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Disclaimer

All currency amounts in this presentation are in Australian Dollars (AUD).

This presentation has been prepared by Gratifii Limited (ABN 47 125 688 940) (“Gratifii"). Each recipient of this
presentation is deemed to have agreed to accept the qualifications, limitations and disclaimers set out below.

This presentation contains summary information about Gratifii and its activities which is current as at the date of this
presentation. No member of Gratifii, its subsidiaries or respective directors, officers, employees, advisers or
representatives (each a “Limited Party”) makes any representation or warranty, express or implied, as to the accuracy,
reliability or completeness of the information contained in this presentation, including any forecast or prospective
information. This presentation should be read in conjunction with the Company’'s Annual Report, market releases and
other periodic continuous disclosure announcements, which are available at www.asx.com.au.

This presentation is not a prospectus, product disclosure statement or any other disclosure or offering document under
Australian law (and has not been, and will not be, lodged with the Australian Securities and Investments Commission) or
any other law. The distribution of this presentation outside Australia may be restricted by law. Any recipient of this
presentation who is outside Australia must seek advice on and observe any such restrictions. This presentation may not
be reproduced or published, in whole or in part, for any purpose without the prior written permission of Gratifii. This
presentation does not constitute an offer to sell, or a solicitation of an offer to buy, any shares in the United States or in
any other jurisdiction in which such an offer would be illegal.

This presentation contains certain “forward-looking statements” about Gratifii and the environment in which Gratifii
operates. Forward-looking statements often include words such as “may”, “anticipate”, “expect”, “intend”, “plan”, “believe”,
“continue” or similar words in connection with discussions of future operating or financial performance. The forward-
looking statements included in this presentation involve subjective judgement and analysis and are subject to significant
uncertainties, risks and contingencies, many of which are outside the control of, and are unknown to, Gratifii and each
Limited Party. Actual future events may vary materially from the forward-looking statements and the assumptions on

which those statements are based.
Given these uncertainties, you are cautioned to not place undue reliance on such forward-looking statements.

Certain market and industry data included in this presentation has been obtained from public filings, research, surveys or
studies conducted by third parties, including industry and general publications, and has not been independently verified
by Gratifii. Gratifii cannot warrant or guarantee the accuracy or completeness of such information.

This presentation is a general overview only and does not purport to contain all the information that may be required to
evaluate an investment in Gratifii. The information in this presentation is provided personally to the recipient as a matter
of interest only and has been prepared without taking into account the objectives, financial situation or needs of
prospective investors. It does not amount to an express or implied recormmendation with respect to any investment in
Gratifii, nor does it constitute financial, legal, tax, investment or other advice or a recommendation to acquire Gratifii
shares.

The recipient, intending investors and respective advisers should: a) conduct their own independent review,
investigations and analysis of Gratifii and of the information contained or referred to in this presentation; and/or b) seek
professional advice as to whether an investment in Gratifii is appropriate for them, having regard to their personal
objectives, risk profile, financial situation and needs.

Except insofar as liability under any law cannot be excluded, neither Gratifii nor any Limited Party shall have any
responsibility for the information contained in this presentation or in any other way for errors or omissions (including
responsibility to any persons by reason of negligence).
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Significant platform growth opportunity gratifii

4 Leading domestic B2B loyalty management platform in ANZ
+ 17 million user accounts; trusted by over 70 major brands

v Strong existing customer revenue growth and zero churn
* Australian Software revenue CAGR 23% and Rewards CAGR 38% since TH FY22

4 Strengthening financial profile, continuing operations will become self-funded
g ratifii «  Highly scalable ‘no code’ low-touch platform: able to support 2x — 3x revenue growth
) - v Large ($5bn’') and fragmented market (over 100 players) growing at 13%

* 13% market CAGR? strengthened by prevailing cost-of-living pressures

4 Significant value opportunity from further penetration of existing user base
«  ~20% penetration today vs. RACV penetration of over 50%?2

v Significant value opportunity from new pricing model and low cost to serve
+ Significant revenue opportunity and low cost to serve

