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Continuing momentum with significant
uplift in financial results

BT W oy $38.2M  uoem

NPAT
I;C;toadp $279.5m 145%  $102.4mM 1 45%

DU 5208.8m taon  $85.1m  ra  [UNGUATE At

N>INE: Up 64%

Y ;i(I:Stions $675m 1T133% $218m ™ 91%

Final

Dividend 185Cp3 Up 48%

Fully franked®

Total FUA Platform FUA PARS FUA
$80.3bn $62.7bn3 T 26% $17.6bn EPS
r  23% $64.5bn as at 17 August* A 1% (diluted) 46 - 1C p S Up 136%

1. Comparisons are from FY22, unless stated otherwise ) - "
I_I lj B 24 2. HUB24’s preferred (non-IFRS) measure which is used to assess the operating performance of the business. 3 AL nelutts 2 bl testCine meliel et e e i el et f S0 e 2028
1

) . - . 4. Unaudited
;.(J)r:c;errle)grggcli\ll;ﬁgnrepresents Net Profit After Tax excluding notable items. See the HUB24 Analyst & Investor Pack 5 Total FY23 Dividend, is 32.5 cents, fully franked, an increase of 63% on FY22



Leading the wealth industry as the best provider
of integrated platform, technology & data solutions

~ b oy 7o
<SS :
= Gl e &l
Australia’s Australia’s third fastest Market-leading SMSF Market-leading Managed
best platform? growing super fund? administration software Portfolio capability

(L

o B8 = =l

= 8
SMSF documents provider of Data-led solutions Comprehensive institutional Secure online client portal
choice? leveraging emerging non-custody reporting technology for finance
technologies solution professionals and their clients

HUB% AcLass

AU B ONNECT Q myprosperity Rl on

1. Investment Trends Platform Competitive Analysis and Benchmarking Report 2022
In 2022, HUB24 Super had the third fastest annual growth rate of net flows and members of Australian superannuation funds, KPMG Super Insights 2023

[ 24 2,
l-I lj B 3. 28% of all SMSF establishments are made on Nowlnfinity - for the 12 months ending 31 March 2023 using latest available ATO SMSF establishment data



Consistently delivering growth and shareholder value
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Funds under administration
4-YR CAGR +58%

S —

FY19 FY20 FY21 FY22 FY23

@® PARS FUA @ Platform FUA

HUB*

1.

Licensee revenue discontinues from FY21 onwards due to the sale of Paragem to Diverger

r

Group Revenue 4-YR CAGR +46%
Group UEBITDA 4-YR CAGR +61%

Revenue
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FY23 highlights — market leadership, growth & enhancing

our customer proposition

Industry leading net inflows and FUA growth

Strong pipeline of opportunities across the Group (including $4
> billion migration from EQT), increasing adviser relationships

Acquired myprosperity

Increasing profitability and operating cashflows

Consolidated our platform leadership position & increased
customer advocacy

Xplore Wealth superannuation integration complete

Class is building momentum and positioned for further growth

HUB*

Delivering on our strategic objectives

Lead today %
Delivering customer value and growth 1>

Create tomorrow

Continuing to build the platform of
the future

Ho
_'@I:l
ny

B

Build together
Collaborating to shape the future of Eﬂ
the wealth industry



Recognised as Australia’s best platform?

Overall Best Advice Platform?
#1 Overall Satisfaction (equal first)*
Best Client Experience? 2023
, WEALTH #1 Ease of doing Business*
Ease of Onboarding? INSIGHTS
i . . #1 IT/Web functionality*
Adviser Best Functionality® C y
Ratings . \ )
Best Adviser Support? - N
Best Investment Options! Q Best SMSF Investment Platform — Adviser Choice’
’, #1 Best Overall Platform5 #1 primary platform advocacy®
TR R #1 Best Reporting® #1 NPS for primary platform users (equal first)®
Trends #1 Best Online Business Managements #1 Tax Optimisation tools®
WINNER #1 Best Managed Portfolio Product Offer® #1 Client Reporting®
1.Adviser Ratings Financial Advice Landscape Report 2022 4.2023 Wealth Insights Platform Service Level Report
l_I l J B 24 2.Internal analysis based on Plan for Life Master Trusts, Platforms & Wraps data, March 2023 5.Investment Trends Platform Competitive Analysis and Benchmarking Report 2022
] 3.Net inflows into superannuation/pension products, Strategic Insights Analysis of Wrap, Platform and 6.Investment Trends 2023 Adviser Technology Needs Report

