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ONE PAGE SUMMARY

Company

Dindog Tech is a tech
company with two brands
(Dinbeat & Plug&Health). At
Dinbeat we develop tech
oroducts for the pet sector.

Problem

Veterinarians can't monitor
non-sedated animals with
the current medical devices
available. They perform
manual controls.

Solution

Dinbeat UNO is the first
remote medical device to
wirelessly track non-
sedated animals’ vital signs
in real time, from anywhere.

+20.000M

Use cases

Hospitalisation
Home monitoring
Routine and preventive

Competitive advantages

Easy to wear.

Data sent in real time.

Cost savings in manual tracking.
More data than competition

Team

12 full-time employees
with a wide range of
backgrounds to achieve
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Talia Bonmati David Arranz Franisco Gil Brian Malone
CEO & Co-founder Co-founder & BoD Co-founder & Mentor BoD member

checks 100% wireless and Cloud-based our goals. \
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Customers Revenue model B2B & B2C Products & services Bonus track!

32 vet clinics in Spain
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HOSPITAL
VETERINARIO

1 distributor in UK
1 distributor in Japan

From short to long term:
Sales
SaasS + Subscriptions
Data monetisation

+ 53K€ 2020 | +47K€ May 21

Dinbeat QR (B2C)
Dinbeat UNO (B2B)
Dinbeat Diagnosis (B2B)
Dinbeat Academy
(B2B/B2C e-learning web)

_Cu_rre_nt |

Our technology adapted to
humans due to Covid-19
became in a new business

line.

CE mark in progress

www.dindogtech.com
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Everything started in 2015 when
the founding team did a I—

mMarket research to find a blue

ocean in pet market... and we

found It, in the veterinary

equipment market.

It was then in 2016, with a clear

purpose of helping animal INTRODUCTION

welfare, when we founded the

DINDOG TECH

company 'Dindog Tech SL'.

www.dlinaogtecn.com

/| Veterinary equipment market was
estimated at 1,9 billion USD in 2019

This market is expected to grow

a compound annual growth |

rate (CAGR) of 7.7% until 2027

0.04

Source: https://www.grandviewresearch.com/
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The equipment used Iin
veterinary clinics is the same
doctors use in our hospitals. As
these devices have been
designed for humans they do
have wires, so they can only be

used with sedated animals.

Vets can‘'t monitor PROBLEM

non-sedated animals

DINDOG TECH

Veterinarians don't have any
tool to continuously track
awake patients. Some pets die
because they are not properly
monitored when they are

hospitalised.
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To monitor the recovery of
their admitted patients the
clinic staff must perform
mManual health controls
every hour to check their

evolution.

AS A CONSEQUENCE /| Vets invest a lot of money doing

manual tasks that could be automated

DINDOG TECH

This creates more stress for

www.dindogtech.com

patients and slows down

their recovery process.

Vets also need to manually
Input and digitise collected
data to avoid loss of

INnformation.
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H OW Monitoring minutes Monitoring hours per Monitoring cost/h. Annual monitoring

per patient/h. cage/year cost/cage
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PROBLEM ;
? The time required, every Annual amount of time  Cost of manual monitoring It's more expensive to
CO ST o hour, to manually track needed to manually (cost of personnel needed manually monitor a cage
* Internal source data and record patient’s vital mMonitor one cage. to do it) per hour. 24/7 than a worker's payroll.
signs. And the results are well
below the automatic
monitoring proposed by
>
= Dinbeat UNO.
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N Aprille we registered

our first brand, DINBEAT.

Dinbeat

The goal was to solve

DINDOG TECH

that challenge and
mMany more in the pet

Mmarket.

Between 2016 and 2020
we worked to develop
the solutions

veterinarians needed.
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Only for professionals

SOLUTION

Dinbeat UNO

The first veterinary
Mmedical device to
wirelessly monitor
non-sedated animals
N real time.

DINDOG TECH
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Dinbeat

UNO

The systerm monitors

L
O
L
- Savings on health , o .
8 Electrocardiogram (ECG) mMonitoring costs 'ts functionalities have been directly
o defined by professionals during a
Z Heart rate VP 2
& mMarket research study.
Breaths per minute E O O/
Temperature Dinbeat UNO possesses the needed
Activity certifications to be sold in Europe.
. Certifications needed for the US
Position

market will be managed during 2021.
Vocalisations (for
behavioural therapy).

