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Record financial growth underpinned by increasing digital revenues, new
client wins and high retention rates

Financial

Record revenue and digital gross
profit underpinned by increasing

$'|'|,Om $305m >90% +.I ’250% uptake of digital

FY2]1, record high FY2]1, record high FY21 Conversion? Blue chip customer base established
as strong foundation for growth

+70% 147% on

on pcp pcp

Client retention rate reflects high

engagement and exceptional
feedback

Customer

Successfully rolled out enhanced
platform functionality

1021 >11m >99% +44

Total clients in Digital Client retention NPS3 across >60k Strong momentum in revenue
respondents growth and cornerstone client wins
uniquely position Credit Clear for
long-term growth

FY21 communications rate
in FY21

164% on

pcp
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Successful execution of key strategic priorities strongly positions Credit Clear

for long-term growth
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Accelerate Core Growth

+ Customers: Continued to deepen
sector coverage and expand client
base

* Revenue: Digital solutions driving
accelerated top-line growth

« Conversion: Increased focus on

transitioning clients from traditional
services to digital platform

creditclear

Enhance Digital Capabilities

New platform modules: Several clients
committed to piloting new
automated champion challenger
module

Ongoing technology investment: into
roadmap development and roll-out to
enhance suite of solutions

Transformational Growth

Engaging with international
markets, with resources in the UK

Ongoing assessment of additional
expansion and acquisitional
opportunities



Optimising financial and repayment outcomes through technology
innovation and superior customer engagement

Conversion evidenced through high conversion rates

Market leading digital communication and payment management platform continues to disrupt the
Tech traditional receivables management sector
< Our innovative digital solutions continue to demonstrate strong traction over traditional collection methods,
Optimisation Actionable digital communications enable enhanced relationship management and superior end-user
experience driving improved collection outcomes across client base

‘ Stickiness ' Benefits of digital platform validated through customer retention rate of >99% and NPS of +44
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The shifting repayments landscape calls for intelligent digital solutions
and enhancement of client and end user relationships

COVID-19 recovery

Increased digital
communications

Client sentiment

Fostering positive
relationships

More informed
end-users

creditclear

Recovery tailwinds

Ballooning receivables ledgers
Increasing communications requirement

Increased adoption of digital driving scale
Seeking to maximise digital communications across the full service offering

Shift in clients now seeking to help end users “self-cure”
Mitigating challenging conversations between end user and client to preserve long-term
relationships

Client questions changing from “How can we collect more?” to “How can we help our

customers pay their accounts?”
Standard document shifting messaging from “Intention to Issue Legal Notice” to “Here to

help” and “Assistance is available”

Better informed end users regarding rights, hardships and disputes driving promotion of
favourable hardship policies by clients



Diversified blue-chip customer base growth underpinned by enhanced
technology and a focus on premium user experience

o o - Servicing blue-chip clients across a broad range of target verticals:
Digital communications (millions)

@ Utilities Insurance Finance
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A successful year of targeted platform development to expand breadth of
services and functionality offered to customers

Continued investment into market leading platform technology, including optimising:

Expanded communications reach
through expanding secure digital

End-user engagement Repayment management channels

Increased our digital payment reach
partnering with multiple providers

Whatsapp
compatibility

Lodge disputes Enquiry

ppppppppp m These might help

Payment

scheduling Introduced enhanced Al functionality with

message send time optimisation

Negotiate /

NPS assessment Make an offer

aaaaaaaaaa

o 123 456

Introduced NPS assessment into ongoing
customer feedback channels within app

44444

mmmmmmmmmmm

Increased options for customers to be able to
handle their debt, including Hardships,
Disputes and Promises functionality
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Credit Clear has successfully integrated Credit Solutions since December
2019 acquisition, converting 75% of addressable clients to digital platform

Conversion to digital enhances gross profits

Credit Solutions’: Gross Profit Pre vs Post Acquisition? ($M)

73% gross profit uplift, i.e. an additional
$1.Im from conversion of Credit
Solutions’ existing traditional
collections to Credit Clear’s higher
margin digital solution?®

