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Disclaimer & Important Notices

The information contained in this presentation or subsequently provided, orally or in writing, to any recipient of this presentation, or any other information
discussed at the presentation by or on behalf of Camplify Holdings Limited ACN 647 333 962 (Camplify or the Company) or its respective employees, agents or
consultants (Confidential Information) is provided to the recipients on the terms and conditions set out in this notice (Disclaimer). You must read the Disclaimer
before reading or making use of this document or any Confidential Information.

The purpose of this presentation is to provide recipients with information relating to the Company. This presentation has been prepared by the Company and each
recipient must make his/her own independent assessment and investigations of the Company and its business and assets and should not rely on any statement or
the adequacy and accuracy of the Confidential Information.

By receiving the Confidential Information or attending the presentation, or both, you acknowledge that you have read, understood , accepted and agree to be bound
by the terms and conditions of this Disclaimer, including any modifications to them. The information presented in this presentation is subject to change without notice
and the Company does not have any responsibility or obligation to inform you of any matter arising or coming to their notice, after the date of this presentation, which
may affect any matter referred to in this presentation.

Not a disclosure document

This document is not a disclosure document lodged with ASIC under Part 6D.2 of the Corporations Act 2001 (Cth) (Corporations Act) nor is it regulated by the
Corporations Act nor does it purport to contain all information that would be contained in a prospectus. Any offer of securities will be made pursuant to a prospectus to
be issued by the Company. The Company has lodged an in principle advice application (IPA Application) in relation to the proposed initial public offering of the
Company to the Australian Stock Exchange (ASX). As at the date of this presentation, the ASX has not approved the IPA Application. Any offer made by the Company
will be subject to the approval of the ASX.

Confidentiality

The Confidential Information is private and confidential and has been prepared solely for informational purposes by the Company. You must not copy, divulge to any
person or entity, reproduce, disseminate, distribute, disclose, quote, refer to or otherwise publish the Confidential Information in whole or in part for any purpose without
the prior written consent of the Company. Failure to comply with this directive may result in a violation of applicable securities laws. By accepting the Confidential
Information you acknowledge and agree to the foregoing and that the Confidential Information and all of the information made available to you about the Company is
confidential information of the Company. You agree that you will (i) keep strictly confidential the Confidential Information and all confidential information contained in
it and all other information made available to you in connection with the Company and (i) not do anything to cause or constitute a breach of any applicable insider
trading laws.

On request you must promptly return all material made available to you about the Company or any of its affairs, including any Confidential Information,
without retaining copies.

No financial product advice

The information in the Confidential Information is of a general nature and does not constitute financial product advice, investment advice or any recommendation by
the Company, the Limited Parties (as defined below) or any other party referred to in the Confidential Information. Nothin g in the Confidential Information constitutes
legal, financial, tax or other advice. The information in the Confidential Information does not take into account the particular investment objectives, financial situation,
taxation position or needs of any person. You should not rely on the Confidential Information and in all cases, you should conduct your own investigations and analysis
of the financial condition, assets and liabilities, financial position and performance, profits and losses, prospects and business affairs of the Company, and the contents
of the Confidential Information. You should seek legal, financial, tax and other advice from an in dependent person who is licensed to give such advice.

The Confidential Information does not constitute an offer or advertisement

The Confidential Information has been prepared solely for informational purposes and neither the Confidential Information nor anything contained in it shall form the
basis of any contract or commitment and it is not intended to induce or solicit any person to engage in, or refrain from engaging in, any transaction. The information in
the Confidential Information does not constitute, or form part of, an advertisement for an offer or proposed offer of securities and does not constitute a representation
that an offering will occur. No person is authorised to give information or make any representation that an offering will occur. Any transaction would be undertaken
solely on the basis of disclosure documentation specific to that transaction. Any opinions expressed in this document are opinions as at the date of this document and
are subject to change. Any information or representation so made, may not be relied on as being authorised by the Company, or Morgans Corporate Limited (ACN 010
539 607) (Lead Manager). No investment, divestment or other financial decisions or actions should be based solely on the Confidential Information. The Company, the
Lead Manager and the other Limited Parties (as defined below) have not independently verified the Confidential Information and do not make any representation or
warranty, either express or implied, as to the accuracy, completeness or re liability of the information contained in this document.

No liability

The Company has prepared the Confidential Information based on information available to it at the time of preparation, from sources believed to be reliable and
subject to the qualifications contained in the Confidential Information. Neither of the Lead Manager nor its respective Limit ed Parties (as defined below) (together, the
Lead Manager Group) have authorised, permitted or caused the issue, dispatch, lodgement, provision or submission of any Confidential Material and there is no
statement in the Confidential Material which is based on any statement made by any of them. To the maximum extent permitted by law, the Company and the Lead
Manager and each of their respective affiliates, related bodies corporate (as that term is defined in the Corporations Act) and their respective directors, employees,
officers, representatives, agents, partners,

consultants and advisers (each a Limited Party) accept no responsibility or liability (including, without limitation, arising from fault or negligence on the part of any
person, for any direct, indirect, consequential or contingent lo ss or damage whatsoever arising) for the contents of the Confidential Information and make no
recommendation or warranties concerning any offer of securities. No representation or warranty, express or implied, is made as to the fairness, accuracy, adequacy,
validity, correctness or completeness of the information, opinion s, forward looking statements and conclusions contained in the Confidential Information. To the
maximum extent permitted by law, none of the Limited Parties ac cep t any responsibility or liability including, without limitation, any liability arising from fault or
negligence on the part of any person, for any loss whatsoever arising from the use of the Confidential Information or its contents or otherwise arising in connection with
it. This includes for any indirect, incident al, consequential, special or economic loss or damage (including, without limitation, any loss of profit or anticipated profit, fines
or penalties, loss of business or anticipated savings, loss of use, business

interruption or loss of goodwill, bargain or opportunities).

