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Investment Highlights:

e Falcon Technologies, Inc. is a full-service infrastructure products and services company that primarily markets its
products and services to the commercial/industrial sector and Fortune 1000 companies, as well as Federal, State, and

Local government.

e Falcon Technologies intends to grow organically as well as by acquiring other companies focused on providing
installation and maintenance functions to large corporations and government entities.

The Company recently closed its first two acquisitions and has identified five additional acquisition targets.

In 2005, IBISWorld estimated that the electrical contracting industry reported combined revenues of $106.9 billion.
According to FTM Consulting Inc., the structured cabling system market is projected to grow from $6.8 billion in
2007 to $15.9 billion by 2012, growing at a compound average growth rate of 18.6%.

e At present, the Company has a business backlog of approximately $14 million.
Management owns 9.2 million shares, representing 52% of the Company.
Based on the assumptions on page 17, we calculate a 12-month target value of $1.41 for Falcon’s common shares.

The information contained herein is based on sources deemed to be reliable, but is neither all-inclusive nor guaranteed by our firm. Opinions
reflect our judgment at this time and are subject to change without notice. This publication contains forward looking statements which are based
on expectations, estimates and projections at the time the statements are made that involve a number of risks and uncertainties which could cause
actual results or events to differ materially from those presently anticipated. Wall Street Resources, Inc. is a financial publisher and NOT a
Registered Investment Advisor or Broker Dealer. This document should be viewed as an advertisement for the company and should NOT be used
to make buy or sell decision. Principals, employees or the author of this reports may own positions both long or short in this security, and may
make purchases and/or sales of them in the open market. These reports often contain partial information which may rapidly change as a result of
additional information or analysis. Please refer to important disclosures at the end of this report. Additional information on the securities
discussed herein is available upon request. Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Important Note. This report contains forward-looking statements, particularly as related to pro forma financial statements, earnings estimates and
business expectations, within the meaning of Section 27A of the Securities Act of 1933 and Sections 21E of the Securities Exchange Act of 1934,
and are subject to the safe harbor created by these sections. Any statements that express or involve discussions with respect to predictions,
expectations, beliefs, plans, projections, objectives, goals, assumptions or future events or performance are not statements of historical fact and
may be "“forward looking statements." Forward looking statements are based on expectations, estimates and projections at the time the statements
are made that involve a number of risks and uncertainties which could cause actual results or events to differ materially from those presently
anticipated. These forward-looking statements are only made as of the date of their release and Wall Street Resources and the featured Company
in this report do not undertake any obligation to publicly update such forward-looking statements to reflect subsequent events or circumstances.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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I. OVERVIEW

Falcon Technologies, Inc. (“Falcon” or “the Company”) is a full-service infrastructure products and
services company. Falcon primarily markets its products and services to the commercial/industrial sector
and Fortune 1000 companies, as well as Federal, State, and Local government.

The Company intends to grow organically as well as by acquiring other companies focused on providing
installation and maintenance functions to large corporations and government entities. The Company has
recently closed its first two acquisitions and has identified five additional acquisition targets. The
Company is currently seeking a favorable financing to secure additional acquisitions. Upon the
successful completion of a financing at a fair valuation, the Company will continue with its acquisition
strategy. As of October 31%, 2007, the Company had a business backlog of approximately $14 million.

Management owns 9.2 million shares (out of 17,582,279 total shares outstanding) representing 52% of the
Company. Falcon Technologies’ shares trade on the OTC Pink Sheet Exchange under the ticker symbol
FLCN and is based in Rancho Cordova, California. The Company intends to apply for a listing on the
OTCBB by the first quarter 2008.

Management Experience

Mr. William Delgado, President and CEO of Falcon Technologies, has 15 years of experience with
AT&T/Pacific Bell in construction, engineering, and capital finance. Having worked for a large
organization, he understands the complexities of the budgeting and contracting process. In addition to his
experience with AT&T/Pacific Bell, he also brings with him a successful entrepreneurial track record.
Mr. Delgado founded AIll Star Telecom, built it from the ground up by implementing an
organic/acquisition combination strategy, and sold it to International Fibercom in 1999 for $29 million.

Mr. Delgado has a strong supporting cast, lead by Mr. Patrick Quarry, Executive Vice President of
Business Development, who spent the majority of his career (18 years) at MCI, where he was
instrumental in developing sales strategies, particularly within the Federal and State government areas.

The Company’s telecom division is directed by Mr. Jeff Jordeson, Vice President of Operations, who has
27 years telecommunications experience encompassing management, sales, installation, maintenance and
customer service, with extensive voice and data telecommunications product and service knowledge.

The Company’s electrical division is directed by Mr. Dave Stolecki, Vice President of Business
Development, who has over 30 years in the electrical contracting field including estimating, project
management, strategic planning and day-to-day operations. Mr. Stolecki purchased Davis Electric in
1999 and under his leadership, grew revenues from $2 million to over $7 million. He expanded
design/build services to compliment the core market of pursuing advanced technology, industrial and
challenging commercial projects for numerous customers such as AT&T, Comcast, Aerojet (GenCorp),
Suburban Propane and Polyclad Laminates.

The Company’s specialty construction services division is directed by Mr. David Baker. Mr. Baker has
27 years experience in the specialty construction industry. Mr. Baker is the former V.P. of commercial
sales for Peninsula Floors where he oversaw $40 million in sales. Mr. Baker is the former President of
Myers, Baker and Associates where the company produced $85 million in sales. After Myers, Baker and
Associates, Mr. Baker started his own specialty construction industry company, Conesco.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Jeff Lamson is the Company’s Chief Financial Officer. Mr. Lamson, a CPA, spent the majority of his
career in the accounting and financial field. Mr. Lamson has been in both public and private accounting
firms where he has experienced and worked with publicly held companies and companies in the
construction area. Mr. Lamson has worked with banks and investors and developed financial
relationships that have allowed projects and companies to be successful and show consistent growth.

Investment Positives and Investment Risks

We have identified the following six investment positives:

o As described above, Falcon Technologies is lead by an experienced and dedicated management team
with a significant amount of skin in the game.

o Falcon Technologies is operating in a number of growing, but fragmented markets, which
collectively, exceed $100 billion in annual sales.

o Falcon Technologies is already reporting significant and diversified revenue streams with future
expected compounded annual revenue growth exceeding 39% and gross margins of 25%.

e As of October 31%, 2007, Falcon Technologies had a $14 million backlog of business that grew from
$9.9 million as of August 31%, 2007.

e Falcon is focused on growing smart through accretive acquisitions and prolific organic growth.
Falcon is focused on growing its business organically (by following and being accountable to an
aggressive marketing and operational strategic plan) and externally by strategic and accretive
acquisitions. As such, it does not need to acquire to grow, and will only do so under favorable terms.

e Falcon Technologies expects to be a fully reporting company by the beginning of 2008.

We have identified the following six investment risks:

e There is no guarantee that one or more of the Company’s key executives will remain with the
Company; however we note that these executives have large personal stakes in the Company.

e There is no guarantee that the Company will be able to raise sufficient capital to fund its acquisition
pipeline. In addition, although the Company is currently cash flow positive, there is no guarantee that
this will continue to be the case.

