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Sonia Faizy

Captain
A Captain is a problem solver who likes change and
innovation while controlling the big picture.

Assessment Date
Report Date

03/03/2020
03/11/2020
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Summary

Strongest Behaviors

Sonia will most strongly express the following behaviors:

•Proactivity, assertiveness, and sense of urgency in driving to reach personal goals. Openly challenges the world.
•Independent in putting forth their own ideas, which are often innovative and, if implemented, cause change.

Resourcefully works through or around anything blocking completion of what they want to accomplish;
aggressive when challenged.

•Impatient for results, puts pressure on themself and others for rapid implementation, and is far less productive
when doing routine work.

•Proactively connects quickly to others; open and sharing. Builds and leverages relationships to get work done.
•Comfortably fluent and fast talk, in volume. Enthusiastically persuades and motivates others by considering their

point of view and adjusting delivery.
•Collaborative; usually works with and through others. Intuitive understanding of team cohesion, dynamics, and

interpersonal relations.

Sonia is a confident, independent self-starter with competitive drive, initiative, a sense of urgency, and the ability to
make decisions and take responsibility for them. Can react and adjust quickly to changing conditions and come up
with ideas for dealing with them.

Their drive is purposeful, directed at getting things done quickly. This individual responds positively and actively to
challenge and pressure, and has confidence in their own ability to handle novel problems and people. An outgoing,
poised person, a lively and enthusiastic communicator, tending to be a little more authoritative than persuasive in
style. Talks briskly, with assurance and conviction and is a stimulating influence on others, while being firm, direct,
and self-assured in dealing with them.

Distinctly faster-than-average pace of work, Sonia learns and takes action quickly. On the other hand, they’ll become
impatient and restless working repetitively with routine details or structured work and will delegate such work if
possible. Follow up will focus on completion and accomplishment, rather than how things were done. With an
interest in other people and their development, Sonia will delegate authority, limiting such delegation to those who
can be trusted, and following up with pressure for timely results.

Makes decisions about people and situations quickly. Assesses what’s generally going on, and rather than
exhaustively research, pulls together the information at hand and takes forceful action. They’re confident in
assumptions about any missing information, and comfortable acting even in the absence of complete information.
For this individual, continual progress towards the general goal is more important than always being exactly on
track; course corrections will be made as necessary, when the time arises.

Self-assured, Sonia sets high standards of achievement, both personally as well as for teams and looks for
opportunities to compete and to win. Venturesome, they are stimulated by new challenges and situations, and can
generally be found driving to new horizons. Harbors strong personal and professional ambition.
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Influencing Style

Management Style

Management Strategies

© Predictive Index, LLC 1955 - 2020

To maximize effectiveness, productivity, and job satisfaction, consider providing Sonia with the following:
•As much independence and flexibility in activities as possible
•Opportunities to learn and advance
•Opportunities for expression of, and action on, ideas and initiatives
•Variety and challenge in responsibilities
•Opportunities to demonstrate skills, and recognition and reward for doing so
•Freedom from routines and repetitive details, balanced by accountability for results.

As an influencer, Sonia will be:
•Authoritative in guiding processes towards goals
•Driven to keep the process moving along as quickly as possible
•Willing to take risks such as experimenting with a new idea or concept
•Flexible in working with others to gain agreement in different, and possibly unique, ways
•Outwardly focused on the audience, intuitively reading them and adjusting style to meet their needs if it will help

advance the process
•Comfortable and adept at influencing others about intangibles such as ideas or concepts.

As a manager of people or projects, Sonia will be:
•Broadly focused; attention is on where the team is going, and what goals are to be achieved, rather than on the

specifics of how they will get there
•Comfortable delegating details and implementation plans
•Reluctant to delegate true authority; will discuss ideas with others, and is open to alternative viewpoints, but will

only change opinions when an idea better helps the overall goal
•Quick to follow-up on delegated tasks, generally asking more whether it’s finished than how it was accomplished
•Constantly looking to improve performance and ability to compete
•Inclusive and team-building
•Direct and quick to voice an opinion of how things are going.
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SONIA FAIZY
This Personal Development Chart provides you with actionable insights based on your behavioral drives as measured by The Predictive Index. The
Chart includes a description of your natural Strengths and respective Caution areas to consider. The Self-Coaching Tips provided can help you balance
your most naturally occurring behavioral style in a variety of situations.

Personal Development Chart
2020 March 11

STRENGTHS

STRENGTHS

SELF-COACHING TIPS

SELF-COACHING TIPS

CAUTIONS

CAUTIONS

STRENGTHS

STRENGTHS
·Motivating, stimulating

SELF-COACHING TIPS

SELF-COACHING TIPS

CAUTIONS

CAUTIONS

·Creative, problem solver
·Data driven, analytical
·Thoughtful approach to

communicating information

·Reflective and introspective
·Anticipates problems

·Understanding and
collaborative

·Accepting of others’ decisions

·Supportive management style
·Interested in team welfare

and development

·Give presentations in your area of expertise
·Initiate conversations or schedule time to speak with others
·Create processes that encourage communication

·May be slow to trust and
reluctant to share until
comfortable

·Communication may be
pointed or minimalist

·May appear overly task-
focused or remote

·Shift your mindset from “I want to go along” to “I want to be fair”
·Stand your ground when you know you’re correct
·Come to situations and meetings prepared to contribute

·May shy away from tough
conversations

·May have difficulty making
unpopular decisions

·May be seen as too cautious
or not strategic enough

Use responsibly. 

communicator
·People-oriented, sociable

·Builds team cohesion and
collaboration

·Thoughtful delegator

·Drives change and
challenges status quo

·Seeks to lead and have an
impact

·Innovative, self-motivated
·Able to think “big picture”

·Allow others the opportunity to contribute and influence outcomes
·Consider how much detail or tangible information is needed when

communicating

·Ask about potential problems or risks

·May be too optimistic or
overly trusting

·May prioritize being liked or
being the focus of attention

·May appear overly talkative
and superficial

·Actively seek input from multiple sources
·Practice active listening and allow people to express their opinions

or ideas

·Think before you speak; think of how your message will be received

·May be seen as overly
aggressive

·May intimidate rather than
motivate

·May have difficulty delegating
authority

·May appear to be tough-
minded and directive

DOMINANCE (A) 

EXTRAVERSION (B) 

Captain

- The need to control

- The need for social interaction

People are complex. This PI Insight is a helpful starting point, but there’s more to

this person and pattern than what’s presented here. Contact a PI expert for additional insight.

PI Insights are great, but they’re no substitute for the knowledge and hands-on experience gained by
attending a PI workshop. Contact your PI Consultant or visit www.predictiveindex.com to learn more.

Page 1 of 2 © Predictive Index, LLC 1955 - 2020
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SONIA FAIZY

Personal Development Chart
2020 March 11

STRENGTHS

STRENGTHS

SELF-COACHING TIPS

SELF-COACHING TIPS

CAUTIONS

CAUTIONS

STRENGTHS

STRENGTHS

SELF-COACHING TIPS

SELF-COACHING TIPS

CAUTIONS

CAUTIONS

PATIENCE (C) 

FORMALITY (D) 

Captain

- The need for stability

- The need to conform

·Proactive and results-
oriented

·Able to deal with time
pressure

·Able to deal with variety and
change

·Multitasker, able to juggle
priorities

·Flexible approach to most
situations and people

·Able to delegate details easily

·Adept at changing
organizational needs

·Deals well with ambiguity

·Seek data to support your decisions
·Evaluate decisions from multiple perspectives or partner with

someone who can provide a balanced view

·Respect questions others have about “how” things will be done

·Reflect on situational urgency - does everything need to be done
right now?

·Recognize that people have different paces and manage
expectations

·Honor priorities and see initiatives through to completion

·May appear to be terse; “cut
to the chase”

·May tend to be intolerant of
delays especially when
impacting results

·May become frustrated in
stagnant environments

·May provide limited follow up
or attention to detail

·May not adhere to structure
or direction

·May appear to others as too
casual or uninhibited

Use responsibly. 

·Strong discipline and
execution

·Builds structure and respect
for the plan

·Focuses team on how to get
things done right

·Organized and thorough
follow-up

·Calm and stable
·Thoughtful listener
·Builds solid group processes
·Gives people time to process

·May be uncomfortable in
ambiguous situations

·May struggle with situations
that call for flexibility

·May be seen as a
perfectionist

·Clarify timelines and focus on “when”
·Manage time wisely - start early and leave time for the unexpected
·Keep others informed when progress is made

·Learn how to move forward when “enough” information is available
·Ask yourself: Is it worth this much time?
·Recognize and respect flexibility shown by others

·May appear uncomfortable
with change

·May appear to over-analyze
situations or be too cautious
·May have difficulty under time

pressure

·May be too comfortable with
the familiar and slow to adopt
new ideas

People are complex. This PI Insight is a helpful starting point, but there’s more to

this person and pattern than what’s presented here. Contact a PI expert for additional insight.

PI Insights are great, but they’re no substitute for the knowledge and hands-on experience gained by
attending a PI workshop. Contact your PI Consultant or visit www.predictiveindex.com to learn more.

Page 2 of 2 © Predictive Index, LLC 1955 - 2020
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CEO Letter & 
Quarterly OKRs 



Hey Fam, 
What an intriguing new decade we all find ourselves in.In the last month our lives
have been turned upside down with the spread of COVID-19. Luckly, at UMANA, we
are off to some extremely exciting opportunities and thanks to every single one of
you, we will be able to navigate this wild time with confidence and optimism. 

Although the times ahead can be extremely opportunistic for those who have
patience, attitude and a strategic vision, I can’t help to think of the inequity that exists
on our Planet, especially during the current crisis and what’s ahead of us. We are all
extremely fortunate, and I really mean it, every single one of us, part of UMANA
Family, come from a place of abundance, true wealth! We are healthy, well-loved,
have a home and work in a place that connects us with a bigger purpose, we bond
because we care. We care about doing good and leaving our mark in the world. I’m
sure that the same way as me, you couldn’t help but think of all the people who don’t
have the foundation and conditions that we have, hopefully humanity is getting some
perspective and will come back driven by a call to action, not accepting the status
quo of our society. Ideally like us, they will understand the importance of REDEFINING
WEALTH, and living a life driven by true purpose, meaning. 

