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This presentation and the information accompanying it (Presentation)
has been prepared and provided solely by PEXA Group Limited (PEXA or
the Company).

This Presentation is not a Prospectus, product disclosure statement or
offer document under Australian law or the laws of any other
jurisdiction. It is not and should not be considered, and does not
contain or purport to contain, an offer, invitation, solicitation or
recommendation with respect to the subscription, purchase or sale of
any securities in PEXA or any other entity.

The information contained in the Presentation has been prepared
without taking account of any person’s investment objectives, financial
situation or particular needs and nothing contained in the Presentation
constitutes investment, tax, legal or other advice. You must not rely
on the Presentation but make your own independent assessment and
rely on your own independent taxation, legal, financial or other
professional advice.

All financial amounts contained in this Presentation are
expressed in Australian dollars (unless otherwise stated). Note:
numbers may not sum due to rounding.

Certain financial information included in this Presentation is
‘non-IFRS financial information’ under Regulatory Guide 230
‘Disclosing non-IFRS financial information’ published by ASIC.
PEXA believes this non-IFRS financial information provides useful
information to users in measuring the financial performance
and condition of PEXA. The non- IFRS financial information does
not have standardised meanings prescribed by Australian
Accounting Standards and, therefore, may not be comparable
to similarly titled measures presented by other entities, nor
should it be construed as an alternative to other financial
information determined in accordance with Australian
Accounting Standards. You are cautioned, therefore, not to
place undue reliance on any non-IFRS financial information or
ratio included in this Presentation.

No representation or warranty, expressed or implied, is made as to
the accuracy, reliability, adequacy or completeness of the information
and opinions contained in the Presentation.

The Presentation may contain certain forward-looking statements,
including estimates, projections and opinions (Forward Statements).
We use words such as ‘will’, ‘may’, ‘intend’, ‘seek’, ‘would’, ‘should’,
‘could’, ‘continue’, ‘plan’, ‘probability’, ‘risk’, ‘forecast’, ‘likely’,
‘estimate’, ‘anticipate’, ‘believe’, or similar words to identify Forward
Statements. Forward Statements are based on assumptions and
contingencies which are subject to change without notice, may involve
known and unknown risks and uncertainties and other factors, many of
which are beyond the control of PEXA, and have been made based
upon management’s expectations and beliefs concerning future
developments and their potential effect on us.

No representation is made or will be made that any Forward
Statements will be achieved or will prove to be correct. Actual future
results and operations could vary materially from the Forward
Statements. Circumstances may change and the contents of this
Presentation may become outdated as a result.

Except as required by applicable laws or regulations, PEXA does not
undertake any obligation to provide any additional or updated
information or revise the Forward Statements or other statements in
this Presentation, whether as a result of a change in expectations or
assumptions, new information, future events, results or circumstances.

You are strongly cautioned not to place undue reliance on Forward
Statements, particularly in light of the current economic climate
and the significant volatility, uncertainty and disruption caused by
COVID-19.

Past performance and historical information given in this Presentation is
given for illustrative purposes only and should not be relied upon as (and is
not) an indication of future performance.

This Presentation contains statistics, data and other information (including
forecasts and projections) relating to markets, market sizes, market shares

obtained from research, surveys or studies conducted by third parties

(Market Data). You should note that Market Data is inherently predictive,
are subject to uncertainty and not necessarily reflective of actual market

conditions.

PEXA cannot assure you as to the accuracy or the reliability of the

underlying assumptions used to estimate such Market Data. Forecasts and
estimates involve risks and uncertainties and are subject to change based

on various factors, including in data collection and the possibility that
relevant data has been omitted. As a result, the Market Data is not

necessarily reflective of actual market conditions, involves additional risks
and uncertainties and are subject to many factors beyond PEXA’s control.
There is no assurance that any of the estimates contained in the Market

Data and included in this Presentation will be achieved.

The information is supplied in summary form and is therefore not
necessarily complete. The material contained in this Presentation may
include information derived from publicly available sources that have
not been independently verified. No representation or warranty is made
as to the accuracy, completeness or reliability of the information.

