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Important Notice and Disclaimer

These presentation materials and the accompanying verbal presentation (together, the Presentation Materials) have been prepared by Intiger Group Limited (Company).
By receiving the Presentation Materials, you acknowledge and represent to the Company that you have read, understood and accepted the terms of this disclaimer.

NOT AN OFFER

These Presentation Materials are for information purposes only.

The Presentation Materials do not comprise a prospectus, product disclosure statement or other offering document under Australian law (and will not be lodged with the Australian Securities and Investments Commission) or any
other law. The Presentation Materials also do not constitute or form part of any invitation, offer for sale or subscription or any solicitation for any offer to buy or subscribe for any Securities nor shall they or any part of them form the
basis of or be relied upon in connection therewith or act as any inducement to enter into any contract or commitment with respect to Securities.

NOT INVESTMENT ADVICE
The Presentation Materials are not investment or financial product advice (nor tax, accounting or legal advice) and are not intended to be used for the basis of making an investment decision. Recipients should obtain their own
advice before making any investment decision.

SUMMARY INFORMATION

The Presentation Materials do not purport to be all inclusive or to contain all information about the Company or any of the assets, current or future, of the Company.

The Presentation Materials contains summary information about the Company and its activities which is current as at the date of the Presentation Materials. The information in the Presentation Materials is of a general nature and
does not purport to contain all the information which a prospective investor may require in evaluating a possible investment in the Company or that would be required in a prospectus or product disclosure statement or other
offering document prepared in accordance with the requirements of Australian law or the laws of any other jurisdiction.

The Company does not undertake to provide any additional or updated information whether as a result of new information, future events or results or otherwise.

FORWARD LOOKING STATEMENTS
Certain statements contained in the Presentation Materials, including information as to the future financial or operating performance of the Company and its projects, are forward looking statements. Such forward looking
statements:

(a) are necessarily based upon a number of and that, while idered ble by the Company, are y subject to significant technical, busi ic, competitive, political and
social and i i
(b) involve known and unknown risks and uncertainties that could cause actual events or results to differ materially from estimated or anticipated events or results reflected in such forward looking statements; and

(c) may include, among other things, statements regarding estimates and assumptions in respect of prices, costs, results and capital expenditure, and are or may be based on assumptions and estimates related to future
technical, economic, market, political, social and other conditions.

The Company disclaims any intent or obligation to publicly update any forward looking statements, whether as a result of new information, future events or results or otherwise.

The words “believe”, “expect”, “anticipate”, “indicate”, “contemplate”, “target”, “plan”, “intends”, “continue”, “budget”, “estimate”, “may"”, “will", “schedule” and similar expressions identify forward looking statements.

All forward looking statements contained in the Presentation Materials are qualified by the foregoing cautionary statements. Recipients are cautioned that forward looking statements are not guarantees of future performance
and accordingly recipients are cautioned not to put undue reliance on forward looking statements due to the inherent uncertainty therein.

NO LIABILITY

The Company has prepared the Presentation Materials based on information available to it at the time of preparation. No representation or warranty, express or implied, is made as to the fairness, accuracy or completeness of
the information, opinions and conclusions contained in the Presentation Materials. To the maximum extent permitted by law, the Company, its related bodies corporate (as that term is defined in the Corporations Act 2001
(Commonwealth of Australia)) and the officers, directors, employees, advisers and agents of those entities do not accept any responsibility or liability including, without limitation, any liability arising from fault or negligence on the
part of any person, for any loss arising from the use of the Presentation Materials or its contents or otherwise arising in connection with it.




% | AM Financial Planner’s Best Friend

= Intiger believes that professional Financial Planners play a vital
role in helping Australians build a brighter financial future.

= Intiger wants financial planners to spend more time with their
clients & less time & money on administration & processing.

= Intiger works with planners and their licensees to do this with
improved support and systems they can rely on.

= |nfiger solutions deliver better professional environments and
improved business results.

= Intiger creates and delivers world-class, innovative Australian
Fintech solutions that are reliable, compliant and easy to use.



