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DISCLAIMER

KUBERA IS AN OG OPERATOR FUNDRAISING THROUGH A PRIVATE FUND EXEMPT UNDER SEC REG D 506(C).

DISCLOSURE: THE SECURITIES DESCRIBED HEREIN HAVE NOT BEEN REGISTERED PURSUANT TO THE SECURITIES ACT OF 1933, AS
AMENDED (THE “ACT"), NOR UNDER THE SECURITIES ACTS OF COLORADO OR ANY OTHER STATE. THIS OFFERING IS MADE UNDER
REGULATION D, SECTION 506(C), AS ENACTED BY THE SECURITIES AND EXCHANGE COMMISSION UNDER THE SECURITIES ACT OF
1933. THE UNITED STATES SECURITIES AND EXCHANGE COMMISSION DOES NOT PASS UPON THE MERITS OF NOR GIVE ITS
APPROVAL TO ANY SECURITIES OFFERED OR THE TERMS OF THE OFFERING, NOR DOES IT PASS UPON THE COMPLETENESS OF
THE PRIVATE PLACEMENT MEMORANDUM OR OTHER SELLING LITERATURE. THE COMMISSION HAS NOT MADE AN INDEPENDENT
DETERMINATION THAT THE SECURITIES OFFERED HEREUNDER ARE EXEMPT FROM REGISTRATION. THE INVESTMENT OFFERED
HEREBY INVOLVES A CERTAIN AMOUNT OF RISK. POTENTIAL PURCHASERS SHOULD NOT INVEST IN THESE SECURITIES UNLESS
THEY CAN AFFORD THE LOSS OF THEIR ENTIRE INVESTMENT. SEE “RISK FACTORS”. INVESTORS MUST MEET CERTAIN SUITABILITY
STANDARDS. SEE “INVESTOR SUITABILITY STANDARDS.” THIS PRIVATE PLACEMENT MEMORANDUM DOES NOT CONSTITUTE AN
OFFER TO BUY OR SELL ANY OF THE SECURITIES TO ANY PERSON IN ANY JURISDICTION WHERE SUCH OFFER OR SOLICITATION
WOULD BE UNLAWFUL. THIS MEMORANDUM CONSTITUTES AN OFFER ONLY TO THE OFFEREE NAMED IN THE SPACE PROVIDED ON
THE COVER HEREOF. DELIVERY OF THIS MEMORANDUM TO ANYONE ELSE IS UNAUTHORIZED, AND ANY TOTAL OR PARTIAL
REPRODUCTION OF THIS MEMORANDUM OR DIVULGENCE OF TS CONTENTS WITHOUT THE PRIOR WRITTEN CONSENT OF THE
COMPANY IS PROHIBITED. BY ACCEPTING DELIVERY OF THIS MEMORANDUM, THE OFFEREE NAMED HEREIN AGREES THAT IF SUCH
OFFEREE ELECTS NOT TO MAKE A PURCHASE OFFER OR THE PURCHASE OFFER IS REJECTED, SUCH OFFEREE WILL RETURN THIS
MEMORANDUM AND ALL DOCUMENTS DELIVERED HEREWITH TO THE COMPANY. THE COMPANY DOES NOT REPRESENT THAT A
PUBLIC OR OTHER MARKET WILL DEVELOP FOR THE UNITS. THE UNITS ARE SUBJECT TO RESTRICTIONS ON TRANSFER AND
RESALE AND MAY NOT BE TRANSFERRED OR RESOLD EXCEPT AS PERMITTED UNDER THE SECURITIES ACT AND SUCH STATE
LAWS PURSUANT TO REGISTRATION OR QUALIFICATION THEREUNDER OR EXEMPTION THEREFROM. OFFEREES SHOULD ONLY
PROCEED ON THE ASSUMPTION THAT THEY WILL HAVE TO BEAR THE ECONOMIC RISK OF AN INVESTMENT IN THE UNITS FOR AN
INDEFINITE PERIOD OF TIME. SEE “RISK FACTORS.” PROSPECTIVE INVESTORS ARE NOT TO CONSTRUE THE CONTENTS OF THIS
MEMORANDUM AS INVESTMENT, TAX, OR LEGAL ADVICE. INVESTORS MUST RELY ON THEIR OWN EXAMINATION OF THE COMPANY
AND THE TERMS OF THIS OFFERING, INCLUDING THE MERITS AND RISKS INVOLVED, IN MAKING AN INVESTMENT DECISION. THIS
MEMORANDUM AND THE EXHIBITS HERETO, AS WELL AS THE NATURE OF THE INVESTMENT, SHOULD BE REVIEWED BY EACH
PROSPECTIVE INVESTOR'S PROFESSIONAL ADVISOR(S), IF ANY, THE INVESTOR'S TAX OR OTHER ADVISORS OR THE INVESTOR'S
ACCOUNTANTS OR LEGAL COUNSEL. NO PERSON IS AUTHORIZED TO GIVE ANY INFORMATION OR TO MAKE ANY REPRESENTATION
NOT CONTAINED IN THIS MEMORANDUM OR IN THE EXHIBITS HERETO, AND IF GIVEN OR MADE, SUCH OTHER INFORMATION OR
REPRESENTATION MUST NOT BE RELIED UPON. EXCEPT AS OTHERWISE INDICATED, THIS MEMORANDUM SPEAKS AS OF THE DATE
HEREOF. NEITHER THE DELIVERY OF THIS MEMORANDUM NOR ANY SALE MADE HEREUNDER SHALL, UNDER ANY
CIRCUMSTANCES, CREATE ANY IMPLICATION THAT THERE HAS BEEN NO CHANGE IN THE AFFAIRS OF THE COMPANY AFTER THE
DATE HEREOF. THE COMPANY UNDERTAKES TO MAKE AVAILABLE TO EVERY INVESTOR, DURING THE COURSE OF THIS
TRANSACTION AND BEFORE SALE, THE OPPORTUNITY TO ASK QUESTIONS OF, AND RECEIVE ANSWERS FROM, THE COMPANY
CONCERNING THE TERMS AND CONDITIONS OF THE OFFERING AND TO OBTAIN ANY APPROPRIATE ADDITIONAL INFORMATION
NECESSARY TO VERIFY THE ACCURACY OF THE INFORMATION CONTAINED IN THIS MEMORANDUM. INQUIRIES SHOULD BE
DIRECTED TO THE COMPANY C/0 BENJAMIN CVETKOVICH, BEN.C@KUBERAPLATFORM.COM.
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INTRODUCTION

