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Pitch 

Rockval is a commercial real estate "PropTech" company whose team is passionate about changing the 

real estate industry. We have worked in commercial real estate as well as tech, and we see a huge 

opportunity to solve many of the pain points you as a real estate professional experience every day. 

With our simple, affordable solution for data-driven underwriting of existing property and ground-up 
development across multiple asset classes, we are bridging the gap for thousands of small/mid-size 

firms, commercial real estate (CRE) investors (non-professional), resi-mmercial brokers, and newcomers 

into the CRE space. 

Our simple and affordable product offering makes this an easy decision for anyone in the industry 

because of the tremendous value they receive and the ease they can share with their network and 

counter-parties. 

The key to Rockval is the integration of data and powerful financial and business intelligence algorithms 

into an extremely easy and affordable platform that solves a fundamental pain point in the market, 

"How do I value and share a property>". 

Rockval has been primarily funded by commercial real estate professionals, who recognize the need for 

technology to modernize the antiquated real estate industry. These investors are top-performers at 

JLL, Cushman & Wakefield, CBRE, Citigroup, Angelo Gordon, Atlas Real Estate Partners, Kitson & 

Partners, and more. These industry leaders see the scalability potential of these simple, powerful, and 

affordable solutions throughout the country. 

Come join Team Rockval and be an owner and influencer in the direction of our company. we are 

confident that with your feedback, support, and investment we can make Rockval the next must-have 

for everyone involved in commercial real estate! 

Key F"acts 

Our founder, advisors, and investor team come from both the real estate and tech/software industries and bring 
considerable experience and have deep networks. 

we offer affordable. easy•to-use software tools to solve many of the common problems found in the real estate 
industry (underwriting, marketing, and research). 

We are funded primarily by real estate professionals, who have recognized the need for change in our industry 
and believe in our vision. 

Our founder has spent years developing software, complex algorithms, and our industry backed distribution 
channel --all of which helps to deepen the moat 

R:eal estate companies spend billions of dollars annually on data/research, software tools, etc. Right now, every 
company is looking for ways to save money. 

□ Opportunity 
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Investment Terms 

convertible 
Secur,tyType: 

Note 

Mrn. Investment: $500 

Max. Investment: $25,000 

Annuill Interest Rate: 7.0% 

Maturity Date: 2years 

Valuation Cap: $10,000,000 

Discount Rate: 15% 

Community Impact 

~ Community Building 
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ROCl<VAl: 

DATA-DRIVEN, SMART, AND AUTOMATED 

COMMERCIAL REAL ESTATE 

WHAT WE DO 

A Simple and Affordable Platform for Finding, Underwriting, and Sharing 

Commercial Real Estate Deals for the Lower/Middle Market, Family Office, 

Syndicators, Resi-mmercial, and Newcomers to the Industry. 

rr£A 
Search Underwrite Present Share 

THE PROBLEMS 

Hundreds of thousands of people do not enter the space because it is too complicated 

and costly to get started. 

Amidst the "Great Resignation" more and more people are placing a bet on themselves, 

going independent and are in need of workflow tools and data to continue delivering high 

quality services. 



Most technology solutions in the space are geared towards the top of the pyramid. 

THE MARKET 

COMMERCIAL RESIDENTIAL 
CRE PROFESSIONALS: 3.JM X $240 • $800M. RESIDENTIAL PROFESSIONALS: 2.0M X $240 • $SOOM 

I 

$BOOM 
TAM 

$4OOM 
SAM 

REAL ESTATE PROFESSIONALS 

MARKET SIZE 

SMALL TO MID·SIZED 

BROKERAGES, INVESTORS, ETC. 

MARKET SIZE 

INVOLVED IN COMMERCIAL 

"RESl·MMERCIAL" 

MARKET SIZE 

OUR MARKET OPPORTUNITY 

(10% OF AVAILABLE MARKET) 

SOURCES: IBISWOJCLO, HOMELIGHJ 

$SOOM 
TAM 

$SOM 
SAM 
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CUSTOMER PERSONAS 

ONE-MAN SHOP BROKERAGE 

1'HCRC'S NEVER ENOUGH 11ME IN rnc 
DA• rDR ME TO DO CVCIIYTHl"G. 

RESl•M.MERClAL 

"fO lOVE 70 00 A COMMCROAI. 
DEAL IF I HAO THE TOOLS • 

SMALL TO MID•SIZEO BROKERAGE 

M'f CUENl'S OfP!CT ME ro K.6f0W rH!.. MARKE.r 

ANO 5£/Mtt f'H(rlf AAOPEstr,ts mt A MO." 

SYN0ICATOR 

"HOW 00 I GET THE RIGHT INFO IN 
FRONT Of MY lPS" 

SMAll TO MID-SIZED OWNER, INVESTOR 

·1 NffD roots AND DATA ro GM ME AN 
EDGE AGAINST THL CO!-<PITITIDN." 

NEW COMER/ SIDE HUSTLE 

"I AM t.OOIONG FOR WAVS TO MAKE 
R\SSIVE INCOME" 

CRE TRANSACTION CYCLE 

--·· . . 

l 
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THE SOLUTION 
WHAT STEPS DO WE COVER? 

Rockval is a community-driven commercial real estate platform that is highly consumer­

centric to bring new entrants, solo deal makers, and lower/middle market brokers, owners, 

and investors the workflows and data they need to be competitive with the corporate players. 

CURRENT 

Deal Discovery 

Underwrite 

Share 

FUTURE 

Due Diligence 

Syndication 

Underwriting is fundamental to the transaction cycle 

PRODUCT OVERVIEW 
Rockval makes it "TurboTax® easy" to find, analyze, 

and share commercial real estate deals. 

