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OVERVIEW — EURO PACIFIC BANK

Euro Pacific Intl. Bank Inc (“EPB”), the “Bank” has maintained a presence in the Caribbean for over 20 years. In 2011,
EPB was first licensed as a Class A International Bank in St. Vincent and the Grenadines. In 2017, the Bank redomiciled
to Puerto Rico and became an International Financial Entity (IFE). The Bank currently has over 50 full-time employees,
over 3,500 customers, and over US$65mm in deposits. In seeking to build a premier international financial institution,
the Bank has invested heavily in technology and developed relationships with key partners, such as Kevane Grant
Thornton (audit; top 8 accounting firm), BDO USA (independent BSA audit), Temenos (core banking, profiling),
Eastnets (compliance and screening) and Sovos (global tax).

Since obtaining the original banking license in 2011, the Bank has been growing steadily, with continued growth
expected into the near future. Over this period, the Bank has established correspondent banking relationships with
central Tier-1 banks, including Bank of Montreal (Canada), Saxo Bank (Denmark), Novo Banco (Portugal), and Mizuho
Bank (Japan), along with other financial institutions offering investment services and custody, including Interactive
Brokers (US), WH Ireland (UK), Intercash (UK) and Silver Bullion (Singapore).

Euro Pacific Securities, Inc (“EPS”), the Bank’s broker-dealer licensed and registered in the British Virgin Islands,
previously maintained a multi-decade white-label partnership with Saxo Bank A/S and Saxo Capital Markets (UK) and
in 2019 transitioned to partner for these services with one of the largest broker-dealers in the United States, Interactive
Brokers LLC, to offer a cutting edge, online investment brokerage platform to the Bank’s customers. In addition, the
Bank’s subsidiary, Euro Pacific Funds SCC Ltd (“EPF”), licensed in St. Vincent and the Grenadines, offers proprietary
mutual funds, which are sub-advised by WH Ireland, one of the UK’s premier investment managers.

In summary, EPB has developed an extensive network of relationships and built a highly compliant and very successful
business. The management team at EPB feels confident in prospects for growth and profitability. It plans to replicate
this model as it continues expanding and re-investing in the business for the long term.

BUSINESS MODEL

OVERVIEW

The Bank’s business model is geared towards “digital banking” with a global footprint focused on small-to-medium
enterprise (“SMEs”) customers that meet its sophisticated customer profiling. Through a dedication to client service
and a diverse multi-currency product offering, clients enjoy unrivaled access to the global markets:

1) Online-Only Bank: The Bank does not deal in physical deposits. As such, all customer interactions and
transactions are facilitated via transparent and secure online internet and mobile banking platforms. Moreover,
the Bank strives to create a comprehensive offering that allows clients to access all of the financial products
and services they require on one platform. As an online-only bank, the Bank is designed to adjust rapidly to
market demands and keep costs highly competitive.

2) Truly Global Banking: The Bank offers multi-currency- products, multilingual banking platforms, and
customer service, along with multi-country accessibility at any time of the globe. While technology has allowed
local businesses (1) to compete in a larger market and (2) to internationalize their customer base, their legacy
banking partners have not tailored their products and pricing to meet their changing needs. In response, the
Bank has partnered with hundreds of global service providers, who have stepped in to help these companies
find better banking relationships. Over the last years, the Bank has successfully built an international business
with customers in over 140 countries.

3) Tailored Customer Experience: While traditional banks are still in the early stages of customer-oriented
solutions, most emerging financial technology companies (“FinTech”) lack the proper IT security and
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regulatory certainty'!. Customers are looking for solutions that provide them both online services while still
allowing them to engage with their bank on a personal level. EPB bridges the gap between both worlds,
offering multi-accessible and customized banking solutions. With dedicated service through a highly trained
Client Services team and committed specialists to assist with new customer onboarding, the Bank constantly
seeks to improve the service model by hiring more dedicated customer service and account representatives.
Additionally, as more and more customers are considering branchless banking, the Bank continues to invest
heavily in a digital technology solution to become a leader in the space.

4) Sophisticated Customer Profiling: As opposed to most FinTech companies that solely require photo
identification and verifiable address, the Bank follows strict adherence to local and international anti-money
laundering policies by seeking in-depth knowledge of every customer. The Bank maintains an industry-
leading, responsive compliance screening protocol by incorporating dynamic data sources from numerous
leading data vendors worldwide. Among other measures, the Bank:

(1) performs individual interviews for new applicants;
(2) analyzes a long list of requirements?; and

(3) performs a comprehensive real-time scanning of client records against over 400 global sanctions
databases.

As of October 28, 2021, Qenta Inc. (formerly Emergent Technology & Payments Inc., or “Qenta”) entered into a
Securities Purchase Agreement (the “SPA”) to acquire all of the shares of the Bank (hereinafter the “Acquisition” or
“Transaction”). Once the Transaction is closed and, based on the business model aforementioned, the Bank will
immediately benefit from:

(1) organic customers growth as Qenta clients are constantly looking for different financial services;
and

(2) inorganic customers growth as the Bank will be able to offer different financial services under
the Qenta umbrella. For example, a soybean producer that has business in Brazil, Africa and
Argentina could benefit from the Bank’s affiliate relationship with HedgePoint as it could allow it
to: (i) have an account with an IFE, thereby facilitating its currency exchanges, and (2) have an
account with a hedging company, thereby granting it access to sophisticated hedging solutions
for mitigating its exposure to variations in soybean prices.

Accordingly, the Bank will continue to offer the products and services listed below:

1. Deposits Taking
International Payments
Foreign Exchange
Precious Metals Solutions
Correspondent Banking
Debit Card Services

2 A

" One example is articles such as: https://www.pwc.com/gx/en/industries/financial-services/publications/fintech-is-reshaping-banking.html

2 The required documentation lists for individual and corporate accounts can be found at: https://europacbank.com/registration/
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PRODUCTS & SERVICES

1. DEPOSIT TAKING

The Bank offers online account services and multi-currency deposit facilities in 7 different currencies (EUR, GBP, CAD,
CHF, JPY, and PLN), with a key focus on the EUR. Customers can access their online accounts from EPB’s existing
web-banking portals and manage their deposits through one central platform. All funds are expected to be maintained
fully-reserve with Tier-1 correspondent banks. The Bank offers a variety of account types, from personal and corporate
accounts to fixed-term and demand deposits, depending on the particular customer’s needs. The Bank does not accept
cash or cash equivalent deposits (checks, drafts, etc.). All transfers are made through electronic, traceable means.

Looking forward, the Bank’s goal is to expand the currencies offered to denominate accounts. Qenta’s management
team is aware that the Bank’s account with the Federal Reserve Bank of New York (“FRBNY”) was closed during the
third quarter of 2021. The leadership will work on resuming the Bank’s relationship with the FRBNY by leveraging the
former compliance department and Qenta’s corporate team to offer deposit accounts in USD. Subsequently, the Bank
will turn to other most-traded currencies such as AUD, NZD, INR, and SGD.

2. INTERNATIONAL PAYMENTS

Through their online accounts, the Bank’s clients are able to make multi-currency, international payments worldwide
through a variety of international payment networks. The Bank is a member of SWIFT and holds key payments
relationships with entities such as Novo Banco (Portugal). The Bank will also be expanding to gain access to alternative
payment networks, such as Qenta’s, which can deploy proprietary solutions to provide a variety of services on behalf
of the Bank.