To the maximum extent permitted by law, PEXA and each of its
affiliates, directors, employees, officers, partners, agents and advisers
and any other person involved in the preparation of the Presentation
disclaim all liability and responsibility (including without limitation, any
liability arising from fault or negligence) for any direct or indirect loss or
damage which may arise or be suffered through use or reliance on
anything contained in, or omitted from, the Presentation. PEXA accepts
no responsibility or obligation to inform you of any matter arising or
coming to their notice, after the date of the Presentation or this
document, which may affect any matter referred to in the Presentation.

This Presentation should be read in conjunction with PEXA’s other
periodic and continuous disclosure announcements lodged with the
ASX, which are available at

PEXA


http://www.asx.com.au/

In the spirit of reconciliation PEXA
acknowledges the Traditional
Custodians of country throughout
Australia and their connections to
land, sea and communituy.

We pay our respect to their Elders
past and present and extend that
respect to all Aboriginal and Torres
Strait Islander peoples today.

We accept the invitation to walk
with First Nations Peoples, to a
better future for us all, and invite
you to join the movement.

For more details, go to

UluruStatement.org THE ULURU
STATEMENT
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PEXA Group Strategy

PURPOSE

PRIORITIES

VALUES

YXPEXA

CONNECTING
PEOPLETOPLANCE

L

ENHANCE

Enhancing the core Exchange in Australia
to build deeper customer relationships

EXPAND

Bringing digital property
settlement solutions to Torrens title
jurisdictions internationally

EXTEND

Providing innovative data insights and digital
services, transforming the experience of
developing, buying and selling, settling,

owning and servicing properties

i

Ly

EVOLVE

Investing in our people, platform and brand
to sustain aninnovative culture and
reputation trusted by stakeholders

Y PEXAExchange

YPEXAInternational

MCPEXADigital Growth

YXPEXA

Innovate for good

Better together

Make it happen

Make it count
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PEXA Digital Growth extending PEXA’s ambition

NV

Relationship depth

Current situation Existing Exchange
relationships generally
centred on 1-2 products

Relationship breadth

Exchange relationships
strongest with Practioners
and Fls

v

Greater share of ‘wallet’

Benefits of PDG . .
with existing customers

v

Connection to
strategically important
segments

YXPEXA

Monetisation

Transaction data is
monetised once

A 4

Subject to relevant
approvals, re-monetise
data multiple times



An attractive growth opportunity ):(PEXA

Forces Reshaping the Property Market Estimates of Land Information Market: FY21 - FY27 ($M)

1,120

Demand 0/0 ﬁﬁﬁﬁ 909

Economy Demographics Post Covid 764

656
\\\\\\\\\\\/////////// 578 464
520 - 324
ia’”ﬂ fi; 10 158

Property Values Affordability

////////////\\\\\\\\\\\\ 410 420 430 440 445 455

[ 1 1
MNP
Supply QE i % =5 2022 2023 2024 2025 2026 2027

Land use Factor Costs Climate

665

.

Traditional! Augmented?
‘— Forces shaping the property market J = W Aug

Source: (1) Frost & Sullivan Market Report as per IPO prospectus (2.) PEXA estimates
Note: Estimates rounded to nearest $5m



PDG Gameplan to support Group strategy and ):(PEXA
market opportunity

Purpose Connecting people to place by unlocking property intel and new digital experiences

5 (&
- - : .. ¥
o ' W

Priorities
HOIGUN) SOLUTIONS PARTNERS SOCIAL LICENCE

Build deep positions in four Provide customers with Extend reach by partnering Champion open, ethical
use domains transformative D2P solutions . Data data usage

Demand for land » Descriptive . Analytics * Regulation

Use and value of land * Predictive Product * Other obligations
Efficient journeys * Prescriptive « Distribution

Affordability

Platforms TEAM-DRIVEN % RESEARCH-LED BUREAU-BASED I II




Significant progress delivering gameplan ):(PEXA

May 2022

Solutions

Partners

2 Products in market

Focus

1 Key customer
segments serviced

2 Major brands

People

2 Control and minority
acquisitions

4 Commercial and
research partnerships

Bureau

Committed
5 0+ team members

1 May be subject to regulatory approval

/ Address Matching
Service V1 live

5 Data sets ingested
or underway

Research

December 2022

Solutions Partners
Products in market Control and minority
9 and in FY23 pipeline ! acquisitions