As you all know, I always be a BIG optimist, and I truly believe 2020 will still be a year of
great returns for all of us. The decisions we make today and actions we take now will
have a long-term effect on the trajectory of our overall society and our own lives. 
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We’re all in this together!

 

I’m very conscious of how privileged we are and with privilege comes RESPONSIBILITY,
yes, responsibility to do more. In the upcoming week I will be strategizing for us our new
OKRs, and have in mind I will be thinking a way ahead, my mind is more concerned on the
real impact we, UMANA, can achieve in the next 10 to 20 years than the short outcomes,
but I understand we are all young, vibrant and we are driven by our bold dreams. 

I also understand that financial freedom is important for every one of you reading this
letter, along the years I expect that the exposure you are getting to our deal-flow,
strategies, actions, will inspire you to take action in your own portfolios, investments and
donations and achieve the abundance you want for your lives. Some of you will become
partners, others will get substantial commissions, carries and so on! I’m striving to build
a company that has as one of our core valued: transparency. 

All the documents, conversations, are accessible to anyone at Monday.App. So please,
be curious, hungry to learn, proactive, collaborative and bold! I’m sure you will start
noticing how many amazing opportunities we are exposed at our boards which you can
always offer to get involved and see what happens. Looking forward to see what the
future holds for every single one of us. 
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Oh and just one more thing before moving any further, I want to thank YOU for being
in this journey with me, we are all going through a lot of learning, growth and
uncertainty, but I have to say, not even in my best dream I have seen such a proactive
team. As things started getting blurry in the past couple of weeks, I’ve seen an
amazing increase of commitment from most of you. It made me realize how engaged
you are with the company, it’s beautiful and inspiring! 

Little by little we’ve been making a lot of progress on a few fronts and I’ve
highlighted our progress to date following the 100 days OKRs I’ve created back in
January. 

Stay focused and productive! 

Spread the light, 
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1.
●

2.

3.

OKR 1: We plan to succeed in structuring UMANA in 3 pillars multi-family office, as measured
by: 
1. Dividing UMANA in 3 core business; 2. Structuring the two new divisions as sub brands; 3.
Creating a first draft of what 2020 would look like for each division; 

We've achieved this OKR as planned. Comments of each Key Result below:

As you’ve all probably noticed, we’ve been smoothly establishing UMANA in 3 different
fronts: UMANA, Inc a multi-family office based in San Francisco, CA, serving HNWI (High
Net Worth Individuals) with a net worth of $1M to $300M. UMANA serves some of the
world's most powerful, influential and misunderstood individuals . From SIlicon Valley
Tech Founders, to Influencers, Conscious Athletes & Celebrities, with the mission of
redefining and creating wealth. 

UMANA GP, LLC (UMANA House of Funds) is the General Partner of the multiple
investment vehicles and funds that we create in-house with and for our family members.
UMANA GP is a full-service fund operations platform owned by UMANA, Inc. SPVs. A SPV
is an investment vehicle created to make a single investment. They are led by UMANA
and our reputable investors, and backed by sophisticated angels and experienced
investors. SPVs are private. Investors can participate by invitation only. Venture Funds.
Our venture funds are investment funds tailored to our family members who seek to get
more exposure to tech investments as well as impact investing. Each fund is created
based on the family member’s “Wealth Redefinition” and legacy goals.

UMANA Venture Studio, LLC is a mix of creative agency, venture capital fund and impact
consulting firm. We join forces with early-stage startups and their founders, co-creating
conscious brands. UMANA Venture Studio rethinks the mission of the company making
sure it’s aligned with the SDGs - then we design, strategize, match with influential
celebrities, co-build and invest. We transform ideas into scalable businesses. We are a
venture studio, we build impact-driven communities and companies. We haven’t fully
achieved this but I’m proud of how far we’ve become already. I have a way more clarity
now then I had in January and feel confident that we are going in the right direction. Back
in January I created a first draft of what would be included in our roadmap, was just an
idea to guide my thoughts, but it’s cool to look back and see that in such a short period of
time we made great moves, eliminating some of the ideas and achieving some of the
projects I was envisioning back then. Here is the roadmap.

We had planned to achieve it on April 1st, 2020. 

●

●
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1.

2.

3.

OKR 2: We plan to succeed in better serving our 5 family members, as measured by: 
1. Truly connecting with each of them; 2. Creating and deploy one specific strategy per
client; 3. Listening and refining the strategy that has been created per client.

We've achieved this OKR as planned. Comments of each Key Result below:

UMANA’s mission is to “REDEFINE WEALTH”. My main belief when founding this 
company was that "The more influential you are, more power you have the bigger 
responsibility is." Real power has always been in the hands of very few people and we 
are now seeing some hope, it's still super concentrated, what is changing that brings 
hope is the mindset of some of these extremely influential folks and wealth holders. 
The importance of this Key Objective is key for our company to succeed. Listening to 
and understanding our family members, their vision of the world, we can little by little 
be part of the change, we can guide them in better decisions and educate them to 
educate their audiences about specific matters. Out of 5 family members, 3 of them 
were familiar with the SDGs before working with UMANA. These five family members 
are serving UMANA as a case study. We are trying to prove that what we are doing 
for each of them, can be replicable, and if my assumption that these influential do 
care about doing good,and the only thing that is missing for them is guidance and 
structure. Oh well, if this assumption is correct and we can validate through them, we 
will be onboarding new family members by Q4/2020. Doors keep being opened on a 
monthly basis. I've never been introduced to so many influential names, and everyone 
seems to need what we are offering. I've been super focused on pacing the company, 
it's tempting to on-board other family members, but we are not ready yet, we are 
experimenting, learning and deploying multiple strategies for each person.

Adrian Grenier: Structuring DuContra Ventures and personal branding strategy. 
Anderson Silva: Structuring Spider Ventures and personal branding strategy.
Jeremy Gardner: Offering support on this personal development, radical change in 
his lifestyle, where guided by UMANA, he has gone through a spiritual journey with 
plant medicine (Ayahuasca), started seeing a therapist and diagnosed bipolar and is 
now on a healing program.
Marcelo Valente: Structuring his first SPV: BABEL NABIS SPV, LLC. Offer support on 
fundraising and closing investors.

Ryan Bethencourt: I didn't have a plan for Ryan and still don't have. Being mainly 
trying to understand where we could add value to him through WildEarth.
Doing that carefully and already adapting each family member’s strategy and new 
demands and you will be in our new OKRs for the next 100 days.

We had planned to achieve it on April 1st, 2020. 
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OKR 3: We 

1. Creating a filing system 
2. Organizing GDrive and DocSend 
3. Structuring Monday.App aligned with GDrive

We had planned to achieve it on March 15th, 2020. 

plan to succeed in having UMANA’s files in order, as measured by: 

We've achieved this OKR as planned. Comments of each Key Result below:

1, 2 and 3. Wow, I can’t not compliment Diego enough on this task. Team! You have no idea how
focused Diego has been since January to get this filing system structured. He has been doing a
PHENOMENAL job! Before Diego, we had multiple hires working on this vertical, and what they
left behind for Diego to organize was exhausting. Sometimes we would find the same document
saved 5 times, in different folders and different names, making it almost impossible to find
accurate documents. In terms of compliance it was getting extremely challenging to be on top of
things. Without this division in order, we would not be able to even think of on-boarding new
clients or launching new funds/ SPVs. 

If I were to try to share with you specifically all the work Diego accomplished I would need a
few days to cover all the details.

Thank you note for you Diego! I’m so proud of your achievements!! You joined our team in
August 2019 without any exposure whatsoever to the venture capital, wealth management or
investment industry, you knew it would be challenging but I'm sure you had no clue how much
learning you would be going through. It's pretty fascinating to me to your level of commitment
and growth. 

I can't thank you enough. Some types of work can be boring, I noticed that you switched your 
attitude, if at some point you are thinking organizing all these were kind of unnecessary, 
suddenly you understood WHY, you got to learn how important were your tasks and how 
important were you for the company. Today you are a fundamental part of our team. I can't 
wait to see what the future holds for us.

*Diego had a 20% salary increase in April.

““Hard work works harder than luck!”. 
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1.

-

2.
-
-

We've achieved this OKR as planned. Comments of each Key Result below:

OKR 4: We plan to succeed in validating the creation of a personal branding strategy for our
family members as measured by: 

1. Using myself as pilot project before asking the family members to do the same 
2. Testing the services of the professional Anastasia Blackman to be the person responsible to
create that blueprint and strategy 
3. Create a 30 to 90 days instagram plan and deploy the strategy 4. Create new website and
media-kit

I’m a big believer in the importance of having skin in the game in any endeavor you do
in life. As you start paying attention, you will notice that apply in every single aspect of
our Company. I would never ask a family member (client or team) to do something that
I wouldn’t be willing to do. In order to establish real trust, it is very important to do
things that way. As we all know, instagram is a very personal tool, and not everyone is
open to “revamp” it, follow guidelines, in order to communicate a specific voice and
tone. If our family members will be getting advisory shares in exchange for posts, I
believe they should use their voice genuinely and in a way that can spread a message
for something that truly matters to them. Letting myself be “tested” as the pilot
project was an important move to see how a family member would feel when working
with Anastasia. Anastasia process consisted in: Had to fill out a questionnaire called
“Personal Brand Discovery”;

Brand Discovery 

We had planned to achieve it on Feb 15th, 2020. 

