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Disclaimer & important notice ‘e excite
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The information contained in this document (“Presentation”) has been prepared by Excite Technology Services Limited (“Company”). The purpose of this
Presentation is to provide background information to assist readers in obtaining a general understanding of the Company's proposals and objectives. It is not
and should not be considered as an offer or invitation to apply for or purchase any securities of the Company or as a recommendation or inducement to
make an offer or invitation in respect of securities in the Company. No agreement to subscribe for securities will be entered into on the basis of this
Presentation or any information contained in this Presentation.

The information in this Presentation is not intended to form the basis of any investment decision in relation to the Company or its assets and should not be
considered as a recommendation to invest in the Company. This Presentation is not a prospectus, product disclosure document or other offering document
under Australian law or under the law of another jurisdiction. Readers should carry out and should rely on their own independent review, investigation,
analysis and due diligence of the Company and its operations, business and assets.

The information in this Presentation, which is selective and does not purport to contain all the information that readers may require to evaluate the Company,
has not been independently verified. While the information contained herein has been prepared in good faith, neither the Company nor any of its
shareholders, directors, officers, agents, employees or advisers give, have given or have authority to give, any representations or warranties (express or
implied) as to, or in relation to, the accuracy, reliability or completeness of the information in this Presentation, or any revision thereof, or of any other written
or oral information made or to be made available to any interested party or its advisers (all such information being referred to as "Information") and liability
therefore is expressly disclaimed. Accordingly, neither the Company nor its directors, officers, agents, employees or advisers take any responsibility for, or will
accept any liability whether direct or indirect, express or implied, contractual, tortuous, statutory or otherwise, in respect of, the accuracy or completeness of
tﬂe ::r;formation or for any of the opinions contained herein or for any errors, omissions or misstatements or for any loss, howsoever arising, from the use of
this Presentation.

This Presentation should not be considered as the giving of investment advice by the Company or its directors, officers, agents, employees or advisers. Each
party to whom this Presentation is made available must make its own independent assessment of the Company after making such investigations and taking
such advice as may be deemed necessary. In particular, any estimates or projections or opinions contained herein necessarily involve significant elements of
subjective judgment, analysis and assumptions and each recipient should satisfy itself in relation to such matters.

This Presentation includes certain statements that may be deemed “forward-looking statements”. All statements in this discussion, other than statements of
historical facts, that address future activities and events or developments that the Company expects, are forward-looking statements. Although the Company
believes the expectations expressed in such forward-looking statements are based on reasonable assumptions, such statements are not guarantees of future
performance and actual results or developments may differ materially from those in the forward-looking statements. Factors that could cause actual results
to differ materially from those in forward-looking statements include market prices, continued availability of capital and financing, and general economic,
market or business conditions. Investors are cautioned that any such statements are not guarantees of future performance and that actual results or
developments may differ materially from those projected in forward-looking statements.
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Corporate snapshot ‘e excite
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TRADING INFORMATION
ASX: EXT
Share price .
(09/02/2024) AT /\
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Shares on Issue 1,329,241,732 DIRECTORS / SENIOR MANAGEMENT

Chairman Non-Executive Director & CEO General Manager Chief Customer Head of Operations

Steven Bliim Director Bryan Saba Hugh Stodart Officer Mark
Market Cap ~A$12M Neil Sinclair Ben Fursman Hitchcock

Cash (31/12/2023) A$357,000

MAJOR SHAREHOLDERS
Bryan Saba - 14.17%

10 Bolivianos Pty Ltd —9.28%
Mark Hitchcock — 8.26%

Top 20 Shareholders - 70.99%




The Cyber opportunity in Australia is still growing :0..‘ excite

ASD Cvber Threat FINANCIAL REVIEW
Report 2022-2023 Cybersecurity is the No.l risk not getting

e cos o bercime e e up 4 percent the attention it deserves

Chanticleer is Australia's pre-eminent business column,

¢ small business: $46,000
¢ medium business: $97,200
« large business: $71,600.
Jan1,2024 - 3.05pm Australia’s top chiefl executives say risks associated with cybersecurity

Nearly 94,000 cybercrime reports, up 23 per cent threats and the ageing population are being ignored or underplayed and

[] save & Share

need to be addressed to ensure the country’s long-term prosperity.

» on average a report every 6 minutes

e an increase from 1 report every 7 minutes.

