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LEGAL DISCLAIMER

This presentation (Presentation) and has been prepared by SOCO
Corporation Ltd ACN 660 362 201 (Company). Shares in the
Company are listed on ASX (ASX code: SOC)

The information in this Presentation does not constitute personal
investment advice. The Presentation is not intended to be
comprehensive or provide all information required by investors to
make an informed decision on any investment in the Company. In
preparing this Presentation, the Company did not take into
account the investment objectives, financial situation and
particular needs of any particular investor.

Further advice should be obtained from a professional investment
adviser before taking any action on any information dealt with in
the Presentation. Those acting upon any information without
advice do so entirely at their own risk.

Whilst this Presentation is based on information from sources
which are considered reliable, no representation or warranty,
express or implied, is made or given by or on behalf of the
Company, any of its directors, or any other person about the
accuracy, completeness or fairness of the information or opinions
contained in this Presentation. No responsibility or liability is
accepted by any of them for that information or those opinions or
for any errors, omissions, misstatements (negligent or otherwise)
or for any communication written or otherwise, contained or
referred to in this Presentation.

Certain statements in this Presentation, particularly those
regarding possible or assumed future performance, potential
business growth, industry growth or other trend projections, and

any estimated earning or other performance measures, are, or
may be, forward-looking statements. Such statements involve
unknown risks and uncertainties, many of which are outside the
control of the Company. Actual results may vary materially from
any forward-looking statements and the assumptions those are
based on, and such variations are normal and to be expected.

This Presentation is not a prospectus or other disclosure
document under the Corporations Act 2001 (Cth) and will not be
lodged with the Australia Securities and Investments Commission.
This presentation is for information purposes only and is not an
invitation or offer of securities for subscription, purchase or sale in
any jurisdiction. The distribution of this Presentation (including
electronically) outside Australia may be restricted by law. If you
come into possession of this Presentation, you should observe
such restrictions and seek your own advice. Any non-compliance
with these restrictions may contravene applicable securities laws.

Neither the Company nor any of its directors, officers, employees,
advisers, associated persons or subsidiaries are liable for any direct,
indirect or consequential loss or damage suffered by any person as
a result of relying upon any statement in this Presentation or any
document supplied with this Presentation, or by any future
communications in connection with those documents and all of
those losses and damages are expressly disclaimed.

Any opinions expressed reflect the Company’s position at the date
of this Presentation and are subject to change.
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FEY25 [ SUmRnary

« Revenue $21.3m (+3.6% vs FY24)

« Underlying EBITDA $0.21m (up $0.24m vs pcp)
« NPATA $0.55m (vs NPATA loss $0.15m pcp)

* Gross margin 24.2% (up ~70 bps vs pcp 23.5%)

« Positive cash conversion; Net cash $1.1m; Undrawn debt facility
of $1.5m

« Client mix: 88 existing clients (80% of revenue); 46 new clients
(20%)

« Dividend: none declared for H2 FY25 (prioritising reinvestment
and flexibility)

* Underlying EBITDA is a non-IFRS metric and is calculated as net profit/(loss) before depreciation,
interest, fair value of contingent consideration, share-based remuneration, and taxes. This measure is
intended to remove the effect of non-cash charges of acquired intangibles.

** NPATA is net profit/(loss) after tax and before the tax-effected amortisation of acquired intangibles.

“FY25 marked a turning
point for SOCO — we
returned to statutory profit,
strengthened margins, and
laid the foundations for
scalable growth through
disciplined delivery and
strategic investment.”

Sebastian Rizzo, founder and CEO



REesliliifsmapshot

SOCO returned to profitability despite weaker than expected H2.

Revenue

1+ $21.3m

FY24 $20.6m

1+ 9$545k

FY24 ($154Kk)

1+ $209k

FY24 ($33Kk)

& 0.0 cps

FY24 0.0 cps
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Traditionally H2 is seasonally stronger but fell below target with de
government spending and macro uncertainty, lowering demand.

