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2018 Annual General Meeting



Cautionary Statements

This presentation contains forward-looking statements concerning the
Company's plans, objectives and expectations for its business, operations and
financial performance and condition. These forward-looking statements are
based on current expectations, estimates and projections about the
Company's business and the industry in which the Company operates and
management's beliefs and assumptions. These forward-looking statements
are not guarantees of future performance or development and involve known
and unknown risks, uncertainties and other factors that are in some cases
beyond the Company's control. As a result, any or all of the Company's
forward-looking statements in this release may turn out to be inaccurate.




Introductions

= Michael Fricklas - Independent Chairman

= Bane Hunter - Chief Executive Officer and Executive Director

= Joel Macdonald - Founder, President, Managing Director and Executive Director
= Brett Eagle - Non-Executive Director

= David Ryan - Non-Executive Director

= Belinda Gibson - Non-Executive Director




Chairman’s Comments: Michael Fricklas

= Background and Due Diligence

= Majority Independent Board and Corporate Governance Improvements

= Recent Sequential Growth: +37.5% Transactions and +60.9% Revenue and Other Income
= Human Capital, Attracting Talent, and Recent Hires

= Belinda Gibson Appointment

= Challenges

= Focus on Growing the Business




CEO’s Comments: Bane Hunter

= FYE 6/30/2018 Review: +175% Transactions & +207% Revenue and Other Income

Strong Balance Sheet

= Investments for Growth

= Headquarters, Sales, and Onboarding Moved to New York
= Acceleration of North American Business and EMEA

= Increased Focus on Al and Machine Learning

= Technology Expansion and Denver Build-Out




Review of Operations

Transactions
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Delivery Transactions

Total Revenue and Other Income
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President’s Comments - Joel Macdonald

= Enabling Customers

= New Customer Acquisition Growth: 37% U.S. and 19% Australia

= Big Data Management Services

= Additional Services (e.g. Al bots, Workforce Management, Scheduling)

= Pay-as-You-Go Provides Growth Foundation & Pathway to Enterprise

= Focus on Execution and Risk Reduction

= New Board, New Branding, New Platform, New Market Insights, and New Biz Intelligence

= Logistics Tech Outlook Company of the Year Award

= Named Guardian of ANZAC by American Australian Association




Customer Highlights

Customer Acquisition by Industry Customer Acquisition by Country
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Last Mile Challenges Addressed in One Platform
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Appendix: Delivery Case Study



The Objectives

« Increase Driver Accountability

« Increase in Store Competitiveness
« Increase in Store Productivity

« Decrease Dispatch Time

« Decrease Driverin Store Wait time
- Decrease Total Delivery Time

« Increase Customer Retention

« Increase Total Order Size

« Increase Customer LTV (Life Time Value)



Average Delivery Time get SW ift

Delivery Franchise
Case Study
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Notes:

e Duringthe period under review, a 41.7% improvement was noted in average delivery
time.

e InOctober 2017, a geofencing and automation improvement initiative was launched
to optimize the underlying delivery and dispatch business processes.



Average Distance Traveled per Order (in km) gEt SWift

Delivery Franchise
Case Study
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Notes:

e Duringthe period under review, a 32.9% improvement was noted regarding travel
distance reduction.

e Thisisrelated to optimized trade zones per store and efficient delivery routes from
GetSwift.
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Percentage Orders Delivered in Under 20 Minutes get SWIft

QSR Delivery Franchise
Case Study
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Notes:

e The percentage of orders delivered under 20 minutes improved by 57.7%.



| |
Percentage Orders Delivered in Under 30 Minutes get SWIft

QSR Delivery Franchise
Case Study
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Notes:

e The percentage of orders delivered under 30 minutes improved by 32.1%.



Questions and Answers
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