
In Defense of Small Caps

Post 9/11, unprecedented growth in U.S.
defense budgets alongside government
weapons regulation has blown open doors for
all defense-related players, but particularly for
small arms and ammunitions companies,
who’ve realized significant growth across the
board. Because government regulations tradi-
tionally create spending surges for smaller
defense sector companies, and budgets
increases typically require substantial spend-
ing from small companies in the sector,analysts
are increasingly building solid defense portfo-
lios based on small-cap industry performers.

A Micro-Cap Stock Repor t

In fact, benchmark Spade Defense Index cre-
ator Sacknoff,whose group of defense industry
stocks has outperformed the S&P 500 for six
consecutive years, recently said, “The
Department of Defense has rules to get money
to small companies, so in a sense it is always
creating new small companies…In a typical
year, there are hundreds of acquisitions and
mergers inside the defense sector.”As a result,
defense stocks have risen substantially since
1992, in part due to large government defense
spending increases in recent years.

(Source: Chicago Tribune, Feb. 12, 2006) 
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S T O C K  I N F O R M AT I O N

Business:  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Ammunition

Industry:  . . . . . . . . . . . . . . . . . . . . . . . .Defense/Aerospace

OTC BB Symbol:  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .AAMU

Market Price:  . . . . . . . . . . . . . . . . . . . .$0.25 (4/12/2007)

52-Week Range:  . . . . . . . . . . . . . . . . . . . . . . .$0.25 - 1.18

Avg. Daily Volume:  . . . . . . . . . . . . . . . . . . . . . . . . . . .44,898

Shares Outstanding:  . . . . . . . . . . . . . . . . . . . . .28,818,372

Market Cap:  . . . . . . . . . . . . . . . . . . . . . . . . . . .$2.10 Million

Fiscal Year End:  . . . . . . . . . . . . . . . . . . . . . . .December 31



Steady Aim

A small-cap, ammunition pure play with
an established operating history of nearly
twenty years, but a public history of fewer
than five, American Ammunition (OTC-
BB: AAMU) aims to capture dominant
share of the growing, small arms ammuni-
tion market.As a specialized ammunitions
company with diverse offerings, AAMU
autonomously develops industry-leading
technologies that are uniquely distributed
nationwide.

Unlike other distributors,who rely on only
three major U.S. manufacturers for ammu-
nitions production, American
Ammunition manufactures virtually all of
the components for its finished products
and has implemented a unique marketing

and distribution strategy that creates a
number of key market advantages. In
recent quarters, American Ammunition
has achieved sufficient funding to signifi-
cantly diversify its product offerings and
increase production capacity to better
address existing backlog and benefit from
new, high margin products for its now
well-established distribution network.

Direct Targets

American Ammunition’s industry-first
marketing and distribution strategy
includes its proprietary Dealer Direct
Program,allowing the Company to distrib-
ute and sell its own products directly to
end retailers, while bypassing expensive
and inefficient distributorships.

As opposed to typical methods that rely
heavily on only a handful of existing pri-
mary ammunitions distributors to further
sales, American Ammunition benefits
from cost and operating efficiencies
through its Dealer Direct Program, with
immediate access to the nation’s 66,000+
direct ammunition and weapons dealers,
many of whom are not adequately served
by existing distributors.

In addition to substantial operating and
cost efficiencies realized from sidestep-
ping traditional distributorships,
American Ammunition’s program offers
thousands of the nation’s under-served
individual and smaller ammunition deal-
ers a number of benefits as well, include
substantial cost savings, direct access to
manufacturer support, and unique,
flexible credit terms.

American Ammunition passes its dis-
tributor cost savings, including lower
freight and operating expenses, directly
on to dealers, while offering credit terms
traditionally unavailable to smaller
ammunition and weapons dealers. Doing
so has exponentially diversified the
Company’s revenue base to mitigate the
expectedly larger credit risk of offering
flexible terms on an individual dealer basis.

 Market Potential
With defense expenditures on the rise, and
smaller manufacturers benefiting even in
times of increasing government regulation,
analysts note that small- and mid-cap
defense technology companies have out-
performed throughout the whole cycle of
upturns and downturns in defense spending.

 Upside Opportunity
AAMU benefits from an established, 20+ year
operating history that has afforded product
recognition and an expansive distributor
network, but only now benefits from
favorable funding arrangements to allow for
exponential growth in the near term.

 Industry-First Strategies
Unlike larger ammo companies, AAMU’s
Dealer Direct Program affords immediate
access to the nation’s traditional retailers
as well as under-served smaller retailers,
while retaining substantial control over
offerings, costs and margins.

 Superior Products
Recent acquisitions and strategic alliances,
coupled with substantial R&D expenditures
have substantially increased AAMU’s
offerings to benefit from high margin,
industry-leading products that meet
emerging market demands. 
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American Ammunition — continued from page 1

“Driven by ever-escalating defense
budgets, stocks in the [defense] sector
have soared since 1992. President
Bush’s $439.3 billion defense budget
for fiscal 2007 includes $84.2 billion
in weapons purchases, up 8 percent
from the 2006 request.”

