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A Digital Global Asset Management Platform
For High-net-worth Individuals
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Vision & Value Proposition
Problem

Solution e
Opportunity Vision:
Addressable Market

Blackmar will become the platform for high-net-
6. How It Works worth individuals ["HNWI") to aggregate, analyze and
- Benefits report on their marketable and offline assets—think
‘ “ompetitive Landscape the Microsoft Office 365 and the UpWork for HNW
- 9. Go-to-market Strategy individuals.
—_—— e usiness Model
( A Digital Global Asset Management Platform ?.,,m,, & 17395
| For High-net-worth Individuals 2 Traction & Milestones Value Proposition:

3. Financial Projectio

Traditional & virtual family office experience

Our platform will provide outsourced services
for HNWIs by creating a full-scale virtual office
experience to manage investments effectively
and efficiently
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Problem

HNWI

Opportunity
Solution

= N

Leverage Established Relationships:

Don't have access Aggregation is a There is no existing Measuring Excel and

to technology and challenge with community/network performance S spreadsheets are
resources to multiple custodians of HNWI investors various portfolios still the #1 tool to
manage portfolios and data sources in globally. and assets is quite manage assets and
in one place. the financial world. complex it's very manual

@ Currently, we have a direct network of 59 LIE HNWI generally face same problems

family offices and 20 RIAs to leverage and and it's a segmented market without
access 1,000+ HNWI to become Blackmar's real tech addressing their needs
initial client base.

COVID-19 and the global credit crisis 7 A growing segment of the HNWI
showed how many HNWI cannot rely on \7 market are becoming savvy investors
institutions and banks to protect them and without a solution addressing the end-
to be transparent user experience
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Addressable Market

According to the Wealth-X High Net Worth > N t reve
Handbook 2019, the number of individuals to 22.4m people ir
with net assets of $1m > 30m totaled 22.4 to increase by another 6.2
million in 2018 next five years.
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How It Works

Aggregate all data: using best-in-class data and feeds (IEXCloud,
Electra Plaid, etc |, see all financial information in one
dashboard so users do not have to jump from web:

check on their portfolios.

Model it: it's not just a matter of getting information in one place,
but going all the way down to the
the entire portfolio. Normalize the data across all sources.

Do complex math. once we have the data, we can calculate
performance, risk, exposure and do analys

Display intuitively: show data efficiently, dynamically, and in a
way that is going to be focused on end-user experience

Build open standards. get good at integrating and unifying  data
constantly.

Secure everything: cybersecurity is central to our system and we
will have pro- urity standards.
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Go-to-market Strategy

Leverage our knowledge and trusted reputation in the market to acquire first paying customers

nnections with family
ring HNWis ont

ou
val Launch

Blackmar

Benefits

HNWI

Blackmar

Business Model

@}g
Unlike our competitors,
dd more
on Blackmar’ tform, not I

giving them a better and more accurate
picture of their portfolios.

$18K por year
(billed monthly]
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ting data acr
jen when they move away

wes with fumb!

reports

Value-add services
can be provided on an hourly
or project-basis, in addition to
recurring subscription
revenue model

Focus on data-driven pricing

jriven pricing

$16K annually
Ipard in advancel
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Financial Projections

Leveraging our Knowledge and trusted name in the Industry

Sources & Uses Traction & Milestones

Roll out web Uncover reports.
to compete with EBITDA

app for
i0S/Android pr

Capital Raise: Formed busin
Raising $1M on a Revenue Breakdown
a $3M valuation cap

Money Raised To-date:
& Founder has invested $300K to-date for
tech development and data licensing

Started building
the technology

Breakdown
@ May2019 =~ Aug2020 == Sep 2020 = Dec 2020 Fob 2020 == Mar2021 = Jun2021 sy

Marketing
Grow client Pursuo creating a network
base to 25 for idea exchange and a
e for cl

$200K

Launch
MVP

< 5>
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He brings 10+ years of experience

Exit Strategy

He drives Blackmar’s overall

and strategy Previou
he was a Deployment Manager
for Addepar. in its New York
office, working with clients in E 0ss various industries
various profiles, requirements. i as ride sharing as well as
and complexities. proprietary trading platforms for

0 alternative investments

: Fidelil CharlesSchwab

Global expansion into Europe,
South America, and Asia because
non-public investments across these are growing HNWI markets
various asset types. This is not and the same problems exist as
exclusive of robo-advisory sort of - - those currently experienced by
offerings for dormant cash f " t US HNWIs

positions to receive returns

north of what they can get at

banks for CDs.

Family offices will be a new
vertical as the current offering’s
technology is antiquated and
primarily done in Excel today.

Create an investment
marketplace to allow for

David Perlin

Senior Vice President

at Shepherd Kaplan
chuk, LLC
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Thank You!
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LOS ANGELES NEW YORK
5955 W 5th St 35th Floor, 595 Madison Ave
Los Angeles, CA 90013 New York, NY 10022

www.Blackmar.lo
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