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Opy USA Update Executive Summary

Diversified Global Fintech

Upto24
months

* The most flexible installment plansin
the market, partnering with merchants
for fit-for-purpose solutions (OpyPay)

* End-to-end B2B trade account
management for leading corporates,
via a SaaS$ solution with no balance
sheet risk to Opy (OpyPro)

Ready to Launch

I—
v Unquestionable financial backing

(equips Opy with a US$271.4 Goldman 4
@D million receivables facility) Sachs  araiava
m v Accelerated access to the US market
I—

]

(enables Opy to offerloansacrossthe  cross river*v
US, including those with fees)

v Tailor-maderisk solutions for the US .
(enables Opy to extend low-cost loans Eexperianm
to a greater number of consumers) =

Differentiated US Proposition

* Larger and longer than the pay-in-four BNPLs
* More responsible than traditional credit
 Targeting high-ATV verticals underserved by the competition:

[y IR
= T 2

N E ———
Health / Dental Veterinary Education Auto Repair  Home Repair

£
Big Ticket

Ready to Scale

v’ Distributes OpyPay to more than
2,500 healthcare providers and

& ezyVet

1,200 veterinary clinics in the US pat|entN°W
v Enables OpyPay on Everyware,
making Opy the first US BNPL EVERYWARE®

offering Pay-by-Text

v' Distributes OpyPro to more
than 2,000 enterprise-grade
Kyriba clients world-wide

kyriba

opV



Company US Opportunity US Launch | US Scale

The better
>\versic:n of BNPL

C We provide longer, larger, customized
installment plans in verticals we own
and can make a true difference,
with a mission to change the way

Q) people pay, for the better

2,
~3The Lower Cost Alternative.

c opY




Company US Opportunity US Launch | US Scale

Diversified to

trade credit

I
C We eliminate manual processes to create

a frictionless B2B buying experience to
increase working capital, accelerate
growth at scale and improve supplier-

q) buyer relationships.

2,
“—The B2B Solution of Choice.

c opY




US Opportunity

Differentioted Pay-in-4 Providers —» ODU <—— Traditional Credit / POS Financing

US strategy

consumer

merchant . )
blended, flexible funding models -

sy funded

In the US, we offer flat

>%products that are: Ticket <$200 $500 -$20k $2k - $20k $20k - $50k
Iargerand Ionger than Tenure 274 months Up to 60 months

pay-in-four (up to
$20k and 24 months) Rate 0-5% 5-9.99% APR 14 - 36%+
¢ more responsible Large Dollar Larger Dollar Home Repair
than traditional credit N Travel Auto Repair Retalil Retalil
. i Auto Financin
embedded |n.chosen evelen Professional Healthcare g
h|gh-ATV verticals Certifications Veterinary
@D Small Ticket
Retail
“As many as 111 million U.S.
consumers want to use BNPL
plans for purchasing high-value Opy closes the gap between BNPL fintech and traditional credit
products and services.” — targeting unserved verticals with high average transaction value

- The Next BNPL Horizon, PYMNTS.COM and AWS

opV




Untapped
US verticals

We've already begun
>sping into a massive
addressable market
|
lucrative verticals with

high transaction
values ($1,000+)

complacent
competition charging
>36% APR on
continuously
revolving products
access to big-ticket
retail through known,
low-risk customers

al use on

bie Market '
\'P‘adte.ss“....--.....
\@Q . ';:adfes“‘bfe. Market <
o e .®® s ® Ce, .
(9\600. .@$.?:" :
S0 2,
ij;it:'}t:-
g, ..‘;’J..-'
.. o..
D US$829bn
* . O,
: - OPY US
° Target Market
. .
L .
.. -.