— Andrew Leckey, Tribune Media Services

“The small- and mid-cap defense
technology companies we focus on
outperformed large caps throughout
the whole cycle of upturns and down-
turns in defense spending,” 

— Christopher Donaghey, Aerospace and Defense
analyst, SunTrust Robinson Humphrey
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Rapid Fire Industry

American Ammunition competes in the historically high
growth ammunition sector that is largely dominated by only a
few giant domestic manufacturers, including Remington ATK
and Winchester, and whose extensive corporate infrastructure
and high manufacturing, production and distributor costs offer
lower margins and less agile pricing capabilities than AAMU.

In contrast,American Ammunition’s extensive operating history,
significant R&D expenditure over the past twenty+ years,and entrenched distribu-
tion network,American Ammunition retains substantial control of production,dis-
tribution and marketing costs to ensure continued long-term growth for the
Company at the lowest cost.

Recent,favorable financing terms have created a unique opportunity for AAMU to
focus growth in key areas of its corporate structure to address its long-standing
backlog.Recent expansion of the Company’s product offerings include more than
48, higher-margin new products, which has occurred in conjunction with
increased manufacturing and production capacity. Coupled with growth in
American Ammunition’s unique Dealer Direct Program,the Company is only now
best positioned to realize benefits of recent initiatives.

Better Bullets

American Ammunition’s proprietary dealer distribution network, substantial cost
controls and autonomous product development capabilities are developed
around an extensive and ever-growing line of patented and trademarked ammu-
nitions that meets commercial,government and private demand.In agile response
to demand, the Company recently began to manufacture and distribute ECO-
AMMO™,an industry first product that utilizes a lead-free projectile with reduced
lead pollutants known as “green”ammo.

An environmentally friendly alternative, ECO-AMMO is ideal for indoor ranges
since it disintegrates upon impact and therefore,does not ricochet or cause long-
lasting damage.American Ammunition expects to capitalize on its superior, high-
margin ECO-AMMO products in the near term by distributing through its estab-
lished Dealer Direct Program, opening ECO-AMMO to a larger consumer demo-
graphic.

Timing the Market

Despite American Ammunition’s extensive operating history, public introduction
occurred fewer than five years ago. Capital financing at the time created inherent
difficulties as the Company transitioned from a successful private business toward
revenue growth profitability in the public sector.New,favorable financing allows a
unique opportunity for AAMU to grow revenues while rapidly implementing its
business plan to carve its niche in the rapid growth ammunitions industry.

In this sector, technological and operating efficiencies are driving continued
growth for both the country’s largest and smallest players.Yet, it’s increasingly the
market’s smaller players who are finding that sometimes the best defense is a
good offense- out performing their large cap counterparts despite industry fluctu-
ations over all.

As a micro-cap pure play in the defense and ammunition sector that is now well
positioned to implement its rapid-growth strategy, AAMU offers a unique, early-
stage opportunity to own a round of small-cap innovation for forward-thinking
defense and technology segments of a well-diversified portfolio.

Experienced
Leadership

American Ammunition management and directors comprise
some of the industry’s finest ammunitions specialists. 

For a complete list of all AAMU management and directors 
and their bios, visit: www.a-merc.com

Andres Fernandez, President and Chief Executive
Officer, is a certified tactical rappel instructor and a
graduate of Omni Explosives, TN with a specialty in
tactical explosives. In addition, Fernandez is certified
by the Florida Department of Law Enforcement
Academy in special operations/entry techniques and
has served as a tactical advisor to U.S. Treasury
Department, Bureau of Alcohol, Tobacco and
Firearms, U.S. Customs Service and the Florida
Department of Law Enforcement, for which Fernandez
has received   numerous commendations and letters
of appreciation. Fernandez has also served on the
Board of Veterans Affairs, from 1990 to 1991, and
studied physics and calculus at St. Thomas University,
FL and at the University of Miami, FL. Fernandez is a
licensed pilot, having graduated from the American
Institute of Aeronautics, FL, and received his certifi-
cate as a private pilot (fixed wing) as well as private
helicopter  (rotary). 

Emilio Jara Vice, President of Operations,
Corporate Secretary and Director, an extremely well
versed metallurgical and ballistic issues specialist, has
substantially contributed to AAMU’s research and
development and subsequent increase in the number
of production lines. Mr. Vice studied business admin-
istration at Miami- Dade Community College and grad-
uated from the Institute of Public Service, GA, as a
Tactical Rappel Instructor. In 1990, Mr. Jara graduat-
ed from Omni Explosives, TN, with a specialty in
Tactical Explosives. 

Maria A. Fernandez, Director, is a managing partner
at Fernandez Friedman Grossman & Kohn PLLC, a
Louisville, KY law firm, and a former partner at
Taustine Post Sotsky Berman Fineman & Kohn.
Fernandez’s legal practice is concentrated in estate
planning, probate and administration. Fernandez also
practices in the areas of Medicaid and disability plan-
ning, corporate and individual taxation and corporate
law, with an emphasis on closely held corporations.
She is a graduate of the University of Miami and the
Brandeis School of Law at the University of Louisville.
Ms. Fernandez is licensed to practice in Kentucky and
Florida and regularly lectures in the areas of estate
planning and probate, Medicaid planning and elder
law. She is a member of the Louisville, Florida,
Kentucky and American Bar Associations and is fluent
in Spanish.



