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Disclaimer

This presentation has been prepared by Afterpay Touch Group Limited (ACN
618 280 649) (the Company). The information contained in this presentation
is current at the date of this presentation. The information is a summary
overview of the current activities of the Company and does not purport to be
all inclusive or to contain all the information that a prospective investor may
require in evaluating a possible investment. It is to be read in conjunction with
the Company's disclosures lodged with the Australian Securities Exchange,
including the full year results for Afterpay Touch Group lodged with the
Australian Securities Exchange in August 2017. The material contained in

this presentation is not, and should not be considered as, financial product
or investment advice. This presentation is not (and nothing in it should be
construed as) an offer, invitation, solicitation or recommendation with respect
to the subscription for, purchase or sale of any security in any jurisdiction.
This presentation is not intended to be relied upon as advice to investors or
potential investors and does not take into account the investment objectives,
financial situation or needs of any particular investor which need to be
considered, with or without professional advice, when deciding whether or
not an investment is appropriate. This presentation contains information as to
past performance of the Company for illustrative purposes only, and is not -
and should not be relied upon as - an indication of future performance of the
Company.

To the maximum extent permitted by law, the Company makes no

representation or warranty (express or implied) as to the accuracy, reliability or
completeness of any information contained in this document. To the maximum

extent permitted by law, the Company will have no liability (including liability
to any person by reason of negligence or negligent misrepresentation) for
any statements, opinions or information (express or implied), arising out of,
contained in or derived from, or for any omissions from this document.

Forward looking statements

1

This document contains certain “forward-looking statements”. The words “anticipate”, “believe”, “expect”,
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“project”, “forecast”, “estimate”, “outlook”, “upside”, “likely”, “intend”, “should”, “could”, “may”, “target”, “plan” and
other similar expressions are intended to identify forward-looking statements. Indications of, and guidance
on, future earnings and financial position and performance, including the Company's FY18 outlook, are
also forward- looking statements, as are statements regarding the Company's plans and strategies and the
development of the market. Such forward-looking statements are not guarantees of future performance
and involve known and unknown risks, uncertainties and other factors, many of which are beyond the
control of the Company, which may cause actual results to differ materially from those expressed or
implied in such statements. The Company cannot give any assurance or guarantee that the assumptions
upon which management based its forward looking statements will prove to be correct or exhaustive, or
that the Company business and operations will not be affected by other factors not currently foreseeable
by management or beyond its control. Such forward-looking statements only speak as at the date of this

document and the Company assumes no obligation to update such information.
Non-IFRS information

This presentation includes certain financial measures that are not recognised under Australian Accounting
Standards (AAS) or International Financial Reporting Standards (IFRS). Such non-IFRS financial measures do
not have a standardised meaning prescribed by AAS or IFRS and may not be comparable to similarly titled
measures presented by other entities, and should not be construed as an alternative to other financial
measures determined in accordance with AAS or IFRS. Recipients are cautioned not to place undue reliance
on any non-IFRS financial measures included in this presentation. The non-IFRS information has not been
subject to audit or review by the Company's external auditor.

All references to dollars are to Australian currency unless otherwise stated.

The release, publication or distribution of this presentation in jurisdictions outside Australia may be restricted
by law. Any failure to comply with such restrictions may constitute a violation of applicable securities laws.




STRONG MERGER
RATIONALE

VERTICALLY INTEGRATED FROM A TECHNOLOGY
AND END-END SERVICE DELIVERY PERSPECTIVE

—

ABILITY TO ENHANCE CORE TOUCHCORP
RECURRING REVENUE STREAMS

ENABLER FOR CONTINUING ACCELERATED GROWTH
OF AFTERPAY AND INTERNATIONAL EXPANSION

CLEAR SYNERGIES BY WAY OF COMBINED PLATFORM BENEFITS
(TECHNOLOGY DEVELOPMENT, TRANSACTION INTEGRITY, DATA ANALYTICS)

