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DIRECTORS OF THE COMPANY

4. Provide the following information about each manager (and any persons occupying a
similar status or performing a similar function) of the issuer:

Name: Tony Belgameh Dates of Service: Oct 16, 2016 - present

Principal Occupation: Startup Executive

Employer: Security Ride, LLC Dates of Service: Oct 16, 2016 - present

Customer Management SaaS startup company for the

Automotive Service Industry

List all positions and offices with the issuer held and the period of time in which the director
served in the position or office:

Position: Director Dates of Service: Oct, 2016 - present

Business Experience: List the employers, titles and dates of positions held during past three years
with an indication of job responsibilities: leading sales/marketing efforts, product and process
development, and business management.

Employer: Security Ride, LLC (dba UcarOK)

Automotive Repair and Maintenance Startup

Title: COO and Founder Dates of Service: Oct 16, 2016 - present

Responsibilities: Founder and business-lead. Lead product decisions and day-to-day

customer operations.

Employer: 3400 Auto Sales

Used car dealer and automotive repair facility

Title: Owner Dates of Service: Apr 2004 present

Responsibilities: Business-owner and daily manager of a mid-sized automotive repair and

used car sales lot in Plano, Texas.



OFFICERS OF THE COMPANY

5. Provide the following information about each officer (and any persons occupying a
similar status or performing a similar function) of the issuer:

Name: Tony Belgameh

Title: CEO, COO and Founder Dates of Service: Oct 16, 2016 - present

Responsibilities:

As CEO, Tony leads the direction of the company, business planning, financial

management.

As COO, Tony leads the day-to-day operations of the customer-facing teams. His

extensive experience in the auto-

SME for the technician dashboard on the platform.

Business Experience: List any other employers, titles and dates of positions held during past
three years with an indication of job responsibilities: N/A

Employer: 3400 Auto Sales

Used car dealer and automotive repair facility

Title: Owner Dates of Service: Apr 2004 present

Responsibilities: Business-owner and daily manager of a mid-sized automotive repair and

used car sales lot in Plano, Texas.

INSTRUCTION TO QUESTION 5: For purposes of this Question 5, the term officer means a
president, vice president, secretary, treasurer or principal financial officer, comptroller or
principal accounting officer, and any person routinely performing similar functions.
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BUSINESS SECTION

Security Ride, LLC (dba) UcarMobile is a set of SaaS-based customer
management digital tools buil t for the $28B mobile automotive services
industry.

UcarMobile, the all -in-one app, online customer self -scheduler, and total
customer acquisition and service, helps mobile automotive service providers
quickly grow their business and connect more customers with the mobi le
automotive service providers.

For the purposes of this document, UcarMobile will be used to represent both
the company, Security Ride, LLC, and the SaaS product, UcarMobile.

Our Target Markets & Value Propositions

UcarMobile is a mobile auto -services Customer Service platform built to solve
two problems:

1. Mobile vehicle repair, maintenance, and service companies are busy
providing services to their customers. Over 210K1 mobile automotive
repair , service, and maintenance service providers have no time to find or
manage the advanced customer experience tools expected by consumers.

Our platform is built for the independent, small, and medium-sized mobile
auto services companies across the following services to provide t he same
level of digital customer service that large corporations can provide. We
built UcarMobile to service the following types of mobile service
providers:

vehicle repair and maintenance

tire repair and replacement

towing, road-side assistance

locksmiths

paintless dent repair

detailing

and mobile recall services

1) Consumers do not like dealing with vehicle repair, maintenance, and
service issues. 35% of Americans skip or delay recommended vehicle
maintenance leading to $69M breakdowns 2 .

123 years age3 , the first automotive repair shop opened in the US, and
since then, not much has changed; no one likes dealing with automotive
repairs and maintenance:

The stress of finding a mechanic
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The aggravation of having to use a phone to make an appointment

The hassle of dropping off and picking up a vehicle

The annoyance of waiting for the repair

The distrust of the work and the price

The annoyance of waiting for the repair

The distrust of the work and the price

More than 75% of consumers don't trust repair shops ,4 and 91.8% of
vehicle owners have delayed a needed repair , with more than half of them
delaying service because they are too busy5 . UcarMobile solves both of
those challenges for consumers.

UcarMobile gives vehicle owners an instant and transparent price quote
with the abili ty to schedule a technician on their schedule at their home or
office.

Our Key Activities

Our goal over the next 12 months is to focus on these key activities:

1) Onboard Partner Providers & Attract Consumers

The crit ical activit ies of UcarMobile revolves around onboarding service
provider partners and attracting consumers:

a) Develop strategic partnerships with colleges, content providers,
automotive data companies (for Partner Providers), corporate
benefit companies, and property management companies (for
Consumers).

b) Create and launch our B2B / B2C marketing campaigns

c) Build sticky features that discourage customer and service
provider churn

2) Hire strategic external contractors and hire and retain talented
employees.

3) Protect member information and ensure their privacy concerns are
addressed.

Our Features

To support our two-sided marketplace, we have crafted an equally diverse set
of features that answer both sides:

1) For Service Providers:
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Mobile vehicle repair, maintenance, and service companies are busy
providing services to their customers. They have no time to build or
manage the advanced customer experience tools consumers expect.

Our features level the playing field for independent, small , and
medium-sized mobile auto services companies across vehicle repair
and maintenance, tire repair and replacement, towing, road -side
assistance, locksmiths, paint-less dent repair, detailing, and mobile
recall services to provide the same level of digital customer service
that large corporations provide .

We provide customer acquisition, customer management, and
customer service features:

a) Customer Acquisition & Customer Service

Finding and onboarding customers and managing customer
service issues are things of the past because UcarMobile
manages it all.

b) Customer self -scheduling

Gives customers complete control to schedule their services
while automatically booking new appointments near existing
ones

c) Two-way texting

Allows customers to connect with technicians and admins
throughout each service in the same thread.

d) The visibility customers expect

Customers, technicians, and business owners are updated with
real-time location tracking before and during each
appointment.

e) Online quotes & payments

Send intuitive, automatically updating invoices directly to
customers and allow them to pay online with one click.

f) Never chase payments again

UcarMobile generates professional online quotes in minutes
receive and payments every time. Customers get easy, secure
payment methods and submit payment information when
booking appointments.

g) Digital Upsells

Make it easy for customers to approve additional services with
reports that are automatically created from inspections and
photos.

h) Automated reviews
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After customers are amazed, they can easily rave about
services with automated feedback requests.

i) Single-page online presence included

No more paying a monthly fee for a business page or managing
a Facebook presence

2) For Consumers :

Dealing with vehicle repair, maintenance, and service issues is
annoying, and we provide consumers with a one -stop app for all their
automotive needs; no more searching Google to find a service
provider, no more spending time at a garage, and no more worrying
about the quality of the service. Just open an app, and a few clicks
later, your service needs are handled as easy as ordering tacos for
Taco Tuesday.

Consumer-facing features include:

a) One-stop mobile and desktop app for all automotive services

b) Friendly customer service staff

c) Multiple payment options

d) Contactless interaction with technicians

e) Services delivered to a home, an office, or wherever service is
needed

f) GPS-based technician tracking

g) Transparency in cost and work

h) Ability to find quality service providers across the country
when traveling

i) 24-month/24,000-mile warranty

j) V

Launch Marketing and Sales Plan

UcarMobile is a two-sided marketplace.

A two-sided marketplace business model is a platform for economic
exchange between two distinct user groups that provide each other with
the benefits of a large network. PayPal, eBay, Uber, Facebook, Amazon,
and YouTube can all be considered as two-sided marketplaces. These
platforms exist because there is a need for an intermediary to match the
supply and demand sides of the platform in a more efficient way .6

And with all successful two-sided marketplaces, our sustained growth depends
on our ability to determine which side of our marketplace to grow first. Our
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marketing and sales plan will focus on growing the supply side of our
marketplace (service providers) and then growing the demand side (the
consumers), as our business model provides no benefit to consumers until we
have service providers to address their needs.

expansion plan layered on top of our supply and demand side growth tactics.

Regional Growth

Using applied market research from the Auto Parts industry7 , we will expand to
large metropolitan areas in southern states with the most automotive parts
stores . Southern states will provide more warm days to generate more revenue
per service provider which will be critical for us during our nascent years :

1) Texas with 2140 auto-part stores

2) California 1800

3) Florida 1550

4) North Carolina 1000

5) Georgia 945

For Service Providers

Our unique business model of not charging service providers for onboardi ng and
the use of our features until consumers engage with that service provider (no
sign-up fees, and we only take a small service fee on customer payments and
parts) will allow us to grow service providers (supply side) before we grow
consumers (demand side).

Our CGO has years of experience growing online communities and
marketplaces, pioneering some now industry-standard growth tactics, including:

Establishing and monitoring important KPIs (beyond revenue) to
include:

Most active service provider types

Most profitable service provider types

Most popular search terms, tags, or keywords

Top search terms driving traffic (consumers) to the platform

Most active consumers by demographic, geography, and type of
vehicle
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Understanding and building on the direct and indirect network
effects:

Direct network effects: an increase in usage leads to a direct
increase in value for all users .

Indirect network effects: when more people use a product or
network, it sparks the production of complementary products and
goods thus increasing the value of the original product.

Establishing a Service Provider Advisory Board that will provide
insights into what new services our providers want and need to
reduce provider churn.

For Consumers

Our launch plan for consumers covers traditional SEO/SEM practices to attract
consumers searching on Google to find automotive services , some 1.5M searches
each month8 .

To support our pay-for-placement activities, we are investing heavily in creating
search engine friendly content to increase our search engine results placement
(SERPs). During our beta launch in the Dallas Fort Worth area, we tested
multiple editorial options and found a matrix of keyword difficulty, keyword
density, and search terms that , at this point, are giving us great SERP results ,
and we are confident that our content creation process can now scale quickly.
We will continue to monitor our SERP results to ensure that changes to

algorithms

Our Future Key Partners

UcarMobile will secure strategic partners to grow both our service partners and
consumer base.

For our service partner outreach and retention:

1) Community Colleges and Trade Schools

We provide young auto service technicians -in-a-
solution allowing them to start a mobile auto repair business without
having to worry about customer acquisition and customer management
hassles. This tactic will allow us to expand our service providers to meet
customer demand.

2) Content Providers
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UcarMobile will partner with authors and publishers who create skill-
based development course materials for our partners to stay current with
industry trends.

3) Automotive Data Companies

We will continue to partner with automotive data companies to provide
industry-leading data to our service providers. As these databases are
expensive to license, most mobile service providers can't afford to use
them, limiting their access to the latest data on the vehicles they are
fixing. Providing access to these databases will increase our ability to
obtain service partners and reduce churn.

For our consumer outreach and retention:

1) Corporate Benefit Companies

In September 2022, we are launching our business development
campaign to partner with corporate benefi t companies, clearinghouses ,
and online providers who provide employee benefit s packages to
medium and large companies.

2) Property Management Companies

By partnering with large apartment complexes and HOA service
providers, UcarMobile can reach hundreds of consumers through each
partnership. By collaborating with these companies , we can develop
service options that work within each guidelines.

3) Creating Gig-Driver Specific Features and Discounts

By providing discounts to the 12.5M Americans 9 who participate in the
ride-hailing, food & grocery and retail product delivery, and errand gig
economy, and therefore depend on their vehicles ,10 we hope to gain loyal
customers who are a perfect fit for our services.

Future Activities

UcarMobile understands that car repair , service and maintenance are not the
only aspects of car ownership. From buying a new vehicle, purchasing insurance
and warranties, needing maintenance and repairs, and selling that once new car,
UcarMobile can fulfill all needs. This expansion could happen through a build,
buy, or partner model.

