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The opportunity

Pureprofile is building products that will deliver value to hundreds of
millions of people worldwide.

We are creating a future where consumer profiles will become a
personal asset that will empower people to make better decisions with
access to information they have never had before.

The companies within the group combine to match relevant content to
these empowered people. Be it brands, publishers or agencies,
Pureprofile has become their next generation partner.
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H1FY17 delivers strong growth with 58.3% revenue and

69.6% operating EBITDA growth

Financial performance (statutory)

Statutory revenue of $21.8m (pcp +58.3%)
e  Result driven by strong organic and acquisition growth
e  Australia $11.7m (pcp +74.3%)
e International $10.1m (pcp +43.4%)

Normalised operating EBITDA*
e Normalised operating EBITDA of $1.7m (pcp +69.6%)
e  Margin improvement 7.2% to 7.7% (+0.5bp)

Financial performance (pro forma**)

e  Proform revenue growth of 17.7% to $32.3m
o  22.0% pcp growth in operating EBITDA to $3.5m
e  Adjusted NPATA to $2.0m (in line with pcp)

* Normalised operating EBITDA excludes M&A transaction costs ( $1.9m), non cash share based payments ($0.1m) and
abnormal and non recurring costs ($1.1m). Further detail referred to on page 21.

** The acquisition of Cohort was completed in November 2016. The statutory results include Cohort's contribution for 7
weeks. The pro forma figures show performance as if Cohort had been part of Pureprofile for a full 6 months.
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H1FY17 — pro forma financial performance

Half year ended
Statutory revenue

Dec 16
$m

Dec 15
$m

%
Change

Data and Insights 6.4 5.4 18.5
Programmatic 11.5 8.4 36.9
Lead generation 4.0 -

Total statutory revenue AR 13.8 58.3
Pro forma* impact 10.4 13.6

Total pro forma revenue 323 27.4 17.7
Gross profit 15.0 12.8 17.8
People costs (10.1) (8.8) 14.0
Overheads (1.4) (1.1) 28.2
Pro forma operating EBITDA 3.5 2.8 24.8
Transaction/non-operating costs 3.1 (1.1)

EBITDA 0.4 1.7

Net finance costs (0.1) (0.0

Depreciation & amortisation (1.2) (0.6)

Adjusted PBT 2.2 2.2

Income tax expense (0.2) (0.2)

Adjusted NPATA 2.0 2.0

Gross profit margin % 46.5% 46.5%

Operating EBITDA % 10.8% 10.1%

People costs/revenue % 31.2% 32.1%

e  Continued revenue growth across each of
the three Business units

e  Reduction in staff costs as a % of revenue
to0 31.2% (H1FY16 32.1%)
o Increase in productivity and
realisation of acquisition synergies

e  Operating EBITDA margin improved to
10.8% in H1FY17 (H1FY16 10.1%)

e  Transaction / non operating costs of $3.1m
include Cohort transaction costs (refer to
page 21 in Appendix for details).

e  Adjusted NPATA excludes transaction,
abnormal and non recurring costs and tax
effected amortisation of intangibles

* The acquisition of Cohort was completed in November
2016. The statutory results include Cohort's contribution
for 7 weeks. The pro forma figures show performance as if
Cohort had been part of Pureprofile for a full 6 months.



| H1FY17 Segment revenue: By geography

+ Positioned for growth in target

geographies.

» Established, scalable and cost effective
global workforce distribution.
Senior executives relocated to London and

Ne Yor 0 accelerate development of
owirﬁ%slocal teams.

w expanded group office in New York
~“and centralised office in UK established
with significant local pipeline growth in
both markets in H1FY17.
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Cohort Group Acquisition

+ Acquisition completed 8 November 2016

+ The addition of Cohort provides significant consumer acquisition and profile scale.

» 58.8% pcp revenue growth in the UK accelerating international growth strategy.

+ New programmatic audience products built around the 2.5 million Cohort profile personas will launch in H2FY17

» Exciting new B2C and B2B lead generation apps will commence development in H2FY17 built on the Pureprofile platform and
enable new distribution channels

» Cross selling across group business units has started well and is already delivering increased pipeline and new sales.

International expansion

» Pureprofile publisher platform successfully deployed into US market via large scale proof of concept with News Corp.
+ AdSparc continues strong international revenue growth

+ Senior leadership moved to expanding London and New York offices.



Pureprofile Data and Insights continues strong organic growth

+ Continued strong organic growth with wins including CUB and AOL.

