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Financial Summary TH FY22 gratifi)

uniquely
e platform

Revenue from continuing operations Annual recurring revenue (ARR)
(o) (o)
$4.7m v $1.3m 265/0 $2.2m v $1.7m 29/0
vs H1 FY21 vs H2 FY21

SaaS revenue Average monthly rewards revenue

$650k vs $265k 145%

vs H2 FY21

44%

$1.3m v $0.9m e,

Gross profit
28%

$1.3m v $1.0m vs H1 FY21

100% customer retention
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SaaS and Reward Revenue v H1 FY21

grati@

Delivered revenue growth supporting the continued
investment in the Mosaic platform coupled with
building increased activity in the rewards business

Revenue ($°000)
3,500 3,315
3,000
2,500
2,000
1,500 1197 1,336
1,000 765 685
510
Q1 Q2 Q3 Q4 Q1 Q2
FY21A FY21A FY21A FY21A FY22A FY22A

Continued strong performance in H1 FY22 with
265% growth in revenue vs H1 FY21
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Strong H1 FY22 results

“In 2022 Brands will re-evaluate their new normal and rising customer
expectations” Deb Hillstrom, director, customer strategy and loyalty ICF Global Advisory

RaaS (Rewards as a Service) New strategic hires Product Expansion
44% growth in SaaS revenue Sarah Fallon joined as CEO of the New agreement with Humm signed
rewards business unit. 20 years to help grow reward sales

Strong pipeline of new business experience with Entertainment Group
opportunities in each region in New agreement with Ukheshe
which we operate Daniel Coterill joins as Head of Sales one of the largest payments

for Eastern States. Previously held platform providers in Africa and

Click frenzy expected to go live in similar role with Entertainment Group. the Middle East

March followed by a second

enterprise client in May Presentation February 2022
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Innovative Tech

Solution Overview

Configure, don’t customise

Presentation February 2022



Loyalty Ecosystem gratifii )

Mosaic is the engine that drives sustainable activity and revenue growth

(External) Data Source Value Back to Members

(=EARN) Mosaic (= BURN)
e’

Earn Loyalty Accumulate -

WDSS Value (points, Cashback
h k
cashback) (Loyalty Wallet)

visa B S

@hunmme

Offer Value AP driven Partner
Management Accumulation Content



grafifi_i)

Core Loyalty & Rewards Platform

Mosaic is designed with ease of use and configurability at the forefront.

mMoSaicC

Loyalty

Rewards Self Service

020 ek . :
Customer Management \ b ' Admin Portal Fractional
Management . Equity

Business Loyalty - . . .
Management 4 Exchange Notifications

Linking API Suite
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New Partnership

grati@

Agreement sighed

Ukheshe
Technologies

Q) Ukheshe

Gratifii recently sighed 3-year Partnership
Agreement to integrate our Mosaic Enterprise
loyalty and rewards platform into Ukheshe’s
Eclipse payments platform.

They chose Mosaic based on the ease of
configuration and microservices architecture

Ukheshe has established operations in 40
countries across Africa, the Middle East and
Europe

They have over 2 million users of payment
apps utilising their API, with over 340,000

merchants onboarded and process over US$10
billion per annum in payments



SaaS overview

Mosaic overview ,
Reporting

Analytics
& Insights

« Enabling brands to

create outstanding customer
experiences.

Providing state of the
Relevant &

art technology & rewards, Personalised
Comms

with the objective to

accelerate brand recognition

and advocacy.

Frlctlonless Stand- out@

. . Customer Offers &
engine is developed as Saas, Experience Rewards

Fully API driven rules

SaaS revenue vs H2 FY21

1.4
1.2
1.0
0.8
0.6
0.4
0.2

2HFY21A 1H FY22A

\I
Fully
Configu
rable
mosalc) Rules
Engine

gratifii )
4
Select SaaS customers

NEDBANK vodacom

RaSPURS

TheMeat &WineCo

CLCK (aw
anﬁzy MITE

& flash




Rewards overview

Neat Ideas overview

 Neat Ideas provides members and employees
access to an extensive catalogue of personalised
‘best in class’ rewards and offers

* It has over 50 enterprise clients and provides
content from over 350 merchants

 The business currently provides access to over 4
million end users.