There is a possibility that the Falcon’s markets will be adversely affected by an economic downturn.

e There is no guarantee that the Company will be able to grow or even maintain the multi-million dollar
business backlog.

e There is no guarantee that the Company will be able to successfully integrate its acquired business to
capture the anticipated synergies and economies of scale, however Falcon management’s significant
experience and proprietary integration system helps mitigates this risk.

e There is no guarantee that the Company will be approved for listing on the OTC Bulletin Board
Exchange within the expected timeline.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Operating Divisions

Falcon Technologies operates in three segments:

Telecom/Data/Wireless Communications
Electrical

Fire/Life Safety

Specialty Construction Services

Telecommunications and Data Infrastructure business line

The Company's telecommunications and data infrastructure business line provides communications
infrastructure services to commercial, government, and other business enterprises. It offers engineering
services, program management, installation and maintenance services, premise wiring services, tower and
radio infrastructure services, and technology implementation and integration services, as well as
infrastructure engineering and construction services.

Electrical business line

Falcon’s electrical business line offers a full range of design/build, installation and maintenance Services
for electrical systems in factories, offices, healthcare facilities, government bases and installations, and
cell-phone relay towers. In addition to its service revenues, Falcon’s electrical business line also sells the
equipment it installs such as light fixtures, switchgear/panels, and fire alarm and control systems. The
Company and its employees have the years of experience and the ability to add value to any project in an
effort to reduce costs without sacrificing quality, efficiency, life expectancy, functionality or operation.

Fire/Life Safety business line

Falcon Technologies is currently working with one of the leading fire protection contractors in Northern
California, whose fire/life safety business line offers full service layout and installation of all types of fire
sprinkler systems including wet and dry pipe, pre-action, in-rack and fire pump systems in all types of
commercial and industrial applications. This business services all types and sizes of properties, including
corporate headquarters, shopping centers, multi-tenant buildings, hospitals, nursing facilities, schools and
churches. This company also provides 24-hour emergency services with a fleet of over 25 fully equipped
service trucks.

Specialty Construction Services

Falcon’s specialty construction services division is a leading provider of commercial flooring products,
installation, maintenance and design consultation services to businesses throughout Northern
California. Its expertise in the field of commercial and industrial flooring has allowed them to work with
the premier building contractors in Northern California, including Roebbelen Contracting, McCarthy
Construction, Howard S. Wright, and MP Allen. Falcon’s specialty construction services include
professional design and specification consultation, material and installation of carpet, resilient, ceramic
stone, and wood flooring, material and installation of raised access/clean room flooring, modular wiring
and under-floor HVAC delivery systems, green building consultation, consultation and expertise in
complex/unique flooring installations, and ongoing maintenance services.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Falcon recently completed its acquisition of an electrical infrastructure provider, Tenetix, Inc. d/b/a Davis
Electric, and Conesco, Inc. a specialty construction services provider. The Company has identified five
acquisition targets in the fire/life safety (1), telecom IT services (3), and electrical services contracting (1)
industries.

Davis Electric
History

Davis Electric is an electrical contractor originally founded in
1950. Prior to Falcon’s acquisition of Davis Electric, the
company was owned by David Stolecki and his wife Mary who
purchased the company in 1999 from E. R. (Roy) Davis, the
original founder. The Stolecki's acquired the Company as a -DAV|
partnership, which they converted to an “S” Corp named

Tenetix, Inc. in 2002. As a result of the strong reputation and |
value of the Davis Electric name, Tenetix continues to do
business as (d/b/a) Davis Electric.

The new owners built upon a solid core of blue chip clients
(AT&T-Comcast, SBC, GenCorp/Aero jet) and dramatically expanded the company’s scope and
diversity. High-profit margin design/build projects currently account for approximately 30% of all its
work and are continuing to increase. The owners have grown sales from $2.2 million in 2000 to $6.9
million in 2006. During this same period, the owners have retired approximately $1 million in acquisition
debt. In 2003 and 2004, Davis Electric completed a significant series of upgrades to its operation and
management team including:

e Added a senior electrical engineer with PE certification in California as Vice President-
Engineering, which established an in-house capability to perform high-end “design/build”
projects;

o Hired an experienced CPA as Vice President-Finance;

e Appointed a proven construction manager as Vice President-Construction;

e Occupied a new 10,332 square foot headquarters facility in Rancho Cordova, northeast of
Sacramento;

e Implemented a new IT system and converted to GAAP accounting procedures;

¢ Installed a new integrated computer server and in-house network;

e Expanded managerial and financial controls of warehouse and equipment yard operations to
service all aspects of the business.

Business

Davis Electric provides a full range of design/build, installation,
and maintenance services for electrical systems in factories,
offices, healthcare facilities, government bases and installations,
and cell-phone relay towers. In addition to its service revenues,
Davis Electric also sells the equipment it installs such as light
fixtures, switchgear/panels, fire alarm, and control systems.
Projects vary in size from $50,000 to over $2 million in revenues.
Davis Electric’s audited 2006 results indicate revenue of $6.9

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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million and EBITDA of $515,000. As of December 31%, 2006, the company had total current assets of
$1.58 million, total assets of $1.944 million, current liabilities of approximately $2.931 million (accounts
payable and accrued expenses are $1.994 million) and long term liabilities of approximately $289,000.

Davis Electric routinely declines to bid on low-margin projects. At present, there are approximately 20
projects under way. Davis Electric's diverse customer base of over 100 organizations includes high
technology (15%), telecommunications (25%), industrial manufacturing and control (25%), healthcare
(5%), and commercial (30%) organizations. Customers include AT&T and SBC Communications
(telecoms), Comcast Cable systems (TV cable), and GenCorp/Aero Jet Corp (aerospace and defense
technology). The top ten customers accounted for approximately 40% of the total revenue in 2006.

Davis Electric Management
The Davis Electric management team consists of the following:

David Stolecki has 22 years of experience in Senior Management of various construction and property
development companies including Equitec Properties, Rosendin Electric, and Incorp Developments, Inc.
His operating responsibilities have occurred across the spectrum of general management.  This
experience has included setup and progressive growth of design/build capabilities within the
organizations.

Michael McGuinness is the Davis Electric project manager. Mr. McGuinness served in the U.S. Coast
Guard for 20 years. Mr. McGuinness retired as a Senior Chief Electrician with comprehensive
troubleshooting, installation, repair, and preventive maintenance experience in high and low voltage
AC/DC systems. Mr. McGuinness began work with Davis Electric as a journeymen electrician. In 2004,
Mr. McGuinness became a superintendent and oversaw the day to day operations and job manpower. In
2007, Mr. McGuinness became a project manager. Mr. McGuinness is responsible for managing the
various projects throughout Northern California.

Chuck Beard is the Davis Electric superintendent. Mr. Beard has worked for 19 years as an electrician
and electrical contractor throughout the Sacramento area. Mr. Beard worked 13 years with All-Star
Telecom as a project manger where he supervised and built all the electrical needs for the company. Mr.
Beard also has years of experience as a construction manger where he oversaw the construction schedule
for a diverse spectrum of projects.

Conesco, Inc.

Prior to the acquisition by Falcon, Conesco, Inc. was privately held full service commercial flooring and
construction services company located in Sacramento CA. Since 1993, Conesco, Inc. has been a leading
provider of state-of-the-art design, consultation, and installation of commercial and industrial flooring
systems. Conesco’s audited 2006 results indicate revenue of $2.8 million and adjusted (for owner
benefits) EBITDA of $470,000. As of December 31st, 2006, the company had total current assets of
approximately $600,000, total assets of approximately $664,000, current liabilities of approximately
$101,000 (accounts payable is $67,000) and long term liabilities of approximately $195,000.

