INF(®&MEDIA

7 December 2022

ASX Market Announcements Office

Investor Presentation Materials

As announced on 28 October 2022, the Infomedia Investor Day will be held today commencing from
9:00am.

In accordance with the listing rules, please find a copy of the investor presentation materials attached.

This release was authorised by the Company Secretary

About Infomedia: Infomedia’s global leading ecosystem of SaaS and DaaS solutions empowers automakers and their dealer
networks to manage the vehicle and customer lifecycle. Infomedia’s data-driven solutions are used by over 250,000 industry
professionals, across 50 automaker brands and in 186 countries to create a convenient customer journey, drive dealer efficiencies
and grow sales. Infomedia has led innovation in retail automotive technology for more than 28 years and continues to expand its
reach within the three regions in which it operates. For more information, please visit Infomedia’s website
https://www.infomedia.com.au and YouTube channel https://www.youtube.com/infomedialtd.
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Disclaimer INF(®&MEDIA’

This presentation has been prepared by Infomedia Ltd (“Infomedia”) and contains information in summary form current as at 7 December 2022; it is not a
recommendation or advice in relation to Infomedia or any product or service offered by Infomedia or its subsidiaries. It is not intended that this presentation be relied
upon as advice to investors or potential Investors and does not contain all information relevant or necessary for an investment decision or that would be required in a
prospectus or product disclosure statement prepared in accordance with the requirements of the Corporations Act 2001 (Cth). These materials should be read in
conjunction with Infomedia’s other continuous and periodic disclosure announcements filed with the ASX Limited, including the financial statements and Half-Year
and Annual Reports which are available at: htips://www.infomedia.com.au/investors/annual-and-half-year-reports/ . To the maximum extent permitted by law,
Infomedia, its subsidiaries and associates and their respective directors, employees and agents disclaim all liability for any direct or indirect loss suffered by any
recipient through use of or reliance on anything contained in or omitted from this presentation. No recommendation is made as to how investors should make an
investment decision. Infomedia is under no obligation to notify or update any part of this presentation, whether as a result of new information, future events or
otherwise, after the date of this presentation. To the extent that certain statements contained in this presentation may constitute “forward-looking statements” or
statements about “future matters”, the information reflects Infomedia’s opinions, intent, belief, estimates or expectations at the date of this presentation, and are
provided as a general guide only and should not be relied upon as an indication or guarantee of future performance. Forward-looking statements involve known and
unknown risks, uncertainties and other factors that are outside Infomedia’s control and may cause Infomedia’s actual results, performance or achievements to differ
materially from any future results, trends, performance or achievements expressed or implied by these forward-looking statements. Neither Infomedia, nor any other
person, gives any representation, assurance or guarantee that the occurrence of the events expressed or implied in any forward-looking statements in this
presentation will occur. Additionally, please note that past performance is no guarantee or indication of future performance. Possible factors that could cause results
or performance to differ materially from those expressed in forward-looking statements include the “Risks” in Infomedia’s 2022 Directors’ Report. Certain non-IFRS
measures are useful in understanding Infomedia’s operating performance. These are consistent with the internal measures disclosed in Infomedia’s Operating
Segment Note (note 1 to the Annual Report) and are directly reconciled to Infomedia’s statutory reported IFRS financial information within the Operating Segment
Note. Non-IRFS information is not subject to audit review. This presentation may not be reproduced or published, in whole or in part, for any purpose without the prior
written permission of Infomedia. Local currencies have been used where possible. Prevailing current exchange rates have been used to convert local currency
amounts into Australian dollars, where appropriate. All references starting with “FY” refer to the 12-month financial year ended 30 June.
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SAFETY
BRIEFING

In the event of an emergency or fire:

« Call the Gateway 24-hr Security Control room using the red

WE ARE HERE

FIRE STAIRS

Warden Intercom Phone (W.I.P.) located in the fire hydrant

HOST / CONCIERGE 1|

HEEE @

cupboard on each floor

* Extinguish any small fire with the office fire extinguisher if safe to do e LoseY