Company| US Opportunity | US Launch

Target Verticals

underserved by BNPL fintechs and
occupied by complacent incumbents

Healthcare
$218bn 913

Education
$89bn 14-16

Auto Repair
$65bn 16

Home Improvement
$78bn

Pivot to big-ticket:

Big-Ticket Retail
follow good customers
to vertical complements

$379bn 7

US Scale

opV


https://my.ibisworld.com/us/en/industry/45321/industry-at-a-glance
https://www.cnbc.com/2020/09/19/coronavirus-how-the-pandemic-has-impacted-luxury-retail.html
https://my.ibisworld.com/us/en/industry/44311/industry-at-a-glance
https://my.ibisworld.com/us/en/industry/44411/industry-at-a-glance
https://my.ibisworld.com/us/en/industry/44131/industry-at-a-glance
https://my.ibisworld.com/us/en/iexpert-risk/51113/iexpert-risk#key-industry-data
https://data.census.gov/cedsci/table?q=all%20sectors&tid=ECNBASIC2017.EC1700BASIC&hidePreview=false
https://my.ibisworld.com/us/en/industry/52411b/industry-outlook
https://data.worldbank.org/indicator/SH.XPD.OOPC.CH.ZS
https://my.ibisworld.com/us/en/industry/54194/key-statistics#industry-data
https://www.ibisworld.com/united-states/market-research-reports/pet-insurance-industry/
https://www.ibisworld.com/industry-statistics/market-size/education-consultants-united-states/
https://www.prnewswire.com/in/news-releases/academic-e-learning-market-cagr-11-23-by-2025-valuates-reports-807219794.html
https://my.ibisworld.com/us/en/industry/61111b/key-statistics
https://my.ibisworld.com/us/en/industry/81111/industry-at-a-glance

Imminent
US launch

Our go-to-market

%egy now
complete, we're
ady to embark
on our US growth

@' October

V( Unmatched team

V( Localized solution

V( Regulatory permission

7 Marquee funding

7 Customized risk models

Iz Scaled payment partners

Iz Scaled distributors

Opy adapted to fit US

regulations & needs
. ’/

cross river:

{

ATALAYA

e, .
*experian.
worldpa

cZY EVERYWARE®

25+ senior executives
in fintech, payments

US Launch




Unmatched

US leadership

We've assembled the
best team in US fintech —

decades of experience in

ayments, banking, fintech,
regulatory, and retail.

