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Important Cautions Regarding Forward Looking Statements
This presentation includes "forward-looking statements" within the meaning of the safe harbor provisions of the United States
Private Securities Litigation Reform Act of 1995. These statements are based upon the current beliefs and expectations of KushCo
Holdings’ management and are subject to significant risks and uncertainties. If underlying assumptions prove inaccurate or risks or
uncertainties materialize, actual results may differ materially from those set forth in the forward-looking statements. Risks and
uncertainties include but are not limited to, general industry conditions and competition; general economic factors, including

interest rate and currency exchange rate fluctuations; KushCo Holdings undertakes no obligation to publicly update any forwardlooking statement, whether as a result of new information, future events or otherwise. Additional factors that could cause results
to differ materially from those described in the forward-looking statements can be found in KushCo Holdings SEC filings with the
Securities and Exchange Commission (SEC) available at the SEC's Internet site (www.sec.gov). The information contained in this
presentation was current as of the date presented. The Company assumes no duty to update the information to reflect
subsequent developments. Consequently, the Company will not update the information contained in the presentation and
investors should not rely upon the information as current or accurate after the presentation date.
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INDUSTRY OVERVIEW
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US CANNABIS MARKET SIZE & GROWTH
120

• Retail cannabis sales (including medical)
are expected to reach over $20 billion
by 2020 in the U.S. alone

MARKETS

100

80

• The sales will benefit all adjacent verticals,
driving an additional $75 billion of economic
60
value by 2030
• Global legalization could lead to 1 billion
consumers and a $500 billion annual market 40

• The U.S. Black Market cannabis sector
is estimated at $45 billion annually
• U.S. Legal Market is estimated to
grow $80+ billion by 2026
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PUBLIC OPINION TAILWINDS
• Public support behind legalization continues to rise, fueled by reduced stigma and increased medical
applications
Gallup Question: Do you think the use of marijuana should be legal, or not?
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U.S. CANNABIS INDUSTRY

SECTOR DYNAMICS
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THE U.S. CANNABIS INDUSTRY
GROWERS

VERTICAL INTEGRATION*

Includes both indoor and outdoor producers. Trend moving toward
high volume producers with increasing levels of scale.

PROCESSORS
Includes both “flower” and concentrate processors. May be part of vertical integration effort
or independent.

BRAND OWNERS/PRODUCERS
Wide range of professionalism and potential. Increasing number of multi-state operators
emerging.

DISTRIBUTION
No clear route to market in most markets. Many brand owners doing their own DSD.

DISPENSARIES (POS)
Multi-state license holders (e.g., MedMen) emerging. Inconsistent approach, highly
fragmented, very immature, no category management approach etc.
*vertical integration popular in some markets, limited in others, and not allowed in few
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U.S. CANNABIS INDUSTRY: WHAT WE SEE
▪ Regulations are highly dynamic and nuanced (especially packaging and labeling requirements)
▪
▪

Very difficult for traditional businesses to understand and navigate especially around child-resistance packaging requirements
Cannabis businesses seek knowledgeable partners to help them understand each state’s complex regulatory environment

▪ Industry is highly fragmented
▪
▪

Each state market operates separately (no inter-state commerce) and trends vary between markets
Smaller players lack resources and leadership

▪ Market is highly immature
▪
▪

Lack of clear data, but trends are evolving quickly
Lack of forecasting and experienced CPG professionals (although more entering)

▪ Opportunities to change the rules of the game exist for those who have intellectual and financial capability
▪ Federal illegality causes significant valuation discrepancies between U.S. and Canadian companies
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KUSHCO HOLDINGS, INC.
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WHO WE ARE
▪ KUSHCO HOLDINGS, INC. IS A PUBLICLY TRADED
COMPANY operating several businesses servicing
the cannabis industry
▪ OUR CORE BUSINESS IS KUSH SUPPLY CO.
▪ THE COMPANY OPERATES IN THE UNITED STATES
AND CANADA – with a presence in every major
cannabis market

