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Disclaimer

The informationin this presentationis of a general nature and does not
constitute financial product advice, investment advice or any other
recommendation. Nothing in this presentation constituteslegal,
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 environmentin 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 toits future financial performance or any future
matter.

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

This presentation may include information from third parties believed
to bereliable; however, no representations orwarranties are made as
to the accuracy or completeness of such information.

While reasonable care has been taken in compiling this presentation,
none of PaySauce norits subsidiaries, directors, employees, agents
or advisors (to the maximum extent permitted by law) gives any
warranty or representation (express orimplied) as to the accuracy,
completeness orreliability of the information contained init, nor takes
any responsibility forit. The information in this presentation has not
been and willnot be independently verified or audited.

No personis under any obligation to update this presentation at any
time afteritsrelease to you or provide you with furtherinformation
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.
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Highlights

Maiden net profit; advancing growth strategy

N pAT Maiden

Profit

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

$.I stm

Up $1.79m
YoY

Maiden net profit

ARR

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

s8.00m

Up 19%
YoY

Proof of concept forembedded payroli

nearing completion

Gen 2.0 payroll engine piloted successfully

1. Net profit after Tax. 2. Before funds due to customers and IRD.

Rule of 40

Self sufficient,
Surpassing Rule
of 40

46

Above industry
benchmark

Free Cashflow

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

$0.29m

Up $0.94m
YoY?2

Self sufficient cash generation re-investing

for scalable growth

Continued to outperform “Rule of 40”

benchmark



We are in transition to our
platform for the future

Gen 1.0 Gen 2.0

Existing code base
serving over 5,900
customers in NZ

Gen 1.0 goPayroll +
SmoothPay (acquisition)

Serving over 1,400
customers in NZ,
AU and Pacific Islands
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Gen 2.0 payroll engine affords
us commercial optionality

Wholesale
Payroll
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App

CUSTOMER
ACQUISITION

Rapid global
scalability by
embedding into
existing providers with
large customer base

CUSTOMER
ACQUISITION

Wholesale payroll opportunity

CUSTOMER
SUPPORT

End customer
relationship and
supportis owned
by the 3rd party
provider

CUSTOMER
SUPPORT

REVENVUE
RECOGNITION

Fixed term, multi
year contract,
invoiced annualin
advance

REVENUE
RECOGNITION

TIME TO
SALE

4-6 months
salesand
implementation

TIME TO
SALE

SALES
CYCLE

Serve new
customer base
following
implementation

PaySauce
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FY25 strategy

Loving our customers

Ourrelationship with our
customersis 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:

e Delight ouruserswithfeatures
and functionality they need and
want

Provide customers with the
knowledge and guidance they
needto be successful

Improve product and service
experiences within-app support
and guidance

Supercharge growth

We’ll deliver growth through
two distinct paths: continuing
ourwork directly with the SME
market as well as opening a
whole new opportunity with
wholesale.

To get to $S10m ARR, we will:

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

Deliver new interface for both
web and mobile

Identify newwholesale
opportunities, including new
jurisdictions

Product Partnerships

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 will:

e Create asmootherjourney for
new and existing customers

Implement Al and other new
technologies to build scalable
processes

Optimise our tech stack for
speed, security and scale



Financial Results

Jaime Monaghan, CFO



Financial results

e Maiden positive NPAT result
of $1,232k.

e Positive netoperating
cashflow* of $1,475k.

e PaySauce grew total
recurringrevenue 32% year
onyearduetoincreased
interestincome, additional
customers andincreased
ARPU.

e Grossmargingrew 40% year
onyear from higherrevenue
and greater efficiency.

Net profit / (loss) after tax (NPAT)

Earnings / (Loss) before tax, impairment,
depreciation & amortisation (EBTDA)

Free cash flow*

Cash and cash equivalents*

Total recurring revenue
Gross margin

Gross margin percentage

MAR 24 ($000s)

$1.23m

$1.06m

$0.30m

$0.60m

$7.57m
$5.82m

/7%

MAR 23 ($000s)

($0.56m)

($0.08m)

($0.64m)

$0.50m

$5.72m
$4.15m

73%

*Excludes funds due to customers and the IRD, collected in performing ourrole as a PAYE intermediary.

Change

$1.79m

$1.14m

$0.94m

$0.10m

32%

40%
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Revenue growth

e RecurringRevenue grew 32% to $7.6m for
the yearended 31 March 2024.

e Interestincomeup 96% yearonyear.

e Processingfees growthlowerat17% yearon
year as PaySauce continues entry into new
verticals, starting with plumbers, gasfitters
and builders.

e Growthinprocessingfeescame from
/% increase in customer count,and a 6%
increase in ARPU.

$8M

$6M

$4M

$2M

$OM

Recurring
revenue

$7¢6m

A 32%

Mar 21 Mar 22 Mar 23 Mar 24

PaySauce
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Results summary

e PaySauceinvertedthe gap between
Revenue and Expenditure in FY24,
increasing revenue 33% year on year

whilst curbing expenditure growthto 18%.

e Afteradjustingfortheimpact of deferred
taxonrevenue* - PaySauce delivered an
improvement of $0.7minthe bottom line
with an underlying net profit of $0.2m for
the year.

e Freecashflow (excluding movement
of funds held on behalf of customers)
increased by $0.9myear onyear for
March 2024.

