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INVESTOR PRESENTATION

SUBSCRIBE, RENT, BUY OR SELL 
VEHICLES ONLINE  
OR IN PERSON

We enable consumers to:





FORWARD LOOKING STATEMENTS
This information is published solely for informational purposes and does not constitute an offer to sell or a solicitation of an offer to buy any security or related financial instrument. The
summary may include “forward-looking statements” within the meaning of Section 27A of the Securities Act of 1933 and Section 21E of the Securities Exchange Act of 1934. These statements
are usually identified by the use of words such as “anticipates”, “believes”, “estimates”, “expects”, “intends”, “may”, “plans”, “projects”, “seeks”, “should”, “will” and variations of such words or
similar expressions. LMP Automotive Holdings, Inc. (the “Company,” “LMP,” “we,” and “our”) intends for these forward-looking statements to be covered by the safe-harbor provisions for
forward-looking statements contained in the Private Securities Litigation Reform Act of 1995 and is including this statement for the purposes of complying with those safe harbor provisions.
These forward-looking statements reflect, as applicable, our current views about plans, intentions, expectations, strategies and prospects, which are based on the information currently
available to us and on assumptions we have made. Although we believe that such plans, intentions, expectations, strategies and prospects as reflected in or suggested by those forward-looking
statements are reasonable, we can give no assurance that such plans, intentions, expectations or strategies will be attained or achieved. Furthermore, actual results may differ materially from
those described in the forward-looking statements and will be affected by a variety of risks and factors that are beyond our control, including those disclosed in the registration statement we
have filed with the SEC for the offering to which this presentation relates. LMP does not assume any obligation to update publicly any forward-looking statements, whether as a result of new
information, future events or otherwise.

The material has been prepared or is distributed solely for informational purposes and does not constitute an offer to sell or a solicitation of an offer to buy any security or instrument or to
participate in any trading strategy. Investors are cautioned that such forward-looking statements involve risks and uncertainties that could cause actual results to differ materially from
anticipated results. Investing in the Company’s securities involves a high degree of risk. LMP is at an early stage of its development, thus the Company’s securities may only be appropriate for
long-term investment. You should purchase Company’s securities only if you can afford to lose your entire investment.

This presentation highlights basic information about us and the proposed offering. Because it is a summary, it does not contain all of the information that you should consider before investing. 

We have filed a registration statement (including a preliminary prospectus) with the SEC for the offering to which this presentation relates. The registration statement has not yet become 
effective. Before you invest, you should read the preliminary prospectus in the registration statement (including the risk factors described therein) and other documents we have filed with the 
SEC for more complete information about us and the offering. 

You may access these documents for free by visiting EDGAR on the SEC Web site at http://www.sec.gov. The preliminary prospectus, filed on DATE, is available on the SEC Web site at 
http://www.sec.gov. Alternatively, we or any underwriter participating in the offering will arrange to send you the prospectus if you contact Think Equity, a division of Fordham Financial 
Management, Inc., Prospectus Department, 17 State Street, 22nd Floor, New York, New York 10004, telephone: (877) 436-3673 or e-mail: prospectus@think-equity.com. 

This presentation shall not constitute an offer to sell, or the solicitation of an offer to buy, nor will there be any sale of these securities in any state or other jurisdiction in which such offer, 
solicitation or sale would be unlawful prior to the registration or qualification under the securities laws of such state or jurisdiction. The offering will only be made by means of a prospectus 
pursuant to a registration statement that is filed with the SEC after such registration statement becomes effective. 
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We believe that the automotive industry is undergoing a paradigm shift in the way consumers 
are purchasing and utilizing vehicles and that these DYNAMICS create a rare opportunity to 

invest in these growth segments of  the industry which we believe are:

1. VEHICLE SUBSCRIPTIONS
offers a flexible alternative to purchasing or leasing without long term commitments

2. RENTALS AND MOBILITY AS A SERVICE 
provides a popular alternative to owning or leasing  for rideshare drivers, travelers and the local community

3. ONLINE VEHICLE SALES 
provides the “click –to-buy” culture a convenient, transparent and hassle-free shopping experience

THE MARKET OPPORTUNITY
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$662.1 M
$353.6 M $454.1 M

$1.96 Billion

Cars.com True Car Car Gurus Carvana

Third Party Auto Sites Revenue Growth
2013 2014 2015 2016 2017  2018

ONLINE IS DRIVING GROWTH
§ Car buyers spend 59% of their time online researching. (Autotrader)

§ Third-party sites are the most used sites for car shopping, used by 78% of 
shoppers. (Autotrader)

§ 75% would consider purchasing their car online. 
(Accenture Automotive Digital Survey, 2015)

MOBILITY = ÓRENTALS & SUBSCRIPTIONS
§ Vehicle Rental industry has performed very well over the last five years. In 2018,

vehicle rentals in the United States generated approximately $42 billion in revenue.
(IBISWorld Industry Market Research)

§ UBER and LYFT are bringing mobility solutions as a service to the marketplace which
creates additional demand for supply.

