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Important notice and disclaimer

The information contained in this document (including this notice) and discussed at this presentation (collectively, the Presentation) has been prepared by Bravura Solutions Limited (Bravura).
The Presentation is subject to the conditions outlined below. Your receipt or viewing of the Presentation evidences your acceptance of those conditions and that you agree to be bound by them.

NO OFFER OF SECURITIES

The Presentation is not a prospectus, product disclosure statement, disclosure document or other offer document under Australian law or under any other law. It does not and is not intended to
constitute an offer for subscription, financial product advice, invitation, solicitation or recommendation by any person or to any person with respect to the purchase or sale of any securities or financial
products in any jurisdiction, and also does not form the basis of any contract or commitment to sell or apply for securities in Bravura or any of its subsidiaries (Bravura Group).

The information contained in the Presentation has been prepared without taking account of any person's investment objectives, financial situation or particular needs and noting contained in the
Presentation constitutes investment, legal, tax or other advice. You must not rely on the Presentation but make your own independent assessment and rely upon your own independent taxation legal,
financial or other professional advice.

FINANCIAL DATA

All information in the Presentation is in Australian dollars.

The Presentation contains pro forma financial information. Such pro forma financial information has not been prepared in accordance with disclosure requirements of applicable accounting standards
and other mandatory reporting requirements in Australia.

Financial data calculating totals and percentages may be subject to rounding.

FORWARD STATEMENTS

No representation or warranty, expressed or implied, is made as to the adequacy or completeness of the information and opinions contained in the Presentation.

The Presentation may contain certain forward looking statements, including estimates, projections and opinions (Forward Statements). We use words such 'will', 'may’, 'intend’, 'seek’, 'would', 'should',
‘could' 'continue' 'plan’, 'probability’, 'risk', 'forecast’, 'likely', 'estimate’, 'anticipate’, 'believe’, or similar words to identify Forward Statements. Forward Statements may involve known and unknown risks
and uncertainties and other factors, many of which are beyond the control of the Bravura Group, and have been made based upon management's expectations and beliefs concerning future
developments and their potential effect on the Bravura Group. No representation is made or will be made that any Forward Statements will be achieved or will prove correct. Actual future results and
operations could vary materially from the Forward Statements. Circumstances may change and the contents of this Presentation may become outdated as a result.

PAST PERFORMANCE
Past performance information given in this presentation is given for illustrative purposes only and should not be relied upon (and is not) an indication of future performance.

DISCLAIMER

The information is supplied in summary form and is therefore not necessarily complete. The material contained in this presentation may include information derived from publicly available sources that
have not been independently verified. No representation or warranty is made as to the accuracy, completeness or reliability of the information.

To the maximum extent permitted by law, the Bravura Group and each of its affiliates, directors, employees, officers, partners, agents and advisers and any other person involved in the preparation of
the Presentation disclaim all liability and responsibility (including without limitation, any liability arising from fault or negligence) for any direct or indirect loss or damage which may arise or be suffered
through use or reliance on anything contained in, or omitted from, the Presentation. The Bravura Group accept no responsibility or obligation to inform you of any matter arising or coming to their
notice, after the date of the presentation or this document, which may affect any matter referred to in the Presentation.

This presentation should be read in conjunction with Bravura's other periodic and continuous disclosure announcements lodged with the ASX, which are available at www.asx.com.au.
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WHO WE ARE

bravura

solutions

Bravura is a market leading provider of enterprise software and software-as-a-
service to the wealth management and funds administration industries

0 High degree of recurring revenue Q AS$130m+ invested in Sonata

0 Long-term, sticky, customer contracts 0 70+ blue chip clients

0 Significant operating leverage 9 AS2.8+ trillion AUA on BVS technology
0 AS$246m revenue over last 12 months 9 Presence in 8 countries with 1,300+ FTEs

0 5 year revenue CAGR of 12% 0 Return on equity of 28%
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SEGMENT OVERVIEW

Wealth Management

Funds Administration

Revenue contribution?