Company Contacts:

American Ammunition
3545 NW 71st Street
Miami, FL  33147

Andres Fernandez
President and CEO
Ph: 888-28AMERC
Fax: 888-694-0037
info@a-merc.com

For Company 
Information
Please visit:

www.a-merc.com
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Investor  Relations:

500 Australian Avenue South, Suite 700
West Palm Beach, FL  33401

Douglas Martin

President
Ph: 561-514-0194
Fax: 561-514-0195
dmartin@dpmartin.com 

For more Information
Please visit us at:
www.dpmartin.com/aamu

This corporate facts sheet is a publication of D.P. Martin &
Associates (DPM), an affiliate partner of OTC Financial Network
(OTCFN), an investor relations and financial communications servic-
es company. DPM also maintains a contractual working relationship
with American Ammunition (AAMU). DPM is not a registered bro-
ker/dealer and may not sell, offer to sell or offer to buy any security.
DPM corporate facts sheets are not a solicitation or recommendation
to buy, sell or hold securities. An offer to buy or sell can be made
only with accompanying disclosure documents from the Company
offering or selling securities and only in the states and provinces for
which they are approved. The material in this corporate facts sheet
is intended to be strictly informational. 
All statements and expressions contained in this corporate facts
sheet may be the sole opinion of DPM and are subject to change
without notice. Information in this release is derived from a variety
of sources believed to be reliable, including the featured Company
itself, the Company's publicly disseminated information, third parties
and DPM's own research, but the accuracy or completeness of the
information is not warranteed and is only as reliable as the sources
from which it was obtained. DPM expressly disclaims any and all lia-
bility as to the completeness or accuracy of the information con-
tained and any omissions of material fact in this corporate facts
sheet. Further, this corporate facts sheet may contain technical inac-
curacies or typographical errors. It is strongly recommended that
any purchase or sale decision be discussed with a financial adviser,
or a broker-dealer, or a member of any financial regulatory bodies.
Investment in the securities of the Companies' discussed in this cor-
porate facts sheet is highly speculative and carries a high degree of
risk. DPM is not liable for any investment decisions by its readers or
subscribers. Investors are cautioned that they may lose all or a por-
tion of their investment if they make a purchase in DPM profiled
stocks. 
This profile is not without bias, and is a paid corporate facts sheet.
DPM has been compensated for dissemination of company informa-
tion on behalf of one or more of the companies mentioned in this
corporate facts sheet. DPM has been compensated Three Hundred
Fifty Thousand Rule 144 Shares of AAMU Restricted Stock for cov-
erage of American Ammunition (OTC BULLETIN BOARD: AAMU), by
a non-affiliated third party. Officers, directors, employees, vendors
and affiliates of DPM and anyone mentioned in this report and mem-

bers of their families, may hold a position and may, from time to
time, trade in these securities for their own accounts; including when
this report, or other material, is distributed. DPM may receive addi-
tional compensation for extension of its services. Any additional
compensation will be disclosed at such time that DPM is aware of a
client's desire to extend the original services. DPM may have
received shares of a company profiled in this corporate facts sheet
prior to the dissemination of the information in this corporate fact
sheet. DPM may immediately sell some or any shares in a profiled
Company held by DPM and may have previously sold shares in a
profiled Company. DPM's services for a company may cause the
Company's stock price to increase, in which event DPM would make
a profit when it sells its stock in a Company. In addition, DPM's sell-
ing of a company's stock may have a negative effect on the market
price of the stock. 
This corporate facts sheet may contains "forward-looking state-
ments" within the meaning of Section 27A of the Securities Act of
1933, as amended, and Section 21E the Securities Exchange Act of
1934, as amended and such forward-looking statements are made
pursuant to the safe harbor provisions of the Private Securities
Litigation Reform Act of 1995. "Forward-looking statements"
describe future expectations, plans, results, or strategies and are
generally preceded by words such as "may," "future," "plan" or
"planned," "will" or "should," "expected," "anticipates," "draft," "eventu-
ally" or "projected." You are cautioned that such statements are sub-
ject to a multitude of risks and uncertainties that could cause future
circumstances, events, or results to differ materially from those pro-
jected in the forward-looking statements, including the risks that
actual results may differ materially from those projected in the for-
ward-looking statements as a result of various factors, and other
risks identified in a companies' annual report on Form 10-K or 10-
KSB and other filings made by such company with the Securities and
Exchange Commission. You should consider these factors in evalu-
ating the forward-looking statements included herein, and not place
undue reliance on such statements. The forward-looking statements
in this release are made as of the date hereof and DPM undertakes
no obligation to update such statements. Trademarks are the prop-
erty of their respective owners. ©2007, D.P. Martin & Associates. All
rights reserved. For additional information call 561-514-0194 or see
www.dpmartin.com.
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