▪ We currently employ over 225 EMPLOYEES
▪ KUSHCO maintains an in-house legal department
with deep cannabis expertise
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KUSH SUPPLY CO.’S CUSTOMERS

VERTICAL INTEGRATION (everywhere)

GROWERS (everywhere)

PROCESSORS (everywhere)

BRAND OWNERS/PRODUCERS (everywhere)

DISTRIBUTION (in some markets)

DISPENSARIES (POS) (in some markets)
Confidential

11

OUR STRATEGY
VISION

HOW WE OPERATE

CLIENTS FIRST
NEW
MARKET
ENTRY

INITIATIVES
GROW WITH
CUSTOMERS

CAPABILITIES

WORLD
CLASS
TALENT

PREMIER
ANCILLARY
PROVIDER

CONSTANT
INNOVATION

PRODUCT LINE
EXPANSION
& IP

STRATEGIC
ACQUISITIONS

ROBUST
SUPPLY
CHAIN

INT’L
EXPANSION

CROSS
SELLING
ACROSS
PLATFORM

REGULARTORY
EXPERTISE

Source: Output July 2018 Strategic Review.
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CORE GROWTH STRATEGY
Organic Growth
▪

Excellent customer service allows us to retain and support our current
clients as they expand and the overall industry continues to grow

▪

Adding more product and service offerings while effectively crossselling

▪

Continue to be first mover in every key market

Acquisition Growth
▪

Make strategic and accretive acquisitions

▪

Adding more products and services, including defensible IP

▪

Help us diversify quicker and expand overall human resource talent

Pillars

▪

Strong relationships are key

▪

Continue to build defensible barriers to competition
▪

▪

First mover advantages, boots on the ground in every key market,
personal relationships with KEY multi-state operators

Create an ecosystem effect
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HOLDING COMPANY STRUCTURE
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FACILITIES
North America

China
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KUSH SUPPLY CO.
▪ Provides ancillary products to cannabis businesses (B2B model)
▪ Sources products domestically and abroad
▪ Utilizes contract manufacturers, garnering exclusive or semi-exclusive rights to
distribute
▪ Buys factory direct and in bulk to keep costs down

▪ Provides products that are critical components in our customers supply
▪ The Company has the largest sales force in the industry, building relationships
with our clients
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PRODUCTS - PACKAGING
▪

Wide array of unique products (1,500 skus) and large amount of inventory in stock

▪

Client demands are time sensitive
▪

▪

▪

▪

One stop shop brings convenience

Products have to be crafted to package a variety of form factors
▪

Flower, pre-rolls, concentrates etc. must all be packaged differently

▪

We operate in every market so we stay ahead of product trends

Products have to be crafted to comply with regulations in multiple markets
▪

Packaging regulations vary in each state

▪

The regulations are highly nuanced and change very often

Products have to be highly customizable and brandable
▪

Packaging is the primary form of marketing to cannabis consumers (no TV, no Google ads,
etc.)

▪

Our clients are all competing for limited shelf space – differentiation is key
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PRODUCTS - VAPE
▪ One of four exclusive CCELL distributors in the U.S.

▪ The Company sells vape cartridges, batteries, all-in-one disposables, and pen
kits
▪ Aligned with the best vapor technology in the market today
▪ CCELL - ceramic cell patented technology in the U.S. and China
▪ Product performance is critical to ensuring satisfied customer experience
▪ Product gap out or failure can result in significant monetary & reputational
losses

Confidential

18

PRODUCTS - KUSH ENERGY
▪ A leading supplier of solvents to cannabis sector
▪ Provides butane, iso-butane, hydrogen, ethanol, and dry-ice
which are used in the extraction process to make cannabis oil
▪ FARM Bill to be a tremendous demand driver for ethanol
needed for CBD extraction
▪ The only cannabis gas and solvents provider using stainless
steel tanks vs high carbon steel
▪ Resistant to rust, less brittle, wear resistant
▪ Pre-cleaned before filling to eliminate contaminants and
impurities in finished product

▪ Tanks are delivered on regulatory-compliant trucks
▪ Due to hazmat nature, the supply chain is very hard to manage
and a reliable source of delivery is very valuable
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NATURAL PRODUCTS
▪

