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Announcement 

Good morning. This is Michael Toporek, Chief Executive Officer of Mechanical Tech-
nologies, Inc. Thanks for joining me this morning for a strategic and financial discussion 
at the end of October 2021. Our presentation to you today is qualified in its entirety by 
the several pages of legal disclosures and disclaimers that I'm going to flip through 
here. Please read them as they're critical to help set the context for what we're telling 
you today. 

I'm going to summarize them a little bit because I think it's important you understand 
what we're attempting to do here. The following discussion is completely qualified by 
the legal disclosures on the several pages proceeding with this one. Our goal is to share 
with you some of the strategic thinking and financial analysis that we're using to guide 
the growth of our business. This discussion is in line with our principles of being ac-
countable and transparent with you, our shareholders. As many of you know, we oper-
ate in a hyperdynamic economic environment. That's really a fancy way of saying things 
change quickly. What we're telling you here is based on our estimates and assump-
tions, which are our best guesses. We reserve the right to revise our point of view 
based on new information and changes in the business environment. But despite an 
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uncertain, dynamic environment, we must plan and make operating and investment de-
cisions. This presentation lays some of that out for your review. 

Our agenda today begins with talking about some of our strategic and financial goals. 
And we'll tell you a little bit about our financing plans, and then discuss the further 
analysis of our most recent financing. Our current financial and strategic goals, which 
we've communicated with you throughout the year, are first and foremost, getting 50 
megawatts under management by the end of Q4 2021. We set that out as a goal fairly 
early in the year, and I'm proud to say that we are just a couple of months away from 
achieving that goal. We'll have all equipment installed by the end of Q4 2021 or early 
Q1 2022 in these facilities, and the result, depending on Bitcoin prices, as we've talked 
about with you, is a run rate EBITDA of approximately 20 to 40 million dollars a year. 

Now, some of our new and emerging goals, which I expect to more fully communicate 
to you at some point in December, include the following thoughts. First, we need to 
close the Soluna acquisition. We anticipate that will occur after the shareholder's vote 
sometime in the first week of November. From there, I expect our first mission will be to 
finance their first project, which is codenamed, Dorothy. It's really an opportunity to 
build between 50 and 150 megawatts of capacity behind the meter at a curtailed wind 
farm. The project is nearly shovel-ready, and I expect it to deliver power between 2.3 
and 2.5 cents per kilowatt-hour, with about 93% uptime. The project can be brought up 
in phases. We're aiming for about 50 megawatts by the end of Q2 2022, and at least 
another 50 megawatts by early Q4 2022. Again, the exact timing will be formally re-
leased to you with a plan of record that we'll put out at some point in December. But 
just summarizing, if we bill Dorothy at a hundred megawatts, add to that Python, Ana-
conda, and TNT, it's over 150 megawatts of capacity with in-place ability to hit 200 
megawatts. 

In addition to that, there is a significant additional pipeline, which we'll review with you 
in our December report to you. And we could choose to build portions of new locations 
instead of bringing Dorothy to the full 150 megawatts in 2022. If we do that success-
fully, our run rate corporate EBITDA should be somewhere between 120 million to 160 
million by early Q4 2022. If that in fact happens, it could result in a market cap of over a 
billion dollars. And that implies a share price of perhaps $50 if you do the math based 
on our current comparable analysis. 

This is my personal opinion. It's not a projection or investment advice. I can't project 
market, Bitcoin prices, or network difficulty. We can build the facilities and operate the 
equipment that could generate certain economic results. This is not a guarantee or pro-
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jection. It's my guess, fully qualified by the four pages of legal qualifiers that you should 
read carefully at the beginning of this presentation. The point I'm simply making is that 
we're going to deliver a business that in ... call it the 25,000 to 65,000 Bitcoin environ-
ment, we'll deliver results of about 120 to 160 million in EBITDA run-rate by early Q4 
2022. Again, what that valuation is, and that math, is up to you. But all I can say is that 
we believe it's fairly significant, and we're really hoping to drive a value for this compa-
ny over a billion dollars by the end of the year next year. 

