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Disclaimer

This presentation has been prepared by and is the sole responsibility of Credit Clear
Limited ACN 604 797 033 (Company). The information contained in this presentation
was prepared as at 23 November 2023, and remains subject to change without
notice. The information in this presentation is of a general nature provided solely for
the purpose of giving you background information about the Company.

The provision of this presentation is not a representation to you or any other person
that an offer of securities will be made. Any prospective transaction would be
undertaken solely on the basis of disclosure documentation prepared in accordance
with applicable laws (to the extent required). The information in this presentation may
differ materially in both content and presentation from that presented in any disclosure
document prepared in connection with any proposed transaction (to the extent
required).

This presentation does not constitute an offer to issue, or arrange to issue, securities or
other financial products. The information contained in this presentation is not
investment or financial product advice and is not intended to be used as the basis for
making an investment decision. The information has been prepared without taking into
account the investment objectives, financial situation or particular need of any
particular person. Before making an investment decision, you should consider, with or
without the assistance of a financial adviser, whether an investment is appropriate in
light of your particular investment needs, objectives and financial circumstances.

This presentation is intended for those persons to whom it is delivered personally by or
on behalf of the Company. By attending this presentation, you represent and warrant
that (i) if you are in Australia, you are a person to whom an offer of securities may be
made without a disclosure document (as defined in the Corporations Act 2001 (Cth)
(Corporations Act)) on the basis that you are exempt from the disclosure requirements
of Part 6D.2 in accordance with s 708(8) or 708(11) of the Corporations Act; if you are
outside Australia, you are a person to whom an offer and issue of securities can be
made outside Australia without registration, lodgement or approval of a formal
disclose document or other filing in accordance with the laws of that foreign
jurisdiction.

No representation or warranty, express or implied, is made by any person as to the
fairness, accuracy, completeness or correctness of the information, opinions and
conclusions contained in this presentation. To the maximum extent permitted by law,
none of the Company, its directors, employees or agents, nor any other person accepts
any liability, including, without limitation, any liability for any loss, claim, damages, costs
or expenses of whatever nature (whether or not foreseeable), including, without
limitation, any liability arising from fault or negligence on the part of any of them or any
other person, for any loss arising from the use of this presentation or its contents or
otherwise arising in connection with it or any errors or omission in it.

The Company has not independently verified any of the contents of this presentation
(including, without limitation, any of the information attributed to third parties). No
person is under any obligation to update this presentation at any time after its release
to you. This presentation is strictly confidential and is intended for the exclusive benefit
of the person to which it is presented. It may not be reproduced, disseminated, quoted
or referred to, in whole or in part, without the express consent of the Company.

This presentation contains certain forward-looking statements with respect to the
financial condition, operations and business of the Company and certain plans and
objectives of the Company. Forward-looking statements can be identified by the use of
forward-looking terminology, including, without limitation, the terms “believes”,
“estimates”, “anticipates”, “expects, “predicts”, “ plans”, “targets”, “aims”,
“outlook”, “guidance”, “forecasts”, “may”, “will", “would”, “could” or “should” or, in each
case, their negative or other variations or comparable terminology. Such forward
looking statements are subject to internal and external risks and uncertainties that may
have a material effect on the Company. As such, undue reliance should not be placed
on any forward-looking statement. Past performance is no guarantee of future
performance. Nothing contained in this presentation should be relied on as a promise,
representation, warranty or guarantee whether as to the past, present or future.
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All references to dollars, cents or $ are a reference to Australian currency, unless
otherwise stated.
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REVENUE
GROWTH AND
NEW BUSINESS

WINS

STRENGTHENED
BOARD AND
MANAGEMENT

SUCCESSFUL
ACQUISITION

TECHNOLOGY
SCALE AND
VALIDATION

1. Figures are unaudited
2. Cash balance at 31 October 23

Year in review (Dec 2022 to Nov 2023)

Achieved first $10m* revenue quarterin Q1 FY24

On track to meet previous FY24 guidance at the top of the range for
revenue between $39m and $41m, and underlying operating profit between
$1m and $2m. In addition, the company is currently earning ~$40k interest
per month from at-call accounts and term deposits.

