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Welcome & introduction

Andrew Walsh CEO & Managing Director
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Outline of morning ==

IRESS Overview Market Overview — UK Wealth Management
Andrew Walsh Simon New

CEO and Managing Director Group Executive Strategy

Introducing ViewPoint Segment Overview - Lending

Matt Rady Simon Badley

Group Executive Financial Markets Managing Director UK

The evolving advice landscape Q&A

Aaron Knowles

Group Executive Product Informal Lunch

Morning Tea



Key messages for today ==

Long history of Today is focussed on only
product-led investment specific & topical areas
Product innovation and delivery is - IRESS continues to invest in capital markets

capabilities - ViewPoint well received

at the core of IRESS’ strategy

» The advice landscape is evolving -

Track record of strategy execution _ a L
IRESS uniquely positioned to capitalise

and growth over time
« UK wealth market is broad and deep -
significant opportunity for IRESS

* Re-positioning of lending business
progressing well and medium-term
opportunity
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IRESS Overview

Andrew Walsh CEO & Managing Director




Who we are

We create software and solutions
for the world’s financial services
industry, empowering them to
efficiently analyse, plan, engage,
advise, trade and implement, and
review.

Reliable and inventive

EMPOWER OUR CLIENTS

Our software and solutions make a
positive impact by making financial
markets work better and indirectly
enabling our clients to help their
customers build their wealth,

protect their family, buy their home,
invest in the stock market and -
secure their financial future. *

Credible
and valuable

We service a broad landscape, from
institutional to retail.

Investment management, institutional
broking, retail full service broking, online
broking, wealth management, financial
planning, mortgage broking and lending.

GLOBAL PERSPECTIVE

We combine global experience and
scale with local expertise and
implementation. We have 17 global
office locations in Australia, Canada,
Hong Kong, New Zealand,
Singapore, South Africa, and the
United Kingdom.

Efficient and flexible

Clients choose us for our proven
capability, expertise and the tangible
benefits IRESS technology delivers.

Trusted o

We are a publically listed top 150
company on the ASX.

We put our clients at the heart of
everything we do. We combine
technical expertise with a profound
understanding of financial services.
We are 1,500 talented people.




Sustained strategic approach
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Disciplined approach to growth

@

%

sdha

Export
IRESS IP

Continue to export
IP leveraging
product suite.

Opportunities
supported by
regulatory
imperatives,
technology trends
and client spend,
product
differentiation.

Local relevance,
global presence

Retain local
relevance &
strengths whilst
leveraging global
presence, scale,
and synergies.

Balance
centralised and
distributed
development
capability, aligned
to product strategy.

&

Invest in
our people

Attract, develop &
retain top talent.

Invest in
leadership
excellence.

One IRESS culture.

Talent focus
complimented by
Global Graduate

program.

R A
Y N

Pursue
scale

Consistently look
to streamline
technology
delivery for
efficiency.

Ensure highest
service and
delivery standards
met with
consistency.

Acquire

Committed
and deliberate
approach to
acquisition in
selected regions.



History of disciplined acquisition

and geographic expansion

VisiPlan Commenced Acquired
operations in
. the UK
Acquired
Spotlight Acquired
Acquired Interactive Acquired Acquired Proquote and
XPLAN (RSA) FundData Peresys (RSA)

Pulse (UK)

Listed on ASX

Established JV Bought out Acquired Acquired Acquired
in Canada Canadian TransActive SENTRYi Avelo (UK)
business SSCINS

Commenced
Acquired Acquired operations in
Plantech

Dealer
Management
Systems

Asia



A focus on revenue diversity

Revenue growth and diversity by segment and geography

2005: $73m

Wealth Management 7%

Financial
Markets
93%

>

146%

Revenue growth

>

Australia &
New Zealand
100%

0% of revenue generated
outside Australia

18% of revenue generated

2010: $180m 2015: $362m

Lending 9%

\

Wealth
Management
48%

Wealth
Management

Financial
Markets
43%

28%

Financial
Markets
2%

>

101%

Revenue growth

*%

Canada 6%

RSA 4%

Canada
13%
Australia &

New Zealand
SYAZ)

Australia &
New Zealand
82%

outside Australia outside Australia

48% of revenue generated



A focus on earnings diversity ==

Revenue growth and diversity by segment and geography

2005: $28m 2010: $86m 2015: $119m

Wealth Management 3% Lending 6%

Financial
Markets
37%

Wealth
Management

23%

Wealth
Management
56%

>

>

Financial
Markets
7%

Financial
Markets
97%

207% 38%

Earnings growth RELVARD Earnings growth

Canada
9%

Australia &
New Zealand

100% Australia &

Australia & New Zealand
New Zealand 71%

88%

>

0% of segment profit 12% of segment profit 29% of segment profit
generated outside Australia generated outside Australia generated outside Australia



IRESS today

Canada: 72% of retail and 39% UK: 95% of Top100 wealth

of institutional sell-side order flow managers. 65% of advised
mortgages & 25% of mortgages

Revenue: 6% of Group processed

People: 62 SE Asia: Leading provider of

Revenue: 34% of Group Ciading phERuE

People: 617
P Revenue: 1% of Group

People: 22

South Africa: 70% sell-side A&NZ: 95% sell-side brokers. 90% of
brokers. 80% securities lending. buy-side. 65% of Top100 wealth
80% wealth managers : managers

Revenue: 7% of Group Revenue: 52% of Group
People: 166 People: 586

Revenue represents proportion of Operating Revenue (AUD) in 2015. People numbers reflects physical people at 31 December 2015.



Our product investment approach ol

People in Product & Development Product & Development Investment

A$m
100
Operations 80

14%
Development & 60
Product
Account 0
Management 4% 40
22%
20
[ ]
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2005 2015

The majority (76%) of our people work on developing our products and directly supporting our clients.

Over 50% of our people focus on product and development.
Consistent level and proportion of costs expensed over last 10 years.