§ As of March 2019, “more than 180,000 people” had rented a car through Express
Drive, and two-thirds of those drivers did not originally have a car that qualified (to
drive for Lyft). (Blog post written by Lyft Chief Operating Officer Jon Mcneill)
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Rideshare companies are 
adding more 

than 50,000 drivers a 
month. 

(Business Insider)

Uber alone has an 
estimated two 
million drivers. 

(CNN)

Domestic rideshare is 
estimated to 

become a $20.9B 
industry by 2020. (Statista)

Globally the rideshare market is 
estimated 

to become a $1 trillion 
market by 2030. 

(Morgan Stanley, UBS Q Labs)

(Source: Public filings SEC.gov)



is betting that everyone hates rental-car companies and 
getting into the fight against America’s traditional rental-car companies. Peer-to-peer 
rental car app                                  has raised $300 million in a round led by SoftBank. That 
brings its total funding to nearly $400 million, at an undisclosed valuation.  (Softbank Press 

Release, 2018)

IAC invests $250 million in car-sharing company Turo.  IAC is 
investing $250 million in Turo, effectively making it the largest shareholder in the car-
share start-up. Turo expects to use the fresh funding from IAC to kickstart additional 
growth and further “refine the customer experience. (CNBC, July 17, 2019)

Ally to Finance up to $1.6 Billion in Retail Contracts and 
Provide $650 Million Floorplan Commitment
Ally Financial is providing up to $2.3 billion in financing commitments over the next 12 
months to support retail contracts from and inventory needs. (Prnewswire.com)

AutoNation Invests in Online  Used-Car Retailer Vroom
AutoNation said it has invested $50 million in New York-based Vroom, further extends 
AutoNation’s focus on preowned vehicles. (Sun Sentinel, 2018)

Flexible car ownership startup Fair nabs up to $1B in Debt and 
Equity funding from BMW and Penske 
The startup has raised a strategic round of funding from BMW’s ventures, Penske 
Automotive Group, and Mercedes Benz;.” (Techcrunch.com)

Lithia Announces Strategic Partnership with Shift Technologies.
Lithia (NYSE: LAD) invested $54 million and become the largest shareholder. Shift has 
raised over $265 million in debt and equity. (Businesswire.com)

RECENT INVESTMENT ACTIVITY
I N D U ST RY  A N D  F I N A N C I A L  I N V ESTO RS  A R E  N OT I C I N G  T H ES E  S EG M E N T  O P P O RT U N I T I ES  A N D  I N V EST I N G
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We aim to disrupt the traditional way consumers access and purchase vehicles through our Online-
Centric Subscription, Rental and Sales business model for better performance than the industry 

average.

We anticipate organic growth of our current operations and the potential to acquire additional 
dealerships to overlay our Online-Centric business model. 
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WHAT WE DO

WE BUY WE SUBSCRIBE or  RENT WE SELL WE REPEAT
at auction, off -lease and 
directly from OEM’S at 

wholesale and fleet rates. 

a selection of our vehicles 
for short term 

and month-to-month use.

pre-owned vehicles 
and those used during 
rental or subscription.

this process to build our inventory and 
our customer base.

l m p m o t o r s . c o m l m p s u b s c r i p t i o n s . c o m l m p r e n t a l s . c o m

PRE-OWNED 
VEHICLE SALES

VEHICLE 
SUBSCRIPTIONS

VEHICLE 
RENTALS

MAJOR REVENUE DRIVERS 

W E  O F F E R  C U S T O M E R S  V E H I C L E S  AT  P R I C E S  C O M PA R A B L E  T O  P U R C H A S I N G  O R  L E A S I N G ,  W I T H  T H E  
F L E X I B I L I T Y  O F  S U B S C R I B I N G  O R  R E N T I N G  
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SUBSCRIPTION ONLINE SALES
RIDESHARE
OFFERING

