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ReadyTech continuves to deliver a combination of
robust revenue growth and solid cash margins

Saas subscription revenue Total revenue Underlying EBITDA’ Underlying Cash EBITD A**
1S954m 1S5113.8m T 538.8m 1S20.2m
Increase of 13.1% Increase of 10.2% Increase of 11.5% Increase of 20.2%
EBITDA margin® of 34.1% Cash EBITDA** margin of 17.8%
(FY23: 33.7%) (FY23: 16.3%)

S12.5m3  S31.8m 25% 103.7%

Across 22 enterprise wins” FY23: $28.0m Average deal value per new FY23: 95.4%
(FY23:$12.4m) customer $119.1k (FY23: $95.6k)

*Excludes LTIP costs of $1.0m and non-recurring costs of $5.2m which includes the accounting impact of contingent considerations of $2.4m, Acquisition-related transaction costs of $1.3m and restructuring and integration
costs of $1.5m.

**Cash EBITDA includes actual lease payments, labour capitalisation and exclude the impact of LTIP.

"Deal value is the first-year annualised subscription and implementation fees.
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Major coniract wins in FY24 include:

Enterprise strategy @) Hahepa / ) Bvondale

- . o e UNIVERSITY
dellve rI ng WIth new . every life fully lived
contract wins HM Courts & %) _
Tribunals Service — el e ey
e Upgrade Department of Justice o ADELAIDE
22 enterprise contracts of $12.5
million combined deal value”® R T .
, o UNIVERSITY 1L L
Enterprise pipeline of new Pilot COURIERS

customers at $31.8 million

ORIA Environment,

gtute . Lﬂgdlg:wat?rg Me er—=== |
overnmen an annin TI BE o
AvVerage revenue per new R
customer in FY24 was $119.1k”
MELBOURNE L
POLYTECHNIC Seeka
Proven ability to displace Upgrade (TAFE)
Incumbent players i
"Deal value equals first-year annualised subscription and Upgrade (TAFE) Shlre Of Dardaﬂup
implementation fees.
~Cgmpc:red to average of $95.6k in FY23. northeqSt
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. Highlights ah
Saas subscription revenue growth
Clnd chle benefi'l's deliver Recurring revenue model and operational leverage drive improved profitability:

v’ Underlying EBITDA* of $38.8m, up 11.5% vs PCP

[ ([
Im prOved margins v Underlying EBITDA margin within guidance at 34.1% (33.7% in FY23)

_ YoY %
Revenue growth within expectations, up 10.2% on PCP:

Subscription and licence revenue 954 84.3 13.1%

V' Reflects timing of several enterprise deals shifting info FY25, as flagged in
Implementation, training and other revenue 18.4 19.0 (3.1)% February

mm Vv Subscription revenue up 13.1% to $95.4m; recurring revenue 83.8% of total

Total expenses (75.0) (68.5) (9.6)%

revenue (FY23: 81.6%)

V . o . o o
*Underlying EBITDA m 11.5% Strong net revenue refention of 104% reflects progress with upgrading IT Vision
customers
*Underlying EBITDA margin 34.1% 33.7%
(

LTIP (1.0) 1.8) 44.4%

Depreciation and amortisation (11.8) (9.5) (24.2)% 9.6% increase in expenses reflects growing benefits of scale while continuing
Amortisation of acquired intangibles (11.7) (7.7) (44.2)% to invest in future growth:

Net ﬂngnc§ SHPENSES , (3.2 (2.5 (28.0)7% Vv Total investment in R&D now represents 30.0% of revenue

Underlying income tax expense (effective tax rate = 27%) (3.4) (3.4) n.q.

