
July 2022

Corporate Presentation

TSXV: SNYB

Never Settle, Live Fully

(Soon-to-be Shiny Health & Wellness)



2

Cautionary Notes and Reader Advisories
General

This presentation has been prepared by Shinybud Corp on behalf of Mihi (Mihi,
we or our Company) solely for information purposes. The information
contained herein in confidential. Recipients of this presentation may not
reproduce or otherwise redistribute, in whole or in part, the presentation to any
other person. This Presentation does not constitute an offer to sell or a
solicitation of an offer to buy securities of ShinyBud Corp. (together with its
subsidiaries, “ShinyBud”, the “Corporation”, “we” or “our”).

No securities commission or similar regulatory authority in Canada has
reviewed or in any way passed upon this presentation of the Corporation or the
merits of any of our securities, and any representation to the contrary is an
offence.

This presentation is not, and shall not be construed as, investment, financial,
legal or tax advice to any person. Readers should consult with their own
professional advisors regarding their own particular circumstances.

No securities of the Corporation have been or will be registered under the
United States Securities Act of 1933, as amended (the “1933 Act”) or any state
securities laws, and none may be offered or sold in the United States or to U.S.
persons (as that term is defined in Regulation S under the 1933 Act) except in
transactions exempt from the registration requirements of the 1933 Act and
applicable state securities laws.

No representation or warranty, express or implied, is given, and so far as is
permitted by law, as to the origin, accuracy, completeness, currency or
reliability of the information contained in this presentation, and the Corporation
expressly disclaims and excludes all liability (to the maximum extent permitted
by law), for any losses, claims, damages, demands, costs and expenses of any
nature arising in any way out of or in connection with the information in this
presentation or its accuracy, completeness of the presentation or its contents or
any oral or written communication in connection with the presentation and
reliance thereon.

The information contained in this presentation does not purport to be
comprehensive or to contain all information that a recipient may need in order
to evaluate transactions, strategies or entities described herein may require.

The information contained in this presentation reflects our opinions, estimates
and assumptions as of July 18, 2022, and is subject to change without notice.

Forward-Looking Information

This presentation contains statements (“forward-looking statements”) that
constitute “forward-looking information” within the meaning of applicable
securities laws in Canada. Forward-looking information may relate to our
future financial outlook and anticipated events or results and may include
information regarding our financial position, business strategy, growth
strategies, budgets and operations, financial results, taxes, capital structure,
plans and objectives. Particularly our expectation of future events,
performance, achievements, prospects or opportunities or the markets in which
we operate is forward looking. The performance, events or circumstances, is
based on our opinions, beliefs and assumptions about future conditions and
courses of action as of the date hereof and is inherently uncertain as it
depends on the accuracy of such opinions, beliefs and assumptions, which
cannot be assured. Any statement as to plans, expectations, intentions or other
characterizations of any future occurrence or state is a forward-looking
statement.

Forward-looking information is often (but not necessarily) identified by the use
of future-oriented or forward looking terminology such as “plans”, ”targets”,
“expects”, or “does not expect”, “is expected”, “an opportunity exists”, “intend”,
“anticipate”, “does not anticipate”, “plan”, “target”, “objective”, “goal”, “budget”,
“aim”, “scheduled”, “estimate”, “forecast”, “projection”, “predict”, “pursue”,
“continue”, “potential” or “seek” (or variations of such terms), or by statements
that certain actions, events or results “may”, “could”, “would”, “should”, “might”
or “will” be taken, happen, occur or be achieved. In addition, any statements
that refer to expectations, intentions, projections or other characterizations of
future events or circumstances contain forward-looking information.
Statements containing forward looking information are not historical facts but
instead represent managements’ expectations, estimates and projections
regarding future events or circumstances.

Without limiting the foregoing, this AIF contains forward-looking statements
pertaining to: ShinyBud's growth strategy and potential in respect of both its
retail cannabis business and expansion into the pharmacy sector; corporate

cannabis store targets for the current financial year ending January 31, 2023;
franchised cannabis store openings; completion of the proposed Cotton Mill
pharmacy acquisition and related loan transaction; future pharmacy
acquisitions; competitive pressures and margin compression in the retail
cannabis sector; the Company's ability to meet liabilities and commitments as
they become due; scheduled repayments of $1.0 million of principal amount
plus a $400,000 bonus payment to existing term debt lenders; future financing
activities, including up to $1,000,000 in new debt capital pursuant to a loan from
the Company's founding shareholder; and capital resource management and
allocation objectives. The forward-looking information in this presentation is
based on our opinions, estimates and assumptions in light of our experience
and perception of historical and current trends, current conditions, opportunities
and expected future developments, as well as other factors that we currently
believe to be appropriate and reasonable in the circumstances as at the date of
this presentation.