WEB AND MOBILE PLATFORM 

TurboTax® EASY SEAMLESS ONBOARDING 

PROPRIETARY ALGORITHMS 

HIGH LEVEL TO GRANULAR ANALYSIS 

BUILT IN PUBLIC 

DATA PARTNERS - POWERING THE PRODUCT 
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iYfo,.d;i.tio11ty ✓ 

Rockval is the only system that is f~ol;,ise ✓ 

affordable, easy to use, and Reill-time, acw~te dal.'1 ✓ 

provides the most cutting edge EntlH~t'f'IIIMlillll\J!WI ✓ 

technology. Cont,""'°4,1\li,IU ✓ 

Boosted prop(trty e~po111re ✓ 

Ms.etl.Nl!,llnto,mat,Of\ ✓ 

FinJr,(1.ilAAod..-Unt ✓ ✓ ✓ 

"We're building a rachet instead af an international space station" - Grant Weiss 
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Data 
Affordable and 

scalable solution 
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Transactions 
Future 

~ 
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✓ 

Affordable and scalable 
recurring revenue model 

We are collecting the most 
valuable data in CRE, at scale 

We are going to help facilitate 
the transaction for our users 

1. Avg. Subscription: $20/mo 1. Property Data 1. $2.Smm Avg. Deal Size 
2. Market Size: 1mm• 2.Leases 2. 400 - 4,000 Deals / Year 
3. Target: 100K@ $240/year 3. Sales 3. $20 - 300mm in ARR 

4. Transaction Terms 

•.$9.99 per odd1t1onal odd-on 

KEY LESSONS IN OUR JOURNEY 

We built an "affordable" 
enterprise platform 

~ .Jii1 .Jii1 .Jii1 .Jii1 .Jii1 l cfl1 Ll!!J Ll!!J Ll!!.I U!!I Ll!!J 

Changed to simple, TurboTax® 
easy for success on first login 

PIVOTS 

We had an all encompassing 
product strategy 

Changed to find, underwrite, and 
share investments only 
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PROGRESS TOWARD VISION 

I 
Investors 
to Date 

Products Built Customers 

Top-performers at: 

• ILL 

Web and Mobile Platform 

ENGEL&VOLKERS 
• CBRE 
• Cushman & Wakefield 
• Citigroup 

■ - LEE& 
... , ASSOCIATES 

• Angelo Gordon 
• Atlas Real Estate Partners 
• Seagis Property Group 
• and more. 

KITSON 
- &-PARTNERS-

GO TO MARKET 
FUNDED BY INDUSTRY PROFFESSIONALS 

AND COMMERCIAL REAL ESTATE INVESTORS 

Enterprise Sales / 
Partnerships: 

• Lower/Middle Market 
• Trade Associations 

Education Partners 
• Universities 

B2C 

Individuals/ 
Family Office: 

• Auto Activate Users 
• Podcasts 
• Email Marketing 
• Trade Shows 
• Scheduled Demo 
• Word of Mouth 

OUR TEAM 

Community & 
Affiliates 

Early Adopters / PropTech 
Enthusiasts: 

Rockval Sharing 
Biogs/Thought Leaders 
Crowd Raise 
Linked In Group 
University Internships 

We have put together our initial team which has experience in multiple 

areas includirg real estate, technology, and sales 

I ANDRES ESPINOSA I DYLAN WHELLER I £/j.j.liiJiilt& I CONNER EAGLETON I 



FOUNDER & CEO/CTO 

Read about us in the news 1 

Read about us In the news1 

<cii OurTerms 

Convertible Note 
Security Type 

TECHNICAL PROJECT MANAGER LEAD DEVELOPER 

PIHEL. ~ -~ Agile 

OUR TEAM 

Continued 

The securities offered here are tn the form of a Convertible Promissory Note, with a specified 

maturity date, interest rate, and valuation cap. These instruments will allow investors to convert its 

investment into shares of preferred stock in accordance with conversion terms outlines m the 

agreement. The valuation cap will be at $10,000,000, with a discount rate of 15%. Any accrued 

interest on the note will be payable at maturity, which ,s 2 years. Automatic conversion will occur if 

financing happens on or prior to maturity date. If necessary, the company and investors may 

negotiate for an extension of the note. Overall, the company also has other shareholders, holding 

common stock in the comp.any. Such stock may allow its holders to Voting rights, that are not 

otherwise afforded under securities issued in this offenng. 

Additional Terms (SEC Filing) 0 

Roc:kval Value-add lnve$t0r 

1. Rockval Branded Tumbler 

2. Rockval 12-month Free Subscription 

3, Rockval T •shirt 

4, Rock val Baseball Hat 

ADVISOR • STRATEGY SALES 

■ a llm lllOll ~ 

BRANDON WHELLER 

GRAPHIC/UI DESIGNER 

$500 
Minimum Investment 

$10,000 
Maximum ltW(tStment 

7.0% 
Annuat Interest Rate 

2 years 
Matunty Date 

$10,000,000 
valuation Cap 

15% 
0lscount Rilte 



Benefits & Perks 

$500 

~ OurTeam 

Andres Espinosa 

Tt:CMN•CAL PROJECT M4NAGER 

As. l?ockvcil's Techrnc:at Pro1ect Manage,-/Scr-um Master, Andre-s 

handles a pa,-t of the design. devetopment, proJect 

management, and data aggregation 10 order to make Rockval .1 

customer•c:entr'rc company 

Rockval Value-add Investor 

1. Rockval Branded Tumbler Rockval Branded Tumbler 

2. Rockval 12-month Free Subscription Receive a free subscription to all 

current Rock val products 

3. Rockval T-shirt L1mited-editfon Rockval t-shirt 

4, Rockval Baseball Hat Limited-edition Rockval baseball hat. 

Grant Weiss fH'frMi-8 
CEO 

As CEO/CTO of RcckVal, Gront js primarily 1nvolVt!-d 1n com pony d,rectjon, strategy, toam bu1ld1n9, fund raising, salH. 

mo1·9crs and ac:Q\Jls,tlons, and product development. 

Read less 

With hts expeden:e 1n the commercial real estate Industry coupled with his software development expenence, he 
brings a hOUst1c v 1ew to the table to ensure the customers fee<1ba<:K 1s neing incorporated with the upmost etr1c1ency, 

Add1t1ooatly, he has consulted with real !!.State firms to cptlmtze the leasing, acqu1s1t1on, and s.1les processes from the 

data requ1red to the final marketing materials presented to the customers. 