% ENHANCED INTELLECTUAL PROPERTY PROFILE
% STRONG COMBINED LEADERSHIP TEAM




AFTERPAY TOUCH
GROUP

MERGER BETWEEN BOARD AND DAVID HANCOCK
AFTERPAY AND MANAGEMENT APPOINTED TO THE ROLE

TOUCHCORP TEAM ENHANCED OF GROUP HEAD

EFFECTIVE ON 28 JUNE 2017

TO FACILITATE: WITH THE KEY RESPONSIBILITIES:

BOARD
Resolute focus on Implement Afterpay Touch

maintaining Afterpay Group strategy
growth and performance

ANTHONY EISEN
(EXECUTIVE CHAIRMAN)

Bring teams together and
Optimising and enhancing ensure cCommaon resources are
core Touchcorp business maximised

ines

NICHOLAS MOLNAR

DAVID HANCOCK

MICHAEL JEFFERIES

Drive performance and
Integrating teams and synergies
extracting merger
synergies

CLIFFORD ROSENBERG

ELANA RUBIN




1.3 MILLION
AF TERPAY CUSTOMERS

REALLY
REALLY
CUSTOMER
CENTRIC

— ALIGNED WITH CORE =
MILLENNIAL VALUES MORE THAN

AND LIFESTYLE .
PREFERENCES 4 3.5 MILLIC
TOTAL TRANSACT

— STRONG UPTAKE AND SINCE INCEPIIO
ADOPTION 15 NOV 17

— DEMOGRAPHIC APPEAL
BROADENING WITH
RETAIL EXPANSION AND ~
FOLLOWER ADOPTION k

AV

UNIQUE AFTERPAY
CUSTOMERS 1.3 MILLION

1M

DEC JUN DEC JUN TODAY
15 16 16 17

O

STRONG ADOPTION
RETURNING CUSTOMERS

PERCENTAGE OF MONTHLY TRANSACTIONS
MADE BY A PREVIOUS AFTERPAY CUSTOMER

100

89%

66%
497% /5%
50 54%

O

JUN DEC JUN DEC SEP
15 15 16 10 17



NOW OVER 10,000

RE [AIL PARTNERSHIPS

AFTERPAY TODAY ACCOUNTS FOR

NOW WORKING WITH THE BIGGEST
AND MOST CUSTOMER CENTRIC
BRANDS IN THE COUNTRY WITH
FURTHER OPPORTUNITIES TO GROW

>20% OF AUSTRALIAN ONLINE APPAREL
COMMERCE AND OVER 5% OF TOTAL
AUSTRALIAN ONLINE COMMERCE

$ 2 2 TOTAL AUSTRALIAN ONLINE RETAIL
(EXCLUDING TRAVEL)

AN
/7

$3.5b
FASHION AND BEAUTY

$4.6b
HOMEWARES

AND APPLIANCES

$1.9b
DEPARTMENT
STORES

$2.2b
PERSONAL AND
RECREATION

$3.09b
MEDIA

$0.9b
TOYS

COTTON:ON  COUNTRY ROAD

~d /s/s/sj
Th?kﬂl‘.hl&t&'s Foot LORNAJANE

V4

Supre. MIMCO

THE JUST GROUP —
PUMA.

Ccu¢ SEPHORA

MYER OPTUS Toys§Jus bookiopia

SHERIDAnN

pillow talk

bedroom bathroom living

rebol

:NILE

THE ICONIC

Best&Less
BABisl,.
® Target
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DELIVERING STRONG INCREMEN AL
VALUE TO RETAILERS

“THE ICONIC is Australia’s largest online fashion
retailer. As we are true to our customers, Afterpay
has been integrated into our service offering, at the
customer’s request.

“For us, implementing Afterpay in-
store was the natural progression
after having such strong results online.
The appetite for Afterpay from our
customers has, even at this early stage,
seen 12% of our in-store sales now
coming through Afterpay with

Since launching Afterpay in early 2017 we have

seen incredible results, e.g. higher NPS scores for
Afterpay customers, higher basket values, etc.