CONSUMER 
RENTALS

PHYSICAL 
DEALERSHIP

OEM
DISCOUNTS

OWNS
INVENTORY

GROWTH BY 
DEALERSHIP 

ACQUISITIONS

Web Centric Automotive 
Retailer and Provider of  

Subscriptions, Rideshare, 
Rentals & Sales

Peer-to-Peer Lease & 
Subscriptions

Online Vehicle
Sales

Online Vehicle
Sales

Market OpportunityOUR MARKET POSITION
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LMP is positioning its strategy to be a low-cost producer by purchasing new vehicles under factory fleet arrangements 
and pre-owned vehicles directly from dealer auctions and consumers. We believe our dealership acquisition strategy 
enables us to flow, recondition, service and ultimately sell vehicles in a cost-efficient manner, achieving the highest 
possible gross margins while maintaining price competitiveness. By rolling up dealership groups we believe we can 
achieve rapid and profitable growth at the same time building an industry leading online superstore with a wide variety 
of inventory available nationwide.



UNIT ECONOMICS EXAMPLE
M e r c e d e s - B e n z  N e w  2 0 2 0  M o d e l  G L C 3 0 0

§ $44,215 retail sticker price, we purchase for $33,603 (approximately 24%
discount).

§ We use a factor of approximately 2.4% of our cost as the consumer’s monthly
payment.

§ We derive approximately $10,000 in payments over the course of 12 months.

§ Then, we sell the vehicle through our online platform or at auction, typically at a 
plus or minus single digit margin depending whether it is sold retail or wholesale. 

§ For example, if we sell the vehicle for $31,587 (a negative 6% margin), a $2,016 
loss, when subtracting the payments collected over the 12 months of 
approximately $10,000, the net gain is $7,984 which equates to 23.8%.

§ Selling the same vehicle retail can yield margins as high as 32%.
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DEALERSHIP ACQUISITION ACCRETION EXAMPLE   
§ We believe we can acquire dealerships for pre-tax income multiples ranging from 4-8 times, which makes for a very

attractive proposition in itself, given interest rates are at lifetime lows.

§ Modeling what we believe is a conservative 35 subscription units per month per dealership and approximately $50,000
in rental sales per month, results in a 13% ($13M) annual increase in revenue per average dealership and a 35%
($0.7M) accretion to net income.

§ Increase inventory
§ Open new markets
§ Tech. enable all stores
§ Build an industry leading online superstore with a wide variety of inventory available nationwide
§ Increase same store sales and profits year over year
§ Attractive return on invested capital
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THE VALUE OF ACQUIRING DEALERSHIP GROUPS 



WE BUY
P R E - O W N E D  V E H I C L E S  AT  A U C T I O N  A N D  O F F - L E A S E

§ For pre-owned and new vehicle consumers, we believe our strategy and platform
will offer a broader selection of vehicles than most of our competitors at a better
value and provide us better margins on resale as well as provide a diverse
inventory for subscriptions and rentals.

§ In the second quarter of 2019, Mercedes-Benz Financial approved a $3.5 million
leasing credit line for our subscription and rental fleet inventory purchases.

§ Used vehicle sales in 2019 are expected to hit the highest level since the 
recession. In 2018, 40.2 million used vehicles were sold in the U.S.; in 2019, 
Edmunds analysts predict used vehicle sales could approach 41 million, providing 
supply for LMP to acquire and offer vehicles for pre-owned subscriptions. 
(Edmunds.com 2019 Used Vehicle Outlook) 
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WE SUBSCRIBE OR RENT
M A X I M I Z I N G  R E V E N U E  P E R  V E H I C L E  U N I T

New vehicles are acquired through our fleet purchasing arrangements then placed into our 
subscription and rental fleet. 

In our subscription model, consumers have the option to pay an "all-in" monthly fee which 
includes vehicle access, and in some cases insurance, maintenance, servicing and roadside 
assistance, with gas being the only incremental consumer expense.  Subscription terms are 
normally 30 days to 12 months.