Commercial and
Focus research partnerships

4 Key customer Bureau
segments serviced
‘/ Address Matching
Service v2 live
4 Major brands
9 Data sets ingested

People or underway

5 Research reports
in FY23 pipeline

100"' Committed Research
team members
Research reports

4/6 in FY23 pipeline

released’
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Business aligned to deliver against our gameplan ):(PEXA

Strategic Demand for Place Use and Value of Place Efficient Journeys
Focus Area

]
Team / Brand Id informed FI Solutions Partner Solutions
° decisions

Driving .Where gnd how much do we How to o.ptl.mlse }nvestment to How as a business

by invest given likely demand for maximise private and ) ¢ | hain d . tional effici 5
Question olace community value in a property value chain do we improve operational efficiency?
Primary Government Developers ngsgfgopneirss
Segments Developers Government Agents
Enabling Data
Distribution < Relationshi d sales teams, PEXA website, part b
Channels < elationship managers and sales teams, website, partners >

BUSINESSADVANTAGE ©

Partners :5 GyFawes . FRONTIER -9|U|a- & OPEX sma'@‘er

|_. Landchecker



Today’s speakers

Ivan Motley

Founder and Director,
1d

Strategic Focus Area

Demand for Place

YXPEXA

Team

Mark Nassif

Acting General Manager,
Property Value

Use and Value of Place

va?ue

australia

Chris Bodikian

Chief Innovation Officer

Efficient Journeys

Partner Solutions

12



PEXA

'van Motley

Demand for Place



id

We inform 350+ local
governments covering over
80% of Australia’s population

. .id brings almost the entire local government market to
PEXA

. Established for 25 years, .id is the overwhelming market
leader

. Expert team of geographers, demographers, housing

analysts, forecasters, economists and software developers

. Significant growth opportunities, including new customer
segments — Private sector and State
and Commonwealth governments

14



Strategically alighed to meet customer needs

Purpose Understand Local Communities and Economies Planning for the Future gd?rsto?di:g Where & When to Invest
uality of Life

Proportion of

Business 34% 26% 23% 4% 14%
(FY22 Revenue)

Established
Products
atlas.id

housine.id Economic Health
Growth 8. o

Products
Private Sector,
Customer State &
< Local Government > <
Segments Commonwealth

Governments




Solutions powering decision making

.idcom"nunity demographic resources

City of Whittlesea  housing monitor ‘. 'f'ﬁ'i’.’ﬁ{esea

community profile population forecast | economic profile ™ housing monitor sl VARG

Explore the housing story for City of
Whittlesea

Understand housing supply and demand, housing diversity, affordability and availability.

[ e =
Need for affordable housing Household type in most need of affordable housing

3,382 households Families
(4.5% of all households) (1,533 households)

Housing Supply
[o] @ o]
Housing Consumption [
Median Price (Jun 2022) Median Rental (Jun 2022)

Home

Housing Demand

Prices & Incomes

Housing Stress & Need

Median House Price (Jun 2022)

Median House Rental (Jun 2022)

» ] Whittlesea (C) $735,000 Whittlesea (C) $420/week

Affordability Monitor Greater Melbourne $920,000 Greater Melbourne $460/week
Median Unit Price (Jun 2022) Median Unit Rental (Jun 2022)