Forward looking statements

The Confidential Information may contain forward looking statements which are statements that may be identified by words such as “may”, “will”, “would”, “could”,
"expects”, “intends”, “anticipates”, and other similar words that involve risks and uncertainties. These statements are based on an assessment of present economic and
operating conditions and on a number of best estimate assumptions regarding future events and actions that, at t he date of this document, are expected to take place.
No person who has made any forward looking statements in this document has any intention to update or revise 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 document, other
than to the extent required by law. Such forward looking statements are not guaran tees of future performance and involve known and unknown risks, uncertainties,
assumptions and other important factors, many of which are beyond the control of the Limited Parties. This presentation also contains references to certain intentions,
expectations and plans of the Company. These intentions, expectations and plans may or may not be achieved. They are based on certain assumptions which may not
be met or on which views may differ.

Forward looking statements should therefore be read in conjunction with the risk factors on page 37, and other information in this document. The

Limited Parties cannot and do not give any assurance that the results, operations, performance or achievements expressed or implied by the forword looking
statements contained in this document will actually occur and investors are cautioned not to place undue reliance on these forward looking statements

Industry and third party data

This document contains third party data and industry information obtained from reports prepared by third parties. Those reports were obtained by the Company
and/or the Lead Manager and certain information contained in this Confidential Information has been extracted by the Company from those reports. None of the
authors of reports noted in this paragraph have authorised or approved the publication of this Confidential Information. The Company and the Lead Manager have not
independently verified the content of these reports and make no representation or warranty as to the accuracy, reliability, adequacy or completeness of the
information.

Distribution

The Confidential Information should not be distributed to any third person without the written permission of the Company. Distribution of the Confidential Information
outside Australia may be restricted by law. This document is not to be distributed or released in the United Stat es. Persons who come into possession of the
Confidential Information who are not in Australia should seek advice on and observe any such restrictions. Any failure to comply with such restrictions may constitute a
violation of applicable securities laws.

All dollar values contained in the Confidential Information are in Australian dollars (A$) unless otherwise stated.

Acknowledgements, representation and warranty
This Confidential Information is being provided to you on the basis that you are, and you represent and warrant that:

(a) if you are in Australia, you are a ‘sophisticated investor’ or ‘professional investor’ (as those terms are used in section 7 08(8) and 708(11)

respectively of the Corporations Act and are also, in each case, a ‘wholesale client’ (as defined in section 761G of the Corporations Act); or

(b)if you are outside Australia, you are a person to whom the provision of the information in this document is permitted by law s of the jurisdiction in which you are
situated without the need for registration, lodgement or approval of a formal disclosure document or any other filing or formality in accordance with the laws of that
foreign jurisdiction; and you are not in the United States and you are not acting for the account or benefit of any

U.S. Person (as defined in Regulation S under the U.S. Securities Act of 1933, as amended).

If you do not fall within either category above, you are not entitled to read this document, and must notify the Company immediately and promptly return this document
to the Company and destroy all copies, whether held in electronic or printed form or otherwise, without retaining any copies.

By receiving the Confidential Information, you acknowledge and agree that you understand the contents of this Disclaimer and that you agree to abide by its terms
and conditions. You further acknowledge that the Company and the other Limited Parties are relying on you complying with the con tents of this Disclaimer and its
terms and conditions and on the truth and accuracy of the representations, warranties, undertakings and acknowledgements give n b y you. By receiving the
Confidential Information you further agree, irrevocably and unconditionally, to submit to the non exclusive jurisdiction of the courts of New South Wales, in respect of
any disputes, actions, suits or proceedings arising out of, or relating to, the Confidential Information. The use of cameras, photocopies, scanners and other recording
devices during the presentation is expressly prohibited.
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of Country

Camplify pay our respects to the
traditional owners, their elders past and
present and value their care and
custodianship of these lands
Camplify is a proud Newcastle
company built on the lands of the
Awabakal & Worimi people.
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Marketplace
Highlights FY2]

Camplify is one of Australia’s leading
P2P digital marketplaces connecting
Owners of RVs such as caravans,
campervans and motorhomes to
Hirers.

$32.9m

Total Transaction Value
+103% CAGR (FY19 to FY21)

30,651+

Total Bookings
+128% on FY20 pcp

$8.4m

Total Revenue
+129% CAGR (FY19 to FY21)

$1,019

Average booking value
= $212 revenue to Camplify



25.7%

Take Rate
Increase from 23.8% FY20

6,161

Total RVs on Platform
+39.3% CAGR (FY17 — FY21)

'retained hirers are defined as hired more than once from Camplify

20.60+

Percentage of hirers
retained’

51,723

New Customers?2in FY21
+79% CAGR (FY19 to FY21)

2new customers are defined as created an account and created a booking. The booking moy not be

recognised in this period

Marketplace
Highlights FY2]

‘It's an easy way to safely make some
extra income from an asset which
essentially sits dormant for most of
the year. You wouldn't have a holiday
house vacant for the occasional trip
so why have a vacant van?’

