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CONTINUED GROWTH

FY24 Q3 Results Presentation
ASX: CCR | 22 April 2024

« Record revenue this quarter

« Sustainable cash from operations for past 12 months
« Expecting strong seasonal uplift in Q4
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Important information

This presentation has been prepared by and is the sole responsibility of Credit Clear
Limited ACN 604 797 033 (Company). The information contained in this presentation
was prepared as of 22 April 2023, and remains subject to change without notice. The
information in this presentation is of a general nature provided solely for the purpose of
giving you background information about the Company.

The provision of this presentation is not a representation to you or any other person
that an offer of securities will be made. Any prospective transaction would be
undertaken solely on the basis of disclosure documentation prepared in accordance
with applicable laws (to the extent required). The information in this presentation may
differ materially in both content and presentation from that presented in any disclosure
document prepared in connection with any proposed transaction (to the extent
required).

This presentation does not constitute an offer to issue, or arrange to issue, securities or
other financial products. The information contained in this presentation is not
investment or financial product advice and is not intended to be used as the basis for
making an investment decision. The information has been prepared without taking into
account the investment objectives, financial situation or particular need of any
particular person. Before making an investment decision, you should consider, with or
without the assistance of a financial adviser, whether an investment is appropriate in
light of your particular investment needs, objectives and financial circumstances.

This presentation is intended for those persons to whom it is delivered personally by or
on behalf of the Company. By attending this presentation, you represent and warrant
that (i) if you are in Australia, you are a person to whom an offer of securities may be
made without a disclosure document (as defined in the Corporations Act 2001 (Cth)
(Corporations Act)) on the basis that you are exempt from the disclosure requirements
of Part 6D.2 in accordance with s 708(8) or 708(11) of the Corporations Act; if you are
outside Australia, you are a person to whom an offer and issue of securities can be made
outside Australia without registration, lodgement or approval of a formal disclose
document or other filing in accordance with the laws of that foreign jurisdiction.
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No representation or warranty, express or implied, is made by any person as to the
fairness, accuracy, completeness or correctness of the information, opinions and
conclusions contained in this presentation. To the maximum extent permitted by law,
none of the Company, its directors, employees or agents, nor any other person accepts
any liability, including, without limitation, any liability for any loss, claim, damages, costs
or expenses of whatever nature (whether or not foreseeable), including, without
limitation, any liability arising from fault or negligence on the part of any of them or any
other person, for any loss arising from the use of this presentation or its contents or
otherwise arising in connection with it or any errors or omission in it.

The Company has not independently verified any of the contents of this presentation
(including, without limitation, any of the information attributed to third parties). No
person is under any obligation to update this presentation at any time after its release
to you. This presentation is strictly confidential and is intended for the exclusive benefit
of the person to which it is presented. It may not be reproduced, disseminated, quoted
or referred to, in whole or in part, without the express consent of the Company.

This presentation contains certain forward-looking statements with respect to the
financial condition, operations and business of the Company and certain plans and
objectives of the Company. Forward-looking statements can be identified by the use of
forward-looking terminology, including, without limitation, the terms “believes”,
“estimates”, “ plans”, “targets”, “aims”,
“outlook”, “guidance”, “forecasts”, “may”, “will”, “would”, “could” or “should” or, in each
case, their negative or other variations or comparable terminology. Such forward
looking statements are subject to internal and external risks and uncertainties that may
have a material effect on the Company. As such, undue reliance should not be placed on
any forward-looking statement. Past performance is no guarantee of Ffuture
performance. Nothing contained in this presentation should be relied on as a promise,
representation, warranty or guarantee whether as to the past, present or future.
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anticipates”,
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expects, “predicts”,

n u

intends”,

All references to dollars, cents or $ are a reference to Australian currency, unless
otherwise stated.



Agenda

1. CEO Update
Andrew Smith

2. Financial Update \j'

Victor Peplow o

3. Technology and Strategy Update

Ik
Jason Serafino J.

4. Q&A
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Q3’24 - Key Metrics

Record revenue overcoming seasonality, 4 quarters of positive cash generation from operations,
and a strong balance sheet

$10.5m $0.2m $12.4m

Q3’24 Revenue!' Cash from Operations'? Cash at bank
+22% PCP Improvement $0.8m PCP Funded for growth
+5% Q00 opportunities

Revenue ($m) Cash from operations ($m)
11 1.4
10 1.2
]
9 0.8
8 82 « Inorganic opportunities, and
. 0.2 o1 @ m . * International expansion
6 -0.2
s -04
-0.6
4 -0.8

23Q1 23Q2 23Q3 23Q4 24Q1 24Q2 24y 23Q1 23Q2 23Q3 23Q4 24Q1 24Q2 24y

1 Q3’24 revenue and cash from operations are unaudited

Cred itCIea r 2: As per 4C cash flow report and excluding ARMA earnout paid in Q323
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In February 2022 Credit Clear, ARMA and Oakbridge Lawyers merged to create an
integrated, digitally enabled, end-to-end provider of debt resolution services.