« Of particular note, Pureprofile has won a major new client in Unilever who will be a foundational direct
brand client on the next generation Pureprofile platform.

AdSparc delivers 189% growth pcp

» Local Publisher business development resources added in New York in H1 FY17

» Exciting roadmap of product releases planned for FY18. Applications will focus on profiling via innovative in
page widgets, audience profiling, machine learning and ultimately improved yield optimisation.

+ The News Corp US proof of concept has provided platform performance and scale validation.

CarltonaUnited
Sparcmedia delivering industry leading programmatic media buying via deep Breweries
integration with proprietary Pureprofile data and insights
« Sparcmedia has been upgraded over last 12 months to deliver superior data and insights capabilities for
pre and post programmatic media campaigns. Aol. Platforms
+ Pureprofile platform enhancements to be rolled out in FY18 will greatly improve scale and cost efficiencies
via Pureprofile’s SaasS platform and proprietary data and insights with live programmatic media campaign
analytics. This will allow for superior campaign planning, optimisation and results via industry leading
dashboard technology.
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| Pureprofile FY17 outlook

Pureprofile Data and Insights strong organic growth to continue
« Expecting new publisher contract wins in Australia and Internationally for the industry leading Pureprofile platform.
» Expansion of the News Corp alliance.

Programmatic media businesses to continue international revenue growth

« Programmatic business units will continue to benefit from deeper integration with the Pureprofile platform.

+ Increased local business development in New York expected to generate further publisher partners.

» Fast changing programmatic ecosystem will continue to put emphasis on data and insight capabilities in line with
broader media and advertising markets.

Cohort accelerating international growth

« The integration of Cohort is proceeding well with the international business expected to continue to grow strongly
in the second-half.

« Cohort is expected to exceed the minimum hurdles required for payment of the earn-out. These hurdles are 10%
revenue and gross profit growth (compared to FY2016) and FY2017 EBITDA of at least $4m. Accordingly, a provision
of $8.5m has been made for deferred consideration which is payable in Q2 FY2018.
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Balance sheet

e  (Cash & cash equivalents of $5.1m at 31 As at: Dec 16 Dec 15
December 2016 $m $m
Cash 5.1 1.8
e  Deferred consideration - . .
e  first $4m would be paid in PPL shares Net working capital (2:5) (2.0)
(escrowed until May 2018), Deferred consideration (8.5) (1.5)
e The balance is payable in either cash or current net liabilities X)) (1.7)
PPL shares at vendors discretion .
e  Refer ‘Cohort Group consideration slide for Fixed Assets 04 03
further information Intangibles - Platform 14.9 5.4
o ' Intangibles - IP 5.2 0.1
e New CBA faqhty in Ngyember 2016 to provide Intangibles - Goodwil 16.1 56
working capital flexibility
Other non current liabilities (1.3) 1.4
e Intangibles - Platform, includes development of Non current net assets 35.3 12.8
Pureprofile and Cohort platforms
e Intangibles IP, comprised of customer contracts Net Assets 29.4 11.1

and partner networks of Cohort

. . * Cohort is expected to exceed the minimum hurdles required for payment of the earn-out. These hurdles
° Inta ngl bles - Goodwill relates to the Cohort are 10% revenue and gross profit growth (compared to FY2016) and FY2017 EBITDA of at least $4m.
acquisition (H1FY17) and the Sparcmedia Deferred consideration is payable in Q2 FY2018

(H1FY16)



Cash flow

e  Operating cash flow (excluding interest and
taxes) of $1.4m

e  New debt facility for working capital and
acquisitions

e Taxrefund due from R&D tax concessions

For the half year ended:

Operating EBITDA
Transaction & Non Operating costs
EBITDA

Net working capital
movement

Operating cash flow

CAPEX (both PPE & Intangibles)
Acquisitions

Operating cash flow after
Investments

Net proceeds of capital raising
Debt (Current/non current)
Net Interest

Tax Refund

Cash & cash equivalents

(3.1)
0.4

1.0

1.4
(2.1)

(15.6)
(16.3)

16.1
4.9
(0.1)
0.5

(1.1)
1.7

(3.7)

(2.0)
(1.3)

(3.9)

(7.3)