*Underlying NPAT 8.3 9.7 (15.4)% V' 7.1% of revenue invested in sales and marketing to support further pipeline
Amortisation of acquired intangibles (post-tax) /.7 5.4 42.6% growth

*Underlying NPATA 16.0 15.1 5.7% V' Cost savings through initial Al-driven productivity improvements in software
**Underlying cash EBITDA 20.2 16.8 20.2% development and other key disciplines

**Underling cash EBITDA margin 17.8% 16.3% 1.5%

*Excludes LTIP costs of $1.0m and non-recurring costs of $5.2m which includes the accounting impact . . o .
of contingent considerations of $2.4m, Acquisition-related transaction costs of $1.3m and Increase in D&A driven by accelerated amortisation of $2.2m in

restructuring and integration costs of $1.5m. . . . . ‘ .
. o . acquired infangible assets related to IT Vision integration.
**Cash EBITDA includes actual lease payments, labour capitalisation and exclude the impact of LTIP. 9 9 S
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Strong cash flow and balance

sheet support growth initiatives
Highlights

$29.9m of available funds enables ReadyTech to pursue growth initiatives:

NET DEBT AS AT 30 JUNE 2024

$21.9m in cash and equivalents

Bank t : : : -
ank deb 200 47.0 $8m headroom in the $50.0m debt facility
Bank guarantee 1.3 1.3
Cash and cash equivalents 29.9 23.6
Adjusted net debt 20.] 27 7 Gearing remains within the Company’s farget range with net leverage ratio of
Net debt/EBITDA 0.5x 0.8x 0-oxat 30 June 2024:

$5.2m earn-outs paid upon achievement of milestones for Open Windows
CASH FLOW CONVERSION -- Software, PhoenixHRIS and IT Vision

Operating cash flow* up $7.1m to $40.3m driven by:

EBITDA (excluding LTIP) 38.8 34.8

Changes in working capital 1.5 (1.6) Continued Saas revenue growth

Cash flow from operating activities* 403 33.2 Receipt of annual subscription fee payments for the year ahead
% conversion (as of % EBITDA) 103.7% 95.4% Strong cash flow conversion of 103%

*Operating cash flow excluding impact of interest, tax and normalised costs.
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Higher value customer wins and
upsell deliver growth in revenue

EDUCATION & WORKFORCE GOVERNMENT & TOTAL
WORK PATHWAYS SOLUTIONS JUSTICE

REVENUE
FY24 40.6 30.7 42.5 113.8
FY23 36.1 28.6 38.7 103.3
% Change 12.5% 7.6% 9.9% 10.2%
FY24 18.5 11.2 12.5 42.2
FY23 15.9 11.4 10.8 38.1
% Change 16.3% (1.8%) 15.8% 10.8%

EBITDA MARGIN* %

FY24 45.6% 36.4% 29.4% 37.1%
FY23 44.0% 40.0% 27 9% 36.8%
% Change 1.6% (3.6%) 1.5% 0.3%

*EBITDA excluding the impact of LTIP.

readytech

Highlig hts l|||

Total revenue growth of 10.2% driven by new customer wins and strong net
revenue retention across segments.

Conftinued revenue growth across segments, EBITDA margins broadly in line with
prior year:

Education & Work Pathways — 12.5% revenue growth driven by cloud upgrades,
upsell of Ready LMS and new higher value customer wins; EBITDA margin
increased by 160bps to 45.6%.

Workforce Solutions — Revenue up 7.6% with Software growing at 9.7% and
Managed Services at 3.2%. EBITDA margin impacted by one-time customer
investment in onboarding and R&D staff.

Government & Justice — Revenue up 9.9% driven by customer wins in Ready
Community and Ready Contracts; successful tfransition of IT Vision customers onto
cloud contributing to revenue growth and margin improvement.

Average value of new customer contracts increased to $119.1k, up 25% vs PCP:
V' Reflects successful execution of the enterprise strategy across segments

Vv Larger enterprise contracts expected to deliver continued margin
improvement and ongoing recurring revenue growth

FY24 Results
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ReadyTech s
executing a
coherent and
disciplined
growth strategy
across 4 pillars

Y. readytech

Y

Acquire enterprise
customers

Across all segments, the journey to
enterprise is opening large new
markets and major contracts.

