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O
ur M

ission and S
tory

Leadership Team
 and A

dvisors

O
ur D

ifferentiated, B
reakthrough P

roducts

G
row

th and Leadership S
trategy

Financials

The M
arket O

pportunity

C
om

petitive A
ssets

S
unD

rift is a m
inority, 

w
om

an-ow
ned business building a 

full-spectrum
, craft cannabis edibles 

brand. W
e are operational and 

producing revenue in our launch 
state m

arket of M
assachusetts.

5 4 3 2 1



To build a truly differentiated, category-leading 
craft cannabis brand that’s easily
consum

able w
hile advancing

sustainable practices, enabling w
ellness,

and furthering social justice.

O
U

R M
IS

S
IO

N

In 2015, D
avid H

ollands (photo, right) started
developing a hard candy edibles recipe w

hich his
brother M

ark, a cannabis connoisseur, originated.
D

ave then spent years perfecting the recipe and
studying the evolving cannabis industry.

W
ith a unique hom

em
ade form

ula truly differentiated
from

 other candies in both taste and experience,
D

ave knew
 he w

as onto som
ething special.

H
e partnered w

ith Janine Yu and Jon P
ollock to

launch S
un D

rops LLC
 (dba S

unD
rift) and the journey to advancing one 

of the m
ost tasty and effective brands of craft edibles w

as underw
ay!

O
U

R S
TO

R
Y



TH
E

M
A

R
K

E
T

O
P

P
O

R
TU

N
ITY



Launching in an E
xceptionally R

obust S
tate M

arket:
M

assachusetts
�

A
 hub of the m

ost affl
uent and sophisticated cannabis consum

ers
�

A
 U

.S
. ‘sm

art’ econom
y leader; highly inform

ed, discretionary retail
custom

ers by nature
�

O
ver-21 population of 4.5M

 (greater than all of O
regon)

�
A

dult U
se m

arket exceeded $2B
 gross sales years 1-3, achieving

$1.33B
 in 2021; that’s up over 90%

 (nearly $700M
) from

 2020 sales
�

2022 closed out w
ith projected increase on target - total sales nearly $1.5B

.

T
H

E M
A

R
K

ET O
P

P
O

R
TU

N
ITY

A
dult C

onsum
er S

ales through 9-30-22. M
A

-C
C

C
 (click im

age to go live)

M
assachusetts:

R
ead

ym
ad

e for C
raft B

rand
 C

ustom
er P

reference
�

R
esolving supply gap crisis now

 resulting in flood of m
ediocre 

flow
er

�
M

ass m
arket volum

e approach w
aking up inform

ed custom
ers, 

sparking quest for ‘better’
�

A
dult U

se dispensary location saturation
�

R
etailers stressed to find differentiators to com

bat too m
uch choice

�
R

etailers and consum
ers battling ‘sam

e as’ syndrom
e

�
U

nique brands com
ing into the m

arket need experienced retailers
as partners in building out distinguishable channels

�
P

rice cutting has retailers in costly loop of finding new
 custom

ers

►
U

.S
. cannabis sales w

ent up 21%
 in 2022, from

 2021 results. 
The projected rate could double to $100B

 by 2030.



N
O

N-F
LO

W
ER C

O
N

S
U

M
P

TIO
N; B

R
A

N
D

ED E
XP

ER
IEN

C
E P

R
O

D
U

C
TS

W
here the M

ost D
esirable, P

rem
ium

 C
annabis C

ustom
ers are H

eading

“…
overall edibles sales grew

 by m
ore than 20%

,
from

 $1.15B
 in 2020 to $1.38B

 in 2021.”
- M

arijuana B
usiness D

aily

You K
now

 W
hat E

lse H
as S

old W
ell D

uring the P
andem

ic? 
W

eed E
dibles

P
andem

ic anxiety and m
ounting concerns about vaping 

have helped shift sales of cannabis products.
- N

ew
 York Tim

es

C
annabis Industry S

tatistics
2022

In the m
ost m

ature cannabis state m
arkets, rich w

ith 
prem

ium
-oriented preferred consum

ers, the com
petitive 

terrain w
ithin the edibles and beverages segm

ents is less 
crow

ded.