creditclear armao cakbridge

digital payment technology commercial ¢ insolvency ¢ litigation

We believed “traditional plus digital” would be a unique and successful proposition...
... our strategy is working

Proven ability to acquire
and integrate collection
businesses

Winning new business and

Outperforming competitors Expanding profit margins

market share over
competitors

on provider panels and operating leverage

Consistently adding 95% success rate on . DRA acquired at
Tier-1 and Tier-2 | COI':I ekitive banels Growing revenue off attractive multiple
clients’ P P ‘ a stable cost base and performing well

N N N N _/
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Since the merger we have:

v/ Won material new clients including leading v With an increasing percentage of digital collections,
insurers, big four banks, large utilities providers,and  we expected gross margins to improve, and they
government bodies have from 51% For Q3’23 to 53% for Q3'24

v" Improved our tender win rate from ~30% to ~70% ¥ Our top line revenue is growing off a relatively

v Absorbed the upfront cost of new client stable fi.xed cost base, operating leverage is
acquisitions and onboarding expanding

v" Integrated the teams and deployed the technology ¥" We are still early in the growth journey, with

within ARMA, a significant contributor to new client significant customer contracts signed that are not
acquisition yet generating revenue

v" Digital collections are up 59% on pcp, collecting a ¥" We have a strong new business pipeline
record $10.7m in March, driving margin expansion v Economic conditions provide a favourable tailwind

v" Clients signed in FY23 have now achieved 79% of For.our.business, with the percentage of customers
our revenue expectations, and still building falling into arrears continuing to rise

v" Revenue growth through Q2 and Q3'24 has v/ We continue to invest in product development
overcome historical seasonal weakness, and service offering (e.g Hardship and Insurance
expecting a strong seasonal uplift in Q4 products)
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Growing adoption and use of SaaS platform

Digital revenue has a gross margin of ~80%

Record quarterly digital collections of $29.6m, up Quarterly Digital Collections (3m)

59% PCP 20

29
28
27

adopting digital engagement strategies: 26

25

* $10.7m was collected in March, a record and 24

the first month of over $10m in digital ;;

collections o

20

Three of the top five single highest 19

collection days on record occurred in March, 18

including the highest single day of !

collections ($601k) on 21st of March 15

14

A record ~90k digital payments, and 13

~19k new payment plans were ﬁ

processed, and 0
825k active invoices were treated

with 4.42m digital communications 7

23Q2 23Q3 230Q4 24Q1 24Q2 24Q3

March result highlights the impact of Tier-1 clients

o O
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Q3’24 - Leading indicators

Referred debt files increasing in value and volume

S2.4bn

Value of Files under
management (FUM)

+61% PCP

FUM ($bn)

23Q3 230Q4 24Q1 24Q2

24Q
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1.5
1.4
1.3
1.2
1.1

—_

0.9
0.8
0.7
0.6

23Q3

1.3m

Active files
+18% PCP

Active files (m)

23Q4  24Q1 24Q2 24Qy

83

New clients

+70% success rate on
tenders

New clients include:

« One expected tier-1 client
in the energy sector

» Eight expected tier-2
clients

)




Clients building momentum

Combined end-to-end and integrated offering is unmatched in Australia with SaaS platform and

integrated contingent collections resonating strongly with clients providing strong sales
momentum

18

Tier 1 clients? in Q3’24
Up from 16 in 1H'24

42

Tier 2 clients?in Q3’24

* 42% of revenue from tier 1 clients « 20% of revenue from tier 2 clients

. 51 .Om —average annualised revenue from « $0.2m - average annualised revenue from
tier-1 clients in Q3'24 tier-2 clients in Q3'24

. $;.8m.— revenue annualised from largest « $492k - revenue annualised from largest
clientin Q3'24 tier 2 client in Q3'24

Once integrated and onboarded, revenue from these larger clients is consistent and recurring

creditclear
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Clients already signed building momentum

e Tier 1 clients

« 2 not generating any revenue yet (still
onboarding)

« 2 are onboarded and beginning to build
momentum

Average tier-1 client is $1.0m

e Tier 2 clients

* 6 not generating any revenue yet (still
onboarding)

« 8 are onboarded and beginning to build
momentum

Average tier-2 client is $0.2m

« Expected GP is +50%

« Cost base is relatively stable, i.e profits will grow
faster than revenue
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Credit Clear delivered record
revenue of $10.5m, up 22% on
pcp, on track to achieve guidance
guidance which was upgraded in
1H'24.

In Q2’24 and Q3'24, the Company
has maintained and grown
revenue through seasonally
weaker quarters.

The Company expects Q4’24 and
Q1'25, to follow historic
seasonality producing the
strongest quarters of revenue
growth.




