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with a Global Technology Superstore
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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 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. e .

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.

i| 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:
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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 USS49/mth 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 & enterprise markets, worth USS$2.26B in MRR, offering our
Partners a trusted resource to help them grow and investors a compelling growth strategy with measurable traction and scalable revenue

models.
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TAM is based on 358M businesses at 0.05% penetration
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Total Addressable Market (TAM)

Complete IT isT16!s

all-in-one solution designed specifically
for the Small-to-Medium Enterprise (SME) <
market where businesses with 10 to 5,000 |
seats are under-served by traditional
enterprise vendors.

Acting as a technology superstore, it replaces/ augmentsﬁk?
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 (MRR) Total
Addressable Market that is under-served, 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

TTGI delivers high-margin, recurring revenue while solving Micro (£) <10 250600000 70000% 0.050% ° 626,500 $156,625,000
, Small (S) 10-49 64,440,000 18.000% 0.050% 17 547,740 $136,935,000
real-world IT challenges foramarket that's ready toscale. The Medium (M) 50-249 17,900,000 5.000% 0.050% 110 984,500 $246,125,000
Insentra acquisition has provided additional skills and expert]se Enterprise (L) 250+ 25,060,000 7.000% 0.025% 1100 6,891,500 $1,722,875,000
to enable TTGl to better serve the SME segments. 396000000 7050240 $2262:560000
Micro (E) MMR TAM=$156m Small (S) MMR TAM=$136m Medium (M) MMR TAM=$246m
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Growth Strategy

- Insentra acquisition provides Scale to grow

- 12 Month Revenue Run Rate increases from S9M
to S30M

- Global Partners increase from 80 to 282

- Physical presence increased in Australia, UK and
the US

- Complimentary back-office to absorb new partner
and acquisition targets

- Market Opportunity for Consolidator (Super Store)

- Well positioned to capture new business from
Microsoft CSP/Citrix/Broadcom/ VMWare disruption

- Stronger Executive Leadership and Technical
bench strength.

Ready for Scale, Cross Selling
& Future Acquisitions

TTGI Growth

TTGI12 Month Forward-Looking Forecast

$35,000,000
$30,000,000
L $25000,000
2 $20,000,000
& $15000,000
$10,000,000
$5,000,000

0 [ T — | [ee—— - I -

042025 012026 022026

B Revenue $2,286,459 $2,032,597 $4,092,180

m C0GS $1,599,641 $849,165 $2,136,803

B Gross Profit $686,818 $1,183,432 $1,955,376

B Gross Margin 30.0% 58.2% 47.8%

Buw ll- Il-
032026 042026 012027
$7,825,141 $8,286,521 $9,152,403
$4,413,994 $4,662,175 $5,325,828
83,411,147 $3,624,346 $3,826,575

43.6% 43.7% 41.8%

Financial Data
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2Month
$29,356,245
$16,538,800
$12,817, 444

43.7%

) The Timing is Right - With 5~6 other targets in the pipeline (MSPs, cybersecurity,

geographic expansion). More recent M&A in the sector show private equity is looking
for secure networking infrastructure for edge computing (Scale Computing/Adaptiv

Networks; Wireless Logic/Comms365)

> TTGI's Complete IT, Proprietary Secure SD-WAN is critical as "Connectivity Matters"




Global Sales Model
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Driving Sales & Shareholder Value

Generating
an average of

Enterprise-grade solutions...

--------
"""""""

> 43% gross
margin

Strategic IT
Guidance

...without enterprise-level pricing... s :

Future-Proof Optimizef:l i
Security Foundation “
. N e B Monthly | Monthly | Monthl 3
. BY & commmemion B\ Numberof | Monthly | Monthly |EBITDALow | EBITDAMid | EBITDA H?’gh ...andthe . > Savina the
Simnevaton @ seats Revenue |Gross margin/  (10%) (15%) (20%) expertise g
: ~ . reqll)lired to o JNCSCIOIE
E: ERr?:gEre;s:ri i@ COI‘!:_IQIetG HOR Bgfez:ég E 10 seats $2,500 $1575 $157.50 $236.25 $315 make IT ....- 40% Off their
. /% 100seats  $25,000 $15,750 $1575 $2,362.50 $3,150 allwork monthly IT
| © > 1000seats  $250,000  $157,500 815,750 $23,625 $31500 : costs
Resiionce = @ o :
Data AIwa_ys-Qn . : ............ -
vomeemer |\ ek Gross Margin: 43 to 65% : > Driving Long
Cultre . 3 Term
....... EBITDA Margln: 15 to 200/0 ..'. c“stomer

RN NN L i - Value




A proven track record

Ready to Scale

S2M increases to $S8M per Quarter by 30 Sep 26

71% Year-over-Year Revenue growth rates (Avg
since FYE 2022 to FYE 2026 (Forecasted Year End)

$2.1M Adjusted EBITDA Forecasted by 30 Sep
2026, tied to Insentra Acquisition Earn Out

Insentra Acquisition delivers:
- S6M per Qtr in Revenue with a 38% Gross Profit
- Over 200+ Existing Partners
- Strong Cross Sell Opportunities
- Additional Senior Management resources

