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Safe Harbor.
The information contained herein has been prepared to assist prospective investors in
making their own evaluation of the Company and does not purport to be all-inclusive or
to contain all of the information a prospective or existing investor may desire. In all cases,
interested parties should conduct their own investigation and analysis of the Company
and the data set forth in this information. SurgePays makes no representation or warranty
as to the accuracy or completeness of this information and shall not have any liability for
any representations (expressed or implied) regarding the information contained in, or
for any omissions from, this information or any other written or oral communications
transmitted to the recipient in the course of its evaluation of the Company.
This information includes certain statements and estimates provided by the Company
with respect to the projected future performance of the Company. Such statements,
estimates, and projections reflect various assumptions by management concerning
possible anticipated results which may or may not be correct. No representations are
made as to the accuracy of such statements, estimates, or projections. Prospective
investors will be expected to have conducted their own due diligence investigation
regarding these and all other matters pertinent to investment in the Company.

This presentation may contain statements that are not historical facts, referred to
as “forward-looking statements.” The corporation’s actual future results may differ
materially from those suggested by such statements, depending on various factors
including those described in filings made with the SEC.
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Management Team
Brian Cox

Chairman and CEO

Mr. Cox is an accomplished entrepreneur growing best-in-class companies for over 19 years,
including building a company of over 1,300 employees. He began his career in telecom in 2004
when he founded his first prepaid telephone company (CLEC), which, through organic growth and
acquisition, became the largest prepaid home phone company in the country before being sold in
2009. Since then, Mr. Cox has owned and directed over $500 million in sales from his fintech/software
and telecom companies by utilizing his expertise in underserved consumer markets.

Anthony P. Nuzzo Jr.

President / Director

Mr. Nuzzo is an experienced financial service owner and operator with a successful track record as
a CEO, CFO, and financial consultant while building multiple companies named to Inc. 500’s list of
fastest-growing financial institutions. In 2009, Mr. Nuzzo also served as CEO of Glass Mountain Capital,
LLC, a financial services company. He is experienced in running large-scale operations and has an
accomplished track record of growing revenues and profits through a disciplined management
approach and building winning teams.

Anthony Evers, CPA, CIA. Chief Financial Officer
Mr. Evers is a talented and seasoned financial executive with over 30 years of proven financial and
consulting experience. Mr. Evers has served as CFO and CIO for a variety of organizations, including
non-profit, private-equity-backed, and publicly traded companies ranging from $100 million to over
$1.3 billion in annual revenue. Most recently, he served as Chief Financial Officer for Vista Health
System. Mr. Evers also successfully obtained his Certified Public Accountant and Certified Internal
Auditor credentials.
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Independent Directors
David May
Mr. May has been a banking professional since 1994 and has established himself as one of the
leading convenience store and convenience store wholesaler financiers in the Mid-South through his
cultivation of personal relationships. He has been Senior Vice-President of Commercial Banking
since 2007 with Landmark Community Bank, a billion-dollar Memphis-based commercial bank, and
a bank officer for both community banks and large regional banks over his 27-year banking career.

Jay Jones
Mr. Jones is a telecom executive with over 30 years of industry experience and is currently CEO of
321 Communications Inc., a competitive local exchange carrier (CLEC) and wireless MVNO providing
telecom services to residential and business customers. He also serves as an executive consultant to
Paricus LLC, a business process outsourcing (BPO) company providing call center services, software
development, and other telecom-related services with offices in Colombia and the U.S. He is
co-founder of software development companies Unavo Inc. and Kavocky Group where he focused
on strategic business strategies and helped assess new investment opportunities.