$1.1m
GP uplift

Cross-selling existing clients additional
or expanded services has created ~$1.1M
~75% in new business gross profit
of addressable

traditional book
converted

Total gross profit uplift of ~$2.3M post-
acquisition, with further growth
potential

In FY21

Dl

Pre-Acquisition GP Post-Acquisition GP

New Business [JJj Digital ] Traditional

creditclear

Current characteristics of the traditional
debt collections market provide an
attractive prospective pathway for
growth:

Low technology adoption, providing
Credit Clear with a first mover

advantage to scale with superior
technology

Revenue up/cross-sell: Opportunity
to offer adjacent solutions and
expand revenues from each client

Sticky industry: Conversion builds
sustainable and higher margin
market share optimising position
for new opportunities
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Client satisfaction metrics and case studies validate value and benefits of
utilising Credit Clear’s intelligent digital platform

Customer Satisfaction Metrics Case Study Metrics — Select client example

Client retention rate

Our digital collection strategy was implemented for delinquent accounts
between 0-30 days and has shown significant improvements in customer
engagement and collection rates for our client as follows:

>99%

Since partnering with Over 60% of our client’s
Credit Clear, our client’s customers have been
\ delinquency rate has actively engaging with
26% improved by 26%. This 60% our digital
Net Promoter Score equates to average communications, with
saving of approximately the penetration rate
$480,000 per year improving by over 200%

+4bi

(from over 60k
respondents)

333 %

Incremental ROI' for our client since partnering with Credit Clear
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Credit Clear has been able to provide our business with a seamless and
efficient engagement tool for customers to self-service their outstanding payments.

Credit Clear's cutting edge technology makes communicating exactly what you need, at

the right time, so simple. The client portal supports the tool with live reporting to
determine when customers are paying and how they choose to access the solution.

The solution makes it easy for our customers to get back on track and they have
provided great feedback about the ease of the payment portal.

In addition, the team is great to work with, have a can-do attitude and have assisted us
to really improve our collections interactions.

Michelle Brewer
BMW Financial Services
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Strong year of financial performance with record achievements and
continued investment into platform for growth

Summary e
$000
Total revenue 6,474
Digital revenue 1,411
Traditional revenue 3,663
Legal revenue 1,400
Other income 1,187
Employee benefits expense (5,256)
Finance costs (83)
Other expenses (5185)
Operating EBITDA (2,863)
Share based expenses (195)
IPO listing fees -
Legal settlement -
Reported EBITDA (3,058)
Cash & cash equivalents (FY end) 2,190
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FY21
$000

10,980

3,480
4904
2,596
2,089

(9,064)

(152)

(6,930)

(3,077)

(1,075)
(608)
(650)

(5,410)

10,748

Change (%)

70%

147%
34%
85%
76%
(72%)
(83%)
(34%)

(7%)

(451%)
n/a

n/a

(77%)

391%

FY21 total revenue was up 70% to $11.0m (vs. FY20),
reaching a record high

FY21 digital revenue was up 147%, to $3.5m (vs. FY20),
reaching another record high

Traditional revenue and legal revenue increased by 34%
and 85% respectively in FY21

FY21 employee benefits and other expenses decreased as
a proportion of total revenue (vs FY20)

FY21 operating EBITDA declined 7% driven by additional
headcount to advance digital platform and drive growth

T Cash & cash equivalents increased to $10.7m,
primarily due to IPO completed in October 2020
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Growth across all key revenue streams with record performance achieved in
key digital offering

Total Revenue ($m) Digital Revenue ($000)
Targeting
>90% gross
Il Traditional (late stage) G margins
I Traditional (early stage) from digital
M Digital services
P Total: $11.0m oo
+70% /
Total revenue
growth 1000
FY21vs FY20 +147%
FY21vs FY20
800
Total: $6.5m

Acquisition
of Credit
600 Solutions
December
2019
400
. lJ I
0

QIFY20 Q2FY20 Q3FY20 Q4FY20  QIFY2] Q2FY21 Q3FY2l Q4FY2]

