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Disclaimer

° The information in this presentation is of a general nature and does not constitute financial product advice, investment
advice or any other recormmendation. Nothing in this presentation constitutes legal, financial, tax or other advice.

° This presentation should be read in conjunction with, and is subject to PaySauce's Annual Report, market releases and
information published on PaySauce's website - www.paysauce.com

° This presentation may contain forward looking statements about PaySauce and the environment in which PaySauce
operates, which are subject to uncertainties and elements outside of PaySauce's control - PaySauce's actual results or
performance may differ materially from these statements. PaySauce gives no warranty or representation as to its future
financial performance or any future matter.

° This presentation may include statements relating to past performance, which should not be regarded as a reliable
indicator for future performance.

° This presentation may include information from third parties lbelieved to be reliable; however, no representations or
warranties are made as to the accuracy or completeness of such information.

° While reasonable care has been taken in compiling this presentation, none of PaySauce nor its subsidiaries, directors,
employees, agents or advisors (to the maximum extent permitted by law) gives any warranty or representation (express
or implied) as to the accuracy, completeness or reliability of the information contained in it, nor takes any responsibility
for it. The information in this presentation has not been and will not be independently verified or audited.

° No person is under any obligation to update this presentation at any time after its release to you or provide you with
further information about PaySauce.

Please refer to the Glossary for definitions of key metrics used in this presentation.
All currency amounts are in New Zealand Dollars unless stated otherwise.


http://www.paysauce.com
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We delivered on our strategic objectives

\We reinvested for long term growth.

gﬁ \We obsessed over our customers.

We strengthened and developed win-win-win partnerships.
Master
Plumbers

A

~Z=  We attracted and retained awesome people.
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2.

FY24 Highlights: delivered maiden net profit

NPAT

Maiden NPAT'.
Underlying NPAT of
$0.19m before deferred
tax asset recognised

$l .23m

Up $1.79m
YoY

Net profit after tax
Before funds due to customers and IRD

ARR

Annualised recurring
revenue (ARR) grew 19%
year on year

s8.00m

Up 19%
YoY

Rule of 40

Self sufficient,
Surpassing Rule
of 40

46

Above industry
benchmark

Free Cashflow

Positive free cash flow?
$0.94m year on year
improvement

$0.29m

Up $0.94m
YoY?



FY25 Strategy: foundations for sustainable growth o

Loving our customers

Our relationship with our
customers is mutually
beneficial: they get peace
of mind and time through a
great product, and we get
adedicated fanbase as our
best source of growth

To make this happen, we will:

Delight ouruserswith features
and functionality they need and
want

Provide customers withthe
knowledge and guidance they
need to be successful

Improve product and service
experiences within-app support
and guidance

i

Supercharge growth

We'll deliver growth through

two distinct paths: continuing
our work directly with the SME

market as well as opening a
whole new opportunity with
wholesale.

To get to $10m ARR, we will:

«  Improve brand awareness and
opportunities with targeted
sales and marketing strategies

Deliver new interface forboth
web and mobile

Identify newwholesale
opportunities, including new
jurisdictions

Scalability

To ensure we canretain
very high service levels at
scale, we're focusing on
the improvements to how
we operate. Removing pain
points for ourselves and our
customers means we have
more time to focus on the
growth activities.

To operate more efficiently
and safely, we wilk:

«  Createasmootherjourney for
new and existing customers

Implement Al and other new

technologies to build scalable
processes

Optimise our tech stack for
speed. security and scale

10
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FY24 results: delivered our maiden net profit (1)

FY24 ($000s) FY23 ($000s) Change
Net profit after tax* 1,232 (558) 1,790 f
Total recurring revenue 7570 5,715 32% f
Cost to Serve (1,747) (1,569) 1% f
Gross margin % 77% 73% 4pp f
Customer Acq, R&D, Gen & Adm (4,808) (4261) 13% f
Earnings before tax, depr & amort 1,064 (80) 1,142k f
Free cash flow** 296 (645) 941k 4
Rule of 40 score 46 67 21 §

* after $1.022m deferred tax asset recognition

**excludes funds due to customers and the IRD, collected in performing our role as a PAYE intermediary

12



FY24 results: delivered our maiden net profit (2) ®

Profitability Positive free cash flow of $0.3m for

saM March 2024 increased by $0.9m
year on year.

