1) Name of the issuer and its predecessors (if any)

In answering this item, please also provide any names used by predecessor entities in the past five years and the dates of
the name changes.

Strategic Global Investments, Inc. The Company was known as American Consolidated Laboratories, Inc. from August
26, 2008 until May 17, 2010, when it adopted its current name.

2) Address of the issuer’s principal executive offices

Company Headquarters

Address 1: 8451 Miralani Drive

Address 2: Suite D

Address 3: San Diego, CA 92126

Phone: 858-384-9628

Email: andy@wazillo.com

Website(s): WaZilloMedia.com; Wazillo.com

IR Contact
Address 1: None
Address 2:
Address 3:
Phone:

Email:

Website(s):

3) Security Information

Trading Symbol: STBV

Exact title and class of securities outstanding: Common Stock
CUSIP: 862720109

Par or Stated Value: $.00001

Total shares authorized: 100,000,000,000 as of: September 30, 2014
Total shares outstanding: 39,800,341,754 as of: September 30, 2014

Additional class of securities (if necessary):
Trading Symbol: N/A
Exact title and class of securities outstanding: Class A Preferred Stock

CUSIP: N/A

Par or Stated Value: $.01

Total shares authorized: 10,000,000 as of: September 30, 2014
Total shares outstanding: 2,140,880 as of: September 30, 2014

Transfer Agent
Name: ClearTrust, LLC

Address 1: 16540 Pointe Village Dr, Suite 206

Address 2: Lutz, Florida 33558

Address 3:

Phone: 813.235.4490

Is the Transfer Agent registered under the Exchange Act?* Yes: x No: []

*To be included in the OTC Pink Current Information tier, the transfer agent must be registered under the Exchange Act.
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List any restrictions on the transfer of security:

There are no general restrictions on the transfer of the Company’s shares of common stock. Some shares have
restrictions on their transfer depending upon the varying circumstances related to those shares.

Describe any trading suspension orders issued by the SEC in the past 12 months.

None

List any stock split, stock dividend, recapitalization, merger, acquisition, spin-off, or reorganization either currently
anticipated or that occurred within the past 12 months:

In February 2014, the Company purchased Bearpot, Inc., a Colorado corporation, which proposed to grow and sell
marijuana in the state of Colorado for $50,000 in cash.

4) Issuance History

List below any events, in chronological order, that resulted in changes in total shares outstanding by the issuer in the past
two fiscal years and any interim period. The list shall include all offerings of equity securities, including debt convertible
into equity securities, whether private or public, and all shares or any other securities or options to acquire such securities
issued for services, describing (1) the securities, (2) the persons or entities to whom such securities were issued and (3)
the services provided by such persons or entities. The list shall indicate:

A. The nature of each offering (e.g., Securities Act Rule 504, intrastate, etc.);

1. On March 15, 2013, the Company began an offering under Regulation A in an amount up to
$5,000,000.

2. On March 18, 2013 the Company issued 5,000,000 shares of common stock for the assets of
Tuvozonline.

3. On January 11, 2013, the Company issued 100,000 shares of Common Stock to Charles Bush in
exchange for consulting services rendered under Rule 701

4. On February 21, 2013, the Company issued 200,000 shares of Common Stock to Sam Talpalatsky in
exchange for consulting services rendered under Rule 701

5.  On February 21, 2013, the Company issued 200,000 shares of Common Stock to David Coddon in
exchange for consulting services rendered under Rule 701

6. On February 21, 2013, the Company issued 150,000 shares of Common Stock to Antoinette Moore
in exchange for consulting services rendered under Rule 701

7. On February 21, 2013, the Company issued 200,000 shares of Common Stock to Philip Hoffman in
exchange for consulting services rendered under Rule 701

8. On March 6, 2013, the Company issued 250,000 shares of Common Stock to Angel Lenke in
exchange for consulting services rendered under Rule 701
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9. On March 6, 2013, the Company issued 666,667 shares of Common Stock to Charles Franklin in
exchange for consulting services rendered under Rule 701

10. On March 6, 2013, the Company issued 100,000 shares of Common Stock to Robert Coffy in
exchange for consulting services rendered under Rule 701

11. On March 6, 2013, the Company issued 100,000 shares of Common Stock to Jessica Nelson in
exchange for consulting services rendered under Rule 701