5{0)

During an evacuation:

* Follow instructions from the PA system / Evacuation Warden
 Escort your vendors and visitors to the Assembly Area KITCHEN

* Do not use the lifts

At the assembly area (First Fleet park):

* Register your attendance with your Evacuation Warden

» Wait for further instructions from the Chief Evacuation Warden

Emergency phone numbers:
» Gateway Building Security  (02) 9241 1515

* Fire, Ambulance, Police 000
* Security Control Centre + 61 6212 3030 (24 hours)

NO SMOKING
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WELCOME

Jens Monsees
CHIEF EXECUTIVE OFFICER
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PARTICIPATING TODAY

Ben Neal Jason Thorpe Andrew Selim Michael Oki

GM Group Aftersales Head of EMEA Head of APAC President of SimplePart
B ATECO GROUP

Edwina Gilbert Chris McGrath Peter Petrovski Simon Chew Adam Sulcas
Executive Chair Service Manager Head of Strategy Chief Technology Officer Corporate Development

il Gilbert- McCarroll's

MOTOR GROUP
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AGENDA

01 weLcomE (04 rANEL DISCUSSION
Introduct?or) & Product portfolio &
» safety briefing user requirements

02 KEYNOTE 0 5 KEYNOTE

Infomedia snapshot & Our next chapter of
key industry trends growth

03 vranELDIscussion () DEMONSTRATIONS

Global market trends Product demo workstations
and Q&A
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INFOMEDIA SNAPSHOT

GLOBAL
PRESENCE

250K*

DAILY USERS

50

AUTOMAKER BRANDS

186+

COUNTRIES

40

APPLICATION LANGUAGES

5

CUSTOMER SUPPORT CENTRES

1bn+ VINs

AMERICAS

APAC

INF(®MEDIA

KEY

DETROIT
ATLANTA

CAMBRIDGE

COLOGNE

e I

SYDNEY

MELBOURNE

SOLUTIONS

INFODRIVE’

s

SimplePart =

Promse & 765X7_DRVE

MOBIS @ -3

. DealerBuilt.

TCEKION 9
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WE ARE STARTING FROM A
STRONG FOUNDATION...

H

LARGE AND GROWING GLOBAL, BLUE-CHIP
GLOBAL MARKET OEM CUSTOMERS

N
o
oo

MISSION ATTRACTIVE
CRITICAL SOLUTIONS FINANCIAL PROFILE
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--AND THERE ARE MANY
OPPORTUNITIES FOR IMPROVEMENT

Excellent products High product Global footprint
but customisations but
point-to-point but still sub-scale in
solutions low scalability Americas and EMEA

Strong data assets Successful Profitable
but but but
manual ingestion not integrated cost growth >
processes acquisitions revenue growth




ENABLING A BROADER INF@MEDIA

AND BOLDER OPPORTUNITY

CUSTOMER AND VEHICLE LIFECYCLE

Buying decision

Test drive

Furchase

POINT-TO-POINT SOLUTIONS

Brand
discovery

CUSTOMER PURCHASE
LIFECYCLE

B2C parts &
Connected aCCessory
car aleris purchase

Lead-gen

F&l and

ACCessory
offers

MICROCAT

Customer
prospecting

Fost service

SUPERSERVICE

campaign

Repurchase Delivery
triggers . Deferred
(loyalty offers) Service & work
I N F o D R | V E parts purchase follow-up
OUR CORE: CSl survey

Vehicle
inspection

SimplePart ==

GLOBAL LEADERS IN
PARTS & SERVICE SOFTWARE

VEHICLE SERVICE
LIFECYCLE

Time for
upgrade
(service to sales)

Service quote & Service
booking reminder

EMPOWERING THE DATA-DRIVEN AUTOMOTIVE ECOSYSTEM



ENHANCED HEGHERIE
VISION

The art of data-driven customer
experience in the mobllity era

To inspire personalised CX (customer experience) using predictive data
across the ecosystem of connected car, vehicle owners and dealer services.