(2-hour meeting-interview): To create a brand strategy, where she gave me 

ideas on a visual story, she needed a more specific and deep understanding of my brand
purpose, values, and message. So based on my answers, she would put together more
questions to understand who I am and what my brand stands for. We’ve also talked about
my target audience, platforms for brand exposure, and frequency of posts to establish the
brand.
Story board: During the second meeting, she presented pictures and photos, suggestions
on 
colors, fonts, style, objects, and locations that would instantly tell my story and brand statement
to my audience. She explained how visual storytelling works and how to communicate your brand
without words. You will be able to make corrections and suggestions, that's how we would make
sure that my brand will stay authentic. After that, she would have enough info to work on my
Brand Blueprint.

p. 35
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-

 blueprint strategy;

3. Anastasia did create an instagram plan for me to post in 12 weeks, I ended up only doing 
8 weeks. To be sincere, I felt that it was quite overwhelming to be posting 5 times a week, 
answering messages (that were not important) and having all that exposure did not make 
sense to me. As an experiment I realized that this was EXTREMELY important. Is very easy to 
ask a client to post pictures in a certain way and frequency without really understanding what 
that means, and feeling it on my own skin was super helpful to create more empathy in this 
process, from the strategy, to the photoshoot and deployment, everything was a big lesson. 
If you go to my instagram you will see that all the posts of 2020 were under Anastassia’s 
plan.

4. The new website embracing this new storytelling was launched earlier this year, You can 
check it out here. 

Blueprint: It's a PDF document with my Brand strategy: statement, message, colors, style, 
and ideas for a visual story that shows who I am and what I stand for. This Blueprint would
help me to keep the consistency and integrity of my brand. Using it as a guide and showing
it to every person who creates content for my website, cards, photos, posters, etc.
Following that strategy and keeping it consistent will build recognition and establish my
brand. Here was the first version of the 

EXHIBIT F

p. 36

https://docsend.com/view/vs2uvcc
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://www.instagram.com/baminuzzi/
https://docsend.com/view/vs2uvcc


1.

2.

We've achieved this OKR for some of the family members as planned and failed for 
Anderson Silva. Comments of each Key Result below:

OKR 5: We plan to succeed in creating a personal branding strategy for our family members,
as measured by: 

In early January Adrian and Anastasia had their first meeting at UMANA’s home.
Anastasia had the chance to do ask the get the answered for the questionnaire in a 3
hours “interview”. Important to note that it takes time for our clients to establish trust,
Adrian was not super open during most of the conversation but Anastasia had
patience and made it work. Adrian approved Anastasia’s blueprint but he didn’t
follow the plan. The learning with this experience was that even when people say they
don’t care about their social media and they could have someone managing and
posting for them, it’s not really true. Social media accounts are very personal. The
good side of things is that Adrian is open to experiment more and has been posting
pictures trying to follow the plan, but not with the consistency we had planned and
still with very little talk about the portfolio companies but he does have a strong
presence talking about his causes and educating his audience through his posts.
Anastasia also did additional pics for DuContra’s portfolio companies, you check here
the images for Blueland and JUST.
Anderson and I had the chance to spend more time together in January and 
February, we’ve discussed Spider Ventures and his wealth management plan. When I 
asked him to take Anastassia’s questionnaire, he didn’t feel like doing it, saying he 
didn’t want to work on his personal branding. I shared with Anastasia that but said she 
could give a try and develop a blueprint for him based on the identity & Mission 
UMANA had previously created for him, she accepted the challenge and generated 
this blueprint. Anderson did not approve, he said was a cool blueprint to be used at 
Spider Ventures account but he would prefer to stick to his authentic posts on 
instagram.
On a side note, Kaory Silva, Anderson’s daughter, was asking my support on her personal
branding and career strategy. Before deploying much time on helping her (already have a lot
on my plates to manage and the priority should be Anderson), I suggested Kaory to work with
Anastassia, she accepted the idea, met with Anastassia and loved her blueprint. She is now
waiting for my guidance on next steps. 

1
.
2
.
3
.

Adrian going through Anastassia’s 4 steps process and deploying strategy
Anderson going through Anastassia’s 4 steps process and deploying strategy
Jeremy going through Anastassia’s 4 steps process and deploying strategy

We had planned to achieve it on April 15th, 2020. 
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3. Jeremy was the most fluid one to work. Important to note that is also related to the level of
trust 

Jeremy has at UMANA already, we've been delivering meaningful results and efficiencies to his multiple
needs, from tax planning, to operations of Ausum, legal work of MadeMan, personal development and
more. Only emphasizing it, because the more the family members trust us, the easier it is to work in
anything, they don't feel reluctant to new ideas. I always notice the same behavior in Marcelo and Ryan,
who have been working with me for a longer period of time. When people want to rush the operations and
growth of UMANA I need to remember the importance of pacing ourselves, exactly because of that,
building trust and reputation takes time and it feels really good for both sides when things are done with
care and attention. Now back to Anastassia, Jeremy quickly answered the questionnaire and a couple of
weeks later, 
Anastassia generated the blueprint. She then flew to Miami to do Jeremy's photoshoot. Results were 
cool and Jeremy has been partially following the strategy, posting a mix of the pics she took with his 
own pics on his instagram.

As a conclusion from the experiment on personal branding with Anastasia for our family members, I 
only have the best things to say about her, she is an exemplary professional, very sharp, patient, 
caring and is on top of everything related to personal branding and photography. We plan to 
continue working with her in multiple ways.
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OKR 6: We plan to succeed in getting started with UMANA Venture Studio, as measured by:
 
1. Creating a sub-brand and its identity 2. Developing a pitch deck 3.Defining our approach,
value add to entrepreneurs, investors, and celebrities 4. Mapping and interviewing potential
partners / hires for the core-tea. 

We've achieved this OKR as planned. Comments of each Key Result below:
1. Gil did an amazing job understanding what and how I wanted to communicate this brand. 
Of course, I didn't want to go too far from UMANA’s pantone and Brand Manual. 

2. Another extremely important thing about this venture is that we were aiming to be the 1st 
IMPACT DRIVEN venture studio in Miami, I wanted to embrace the creativity and sexiness of 
Miami but bringing the consciousness and tech mindset of San Francisco. I asked Gil to 
create a deck that would be as sexy as possible, without being vulgar. The pastel color also 
helps since it brings the warmness but somehow keeps a peaceful state too. This was the 
first deck we completed back in Feb 6th, 2020 - to pitch the city of Miami and Knight 
Foundation. A lot has evolved since then, but I think it’s important for you all to learn more 
about all the process behind the scenes. Kudos to Gil who totally got the messaging right 
and translated my vision into this beautiful design. The content was created by Jen and I, 
which she spent tons of time learning about the tech scene in Florida, Miami more 
specifically and came with her own fundamentals of why we should launch it in Florida 
instead of California or NY. 
3. To define our value add and approach to multiple fronts, we were seeking validation in 
multiple ways at the same time
3.1 Entrepreneurs: We have such a massive deal-flow these days that what I started sourcing 
deals of our multiple funds, reaching out to those founders and checking if they would be 
open to our terms and model, the feedback was always 100% positive. They loved our 
approach. 
3.2 Investors: Jen was mainly in charge of the fundraising strategy, which I will detail more in 
the next OKR. 
3.3 Celebrities: Between January to April, I’ve been aggressively connecting and meeting 
with celebrities, most of them are generated by our collaborator Mo Mostashari. We quickly 
got positive feedback (which you will also see in the other OKRs). 
4. I’ve been interviewing and collaborating with candidates that were interested in joining 
UMANA’s team. Little by little the team is coming together. The 2 official names we have at 
the Studio participating in our first venture are Mo Mostashari as our Head of Partnerships 
and Jess Karr, as our Head of Product & Research.

We had planned to achieve it on Feb 15th, 2020. 
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OKR 7: We plan to succeed in making a decidion to launch the STUDIO in Miami or not, as
measured by: 
1. Getting a grant from Knight Foundation; 2. Mapping potential local (Miami) investors and
strategic advisors/partners; 3. Scheduling meetings and pitching local investors; 4. Raising at
least $1M from local investors in Miami and establishing an advisory board there. 

 Comments of each Key Result below:

1. Knight Foundation passed on us, their argument was that they were not interested in the
CPG industry. 

2. Jen did a great job mapping potential investors and local partners. 

3. Jen scheduled all the meetings for us in Miami, I went there in mid February. Although the
investors were very welcoming and they were all running interesting businesses there, I did not
feel that we would get a check from any of them. Haven’t really followed up with them because
my feeling was that establishing this studio in Miami was kinda going against the waters.
Business has been extremely fluid in California for me and UMANA, for that reason, we kinda
putted those conversations on hold. Giving us the freedom to launch the STUDIO out of San
Francisco, or even Los Angeles. 

4. We did not raise any capital from Miami investors for the Studio. 

We had planned to achieve it on March 1st, 2020. 

We did NOT achieve this OKR.
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OKR 8: We plan to succeed in structuring UMANA Venture Studio, as measured by: 
1. Incorporating the company; 2. Validating Financial Model; 3. Choosing 3 causes
for our first 3 companies to be co-ventured; 4. Map celebrities and niches inside the
CPG industry. 

We've achieved this OKR as planned. Comments of each Key Result below:

1. Company was incorporated on February 18th, 2020.

2. Aymard has been a dear friend and advisor for more than 2 years, he is part of our 
investment committee at Ausum Blockchain Fund I, LP and we’ve been collaborating in 
multiple ways. I couldn’t be happier to have him as part of the Studio’s team, he started 
collaborating with us by late January. During the months of February and March he dove in 
the CPG industry, learning as much as possible about unit economics, D2C strategies, 
retailers, best practices, prices, scalability and translated that in multiple financials models 
for the companies we were evaluating and co-building, which are MadeMan and SCHACKS. 
You can check the financial models he created at this link: MM Financials & SCHNACKS 
Financials. 