On the other hand, the Bank’s customers look to benefit from the ability to send/receive transfers in many currencies,
thereby reducing heavy foreign exchange fees levied by domestic retail banks when sending/receiving international
payments, as well as to invoice their customers in multiple currencies, thereby reducing the cost of their services.
Additionally, EPB will benefit from being part of a larger international corporate structure after the Acquisition, which
could help the Bank join or gain access to other payment systems worldwide.

3. FOREIGN CURRENCY EXCHANGE

EPB can exchange funds at a cost of <1.50%, which can be 50% less than the cost of exchanging currencies on an
average credit card® and over 8-10x better than the cost of many retail banks. This area alone is the driving business
model behind companies like Wise (formerly TransferWise), a cutting-edge payment service seeing massive growth in
the UK, processing $5 billion of payments each month and being valued at $3.5 billion*. With the Bank’s wide range of
multi-currency deposits, products will need to offer clients a robust foreign exchange offering. To affect international,
cross-border payments, clients frequently have to convert funds into another currency. The Bank leverages
relationships with its liquidity providers to offer highly competitive spreads on FX transactions. According to the Bank
for International Settlements (“BIS”), the overall Foreign Exchange market is estimated to be a $5.3 trillion daily market.
Although traditional retail banks that are charging the widest spreads are under increased competition from new
competitive forces such as Currency Fair and XE.com, these services remain challenged by the fact that they are not
licensed to hold deposits or operate as a traditional bank. The Bank will continue to expand on its foreign exchange
offering by adding further liquidity providers and gaining access to new relationships with custodians in the USA, thereby
improving the usability and competitiveness of the current service offering.

3 Assuming 2% standard FX fee as per VISA and MasterCard relationship.
4 https://www.forbes.com/sites/samshead/2019/05/22/transferwise-valued-at-35-billion-as-founders-sell-stake/
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4. PRECIOUS METALS SOLUTIONS

The Bank offers a fully digital solution for storing and trading precious metals. After maintaining a 9-year relationship
with the Perth Mint in Australia, the Bank shifted to Silver Bullion in Singapore in 2020. Through the Bank’s digital
platform, customers can easily buy and sell precious metals, down to fractions of 1/1000 of an ounce. The Bank offers
online facilities to buy and sell the customers’ holdings at competitive market rates. The offering is fully integrated with
the digital banking channel and provides a unique solution for customers to diversify traditional currencies and hedge
their risk. All physical gold and silver held on behalf of the customer are stored in insured facilities as fully allocated
bars. None of the metals portfolios are rehypothecated or lent out, in line with the Bank’s full reserve model. The Bank
plans to continue fostering investments in precious metals, while at the same time offering additional purchase options
and capabilities to link metals balances to the customers’ bank cards by leveraging Qenta’s tech stack and partner
network.

5. CORRESPONDENT BANKING

As evidenced by the previous reference sources®, the correspondent banking business has been consolidating globally
following a long period of de-risking by the significant correspondent banks in the USA and Europe. In developing
relationships with some of these institutions, there is a substantial gap in the market for small to mid-size financial
institutions (“FI”) that need correspondent banking services. Large banks, such as Bank of America, are requiring over
US$1 million in net business to consider new correspondent relationships. As such, many of these banks are
downsizing their less profitable relationships and focusing on developing their major FI clients.

Currently, the Bank has correspondent banks relationships with Novo Banco (Portugal, in EUR, GBP, CHF, PLN) and
Mizuho Bank (Japan, in JPY). New relationships are expected to come through referrals from some of the Bank’s larger
Fl counterparts, who have already indicated an interest. Furthermore, through direct contact with many institutions
within the Bank’s network given its long history in the Caribbean region (dating back over 15 years). Counting with the
required investments in technology and the necessary human resources, EBP should be well-positioned to target
expand into this market.

Due to the abundance of quality banks that are currently working with non-standard financial partners (e.g. payment
processors) as their sole method of clearing payments, the Bank will initially focus its efforts on onboarding institutions
with the highest standards of AML/KYC compliance, as well as with the most conservative financial and jurisdiction risk
approaches. Given the vast market opportunity, the Bank can afford to be highly selective and expects this growth
trajectory to manifest into many profitable, long-term relationships.

Looking forward, the Bank’s goal is to resume its relationship with the FRBNY by leveraging its existing compliance
department with Qenta’s own team and technology to offer deposit accounts in USD.

6. PREPAID CARD SERVICES

The Bank currently offers prepaid card services through a partnership with Intercash, a global card program manager.
These cards are linked to a client’s online bank account to enable direct access to deposited funds through the
MasterCard network at ATMs, online, and point-of-sale (“POS”) systems worldwide. Bank cards are denominated in
multiple currencies and offer the customers the ability to have truly global access to their funds in over 210 countries
and territories, not requiring the Bank to extend credit. The Bank is also in the process of obtaining a Principal
Membership with either Visa or American Express, which will have a substantial impact on improving pricing, product
availability, and general competitiveness of the current card offering.

5 See previous sources in footnotes (1), (2) and (3).



Further to individual cards for bank clients, the Bank provides payroll card services to corporate clients looking to pay
contractors and employees without a bank account. The system works by issuing employees with a payroll card linked
to an account into which the employer deposits the employees’ salaries. Employees then use the prepaid card as they
would a standard bank debit or credit card. Cards can be used as both an expense card (for staff expenses and retail
spending) or as another alternative form of payroll (in place of a check wire transfer or direct deposit). In many cases,
this is a more cost-effective, transparent, and faster payment method than the traditional options, which makes it
especially compelling for international businesses with employees or contractors in different jurisdictions and
currencies.

EXPANSION AND GROWTH

Qenta’s management brings an extensive track record in the financial services industry and anticipate leveraging its
combined knowledge to expand the products and services offered to the Banks’ customers. The management envisions
adding: (1) credit card services, (2) cryptocurrency custody solutions, and (3) loans to commodity producers and e-
commerce merchants. It is worth noting that these new products and services are only partially contemplated herein
(please see note re: financial projections or budgets below). Details on the portfolio expansion are elaborated below:

CREDIT CARD SERVICES

The Bank plans to partner with a renowned credit card company, enabling its customers to borrow funds. Under the
proposed scheme, cardholders would agree to pay the money back with interest. Given the Bank’s international
footprint, lines of credit would be extended on a multi-currency array, attending to the needs of the Bank’s globalized
customers. In addition to the credit advantage, the cards would also offer greater fraud protection than debit cards by
allowing users to dispute unauthorized purchases or purchases of damaged or lost goods during shipping.

CRYPTOCURRENCY CUSTODY SOLUTIONS

The Bank plans to launch its cryptocurrency custody services aimed at customers looking for a safe-keeping solution
for cryptocurrencies with exceptional compliance and regulatory standards. The offer of crypto custody services
becomes fundamental to meet the needs of the various market stakeholders interested in using crypto and capturing
the new business opportunities with ample room for growth. Strong demand is for asset storage, mainly arising from
SMEs as digital asset adoption continues to increase exponentially throughout the globe.

