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FY17 summary
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Fundamentals good

Fee and trading income

$114.1m 2.5%
Transactions
852k 8.7%

Active clients
157k 3.7%

Strong fee and trading
income in North America 13.6%
$20.0m

Net cash
$42.6m 12.0%

Delivered

$27.8m

underlying EBTDA,
on guidance

Delivered

$19.6m

underlying NPAT,
on guidance

Final dividend of 2.9 cents per

share

Operational highlights

Rebranded Australia, UK, and US to OFX

Migration to Amazon Web Services (AWS)
completed

Launched over 50 new features

Strong trading through Brexit
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Financial results in line with guidance

Underlying results

Turnover ($b) 16.6 19.6 19.4
Net operating income ($m) 90.1 103.9 105.1
Expenses ($m) (53.5) (65.7) (77.5)
Long and short term incentives ($m) (2.2) (2.2) 0.2

Underlying EBTDA ($m) 34.5 36.1 27.8
Underlying EBT ($m) 33.9 34.8 24.0
Underlying NPAT ($m) 24.3 23.9 19.6

opemonaenes

Active clients? (000’s) 142.5 150.9 156.7
Transactions (000’s) 702.8 784.2 852.3
Average transaction value (000’s) 23.7 25.0 22.8

1.  Active clients are clients who have transacted in the past 12 months.
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Key takeaways

v

v

Net operating income (NOI) increased

Higher expenses reflect investment in brand and
technology

Underlying EBTDA and NPAT in line with guidance

Net margin stable



Selective investments in growth capabillities leading to positive jaws going forward

Underlying operating expenses®

Employee expense (28.3) (36.1) (42.8)
Promotional expense (13.9) (15.2) (16.3)
Technology Infrastructure 1.2) (2.2) (4.8)
Occupancy expense (2.0) (3.2) (4.2)
Other expense (8.1) (8.9) (9.5)
e S I T N

Short and long term incentives? (2.2) (2.1)

Total Expenses (55.6) (67.8) (77.3)

1.  Underlying operating expenses exclude depreciation and amortisation.
2. A portion of the short and long term incentive provision was released in H2FY16 and
H2FY17 as performance hurdles were not achieved.
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Investment in tech employees to drive technology
upgrade

Above the line marketing spend ($2.5m in H1IFY17)
is non-recurring

Increase in technology infrastructure costs reflect
completed transition to AWS. FY18 hosting costs will
decrease

Clear shift in 2018 direction to driving positive jaws



Strong cash generation

815)
5.4
<
17
EBTDA Movement in Movement in Tax payments Capital FX revaluation
reserves Balance Sheet expenditure
items

16.8

Net cash
generation

4.6

14.3
Dividends paid Cash revaluation

Net cash increase



Balance Sheet

Assets

Net cash? 38.1 41.5 42.6
Cash and cash equivalents 142.1 129.4 148.5
Deposits with financial institutions 20.8 26.6 10.1
Client liabilities (124.8) (114.5) (115.9)

Net derivative financial instruments 6.7 6.5 6.8

Other assets 3.2 34 3.6

Property, plant and equipment 7.0 6.4 515

Intangible assets 2 3 4 0 5 5

Deferred and prepaid tax assets

Tota assets Ces e s

Liabilities
Other liabilities 4.8 6.2 7.0
Provisions 2 5 2 7 1 8

Tax Liabilities

Total liabilities ___
A s ssa [ 575

Equity

Ordinary share capital 24.4 24.4 24.4
Foreign currency translation reserve 0.3 0.4 0.2
Share-base payments reserve 2.3 2.2 1.3
Retained earnings 26.3 28.5 31.6

Tota cquity sz sm4 sis

1.  Net cash position consists of cash and cash equivalents, deposits with financial
institutions and client liabilities (cash held for settlement of client transactions in progress).
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Net cash $42.6m up from $38.1m as at 31 March
2016

The Group requires net cash to enable:

» Adherence with regulatory capital requirements

» Collateral with banking counterparties

* Working capital to prefund bank accounts
ensuring fast execution of client payments

$5.4m of capex was incurred on technology and PPE
upgrades in FY17






Gains in revenue drivers and operating metrics in challenging macro environment

Growth in engagement Growth in repeat Sustained growth in However, ATV impacted ... resulting in flat
business of clients >3 transactions from by global market events turnover on FY16
years registered Corporate and

Individuals
Transactions . . :
: : Active Clients Transactions ATV Turnover
per active client -
852k $22.8k - $19.4b
4.7% up on FY16 3.7% up on FY16 8.7% up on FY16 8.8% down on FY16 1% down on FY16
Transactions per active client Active clients (000’s) Transactions (‘000s) Average Transaction Value Turnover ($b)
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Strong transactional growth from Corporate portfolio

$000

$000
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Corporate active client transactions

7.3% CAGR of transactions since H1IFY15
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Individual active client transactions