In our rental model, we believe our platform offers consumers a wide selection of vehicles at more
favorable rates than on-airport options. Typically, our rental terms are 1 to 28 days.
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SUBSCRIPTION MARKET

Highly attractive model for millennials, who will represent 40% of the car buying market 
by 2020. (Automotive News.com, 2017) 

B E N E F I TS  FO R  CO N S U M E RS :

§ Convenience- set up the subscription online and manage via a  
smartphone or computer

§ Access to a range of vehicles and swap on-demand

§ Get the car delivered to you

§ No negotiating…one low price

§ Lower credit requirements 

§ No long-term contractual obligations 

§ No attendant responsibilities and hassles of outright ownership, you 
just pay for gas
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RENTAL MARKET

§ $30 billion in annual revenues. (Auto Rental News Fact Book, 2019)

§ Rental fleet in U.S. of more than 2.2 million units. (Auto Rental News Fact Book, 2019)

§ Average revenue per unit per month is at an all time record of $1,130 (Auto Rental News, 2019)

§ Ride sharing companies including Uber and Lyft have contributed to the increase in
rental demand.

§ LMP’s initial market entry into South Florida is just minutes away from the Fort
Lauderdale-Hollywood International Airport and caters to ride share drivers, travelers,
snow birds and the local community.

2018 U.S. Car Rental Market
(Auto Rental News 2019 Fact Book)

Cars in Service 2017 Revenue 2018 Revenue 

2,213,000 
$ 28.6 
Billion $ 30.03 Billion 
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§ After a predetermined time period and/or mileage is achieved, new vehicles purchased in our fleet program for subscriptions and
rentals are also placed on our e-commerce platform for sale nationwide.

§ Vehicles acquired through auction, trade-ins, purchases, off-lease and from customers are placed on our e-commerce platform for
sale nationwide.

ON                                     USERS ACCESS….                           USERS ACCESS…                              

WE SELL
E X PA N D I N G  O U R  O N L I N E  P R E S E N C E

…an online platform that 
gives our customers similar 
tools, abilities, and value as 
3rd party sites.  A seamless 
online and 100% mobile 
responsive platform 
connects customers to 
vehicles.

…a consistent set of hi-
res images of the 

interior and exterior, 
plus a full list of the 

features and  5-year cost 
of ownership data for 

ALL our vehicles.
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USED VEHICLE MARKET

§ 40.2 million used vehicles sold in 2018, up from 39.3 million in 2017,
at an all-time high average price of $20,084. (Edmunds Used Vehicle Outlook

2019)

§ Highly fragmented. 43,000 used car dealerships with the largest
owning about 1.7% market share. (Carvana S-1 as filed with the SEC on April 4, 2018)

§ In 2018, the pre-owned market was more than twice the size of the
new vehicle market. (Edmunds Used Vehicle Outlook 2019)

§ LMP intends to grow pre-owned vehicle sales through pre-owned
vehicle subscriptions and online sales both organically and through
potential acquisitions.
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Pre-Owned Vehicle Sales By Channel
2013-2018 

YEAR USED SALES FRANCHISE SALES CPO SALES

2013 35,775,755 20,793,385 2.121,548

2014 36,241,800 11,178,073 2,340,348

2015 37,254,854 11,400,111 2,553,663

2016 38,602,466 11,600,597 2,641,900

2017 39,203,694 11,461,515 2,644,422

2018 40,232,959 11,882,637 2,700,394



WE REPEAT
O U R  C Y C L E  O F  B U Y,  S U B S C R I B E  o r  R E N T  A N D  S E L L

§ We plan to build and rebuild our fleet inventory through our balance 
sheet, free cash flow, financings and opportunistic acquisitions. 

§ Inventory size variety and pricing are the keys to sales throughput. 
Our plan is to establish a cluster of regional locations throughout the 
United States. 

§ Ample inventory and a wide variety of vehicles are expected to drive 
a greater following on our e-commerce platform,  bring customers to 
our dealership and steadily increase our customer base.

§ Driven by our online platform, our e-commerce options to 
“Subscribe, Rent or Buy” online or in person cover both segments of 
demand in the vehicle market.
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February 2020

Common Shares Outstanding 8,691,323
Warrants (WAEP $6.25) 115,000
Options   (WAEP $4.57) 344,500
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CAP TABLE as of  February 5,  2020

INSIDER OWNERSHIP TABLE
Common Shares %

Sam Tawfik 3,785,037 43.55%
William Cohen 150,150 1.73%
Robert Morris 20,000 0.23%
Elias Nader 5,000 0.06%
Keith Locker 5,000 0.06%
Totals 3,965,187 45.62%



Year Ended December 31

FULL YEAR 2019 2018

TOTAL REVENUES $10,858,594 $16,610,786

Gross Profits (Loss) (147,026) (1,956,989)