! pursuant to the terms of the Davis Electric acquisition, Mr. and Mrs. Stolecki received $150K in cash and shares of
common stock. $350,000 of Davis Electric debt has been retired/refinanced.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Conesco offers the following products and services:

Professional design and specification consultation

Material and installation of carpet, resilient, ceramic stone, and wood flooring
Material and installation of raised access/clean room flooring

Modular wiring and under-floor HVAC delivery systems

Ongoing maintenance services

Green building consultation

Consultation and expertise in complex/unique flooring installations

Conesco's expertise in the field of commercial and industrial flooring has enabled it to work with premier
building contractors in Northern California, including Roebbelen Contracting, McCarthy Construction,
Howard S. Wright, and MP Allen. Its clients include names such as SBC (now AT&T), Kaiser
Permanente, UC Davis, Folsom Unified School District, and the California Teachers Associations. Many
of these organizations are resistant to recessions and industry downturns.

Potential Acquisitions

Falcon has identified five “yet to be named” target companies to be considered for acquisition:

Company “A” is a fire/life safety company located in the Northern California area with offices in San
Diego, CA and Reno, NV. The company has audited financials through 2006. The company expects its
2007 revenues to be $15 million, with $1.6 million in EBITDA. Falcon estimates a purchase price of
$7.5 million.

Company “B” is a telecom/data company located in the San Francisco bay area. It currently does
business with AT&T, BART, and Oakland School district. The company has unaudited financials with
approximately $3 million in revenue and $400,000 in EBITDA. Falcon estimates a purchase price of $2
million, with terms to be negotiated.

Company “C” is an electrical contracting company located in the San Diego area. It focuses on general
commercial, industrial, and education projects. Audited financials for the fiscal year ending September
30™, 2007 show revenues of $16.5 million and adjusted EBITDA of $1.45 million. Falcon estimates a
purchase price of $6 million, with terms to be negotiated.

Company “D” is a telecom/data staffing company located in the Sacramento, CA area. It provides
staffing services to all of the major carriers (i.e. AT&T, Sprint, Verizon, etc.) Unaudited financials for
fiscal year 2006 show revenues of approximately $12 million and $1.5 million of EBITDA. Falcon
estimates a purchase price of $6 million, with terms to be negotiated.

Company “E” is a telecom/data company located in the Washington D.C. area. It currently has several
contracts with the Federal government throughout the U.S. The company has reviewed financials, which
show approximately $11.2 million in revenue and $1.2 million in EBITDA for the nine months ending
9/30/07. Falcon estimates a purchase price of $3.8 million, composed of $1 million in cash and $2.8
million in two-year notes.

Although Falcon Technologies’ business plan involves industry consolidation, the Company is equally
focused on generating organic growth through a focused marketing plan and its proprietary
project/operations management program (known as FalconNet®), in addition to expected synergies and
economies of scale from the completed acquisitions of Conseco and Davis Electric. As such, it is critical
to understand that Falcon Technologies does not need to close any of these acquisitions mentioned above

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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in order to succeed, and will only do so given favorable acquisition terms, as well as favorable funding
terms as well.

The following is a list of some of the Company’s existing clients:
Telecom / data:

General Dynamics, Verizon, SBC Communications, Comcast, EDS, State of
New Mexico, University of California Davis, Santa Clara University,
CALSTRS, State of New Mexico, University of New Mexico, Nike,
Countrywide Financial and many others.

Electric:

CALSIRS
Beale Air Force Base, EDS, SBC Communications, Fed Ex, California
Department of Motor Vehicles, AT&T, Aerojet, Flintco, Roebbelen, Dept of | [N :
Defense, and many others. Countrvade

This client list is impressive for several reasons. While some of these clients are the bellwether names in
their respective industries, Falcon is not overly exposed to any single customer. As such, Falcon
Technologies would not be materially impacted if any single customer was not retained. In addition, the
client list is also highly diversified by industry and sector which further insulates the Company from
industry specific challenges. In addition to this diversification, many of its clients (i.e. Department of
Defense) are recession resistant.

Opportunity

Falcon Technologies’ goal is to become a market leader in the design/build

infrastructure products and services industry. This niche is an important

component of the electrical contracting business, which is estimated to exceed /"\
$100 billion industry in the United States. The Company’s business plan is \
founded on achieving external and organic growth through industry consolidation |
followed by integration. The Company is lead by six key executives who possess \
133 years of combined experience in the telecommunications, electrical and
specialty construction fields, all with proven operational track records. At
present, it has successfully acquired two operating companies and intends to
acquire a number of other small and medium sized infrastructure firms, with the
timing and number of acquisitions contingent upon raising sufficient capital under favorable terms. Once
the target companies are acquired, Falcon’s management team integrates them into its corporate and
operational structure, resulting in superior operating and marketing performance, economies of scale, and
standardized service leading to enhanced customer service. Additionally, the Company benefits simply
by taking private companies (with private company valuation metrics) and integrating them into a
publicly traded vehicle with far more attractive valuation metrics.

The Company recently announced that its backlog of projects reached $14 million as of October 31, 2007,
representing a 41% increase from the Company’s reported backlog of $9.9 million as of August 31, 2007.
In our financial model, which only includes the two closed acquisitions, we estimate 2007 revenues of
$9.5 million and 2008 revenues of $18.2 million ($1.4 million in EBITDA). In light of this most recent
announcement, it is evident that our estimates are achievable, and may be conservative given the growth

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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of the backlog of projects. Additionally, these figures do not include the accretive impact from future
acquisitions, some of which may happen by year-end 2007. Based on these conservative figures, we
calculate a 12-month price target of $1.41 for shares of FLCN.

Falcon Technologies Announces Record Backlog of $14.0 Million

On November 5, 2007, Falcon Technologies announced that the Company’s backlog of projects reached a
record $14.0 million as of October 31, 2007. This represents a 41% increase from the Company’s
reported backlog of $9.9 million as of August 31, 2007. In addition, the Company’s opportunity log of
projects, which consists of projects currently under review by the Company or for which the Company
expects to submit a proposal, is approximately $65.0 million as of the same date. The opportunity log is
comprised of commercial and industrial projects throughout California and Nevada, which if acquired,
would represent revenue for the Company during the years ended December 31, 2008-2009.

Michael J. Peters Appointed Chairman of Falcon Technologies Advisory Board

On October 30, 2007, Falcon Technologies announced the appointment of retired USAF Brigadier
General Michael J. Peters as chairman to the Company’s advisory board. For the last several years, Mr.
Peters has been active in commercial development and construction. He is currently Managing Partner of
Yuba County Industrial LP. He also currently serves as Western Regional President of the Air Force
Association.

Members of the advisory board serve as external advisors to the management team and the Company’s
board of directors to develop new business ventures and projects. Members are also expected to help the
Company stay aware of market developments and opportunities and identify potential alliance partners.

Falcon Technologies Announces $4.0 Million in New Projects

On October 16, 2007, Falcon Technologies announced that, through its subsidiaries, it has been awarded
approximately $4.0 million in new projects. This new business is comprised of commercial/industrial
projects in the Northern California region. The Company's current backlog stands at approximately $13
million.

Falcon Technologies Completes Acquisition of Conesco, Inc.

On October 9, 2007, Falcon Technologies announced that it has completed the acquisition of Conesco,
Inc. Acquisition details are as follows: Falcon is to pay Conesco $100,000 in cash, short term notes of
$725,000, 1.55 million shares of stock and assumption of approximately $175,000 of debt at closing with
an additional earn out to be paid upon the achievement of certain earnings targets over the next two years
from the closing date.