EBITDA contribution?

Number of clients?

Key clients

Key products
Client locations

1. Based on 1H19
2. As at 31 December 2018

71%

68%

64

Fidelity, Prudential, Scottish Friendly, Mercer, Westpac NZ,
TAL, Partners Life, Suncorp and STANLIB Wealth

Contracts and relationships spanning over 10 years with all
top six Australian bank-based wealth management
businesses, measured by AUA

Sonata, Garradin, Babel
ePASS, SuperB, Calibre, Talisman

Australia, UK, New Zealand, South Africa,
Hong Kong, Vietnam and Thailand

29%

32%

13

Bank of New York Mellon, Legal & General, Schroders and
Citi

Bravura’s funds administration software supports in excess
of 285 investment management companies

RUFUS, GTAS, Babel
GFAS

UK, Ireland, Luxembourg, Poland
and Singapore
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STRONG REVENUE AND EARNINGS GROWTH

Revenue (ASm)

184.7 191.9
89.9 98.4
80.4
94.8 102.9
71.7
FY15 FY16 FY17 FY18 1H19

1. FY17 EBITDA is presented on a pro forma basis

EBITDA (A$m)

H1H ®m2H

17.5

FY15

25.0

11.9

FY16

32.6

14.4

Fy17'

38.6

20.0

FY18

1H19
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CONTINUED IMPROVEMENT IN MARGINS AND RETURNS

EBITDA margin?

19%
17% 17%
11% 11%

FY15 FY16 FY17 FY18 1H19

1. Based on FY15 and FY16 pro forma EBITDA
2. Return on assets is based on annualised EBITDA over average total assets

Return on assets? 2

18%

12%
8%

FY15 FY16 FY17

20%

FY18

22%

1H19
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WHY CLIENTS CHOOSE SONATA

Challenges faced by participants... ... can be solved with Bravura technology

0 Solves complex regulatory and tax environments

o Evolving and complex regulatory and tax
environment

Fully accessible through API/web services to self-
developed, third party or Bravura digital offering

o Demand for digital and “self-directed”
technology

Enables faster product configuration and launch

0 Need for rapid product innovation and launch

Highly configurable single global line of code

o Cost and margin pressures
Extracting operational efficiencies

o Scaleable technology

Enterprise grade, able to handle high volumes
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BRAVURA'’S FLAGSHIP PRODUCT — SONATA

Sonata is the essential software for financial institutions to administer a wide range of financial products. This ranges from
allowing front office functions to originate and distribute financial products, middle office functions to assess risk and align
the product strategy to the broader group, to back office functions to process customer transactions, reporting, and
correspondence.

Y Sonata

o () ® ®

Investment Wrap Superannuation & Life Private wealth & Funds
products platforms pension insurance portfolio admin administration
Front-office Middle-office Back-office
. - Administration, .
Processes TARY Product < Prod.uct _ Conrp.llance and ‘T workflow and Valuatlf)ns and
creation distribution auditing modelling
correspondence
A device agnostic Available as an Pr:::i:isslees Compliant across Highly secure Scalable. modern
Features = v | unified digital v installed or v nuitip v multiple v record !
financial . . technology
platform hosted model jurisdictions keeping
products
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SONATA SIMPLIFIES LEGACY CLIENT SYSTEMS

Siloed, disparate legacy IT systems

Advisors & Clients

Call centre 1 Call centre 2 Call centre 3 Move to a
true customer
centric
Product Product n
Product
Engine 1 Engine 2 Engine 3 solution

Customer

Database &
Registry 1

propUCT 1
| L/> kl

Customer

Database &
Registry 2

PRODUCT 2 PRODUCT 3
= n o

Customer
Database &
Registry 3

) Sonata

Unified, customer-centric solution

Advisors & Clients

Digital multi-channel delivery

Single, configurable code base

Common Customer
Database and Registry

ry CONSOLIDATES MULTIPLE
Voo PRODUCTS
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STRONG GROWTH IN RECURRING REVENUE

