Digital financial
solutions.
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HIL is a fast growing and profitable fintech
focused business.

R1.8bn

Group revenue flat on LY

1.68m

Group customers up 14%

R872m

Fintech revenue
up 29%

R285m

Increase in operating
profit of 25%

2 570

Further 220 merchants
on board

95%

Fintech contribution to
profits before group costs

70c

Dividend per share
up 9%

81%

Transactions
conducted digitally

R3.9bn (i

R568m additional cash
collected from customers




Our customer is a digitally savvy urban African women.

Our digital businesses are loved by customers as they
enable online and instore shopping and access to
financial services solutions 24/7

1680 000

Group Customers

1203 500 .. s2yrs 141K 14%

Avg. Customer Avg. Increase in
97% digital users Age Income Customers

5 8 6 3 o o R 60% of our consumers are
B Millennials or GenZ
Mainly Living all

32% digital shoppers
s [ oo S
women areas
18-29 30-39 40-59 O+
30% ﬁ Customer age profile
men

70% 77%
women urban

Digitally engaged customer base

Note: Customer overlap between Fintech and Retail 110k



Digital first strategy has driven spend,
automation and delivered efficiency.

Group digital
transactions %

75 81

65
53
43

2019 2020 2021 2022 H12023

Web /Mobi

1.3m

Average monthly users

Direct cost per
digital transaction

31 490

366

270
224

2019 2020 2021 2022 H12023

Monthly App Users

507k

Strong adoption

Avg. monthly
digital users

1249 1276

952
780

551

2019 2020 2021 2022 H12023

Social followers

1.28m

Instagram and Facebook

y

941 ol T -

finchoice |wgout| =

Make a payment arrangement

Accountsin arrears

QOverdue accounts impoct your credit
score. Missing poayments will impact your
ability to get more credit

12 Month Flexi

Make a payment? ®

Please select an amount

MobiMoney

ed monthly instalment: R 21371

Make a payment?




Digital =
Customer

Heritage
Homechoice brand

Sizeable female mass
market customer
base

Finchoice leveraged
the base with
personal loans

Data analytics to
control risk

Mobile tech focus
with strong UX giving
her access 24/7

Product

Innovation

Launched pioneering
credit backed wallet

Introduced
standalone insurance
driving fee income

Pivoted origination
to digitally sourced
external customers

Customer App now
driving high
engagement and
utilisation

1,203,500

Fintech Customers

Launched
Payments

Acquired PayJustNow
— digital payment
provider

BNPL product with
high customer appeal
Straight Pay being
launched

Retail Credit proof of
concept

PJN launching digital
wallet with refunds
direct to customer

2,570

Retail Partners

Fintech transformation delivered through focus on digital
customer, product innovation and purposeful acquisition.

&
B2B Vertical

Proprietary
Merchant App

Real time data
analytics and
insights

PJN substantial
traffic provides lead
referrals

Developing Search
and Discover
capability

Unigue merchant
deals offered to
growing base




Weaver Fintech empowers its female customer
base with inclusive digital financial solutions.

d P (C)
&

97% of 65% of financial Outstanding
transactions transactions Goc?gle customer
digital by women ratings

High digital adoption Finchoice 4.6

by women driving PayJustNow 4.7
strong participation

Creating financial
access with digital
product offering

“Mobimoney assisted me in registering for
my part-time studies. Thank you
MobiMoney you are the best! .

Nomonde from Johannesburg

“When Finchoice helped me with Funeral
Cover, it relieved a lot of stress and gave my
family member and honorable funeral. ”

Joslyn from Tswane

“I needed a loan for my child’s
school fees and Finchoice was
there to help me. ”

Phaphedi from Tzaneen

“PchustNow is exactly what | needed. The
app is easy to use and they have partnered
with great stores. | have been given the best
service and would recommend anyone to
sign up with them. ”

Sihlesethu from Kwamashu




Finance



Weaver Fintech driving digital revenue and group profits.