Refined from natural essential oils found in most plants
▪

▪

▪

Provides the sensorial effect unique to each strain

Why Abstrax?
▪

Highest Quality, Purity and Potency

▪

Natural & Organically Derived

▪

Tested & Certified Food Safe

Abstrax Manufacturing
▪

ISO Federally Certified MFG Facilities

▪

Small Batch to Large Scale Capacity

▪

PhD Chemists On staff

▪

MFG in Molecular Distillation
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KUSH SUPPLY CO. CANADA
▪ Kush Supply Co. (USA) has been selling into Canada since
early 2017
▪ Two senior executives hired in July as FTE’s and now lead
our activities in the market
▪ KSCC based in Toronto, second office planned for Vancouver
▪ Focus on the large LP’s
▪ Fully owned distribution facility likely in 2019
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THE HYBRID CREATIVE
▪ Full spectrum creative agency
▪ Fills previous void in company’s service offering
i.e. dramatically increasing demand for
marketing support
▪ Services range from full brand development &
strategy, e-commerce solutions, SEO, web
application development and more
▪ 2019 Revenue target $2.5 million
▪ Utilized as strategic acquisition and market
intelligence tool
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KOLETO INNOVATIONS
▪ Innovation arm of KushCo Holdings
▪ Nuanced compliance standards, evolving form
factors and differentiated branding require
innovative products

▪ Will help exploit the Company’s unique
position to innovate, garner IP and build
defensible product portfolio
▪ Focus on building products for mass market
adoption
▪ Ability to efficiently source products specifically
commissioned by our clients
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FINANCIAL OVERVIEW
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Pro Forma Balance Sheet (Post Jan 19’ Equity Raise)
As Reported
11/30/2018

Net
Proceeds

$3
$48
$62
$113

$31
=
=

$34
$48
$62
$144

Current Liabilities
Long Term Liabilities
Total Liabilities

$20
$15
$35

=
=
=

$20
$15
$35

Shareholders Equity
Liabilities and Shareholders Equity

$78
$113

$31

$109
$144

Assets
Cash
Current Assets (ex-cash)
Other Assets
Total Assets

Adjusted

Liabilities & Shareholders Equity

*amounts in millions

Confidential

25

CUSTOMER VALUE 2016-2018
120

FY2016
• 5 customers spent between $100k -$250k
• 2 customers spent between $250k -$500k

Customer Value

100

19

80

21

14

19

60

40

67

7
2
5

13

FY2016

FY2017

$100k - $250k

FY2018
• 51 customers spent between $100k-$250k
• 19 customers spent between $250k-$500k
• 14 customers spent over $500k

51

5

20

0

FY2017
• 13 customers spent between $100k-$250k
• 7 customers spent between $250k-$500k
• 5 customers spent over $500k

FY2018

$250k - $500k

Last 4Qs

Last 4Qs
• 67 customers spent between $100k-$250k
• 21 customers spent between $250k-$500k
• 19 customers spent over $500k

$500k +
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Addressable Market >$1 Billion in Annual Revenue
Flower Products

Vaporizers

Concentrate Products

Pre-roll Flower

30%

30%

25%

15%

Encompasses
• Cones
• Jars
• Barrier Bags
• Labelling
• Services

Encompasses
• Hydrocarbons
• Hardware
• Packaging
• Labelling
• Services

$1.00

Encompasses
• Hydrocarbons
• Jars
• Tins
• Boxes
• Services

$1.75

$6.00

Encompasses
• Cones
• Processing Equipment
• Packaging
• Services

$2.00

6% OF RETAIL CANNABIS REVENUE
Addressable Market per $50 of Cannabis Product
** Based on Estimated Revenue
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Revenue Breakout by Rec State, Other US, Canada, and other
Geography