elected team member experiences

AMERICAN Z

EXPRESS SLI.\IT‘RL‘S‘J‘ 0
Vanguard

Office of th

. »
ZcareCredit” £ Snumetms sime cunency

ISA ndeck
synchrony

AN
CREDIT SUISSE
1 LPL Financial

Global Management

Michael Eidel
CEO
fmr MD, Credit Suisse,
CommBank, McKinsey

M

Jussi Nunes
CFO
fmr CFO, CommBank, ANZ
Bank, GE Capital

Ed Bunting
CO0&GC
fmr GC, Meydan Group
Solicitor, Ashurst

Tim Lewis
CTO
fmr CTO, eNett, WEX,
Experian

Strategic
Advisors

Brian Shniderman
US CEO, Global CSO
fmr Senior Partner, Deloitte

30-yr payments veteran

Brett Adams

SVP, Mastercard
Accenture

Ryk Neethling

CTO, Angle Finance
Vanguard

&

Lloyd Wirschba

CEO, Barclaycard US
SVP, Amex

Efrat Yellen

SVP, Deloitte
AppCard, Merrill

Mike Smith

VP Synchrony
GE Capital

Jordan Hudis

Director, OnDeck,
Capital One

Doug Gross
CEO, NGDADA
Exec Dir, FIS

Gary Stein

Dep Asst Dir, CFPB
30years in payments

Beth Zampieri

Division VP, ADP
Director, Amex

&

4

Sharon Greenbach

Sr Counsel, USAA
OCC, State Farm

Troy Carrothers
SVP, Kolhs
VP, Citi

Michele Raneri

VP, Experian
Sr Director, Citi

AVP,
Care Credit

David Dancer

VP, Visa
American Express

Mark Ecrhardt

SVP, Fifth Third
25+ years banking

US Launch

US Management
1 1

Kim Schwendeman

SVP, Elavon
Suntrust, WorldPay

&

Glenn Drake

Regional VP, Jaguar
Land Rover

-

4

Tim Courtney

VP, LPL, Wells Fargo,
US Secret Service

e
{

lan Footit

Senior Partner,
Deloitte




Unquestionable
financial
backing

%Idman Sachs &

gtalaya Capital Partners

O
Q

A
@A

L4

US Launch

Triples Opy'’s credit facilities to support its US scale
Provides US$271.4 million receivables warehouse facility

Large, competitive facility with marquee lenders that takes
advantage of established and efficient capital markets

Goldman Sachs provides Opy with senior financing allowing
Opy to offer affordable products

Atalaya allows Opy to increase leverage against the same pool
of assets, reducing the equity needed to fund the portfolio

Enables Opy to offer affordable financing rates to US consumers

A\

ATALAYA



Accelerated
access to the
US market

%{tnership with

gross River Bank

Q

A
@A

L4

US Launch

Fast-tracks Opy'’s ability to provide OpyPay consistently across the US

Enables a balanced and sustainable business model including a mix of
responsible consumer fees and flexible merchant fees

Enables Opy to offer closed-end consumer loans up to US$20,000, with
terms up to 24 months

CRB underwrites the loan using Opy’s risk models, its own credit
underwriting and regulatory framework

Opy services the loan, retaining control of the consumer experience

s

Cross river:




US Launch

= Enables Opy to manage risk, guide users to make better financial
TQ i |Of' mode decisions, and extend low-cost and more affordable and
transparent loans to a greater number of consumers

risk solutions

=  Partnership to design custom tools fit for purpose for Opy that

fOf the US entail risk, decisioning, Bl, Al, and growth analytics — leveraging
% : . over 20 industry leading solutions
Clstomized decision
. .
ols forthe US market = Will generate a unique Opy score for approved customers,
E( including a First Step program for those who don’t qualify for

Opy on their first application — but may in the future

@ =  Opy will report and furnish data to help consumers ladder up
their credit score, which increase their credit options

A
@A

L4
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Over 1,200
veterinary
providers

%cess to 25% of

I .
@e veterinary
loud software

@a rket via ezyVet

Q

US Scale

Distributes OpyPay through a leading practice management
platform used by over 1,200 US veterinary hospitals and clinics

Global reach to over 40,000 licensed users and 2,000 practices

Specialty veterinary market in the US has much higher
transaction sizes due to medical technology and innovation
(e.g., MRI, CT scans, ultrasounds, reconstructive surgery)

Will feature full-scale integration with partner practices to deliver
Opy’s flexible payment plans




US Scale

Over 2,500 = Distributes OpyPay through a leading practice management
heolthco re platform used by over 2,500 healthcare providers in the US
providers » Gains immediate access to Healthcare, including higher-cost,
> fast-growing treatments (e.g., elective life-changing procedures)
S tical r.eaCh i.nto = Will feature full-scale integration with partner practices to deliver
Qhealth with PatientNow Opy's flexible payment plans

= Partner’s patient-centric approach consistent with Opy’s values

O
Q

A
@A

L4

PatientNow

PRACTICE WITH PURPOSE



Distribution

via SMS
pavments

The first US BNPL

@ﬁering Pay-by-Text,
ia Everyware

US Scale

Distributes OpyPay through the market-leading contactless payments
and customer solutions company including Pay by Text (SMS)

Partnership to co-market OpyPay to Everyware’s extensive merchant
footprint in verticals such as healthcare and automotive

Addresses the 69% percent of US consumers who would be more
likely to pay bills on time, if they were presented via SMS