$6M s
Free cash flow
$4M (excluding funds held on behalf of customers)
L
$2M $0.50M
$0.00M /
Mar 21 Mar 22 Mar 23 Mar 24 ~$0.50M
Revenue* . Expenses $1.00M
Inverted the gap between revenue and expenses S
to deliver an improvement of $0.8m* in the
bottom line to a net profit after tax of $0.2m* for e
Mar21 Mar22 Mar23 Mar24

the year.

*excludes recognition of a deferred tax asset of $1m. Including the deferred tax asset
revenue increases the net profit to $1.2m - an improvement of $1.8m year on year. 13



We grew recurring revenue 32%

Recurring revenue grew 32% YoY to
$7.6m for the year ended 31 March 2024
as a result of:

® |Nncreased customer numbers;

e Additional revenue from existing
customers; and

e |ncreased interest earned on funds
held on behalf of customers.

Annualised recurring revenue (ARR) grew
19% YoY to $8m as at 31 March 2024.

$7.6m

Up 32%

Mar 20

Interest

Processing Fees

Mar 21

Mar 22

Mar 23

Mar 24

14



7% year on year growth of new customers

We grew in FY24, but at a slower rate
than in previous years due to:

e Market penetration in our primary
(dairy) sector earlier than
anticipated

e Targeting of new verticals is still in
its infancy

e \We chose to focus our
development efforts on our future
payroll platform (Gen 2.0) rather
than new features for the existing
customer base

e Our target market of employers
with 1-5 employees were impacted
financially by the high interest rate
environment.

7,368 up 7%

\_

SmoothPay
Acquisition

(+1,400) \

Mar 20 Mar 21 Mar 22 Mar 23 Mar 24

15



We reinvested for long term growth

FY24 ($000s) FY23 ($000s) Change Change
Cost to Serve 1747 1569 178 1% 1
Customer Acquisition 766 709 57 8% 1
Research & Development* 934 991 (57) (6%) 1
General & Administration 3108 2561 547 21% 1
Interest expense 97 6 36 59% 1
Depreciation, Amortisation & Impairment 874 498 376 76% 1
Total expenses 7,526 6,390 1,136 18% 1
*excludes software impairments and software development time capitalised to the balance sheet as an asset during the year. Total research & development 16

costs, including software development time capitalised, increased 12% YoY ($0.2m) from $1.8m to $2m.



We grew total customer lifetime value by 23%

Higher average revenue per customer due to price
increases and higher interest rates.

Cost to serve each customer decreased as
Investments into systems and tooling begin to deliver
increased efficiencies and scalability.

Challenging economic environment made acquiring
new customers more difficult, increasing Customer
Acquisition cost.

Customer churn increased slightly, as businesses
failed or removed staffing requirements.

Increase in customers to 7,368 and customer lifetime
value to $5,890 per customer resulted in a 23%
increase in total customer lifetime value to $43.4m

*PaySauce changed the methodology in how it recognises customer activity during the period.

Refer to the annual report for full details on the impact on comparative customer metrics.

