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Chris Souther
The next group here is Lucid Motors, who is developing some pretty attractive vehicles and has some pretty bold plans as far as building out the first green
field electric vehicle manufacturing facility. So, very excited to welcome Peter Rawlinson as well as Andrew Rogan from Lucid. We're going to provide a
quick presentation and then jump into some Q&A. So, Peter, thanks so much for joining us today and Andrew, I look forward to hearing more about the
opportunity here.
 
Peter Rawlinson
Thank you so much, Chris. Hi, everybody. I'm Peter Rawlinson and CEO of Lucid Motors I'm here from California, good morning to you wherever you are
in the world, whether it's good morning, good afternoon, hi. I'm going to do a short presentation and we'll move to Q&A. So Lucid's mission is really clear,
we're united, in that we need to accelerate mankind's mobility to sustainable model. And our first car, we're starting with a high-end product. And we're
going to make that in volume in our new plant in Casa Grande starting this year, but we're going to also start with a high-end product, we're going to
progressively make more affordable cars in ever higher volume to have a meaningful impact upon the planet. We're building a brand, not just a new car.
And our brand values are based upon two pillars, the California cool meets Silicon Valley technology. And it's this fusion of art and science, which really
underpins the brand. So moving to our first product, we're starting with the Lucid Air Dream edition. This is a dream edition, a limited edition, relatively
expensive product, super luxury car, really aiming at that luxury space, which is dominated by the Mercedes Benz S class. And then by next year, we'll get
down to a sub $70,000 price point. Let's take a look inside. The car's really designed around what we call a space concept, makes the car smaller on the
outside, more compact, more agile, more fun, more sporty to drive. More practical as well. But yet, it's got this incredible, large interior. How have we done
that? By miniaturizing the electric powertrain, this all electric powertrain, which we've designed in house no one has ever done this, this is the space
concept. Let's look at the rear seat. We're gonna launch with bench seat before we move to the aircraft inspired design for '23. And up front, you see the
cabin has got beautiful color tones inspired by the state of California. And we've got this beautiful glass cockpit is state of the art HMLS system with this
curved touchscreen display. But what really defines the product, and really I would say any EV tech company is a single metric. And that is efficiency.
What do I mean by that? Well, it's the electric equivalent of miles per gallon. Its miles per kilowatt hour. And this is where we see where Lucid really
shows its [inaudible] as a tech company. And also we see just how far ahead Tesla is from all the other car companies. This is why Tesla's so valuable
today, because it's got in house electric vehicle technology. And remarkably indicates this key metric of efficiency Lucid's ahead even of Tesla. And these
are validated lab results that I'm quoting here. Now, it's often been stated that for an electric car, the attributes of range and performance are mutually
exclusive. But this shows that Lucid's technology in Lucid Air is a real paradigm buster. You can have your cake and eat it too. It's got shattering
performance, and it's got over 500 mile range. This is really a game changer. And I've mentioned that we're a Mercedes Benz competitor, really, as a
product, although people like to compare us with Tesla for our technology and that's [inaudible]. Here we see against a range of Mercedes Benz S classes
how against these objective criteria, it's hands down Lucid Air's advantage. But really that only tells part of the story. Driving the Air is an altogether more
beguiling, more uplifting, more modern experience the instant torque from electric car, the ride quality and the drivability and the silence. This is just like
it's just another league from these old luxury internal combustion engine powered cars. We're offering Air in four versions, starting with the Dream edition,
and gradually moving down market to the most attainable model, the Air Pure in 2022. And that's my passion, to get to that price point. So you can
gradually ramp up the volume. As I say, all technology is in house. And effectively there are five key elements of that tech, battery pack, motor and
transmission, the inverter, a Wunderbox, bi-directional charging system. And, of course, the software, the mortar, which binds all this together. You know,
we're well known as a battery supplier, we've been supplying the World Championship of electric racing for a few years now. All the cars on the World
Championship EV racing grid, are all powered by Lucid battery technology under our technology moniker Ativa. But our motor, inverter, Wunderbox,
everything is done 100% in house, and this is most unusual. Hardly anyone else does that, the only company I know that does that, other than Lucid, is
Tesla. And underpinning Lucid Air, and future models actually, is our LEAP platform. This is the skateboard platform we've developed 100% in house,
encompassing battery pack, this is front and rear suspension, front and rear drive units, all aluminum, truly state of the art 100% designed in house and
enabling that space concept. This is the platform that enables the car to be smaller on the outside and bigger on the inside. And we will use this platform to
make our first SUV Project Gravity, and get that into production in our factory in '23. And really this is just the first of a whole range of products reaching
out that we have a big plan for the next decade, producing progressively more attainable cars, and progressively increasing the volume so that we can have
a meaningful impact upon the environment. And make no mistake, my long-term vision for the company is that we truly mass industrialize electric vehicle
technology in a manner that has hitherto not been done before. So I hope that gives you an insight to the baby steps that we're taking, and the longer term
vision. But looking at the big picture, we aim to create Lucid group of companies that encompasses not just the cars, but an energy storage system and our
technology. So we're going to create three companies, cars, ESS, and the tech. And, you know, talking about how to accelerate and mass industrialize the
electric car, I see that technology division, licensing our tech to other automakers. So we create this multiplier effect of value and impact upon the planet.
Thank you so much. Chris.
 

