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An Offering Statement regarding this Offering has been filed with the SEC. The SEC has qualified that
Offering Statement, which only means that the Company may make sales of securnities described by
the Offering Staternent. it docsnoi mean that the SEC has approved, passed upon merits or passed
upon the y of of the inf jon in the Offering Statement The Offering Circular
that is part of that oﬁemg Statement can be found at: httos//www.seedinvest com/novry/series b.
You should read the Offering Grcular before making any investment.

This presentation contains offering materials prepared sclely by NowRx, Inc. without the assistance of
SI Securities, and not subject 1o FINRA Rule 2210. In addition, this peesentation may contain forvward-
looking statements and information relating 10, among other things, the company, its business plan
and strategy, and its mdustry These raflect g s current views with respect to
future events based i ty lable and are subject to risks and uncertainties that
could cause the company's actual mum to differ mumlly Investors are cautioned not to place
undue rel on these f o are meant fov llluwnm purposes and
they do not represent guarantess o’ future results, Iwok actiity, p all
of which cannot be made. Moreover, no person not any other person of entity asaunes responsibility
for the accuracy and completeness of fornard-Jocking statements, and is under no duty to update any
such statements to conform them to actual results,




NowRx — A Complete Pharmacy Rethink.
A Modern, Tech-Leveraged Business Model

The latest in robotics, software automation, Al and logistics creates
the best customer experience available
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Significant Company Milestones

Since Launching in 2016
Rapid Growth
* 400% Increased from 1 to 5 micro-fulfilment centers licensed'

* 100,000 Prescriptions delivered since 2016 faunch
* 600% Growth in Annual Revenue: 2016 to 2018
* 950% Customer Growth: 1,577 (12/2016) to 16,545 (6/2019)

Technology
s Proprietary Pharmacy Mgt Software, QuickFill v3 {deployed 4/8/2015
* NowRx Mobile App (latest release 5/20/19)
* NowRx Driver-side App, Wheelz (latest release 4/20/2019)

Certifications
* QuickFill v3 certified on SureScripts Health Network, connecting Now!
* 1,61 million - prescribing physicians
* 85% - of all US prescription volume (eRx).
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What Consumers are Saying about NowRx
A winning concept combined with outstanding customer service drives loyalty and virality

How likely would you recommend NowRx to a friend or colleague?

Your Net Prometer Score
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Net Promoter Score 23 points higher than Healthcare Benchmark.
71% Very Likely 1o recommend to friend

100

Saume: Aug 2039 Sy ¥ 00 Saan cxshrmrs Axtis Doescaried 1om weem e hey e

SurecyMackey Global Heslte oe Beachmarnk

100

60

Ao

0%

How likely are you to use NowRx again?
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86% Very/Extremely likely to use NowRx again



Customers Love NowRx!
Satisfaction, Quality and Meeting Needs driving demand for more than just prescriptions

How well does NowRx meet your pharmacy needs? Overall, how satisfied are you with NowRx?
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How likely to order additional non-prescription items
ing these prods are petitively priced?

How would you rate the quality of our service?
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Undeniable Consumer Trend
Free Same-Day Delivery / On-Demand

* Ongoing disruption by On-Demand tech-powered
companies: groceries, restaurants,
taxi/transportation

* Delivery-based start-up companies currently have
combined market cap of more than $100 Billion

* Pharmacy is a $400B category and is the next
industry being transformed

* NowRx is among the leaders in the category in
technology and service and well positioned to
increase its dominance
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NowRx is a Tech Company at its Core
Pharmacy management automation system tightly coupled with logistics platform

Technology/IP Business Model Advantage Free Same-day Delivery
Pharmacy automa with robotics and Al * Super low-cost full frlr=m with automation
Hyper-convenient customer expernence )
Pharmacy-optimized

* Based on an internal study of square footage and avallable lease ratesin the markets the Company currently serves,




Technology

Extraordinary Pharmacy Efficiency

QuickFill V3 - proprietary pharmacy management system

CERTIFICATIONS

e Surescript certified’ to send and receive eRx transactions ac1oss network o

1,61 million physicians
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Technology - — ——
Pharmacy-optimized Logistics )
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QuickFill V3 - Proprietary Pharmacy Routing e e 5
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* Delivery Routing optimized for pharmacy (narcotics, s e 2 i 4 * T

refrigerated, HIPPA, etc.)
* Opportunistic Refill and Routing efficiency algorithm (patent
pending)
* NowRx Wheelz - Driver-side ap
« Efficient Easy to follow routing
o Tracks drivers routes and stops with time and GPS
stamps
« Streamlines re-deliveries, proof of delivery, photographic
description of delivery addresses




Technology

Superior Physician Partner Service r )
Reduce physician time and expense
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Business Model Advantage

Fixed Overhead less than 1%
compared to retail pharmacy

Mountain View Area
Locations

Total Sqft

Type of Space
Rent/Saft?

Total Fixed Overhead

Traditional

20 @ 15,000 sqft
300,000

Retail (Prime)
$6.00

$1.8 million/month

Commercial
$2.00

$10k/month

Trates based 0% Qe of DS ke ase 1ates



Key Performance Indicators
(KP1)

Customer Acquisition Cost (CAC)
Physician Referral Channel

2016 2017 2018
Physician Outreach Expense (S) 51,942 113,042 253,969
New Customer Accounts 1502 5,047 6,926

Customer Acg Cost (CAC) §2731 $22.40 $36.70

CAC <=540 per new customer

Physician Referral Channel

©)

Physician Qutreach using door-to-door sales
and account reps

(©)

Physician Refers Patients to NowRx without
any compensation (not allowed)

(©)

Customer Acquisition Cost = Physician
Qutreach Exp / New Patients



Key Performance Indicators
(KP1)

Cohort Analysis for Lifetime (LTV) Calculation
Quarterly Revenue by Customer Cohort

FEELELLLLLF S

Lifetime Value: $300!