Our 2015 financial results ==

Reflects successful execution of strategy

FY13 250.6

$AM 2014 2015 Operating Revenue

FY15 361.5
Operating Revenue 329.0 3615 Al0%

FY14 329.0
Segment Profit 111.4 1192 A% _

Segment Profit after SBP 1025 109.3 A7%

Segment Profit

Reported (NPAT) 50.7 554 A% =i
Basic EPS (c per share) 32.3 352 A% FY14 111.4
Dividend (c per share) 41.5 42.7 A 3% FY13 88.2

Segment Profit $Am

2014 2015
(constant currency)

FY15

Excluding Acquisitions 111.4 115.2 A3% oy

Z

U
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e
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Including Acquisitions 111.4 116.8 A5% FVL



People & Culture

People by geography People by function

Corporate
10%
Australia &
New Zealand Operations
40% 14%
Development
& Product
54%
Account
Management
22%
South
Africa
11%
Canada
Asia 4%
2%
People by location reflects our international The majority of our people work on developing our
operations and revenue profile products or supporting our customers

Details as at 31 December 2015.



People & Culture

How we do things around here

WERUELG!
things happen

Open and direct
communication

Teamwork
Leadership
Non-complacent

One IRESS

We do things
the right way

Integrity, honesty
and fairness

Results focused

Specialist knowledge
and skills

Humility, not
arrogance

There’s got to
be a better way

Creativity
Working proactively
Scale, not size

Take ownership

Clients,
Clients, Clients

Business awareness
Commercial
Client driven

Responsive and
flexible




People & Culture - Collaborative
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LOCAL EVENTS AND INITIATIVES
RUN BY PEOPLE, SUPPORTED BY IRESS
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We value diversity

Our commitment to diversity is simple - we want to create and maintain a workplace where our people
can achieve their best, regardless of individual differences: gender, physical attributes, family status,
sexual orientation, age, race, origin, ethnicity, religious beliefs or ideology.

Diversity perspectives Gender mix

78% feel IRESS is a
business that values diversity

32%

+7% on the previous
survey (2014)

10% ahead of benchmark

comparison Proportion of women
across the IRESS group

iress.com




Market trends & opportunities

Financial Markets

 |nstitutional sell-side conditions
remain challenging

* Investment continuing in core
products to protect revenue

» Client and local opportunities remain

» Further opportunities in South Africa
continue to deliver strong growth

» Asian revenue growth positive, key
new client secured

* UK gaining momentum, recent
acquisitions accelerate progress

Total Financial Markets
Operating Revenue ($Am)

2006 2008 2010 2012 2014

1490147145147 15>
1194121
H

Wealth Management

Macro wealth management themes
consistent globally and evolution
continues to create opportunities

Growth momentum driven by
technology strength and local market
relevance

Digital engagement with clients a key
focus

Scale, efficiency and cost: income all
rely on effective business &
technology alignment and automation

Compliance & oversight obligations
increasing

Total Wealth Management
Operating Revenue ($Am)

»pEEEEE

2006 2008 2010 2012 2014

Mortgages

Macro economic and market
change dynamics continue to drive
lending volumes

All customer segments want to
drive transformational
improvements in cost/income ratios
and technology is major enabler

Consumers demand access to
multi channel digital solutions to
support E2E mortgage journey

Lending growth trajectory driven by
product leadership and early
adopter success

Total Lending
Operating Revenue ($Am)

2013 2014 2015



Our business priorities in 2016

Canada: Focus on diversified
growth from established cost
base. Successful delivery of
landmark PWM solution.

UK: Continued momentum in
delivery and revenue. Value-
creation following acquisitions.
Successful delivery to landmark
PWAM clients. Product deployment
and new sales of MSO.

South Africa: Continued
growth across product range and
integrated solutions. Successful
enterprise implementations.

SE Asia: Revenue growth focus
and delivery of retail cash equity
workflow.

A&NZ: Financial markets leadership
and industry transition through central
change. Continued wealth growth and
successful deployment of Prime.




A focus on flexibility

User-centered design examples leveraging IRESS core architecture

* ViewPoint - IRESS’ next generation active

trading platform.
» Designed for exceptional user experience.

 Built on the latest technologies leveraging
IRESS core architecture.

» Design optimised for flexibility, clarity and
functionality. Close collaboration and testing
with end users through design and
development.




A focus on flexibility

Prime scaled-advice designed for client engagement leveraging XPLAN core

Protection: Protecting your family

1350 - 300w

Yoo sutter 3
ol haith (onStion

Self-directed (‘robo-advice’) tools allowing
consumers to receive end to end advice and
product/investment selection through a digital
portal.

Leveraging IRESS APIs, clients may control the
user experience, branding and advice scope.

IRESS clients maintain control of advice offered
to end clients and online prospects, where
digital channels support seamless experience
across advice channels through unified wealth
platform.

Solutions built in a short frame, highlighting the
power and flexibility of IRESS API on advice
platform.



A focus on flexibility

MSO platform to meet operating efficiency and digital strategies of our lending clients

Welcome Mr Jack Smith

Bl coeoooo0 ¢

MSO (V2) - highly configurable and functionally rich
solution, to manage full Mortgage Sales and Originations

process (from enquiry, to funds, to bank on-boarding)

Modular and API-centric architecture allows lenders to
deliver a seamless, multi-channel client experience with

fast, streamlined approval and processing.

Designed to bring targeted user experience to brokers,

branches, online, and specialist partner channels.

User testing with brokers and administrators ensures the
right level of information is provided at the right stage of

the mortgage advice process.
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Introducing ViewPoint

Matt Rady Group Executive - Financial Markets
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Leveraging IRESS core

ViewPoint IRESS Pro

HTML5 * Fully integrated to « Advanced » ~10k users globally

= esiioel 3 IRESS OMS professional terminal « Unified on IRESS

* |IRESS core product e 111 Global core

Visualisation of data suite and functions Exchanges

Modular options e Client enabled ¢ Global macro
Scalable for user content economic data
segments

DATA / API LAYER

Market Data

Order Execution and Post Trade Position Reporting and
Management Connectivity Management Admin

Pre Trade

Risk and Compliance




IRESS ViewPoint
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* Watchlist
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Evolving advice landscape

Aaron Knowles Group Executive - Product
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E\Q Regulation change Technology driven

 Fiduciary duty to * Robo models and » User experience * Innovation &
clients, applied digitisation while & accessibility 24/7 rapid iteration
differently in different protecting advice « Mobility Building solutions for
mar.kets _ CORSHIEIS - Disposable nature of adaptation and agility
Retirement savings Data aggregation & design and front-end Consistency of brand
incentivisation & accessibility of data experience across
varying complexity Data protection online / mobile / face
Addressing longevity regulation to face / malil
risk & advice
accessibility
Mortgage and debt
advice licensed
differently
Active fintech
engagement to help
solve advice
accessibility

* o *
PP Client expectations

Changing demographics * Price / cost transparency.

