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Disclaimer

Information in this presentation: is for general purposes only, and is not an offer, recommendation, or invitation for investment in, or purchase of,
Company securities; includes statements relating to past performance, which should not be regarded as a reliable indicator of future performance;
and may contain information from third parties believed to be reliable. No representations or warranties are made as to the accuracy or
completeness of such information. All currency amounts are in AUD unless otherwise stated.

Future performance and forward-looking statements

Except as required by law, and then only to the extent required by law, neither the Company nor any other person warrants the future performance
of the Company, the Shares or any return on any investment made by an investor under this presentation.

This presentation may contain forward-looking statements. Any such statements are based on an assessment of present economic and operating
conditions, current contracts, and on a number of assumptions regarding future events and actions that, at the date of this presentation, are
expected to take place.

Such forward-looking statements are not guarantees of future performance and are subject to known and unknown risks, uncertainties and
assumptions, many of which are outside the control of the Company and the Board. These known and unknown risks, uncertainties and
assumptions, could cause actual results, performance or achievements to differ materially from future results, performance or achievements
expressed or implied by forward-looking statements. Forward looking statements include those containing such words as “anticipate”, “estimate”,

“forecast " “believe", "should”, “will”, “may” or similar expressions.

e

“intend”, “aim”, “seek

N« N«

,“‘expect”, “opportunity”, “plan

The Company and its Directors cannot, and do not, give any assurance that the results, performance or achievements expressed or implied by any
forward-looking statements contained in this presentation will actually occur and investors are cautioned not to place undue reliance on these
forward-looking statements. The Company has no intention to update or revise any forward-looking statements, or to publish prospective financial
information in the future, regardless of whether new information, future events or any other factors affect the information contained in this
presentation except where required by law. It is important that investors seek professional advice where necessary. An investment in Shares is
speculative.

This presentation has been authorised for release by the Board of Directors.



has been a pivotal year financially and we

now well positioned to acquire market share”

Rob Graham - Managing Director



Software revenues strengthening after ISS Alliance exit

Exit from ISS Alliance positively impacting net revenues

Share of
* 100% of revenues retained and no further partner fees AUDm Software revenue share revenue
to be paid to ISS 5.00 100%
» Account losses as a result of the ISS Alliance exit were 4.00 80%
negligible and more than accounted for by the increase in
net revenue 3.00 60%
« Strong underlying performance of the software business 2.00 l A40%
becoming visible in financial performance
) N . . . . lIDD 20%
* As Schrole’s SaaS capabilities improve, additional sales of I I
software subscriptions will have a positive impact on 0.00 — v__ — 0%
margins and cashflows 2017 2018 2019 2020 2021 2022
-1.00 -20%
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Operating cash flows moving towards break-even

Annualised net cash used in operations - rolling 4 quarters
AUDm
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Net cash used in operating activities of $0.4m for FY22,a $1.3
million improvement on PCP

Steady improvement demonstrated quarter on quarter with
sales from expanded product suite, positive impact of unwind of
ISS alliance and growth in the training business



2022 Operational Overview




Schrole’s products

Schrole is the only HR Talent Management platform
developed solely for international education.

Schrole provides a range of innovative HR management software and training solutions for
the education sector world-wide. Each solution is designed to solve a specific challenge,
while providing a unified HR SaaS$ solution for educators and schools.

« Connect s a leading international teacher talent acquisition platform

« Events brings educators together on a global scale

« Verify provides in-app background screening services to international schools
« Engage streamlines onboarding processes across international boarders
 Cover isarelief teacher management app on iOS and Android

* Develop provides accredited training and professional development

Schrole Enga®®




Schrole’s market focus

The international education market is characterised by western trained
Share of

educators working in English-speaking schools within developing economies. Schools Global Schrole Share
Market of Market
The market generates AUDS82 billion in fee income. Schrole is targetin
generat Hionn : geting Global Market 13,371 = 100% 3%
the AUDA4.1billion™ in HR spending by international schools.
MENA (Middle East & North Africa) 2,407 18% 2%
. . . o
The market has grown by 52% between 2013 and 2023 . This expansion is East Asia 2147 16% 59
forecast to continue and is focused in the Asian and Middle Eastern Regions,
. S Europe 2,120 16% 3%
where Schrole is currently allocating its resources.
Source ISC Researchiis the leading provider of English-medium K-12 international school data, trends and intelligence SOUth-EaSt ASia 1’604 12% 6%
‘ Jm\w écﬁro\c Mam\\gn‘mcr{. based oﬁ c%f\ ma[odx p‘mpom(m‘of hu\dgcl :\Ixa[\'o‘n from the AU D82 billionin fee income estimated by ISC Research.
Rest of the World 5,093 38% 2%
Fee Segmentation by Market
Premium MENA East Asia Europe South-East Asia Rest of the World