M Recurring revenue (ASm) 2215
B Implementation fees (ASm) 10.2
Licence fees (ASm)
191.9
184.7
15.1
12.9
152.1
5.2 44.1
127.4
127.7
FY15 FY16 FY17 FY18 1H19

Recurring revenue was up 31% in 1H19 compared to the pcp and
comprised 72% of total revenue

Recurring revenue has grown as new clients are added and existing
clients broaden their use of functionality, supported by the long-
term nature of Bravura’s client contracts

Bravura’s significant recurring revenue base provides a high degree
of certainty around its long-term earnings profile and future cash
flow expectations

New contract wins also attract implementation fees over the initial
2 to 3 year period, as clients deeply embed Bravura’s solutions into
their business’s core operating model

Recurring revenue comprises maintenance, managed services, and
in-production professional services from ongoing client demand

Implementation fees comprise professional services from initial
implementation and development requirements

Licence fees are earned on a one-off or recurring basis
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EXPANSION IN WEALTH MANAGEMENT R&D LEVERAGE

ASm FY14
Client development revenue 5.0
Client development costs -5.4
Development operating expense -1.7
Development capital expense -5.5
Total development expenditure! -12.6
Net development -7.6
Wealth Management revenue 59.0
Total R&D expenditure as a % of WM revenue 21%

1. Total development expenditure represents the sum of client development costs, development operating expense and development capital expense

FY15

-12.0

-2.2

-8.8

-23.0

-11.8

76.5

30%

FY16

-11.1

99.6

17%

FY17

13.5

-13.7

-2.5

-7.7

-24.0

-10.5

122.7

20%

FY18

28.9

-21.0

-2.4

-6.3

-29.7

155.1

19%

1H19

22,5

-11.8

-1.2

-2.0

-15.0

7.5

90.4

17%

Continued investment over time has led to
significant scale and depth in product
functionality, and has further cemented

Bravura’s market-leading position

Capitalised R&D expenditure declined to
AS$2.0m in 1H19 (A$3.3m in 1H18)

All development expenditure adds to product
capability, creating further operating leverage

and market opportunity
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1H19 KEY HIGHLIGHTS

Continued strong revenue growth with increasing operating leverage

ASm 1H18 1H19 %chg
. Bravura’s long-term growth is driven by clients’ need to address speed to market for new
products, the growing importance of a seamless digital experience, ongoing changes in
financial services regulation, and pressure to increase operational efficiency Gl'OUP
. Wealth Management revenue up 24%, driven by growth in Sonata, and Funds Revenue 102.9 127.4 24%
Administration revenue up 23%! to deliver Group revenue up 24%! to A$127.4m
. Wealth Management EBITDA up 36%! to A$29.4m, ahead of growth in Funds EBITDA 18.5 23.8 28%
Administration and investment in Corporate, to increase Group EBITDA up 28%? to $23.8m
NPAT 14.2 16.3 15%
Investment in Sonata is continuing to drive strong growth
Segments
- Achieved two new Sonata contracts in the period Wealth Management revenue 728 90.4 24%
Ll A number of clients were successfully implemented and several additional projects for
new and existing clients commenced Wealth Management EBITDA 21.6 29.4 36%
. Sonata’s compelling value proposition which supports clients with managing new Funds Administration revenue 30.1 37.0 23%
regulation, digital and cost pressures has driven significant growth in Sonata revenue
which now makes up almost all of Wealth Management Funds Administration EBITDA 12.8 13.7 7%
Strong business performance is delivering attractive shareholder returns Sonata
. Interim dividend declared of 5.3 cents per share, representing 70% of 1H19 EPS Sonata clients 22 25 14%
. Return on equity? of 28% in 1H19 underpinned by Bravura’s consistent and long-term
investment in product development, deep market knowledge and expertise, sound
business model, driving significant operating leverage
1. Compared to 1H18
2. Return on equity is based on annualised NPAT over average total equity
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STRATEGIC GROWTH PRIORITIES