Democratisation of technology Fee for professional services
Trust My financial life online

Data security & privacy Chpice of style of advice and
Mobility delivery method

Increasingly about the experience

iress.com




Advice delivered via ‘channels’

Full Service No service

Guided Advice: Guided Advice: Self-directed
Holistic Advice Face to Face Phone / Online “Robo” advice Execution only
* Handles high * Advice provided with * Very simple * Highly brand-able, * Non-advice
complexity and inter- adviser and client calculations & consistent language « Highlv brand-able
dependent strategy together, facilitated by problem solving — and presentation with an?j c)(/)nfi urable
decisions technology easy to understand brand g
» Comprehensive » Engaging experience, + Tightly linked to » Simple advice ’ :\;I]fnng::(:Srg Product
feature set less complex human support problems and options
» Fast & highly channe_l HD [TENE + Built for scale, so
same view (screen o
repeatable, but less want to ensure limited
. share)
flexible need for human help

Multiple advice channels today Trends:

People don't stick to one channel forever Rise of the holistic, or family-office/full-service model in IFA segment

and don’t want to switch advice providers as Increase in need for Scalable Guided Advice model in response to challenge
their needs evolve. Providers need multiple of commercial, compliant and highly accessible advice provision
channels.

Digital entrenched in all channels, but in different ways




Core advice

Revenue
Management
Disclosure
Business mgmt

Fee collection &
Payments

Compliance
Management
Alerts & checks
Audit & history
Consistency

architecture

Connectivity

Account opening
STP

Trade mgmt
Mortgage tracking
Forms

Advice
Production

Modelling

Strategy engine
Documentation

Professional
Research
Insurance
Retirement savings
Mortgage
Investment

Qualitative &
Quantitative

Client Digital
Secure
Fact find
Self-discovery

Portfolio &
progress checking

Online reporting

Disclosure

Wealth
Management
Reporting
Modelling / Rec’s

Aggregated
holdings & history

Tracking



Response: An Advice Platform =

One system supporting multiple channels, providing consistent advice and customer experience

Full Service No service

% Guided Advice: Guided Advice: & A

Face to Face Phone / Online _
Self-directed

Holistic Advice advice / Robo Execution only

XPLAN API

XPLAN

Single client record | Consistent advice decision engine | Consolidated compliance management | Audit trail & document repository

IRESS Connectivity

Connectivity to Insurers, Custodians & Back-office | Execution of Orders | Account Opening | Data integration & Aggregation

* APl is a key enabler

+ Differentiated technology solutions to differentiated propositions

» Consistent core technology

* Ability to stand-up new solutions rapidly and with responsiveness



Self-directed ("Robo”) solutions

| 4
a Self-directed advice

Corporate
& Bank

Own front-end
and own branding

Within existing
portal / net banking

Tightly integrated
to core CRM

Complementary
experience with rest
of corporate digital
strategy

Wealth
Manager

Integrated to core
investment research
and portfolio models

Connectivity to
professional adviser
on demand:
complements other
services

Leverages from rest
of back-office
processes and
connectivity

E Execution only

Very simple concepts,
non-personal advice

Independent
Financial Adviser

Easy to implement for
non-technologists.
Minor configurability
and branding

Limited implementation/product options
Very light support model

Possibly integrated to advice referral
channel

Key referral / human
contact options along

journ
Journey Stats and transparency for follow-up to

Consistent close business
outcomes with face

to face o Efficiency via integration to account

opening and execution is key to scale
Easy to track & monitor

XPLAN API

IRESS XPLAN

Single client record | Consistent research & decision engine | Consolidated compliance management | Audit trail & Doc repository

IRESS Connectivity

Connectivity to Custodians & Back-office | Execution of Orders | Account Opening | Data integration & Aggregation




One channel isn’t enough

Vi
Ti
Fi

API

FinanCial P lanning All Sections -
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Schwab Unveils Robo Advisor for RIAs ~

1 IBM Watson-infuse
advisers, not beat t

NETNE

By - oo
William Sprouse & Print
RoOD( v
May 06 2016, 3:11pm EDT
't h IBM Watson, the computini
W I More in for treating lung cancer, is
Lawrence Delevingne | @ldelevingne
‘Wednesday, 15 Oct 2014 | 8:00 AM ET
I ConNBC Invesco acquire
of advisor-focu:

Invesco Jemstep will combine Inve
leadership to deliver a comprehens

If you can't beat the robots, join t an12.2016 0915 ET from Invesco

Nutmeg to offer advice and
‘change the face of the
industry’

By James Phillipps ' 28 Aug, 2015

Nutmeg is planning to start offering financial advice in a move that

chief executive Nick Hungerford says will ‘change the face of the
industry’.

That's what Betterment—the ultra-low cost, COMpPULEr-Gu v e prer o

R . T | P =P ) [ <P S - 1 [ -

el

e @



Starting out In self-directed

James, 26
Just got a new job with a big pay rise. He's decided to get serious about saving for a house
deposit with his girlfriend as they have moved in together and the rent is expensive.