FY20 FY21
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Attractiveness of digital communications and broader technology
functionality driving increased conversion from traditional

Revenue Mix (%) — FY20 vs. FY21 Key takeaways
FY20 FY21
SRl e $6,474 +147% , $10,980 * Digital revenue increasing as a
FY2ivs Fv20 proportion of total revenue

* Credit Clear is focused on converting
clients from traditional collection
methods to its digital platform to
achieve enhanced outcomes for
clients, end customers and gross
margin expansion

Il Traditional (late stage)
Il Traditional (early stage)

I Digital

* Conversion supported by strong
acceptance from existing clients
(including clients from the Credit
Solutions acquisition in Dec 2019)

Traditional to Digital Conversion ($000’) 684 704

381
aczrjji’sri;%n - - Greatgr conver;ion facilitatgs gross
of Credit margin expansion plue to hlg_hgr
105 (~90%) gross margins from digital
18 27 services
QIFY20 Q2FY20 Q3FY20 Q4FY20 QIFY21 Q2FY21 Q3FY21 Q4FY21
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Improved Operating Expense to Revenue ratios highlight pathway through to

positive cash flow generation

OPEX as a proportion of revenue (%)

Revenue: $6,474 $10,980

Il OPEX/revenue

161%
146%

FY20 FY21

* Revenue increased 70% from FY20 compared with
OPEX increasing only 53%

* Demonstrating the potential of Credit Clear's operating

leverage, as Digital continues to grow into a material
portion of customer and revenue base

creditclear

OPEX breakdown

Employee benefits expense

Other expenses

OPEX

Total Expenses breakdown

OPEX

Finance costs

Share based expenses
IPO listing fees

Legal settlement

Total expenses

FY20

$000

(5,256)

(5,185)

(10,441)

FY20
$000

(10,447)
(83)

(195)

(10,719)

FY21
$000

(9,064)

(6,930)

(15,994)

FY21
$000

(15,994)
(152)
(1,075)
(608)
(650)

(18,479)

Change
(%)

(72%)
(34%)

(53%)

Change

(%)
(53%)
(83%)
(451%)

n/a

n/a

(72%)
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Expanding upon our strategic initiatives to ensure strong foundations are

leveraged for long-term growth
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Accelerate Core Growth Enhance Digital Capabilities

Transformational Growth

O Increase client base by targeting a broad Planned technology investment targeting four Targeting UK and US as immediate expansion
range of sectors and increasing categories (more details on next slide): opportunities
penetration within existing sectors
Q Artificial intelligence and machine learning Q Exploring the UK market, with resources
O Transform into a digital focused . on the ground assessing potential clients
company to accelerate top-line growth QO  Core product suite and value accretive opportunities
o ) O Strategy manager module
O Optimise onboarding onto our digital . . . O Assess the US market in 2022 for potential
platform and customer success O Insurance-specific platform functionality opportunities

creditclear
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Product roadmap to develop technology across four key categories

Artificial Intelligence (Al)

and Machine Learning Core Products Strategy Manager J Insurance Vertical

v 4

* Develop data platform to . Continued investment in core . Continued testing of traditional + Insurance-specific functionality,
support Al, deeper analytics and product, including: to digital comms. uptake including:
Strategy Manager
. ‘ o Communication and « Explore and develop new * End-to-end digital third
* Develop analytics and machine payment channels analytics and machine learning party at fault payment
ISMingIcapabIlities o Automated compliance modules processes
+ Progress research regarding SeidEs * Automated claims
potential premium analytics 0 Addit]onal support and processing for motor
revenue stream security activities insurers

creditclear



creditclear

“Our goal is to become the world’'s most
advanced customer engagement and
repayments platform — making repayments

frictionless”

o ——— T

Lewis Romano
Founder
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Consolidated Statement of Profit or Loss and Other Comprehensive Income
For the year ended 30 June 2021