N
O

N-F
LO

W
ER C

O
N

S
U

M
P

TIO
N; B

R
A

N
D

ED E
XP

ER
IEN

C
E P

R
O

D
U

C
TS

W
here the M

ost D
esirable, P

rem
ium

 C
annabis C

ustom
ers are H

eading

E
dibles: The Transitional P

roduct to M
ore C

annabis C
onsum

ers

✔
Expands consum

ption contexts
✔

P
rovides a real option for historically-resistant prospective cannabis 

consum
ers w

ho w
on’t sm

oke 
✔

Environm
entally com

pliant; no sm
oke, vapor, or lingering odor

✔
R

eady to eat; longer-lasting effects
✔

Ideal consum
ption vehicle for craft-preferring, prem

ium
 custom

ers
✔

D
iscreet; convenient for traveling and indoor activities

✔
Enables private, discretionary consum

ption in non-private contexts



N
O

N-F
LO

W
ER C

O
N

S
U

M
P

TIO
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R
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N
D
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ER
IEN

C
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R
O

D
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C
TS

W
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ost D
esirable, P

rem
ium

 C
annabis C

ustom
ers are H

eading



H
om

ey, C
rafty, 

A
pproachable

W
him

sical, 
Fun

S
leek, Lofty,
H

ighbrow

P
ragm

atic, 
U

tilitarian,
W

ellness

E
D

IB
LE

S B
R

A
N

D L
A

N
D

S
C

A
P

E
S

unD
rift: P

layful and A
pproachable, Yet S

ophisticated and W
ellness O

riented

= W
est C

oast B
rand

= N
ational or C

B
D

 
B

rand



B
R

E
A

K
TH

R
O

U
G

H
P

R
O

D
U

C
TS



U
ncom

m
on utilization of full 

spectrum
 oil from

 w
hich it is 

m
ore diffi

cult to produce 
product. M

ost others take the 
easier and cheaper route w

ith 
TH

C
 or C

B
D

 distillates.

B
alanced

H
igh

Full-spectrum
 oil that preserves 

all 80+ cannabinoids in the 
flow

er, not just TH
C

 or C
B

D
.

Engineered synergy to bring the 
plant’s unique therapeutic 
elem

ents to life.

P
R

O
D

U
C

T L
E

A
D

E
R

S
H

IP S
TR

ATE
G

Y
D

efining the C
ategory D

ifferentials that S
et U

p C
ustom

er 
Expectations

H
olistic

E
ntourage

E
ff

ect
P

rem
ium

N
ot all highs are created or 

experienced equally. W
e deliver 

a uniform
ly balanced high via our 

holistic approach.

A
 Full S

pectrum
 Expression of the P

lant

P
rem

ium
 grade, sustainable 

packaging w
ith a glass jar and 

ash w
ood lid. A

 standout from
 

the com
m

on plastic pill bottles 
or pouches of com

petitors.

D
istinctive

Yet S
ecure 

P
ackaging

C
om

petitors



▪S
m

aller particle sizes penetrate bodily tissues and are 
absorbed into the bloodstream

, crossing the 
blood-brain barrier easier w

hile retaining potency. 
▪C

annabinoids are absorbed quicker w
ith sooner effect 

onset.

▪N
ano em

ulsification better integrates cannabis oil into 
candies.
▪M

ore hom
ogeneous distribution produces a m

ore 
consistent, predictable consum

er experience.

G
A

M
E C

H
A

N
G

E
R: O

U
R K

E
Y P

R
O

D
U

C
T D

IFFE
R

E
N

TIATO
R

N
ano Em

ulsification

F
A

S
T A

C
TIN

G

H
O

M
O

G
E

N
E

O
U

S

▪H
istorically, ingesting cannabis orally had been in baked 

goods, candies, and other edibles containing fatty oils or 
butter.
▪C

ooking has been w
ith oil-based cannabis concentrates 

or canna butter.
▪N

ow
 nanotechnology enables a higher potency and 

faster onset at low
er doses w

ithout oil or butter.
▪The nanoparticle is the sm

allest particle achieved to date.
▪N

ano-em
ulsions are the m

ost bioavailable and potent of 
any TH

C
 product on the m

arket.

R
E

V
O

LU
TIO

N
A

R
Y



►
Lim

ited Com
petition 

✔
Harder to produce

✔
Highly effective as a wedge product for developing
retailer relationships and as an initial entry into stores

►
Sublingual Effect
✔

Slow dissolving
✔

Absorbed under the tongue
✔

Fast-acting initial effect
►

Exceptional Flavor Richness and Palate Pleasing
✔

A satisfying candy first, with benefits
✔

Not an effect mechanism ‘retrofitted’ to be eaten
✔

Flavor spectrum lasts for minutes
✔

Authentic tasting, recognizable flavor purity: Black Cherry, 
Summer W

atermelon, Cinnamon, Classic Butterscotch

H
ard C

andies

O
U

R L
A

U
N

C
H F

E
D

E
R

A
LLY T

R
A

D
E

M
A

R
K

E
D P

R
O

D
U

C
T

In-M
arket, O

n Its W
ay to Leading the C

ategory

►
“S

unD
rift is the perfect high 11/10 tim

es.”
C

onsum
er, R

ebecca P

►
“I gave one to a friend w

ho had a recent ‘not great’ edible 
experience and he said ‘w

ow
, that is the perfect edible high’.”