Group Revenue (R'm) Operating Profit (R'm) Operating Profit Margin (%)

285 6
1,759 1753 ‘
228 13,0
2022 2023 2022 2023 2022 2023
Digital Revenue (R’'m) Collections (R'm) Dividend (c/share)
989
884 -
3939

3371

2022H1 2023H1 2022 2023 2022 2023



Driven growth in digital revenue
and good profit conversion.

Revenue held at R1.8bn
« Digital revenue growing 12% on strong Weaver Fintech performance

« Feeincome now 21% of revenue (LY 18%) from insurance and
payments growth

+ Retail sales down 26%, impacted by further credit risk tightening and
market challenges

Gross profit margin to 43.6% (down from YE 2022 46.6%)
« Impacted by currency and supply chain
+ Implemented Smart Fulfilment system to deliver future efficiencies

Debtor costs down 3% from credit tightening
« Gross debtor books up 6.4% to R5.7bn
« Appropriate impairment provision cover maintained

Trading expenses up 8%
* Retail’s restructured cost base down 3%
+ Fintech cost base investment for scaling digital growth

Operating profit increased 25.0% to R285m
+ Fintech contributes 95% of profits before group cost
« Operating margin increased to 16.2% (2022 H1: 12.9%)

Profit before tax up 7% to R186m
+ Impacted by 83% increase in interest costs
« Weaver Fintech growth offsetting Retail underperformance

Revenue

Finance income

Fee and other income

Retail sales

Gross profit

Gross profit margin

Debtor costs

Trading expenses

Other income, gains and losses

Operating profit

Net interest expense

Profit before tax

Taxation

Profit after tax

JUN 2023
Rm

1753
786
373
594
259

43.6%

(499)
(651)
17

JUN 2022 %
Rm change
1759 (0.3)
651 20.7
309 20.7
799 (25.7)
386 (32.9)
48.3% 4.7)
(516) (3.3)
(604) 7.8
2 >100.0

228 25.0
(54) 83.3
174 6.9
(24) 50.0
150 -




Tightened credit risk given challenging consumer environment to

improve quality of books.

WEAVER FINTECH CREDIT
Gross book (R’bn) Stages 2 and 3 cover (%)
3796
711 70,7
2831 Up 1\
34%
2022H1 2023H1 2022H1 2023H1
Debtor costs (R’'m) Provision % of gross receivables
291 350 15.2 16,0
2022 H1 2023H1 2022H1 2023H1

Stricter credit-granting criteria, shorter terms and increased mix to
proven existing customers result in well-managed debtor costs growth

Digital payment strategies maintain collection rates

Increased provision to 16.0% and held stage 2 and 3 cover ratio for
market factors

QY reawL creDIT

Gross book (R’bn) Stages 2 and 3 cover (%)
2034 66,9
1866 63,9
2022H1 2023H1 2022H1 2023H1
Debtor costs (R'm) Provision % of gross receivables
32,8
225
149
2022H1 2023H1 Azl 2R

New acquisition scorecard and conservative customer limits have
reduced sales (and the retail book) with improved debtor costs

Refined digital collections strategies increased payments performance
Provision rate held at 32.8% with prudent 63.9% stage 2 and 3 cover
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Successfully increased funding facilities to R3bn to
support fintech growth.

Trade and loan books (R’'m)

5662

4 865

2022 H1 2023 H1

Summary Group Cash Flow

Fintech disbursements (R’'m)

Sl \rierkly JUN 2022

Operating cash flows

2391

2023 H1

% change

Working capital

22.6

Cash used in operations

(23.6)

(@19))

Capex

(86.5)

(32)

Cash balance

100

Net debt*

(11.5)

Net debt : net receivables*

44.2

* Net debt : net receivables plus property market value

Net debt excludes lease liabilities

22.9

Group collections (R'm)

3371

2022 H1

86.5%

Improvement in cash used in operations
from management of working capital

R1.6bn

Cash and Undrawn facilities post
July funding refi & upsize







Agile fintech business delivering profitable growth.