Note: (1) 13% CAGR 2017-2027 Ellipsis, Feb. 24; (2) 1,070,000 members have transacted in last 12 months from a total member base of 2,100,000




#1 domestic B2B loyalty management gratifi )
platform in ANZ
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Trusted to serve over 17 million accounts  gratifii)
by over 70 major brands

70+ enterprise clients...
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Strong eXxisting customer growth gratifii
and zero churn

Largest clients’ revenue grown at SaaS and Services revenue 23% CAGR
36% CAGR!? Rewards 42% CAGR!

THFY22 2HFY22 THFY23 2HFY23 THFY24 1HFY22 2HFY22 THFY23 2HFY23 THFY24

. Company 1 . Company 2 . Company 3 . Company 4 . SaasS . Rewards

. Company 5 . Company 6 . Company 7

Note: (1) Calculated on a pro-forma basis since H1 FY22, ignoring the impact of company acquisitions



Strengthening financial profile

CONTINUING OPERATIONS WILL BECOME SELF-FUNDED

Highly scalable platform able to support 2x — 3x revenue growth

GO HO

Revenue

« Growth from
existing clients

* New clients

Margin

Clients taking whole
solution

Economies of scale

Marginal cost base
increase

Clients & Users

Currently integrating
significant contracts

Numerous late-stage
negotiations to be
converted

Pipeline of paid
projects with existing
clients building

grati@
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R&D Expenditure

* Substantial build

for RACV able to
be leveraged for
new customers



Large and fragmented market
growing at 13% CAGR

Gratifii serves a wide range of industries
seeking to create a stronger connection
with their customer base.

Demand is strengthened by cost-of-living

pressures. Retall
Australian loyalty Market growth CAGR
management market! 2017 - 2027" Sports &
Recreation
Australian loyalty forecast size of global
management market loyalty management iy
participants’ market by 20262 Financial

Hospitality

Services

Note: (1) Ellipsis research report, February 2024; (2) USD 18.2 billion converted to AUD 27.0 billion at 1.4861. Market and Markets Loyalty Management Market research report, January 2022.
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Significant value opportunity from
new pricing model and low cost to serve

Loyalty Platform New pricing model
presents significant
m revenue opportunity
 Saas fees
* Service fees

Typical onboarding costs: Low .
« Margin on rewards

Fees earned: SaaS & Service fees Margin on rewards Target average margin of
20-22%

Typical revenue per client: $150k - $750k p.a. ~$1.0m - $5m p.a.
Every dollar of SaaS

. . revenue currentl
Typical margin: 50%+ 15-17% y

generates on average over
5x revenue in Rewards

Note: (1) lllustrative pre-tax
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Transformational 3-year contract with RACV

- Contract expected to generate ~$8.8m in additional revenue
during calendar 2024* and represents Gratifii's largest SaaS
contract to date. Contract anticipated to deliver ~$13.0m
revenue in calendar 2025*

Record client integrations delivered

«  Multiple client projects successfully delivered during the year
namely, Meat & Wine Co, Italian Street Kitchen, Cornerstone
Health, Niterra, FAB Group, Spark, Datacom, Synergy.

Closure of South African operations

«  Closure due to legislative changes affecting operating
conditions. Although it has had some impact in THFY24, it
will have a minimal impact on Gratifii's future
revenue/earnings.

* Based on RACV volumes in the prior 12 months.




