot's vision had always been to be like Apple for the industry, and
be a completely closed system. So that means other manufacturers, for the
most part they couldn't use MakerBot's software, of course, so they had to use
other software that they could find or build themselves, and for the most part,
they didn't have the resources to build the software themselves.

So for a lot of people, to use one of those printers, they would have to use
sometimes three different software programs, and go through over 130 settings
to print a single object, and they might even need to have CAD skills, computer-
aided design skills, to print an object.

And that's still a really big problem for printer manufacturers, because they're
trying to cross over, and start selling to the general public and small business
owners, and sell not only to engineers, but when you have this engineering
grade software, that makes those sales very difficult, even when your hardware
can do amazing things.

Now, another issue that happens here is a lot of manufacturers have adopted a
software stack that is good, called Cura, which is put out by Ultimaker.
Ultimaker is another 3D printer manufacturer. So | would say more than half of



the manufacturers out there tell people to use Cura with their 3D printers, and
it drives them crazy. A lot of them come to us, directly, because they're trying to
find ways to get away from Cura, because when they suggest for users to adopt
Cura software, they're basically sending people to their competitor's software,
and Cura has Ultimaker branding all over it, and that's of course not good for
the manufacturer that just sold this hardware device.

This is similar to what happened with Nokia back in the day, when they had
made open source software for phones, that was great, but Samsung and other
companies wouldn't adopt it, because it was their competitor's software, right?
Only when Android came along, with a vendor-neutral solution, did people
adopt it, right?

So, right now, the 3D printing industry needs an open ecosystem that can
provide this functionality for all the rest of the manufacturers, the same way
that Windows and Android supply functionality for most of the hardware
vendors in their industries.

And of course, that's where AstroPrint comes in. We standardize the software.
We standardize the developer ecosystem for the industry. And then that lets
everything move forward very, very quickly, and drive mass adoption for the
industry.

So, here's the AstroPrint ecosystem at a glance. Now, we're actually much more
than this, but since this is more of a business presentation, and less of a
technical presentation, we'll just kind of whip through it a little bit.

On the near far-right, you'll see this AstroBox Touch. We have two peripheral
devices, the AstroBox Gateway and AstroBox Touch, which runs our software,
that you can then plug into a compatible 3D printer, and then that software
allows the printer to sync up with all of the other AstroPrint products. Now, it's
important to note we're compatible with 80% of desktop 3D printers on the
market, so the vast majority of printer owners can actually use this, and as we
move forward, the next phase of the company is actually to have this software
pre-embedded in machines, prior to sale. So we know eventually, within a few
years, we won't be selling this peripheral device, because we'll already be in the
machines, right? That process has already begun.

But then, once the machine has our software running on it, or this device is
plugged into the machine running our software, it can sync up with all of our
other solutions, and that means that that printer can be accessed, from any
device that people have, mobile apps, desktop software. We have a web portal
as well. I'll talk, in a bit, about how developers can even tie into that, and build
their own applications for those 3D printers on their own, using this system.

So, in regards to the base product, again, we are highly focused on simplicity, so
our algorithms and software really do make 3D printing so simple that anybody



can operate the machines. And of course, this could be kids and teachers, but
this could also be people like factory workers, and lab technicians, and people
that are not engineers, but will be interacting with 3D printers, and they need
more of a non-engineering grade solution to do that.

All right, so let's talk for a minute about the apps. We have a SDK for the system.
That's a software development kit, and of course APIs as well, so developers can
actually build and deploy apps onto 3D printers, using AstroPrint, as easily as
they build and deploy apps onto smart phones, with iOS or Android, and what
we found is there's kind of three base categories of apps that people are
building for our system so far.

One category is model repositories, so like My Mini Factory, Thingiverse. We
have a 3DKitbash app, that will be coming before too long. | don't know if
people know them, but it's a 3D-printable toy company. Now, this is where
someone who owns or runs these repositories want to have an app on the
printer, or on a web portal or whatnot, where someone can print straight from
the printer, or they could find a model, and either purchase it, or install it and
print it right from the printer, right from the web portal, right from the
webpage, you name it.

Now, another category are customizers, and we have two on the platform right
now. One is Leopoly, and the other is 3D Slash. And customizers are tools where
someone can import a model, and then modify it before printing. So for
example, 3D Slash is made for kids, and they can import a model, and it turns it
into blocks. You can actually see this Mickey Mouse, here has been turned into
blocks. Then, the end users can modify that, the same way that they modify
designs in Minecraft, so if you can imagine, kids can go pretty crazy with
amazing modifications on things like this.

And the third type of solution we're seeing are engineering grade tools. One
that's live on the platform now is the 3D PrintCloud, from a public company
called Materialize, and that's more of an engineering grade file repair
application in the cloud. General public wouldn't need that, but people that ...
engineers and 3D animators would use that type of a solution. It's a subscription
service.