INTRODUCTION | PROBLEM | DINBEAT | | ADVANTAGES | COMPETITORS | BUSINESS MODEL | SALES & MARKETING | PRODUCT PIPELINE | MILESTONES | TEAM | INVESTMENT | PLUG&HEALTH | FINANCIALS | NEW ROUND | EXITS



Dinbeat UNO is not a gadget, we are a clinical-grade, diagnostic device.

DINBEAT
UNO

Why UNO?

DINDOG TECH

www.dindogtech.com

Because UNO in Spanish
Mmeans ONE, and it is the
first problem we solve to
Improve animal welfare
thanks to technology.

+1O0K=< of sales revenue since commercial launch

0.0T1
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Hospitalisation Home monitoring Routine checks Special use
Hospitalised patients, Patients at home- Preventive medicine, Special dogs units
both in medicine anad based hospitalisation. routine checks in mMonitoring or risk
surgery units. veterinary clinics or to situations. It is also
be used by being used with dogs
ambulatory vets. on treadmills during
rehab.
N
QO
o

We are adapting the system to be used with as well.
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3 ADVANTAGES

For the animal For the vet For the business
@ . Acceleration of the @ prgf@%ﬂ@&@%se in vital - New revenue streams
recovery process (no signs available data . Home monitoring
need of manual versus manual tracking . 24/7 automated
manipulation for to act faster and make tracking -
(:5 tracking) oetter clinical decisions g
E +60% savings in health o
8 Decrease in stress . Patients mortality tracking costs g
% levels decrease due to faster %
a) reaction to negative . Brand and business §
Opportunity to recover events thanks to alerts differentiation from :
at home with constant system competition
clinical control
Peace of mind and great
support especially in
circumstances such as
intensive care or night
services.
ﬂ
Q
O
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COMPETITIVE
ADVANTAGES

Easy to wear

e Dinbeat UNO monitors non-sedated animals with clinical
quality. Dinbeat oo

e Easytowear.

5  Modular solution.
= % &
S » Real-time alerts 24/7. £ Holter Mobile ECG £

> >
O | | | - -
a) e Dataissentin real time. 17 ECG 17
Z S simple &
& « Cost savings in manual tracking.

* The system sends the more data per minute than
competition. Multiparametric
monitor

e 100% wireless & cloud-based solution.

« 100% digitalised data.

Easy to wear

* Highly scalable product.

 The patient medical history is stored at our cloud data
base, the information can't be transferred to another
system by a potential competitor.
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COMPETITORS

Other veterinary-grade devices being used by professional veterinary practices.

Dinbeat UNO Mobile ECG Holter Monitor Mu'ﬁ:@iriig?s‘eter Simple ECG
Several health
parameters X X Vv X
Real-time data Vv X Vv Vv
Wireless < N4 X X
Animal sedation not
needed v Vv X X
Multi-patient
platform monitoring X >< X X
Data saved in X
patient’'s clinic X >< X
history
Home monitoring < Vv X X
Price 300€* 2.000€” From 3.000* From 800€*

*Approx. // Competitors such as “PetPace” have a wearable vitals tacker device, but mainly targeted towards non-professional use.
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HOW
DO

WE
EARN
MONEY?

Sale of devices, its
accessories and

services.

The retail price for
Dinbeat UNO Starter
Kit Iis 2.495€ (+TAX),

and our margin is

above 62%.

SUBSCRIPTION

<

Basic software is
orovided with the
system, but we have
extra services plans
(subscription), and
pay-per-use services

(Saas).

DATA
MONETIZATION

Data is our most
Important asset in the
long term, and it will be
monetised in different

passive and active

revenue streams.

www.dindogtech.com
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. // Sales Strategy

Our potential customers are big and mid-
size vet centres in the first place, with an

alm to provide excellent clinical services.

