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Disclaimer

This Document comprises an institutional presentation (the “Presentation”) which has been
prepared by and is the sole responsibility of GETECH Group Plc (the “Company”).

The content of this promotion has not been approved by an authorised person within the
meaning of the Financial Services and Markets Act 2000. Reliance on this promotion for the
purpose of engaging in any investment activity may expose an individual to a significant risk of
losing all of the property or other assets invested.

The information in this presentation is subject to updating, completion, revision, further
verification and amendment without notice.

This Presentation does not constitute or form part of any offer for sale or solicitation of any
offer to buy or subscribe for any securities nor shall it or any part of it form the basis of or be
relied on in connection with, or act as any inducement to enter into, any contract or
commitment whatsoever or constitute an invitation or inducement to engage in investment
activity under section 21 of the UK Financial Services and Markets Act 2000.

Notwithstanding the above, in the United Kingdom, this Presentation is only being given to
persons reasonably believed by the Company to be investment professionals within the
meaning of paragraph (5) of Article 19 or to high net worth companies or unincorporated
associations within the meaning of paragraph (2)of Article 49 of the Financial Services and
Markets Act 2000 (Financial Promotion) Order 2005 (SI 2005/1529), and the Proposed Offer will
only be available to such persons who are also qualified investors within the meaning of
section 86(7) FSMA purchasing as principal or in circumstances under section 86(2) FSMA. This
Presentation is only being sent to persons reasonably believed by the Company to be
investment professionals or to persons to whom it may otherwise be lawful to distribute it. If
you are not such a person (i) you should not have received this Presentation and (ii) please
return this Presentation to the Company's registered office as soon as possible and take no
other action. By accepting this Presentation the recipient represents and warrants that they
are a person who falls within the above description of persons entitled to receive this
Presentation.

This document has not been approved by an authorised person under Section 21 of the
Financial Services and Markets Act 2000 (“FSMA”).

This Presentation is not intended to be distributed, or passed on, directly or indirectly, to any
other class of person and in any event under no circumstances should persons of any other
description rely or act upon the contents of this Presentation. This Presentation and its
contents are confidential and must not be distributed or passed on, directly or indirectly, to any
other person. This Presentation is being supplied to you solely for your information and may
not be reproduced, further distributed or published in whole or in part by any other person.

No representation or warranty, express or implied, is made or given by or on behalf of the
Company, its advisers or any of their respective parent or subsidiary undertakings or the
subsidiary undertakings of any such parent undertakings or any of the directors, officers or
employees of any such person as to the accuracy, completeness or fairness of the information
or opinions contained in this Presentation and no responsibility or liability is accepted by any

person for such information or opinions. No person has been authorised to give any
information or make any representations other than those contained in this Presentation and,
if given and/or made, such information or representations must not be relied upon as having
been so authorised. The contents of this Presentation are not to be construed as legal, financial
or tax advice.

The information has not been verified nor independently verified by the Company’s advisers
and is subject to material updating, revision and further amendment.

The Company has not been, and will not be, registered under the United States Investment
Company Act of 1940, as amended, and investors will not be entitled to the benefits of that
Act.

Neither this Presentation nor any copy of it may be taken or transmitted into the United States
of America or its territories or possessions (the “United States”), or distributed, directly or
indirectly, in the United States, or to any U.S Person as defined in Regulation S under the
Securities Act 1933 as amended, including U.S resident corporations or other entities organised
under the laws of the United States or any state thereof or non-U.S branches or agencies of
such corporations or entities or into Canada, Australia, Japan, South Africa or the Republic of
Ireland. Neither this Presentation nor any copy of it may be taken or transmitted into or
distributed in Canada, Australia, Japan, South Africa or the Republic of Ireland, or any other
jurisdiction which prohibits the same except in compliance with applicable securities laws. Any
failure to comply with this restriction may constitute a violation of United States or other
national securities law.

Forward-Looking Statements. Information contained in this Presentation may include 'forward-
looking statements'. All statements other than statements of historical facts included herein,
including, without limitation, those regarding the Company's financial position, business
strategy, plans and objectives of management for future operations (including development
plans and objectives relating to the Company's business) are forward-looking statements.

Such forward-looking statements are based on a number of assumptions regarding the
Company's present and future business strategies and the environment in which the Company
expects to operate in future. Actual results may vary materially from the results anticipated by
these forward-looking statements as a result of a variety of factors. These forward-looking
statements speak only as to the date of this Presentation and cannot be relied upon as a guide
to future performance. The Company expressly disclaims any obligation or undertaking to
disseminate any updates or revisions to any forward-looking statements contained in this
Presentation o reflect any changes in its expectations with regard thereto or any change in
events, conditions or circumstances on which any statement is based.



