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Weaver Fintech momentum delivers excellent
group profits up 36%.

Weaver Fintech

95%

Contribution to profits
before group costs

Revenue

R2bn

Growing 15% on LY

Operating profit

R388m

Operating margin 19.3%

2.5m 8700

Customers growing Points of presence Transactions
rapidly up 51% up 47% conducted digitally
R5.2bn R2.8bn 95c
Cash collected up 32% Disbursements up 17% Interim Dividend per share
up 36%



Strong growth from our digitally savvy customer represents

significant market opportunity.

Group Customers up 51%

2530 000

Our female customers love our
digital businesses

Fintech Customers up 76%

2118 000

Outstanding response to product offering

Retail Customers down 10%

525 500

Credit tightening reduced base

37 years

Avg Customer Age

M%

Female customers

R15.7k

Avg Monthly Income

79%

Responsible payers

63% of our customers are
Millennials or GenZ

28% 35% 31% 5%

18-29 30-39 40-59 60+

Customer age profile

Notes:

Significant customer
growth opportunity

Total
21.4m

Unsecured
credit
18.9m

12%

Our penetration of the total

addressable market
(based on credit active population in SA)

(i) Customer overlap between Fintech and Retail 113k
(ii) Total Addressable Market based on information from Experian



Digital business drives customer adoption and automation
delivers efficiencies.

Group digital Group direct cost per Group avg monthly
transactions mix % digital transaction (Rand) digital users (‘000)
89 1800
84 40
75 1400
65 1249
53 270
952
196 780
158
»
2020 2021 2022 2023 H12024 2020 2021 2022 2023 H12024 2020 2021 2022 2023 H12024 ;

Strong engagement across digital platforms with > 2m digital transactions

Social media
followers

1.3m

Monthly digital users App users Emaiil @

E addresses
1.8m 1] 1.4m

High levels of monthly Up >100% on last year. 6
digital engagement with Strong adoption and 33% increase on LY
41% increase on H123 stickiness

Untapped opportunity
in Fintech business




Our fintech ecosystem enables cross-sell — increasing customer
lifetime value and profitability.
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Finance.




Fintech driven sustainable profit growth and

compelling shareholder returns.

Group Revenue (R’'m)

Group Operating profit (R’'m)
2007
1574

388
285
228
184 176 I

H120 H121 H122 H123 H124 H120  H121  H122  H123  H124

1691 1759 1751

=Weaver ' Retail = Weaver Retail

Group Customers (‘000) Group Cash Collections (R’'m)
2530 5205
3939
1680 3371
1150 2200 2"
1 I
H120  H121  H122  H123  H124 H120 H121 H122 HI123 H124

sWeaver = Retail =Weaver Retail

Group Profit before tax (R'm)

H120 H121 H122 H123 H124

= Weaver Retail

Earning per share (Cents)

313
289

160 160 I
FY21

FY22 FY23 H124

= H1 H2



Strong growth in profit after tax up 35% with margin improvement.

Revenue growth driven by fintech performance 2%?3 chan g/;
« Diversified product strategy delivering fee income up 33% now
representing 25% of revenue (LY: 21%) TR L yule
+ Lending income driven by sustainable digital loans growth Lending income 786 15.9
« Retail sales decline reversed with focus on heritage textiles Fee income 371 326
Gross profit margin improved 190bps reiefl eeles ' SEh L
« Effective merchandise management with supply chain Gross profit margin B 1.9
optimisation Debtor costs (503) 233
Debtor costs grown with healthy provisions Trading expenses &5 74
i i i Other income, gains and losses 17 353
» Fintech debtor costs held below book growth with credit loss .
ratio maintained Operating profit 285 36.1
» Retail growth off low base within risk expectations Net interest expense (99) 394
. Profit before tax 186 344
Trading expenses well controlled -
A . . . ” i Taxation (36) 30.6
« Fintech business continues to invest in innovation, marketing
and technology as it scales FUELL CLLEL e 11 S
» Retail costs reduced with benefits of restructuring
PAT up 35% from effective profit conversion Digital loans disbursed (R’'m)  Buy now pay later GMV (R’'m)  Funeral insurance (R'm)
» Fintech delivering 95% of profits
« Higherinterest cost to fund growth of fintech books 2809 1491 Up 1‘ 85

2392

174%

544

H123 H124 H123 H124 H123 H124 8




Healthy credit books with conservative provisions maintained.

