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Tebit
Disclaimer

This document dated 27/10/21 has been prepared by Zebit, Inc. (ARBN 639 736 726) (Company) and is provided for information purposes only. It contains summary information about the Company and its
activities and is current as at the date of this document. It should be read in conjunction with the Company’s periodic and continuous disclosure announcements filed with the Australian Securities Exchange,
available at www.asx.com.au.

This document does not constitute an offer, invitation, solicitation or recommendation with respect to the purchase or sale of any security in the Company nor does it constitute financial product advice. This
document is not a prospectus, product disclosure statement or other offer document under Australian law or under any other law. This document has not been filed, registered or approved by regulatory
authorities in any jurisdiction.

The information contained in this document is not intended to be relied upon as advice or a recommendation to investors and does not take into account the investment objectives, financial situation, taxation
situation or needs of any particular investor. An investor must not act on the basis of any matter contained in this document but must make its own assessment of the Company and conduct its own
investigations and analysis. Investors should assess their own individual financial circumstances and consider talking to a financial adviser, professional adviser or consultant before making any investment
decision.

By reading this document you agree to be bound by the limitations set out in this document. No representation or warranty, express or implied, is made as to the accuracy, reliability, completeness or fairness
of the information, opinions, forecasts, reports, estimates and conclusions contained in this document. To the maximum extent permitted by law, none of the Company and its related bodies corporate, or their
respective directors, employees or agents, nor any other person accepts liability for loss arising from the use of or reliance on information contained in this document or otherwise arising in connection with it,
including without limitation any liability from fault of negligence.

Past performance is not indicative of future performance and no guarantee of future returns is implied or given. Nothing contained in this document nor any information made available to you is, or shall be
relied upon as, a promise, representation, warranty or guarantee as to the past, present or the future performance of the Company.

Certain statements in this document constitute forward looking statements and comments about future events, including the Company's expectations about the performance of its business. Such forward
looking statements involve known and unknown risks, uncertainties, assumptions and other important factors, many of which are beyond the control of the Company and which may cause actual results,
performance or achievements to differ materially from those expressed or implied by such statements. Forward looking statements are provided as a general guide only and should not be relied on as an
indication or guarantee of future performance. Given these uncertainties, recipients are cautioned to not place undue reliance on any forward-looking statement. Subject to any continuing obligations under
applicable law the Company disclaims any obligation or undertaking to disseminate any updates or revisions to any forward-looking statements in this document to reflect any change in expectations in relation
to any forward-looking statements or any change in events, conditions or circumstances on which any such statement is based.

Investors should note that this document may contain unaudited financial information for the Company that has been prepared by the Company’s management. The Company’s results are reported under US-
GAAP. Investors should be aware that certain financial data included in this presentation including revenue, gross margin, contribution margin, bad debts, and net income is “non-IFRS information” under
Regulatory Guide 230 (Disclosing non-IFRS financial information) published by ASIC or “non-GAAP financial measures” within the meaning of Regulation G of the US Securities exchange Act of 1934. All
values are stated in US dollars unless otherwise stated.

Zebit's CHESS Depositary Interests (CDIs) are issued in reliance on the exemption from registration contained in Regulation S of the US Securities Act of 1933 (Securities Act) for offers of securities which are
made outside of the US. Accordingly, the CDIs have not been, and will not be, registered under the Securities Act or the laws of any state or other jurisdiction in the US. As a result of relying on the Regulation
S exception, the CDIs are ‘restricted securities’ under Rule 144 of the Securities Act. This means that you are unable to sell the CDIs into the US or to a US person who is not a QIB for the foreseeable future
except in very limited circumstances after the end of the restricted period, unless the re-sale of the CDlIs is registered under the Securities Act or an exemption is available. To enforce the above transfer
restrictions, all CDIs issued bear a FOR Financial Product designation on the ASX. This designation restricts any CDIs from being sold on ASX to US persons excluding QIBs. However, you are still able to
freely transfer your CDIs on ASX to any person other than a US person who is not a QIB. In addition, hedging transactions with regard to the CDIs may only be conducted in accordance with the Securities Act.
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Zebit is a proven ESG eCommerce company with a clear path to scale and profitability

Disruptive ESG Company

» Break the cycle of debt from
predatory product financing
options impacting ~120 million
US consumers?