Despite a careful process to prepare, refine and review such information, there
can be no assurance that the underlying opinions, estimates and assumptions
will prove to be correct and, accordingly, no assurance that the future
performance, events or circumstances expressed or implied in the forward-
looking statements herein will occur or be realized.

In addition to the other factors and assumptions that may be identified herein,
material factors and assumptions used to develop the forward-looking
statements contained in this presentation include, among other things,
assumptions, opinions, estimates, plans, beliefs and expectations regarding the
Company's: retail cannabis and pharmacy strategy and the effectiveness; our
ability to identify and consummate accretive acquisitions (including to satisfy
conditions to closing of the proposed Cotton Mill pharmacy acquisition and
related loan transaction), expand our store network within budgeted costs and
timelines, drive same-store sales growth, ability to improve margins and
generate new revenue streams; ability to obtain additional licenses,
authorizations and regulatory approvals (including any required approvals of
the TSX) as and when required to fit the Company's growth and business plan;
the size of the cannabis retail market and estimated portion currently unserved,
and the
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migration of customers from the illicit market to legal market; ability to capture
additional market share; ability to attract franchisees to the ShinyBud brand and
model, and the terms of franchise arrangements; number, type and locations of
its new stores; applicability and relevance of experience in existing centers
motivate staff; availability of capital (including the ability and willingness of the
Company's founding shareholder to advance up to $1 million in new debt
capital), and ability to obtain any required external financing on acceptable
terms; competitive strengths and the impact of competition; accuracy of its
financial models;. In addition to: trends in the retail cannabis and pharmacy
sectors; the regulatory framework applicable to the retail cannabis and
pharmacy industries in Canada, and the direction of any changes in that
framework and underlying laws; and general economic, political and social
conditions affecting the retail cannabis and pharmacy businesses, motivate
staff; availability of capital (including the ability and willingness of the
Company's founding shareholder to advance up to $1 million in new debt
capital), and ability to obtain any required external financing on acceptable
terms; competitive strengths and the impact of competition; accuracy of its
financial models;. In addition to: trends in the retail cannabis and pharmacy
sectors; the regulatory framework applicable to the retail cannabis and
pharmacy industries in Canada, and the direction of any changes in that
framework and underlying laws; and general economic, political and social
conditions affecting the retail cannabis and pharmacy businesses.

We believe such risks, uncertainties and other factors to include, without
limitation, the following: risks associated with the retail cannabis and pharmacy
industries generally; adverse changes in the general economic or market
conditions, and to customer spending in the centers where the Company
operates; unforeseen obstacles that prevent, delay or otherwise compromise
the execution of the Company's growth plan; inability to obtain additional
licenses and authorizations (and other needed regulatory approvals) as and
when required to fit the Company's growth and business plan; ineffectively
managing the Company's growth; failure to secure desirable store locations;
inability to secure leasehold premises for new stores on acceptable terms, risks
associated with leasing retail space; adverse changes to the regulatory
framework applicable to the retail cannabis industry in Canada, or to other laws
and regulations affecting its business (including taxes); unanticipated
diminishment of the ShinyBud brand or any trademark protections; negative
publicity for the Company and its business; marketing strategies that are less

successful than expected; the Company's highly competitive industry and the
relative size and resources of some of ShinyBud's competitors; being unable to
successfully open and operate new stores; profitability erosion from unexpected
cost increases; slower profitability of new stores; failure to identify, recruit and
contract with a sufficient number of qualified franchise partners; lack of access
to capital to fund expansion, or more costly financing terms than expected; a
data security breach that results in improper use or disclosure of confidential
customer or employee information; risks associated with industry consolidation;
loss of key management or other key personnel, or unexpected difficulty in
attracting, training and/or motivating staff as necessary to execute its business
plan; unexpected challenges in growing sales or connecting with ShinyBud's
customer base; inability to meet other financial targets; any material claims
made against us, which could result in litigation; insolvency risks with parties
with whom ShinyBud does business; increased expenses of being a public
company; the forward-looking statements contained in this presentation proving
to be inaccurate and incorrect despite there being a reasonable basis therefor
at the time they were made; and such other risks, uncertainties and other
factors as may be discussed or set out from time-to-time in ShinyBud's public
disclosure documents (including, without limitation, those risks identified in this
AIF) filed by the Company with applicable securities regulatory authorities in
Canada and available at www.sedar.com.

The direction of any changes in conditions. The realization of the anticipated
benefits, economies of scale, operating efficiencies, cost savings, synergies of
the anticipated strategies, including impacts on growth and accretion in various
financial metrics, are all material factors in preparing forward-looking
information and management’s expectations.