Consolidated Group

2020
Revenue 6,474 10,980
Other income 1187 2,089
Employee benefits expense (5,256) (9,064)
Finance costs (83) (152)
Share based expenses (195) (1,075)
Other expenses (5,185) (8,188)
EBITDA (3,058) (5,410)
Depreciation and amortisation expense (1,207) (2,361)
EBIT (4,265) (7,77)
Interest received 1 17
Interest expense (22) (79)
Loss before income tax (4,286) (7,833)
Income tax - -
Net Loss for the year (4,286) (7,833)
Total comprehensive income for the year (4,286) (7,833)

Earnings per share

From continuing and discontinued operations:

Basic earnings per share (cents) ($0.026) ($0.037)
Diluted earnings per share (cents) ($0.026) ($0.037)
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Consolidated Statement of Financial Position
As at 30 June 2021

Consolidated Group

Continued Consolidated Group

2020 2021 2020 2021
$000 $000 $000 $000
Assets Non-Current Liabilities
Current Assets Lease liabilities 815 508
Cash and cash equivalents 2,190 10,747 Provisions 93 194
Trust funds 533 654 Total Non-Current Liabilities 9208 702
Trade and other receivables 1,987 2,963 Total Liabilities 4,984 6,270
Other assets 178 395 Net Assets 8,873 16,533
Total Current Assets 4,888 14,759 Equity
Non-Current Assets Issued capital 21179 35,747
Property, plant and equipment 48 138 Reserves 195 1120
Financial assets 243 327 Accumulated Losses (12,501) (20,334)
Intangible assets 7,279 6,044 Total Equity 8,873 16,533
Right of use assets 1,399 1,060
Total Non-Current Assets 8,969 7,569
Total Assets 13,857 22,328
Liabilities

CURRENT LIABILITIES

Trade and other payables 1,766 1,635
Lease liabilities 591 591
Other liabilities 1157 1,321
Provisions 562 1,546
Total Current Liabilities 4,076 5,568
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Consolidated Statement of Changes in Equity

For the year ended 30 June 2021

Consolidated Group

Ordinary Share Capital Retained Earnings Reserves
$000 $000 $000
Balance at 1July 2019 10,530 (8,214) - 2,316
Comprehensive income
Loss for the year - (4,287) - (4,287)
Total comprehensive income for the year - (4,287) - (4,287)

Transactions with owners, in their capacity as owners, and other transfers

Transaction costs (476) - - (476)
Share based payments - - 195 195
Shares issued during the period 11,125 - - 11,125
Total transactions with owners and other transfers 10,649 - 195 10,844
Balance at 30 June 2020 21,179 (12,501) 195 8,873
Balance at 1July 2020 21,179 (12,5071) 195 8,873
Comprehensive income

Loss for the year - (7,833) - (7,833)
Total comprehensive income for the year - (7,833) - (7,833)

Transactions with owners, in their capacity as owners, and other transfers

Transaction costs (922) - - (922)
Share based payments 150 - 925 1,075
Shares issued during the period 15,340 - - 15,340
Total transactions with owners and other transfers 14,568 - 925 15,493
Balance at 30 June 2021 35,747 (20,334) 1,120 16,533
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Consolidated Statement of Cash Flows
For the year ended 30 June 2021

Consolidated Group

2020
$000

Cash Flows From Operating Activities

Receipts from customers 6,018 10,421
Payments to suppliers and employees (9,392) (16,0606)
Finance costs (63) (©)
Government stimulus payments received 752 1,248
R&D tax incentive received 492 435
Income tax paid - -
Net cash generated by operating activities (2,193) (3,968)
Cash Flows From Investing Activities

Purchase of property, plant and equipment (12) (134)
Payment for purchase of business (5,000) (284)
Capitalised development costs (243) (437)
Net cash (used in)/generated by investing activities (5,255) (855)
Cash Flows From Financing Activities