We enable a seamless and convenient customer journey, higher loyalty and
efficient retail performance for OEMs, NSCs, dealers and ecosystem partners.

(T

AGILE LIKE A START-UP,
DELIVER LIKE A GROWN-UP 99

13
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6 KEY TRENDS IN AUTOMOTIVE

DATA DRIVEN FRAGMENTED DEALERSHIP
MARKETING & MARKET DIGITISATION
CUSTOMER EXPERIENCE

14
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01 EV (RIEVOLUTION

EV sales ~10% of global Est. 200m EVs/ 5.5m EVs in Europe, EV sales in China China and Europe
9 car sales were 9 10% of all cars é a 3x increase 9 (3.3m) > rest of setting EV sales
by 2030

doubled (2021)

over 2019

EV (2021) world (2021) records

15 /
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CONNECTED CAR

Connected

Tefonie : Personalised Remote
- Analytics LS_.ferwch-z Customer Diagnostics
Bealtime Iifecycie Experience

/" Parts & Service
- Interoperability

Data Capture




03 AGENCY DEALERSHIP INF@MEDIA

BUSINESS MODEL

Mercedes to cut European dealerships, move to
direct sales in global distribution overhaul

Mercedes will cut 10% of dealerships worldwide, but there are no plans for U.S. consolidation.

Stellantis confirms plan to adopt agency model
throughout European dealer network next year

Restructure will see dealers getting just five per cent fee for new car sales

Honda defends agency sales model

HONDA Australia says its recent decision to become the first OEM in the country to introduce a factory-led
agency model for a streamlined, premium-focused model portfolio is about giving customers a better new-car

buying experience while reducing its operational outgoings

BMW, Stellantis favor an agency sales model, but others
disagree

Renault says the same benefits can be achieved with the dealer model
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DATA-DRIVEN
MARKETING AND CX

....

VIN + PIN = WIN!

-

Who are our
dealership
customers?

| .

5| How do we reach > | How do we delight o | bemsvtoniolin L
them? them? long-term loyalty?




FRAGMENTED AND
5 SILOED SOLUTIONS
MARKET

19
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6 DEALERSHIP DIGITISATION """
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DEALE CUSTOMER
EFFICIENCY EXPERIENCE

OMNI-CHANNEL COLLABORATION BETWEEN SUPPLY CHAIN
CUSTOMER JOURNEY PARTS & SERVICE OPTIMISATION

Empowering the data-driven automotive ecosystem 21



TRENDS ARE DRIVING INF@MEDIA

AMBITIOUS TARGETS FOR SAAS & DAAS

eneral motors :
’ VW can make money by selling autonomous

Vo Tech for $8.40 Per Hour
.if we fast-forward 10 years, the software, services subscriptions wabwagen
and other adjacent businesses.. WI|| be equal or greater than what

we’ll have from selling the vehicle."
Mary Barra (Chair and CEO, General Motors)

Volkswagen

“By 2030, 20% of our revenue will be related to subscriptions and
mobility services”

Michael Wintergerst (Executive Vice President, CARIAD, a

Audi’s feature-as-subscription setup is called
Volkswagen Group Company) (009D Eunction on Demand. Navigation and higher-

Auoi speed Wi-Fi costing $85 per month

Your next BMW might only have heated seats for
3 months

RENAULT

“ This new business unit [Mobilize] aims at developing new profit
pools from data, mobility, and energy-related services... to
generate more than 20% of group revenues by 2030.”

Luca de Meo (CEO, Groupe Renault)

Porsche Intelligent Range Manager, to maximize
4 the EV’s range and minimize charging stops.
mom=ce=  $12 per month.

