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On April 4, 2022, Rafael Museri, Chief Executive Officer and Co-Founder of Selina Hospitality PLC, was interviewed by ExecEdge. A copy of the
transcript of the interview is set forth below.

ExecEdge Q&A

1.  For those unfamiliar, can you tell us about Selina?

Selina is one of the world’s largest and fastest growing hospitality and experiential brands built to address the needs of Millennial and Gen Z
travelers. Our network of boutique hotels, which includes 145 open or secured properties across 25 countries and six continents, is custom built
for today’s nomadic traveler, providing them with a global infrastructure to seamlessly travel and work abroad.

Our locations blend beautifully designed accommodation with coworking, recreation, wellness, and local experiences. What’s important to note is
that we create each property in partnership with local artists, creators and tastemakers, enabling us to work with the local communities to breathe
new life into existing buildings or underperforming hotels. We can replicate this model of success from urban cities to remote beaches and jungles,
where many of our hotels are located.

The Millennial and Gen Z cohort that we target — a quickly growing segment of the population that spends approximately $350 billion per year on
travel — craves the type of unique experiences that Selina can offer including restaurants, bars, surfing, tours, yoga, mixers, concerts, co-working
spaces, and more. However, the strong demand our properties are experiencing is not just from travelers; it’s from locals who frequent our
locations to take advantage of the aforementioned amenities. We’re also benefiting greatly from the rise in remote work.

While we’re still a young company — we founded Selina in 2014 — we have experienced rapid sustained growth given the authentic experiences
we’re able to create. We’re really proud that Selina has become a brand that transcends hospitality by creating a loyal community and a lifestyle
that guests want to belong to long after their first visit. We believe we’re a true category disruptor.

2. What made you decide to launch Selina?

My co-founder, Daniel Rudasevski, and I have spent a good portion of our lives traveling to different countries. Daniel has been surfing all over
the world since he was a kid and I’'m an avid cyclist, having explored over 40 countries on a touring bike. In living this nomadic lifestyle, we
identified a large void in the hotel market — specifically quality accommodations tailored for Millennial and Gen-Z travelers — that was not served
by corporate hotels, short-term rentals or youth hostels. This cohort seeks unique accommodations, local authenticity, personalized and consistent
guest experiences, dedicated co-working space and the ability to meaningfully connect with others, and this type of option just didn’t exist
globally.



In realizing this, we set out to create a venue that combined the social aspects of a local cultural hub with the design of a boutique hotel, and
provided travelers a range of experiences and wellness activities. To test our idea, we found an underutilized hotel on a beach in Panama in a
fisherman’s village called Pedasi, leased it, and within 90 days, converted it into an activated content, programming and experience-driven asset
with offerings for both low-budget and higher income travelers. In short, we managed to design and operate a property that brought people
together, from locals to international travelers. We focused on experience, food and beverage, and the ability to work while traveling and playing.

Fortunately, we quickly became the most successful hotel in the local region, with the highest occupancy. At that moment, we understood that this
kind of experience-focused hospitality product delivers better economics than traditional hotels and can scale aggressively at pace. Since that time,
we have expanded across North and South America, Europe, the Middle East and Australia.

What’s driving the demand for your product?

There are a number of factors driving demand for our product. For one, there is a significant mismatch between demand and supply for
attractively priced accommodations that serve the Millennial and Gen Z market. Consider this — 43% of travel spend is from Millennials and Gen
Z and less than 3% of the 16.9 million global supply of hotel rooms are designed for them. No other hotel company has managed to create a
product quite like ours and scale it globally. We believe our first mover advantage provides us with a sustainable competitive advantage when it
comes to attracting travelers and building brand equity.

Another factor is the strategic location, design and activation of our properties, which appeal to locals and domestic travelers as much as global
visitors. This has allowed us to continue growing at a time when global travel has been substantially reduced due to the Covid-19 pandemic. Our
hotels are in the places locals and tourists alike want to visit, and they are activated with the exciting events, restaurants and other programming
that support strong activity during high and low international travel seasons.

Beyond travelers, we continue to see very robust demand from local real estate and hotel owners who on average pay for 90% of the cost to
transform their underperforming properties into vibrant, locally-inspired Selina-branded destinations. We are the brand partner of choice for this
contingent given the nature of our offering and our proven ability to quickly and efficiently execute transformations that significantly improve the
financial profile of properties. Given our proprietary technology — which we use to identify many of these underperforming properties — and our
asset light operating model, we can consistently replicate this success.

