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Company Overview

Our goal

¢

O O O O

When communication is mission critical
When there is no room for misunderstandings
When it is important to be heard

When communicating in extreme conditions
Optimike will make us sound and clear

Our product

¢
¢
¢

Noise free headset
Optimike selectively picks up the voice
Effective noise attenuation of 70[dB] !

Our markets - Professional headsets market

¢

Future development - bluetooth headsets high-end market



\ The Problem & Pain

A Problem
c Todayos microphones are hard
¢ In Military/industrial activities noise is louder than speech
¢ Existing Noise filters reduce noise by 20[dB] max

A Pain - The loss of mission critical information

¢ Loss of life
¢ Loss of money




Professional Headsets Market

Two main customer groups:
¢ Emergency Services: Police, Rescue services, Military units..

c Private users: Construction, Marine, Aviation industries, Call
centerse

Estimation of the market

¢ Global sales ~1.5M units per year
¢ Market value i 360M$

¢ ~50% of market - US/Canada

Market Growth Rate

¢ New customer segments value flexible communication solutions
¢ Communicate regardless of surrounding sound levels

¢ Professional Mobile Radio communications market growth i 2%
¢ Market for accessories has higher levels of growth

Source: Strategy Analytics, NextCom Financial Reports 2007



A comparablé Invisio (NextLink)

Professional headsets market

¢ A patented product on Bone conduction microphone
¢ Small player

¢ Technologically differentiated

Commercial Bluetooth headsets market

¢ Small player
¢ High end headsets

Business model i OEM and direct

Sales:
¢ Professional: 3M$ (2008), Margins i 50-70%
¢ Commercial: 4M$ (2008), Margins i 17-19%

Source: Strategy Analytics, Invisio Financial Reports Jan-September 2008



The Product Noise free microphone

Selective pickup of the speakerds vol

Effective attenuation of background Noise - 70dB

A prototype exists - demonstrated >50dB




‘The Technology

A When we speak our jawbone vibrates

A External sound
A High sensitivity (<<1nm) enables voice pick-up
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‘ Components




BOM

Electronics Optics

¢ LED (emitter) i today laser ¢ Lens (Cast)
¢ Detector

¢ Amplifier (first , second) Packaging

¢ Processor ¢ Housing

¢ Board (with line termination) c Bow

¢ Operations Led c Cushions
¢ Switch

¢ Speaker

¢ Connectors & cabling

BOM PRICE 30-40% +20$ ASSEMBLY & TESTING



\ Development schedule

|

N
Prototype Phase
0.25years
Engineering Phase
1.5years, 1.8M$
Industrialize Phase
1years, 120K$
ID |Task Name Half 1, 2008 Hair 2, bdos Half 1, 2009 Half2,2004 | [Half 1, 2010 Half 2, 2010 |
JIFImla[malalalg]oINID|I[FIM[AIM[I]I]A[s[O|N /D
1 Prototype first cycle = : :
2 | Prototype Second cicle =——
3 Prototype Third cycle
4 Eng. model first Cycle
5 |Eng. model Second Cycle =
6 |Eng. model Third Cycle
7 market research and alaences
8 |Optical Casting
9 | Optical casting Second Cycle
10 |casing design & casting £
11 |Board Production plan
12 | Assembly line creation

Haff 1, 2011
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\ R&D Challenges

Task Research | Engineering
Miniaturize Easy
Human Engineering Medium
Laser to Led Easy Easy

Bandwidth

Hard




Competition

‘ﬂ' Bono Veraton Mcroor i

BOOe-ranamiied vEraton

~ low-cost

\\:—c;mw&wm




Go to Market

> 1.5M units

4

Target market - 60%

[

Nacre QuitePro
(Military)

Silynx (StealthOps )
o

Bose (Aviation)
. 34[db]
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PY DK (Military)
Invisio (Tactical)
Sennhieser (Aviation)
[ )
DK (Aviation) °
[} Peltor (Police)
TASC (Urban Tactical)
e
Peltor (Military)
(]
° Silynx (Urban) 25[db]
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FEIED () TTMK (Infantry)
Invisio Qz (Cellphone) P
NetCom (Professional) . (]
° Ultimate (iPhone) e
® Jabra (Call Center) 20[db] Noise reduction
Jawbone (Cellp“)ne) \ Comfort/Noise blocking ear cushions
Motorola (Cellphone) Miniature/Seamless
[ ] 16[db] Low power consumption
Sennhieser (Professional) P P
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Motorola throat Stereo/directional microph
(Mllltal'y) ereo/directional micropnones
Water resistant/outdoor
>
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‘ Biz Model

A Fragmented market A Producing full headsets
A Enter market segments via leaders

A Many segments ¢ Police forces (Motorola)

¢ Military (Bose/Sennheiser)
4 Competition over performance ¢ Special forces (Shure)

¢ Aviation (DK/Sennheiser)
A : ¢ Call centers (Jabra/NextCom)
A Price range 150-1400% ¢ Professional (Motorola)

A Optimike market value > 300$
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Financial Forecast

0 1 2 3 4 5 6 7
Year 2009 2010 2011 2012 2013 2014 2015 2016
TARGET MARKETIKU] 900 927 955 933 1,013 1,043 1,075 1,107
MARKET SHARE [24] 0% 0% 1% 2% 4% 7% 11% 15%
UNITS SOLD [KU] 0 0 10 20 41 73 118 166
REVENUE 0 0 1432 2,950 6,078 10,955 17,732 24,905
COGS 0 0 573 1,180 2431 4,382 7,093 0962
R&D 1,150 1,150 1,000 1,000 1,000 1,000 1,000 1,245
G&A 350 350 1,000 1,000 1,000 1,000 1,419 1,992
FUNDING 0 0 0 0 1414 2929 3232 1818
EXPENSES -1,500 1500 | 2573 | -3180 5,845 9311 12,743 -15,018
LOAN/DOWNPAY 0 0 0 1,400 2,900 3,200 1,800 0
INVESTMENT 3,000 0 3,000 0 0 0 0 0
PROFIT -1,500 4500 | 114 230 233 1,644 4,988 0,887
CASH FLOW 1,500 0 1,859 3,030 6,162 11,006 17,795 27,682
MARKET SIZE 1,500 R&D spending 5%
TARGET MARKET 60% G&A spending 8%
MARKET GROWTH 3% Multiplier 20
UNIT PRICE 150 MIN INVESTMENT 2,000 Investment Value 6,400
UNIT COST 60 MIN LOAN 100 Company Value 198,000
GROWTH RATE 60% INTEREST RATE 1% RO 31




OptiMike Roadmap

ROl =31
3M investment 3M investment 200M value
‘ 2009 | 2010 | 2011 | 2012 | 2013 | 2014 | 2015 | 2016
@m Second edition plrcc))l}/ilt
IDF experiment Production 75K units

3'd prototype

Foundation

Assembly line

Industrialization

New segments

Turn Profitable




