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Forward Looking Statements LODGE‘:.INI(

This document is a presentation (the "Presentation") that has been prepared by LodgeLink Inc. ("LodgeLink" or the "Corporation") for informational purposes only as of August 2026 and does not constitute an offer or solicitation to
sell shares or securities in the Corporation, or any of its affiliated, related or associated companies. Neither the Corporation nor any of its directors, officers, employees, agents or advisors make any representation or warranty in
respect of the contents of this Presentation or otherwise in relation to the Corporation or the business of the Corporation. No person shall have any right of action (except in case of fraud) against the Corporation or any other person in
relation to the accuracy or completeness of the information contained in this Presentation. The information contained in this Presentation is provided as at the date hereof and is subject to amendment, revision and updating in any way
without notice or liability to any party. This Presentation contains certain "forward-looking information" within the meaning of applicable securities law ("forward-looking statements"). The use of the words "anticipate", "continue",
"estimate”, "expect", "will", "project"”, "should", "believe", "intend" and similar expressions identify forward-looking statements. Forward-looking statements are based on the opinions and estimates of management at the date the
statements are made, and are subject to a variety of risks and uncertainties and other factors that could cause actual events or results to differ materially from those projected or implied in the forward-looking statements. Although
forward-looking statements contained in this Presentation are based upon what management of the Corporation believes are reasonable assumptions, there can be no assurance that forward-looking statements will prove to be
accurate, as actual results and future events could differ materially from those anticipated in such statements. Additional information on risk factors that could affect the Corporation’s operations and financial results are included in
Black Diamond Group Limited's ("Black Diamond") annual information form for the year ended December 31, 2025 and other reports on file with the Canadian Securities Regulatory Authorities which can be accessed on Black
Diamond’s SEDAR+ profile at www.sedarplus.ca. Readers are cautioned not to place undue reliance on these forward-looking statements. Furthermore, the forward-looking statements contained in this Presentation are made as at
the date of this Presentation and the Corporation is under no obligation, and expressly disclaims any intention or obligation, to update or revise any forward-looking statements, whether as a result of new information, future events or
otherwise, except as expressly required by applicable securities laws. Other than as may be authorized by the Corporation upon request, this Presentation may not be reproduced, in whole or in part, in any form or forwarded or further
distributed to any other person. Any forwarding, distribution or reproduction of this Presentation in whole or in part is unauthorized. The Corporation takes no responsibility for, and provides no assurance as to the reliability of, any
information that others may give readers of this Presentation. Certain information contained herein has been provided to management of the Corporation by third-party sources or is derived from publicly available information. Such
information has not been independently audited or verified by the Corporation. The Corporation has used its best efforts to ensure the accuracy and completeness of the information presented, however the Corporation expressly
disclaims any and all responsibility for any direct or consequential loss or damage of any kind whatsoever arising directly or indirectly from: (i) reliance on any information contained herein, (ii) any error, omission or inaccuracy in any
such information or (iii) any action resulting therefrom. To the extent any forward-looking statements in the 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 financial performance of the Corporation 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 information 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 may differ materially from the estimated revenue and expenses provided in this Presentation. Such information is presented for illustrative purposes only and may not be an indication of the
Corporation’s actual financial position or results of operations. No securities commission or securities regulatory authority in Canada, the United States, or any other jurisdiction has in any way passed upon the merits of the opportunity
presented in the Presentation or the accuracy or adequacy of the Presentation. The Presentation does not constitute an offer or solicitation in any jurisdiction to any person to whom it is unlawful to make such an offer or solicitation.
The Presentation is not, and under no circumstances is to be construed as a prospectus, a public offering, or an offering memorandum as defined under applicable securities legislation. This Presentation does not purport to
summarize all the terms, conditions, representations, warranties and other provisions with respect to the transactions referred to herein. None of the terms set forth herein shall create a binding agreement of any kind (other than this
disclaimer). This Presentation and its contents are directed only at those persons that qualify as an accredited investor as defined in Rule 501(a) of Regulation D under the United States Securities Act of 1933, as amended, and
National Instrument 45-106 Prospectus Exemptions of the Securities Act (Alberta) (collectively, "Applicable Securities Laws"). By agreeing to receive this Presentation, you represent and warrant that you are a person who falls
within the descriptions of persons entitled to receive this information pursuant to Applicable Securities Laws and that you agree to be bound by the provisions of this disclaimer. Any subsequent offer to sell or solicitation of an offer to
purchase securities by the Corporation will be made by means of offering documents (e.g., term sheet, prospectus, offering memorandum, subscription agreement and/or similar documents (collectively, the "Offering Documents"))
prepared by the Corporation for use in connection with such subsequent offer or solicitation and only in jurisdictions where permitted by Applicable Securities Laws. In the event of a subsequent offer to sell or solicitation of an offer to
purchase securities of the Corporation, investors should refer to the Offering Documents for more complete information, including investment risks, management fees and expenses. Before making any investment, prospective
investors should thoroughly and carefully review the Offering Documents with their financial, legal and tax advisors to determine whether an investment is suitable for them. This Presentation is being supplied to you solely for your
information and may not be reproduced or forwarded to any other person or published (in whole or in part) for any purpose. Neither this Presentation nor any copy of it may be taken or transmitted into or distributed in any other
jurisdiction which prohibits the same except in compliance with applicable laws. Any failure to comply with this restriction may constitute a violation of Applicable Securities Laws.