QY vomecHoICE creDIT

Gross book (R'm) Stages 2 and 3 cover (%)
1866
H123 H124 H123 H124

Credit loss ratio (%) Provision % of gross receivables

32.8

206 20.2 29.8

H123 H124 H123 H124

+ Strategic credit tightening in 2023 maintained into H1 2024
+ Credit loss ratio improved with lower write-offs offset by impact of rehabilitation

products
« Healthy provision cover with improving collections performance

WEAVER FINTECH CREDIT

Gross book (R'm) Stages 2 and 3 cover (%)
5059
67.4
3796
H123 H124 H123 H124

Credit loss ratio (%) Provision % of gross receivables*

17.3

Dovvn\ll
B 19,3 2%

H123 H124 H123 H124

* Provision on comparable book

+ Deliberate strategy to increase loans to proven existing customers with mix
around 87%

+ Total book provision rate 19.2%, due to shifts in book mix with deferral of
sale of rehabilitation books, successfully sold in July 2024

« Appropriate provision cover held at 67.4% (FY23: 66.8%)




Purposeful capital allocation to fund Weaver growth.

Trade and loan books (R’'m) Fintech disbursements (R’'m) Group collections (R'm)

6711
2392 729
19% 3939
=
5059 4476
3796 3100
H123 H124 H123 H124 H123 H124
Il Retail Weaver Il Retail Weaver
Summary of
NliINwloyZe JUN 2023 | % change
Group cashflow 2 I nveSt
Operating cash flows 436 320 36.3 Capex investment doubled with strategic
Working capital (459) (346) 327 focus on fintech product innovation, our
3 3 N digital technology platforms and the roll-
Cash used in operations (23) (26) (11.5) out of retail Showrooms
Capex ((3°)] (32) >100
Tax, Interest and Dividends (282) (200) 41.0
Net financing flows 548 414 324 R1 ,1 b N
Net cash flow 174 156 1.5 Cash and Undrawn funding facilities for
Net debt 2352 1820 29.2 future fintech growth




Weaver Fintech.




Weaver Fintech delivers continual topline growth . i

and profit conversion. :

Revenue (R’'m)

1141
868
674

491
426

H120 H121 H122 H123 H124

Cash Collections (R’'m)

4 476

3100
2439 Up 44.4%
1605

1323

H120 H121 H122 H123 H124

Fee Revenue (R’'m)

Fee revenue %
35.6 of total

318 315 333 22 %

ey ~ = 406

. 280 Up 45.0%
159

133

H120 H121 H122 H123 H124

Profit before tax (R’'m)

275

210

158
130 Up 31.0%

75

H120 H121 H122 H123 H124




Customer base accelerates with high engagement
across much loved fintech products.

New customers adoption (‘000) Rapidly growing fintech customer base (‘000)

555
2118

o -

940

183 N
D e es o A
79 46 449 1297 AWt
o {4
. s LR
H120 H121 H122 H123 H124 FY 20 Fy 21 FY 22 EY 23 H124 4 ?
B Finchoice M PayJustNow M Finchoice M PayJustNow B Customer overlap 2

Note: PayJustNow customer base based on signed up customers for BNPL

» Fi A Google Net promoter Oy Loan
>ﬂnChOICe 4. rating 730 score 85 /O Retention rate

pgs-mow 4.7 S:?c%ggle 77- L\lce;crzromoter 59% EeNtzl;wtion rate



Fintech ecosystem developed with in-house tech expertise
creating a broad range of digital financial products.

Personal loans BNPL

i @ QP ( Mobile Wallet Insurance

Retail Credit Value Added Services

Hybrid cloud
Rich data architecture

Platform ecosystem n <>

, y EVIIRE
enabling product
iInnovation APl integrations ML models Smartphone apps
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Strategic focus on increasing profitability through seamless
product cross-sell across our ecosystem.