C
onsum

er, Jovan R



G
R

O
W

TH
S

TR
ATE

G
Y

L
E

A
D

E
R

S
H

IP



▪D
ynam

ic innovation w
ith ability 

to adapt and pivot
▪B

uilding leverageable assets, 
and a best-in-class execution 
team

 w
ith a m

ulti-disciplinary 
skill set

▪Low
er capital expenses and 

overhead costs
▪Few

er regulatory or operational 
hurdles to stall entry or drain 
capital/R

O
I

▪A
gile, sm

art tech operation 
w

/som
e outsourced (distribution 

&
 sales ops) Lean

C
P

G
 S

tart-U
p

L
EA

D
IN

G W
H

ER
E TH

E IN
D

U
S

TR
Y IS H

EA
D

IN
G

M
anufacturing A

 B
reakout C

onsum
er B

rand and C
ategory Leader

S
calability

Flexibility

▪N
ot bound by brick and m

ortar; 
portability to other states, J ready
▪P

roduction econom
ics via 

operations design, S
O

P, facilities 
utilization
▪B

uilding, equipm
ent, license, 

brand (tradem
arked), &

 product IP

▪From
 M

assachusetts to regional 
brand, then national
▪C

ategory-defining leadership
▪S

ustainable custom
er m

odel 
▪A

ligning to accom
m

odate 
consum

er preferences; driving 
brand stickiness &

 loyalty

B
rand B

uilding

S
unD

rift is a m
inority, w

om
an-ow

ned business w
hich achieved 

full licensing as a P
roduct M

anufacturing operation by the 
M

A
-C

C
C

 in just over a year.

“Love your cannabis infused hard candies. I found w
aterm

elon and
cinnam

on candies @
 The P

ass in S
heffi

eld…
” 



Q
2

Q
3

2022

Q
4

G
R

O
W

TH A
N

D IN
N

O
VATIO

N T
IM

E
LIN

E
From

 C
urrent B

ase of R
etail P

enetration to M
assachusetts M

arket Leadership

Q
1

IN
N

O
VATIO

N A
N

D S
A

LE
S R

A
M

P U
P

Launched a 5-pack to drive trial at a value price point.
A

m
ped up budtender incentives, conferences, sam

pling.
A

ccelerated distribution and brand activation plan.
Introduced nano-em

ulsifier to form
ula and began 

w
rapping of individual candies.

R
eceived Federal Tradem

ark for S
unD

rift.

C
O

M
M

E
N

C
E

D O
P

E
R

ATIO
N

S

B
egan full scale production. S

ales com
m

enced in July. 
S

ecured position w
ith nearly 10%

 of stores. Executed P
O

S
 

collaborations (pop-ups, in-store m
aterials, budtender 

education).
O

R
G

A
N

IZ
ATIO

N
A

L R
E

S
TR

U
C

TU
R

IN
G

Enhanced protection of the business assets and optim
ization 

of the tax structure.

F
IN

A
LIZ

E
D C

O
N

S
TR

U
C

TIO
N B

U
ILD O

U
T/P

R
E-L

A
U

N
C

H P
R

E
P

C
om

pleted facility, prepared for launch including a 
brand rollout at N

EC
A

N
N

.

2023

P
R

O
D

U
C

T IN
N

O
VATIO

N

Launch benefits-focused products, including 
straw

berry cream
 flavor for sleep (C

B
N

 &
 C

B
D

).

B
E

G
IN S

C
A

LIN
G TO O

TH
E

R S
TATE

S

Focus first on the N
ortheast, w

ith a potential N
ew

 
Jersey licensing deal in the w

orks.

R
eceived final m

anufacturing license in M
ay 2022.

Q
2

Q
1

Q
4

Q
3

D
IA

LE
D U

P S
A

LE
S &

 M
A

R
K

E
TIN

G

Exhibited at M
JU

npacked in N
YC

.
B

illboard &
 P

ride events in B
oston.

R
eached 50 accounts, 20%

 of stores.
H

ired new
 A

ccount S
pecialist.

B
U

ILT D
IS

TR
IB

U
TIO

N N
E

TW
O

R
K A

N
D O

P
E

R
ATIO

N
A

L S
C

A
LE

S
ecured distribution partnership w

ith B
ask.

A
rrival of m

ore advanced tech including flow
 w

rapper for 
accelerated production.
Exhibited at N

EC
A

N
N

P
R

O
D

U
C

T P
O

R
TFO

LIO E
X

PA
N

S
IO

N

Introduce other product form
ats/

Launch seasonal flavors like pepperm
int, expand 

benefits-focused lines, including sore throat (m
enthol)..