Board and management deeply
invested

Strong support from long-term
institutional investors

New substantial institutional
investor this quarter (Perennial)
Original Founders of Credit Clear
owned businesses remain
strongly aligned and supportive
Strong cash position to fund
growth opportunities

Board and Management 12%
Institutional 24%
Founders 12%
Cash on hand $12.4m
Nil debt -

creditclear
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Strong alignment with shareholders

+ Comparison Indicator  Event ® 3 Month == Daily ~ Line
» Il CCR:Australian Stock Exchange and 2 more Close 35.14% 18/4/2024
v
7
11/3
M Volume Add Overlay X
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FY24 Outlook

Macroeconomic
tailwinds

Organic growth

Economic conditions are supportive with internal and external data suggesting a significant
increase in overdue accounts from all time lows pre and during COVID-19

Australian companies clearly preparing for a deterioration in the economic environment by
strengthening their debt resolution capabilities

Continue to see interest from materially larger clients for the end-to-end hybrid offering

Continued integration and deployment of technology and SaaS platform across the Company'’s
debt resolution teams is driving performance and gross margin uplift

Strong pipeline with growing list of tenders that we will be actively working through with tier 1 and
large tier 2 companies this calendar year

Strong potential for margin growth on a controlled cost base

Based on our expectations of our customer base and economic conditions, the Company confirms
its FY24 revenue guidance of $40m - $42m, and its underlying EBITDA" guidance of in excess of
$3m

Y . . .
~ Notes: 1. Underlying EBITDA excludes share based expenses and non-core items, but includes Tech Development OPEX 12
creditclear
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CEO & MD

Andrew Smith

Credit Clear

E: andrew@armagroup.com.au

Investor Relations

Warrick Lace

Credit Clear

e: warrick.lace@creditclear.com.au
m: +61 404 656 408
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Illustrative client onboarding timeline

6-9 mths

Onboarding

N

Initial portfolio of debt

Optimisation, champion /
challenger testing,
performance reporting

Increase share of
business on panel

9-12 mths

Reduce size of panel and
broadening scope of
work

12-15 mths
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What sets us apart?

Credit Clear Limited is an integrated and end-to-end provider of debt resolution services

creditclear
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An ASX-listed company

that has a commercially
proven, Al-driven
technology platform
that improves debt
resolution

Winner of Best Al in
Fintech Award (2021,
2022) and a Finalist in

2023
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Trusted by thousands of

clients, in highly
reqgulated and diverse
industries to engage
millions of end
customers

Have signed several of

Australia’s largest and

most valuable brands
as clients

1. According to ACDBA data in Dec 2022

Mmoo

cakbridge

commercial ¢ insolvency ¢ litigation

ta*

Aligned with rapidly
changing customer
behaviour that enhances
the customer’s
experience

Strong economic
tailwinds and industry
consolidation has
significantly expanded
the addressable market

NPS +41 from 490k
responses with a 65%

\ promoter score /

15

TAM of $20.8bn under
collection in Australia’




Business model

Sales:
Client appoints
Credit Clear

Finance:
Credit Clear
receives a
commission
and/or fee for

account Customer
Experience

Operations:
Credit Clear
engages clients’
customers to
resolve accounts
payable

Creditclear

Onboarding:
Credit Clear and
client establish a

two-way data

exchange

Referral:
Client sends data
file of overdue
accounts to Credit
Clear

Notes:
1.

We do NOT buy debt, we

work with our clients to
resolve their customers’
overdue accounts

Our clients include banks,
insurers, utility providers
and government entities

We engage our clients’
customers through digital,

channels

traditional and legal
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Economic tailwinds

Deterioration in economic conditions

Household real incomes are not
expected to recover to their pre-
pandemic levels until 2027, with new
data showing Australia’s prolonged
decline in living standards extended
into the second half of 2024.

In the 12 months to September 2023,
Australian household incomes slumped
6.1% adjusted for inflation.

Eight consecutive quarters of decline
mean Australian real household
incomes are back to 2017 levels.
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Real gross household disposable income per capita
Index, March 2007 =100

OECD

Australia

2008 2010 2012 2014 2016 2018 2020 2022 2024
Chart: Michael Read * Source: OECD; Financial Review

Real gross household disposable income per capita
September 2023 dollars

— Actual - - Chris Richardson forecast

2008 2010 2012 2014 2016 2018 2020 2022 2024 2026

Chart: Michael Read * Source: Australian Bureau of Statistics, Chris Richardson

Australian Bureau of Statistics, OECD; Financial Review, 17


https://www.afr.com/markets/debt-markets/the-truth-behind-the-cost-of-living-crisis-and-inflation-20240125-p5f034
https://www.afr.com/markets/debt-markets/the-truth-behind-the-cost-of-living-crisis-and-inflation-20240125-p5f034

