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CEOCFO: Ms. Gullickson, will you tell us the focus for Item 9 Labs? 
Ms. Gullickson: Item 9 Labs creates comfortable cannabis health solutions for the modern consumer. The Company is 
focused on bringing best of industry practices to markets from coast to coast through cultivation and production facilities, 
distinctive retail environments, licensing services, and diverse cannabis-infused product suites that cater to different 
medical cannabis demographics. 

CEOCFO: Why the decision to operate in all these arenas? 
Ms. Gullickson: I started in the cannabis industry about nine years ago when Arizona was legalizing its medical 
marijuana program. I started a company that assisted entrepreneurs in putting together their business plans and standard 
operating procedures, in order to apply for a marijuana license. Typically, it is done through a request for application or a 
request for proposal process, so that is when I ended up getting into the industry. My firm was called Dispensary Permits. 
I did that from coast-to-coast in about fifteen different states in the United States, and five different countries. I basically 
helped people obtain these licenses. The licenses are hard to get. For every one that is awarded, fifteen to twenty will 
apply. In certain states they are limited to as few as five licenses. It is a very competitive process and that is what I have 
spent most of my professional career doing, paired with lobbying and helping some of the rule makers draft legislation and 
the rules and regulations that are basically the foundation for these programs.

About three years ago I started to take an equity stake in the licenses that I helped entrepreneurs with, and a year ago I 
was awarded my first license and that was a cultivation and production license. However, knowing that I cannot produce, 
grow and extract cannabis, because I am on the business side and not necessarily on the agricultural side, I went out and 
toured about ten different groups to see who would be the best fit for my vision to bring organic, sustainable, healthy 
medication to the people of Nevada, and ultimately I selected Item 9 Labs.

We had started working together on a contractual agreement, and Item 9 Labs expressed that they wanted to start to 
apply for themselves to obtain more licensing. It was really the perfect marriage with my assets and their assets, to start 
moving in the same direction under one house. They acquired my company and I stepped up as CEO as of December 2, 
2018. We have a multitude of different businesses that are under the public umbrella. It actually just helps us strategically 
move to the United States and/or other countries to not only acquire licenses, but ultimately run them. 
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CEOCFO: What has changed as you have come onboard as CEO? 
Ms. Gullickson: We went from one operation in Arizona, a 20 thousand sq. ft. facility, to basically being in two markets 
ultimately overnight, because we worked together on my licenses as well. Not only are we in Arizona, we are in Nevada 
and North Dakota. Basically I was able to join with my nine years of experience in rules, regulations and applications 
processes, to put together a pretty aggressive growth plan for the company. In order to be in six to ten markets by the end 
of 2019, if you are buying the assets instead of actually applying for them, you are actually going to end up spending from 
$40 million to $100 million doing so. For our application and our unique skill set in acquiring licenses by way of application 
instead of acquiring, we will only spend about $3.7 million. The fruits of my labor over the last nine years and the 
application processes that we have had pending, just basically expedite our growth that much quicker. It was just the 
perfect marriage in the sense that I knew how to go and obtain licenses and had a very clear strategic vision for where a 
public company should go as far as growth strategy. The Item 9 team had a very intimate knowledge with the plan and 
with production so that we can have that strong operational component for the facilities that we rent. 

CEOCFO: What do you understand about the business, which less knowledgeable people may not recognize?
Ms. Gullickson: I think that people want to simplify it. Ultimately it should be something that is simple but we are dealing 
with an industry that is still federally illegal. We are dealing with industry advocates versus Wall Street, and we are dealing 
with a lot of idiosyncrasies that other business verticals do not have. When you look in the media you see the headlines 
about money, money, money, money, and rarely do people like to talk about how much work actually goes into a 
company. I have always looked at the industry as something that was benefiting patients, and focused on that over the 
profit. I have obviously done well financially, but the people that want to get into sometimes for the wrong reasons end up 
failing miserably. 