1 №
�

C
onnecting w

ith dispensary 
ow

ners, store and inventory 
m

anagers, budtenders.
�

Leveraging the skills of B
ask 

distribution partner, sales 
consultant and rep.

�
C

om
bining in-m

arket 
outreach activities w

ith a 
m

acro-P
R

 air cover 
cam

paign.

B
U

ILD
IN

G

R
E

LATIO
N

S
H

IP
S

2 №
�

Investing in prom
otions on-site to 

deepen retailer com
m

itm
ent and  

inject custom
er stickiness.

�
Enrolling in-store brand 
am

bassadors w
ith custom

ized 
w

in-w
in incentives.

�
K

now
ing of, and responding to, 

the needs of retailer 
m

anagem
ent.

IN
C

E
N

TIV
IZ

IN
G

IN-S
TO

R
E

3 №
�

C
alibrate to evolving m

arket 
conditions w

hile m
aintaining a 

prem
ium

 price point.
�

B
undling prom

otional incentives 
w

ithout depleting retailer m
argin.

�
D

evelop JVs w
ith select retailers.

�
D

rive co-branded revenue spikes 
around events/assets.

C
O

M
P

E
TITIV

E P
R

IC
IN

G 
&

 M
A

R
G

IN
S

4 №
�

P
rioritizing velocity, thruput, 

fulfillm
ent.

�
S

trong inventory supply, 
long-term

 contracts, uninterrupted 
fulfillm

ent.
�

Em
ploying system

s that hyper- 
m

onitor m
arkets (Vulnerability 

A
ssessm

ent) to pivot fast.

A
LW

AY
S F

U
LFILLIN

G 
O

R
D

E
R

S

1
G

et in the store and into their inventory cycle.

2
G

ain and hold m
indshare; system

atically
execute a touch point lifecycle.

R
ETA

IL P
A

R
TN

ER S
TR

ATEG
Y

B
ecom

e a P
referred S

upplier and C
om

petitive D
ifferentiator in R

etailers’ S
uccess



R
ETA

IL P
A

R
TN

ER S
TR

ATEG
Y

B
ecom

e a P
referred S

upplier and C
om

petitive D
ifferentiator in O

ur R
etailers’ S

uccess

✔
H

elp build dispensary consensus for prem
ium

 pricing via exceptional products
✔

A
 store-by-store grow

th lever for retailers to secure the em
erging segm

ent of sophisticated and 
discretionary custom

ers w
ho resonate w

ith prem
ium

 value in cost and consum
ption experience

✔
P

rovide partners w
ith a hedge against the fallout of less fulfilled custom

ers w
ho are left to 

consum
ing products derived from

 m
ass m

arket, average-quality flow
er (an increasingly recognized 

dilem
m

a in M
assachusetts)

✔
A

 niche custom
er building vehicle and business sustainability assurance play against state 

saturation,
w

here every retailer becom
es indistinguishable from

 another (already underw
ay in M

assachusetts)

S
unD

rift is in three N
ETA

 stores, including B
rookline.

Feedback from
 N

ETA
 m

anagem
ent:

“C
hris is the best brand am

bassador/pop-up person w
e have had!  H

e 
grabs everyone as they enter. There w

as a line in C
-side and he 

brought the candy jars over to let folks sam
ple, sharing info and price 

w
ith them

.”

From
 B

oston.com
 (B

oston G
lobe online) recurring reader poll.



W
H

ER
E A

R
E W

E N
O

W
?

50 D
ispensaries A

cross M
assachusetts and G

row
ing after 1 Year in M

arket

“I am
 w

ondering how
 and w

hen I can get m
ore candies, 

they seem
 to be the only product that helps m

y legs at 
night.”



W
IN

N
IN

G W
ITH S

U
ND

R
IFT IN M

A
S

S
A

 C
ase S

tudy: The P
assT

H
E S

TATS

First O
rder D

ate: 7/1/23
T

im
e in S

tore: 1 Year
# of O

rders: 8
A

vg O
rder S

ize: $2,835, 250+ U
nits

A
vg R

etail U
nits S

old/D
ay: 6+ U

nits

S
U

C
C

E
S

S D
R

IV
E

R
S

A
ll 8 S

K
U

s (5pk @
 $12; 20pk @

$28)
C

onsistent U
ninfused C

andy S
am

pling
Im

pactful In-S
tore D

isplay
B

udtender Loyalty
M

onthly Pop-U
ps

S
elect B

undling P
rom

os &
 Incentives

W
H

AT T
H

IS M
E

A
N

S F
O

R 2024 IN M
A

:

Latest S
tore C

ount: 50
E

O
Y

 ‘23 Target S
tore C

ount: 100

IF 25%
 O

F S
TO

R
E

S M
IR

R
O

R T
H

E P
A

S
S, 

75%
 K

E
E

P C
U

R
R

E
N

T P
A

C
E:

$100k / m
onth

$1.2m
m

 / year



O
P

P
O

R
TU

N
ITIES B

EYO
N

D S
U

ND
R

IFT IN M
A

S
S

Expansion into other states &
 co-packing opportunities

M
ulti-S

tate Expansion
Expand into other states via licensing 

leveraging S
unD

rift brand / hard candy S
O

P
s

C
o-P

acking in M
A

W
hile S

unD
rift brand scales, utilize existing facility, 

license, and resources to co-pack for other brands

✔
Lim

ited upfront capital expenditure
✔

S
peed to m

arket / first-m
over advantage

✔
Focus on N

ortheast / em
erging m

arkets
✔

A
dvanced conversations currently 

underw
ay for N

ew
 Jersey

✔
U

nique hard candy form
ula that is harder 

to m
anufacture but highly portable thanks 

to perfected S
O

P

✔
O

ptim
ize existing fixed assets

✔
D

rive cash and profits for the business
✔

M
ultiple opportunities currently being 

evaluated, from
 straight co-packing to full 

joint venture partnerships
✔

Expected tim
ing: late Q

3 / early Q
4 2023

“For m
e, S

unD
rift hard candies are m

y preferred w
ay to 

consum
e cannabis, hands dow

n.”



O
U

R
A

S
S

E
TS

C
O

M
P

E
TITIV

E



�
Lease w

ith an option to buy at a fixed purchase price
�

4,404 sq. ft. facility on 3 acres in the B
erkshires

�
3,804 sq. ft. w

arehouse; 600 sq. ft. offi
ce

�
A

dditional available lot for longer-term
 scaling

�
M

ass. cannabis m
anufacturing license currently valued at 

+$1M
�

S
m

art tech-m
achinery installed and operational, value $250K

F
A

C
ILITY, IN

FR
A

S
TR

U
C

TU
R

E, A
S

S
ETS

A
dvanced S

m
art Tech O

perations for M
axim

um
 Thruput and To-M

arket Velocity 
based in S

heffi
eld, M

ass.

“Just happened to find you @
 The P

ass in S
heffi

eld 
and LO

VE, LO
VE, LO

VE your hard candies!”



A
dvanced S

m
art Tech C

andy M
achinery:

N
ew

 tech now
 produces 350-400 individually

w
rapped candies per m

in.; 20-25,000 per hour.
Equipped for next decade of production capacity.

“S
topped in to the dispo and the guy let m

e try out the 
cinnam

on
 and it tasted great. W

here else can I find these?”

F
A

C
ILITY, IN

FR
A

S
TR

U
C

TU
R

E, A
S

S
ETS

A
dvanced S

m
art Tech O

perations for M
axim

um
 Thruput and To-M

arket Velocity 
based in S

heffi
eld, M

ass.



O
U

R
FIN

A
N

C
IA

LS
R

O
I



S
A

LE
S R

E
V

E
N

U
E F

O
R

E
C

A
S

T
$2.1M

 forecasted in 2024 through grow
th of S

unD
rift and co-packing opportunities in M

A
 plus expansion to other states.

Sales in Millions

G
ross M

argin Trajectory
S

teady increases driven by scale + expansion

▪M
argins approaching 60%

 in M
A

 as 
facility utilization im

proves

▪Expansion to other states via licensing 
m

odel to drive m
argins above 70%

▪Innovative tax structure w
ith established 

C
-C

orp holding com
pany and LLC

s 
underneath for each state, along w

ith a 
services com

pany (LLC
) for non-plant 

touching activities.



F
O

U
N

D
IN

G L
EAD

ERSH
IP T

EAM

D
avid H

ollands
Co-Founder and Chief Product O

ffi
cer

▪Five years spent perfecting cannabis hard candy edibles as 
a hom

e chef w
ith a passion for creating original recipes.

▪30 years as a successful m
usic producer and international 

D
J for leading night spots such as Tw

ilo and CBG
B gallery; 

ran his ow
n record label, M

inim
al W

age.

▪As corporate D
J and m

usic consultant, w
orked w

ith event 
producers and in-house corporate event planners.

▪H
as shared the stage w

ith chart-topers such as Beyoncé, 
Kelly Clarkson, Aerosm

ith.

▪Corporate clients included AT&
T, M

cD
onald's, N

intendo, 
Bank of Am

erica, M
ajor League Baseball, H

yatt, T-M
obile, 

Clinton G
lobal Initiative.