D1,mng hls tenure at Evergrt!en, he assisted comJ)Anies in devt!lop1ng innovative technotog1cs. to transform tht':lr 

lndust.-les ,1nc:t streamline bus1ncs1: proce-sses, uart1n9 with Lho best practiC:(I.S to str-e3mlln~ oovelopmont, reduce 

cosu, mitigate mk:s, end onsur~ ,u,ulnabtttty. 

Grant received a Bachelor of ScltH,ce ln Applied Econom,c.s and Management and a Minor- 1n R:eal Estate rrom Cornell 

I.Jn1Vers1ty with H;mors. Add1tionaUy, Grant holds several cer-t1f1cations from Amuon Web Services Big Data, Machine 

learrnng, and Sec.mty Specialties; Solutions- Al"Chitect. 

Outside of work, Grant enJoys reading, traveling, fishing, paddle boarding, and playing with his dog Dudley the 

Goldendoodle. Alw..-iys with a book tn h,s hand ,1nd quoting the late and great Jim Rohn, he It.& firm believer in learning 

your way through challenges, 

Ill! 

Oyl~n Wheller 

LE.AO SOAWA~E DEVELOPER 

As one of Rochal's lead devf;'lopers and a fabric in the team's 

fcundat10n, Dylan adds tremendous valu@ as a developer and as 

a person 

With his 20 year~ of expenenc.o m entorpri,@sortware 

Jared Grove 

sonW;\RE DEVELOPER 

Hls background ,n engtnet1rln9, c:omb,ned with his expetlenca 1n d~velopment, /"e bt1t19s an n,credible amount of experience In 

Jared 1s a F'ult Stack: Engineer r-esponsible for developing, 

testing. and opt1m1tin9 software features at l?ockVal. He brings 

the technical. analytical, and creative approaches he shar-pened 

during his years studying and working as a mechanical engineer 

to t•ns work ,u a develop~,-. As a polyglot prog.-ammer, Jared 

bclie11es In using the best tool for the job. 

design and development for multiple startups 1n tne te<:h development and software archltocture for producing scalbblo 

space, •Uow~ hlm to bring lean practices to the aevelopment appt1catlons 0)'lan has wor)i;ed tn proJcct'5 tr-om a variety of 

wor-kftow, by implementing scrum methodologies to the se,cto,..s mcludlng banking, loglst1cs. ret111t, travel educat►on, 

technical process. .tnd real estate.As a ~elf-taught developer, he 4'5 keen on 
learning the latest and greatest tl!Chnolog1es., mcluding vlr-tual 

In his former role as founder and CEO of Pixel, Andres bridged 

the gap between non•technlc.at founders and software 

de\lelopm(!nt teams to help them get to market raster. and 

model the right prototy~ to onsure t1m<t and c:ost 

compet1tlvones.s 

Andres reC'elVed a 8.Sc. In Menufa,ctunng Engineering from 

~unlver,:1dad Metropolit"na" (Carat-''5, Venezuela.I, 115 well as 
cert1f1catlons In Scrum, React, UX/UI design, and Gamificat1on. 

In his free time, Andre,s en1oys bike riding, running, doing 

Crossf1t, and playing beac:h tennis. If he's not Learning n(!w tec:h, 

you'll find him at the beach or helping local non•1:>rof1ts harnHs 

entreprenaurship 1n west Pein'\ B~ach, 

Yarima Luciani 

SOf=TWAAE DEvELOPEQ 

reality and artificial 1nteW9ence_ 

In his spare t1ml!. Dylan loves the adventurous lire, frequently 

s.norkeUng, hjklng. scuba diving, and any other blood-pumping 

ac:tlv1ues ho can find Ho Is. often totd, "You are lhe most 

adventu,..ous nud we know·• 

Outs.1de of his ar:lven.tures, he love.s to 5,pend time wlth his wife 
and his three furry children (Chili, l.oki, and Kenzi) and takes any 

opportunity he can to walk on the beach, hike a mountain, or 

travel around the countryside with them. 

Dyl.An f~els th31 , • ., day without lH,..nin9 somt!thlng, 1s a d3y 

wasted" and st,111es personally l!lnd orofess10nally to grow each 

and every day 

Brandon Wheller­

GRAtiHic DESIGNER 

Jared received his Bachelor of Science 1n Mechomcal 

Eng1neenng from the University of Mlnnesoti,. After teaching 
himself to code during his S years designing heat recovery 

systems for gas turbines and other waste heat appttcatlons he 

took the teap to pur-sue softwa,-e development futt~time and 

hasn't reg.-etted 1t for .a second. 

By night, J,ued lovat to han9 out with his wnc-, play basketbotl, 

run ;,roundw1th hjs dogs, wotch anlmo, 11ndcode for fun. He 

cares about the world, his community, and the people In It; 

whether they be stranger'\ or friends. 

Noah Weiss 



AS a :,.onware 1-1eve1oper at: wocKv<n, ,anmi'l 15 ma1my mvowco 
In product developmenl 

With hll!f e.xpene.nce: 1n software ll!ng1ne.er1ng, she prov,d~ 

l'fhclent and effe.c:t:lv• solutions to any requlramtmts or 

probloms that .Vl!il! In th(I ptAtfarm Hctr background allows har 

to undersu,nd th{' Inna, workings of tha system and gives her 

the rtexlb1Uty to easily itdf!Pt to the conitant <:han9es In 

technology tl"!i'lt comes with sortware development. 

Whtie working with ?n,el Devetopmenl, she helped different 

companies convert tdeas into products. by following the best 
coding practices and cre.itlng docurnent.iit:Jon to deliver 

compl@te selll.tblo solutions. 

varima roeewod a Bachelor of Selene~ 1n Computor Eng,no@rln9 

from S1m6n Bollvor Uolvnrslty In Venezucl4, where iho 
s.pednlized In Artll1clal lnte\llgen<:f" and Databues. Add1t1onalty, 

AS 1urapmc ues.1gneq at KOCKva1, Manaon 15 pnmc1n1y 1nvo1vco 
1n creating corrpany visual concepts, using vanous software 

and design tecl"mques to 1nsptre. inform and captivate our 

consumers. Brandon's experience marks him .iis., true creative 

with varying pcrtfoltos across tndunr,es such as sound, su 

dHign, slgoilgo, landscaping and v1doa production, Which 

brings both f'laJ~ and pragmatism to the RockVal team. 

