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Transformation to successful and profitable fintech group. ﬂ\-’-z‘%

Finchoice commenced lending
operations with funding from Retail.

Retail base

Launched digital loans offering

Listed on JSE as HIL

Expansion with launch of
insurance vertical

Acquired a payments vertical

Expanded fintech product range

Fintech generates > 90% of
profits and primary borrower

2025 Renamed Weaver Fintech
®  JSE ticker: WVR

Customers acquired by marketing to

9

Group Customers (‘000)

84%

Fintech

1,466
905 1,019 -
m N

FY20 FY21 FY22 FY23 FY24

Weaver mRetall

Group Profit before tax (R'm)
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New name, flying start : Weaver Fintech delivers profit up 48%

Group Revenue (R°'000) Group Profit Before Tax (R’'000) Group Metrics

8% 3.7m 91%

Group customers  Transactions
48% on LY conducted
digitally

250
iz e
285.5 140c
. Headline earnings  Dividend per

per share up 45% share up 47%

2,007

1,691 1,759 1,751 I

H121 H122 H123 H124 H125 H121 H122 H123 H124 H125

Fintech
Focused on digital lending, payments, R1 6 b n R402 m
[}
insurance and revenue optimising : 61% , 98%
Fintech Revenue Fintech profit

products for merchants before tax*

Omni-channel retailer selling own brand
homewares with delivery direct to homes Retail Revenue Retail profit
before tax*

R R1.0bn £.) R8m O

* Segments profit before tax is before group costs of R40m



Tech-forward African women are reshaping the digital il X\j
financial landscape. e

Group Customers * el Group Customers (‘000)
addressable market**
3751500
3,751
up 48.3% (on H124) Unsecured 2,530
credit 1679

18.9m

1,150
918 l
H121  H122 H123 H124 HI125
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7 o O/ 18-29  30-39  40-59 60+ 4 f :
(o 3 7 Customer age profile N

of our customers 64% of our customers are .
are female Is her average age Millennials or GenZ ‘ ' R Se. -
f »” - N
/‘” y :; 2 » ’ -

Notes: Y / y /f
* Group customers include active loan and insurance fintech customers, signed up 4 / /f' Vi
BNPL customers and retail customers < S 7 T .
** Total Addressable Market based on information from Experian X /./ - —




Weaver ecosystem creates symbiotic benefits
for both customers and merchants.

S T

For Customers | For Merchants

digital lending, insurance, payments Delivering customer referrals,

and shopping conversion and upsell
Inflow
Personal Loans Payments
-------- /N 4 -

Retail Credit g Embedded

. Insurance

BNPL & S
' 3.3m|"|°n 3,100 : Analyt.icsas
fintech fintech i ydSenice
customers merchants

A )
Insurance

a Service

Wallets -

.......... | 4 ) ALTSSRPTTI S Checkout as
Shopping a Service
Services

. Marketing as

High engagement
on our fintech
platforms

1.1m active
customers up 39%

Ecosystem customers
with 2+ products
up 20%

12x ARPU increase
with 3+ products

20m customer

lead referrals
to merchants




Al led optimisation enhancing customer journey and fintech growth.

Reshaping business @&

with efficient processes

{ :
Enhancing customer \ ._, Doubling down on
experience at scale technology spend (R’ m)

63
48 I

H123 H124 H125

Revenue/employee (R’000) Customer service cost/transaction (Rand)

¥
20.6%

2,067

] I

H123 H124 Technology, data, Al

Driving product innovation

Delivering insights from
effective data structures

AI Adoption and mapping

Speed and efficiency in

« Al driven anomaly detection and + CleverTap integration with in-app execution with Al
liveness-enabled selfie reduce fraud journey mapping and personalisation

* ML scorecard and algorithms to + >50% engineers use Copilot -
improve risk assessment increasing engineering velocity

+ Automated calls powered by + 25% of code generated by Al -

conversational Al improving quality and consistency



Enabling real world change through financial
and commercial success. |

Always championing
our female customer

 ——

q . R 0o \
::ln?n?m' @ Job Creation R\~ I PayJustUow.
nclusion 10 new retail stores ﬁnchoke
3.7 Million Customers Served opened in H12025 creating Fekok ok ok
77 jobs. 12 more stores *****