3. I didn’t really take time off during the Holidays (Christmas and NYE), instead I stayed in 
San Francisco and invited Dr. Minuzzi, my father to do an internship at UMANA. He is a very 
well known endocrinologist, researcher and speaker in Brazil. Although he already achieved 
quite a bit in life, he is never scared of a new challenge. I was flattered that he accepted the 
invite and from Dec 28th to January 8th we were all heads down researching about the main 
problems in the world (guided by the SDGs) and because of his expertise, we really focused 
in trying to find solutions, or ideas of products related to zero hunger, health and well-being. 
What unfolded during that week were the guidelines for the 3 causes we would be focusing 
on at the year 1 of UMANA Venture Studio, which would result in 3 new companies. 
The 3 causes we’ve chosen were:

1.
2.
3.

Health habits & nutrition for the GenZ (ideally plant-based)
Positive Masculinity 
Mental Health 

To map the celebrities, pitch ideas aiming to do the matchmaking, I had to meet with tons of 
potential influential ambassadors and had a great learning experience, which started to 
show some fruition.

We had planned to achieve it on March 15th, 2020. 

EXHIBIT F

p. 42

https://drive.google.com/open?id=1uAhfFRwklgjYixWAuHKB2RTXQOmCTMex
https://drive.google.com/open?id=1uAhfFRwklgjYixWAuHKB2RTXQOmCTMex
https://drive.google.com/open?id=1n9cNQt8vlC5HUTiL02YR9COjXW2fEsdG
https://drive.google.com/open?id=1n9cNQt8vlC5HUTiL02YR9COjXW2fEsdG
https://drive.google.com/open?id=19NnhKwMustnEtWRLJXFaqx7Sn0tJp0DT
https://drive.google.com/open?id=19NnhKwMustnEtWRLJXFaqx7Sn0tJp0DT
https://drive.google.com/open?id=19NnhKwMustnEtWRLJXFaqx7Sn0tJp0DT
https://drive.google.com/open?id=19NnhKwMustnEtWRLJXFaqx7Sn0tJp0DT
https://www.clinicaminuzzi.com.br/
https://www.clinicaminuzzi.com.br/


OKR 9: We plan to succeed in structuring the launch of 3 companies in 2020, as measured by: 
1. Choosing 3 different strategies/ solutions; 2. Mapping celebrities and companies that fit the
strategies; 3. Invite founders and celebrities to join the Studio. 4. Sign terms with the parties. 

We've partially achieved this OKR as planned. Comments of each Key Result below:

1. As mentioned before, we’ve decided to focus in 3 main problems and finding 
solutions for each of them that we could build inhouse: 

Solution 1: Positive Masculinity 
Solution 2: Health habits & lifestyle for GenZ
Solution 3: Mental Health 

● We’ve mapped multiple celebrities, most of them introduced by Mo, our Head of 
Partnerships but not only through him. This part of the work is A LOT OF HUSTLE. 
Specially for our head of Design, Gil. Seriously, once again Gil outperformed! He 
always overdeliver, if we had a window of 3 hours to get a deck and proposal ready to 
go, Gil would make his magic happen and boom! We were able to send multiple 
decks and proposals, always impressing the other side of the table by how agile we 
were following up. It has been key to present ourselves that way because even the 
deals that didn’t work out at this time, opened doors and created relationships for 
UMANA, to potentially work with these celebrities in other capacities, ideally serving 
them as their family office. I will list below the different celebrities we’ve approached 
for each and what happend.
Solution 1: Positive Masculinity (MadeMan), we’ve pitched: JJ Watt which was super 
interested, we had multiple conversations with his manager and then with him. Sent 
samples to him his team but because it was exactly at the time he wa recording SNL 
and getting married, MadeMan was not a priority for him, he never passed the 
opportunity but as we noticed things were slow on this end, we pitched another 
football player: Julian Edelman which we are now negotiating final terms with his 
partners. I also sent Zion Williamson's agent, Floyd Mayweather's manager and 
Drake's team. For every single one of them it was a great way to open the door and 
let them know about UMANA's and UMANA Studio existence. We've kept in touch 
and I'm sure that sooner than later we will have some opportunities coming out of 
that. 

●

We had planned to achieve it on April 1st, 2020. 

EXHIBIT F

p. 43

https://docsend.com/view/gmw7af3
https://docsend.com/view/ar6dzwn
https://docsend.com/view/7jenq6z
https://docsend.com/view/vp9jb4g
https://docsend.com/view/csex3hn
https://docsend.com/view/s2zy86a


●
Solution 2: Health Habits, this deal was a bit more fluid since it started with a celebrity
in mind. Mo Mostashari helps Noah Schnapp on partnerships with brands, with which
he became close to Noah and his parents, as they discussed multiple ideas, the
possibility of Noah launching his own company came up. Ideally a snacks company.
Although it was more fluid, Mo does not have any exclusivity with us, meaning he
brings us opportunities but he takes the same opportunities to multiple players. When
I realized we were competing with a bunch of different incubators, studios and more.
From East to West Coast, it got super competitive and I thought we were about to
lose this deal. Fortunately we made it! Last week I got the approval to incorporate the
company and we are now moving forward with this super promising endeavor. Not
only for UMANA’s track record but also for the planet and humanity, if Noah gets
authentically engaged with this project, and chooses to become an activist, standing
for health habits to his generation, the GenZ, this could have an amazing impact.
Again congrats to Gil, who did his magic when I needed a last minute deck for a last
minute first meeting with Noah’s parents, Mitchell and Karine. They left that meeting
in January super impressed and I’m sure that day was our first win, after that there
were a lot of small wins in multiple conversations with them. Big win, HUGE
responsibility and a lot of work to do for Noah. This was the first deck we presented
to Noah and his parents.
After that meeting, Jess Karr got engaged with the studio and we even flew to
Oregon to test receipts with a potential co-founding team, Eric and Isabel, founders
of BiteFuel. Our first idea was to develop high-protein plant-based cookies and
BiteFuel has been in the market for more than 4 years but would be open to develop
a new receipt and white label for us, we traveled there and started to test different
receipts. Jessica did was a total boss, did an amazing job pre-Oregon, already
sourcing organic ingredients, high nutritional level, low sugar, etc. Jess also led the
communications of BiteFuel’s to make it happen, they were super welcoming and we
had a great time testing our ideas but unfortunately none of them tasted good
enough for a teenager type of audience. We flew back a little frustrated but confident
that with more tests we would get to a great product. More updates will be in the
OKRs for the next 100 days. 
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●

Solution 3: Mental Health, Mo introduced me to Millie Billy Brown, her father and his co-
founder at a new company they are developing, company is called Pearls. The app got
started inspired by Millie’s bad experiences with social media, 2 years ago she deleted
Twitter because people were being so judgmental about her behaviors and who she is
that was about to cause her depression. Pearls was still in its early days, was basically a
concept but would be A LOT of work to really come up with a product that made sense,
I met with them 3 times, loved their vibes but they were totally out of the tech or VC
scene, all over the place, I was SUPER agressive on the terms I offered, they made a
counter offer which normally would make sense, but just because we need to be
selective with which projects to work now, I decided to pass. In case you are curious,
here is the proposal deck we sent to them.
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1.

2.

3.

4.

We've partially achieved this OKR as planned. Comments of each Key Result below:

OKR 10: We plan to succeed in structuring UMANA GP, LLC (House of Funds), as measured
by: 

Once again, a round of applause for Gil, our head of design who came up with the
visual identity for U House of Funds.

The company was incorporated on February 7th,2020. 

We’ve kept very active in our interviewing process, especially for junior analysts 
(interns). The plan was to get as many quality deep dives as possible to validate the 
candidate's strengths and invite them to join UMANA’s learning experience program 
(internship) during the summer. With the current circumstances I don’t know if that 
will happen and for that reason we invite Rahul and Isabella to get some exposure to 
our world, working remotely and contributing with some analysis and research. 
They’ve joined our team in April and we are excited to have them board. I’m now 
structuring the next steps in terms of hires and potential partners for the House of 
Funds, and these will be included in the next 100 days OKRS.

JP Fichman, who first joined our family as Marcelo Valente’s Chief of Staff, has grown 
to become first an Head of Investors Relations at U House of Funds, but is giving a 
few steps further and is soon to become a partner, potentially leading the House of 
Funds platform. The “pilot project” we’ve been first working together was BABEL 
NABIS SPV, LLC where UMANA GP, LLC and BABEL Ventures, LLC are acting as 
Co-GPs of this investment vehicle, leading NABIS (Siban Holdings, Inc) Series A. The 
SPV has a total size of $5.5M, where we’ve already raised $2.9M and are now in 
conversations for the rest of it.

Aymard developed the financial models for our funds and SPVs, validating the 
models. If you are curious, here is an example he did for DuContra’s SPVs. Which is a 
great reminder for any one in the team, if you have fundraising skill, your best short 
term outcomes will come out for fundraising commissions. 

1
.
2
.
3
.
4
.

Creating a sub-brand and its identity Incorporating the
company Mapping and interviewing potential partners
and hires Validating Financial Model

We had planned to achieve it on April 1st, 2020. 
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1.

2.

3.

We've partially achieved this OKR as planned. Comments of each Key Result below:

OKR 11: We plan to succeed in becoming the Co-General Partner of all the funds we have
in-house as measured by: 

Diego and I thought we would have everything organized and ready to go by early
January. The more we collected documents of each fund, learned what needed to be
reviewed, new documents that needed to be created to replace the outdated ones,
more we realized this vertical would take us at least the entire quarter to organize.
Although COVID-19 has been awful in so many ways, it was great for us in terms of
back office. We were really overwhelmed with the quantity of never-ending
documents coming our way to organize. They are still coming on a daily basis but now
there’s not all the demand for meetings, calls, etc. With that, Diego stayed super
focused and was able to structure all the boards for our current funds, creating
shortcuts for documents, etc. I added all of your to one of the boards so you can all
understand the structure of our filing system. Invited you to join Ausum Blockchain
Fund, LP.

 
Work in progress. 

