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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 provides a simple and secure, cloud-based SaaS 
solution that automates a variety of business operations 
centered on delivery management, allowing clients to 
better serve their customers.

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

• Scalable enterprise software platform that provides operational 
and financial value for users expected to underpin significant 
top-line growth

• 3 acquisitions since 2019 have accelerated expansion 

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

• Utilized in 75+ industries across 70+ countries 

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

• Customers include:

GetSwift Technologies Ltd.
NEO : GSW

Share Price1 $1.69 CAD

Market Cap1 $51.9M CAD

FY 2020 Revenue3 $25.0M AUD

Cash & Cash 
Equivalents3 $34.0M AUD

Shares Outstanding2 30.7M

Headquarters New York, NY

1. As of March 15, 2021
2. At September 30, 2020
3. At June 30, 2020

3
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Market Opportunity

COVID-19 is accelerating 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 and food/beverage 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

U.S. Online Food Delivery Revenues3

$ Millions

Platform-to-Consumer Delivery         Restaurant-to-Consumer 
Delivery

https://news.yahoo.com/small-businesses-pivoted-e-commerce-172707375.html
https://blog.adobe.com/en/publish/2020/12/01/cyber-week-online-shopping.html#gs.sfnf7a
https://www.statista.com/outlook/374/109/online-food-delivery/united-states


5

All Challenges 
Addressed in 
One Offering

Data 
Exchange

Dispatch & 
Routing

Mobile 
App

Real Time 
BI & 

Analytics

Driver Safety 
& Learning

Spend Mgmt. 
Payment 

COD
Reverse 
Invoice

Customer 
Feedback

Collaborative 
Exceptions 

Management

Tracking, 
Alerts & 

Dashboards

Driver, Carrier 
& Fleet 

Management

Seamless integration and 
customization of GetSwift’s 
applications by providing a 
range of cloud, virtual and 
on-premise systems.

Complimentary deployment 
of networked hardware 
enables a highly automated 
logistics management 
experience.
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Integrated Tools

GetSwift allows and owns a 
major advantage through 
vendor consolidation.

All of these modules 
represent a product line 
GetSwift offers that a 
customer would have had to 
have individual vendors for in 
the past.
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Dynamic Cloud Based Efficiencies

All delivery management —
dispatching, routing, 
tracking, driver 
management, data 
analytics, and more is 
designed on one
cloud-based platform
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Service for Every Business Size & Type

Enterprise
Unites all moving parts of delivery

Full suite of features that weave into the entire 
business - staff scheduling, cash management, 
customer Marketplace, & Farm-to-Table Delivery 
Management.

Food, Restaurants & Industrial

Medium
For last-mile businesses 

needing to scale fast

All of delivery management features —dispatching, 
routing, tracking, driver management, data 
analytics, and more in one cloud-based platform

Retail 

Small 
Easy delivery management

For emerging businesses

Delivery jobs get ordered, routed, and tracked 
automatically, and all communication takes 
place over one app. 

Couriers
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Flexible Economics

• In many of instances, clients are 
engaged under multiple offerings & 
services for a negotiated blended price

• Price affordability, scalability and 
customization facilitates the retention 
of customers throughout their lifecycle

Monthly 

Subscription

Per 

Transaction

Recurring 

Maintenance 

& Advisory 

% of 

Ecommerce 

Basket Size

Per 

Customer

Per Project / 

Program

% of Gross 

Payment 

Transaction
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Customers

Enterprise, Medium & Small companies across 70 countries and 75 industries

10
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Customer Acquisition
Building a Diverse Business
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New Revenue Opportunities

• Over $25.0M CAD in business a month enabled through e-commerce platform
− GSW NOT yet monetizing transaction value and growth

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

• Price increase for new Post-COVID key functionality
− Driver declarations
− Driver temperature input
− Negative COVID test attestations

• Expand market share for the Employee Management toolset

• Expand Logistics and Employee Management systems into NEW categories
− Construction
− Infrastructure
− Resource Distribution and Management

− Geo Fencing
− Enhanced and Encrypted mapping functionality
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2021 Growth Catalysts