Highlights 6-months to 30 June 2018

Operational
*  Sales team focused on account management and multi-year subscriptions
*  Operations focused on continuous product and service enhancement

* Henley and London to merge in H2, Leeds office on market

Financial

* Total sales closed £4.3 million —a 39% increase on H1 2017

*  Multi-year product subscriptions add £1.4 million to recurring revenue pipeline
*  H1revenue recognition £0.2 million below H1 2017

*  Post tax loss of £280,000 (H1 2017: £227,000 loss)

* Net cash plus receivables flat across period (£3.9 million)

Outlook
* FYsales are typically geared to H2 — H2 2018 opening with a $S0.9 million data sale
*  Budgets set in 2017 have constrained 2018 Exploration and New Ventures spend

*  Optimistic that preparations for 2019 work programs will generate new demand



Geoscience and GIS for natural resources

Getech provides geoscience and geospatial products and services to
companies and governments, which they use to de-risk exploration
programmes and improve their management of natural resources

Geoscience

We have reshaped our activities around a suite of data, software
knowledge

and information products
We map the structures and

systems that shape the

Earth’s crust
We add further value through services that leverage our products

and geoscience-geospatial skills

This product-led strategy targets growth in high-margin recurring-

revenue opportunities

Geospatial
expertise

We are focused on our customers’ needs _
Create, store, integrate,

We are focused on diversification manipulate, analyse and
visualise
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Products at the heart of our business

Products: c70% of revenue, potential to be recurring, strong margin Services

Geo-information Products

*  When was oil & gas most likely to form? Geoscience
Reduce exploration risk . i i ion? .
p Which locations are best for exploration Integrated G&G Service
*  Plate movements Market potential *  Regional studies
* Pastclimate «  c. 100 super-majors & large *  Seismic & well analysis
*  Reservoir-Source quality independents *  Government advice

. License rounds

Data products *  Where are the oil and gas basins? Gravity & Magnetics
See and understand e  When were the basins active? World G&M experts
*  Visualise crust’s structures Market potential v el gmmpllaer

*  Data reprocessing

*  Understand oil & gas basin +  All 0&G and Mining exploration ,
evolution companies *  Value-add analysis
*  Largest global dataset
GIS
Software *  Which locations are lowest risk? Esri Gold Partner

*  How many wells & pads to drill?

* Implementation
o How much reserve can | book?

*  Spatial data
management

*  Development of
custom solutions

Save time and money

*  Play-based exploration
e  US shale production
* Data integration

Market potential

e  Super majors to small independents
(c. 1k US onshore operators)




Products and Services - focused on the customer




Some of our Customers and Geographies
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Crude market
and our customers



The shape of the crude price curve is important

Brent spot price and evolving forward curves ($/bbl)
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2017 budgets were set against much lower crude prices - queue of cash flow priorities

e Log-run prices are an important driver for exploration sentiment



S60/bbl outlook as good as at any time in past 20 years

Customer cash margin Super Major exploration capex and Brent
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Source: Wood MacKenzie Source: BP, Chevron, ConocoPhillips, Eni, Equinor, ExxonMobil, RDS, Repsol, Total

* Costs at cyclical low + Unbudgeted crude price strength = Strong cash margins
* |In each cycle exploration spending moves at a lag to crude price recovery

e 2019 expectation is for measured capex growth and continued capital discipline



Reduced spending has longer-term consequences

Super Major upstream capex and proven reserve life
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Source: Wood Mackenzie Oil Supply Tool (H1 2018 dataset)

* Both exploration and development investment have been reduced

Global liquids production capacity — by development status

14%
YTF

| 10% Other

Discoveries

| 11% probable

development

13% reserves
growth

50%

[ onstream

* Reserve lives are falling - reserve replacement rates (ex North America) are below 100%

e Future liquids supply depends on conventional yet-to-find volumes



Operational Review
6 months to 30 June 2018



Continuous product and service enhancement

Investment throughout the cycle — shaped to our customers’ needs
 £0.5 million capitalised investment

* Investment is focused on our customer’s most pressing commercial needs
 Rewarded with £1.4 million of new multi-year contracts

Globe — annual release cycle, completed on time and to cost, new content and analytic tools
Data — Irish Atlantic Data and upgrades, Sierra Leone round close delayed due to election
Software — New functionality, support for Esri 10.6 release

Gravity & Magnetic Solutions - running at full capacity
GIS Services - new Super Major support contract, continued diversification beyond oil & gas
Geoscience Services — significant restructuring, on the road to resetting profitability

Additional investment in operational delivery, training, sales and marketing

* Significant H2 campaigns in software and information products
* Expansion in product training and support for our customers






Financial Review
6 months to 30 June 2018



A simple profitability formula

H1/H2 revenue weighting

Total Costs

Revenue

40:60

c. £7 million per year
c. 85% fixed

> £7 million = FCF +ve
< £7 million = FCF —ve

(pre financing and w.c.)



