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Forward-looking Statements
 
Statements in Exhibits 99.1 and 99.2 to this Current Report on Form 8-K may be "forward-looking statements" within the meaning of the Private
Securities Litigation Reform Act of 1995. Words such as "anticipate", "believe", "estimate", "expect", "intend" and similar expressions, as they relate to
Terra Tech Corp. (the "Company") or its management, identify forward-looking statements. These statements are based on current expectations, estimates
and projections about the Company's business based, in part, on assumptions made by management. These statements are not guarantees of future
performance and involve risks, uncertainties and assumptions that are difficult to predict. Therefore, actual outcomes and results may, and probably will,
differ materially from what is expressed or forecasted in such forward-looking statements due to numerous factors, including those described above and
those risks discussed from time to time in the Company's filings with the Securities and Exchange Commission. In addition, such statements could be
affected by risks and uncertainties related to: (i) our ability to integrate Black Oak Gallery, a California corporation ("Black Oak"), as well as vitamin and
dietary supplement lines, into the Company's operations, (ii) product demand, market, and customer acceptance of the Company's products, (iii) the
Company's ability to obtain financing to expand our operations, (iv) the Company's ability to attract qualified sales representatives, (v) competition,
pricing and development difficulties, (vi) the Company's ability to conduct the business of IVXX, Inc., the contemplated businesses of MediFarm, LLC,
MediFarm I, LLC, and MediFarm II, LLC, if there are changes in laws, regulations, or government policies related to cannabis, (vii) the Company's ability
to conduct operations if disease, insects, or mites affect Edible Garden Corp.'s produce, herbs, and floral products, and (viii) general industry and market
conditions and growth rates and general economic conditions. Any forward-looking statements speak only as of the date on which they are made, and the
Company does not undertake any obligation to update any forward-looking statement to reflect events or circumstances after the date of Form 8-K.
 
Item 2.02. Results of Operations and Financial Condition.
 
On March 14, 2019, Terra Tech Corp. (the "Company") issued a press release announcing full year 2018 financial results. A copy of the press release is
attached hereto as Exhibit 99.1 and is incorporated herein by reference.
 
The information contained in this Item 2.02 and in Exhibit 99.1 referenced herein is being furnished and shall not be deemed "filed" for purposes of
Section 18 of the Securities Exchange Act of 1934, as amended (the "Securities Exchange Act"), or incorporated by reference in any filing under the
Securities Act of 1933, as amended (the "Securities Act"), unless the Company expressly so incorporates such information by reference.
 
Item 7.01 Regulation FD Disclosure.
 
On March 14, 2019, Derek Peterson, President and Chief Executive Officer, and Michael James, Chief Financial Officer, of the Company participated in
an interview with KCSA Strategic Communications, which was published on March 14, 2019. A full transcript of the interview is attached as Exhibit 99.2
to this Current Report on Form 8-K. The Company undertakes no obligation to update the information discussed in the interview in the future, except as
may be required by law.
 
On March 15, 2019, the Company issued a press release announcing that it issued a letter to shareholders from its Chairman and CEO, Derek Peterson. A
copy of the press release is attached hereto as Exhibit 99.3 and is incorporated herein by reference.
 
The information contained in this Item 7.01 and in Exhibits 99.2 and 99.3 referenced herein is being furnished and shall not be deemed "filed" for the
purposes of Section 18 of the Securities Exchange Act or incorporated by reference in any filing under the Securities Act, unless the Company expressly
so incorporates such information by reference.
 
Item 9.01 Financial Statements and Exhibits.
 
(d) Exhibits:
 
Exhibit Description

 
99.1 Press Release, dated March 14, 2019

 

99.2 Transcript of Interview, dated March 14, 2019
   
99.3  Press Release, dated March 15, 2019
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SIGNATURES



 
Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.
 

 Terra Tech Corp.
(Registrant)

 
Date: March 15, 2019 By: /s/ Derek Peterson
 Name: Derek Peterson
 Title: Chief Executive Officer
 
 

3
 



EXHIBIT 99.1
 

 
Terra Tech Corp Reports Financial Results for Year End December 31, 2018

 
IRVINE, CA – March 14, 2019 – Terra Tech Corp. (OTCQX: TRTC) (“Terra Tech” or the “Company”), a vertically integrated cannabis-focused
agriculture company, today announced its financial results for the year ended December 31, 2018.
 
“We faced several headwinds in 2018 that slowed our progress and impacted top line results,” commented Derek Peterson, Chief Executive Officer of
Terra Tech. “These challenges included navigating the changing regulations in the State of California, which affected sales from our retail businesses in
the state, Blüm Oakland and Blüm Santa Ana. Our capacity to generate wholesale revenues in California was also impacted by the regulations which
required us to relocate and upgrade our IVXX™ cannabis production to a new facility, effectively halting production in some months.”
 
“While these factors created challenges for us in 2018, they also drove us to make investments in cultivation and manufacturing infrastructure that will
enable us to scale production and achieve greater IVXX™ distribution in California in 2019. The upgraded facility in Oakland, California is nearly
complete and will support a ramp in production starting in Q2 2019. Other initiatives to drive revenue growth in the state include the anticipated launch of
a branded delivery system in California, and our plans to establish a pop-up retail experience,” continued Mr. Peterson.
 
“In conjunction with these growth initiatives, we are also implementing strategies to improve fiscal responsibility and improve our bottom line in 2019.
This includes streamlining our operations and headcount to mitigate operational burn and completing an assessment of all our assets to explore
opportunities to sell certain lower performing assets and redirect resources into accretive opportunities. This strategy will also allow us to avoid accessing
the capital markets for funding in the second half of 2019.
 
“We believe that our strategy of ensuring cost efficient operations, production of high quality cannabis and stronger corporate governance will strengthen
our business and drive meaningful and sustainable shareholder value,” concluded Mr. Peterson
 
Financial Update
 

 
· For the year ended December 31, 2018, the Company generated revenues of approximately $31.33 million, compared to approximately

$35.80 million for the year ended December 31, 2017, a decrease of approximately $4.47 million. The decrease was primarily due to the
significant level of taxes that the State of California placed on cannabis sales which depressed the overall legal cannabis market.

   

 · Gross margin for the year ended December 31, 2018 was approximately 39.68%, compared to approximately 30.51% for the year ended
December 31, 2017.

   

 
· Selling, general and administrative expenses for the year ended December 31, 2018 were approximately $43.30 million, compared to

approximately $30.80 million for the year ended December 31, 2017.

   

 · The net loss attributable to Terra Tech for the year ended December 31, 2018 was approximately $(39.8 million) or ($0.56) per share
compared to a loss of approximately $(32.7 million) or ($0.71) per share for the year ended December 31, 2017.

   
 · The Company had $7.19 million in cash as of December 31, 2018, compared with $5.45 million as of December 31, 2017.
   

 · Stockholders’ equity for the year ended December 31, 2018 amounted to approximately $94.9 million, an increase of approximately $18.1
million compared to approximately $76.8 million as of December 31, 2017.

   

 · The Company had no short-term debt as of December 31, 2018. Long term debt was $18.3 million as of December 31, 2018, compared with
$6.6 million as of December 31, 2017.
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Business Update
 
Corporate
 

 
· Completed a $5 million investment in Hydrofarm Holdings Group, Inc. (“Hydrofarm”), one of the leading independent providers of

hydroponics products in North America. Hydrofarm is based in Petaluma, California with ~300 employees globally. It recorded over $250
million in revenues in 2017.

   

 

· Subsequent to the year ended December 31, 2018, the Company entered into an agreement to acquire the remainder of the interest in the Blüm
Reno dispensary and the building where the facility is located from Forever Green NV and Forever Young Investments, LLC, affiliates of
Heidi Loeb Hegerich. The transfer of those interests is subject to approval of the Nevada Department of Taxation, which the Company
expects to receive in approximately 60-90 days. The Company also entered into a settlement agreement with Forever Green, Forever Young
Investments and Ms. Hegerich to settle the lawsuit between them and the Company.