Conesco had audited revenues of approximately $2.7 million and adjusted earnings before interest and
taxes of approximately $490,000 for their fiscal year ending December 31, 2006. Conesco's current
backlog stands at approximately $4.5 million. Conesco provides specialty-contracting services
throughout the Northern and Central California Region.

Falcon Technologies Awarded $3.0 Million in New Projects

On August 13, 2007, Falcon Technologies announced that through its subsidiary, Davis Electric, it has

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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been awarded approximately $3.0 million in new projects. These projects include two large
commercial/industrial complexes and one University campus project in Northern California.

Falcon Technologies completes acquisition of Davis Electric

On June 26, 2007, Falcon Technologies announced that it has completed the acquisition of Tenetix, Inc.,
d/b/a Davis Electric for $150,000 in cash, 1.5 million shares of stock and assumption of approximately
$340,000 of debt at closing with an additional earn out to be paid upon the achievement of certain
earnings targets over the next three years from the closing date.

Davis Electric had unaudited revenues of approximately $7M and earnings before interest and taxes of
approximately $575K for their fiscal year ending December 31, 2006. Davis Electric provides design-
build electrical contracting services in the Northern California region.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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I1. PRODUCTS and SERVICES

Falcon Technologies operates in three segments:

Telecom/Data/Wireless Communications
Electrical

Fire/Life Safety

Specialty Construction Services

Telecommunications and Data Infrastructure business operations

The Company's telecommunications and data
infrastructure business operations provides
communications infrastructure services to commercial,
government, and other business enterprises. It offers
engineering services, program management, installation
and maintenance services, premise wiring services,
tower and radio infrastructure services, and technology
implementation and integration services, as well as
infrastructure engineering and construction services.

Electrical business operations

Falcon’s electrical business operations offers a full range
of design/build, installation and maintenance services
for electrical systems in factories, offices, healthcare
facilities, government bases and installations, and cell-
phone relay towers. In addition to its service revenues,
Falcon also sells the equipment it installs such as light
fixtures, switchgear/panels, and fire alarm and control
systems. The Company and its employees have years of
experience and the ability to add value to any project in
an effort to reduce costs without sacrificing quality,
efficiency, life expectancy, functionality or operation.

Fire/Life Safety business operations

Falcon Technologies is currently working with one of
the leading fire protection contractors in Northern
California, whose fire/life safety business operations
offers full service layout and installation of all types of
fire sprinkler systems including wet and dry pipe, pre-
action, in-rack and fire pump systems in all types of
commercial and industrial applications. This business
services all types and sizes of properties, including
corporate headquarters, shopping centers, multi-tenant
buildings, hospitals, nursing facilities, schools and
churches.  This company also provides 24-hour
emergency services with a fleet of over 25 fully equipped service trucks.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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Specialty Construction Services

Falcon’s specialty construction services division is a leading provider of commercial flooring products,
installation, maintenance and design consultation services to businesses throughout Northern
California. Its expertise in the field of commercial and industrial flooring has allowed them to work with
the premier building contractors in Northern California, including Roebbelen Contracting, McCarthy
Construction, Howard S. Wright, and MP Allen. Falcon’s specialty construction services include
professional design and specification consultation, material and installation of carpet, resilient, ceramic
stone, and wood flooring, material and installation of raised access/clean room flooring, modular wiring
and under-floor HVAC delivery systems, green building consultation, consultation and expertise in
complex/unique flooring installations, and ongoing maintenance services.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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I1l. CORPORATE STRATEGY

Falcon Technologies is focused on acquiring privately held infrastructure product and services companies
and subsequently growing them organically. Falcon Technologies is currently in the process of closing a
financing for between $3 and $5 million. This capital will enable the Company to make additional
acquisitions and refinance debt. The Company intends to acquire companies focused on providing
infrastructure installation and maintenance functions to Fortune 1000 companies and government entities.
Falcon’s industry focus is in the areas of telecomm/data, electrical and fire/life safety infrastructure. The
Company has closed its first and second acquisitions and has additional acquisitions it is currently
reviewing.

The Company intends to continue its acquisition program targeted at companies in the infrastructure
segments identified above. The Company has developed an acquisition matrix to evaluate potential
candidates. This matrix has five key components; (i) profitability from current operations, (ii) geographic
presence in a U.S top 50 city, (iii) quality of workforce/reputation, (iv) business process’ compatible with
the Company, (V) price and terms.

Based on the above acquisition matrix, the Company has identified a number of acquisition candidates.
All acquisitions will adopt the Company’s Comprehensive Workflow Automation System (FalconNet®)
project/operations management program, which integrates all critical operational and accounting
procedures under a single platform. Management believes that its proprietary FalconNet® platform will
increase efficiency, reduce costs and give Falcon’s operating companies a competitive advantage.
Falcon’s management believes that the lack of an integrated operations/accounting system prior to an
active acquisition strategy was a significant cause of failure for companies pursuing this strategy.

Organic Growth Strategy

Upon completion of an acquisition, Falcon intends to develop a two-stage approach to reach an organic
growth rate of at least 30%. The first step is to develop a sales team in the local/regional marketplace
where the company operates. Along with this local/regional approach, the sales team will receive training
to cross-market the other services that the Company provides. The second phase of the sales program is
to develop a national sales group under the direction of Business Development Executive Vice President,
Patrick Quarry.

This group will establish contract schedules through the Federal Government’s General Services
Administration (GSA). These schedules, once approved, will allow the Company to offer its goods and
services to all federal agencies through these contract rates. No bidding is required on these contracts.
Additionally, the national sales group will market the Company’s services to the largest Fortune 100
companies (i.e. EDS, Boeing, General Dynamics, etc.) Falcon’s management team has established
relationships with these large clients over the past 30 years, primarily as employees/customers of these
large companies.

Management believes that its proprietary FalconNet® project/operations management system will give
Falcon’s operating companies an advantage in competing for business, especially larger projects.
Management believes that the implementation of the FalconNet® system will result in superior
performance, which will enable the Company to attain preferred status with customers thereby securing

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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additional larger projects. The Company’s internal growth strategy relies primarily on building and
maintaining positive customer relationships.

There are three key elements in the Company’s internal growth strategy:

e Expand portfolio of services to meet customers’ evolving needs;
o Focus on internal growth and development;
e Focus on expanding operating efficiencies.

The acquired companies will target the government and large commercial marketplace. Management
anticipates that each of the targeted industry groups will generate approximately 60% of their respective
revenue from the government marketplace, which are recession resistant, and approximately 40% from
sales to the private sector.

Please refer to important disclosures at the end of this report.
Copyright © 2007 by Wall Street Resources, Inc., all rights reserved.
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IV. INDUSTRY ANALYSIS

Electrical (Telecom) Contracting Services

According to IBISWorld, a market research firm, the electrical contracting
industry comprises establishments primarily engaged in one or more of the
following: (1) performing electrical work at the site (e.g., installing wiring); (2)
servicing electrical equipment at the site; and (3) the combined activity of
selling and installing electrical equipment. The electrical work performed
includes new work, additions, alterations, and maintenance and repairs.

The major products and services included in this industry include:

Electric power installation and servicing - including lighting
Telecommunication installation service

Other construction services

Fire & security system installation service

Electronic control system installation (excluding environmental controls)

The primary activities of companies in this industry are:

Electric light or power installation

Electric wiring installation on construction projects

Repair or maintenance of electrical wiring (except of electricity transmission or distribution lines)
Domestic exhaust fans installation

Closed circuit video surveillance systems installation

Communication wiring and cabling installation

Repairs and maintenance of communication and electrical equipment

In 2005, IBISWorld estimated that the electrical contracting industry reported combined revenues of
$106.9 billion, with the major competitors including Kubota LTD, Integrated Electrical Services, Inc.,
FirstEnergy Corp, and Cupertino, Inc.