R872m R307m R3.1bn

Revenue up 29% EBITDA up 43% Cash collected up 26%

1.2m 2570 582k
Fintech customers up 28% Merchant partners with over App Users with

in H12023 5900 points of presence adoption up 40%
R2.4bn R544m R68m
Loan disbursements Gross merchandise value Standalone Insurance

up 12% from BNPL up 149% up 29%



Weaver Fintech offers digital financial solutions and enjoys high
customer engagement and adoption.

Rapidly growing fintech customer base

w7
»finchoice

Finchoice helped me ) :
when | needed it most §.. 2w 63% 64%
and my relationship with : :

Finchoice is long-term.. i Women Women

Hlohlori

R15.2k R16.2k

Av income Av income

PAYJUSTNOW

x

“‘( :'“ x a
>, R A | am using this platform

‘.' : o o
450 3 for a while now and | can |8 48 /O 76 /O
. honestly say that .
218 180 . -2 PayJustNow is amazing. Gen Z / Gen Z /
201 41 A =, Y Millennial Millennial
ngpiona Monica G
316 344 e {
. R 89% 75%
2019 2020 2021 2022 H12023 ".. X : : j o o
: : Retention rate GMV from repeat
Il Finchoice PayJustNow [l Overlap of customer of active loan customers

customers




Developing product suite drives growth and value for

customers and merchants.

Customers

suite of digital lending,
insurance and payment
solutions

1203 500
customers

Straight Pay

BNPL

Retail Credit
Pay

Wallet

Personal
Loan

Insurance

I 2
L/ A

el
N
N\

Inflow Payments

Product Insurance
Analytics

Merchant
Deals

Search and
Discover

Merchant App

Merchants

an integrated trading
solution

2570

merchants
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Hyper personalisation unlocks customer product
progression and cross-sell.

9:41

< PAYJUSTNOW

11:46 @ All Deals (3)
facebook

Q Gaining good momentum on

PayJustNow have made buy now, pay later so easy! What's more, C rOSS _Sel I i n g pGy m e nts G n d IOO n S

they don't charge fees or interest! We know you will love...

Mestour Theyps oo Increased customer base overlap
oo FATER ‘ by 57% to 41,000 customers

PAYJUSTNOW *

» finchoice Partner Offer

Driving real time personalised
offers with improved conversion Evaluated through API

applying: personalisation

Short Term Loan 3 Month

@ rovoncome « Machine Learning Response

&

We've made it our mission to help you shop and manage | Y IOde|S
your finances responsibly. Our customers have asked us

for more options when there’s more month tha... ¢ ® Alte rnctive dato SOU FCGS

{; Customer @ Propensity
5(:5}’ Preferences , Modeling

(@@ Customer a Customer
,\ Brand - Attitudes =} Credit Profile
%\ Handshake




Tech innovation drives higher customer adoption and growth.

Retail Credit

MacBook Air

RI18.499

MacBook 32¢

now

finchoicePay

Nths with FinChoiceoPay

Launched with select
merchants offering
unique payment product
in flow using API
technology

Digital insurance

R

finchoice

Your cover summary

Please read through the details
below & click "ACCEPT".

Cover type: Accident Plan
Cover amount: R50 000
Premium per month: R39/pm
Beneficiary name: John Sample

Terms and conditions ves @

Do you agree to the
of this Accident Cover?

Debit order conditions ves @

| agree to pay the monthly premium
of which will be debited from my
Standard Bank account

on the Ist of each
month as per section 8 of the

Full digital integration
with new features and
upgrades driving
conversion

E-wallet

PAYJUSTNOW #

My Wallet

Wallet Balance R300.00

(@ Verify my account

Transaction History

Paid: 16 Aug
Ref No. #018708343
Wallet Applied: -R300.00 >

Refund: 29 July

O Ref No. #14598334

+R200.00 ?

Paid: 15 Jul

O Ref No. #103867059
>

Wallet Applied: -R700.00

Introducing a refund
wallet driving more
spend within the
network

Selfie

Selfie Verification

Technology driven solution
making our customer feel
safe and secure by
providing increased fraud
protection
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Weaver Fintech delivers consistently
strong profit growth.