Answered over 33,000 calls to the Australian Cyber Security Hotline, up 32 per cent mhl‘ Sl!h“ru EIH“ r"i"g ?ﬂjtra l h
[ onaveesesocalsperdey Cyberthreats top CEO list of concerns for 2024

* anincrease from 69 calls per day.

Top 3 cybercrime types for individuals ¢ Colin Kruger

January 3,2024 — 2.44pm [ save # Share

e identity fraud

¢ online banking fraud
. . Listen to this article
¢ online shopping fraud. ° -

Top 3 cybercrime types for business . . . .
p3cy P Corporate bosses have nominated cybersecurity as the biggest worry keeping

them awake at night as hackers continue to ramp up activity, with recent attacks

e email compromise ) ] )
on 5t Vincent’s Health and Victoria’s court system.

« business email compromise (BEC) fraud
A report from KPMG, Keeping us up at night, which surveyed more than 300

¢ online banking fraud.
Australian CEOs in October last year, nominated dealing with cyber risks as the

Publicly reported common vulnerabilities and exposures (CVEs) increased 20 per cent. top priority for 2024 and the next three to five years.



The Customer Journey ‘e excite

Supported by Excite Cyber as needed at every or any stage, building recurring managed o
services revenue base

Solution

Discover . Implementation Operate
Design

Continuous Improvement

o * Architecture - Application Development < Professional Services * Procurement
Digital « T Strategy « Migration Services * IT Systems Management
* Procurement
» Security Assessments » Security Assessments * Professional Services * Managed Detection and Response
» Penetration Testing » Penetration Testing * Procurement + CISOaaS
Cyber + Security Strategy - Security Strategy » Incident response
* Vulnerability Management
* Managed Security
Revenue Types v Project v' Project v Project v Managed Service
v' Third Party Resale v' Third Party Resale
Once off Once off Once off Recurring, multi year contracts
Example Health industry — Annual Value $1.4M, $1.8m once off
Customers Renewable Energy Generator — Annual Value $S200K, $150k once off

Government — Annual Value $260K




TECHNOLOGY SERVICES
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Successfully Executing Business Plan

Achievements
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Growth Ambition*

Clarity & Agreement on Strategy
Completed Re-brand

A defined and commenced cultural
roadmap

Commencement of PR & Marketing
Campaigns

$
m
)
2
m
>
M
o

Commencement of formalised IR

Establish roadmap of being a leading
service provider in Australia and
commence implementation

Acquisition of a MSP or MSSP

with annual revenue $1m - $3m.

Embedded Service Excellence
& Leading Frameworks &
Service Models.

Appointment of industry
reputable Board Member and
Technical Lead.

Shift business to consistent
and sustainable profits

Acquisition of an MSP or MSSP with
annual revenue circa $5m.
Attracting Talent.

Demonstrate value in business via
results.

In progress of being recognized as a
leading service provider.

Appointment of industry reputable
Board Member.

Servicing clients and known-
brands around Australia.
Strong Channel partnerships.

A growing and leading talent
pool.

Leading service provider in the
MSSP space.

High-value asset for
shareholders.

~

P
December 2026

December 2023 December 2024 December 2025

*The above revenue and operational targets are indicative only and are subject to the successful execution of the Company’s growth strategy of the periogl in question. They may also be impacted
by other internal and external factors, some of which may outside the Company’s control. They do not represent a formal revenue forecast.




2023 Revenues overview

1,750,000

1,500,000

1,250,000

1,000,000

750,000

500,000

250,000

1st Qtr

| Projects

2nd Qtr
[ Managed Services

Third Party Resale

3rd Qtr

Other Revenue
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Revenue Mix has shifted from
Project focused (non-recurring) to
Managed Services focused
(higher margin and recurring)

Managed Services revenue has
increased 50% from Q1

The revenue shift translates into
shifting from shorter term
projects to recurring revenue
Managed Services — we're a
company with a strong run rate
and higher future customer value

Managed Services revenue will go
up as we partner with customers
across their digital and cyber
journey.
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Revenue mix o excite
Moving to higher margin managed services

Sales Revenue Mix (%)
As large projects taper off
and the resulting managed
services come online, 60%
recurring managed services 50%
is becoming a higher
proportion of overall revenue.