1.1m transacting across the
fintech ecosystem

expected in H2 2025. PayJustNow has absolutely
helped me in terms of being I've had g greqt A

. Xperi
g l able to get what | want and With FinChoicey Th:erlenCe
still being within my budget. application process wq
e Absolutely grateful for this Quick and easy, gng theﬁ
’ r
applll :ystomer service is alwqys
o riend|
Economic DINANA BAPELA apprecian helpful I really
- OW transpqr
T . G- they are with ent
Mobility Economic N L repoymente oo
2 . €liable
. 5 4 and f .
Improving our employee Growth I finchoice serviz:',’,‘;eg;;ﬁ tﬁ?cncicl
1te ly

rechmend!

livelihoods. 90 HC employees

in skills programs; 15 internships OvED S IE0 Mer<‘:hcnt§ i % %k
offered employment; 21 OUr GERAEY |n‘clud|ng‘ IRNANDES
awarded bursaries with 10 A e engoiingiretai

sales of R1.1bn I needed funds urgently

in their 1t academic year
and they are the only people
who made the process

painless, stood by their
{"'} delivery promise. Should

Social W Sustaina b“ity anyone require quick, friendly
£ A assistance, FinChoice will
Development g \  14mkgof CO? saved with solar, be my first suggestion.

X __equivalent to planting 47k trees. MICHELLE GODBEER
Helping over 42 000 children SRR 93% waste recycling rate and 10%

under 6yrs and 3 195 educators reduction in water with new
with 825 ECD support in the WC. “ energy pumps.

L N -
We J)

Provided funding of R59.3m.

0



Finance




Fintech accelerates profitable growth through market-leading \‘ﬁ
digital financial engagement. |

Group Revenue (R'm) Group Operating profit (R’'m) Group Profit before tax (R'm)

370

4

2,597 48%

2,007
1,691 1,759 1,751

564
250
186
285 388 174
228 138
I : I I I I

H121  HI22  HI23  HI24  H125 H121  HI2  HI23  HI124  H125 m21 H2 M2 H24  HI2S
mFintech = Retail aFintech Retail mFintech Retail
Group Customers (‘000) Group Cash Collections (R’'m) Earnings per share (Cents)

4+

48% 3,751 395
7,657 NN
2,530 5205

1,680 3,371 3,939 160
918 1,150 2,/

l . I H 124 144 I 17 \
L - . , . AN \
HI21  H122 HI23 HI24 HI2S HI21  H122  HI23  H124 2025 2021 2022 2023 2024 2025 RV VR AA

wFintech - Retail mFirkech aRetall wH1 o H2 9



Stellar performance driven by fintech with growth across
product verticals at improved margins.

Robust revenue up 29% - momentum led by Fintech

+ Fintech revenue increased 39% YOY, supported by proven
growth in digital lending and continued rapid uptake in
payment services

+ Fee-based income now 28% of revenue (LY: 25%), reflecting
progress in diversifying and scaling revenue sources

+ Retail sales growth from successful showrooms rollout up 12%

Gross profit margin up 70bps

+ Excellent merchandise management and supply chain
optimisation

Debtor costs stable and inline with Fintech growth

+ Fintech debtor costs grown at same rate as revenue
+ Retail debtor costs reflect book growth and increased

acquisition risk

Trading expenses reflect Fintech investment

+ Fintech investing in people, technology and product innovation,

whilst benefiting from digital cost efficiencies
+ Retail costs tightly controlled at 2% growth

Profit before tax up 48%

+ Successful profit conversion with Fintech margin improving to 25%

* Interest up 41% from debt funding to support fintech growth

Revenue

Lending income

Fee income

Retail sales

Gross profit margin

Debtor costs

Trading expenses

Other income, gains and losses

Operating profit

Operating profit margin

Net interest expense

Profit before tax

Taxation

Profit after tax

Retail Revenue
(R’'m) (R’'m)

Loans Revenue

AN
X
%

2024 b
Rm change

2 007 29.4%
M 31.3%
492 47.2%
604 12.1%
45.5% 0.7%
(620) 38.1%
(693) 17.2%
23 -104.3%
388 45.4%
19.3% 2.4%
(138) 40.6%
250 48.0%
47) 44.7%
203 48.8%

Insurance Revenue
(R'm)

Payments Revenue
(R'm)

869

H124 H125 H124

H125

H124 H125

A
>100%

103

H124 H125 10




Delivering improvements in profitability through strategic focus and
investment in digitalisation.

