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AI and Digital Marketing: The New Frontier 
 
Takeaway points 
• AI and GenAI technologies are fundamentally reshaping the digital marketing industry, 

enabling hyper-personalization, real-time content, and dynamic consumer engagement.  
• Global investment into GenAI is on track to reach more than $12B in 2024 ‒ an increase of 

nearly 100% from the prior year, excluding 2023 mega investments.1 
• Top sub-sectors for investment include LLMs, chips, hyper-personalization, and dynamic 

content, real-time content generation.  
• AI and GenAI technologies are fundamentally reshaping the digital marketing industry, 

enabling hyper-personalization, real-time content, and dynamic consumer engagement. 
• Companies leverage vast amounts of consumer data to deliver highly targeted marketing 

strategies, turning the individual consumer into products for big tech. 
• Major global brands use hyper-personalization tools and real-time targeting to significantly 

boost conversions, reduce costs, and enhance customer engagement. 
• Widespread AI adoption in marketing faces technological, regulatory, and infrastructural 

hurdles but the investment landscape remains robust.  

 

On the cusp of a battery-powered future 
In an era where a consumer’s attention is a scarce and valuable resource, and the product 
becomes the targeted individual, marketers, brands, and sales teams need every creative 
solution to find their edge. The convergence of AI technologies with digital marketing strategies 
is not simply enhancing traditional methods, it is also revolutionizing the way businesses interact 
with their audiences, personalize their messaging, and measure campaign effectiveness. 
Investors are taking notice of these transformative changes. The surge in AI adoption within the 
digital marketing sector is attracting substantial investment as venture capitalists and corporate 
investors seek to capitalize on the expanding market opportunities. This significant investment 
is underpinned by the recognition that AI-powered marketing solutions are not just a passing 
trend but a fundamental shift in how businesses communicate with consumers. With AI and 
GenAI poised to become an integral part of digital marketing strategies, understanding its impact 
and potential is crucial for stakeholders. 

An individual’s digital footprint is expansive. Facebook alone is said to have collected over 52,000 
different data points on each user on its platform which currently is estimated to total over three 
billion daily active users.2  Companies marketing and selling products can capitalize on copious 
amounts of data captured online including date of birth, favorite colors, preferred scrolling times, 
and types of devices used. In the digital age, consumers have become the product that ‘big tech’ 
is selling to advertisers. With the ever-evolving landscape of GenAI tools, marketing teams can 
leverage large pools of social media data, business data (average spend, credit card details), and 
large language models (LLMs), to influence and sell effectively.  

“What makes AI unique is its singular ability to lift both the floor and the ceiling of creativity in 
marketing,” states Robert Wong, VP of Google Creative Lab.3 Wong continues to say that “the 
practice of traditional marketing is being fundamentally transformed by the rapid acceleration of 
AI, the adoption of GenAI tools and their implementation in real-time to the consumers. Together, 
these changes will remake the status quo of digital marketing, marking a critical juncture. Like 

 
1 https://www.ey.com /2024/05/generative-ai-venture-capital-investment-globally-on-track-to-reach-12-billion-dollar-in-2024 
2 https://investor.fb.com/investor-news/press/2024/Meta-Reports-Fourth-Quarter-and-Full-Year-2023-Results/default.aspx  
3 https://www.thinkwithgoogle.com/future-of-marketing/digital-transformation/2024-marketing-transformation/  

https://investor.fb.com/investor-news/press/2024/Meta-Reports-Fourth-Quarter-and-Full-Year-2023-Results/default.aspx
https://www.thinkwithgoogle.com/future-of-marketing/digital-transformation/2024-marketing-transformation/
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any inflection point, it will bring profound change including the potential for new growth and 
opportunity, and leading marketers are seizing the moment.” As this new frontier of hyper-
personalization in marketing advances, so do the sizable investment opportunities. 

Current landscape of AI in digital marketing 
AI enables brands to interact with their audiences in fundamentally different ways, moving 
beyond mere visibility to fostering deep, meaningful engagement. In the relentless battle for 
consumer attention, companies are scrambling for the same limited pool of eyeballs, making 
real-time differentiation the name of the game. The era of one-size-fits-all advertising and 
marketing is over, eclipsed by a dynamic, data-driven approach that prioritizes personalization, 
precision, and relevance over blanket messaging. This shift from generic mass-market appeals 
to highly targeted, personalized experiences is a testament to the transformative power of 
technology and a fundamentally nuanced understanding of consumer psychology and behavior. 
It is no longer enough to simply be present. As marketing has evolved, so too have the tools and 
strategies at a brand's disposal from mass print to hyper-personalization.  

