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e Welcome: Chairman Charles Fear

« Board Introductions

e Resolutions 1-6
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Good morning, John
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Communities by
Revolutionising TV.

Premium enterprise entertainment and communications
platform for communities delivered through the preferred
in-room device—the Connected TV.

Your Family

You might like




An unmatched
solution on the
cusp of faster
growth.

e Someofthe Mostofthe = Allofthe
time time time

A proven technology company with $15.0 million in annualised
subscription revenue, poised for accelerated growth in
significant health and mining markets and beyond.
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Years of expertise Innovative product Blue-chip clients Subscription Profitable and
with our unique, roadmap unlocking in mining and revenue mostly from cash-sustaining
best-in-class new growth markets aged care long-standing clients business

integrated platform



Best-in-class all in one solution.

Innovative, scalable technology adapting to each community’s evolving needs.

Aged Care Home = Community  Wellness TV &Radio T
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Connected TV Device . .
Plugs into existing hardware Premium Entertainment Connect and inform with Comprehensive support,
(TV) + High-capacity, high- and educational content tools for better inclusivity training, and infrastructure
powered tech hub tailored for each and well being for long-term client loyalty
community

HEALTH

Mining & In-Home Care

Aged Care /3 Retirement Living Global Aged Care 818,200 people
@ Resources O 230 000 f; 260,000 @ potential o -
150,000 ~Q ' — ! S & CHSP

room market room market 2,600,000 beds 235,599 people

Market
Potential

room market

e New User Interface FY25 m—) em= New TV Device FY26 wp

Cloud Based System FY27 m——)



Swift Aged Care ecosystem.
Swift Access

Family Facility
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Entertain + Engage @
CHECKED IN F | | @
Cacare Tell Touch
+ ) Support Services
Family App
Facilities are supported with R&D, low
E B Families, friends and carers band width technology, a Content
can share photos and videos Management System (CMS), network
to a user's TV and get facility design, installation, training, 24/7 support,
Remote Connected Integration notifications and updates performance metrics and more

TV Device Partner
Platforms




Key client
challenges.

Manage the well-being of communities under their care.
While generating additional revenue, lowering costs, mitigate
risks and improve business and resident outcomes.

Financial impact to Revenue due to changes in the regulatory
1 environment with the introduction of the changes to additional
service charging.

2 High Bandwidth costs and lost revenue opportunity of redidents
relying on personal streaming services.

3 Reliable and supported service delivery, minimising costs
associated with services disruption or infrastructure upgrades.

Traditional manual communication processes, inefficient and
4 costly. Demand for information - employees, residents, regulatory
reporting result in escalating operational costs.

Corporate accountability for poor psychosocial outcomes for
5 company’s responsible for managed communities — regulatory
and compliance risk.

The Swift
solution.

Innovative integrated technology that delivers additonal revenue
opportunities, an exceptional user experience, improve operational
efficiency and ROI.

Flexible Revenue generation opportunities from Swift Platform for
the ordering of additional goods and services by Residents and
their Families.

Proprietary low-bandwidth tech for faster speeds, more reliable service,
and deliver install and operational cost savings. Swift curated
entertainment offering provides opportunity to generate revenue.

In house R&D and third-party integrations to enhance user experience, and
managing governance, and compliance.Technical Helpdesk and Client
Success to support customers in maximising ROI.

Features and tools that streamline internal and external communications
with proven time/costs savings.

Curated evidence-based content and tools to support better mental
health and wellbeing outcomes + integrated Al to aid accessibility.



Competitive
landscape.

A highly differentiated solution for
business, provides clear space within the
markets it operates.

Single platform addressing multiple
business requirements.

Platform designed to be easily customised
for the needs of a community by the client
or Swift.

Flexible subscription packages to support
client business model i.e. ‘Additional
Services’ packages in Residential Aged
Care sector.

Market focus
Commercial

(Primary audience)

Residential

Hospitality
PayTV

Digital Notice

Boards

SMARTV
brands

Streaming

Low

services

Integrated technology solution
(offering more than one service)

High



Home My Info Entertainment+ Live TV Wellness N Cast o

Your updates

R =2

Changes to flight November 23 WHS Training Activities & Events

Travel information

Bus schedule Gym open times Support services Staff hand book

° Watch our Mining & Resources Demo
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Mental

Mining
solutions.

A premium, resort-style experience,
improving well-being in remote transient
Fly-In Fly-Out (FIFO) communities.

Supporting recruitment, retention, and
overall staff satisfaction for blue-chip
mining companies.


https://www.swiftnetworks.com.au/mining-and-resources/
https://vimeo.com/1026048484

Mining:
Strong growth 150,000
still ahead. screens

Mining sales have more than
doubled in two years.