Fintech revenue of up 29% to R872m

Finance income benefitting from book growth and increased
repo rate

Fee income increasing by R65m to 33% of mix driven by
insurance and payments

Heightened levels of debt review exhibited in the market
softening interest income

Debtor costs well managed with 20% growth

L]

L]

Debtor cost to revenue reducing to 40% (LY: 43%)

Strong performance compared with growth in gross book of
34%

Risk tightened on lowered disbursements with improved
write-offs net of recoveries

Appropriate provisions held at 16.0%

Trading expenses up increasing for growth

Investment in key resources across Technology, Insurance and
Marketing to scale

Digital operations enable cost ratios to be maintained at 27%

Profit before tax up 33% with improved margins

Growth of loans business required increased funding with
interest impacted by increased borrowing costs

JUN
2022 %
Rm change
Revenue 675 29.2
Finance and other income 456 28.9
Fee income 219 297
Other gains/(losses) 5 100.0
Debtor costs (291) 20.3
Trading expenses (184) 28.8
Operating profit 205 43.9
Interest expense 47) 80.9
Profit before tax 158 329
Average revenue per user (ARPU*) Average revenue per employee
22703 R2 890 R2.2m R2.5m
H122 H123 H122 H123

Revenue per active transacting user
** ARPU and employee revenue is based on 6 months information

18



Weaver Fintech can react fast to market changes to steer risk
as short repayment cycle and low value lending.

Consistently strong cash collections (R'm) Weaver has consistently maintained short term books*

43

4344 4297
3349 3333
0-3 months 14%
2 2457 2390 2391
2258 1013 Averoge
3-6 months 7% term of
BNPL book
6-12 months 22%
FY19 FY20 FY21 FY22 H123
Collections Disbursement
Focus on short term, low value lending to digital customers (R value)
1-2 years
30%
14 13,6 13,4 «
12,9 ’ .
12,2 Average Disbursed term
3,996
3,298 3,369 3,815 3,610
2-3 years
H12023
FY19 FY20 Fy21 FY22 H123

Average Disbursed Amount *Book age distribution from origination



»finchoice

Quality loan book with growth
well managed.

» Prudent approach to credit strategy in this tougher macro
environment

- Tightened scorecard criteria, shortened disbursement term and Applications
reduced average loan with new customer accepted

H1:2022 H1:2023

« Strategic focus on proven existing customers evident in acceptance
rates and higher average balances

« Reloan mix at 89.5% (LY: 81.3%) with modest book term increase to
20.9 months (LY: 20.1 months)

+ Digital payment strategy through use of Debicheck maintains yields Disbursed 1 3 .7 1 3 .4
ave loan term
Months Months

Vintages improving within narrow tolerance band

. . . . 2018q1
Financial Services Vintages - Total 201;2
q

120+ days in arrears and written off 201893 Averqge R8 03 7 8 52 o
o 201834 balances

2019q1
201992

20,0% 201993
2019q4

2020q1
15,0% 20202 Active
s account 82.5% 84.8%
10,0%
- holders able
to borrow

5 202193
2021q4
2022q1
202292

0,0%
2 3 4 5) 6 7 8 5 10 11 12 13 14 15 16 17 18

202293
2022q4
2023q1

Months since disbursement



PAYJUSTNOW

PJN short term high yielding book.

Revisions to underwriting criteria with tightening on
acceptance rates has positively impacted overall credit
performance

Effective management of credit limits based on individual
customer profiles with strategic increases to good paying
repeat customers

Strong fraud focus through implementation of selfie and
refining fraud velocity rules

Digital payments drive strong collections with average book
term decreasing from 46 to 43 days

New scorecard developed with dual matrix for
implementation in H2 performance

High monthly payment rates on short term book

v 1042164 1118 069

445 692

H122 H2 22 H123

H1: 2022

Applications .
accepted 82.8%

et R3740

Average
B\ollskegsize R1 341

Average
utilisation

H1:2023

R3 560

R1430




Rand billion

Top quartile performer.

