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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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FINANCIAL SUMMARY
FY23

6 consecutive halves of revenue growth

CASH RECEIPTS SHARES ON
2-YEAR CAGR ISSUE

TO END OF
o 1,323m

FY23 REVENUE FY23 FULL CASH AT 30
FROM YEAR POSITIVE JUNE 2023
ORDINARY OPERATING

ACTIVITIES CASH FLOW

SHARE PRICE

$29.9m $0.5m $1.69m* 89% $0.010"

MARKET CAP

+148% +156% $'|3.2m1

v FY22 V FY22




GRATIFII'S UNIQUE END-TO-END SOLUTION grati@

Gratifii is Australia’s only provider of end-to-end Loyalty (software & services) and Rewards

U8 mosaic

Enterprises want:
LOYAL CUSTOMERS

- Gratifii has developed a
market-leading enterprise
grade Loyalty Platform

* Loyalty software and services
utilised by enterprises across all
major sectors

neat ideas

Loyal Customers expect:
REWARDS SOLUTIONS

- Gratifii provides Enterprises
with all the major in-demand
Rewards Products

« Rewards include movie tickets,
discounts, travel experiences,
gift cards, carbon offsets, etc




gratifii ) TARGET OPERATING MODEL

Gratifii has a target to charge new clients a combination of
Saas fees, service fees and a margin on rewards to
generate an average margin of 20-22%

Loyalty Platform

USS

Fees earned: SaaS & Service fees Margin on rewards
of Loyalty Typical revenue per $150k - $750k p.a. ~$1.0m - $5m p.a.

platform fees at

has the potential to Typical margin: 50% 15-17%
generate an additional

of rewards revenue in FY23 revenue 27% 63%

full-service contracts at contribution (%):
targeted margins. FY23 revenue $1.0m $18.9m

contribution ($):




Gratifii’'s Loyal Customers
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Gratifii has quickly established itself as a leading provider of ‘end-

to-end’ loyalty & reward solutions to the Australian market.

THEN

FY2021

NOW

FY2023

Australia’s only ‘end-to-

grati@

FUTURE

FY2024 +

Offering Loyalty Software Offering end’ loyalty and rewards
platform
Clients 13 across 5 sectors Clients 66 across 17 sectors
Revenue $4.1m Revenue $299m+
v' Transition software to v" Finalise Technology
Key Saas Key build
Goals v' Enhanced capabilities Goals v Integrating enterprise

via R&D & acquisition

clients

Offering  Continued development
Enhanced penetration in
. current sectors (initial
Clients
focus on member
organisations)
Revenue Strong growth prpﬂle
expected to continue
o Integrate RACV & new
member groups
Key i o dp
Goals o Deliver upgrades to

existing clients to fund
growth




graﬁm FY23 Financial Highlights

Strong organic growth profile

. accounted for 61% of Fy23 FY22 Change
o )
revermg growth and 39% from Hachiko Total Revenue $30.2m $121m* B S
acquisition
. was offset by $0.9 million Revenue from $209m  $121m* [ Sl
. . . ordinary activities
In R&D grants and government subsidies
received in FY22 but not in FY23 (FY23 EBITDA Gross Profit $5.0m $2.6m* [N s
improved by $0.15m without FY22 subsidies)
: EBITDA 2.2 1.5m)* 9
. growth was driven by ($2.2m)  ($1.5m) V6%
diversification of revenue streams and new Total comprehensive ($3.8m)  ($2.4m)* |4 vl
enterprise contracts (loss) for the year
. increased due to higher

depreciation, amortisation and employment
costs following Hachiko acquisition and
continued Saas platform development

* Includes $840k of research and development grant income not received in FY23.




KEY INDICATORS

SUSTAINABLE PROFITABILITY
Capable of self-funding Gratifii's strong growth profile

O O

63 5

Revenue Margin
Currently ~$32m Margin to improve
(annualised) « Clients taking whole
+$8.8m - $13m from solution
RACV « Economies of scale
+ New clients «  Marginal cost base
+ Growth from existing increase
clients

Clients & Users

Currently integrating
significant contracts

Numerous late-stage
negotiations to be
converted

Pipeline of paid
projects with existing
clients building

grati@

O

R&D Expenditure

R&D of $3.0m in FY23

Integrate RACV in
THFY24

R&D cost reduced
to approx. $90k
per/m in 2HFY24 =
$1.2m p.a.



gratim

QUARTERLY CASH RECEIPTS ($'000)

10,000

9,000 . :
' Q4FY23 included a special EOFY ~$1.7m

8,000 rewards program with Mitsubishi.
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5,000

3,895

4,000
3,000
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gratim

Key Cash Highlights

FY23 record cash receipts of $26.5m (+139% on FY22)
The record FY23 result is a culmination of various factors including:

o Accelerated uptake of all products from new and existing
clients

o The strong result highlights the countercyclical nature of
Cratifii's ‘end-to-end’ loyalty and rewards platform.

Operationally cash flow positive for full-year FY23
- Full year FY23 positive operational cash flow of $0.5 million

Capitalised to deliver positive cashflow

* Successful June 2023 capital raise provided funding required to
deliver positive cashflow and growth via the implementation of
the expanded RACV contract and other new client
opportunities.

- Cash position increased by a further $0.9 million post
settlement of tranche 2 of Placement in August 2023.




gratim

Delivering strategic
objectives

FY23: A Transformational Year

v

Key client projects delivered:
* Niterra * Rest Superannuation

 FAB Group « Cornerstone Health
« Student Edge « Seagrass Boutique Hospitality Group

+/| Surpassed 150,000 active users on Mosaic platform

] RACYV signed and phase 1 built and delivered

- Member access to Neat |Ideas content completed

Investment in a robust infrastructure and on track to attain
ISO 27001 in calendar 2023

Successfully completed two capital raises to fund
acquisitions and accelerate growth

Material cross-sell opportunities in the customer base
providing additional Gratifii services and broaden existing
relationships.