According to McKinsey, the adoption of AI within companies has grown over 30% from Q1 2023 
to Q1 2024, and over 300% since 2017. Over 70% of surveyed companies now report using AI in 
one or more business units. The adoption and use of standalone AI has been outshone by the use 
and adoption of GenAI which has seen an acceleration of nearly 100% YOY growth in 2024 to 
65%. 4, 5 

 

 

 
McKinsey reports that the largest uptake of GenAI tools was within sales and marketing (S&M) 
teams. An estimated 34% of S&M teams have adopted GenAI tools ‒ 15% of which are applying 
the technology to personalized marketing.6 

 
4 https://www.mckinsey.com/capabilities/quantumblack/our-insights/the-state-of-ai  
5 https://sloanreview.mit.edu/article/when-ai-investments-pay-off-in-marketing/  
6 https://www.mckinsey.com/capabilities/quantumblack/our-insights/the-state-of-ai  

https://www.mckinsey.com/capabilities/quantumblack/our-insights/the-state-of-ai
https://sloanreview.mit.edu/article/when-ai-investments-pay-off-in-marketing/
https://www.mckinsey.com/capabilities/quantumblack/our-insights/the-state-of-ai
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Why investors are attracted to AI in digital marketing  
The global GenAI market is predicted to explode, both in terms of adoption and investment in the 
sector. As outlined in the graph below, Bloomberg forecasts that GenAI tools as a percentage of 
company technology spending will increase to well over 12% by 2032. Bloomberg further 
estimates that the GenAI market will grow to over $1.3T over the same period, representing a 
CAGR of 43%.7 

 
 

7 https://www.bloomberg.com/professional/insights/data/generative-ai-races-toward-1-3-trillion-in-revenue-by-2032/ 

https://www.bloomberg.com/professional/insights/data/generative-ai-races-toward-1-3-trillion-in-revenue-by-2032/
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Investment capital is predicted to continue chasing GenAI companies and opportunities. 
Companies that can show large margins, low customer churn, and outsized value will attract 
these investment dollars. This frenzy is further exacerbated by the consolidation and M&A activity 
led by of some of the largest companies globally, such as the FAANG companies.8   Their 
acquisitive activity is spurred by IP and technological synergies, but also acqui-hiring by which 
they acquire the best talent in the field.9,10,11  

An analysis of a cross-section of over 100 GenAI companies in the AdTech and digital marketing 
sector, including HeyGen, VidYard, MadHive and Jasper, shows a 46% CAGR in capital 
investment. Investment is predicted to continue accelerating with estimates from EY that total 
global investment in GenAI is on track to grow more 100% YOY in 2024.12  

 
Key pillars ripe for disruption 
In the evolving landscape of GenAI and its profound impact on business sales and marketing, 
several key areas have emerged as crucial for commercial success. These areas not only drive 
the adoption and utilization of GenAI tools but also hold the potential to significantly enhance 
return on investment. According to Goldman Sachs, adoption of AI tools for marketing 
automation is set to be the biggest benefactor.13 
 

 
8 FAANG is an acronym referring to the stocks of the five most popular and best-performing American technology companies. These 
are Meta (formerly known as Facebook); Amazon; Apple; Netflix; and Alphabet (formerly known as Google). 
https://www.investopedia.com/terms/f/faang-stocks.asp#:~:text=FAANG%20is%20an%20acronym%20referring 
9 https://medium.com/@snappystrategist/genai-acqui-hiring-and-the-future-of-m-a-d636225ef89b 
10 https://www.mckinsey.com/capabilities/m-and-a/our-insights/gen-ai-opportunities-in-m-and-a 
11 https://www.cnbc.com/2024/09/06/ai-craze-getting-funded-by-tech-giants-distorting-traditional-vcs.html 
12 https://www.ey.com/2024/05/generative-ai-venture-capital-investment-globally-on-track-to-reach-12-billion-dollar-in-2024  
13 https://www.goldmansachs.com/insights/articles/the-us-labor-market-is-automating-and-more-flex  