H1 FY24:

Continued Added over 400,000 active users to platform during the
half
momentum

@ RACV phases 1&2 built and delivered

 Member access to Neat Ideas content completed

@ Key client projects supported:
* Niterra « Cornerstone Health

 FAB Group « Seagrass Boutique Hospitality

*  Mitsubishi Heavy Industries Group

@ Zero client churn

@ Invested in robust infrastructure and attained ISO 27001

grcn‘im

*by number of accounts



FINANCIAL SUMMARY
H1 FY24

Crowth and investment were the focus in H1 FY24

H1 FY24 Gross Profit Cash at end Individual

Revenue of H1 Client
Accounts

+11% -8% > 17m

v H1 FY23 v H1 FY23

New
Enterprise
Client
Accounts
Added

gra'rim

Shares On
Issue

Share Price

Market Cap

14



HALF YEAR REVENUE ($’000)

« H1 growth impacted by planned closure of South
African Operations

« H2 expected to be stronger with RACV and RAA
getting to scale

35,000
30,000
25,000
20,000
15,000
10,000

5,000

FY21 Fy22 FY23 FY24
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gratifii ) H1 FY24 Financial Highlights

H1FY24 H1FY23 Change

. anq Wer.e Ordinary Revenue $15.58m  $14.05m
driven by revenue mix and new enterprise
contracts offset by the planned closure of Gross Profit $241m  $2.62m

South African operations
Employments Costs ($2.00m) ($2.34m)

increased due to higher
depreciation, amortisation and
employment costs following Hachiko Other $0.09m  $0.10m
acquisition and continued Saas platform
development EBITDA* ($0.82m)  ($1.01m)

Corporate Admin ($1.32m)  ($1.39m)

*Includes other and non-operating revenue
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Outlook - H2FY24 & Beyond gratifii

Operating Cashflow Positive in 1QFY25

« Delivery of phase 3 of RACV contract H2FY24

* Increased scale from Club Connect contract in H2FY24
* |Increased customer penetration and new logo wins

Whilst some delays have occurred with the RACV project, both Gratifiiand RACV are still
confident of achieving $8.8m of incremental annualised revenue from the launch date.

Reducing operating expenses ~$600k p.a.

- Technology efficiencies: Moving all parts of the business to Mosaic will reduce 31
party licence and support fees by approx. ~$600k (annualised)

Reducing recurring Capex spend ~$1.5m.

- R&D milestones: Investment to reduce outsourced development from $3.0m to $1.5m
p.a. N FY25 upon delivery of final core Mosaic module for RACV
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gmﬁm Successful HIFY24 client implementation

Delivered our Mosaic platform to 72
franchise businesses

“ Developed the look and feel together
with the client for access by their 300
The flexibility and ongoing staff.
development of the Mosaic
platform was one of the

reasons we went with
Gratifii. We’ve looked at
other systems for other
projects and you feel like
you’re having to
compromise on things, but |
feel we haven’t had to do

that here. "

Emily, Product and Customer
Strategy Manager
FAB Group
(Jan 2024)

wercomeToTHE J,




During H1 FY24 we delivered for our clients:

Client Sector Deliverable

Up to 3.7 million potential

v
‘. Autoclubs  additional auto club L Platform AP
* Rewards content
members
v
- RAA Auto club 800,000 members Rewards platform
v" Rewards

v Enterprise

RACV Added 300,000 affiliate software
Auto club . .
members v Design services
v" Rewards

1. Source: Australian Automobile Association: https://www.aaa.asn.au/pages/who-we-are/.



https://www.aaa.asn.au/pages/who-we-are/

During H1 FY24 we delivered for our clients:

Client Sector

v
Hospitality 15,000 v

Deliverable

Enterprise Software
Design Services

v Enterprise Software
@ cornerstone health Health & wellness 325,000 v App design
sSNAap 24/7 v Rewards Platform
ﬁtneSS Health & wellness 250,000 v Rewards
72 franchises
‘ 300 employees v Enterprise Software
FABGROUP Health & wellness 3 separate v' Design Services

brands




gratim H1 FY24
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AFR Fast 100 list
3rd place in 2023

Technology Fast 50

2023 AUSTRALIA
Deloitte

Deloitte Tech Fast 50
2023 Finalist

SECURITY
ISO/IEC 27001 certified

Carbon
ActiveM ORGANISATION

Carbon neutral
certified business
operations

H1 FY24 results presentation 24
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