LodgeLink | August 2026 Page 2


http://www.sedarplus.ca/

The Ecosystem for Workforce Travel LODGEtINI(

Established and growing platform with extensive ramp-up opportunities (product, verticals, and geography)

What We Do
o Integrated workforce travel utilizing proprietary workflow software coupled with a robust two-sided marketplace

Our Positioning

o LodgeLink optimizes project execution from planning through automated itinerary creation, booking execution, verification,
payment, and detailed reporting

Vast Total Addressable Market (“TAM”)
o ~$174B in North America + Australia

Regions
o Established North America operation; APAC in active expansion

Industries

o Currently servicing energy, utilities, construction, transportation, and many others

26,000+ $43.5M $5.4M 215,000+ 329

Properties in the Network Quarterly TTV Quarterly Net Revenue Quarterly Travel Segments Customers Transacted in TTM

38% 5-Year CAGR 41% 5-Year CAGR 47% 5-Year CAGR 38% 5-Year CAGR 8% 5-Year CAGR

LodgeLink | AUgUSt 2026 Note: figures as at Q2/2026 Page 3



Workforce Travel: Why We Undertook This Challenge

Significant industrial experience of 40+ years birthed the idea of LodgeLink

Deep Domain Expertise

Black Diamond Group (BDI:TSX, “BDI”) has been
in the workforce accommodations industry for

20+ years, with key executives having
experience spanning 40+ years

‘Boots On Ground’ Experience

With BDI having a large physical footprint of
workforce accommodation assets (over 13,000
rooms N.A. and AUS), we have a first-hand
account of the complexity and pain points of

workforce travel

Workforce Travel vs. Corporate Business Travel: Why Traditional Platforms Fall Short

A
LODGELINK

Constant Customer Feedback Loop

Fundamental understanding of the challenges
and inefficiencies that customers struggle with for

workforce travel, through strong relationships
built over decades; origin of LodgeLink was from
intimate understanding of field operations that led
to a purpose-built software solution

Attribute Workforce Travel (LodgeLink) Corporate Business Travel

Duration Long-term & extended stays (weeks / months) Short stays (1-3 nights)

Location Remote / industrial locations near job sites Urban destinations with abundant hotels
Volume Large groups — 50—100+ workers, often 120+ rotating Individual bookings

Scheduling Rotating shifts, staggered arrivals, shared rooms Predictable schedules

