THE ANIMAL KINGDOM. NOW WITH CHECKOUT.
Watch. Learn. Shop. Give

WHERE COMMUNITY
AND LEARNING
LEADS TO COMMERCE
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@ THE PROBLEM

THE AUDIENCE IS HERE. THE COMMERCE ISN'T

Today's platforms prioritize outrage, algorithms, and negativity, not happiness, connection, or

well-being.

THEY COME FOR THE JOY. THEY STAY FOR THE ANSWERS.
THEY BUY FROM PEOPLE THEY TRUST.

Pet
Influencer
content drives

3X

68%

of North American
consumers have never
bought a product through
social media.

38%

of users avoid major
platforms because of
negativity

more engagement at
66% lower cost per
result

Pew Research, 2023
NielsenlQ Consumer Outlook, 2026

Journal of advertising,
Research 2025

14%

of Tiktok Shop’s
$15B U.S. GMV in
2025, up from 10%

in 2024.

Momentum Works / Tabcut,
Feb 2026
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W THE SOLUTION

REELZ (LIVE TODAY)

Short-form video built only for animal and pet content. No politics,
no outrage, no algorithmic rage-bait. Positive by design, and the
reason people show up daily.

ONE APP. THREE PILLARS.
COMMERCE IS THE ENGINE.

FUREELZ GIVING (LIVE TODAY)

Users actively choose to donate in-app to verified animal welfare
partners. Never automatic, never per-view. PetSmart Charities and
Best Friends Animal Society are already receiving donations through
the platform.

FUREELZ LIVE (IN DEVELOPMENT)

Livestream commerce and adoption with checkout owned by Fureelz.
Hosts are paid a base fee plus commission. This is our signature
engine and the primary use of proceeds from this raise.

Ask a Vet, Fit Check, Rescue Roundup, WelcomeHome ( adoptions)
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Wl THE TIMING

THE MARKETS HAVE CONVERGED. THE

LANE IS OPEN.

WHY NOW?

THE PIONEER JUST DOUBLED DOWN.

QVC Group filed Chapter 11 in April 2026 and
won court approval on July 15 to cut debt from
$6.6B to $1.33B, restructuring to compete in
live social shopping. Its TikTok Shop business
added nearly 1 million U.S. customers in 2025,
its first customer growth in over four years.

Meta quit the format in 2022.
SEC EDGAR, Case No. 26-90447; TechCrunch

THE LEADER IS STILL EARLY:

Live commerce grew from 10% to 14% of
TikTok Shop's U.S. GMV in 2025. Even the
biggest player is only four years into a

category China proved out a decade ago.
Momentum Works / Tabcut, Feb 2026

$165B+

U.S. pet & animal
care industry

APPA, 2026

$68B+ <k FUREELZ

Projected U.S.
livestream commerce
by 2026

still under 5.5% of total e-commerce

Coresight Research / Bambuser, estimates
vary by source

$250B+

creator

economy
Goldman Sachs, 2024
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Wl THE MARKET OPPORTUNITY
LARGE AUDIENCE. FOCUSED PATH TO REVENUE.

Under 1% of the global animal-content audience produces a $941M GMV opportunity.

UNITED STATES GLOBAL

254M 9.79B

TAM — U.S. social media users TAM — global social media users

51M 1.16B

SAM — animal-content-affinity audience SAM — animal-content-affinity audience

4.5M 11.2M

SOM — U.S. MAU target, Year 4 SOM — global MAU target, Year 4

$378M $941M

LIVE COMMERCE GMV, YEAR 4 LIVE COMMERCE GMV, YEAR 4
$30M net revenue at 8% take rate 575M net revenue at 8% take rate

Year 4 target requires 8.8% of U.S. SAM and under 1% of global SAM

TAM: DataReportal 2026 social-media user-identity estimates. SAM applies a 20% animal-content-affinity planning assumption, not a published industry figure. SOM is from Fureelz's financial model (Year 4) and assumes 40% of
projected MAU is located in the United States.
Live commerce GMV assumes 20% of MAU purchase at $35 per month; net revenue applies an 8% platform take rate benchmarked to Whatnot's published commission. All figures are forward-looking planning assumptions, not
published market data.
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@l THE VALIDATION

PUBLICLY LAUNCHED 2026.
ZERO PAID MARKETING.
REAL DEMAND .