- Hayley, Camplify member since
2020



Industry
Information

e As at January 2021, there were
approximately 741,000 RV
registrations in Australia.

e A substantial number of available RV
assets that Camplify can potentially
capture and make available for rent.

e 51% of Owners sell their RVs due to low
utilization or economic reasons.

e Both of these issues can be alleviated
by offering their RV for rent on
Camplify.

Growing addressable
market for Camplify
6,161 RVs on the
platform = <1% of TAM

Source: Caravan Industry Association of Australia, 2021.
Numbers are rounded to the nearest thousand

586,000

58,000

528,000

+4.8% CAGR
(2015 to 2020)

741,000

669,000

2015

2020

Camper vans +14,000
+4.4% CAGR (2015 to 2020)

Caravans +141,000
+ 4.8% CAGR (2015 to 2020)
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4,

Caravan or
camping trip

@ Vore Likely

5%

Regional
holiday

. About the same

59%

City Break

Less likely

82%

International
holiday

86%

Cruising
holiday

Sentiment of
Australian
tourists

e 14 million caravan and camper trips
were completed in 2020 representing
a rise of 9% on the previous year.

e Trend showing increased demand for
domestic travel

62% of Australian
holidaymakers more
likely to take a caravan
or camping trip

Source: Caravan Industry Association of Australia, 2021



GI‘OWing Hil'el‘ & Number of cumulative Hirers Number of cumulative RVs
Owner community

70,062 6,161

e Strong platform growth has been
achieved at strong CAC performance
due to a combination of network +171% CAGR
effects, referrals, industry tailwinds (FY17 to FY21)
and inbound marketing initiatives

4,552

+119% CAGR
(FY17 to FY21)

34,000

e Platform investment allowed Camplify
to scale with new customers and
increased GTV with limited operational
spend

732

50% of owners have 6,000
earned over $5,000 1300
on Camplify

265

FY17/ FY18 FY19 FY20 FY2] FY17 FY18 FY19 FY20 FY21



St I"Cltegy Our Mission

Van life accessible for all

Our Vision

Become the leading RV rental platform in market Empowering our growing community of RV

owners to make outdoor adventures
accessible everywhere

Our Values
Grow current markets  Enhance our platform development Help more hirers enjoy
Fleet focus van life
Trustworthy
Empowerment
Build a beautiful efficient business

Accessibility

Simplicity

Endless Adventures
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T 1 1 - In two years, Camplify has been able to grow its GTV by 3X whilst
Flnq nCIql H Igh"g hts improving its take rate and maintaining its gross profit margin.

Gross transaction value Revenue and take rate Gross profit and margin

Take rate
25.7% of GTV

$32.9m

$8.4m

(FY19-FY21) (FY19-FY21)

$1.0m

$5.2m

71%
69%

$2.0m

$7.9m

$1.6m $1.2m

FY19 FY20 FY2I FYI9 FY20 FY21 FY19 FY20 FY2]

Note: the reduction in gross profit margin is due to effect of sales of
Vans. Gross profit margin is at 68% FY21 excluding the sales of Vans.



Key operating metrics E——

The surging amount of GTV Gross transaction value (GTV) ($m) 7.9 12.] 329

in Camplify platform was
fueled by... GTV Hire ($m) 7.6 1.3 30.4

Geographical Segments FY21 GTV . .
Premium memberships ($m) 0.3 0.8 1.4
Other ($m) - 0.1 1]
o

1.7% Total DTV growth (%) 53% 171%
Amounts paid to owners ($m) 6.3 9.3 24.5
Amounts retained to Camplify (Total revenue) ($m) 1.6 2.9 8.4
Proportion retained by Camplify (%) 21% 24% 26%
Gross profit margin (%) 71% 69% 62%*

*Note: Gross profit margin without Van sales was 68% FY21

Hirers’ metrics

.the increasing number of Total number of Paying Hirers in the platform 16,729 33,954 70,062
Hirers using the platform
has more than quadruple.. growth 103% 106%
Total number of Booking made 9,625 13,424 30,651
growth 39% 128%
Average booking Value ($) 790 870 1,020
Owners’ metrics FY19 FY20 FY21
..paired with the growing Total number of RVs available in the platform 1,800 3,000 6,161
: number of readily available
@ Australia ® New Zealand UK & Europe RVs which has tripled in the growth 67% 105%
past two years
Number of RVs subscribed to Premium Membership 985 2,063
Australia remains the largest contributor of GTV; other countries
growth 109%

have shown strong growth.