1. UcarOK

A marketplace for individuals to buy and sell used vehicles (MVP built.
Product on hold)

2. Automotive Consumer Financial Services
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Financing, warranty, and automotive insurance services will allow us to

require car repair services and continue monetizing users once they have
joined our platform.

3. Monetization of our Data

As we grow, so too consumer and vehicle data. Our
360° view of all the services consumers use while owning a particular
model and make of vehicle makes our dataset unique and valuable. We
will look to monetize this aggregated and disambiguated data set in the
future.

4. Monetization of our Membership

Providing access to our service provider and consumer members to
companies wishing to sell related services and offerings may provide
additional revenue streams. Insurance companies, automotive
dealerships, and tool and safety equipment manufacturers and retailers
are apparent contenders for content marketing and advertising features.
These features mus
members.

5. Intellectual Property

At this point, our company name and our logo are our only intellectual
property. Our goal is to create patentable technologies and processes
where possible. Patentable technology will help us defend against
competi tors and allow additional revenue streams if our patents can be
monetized.

Key Investment Merits

Industry Trends and Opportunities

1. - Within the next decade, more than half of
independent automotive repair shop owners plan to retire 11

2. The US auto-repair industry is highly fragmented: the 50 largest
companies generate less than 10% of revenue 12

3.
vehicles13

Societal Trends and Opportunities

1. 46% of people who never worked from home previously now plan to
work from home more often in the future 1 4
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2. There are 1.5M google searches 8

the US and when faced with delays, 70% of consumers will switch
brands14

3. Odometers reached record levels in 2020 and this trend is expected to
continue15

4. 91.8% of vehicle owners have delayed a needed repair with more than
half of them delaying service because they are too busy 5

FINANCIALS

Market Analysis

The total annual market size in the US for the automotive repair, maintenance
and related services industry is $60B 16 and the mobile sector of that market
(services that are delivered to the consumer) is $28B1 7 .

Revenue Model

UcarMobile is a simple fee-based model where UcarMobile
takes a percentage of all labor and parts invoices transactions through the
application.

At this point, UcarMobile does not charge membership fees to service partners
and consumers.

Financials Projections

As of the date of this document, these moderate financial projections are based

business and online marketplace, and B2C consumer digital platforms.
UcarMobile is self-funded, post -revenue, but is only available in one large
metropolitan region (Dallas -Fort Worth), so historical financials are irrelevant
to future performance.

Key assumptions:

Marketplace membership growth models remain consistent with
online two-sided marketplace industry growth norms

economic shutdown like March 2020

Revenue ramps up in month 3 post-funding

Based on a $249K Raise

(in millions) Year 1 Year 2 Year 3 Year 4 Year 5
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Gross Revenue $ 0.57 $ 5.10 $ 42.55 $ 113.46 $ 141.82

Gross
Expenses

$ 0.28 $ 3.83 $ 31.90 $ 85.09 $ 99.28

EBITDA $ 0.29 $ 1.27 $ 10.65 $ 28.37 $ 42.54

USE OF PROCEEDS

The Company anticipates that the net proceeds from this funding round will be
generally utilized, at the discretion of management, for further advancement of
technology, intellectual property maintenance, expenses, salaries, legal,
accounting, and consulting fees, sales and marketing programs, other general
administrative expenses, and working capital. Because UcarMobile is post -
revenue, the Company anticipates continued growth in monthly revenue, and
that addit ional revenue will only accelerate growth. But since, in our early
phases of growth as we move into new region s, the exact amount of monthly
revenue will be variable, so to be conservative, that revenue has not been

Company will devote to these will vary depending on numerous factors.
Addit ionally, changes in business strategy and factors beyond our control may
render these spending plans inadvisable or impractical before the time when all
the net proceeds are spent, in which case management would devise alternative
spending plans.

The Company anticipates that approximately $249,000 of gross proceeds should
enable it to fund operations for at least ten months.

Use of Proceeds Summary Breakdown

GROSS PROCEEDS
OF OFFERING

$249,000

Product, Development & Customer Care 105,000

Marketing (including subscriber acquisition) and
Sales

82,000

Management Expenses & Salaries 35,000

General Administrative, Office, and Overhead 5,500
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Other Working Capital Purposes 3,550

Related Offering Costs 17,950

Total $249,000
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OUR COMPETITION

Like all businesses, we face competit ion in all aspects of our business, and we
plan for competition to increase, part icularly from large existing digital
marketplaces. Larger and more established companies may focus on our market
and could directly compete with us. Smaller companies, including application
developers, could also launch new products and services that compete with us
and gain market acceptance quickly. We constantly monitor startup funding site s
(Crunchbase), new product launch listings (Product Hunt) , and blogs (multiple)
to ensure that we are aware of potential new competitors.

Our competitors fall into two main categories:

Consumers:
Companies that deliver automotive repair, maintenance, and other
services to consumers

Automotive Services Partners:
Online directories and SaaS companies that provide services to mobile
auto service companies

Consumer Competition Categories (as a Chart)

For the consumers who purchase auto -repair, maintenance and other services
through our app, our competi tors fall across five main categories:

Types of Competitors Examples Our Position

Large automotive repair
retailers and dealerships

Bridgestone, Firestone,
Automotive brand
dealers

Limited innovation
although some have
white glove service,
some offer loaner
vehicles or van service,
some offer mobile or
web-based appointment
setting.

No ability for consumers
to get services at their
door

Independent Automotive
Repair Shops

234,700 independent
auto repair &
maintenance centers 1 8

Single or limited-service
provider

No ability for consumers
to get services at their
door

Automotive Service
Companies

Valvoline, JiffyLube,
Midas,
Big-O-Tires, Grease

Limited Innovation,
although some offer
mobile or web-based
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Monkey, Meineke,
Safelite AutoGlass

appointment setting

Single or limited-service
provider

No ability for consumers
to get services at their
door

Mobile Automotive
Services Companies

Zohr, Safelite
AutoGlass, TreadMaster

Single or limited-service
provider

Existing Mobile Auto
Repair and Maintenance
Companies

Wrench, Repair Smith, Single or limited-service
provider

Consumer Competition Landscape (as a graphic)
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Automotive Services Online Directories & SaaS Competitions

For our automotive services partners (across repair, maintenance, towing,
detailing, electronic, and locksmithing services), our directory and SaaS
competi tors fall across three main categories:

Types of Competitors Examples Our Position

Digital Marketing
Companies

Google My Business,
Facebook Business,
Countless Digital
Marketing and Website
Building Companies,
Squarespace, Wix.

General digital business
and marketing
companies with no focus
on mobile automotive
business, which require
partner providers to
spend time managing
them

Partner providers are
required to find
customers, and manage all
customer interactions, and
customer service issues

No mobile app & no
-in-a-

features

Marketplaces & Review
Sites

General Marketplace
and Review Sites:
Yelp, Craigslist,
Yellowpages, Angi,
Automotive Vertical
Marketplace:
RepairPal, RepairSmith,
Honk, Urgent.ly,

General Marketplace
provide customer
acquisition but
automotive features and
no customer service.

Automotive vertical
marketplaces provide
single vertical options,
no abili ty to up-sell or
cross-sell and extend
the lifetime value of
their customers .

Mobile Business
Software

GetZippity,
YourMechanic

No customer service
options

Monthly Fees

No up-sell or cross-sell
features

Limited or no
integration with auto
parts suppliers or 1-800-
Hotline



17

Investments & Exits in Competitors and Comparables

Over the last five years, there has been a growth in investment in mobile auto
service companies and niche marketplaces.

Recent Successful Rounds& Exits in the Comparable &
Competitive Landscape 19

Company Funding Type & Date Total Raised

RepairSmith Series B: Aug 2021 $ 42M

Your Mechanic Acquired: Jun, 2022

Undisclosed
YourMechanic raised $40M
& could have sold for up to

10x that amoun t

Wrench Venture: May 2022 $ 38M

Honk Series B: June 2018 $ 32M

Zippity Series A: Oct 2021 $ 12M

Zohr Seed: June 2019 $ 2M

FixMyCar Seed: Feb, 2021 $ 1.3M

EMPLOYEES, FOUNDERS & DIRECTORS

Employees

We currently have no employees, and we have no plans to hire full -time
employees after funding until marketplace revenue can support those employees.
We will use external contractors and resources to build features and grow
revenue until UcarMobile can onboard full-time employees.

The executive team consists of Tony Belgameh (Founder, CEO, COO). Tony
works as a 1099 contractor for UcarMobile, and is drawing no or very limited
wages. We plan to continue those 1099 contracts through the end of 2023 and
draw limited wages until the marketplace generates revenue. No deferred wages
for the founder are being accumulated; therefore, no deferred wages will need to
be paid from this offering.

Executive Offices

cutive offices are located at 14853 Towne Lake
Circle, Addison, TX 75001, and our telephone number is 1 -972-972-9197.
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All executives and contractors work remotely and UcarMobile plans to continue
to grow using a distributed and remote workforce.

Directors, Executive Officers, and Advisory Board

Our Officers and Directors are as follows:

Name Position

Tony Belgameh Founder, Chairman, CEO, COO, Director

Background of Officers, and Directors

All current executives of UcarMobile are immigrants to the U.S. with home
countries in the Middle East, South America, and Canada. UcarMobile is
committed to remaining a diverse company as we grow.

Tony Belgameh - Founder, Chief Executive Officer, Chief Operations Officer, and Director

Tony has over 25 years of experience in the automotive retail and repair
business, founding a used car dealership and auto repair business in downtown
Plano, Texas. Tony brings a deep knowledge of both the consumer side of
repairing vehicles and the business needs of auto repair businesses.
LinkedIn profile: https://www.linkedin.com/in/tony-belgameh-2276a59b/

Advisory Board Members

UcarMobile has no advisory board members and is actively looking to engage
with an automotive parts industry executive, a startup founder , or an early phase
executive with experience in growing a national brand.

RISK FACTORS

Risks Associated with Our Business

Our business depends on our abil ity to find our ability to onboard partner
companies and deliver customer to those partners.

UcarMobile's growth is predicated on our ability to find and onboard mobile
auto-motive repair, maintenance, and service business es and then deliver
customers to those partners. Our abili ty to deliver customers to our partners is
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based on our ability to find, convert, and retain consumers who need auto repair
and maintenance services. In that effort , we will compete against individu al
service providers, service-specific marketplaces, and brick-and-mortar service
providers. Our conservative growth plan is predicated on our abili ty to onboard
0.01% of those providers within 12 months of our funding round. Our inabil ity
to do so may impact our growth rate. Our inability to find, convert , and retain
customers will affect our abil ity to retain partners and our ability to onboard
new partners.

Changes to Right to Repair laws could negatively impact our business

Currently most states in the US and Canadian provinces have "right to repair"
laws. Right to repair refers to the concept of allowing end users, business users
as well as consumers, of technical, electronic, or automotive devices to freely
repair these products in case of mechanical or technical failure. With respect to
vehicles, "right to repair" allow consumers to choose where they have their
vehicles repaired, so those consumers are not bound to vehicle dealerships for
repairs, buy OEM parts, and have access to the software that co ntrols many
components. Suppose Right to Repair laws related to vehicles are restricted. In
that case, this could affect consumers ' ability to control where their vehicles
were repaired and maintained, affecting all independent auto repair and
maintenance businesses, including those mobile companies that partner with us.

Current supply chain issues may impact our ability to find parts and
supplies

Global supply chain issues may impact our partners ability to buy the parts and
supplies required to repair customer s vehicles, which may force some
consumers to put off maintenance and necessary repairs. Even if the automotive
parts industry is not affected by supply chain issues, consumers may assume that
auto parts are affected and slow them from having their vehicles repaired or
maintained based on nothing other than the general idea that all industries are
affected by supply chain issues.