According to the U.S. Census Bureau, in 2002, 6,820 (11%) of the 62,862 electrical contractors in the
U.S. were based on California. Additionally, the Census Bureau estimates that value of business done by
these companies in the U.S. totaled $82.66 billion (2002 figures), of which $9.92 billion (12%) was
performed in California.

Structured Cabling System

According to FTM Consulting Inc.?, the Structured Cabling System (SCS) market is projected to grow
from $6.8 billion in 2007 to $15.9 billion by 2012, growing at a compound average growth rate of 18.6%.

Although the market saturated more than five years ago, the major SCS market for the past 20 years has
been PC-based Local Area Networks. This application fostered the growth of the SCS market. Notably
the horizontal UTP cabling systems were the largest segment. New analysis indicates that this will

2 Cabling Installation and Maintenance, June 5, 2007 issue

Please refer to important disclosures at the end of this report.
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change in the future. The emergence of VolIP applications will displace PC-based LAN networks as the
major market for horizontal UTP cabling systems within the next five years.

FTM Consulting forecasts that VolP applications will account for 66.5% of total horizontal cabling
systems by 2010, exceeding LAN networking applications for the first time. By 2011, FTM Consulting
projects the VolIP market to increase further and account for 88.9% of the total market.

After previous false starts, VolIP is posed for rapid growth. Issues with voice quality, security and other
similar concerns are being resolved with new networking equipment and software. Many new cabling
installations are installing VolIP cabling for the cost benefits offered by voice transmission over the
Internet instead of the public switched telephone network (PSTN).

FTM Consulting forecasts that the structured cabling systems market for IP-based voice applications will
grow from $499.1 million, at a growth rate of 57.9%, to $4.9 billion in five years®.

First Aid and Fire Protection

Experts* estimate that the market size in 2005 for first aid and fire protection was $4.5 billion per year.
According to a report by Frost and Sullivan, the fire protection industry has faced consolidation for the
past few years, making it harder for smaller companies to stay in business.

Competition

The three vertical markets in which the Company is focused, telecom/data, electric, and fire/life safety,
are highly fragmented. The only dominant player exists in the fire/life Safety area (Tyco). The following
are some of the competitors:

Telecom / Data

WPCS International Inc, (NASDAQ: WPCS) is an engineering company focused on the implementation
requirements of wireless technology and specialty communication systems. WPCS provides a range of
services including site design, product integration, security, structured cabling, construction, and product
management. The company has an extensive customer base that includes many major corporations,
government entities and educational institutions. In the last 12 months, the company generated $66
million in revenue, $7.5 million in EBITDA, and $3.3 million in net income.

Black Box (NASDAQ: BBOX) is the world's largest technical services company dedicated to designing,
building and maintaining complicated data and voice infrastructure systems. The company also sells
telecom/data products and components, which Falcon will not.

Fire/Life Safety

Cosco Fire Protection, a subsidiary of Consolidated Fire Protection, is the West Coast’s largest fire
protection company offering design, fabrication, installation service and inspection of a wide variety of
automatic fire suppression systems. Cosco specializes in large construction projects including hospitals,
high-rise structures, hotels, and manufacturing facilities. Cosco maintains experienced staff that includes
engineers, designers, project managers and installers. Cosco has offices in Los Angeles, San Francisco,
Seattle, Fresno, San Diego, and Anchorage.

3 According to the FTM Consulting report titled “VOIP Cabling Systems Market”
* Standard & Poor’s October 27", 2005 report on Cintas Corporation

Please refer to important disclosures at the end of this report.
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SimplexGrinnell and Tyco Fire and Security, units of Tyco (NYSE: TYC), operate as diversified
manufacturing and services companies that design, manufacture, and distribute electronic security and fire
protection systems. In 2006, Tyco Fire and Security reported net revenues of approximately $11.7 billion.

Electrical

Integrated Electric Services, Inc. (NASDAQ: IESC) provides electrical and communications solutions to
the commercial and industrial, residential, and service markets in the United States. It offers a range of
services, including designing, building, maintaining, and servicing electrical, data communications, and
utilities systems.

Cupertino Electric is a leading provider of electrical infrastructure for technology companies and energy
systems, including distributed generation for data centers and other high tech facilities. It also provides
engineering, installation and commissioning of on-site power generation systems, as well as a range of
temporary backup energy options for California businesses.

SASCO Electric is the largest privately held electrical and data contractor in the United States, with eight
offices on the West Coast extending from Southern California to the Pacific Northwest. SASCO’s
services include preconstruction services, design assist/design build, electrical & data systems
construction, super sub, and material procurement.

Please refer to important disclosures at the end of this report.
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V. FINANCIALS

# Balance Sheet

# Financial Projections

# Assumptions

#® Comparisons and Valuation

Consolidated Balance Sheet

Dec. 31, 2006 Dec. 31, 2005

ASSETS
Current Assets:
Cash and cash equivalents 192 152
Accounts receivable 5,283 4,228
Other current assets 124 23
Total Current Assets 5,599 4,403
Other Assets:
Fixed Assets 644 646
Other Assets 28 34
Intangibles 8 40
Goodwill 0 0)
Total Other Assets 680 720
TOTAL ASSETS 6,279 5,123

LIABILITIES AND STOCKHOLDERS' EQUITY
Current Liabilities:

Accounts payable 3,755 3,361
Line of Credit 475 1,944
Current Portion of LT Debt 130 206
Other current liabilities 2,059 1,182
Total Current Liabilities 6,419 6,693

Long-Term Liabilities

Long-term notes 978 477
Total Long-Term Liabiliities 978 477,
Total Liabilities 7,397 7,170

Stockholders' Equity:

Common Stock/PIC 171 121
Stock Subcription 235 0
Preferred Stock - A Series 0 0j
Retained Earnings (1,525) (2,168)
Total Stockholders ’ Equity (1,119) (2,047)
Total Liabilities and Stockholders™ Equity 6,279 5,123

This ProForma Balance Sheet includes Falcon Technologies, Conseco, and Davis Electric
Source: Company Documents

Please refer to important disclosures at the end of this report.
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Financial Projections