Fee income as % of Revenue

27.9%
24.5%
21.2%

17.6%

14.8%

H1 21 H122 H123 H124 H1 25

Trading expenses as % of Revenue

36.8%
3379 34.3% 34.5%
. (o]

31.3%

H1 21 H1 22 H123 H1 24 H1 25

Gross Margin

48.3%
455%
451% >-5%
H1 21 H1 22 H1 23 H1 24 H1 25

Profit before tax margin

14.2%

12.5%
99% 10.6%
8.2% I I

H121 H122 H123 H124 H125

'l

Drivers of profit
margin increase

9 technology and digital

—_—

Fintech purposefully
growing fee income with
innovation in payments,
insurance and merchant
services

Retail gross margin with
focus on heritage bedding
and efficiencies in supply
chain

Ecosystem delivering
reductions in customer
acquisition

Fintech investment in \

\
'\
. . 7
processes enables efficient ‘ o
business scale




Summary of Group cashflow Fintech books strongly cash generative

% Disbursements and
2024 change GMV (R'm) Collections (R'm)
Other operating cash flows 436 38.5% 6629
6 455

Fintech loans (546) 0.5%
Retail trade receivables ) >100% 4300 2812 4350 2760
Other working capital 96 <(100)% 1491 1383
Cash used in operations (23) >100% 3869

2809 2967
Capex (69) 5.8% A 4
Tax, Interest and Dividends etc. (282) 31,2% 3 ' A\ aes A Al s

' 2R = mlending Payments slending - Payments
Net financing flows 548 0,2%
Net cash flows 174 <(100%) ) ,
Net receivables books (R’'m)

5453
4088
Fintech growth ‘
+ Taking market share with controlled investment in working capital ot
4
+ Consistently delivering higher collections than disbursements -
R149m in H125 (R89m in H124)
H1 24 H1 25

+ Improving yield from books with collections/net book at 121% up
from 106% LY

mlending  Payments

12



Delivering higher returns for shareholders through e a\é‘%
optimising leverage. e |

Growth in net debt matching net Measured increase in Improving return on
receivables books (R’'m) gearing (%) equity (%)
45.7% 50.2% 83.2

18.1
722 15.8
13.0
11.0
G 6,740
2,784 3,382
FY 24 H1 25 FY 24 H1 25

FY 24 H1 25

m— Ne'tdebt* Net debt to equity : e
memmm Netreceivables book nGroup ROE = Fintech ROE

Netdebt % Net receivablesbook
* Net debt includes Commercial Term loan, Overdrafts and cash. Excludes property and asset financing of R169m (FY 24 R180m)

Bank Funding facilities (R’'m)

Strong lender support

RCF 1500
Bullet 3500 Upsized term facilities by R1.25bn
Term Facilities 5000 Term extended with improved pricing
35% over-subscribed
Overdraft 500
R2.1bn of unutilised facilities
5500

13






Fintech delivers high velocity growth and high

quality earnings. Drivers of
performance

Revenue (R'm) up 39.3%

Fee Revenue (R'm) up 42.8%

356 ECIEINY VR CAGR

Product progression
driving growth with
existing customers

1,590
324 £%)5) 26/"/_. 38.3% Payment products
~ —~ o 581 scaling rapidly with
1141 efficient cost structures
. Fee revenue % of total 406
868 283 Higher fee income
674 improving margins
491 A
22 Investment in technology
for future innovation and
growth
H1 21 H122 H123 H124 H125 H121 H122 H123 H124 H125
Fintech transacting
customers 1,116,559
. ’ ()
z;;::;tslr(\g’gg)shﬂow 4Yr CAGR Profit before tax (R'm) up 46.2% e 805,196
43.6% 32.2% 538,455
26.5% . . 252%
‘\B;w 325,140
6.6 6.5
PBT Margin 402
H123 H124 H125
44 43
275
3.1
25 53 29 - 2l
16 17 I I 130
H121 H122 H123 H124 H125 H121 H122 H123 H124 H125