https://www.investopedia.com/terms/f/faang-stocks.asp#:%7E:text=FAANG%20is%20an%20acronym%20referring,(formerly%20known%20as%20Google)
https://medium.com/@snappystrategist/genai-acqui-hiring-and-the-future-of-m-a-d636225ef89b
https://www.mckinsey.com/capabilities/m-and-a/our-insights/gen-ai-opportunities-in-m-and-a
https://www.cnbc.com/2024/09/06/ai-craze-getting-funded-by-tech-giants-distorting-traditional-vcs.html
https://www.ey.com/2024/05/generative-ai-venture-capital-investment-globally-on-track-to-reach-12-billion-dollar-in-2024
https://www.goldmansachs.com/insights/articles/the-us-labor-market-is-automating-and-more-flex
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To gain a competitive edge, vast investments, amounting to billions of dollars annually, are being 
funneled into targeted areas by both venture capitalists and through marketing budgets. These 
investments focus on pivotal aspects. The table below illustrates how marketing professionals 
view the significant impact of GenAI tools on specialized focus areas.14,15 
 

 
 

Each area of focus has numerous companies competing for investment dollars. The case study 
below illustrates the value of each of these areas of focus on a single company.  

Case study: real-time lead identification16 
AI-driven hyper-personalization has become a major development in the AdTech sector for 
companies like Clinch, significantly boosting their clients' return on investment. Clinch, an 
OurCrowd portfolio company, recently partnered with the financing arm of Mercedes-Benz to 
enhance lead quality and conversions. The challenge was clear: luxury car advertisements often 

 
14 https://www.snowflake.com/en/blog/five-ways-ame-companies-use-genai/  
15 https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/ai-powered-marketing-and-sales-reach-
new-heights-with-generative-ai  
16 https://clinch.co/case-study-mercedes/  

https://www.snowflake.com/en/blog/five-ways-ame-companies-use-genai/
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/ai-powered-marketing-and-sales-reach-new-heights-with-generative-ai?cid=other-eml-shl-mip-mck&hlkid=15d4de67bd024e45af5b94066ba8b193&hctky=14916508&hdpid=002518b4-33d3-4410-b685-8f45065650be
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/ai-powered-marketing-and-sales-reach-new-heights-with-generative-ai?cid=other-eml-shl-mip-mck&hlkid=15d4de67bd024e45af5b94066ba8b193&hctky=14916508&hdpid=002518b4-33d3-4410-b685-8f45065650be
https://clinch.co/case-study-mercedes/
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reach aspirants who lack the financial means to purchase, leading to wasted media spend. By 
implementing hyper-personalized ads to relevant, eligible customers from specific 
neighborhoods and dynamic characteristics with a test-and-learn approach, Clinch achieved 
remarkable results: a 41% increase in callback conversions, a 65% reduction in cost per lead, 
and a 13% overall increase in qualified leads.  

Case study: marketing and sales optimization17 
In another impactful case study, Marks and Spencer sought to use the vast amount of data they 
had on consumers through their loyalty program to buildout a marketing-optimized personalized 
shopping experience. Led by AI optimization company Persado, Marks and Spencer had an 
audacious goal to achieve five billion personalized customer interactions in three years. Using 
their loyalty program as well as other online and in store data, including purchasing habits, large 
GenAI models could be leveraged to generate personalized messaging for each customer. As the 
general manager of Marks and Spencer said, “We’re using the power of AI to zero in on the 
motivators that resonate with the customer at the moment of truth and leveraging those 
learnings.” The virtuous cycle of honing data for marketing, leading to effective sales, boosted by 
rich data insights, resulted in a 20% order rate increase for six months.  

Case study: hyper-personalization18 
The festive season often presents a challenge for sales and marketing professionals trying to 
stand out. The hyper-personalization platform of D-ID, an OurCrowd portfolio company, 
addressed this by using avatars to send personalized holiday greetings to clients and prospects: 
an avatar of Santa Claus saying the clients name saw sizable and significant results. Through an 
A/B test comparing non-personalized with hyper-personalized video emails, the company 
realized a 300% increase in engagement and user conversion rates, proving the immense power 
of tailored communication. The company has recently launched a multilingual avatar.  