&
5 /| Go-to-market 5
L
-
O Our go-to-market strategy is a combination 9
O . . . g,
& of direct or indirect sales, depending on the %
Z )
0 country:. §
S
Margins for partners range from 20 to 30%
>
O
') Commercial launch of Dinbeat UNO at the Covetrus booth during the lberzoo Propet

trade show. (Spain, March 2020)
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VET CLINIC MARKET

Veterinary clinics are segmented into three groups, depending on their income and services.

Dinbeat UNO and its services for professionals are designed for each group, resulting in different value propositions.

ANNUAL INCOME

+450K€
225-450K€ BIG

-225KE MEDIUM
SMALL

DINDOG TECH

Small clinics Medium clinics Big clinics (hospitals)
Small clinics with basic services Clinics with surgery services and Large veterinary hospitals with a high

and, sometimes, day hospitalisation equipment, sometimes with a 24- volume of patients. They use to be

and small surgeries. hour hospitalisation service. They referral centres where other clinics
usually do not have specialist refer their patients for specific issues.
veterinarians, but they outsource They usually have vet specialists.

these services.
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CLIENT SELECTION

We |look for veterinary practices committed to animal
O welfare, with a deep focus on their patients.

We check customer scores and online comments

regarding the vet practice online, before contacting.

We call or contact them by email or Linkedln to

T O l ' R Introduce them to Dinbeat and agree a meeting to g
O - deep dive in Dinbeat UNO. O
= S
= S
¢ CONVERSION :
9 = <
< ® O We meet online to have a conversation about their 2
o F' ' NNEL current hospitalisation service and pain points of the §

potential customer, to understand if we can help.

Then, we perform a live demo where the product is

used in real time to show how it works.

After the meeting, we agree to send an individual

oroposal, including investment and ROI information.

. SALE

Once the proposal is sent, we follow-

up with the potential customer via
% email or telephone to close the deal.
o

Note: It's too early to specify a conversion rate percentage.
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COMMERCIAL ROLL OUT

Go-to-market strategy
+04KE

o Two non-exclusive distribution
agreements with veterinary distributors.

SPAIN

o To approach the Spanish market, we work
with an outsourced sales network on

commission. We officially launched Dinbeat UNO in

Spain in March 2020 and the Diagnhosis

DINDOG TECH

o We manage large accounts of veterinary

chains directly from Dinbeat. olatform in January 2021.

Highlights 27.000 vets in Spain.
o 32 referral hospitals.
o Partnership with a vet diagnosis
company.
o Key opinion leaders on board.
o |In conversations with big vet groups.

Source: https://fve.org/
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DINDOG TECH

Go-to-market strategy

o One exclusive distribution

agreement for UK with

covetrus &

Covetrus is a North-American
company with presence in

more than 25 countries.

+30KE€

Highlights

2019 Digital Veterinary
Summit selected Dinbeat
as one of the most
promising pet tech
companies today.

Source: http://www.veterinarybusinessmatters.com/

EUROPE

We're opening the European
mMarket, starting in 2021 with UK
(20.800 veterinarians, 5571 clinics
approx.) and France (17.000
veterinarians, 4.553 clinics
approx.). In 2022 we will be selling
iIn Germany (26.800
veterinarians), Italy (30.100
veterinarians, 8.100 clinics
approx.), Belgium, Portugal, The
Netherlands, Austria, Norway and

Denmark.

309144 vets in UK.
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Go-to-market strategy

o We plan to sell through several
regional distributors or a global
one.

o We will also create a local team USA

with our own sales team to develop

the market. We will start sales in the United

States in 2022. This is our most

important market, and we want

Highlights

DINDOG TECH

o . to build a big brand there.
o Our first investor is a US company

called Animal Biosciences, (Boston,

US) 120.000 vets in USA.

- Dinbeat was selected by "Plug and
Play” accelerator from Topeka
(Kansas, US) to pitch in their
investment forum called 'Animal
Health Innovation day'.

Source: https://www.avma.org/
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Go-to-market strategy

We will distribute Dinbeat UNO
exclusively with the AHRMS
company in Japan.

We are currently negotiating JAPAN
volumes to close an exclusivity
agreement for the next 4 years. AHRMS veterinary company

contacted us to distribute our

oroduct in Japan and proceed

DINDOG TECH

Market potential with the required certification to

The Japan Veterinary commercialise it in the Japanese

Healthcare Market was valued Mmarket.
at 1.881.31 million USD in 2020,
and it is expected to reach
3.014,14 million USD by 2026,
registering a CAGR of 8.57%

during 2021-2026.