B Disbursements / GMV Cash Collections

15



Acquire. Empower. Retain. Our ecosystem is more /. Aiﬁ
than a platform, it’s a partnership with her. :

Our trading brands continually deliver new Fintech customer base (‘000) enjoying ‘
customers (‘000) up 27.7% in H125 rapid growth up 23.5% in H125 I PayJustUow.
o finchoice
709 ” -
2717 . _
555 - B kkok ok
X
1615 Really great,
305 completely online
o 940 — e 3062 4 Paid within 10 hours
ek 487 - : Has PJN for shopping
79 L6 rso 449 1297 . Mobi Money for
137 649 instant cash
178 y
H1 21 H122 H123 H124 H125 FY 21 FY 22 FY 23 FY 24 H125 A | would and | do
. Finchoice PayJustNow M Finchoice PayJustNow m Customer overlap TN recommend them
Keep up the good work
I’'m a happy customer
Customers Google rating Net promoter score Ul
egge®
3.3 million  Ffichoice 46 74.0
CX focus ensures high
engagement for both POYJUSthOW® 4.7 83.4

trading brands

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



Digital-first acquisition drives platform wide cross-sell,
a unified growth engine.

Virtual card * %

xQ

Lending Personal loan .

Help her navigate life
successfully

Credit backed wallia

W Buy Now Pay Later ‘gl
Digital

NEW
Ecosystem L NEW

NEW
PayStretch Pay in 6 @

PJN Funer:

W I nsurance viva dements PayStretch Pay in 12 @
Insulate her from Being with her at
life’s shocks the till
NEW

PJN Acci
mEt.'lsy Lif

Shopping Services W

PayJustNow Wallet [

@

QR Codes
Notes: * In development 17

BCo
Lt
J

3
=10



On a journey to deliver the significant opportunity in merchant Aé\ﬁ
services which turns engagement into revenue and retention.

Advertising
with relevance

and
personalisation

Buy Now Pay Later
Advertising InApp Store Directory

..............
.....................
........

Entry tier :Descriptive

...' PayStretch
: ~ W
Analytics : Marketing : Check-out
Tiered . . H E . | .
analytics : as a service : as aservice : as a service 3 Conversion
: brands to merchants B Presence
§ pe oG
- - . '
Mid tier : Predictive - Insurance
Y . . S e i qlnenent”

Top tier: Comparative

Traffic
referrals
direct to

merchants

18



Flywheel effect: Product adoption accelerating platform

dynamics, more products more often.

Significant opportunity to grow
products across the ecosystem

Active _
customer
up 39%
3
| 40 |
1
410
224
H1 22 H1 23 H1 24 H1 25
nl 2

Number of products per active customer (* 000)

Customer journey across our ecosystem

Buy-Now-Pay-Later Loans Funeral

SEDIER

PayStretch MobiMoney Accident Plan

ARPU* (Rand) substantially up with
more products

* ARPU (average annual revenue per active user)

15,445

4

991

1
Ecosystem
drives
increase

1product 2products 3products 4 products 5 products

Rapid growth of customers with 3+ products

2.59
2.41
237
2.32 — ——
i l
H122 H123 H124 H125

B Products per customer 2+ 3+

Finance

Your Life. Funded

Supercharge your bank account. Get up to
R25,000 over 6 or 12 months

Apply in minutes, no paperwor,
Flexible repayment terms

Funds straight to your ac(

0000

No hidden fees

vtn IR finchoice



High growth execution in lending and payments — fintech

winning in core verticals.

Revenue up 39.4%
 Digital lending revenue R1.0bn driving 37% growth

« Fee income up 43% to R581m and now represents 36.5% of
revenue (up from 35.6% LY)

Debtors costs reflect book growth
« Credit well managed with higher proportion from existing

Technology enabling efficient scaling of business
« Efficient digital business through use of data, tech and Al
« Costs/revenue reducing by 90bps to 24.8%

Profit before tax up 46%
* Margin increased by 120bps to 25.3%

JUN
2024 %
Rm change
Revenue 1141 394
Finance and other income 735 373
Fee income 406 431
Debtor costs (446) 395
Trading expenses (293) 345
Operating profit 402 428
Interest expense (127) 354
Profit before tax 275 46.2
R2.5  LnS.., Do murenee o
O written premium (R'm)
million

A
9 -
2.8

H124 H125

Revenue per @
employee up 22% /
.