The Kubera Network
IS not only a closed
loop system, but is

acquirer agnostic
and can be
integrated into any
POS, shopping
cart, or website.
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TIJﬁ-.-PHRg::EM A 120 year old process

PAYMENTS

AUTOMATIC
PAYMENTS

% T

MERCHANTS

Assumed Authority

When a payment request
IS received by a bank, $
the bank assumes the
merchant has the

THIEVES

: ASSUMED
consumer’s approval. AUTHORITY ALWAYS
THE LAST E
Every request for payment TO KNOW A
looks the same to the bank, CONSUMER

which explains why there
Is over 30 billion in fraud

annually. It seems rather .
incredulous that banks The consumer is not a part

act on so flimsy authority. of the transaction.



THE
SOLUTION

Direct Authority

Every request for payment
IS presented to the
consumer first, who then
tells their bank to pay
the merchant.

Merchants no longer
have any liability in
accepting cards and
removes all charge backs
related to transaction
fraud.

Patented Technology

THE FIRST
TO KNOW

ot

AUTOMATIC
PAYMENTS

ez

CONSUMER

MERCHANTS

BANK

prgngnd

Consumer-Controliled Commerce
places the consumer in the heart
of the transaction.



POWERFUL
FEATURES

Purchase
Offer From

f

The Consumer

No more reading card
numbers over the phone. ent
BEE e ansLier provides
the merchant with their rred

phone number, and the
merchant sends an offer
to the consumer.

If the consumer accepts,

funds are transferred Merchants no longer have any liability associated with full card numbers
to the merchant. and other personal data lying around. They never see any consumer
sensitive data, period.



POWERFUL
FEATURES

COMMERCE
ANYWHERE

Allows consumers to make
a purchase anywhere.
Being in a store is no longer
required.

A consumer just scans a
Commerce Anywhere QR
code which sends
transaction information
to their bank and the bank
sends the merchant funds.
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Merchants can turn their advertising into a point-of-sale, effectively
expanding their locations to millions of stores.
This also means there are no more sales funnels or click-through stats.
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OUTDOOR PRINT  SOCIAL MEDIA  TEXT MESSAGE

The possibilities are endiless!



POWERFUL
FEATURES
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Merchant

Purchase
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PURCHASE O TeancY

Since the merchant is no 1TI7 11

longer representing you in - . —

a transaction, there is no

reason to fill out one more
dang form!

The Impulse Buy

Whether it’s a single

product purchase or a As a merchant, capturing the impulse buy is the golden fleece,
whole cart full, the but an impulse buy where a customer has to complete a form
checkout consists of a is about as impulse as a Bar Exam.

: : > '
single click -done! Since merchants no longer have to see card details, all a

customer has to do is click "Accept." Now that's impulse!