$ Millions

Revenue 1.6 2.9 7.7
Hire revenue 1.3 2.1 6.0
Premium membership fees 0.3 0.8 1.5
GPS tracker revenue 0.0 0.0 0.1
Others 0.0 0.0 0.2

Cost of sales (0.4) (0.9) (2.6)
Hire COGS (0.1) (0.3) (1.0)
Premium membership COGS (0.3) (0.6) (1.5)
GPS tracker COGS (0.0) (0.0)

Cross profit (excl. van sales) 1.2 2.0 5.1

Gross profit margin (excl. van sales) 7% 69% 68%

Van sales revenue 0.0 0.0 0.7
Van sales COGS 0.0 0.0 (0.6)

Gross profit (van sales) 0.0 0.0 0.1

Gross profit margin (van sales) 0% 0% 8%

Gross profit 1.2 2.0 5.2

Gross profit margin 74% 69% 62%

Employee benefits expense (1.3) (2.7) (4.0)

Marketing expense 0.6 (1.0) (1.5)

Operations expenses 0.7 (0.6) (1.4)

Administration expenses 1.0 (0.5) (1.2)

Operating expenses (3.6) (5.0) (8.0)

Other income 0.2 0.7 0.6

EBITDA (2.2) (2.3) (2.2)

Depreciation and amortisation (0.0) (0.1) (0.1)

EBIT (2.2) (2.4) (2.3)

Net interest income/(expense) (0.0) 0.0 0.0

Profit/(loss)before tax (2.2) (2.4) (2.3)

Income tax benefit/ (expense) 0.0 0.1 0.2

Net profit/(loss) after tax (2.2) (2.3) (2.1)

Income Statement

Commentary:

e Growth in GTV, reflecting an increase in:

o the number of bookings year-on-
year

o average booking value hence the
length of each booking.

e Growth in premium membership
revenue reflecting the number of
Owners purchasing premium
membership products.

e Revenue grew nearly 3x from FY20 to
FY21.

® 62% gross profit margin FY21 due to
impact of Van sales (8% gross profit
margin); Gross profit margin remains
at ~68-69% excluding Van sales.

e Slight improvement in EBITDA driven by
revenue growth and improvement in
operational efficiency



Cash flow
statement

Commentary:

e Significant improvement in cash flow from

operations from -0.7m In FY19 to 2.4m in
FY21F

e FY20 to FY21 working capital movement
reflects the increase in cash inflow for
bookings

e The significant increase in FY21 working
capital movement reflects the continuing
increase in cash inflow for bookings in
advance as well as the continued growth in
GTV with 25% of the booking value being
received on behalf of the Owner at the time
the booking is made

$ Millions

EBITDA (1.6) (2.3) (2.1)
Change in working capital (0.9) (1.9) (4.5)
Non-cash items 0.0 0.0 0.0

Cash flow from operating activities (0.7) (0.4) 2.4
Capital expenditure (0.1) (0.1) (0.1)
Transfer to/from interest bearing deposit 0.0 4.0 0.0

Free cash flow (0.8) 3.6 2.2
Proceeds from borrowings 0.0 0.0 0.1
Proceeds from issue of shares 5.2 0.0 14.2
Lease payments for right of use assets 0.0 (0.0) (0.1)

Net cash flow 4.4 3.5 16.4



Balance Sheet

Commentary:

e Capital light model

e Strong net cash position in order to take
advantage of growth opportunities post
listing

e Only debt within the group was a GBP
950,000 government backed loan available
under the UK Government's response to
the COVID-19 pandemic (Bounced Back

Loan). This debt will be repaid in Q1 FY22.

$ Millions FY20 FY21
Assets

Current Assets

Cash and Cash Equivalents 4.7 21.1
Trade and other receivables 1.0 7.9
Inventories 0.0 0.2
Other assets 0.0 0.5
Total current assets 5.7 29.6
Non-current assets

Property, Plant and equipment 0.1 0.2
Intangible assets

Other assets 0.1 0.6
Total non-current assets 0.2 0.8
Total assets 6.1 30.6
Liabilities

Current liabilities

Trade and other payables 3.8 12.4
Other liabilities 0.3 3.6
Total current liabilities 4.1 16.1
Non-current liabilities

Financial liabilities 0.0 0.1
Provisions 0.0 0.1
Lease liabilities 0.0 0.3
Total non-current liabilities 0.0 0.4
Total liabilities 4.1 16.5
Net assets 2.0 14.1
Equity

Share capital 7.8 7.8
Pre-IPO capital raising 0.0 3.5
IPO capital rising 0.0 1.5
ASX listing costs 0.0 (0.8)
Accumulated loses (5.8) (7.9)
Forex Reserves 0.0 0.0
Total equity 2.0 14.1

Note:

. Pre-IPO Capital Raising: Reflects the

increase in Cash and cash equivalents
as a result of the receipt of the proceeds
on the pre-IPO capital raise of $3.5
million completed on 31 March 2021.

2.IPO Capital Raising: Reflects the

expected increase in Cash and cash
equivalents as a result of the receipt of
the proceeds of the Offer ($11.5 million),
assuming the issue of 8.1 million new
Shares at $1.42 per share, completed on
28 June 2021.

3.ASX Listing Costs: Reflects Camplify’s

estimate of the total transaction costs
that relate to the IPO Offer and ASX
listing. Total Offer costs (including third-
party advisor costs) at $1.1 milion which
are split between $0.3 million expenses in
the income statement and $0.8 million
offset against equity.
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Australia

New Zealand

UK

Spain

Market Performance

166%

GTV Growth

494%

GTV Growth

221%

GTV Growth

N/A*

GTV Growth

181%

Revenue Growth

347%

Revenue Growth

523%

Revenue Growth

N/A*

Revenue Growth

126%

Booking Growth

497%

Booking Growth

125%

Booking Growth

N/A*

Booking Growth

* Spanish market was a new market for FY21 and not operating in FY20

44%

Fleet Growth

12%

Fleet Growth

N%

Fleet Growth

N/A*

Fleet Growth



COVID Response

Camplify is a COVID acceleration story.
The Post COVID lockdowns in all regions
have seen an increase in bookings and
revenue as customers surge to
experience domestic tourism.