1.8



New debt facility

e  (CBA facility established November 2016

e Term:
o  Facility A - 3 years to 30 September 2019
o  Facility B- 1 year to 7 November 2017
o  Facility C- 1 year to 7 November 2017

e  Both Facility B and C provide for extensions

e  Working Capital facility was drawn to refinance
previous receivable facility

$m Facility Facility

Commitment Drawn
Facility A - Acquisition facility 4.0 (4.0)
Facility B - Working Capital 3.0 (1.9)
Facility C - Lease guarantee 0.5 -
Total Debt Facility 7.5 (5.9)
Cash and cash equivalents 5.1
et debtac 3t
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Cohort Group consideration

Initial Payment

Amount $18m

Consideration Type $15m cash/ $3m shares

Timing of Payment Nov-16
Calculation Nil
Issue price of PPL shares [RIF

$1m cash deferred for 12 months from
Completion. PPL shares escrowed to 6
May 2018

Restriction periods

Earn-out Tranche 1

$4m
$4m shares

Q2/FY2018

Cohort FY2017 normalised
EBITDA >= $4m

$0.45

PPL shares escrowed until 6 May
2018

Earn-out Tranche 2

Up to $15m

Cash or shares - Up to $10m at sellers election,
amount above $10m at PPL election

any

Q2/FY2018

Subject to 10% growth in revenue and GP for FY2017
(over pcp);

5x FY17 EBITDA between $4m - $5.9m, or

6x FY17 EBITDA above $5.9m and capped to $6.5m

First $10m, higher of $0.50 and 30 day VWAP prior to
issue.
Between $10-$15m, 30 day VWAP prior to issue

Nil



Cohort Group valuation and earn out scenario’s
p

SA Millions

EBITDA Scenario's Initial Payment Earn-out Tranche 1 Earn-out Tranche 2 Total EBITDA(x)
$3.0 $18 $0 $0 $18 6.00
$4.0 $18 $4 $0 $22 5.50
$5.0 $18 $4 $5 $27 5.40
$6.0 $18 $4 $12 $34 5.67
$6.5 $18 $4 $15 $37 5.69
$7.0 $18 $4 $15 $37 5.29

Consideration Type $15m cash / $3m PPL shares PPL shares First $10m sellers election cash/shares

*Indicative Scenarios;

(1) Assumes FY17 Revenue and GP > 10% pcp



H1FY17 Transaction and non-recurring costs (pre-tax)

1HFY16 1HFY17

M&A transaction costs $0.2m $1.9m
IPO transaction costs $0.2m

Non cash share based payments $0.2m $0.Tm
Restructuring costs $0.3m $0.9m
Other $0.2m $0.2m
TOTAL $1.1m $3.1m

These costs are not considered as representative of the Group's ongoing operations.



Market opportunity



Total addressable target market

UK
$7,344 million

Australia

$750 million -

USA
$19,097 million

® USA = Australia = United Kingdom



Global advertising growth by Media (2016-2017)

Digital

8.2% Newspapers [||==
-8.6% ==
7.6% YN
-8.8% Magazines
-0.2% .

'ﬁ' Out of home

5.4%
TOTAL 3.1%

-10.00% -5.00% 0.00% 5.00% 10.00%

=2016 ®=2017

14.8%

15.00%



Global display and video spend (USS billions)
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Pureprofile business units

O
oSt
llII

Data & Insights

Quantitative Saas$ Platform

Research
We help marketers We supply
profile consumers. technology
to help publishers
profile their

audiences.

Pureprofile(‘)

O

Programmatic Media

Sparc Media
(demand side)

We help
advertisers deliver
programmatic media
campaigns.

Media Trading

We trade across
many programmatic
media exchanges.

Adsparc
(supply side)
We help publishers

maximise their
yields.

5
>

Performance

Lead generation

We deliver industry

leading quality leads

that make sales for
brands

Data
monetisation

We leverage our
large proprietary
data assets to
help partners and
brands with their
data needs.



Pureprofile creates deep profiles from highly engaged members and
generates revenues from targeted research surveys

Pureprofile@

€11
ae

( @ galaxy

Yeohvortts

@ QBE

Pureprofile charge brands, Pureprofile members Pureprofile members earn
agencies and researchers to interact via a personalized rewards for completing
target highly profiled feed matching their profile surveys and other activities.
consumers to complete to surveys, content and
research surveys other activities



Pureprofile partners with large publishers with millions of regular visitors
and creates deep profiles that are monetised creating scalable revenue

streams
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Season launch: The Australian rafter drug bust
season 2015 s et

Our SaaS technology platform enables publishers
to profile their audience and deliver more relevant
content and advertising experiences

Powered by

Herald Sun§

Pureprofile

HOME REDEMPTIONS PREFERENCES

Walcama to Connect

w0 of interesting surveys from brands you love, recommended content from Herald Sun and across the Web

Which brand is your mobile
phone contract with?