▪BA, Ball State U
niversity

Janine Yu
Co-Founder and Chief O

perations O
ffi

cer

▪Ten years experience in luxury travel planning and 
sales, w

ith core expertise in operations and 
logistics.

▪Founder of 7 Archipelagos, a N
ew

 York-based 
boutique luxury travel service in trip planning, 
industry content for travel providers, and new

 
product and service developm

ent.

▪Sales and M
arketing M

anager for Rem
ote Lands, a 

bespoke tour operator in the ultra-luxury 
custom

ized travel industry for experiences in Asia.

▪Travel w
riter for a range of online m

edia including 
D

iscoverLuxury, BraveN
ew

Traveler, Forbes 
Traveler, Fam

ilyTravelForum
 plus The Philippine 

Star, SEAir InFlight m
agazine, Asian Spirit.

▪M
FA, The N

ew
 School

Jon Pollock
Co-Founder and Chief Business O

ffi
cer

▪Experienced entrepreneur w
ith operations and 

business developm
ent expertise com

bined w
ith a 

background in brand m
anagem

ent, m
arketing, 

and finance.

▪Founder &
 CEO

 at Ciao Andiam
o, a boutique travel 

startup curating authentic, insider experiences 
throughout Italy spanning food, w

ine and culture.

▪Since 2011, organized over 1,000 private 
adventures, sm

all group tours, honeym
oons and 

w
eddings w

ith industry accolades from
 Conde 

N
ast Traveler, The H

uffi
ngton Post, and 

Travel+Leisure.

▪Brand M
anager of Activia at D

annon.

▪Associate Finance M
anager for U

nilever.

▪M
BA, H

arvard Business School
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N
athan W

hitehouse, Esq.
Co-Founder, M

anaging M
em

ber
D

rifter Spirits

For SunD
rift: Provides investm

ent 
strategy and deal structuring 
guidance. Advises on general 
m

atters from
 the legal perspective 

and through an entrepreneur’s lens 
w

orking in a sim
ilarly regulated 

industry.

▪Law
yer w

ith expertise in 
investm

ent strategy

▪Entrepreneur for boutique spirits 
com

pany

▪Extensive experience w
orking 

w
ith clients in the alcbev industry

▪JD
: G

eorge W
ash. U

niv. Law

Blake M
ensing, Esq.

Founder and Chief Counsel
The M

ensing G
roup

For SunD
rift: Licensing Process; 

Regulatory Com
pliance; G

eneral 
Resourcing.

▪Recognized as M
assachusetts top 

cannabis attorney

▪114 licenses w
ith 100%

 success 
rate

▪Cannabis entrepreneur w
ith 

m
ultiple ventures and contacts in 

the space

▪JD
: G

eorge W
ash. U

niv. Law

A
rt Stew

art, M
PM

M
anaging Partner

Strategic Im
pact Partners

For SunD
rift: Strategic Advisory; 

Investor Relations.

▪Specialized national boutique 
m

anagem
ent consulting firm

 w
ith 

deep roots in M
assachusetts

▪D
istinguished team

 in cannabis, 
ESG

/CSR, business grow
th and 

transform
ation

▪25 years of experience across 
m

ore than 20 industries including 
startups; global relationship 
netw

ork

▪M
PM

: M
cCourt School of Public 

Policy, G
eorgetow

n U
niv.

Liam
 O

’Brien, B.Sc.
Co-Founder and CM

O
Fernw

ay
For SunD

rift: H
elps navigate the 

dynam
ic M

assachusetts retail 
landscape. H

elps lead 
introductions and advises on sales, 
and m

arketing strategies to drive 
in-m

arket thruput.

▪W
ell-netw

orked, experienced 
cannabis business ow

ner and 
product developm

ent leader

▪Extensive relationships across the 
cannabis ecosystem

▪Expertise in all facets of cannabis 
product operations and to-m

arket 
execution

▪BA: N
ew

 York U
niversity

A
D

VISO
RS
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The inform
ation contained in this presentation has been prepared by S

D
 E

nterprise, LLC
 (“the C

om
pany”) and pertains to the business, operations, assets and prospects of the C

om
pany. The inform

ation contained in this presentation (a) is 

provided as at the date hereof and is subject to change w
ithout notice, (b) does not purport to contain all the inform

ation that m
ay be necessary or desirable to fully and accurately evaluate an investm

ent in the C
om

pany, and (c) is not to be 

considered as a recom
m

endation by the C
om

pany that any person m
ake an investm

ent in S
D

 E
nterprise, LLC

. O
ther than as m

ay be required by applicable law
s, the C

om
pany is under no obligation to update any inform

ation included in this 

presentation. A
n investm

ent in the securities of the C
om

pany is speculative and involves several risks. O
ther than as m

ay be authorized by the C
om

pany upon request, this presentation m
ay not be reproduced, in w

hole or in part, in any form
 

or forw
arded or further distributed to any other person. A

ny forw
arding, distribution or reproduction of this presentation in w

hole or in part is unauthorized. The C
om

pany takes no responsibility for, and provides no assurance as to the reliability 

