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Item 7.01. Regulation FD Disclosure

Attached as Exhibit 99.1 to this Item 7.01 is a presentation that is being used by the management of theMaven, Inc. (the “Company") at investor
conferences and at meetings describing the Company. The information contained in Item 7.01 of this report and in Exhibit 99.1 shall not be deemed “filed"
for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the “Exchange Act"), or incorporated by reference in any filing under the
Securities Act of 1933, as amended, or the Exchange Act, except as shall be expressly set forth by specific reference in such a filing.

Item 9.01 Financial Statements and Exhibits.

(d) Exhibits
Exhibit No. Document Description
99.1 Investor presentation dated February 21, 2017




SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the Registrant has duly caused this Current Report on Form 8-K to be signed
on its behalf by the undersigned hereunto duly authorized.

theMaven, Inc.

Date: February 21, 2017 By: /s/James C. Heckman
James C. Heckman
Chief Executive Officer




Exhibit 99.1

Investor Presentation




Information Included In This Presentation
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What is
TheMaven?

TheMaven is a coalition of
elite, independent publishers
sharing a unified business &

technology platform

Value Proposition for Advertisers, Consumers, Publishers
L Palitics, Lifestyle, Tech, Non-Profit, Outdoors, Hobbies, etc,

For adverfisers. premium quality, large scale, single connection

For consumers. intensely focused content, group engagement

Far publishers: single, efficient platform, revenue share partners

Perfect storm: high engagemeant, premium guality, scale, efficiency

World Class Technology Flatform

@ Access via web, iOS app, Android app

Easy as FB, Twitter, YouTube to create and share all content
Moderation, CMS, engagement/revenue dashboard

Platfarmis one-stop-stop distribution amplifier

Rewards, recognizes, amplifies sociol engogement




Why
TheMaven?

Independent publishers no longer
have a sustainable revenue or
distribution model

Qur platform brings three otherwise-
unavailable assets:

1. Self-sustaining distribution
2. World-class technology

3. Network-Scale ad revenue




Leadership - Digital Media Pioneers

) g}
£ 4

o
58
i <

James Heckman ? Levinsohn Ben Joldersma

and a world-class product/engineering team

Microsaoft, thePlatform, Fox, artsLing, Yahoo!, Rivi cout, Amazon

TheMoviin, nc.




Leadership (cont.)
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Gary Schuman Robert Levande Chris Marlett Peter Mills




Category Targefs

Deploying proven model to hundreds of new categories

Maoney/ Militany/ Fitness/ Advocacy/Causes/
Mews/Politics ~ Business AutosiMotor  Finance Tech Cutdoors Histary Weliness Family Human Rights




Channel Partner Signings Gain Momentum

Early indicator of demand for TheMaven business mode/

Two dozen channel partners signed so far, and growing weekly:
e Pulitzer Prize and other award-winning journalists
Leading financial reporters from Forbes, Seeking Alpha, Fox Business
Globally significant causes, foundations and non-profit communities

a
@

@ Household-name political activists

@ Top social influencers from Facebook, Twitter and YouTube in key categories

For more specifics on partner signings and channel growth, go to “Pre




How do channel partners make money?

Shared technology means no platform operating expenses for partners
L ] And access toworld-class tech they'd never afford otharwise

New inventory not possible to reach without TheMaven
o b ntro 1 grow partnar’s ov cidl netwark
e | ibution within/across TheMaven netwark (no cost)
®  Third Party Distribution to major media outlets via TheMaven relationships

Advertising revenue - otherwise not accessible
Professional, major media platform makes endemic sponsorships easier to sell
TheMaven Sponsorships available as part of combined inventory programs by vertical
Direct, trading desk relationships with top agencies
Preferred, ad-network relationships (premium pricing fo match premium it at scale)
Transparent revenue share, no black box, no channel conflicts; TheMaven only sells partners, no O/0

Memberships and “productized” donations (at their option)
@ “Platinum key” membership, VIP donars
Recurring revenue - dropped into channel partner accounts, maonthly




How does TheMaven make money?

Network efficiency creates high operating margins against ad revenue share
Scale, unified brand of pramium creates new advertising as
Revenue share is finy fraction of increased ple
Shared infrastructure affords partners fo increase quality and s

Membership platform generates monthly recurring revenue
& Social features create new engagemeant, naw inventory to share

Growth through culture, commitment, alignment

@ Channel partners share in eqguity, must stay to earn, aligned interest, will recruit others

We don't do content, therefore don't compete with publishers for same budget (huge issue)

Publishers remain independent
All help each othe stribution)
We don't win if they don't, in any way (equity or revenue)




Next-Generation Platform
App, Tablet & Desktop

Scientists Concerned About Al's
Danger to Humans

Trm winm o s g amin
e i e Femgr s,
b

T e—

| et o i et
Bélemiiln Safdarntd A< Bl i e T

o o Ei Scientists Coneemed About Al's Lomaat mpn
Danger to Humans :

[ - R .. -.
AT of Jobe Will Dissppess in 4 Things You Can Do ba Chaer
tha neat 29 Years..., Up - Neurnacienco

L ]
b magens, M
e et e
4 Enem e s

[




Channel Home Detail (Desktop)
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Operating Leverage vs Traffic, Revenue
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Vision for a Sustainable Future

@True qufnership- Total Aitgnm#ﬁ Coalition Ownership
xquity holders, tied to performanc
gnificant, ensuring crifical mass and long-term sustainability at launch
. aligns management with content producers

58 model to serve consumers, partners and investors
surmersis ensuring sustainability for world-clas: tent providers and community
rinarsis permanent audience asset and sustainable revenue model
sustainakble, growing, high-margin business with fremendo ale potential

@ 100 Million highly-engaged monthly unigue visitors, all organically-driven
Coalition of several hundred elite influgncers, journalists, foundations and passionate cause leaders
Operate netwo ified platfarm, while g partner independe
Sustainable distribution driven by expert-led communifies