Total Costs of Revenues 11,005,620 18,567,775

Loss from Operations (3,995,214) (6,458,916)

Other Expenses 34,637 31,377

NET INCOME $(4,029,851) $(6,490,293)

FINANCIAL RESULTS 
Three Months Ending September 30, 2019 vs. December 31, 2019

Three Months Ending September 2019 December 2019

TOTAL REVENUES $1,177, 887 $3,032,480

Gross Profits (Loss) (169,315) 247,874

Total Costs of Revenues 1,347,203 2,784,606

Loss from Operations (771,232) (548,962)

Other Expenses 4,161 23,233

NET INCOME $(775,393) $(572,195)

We generated total revenues of $10,858,594 for the year ended December 31, 2019, including rental and subscription revenue of $351,885 and $1,389,679, respectively, as compared with total 
revenues of $16,610,786, including rental and subscription revenue of $539,952 and $356,323, respectively, during the comparative year ended December 31, 2018, a decrease of $5,752,192. 
The decrease mainly was due to the decrease in our vehicle sales, offset by an increase in our subscription segment of the business.

We have sustained negative gross margins mainly due to the vehicle depreciation and sales of vehicles at losses in order to generate immediate cash to fund the payments on the convertible 
notes, our common stock repurchases, and to fund monthly overhead costs. However, the gross margin percentage has increased from a negative 12% for the year ended December 31, 2018 to 

a negative 1% for the year ended December 31, 2019.  Following this offering, we will not be subject to such cash constraints and will be able to materially increase the size of our fleet.
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OUR SIMPLE CONSUMER PROCESS
B U Y,  S U B S C R I B E ,  R E N T  O R  S E L L  A  V E H I C L E

§ BUY Visit lmpmotors.com, search for a vehicle, select a vehicle of interest, apply for credit online if needed, click “start purchase” 
then submit and a representative will contact you within 24 hours to arrange payment and/or credit approval, as well as delivery or 
pickup of the vehicle.

§ SUBSCRIBE  Visit lmpsubscriptions.com, search for a vehicle, select a vehicle of interest, apply online, click “apply now,” then
submit and a representative will contact you within 24 hours to arrange delivery or pickup of the vehicle.

§ RENT Visit lmprentals.com, select your desired duration for the rental, search vehicles, select vehicle, and add-on’s, enter 
personal, insurance and payment information then submit and your vehicle is reserved awaiting pickup.

§ SELL  Visit lmpmotors.com, click on the “sell” link, enter your vehicle’s information, get an instant offer, confirm condition at our 
premises and get paid.
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Regional Strategy -
We expect to benefit from logistical and
operational efficiencies through creation of
clusters of large, centrally located facilities.

Focus on Geographic ConcentrationGROWTH STRATEGIES
1 .  I N C R E A S E  O N L I N E  S A L E S  A N D  S U B S C R I P T I O N S

Sales

§ Increase sales by building inventory through auction, wholesale dealer and manufacturer excess inventory off-lease 
and fleet purchases from OEM’s. In addition, opportunistic and accretive acquisitions.

§ Increase sales by offering value through a combination of price, selection, transparency, credibility and transaction
experience.

§ In North America, there are approximately 43,000 used car dealerships and nearly 18,000 franchise dealerships.
(Dealer Socket, 2015 / Edmunds.com / Public Filings / Automotive News)

2 .  E X PA N D  R E N TA L S
§ Increase rentals by offering travelers a similar vehicle to the one they have at home, including high-line 

vehicles at attractive rates
§ Expand and tailor our fleet to cater to the growing rideshare driver demand

3 .  B U I L D  N E T W O R K  O F  L A R G E ,  C E N T R A L LY- LO C AT E D  D E A L E R S H I P S

…and promotes the following efficiencies:
§ Better online consumer experience
§ Operational and cost savings
§ Organic expansion of our on-line stores
§ Economies of scale

• Each location supported by;
• State-of-the-art photo studios
• Centralized back office  functions
• A pooled inventory database

Targeted Markets with 10,000+ 
Vehicles Per Region

Southeast – Northeast – Midwest - West
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66.8%
68.9%

72.4% 73.6%
77.5% 78.0%

Lithia Asbury Autonation Group 1 Sonic Penske

Regional Strategy -

We expect to benefit from logistical and
operational efficiencies through creation of
clusters of large, centrally located facilities.