We are an early-stage business.

UcarMobile was incorporated in the State of Delaware in Feb 2022. The
Company is a going concern yet has no history (other than the past related
business experience of the leadership team) upon which an evaluation of its

operations are subject to all business risks associ ated with new enterprises. As a
result, projections of results and rates of growth may not be a meaningful
indicator of our future results of operations. In addition, our planned growth
may place a significant strain on our financial, operational , and managerial

of the problems, expenses, difficulties, complications, and delays frequently
encountered in connection with the development and expansion of a business.
Any inability to successfully manage our growth, if any, could have a material
adverse effect on our business, financial condition, and operating results. The
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Company could sustain losses in the future. There can be no assurances that the
Company will ever operate profitably.

We may not be able to generate sufficient revenues

The Company currently is a going concern and post -revenue. The return on an
investment in the Company is dependent on many factors including, but not
limited to, the effectiveness of our platform fea tures to deliver value to our
clients and the acceptance of its use in our target markets, the overall economic
environment and more specifically, our abili ty to onboard partner companies.
There can be no assurance that revenues will be generated, that we will ever
achieve profitabili ty, that an investment in the Company will ever produce a
return for its stockholders, including purchasers of Shares in this Offering, or
that we will remain a viable enterprise.

Our business will depend on building a strong and trusted brand, and any
failure to grow, protect and enhance our brand would hurt our ability to
retain or expand our base of members, enterprises and professional
organizations, our ability to increase their level of engagement and our
ability to attract and retain high level employees.

Our brand will be built on the idea that customers and enterprises will trust us
and find immense value in using our platform, as well as investing in their
professional learning and knowledge. Enhancing the UcarMobile b rand is
cri tical to expanding our base of customers, enterprises, and other partners and
increasing their engagement with our services, and will depend largely, in our
first few years, on our ability to maintain member trust and continue to provide
valuable and high-quality solutions, which we may not do.

Our success in this area will be dependent on a wide range of factors, some of
which are out of our control, including the following:

the quality and perceived value of our services,

the efficacy of our marketing efforts,

our ability to retain existing and obtain new customers and strategic
partners,

actions of any competi tors, our strategic partners, and other third
parties,

positive or negative publicity, including material on the Internet,

regulatory and other government related developments.

Our revenue and operating results depend significantly on the acceptance of
our services in the marketplace.

Our revenue and operating results depend on the successful acceptance of our
services. We plan to sell our services to a wide range of potential customers.
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Our customer retention rates , and customer utilization may decline or fluctuate
due to a variety of factors, including the following:

services,

the quality, breadth, and prices of our services,

our general reputation and events impacting that reputation,

the services and related pricing offered by any potential competitors,

our customer service and responsiveness to any customer complain ts,

customer dissatisfaction if they do not receive the full benefit of our
services due to their failure to provide all relevant data,

expectations.

If we do not retain new customers, our anticipate d revenue may grow more
slowly than expected or decline, and our operating results and gross margins
will be harmed. In addition, our business and operating results may be harmed if
we are unable to increase our retention rates.

We intend to continually add new customers to replace customers who cancel or
elect not to renew their agreements with us and to grow our business and
expected customer base. If we are unable to attract new customers in numbers
greater than the percentage of customers who cancel or elect not to renew their
agreements with us, our customer base could decrease and our business,
operating results, and financial condition could be adversely affected.

We may need additional financing.

We may require additional capital to cover our oper ating expenses and general
corporate purposes. We do not know how much additional funding we may
require. We may be required to seek other sources of financing soon, which
sources (assuming we are able to locate such alternative sources of financing)
may be on terms less favorable to us than those offered now. Any additional
equity financing may be dilutive to stockholders, and debt financing, if
available, may involve restrictive covenants. If additional funds are raised
through the issuance of equity secu rities, the percentage ownership of the
stockholders of the Company will be reduced, stockholders may experience
additional dilution in net book value per share, or such equity securities may
have rights, preferences, or privileges senior to those of the h olders of our
Common Stock. If adequate funds are not available on acceptable terms, we may
be unable to develop or enhance our services and products, take advantage of
future opportunities, or respond to competit ive pressures, any of which could
have a material adverse effect on our business, financial condition, and
operating results, or we may be forced to cease operations.
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We may not timely and effectively scale and adapt our existing technology
and network infrastructure to ensure that our services and solutions are
accessible within an acceptable load time. Additionally, natural disasters or
other catastrophic occurrences beyond our control could interfere with
access to our services.

A key element to our growth is the ability of our customers, users (whom we
define as anyone who visits one of our websites through a computer or
application on a mobile device, regardless of whether or not they are a member),
and enterprises to access our websites, services, and solutions within acceptable
load times (website performance). We may, in the future, experience service
disruptions, outages, and other performance problems due to a variety of
factors, including infrastructure changes, human or so ftware errors, capacity
constraints due to an overwhelming number of users accessing our services
simultaneously, and denial of service or fraud or security attacks. Suppose our
services are unavailable when users attempt to access them, or they do not loa d
as quickly as users expect. In that case, users may seek other websites or
services to obtain the information they are looking for and may not return to our
website or use our services as often in the future or at all. This would negatively
impact our ability to attract members, enterprises, and professional
organizations and increase the engagement of our members.

Our systems are also vulnerable to damage or interruption from catastrophic
occurrences such as earthquakes, floods, fires, power loss, telec ommunication
failures, terrorist attacks, global pandemics, and similar events.

The tracking of certain of our performance metrics will be done with
internal tools and may not be available to be independently verified. Certain
of our performance metrics may be subject to inherent challenges in
measurement, and real or perceived inaccuracies in such metrics may harm
our reputation and negatively affect our business.

We track certain performance metrics, including the number of registered
members, unique vis iting members, and member page views, with internal tools,
which are not independently verified by any third party. Our internal tools have
a few limitations, and our methodologies for tracking these metrics may change
over time, which could result in unexpected changes to our metrics, including
the metrics we report. If the internal tools we use to track these metrics
undercount or overcount performance or contain algorithm or other technical
errors, the data we report may not be accurate.

Failure to protect or enforce our future intellectual property rights could
harm our business and operating results.

We regard the protection of our future trade secrets, copyrights, trademarks,
trade dress, databases, domain names , and patents as critical to our success. We
will strive to protect our intellectual property rights by relying on federal , state,
and common law rights and other rights provided under US and Canadian laws.
These laws are subject to change at any time and c ould further restrict our
abili ty to protect our intellectual property rights. Litigation may be necessary to
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enforce our intellectual property rights, protect our proprietary rights or
determine the validity and scope of proprietary rights claimed by othe rs. If we
fail to maintain, protect, and enhance our intellectual property rights, our
business and operating results may be harmed.

Our services may infringe the intellectual property rights of others, which
may cause us to pay unexpected litigation costs or damages or prevent us
from selling our services.

From time to time, third parties may claim that our services infringe or
otherwise violate their intellectual property rights. We may be subject to legal
proceedings and claims, including claims of alle ged infringement by us of the
intel lectual property rights of third parties. Any dispute or l itigation regarding
intel lectual property could be expensive and time -consuming, regardless of the
merits of any claim, and could divert our management and key per sonnel from
our business operations.

If we were to discover or be notified that our services potentially infringe or
otherwise violate the intellectual property rights of others, we may need to
obtain licenses from these parties in order to avoid infringem ent. We may not be
able to obtain the necessary licenses on acceptable terms or at all , and any such
license may substantially restrict our use of the intellectual property. Moreover,
if we are sued for infringement and lose the lawsuit, we could be requir ed to pay
substantial damages or be enjoined from offering the infringing services. Our
intel lectual property portfolio may not be useful in asserting a counterclaim or
negotiating a license in response to a claim of intellectual property
infringement. Any of which could cause us to incur significant costs and prevent
us from selling our services.

Our business depends on our ability to utilize intellectual property,
technology, and content owned by third parties, the loss of which would
harm our business.

Our services may utilize intellectual property, technology, and content owned
by third parties. From time to time, we may be required to negotiate with these
third parties or negotiate with other third parties to include or continue using
their intellectual property, technology, or content in our existing service
offerings, in new versions of our service offerings, or in new services that we
offer. We may not be able to obtain the necessary rights from these third parties
on commercially reasonable terms or at all , and the third-party intel lectual
property, technology, and content we use or desire to use may not be
appropriately supported, maintained, or enhanced by the third parties. If we are
unable to obtain the rights necessary to use or continue to use third-party
intel lectual property, technology, and content in our services, or if those third
parties are unable to support, maintain, and enhance their intellectual property,
technology, and content, we could experience increased costs or delays or
reductions in our service offerings, which in turn may harm our financial
condition, damage our brand, and result in the loss of customers. In these
circumstances, we will seek to use license other third -party technology rights
necessary to our operations.
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We will consistently work to build our intellectual property portfolio internally
and through acquisit ions. We may be required to incur substantial expenses to
do so, and our efforts may not be successful.

open-source ct our ability to sell
our services and subject us to possible litigation.

Software code that is freely shared in the software development community is
referred to as open-source code, and software applications built from open-
source code are referred to as open-source software. A portion of the
technologies licensed by us incorporates such open-source software, and we may
incorporate open-source software in the future. Such open-source software is
generally licensed by its authors or other third parties u nder open-source
licenses. Use and distribution of open-source software may entail greater risks
than the use of third-party commercial software, as open-source licensors
generally do not provide warranties or other contractual protections regarding
infringement claims or the quali ty of the code. Some open-source licenses
require that source code subject to the license be disclosed to third part ies that
have a right to modify and redistribute that source code and any software
derived from it. If we combine our proprietary software with open-source
software in a certain manner, we could, under certain open-source licenses, be
required to release the source code of our proprietary software to the public.
This would allow our competitors to create similar services and platforms with
lower development effort and time and ultimately could reduce or eliminate our
abili ty to commercialize or profit from our services.

We cannot be certain that all open-source software is submitted for approval
prior to use in our services. The terms of many open-source licenses have not
been interpreted by the U.S. courts, and there is a risk that these licenses could
be construed in a way that imposes unanticipated conditions or restrictions on
our ability to commercialize our services. In this event, we could be required to
seek licenses from third parties to continue offering our servic es, to make
generally available, in source code form, our proprietary code, or to discontinue
the sale of our services, any of which could adversely affect our business,
operating results, and financial condition.

If we fail to effectively manage our growth, our business and operating
results could be harmed.

If we do not effectively manage the growth of our business and operations, the
quality of our solutions could suffer, which could negatively affect our brand,
operating results, and overall business. To effectively manage this growth, we
will need to continue to improve our operational, financial and management
controls, and our reporting systems and procedures to ensure that our employees
can effectively communicate with each other and our growing bas e of customers,
enterprises, and partners. If we fail to implement these improvements
effectively, our abil ity to manage our expected growth and comply with the
rules and regulations that are applicable to publicly reporting companies will be
impaired.
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Our operating results may vary and be unpredictable, make period -to-
period comparisons less meaningful, and make our future results difficult to
predict.

We may experience significant fluctuations in our revenue, expenses, and
operating results in future per iods. Our operating results may fluctuate in the
future as a result of a number of factors, many of which are beyond our control.
Moreover, these fluctuations may make comparing our operating results on a
period-to-period basis less meaningful and make our future results difficult to
predict. You should not rely on our past results as an indication of our future
performance. In addition, if revenue levels do not meet our expectations, our
operating results and ability to execute on our business plan are lik ely to be

factors that could affect our operating results include the following:

service introductions or enhancements and market acceptance of our
services,

our expense and capital expenditure levels,

pricing and availabil ity of any competi tive services,

our ability to address any competitive factors successfully,

changes or anticipated changes in economic conditions, and,

changes in legislation and regulatory requirements rela ted to our
business.