David Keys
Mr. Keys began his career with Deloitte serving in the audit group. David was the Executive Vice President,
CFO, and member of the executive committee of the Board of Directors of American Pacific, a chemical
company that was publicly traded on the NASDAQ for many years. He has served various boards,
including Wells Fargo Bank of Nevada. Mr. Keys is a Certified Public Accountant (CPA), Certified Valuation
Analyst (CVA), Certified Management Accountant (CMA), Chartered Global Management Accountant
(CGMA), Certified Information Technology Professional (CITP), and Certified in Financial Forensics (CFF).
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Company Overview




SurgePays is a B2B FinTech
Company solving major
problems for the underbanked
and those who serve them

A technology-driven company building an innovative supply chain software platform
that offers a complete suite of underbanked financial services and prepaid products in
addition to wholesale goods to over 8,000 retail outlets.

Exchange/Ticker

OTCQB: SURG

Products & Services:



SurgePays Blockchain Software: FinTech transaction platform processing over
20,000 transactions a day at over 8,000 retail stores



Surge Marketplace Software: e-commerce module on the SurgePays platform
offering wholesale goods direct to convenience stores



SurgePhone Wireless: mobile virtual network operator (MVNO) providing 100%
government subsidized data plans in 14 states



LocoRabbit Wireless: nationwide prepaid wireless brand offering discount plans
with talk, text, and 4G LTE



LogicsIQ: enterprise software development company providing marketing
business intelligence (“BI”), lead generation, and case management solutions for
law firms



CenterCom BPO: bilingual operations center currently providing software
development, sales and customer service support for all subsidiaries.

Market Cap

$48.0 million1
Shares Outstanding

7.8 million2
Revenue

$54.4m Revenue FY 2020
1. Using post-split close price on OTCQB as of 10/6/2021 of
$6.15; Reflects fully diluted market capitalization
2 .Fully diluted shares outstanding as of 10/6/2021 postsplit; please see the “cap table” on slide 20 for a summation
of the basic and dilutive equity securities
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Investment Highlights
Recurring Revenue: Gross margins equivalent to 3-5% on FinTech services, 15-25% on wholesale goods and 40% on
MVNO plans enable highly scaled volume

Multiple Growth Channels: 3D growth trajectory by increasing stores while adding products to sell per
store

Government subsidized data plans (MVNO) producing high margin and rapidly growing recurring
revenue in 14 states

Experienced management team and board with public company track records

Providing products and services the underbanked needs and wants
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Multiple Revenue Streams

Revenue
Model

•

Fintech Transactions - Prepaid Wireless payments, Gift Cards, Debit Card Loads and other
services that are a part of our comprehensive underbanked suite for c-stores

•

Wholesale - 3rd party products sold and distributed direct to c-stores through our
blockchain software platform

•

MVNO Wireless Customers - SurgePhone and LocoRabbit direct customer payments
and subsidized EBB data services

•

LogicsIQ – Deliver signed retainer clients to mass tort law firms through proprietary
intake and CRM software
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68 Million Adults in the U.S. are Underbanked1

Addressable
Market

•

Residents of low-income neighborhoods visit c-stores five or more times per week due
to proximity, convenience, and a lack of other stores in the neighborhood2

•

Underbanked generally rely on local retailers to fill the financial services gap that leaves
many families operating on a cash basis

•

There are over 74,000,000 prepaid wireless subscribers in the U.S. with most paying for
service (top-up) in person3

•

Many c-store distributors have been doing business the same way for over 100 years
and additionally do not serve Hispanic stores = primed for disruption

•

Hispanic population has increased to more than 63.6 million representing over $2 trillion in
consumer spending power4

•

Enabling independently owned stores to provide underbanked financial services to their
community creates opportunities for upselling wholesale products

1.
2.
3.
4.

