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Disclaimer

Cautionary Note to US Investors

Turnium Technology Group, Inc. (the “Corporation”) may sell its securities in the United States on a
private placement basis, pursuant to an exemption from the registration requirements of the
United States Securities Act of 1933, as amended (the “Securities Act”). Therefore, the securities
of the Corporation described herein have not been and will not be registered under any the
Securities Act or any state securities laws and may not be offered and sold in the United States,
except that securities may be offered and sold to an investor that is an "institutional accredited
investor” as defined in Regulation D or a Qualified Institutional Buyer as defined in Rule 144A(a)(1)
under the Securities Act. Prospective investors will be required to represent, among other things,
that they qualify as an "institutional accredited investors” or Qualified Institutional Investor and
are familiar with and understand the terms of the offering and the applicable resale restrictions
and have all requisite authority to make such investment.

IN MAKING AN INVESTMENT DECISION, INVESTORS MUST RELY ON THEIR OWN
EXAMINATION OF THE CORPORATION AND THE TERMS OF THE OFFERING, INCLUDING
THE MERITS AND RISKS INVOLVED. THE SECURITIES HAVE NOT BEEN APPROVED OR
DISAPPROVED BY THE UNITED STATES SECURITIES AND EXCHANGE COMMISSION OR BY
ANY STATE SECURITIES COMMISSION OR REGULATORY AUTHORITY, NOR HAVE ANY OF
THE FOREGOING AUTHORITIES OR ANY CANADIAN PROVINCIAL SECURITIES REGULATOR
PASSED ON THE ACCURACY OR ADEQUACY OF THIS PRESENTATION. ANY
REPRESENTATION TO THE CONTRARY IS A CRIMINAL OFFENSE.

Certain financial information regarding the Corporation contained in this Presentation has been
prepared in accordance with International Financial Reporting Standards, which differ from
generally accepted accounting principles in the United States and elsewhere. Accordingly, the
financial information included in this presentation may not be comparable to similar financial
information with respect to domestic United States companies.
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Non-IFRS Measures

This Presentation refers to certain financial performance measures that are not defined by and do not
have a standardized meaning under International Financial Reporting Standards (termed "Non-IFRS
measures"). Non-IFRS measures are used by management to assess the financial and operational
performance of the Corporation. The Corporation believes that these Non-IFRS measures, in addition
to conventional measures prepared in accordance with International Financial Reporting Standards,
enable investors to evaluate the Corporation’s operating results, underlying performance and
prospects in a similar manner to the Corporation’s management. As there are no standardized methods
of calculating these Non-IFRS measures, the Corporation’s approach may differ from those used by
others, and accordingly, the use of these measures may not be directly comparable. Accordingly, these
Non-IFRS measures are intended to provide additional information and should not be considered in
isolation or as a substitute for measures of performance prepared in accordance with International
Financial Reporting Standards. The Corporation defines EBITDA as earnings before interest, tax,
depreciation and amortisation.

Future Oriented Financial Information

To the extent any forward-looking statement in this Presentation constitutes “future-oriented
financial information” or “financial outlooks” within the meaning of applicable Canadian securities
laws, 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. The Corporation’s actual financial position and results of operations may differ materially
from management’s current expectations and, as a result, the Corporation’s revenue and expenses.
The Corporation’s financial projections were not prepared with a view toward compliance with
published guidelines of international financial reporting standards and have not been examined,
reviewed or compiled by the Corporation’s accountants or auditors. The Corporation’s financial

projections represent management’s estimates as of the dates indicated thereon.
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Disclosure

Certain statements contained in this presentation constitute forward-looking statements. The
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words “anticipate”, “continue”, “estimate”, “expect”, “may”, “wil