  
California:
 

 

· Oakland: The Company’s Blüm, Oakland dispensary continued to focus on the adult use market, however sales were impacted by higher
California state excise tax rates. To prepare for a ramp in demand as a result of the legalization of adult-use cannabis, Terra Tech continued
constructing a 13,000 square foot cultivation facility in Hegenberger, Oakland which has the capacity to produce up to one metric ton, or
2,000 pounds, of cannabis per year. The facility is expected to be fully operational by the end of the second quarter of 2019.

   

 · San Leandro: Terra Tech’s Blum dispensary opened in January 2019, making history as the first medical dispensary to open its doors in San
Leandro.

   

 
· Santa Ana: The Company was granted vertically-integrated Phase I permits at its East Dyer Road, East Carnegie Avenue and South Tech

Center Drive locations which all have retail licenses. This will allow the Company to commence development of cultivation, manufacturing
and distribution capabilities at these locations.

   
 · The Company secured a 25% ownership in The Healing Tree Collective, Inc., a California based permitted dispensary license.
  
Nevada:
 
 · The Company began cannabis cultivation at its new Sparks facility in July 2018, which was built out in conjunction with NuLeaf Sparks.
   

 · The Company completed the sale of its cannabis dispensary located at 1921 Western Avenue in Las Vegas, to Exhale Brands Nevada, for a
total of $6,250,000 plus the value of any inventory.

   
 · Purchased a retail property in downtown Las Vegas, located at 121 North Fourth Street.
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Edible Garden
 
 · Selected by Stop & Shop and Giant-Landover to supply organic leafy greens to their retail outlets
   

 · Exhibited its complete range of fresh, locally grown herbs and leafy greens at the Fresh Summit International Convention & Expo in October
2018

   
 · Participated in the New York Produce Show and Conference in December 2018
 
Conference Call
 
The company will also host a conference call today, Thursday, March 14, 2019 at 4:30 PM Eastern Time.
 
Dial-In Number: 1-857-232-0157
Access Code: 422095
 
Derek Peterson, Chairman and CEO of Terra Tech Corp., will be answering shareholder questions at the end of the call. Should you have questions during
or prior to the conference call please send an email to TRTC@kcsa.com with ‘TRTC Question’ in the subject line. Mr. Peterson will answer as many
questions as time will allow.
 
For those unable to participate in the live conference call, a replay will be available at http://smallcapvoice.com/blog/trtc/. An archived version of the
webcast will also be available on the investor relations section of the company's website.
 
To be added to the Terra Tech email distribution list, please email TRTC@kcsa.com with TRTC in the subject line.
 
About Terra Tech
 
Terra Tech Corp. (OTCQX: TRTC) operates through multiple subsidiary businesses including: Blüm, IVXX Inc., Edible Garden, and MediFarm LLC.
Blüm’s retail and medical cannabis facilities provide the highest quality medical cannabis to patients who are looking for alternative treatments for their
chronic medical conditions as well as premium cannabis to the adult-use market in Nevada and California. Blüm offers a broad selection of cannabis
products including; flowers, concentrates and edibles through its Oakland, CA and multiple Nevada locations. IVXX, Inc. is a wholly-owned subsidiary
of Terra Tech that produces cannabis-extracted products for regulated medical cannabis dispensaries throughout California and medical and adult-use
dispensaries in Nevada. The Company’s wholly-owned subsidiary, Edible Garden, cultivates a premier brand of local and sustainably grown hydroponic
produce, sold through major grocery stores such as ShopRite, Walmart, Ahold, Aldi, Meijer, Kroger, Stop & Shop and others nationwide. Terra Tech’s
MediFarm LLC subsidiaries are focused on medical and adult-use cannabis cultivation and permitting businesses throughout Nevada.
 
For more information about Terra Tech Corp visit: http://www.terratechcorp.com/
For more information about IVXX visit: http://ivxx.com/
For more information about Blüm Nevada visit: http://letsblum.com
Blüm Instagram: @LetsBlum
Visit us on Facebook @ http://www.facebook.com/terratechcorp/timeline
Follow us on Twitter @terratechcorp
For more information about Edible Garden visit: http://www.ediblegarden.com/
Visit Edible Garden on Facebook @ http://www.facebook.com/ediblefarms?fref=ts 
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Cautionary Language Concerning Forward-Looking Statements
 
Statements in this press release may be "forward-looking statements" within the meaning of the Private Securities Litigation Reform Act of 1995. Words
such as "anticipate", "believe", "estimate", "expect", "intend" and similar expressions, as they relate to the company or its management, identify forward-
looking statements. These statements are based on current expectations, estimates and projections about the company's business based, in part, on
assumptions made by management. These statements are not guarantees of future performance and involve risks, uncertainties and assumptions that are
difficult to predict. Therefore, actual outcomes and results may, and probably will, differ materially from what is expressed or forecasted in such forward-
looking statements due to numerous factors, including those described above and those risks discussed from time to time in Terra Tech Corp.'s filings with
the Securities and Exchange Commission. In addition, such statements could be affected by risks and uncertainties related to Terra Tech Corp.'s (i)
product demand, market and customer acceptance of its equipment and other goods, (ii) ability to obtain financing to expand its operations, (iii) ability to
attract qualified sales representatives, (iv) competition, pricing and development difficulties, (v) ability to integrate GrowOp Technology Ltd. into its
operations as a reporting issuer with the Securities and Exchange Commission, and (vi) general industry and market conditions and growth rates and
general economic conditions. Any forward-looking statements speak only as of the date on which they are made, and the company does not undertake any
obligation to update any forward-looking statement to reflect events or circumstances after the date of this release. Information on Terra Tech Corp.'s
website does not constitute a part of this release.
 
Contact
Philip Carlson
KCSA Strategic Communications
TRTC@kcsa.com
212-896-1238
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TERRA TECH CORP. AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF OPERATIONS

     
  Year Ended December 31,  
  2018   2017  
       
Total Revenues  $ 31,333,618  $ 35,800,844 
Cost of Goods Sold   18,900,090   24,879,428 
         
Gross Profit   12,433,528   10,921,416 
         
Selling, General and Administrative Expenses   43,304,374   30,801,434 
         
Loss from Operations   (30,870,846)   (19,880,018)
         
Other Income (Expense):         

Impairment of Property   (77,556)   (138,037)
Impairment of Intangible Assets   -   (757,467)
Loss on Extinguishment of Debt   -   (7,144,288)
Gain (Loss) on Fair Market Valuation of Derivatives   -   (3,494,550)
Interest Expense, Net   (13,092,934)   (2,681,426)
Share of Loss in Joint Venture   (662,222)   - 
Gain on Sale of Assets   5,229,680   - 
Gain on Settlement of Contingent Consideration   -   4,991,571 

Gain (Loss) on Fair Market Valuation of Contingent Consideration   -   (4,426,047)
         

Total Other Income (Expense)   (8,603,032)   (13,650,244)
         
Loss Before Provision for Income Taxes   (39,473,878)   (33,530,262)
Provision for Income Tax Benefit (Expense)   -   347,455 
         
Net Loss   (39,473,878)   (33,182,807)
Net Income / (Loss) Attributable to Non-Controlling Interest   279,609   (505,204)
         
NET LOSS ATTRIBUTABLE TO TERRA TECH CORP.  $ (39,753,486)  $ (32,677,603)
         
Net Loss Per Common Share Attributable to Terra Tech Corp. Common Stockholders – Basic and Diluted  $ (0.56)  $ (0.71)
         