Once again, Diego is killing it! More than the Chief of Staff, I see Diego evolving to the
Head of Operations role, he has managed to connect with almost all our service
providers, Limited Partners, co-GPs and founders. He has been fearless and extremely
proactive. I’m always astonished by him. And trust me, I’ve seen a lot of people in his
role and every one gets scared, makes sense, it’s not trivial to be talking to senior
attorneys, accountants, investors, family offices, tech founders and more. I
understand people being scared of truly owning this role, acting with responsibility
and communicating with everyone but Diego totally incorporated the role and is up to
any responsibility was given to him. Diego and I are both living examples that we are
only the size of the limitations we put to ourselves. Being an immigrant,
communicating in a different language (than our native) all day with technical terms
can also be exhausting, but there’s not time for being lazy here or for excuses, “where
there’s a will, there’s a way” ;) 

1
.
2
.
3
.

Creating processes and filing system to manage multiple funds systematically Being the
operations for all the funds Leading communications with service providers, limited
partners and portfolio companies

We had planned to achieve it on Feb 15th, 2020. 
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1.

2.

We've achieved this OKR as planned. Comments of each Key Result below:

OKR 12: We plan to succeed in structuring a venture capital fund for Adrian Grenier, as
measured by: 

Adrian has been an activist for more than a decade, back in 2019 when we’re onboarding
him, we created his Wealth Creation & Redefinition Plan which serves as a roadmap for
UMANA. He approved that approach, and out of that and multiple brainstorming sessions,
we’ve created DuContra Ventures investment thesis. Basically we decided to choose 3
SDGs (out of 17) and narrowed the purpose of our fund in “Questioning Everything”. Not
all of you had a chance to meet Adrian, but as you have a chance to spend more time with
him you will notice how strong is this behavior on him which is a great strength for any
venture capitalist or investor. When you question things, you are trying to see things
differently, being curious and asking if things make sense, in the current world or maybe
and he would prefer, in an “utopian world”.
 
For tax efficiency I’ve worked with our long time legal counsel Jackson Hwu. I really
love working with Jackson because unlike most of the attorneys that only point out all
the problems we might encounter, he really loves brainstorming sessions to find new
strategies and structures. I’ve been working with Jackson since my first investment
company (InvestHaus), he is based in Miami, he is Corporate & Securities Lawyer,
working at Nelson Mullins Riley & Scarborough. We’ve structured a couple of options for
Adrian’s fund which could be replicable to other funds with celebrities, this is what
we’ve got. I’m still diving in other models and exchanging ideas with Jackson, excited
with what we’ve structured, it’s a way better than what other celebrities have in their
fund structures but I always like to go two steps further, let’s see what magic I will
make in this case. Will keep working on this task during Q2 and Q3 of 2020.

1
..

We had planned to achieve it on March 1st, 2020. 

Creating the investment thesis Studying tax efficient models for a hybrid
structure (cash + advisory shares) Creating Deep Dive Guidelines Generating
Deep Dives, validating with Adrian.
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3. Sophie Durey, was also our Chief Impact Officer in 2019, back then she helped us develop
UMANA’s investment guidelines that we customized BABEL. With that ready in place summed
with DuContra’s deck (investment thesis) we developed the DD guidelines and the DD template. 

4. From January to April we’ve received tons of deals generated by DuContra, by now, all of our
analysts, Aditya, Tao, Rahul, Isa, and even Jess Karr (our Head of Product & Research) have
done multiple deep dives and got more familiar with the whole system. Important to note that
even with DuContra’s DD in place, sometimes we use UMANA’s In-depth deep dive for
DuContra, that happens when the deal sounds promising enough for more than one family
member, so we can do the analysis under UMANA’s name and share the opportunity with each
of them. I’m sharing some of my favorite deep dives for you to read, I highly recommend the
entire team spending time reading these documents, it’s really good to learn about the
companies we are exposed to, sometimes we don’t realize how fortunate we are to be 5 to
years ahead of most people, receiving information first hand of how the world will be like, even
if it’s through the companies we are seeing, they are point us to some trends, making us alert
for future opportunities which will end up in the wealth creation of each one of us. Lastly, I
would love to see the analysts reading each other's deep dives, learning from each deep dive
and exchanging ideas, we are here to collaborate, improve our work and grow together. Deep
Dives: 

-
-
-
-
-
-
-
-
-

BOLT by Jess Karr
Cue by Aditya Goyal
Museum of Ice Cream by Aditya
Perfect Day by Enia Lu (Enya is joining the learning experience program in June)
Proof of Impact by Aditya G.
Storyline by Rahul Sehrawat 
Symbrosia by Rahul S.
The Young Meats by Tao Hong
Wasteless by Rahul S. 

In-depth deep dive:

-
-
-
-

Public by Aditya Goyal
Cove by Tao Hong (version 1)
Cove by Tao, Bá and Cove’s team
GoodHuman by Tao Hong
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1.

2.

3.

4.

-
-
-
-

We've achieved this OKR as planned. Comments of each Key Result below:

OKR 13: We plan to succeed in structuring a venture capital fund for Anderson Silva, as
measured by: 

Anderson is a super inspiring human being and athlete, every meeting with him is
super inspiring and it’s cool to see how many ideas he has. Althought that’s super
exciting it’s also challenging to narrow his investment thesis, is like if he wanted to
fight, run and swim at the same competition, lol. The same we did with Adrian or any
family member, we’ve created Anderson’s Wealth Creation & Redefinition Plan which
serves as a roadmap for UMANA. Because of Anderson’s excitment for multiple ares,
we tried to make his thesis as broad as possible but backed by data and of course, his
reputation as an athlete, thinking in which areas he would be able to generate more
deal-flo for the fund..We started working on this back in December 2019, Aditya was
part of the creation process with me. We had a great time exchanging ideas, Aditya
has been always very proactive, for any given client or deal, he always shares his 
ideas, and has an amazing talent 
of “connecting the dots” , he serves as an inspiration to the team. He is also fearless, ready to add
value in multiple fronts. Super excited to have him as part of our family, doing a fantastic job,
which only gets better month after month. And here is Spider’s Deck.

Deep Dive Guidelines here & DD Template. 

Website was launched: www.spider.ventures, he loved it!

Examples of Deep Dives done for Spider Ventures, some from our team members
and others from candidates for the summer internships:
Makara by Devon R. (Candidate)
MindMed by Adtitya Goyal
Moore Collective by Devon Rampat (candidate)
Thync by Raquel Alvarenga (candidate) 

1
2
3
. 

Creating the investment thesis Creating Deep
Dive Guidelines Launching website Generating
Deep Dives, validating with Adrian.

We had planned to achieve it on March 1st, 2020. 
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1.

2.

3.

OKR 14: We plan to succeed in launching 3 SPVs in 2020, as measured by: 

We've partially achieved this OKR as planned. Comments of each Key Result below:

We kicked off the year with the first SPV already incorporated and ready to be raised,
which was BABEL NABIS SPV, LLC. An investment vehicle created for our family
member: Marcelo Valente. With that JP Fichman started in his role of Head of Investor
Relations. We are still working on this fundraise but in parallel we are already managing
it, where Diego organized all the documents, I became a board member at NABIS,
Marcelo and JP are actively fundraising. In early January I talked to Morgan Mercer, CEO
of Vantage Point, as well as Mike Selden, CEO of Finless Foods; Caroline Spiegel, CEO of
Quinn and Ayub Khattak, CEO of Cue. All the four companies were open to having
UMANA House of Funds structuring SPVs, they loved the idea of having a celebrity type
of syndicate and would be open to work with non-VCs as well (which some founders
really don’t accept, they prefer to have only the well-known names). In February i knew
from those 4 companies that we could do SPVs for them, but didn’t confirm to any, said
we would first talk to investors, feel them and if there was traction we would structure
the investment vehicles.Another important thing to note from this feedback is that once
we have the relationship, founders would easily open allocation to whoever it is the
investors because truth is they will be dealing with us, they trust UMANA, and we are the
ones managing the relationship, so whatever deal we want to structure a SPV from our
portfolio, the answer will probably be always positive. JP Fichman, as the Head of
Investor Relations at House of Funds, had a great idea back in January to grow our
network of investors. He started working with a platform out of Portugal, which has a
database of investors and we started sending “cold messages” to them, for our surprise
the positive answers have been consistent and JP is developing relationships with a
couple of leads. You will read more about the next steps on our next 100 days OKRs.
More to come!! ;) 

Map companies from our portfolios Check with founders their moment and if
would make sense to structure SPVs Start talking to investors 

We had planned to achieve it on April 1st, 2020. 

1
2
3
. 
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“TEAM” PAGE
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SONIA FAIZY

JESSICA KARR

SEPTEMBER 2020
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REPLACED BY RAFAEL ALBEQUERQUE

REPLACED BY LEE SILVERSTONE

SONIA FAIZY

JESSICA KARR

APRIL 2021
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REPLACED BY “OUR FOUNDER”

"TEAM" PAGE REMOVED

NOVEMBER 2022 
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TEAM PAGE REPLACED BY "OUR FOUNDER" PAGE 

DEDICATED TO SOLELY TO MINUZZI 

NOVEMBER 2022 
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FILE CERTIFICATE OF INCORPORATION 

STEP #3
OBTAIN SIGNATURES & DELIVER DOCUMENTS: 

STEP #1
DRAFT FORMATION DOCUMENTS:

STEP #4

STEP #2

STEP #5 

POST-INCORPORATION
LOGISTICS 

STEP #6 

AFTER THE CERTIFICATE OF
INCORPORATION IS FILED, THE
FOLLOWING MUST BE EXECUTED: 

• Creating and Redefining Wealth. Prepared by: Sonia Faizy

SUBSCRIPTION AGREEMENTS &
STOCK CERTIFICATES 

ANY AGREEMENTS AMONG STOCKHOLDERS 

1.Certificate of Incorporation 
2.By-Laws
3.Organizational Action of the Incorporator & First Meeting of

the Board of Directors
4.Stockholder Agreements 

The Certificate of Incorporation is filed with the Secretary of State
in Delaware. Can file using a Service Company; Mail; or Fax to the
appropriate state agency. 