- PAYJUSTNOW @
Multiple products per customer — a ¥
targeting 50% with 2+ products (%) ARPU* based on number of products (R)
1 Want an
R10 226 e
10 8 7 RO 384 interest-free
16 13 h MobiMoney account? ¥
22 IR, B
R7 291 . 3
Average ARPU R3 163.
76 79 Ecosystem drives increase
68 f Get up to R6000 with
RO56 »ic MobiMoney
H1 2022 H1 2023 H1 2024 1product 2 products 3 products 4 products
1 product 2 products 3products [l 4 products
* ARPU (average revenue per active user)
Cross sell growth to 34k
97% retention rate of
34k ecosystem customers

Intentional digital 9.6x
marketing delivering Embedded insurance enabled
cross-sell momentum with loan growth

in customer base

Ecosystem customers lower

4k credit risk improving profit

June 23 June 24



Innovation enabled through technology delivers ecosystem range.

Payment offers Rich and powerful Personalised Unique digital

at the till store directory deals offers refunds

PayStretch™ product to enable Enhanced search features on Data driven decisioning used to Merchant refunds direct to

her large item purchase needs store directory for customers show relevant merchant deals customers store of value
direct to merchants to customers

PAYJUSTNOW® PAYJUSTNOW * PAYJUSTNOW @

PAYJUSTNOW © &

Our Store Directory
My Wallet

» K?Z,S,tremh Latest Deals for You!

Months « Instalment Credit

o

convense POLO

GAME - SAVE up to R3,000
when you shop the GAME
Electronics catalogue!

Now On Offer

Shop Bigger & Better

THIRDBASE URBAN - SHOP

- ) ICONIC BRAND SALE - 50% yualify f
Manage Account 2 "o : r SN tn 0
- e 4 v
[ X . » ‘-. ) e = TopUpMywa“et




Weaver delivers sustainable high growth and profitability.

Fintech revenue strongly growing up 31%

JUN
« Digital loans business delivers 25% higher income benefitting from 2023 %
controlled disbursements and increased repo rate Rm change
+ Strong growth in fee income up R126m (45%) contributing 36% of Revenue 868 315
revenue growing from 32% LY
« BNPL gross merchandise value growing to R1.5bn (up 174%) and Sl T EHey s 2E 220
generating fees of R73m increasing from R29m (LY) Fee income 280 45.0
» Funeral and personal accident standalone digital insurance growing Debt t 355 267
GWP by 25% to R85m ebtor costs (352) :
Debtor costs held below book growth e (221) ——
« Effective credit management strategies to limit risk Operating profit 295 36.3
« Moderate increase in provisions on core book to 17.3% (LY: 16%) Interest expense (85) 49.4
« Total provision increased due to book mix shifts from deferral of
rehabilitation book sale completed in July Profit before tax 210 31.0
Fintech investment evident in trading expenses up 33%
« Driving product innovation delivered through data and technology Fee income drives profitability* Revenue per employee™
« Digital operations enable scale with cost ratios maintained <26%
R2.4m
Profit before tax up 31% 35.6% R1.8m
« Profit conversion impacted by higher interest expense resulting from 32,3%
increased borrowing costs to fund investment in tech, innovation and
credit books
H123 H1 24 H123 H124

* Fee income as percentage of revenue ** Based on employee numbers end of year
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Weaver leverages its short duration book to react fast to market
changes and manage credit risk.

Total Unsecured Market Share by quarter (% by Rands)

5 49 52 21 .7

Weaver has consistently maintained short term books*

4,5 o
i 42 months 0-3 months 14,0% 12,0%
34 34 36 /37 36 36 :
29 average term
g 3-6 months 7.0% 7,0%
o 21 loan book 2
17 18 1
10 1 12 12 13 13 14 14 1,4/_/
e ; 20,0%
/ ' o 6-12 months 22,0%
Q121 Q221 Q321 Q421 Q122 Q222 Q322 Q422 Q123 Q223 Q323 Q423 Q124 # 3 43 days g
_ average term /)
FS disbursement mix —FS book mix
- BNPL book
Source: National Credit Regulator and company data
30,0%
Portfolio quality across market based on % 1-2 years 29,0%

balance with no arrears | 86% qu
s Rate

»
»