12.  On March 6, 2013, the Company issued 25,000 shares of Common Stock to George Sloss in
exchange for consulting services rendered under Rule 701

13. On March 6, 2013, the Company issued 650,000 shares of Common Stock to DGI LLC in
exchange for consulting services rendered under Rule 701

14. On March 7, 2013, the Company issued 300,000 shares of Common Stock to Stephen Taylor in
exchange for consulting services rendered under Rule 701

15.  On March 15, 2013, the Company issued 160,000 shares of Common Stock in exchange for of
$8,000 under Rule 506.

16. On March 25, 2013, the Company issued 2,000,000 shares of Common Stock in exchange for
$20,000 under Rule 506.

17. On April 4, 2013, the Company issued 3,250,000 shares of Common Stock in exchange for $50,000
under Rule 506.

18. On April 16, 2013, the Company issued 500,000 shares of Common Stock in exchange for
consulting services from Investors News Source under Rule 701.

19. On May 15, 2013, the Company issued 2,000,000 shares of Common Stock in exchange for
consulting services from Titan Mercantile LT under Rule 701.

20. On May 24, 2013, the Company issued 4,500,000 shares of Common Stock in exchange for
consulting services from New Light Consulting under Rule 701.

21. On July 2, 2013, the Company issued 17,407,407 shares of Common Stock DGI LLC in exchange
for $170,000 under Rule 506.

22. On July 16, 2013, the Company issued 5,000,000 shares of Common Stock in exchange for
consulting services from Maximum Performance under Rule 701.

23. On July 17, 2013, the Company issued 5,000,000 shares of Common Stock in exchange for
consulting services from Park Ave Consulting under Rule 701.

24. On September 18, 2013, the Company issued 12,000,000 shares of Common Stock in exchange for
consulting services from Richkeys Enterprise under Rule 701.
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25. On November 22, 2013, the Issuer sold 10,000,000 shares to Scott Harkness in exchange for
consulting services rendered having a value of $25,000.

26. On November 22, 2013, the Issuer sold 40,000,000 shares to Beaufort Ventures for cash proceeds of
$20,000 and consulting services rendered with a value of $180,000

27. On January 31, 2014, the Company sold 750,000,000 shares to Continental Equities LLC in
exchange for $75,000.

28. On February 7, 2014, the Company sold 440,000,000 shares to Caesar Capital Group in exchange
for $44,000.

29. On February 12, 2014, the Company sold 50,000,000 shares to Barry Sheerman in exchange $5,000.
30. On February 12, 2014, the Company sold 250,000,000 shares to Jason Sunstein for $25,000.

31. On February 14, 2014, the Company sold 250,00,000 shares to Jason Sunstein Family Investments,
LLC for $25,000.

32. On February 14, 2014, the Company sold 200,00,000 shares to Global Partners Inc. for of $20,000.
33. On February 14, 2014, the Company sold 150,00,000 shares to David Greenberg Trust for $15,000.
34. On February 19, 2014, the Company sold 200,000,000 shares to Daryl Tirico for $20,000.

35. On February 19, 2014, the Company sold 1,100,000,000 shares to Whitehead Financial Group LLC
for $110,000.

36. On February 20, 2014, the Company sold 330,000,000 shares to Tide Pool Ventures Corporation for
$33,000.

37. On February 24, 2014, the Company sold 350,000,000 shares to Leland Martin for $35,000.
38. On February 25, 2014, the Company sold 250,00,000 shares to Rock Center for $25,000.

39. On February 27, 2014, the Company sold 6,750,000,000 shares to KnotFloat & Company/Redwood
Management LLC for $675,000.

40. On February 27, 2014, the Company sold 200,000,000 shares to International List Consultants for
$20,000.

41. On February 28, 2014, the Company sold 600,000,000 shares to Joseph Pittera for $60,000.
42. On March 3, 2014, the Company sold 1,000,000 shares to International List Consultants for $100.
43. On March 5, 2014, the Company sold 100,000,000 shares to Nancy Fisher for $10,000.

44. On March 7, 2014, the Company sold 600,000,000 shares to Legal & Compliance LLC for $60,000.
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45. On March 13, 2014, the Company sold 700,000,000 shares to DGI LLC for $70,000.

46. On March 17, 2014, the Company sold 500,000,000 shares to Madison Park Advisors for $50,000.
47. On March 21, 2014, the Company sold 5,338,090,000 shares to Beaufort Capital for $533,809.

