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Disclaimer

This presentation has been prepared by Kip McGrath Education Centres Limited (Company).
Statements in this presentation are made only as at 20 August 2024 and the information in this
presentation remains subject to change without notice. The information in this presentation is of a
general nature and does not purport to be complete, is provided solely for information purposes
and should not be relied upon by the recipient.

Not financial product advice

This presentation is for informational purposes only and is not a financial product or investment
advice or recommendation to acquire any securities in the Company and does not take into
consideration the investment objectives, financial situation or particular needs of any particular
investor. Each recipient of this presentation should make their own assessment of an investment in
the Company and should not rely on this presentation. In all cases, each recipient should carry out
its own investigations and analysis of the Company and verify the accuracy, reliability and
completeness of the information contained in this presentation or any other form of communication
to which the recipient is permitted access in the course of evaluating the Company. Recipients
should seek appropriate legal, financial, tax and other advice.

This presentation is not a prospectus, product disclosure statement or other offering document
under Australian law or any other law (and will not be lodged with the Australian Securities and
Investments Commission or any other foreign regulator. This presentation is not, and does not
constitute, an invitation or offer of securities for subscription, purchase or sale in any jurisdiction.

The distribution of this presentation in jurisdictions outside Australia may be restricted by law and
readers should observe any such restrictions. Any failure to comply with such restrictions may
constitute a violation of applicable securities laws.

Investment risk

An investment in Shares is subject to known and unknown risks, some of which are beyond the
control of the Company, including possible loss of income and principal invested. The Company
does not guarantee any particular rate of return or the performance of the Company nor does it
guarantee the repayment or maintenance of capital or any particular tax treatment. Investors should
have regard to the risk factors outlined in this presentation when making their investment decision.

Disclaimer

To the maximum extent permitted by law, the Company disclaims all responsibility and liability for
any loss arising from this presentation or reliance on anything contained in or omitted from it or
otherwise arising in connection with this presentation and does not make any representation or
warranty, express or implied, as to the fairness, accuracy, completeness or correctness of the
information, opinions and conclusions contained in this presentation or that this presentation
contains all material information about the Company or the Offer that a prospective investor may
require in evaluating a possible investment in the Company.

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

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,

"o "o

including, without limitation, the terms “believes”, “estimates”, “anticipates”, “expects, “predicts”,
“intends”, "plans”, “targets”, “aims”, “outlook”, “guidance”, "forecasts”, "may”, “will”, “would”, “could”
or “should” or, in each case, their negative or other variations or comparable terminology. These
forward-looking statements include all matters that are not historical facts. Such forward looking
statements involve known and unknown risks, uncertainties and other factors that because of their
nature may cause the actual results or performance of the Company to be materially different from
the results or performance expressed or implied by such forward looking statements. Such forward
looking statements are based on numerous assumptions regarding the Company’s present and
future business strategies and the political and economic environment in which the Company will
operate in the future, which may not be reasonable, and are not guarantees or predictions of future
performance. No representation is made that any of these statements or forecasts will come to pass
or that any forecast result will be achieved, or that there is a reasonable basis for any of these
statements or forecasts.

Forward-looking statements speak only as at the date of this presentation and to the full extent
permitted by law, the Company disclaims any obligation or undertaking to release any updates or
revisions to information to reflect any change in any of the information contained in this
presentation (including, but not limited to, any assumptions or expectations set out in the
presentation).
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FY24 financials

Revenue of $32.4M
Up 21.0%

EBITDA of $6.5M

Down 2.7%

NPAT of $1.3M
Down 31.5%

) $116.3M up 7%

Global Lessons = Global Network Billings

EPS 2.3 cents
FY23 3.4 cents

Franchise Business
Revenue $19.0M, Up 6.9%

Corporate Business
Revenue $9.8M, Up 27.4%

Tutorfly
Revenue $3.4M, Up 200.4%

489 @ 38

Global Centres Corporate Centres
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Our Strategic Pathway

Steadfast in our mission with a strategy to deliver our vision

Our vision

Our mission
“To deliver measurable improvement
and change the lives of as many students

“We truly believe every child can learn; they just
as possible around the world.”

need to be taught properly. By setting meaningful goals and
delivering engaging, high-quality lessons tailored to a student's
individual needs, we create confident, independent learners
who go on to achieve their highest potential.”

