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InterCellar

Next-Gen digitalized Wine & Spirits Cellar



oF. TEAM

Founders Advisors & Investors

N AN

< %RVE/ o

Bilal El Alamy Swissborg Sami Chlagou S¢ébastien Moses

Founder PyratzLabs / Dogami Swiss crypto platform Founder Cross The Ages Owner Twins Bordeaux

Louis de Bonnecaze Maxime Garraud
CEO COO

Sebastien Borget Nicolas Bacca Pierre de Conihout
COO The Sandbox Co-founder of Ledger Advisor
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INVESTORS (Pre-seed Equity €800k >Cap valuation €3,5m)

Distribution Artificial Intel. Web3 Ecosystem
N N AN

Partouche Multiverse William Simonin Owen Simonin Cyrus Fazel Maxime Chery Chris. Diserens
Casino & Hospitality Group CEO / Founder Vivoka / Tada CEO / Founder Meria CEO / Founder Swissborg CEO / Founder Metis Mining CCO / Swissborg
Wines & Spirits
P Content Creators

Matcco Serpolet Hugues Trijasse Alan Sousa Couta Francois Denis
Vineyard Lau l‘Gnt DaVid Investor & Content Creator CEO & Content Creator Trader & Content Creator Président FD Conseil / Richea30ans

Grand Cru Classé CEO Chéateau Edmus (2.5M followers)



04 COMPLEMENTARY MARKETS Q

CENTURY-OLD MARKET

S1000B

Global W&S market (2022)

S1SB Y.

oy e A TOKENIZATION MARKET
(2022) | |

S8OOM S10T+

RWA

E-commerce wine sales in Market value of
France (2028) tokenized assets by 2030
THE “RED GOLD” r . AR! ‘

W&S & NFTS NFT REVIVAL
xX6/7 2ND MARKET
A fine wine is sold on average S4() B T
6/7 times before being drunk Global NET

transactions (2027)

7% ROl

Average ROl for investment in fine
wines. 15% for a great single malt whisky



05 PROBLEMS

Consumers don’t have a
global solution for investing
or ageing their wines & spirits

é >

Low Liquidity On The 2nd Market 30% Of Counterieits In Circulation
Main problem is always resale. There are no Consumers have no weapon against this
secure resale marketplaces that guarantee scourge. Loss of revenue represents

100% provenance 1.3B€ /Yrs and costs 5,000 jobs, in the EU.

[
No Optimal Storage Solution

Wines and spirits require special storage
conditions. Private individuals do not have
access to these solutions
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PROBLEMS

Brands have very little
visibility or control over

their distribution

No Direct Consumer Contact

The wine industry is the last luxury industry
to have no contact with its consumers. The

reason: too many intermediaries.

Qe
A~

Lack Of Information On New Consumers

Due to a lack of direct contact, brands are unable
to keep up with new trends and therefore young

consumers.

o/

Loss Of Income On The 2nd Market
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SOLUTION

Intercellar’s £
Digital Cellar using
blockchain tech.

InterCellar facilitates the transmission of
Wines & Spirits by creatirlg digital twins.
Physical bottles from the producer are
stored in an ultra-secure warehouse, while
digital twins can be transferred from wallet

to wallet, guaranteeing traceability through
NFTs.

SOLUTION

0 Store

Physical bottle

Trade

Digital twin (nft)

Safe delivery

5

-----------
llllllllllll

Drink




VALUE PROPOSITION

Consumers Brands

- Storage management
Exclusive sourcing ¢«

- Profit & Loss
Private cellar management <«

< - Invoicing

E-SHOP

2nd Market resale <

. - - Shipment tracking
Portfolio Statistic ¢«

- Customer data



13 OUR VISION

Immersive
exXperience
and digital twins
collectibles
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TOKEN INTRODUCTION

CELLAR

TOKEN

Al Liquid ¢4



15 TOKEN ARCHITECTURE & UTILITIES 2u s

Buy back of the token with company revenues

Commission /Wine allocations\ Exclusive
\ / access
4 ™
argin Storage Discount
Marg \ g / |
e Membership Levels
Payment / Clalm fees \ Discount
\ / Lock I
Intercellar ' ® Royalties / 2Nnd market \ Discount
0 4
Company .
payment [ e )
aymen InterCell’Art Access
0 4
SCellar token
V' /\ \
A |4 Harvest
. y Brand
Fiat flows > Payment Promotions \

(Staking pool)

Token flows >
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-
%ﬁ 1 Apprentice sommelier

2 Sommelier

% 3 Master Sommelier

4 Cyborg Sommelier

5 Intergalactic Sommelier

& k‘1‘\ 6 Bacchus Apostle

Tiers

Tiers 1

Tiers 2

Tiers 3

Tiers 4

Tiers 5

Tiers 6

Collateral
required

2 000
6 000
4 000
18 000
12 000
6 000
60 000
40 000
20 000
180 000
120 000

60 000

Top 5 SCELLAR

holders

(no staking)

UTILITY CHART

S Equivalent
(TGE)

$120,00
$ 360,00
$ 240,00
$1080,00
$720,00
$ 360,00
$3600,00
$2400,00
$1200,00
$10800,00
$7200,00

$3600,00

(1) The amount is locked in for the entire period. Benefits are available immediately

from the start of staking. Third-party staking is determined by the value in USD.

The amount to be staked in SCELLAR will therefore be recalculated according to

the token price.