48. On March 24, 2014, the Company sold 3,254,000,000 shares to AGS Capital for $325,400.

49. On March 27, 2014, the Company sold 600,000,000 shares to Gina Stagnitto for $60,000.

50. On March 28, 2014, the Company sold 600,000,000 shares to Global Partners for $60,000.

51. On April 14, 2014, the Company sold 2,500,000,000 shares to AGS Capital for $250,000.

52. On May 6, 2014, the Company sold 200,000,000 shares to Global Capital for $20,000.

53. On May 6, 2014, the Company sold 700,000,000 shares to DGI LLC for $70,000.

54. OnJuly 30, 2014, the Company sold 3,250,000 shares to David Greenberg in payment of a $50,000
note owed by the Company to him.

55. On July 7, 2014, the Issuer sold 100,000,000 shares to Mike Sherman at a price of $0.0001 per share
in exchange for cash proceeds of $10,000.

56. On July 29, 2014, the Issuer sold 100,000,000 shares to Nancy Fisher at a price of $0.0001 per share
in exchange for cash proceeds of $5,000.

57. On July 29, 2014, the Issuer sold 50,000,000 shares to Eric Lowery at a price of $0.0001 per share in
exchange for cash proceeds of $5,000.

58. On July 29, 2014, the Issuer sold 1,250,000,000 shares to DGI at a price of $0.0001 per share in
exchange for consulting services valued at of $125,000.

59. On August 11, 2014, the Issuer sold 1,300,000,000 shares to Whitehead Financial at a price of
$0.0001 per share in exchange for cash proceeds of $130,000.

60. On September 2, 2014, the Issuer sold 100,000,000 shares to Lourell Roberts at a price of $0.0001
per share in exchange for consulting services valued at of $10,000.

61. On September 18, 2014, the Issuer sold 205,000,000 shares to Platinum Magazine at a price of
$0.0001 per share in exchange for cash proceeds of $20,500.

B. Any jurisdictions where the offering was registered or qualified;

The sales under Rule 506 were qualified in California. Sales under Rule 504 were qualified in New York. Sales under
Regqulation A were gualified in California and New York.

C. The number of shares offered,;
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The Rule 506 offering was in an amount up to $1,000,000. The Regulation A offering is of 30,000,000,000 shares.

D. The number of shares sold;

See the information under A above.

E. The price at which the shares were offered, and the amount actually paid to the issuer;

The prices varied, with all of the proceeds going to the Company.

F. The trading status of the shares; and

Shares sold under Rule 504 and Regulation A were not restricted. Those sold under Rules 506 and 701 were
restricted.

G. Whether the certificates or other documents that evidence the shares contain a legend (1) stating that the shares
have not been registered under the Securities Act and (2) setting forth or referring to the restrictions on
transferability and sale of the shares under the Securities Act.

Certificates for shares sold under Rule 504 and Requlation A do not contain a legend. Those sold under Rules 506
and 701 do.

5) Financial Statements

Provide the financial statements described below for the most recent fiscal year end or quarter end to maintain
qualification for the OTC Pink Current Information tier. For the initial disclosure statement (qualifying for Current
Information for the first time) please provide reports for the two previous fiscal years and any interim periods.

Balance sheet;
Statement of income;
Statement of cash flows;
Financial notes; and
Audit letter, if audited

moow»

The financial statements requested pursuant to this item shall be prepared in accordance with US GAAP by persons with
sufficient financial skills.

You may either (i) attach/append the financial statements to this disclosure statement or (ii) post such financial statements
through the OTC Disclosure & News Service as a separate report using the appropriate report name for the applicable
period end. (“Annual Report,” “Quarterly Report” or “Interim Report”).

If you choose to publish the financial reports separately as described in part (ii) above, you must state in the
accompanying disclosure statement that such financial statements are incorporated by reference. You may reference the
document(s) containing the required financial statements by indicating the document name, period end date, and the date
that it was posted to otcig.com in the field below.

The Company’s financial statements for the quarter are attached hereto.

Information contained in a Financial Report is considered current until the due date for the subsequent Financial Report.
To remain in the OTC Pink Current Information tier, a company must post its Annual Report within 90 days from its fiscal
year-end date and Quarterly Reports within 45 days of its fiscal quarter-end date.