So let's talk about hash rate, project, and certain assumptions. About 10 megawatts of 
S-19s is about 300 Peta hash. 50 megawatts of S-19s, for example, as in Python and 
Anaconda, could be about 1.5 exa hash. Anaconda and Python are currently targeting 
about 900 Peta hash and 1.2 exa hash, depending on our equipment mix. We've begun 
to tilt to slightly higher densities. So we could exceed the 900 Peta hash level in Q1 
2022. But we do have the option to, for example, reinvest cash over the course of 2022 
and 2023 to slowly move those facilities' hash rate closer to the theoretical maximum 
with at least the S-19s of 1.5 exa hash. The way we would do that is simply swapping 
out some of the older equipment, selling it for cash, and buying some of the more pow-
er-dense equipment in 2022 and 2023. These decisions will be made in real-time 
based on market conditions. 

Let's talk about the cost to build capacity for a moment. The cost to fully build one 
megawatt of infrastructure for a facility was running about 250,000 to 300,000 when 
we worked on Anaconda and Python. As many of you know, the cost of electrical in-
frastructure equipment has increased significantly, and the cost for the Dorothy facility 
could run closer to $400,000 per megawatt. Now, as we've mentioned, Dorothy can be 
built in phases from 50 to 150 megawatts. Our target is 50 megawatts by the end of 
Q2 2022, and at least another 50 megawatts by early Q4 2022. The cost of that, in-
cluding fairly power-dense S-19s, and the infrastructure to support them, is about 130 
to 145 million per 50 megawatts. If you use S-19s as your benchmark, that gives you 
by the end of the year three exa hash in hashing capability. 

And obviously, we can reinvest our cash and grow the other 50 megawatts depending 
on market conditions to take us to the full 150 megawatts at that site. What we're 
telling you here is not a guarantee on the first, second, or third phase. Timing or budget 
could increase or decrease size. We are working on a complete financing plan. We'll re-
lease it when it's complete. This is just really our directional thinking. We expect, again, 
to release that to you at some point in early December. 
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Financing can include the following non-diluted sources, equipment financing at the 
project level, debt at the project level, debt at the corporate level, equity partnerships at 
the project level, and preferred equity at the corporate level. We talked to you a little bit 
about how we thought through the most recent financing that we disclosed to you this 
morning. First and foremost, the funds we just raised will be used to buy more power-
dense equipment at Python and Anaconda, and help us to continue to purchase electri-
cal infrastructure equipment for Dorothy so that the project timeline that we put out to 
you can be met, because those are long lead time items, and with a very extended sup-
ply chain these days. 

In order to do the nondilutive financing that I talked about in the previous slide, we have 
to have a certain equity base, and we felt it was important to increase that equity base 
right now as we jump into our next step, which would be to raise significant amounts of 
nondilutive financing. So the first alternative we looked at is a potential S1 equity offer-
ing like we've done in the past. So our most recent price, which would be the price of 
filing, is almost $13. The market price at closing would be, we're guessing, 20% less 
than that, because typically if you file an S1 in the micro-cap world, there's a significant 
amount of negative pressure that comes onto your stock before pricing. So assuming, 
call it 20% decline based on that pressure, the deal we would cut would be 25% dis-
count, and warrant coverage of 25%. So that would sell our shares at 7-7-88, with a 
warrant strike price of 10-3-84. And we go to cash, including time to file and going ef-
fective, I'll call it two to three weeks from today. 

Let's take a look at the financing we actually chose to do. That's a private investment of 
public equity or pipe of convertible debt with a handful of investors. The market price at 
filing, and we'll call it closing because the economic terms are set, is almost $13 per 
share. And our five-day VWAP is 11-4-75. So that conversion price, as part of that 
convertible debt, is 9.181 per share, which is a 20% discount to the VWAP taking into 
account 8%, or this built-in original issue discount, or quote-unquote, interest rate. In 
addition, three tranches of warrants were granted, which is equivalent to about 100% 
warrant coverage. The strike prices are 12.50, 15, and 18. 

We view this as an important going forward funding mechanism that's at a premium or 
at the market to a premium to where we are currently at in the marketplace in terms of 
the share price. And to keep in that spirit, half of the warrants can be called by the 
company. If the VWAP exceeds the strike price by 130% for 10 days. Basically, just, for 
example, imagine the shares are trading at $18 for 10 days straight. We can go to the 
investors and say, "Hey, your 15% strike price ... your $15 strike price warrants. You 
need to exercise them, otherwise, we're going to cancel half of them." And that, my 
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guess is, will precipitate an exercise and funding. Taken together, this is a mechanism to 
help us raise another 25 million dollars or so at a premium to today's market price. I be-
lieve that the strike price demonstrates investor confidence in our company and its 
prospects and their belief that we can achieve those share prices. And they can add 
additional funding, while at the same time, a profitable exercise for them. 