POWERFUL

FEATURES | 6
Since merchants no longer see card data, f\’\
they no longer have any data liability. This )
also means they no longer have to ‘ I
worry about being PCI compliant. (:
Merchant
UNMATCHED L P nsighred
PRIVACY AN
On the Kubera Network, E ] B ] ' ] :

sensitive data is not passed =
around like the current ' '
networks do. Consumers
communicate directly

with their bank. Our Right To Privacy

Sharing personal information It's happened to us all; a cashier publicly announcing our card

with a merchant should be has been declined. How is this any of the merchant’s business?
something consumers
choose to, not be forced On the Kubera Network, card declines are only sent to the
to do. consumer, not to the merchant. The consumer can then privately

select a different card or just decline to purchase and walk away
with ego intact.



POWERFUL
FEATURES

FRAUD-PROOF
Transactions

How can we be so
confident?

If no card data is
transferred between the
consumer and merchant,
there is nothing to steal.

The vast majority of card fraud occurs
at the merchant level

~\

Consumers don’t
have to give up
any personal
information
if they choose
not to

»y000,000
ANNUALLY

The consumer personally approves
every transaction.

The merchant ncver sees card data.

The transaction occurs between the
consumer and their bank.

The bank is able to process the transaction
the same way they do now, no special
network or tech reguiiees

1. Forbes https://www.forbes.com/advisor/business/ecommerce-statistics



MARKET ANALYSIS

91%

make online
purchases with
their phone.s

What would a technology
be worth that
enables an off line
purchase to be as
convenient and simple
as online?

Kubera does that.

E-commerce is still growing!
Sales expected to be over

8 trillion

by 2026, accounting for
24% of all retail sales.1

| | plague the industry.
% due to lack of trust

and complicated checkout
processes.2

Social commerce expected to climb to

3 trillion oy 2026
—_
™ 559 of people aged 18-24 purchase
OVER on social media.s
lost to -

e A% of purchases on social media

e-commerce are due to an influencer’s suggestion.«

fraud in 2023.6

Kubera capitalizes on every trend and
fixes the industry’s biggest problems.

In addition, it provides improved privacy and
convenience for both on and off ine commerce.

1. Insider Intelligence 2. Statista 3. Forbes 4. Digital Marketing Institute
5. PewResearch 6. Forbes https://www.forbes.com/advisor/business/ecommerce-statistics



MARKETING
STRATEGY

A four-pronged
approach
fueled by Al.

Al is already
identifying for us
quality sales
managers
and other
support staff.

target identification
and lead sourcig

AI

POC STS 'fg‘

PODCAST

Early adop
and influen
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EMAIL SOCIAL MEDIA TEXT MESSAGE

[denti dustries and fg:
merchants that ’ <
will benefit most

e

GLOBAL SALES TEAMS

On-Boarding

6 CONSUMERS
AN v .
[ essaging
EI' and creative
: strategies
On-Boarding have already
MERCHANTS

been field-tested
and fine-tuned.

SHOPPING CART
INTEGRATIONS

IN-STORE
SIGNAGE

o
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PARTNERSHIPS

INDUSTRY
PRINT



INDUSTRY
INTEGRATION

The technology
Is market-ready
with a

PCI1 LEVEL 1

certification
and listed as a

VISA
CERTIFIED
service provider

BEVEL 1

KUBERA

fr@

T Hosted at

'g"amazon
web services™

with offshore backup and redundancy

Visa Global Registry of Service Providers

Prototype
approved on

Download on the

' App Store

P> Coogle Play

Processor Agnostic

OPEN API' ABLE TO CONNECT TO
ANY PLATFORM
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Executive Management %%%

Sales & Support Teams

INVESTMENT &
BUSINESS MODEL
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Units of Membership
PREFERRED CONMMON

Membership Units share in
basis point revenues on every Investors

authorization.
contil 28 &
AW

Membership Units share in
every aspect of the firm, (:) I
including revenues regardless )
Merchants (clients)

of the source.

One Membership Unit = $5,000



PREFERRED CONNMON

FORECAST Participate in basis point revenue Involved in every aspect of the firm as it
. . . grows to include all revenues regardless
of the source. Therefore, ROl projections

are confined to products and programs
currently ready for market.

only with no interest in other company

Minimum Capital Raise revenues including monthly fees,
new programs and product releases.

Preferred Units of Membership Minimum Capital Raise

Year 1 175. -:;14 175.04 175. 04 175. -:;14 175.04

©p)
Z  Year2 —
S Year3 —— 3,347.74 s w 74 s w 74
T Year4 ———
T Year5 ————
——
Timed Return 22,026.51
Repurchase Price* _1?% 04 6_40? 64 9_?55 38 16_"'?‘5 81
Less Original Investment
: —————
Growth is focused on Total Return 350, 0? $,510.75 44.053.01
quality over quantity e Tgtsl ?OI : 02Tee LoT S L08R
0 : nnualized Return 5,
thereby retaining clients Annualized ROI zs.lszse-:a

long term.