Weighted-Average Number of Common Shares Outstanding – Basic and Diluted   71,028,851   46,072,846 
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TERRA TECH CORP. AND SUBSIDIARIES  
CONSOLIDATED BALANCE SHEETS  

     
  December 31,   December 31,  
  2018   2017  
       

ASSETS
       
Current Assets:       

Cash  $ 7,193,392  $ 5,445,582 
Trade and Other Receivables, net of allowance for doubtful accounts of $0.33 and $0 million, as of December 31,
2018 and 2017, respectively   1,246,835   959,698 
Notes Receivable   -   5,010,143 
Inventory   2,279,737   5,760,019 
Assets Held for Sale   7,501,287   - 
Prepaid Expenses and Other Current Assets   741,261   1,067,689 

         
Total Current Assets   18,962,512   18,243,131 

         
Property, Equipment and Leasehold Improvements, Net   34,139,089   19,191,616 
Intangible Assets, Net   18,465,923   27,773,110 
Goodwill   35,172,508   28,921,260 
Other Assets   897,395   4,058,682 
Other Investments   12,450,700   - 
         
TOTAL ASSETS  $ 120,088,127  $ 98,187,799 
         

LIABILITIES AND STOCKHOLDERS’ EQUITY
         
LIABILITIES:         

Current Liabilities:         
Accrued Payroll  $ 2,553,186  $ 621,898 
Accounts Payable and Other Accrued Expenses   4,348,256   4,822,812 
Derivative Liabilities   -   9,331,400 

         
Total Current Liabilities   6,901,442   14,776,110 

         
Long-Term Liabilities:         

Long-Term Debt   13,812,877   6,609,398 
Long-Term Liabilities Held-for-Sale   4,500,000   - 

         
Total Long-Term Liabilities   18,312,877   6,609,398 

         
Total Liabilities   25,214,319   21,385,508 

         
COMMITMENTS AND CONTINGENCIES         
         
STOCKHOLDERS’ EQUITY:         

Preferred Stock, Convertible Series A, Par Value $0.001:       
100 Shares Authorized as of December 31, 2018 and 2017; 12 and 8 Shares Issued and Outstanding as of
December 31, 2018 and 2017, respectively   -   - 

Preferred Stock, Convertible Series B, Par Value $0.001:       
49,999,900 Shares Authorized as of December 31, 2018 and 2017; 0 and 0 Shares Issued and Outstanding as of
December 31, 2018 and 2017, respectively   -   - 

Common Stock, Par Value $0.001:       
990,000,000 Shares Authorized as of December 31, 2018 and 2017; 81,759,415 and 61,818,560 Shares Issued
and Outstanding as of December 31, 2018 and 2017, respectively (1)   81,759   61,819 

Additional Paid-In Capital   236,542,860   181,357,715 
Accumulated Deficit   (142,754,287)   (105,548,602)

         
Total Terra Tech Corp. Stockholders’ Equity   93,870,332   75,870,932 
Non-Controlling Interest   1,003,476   931,359 

         
Total Stockholders’ Equity   94,873,808   76,802,291 

         
TOTAL LIABILITIES AND STOCKHOLDERS’ EQUITY  $ 120,088,127  $ 98,187,799 
____________
(1) Adjusted to reflect the 1 for 15 reverse stock split. See Note 15.
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EXHIBIT 99.2
 
Terra Tech Corp. (OTCQX:TRTC) Q4 2018 Earnings Conference Call March 14, 2019 4:30 PM ET
 
Company Participants
 
Philip Carlson - IR
 
Derek Peterson - CEO and Chairman
 
Mike James - CFO
 
Conference Call Participants
 
Philip Carlson
 
Good afternoon and welcome to Terra Techs Fiscal Year 2018 Financial Results Conference Call. A replay of this call will be available at
www.smallcapvoice.com and it will be archived on the Investors Relations section of the Terra Tech website.
 
Before we begin, please let me remind you that during the course of this conference call, Terra Techs management may make forward-looking statements.
These forward-looking statements are based on current expectations that are subject to a number of risks and uncertainties that may cause actual results to
differ materially from expectations.
 
These risks are outlined in the risk factors section of the SEC filings in which our 10-K will be filed tomorrow morning before market opened on March
15, 2019. Any forward-looking statements should be considered in light of these factors. Please also note, as a Safe Harbor, any outlook we present is as
of today and management does not take any obligation to revise any forward-looking statements in the future.
 
With me on the call today are Mr. Derek Peterson, Terra Techs Chairman and Chief Executive Officer; and Mr. Mike James, Chief Financial Officer.
 
With that, I would now like to hand the call over to Derek Peterson. Derek, please go ahead.
 
 

1



 

 
 
Derek Peterson
 
Hey, Phil, thank you very much and welcome everybody to our full year 2018 earnings call. The full filing will be out in the morning premarket as well as
a letter to shareholders, its going to more kind of in a granular level articulate some of the things were discussing today as it looks forward to 2019 and
2020. So, lets jump at 18 in real quick and then I would like to take a little bit of time and talk about the Company and its current state and talk about what
our forward focus for future growth is for 19 and rolling out to 20.
 
18 was a challenging year and it wasnt just a challenging year for us, it was a challenging year for California operators in general. Those challenges came
from a handful of different areas. The biggest piece of it was change of regulation in California that was a very frustrating change for a lot of the operators
here. More of a regulation several times, the change in the bill, the things we were allowed to do then we werent allowed to do.
 
The entire state of California was basically under flux for the majority of the year. In addition to that as many of you may know but some of you may not
from July timeframe, they forced a lot of the operators in the California market plays to divest of the old inventory. So that put a lot of the operators and
retailers and wholesalers in the position where they had to move product out of bargain-basement prices, sometimes below cost in order to get on
compliance product in their rolling into the second half of 2018.
 
That in conjunction with the existing black-market, the lack of enforcement that we saw in 18 shutting down, grey market, black market delivery services,
brick-and-mortar retail stores and wholesale operations, all of that contributed to a very challenging market in California. California itself had a revenue
shortfall. The inventory adjustments across the board made a pretty impactful response to many companies in the state and then the addition of layering on
the taxes.
 
California has done a like a lot of other states whether youre talking Nevada or other state have recently legalized where they have a framework that they
opened up the marketplace into. California had a 20-year history of quasi legal market where there is really left up to the entrepreneurs to decide how they
wanted to build the marketplace out. And we went from that very loose and lax regulatory environments to a very highly regulated environment with a
very short learning curve associated with it.
 
So, one of the things that impacted us most in 18 from a revenue standpoint with the fact that we have to shut down our manufacturing and cultivation for
the year, so the most of the revenue of our and majority of revenue for the year came from retail only centric operations and in addition to that Edible
Garden. So for all practical purposes, we were out of the wholesale market for both concentrates and cultivation while we shutdown these facilities and
revamp them to reopen them the first of which we just got back up and running as you saw on the press release about a week and half ago, our west brand



cultivation facility up in Oakland.
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So, all of that basically put us in a position where it was just a challenging year for us and our revenue in 18 reflected that coming in at 31.33 million



compared to approximately 35.8 million that we saw for 2017. Edible Garden, to touch on that a little bit, we were selected by Stop & Shop and Giant-
Landover to supply organic leafy greens to their retail outlets, we exhibited our complete range of locally grown herbs and leafy greens at the Fresh
Summit International Convention & Expo in October of last year and we also participate in the New York Produce Show and Conference in December of
last year as well. So, we still have straight strong retail penetration in the Edible Garden division. We still have great relationships with the Walmart and
Krogers of the world and were continuing to expand in that marketplace as well.
 
Lets chat about the Company today. As we sit here today, we have an open and active shelf registration, great ability to access capital for the Company on
a go-forward basis. We have what we believe a very strong balance sheet. We have little corporate debt as we usually do on the books. And most
importantly, we have a very clean cap table. What I mean by that is, if you look back at what we've done historically is management converted at all of
our B share class our preferred B class shares to common shares will align ourselves with shareholders, I will chat about that a little bit later as well.
 