2019 Q1 Revenue

Q1 ’19 over Q1
‘18 growth

% Q1 2019 Rev

Q1 ‘19 over Q4
‘18 Growth

$

9,596,551

Q1 over
Q4 Growth

Year over
Year
Quarterly
Growth

Recreational
State Totals

30%

179%

Total
Revenue

27%

186%

2018 Q4 Revenue

CA

$

13,909,524

211%

55%

45%

WA

$

2,303,536

75%

9%

-1%

$

2,326,746

OR

$

1,983,180

393%

8%

41%

$

1,404,831

CO

$

1,933,231

83%

8%

-10%

$

2,138,447

NV

$

1,091,171

72%

4%

-6%

$

1,159,838

MA

$

413,701

665%

2%

68%

$

246,848

AK

$

306,590

567%

1%

96%

$

156,142

ME

$

258,773

997%

1%

50%

$

172,269

MI

$

142,585

N/R*

N/R*

N/R*

Rec States Total

$

22,342,291

179%

88%

30%

$

17,201,672

Other
Medical States

$

2,464,442

215%

10%

12%

$

2,132,212

Other Countries

$

52,791

9%

>1%

-59%

$

118,088

Canada

$

460,118

814%

2%

-10%

$

509,766

Totals

$

25,319,642

186%

100%

27%

$

19,961,738

N/R*

2018 projected YoY Cannabis Sector growth from Statista:
CA 50%, WA 31%, CO: 25%, NEV 131%, OR 30%,
Rec States = 58%
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5 Product Categories QoQ + YoY
Item Class

2019 Q1 Revenue

% of Revenue

YoY Growth

2018 Q1 Revenue

Q1 over Q4
Growth

Labels, Seals
& Application

$

401,268

2%

159%

$

154,837

66%

Packaging

$

5,114,578

20%

93%

$

2,647,285

1%

$ 15,269,703

60%

215%

$

4,842,917

42%

Energy
+ Natural Products

$

2,310,266

9%

3526%

$

63,722

42%

Papers & Supplies

$

2,223,827

9%

95%

$

1,138,354

-3%

186%

$

8,847,115

27%

Vape

Totals

$ 25,319,642
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2018 Q4 revenue
$

241,318

$

5,064,402

$

10,722,137

$

1,629,436

$

2,304,445

$

19,961,738
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SKU Cross-sell Progression
Customer Value

# of customers

Avg Rev

Avg SKUs

Customer Size

FY2016

FY2017

FY2018

Last 4 Quarters

$50-99k

6

29

88

106

$100k - $249k

5

13

51

67

$ 10-49k

653

$

21,671

13

$ 50-99k

106

$

69,147

18

$ 100-249k

67

$

145,760

28

$ 250-499k

21

$

321,306

23

$250k - $499k

2

7

18

21

$ 500- 999k

12

$

692,468

56

$500k - $999k

0

5

10

12

$ 1000k+

7

$

1,108,847

45

$1000k+

0

0

4

7
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KUSHCO’S NET REVENUE
Net revenue in $ Millions
$140

$120

$120
$100
$80

$52.1

$60
$40

$18.8

$20

$8.2

$0

2016

2017

2018

FY 2019E

Actual
Forecasted
Fiscal year ends August 31. Revenue in millions.
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LEADERSHIP
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LEADERSHIP
Nick Kovacevich

CEO, Co-founder & Chairman

Rodrigo de Oliveira

In his role as CEO for KushCo Holdings, Nick directs all business
relations and financial strategy for the company. Nick also
oversees the organization's senior management team. Nick has
been integral in making critical strategic, growth, and financial
decisions since the company’s inception.

With over 18 years of experience in global supply chain and
operations, Rodrigo has expertise in steering businesses to meet
and exceed KPI’s. Rodrigo earned his Bachelor’s degree in
Business Administration at Universidade Mackenzie in Brazil. His
background comes from numerous years of multisite operations
and warehouses, both domestic and international, at companies
including Oakley, General Electric, Brightstar Corporation and Nike
Accessories.

Nick holds a Bachelor of Science from Southwest Baptist
University where he studied Sports Management and earned
Academic All-American honors. While at SBU, Nick played small
forward for the men’s basketball team, leading the Bearcats to
the Sweet 16.