%

Financial Planning

A profession under pressure




% Profitability in Financial Planning is falling

15 YEARS AGO

High commissions, low compliance
Low complexity

Low investment in efficiency, productivity, outsourcing solutions or
technology

Salesfocus

5 YEARS AGO

Margins falling

Compliance breaches, falling public confidence, industry reform
Low investment in efficiency, outsourcing solutions or technology
Salesfocus

PAST YEAR to TODAY

Increasedregulations

Fallingmargins

Adpvisors leaving, profits falling

Few/little efficiency, technology oroutsourcing solutions to cutcosts
Zero commissions




% Rise Of The Back Office

Increased regulation and processing costs bring the back office to centre stage

FRONT OFFICE BACK OFFICE

HISTORICAL 95% focus 5% focus

Revenue Low cost and

People and salesindustry compliance

High Practitioner skill and interest Limited interest and focus

Admin is not a profession

CURRENT
and 50% focus
FUTURE 50% focus

No value boosting revenue if
costs andrisk rise

High cost and compliance

Practitioners must be processing
experts

Back office productivity determines

SUCCeSS



% 2 different businesses and 2 different skill sets

e Calculus and data

FUTURE Skills Deliverables
o + People and sales v Revenue
Relationships v Client
Sl + Client satisfaction
CLIENT MANAGERS management

* Marketing
fm = e e e e -+ INTIGER |---
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1 e + Technology v' Advice (with Advisor) !
1
! + Six Sigma and LEAN v' Turn Around Times (TAT) i
| BUSINESS 2 Management v Time To Complete (TTC) !

+ Algorith i H
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Why are Financial Planners running processing
businesses?




% Unique Three-Step Offering

Solution 1:

24/7 ONLINE MASS ORDERING
Industry 1st

Solution 2:
BACKOFFICE PROCESSING
Low cost, high volume

Solution4:
KLiP

Live performance analytics

Up to 40%
below current
industry cost

Solution 3:
LiLLY

Industry 15t task automation




% Organisational Structure
OPERATIONS BOARD

MANAGING MANAGING
DIRECTOR (Sl DIRECTOR

NON EXEC
DIRECTOR

Mark Fisher (L Gl Mark Fisher

Mathew Walker

GLOBAL HEAD HEAD OF GLOBAL HEAD
PARTNERSHIPS TECHNOLOGY OPERATIONS

Charles Blake Tim Thornton Sharon Wright
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INDIA
OPERATIONS STAFF

CEBU OPERATIONS
STAFF
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The Disruption Curve

IAM growth & position on
the curve
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% Disruption Curve - Evolution

4, Can you reduce my

purchase cost?

= Spotify 3.Can you make thiseasy  Repeat purchasers
o to buy, deploy, support?
Late Mass Marke

amaZon

2. Can you solve my

business problem?

@ g Early Mass Market
airbnb g
&

B Repeat Business
UBER 2 | 1.Does this work? (for me?)

Early Adopters

NETELIX %Intiger
o T :I
ParkstmiFlouse.<om '

IAM growth & position on the curve




% Practices On-boarded Up, Plan VAR Up

Number of Practices On-boarded vs Plan

38%




% Orders #'s Up, % Growth Up, Plan VAR Up

Number of Processes Ordered vs Plan

67%




% Ipac WA Wins FPA Professional Practice Of The
Year

“The Financial Planning Association’s Professional Practice of the Year
Award is the most prestigious award a financial planning business can win.

Judges look at all aspects of the business; advice quality, client satisfaction,
size, complexity, compliance record and profitability.

The efficiency & flexibility that we gain from using Intiger was a critical
factor in our success”

Professional Practice awar d win
represents 20 years of work

How learning to back himself put Canion
on the path to success

Julian Summers ‘8
Head of Financial Planning ﬁ
lpac WA




© Intiger Mass Market Portal

Making IAM’s solution available 24/7 to
every Australian Financial Planner

5 ST
:
5 . 3
AT A -
. E
= ¢ /
# >




% Industry 15t 24/7 Online Ordering

-_—

= QOrder any Financial Planning task online 24/7
= Live tracking, HH:MM:SS to delivery

= Personalised & 100% compliant output

Mass
Processing
= Pay per use, eliminate fixed costs —  changes
the
= Goal: Financial Planning firms with 100% Advisors industry

v Zero administration staff
v Zero processing staff
v Zero paraplanning staff




100% Adyvisors, 0% Paraplanners & Admin

Order & track delivery of every process online:

Step 1 Step 2
Intiger Online Intiger Online
Back Office orSoA Submit Your Order

Process - Admin

Fact Find encoding « || 1person, 1 super,

Back Office Request Client Type

Individual

Client First Name (optional)

) James

<~ Advice Strategy Request

Client Surname(s)

Smith

Priority (optional)

SoA Production Request

Medium
Due Date (optional)

13/Feb17

Step 3

Intiger Online
Your Order Status

You Ordered:
Fact Find data entry
for Mr James Smith

Have We Finished
Yet?
| comPLETED |

How Fast Were We?
43:26 v
Did We Meet YourSLA?