The specific risks associated with operating a pharmacy, which are not limited
to, but include: the Company conducts its business in an highly regulated
industry and environment; changes in reimbursement programs, prescription
drug pricing and commercial terms could adversely affect the operations and
financial performance; our business is highly competitive and we may not be
able to compete successfully against current and future competitors; our
business is impacted by the interplay between brand name and generic drugs;
changes in drug development and prescription mix may impact the Company’s
results of operation; product liability, product recall or personal injury issues
could damage our reputation and have a significant adverse effect on our

business, operating results, cash flows and/or financial condition; consumer
opinion of the Company may be impacted in case of reputational damages to
our suppliers; pharmacist errors may harm our business and our reputation;
consolidation in the supply chain may negatively impact drug prices and our
competitivity; reliance on unrelated distributors for a significant portion of our
supply of products; consolidation in the supply Chain negatively impact drug
prices and our competitivity; reliance on unrelated distributors for a significant
portion of our supply of products; disruption of the global supply chain and
ineffective service providers could adversely affect our business; failure to meet
customer expectations may harm our brand and reputation, our ability to retain
and grow our customer base and our operating results; our use and disclosure
of personally identifiable information, including personal health information, is
subject to privacy and security regulations; we may be subject to information
technology systems impairment and cyber-attacks in the future; any audit
regulatory risks; failure to properly manage inventories and anticipate demand
may impact our financial performance; change in population demographics
could have an adverse effect on the Company’s business, operations, financial
condition and results of operations; the impact of economic conditions,
including the resulting effect on spending by consumers, may adversely affect
our business, operating results and financial condition; change in tax and trade
policies, tariffs and other government regulations affecting trade between
Canada and other countries could adversely affect the Company; our quarterly
results of operations may fluctuate and, as a result, we may fail to meet or
exceed the expectations of investors or securities analysts which could cause
our share price to decline; we are subject to a variety of business continuity
hazards and risks, any of which could interrupt our operations or otherwise
adversely affect our performance and operating results; a portion of our growth
and future financial performance depends on our ability to integrate acquired
businesses and the success of our acquisitions; competition for acquisition
candidates, consolidation within the pharmacy industry and economic and
market conditions may limit our ability to grow through acquisitions; our limited
operating history makes it difficult to evaluate our current business and future
prospects and may increase the risk that we will not be successful, and we may
be unable to raise additional funds to pursue our capital when needed or on
acceptable terms;
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If any of these risks or uncertainties materialize, or if the opinions, estimates or
assumptions underlying the forward-looking information prove incorrect, actual
results or future events might vary materially from those anticipated in the
forward-looking information. Although we have attempted to identify important
risk factors that could cause actual results to differ materially from those
contained in forward-looking information, there may be other risk factors not
presently known to us or that we presently believe are not material that could
also cause actual results or future events to differ materially from those
expressed in such forward-looking information. There can be no assurance that
such information will prove to be accurate, as actual results and future events
could differ materially from those anticipated in such information. Accordingly,
prospective investors should not place undue reliance on forward-looking
information, which speaks only as of the date made. The forward-looking
information contained in this presentation represents our expectations as of the
date of this presentation (or as the date they are otherwise stated to be
made),and are subject to change after such date. However, we disclaim any
intention or obligation or undertaking to update or revise any forward-looking
information whether as a result of new information, future events or otherwise,
except as required under applicable securities laws in Canada.

The foregoing list of risks, uncertainties and other factors is not exhaustive. The
forward-looking information contained herein reflects our opinions, estimates
and assumptions as of the date of this presentation, and are subject to change
thereafter. We disclaim any intention, obligation or undertaking to update or
revise any forward-looking information, whether as a result of new information,
future events or otherwise, except as may be required under applicable
securities laws in Canada. All forward-looking information contained in this
presentation is expressly qualified by the foregoing cautionary statements.

If any of these risks, uncertainties and other factors occur, develop or
materialize in a manner contrary to, or inconsistent with, the Corporation’s
expectations, there may be a material adverse effect on our business,
prospects, results of operations and financial condition and, accordingly, the
value of our securities.

As noted above, forward-looking statements are not guarantees of future
performance or promises of any future outcomes. In addition, even if actual
results are consistent with the forward-looking statements contained in this
presentation, those results may not be indicative of results in subsequent

periods. Given the inherent risks and uncertainties, you are cautioned not to
rely on forward-looking statements. The forward-looking statements contained
in this presentation proving to be inaccurate and incorrect despite there being a
reasonable basis therefor at the time they were made; and such other risks,
uncertainties and other factors as are detailed from time to time in our
continuous disclosure documents filed on SEDAR and available under the
ShinyBud issuer profile at www.sedar.com.