In summary, we pride ourselves on being uniquely in tune with the needs of Gen Z and Millennial travelers, and we continue to focus on
implementing new products — such as co-living and other flexible travel products — that provide the experiences this cohort is seeking. We believe
the strong momentum we’re seeing will lead to continued growth throughout 2022 and beyond.

How do you ensure Selina stands out in a crowded hospitality market?

At the end of the day, it comes down to our intense focus on the guest experience. We exist to manufacture authentic environments that facilitate
meaningful connections. “Meaningful” is the key word here. We work diligently to measure our success in this regard, and it has to go beyond the
bottom line. We’re proud of the fact that 66% of guests, on average, report meeting a new friend during their stay. This is a key differentiator for
Selina and one that’s very difficult to replicate.



What also makes us stand out is that we’re able to quickly and efficiently roll out destinations in a manner that we believe no other major hotel
company has done successfully in this same way. Our business model is less about getting someone who is visiting a city to stay at our hotel and
more about having each and every guest feel like they’re part of something. One way to determine if we’ve been successful is to examine our high
Net Promoter Score and our large social media following, which consists of over 2 million people. Again, we’re building a loyal community and
lifestyle that customers want to belong to long after their first stay.

One more important point is that we’re capable of meeting the needs of anyone who travels regularly — whether for business or pleasure — and is
looking to immerse themselves in the culture of the local community. So, as work from home and remote work in general continues to become
more institutionalized, we’re perfectly positioned to take advantage of this. We provide travelers with the flexibility, optionality and dependability
they require to live happily and productively as digital nomads. In our view, no other hospitality brand does this as well as Selina.

5.  Selina is in the process of going public — how did you decide this was the right path for the company?

We’ve managed to grow Selina quickly over the last 7.5 years and see significant opportunity to continue to scale. Going public will enable us to
accelerate our growth and bring Selina to more locations, travelers and local partners worldwide, further expanding our competitive moat. We also
felt very comfortable with our partners in Brian and Ben Friedman at BOA Acquisition Corp. (NYSE: BOAS), who we were fortunate to work
with in the past to develop and select hotel locations in the domestic 48. They understand our product, our target demographic and the power of
our culture, and they bring incredible Wall Street and North American hospitality experience to Selina. The match with BOA and the timing of
going public lined up perfectly for us. If you look at the tailwinds supporting our business — and there are many — it gave us great confidence that
becoming a public issuer is the best path forward. Selina is well positioned to continue to benefit from the pent-up travel demand, the increase in
remote working and the prioritization of health, wellness and experiences among our target customers, which we anticipate will accelerate in the
coming years. We’re excited and energized by the path ahead.

6.  What does it mean to be a lifestyle brand?

For Selina, it’s about building an evolving community that people want to be actively involved in. It’s about helping Millennial and Gen Z
travelers live life and explore the world on their terms. It’s about being associated with adventure, opportunity and friendship. All of these
elements are critical not only to our success, but to the happiness and satisfaction of our guests and community members. We have managed to
achieve our growth with very little marketing budget due to word of mouth endorsement among our community — this is a strong testament to our
ability to stay true to our mission and deliver the types of products and authentic experiences that digital nomads want and need.

Additional Information and Where to Find It

This communication does not contain all the information that should be considered concerning the proposed business combination between BOA and
Selina (the “Business Combination™). In connection with the proposed Business Combination, Selina intends to file with the U.S. Securities and
Exchange Commission (the “SEC”) a registration statement on Form F-4 (the “Registration Statement”), which will include a preliminary proxy
statement of BOA and a prospectus. The definitive proxy statement and other relevant documents will be mailed to stockholders of BOA as of a record
date to be established for voting on the Business Combination. Stockholders of BOA and other interested persons are advised to read, when available,
the preliminary proxy statement and amendments thereto, and the definitive proxy statement because these documents will contain important
information about BOA, Selina, and the proposed transactions. Stockholders will also be able to obtain copies of the Registration Statement and the
proxy statement/prospectus once they are available, without charge, by directing a request to: BOA Acquisition Corp., 2600 Virginia Ave NW, Suite T23
Management Office, Washington, D.C. 20037. These documents, once available, and BOA’s other filings and reports filed with the SEC can also be
obtained, without charge, at the SEC’s internet site (http://www.sec.gov).