LOANS TO COMMODITY PRODUCERS AND E-COMMERCE MERCHANTS

As the Bank repositions itself for a successful path, it revisited its former strategy of not offering loans to its customers.
As much as this strategy seems to align with the Bank’s principle of providing clients safety and stability, Qenta’s
management is confident that extending credit offers security and stability to the Bank’s customers. As such, the Bank
plans to launch its loans program initially oriented toward the real economy, focusing on commodity producers and e-
commerce merchants. By providing financing solutions to these groups, the Bank will support these SMEs better
manage their cash flows and make the necessary investments to expand their businesses.

Qenta strongly believes that the Bank will quickly and significantly benefit from becoming a member of the Qenta Group
due to the naturally synergistic product and service offerings, a wider network, cutting-edge technology, data analysis
capabilities and management industry knowledge. The below are examples of such added capabilities, companies or
solutions within and outside the group:



G-Wallet Corp.

US agent for customer onboarding into Qenta’s responsible gold-backed (G-Coin)
wallet. Registered as MSB (money transmitter) with FinCEN since 2017, and
operating under no-action letters in 33 US states. Similar entities exist in other key
jurisdictions, e.g. Switzerland and Luxembourg, where a no-action letters have
been obtained from FINMA and CSSF for the offering of G-Coin.

Emergent Technology Ltd. and

IP holders of Qenta’s patented physical asset tokenization solution and

Responsible  Gold  Supply : Responsible Gold Supply Chain Application for the tracking of responsibly sourced
Chain LLC gold from mine to vault.
G-Mint Sarl Swiss affiliate responsible for holding physical responsible gold and minting G-
Coin. Received recognition by local SRO.
Responsible Gold Trading : UAE-based treasury, central risk management center and physical and digital gold
- DMCC trading desk. Holder of a gold trading license from the Dubai Multi Commaodities

Centre.

Qenta Payment CEE GmbH,

Bamcard, d.d. and others.

Affiliates holding payment service provider-type and switch licenses from various
- Emergent Payments Ghana,

local regulators and PCI-DSS certifications who offer a suite of tech-driven -

- payment and integrated compliance solutions.

Our solid engineering teams work on group-wide solutions including a secure and
customizable tiered KYC/onboarding system and a blockchain-based identity and
data sharing solution to facilitate transactions of different natures between data

- owners, verificators and merchants.

HedgePoint Switzerland Ltd.
and HedgePoint DTVM Ltda.

Non-related Parties

Swiss and Brazilian (BACEN licensed broker dealer) subsidiaries offering a suite
of commodity and FX trading solutions with brokerage and hedging services.

Since 2021, Qenta has a partnership with MoneyGram International for the use of
the latter’s branch network as cash-in/cash-out locations for G-Coin holders. The
group has other relationships with key stakeholders, including banks, BIN
sponsors, card networks and participants in the gold and other commodity supply
chain ecosystems.

CUSTOMER ACQUISITION AND MARKETING

EPB obtains customers from five primary marketing strategies:

1. Cross-Selling [NEW; Post-Acquisition Integration]: as the Bank becomes part of the Qenta structure,
customer acquisition will take place by offering the former products and services to the latter's customer




base across all different products and services: G-Coin®, hedging’, global payment gateway?,
Responsible Gold Supply Chain?®, etc. Qenta has over 15 million accounts in its tech stack.

Referring Agents ("RA"): A RA is a professional individual, or services company who enters in a
relationship with EPB to refer potential clients. Over the last 10 years EPB has developed an extensive
network of over 600 active professional RAs who refer business to on a daily basis.
= These introducers, or RAs enter into referral agreements with EPB to introduce business. RAs
range from lawyers and accountants to professional corporate service firms and other financial
institutions.
=  The Bank maintains a dedicated team of Business Development professionals, who focus on
customer acquisition through partnerships with RAs.
= By working directly with RAs and providing them dedicated service, the Bank is able to ensure
referrals are high quality, compliance focused and suitable for EPB.
= About 50% of new accounts are generated through referreals from RA.

Existing Clients: With over 3,500 existing clients EPB’s network has expanded substantially over the
last 10 years through word-of-mouth referrals from existing clients. The onboarding team at EPB is trained
to encourage clients to make referrals and the personalized service that the bankers provide is a
constructive factor in eliciting these recommendations

Online Search: Given the online presence of the Bank, many customers learn about its products and
services through online search (Google, Yahoo, etc.). EPB’s website ranks highly with many key search
topics and has back links from hundreds of financial and corporate services websites due to the existing
RA network. In addition, EPB maintains very positive ratings on BirdEye (4.9/5), Google (4.3/5) and
Trustpilot (4.1/5) on hundreds of real customer reviews.

Cross-Selling

EXiSting PartnerS: In Working Emergent" Offer EPB products/services to Coin
directly with many strategic Iy T
partners in the Point Referring Agents

services industry, the Bank is
referred to customers who are
looking for digital
services that they do not
provide. Examples of existing

partners  are

Currency  Matters,
Bullion and WH Ireland.

BUSINESS DEVELOPMENT

Boost brand awareness through
print media, podcasts
sponsorship, online publications
and social media

In working directly with many
strategic partners in the
financial services industry the
Bank organically develops new
account relationships

New initiatives under ETP

About 50% of new accounts are
generated through referrals from
Referring Agents (RAs). These
range from lawyers, accountants,
corporate consultants and many
other professionals worldwide. It is
important to note that agents only
refer business, they do not open

accounts

Online Search
(SEOISEM)

The Bank's website ranks
highly with many search
topics and on prominent
review sites (4.6/5 on
Trustpilot, 4.5/5 on Google
Reviews). This channel has
made up approx. 40% of
new accounts

Currently, the Bank’s Sales and Marketing department counts with three employees full-time and it is the process of
expanding into a proper Business Development department. The Bank will hire a dedicated professional to focus on

8 https://www.gcoin.com/

7 https://hedgepointglobal.com/

8 http://femergentafrica.com/

9 https://www.responsiblegold.com/
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customer acquisition through partnerships with Referring Agents along with a marketing person in house to enhance
brand awareness

Moreover, once the Acquisition closes, the Bank’s Sales and Marketing will be working closely with Qenta’s business
development team allowing for the formulation of new strategies and the use of more extensive resources. Qenta
counts with over ten employees dedicated to sales growth initiatives as shown on the attached linked below.

PDF

ETP - Org
Chart_02212022.pdf

Information Technology

One of the most significant cost factors associated with the Bank is fixed and recurring IT costs. Financial services
firms spend more on IT than any other industry compared to revenues. Banks’ IT costs average 7% of their revenues
compared to 4% across different sectors'?. Given the cost of IT and its importance in operating a remote, online-only
bank, it is crucial to have the expertise and resources to deploy an adequate IT infrastructure. The Bank has invested
millions of dollars in IT infrastructure over the last five years and continues to invest heavily in this area. These
investments have resulted in developing enterprise-grade systems, which can be replicated at a minimal cost to another
similarly structured financial institution. Some of these systems and vendors are detailed below.