Scalable Growth Model

©)

Lifetime Value (LTV) = $300*

@

Customer Acquisition Cost (CAC) <= $40

©)

LTV to CAC Ratio = 7.5

Based on physician referral channel



Each New Territory Multiplies Growth
Example: 4 Territories'?
(Total Customers)

Clustering Approach

Locations within a metroplex drives
contiguous coverage and multiplies growth

@

Expand in BayArea

@

Expand In California & West Coast

©)

Expand Nationwide L0085
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5-10 Locations per Metropolitan Area ByAne | IRAOC o

! NowRx is planning to expand to 20 Territories by 2023.

2 Customer and expansion projections reflect management's
current views with respect to future events based information
currently available and are subject to risks and uncertainties
that could cause the Company’s actual resuits to differ
materially.




Marketing To Date
Limited to physician referral channel

* Bay Area (one market) has served over 14,000
customers in 3 years

« Cumulative customer counts up 96% in the past year

* Almost no consumer marketing (low
level radio, TV, Facebook)

» S$450K in Sales+Marketing expense to date

» Customer Acquisition Cost (CAC) approximately $40

Marketing - Plans for New Markets?*

®  New markets to be launched using successfulsales model plus
consumer marketing

Highly geo-targeted digital
Sophisticated CRM & Marketing Automation
Local on-the.ground events

Anticipate 3X growth rate compared te Bay Area due to addition of
consumer marketing to sales efforts

2016 2016 2006 2006 2047 017 2007 2017 2016 2013 2018 2038 2019 2019
Qa Q@2 3 ¢ @ @ Q@ o8 q Q@ o3 4 Q a2

®5aes Ondy = Tradivonad Offine  » Marketing Atomation/Emad  m Digita!

Sure ovonts based nformation currontly availabie and aro subject 1o risks

Customer projectans reflect management s current views with réspect to 0
uncertanties that could cause the Company's actual results to differ materially




Tech Road Map
Pharmacy Operations and Customer Service
Efficiency through Machine Learning/Al

Predictive Inventory Algorithm

Intelligent, Dynamic Wholesale Purchasing (Spot Pricing)
Customer Service Chat Bot (“Nellie”)

Image Analytics-based Verification

Optimized Triage & Delivery Routing

Patient Analytics for Improved Adherence
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Differentiation
Current Customer Options

$8 Same Day /
S5 Next-Day
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Defensibility/Barriers

Proprietary Pharmacy
Management System, QuickFill
Voice activated Rx management
amaz on and end-to-end robotics

&
Local Uicensed Fadilities, highly
automated and 1/20" the fixed
ovechead of traditional pharmacy
stores

HIPPA Certified Drivers for "" NOWRX

delivery of Schedule 2 meds

O PillPack

Walgreena.

“RITEAID

Integration with Providers, using
2-way electronic communication

¥ CVS pharmacy’

Free Same-Day Delivery Undermines
_Traditional Pharmacy, In-Store
Pickup model, and their upsell

strategy e




Testimonials
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Now RX is great Huge time saver.. no more standing In line
or Sitting in your idling car waiting for next available teller.,
Thaey pick up the prescription from either you or at your
doctors offica and they will deliver the prascription to your
address within a 3 hour time window. TMycmnandla

BO0R0 vz

Texted my doctor for kids script and BAM it shows up at

my housa!! The timing was amazing as needed for my son
and did not have time 1o run to CVS!!

Honestly I've found the prices to be on average $3-85 so

less than standard Walgreens prices.
Deﬂwqmmmwwummﬂulmlhopewm
him again, realty saved the day!!

[ [ e o o | o JEERRUGTE]

Best pharmacy | have ever encountered. Efficient, friendly,
high tech, and deliver medications for my patients
promptly. Price is compaetitive with non-home delivery
pharmacies.

botn regular prescriptions and
prescriptions.

Q000 sz

| have used NowRx for a few years now. They are fantastic
and there is no additional cost to have your prascriptions
delivered right to you. And they use electric vehicles. Thay
have great communication and are very responsive. |
cannot say strongly enough how much better it is to have
prescriptions delivered to my door, mostly within hours, as
opposed to endiessly waiting at my local drug store. |
would never go back. | whole heartedly recommend them,
| am writing this review because | just had a fast and
friendly delivery from Julio. NowRx is the best.



Current Funding Round

Oi bimer: The wakadtso s for the

Our Current Raise

S$20M

Series B Preferred Equity

$65M

Pre-Money Valuation

1x

Liquidity Preference
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Use of Proceeds
{millions)

w Sales & Marketing = R& D (Tech)

» Expansion: Pharmacy Ops = General & Administration



Leadership Team

CARY BREESE p | SUMEET SHEOKAND
CTO & CO-FOUNDER

Qa
MELISSA BOSTOCK, PHARM. D, | LAEMSING ROOT
HEAD OF PHA \CY PHARMUCISTN CHARGE

MIKE ROSENBER

CHIEF REVENUE OFFICER
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