6nmdon quaHr1~d with a BA In Mu.sic Technology and 

Prod1.1ct1on from Leeds University, and also holds cert1r1catlons 
m Graphic Design and Art, plus a Prince "2 Project Management 

Qualiflcat,on, I-ts versatility allows. him to contribute 
meaningfully lO various asp(!Cts of the RockVal team and he IS 

often found hght1m1ng the load where required. BrMdon 1-s 

passionate about ovary thing he stits his mind to, and his high 

enorgy within the tHm Ji •lways folt 

she was part of a b1omed1ail rescarcli group at the University of In his 5pare time hv continues this c;:reabvity with his favourite 

Zaragoza, located in Spain pastime of producing electronic music and creating sock 
puppets for his daughter, LIiy 111 the words ofTlm Notke, 

In her free time, Yanma en,oys traveling, practicing yoga. and Brandon believe-s Hard work beats tatent, when talent doe-sn t 
walking Maya, her beloved Rhod('.S1an dog You w1U always find work hard!" 

hu ,n the con$t.int punull of 1mprovtn9 Uf@ through d1sc1plln@ 

.!Ind hOlllthy habits 

Vanessa Calas 

VP Cl= MAAKCTING ANO COMM\JNJTV 

ll\l 

Conner Eagleton 

SALE"S ASSOCIATE 

conner E:i9leton 1s a SalesAssoc1ate at Rock vol who directly 

ln...,otves h1mse11 In c;:hent relations. product outreech and 

vaneu-, Cal&s i,~s worked 1n marketing and communlt!f bull ding bus1nen solutions. At Ns most ,.ecent firm, Conn 11, .served 05.;, 

tor tlghtyeors, Her career bogan In 'StArtup mark<.'t1ng, public commercial reil!ll estate analyst, In thl5 role, he became 

rel.!IUons, ~nd crl~ls commun+catlons for both h.iroware and proficient In umlerwntfng ilnd investment analys1,;. Conner Is 

software music tech startups. Shf! ,s a founder, having started dedicated to glv,ng hls tuu attention to his clients' need1i and 

two marketing consultanct~. Hf!f'"most rece,it rote:s were as demonstrates thlll with his dnve .and hone,a;y. 

director of marketing at an 1nv~nment bank And-as director or 
comm1.mlty growth at a <.odlng boot camp Conner attendEd the Umverslty of South l=londa, where he 

V.tnH~ pnor1ttzes nonprof,t llnd <.ommun1ty 1nvotvement 1n 
her me as weU St,e 'ierves as Director of Susta!nab11ity for 

Piper's.Angels Foundation, the organ1iatlon that hosts the 

annual Crossing For Cystic F'ibrosls BO-mile paddle·board 

challenge. She IS also a Tech Hub South Flor1di'I Ambauador and 

Is actively Involved in the south Florida tech and startup 

Industry. 

She nold~ a becnetor's of ~<••nee from Che Untvors,ty of Florida, 

where she ma1ored tn public rel11tlons With i dual minor In 

bustn«:55 administration ani:t t=rench and frilncophane studies 
Vanessa is fluent 1n English, Spanish, and French, as well ai; 

conversational m Brazilian Portuguese 

Vanessa lt\/e'5 In West Palm Beach, l="larida, With her hu~band and 

the It ret1rC!d racn1g greyhound. She Is Jk'l!.S1onate about the 

ocean ""d r,irotecun9 •t, and IO\>IOS paddle-boord1n9 and shnrki 

.'i'.. Our Milestones 

graduated with a Finance degree, He focused h1i. studies on 

cap,tal markets and real estate Investment, C:onner continues 

to study the financial markets and reol estate; Mer~ always 

looking for tlie ,ext gteM Investment opportumty 

Sorn m south Flond,11; and I llfotlme resident. conner•~ an 

outdoor activJs:r who eoJO)'S competing 1n local and 

International fishing tournaments. His love for fishing started 
when he was~ '<id when h•!'ii family would frequ£1ntty tc1ke him 

to the Bahamas, In his free time, Conner can be found playing 

golf with his friimds, researching stocks, ;:ind freed1vmg along 

the East coast C>f Florldi1. 

lounc-hed to live and offtin br1ng1ng on 
deliver data- powerful, 
driven, smart, affordable real generating 
and automated estate solutions revenue thus 

Start of Rockval reat estate data to commercial proving the 

AS an aov1sor rar t<O<:xva\, Noan neips tne c;:ompany stay c:1os.e 
w1t.t1 the latest developments in commercial real e-state, as well 

as plays a strategic role in company pomloning, Noah·s 

experU~e 1n CR:E has b~en crucial to the succe.ss of Rockvdland 

has be~n a suppott~r s,nc.~ our inception. 

At Atlas Real £state Portners, Noah 1s rasporulble for sourcing, 

struct1Jrjng, and executing lnves.tments on behalf ot the 

company H weU as overs.eemg the growtt, oft.he company''S 

hospttahty to housmg platform. Prior to jolnihg the firm, Noah 
founded Alt•H Capital, focusing on hotel bridge hqu1<21ty and 

apartment hotel mvestments and o15dv1s0f)', Noah was 
prttV10usl)' Managing Director I VP of Real Estate Investments ot 

Domio, an apartment hotel operator when~ he bu1ll snd led the 

Roal Estate lnv~stments team nnd ov~rsaw th• compnny•s 

e.>cponslOfl strategy 

Pnor to Oonuo, Noah was a director of ac:qu1stt1ons at .l\ngelo 

Gordon, a $32 bil\lon AUM alternative investment manager In 
NewYQrk. At Angelo Gordon, he was responsible for sourcing 

and closing real estate tra.nsact,ons ,n North AmEnca .and 
Western Europe as part of the firm's S1 b,Ulon oet lease real 

estate fund . 