.
A certain amount of SEE NOTE BELOW

client churn is ————
Year 1

expected, however, =

- [ ear 2 _
due to our proprietary B car 3 __
technology, we will E Year 4 ___
T ====
direct Total Capital Account Increase
competition Less Original Investment

' ———
e oS Value of Capital Account
Total RO 22. 0"*9%
Annualized Return
Annualized ROI -10.6921% 4202%  60.9618%  131.9329% 226.3333%

* Repurchased by company

NOTE: Both tables assume a minimum holding period of 1 year. Each sale will be bid separately, but
customarily represent a P/E ratio of the current market. Table represents a P/E ratio below 19.0924.



PREFERRED CONNMON
Involved in every aspect of the firm as it

FORECAST Participate 1 BaS S grows to include all revenues regardless

. . only with no interestif QRIS of the source. Therefore, ROI projections
Full Capltal Raise revenues including T are confined to products and programs

new programs and product releases.
b P currently ready for market.

Preferred Units of Membership - Minimum Capital Raise

Holding 1 ¥r Holding 2 Yrs Holding 3 Yrs Holding 4 Yrs Holding 5 Yrs
. 3 4
o» Year 2 77.23 77.22 77.22 |
E Year 2 552. 552.99 552.99 | ¢
S Year3 1,504.80 1,504.80 | $
o Year4 2,932.51 %
@  Year5
Timed Return 77.22 630.21 2,135.01 5,067.52 |
Repurchase Price* 5,077.22 5,630.21 7,135.01 10,067.52 |
Less Original Investment 5,000.00 5,000.00 5,000.00 5,000.00
Projections are confined Total Return 154.45 1,260.42 4,270.01 10,135.04 | $ 19,807.30
to programs and . | Tgtsl ROI 2.0889% 25;520845'-;5 85.4003% 202.?00?25‘ 396.1:59.‘25
nnualized Return 154.45 | § 30.21| ¢ 1,423.34 2,533.76 | % 3,961.4
products currently Annualized ROI 3.0889% 12.6042% 28.4668% 50.6752%)| 79.2292%
ready for market
e tak.e. Mo lEte GO Common Units of Membership
f|II|ng the SEE NOTE BELOW Holding 1 ¥r Holding 2 ¥rs Holding 3 ¥rs Holding 4 Yrs Holding 5 ¥rs
offering of 1 2 3 4
$25 OOO OOO. 195} Year 1 (51.71)| ¢ (51.71) (51.71) (51.71)
i ‘ niear2 % 912.43 912.43 912.43
D Year3 3,282.68 3,282.68
o 7.058.70 7,058.70
T Year5 12,240.48
Total Capital Account Increase (51.71)| % 860.72 4,143.40 11,202.10 23,442.58
Less Original Investment 5,000.00 | ¢ 5,000.00 5,000.00 5,000.00 5,000.00
Value of Capital Account 4,948.29 | % 9,143.40 16,202.10/ $ 28,442.58
Total ROI -1.0342% 18.4393% 56.0116% 77.1999% 75.5487%
Annualized Return (51.71) $ 430.36 1,381.13 2,800.53 | % 4,688.52
Annualized ROI -1.0342% 8.6072% 27.6227% 56.0105% 93.7703%

* Repurchased by company

NOTE: Both tables assume a minimum holding period of 1 year. Each sale will be bid separately, but
customarily represent a P/E ratio of the current market. Table represents a P/E ratio below 19.0924.



USE OF FUNDS

Building Support Teams

Building Sales Teams

Since core programming
and field testing
has been completed,
the majority of
investment funds will
e spent on infrastructure,
sales, support teams,
marketing and advertising.




EXECUTIVE TEAM

Seasoned,
Experienced,
battle-hardened,
been there,
done that

Benjamin Cvetkovich

Fintech industry
expert and a
registered ISO for
U.S. Bank/Elavon
and Wells
Fargo/TSYS. Over 12
years experience in
the payments
industry. A Certified
Investment and
Derivatives Auditor
(CIDA) with extensive
experience in
underwriting, risk
management,
consulting and
managing multiple
businesses at the
CEO level.

Sandy Wiegars

Operational anchor
of multiple
companies at the
COO level with over
30 years experience
implementing core
company operations,
supporting such
regional giants as
DirectTV and
Cochlear Americas.
Over 20 years
experience in
marketing data
science with nearly
the same amount of
volunteer hours with
non-profits and
educational inst.

Greg Meyers

Dot com veteran with
thirty-five years in the
technical, and
marketing space
with deep start-up
and business
strategy experience.
Twenty years
consulting servicing
such clients as: HP,
Volkswagen,
Smithsonian Institute,
United Health Care,
Compagq, 3M,
Plantronics, AAA,
Microsoft and
dozens of successful
start-ups.
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