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Introduction: an industry concentrated in a single firm 

 
 

 

 

 

 

 

 

 

 

 

Occasionally, an industry emerges for which competitive analysis must be inverted. Instead of asking which firm 
will win amongst competitors, the question becomes whether the industry itself has almost entirely concentrated 
into a single dominant enterprise — and therefore an enterprise whose prospective economics are best understood 
through understanding the drivers of the industry itself. 

SpaceX increasingly appears to meet this description. It is not merely a launch provider, nor simply a vertically 
integrated space services platform. It is more usefully analysed as a systemic cost-setter for an entire economic 
domain: space/orbital access and its adjacencies. In that sense, SpaceX can be put forward as analogous to a central 
bank, not because it sets interest rates to expand economic growth, but by a different mechanism: SpaceX by 
lowering the cost of putting mass into orbit expands the frontier of the space economy. 

Figure 1: The SpaceX private valuation in December 2025 rose to $800bn concurrent with news 
relating to its potential IPO; concurrently, investors are also appraising public market securities 
such as Echostar and Filtronic as potential routes to allow participation in the growth of SpaceX1 

GA-Courtenay Special Situations Fund is managed within Green Ash Partners Investment Management Ltd 
11 Albemarle Street, London, W1S 4HH, UK. Green Ash Partners is regulated by the FCA. 
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This framing has two consequences. First, it clarifies why SpaceX’s valuation debates routinely appear incoherent 
when approached through traditional multiples or peer comparisons. Second, it explains why a small number of 
SpaceX counterparties — notably Echostar and Filtronic — have gone the extra mile to secure equity-like exposure 
to SpaceX, and as this white paper contends resultingly possess economics akin to structurally embedded 
extensions of SpaceX’s itself. 

 
Absent barriers, impairment risk is proportional to prospective value capture 

Before assessing the economic drivers of SpaceX and its public market proxies, it is worth underpinning our 
analysis with a fundamental law of growth investing: absent barriers to entry, impairment risk is proportional to 
prospective value capture.  

This principle, described in Figure 2 as the “Casino Royale principle” – often runs counter to investors’ intuitive 
enthusiasm for large addressable markets. However, its logic is straightforward. When value creation potential is 
large and barriers are weak, incentives for displacement, imitation, or predation are incentivised. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

In the James Bond movie Casino Royale, Bond is about to beat Le Chiffre at the poker table, there’s a lot of money 
in play, so the prospective value capture is very large. But Bond is not protected, we can frame his ‘business 
position’ as not having sufficient barriers to entry – because he is so fixated on the game, his normal defensive 
awareness fails, Le Chiffre’s girlfriend puts poison in his drink, leading to Bond exiting the game and nearly dying. 

Figure 2: The “Casino Royale principle” – absent barriers to entry, impairment risk is proportional 
to prospective value capture. Bond is about to beat Le Chiffre at the poker table, yet Bond’s defensive 
awareness fails resulting in barriers low enough for Le Chiffre’s girlfriend to put poison in his drink2 
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Real world business case parallels are present at even very large scales. MySpace was the dominant social network at 
the same time as the very large value of social media’s prospective addressable market size was becoming apparent. 
However, high prospective value and low barriers to entry is a fragile equilibrium. MySpace was entirely displaced 
by Facebook.  

 

 

 

 

 

 

 

 

 

 

The implication is not that investors should avoid large opportunities. Rather, it is that large opportunities 
without enduring barriers are the most dangerous of all. Robust growth investing therefore requires a dual 
condition: (1) a dominant firm protected by barriers that have already proven resistant over time, (2) the potential 
for large value capture though substantial, long-duration industry growth tailwinds.  

SpaceX passes both tests unusually well.  

 

  

Figure 3: High prospective value, low barriers to entry, is a fragile equilibrium. 
MySpace was entirely displaced by Facebook3 
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SpaceX operates from an extremely dominant market position whose barriers 
to entry have been demonstrated through more than two decades 

Measured by payload mass to orbit, SpaceX operates 
from an extremely dominant market position. SpaceX is 
responsible for more than 90% of payload launches to 
orbit every year4. No other entity — public or private, 
Western or non-Western — operates at remotely 
comparable scale using reusable launch systems. Blue 
Origin, founded before SpaceX5, has completed only 
two orbital launches compared to SpaceX’s tally at 6006. 
No Chinese or Russian system has demonstrated 
reusable launch cadence at scale. 