Operating leverage to
grow margins

Benefits of scalable SaasS revenue
and proven efficiency gains
through adoption of Al tools to
Improve operating leverage.
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Acquire high value contracts with sizeable
tech budgets, starting with break-through
customers in key sectors

Targeting large,

hlg h value Large addressable market and continuing
en'l'erprise medium term movement to cloud creates

huge disruption opportunity
customers across
all segments

Builds strong moats with best-in-class products

The ‘why' of the enterprise
strateqy

Scalable, configurable platforms and vertical
Saas revenue model leads to higher margins

B ready workforce B ready student B ready community

. readytech FY24 Results 12




ReadyTech is better placed
than ever before to capitalise

on TAFE opportunity

Market leading TAFE plaiform RNV

ReadyTech was the 2024 headline sponsor of the
pre-eminent TAFE Conference (hosted by TAFE Directors)
f ¢ KANGAN Chivholan~—_
il XX s
Bendigo )
a TAFE MELBOURNE
POLYTECHNIC
G.row.ing conviction in Proven product and Major metro TAFEs have Scalable, configurable
pipeline of TAFEs ready fo delivery capability chosen to upgrade to platforms and vertical
replace legacy student underlines ReadyTech's product Saas revenue model
Management Systems with referenceability with leads to higher margins
cloud platform flagship ReadyTech TAFE
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In addition to TAFE, ReadyTech's breakthrough university win and

expansion of higher ed customers and capability opens a large

serviceable market ready for change

Market size ~$240m’ Macro tallwinds
e |egacy technology platforms require generational upgrade

42 Universities e Strong need to upgrade student experience

120 Private Higher Ed e Australian Universities Accord driving sector-wide change:

o Integration of Higher Ed and VET into a single fertiary system
aligns with our product vision.

o Increased participation targets need tech to reach scale.
Focus on access for disadvantaged groups.

Demonsirating an increased footprint UQ ’ /\CADEMEWSWL%M
Couege National Institut S
/ Avondale -y
, . *°J HOLMES
/UNIVERSITY T IR UNSWCollege  TVIDA - !
Landmark University-wide
student management contract ‘ & UEII\{/EI i}‘i[l l“.{’ JMC E MONAQH qlp o
i ) : Institute of
requteCh AcCADEMY GG”E{]E Management

"With Readylech, we
found a partner who is as
invested in our future
growth and innovation as
we are."

Nigel Quinn

CISO at Avondale University

ReadyTech is now trusted
to deliver in Higher Ed

v’ True partnership, mutual
success approach

V' Deep domain expertise

N

Pure cloud tfechnology

N\

Ecosystem strategy
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Well positioned to execute on
major cloud enterprise opportunity

in Local Government

Atiractive
addressable market

$345m+ serviceable
market opportunity of
Local Government cloud
platform fransifions,

INncluding leveraging our
existing customer base of
51% market peneftration.
Gaining momentum to
transition ~170 IT Vision

customers fo Ready

Community with growth in
ACYV of x3-4.

readytech

&

/ \
®-®
Strong product
market fit

Citizen-centric and
open and connected
ethos of Ready
Community is
resonating with
market and
customers, providing
choice, flexibility and
ability to phase
transition to cloud.

® ready community

"Australian councils that have a defined

Saa$ migration strategy almost tripled in a
vear to 37%, up from 13% ..."

2022 Local Government Digital Transformation Index

Traction via notable
enterprise wins

Acquiring new Local
Government ERP
customer contracts,
bolstering evidence of
referenceabillity and
reputation as a

challenger brand.
XN
Shire of Dardanup

9 Burwood

Shire of Murray

Meeting the market
with capability

Accelerating an
enhanced enterprise
talent and capability,
both directly and
through partnerships
with leading ERP
iImplementers and
providers to optimise
the opportunity.

