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SWIFT

Swift is a specialist technology company that
provides entertainment and communication
solutions to connect and engage communities

+ Closed loop environments like remote mines, residential aged
care and GP surgeries — high barriers to entry

« 70% recurring revenue on typically 3-5 year contracts

«  Strong reputation in reliable communications infrastructure
designed and delivered by experienced and efficient
engineers and project managers

+ Techisin our DNA — unique solutions to meet different
customer needs in each vertical

» Clevertech that enables premium on demand confent in
remote locations without the high bandwidth price tag

»  Early release Hollywood blockbuster film content in Mining
and Resources

«  Curated content delivered via simple to use technology in
Aged Care
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INFORMATION MOVIES .o

Cloud and on-premises in room
entertainment and communications

Communication Apps

On the ground local and remote
technical support 24/7

Design and construct of reliable
communications distribution
infrastructure



MINING & RESOURCES AGED CARE HEALTH & WELLBEING

Australia’s leading DOOH health & wellbeing network in
contextually relevant, captive audience environments.

Delivering secure closed networks with
customised communications and content.

Making life better by helping residents and their
carers engage, communicate and belong.
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+ Design and construction of networking + Time saving, facility managed » Digital Out of Home advertising
infrastructure in remote locations communications, noticeboard and live +  Standards' compliant communication tool
. - stfreaming system delivered via TV . .
+ Site managed communications system g3y + Health & Wellbeing content designed to
delivered via TV and smart device applications + Aged Care specific relaxation and exercise inform, educate and entertain patients at

Movies, TV on Demand, Sport (Foxtel
partnership)

Indigenous, mental health, wellbeing content

24/7 remote and onsite technical support

Solution for exploration, mobile, rail/road camps

67% of rooms are remote. Streaming-level
bandwidth is impossible via satellite* and
exiremely expensive to install via fibre for a
standard sized camp in a remote location.

contfent to improve quality of life, reduce
isolation and support dementia sufferers

In-room access to premium entertainment
curated specifically for Aged Care

Family mobile-to-tv application to stay
connected with loved ones

Alternatives are free-to-air TV which lacks the

communications capabilities, or are tablet

based which is a challenge for 85+ year olds

the point of care

Following strategic review, the Health &
Wellbeing network has been significantly
restructured to reduced costs

Partnership with XTD to drive national
advertising growth

Cost effective solution for clients whose
only alternatives are expensive mass
advertising and social media or hiring
inhouse marketing capabilities
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* The maximum camp size that can be serviced by a 30Mbps NBN Satellite Service is 20 Rooms based on 30% of people streaming concurrently at 4Mbps and allowing for link operating overheads.



GROWTH TARGET: TRIPLE ORGANIC REVENUE IN 2025

Swift has a strong foundation from which to expand market share and extend into adjacent markets

EXTEND INTO ADJACENT MARKETS

FY25 Revenue of S70M
Combined share of 19%
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*Swift has 16,000 rooms/screens in other verticals of the 58,600 rooms. Combined room share is based on core markets shown in the graph.
Source: Management estimates, AMMA, Australian Resources and Energy Group; Gen Aged Care Data. All future figures are aspirational targets and management estimates.



GROWTH OPPO

RTUNITES: MINING AND RESOURCES

SHARE OF ADDRESSABLE MARKET

o

Rooms = Swift Rooms

REVENUE IN A$M
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DYNAMICS

Strong growth in revenue increasing 50% over Q4 FY20, and 30% over the prior
corresponding period.

200% growth in project revenue, leads to recurring revenue. 100% retention of customers,
with 12 new contracts worth $1.2m in Q1.