This exposure for Camplify has meant a
new audience has developed, enabling
future activations, and recurring
customers

Source: Caravan Industry Association of Australia, 2021
Source: VisitBritain, COVID-19 Consumer Sentiment Tracker,
2021

Camplify
Response

Camplify developed an automated
credit system and policies to enable a
simple rebooking process for
customers, this combined with COVID
safe training, and processes as an
immediate response to the pandemic

Camplify
Recovery

While bookings dropped
Significantly for March/April
2020 the recovery in revenue
happened quickly

The Industry

The caravan and camping
experience is self isolating. It is
recovery steep and demand has
been increasing as consumers

want to have the freedom to travel

Automated credit
system for rebooking

RVs by nature are self
contained and self

isolating. They enable
customers to travel to
remote isolated areas

RVs by nature are self
contained and self

isolating. They enable
customers to travel to
remote isolated areas

3 tier cancellation
policies with customer
automation

Australia saw 12 rolling
regional lockdowns in
FY21, with metropolitan
Victoria being in
lockdown for over 50%
of the year. Despite this
Camplify grew by 166%
GTV (pcp)

52% of British citizens
are planning a
camping trip for 2021

COVID safe handover
processes and
procedures

Spain and the UK were
in travel restricted
lockdowns for over 6
months of the FY2I.
These markets
recovered quick with
the UK experiencing
221% GTV growth (pcp)

62% of Australians are
more likely to prefer a
caravan trip post
COVID-19



Ramping up for
success

Camplify is on a road built for growth.

Over the past 3 years we have
averaged over 103% CAGR achieving
170% global GTV growth (pcp) in the last
12 months.

CHL is undertaking a number of projects
to enable our continuation of scale, in a
challenging everchanging COVID
market

Empowering customers is key to our scale and growth, allowing our
customers to provide more self service, and flexibility through investment
and development in our platform. Camplify has focused on building and
Improving our tech stack, to allow our customers the freedom to be
nimble and change with the COVID environment.

Fleet growth has been a core focus of our operations team, onboarding
more customers at faster rates then ever before. Technology is being
leveraged to enable further and faster fleet growth

Introducing more hirers to Camplify then ever before is our objective
every year. With over 51,000 new customers in FY2], and 20.6% returning
our platform we have shown our ability to scale and with further
Innovation and team developments, we are ready for further growth.

Revenue remains a core focus of the Camplify team, by expanding our
product offering and servicing more customers our team has been about
to enable growth while delivering strong increase in take rate. Camplify
continues to expand our product offerings to suit the needs of customers
and increase transaction values
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FY22 Outlook

FY21 Trends:

GTV pcp +170%

Fleet pcp +35%
Revenue pcp +192%
Bookings +128% pcp
Retained hirers 20.6%
Take rate 25.7%

FY22 will be another year of growth and scaling.

Despite 12 rolling lockdowns in FY2], Camplify saw strong growth in all markets,
in all key metrics. This growth was achieved with low levels of consumer
confidence. State border restrictions, and locking in the Australian market,
country wide lockdowns in the Spanish and UK markets. It is expected that FY22
will be impacted by COVID restrictions and localised lockdowns in some
manner.

However localised regional short contained lockdowns have limited impact on
GTV results. These lockdowns have shown a trend of increasing demand
significantly once restricts are lifted. Based on the vaccine rollout programs in
all countries, and the Australian government roadmap, long term lockdowns
and state border restrictions should diminish in FY22. International travel
however in the Australian market is likely to be significantly restricted.

As domestic travel becomes simpler and easier for consumers, volumes in
bookings above corresponding FY21 results is expected, due to pent up
demand. Camplify has already experienced this in Q4 FY2] in the UK market as
restrictions eased and consumer confidence began to build.

FY22 for Camplify will be about scaling and growing in both customers, market
share, and new product development. Camplify will invest from its recent
capital raise into growth and scale to enable consumer activity as travel
becomes a key spend for households in FY22.



Growth focus

Camplify is a growth focused
business that enables core
product, and geographic growth
and vertical integration growth in
core markets

Product
innovation

Developing the existing
product suite that
complement RV rental

GPS tracking
product

Online stores

Increased
penetration

Attracting and retaining
Owners and Hirers can lead
to increased market share

Eil

Organic growth

Paid channels

el

Z

Partnerships

channels
Revenue
Expansion —
P H = o= (4%

S | ) — o= OQ%

amplity continues to wor o= | |
with customers and © © '
suppliers on integrated Online RV Subscription Finance products
products that meet our Ordering products

customer needs and
expand our revenue




Developing New
Products

Camplify is an innovative evolving
company.

To begin FY22 Camplify has launched
two new product innovations.

e 4x4 rentals
e RV ordering platform

Tow Vehicle Rental

From this week, Camplify Premium Members will be
able to list tow vehicles for rental from hirers.

This change allows our hirers to rent both the tow
vehicle and a caravan from Camplify.