Due to these and other factors, our financial results for any quarterly or annual
period may not meet our expectations or the expectations of investors or
analysts and may not be meaningful indications of our future performance.

Our projections and forward-looking information may prove to be incorrect.

upon a presumed financial performance of the Company, the addition of a
sophisticated and well -funded marketing plan, and other factors influencing the

estimate of the probable results of operations of the Company, based on present

accountants. These projections are based on several assumptions set forth
therein, which Management believes are reasonable. Some assumptions upon
which the projections are based, however, invariably will not materialize due to
the inevitable occurrence of unanticipated events and circumstances beyond

the actual results of operations will vary from
the projections, and such variances may be ma terial. Assumptions regarding
future changes in sales and revenues are necessarily speculative in nature. In
addition, projections do not and cannot take into account such factors as general



26

economic conditions, unforeseen regulatory changes, the entry int o the

Management believes that the projections accurately reflect possible future
results of the Compan

There might be unanticipated obstacles to the execution of our business
plan.

The
s are achievable in light of

current economic and market conditions with the skil ls, background, and
, and advisors. Management

strategies depending on future events.

Risks Associated with the Internet and Mobile Industry

Public scrutiny of Internet privacy and security issues may result in
increased regulation and different industry standards, which could deter or
prevent us from providing our current products and solutions to our
members and customers, thereby harming our business.

The regulatory framework for privacy and security issues worldwide is evolving
and will likely remain in flux for the foreseeable future. Various gove rnment
and consumer agencies have also called for new regulations and changes in
industry practices. Practices regarding the registration, collection, processing,
storage, sharing, disclosure, use, and security of personal and other information
by companies offering online services have recently come under increased
public scrutiny.

Government agencies and regulators have reviewed, are reviewing, and will
continue to review, the personal data practices of online media companies,
including privacy and securi ty policies and practices. The FTC has approved
consent decrees resolving complaints and their resulting investigations into the
privacy and security practices of several online social media companies. These
reviews could result in changes to our products and policies. If we are unable to
comply with any such reviews or decrees that result in recommendations or
binding changes, or if the recommended changes result in the degradation of our
products, our business could be harmed.

We are subject to uncertain government regulations and other legal
uncertainties relating to the internet.

There are currently few laws or regulations that specifically regulate
communications or commerce on the Internet. Any new laws or regulations
relating to the Internet could adversely affect our business. In addition, current
laws and regulations may be applied and new laws and regulations may be
adopted in the future that address issues such as user privacy, pricing, taxation
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and the characterist ics and quali ty of products and services offered over the
Internet. For example, several telecommunications companies have petitioned
the Federal Communications Commission to regulate Internet service providers
and online service providers in a manner like long distance telephone carrier s
and to impose access fees on these companies. This could increase the cost of
transmitting data over the Internet , which could increase our expenses and
discourage people from using the Internet to obtain business and financial
information. Moreover, it may take years to determine the extent to which
existing laws relating to issues such as property ownership, libel and personal
privacy are applicable to the Internet.

We face web security concerns that could hinder internet commerce

Any well-publicized compromise of Internet security could deter more people
from using the Internet or from using it to conduct transactions that involve
transmitting confidential information, such as stock trades or purchases of goods
or services. Because a portion of our revenue is based on individuals using
credit cards to purchase subscriptions over the Internet and a portion from
advertisers who seek to encourage people to use the Internet to purchase goods
or services, our business could be adversely affected by this type of
development. We may also incur significant costs to protect against the threat of
security breaches or to alleviate problems, including potential private and
governmental legal actions caused by such breaches.

We will collect, process, store, share, di sclose and use personal information
and other data, which subjects us to governmental regulations and other
legal obligations related to privacy and security, and our actual or perceived
failure to comply with such obligations could harm our business.

Any failure or perceived failure by us to comply with our privacy policies, our
privacy-related obligations to members, customers , or other third parties, our
data disclosure and consent obligations, or our privacy or security -related legal
obligations, or any compromise of security that results in the unauthorized
disclosure, transfer or use of personal or other information, which may include
personally identifiable information or other member data, may result in
governmental enforcement actions, litigation o r public statements critical of us
by consumer advocacy groups or others and could cause our members and
customers to lose trust in us, which could have an adverse effect on our
business.

h result
page rankings decline for other reasons, our member and non -member
engagement projections may be incorrect.

We will depend in part on various Internet search engines to direct a significant
amount of traffic to our website. Similarly, we will depe nd on providers of

mobile applications that enable our service. Our ability to grow the number of
visitors directed to our website and users of our online services is not entirely
w



28

may result in their websites receiving a higher search result page ranking than
ours, or Internet search engines could revise their methodologies in an attempt
to improve their search results, which could adversely affect the placement of
our search result page ranking and the ability for new users to find our site. Any
reduction in the number of users directed to our websites would harm our
business and operating results.

We are dependent on the internet infrastructure.

Our future success will depend, in significant part, upon the maintenance of the
various components of the Internet infrastructure, such as a reliable backbone
network with the necessary speed, data capacity , and securi ty, and the timely
development of enabling products, such as high -speed modems, which provide
reliable and timely Internet access and services. To the extent that the Internet
continues to experience increased numbers of users, frequency of use or
increased user bandwidth requirements, we cannot be sure that the Internet
infrastructure will continue to be able to support the demands placed on it or
that the performance or reliability of the Internet will not be adversely affected.
Furthermore, the Internet has experienced a variety of outages and other delays
as a result of damage to portions of its infrastructure or otherwise, and such
outages or delays could adversely affect our Web site and the Web sites of our
co-branded partners, as well as the Internet service providers and online service
providers our customers use to access our services. In addition, the Internet
could lose its viability as a commercial medium due to delays in the
development or adoption of new standards and protocols that can manage
increased levels of activity. We cannot predict whether the infrastructure and
complementary products and services necessary to maintain the Internet as a
viable commercial medium will be developed or maintained.

Our solutions and internal systems rely on software that is highly technical,
and if it contains undetected errors, our business could be adversely
affected.

Our current and future solutions and internal systems rely on software that is
highly technical and complex. In addition, our solutio ns and internal systems
depend on the ability of our software to store, retrieve, process, and manage
immense amounts of data. Any errors, bugs, or defects discovered in our
software or third-party software we use could result in damage to our reputation,
loss of members, loss of revenue, or liability for damages, any of which could
adversely affect our business and financial results.

Risks associated with our Managers and Management Team

We depend on key personnel, and if we fail to retain and attract skilled
management and other key personnel, our business may be harmed.

Our success depends to a significant extent upon the continued services of our
current management team; Tony Belgameh, CEO/COO. The loss of this
individual or one or more of our other key executives or employees could have a
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insurance of $500,000 on each of the lives of our executive officers once the
marketplace generates revenue. We employ all of our executive officers and key
employees on an at-will basis, and their employment can be terminated by them
or us at any time, for any reason, and without notice, which may be subject , in
certain cases, to severance payment rights. To retain valuable e mployees, in
addition to salary and cash incentives, we may provide various stock options
that may vest over time. There can be no assurance that any persons who may be
employed by us will remain with us.

Currently the officers of the company are also the only board directors.

At this point in time, the officers of the company are the only members of the
board, which could lead to a conflict of interest. We plan to add new board
members when we find suitable candidates.

We will depend on world class talent to grow and operate our business, and
if we are unable to hire, retain and motivate our personnel, we may not be
able to grow effectively.

Our future success will depend upon our continued abil ity to identify, hire,
develop, motivate, and retain world -class talent and manage our in -house and
external talent . Our ability to execute efficiently is dependent upon
contributions from all our employees, in particular our senior management team.
Our growth strategy also depends on our ability to expand and re tain our
organization with world-class talent. Identifying, recruiting, training, and
integrating qualified individuals will require significant time, expense, and
attention. In addition to hiring new employees, we must continue to focus on
retaining our best talent .

The liability of our officers and directors is limited.

The applicable provisions of the Delaware General Corporation Law and our by -
laws limit the liabili ty of our officers and directors to our stockholders and us
for monetary damages for breaches of their fiduciary duties, with certain
exceptions, and for other specified acts or omissions of such persons. In
addition, indemnification agreements we expect to enter into with our officers
and directors upon completion of the Offering provide for indemnification of
such persons under certain circumstances. If we a re required to indemnify any
of our officers or any other person, our financial strength may be harmed, which
may, in turn, lower our stock price.

Risks Associated with the Securities

No public market for our securities.

There is currently no public market for our securities. If we become a public
company, there can be no assurance that an active market for our Shares or
Common Stock will be established or if, established, sustained. Fluctuation in
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the market price of our Common Stock may occur due to many factors,
including:

General market conditions and other factors related to the economy or
otherwise, including factors unrelated to our operating performance or
the operating performance of our competitors.

The introduction of new products or product enha ncements by us or our
competi tors,

Disputes or other developments with respect to intellectual property
rights or other potential legal actions,

Sales of large blocks of our securities, including sales by our executive
officers and managers,

The acquisition or divestiture of businesses, products, assets, or
technology,

Litigation, including intellectual property litigation, and

Changes in earnings estimates or recommendations by us or by securities
analysts.

In addition, securities of companies with smaller capitalization have
experienced substantial volatility in the past, often based on factors unrelated to
the financial performance or prospects of the companies involved. These factors
include global economic developments and market perceptions of the
attractiveness of certain industries , and the availabili ty of market makers in the
over-the-counter market. There can be no assurance that continuing fluctuations
in price will not occur.

We cannot assure you of a return on your investment.

The Shares offered hereby are speculative and involve a high degree of risk.
There can be no guarantee that an investor will realize a substantial return on
the investment or any return, or that the investor will not lose their entire
investment. For this reason, each prosp ective investor should read this
Memorandum and all Exhibits, as well as the documents in our electronic data
room, carefully and should consult with their own legal counsel, accountant(s),
or business advisor(s) prior to making any investment decision.

Long term nature of investment.

An investment in the Shares may be long-term and illiquid. The offer and sale of
the Shares will not be registered under the Securities Act or any foreign or state
securities laws by reason of exemptions from such registratio n, which depends
in part on the investment intent of the investors. Prospective investors will be
required to represent in writing that they are purchasing the Shares for their own
account for long-term investment and not with a view toward resale or
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distribution. Accordingly, purchasers of Shares must be will ing and able to bear
the economic risk of their investment for an indefinite period of time. It is
likely that investors will not be able to liquidate their investment in the event of
an emergency.

We have arbitrarily set the offering price of the Shares.

The price of the Shares offered and their conversion rate into Common Stock
have

s development and the
general condition of the industry in which it operates. The Offering price bears
little relationship to the assets, net worth, or any other objective criteria of
value applicable to the Company.

The Company holds no responsibility for any the tax liability experienced by
a potential investor.

The effect of certain tax consequences on an investor will depend, in part, on

prospective investor to consult their own tax adviser regarding the federal, state,
and local income tax consequences of investing in this offering on their
individual tax situation.
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RISK FACTORS

Risks Associated with Our Business

Our business depends on our abil ity to find our ability to onboard partner
companies and deliver customer to those partners.

UcarMobile's growth is predicated on our ability to find and onboard mobile
auto-motive repair, maintenance, and service businesses and then deliver
customers to those partners. Our abili ty to deliver customers to our partners is
based on our ability to find, convert, and retain consumers who need auto repair
and maintenance services. In that effort , we will compete against individual
service providers, service -specific marketplaces, and brick-and-mortar service
providers. Our conservative growth plan is predicated on our abili ty to onboard
0.01% of those providers within 12 months of our funding round. Our inabil ity
to do so may impact our growth rate. Our inability to find, convert , and retain
customers will affect our abil ity to retain partners and our abili ty to onb oard
new partners.