Each facility is expected to be supported by:

- State-of-the-art photo studios that provide
optimal visual presentations of each vehicle

- Centralized back office functions
- Pooled inventory database hosted in the cloud

Focus on Geographic ConcentrationEXPENSE REDUCTION VIA ACQUISITON
§ Expense reduction can be particularly lucrative for large, growing

dealership groups when making acquisitions. This is due to the
immediate incremental profit opportunity available post-acquisition
through cost reduction as a result of economies of scale.

§ The average private dealership’s cost structure is significantly higher than
those of the largest public dealership groups (as much as 18%). See chart
→.

§ Reducing SG&A expenses after acquiring a dealership simply by
providing more shared services (consolidated HR, accounting, legal, and
technology) can make an acquisition immediately accretive to earnings.

§ Lower outside services costs due to larger negotiated contracts,
particularly as it relates to technology, can result in an immediate
increase in earnings. We expect expense reduction opportunities to
become an increasingly important factor in our consolidation plan and
to drive our return on investment expectations for future acquisitions.

SG&A as Percentage of Gross Profit PUBLIC vs. PRIVATE 
LTM 2018

NADA, SEC Filings, Kerrigan Advisors, 2018

PUBLIC AVERAGE: 72.9% 

86.4%
88.7%

91.5%
93.4%

Domestic Mass Market Import Luxury

PRIVATE AVERAGE: 89.9% 
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EXECUTIVES AND BOARD OF DIRECTORS
Samer “Sam” Tawfik, Founder, CEO, and Chairman of the Board - Prior to founding LMP Automotive Holdings, Inc., Mr. Tawfik was the founder and
Chief Executive Officer of Telco Group, Inc. which was acquired by Leucadia National Corp in 2007 with a valuation of $160,000,000. Mr. Tawfik also
founded and was Chief Executive Officer of PT-1 Communications, Inc. which was acquired by Star Telecommunications Inc. in 1998 with a valuation of
$590,000,000. From February 1999 through March 2000, Mr. Tawfik served as a Director of Star Telecommunications, Inc. Mr. Tawfik has extensive
experience in technology, finance, banking and statistical science. Awards given to Mr. Tawfik and his prior companies include, top 10 technology &
communications CEO in the U.S., number 1 on Inc. 500’s fastest growing company list in the U.S. for 2 consecutive years, largest pre-paid telecom company
in the world, consumer report’s best new product of the year, JPM / KPMG top 25 private employers, number 1 fastest growing in N.Y., 10th largest private
company in N.Y., 4th largest International & 8th largest long-distance telecom company in the U.S. behind AT&T, and many more.
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EXECUTIVES AND BOARD OF DIRECTORS ( c o n t . )

Bryan Silverstein, CFO – Mr. Silverstein joined our company in September 2018 as Controller and was appointed as Chief Financial Officer in November
2019. He has established and maintained oversight of accounting processes, as well as assisted with operational development. From 2010 until joining
LMP, Mr. Silverstein held a number positions of increasing responsibility with Group 1 Automotive, a Fortune 300 automotive retailer. From 2010 to 2012,
he was a part of the internal audit team responsible for planning engagements, interviewing management, conducting fieldwork and presenting findings
and recommendations to management. From 2012 to 2015, he was responsible for financial analysis and reporting, real estate and construction
accounting and mergers and acquisitions due diligence. In 2015, he relocated from the corporate office in Houston, TX to Miami, FL to become the
Dealership Controller of a recently acquired, top dealership in the country. In 2006, Mr. Silverstein began his accounting career at the public accounting
firm, Grant Thornton in the advisory services group offering internal audit outsourcing, Sarbanes-Oxley (SOX) audit support and other consulting services
for clients across various industries such as oil and gas, manufacturing, banking/financial services and property management. Mr. Silverstein is a graduate
of Louisiana State University with a Bachelor’s and Master’s in Accounting and is a Certified Public Accountant and Certified Internal Auditor.
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BOARD OF DIRECTORS ( c o n t . )

William “Billy” Cohen, Member of the Board – Mr. Cohen has served as a member of our board of directors and the Lead Independent Director since
March 2018. He is currently the Vice Chairman at Newmark Knight Frank, a global commercial real estate advisory firm. Mr. Cohen has over 38 years of
experience with commercial real estate acquisitions, conflict management, negotiation, fund raising, tenant representation, owner representation, leasing
advisory services, property and asset management, and corporate advisory services. Mr. Cohen holds a B.A. in Finance from the University of Miami.