® Midmarket
m Low Fee
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Operational achievements

Strengthened Sales, Marketing
and Account Management Team

Strengthened sales, marketing and account management with
representatives added in the UAE and Europe

Returned to international sales travel and participated in key
international industry events with key-note presentations and
sponsorship increasing brand awareness

People and Culture

Employee engagement survey delivered pleasing results including:

100% participation rate
Employee engagement score of 81%

Performance +6% on high performing New Tech APAC benchmark

Training Team Performance Improvements

Significant increase in training margins following an overhaul to
operational scheduling and pricing

Training Accreditation Council audit passed

Priority Industry Training funding secured for Certificate IV TAE in
2023

Acquired consulting work for Rio Tinto project in Guinea

Increased Software Product Range

Engage onboarding software released to market

Bespoke Events product released to support the needs of
enterprise scale international school groups

Verify released as an in-app solution for schools, driving increased
transactional revenue and increasing addressable market



2022 Financial Highlights
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FY22 financial highlights

Strong Organic Growth in FY22 vs FY21

Total revenue increased 7% to $5.8 million
«  Software revenue down 15% to $3.4 million

«  Training revenue up 83% to $2.4 million

Total cash receipts increased 26% to $5.9 million
«  Software cash receipts increased 14% to $3.8 million

«  Training cash receipts jumped 54% to $2.1 million

Net cash outflow of $0.4 million, a $1.3 million improvement
and moving towards cash breakeven

EBITDA |oss of $1.1 million, 45% improvement from $2.0 million

Invoiced sales increased 37% to $6.2 million
«  Software invoiced sales up 24% to $3.9 million

«  Training invoiced sales up 69% to $2.3 million

Onsite training courses up 100% to $1.4 million
and inhouse courses up 25%

Cash balance of $2.8 million with no additional cap raises during
the year and after increased investment in resources. No debt.

Key Performance Metrics Momentum - Q422 vs Q421

Contracted customers - down 5% to 520
Average contract value (rolling 12-months) -up 15%to $11,035
Average products per customer -up 23% to 1.64
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Revenue momentum trending positively
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Revenue recovering as customers renew with Schrole directly

Training Revenue - by quarter
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Steady recovery post pandemic, returning to full schedule, full
classes and a pricing reset. Expansion of partnership with Rio
Tinto including consulting work in Guinea in Dec 2022 quarter
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Outlook
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Strategic imperatives

Heightened focus on becoming the leading provider to the AUDA4.1billion" international schools HR SaaS market

In 2023, Schrole will continue to progress on its journey to becoming the dominant player in the international education HR market.
Frictionless customer acquisition and improved operational efficiency are our strategic imperatives. These are supported by:

Four Commercial Pillars

Brand repositioning More channels to market
* Transitioning from a recognised international education * Expanded footprint of sales representatives in fastest growing regions
recruitment brand to a specialised HR software solution « Facilitation of online sales and automated account provisioning with
* Expandingtarget audience from recruitment managers and school the deployment of a new public website and increased marketing
administrators to HR and technology managers automation activity

* Increased engagement with channel partners in international

Improved product-market fit , _
education, professional development and technology

* Increased interoperability with dominant back-end technology

platforms such as SAP, Oracle, Veracross, Bamboo HR Improved operational efficiency
* More flexibility / configurability to suit individual customer * Improved resource allocation around customer onboarding,
requirements across different market sub-segments recruitment support and events management and logistics

* Increased structure and efficiency to customer interactions and
meeting formats to align with the common set of behaviours and
activities demonstrated by international schools

* Source Schrole Management, based on estimated proportion of budget allocation from the AUD82 billionin fee income estimated by ISC Research. (See slide 7 for more) 14
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