This dominance is not merely a snapshot. It has persisted 
for nearly a quarter-century7, satisfying what strategists 
often call a Lindy effect test: the longer a barrier has held 
without meaningful penetration, the more likely it is to 
endure8.  

The same pattern is visible in Starlink. SpaceX’s low-
Earth-orbit constellation exceeds the satellite count of its 
nearest competitor by an order of magnitude9. The result 
is not competition within a mature market, but market 
ownership. 

 

 

 

  

Figure 4: SpaceX operates from an extremely 
dominant market position, responsible for 
close to 90% of satellite launches per year10 

Figure 6: SpaceX’s low-Earth-orbit 
constellation exceeds the satellite count of its 

nearest competitor by an order of magnitude12 

Figure 5: The dominance of SpaceX satisfies Lindy effect 
criteria – the longer a barrier has held without 

meaningful penetration, the longer it is likely to endure11 
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SpaceX as an industry providing low cost access-to-space and its adjacencies 

When a business achieves extraordinary dominance, monopolistic status with high barriers to entry, the critical 
point of value analysis shifts from relative competitive position and toward the mechanics underwriting the 
gradient of industry expansion itself. For a monopoly in this position, the company is the industry. On the same 
basis, SpaceX does not merely participate in the space industry; it is the space industry. 

 

 

 

 

 

What then, is the industry that SpaceX represents? At its core, SpaceX is an access business. It monetises the act of 
moving mass from Earth’s surface into orbit, and owns both the access-to-space industries and its adjacencies.  

Historically, space-access was constrained by physics, materials science, and cost structures that rendered most 
orbital business models marginal or loss-making. What SpaceX has achieved is not incremental improvement but a 
step-change. SpaceX Starship represents approximately a 65-fold reduction in cost per kilogram to orbit relative to 
legacy non-reusable systems14.  

The economics of orbital viability are brutally binary. At high launch costs, only government payloads and prestige 
missions were viable. At sufficiently low costs, entire categories of economic activity — broadband, earth 
observation, mobile connectivity, and potentially datacentres — become cash-generative. 

Crucially, this is not a one-time shift; SpaceX targets a further order of magnitude improvement in cost per 
kilogram to orbit15, and the limits of physics may allow a further order of magnitude improvement beyond16. As 
each successive reduction in cost per kilogram occurs, the set of economically viable orbital assets expands, while 
simultaneously increasing returns on assets already in orbit. 

Figure 7: When a business reaches monopolistic status combined with high barriers to entry, the 
focal point of analysis shifts away from relative competitive position and toward the mechanics 

underwriting the gradient of industry expansion13 
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So long as the cost per kilogram to orbit continues to decline, the space 
industry sits on an exponential growth curve 

As we have noted, Starship represents approximately a 65-fold reduction in cost per kilogram to orbit relative to 
legacy non-reusable systems; furthermore SpaceX targets an additional order of magnitude improvement in cost 
per kilogram to orbit, and the limits of physics may allow a further order of magnitude improvement beyond. As 
each successive reduction in cost per kilogram occurs, the set of economically viable orbital assets expands, while 
simultaneously increasing returns on assets already in orbit. 

However, a perhaps less well recognised aspect of the observed linear reductions in launch cost is that they can 
output exponential growth in the space economy. 

The mechanism is twofold. First, lower costs enable new classes of payloads that were previously uneconomic. 
Second, they improve the unit economics of existing orbital businesses, allowing price reductions that expand 
demand elastically. 

Figure 8: What SpaceX has achieved is not incremental improvement but a step-change. Starship 
represents approximately a 65-fold reduction in cost per kilogram to orbit relative to legacy non-

reusable systems. SpaceX targets a further order of magnitude improvement, and the limits of 
physics may allow a further order of magnitude improvement beyond17.  
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When these two effects occur simultaneously, the combination of the two linear growth outputs results in a 
multiplicative, square law growth rate. New assets enter orbit at the same time as existing services scale. The 
industry expands not linearly but exponentially.  

 

By SpaceX significantly lowering the cost of launching mass into orbit, orbital 
activity has decisively crossed a threshold to become value-accretive  

As our section title contends, so long as the cost per kilogram to orbit continues to decline, orbital activity has 
decisively crossed a threshold to become value-accretive. To make this concrete, consider the Starlink V3 satellite. 
Based on disclosed figures, the all-in cost of manufacturing and launching a single unit is approximately $1.6 
million18. That satellite delivers roughly 1 terabit per second of bandwidth19, and therefore generating around $3 
million of annual revenue at prevailing ARPU levels. 