S&F Global Mobility



OUR OPPORTUNITY IN A INF@MEDIA
GLOBAL, DATA-DRIVEN MARKET

Global automotive
software market”

13.3% CAGR Thtdhbiinlas
2026F

US$8.5b
2020A

Global automotive big
data market®

16.3% CAGR

US$3.6b
2020A

US$8.9b

2026F

Global connected car
solutions market®

US$23.6b ETL.XY LA Ve » US$56.3b
2021A 2026F

(1) Orbis Research: Global Automotive Software Market Growth 2022-2028
(2) Mordor Intelligence: Big Data Market in the Automotive Industry 2022-2026
(3) Markets and Markets: Connected Car Market 2021-2026

(4) CAGR: Compound Annual Growth Rate

{/ ® x o - | - -



CX IS ABOUT CREATING TRUST

AND TRANSPARENCY
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AUTOMOTIVE DATA INF(®MEDIA

MONETISATION PLATFORM

DISPARATE ENTERPRISE DATA-DRIVEN
DATA SOURCES DATA PLATFORM MARKETPLACE

INSURANCE

INF(® MEDIA

FLEETS

Scalable LEASING

data sharing architecture
ROADSIDE ASSISTANCE

Enrichment &

localisation TYRE PROVIDERS

Security TIER 1 PARTS OEMS

& governance
IMT REPAIRERS

GDPR & PII GOV / MOT INSPECTIONS
V / MOT INSPECTION
CONNECTED | - .{ 3« PARTY compliance
CAR
3rd party

Integration




DATA-DRIVEN SOLUTIONS ACROSS rameon

THE CUSTOMER & VEHICLE LIFECYCLE

. Buying decision
Test drive ying Purchase

@ @ @ Service plans

Lead
dscovery 0 CUSTOMER PURCHASE
LIFECYCLE .
accessory
B2C parts &
Connected accessory e offers
car alerts purchase
Customer e
prospecting

Post service :
survey 6 campaign
Repurchase N @ Delivery
triggers i E Deferred
(loyalty offers) Service &

parts purchase fol\llz) (\)/\Tup
OUR CORE: @ CSl survey
Vehicle Win-back

inspection VEHICLE SERV|CE

@ @ LIFECYCLE

Time for
upgrade
(service to sales)

. offer
@

Loyalty offers

Service quote & Service
booking reminder



UNIQUE COMBINATION OF NFGMEDIA

BENEFITS ACROSS THE ECOSYSTEM

DEALERS

« Loyalty and customer convenience

« End-to-end omni-channel journey

OEMS / NSCS * Productivity and efficiency
- Globally consistent customer " INE(®MEDIA
exp e r| ence Empowering the data-driven automotive ecosystem

« Connecting NSC, dealer, vehicle

ECOSYSTEM
PARTNERS

» Access to enriched and trusted data assets

* Analytics and Al-driven insights

* Improved data accuracy
« Automation of supply chain

(e.g., stock order, collision repair, insurance)
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@

MARKET TRENDS
PANEL

GM Group Aftersales
Bl ATECO GROUP

Adam Sulcas

Corporate Development

MODERATOR Michael Oki Jason Thorpe Andrew Selim
President of SimplePart Head of EMEA Head of APAC

28
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@

PRODUCT
PANEL

Edwina Gilbert Chris McGrath
Executive Chair Service Manager

Kl Gillbore McCarroll's

MOTOR GROUP

Adam Sulcas

Corporate Development

MODERATOR Michael Oki Peter Petrovski Simon Chew
President of SimplePart Head of Strategy Chief Technology Officer

31






OUR NEXT
CHAPTER OF
PROFITABLE

Jens Monsees

Chief Executive Officer
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OPERATIONAL
EXCELLENCE




UPDATE ON OPERATIONAL INF@MEDIA

EXCELLENCE INITIATIVES

Performance Processes

« Accountability and KPI setting Upgrades to key systems: CRM, HRIS, billing

 Increased cost discipline and rigorous execution Management de-layering & offshoring