Case study: dynamic content19 
Digitas and The Trade Desk aided Marriott International to implement dynamic content and a 
retargeting strategy to overcome inefficiencies in traditional online ads. By utilizing The Trade 
Desk’s dynamic creative optimization tools, Marriott personalized ads based on traveler-specific 
attributes like location, language, and travel preferences. This approach led to a nearly threefold 
increase in bookings and reduced cost per acquisition by over 50%. Marriott captured detailed 
visitor data across its 30 brands, enabling precise audience segmentation and personalized and 
dynamic ad delivery. With the help of The Trade Desk’s Identity Alliance, Marriott expanded its 
cross-device targeting capabilities, boosting audience reach by 272% and increasing bookings 
by 289%. Marriott also leveraged second and third-party data to target prospective travelers on 
platforms like Kayak or Expedia, enhancing its campaign's effectiveness. 

Case study: cross and up-selling 
Successfully blending upselling and cross-selling while enhancing customer experience is an 
art. Nibble, utilizing AI-powered chatbots, enables customers to negotiate prices directly with 
the retailer. Historically, e-commerce brands have relied on blanket discounts to drive traffic—a 
strategy that often reduces perceived value unnecessarily. According to behavioral economists, 
negotiated purchases increase customer satisfaction.20  Nibble's approach has proven this with 

 
17 https://www.persado.com/resource-library/case-studies/marks-spencer-leverages-ai-to-drive-hundreds-of-millions-in-
revenue-with-personalisation-program/  
18 https://www.d-id.com/resources/case-study/the-power-of-personalized-video-emails/   
19 https://jivox.com/case-studies/  
20 https://journals.sagepub.com/doi/full/10.1177/00222437211034443  

https://www.persado.com/resource-library/case-studies/marks-spencer-leverages-ai-to-drive-hundreds-of-millions-in-revenue-with-personalisation-program/
https://www.persado.com/resource-library/case-studies/marks-spencer-leverages-ai-to-drive-hundreds-of-millions-in-revenue-with-personalisation-program/
https://www.d-id.com/resources/case-study/the-power-of-personalized-video-emails/
https://jivox.com/case-studies/
https://journals.sagepub.com/doi/full/10.1177/00222437211034443
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a 145% increase in resale conversions, a 20% increase in average order value, and a 25% boost 
in sale conversions across more than 200 e-commerce stores, all while giving consumers a 
discount.21  

Case study: marketing analytics22 
AllTrails was originally launched as a desktop platform for outdoor enthusiasts and later evolved 
into a global health and fitness app. As the app transitioned from desktop to mobile, its focus 
shifted toward expanding in emerging markets such as France, Germany, and Portugal. 
Leveraging detailed attribution data from AppsFlyer, AllTrails segmented campaigns by channel 
and geography to optimize for user installs and engagement while maintaining cost efficiency. A 
key challenge was the delayed sharing of user-generated content due to offline trail use which 
made re-engagement campaigns critical for encouraging users to post content after their 
adventures. The ability to track long-term performance and key success metrics, such as cost-
per-recording and cost-per-review, helped AllTrails better predict user lifetime value and refine 
its campaign strategies. This data-driven approach resulted in a 113% increase in installs, 75% 
rise in user engagement, and 38% boost in retention year-over-year, demonstrating the power of 
targeted marketing and precise user acquisition in driving growth. 

Case study: workflow automation23 
Ortto’s workflow and marketing automation software, driven by big data and AI, was used by 
Siteline, a software company providing real-time billing solutions for trade contractors. 
Leveraging Ortto's workflow automation software to streamline its event-driven marketing efforts 
doubled its ROI. By seamlessly integrating with Salesforce, Ortto ensured real-time data 
synchronization for Siteline, creating a master data record for the organization. This enabled 
Siteline to automate lead tracking, badge scans, and attendee data updates, saving four hours 
per event while ensuring accurate, real-time data attribution. Additionally, Siteline used Ortto to 
automate personalized messaging to event contacts, achieving a 25% email open rate. It also 
integrated real-time updates into Slack, keeping its remote team engaged and informed during 
live events. These workflow automations not only increased operational efficiency but also 
resulted in a 2X positive return on event spend, demonstrating the measurable value of their 
marketing efforts.  