H2 impacted by procurement
delays and pre-election
caution in Federal
Government

Deferred/reduced 0
engagements tempered

revenue momentum and
margin leverage 15
: L L $9.8m
Actions: utilisation discipline,
right-sizing, sales leadership, 10
9 J P $7.1m

Average H2 - 55% Total Revenue

25

systems uplift

FY26 expected to revert to 5
usual seasonality re H1/H2 m
0
FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

Hl mH2
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IIncomeElstatemenit

FY25 saw a modest but meaningful uplift in SOCO's financial
performance

Financial Summary ($000's) FY25 FY24 Change Increased revenue to $21.3M
0 representing a 3.6% change PCP
Revenue 21,289 20,560 4% SSRGS Cliniielisl
Cost of Sales (16140) (15,721) 29 Balanced cost with only a 3% growth
' ' e despite an inflationary environment
Underlying EBITDA* 209 (33) 728% due to workforce optimisation
NPAT 68 (486) 114% Improved profitability with positive
e NPAT & underlying EBITDA results
NPATA** 545 (154) 455% generated
Expenses (net of Depn & Interest) 4,988 5153 (3%) Increased margins to 24.2%
° corresponding to a 6% increase in
Gross Profit 5,149 4,838 6% gross profit
Gross Margin 24.2% 23.5%

* Underlying EBITDA is a non-IFRS metric and is calculated as net profit/(loss) before depreciation,
interest, fair value of contingent consideration, share-based remuneration, and taxes. This measure is
intended to remove the effect of non-cash charges of acquired intangibles.

** NPATA is net profit/(loss) after tax and before the tax-effected amortisation of acquired intangibles.



FINANCIAL PERFORMANCE

S

ITDA e NIPATA bricee

SOCO uses NPATA as it removes the distortion caused by acquisition-related amortisation

1,500
$636k related to $798k fair value gain $237k income tax
acquired intangibles on contingent benefit reflects the
from AXSym consideration from fair value adjustment cuE

1,000 AXSym earnout. that is not taxable.
$253k in
depreciation of right-
of-use assets

500 477
209
] .
0 798 237 I
|
ZaN
(169)

(500) $477k ao!d back the
after-tax impact of
amortisation of

(993) _ acquired intangibles.
(1,000) (136)
(1,500)
Cont Cons NPBT NPAT NPATA

Depn & Amort

Underlying EBITDA Interest Expense Addback: Amort

Share Based Rem Tax Benefit
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Balance Sheet $000s

Cash and cash equivalent
Trade and other receivables
Other assets

Tax Assets

Property, plant and equipment
Right-of-use assets

Intangibles

Total Assets

Trade and other payables
Contract liabilities
Borrowings

Lease liabilities

Tax liability

Contingent consideration
Provisions

Total Liabilities

Net Assets

2alance ghneEt

Enhanced resilience through lower liabilities

FY25

1,513
2,595
385
958
273
713
7,984
14,421

2,122
554
417
779
793
1,297
5,962

8,459

2,310
2,984
226

187
966
8,505
15,178

2,500
596
417
998
359
733
1,230
6,833

8,345

Contingent Consideration taken to
nil as Axsym earnout not likely to be
realised

Financial Flexibility with $1.5M in

undrawn debt facilities available

Reduced Liabilities as Axsym
acquisition costs amortise

Lower Receivables highlight strong
customer base
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Caghillow statement

Strong debtor profile offset weaker H2 trading conditions

Cash Flow $000's

Receipts from customers
Payments to suppliers/employees
Acquisition costs

Net interest received/(paid)
Income taxes paid

Operating cash flow

Net capital expenditure

Purchase of intangibles

Net security deposit released/(paid)
Investing cash flow

Proceeds from issue of shares
Share issue costs (to equity)
Net borrowings

Dividends paid

Repayment of lease liabilities
Financing cash flow

Net cash flow

FY25

23,765
(23,668)
(70;
(349)
(322)

FY2

22,588
(21,825)
(447)
39

(831)
(470)

(53)
(3,316)
5
(3,364)

32
(15)
417

(636)

(143)

(345)

(4,179)

Net cash of $1.Im and no dividend
paid to retain operational flexibility

Investment in targeted technology
and digital enhancements

Strong debtor profile with no bad
debt risks prevalent
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Stratee)lc focus

SOCO finished FY25 in a stronger position than it ended FY24, with initiative progress yielding

Improvements for the business.