8oforc (olnlng Angelo Ci-Ordon, Noah worli:~d f"ot Bank ofTuas. 

whare he 0n91natod, underwrote, ,ind closed c;:ommer<:ial real 

enare lo~ns ,n: well ,u co-launched the bank's nl'tional sen!on 

housing tending buslne5s. Noah started h15-career at MMA 

Realty Ca.pltal, whe>re he was a senior analyst in the proprietary 

up1tal group, Noah U!ce,ved a 6.B.A. degree from Emory 
University Gcizoeta Business Sc.hool and an M.8.A., with honors, 

from The Un1vetslty of Chicago Booth School of aus,ness. Noah 

Is 6 CFA Charterholder 

Noah loves travel. al'\ylh1ng ocean-related. •Hiding to his Sc;:otch 

collectjon, aod spending time with his wife, Casey, i)nd s-0ns 
Nash and Bowle. No(lh serves as Senior Advisor to Alt•H Capital, 

Advisor to ~ockval. Inc., and is an a.ctive member or the Well\ 

Cornell Children's Health Council. 

Rock val starts with the 
original aim to pro....-ide 

l.lsers with an entll!r~rlstr 
acqu1sit1on and 

solutions to the 
lnduslry 

real estate 
orofMsionals. 

domand In u,e 
industry ror 
affordable, 
eas\1-to-use 

crowdfund campaign 

Rod.val launches 
crowdfund ta raise 51.0M 

6,SOOth paid user 

signs up 

Roc:kval ends first vearllve 
with 6,500 patd users and 
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tfi, Investment Risks 

General Risk 

Investing 1n early-stage companies without a proven track record of performance or sound liquidity such as Rockval, Inc, (the ~company'") 1s highly speculative In nature 

and presents significant risk to you, as the investor. In short, you may lose your entire investment. Prior to investing, you need to thoroughly research and understand all 

potential n5ks associated with tnvestlng m the Company. UntH the Company has achieved profltab1lity and 1s without need of raising additional capital, the chance of you 

losing your entke investment remains likely. Therefore, you should not invest more than you arc willing to comfortably lose. 

Uke the Company, many compantes engaging in crowdfunding are early-stage start-ups with a high likelihood of failure due to various factors contained in these risk 

disclosures. Regardless of future revenue and/or profitability perform:ince, good and bad, there is no guarantee that you wiU e"er see a return on your Investment, or 

that you will ever be in a place to exit your investment for a profit or a loss. 

As with all inve.stments, you should proceed with caution, do your own rnsearch, due diligence, and stH!k professional 1n1Jestment advice prlor to investing. A profess1onal 

adviser may Identify and alert you to risk not covered In these disclosu--es, The realization of any of the risks contained herein or unknown rls~s not disclosed could lead to 

an immediate need for the Company to rajse additional capital, make d fficult and unpopular oporatlonal decisions, or cease operations altogether You understand that in 

the event you lO'!ie your entire investment you may h;ive limited or no ,ecourse against the Comp;iny. 

Dilution Risk 

The Company plans to raise more capital in the future with possibly more than on@ round of funding Dependent upon th@ offering, new in\J@stors may receive additional 

equity shares m the Company and exlstmg shareholders may experience a decrease m ownership percentage {d1lution1 upon the issuance of new shares by the Company, 

possibly at a lower price. Future 

offerings may provide the new investors with advantages not available to you as a pre1Jious tnvestor. 

Minority ownership Impact 

The common stock that you are plJrchasing through this offering has voting rights attached to it as otherwise herein stated. Howe1Jer 1 you will be a m1nonty shareholder 

of the .. Company and will therefore have limited ability to Influence decisions of the Company's management team, By investing In the Company, aH inve5tors are trustlng 

the Company's managemeht to make decisions In the best interests of the Company, its mission, team members, and the shareholders. It serve-5, 

f:'raud Risk 

There is no guarantee that any investment is immune from fraud, Wh1l-= most public offermgs, including Reg CF= offerings, re(luire screening standards, oversight. and 

reviews, the nsk of fraud remains high when investing many early-stage company including start-ups such as the Company. There ts no guarantee as to the validity or 

accuracy of the Company's claims or representations about technolog1 1 pro1ections and forward~took.lng statements, advertising materials related to this crowdfunding 

raise, or past or future performance. You are required to undertake your own d1Ugence and/or consult your financial advisor with respect to the accuracy and vahd1ty of 

the Company's matertals. 

Offering Price 

The price of the Company's common stock has bi!Em arbitrarily establi~hed by the! Company, considering such matters as the state of the Company"s business 

development and the general condition of the industry in which It operates. The offering price bears little relat1onsh1p to the assets, net worth, or any other objective 

Cl"itfirla of value appllcable to the Company. 

Loant 

If funds in excess of those raised are needed by the Company, the Company retains the right to obtain a loan or additional debt, the repayment of which wltl take. priority 

over the payment of dividends, revenue sharing returns, and prior debt offerings to Investors. 

Economic Risk 

The Company's success Is extremely sensitive to vanous known and unknown Internal and external societal, regulatory, and economic factors. These factors may impact 

the performance of the Company and its abrtlty to achieve stated ob1ect1ves. 

Known factors include, but are not lmuted to: 

• Local, regional, national, or global economic recessions. 

• Changes In cap1tal market conditions and the Company's ability to obtain future funding. 

• Changes or declines- m employment within the Company and outside the Company 

• Domestic or international tax policy changes. 

• Domestic and global political conditions 

• Wars, natural dis.asters, and other potentialcnses. 

Untmown factors mclude ones undisclosed herein that have a high hke,lhood of occurnng without forewarning or knowledge thereof. Such events could lead to a sudden 

and intense need for the Company to raise additional capital, make difficult and unpopular operat,onaldecislons, orceaso operations. 

Performance Ri$k 

There Is a h,gh liketlhood that future company performance may not achieve its stated obJectives herein, All statements, claims, and representations of future 

performance are for the most part hypothetical. based on management's good raith and best efforts esumates. analys,s, and forecasts. current management 

eMpectatlons and pr0Ject1ons regarding future performance 1 financial trends, societal trends, economic trends. and other reasonable beliefs impacting the business, 

financial cond1t1ons, and the results of its operations form the basis for the proiect10ns and other forward-looking statements made herein.As soc1oeconom1c trends 

change, there is a high likelihood that suet, assumptions made in good faith and contained herein may become less reliable creating a circumstance where adJustments. to 

the Company's operations may be required. 