  



 

 
Chris Souther
Excellent. Yeah, that provides a great overview of the strategy here. And, you know, I certainly like your approach, as far as approaching the EV market
with a focus on luxury and performance and tech. There definitely seems to be an area that you can carve out there. You know, that would give you a
unique position with balancing some of the cutting-edge things that Tesla has really done as far as performance. And the German OEMs, who really have
mastered that luxury look, feel, touch and the like. So maybe just talk a little bit about your background and the team's background and how that shaped
your vision for the brand and how you look to manage that as you watch the vehicle coming this year.
 
Peter Rawlinson
Gosh, where should I start. Absolutely. Were positioned as a luxury brand. If you look at the competition for luxury cars, we're talking about Mercedes S
Class, BMW Seven series, Audi AA, Jaguar XJ, Lexus LS. And you know what, Chris, they've all got one thing in common. They're all gasoline powered.
So although it's relevant to compare our tech with Tesla, because their tech is industry leading at the moment, I think it's an invalid comparison really, as a
product. I think that Tesla is a high tech premium product, but not true luxury. And I think therefore, our competition in the marketplace is really dominated
by those German cars, the Mercedes Benz S class would be, particularly our target customer. The team is hugely experienced, there's a whole bunch of new
startups in this arena. And I think what differentiates us, I'd like to think, is first of all, the technology that we've got is 100% in house, and it's truly world
class tech. 10 years ago, I was chief engineer at a less well known company called Tesla. I was chief engineer on Tesla Model S, I was Vice President of
Engineering there, and actually set up Tesla engineering, originally in SpaceX to design the Model S. And what differentiated Tesla then was the tech, there
were other startups, so they didn't have the tech, what differentiated Tesla was the tech. And it had a world class engineering team, I know I recruited them.
And really, it's history repeating itself with Lucid. We've got our own tech, and I believe we've got a world class engineering team, super dedicated people,
and we've got laser focus, to get this car into production this year.
 

  



 

 
Chris Souther
That's great. And maybe just starting with the Lucid Air, going back to this high-end variant, you've been talking about the development costs and how
you've been able to get such a great performance out of the vehicle. You're doing much more in in house as far as you know, battery power train
components, software and human machine interface. Talk about your strategy for vertical integration versus outsourcing. I imagine there are certain
technological portions of the vehicle as far as software that you are using the supply base, but maybe just talk about really what you think are the key areas
that you're going to provide an advantage over using that supply base that there will be across multiple other OEMs?
 