How much do Where should | Is this the right

1 1
] ]
] 1
] ]
w 1 1
= I need to save? be investing invetsment mix? ! !
LL my money? ' '
m ] ]
> 1 1 How am |
= . - tracking towards
(@) ' 1 my goal?
o ; ; -
] ]
Email Prompt Instant Message Email Out
Set up an investment Would you like to SOA + link to portfolio
account online. speak to someone?
Phone or face to face.
x 1
o ' '
w 1 1
> ] ]
() ' :
< ' 1
1 il
E A What's the right That looks good. :
— : investment Can you setit up )
; ' option for me? for me? 1
L}
o ' '
(a] ! 1
] 1
] 1
I 1
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Robo solutions: Wealthify ==

Flexible creative software solution with full IRESS API support

The flexibility of the IRESS platform also allows for digital-only solutions such as Wealthify to interact
through full API support. Wealthify leverages IRESS’ platform for global market information, portfolio
management including re-balancing and optimisation, and order management and execution.

“We made the decision to
partner with IRESS based on
the flexibility of the technology

o0 vealthiy and their proven capability to
JOIN THE NEW deliver. The result has more

WAVEOF _ Y & than lived up to our

ST ‘; 2\ expectations and has been
a key aspect of our ability
to bring new services with
speed to market.”

Richard Avery-Wright - Chairman at
Wealthify




Robo solutions: IRESS bank’

Weilcome Caroline Davis Save & exit
Last Login: Tue 03 Nov 2015 at 11:57 AEST by =

Advice Documents

Your summary of our recommendations

=

Summary

The documents for our recommended products

Vanguard ETF Vanguard ETF Vanguard ETF Vanguard ETF

Back to banking




Same solution, different skin

You told us

50 years old
$50,000 initial investment
Monthly : $300 ongoing contributions

We recommend a GROWTH portfolio

ASSET CLASS | ALLOCATION | INVESTMENTS

Domestic Equity 40% | + iShares Core S&P/ASX 200 ETF - Exchange Traded Fund Units Fully
Paid (10Z)

Alternative Vanguard Fise Emerging Markets Shares ETF - Exchange Traded
Fund Units Fully Paid (VGE)

International SPDR DOW JONES GLOBAL REAL ESTATE FUND - Exchange
Property Traded Fund Units Fully Paid (DJRE)

Domestic Fixed Russell Ausiralian Select Corporate Bond ETF - Exchange Traded
INEE Fund Units Fully Paid (RCB)

International iShares Global 100 ETF - Chess Depositary Interests 1:1 Ishgib100
Equity

R\ 7777 '&iimﬁ
\ A Db b/ e 8
|

[}
&




Self-directed ("Robo”) solutions

| 4
a Self-directed advice

Corporate
& Bank

Own front-end
and own branding

Within existing
portal / net banking

Tightly integrated
to core CRM

Complementary
experience with rest
of corporate digital
strategy

Wealth
Manager

Integrated to core
investment research
and portfolio models

Connectivity to
professional adviser
on demand:
complements other
services

Leverages from rest
of back-office
processes and
connectivity

E Execution only

Very simple concepts,
non-personal advice

Independent
Financial Adviser

Easy to implement for
non-technologists.
Minor configurability
and branding

Limited implementation/product options
Very light support model

Possibly integrated to advice referral
channel

Key referral / human
contact options along

journ
Journey Stats and transparency for follow-up to

Consistent close business
outcomes with face

to face o Efficiency via integration to account

opening and execution is key to scale
Easy to track & monitor

XPLAN API

IRESS XPLAN

Single client record | Consistent research & decision engine | Consolidated compliance management | Audit trail & Doc repository

IRESS Connectivity

Connectivity to Custodians & Back-office | Execution of Orders | Account Opening | Data integration & Aggregation




Delivering Guided Advice

Full Service No service

2 [ » 2 | A

Guided Advice: Guided Advice: Self-directed
Holistic Advice Face to Face Phone / Online “Robo” advice Execution only

* Handles high * Non-advice
complexity and inter-
dependent strategy

decisions

Advice provided with Very simple
adviser and client calculations &
together, facilitated by problem solving —
technology easy to understand

Highly brand-able,
consistent language
and presentation with
brand

Simple advice
problems and options

* Highly brand-able
and configurable

* Integration to Product
Manufacturer

» Comprehensive
feature set

» Engaging experience, + Tightly linked to
less complex human support
- Fast & highly channel who have

same view (screen
repeatable, but less (

. share)
flexible

Built for scale, so
want to ensure limited
need for human help

Multiple advice channels today Trends:

: Rise of the holistic, or family-office/full-service model in IFA segment
People don't stick to one channel forever

and don’t want to switch advice providers as
their needs evolve. Providers need multiple
channels.

Increase in need for Scalable Guided Advice model in response to challenge
of commercial, compliant & highly accessible advice provision

Digital entrenched in all channels, but in different ways




XPLAN Prime: Guided advice ==

* Designed for very specific advice scenarios, » Designed with large advice networks in
offered as a ‘menu’ mind, but equally suitable for any adviser

. . providing guided advice
* Focusses the client on their goals &

objectives * High focus on the User Experience from the

L _ advice recipient’s perspective
* Goals & Objectives allow simple strategy

optimisation and focusses the scope » Consumer interviews with shadow

: adviser
* Focus on streamlined process reduces

advice production time significantly without » Lots of Adviser testing

compliance risk _
» Terminology & process carefully

» Highly consistent outcomes means rules- thought through to ensure highly
based advice compliance management collaborative, inclusive experience

* Integrates to holistic advice platform « Many iterations in design stage



Demonstration - Prime

Iress




Summary ==

* There isn’t one advice model, isn’t one Robo model to suit all. Diversity and adaptability
key to providing advice technology at scale.

» Advice providers are increasingly operating across multiple advice ‘channels’. Separate
technology per advice channel can introduce risk and inefficiency.

» Advice propositions will continue to evolve rapidly in response to regulatory change,
commercial drivers and consumer expectations.

» Rather than define solutions for customers we focus on enabling their chosen business
& commercial model.

+ Core components re-packaged over & over brings scale, reliability & consistency
without averaging the user experience.



Morning Tea

Iress
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Market Overview
UK Wealth Management

Simon New Group Executive - Strategy
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UK market snapshot

Wealth Management in the UK is a deep market across multiple client segments.