KEY TECHNOLOGY VENDORS

e Temenos — Ranked as the best-selling core banking system for 15 years by IBS Intelligence and used by 41
of the top 50 banks worldwide'".

e Pegasystems — Gartner and Forrester market leader in CRM and automation solutions, including American
Express, AT&T, Bank of America'2.

e Eastnets — Over 1,000 financial institutions and corporations in 120 countries benefit from solutions powered
by EastNets, including 22 of the top 50 global banks'3.

e NETinfo — Customers include Bank of Cyprus, Oman Arab Bank, Kenya Commerical Bank, and many
others™.

e Sherweb — Leading Canadian cloud solutions provider with over 60,000 customers worldwide, Microsoft
certified gold partner?s.

e Microsoft — Leading American multinational technology corporation which produces computer software,
consumer electronics, personal computers, and related services'S.

CORE TECHNOLOGY SYSTEMS

e Core banking (Temenos T24) — Ranked #1 core banking software in 2020 by IBS".

10 https://www.dbresearch.com/PROD/DBR_INTERNET_EN-
PROD/PROD0000000000299039/IT+in+banks%3A++What+does+it+cost%3F+High+IT+costs+call+for+an+eye+on+efficiency.pdf

1 https://www.temenos.com/en-us/about-temenos/what-we-do/

12 https://www.pega.com/about/company/awards

13 http://lwww.eastnets.com/AboutUs/Customers.aspx

14 https://netinfo.eu/clients/#success-stories

15 http://www.sherweb.com/en-ca/about-us

16 https://www.microsoft.com/en-us/about

7 https://www.temenos.com/news/2020/06/16/ibs-recognizes-temenos-as-the-1-best-selling-banking-software-for-digital-core-banking-
payments-and-risk-management/
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e Multi-channel internet/mobile banking (NETinfo/NETteller) — Modern HTML5 cross-browser/platform
internet and mobile banking solution, customized for the Bank’s needs.

e AML profiling (Temenos Profile) — Industry-leading AML profiling software'8.

e AML screening (Eastnets SafeWatch) — Used by over 600 financial institutions worldwide to offer market-
leading watch list filtering'®.

¢ Financial messaging hub (Eastnets PaymentSafe) — Single platform to handle automated financial
message processing?°.

e SWIFT certified service bureau (Eastnets) — SWIFT Alliance Access service bureau, professional hosted,
redundant deployment.

e CRM (Pegasystems / Microsoft Dynamics) — Industry-leading CRM for enterprises. The Bank’s back-end
system uses Microsoft Dynamics to store data that is accessible through Pegasystems.

e Communication systems (MS Exchange/Office365, Microsoft Teams SIP/PBX)

KEY BUSINESS RISKS

The below business risks are not listed in any particular priority level and are provided to give a clear outline of the
critical risk points identified by management and the subsequent measures to mitigate or eliminate these risks.

INABILITY TO INITIATE PAYMENTS

The most significant risk to the Bank is the inability to initiate transactions due to a loss of correspondent banks or the
failure to acquire new ones. There is an increasing challenge globally to maintain relationships with financial institutions
in significant markets such as the USA, Canada, and Europe. Along these lines, Latin America and the Caribbean have
been the hardest hit, with 89% of respondents in those jurisdictions reporting to the World Bank that they were
experiencing significant to moderate declines in foreign correspondent banks?".

Given the substantial costs of compliance and regulation in the correspondent banking industry, over $5 billion as of
2020 with annual growth of 7.9%%2, this trend is only expected to continue.

To mitigate this risk, the Bank continues to focus on developing targeted relationships with other financial institutions
that have interest in specific parts of the business (ex: GBP payments at UK banks). Currently, local payment systems
(ex. SEPA, CHAPS) are under less pressure than international SWIFT transfers due to the inherently transparent nature
of these payment methods. As such, the Bank will seek to expand EPB’s payment network to vendors that can provide
access to these channels.

MANUAL TRANSACTION ENTRY ERRORS

In a financial business that has numerous streams of data coming from various partners, custodians, and other financial
institutions worldwide it is paramount that key processes be in place to manage the risk of manual transaction entry

18 http://www.temenos.com/en/products-and-services/front-and-middle-office/financial-crime-mitigation/aml/

19 http://www.eastnets.com/Solutions/Compliance/AML/WatchlListScreening.aspx

2 http://www.eastnets.com/Solutions/Payment/FinancialMessagingHub.aspx

21 hitp://www-

wds.worldbank.org/external/default/ WDSContentServer/WDSP/IB/2015/11/24/090224b083395501/3_0/Rendered/PDF/Withdraw0from000wh
atOtoOdoOaboutOit.pdf - page 11

22 hitps://lwww.swift.com/assets/swift_com/documents/about_swift/SWIFT_white_paper_correspondent_banking.pdf
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errors. The Bank has established many industry-leading principles for payment reconciliation including using a four-
eye principle for reviewing all manually created transactions and authorizations. The Bank continues to drive straight-
through-processing (STP) rates as a means of reducing the opportunity for human intervention. Major investments in
IT systems have already been made by the Bank in this area and will only continue.

Loss oF CONFIDENCE (“RUN ON THE BANK”)

A run on the bank occurs when clients at a fractional reserve bank make a large number of withdrawals at the same
time, usually due to some sort of panic or crisis, resulting in a destabilization of the Bank’s financial position to the point
of insolvency or bankruptcy. Fortunately, due to the projected Bank’s full-reserve model, a bank run is likely to become
a direct risk to solvency as the Bank will always maintain 100% of client deposits on reserve.

It is still worth noting that there are a few circumstances that could likely result in a wholesale withdrawal of client funds,
which could substantially impair the profitability and long-term viability of the banking operation in Puerto Rico. The first
possibility is that there would be a data breach that was publicized. This could either occur at an internal level (staff or
contractor leaks confidential client data) from an external source (a “hack”) or due to a software failure. Substantial
ongoing investments in IT, security infrastructure and protocols, internal data handling procedures and training, as well
as policy implementation are the most effective ways of managing this type of risk.

The second possibility is that there is a major negative news event. The result of this type of event could be severe if it
impacts the Bank’s financial relationships with key custodians, partners, or clients. The best way to reduce the exposure
in this type of situation is to continue to form strong relationships with all key stakeholders, which is another reason why
the one-to-one customer service model in the Bank is so important. The Bank also assigns experienced management
to handle all key relationships to ensure that any negative news can be managed and mitigated.

CYBERSECURITY INCIDENTS

Global cybersecurity threats and incidents can range from uncoordinated individual attempts to gain unauthorized
access to IT systems to sophisticated and targeted measures known as advanced persistent threats, directed at the
Bank and/or its third-party service providers. While the Bank has experienced and expects to continue to experience,
these types of threats and incidents, none of them to date have been material to the Bank. The potential consequences
of a material cybersecurity incident include reputational damage, litigation with third parties, and increased
cybersecurity protections and remediation costs, which in turn could materially adversely affect the Bank’s results of
operations.

The Bank employs comprehensive measures to prevent, detect, address and mitigate these threats including access
controls, employee training, data encryption, vulnerability assessments, continuous monitoring of own IT networks
and systems, and maintenance of backup and protective systems.
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Organizational Structure

CORPORATE STRUCTURE

Euro Pacific Intl. Bank Inc.
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St. Vincent and the Grenadines
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BUSINESS UNITS

1. BOARD OF DIRECTORS

The Board of Directors’ duties are related to the overall enterprise of EPB’s business and where it aims to strategically
be. These duties can be summarized as support the Management in its of driving the bank forward; to consider with
great care EPB’s human, physical and financial resources and its strengths and weaknesses; to make sure strategic
and tactical plans are communicated appropriately and widely throughout EPB’s organizational and corporate
structures; to institute and support clear framework of policies, plans, guidelines, statements and objectives in all
spheres within Management must operate; to deal with potential business ventures, mergers, and acquisitions, etc.
that have the ability to shape the course of the Bank.