of, any inform
ation that others m

ay give readers of this presentation.
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This docum
ent contains “forw

ard-looking statem
ents” and “forw

ard-looking inform
ation” w

ithin the m
eaning of applicable securities law

s (collectively, “forw
ard-looking inform

ation”) w
ith respect to the C

om
pany, including, but not lim

ited to: 

inform
ation concerning the com

pletion and tim
ing expansion w

ithin M
assachusetts, expectations regarding w

hether the contem
plated expansions w

ill be consum
m

ated, including w
hether conditions to the consum

m
ation of the proposed 

expansion w
ill be satisfied and w

hether the proposed expansions w
ill be com

pleted on the current term
s, the tim

ing for com
pleting the proposed expansion, expectations for the effects of the proposed expansions, including the potential 

num
ber and location of factories and licenses to be acquired and m

arkets to be entered into by the C
om

pany as a result of com
pleting such proposed expansions, expectations regarding the m

arkets to be entered into by the C
om

pany as a 

result of com
pleting such proposed expansions, the ability of the C

om
pany to successfully achieve its business objectives as a result of com

pleting the contem
plated acquisition expansions, the revenue targets set forth in any Financial 

P
rojections docum

entation, estim
ates of future revenue (and the m

ethod by w
hich such future revenue is generated), retail related forecasts as to the developm

ent and distribution of the C
om

pany’s brand and products partners, and any other 

statem
ent that m

ay predict, forecast, indicate or im
ply future plans, intentions, levels of activity, results, financial position, operational or financial perform

ance or achievem
ents. S

uch forw
ard-looking inform

ation involves know
n and unknow

n 

risks, uncertainties and other factors w
hich m

ay cause the actual plans, intentions, activities, results, financial position, perform
ance or achievem

ents of the C
om

pany to be m
aterially different from

 any future plans, intentions, activities, results, 

financial position, perform
ance or achievem

ents expressed or im
plied by such forw

ard-looking inform
ation. O

ften, but not alw
ays, forw

ard-looking inform
ation can be identified by the use of w

ords such as “plans”, “expects”, “is expected”, 

“budget”, “scheduled”, “estim
ates”, “forecasts”, “intends”, “anticipates”, w

ill”, “projects”, or “believes” or variations (including negative variations) of such w
ords and phrases, or statem

ents that certain actions, events, results or conditions “m
ay”, 

“could”, “w
ould”, “m

ight” or “w
ill” be taken, occur or be achieved. E

xcept for statem
ents of historical fact, inform

ation contained herein constitutes forw
ard-looking inform

ation.

Forw
ard-looking inform

ation is not a guarantee of future perform
ance and is based upon a num

ber of estim
ates and assum

ptions of m
anagem

ent at the date the statem
ents are m

ade including am
ong other things assum

ptions about: the 

contem
plated expansions being com

pleted on the current term
s and current contem

plated tim
eline; developm

ent costs rem
aining consistent w

ith budgets; favorable equity and debt capital m
arkets; the ability to raise sufficient capital to 

advance the business of the C
om

pany; favorable operating conditions; political and regulatory stability; obtaining and m
aintaining all required licenses and perm

its; receipt of governm
ental approvals and perm

its; sustained labor stability; 

stability in financial and capital goods m
arkets; favorable production levels and costs from

 the C
om

pany’s operations; the pricing of various cannabis products; the level of dem
and for cannabis products; and the availability of third party service 

providers and other inputs for the C
om

pany’s operations. W
hile the C

om
pany considers these assum

ptions to be reasonable, the assum
ptions are inherently subject to significant business, social, econom

ic, political, regulatory, com
petitive and 

other risks and uncertainties, contingencies and other factors that could cause actual perform
ance, achievem

ents, actions, events, results or conditions to be m
aterially different from

 those projected in the forw
ard-looking inform

ation. M
any 

assum
ptions are based on factors and events that are not w

ithin the control of the C
om

pany and there is no assurance they w
ill prove to be correct.