A
/-

Ultra High Multi Family
Net Worth Offices (MFO)
(UHNW)
Independent private banks (inbound)
High Net Independent private banks

Worth (HNW)

Discretionary Fund Managers

£250k - £1m
£50k - £250k

Mass Affluent

Private client stockbrokers
Independent financial advisers

Universal Bank Mass Affluent



Client segment needs

Participants are typically found to operate across client segments and therefore client
needs. This requires flexibility and capability across product and service propositions,
frequently a challenge with legacy technology.
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Mass Affluent

Cash
Group pensions
Personal pensions
ISAs
UK equities
Unit trusts /
OEICS
Large Cap
Balanced
Passives

- Annuities

Protection /
Insurance

SIPPs

Unit Trusts/OEICS
Small-mid cap
sectors
Emerging Mkts

On-shore bonds

Off-shore bonds

Income drawdown

FX

Established market

equities

ETF’s

Structured
products

Hedge Funds
Derivatives
Property funds
[collectives
Private placement
Global equities

Financial advice needs

Trust planning

Fiduciary services

SME: value extraction
Specialist tax advice

Cross border strategies
“Team of experts” (legal etc)

Comprehensive financial
planning (Ongoing)
Pension consolidation
Tax advice

IHT / Estate planning

Financial planning (One off)
Simplified / Focussed advice
Guidance and information
Retirement planning
Post-retirement planning
(50+)

Child savings



Market orientation ==

The wealth market is serviced by a diverse range of business models, standalone or

complex / multi-brand participants. While still fragmented, significant overlap exists, and
convergence is increasingly prevalent.

+ Manufacturers Wealth Managers Proposition
= complexity
o
Q
Global Bank
= .
T - Alternative Independent Private Bank
Asset
= MEITEERIE Universal
> A G Traditional Banlcs, . .
- brokers Private Discretionary
Bank Fund
Divisio Managers

X -lq—s c }Q
3 2, . 25
X <5 o E

22 X0 Universal Bank —

83 Insurance =2 Mass Affluent Independent

S = ; 3 i i i viser
v 2 Companies 52 Services Financial Advise
o = A B vdle)
o
—
W)

Universal

Mortgage Intermediaries
Bank

Service providers

Retail Platforms
Business Process Outsourcers (BPO)

Global Custodians

Iress.com Bubbles don't reflect relative segment sizes. @
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Convergence from broking ==

Stockbroking models have evolved through market structure, client expectation, and
revenue pressure. Increasingly, adding services has been evident as participants have

sought to address client need and retain clients / revenues.
-} Digital Servicing

Financial <= Consolidated
planning Client Reporting
Discretionary Management m =P | ombard Lending
. Market Client - :
. Robo Advice <= Estate Plannin
Advisory :

Full Service Wealth Manager

Wealth Manager

@ @ @ Wholesale Broker

0000 ©00
000 000

UK and Global Markets

Executing
Custodian(s)




Convergence from planning ==

Planning / advice models have evolved through regulatory censure and reform, market
structure, client expectation, and revenue pressure. As remuneration structures have
changed, a trend to integrated wealth models is evident.

Tax Specialist Digital Servicing

Manufacturer / Insurer

Independent
Multi-tied

Discretionary Consolidated
Investments Client Reporting

Client Reporting Execution Only t()ef:g;’:r:

Tax Pension
Specialist Consolidation

Robo Advice Estate Planning

Advice Integrated Wealth Manager

Outsourced
Service Provider

Retail platforms

000

Manufacturer / Insurer Manufacturers / Insurers
(Legacy) & Retail platforms

Legacy manufacturers

Retail platforms, 3" party DFM & BPOs



Operating model reality ==

Technology fundamental to normalizing business process over reality of operational
complexity, regulatory scrutiny, and multiple custody solutions.

Eii

Business Process

Lo

Custody Custody Custody Custody
/ Back Office | Back Office / Back Office / Back Office




Recent market activity ==

Whist there are examples of organic convergence, convergence through consolidation has
accelerated and dominates press headlines.

Convergence through consolidation Scale through consolidation

"‘I . .
positivesclutions
cliogetherindividual

I"EAI{SQN_JQN ES Almaryﬁﬂ

> Independent Financial Advisers

) )

-
= Financial planning from

- SINCE 1771 ‘ St d dij ¥

Q U I ITe r OU|ETEHE\{PT e -

INVESTMENT MANAGEM;

' >4
CHEVIOT

assel management

MUNRO PARTNERSHIP tmo @@
Baigrie Davies

iress.com




Integrated wealth management il

A large and growing number of participants now provide a range of services. These span
execution only, private asset management, advice, digital servicing... and usually span
multiple legacy systems.

&% fa

Broking (FM) Integrated Wealth Advice (WM)
» Advisory Services Client Management » Client Management
* Investment Services ‘ Advisory Services + Research
* Research Discretionary Management * Business Automation
« Portfolio Management Execution Only « Financial Planning
« Market Data ‘ Financial Planning « Goals based planning
« Trading Consolidated reporting « Access to investment
- Order Management Access to specialist services - products
. Analytics ‘ e.g. Tax - Digital access

Digital servicing * Robo

Robo

iress.com @
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Change in the UK Wealth Market

Client expectations

Changing
demographics
Digital expectation
Trust and security

Channel
preferences

Advice v. guidance

Omni-channel
experience

Market disturbance

KA
W M

Digitalisation
New entrants and
business models

Client focus and
retention

Talent scarcity

Platform
rationalisation

Market
consolidation

Differentiation by
segment

Restoration of Trust
Suitability

Price / cost
transparency
Flexibility

Re-entry of Banks

Vertical integration
Automation

Advice consistency

Cost and revenue
pressure

Regulator
encouragement

Increased intrusion
MIFID Il
FAMR

CRS (Common
Reporting
Standards)

SMR (Senior
Managers Regime)

Ageing and
complex legacy
systems

Under investment
Consolidation

Info sec

New models

Insource v
outsource

Regulation change

Pensions Freedoms
FATCA
CRD IV

RDR - fee
transparency and
sunset clause
Data protection
regulation

£

Technology driven

Innovation

Greater use of data
e.g. pension
dashboard / banking
AV S

Entry of tech
players to market




Change impacts and responses

Impacts on Participants Participant Response
Regulatory paranoia Continued convergence
Increasing cost pressure Increased consolidation
Priorities v available capital Apathy no longer an option
Renewed focus on efficiency Move to strategic investment
Achieving viable scale Increase in client centricity
Compliance substantiation Proposition based segmentation
Demonstrating consistency of advice Distribution / channel interaction
Emergence of the ‘Advice gap’ Addressing the ‘Advice gap’

‘Herd’ mentality — e.g. Robo Technology as enabler

Contradictory behaviours




Our responses
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Our unified capabillity

The acquisition of Proquote & Pulse have expanded and accelerated people & product
capabilities.