39.000 vets in Japan.

Source: https://www.avma.org/ // https;//www.mordorintelligence.com/
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Conpranasncan

Feliceaos!

Dinbeat

La tecnologia gue salva vidas

Actions to get leads —
Ahora ya puedes monitorizar a tus

pacientes hospitalizados

En tiempo real y sin cables

¢« SEQ/SEM/SMO.

22 1 ACTUALIDAD PROFESIONAL

* Trial programmes with the most important

hospital/clinics. “Con Dinbeat UNO es posible cuidar

la salud de cualquier paciente
hospitalizado de forma continua”

Electrocardiograma, frecuencia cardiaca, respivacion por minuto, temperatura, posicion y actividad son algunos

MARKETING

« Content/inbound marketing.

de los parametros que mide este dispositivo, que tiene miiltiples aplicaciones y ventajas.

« Advertising in specialised magazines (on
and offline).

 Presentations at most important trade
Shows.

DINDOG TECH

« \Video tutorials.
e Presentations at featured events.

« Collaborations with key opinion leaders.

Press clipping: https://www.dinbeat.com/en/in-the-news/

1A BONMAT| SEMPERE

CEO en Dinbeat

:En qué consiste su producto Dinbeat
UNO?

Dinbeds UNO es un dispositivg que

vil 4 3 ar 2 los profesionales a salvar

muchas vidas, Les permite saber ofmo

estt un aninal en tedo momento, peo

porciondndoles datos sobre los pari
metras de salud mds imposantes vy
enviandoles natificaciones cuando algin
paciente requiere su atencon, par gue
puedan reaccionar al instante st algo no
va bien. Eso salva vidas.

s de Dinbeat UNO, cuando un ans

mal em hospitalizado no s podia con-

-

hospitales de referencia tanto nacionales
como intemacionales, par lnzir nuevas

funcicnalidades

¢En qué casos estd indicado?

Ly monionzacion de pacientes hospi-
nlizados, post-quiningicos v en cuidados
intensivos san los wes casos de uso fun
damental

P

les

o lado, el seguinvento de pacten-

wniclio permite al veterinaio abir

uri nuevi via de negoao, ofreciendo un

serviao de mucho valor wimadido pars el
pacienic

Los centros neks avanzados han sabido
incluir las oportunidades que ofrece ¢ ds-
POSILIVO en cuanio a medicina preventiva y
pruehas diagndsticas se refiere.

Destzcaria tmbedn Ix realizcion de
electros en sila de esperay el uso en paseo
fuera del centro, perfecto para perzas con
ansiedad, seniors y otres casos doade &

sedacion estd desaconsejaca

¢Qué puede decirnos sobre su seguri-
dad, y la eficacia de sus mediciones?

Nuestro dispasitivo es 10)

b seguro, ya
que ha pasado wxdas las pruebas necesa
rias para obtener las cenificacones que
validan su uwso en ¢l emtomo indicado
Nuestros ameses han sido cuidadosa
me

testeadas park su uso en animales,
fabricadios con un material muy resis-
tente y transpirable. Cada milimetro del
producto ha sido disefiado pensando en
€l conyfirt, la dunabilidad y esgonomia,
ast como en la calidad de los datos que

recoge

‘Con Dinbeat UNO es posible cuidar la salud de cualkquier

paciente hospitalizado de forma continua, evitando gue le pase
algo al animal y que nadie se dé cuenta hasta que ya es tarde” |

tokir su salud en tempo real v de foema

contstna v, oo Jos anindes no hablin

no pueden av

S S encoeniran peot
empearaly, el profesonad e

conscienie al hacerle un conrol {con

suerte), o si el pacente ny wtralx signos
muy evidentes de estar mal

Eso, inaceptable para cualquses per
prrent, sucedis antes porque los vete
rinarios no tenian forma de mor

cientes despiertos. Hoy, con

UNO, es posible cusdar la salud de cual-

quier paciente hospitalizado de forma
continia, evit

do que le pase algo al
animal y que nadie se dé cuenta hast
que ya es tade

£ Qué parametros mide?
Elecrocardiograma, frecuencia cardzaca

TESPIrECion PO MInto, [Emperatur, pos-

cidn, wetividad v, en el co de los perras

podemos medis vocaliziciones

Comparamos  lx fabdidad de  sus
mediciones  durante ¢asi dos ks con
mamnitores multiparamétnicos y los s
coingiden. Pant esto realizamos un estudio
con el Haspital Veterinario de L Universi
dad de Murcia