Furtherm
ore, such forw

ard-looking inform
ation involves know

n and unknow
n risks, uncertainties and other factors w

hich m
ay cause the actual plans, intentions, activities, results, financial position, perform

ance or achievem
ents of the 

C
om

pany to be m
aterially different from

 any future plans, intentions, activities, results, financial position, perform
ance or achievem

ents expressed or im
plied by such forw

ard-looking inform
ation. S

uch factors include, am
ong others: the 

ability to consum
m

ate the proposed expansions; the ability to obtain requisite regulatory approvals and third party consents and the satisfaction of other conditions to the consum
m

ation of the proposed expansion on the proposed term
s and 

schedule; the diversion of m
anagem

ent tim
e on the proposed expansion; risks relating to cannabis being illegal under U

S
 federal law

 and risks of federal enforcem
ent actions related to cannabis; negative changes in the political 

environm
ent or in the regulation of cannabis and the C

om
pany’s business; risks relating to lack of banking providers and characterization of the C

om
pany’s revenue as proceeds of crim

e as a result of anti-m
oney laundering law

s and 

regulation; the costs of com
pliance w

ith and the risk of liability being im
posed under the law

s the C
om

pany operates under including environm
ental regulations; negative shifts in public opinion and perception of the cannabis industry and 

cannabis consum
ption; risks that service providers m

ay suspend or w
ithdraw

 services; the lim
ited operating history of the C

om
pany; reliance on the expertise and judgem

ent of senior m
anagem

ent of the C
om

pany; increasing com
petition in 

the industry; risks related to financing activities, including leverage; risks related to the m
anagem

ent of grow
th; risks inherent in an agricultural business; adverse agricultural conditions im

pacting cannabis yields; risks relating to rising 

energy costs; risks of product liability and other safety related liability as a result of usage of the C
om

pany's cannabis products; negative future research regarding safety and efficacy of cannabis and cannabis derived products; risk of 

shortages of or price increases in key inputs, suppliers and skilled labor; a lack of reliable data on the m
edical and adult-use cannabis industry; loss of intellectual property rights or protections; cybersecurity risks; constraints on m

arketing 

products; fraudulent activity by em
ployees, contractors and consultants; tax and insurance related risks; risk of litigation; conflicts of interest; com

pliance w
ith extensive governm

ent regulation; changes in general econom
ic, business and 

political conditions, including changes in the financial m
arkets. A

lthough the C
om

pany has attem
pted to identify im

portant factors that could cause actual results to differ m
aterially, there m

ay be other factors that cause results not to be as 

anticipated, estim
ated or intended. There can be no assurance that such forw

ard-looking inform
ation w

ill prove to be accurate as actual results and future events could differ m
aterially from

 those anticipated in such inform
ation. A

ccordingly, 

readers should not place undue reliance on forw
ard-looking inform

ation. Forw
ard-looking inform

ation is provided and m
ade as of the date of this presentation and S

D
 E

nterprise, LLC
 does not undertake any obligation to revise or update 

any forw
ard-looking inform

ation other than as required by applicable law
.
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M
arket data and industry forecasts used in this presentation w

ere obtained from
 governm

ent or other industry publications, various publicly available sources or based on estim
ates derived from

 such publications and reports and 

m
anagem

ent's know
ledge of, and experience in, the m

arkets in w
hich the C

om
pany operates. G

overnm
ent and industry publications and reports generally indicate that they have obtained their inform

ation from
 sources believed to be 

reliable, but do not guarantee the accuracy and com
pleteness of their inform

ation. A
ctual outcom

es m
ay vary m

aterially from
 those forecast in such reports or publications, and the prospect for m

aterial variation can be expected to increase 

as the length of the forecast period increases. A
lthough the C

om
pany believes that these sources are generally reliable, the accuracy and com

pleteness of such inform
ation is not guaranteed and have not been independently verified by the 

C
om

pany and as such the C
om

pany does not m
ake any representation as to the accuracy of such inform

ation. Further, m
arket and industry data are subject to variations and cannot be verified due to lim

its on the availability and reliability of 

data inputs, the voluntary nature of the data gathering process and other lim
itations and uncertainties inherent in any statistical survey.

 C
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The U
.S

. Federal C
ontrolled S

ubstances A
ct classifies “m

arijuana” as a S
chedule I drug. A

ccordingly, cannabis-related activities, including w
ithout lim

itation, the cultivation, m
anufacture, im

portation, possession, use or distribution of 

cannabis and cannabis products are illegal under U
.S

. federal law
. S

trict com
pliance w

ith state and local law
s w

ith respect to cannabis w
ill neither absolve the C

om
pany of liability under U

.S
. federal law

, nor w
ill it provide a defense to any 

federal prosecution w
hich m

ay be brought against the C
om

pany w
ith respect to adult-use or recreational cannabis. A

ny such proceedings brought against the C
om

pany m
ay adversely affect the C

om
pany’s operations and financial 

perform
ance.



For inquires, additional information, or to arrange an introductory conversation with principals, please contact:

Jonathan Pollock, Co-Founder and Chief Business Officer

jon@
getsundrift.com

 / 917.623.5857