2. GENERAL MANAGEMENT

The General Management unit is the ultimate decision-maker and final point of escalation for issues within the Bank. It
manages most critical external relationships, shapes policy decisions, and ensures accountability and structure
throughout the organization.

3. COMPLIANCE

The Compliance unit is the most important area of the Bank, responsible for the enforcement and establishment of all
rules and standards related to maintaining the Bank’s compliance with Puerto Rico and United States laws, regulations,
and guidelines. The unit ensures that the entity complies with all aspects of business, from account opening to
payments and operations, all the way through to ongoing engagement and oversight with external and internal auditors
and regulators. The Bank’s compliance unit regularly works in concert with local regulators, and auditors to ensure that
all of the bank’s legal and compliance obligations are being met.

The Bank’s compliance unit is comprised of several sub-groups and teams that specialize in certain areas including
Onboarding, Screening, Transaction Monitoring, Regulatory Compliance, Quality Assurance, and Investigations,
among others.

Before internal reorganizations, one of the largest teams was the Onboarding team, which is the first line in the process
for new account applications, as well as account modification requests. This sub-unit assists in handling the operational
aspects of client onboarding, including interviews and completion of the preliminary paperwork. This department also
plays a vital role in supporting clients with initial usage of the banking system, including handling walkthroughs and
welcome packages for new clients. It is also responsible for re-engaging pending applicants who have not finished the
account opening process. Recognizing the importance of the Onboarding team, Qenta will focus on revitalizing this
department post-Acquisition Integration by leveraging its Onboarding department.

4. |T AND SYSTEMS ADMINISTRATION

The IT and Systems Administration unit handles all technical projects and issues that arise in the Bank. The unit also
manages the development of new initiatives that will enable the bank to become more technically independent and
improve efficiency at all levels of operation. The unit also handles any support and maintenance/admin requirements
related to any technical tools employed in the organization.

The unit is also responsible for maintaining a detailed disaster recovery plan and process to mitigate against any/all
technical risk(s) to the business.

5. OPERATIONS

The Operations unit handles three primary areas of function within the IFE. The first is Payments, which encompasses
the processing of all incoming/outgoing/internal funds transfers within the Bank, including the treasury operations for
the Bank. This group will work closely with the Compliance department. The second area is Card Services, which
handles the card programs that they run, including management of the relationship with the card issuers and customer
service issues related to card issuance/usage. The last area will be the Sales/Trading sub-unit, which focuses primarily



on any risk management activities, such as Treasury and FX risk management, as well as handling and fulfilling any
precious metals trading obligations.

6. ACCOUNTING

The Accounting department handles all the reporting, payroll, invoicing, and other financial obligations for the Bank.
The unit also interfaces with external organizations, auditors, and regulators to maintain regulatory standards related
to financial reporting.

7. SALES & MARKETING / BUSINESS DEVELOPMENT

The Business Development unit is responsible for handling all the marketing for the Bank. This includes maintenance
of all new and existing relationships with Referring Agents and other introducers, development or marketing materials
for introducers and the Sales department, management of marketing campaigns, and development of new referral
channels.

8. CLIENT SERVICES

The Client Services unit handles customer inquiries related to basic banking services, fielding customer phone calls,
and requests. They are the first line of support when a customer calls into the Bank or contacts the Bank through a
digital channel. They also act as the mediator between other units, such as compliance and operations, and the end
customers.
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THIRD PARTIES

The Bank relies heavily on the support of external third parties to perform many of the core services, as well as to
validate and support the development of industry best practices within the Bank. Some examples of key engagements
are:

e Temenos Software Services: provides the Bank with the hosting, infrastructure management, and
application support for Temenos T24 and Temenos Profile (FCM) applications.

¢ Pega Cloud: provides the Bank with the hosting, infrastructure management, and application support for the
Pegasystems Customer Service solution.

o Sherweb Managed Services: provides the Bank with infrastructure hosting and consulting services related
to the hosting of the Bank’s eBanking and ITM software solutions in the Microsoft Azure Cloud.

¢ Kevane Grant Thornton: provides the Bank with an annual (external) financial audit, in line with local
regulatory requirements.

¢ BDO (Compliance): provides an annual, independent audit of the firm’s BSA Compliance and AML Policies
and Procedures.

e BDO (Operational Risk): BDO was engaged in 2020 to develop a comprehensive Operational Risk
Framework, in line with the Federal Reserve’s requirements. The framework is completed and is ready to be
implemented.

e  Promontory/IBM (IT Risk): Promontory (IBM subsidiary) was engaged in 2020 to develop a complete IT Risk
Management and Assessment programs, in with the Federal Reserve’s requirements, following US federal
FFIEC guidelines. The programs are completed and are ready to be implemented.
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CAPITALIZATION

The Strategic and Budget Plan dated December 14, 2021 did not include the balance sheet as of December 31, 2021.
The current plans have incorporated the latest figures, whose share capital amounts to $13 million compared to $11.9
million as of September 2021. As a result, the Bank is currently in compliance with the capital requirements set forth
by the Basel Committee on Banking Supervision during Basel Il and consistent with applicable regulatory guidance in
Puerto Rico.

FINANCIAL PLANS

In light of letter from OCIF dated January 28, 2022, the Bank has outlined and accompanies two different Strategic
Plans:

¢ A No Change of Control Plan (or “Base” budget plan) , considering solely products and services that are
currently permitted under the IFE’s charter; and

e A Change of Control Plan (or “Upside” budget plan), which assumes that the change of control of the Bank
from Mr. Schiff to Qenta and the expansion of its charter to include the additional products and services
requested in the change of control application, have been approved by OCIF.

As such, the assumptions and required capital calculation have been outlined for each of the scenarios above.

1. BASE PLAN ASSUMPTIONS [I.E. ASSUMING NO CHANGE OF CONTROL OR
CHARTER EXPANSION]

1.1 GENERAL

1. Base Budget Plan does not assume change of control from Mr. Schiff to Qenta.

2. Projections are generally based on the Bank’s previous historic operations, number of customers and historical
average pricing structure.

3. Most of the projections considered in the financial plan take into results as of December 31, 2020, and
December 31, 2021.

4. Projections include the financial results of the IFE’s subsidiaries under the “Other Expenses” line items in the
financial model.

5. Projections do not include the following products and services: (1) credit card services, (2) cryptocurrency
custody solutions and/or (3) loans to commodity producers and e-commerce merchants.

1.2 KEY OPERATING DATA
A. MACRO ASSUMPTIONS

1. Total Number of Customers — Assume zero growth in the number of customers, both corporate and retail.
Assuming no change of control, the model considers that the current the Bank’s sales team and account
managers will retain current customers. Nonetheless, growth is not expected due to lack of investment to hire
additional professionals or to expand marketing campaigns.