Non-IFRS Measures and Retail Industry Metrics

The Corporation refers to certain measures in this presentation that, while
commonly used in the retail industry, do not have a standardized meaning
under International Financial Reporting Standards (IFRS) or other prescribed
guidelines and, accordingly, may not be comparable to similarly named or
described measures presented by other companies. These measures are
provided by the Corporation as additional or supplementary information relating
to the Corporation’s business but should not be relied upon for comparative or
investment purposes and must not be considered in isolation or as a substitute
for analysis of information reported under IFRS. Non-IFRS measures and retail
industry metrics used in this presentation include:

“EBITDA”, which the Corporation calculates as consolidated net income (loss)
before depreciation and amortization, finance expense and provision for income
taxes

Third Party Information

This presentation also contains information derived from third party sources.
While we believe such sources to be reliable, the Corporation has not
independently verified such information and does not make any representation
as to the accuracy and completeness of same. Accordingly, readers are
cautioned not to place undue reliance upon such information.

Currency

All dollar amounts in this presentation are in Canadian dollars.

Notice to Readers

All financial results included in this presentation are unaudited.

http://www.sedar.com/
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Setting ShinyBud Apart Through Health & Wellness
Executing Against Our Vision to Help People Never Settle, Live Fully

Well-established Cannabis 

Retail Banner in Ontario*

31 corporate and 12 licensed stores 

Strategically located in markets less 

saturated with cannabis retailers

~$20.6M in sales for fiscal year 2022 

followed by record Q1 sales 

Entering Health & Wellness 

Through Retail Pharmacy 

Acquisitions

Recently expanded retail strategy with 

health and wellness

New pillar of growth and competitive 

differentiator

Entered binding agreement to acquire 

first pharmacy in Cornwall, Ontario 

5 additional pharmacy targets 

undergoing due diligence 

Extensive Retail Operating 

Experience Across Board & 

Management 

Management and board are proven 

retail/quick service restaurant leaders, 

unmatched in retail cannabis 

100+ years of combined retail operating 

experience 

Track record building one of Canada’s 

most iconic brands 

* By store count.   5
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Broadened Our Retail Growth Strategy with Pharmacies 

Entering Health & Wellness 
With Retail Pharmacies 

• Focus on a more robust customer-driven health and wellness 
model through pharmacy acquisitions 

• Profitable low-risk entry into new markets and stores

• New pillar of growth and competitive differentiator 

• Growing trend toward cannabis convergence within the health 
and wellness space

• Stable pharmacy model attractive to Canadian commercial 
bank debt and equity markets

R E T A I L  G R O W T H  S T R A T E G Y  

Profitably Operate & Consolidate 

Adult-use Cannabis

• Continue leveraging retail operating expertise and 
well-established foundation in adult-use cannabis 

• Focus on profitably operating existing network of stores 
to maximize revenue per square foot

• Expand retail footprint through capital-light franchise 
model 

• Evaluate accretive tuck-in acquisitions



Value Creation

Delivered meaningful financial growth

• Record Q1 sales and gross profit

• Healthy gross margin of 37%

Listed on the TSXV February 2022

Strategically expanded retail cannabis footprint

Built a scalable M&A platform for adult-use 

cannabis and pharmacy 
*Announced May 2020. Transaction close pending customary closing conditions.   7

Launched ShinyBuddy Club customer loyalty program

• Currently ~13K members  

Broadened retail growth strategy into health 

& wellness with first pharmacy acquisition*

A Strong Start to the Year 
Fiscal year-end is January 31 



Burlington

Windsor - Tecumseh

Toronto - Eastern

Brampton

Weston

Stoney Creek

Windsor

Oshawa

Pickering

Bowmanville

Tilbury

BlenheimWindsor - Walker Road

Belleville

Orillia

Alliston

Elmvale

Schomberg

Orleans

Rockland

Prescott

Brockville

Perth

Brockville King

Alexandria

Embrun

Kemptville

Hawkesbury

Cornwall

Morrisburg

X3

X3

Four Ottawa locations

1. Robertson

2. Alta Vista

3. College Square

4. Carling

Arnprior

Smith Falls

Kanata

Stittsville 

8*As reported in the Company’s Filing Statement published January 19, 2022.

Cannabis Stores 

Retail Cannabis: Well-established Brand Located in Less Saturated Markets

Successful Track Record of Opening, Acquiring & 

Integrating New Stores 

• Award-winning product offering and strong relationships 

with reputable licensed cannabis producers

• Targeting 25 to 35 corporate cannabis stores and 5 to 15 

franchise/licensed cannabis stores for 2023 fiscal year-

end

• Evaluating accretive tuck-in acquisitions

• Leveraging deep franchise experience to expand through 

capital-light franchise model

Leveraging Retail Operating Expertise and Foundation in 

Adult-use Cannabis

• Maintaining gross margin of 37% by avoiding deep 

discount price tactics implemented by other retailers 

• Benchmarking store footprints to profitably right-size 

future or existing stores to their market 

O n t a r i o

Q1 Gross Margin 

37%
33% store sales and 

4% Data Program 

31 Corporate 

12 Licensed 
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Adult-use Retail 

Cannabis Industry

$4 billion(2)

Retail Pharmacy Industry

~$40 billion(3)

Total Health Spend 

$308 billion(4)

Cannabis Opportunities:

− “Store Within a Store”

− Internal telehealth connecting in-

store retail customers to mīhī 

pharmacists

− Cannabis 3.0 health 

products upon regulation

− Provincial and corporate

drug plan billing

− Diagnostics testing

− Vaccine programs

− Physiotherapy 

− Chiropractic 

− Mental Health etc.