Even under conservative valuation assumptions — for example, a 2x revenue multiple — the implied gross value 
per satellite exceeds $6 million, or about $2,880 of gross value per kilogram. Net of cost of manufacture, this leaves 
roughly $4.6 million of value per satellite, or about $2,208 of net value per kilogram placed into orbit. Net of 
launch costs at $80 per kilogram, value creation is therefore c. $2,100 per kilogram placed into orbit. 

This is a critical figure. As per Figure 8, for every kilogram of mass placed into orbit by Saturn V a launch $5,200 
cost was incurred. This would leave a negative net value of $2,992 per kilogram for the Starlink V3 satellite.  

It is only by SpaceX having significantly lowered the cost of launching mass into orbit, to $80 per kilogram, that 
orbital activity has decisively crossed a threshold to become value-accretive.  

 

  

Figure 9: The Starlink V3 satellite has mass of 2,083 kg, a cost of manufacture of $1.4m ($650/kg), 
a cost of launch of $0.2m (i.e. 2,083kg x $80 launch cost/kg), and therefore an all in cost of $1.6m. 

 
Starlink V3 bandwidth is 1,000 Gbps, cable internet ARPU is $75/month for 300 Mbps, this 

implies revenue / Gbps of $3,000 [i.e. ($75 x 12 / 300 Mbps) x 1,000]. Therefore,  
Starlink revenue per V3 is implied at $3m (i.e. $3,000 x 1,000 Gbps)20. 

Image: SpaceX Starlink V3 satellite 
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Addressable market size and the gradient of value creation 

Addressable market size 

As this white paper has noted, SpaceX operates from an extremely dominant market position whose barriers to 
entry have been demonstrated through more than two decades. Furthermore, the business path of SpaceX has 
already significantly lowered the cost of launching mass into orbit and in doing so providing for orbital activity to 
become value-accretive. 

Under these conditions, the assessment for the prospective value that SpaceX is poised to target shifts to 
addressable market size. As per Figure 10, global broadband and mobile connectivity combined represent almost a 
$10 trillion dollars revenue pool. As such, SpaceX does not need speculative applications — such as orbital data 
centres — to justify a path toward enormous value capture. 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

Figure 10: the addressable market size targetable by SpaceX is very large - global broadband and 
mobile connectivity alone represent multi-trillion-dollar revenue pools21 
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The gradient of value creation 

However, value creation per kilogram and addressable market size only matter insofar as kilograms can be moved 
into orbit at scale. The implication is that the third, and most decisive, variable driving the business path of SpaceX 
is Starship launch cadence.  

Here, the analysis turns to infrastructure: launch pads, regulatory permissions, and manufacturing capacity. Each 
SpaceX Starship launch places 125,000 kilograms into orbit22. At $2,100 of net value created per kilogram, this 
implies $0.26bn of value creation per Starship launch. 

Current regulatory approvals allow for approximately 144 Starship launches per year across Florida and Texas23, 
implying roughly $38 billion of annual value creation at current assumptions (i.e. $0.26bn x 144). 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

However, infrastructure expansion — notably multiple Gigabays and additional launch pads — suggests that this 
launch cadence rate, and therefore value creation figure, is a floor, not a ceiling.  

Figure 11: Each SpaceX Starship launch places 125,000 kilograms into orbit. At $2,100 of  
net value created per kilogram, this implies $0.26bn of value creation per Starship launch24 

Image: SpaceX Starship 
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Disclosed capacity expansions at SpaceX Starbase Texas reveal targets of 3 Starship constructions per day25, 
implying an ambition consistent with $290bn of value creation per year (i.e. 125,000 kg x $2,100 x 3 x 365). And 
Elon Musk has signalled an even more aggressive Starship launch cadence: 24 per day, implying $2.3trl of value 
creation per year (i.e. 125,000 kg x $2,100 x 24 x 365)26. 

 

 

 

 

 

 

 

 

 

 

 

Critical to the value analysis for SpaceX is therefore correctly appraising at what rate Starship launch cadence can 
increase to these higher, more aspirational levels. However, it is notable that heroic assumptions are not necessarily 
required. Even modest convergence toward Falcon 9’s demonstrated cadence of one launch every day (see Figure 
13)27 would significantly increase the annual value creation of SpaceX to $100bn (i.e. 125,000 kg x $2,100 x 1 x 
365), which, at a 20x multiple, would imply a $2 trillion valuation. At higher cadences, the mathematics thereon 
support SpaceX valuations ultimately trending to the tens of trillions, an outcome Elon Musk has also nodded to. 