Master Trusts and Managed Funds, March 2023 7.CoreData SMSF Service Provider Awards 2022
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Continuing to lead the market with innovative managed
portfolio capability and $27 billion in FUA

Building clear differentiation in our
Managed Portfolios proposition

General benefits:

» Client directed customisation
« Transparency

 Portability

« Speed of implementation

* Individual tax outcomes

Unique benefits of
HUB24 ‘Platform Alpha’:

« Tax optimisation (whole of account)
* Trade execution — in house

 Portfolio Implementation
* ManagerHUB
* Progressive Portfolio Implementation

Helping to grow the
Managed Portfolio market

&

Platform Alpha —
Whitepapers

Managed Portfolio
Academy

Managed Portfolio
Education Guides

1. Investment Trends Platform Competitive Analysis and Benchmarking Report 2022

2. Investment Trends: January 2023 Managed Accounts Report

Extending our managed portfolio
leadership position

No. 1
V= Best managed portfolio product
offert

No. 1

¢ Overall satisfaction with
platform managed
portfolio functionality?

‘\@/’ HUB24
the Platform of choice for

2
access to Managed Accounts


https://teams.microsoft.com/_#/pdf/viewer/teams/https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources~2FShared%20Documents~2FGeneral~2FManaged%20Portfolios%20Education%20material%202021~2FAdviser%20Guide%20to%20Managed%20Portfolios_Sep2021.pdf?threadId=19:8eebf8b2773b4c42955cf92364c5cce6@thread.skype&baseUrl=https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources&fileId=59fc7372-add4-4095-bf3a-9591f6e36f1c&ctx=files&rootContext=items_view&viewerAction=view
https://teams.microsoft.com/_#/pdf/viewer/teams/https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources~2FShared%20Documents~2FGeneral~2FManaged%20Portfolios%20Education%20material%202021~2FPractice%20Guide%20to%20Managed%20Portfolios_June2021.pdf?threadId=19:8eebf8b2773b4c42955cf92364c5cce6@thread.skype&baseUrl=https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources&fileId=69b62f3b-4f6a-4ed3-a14b-321e666e17da&ctx=files&rootContext=items_view&viewerAction=view
https://teams.microsoft.com/_#/pdf/viewer/teams/https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources~2FShared%20Documents~2FGeneral~2FManaged%20Portfolios%20Education%20material%202021~2FInvestor%20Guide%20to%20Managed%20Portfolios_May2021.pdf?threadId=19:8eebf8b2773b4c42955cf92364c5cce6@thread.skype&baseUrl=https:~2F~2Fhub24office365.sharepoint.com~2Fsites~2FMarketingresources&fileId=3b0723c0-9e75-4113-a06d-bd198fc8ab63&ctx=files&rootContext=items_view&viewerAction=view

HUB24 Platform growth and market share!

Growth in Platform Custody FUA & revenue Fastest growing platform
by market share of flows?

Platform Custody FUA 4YR CAGR 48%

FUA ($m) Revenue ($m) B Institutional [ Macquarie Netwealth [l HUB24
70,000 250,000 66.2% 6439
60,000 200,000
50,000
150,000
40,000 et
30,000 .. 100,000
20,000
et 50,000
10,000
0] (0]
FY19 FY20 FY21 FY22 FY23
Platform Custody FUA ~ ecceee Platform Custody Revenue
-101.3%
%g [y A HUB24’s market share has grown from
0.9% to 6.1% over the last five years?
Ranked #1 7" largest HUB24 market o
quarterly and platform share has Institutional platform market share has
annual net provider by grown from decreased by 75.5% to 64.4% over the
inflows? market share2 5.1% to0 6.1%? last five years?
1 24 1. June quarter 2021 includes bulk transition of $1.4bn
.-I lj B 2. Latest available data, Plan for Life Master Trusts, Platforms & Wraps, March 2023. HUB24 market share has grown

from 5.1% at March 2022 to 6.1% as at March 2023. Net flow market data from 2018 to 2023.