6) Describe the Issuer’s Business, Products and Services

OTC Markets Group Inc.
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Describe the issuer’s business so a potential investor can clearly understand the company. In answering this item, please
include the following:

A. adescription of the issuer’s business operations;

We are a development stage company engaged in providing our customers with various opportunities to use the
internet to provide on demand information or advertising to targeted audiences. We do this in three ways: we produce
informational content videos for customers, we permit customers to use our studios to produce their own informational
content videos and we provide a website where our subscribers can make available live, streaming video for their
potential customers or others they wish to reach. We produce internet content, largely taped video shows, in our
studios in San Diego, California and store it on our continuous management system (“CMS”). This content is then made
available to the target audience directly through our internet website WaZilloMedia.com (the “Media Site”) or through
a link on our customer’s website.

We also have the ability, through our Wazillo.com website (the “Streaming Site”), to show potential customers
of our subscribers an online network of streaming video from webcams located at restaurants, bars, nightclubs and
similar venues, which shows these potential customer what is happening in those venues on a real time basis.

O We believe that it is all but a common place to say that the internet has significantly changed the way in which
people get information of various kinds, and thus it has increasingly replaced conventional media such as newspapers,
magazines, radio, and tv as the most cost effective way to make information available to target audiences. Further, as
people have become more and more used to using the internet to get various kinds of information, whether on timely
topics that interests them or about goods and services, they have also become used to getting to that information on
demand whenever it is convenient for them. This is particularly true of people under 30 years old, who have grown up
using the internet extensively. Also, the availability of the internet through smartphones, tablets and similar small easily
portable devices and the increasing number of public wi-fi connections only encourages people to expect to be able to
access information about topics that interest them or about goods and services on the internet no matter whenever
they want and wherever they are.

Our Media Site

We are making use of these trends by offering our customers and subscribers the opportunity to get information
to their target audiences at the time that those audiences want to see or hear it. With conventional media, information
providers or advertisers can only make information available to their target audiences when the media itself is available
to those audiences, that is, when the newspaper or magazine is read or the radio is listened to or tv watched. This may
or may not be a time when the audience is really interested in getting the information. With these media, the
informational or advertising content will only randomly reach the target audience at the time the audience is interested
in learning the information or thinking of buying any specific kind of good or service. The advantage of our services is
that they make information or advertisements immediately available to anyone in the target audience who is interested
enough in learning the information to go look for it. This is a much more efficient way to provide this information for
both the information provider and the potential consumer of that information.

In developing our business, we have built what we believe to be a state-of-the-art studio in our offices in San
Diego, California where we can produce information videos and live shows. This studio can be run by one person
because of our use of robotics in the studio. In addition, we have developed proprietary software which we use to
produce information videos, store them on our CMS and play them on the internet. We have also built and maintain our
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Media Site and our Streaming Site. Using a network of independent contractors, we are able to assist our customers in
planning and writing the customer’s information content, making the video itself at the studio in our offices or in a
studio chosen by the customer, storing the video in our CMS and playing the video on demand through direct access to
our Media Site or through a link from the customer’s site. Access to the video may be limited to those with proper
logins and passwords, if the customer desires. Depending on the requirements of the customer, it may use all or only
some of our production services.

The Media Site works in this way. The Site streams live (or pre-recorded) video content originating from our
studios in San Diego, or any other location worldwide, to people who access the Site, while simultaneously recording
(archiving) the video on the website server. As an alternative to viewing the live broadcasts, the archived videos (the
videos you see on the website) can be viewed on-demand by website visitors. Pre-recorded videos can also be uploaded
(versus live streaming) to our Site server for play-on-demand viewing. Although currently no customer is making use of
this feature, access to live or pre-recorded video on the Site can be login and password protected, so it can only be
viewed by persons authorized to do so by the customer.

The video content on the Site is grouped into channels. The videos in each channel pertain to a specific subject.
For examples, all the videos in the Business Channel cover a variety of subjects pertaining to business.

The Site is automated in the sense that it will only accept live video streams from customers when specific
recurring shows are scheduled to air. Those shows appear on the show schedule page.

The video broadcast server in our San Diego studio is time-synced with our Media Site hosting server, thereby
allowing scheduled shows to air seamlessly. The Site server can air multiple live shows concurrently.