Recent reduction in credit extended
across the market

35

0 T N

25
20

10
Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123

Source: National Credit Regulator consumer credit report Q12023

Portfolio quality across market based on %
balance with no arrears

>80%

- 70-80%
Finchoice top

quartile

performer

FY22 and H123

55-70%
<55%

Quartile1 Quartile2 Quartile3 Quartile 4

Source: Comparative Experian analysis of top 12 unsecured lenders Q12023

Strategically growing market share

42
4 34 134 36 37 37 36 36 o
——_ 29 S

3 v
2
005 105 L7 117 127 13 139 144 143
[
0
Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123

o== Finch oice loan disburse ment market share

e Finch oice book proportion of market

Source: National Credit Regulator market proportion by quarter

Contractual delinquency 3+ after 12 months

4 5) 6 7 8 © 10 1 12

Finchoice

Source: Comparative Experian analysis of top 12 unsecured lenders -
loans booked in 2022

Weaver Fintech
loved by customers

Empowered largely female
customer > 63% urban
women

Delivering financial access
with 24/7 digital
convenience

Working women with
dependents

Track record of strong
payment performance

Highly engaged and loyal
base with 89% retention of
active loan customers




»finchoice -

App ease of use drives increasing customer engagement and utilisation.

Disbursements (R’'m) increased on Disbursements from App up 84%
tightened risk strategy

downloads '

45%
68% 63%

Increase to
1% 19%

125,600 users

H123

H119 H120 H121 H122 H123 H122
mMobi = Other App mMobi = KwikServe mOther

1.94x

Increased
engagement

KwikServe

-

Engaged digital customer

96% 80%
Digital New loans acquired via
repeat loans digital channels



»finchoice

Driving increased usage in fintech wallet.

MobiMoney
High growth in credit-backed Fintech wallet utilisation
mobimoney wallet customers increasing (R°000) Lol
¢
(000) R476
\
Amount used: R4 522.70 \ ‘\\\
Next debit order: R729.00 due 25 May / \\
215
169 Transact with MobiMoney VIEW ALL
121
81 Send money Electricity
ﬁ_ *
Bus tickets
2019 2020 2021 2022 H12023 H12019 H12020 H12021 H12022 H12023 v Now you can Scan to Pay and buy
s tickets with MobiMoney
mH1
R4.8bn 68,800 25,000
wallet withdrawals Monthly wallet Zapper points of presence
Transactions continue enabling bill payments

since inception
to build, up 6%



»finchoice

Standalone funeral and personal accident insurance
drives fee income generation.

GWP (R’'m) growth 29% with Steadily building insurance Momentum in digital acquisition of
digital engagement customers (‘000) up 5% insurance policies (proportion %)

29%

H12019 H12020 H12021 H12022 H12023 2019 2020 2021 2022 H1 2023

Proven ability to digitally acquire insurance driving strong growth

1 Personal 2 Implemented real time Enabled customer to self-
accident cover drop-off feature 3 select funeral policy
end to end supporting conversion upgrades with 30%
digital purchase and salvage conversion

941

finchoice

R50 000 g;&i

NEW a
ACCIDENT PLAN b
Accident Plan

Make sure your loved ones are
taken care of if you pass away
or become permanently disabled

inan accident

GET COVER NOW!

o

Why take this insurance with us?,

& Claims are paid within 48 hours

V)
@
V)

25



PAYJUSTNOW

Digital payments compelling customer proposition

with high engagement.

Rapid customer adoption

1000
900
800
700
600
500
400
300
200

Strong Engagement in H1

Q420 Q121 Q221 Q321 Q421 Q122 Q222 Q322Q422 Q123 Q223

900k

Signed up

customers

Average Spend (R)

Customers increasing spend and frequency

R Millions

Growth in signed

2300

up customers

Increase in number
of transactions

H1 2022

2800

H1 2023

800 .

600 -

400

200

o .
IAIDDDD DI DD DD DD DD
@8 W 88 PR P O T W S

—e— CumNewUsersGMV ... @---- CumRepeatUsers GMV

Building loyal customer

Customer base
shopping repeatedly

Average spend
returning customers



PAYJUSTNOW

Empower merchants to onboard customers using proprietary
tech solutions.