Sure did! We beat
it by 06:34
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© Low Cost Backoffice Processing

Industry first, IAM confrol global resource




% One Central Solution For Entire Industry

COMPLIANT & CONTROLLED TIME PER TASK g“
R

Central Backoffice Processing

- Standardised processing reduces variation and
risk

*&_’ - Lower cost, greater control
- Win/Win licensee and network
L )

FIXED COST PER TASK

o I

ONLINE ‘CLICK TO ORDER’

INDUSTRY INDUSTRY




% Australia’s first and largest backoffice
financial planning solution*

——3 * Philippines ~25 experienced paraplanners

‘: % * In-country, hands-on Australian
r i*? management team
/ - * Australian frained and certified RG146
4 «  Growth market and attractive margins

* India ~25 experiencedteam

» Australian trained and certified
* RG146 Certified Paraplanners

T

» Perth and Sydney based leadership

team — >
* Industry respected professionals
and Tier-1 service providers

7 + Client base, Australia —inifially large
practices, now targeting national
licensees

* National footprint: NSW, WA, SA, NT,
‘ vIC

All core back office process
. * Three-year trackrecord
v

J Reputable management team

* 1st to deliver financial planning backoffice processing on a 3™ party basis and as a listed entity to the best of the Directors
knowledge.

Backoffice cost reduction is untapped in financial planning



* |ndustry first

« Automated, instant
Statement of Advice

(SOA)

« /ero human effort

A



% LILLY: Revolutionising financial planning

Turnaround time ~9
Industry current Weeks*
Cost~$2,500"
A

Paperbased Manual High costto complete Unscaleable High risk human error

1 | | | | | | 1
START: Fact Collectclient Research Advice Statement New Client END: Record
Meet advisor find data call request of Advice Sale of Advice

Zero paper Notmanual Exceptionally low cost to complete  Highly scalable No human error

[

LiLLY Turnaround *hme ~ 1]
Day
Cost~$249*

*Ex delays caused by Insurance firms/Super Funds. Data is estimated and varies per SoA scenario/complexity. All data points are estimated, directional and subject to change.




% LILLY: Key Benefits

« Industry-first ‘full life cycle’ digitised and automated financial planning
solution

* Lowers cost of providing financial advice up to 40%*
* Lowers time to deliver financial advice up to 60%"
« Significantly reduces back office processing and headcount requirements

*+  Web-based process standardisation delivers industry wide regulatory
compliance for the first time

« Lowers manuadl intervention and risk

« Lowers paper processing

» First solution to support and drive the profitability of financial
planners nationally

« Strong national client support, engagement and buy-in e
* All data points are estimated, directional and subject to change.




O KLiP

~ Live Online Performance Analyfics, Every
Practice, Every Licensee Nationally




Live TAT Oh16m3s

CPU & Total Units Processed

Live CPU

Summary Table

John Donald
Sol Hart
Sandra Lyon
Bob Millar
Andre Parker
Julian Summers
Pauline Flynn
Patrick Canion
Gavin Kotkis
Linda Coombes
Sing Koay

Matt Hern

* KLiP dashboard analytics.

KLiP: Delivers Real Savings

First-to-market Big Data analytics

$10.99

Mt $55,927

$350,000

21% Sty gt v Toget

$350,000
48
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Current Demand

36%

Target: 80%

g MTD Ve Target

$13,982
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$184,878
Actual Vs Target

$42,664
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84 25

Target: 71



% Contact Us

Corporate and investor

enquiries:
Mr Mark Fisher
Executive Director and Founder N
Mr Patrick Canion \U WA o 9
Chairman 0 \r- 30

Suite 92, 330 Churchill Avenue
Subiaco WA 6008

Phone: (08) 6489 1600
Phone: (08) 6489 1601 g - )
Mail: reception@cicerocorporate.com.au 9, 9
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