Then, we have also had an enormous amount of requests for either us or a third
party to start building things like fleet management solutions, for people
running 3D printers as businesses. So this is kind of where the app aspect of this
is going, and we currently have over 30 apps in development by third parties
right now.

All right, so if you're here as an investor, you're likely to wonder where the
revenue is going to come in, of course. So, as a true platform play, there's a lot
of different places that revenue comes in, right? So first is from manufacturers
paying us a license fee for commercial use of the software, and this is similar to
Samsung paying for Android, or paying for the rights to use Android logos and



Daniel Arroyo:

whatnot, so we do have one manufacturer already shipping software with our ...
I'm sorry, shipping printers with our software pre-installed, and we have
contracts out to two others right now. Then, of course, a large pipeline of others
that are interested.

Another revenue stream is money through developers, so this is app sales. Just
like Android has Google Play, as | mentioned before, we have our app
marketplace for 3D printing related apps, and just like other popular app stores,
we maintain a 30% cut on any sales that occur in those apps.

And down to the third tier here, the third column, is monetizing on end users, so
at the moment, the cloud side of our solution is free to use, but we have started
a premium feature, basically a SaaS model, where we identified certain criteria,
that showed people were probably using AstroPrint for business purposes.
Then, we turned that into a premium tier, that's $10 a month, that they need to
pay if they need those added features. And we've also had a few people reach
out to us, about having a very large tier.

For example a few groups that are running 20 printers or more, and we've had a
group that runs 600 printers, and another group that runs 1,000 desktop 3D
printers, as a business, all reach out to us about higher level tiers here, for end
users. And of course, as we go on, in the future we have the intention of
opening up other revenue streams, such as selling consumables, such as printer
filament, to end users.

Now, for the team, I'm a serial entrepreneur. | kind of fell in love with 3D
printing about four years ago. | had actually been working on another startup at
the time, called FindYogaNow.com, which was a yoga class search engine, that
had about 20,000 classes listed daily, from 4,000 studios, but then, as much as |
loved that and what | was doing, | kind of got even more entrenched in 3D
printing, and decided to shift over, to solve the problems holding the industry
back.

I've kind of quickly become a sought after speaker, and a bit of an evangelist in
the industry. Inside 3D Printing has had me speak at quite a few of their events
globally, as well as other groups.

So, Daniel, I'll pass it over to you. Maybe you could speak a little bit about
yourself, and your background, and then I'll kind of take it back over for Josh.

Okay. Yeah, hey guys. My name is Daniel Arroyo. I'm the company's CTO. | spent
a lot of my working career in the mobile industry. About from 2000 to 2011, |
worked at various companies. Most of the time was spent at Nokia, but also
some time at Qualcomm and Broadcom, on the semiconductor side as well. It is
that time that kind of has guided us through a little bit of what we're doing, and
the similarities between what happened with the mobile industry, that
transformed the cell phone, which was mostly a utility device, that was used to



Drew Taylor:

make phone calls and send text messages, into what it is today, which is very
much an entertainment device, and how apps and third party content
distribution into that piece of hardware enable that.

So, | started my time at Nokia, being part of the Nokia flavor of Symbian OS,
which was one of the first mobile operating systems that powered smart
phones, but back in the early 2000s, and did a lot of the system software there,
to enable it to integrate into different hardware platforms, and then moved
onto do developer support for our developer platform at Nokia, in the mid-time
of my time there.

Worked with CNN, Facebook, AccuWeather, and many other big brands, to
create applications into the Nokia operating system. So, you know, that time
kind of enables us to now have the knowledge of what's to come in 3D printing,
how 3D printing could potentially develop, and having had that already happen
to me in a parallel industry, it's helping quite a lot.

| mean, that's it for now, Drew. Do you want to take it back?

Okay. Yeah, yeah. For sure. Yeah, so | think the biggest takeaways there is that
Daniel has actually built a platform like this before, or been on a team that built
a platform like this before, and marketed and evangelized that platform, and it
ended up in hundreds of millions of phones, right?

Also, Daniel's a bit more than just our CTO. He's basically a second CEO of the
company. He's a graduate of The Founders Institute in San Diego, and for people
that don't know, that's a very difficult program, that does pretty aggressive
training in founding companies, and how to do it correctly, and whatnot.

So Josh is not available for the call today, but Josh is the heart and soul of the
design, the user experience and user interface of the company. So he's our CDO,
chief design officer. His undergraduate degree is in music industry, so is pretty
unique. He actually comes from the mixing of business and creativity, the music
industry, but then he moved into design himself, later, but then that gives him
this very unique background, between business and what we're doing now, with
creatives, kind of bringing their dreams to reality through 3D printing. Of course,
we're alumni of 500 Startups. You guys probably know that. We've been
through a few other accelerator programs as well.