CEOCFO: What products are you offering today and why have you chosen these particular categories?
Mr. Gullickson: Each of our facilities offers different flowers, which is the actual marijuana plant, as well as other 
products. What we try to do in our unique cultivation processing facilities, is start with the qualifying medical condition and 
work from there. We then basically put together a strain list and product list that will work well with the qualifying medical 
condition. For example if somebody is having a symptom from maybe cancer, which is insomnia, we are going to want to 
make sure that we are giving them an Indica, not a Sativa. The approach is sophisticated in the sense that we actually 
pair our medicine which whatever symptom they are experiencing. We have usually anywhere from 20 to 40 strains in a 
facility so that we can service all the different qualifying conditions. We also have vaporizers, pens and concentrates, and 
we are working on producing a line of oils, tinctures and different types of modalities to really meet the patients to where 
they are. This is a different industry and we have heard people with horror stories of consuming too much and forgetting 
what the rest of the day looks like. That is not our approach; we are focused on helping people find comfortable cannabis 
solutions for their lifestyle. We also have a tool that we use with patients and that tool is basically a patient pass. We ask 
them a bunch of questions about their lifestyle. Our patient care advisors can take them through the patient pass, to pass 
them into four or five different products that would work for their lifestyle. It is more of a strategic approach instead of 
everybody getting high. 

CEOCFO: How do you lead cannabis users to quality?
Ms. Gullickson: It starts with the state programming. It starts with the legislators and rule makers. Many of the programs 
have drafted in their bills, what the testing parameters look like for medicine, so I love to be actively involved in that 
process just to ensure that this state is putting the bar high, so that they can actually test for pesticides, fecal matter, and 
all these different things that can get into your medicine and wreak havoc on the patient�s health. Here in Arizona, we do 
not have testing parameters, although the industry was created nine years ago. However, at our facility here we test our 
medicine and make sure that it is quality. In all of our facilities we cannot label ourselves as organic because it is federally 
mandated. However we follow organic practices to make sure we are not putting anything into the plant that could be 
harmful. We focus on the medical side of things, so we would not want to put anything inside someone�s body when their 
immune system is already compromised. 

CEOCFO: What is the reception to Item9 Labs from the investment community? 

�Item 9 Labs creates comfortable cannabis health solutions for the modern consumer. The Company is 
focused on bringing best of industry practices to markets from coast to coast through cultivation and 
production facilities, distinctive retail environments, licensing services, and diverse cannabis-infused 
product suites that cater to different medical cannabis demographics.�- Sara Gullickson
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Ms. Gullickson: We actually just had a series of investment centers. It has been well received. Investors want to see why 
you are different and they want to see what you are going to offer. Being one of the few woman CEOs of a publicly traded 
cannabis company, is obviously one of our differentiators. Being able to acquire licenses for four million versus forty to 
eighty million is another one of the differentiators that the investors like. We have a strong marketing presence and really 
have built a strong team and a solid operations team that can go from market to market to market to open up our different 
facilities and that is another thing that helps the investors feel like they are in a secure environment. I get feedback many 
times that investors are thrilled that I have been in the industry for nine years. Many times when they are going to different 
investment shows, there are many people that have been in the industry one year or two or three years. They are bringing 
their C-level experience to the table of a cannabis company, but there are many idiosyncrasies in the cannabis industry 
that you would not be able to pick up in a short period of time, so my longevity in the industry really helps us create a 
clearer vision for the company and ultimately helps us move quicker than some of the others. 

CEOCFO: Why look at Item 9 Labs, first? 
Ms. Gullickson: Our company really cares about women in leadership. We also care about making sure that our 
business is diverse so that we are not just catering to one demographic. Our ability and team is able to scale and operate 
facilities and go to market a lot quicker than some of the other companies with less financial commitment. Another 
differentiating factor which a lot of people do not think about is the quality of the medicine. We have won several awards 
from the fact that we are organic and our product is boutique in the sense that we can dispel for about 20% more than 
some of the other operators in our market because of that high quality. One of our biggest issues happens to be not an 
issue at all in the sense that it is supply and demand. The major factor is when we put our product out the consumers just 
eat it up. All investors are looking at the team and we have a strong team in not only financing but industry experience, 
marketing and operation. I know that we are newer in the sense that there are a couple of companies that have been 
public a bit longer than we have, but that provides an investor a great opportunity to enforce change and make a big 
difference as far as our early adapters. 