- Increased Sales, Marketing and Technical
resources

Our Revenue Journey with Forward Looking Projects

$120,000,000
$100,000,000
$80,000,000
$60,000,000
$40,000,000
$20,000,000

30

-$20,000,000

2022(A) 2023(A) 2024(A) 2025(A)
. Revenue 85,155,039 $5,077,982 $6,077,653 $8,790,000
. Gross Margin $3,696,510 $3,596,017 $3,655,776 $4,346,495
Adjusted EBITDA -$2,800,000 -$2,636,210 -$1,200,000 -$2,047,176

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

2026(F)
$28,200,000
$12,160,000

$2,100,000

2027(TA)

TIGi

$100,000,000
$45,000,000
$20,000,000



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

“We believe our shares are undervalued”

Canadian Small Cap Saa$

Price EV(SM) GM% EBITDA %

26-Feb-26 2026 2026
Kneat KSI-CA $4.19 377.4 60% 21%
Vitalhub VHI-CA $8.17 364.7 68% 26%
Sylogist SYZ-CA $3.87 95.5 56% 20%
Intermap Technologies IMP-CA $1.48 54.1 45% 28%
Xtract One Technologies =~ XTRA-CA $0.55 124.3 34% 7%
Averages: 53% 20%
Turnium TTGI-CA $0.090 $22.9 50% 15%
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2025

6.0
3.4
1.5
2.6
9.0
4.5

2.7

EV/Sales
2026

4.8
2.8
1.4
1.2
4.6
3.0

0.7

2027

3.8
2.5
1.4
0.7
3.1
2.3

0.6
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Revenue (SM) Rev Growth
2025 2026 2027 26E/25E 27E/26E
63.3 79.3 99.5 25% 25%
107.9 129.8 144.6 20% 11%
63.1 66.0 69.9 5% 6%
21.1 44.6 72.5 111% 62%
13.9 26.8 39.7 94% 48%
53.9 69.3 85.2 51% 31%

8.5 31.5 39.4 271% 25%
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Cap Table March 2026

March 2026
Lowest: 07 Mar "25 - 0.03 Highest: 22 Apr'24 - 0.13  Date Range: 29 Dec '23 to 26 Feb '26
2,500,000 0.14
Turnium Technology Group Inc - Cap Table Share Price $ 0.090
0.12
Cap Table Shares Value (CS) 0.10
Common Shares Issued and Outstanding o 234,926,365 $ 21,143,373 2,000,000 -
Stock Options - In the Money (ITM) 0.08
Warrants - In the Money (ITM) '
Share Capital (diluted) 234,926,365 $ 21,143,373 = ]
® 1,500,000 - a
2 0.06 Q
Convertible Debenture ($276,500 @ $0.16) @ 1728,125 < 3]
Convertible Debenture ($1.058M @ $0.10) ) 10,580,000 : 8
=
Convertible Debenture ($1.95M @ $0.08) “ 24,375,000 2 1,000,000 a
Stock Options - Weighted Avg Exercise Price ($0.19) 16,575,440 $ 3,149,334 - 0.04
Warrants - Weighted Avg Exercise Price ($0.13) 108,433,396 S 14,096,341 |
Share Capital (fully diluted) 396,618,326 S 17,245,675 '
500,000
Total Debt $ 7.66 Debt/EBITDA (2026E) 2.2
Shares Held by Management and Insiders 50,912,661 0 0.02
Shares Held by Strategic Investors 56,454,765 : ; .
y 9 1/24 4/24 7124 10724 1125 4/25 25 10/25 1/26
(1) including Earnout Shares Convertible Debentures S 3,284,500
(2)12% interest; converts @ $0.16 share + 1/2 warrant @ $0.16; matures May 16, 2026 Promissory Notes 5 1,073,000
(3)15% interest; converts @ $0.08 share + 1warrant @ $0.10; matures May 4/May 27/Jun 18/Jul 16, 2026 Short Term Loans 3 300,000
(4)15% interest; converts @ $0.08 share + 1 warrant @ $0.10; matures May 27/June 25, 2028 Cash Direct S 1,607,143
Upperclass Investments S 1,392,857
$ 7,657,500
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Driving Change

Doug Childress

Claratti Founder and 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
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.

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.

Paul Pagliaro, Director

Paul has been a long-time entrepreneur, as well as a senior
executive in financial services, software companies and other
industries. Recently Paul held various senior management roles
within an operating group of Constellation Software Inc (TSX:CSU)
from Corporate Director BD, Mergers and Acquisitions to VP
Strategic Initiatives within a portfolio of six vertical market software
companies, as well as CEO of GuestVision Software. Previously,
Paul acquired, invested in and grew software companies.
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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 was a Director of TSX-listed Converge
Technology Solutions, and is a Director TSXV-listed Edgewater
Wireless Systems.

Jim Lovie, Director

Jim has held private and public Director roles in addition to having
held Senior Executive roles with Xerox, Bell Canada and most
recently with Rogers Communications as EVP Sales and Service.

Jim brings significant expertise in the Communications sector as
well as his experience 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

T1Gi

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

Matters




