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FY18 RESULTS KEY HIGHLIGHTS

Successful Transaction
Delivered

Completed Structural Review

Divested Millers, Katies, Autograph,
Crossroads and Rivers to Noni B for
$31mt on 2 July 2018

Enables single focus on best
performing brand, City Chic

Strengthened Balance Sheet

YE net cash position of $16.1m vs net
debt of $8.3m in prior year

$31m of sales proceeds received on 2
July 2018 (post year end)

Debt facility fully repaid post year end;
new $15m facility to Feb 2021

Net cash post transaction settlement
and separation costs of approximately
$25m

Strong Results for City Chic

Continuing Operations (City Chic)
Underlying EBITDA of $19.9m vs
$11.1m in prior year — result is at
upper end of guidance

Comparable sales growth of 12.9%

Underlying CODB as % of sales of
44.1% vs 48.9% in prior year

Well Positioned for Growth

Leading position in the attractive, fast
growing plus size segment

Compelling range of strategic growth
opportunities

Adjustment to share capital made to
facilitate future franked dividend
payments from retained earnings

Dividend expected to recommence in
FY19 with a payout ratio representing
a minimum 50% of NPAT?
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360K+ Active
Customers

36%
Online Sales

1. Headline consideration before completion adjustments and transaction and separation costs.

2. Franking credit balance of $46.0m as at 1 July 2018.

3. As a standalone business and in accordance with AASB 15, revenue relating to product sold to partners (wholesale and marketplace) are
now presented net of vendor funded mark-downs (VFMD). Prior FY18 sales guidance of $138m-$140m included VFMD within gross profit.
4. Stores as at financial year end.
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36%

online sales

3
—

Our customer is the heartbeat of our business °
360Kk
active customers

855 600K

e-mail database

We engage, we listen, we learn, we create, we repeat

n 350k

social media

followers
/\ k‘ [ |
We Are We Fit for We Are a We Create
Fearless Confidence Sisterhood Unique

Experiences



WHOLESALE

OMNI-CHANNEL STRATEGY

ONLINE
CITY CHIC

/ cify chic \

Customer centric approach

ONLINE

MARKETPLACES

Well presented and consistent customer touchpoints

Understand customer wants and spending behaviour

ADDITION ELLE

/*macys NORDSTROM\

amazon % STITCH FIX

qunnie Bee Dm, 3( CO

\E\/ANS ® zalando /

asos

Align team incentives across channels

Broaderranges to better serve
our customer

Maintain nimble and responsive
supply chain
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GROWTH PRIORITIES

Drive Australian online sales growth

Acquisition of customers for our USA website

Grow USA marketplace business

New stores in Australia and New Zealand
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Increasing number of larger format stores
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FY1?2 OUTLOOK

« Continuing our strong momentum from H2 FY18, trading for the FY19 year to date has been pleasing

« All channels are showing positive growth with online performing strongly

« With two of the biggest trading months in November and December still to come, we are on track to
record high single digit comparable sales growth in HT1 FY19




IMPORTANT NOTICE &
DISCLAIMER

This presentation has been prepared by Specialty Fashion Group Limited (the “Company”).
It contains general background information about the Company's activities current as at
the date of the presentation. It is information given in summary form and does not purport
to be complete. The distribution of this presentation in jurisdictions outside Australia may
be restricted by law and you should observe any such restrictions.

The Company has prepared this presentation based on information available to it, including
information derived from publicly available sources that have not been independently
verified. No representation or warranty, express or implied. is made as to the fairness.
accuracy, completeness, correctness or reliability of the information, opinions and
conclusions expressed.

Any statements or assumptions in this presentation as to future matters may prove to be
incorrect and differences may be material. This presentation should not be relied upon as
a recommendation or forecast by the Company. To the maximum extent permitted by law,
none of the Company, its directors, employees or agents. nor any other person accepts
any liability, including, without limitation, any liability arising from fault or negligence on the
part of any of them or any other person, for any loss arising from the use of this
presentation or its contents or otherwise arising in connection with it.
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