Changes to Right to Repair laws could negatively impact our business

Currently most states in the US and Canadian provinces have "right to repair"
laws. Right to repair refers to the concept of allowing end users, business users
as well as consumers, of technical, electronic, or automotive devices to freely
repair these products in case of mechanical or technical failure. With respect to
vehicles, "right to repair" allow consumers to choose where they have their
vehicles repaired, so those consumers are not bound to vehicle dealerships for
repairs, buy OEM parts, and have access to the software that controls many
components. Suppose Right to Repair laws related to vehicles are restricted. In
that case, this could affect consumers ' ability to control where their vehicles
were repaired and maintained, affecting all independent auto repair and
maintenance businesses, including those mobile companies that partner with us.

Current supply chain issues may impact our ability to find parts and
supplies

consumers to put off maintenance and necessary repairs. Even if the automotive
parts industry is not affected by supply chain issues, consumers may assume that
auto parts are affected and slow them from having their vehicles repaired or
maintained based on nothing other than the general idea that all industries are
affected by supply chain issues.

We are an early-stage business.



UcarMobile was incorporated in the State of Delaware in Feb 2022. The
Company is a going concern yet has no history (other than the past related
business experience of the leadership team) upon which an evaluation of its
prospec
operations are subject to all business risks associated with new enterprises. As a
result , projections of results and rates of growth may not be a meaningful
indicator of our future results of operations. In addition, our planned growth
may place a significant strain on our financial, operational, and managerial

of the problems, expenses, difficulties, complication s, and delays frequently
encountered in connection with the development and expansion of a business.
Any inability to successfully manage our growth, if any, could have a material
adverse effect on our business, financial condition, and operating results. The
Company could sustain losses in the future. There can be no assurances that the
Company will ever operate profitably.

We may not be able to generate sufficient revenues

The Company currently is a going concern and post -revenue. The return on an
investment in the Company is dependent on many factors including, but not
limited to, the effectiveness of our platform features to deliver value to our
clients and the acceptance of its use in our target markets, the overall economic
environment and more specif ically, our abili ty to onboard partner companies.
There can be no assurance that revenues will be generated, that we will ever
achieve profitabili ty, that an investment in the Company will ever produce a
return for its stockholders, including purchasers of Shares in this Offering, or
that we will remain a viable enterprise.

Our business will depend on building a strong and trusted brand, and any
failure to grow, protect and enhance our brand would hurt our ability to
retain or expand our base of members, en terprises and professional
organizations, our ability to increase their level of engagement and our
ability to attract and retain high level employees.

Our brand will be built on the idea that customers and enterprises will trust us
and find immense value in using our platform, as well as investing in their
professional learning and knowledge. Enhancing the UcarMobile brand is
cri tical to expanding our base of customers, enterprises, and other partners and
increasing their engagement with our services, and will depend largely, in our
first few years, on our ability to maintain member trust and continue to provide
valuable and high-quality solutions, which we may not do.

Our success in this area will be dependent on a wide range of factors, some of
which are out of our control, including the following:

the quality and perceived value of our services,



the efficacy of our marketing efforts,

our ability to retain existing and obtain new customers and strategic
partners,

actions of any competitors, our strategic p artners, and other third
parties,

positive or negative publicity, including material on the Internet,

regulatory and other government related developments.

Our revenue and operating results depend significantly on the acceptance of
our services in the marketplace.

Our revenue and operating results depend on the successful acceptance of our
services. We plan to sell our services to a wide range of potential customers.
Our customer retention rates, and customer util ization may decline or fluctuate
due to a variety of factors, including the following:

the quality, breadth, and prices of our services,

our general reputation and events impacting that reputation,

the services and related pricing offered by any potential competitors,

our customer service and responsiveness to any customer complaints,

customer dissatisfaction if they do not receive the full benefi t of our
services due to their failure to provide all relevant data,

any guaran
expectations.

If we do not retain new customers, our anticipated revenue may grow more
slowly than expected or decline, and our operating results and gross margins
will be harmed. In addition, our business and operating results may be harmed if
we are unable to increase our retention rates.

We intend to continually add new customers to replace customers who cancel or
elect not to renew their agreements with us and to grow our business and
expected customer base . If we are unable to attract new customers in numbers
greater than the percentage of customers who cancel or elect not to renew their
agreements with us, our customer base could decrease and our business,
operating results, and financial condition could b e adversely affected.



We may need additional financing.

We may require additional capital to cover our operating expenses and general
corporate purposes. We do not know how much additional funding we may
require. We may be required to seek other sources of financing soon, which
sources (assuming we are able to locate such alternative sources of financing)
may be on terms less favorable to us than those offered now. Any additional
equity financing may be dilutive to stockholders, and debt financing, if
available, may involve restrictive covenants. If addit ional funds are raised
through the issuance of equity securities, the percentage ownership of the
stockholders of the Company will be reduced, stockholders may experience
additional dilution in net book value per share, or such equity securities may
have rights, preferences, or privileges senior to those of the holders of our
Common Stock. If adequate funds are not available on acceptable terms, we may
be unable to develop or enhance our services and produ cts, take advantage of
future opportunities, or respond to competit ive pressures, any of which could
have a material adverse effect on our business, financial condition, and
operating results, or we may be forced to cease operations.

We may not timely and effectively scale and adapt our existing technology
and network infrastructure to ensure that our services and solutions are
accessible within an acceptable load time. Additionally, natural disasters or
other catastrophic occurrences beyond our control cou ld interfere with
access to our services.

A key element to our growth is the ability of our customers, users (whom we
define as anyone who visits one of our websites through a computer or
application on a mobile device, regardless of whether or not they ar e a member),
and enterprises to access our websites, services, and solutions within acceptable
load times (website performance). We may, in the future, experience service
disruptions, outages, and other performance problems due to a variety of
factors, including infrastructure changes, human or software errors, capacity
constraints due to an overwhelming number of users accessing our services
simultaneously, and denial of service or fraud or security attacks. Suppose our
services are unavailable when users attempt to access them, or they do not load
as quickly as users expect. In that case, users may seek other websites or
services to obtain the information they are looking for and may not return to our
website or use our services as often in the future or a t all. This would negatively
impact our ability to attract members, enterprises, and professional
organizations and increase the engagement of our members.

Our systems are also vulnerable to damage or interruption from catastrophic
occurrences such as ear thquakes, floods, fires, power loss, telecommunication
failures, terrorist attacks, global pandemics, and similar events.

The tracking of certain of our performance metrics will be done with
internal tools and may not be available to be independently verif ied. Certain



of our performance metrics may be subject to inherent challenges in
measurement, and real or perceived inaccuracies in such metrics may harm
our reputation and negatively affect our business.

We track certain performance metrics, including th e number of registered
members, unique visiting members, and member page views, with internal tools,
which are not independently verified by any third party. Our internal tools have
a few limitations, and our methodologies for tracking these metrics may ch ange
over time, which could result in unexpected changes to our metrics, including
the metrics we report. If the internal tools we use to track these metrics
undercount or overcount performance or contain algorithm or other technical
errors, the data we report may not be accurate.

Failure to protect or enforce our future intellectual property rights could
harm our business and operating results.

We regard the protection of our future trade secrets, copyrights, trademarks,
trade dress, databases, domain names, and patents as critical to our success. We
will strive to protect our intellectual property rights by relying on federal , state,
and common law rights and other rights provided under US and Canadian laws.
These laws are subject to change at any time a nd could further restrict our
abili ty to protect our intellectual property rights. Litigation may be necessary to
enforce our intellectual property rights, protect our proprietary rights or
determine the validity and scope of proprietary rights claimed by others. If we
fail to maintain, protect, and enhance our intellectual property rights, our
business and operating results may be harmed.

Our services may infringe the intellectual property rights of others, which
may cause us to pay unexpected litigation c osts or damages or prevent us
from selling our services.

From time to time, third parties may claim that our services infringe or
otherwise violate their intellectual property rights. We may be subject to legal
proceedings and claims, including claims of alleged infringement by us of the
intel lectual property rights of third parties. Any dispute or litigation regarding
intel lectual property could be expensive and time -consuming, regardless of the
merits of any claim, and could divert our management and key personnel from
our business operations.

If we were to discover or be notified that our services potentially infringe or
otherwise violate the intellectual property rights of others, we may need to
obtain licenses from these parties in order to avoid infri ngement. We may not be
able to obtain the necessary licenses on acceptable terms or at all , and any such
license may substantially restrict our use of the intellectual property. Moreover,
if we are sued for infringement and lose the lawsuit, we could be re quired to pay
substantial damages or be enjoined from offering the infringing services. Our
intel lectual property portfolio may not be useful in asserting a counterclaim or



negotiating a license in response to a claim of intellectual property
infringement. Any of which could cause us to incur significant costs and prevent
us from selling our services.

Our business depends on our ability to utilize intellectual property,
technology, and content owned by third parties, the loss of which would
harm our business.

Our services may utilize intellectual property, technology, and content
owned by third parties. From time to time, we may be required to negotiate with
these third parties or negotiate with other third parties to include or continue
using their intellectual property, technology, or content in our existing service
offerings, in new versions of our service offerings, or in new services that we
offer. We may not be able to obtain the necessary rights from these third parties
on commercially reasonable terms or at all , and the third -party intel lectual
property, technology, and content we use or desire to use may not be
appropriately supported, maintained, or enhanced by the third parties. If we are
unable to obtain the rights necessary to use or continue to use third-party
intel lectual property, technology, and content in our services, or if those third
parties are unable to support, maintain, and enhance their intellectual property,
technology, and content, we could experience increased costs or delays or
reductions in our service offerings, which in turn may harm our financial
condition, damage our brand, and result in the loss of customers. In these
circumstances, we will seek to use license other third -party technology rights
necessary to our operations.

We will consistently work to build our intellectual property portfolio internally
and through acquisitions. We may be required to incur substantial expenses to
do so, and our efforts may not be successful.

- affect our ability to sell
our services and subject us to possible litigation.

Software code that is freely shared in the software development community is
referred to as open-source code, and software applications built from open -
source code are referred to as open-source software. A portion of the
technologies licensed by us incorporates such open -source software, and we may
incorporate open-source software in the future. Such open-source software is
generally licensed by its authors or other third parti es under open-source
licenses. Use and distribution of open-source software may entail greater risks
than the use of third-party commercial software, as open-source licensors
generally do not provide warranties or other contractual protections regarding
infringement claims or the quali ty of the code. Some open -source licenses
require that source code subject to the license be disclosed to third parties that
have a right to modify and redistribute that source code and any software
derived from it. If we combine our proprietary software with open -source
software in a certain manner, we could, under certain open -source licenses, be



required to release the source code of our proprietary software to the public.
This would allow our competitors to create similar s ervices and platforms with
lower development effort and time and ultimately could reduce or eliminate our
abili ty to commercialize or profit from our services.

We cannot be certain that all open -source software is submitted for approval
prior to use in our services. The terms of many open-source licenses have not
been interpreted by the U.S. courts, and there is a risk that these licenses could
be construed in a way that imposes unanticipated conditions or restrictions on
our ability to commercialize our se rvices. In this event, we could be required to
seek licenses from third parties to continue offering our services, to make
generally available, in source code form, our proprietary code, or to discontinue
the sale of our services, any of which could advers ely affect our business,
operating results, and financial condition.

If we fail to effectively manage our growth, our business and operating
results could be harmed.

