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This presentation may contain certain “forward-looking” statements as that term is defined by the Private Securities Litigation Reform Act of 1995, and represents our expectations
or beliefs, including but not limited to, statements concerning our operations, economic performance, financial condition, growth and acquisition strategies, investments, and future
operational plans. For this purpose, any statements contained herein that are not statements of historical fact may be deemed to be forward-looking statements. Without limiting
the generality of the foregoing, words such as “may,” “will,” “expect,” “believe,” “anticipate,” “intent,” “could,” “estimate,” “might,” “plan,” “predict” or “continue” or the negative or
other variations thereof or comparable terminology are intended to identify forward-looking statements within the meaning of Section 27A of the Securities Act of 1933 and 21E of
the Exchange Act of 1934. These statements by their nature involve substantial risks and uncertainties, certain of which are beyond the our control, and actual results may differ
materially depending on a variety of important factors, including, but not limited to: uncertainty related to acquisitions, governmental regulation, managing and maintaining growth,
our ability to successfully offer new products, services and other offerings; our ability to successfully implement our revenue growth strategy, our ability to generate cash flow from
operations and achieve positive shareholder returns, our ability to raise capital to finance any of our possible acquisitions, federal enforcement and state enforcement, and any
other factors discussed in this presentation and other document, exhibit or schedule referenced herein.

Given these risks and uncertainties, you are cautioned not to place undue reliance on our forward-looking statements. Forward-looking statements are neither historical facts nor
assurances of future results or performance. Instead, they are based only on our current beliefs, expectations and assumptions regarding the future of our business, future plans
and strategies, projections, anticipated events and trends, the economy and other future conditions. All subsequent written and oral forward-looking statements attributable to us
or to persons acting on our behalf are expressly qualified in their entirety by these cautionary statements. Except as otherwise required by applicable law, we undertake no
obligation to update or revise any forward-looking statements or the risk factors described in this presentation, or in the documents, schedules or exhibits we incorporate into our
presentation, whether as a result of new information, future events, changed circumstances or any other reason after the date of this presentation.

This presentation, including all documents, schedules and exhibits referenced in it, is not an offer to sell any security and it is not a solicitation for an offer to buy any security or
conduct investment business. Information provided in this presentation is confidential and for reference purposes only and does not represent itself to be complete. You should not
consider the presentation as a recommendation that any investment is suitable for a particular investor. No state or federal governmental body or regulatory agency has approved or
confirmed the accuracy of the information in this presentation, and this presentation is based only on information currently available to us and speaks only as of the date of this
presentation. We disclaim any obligation to update any forward-looking statement or to announce publicly the results of any revisions to any forward-looking statement to reflect
future events or developments except as required by law.

The unaudited pro forma financial information discussed in this presentation consists of estimates derived from our internal books and records, and has been prepared by our
management. Preliminary financial data is subject to the completion of our financial closing procedures, final adjustments and other developments that may arise between now and
the time the financial results for the first quarter ended March 31, 2020 are finalized. Therefore, actual results may differ materially from these preliminary financial data and all of
these preliminary financial data are subject to change.



We’ve been around… and we’re here to STAY.

Founded in March 2013 as Hollister & Blacksmith Inc., d/b/a/ American Cannabis Consulting merged with publicly-traded Brazil Interactive
Media, Inc. (“BIMI”). In 2014, with BIMI then changing its name to American Cannabis Company, Inc. (“ACC”) whose stock now trades on the
OTCQB under the symbol “AMMJ”.

ACC’s continually expanding 7-year track record has proven its longevity far beyond the average 2-year survivorship of companies in the
Cannabis industry.

In the beginning…

ACC was the first in the industry to utilize a niche growing technique known as “True Living Organics” on a commercial scale to cultivate
medical cannabis for its dispensary known as for which they are now nationally recognized as the sole creators of So-Hum Living Soil for
exclusive commercial scale, phyto-pharmaceutical crop production.