Robert “Bob” J. Morris, Jr., Member of the Board – Mr. Morris has served as a member of our board of directors since May 2019. He is currently
Director of The Southeast region for the Tim Lamb Group and Former Chairman of the Pontiac-GMC National Dealer Council. Mr. Morris has represented
AutoNation, Hendrick Automotive Group, AMSI (Terry Taylor) and many others in buy-sell transactions of franchised dealerships. Mr. Morris brings over
three decades of retail automotive experience that encompasses franchise dealer acquisitions and operations, pre-owned dealer operations, as well as
leasing, finance and sales expertise. We believe that Mr. Morris brings the necessary leadership experience to the LMP Board of Directors. Prior to joining
the Tim Lamb Group, he led and owned franchise dealerships for over two decades and always exceeded factory goals.
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BOARD OF DIRECTORS (cont. )

Elias Nader, Member of the Board – Mr. Nader has served as a member of our board of directors since May 2019. Mr. Nader has over 25 years of 
experience in Finance and Accounting. He is a versatile, high-energy finance executive who leads companies through change and challenge to profitable 
growth. He is skilled in negotiating partnerships and alliances with a keen ability to forecast industry trends and capture opportunities as well as 
experienced in transforming and growing technology start-ups to global businesses. Mr. Nader has built financially sophisticated teams as well as ERP 
systems, creating transparent communication from the management level to the boardroom and shareholders. Prior to joining LMP’s Board, Mr. Nader was 
the interim President and CEO of Sigma Designs, Inc., a Nasdaq-listed Company, as well as its Chief Financial Officer. He has also served as a Board Member 
of the company from 2012 to 2019. Mr. Nader also serves as an Advisory Board member of Bottles Waiting, a private company, and served as an 
Audit Committee Member of the Board of Directors of YuMe, Inc., a Nasdaq-listed company from 2016 to 2018. Prior to that, Mr. Nader was the Chief 
Financial Officer for Imperial Holding, based in Europe and the Middle East, and held numerous senior executive roles in a number of Fortune 500 public 
companies. Mr. Nader is a graduate of San Jose State University.

Keith M. Locker, Member of the Board – Mr. Locker has served as a member of our board of directors since December 2019.  He currently serves as the 
Chief Executive Officer and President of Inlet Capital Management LLC and serves as the President of Global Capital Resources, LLC and GCR Advisors Inc. 
Mr. Locker's responsibilities include overseeing all real estate capital markets activities. Mr. Locker’s prior investment banking experience includes Bear, 
Stearns & Co. Inc., as a Senior Managing Director, and Deutsche Bank Securities, Inc., as a Managing Director. His previous public board of directors 
experience include Non-Executive Chairman at Sunstone Hotel Investors, Inc. from 2011 to 2015 and as its Independent Director from 2006 until 2017, as 
well as an Independent Director of New York REIT, Inc., The Mills Corporation and Glenborough Realty Trust Inc. He also served as a Director of IVP 
Securities, LLC. Mr. Locker is a Trustee of National Jewish Health and Governing Trustee of Urban Land Institute and active in numerous philanthropic and 
community organizations. He earned an M.B.A. in Finance and Real Estate from the Wharton School of the University of Pennsylvania and a B.S./B.A. in 
Finance from Boston University School of Management.
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INVESTMENT HIGHLIGHTS
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ü Early mover in the vehicle subscription market integrating online and brick and mortar strategies 

ü Focused on price-advantageous offerings addressing the mainstream demand

ü Virtuous cycle of “Buy, Subscribe or Rent, Sell, and Repeat” minimizing cost and 
maximizing revenues per unit

ü Scalable and differentiated technology platform 

ü Ability to acquire and overlay our ‘Online-Centric’ business model on potential acquisitions

ü Rare opportunity to invest in a company that intends to become the first of only 6 Franchise Automotive Operators with a rollup 
strategy that has gone public in nearly 15 years

ü Well positioned for rapid growth

ü Experienced and proven Fortune 1000 management



Sam  Tawfik, CEO

CORPORATE OFFICES
601 North State Road 7

Plantation, FL  33317

O: (954) 895-0352
F:  (954) 756-8112

lmpmotors.com

CONTACT US

SUBSCRIBE, RENT, BUY OR 
SELL VEHICLES ONLINE  

OR IN PERSON