Achievement of stated performance contains nsks based on known and unknown internal and e)(ternal factors that could lead to material changes or varJat1ons of actual 

results. There is no guarantee that the Company s financial and operations performance will meet expectations or herein stated projectrons and forward-lookihg 

statements. 



Liquidity Risk 

The Company's sec unties will be Illiquid. The Compilny's securities may not be converted into cash. 

W1th lirmted exceptlons,you will not be lawfully able to sell or transfer your securities during the initial mandatory 12-month lock-up period. After this perioo, Federal 

and State securitie.s rngulations may limit or rostrict your ability to sell or transfer your securities. )n the event you are able to sell your secur1tl~s you will likely have a 

hard ttme finding a buyer due to a lack of an establfshed market, and, if such a marketplace exists, it may experience Low volume or few participants. You should be 

prepared to hold your invenment for a very long time. 

Disclosure Risk 

Data and informat,on regarding the Company and the investment opportunity is limited You may not have orbe able to obtain all the Information requested or sought 

after in order to make a sound investment decision. While the Companf 1s required to disclose certain information such as an offermg document. annual financial 

statements, annual reports. information concerning intended use of funds and material changes, such disclosures and Information contained herein do not re.present all 

the data or risks associated with mvesting in early-stage companies such as the Company. 

Available information wtll be ltmttcd as the Company does not have a fully developed business plan and long history of operation. lnvestmg In crowd funding companies 

presents significantly more r15k than investing m pubLicly traded companies due to the limited amount of data and information provided by a company engaging in a Reg 

CF raise. Unlike the Company, publicly listed companies are required to file annual and quarterly reports and promptly disclose matenatlnformation, providing the ability 

for the investor to more closely and thoroughly monitor their in11estml!nt. 

Capital Risk 

The Company requires ongoing intensive capital formation and allocat on until p,of1tability ,s achieved which may not happen due to various internal and e,ctetnal known 

and unknown factors. The amount of capital the Company 1s attempt mg to ra,se tn this offenng will not be enough to sustain 1ts business operations to p(of1tl:lb1hty. The 

Company will have to raise additional capital to continue development and fund operations and expansion. There is no guarantee that additional capital will be able to be 

raised by the Company el/en If this raise 1s successful. If the Company l!i unable to acquire additional capital it may be required to alter Its business plan, busmess strategy, 

seU assets, reduce work.force, restructure under the protections of a bankruptcy filing, or cease operations and dissolve. Under such scenarios, no return of capttal, 

shareholder settlement or refund Would be issued to investors. The Company's inab1l1ty to secure future capital could adversely impact the business, its valuation, and/or 

the value of shareholder sec unties. 

Credit Risk 

There Is a high likelihood that the Company Wtll require access to capital or credit m order to support business growth finance requirements. Acquiring extensions of 

credjt with favorable terms can be challenging and is highly dependent upon macro-economic condltions coupled with the aforementioned internal and external known 

and unknown factors. If the Company 1s unable to obtam needed credit 1t could be forced to modify business strategy, growth pro1ectlons, or take other action necessary 

to raise additional capital or conserve existmg funds. The Company's inability to secure future credit could adversely impact the busmess, its valuation, and/or the value 

of shareholder secuntles, 

Use of f:unds Risk 

The pr'OJected use of funds and proceed$ from thts Reg CF offering 1s a best estimate. Actuat capital attocat•on may dfffe.r ba$ed on business conditions at the time of 

e,cecutlon and is solely based on the Company's discretion. The Company's investors should be comfortable with the provided mtended fund usage descript1on and 

understand the company·s leaders:hlp and management team resetves the right to re·allocate use ot proceed funds ba$eci on the needs of the company. 

Personnel and Management Risk 

Investing in the Company is an investment in the founders, employees, and managcmcmt team Their ability to executc the business plan and make sound operational 

decisions will be important factors in the viability and success of the C,:,mpany. As the Company's Investors. you will not be able to participate directly in the Company's 

day•to-day operations or engage managem~nt or ott,er employees. The Company's s@cur1ty holders do not have a special right of acc@ss to th!'.? Company unle.55 

otherwise granted, Your investment tn the Company will in part be allocated by the Company to fund employee, management, and e>eecutlve off1cercompensatlon, This 

compensation 1s exclusively set by Company leadership 

Demand Risk 

Realized market demand for the Company s product: and application may not y1etd forecasteo sales or revenue e,cpect:auons contained herern. All demand catcu1.at1ons 

factored into the forward-looking sales models are based on hypothetical estimates that may not be obtamed when the products and services are released. 

Supply Risk 

The Company could experience inbound supply problems causing a disruption or negative impact on its business operations, and revenue and growth objectives. This 

could potenttally Include disruptions from suppliers, sh1ppm9 agents or general market conditions. that impact production, operations, and sales. 

Revenue Risk 

The Company 1s pre~re11enue t1nd will f;,ce challenges ,nits efforts to grow the bu~lness and monetize its products and services. It has limited operating capital and will 

be largetydependent upon ,ts abHity to flnanee operations from the sate of equity. the Issuance of debt or other financing alte(natlves. The company·s taHure to 

successfully raise operating capital or effecUvely monetlte its products could potentially result ln an ad11er'se impact to the business, up to and including bankruptcy 

Regulatory Risk 

The Company plans to offer its primary product and service w1thln a highly regulated marketplace. Feder;atand State licensing may be required. Failure to Obtain such 
licensing could re~ult In an ad11ers£1 impact on the Company's ability to meet siJles and revenue objecttves. The risk; that leg1statlve or policy decisions and changes on a 

F"ederal or State level may result in higher costs or obstacles to success for the Company 1s extremely l11<:ely. In an uncertain regulatory environment, the Company's 

operations may be sLtbJect to direct or Indirect .1doptlon, expansion or nterpretation of various laws and regulations. Compliance with current and future laws and 

regulations may require the Company to significantly change its pricing models or business plan. These additional changes may have a material and adverse impact on Its 

oper11tions and financial results Furthermore, the 1ntroductio11 of new services may require the company to comply With additional, yet to be defined, laws and 

regulations. The failure to adequately comply may delay or possibly pre-vent some of the Company's pro du cu or services 

from be,ng offered, Which could have a mnerlal ad11erse Impact on the Company's ffnanclal condition and results of operations. 