 

 

 

 

 

 

 

 

 

 

Figure 12: disclosed capacity expansions at SpaceX 
reveal targets of 3 Starship constructions per day, 
implying at least $290bn of value creation per year  

(i.e. 125,000 kg x $2,100 x 3 x 365)25 

Figure 13: Elon Musk has signalled even more 
ambitious Starship launch cadence: 24 per day, 

implying $2.3trl of value creation per year  
(i.e. 125,000 kg x $2,100 x 24 x 365)26 

Figure 14: At higher Starship launch cadences the mathematics 
support SpaceX valuations ultimately trending to the tens of 

trillions, an outcome Elon Musk has also nodded to28 
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The restructuring of US-listed Echostar has resulted in SpaceX equity 
becoming its dominant asset 

The summary so far of the form of value trajectory that SpaceX may capture is not – at the time point of 
publication prior to any initial public offering of SpaceX equity – merely academic in nature. Public market 
proxies, including US-listed Echostar and UK-listed Filtronic offer varying degrees of exposure to the business 
trajectory of SpaceX.  

In mid-2025, Echostar conducted a series of restructuring steps which converted a previously levered balance sheet 
into a clean, cash-generative asset box29. The AT&T and SpaceX spectrum transactions eliminated the company’s 
structural cash burn, reduced debt materially, and left the operating telco assets ring-fenced boxed with the 
remaining $13.4bn of gross debt yet now concurrent with c. $1bn of annual cashflow30. Simultaneously, Echostar’s 
corporate centre emerged with c. $24 bn of cash, an estimated $8.5bn tax liability, and a large residual spectrum 
block with the potential to realise an additional $10bn in the coming months31. The base implication is, if we value 
the telco box at zero, that Echostar’s core net asset value is at least $25.5bn.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 15: Post its 2025 restructuring, Echostar’s assets are dominated by cash, 
residual spectrum assets, and an equity stake in SpaceX32 
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However, Echostar’s transactions also resulted in a large award of SpaceX shares to Echostar, resulting in Echostar 
now owning 2.8% of SpaceX33, and an equity stake value which sits in addition to Echostar’s core net asset value at 
$25.5bn. If we take the December 2025 private market valuation of SpaceX at $800bn34 as our input, Echostar’s 
2.8% stake is worth $22.4bn, implying a net asset value for Echostar at $48bn.  

To the extent the SpaceX valuation rises further Echostar’s embedded stake also appreciates. When Echostar’s 
market capitalisation implies a discount to the sum of its cash-like assets plus its stake in SpaceX equity, it 
effectively offers discounted exposure to SpaceX without requiring direct ownership. 

 

Filtronic, monopolistic supplier to SpaceX Starlink in solid state power 
amplifier (SSPAs) 

Whilst Echostar can be contextualised as an asset-based proxy for SpaceX, a second category of proxy also exists – 
in the form of an irreplaceable supplier to SpaceX and a supplier whose fortunes are mechanically linked to the 
SpaceX business trajectory. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Filtronic manufactures the high-frequency solid-state power amplifiers (SSPAs) used in Starlink gateway stations36. 
However, the status of Filtronic as an irreplaceable supplier whose progress is proportional to the progress of 
SpaceX as a whole emerges through the monopolistic position of Filtronic’s products at the upper end of E-band 
(81–86 GHz), where Filtronic is effectively the sole commercial supplier37. Performance at these frequencies is 
non-trivial; it requires integration of dozens of Monolithic Microwave Integrated Circuits (MMICs) with extreme 
thermal and yield constraints. 

Figure 16: Filtronic manufactures the high-frequency solid-state power amplifiers (SSPAs) 
used in SpaceX Starlink gateway stations35 

Image: SpaceX Starlink gateway sites 
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The implication is that Filtronic’s position as a supplier to SpaceX is not that of a commoditised entity, but of a 
supplier whose status is irreplaceable – a bottleneck. 
 

“It’s the uplink from the ground — so that’s 81 to 86 GHz, a very high frequency, and we’re delivering about 
20 watts of output power at that very high frequency which is state-of-the-art — nobody else in the world 
has that sort of capability — and we’re supplying those parts into the SpaceX network and 
manufacturing in volume. 