Dinbeat consta de un amés, un monitor
inalédmbrico y un dispositivo que envia
los datos. ;Cuadles son las caracteristi-
cas de cada parte?

El monitor inalimbeico al que |

UNO es ¢ centro del produco, el cere-
bro, Este dispositivo recibe los datas desde
los sensares que incotpons el arnds v los
procesa

El arnés, disponsble en cinco tallas, inte

gra sensores que  recogen  miomoon

bickdgica del ammal de formua no invasiva
Comsta de tres aberturas donde se colocan
los parclyes de electrocandsograma, y de
dos bodsillos. En el primero, sxuado en &

Cuando el UNO esti conec al ames

envia tocke b oinformudon de forma ina-
Eundbrica al HUB
H HUB funciona cote un rowder que

sube los dats a la nube, para que asi

puedin ser consultades desde cualguder

hugar del mundo caando el profe:

secestte. ES una solucion

utilizar

-
“El seguimiento de pacientes

en domicilio permite al
veterinario abrir una nueva
via de negocio, cfreciendo
un servicio de mucho valor
anadido para el paciente” |

iCoémo funcionan el software que
refleja los datos y el sistema de alertas?

Urns vez Jos dates son enviados a L

en tiempo real, o cuando se descuga
monitorizicidn, S 2 ha utilizado ¢l modo
bedter; pueden visualizasse desde nuestra
plaraforme

H usuarnio accede 2 su cuentz ¥ puede
ver desde alli la informack'm de todos bos
wizados en

padientes que enga  mor

tiempo real, consultar of hisoral de bos
animubes que haya monitoezado, impes
mir informes, realizer estudios de cruce de

duns. Todo es muy infuitivo. Adensts, el

profesonal tenw wa APP médwil que fun-
csona como una especie de busca, le avisa
mediante alertas cuando algin pacente

requiere de suatencion

(Cémo repercute Dinbeat UNO en el
coste del servicio de monitorizacion del
paciente?

Si s financia L inversion en el disposi

tivo, por ejemplo, 2 ravés de nuestto

vicio de reating, Dinbeat UNO no solo
se paga solo, sino gue abre una nueva
Hnea de ing
del dispositive maximiza la eficencia en

08 desde el dia 1 El uso

el servicio de hospitalizacion, al me

kS Y mejor

tempo (ue permite tener
mformucion.
H abono de costes relacionados con

monitonzicide wl  es  ammedigo

Hbera w

po Y personal aportindo cals
dad en ln obtence'm, registro y almacen-
miento de datos

Abre ademds nuevas vias de mgreso

para el veterinar que autofinancia su

mversion. Rece

o ¢l precio de it
para aquellos pacientes que han Hevado
Dinbeat UNO.

H clente fiml recibe

informe just
ficativo donde puede ver el resumen de
b moagonzacdn, siempre sin mfomacion
dinica

El alguiler del dspositivo para maon-

D

CERTIFICADO DE

CONFIANZA

Dinbeat
Pacisntex manitorizsdos
las 24 horas

Estan colaborando con diversos espe-
cialistas. ; En qué consiste esta colabo-
racion?

Part ¢l equdio de vabidaddn hemos

on el Hospual Veteninano de |x
Unaversidad de Murcis. Duranie el desirro-
Il tmieén colaboramas con el Hospatal
Vetennano de la UAB y el Hospital Vete

rinasio Puchol, con el asesoranienso de

especialistas como Lola Parteiro y Miguel
Angel Cabezas

En lo acualidad estamos realizando un
estudio con el Hospital Veserinano Vetsia
liderado por Gemnna del Pueyo, y proato
comenzaremos otro con fa Universidad de
Edimburgo.