Retail Pharmacy: Adding a New Pillar of Growth

Acquire

Customer-driven & Complementary to Adult-use Retail Cannabis

• Repositions ShinyBud in cannabis for both adult-use and 

health and wellness solutions 

• Customers will have immediate access to skilled cannabis pharmacists 

Enhanced Value Proposition to Mitigate Headwinds in Retail Cannabis 

• Solid standalone retail pharmacy economics prior to an optimization 

program and  additional offerings

• Pharmacy companies historically trade at a higher multiple

than cannabis  

• Access to new sources of growth capital (senior debt) previously 

unavailable to the cannabis retail industry and non-dilutive

Significant Value Enhancement Opportunities For Same Store Growth

• Pharmacy and retail operating expertise to optimize attractive standalone 

economics with expanded product and service offerings, cannabis health 

solutions, and front shop enhancements 

Refer to endnotes (2), (3) and (4) in Appendix.

Approximate Industry Sales Estimates for Canada



Growing 

Convergence
of Cannabis, Health and 

Wellness, and Medical Care 

in One Facility for Consumers 

Trend 2: Cannabis & Pharmacies 
Authorized to make cannabis 

recommendations, trusted, and

target-rich for M&A

Trend 1: Cannabis Health & Wellness
#1 Driver of consumer cannabis 

growth in Canada

Trend 3: The Evolving Role of 

Community Pharmacists 
Delivery of clinical services and 

patient care by pharmacists is expanding

Recent transactions include alliances and acquisitions 

among pharmacies, therapies, health foods, 

supplements, and cannabis

− Loblaw (Shoppers Drug Mart) acquisition of 

Lifemark Health Group

− Neighbourly Pharmacy acquisition of 

Rubicon Pharmacies 10

Strategic Broadening to Capture Growing Convergence 
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Independent & 
Banner

60%

Shoppers & 
Rexall
16%

Grocery
15%

Other 
Chains

9%

Breakdown of ~11,000 Pharmacies
Across Canada 

Opportunity: Highly Fragmented Canadian Retail Pharmacy Landscape

Significant Pipeline of Acquisition Opportunities

• 6 acquisition candidates in pipeline undergoing 

active due diligence (including Cotton Mill Pharmacy announced 

May 2022)

• Management believes scale will be hit at 10+ pharmacies 

(common platform investments, common online services, and 

branding)

6,500 Independents Including ~3,600 M&A Opportunities 

There are 6,500 independently owned pharmacies in Canada of 

which ~3,600 are M&A opportunities

– aging owners

– no succession plans

– not focused on maximizing revenue per 

square foot

• Uptick in M&A in Canada with a lengthy runway for additional 

consolidation – 30% to 40% expected to be in Ontario

• Obtained supplemental talent to rapidly integrate acquisitions
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Optionality: Emerging Ecosystem Around Pharmacies to Bridge Canadian 
Healthcare Gap

Pharmacist 

Doctor 

Nurse 

Practitioner

Diagnostics

Medical Clinics

Pharmacy 

Services

Remote Health 

Care

Pharmacy Industry Expected to Serve Multiple 

Healthcare Need to Expanding Health Products, 

Services, and Retail Offerings

• Migrating patient/customer relationship from solely 

pharmacy care to total patient care through doctors, flu 

shots and other services, such as offering diagnostic 

tests

• Offer a broad range of patient and consumer health 

care products 

• Deliver progressive and efficient virtual health care with 

new services (telehealth and digital technologies)

Non-Rx 

Front Shop 

Retail Items  

Medical 

Cannabis 
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5 – 10
Total Target 

Pharmacies

• Strategically acquire 
independent retail 
pharmacies

• Establishing internal 
platform and financing 
partners 

15 – 25 
Total Target 

Pharmacies

• Follow consumer trends 
and regulatory changes 
towards implementing a 
variety of services and 
products  

• Early in the deal cycle 

30 – 45 
Total Target 

Pharmacies

• Increase rate of 
acquisitions per year

• Shorter timeframes to 
optimize stores 

• Standardized approach 
from acquire through 
optimize and evolve

50 – 70 
Total Target 

Pharmacies

• Operational scale 
to employ a different 
strategy  

• Expanded services 

• Established and trusted 
footprint in communities 
across the country

2022 2023 2024 2025

Expect to Commence Closing Acquisition Targets Third Fiscal Quarter*

• Current deal pipeline of $3M - $5M EBITDA

• 6 targets undergoing due diligence (incl. previously 

announced Cotton Mill Pharmacy) with subsequent 

targets undergoing various stages of qualification

Illustrative Pace for Cumulative Pharmacy Acquisitions by Fiscal Year(7)

*Subject to customary closing conditions and regulatory approvals. 

