INVEST IN ALLOCORTECH

Hardware and Software Building Blocks for
Next-Gen Vehicle Designs
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<" $1.64MM revenue 2021, 21% overall Yo¥ growth, 55% growth in product sales i dustry fol s ey ca e Soy

Invasted $25,000 this round

< $5.3MM revenue since 2018, 200+ product units sold

10+ Vehicles Successfully Tested

4t We combine innovative products, powerful libraries and tools & design services

~' Commercial drone market $15B alone, CAGR 20.5%, other markets have interest

" Eligible for Qualified Equity and Subordinated Debt tax credit for investors with WA income
tax.

@ . Seasoned team formerly from Boeing, Google, Rockwell Collins, Lockheed Martin, & more

Our Team

Our Team

Brian Viele
20 years in electronics, particularly embedded systems and avionics with a very targeted scope. BS

in Electrical Engineering from Cornell.

Aviation is evolving; the future will be greener, electric, and autonomous. We have the products, knowledge and

experience to help accelerate this shift.



Matt Walker

Experienced Software Engineer with a demonstrated history of working in the aviation and
aerospace industry. Skilled in writing embedded, real time, and safety critical software in C and C++.

Building Blocks for Next-Gen Vehicle Designs %

Our Story:

Matt and 1 have been working on airplanes and airplane technology for the better
part of 2 decades, and have found that most aircraft companies have the same
problem...they have a great idea for a new aireraft product, but the process of
getting from not making airplanes to making airplanes is an immense
undertaking! This is true across the board, but in our experience is especially
true for the avionics. To get to minimum viable product, startups are forced to
either work with existing industry players or to vertically integrate and create
everything from seratch, of which both options means extremely long schedules
and high initial and recurring price tags. We founded allocortech to help
startups solve this aspect of the aircraft problem by allowing them all to utilize a
common provider, and thus get most of the benefits of vertical integration with
far smaller team sizes, and lower costs to them. We are finding this is not limited

to just airplanes, but many other vehicle platforms as well!

allocortech’s goal is to enable and accelerate as many vehicle startups as possible

to advance innovation in their industries.

Vision:
Vehicles are evolving. Future vehicles will be

greener, electrified, more autonomous.

Mission:

Provide robust hardware and software building
blocks to unlock and accelerate development
of next generation vehicle platforms.

C

The numbers:

The company has been self-funded to date, and we have done our best to grow
the company organically, to prove that our products and services had value. We
have had pretty steady growth over the first few years while going through
development, but have started to see a significant ramp-up in revenue numbers

over year as product demand has increased by over 50% in the last year.
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Growth Profile:

Our primary revenue our first few years came from development and design
services, which both kept the company operating and funded numerous research
and development efforts to create our product catalog. We were blessed to have
early customers who appreciated our vision, going through the aircraft
development process themselves, who served as our sounding board and really,
beta testers for our platforms in the first few years. Now that our produets and
software solutions have reached a level of maturity that allows integration of our
products in very fast timescales, the number of customers jumping onboard has
increased tremendously! This momentum has carried forward to 2022, and we
already have numerous companies we're starting to discuss product integrations
with. We're hopeful this WeFunder campaign, along with some intentional
marketing campaigns will continue to accelerate this growth as more people
learn what we're up to!
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solution

allocortech solutions allow startups to reach minimum viable product on shorter schedules
with smaller teams
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Our Market(s):

While our initial target market has always been aircraft, recently we've found
other industries who have similar needs for robust control system components
with similar technical needs, and customizable software. These are all growing
markets we hope to penetrate as our name gets out there and our capabilities are

demonstrated by our existing customers.

market

the addressable market is massive

$18B $12B
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Our Product Suite:

We have created a diverse set of products, that can work together, or on their
own, that attempt to meet the needs we know about today. We will continue to
develop new products as needs arise.
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Sales in Scale:

Our products are fairly economical compared to the competition, but that doesn‘t
mean the economies aren't still attractive. If we get a full solution set integrated
into a vehicle, we can see revenue on the $20k-$40k per vehicle range, meaning
even on small scales, revenues well into the $MM per customer. Given a few

large scale customers, the company could soar!

unit economics

suite of products provides customers with Bullding biccks
o customize thelr unigue aircraft

Suite of Existing Products
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Vehicle production in 100 scale will realize $2MM-4MM
Vehicle production in 1000 scale will realize $20MM-40MM




Qur Team:
Most of our senior employees come from larger companies with mature
development models, which has allowed us to bring these qualities into the

culture of allocortech.

leadership team

avionics exparts with an éstablishad track record
of successful navel sircraft designs

‘William Brown

Mark Chaffee GooomicH
Principal Embedged Systems Enginser
Cameron Ackerman

5. Software Engineer

Damon Cassisi P
51, Mechanical Engineer - ST

Brian Wiele Mt Wtk
Fourr Pounder

cEo Vite Presidudl of Enginseriig

S, Embedded Systems Engineer
i~ e~ Von Botteicher
Embedded Systems Engineer

A g Keerthi Radhakrishnan
Softwere Enginesr

Qur Projections:

We anticipate our revenue growth, particularly in product sales to inerease fairly
rapidly in the next two years, as we bring new customers in developing
prototypes in small scale. As these prototypes reach low-rate-initial-production,
and then move to full rate production in the hundreds to thousands of vehicles,
we expect to see explosive increase in product sales. We expect to see transition
to production for some of our customers with smaller UAS products in the 2023-
2024 time frame, while customers with larger craft will have longer schedules

and start to come to this point 2025 and onward.

financials

a compelling trajectory increasingly led by product sales
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Historical data is cash basis, GAAP reports are accrual basis. Forward looking projections
cannot be guaranteed

Why are we raising:

We have shown demand, let's keep the growth going and scale our company to
support it! This means we need to invest capital in supporting our supply chain
efforts to ensure we can keep product on-the-shelf, and to support increasing
demand from our new customers that we'll bring in both through word of mouth
and the marketing campaign that we fund through this raise. Further, we expect
to continue development of products, and to support qualification of our

components for the next phase of customer production.

fundraising

raising on the order of §1.07MM to accelerate manufacturing, business development and
scale-up production
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How do we succeed for our investors:

We expect to continue to grow our customer base, capabilities, product catalog,
and sales of products in the coming years. While internal growth is golden, we
also realize that there will likely be long term strategic benefits to us merging
with another company who can help us to both scale and reach new markets.
Given our intended growth, a 10x increase in company valuation, or even

more, over the next 3-years is a possible exit.

appendix

tech & ip portfolio
we'va worked hard to make this look easy, it isn't
Rapid Tachnology Development

Wersalile soltmire stack lor devebopment o testing
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* Modulsr and highly configurabie hardware platforms
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What do our customers say?
We pride ourselves not only on our technology, but also in how we support our

customers success.

customers case studyd= DEGENT

Vehicle Type Seaglider
Contract Signed Apr, 2021
First Voyage: Feb, 2022
C tract Value $ J00k
Value at Scai 100) $ 1L.5MM
Value at Scale (1000): § 15MM

customers case study ¢/ ELROY AIR

Viehicle Type Carge Drone
. Contract Signed Aug, 2018

First Flight Aug, 2019

Contract Value § 500k

at Scale [100). $ 2.5MM

at Scale (1000): § I5MM

customers
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Vehidle Type EV Foll Boat
Contract Signed Jan, 2022
First Voyage: Mar, 2022
Contract Value $ 50K
Value at Scale (100); $ 500k

Value at Sca 1000): $ 5MM
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Downloads

allocor.tech investor deck 2022 v4.pdf