70-80% |
Finchoice top 55-70% ‘ up to date
quartile ‘ t
performer <55% customers

2-3 years

H123 H124

Quartile1 Quartile2 Quartile3 Quartile4 ,ﬁ : W

Source: Comparative Experian analysis of top 12
unsecured lenders Q4 2023 2 »

18
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»finchoice

Tightened credit policy to manage
market risk. H1:2023 H1: 2024

+ Risk from vintages tracking within tolerance levels due to active portfolio
management

Applications
accepted

+ Deliberately shortened average disbursement term to 13.0 months (LY: 13.4)

« Continued focus on better-performing existing customers with disbursements
mix at 87%

+ Two new bespoke scorecards implemented in Q2 with encouraging early

performance indications Disb d
+ Operational challenges with implementation of a new collections dialler Isburse 1 3 04 1 3 ° O
impacted arrears collection performance in Q2 — corrective action taken and ave loan term

yield improvement anticipated Months Months

Vintages within narrow tolerance band

Financial Services Vintages - Total o102 Averqge R 8 5 2 O R 8 3 83
. ‘ 201992
120+ days in arrears and written off 201993 bq Iq nces
25,0% 2019q4
202091
202092
202093
202094

20,0%

oo 202191 Active
2021q2
10,0% 202193 dccount
| = holders able
0% P to borrow
202293
— 022q4
0,0% — e ) 0239 1

i 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 — 02302
2023q3

Months since disbursement



PAYJUSTNOW

BNPL risk well managed with limit

o H1. 2023 H1:2024
Increases to proven customers.
* Refinement of application scorecard and more stringent underwriting criteria Applications

with improved risk outcomes accepted

» Selfie verification to minimise fraud

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

+ Credit cuts made to thin file customer population reducing risk further

A
+ Developing propensity to pay models to assist with collection prioritisation c::éﬁ;?i?nit R3 560 R4 088

« Capital at risk maintained below 2% and net transaction loss below 1% -
seasonal risk with December transactions resulting in longer maturity curve

BNPL vintages demonstrate tight risk management Average R1 4 3 o R1 41 5
Basket size
10,00% Jan-23
9,00% o
8,00% Apr-23
7,00% jina
6,00% g2t
5,00% - Average
4,00% Nov23 oge .
o _— o utilisation

- \ Feb-24

2,00% Z = FERR
Apr24

1,00% May-24

0,00% — JUN-24
T+30 T+60 T+90 T+120 T+150 T+180




» finchoice -

Supporting her cashless journey.

Disbursements (R’'m) consistent growth up 17%

High utilisation

App is fastest growing f wallet
of walle

channel
210k ey 296 485

App customers giving customers up 22%

RO.5bn revenue R1 1b
: Instalmem Credi ° n
9 ) 2 X '“rr, n;,;4,86 Mobi money loans

’>fC Get up t
- o R
M°blMoney6000 with

2809

2392

2133 )
1602 y
1917
803 1500
1688
100
449 584

» . . Due Date R340,2¢ to wallet up 29%
- App utilisation in 60 Pstamanyy, 20 Aug 24
442 . Bank N2
days vs molbi 8.1x i e 50 5k

H120 H121 H122 H123 H124 Ending 6275

App sMobi sKwikserve = Digital SalesAssistants 2 77 Manage Ace, )%
nt
A

AverOge App loan - B 5 D - T;\\, R6.8bn
vs R 3207 mobi &;{i ‘ » ,

Wallet transactions
avg 84k per month

Time to originate digital loan Withdrawals since

> inception
1 minute 5 minutes Fa
for existing for new
customers customers

21




»finchoice

Embedded insurance drives growth.