Where we’ve been…

ACC has emerged to be one of the leading advisors in the industry because of its industry-wide, multi-state, multi-country expertise in all
aspects of service needed in the Cannabis Industry for both recreational and medical regulation. Since inception we have provided a la carte
consulting solutions to fit the varying business needs of our clients all over North America.

Existing Business Model

2013-Present: 
ACC provides the following a la carte suite of services to its clients –

Strategic Planning Template Operation Documents
Financial Pro Forma Modeling Facility Staffing Solutions
Business Plan Creation Equipment Identification & Sourcing
Conceptual Design Services State Application Technical Writing Services
Architectural Schematic Design & Permitting Services Branding & Marketing Services
Operational Facility Deployment Services Operational Monitoring Services



We are the first in the industry to…

Over the last several years, ACC has developed and acquired the following exclusive, trademarked and patented
products into its strategic corporate arsenal...

Created SoHum Living Soils® - This medium is a fully amended “just-add-water’ product completely FREE of
synthetic components and chemical additives to spur growth. It provides cultivators 1) consistent
phytopharaceutical-grade product quality; 2) improved plant resistance to disease; and 3) reduced operator error.

Developed the High Density Cultivation System™ (“HDCS“) for vertical integration with
movable isles is the key to increasing production capacity without the need for additional
square footage.

Repurposed The Cultivation Cube™ - as stackable, self-contained, scalable cultivation systems effectively double
productive square-footage maximizing increases to space, yield and profits. Regulatory compliant, commercial-
scale grow systems that provide 1) flexibility to fit customer build-outs; 2) increase speed-to-market with fast
delivery and set-up; 3) increased security with limited access units; 4) risk mitigation with precision environmental
controls; and 5) compatibility with cost-reducing manufacturing principles and operations.



Over 80% of the U.S. population now
lives in states that have legalized some
form of cannabis use and sales,
illustrating the rising acceptance of
cannabis nationwide and highlighting
the industry’s immense potential for
future growth. The passage of initiatives
in California, Nevada, Massachusetts,
Maine, Florida, Arkansas, Montana,
North Dakota, and West Virginia will add
$7.4 billion to the 2021 market forecast,
bringing the overall market projection
for legal adult-use and medical sales in
North America to $24.5 billion by 2021,
a compound annual growth rate (CAGR)
of 28%.

Industry analysts indicate legal cannabis
sales reached $9.2 billion in North
America in 2017, representing an
unprecedented 33% increase over 2016.

(Arcview Market Research, in partnership with BDS

Analytics). As of June 2018, there are 33
States that now allow cannabis for
medical use, 16 States allow Cannabidiol
(CBD) and 11 States and the District of
Columbia that now allow for recreational
cannabis use.

There are currently 9,397 active licenses
for cannabis businesses in the U.S.,
including cultivators, manufacturers,
retailers, distributors, delivery and test
labs, with over 1,000 open and
operating dispensaries throughout the
country (Ed Keating, chief data officer for
Cannabiz Media)

The new Marijuana Business Factbook
2019 forecasts that the industry will
support 475,000 full-time equivalent jobs
by 2023, the same number of full-time
workers as the U.S. Army has.
Employment levels could well be above
500,000 by the middle of the next
decade. Some experts put the jobs the
industry could create at over a million.
(BDS Analytics)



BALANCE SHEET

DECEMBER 31, 2019 DECEMBER 31, 2018

Revenues $2,130,735 $985,348

Gross Profit $1,378,952 $458,501

Total Operating 
Expenses

$1,672,816 $1,464,621

Net Income (Loss) ($301,742) ($950,691)

EBITDA ($76,322) ($671,942)

Accounts Payable $9,748 $32,931

Share Price 
December 31

$0.10 $0.30

Where we’re at…

Zero Debt

- Carry forward losses totaling $3,632,101 - AMMJ currently has $7.5mm available via IA.
See the full 10K here

https://eur04.safelinks.protection.outlook.com/?url=https://americancannabisconsulting.com/wp-content/uploads/2020/04/10-k-ACC.pdf&data=02%7C01%7C%7C98dbaa128e054f212b3008d7e70e814d%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C637231921791045268&sdata=GzcCZSxpYRDmhZjYR5nZRXYxgTtNhIOj+YNiW1GwCD4=&reserved=0