70%

40%
30%

20%
Jun Quarter — 26% of revenue
Sep Quarter — 45% of revenue
Dec Quarter — 60% of revenue 0%

10%

1st Qtr 2nd Qtr 3rd Qtr

e Projects m— \anaged Services Third Party Resale



Sales Objective ‘e excite
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Retain & Grow
Changes Value Impact

In-Contract Growth - $S300k last

Sales Team Transformation

Customer and Prospect
Collaboration
Enhanced Engagement
Indirect pipeline grew by 270%

Early identification of (5393k to S1m+) in the last quarter.

Opportunities : : :
Quality Improved - service mix
aligned to the strategy.
Enhanced Customer Value

100% success — Managed Service
Renewals for past 3 months.

Invigorate Sales Routine

Cleansing and Focus of

Target Market

Increased Pipeline with Managed

Service by 500% ($400k to $2.5m)
over the last 3 quarters.

Profitable Revenue with 40% to 50% revenue growth - Target by December 2024.



Strategic Partnership Channel %o €XCite

Marketing and selling EXT’s cyber security and IT offering to mid-market corp.o?ates -
a key pillar of the Company’s sales model.

» Excite provides its Security Operations Centre as a Service (SOCaaS) security operations services to
support Trend’s managed cyber detection and response service to Trend’s Australian client base.

@ ;';BE';'E « 3 customer contracts on-boarded and operational since June 2023 — all expected to deliver strong recurring
revenues to EXT.

+ Growing new customer pipeline - Trend’s customer base includes >700 managed enterprise clients

« EXT's managed security services business Brace168 has a partnership with multi-national digital automation
and energy management group Schneider Electric

Schneider | * To date, the partnership has delivered 6 contracts for cyber security services with Schneider Electric
dPElectric customers

» Partnership designed to help Schneider Electric’s Australian operational technology (OT) customers
minimise their cyber risk exposure and meet compliance requirements

« EXT has executed an expanded agreement with leading fibre and network solutions provider Vocus; Vocus will on-
sell EXT’s Cyber Managed Detection and Response (MDR) services to Vocus customers.
{::-CUS « EXT currently focused on enabling Vocus sales teams and building the opportunity pipeline - Services are expected
to be in the market in near future
* Product launch next quarter, working on over 6 material opportunities

New business pipeline & successful closure of new business both growing




Penetration of Government sector channel excite
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Major national market and revenue opportunity

— responses
pending

Enrolment and acceptance on NSW
Government Supplier Panel - focus on
aligning and capitalising on NSW govt’s
cyber security strategy.

Enrolled with Tasmanian Government in
place - established focus on Tas market.

New business pipeline




Project sales

alll

N\l 2

Strong recent growth in
Project business

%% excite
@

CYBER
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10 projects renewed or

extended with existing

customers over the past
quarter

000

>
B

/ new projects
commenced with new
customers in the same

period




Other key recent deliverables

o

7

Successful execution of business plan
— seamless end-to-end cyber security
and IT services coupled with best-in-
class customer service and cost
management focus — solid progress
towards profitability

Re-branding of business to Excite
Cyber complete - ASX-listed company
name change to Excite Technology

Services Limited (ASX: EXT), replacing

previous company name, Cipherpoint
(ASX: CPT)

o)

=

[ —

Aiming for consistent, sustainable profit
by December 2024

e

EXT’s managed IT and security services
subsidiary Excite IT successfully
achieves its earn-out milestone —

achieved EBITDA of $1.057m, 132% of

EBITDA target

O
Bﬁﬂ
Ongoing disciplined approach to cost
management delivering positive
bottom-line outcomes - allocation of

resources to delivering revenue and
customer service

Ongoing focus on our people:
Ben Fursman appointed Chief
Customer Officer. Neal Costello

appointed to Account Management
Role with focus on customer retention
and upsell. New Sales Specialist from

Salesforce appointed to sales team.
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Channel Enablement
TTT

* Accelerate indirect channel performance by enabling key channel partners
(Vocus, Schneider, Trend)
e Sales and presales support, nationwide
* Presales skills and capacity
* Training with key vendor partners

Technology and Systems

o —_—

* (Capacity Expansion
* Scale and Resiliency
* Consolidation and integration




eXC|te

excitecyber.com ) ~

Level 2, 157 Walker Street -y —_—
North Sydney NSW 2060 - s

Tel: +61 2 9136 6066 .3

Email: info@excitecyber.com
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