EVERYWARE®




Significant
OpyPro channel
partnership

Distribution via Kyriba

Q'easury management

Q

A
@A

L4

US Scale

Distributes OpyPro to more than 2,000 enterprise-grade Kyriba
clients world-wide, via an established treasury management solution

Strategic partnership to introduce the OpyPro SaaS solution for B2B
payments to Kyriba clients to improve their working capital
performance and strengthen customer relationships

Expands the reach of OpyPro throughout the US market




BNPL 2.0: how Opy drives massive efficient scale in the US

OpyPay formula
for massive scale AN

Enables balanced consumer
& merchant revenue mix

Unlike Pay-in-4s, we distribute through Undenwrites using risk
ners with massive merchant footprints, models designed by Opy
, Originates on behalf of Opy
and we're powered by expert partners

funding  GOIAMAN .
partner — SACNS  ar

e Up to $270M facility
o Efficient senior and mezz

capital to fund US growth
owns customer and

ample leverage models — how we efficientl merchant relationshi
P

access millions of OpyPay customers szsllgrn/ng *8kperian.

onl

\ ) \ /_ : e Customized tooling for
| J ] dental service ] USinsurer credit risk and decisioning

e Cross-vertical application

I~ 1,000 dentists x 100k doctors
;],SOO patients X 800 patients

) 1.5million 80 million
consumers consumers

AN _/

LIC A

N
o

US Scale

/74
Health / Dental
{

PatientNow Veterinary

PRACTICE WITH PURFOSE

2,500+ health practices

o ezyVet =
1,200+ veterinary practices Education

EVERYWARE®
Pay by text

Other significant
merchant

aggregators
Home Repair

W

Big Ticket



OpyPro Leverage Model (Global)

OpyPro formula
for B2B scale

Business Account Management SaaS
ution to simplify your trade accounts

Credit

— . partner ,|||| lumi
«_ Business customers can start (optional)
shopping ‘on account’ straight * Lumi offers funding to
q q keep OPY capital-light
away, online and in-store.
Automated digital onboarding o In discussions with
and credit checks for business additional funders in

target markets

customers in under 10 minutes.
Simple, automatic technology suppliers
reconciliation of customer
payments and accounts

*J] Pure SaaS - capital light, high
margin, no risk to Openpay

al use on

Oro

onboards and reconciles
on behalf of seller (tech)

2,000+ corporate
clients

Typical corporate
client has tens of
thousands of
business customers

WOOLWORTHS GROUP

40k+

@

kdgan

trade customers
across the group

for business
customers

. for business

customers

US Scale

businesses



Transforming Opy over
3 years post US launch

Our US ambitions to transform and
>;<)w Opy by orders of magnitude

Growth drivers:

» Targeted average transaction value
>US$1,000 - via high ticket verticals

Efficient distribution through partners
e.g., ezyVet, PatientNow, Everyware

Streamlined cost base over a significantly
increased total transaction value

Efficiencies via financial partners e.g.,
Cross River, Goldman Sachs, Experian

OpyPro growth (capital light; pure SaaS)
through partners e.g., Kyriba, HP

ee disclaimer slide in relation to these ambitions. Chart scale indicative.

al use onl

Company| US Opportunity

Future
Target Addressable Market Capture

US Launch

US Scale
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Shoulder

surgery for

Mike Accounting
classes

‘ for Eva

- New New
alternator kitchen for
the family

)
V - for the car

Trade
finance for
the family
business

Soccerclub

. b A for Brianna

Teeth
cleaning for
Opy

&\a

-

. £



e can’t wait
or what’s to come.

PY

Contact: Michael Eidel
Managing Directorand CEO
investors@openpay.com.au

Aline van Deventer

Head of Investor Relations
Mobile: +61423 5534 34
investors@openpay.com.au



Disclaimer.

This presentation (Presentation) has been prepared by
Openpay Group Limited (ACN 637 148 200) (Company). Any
references to “Openpay” or “Group” in this Presentation refer

to the Company and its controlled entities.