2. Deposits per Customer — Assume zero growth in the deposit amount per customer, both corporate and retail.
Growth is not expected due to a lack of investment to hire additional professionals or to expand marketing
campaigns.
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B. REVENUE ASSUMPTIONS
B.1. PREPAID CARD

1.

Percentage of Customers with Prepaid Cards — Assume 30% of corporate customers have a prepaid card,
while assuming 90% of retail customers have a prepaid card.

Proportion of Deposit Used on Prepaid Cards — Assume corporate customers use the equivalent of 30%
of their deposits on prepaid cards, while assuming retail customers use the equivalent of 60% of their deposits
on prepaid cards.

Percentage Fee Charged by Prepaid Cards Usage — Assume a transaction fee of 1% of the amount spent
by corporate and retail customers through projection years, consistent with fees currently charged.

B.2. OTHER REVENUES

4.

Accounts Maintenance Fees — Assume fees of 0.7% of deposits amount for corporate and retail customers
in line with previous years.

Wire Transfer Fees — Assume fees of 0.6% of deposits amount for both corporate and retail customers in
line with previous years.

FX Fees — Assume fees of 0.4% of deposits amount for both corporate and retail customers in line with
previous years.

Administrative Fees — Assume fees of 0.3% of deposits amount for both corporate and retail customers in
line with previous years.

Average (net) Commission Earned per Metals Trade — Assume net fees of 0.9% of precious metals
inventory based on previous years’ average commission rate per trade less average trading costs of 0.25%.

Other Income Fees — Assume fees of 0.4% of deposits amount for both corporate and retail customers in
line with previous years.

C. EXPENSES

1.

Payroll — Based on the current staff of the Bank and all subsidiaries through December 2021. Given that no
growth is expected in the base plan, forecast does not assume any new hires nor further downsizing such that
payroll expenses would grow due to inflation. Therefore, assume an annual growth of 5% from 2021 level in
the payroll and payroll related expenses.

General and Administrative — Given that no growth is expected in the base plan, forecast does not assume
additional G&A items such expenses would grow to inflation. Therefore, assume an annual growth of 5% from
2021 level in the G&A expenses. These expenses include:

a. Legal and professional fees;

b. Government fees (US$5,000 for license renewal, paid annually);

c. Software hosting and licensing;

d. Office expenses (include rent, utilities, office maintenance, security, etc.);
e. Audit fees;

f. Bank card processor/issuer fees (outstanding cards’ maintenance and operation);
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g. Wire transfer costs (paid to the correspondent banks for processing customer wire transfers);

h. Interest expense (cost of maintaining deposits overnight in negative interest rate currencies, such
as EUR and CHF);

i. Travel and misc. expenses.

3. Other Expenses: Projections include other expenses related directly to EPB along with the financial results
of the IFE’s subsidiaries under the “Other Expenses” as detailed below:

a. EPB: Assume other expenses fluctuating from 3.4% to 4.3% per year of EPB’s net operating income
in line with previous years.

b. Euro Pacific Securities, Inc.: Assume net expenses of approx. $150k annually in line with previous
years.

c. Euro Pacific Advisors: Assume net expenses of approx. $20k annually in line with previous years.
It is worth noting that the Global Corporate Staffing impact on financial results of the group is de
minimis.

d. Euro Pacific Card Services: Assume net expenses of approx. $230k annually in line with previous
years.

e. Global Corporate Staffing: Assume net gains of approx. $10k annually in line with previous years.
It is worth noting that the Global Corporate Staffing impact on financial results of the group is de
minimis.

1.3. CAPITAL INJECTION

1. Proceeds from Common Share Issuances — Based on the base plan assumptions, the Bank is expected to
generate annual net losses from $2.5 million in 2022 to $3.2 million in 2026. That said, the Bank will continue
to depend on shareholder support in order to remain a fully-reserve IFE and to comply with minimum capital
requirements consistent with applicable regulatory guidance. The proceeds anticipated from common share
issuances are shown below:

Projected

Dividends and Stock Issuances: Units: FY20 FY21 FY22 FY23 FY24 FY25 FY26
Proceeds from Common Share Issuances: Smm - - 5.1 5.8 6.3 6.9 7.5
Total Proceeds: Smm - - 5.1 5.8 6.3 6.9 7.5
# Shares Issued in IPO: mm shares
# Shares Issued: mm shares
Total # Shares Issued: mm shares
Average Stock Price of Issued Shares: S/share N/A N/A S - S - S - S - $

PRO-FORMA BASE BUDGET PLAN?%3: — FINANCIAL PROJECTIONS FOR THE NEXT 5
YEARS OF OPERATION

23 Base budget plan does not assume a change of control.
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1.4 Capital Requirements

Under the base plan, EPB is expected to continue generating net losses and therefore equity issuance will be required
in order for the Bank to meet the minimum capital requirements set forth by the Basel Committee on Banking
Supervision during Basel Il and consistent with applicable regulatory guidance in Puerto Rico. These are currently:

« Common equity tier 1 capital to total risk-weighted assets ratio of 4.5%,

* Total capital to total risk-weighted assets ratio ("capital adequacy ratio”) of 8%.

Capital Adequacy

Total Assets
Cash and Cash Equivalents
Statutory Deposits:
Due From Related Companies
Inventory - Precious Metals
Receivables
Financial Instruments:
Property, Plant and Equipment (PP&E):
Other Assets:
Equity investments- at fair value
Investment in subsidiaries

Risk-Weighted Assets
Cash and Cash Equivalents
Statutory Deposits:
Due From Related Companies
Inventory - Precious Metals
Receivables
Financial Instruments:
Property, Plant and Equipment (PP&E):
Other Assets:
Equity investments- at fair value
Investment in subsidiaries

Risk-Weighted Assets
Cash and Cash Equivalents
Statutory Deposits:
Due From Related Companies
Inventory - Precious Metals
Receivables
Financial Instruments:
Property, Plant and Equipment (PP&E):
Other Assets:
Equity investments- at fair value
Investment in subsidiaries

Total Risk-Weighted Assets

Tier 1 Capital

Share Capital & Share Premium:

Retained earnings

Tier 1 Capital

Tier 1 Capital : Total Risk-Weighted Assets
Tier 1- Minimum Tier 1 Capital Requirement
Tier 1 - Compliance

Tier 2 Capital

Revaluation Reserves

General Provisions

Subordinated Term Debt

Hybrid Capital Instruments

Tier 2 Capital

Capital Adequacy Ratio ("CAR") = Tier 1 Capital + Tier 2 Capit
CAR - Minimum Requirement

CAR - Compliance

Units:

$mm
$mm
$mm
Smm
$mm
S$mm
S$mm
$Smm

$mm
$Smm

$mm
$mm
Smm
Smm
S$mm
S$mm
S$mm
S$mm

S$mm
Smm
$mm

$Smm
$mm
$mm

Smm
$mm
$mm
S$mm
$mm
%
%

LT SRV SV ST SRV SRV S

v »

FY20

164

1226 $

0.550 $
3.6
33.9

0.2

0.4
0.9

0%
0%
0%
0%
50%
100%
50%

100%
0%

LT RV VRV SRV SRV S

. 9
IS
v n

6.8 $
(7.0) $
(0.2) $
(23%)
4.5%
ERROR

0.00
0.00
0.00
0.00
0.00

(23%)
8.0%
ERROR
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FY21

116
69.7

12.2
29.9
0.7

0.1

0.4
0.9

0%
0%
0%
0%
50%
100%
50%

100%
0%

13.0
(9.5)