Peter Rawlinson
Yes, a range of questions. Well, look, I mean, our philosophy, and it is a philosophy, is to do all the tech in house. And that's very similar to Tesla's
philosophy to totally vertically integrate motor, transmission, the drive unit, the inverter system, our 900-volt electrical architecture, ultra-high voltage all
100% done in house. And that's a key differentiator. Now to achieve that, it's often thought to be it's just how much money have you got, I beg to differ. We
did Model S on an absolute shoestring budget. And everybody told me when I was leading Model S design, that I couldn't compete with BMW because we
just didn't have -- Tesla didn't have the budget. And what I did was I recruited the most brilliant, brilliant engineers and scientists, and I made sure that they
had the right methodology to approach the task in hand. Now, the same applies to Lucid. Actually, what we did was, we actually developed a lot of core
technology with a very modest budget, because I attracted brilliant people, and empowered them with supercomputing technology, led them in a
methodology where we reach for the stars, but do it in a pragmatic way. And in a very collaborative way. I don't set targets, I mean when we hit 517 miles
range for the Grand Touring version of Lucid Air, I never set a target of 517 miles, the target was let's see what we can do, let's see how good we can make
this damn thing. Why waste time over the semantics of a number as a target, and then everyone goes to sleep if they hit it. And we've never come up with
such a crazy number in the first place. So that's one of the things I do, is just reach for the stars, see how brilliantly we can engineer things with the most
brilliant people try to attract the most brilliant brains to the company. And you can do so much more with so much less when you take that sort of special
forces approach. Now we've extended that vertically integrated approach through to our manufacturing, in house vertically integrated manufacturing
approach. We built our own factory, we've been making in that factory our painted body shell and the entire electric powertrain. Now we're not trying to
reinvent the wheels and tires. Pirelli do a great job for us with tires, and we've got a whole bunch of -- we've got about 250 suppliers right around the world,
supplying in about 3000 parts to make a Lucid Air. So there's a huge supply chain and logistics operation supporting what we make in house.
 
Chris Souther
And the propulsion system certainly, I understand the focus there. Maybe just on the active safety system it looks like you've put in the vehicle, is that also
something you're doing in house, or is that an area where you're utilizing the supply chain a little bit more?
 

  



 

 
Peter Rawlinson
We are using utilizing supply chain both with the safety systems, the reactive safety systems such as airbags, and also within the more active safety systems
for autonomous driving and ADAS. So, absolutely, that is a partnership. But, you know, we have a plan to do progressively more in house, we've got a
great software team already. And we're actually growing and augmenting that. We recently recruited some senior leadership formerly from, from the Apple
-- from the Apple software team.
 
Chris Souther
Great, and then maybe just focusing on the production start this year, what are the key steps you need to achieve that from an execution standpoint, and
your plans to obviously scale up volume, release other variants? Maybe just talk a little bit about the volume ramp as a trajectory you're looking at the Air
and eventually with the Gravity.
 
Peter Rawlinson
We take a very sort of pragmatic, baby-step approach to the manufacturing. So we we've got a green field site, we've built the first green field, purpose
built, electric car plant in North America. And we built it suitable for 34,000 units a year in its first phase. We've just had permission from the county to
initiate our second phase. And that will take us to a volume of 85 to 90,000 units per annum. We start manufacturing Lucid Air dream edition in the second
half of this year, but we've already commenced making pre-production versions of the car at the factory. I was driving one just a couple of days ago. And
you know what, they're getting better day by day, each car is getting a little bit better quality as we go through the quality loops with our suppliers of the
parts, we become closer to quality spec for production. So that is happening, we're going to make about 120 of those pre-production cars to fine tune the
process. And then we'll gradually ramp up the volume with the first shift, when time is right, we'll bring our second shift, and then three shifts to get to
34,000 units a year at the factory. But we've got a four-phase plan over the next decade, and we can get to 365,000 units a year in our Arizona plant. And
that can't come soon enough for me.
 