Steadily building insurance Momentum in digital acquisition of
GWP (R’'m) strong growth up 25% customers (‘000) up 16% insurance policies (proportion %)
1%
36%
23%
20%
HY 21 HY 22 HY 23 HY 24 HY21 HY 22 HY 23 HY 24 2021 2022 2023 H124
Our penetration . .
of the total 8 To’:ij'l Significant cross-sell opportunity for Weaver
million
ﬁgg:ﬁilbﬁarket Insurance 160/ Weaver Fintech active base have an
customers (o] insurance product

Source : Experian data

460/ Finchoice active customers have
O 4 funeral product
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PAYJUSTNOW

BNPL growth through enhanced customer engagement.

Continuously growing customer base

Accelerating spend and purchase

Number of users, thousands

40x

higher users
since 2021

47

Jul-21

2.6X

higher GMV
since LY
to R1.5bn

frequency across cohorts

Average spend, Rand

1785 14000
12000
10000

8000

6000 /
4000 /

Yr1 Yr2 Yr3 Yr4

2000

0

Jun-24

e— 2020 2021 2022 e 2023 2024

Customers increasing spend and frequency

GMYV, Rand millions .

..... @---- CumRepeatUsers GMV

—e— CumNewUsers GMV

Building loyal
customers

90 day frequency
up from 1.68 ;

Average spend
returning customers

Top 10% of customers
highly engaged

Average annual
transactions up from 8.61

Average spend up from R11.1k
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PAYJUSTI':OW . . . #1
Delivering significant value to Merchants. BNPL

in South
Our Merchant retention validates Driving merchant Affrica
the value we provide y 427 621 engagement
2023 Cohor 32.6 million merchant referrals 30-50 Merchant specific offers
fozoo in last 12 months up 196% running monthly with 22 deals

personalized to her driving 3m
customer clicks

79% of GMV with recurring

Gross Merchandise Value (‘000)

731526 customers
High customer engagement with 26m
200 442 . . clicks in LTM driving direct traffic to
55 31374 Bo:ke’g size increase frorp 20%- merchants
5019 2020 021 022 >023 Last twelye 2019 Cohort 70% with strong conversion
months

Notable Merchant wins in 2024

>2400
Merchants

CORICRAFT  dermalogica © LEcreusET) SUPERBALIST 24



Retail.
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Strategic actions delivering benefit with
business focused on driving topline growth.

Homechoice are the Bedding Experts

GP margins back within targeted range
and growth in heritage textiles

Unique merchandise

Strong Fulfilment Supply chain costs back to historical levels
solution with logistics optimisation

Quality Credit Significant improvement in credit yields with
customers focus now on customer growth

. . ) Transforming sales and service channels
Digital business with digital agents, WhatsApp chat and Al

New format showrooms performing with

Unique showrooms clear roll-out strategy



Retail gaining sales momentum with notable v/
gross margin improvement.

Retail delivers sales growth of 1.7% June
+ Focus on heritage bedding with strong customer response 2Ron21§‘ . %
* Roll-out of 10 new showrooms driving traffic and growth change
Revenue 883 (1.6)
Finance and other income down 8.3%
+ Lower credit book from risk actions offset by insurance income Retail sales 594 17
Gross margin improves significantly by 190bps Finance and other income 283 (8.3)
« Gains through effective supplier negotiations and innovative Gross profit 259 6.2
offers G fit i 43.6% 1.9
« Smart fulfilment and closure of JHB warehouse driving ross profit margin o i
reduction in supply chain costs Debtor costs (151) 15.2
Debtor costs at 20.0% of revenue (LY: 17.1%) Trading expenses (382) 9.2
+ Improving book performance resulted in lower provisions of Operating profit 15 26.7

29.8% (LY:32.8%)
+ Management of rehabilitation product moved in-house

*The Property segment has been included as part of Retail from 1 January 2024. Results for 6 months June

Delivered reduction in trading expenses 2023 shown above are as previously reported.

+ Marketing spend with improved efficiency

« Foreign entrants impacting digital channel costs with Business delivers proﬁt growth
aggressive campaigns

+ Right sized teams resulted in further benefits into 2024

Operating profit growth of 26.7% Growth in Increase in Reduction in inventory

showroom sales cash customers balance from R402miin
H123 to R286m




Marketing focus on new customers
acquisition gaining traction.