FROM FOSTER-WILDLIFE-CENTER:

"I have been searching for a place
just like this but most are Al
generated fake videos of animals
and I hate that. I am a wildlife care
specialist and love animals and
couldn't thank you enough for this
awesome community!"

81

Countries Reached
Organically

5-star
. 0.0.0.0.¢

Ratings Apple &

Google
Top 10% of rated apps. Most
featured apps rate 4.0+

12%

Creator Ratio

Industry healthy
benchmark 1-5%

5.3x

Sessions Per Day
Per Active User
TikTok benchmark: 11x

294m 58s

Average
Engagement Time
vs Instagram 33m per day

22.9%

App Store

Conversion Rate

Industry average 3-4%:
SplitMetrics benchmarks

67%

Weekly Average
Usage Growth

Since public launch in April

37%

Monthly Average
Usage Growth

Since public launch in April
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il THE PARTNERS

MISSION-ALIGNED PARTNERS. INDUSTRY VALIDATION.

BUILDING THE FOUNDATION FOR NETWORK EFFECTS ACROSS USERS, CREATORS, BRANDS, AND CHARITIES.

CHARITY PARTNERS COMMERCE PARTNER FUREELZ LIVE BETA 12:50 2\

Planned beta partner

) © Be o
Fggﬁlds : PEQMART

Society

“What Fureelz is doing takes that connection “As a national nonprofit working to save the
and channels it toward compassion, turning lives of pets in shelters, Best Friends was
views and engagement into tangible support excited to join this platform that focuses on
for animals in need. It's innovation that truly the joy that pets and other animals bring us.
gives back, and we're proud to be an early By enjoying that content and interacting with
partner to the platform.” other animal lovers on Fureelz, we hope
more people will be inspired to choose the 8 -
Aimee Gilbreath S R PR & Tl
President, PetSmart Charities Julie Castle i w

CEO, Best Friends Animal Society @
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@ THE BUSINESS MODEL

FOUR REVENUE STREAMS
ONE ENGINE

Live Streaming :Our signature
commerce engine, owned checkout,
replay-driven, multi-format events

Ad Revenue
CPM-based; $5-%$15 typical per
Statista / Influencer Marketing Hub

Brand Partnerships
Sponsored content & challenges

12 oz bag 10 Ib bag
C re a tO r TO 0 I S (G: Pawfect Picks @ @ CatMom Finds m
o fo & Your pup will go crazy for these & Game changer for my homg!
Platform fee. Verified badges, B el T PTG

#catlitter #catmom #CatMomFinds

GOSN SR ¢ e -

advanced functionality
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@ THE MOAT

FOUR THINGS THE INCUMBENTS
WILL NOT COPY.

STRUCTURE, NOT SPEED.

Opt-in giving at checkout. Buyer chooses
to give. Auditable per-shelter ledger.

The pet-attribute graph
Breed, size, age, allergies. Volunteered, not

inferred. Y s oo N
Q) Ishegoodwthkd zH ) W e
Shelter and rescue host supply (§), === N
Credentialed and community-attached. ADOPT|0N DAY'" : »\
: :
Live from PetSmart Charities
ReaCh WI” nOt recrUIt them. Meet adoptable pets today! “:

7\
PetSmart Charities & @ % HappyCatCo ¥ m

Give a pet a second chance at love. ¥ Stylish, comfy, and built to last.

Th e tO p S e | | e r CO m p I a i nt O n Ti kTO k S h O p o gi?iztpttoL?)Z’ lf;:tfs(:lrwz\;fghar'ties #FureelzLive LZZF'IL;ZZZC:{:SS;Z?:#@l:;.;:elzL' ve
Planned, not yet built. O , ORI

First-party data returned to brands
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@l THE DATA PRODUCT
WHAT A BRAND WOULD SEE

Illustrative of planned functionality: this harness sold to 340 buyers.