Strong inflows from existing and new relationships with

significant opportunity to grow market share

Yearly FUA net inflows analysis Latent opportunity

%>

HUB24 has relationships with access
$11.78 to more than 74% of the total adviser Since June 2020, average

$9.7B market! adviser FUA on HUB24 platform
has grown by 88% to $16
million3
Yox: 7% of advisers on HUB24 have
fﬂ:ﬂ} more than $50m FUA on HUB242

Industry average FUA per adviser
estimated to be $65m per
adviser, providing further

15,590

Licensed Financial
Advisers

opportunity for growth4
FY20 Fy21 FY22 FY23 New adviser relationships deliver
_ _ _ transition/flow benefits for up to 6
@ New Licensee Relationship 4,011 active advisers up 15% years?
@ Existing Licensee but new Adviser relationship @  (26% of the marke)
@ Existing Licensee and existing Adviser relationship Access to ~7,500 Advisers covered by HUB24 licensee
@ agreements who are not using the platform (48% of the
market

Total adviser market 15,590 adviser, based on Adviser Ratings report June 2023

As at 30 June 2023

Based on HUB24 analysis

Industry average per adviser based on HUB24 analysis of Plan for Life Master Trusts, Platforms & Wraps data, March 2023.$65m estimated based on Plan for Life data allowing for a portion of unadvised clients

Eal

HUB*




Class - building momentum

" COCLASS
and positioned for growth

Refreshed Growth team & continued
focus on customer service
excellence resulting in increased

Growth in Class accounts engagement customer satisfaction
Class Super accounts Companies on CM Access to ~ 6,000 financial
205,000 700,000 professionals providing opportunities
200000 650,000 to expand footprint across the Group
195000 et 600,000
190,000 e 550,000 )
185000 e 500,000 Continued enhancement to
180000 e 450,000 . core product suite to deliver
175000 e 400,000 g efficiencies and reduce manual
170,000 350,000 processes
165,000 300,000
FY19 FY20 FY21 FY22 FY23

Engaging the industry, delivering

Class Super accounts ~ ====** Companies on Corporate Messenger (CM) thought leadership & education to
grow the SMSF market

# Class SMSF market % Total Class accounts up 13% ® 28% of all SMSFs established
share 30.5% and since June 2019 on NowInfinity? .
e E _ 4 Supporting over 200,000 accounts on Class and
» Companies on Corporate over 640,000 companies on Corporate
o .
Messenger up 60% since Messenger
June 2020
|_| 24 1. Based on ATO quarterly SMSF data and Class No. of accounts as at March 31, 2023. Ranking based on this data together with HUB24 analysis.
1 lj B 2. For the 12 months ending 31 March 2023 using latest available ATO SMSF establishment data



Our talented and growing team

838 Enhancing our employee value
proposition to attract, retain and
FTE

develop our people

O @® New Chief People Officer focused on enhancing our

8 6 /0 employee brand and strengthening HUB24 as a great place
Dedicated to to work
product innovation,
technology,
business

development and
customer service

® Attracting talent through diverse channels including Graduate
& Intern programs and STEM returners

® Investing in learning and development pathways to enhance
capabilities at all levels

740/ @ Enabling a purpose-driven, diverse and inclusive high-
O ™ 204 performance culture supporting employee retention and
advocacy
HUB24 Group
Employee
Engagement?!

:—I lj B 24 1. As at 30 May 2023 for HUB24 and Class employees, up 2% on FY22 result

Our Values:

®

Integrity
Do the right thing

Collaboration
Act as one team, one company

Client Focus
Be easy to deal with

Excellence
Go above and beyond

Passion
Invest energy to make a difference

Innovation
Think big and outside the square




Financial
results

Kitrina Shanahan
Chief Financial Officer

HUB*



Group snapshot as at 30 June 2023°

4 )
Group*’

Technology
Solutions

Corporate

Revenue
$279.5m

Underlying EBITDA
$102.4m

Platforms

-
Platform®

Non-Custody

Revenue
$208.8m

Underlying EBITDA
$85.1m

Customer base3
4,011

Custody

-
Technology Solutions?

HUBconnect ‘ Other

Document Sales

Revenue
$67.5m

Underlying EBITDA
$21.8m

Customer base3
~6,000

Software
Subscriptions

The percentages in graphs represent the revenue as a % of total.

HUB :

Per the Financial Report and Analyst and Investor Packs, Class is included in the Tech Solutions segment.
3. HUB24 customer base represents active financial advisers as at 30 June 2023 and Class customer base represents practices as at 30 June 2023.