I", “project”, “should”, “believe” and
similar expressions typically are used to identify forward-looking statements. The use of
forward-looking statements reflects our current views, expectations, estimates and/or projections
with respect to our performance, business and future events, and in this presentation includes
statements relating to, among others: expectations regarding our business; expectations relating to
our business goals, objectives and schedules; expectations relating to our financial performance
and margins; expectations relating to our use of proceeds; and expectations relating to market
trends and potential opportunities. Forward- looking statements are based on the then-current
expectations, forecasts and assumptions about the business and the industry and markets in which
we operate, including, among others: that there will be no unforeseen delays, disruptions or
market forces negatively affecting our business operations; that the market conditions for wireless
technologies will follow expected trends; and that there will be no regulation or law that will
prevent us from operating our business. Forward- looking statements are not guarantees of future
performance and involve risks, uncertainties and assumptions which are difficult to predict,
including, without limitation: that we may experience unforeseen delays, financing difficulties or
costs that will impact our operations, financial performance or liquidity; that we will not be able to
acquire necessary funds for general working capital and will be required to rely on the sale of
equity for such funds; that we will not be able to advance our business plan or continue
operations; that we experience technical or operating difficulties in connection with business
activities; that we have difficulties obtaining or renewing our necessary licenses and permits; that
new technology or services may make our hardware and equipment obsolete and it may be
cost-prohibitive to upgrade and bring our hardware and equipment up to competitive standards;
risks relating to market acceptance and demand for new and existing products; technological and
product development risks; and those risks relating to the occurrence of natural disasters,
hostilities, acts of war or terrorism, our reputation, competition, employee relations, changes in the
markets in which we operate or intend to operate generally, potential downturns in economic
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conditions, foreign exchange fluctuations, fluctuations in the currency markets, inflationary
pressures, changes in interest rates, changes in regulatory requirements which may alter or
prohibit investment in our business, or changes in national and local government legislation,
taxation, controls, regulations and political or economic developments in Canada or any other
country in which we operate or intend to operate. These risks, as well as others, could cause actual
results and events to differ materially from those anticipated in such forward-looking statements.
Accordingly, readers should not place undue reliance on forward-looking statements and
information, which are qualified in their entirety by this cautionary statement. These statements
speak only as of the date of this presentation and we do not undertake any obligations to update
such forward-looking statements, except as required by applicable securities law.

Market and industry data contained in this presentation is based upon information, surveys or
studies conducted by independent third parties and independent industry or general publications
and our knowledge of, or experience in, the markets in which we operate or intend to operate. We
have no reason to believe that such information is false or misleading in any material respect,
however market and industry data is subject to variation and cannot be verified with complete
certainty due to limits on the availability and reliability of raw data, the voluntary nature of the
data gathering process and other limitations and uncertainties inherent in any statistical survey.
This information has not been independently verified by us or any of our respective directors,
officers or representatives and no representation is given as to the accuracy of any of the data
from third party sources referred to in this presentation.

Neither we nor any of our representatives make any representation or warranty, express or
implied, as to the accuracy, sufficiency or completeness of the information in this presentation.
Neither we nor any of our representatives shall have any liability whatsoever, under contract, tort,
trust or otherwise, to you or any person resulting from the use of the information in this presentation

by you or any of your representatives, or for omissions from the information in this presentation.




The Mid-Market Technology Gap

Today’s fragmented IT market makes it difficult for
businesses to find complete technology solutions,
leaving them to navigate a range of challenges.

Limited options: Low-cost providers offer

basic, DIY services with minimal expertise.

High costs: Premium consultancies deliver
expensive, specialized solutions that often
lack completeness.
DZ% Underserved: Businesses with complex
needs struggle to find holistic, scalable,

and affordable tech solutions.

Vendor overload: Managing multiple
% providers wastes time and resources.

Unclear ROI: Difficulty assessing long-term

value from tech investments.

Cybersecurity blind spots: Many remain

, Enterprise-grade solutions
unaware of serious cyber threats

Without enterprise-level pricing, and the expertise required to make IT all work
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The Business Opportunity

Providing Complete IT as a SaaS solution
A one-stop-shop model that combines deep expertise with a broad product and service offering, tailored for the mid-market, that:

4 N\ N\ [ N\
® 0
® L5
Aad & _=
Provides a complete IT Delivered with Global partner network Secure and scalable to
solution Enterprise Grade quality with 24/7 support fitany size business
from compliance without enterprise-level offering a single growing with the
and cybersecurity to pricing, from partner with 24/7 customer from a phone
infrastructure and $49 USD per user support and 40 years call to $70,000+ in
devices experience recurring revenue
g L '\ '\

This approach positions the company to dominate the fragmented middle market, worth USS2.26B in MRR, offering investors a
compelling growth strategy with measurable traction and scalable revenue models.
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T4AM is based on 356M businesses at 0.057% penetration
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Complete IT isT16Is o1
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all-in-one solution designed \‘7 - ) 4
specifically for the middle market 7 \; B

businesses with 10 to 1,000 seats \—WQ &

that are underserved by traditional \
enterprise vendors. \Y\\ﬂ\/r \
" N _ -

Acting as a technology superstore, it replaces
fragmented solutions with a single, scalable platform
that covers cybersecurity, cloud, compliance, and more.

This market is vast and growing. With over 350 million
SMEs globally, TTGI estimates a US$2.26B Total
Addressable Market that is underserved, and poorly
monetized.