Financial Markets Wealth Management

Market data and trading software Integrated wealth management Multi-channel mortgage sales and
) including order and execution platform offering client management, origination platform including
5 management services, smart order business automation, portfolio data, automated workflow and processing.
'§ routing, FIX services, portfolio research, financial planning tools, Suite also includes lender-provided
2 management, securities lending, digital client solutions, mortgage intermediary advice solution.
analytics tools and connectivity. and scaled advice.
Eg Sell-side and buy-side institutions, retail  Institutional and independent advisory, Lenders, mortgage intermediaries
g% advisory and online brokers, platforms wealth managers, mortgage
© intermediaries
Proquote |
Private Wealth Management
2 Integrated software solution offering market data, order management, portfolio
,9 management, CRM, wealth management platform.
2
n

Discretionary retail fund managers, private client advisers, wealth managers.

CLIENT
SEGMENTS



Response to market opportunity

Ongoing investment continues to enable timely responses to impacts on participants.

Change Impact IRESS Relevance

Addressing ‘advice gap’ and
adviser efficiency Solutions focus

Improving operational Strong functional integration
efficiency and cost control

Modular optionality
Effective utilisation of

technology Scalability

Managing ongoing regulation Predictable cost profile
and compliance change

Omni channel / Digital / ‘Robo’
Greater focus on client and

retention Pre & post trade connectivity

Managing consolidation Unique market position
effectively




IRESS functional capability

IRESS’ integrated capability allows all client segments to be serviced effectively, providing
greater coverage and opportunity.

Client Portal « Mobile Market Data  Trading * Touch * APIs

Integrated Wealth Desktop
Portfolio Management Modelling / Ordering Client Management Wealth / Advice

* Multi-asset class * Single / complex models and + CRM / Client Management * Fact Find
e Multi-currency benchmarks * Diary * Modelling
Single / omnibus * Managed portfolios » Client Notes & Doc * XTools
management » Single or group remodel Management » Life insurance
» Corporate actions » Asset allocations *  Workflow / Tasks * Mortgage / Debt
288 - Reporting » Order generation and bulking + Client Segmentation * Remuneration
7)) . . . .
Wl ° Tax/ Capital Gains » Secure email + Client Portal
A4l - Professional market data * Reporting

Investment accounting

Compliance « System Management « Configuration « Security * MIS ¢ Integration

Pre-trade & Post-trade integration

Wholesale Executing Market makers Insurance Internal Back Retalil Product
Custodian brokers (RSP) Providers Office Platforms Manufacturers

3 party




Segment-based implementation

Implementation approach is shaped by factors including budget, timeline, expectation and
scope. Our approach varies based on those factors by typically follows the pattern below.

Standard product(s)

. Packaged / light
configuration

» Simple organisation
structure

 Limited roles - typically Fin
Planner and admin

* Replacing existing
capability and / or paper

(o))
Q
(@)
o
(92)]

Limited data, or standard
source

From days to weeks

» Standard product(s)
e Tailored solution

* Focus on process
improvement and
standardisation /
normalisation

» Single brand / entity —
formed from acquisitions

» Limited roles but complex
legacy operating model

» Replacing single or
multiple components

More extensive data,
standard source

6-9 months

Standard products

* Tailored - with customised
digital

* Process improvement

» Systems consolidation and
normalisation

* Multiple components
3" party integrations

* Multiple roles — covering
investment, planning and
administration

* Complex mix of legacy
systems

* Complex blend of delivery
channels

* Multiple implementation
transition states

Multiple sources — 3™ party,
standardised, non-standard

12-18 months

Standard products
. Packaged / Tailored

* Process optimisation at
scale

* Multi channel
* Normalisation

* Multiple
brands

» Extensive geographical
spread and multiple roles

e Process
consolidation
and alignment

* Multiple delivery channels

* Multiple legacy
systems

e Phased ‘roll-out’

Typically standard source,
other sources incl. proprietary

18-24 months



Segment priorities m

Although characterised by different priorities and segment specific requirements, there is
commonality across IRESS’ business priorities that transcends segments.

Private Wealth Retail Wealth Mortgage

Technology enabled advisor efficiency

SmartHub integration
Pre & post trade connectivity

Market data to support trading and portfolio

Mortgage connectivity
Value creating AO to XPLAN upgrade

XPLAN Mortgage

Pre-config deployment

Solution shaping
Consistent scaled implementation

Integrated support & account management
iress.com @



UK Wealth Market Summary

65m people, 9000+ financial advisory businesses and over 200 private wealth managers.

Industry Trends

Participant Challenges

IRESS Opportunity

* Fragmented industry

undergoing consolidation which

is creating larger and more
complex businesses

* Regulatory change increasing
complexity and requirement for
transparency

* Evolving business models —
including integrated distribution
model and elements of vertical
integration

* More intrusive regulatory
oversight (e.g.conduct risk for
discretionary fund managers)

* Changing client expectations
including access to range of
services from a single provider

* Increasing demand for lower
cost options and self directed
‘robo’ engagement

Delivering scalability - driving
revenue whilst managing cost and
margin

Responding to increasing regulatory
complexity and heightened
scrutiny

Delivering consistency of client
outcome - systemising risk
management

Replacing aged technology and
reducing reliance on tactical and
manual solutions

Tackling complex and multi-vendor
legacy architecture

Delivering multi channel solutions
including increasing digital
engagement with clients

Speed of response to changing
client expectations

Increasing demand for
integrated, end to end solutions
from a single technology partner

Growing realisation that
technology is essential to
scalability and consistency

Providing scalable and predictable
cost solutions

Leveraging established position
as market leader in integrated,
advisory technology solutions

Delivering configurable, flexible
and modular solutions covering
client management, portfolio,
trading, mortgages, advisory

Omni-channel platform and
solutions including comprehensive
digital, scaled advice and ‘robo’
capabilities
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The UK market snapshot ==

Retail banks see winning in this market as a strategic imperative.