"Una vez los datos son
enviados a la nube en tiempo
real, 0 cuando se descarga
una monitorizacion, si se
ha utilizado el modo hofter,
pueden visualizarse desde
nuestra plataforma”

Por oto lado, estamos tenninando el
desarrollo de un servicio de dagndstica
omiline 3 1rivés del
, Vit gue digita
N2z tocks ly informacion Pam el desanolio
da de
Pedro Esteve (Diagnosferd) y de Alviro

de elecrocardiogr

uso de nuestro da

de este servicio contamas con b

Y
Lamas {Imaciurdio)

¢ Qué planes tienen para Dinbeat UNO
el préximo afo?

En estos momentos estamos negoctando
acuerdos de distribacion o
Redno Unsdo, Francia y Al
comenzaremos la inte

mpresas de

ni, va que

acionalizacdn el

ProxXimo &Ho en esas pases. Estin intere
sacdos también en Latinoamérnicl, Jepda y

Australza, a8 que ademds de lo que tene

mes planificado a nuved empress estumos

e

explorando oirus opostunidades  que
nos alwen, por lo que la expanson inter
podria acelerirse. O

Sheila Riera
Argos

Up to today, we have
appeared in more than 10
national and internationa

media.
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The opportunity i1s not only for
the veterinary eguipment
market.

GClobal pet market is projected
to expand at 6,1% CAGR from
2021 to 2027.

DINDOG TECH

VWe want to position Dinbeat as
the leading prand Iin the pet
tech market.

Source: https//www.gminsights.com/industry-analysis/pet-care-market
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Global Veterinary
Healthcare market is
expected to reach

50,8
billion USD
by 2026

Global Pet Care Market
IS expected to reach

-
z PET :
5 358,62 :
- S
¢ MARKET 9
8 - by 2027 2
Z 0
o : :
Dinbeat :
potential market
(B2B & B2C)
+20K
million USD
N
8 *Value of the veterinary market 30.8 billion USD in 2020 // Global pet market value 207.90 billion in 2020

Sources: https://www.grandviewresearch.com/industry-analysis/veterinary-medicine-market // https://mwww.globenewswire.com/ // https://www.fortunebusinessinsights.com/
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https://www.globenewswire.com/

// Product pipeline

NEXT STEPS

We want to become the pet tech
mMarket leader brand improving animal

welfare through the products and

DINDOG TECH

www.dindogtech.com

services we offer to professionals (B2B)

and pet mates (B2C).

And to become the worldwide reference

company for data in the pet sector.

0.027




DINDOG TECH © o o o

0.028

4 / .'.'.
To be launch in second half of 2021

SUBSCRIPTION

N the first half of 2021 we'll
launch our subscription
service plans, with three
different proposals ranging
from the free plan to the
oremium one (35€ /
month).

MARGIN DINBEAT 100%

B25 PRODUCTS

SAAS

INn January 2020 we
launched our first SaaS
service: an online
electrocardiogram analysis
INn collaboration with
Diagnosfera, a leading
company in tele-
diagnostics.

Our users can request the
service through the
polatform.

MARGING DINBEAT 28%

To be launch in second half of 2021 |
ACADEMY

INn Q2 2021 we will launch
our online academy
olatform with several
courses for professionals,
performed by leading
orofessionals in each
category.

MARGING DINBEAT 0%

DATA

Our most important long-
term asset is data, to be
Mmonetised for research or
product development
PUrposes.

MARGING DINBEAT 100%

www.dindogtech.com

INTRODUCTION | PROBLEM | DINBEAT | SOLUTION | ADVANTAGES | COMPETITORS | BUSINESS MODEL | SALES & MARKETING | [BR@BEIG =R SINE | MILESTONES | TEAM | INVESTMENT | PLUG&HEALTH | FINANCIALS | NEW ROUND | EXITS



- B2C PRODUCTS

T :
o E
E o .. .- @ 0 e ) —— §
O To be launch in second half of 2022 = be Eureh i 20 To be launch in second half of 2021 87
cé HOME DEVICES ACADEMY £
a | S

For pet mates to interact Ve willloffar We will also offer courses 3

with their best friends subscription/pay-per-use for pet mates through

from anywhere while they services through the Dinbeat Academy

are at home and know Dirbest Home Devicas Platform: training, sports,

how they are. APP for the pet mate to basiC care, and many

improve the relationship others.