Falcon Technologies Earnings Model

2006 (A) 2007 (E) 1Q2008 (E) 2Q2008 (E) 3Q2008 (E) 4Q2008 (E) 2008 (E) 1Q2009 (E) 2Q2009 (E) 3Q2009 (E) 4Q2009 (E) 2009 (E)
Specialty Construction Services 2,649,887 2,544,000 1,003,200 1,323,840 1,708,608 2,170,330 6,205,978 2,333,104 2,508,087 2,696,194 2,898,408 10,435,793
Telco 225,000 750,000 900,000 1,080,000 2,955,000 1,161,000 1,248,075 1,341,681 1,442,307 5,193,062
Power 6,877,743 6,985,881 1,939,109 2,133,020 2,346,322 2,580,954 8,999,405 2,742,264 2,913,655 3,095,759 3,289,243 12,040,921
Total Revenue 9,527,630 9,529,881 3,167,309 4,206,860 4,954,930 5,831,284 18,160,382 6,236,368 6,669,817 7,133,633 7,629,958 27,669,776
Specialty Construction Services 2,059,931 1,908,000 752,400 992,880 1,281,456 1,627,747 4,654,483 1,749,828 1,881,065 2,022,145 2,173,806 7,826,845
Telco 175,500 585,000 702,000 842,400 2,304,900 870,750 936,056 1,006,260 1,081,730 3,894,797
Power 5,149,226 5,239,411 1,454,332 1,599,765 1,759,741 1,935,716 6,749,553 2,056,698 2,185,241 2,321,819 2,466,933 9,030,691
Total Cost of Revenue 7,209,157 7,147,411 2,382,232 3,177,645 3,743,197 4,405,863 13,708,937 4,677,276 5,002,363 5,350,225 5,722,469 20,752,332
Gross Profit 2,318,473 2,382,470 785,077 1,029,215 1,211,732 1,425,421 4,451,446 1,559,092 1,667,454 1,783,408 1,907,490 6,917,444
Total Operating Expenses 2,642,899 2,726,528 720,425 747,441 775,470 804,550 3,047,886 834,721 866,023 898,499 932,192 3,531,435
EBITDA (324,426) (344,058) 64,652 281,774 436,262 620,871 1,403,559 724,371 801,431 884,910 975,297 3,386,009
Other Income (Expense)
Deprec and Amort (204,800) (211,281) (55826)  (57,920)  (60,092)  (62,345)  (236,183) (64,683)  (67,109) (69,625) (72,236) (273,653)
Interest Expense (172,645) (178,108) (42525)  (39,867)  (37,376)  (35,040)  (154,808) (32,850)  (30,797) (28,872) (27,067) (119,585)
Total Other Expense (377,445) (389,389) (98,351)  (97,787)  (97.467)  (97,385)  (390,990) (97,533)  (97,905) (98,497) (99,303) (393,238)
Income before taxes 53,019 45,330 163,004 379,561 533,730 718,255 1,794,550 821,904 899,337 983,407 1,074,601 3,779,248
Income Tax (17,679) (63571)  (148,029)  (208,155)  (280,120)  (699,874) (320,543)  (350,741)  (383,529)  (419,094)  (1,473,907)
Net Income 53,019 27,652 99,432 231,532 325,575 438,136 1,094,675 501,361 548,595 599,878 655,506 2,305,341
EPS $0.00 $0.01 $0.01 $0.02 $0.02 $0.06 $0.02 $0.03 $0.03 $0.03 $0.11
Outstanding Shares 17,750,000 19,000,000 19,500,000 20,000,000 20,500,000 19,750,000 21,000,000 21,500,000 22,000,000 22,500,000 21,750,000

Assumptions

Falcon Technologies Assumption Page
4Q2007 2007 1Q2008 2Q2008 3Q2008 4Q2008 2008 1Q2009 2Q2009 3Q2009 4Q2009 2009
Revenue Growth
Specialty Construction Services 3% 80% 80% 80% 80% 30% 30% 30% 30%
Telco 3% 80% 80% 80% 80% 30% 30% 30% 30%
Power 3% 40% 40% 40% 40% 25% 25% 25% 25%
Total Revenue
Gross Margin %
Specialty Construction Services 25% 25% 25% 25% 25% 25% 25% 25% 25%
Telco 20% 22% 22% 22% 22% 25% 25% 25% 25%
Power 25% 25% 25% 25% 25% 25% 25% 25% 25%
Total Cost of Revenue
Total Operating Expenses 5% 15% 15% 15% 15% 15% 15% 15% 15%
Deprec and Amort 5% 15% 15% 15% 15% 15% 15% 15% 15%
Interest Expense 5% -25% -25% -25% -25% -25% -25% -25% -25%
Share Issuance 1,000,000 1,000,000 500,000 500,000 500,000 500,000 2,000,000 500,000 500,000 500,000 500,000 2,000,000

In our earnings model, we assume that revenues from the Company’s specialty construction services
division® (formerly known as Conseco, Inc.) will ramp up quickly during 2008 (in excess of 80%) and
will continue to report a strong, albeit more stabilized growth rate of 30% in 2009. Although the 2008
revenue growth rate may appear aggressive at first glance, our figures are based on division’s $6.8 million
backlog (49% of the Company’s total $14 million backlog as of October 31, 2007 which grew from $9.9
million as of August 31%, 2007). As a result, we believe that our estimates are reasonable and readily
achievable.

® The following are one time non-cash charges incurred during 2007: professional fees ($80,432), legal ($84,480),
and banking ($875,460) for a total of $1,005,392.

Specialty Construction revenue growth was flat from 2006/2007 due to the Conesco’s desired growth rate , debt ratios and
increased risk, which as the owner of a private company, Conesco’s CEO desired to undertake.

Please refer to important disclosures at the end of this report.
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We assume that the Company’s telco division will also ramp up quickly (80%) based on the expectation
of signing a contract with a major IT services company. Once the contract is ramped up (towards the end
of 2008), management estimates that the division is expected to generate $500,000 per month from this
one client. In 2009, we estimate that division will report a more stabilized growth rate of 30% based on a
number of identified deals in addition to future deals from its focused marketing effort and referrals from
Davis Electric clients.

With respect to the Company’s power division (formerly known as Davis Electric), we assume that the
division will report revenue growth of 40% in 2008 and 25% in 2009. This growth is predicated on a
$7.2 million (51% of the Company’s total $14 million backlog) backlog of business as of October 31%
2007. As such, we believe that our estimates are conservative.

We assume gross margin percentages of 25% for both its specialty construction services and power
divisions, with telco ramping up from 20% in 2007, to 25% by 2009 as the division matures. We assume
operating expenses will grow by only 15% (due to synergies and economies of scale), depreciation and
amortization will grow at 15%, and that interest expense will decrease as free cash flow pays down the
Company’s debt balance. We estimate that the Company will issue one million shares in the fourth
quarter of 2007, two million shares in 2008, and an additional two million shares in 2009 to fund future
acquisitions. However, in our model, to be conservative no financial benefit is given for the accretive
impact from the potential acquisitions on the Company’s revenues and earnings.

Comparisons

We use the following four publicly traded comparables to calculate a valuation estimate for shares of
Falcon Technologies.

2007 ($M, except eps)

Company Name Black Box ~ WPCS Intl Tetra Tech Emcor Group  Avg Multiple
Ticker Symbol BBOX WPCS TTEK EME

Revenue $1,030.00 $75.38 $988.40 $5,630.00

EBITDA $98.54 $9.89 $88.92 $190.46

EPS $2.06 $0.71 $0.76 $1.75

Debt $230.32 $7.30 $78.70 $301.86

Share Price 37.89 11.56 23.54 32.04

Shares Outstdng 18 7.1 58.4 64.9

Market Cap $664.21 $81.84 $1,373.79 $2,078.76

Cash $18.22 $22.00 $37.65 $223.08

Enterprise Value $876.31 $67.14 $1,414.84 $2,157.54

EV/Rev 0.85 0.89 1.43 0.38 0.89
EV/EBITDA 8.9 6.8 159 113 10.73
Price/Sales 0.64 1.09 1.39 0.37 0.87
Price/Earnings 18.39 16.28 30.97 18.31 20.99
PEG Ratio N/A N/A 2.25 1.19 1.72
Revenue Growth* 25% 45% 14% 15% 25%

*Calculated Revenue Growth using a three year CAGR for BBOX and WPCS, and PEG ratio for TTEK and EME
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Valuation Metrics

In order to estimate the 12-month target value for shares of FLCN, we use a comparable (“comp”)
company market valuation methodology in conjunction with a discounted earnings and discounted
revenue approach. As reported in the table on the previous page, the average price/earnings multiple for
the four “comps” is 21.0x. These companies are averaging revenue growth of 25% vs. Falcon
Technologies’ estimated revenue growth rate of 70% (CAGR). Despite this significant difference in
revenue growth vis-a-vis its peers, to be conservative we are using a 21x price/earnings multiple for
shares of FLCN.

