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Forward Looking Statements
CAUTIONARY NOTE REGARDING FORWARD-LOOKING INFORMATION AND FORWARD-LOOKING STATEMENTS: Certain statements in this presentation constitute forward-looking statements and
forward-looking information (collectively herein referred to as “forward-looking statements”), which can often be identified by words such as “will”, “may”, “estimate”, “expect”, “plan”, “project”,
“intend”, “anticipate” and other words indicating that the statements are forward-looking. Such forward-looking statements are expectations only and are subject to known and unknown risks,
uncertainties and other important factors, including, but not limited to, risk factors included in this presentation, that could cause the actual results, performance or achievements of the Company or
industry results to differ materially from any future results, performance or achievements implied by such forward-looking statements. Such risks and uncertainties include, among others, the
Company’s ability to maintain its PCI DSS certification, the Company’s ability to complete the re-listing in Canada, the Company’s ability to achieve specified metrics and develop partnerships, the
impact of limits on the financial value of transactions involving the Company’s solutions, the availability of certain features on the Company’s solutions, the ability of the Company to raise additional
funding or financing, the Company’s ability to retain its talent and management team, and the timeline for completion of the Company’s reorganization. These risks should be considered carefully and
readers are cautioned not to place undue reliance on such forward-looking statements.
These risks, uncertainties and assumptions could adversely affect the outcome and financial effects of the plans and events described herein. In addition, even if the outcome and financial effects of the
plans and events described herein are consistent with the forward-looking statements contained in this presentation, those results or developments may not be indicative of results or developments in
subsequent periods. Although the Company has attempted to identify important risks and factors that could cause actual actions, events or results to differ materially from those described in forward-
looking statements, there may be other factors and risks that cause actions, events or results not to be as anticipated, estimated or intended. Forward-looking information contained in this presentation
is based on the Company’s current estimates, expectations and projections, which are based on the information available as of the date of this document. Prospective investors should not place undue
reliance on any forward-looking statement contained in this presentation. Forward-looking statements contained in this document are made of the date of this presentation and, except as required by
applicable law, the Company assumes no obligation to update or revise them to reflect new events or circumstances. Historical statements contained in this document regarding past trends or activities
should not be taken as a representation that such trends or activities will continue in the future. In this regard, certain financial information contained herein has been extracted from, or based upon,
information available in the public domain and/or provided by the Company. In particular historical results should not be taken as a representation that such trends will be replicated in the future. No
statement in this document is intended to be nor may be construed as a profit forecast.
An investment in the Company is speculative and involves substantial risk and is only suitable for investors that understand the potential consequences and are able to bear the risk of losing their entire
investment. Investors should consider the following risks, in addition to many others, and consult with their own legal, tax and financial advisors with respect to all such risks before making an
investment.
CAUTIONARY NOTE REGARDING FUTURE-ORIENTED FINANCIAL INFORMATION: To the extent any forward-looking statement in this presentation constitutes “future-oriented financial information” or
“financial outlooks”, such information is being provided to demonstrate the anticipated market penetration and the reader is cautioned that this information may not be appropriate for any other
purpose and the reader should not place undue reliance on such future-oriented financial information and financial outlooks. Future-oriented financial information and financial outlooks, as with
forward-looking statements generally, are, without limitation, based on the assumptions and subject to the risks set out above under the heading “Cautionary Note Regarding Forward-Looking
Information and Forward-Looking Statements”. The Company’s actual financial position and results of operations may differ materially from management’s current expectations.
THIRD PARTY INFORMATION: This presentation includes market and industry data which was obtained from various publicly available sources and other sources believed by the Company to be true.
Although the Company believes it to be reliable, the Company has not independently verified any of the data from third-party sources referred to in this presentation, or analyzed or verified the
underlying reports relied upon or referred to by such sources, or ascertained the underlying assumptions relied upon by such sources. The Company does not make any representation as to the
accuracy of such information.
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Corporate Overview
GetSwift is positioned to be the glue that will hold together large and small 
businesses in the last-mile sector. We provide simple and secure, cloud-
based SaaS solutions that automates a variety of business operations. 