The broader GenAI digital marketing sector 
There are a range of new entrants operating in the AI-driven digital marketing space. Companies 
such as Copy.ai, BIScience (an OurCrowd portfolio company), Jasper, Midjourney, Stability AI, 
Heygen, and Appsflyer have excelled in workflow automation and content creation. They have 
attracted sizable investment. Companies such as OpenAI, Anthropic (an OurCrowd portfolio 
company), Figma, Kenshoo (an OurCrowd portfolio company), Abode, Microsoft, Meta, Amazon, 
and Tesla are all reportedly pouring billions of dollars into GenAI tools for their internal marketing 
and sales teams.  

Challenges facing AI in digital marketing 
While this industry is an exciting one and its rapid adoption of AI is driving significant strides, it 
still has its challenges.  

Infrastructure, deployment and technological limitations: 

 
21 https://www.nibbletechnology.com/  
22 https://www.appsflyer.com/customers/alltrails/  
23 https://ortto.com/case-studies/siteline/ 

https://www.nibbletechnology.com/
https://www.appsflyer.com/customers/alltrails/
https://ortto.com/case-studies/siteline/
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For AI to be deployed on a widespread basis several critical steps must be taken. The sector 
needs models that are not only powerful but also meticulously trained to be genuinely useful in 
everyday work scenarios. Infrastructure must be in place to handle the volume of queries that 
people will pose to these AI models, particularly as they become integrated into daily tasks and 
used multiple times throughout the workday. Achieving both requires a significant increase in 
investment in semiconductors and infrastructure, including substantial investments in network 
capacity and data centers.24  These requirements will dramatically increase energy demand, 
necessitating significant collective power investments to meet the growing energy needs that 
come with supporting ever increasing AI-driven queries.  

According to Goldman Sachs, “a ChatGPT query needs nearly 10 times as much electricity to 
process as a Google search.”  The investment bank estimates that “as the pace of efficiency 
gains in electricity use slows and the AI revolution gathers steam, data center power demand will 
grow 160% by 2030.”25   In addition, Goldman Sachs projects that Europe alone will need to invest 
over $1T in their power grids to meet demand by 2030. 

Regulatory and ethical concerns: 

As AI becomes more prevalent in digital marketing, it brings with it a host of regulatory and ethical 
concerns. One of the key regulatory challenges is the need to ensure that AI systems comply with 
an evolving landscape of global data protection laws including new deep fake laws26 and other AI 
safeguard laws proposed to ensure that likeness and IP is protected.27 

Conclusion 
In an environment where consumer attention is the most coveted resource, the convergence of 
AI and digital marketing is not just a trend but a seismic shift reshaping how brands interact with 
their audiences. As AI-driven personalization becomes the norm, businesses are no longer just 
selling products, they are crafting deeply tailored experiences that resonate on an individual 
level. This transformation is backed by a surge in investments, with venture capitalists and 
corporates investing in AI technologies that promise higher engagement, better customer 
experiences, and, ultimately, greater ROI. The future of marketing lies in real-time, hyper-
personalized, dynamic content, where every consumer interaction is data-driven, dynamic, and 
designed to meet the unique needs of each individual. For investors, the opportunity is clear: 
those who understand and capitalize on the potential of AI in digital marketing stand to benefit 
from the next wave of innovation that is already redefining the industry. As GenAI continues to 
evolve, it will not only amplify creativity and efficiency but also redefine the way brands connect 
with consumers, making it a critical tool for those aiming to stay ahead in a fiercely competitive 
market. 

  

 
24 https://www.goldmansachs.com/insights/articles/AI-poised-to-drive-160-increase-in-power-demand 
25 Ibid 
26 https://www.hklaw.com/en/insights/publications/2024/04/first-of-its-kind-ai-law-addresses-deep-fakes-and-voice-clones  
27 https://techcrunch.com/2024/08/26/elon-musk-unexpectedly-offers-support-for-californias-ai-
bill/?utm_source=venturedailydigest&utm_medium=newsletter&utm_campaign=daily-newsletter  

https://www.goldmansachs.com/insights/articles/AI-poised-to-drive-160-increase-in-power-demand
https://www.hklaw.com/en/insights/publications/2024/04/first-of-its-kind-ai-law-addresses-deep-fakes-and-voice-clones
https://techcrunch.com/2024/08/26/elon-musk-unexpectedly-offers-support-for-californias-ai-bill/?utm_source=venturedailydigest&utm_medium=newsletter&utm_campaign=daily-newsletter
https://techcrunch.com/2024/08/26/elon-musk-unexpectedly-offers-support-for-californias-ai-bill/?utm_source=venturedailydigest&utm_medium=newsletter&utm_campaign=daily-newsletter
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About OurCrowd 
OurCrowd is a global investments platform that empowers institutions and individuals to invest 
in private assets. We have a particular focus on building global champions in emerging 
technology sectors like AI, Cybersecurity, Med-Tech and Semiconductors.  
 