Retail sales gain momentum (R’'m) Growing better quality new customers ('000)

75
333
62
271
2024 Q1 2024 Q2 H123 H124
Credit strategies enabling growth Active customers base grew 4 28k
Shifting channel mix to Showrooms (%) Cash sales contribution consistently increasing

8,9%

16 21
Sales Sales
R594m R604m
H123 H124
55 56 H120 H121 H122 H123 H124

. Digital Call Centre/Agents Showrooms .
Cash customers growing 438.1%

28



Gross margin improves with Smart fulfilment \/
and effective product margin management.

Bedding contribution

Gross Margin up 190bp consistent at > 60% of sales 1 Focus on textiles range with effective mark-
down management and reduced stock levels

455
2 Supplier price negotiations and compelling product
43,6 offers deliver higher margins
) B Omj Rt 3 Smart fulfilment reduced unclaimed returns
Plugs (LY: 27%) and improved CX
Hards (LY: 12%)
4 Increased showroom collections reduced supply
chain costs
H123 H124
Innovation Quality and Value Curated offers Range Expansion

{ @hc homechoice.co.za ®

= <“homechoice

29




Credit customer and book quality significantly improved.  ¢%

Sustained lower levels of credit risk

+ Implemented a bespoke application scorecard providing flexibility on H1:2023 H1: 2024
credit risk strategies

« Refinement of existing customer limits and improvement in exposure management New

« Improved fraud defenses with digital identity verification Applications

+ Risk based mandatory debit order delivering continuous improvement in accepted
payment rates

More mature tranches of retail vintages within risk tolerances

« Encouraging performance of early roll rates following new scorecard implementation.
Translating into improved bad rates, now predicted to be well within risk tolerances Average 1 6.9 1 6.6
« Improved cash collected with higher yield and improved NPL ratio. Sales Term Months Months

HomeChoice New To File Vintages excl. Cash Average

balances

.

o
Active account

40,0% 2022 - Jul
s holders able to
e borrow

2023 - Mar
2023 - Apr
2023 - May

300% 2022 - Dec
2023 - Jan
2023 - Feb

200% 2023 - Jun

2023 - Jul
2023 - Aug
2023 - Sep
2023 - Oct
10,0% 2023 - Nov
2023 - Dec
2024 - Jan
2024 - Feb
2024 - Mar
0,0% 2024 - Apr

1 2 3 4 5 6 7 8 9 10 M 12 13 14 15 16 17 18 19 20 21 2 23 24 )

Average
New limits




Showroom channel enhanced to align with digital &
strategy and foster future growth.

23:25

HOMECHOICE.CO.ZA
< Posts

O,
Showroom sales up 33% on LY Showrooms sales

contribution is now

whc homechoice.co.za @

@ 1| A VA

vs 16% LY

H118 H1I1® H120 H121 H122 HI123 H124

Compelling metrics with focus on smaller format bedding stores

20 000 4x

Up
O . .
New Customers 82/0 higher trading 36

densities in new stores
vs existing stores
O,
25% 0
Cash sales 36%
contribution
(o)
13%

Debtors cost

Jechoice.co.za We've got a NEW homechoice store
ing soon in Hemingways Mall (East London) and

22

FY20 FY21 FY22 FY23 FY24




Using technology to improve customer experience. 1\

Contact centre WhatsApp Social Smart
dialler self service commerce fulfilment

min reduced engagements i 140/ lower unclaimed
\l' 2.5 outbound talk time 90 k since launch . Facebook rating ‘l’ O returns

D 150% mouctenr 3.7 oo score L 4.8 55 o
82/0 accounts worked per O inbound agents o °

collections agent

q’hé fwmecho-ce L

< homechoice G

Find out why everyone loves cast iron cookware &
Posts About Photos More v /f zXZ8GZ... See more
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Fintech growth to outpace market as ecosystem and
embedded financial products gain support.

Viral customer adoption of market-leading payment
product provides significant base for continual growth

Proven ability to cross-sell products across the ecosystem
driving profitability with customer trusting the brands

Growing offering of embedded financial products driving
growth in fee income

Retail back into position for growth and starting to
gain traction

Strong growth momentum has continued in second
half of the year
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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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