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Disclaimer

This presentation has been prepared by Yojee Limited (“Company”). It does not purport to contain all the information that a prospective investor may require in connection
with any potential investment in the Company. You should not treat the contents of this presentation, or any information provided in connection with it, as financial advice,
financial product advice or advice relating to legal, taxation or investment matters.

No representation or warranty (whether express or implied) is made by the Company or any of its officers, advisers, agents or employees as to the accuracy, completeness or
reasonableness of the information, statements, opinions or matters (express or implied) arising out of, contained in or derived from this presentation or provided in
connection with it, or any omission from this presentation, nor as to the attainability of any estimates, forecasts or projections set out in this presentation.

Images are used to illustrate concepts only and are not intended to represent commercial Yojee images.

This presentation is provided expressly on the basis that you will carry out your own independent inquiries into the matters contained in the presentation and make your
own independent decisions about the affairs, financial position or prospects of the Company. The Company reserves the right to update, amend or supplement the
information at any time in its absolute discretion (without incurring any obligation to do so).

Neither the Company, nor its related bodies corporate, officers, their advisers, agents and employees accept any responsibility or liability to you or to any other person or
entity arising out of this presentation including pursuant to the general law (whether for negligence, under statute or otherwise), or under the Australian Securities and
Investments Commission Act 2001, Corporations Act 2001, Competition and Consumer Act 2010 or any corresponding provision of any Australian state or territory legislation
(or the law of any similar legislation in any other jurisdiction), or similar provision under any applicable law. Any such responsibility or liability is, to the maximum extent
permitted by law, expressly disclaimed and excluded.

Nothing in this material should be construed as either an offer to sell or a solicitation of an offer to buy or sell securities. It does not include all available information and
should not be used in isolation as a basis to invest in the Company.

FUTURE MATTERS
This presentation contains reference to certain intentions, expectations, future plans, strategy and prospects of the Company.

Those intentions, expectations, future plans, strategy and prospects may or:may not be achieved. They are based on certain assumptions, which may not be met or on
which views may differ and may be affected by known and unknown risks. The performance and operations of the Company may be influenced by a number of factors,
many of which are outside the control of the Company. No representation or warranty, express or implied, is made by the Company, or any of its directors, officers,
employees, advisers or agents that any intentions, expectations or plans will be achieved either totally or partially or that any particular rate of return will be achieved.
Given the risks and uncertainties that may cause the Company’s actual future results, performance or achievements to be materially different from those expected, planned
or intended, recipients should not place undue reliance on these intentions, expectations, future plans, strategy and prospects. The Company does not warrant or represent
that the actual results, performance or achievements will be as expected, planned or intended.

US DISCLOSURE

This document does not constitute any part of any offer to sell, or the solicitation of an offer to buy, any securities in the United States or to, or for the account or benefit of
any “US person” as defined in Regulation S under the US Securities Act of 1993 (“Securities Act”). The Company’s shares have not been, and will not be, registered under the
Securities Act or the securities laws of any state or other jurisdiction of the United States, and may not be offered or sold in the United States or to any US person without
being so registered or pursuant to an exemption from registration including an exemption for qualified institutional buyers.



Yojee at a Glance
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New Yojee Leadership Team

Mark has over 25 years of experience in
technology and logistics globally, a
strong background in engineering, sales,
marketing, and product and project
management, and a proven track record
with companies such as Mainfreight and
WiseTech Global.

Shane has 25 years of extensive
experience in  operations, sales,
change management, and leadership
roles within the Asia Pacific logistics
sector. Shane previously worked for
WiseTech Global and successfully
founded Orange Lime Consulting.