Chris Souther
I'm very excited to watch those plans progress here. Maybe just -- you talked a fair bit about kind of the importance of quality. And, you know, as far as
this, plants also vertically integrate the sales and service aspects. Maybe you could just touch on the strategy from a geographic perspective. And also, you
know, ensuring kind of reliability service that that luxury customer really demands. As you scale up, I think it's very important. So if you can just address
those plans.
 
Peter Rawlinson
You're very, very right, Chris. I mean, this is so important that we nurture that customer relationship. And we think that's too precious to entrust to a third
party. So we've taken the approach that we have to vertically integrate two big elements of the business, the manufacturing, and the sales and service
network. And we start with our home market in the US through throughout the next year. And we've already opened six stores, which we call studios, two
in the Bay Area, two in Los Angeles, and two in Florida. We're opening another couple in --I think April, we're opening our Manhattan studio and Boston
seaport there very soon after, and that will grow to about 22 of those sales and service locations around the states at the end of this year. Now we try -- this
is an imperfect process by its nature, but we're able to match the sort of demographic footprint of our pre-orders around the states as best we can with bricks
and mortar locations to best serve our customers. Now that isn't to say that if a customer has a problem with reliability and they live in North Dakota or
somewhere like that, we won't be able to get this service to them very quickly. But we will have service, mobile service vans and we're going to have a fleet
of those. We started purchasing those already. Now, we do have a big weapon on our side, and that is all our cars are super connected. So, our cars should
be able to, in most instances, warn us ahead of time if there is a reliability issue pending. So we should have prior warning, and that will help us hugely in
this endeavor.
 

  



 

 
Chris Souther
Certainly that that use of data would definitely be helpful there. But maybe just you can talk a little bit about the cash burn as you ramp up, it's obviously
very capital intensive manufacturing, and how much additional capital do you think you'll need to hit those breakeven targets going out to 2025? And then
maybe just a discussion on some of the margin profile, in the model, you've kind of put out there 8% operating margins in 2026, you're still scaling up your
opex quite significantly at that point. And how should we think about your longer term? What do you think the margin profile can be of a luxury OEM
within this EV space? And for a vertically integrated player like you? I'm curious.
 
Peter Rawlinson
Yes, good. So, I mean, we were really blessed we were able to generate four and a half billion from both the the SPAC and the PIPE, and an unprecedented
array of blue-chip investors, committing to Lucid at $15 for the pipe, not $10. So that's the level of commitment that we've managed to secure from long-
term blue-chip investors. And we had a healthy cash position before that. So we're in very good shape financially now. We're good to the early part of 2023,
before Gravity gets into production. But you're absolutely right, this is a highly capital intensive, long-term business model. Now we will aim to get
profitable when the time is right. But I mean, it's this old contradiction, isn't it? Do you what do you want to satisfy the demands of the market, the public
market with profitability each quarter? Or do you want to play the long-term game, you know, like Tesla's played the long-term game, Amazon has. Not
necessarily showing early profits, but really growing, you know, the value of the company, growing your market cap. One of the interesting things which is
very misunderstood is the profitability of EVs. You know, it's quite -- a luxury EV, it's quite possible to get a 20% or even a little bit more gross margin.
And there is this perception that the EVs are inherently unprofitable. And I just think it's served Tesla so well, because of that false perception, as I'm sure
has attenuated the response from the traditional car companies using that as a false reason not to go commit to EVs. And I think that has given -- that's
partly --that false perception has partly been responsible for Tesla's leadership now, as that we see them about five or six years ahead of everyone else.
 
Chris Souther
That's very well said, maybe just the last one here, there's a couple of unique features on the Air that I haven't really seen from some other vehicles,
including the vehicle to grid capability. Just talk a bit about, you know, what is it about your battery that kind of made you feel so comfortable doing that a
lot of OEMs have kind of shied away from that feature, as far as being nervous about the battery, you know, lasting long enough, but you're kind of going
after that market. Maybe just talk about that a little bit?
 