• Rapid revenue growth with 2016 - 2020 CAGR of 191%
• Utilized in 75+ industries across 70+ countries 
• Scalable enterprise software platform that provides operational and 

financial value for users expected to underpin significant top-line 
growth

• End-to-end design, integration and implementation of infrastructure 
and communication services

• 3 acquisitions since 2019 have accelerated expansion 

• Re-listed in Canada - Trading on NEO began in January 2021

• Customers include:

GetSwift Technologies Ltd.
NEO : GSW

Share Price1 $0.96 CAD

Market Cap1 $29.5M CAD

FY 2020 Revenue3 $26.1M CAD

Cash & Cash 
Equivalents3 $14.2M CAD

Shares Outstanding2 30.7M

Headquarters New York, NY

1. As of June 9, 2021
2. At May 17, 2021
3. At May 17, 2021

3
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Market Opportunity

GetSwift sits in an attractive space at the intersection of the E-Commerce/Retail Solutions and 
Delivery Management/Workforce sectors

E-Commerce 
/Retail Solutions

$10.3B 

Delivery 
Management/ 

Workforce

$8.7B

E-Commerce/Retail Solutions Delivery Management/Workforce

Sources: Grand View Research, MarketsandMarkets, ResearchandMarkets  



Diverse, Blue-Chip Clients Across Extensive Industries and Geographies 

Select Customers Select Partners

Food, 
31%

Courier/M
essager, 

15%

Services, 
9%

E-Commerce, 
12%

Trucking, 
4%

Flowers, 
3%

Grocery, 
5%

Other, 
22%

Customer Acquisition By Industry 
(2018-2020)

8%

7%

7%

6%

3%

69%

Customer Concentration
(2020)• Rapid revenue growth with 2016 - 2020 CAGR of 191%

• Diverse customer base across Enterprise, Medium, and 
SMBs, spanning 70+ countries

• With minimal staff, and optimization processes in place to 
optimize inbound inquiry there is significant opportunity to grow
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38.7
40.7 42.3

45.1
48.4

51.3 53.2 54.2

2017 2018 2019 2020E 2021E 2022E 2023E 2024E

eCommerce and Management Market Overview

Sources: Statista, Grand View Research, Allied Market Research

eCommerce Market Revenue

•Significant growth fueled by demand for convenient at-home purchasing

($USD Billions)

▪ The eCommerce market was valued at $42.3B in 2019 and is projected to grow to $54.2B in 2024

▪ In light of COVID-19 and the evolution of work, eCommerce has established itself as the convenient and reliable alternative to 
traditional forms of commerce

▪ For the Delivery Management market, new technology and a focus on operational integration are fueling a new phase of growth

▪ The Workforce Management market size was valued at $4.35B in 2019, as is expected to grow at a CAGR of 10.2% from 2020-2027

$3.1 $3.0

$3.8
$4.3

$4.6 $4.8

$7.1

2019A 2020E 2021E 2022E 2023E 2024E 2025E

Delivery Management Industry
$USD Billions
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Market Opportunity

COVID-19 has accelerated the ‘digital-first’ trend in food and 
retail commerce
• During the 2020 holiday season small retailers saw an average 

110% increase in online sales1

Local support of retail is driving growing demand for local 
delivery last-mile management
• 44%of consumers planned to support small and local retailers 

during the 2020 holiday season2

• 38% said they will make a deliberate effort to shop at smaller 
retailers throughout the holiday season2

The burgeoning farm-to-table paradigm creates demand for 
simple, cost-effective solutions to manage distribution

1. Adobe Analytics
2. Adobe Analytics 
3. Statisa

Total US Delivery Spend  

$861B

Marketplace Spend

$600B

Niche Marketplace Spend

$2-4B

about:blank
about:blank
about:blank
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Integrated Tools

Tools for every business 
regardless of size, 
complexity, location or 
vertical.
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GetSwift outperforms all direct competitors
but is undervalued