Arswer now 10 earn!

Entrios opon now for Sholl
Innovation Challenge

Ervter your great iea here for your chance 1o

Win $5,000 Young INNovatorns Category
entries open untd Septembes |

% From Stet
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LABRADORS are the most
expensive pooch

LABRADORS are the most expensave dog
DI when @ Comes 10 vet D, Cong
aimost $100 2 year more than othes breeds.
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Feac aricie 1 2 weeke

Enjoy the Good Life

S0 uUp Now 10 T Dxecutve Lvng
noersiotior ar enyoy the good e Detvered
every Frcay

% From Executive Living

EXECUTIVEALIVING

ating. you can earn content credits 1o redeem for full digital access subscriptions.

Cronulia Sharks players focing
bans of up to two years

SEVENTEEN past and prasant NAL
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AdSparc earns revenue from publishers by improving revenue (yield)
via programmatic media (sell side)

A Pureprofile company

AdSparc increases publisher yield:

*Takes publisher ad inventory and manages

programmatic selling via large pool of display,

. . .. . video and native SSPs.

Programmatic media yield optimisation +20-30% revenue share of publisher inventory
for publishers sold.

*Developing proprietary yield management

platform that will be integrated with the

Pureprofile publisher platform. This will create

deeper publisher relationships and accelerate

growth in FY17.

$3.90 CPM
SSP 3rd Bid

$3.00 CPM $2.90 CPM
SSP 1st Bid SSP 2nd Bid

$3.10 CPM
SSP 4th Bid

Winning bid



Sparcmedia earns revenue from advertisers via programmatic media
trading (buy side) of digital display advertising on the web and mobile

Sparcmedia -

A Pureprofile company

Deeper insights

Improved and improved

targeting with

optimisation
with Pureprofile
Data + Insights

Pureprofile
Data + Insights
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Disclaimer

The information contained in this Presentation or subsequently provided to the recipient whether orally or in writing by, or on behalf of Pureprofile Ltd. (Pureprofile) or any of its directors, officers, employees,
agents, representatives and advisers (the Parties) is provided to the recipient on the terms and conditions set out in this notice.

The information contained in this Presentation has been furnished by the Parties and other sources deemed reliable but no assurance can be given by the Parties as to the accuracy or completeness of this
information.

To the full extent permitted by law:

(a) no representation or warranty (express or implied) is given; and

(b) no responsibility or liability (including in negligence) is accepted,

by the Parties as to the truth, accuracy or completeness of any statement, opinion, forecast, information or other matter (whether express or implied) contained in this Presentation or as to any other matter
concerning them.

To the full extent permitted by law, no responsibility or liability (including in negligence) is accepted by the Parties:

(a) for or in connection with any act or omission, directly or indirectly in reliance upon; and

(b) for any cost, expense, loss or other liability, directly or indirectly, arising from, or in connection with, any omission from or defects in, or any failure to correct any information,

in this Presentation or any other communication (oral or written) about or concerning them.

The delivery of this Presentation does not under any circumstances imply that the affairs or prospects of Pureprofile or any information have been fully or correctly stated in this Presentation or have not
changed since the date at which the information is expressed to be applicable. Except as required by law and the ASX listing rules, no responsibility or liability (including in negligence) is assumed by the
Parties for updating any such information or to inform the recipient of any new information of which the Parties may become aware.

Notwithstanding the above, no condition, warranty or right is excluded if its exclusion would contravene the Competition and Consumer Act 2010 or any other applicable law or cause an exclusion to be void.
The provision of this Presentation is not and should not be considered as a recommendation in relation to an investment in Pureprofile or that an investment in Pureprofile is a suitable investment for the
recipient.

References to ‘underlying’ information is to non-IFRS financial information prepared in accordance with ASIC Regulatory Guide 230 (Disclosing non-IFRS financial information) issued in December 2011.
Non-IFRS financial information has not been subject to audit or review.

This presentation is for information purposes only and does not constitute or form part of any offer or invitation to acquire, sell or otherwise dispose of, or issue, or any solicitation of any offer to sell or
otherwise dispose of, purchase or subscribe for, any securities, nor does it constitute investment advice, nor shall it or any part of it nor the fact of its distribution form the basis of, or be relied on

in connection with, any or contract or investment decision