All right, so we are a team of 11, even though this slide says 10. That's how fast
we're growing. We've hired since this campaign started, so we're headquartered
in the US, but we run our research and development out of Spain. Daniel runs
that office, so it's important to note, this is not like a remote office, where we're
disconnected with people there. It is our second office. Daniel actually runs the
office, and is in there every, single day, so that's where our engineers and
designers, other than Josh, are based.



Bill Clark:

Drew Taylor:

Bill Clark:

As | mentioned before, people have been using the platform, and they
absolutely love it. We feel that really validates where we're going. Year over
year growth, for most of our main metrics, has been, as you can see here,
around 200%, close to it or just over. It's also important to note that we've
partnered with the National Institutes of Health. On their online 3D print
exchange, they have chosen to use the AstroPrint platform, to have print from
web functionality on there. We've also partnered with Airwolf 3D printers, for
some time now, and New Matter as well. Many of you may know, from their
success on Indiegogo, where they launched their first product some time ago,
they actually use some of our tools to power, in a white label version, they
power part of their cloud, their backend cloud.

So, what's next for AstroPrint is really important, because if you're considering
investment, you're really going to want to know what's that money going to be
used for as we move forward, right? So, the first big focus as we go forward is to
get AstroPrint embedded in more 3D printers, prior to sale. That gets us the
mass adoption that we really need.

Secondly, we've identified that the main purchasers of 3D printers are schools,
including universities, and print farms, people using 3D printers as a business,
and both of these groups need fleet management solutions, that we can provide
for them. Now, unfortunately, to really go after these markets ... We can do it
now, but we don't have the business development and sales resources to do it
aggressively, and go after it as quickly as we would like to. That's why we're
raising money from investors such as yourself, or potential investors such as
yourself, so that we can hire out and move much more quickly, towards this
vision, via sales and business development efforts.

So Bill, I'll pass it back over to you, and see if there's questions and whatnot
from people.

Okay. Thanks Drew and Daniel. Appreciate that. So, again, if you have any
guestions, you can send them through the GoToWebinar control panel. There
should be a little section called "Questions." You can type that in and it'll come
to me. Currently, we don't have any questions yet, so give everyone a minute or
two to type those in.

In the meantime, just going over the raise again. There are 13 days left to invest.
AstroPrint is at 89% of their minimum goal, so hoping to get to that minimum
goal very soon, and have raised $44,000 from 143 investors, so off to a great
start, and looking to close it in the next two weeks, or just shy of two weeks.

And maybe-

this will be recorded ... Oh, go ahead.



Drew Taylor:

Bill Clark:

Drew Taylor:

Bill Clark:

Drew Taylor:

Bill Clark:

Oh, | was just going to add to that, since it wasn't in the previous presentation,
leading up to this, in the history of AstroPrint, we've raised just over $900,000
from angel investors in Silicon Valley, accelerator programs, and through a
prominent VCin Europe as well, so that might be interesting for people to know.

Okay, great. Thank you. We did just get a question that came in, and that is
asking who your major competitors are.

Mm-hmm (affirmative). Yeah, so for the most part, they're early stage startups.
The companies that were closest to competing with us have seemed to shift
more to the industrial space, where they're focused on industrial grade 3D
printers, whereas we've chosen to keep our focus on sub-$5,000 3D printers,
and that comes from actually a lot of mentorship within the 3D printing
community. They've recommended that.

We also see one of our biggest potential competitors as the manufacturers
themselves trying to make their own platforms. And again, this comes back to
Daniel's experience with what happened with Nokia in the phone industry.
There were a lot of companies that tried to build their own software platforms
for their phones, but then that never worked in the end. In the end, you ended
up with two dominant platforms. Same thing in computers. It'll be the same
thing for 3D printers, two dominant platforms. But if the manufacturers all try to
be the Apple of the industry, then that kind of holds everything back, so that's a
type of competition for us, to go out and really educate the manufacturers, that
their chance of success in building their own software is slim, and they should
just go ahead and adopt the predominant platform.

Okay, great. Thank you. So looks like you must have covered everything in your
pitch deck very effective. No other questions at this time, so thank you everyone
for joining us. We're going to end the call, or end the presentation, but if you do
have any questions and you think of any after this, or if you're watching this
later, on the website, there is an investor discussion area, where you can type in
a question, and then that goes right to Drew and Daniel, and they will respond,
and you'll get the notification when it comes up, so you won't miss out if you
have any questions. Just shoot them over that way. So, thanks everyone for
joining. I'll turn it over to you, Drew, give you some parting words, and then
we'll end the call.

Yeah, well thank you so much for your time, and as Bill mentioned, we're
absolutely wide open to answering any and all other questions that come up,
whenever they come up, so just throw them in that discussion section, and we
look forward to hopefully having you on board, as AstroPrint takes off and
shoots for the moon, so thanks so much.

All right. Thanks everyone. Have a good rest of the day. Bye.