2016 gross lending
market £237bn

« Large-scale retail banks

 Strategic drive to retain and grow

« Complex business and technology architecture

« Divestment of non-core operations and under-scaled brands
« Large change spend to address complexity and scale

« Combination of smaller retail banks (some products of
divestment) and larger building societies

£0.34 - £8bn  Drive for scale efficiencies due to capital pressure and expensive
operations

+ Change spend is spread thinly across all digital strategies so
need affordable commercials

« Combination of smaller building societies and challenger banks.

« Demand for technology at price point that reflects lending growth

Sub £0.34bn and trending to outsourced and managed services

» For example Atom first 100% digital bank with mortgages as core
proposition




Change stimulants in the market

Market disturbance Regulation change

K ’ * Digitalisation Mortgage Market Review (MMR) -
l y Client focus and retention EU Mortgage Credit Directive =Q
New lenders and challenger banks FCA innovation hub - products and technology
“Digital” mortgage broker models FCA - proposed review of competition in

Dominance of broker distribution = 70% mortgage market
BREXIT impact - interest rate / house Proposed Basel reforms, capital requirements

prices

Pension freedoms driving growth in
Equity Release and older age mortgages

Client expectations Technology driven

Days to offer Multiple legacy systems MW
Digital Tech disruptors
Channel preferences Innovation - digital brokers, TV advisers
Advice vs execution only Under investment due to regulatory burdens
Mobile and omni-channel experience Costs of branch networks and advisors
Banking APIs & data ownership




IMPACT TO LENDERS/DISTRIBUTION

Continued growth in mortgage
demand

Increasing costs through sub-optimal
legacy architecture

Tactical v strategic change and
solvency requirements

Operational efficiency to improve
cost/income ratios

Lack of internal technology capacity

Compliance around suitability and
affordability

Mortgage market changes

RESPONSE BY LENDERS

Focus on retail bank divisions to
deliver stand-alone efficiency and
profitability

Mortgage is strong margin
performer across portfolio

Client centricity and segmentation
Distribution/channel interaction

Technology as enabler to cost
burden

Looking for best product with
flexible architecture

Product flexibility to support range
of complex programs




Growth in new entrants ==

. ’ mondo Mondo, Starling and Tandem are eager for the

‘ New banks and lenders such as Atom Bank,
highly profitable UK market.

Atom

19 new banks authorised in the last 5 years
and government wants to licence another 15
new banks by 2020.

Existing lenders investing in the latest

TAN[]EM digital, mobile and workflow driven systems and
technologies to retain market share.
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Role of mortgage intermediaries ol

Total Gross Mortgage Lending in £bn Key mortgage market figures for 2015

300
69% 80%
150
10

Mortgages Increase in Increase in
5 - g
sold via broker lending
0 intermediaries numbers volumes

2010 2012 2014 2016

250

200

@

o

Between 60 and 70 more completions per 1,000 sales via Intermediaries

Percentage cases going to offer Percentage offers completing

73 86
72
71

72
70

70

69 80

2273 67 78
76

66

65 74

64 72

Intermediary Branch Telephony Intermediary Branch Telephony

84

81




Technology drivers
IRESS Mortgage Survey

Lack of investment in legacy,
heavily manual systems

Since MMR (2013) regional referrals to regional
building societies have increased to 30-40% of
all cases

Average days to offer (key lender benchmark for
14 days) has dropped from 53% to 46% - but
lender best in survey achieved 80%

77% of intermediaries in

the survey requested system
iImprovements and changes
including

Intelligent, intuitive systems that ask for data
once, and are easy to navigate

Regular, accurate and real-time case tracking,
both online and via email alerts

A single integrated sales system for all aspects
of the sales and application process



Our strategic positioning

Lending value chain

Connecting the UK mortgage industry

=
=g
[

Research Application

b |

[
[
[

Mortgage

application
data

b |

Product
Data

Application

status data

— L —
MSO

XPLAN Trigold

[
[
[

Mortgage Intermediaries and Brokers

[
[
[

Fragmented, subscale technology 15K brokers using IRESS product 25% of UK mortgages processed by MSO

offering. Disconnected intermediary research
software

“Network effect” to drive strategic value for IRESS
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IRESS lending business

Business objective is to transition Lending business to a product-led, UK market-dominant, scalable business with
predictable revenues and strong growth.

Strategic objective is to connect the UK Mortgage industry from advice through research to origination to establish
connected workflow across participant types for market efficiency.

Strategic milestones Progress

Product: Leverage MSO technology to productised MSO product road-map delivered

Version 2 to support business transition A @ o 17 2006 < [areing S

Prove product relevance: Secure V2 sale on commercial implementation brought by product

basis and successfully deploy Advanced progress with T2 lenders - proving

relevance and scaling
Leverage product cost base: Multiple T2/3 sales on

product/licensed basis to prove scale beyond T1 lenders Continuing discussions with T1 lending

opportunities - leveraging existing technology and
Prove at T1: Secure V2 sale with T1 lender on offering reduced cost of ownership under V2

commercial basis Growth in strategic positioning with intermediaries

Scale: Expand percentage of advice-led & intermediated
UK mortgage sales processed by MSO




What is MSQO?