Competitive Risk 

The market in which the Company operates Is highly competitive and Is likely to become increasingly competitive in the future. The Company may ultimately face 

declining sales. decreased revenue or smaller margins as a direct result of competition In the marketplace Changes In customer preference or the inability to 
succes:sfullv comoete with other comoanlPs offerino a simllnr oroduct or service could neaativelv imo.act the Comcanv's financial oerformance_ 



Risk of Limited Operating History 

The Company Is A newly est&lbUshed entity thAt lacks a substantial ope-.lting history, Prospective investors will have limited Information on which to base their 

inve!iitment decision. 

Intellectual Property (IP) Risk 

The Company's performance and success may be impacted by its ability to obtain, maintain and protect legal protections on its intellectual property rights to the 

tec:hnotog1es and processes used to deliYer its products or sen/Ices. f:urther, any patents or intellectual propeny protections obtained by the company may be 

challenged, circumvented, or determined unenforceable in the future-. Intellectual property enforcement may be tlme·consuming and cost-intensive whtle 

simultaneoust~ diverting the Company's attentJori away from successfully executing its business plan. 

Key Person Risk 

Due to the Company's small size, tt ls susceptible to key person r,sk, Th~ success of the Company will largely be dependent upon the experience and skill of Its oversjght 

committee, board of directors, executive officers, and tenured emplo)'ees. The Company can make no guarantees tkat key individuals necessary for the succflssful 

operation of the business objectives will continue to be employed by the Company for any defined period ort1me. Loss of any key persons for any reason could cause 
irreparable harm to the Company's ability to deliver value to shareholders, meet business objectives, and could cause the Company and your investment to suffer. 

Financial Statement Risk 

Unless otherwise indicated the Company has not provrded 1nYestors wtth financial statements that have been audited by an mdependent third·party accounting firm. As 

such, mformatJon regarding the Company's cap1tahzat1on. assets and t1ab1ltt1es Is 1.maud1ted, tf you feel that the information provided by the Company Is not sufficient for 

you to make a reasonably informed decision, you should not invest in the Company. 

Third Party Risk 

The Company relies on mult,ple third-party services that are essential to its operations and ach!evement of business obJectives. It 1s possible that these third parties will 

fail to perform their servicf'I..S as represented or will perform them in ar unacceptable manner that wlU result ma matenal negative Impact to the Company and 

shareholder Value. Your Investment may be adversely impacted by the Company's reliance on third-party service providers and the tr performance. 

Marketing Risk 

Sales and revenue proJections are based on hypothetical marketing estimates. However, the Company may not be able to succeufutty maintain, promote, and grow the 

brand through tts market,ng and communfcat,on strategies. Increasing the number of customers white establishing brand awareness and loyalty may prove dlff,cutt 1n 

the hyper-competitive marketplace ln which the company operntes. Inability to successfully market the Company and Increase its customer base will adversely impact 

the company's operations and 1nhib1t success while posmg a nsk to shareholder Investment. 

Corporate Governance Risk 

The Company Is not sub1ect to the corporate governance requirements of the national securities e-xchanges. Any company whose securities a(e 0sted on a natlonal 

securities exchange is subject to a number of rules about corporate governance intended to protect rnvestors, For example, the masor US, stock exchanges require listed 

companies to ma1ntam an audit committee comprised ent,rely of mdepencient members of the board of directors (i,e,, directors with no material outside relationships 

with the company or management), responsible for monitoring the company's compliance with local 1 state and federal law. The Company does not possess, nor w,u It be 

required to implement these and other such controls and investor protections. 

Rotting Close Risk 

The Company·s offering may mvolve "Roll,ng Closes". In such cases, once the target amount of the offering has been met, investors with accepted subscription 

agreements become the Company's rnvestors. Should a material change occur after the closing, you will no longer have the right to withdraw from the offenng, 

regardless of such matenat change. 

Valuation Risk 

With early-stage tnvestlng~ start--up valuation accuracy can be difficult to obtain. Accurate valuation of the Company can be difficult to assess. PubUc companies are 

valued publlcly, and valuations.are supported through mMket~drlven stock prices and vast amolmts of corporate data provided by the pubUc company, Valuation of a 
private company 1s established pr'wately by the company itself and can be difficult to assess due to the limited avajlab1Hty of public information and historical records, or 

limited t1me In busmess. There may exist addltionalctasses of equity with rights that are superior to the class being sold through this offering. New equity classes may be 

created based on the fvture ,ieeds ot the company, w'11ch may dllute or devalue pnormvestor secur1t1es. 

Insured Risk/Secured Risk 

The Investment offered throtJgh this raise ,snot guaranteed or Jnsurec by the FDIC or any other agency or entity. Nor are the interests issued through this offering 

secured by any collateral. In no sceriano would the Interest be redeemable for any tangible asset owned by the Company or ,ts prmc:,pal employees, management team. 

or other shareholders. 

eo Updates 

Sep13 

2021 

Sep08 

2021 

Reposting to Preferred Shares. 

We are currently in the process of repost ng our raise to preferred shares rather than convertible "otes to meet investor demand. 

On 8/20/2021 we issued an additional convertible note of $100,000. 

Grant Weiss 
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@ FAQ 

Q: What Is a convertible note? 

A: A convertible note 1s debt on the company, however, it is used as an instrument to provide the advantages of debt 1n a down 

sc:enario with liquidation preferem;es 1 but the advantages of ,onverting into equity in an up scenario with converting Into 
preferred stock on the next financing and then to common shares it there is an exit. 

Q: Is Rock val valued at S10mm? 