Client Invested in

. Made key
emerging

technology
capability

portfolio
rebalancing

strategic
hires

Establishing
strategic
alliances

Enhanced
operational
investments




Client perwolic and ploeline

Non-Fed Gov
Client Revenue

Q
\\\\\\\\\\\\\\\

FY24 - 58.6%

l:l Federal Government Clients @ All Other

Clients

# Clients Spending
Over $Im

on FY24

Execution of our client portfolio rebalancing, together with renewing client appetite are some
major successes for the year.

Active Client

7
o
"

R
4
&
N

FY24 —121
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OUF SEIVICES

SOCO has broadened our service offerings, which has seen emerging technology demand

growth across new clients.

« Digital transformation / workplace
modernisation continues to be a core
service area for the business

 While a small percentage of current
revenue, our focus on Data & Al and
Cyber Security now represents over 9% of
revenue

« Strategy and architecture is also an area
of focus, as we look to help our new and
emerging customers build cohesive
digital strategies that underpin their
corporate ObJeCtlveS Digital transformation

49%

Cloud &
Productivity Infrastructure

15% 13%

Data, Al &

Cyber Strategy &
Security Architecture
9% 8%

% FY25 revenue
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Reople

Improved chargeability is driving revenue uplifts while strategic hires will focus on enhancing

our sales discipline, focus and pipeline.

Head of Growth

» 20+ yrs leading high performing
sales & marketing teams

* Ex APAC Director (Med Tech —
7.5 yrs)

Avg. Revenue per
Employee

1}
$236k

FY24 - $205k




18

Operating feuncations strengthehec

Delivery control, security posture and sales discipline being embedded across the business

Delivery control

« Systems uplift:
project/time-billing
platform to improve
real-time performance
visibility

* Resource planning
process and capability
uplift

Security posture

Cyber/ISO investments
aligned to defence &
national security
requirements

Sales Discipline

Leadership additions,
including GM Growth, to
deepen sales discipline
and account development
Sharpened focus and
processes to achieve
higher win rate and deals
in high-priority sectors
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BUSINESS OVERVIEW

Partnership development

SOCO remains strategically aligned with Microsoft, and continues to pursue upstream and
downstream channel partnerships and industry platform specialisations.

data-driven Al QUeSt inforcer v
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Outleck and strategic pricrities

SOCO enters FY26 with a stronger foundation and a clear focus. While market conditions
remain mixed, these priorities position us for sustainable growth.

21

Market & Clients

Continue to build
discipline and

specialisation across target

markets

Grow recurring revenue
fromm managed services
Strengthen upstream and
downstream strategic
partnerships

Execution & Delivery

Finalise company-wide
project/time tracking
platform, enabling real-
time monitoring of
utilisation, project health
and profitability

Prudent investment and
cost discipline to improve
operational efficiency and
profitability

Growth Enablers

Invest in our people and
leadership

Continue investment in
cyber and Al capability
Embed a culture of
continuous learning and
certifications to maintain
technical edge
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Our mission is to elevate our clients, destions &

teammates and partners to become

the hero of their story, standing - Answers

shoulder to shoulder to help make
their big ideas real.
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Appeneliss cefiniticons
reconclliations

« Underlying EBIT is a non-IFRS metric and is calculated as net loss before
interest, fair value of contingent consideration, acquisition costs, share-
based remuneration, and taxes. These measures, which are unaudited,
are important to management as an additional way to evaluate the
Group's performance

« Underlying EBITDA is Underlying EBIT before depreciation and
amortisation

 NPATA = NPAT before tax-effected amortisation of acquired intangibles

* Cash conversion is OCFBIT, acquisition costs as a percentage of
Operating EBITDA

» See reconciliation to statutory measures in detailed financial statements




COMEACES

Sebastian Rizzo

Chief Executive Officer

SOCO Corporation Ltd

Email: sebastian.rizzo@soco.com.au

Tristan Garthe

Interim Chief Financial Officer
Company Secretary

SOCO Corporation Ltd

Email: tristan.garthe@soco.com.au
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Level 12,197 St Georges Terrace
Perth
WA 6000

Brisbane - Head Office

Level 4,120 Edward Street
Brisbane
QLD 4000

Suite 221, 111 Harrington Street,
The Rocks, Sydney NSW 2000

Level 49, 8 Parramatta Square
Parramatta NSW 2150

Canberra

Level 1, 42 Giles Street
Kingston
ACT 2604

Melbourne

Level 17,120 Spencer Street
Melbourne
VIC 3000
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