Change Rate

Amenities

Constant — weather, scope, supply chain disruptions

Truck parking, kitchenettes, laundry, after-hours meals

Rare changes

Standard hotel amenities

LodgeLink | August 2026
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The Problem We're Solving

Highly complex problem with no unified solution

Current State

A
LODGELINK

»
LODGELINK

Fragmented Search and = Coordinators compare pricing across many channels
Source = No single source of truth on availability or rates

Manual Booking and = Hotel and vendor contact is one-by-one
Changes = Tracking updated by hand

= Managers track crew locations by hand
= Travelers route issues through the coordinator

Traveler Visibility

Tedious Post-Travel = Accounting matches many invoices line-by-line to
bookings

Reconciliation = Discrepancies are handled case-by-case

Highly Fragmented

Hotels auto sourced by customer’s parameters

Smart systems match options to travel policy and
available supply

Direct and indirect hotel integrations automate the
process
Changes happen in real time

Timesheets synced with source systems
Travelers get real-time updates via LL app

Standardized invoicing integrated with ERP
Reporting feeds back into planning software

Fully Integrated; ‘One-Stop Shop’

LodgeLink | August 2026
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Workforce Travel as It Stands Today

A
LODGELINK

Fragmented workflow with various functions for a singular project; 3-5 hours of coordination per booking cycle

Steps

Pain
Point

Minutes
Spent

01 Project

Planning

Estimates project
needs and
determines travel
requirements

Travel sized
before vendor
reality is known

02 Project

Manager

Confirm timeline
and crew, track
traveler locations
manually

No single source
of truth

03 Travel

Planner

Search across
multiple channels,
pricing availability,
contact hotels,
book rooms,
handle changes

Loops on
availability and
changes — every
change is manual

04 Traveler

Receives travel
details, reports
issues or requests
changes

Issues flow back
through
coordinator, not
direct

05 Accounting

Receive multiple
invoices, match
bookings to invoice,
reconcile credit
cards, and handle
discrepancies

Multiple invoices
per trip, matched
by hand

O @ @ @ @

45 -90 40 - 80 90 - 300+ 10-30 10 - 20
minutes minutes setup, minutes per minutes minutes per
upfront plus daily booking cycle per issue invoice, every

tracking booking

Time inefficiency of 195 — 520+ min (~3 — 9+ hours) per booking cycle

N
LODGELINK
The all-in-one solution

One platform for planning, booking,
tracking, and invoicing — in place of
five hand-offs

LodgeLink | August 2026
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Competitive Landscape LODGEtINK

TMCs and OTAs do not have the same end-to-end capabilities of LodgeLink

LODGELINK TRAVEL MANAGEMENT EMPLOYEE SELF DIRECT HOTEL GROUP
COMPANY BOOKING BOOKING

Self-serve online H v H v v
I I
Customer service and support H v H o/ 4 v
I I
Access to hotels : v : v v v
I I
Access to lodges H v H
I I
I I
Accommodations across North America : v : v v v
I I
Crew list Integration H v H
I I
Automatic Itinerary creation/ scheduling | v H
I I
Flexible cost tracking codes H v H
I I
Interactive on-demand reporting : v : v
I I
I I
Simple, consolidated administration : v :
L 1
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Significant Barriers to Entry

»
LODGELINK

A solved complex problem, unique supply, direct connectivity, and embedded workflows create durable insulation from new entrants

Complex Problem, Purpose-Built
01 Solution

Unique Two-Sided Supply

02 Network
Directly Integrated with GDS
03 Systems

04 Deep Domain Heritage via BDI

05 Embedded Customer Workflows

Scale & Data Advantage

Workforce travel is uniquely complex: large
rotating crews, constantly changing itineraries,
multi-layer cost tracking, remote markets

26,000+ properties / 2.5m+ rooms, incl. remote
lodges and camps not listed on GDS channels

Direct GDS integration provides real-time
availability, rates, and automated booking and
changes at scale