Threats
▪ ACC national brand expansion, 

gaining market attention and 

building a loyal brand audience

▪ Pivot the means by which ACC 

derives its core revenues in 

shifting from primarily consulting 

to becoming operators

▪ Exploit potential new markets for 

SoHum Living Soils®

▪ Expand wholesale and 

commercial sales of SoHum to 

increase revenues

▪ Utilize SoHum in future ACC 

cultivation operations to create 

Cage-Free, Clean Green 

certified cannabis

▪ Pursue acquisitions of turn-key 

operations and distressed assets 

to accelerate expansion of 

product offering and diversify 

into vertical operations

▪ Ever-changing landscape of 

federal regulatory environment

▪ Federal banking restrictions 

▪ Capital markets are tightening 

▪ Emerging SoHum Living Soils® 

copycats

▪ Better funded new industry 

entrants, potentially including 

major consulting firms and major 

horizontal competitors

▪ Consolidation could produce 

major competitor

▪ Competition to emerge as the 

first multi-state brand 

emphasizing Clean Green 

Certified and Cage –Free 

products

▪ Limited number of markets 

coming online in 2020 due to 

delays from COVID-19

Strengths
▪ Track record/experience in 

industry; understand how it 

functions

▪ State regulatory understanding as 

demonstrated by success/wins in 

multiple states for clients’ merit-

based applications

▪ High national brand recognition

▪ Revenue generation 

diversification through extensive 

consulting services and 

expanding product offering

▪ Network brings 

strategic/execution partners and, 

along with consulting 

engagements, provides visibility 

to opportunities

▪ Remaining markets will bring 

significant revenue

Opportunities

▪ Consulting opportunities for new 

and emerging markets 

decreasing

▪ Scalability of consulting services

▪ Lack of working capital to 

support product development 

and marketing

▪ Restrictions for owning equity 

stakes in certain markets

▪ Meeting all State requirements for 

product labeling of SoHum Living 

Soils®

▪ Minimal investor visibility (AMMJ)

▪ Economic challenges from 

COVID-19 pandemic

▪ Uncertainty of the regulatory 

environment for public 

companies

Weaknesses



Where we’re headed…

While continuing to offer state-of-the art, comprehensive suite of
consulting services to companies pursuing cultivation operations,
medicinal or recreational retail dispensaries, and/or infused-product
manufacturing and processing, ACC will now prove itself to be the
premier company of choice for its products and services as it positions
itself to become a vertically integrated national brand and providing
“cage-free” cannabis. ACC will also offer a robust facility operational
management platform to those licensees who seek assistance in
maximizing overall efficiencies.

Seeking to expand as a fully integrated national brand in the United States and be known as a major brand
internationally, ACC team members are looking to strategically align with qualified client groups, investors and
partners that have a passion for the industry and a high level of determination for brand success from location to
location.

ACC began as a full-fledged provider of end-to-end industry-specific consulting
solutions for those looking to start or improve their operations.



Our new business model…

• ACC acquisitions will adopt the concept of a farm-to-fork, Cage-Free vertically integrated operations with living 
soil and Clean Green Certified materials

• ACC will refine its consulting offerings in effort to streamline services
• ACC will further promote and market its facility operational management service platform to existing operators
• ACC has finished conceptual design work of its premiere retail store, a model that can be built out in many 

existing retail settings
• ACC will continue to aggressively seek acquisition opportunities both in Colorado as well as nationwide. 
• ACC will streamline its technology solutions to prepare for business scaling