But the most important factor from our approach is that the Company doesnt have any significant warrants overhang. There is no other strange class of
shares out there that are contributing to the cap table economically or diluting the cap table economically. Its just a very clean cap table and structure from
an economic standpoint internally with the Company. We got a strong core, strong corporate governance. One of things I wanted to touch on a little bit is
the fact that we are now SOX 404, Sarbanes-Oxley compliance.
 
Our goal on the remainder of the year and coming into 2020 as well as we continue to increase and implement strong corporate governance and internal
best practices, we want to increase stockholder and shareholders telecommunications as management achieved these different milestones which were
going to layout here in a short period of time point. And then from a past standpoint, we structured the audit committee as a compensation committee and
all of the other internal committees of that company that all shared by our independent directors.
 
We uplifted as many of you know to the OTCQX, as I said just a second ago, we converted that all of our preferred Class B shares to common shares. And
what that means essentially it's just a level playing field, it aligns management interest with that of our shareholders and the stock goes up we feel it, when
the stock goes down we feel it the same way that our shareholders feel it. We met the stringent filing timelines for our 10-Qs and 10-Ks as an accelerated
filer.
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And most importantly, last year, it's our first year we achieved Sarbanes-Oxley SOX 404 Compliance in all material respects that having an effective
internal control over financial reporting, and we eliminated any material weakness in our operational and financial control. That is a significant sizable
undertaking for a copy of our size, but its really a necessary step that we had to take to be eligible to potential trade on a national exchange when that
opportunity opens up for the MSO in the U.S.
 
Our goal is to continue to increase and implement strong corporate governance and internal best practices on a forward-looking basis. So lets chat about
forward-looking opportunity with the Company. We are shifting our focus as we sit today from top line revenue growth and expanding all markets in the
U.S. to really just focusing on profit enhancement and focusing on one core key marketplace being California.
 
The Company's shifts its strategy pursuing revenue growth to pursue profit enhancement, were trying to reduce the gap between the Company's true value
in the current market capital exists out there in the marketplace. And then also want to continue to make improvements from a corporate governance
standpoint. In addition, we're engaged in a fundamental restructuring to improve profitability and build value for shareholders. This strategy is going to be
a multipronged strategy.
 
Management and the Board of Directors have completed the substantial review of the Company's assets and the respective performance in conjunction
with an in-depth analysis of the competitive climate within U.S. currently. Currently, were exploring some strategic alternatives for certain operational and
non-operational assets in both Nevada and California. Were confident we can get a better return on investing capital by redeploying some of these assets.
 
Were working with financial advisors to identify locations or permit that can generate non-dilutive capital that can be reinvested in strategic locations to
produce a better return for our shareholders. We've identified multiple opportunities that appear to be more accretive use of capital. Let me give you an
example on that. We think we could take an asset that is currently on our balance sheet and currently in our portfolio. Lets just say that asset. We can get
paid $10 for that asset returning to us say $4 in return.
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Were seeing arbitrage opportunities that are out there where we could then take that $10 and go out and purchase something for $8 that providing $5 and
benefits to the Company. So the whole point here is, taking some assets off the table, pulling in the capital from that asset reallocation or redeploying that
capital in a more accretive environment and taking that cash and leaving that cash on the sides so we don't have to continue to go back to the capital
markets on a regular basis.
 
We put together a very, very focused and finite list of material corporate goals for 2019 and 20 and I want to walk everybody through those now. And
again, as I said you before tomorrow I have a shareholder letter that will be coming out in conjunction with the full filing that's going to very distantly and
granularly articulate each one of these goals and objectives and milestones in the ramp that we think were going to achieve these over the course of this
year.
 
First and foremost, increasing gross margin to a minimum of 45%, meaningful EBITDA improvement across the board, we want to achieve a $63 plus,
call it $63.3 million revenue run rate with in Q4 2019, and we want to seize assets in the capital markets by the end of first half of 2019 to fund CapEx and
OpEx. I want to run over that again.
 
Our goal and objective is we have one more trench of financing here a little couple thing to take care to finalize some of the acquisitions that we have in
place like the Reno dispensary, but we want to get out of going to the capital markets by summer of this year, and we want to stay out of the capital
markets for a minimum of 12 months or until the stock makes the material recovery and were out of market cap that we think is consistent with the
Company throughout.
 
So in addition to that, we want to continue to enhance corporate governance, we want to streamline operations and headcount. We've already made
significant reductions at the corporate level. We built the Company up in early stages for the ideology that we were going to raise a significant amount of
capital in the U.S. market, deploy that capital and become a true multistate operator.
 
Obviously, the majority of that capital flows through the CFT not the OTC, but now our focus is on how do we best align ourselves with the capital that
we have available with the market cap that we currently have without putting ourselves in the position for hyper-dilution. And the real way that were
going to be accomplished that is by reallocating some of the assets in the portfolio that we currently have and to what we think are better, more accretive
markets on a forward-looking basis.
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As we go along over the course of this year, we start to begin to achieve these milestones. Our goal and objective is to have better stockholder
communication as we achieved these different variables throughout the course of Q2, Q3 and Q4 this year. Top line revenue growth is still going to be
somewhat of a focus we have more permits coming online and Im going to walk through the architecture a little bit of what's coming online that was
accretive for 2018.
 
A couple of which are our branded delivery service and establishing top up retail experience at multiple venues throughout the California market place. I
will dig in a little bit deeper in a moment on those. We want to primarily focus on California for further expansion. Again as everybody knows, its the fifth
largest economy in the world and arguably the largest cannabis market in U.S. It's also the core nexus of our company and where our headquarters is
located.
 
Were seeing more attractive organic permitting opportunities here coupled with more reasonable valuations on the merger and acquisition standpoint
within the state. We also have a very strong political reputation on operational nexus here within California that I think we can effectively leverage with a
sizable non-dilutive capital infusion from the sale of some of these noncore assets which is just discussed.
 
Cultivation and manufacturing, both of these are coming back online in 2019 as we press released to get about a week and half or two weeks ago, we got
the West Grand facility coming back online, the Hegenberger facility is closed to being finished here. And then in addition to that the Nevada
marketplace, we are in full production in our cultivation facility there. We have received our medical licensed to produced the manufacturing facility and
are waiting. We believe were going to get our adult use license for manufacturing anytime now. We will make sure we update shareholders when that
comes to fruition as well.
 
So, the point is were going to have an active wholesale market both California and Nevada rolling into 2019, which is going to be able to contribute the
top line revenue growth in addition to some new store opening in the branded delivery services while the pop up retail experience. So, there are several
operations that are going to be in various stages of development throughout 2019. They are going to add to the Company's revenue and obviously flowing
over in 2020 as well.
 
The branded delivery service, lets talk about that a little bit. Santa Ana and Southern California down here is a bit of a backing. There is a lot of pre-filled
neighborhoods whether you're talking Newport Beach, Laguna Beach, Irvine, Mission Viejo, Tustin that have no plans to open up brick-and-mortar
storefront in the near future. And that basically positions Santa Ana as a hub for Southern California, and I exit Los Angeles obviously but say the Orange
County realm.
 
 



6



 
 
 
So Santa Ana has the opportunity to service 3 million people on Orange County plus the 50 million towards the coming here in annual basis. So, we think
there is a huge opportunity we establish a brand and delivery services, the beauty is the branded delivery services, it really doesnt require any significant
CapEx other than some vehicles and additional staffing and product. We have enough warehousing down here to be able to accommodate it and the
permit that we currently hold allow for delivery.
 