A: No, Rockval has not gone through a priced equity round as of now. 

The S10mm valuation cap reflected is the MOST the valuation w ll be upon conversion into equity. Under the terms of ourrais.e, 

the convertible debt will convert Into equity upon a priced round of $1mm In additional capital, at which point there will be a 
newly determined price per share. 

As a convertible debt holder, if the priced round is below the $10mm valuation cap, you will convert into equity at the tower 
valuation. If the priced round Is above the $10mm valuation cap you will convert Into equity at the lower valuation of s1omm. 

Q: I'm not In the real estate Industry. Can I still invest? 

A: One of the most intriguing points about Rockval is that up to this point we have been primarily funded by real estate 
professionals, 

We believe this industry buy-In 1s cr1t1catand also makes for a very compethng story. Those In the commercial real estate industry 
understand the power of what Rockval ,s offering and the ability it has to transform the Industry. For that reason, we believe that 
most of our Investors will continue to be real estate professionals because they wilt want to be a part of this movement. If you're 
not, and you stltl see the vision of where we're going, jump on board thls train and who knows ... maybe you'll want to get involved 
in the real estate industry after you see where Rockvalls going! 

Q: What does the competitive landscape look like? 

A: There are a number of competitors 1n the real estate data and software space. Each of them has strengths and weaknesses and 
goes after a particular target market wlth a defined product offering. Most of our competition is extremely expensive and 
complex and that's where Rockval has a clear edge. Rockval offers powerful,yet simple to use products all priced at a fraction of 
the competition. 

ilnROCKVA[ 
IHVCSTOR: 



Q: Ooyou have property•level data on all the markets in the United States? 

A: Yes. Through our 3rd-party data partnerships, we have access to property-level data throughout the country. This data includes 

such things as year built, square footage, ownership, debt, tran~acttons, etc. 

Q: Whal IS Rocl<val's business model. I.e. how does It m•~• money? 

A: Rockval 1s a subscnpt,on company(Software-As-A-Servlce) that charges $9,99/product/user/month. This low price point makes 

Rockvalan easy decision for customers because of the tremendJus value they receive in return. Because of the affordability, 

Rockval has the potential to reach Widespread adoption throughout the country very quickly. 

Q: What 1s your target market?Who 1s your Ideal customer? 

A: We target small-to-m1d-s1ze owners, brokers, investors, lenders, etc., who need the tools we provide to run theirbusmess. 

Rock.val helps them do their jobs better, faster, and at a fraction of the cost of our competitors, 

Our ideal customers are companies with between 1-25 employees that are tired of having to overpay forlow•quaOty data and 

service or complicated platforms that require extensive training to use, They also generally do not have marketmg departments 

to generate their marketing materials. 

Q: Why Is now a good t,me for Rockval to enter the mark.et? 

A: The real estate industry is old and antiquated and 1s ripe for disr Jption using technology. Real estate professionals are tired of 

doing things the way they·ve always done them and have embrcced new technologies to make them more efficient. Existing 

competitor incumbents, while having sizable market share, have very negative reviews by many in the industry who are lookmg 

foralternatwes. Add to that the COVID pandemic, wh1c:h has c:aused everyone to explore ways to reduce costs, and you have a 

perfect Window of opportunity for an extremely affordable, powerful alternative to gain market share. 

Q: When will Rockval start making money? 

A: it already has! Rock val went tive on April 19, .2021 and, primarily through only a few phone c.alls and emails, quickly brought on paid 

users, whtch generated over 56,000 m annual recurring revenuE (ARR}. 

We have recently engaged .a successful advert1sln9/marketin9 agency to work with us on our SEO, SEM, social media advertising, 

website conversion. and email campaigns to drive sales growth 

As the advertising/marketing efforts f'amp up, word of mouth continues, and user,; begin to shaf'e marketing flyers and 

proformas created with R.ockvi'll, sales wtH continue to grow. Reck val Is proving the mi,rket dem;,nd for its product~. 

Q: What marketing tools wilt the company use to reach its target market? 

A: Rockvi'II w,tt use a combination of paid and free media channels to rer1ch its target market. It will utilize such channels as Linkedln, 

Facebook.1nsta9r-am, vouTube, and Twitter Addltlonally, It will collaborate with strong social med,a Influencers In the l'eat estate 

industry to reach their large followings. Word of mouth will also be a key part of reaching potential customers. SEO and SEM w,ll 

be employed as well as emaU marketing. 

Q: when will you be profitable? 

A: we·re fol'ecast,ng the company will be profitable tn the next 12 months based on reasonable user growth 

our strategy, however. 1s to continue to raise capital to ture more developers. more salespeople. spend more on advertising, and 

integrate additional 3rd-party data sources to continue to grow the us-er base and revenue. 

Q: What rs.your go to market strategy7 



A: Rockval's go to market strategy is crafted in a way to drive pockets of adoption In key markets that have high levels of 

part1c1pation from our core investor networks. 

- South Florida 

- Houston & Dallas 
- New York. 

- Los Angeles 

Q: What are your exit opportun1t1es? 

A: As we're still building, we're not eyeing an exit any time soon. However, as opportumdes arise (selling company, public offering, 

etc.), we will explore them to see which ones make sense 

Q: How big 1s the market for your products? 

A: Big! The commercial real estate industry is made up of around 3.3 million professional-s. It 1s estimated that roughly half of them 

are m our target market of small-to-mid-size shops. Assuming each professional purchases two of our products at $120 each that 

,s a S400M market. Rock val will get some share of that market 

Additionally, we belnwe there is a hugo, untapped opportunity to provide residential agents/real tors with affordable tools to 

allow them to do commercial deals. There are roughly 2.0 miltio'l residential agents and some percentage would like to do a 

commercial deal 1f they had the resources ("res1-mmcrcial' agerts). Rockval stands ready to help these agents with their 

commercial deals. 

Q: How can I mvest more than SS,000 Into Rockval? 

A: We are seeking strategic investors who understand where we're going and see the same vision. If you're Interested In investing 
more. please reach out to us at invcstors@rockval.com. 
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@ Adam Friedman 54:p n 2021 

how do you 