Diversified,
High Quality
Client Base

End-to-end loyalty
solution

« Delivering loyalty
services and rewards to
60+ top brands

Clients are diversified by
iIndustry and program
type

26% of clients use 2+
services

57% of clients have
partnered with Gratifii
for 5+ years

grati@

CLIENTS BY INDUSTRY CLIENTS BY PROGRAM TYPE

Resources
8%
Financial Member
services 12% Consumer
7% 19%

Other Health
28% 7%

Automotive
6%

CLIENTS BY RELATIONSHIP LENGTH

> 8 years
5-8years

2 - 4years

<2years

0 5 10 15 20 25

* B2B includes trade and channel engagement programs.




gratim

Key FY23 Operational Highlights

Transformational 3-year contract signed with RACV

- Contract expected to generate ~$8.8m in additional revenue in
FY24* and represents Gratifii's largest SaaS contract to date.
Contract anticipated to deliver ~$13.0m revenue in FY25*

Acquisitions of Hachiko and Spendless

- Acquired high quality clients and experienced team from Hachiko
($3.3m), complementing our existing loyalty and rewards expertise.

- Completed acquisition ($0.2m) of business assets of bulk gift card
and movie ticket reseller Spendless, with early performance ahead
of forecasts.

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.
Will have a minimal impact on Gratifii's FY24 revenue/earnings.

* Based on RACV volumes in the prior 12 months.




gratifii ) Record Year for New Clients Going

v

Live

Niterra: Launched to approx. 5,000 independent garages
and workshops: https://powerperks.com.au/

FAB Group: Gone live with Caci branded clinics to sell their
Murad and Skin Smith products: www.caciverse.co.nz

RACV: Phase One built and in testing.

Seagrass brands: Dining Rewards Program live across six
restaurant brands.

Cornerstone Health: Added 14 medical centres and over
173,000 new users to-date.

RACV TheMeat & © cornerstone health

WineCouY,
ITALIAN 24 8- Niterra  Murad.

v SKIN
FABGROUP SMITHS



https://powerperks.com.au/
http://www.caciverse.co.nz/
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BE PART
OF THE
NGICCREW,

Be instantly rewarded for each NGK, NTK
and KYB produce you use. The more you

buy the more you get rewarded

How can you zpend your Rewardz? -
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RECORD YEAR e e ——
FOR CLIENT y / | oy The Meat & Wine Co

SOUTHBANK
The Meat & Wine Co

The land of team Caciperks
Get rewarded, earn points and shop!

Cementing our position as Hi— L %) | = e | [
Australia’s only full-service ' Ay £
solution delivering loyalty,
content and service through
a single platform.

NEW SOUTH WALES |

.\ BELLAVISTA




gratim

Outlook - 1IQFY24 & Beyond

Operating Cashflow
- Positive Operating Cashflow: FY23 = $0.5m

Delivery of Phase 2 of the RACV contract during HIFY24:

« Upon completion of Phase 2 of the project in 3QFY24, Gratifii
anticipates it will transition to cashflow positive.
1QFY24 - Seasonally slower quarter

« 1Q is typically the slowest quarter due to seasonal factors but has
started strongly, with revenue tracking over 20% ahead of the
same time last year (unaudited).

*  Operating free cashflow to be in line with previous quarters.

« 2Q is typically the strongest quarter and aims to deliver strong
free cashflow.

Pipeline

- Gratifii is building a large pipeline of enterprise clients, which has
the potential to deliver a strong growth profile for the foreseeable
future.

- Well progressed discussions with additional large member
organisations




gratifii ) Outlook - 1IQFY24 & Beyond

R&D Expenditure

- R&D expenditure forecast to normalise at $0.4m per quarter by
Q3-Q4FY24 post RACV Phase 2 delivery

« Base level R&D team/expenditure to be reduced from current
$200k per month to $90k per month from Jan 2024.

Strong start to FY24
« July/August 2024 - inflows over 20% above budget (unaudited)
« RACV phase 1 has gone live on time and on budget

«  Cornerstone Health has added an additional 65,000 members
since 1July 2023

«  Contract signed with another major state motoring organisation

- Estimated revenue over $1 million annually*

Sufficiently capitalised to reach cashflow positive goal

- Gratifii is currently sufficiently capitalised to reach its positive cash
flow goal in 2HFY24.

* Based on prior 12-month volumes.



Major emerging opportunity with gratifil)
member organisations =

GRATIFII'S SOLUTIONS DEPLOYED IN THREE MAJOR SECTORS

w CONCENTRATED @ EXTENSIVE /U SIGNIFICANT

7N MARKETS REACH il 5pPORTUNITIES
AUSTRALIAN Deals executed with 3 Access to 3.8m of Provide members
MOTORING CLUBS of 7 organisations 8.9m members! >$600m in benefits &
rewards?
SUPER FUNDS of top 10 funds 14.0m members in provide rewards to
top 10 funds? members*
HEALTH Deals executed with 1 Access to 1.7m of Only 4 of top 10
INSURANCE of top 10 prOViderS 12.4m members in providers reward

top 10 providers? membersé



POWERING
LOYALTY
SUCCESS

WELCOME TO THE GRATIFII GROUP!

Best-in-class loyalty platform for a smarter, faster
customer experience, combined with exciting
curated rewards at a remarkable value point, and
delivered by an experienced managed services
team with proven marketing prowess.

Together, we deliver results you'll love.

grati@

FY23 investor presentation

20
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