Group financial results Operating Revenue ($m)

$m $m %
Operating Revenue 279.5 192.5 45%
Operating Expenses (177.1) (122.1) 45%
FY22 Platform Tech Solutions  Corporate

Underlying EBITDA? 102.4 70.4 45%
Underlying EBITDA margin? (%) 36.6 36.6 (0.0) Underlying EBITDA ($m)

<

: : = %

Cost to income ratio (%) 63.4 63.4 (ON0) E
EBITDA 91.3 59.6 53% >
Underlying NPAT? 58.8 35.9 64%
Statutory NPAT 38.2 14.7 160%

FY22 Platform Tech  Corporate  FY23 Class FY23
Solutions?® (pre-Class  capex
capex alignment
alignment)

HUB*



Platform results

Continued FUA growth, higher interest rates Funds Under Administration ($b)
and disciplined cost management leading to
expanding UEBITDA margins

$m $m %

Platform FUA 62.7bn 49.7bn 26%

PARS FUA 17.6bn 15.9bn 11%

Total FUA 80.3bn 65.6bn 23%

Platform Net Inflows® 9.7bn 11.7bn (17%)

Revenue 208.8 160.5 30%

Onerating Expences B DR
Underlying EBITDA? 85.1 62.3 37% ar'}fg'gvgs MovememMg/'vaef;e;m Inflows Moveme"tMZ/'vaefr';eetm
Underlying EBITDA margin? (%) 40.8 38.8 2.0

I PARS FUA [ Platform FUA [l Movements

:_I lj B 24 1. Platform net inflows of $9.7 billion from continuing business operations (excluding the Xplore Super Admin discontinued operations).

2. Underlying EBITDA represents earnings before interest, tax, depreciation, amortisation and other significant items. Refer HUB24 Analyst & Investor Pack for a reconciliation to EBITDA.



Platform segment results

Platform delivering scale benefits $9.7Db of net inflows and
$4.3b positive market
Revenue and Expenses ($m) Ml Revenue Ml Expenses UEBITDA margin (RHS) movements during FY23
$m UEBITDA Margin (%) driving continued growth
220 7 [ 49 in the platform segment!?
200 - -
180 - - 40
160 -
140 - - 35
120 A L 20 Scale benefits
100 4 delivering platform
gg I 25 UEBITDA margin
20 | Lo improvement of
20 - 2% compared to FY22
0

- 15
FY19 FY20 FY21 FY22 FY23

Platform UEBITDA margin (%)

UEBITDA for the year

Platform Underlying EBITDA $m

represents a 47%

#year CAGR

]
-'I U le' 1. From continuing business operations




Composition of platform custody FUA
and revenue margins

® Xplore Super Admin successor fund transfers (SFTs)
completed in FY23. No impact to UEBITDA with the
removal of associated costs

® Retail clients represent 86% of Platform FUA (81%
FY22) and 93% of revenue (93% FY22)

@ |nstitutional includes High-Net-Wealth clients and Private
Labels which attract high value portfolios at wholesale
pricing reflecting scale efficiencies?

I_I lj B 24 1. Revenue margin is calculated on the monthly average of each month’s opening and closing FUA balances
1

Portfolio Composition of Platform custody FUA and

Revenue ($m)
14% 6% 6%
86% 93% 93%
FY22 Revenue

FY23 FUA FY23 Revenue FY22 FUA

@ Retail @ nstitutional Xplore Super Admin

Portfolio Composition of Custody Revenue Margin! (bps)

37
32
n

FY23 FY22

@ Custody Margin @ Retail @ !nstitutional Xplore Super Admin

2. HNW & Private Clients typically have greater than $1 million in liquid assets, and are typically serviced by private bankers & specialist advisers and require a more sophisticated product offering including bonds & international assets



Platform revenue

Platform revenue growth of 30% reflecting growth
in FUA and interest rates

@ Platform revenue increased to $208.8 million (up 30%)

@® Revenue continues to increase with the scale of the
business, platform revenue margin increased to 36 bps
driven by:

Custody FUA increasing by 26% to $62.7 billion at 30
June 2023 (FY22 $49.7 billion); and

Higher cash management fees due to the RBA Official
Rate and higher cash balances as a percentage of
average FUA partly offset by a change in ADI provider in
December 2023 and a reduction across the platform
industry in deposit spreads.

[ ]
|-I lj B 24 1. Platform Revenue includes PARS revenue,

Platform Revenue ($m)?