Refer to endnote (7) in Appendix. 
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Acquisition Criteria: Underserviced Markets With High-Growth Potential

Sustainable 

Revenues

Sustainable 

Scripts

Disciplined 

Valuation

Succession 

Planning

Underserved 

Geographies

High Growth 

Potential

✓ $1.5M – $3M in annual revenues(5) and historically profitable with sustainable cash flow

✓ Target volume of at least 45,000 – 90,000 prescriptions per year(7) 

✓ 4x – 7x EBITDA(1)

✓ Independent and banner associated pharmacies with owner seeking exit opportunities

✓Underserviced communities with low density of competition and low threat of change in 

the competitive landscape

✓High growth potential in specialty pharmacy segments

Refer to endnotes (1) and (7) in Appendix.
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Proven Financial Results To-date and Ability to Scale

(2)

Healthy Growth in Gross Profit with 

Solid Margins

✓ Includes $0.5M in sales generated 

from ShinyBuddy Data Program 

✓ 33% gross margin from store sales  

and 4% from store-driven Data 

Program revenue 

Refer to Endnote (1) in Appendix.

$4.3

$7.6

Q1 2022 Q1 2023

Q1 Revenue 
($ millions)

Record Quarterly Revenue Driven by New 

Store Openings and Acquisitions

✓ Higher revenues as cannabis store network 

expanded from 8 to 30 stores 

year-over-year 

✓ Q1 2023 revenue includes $0.49M of sales 

from the ShinyBuddy Data

37.9%
37.4%

29.7%

Q1 2022 Q1 2023

Q1 Gross Profit Margin 

*Peers include High Tide Inc. and Fire & Flower Holdings.  

$0.79

$0.05

Q1 2022 Q1 2023

Adjusted EBITDA(1)

($ millions)

EBITDA Loss of $0.5M(1) Adjusted for Items 

Not Reflective of Q1 Underlying Performance 

✓ $1.2M is attributable to recurring retail 

cannabis line of business results offset by 

$0.8M of corporate costs attributable to the 

cannabis business

✓ Additional $0.3M loss attributable to corporate 

costs incurred as part of the emerging 

pharmacy line of business infrastructure

Unaudited Financial Results  

Peer Average* ShinyBud
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Management Team

Kevin Reed
Chairman & CEO

Jude Pinto
Chief Financial Officer and 
Chief Information Officer 

Mike Nadeau
Chief Operating Officer

Josh Cooksley
EVP Corporate Development

• Former CEO of mihi since 2020 and 

BlackShire Capital since 2017

• Co-founded Equity Transfer & Trust 

(TSX:EQI) and served as Vice Chairman 

and CEO

• Founded Insurance Engine and co-

founded Magellan Engineering

• Served as Honorary Consular General for 

the Republic of Singapore to Canada

• Appointed an Honorary Colonel in the 

Canadian Armed Forces and co-founded 

Project Hero in 2009

• Kevin is also the former Chairman of 

Genesis Land Development (TSX:GDC)

• 30 years’ experience in banking and 

insurance, 25 years with CIBC 

• Led several functional areas of retail 

banking covering retail distribution and 

product strategy, innovation, insurance, 

finance, operational risk and compliance

• Most recently the president of INTRIA 

Items Inc.

• Spent five years with CIBC FirstCaribbean

as Chief Information Officer and Managing 

Director - Technology, Operations & 

Corporate Services

• Includes five years with CIBC Insurance 

as Chief Financial Officer 

• Former Sr. VP Operations Excellence at 

Recipe Unlimited (formerly Cara) creating 

and leading the Shared Service Division to 

drive brand performance for Swiss Chalet, 

Montana's, Harvey's, New York Fries, 

Milestones and East Side Mario’s

• Previously served with TDL Group Corp. 