Delivered $1.8m worth of jobs for Atlas Iron, Rio Tinto and Howard Springs
28% increase in tenders year on year due to re-focus

Well placed to capitalise on $40bn Capex boom

Strong positions in high demand commodities: Iron Ore and Gold

Scope for increased market share growth

Swift — solution to social isolation. Communication requirements around OHS, indigenous
traditional owners and miner mental health increasing in importance

Swift Plus for Mining: mobile, rail, exploration camps — opportunities earlier in mine lifecycle

GSWIFT

OPPORTUNITY

Leverage and grow market leadership position to
increase room share and build recurring revenue

EXECUTION

Innovate product offering to better meet
customer needs and changing behaviour

Target new revenue opportunities in Tier 2-3
mines to grow market share

Partner with facility managers, builders and
miners to win construction jobs with recurring
revenue

Productise Design/Construct and Support
Services to create an end to-end competitive
advantage and operational efficiencies

KEY CLIENTS

*Source: Management estimate in collaboratfion with AMMA, Australian Resources and Energy Group



MINING CLIENT CASE STUDY: ATLAS IRON

CLIENT PROBLEM

Provide essential services to workers for a new 136 room
(usually 600-5,000+) remote village, located 240km from
Port Hedland, WA

+ Wireless internet for work emails, calling home and
recreational use

«  On Demand movie entertainment and TV services to
engage, attract and retain workers

* Way to communicate to workers about mine life, like
events in the Wet Mess, bus schedules as well as
important OHS and compliance issues

» Future proofed, reliable and scalable up to 180 rooms

PROBLEM SOLVED

+ Competitive pitch —won on reputation and flexibility

+ Designed and delivered in 5 months, ahead of
schedule and under budget

« Third Atlas village Swift has delivered in 12 months
+ Ongoing upsell and variation opportunities

GSWIFT

Atlas Iron Corunna Downs Village



GROWTH OPPORTUNITES: RESIDENTIAL AGED CARE

SHARE OF ADDRESSABLE MARKET REVENUE IN A$M
OPPORTUNITY
1.2
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Places = Swift Rooms Facilities = Swift Facilities mProject Revenue  mRecurring Revenue ‘ Continue to evolve product suite to
become vital for providers
DYNAMICS -
Expand usage among existing
. S . . L . customers
+  While COVID-19 highlights the need for communication and social isolation

solutions, access restrictions continue to be a challenge due to bio security risks

» Ensure we are well placed to drive new sales growth when access restrictions to
facilities begin to lift, ongoing sales discussions at enterprise level

Target and convert new prospects to
grow market share

*  Onboarded Swift Plus in 800 rooms across five Aged Care facilities — generating

recurring long term revenue - including Applewood, Rivervue, Adventist Care KEY C I_l ENTS
Rossmoyne Waters, IRT and Andrew Kerr

« Positive structural frend of ageing population and Royal Commission raising é MC enzie o0
standards A|||ty < KAGEDCARE <V I‘egIS

*  Multiple adjacent growth opportunities over time Ue

4 irt
Helping Hand (}u[w Unl“ng
new aged care 50 YEARS
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*Source: 2018-2019 Report on the Operation of Aged Care Act 1997, Department of Health



NEW PRODUCT IN AGED CARE

SWIFT PLUS IS AN IN-HOUSE TV SERVICE CUSTOM
BUILT FOR THE AGED CARE SECTOR

I‘

Simple to use

+ Deep understanding of 85
years+ Aged Care residents

+ Simple to operate —

8.00 an
MORNINgG EXERCISE

9.00 am
BOARD GAMES

Wednesday 11.00 am
27th NOVEMBER CHURCH SERvICE

Curated Content

channel up, channel down

GSWIFT

* Dementiq, low stimulus and
mobility exercise content

1.00 pim
YOGA CHaIR

3.00 pm
CARD cLUB

4.00 pm
MEDITATION

Communication & Entertainment

+ Specific Aged Care content « Enables facility to

communicate with residents
via TV

* Enables providers to
communicate across multi
sites

Why Swift Plus is
needed in Aged Care

Average age is 85 — primary device is TV

85% of rooms not serviced by anything
other than free to air TV*

Carers are time poor with just 8 minutes per
resident per day on average and have high
furnover

c.50% residents suffer dementia, depression
and isolafion**

80% of Aged Care homes do not have
good internal networks*

Royal Commission focus on resident
wellbeing and engagement

Excellent value for money — affordable
option for all homes

*Source: Management Estimates; **Source: 2018-2019 Report on the Operation of Aged Care Act 1997, Department of Health