Mark Connell Shane D'Aprile
Chief Executive Officer Chief Revenue Officer

Sean Tan Alex van Kampen Fiona Giam
Senior VP, Technology Director of Product & Customer Demand Generation Manager
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The Yojee TCMS Difference

Yojee's Transport Carrier Management System (TCMS) integrates into
core business systems and provides the land freight network with
the tools to replace emails, spreadsheets, phone calls and text

messages. |
Our platform digitises NG &
land freight networks, Shipper .
enabling all parties to —
collaborate in real time
providing always-on
visibility and control

Logistics Service
Provider

Carrier Partner Recipient
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Why APAC?
APAC Is The World's Largest Third Party Logistics Region

US$390b Annual Revenue and growing fast is not yet connected and well managed due to lagging
technology adoption and fragmentation of providers.

asl Shipper ‘I/\I' Forwarder
[ sriee &

@ . Low visibility on land . No dynamic and
transport actionable visibility
Poor V|S| b| | |ty . Expensive to track freight . Slow order to cash cycles

due to manual processes Difficult to scale

. Difficult to control . Profitability and reliability

ESG strategy becomes difficult to
Poor ContrOI . Lack of reliability manage

US$390b P.A 0 .’ | eking Reliabili
" Rapidly Growing acking Reliability
Transport Partner

X Transport Cu) Recipient
US$390b P.A | Partner (_/ \_) =0 P
Rapidly Growing . 3

Difficult t | Inability to plan labour and
ricult to scale sales around stock levels
Slow order to cash

. Difficult to charge for value * Costly ‘where is it manual
; processes
o m
Unreliable “ added services . No dynamic and

Recipient/ *  Inefficientroutesand actionable visibility
Customer processes eat into prOfItS

Source: https:/i i i ird-party-logisti {z6-by-region/ 6
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;'i Unique Support For End To End Logistics

Our technology platform seamlessly integrates with
the world’s leading ERPs cross border platforms and
e-commerce marketplaces

BRING YOUR OWN ERP S I Q/P

CARTON._|

PALLET [ [ ] - &
FROM CONTAINER TO PARCEL S o e 0‘\‘\%
Yojee can support end to end land ‘ o . @ B
transport making it a one of a kind e I
system for forwarders and transporters 4. Lcsuswms}:'vﬁfehouse /
). % Py ystems Integration N
e SN =

3 / V-
I 3 Internal

e

MULTI LANGUAGE

Support multiple languages across all users o
W

IMPORT, EXPORT AND DOMESTIC

By using a single system for first and last mile,
procurement and planning becomes more efficient
and gives better control of execution and reliability

Vendors ana
~ Subcontractors

DRIVE END CUSTOMER VALUE

Allows freight owners to plan their business
operations with more confidence and visibility into
real time estimated time of arrival and driver
locations

Optimised
Fleets
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TCMS Brand & Market Growth

Transactions

Monthly TCMS transactions
increasing over the past 5 months

62,195
59,433
55,365

52,958
46’765 I

Jul 2024 Aug 2024 Sep 2024 Oct 2024

Jun 2024

New Customers signed in ANZ
(Australia / New Zealand Region)

Customer Expansion existing
customers increasing transaction
volumes

Pipeline Growth additional
customers in pipeline including
global brands

Brand Awareness
significantly
increased market
awareness as a result
of marketing
activities resulting in
increase in inbound
leads

Marketing
Campaigns across
multiple channels —
social, digital, email,
events & more

/// Increasih
1'1 Growth

since June 24

a%a, 869 new

Y leads (by
e

companies)

167 new
followers
(organic)

Follow Us on
LinkedIn



https://www.linkedin.com/company/yojee
https://www.linkedin.com/company/yojee

M OSAI C The Next Generation of Freight Forwarding Software
Market Opportunity

The Fre|g ht Forwa rdlng Freight Forwarding Software Market, By Enterprise Size, 2022 - 2032, (USD Billion)
Software Market size is
valued at USD 1.5 billion in

2023, and is expected to
grow 10% CAGR between - B
2024-2032 owing to the I I

growth of E-commerce
industry across the globe. B L Bt m SMES

Source: www.gminsights.com

Source: Global Market Insights
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https://www.gminsights.com/industry-analysis/freight-forwarding-software-market

Why MOSAIC?

Overview

MOSAIC is the next generation of freight forwarding
software that simplifies complex logistics with an intuitive,
user-focused interface.