Currently, we are having most success in producing information videos for customers who are trying to deliver
information to a specific audience. We can offer businesses of all sizes and in any industry an affordable way to produce
and distribute information such as training, promotional and sales presentations. We believe that these presentations
can be produced by us on a much more economical basis than in traditional video studios because it can be run by one
person and because we don’t have the cost of full-time production people. Further, because the video presentation is
archived on our CMS, the target audience can view it whenever it is convenient to the individual members of that
audience.

For example, we have made training videos for a customer, which we store on our CMS. These training videos
are available to the customer’s employees 24/7, so they can be watched when it is convenient to the employee, which
may or may not be during normal work hours. For the customer, this is much more efficient than bringing all of the
employees together to watch the video or even to schedule them in groups to watch it. This approach would be
particularly useful to an employer which has multiple small offices which are spread out over a large geographic area.

Similarly, we have made information videos for a customer which wanted to provide information about job
availability to people who might be interested. The customer needed to make the information available to the
interested persons when those people were in a position to look at the video, which may or may not be during normal
working hours. It would clearly be impractical to get all of the potentially interested people together all in one room at
one time.

Our Media Site has also been used by customers to make video presentations in a format which we call “Talk-
TV”. This approach permits the customer to make an informational video which can be accessed through our Media Site
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24/7, thus allowing interested persons to view the video at their convenience and not just when it is available in a print
or over-the-air media format.

Although our Media Site currently has only approximately two “Talk-TV” contributors to its presentations, we
believe that the Site has demonstrated that there is a market for presenters and advertisers who wish to produce and
broadcast presentations about their products, services, and ideas in this format. We believe that when we have
sufficient funding to allow us to market this service more widely, there will be increased interest in the concept and the
site from advertisers who wish to make presentations for targeted audiences and from viewers who wish to see the
information presented in the shows.

On this Site, we earn revenue by producing video content for customers and by licensing its use to our
customers and by charging customers to stream and store content prepared by them. Our media website provides the
video streaming and archiving technology that supports those endeavors.

Our Streaming Site

Our Streaming Site provides venue operators with the ability to present their venue, such as restaurants,
nightclubs, bars and similar places to potential customers at precisely the time when they are deciding where they will
go to spend their time and money. By providing live video of multiple venues, our Streaming Site helps people in their
decision-making process of where to go on a night out. People seek restaurants, nightclubs and bars with a specific
atmosphere and crowd. They understand that because the atmosphere in venues is constantly changing on any given
night, the information provided on the Streaming Site will, hopefully, help them avoid spending time and money in going
to a venue where, they will realize upon arrival, they don’t want to be. Thus, our Streaming Site helps the venue
operators to attract the kinds of customers that they are targeting.

Also, our Streaming Site provides venue operators with a creative way to advertise specials of goods or services
for, or events occurring on, that or future evenings. In addition, the venues will be able to directly email, tweet or text
customers in their data base about specials, coupons, gift cards and events that customers can take advantage of by
using the Streaming Site. This capability provides venue operators with an opportunity to narrowly target
advertisements to people who are in the process of deciding where to spend their money that evening and to target
specials to any needs or desires of the venue operator. Venues and their suppliers realize that traditional forms of
advertising, such as print, mail and radio, are becoming increasingly expensive and obsolete because they do not provide
real-time information. As a result, they are filtered out by the 21-40 year olds who have come to expect real-time
information delivered digitally. Live streaming video provides venue owners with real-time visibility and advertising
capabilities that are unavailable from any other advertising medium.

In order to encourage visitors to the Streaming Site to return often, thereby increasing traffic to the Site and its
desirability as an advertising site, we seek to provide visitors to the Site with constantly changing information in an
interactive, informative and engaging manner.

Finally, we believe that the Streaming Site website will provide opportunities to obtain advertising, sponsorships
and promotions from third parties who are attracted to the demographics of the visitors to the Site. These third party
advertisers are selling products and services that are likely to be attractive to the visitors to the Site, including offering
coupons which can be used at venues of the kind which the Site displays.
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At one point, our Streaming Site had five user venues in one city, as well as a similar number in a total of five
other cites, all of which we are used to demonstrate the viability of this business model. We believe that we have
demonstrated that our technology works and that venues found the concept attractive. Thus, we believe that once we
obtain sufficient additional financing to permit us to increase our sales force and install our equipment in more venues,
we will be able to significantly increase the number of venues that are users of our Streaming Site.