Peter Rawlinson
Well, battery degradation is very much a function of the rate of charge or discharge. So if you start doing a lot of very fast charging, any battery is going to
degrade more rapidly. It's a bit like if you buy it [inaudible] internal combustion engine car, and you start revving it and driving it fast, the engine wears out
faster. So now, we're all used to that if you use something hard, it will wear out faster. But we've got state of the art battery management software, the DMS
that we've developed from all our experience in racing. And that really helps the health monitoring and conditioning of the battery. But we've got this V to
G capability with the Wunderbox, which does allow you know, two way charging so you can actually run your home from your car. That's what I mean. V
to G, vehicle to grid can actually run your home. But you can actually balance your business out. This is what's really interesting, and we're going to do a
trial run as an example, next year at Lucid headquarters. Because we pay PG&E energy, quite a lot of extra, not just for the energy we consume as a
business, but for the peak consumption of power that we draw at certain times of the week. It's for that peak demand. Now, we can do a thing called peak
shaving with cars in the carpark. We can have Lucid Air owners lined up outside our building in the carpark and they can enjoy charging from us, they can
be plugged into the charging. And we're going to, as a business, give them that electricity for free. But there is a quid pro quo. When we get to those peak
usage times and surges of demand from our business, at certain times of the day, we'll be able to draw back from the cars. And the peak power requirements
for the building and for the business, will come from the cars. And we'll be able to shave the peak, peak shaving. And that will save us potentially about
$800,000 a year from our energy supplier. And I think this could apply to a lot of other businesses of different sizes right across the country. We're going to
use this as an example. So this can be of use to a homeowner, individual, if you've got a power outage. There's use to business and there's also, it would
help a nation state. With 10s of 1000s of cars using that reservoir of energy that's in the cars to balance the grid of a nation state over a 24 hour period to
take those peaks out when we all get up in the morning put our kettles on and make coffee. And when everyone's gone home, everyone's cooking evening
meal, just even out those peaks. And that will have a massive impact upon CO2 emissions.
 

  



 

 
Chris Souther
Well, we're running out of time here. So I just wanted to thank you for participating today. Congratulations on the beautiful vehicle and best of luck here
with the ramp up.
 
Peter Rawlinson
Thanks so much. Enjoyed it, Chris. Thank you for having me. All the best.
 
* * * * *
 

  



 