\Whittlesea (G) $500 000 Whittlesea (C) $3RN/week

16



Pursuing significant growth opportunities

- nbn@

"~
National et M

@ electoral coles

J¢. Ambulance
@ Victoria

_GreaterWestern
vvater

@ BarwonWater

Local Eﬂ

Catholic Education Office

Public Private

17
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Mark Nassif

Use and Value of Place



Building upon Value Australia’s history va?ue
australia

AVM V1. AVM V1. VALUE AUSTRALIA CRC-P SLATE ANALYTICS -

Phase 1 Phase 1 AVM V2 Value Australia AVM VX

Greater Sydney and ! Urban, peri-urban and

Western Sydne
Janey Brisbane City Council regional Australia

Australia-Wide

. | -
* Automated i+ Automated .+ Automated mass appraisal of land . JXPEXA ’% UNSW res FRONTIE R
Property & Land : Property & Land | and property valuation Insights ¥ Research Centre
Valuation | Valuation i« Infrastructure Value uplift !
i i » Rezoning Value uplift ; PEXA, UNSW & FrontierSl formed
1x Scenario Explored | 2 x Scenarios Explored 1 * Economic Feasibility Assessment i Slate Analytics

of Property development

: : +« Commercialisation of Value Australia’s solutions
| | i+ Trading under the Value Australia brand

2016 2017 2018 2019 2020 pAOYA 2022 2023 2024 2025 2026




Disrupting valuations in Australia

Technology
Platforms

Initial Products

Description

va?ue

australia

Customer Segments

Value Australia

Automated —T— FI AVM

Valuation

Next generation AVM that based on industry testing plus
independent DD, out-performs competitor offerings in terms
of accuracy, at the same time as providing an “Insured AVM”

Financial Institutions (Mortgage
Lending)

Model (AVM)

~_

Rapid Analytics
Interactive
Scenario —
(RAISE)

Supporting State Government Valuer General (VG) handling of

Mass Mass Valuations which is used to determine Land Tax, Council
. . State Governments
! Valuations rates and other property metrics. Currently a manual process,
i ours is an automated solution, in a digital environment.
: . . Commonwealth Government
i » Infrastructure Dynamically measure the value impact of proposed State Governments
val lif infrastructure projects on surrounding properties with superior Local Councils
alue Uplift speed and accuracy in “real time”. Currently a manual process.

Planners/Consultants

O

7> Planning Scenario
Modelling

Model the value impact in real-time of proposed zoning changes
on surrounding properties with superior speed and accuracy in
“real time”. Currently a manual process.

Developers
State Governments
Local Government

20



Significant opportunity in the valuations market

Valuation market opportunity sizing ($M p.a.)

Opportunity to use ~$2,000-2,100m

Value Australia to
displace existing manual
efforts in $450b
property ecosystem

~$150-200m

I

Valuations component of Manual valuation related

property information activities embedded in
market other property value chain
activities

Source: PEXA estimates

Value Australia competitive differentiation

Fis (~25% of opportunity)

* Most accurate model, creates opportunity to
provide additional wrap around services

Developers (~20% of opportunity)

* Only automated interactive solution with the
ability to measure the economic/value uplift in
real time

Government (~40% of opportunity)

* Only automated interactive solution with the
ability to measure the economic/value uplift in
real time

Consumer (~15% of opportunity)

« ‘What if’ functionality for renovations and home

upgrades

value

australia



RAISE Platform va?ue

australia

¥ RAISE Toolkit

CREATE SCENARIO

Test property value
@ = % RAISE Toolkit o s et s Up|lf'[ for different
. SCENARIO SUMMARY ® & 4 scenarios

MASIOUBRA TRAINSTATIONS

Cremted 30 Sep 2021

o Rezsway Stzur's

INAR SCEMARIO SUMMARY
Properties | SN N
254
i
s ——
o

Scenario planning
for future land use

VALLATIONS

& infrastructure :

22



RAISE Platform demo

Y RAISE Toolkit

CREATE SCENARIO

Setup Scenario 0 Scansess Namne

Describe the scenar

Planning Related Uplift

Trial cha

s to planni
and bullt forms acr

tro

va?u e

australia

23



Chris Bodikian

Partner Journeys and Efficiency

PEXA

24



Partner Journeys

7
-

Our Objective

Our Offer

YXPEXA

Targeted Outcomes

Digitalisation creating new ways
to remove frictions arising from
manual processes, duplication,
opacity, poor handoffs/no
integration

Opportunity to leverage PEXA's
core skills in managing difficult
digital collaboration tasks across
multiple stakeholders