We are a partner trusted by some of the world’s largest institutional investors and HNWIs. They 
enjoy access to a selection of curated investment opportunities via OurCrowd, both directly into 
emerging companies and into investment funds. Our deal flow comes from companies and funds 
that we source directly, and from some of the world's leading venture capital firms, with whom 
we co-invest.  
 

Together, these give us unique insights that enhance our deal flow; give us a powerful due 
diligence advantage; and power our proprietary research for valued institutional clients. 
 

For more information about working with OurCrowd, please contact Ely Razin, Chief Strategic 
Investments Officer at ely.razin@ourcrowd.com. 
  

mailto:ely.razin@ourcrowd.com
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Disclaimer  
THIS DOCUMENT IS FOR INFORMATIONAL PURPOSES ONLY AND ALL INFORMATION CONTAINED HEREIN 
IS SUBJECT TO REVISION AND COMPLETION. THIS DOCUMENT DOES NOT CONSTITUTE OR FORM PART OF 
AN OFFER TO ISSUE OR SELL, OR OF A SOLICITATION OF AN OFFER TO SUBSCRIBE OR BUY, ANY SECURITIES 
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WILL BE MADE ONLY BY THE MEANS OF FORMAL CONFIDENTIAL OFFERING MATERIALS THAT WILL BE 
PREPARED AND FURNISHED TO PROSPECTIVE INVESTORS AT A LATER DATE. IN ADDITION, THIS DOCUMENT 
DOES NOT CONSTITUTE NOR SHALL IT OR THE FACT OF ITS DISTRIBUTION FORM THE BASIS OF, OR BE 
RELIED ON IN CONNECTION WITH, ANY CONTRACT THEREFORE. NO REPRESENTATION, WARRANTY OR 
UNDERTAKING, EXPRESS OR IMPLIED, IS GIVEN AS TO THE ACCURACY OR COMPLETENESS OF THE 
INFORMATION OR OPINIONS CONTAINED HEREIN. TO THE FULLEST EXTENT PERMITTED BY LAW, IN NO 
CIRCUMSTANCES WILL OURCROWD, OR ANY OF ITS RESPECTIVE SUBSIDIARIES AND AFFILIATES, 
STOCKHOLDERS, REPRESENTATIVES, PARTNERS, DIRECTORS, OFFICERS, EMPLOYEES, ADVISERS OR 
AGENTS BE RESPONSIBLE OR LIABLE FOR ANY DIRECT, INDIRECT OR CONSEQUENTIAL LOSS OR LOSS OF 
PROFIT ARISING FROM USE OF THIS DOCUMENT, ITS CONTENTS, ITS OMISSIONS, RELIANCE ON THE 
INFORMATION CONTAINED WITHIN IT, OR ON OPINIONS COMMUNICATED IN RELATION THERETO OR 
OTHERWISE ARISING IN CONNECTION THEREWITH. THIS DOCUMENT IS CONFIDENTIAL AND IS INTENDED 
SOLELY FOR THE INFORMATION OF THE PERSON TO WHOM IT HAS BEEN DELIVERED. IT IS NOT TO BE 
REPRODUCED OR TRANSMITTED, IN WHOLE OR IN PART, TO THIRD PARTIES, WITHOUT THE PRIOR WRITTEN 
CONSENT OF OURCROWD. THIS DOCUMENT CONTAINS TRADEMARKS, SERVICE MARKS, TRADE NAMES AND 
COPYRIGHTS OF OURCROWD AND OTHER COMPANIES, WHICH ARE THE PROPERTY OF THEIR RESPECTIVE 
OWNERS.  