WHAT BRANDS CANNOT

BUY ANYWHERE ELSE. 71% dogs 40 to 70 Ibs. 44% deep-chested breeds. 22% flagged

pulling behavior. 31% rescue animals. Return rate 6% in the 40 to 70
Ib cohort, 19% above 70 Ibs.

ILLUSTRATIVE — PLANNED FUNCTIONALITY 340 buyers
PurrVista Cat Harness — Cohort View

WHAT A BRAND NEVER SEES

Deep-chested breeds

44% No individual identity, contact, or address. No data of any kind from
e o users under 18, enforced at the pipeline. No health or veterinary
° inference. No location below metro level. The restraint is part of the

product.

71%

dogs 40-70 lbs

Rescue animals
31%

WEIGHT COHORT

RETURN RATE BY WEIGHT COHORT WH I I I I s D E I E N s I B L E

40-70 Ibs 6%

-— -_ = Chewy has purchase history. TikTok has purchase history. Neither
holds a structured animal-attribute graph, because neither gives an
owner a reason to build one. Every profile created makes the next
recommendation better.

Signals behind this recommendation

VOLUNTEERED OBSERVED NEVER INCLUDED
Breed, size, age Fit & return outcome Identity or contact

Every profile created makes the next recommendation better.
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@ THE COMPETITION
BUILT FOR TRUST, JOY, AND PURPOSE
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Fureelz

J ©

TikTok Shop, Whatnot,
Amazon Live, Chewy

Live In development. Animal-native, Operating at scale. Whatnot
commerce with opt-in giving at checkout. $8B GMV 2025; live is 14% of
TikTok Shop U.S. GMV.
Seller data Planned first-party data return to Limited or no data
brand partners, including pet-attribute portability for sellers.
cohorts.
Giving Users actively choose to donate Not intearated
in-app. Verified charity partners. ot integrated.
Host type Planned: shelters, rescues, vets, Influencers and resellers,
trainers. Credentialed and .
. . recruited on reach and
mission-aligned. .
margin.
Community Animal-focused Packs. Species General audience, or

and breed sub-networks.

category-led rather than
community-led.

PURPOSE-BUILT, IN A WAY
MAINSTREAM PLATFORMS
NEVER WERE.
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W THE GROWTH ENGINE

81 COUNTRIES. ZERO PAID SPEND.

ONE CHANNEL IS ALREADY RUNNING. THIS RAISE FUNDS THE OTHER THREE.

WHAT THE RAISE SCALES

SHELTER AND RESCUE
NETWORKS
PetSmart Charities and Best Friends

Animal Society already receive
donations through the platform. Every

partner org arrives with a
mission-attached community, and it is
the same credentialed host supply
behind the moat.

RUNNING TODAY

TARGET: 10,000+ MAU BY MONTH 12.

CREATOR SEEDING

Creators already join organically at a
ratio well above the healthy platform
benchmark. This raise funds structured
recruitment into Packs and live
formats, where hosts are paid a base
fee plus commission.

SCALING WITH THIS RAISE

BRAND AND COMMERCE
PARTNERS

Distribution through the planned
Fureelz Live beta partner. Sponsored
content and challenges put brand
budget behind reach we do not have to
buy twice.

FUNDED BY THIS RAISE

PAID ACQUISITION

Measured against blended CAC from
month one. Scaled only into the
channels and formats that organic
demand has already shown convert.

FUNDED BY THIS RAISE

The engine compounds: giving brings partners, partners bring hosts, hosts bring buyers, buyers fund giving.
Paid spend follows the product work, not the other way around. We do not buy users into friction.