Everything becomes critical — the packaging, the interconnects, the thermal, the yield — it is the ability to 
integrate 32 MMICs (Monolithic Microwave Integrated Circuits) repeatably that others cannot 
industrialise.” 

Filtronic Chief Technology Officer Tudor Williams, speaking in 202439 

 
 

Customer concentration as uncommon advantage 
Under normal circumstances, the form of customer concentration exhibited by Filtronic – its 2025 annual report 
revealing that 83% of its revenues were derived from products sold to SpaceX40 – can be put forward as revenue 
withdrawal risk.  

However, in fast-moving, capital-intensive technology systems, the same level of customer concentration can be 
the opposite – revenue expansion enforcement. 

Figure 17: At the high end of E-band (81–86 GHz), Filtronic is the only commercially 
available supplier of SSPAs – and by far the price/performance leader38 



WHITE PAPER                                      FOR PROFESSIONAL INVESTORS AND ADVISORS ONLY 
 

JANUARY 2026                                                                                                       GREENASH-PARTNERS-COURTENAY.COM  

 

 
GA-COURTENAY SPECIAL SITUATIONS FUND                                            JANUARY 2026                                                                            PAGE 14 

Because SpaceX is Filtronic’s dominant customer, Filtronic captures a disproportionate share of industry-specific 
learning, cash flow, and iterative feedback. Potential competitors face a paradox: they must invest heavily to match 
Filtronic’s capability, yet cannot secure meaningful volume because SpaceX is already locked into Filtronic. 

This dynamic is firstly reinforced by long-term agreements between SpaceX and Filtronic41 resulting in a unusual 
forecast accuracy in growth locking properties between supplier and customer. An additional endurance factor 
with regard to the relationship between the two companies results from SpaceX’s decision to take a 15% equity 
stake in Filtronic through warrant structures42. If SpaceX believed it could easily in-source Filtronic’s SSPAs, it 
would have demanded price concessions in cash terms as part of the “volume discount effect” concurrent with 
historic large orders. Instead, SpaceX accepted the same effective product discount levels through Filtronic equity 
warrant awards whose ultimate value depends on Filtronic’s continued participation in SpaceX’s growth. 

This suggests several conclusions. First, SpaceX recognises that Filtronic’s capability is not trivially replicable. 
Second, it prefers to monetise supplier margins via equity participation rather than vertical integration. Third, it 
has reduced its own incentive to displace Filtronic in the future. 

 
 

Conclusion 

An instructive analogy can put forward as underpinning our analysis: investing in competitive markets is like 
backing a boxer; investing in monopolistic infrastructure is like owning the boxing stadium. 

SpaceX is not merely a better boxer in relation to the space economy. It owns the ring, controls access to the venue, 
sets the economic terms under which bouts occur, and by its own technological progression accelerates the 
development of the industry itself. In such contexts, the primary risk is not competitive displacement but 
regulatory intervention or self-inflicted execution errors. 

This reframing also explains why conventional valuation debates — whether SpaceX is “worth” $800 billion today 
— are often sterile. The more relevant question is whether the structural conditions enabling sustained value 
creation remain intact. At present, they do. 

The enduring lesson is that structure dominates narrative. SpaceX’s value is not a function of optimism about 
Mars or speculative futurism. It arises from a brutally simple economic loop: lower the cost of access, expand the 
feasible market, scale infrastructure, repeat. 

Whilst Echostar’s relevance is as a direct SpaceX equity proxy, Filtronic’s relevance is structural. Filtronic occupies 
a position where manufacturing complexity and capital allocation intersect. That position is reinforced — not 
weakened — by its dependence on SpaceX. 

The broader implication is that for industries undergoing transformative shift, competitive advantage accrues to 
those who control the choke points through which value must flow. 
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Legal Disclosure 

This white paper is an independent analysis conducted by Green Ash Partners Investment Management Ltd  (“Green Ash Partners”) and is intended for discussion, 
educational and informational purposes only. This white paper is distributed to a limited number of subscribers and is not for public distribution, reproduction, 
or use without the express written permission of GreenAsh Partners. 
 
The views expressed herein represent the opinions of GreenAsh Partners as of the date hereof. GreenAsh Partners reserves the right to change or modify any of its 
opinions expressed herein at any time and for any reason and expressly disclaims any obligation to correct, update or revise the information contained herein or to 
otherwise provide any additional materials. 
 