Proceeds from issue of shares, net of transaction costs 8,524 13,469
Repayment of borrowings other (163) (84)
Repayment of lease liabilities (234) (613)
Net cash provided by/(used in) financing activities 8,127 13,382
Net increase in cash equivalents 679 8,559
Cash acquired from business combination 36 -
Cash and cash equivalents at the beginning of financial year 1,474 2,189
Cash and cash equivalents at the end of financial year 2,189 10,748

creditclear



Experienced Board & Management Team

i”"’ . Gerd Schenkel

2
Q

Mark Casey

i </ Independent
“ Chairman
-
/

& Co-Founder

Lewis Romano
Executive Director

& Co-Founder

creditclear

Marcus Price
Independent Non-
Executive Director

Christine Christian
Independent Non-
Executive Director

Non-Executive Director

Board

Extensive experience as a management consultant with
The Boston Consulting Group, with successful executive
appointments at NAB, Citigroup and Telstra.

Formerly the CEO of Tyro Payments and also served on the
Federal Government of Australia's task force for small
business digitisation.

Over 25 years' experience building successful businesses
and maximising shareholder returns.

Previously CEO of Property Exchange Australia Limited
(PEXA), and he developed and exited financial services
businesses as the CEO and Executive Director for both
Equifax and Dun & Bradstreet.

Over 35 years' experience as a business executive and
entrepreneur across financial services, investment, private
equity, credit risk, digital media and publishing.

Currently Deputy Chairman and Director of FlexiGroup
Limited, Non-Executive Director of MaxCap Group and
Non-Executive Director of Lonsec.

Over 30 years' experience in property development, funds
management and investment in early stage technology
ventures.

Credit Clear's cornerstone investor (Casey Capital).

Lewis is a key driver of many fundamental client and
strategic relationships for the business.

Prior to founding Credit Clear in 2016, he was the founder
and MD of Australia’s third largest job site, spotjobs.com.

Executive Team

David Hentschke
Chief Executive Officer

Industry experience: 30 years
Previous: PEXA, M-H Group,
Australian Steel Institute, Telstra,
Equifax and The Boston
Consulting Group.

Victor Peplow
CFO

Industry experience: 30 years
Previous: Finance consultant,
Morgan Stanley, Citigroup
and ANZ Bank.

Veronica Johns

Chief Customer Officer

* Industry experience: 15 years
* Previous: Fiat Chrysler.

Brenton Glaister
Managing Director - Credit Solutions

Industry experience: 35 years
Previous: Credit Solutions,
Hudson Lawyers, Thorn Group,
NCML and Tradehouse Limited.

Jason Serafino
Chief Technology Officer

Industry experience: 20 years
Previous: Intraverse
Technology, Liberty Financial,
Sunsuper, Intelligent
Enterprise Systems.

Piero Gross
Chief Operations Officer

Industry experience: 19 years
Previous: Credit Solutions, NEXXA,
Thorn Group, NCML, Collection
House and Telstra.
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Corporate Overview

Financial Information Share Price Performance (since IPO)

ASX Code CCR Share Price ($) Volume (k)
Shares on issue 225.7m 120 30,000
Share price! $0.53

1.00 25,000
Market capitalisation ~$120m

0.80 20,000
Cash at bank (30 June 2021) $10.7m
Options & Rights 30.4m 0.60 15,000

os40 I T 10,000
Shareholder Information i 3¢
Casey Consulting Services 13.67% 0.20 5,000
Thorney Investment Group 9.11%

(_)ct—20 Nov-20 Dec-20 Jan-21 Feb-21 Mar-21 Apr-21 May-21 Jun-21 Jul-21 Aug-21

Board and Management? 7.21%

Volume Close Price

creditclear Notes: () 30



Disclaimer

This presentation has been prepared by, and is the sole responsibility Credit Clear Limited ACN 604 797 033 (Company). The information contained in this presentation was
prepared as at 26 August 2021, 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”, “intends”, “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.

All references to dollars, cents or $ are a reference to Australian currency, unless otherwise stated.
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Joel Seah

Vesparum Capital

p: +61 (3) 8582 4800

e: david@creditclear.com.au