Put your money where your mouth is
ACC Style…



Terry Buffalo began as an advisor at ACC and rapidly advanced to COO generating significant business growth and securing
more than $12+ million for the cannabis sector. A seasoned executive in financial services and brokerage management, Mr.
Buffalo is considered an expert in the industry with extensive experience managing a hybrid FINRA broker-dealer and
Registered Investment Advisor firm. Mr. Buffalo is featured in Financial Advisor Magazine and NAIFA’s Advisor Today, as well
taking part in a featured interview posted in Boomer Market Advisor. Prior to founding Buffalo Financial Solutions, Buffalo
was the Chief Executive Officer of a regional broker dealer for over 10 years, where he took an underperforming firm and
revamped the business model from a corporate to an independent structure, with an emphasis on attracting brokers with
established clientele expanding the firm’s overall assets from $400 million to over $2 billion.

TERRY BUFFALO – CHIEF EXECUTIVE OFFICER 

Mr. Godfrey brings over 40 years of experience to the leadership team, and his career has primarily focused on multiple
state and multiple-unit large scale restaurant chains, retail apparel and healthcare centers. Notably, Mr. Godfrey has
developed systematic financial reporting standards for multi-brand restaurants across the country. Prior to his employment
with ACC, Mr. Godfrey supervised the financials, reporting, and infrastructure for a 130+ restaurants throughout the United
States, Mexico, Dubai, Japan, and Germany. Having worked in the healthcare industry as a Director of Corporate Financial
Planning, he also helped to develop the financial reporting standards for a multi-specialist physician practice while at the
same time effectively downsizing an overgrown multi-entity organization. This international experience coupled with Mr.
Godfrey’s deep understanding of financial planning, strategic planning, development, and contract negotiations will
furthermore support American Cannabis Company in its plan to grow steadily and sustain as a long-term, well-known brand
name.

DAVID GODFREY– CHIEF FINANCIAL OFFICER 



Mr. Smith, Co-Founder and Chief Development Officer for the American Cannabis Company, Inc., is a seasoned cannabis industry
professional with extensive experience providing robust consulting and developmental services for operating successful cannabis
businesses throughout the country. With a Bachelor of Science from Colorado State University and over 22 years of horticulture
knowledge, experience and hands-on business ownership and operations management throughout North America and Central Asia,
Mr. Smith has had added great value to the preparation of individual companies for long term success in the rapidly expanding
cannabis space. Mr. Smith is most noted for his assistance in the identification of the Hemp Russet Mite within the Colorado
cannabis market and working with SKUNK magazine to educate industry professionals on True Living Organics cultivation
methodologies in regulated commercial markets. To date Mr. Smith, along with the American Cannabis Company, has designed and
built over one million square feet of cultivation space, with another 250,000 square feet currently under construction.

Tyler Schloesser attended the University of Colorado at Boulder where, in just three years’ time, he received a double major degree in
Psychology and Philosophy. He is a Colorado native, with a strong network of family, friends, and respected industry colleagues in the
area. Coming from the banking industry, Mr. Schloesser chose to pursue a career in his passion, cannabis after working in Denver,
Colorado, for financial institutions such as Wells Fargo, U.S. Bank, and Credit Union of Colorado, where he gained experience in bank
management as a Banker, Senior Banker, Senior Bank Compliance Associate. Working in the small business and retail banking
industries has provided Mr. Schloesser with first-hand experience and understanding of the many startup and operational issues that
cannabis businesses face, especially with respect to compliance.

Mr. Schloesser currently holds the role of Chief Operations Officer at American Cannabis Company, Inc., and brings his great breadth
of experience in different areas of business and client services to bear in his position. He functions at American Cannabis Company,
Inc. primarily to develop and maintain policies, procedures, processes and risk mitigation best practices as well as manage and
perform day-to-day internal operational tasks that are associated with keeping the engine of a public company running.

ELLIS SMITH – CHIEF DEVELOPMENT OFFICER

TYLER SCHLOESSER – CHIEF OPERATIONS OFFICER



FOR ADDITIONAL INFORMATION PLEASE CONTACT

TERRY BUFFALO

buffalo@theacclife.com

720-465-6536

CONTACT 