FY24 Results ] 5



® RMIT
/ / UAI\\ll RIEIS{:IS?'II'$ j:, jL Su nwater UNIVERSITY

GOVERNMENT OF
WESTERN AUSTRALIA

Momenium in

enterprise contract
wins in the last 2 years it et teogy LS
driving increased tafeSA
deal value

Department of Justice

Upgrade (TAFE)

<) ’, Government of
..~/ South Australia

L

Ready Skill Auckland

THE UNIVERSITY COUHCIl ==
o ADELAIDE s Kaunhers oTaralakuras NSRS

$140000 —— ﬂ ﬂl{?‘l O‘I d )

$120,000 5 Upgrade (TAFE) ’ r GCt
$100,000 < UNSW COURIERS
co Burwood
$80,000 Inc.1874 /\/
$60,000 B— 0 GLENORCHY
$40,000 ' g, CITY COUNCIL
BER Nando's >
$20,000
o : |
FY21 FY22 FY23 FY24 Seeka vom A | Envionmen,
Average revenue per new contract /\\ Government and Planning
Shire of Dardanup @ HDhEpB
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Horizontal systems

salesforce

B Microsoft

Vv’ Big tech targeting our markets
for finance and CRM

v Many customers are Microsoft
“ShOpS”

Vv’ Delivering a referral pipeline
Vv Credibility from frusted brands

Vertical partners

<> LEARNING Y Harness innovation
W flare  yaulr for customers

Vv’ Achieve lead
pendula %Bﬁwg generation and

network effects

Vv Scale our onboarding
capacity

atturra  Infegrityl

LLLLLLLLLLLLLLLLLLLL

> readytech

ReadyTech

Integration

layer

Open APIs -
ease of
interoperability

Core of
ecosystem

Mission critical

people-centric system

DDD

Optional
modules

Why open and connected?

v Customer choice,
best-of-breed and
flexibility

v Easier to move from
legacy by phasing
roll-out

V" ‘Land and expand’
opportunities

YReadyTech’s ability to partner and
their open approach is leading the
way in customer innovation against
peers in the education sector.”

Alex Colvin
CEO of Pendula

FY24 Results 1/




Power of the
install base
as a growth
lever

ReadyTech is aiming to
grow net revenue

retention (NRR) to
greater than 106%

. readytech

Uphold long-term
customer
retention

Maintain high gross
revenue retention (GRR)
above 96% with sticky
and loyal customers
through mission-critical,
core system of record
and compliance-led
products.

High retention enabling
ongoing investment in
products, high customer
iINnfimacy and
satisfaction.

Compelling
fransition to cloud

Key driver of NRR to
106%+ is remaining
customer sets to be
migrated to cloud
and subscription
offering with
compelling benefits
of improved mobility,
UX, iIntegrations and
security.

Drive ecosystem
value via upsell &
cross-sell

Ecosystem supports our
module and 3rd-party
partner upsell.

Key upsell opportunities
with growing customer
penetration and long
runway include:

* Learning Management
System to Education (2x
in ACV).

e Procurement to
Government.

Recruitment &
Onboarding to
Workforce Solutions.

eSUITS 0
FB4R ; ) 18




Early wins with Al, now positioned for strategic benefit in the
medium to long term

ReadyTech's dedicated Al Team is leveraging a shared Al capability to unlock Al-enabled workflows and
co-pilots for our customers across every product

. [ N ‘ “ - v‘,‘ "
) 4 \ ‘\‘.. = = ( (

&

We have o

clear competitive |
and natural _—— Access to within products A

advantages . A . 4 O T B

‘P g D
395 )
C
AR

1H FY25 release
of ‘Ask Al' policy
and process agent:

and vertical knowledge of customers

Applicable across
multiple customer

Embedded to frontline users who are sectors

actioning the insights
| Ease of adoption to
support customers on

Deliver and more Al pathway

focused task management Increased customer
engagement and new
revenue opportunities

FY24 Results 19



Driving
operating
leverage
through Al

ReadyTech plans fo grow

margins sustainably N
Ttegy

leveraging ct

Customer
support

Software
development

Quality
assurance

ReadyTech's Al support agent is revolutionising our customer
support by efficiently handling help desk queries with a LLM
frained on previous tickets:

®* Improved response fimes for superior customer experience.

® Enhanced support efficiency freeing up our human support staff to
focus on more complex issues.