As a key strategic objective of enabling more hirers to
experience Camplify, the addition of SUV tow venhicles
opens up the market for more customers to be able to
hit the road with Camplify and take on that great
Aussie adventure.

e SUV’'s now make up over 49% of vehicles sold in
Australia

e Utes are the biggest selling cars in Australia (HiLux
& Ranger)

e Camplify will be the only rental marketplace in
Australia to rent a tow vehicle

Online Ordering of RVs

The recently launched Camplify RV ordering platform
enables Camplify RV customers to be able to manage
their rental fleet and order new caravans directly from
the manufacturers.

This platform changes the way RV fleet owners engage
with vehicle companies. By working with
manufacturers and enabling customers to order direct,
Camplify is simplifying the approach and creating a

more competitive landscape for customers.

e Camplify exclusive range only available via our
platform

e Competitive deals and simply process

e Finance relationship for customers via MoneyMe
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Marketing approach
Share your van
1-2times a
month and
escape 9-5 )
forever.
mgeuzg::j\;oor; g;tnz?: m are ¢
changing their lives by earning
® an extra $10,000 a year. g ’
Build fleet LT A A =
through RV Owner acquisition 0‘/ %\ B \
L o4 = % yourvanisn't \
motorhome to 4 B : N
- | . justan investment.
g o g g "t > “It’s'an investment
retirement — — ¢ 5y . = - % .
F b - inquality of life.
Hire your van out.and join § “
Ehonoing bl comng A, = [ien yoily ¥ cut and Jon
G ext16 510,000 @ yoar, .. PR I mons 1o scaving
‘\{\\ : an extra $10,000 a year.
l‘;g’r“;;;;;;:c°m-°u/f°"°w"e"s %‘C&mpﬁfy /ﬁ Camp”fy ;;;ﬁ;;ii‘yi;:om.au/for-owners f’a\ camplify

e teganphillipa

@ urbanlistsyd
. : f .‘

3 BILLA
s BONG

WIN THE ULTIMATE
ROAD TRIP!

SIGN UP TO OUR DATABASE BELOW FOR YOUR
CHANCE TO WIN A 10 NIGHT CAMPLIFY TRIP,
2X $500 BILLABONG VOUCHERS,

AND 2X $500 ADRENALINE VOUCHERS.

ONE MORE DAY LEFT IN

THEN OFF TO BYRON BAY

Build hirers through strong i
digital marketing, beautiful e =& e
content, marketing partnerships, : gf,mufmﬂﬂﬂl""’ |
and influencer marketing Pl R




Technology
Platform

The Owner Preparedness Journey is identified as one of the key
processes for Camplify, recruiting and empowering owners on the
platform as quickly as possible

99% of listing are completed in the first day Average booking within the first week

Camplify Technology Platform
Pillars

Sigh up and
verification

Daily

Onboarding management

Bookings

e In FY22 Camplify will invest
significantly on further
development of its technology
platform

e This platform empowers <7 — / S <
Owners with marketing Q ) ‘ S (e {?_/, ¢
opportunities and integration VANRES ) ’
with custom sites

—

Biometrics-based Tailored Multiple Secure Reliable post hire
e Provide a trustworthy, secure facial recognition & feedback from perspectives for messaging and review process
. liveliness over 60,000 individual or fleet payments
environment for both owners bookings olatform

and hirers to generate
experiences — : N
- - e — p—
o .PI‘OV.Id.eS a purpose built mmTa] g@ i— E
Invoicing, reporting, and g@ Eoé - J
booking engine

L1

Listing is item Timely and Mobile Seamless bond
agnostic accurate notifications for and incident
reporting rapid response management



Self-service Edit Booking Payment Breakdowns Earnings Payments Private Notes

Continuous

10:07 4 P 10:07 9

® ® <« Search o < Sanrch o = il B - - ‘ .
You' ted new X Total $7.14 & projects.invisionapp.com @ projects.invisionapp.com
‘ " ' I I el ‘ I ‘e ou ve reques . —_——————————
I g g I dates q /CA camplify Overview Payments Transactions 2 camplify

$0.02 x 5 days Optional extras requested

Current dates

o AGe232021  Ave 97 000 .
Service fee Eq rni ngs 1 May 2021 - 31Jul 2021 = Bike Rack
New dates Jun 2 2021 - Jun 8 2021

Extras Overview Payments Transactions Sort by
Clean the Van for me
(including toilet)

Moderate cancellation

= Cancel up to 30 days before the start of the
booking and receive a full refund less any

New total R Imm— All vans Payment date Amount applicable booking fees.

(excluding toilet)

Current total

. . . . Read more >
Camplify Is investing in new dashboards for RV Siforncs I 12 Jun 202 $60340 A ecirng
. . . . ESTIMATED View transactions Notes
Owners, and providing them with an improved Roof top luggage box 346 "
Waiting for Leroy to response to your BBQ These won't be shown to the hirer
tool to more effectively respond to customers, regyest fochangedaras B ey agreeito No of bookings 17 Jun 2021 $100340 v T

the changes, the total booking value will
increase by $933.99.

manage their RVs, and run their rental fleet

Airport delivery 23 Jun 2021 $1,003.40

Listing fee 12 50 o
) 24 Jun 2021 $1,003.40
Total earnings

Message hirer 29 Jun 2021 $1,003.40

Potbelly Stove

RV Owners

International Bookings Messaging UX improvements

Tom 2 camplify

| messuye I

2 camplify

Swift Caravan 2010 Go to booking
. 23 Oct - 26 Oct 2021 Cancelled Deliver
Bookings
Thank you for your booking enquiry.
Please let us know where you would like
Requests Upcoming Past Cancelled the van delivered to (postcode please)
and we will add the relocation charge
(£1 per mile) to the booking.