The information in this Presentation contains summary
information about Openpay and its activities as at 7 October
2021, is correct as at the date of this Presentation and is of a
general nature and does not purport to be complete. It should
be read in conjunction with the Company’s other periodic and
continuous disclosure announcements lodged with ASX. This
Presentation has been prepared without taking into account the
objectives, financial situation or needs of individuals and is
provided expressly on the basis that you will carry out your own
independent inquiries into the matters contained in this
Presentation and make your own independent decisions about

the affairs, financial position or prospects of Openpay.

This Presentation is for information purposes only and is nota
financial product or investment advice or a recommendation to
acquire Company shares. The information in this Presentation
has been prepared by the Company in good faith and with due
care, but the Company does not make any representation or
warranty, express or implied, as to the fairness, accuracy,
correctness or completeness of the information, opinions or
conclusions contained in this Presentation. The information in
this Presentation is subject to change without notice and,
subject to any obligations under applicable law, the Company
does not undertake any obligation to update any information
contained in this Presentation, including any errors or omission,

or otherwise arising in connection with it.

This Presentation includes a number of non-IFRS measures,
including EBITDA. These non-IFRS measures are used by
management to measure the performance of the business.

These measures have not been subject to audit review.

All financial information has been prepared and reviewed in
accordance with Australian Accounting Standards. The
Company believes that this non-IFRS financial information
provides useful insight in measuring the financial performance
and condition of Openpay. Readers are cautioned not to place
undue reliance on any non-IFRS financial information. This
Presentation contains certain “forward-looking statements”.
Forward-looking statements can generally be identified by the

use of words such as “may”, “will”, “expect”, “intend”, “plan”,

“estimate”, “anticipate”, “believe”, “continue”, “objectives”,
“outlook”, “guidance” and similar expressions. Indications of
plans, strategies and objectives or management, sales and
financial performance are also forward-looking statements.
These statements are based on an assessment of present
economic and operating conditions, and on a number of
assumptions regarding future events and actions that, as at the
date of this Presentation, are expected to take place. While due
care and attention has been used in preparing any forward-
looking statements, any such statements, opinions and
estimates in this Presentation, are based on assumptions and
contingencies subject to change without notice, as are
statements about market and industry trends, projections,

guidance and estimates.

Forward-looking statements are not guarantees of future
performance and involve known and unknown risks,
uncertainties and other factors, many of which are outside the
control of Openpay. These forward-looking statements are
subject to various risk factors that could cause Openpay’s actual
results to differ materially from the results expressed or
anticipated in these statements. Readers are cautioned not to
place undue reliance on forward-looking statements, which are

current only as at the date of this Presentation.

The information in this presentation is general in nature and is
provided in summary form and is therefore does not purport to

be complete.

Openpay’s US ambitions are not guidance and there are
greater risks and uncertainties in connection with these
ambitions. The indicators provided in this presentation are
provided to illustrate some of the outcomes which
management is currently focused on delivering across the short
to medium term. Each item and action is subject to a range of
assumptions and contingencies, including the actions of third

parties.

To the maximum extent permitted by law, the Company and
each of its affiliates, directors, employees, officers, partners,
agents and advisers and any other person involved in the
preparation of this presentation disclaim all liability and
responsibility (including without limitation, any liability arising
from fault or negligence) for any direct or indirect loss or
damage which may arise or be suffered through use or reliance
on anything contained in, or omitted from, this presentation.
Openpay accepts no responsibility or obligation to inform you
of any matter arising or coming to their notice, after the date of
this presentation, which may affect any matter referred to in this

presentation.

The views expressed in this presentation contain information
that has been derived from publicly available sources that have
not been independently verified. No representation or warranty
is made as to the accuracy, completeness or reliability of the
information. This presentation should not be relied upon asa

recommendation or forecast by Openpay.

openpay