13

Accelerate Top Line
• Increased reliance on delivery as a means of observing social 

distancing/quarantine directives
• Enabling our clients to improve their user experience while realizing 

efficiency-driven optimization of costs
• Focused on an aggressive sales effort to drive revenue growth

Add Partners
• The GetSwift platform offers tangible benefits for other consumer 

delivery market participants, particularly in the area of labor
• By working with well-established market participants, we can rapidly 

expand our branding and market presence
• We intend to be judicious in developing partner relationships

Additional Business Lines
• Grow patent strategy
• Several conditionally granted patents
• More being developed across portfolio

Optimize Operations
• Decrease operational costs: legal & staff resources 
• Emphasize more immediate term, low-effort client capture
• Terminate high/low effort revenue accounts



14

Management
Bane Hunter, Chief Executive Officer
With over 20 years of driving data-driven innovation, Bane has built a career on delivering value through designing and improving products, solving complex problems, and
building the best teams around him. Bane’s career has spanned fintech, media and entertainment, venture technology, and now, logistics. Prior to GetSwift, Bane was Chief
Project Officer at MTV Networks, where among many accomplishments he designed and managed Viacom’s first digital content protection efforts. He later helped shape
the strategic direction of media companies such as A&E and Conde Nast. Most recently, Bane was a board member of startup accelerator BlueChilli Group, which invests in
young companies and powers them with products, partners, and marketing. At GetSwift, you’ll find Bane identifying opportunities all over the globe to revolutionize how
companies manage their logistics needs.

Joel MacDonald, President and Co-Founder
Joel Macdonald has had an entrepreneurial spirit since his days as an Australian professional football player. After completing his MBA during his playing days, he co-
founded one of Australia’s first eCommerce liquor delivery platforms, LiquorRun, and later founded the on-demand logistics company Distributed Logistics and the
hospitality payment platform Zwype.com. At LiquorRun, after feeling the pain of manually managing delivery, his team developed the SaaS platform that would become
the seed for his next venture: GetSwift. As president, Joel combines his passion for product development, marketing, and operations to help GetSwift continue to create
the most innovative smart logistics software in the world.

Rob Bardunias, Chief Operating Officer
With nearly two decades of experience in business development, Rob Bardunias is an operator who excels at leading global companies with strategies to fuel their
growth—through partnerships, new technologies, and specialized marketing. Prior to GetSwift, Rob led the global branding and growth strategy for the native advertising
network MGID Inc., which generates over 150 million visitors per month. More recently, he was the co-founder and Chief Revenue Officer of Iris.TV, the video intelligence
platform that helps leading publishers build more engaged audiences, in addition to founding several other successful emerging technology ventures. At GetSwift, you’ll
find Rob wearing many hats—from managing our partnerships in Europe and Asia to cultivating new, outside-the-box initiatives that grow the scope and efficiency of all of
our global business operations.

Dennis Noto, Chief Technology Officer
Dennis Noto combines a passion for developing market-shifting products and UX with a commitment to building a world-class company culture. With three decades
spanning nearly every facet of the technology industry, in 2012, Dennis won the CIO 100 Award for his work at Trust Company of America, where he developed a trading
application that financial advisors could use across any browser or device. Prior, Noto spent much of his career as a financial services CIO helping financial institutions
accomplish big tasks such as clearing billions of financial transactions instantly. Most recently, as Executive Architect/CTO of IBM’s Watson for Business, he advised Fortune
500 companies on how to harness AI for their businesses. Along the way, Dennis has learned that sparking innovation is not just about having the latest technology, it’s
about building the best team around you.
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Key Takeaways

• Scalable enterprise software platform that provides 
operational and financial value for users which we expect 
to underpin significant top-line growth

• Utilized in 75+ industries across 70+ countries in multiple 
categories and business sizes

• Model allows the ability to partner with larger, well-known 
delivery industry leaders

• Delivery management platform has historically enjoyed a 
high customer retention rate, providing excellent financial 
visibility 

• Attractive unit economics of the model, coupled with a 
high-degree of scalability, expected to allow rapid 
achievement of bottom-line profitability

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

000’s CAD$
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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