Q PJN used by all kinds of Merchants
PayUp Merchant App
Growing merchant Active points of
base up 10% presence

Signed up users

. &
oame == OLDKHAKI  EDGARs M

Adventure oty Aere.

pumnt A

das SAMSUNG <&homechoice

2= B
bathu *)

New Sale
Captur

Initiates a customer sign
up using QR, SMS or email

51 Customer Sign Up
custome

B Quick and easy ¢

Provides real time data

Refunds

Analytics enables insights

Real time refunds

STEVE MADDEN
Support with chat via App

‘ . = ComLien
o _[USION CONVERSE
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Turnaround trajectory hampered by market

factors and credit risk strategy shifts.

H1 - Sales challenges and actions taken

Credit limit cuts and tightened
acceptance criteria which
impacted sales

Implemented a bespoke scorecard
and drove digital payments
improving risk

Loadshedding impacting customer
connectivity with reduced sales

SAPO collapsed — catalogue
distribution reconfigured by courier
and customer collection

H1 — Driving profitability

Implemented Smart fulfillment
delivery system improving CX
and reducing costs

Pivot to potentialise showroom

channel as customer shifts
shopping behaviour

Focus on increasing cash sales -
Take me Home in Showrooms
and BNPL payment method

Cost realignment completed
with significant benefits to 2024

s




H1 focused on improving credit risk. \V/,

Retail Sales down 25.6%

« Significant tightening of credit strategy
« Challenging market dynamics disrupting all sales channels ;gg‘; o
. . . Rm change
Finance and other income up 5% due to higher repo rate
Revenue 1084 (18.7)
Gross margin reduced to 43.6% .
. . Retail sal 799 25.6
« Textiles buy impacted by ZAR devaluation with prices held ctall sales (256)
« Supply chain efficiency deteriorated due to lower parcel Finance and other income 281 5.0
volumes
Gross profit 386 (32.9)
Debtor costs significantly lower at 17% of revenue Gross profit margin 48.3% 9.7)
« Lower credit limits and acquisition acceptance reducing
book size Debtor costs (225) (33.8)
» Debicheck now successfully implemented improvin i
payments yimp P 9 Trading expenses (404) 3.5)
* Appropriate provisions held at 32.8% with gains from Operating profit 38 (60.5)
smaller book

Trading expenses R14m lower

« Controlled marketing spend given risk strategy however at
a deteriorated efficiency

. Restructured cost base with benefits to FY24 Homewares offer with data led risk based decisions

Operating profit margin <2%

Digital channels sales Cash proportion Cash Collected from
mix proportion improving profitability  R1.9bn gross book

Strong cash generated from operations
« Improved payment performance with debicheck
« Tight management of working capital




Customer base impacted by lower levels
of acquisition.

Retail Sales (R'm) Active Customer Base ("000)
799
594
436
413
H12022 H12023

Attrition net of reactivation 7 20.5%

New customer growth | 26.1%

Channel Mix-Contribution

H1
2022

]

. Digital Call Centre/Agents Showrooms



Gross margin impacted by FX headwinds and supply \V/}
chain cost infrastructure.

Gross Margin Sales mixby category 1 ZAR devaluation driving higher import prices
48.3% 2,504 Competitive pricing on textiles managing mark-down
@ Textiles: 59.2% (LY: 57.9%) 2 ompetitive pricing on textiies managing md OWnS
43,6% Plugs: 26.2% (LY: 26.6%)
Hards: 11.8% (LY: 11.1%) 3 Sales miss resulted in higher stocks in core
@ Baby and Kids: 2.5% (LY: 2.5%) bedding ranges — prudent stock provisions
@ Fashion: 0.4% (LY: 1.9%)
4 Supply chain efficiency deteriorated on lower
parcel volumes — fixed warehouse infrastructure
H12022 H12023
Quality and Value Own Brand Design Customer Focus Innovation

il 32
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Significant focus on improving the credit book.