@ Built from a User Perspective. Workflow First

@ Al Centric

@ Focusses Users on the Edge Cases

Unique system design, allowing individual pieces of a
global supply chain move to be:

=  Connected to an external application or product in the
marketplace, or:

= Completed by a partner (in a Freight Forwarding
network) via the community




Sales Driven
Approach

ANZ Region

Market Opportunity: Positioned as a prime market for customer
conversion due to dissatisfaction with current leading solutions.

Requirement: Needs a more comprehensive solution, including critical
connections like customs and carriers, to meet the specific demands of
this market.

Local Market Advantage: High potential for shifting customers from
dominant providers to MOSAIC, driven by the demand for simpler,
cost-effective alternatives.

Low Cost / Heavy Export Regions
(LATAM, Africa, SE Asia)

Market Characteristics: These regions often find "best in class"
systems too complex and unnecessary for their needs, lacking global
competition.

Strategy: Focus on offering streamlined, cost-effective solutions that
cater to the regional requirements without the burden of excessive
features.

MOSAIC Market Strategy and Growth

Partner Driven
Approach

Engaging through Collaboration

- Invitation Strategy: Enable MOSAIC users to invite overseas agents to
collaborate, regardless of the partner's account status, fostering global
connectivity.

Document Sharing as Exposure

= Exposure Mechanism: Users can push documents to their overseas
agents via MOSAIC which serves as an initial exposure to the platform.

= Limited Access with Full View: Overseas agents receive access to view
documents in a full-view mode, designed to showcase MOSAIC's
capabilities and user interface.

Conversion through Interaction

» Engagement with Limitation: When overseas agents attempt to
interact with the documents or platform features, they are prompted
with a message indicating the need for a paid account to proceed.

» Incentive to Upgrade: This method not only introduces potential new
users to MOSAIC but also creates a natural incentive for them to
consider upgrading to a paid account for full functionality.
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MOSAIC Go To Market 2025 and Beyond
o | | x|

Q3 Q4

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

Building Out
Product
Capabilities

Awareness

Implementing
Foundation —

Clients
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Yojee Business Model

Usage Model Subscription Based

Pay-per-Action Model

Charge is applied per Job per Company using at least one

Marketplace Access
Subscription fees will apply for accessing connections between
Logistics Activity, ensuring fair usage costs

Logistics Activities and external systems in the Marketplace. Yojee

will take a commission of all Marketplace fees.

Flexible Pricing

&
@ Equitable Charging

Uniform charge for each company in a job, promoting “Z2> Developers of Marketplace connectors will set their own rates in
collaboration among different MOSAIC companies @ one of two models: .
¢<__ = Volume-Based Pricing: Example: services like SMS
1, Collaboration Incentive connections (e.g., Twilio), costs are based on usage volume.
SR~ ) ) . . m Subscription Pricing: Example: for XERO, a flat subscription
- (s) - Our model is designed to benefit smaller customers working fee per month may be applied
, ~ together, fostering a community of cooperation '

08 Core and Local Connections
© a Core Global Connections may be developed by Yojee

L
Direct access to Logistics Activities without incurring charges; O"". engineers.
free from subscription fees, promoting transparency and m Local Connections will be developed by local app developers,
accessibility with subscription fees shared between Yojee and the
developers.
Free Account Creation :
Users can join MOSAIC for free, enjoying full functionality. Only users with paid accounts can utilize Marketplace
Charges apply only for job exchanges with other users, ensuring connections, ensuring a value-driven model for premium
free entry with scalable investment features.

13

2
YojeeV’"




.
Yojee®

- Thank You

Contact Us

v Mark Connell

\3Y ' DK< mark@yojee.com
Z
4}"5’ +64 275 550 166

5 Shane D’Aprile

2 |

s DL shane@yojee.com

+61 428 222 968
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Yojee Glossary

TCMS Transport and Carrier Management System
T™MS Transport Management System

FMS Freight Management System

ERP Enterprise Resource Planning (System)

MOSAIC Yojee’s Next Generation of Freight Forwarding Software

APAC Asia Pacific
ANZ Australia and New Zealand
LATAM Latin America

SE Asia South East Asia

CAGR Compound Annual Growth Rate
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