2H22  Admin fees Cash and 1H23  Adminfees Cash and
other other

Platform Custody FUA Revenue Margin (bps)

Cash and other

2H23

FY23




Tech Solutions results

Class acquisition driving growth in the Tech
Solutions segment. Class software
capitalisation policy aligned to HUB24 policy
reducing UEBITDA by $4.8 million in FY23

Margin

<
a)
=
o]
w
)

$m $m %
Class accounts? 202,149 198,397 2%
Class Document Orders? 173,148 171,309 1%

Companies on Class Corporate 645190 597,089 8%

Messenger®

Revenue 67.5 29.0 133%
Operating Expenses (45.7) (17.6) 160%
Underlying EBITDA* 21.8 11.4 91%
Underlying EBITDA margin® (%) 32.3% 39.2% (6.9)

1. Number of Class accounts as at 30 June 2023 consists of Class Super, Class Portfolio and Class Trust licenses.
l_I lj B 24 2. Documents paid for by Pay Per Unit (PPU) and subscription customers for the last 12 months to 30 June 2023.
L] 3. Number of active companies as at 30 June 2023.

4. Underlying EBITDA represents earnings before interest, tax, depreciation, amortisation and other significant items.

Underlying EBITDA ($m)

Class (pre
capex
alignment)

Incremental
cost synergies

HUBconnect
uplift

FY23 (pre
capex
alignment)

Alignment of
Class
Capitalisation
policy




G rOu p expenses Group Expenses by function ($m)

Investing to support scale and deliver growth.
Class included for 4.5 months in FY22, with the
acquisition completed in February 2022.

® Group expenses (excluding strategic transactions and other
notable items) increased by $60.4 million or 43% with the
acquisition of Class and increase in employee expenses.

- - - / /
® Employee expenses increased to $133.5 million (FY22 _
- . . FY22 Notable FY22  Platform Employee Admin D&A Other FY23 Notable FY23
$91.1 mllllon) reflectlng a full perlod of Class expenses and Total Items& Total and Tech Related Total items&  Total
. . . Expenses Acg. Operating Solutions Operating Acgqg Expenses
the investment made in headcount resources dedicated to Amort Expenses Fees Expenses Amort

distribution and marketing, future Platform development and Group Expenses by category ($m)
business strategy to drive future growth. The investment
in headcount will continue to be leveraged in future periods.

0.8
. 20.4 m 171.3
@® Group FTE increased by 20% to 838 as at 30 June 2023 17.9

from 697 as at 30 June 2022. The continued investment in 1.9
the business increased FTE by 108 and the acquisition of )
myprosperity increased FTE by 33. 30.8 27.7 | 23.9 9.7 PZA&3

Employee @ Platform and Tech @ Depreciation & Administrative @ Strategic Interest
expenses Solution expenses Amortisation expenses Transactions Expense
Projects

HUB*



Increasing profitability

Statutory NPAT up 160% and Underlying NPAT up 64%

$9.7 million of strategic transaction Higher amortisation, as development Impairment charge of $3.3 million in
and project costs in relation to Xplore and capitalisation of IT assets relation to the carrying value of the
integration, the product development continues, and acquisition related investment in Diverger Limited
costs for SMSF Access, costs related amortisation for Class

to large transitions and myprosperity
acquisition costs

Up 45% on
FY22

Up 64% on

FY22
Up 160% on
FY22

Underlying Share Based Depreciation and Interest Underlying Strategic Acquistion Impairments Tax on Statutory
EBITDA Payments Amortisation Expense NPAT transactions and Amortisation notable items NPAT
project costs

HUB*



Strong capital position supporting on-market share buy-back

Increasing shareholder returns whilst retaining flexibility to take
advantage of strategic growth opportunities.

HUB24 delivered strong operating cash flows

HUB24 Group cashflow ($'m)

99
(14) 76
(18)
(21)
______ 29
Net cash  Strategic Tax Operating Capex Dividends  Other Net
prior to costs cashflows and payments financing increase

strategic investing
costs and
tax*

HUB*

* 97% conversion of UEBITDA to operating cashflows

in cash

HUB24 dividends continue to grow with
earnings.