Size by # of Approx # of Conversion Avg # of Total # of Potential Monthly
Classification Employees Companies Percentage Rate Staff Users Saa$S Revenue
. . . . . Micro (E) <10 250,600,000 70.000% 0.050% 5 626,500 $156,625,000
By focusi ngon this Segment’ TGl delivers hlgh margin, Small (S) 10-49 64,440,000 18.000% 0.050% 17 547,740 $136,935,000
recurring revenue while solvi ng real-world [T Challenges Medium (M) 50-249 17,900,000 5.000% 0.050% 110 984,500 $246,125,000
/ : o, 0o,
fOF ama rket th at'sre ady tosca | e. Enterprise (L) 250+ 25,060,000 7.000% 0.025% 1100 6,891,500 $1,722,875,000
358,000,000 9,050,240 $2,262,560,000
Micro (E) MMR TAM=$156m Small (S) MMR TAM=$136m Medium (M) MMR TAM=$246m




Growth Strategy

A White-Label Technology Superstore for MSPs oo oty
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RO Quantum

TIGi
‘ LS/

4

Afully integrated, full-stack platform, known as “Complete IT” which f CW‘}E};’E‘;“"‘V “
bundles everything from connectivity and cybersecurity to backup, s %
using Al-powered marketing, and compliance. s Agentic -
> Powered .
- Solutions .
» Channel Partner Model: Partner-led approach to gaining KR . .
access to the full SME market. = } -
. Cloud =
A . = Security, =
) Acquisition: Potential close by the end of December 2025 . Baegfl:},& =
= Recovery IT =
= CAD $24M+ revenue . s .
= CAD $3.5m EBITDA company et :
= Proven revenue history ) DarkWeb & B s
= Australia, USA and UK presence % Ransomware 383 ..:
« 150+ staff o s
= 200+ partners %, Networks
% Services .
uas®s Compliance
‘oo, & Employee
> Agentic Al Solutions: Agentic-Al turnkey solutions are redefining business ".,.. Training os®
processes by autonomously streamlining workflows, enhancing decision-making, frea :
and driving scalable operational efficiency. *
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Global Sales Model

““‘llllllllll....

Telco, Voice
& Video Identity &

Access
Current Management

channel
partners
80+

Professional

Agentic ;
< Services

Powered
Solutions

P

Hardware,

Cloud Software &
Security, com plete @ Cloud
Backup & Services
Recovery

Acquisition 1
channel
partners

200+

TEEEEEEEEEN
YEEEEEEEEEE

DarkWeb &
Future Ransomware §83
o

Acquisitions

Networks Manqged
Services . Services
Compliance
& Employee
Training

USS2.26B of
Potential MRR
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Driving Sales & Shareholder Value

llllllll
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Telco, Voice

Post & Video Identity &
Quantum Access
. Cryp(t;)géz;\phy Management
Y i : B reecions Monthly Monthl Monthl
e o Numberof | Monthly | Monthly | EBITDALow | EBITDA Mid EBITDAHlygh ...and the
Solutions r & \ seats Revenue Grossmargin|  (10%) (15%) (20%) expertise
Hardware, B4 i
s, WIEGN @ EECH  nsets S50 §I5B SEIS0 2625 S3 ren‘lgu':‘li{“’
T IT 100seats  $25000  $15,750 $1575  $236250  $3150 all work

8

& 1000seats  $250,000  $157,500 815,750 $23,625 $31500
DarkWeb & ; o)
Ransomware 883 ('

Network Managed
Services . Services
Compliance

& Employee
Training

Gross Margin: 45 to 65%

EBITDA Margin: 15 to 20%

" »*
nnnnnnnnnnnnnn

...without enterprise-level pricing... S :
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Generating
an average
of 63% gross
margin and
saving the
customer
40% off their
monthly IT
costs



A proven track record

Ready to Scale

$120,000,000
Existing core business is generating CAD $8.5M per

annum with 85% as SaaS MRR $100,000,000
72.5% Year-over-Year Revenue growth rates 03 2025
vs 03 2024

$80,000,000

$60,000,000
Adjusted EBITDA trending in the right direction,

expected to be positive by 02 of 2026 $40,000,000

Why our 1st Acquisition makes sense:
- Over 200 Partners to Cross Sell into

- Ability to pivot to 100% In Direct Channel model 50
- Additional Senior Management resources

$20,000,000

-$20,000,000

- Increased Sales, Marketing and Technical resources
I Revenue

I Gross Margin
== \djusted EBITDA

Disclaimer: 2026 and 2027 figures represent future
acquisitions.