CERTAIN STATEMENTS CONTAINED IN THIS PRESENTATION MAY CONTAIN “FORWARD-LOOKING 
STATEMENTS.” THESE STATEMENTS CAN BE IDENTIFIED BY THE FACT THAT THEY DO NOT RELATE STRICTLY 
TO HISTORIC OR CURRENT FACTS. THEY USE WORDS SUCH AS “ESTIMATE,” “EXPECT,” “PROJECT,” “INTEND,” 
“BELIEVE,” “ANTICIPATE,” AND OTHER WORDS OF SIMILAR MEANING IN CONNECTION WITH ANY DISCUSSION 
OF FUTURE, OPERATING, FINANCIAL PERFORMANCE OR CONDITIONS. THESE STATEMENTS ARE BASED 
UPON CURRENT BELIEFS AND EXPECTATIONS OF OURCROWD AND ARE SUBJECT TO SIGNIFICANT RISKS 
AND UNCERTAINTIES. READERS ARE CAUTIONED THAT STATEMENTS REGARDING FUTURE ACTIONS AND 
FUTURE RESULTS MAY DIFFER SIGNIFICANTLY FROM THOSE SET FORTH IN THE FORWARD-LOOKING 
STATEMENTS. THIS PRESENTATION MAY CONTAIN SIMULATIONS BASED ON ASSUMPTIONS DRAWN FROM 
HISTORICAL PERFORMANCE DATA, AS WELL AS CURRENTLY AVAILABLE INFORMATION. THESE 
ASSUMPTIONS ARE MERELY INDICATIVE AND ARE SUBJECT TO SIGNIFICANT BUSINESS, ECONOMIC AND 
COMPETITIVE UNCERTAINTIES AND CONTINGENCIES, AND MAY THEREFORE PROVE TO BE INCORRECT 
GOING FORWARD. NOTHING CONTAINED HEREIN REPRESENTS OR SHALL BE DEEMED TO IN ANY WAY 
PREDICT ACTUAL RETURNS FOR ANY CURRENT OR FUTURE OURCROWD INVESTMENT VEHICLE. ANY 
GRAPHS, CHARTS AND OTHER VISUAL AIDS ARE PROVIDED FOR INFORMATIONAL PURPOSES ONLY. NO 
REPRESENTATION IS MADE THAT THESE WILL ASSIST ANY PERSON IN MAKING INVESTMENT DECISIONS AND 
NO GRAPH, CHART OR OTHER VISUAL AID CAN CAPTURE ALL FACTORS AND VARIABLES REQUIRED IN 
MAKING SUCH DECISIONS. TO THE EXTENT THAT THIS PRESENTATION CONTAINS MATERIAL OBTAINED 
FROM THIRD PARTY SOURCES, OURCROWD BELIEVES SUCH SOURCES ARE RELIABLE BUT DOES NOT AND 
CANNOT MAKE ANY REPRESENTATION AS TO THE ACCURACY OR COMPLETENESS OF SUCH INFORMATION. 
THE OFFER TO INVEST IN ANY OURCROWD-LIMITED PARTNERSHIP CAN ONLY BE MADE ON THE OURCROWD 
WEBSITE AND ONLY TO INVESTORS WHO HAVE BEEN FULLY QUALIFIED AS ACCREDITED INVESTORS IN 
ACCORDANCE WITH THE LAWS AND REGULATIONS OF THEIR RESPECTIVE JURISDICTIONS. 
PLEASE BE AWARE THAT INVESTMENTS IN EARLY-STAGE COMPANIES OR IN VENTURE CAPITAL FUNDS 
CONTAIN A HIGH LEVEL OF RISK AND YOU SHOULD CONSIDER THIS PRIOR TO MAKING ANY INVESTMENT 
DECISIONS. PAST PERFORMANCE IS NOT INDICATIVE OF FUTURE RESULTS. 
IN RESPECT OF CANADIAN RESIDENTS, OURCROWD OPERATES IN CANADA THROUGH OURCROWD CANADA 
INC., AN EXEMPT MARKET DEALER REGISTERED IN THE PROVINCES OF BRITISH COLUMBIA, ALBERTA, 
MANITOBA, ONTARIO, QUEBEC AND NOVA SCOTIA. 
IN RESPECT OF HONG KONG RESIDENTS, THIS COMMUNICATION HAS BEEN REVIEWED AND APPROVED BY 
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