Obtain greater share of non-
exchange TAM of circa $400b+

* Incubated 8 new offers through
PEXA and partners

* Today discussing a developer-
focused offer, OPEX, which is
nearing launch

New revenue sources:
subscriptions, distribution
commission, consumer leads

Ahead of schedule:
in developing product and being
in market

25



Rewiring the developer journey

Design & Plan Develop Buy / Sell

0 OPEX

Off-the-Plan Exchange

« PEXA Projects allows large law firms,
acting on behalf of developers, to create
a great number PEXA workspaces

 Thesame way PEXA Projects creates
efficiencies late in the process, OPEX
creates efficiencies for those same
clients early in the process at the contract
of sale

«  Muchlike the PEXA fee, OPEX's revenue
model will charge per lot, and can be a
disbursement to lawyers and
conveyancers

Finance

»

Settle

0.05 hrs

699

YXPEXA

26
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Creating seamless digital journeys

Build demand Assist customers to manage business risk

YXPEXA

Support customers with analytics and workflow tools

YCPEXAInsights

PEXAInsights

PEXAInsights

elula

MarketView

YPEXAInsights

MyView

YCPEXAPIlanner
MPEXAAllocations

Refinancing

@
o
£
o
x
L
)
o)
-
—
-
o
©

Unique research on state of the
refinancing market - drawing on PEXA’s
95% refi coverage

Understand market
share risk implications

Predict refinancing
risk and give next
best actions

Manage refi specific
pipeline

MPEXATracker

Manage settlement workflows

Build demand Assist developers with assessing, selecting and valuing development sites

PEXAInsights

| Landchecker va?u o

° N australia

Journey Example:
Development

Unique research on
population flows -
leverage PEXA’s 85%
transaction coverage

Deep local area
insight - forecasts
for dwellings, pop,

economy

Deep local site research -
permissions, dimensions, usage

Site valuation - including
‘what if’ scenarios

Note: Subject to regulatory approvals where required

Enable consumers to
move efficiently

Support developers
with workflow tools

& OPEX

Off-the-Plan Exchange Zlfs_e o PEXA:{N{
V
)A( PEXA sorted
Projects | ' Pt

smatger.

Pre and post-settlement
support for consumers -
additional data opportunity

Manage off the plan
settlement work flows

28



YXPEXA

Market testing of U@ Landchecker
elula

consumer and
practitioner oriented
platform underway
®

Extending Landchecker
and Elula capability to
PEXA customers

Launch 5+ new PXI

Ethical Advisory Council
products

formed, to guide
product development

Postcode Insights tool
launched, delivering new
insights on trends across
Australia’s property market

Delivering growth

MELBOURNE
BUSINESS
SCHOOL

=
MELBOURNE
MBS research

partnership announced

{o]

F = il

M&A pipeline - New
investments aligned with PEXA
Digital Growth strategy

[ ]

Sorted home services
solution with PEXA Key

Investment in (?Ieveloper
sorted

contract solution OPEX
announced

In market with suite
of Australian

property reports
MyView launched, with first

financial institutions
onboarded as customers

PEXA Insights and PX Ventures
restructured into PEXA Digital

Growth, aligning all Australian
growth initiatives
Off-the-Plan Exchange

YXPEXAInsights
PX Ventures

Value Australia 70%
investment acquisition

commercialising research in
partnership with UNSW and

Frontier SI

Investing c.$15m
in FY23
.id acquisition announced
expanding data
capability and reach

A o
va?ue
australia

Subject to regulatory approvals



PDG’s growth runway

N T

* The Extend pillar of the PEXA Group strategy - providing
innovative data insights and digital services to the Australian
market - is progressing at pace and as planned

* Investments announced to date are forming the nucleus for
each of PEXA Digital Growth’s strategic focus areas

 Prioritising value and speed to market when pursuing organic
and/or inorganic growth opportunities

» Continued focus on building opportunities that support and lead
to enhanced property experiences and insights across the
property ecosystem, complementing the PEXA Exchange

« Remain on track to realise circa $50m revenues p.a. in 2025
from both organic and inorganic activity, with sufficient scale to
sustain business




Q&A