So, what I'd also like to do here is compare the two options from an economic point of 
view. So we file an S1. We sell 317,000 more shares. At 12.98 a share, that's about 
four million in value the company is not giving away relative to a pipe. Now, if you look 
at the S1 option, it puts out warrants that, according to a Black-Scholes analysis, at 
least our Black-Scholes analysis, are worth about 1.8 million dollars. So the total value 
of the warrants under the pipe, taking into account the call feature, is about 4.8 million 
in warrants were given away. Of course, that's a theoretical value. And if the warrants 
are exercised, the company raises over 25 million dollars at a premium to current prices. 
We can call half the warrants, as I mentioned before if they're sufficiently in the money. 

In our mind, the pipe is a fair deal relative to the S1. But the outcome is that if the share 
price increases and the warrants are in fact worth something, the company has re-
ceived additional funding at prices that are premium to today's market. So if you take a 
look at the cost of the additional shares sold, and the value of the warrants that are giv-
en to both investors in the S1 filing and investors in the pipe, plus or minus, they're the 
same. The S1 cost is 5.92 million. The pipe cost is 4.8 million. But there are a fair 
amount of assumptions that go into valuing the warrants. So I'm just calling them about 
the same. 

The most important element when comparing the two options side by side is the timing 
and certainty of execution of the pipe. So the costs are about the same, the pipe results 
in built-in above-market funding, while at the same time, giving us timing, fast timing, 
and certainty of execution. What you should expect from us going forward is we're go-
ing to continue to report our normal monthly flash reports, in addition to occasion re-
ports that will report certain milestone hash rate accomplishments. You'll also get from 
us a more detailed operating and financing plan on Dorothy, and our plan of record for 
next year to be released at some point in December. That's the plan I expect us to mea-
sure ourselves against over the course of 2022. You'll also hear from us about the other 
projects that we could develop in 2022 if we're successful in bringing them to fruition. 

We're accomplishing a great deal in 2021. By the end of 2022, we should be operating, 
if all goes, according to plan about four exa hash. As usual, we'll keep you posted 
monthly on our journey. It's bound to have some bumps in the road. Our team is persis-
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tent and determined to meet those goals. Thank you for joining me this morning. And 
as usual, if you have any questions or thoughts you'd like to share, please get in touch 
with us through our investor relations firm, or send us an email directly. Thank you. 
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Legal Disclaimer 

This presentation includes forward-looking statements within the meaning of the Private Securities Liti-
gation Reform Act that reflect our current views with respect to, among other things, our operations, bu-
siness strategy, interpretation of prior development activities, plans to develop and commercialize our 
products and services, potential market opportunity, financial performance and needs for additional fi-
nancing. We have used words like "anticipate," "believe," "could," "estimate," "expect," "future," "intend," 
"may," "plan," "potential," "project," "will," and similar terms and phrases to identify forward-looking sta-
tements in this presentation.  

The forward-looking statements contained in this presentation are based on management's current 
expectations and are subject to substantial risks, uncertainty and changes in circumstances. Actual re-
sults may differ materially from those expressed by these expectations due to risks and uncertainties, 
including, among others, those related to our ability to obtain additional capital on favorable terms to us, 
or at all, the success, timing and cost of ongoing or future operations, the lengthy and unpredictable na-
ture of the project development, and technology process and businesses in which we currently engage or 
may engage.  

These risks and uncertainties include, but may not be limited to, those described in our filings with the 
SEC. Forward-looking statements speak only as of the date of this presentation, and we undertake no 
obligation to review or update any forward-looking statement except as may be required by applicable 
law.  