 
Forward-Looking Statements
 
This communication includes “forward-looking statements” within the meaning of the “safe harbor” provisions of the United States Private Securities
Litigation Reform Act of 1995. Forward-looking statements may be identified by the use of words such as “estimate,” “plan,” “project,” “forecast,”
“intend,” “will,” “expect,” “anticipate,” “believe,” “seek,” “target,” “continue,” “could,” “may,” “might,” “possible,” “potential,” “predict” or other similar
expressions that predict or indicate future events or trends or that are not statements of historical matters. These forward-looking statements include, but are
not limited to, statements regarding estimates and forecasts of financial and operational metrics, projections of market opportunity, market share and
product sales, expectations and timing related to commercial product launches, including the start of production and launch of the Lucid Air and any future
products, the performance, range, autonomous driving and other features of the Lucid Air, future market opportunities, including with respect to energy
storage systems and automotive partnerships, future manufacturing capabilities and facilities, future sales channels and strategies, future market launches
and expansion, potential benefits of the proposed business combination and PIPE investment (collectively, the “proposed transactions”) and the potential
success of Lucid’s go-to-market strategy, and expectations related to the terms and timing of the proposed transactions. These statements are based on
various assumptions, whether or not identified in this communication, and on the current expectations of Lucid’s and CCIV’s management and are not
predictions of actual performance. These forward-looking statements are provided for illustrative purposes only and are not intended to serve as, and must
not be relied on by any investor as, a guarantee, an assurance, a prediction or a definitive statement of fact or probability. Actual events and circumstances
are difficult or impossible to predict and will differ from assumptions. Many actual events and circumstances are beyond the control of Lucid and CCIV.
These forward-looking statements are subject to a number of risks and uncertainties, including changes in domestic and foreign business, market, financial,
political and legal conditions; the inability of the parties to successfully or timely consummate the proposed transactions, including the risk that any
required regulatory approvals are not obtained, are delayed or are subject to unanticipated conditions that could adversely affect the combined company or
the expected benefits of the proposed transactions or that the approval of the shareholders of CCIV or Lucid is not obtained; the outcome of any legal
proceedings that may be instituted against Lucid or CCIV following announcement of the proposed transactions; failure to realize the anticipated benefits
of the proposed transactions; risks relating to the uncertainty of the projected financial information with respect to Lucid, including conversion of
reservations into binding orders; risks related to the timing of expected business milestones and commercial launch, including Lucid’s ability to mass
produce the Lucid Air and complete the tooling of its manufacturing facility; risks related to the expansion of Lucid’s manufacturing facility and the
increase of Lucid’s production capacity; risks related to future market adoption of Lucid’s offerings; the effects of competition and the pace and depth of
electric vehicle adoption generally on Lucid’s future business; changes in regulatory requirements, governmental incentives and fuel and energy prices;
Lucid’s ability to rapidly innovate; Lucid’s ability to deliver Environmental Protection Agency (“EPA”) estimated driving ranges that match or exceed its
pre-production projected driving ranges; future changes to vehicle specifications which may impact performance, pricing, and other expectations; Lucid’s
ability to enter into or maintain partnerships with original equipment manufacturers, vendors and technology providers; Lucid’s ability to effectively
manage its growth and recruit and retain key employees, including its chief executive officer and executive team; Lucid’s ability to establish its brand and
capture additional market share, and the risks associated with negative press or reputational harm; Lucid’s ability to manage expenses; Lucid’s ability to
effectively utilize zero emission vehicle credits; the amount of redemption requests made by CCIV’s public shareholders; the ability of CCIV or the
combined company to issue equity or equity-linked securities in connection with the proposed transactions or in the future; the outcome of any potential
litigation, government and regulatory proceedings, investigations and inquiries; and the impact of the global COVID-19 pandemic on Lucid, CCIV, the
combined company’s projected results of operations, financial performance or other financial metrics, or on any of the foregoing risks; and those factors
discussed in CCIV’s final prospectus dated July 30, 2020 and the Quarterly Reports on Form 10-Q for the quarters ended July 30, 2020 and September 30,
2020, in each case, under the heading “Risk Factors,” and other documents of CCIV filed, or to be filed, with the SEC. If any of these risks materialize or
our assumptions prove incorrect, actual results could differ materially from the results implied by these forward-looking statements. There may be
additional risks that neither Lucid nor CCIV presently know or that Lucid and CCIV currently believe are immaterial that could also cause actual results to
differ from those contained in the forward-looking statements. In addition, forward-looking statements reflect Lucid’s and CCIV’s expectations, plans or
forecasts of future events and views as of the date of this communication. Lucid and CCIV anticipate that subsequent events and developments will cause
Lucid’s and CCIV’s assessments to change. However, while Lucid and CCIV may elect to update these forward-looking statements at some point in the
future, Lucid and CCIV specifically disclaim any obligation to do so. These forward-looking statements should not be relied upon as representing Lucid’s
and CCIV’s assessments as of any date subsequent to the date of this communication. Accordingly, undue reliance should not be placed upon the forward-
looking statements.
 

  



 

 
Industry, Market and Vehicle Data
 
Industry and market data used in this communication have been obtained from third-party industry publications and sources as well as from research
reports prepared for other purposes. Neither Lucid nor CCIV has independently verified the data obtained from these sources, and they cannot assure you
of the data’s accuracy or completeness. This data is subject to change. In addition, this communication does not purport to be all-inclusive or to contain all
of the information that may be required to make a full analysis of Lucid or the proposed transactions. Readers of this communication should each make
their own evaluation of Lucid and of the relevance and adequacy of the information and should make such other investigations as they deem necessary.
Information in this communication about non-Lucid vehicles is derived from figures published by manufacturers and other publicly available information.
Neither Lucid nor CCIV has independently verified the data obtained from these sources, and they cannot assure you of the data’s accuracy or
completeness. Ranges for Lucid vehicles in this communication are projected EPA estimated ranges and are made using an approximation of an EPA test
cycle. Lucid vehicles are in pre-production, and specifications (including range) are subject to change. Final EPA estimated ranges for Lucid vehicles are
not available. Certain vehicle performance characteristics included in this communication are not available in every trim.
 
