


Disclaimer

Statements contained in this presentation regarding matters that are not historical facts are forward-looking statements within the meaning of the
Private Securities Litigation Reform Act of 1995. Flyhomes (the “Company”) may, in some cases, use terms such as ‘predicts,” “believes,” “potential,”
“proposed,” “continue,” “designed,” “estimates,” “anticipates,” “expects,” “plans,” “intends,” "may,” “could,” "might,” “will,” “should” or other words or
expressions referencing future events, conditions or circumstances that convey uncertainty of future events or outcomes to identify these
forward-looking statements. Such forward-looking statements include but are not limited to, statements regarding the Company’s intentions, beliefs,
projections, estimated revenue or losses, projected costs, prospects and plans, outlook, analyses or current expectations concerning, among other
things: the Company'’s business strategy, financial condition, prospects, and the impact of the COVID-19 pandemic and related governmental
responses on the Company’s business. Because such statements are subject to risks and uncertainties, actual results may differ materially from those
expressed or implied by such forward-looking statements. Factors that contribute to the uncertain nature of the forward-looking statements include:
risks that the Company’s sales, revenue, expense and other financial guidance may not be as expected, as well as risks and uncertainties associated
with: the impact of the COVID-19 pandemic on the Company's business, the real estate market and the global economy; general market conditions;
changes in the compelitive landscape; changes in the Company's strategic and commercial plans, the Company’s ability to obtain sufficient financing
to fund its strategic plans and commercialization efforts; having to use cash in ways or on timing other than expected; the impact of market volatility on
cash reserves; the Company'’s ability to obtain debt financing and the terms of any such debt; the loss of key members of management; and the risks
and uncertainties associated with the Company’s business and financial condition in general. All forward-looking statements contained in this
presentation speak only as of the date on which they were made and are based on management's assumptions and estimates as of such date. The
Company undertakes no obligation to update any forward-looking statements, whether as a result of the receipt of new information, the occurrence of
future events or otherwise, except as required by law.

The information contained in this presentation has been provided by the Company. Any estimates, forecasts or other forward-looking statements
contained in this presentation have been prepared by the management of the Company in good faith on a basis it believes is reasonable. Such
estimates, forecasts and other forward-looking statements involve significant elements of subjective judgment and analysis, and no representation can
be made as to their attainability. No representation or warranty (express or implied) is made or is to be relied upon as a promise or representation as to
the future performance of the Company.

Each recipient of this presentation agrees that all information contained herein is of a confidential nature, that it will treat such information in a

confidential manner and that it will not, directly or indirectly, disclose or permit its agents or affiliates to disclose any such information without the prior
written consent of the Company.






Homebuyers have always come last in real estate

Problems with homebuying today

@ Structural inefficiencies
Can’t win against cash offers, can’t time simultaneous buy/sell

@ Poor experience
Complex offline process, lack of data and transparency

m Vertical fragmentation
Too many parties with their own CAC, no holistic solutions




Flyhomes offers a fully integrated, seamless experience
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We have created a unique homebuying

experience that people love

Fintech Products Seamless Experience Tech Driven
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Found Flyhomes
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. Trade Up
from condo to forever home
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Flyhomes delivers a human-centered,
tech-driven experience built on data
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Flyhomes helps clients buy homes faster, for less money

Miake Fewer Offers
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A better structured
offer can win despite
not being the highest,

even in the most
competitive markets

4x win
rate
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We are making it objectively irrational for buyers to work with anyone else
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Net Promoter Score

Flyhomes

And our customers really love us

1 00/ of US employees were clients
0 first before joining Flyhomes

.y 60 0 5-star reviews
(on Zillow, Yelp, and Google)

Traditional Mortgage Title
Agents
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Others focus on selling, but homebuying is the key problem

Supply/demand imbalance

2021 Expected BUYER Activity
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Flyhomes will work in any market, but seller’s markets present the biggest challenge. We've solved it.
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This is a long-term trend, exacerbated by COVID-19
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3.3M home shortage
Low Interest rates
40% of homebuyers

are Millennials
(largest segment)
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Today’s landscape remains seller- and agent-focused

Seller-
focused

Customer-centric
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Our market is massive and extremely fragmented

SM
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99%

Existing US. homes sold
annually

Real estate
agents

Percentage of market
available to be disrupted
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