Discounted Earnings Estimate

Price to
Earnings Current
Earnings Multiple Future  Discount  Discounted
Year Estimate X) Value Rate Value
2008 $0.06 21 $1.16 35% $1.16
2009 $0.11 21 $2.23 35% $1.65
Average $1.41

We have applied a 35% discount rate to the 2009 figures. Based on these estimates, we calculate a 12-
month target value of $1.41 for shares of FLCN.

We note that these estimates only include the Company’s first two acquisitions (Conseco and Davis
Electrical). We concede that calculating an exact target value for a company in the early stage of
consolidation is virtually impossible. On one hand, if management is unable to raise the capital necessary
to fund its growth strategy or if it is unable to successfully integrate companies into its corporate structure
and achieve the expected economies of scale, then these estimates may prove to be aggressive. On the
other hand, if management is able to access capital and perfectly execute its business plan in a timely
manner without unforeseen setbacks or mistakes, we believe that our figures are far too conservative.

Please refer to important disclosures at the end of this report.
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VI. RISKS

Competition Risk

Execution Risk

Financial Risk

Key Management Risk

Micro-capital Investment Risk

Non-Specific Market Risks (Liquidity, trading rules & BD restrictions)
Risk Categories

Competition Risk

The market for design/build infrastructure products and services is very competitive. Many of the
Company’s competitors have greater financial, technical, research, marketing, sales, distribution, service
and other resources than Falcon Technologies. Additionally, some competitors may offer broader product
lines and have greater name recognition, and may offer discounts as a competitive tactic, forcing intense
pricing pressure. Moreover, competitors may develop or market technologies or products that are more
effective or more commercially attractive than the Company’s future products, or that may render the
Company’s technologies or products less competitive or obsolete.

Execution Risk

As with any growing company implementing an accelerated growth plan, Falcon Technologies’ ultimate
success or failure will depend on management’s ability to execute their business plan in an efficient and
timely manner. Management’s experience and solid reputation in the electrical and telecommunication
industries helps mitigate this risk.

Financial Risk

The Company may need to raise additional capital in order to continue its ambitious acquisition program.
Capital may be raised through further sales of equity securities; however, there is no firm commitment to
invest in Falcon Technologies at this time. There can be no assurances that the Company will be
successful in obtaining debt or equity financing in order to achieve its financial objectives and continue as
a going concern. As a result, investors must be financially capable of losing their entire investment.

Key Management Risk

Management skill’s and experience is a key determinant of success. Falcon Technologies, like most
small companies, is heavily dependent on key management, the loss of any of which could seriously,
adversely affect the Company.

Micro-capital Investment Risk

Micro-capital investing involves inherent risk and investors should carefully research any company
considered for investment. Micro-capital companies are usually early in their market cycle and
vulnerable to significant price volatility.

Please refer to important disclosures at the end of this report.
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Non-Specific Market Risks (Liquidity, trading rules & BD restrictions)

Falcon Technologies’ common stock is quoted on the Pink Sheets, as such, there is only a limited trading
market for its common stock. As a result, the Company’s common stock is subject to the penny stock
rules by the Securities and Exchange Commission that requires brokers to provide extensive disclosure to
its customers prior to executing trades in penny stocks, and as such there may be a reduction in the trading
activity of its common stock. As a result, investors may find it difficult to sell their shares of the
Company’s common stock. In addition to liquidity issues, stocks that trade on the Pink Sheets face less
regulation than companies listed on the New York, American, or Nasdaqg stock exchanges including no
SEC filing or financial statement auditing requirements. The Company intends to apply for a listing on
the OTCBB by the first quarter 2008.

Risk Categories

WSR’s investment universe revolves around undiscovered emerging growth companies that possess
higher risk profiles than established “blue chip” companies. Presently WSR maintains two risk categories
including aggressive growth and speculative with the later assigned to higher risk companies.

Please refer to important disclosures at the end of this report.
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Vil. MANAGEMENT

Officers, Directors and Key Management

Name Age Position

William J. Delgado 48 President and CEO

Patrick Quarry 48 Executive VP, Business Development

Jeff Jordeson 50 VP of Operations, Telecom Division

Dave Stolecki 51 VP of Business Development Electrical Division
Dave Baker 51 VP of Specialty Construction Services

Jeff Lamson 43 Chief Financial Officer

William J. Delgado, President and CEO

15 years with AT&T/Pacific Bell in Construction, Engineering, and Capital finance.
Founder of All Star Telecom. Sold to International Fibercom (IFCI) in 1999.

CEO of Pacific Comtel/ Global Digital Solutions

Founder of Falcon Technologies, Inc.

BS degree with honors in Applied Economics, University of San Francisco

Mr. Delgado has worked for a large organization and understands the complexities of the budgeting and
contracting process. Having founded and sold All Star Telecom, Mr. Delgado recognizes the needs of
acquired companies, and having experienced the bankruptcy of IFCI, has identified and corrected the
main problems associated with the organic/acquisition growth strategy.

Patrick Quarry, Executive Vice President, Business Development

e 3 Years with Caremark Health Care, Telecommunications Manager
o 18 years with MCI , Western Region Sales Director
e 3 Years with Point-to-Point Connections, Director of Sales and Business Development

Mr. Quarry spent the majority of his career at MCI. He was with the MCI during its high growth and
acquisition program. He was instrumental in developing sales strategies for MCI, particularly within the
Federal and State government areas. He assisted with the implementation of these strategies for the parent
organization and the acquired subsidiaries. He also witnessed the meltdown of the company (after being
acquired by WorldCom) and the ramifications of actions detrimental to the company from upper
management. Mr. Quarry is particularly strong in development of strategic direction and business case
studies.

Jeff Jordeson, Vice President of Operations, Telecom Division

e 7 years with Pacific Bell, Senior Technician
e 14 years with MCI , Senior Technical Manager,
e 6 Years with Point-to-Point Connections, Vice President & General Manager

Mr. Jordeson has 27 years telecommunications experience encompassing management, sales, installation,
maintenance and customer service, with extensive voice and data telecommunications product and service
knowledge. Currently Mr. Jordeson is the Vice President and General Manager for Point-to-Point
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Connections, a telecommunications consulting and engineering firm, responsible for all company
operations.

Dave Stolecki — Vice President of Business Development Electrical Division

8 years with AG McKee, Electrical Estimator

14 combined years with Lord Electric & Rosendin Electric, Executive VP
8 Years with Davis Electric, Owner and CEO

BS Engineering and Construction Management, San Jose State

Mr. Stolecki has over 30 years in the electrical contracting field including estimating, project
management, strategic planning and day to day operations. Mr. Stolecki began his career as an industrial
electrical estimator with AG McKee. He continued his career with Lord Electric and Rosendin Electric
where he was Executive Vice President for the San Francisco Region. Mr. Stolecki purchased Davis
Electric in 1999. Under his leadership, revenues grew from $2 million to over $7 million. He expanded
design/build services to compliment the core market of pursuing advanced technology, industrial and
challenging commercial projects for numerous customers such as AT&T, Comcast, Aerojet (GenCorp),
Suburban Propane and Polyclad Laminates.

Dave Baker — Vice President of Specialty Construction Services

David Baker has 27 years experience in the specialty construction industry. Mr. Baker is the former V.P.
of commercial sales for Peninsula Floors where he oversaw $100 million in sales. Mr. Baker is the
former President of Meyers, Baker and Associates where the company produced $35 million in sales.
After Meyers, Baker and Associates, Mr. Baker started his own specialty construction industry company,
Conesco.