Strong growth in digital payments on SaaS platform (26% QoQ growth in Q1
FY24)

Tender success rate of +70% with new client wins including several tier-1
clients in essential services, banking and insurance

$12.2m2 cash available to support onboarding tier-1 clients and strategic
acquisitions. Business was cash flow positive in October 20231

Undertaken a significant investment in IT security to align with tier-1
requirements and PIl data security

Acquisition of DRA Group, a specialist insurance recoveries business, which
will be immediately accretive to earnings

Appointed Paul Dwyer as Chairman and strengthened management team
with senior appointments




Business Overview

Transforming debt collection practices through technology, improved regulatory
adherence and a fFocus on customer experience
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Trusted by thousands of
clients, in highly
reqgulated and diverse
industries to engage
millions of end
customers

Strong economic Aligned with rapidly
tailwinds and industry changing customer
consolidation has behaviour that enhances
significantly expanded the customer’s
the addressable market experience

An ASX-listed company
that has a commercially
proven, Al-driven
technology platform
that improves debt
resolution

Winner of Best Al +1,100 clients and TAM of $20.8bn NPS +41 from over
400k responses

in Fintech Award 1.4m active under collection in
(2021, 2022) and a ) with a 65%

. -4
\Finalist o 2023/ \customer flles/ \Australla / Q‘omoter scony

Creditclea r 1. ACDBA figures at December 2022
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Business model

Sales:
Client appoints
Credit Clear

Finance:
Credit Clear
receives a
commission
and/or fee for

account Customer

Experience

Operations:
Credit Clear
engages clients’
customers to
resolve
accounts
payable

Creditclear

Onboarding:
Credit Clear and
client establish

a two-way data 2.

exchange

Referral:
Client sends
data file of

overdue
accounts to
Credit Clear

. Credit Clear engages our

Notes:
1.

Credit Clear does NOT buy \
debt, we work with our clients

to resolve their customers'’
overdue accounts

Our clients include banks,

insurers, utility providers and
government entities

clients’ customers through

digital, traditional and legal
channels




Growing payments on SaaS platform

Digital revenue has a gross margin of ~80%

* Record digital collections in October
of $9.6m, for the first time exceeding
$9m in @ month

* Q1FY24 digital collections were
26.4% up on previous quarter

* Transition to digital is contributing
to increasing margin uplift

* Industry leading NPS of +41 from

over 400k customer responses
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Digital collections
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Case study - ARMA (Consumer)

Revenue per agent has increased by 47%

* Q1FY23vs Q1FY24 comparison

« Consumer is ARMA’s largest division and
largely responsible for servicing tier-1
clients

« The number of customer service staff
increased by 4% while revenue has
increased by 50%

 Digital now accounts for 56%" of
payments in the Consumer Division?

« Average debt value per referral has
increased by 67%

« Referral volumes have increased by 42%

« Margin improvement with revenue growth
on a steady cost base

1. Based on probabilistic allocation to digital in received payments

creditICqu r 2. Excludes Consumer portfolios where digital has not been deployed
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Winning tier-1 clients’

Combined end-to-end offering is unmatched in Australia with Al-driven SaaS platform supported by

100% Australian-based customer support team and in-house legal recoveries resonating strongly
with tier-1 clients
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Tier-1 clients in Q1 FY24 Potential tier-1 clients already signed that are being
Up 25% from 12 in FY23 onboarded and/or ramping up to tier-1 level

« ARMA has strategically positioned
itself as a key provider to Australia’s Pipeline
largest companies We have seen a material increase in interest from

« $1.2m (annualised) — average revenue and new business success with tier-1 clients
from tier-1 clients in Q1