These data will be added with their best friend.

to our database, resulting All that pet mates need to

in a 360° data set about MARGIN DINBEAT 60% Know about their best

the animal: clinical plus friends.

at-home data.
R MARGIN DINBEAT 60%
8 MARGIN DINBEAT +60%
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Dinbeat scwsw

-+ Dinbeat amem

The E-learning Market was estimated at 144 Billion USD in
2019 and is expected to reach 374,33 Billion USD by 2026.

Course: Veterinary management, tools to optimise your business.

The global E-learning Market is expected to grow at a
compound annual growth rate (CAGR) of 14.6% from 2019 to
2026.

orcaniseoey: inbeat  cermreosv, Ninbeat aecew

Within our platform we will offer courses for both

professionals and pet mates, thus we will position ourselves

as experts in the sector.

N addition, we will capture professional leads to whom we

DINDOG TECH

www.dindogtech.com

can later offer our products and services. We estimate a sale
can cost us 1,5€ of marketing investment. Course prices will
range from 30€ to 200€, depending on the course length.

Students will have up to one year to complete the training.

DINBEAT Academy will be a very important income line in

the short term.

Do not miss these courses

0.030
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DINDOG TECH

0.031

MILESTONES
ACHIEVED

IP

Utility model (Spain)
for our innovative harness.

Telemedicine system patent
pending.

# Awards/Mentions
Dinbeat as a brand

One of the ten selected companies
to pitch at Digital Veterinary
Summit (London — Oct'19).

Dinbeat selected for the "Plug and
Play” tech ecosystem (Animal

Health vertical) from Topeka
(Kansas, US).

Awards/Mentions
as a company

Selected project for 100K$ grant
from Google Cloud services for
StartUps.

Accepted to be part of Orange/
Lanzate programmes.

Selected project for Microsoft for its
StartUps programme.

Selected project for the StartUp
accelerator Lanzadera.

Agreement with HP for media
coverage.

for Startups

Microsoft
% ‘ for Startups D Google Cloud

.- DIGITAL VETERINARY (A Barcelona
g = MM =’ Activa

by gentro ||>Iara el
e =/ CD1| =
¥ BARCELONA
W& HEALTHHUB orange”

T /1 = :
éQMmemm & cimtl

THE INDUSTRIAL ACCELERATOR CATALUNYA

Horizon 2020
European Union Funding
for Research & Innovation

www.dindogtech.com

’ 4 -
ACCIO [l gz
WY de Catalunya
A =] Espana
; 3 BEEmRn DE ECONOMIA INDUSTRIA l Exportacion I
ESCERETITMIEAD == e Inversiones

LANZADERA

LYFN | seriops™
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LEADERSHIP W& °
TE AM - Da

Talia Bonmati vid Arranz Franisco Gil Brian Malone

. - Co-founder & BoD Co-founder & Mentor
r // Thedrivers of change ~EO & Corfounder Jop member :
0 .
- We have a team of 12 full-time Taliais a long-term David has Francisco has ClEO) A AT e
©) professionals, including focused leader. experience as an experience as an Siesciences [NC. [k 9
8 development, sales and Experienced as entrepreneur, and entrepreneur, celleRres evacliive 0
= marketing teams. an entrepreneur, and he is currently working as General with 35 years of 0
a working in previous working as Business Manager and N — §
startups, owning Development Commercial Director financial services and >
responsibilities Director at IN multinational investment firms
regarding business IMmaginbank corporate companies. 1= el Lemder
strategy and (CaixaBank). ~nd Boston |
management.
Our front-line #Dinbeaters
Marina Gomez de Tejada Eduardo Blanco Fatima Bonmati
- COO A\ CFO Project Manager
: -
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INVESTMENT THAT MADE IT POSSIBLE

TOTAL FUNDING
UP TO DATE ’

L

O

L

=

O

O

&)

<

a)
#2016 #2013 #2019 #2020

75K€ StartUp Capital 250K€ CDTI Neotec (Spanish

60K<€ ENISA Jovenes (Spanish Grant) Grant)

Emprendedores (Spanish

participatory loan) 50K€ SME Instrument 254K€ ENISA Crecimiento

Phase | (European Grant) (Spanish participatory loan)

15K€ |CEX Next (Spanish
grant)

| Non Equity
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Last year Covid-19 stopped the world, but not us.