Implemented further credit actions to reduce risk and improve book quality
+ Implemented bespoke application scorecard — recent reductions in FID rates
* Increased scorecard risk prediction — risk now sloping within expectations
« Strengthened fraud defences and new fraud model - evident in reduced silent rates

+ Revisited customer limits cutting out higher risk populations and increasing exposure
to good quality customers

Early signs retail vintages stabilizing to manage within risk tolerances
» Increased level of digital collections with higher success rates proving beneficial
+ Optimised and introduced new processes in fraud and collections operations

HomeChoice Vintages excl. Cash (120 days + and written off)

450% 2020q1
202092
40,0% 202093
35.0% 202094
20211
30,0% 2021
202163
25,0%
2021
20,0% 2022q1
— 202292
15.0% 202293
10,0% 202294

2023q1

50%

20232

0,0%

H12022

New
Applications
accepted

Average 17.3

Sales Term Moniths

Average
balances

Active account
holders able to
borrow

Average
New limits

H12023

16.9

Months




R390m I 7.3% R208m

Overall retail Direct costs Indirect costs
trading costs down R14m to broadly flat

down 3.5% R179m

R50m R18m

Future cost savings from Capital
actions taken expenditure

» Right sized teams aligned with » Following capex freeze <h
business focus and implemented resumed investment in e
new organisation design technology to enable growth g

* New procurement program « Strategic move of all IT
implemented with supplier infrastructure to Teraco to
savings provide continuity and

+ Simplified operational processes stability
and digitised self-service « Smart fulfillment now live

with future benefits to supply

» Closing JHB warehouse with

reductions in logistics spend chain




Showrooms optimised to benefit from changing \V/}
customer shopping behaviour.

Digital Showrooms

14 17%

Showrooms with 4 Sales proportion

new openings in H2 up from 13%

266k 50k

Footfall Click & Collect now
20% of despatches

HOIGE
homeClos

u‘.

25%

Strong cash proportion
compared to 7%
overall

R4m

Take Me Home
(6 weeks trading only)

New store operating model implemented
with good cost efficiencies

Store redesign for smaller footprint
200-250m2in high traffic mall sites

Reduced rental and term of agreements
improving profitability

Take Me Home (cash and collect)
introduced with high adoption

BNPL payment method
(using PJN) now available in showrooms

Sales performance ahead of
overall business at |, 5%
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Profitable fintech continuing to grow rapidly.

Significant and fast growing customer base

Clear product roll-out strategy with focus on
hyper personalisation

Maximise cross-sell and bolt-on opportunities
utilising data and analytics

Digital innovation and amazing customer
experience driving retention and spend

Sy,



Disclaimer

This document has been prepared and issued by and is the sole responsibility of the management of HomeChoice
International plc and its subsidiaries (the “Company” or the “Group”). This document does not constitute or form part of any
offer or invitation to sell or issue, or any solicitation of any offer to purchase or subscribe for, any securities of the Company
nor does it constitute a recommendation regarding the securities of the Company.

This presentation may include certain forward-looking statements, beliefs or opinions, including statements with respect to
the Company’s business, financial condition and results of operations. These statements reflect management’s beliefs and
expectations and involve risk and uncertainty because they relate to events and depend on circumstances that will occur in
the future. No representation is made that any of these statements or forecasts will come to pass or that any forecast results
will be achieved.

There are a number of factors that could cause actual results and developments to differ materially from those expressed or
implied by these statements and forecasts. Past performance of the Company cannot be relied on as a guide to future
performance. Forward-looking statements speak only as at the date of this presentation and the Company expressly
disclaims any obligations or undertaking to release any update of, or revisions to, any forward-looking statements in this
presentation. No statement in this presentation is intended to be a profit forecast. As a result, you are cautioned not to place
any undue reliance on such forward-looking statements.

By participating in this presentation or by accepting any copy of the slides presented, you agree to be bound by the foregoing
limitations. No part of these materials may be (i) copied, photocopied or duplicated in any form, by any means, or (ii)
redistributed, in either case without the Company’s prior consent.
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