Our values

Ensure quality Show passion Be curious Work as one Nurture needs Unlock potential
We are the experts. Our We’re changing the world We ask questions and love to We all have a role to play, but Our customers are at the We want everyone in the
qualifications, experience and one child at a time. It's learn and improve. By always together we make a whole. By core of everything we do. business to be their best. We
commitment to quality lessons something we're all asking ‘why’, we can see working as a team every day, By valuing their feedback, empower them with respect,
and improvement means we hit passionate about —and we things more clearly and find a the outcomes are magic. we can all have a better tools and information to make
goals. have fun along the way! better way. journey. this a reality.
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Our Core Business Drivers

Key focus areas driving shareholder value

Centre Lesson Numbers
Core Business Driver - 1,200,000

Centre Lesson Numbers o1 000 11004000 1,012,000

1,000,000 O . 203.060- - T
The core drivers of our business strategy focus 800,000
on increasing revenues and margins from our
tutoring lessons. Central to this is the quality of 600,000
our lessons and our centres, measured by the
growth in lesson numbers. While quality of ! 400,000
teaching is very difficult to define in practice, | '
we believe the strength of our business is
demonstrated by our customers’ commitment 200,000
to continue lessons each week, hence our

0

primary focus on lesson numbers. In FY25 we

. . . FY22 HY1 FY22 HY2 FY23 HY1 FY23 HY2 FY24 HY1 FY24 HY2
are enhancing our Quality Surveys to provide
additional granular feedback on the quality of
our services.
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Global Centre Numbers by Model

600
Core Business Driver -
Centre Numbers
m Despite the significant increase in the use of
=3 =1 online and blended lessons, physical centres
300 . : remain key to the operations of Kip McGrath

globally

Our focus is on ensuring all centres use our
latest technology and provide a high quality
teaching experience for every student. This is

100 reflected in the global move towards Gold
Partners and Corporate Centres

200

Gold Partners are our highest service offering
FY22 FY23 FY24 franchise contract
Gold ®Corporate Silver
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Core Business Driver -

Average Weekly Lesson
numbers per Centre 900

Average weekly lessons per centre

80.0 76.5

To generate a viable business, the average

78 ... 720

weekly attendance levels of students is 00 s 665
critical. With franchise operations, they 60.0
typically break even at 50 students. The break c00
even point for Corporate Centres was initially
planned at 120 students. However 40.0
improvements in technology and the 200
efficiencies from hub operations has meant
the breakeven point has fallen to 85. At a 20.0
global level we are seeing positive increases 100
with our latest training and software updates

0.0

which allow wider adoption of our 48 week

. FY22 HY1 FY22HY2 FY23HY1 FY23HY2 FY24HY1 FY24HY2
and 52 week packages for tutoring (versus
traditional 40 week packages).
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60.00

50.00

40.00

30.00

20.00

10.00

0.00

FY22 HY1

Average Lesson Charge ($ AUD)

..........

FY22 HY2

FY23 HY1

FY23 HY2

FY24 HY1

.......

FY24 HY2

Core Business Driver -

Average Lesson Charge
(AUD per week)

To ensure satisfactory margins for franchisees
and the franchisor, it is critical for lesson

pricing to balance competitive pressures,
value for money for our customers and the
ability to cover the costs of strong teachers
and world class tutoring systems. The pricing
being lower than the Australian average is a
reflection of some weaker currencies in

international locations.

KiP MCGI‘ath Leaders In Lear;ing
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18.0%
16.0%
14.0%
12.0%
10.0%
8.0%
6.0%
4.0%
2.0%
0.0%

Average Franchise Fees %

FY22 HY1

17.0%

15.6% o8 162%  162%.. |

FY22 HY2 FY23 HY1 FY23 HY2 FY24 HY1 FY24 HY2

Core Business Driver -

Franchise Fees Percentage

As more than 90% of our centres around the
world are franchisees, maintaining adequate
returns from franchising is critical for
providing support to the franchisee network
and to contribute to product development
(for both software and curriculum). With the
move towards greater Gold Partner contracts
(our highest service offer for franchisees) the
franchise fee percentage continues to
improve overall (Gold Partners standard 20%
contract, Silver Partners 10%)
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Core Business Driver -
Contribution Margin per Contribution Margin per Centre* ($)
Centre (AUD per half) 12832