So, we are in a pretty aggressive mode of building out that platform from a tech standpoint, from an operational standpoint, from a logistics standpoint.
We hope to have some announcements that are not just in future. Lets jump over to the other segment and were going to be rolling into the state of
California where were focusing on pop up retail experience and venues throughout California. Those are going to concerts and fairs and those types of
event.
 
So, were working with a lot of different providers of events throughout the state of California to try to new pop up dispensaries as retail experiences at
these deep different venues. Obviously, the crowds at the lot of these music festivals are off the charts and its a great opportunity for us to use our existing
permit base again without a significant amount of CapEx to have the opportunity to have these portable dispensaries to monetize revenue and profitability
in multiple markets in California throughout 2019.
 
So, were working on handful of initiatives there and we hope to have some news out on those in a not too distant future as well. So, with the existing
permit that we hold notwithstanding near the hope and dream that we acquire some additional opportunities. We believe that we can grow top line revenue
to $63 million run rate by Q4 2019. Let me walk you through where we think thats going to come from.
 
So, with the starting base of 31 million that we did this year, layering on top of that the new bloom Santa Ana dispensary we believe will do a $10 million
run rate at a very conservative level. Blum San Leandro contributed nothing to 2018. Adult use is on the horizon, city council as favorable towards voting
on that next session which is in the next month or so. So, we should see rolling into May with adult use at San Leandro. We believe that store has the
ability to produce a $5 million run rate.
 
Our Hegenberger cultivation we believe at the very base line minimum is going to produce $3.5 million of revenue out of there. Our West Grand location
$2.5 million, $4.5 million out of our Nevada cultivation, approximately $3.5 million out of our Nevada manufacturing, were estimating achieving a $2
million of revenue run rate out of delivery and another million dollars which again we think is a very conservative estimate out of our special events.
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All of those activities contribute in addition to our base line revenue of 31.3 million or 63.3 million run rate coming into Q4. We feel though management
can exercise on this. There is limited CapEx for the remainder of the year. We're through all the cultivation and manufacturing expense of any materiality.
The only additional CapEx we really have for this year is a limited amount for the pop up experience is the delivery and then building out the additional
retail, retail build out through a 1 million or 5 million.
 
So, all the big expenses associated with the cultivation and manufacturing facilities are now behind unless we decide at some point to get engage and
expand that round, but we dont have an intention to do that so we get back to a healthier point from a market cap standpoint. Strategy to manage cost and
to focus on the bottom line, were halting accessing the capital markets to fund CapEx and OpEx in the second half of 2019. We expect to use 5 million
from the debt facility in Q1 2019 and 5 million in Q2 of 2019 that was the $40 million financing we signed last year.
 
Were going to take final tranche of that in this summer and maybe another small financing in addition to that. And again our goal and objective is not go
back to the capital markets starting in summer this year and to utilize the strength of the balance to monetize some of the non-core assets in the
overlapping permits that we have to monetize those and fund, not only M&A, but to fund additional CapEx that we need to finish getting this permits up
and running over the course for this year.
 
Were completing that assessment of all of our assets, were exploring those opportunity to sell those lower performing assets and redirect those resources
in a more accretive opportunities, and we see a tremendous amount of accretive opportunities specially in the Southern California market. And we think
all of those activities as a whole are really going to put the Company in a very good position coming in 2020.
 
We see 2020 is probably the most significant M&A in market that we're going to see in cannabis historically. We feel like there were going to see a
tremendous amount of activity from companies acquiring and combining with one another to create significant economies of scale. We also think a
tremendous amount of company that went public on this CSE have very aggressive revenue target they need to hit for 19 and 20.
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And we feel like they're going to be scrambling out there in the marketplace to buy people with strong footprints good EBITDA performance and strong
revenue growth add to their portfolio as well. And we want to make sure we position ourselves to be available and attractive from that standpoint first and
foremost, but we also want to have a very healthy bottom lines so we can continue to exist as a standalone if thats the option and direction we decided to
go from a strategic point.
 
The point is this we may not be the biggest, but we wanted to one of the healthiest at the end of the day. And I think with our strong corporate governance,
our clean cap table our access to funding of the shelf, the fact that were going to lead the capital markets comes summer of this year, the ability to leverage
the balance sheet to find more accretive assets, focusing on the California market, looking at non-dilutive activities to increase top line revenue like pop
up experience and delivery.
 
All of those types of things, we think are going to set the stage for 2019 being one of the most favorable years for the Company. And then obviously as we
grow throughout the year, we are going to see new opportunities that will present themselves to us as we strengthen our market cap strengthen as our asset
strength. We think it's going to put us in a very good position coming towards the end of the year.
 
With that, Im going to turn the call over to Mike James. He is going to do a little bit of deeper dive into the financials and then I will come back for some
finishing thoughts and then defend the questions and answers.
 
Mike James
 
Thank you, Derek. Good afternoon everyone. I will now provide you with the summary of the 2018 year end results. For the more detail results, please
refer to the press release that we issued earlier today, which is posted on our website along with the Form-10-K, which would be filed with the Securities
and Exchange Commission. In addition, please note that we compile our financial under U.S. GAAP including non-operating expenses.
 
For the year-ended December 31, 2018, we generated revenues of $31.33 million compared to approximately $35.8 million for the year-ended December
31, 2017, a decrease of approximately $4.47 million. The decrease was primarily due to the significant level of taxes at the State of California placed on
Cannabis sales which depressed the overall legal cannabis market.
 
Our gross profit margins for the year-ended December 31, 2018 was approximately $12.43 million compared to a gross profit of approximately $10.92
million for the year-ended December 31, 2017, an increase of approximately $1.51 million. Our gross margin for the year-ended December 31, 2018 was
approximately 39.68% compared to approximately 30.51% for the year-ended December 31, 2017.
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Selling, general and administrative expenses for the year-ended December 31, 2018 were approximately $43.3 million compared to approximately $30.8
million for the year-ended December 31, 2017, an increase of approximately $12.5 million. The increase was primarily due to an increase of $2.57
million in employee stock option expense, an increase of $1.34 million in amortization expense, an increase of $1.07 million in legal expense, an increase
in rent expense of $660,000, an increase of $460,000 for insurance expense, an increase of $430,000 for security expense and an increase of $420,000 for
local business and city taxes.
 
We've realized the net loss attributable to Terra Tech of approximately $39.75 million or $0.56 per share for the fiscal year ended December 31, 2018
compared to a net loss of $32.68 million or $0.71 per share for the fiscal year-ended December 31, 2017.
 
Now turning to the balance sheet, on December 31, 2018, we had cash balance of approximately $7.19 million compared to a cash balance of
approximately $5.45 million at December 31, 2017. Long-term debt increased from approximately $6.6 million to approximately $18.3 million during the
12 months ended December 31, 2018. Stockholders' equity for the fiscal year 2018 amounted to approximately $94.8 million compared to $76.8 million
for December 31, 2017.
 
Now, I'd like to turn the call back over to Derek for his closing comments.
 
Derek Peterson
 
Thank you very much. And just again, I want to reiterate the focuses for 2019 and 2020. Management and board of directors are heavily focused on
bottom line, EBITDA performance, increasing gross margin to 45%, meaningful EBITDA performance and improvement, stronger shareholders
communication as we achieve these different milestones throughout the year, launching a branded delivery service starting in the Southern California
market migrating throughout the remainder of California once we had a successful result there.
 
Achieved $63.3 million revenue run-rate within Q4, 2019, and most importantly streamlining operations in headcount to mitigate operational burn and
cease accessing the capital markets by the end of the first half in 2019 to fund the CapEx and OpEx, utilize the balance sheet for more accretive
opportunities, and hope and wait for the market capture correct to what we believe is a dislocation between the true value of the Company as we move
forward.
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With that, again, our goal is not to build the biggest company in the world, but to build the healthiest company. We'd like to be the best at corporate
governance, have great margins, good free cash flow and have a healthy balance sheet at the end of the day. We can be extremely healthy player and what
we believe is one of the most important markets in the world, California.
 