Jeff Lamson — Chief Financial Officer

V.P. Finance, Tenetix, Inc.

Manager, Jerome A. Bellotti and Associates, a private accounting firm.
Financial Analyst, W.L. Butler Investment

Ernst and Young, LLP

Certified Public Accountant

BS Accounting, Washington State University

Mr. Lamson spent the majority of his career in the accounting and financial field. He has been in both
public and private accounting firms where he has experienced and worked with publicly held companies
and companies in the construction area. He has worked with banks and investors and developed financial
relationships that have allowed projects and companies to be successful and show consistent growth.
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VIIl. CORPORATE OFFICES & ADVISORS

Falcon Technologies, Inc.

Falcon Technologies, Inc.
3233 Luyung Drive

Rancho Cordova, CA 95742
(916) 638-1221 (Tel)

(916) 638-2080 (Fax)
WebSite: www.falconti.net

Report Contact

Wall Street Resources, Inc.

2646 SW Mapp Road,

Suite 303

Palm City, FL 34990

(772) 219-7525 (Tel)

(772) 219-3579 (Fax)

Website: www.wallstreetresources.net
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Disclaimer

© 2007 Wall Street Resources, Inc. All rights reserved. Wall Street Resources is an emerging growth company specialist, which publishes financial reports
with respect to some of the securities that it covers and provides a small capital newsletter and other financial publications on a subscription basis. The
information contained in these publications is based upon sources, which we believe to be reliable, but is in no way warranted by us as to accuracy or
completeness. The information contained herein is subject to change without notice, and we assume no responsibility to update the information in our
financial publications.

Any companies mentioned in Wall Street Resources, Inc.’s financial publications or displayed on the Wallstreetresources.net’s website are intended to be
stock ideas, NOT recommendations. Please do your own research before investing. It is crucial that you at least look at current SEC filings and read the
latest press releases. Information contained in our financial publications or displayed on our website, were extracted from current documents filed with the
SEC, included on the company’s website obtained from other publicly available sources deemed reliable. Certain financial publications may contain
forward-looking statements, particularly as related to featured company reports regarding pro forma financial statements and business expectations, within
the meaning of Section 27A of the Securities Act of 1933 and Sections 21E of the Securities Exchange Act of 1934, and are subject to the safe harbor
created by these sections. Any statements that express or involve discussions with respect to predictions, expectations, beliefs, plans, projections,
objectives, goals, assumptions or future events or performance are not statements of historical fact and may be "forward looking statements." Forward
looking statements are based on expectations, estimates and projections at the time the statements are made that involve a number of risks and uncertainties
which could cause actual results or events to differ materially from those presently anticipated. Forward looking statements in this action may be identified
through the use of words such as “expects’”, “will,” “anticipates,” “estimates, “believes,” or that by statements indicating certain actions “may,” “could,”
or “might” occur. Actual results may differ materially from the company's expectations and estimates. These forward-looking statements are only made as
of the date of their release and Wall Street Resources and the featured company do not undertake any obligation to publicly update such forward-looking
statements to reflect subsequent events or circumstances. This company report should be considered as an advertisement for featuredcompany. The
purpose of these advertisements, like any advertising, is to provide coverage and awareness for the company. The information provided in these
advertisements are not intended for distribution to, or use by, any person or entity in any jurisdiction or country where such distribution or use would be
contrary to law or regulation or which would subject us to any registration requirement within such jurisdiction or country.

We, our affiliates, and any officer, director or stockholder or any member of their families may have a position in and may from time to time purchase or
sell any securities discussed in our financial publications or included in our newsletters. An employee, author, officer, or a director of the firm, or its
affiliates, may serve as a director for companies mentioned in our financial publications. There may be instances when fundamental, technical, and
quantitative opinions may not be in concert. Our affiliates may from time to time perform investment banking or other services for, or solicit investment
banking or other business from, any company mentioned on this web site. In compliance with Section 17b of the Securities Act of 1933, WSR has
received or expects to receive $15,000 in cash and 70,000 shares of restricted stock for due diligence fees and consulting services provided to Falcon
Technologies from November of 2007 through May of 2008.

Wall Street Resources, Inc. is not a Registered Broker/Dealer, Registered Investment Advisor or Financial Advisor, nor do we hold ourselves out to be. All
materials presented on our website and/or financial publications released to the public through this website, e-mail or any other means of transmission are
not to be regarded as investment advice and are only for informative purposes. Before making a purchase or sale of any securities featured on our website
or mentioned in our financial publications, we strongly encourage and recommend consultation with a registered securities representative. This is not to be
construed as a solicitation or recommendation to buy or sell securities. Wall Street Resources, Inc. is a financial publisher and not a broker/dealer or
registered investment advisor, and thus all trades and actual trading, decisions are made solely by the individual investor, not by Wall Street Resources, Inc.
Wall Street Resources, Inc. and/or the employees of Wall Street Resources, Inc. will not be held responsible for any losses that might occur from the use of
the information provided by our featured company reports, emerging growth news services, or any other information related to Wall Street Resources, Inc.
that might be acted upon by an investor. The information provided herein may be displayed and printed for your personal, noncommercial use only. You
may not reproduce, retransmit, distribute, disseminate, sell, publish, broadcast or circulate the information to anyone, without the express written consent of
Wall Street Resources, Inc.

As with any stock, companies discussed in any of our financial publications involve a degree of investment risk and volatility, particularly micro-to-small
capital companies and/or OTC-BB stocks. All investors are cautioned that they may lose all or a portion of their investment if they decide to make a
purchase in any of the companies mentioned in our financial publications. Past performance of any investment mentioned in any of our financial
publications is not indicative of future results. The accuracy or completeness of the information on our website or within our financial publications is only
as reliable as the sources they were obtained from. The comments and opinions expressed in any of our financial publications are expressed as of the date
the financial publication or featured company reports is dated and are subject to change without notice. No investor should assume that reliance on the
views, opinions or recommendations contained in any of our financial publications or featured company reports will produce profitable results.

Wall Street Resources, Inc. is an information provider only. We cannot control market conditions, liquidity, market shutdowns, entry and exit prices,
Internet shut-downs, or fax and mail delays. All investors should only invest or trade with capital that is risk capital that they can afford to lose. You may
cancel your Wall Street Resources' daily notes service at any time and receive a full, pro-rata refund for the unused portion of your subscription. If
emerging growth stock investing or trading seems too risky for you, you might want to consider starting with a less aggressive form of investing, such as
the regular mutual fund contributions.

Analyst Certification:
I, Paul Silver, hereby certify that the views expressed in this research report accurately reflect my personal views about the subject securities and issuers.

About the Analyst:

Mr. Silver joined Wall Street Resources in 2006 as the Director of Research. He has been in the financial services industry since 1995 and began his
professional career in auditing with a Big Four accounting firm in New York City. Mr. Silver made the move to Wall Street as a sell-side research analyst
for two global investment banks in New York City including Salomon Smith Barney and UBS Paine Webber. At Salomon Smith Barney he was a member
of the firm’s research team covering REITs that was consistently ranked #1 by Institution Investor magazine. Most recently, Mr. Silver worked for a
private equity firm as its Chief Investment Strategist. Mr. Silver is a graduate of the College of William and Mary in Virginia with a BA in liberal arts and
New York University's Stern Business School with an MBA in International Finance and Accounting.
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