Chris Tedford

Chief Financial Officer

Chief Operating Officer

As Vice President of Operations, Rodrigo oversees manufacturing,
operations, global supply chain and logistics. He will lead our
sourcing and operations teams across our five facilities in
California, Washington, Colorado and Massachusetts.

Jason Vegotsky

Mr. Tedford has 20+ years of finance & accounting experience,
which includes developing sound financial and operational
policies, strategic financing transactions, and M&A activities. From
2016 – 2018, Mr. Tedford served as SVP and Chief Accounting
Officer at Confie. From 2011 – 2016, he worked at PacSun, first as
Senior Director and Corporate Controller before becoming VP and
CFO. He also served as Director and Corporate Controller at Clean
Energy Fuels Corp. He’s also held senior positions within KPMG
LLP
and
Deloitte
&
Touche
LLP.
Mr. Tedford is a CPA and has a BS from the University of
California, a Master of Accounting from the University of Southern
California, and is a member of the American Institute of CPAs.
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Chief Revenue Officer
Jason Vegotsky is an entrepreneur with an extensive background
in sales and business development. Jason graduated with a
Bachelor of Arts in Economics at Bucknell University. His passion is
associated with growth; implementing processes, improving
strategy and increasing revenue. Prior to Kush Bottles, Vegotsky
was the co-founder of Summit Innovations, Inc., and the driver of
the company’s business development.
As CRO, leading the company's main business unit, Jason Vegotsky
leads a team of over 45 sales professionals, operations, shared
services, project management, and is responsible for expanding
our physical presence nationwide in every major cannabis market.
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LEADERSHIP
Arun Kurichety

Executive Vice President General Counsel

Stephen Christoffersen

As an attorney and trusted advisor with over 12 years of experience,
Arun’s corporate practice previously included the representation of
public and privately held companies with regard to governance,
corporate finance, mergers and acquisitions, corporate structuring, as
well as private placement of debt and equity and securities
filings. Arun has advised numerous cannabis companies with regard
to regulatory compliance, financing, real estate, intellectual property,
labor and employment, and other general corporate issues.

Stephen Christoffersen has 13 years’ capital markets experience. Prior
to joining KushCo, he managed a $500MM equity portfolio for a large
bank and advised on M&A and fundraising initiatives for seed and
growth stage companies. He received his Chartered Financial Analyst
designation in 2015 and holds a B.S in Finance from UNLV.
As Vice President of Corporate Development, Stephen evaluates the
landscape for strategic acquisitions, runs point on KushCo’s
fundraising initiatives and works closely with our investor base and
sell-side analyst coverage to communicate company’s financial
strategy.

Arun earned his Bachelor’s degree (cum laude) in 2001 from Harvard
University. In 2006, he received his Juris Doctor (cum laude) from
Washington University in St. Louis School of Law.

Ryan Selewicz

Executive Vice President Technology

Executive Vice President Corporate Development

Carmen Lam

Ryan Selewicz is the EVP of Technology at KushCo and is responsible
for driving overall technology vision and strategy. He leads a team
responsible for delivering technical infrastructure and scalable
business applications. Prior to joining KushCo, Ryan held multiple
roles within Adobe focused in IT and digital strategy. Ryan holds a B.S.
in Engineering from Santa Clara University.
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Senior Vice President of Sales
Carmen Lam has an extensive track record in Sales, Management, and
Execution.
In her previous roles at PepsiCo and Allergan
Pharmaceuticals, Carmen consistently led her team to exceed key
performance metrics. Carmen graduated from the University of
Nevada, Las Vegas with a bachelor’s degree in Business
Management. After gaining a few years of professional work
experience, Carmen returned as the Vice President of the Lee
Business School Alumni Association where she helped develop alumni
engagement and philanthropy initiatives on behalf of the Business
College. In all of Carmen’s leadership roles, she’s demonstrated the
ability to drive results on behalf of the organization.
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KEY TAKEAWAYS
• Unique opportunity to invest in a first mover company in the
multi billion dollar ancillary cannabis industry
• The strategy remains focused on driving organic growth supported
by cross-selling across the KushCo platform and using strategic
acquisitions when appropriate