A critical driver of business profitability is the vy T 1087
contribution margin each centre is making e A G 132

towards the global costs of running the 8000 i

operations, particularly the global cloud '

infrastructure to ensure the delivery of high | 6,000

quality lessons to all students. Margins -'

overall continue to improve globally as we | 4,000

focus on operational efficiencies in all our key

markets. 2,000

*Contribution margin on this slide excludes head office and
FY22 HY1 FY22 HY2 FY23 HY1 FY23 HY2 FY24 HY1 FY24 HY2

US school costs
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Corporate Centre
Contribution Margin per
Centre (AUD per half)

Corporate Centre Margins Improving

Rapid growth in corporate centre numbers put margins
under stress

Original model was break even at 120 students. With
efficiencies from hub model and technology changes,

now at 85 student break- even point

* Contribution margin from corporate centres comparable
to franchise model at 100 students per centre

* 2HY FY24 includes restructuring costs and new centre

start ups

30,000

20,000

10,000

-10,000

-20,000

-30,000

-40,000

Corporate Centres - Per Centre Contribution Margin

FY.Yl

50
40

30

|
FY Y2 FY23 HY1 FY23 HY2 FY24 HY1 FY24 HY2
10

-10
-20

-30

mmmm Per Centre Contribution Margin e Centres

KipMcGrath=zeziteemos - Investor update Aug 24 12



Our four key levers to deliver strategic growth

LEVER 1 Increase students per centre
LEVER 2 Increase number of centres in existing markets
LEVER 3 Increase global market footprint

LEVER 4 Increase lifetime value of customer

‘To deliver measurable improvement and change the lives
of as many students as possible around the world.’
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Technology & Training - Key to increase student numbers

KipLearn delivers blended learning and measurable and reportable outcomes

Blended Learning
Successful release of blended model to 70% of centres globally offering a seamless

learning experience

Student reporting
Successful trial of student reporting feature, showing student growth and parents’

return on investment To scale we

will continue
to invest in

Content | | . _ _ technology
Tailored content designed for tutoring and continuous improvement extensively

adapted for use in the US market

Specifically designed tutoring tools
Ongoing development of tools, extending into the direct-to-school market: small
groups, individualised learning, “drop in” and “high dosage” tutoring
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Education Centres Globally

—r ‘p
United Kingdom / Europe

247 Centres

New Texas Centre
now open

ST e,

Africa / Middle East
54 Centres — \ Australia / New Zealand
. Ll

~ 188 Centres
' v
»

v £
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Open more greenfield centres

Fra n Ch ise Of the 34 sales in FY24, 30 were resales and 4 were new sites.

Our focus continues to be expanding to new sites

Ce nt res Multiple centre ownership

Q/ Corporate centres have developed tools to make multicentre

G rowt h ownership easier for franchisees

New technology excitement

St rate g y New technology continues to be a catalyst for

increased sales

~ . i
|
-5
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C t Currently 39 Corporate centres (up from 29 in FY23)
o rp o ra e including new centre in Texas
Ce nt res Buyback strategy is securing ownership of franchisees in

Q/ high-potential locations to drive increased revenue - targeting 5-

The hlghllg htS 6 locations per year

Corporate Centre’s “lighthouse approach” accelerates
adoption of technology delivering significant network-wide
margins
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T t rfl Increase in school districts From 5 in FY23 to 25 schools in
u o y 15 School Districts (FY24)

Continued significant

g rowth pOte ntia| Preferred status From 4 to 7 States as ‘preferred supplier’:
: Texas, Alabama, Arizona, New Mexico, adding Ohio, Kansas and
for Tuto rﬂy N the Mississippi

US market

Real time research and market testing Increasing speed to
market of new solutions

Levering KME Tech US Business now operating on

KMEC technology with new tools developed that are available in
other global markets

= Tutorfly

p KipMcGrath s> " -ems Investor update Aug 24 | 18



Outlook

Enhanced technology is propelling franchise network expansion and higher engagement, while improved centre
placement will maximise revenue potential

Our four strategic levers remain central to sustained growth, emphasising revenue and margin enhancement
Corporate Business is past break even point and expected to grow
Expecting CAPEX to reduce significantly in FY25 with key technology updates now complete

Tutorfly expected to continue growing in an evolving government funded landscape

Revenue and profit growth for FY25 with increased focus on Return on Capital
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