* Become the most trusted and
frequented eCommerce brand
and credit solution for our
consumer segment

« Transparent and strong value
proposition with no interest,
hidden fees or penalties

1 Per Industry Overview found on page 36 of the Zebit Prospectus

Proven Business Model

Only eCommerce merchant with

a proprietary credit solution to
serve target market

Superior 6-month product
financing

Proven and highly differentiated
credit underwriting

Reward positive repayment
behaviour with increased credit

Limited / negligible competition

Compelling Investment Thesis

Multibillion-dollar market, with rapid
penetration and high growth

5-year investment in proprietary risk
modeling that provides deep technology
moat

Heavy monetization of customer
acquisition, capturing large share of
wallet with 80% repeat buying

Increasing annual spend and contribution
margin per order as customers age

Long-term founder / operators with track
record of scaling businesses
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Zebit is committed to changing the lives of millions of US consumers

714% ~120M

US population US consumers do
lives pay-check to not qualify for
pay-check mainstream credit

47% US$255B°

Of US adults
have impaired or
no FICO score

Interest, fees and
penalties paid

2The FinHealth Spend Report 2021, The Financial Health Network:

Draconian financing alternatives with limited
product selection and high total cost of ownership:

v/ Rent-to-Own / Lease-to-Own

v Payday Loans (single payment credit)
v Short-term instalment loans

Products are “structured to fail” and trap

consumers in a cycle of debt with interest, fees,
and penalties

Minimal innovation to develop new operating
models

Industry is poised for disruption
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Zebit offers online shopping governed by proprietary risk models at registration,
checkout, and account management

Registration

Models validate identity and
income, routing apps through

Spending limit Shopping

Models assign down
payment % and initial

All interactions tracked
and utilised in checkout

Checkout

Models approve or
decline order

Contract

Down payment
received and

underwriting based on risk spending limit models instalment schedule set
B2C Channels \.\
B2B Channels ( )
—J > @, > O—
Organic
Zibit = Repeat orders Drop Ship
] ~80% of monthly orders 120+
‘”ﬁ Need it? suppliers
/ Get it with Zebit
\
MT ‘ Account Automated
management Don’t collect collections
Models rewards good Spending limit is frozen Based on pay date or
& swsune P OAshley sircnenaia Whidgool oy payers to grow and inhouse collections collections model
spending limit activated
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Customers shop over 170K+ products across 25 categories

Over 90% of customers shop by mobile device or via Zebit’s new mobile app in the Apple and Google stores

Monarch Bed - Queen Size
- Grey Linen

Due Today:

Yoo Lo Gotit ASAP Next poyment of $347 due on Due Today
Welcome to the New ] 28 @ $849 PR 32909
Zebit Market! v S Wood Low

Next Payment
$220.44
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3Q21 demonstrated strong underlying performance’, with significant traction in
expanding customer acquisition and deepening product assortment

Additional Highlights

Revenue Bad Debts? * Launched 15t mobile app at the end of September in Apple and Google Play

US$29.1M 13.8% stores, recording over 42K downloads by mid-October

vs US$15.3M underlying 30 . . » . . .
90% growth over ying Executed nine additional strategic supplier contracts with access to ~50K new

PCP performance products starting in 4Q across higher margin categories

® Signed a premier LTL (less than truck load) freight provider to deliver larger and
higher margin products, such as furniture, directly into customers’ homes

® Augmented credit underwriting by incorporating new alternative credit variables
~157K new +50K new into machine learning risk models; implemented new fraud-prevention
registrants products added technology at registration

366% growth >170K total
over PCP active products

® Begin reporting payment performance data in 4Q (i.e., data furnishing) on
accounts to one of the largest alternative credit bureaus in the US that will
impact consumers’ alternative (non-FICO) credit scores and could motivate
them to make customers to pay on time

33Q21 underlying performance is based on an initial Bad Debts Provision for the orders months within the quarter. Itis important to note that the initial Bad Debts Provision for any order month is the estimate of Bad
Debts that Zebit expects to take for historical revenue vintages with a positive underlying Accounts Receivable balance. The initial provision is estimated utilising forecasts provided by Zebit's data science team on a
monthly basis and is adjusted for actual Bad Debts and any recoveries related to payments received after the receivable has been written off. Bad Debts Provision is not a static number at any point in time, as itis
influenced by new revenue months, potential adjustments from prior periods, and offsets related to recoveries of written-off debt and other factors. In short, 3Q underlying performance is an estimate subtracting out
the prior period adjustments allocated to the quarter from 1H21.
“Bad Debts Provision is the estimate of Bad debts that Zebit expects to take for historical revenue vintages with a positive underlying Accounts Receivable balance. The initial provision is estimated utilising forecasts ZEBITINC 8
provided by Zebit's data science team on a monthly basis and is adjusted for actual Bad Debts and any recoveries related to payments received after the receivable has been written-off. Bad Debts Provision is not a
static number at any pointin time, as it is influenced by new revenue months, potential adjustments from prior periods, and offsets related to recoveries of written-off debt and other factors
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3Q21 key performance metrics