Thank you again on behalf of the directors and officers and all of our staff. I want to thank our audit and accounting team for, not only hitting the
timelines which are very challenging for a company that just complex as ours operating in a quasi legal cash based world, but also at the same time
achieving SOX compliance for the course of 2018.
 
And with that, I'd like to turn the call back over to Phil for Q&A.
 
Question-and-Answer Session
 
A - Philip Carlson
 
Thanks Derek. First question, given management new direction, what is the plan for New Jersey?
 
Derek Peterson
 
Well, that's a great question. Obviously, we got an Edible Garden back there. We've been focused on New Jersey. New Jersey is making some traction
now with adult use, and I think we're probably going to see some regulations come here in the not too distant future. We are certainly going to compete for
the permits there. The ideology is, is it just makes sense for us to. We've got a strong permitting background at the end of the day.
 
And what we're not going to do is start to build out another nexus there because that's a deviation from the plan that we just outlay. But if we successfully
achieve permits, we will look for East Coast operating partners that we can work with. So, we don't have the CapEx and issues associated or we can
monetize the permits, it's one half dozen the other. The point is its low hanging fruit, we will certainly compete for the permits, but our goal and objective
is very finite, that is rejiggering the asset base.
 
Looking at selling some of these non-core assets, converting out of some of the underperforming assets and reallocating those dollars to better assets and
more accretive producing assets, use some of the cash on the sties so that we don't hell go have go back to the capital markets at the end of the day. So at
the best case, we win and we're successful in New Jersey, and we able to partner payer JV with somebody back there or we flip and monetize those
permits in some capacity and capitalize the Company for even more opportunity on a go-forward basis.
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Philip Carlson
 
Perfect. Does the Company have an M&A strategy in place for California?
 
Derek Peterson
 
We do. I mean, we've been here for a long time and we know all the players. And the beauty about California right now is, like I said, everybody just,
they got their butts kicked in 2018. And, we watched operators here that we're doing revenue that was 40 million or 50 million that had a reset below 10,
that are scaling backup. And that just location just happened because, the people that were doing business with each other in '17 were available all
necessarily to do business together in '18.
 
So what I mean by that is there may be a retail dispensary that did a tremendous amount of business with brand A, B and C. Now that retail dispensary
may have gotten all their licensing together from the turn of the new regulations in '18, but the wholesale brands A, B and C may not have, right. And so
that dislocation caused a tremendous amount of anxiety in the marketplace in '18 and put everybody in a pretty precarious situation. So everybody is
digging out of that right now.
 
We're starting to see some great ramps out there and I think everybody is that they haven't been kind of a mindset in California marketplace that they need
to kind of coordinate or combine or merge with somebody to have some similar economies of scale in this new regulated marketplace. Because the
compliance hurdles are just -- they're just so significant for somebody that's operating one or two stores out there or doesn't have significant economies of
scale or math and the wholesale market.
 
So, lot of opportunities here, both wholesale, lot of opportunities here to explain retail, there's some convoluted markets, there's some healthy markets,
where we're focusing on is we're focusing on higher niche environment. So, we now can discern the difference between a store that's probably going to
generate 8, 9, 10, 12 million and the store that's going to generate 2 million or 3 million.
 
And that's what I mean by reshuffling the deck a little bit and reallocating some of those assets and taking a hard look at our current portfolio. And then
reallocating some of those kind of opportunities to capital from where we currently sit to doing something a little bit differently in a new market for
cheaper. And the scenario that I gave and the example was, lets sell something for 10 bucks that giving us or buy something for 8 bucks is giving us 5
thats the mentality at a very simplistic standpoint.
 
 

12



 

 
 
Those arbitrage opportunities are very available out there on scope and scale in the California market place. So I think were pretty well positioned to be
able to capitalize on that and were going to be very well positioned on capitalizing that. If we come out of this asset, this asset is going to sell thing that
were looking at right and right now with the successful amount of capital that we could really, really go-to-market and pull in some very attractive
opportunity that we currently see out there.
 
And I really think again that branded liberty service is going to be a huge opportunity for the Company to grab some significant top line revenue as well
as well some significant margins. People are just getting more and more acclimated to delivery as Jeff Bezos has changed the world in which we all live.
 
Philip Carlson
 
Next question, can you provide an update on the VandeVrede lawsuit?
 
Derek Peterson
 
It's status quo. I think we have a bunch of motions go back and forth and change if any request, were entering the discovery phase right now and still
pedal on the gas as far as were concerned. We felt as though we were harmed as we said and we want to make sure that we're protecting our stockholders
and shareholders at the end of the day. So, we will obviously give updates as we did with other pieces of litigation in the past, as we hit certain milestones
or certain material event take place.
 
Philip Carlson
 
Can you talk about the West Grand cultivation facility and the R&D projects to develop different cultivation techniques?
 
Derek Peterson
 
Yes, that's great. So, the West Grand cultivation is attached to the existing balloon retail store in downtown Oakland, that was the one that we have to
shutdown, one of that we have a shutdown or rebuild. It is back up and running right now. That facility is going to be used for some genetic testing and
that type of thing as well because we have the Hegenberger location thats opening up and we wanted to maximize the footprint there to have as much
flower room as absolutely possible.
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So that one is associated with Blum were doing a little bit more of a boutique type strategy there. Were producing some proprietary strains and genetics
there as well they will be sold through not only our Oakland facility, but as well as our San Leandro facility. So, were just using it little bit more as a
testing footprint to be able to experiment with different strengths, different growing techniques, different LED technology, a lot of the industry is
gravitating towards LED.
 
We've got a successful LED cultivation in the Nevada marketplace, I dont know if we talked about that in the past, but the Nevada cultivation is basically
100% LED, which obviously drops cost to good pretty significantly. It makes us more competitive in the marketplace. So, were just testing a lot of
different technology and strategy and genetics at that Oakland facility that will be able to roll out the Hegenberger and obviously passed any of those
technologies in advancement over to the Nevada market place to.
 
Philip Carlson
 
Do you plan to exit the Nevada market entirely?
 
Derek Peterson
 
Not at this juncture, I mean like we said, were still sitting down and havent made any firm decisions of whats going out and what's coming in. The point
of the whole conversation is we dont what to have the hammer the capital markets right now. There is just a ridiculous dislocation between what we think
is the true value of the Company or even the rock permitting value of the Company versus the market cap right now. So rather than hit the capital market
on a repetitive basis, we want to look to the balance sheet and again going back to the example that I gave, we want to see if there is multiple opportunities
to exchange out existing assets for more accretive assets and I believe that there is.
 
So, were going through that review process right now, were working with brokers, we are working with financial advisors who try to find the most
accretive opportunities, entities that are kicking up good free cash flow, entities that are kicking up strong EBITDA performance. And entities that are
going to create some symbol of economy scale for us. What we really want to do is not have to operate multiple venues where we got different compliance
and different advertising rules and that type of things.
 
So, as we sit right now we have no firm plans supply to that as whole, but we certainly don't have any plans to jump in the other 48 states in the country at
this juncture. And we are looking at some California overlapping permits and some assets as well as some Nevada permits and assets to some monetize at
this juncture to reallocate to asset that are little bit more consistent with what I just outlay for our 2019-20 strategy.
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Philip Carlson
 
Can you recap the number of permits the Company have in California?
 
Derek Peterson
 
Let's run through them real quick. So we've got we have our retail facility up in Auckland, we also have the ability to distribution, delivery and cultivation
up there as well. In San Leandro, we have retail as well as an extraction permit there that we may or may not utilize that could be something else we could
either A, monetize or B, partner and joint venture with. So, we're looking at lot of opportunities like that as well. Coming down here to Southern
California, we have four retail permits currently for Santa Ana.
 