35
419%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
419%
8.0%
Complied

LT SRV SV T SRV SRV ST

v »

FY22

0%
0%
0%
0%
50%
100%
50%

100%
0%

118
69.7

12.2

329

0.1

0.0
0.0

18.1

(12.0)

6.1

2626%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

2626%

8.0%

Complied

LT RV VRV SRV SRV S

v n

FY23

0%
0%
0%
0%
50%
100%
50%

100%
0%

0.0
0.0

239

(14.7)

9.2

4506%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

4506%

8.0%

Complied

v LT SRV SV T SR SRV S

v

o

FY24

0.0
0.0

0%
0%
0%
0%
50%
100%
50%

100%
0%

30.2
(17.5)
12.7
6216%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
6216%
8.0%
Complied

v

v n

FY25

0%
0%
0%
0%
50%
100%
50%

100%
0%

128
69.7

12.2

43.8

0.1

0.0
0.0

37.1

(20.6)

16.6

8107%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

8107%

8.0%

Complied

o

v LT SRV SV T SRV SRV SV

v

w0

FY26

133
69.7

12.2
48.2

0.1

0.0
0.0

0%
0%
0%
0%
50%
100%
50%

100%
0%

44.7
(23.8)
20.9
10188%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
10188%
8.0%
Complied



2. UPSIDE PLAN ASSUMPTIONS [I.LE. ASSUMING CHANGE OF CONTROL AND
CHARTER EXPANSION]

2.1 GENERAL

1. Upside Budget Plan assumes change of control from Mr. Schiff to Qenta.

2. Projections are generally based on the Bank’s previous historic operations, historical average pricing structure,
and expected upside to be unlocked from Qenta’s cross-selling, and introduction of new products and services.

3. Excluding new products and services’ estimates, most of the projections considered in the financial plan take
into results as of December 31, 2020, and December 31, 2021.

4. Projections include the financial results of the IFE’s subsidiaries under the “Other Expenses” line items in the
financial model.

5. Projections include the following new products and services: (1) credit card services and (2) loans to
commodity producers and e-commerce merchants.

6. Projections do not include the following products and services: (1) cryptocurrency custody solutions, as further
market assessment needs to be performed before developing a strategy to be incorporated into the plan.

2.2 KEY OPERATING DATA
A. MACRO ASSUMPTIONS

1. Total Number of Customers — Assume an annual growth of 10% in the number of customers, both corporate
and retail. Assuming change of control, the new management expects these levels will be easily attainable
given the continued business prospects described in the Business Plan, the granting of interest income on
deposits, along with the cross-selling opportunities that the Bank will benefit from being part of a larger
structure,Qenta.

2. Deposits per Customer — Assume an annual growth of 5% in the deposit amount per customer, both corporate
and retail. The new management expects these levels will be easily attainable given the continued business
prospects described in the Business Plan, the granting of interest income on deposits, along with the cross-
selling opportunities that the Bank will benefit from being part of a larger structure, i.e. Qenta’s.

3. Average Annual 3-Month US Dollar LIBOR — The London Interbank Offered Rate (“‘LIBOR”) is a benchmark
at which global banks lend to one another in the international interbank market for short-term loans. There are
a total of 35 different LIBOR rates each business day with the most commonly quoted rate being the three-
month US dollar rate. Consider Trading Economics forecast?* lagged by one year to take a conservative
approach on interest rates increase.

24 https://tradingeconomics.com/united-states/interbank-
rate#:~:text=In%20the%20long%2Dterm%2C%20the,according%20to%200ur%20econometric%20models.
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B. REVENUE ASSUMPTIONS
B.1. CREDIT AND PREPAID CARDS

1.

Percentage of Customers with Prepaid Cards — Assume 30% of corporate customers have a prepaid card,
while assuming 90% of retail customers have a prepaid card.

Proportion of Deposit Used on Prepaid Cards — Assume corporate customers use the equivalent of 30%
of their deposits on prepaid cards, while assuming retail customers use the equivalent of 60% of their deposits
on prepaid cards.

Percentage Fee Charged by Prepaid Cards Usage — Assume a transaction fee of 1% of the amount spent
by corporate and retail customers through projection years, consistent with fees currently charged.

Percentage of Customers with Credit Cards — Assume 80% of customers, both corporate and retail, have
a credit card driven by competitive fees charged by the Bank. Moreover, the credit card will allow for customer
to make international transactions with no additional fees.

Proportion of Deposit Spent on Credit Cards — Assume corporate customers spend a proportion of 100%
of their deposits on credit cards, while assuming retail customers spend a proportion of 110% of their deposits
on credit cards. Given that the credit business aims at leveraging a customer’s buying power, assumptions
are deemed conservative as customers are forecasted to spend limited by the amount they have in deposits
at the bank.

Percentage Fee Charged by Credit Card Usage — Assume a transaction fee of 2% of the amount spent by
corporate and retail customers through projection years.

B.2. INTEREST-BEARING ASSETS AND LIABILITIES

1.

Bank’s Commodity Producers’ Addressable Market — Assume the Bank’s addressable market is 9% of the
total addressable market of commodities.

Bank’s E-Commerce Merchants’ Addressable Market — Assume the Bank’s addressable market is 10% of
the total addressable market of commodities.

Percentage of the Bank’s Commodity Producers Addressable Market Addressable Market — Assume
the Bank has 5% of its commodity producers’ addressable market. Assumption is deemed conservative given
the Bank’s global footprint and potential for cross-selling the service to customers as a result of the Acquisition.
Specifically, Qenta owns HedgePoint, a global hedging company focused on agricultural and energy
commodities.

Percentage of the Bank’s E-Commerce Merchants’ Addressable Market Addressable Market — Assume
the Bank has 5.0% of its e-commerce merchants addressable market. Assumption is deemed conservative
given the Bank’s global footprint and potential for cross-selling the service to customers as a result of the
Acquisition. Specifically, Qenta currently owns two large payments providers companies, already serving e-
commerce merchants globally, i.e. Qenta in Austria and Emergent Payments Ghana,

Avg. Interest Income Earned On — Assume a LIBOR spread on yield earned on loans to commodity
producers of 5.0% through projection years, while assuming a LIBOR spread of 3.0% on loans to e-commerce
merchants through projection years. The lower spread on the latter is a result of a more competitive market
than for commodity corporations.

Avg. Interest Rate Paid On — The new management anticipates remunerating customers’ deposits on a fixed
basis in order to retain customers, attract more and increase deposits per customer. Assume average interest
rate as LIBOR discounted by 0.3%.
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B.2. OTHER REVENUES

1.

Accounts Maintenance Fees — Assume fees of 0.7% of deposits amount for both corporate and retail
customers in line with previous years.

2. Wire Transfer Fees — Assume fees of 0.6% of deposits amount for both corporate and retail customers in
line with previous years.

3. FX Fees — Assume fees of 0.4% of deposits amount for both corporate and retail customers in line with
previous years.

4. Administrative Fees — Assume fees of 0.3% of deposits amount for both corporate and retail customers in
line with previous years.