Credit Clear is working through sales processes
* $3.4m (annualised) — revenue from with several tier-1 clients in the next six months

largest tier-1 client in Q1 /

creditclear 1. Atier-1 client is defined as a client with potential revenue greater than $0.5m
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Illustrative P&L client profile

Growth in inventory is being driven by three factors:

g cens e e (@) S chensiave o @y trong ipline o
9 9 9 potential tier-1 clients

higher value of debts to refer Files

Client reduces number of
providers on panel
and/or increases scope of

Increase share of work
business on panel

0-3 mths 3-6 mths 6-9 mths 9-12 mths 12-15 mths
Optimisation, champion /
Onboarding challenger testing,

performance reporting

Initial portfolio of debt

N A
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Macroeconomic factors

ARMA is positioned as a leading provider of financial hardship services to our client's most
vulnerable customers

 Five interest rate increases in past 12 months with cash Graph 2.7

rate increasing 40% from 3.1% to 4.35% has impacted Estimates of Borrowers with

the cost of servicing debt Cost of Living Exceeding Income*

Share of variable-rate owner-occupiers

« Australia’s “mortgage belt” affected most, particularly % %

as fixed interest loans roll off, affecting stable higher

income earners often for the first time o - »
« Underlying inflation of 5.2% over past 12 months has Broader HEM"

become entrenched diminishing free cash flow in

Australian households 5 | s

*  Baseline HEM***_—

* Percentage of borrowers in negative cash flow has -

increased from 3% to 13% in past 12 months

0 1 ' J : ‘ : 0

 Tight labour market with near full employment means Moo M et P

debt remains serviceable

Household expenditure measure (HEM)
Baseline HEM = essential expenses

- Continue to invest in digitisation of hardship process Broader HEM = includes private healthcare andischool Fees
(ARMA Assist)

Cred itclea r https://www.rba.gov.au/publications/fsr/2023/oct/household-business-finances-in-australia.html#2.1
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https://www.rba.gov.au/publications/fsr/2023/oct/household-business-finances-in-australia.html

Competitive environment

More debt, fewer competitors

« M&A activity has reduced the number of
potential providers

« Many large tier-1 organisation have either
recently gone to tenders or are about to go to
tender to resolve competitive issues on their
provider panel

* Most large organisations have been looking to
strengthen their debt resolution capabilities
with providers that are not linked to purchasers

of debt

« Strong trend away from the practice of
companies selling debt

creditclear
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DATA
Illion’s Milton Graham merges with
Recoveries Corp

Insolvency fears at Collection House 6 months before
administration

Start-up sacks 40 employees amid $200 million
valuation

Funds management | Boards | CEOs

Pioneer Credit eyes return to profit after three
years in ‘the swamp’

— Street Talk

Buyers ready for another look at tidied-up illion
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FY24 Outlook

Macroeconomic
tailwinds

Organic growth

Economic tailwinds have strengthened with internal and external data suggesting a significant
increase in overdue accounts

Australian companies clearly preparing for a deterioration in the economic environment by
strengthening their collection capabilities

Currently in a sales process with several potential tier-1 clients

Continued integration of SaaS platform across third party contingent collections team, driving
performance and gross margin uplift

Building a strong pipeline with a growing list of tenders that we will be actively working through
with major companies (top 100 public and non-public in Australia) in the next year

Strong potential for margin growth on a controlled cost base

Based on our expectations for our customer base and economic conditions, we expect our
previous FY24 guidance to be met at the top of the range for revenue (between $39m and
$41m), and underlying operating profit of between $1m and $2m.

12



Contact:

CEO & Managing Director
Andrew Smith

Credit Clear

E: andrew@armagroup.com.au

Investor Relations

Warrick Lace

Credit Clear

E: warrick.lace@creditclear.com.au
M: +61 404 656 408

creditclear
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