It is crucial to obtain ALL necessary signatures and date the
documents so that they are legally binding. Also make copies and

file all the documents in the minute book of the corporation so that
the corporation can prove it observed all necessary formalities. . 

The Organization Action of the Incorporator 
-AND-

Written Consent of the Board of Directors. 

IF - the Board of Directors is specified in the Certificate of
Incorporation, the Organizational Action of the Incorporator is
NOT necessary. Once these documents are complete, file them in
the minute book of the Corporation.

Once these documents are complete, deliver the originals to the
Stockholders and file a copy of each in the minute book of the

Corporation. All issuances should be recorded in the Stock Ledger.

(If applicable) Once these documents are complete, deliver the
originals to the Stockholders and file a copy of each in the minute book
of the Corporation. 

UMANA

SCHNACKS  - and -
UMANA | VENTURE STUDIO 

- Employer Identification Number: The Corporation must
apply for an Employer Identification Number (EIN) with the
Internal Reveue Service (IRS). 

- Licenses & Permits: The Corporation must apply for any

Licenses or Permits it needs to conduct its busness, such as waste
disposal, gaming, or food service. 

- Foreign Qualifications: If the Corporation is going to conduct
business in other states or is located in a state other than its state of
incorporation, it needs to be properly qualified. 

[check the specific requirements of EACH state]: 
Checking the Name Availability of the Corporation in the State 
Preparing & Filing any necessary documents, often called a
Certificate of Authority; and 
Payment of Fees 

UMANA | Venture Studio
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Certificate of Incorporation – Schnacks, Inc. (Public Benefit Corporation) 
The Certificate of Incorporation for a Public Benefit Corporation (“PBC”) in 
Delaware is very similar to the Certificate of Incorporation for a traditional corporation, 
with a just a couple more obligations, including the requirements to: 

1. 

2. 

Pursue one or more Public Benefits; and 

Operate in a manner that considers the interests of those materially 
affected by its conduct. 

Certificate of Incorporation:
The Founding Document that establishes and organizes a

corporation. A corporation is created by filing the Certificate of
Incorporation (or Articles of Incorporation in California) with the

relevant Secretary of State. 

A corporation’s organizational documents (Certificate of
Incorporation; Bylaws; & Organizational Meetings) are largely
standard “boiler point” language. Corporation’s may modify/add
terms if desired. However, the following – (#) terms MUST be
present to properly incorporate a Public Benefit Corporation: 

III. PURPOSE

PUBLIC BENEFIT CORPORATION: 
OPT-IN PROVISION  

MUST BE INCLUDED TO OPT INTO GOVERNANCE BY
THE PBC STATUTES 

I. NAME

NAME of the Public Benefit Corporation (“PBC”) 
[“SCHNACKS, INC.”] 

[HEADING]
The HEADING of the Certificate of Incorporation for a

PBC must state that the Corporation is a PBC. 
 

[“A DELAWARE PUBLIC BENEFIT CORPORATION”] 

III(C). SPECIFIC PUBLIC BENEFIT PURPOSE

SPECIFIC PUBLIC BENEFIT 
 

MUST set out the PBC’s SPECIFIC “PUBLIC BENEFIT.” 

II. REGISTERED AGENT & ADDRESS

NAME & ADDRESS OF REGISTERED AGENT 
 

[“The Corporation Trust Company”] 

-Delaware requires PBCs to choose one or more specific benefits 
in addition to serving a “general public purpose.” 
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CPA

Interview Guide 

 

5. What is your superpower? 

 

4. Why did you apply for the CPA position? 

 

2. What is your background? Previous Jobs? 

 

6. What is something you are looking to improve on/ learn? 

 

Sample of questions to ask during an interview for the position of CPA 

1. Tell us more about yourself? 

 

3. What were the types of responsibilities you had in the past (until now)? 

 

7. What is your goal in life? What do you want to do with your life? What is your passion? 

Understand who they are as an individual, if they would be a good culture fit. 

Understand what are their strengths and see if that could fit for a CPA position. 

Get an idea of what they have studied in College, what type of experiences they had
previously and how this will help them be a good CPA 

Get an idea of their weaknesses and see if this is a problem for the position of CPA. 

Understand if they thought of the position thoroughly and if they understand what it
entails.
Ask if they are familiar with files taxes for funds, SPVs, investment vehicles in general
Ask if they are familiar with family officer, HNWI and filing taxes for individuals 

Get an idea of their abilities to manage demanding positions, answer to responsibilities,
and achieve results. 
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See above. 
 

Understand their capacity for hustle. 

See if they are a good fit for the particular client they would be working with. 
 

Understand if they know where they want to go in life, how the position of CPA fits
within their overall life plan, if they will commit. 
 

Understand if they thought of the position thoroughly and if they understand what it 
entails.

Understand if they thought of the position thoroughly and if they understand what it 
entails. 

 

11. What is your knowledge of (client’s industry)? 

12. Tell us about a challenge you had to overcome? 

8. What are your objectives for the next year/ 5 years/ 10 years? 

 

10. How do you understand the position? What do you think will be asked of you? 

9. What do you think you bring to the table that would make you be a great CPA? 

13. What are your passions? What makes you wake up? 

14. How do you deal with people? 

15. How are you feeling working remote? Are you good at managing tasks and staying 

organized? 

16. Do you have any areas of impact you feel passionate about? (see if they could be a match 

with a specific client) 
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3. 

4. 

5. 

7. 

 
Description of the role 

 
Description of the hiring process 

 

6. What is expected of the candidate 

 
Description of the position’s challenges 

 
Explanation of the different components of the position 

 
___ 

UMANA Team (Interviewer) should cover the following items during the 1st interview: 

1. Description of UMANA 

2. Description of UMANA’s culture & values 

a.Qualities (to be explained)
b.Skills 

a.The responsibilities
b.A day in the life of the CPA 

a.Qualities > Resourcefulness, Anticipation, Care...
b.Part Executive Assistant
c.Part Right Hand 

Use the Employee Handbook and share UMANA’s values. 

a.Tests (PI Tests)
b.Zoom Interview with “Chief level” personnel
c.Zoom Interview with CEO
d.Test Day
e.Trial period for 2-3 months as a contractor (with low salary)
f.After the 3 months 
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PRACTICE GUIDE 

DELAWARE ANNUAL FRANCHISE TAX FILING 
(re: LLCs; LPs; and GPs) 

June 24, 2020 
 
This practice guide will focus exclusively on the Annual Tax filing requirements for Limited Liability Companies
(“LLCs”), Limited Partnerships (“LPs”), and General Partnerships (“GPs”) (collectively, “Entities”), formed under
DELAWARE state law. In addition to guidance on how to keep your entity in “good standing,” this practice guide will
also cover the consequences of failing to keep an Entity in good standing, and the specific revival process to follow to
reinstate a voided Entity. 

Three (3) STEPS               1. Keep Entity Agent and Entity contact information updated and accurate; 
to Compliance 2. Keep Entity status in “good standing;” and 

3. File and/or Pay Annual Taxes This practice guide focuses primarily on: 

HERE 
STEP #3 – File and/or Pay Annual Taxes 

NO 
Report Requires 

Annual Unlike Corporations, LLCs, LPs, and GPs (formed in the state of DE) are NOT 
REQUIRED to file an annual report. 

 requirement = PAY ANNUAL TAX FEE 

Annual Tax Fee All Domestic and Foreign LLCs, LPs, and GPs formed or registered in DE are 
required to Pay: $300.00 Annual Tax Fee 

Four (4) STEPS to #1 – Go to DE Division of Corporation Website 
File & Pay Annual 
Tax 

#2 – Enter your Entities’ Filing Number # 
#3 – Complete Required Information About your business Entity 
#4 – Pay Full Amount Due 

Consequences of If you fail to file and/or pay your business Entities’ annual taxes, the state may 
Failing to Properly automatically dissolve (shut down) your business entity. 
File & Pay Annual 
taxes BUT → no need to panic! The “REVIVAL PROCESS” is designed to reinstate 

voided/dissolved business entities. 



 
Additional 
Information 

Revival FEES 

 
REVIVAL 
PROCESS REQ 

UMANA | HoF: LLCs
that are NOT
currently in ‘good
standing’: 

FIRST: You must pay all back penalties and fees, outstanding registered agent
fees, and a reinstatement fee. 

AFTER: File a DE Certificate of Renewal – & – DE Certificate of Revival 
To revive your DE business Entity, there is a $169 filing fee required. 

Before he revival can be filed, all franchise taxes, penalties and interest that were 
due to the State at the time the Entity became void/forfeited must be paid and all 
applicable Annual Franchise Tax Reports must be filed. 

It is good practice to first contact the Franchise Tax Section prior to submitting 
the document for filing to determine the amount owed. 

Delaware Department of State: 
Division of Corporations, Franchise Tax Section, 
at: (302) 739-3073 option 3, 
or email them at: DOSDOC_Ftax@state.de.us 

For more detailed information and an incorporating package, please contact: 

By email: corp@delaware.govor 
The Delaware Department of State Division of Corporations 
PO Box 898, Dover, Delaware 19903 
(302) 793 – 3072 
Website: www.corp.delaware.gov 

Limited Liability 
Company 

AUSUM, LLC 
B. Ausum Partners, LLC 
BABEL CLARA SPC, LLC 

BABEL SPV I, LLC 
BABEL SPV II, LLC 
B. QUINN SPV, LLC 

BABEL VENTURES, LLC 
TWIN PEAKS CAPITAL, LLC 

Past Due 
Amount 

$1,050.00 
$1,050.00 
$1,050.00 
$1,050.00 
$1,050.00 
$508.00 

$1,050.00 
$1,050.00 

 
TOTAL AMOUNT DUE: $8,908.00 
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Hi Bá – 

Your Question: 
re: Registering an entity/firm/fund as a “

 
Answer: The RIA registration requirement 
if the following elements are ALL satisfied: 

--- 

applies to financial planners, pension consultants and other people who 

 

there is also a “VC exception,” 

and – the Mid-sized Advisors 

[note from Sonia: like I previously mentioned, there are what seems like a million little
variances and exceptions that may or may not require an entity to register as an RIA or
not register—so a detailed and more comprehensive analysis is needed here for to see
how DuContra plans to operate/invest—here: I’m focusing only on the VC exceptions and 

must comply with and REGISTER with the SEC as a Registered Investment Adviser
Rule— “Definition of Investment Adviser”® Under Section 202(s)(11), an “investment adviser” 

is any that – [ ]: 
(1) For 
(2) Is engaged in the business of; 
(3) Providing advice to other or issuing reports or analyses regarding securities. 