We adapted our telemedicine
system to human use as a

request from a public hospital

+Plug&Health

sentinel

fromn Catalonia, and we

(:5 registered another brand for
L
S /\ — this new business line called
o) 7 / " Plug&Health.
a ) 7 ) s °
Z (0
= | | 5 .
a | L | Human business line
| |
- ‘Sentinel’ is our new
\_/ — o - telemedicine system for
'\f human use, as it continuously
'/

takes care of people's health

at any time, from anywhere.
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We are in the CE mark
certification process to sell
Sentinel In Europe, which is

expected to be ready at the end
of 2021.

Once we get the CE mark we

DINDOG TECH

will completely split the two

business lines, creating a new
company/division for

Plug&Health.

Current VAN of Plug&Health = SM€
Potential market +515.600M€
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To continue growing Dinbeat, and to be ready to create Plug&Health as a new company.

WE ARE
LOOKING
FOR

DINDOG TECH

Now the opportunity to invest is twofold, since the new company will be created with the resulted cap table of this

investment round.
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Personnel

@ CAPEX

g Fixed costs
z %
2 E
5 PURPOSE | +Plug&Health 2
0 Dinbeat =
: OF FUNDS

Working capital
Sales & Marketing

R
O
o
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USE OF THE FUNDS TO GET THIS MILESTONES

o 4.538 Dinbeat UNO units sold until
2025.

o Toincrease the team with the
needed profiles to develop our
business plan. o Presence in more than 3.000.

o Toadapt Dinbeat UNO to horses*. veterinary clinics in more than 13

o To consolidate the European market countries.

and introduce Dinbeat UNO in the

US.

o + 69,5M€ turnover in 4 years.

o +17K courses sold in 4 years to more
o Tolaunch new Saas services and our than 10.000 students (professionals &

B2C product line to collect data at pet mates) worldwide.

DINDOG TECH

home. o All this to make Dinbeat the

o To introduce artificial intelligence benchmark brand in the pet sector.
and machine learning technology to
our database 11X the value In 5 years
o Toimprove animal welfare thanks to

our products and services.

*According to the Equine Business Association, the global equine

industry as a whole is worth $300 billion
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TPlug&Health

Furthermore, you will also be part of the shareholders of Plug&Health, a leading telemedicine company.

We will allocate the 10% of the total investment in Plug&Health.

USE OF

: FUNDS %
Q
10 g
- S
O O)
O Early 2022 =
a) =
Z 3
a) 2
2
CE mark for medical device Hire CEO, COO, CRO Split Plug&Health
We will get the CE mark for medical We will hire a team to start this new We will split Plug&Health in a new
device (class lla) by the end of this business line with knowledge and iINndependent business area and
year. experience in the health sector and provide it with a minimum
IN health Startups to obtain iInvestment to start and seek their
iInvestment. own financing (public and private).
%
QO
o

Dindog Tech will grant Plugh&Health a lifetime license to use the 'Sentinel' technology.
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5/

The investment opportunity is huge

And the moment is NOW
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Possibilities of exit:

Trade exit to industry Licensing our Investment rouna
olayer technology

RETURN ON
INVESTMENT

We propose an exit in 4-5 years

Some investment data and project transactions related to Pets Wearables

Whistle a company founded in 2012 in San Francisco, developed an activity tracker.
't was purchased by the Mars Group in 2016 for 19M$.

Petpace founded in 2012, developed a wearable device to track some health

oarameters. It has raised 12,2M$ in 3 rounds.

Rover founded in 2011, connects pet parents with the nation’s largest network of

oet sitters and dog walkers. It has raised 310,9M$ in 10 rounds.

Source: Crunchlbase
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INVEST
IN US

DindogTech

Talia Bonmati - CEO // tbonmati@dindogtech.com // +34 687



mailto:tbonmati@dindogtech.com