Q1 FY21 FINANCIAL HIGHLIGHTS

EBITDA Growth of 160% vs prior year

« Strategies to streamline Swift beginning to drive margin
expansion as EBITDA margin of 5% in Q1-FY21 reflects a

continuing and positive trend

« Operating cash flow improvement - $0.1m used versus

$1.5m in the prior quarter

+ Prudent management of cash resources, ending the

quarter on $1.9m in net cash reserves

Q1-FY20
0.4

EBITDA ($M)

Q2-FY20 Q3-FY20 Q4-FY20
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Revenue up 23% quarter on quarter

70% of revenue long-term and contracted

200% growth in project revenue with $1.2m of new confracts won
and $1.8m delivered in Mining and Resources over Q1

Tender requests up 28% year on year — encouraging lead indicator
of sales growth for 2021

100% retention of Mining and Resources customers

Financial highlights (unaudited)

(M) Q1-FY20 Q4-FY20 Q1-FY21 VsQLFY20 Vs Q4FY20
Revenue 6.1 4.8 59 (3%) 23%
EBITDA (0.5) 0.2 0.3 160% 50%

EBITDA Margin % (9% 4% 5% +14 pp +1 pp



For more information, please contact:

Pippa Leary Geoff Greenberg www.swiftmedia.com.au
Chief Executive Officer Chief Financial Officer

t:+61 29929 2763 t: +61 2 8069 1403

e: investor@swiftmedia.com.au e: investor@swiftmedia.com.au
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IMPORTANT NOTICES

This document is a summary only and does not include all information about the Company’s assets and liabilities, financial position and performance, profits and losses, prospects and the rights and liabilities
attaching to the Company’s securities. Any securities that may be issued by the company should be considered speculative and there is no guarantee implied or explicit that there will be a return on the
capital invested or that any dividend will be paid or that there will be an increase in the price or value of the Company’s shares in the future.

FORWARD-LOOKING STATEMENTS

This presentation contains certain forward-looking statements with respect to the financial condition, results of operations and business of the Company and certain plans and objectives of the management
of the Company. Forward-looking statements can be identified by the use of forward-looking terminology, including, without limitation, the terms “believes”, “estimates”, “anticipates”, “expects”, “predicts”,
“intends”, “plans”, “goals”, “targets”, “aims”, “forecasts”, “may”, “will”, “would”, “could” or “should” or, in each case, their negative or other variations or comparable terminology. These forward-looking

statements include all matters that are not historical facts.

Such forward-looking statements involve known and unknown risks, uncertainties and other factors which because of their nature may cause the actual results or performance of the Company to be
materially different from the results or performance expressed or implied by such forward-looking statements. Such forward-looking statements are based on numerous assumptions regarding the Company's
present and future business strategies and the political and economic environment in which the Company will operate in the future, which may not be reasonable, and are not guarantees or predictions of
future performance. No representation or warranty is made that any of these statements or forecasts (express or implied) will come to pass or that any forecast result will be achieved.

Forward-looking statements speak only as at the date of this presentation and to the full extent permitted by law, the Company, its related bodies corporate and each of their respective directors, officers,
employees, advisers, agents and intermediaries disclaim any obligation or undertaking to release any updates or revisions to information to reflect any change in any of the information contained in this
presentation (including, but not limited to, any assumptions or expectations set out in the Information).

PAST PERFORMANCE
Past performance information given in this Information is given for illustrative purposes only and should not be relied upon as (and is not) an indication of future performance.

NOT FINANCIAL PRODUCT ADVICE
Reliance should not be placed on the information or opinions contained in this presentation. This presentation is for informational purposes only and is not financial product or investment advice or a
recommendation to acquire shares in the Company and does not take into consideration the investment objectives, financial situation or particular needs of any particular investor.

You should make your own assessment of an investment in the Company and should not rely on this presentation. In all cases, you should conduct your own research of the Company and analysis of the
financial condition, assets and liabilities, financial position and performance, profits and losses, prospects and business affairs of the Company and its business, and the contents of this presentation. You
should seek legal, financial, tax and other advice appropriate to your jurisdiction.

This presentation contains information derived from third party sources and not generated by the Company, as such while the Company considers the information presented and any conclusions drawn
correct it is unable to guarantee the veracity of the information or therefore the appropriateness of the conclusions reached.
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