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Good evening. This is Michael Toporek, CEO of Mechanical Technology Inc. Thank you 
for joining the combined MTI second quarter overview and the July 2021 EcoChain up-
date.  

For a variety of reasons, we're doing both of these in one presentation. We don't expect 
to do this going forward, and I want to apologize in advance for throwing so much in-
formation at you. As usual, if you have any questions or feel like something was unclear, 
please reach out to us. We're also doing audio only for this presentation as it's a bit it 
longer, and it'll let our technical team process the presentation more quickly so we can 
get it out to earlier. Following is three pages of legal information you should read and 
consider prior to reviewing this presentation. It's important you understand certain 
terms we use, their context, and how they're intended 

For those of you who knew our presentations, you'll recall that I usually like to start by 
reiterating certain of our key operating principles. They guide our decisions when man-
aging the capital you've entrusted to us. We have significant alignment of interests. In 
investment firm, I help to manage controls over 30% of the common shares of the com-
pany. We work hard to increase the value of our enterprise. We also want to be trans-
parent with you, our owners, and report our results every month with sufficient details 

1



you can understand how our company's doing. We give you information flow that's 
similar to what we would want and that we routinely get in our private company in-
vestments. Lastly, we're focused on capital discipline, measuring and generating strong 
returns on investor capital. That principle guides our capital allocation strategies. 

Today, I'll begin by highlighting a couple of developments in our EcoChain operating 
business. There were Joint Venture, and then I'll talk to you about our hashrate we're 
plugging in over the course of August and September. Then I'm going to guide you 
through our July EcoChain results by location. And finally, I'll hit some highlights from 
the second quarter performance of our EcoChain instruments business. 

As we mentioned, we've been in discussions with miners from around the world to help 
them find locations for their equipment. Actions in Asia have caused a significant mar-
ket dislocation. And we're in the fortunate position of being able to offer these compa-
nies a solution. I'm happy to report. We've reached an agreement on a joint venture 
with a global miner whereby we operate their equipment. They cover our power and 
personnel cost, and we get a significant portion of the revenue. That projected cash 
flow stream is about 60% to 70% of the revenue we originally anticipated from deploy-
ing second and third generation chips, but we're getting that with zero CapEx. 

Also, as a result of the recent market disruption, we've changed our equipment mix to 
include many more IS19s and equivalents since their payback periods have moved from 
16 to 20 months to six to nine months. Newer generation equipment is more power 
dense so we can deploy more hashrate or computing power per megawatt than our 
prior equipment mix that we put into our May earnings power illustration. For our 
Python site, the net result is that we will own 450 Petahash of equipment as we pub-
lished. And on top of that, we're going to have the JV revenue. That dramatically in-
creases the earnings power of Python. 

The last part of our business update is to show you how our capital discipline strategy 
starts to play dividends. We're starting to take delivery of the S19s we bought recently 
to ring the market turmoil. They're being plugged in as we speak. We'll increase 
hashrate by 269% in August, and 863% in September when compared to July. This is 
just the beginning of our ramp up. We will ramp Python as more plugs are made avail-
able to us over the rest of the year, and we will fill Anaconda in the fourth quarter. We 
are very conscious of the illustration of our potential earnings power we published in 

2



May, and are working aggressively to hit that hashrate ramp for Q3 and Q4. All I can 
say is so far so good. 

Let me now quickly turn to our EcoChain monthly flash report for July, where I'll high-
light how we did in July. July was somewhat better than June, but very much compara-
ble. Our hashrate was about the same, a mark conditions over the course of the month 
of the two months were on balance similar. Revenue increased slightly as did contribu-
tion margin. Our run rate contribution margin is 4.3 million per year. As pointed out ear-
lier, this is ramping out up significantly in August and September, and for nearly every 
month of the remainder of the year. 

Our TNT location produced strong results. It's a mature facility, but we continue to op-
timize the equipment mix. At the end of the second quarter, we have returned all the 
capital we invested in this location in under 12 months. We're on pace to double our 
money in 18 months, which will be by the end of 2021. Python's results are as expect-
ed and a small improvement over July. This facility is ramping significantly in August 
and September and through the rest of the year as hosting customers from the landlord 
Burnoff, and we're able to install our machines and those of the JV. 

Let's turn to the quarter. Much of this information should not be new to you for Eco-
Chain. So I'm going to highlight quickly, just a few items. Our second quarter results in 
EcoChain for 2021 were very strong as we continue to scale the business. We expect 
revenue growth momentum to continue. And our TNT and Python minds really per-
formed as expected. We continue to be on target to have 50 megawatts in operations 
by the end of 2021, which was the goal we set out at the beginning of the year. 

This is our consolidated financial results down to the EBITDA line. Please note that our 
EBITDA contribution from the EcoChange segment was above a million dollars, which 
would put it at a $4 million run rate. That's before accounting for certain one-time ex-
penses in SG&A that would probably improve those results. And as you can imagine, as 
we ramp in August and September, we'll have multiples of this result going forward. 

Here's where we present the results of TNT. They were solid and as expected for the 
quarter. And this is that graph where we show you that we've returned all our capital 
for that location at the second quarter. And we're guessing that by the end of 18 
months, or by the end of the fourth quarter, we'll have two times our capital back from 
that investment. In terms of Python, it really began to scale over the quarter, but the 
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real performance ramp is in the third quarter, beginning in August, as our people install 
our S19s and ramp up results dramatically. 