Sales Q1 FY25

Further growth is expected (1)
through site expansions, transition 9,636 6 ° 5 A)
from traditional pay TV, long-term screens Current penetration

client partnerships, and targeted
sales efforts of new user interface.



Our Mining
clients.

We partner with market leaders who have
strong growth potential with the expansion
of new and existing sites. Many of these
clients have trusted us for years.

RioTinto

INPEX BHP

Chevron
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ROY HILL
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Home Community Wellness TV &Radio Entertainment+ R Help & 9:15am - swift Ag e d C a r
®
Good morning, John S o Ut I o n S

Al drives a personalised experience
| > i for residents to aid accessibly,

A e ” inclusion, and social connection.
Your Family _ Breakfast Menu

Boosts profitability, compliance,
oversight, improvement, and
feedback for providers.

You might like

Watch our Aged Care Demo



https://www.swiftnetworks.com.au/mining-and-resources/
https://vimeo.com/1019659281

Australia:
Growth is just 220,000
beginning. screens

Strong sales in aged care, our first health
segment, are expected following the launch of
our new sector specific user interface at Sales Q1 FY25
Australia’s largest aged care conference.

%
This entry into aged care, alongside ongoing 3;202 1 ° 5 (0]

innovation, positions us to expand into related
health markets through existing provider screens
relationships.

Current penetration



Our Aged Care
clients.

A strong portfolio of Private and
Not for Profit Providers. Many
with significant portfolios in
adjacent verticals, Retirement
Living and Home Care.
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Global aged care
market opportunity.

We plan to expand internationally with the development

of our relationships of blue-chip domestic health 2.6m aged care
partners who have a global footprint. beds opportunity
0.9m beds 1.7m beds
. across AU, NZ, in the US
The global elderly care services market was valued at UK and Canada

USS$1.1 trillion in 2022 and is projected to reach USS1.8

trillion by 2030, growing at a compound annual growth

rate (CAGR) of 6.5% from 2023 to 2030. 255
The Intergenerational Report predicts by 2062, the

population aged 65 and older will more than double,

while the number of people over 85 will more than triple.




FY24 financial
highlights.

Strong results highlighting our effective cost
management strategies, operational
efficiencies, and improved margins.

Subscription Swift Access Cash Position*

Enterprise
Revenue Sales CAGR $ 1.8m

Revenue EBITDA Group EBITDA

$18-4m $2.4m $1 4m $14.5m 65% * $2.0m as at

30/9/24

32%



Swift Access sales growing

In Q1 FY25, we now have 6.5% mining market share and accelerated growth in
Aged Care sales due to new Strengthened Quality Regulations. Total room
sales are expected to keep increasing as Swift Access enters new markets.

(CAGR: Compound Annual Growth Rate)

CAGR
61%

5,492

Jun-22 Sep-22

Total Sales

8,185
7,805

Jun-23 Sep-23

10,524

Dec-23

11,489

Mar-24

11,539

Jun-24

12,032

-

Sep-24

12,838

g

Dec-e

CAGR
299%

100 142
— |

Jun-22 Sep-22

CAGR
45%

5,350

3,803

Jun-22 Sep-22

Aged Care

264 316 351

Dec-22 Mar-23 Jun-23

Mining

7,454
6,840
6,170 I

Dec-22 Mar-23 Jun-23

2,388

545

Sep-23 Dec-23

8,136
7,640 |

Sep-23 Dec-23

2,958
2,789 2,789

Mar-24 Jun-24 Sep-24

Mar-24 Jun-24 Sep-24

3,202

Dec-e

9,636



Recurring SaaS

revenue will keep
improving margins. l

Evolving product mix from low margin PayTV
resales to recurring Swift Access SaaS revenue,
driving significant margin growth.

New product technology development will
improve scalability — reduce variable costs and
allow access to new markets.

D Project . Reseller . Swift products



Building our competitive edge.

In-Home Care
Global Aged Care

Mining & Retirement
@ Resougrces O Aged Care r;o Living lo I 818,200 people @ Potential
220,000
150,000 ~Q 260,000 6 CHsP S 2600000 beds
room market

room market

room market 235,599 people

Market
Potential

A powerful upgrade that further boosts our
value and drives cross-selling in health markets,
with a more capable and cost-effective device.

. ' Enhanced sector-specific

Zal | . |ezid value with upgrades in user

s oxperience, personalisation,
integration, engagement,

L‘“’i.‘-*‘?; ke and content discovery.

Enables global reach with cost-
effective cloud servers, eliminating
the need for on-site hardware.

Cloud Based System FY27 =——

e New User Interface FY25 =) == New TV Device FY26 mp

Product
Roadma
p



2025 Outlook:
Growth & Innovation.

Grow market share in existing markets and accelerate growth into adjacent
markets via continued innovation to reduces costs and enhances scalability.