Again, we're looking at divesting potentially some of those to monetize those for other activities. We've got two locations that are vertically stacked here.
so we have two sets of cultivation distribution, manufacturing and delivery permits as well. And then in Nevada marketplace, we've got cultivation and
manufacturing, we've got an additional cultivation permit that we're selling right now and this is in the Las Vegas marketplace, plus the three retail
permits for Dakota desert in and that is in Downtown Arena location as well.
 
So, again, we've got we've got some overlap which is why we're looking at kind of monetizing some of these opportunity without having to go back to the
capital markets and we're getting very serious on that. And so, again our hope is over the next month or so, we're going to be able to come back to the
market and say here is what we're doing with the couple of these opportunities out there to showcase in a granular standpoint, the actual execution of this
model and what it means to potentially arbitrage some of these opportunities that are existing in the marketplace right now.
 
Philip Carlson
 
Okay. Will there be any national vision for Blum eventually?
 
Derek Peterson
 
Well, maybe through, if we do a good job in building out the Blum brand and we are getting and again in California, we've got a tremendous amount of
great brand reputation in the markets that we serve. We get a lot of great organic search traffic on the internet and that type of things, so potentially
franchising and/or JV which is why we will continue to go for permits and other jurisdictions. We want to keep the permitting department busy. There are
piece of overhead, so want to make sure that are contributing economically to the Company at the end of the day. And so, we will go for permits and other
jurisdictions. It's just the operation and the CapEx and the expenses associated with that, that's what we're trying to avoid at least into the market cap
correct.
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So, as we sit right now maybe from a branding standpoint, but not from an operational and CapEx standpoint. We're making the commitment to the
shareholders to mitigate CapEx and operational expenses, we're making the commitment to shareholders to stay out of the equity markets come turn to Q2,
and we're making the commitment to shareholders and stockholders to re-leverage the balance sheet look for more accretive opportunities and execute on
that plan. We're going to be very deliberately focused this year.
 
And I dont want to get out over skies. I dont want to start chasing opportunities across the country. I want to execute on this. I want to show shareholders
that we can double the revenue base of the Company between now and the end of the year. We can improve the top performance. We can focus on cash
flow, and we can really put some significant capital in the bank for potential M&A opportunities and to kind of focus on additional organic permitting
opportunities as well.
 
So long winded answer Phil, but we will be going after permits but as far as that operations CapEx, OpEx that's not in the cards for this year, until we get
back to a healthier standpoint from a market cap standpoint.
 
Philip Carlson
 
Last question, you've mentioned the Company's refocused on strong corporate governance. Can you elaborate on this point?
 
Derek Peterson
 
Yes, I think, I went through that pretty good in the call. I mean that shift, I mean if you look at that compared to any of the other MSOs from that
standpoint. I mean, we are for all practical purposes pretty much ready for national exchange. I mean the price per share is an issue obviously right now,
but from a corporate governance standpoint, where the majority of the way there the SOX compliance was the biggest thing, I don't know of any other
MSO that has SOX 404 compliance in the U.S. markets.
 
I think we're the only one I'm not 100% sure. But that undertaking in and of itself is just a huge feat that we accomplished in 2018 with all the headwinds
that we were facing and all the macro issues that we were facing. So, that's what we're kind of ideally focused on and I believe you said that was the last
question. So again, just to reiterate to everybody. We're very deliberately focused this year. We're not going to be out there chasing multiple different
opportunities. We've got a strong permit base currently exists in the Company that if we just get that up and running that we going to achieve that $63
million run rate by Q4.
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If we have other opportunities that present themselves over the course of the year that number can hopefully be a lot better than that. But at a very base
significant conservative baseline, I believe that's extremely achievable for management and we want to focus on EBITDA performance and cash flow
performance. It hurts me just like the rest of the management. Every time, we have to go out into shares for financings. And so that's why we really
stopped with converting our B shares over to common shared as a very significant effect. Just psychologically, it puts us into the same category with our
shareholders at the end of the day.
 
And so when we're out there, looking at how we get from point A to point B having them go back to the capital markets on a regular basis isn't going to
accomplish that for any of us. So we've got a great opportunity, because we have some high value permits and some very significant areas that have
tremendous scarcity involved with those. And we have the ability to monetize those and utilize that capital to bring in additional retail into the Company
in a market. And we think it's just starting to get its legs underneath it being California, which again, we think is not only the biggest cannabis market in
the U.S. We think it's the most important, most significant cannabis market on the planet.
 
So for us to be embedded there and get significant and valuable brand recognition both on the wholesale and the retail side is where most of our energy
and focus is going to be going over the course of this year. We have a very, very finite and deliberate set of goals and objectives that we're going to
accomplish, and we just don't want to deviate from that, Phil.
 
Derek Peterson
 
All right. Well, again, everybody. Thank you very much for taking the time today to talk about what was 2018? We're all glad that's in the rearview
mirror. But again to reiterate, I think we've got the best ahead of us. The Company is in its healthiest spot that we've been. I think with some of these
changes in the rebalancing of the balance sheet, we're going to be in a very healthy positional come at the end of the year, and we'll see what 2020 brings
for opportunity with company on a go forward basis.
 
But again, on behalf of the directors and officers and the staff and the audit team and financial team with Terra Tech, thank you for taking the time. I want
to reiterate in the morning, the full filing will be out and I'll have a letter to shareholders that will probably more articulately than I did today explain
exactly and finitely what the focus for '19 is and the emphasis on getting out of the capital markets come summertime.
 
So, I'll leave everybody with that. Have a wonderful day and we look forward to getting continual updates as we hit some of these milestones. Take care.
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EXHIBIT 99.3
 

 
Terra Tech Corp. Issues Letter to Shareholders

 
Irvine, CA – March 15, 2019 - Terra Tech Corp. (OTCQX: TRTC) ("Terra Tech" or the "Company"), a vertically integrated cannabis-focused agriculture
company, today issued a letter to shareholders from its Chairman and CEO, Derek Peterson.
 
Dear fellow shareholders,
 
In all candor, let me open by saying that 2018 was a challenging year for the Company. We navigated a plethora of major regulatory changes, managed
multiple construction projects as well as several operational hurdles, all while dealing with litigation issues. Most impactful is that the Company had
limited IVXX® wholesale revenue throughout the year and most of the sales came through our Blüm™ retail stores. With the new regulations
implemented in the California marketplace, we needed to shut down and rebuild our cultivation and manufacturing infrastructure within the state to bring
operations up to compliance. These rebuilds left us with unplanned, one- time expenses and without the ability to capture sales in the wholesale market
throughout 2018. We feel all of these issues combined weighed on the Company while ultimately affecting our value in the public markets. The good
news is the worst is behind us and the best is ahead.
 
Currently management believes there is a sizable disconnect between the Company's true value and the current market cap and that we are better served
leveraging our balance sheet to fuel growth, rather than accessing the capital markets on a regular basis. Terra Tech is engaged in a fundamental
restructuring to improve profitability and build value for our shareholders. With that in mind the Company is now shifting to putting an emphasis on
pursuing profit enhancement. Management has conducted a substantial review of the Company’s assets and their respective performance in conjunction
with an in-depth analysis of the competitive climate within the U.S. While we may not become the largest player in the U.S. market at this juncture, we
have the opportunity to become one of the healthiest. In response to our current positioning Terra Tech has developed a focused list of material corporate
goals for 2019 and 2020.
 