Total dividends paid and payable ($'m)

26
16
7
jsjj
2019 2020 2021 2022 2023

Share buy-back program
announced

To commence 11 September
2023 with shares bought back

over a 12-month period

Maximum value of shares
bought back will be $50 million

Funded from existing
cash reserves, with $73
million cash at 30 June 2023




HUB*

2
Strategy
& Outlook

Andrew Alcock
Managing Director




With change comes opportunity

Specialist platforms are
extending their lead while
institutional platforms remain
challenged

Licensee model evolving with
new aggregators

and disaggregation from
institutions

(YL

©

Quality of Advice Review should
improve adviser productivity

i
Data integration and quality

continue to challenge licensees,
advisers and accountants

Demand for integrated
technology solutions in this new

(w0

Cyber-security driving demand
for secure online portal solutions?

55

Increasing demand from advisers
and their clients for complete
view of wealth®

Ageing population driving need for
effective retirement product
solutions

il

ol

$3.5 trillion inter-generational
wealth transfer driving need for
strategies & solutions?

il

ol

Growth in SMSFs continuing,
driven by increasing demand from
Millenials®

Increasing adoption of
managed portfolio solutions*

Client demand for
personalisation requiring
efficient, customised solutions®

1.62% of small to medium sized businesses have experienced a cyber attack, Australian Cyber Security Centre Small 4. Adviser adoption of managed accounts has grown from 30% in 2018 to 56% in 2023, Investment Trends Managed
0 Business Survey 2020. Client portals critical for secure online communication and document management, Adviser Accounts Report January 2023
H lj B 24 Ratings 2022 Financial Advice Landscape Report 5. Consolidated view of wealth, performance reporting and mobile app are top 3 client portal features most valued by
2. Intergenerational Wealth Transfer: The Opportunity of Gen X & Y in Australia Report, Griffith University Queensland advisers, Investment Trend 2022 Adviser Planner Technology Needs Report
3. ATO Self-managed super fund statistical report — March 2023, 2023 SMSF Adviser Report, Investment Trends.




 myprosperity

Our strategy
positions us to capture these
opportunities for growth

Task tracker Digital checklists Digital fact finds

0 o Deeply integrated into
HUB24’s products & services

Leveraging our Group capability and
delivering :—I lj le' 2] |J B CONNECT Aciass quw_lpfipity

Enhanced _client portal experience with Platform PARS Software, data and tech
myprosperity and HUB24

Custodial Non-custodial
administration administration

HUBconnect technology infrastructure

Collaborating with leading retirement solution providers Y NN
to deliver innovative product options for retirement

needs Integration with other financ_:ial ‘ >300 data integrations
services and software providers

Evolving non-custody reporting to also provide Solutions and Services

administration on the HUB24 platform

Unlisted fixed interest and currency options for high-
net-worth clients

Increasing selection of alternative investments across
our platforms

Ongoing enhancements to SMSF access @ %

Continued investment in data and technology solutions

to support licensees and advisers Single view of One way of doing Efficient access Flexibility for Reporting
wealth for advisers  business incorporating to investment advisers & Visibility & insights
and their clients custody & non custody manager IP for licensees for businesses

:—I lj B 24 1.Duplication between HUBconnect data integrations and Class partner integrations



Continuing to deliver integrated platform and technology solutions for the client

|
1 1
\I;)vr iV"ﬁﬁ Offers today i A
ea . . . .
HNW :' i Indicates where offers are broadening ] - SIS T E Account‘s
Broker e : PARS |
: > 1 .
i HUB24 CHOICE
- ) 4 i
Mass SMSF Access : SMSF Access
affluent ] 1
)y |
: :
HUB24 CORE
Mass
market
1 1
1 1
1 1
1 1
= - s - &
Starting out Early career : Paying off debt Growing wealth : Starting retirement Downsizing
1 1
Starting out : Wealth accumulation : Wealth drawdown & preservation
P -
—  intergenerational wealth transfer —
- 24 1 CONNECT i ini
HUB Aciass HUB Q myprosperity §R Nowinfinity

HUB*



Outlook — growth momentum delivering customer and
shareholder value

-~ .
. -

Coherent strategy
driving competitive
advantage

il
Market leadership
In our core

propositions with
ongoing product &

service development

e

Strong growth from
existing & new
relationships whilst
evaluating strategic
opportunities

ad

Delivering scale
through investment in
technology and
operations

1{}}1

Strong balance sheet
& capital position,
increasing profitability
& financial results

Enable industry
transformation &
advice delivery with
technology & data
solutions

B

Integrate Group
capabilities to
accelerate platform
growth, extend
leadership & access
new markets

=

Enhance customer
experience including
complete view of
wealth & client portal
capability

S

Updating
Platform

FUA target
(excluding PARS
FUA)

$92b-
$100Db

for FY25!