If we do not effectively manage the growth of our business and operations, the
quality of our solutions could suffer, which could negatively affect our brand,
operating results, and overall business. To effectively manage this growth, we
will need to continue to improve our operational, financial and management
controls, and our reporting systems and procedures to ensure that our employees
can effectively communicate with each other and our growing base of customers,
enterprises, and partners. If we fail to implement these improvements
effectively, our abil ity to manage our expected growth and comply with the
rules and regulations that are applicable to publicly reporting companies will be
impaired.

Our operating results may vary and be unpredictable, make period -to-
period comparisons less meaningful, and make our future results difficult to
predict.

We may experience significant fluctuations in our revenue, expenses, and
operating results in future periods. Our operating results may fluctuate in the
future as a result of a number of factors, many of which are beyond our control.
Moreover, these fluctuations may make comparing our operating results on a
period-to-period basis less meaningful and make our future results difficult to
predict. You should not rely on our past results as an indication of our future
performance. In addition, if revenue levels do not meet our expectations, our
operating results and ability to execute on our business plan are likely to be

factors that could affect our operating results incl ude the following:

service introductions or enhancements and market acceptance of our
services,



our expense and capital expenditure levels,

pricing and availabil ity of any competi tive services,

our ability to address any competitive factors successfully,

changes or anticipated changes in economic conditions, and,

changes in legislat ion and regulatory requirements related to our
business.

Due to these and other factors, our financial results for any quarterly or annual
period may not meet our expectations o r the expectations of investors or
analysts and may not be meaningful indications of our future performance.

Our projections and forward-looking information may prove to be incorrect.

anticipated
and based upon a presumed financial performance of the Company, the addition
of a sophisticated and well -funded marketing plan, and other factors influencing
the business of the Company. Th
estimate of the probable results of operations of the Company, based on present

accountants. These projections are based on several assumpti ons set forth
therein, which Management believes are reasonable. Some assumptions upon
which the projections are based, however, invariably will not materialize due to
the inevitable occurrence of unanticipated events and circumstances beyond

control. Therefore, the actual results of operations will vary from
the projections, and such variances may be material. Assumptions regarding
future changes in sales and revenues are necessarily speculative in nature. In
addition, projections do not and cannot take into account such factors as general
economic conditions, unforeseen regulatory changes, the entry into the

business. While
Management believes that the projections accurately reflect possible future

There might be unanticipated obstacles to the execution of our business
plan.

s business plans may change significantly. Management

light of current economic and market conditions with the skills, background, and
pals, and advisors. Management

strategies depending on future events.



Risks Associated with the Internet and Mobile Industry

Public scrutiny of Internet privacy and security issue s may result in
increased regulation and different industry standards, which could deter or
prevent us from providing our current products and solutions to our
members and customers, thereby harming our business.

The regulatory framework for privacy and security issues worldwide is evolving
and will likely remain in flux for the foreseeable future. Various government
and consumer agencies have also called for new regulations and changes in
industry practices. Practices regarding the registration, collectio n, processing,
storage, sharing, disclosure, use, and security of personal and other information
by companies offering online services have recently come under increased
public scrutiny.

Government agencies and regulators have reviewed, are reviewing, and will
continue to review, the personal data practices of online media companies,
including privacy and security policies and practices. The FTC has approved
consent decrees resolving complaints and their resulting investigations into the
privacy and securit y practices of several online social media companies. These
reviews could result in changes to our products and policies. If we are unable to
comply with any such reviews or decrees that result in recommendations or
binding changes, or if the recommended c hanges result in the degradation of our
products, our business could be harmed.

We are subject to uncertain government regulations and other legal
uncertainties relating to the internet.

There are currently few laws or regulations that specifically regula te
communications or commerce on the Internet. Any new laws or regulations
relating to the Internet could adversely affect our business. In addition, current
laws and regulations may be applied and new laws and regulations may be
adopted in the future that address issues such as user privacy, pricing, taxation
and the characteristics and quality of products and services offered over the
Internet. For example, several telecommunications companies have petitioned
the Federal Communications Commission to regul ate Internet service providers
and online service providers in a manner like long distance telephone carriers
and to impose access fees on these companies. This could increase the cost of
transmitting data over the Internet, which could increase our expens es and
discourage people from using the Internet to obtain business and financial
information. Moreover, it may take years to determine the extent to which
existing laws relating to issues such as property ownership, libel and personal
privacy are applicable to the Internet.

We face web security concerns that could hinder internet commerce



Any well -publicized compromise of Internet security could deter more
people from using the Internet or from using it to conduct transactions that
involve transmitt ing confidential information, such as stock trades or purchases
of goods or services. Because a portion of our revenue is based on individuals
using credit cards to purchase subscriptions over the Internet and a portion from
advertisers who seek to encourage people to use the Internet to purchase goods
or services, our business could be adversely affected by this type of
development. We may also incur significant costs to protect against the threat of
security breaches or to alleviate problems, including potentia l private and
governmental legal actions caused by such breaches.

We will collect, process, store, share, disclose and use personal information
and other data, which subjects us to governmental regulations and other
legal obligations related to privacy and security, and our actual or perceived
failure to comply with such obligations could harm our business.

Any failure or perceived failure by us to comply with our privacy policies, our
privacy-related obligations to members, customers, or other third parti es, our
data disclosure and consent obligations, or our privacy or security -related legal
obligations, or any compromise of security that results in the unauthorized
disclosure, transfer or use of personal or other information, which may include
personally identifiable information or other member data, may result in
governmental enforcement actions, litigation or public statements critical of us
by consumer advocacy groups or others and could cause our members and
customers to lose trust in us, which could have an adverse effect on our
business.

page rankings decline for other reasons, our member and non -member
engagement projections may be incorrect.

We will depend in part on various Internet search engines to direct a significant
amount of traffic to our website. Similarly, we will depend on providers of

mobile applications that enable our service. Our ability to grow the number of
visitors directed to our website and users of our online services is not entirely

may result in their websites receivin g a higher search result page ranking than
ours, or Internet search engines could revise their methodologies in an attempt
to improve their search results, which could adversely affect the placement of
our search result page ranking and the ability for new users to find our site. Any
reduction in the number of users directed to our websites would harm our
business and operating results .

We are dependent on the internet infrastructure.



Our future success will depend, in significant part, upon the maintenanc e of the
various components of the Internet infrastructure, such as a reliable backbone
network with the necessary speed, data capacity, and security, and the timely
development of enabling products, such as high -speed modems, which provide
reliable and timely Internet access and services. To the extent that the Internet
continues to experience increased numbers of users, frequency of use or
increased user bandwidth requirements, we cannot be sure that the Internet
infrastructure will continue to be able to support the demands placed on it or
that the performance or reliability of the Internet will not be adversely affected.
Furthermore, the Internet has experienced a variety of outages and other delays
as a result of damage to portions of its infrastructure or otherwise, and such
outages or delays could adversely affect our Web site and the Web sites of our
co-branded partners, as well as the Internet service providers and online service
providers our customers use to access our services. In addition, the In ternet
could lose its viability as a commercial medium due to delays in the
development or adoption of new standards and protocols that can manage
increased levels of activity. We cannot predict whether the infrastructure and
complementary products and services necessary to maintain the Internet as a
viable commercial medium will be developed or maintained.

Our solutions and internal systems rely on software that is highly technical,
and if it contains undetected errors, our business could be adversely
affected.

Our current and future solutions and internal systems rely on software that is
highly technical and complex. In addition, our solutions and internal systems
depend on the ability of our software to store, retrieve, process, and manage
immense amounts of data. Any errors, bugs, or defects discovered in our
software or third-party software we use could result in damage to our reputation,
loss of members, loss of revenue, or liability for damages, any of which could
adversely affect our business and financial results.

Risks associated with our Managers and Management Team

We depend on key personnel, and if we fail to retain and attract skilled
management and other key personnel, our business may be harmed.

Our success depends to a significant extent upon the continued services of our
current management team; Alber t Vigil, CEO and Tony Belgameh, COO. The
loss of either of them or one or more of our other key executives or employees
could have a material adverse effect on our business.

once the marketplace generates revenue. We employ all of our executive officers
and key employees on an at -will basis, and their employment can be termin ated
by them or us at any time, for any reason, and without notice, which may be
subject, in certain cases, to severance payment rights. To retain valuable



employees, in addition to salary and cash incentives, we may provide various
stock options that may vest over time. There can be no assurance that any
persons who may be employed by us will remain with us.

Currently the officers of the company are also the only board directors.

At this point in time, the officers of the company are the only members of the
board, which could lead to a conflict of interest. We plan to add new board
members when we find suitable candidates.

We will depend on world class talent to grow and operate our business, and
if we are unable to hire, retain and motivate our personn el, we may not be
able to grow effectively.

Our future success will depend upon our continued abil ity to identify, hire,
develop, motivate, and retain world -class talent and manage our in -house and
external talent . Our ability to execute efficiently is de pendent upon
contributions from all our employees, in part icular our senior management team.
Our growth strategy also depends on our ability to expand and retain our
organization with world -class talent. Identifying, recruiting, training, and
integrating qualified individuals will require significant time, expense, and
attention. In addition to hiring new employees, we must continue to focus on
retaining our best talent.

The liability of our officers and directors is limited.

The applicable provisions of the Delaware General Corporation Law and our by-
laws limit the liabili ty of our officers and directors to our stockholders and us
for monetary damages for breaches of their fiduciary duties, with certain
exceptions, and for other specified acts or omission s of such persons. In
addition, indemnification agreements we expect to enter into with our officers
and directors upon completion of the Offering provide for indemnification of
such persons under certain circumstances. If we are required to indemnify any
of our officers or any other person, our financial strength may be harmed, which
may, in turn, lower our stock price.

Risks Associated with the Securities

No public market for our securities.

There is currently no public market for our securities. If we be come a public
company, there can be no assurance that an active market for our Shares or
Common Stock will be established or if, established, sustained. Fluctuation in
the market price of our Common Stock may occur due to many factors,
including:



General market conditions and other factors related to the economy or
otherwise, including factors unrelated to our operating performance or
the operating performance of our competitors.

The introduction of new products or product enhancements by us or our
competi tors,

Disputes or other developments with respect to intellectual property
rights or other potential legal actions,

Sales of large blocks of our securities, including sales by our executive
officers and managers,

The acquisition or divestiture of businesse s, products, assets, or
technology,

Litigation, including intellectual property litigation, and

Changes in earnings estimates or recommendations by us or by securities
analysts.

In addition, securities of companies with smaller capitalization have
experienced substantial volatility in the past, often based on factors unrelated to
the financial performance or prospects of the companies involved. These factors
include global economic developments and market perceptions of the
attractiveness of certain industries, and the availabili ty of market makers in the
over-the-counter market. There can be no assurance that continuing fluctuations
in price will not occur.

We cannot assure you of a return on your investment.

The Shares offered hereby are speculative and involve a high degree of risk.
There can be no guarantee that an investor will realize a substantial return on
the investment or any return, or that the investor will not lose the ir entire
investment. For this reason, each prospective investor should read this
Memorandum and all Exhibits, as well as the documents in our electronic data
room, carefully and should consult with their own legal counsel, accountant(s),
or business advisor(s) prior to making any investment decision.

Long term nature of investment.

An investment in the Shares may be long-term and illiquid. The offer and sale of
the Shares will not be registered under the Securities Act or any foreign or state
securities laws by reason of exemptions from such registration, which depends
in part on the investment intent of the investors. Prospective investors will be
required to represent in writing that they are purchasing the Shares for their own
account for long-term investment and not with a view toward resale or



distribution. Accordingly, purchaser s of Shares must be will ing and able to bear
the economic risk of their investment for an indefinite period of time. It is
likely that investors will not be able to liquidate their investment in the event of
an emergency.