Afterpay is the fastest
growing payment service
offered by THE ICONIC.”

the average order value
up almost 60% on other
payment options.”

THE ICONIC TONY BIANCO

PATRICK SCHMIDT, ADAM BIANCO
CEO AT THE ICONIC DIRECTOR, TOR




1007% BUSINESS MODEL ALIGNMENT WITH
RESPONSIBLE CUSTOMER SPENDING

AV

AFTERPAY RELIES

AND BENEFITS FROM
CUSTOMERS NOT GOING
INTO DEFAULT, PAYING
OFF THEIR ORDERS IN
FULL AND ON TIME.

WE THEREFORE

HAVE 1007% BUSINESS
ALIGNMENT WITH
PROMOTING
RESPONSIBLE
CUSTOMER SPENDING.

Afterpay uses many measures to achieve this:

— Prior to each and every order being approved
we employ our proprietary fraud and
repayment capability check.

— We apply strict personal order and account
limits - it starts low and only increases if
repayment history with Afterpay is positive.

— Importantly, Afterpay only approves one order
at a time and if a payment is not made on any
due date, customers are not able to make any
further purchases with Afterpay.

— We communicate with our customers
regularly via SMS and email 'in advance’ of
payments becoming due.

THIS HAS PROVEN
TO BE A SUCCESSFUL
STRATEGY

OUR NET TRANSACTION
LOSS DUE TO PAYMENT
DIFFICULTIES IS LESS

THAN 1% (0.6%) OF
UNDERLYING SALES

IN FY17. THIS IS
SIGNIFICANTLY LOWER
THAN THE INDUSTRY
STANDARD.

A4




UNDERLYING SALES AV

AND REVENUE

UNDERLYING FY17 FY17 FY17
ANNUALISED SALES

$ 6 .
A 501 $23m 41"

ON RECENT MONTHLY
PERFORMANCE UNDERLYING MERCHANT MERCHANT
SALES FEE REVENUE MARGIN

AFTERPAY QUARTERLY AFTERPAY QUARTERLY
SALES ($m) 3672 REVENUE ($m)

14.9
10. O
’ >507%
OF REVENUE IS
6.0 FROM OUTSIDE TOP
20 MERCHANTS
4.3
1.7
oy 02 03 °8 .

OTHER RETAILERS

271.5

144.9

102.9

41.9

21.5
15 50 93

Qi Q2 Q3 4 Q1 Q2 Q3 4 @ QT Q2 Q3 4 Q1 Q2 Q3 4 TOP 20
FY16 FY16 FY16 FY16 FY17 FY17 FY17 FY17 FY18 FY16 FY16 FY16 FY16 FY17 FY17 FY17 FY17 FY18 9



FINANCIAL HIGH LIGH, s 0

THE AFTERPAY [0 GHANGE

BUSINESS GREW UNDERLYING SALES 1405%

RAPIDLY AND MERCHANT FEES p
PROFITABLY ' ' 10357

DURING FY17 NET TRANSACTION MARGIN , , 1662%

EBTDA NORMALISED (EXCLUDING SHARE

BASED PAYMENTS AND ONE-OFF EXPENSES) 5147

SHARE BASED PAYMENTS . -50. NVZ2N
ONE-OFF EXPENSES -$2. NVZ2N

EBTDA

(BEFORE ONEROUS TOUCHCORP COSTS) 227 7%

DEPRECIATION AND AMORTISATION . -52. -23%

TOUCHCORP ONEROUS CUSTOMER . N/A
DEVELOPMENT COST

EARNINGS BEFORE TAX . -33. -289%
REPORTED NET PROFIT AFTER TAX . . -167%

-
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IN-5TORE REMAINSA MAJOR FOCUS

AND UNTAPPED OPPORTUNITY

Ja
Jays

_AUNCH OF AFTERPAY "APP”
MPORTANT INITIAL ELEMENT OF
N-STORE PRODUCT EVOLUTION

FURTHER RELEASES AND FUNCTIONALITY

LARGE AND INSTANTANEOUS CUSTOMER ADOPTION OF “APP”