Dragontail Systems 

GetSwift is projecting a $30m run rate for 
2021 revenues and the public market is 
valuating the company at 1x revenue

Onfleet 
• 18.92m (USD) raised
• $64m valuation
• $9.7m in rev

Bringg
• $87m (USD) raised
• $177.51m valuation (USD) (@ 

25m Series C)

• 2020 Acquisition by Yum!
• Fiscal year ended 31 December 2020,

revenues were $1.5M (USD)
• Operating margin: -275.28%
• Net Profit margin: -268.16%
• Exited at $90m (USD) valuation

• https://www.investing.com/equities/dragontail-systems-ltd-financial-summary

• Pitchbook Data & https://getlatka.com/companies/onfleet

• https://techcrunch.com/2020/04/07/bringg-nabs-30m-to-expand-its-delivery-

logistics-platform-used-by-walmart-and-others/

about:blank
about:blank
about:blank


Fantastic Growth Opportunities

Over $250M in sales generated a month by products and services sold by clients on the platform

• GetSwift not yet fully monetizing transaction value and growth

Potential material exponential growth caused by force multipliers through economies of scale could push rev target to $100m in 
2022 

Expand Logistics and Employee Management systems into new categories

− Construction

− Infrastructure

− Resource Distribution and Management

‘Delivery as a Service’ system that will enable customers to choose the right courier, in exchange for a transaction fee

Expand market share for the Employee Management toolset



Seasoned, Entrepreneurial Leadership Team Across 
Finance, Operations, and Technology

Bane Hunter | CEO
Bane Hunter is a global executive with over 20 years’ experience as an operator in the digital product economy. As a leader and visionary in 
the digital product and monetization space, Mr. Hunter has focused on disruptive emerging technologies. Past roles include Chief Product 
Officer at A+E Television Networks, Senior Executive Director at Conde Nast, Chief Project Officer at Viacom, as well as President, Global 
Growth & Strategy of BlueChilli. Mr. Hunter has worked extensively in Australia, Europe, Asia, and the US. In addition to his MBA, Mr. 
Hunter holds PMP and  CSM certifications. He was appointed CEO in April of 2018. 

Robert Bardunias
COO & CFO

• Nearly 20 years of experience in 
business development

• Former head of global branding and 
growth strategy of MGID

• Former co-founder and CRO of Iris.TV

Dave Curry
Vice President

• Currently the Head of Application and 
Data Architecture

• Former Director of Open Systems 
Architecture for E*TRADE

• Over 35 years of systems application 
and development

Stanley Pierre-Louis
Chairman

• Currently serving as CEO of 
Entertainment Software Association

• Former Senior Vice President for IP at 
Viacom

• Graduate of Clark University and 
University of Chicago Law

Joel MacDonald
President & Co-Founder

• Co-founded GetSwift in 2013

• Former co-founder of LiquorRun

• Former co-founder of Distributed 
Logistics

• Former Australian professional football 
player
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Key Takeaways

• Utilized in 75+ industries across 70+ countries in multiple 

categories and business sizes

• Strong revenue growth with 2016 - 2020 CAGR of 191%

• Company is targeting $100m in revenues in 2022 if its long 

term plan is successful

• The platform allows the ability to compliment well known 

industry leaders

• Delivery management platform has historically enjoyed a 

high customer retention rate and provides outstanding 

business model
472 

1,451 

5,092 

26,115 

30,000

6/30/17 6/30/18 6/30/19 6/30/20 12/31/21

Trailing Twelve Month Revenues
000’s CAD$
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*CAGR is in relation to 2016 - 2020*Forward projection of $30m + for 2021 and subject to change.

+



Bane Hunter – bane@getswift.co
Joel MacDonald – joel@getswift.co
Robert Bardunias – robert@getswift.co 

U.S. Investor Relations
Chris Tyson
Executive Vice President  
MZ North America
Direct: 949-491-8235
GSW@mzgroup.us
www.mzgroup.us

Company Investor Relations
investors@getswift.co www.getswift.co

GetSwift Technologies Ltd.
1185 6th Avenue New York, NY 10036

Contact