TIGi

Our Revenue Journey with Forward Looking Projects

2022(A)
$5,155,039
$3,696,510
-$2,800,000

2023(A)
$5,077,982
$3,596,017
-$2,636,210

2024(A)
$6,077,653
$3,655,776
-$1,200,000

2025(E)
$8,553,184
$5,422,719
-$1,000,000

2026(TA)
$25,000,000
$12,500,000
§3,000,000

2027(TA)
$100,000,000
$50,000,000
$20,000,000

All values shown in Canadian Dollars - (A)= Actuals, (E) Estimates, (TA) Targetting via Acqusition(s)




GPGY

Case Stu dy Naturgy Group
Customer Overview: GPG operates as a subsidiary of Naturgy,
applying a global approach with pioneering technologies in the
energy sector. The company has an installed capacity exceeding
4GW, distributed across 8 countries worldwide.

GPG in need of IT support fixing a CD-ROM drive, today they rely on
TTGI's Australian division “Claratti for the full Technology as a
Service Wheel".

Initial Setup: When GPG engaged they were a very small office with
a handful of staff and no internal IT resources.

The Challenge: The challenge GPG would face over the coming
years was rapid scale and unprecedented security requirement,
securing energy generation, supply and consumption data.

The Solution: Today, GPG operates a complex network at over ten
Australian sites, where improved security, reduced costs,
streamlined operations, are empowered by TTGI's IT team.

Current State: Every device is now locked down, protected and
GPG are able to operate to IS09001and ISO27001 standards,
ensuring their Australian operations are secure, scalable,
productive and growing.
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6 Year Revenue Trend - Complete IT in action

FOR MORE INFORMATION

Global Power Generation Revenue Journey
$600

$500
$400
$300
$200

$100

I J—
2020 2021 2022 2023 2024 2025

Thousands

Global Power Generation
Revenue Journey
e (5|0D| POWer Generation «++e0000 |inear(Global Power Generation)

W Acquired via acquisition, Technalogy as a Service introduced




Canadian Small-Cap SaaS Software
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“We believe our shares are undervalued”

As of: 3/10/2025 Canadian SaaS Small Cap

Canadian SaaS Small Cap

T1Gi
LS

Price EV(SM) GM% EBITDA % EV/Sales Revenue (SM) Rev Growth
2025 2025 2024 2025 2026 2024 2025 2026 25E/24E26E/25E
Kneat KSI-CA $5.88 520.9 76% 13% 10.6 8.1 6.2 48.9 64.5 83.5 32% 29%
Vitalhub VHI-CA $10.96 556.3 81% 24% 8.1 5.4 4.4 68.6 103.5 125.0 51% 21%
Sylogist SYZ-CA $6.77 172.6 59% 17% 2.6 A} 2.5 65.6 64.4 68.9 -2% 7%
Intermap Technologies IMP-CA $2.87 160.4 47% 29% 6.4 3.8 2.1 25.1 423 76.4 68% 80%
Xtract One Technologies XTRA-CA $0.72 156.4 64 % 10% 9.5 10.4 52 16.4 15.0 29.9 -9% 100%
Averages: 65% 18% 7.5 6.1 4.1 449 579 76.8 28% 48%
TTGI TTGI-CA $0.065 $18.3 70% 18% V) 1.6 1.3 6.3 11.2 14.0 79% 25%
Acquisitions:
Date Target Acquirer EV EV/Sales (TTM)
T-Nov-24 OneSoft Solutions (0SS-CA) irth Solutions LLC S100M 9.0
2-Apr-24 MediaValet (MVP-CA) STG Partners LLC S78M 4.7
16-May-24 TrueContext [TCXT-CA) Battery Ventures $143M 4.4
Average: 6.0
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Cap Table October 2025