This Site will generate revenue from advertising by liquor, beer and wine companies, and their distribution and
marketing partners (collectively “Suppliers”) who will sponsor venue cameras in exchange for a variety of brand
awareness and discount coupon programs (promoting the Suppliers’ brands) that users can download to their
smartphones or obtain on Supplier designated websites. As noted above, the key to obtaining these advertisers is to
significantly increase the number of venues using our Streaming Site.

In addition, we have developed a digital advertising platform that will permit users to project holographic-like
displays on windows of their businesses. This will permit users to create customized on-site advertising displays that will
replace printed signs, banners, and similar paper advertisements at the users’ establishments. Once the equipment is
installed, the user can change the advertising as often as desired without incurring the costs of creating new printed
advertising media. Thus, the user will have considerable flexibility in changing the advertising message at its
establishment and refreshing the content thereof, at a minimal cost. Also, using the Streaming Site’s internet
administrative system, users will be able to change advertising content simultaneously at multiple user locations as
often as desired.

While we have demonstrated this technology to some potential customers, we lack the funds to implement this
service at this time.

Real Estate

The Company owns approximately 10 acres of land in the Los Cabos area of Baja, Mexico and has a contract to
purchase an additional approximately 48 acres of land in La Paz, Mexico. Although we had intended to develop this land
as luxury vacation homes, we are not currently pursuing that business. In the future we may sell the land or pursue a
development project, but there can be no assurance when, if ever, either of these possibilities will be implemented.

Marijuana Growing in Colorado

In February, 2014, we bought all of the stock of Bearpot, Inc., a Colorado Corporation (“BearPot”), which
proposed to grow and sell marijuana in the state of Colorado. We acquired 50 plants for this business. We had hoped
that at some time in the future this subsidiary could be a source of revenue for the Company. However, since the
acquisition, we have learned enough from the attorney and consultants that we have hired and from other sources to
conclude that we never want to be involved in the recreational marijuana business. We are evaluating what to do with
Bearpot.

We have experienced significant losses in each of the past two years. We believe these losses in the past two years in
large part due to two things: investment in the development of our proprietary technologies and operating systems and
investment in our infrastructure so as to use our technology.

Our investment in the development of our proprietary technologies and operating systems involved the
following:
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a. Developing our Venue Site’s live video streaming technology that gives us the capability to install a
camera in a venue and have it automatically make connection with our Venue Site server and push the
video stream to our Site without having to log into the venues router or make any changes to the
venue’s own intranet system.

b. Development of our Media Site that can simultaneously stream multiple live or prerecorded high
definition video shows and archive those shows for view on-demand.

c. Development of our multi-camera robotically controlled high definition video studio technologies.

Our infrastructure expenses were related to construction of our studio in our San Diego offices and the
purchase of equipment for outfitting our studio.

In addition, we incurred operating expenses associated with the operation of our video studios and
significant legal, accounting/audit and reporting expenses.

We believe that in order to grow our company and make it profitable, we need to hire a staff of full-time sales
people and to place our webcams in a significantly number of new venues. We plan to use the proceeds of our current
fund raising activities primarily to accomplish those goals.

Our experience with finding customers for our Media Site shows that potential customers often find the concept
of our Media Site services interesting. However, because we lack a staff of sales people to sell those services, we have
not been able to reach many potential customers. We have tried using commission sales people, but it is clear that
commission sales will not work for our business in our current situation. We believe that if we had a dedicated sales
force of our own, we would be able to educate potential customers about the cost effectiveness of our services. Our
hope is to have a full time sales force of at least 5 sales people by December 31, 2014. This sales force would sell the
services of both our Media Site and our Streaming Site. Because of the number of variables in realizing revenue from
customers of this Site, we cannot estimate how many customers we need for the Site to become profitable. However, it
is clear that we need significantly more customers than we currently have.

In addition, we believe that for our Streaming Site to become viable, it needs to have at least 500 venues using
our Site. We believe that with approximately 500 venues using the Site, we will be able to begin charging the venues for
using the Site. In order to get the needed Site users, we need not only more sales people to contact venues, but we
need the funds necessary to install our equipment at the venue, maintain it and maintain our Site itself. The cost of
installations of our equipment is between $500 and $800 per venue.

Further, we have revised our business strategy, as described immediately below, to focus on sales to potential
customers who are likely to need more of our services and thus will generate larger revenues than some of the potential
customers we have focused on previously.