Marketing allocation per Use of Funds. MAU target per the Milestones plan. Channel plan is forward-looking and not a guarantee of results.
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g THE TEAM

MISSION-DRIVEN OPERATORS, PROVEN STARTUP EXPERIENCE

LEADERSHIP

Ashley Quincey
CEO & Founder

Michael Allenberg
Product & Experience

Ashley Quincey has spent 12+ years in eCommerce and began her career in Michael is a seasoned product and experience design leader with over 15
social media management in 2007, watching these platforms take shape years of experience crafting intuitive, high-engagement digital platforms
from the inside. Fureelz sits at the intersection of both. Her career spans for startups and major brands like Cox Communications and Home Depot.
IBM, Forrester Research, Born Group, Clavis Insight, Salsify, and DEPT, As Head of Product and UX/UI at Fureelz, he drives user-centric strategy
where she was Director of Growth for Retail & CPG. At Clavis Insight she led and product design, ensuring a seamless, visually compelling experience
the largest global deployment in company history, a 25-country Procter & that deepens engagement and community connection.

Gamble rollout.
FRACTIONAL BUT MIGHTY. SENIOR SPECIALISTS. FOCUSED ROLES.

C‘ef“

Lauren Gibbons Mali Welch Rachel Stoczko Anna Cheng Scott Farrell Angela Drinkwater Linda Launey Steven Meserve
Marketing Brand Communications Legal Partnerships & Giving Social Media Manager Customer Success Influencer Advisor
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B THE INVESTMENT

THE RAISE IS NOW OPEN!

OWN A PIECE OF THE PLATFORM THE WORLD
HAS BEEN WAITING FOR.

Offering Type Regulation Crowdfunding (Reg CF),
SEC-regulated

Pre-money Valuation  $8.8M

Use of Funds

30% Product Engineering (e snopping)

PRICE PER SHARE GOAL RAISE 30% Marketing & User Acquisition
$2-00 $5M 25% Staffing & Payroll

Equity Shares ° Regulation Crowdfunding 7.5%  Working Capital Reserve
Common Stock (Reg CF)

9% Legal & Compliance

2.5%  Security & Infrastructure
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@ THE MILESTONES

WHAT $5M BUYS.
DELIVERABLES, PROOF POINTS, AND RUNWAY.

$4.85M NET DEPLOYED

WHAT GETS BUILT

MONTHSO0TO6 | $1.46M
ENGINEERING

Independent security audit
completed. Phase 0-1 rebuild.
Homelife live shopping beta.

MONTHS6TO 12 | 1.46M
MARKETING

Packs live. Animal Profiles with
attribute capture. Charity
campaigns.

MONTHS 12 TO BREAK-EVEN

Fureelz Giving revenue live.
Live shopping to general
availability.

WHAT PROVES IT

First real live conversion and
opt-in giving data.

10,000+ MAU. Retention lift
from Packs. Creator ratio
holds.

Multiple revenue streams
operating.

WHAT IT UNLOCKS

Security audit is a Series A
prerequisite.

Triggers the marketing lead
hire.

Series A process opens Q3
2027, on traction, not on
fumes.

RUNWAY: $4.85M net funds 22 months at zero revenue, and roughly 25 months on Base Case revenue.Base Case reaches monthly break-even in August 2029, bridged by the Series A. That
process opens Q3 2027, about ten months ahead of need. Under Marketing Accelerated the plan is self-funding, reaching break-even in February 2028 with cash never going negative.
Contingency: at month 14, if MAU is below 15,000, we reduce planned burn 15%.

This presentation is for informational purposes only and is not an offer to sell or solicitation to buy securities. Offers are made only through the Form C on EDGAR and the Andes Capital Group, LLC
(Member FINRA/SIPC) offering page. Projections, scenarios, and milestone dates are forward-looking, are based on assumptions described in the Form C and business plan (Exhibit F), and are not guarantees. Actual
results may differ materially; total loss of investment is possible. Read the Form C, including Risk Factors, before investing.



INVEST IN THE MOVEMENT!

InvestInFureelz.com

Ashley Quincey, CEO
(857) 222-0255
ashley@fureelz.com
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