Source: http://www.saxongilmore.com/approximately-68-million-american-adults-are-unbanked-or-underbanked/
Source: https://www.ncbi.nlm.nih.gov/pmc/articles/PMC4620064/
Source: https://www.fiercewireless.com/wireless/lowenstein-what-s-roadmap-for-prepaid-united-states
Source: Claritas, LLC, “The 2021 Hispanic Market Report” September 2021
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Step 1: Enable Stores to Provide Underbanked Services

Network Growth
Expansion Strategy
Step 2: Upsell Stores Popular Wholesale Products Direct
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Step One: Enable the Store

Total Solution For
The Underbanked
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Step Two: Upsell the Store

Wholesale Products
Shipped Directly
One – Click Ordering
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Supply Chain Disruption
Direct Store Delivery (DSD) method eliminates the traditional 25%
markup added to the wholesale price of goods by distributors

Wholesale
Model

•

By utilizing our software, goods can be taken to the retailer directly from the manufacturer
and this will invariably reduce the cost price of the product to the store

•

Reduces distribution costs associated with transportation, warehousing, profit, and labor –
10-15% lower prices realized by store owners

•

Provide store owners a software interface, similar to an e-commerce marketplace, where
they order wholesale goods shipped directly from the manufacturer

•

Enable store owners to select from a wider variety of products from manufacturers

•

Enable regional manufacturers to offer their products beyond their existing footprint to
reach stores nationwide
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New Products

Nationwide
Distribution

Over 8,000 Stores on the SurgePays Network
*Each dot on the map above represents an existing retail location in SurgePays’ distribution network
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SURGEPAYS HYBRID DATA CLOUD

BLOCKCHAIN

C-Stores

Gas Stations

Data Center
Tiendas

Bodegas
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Mobile Virtual Network Operator (MVNO)

SurgePhone
Wireless

•

Licensed by the FCC to provide The Emergency Broadband Benefit (EBB), a government
benefit program, in 14 states

•

EBB is an FCC program to help families and households struggling to afford internet
service during the COVID-19 pandemic

•

This service connects eligible households to jobs, critical healthcare services, virtual
classrooms, etc.

•

The SurgePhone brand is used exclusively for this subsidized product offering

•

Program consists of reimbursing up to $90 of the cost of a 4G/LTE tablet and $50 per
month for data usage – averaging 250 new customers per day
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Retail Pure Pre-Paid Wireless Offering

LocoRabbit
Wireless

•

Offers talk, text, and 4G LTE data at prices that are lower than other well-known prepaid
competitors

•

Sold online DTC and through a nationwide network of convenience stores, gas stations,
mini-marts, bodegas and tiendas

•

Established distribution network of stores via the SurgePays software platform often
have a SIM kit hanging on the gift card rack

•

Ability to exclusively offer an industry high commission to the retailer for top-ups paid
monthly at the client’s store due to our wireless payment platform
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An enterprise software development company
providing marketing business intelligence (“BI”),
mass tort legal action client generation and case load
management solutions for law firms. Intake Logics is
our proprietary cloud-based customer relationship
management (CRM) software built to deliver optimal
results converting leaders to signed retainer cases.

Subsidiaries
And Assets

Bilingual operations center providing sales support,
customer service, IT support, graphic design,
software development, revenue assurance, lead
generation, and other various operational services.
CenterCom creates a competitive advantage –
namely, highly scalable and cost-efficient human
capital while enabling Spanish-as-first language
support for the exploding Hispanics store market.
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Organic

Growth
Strategies

• Expanding our network of
retail locations
• In-house sales and
merchandising team

• Utilizing Independent Sales
Organizations
• SurgePhone Wireless

Acquisitions
• Acquire existing distributors
of products with a sales
network of stores
• Acquire manufacturers of
products that are either
currently sold to our retail
stores, or regionally
established companies that
we can take nationwide
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Investment Highlights
Recurring Revenue: Gross margins equivalent to 3-5% on FinTech services, 15-25% on wholesale goods and 40% on
MVNO plans enable highly scaled volume

Multiple Growth Channels: 3D growth trajectory by increasing stores while adding products to sell per
store

Government subsidized data plans (MVNO) producing high margin and rapidly growing recurring
revenue in 14 states

Experienced management team and board with public company track records

Providing products and services the underbanked needs and wants
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Thank You.