3.8% CAGR of transactions since H1FY15

H1FY15

H2FY15

H1FY16

H2FY16

H1FY17

H2FY17

. <1years

<2years

. <3years
. >3 years

. <1years

<2 years

. <3years
. >3 years

Higher ATVs: Corporate clients >3 years old had an
ATV 2.3x greater than Individuals in FY17

Highly retained Corporate client base

Corporate clients not well served by bank pricing

Even in challenging market conditions, we can grow
transactions

Individual transactions grew by 2.1% in H2FY17

Inactive Individual clients prefer OFX to our
competition and will restore activity on either need or
rate

12



Repeat active clients provide steady, higher margin revenue flow

Corporate active client revenue

12.7% CAGR of > 3 year clients since H1IFY15
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Individual active client revenue
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10.9% CAGR of > 3 year clients since H1FY15
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v" Clients >3 years old = 47% of Corporate revenue (up
from 42% in FY16)

v Higher transactions per client and ATVs

v Strong New Dealing Client (NDC) growth in prior years
driving flow of retained revenue in older client cohort
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Our marketing is gaining traction, and sales is our next focus area
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UKForex v OFX - Migration Rank Transition
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Monthly CPR of non-alliance
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The OFX brand is now live in our 3 core markets

v
v

v

Successful completion of rebranding in the US and UK

Applying learnings from Australia to restore search rankings within 8
weeks

Roll-out of the OFX brand in our remaining markets by the end of FY18

Cost of acquiring clients in Australia significantly reduced

v

45% drop in our Cost per Registration (CPR) between April 2016 and
April 2017

In FY18 we will continue to diversify our acquisition marketing mix

v
v
v
v

Programmatic

US outdoor campaign
Content

PR

Sales focus is next

v' Salesforce implementation in Q1FY18

v

Increased headcount through FY18, especially for the dedicated Online
Sellers (OLS) team
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North America is growing faster than ANZ at the same stage e
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North America became the second largest fee and
trading income contributor in Q2, ahead of Europe

NDCs in North America grew by 7% in H2FY17 vs
H1FY17

Europe will rebound with a stronger GBP and EUR

Asia will grow with increased Online Sellers and
Corporate focus
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Strong marketing investment in US underway

Street Pillar Kiosk

A coid move

Embarcadero Station

Billboard

Bold move.

Posters

Bold move.

Smart move.

Tranatur naw at DF L com
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Ongoing investment in client experience is key to success

Very strong NPS overall Opportunity to improve

Globally OFX’s satisfaction The customer journey has been mapped out and pain points
score is in the excellent range identified, particularly during the early on boarding stages
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Faster and simpler on-boarding experience

v Deeper customer relationship management
and service delivery

v In-app experience enhancements




Our technology roadmap for FY18 has been prioritised @

Technology architecture vision Rigorous FY18 prioritisation plan
Continued investment in modernising our infrastructure To ensure execution we have selected a number of items
Progressing well on migrating to a modern architecture to be delivered, including key projects driven by customer
plan layered in Products, APIs, Platforms with all core features, operational efficiencies, corporate registration

applications now in the cloud journey improvements and regulatory changes
PRODUCTS Opportunity investment in technology Underpinning principles
API PRODU / v' Scalable
Must do v’ Customer driven
APIs v Data savvy
O O O O 0 0 O O O ngh pr]or|ty » v' Best cost
PLATFORMS
<>

Deprioritised e
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The material contained in this document is a presentation of general information about OFX Group Limited (Company) and its activities current as at 23 May 2017. Material is provided in summary only and
does not purport to be complete. The material contained in this document has been prepared without taking into account the investment objectives, financial situation and particular needs of any particular
person and should not be taken as advice for investment purposes or a recommendation in relation to the Company.

Certain statements in this document relate to the future, including estimates, projections and opinions. Such statements involve known and unknown risks and uncertainties and other important factors that
could cause the actual results, performance or achievements to be materially different from expected future results, performance or achievements expressed or implied by those statements. Many of these
factors are beyond the Company’s control, and the Company does not give any warranty, express or implied, representation, assurance or guarantee that the events expressed or implied in any forward
looking statements will occur or will prove to be correct, and you are cautioned not to place reliance on such forward looking statements. Subject to applicable disclosure requirements, the Company
undertakes no obligation to update any forward-looking statement to reflect events or circumstances after the date of publication of this document. Past performance information is given for illustrative

purposes only and is not an indication of future performance.

The Company makes no warranty, expressed or implied, concerning the accuracy, reliability, adequacy or completeness of the information and opinions contained in this document. To the maximum extent
permitted by law, no responsibility for any direct or indirect or consequential loss arising in any way (including by way of fault or negligence) from anyone acting or refraining from acting as a result of
reliance on the material in this document is accepted by the Company or any of its related bodies corporate, affiliates, directors, employees, officers, partners, agents and advisers or any other person
involved in the preparation of this document.

This document has not been subject to external auditor review.
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