Multi-channel .o, ™y
Distribution " D2C gH Branch ‘. Call centre &Intermediary

Rich sales experience
 sas Originations

Channel specific journeys Task driven empowered staff

Omni-channel, multi device Common processes and standards
Real-time case tracking Automated MI & Pipeline management
Intuitive user experience Workflow straight through processing

Integrated cross-sales Ability to turn the volume dial up and down

Integration services
Decision Engine Address
Validation

Credit Check Anti fraud

Automated
Valuation
services

Card
payments

Client Systems / services

Core banking

Document systems
Scanning Centre

Bank
Validation

Conveyancer
services

Affordability Credit Scoring Pricing for Risk Physical
Valuation

services

Customer
Payment
systems CRM/systems

E-mail & SMS

MI & Data

Warehouse




MSO client benefits

Omni-channel solution
with modern, responsive
user interface

Great customer
experience for end client,
intermediary, lender
officer

Straight through
processing for
intermediaries via
Trigold and XPLAN
Mortgage integration

Reduced processing
costs through extensive
automation, data
validation and removal
of data re-keying

Consistent application
of policy and process
regardless of channel

Reduced call volumes

as clients / intermediaries
kept informed throughout
the application process




How does it work?

Sales and originations

Rich sales . 8. o
experience |'| D2C BH Branch \. Call centre &Intermediary

Product & - iti i
compliance Fact find Intuitive user experience
” . Decision Product
Initial enquiry In principle confirmation Apply

» The core elements of the sales process are the same across all sales channels

» The experience is intuitive, fully compliant and enables channel hopping

Manual
assessment
Package & ;
Auto STP Post offer Completion

 Straight through processing drives the mortgage case through offer to funding and completion

 Originations is paperless and parameterised automation provides a consistent and transparent process to consumers,
brokers and originations staff
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Intermediary sales journey

Adam Pritchard ~ H*

Welcome Mr Adam Pritchard

S Quick links I= Allcases showing 1 of f pages

Broker has view

m Case requires action (1] & John Smith 0 Actions A Alerts f | | .
@ cases with alerts A Decision in Principle O a CaS eS I n
* 11/04/16 15:23 Case created
@ Open cases 1M5301160 + 11/04/16 15:23 Declaration accepted — Data Protection O n e p I ace
m Pre offer
m Post offer
@ Awaiting submission & James Given 0 Actions (1] A Alerts o2 Tracking
Full Mortgage Application
m' Completed in last 10 days

.

Accountant's Certificate (Abc) for James Given
145300996

2 year fees assisted tracker
morigage
& James Brown

0 Actions A Alerts |#” Tracking
1 95% Post-Offer

24/03/16 16:00 Valuation due to expire on 20 September 2016
24/0316 16:00 Mortgage offer issued
24/03/16 15:56 Valuation under review

Fixed up to and including 45300983
31 August 2016

View more

.

.

See more

Holiday let 2 year fixed rate

Lo R alalily



Intermediary home page

Simon Yates

Welcome Mr Leonard Jones Case ID: M3301852

Broker is alerted of
completion across all
devices

@ Overview

= All cases sho
' Completion

Last activity:
Completion Conveyancer allocated
\Wayne Coveyancers
a day ago activity

& Simon Yates

15301852
o A 2

£100,000 Remortgage application for 2,
Haithwaite, Milton Keynes, Buckinghamshire,
MKS 8LJ

03/05/16 13:12 Conveyancer allocated
Wayne Coveyancers

03/05M16 13:12 Case requirement satisfied more &
03/05/16 13:03 Case requirement satisiied

See more

& Case information

=& Neil Jenkins View all documents attached to this case.




How does it work?

Integrations central to efficiency

Mortgage Product Solicitors

Printing Fraud Customer System Decisioning Database Database

Intermediary

LENDER ABSTRACTION LAYER

Physical Valuations
me|
MSO ABSTRACTION LAYER
Payments
(CHAPS BACS)
Sol
Portal

Direct Debit
Instruction

Account Validation
POINT OF SALE & ORIGINATIONS

SMS / Email

Task Case Workflow
Manager Store Manager

InRule Rules Engine

Configuration Application Document
Tools Framework Factory

LENDER ABSTRACTIO
MSO ABSTRACTION LAYER
H3IAV1 NOILOVH1SEIY OSN
S3JINH3AS ALdvd AHIHL

Life Quote

MSO ABSTRACTION LAYER

SIFAR Frodiet Fecey cese TraCking
Key MSO Sevices Web Services Other Services
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Disclaimer

The material in this presentation is intended to be general background information on IRESS Limited and its activities,
current at the date of the presentation. The information is provided in summary form and does not purport to be complete.
It is not intended to be relied upon as advice to investors or potential investors and does not consider the individual
circumstances of any particular investor. Prior to making a decision in relation to IRESS’ securities, products or services,
investors or potential investors should consider their own investment objectives, financial situation and needs and obtain
professional advice.

The material contained in this presentation may include information derived from publicly available sources that have not
been independently verified. No representation or warranty is made as to the accuracy, completeness or reliability of the
information.

This presentation contains forward-looking statements, which may be identified by words such as ‘anticipate’, ‘believe’,
‘estimate’, ‘expect’, intend’, ‘will’, ‘plan’, ‘may’, ‘could’ and similar expressions. Such forward-looking statements are based
on IRESS’ current views and assumptions and involve known and unknown risks and uncertainties, many of which are
beyond IRESS’ control, and which may cause actual results to differ materially from those projected in the forward-looking
statements contained in this presentation. These risks and uncertainties could cause actual results, performance or events
to differ materially from those expressed or implied. Forward-looking statements contained in this presentation are not
guarantees or representations of future performance and should not be relied upon as such. Readers should not place
undue reliance on these forward-looking statements, which speak only as of the date of this presentation. IRESS
undertakes no obligation to publicly release the result of any revisions to these forward-looking statements to reflect
events or circumstances after the date of this presentation, subject to applicable disclosure requirements.

For further information visit; www.iress.com



AUSTRALIA

Melbourne
Sydney
Perth
Brisbane
Adelaide

CANADA

Toronto

iress.com

| +61 3 9018 58
| +61 2 8273 70

| +61 8 6211 5900
| +61 7 3011 4700
| +61 3 9018 5800
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