[note from Sonia: based on this definition, UMANA operates and manages other 
“Investment Advisers,” and would therefore, HAVE to comply with the registration 
requirement, unless an exception applies. The SCOPYE of the exceptions are very fact-
specific/narrow exceptions that only apply in limited scenarios… but the QUANTITY of 
the number of different exceptions are HIGH] 

“The Advisory Firm” 

Although many individuals employed by advisers fall within the definition of “investment adviser” under
the SEC regulations, the SEC does not require those individuals to register as advisers. Instead, the SEC
requires the employer/fund to register. 

Advisory Firm/Entity—MUST register with the SEC. The Firm’s Advisory Registration covers its
employees and other persons under its control undertaken on the Firm’s behalf. 

analysis below:

WHO MUST REGISTER UNDER THE ADVISER’s ACT? 

The Investment Advisers Act – 
provide “investment advice.” 

“Investment Advisers” 

person or firm all three elements must be satisfied
compensation

does this apply to venture capital funds? 
SEC Regulation—" Registered Investment Advisor (“RIA”)”

can apply to venture capital funds, however, 

DuContra II Fund – Operation of Section 203A of the Advisors Act: 

[If DuContra eventually manages $100 M] = DuContra will be fall under: Mid-Sized Advisers 

Mid-Sized Advisers = $25 million -- $100 million under Management 
Rule – Mid-Sized Advisors may register with the SEC when it acquires $100 million of 

must register once it obtains 
assets under management – 
$110 million of assets under management, unless some other exception applies.

EXHIBIT U

p. 171



Private Fund Adviser exception to hopefully answer your question in a simple way—
simple as you can make this stuff lol] 

 Venture Capital Exception: 

Exceptions to Prohibition: Section 203A and SEC rules have carved out several exceptions from the 
assets under management test, including: 

Exemptions from Registration – The advisers act provides several exemptions from registration. The exemptions are 
voluntary; so if one the exemptions apply, there is no requirement to register BUT may still register if they want to. 

(1) Private Fund Advisers Exemption—applies to an: “an adviser solely to private funds that has LESS 
than 150 million in assets under management in the US] 

[note from Sonia: this exception may apply—should probably schedule a meeting/call to discuss the 
details because I don’t want to overcomplicate this now…but send me any feedback, please… more 
information? Less information?] 

(2) Venture Capital Advisers Exemption—applies to an: “
as defined by the SEC rule ( ] 

“Venture Capital Fund” – defined by the SEC Rule: 

= [all elements must be satisfied] : 

as 

Adviser that solely advises one or more “Venture 
Capital Funds” regardless of the amount of assets managed

to qualify as a ‘venture capital fund,” as 
defined by the SEC, a fund must be a = “Private Fund” 

“Private Fund” a fund must be a “private fund” that
(1)Represents to investors that the fund pursues a “VC Strategy”
(2)Does not provide investors with Redemption Rights
(3)Holds no more than 20% of the fund’s assets in non-“qualifying 

investments” (excluding cash and certain short term holdings) 
(4)Does not borrow (or otherwise leverage) more than 15% of the fund’s

assets, and then only on a short term bases (no more than 120-days) 

Ø
Ø
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Research Summary 

Introduction: 

Monday | September 28, 2020

 
Summarize what is needed to properly form DuContra Fund II and what is needed in order to
stay compliant with the Securities and Exchange Committee (“SEC”) when the fund is
managing over $100 million? 

How to get DuContra compliant with the SEC and the (100M) worth p assets for retirement. 

With certain exceptions and limitations, “investment advisers” must register with the
Securities and Exchange Commission (SEC) under the Investment Advisers Act of 1940
(Advisers Act). 

Under Section 202(a)(11) of the Advisers Act, an investment advisor is a person who: 

-Is engaged in the business of providing advice to others, including in publication or 
writings 
-Provides advice on buying or selling securities 

-Provides such advice for compensation 

step #1: review the fund’s future/potential activities to determine whether rit may be 
subjected to registration with the SEC under the Advisors Act. 
step #2: determine if any entity excluded entity to investment advisor. 

step #3: determine is any of the exemptions apply 

step 4: Determine whether SEC or state registration is applicable. 

rule: A person that falls within the definition of “investment advisor” must register with the 
SEC, unless it either: 

(1) Falls within a specific exclusion from the definition of investment advisor Section 
202(a)(11). 

(2) Prohibited from registering under the Adviser’s act because it manages a limited 
about of assets and is regulated by one or more of the states 

(3) Qualifies for a emancipation. 

 
EXEMPTION 
from registration requirement) 

BIG-PICTURE
ITEMS 

 
REGISTRATION
REQUIREMENT: 

 

Question presented?

Advisers Act Rule 

 
Purpose of Research: 

 
“Investment
Advisors” Definition: 

 

The SEC adopted Advisers Act Rule 203(l)-1 under the Dodd-Frank Act to implement an exemption 
from registration under the Advisers Act for investment advisers to one or more venture capital funds. 
A venture capital fund is a private fund that: 

• Holds itself out to investors as engaging in a venture capital strategy. 
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Research Summary 

Operation of Section
203A of the Advisers
Act 

Monday | September 28, 2020

Small Advisers. Advisers with less than $25 million of assets under management are regulated by
one or more states unless the state inwhich the adviser has its principal office and place of business
has not enacted . unless an exemption is available (discussed below), only a small adviser with its
principal. Generally advisers with between $25 million and $100 million of assets under
management45 are regulated by one or more states if (i) the adviser is registered with the state where
it has its principal office and place of business (e.g., it cannot take advantage an exemption from state
registration), and (ii) the adviser is “subject to examination” by that state securities authority.46
Unless an exemption is available, a mid-sized adviser with its principal office and place of business in
New York or Wyoming is not “subject to examination” and must register with the SEC.47 Generally
advisers with between $25 million and $100 million of assets under management45 are regulated by
one or more states if (i) the adviser is registered with the state where it has its principal office and
place of business (e.g., it cannot take advantage of an exemption from state registration), and (ii) the
adviser is “subject to examination” by that state securities authority.46 Unless an exemption 

 

Small Advisors 

 
Within 45 days after filing of the Form ADV, the SEC must grant registration or institute an administrative
proceeding to determine whether registration should be denied. The SEC may deny registration if 

Registration Process 

When determining  whether an investment 
continuous 

determining In determining whether continuous and regular supervisory or management services are 

an and supervisory 
management 

services are being 
a 

particular client, the 
should 

being provided to a particular client, the adviser should review: 
• 
• 
• 

The terms of the advisory contract. 
The form of compensation. 
The adviser's management practices and how active the adviser is in 
managing the securities portfolio. 

regular 
or 

provided to 

adviser 
review: 

“Continuous and

Regular” 
In determining whether continuous and regular supervisory or management services are being provided to a
 particular client, the adviser should review: 

• 
• 
• 

The terms of the advisory contract. 
The form of compensation. 
The adviser's management practices and how active the adviser is in managing 
the securities portfolio. 

•
•
•
• 

Does not give investors redemption rights. Has no more than 20% of its assets in non-qualifying
investments. Limits borrowing to 15% of the fund's assets and only for a short-term period. Is not
registered as an investment company under the ICA or has elected to be treated as a business
development company as defined in Section 2(a)(48) of the ICA. 

A fund's adviser may be regarded as engaging in a venture capital strategy, regardless of whether it 
calls itself a venture capital fund, if the fund, within its statements, omissions and representations, 
taken together, holds itself out as pursuing a venture capital strategy. 
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is available, a mid-sized adviser with its principal office and place of business in New York 
or Wyoming is not “subject to examination” and must register with the SEC.47. 
 

Medium Sized Advisors: Advisers with less than $25 million under 
management are prohibited from registering with the SEC and must register 
the states in which they are doing business 
Generally advisers with between $25 million an $100 million of assets under
management45 are regulated by one or more states if (i) the adviser is registered with
the state where it has its principal office and place of business (e.g., it cannot take
advantage on exemption from state registration), and (ii) the adviser is “subject to
examination” by that state securities authority.46 Unless an exempt available, amid-
sized adviser with its principal office and place business in New York or Wyoming is 

not “subject to examination” adjust register with the SEC.47

Advisers managing at least $1.5 billion in hedge fund assets must
file quarterly within 60 days of their quarter end and, in addition
to Section 1, must complete Section 2 of Form P 

 

Medium-sized 
Advisers 

 

REQUIRED FILING 

Large Private Funds 
Advisors 

 

Larger Private Funds Advisers. 

Three types of “Large Private Fund Advisers” that meet certain thresholds 
for assets under management based on investment strategy type are required 
to complete additional sections of Form PF.227 (i) Large Hedge Fund A 

LARGE HEDGE FUND ADVISORS: Advisers managing at least $1.5 
billion in hedge fund assets must file quarterly within 60 days of their quarter 
end and, in addition to Section 1, must complete Section 2 of Form PF. 
Section 2a requires information about aggregate hedge f 
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Step #4 – “ Exemptions” 
Step #4 is different from Step #3 – because if one of the “exemptions” here apply—DuContra
wouldn’t be fully excused from the FORM ADV/RIA registration requirement, but would then
have to: 

Comply with the Reporting Requirement the SEC has set for 
“EXEMPT REPORTING ADVISORS” 

UMANA || Updates: 

SEC COMPLIANCE – “Registered Investment Advisory” Requirement 

#1 - The main SEC regulation/enforcement is the Registration Investment Advisors (RIA) requirement – financial
advisors will be either: 

- required to REGISTER as RIA; or
- NOT required to register as RIA 

#2 – FORM ADV—the official form of RIA Application Process (which I tagged you in this morning) so everyone
who is “required to REGISTER as RIA” from #1 above has to Complete FORM ADV 

Form ADV = Registration Application for RIA 
FORM ADV – provides SEC with information about the investment firm that is then
made public and must be updated as changes occur. 