We have arbitrarily set the offering price of the Shares.

The price of the Shares offered and their conversion rate into Common Stock

general condition of the industry in which it operates. The Offering price bears
little relationship to the assets, net worth, or any other objective criteria of
value applicable to the Company.

The Company holds no responsibility for any the tax liability experie nced by
a potential investor.

The effect of certain tax consequences on an investor will depend, in part , on

prospective investor to consult their own tax adviser regarding the federal, state,
and local income tax consequences of investing in this offering on their
individual tax situation.
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% $ Costs per Month % $ Costs per Month

Total Proceeds $20,000.00 $249,000.00

Runway (# of Months) 6 10

Wages, Legal & Financial

Legal related to offering $1,500.00 - $5,500.00 -

Offer related expenses 5% $1,000.00 - 5% $12,450.00 -

Legal related to patents, trademarks $ - - $ - -

Wages - C-Suite $0.00 $0.00 $35,000.00 $3,500.00

Financial management, accounting and audits $0.00 $2,500.00

Accounting software and hardware $0.00 $0.00 $3,000.00 $300.00

Other Expenses $0.00 $0.00 $3,000.00 $300.00

Sub-Total 24.81% $2,500.00 23.27% $61,450.00

Product & Operations

Engineering/Production (including Customer Care) $0.00 $0.00 $100,000.00 $10,000.00

Employee benefits $ - - $ - -

Equipment, Hosting Costs & SaaS Software Costs $0.00 $0.00 $5,000.00 $500.00

Other Expenses (rent, telephone & communications, travel and office) $ - $ -

Sub-Total 42.00% $0.00 42.17% $105,000.00

Sales & Marketing

Head of Growth $0.00 $0.00 $35,000.00 $3,500.00

B2B Marketing & Sales $0.00 $0.00 $2,500.00 $250.00

Marketing & Sales SaaS Tools $0.00 $0.00 $2,000.00 $200.00

Search Engine Marketing $17,400.00 $2,900.00 $42,500.00 $4,250.00

Sub-Total 29.80% $17,400.00 33.94% $82,000.00

Total Use of Net Proceeds and Offerings 96.61% $19,900.00 99.38% $248,450.00

Monies left from fundraising 3.39% $100.00 0.62% $550.00

100.00% 100.00%

If Minimum Offering Amount Sold If Maximum Offering Amount Sold
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SECURITY RIDE, LLC
DBA UCARMOBILE

CONFIDENTIAL TERM SHEET

The following is a summary of the basic terms and conditions of a proposed $249,000 offering of
Simple Agreement for Future Equity ("SAFE") Notes by Security Ride, LLC dba UcarMobile, a
Texas

THIS TERM SHEET IS FOR DISCUSSION PURPOSES ONLY AND IS NOT BINDING ON
THE COMPANY OR THE PROSPEC¬TIVE INVESTORS. NEITHER THE COMPANY NOR
ANY PROSPECTIVE INVESTORS SHALL BE OBLIGATED TO CONSUMMATE AN
INVESTMENT UNTIL APPROPRIATE DOCUMENTATION HAS BEEN PROVIDED TO
PROSPECTIVE INVESTORS.

Securities Offered: Up to 249,000 of Simple Agreement for Future

of $249,000)

Offering Price: $2,000.00 per SAFE

Minimum Investment: $2,000.00 for 1 SAFEs

Minimum Offering: $20,000 for an aggregate of 10 SAFEs

Capital Structure: The Company will initially have one (1) class
of membership interests. 1,500,000 units of
membership interests and 750 SAFE units

their contributions to the Company. Up to
124.5 SAFEs will be sold pursuant to this
offering, and an additional 250 SAFE units
will be issued pursuant to an ESOP plan.

Corporate Governance: The Company will be managed by a Board of
Direct -to-day
operations of the Company will be performed
by the Directors and any other officers
appointed by the Board. The Board will
initially be comprised of two (2), elected by a
majority of the outstanding membership
interests.

SAFEs:

Conversion: The SAFEs will convert at a sliding discount



per Unit upon an "Equity Financing," as further
defined in the SAFE Agreement.

Non-Voting Interest The SAFE holders will have no rights to vote
on any corporate matters until such time
as the SAFEs may convert into membership
interests of the Company.

Restrictions on Transfer: We will be offering the SAFEs pursuant to
certain exemptions from the registration
requirements of the Securities Act and
applicable state securities laws. Therefore, the
SAFEs will not be registered with the SEC,

under the Securities Act. You will not be able
to re-sell or transfer your SAFEs except as
permitted under the Securities Act and
applicable state securities laws, pursuant to
registration or exemption therefrom.

In addition, if and when your SAFEs convert
into, any transfer of will need to comply with
the transfer restrictions that will be contained

ing Agreement. The
Operating Agreement will include additional
detail on these transfer restrictions.

Tax Considerations: IF THE COMPANY ACCEPTS YOUR
INVESTMENT, YOU WILL NOT BE A
MEMBER UNTIL SUCH TIME AS YOUR
SAFE CONVERTS INTO EQUITY, WHICH
IS NOT GUARANTEED. The following is
provided in the event your SAFE does convert.

The Company will be treated as a partnership
for federal income tax purposes. To the extent
the Company has net profits for any fiscal year,
each member will be taxed on such Membe
allocative share of those profits, even though
the amount of cash distributed to such member
may be less than the resulting tax liability.
Company profits and losses will be allocated to
the Members as set forth in the Operating
Agreement. The Company intends to make
annual distributions to the Members to cover



their estimated individual tax liability relating
to their allocative taxable share of Company

circumstances in which you will not receive a
Tax Distribution that covers your individual
tax liability; therefore, you may be required to

allocative share of Company profits.

Due to the complexity of an investment in
SAFEs, prospective Members are advised to
contact their tax advisors with regard to tax
consequences arising from investing in the
Company.

Exit Strategy: Each SAFE will automatically terminate
(without relieving the Company of any
obligations arising from a prior breach of or
non-compliance with the SAFE) immediately
following the earliest to occur of: (i) the
issuance of Capital Membership Interests to
the Investor pursuant to the automatic
conversion of the SAFE under Section 1(a)
therein; or (ii) the payment, or setting aside for
payment, of amounts due the Investor pursuant
to Section 1(b) or Section 1(c) of the SAFE.
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THIS INSTRUMENT AND ANY SECURITIES ISSUABLE PURSUANT HERETO HAVE NOT BEEN REGISTERED UNDER
SECURITIES ACT

CERTAIN STATES. THESE SECURITIES MAY NOT BE OFFERED, SOLD OR OTHERWISE TRANSFERRED, PLEDGED OR
HYPOTHECATED EXCEPT AS PERMITTED IN THIS SAFE AND UNDER THE ACT AND APPLICABLE STATE
SECURITIES LAWS PURSUANT TO AN EFFECTIVE REGISTRATION STATEMENT OR AN EXEMPTION THEREFROM.

SECURITY RIDE, LLC
dba UCARMOBILE

SAFE
(Simple Agreement for Future Equity)

THIS CERTIFIES THAT in exchange for the payment by Investor
Purchase Amount Security Ride LLC dba UcarMobile, a Texas

limited liability company Company units
Membership Interests, subject to the terms described below.

Post-Money Valuation Cap 6,500,000.00.

Discount Rate is as follows: (a) 95% for investments of $5,000.00 but less than $10,000.00; (b) 90% for
investments of $10,000.00 but less than $15,000.00; (c) 85% for investments of $15,000.00 but less than $20,000; (d)
80% for investments of $20,000.00 but less than $30,000.00; and (e) 70% for investments of $30,000.00 or more.

See Section 2 for certain additional defined terms.

1. Events

(a) Equity Financing. If there is an Equity Financing before the termination of this Safe, on the initial
closing of such Equity Financing, this Safe will automatically convert into the number of units of Safe Preferred
Membership Interests equal to the Purchase Amount divided by the Conversion Price.

In connection with the automatic conversion of this Safe into units of Safe Preferred Membership Interests,
the Investor will execute and deliver to the Company all of the transaction documents related to the Equity Financing;
provided, that such documents (i) are the same documents to be entered into with the purchasers of Standard Preferred
Membership Interests, with appropriate variations for the Safe Preferred Membership Interests if applicable, and (ii) have
customary exceptions to any drag-along applicable to the Investor, including (without limitation) limited representations,
warranties, liability and indemnification obligations for the Investor.

(b) Liquidity Event. If there is a Liquidity Event before the termination of this Safe, this Safe will
automatically be entitled (subject to the liquidation priority set forth in Section 1(d) below) to receive a portion of
Proceeds, due and payable to the Investor immediately prior to, or concurrent with, the consummation of such Liquidity

Cash-Out Amount
number of units of Common Membership Interests equal to the Purchase Amount divided by the Liquidity Price (the
Conversion Amount .

Proceeds to be received in a Liquidity Event, the Investor will be given the same choice, provided that the Investor may
not choose to receive a form of consideration that the Investor would be ineligible to
failure to satisfy any requirement or , or under any
applicable laws.

Notwithstanding the foregoing, in connection with a Change of Control intended to qualify as a tax-free
reorganization, the Company may reduce the cash portion of Proceeds payable to the Investor by the amount determined
by its board of directors in good faith for such Change of Control to qualify as a tax-free reorganization for U.S. federal
income tax purposes, provided that such reduction (A) does not reduce the total Proceeds payable to such Investor and (B)
is applied in the same manner and on a pro rata basis to all securityholders who have equal priority to the Investor under
Section 1(d).
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(c) Dissolution Event. If there is a Dissolution Event before the termination of this Safe, the Investor will
automatically be entitled (subject to the liquidation priority set forth in Section 1(d) below) to receive a portion of
Proceeds equal to the Cash-Out Amount, due and payable to the Investor immediately prior to the consummation of the
Dissolution Event.

(d) Liquidation Priority. In a Liquidity Event or Dissolution Event, this Safe is intended to operate like
standard non-participating Preferred Membership Interests. T receive its Cash-Out Amount is:

(i) Junior to payment of outstanding indebtedness and creditor claims, including contractual claims
for payment and convertible promissory notes (to the extent such convertible promissory notes are not actually or
notionally converted into Capital Membership Interests);

(ii) On par with payments for other Safes and/or Preferred Membership Interests, and if the
applicable Proceeds are insufficient to permit full payments to the Investor and such other Safes and/or Preferred
Membership Interests, the applicable Proceeds will be distributed pro rata to the Investor and such other Safes and/or
Preferred Membership Interests in proportion to the full payments that would otherwise be due; and

(iii) Senior to payments for Common Membership Interests.

) on par with payments for Common Membership
Interests and other Safes and/or Preferred Membership Interests who are also receiving Conversion Amounts or Proceeds
on a similar as-converted to Common Membership Interests basis, and (B) junior to payments described in clauses (i) and
(ii) above (in the latter case, to the extent such payments are Cash-Out Amounts or similar liquidation preferences).

(e) Termination. This Safe will automatically terminate (without relieving the Company of any obligations
arising from a prior breach of or non-compliance with this Safe) immediately following the earliest to occur of: (i) the
issuance of Capital Membership Interests to the Investor pursuant to the automatic conversion of this Safe under Section
1(a); or (ii) the payment, or setting aside for payment, of amounts due the Investor pursuant to Section 1(b) or Section
1(c).