INVESTMENT IN ANY SECURITIES DESCRIBED HEREIN HAS NOT BEEN APPROVED OR DISAPPROVED BY THE SEC OR ANY OTHER
REGULATORY AUTHORITY NOR HAS ANY AUTHORITY PASSED UPON OR ENDORSED THE MERITS OF THE OFFERING OR THE
ACCURACY OR ADEQUACY OF THE INFORMATION CONTAINED HEREIN. ANY REPRESENTATION TO THE CONTRARY IS A
CRIMINAL OFFENSE.

No Offer or Solicitation

This communication is for informational purpose only and not a proxy statement or solicitation of a proxy, consent, or authorization with respect to any
securities or in respect of the potential transaction and shall not constitute an offer to sell or a solicitation of an offer to buy any securities, nor shall there
be any sale of any securities in any state or jurisdiction in which such offer, solicitation, or sale would be unlawful prior to registration or qualification
under the securities laws of such state or jurisdiction.

Participants in Solicitation

BOA, Selina, and their respective directors and executive officers, other members of management and employees may be considered participants in the
solicitation of proxies with respect to the potential transaction described in this communication under the rules of the SEC. Information about the
directors and executive officers of BOA is set forth in BOA’s filings with the SEC. Information regarding other persons who may, under the rules of the
SEC, be deemed participants in the solicitation of the stockholders in connection with the potential transaction and a description of their direct and
indirect interests will be set forth in the Registration Statement (and will be included in the proxy statement/prospectus) and other relevant documents
when they are filed with the SEC. These documents can be obtained free of charge from the sources indicated above.

Forward-Looking Statements

This communication includes “forward-looking statements” within the meaning of the “safe harbor” provisions of the United States Private Securities
Litigation Reform Act of 1995. Forward-looking statements generally relate to future events, including, without limitation, statements regarding the
anticipated timing and benefits of the Business Combination, expectations or plans of Selina’s management, and Selina’s future financial or operating
performance, including, without limitation, the preliminary 2021 revenue results. In some cases, you can identify forward-looking statements by
terminology such as “may,” “should,” “expect,” “intend,” “will,” “estimate,” “anticipate,” “believe,” “predict,” “potential,” or “continue,” or the
negatives of these terms or variations of them or similar terminology. Such forward-looking statements are subject to risks, uncertainties (some of which
are beyond the control of Selina), and other factors which could cause actual results to differ materially from those expressed or implied by such
forward-looking statements. These forward-looking statements are based upon estimates and assumptions that, while considered reasonable by Selina
and its management, are inherently uncertain. Factors that may cause actual results to differ materially from current expectations include, without
limitation: (1) the occurrence of any event, change, or other circumstances that could give rise to the termination of the definitive agreements respecting
the Business Combination; (2) the outcome of any legal proceedings that may be instituted against BOA, Selina, or others following the announcement
of the Business Combination; (3) the inability to complete the Business Combination due to the failure to obtain approval of the stockholders of BOA or
to satisfy other conditions to closing; (4) changes to the proposed structure of the Business Combination that may be required or appropriate as a result
of applicable laws or regulations; (5) the ability of Selina to meet applicable listing standards following the consummation of the Business Combination;
(6) the risk that the Business Combination disrupts current plans and operations of Selina as a result of the announcement and consummation of the
Business Combination; (7) the ability to recognize the anticipated benefits of the Business Combination, which may be affected by, among other things,
competition, the ability of the combined company to grow and manage growth profitably, maintain relationships with customers and suppliers, and
retain its management and key employees; (8) costs related to the Business Combination; (9) changes in applicable laws or
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regulations; (10) the possibility that Selina may be adversely affected by other economic, business, and/or competitive factors; (11) the impact of the
COVID-19 pandemic on Selina’s business and/or the ability of the parties to complete the Business Combination; and (12) other risks and uncertainties
to be contained in the proxy statement/prospectus filed after the date hereof. In addition, there may be additional risks that Selina does not presently
know, or that Selina currently believes are immaterial, that could also cause actual results to differ from those contained in the forward-looking
statements. Nothing in this communication should be regarded as a representation by any person that the forward-looking statements set forth herein will
be achieved or that any of the contemplated results of such forward-looking statements will be achieved. You should not place undue reliance on
forward-looking statements, which speak only as of the date they are made. Except as may be required by law, neither BOA nor Selina undertakes any
duty to update these forward-looking statements.