H1 total sales closed
H1 revenue

new forward sales

H1 revenue

cash costs

Post tax loss

post tax cash flow
investment

debt repayments

Net cash @ 30 June
Net cash + receivables

H1 2018 — Financial summary

£4.3 million
£2.9 million
£1.4 million

£2.9 million
£3.5 million

£0.2 million

£0.08 million
£0.50 million
£0.15 million

£1.4 million
£3.9 million

up 39%
down 6%

zeroin H1 2017

£0.2 million less

down 4%

flat year-on-year

£1.8 million @ 31 Dec 2017
£3.9 million @ 31 Dec 2017



Multi-year licenses — continued capital discipline

Revenue recognition and forward sales
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Costs largely fixed — profitability geared to H2 revenue
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Total sales closed £4.3 million
*  39% year-on-year rise

Driven by new multi-year license agreements
* H1 Revenue £2.9 million (H1-17 £3.1 million)
* Hlincr.in FWD sales £1.4 million (H1-17: flat)

$0.9 million data sale closed after 30 June
*  Would have resulted in 16% H1 revenue growth

Would have placed Group in profit

H2 weighting to revenue and margins

Cost base 4% lower year-on-year

*  Ontop of a32% reduction across 2016/2017

*  Change to mix - investment in sales and delivery
*  Geoscience Service restructuring in H2 2018

Smaller cost base, largely fixed in nature
*  85% of costs are ‘fixed’

Significant cash leverage to sales growth



Cash flows — net cash plus receivables flat

H1 cash flow analysis

H1-18 H1-17
£ ‘000 £ ‘000
Cash flow from operations -136 102
Working Capital -396 -356
Cash tax receipts 608 572
Net Operating Cash flow 76 318
Investing Activities -445 -500
M&A -400
Investing cash flow -445 -900
Financing cash flow -154 -141
Increase/(decrease) in cash -523 -723

30 June 30 June 31 Dec

2018 2017 2017

£ ‘000 £ ‘000 £ ‘000

Net Cash 1,389 826 1,759

Receivables 2,526 2,799 2,121

3,915 3,625 3,880

Revenue £0.2 million below H1-17

* Does not reflect £1.4 million of forward sales
* H1 working capital £0.4 million negative

* H1 £0.6 million R&D tax credit

Capital investment £0.5 million

 Globe and software
 Zero M&A cost (H1 2017: £0.4 million)

Debt repayment £0.2 million
e Debt at 30 June 2018: £0.5 million
e Debt at 30 June 2017: £0.8 million

Net cash outflow £0.5 million
e Revenue £0.2 million below H1 2017

Net Cash and Receivables flat across the period
* c.50% of forward sales invoiced at 30 June

*  50.9 million data sale closed early in H2 2018



Conclusions and Outlook

Customer capital discipline is expected to hold firm but reasons for optimism
*  Strength along the crude price curve

*  New multi-year product sales

Getech commitment - investment through the cycle and capital discipline
*  Continuous product investment and customer collaboration

*  Products and Services that move us to the front of the capex queue

FY sales are typically geared to H2
*  40:60 sales ratio - H2 2018 opened with a $0.9 million data sale
*  Budgets set in 2017 have constrained 2018 Exploration and New Ventures spend

*  Optimistic that preparations for 2019 work programs will generate new demand

Operational and Capital Management

* Leeds office placed on the market in H1 2018

* Henley and London to merge in H2 2018

* . £200,000 of exceptional costs in H2 2018 - we do not expect FY costs to exceed those in 2017

We remain committed to making our capital work hard for the benefit of shareholders






Getech
some more detalil



Experts in the assessment of risk and opportunity

Exploration Appraisal Development Production Abandonment
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Where in the world? Informed drilling decision

Gravity & Magnetic Data Seismic and Well Data

Reports Geoscience Consulting
Globe

Government Advisory

Geospatial Consulting & Data Management
GIS Software

Products Services




Beyond exploration - Development to Abandonment

Exploration Appraisal Development Production Abandonment
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Production: Shale oil, share gas, CBM Operations Management: NCOC
Our Unconventionals Analyst software product simplifies complex We provide GIS platform services to the JV managing the multi-phase
reserve evaluation and well pad planning projects for resource play development of Kashagan, a huge oil field in Kazakhstan.
developments. . We provide a remote service to implement and support a web-based
. How much 1P, 2P and 3P can | book? What area between the mapping platform used to manage geospatial data
“” I/?
wells can | book as “proved”; . Areas of focus include: oil spill response, management of facilities,
. How many wells and pads do | need to drill my acreage? geotechnical investigations, vessel tracking
. How many laterals do | need? What types of laterals?

[ Jrre—— 2} @  exonmobit QD rorac Q nNPEX

. How can | improve my well plan to be more cost effective?




Natural Resources — Geospatial skills open doors

Nuclear

Forestry

Agriculture

& @

GIS software

solution design

* Monitoring and
safeguarding

* Technical assurance

* Software
development

* Business analysis
e System design

* Ongoing system
support services

Company “X”

G&M and Globe
applications

* Gravity & Magnetics are
core tools

* Exploring innovative
uses for Globe’s data
layers

Scottish water

e GIS training classroom
and e-learning

Mozambique

¢ Predictive tool to
improve potable water
well success rate

* GIS delivery, training and
content building

£

DNAAS

u Scottish
Water

k-.p_- Always serving Scotiand

Yield
&
Sustainability

25
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