Our Business Strategy
The principle elements of our business strategy include:

¢ Shift Our Target Customer To Companies That Need Video Content Production and Delivery Services. We
have shifted our target customer away from small, professional service companies and entrepreneurs, who utilized
our services to build their market credibility and attract new clients, to companies of all sizes that already
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understand the value of, and have a greater need for, video content and have the staffing and financial resources to
make full use of our services. In the old business model the customer created the show content and acted as the
host on their show. In the new model we do everything from creating the content (sometimes based upon written
content on the customer’s website) to providing the on-air talent (experienced local San Diego TV media talent) that
appears in the videos. With our new business model we are targeting companies that already have their marketing
strategy and the resources in place to support an online and mobile video strategy. We now provide a complete
solution for our clients: develop the content, provide the on-air talent, produce the videos, and stream the videos on
the customer’s website from our servers.

¢ Expand Customer Pool. We are attempting to expand our customer based beyond companies in the San
Diego area by permitting customers to create video content to be shown on our channel from anywhere in the
world. This content can be produced by the customer itself, we can produce the content at the direction of the
customer, but without its physical presence in San Diego, or the customer can use content previously prepared by
us, which meets the customer’s needs.

¢ Provide Customers With A Complete Video Solution. We aim to provide our customers with the ability to
create video content without having to use any other service providers, by providing them with creative content
planning, drafting the content, providing on-air talent and hosting, streaming and storing the content. Customers
can use as many of our services or as few of them as they desire. We believe this integrated approach to video
content services will be attractive to customers because of its convenience.

¢ Producing Our Own Content. We are producing our own education video content, which we will license to
companies for their websites (streamed from our servers) behind their employee log-in. The first group of videos
pertains to health care, wellness, fitness and related subjects. The target customers are: (a) companies (100+
employees) that have a vested interest in keeping their employees healthy, and b) insurance companies who have a
vested interest in health awareness and preventative health care for their members.

e Establish Our Own Sales Force. We provide a new approach to providing information and advertising to
target audiences. In order to explain our services and be successful, sales of our services need to be made on a
customer by customer and person to person basis. We need to create a sales force which is focused on contacting
the decision making people at potential customers.

¢ Increase the Placement Our Webcams In Venues. We believe that the more venues from a given city that have
streaming video on our Streaming Site, the more likely it is that potential customers of those venues will visit our
site, which will increase our potential for selling advertising on our Site. The venues are generally not willing to
invest in installing our equipment in their venue, although they will pay a subscription fee for using our services.
Thus the key to the success of our Streaming Site is to install our equipment in significantly more venues. This will
require us to have a sales force to convince the venues of the value of permitting us to install the equipment on
their premises and to have the funds necessary to pay for the installation of our equipment in those venues.

B. Date and State (or Jurisdiction) of Incorporation:

The Company was incorporated on August 26, 2008 in the State of Delaware.

C. the issuer’s primary and secondary SIC Codes;

541667; [ 7200 ]

OTC Markets Group Inc.
OTC Pink Basic Disclosure Guidelines (v1.1 April 25, 2013) Page 12 of 15




D. the issuer’s fiscal year end date;
December 31
E. principal products or services, and their markets;

See the response to A above.

7) Describe the Issuer’s Facilities

The goal of this section is to provide a potential investor with a clear understanding of all assets, properties or facilities
owned, used or leased by the issuer.

In responding to this item, please clearly describe the assets, properties or facilities of the issuer, give the location of the
principal plants and other property of the issuer and describe the condition of the properties. If the issuer does not have
complete ownership or control of the property (for example, if others also own the property or if there is a mortgage on the
property), describe the limitations on the ownership.

If the issuer leases any assets, properties or facilities, clearly describe them as above and the terms of their leases.

Our office, which is rented, is located at 8451 Miralani Drive, Suite D, San Diego, California 92126, and consists of
approximately 2,500 sqg. ft. The lease has 25 months remaining, and the rent is $2,185.00 per month. The Company
believes that its office, which includes the studio used to produce information content for access through its Media Site, is
adequate for its needs for the present. The Company also owns approximately 10 acres of land in the Los Cabos area of
Baja, Mexico and has a contract to purchase approximately 48 acres of land in La Paz, Mexico.