Profitability
$8M
$6M .
$4M
@
$2M 4
Mar 21 Mar 22 Mar 23 Mar 24
Revenue* @ Expenses

*Revenue excludes deferred taxincome arising from the recognition of deferred tax from losses carried forward.

Free cash flow

(excluding funds held on behalf of customers)

$0.50M

$0.00M /

-$0.50M

-$1.00M

-$1.50M

-$2.00M

Mar 21 Mar 22 Mar 23 Mar 24
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Reinvest for long term growth

e PaySauceincreasedinvestmentintoresearch R&D investment
& development by 12% year onyearto $2m.

$2.00M
e |Investmentincluded additional headcount

- growing 50% year on year andincluded $1.50M
several key hires that have led to
improvements both with the structure of the
team, and the security of the product.

$1.00M

$0.50M

e PaySauce migratedto AmazonWeb Services <0.00m
(AWS), enhancing scalability options and Mar 2] Mar 22 Mar 23 Mar 24
greater flexibility to optimise development
release cycles.




Customer metrics

CAC
$5 1 o PaySauce

New customer joins

e Fewercustomersacquired, and costto
acquireincreased.

e Higheraveragerevenue percustomerdueto
price increases and higherinterest rates.

e Costtoserveeachcustomerincreased
slightly - mostly inflationary.

e Customerchurnincreased slightlyto1.18%
permonth, reducing the implied customer
lifetime.

e Increaseincustomersto /7,368 and customer
lifetime value to $5,890 per customer resulted
ina23% increaseintotal customerlifetime
value to $43.4m

*PaySauce changed the methodology in how it recognises customer activity during the period. Refer to
the annualreport for full details on the impacts on comparative customer metrics.

A 24%YOY

Customer acquisition
(CAC)

$510 per customer

Customer
Lifetime

Customer stays
7 yrs with PaySauce

Customer lifetime

V 3% Yoy Average monthly churn
of 1.18%

CLTV

$5,890

A 15% YOY Customer
lifetime value

CLTV:CAC (CLTV)
12.1 $5,890 per
[ customer

Flat YOY

ARPU

$91 Customer pays
a monthly

———___ subscription

1% YOY

Recurring revenue
(Monthly): $91per
customer

CTS

$21 Customer receives
support

6% Yoy Cost to serve (CTS)
(Monthly): $21per customer

Total customer
lifetime value

At 31 March 2024

$4L3.4m

A 23% voy
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Questions

“] am proud of the advances we’ve made in
our technology and the future opportunities
on offer as a result, particularly in relation to
our wholesale payroll solution. We now have
all the building blocks for an acceleration of
growth.

| look forward to sharing our progress next
quarter and at the Annual Shareholders
Meeting in September.”

Asantha Wijeyeratne
CEO, Co-founder

25.98% shareholder
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PaySauce
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Glossary

Recurring Revenue: Recurring revenue
isrevenue thatis expectedtorepeat
each periodinto the future. For
PaySauce, thisis 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 (only interest earned on funds
held on behalf of customersisincluded
inrecurring revenue).

ARR: The totalrecurring revenue for the
last calendar month of the reporting
period, multiplied by 12.

ARPU (monthly): Average revenue
peruser (monthly)is the total recurring
revenue for the month, divided by the
total customers processing payroll that
month.

Gross margin: When discussed as a
SaaSterm,istherecurringrevenue of
the business, less the cost to serve
customers. Thisis often then expressed
as a percentage, where the gross
marginis divided by the recurring
revenue.

Churn (monthly): Churnis expressed

as a percentage calculated as the net
reduction of customersin a calendar
month divided by the total customers at
the start of that month.

LTV: Lifetime value is the estimated
value of acustomer overits lifetime with
PaySauce. Thisis 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: Thisratioreflects the return
oninvestment for customer acquisition.
Itis calculated by dividing the lifetime
value of a customer by the customer
acquisition cost (per addition).

Free cash flow: Cash flows generated
from operating activities less cash flows
used forinvesting activities (excluding
funds held on behalf of customers).

PayNow: Aunique feature in the
PaySauce mobile application, which lets
employee’s access the money they've
already earned, effectively letting them
choose their own payday on demand.
Refer to paysauce.com/paynow for
further details.

Rule of 40: The rule of 40 provides
abalanced 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.

EBTDA: Earnings Before Tax,
Depreciation and Amortisation

is calculated by adding back
depreciation, amortisationand

income tax expense to the amounts
reportedinthe NZIFRS-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 inisolation, not
considered substitutes formeasures
reportedin accordance with New
Zealand Equivalents to International
Financial Reporting Standards (NZ
IFRS). Refer to the PaySauce Annual
Report for furtherinformation.
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85 The Esplanade, Petone,
Lower Hutt 5012, New Zealand

WWW.paysauce.com/investor