20+ years in workforce accommodations;
13,000+ owned rooms across N.A. and AUS

Integrations with customer ERP, crew systems,
and cost codes; consolidated invoicing
embedded in finance processes

215,000+ quarterly travel segments generate
proprietary demand and pricing data

8+ years of purpose-built development solved it
end-to-end -- workflow depth generic travel tech
has not replicated

Supply onboarded through decades of operator
relationships; difficult to replicate at scale

Connectivity built over years layers global hotel
supply on top of proprietary lodge and camp
inventory

‘Boots on ground’ feedback loop informs a
product roadmap outside entrants lack

Deep workflow integration drives high switching
costs and retention

Transaction volume drives buying power and
negotiated rates subscale entrants cannot match

LodgeLink | August 2026
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The Market Opportunity Ahead! LODGE?INI(

Large runway in existing geographies with future-state regional expansion potential

Professional,
Scientific,
Technical

: Electricity, Gas, Public Admin and
Target Regions Steam, A/IC Defense

Workforce Travel $46.9B $29.9B $25.2B

Agriculture Construction Other?

$12.3B $24.3B $35.8B

Target Regions Business Travel

$450B

Global Business Travel Spend

$2T

i (1) Global Business Travel Association — 2025 Business Travel Index Outlook (2029 estimates), figures in USD; (2) Waste management, land transport,
LOdgeLlnk | AUQUSt 2026 pipelines, warehousing, mining; (3) US = ~$395B, Canada = ~$28B, and Australia = ~$28B Page 9



-
Revenue Model LODGELINK

Continued expansion into additional revenue engines (and increased volume) provides incremental margin improvement

Current Take Rate of ~12-13% + Incremental Engines = Aspirational Net Revenue Ratio of ~18%

~1%

~3%

| ~1%

~18%

Point-Of-Sale Intermediaries Intermediaries SaaS Other’ Take Rate?

LOdgeLink | August 2026 (1) Advertising, data monetization; (2) Net revenue / TTV Page 10



Who We Serve Today LODGE“LINK

Broad industry coverage with large multi-national tier one customer base
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i Note: customer names and logos are trademarks of their respective owners and are solely used to identify customers of LodgeLink. Their inclusion does not
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Growing Our Global Footprint LODGE?INI(

26,000+ properties listed, representing 2.5m+ rooms of capacity’

North America Coverage Australia Coverage

B
atere 2
'.,"b:- ~

A, LL Head Office
B LL Office
® LL Property Coverage

ey

ad

- ‘.-. " 4
‘ i+ .. "Sydney, NSW
. ’
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KPI: Total Travel Segments & Room Nights LODGE“LINK

Substantial growth in travel segments over the past five years, recently accelerated by increased air travel

TTM Room Nights Sold or Travel Segments Quarterly Room Nights Sold by Geography
(in 000’s) (in 000’s)
TTM Total (Room Nights) == == = TTM Total (Travel Segments) mCanada m United States
800.0 - 200.0 -
CAGR! CAGR!
700.0 - , 1800
Total (TS) 40.1% Vi 34.7%
p 160.0
’ 140.0
500.0 A 120.0
400.0 100.0
P P S 80.0
f Reporting change from Room Nights to Travel 1
1 Segments to account for Air Segments (post- 1 60.0
200.0 - I Spencer Acquisition?); delta represents increased |
: l\ volume through air ,'
———— e ————— - 40.0
100.0 A 20.0
NN AN DA DDA A A @@ PP O @ AR AU IR R R R IR IR R AR R R U AR R R IR IR
NGNS N AN AU AN AU LIPS U U U VN Ui U NSNS NN SN PN NI U S U U U SN U U
dFFPdFIFIFIdFFIFITIFFIFITIFIFFI dFFFddFdddIFdTdIFIFITdFIFSd

LOdgeLl n k | August 2026 (1) 5-Yr CAGR as of Q2 2026; (2) Acquisition of Spencer Corporate Travel (based in Australia) in July 2025 Page 1 3