We committed to having 50 megawatts in operation by the end of the year. It really 
seemed like a big goal to put out there, considering we only had two or three in opera-
tion when we said that. We are, through the hard work of so many people at our com-
pany, very much on target to accomplish this. I would now like to turn over the presen-
tation to Moshe Binyamin, who will walk you through the results and outlook for our 
instruments business. 

MTI Instruments Update  

Thank you, Michael. I am Moshe Binyamin, President of MTI Instruments, and I will be 
providing the operational update. This update will consist of three sections. I will first 
discuss major business trends that are driving the business activity. I will then review 
our financial performance, followed by highlights of the business trends that con-
tributed to that performance. And I will conclude with a summary of our priorities and 
focus for the remainder of the year. So let's get started. 

Let's now review our Q2 performance. MTI Instruments revenues for Q2 totaled 1.6 
million, maintain a contribution margin of 70% or 1.14 million. 

In the second quarter of 2021, we continue to see improvement in business volume, 
which translated to more leads, quotes, and orders. When we look at the amount 
booked, we can see over 20% improvement over prior years run rate business, meaning 
prior year order amount, minus one time US Air Force order of 3.2 million. While we are 
encouraged by this trend, we believe there is greater opportunity we can realize once 
the market returns to pre-COVID conditions. 

From a new product perspective, we have entered the application qualification stage 
with our capacitance sensors, and we are gearing up to do the same with our self-con-
tained wireless and wired probes. On the aviation side, we received positive feedback 
on our commercial aversion of PBS G4, especially from freight aviation who value high 
portability. Battery operation of the PBS is important to the maintenance crew since it 
allows them to perform aircraft maintenance work away from electrical outlets and 
costly maintenance base. And finally, Cloud infrastructure work is underway on our 
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next generation signal generator, which we are targeting to have a working prototype 
for in late Q4 of this year. 

In conclusion, during the first half of 2021, we have seen good progress in spite of trav-
el restrictions imposed due to COVID, and we remain committed to our strategy of de-
veloping more complete solutions for select verticals. Our singular measure of success 
continues to be accelerated growth, and I look forward to sharing with you the progress 
we will be making in the coming months. This concludes the operational update for MTI 
Instruments. I want to thank you for your time, and we'll now pass it on to Jessica 
Thomas, our Chief Financial Officer, who will deliver the financial update. 

Financial Highlights for Q2 

Thank you, Moshe. And thank you to those who have continued to join us, and wel-
come to new listeners. I would like to share some financial highlights with you. We 
earned 3.3 million in combined revenue for Q2 2021, which is an increase of 971,000 
or 41.6% over the first quarter of 2021. This is mostly driven by the EcoChain line of 
business, which recorded second quarter revenues of 1.6 million, an increase over first 
quarter of 662,000 as a result of continued growth and scaling operations. We will 
continue to publish EcoChains revenues month-over-month and quarter-over-quarter 
at the site level to provide comparisons and understanding of the growth. We are also 
continuing to invest into the business as is evidenced by our capital spend with an in-
vestment of over 1.5 million during 2021, with additional construction and progress ex-
pected to be online in late Q3. As well, EcoChain, at the TNT site, continues to perform 
well. And in the second quarter returned capital invested and paid profit sharing. 

We were able to successfully close a capital race that contributed a net of 15 million 
after expenses. This capital will continue to help the EcoChain line of business, continue 
to grow and deploy in a targeted approach. Although we've realized an increase an 
SG&A expenses of 3.2 million and 2021 year-to-date versus 2020, net loss was only 
1.8 million year-to-date of which there were two million of one time expenses. We'll go 
into further detail on the G&A expenses in the coming slides. 

In the second quarter, we added three million in additional SG&A expenses to bring our 
year-to-date SG&A expenses to 4.9 million. This represents a 3.2 million increase over 
the prior year-to-date. We do expect the SG&A expenses to be higher than prior year 
due to additional costs related to our status as an SCC reporting company, and the ad-
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dition of the cryptocurrency been unit. Both the additional costs that we are incurring 
that are one-time expenses, as well as what we expect as continuing expenses are 
foundational for our growth strategy. We remain committed to a disciplined spend ap-
proach, whether it is referencing capital spend or operational spend to focus on the re-
turn of that cash, including where there is value added. 

In the second quarter, we added three million in additional SG&A expenses to bring our 
year-to-date SG&A expenses to 4.9 million. This represents a 3.2 million increase over 
the prior year-to-date. We do expect the SG&A expenses to be higher than prior year 
due to additional costs related to our status as an SCC reporting company, and the ad-
dition of the cryptocurrency business unit. Both the additional costs that we are incur-
ring that are one-time expenses, as well as what we expect as continuing expenses are 
foundational for our growth strategy. We remain committed to a disciplined spend ap-
proach, whether it is referencing capital spend or operational spend to focus on the re-
turn of that cash, including where there is value added. 

The 3 million in SG&A expenses for Q2 is an increase of 2.2 million over the same quar-
ter prior year. When we take a look at what that increase represents, we'll note that 
there's approximately one and a half million that we expect to be one-time expenses. 
Of that one and a half million, one million was non-cash stock compensation paid to our 
CEO, Michael Toporek, and the Board members. In addition, there was approximately 
480,000 for legal and other expenses related to pipeline acquisition costs. We expect 
this 1.5 million to be a one-time expense, and again, key for the foundation of our 
growth as we move forward. 

Thank you for taking the time to come today and listen to our second quarter results. 
And we look forward to meeting with you next time. 
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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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