• Product line expansion, with an emphasis on proprietary offerings,
will provide revenue opportunities with a defensible moat
• KushCo Holdings is a leader in transforming the legal cannabis market
globally and is in a great position to maintain and grow market share
in a booming industry
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THANK YOU
Investor Relations Contact:
Stephen Christoffersen, CFA
EVP, Corporate Development
310-740-0170
ir@kushco.com
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APPENDIX
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WHAT ANALYSTS ARE SAYING
KushCo Holdings became the first publicly traded cannabis company on the OTC
markets to have leading investment banks providing coverage

Beginning in September 2016 Cowen’s Vivien Azur, a Top 100
Analyst with Cowen & Company + formally CitiBank, initiated
coverage on KushCo Holdings (OTC: KSHB) with an
“Outperform” in 2016. Azur believes that KushCo Holdings is
the best opportunity in the consumer staples space to
capitalize on the cannabis industry.
Most recently, Paul Penny began coverage in October 2018
stating “We believe KSHB is not only in the early stages of a
multi-year growth story, but has a clear path in becoming
one of the most respected / trusted 3rd party cannabis
related packaging companies.”
“We view KSHB as a pick-and-shovel play on the rapidly
growing US legal cannabis industry. By supplying packaging,
labels and vape hardware, KSHB does not touch the plant,
and the company is delivering strong top-line growth
irrespective of which multi-state operators (MSOs) and
branded consumer products win.”
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WHAT ANALYSTS ARE SAYING
Beginning Dec 2018 Bobby Burleson of Canaccord Genuity, initiated coverage. His findings covered
regulations also driving the packaging styles, styles and labeling requirements.

Top Challenges
Cost/ Complexity of Compliance

33%

Managing Growth/Scalability

33%

Federal Laws / Intervention

26%

Taxation

26%

Licensed Competitors

24%

Lack of Banking Services

24%

Finding Qualified Management

20%

Insufficient Number of Vendors/Partners

16%

Fundraising

15%

Black Market Competition

13%

Disagreement on Direction

10%
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ADULT CANNABIS INCIDENCE
• Adult Cannabis Usage continues to rise with the fastest growth coming from 26 years and over cohort
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PAST YEAR INCIDENCE
• The 26 year and over cohort has only an 11% past year incidence demonstrating the significant upside
that exists over the next several years
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EXPECTED INCIDENCE TRENDS
• Expected increase in 26 and older cohort to fuel the new numbers of adult cannabis users. The
acceleration of incidence may be underestimated i.e., unanticipated products, regulatory easing, social
acceptability
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MEDICAL CANNABIS: LEADING INDICATOR
• Significant growth of nationwide medical patient numbers reflect the opportunity and is supported
by market activities being witnessed in these markets e.g., Michigan and Florida
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INCIDENCE: ALCOHOL VS CANNABIS
• From a low base, cannabis incidence among young adults is rising consistently. The reverse is being
witnessed in alcohol over the same period
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MEDIA
KushCo’s media objective is to be a thought leader and educator as well as share insight into the trends through our
regular column with Forbes and Entrepreneur.com. This is in addition to regularly being featured in a variety of
publications.

The Evolving Cannabis Market Offers
Limitless Opportunities

Keeping Hands Off Weed Lets Startup Thrive in
Volatile Pot World

Defeat Of Marijuana Banking Bill Will Hurt Job
Growth And Economy
The Challenges of Building a Brand in a
Highly Regulated Market

Canna-curious? These 3 Qualities Are
Essential for a Success in the Industry

Big Alcohol Prepares For The Green Wave
Canada Could Make Billions from Legal Pot
A Top Cannabis Private Equity Fund
Manager Reveals How He Picks
Companies To Invest In

KushCo Expands Globally

Kush Bottles CEO discusses company's growth
and industry outlook for 2018
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Legal weed companies
could rake in billions.
So why don't people
want to work for
them?

Following the cannabis
money trail
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