H124 H125

103

85

H124 H1 25

20



Quality fintech book growth achieved with focus on digitally
engaged customers with proven payment performance.

Debtors cost (R'm) Fintech gross book (R'm) Stage 2 and 3 loans cover (%)
622 6,441
12
4,923 ey
446 ’ L 64.0
13
352 3,796 ” -
16
39% 39% 73
77
[¢)
20% 20% 2 17.0% 15.3%
H123 H124 H125 H123 H124 H125 H123 H124 H125
s Debtors Cost % of Revenue Staged % Stage2 % e Stage 2 &3 Debtors provision %
Stage3 % Credit loss ratio

+ Debtor costs on short-term fintech portfolio have tracked in line with revenue growth, reflecting
stable credit performance

» Loans growth to proven existing customers, improving Stage 1 mix to 77%

» The 6-month credit loss ratio for H1 25 improved to 20.4% from 20.8% in FY 24

« Improved book distribution mix driven reduction in ECL provision ratio to 15.3% (December 2024:
15.5%) with increasing coverage ratio to 67.9%



Credit is a cornerstone of her ecosystem experience. *f 14 )

Overall improvement in risk metrics improved through driving product progression to
better performing existing customers

Proactively managed new business risk, opening in pockets of opportunity within risk

tolerance
i ; o ] : _ Loans BNPL PayStretch
Monitoring for potential sector-specific impacts of US tariffs to proactively manage risk
BNPL credit risk remains stable and low <2% GMV
PayStretch credit risk below expectations Applications
Value-based vintages reflect benefits of low growth credit strategy decepted 81.4% 68.2% 51%

Vintages maintained within narrow tolerance band

25.0% 20200 oebursed - 12.8 43 11.8

Lending Vintages — Total gggggi Months Days Months
e 120+ days in arrears and written off 2021q1
= 202192
202193
2021q4
150% 202241
202292 Active loan
;g; igj able to
10.0% 20231 borrow / 43.9% 56%
202302 Active
—— 202303 payment
— 2023q4 utilisation

5.0% = / 202441
// 202492
z 202403
= — 202404
00% _— / 4q

2025q1
1 2 3 4 5 6 7 8 9 10 M 12 13 14 15 16 17 18 *PayStretch acceptance based on PJN active customers

Months since disbursement

22



Meeting her where she is - with credit that fits her life.

Disbursements demand growing 30% with
App usage up 40% (R'm)

3643
123
2809
2392 130
1602
153
166
449 584 =
H1 21 H1 22 H1 23 H1 24 H125
wApp Mobi Kwikserve mDigital Sales Assistants

igh digital loan
engagement from
existing customers

89%

Retention rate

1 minute

to originate a loan

Consistent credit metrics — short
term book (R'm)

21% 20% % 21%
oot 20%
5,995
4,657
3,665
2,764
2,172 I
H1 21 H1 22 H123 H1 24 H125

[ Gross book —— Debtor cost % of Av book

Mobi Money is our foundation lending product
for her everyday needs

. 62 89 84

97

FY21 FY22 FY23 FY24

Average monthly wallet transactions (‘000)

H125

Need it? Get it

MobiMoney

Activate a MobiMoney Account and g
R10,000

Purchase up to R10,000, perfi
for emergencies

Spread the costover1,2or 3
months and pay less

¥ Quick and easy

¥ Free to activate

n Partnership With ‘ ﬁnchoice

Activate Now

337k

Mobi money
wallet customers
growing 13.7%




Flexible innovative payments driving deeper engagement. Al

BNPL high engagement with > 110k customers

sign-ups each month PayStretch: product scaling

Cumulative GMV
R6.5bn

R137m
2.4x
44k

R9bn

Up Q4 LY

BNPL since

inception

R2.5bn
N S P & & « Q & &
R A S S R S e 8 3 § 5§ § § & § %
AR S ¥ R S ¢ ¢ “\oﬂ P R RN R g b4 o = w > 3 3

-

e EXiSTiNG Users New Users Cumulative PayStretch GMV === Cumulative accounts opened
Existing customers higher spend and frequency

Annual GMV per distinct user by year of sign up (Rand) BNPL PGyStretCh
convenience larger ticket

S R1.4k R2.6k
e R3.5k R11.2k
Yr1 Yr2 Yr3 Yr4 Yr5 Yr6 Frequency* 4-29 2.38

2019

15000

10000

5000

2020 2021 2022 2023

2024

*BNPL frequency in last 12 months and PayStretch in first 90 days




Significant opportunity to cross-sell insurance in the ecosystem ﬂ\-’-z‘%
delivering growth in fee income. .