Turnium Technology Group Inc - Cap Table Share Price 8 0.065 2 500,000 Loveest OFF Mar ‘25 - 003 Highest: 22 Apr2d - .13 Crate Ranga! 29 Dac 23 1o 02 Oct "25 o
12
Cap Table Shares Value (C8)
Common Shares Issued and Outstanding e 210,423,812  $ 13,677,548 R i
Stock Options - In the Money (ITM)
Warrants - In the Money (ITM) .08
Share Capital (diluted) 210,423,812 8 13,677,548 i
Lﬁ 1,500,000 . ' 006 =
Convertible Debenture ($276,500 @ $0.16) 2 1,728,125 g 8
Convertible Debenture ($1.173M @ $0.08) 14,662,500 @ il
Convertible Debenture ($2.2M @ $0.08) 27,500,000 £ +.000.000 x
Stock Options - Weighted Avg Exercise Price ($0.19) 16,575,440 $§ 3,149,334 04
Warrants - Weighted Avg Exercise Price ($0.13) 107,245,396 S 13,941,901
Share Capital (fully diluted) 378,135,273 $ 17,091,235 ——
Total Debt $ 8.35 Debt/EBITDA (2026E) 2.7
Shares Held by Management and Insiders 47,787,661 ) oz
Shares Held by Strategic Investors 56,454,765 i 474 i 124 125 425 7125 105
49.5%
(1) including Earnout Shares Convertible Debentures $3,649,500
(2)12% interest; converts @ $0.16 share + 1/2 warrant @ $0.16; matures May 16, 2026 Promissory Notes $1,073,000
(3)15% interest; converts @ $0.08 share + 1warrant @ $0.10; matures May 4/May 27/Jun 18/Jul 16, 2026 Short T_e"m Loans $630,000 BDC +VTB
(4)15% interest; converts @ $0.08 share + 1warrant @ $0.10; matures May 27/June 25, 2028 Cash Direct 51,607,143
Upperclass Investments $1,392,857

8,352,500
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Driving Change

Doug Childress

Claratti Founder and Global CEO of TTGI brings over 40 years of leadership in
channel, managed services, and B2B technology, and is driving the current
deal closure process that is expected to significantly enhance share price

and investor confidence.

He has built and led five successful tech companies - all founded on a
simple belief that we are social creatures and require connections with each
other to survive...and that is why, to TTGI Connectivity Matters.

Doug’s vision is simple - to improve the way we connect, and that drives the
change it takes to close the mid-tier technology gap by providing MSPs, VARs,
and ISPs with scalable, white-label solutions.

Doug’s approach is simple and human-centered: make technology as easy
to use as flipping a switch. TTGI's plug-and-play platform enables partners to
deliver enterprise-grade services without heavy infrastructure.

Under his leadership, TTGl is growing rapidly, fueled by innovation, integrity,
and a fearless commitment to connectivity, through technology.
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Board of Directors

Doug Childress, CEO, Director, Claratti Founder
= Is an experienced company director with 38 years’ experience as a
Technologist having spent his past 26 years as Chairman and Chief
'g Executive Officer.

With years of technical knowledge, proven leadership skills, and

unwavering drive and commitment to taking Turnium forward into
the next era of its growth phase.

g
k

Ralph Garcea, P. Eng, MBA, Chairman

Co-founded Focus Merchant Group in September 2018 and has over
22 years of experience in senior positions at major domestic and
international investment firms, and boutiques. Ralph is an aerospace
engineer, and has experience running a software division of a global
technology company. He is a Director of TSX-listed Converge

Johan Arnet, Director, Turnium Co-Founder

Has over 25 years of IT, Internet & Telecommunications
experience. He developed the proprietary software that is the
underlying technology and is a well-respected thought leader in
networking and SD-WAN technologies in North America.
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Technology Solutions andTSXV-listed Edgewater Wireless Systems.
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Erin Campbell, ICD.D, Director

Has over 25 years as an entrepreneur and business advisor
experience with board and corporate governance in growth and
rapidly evolving technology and industrial companies.

Erin is the founding partner of Moneta Partners, an organization
providing capital markets and corporate finance advisory services.

Craig Pentland, Director
Is an experienced company director with over 25 years’ experience
working within the Public accounting industry.

He is a Chartered Accountant, Certified Practicing Accountant,
Chartered Tax Adviser and holds an MBA. Mr. Pentland is currently a
director of SLS Advisory, Margosa Graphite Ltd, and CGS Australia Ltd.

Jim Lovie, Director
Has held senior executive roles with Xerox, Bell Canada, and most
recently, with Rogers Communications as EVP Sales.

Jim brings significant expertise in sales, service, and distribution
to Turnium.




The time is right

TTGl is no longer building —
we’re scaling.

A proven SaaS model - Complete IT provides
strong gross margins, and a clear path to S100M
in revenue and S20M in EBITDA by 2027, TTGl is
positioned for breakout growth.

Our transformation into a solutions-based
company, has unlocked a massive market
opportunity. The teamis in place, the channels
are active, and the economics are working.

Join us on the runway to scale.

...the time is right.

Investor Highlights

TIGi



Thank you
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Contact Bill Mitoulas IR Manager | investor.relations@ttgi.io | +(416) 479-9547 |

Matters