ReadyTech's core competency is sofiware development.
Through co-pilots, we have engineers coding approximately

30% faster:

®* Increased development speed allowing us to deliver features and
Improvements more quickly.

® Faster onboarding so new developers can onboard more efficiently,
reducing fime to become productive members of the team.

Automated testing of software reduces the fime spent on QA,
allowing us to focus on delivering high-quality software:
® Continuous feedback running automated tests daily provides

engineers with faster feedback, enabling quicker identification and
resolution of issues.

® Enhanced stability automating repetitive QA tasks helps us maintain
a more stable and issue-free software environment.

Scalability of customer support, sofiware development and QA teams
without a corresponding increase in human resources.



Enterprise strategy to drive future growth
in revenue and improved margins

FY25 outlook

* Revenue growth accelerating to low-to-mid double digits.

* EBITDA margin to be in the range of 34%-35%, excluding the 77 -
Impact of LTIP. -
 Cash EBITDA* margin to increase by 100bps in FY25. e N T

Medium-term target - FY27

e Depth and timing of sales opportunity pipeline underpins
revenue growth target of $170m.
* Cash EBITDA* margin to be greater than 20%.

*Cash EBITDA includes actual lease payments, labour capitalisation and excludes the impact of LTIP.

2. readytech



Differentiated by open and
connected ecosystem offering
customer choice, innovation
and leveraging major ERP
providers and partners to
optimise growth opportunity.

In FY24, 22 enterprise contract s ST First university-wide win and
wins across all ssgments % ¢ acquisition of capability opens
demonstrated strong customer  § ~$240m market, significantly
demand and fraction in core .’ expanding ReadyTech's
focus markets. A enferprise opportunity.

Revenue target maintained at
$170m by FY27 with cash EBITDA

Well positioned to further adopt Al
to drive operating efficiencies and
dellvgr new value to customers via distributed across all flagship margin to be greo’rer than 20%
Emerging Technology Team and first 5 enterprise products through operating leverage and
ReadyTech-wide Al release. h & : scalable SaaS revenue.

Sizeable and enterprise
gross pipeline of $31.8m well

. readytech



Disclaimer

This presentation has been prepared by ReadyTech Holdings Limited for professional investors. The information contained in this presentation is for
information purposes only and does not constitute an offer to issue, or arrange to issue, securities or other financial products. The information
contained in this presentation is not investment or financial product advice and is not intended to be used as the basis for making an investment
decision. The presentation has been prepared without faking into account the investment objectives, financial situation or particular need of any
particular person.

NoO representation or warranty, express or mplied, iIs made as to the fairness, accuracy, completeness or correctness of the information, opinions and
conclusions contained in the presentation. To the maximum extent permitted by law, none of ReadyTech Holdings Limited, its directors, employees or
agents, nor any other person accepts any liability, including, without limitation, any liability arising out of fault. In particular, no representation or
warranty, express or implied is given as to the accuracy, completeness or correctness, likelihood of achievement or reasonableness of any forecasts,
prospects or returns contained in this presentation nor is any obligation assumed to update such information. Such forecasts, prospects or returns are
by their nature subject to significant uncertainties and contfingencies.

Before making an investment decision, you should consider, with or without the assistance of a financial adviser, whether an investment is appropriate
In light of your particular investment needs, objectives and financial circumstances. Past performance is no guarantee of future performance.

The distribution of this document is jurisdictions outside Australia may be restricted by law. Any recipient of this document outside Australia must seek
advice on and observe such restrictions
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For more information:

Heidi Lord

Automic Group

t. +61 404 216 403

e. heidi.lord@automicgroup.com.auy

About ReadyTech

ReadyTech is a leading provider of mission-critical Saas for the education,

employment services, workforce management, government and justice sectors.

Bringing together the best in people management systems from students and
apprentices to payroll, employment services, and community engagement,
ReadyTech creates awesome technology that helps their customers navigate
complexity, while also delivering meaningful outcomes. To learn more about

ReadyTech's people-centric approach to technology, please visit readytech.io.

2. readytech
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