Even if Step 1 and step 2 apply to DuContra, for example, and we would have register as RIA--
steps #3 and steps #4 could still otherwise “excuse” DuContra from the requirement to register. 

Steps 3 & 4 are two separate groups of entities—but look extremely similar in spelling and function
Step #3 – “Exception” 

If one of the exceptions under Step #3 apply = no registration required / no form adv 

 

They look almost the same – and operate similar – but ARE NOT THE SAME… this is why it’s a 
very FACT-specific analysis we analyze together on our call 

Step #1 RIA 

Step #4 “EXEMPT
Reporting Advisors” 

10/08/2020
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New reply to your update

Ba Minuzzi Hi @Sonia Faizy please shoot me an
email with all these pdfs attached. @Diego
Azevedo Will save accordingly Thanks. 

 09 Oct 04:22 

U | 2020 | Ba Tasks > [10/09] Sonia -- FRI --- 6 pm PT

 08 Oct 22:06 Sonia Faizy

Reply in monday.com

I also want to show you the process/extent of my
research—I know my updates seem long, so I’m
trying to figure out how to best communicate these
regulations for it to be informative for you... so please

Hi @Ba Minuzzi I was planning to discuss the SEC//
DuContra II requirements during our meeting today,
but I figured I would send it over now so you have
time to review before tomorrow if you wanted to. 
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let me know. 

Below is 1 (out of 10) Legal Resource from
WESTLAW (lawyer//verified research platform) I
used for my research : 

Sonia Faizy And just for reference here are the
two Summaries I created & sent you on the
topic: 

@Ba Minuzzi 

Sonia Faizy @Ba Minuzzi this is the official
Regulation of Investment Advisers
by the
U.S. Securities and Exchange Commission on
the topic that I also incorporated in my summary
I sent you . 

Sonia Faizy @Ba Minuzzi this is a screenshot of
all my research on SEC compliance, let me
know if you like to see the files and I’ll upload
them here

 08 Oct 22:09 

 08 Oct 22:12 

2 

2 

1 
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 08 Oct 22:19 

 09 Oct 04:22 

2 

1 

Reply to this email and it will magically appear in monday

 

You can change your subscription for this Item to receive a Daily Digest only or No Emails.
You can also update your overall notification preferences.

Made with ♥ by monday.com

Download monday.com mobile app

Ba Minuzzi Hi @Sonia Faizy please shoot me an
email with all these pdfs attached. @Diego
Azevedo Will save accordingly Thanks. 

Reply in monday.com
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THE BEGINNING OF THE BEGINNING

WELCOME TO THE VERY FIRST ISSUE OF THE
UMANA FAM NEWSLETTER! 

Ladies and gentlemen, we are officially live! I’m going
to do us ALL a solid and just skip the part where I
recite the same overly-dramatic, borderline
depressing introduction about these “challenging
times” because this will not be "that" type of a
newsletter. 

Our idea behind the newsletter is to provide a space
dedicated to all things things-UMANA & UMANA
Family-related. 

This will be a place to celebrate our achievements,
plan our next ventures, set our new GOALS, welcome
new team members, and anything and everything
else that falls within the beautiful realm of
possibilities we are fortunate enough to experience. 

Our aspirations for change are bold and unorthodox,
which is likely one of the main reasons we have all
chosen to be a part of this Mötley Crüe-like band of
misfits. Challenging the status quo in hopes of
creating a more just, compassionate, and inclusive
future has always come with its fair share of
struggle... but as one of my very favorite authors so
eloquently says: we must honor the struggle. But to
struggle does not require one to suffer...

WRITTEN BY
SONIA FAIZY,

HEAD OF
COMPLIANCE
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“THE MOTIVATION MANIFESTO”
BRENDON BURCHARD

"Struggle is to be expected and honored. 

The joyous masters know that life is a journey, a trying and exciting
adventure whose destination matters less than the passion and
freedom felt along the way. Let us learn from them and remember
that, even when we are weary or uncertain, we can feel presence and
eagerness for each moment. 

The joyous masters know that amid all the chaos and conflict, and all
the hurry and wickedness of the world, there is something solid within
that is beautiful and steady and good. Like the joyous masters, we can
have the sense that our mind and soul are fresh and pure and clean,
even as we slug it out in the thick mess of humanity. 

The joyous masters know that struggle does not have to equal suffering.
Let us learn from them and remember there can be JOY and SPIRIT in
meeting life's demands, in stretching beyond comfort, in pushing
through times of high exertion and low achievement. 

The joyous masters know that nothing good comes easily, but that all
things can be met with peace.. Like them, we can show GRACE even in
the tightening grip of pain, and face our long trials with serenity and
dignity and enthusiasm for a new day. 

There was a time when striving through trial was a virtue. Struggle
was a cherished consequence of higher ambitions; it was taught as
the necessary effort of heroism and cultural advancement; it was the
celebrated context in which we proved ourselves, bettered
ourselves, and realized ourselves. 

Only there, in the depths of effort and hardship and frustration, could
our weaknesses be exposed and expelled, our lives transformed, our
dreams attained, our humanity advanced. 

Those who struggled with honor for mighty ends were not pitied but
admired & remembered across the span of time... So let us rise
tomorrow with minds set for advancement. Let us be bold again. In the
face of any concern, we can remember that all we need is within, that
fortune favors the brave, and that action alone will illuminate the next
steps. 

Let us forever strive toward something we choose as meaningful with a
conviction so pure and so powerful that we advance with grand leaps.
No longer shall we wait for permission, proper timing, or ease in rapidly
progressing our lives. Let us go now. We have work to do, influence to
gain, service to render, power to share, and freedom to achieve."
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ADRIAN REIF
UMANA VENTURE STUDIO, LLC
SCHNACKS, LLC 

WELCOME TO
THE TEAM,
ADRIAN!

CHIEF EXECUTIVE OFFICER 

Adrian is the CEO and co-founder of UMANA Venture Studio. He’s on a mission to help
humanity reimagine what’s possible. Can we thrive while the planet thrives? Can we
transcend boundaries and connect deeply? Will they look back in 1,000 years and
point to the now and say, “That’s when humans decided to live up to their potential!”
Adrian is a serial entrepreneur, innovator, & strategist who started his first venture —
Yumbutter — at age 24. He’s also a pioneer in the field of regenerative business and
regenerative innovation. In 2019, Adrian released The Do-Gooder’s Guide to
Investing, an Amazon Green Business bestseller. It’s an easy- to-read guide for the
everyday person who wants to align their money and their values. Adrian shows it’s
possible to use your money to build a better world while building wealth for yourself
and those who depend on you. Adrian has spent time on 4 continents wrestling with
nomads in Mongolia, trekking in the Himalaya, and mountain biking in the Rocky
Mountains.
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HOT IPOs! 
Project Management Specialist, Asana, goes public 

VC TRENDS 
Retail Health & Wellness Tech continues to be on the rise! According to
Pitchbook, 120 deals closed in the retail health & wellness tech sector
in Q2 2020 for a total of $1.9 billion in VC funding 

NEW MARKET TRENDS 

1. Remote Work 
2. Remote Health 
3. E-commerce 
4. Automation 
5. Data Privacy

Cybersecurity software maker McAfee Corp. has filed to go public. 

Venture capital-backed Poshmark files to go public 
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EXHIBIT i

Investment Advisory Public Disclosure

“No match has been found for the information provided”
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Investment Advisory Public Disclosure

“No match has been found for the information provided”



p. 245

EXHIBIT i

Investment Advisory Public Disclosure
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Investment Advisory Public Disclosure
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EXHIBIT j

MadeMan, Inc. Employment Agreement

p. 255



EXHIBIT j

MadeMan, Inc. Offer Letter
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MadeMan, Inc. Employee Confidentiality & Proprietary Rights Agreement
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MadeMan, Inc. Independent Contractor Service Agreement
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MadeMan, Inc. Social Media Marketing Campaign
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MadeMan, Inc. Advisory Agreement
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MadeMan, Inc. First Amended Restated Certificate of Incorporation
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MadeMan, Inc. First Amended Restated Certificate of Incorporation
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MadeMan, Inc. First Amended Restated Certificate of Incorporation
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MadeMan, Inc. First Amended Restated Certificate of Incorporation
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MadeMan, Inc. First Amended Restated Certificate of Incorporation

p. 266



EXHIBIT j

MadeMan, Inc. Employment Agreement Request 
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MadeMan, Inc. Executive Summary of Deliverables
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MadeMan, Inc. Executive Summary & Attachments
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MadeMan, Inc. Advisory Agreement Drafting
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MadeMan, Inc. Website - Team Page + Bios
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MadeMan, Inc. Correspondence, CFO

Friday, July 31, 2020 @ 8:53PM
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MadeMan, Inc. Correspondence, CEO
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MadeMan, Inc. Correspondence, CEO 

Sunday, August 30, 2020
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MadeMan, Inc. Correspondence, CEO
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MadeMan, Inc. Correspondence, CEO

Positive Performance Feedback: “You’re amazing”
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MadeMan, Inc. Correspondence, CFO

Tuesday August 25, 2020 @ 9:24PM 
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MadeMan, Inc. Annual Report Screenshots
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MadeMan, Inc. Annual Report Screenshots
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MadeMan, Inc. Onboarding Files Shared 
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MadeMan, Inc. Onboarding Files Shared 
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MadeMan, Inc. Onboarding Files Shared 
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MadeMan, Inc. Correspondence, CEO

Positive Performance Feedback: “This is great. Thank you, Sonia”

p. 284