Don't forget! 0 f
e Internal Invoicing and payments system

Minimum hirer age is 30 years

Linen s includied e Automated Credits for paid cancellations

Tue 26 Oct - Fri 29 Oct 2021

La Safedoor AC Capuchina 6 ...
Drive 1guest

Madrid

We will get back to you shortly.

Pets are allowed e International Logins

No more than 6 points in minor offences

on your driving licence e Focus on UX with owners and hirers

Thanks
@ Waiting for Marcos to respond

Tom
Mon 8 Nov - Thu 11 Nov 2021
Melissa the Motorhome
Drive 1guest Request sent ® 23 Oct - 26 Oct 2021 Deliver =
North Berwick Yesterday 8:14am

No major offences on your driving licence PS R0t| ng S tru St System

Valid C1 or grandfathers rights licence

required to drive e ID and vehicle verification process

(@ waiting for Vicky to respond Van has manual transmission

: e RV handover checklists
Katie vesterday 814am

Hi Tom

We would love to hire your caravan from
23rd Oct until 26th Oct. we have booked
to camp on an electric pitch on a
campsite in Kingsdown, Deal (Kent).
https://maps.google.com/maps?

Van has 6 seat belts

e RV insurance

(©)
©)
(@)
@)
©
©)
©
©)
(@)

Sleeps 6 inside the van

e Roadside assist

Other things to remember L 24/7 customer support

Popular Destinations Start typing your message... Send

Hirers
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Key ri S ks Platform risks

As the Company operates a two-sided platform, the Company’s future growth and profitability is dependent on that platform being vibrant and active. The
Company’s business relies on both Hirers utilising the platform and on Owners listing RV's on the platform. The growth of the Company is also reliant on attracting
and retaining customers to use its platform and converting those customers into new and repeat customers. Various factors can impact this conversion rate which
in turn could impact the Company’s ability to meet stated objectives and could adversely impact the operations and financial performance of the Company.

Performance of
technology

The Company operates an online platform and is heavily reliant on information technology to make the Company’s platform available to users. The platform uses
software created exclusively by the Company. The Company’s business also depends on the performance and reliability of internet, mobile and other infrastructure,
which is outside of the Company’s control. There is a risk that the Company, its web host or the platform’s third-party integrations may fail to adequately maintain their
information technology systems, or the hosting arrangements or

third-party integrations terminated, which may cause disruptions to the Company’s business. There is also a risk that systems failures or delays, corruption of
databases or other electronic information, power failures, issues with upgrades, technical malfunctions and other disruptions to information technology systems used
by the Company, its web host or the platform’s third-party integrations or its users may cause disruptions to the platform or adversely affect user experience on the
platform. This may adversely affect the Company’s ability to attract and retain users to its platform which in turn may have a material adverse impact on the
Company’s reputation, financial performance and growth prospects, particularly if the interruptions continue for a prolonged period of time.

Innovation

The Company’s success in the future may depend on its ability to continue to identify and deploy the most appropriate new technologies and features in its. The ability
to improve the Company’s existing products and services and develop new products and services is subject to risks inherent in the development process. There is a
risk that the Company may fail to update its platform to adopt new technologies, or that other businesses may develop or adopt new technologies which give them a
competitive advantage over the Company’s platform. This may render the Company’s business less competitive.

Growth strategies

As the Company plans to continue expanding its cross-border operations into existing and new markets, there is a risk that the Company may face challenges
(including legal or regulatory) in which it has limited or no experience in dealing with. The success of the Company’s expansion may be affected by a number of
factors, including, without limitation, existing incumbent competitors, the timing for and rate of uptake of the Company’s platform, differing consumer demands and
sentiments, differing regulatory requirements, the ability to enforce intellectual property rights, exchange rate fluctuations and differing tax treatments in different
jurisdictions. The Company may have to expend significant resources, such as costs and time, to establish operations, and market itself and develop its presence in
those jurisdictions.

Fraud & fictitious
transactions

The Company may be exposed to and encounter risks with regard to fraudulent activity by platform users. This may involve Hirer’'s not receiving goods they have
purchased, or bookings they have reserved, Owner’s not receiving full payment for hires and the Company not receiving full payments it is contracted to receive.
Negative publicity and user sentiment generated as a result of actual or alleged fraudulent or deceptive conduct on the Company’s platform could severely diminish
consumer confidence in and use of the Company’s platform.

Cybersecurity and data
protection

The Company collects a wide range of personal, financial and service usage data and other confidential information from users in the ordinary course of its business,
such as contact details and addresses, and stores that data electronically. The platform also includes third-party integrations who may collect information on the
Company’s users, such as payment details. As an online business, the Company is subject to cyber attacks. The Company and, as far as the Company is aware, those
third-party integrations have systems in place to maintain the confidentiality and security of that data and detect and prevent unauthorised access to, or disclosure of,
that data. There can be no guarantee that the systems will completely protect against data breaches and other data security incidents.