The views expressed in this white paper are solely those of GreenAsh Partners and its authors and do not necessarily reflect the views of the companies whose logos, 
trademarks, or brand names are included. No representation or warranty, express or implied, is made as to the accuracy, completeness, or reliability of the 
information contained in this document. 
 
The information contained herein is based on publicly available information, including filings made with the securities and exchange commission (“SEC”) and 
other sources, as well as GreenAsh Partners’ analysis of such publicly available information. GreenAsh Partners has relied upon and assumed, without independent 
verification, the accuracy and completeness of all data and information available from public sources, and no representation or warranty is made that any such data 
or information is accurate. GreenAsh Partners recognizes that the companies referenced herein may possess confidential or otherwise non-public information that 
could lead them to disagree with GreenAsh Partners’ views and/or conclusions and that could alter the opinions of GreenAsh Partners, were such information 
known. No representation, warranty or undertaking, express or implied, is given as to the reliability, accuracy, fairness or completeness of the information or 
opinions contained herein, and GreenAsh Partners and each of its directors, officers, employees, representatives and agents expressly disclaim any liability which may 
arise from this white paper and any errors contained herein and/or omissions here from, or from any use of the contents of this white paper.  
 
Except for any historical information contained herein, the information and opinions included in this white paper constitute forward-looking statements, including 
estimates and projections prepared with respect to, among other things, anticipated company performance, the value of company securities, general economic and 
market conditions, and other future events. You should be aware that all forward-looking statements, estimates and projections are inherently uncertain and subject 
to significant economic, competitive, and other uncertainties and contingencies, and have been included solely for illustrative purposes. Actual results may differ 
materially from the information contained herein due to reasons that may or may not be foreseeable. There can be no assurance that any securities referenced in this 
white paper will trade at the prices that may be implied herein, and there can be no assurance that any opinion or assumption herein is, or will be proven, correct. 
 
This white paper and any opinions expressed herein should in no way be viewed as advice on the merits of any decision with respect to any of the companies or 
securities referenced herein. This white paper is not (and may not be construed to be) legal, tax, investment, financial or other advice. Each recipient should consult 
their own legal counsel, and tax and financial advisers as to legal and other matters concerning the information contained herein. This white paper does not purport 
to be all-inclusive or to contain all of the information that may be relevant to an evaluation of the companies or securities referenced herein, or the matters described 
herein.  
 
This white paper does not constitute (or may not be construed to be) a solicitation or offer by GreenAsh Partners or any of its directors, officers, employees, 
representatives or agents to buy or sell and securities referenced herein, or an offer to sell an interest in funds managed by GreenAsh Partners. This white paper does 
not constitute financial promotion, investment, advice or an inducement or encouragement to participate in any product, offering or investment, or to enter into 
any agreement with the recipient. No agreement, commitment, understanding or other legal relationship exists or may be deemed to exist between or among 
GreenAsh Partners and any other person, including the parties and individuals referenced herein, by virtue of furnishing this white paper. No representation or 
warranty is made that GreenAsh Partners’  investment process or investment objectives will or are likely to be achieved, or successful, or that GreenAsh Partners’ 
investments will make any profit or will not sustain losses. Past performance is not indicative of future results.  
 
Funds managed by GreenAsh Partners currently beneficially own and/or have an economic interest in, and may in the future beneficially own and/or have an 
economic interest in the securities of any of the securities named in this white paper, as well as securities in adjacent industries. GreenAsh Partners intends to review 
its investments on a continuing basis and depending upon various factors, including without limitation, their financial position and strategic direction, the outcome 
of any discussions with them, overall market conditions, other investment opportunities available to GreenAsh Partners, and the availability of their securities at 
prices that would make the purchase or sale of such securities desirable, GreenAsh Partners may from time to time (in the open market or in private transactions) 
buy, sell, cover, hedge or otherwise change the form or substance of any of its investments to any degree, in any manner permitted by the law, and expressly disclaims 
any obligation to notify others of any such changes. GreenAsh Partners also reserves the right to take any actions with respect to its investments as it may deem 
appropriate. 
 
GreenAsh Partners has not sought or obtained consent from any third party to use any statements or information contained herein. Any such statements or 
information should not be viewed as indicating the support of such third party for the views expressed herein. All trademarks and trade names used herein are the 
exclusive property of their respective owners. 