5. Average (net) commission earned per metals trade — Assume net fees of 0.9% of precious metals inventory
based on previous years’ average commission rate per trade less average trading costs of 0.25%.

6. Other Income Fees — Assume fees of 0.2% of deposits amount for both corporate and retail customers in
line with previous years.

C. EXPENSES

1. Payroll — The expectation is that the Bank will add 2-5 new staff per year to support forecasted growth. It is
worth noting that the Bank will also benefit from shared services at the Qenta level alongside with collaboration
from employees across all entities. Therefore, assume an annual growth of 10% from 2021 level in the payroll
and payroll related expenses.

2. General and Administrative — Despite growth being expected in the upside plan, G&A expenses should
fluctuate solely with inflation as the Bank will benefit from shared services at the Qenta level such as legal and
professional fees, audit fees, software hosting and licensing. Therefore, assume an annual growth of 5% from
2021 level in the G&A expenses. These expenses include:

a. Legal and professional fees;
b. Government fees (US$5,000 for license renewal, paid annually);
c. Software hosting and licensing;
d. Office expenses (include rent, utilities, office maintenance, security, etc.);
e. Audit fees;
f. Bank card processorl/issuer fees (outstanding cards’ maintenance and operation);
g. Wire transfer costs (paid fo the correspondent banks for processing customer wire transfers);
h. Interest expense (cost of maintaining deposits overnight in negative interest rate currencies, such
as EUR and CHF);
i.  Travel and misc. expenses.
3. Other Expenses: Projections include other expenses related directly to EPB along with the financial results

of the IFE’s subsidiaries under the “Other Expenses” as detailed below:

a. EPB: Assume other expenses fluctuating from 3.4% to 4.3% per year of EPB’s net operating income
in line with previous years.
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b. Euro Pacific Securities, Inc.: Assume net expenses of approx. $150k annually in line with previous
years.

c. Euro Pacific Advisors: Assume net expenses of approx. $20k annually in line with previous years.
It is worth noting that the Global Corporate Staffing impact on financial results of the group is de
minimis.

d. Euro Pacific Card Services: Assume net expenses of approx. $230k annually in line with previous
years.

e. Global Corporate Staffing: Assume net gains of approx. $10k annually in line with previous years.
It is worth noting that the Global Corporate Staffing impact on financial results of the group is de
minimis.

2.3. CAPITAL INJECTION

1. Proceeds from Common Share Issuances — Based on the upside plan assumptions, the Bank is expected
to generate annual net income from $0.5 million in 2022 to $2.5 million in 2026. That said, the Bank will not
continue depending on shareholder support to comply with minimum capital requirements consistent with
applicable regulatory guidance. As a result, the plan does not anticipate proceeds from common share
issuances.

PRO-FORMA UPSIDE BUDGET PLAN?%®: — FINANCIAL PROJECTIONS FOR THE NEXT 5
YEARS OF OPERATION

[See attached]

25 Upside budget plan assumes a change of control from Mr. Schiff to ETP.
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2.4 CAPITAL REQUIREMENTS

Under the upside plan, EPB is anticipated to exceed the minimum capital requirements set forth by the Basel Committee
on Banking Supervision during Basel |l and consistent with applicable regulatory guidance in Puerto Rico. These are

currently:

« Common equity tier 1 capital to total risk-weighted assets ratio of 4.5%,

* Total capital to total risk-weighted assets ratio ("capital adequacy ratio”) of 8%.

Capital Adequacy

Units:
Total Assets $mm
Cash and Cash Equivalents Smm
Statutory Deposits: Smm
Due From Related Companies Smm
Inventory - Precious Metals Smm
Receivables $mm
Financial Instruments: Smm
Property, Plant and Equipment (PP&E): Smm
Other Assets:
Equity investments- at fair value Smm
Investment in subsidiaries Smm
Risk-Weighted Assets
Cash and Cash Equivalents %
Statutory Deposits: %
Due From Related Companies %
Inventory - Precious Metals %
Receivables %
Financial Instruments: %
Property, Plant and Equipment (PP&E): %
Other Assets:
Equity investments- at fair value %
Investment in subsidiaries %
Risk-Weighted Assets $mm
Cash and Cash Equivalents Smm
Statutory Deposits: Smm
Due From Related Companies Smm
Inventory - Precious Metals Smm
Receivables $mm
Financial Instruments: Smm
Property, Plant and Equipment (PP&E): Smm
Other Assets:
Equity investments- at fair value Smm
Investment in subsidiaries $mm
Total Risk-Weighted Assets $mm
Tier 1 Capital
Share Capital & Share Premium: Smm
Retained earnings $mm
Tier 1 Capital $mm
Tier 1 Capital : Total Risk-Weighted Assets %
Tier 1- Minimum Tier 1 Capital Requirement %
Tier 1 - Compliance -
Tier 2 Capital
Revaluation Reserves Smm
General Provisions Smm
Subordinated Term Debt Smm
Hybrid Capital Instruments Smm
Tier 2 Capital $mm
Capital Adequacy Ratio ("CAR") = Tier 1 Capital + Tier 2 Capit %
CAR - Minimum Requirement %

CAR - Compliance -

$

w RV RV Y RV RV RV VS

v

v n

FY20

0%
0%
0%
0%
50%

164

1226 $
0550 $

3.6
33.9
0.8

0.2

0.4
0.9

100%

50%

100%
0%

6.8
(7.0)
(0.2)

(23%)
4.5%

ERROR

0.00
0.00
0.00
0.00
0.00

(23%)

8.0%

ERROR
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v n

$

FY21

116
69.7
0.6
12.2
29.9
0.7

0.1

0.4
0.9

0%
0%
0%
0%
50%
100%
50%

100%
0%

13.0
(9.5)

3.5
419%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
419%
8.0%
Complied

$

RV ARV SRV SRV SRV ARV RV

v n

FY22

0%
0%
0%
0%
50%
100%
50%

100%
0%

133

46.3

0.6

12.2
329
0.8

0.1

0.0
0.0

13.0
(9.0)
4.0

856%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

856%

8.0%

Complied

$

RV ARV SRV SRV SRV RV SRV

v n

FY23

0%
0%
0%
0%
50%
100%
50%

100%
0%

155

58.3
0.6
12.2
36.2
1.0

0.1

0.0
0.0

13.0
(7.1)
5.9

1054%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

1054%

8.0%

Complied

v v

v n

wr v n

12.2
39.9
11

0.1

0.0
0.0

0%
0%
0%
0%
50%
100%
50%

100%
0%

13.0
(5.0)

8.0
1339%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
1339%
8.0%
Complied

$

RV ARV SRV SRV SRV ARV SRV

v n

FY25

0%
0%
0%
0%
50%
100%
50%

100%
0%

210

103.3
0.6
12.2
43.8
1.2

0.1

0.0
0.0

13.0
(2.6)
10.3

1641%

4.5%

Complied

0.00
0.00
0.00
0.00
0.00

1641%

8.0%

Complied

$

v v

v n

FY26

243
131.3
0.6
12.2
48.2
13

0.1

0.0
0.0

0%
0%
0%
0%
50%
100%
50%

100%
0%

13.0
(0.1)

12.8
1937%
4.5%
Complied

0.00

0.00

0.00

0.00

0.00
1937%
8.0%
Complied



