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price. The shares are suitable for investment only by a person who can afford to lose the entire investment. Prospestive imthe shares should carefully consider the risk factors contained in the subscription agreement
making an investment decision.

¢tKS akKlINBa KIFI@S y2G 06SSy NBIAAGSNBR dzy RSNJ G KS { SO dzNskdirifieS laws, aduiwill BeTofferedianad sold ih @liartcerdd ¢xBnpionsaronk tBe registrationizdgingries
these laws. The shares have not been approved or disapproved by the Securities and Exchange Commission or any stgtautmrigtanor has the commission or any state regulatory authority passed upon or endorsed the
merits of the offering or the accuracy or adequacy of this communication. Any representation to the contrary is unfathieilabdsence of an effective registration statement under the Securities Act and any applicable state
securities laws or an exemption from registration thereunder, the shares may not be sold or otherwise transferred.

Statements in this investor presentation that are not historical are forwacking statements made pursuant to the safe harhdN2 GA 4A 2y & 2F GKS t NAGI 4GS { SOdzZNAGASa [AGATL
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These forwardooking statements are not guarantees of future performance and involve risks, assumptions and uncertaintigisigniolt not limited to:

our ability, asan early stageentity with limited operatinghistory, to effectivelymanageour growth,

our ability to manageandmaintainthe contractswith third-partieswho provideresourcesand servicesmecessaryor the production,packagingimportation and distribution of our product,
our ability to obtainfinancingbasedon reasonableerms,

our ability to securedistributorsin new territories,

our ability to reachdistribution targetsand surpasdistribution goals,

our ability to attract, retain and motivate qualifiedpersonneland

our LJS NA 2 shd X 2 NIakblizid Buldieftionshipswith retailersandbrandloyaltywith consumers
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Additionally suchstatementsmayalsoinvolverisks,assumptionsand uncertaintiesrelatedto:

0  variationsin marketconditionsaswell asthe demandand pricingfor our productwhichis dependenton unpredictableconsumerastesandtrends,

0 federalandstatelegislativereform in the heavilyregulatedspiritsindustry,

0 failureof anyof the third partiesinvolvedin the supplyof resourcesmanufacturing packagingimporting anddistribution of the productto meet their contractualobligations
o] competitionfrom new or establishedbrandsin our industry,and

o] our ability to successfullynaintainand enforceour intellectual property rights and defend againstclaimsof infringementof the intellectual property rights of third parties

Theseand other risks,assumptionsand uncertaintiesare describedin other documentsthat we provideto prospectiveinvestors,whichyou are encouragedo read Shouldone or more of theserisksor uncertaintiesmaterialize,or
shouldunderlyingassumptiongroveincorrect,actualresultsmayvary materiallyfrom thoseindicatedor anticipatedby suchforward-lookingstatements Accordinglyyou are cautionednot to placeunduerelianceon theseforward-
lookingstatements,which speakonly asof the date they are made We expresslydisclaimany currentintention to update publiclyanyforward-lookingstatementafter the distribution of this presentation,whether asa result of new
information, future events,changesn assumptionr otherwise
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Broken Shed Introduction

Broken Shed has recently agreed terms to increase distribution
from 5 to 15 states pluBC.

We anticipate doubling the US footprint again in 2019.

Broken Shed has introduced a proven management team with
experience creating Jagermeister, G&yoseand Casamino's.

We are seeking growth capital to fund the requirements of this
expansion.
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Broken Shed Management Team

FROM NEW ZEALAND TO CONNECTICUT

SAMUEL A. BROWN
EXECUTIVE CHAIRMAN | OWNER

Samgrew up in Kentucky from a prominent family that has been
in the spirits business for generations. An enthusiastic
entrepreneur and risk taker, Sam started his career in motor
racing before a stint in advertising at Ogilvy and Mather. A
seasonedentrepreneur with over 35 years of experience growing
companies in telecommunications and digital technologies,
including M&A, IPO, Private Placement, Sales, Marketing and
Growth Management.

JONATHAN BAILEY
CEO & PRESIDENT |OWNER

J o n at laeerthasbeen spent in finance, initially with Arthur
Andersen and subsequently as a professional investor. He was a
Partner in New York at Omega Advisors, in London with Perry
Capital and ran his own hedge funds from 2003to 2010.
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MARK SIMMONDS
MASTER DISTILLER

Mark was one of the three founders of Broken Shed He has been
in the beverage industry since 1992 and was responsible for
developing BSV He obmsed in New Zealand and, as Master
Distiller, is responsible for all production and quality control .

JEAN-MARIE HEINS
CHIEF MARKETING OFFICER

Jean-Marie, a distilled spirits industry veteran, brings her

marketing and operations experience to Broken Shed. She held
leadership roles at Sidney Frank Importing Co., Inc. where she

was instrumental in the launch and development of brands

including Casamigos Tequila, Grey Goose Vodka and Jagermeister,
developing and executing a variety of innovative marketing

programs for the companyds full

STEVE BELLINI
EVP BUSINESS DEVELOPMENT

Steve, an industry veteran who has held leadership positions at
Seagram Americans, Future Brands a JV between Jim Beam and
Absolut and most recently Mast Jagermeister (formerly Sidney

Frank I mporting Company). During

he has successfully managed the sales and distribution of
leading industry brands including, Crown Royal, Captain

Morgan, Jameson and Makers Mark. Steve brings a unique blend
of open and control state experience to the Broken Shed family.
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TheBroken Shed Opportunity

We believe the Vodka market is ready for a new entrant.

Vodka remains the dominant spirit, accounting for one third of all spirit sales ,
totaling 70MM cases annually in the US. f

Volumes increased 2.2% in 2017, and revenues in the category expanded
3%.

The high end premium segment increased 14.5% in volume to 18.1MM
cases. Revenue increased 15.4% to $1.6 Billion.

The leading brand accounts for 10% of cases. Many of the premium brands
are old.

We believe the opportunity is there to take a meaningful share of the
premium market with our differentiated, exceptional quality vodka and
unique brand profile.

Data Source: Distilled Spirits Council Industry Report 2/1/18
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The Vodka
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The Story of Two Friends, a Broken
Shed and their Quest for the Perfect
Vodka.
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The beautiful place we call home: Wanaka, New Zealand
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