8) Officers, Directors, and Control Persons

The goal of this section is to provide an investor with a clear understanding of the identity of all the persons or entities that
are involved in managing, controlling or advising the operations, business development and disclosure of the issuer, as
well as the identity of any significant shareholders.

A. Names of Officers, Directors, and Control Persons. In responding to this item, please provide the names of each
of the issuer’s executive officers, directors, general partners and control persons (control persons are beneficial
owners of more than five percent (5%) of any class of the issuer’s equity securities), as of the date of this
information statement.

The following table sets forth, as of June 30, 2014, information with respect to the beneficial ownership of our common stock by (i)
persons known by us to beneficially own more than five percent of the outstanding shares, (ii) each director, (iii) each executive
officer and (iv) all directors and executive officers as a group.

Common Stock
Beneficially Owned
Name and Address (1) Title of Class Number Percent
Andrew Feller (2) Common 7,450,100,000 19.1%

(1) The address for all the shareholders is the address of the Company.
(2) Officer and director of the Company.
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B. Legal/Disciplinary History. Please identify whether any of the foregoing persons have, in the last five years, been
the subject of:

1. A conviction in a criminal proceeding or named as a defendant in a pending criminal proceeding (excluding
traffic violations and other minor offenses);

No

2. The entry of an order, judgment, or decree, not subsequently reversed, suspended or vacated, by a court of
competent jurisdiction that permanently or temporarily enjoined, barred, suspended or otherwise limited such
person’s involvement in any type of business, securities, commodities, or banking activities;

No
3. Afinding or judgment by a court of competent jurisdiction (in a civil action), the Securities and Exchange
Commission, the Commodity Futures Trading Commission, or a state securities regulator of a violation of
federal or state securities or commodities law, which finding or judgment has not been reversed, suspended,
or vacated; or

No
4. The entry of an order by a self-regulatory organization that permanently or temporarily barred suspended or
otherwise limited such person’s involvement in any type of business or securities activities.

No

C. Beneficial Shareholders. Provide a list of the name, address and shareholdings or the percentage of shares
owned by all persons beneficially owning more than ten percent (10%) of any class of the issuer’s equity
securities. If any of the beneficial shareholders are corporate shareholders, provide the name and address of the
person(s) owning or controlling such corporate shareholders and the resident agents of the corporate
shareholders.

Common Stock
Beneficially Owned

Name and Address Title of Class Number Percent
Andrew Feller, 8451 Miralani Drive, Suite D, San Diego, CA 92126. Common 7,450,100,000 72.8%%
9) Third Party Providers

Please provide the name, address, telephone number, and email address of each of the following outside providers that
advise your company on matters relating to operations, business development and disclosure:

Leqgal Counsel
Name: Warren Archer

Firm: Morella & Associates
Address 1: 706 Rochester Road
Address 2: Pittsburgh, PA 15237
Phone: 412.369.9696

Email: wjarcher@morellalaw.com

Accountant or Auditor
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Name: Brad Hacker

Firm: Brad Hacker & Company
Address 1: Sheridan St., Suite 211A
Address 2 Hollywood, FL 33021
Phone: (954) 251-3963

Email: bradhackerco@gmail.com

Investor Relations Consultant
Name: None

Firm:

Address 1:

Address 2:

Phone:

Email:

Other Advisor: Any other advisor(s) that assisted, advised, prepared or provided information with respect to this
disclosure statement.

Name: None

Firm:

Address 1:

Address 2:

Phone:

Email:

10) Issuer Certification

The issuer shall include certifications by the chief executive officer and chief financial officer of the issuer (or any other
persons with different titles, but having the same responsibilities).

The certifications shall follow the format below:
I, Andrew T. Fellner certify that:

1. | have reviewed this quarterly disclosure statement of Strategic Global Investments, Inc.;

2. Based on my knowledge, this disclosure statement does not contain any untrue statement of a material fact or
omit to state a material fact necessary to make the statements made, in light of the circumstances under which
such statements were made, not misleading with respect to the period covered by this disclosure statement; and

3. Based on my knowledge, the financial statements, and other financial information included or incorporated by
reference in this disclosure statement, fairly present in all material respects the financial condition, results of
operations and cash flows of the issuer as of, and for, the periods presented in this disclosure statement.

November 12, 2014 [Date]

/s/ Andrew T. Fellner

CEO and CFO
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