( ) executive team as VP of 

Operations where responsibilities included 

sales, sustainable business growth, new 

development, organizational alignment 

with strategic direction overseeing two 

regions including 40,000 employees, 425 

franchise groups and 1,200 restaurant 

locations

• Former VP of Mergers & Acquisitions at 

Amenity Health Care where he helped 

acquire over a dozen independent 

pharmacies and implemented a store 

within a store rightsized to the community 

• More than 20 years working in senior and 

executive management for all sizes of 

companies from private start-ups to large 

public companies

• Former Managing Partner of BlackShire

Capital since 2017 

• In 2020, stepped-in to relaunch and 

operationalize BlackShire’s investee 

cannabis company, mīhī

• Josh started his career with RBC Capital 

Markets in Toronto after completing his 

MBA in 1998
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Mike Dass
Exec. Vice Chairman

& Co-founder

Richard Espinos
Director 

& Co-founder

Kevin Reed
Chairman & CEO

Lyn Christensen
Independent Director

Brad Kipp
Non-Independent Director

Donald Schroeder
Independent Director

Roland Walton
Independent Director

• Entrepreneur executive, 

retail/QSR investor with 

over 15 years’ 

experience and 

ShinyBud co-founder

• Purchased his first 

in 2004 and 

now owns 10 locations 

that represent over

$18 million in sales

• Entrepreneur executive, 

retail/QSR owner-

operator and ShinyBud

co-founder

• Purchased his first 

in 2009 and 

now owns 6 locations 

that represent over $10 

million in sales and 200 

employees

• Extensive experience in 

start-ups, investments, 

M&A and turnarounds

• Co-founded Equity 

Transfer & Trust and 

served as Vice 

Chairman and CEO

• Founded Insurance 

Engine and co-founded 

Magellan Engineering

• Served as the Honorary 

Consular General for the 

Republic of Singapore to 

Canada and Honorary 

Colonel in the Canadian 

Armed Forces, co-

founding Project Hero in 

2009

• Founded two start-ups 

as well as helped build 

two with Elon Musk

• Advisor to several of 

the world's top 

technology founders 

and their family offices 

over the past 20 years

• Lyn is an alumnus of 

Johns Hopkins 

University and Brigham 

Young University

• An experienced financial 

executive with nearly three 

decades of financial 

leadership at private and 

public companies

• As a part of these 

activities, he is or has been 

Chief Financial Officer 

and/or Director of public 

companies listed on the 

Toronto, New York and 

London AIM stock 

exchanges

• Serves as a Director and 

Audit Committee Chair of 

Haventree Bank (Canadian 

Schedule 1 Bank), 

Americas Gold and Silver 

Corporation (TSX:USA 

NYSE:USAS)

• As the former CEO of 

TDL Group Corp. 

(                ), Don left his 

career as a practicing 

lawyer to join the TDL 

executive team

• Don’s leadership with 

TDL includes mandates 

as CEO, General 

Counsel and CFO, 

among others

• Don is an alumnus of the 

University of Western 

Ontario and York 

University

• Senior executive with 

experience across 

leading food service 

brands in Canada and 

US

• Eighteen years with        

including 3 

years as President, 4 

years as COO and 8 

years as EVP 

Operations, Canada 

and US

• Previously in various 

operational 

management roles at 

Pizza Hut in both 

Canada and  US

Board of Directors



Paul Thomson 
BSc. (Pharm), RPh, MBA
Operations

Murray Church 
B.A.
Deal Sourcing

Tom VanNatter 
B.A. Eco, MSc
Integration

• 35+ years’ experience in pharmacy 

operational and business development

• Previously held several senior positions 

with large pharmacy chains, including 

Rexall, Centric Health and Shoppers 

Drug Mart handling M&A  sales budgets 

of up to $600M

• Experience in specialty pharmacy 

including addictions treatment and long-

term care

• 30 years’ experience in banking and 40 

years’ experience in pharmaceutical 

sales and the retail pharmacy 

acquisition market

• Former Director of Pharmacy 

Acquisitions at Shoppers Drug Mart Inc. 

where he helped acquire over 150 

independent pharmacies

• 17-year career in pharmaceutical Sales 

at Apotex Inc. progressing from roles of 

increasing responsibility to National 

Account Executive 

• 30+ years’ experience in pharmaceutical 

and healthcare industry

• 25-year career at Apotex Inc. in areas of 

retail sales and sales management 

focused on creating value-added 

strategic business solutions and 

partnerships with companies including 

Rexall, Sobeys/Lawtons, Safeway, and 

PharmaChoice with over $300M in 

gross revenues

Increased Bench Strength in Pharmacy M&A, Integration & Operations 

Retained Advisors on Pharmacy Sourcing, M&A, Due Diligence, Integration and Operations 
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A P P E N D I X



Insiders
▲

76%

Non-Insiders 
24%

Share Capitalization and Ownership Breakdown 

Share Capitalization

Common shares issued and outstanding 10.7M

Warrants 1.7M

Options granted 1.1M

Deferred share units 0.08M 

Fully diluted 13.5M

ShinyBud share price* C$1.60

Number of share owned by insiders 8.1M

Basic market capitalization $21.3M

(as at April 30, 2022) 

Cash balance $2.6M 

Debt** $4.3M

*At market close on July 18, 2022. ShinyBud common shares commenced trading on the TSXV on February 2, 2022, at a price of $6.33 upon market open.
**Refer to Note 11 and Note 12 to the Financial Statements for information on Loans Due to Shareholders and the Loan Payable.
▲ Includes 65.5% held by Micah (Mike) Dass, Executive Vice Chair & Co-founder, and 9.8% held by Richard Espinos, Director & Co-founder.