Lock time (1)

9 months

@ months

12 months

@ months

12 months

18 months

9 months

12 months

18 months

@ months

12 months

18 months

None

Wine Bottle
Club members

Example Tiers
4+ WBC NFT

Wine
Allocation

Th White list

12h White list

24h White list

Guaranteed
Allocation

24h White list

24h White list

Primary Market

Discount

-2%

-3%

-5%

-6%

15% boost

3,45%

Storage costs

Discount

-5%

-10%

-15%

-25%

-35%

-40%

15% boost

28,75%

COLLATERALISED UTILITIES

2nd Market

Discount

0,5%

0,4%

0,35%

0,30%

0,20%

0,15%

15% boost

0,26%

Harvest
Boost

1,05

1,1

1,2

1,25

1,5

1,5

15% boost

1,4375
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L Staking Lock Time J Lé monthSJ L3 monthSJ L 1 month J

L APY/ staking rewards J LZS,OO% J L 15,00% J L 8,00% J
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SPENDING UTILITIES

Purchase of digital Cellars

Cellar upgrade only via SCELLAR token.
Different levels of cellar will be available to store
your digital twins. From the simplest clay cellar
to the most sophisticated and futuristic.

Cell’Art access

Cell'Art drops are only accessible via the SCELLAR
token. As Art & Wine are intimately liked, we will be
launching collections by renowned artists, in the
continuity of collector's experience.

Side items access

InterCellar will offer the opportunity to purchase
digital items to enhance UX. Wine accessories,
furniture or Al sommelier to give you advice on
tasting or investing in wine.
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UTILITY GROWTH

@ !tem stored ltems released

30 000

25 000

20 000

15 000

10 000

5000 g

1 3 567 9 1N 13 15 17 19 21 23 25

Month

The value of the benefits linked to the utilities will

increase exponentially over time, giving the token an

intrinsic value

TOKEN RELEASE

USERS & CIRCULATING SUPPLY

Users @ Circulating Supply (in millions)

500
10]0
300
200

100

Month

The token release has been designed according to
the projected growth of the user base, aiming to
establish a coherent and enduring model

40 000

30000

20 000

10 000

TOKENS PER USERS

Ratio Qty Tokens

@ Ratio Qty Tokens/User (Total supply / User)

200 000
150 000
100 000
50 000
O
5 10 15 20 25
Month

The allocation of tokens per user is structured to
gradually decrease over time, enhancing the token's
long-term value proposition
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TOKENOMICS : TOKEN REPARTITION

Liquidity
14%

/

Ecosystem rewards
28% I

Airdrops
8%
Round 1 (Genesis investment)
4%
Company reserve —
10%
\ Round 2 (Seed)
/ 18%
Advisors
2% / \
Foundation ‘ . Round 3 (Strategic) TOTAL SUPPLY:
v 5 A Round 4 (public/TGE) ;
3% 500 000 000

6%
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@LOUDBC

CONTACT

@MAXGARO




28 APPENDIX : EVENTS 2023

CES EAS VEBAS
Minister of leeh =

Follow to win
one bottle

EleRs
ARMAGNAC
HERREMAN

! Interceﬁ’r Karl Lagerfield’s Manlsioni(Biarritz) + 500 people

{ ‘ .
" 7 Louis

“”"‘ » WO

-
4

”~ o

EHL Crypto Co enc

Vivatech Paris
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Tone deVewns

Decanter

TV.

thebigWhale
Crypto, DeFi. NFT.

INTERCELLAR PRESS

Capital

ceintribune.

drinks

buSINESsSS

@ JournaldulLuxe

Maddyness

LETYTIGARO

minutes

‘ Cryptonaute

be [:l:N] Crypto

&

Forbes

cointribune.

@ Vitisphere

JOURNAL
DU/COIN

NFT MORNING
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DISCLAIMER

The information in this Pitch Deck is subject to change or update and should not be construed as a commitment, promise or guarantee by InterCellar or any other
individual or organisation mentioned in this Pitch Deck relating to the future availability of products described.

The document does not constitute an offer or solicitation to sell shares or securities. It does not constitute or form part of and should not be construed as any offer
for sale or subscription of or any invitation to buy or subscribe for any securities not should it or any part of it form the basis of or be relied upon in any connection
with any contract or commitment whatsoever. InterCellar expressly disclaims any and all responsibility for any direct or consequential loss or damage of any kind
whatsoever arising directly or indirectly from reliance on any information contained in the Pitch Deck, any error, omission or inaccuracy in any such information or

any action resulting therefrom.

This is not a recommendation to buy or financial advice. It is strictly informational. Do not trade orinvestin any companies or entities based solely upon this
information. Any investment involves substantial risks, including, but not limited to, pricing volatility, inadequate liquidity, and the potential complete loss of principal.
Investors should conduct independent due diligence, with assistance from professional financial, legal and tax experts, on topics discussed in this document and

develop a standalone judgment of the relevant markets prior to making any investment decision.

We have prepared all information herein from sources we believe to be accurate and reliable. However, such information is presented “as is,” without warranty of any
kind — whether expressed or implied. All market prices, data and other information are not warranted as to completeness or accuracy, are based upon selected public
market data, reflect prevailing conditions, and our view as of this date, all of which are accordingly subject to change without notice. The graphs, charts and other
visual aids are provided for informational purposes only. None of these graphs, charts or visual aids can and of themselves be used to make investment decisions.

The information contained in this document may include, or incorporate by reference, forward-looking statements, which would include any statements that are not
statements of historical fact. No representations or warranties are made as to the accuracy of such forward-looking statements. Any projections, forecasts and
estimates contained in this document are necessarily speculative in nature and are based upon certain assumptions. These forward-looking statements may turn out
to be wrong and can be affected by inaccurate assumptions or by known or unknown risks, uncertainties and other factors, most of which are beyond control. It can
be expected that some or all of such forward-looking assumptions will not materialize or will vary significantly from actual results.