Company Strategy
 
While Terra Tech was originally focused on covering multiple markets within the U.S. there has been a stream of well-capitalized competitors entering
the marketplace. With that being said, we are now positioning the Company to primarily focus on California for further expansion. Not only is California
the 5th largest economy in the world, and arguably the largest cannabis market in the U.S., it is also the core of our Company. We are seeing more
attractive organic permitting opportunities coupled with more reasonable valuations for mergers and acquisitions within the State. We have a strong
political, reputational and operational nexus within California that we can effectively leverage with a sizable non-dilutive capital infusion from the sale of
some non-core assets.
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We have finished all material construction expenses at our Oakland and Nevada cultivation and manufacturing facilities and have several operations in
various stages of development that will add to the Company’s revenue in 2019 and 2020. In addition, the Company is now selling wholesale cannabis in
Nevada and concentrates are soon to follow. We have limited construction expenses for the remainder of 2019 and our focus is now on bringing all current
projects through the final stages of permitting and opening. The Company expects to establish a branded delivery service and focus on creating pop-up
retail experiences at multiple venues throughout California. Delivery requires limited start-up capital and no additional permitting. Special events are a
great opportunity to create brand awareness and establish sales venues at concerts, festivals and other social events.
 
With the existing permits we hold, we believe we can grow top line revenue to a $63.3M run rate by Q4 2019, while executing on our plan to focus on
generating positive cash flow. The following table shows projected run rate by Q4 2019 assuming additional revenue from the sources indicated below.
These operations will be coming online at different stages throughout 2019.
 

Projected Run Rate    
TRTC 2018 Revenue:  $ 31.3M
New 2019 Operations Revenue:     
Blüm Santa Ana Dyer  $ 10.0M
Blüm San Leandro*  $ 5.0M
Hegenberger Cultivation  $ 3.5M
West Grand Cultivation  $ 2.5M
Nevada Cultivation  $ 4.5M
Nevada Manufacturing  $ 3.5M
Delivery  $ 2.0M
Special Events  $ 1.0M
Q4 2019 Rev Run Rate Total:  $ 63.3M

 
*Assumes adult-use sales at Blüm San Leandro.
 
Below outlines the goals and objectives the Company has set for itself in 2019:
 
 · Increase Gross Margin to 45%
   
 · Meaningful EBITDA improvement

   



 · Achieve a $63.3 Million revenue run rate within Q4 2019
   
 · Cease accessing the capital markets by the end of the first half of 2019 to fund CapEx and OpEx
   
 · Streamlining operations and headcount to mitigate operational burn
   
 · Enhance corporate governance
   
 · Better stockholder communication as management achieves milestones
   
 · Launch Branded Delivery
   
 · Establish a Pop-Up Retail experience
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Capitalization
 
We believe that the stock market has over-corrected to a single year's performance, so management has looked at ways to enhance our potential for the
creation of shareholder value going forward. In Q2 2019, the Company intends on taking one more approximately $5 million tranche of the $40M
financing it signed in March of 2018. Currently, we are exploring strategic alternatives for certain operational and non-operational assets in both Nevada
and California. We are confident we can get a better return on our invested capital by redeploying assets. We’re working with financial advisors to
identify locations or permits that can generate non-dilutive capital that can be reinvested in strategic locations to produce greater returns. We have



identified multiple opportunities that appear to be a more accretive use of capital. Our intention is to fulfill a final round of funding and to complete the
sale of certain non-core assets and freeze additional funding for at least 12 months or until the stock price makes a material recovery.
 
Corporate Governance
 
Our corporate governance practices encourage substantial independent leadership in our boardroom and provide our shareholders with an essential voice.
The Company has worked diligently on advancing our corporate governance standards. Historically, management has implemented best practices by
structuring Audit, Compensation and other internal committees chaired by our independent directors, up-listing to the OTC QX, and converting our Series
B Preferred Stock to Common shares to level the playing field and to align management's interests with those of our shareholders. As an accelerated filer,
our audit team has worked diligently to meet the stringent filing timelines of our 10Q's and 10K's. We achieved Sarbanes Oxley "SOX 404" compliance in
all material respects by having effective internal control over financial reporting as of December 31, 2018, based on criteria established in Internal
Control – Integrated Framework (2013) issued by the Committee of Sponsoring Organizations of the Treadway Commission. This was a sizable
undertaking for a small company but a necessary step in order to be eligible to potentially trade on a national exchange. Our goal is to continue to increase
and implement strong corporate governance and internal best practices.
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In Closing
 
Terra Tech was the first vertically integrated, plant touching public company in the world and we have been a pioneer in the cannabis industry since 2010.
We have worked diligently in the media, through political leadership and fundraising to end cannabis prohibition and to help legalization take root. We are
confident that with our strategy selection and focused execution we can continue to build significant, identifiable retail and wholesale brands in what we
believe is the most significant market in the world. We are not trying to be the biggest; we are working on being the best!
 



Thank you for your continued support,
Derek Peterson
Chairman and CEO
Terra Tech Corp.
 
To be added to the Terra Tech email distribution list, please email TRTC@kcsa.com with TRTC in the subject line.
 

###
 
About Terra Tech
 
Terra Tech Corp. (OTCQX: TRTC) operates through multiple subsidiary businesses including: Blüm, IVXX Inc., Edible Garden, and MediFarm LLC.
Blüm’s retail and medical cannabis facilities provide the highest quality medical cannabis to patients who are looking for alternative treatments for their
chronic medical conditions as well as premium cannabis to the adult-use market in Nevada and California. Blüm offers a broad selection of cannabis
products including; flowers, concentrates and edibles through its multiple California and Nevada locations. IVXX, Inc. is a wholly-owned subsidiary of
Terra Tech that produces cannabis-extracted products for regulated medical cannabis dispensaries throughout California. The Company’s wholly-owned
subsidiary, Edible Garden, cultivates a premier brand of local and sustainably grown hydroponic produce, sold through major grocery stores such as
ShopRite, Walmart, Ahold, Aldi, Meijer, Kroger, Stop & Shop and others nationwide. Terra Tech’s MediFarm LLC subsidiaries are focused on medical
and adult-use cannabis cultivation and permitting businesses throughout Nevada.
 
For more information about IVXX visit: http://ivxx.com/
For more information about Blüm visit: http://letsblum.com
Follow us on Instagram @Letsblum
Visit us on Facebook @ http://www.facebook.com/terratechcorp/timeline
Follow us on Twitter @terratechcorp
For more information about Edible Garden visit: http://www.ediblegarden.com/
Visit Edible Garden on Facebook @ http://www.facebook.com/ediblefarms?fref=ts
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Cautionary Language Concerning Forward-Looking Statements
 
Statements in this press release may be "forward-looking statements" within the meaning of the Private Securities Litigation Reform Act of 1995. Words
such as "anticipate", "believe", "estimate", "expect", "intend" and similar expressions, as they relate to the company or its management, identify forward-
looking statements. These statements are based on current expectations, estimates and projections about the company's business based, in part, on
assumptions made by management. These statements are not guarantees of future performance and involve risks, uncertainties and assumptions that are
difficult to predict. Therefore, actual outcomes and results may, and probably will, differ materially from what is expressed or forecasted in such forward-
looking statements due to numerous factors, including those described above and those risks discussed from time to time in Terra Tech Corp.'s filings with
the Securities and Exchange Commission. In addition, such statements could be affected by risks and uncertainties related to Terra Tech Corp.'s (i)
product demand, market and customer acceptance of its equipment and other goods, (ii) ability to obtain financing to expand its operations, (iii) ability to
attract qualified sales representatives, (iv) competition, pricing and development difficulties, (v) ability to integrate GrowOp Technology Ltd. into its
operations as a reporting issuer with the Securities and Exchange Commission, and (vi) general industry and market conditions and growth rates and
general economic conditions. Any forward-looking statements speak only as of the date on which they are made, and the company does not undertake any
obligation to update any forward-looking statement to reflect events or circumstances after the date of this release. Information on Terra Tech Corp.'s
website does not constitute a part of this release.
 
Contact
 
Philip Carlson
KCSA Strategic Communications



TRTC@kcsa.com
212-896-1238
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