The material in this presentation has been prepared by Soluna and is general background information 
about Soluna’s activities, current as at the date of this presentation and is provided for information pur-
poses only. It should be read in conjunction with Soluna’s periodic and continuous disclosure announce-
ments filed with the Securities and Exchange Commission. This presentation provides information in 
summary form only and is not intended to be complete. Soluna makes no representation or warranty, 
express or implied, as to the accuracy, completeness, fairness or reliability of any of the information, illu-
strations, examples, opinions, forecasts, reports, estimates and conclusions contained in this presenta-
tion. It is not intended to be relied upon as advice or a recommendation to investors or potential investors 
and does not take into account the investment objectives, financial situation, taxation situation or needs 
of any particular investor. Due care and consideration should be undertaken when considering and ana-
lyzing Soluna’s future performance and business prospects. THIS PRESENTATION IS NOT INTENDED TO 
SERVE AS A FORECAST OF ANY SUCH FUTURE PERFORMANCE OR PROSPECTS. An investor must 
not act on any matter contained in this document but must make its own assessment of Soluna and con-
duct its own investigations and analysis. Investors should assess their own individual financial circum-
stances and consider talking to a financial adviser, professional adviser or consultant before making any 
investment decision. This document does not constitute an offer, invitation, solicitation or recommenda-
tion with respect to the purchase or sale of any security in Soluna nor does it constitute financial product 
advice. This document is not a prospectus, product disclosure statement or other offer document under 
United States federal or state securities law or under any other law. This document has not been filed, 
registered or approved by regulatory authorities in any jurisdiction. 
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Any projection, forecast, estimate or other “forward-looking” statement in this presentation only illustra-
tes hypothetical performance under specified assumptions of events or conditions that have been clearly 
delineated herein. Such projections, forecasts, estimates or other “forward-looking” statements are not 
reliable indicators of future performance. Hypothetical or illustrative performance information contained 
in these materials may not be relied upon as a promise, prediction or projection of future performance 
and are subject to significant assumptions and limitations. In addition, not all relevant events or condi-
tions may have been considered in developing such assumptions.  

READERS OF THIS DOCUMENT SHOULD UNDERSTAND THE ASSUMPTIONS AND EVALUATE 
WHETHER THEY ARE APPROPRIATE FOR THEIR PURPOSES. SOME EVENTS OR CONDITIONS MAY 
NOT HAVE BEEN CONSIDERED IN SUCH ASSUMPTIONS. ACTUAL EVENTS OR CONDITIONS WILL 
VARY AND MAY DIFFER MATERIALLY FROM SUCH ASSUMPTIONS. READERS SHOULD UNDER-
STAND SUCH ASSUMPTIONS AND EVALUATE WHETHER THEY ARE APPROPRIATE FOR THEIR 
PURPOSES. This presentation may include figures related to past performance or simulated past perfor-
mance as well as forecasted or simulated future performance. Soluna disclaims any obligation to update 
their views of such risks and uncertainties or to publicly announce the results of any revision to the 
forward-looking statements made herein. 

Use of Projections and Illustrations This presentation contains certain financial forecasts and illustrations. 
Neither Soluna’s [nor Soluna Holdings] independent auditors have studied, reviewed, compiled or per-
formed any procedures with respect to the projections for the purpose of their inclusion in this presenta-
tion. The material in this presentation is for illustrative purposes only and should not be relied upon as 
being necessarily indicative of future results.  

To supplement our consolidated financial statements, which are prepared and presented in accordance 
with GAAP, we use the following non-GAAP financial measures: non-gaap revenue, contribution margin, 
adjusted cost of cryptocurrency revenue and adjusted EBITDA contribution. The presentation of this fi-
nancial information is not intended to be considered in isolation or as a substitute for, or superior to,the 
financial information prepared and presented in accordance with GAAP. 

Use of Estimates in monthly Presentations 
Numbers presented BEFORE the release of Form 10-Q for fourth quarter ended December 31st, 2021, 
are monthly estimates and subject to change upon final accounting adjustments and entries. These 
monthly estimates are presented as an illustration of management’s review of key metrics that help in 
understanding the performance of the Company. Readers are strongly encouraged to review this presen-
tation in connection with the Company’s Quarterly Report on Form 10-Q for the period ended March 31, 
2021, Company’s Quarterly Report on Form 10-Q for the period ended June 30, 2021, Company’s Quar-
terly Report on Form 10-Q for the period ended September 30, 2021, and the Company’s Annual Report 
on Form 10-K for the year ended December 31, 2020.
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