 Revenue continues to grow towards pre-COVID
numbers with significant potential upside as
trading returns to normal

Rewards revenue vs H2 FY21

4.2

_______________ e
32 , +880% growth E/

22 0T / 7
1.2

04
0'2 ]

2HFY21A TH FY22A

gratifi_i)

Select customers

Over 50 corporate clients

®Target. ZUNNINGS

A& RACV hbF-

: @
Q..
-
@

¥ alintaenergy

Insurance

For the better

coles Wi Festpac




Some content providers we work with Rapidly growing

network 300+

end ota __ul'g*@r_s_ Largest range of

' TheMedat &
TOgoHIVE  yineComm

HUNTER

eBimEan e brands across all

ll thefork /\ o verticals,
- O T including
‘ ' a Tripadvisor company :“nYTs A L M A s ‘) 3 —' :
N + waRca. entertainment,
s Ep health, dining,
(TA \O( ROTTNEST ’)ﬁo\uﬂn retail and more
ddmw MOLEY Expﬂsss Ve CE
SKY.ZoNE fnuw ST iFLYy 0 - P
GOLF CLUB
E\/ENTW %, [;‘:ﬁ(‘ Q00 %M%‘ @% 2 \G“f;"f‘:‘*m Dedicated
STV r & é 2’35&33 l;ll \IE}I:;IE STAR AdventureParic e v s Botanic Gardens  icaarana Q@ Q¢ T
777 A @w managers
Rugiig Warers, B SOECIE 6 HEYD i
%%ej ® - 1788
S
STREET AUSTRAL{AN, PARADISE Sourcing of

AT nefﬂ#' 2e OUTBACK  COUNTRY curated, bespoke

FIVE GUYS GrensS gFA WORLD SPECTACULAR "
offers

BURGERS and FRIES

.. and many more
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Case Study

Delighting Customers through Innovation




grafi@

Case Study T

Click Frenzy is an online shopping platform, offering a range
of retailer/brand deals provided by 100’s of retailers/brands
over three main annual events. In return for Retailer/Brand

OVERVIEW participation, Click Frenzy advertise these events to their 1.7
million+ subscribers and ~Im members through email, SMS,
social media and other digital marketing channels.

There is no connection of the member to their purchases with
retailers. Therefore, there is no visibility of member

CHALLENGE transaction behaviour such as how much they spend, how
often and with which brand/retailer.

Gratifii delivers a Card Linked offers solution for Click Frenzy
to manage their member program. Click Frenzy members can

APPROACH now accumulate rewards by simply paying with their Visa,
MasterCard or EFTPOS credit or debit card. No need for
loyalty cards, coupons or offer codes.

Card Linking 1. Additional revenue for Click Frenzy
provides a win- 2. Stronger rewards proposition for Click Frenzy Members
win-win 3. Measurable transaction revenue uplift with no integration
solution requirement for Click Frenzy partners




o ratiﬁn
How it works i

am

Pays with card

‘:"Zs

N

Registers Card Receives Tailored redemption

to the program at Merchant instant reward options
Consumer registers Customer shops at Rewards can be Customer can
their credit or debit merchant or venues points, cashback, withdraw cash, or
card(s) to the and pays with their vouchers, free gifts. turn their points or
program once. credit card. cash into vouchers to
The rewards are spend at the
They now can earn No need to sign in, instantly added to merchants or venues.
automatically. show coupon, show the customer’s
card or scan code. loyalty wallet. Or the customer can

use their points to
pay for the next meal.



Simple and Rewarding

Click Frenzy’s close-loop program vision, brought to

life using Gratifii's loyalty engine Mosaic

= IS

Step 1
Member registers
payment card(s)

T CEEE

Shaver Shop FrenzCoins offer
G0 shopping at any shaver shop and earn 1
FrenzCoin for every dollar spent. No Strings.
attached

View Offer >

Step 2
Member shops at
participating merchants
with the registered card

W& Avallable FrenzCoins

5| Pending FrenzCoins 500

REDEEM FRENZCDINS

Step 3
Member earns Click
Frenzy loyalty Currency
into loyalty wallet

X

FRENZY
FRENZEZBENEFITS

My Shopping Card

Issued on 20.12.2021
Card Value : 5200

Do you want to use your Frenz With Benefits

Shopping Card in-store? Chick here for more

details

Step 4
Member redeems for a
shopping card to use at
participating merchants

Presentation February 2022
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Expanded management team

to drive growth

ri‘
PP
| A
f/i,
lain Dunstan Mark Justin Renier Daniel Nissen Alexa Hien Sarah Fallon
Managing Director Schoombie Jefferies Meintjes Chief Revenue Head of Product CEO Neat Ideas
=0 CcTO coo COO AMEA ONieEs
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H2FY22 Outlook - continued growth

“It's crucial for brands and retailers to understand the shopping habits of their
customers so they win their loyalty for the years to come.” Businesswire January

2022

RaaS (Rewards as a Service)

Continued sales momentum with
high customer engagement and
growing enterprise pipeline

Strengthen the sales team to deliver
on growing opportunities

Over 35 new enterprise pipeline
opportunities globally

Scheduled to ‘go-live’ with Click
Frenzy in March

Creation of new payment revenue
streams

Door-opener to more client
opportunities

Leverage opportunities in retail sector
with cashback offering

Content Expansion

New content providers signed with
emphasis on:

- Dining and F&B
- Sports and events ticketing

Strengthen offer content on eastern
seaboard with new sales team

Presentation February 2022
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lain Dunstan
Managing Director & CEO

laindo@gratifi.com

gratifii
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