Invest in Octane Coffee
We're building the world's first Fully Automated Coffee
Drive-Thrul
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Why vou may want to invest in us...

Our business will be automated and requires 30 mins of labor per day for
projected $1K+ daily profit

Founders have raised $200k+ and built an amazing technical, business,
marketing, and mentoring team

FoodTech Automation adoption has accelerated due to COVID and we're set
to launch and grow quickly

Founding team has a combined 50+ years in foodservice, manufacturing, and
automation design

Why investors ¥ us

R
We had been tracking Adrian's progress with Octane Coffee for about six
manths before we decided to make an investment. Here are just some of the
i reasons why we think that the timing is perfect for Octane Coffee to succeed.

With high vacancy rates within commercial real estate, Octane will be able to
secure leases at preferential terms. Additionally, the small footprint of the
drive-thru optimized locations allows Octane to place its shops in non-
traditional areas such as a corner of a large parking lot. This will also allow

Adrian to have reduced operating expenses compared to a traditional coffee

Due to the automated nature of the shop, you can guarantee that your favorite

coffee or espresso beverage is prepared consistently and quickly every single
time you visit. No more waiting in the drive-thru lane for ten minutes when you
are already late to work for an average cup of coffee. You can have your
favorite drink pre-loaded into your mobile app and prepared fresh ance you

7 b
reach the drive-thru entrance.

Lastly, Adrian's customer-focused mentality coupled with his drive and
determination makes him the perfect founder to turn Octane Coffee into a
household name. His passion is contagious and will allow him to recruit the
key hires necessary to help make this futuristic coffee shop concept into a
modern-day success. We search tirelessly to find founders with the traits
necessary to succeed in todoy's ever-changing werld. We have found that

estors in Octane Coffee.

with Adrian and are proud to be in
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David Becker Director of Operations - Lancaster Investments
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Qur team

Adrian Deasy

Founder and CEQ

Started this company while being a: 1) Hushand and Father 2) Residential
Landlord 3) Engineering Consultant (other business entity) 4) Live well below
our means in a debt free lifestyle 5) Invested 340k and 2+ years into this
business

Burt Peterson

Controls Engineering Lead

350+ Years as an Independent Controls Engineer building and coding custom
automation solutions
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Kyle Hamilton

Marketing and Social Media Lead

Previous startup founder, broad experience growing smaoll companies into
niche market leaders.
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Octane Coffee - Intro with Adrian
Deasy

At its core, Octane Coffee is focused on reimagining the drive-thru coffee experience
using a full suite of advanced seftware and hardware automation. We've built an amazing
team of [ounders, supplier partners, and advisors to help us launch and grow this business.

The COVID-19 pandemic has created huge shifts in customer demand for Quick-Service-
Retail (QSR) and Coffee Shops and we're poised to provide a completely contactless
drink production and delivery concept that has gotten a lot of good feedback from our
early BETA test groups. The drink quality is there and the production automated is proven

out, our next step is to scale our unit up into a full size drive-thru location.

Our target market is the 18-45 year old commuter who buys a coffee on-the-go as part of
their daily routine. They are typically busy professionals, parents with kids in the car,

and students with expendable income. The "away-from-home* coffee industry is huge,
FIVE TIMES bigger than the ‘at-home’ market and estimated at $73.9 Billion dollars
per year.

We've always believed that the romantic view of Starbucks WASN'T how most of their
customers actually used the service ("l could bring my laptop/book down here and sit with
my coffee or have a quick informal meeting."). Starbucks CEQ Kevin Johnson came out
with a statement in April 2020 when Coronavirus shut most of the companies stores down:
"about 80 percent of orders were placed “on-the-go” even before COVID-19"
showeasing that customers ACTUALLY used Starbucks in a grab-and-go fashion 80% of the
time, even before Coronavirus, We sell to that 8o% that doesn't care about luxuricus
intericr build-outs or the sights/smells/sounds/ambiance of the coffee shop experience,

they just want their coffee and want to get on with their day.

Qur vision is to franchise our automated drive-thru concept nationwide (emp]oyee-freel)
and we hope to be the first @SR 'drive-thru’ company to achieve automated
delivery via drones to moving cars on the freeway, it truly is the pinnacle of

convenience (obviously lots of safety, logistical, and regulatory hurdles!).

We hope you'll invest in Octane Coffee and we lock forward to bringing our concept to

your city to be a part of your daily routine!



Investor Q&A

What does your company do?
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Where will your company be in 5 years?
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Why did you choose this idea?
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How far along are you? What's your biggest obstacle?
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How will you make money?
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What are the biggest risks? If you fail, what would be the reason? What has
to go right for you to succeed?

Marketing and brand positioning are key when launching a new coffee shop. We
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