KPI: Net Revenue & Margin LODGEtINI(

Net Revenue continues to increase YoY with a consistent Net Revenue Margin of 12%+

Quarterly Net Revenue & Net Revenue Margin TTM Net Revenue & Growth Metrics
(in C$M) (in C$M)

mmmm Net Revenue === Net Revenue Margin % mmmm Net Revenue  ==o==Growth %

79% 83%

o 45%
24% 10%

\rf° Q2/21 Q2/22  Q2/23 Q2/24 Q2/25  Q2/26

N
e
S

v
F
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Investment Highlights

A
LODGELINK

Category-defining platform — already profitable — compounding in a vast market no traditional travel player has attempted to solve

Vast Market, Unsolved
Problem

~$174B workforce travel TAM
across N.A. and Australia

A highly complex problem —
which is why no OTA or
corporate travel player has
attempted to solve it

Durable Competitive
Moats

Purpose-built platform; unique
lodge and camp supply; direct
GDS connectivity

ERP, cost-code, and invoicing
integration drives high switching
costs

Rapid, Compounding
Growth

Q2/26 TTV of $43.5M (+69%
YoY; 41% 5-yr CAGR); net
revenue of $5.4M (+64% YoY)

TTM net revenue of $17.3M, up
45% YoY

LodgeLink 3.0 Launch

Next-generation platform:
modern cloud architecture,
elevated modularity, open
integration platform

Unlocks accelerated
integrations, SaaS, and ancillary
revenue engines

Profitable Marketplace
Economics

~12-13% take rate with a
defined path to ~18% via
payments, SaaS, and
intermediaries

EBITDA positive at current scale

Blue-Chip Customer Base

329 customers transacted in
TTM across energy,
construction, utilities,
transportation, and emergency

Tier-one multi-national
relationships with project-driven
demand

Industry-Leading
Retention

Growth compounding within
existing accounts: 41% TTV
CAGR vs. 8% customer-count
CAGR

Embedded workflows drive
sticky, recurring transaction
volume

Multiple Levers for the
Next Leg

New verticals, APAC expansion
(Spencer acquisition), and the
2026 product roadmap

Growth capital accelerates a
validated, repeatable playbook

LodgeLink | August 2026

Note: figures as at Q2/2026
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Contact Us

Jason Zhang

VP & CFO, LodgelLink
jzhang@lodgelink.com
O: +1 (403) 206-4739
M: +1 (587) 575-6888

https://www.lodgelink.com/

A
LODGELINK

LodgeLink | August 2026
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Non-GAAP & Supplementary Financial Measures LODGE.I:INI(

Net Revenue Margin is calculated by dividing net revenue by Total Trade Value for the period. Management believes this ratio is an important supplemental measure of LodgeLink's performance and profitability and believes this ratio
is frequently used by interested parties in the evaluation of companies in industries with similar forms of revenue generation where companies act as agents in transactions.

TTVor Total Trade Value is a non-GAAP financial measure and is calculated as the total revenue billed to the customer which includes all fees and charges. Net revenue, a GAAP financial measure, is Total Trade Value less costs
paid to suppliers. Revenue from bookings at third-party lodges and hotels through LodgelLink is recognized on a net revenue basis. LodgeLink is an agent in the transaction as it is not responsible for providing the service to the
customer and does not control the service provided by a supplier. Management believes this non-GAAP financial measure is an important supplemental measure of LodgeLink's performance and cash generation and believes this
non-GAAP financial measure is frequently used by interested parties in the evaluation of companies in industries with similar forms of revenue generation.

For further information and discussion on Non-GAAP financial measures, as well as a reconciliation to the most comparable GAAP measure, please refer to Black Diamond’s Management Discussion and Analysis for the quarter
ended June 30, 2026 which is available on the Black Diamond website at www.blackdiamondgroup.com, or on Black Diamond’s SEDAR+ profile at www.sedarplus.ca.
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