GWP strong growth with stable Steadily building insurance Momentum in digital acquisition of
insurance claims (R’'m) customers up 13% (‘000) insurance policies (proportion %)

28%

19% 22% 22%

148 '
131
13 g \
22% 103 99 i %/23/
85 83 -
68
53 \
i I I I I p £ ;

H1 21 H122 H123 H124 H1 25 H1 21 H1 22 H123 H124 H125

41% 46%

Personal accident product
growing rapidly

Launching H2 25

Wiy take FinChoice Accident Man?

PJN Funeral

PJN Accident 10.9k

Easy Life

Dec 24 June 25



Opportunity to grow Marketing as a Service driving sales conversion Aéc
through relevance and personalisation. |

Our Merchant retention validates our value Digital ecosystem delivers conversion
Gross Merchandise Value (R’000)
5,291
2025 Cohort
#H1 2024 Cohort Customer
3,925 interactions
BNPL
in SA O/
496m 20.4m 4.1%
vs 303m FY vs 24.7m FY vs 8.1% FY
Customers engaging Drives lead referrals Engagement to lead
Ly on digital platforms, to merchants conversion. Seasonally
email campaigns and higher in H2
732 App notifications
200
2021 2022 2023 2024 2025

Continual growth in merchants from Big ticket to Niche

3,100 N, *>

CONVERSE
Merchants

dermalogica

11,500
Points of =
Presence newbalance Ve

LACOSTE  NESPRESSO.

SUPERBALIST.COM

makro»



Retail.




An evolving retail business growing sales and improving profitability. V

Retail delivers sales growth of 12.1%
* Roll-out of 10 new showrooms and increase in field agents
» Focus on heritage bedding increasing mix

Finance and other income up 25.7%
« Growth in sales and annualisation of increased service fee

Gross margin up 70bps with innovative product offers

+ Well-executed merchandise strategies with focus on inventory
management

« Lower supply chain costs with closure of 2nd warehouse and growth
in showroom deliveries

Debtor costs at 23.2% of revenue

» Strong sales growth led to higher books with increase in provision
quantum

« Lower year on year provision rate at 26.0% (LY: 29.8%) from book
mix shift

» Poor quality new customers acquired with increased risk been
closed down

Trading expenses managed well below revenue growth
* Reduced cost of acquiring customers with showroom strategy
« Costs/revenue improved with scale to 37.4% (LY: 42.6%)

Delivering profit before tax growth up 33.3%
* Interest up 76.9% with additional funding required to grow showrooms

JUN
2024 %
Rm change
Revenue 869 16.2%
Retail sales 604 12.1%
Finance and other income 265 257%
Gross profit 275 13.8%
Gross profit margin 45.5% 1.5%
Debtor costs (174) 34.5%
Trading expenses (370) 1.9%
Other income, gains and losses 23 (112.0%)
Operating profit 19 63.2%
Interest >13) 76.9%
Profit before tax 6 33.3%
Strategy delivering 5 3 % 62%

Growth in
Showroom sales
now 29% of mix

Bedding

contribution up

from 60% LY

28



Strong customer response powering sales growth and
gross margin gains

Momentum with consistent double Shifting sales to Bedding Best-in-class Gross margins with unique
digit sales growth (R'm) contributing 62% (LY: 60%) products and tech-led logistics

46.2%
45.5%
+13% 2025
+11% up on LY Product
uponlLY mix
604 R
271 H 333 R
Qf Q2 H1 mBedding (LY60%) mPlugs (LY 28%) «Hards (LY 12%) H124 H125

2024 2025

Rebuilding a quality active
CUStO.merS customer base (C000)
remain core 439

to our strategy & = 38% >21k 58%

382 Credit .
356 Growth in new New customers Net promoter

customers to 131k per month score up from 54%

H124 H125



Higher risk acquisition business written with corrective
action taken.