CAC \
New customer Customer pays
$5‘° joins PaySauce ss‘ a monthly
Clistoenar % YOY subscription
Acquisition (CAC) Recurring revenue

$510 per customer (Monthly): $91per
customer

A 24%YOY

Customer

Lifetime Customer stays

7 yrs with PaySauce
Customer lifetime

Average monthly
Y BYOY chumof118%

CTS
szl Customer
receives support
6% YOY Cost to serve (CTS)

(Monthly): $21 per
customer

Total customer
lifetime value

At 31 March 2024

$43.4m

A 23x% vov

17



June 2024 quarter: growth continued at slower ®

rate

Recurring Revenue
$2.1IM(120% Yov)
for Q1 (June) FY 2025
Interest
Processing Fees*

Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q4'22 Q123 Q223 Q3'23 Q423 Q124 Q2'24 Q3'24 Q424 Q1'25

*Net customer growth of 243 during the quarter.
18



Outlook: Targeting $10m ARR

We will supercharge customer growth by:

e leveraging the technical improvements we've made to deliver more features and
pbenefits for customers and accountants

e being hyper-focused on our target market - customers employing 1-5 employees

e nurturing relationships with new and existing accountants to make PaySauce their
first choice for their clients

e unifying our platform to create one optimised experience for all customers

e utilising Al where appropriate to build scalable processes

e cementing the relationships with construction partnerships through deep
understanding of their members’ needs

19
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Resolution A

That James Sybertsma be elected

as a Director of PaySauce.

James Sybertsma

Non-Executive Director “

(Independent), ARC Chair
AGAINST

R —

ABSTAIN

21



Resolution B

Having retired, that Gavin Thompson

be re-elected as a Director of PaySauce.

Gavin Thompson

Non-Executive Director “

AGAINST

ABSTAIN

22



Resolution C

That the Board is authorised to fix
the fees and expenses of Grant

Thornton as the auditor of

AGAINST

aysace D

° Grant Thornton ABSTAIN

23



Ceneral Business

The meeting is now open to
any general questions

24



Thank you!



Glossary O

Recurring Revenue: Recurring revenue is revenue that is expected to repeat each period into the future. For PaySauce, this is directly linked to the number of customers, their size, and the
number of pays they run using the PaySauce payroll products. There are currently two sources of recurring revenue - processing fees and interest income.

ARR: The total recurring revenue for the last calendar month of the reporting period, multiplied by 12.
ARPU (monthly): Average revenue per user (monthly) is the total recurring revenue for the month, divided by the total customers processing payroll that month.

Gross margin: When discussed as a Saas term, is the recurring revenue of the business, less the cost to serve customers. This is often then expressed as a percentage, where the gross margin
is divided by the recurring revenue.

Churn (monthly): Churn is expressed as a percentage calculated as the net reduction of customers in a calendar month divided by the total customers at the start of that month.

LTV: Lifetime value is the estimated value of a customer over its lifetime with PaySauce. This is calculated by taking the monthly ARPU multiplied by the gross margin percentage, then
divided by the monthly churn percentage.

Total Customer LTV: Total customer lifetime value is the lifetime value multiplied by the total customers.
LTV : CAC: This ratio reflects the return on investment for customer acquisition. It is calculated by dividing the lifetime value of a customer by the customer acquisition cost (per addition).

Rule of 40: The rule of 40 provides a balanced measure of two key metrics for SaaS businesses: growth and profitability. PaySauce uses the combination of recurring revenue growth, and
EBTDA to assess against this measure.

Free cash flow: Free cash flow is a measure that demonstrates the net cash generated by, and invested into the business. PaySauce defines free cash flow as cash flows generated from
operating activities less cash flows used for investing activities (excluding funds held on behalf of customers).

EBTDA: Earnings Before Tax, Depreciation and Amortisation is calculated by adding back depreciation, amortisation and income tax expense to the amounts reported in the NZ IFRS-based
financial statements. PaySauce believes that this measure provides useful insights to measure the performance of PaySauce as a SaaS business.

Note - the terms and metrics above are Non-Generally Accepted Accounting Principles (non-GAAP) measures and should not be viewed in isolation, not considered substitutes for 26
measures reported in accordance with New Zealand Equivalents to International Financial Reporting Standards (NZ IFRS). Refer to the PaySauce Annual Report for further information.