SEEKING TO TRIPLE PHYSICAL FOOTPRINT BY CHRISTMAS
WITH MANY LARGE, EXISTING ONLINE PARTNERS IN THE
PROCESS OF IN-STORE INTEGRATIONS SUCH AS:

ssc00 vodafone AU = 6:21am [ : AR 13 EM

Categories Top Charts IN-STORE  ALL STORES

Afterpay
Shopping

Fidget Spin

Games

Messenger

Social Metworking

Facebook

Social Networking

Instagram
Photo & Video

YouTube - Watch Videos,
Music, and Live Clips
Photo & Video

'CREATE NEW IN-STORE BARCODE

L]

APPROXIMATELY

500,000

APP DOWNLOADS
ALREADY

ACTIVE

PREVIOUS

Hi Elliot

You have 3 active in-store barcodes

IVXKASBXY3LVMACWI

Spend up to $300.00 Cancel Code

L_NONO

CREATE NEW IN-STORE EARCODE

- ov I -
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NEW GEOGRAPHIES

LAUNCHED IN NEW ZEALAND

IN ASSOCIATION WITH TRADE ME Eﬁggﬁ !:E:F

Several large New Zealand local and Australian AMAZON

based retailers operating in the New Zealand market e %{

are now transacting OVERIL AND

Trade Me is progressively introducing Afterpay within

it's marketplace SUPERCHEARES fishpond -
Trade Me Is the largest e-commerce player Iin
New Zealand and has over 4 million registered redealk fresh 7ZIERA
customers discover beauty online

New Zealand is a ‘blue-print’ for entering new markets :

and we are significantly investing in our platform NILE 2 C U € TRFLISEFGDPER

and people to facilitate following our retail partners |
internationally PRINCESS POLLY 0+ mocKa

SHOWPQO  dermatogica  lu99age 1 (17
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NEW VERTICALS
- TRAVEL

AFTERPAY HAS EXECUTED ON
ITS STRATEGY OF ENTERING NEW
VERTICALS BY ANNOUNCING A

THE PILOT PROGRAM WILL
RUN FOR 6 MONTHS, AND WILL
NITIALLY BE OFFERED ON
DOMESTIC FLIGHTS BET\X/EEN_
$200 AND $1000.

TRAVEL AS A CATGEORY
RERPRESENTS A STRONG GROWT
CHANNEL FOR THE AFTERPAY
BUSINESS AND A NATURAL
EXTENSION FROM RETAIL.

PILOT PARTNERSHIP WITH JETSTAR.




AF TERPAY BUSINESS
MOMENTUM CONTINUES INTO FY13

UNDERLYING
ANNUALISED SALES APPROX MORE THAN
i1 7, 13» 10000
BASED ON RECENT MONTHLY CUSTOMERS RETAILERS
PERFORMANCE ONBOARDED
OCTOBER >15% INCREASE CONTINUE TO GROW
ON SEPTEMBER >3,000 PER CALENDAR DAY
) ) INVESTING IN
7 7 REVENUE MARGINS OUR TEAM AND
. = 1 AND OTHER INFRASTRUCTURE
VARIABLE COSTS TO CAPTURE
NTL STABLE IDENTIFIED GROWTH

OPPORTUNITIES

EXPECTED RANGE
(SEASONAL)
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STRONG BALANCE SHEE T
AND GROWTH CAPACITY

*350m 20 m

NAB WAREHOUSE ASB FUNDING

FUNDING FACILITY FACILITY

ASB

15



MOBILITY REMAINS A CORE
FOCUS AND WE WILL INVEST IN

DEVELOPING THE TECHNOLOGY
AND SERVICE DELIVERY PLATFORM
THAT UNDERPINS THIS BUSINESS

STREAMLINE E-SERVICES

BUSINESSES IN AUSTRALIA AND
EUROPE

DEVELOP HEALTH BUSINESS
OPPORTUNITIES AND LEVERAGE
STRONG TECHNICAL AND
PLATFORM CREDENTIALS