Additional Information About the Proposed Transactions and Where to Find It
 
The proposed transactions will be submitted to shareholders of CCIV for their consideration. CCIV intends to file a registration statement on Form S-4 (the
“Registration Statement”) with the Securities and Exchange Commission (the “SEC”) which will include preliminary and definitive proxy statements to be
distributed to CCIV’s shareholders in connection with CCIV’s solicitation for proxies for the vote by CCIV’s shareholders in connection with the proposed
transactions and other matters as described in the Registration Statement, as well as the prospectus relating to the offer of the securities to be issued to
Lucid’s shareholders in connection with the completion of the proposed business combination. After the Registration Statement has been filed and declared
effective, CCIV will mail a definitive proxy statement and other relevant documents to its shareholders as of the record date established for voting on the
proposed transactions. CCIV’s shareholders and other interested persons are advised to read, once available, the preliminary proxy statement/prospectus
and any amendments thereto and, once available, the definitive proxy statement/prospectus, in connection with CCIV’s solicitation of proxies for its special
meeting of shareholders to be held to approve, among other things, the proposed transactions, because these documents will contain important information
about CCIV, Lucid and the proposed transactions. Shareholders may also obtain a copy of the preliminary or definitive proxy statement, once available, as
well as other documents filed with the SEC regarding the proposed transactions and other documents filed with the SEC by CCIV, without charge, at the
SEC's website located at www.sec.gov or by directing a request to CCIV.
 
INVESTMENT IN ANY SECURITIES DESCRIBED HEREIN HAS NOT BEEN APPROVED OR DISAPPROVED BY THE SEC OR ANY
OTHER REGULATORY AUTHORITY NOR HAS ANY AUTHORITY PASSED UPON OR ENDORSED THE MERITS OF THE OFFERING
OR THE ACCURACY OR ADEQUACY OF THE INFORMATION CONTAINED HEREIN. ANY REPRESENTATION TO THE CONTRARY
IS A CRIMINAL OFFENSE.
 
Participants in the Solicitation
 
CCIV, Lucid and certain of their respective directors, executive officers and other members of management and employees may, under SEC rules, be
deemed to be participants in the solicitations of proxies from CCIV’s shareholders in connection with the proposed transactions. Information regarding the
persons who may, under SEC rules, be deemed participants in the solicitation of CCIV’s shareholders in connection with the proposed transactions will be
set forth in CCIV’s proxy statement/prospectus when it is filed with the SEC. You can find more information about CCIV’s directors and executive officers
in CCIV’s final prospectus filed with the SEC on July 30, 2020. Additional information regarding the participants in the proxy solicitation and a description
of their direct and indirect interests will be included in the proxy statement/prospectus when it becomes available. Shareholders, potential investors and
other interested persons should read the proxy statement/prospectus carefully when it becomes available before making any voting or investment decisions.
You may obtain free copies of these documents from the sources indicated above.
 

  



 

 
No Offer or Solicitation
 
This communication does not constitute an offer to sell or the solicitation of an offer to buy any securities, or a solicitation of any vote or approval, nor
shall there be any sale of securities in any jurisdiction in which such offer, solicitation or sale would be unlawful prior to registration or qualification under
the securities laws of any such jurisdiction.
 
Trademarks
 
This communication contains trademarks, service marks, trade names and copyrights of Lucid, CCIV and other companies, which are the property of their
respective owners.
 

  