All figures below are shown in USS

Key Mt_et-rlcs . 3Q21 With 3Q21_ 3Q20 3921 With 3Q2_1

US$ Millions (unaudited) e T T Underlying Actual Adjustments Underlying vs
Performance vs 3Q20° 3Q20

Revenue $29.1M $29.1M $15.3M 90% 90%

Bad Debts 21.8% 13.8% 6.3% 15.5 points 7.5 points

Contribution Margin 6 3.4% 11.5% 22.0% 18.6 points ~ (10.5) points

Net Income ($8.6M) (56.3M) ($334K) 2,477% 1,777%

» As noted in Zebit’s Half Year Results and Appendix 4D, the Company estimated
that a prior period adjustment of US$500K - US$1.5M would be booked in 3Q21 for
1H21 order months that had aged over 3 months at the time of the estimate

» The estimate only covered 1Q21 orders, given no additional information was
present at that time to estimate an adjustment for 2Q21 orders

* Zebit has now booked a US$1.5M prior period adjustment for 1Q21 orders and a
US$827K adjustment for April and May orders

5Contribution Margin is Gross Margin less Bad Debts Provision.

5Gross Margin is the dollar margin, reflected as a percentage, between the price at which Zebit sources a product and the price Zebit charges its consumer for the product including shipping margin and all dropship fees

and adjustments.

“Quarterly YoY comparisons of revenue, Contribution Margin, Bad Debts, and other key metrics for FY20 to FY21 will be biased. From 1Q20 to 3Q20, Zebit was capital constrained ahead of its IPO resulting in

management taking steps to dampen demand during that period. This was accomplished by raising all customer down payments at checkout to collect more money upfront, thereby automatically lowering bad debts.

Other actions included increasing product prices, reducing product selection to a set of high margin items, and driving revenue from high value, lower risk customers. During this time, Zebit also minimised investment in ZEBITINC 9
acquiring new customers. The cumulative result produced more cash, historic low bad debts, and higher contribution margin compared to any prior period since the Company’s inception
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YTD key performance metrics

All figures below are shown in USS

Key Metrics 2021 2020 YoY Change
US$ Millions (unaudited) (1Q-3Q) (1Q-3Q)
Revenue $85.2M S43.5M 96%
Bad Debts 16.2% 11.6% 4.6% points
Contribution Margin 9.3% 15.8% (6.5%) points
Net Income ($15.9M) ($5.0M) ($10.9M)

« On a full year basis for CY21the Company expects the following:®
v'Bad Debts to be 15.0%-16.0%
v’ Contribution Margin of 9.5%-10.5%

v GPAPA% 8 (Contribution Margin less marketing acquisition Cost as a
percent of revenue) between 2.0%-3.0%

8Estimates are based on internal Company forecasting scenarios that take into consideration marketing acquisition targeting, Gross Margin on expected product sales, and revised underwriting
of customers at registration and checkout. These are estimates based on forward assumptions of what consumers will buy from Zebit on a monthly basis and the respective risk of the

transactions. ZEBITINC 10

IGPAPA% is defined as Gross Profit After Paid Acquisition and is calculated as Contribution Margin less marketing acquisition costs as a percent of revenue.
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The Company has revised its revenue guidance for CY21 between US$118M-
US$123M, which represents 35% - 40% growth on CY20

The strategic decision to
pursue high-growth (35%-40%
pa) vs hyper-growth (60-71%
pa) is expected to generate
increased Gross Margin,
Contribution Margin, and
GPAPA% and provide a more
sustainable growth path
toward profitability

This is a deliberate decision to
leverage the strong recurring
annual revenue from tenured
customers that generate a
higher average Contribution
Margin per order, while
layering in new customer
revenue with controlled
marketing spend starting in
November and continuing into
CY22

Revenue

Bad
Debts

Contribution
Margin

GPAPA%

CY21 Revised Guidance
aligned with pre-COVID performance

US$118M-US$123M
Starting Nov-21 into CY22

15.0%-16.0% 12.0%-13.5%

9.5%-10.5% 12%-14%

2.0%-3.0% 7.0%-8.5%
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Invested in new acquisition channels to position the business for high growth

Direct Marketing Spend (US$M)

mmmm Marketing Spend

Marketing Spend as % of Revenue

7.0%
3.9% 4.3%
2.6% . —
2017 2018 2019 2020
Revenue by Year (US$M)
$85.5 $87.7
$45.3
2017 2018 2019 2020

10.4%

2021 YTD

$118-$123

2021E

Cumulative Registered Users (000's)

1,144

791
581
298
=
I

2017 2018 2019 2020 2021 YTD

Sales by Registration Cohort (US$M)