Majority Insider Ownership

20



Portfolio Model Assumptions

The following table sets out (i) average metrics per

pharmacy store for the Cotton Mill pharmacy and six

additional acquisition candidates currently under

evaluation, based on the Company's due diligence review

to date, and (ii) second year performance targets based

on internal assumptions as to operating efficiencies that

can be accomplished after one year.

Other Operating expenses includes Delivery, Advertising,

Legal and Accounting, Telephone, Supplies, Travel and

Entertainment, License Fees/Membership Fees,

Computer Expenses, Office and General expense,

Education & Seminars, Bad Debts, and Equipment Rental.

Other store expenses includes CAM and Utilities, Repair

and Maintenance, Cleaning, and Insurance.

Refer to endnotes (1), (8) and (9) in Appendix. 
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Compelling Rationale to Enter Pharmacy
Entered a Binding Agreement to Acquire First Community Pharmacy (May 2022)

Operate

and stabilize 

Acquire Integrate & Optimize Value Creation

✓ Solid standalone economics for a retail pharmacy prior to introducing an 

optimization program, additional offerings, and convergence of cannabis

✓ Enhanced value proposition relative to traditional adult-use cannabis players 

to mitigate further sector headwinds 

✓ Pharmacy and retail operating expertise to optimize attractive standalone 

economics 

✓ Pharmacy companies historically trade at a higher multiple than cannabis

✓ Growing trend toward cannabis convergence with a broadening health and 

wellness space 

✓ Increases our workforce talent and expertise with pharmacists

22

Executes against our vision to help people never settle, live fully 
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Endnotes
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1. The Company defines EBITDA and Adjusted EBITDA as per the table below. EBITDA and Adjusted EBITDA are non-IFRS financial measures that do not have standardized meanings prescribed

under IFRS and may not be comparable to similar measures disclosed by other issuers. Management calculates "EBITDA" for a financial period as the Company's income (loss) for the period, as

determined in accordance with IFRS, before accretion and interest, tax, and depreciation and amortization, and calculates "Adjusted EBITDA" for a financial period as the EBITDA for the period after

adjusting to remove transaction and acquisition costs, impairment, loss on settlement of loan, listing expense, gain on revaluation of derivative liability, gain on change in fair value, and share-based

compensation.

2. Management uses EBITDA and Adjusted EBITDA to assess the Company's ability to generate cash from operations, and the Company believes them to be useful measures for this purpose. They are,

however, supplementary information only and should not be relied upon for comparative or investment purposes. Readers must not consider non-IFRS measures in isolation or as a substitute for

analysis of the Company’s financial results as reported under IFRS. EBITDA and Adjusted EBITDA are not, and must not be construed as alternatives to, net income (loss) or cash flow from operating

activities as determined under IFRS. The following table reconciles net (loss) income for the periods indicated to EBITDA and Adjusted EBITDA, respectively

Notes to table:

(A) Cash outflow for the lease liabilities during the quarter ended on 

April 30, 2022 were $459,451.

(B) Cash outflow for the lease liabilities during the quarter ended on 

April 30, 2021 were $152,823.

2. 2022 Statistics Canada, 2021 Cannabis Retail Sales, 2021 Total Expected Health Spend.

3. Canadian Pharmacy Sales Market 2022 Sales of $33.2B as per IQVIA, Market Prognosis 2020-2024, Canada, plus

~20% for Front Shop store sales as per management’s assumptions.

4. National Health Expenditure Database, Canadian Institute for Health Information.

5. Ontario Cannabis Store A Quarterly Review October 1, 2021 – December 31, 2021, published April 14, 2022.

6. Management assumptions based on pharmacy market composition, capital markets continued favorability towards

pharmacies relative to cannabis, and reasonable pace for the integration of acquisitions.

7. Internal assumptions based on data provided by bundle of pharmacies within current acquisition pipeline. Internal

assumptions include an average spend of $30-$35 per prescription and an average volume of 45,000-90,000

prescriptions.

8. Seven acquisition candidates within the Company’s current pipeline undergoing active due diligence. Includes Cotton

Mill Pharmacy.

9. Using retail operating expertise, management believes average per store EBITDA at time of acquisition has the

potential to increase by 200 to 300 basis points by month 13 of operations.

Reconciliation of Adjusted EBITDA



INVESTOR RELATIONS CONTACT

ir@snybcorp.com

1-888-833-1260

investors.shinybud.com