Mining, oil and gas: Factors supporting growth
+ Site upgrades and expansions with existing customers.
+ Shift away from traditional PayTV entertainment only products
+ Swift Access delivers features and functionality designed for mining beyond entertainment.
1 Access to new markets
Aged care market: Our fastest, biggest growth opportunity
» Major Aged Care providers in Australia are currently assessing Swift Access
» Over 11,000 screen inquiries received since Swift Access 2025 launch in October
» New tiered subscription model ‘Engagement only’ add on ‘Entertainment’, has generated strong 2 Reduced costs
interest from Providers requiring flexibility for new additional services business model as a result
of the new Aged Care Legislation commencing 1 July 2025.

Product innovation: The key to successful market entry 3 Best use-.r experience,
+ Swift Access 2025 with new user interface and user experience with Al-driven personalisation. respondlng to new
+ Fast-track the next-gen Swift TV device with advanced chipset for high-speed and seamless app Iegislation
integration + reduce operational costs and boosting scalability.
* Integration with 10T and apps for enhanced user experience and business efficiency



Important notices.

This document has been prepared by Swift Networks Group Limited (ACN 006 222 395) (Company) and is current at the date of this document. The information contained in this document is a summary only and does not purport to be all
inclusive or to contain all the information that a prospective investor may require in evaluating a possible investment in the Company and should not be relied upon by any person in connection with an offer or sale of 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.

To the maximum extent permitted by law, the Company and its affiliates and their directors, officers employees, associates, advisers and agents each expressly disclaims any and all liability, including, without limitation, any liability arising out
of fault or negligence, for any loss arising from the use of or reliance on information contained in, or for omissions from, this document including, without limitation, any financial information, any estimates or projections and any other
financial information derived therefrom. The release, publication or distribution of this document (including an electronic copy) outside Australia may be restricted by law.

FORWARD-LOOKING STATEMENTS

This document contains certain forward-looking statements with respect to the financial condition, results of operations and business of the Company and certain plans, strategies 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 are based on the Company’s current expectations and beliefs
concerning future events at the date of this document and are expressed in good faith as a general guide only and should not be relied upon as an indication or guarantee of future performance.

Whilst the Company believes it has reasonable grounds for making such forward-looking statements, such statements are subject to known and unknown risks, and significant uncertainties and other factors, many of which are outside the
control of the Company. Actual results may differ materially from future results expressed or implied by such forward-looking statements. None of the Company, its affiliates or their directors, officers, employees, associates, advisers, agents
or contractors makes any representation or warranty (either expressed or implied) as to the accuracy or likelihood of fulfilment of any future looking statement, or any events or results expressed or implied in any forward-looking statement,
except to the extent required by law. You are cautioned not to place undue reliance on any forward-looking statement. Other than as required by law, including the ASX Listing Rules, the Company does not intend to update or revise forward-
looking statements, or to publish prospective financial information in the future, regardless of whether new information, future events or any other factors affect the information contained in this document.

This document may contain information from third party sources, including industry or general publications, which have not been independently verified by the Company or its representatives. The Company makes no representation or
warranty, expressed or implied, as to the fairness, accuracy, correctness, completeness or adequacy of such third-party information or any conclusions reached from such information.

PAST PERFORMANCE

This document contains information as to past performance of the Company. Such information is given for illustrative purposes only and is not — and should not be relied upon as —an indication of future performance of the Company. The
historical information in this document is, or is based upon, information contained in previous announcements made by the Company to the market.

NOT FINANCIAL PRODUCT ADVICE

The material contained in this document is not, and should not be considered as, financial product or investment advice. This document is not (and nothing in it should be construed as) an offer, invitation, solicitation or recommendation with
respect to the subscription for, purchase or sale of any security in any jurisdiction, and neither this document nor anything in it shall form the basis of any contract or commitment. This document is not intended to be relied upon as advice to
investors or potential investors and does not take into account the investment objectives, financial situation or needs of any particular investor which need to be considered, with or without professional advice, when deciding whether or not
an investment is appropriate. You should make your own enquiries and investigations regarding all information in this document, including, but not limited to, the assumptions, uncertainties and contingencies which may affect the future
operations of the Company and the impact that different future outcomes may have on the Company.



Thank you.

Aged Care

Home  Community

U=D Exercise

Recommended
-

Yoga Ball Exercises

(+ Exercise ) @ 15 minutes

Wellness

TV &Radio  Entertainment+ 9:15am swift

KX Help B

Strength Routine Core Training

(& Exercise ) @ 15 minutes  Exercise ) @ 15 minutes
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