I_I lj B 24 1.  The company expects strong growth and increasing profitability moving forward subject to consistent and stable investment markets and HUB24 terms of business that may affect platform FUA and revenue. Updated FUA
] guidance replaces the previous FY24 guidance of $80 — 89b.



Disclaimer

Summary information

The material herein is a presentation of general background
information about HUB24 Limited’'s (‘HUB’) activities current as at
date of presentation. This information given in summary form does
not purport to be complete and should be read in conjunction with
previous ASX filings, Half Year Report and the audited Annual
Report as applicable. Any arithmetic inconsistencies are due to
rounding.

[Zh Not investment advice

This presentation is not a prospectus or a product disclosure statement
under the Corporations Act 2001 (Cth) and has not been lodged with
ASIC. The information provided in this presentation is not intended to be
relied upon as advice to investors or potential investors and does not
take into account the investment objectives, financial situation or needs
of any particular investor. These should be considered, with or without
professional advice when deciding if an investment is appropriate.

£ Risk of investment

An investment in HUB shares is subject to investment and other known
and unknown risks, some of which are beyond the control of HUB. HUB
does not guarantee any particular rate of return or the performance of
HUB nor does it guarantee the repayment of capital from HUB or any
particular tax treatment. Past performance is not indicative of future
performance.

HUB*

Forward looking statements

This presentation contains certain forward-
looking statements. The words ‘anticipate’, will’
‘believe’, ‘expect’, ‘project’, forecast’, ‘estimate’,
‘intend’, ‘should’, ‘could’, ‘may’, ‘target’, ‘plan’
and other similar expressions are intended to
identify forward-looking statements. Indications
of, and guidance on, future earnings and
financial position and performance are also
forward-looking statements. Such forward-
looking statements are not guarantees of future
performance and involve known and unknown
risks, uncertainties and other factors, many of
which are beyond the control of HUB, that may
cause actual results to differ materially from
those expressed or implied in such statements.
There can be no assurance that actual outcomes
will not differ materially from these statements.
You should not place reliance on forward-looking
statements and neither HUB nor any of its
directors, employees, consultants, contractors,
advisers or agents assume any obligation to
update such information.

This presentation was authorised for release to
the market by the HUB24 Limited Board of
Directors.
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HUB24 Group at a glance

HUB* XPLORE Q myprosperity H ) 3 connect ACLASS
: oo 92 o 6000+
FAUIFO FARE I OTOS{PE 5 &8 Financial Services Clients &b Unique Clientst
CUSt_O(.j'aI . Non-_cgstocyal Client Technology & Data Services Cloud-based software
administration administration portal
Platform FUA PARS FUA . Advice/ HUBconnect Broker Class Super 7
é $62.7bn é $17.7bn accounting firms Customer management & SMSF administration
440+ operational support for
~ 4011 PARS y s stockbrokers Class Tr.u'st | No. of
©  Advisers using accounts albsicinolie _ Trust administration  — accounts
the platform 8154 = ~7,000 HUBconnect Licensee 202,149
Database insights to support Class Portfolio
Managed adVice |icenseeS W|th pUSineSS Investment Reporting
é Portfolio & management & compliance & Administration _
MDA FUA obligations
$29bn S—
ocument
ini orders
Total FUA $80.3bn nowlnfinity | 1751
_ orporate compliance No. of
Annual net inflows $9.7bn SECEUMEEID] companies

Data as at 30 June 2023 unless otherwise stated

l_I lj B A 1. Asat 30 June 2023
1 2. Class customer base represents practices as at FY23
3. myprosperity internal data as at April 2023



Delivering on our sustainability objectives

Climate risks
and opportunities
Targeting net zero scope
Business ethics and Integrity 1 and 2 by 2030 Customer experience
Focused on corporate Continued investment in

governance best practice and innovative products and
continual improvement service excellence

Community contribution
and Investment
Supporting our communities
through HUBempower

o0 Employee engagement
@o@ Creating the right environment
\@/ for our people to thrive

Diversity and Inclusion
Creating a diverse and
inclusive culture

Data privacy and security
Enhancing our cyber
security and data protocols

ESG Key
Focus Areas

HUB*
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