2. Definitions

Capital Membership Interests of the Company, including,
Common Membership Interests Preferred Membership Interests

Change of Control
of Section 13(d) and 14(d) of the Securities Exchange Act of 1934, as amended), becomes

-3 under the Securities Exchange Act of 1934, as amended), directly or
indirectly, of more than 50% of the outstanding voting securities of the Company having the right to vote for the election
of members of the irectors, (ii) any reorganization, merger or consolidation of the Company, other
than a transaction or series of related transactions in which the holders of the voting securities of the Company
outstanding immediately prior to such transaction or series of related transactions retain, immediately after such
transaction or series of related transactions, at least a majority of the total voting power represented by the outstanding
voting securities of the Company or such other surviving or resulting entity or (iii) a sale, lease or other disposition of all
or substantially all of the assets of the Company.

Company Capitalization is calculated as of immediately prior to the Equity Financing and (without
double-counting, in each case calculated on an as-converted to Membership Interests basis):

Includes all units of Capital Membership Interests issued and outstanding;
Includes all Converting Securities;
Includes all (i) issued and outstanding Options and (ii) Promised Options; and
Includes the Unissued Option Pool, except that any increase to the Unissued Option Pool in connection

with the Equity Financing shall only be included to the extent that the number of Promised Options exceeds the
Unissued Option Pool prior to such increase.
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Conversion Price
in a greater number of units of Safe Preferred Membership Interests.

Converting Securities
but not limited to: (i) other Safes; (ii) convertible promissory notes and other convertible debt instruments; and (iii)
convertible securities that have the right to convert into units of Capital Preferred Membership Interests.

Direct Listing the Co Membership Interests (other than units
of Common Membership Interests not eligible for resale under Rule 144 under the Securities Act) on a national securities
exchange by means of an effective registration statement on Form S-1 filed by the Company with the SEC that registers
units of existing capital membership interests of the Company board of
directors. For the avoidance of doubt, a Direct Listing shall not be deemed to be an underwritten offering and shall not
involve any underwriting services.

Discount Price means the price per share of the Standard Preferred Membership Interests sold in the Equity
Financing multiplied by the Discount Rate.

Dissolution Event s (i) a voluntary termination of operations, (ii) a general assignment for the benefit
of the any other liquidation, dissolution or winding up of the Company (excluding a
Liquidity Event), whether voluntary or involuntary.

Dividend Amount
outstanding Common Membership Interests, the amount of such dividend that is paid per share of Common Membership
Interests multiplied by (x) the Purchase Amount divided by (y) the Liquidity Price (treating the dividend date as a
Liquidity Event solely for purposes of calculating such Liquidity Price).

Equity Financing
raising capital, pursuant to which the Company issues and sells Preferred Membership Interests at a fixed valuation,
including but not limited to, a pre-money or post-money valuation.

Initial Public Offering initial
public offering of Common Membership Interests pursuant to a registration statement filed under the Securities Act.

Liquidity Capitalization is calculated as of immediately prior to the Liquidity Event, and (without double-
counting, in each case calculated on an as-converted to Common Membership Interests basis):

Includes all units of Capital Membership Interests issued and outstanding;
Includes all (i) issued and outstanding Options and (ii) to the extent receiving Proceeds, Promised
Options;
Includes all Converting Securities, other than any Safes and other convertible securities (including
without limitation units of Preferred Membership Interests) where the holders of such securities are
receiving Cash-Out Amounts or similar liquidation preference payments in lieu of Conversion Amounts
or similar - ; and
Excludes the Unissued Option Pool.

Liquidity Event means a Change of Control, a Direct Listing or an Initial Public Offering.

Liquidity Price means the price per share equal to the Post-Money Valuation Cap divided by the Liquidity
Capitalization.

Options Membership Interests awards or purchases, RSUs, SARs, warrants or
similar securities, vested or unvested.

Proceeds Membership Interests consideration)
that are proceeds from the Liquidity Event or the Dissolution Event, as applicable, and legally available for distribution.



-4-

Promised Options Options that are the greater of those (i) promised
pursuant to agreements or understandings made prior to the execution of, or in connection with, the term sheet or letter of
intent for the Equity Financing or Liquidity Event, as applicable (or the initial closing of the Equity Financing or
consummation of the Liquidity Event, if there is no term sheet or letter of intent), (ii) in the case of an Equity Financing,
treated as outstanding Options in the calculation of the Standard Preferred Membership Interests , or (iii)
in the case of a Liquidity Event, treated as outstanding Options in the calculation of the distribution of the Proceeds.

Safe means an instrument containing a future right to units of Capital Membership Interests, similar in
form and content to this instrument, purchased by investors for the purpose of funding th
operations. specific instrument.

Safe Preferred Membership Interests means the units of the series of Preferred Membership Interests
issued to the Investor in an Equity Financing, having the identical rights, privileges, preferences and restrictions as the
units of Standard Preferred Membership Interests, other than with respect to: (i) the per share liquidation preference and
the initial conversion price for purposes of price-based anti-dilution protection, which will equal the Conversion Price;
and (ii) the basis for any dividend rights, which will be based on the Conversion Price.

Safe Price means the price per share equal to the Post-Money Valuation Cap divided by the Company
Capitalization.

Standard Preferred Membership Interests means the units of the series of Preferred Membership
Interests issued to the investors investing new money in the Company in connection with the initial closing of the Equity
Financing.

Unissued Option Pool all units of Capital Membership Interests that are reserved, available for
future grant and not subject to any outstanding Options or Promised Options (but in the case of a Liquidity Event, only to
the extent Proceeds are payable on such Promised Options) under any equity incentive or similar Company plan.

3. Company Representations

(a) The Company is a corporation duly organized, validly existing and in good standing under the laws of its
state of incorporation, and has the power and authority to own, lease and operate its properties and carry on its business as
now conducted.

(b) The execution, delivery and performance by the Company of this Safe is within the power of the
Company and has been duly authorized by all necessary actions on the part of the Company (subject to section 3(d)). This
Safe constitutes a legal, valid and binding obligation of the Company, enforceable against the Company in accordance
with its terms, except as limited by bankruptcy, insolvency or other laws of general application relating to or affecting the

violation of (i) its current certificate of incorporation or bylaws, (ii) any material statute, rule or regulation applicable to
the Company or (iii) any material debt or contract to which the Company is a party or by which it is bound, where, in each
case, such violation or default, individually, or together with all such violations or defaults, could reasonably be expected
to have a material adverse effect on the Company.

(c) The performance and consummation of the transactions contemplated by this Safe do not and will not:
(i) violate any material judgment, statute, rule or regulation applicable to the Company; (ii) result in the acceleration of
any material debt or contract to which the Company is a party or by which it is bound; or (iii) result in the creation or
imposition of any lien on any property, asset or revenue of the Company or the suspension, forfeiture, or nonrenewal of
any material permit, license or authorization applicable to the Company, its business or operations.

(d) No consents or approvals are required in connection with the performance of this Safe, other than: (i) the
necessary

corporate approvals for the authorization of Capital Membership Interests issuable pursuant to Section 1.
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(e) To its knowledge, the Company owns or possesses (or can obtain on commercially reasonable terms)
sufficient legal rights to all patents, trademarks, service marks, trade names, copyrights, trade secrets, licenses,
information, processes and other intellectual property rights necessary for its business as now conducted and as currently
proposed to be conducted, without any conflict with, or infringement of the rights of, others.

4. Investor Representations

(a) The Investor has full legal capacity, power and authority to execute and deliver this Safe and to perform
its obligations hereunder. This Safe constitutes valid and binding obligation of the Investor, enforceable in accordance
with its terms, except as limited by bankruptcy, insolvency or other laws of general application relating to or affecting the

(b) The Investor is an accredited investor as such term is defined in Rule 501 of Regulation D under the
Securities Act, and acknowledges and agrees that if not an accredited investor at the time of an Equity Financing, the
Company may void this Safe and return the Purchase Amount. The Investor has been advised that this Safe and the
underlying securities have not been registered under the Securities Act, or any state securities laws and, therefore, cannot
be resold unless they are registered under the Securities Act and applicable state securities laws or unless an exemption
from such registration requirements is available. The Investor is purchasing this Safe and the securities to be acquired by
the Investor hereunder for its own account for investment, not as a nominee or agent, and not with a view to, or for resale
in connection with, the distribution thereof, and the Investor has no present intention of selling, granting any participation
in, or otherwise distributing the same. The Investor has such knowledge and experience in financial and business matters
that the Investor is capable of evaluating the merits and risks of such investment, is able to incur a complete loss of such

for an indefinite period of time.

5. Miscellaneous

(a) Any provision of this Safe may be amended, waived or modified by written consent of the Company and
either (i) the Investor or (ii) the majority-in-interest of all then- -Money Valuation

respect to such term(s)), provided that with respect to clause (ii): (A) the Purchase Amount may not be amended, waived
or modified in this manner, (B) the consent of the Investor and each holder of such Safes must be solicited (even if not

-in-
oup of Safes whose Safes have a total Purchase Amount greater than

50% of the total Purchase Amount of all of such applicable group of Safes.

(b) Any notice required or permitted by this Safe will be deemed sufficient when delivered personally or by
overnight courier or sent by email to the relevant address listed on the signature page, or 48 hours after being deposited in

address listed on the signature page, as subsequently modified by written notice.

(c) The Investor is not entitled, as a holder of this Safe, to vote or be deemed a holder of Capital Membership
Interests for any purpose other than tax purposes, nor will anything in this Safe be construed to confer on the Investor, as
such, any rights of a Company Membership Interestsholder or rights to vote for the election of directors or on any matter
submitted to Company Membership Interestsholders, or to give or withhold consent to any corporate action or to receive
notice of meetings, until units have been issued on the terms described in Section 1. However, if the Company pays a
dividend on outstanding units of Common Membership Interests (that is not payable in units of Common Membership
Interests) while this Safe is outstanding, the Company will pay the Dividend Amount to the Investor at the same time.

(d) Neither this Safe nor the rights in this Safe are transferable or assignable, by operation of law or
otherwise, by either party without the prior written consent of the other; provided, however, that this Safe and/or its rights

(i) to the I
administrators, guardians and/or successors to any other entity who
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directly or indirectly, controls, is controlled by or is under common control with the Investor, including, without
limitation, any general partner, managing member, officer or director of the Investor, or any venture capital fund now or
hereafter existing which is controlled by one or more general partners or managing members of, or units the same
management company with, the Investor; and provided, further, that the Company may assign this Safe in whole, without

.

(e) In the event any one or more of the provisions of this Safe is for any reason held to be invalid, illegal or
unenforceable, in whole or in part or in any respect, or in the event that any one or more of the provisions of this Safe
operate or would prospectively operate to invalidate this Safe, then and in any such event, such provision(s) only will be
deemed null and void and will not affect any other provision of this Safe and the remaining provisions of this Safe will
remain operative and in full force and effect and will not be affected, prejudiced, or disturbed thereby.

(f) All rights and obligations hereunder will be governed by the laws of the State of Iowa, without regard to
the conflicts of law provisions of such jurisdiction.

(g) The parties acknowledge and agree that for United States federal and state income tax purposes this Safe
is, and at all times has been, intended to be characterized as Membership Interests, and more particularly as common
Membership Interests for purposes of Sections 304, 305, 306, 354, 368, 1036 and 1202 of the Internal Revenue Code of
1986, as amended. Accordingly, the parties agree to treat this Safe consistent with the foregoing intent for all United
States federal and state income tax purposes (including, without limitation, on their respective tax returns or other
informational statements).

(Signature page follows)



IN WITNESS WHEREOF, the undersigned have caused this Safe to be duly executed and delivered.

SECURITY RIDE, LLC dba UCarMobile

By:
Tony Belgameh
Chief Executive Officer

Address: 3400 14th St.

Plano, TX 75074

Email: _______________

INVESTOR:

By: ___________________________

Name:

Title:

Address:

Email:
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