Debtors costs (R'm) Retail gross book (R'm) Stage 2 and 3 cover (%)
234 1,652 1,739
61.7 60.5
174
34 2
14
14

57

20.0%
ikt il H124 H125 H124 H125
mmmm Debtors Cost mStage1 % w=Stage2%  Stage3 % — Stage2 &3

ol Credit loss ratio Debtors provision %

Retail Total Vintages: 120+ days in arrears and written off

Focus on maintaining overall level of credit risk

100% January 203
February 2023
90% P « Following writing of high risk acquisition business
o ?J};&;} changed approval rates and reduced limits
August2023 . .
70% September 2023 + Industry-wide Registered Mandates (RM) rollout and
e e TT1 Debicheck changes caused collection challenges

January 204
February 2024

50% March 2024 « Overall retail vintages show slight deterioration, risk

40% Moy 024 changes made in Q2 to bring within acceptable risk
July 2024 tolerances

30% August 2024
September 2024 . N . N

20% i « Authenticated debicheck contribution has doubled,
e should offset lower RM collections

10% Februaty 2025
March 2025

0% e ATiI2025

1 2 3 4 5 6 7 8 9 10 1 12 13 14 15 16 17 18 19 20 21 22 23 24 s



Showrooms are a key growth engine, offering a differentiated V
experience and scalable opportunity.

. l’
AT \

Shifting sales to Showrooms Strong and steady Showroom
contributing 29% (LY: 21%) sales trajectory (R’'m) Showroom portfolio

Showrooms
196 targeted b
2022 0 37

Channel

home<hoice

More »

About Phatos

hormetheics ©
o

127
mix 22
2 B “
m Showrooms (LY 21%) H1 24 H2 25 FY20 FY21 FY22 FY23 FY24 H125 FY25
= Field agents (1%)
Digital (LY 23%)
DY, = Digital sales assistants (LY 55%)
. Seeit for yourself
:o " @' | '&g 93 | 0 New Showrooms deliver double-digit profit margins
’ % 9
10 new 67% 19%
Showrooms High bedding mix at good Cash sales provides cash
opened in H125 margins vs 62% average generation vs 9% total business
% 17%
4x 54% o
Higher trading densities Acquisition customer sales mix Lower credit risk
than larger format stores at lower credit risk, representing than rest of 31
business

46% of total business acquisition



Al and automation driving reduction in costs with improvements V
in efficiencies and customer experience.

Website Optimisation

Posts o . . .
< homechoice.co.2a « Al monitors customer sessions in real time and flags anomalies

e homechoice.co.za ©

About Photos More »

* 50% cut in copywriting costs

homechoice
o

KNOW 99 You can check your available
our W See

N Scalable Chat Support

« Automated replies in real time, with fast agent escalation (< 3 mins)
+ 5k Weekly service requests resolved via bot

Call Centre Automation

+ 100% of agent calls >30s transcribed using Al
+ Al-driven insights refine scripts and enhance agent training

s Qo V1 Automated QA scoring & Future Al Integration

homechoice.co.za
all 99 Which Domin
one.

* R0O.8m annual savings from automated QA scoring of agents

+ GenAl integration planned to drive conversions via top agent insights

®
active monthly chat higher conversion (o) Increase in average sales (o) Reduction in retention
3 o k users growing fast 4+ 7x rate Chat vs web o 6 6 /O per retention agent ¥ 3 0 /O headcount from 278 to 194
32
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Momentum builds. Ecosystem embedding.
Product scaling.

Customers continue to sign up in the fintech ecosystem
— over 110k per month

New payment products gaining traction. We are set to
launch further fee based innovations in H2.

Ongoing investment in data and Al to enhance efficiencies,
experience and drive traction in cross-sell

Well supported by funders for next phase of growth

Trading results to 8 August continue to be strong in
line with expectations

R4.2bn R3.4bn R0O.8bn

Disbursements GMV (payments) Retail sales

up 25% YTD up 91% YTD up 12% YTD
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Disclaimer

This document has been prepared and issued by and is the sole responsibility of the management of Weaver Fintech Ltd 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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