2016
m2017
=2018
2019

2020

m2021 (1Q-3Q)
$20.8

$17.2 $21.9
$2.4 $3.6

2016 2017 2018

$45.2

$85.5 $87.7 $85.2
$22.5 .
$18.4
$19.0
$2.7 $2.2 s1.6 L0
2019 2020 2021 YTD
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Tenured customers are a key component of revenue and have higher profit as

they age over time

Gross Margin and Contribution Margin

25.8% 26.3% 59
23.2% ( 25.5%
18.7%
5.8%
7.2% 8.4% 9-3%
< B | i
2017 2018 2019 2020 2021 YTD

mGross Margin = Contribution Margin

Contribution Margin by Year of Registration Date

2016
= 2017
m2018
2019

=2020 20%

12%
0,
-0 70
|

2016 2017 2018 2019 2020

22%

Mature Order Bad Debt Since Inception

(through Dec 2020)

21.5%

11.2%
9.0%

6-3% 4.9%
H m —
Bl

No Paid 0-1 Years 1-2 Years 2-3 Years 3-4 Years 4 Years + Aged
Orders Aged Aged Aged Aged

Bad Debts as a Percent of Revenue

18.2%

17.4%
15.9% 16.2%
I I I ) I
2017 2018 2019 2020 2021 YTD
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Revised outlook focuses on leveraging recurring revenue from tenured customers,
while layering in new customers, to create stronger operating metrics

Revenue Mix

100.00% . . .

90.00% ° ngh—grqvvth, risk-adjusted approach focuses
80.00% on layering in new customers YoY to control
70.00% the mix and enhance GPAPA%

60.00%

50.00% ® By leveraging recurring revenue from tenured
40.00% customers with paid off orders, the overall
30.00% .. .

50.00% revenue mix is de-risked

o ®* This approach correlates to the revised

2016 2017 2018 2019 2020 2021YTD guidance for CY21 and sets the Company on

N Paid Orders  m Paid Orders a sustainable path toward profitability
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Adjusted growth rate is expected to generate a higher GPAPA%

Revenue

Less

COGS

Less

Less

GPAPA%

Customers w/Paid Off Orders10
No Paid Off <2 Years >2 Years

Orders Seasoned Seasoned
+ Revenue 100.0% 100.0% 100.0%
- COGS (assumed same) 74.0% 74.0% 74.0%
= Gross Margin (assumed same) 26.0% 26.0% 26.0%
- Bad Debts (average CY20) 20.6% 8.6% 5.4%
= Contribution Margin before Marketing 5.4% 17.4% 20.7%
- Marketing Costs 18.3% 0.0% 0.0%
= GPAPA% -12.9% 17.4% 20.7%
$-weighted Revenue Mix 35% 45% 20%

10The example above uses CY20 fully matured orders and assumes the general Gross Margin achieved in the year
applies to all customer cohorts. Bad Debts are the actual averages for the customer cohorts and are tied back to the

actual order months.
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Growth focused on selective customer acquisition, eCommerce optimisation,
expanded product assortment, and improved credit quality

Action Driver

Benefit

Selective Customer
Acquisition
» Focus on channels that
deliver better credit quality
* Expand B2B partnerships
* Leverage new Mobile app

v Market leading revenue
growth

v Lower bad debts
v Improved operating metrics

i

eCommerce
Optimisation
* New email retention
marketing platform
* Refer-a-friend program
* Merchandising

v Improved customer
experience and engagement

v' Drive repeat usage

v' Drive improved operating
leverage

Expanded Product
Assortment

» Expand core assortment
e Onboard new vendors
* Expand LTL provider

v Improve customer
engagement, retention,
annual spend and LTV

v" Drive margin improvement

&

Credit Data and
Modeling

+ First payment default model
at registration

* Fraud prevention

» Account management

 Data furnishing

v Optimising near-term
collections
v' Reduce bad debts

v Increase spending limits for
high quality customers
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Outlook

Revenue

Bad
Debts

Contribution
Margin

GPAPA%

CY21 Revised Guidance
aligned with pre-COVID performance

US$118M-US$123M

(35%-40% YoY growth)

15.0%-16.0%

9.5%-10.5%

2.0%-3.0%

Starting Nov-21 into CY22

12.0%-13.5%

12%-14%

7.0%-8.5%

Tt
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Summary

ESG company driving real social change

Attractive double digit contribution margins

Focus on improved underwriting to improve operating margins and profitability
Targeting revenue growth that is market leading for eCommerce peers

Capital light and efficient business model

5+ years IP development/investment to create genuine technology asset

Repeated customer usage of 80% driving lower bad debts, and increasing contribution
margins and lifetime value

Proven founder-led management team and board skilled in eCommerce, lending, and
credit risk
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