Intellectual property

The Company places significant weight on the value of their intellectual property and Company know-how to maintain its competitive position in the market. There is a
risk that the Company may inadvertently fail to adequately protect its intellectual property or be unable to adequately protect its intellectual property in new
jurisdictions which it expands into from time to time. It is also possible that this information be compromised by an employee or a third-party without authorisation.

Competition

The Company recognises the potential risk that existing competitors or new entrants to the market may increase the competitive landscape and have an adverse
impact on the financial performance of the Company which in turn, would erode the Company’s revenue and market share. Existing competitors and new entrants in
the market may both domestically and overseas may engage in strategic partnerships or acquisitions, develop superior technology, increase marketing activity
and/or offer competitive pricing. There is a risk that the Company may be unable to respond to such competition and this may reduce demand for the Company’s
service and use of its platform which in turn, may have a material adverse effect on its revenue, profit margins, operations, financial position and growth prospects.

30



Key risks

Suppliers

The Company’s business utilises third party suppliers, including companies which offer insurance and roadside assistance services. There is a risk that suppliers may
become unable or unwilling to do business with the Company, or to renew contracts with the Company once they expire. There is no guarantee that the Company
will maintain existing contracts or be able to renew contracts with suppliers on current terms, or at all. If the Company is unable to source alterative suppliers within a
reasonable period of time and on reasonable terms, this may cause disruptions to the Company’s platform while suitable replacements are sourced or cause the
Company to incur substantial costs.

Key personnel

The Company is dependent on its existing personnel as well as its ability to attract and retain skilled employees. The Company must recruit and retain expert engineers
and other staff with the skills and qualifications to operate, maintain and develop the platform. A loss of key employees or under-resourcing, and inability to recruit
suitable replacements or additional staff within a reasonable time period, may cause disruptions to the platform and growth initiatives, and may adversely affect the
Company’s operations and financial performance.

Restriction or suspension
from digital marketing
channels

The Company relies on digital marketing channels such as Google and Facebook to market the platform to the social media of their client demographic. This reliance
creates a risk that a ban, restriction or suspension may have an adverse effect on the business reputation, financial performance and operations of the Company.

Search engine risk

Due to the fact that most consumers access the platform through a search engine, the Company become vulnerable to variations in search engine recommendations.
This becomes particularly relevant if the Company becomes excluded from or ranked lower in search engine results due to changes to a search engine’s algorithms or
other ranking criteria that are outside of the Company’s control. If the Company’s Search Engine Optimisation (SEO) activities are no longer effective for any reason, the
traffic coming to the platform could significantly decrease.

Reputational risk

There is a risk that the Company’s reputation may be adversely impacted by sub-standard service of Owners, negative user experiences in the platform, user
complaints or other adverse events which involve the Company or its platform. Any negative impact on the Company’s reputation may adversely influence user
sentiment towards the Company and willingness to use its platform. This may have a material adverse impact on the Company’s future prospects.

Insurance

The Company maintains customary insurances against typical business risks, such as public liability insurance, directors and officers liability, workers compensation
and cyber insurance. The Company also has in place what it considers are adequate levels of insurance for RV fleet cover for its operations. There is a risk that the
Company’s insurance may not be adequate in coverage, valid in overseas jurisdictions, may not insure all risks, may not be able to be claimed against in respect of
losses or may not be renewed. This could have a material adverse impact on the Company’s financial position and reputation. There is also a risk that claims brought
under the Company’s insurance policies could increase the premiums payable by the Company going forward, which may have a material adverse impact on the
Company’s financial position.

Compliance with laws and
regulations generally

The Company operates in a sector where the laws and regulations around its operations are evolving. There is a risk that new laws or regulations may be enacted, or
existing laws and regulations may be amended in such a way that impose obligations on the Company. If any laws or regulations are adopted which are more
stringent than the laws and regulations currently applying to the Company’s platform, the Company may need to invest significant time and costs into complying
with those laws and updating its platform.

Compliance in overseas
jurisdictions

The Company has operations in the United Kingdom, New Zealand and Spain. There is a risk that a breach of applicable regulatory rules may be discovered which
could result in penalties being incurred for any breach of such requirements and additional requirements may also be imposed by such regulatory rules as to the
manner of the conduct of business in these jurisdictions which may result in material additional costs to the Company or may make the conduct of certain of these
overseas operations not commercially viable.

Seasonality

The use of the platform by Owners and Hirers in all jurisdictions in which the Company and its overseas subsidiaries operate is subject to seasonality. It is typical
for there to be an increase in bookings on the platform over the Summer and Easter holidays in Australia and New Zealand as well as the corresponding
holidays in the United Kingdom and Spain. Where an event (such as a severe weather event or pandemic) impacts holiday makers in peak periods, the
Company’s revenue will be impacted.

COVID-19

The ongoing COVID-19 pandemic has had a significant impact on the global economy and the ability of individuals, businesses, and governments to operate.
Globally and nationally, travel, trade, business, working arrangements and consumption have been materially impacted by this ongoing health risk. There is a risk
that government or industry measures taken in response to COVID-19, such as lockdowns and other restrictions on movements, may restrict the users’ ability to use
the Company’s platform.
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