Growth drivers

Execution of growth drivers

Expanding Expanding
distribution geographies
UK Life & Pensions regulatory changes and moves to digital driving network
system upgrades
Asia
Resellers
Next generation Australian & New Zealand wrap and investment
platforms driving the need for new technology
Systems
integrators EMEA
Significant South African regulatory change driving new solutions (including South Africa)
for life, pensions and investments
Third Party
Administrators
Expanding Bravura’s distribution network through ongoing (TPAs)
partnerships with TPAs, systems integrators ANZ
and resellers
Increasing
functionality
Evaluating businesses or products that add value to Bravura on an )Sonata
ongoing basis Wealth Funds Additional sub-
management administration segments
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MULTIPLE GROWTH OPPORTUNITIES

Bravura is actively exploring a number of growth opportunities to expand into adjacent markets in existing
geographies, and new or existing markets in new geographies

Acquisition and product expansion opportunities

1Cash and scrip alternative subject to a cap so that the total number of shares issued by Bravura does not exceed 16.4m

Bravura is actively exploring a number of growth opportunities which may
include acquisitions and product functionality enhancements to support
expansion in existing geographies and into new geographies and markets

A number of geographies are currently demonstrating (or are likely to
demonstrate in the near term) characteristics similar to the ones in which
Bravura currently operates and thrives:

= Increasingly sophisticated financial services economy
] More complex financial products
] Increasingly more complex financial services regulation

Growth opportunities may be pursued through:

= Acquisitions (including the non-binding indicative proposal to
acquire 100% of GBST);

= Development co-funding with an existing client who wishes to
enter a new geography and/or market; and

= Further R&D spend (on a market by market basis), or

with any combination of these.

Non-binding indicative proposal to acquire GBST

On 12 April 2019, Bravura announced a non-binding indicative proposal to
acquire all of the shares in GBST by way of a scheme of arrangement
(Indicative Proposal)

The proposed consideration is a i) cash payment of AS2.50 per GBST share
(Cash Consideration), with up to a AS$0.35 per share special dividend (to be
deducted from Cash Consideration), or ii) cash and scrip alternative such
that GBST shareholders receive AS0.35 per share cash payment (less any
special dividend paid), plus 0.4095 Bravura shares for every GBST share
(Cash and Scrip Option)?*

Bravura believes that the Indicative Proposal represents an attractive
opportunity for the shareholders of GBST

Bravura is seeking an 8-week due diligence period

The Indicative Proposal is at a preliminary stage. No due diligence has been
undertaken and no agreement has been reached between Bravura and
GBST in relation to the structure, value or terms of a transaction

The Indicative Proposal remains subject to a number of conditions
precedent, as outlined in the announcement to the market in respect to the
Indicative Proposal on 12 April 2019. There is no certainty that this proposal
will result in a transaction.
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FY19 OUTLOOK

Strong sales pipeline

= Strong pipeline driven by sales opportunities from new clients and significant project activity from existing clients

= Bravura is well placed to take advantage of strong demand in the UK, Australia, New Zealand, South Africa and Asia

= Strong demand underpinned by clients’ need for speed to market for new products, digital capabilities, navigating maturing

and evolving regulation and extracting operational efficiencies
Increased scale driving operating leverage

= Strong growth, increasing scale and greater efficiency are driving increased operating leverage

. Increasing investment in Sonata continues to support client demand and deepen product functionality

. Bravura’s broad suite of products, complemented by enhanced digital and cloud solutions, is extending Bravura’s market-

leading position in its established markets

FY19 earnings guidance

. Full-year 2019 guidance for EPS growth in the mid to high-teens re-affirmed
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Q&A




For more information, visit:
www.bravurasolutions.com/investors/

investors@bravurasolutions.com

bravura

solutions