* Improve Americas Automation & simplification of processes

IT and cloud infrastructure efficiencies

 M&A and partnerships for building

NEW
ENHANCED
VISION

Products People

« Revamp innovations & scalable roadmaps New, more efficient operating model

* Further DMS integration for key products Organisational restructure and leadership renewal

» Split between ‘Product’ and ‘Services’ to improve R&D and Introduce performance-driven culture

customisation cost management Collaboration and alignment between regions and products




TARGET: OPERATING COST NFEMEDIA

GROWTH BELOW REVENUE GROWTH

PLANNED

« Automation of key processes
« Full integration of SimplePart including
alignment of Microcat and SimplePart solutions

PROGRESSING

Management of cloud infrastructure costs (started Aug-22)
Commencement of offshoring initiative (started Sep-22)
Upgrades to key systems (started Oct-22)

IMPLEMENTED

Rolled out new KPI framework (Oct-22)

Reduction of 25 FTEs including management delayering (Nov-22)
New operating model (BlZ DEV OPS) established (Nov-22)




OUR NEW INTEGRATED INF(@MEDIA

OPERATING MODEL

FROM TO
ANALYTICS
MICROCAT SERVICE ECOMMERCE E(;(ll"sé.rR?éwllEgE
SUPERSERVICE [\ o9,
= EEE N
9 > = A\
INFODRIVE s o
SimplePart ==

37



OUR NEW INTEGRATED

OPERATING MODEL

INF(@MEDIA

SERVICE

'—'?_

ANALYTICS

PARTS ECOMMERCE

AGILITY AND OPE.RATIONAL FLEX -
e

DATA /| EDP

CUSTOMER
EXPERIENCE

99
oA

e
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KEY TREND

DEALER
AGENCY MODEL

DEALERSHIP
FRAGMENTED MARKET DIGITISATION

'DATA-DRIVEN
MARKETING & CX

‘-,

Global automotive
software market*

US$18.0
billion
2026F

Global automotive big
data market*

US$8.9
billion
2026F

* Refer footnotes on page 23

CAGR 16%+

US$83 billion
2026F

AND MARKET GROWTH

Global connected car
solutions market*

US$56.3
billion
2026F




KEY GROWTH INFOMEDIA
D RIVE Rs « Establish global footprint for data and eCommerce

offering to drive x-sell and up-sell

DRIVE CORE « Focus on US / EMEA market to increase penetration
GROWTH

« Establish and leverage new sales channels via
strategic partnerships

 Engage with OEM headquarters in Japan, Korea and
China

 Team upskill and strategic additions

* Implement “Hub-and-Spoke” model in US and EMEA
to operate closer to OEMs / NSCs (H1 FY24)




KEY GROWTH HremEDA
DRIVERS

« Position and leverage customer experiences across
all physical and virtual touch-points (pilots
Implemented, roll-out Q3 FY23)

« Build on our new ecosystem strategy to integrate

IMPLEMENT INTEGRATED existing point-to-point solutions for an end-to-end

ECOSYSTEM APPROACH . . . .
vehicle and customer journey (new vision established,

ongoing implementation)

« Expand Connected Car and Marketing-as-a-Service
solutions globally (Q3 FY23)

 Re-engineered Go-To-Market in alignment with new
ecosystem approach




KEY GROWTH HrEMERA
DRIVERS

« Shift from standalone data and analytics offers to
operating with data at the core of everything we do
(Q3 FY23)

« Conquer new segments by engaging with 3rd party
ecosystem partners including insurers, financial
services and aftermarket (ongoing implementation)

MONETISE DATA, « Establish a bi-directional and scalable Enterprise Data
ANALYTICS & INSIGHTS Platform for seamless DMS access and accelerated

Integration of acquired data assets (ready early FY24)

* Increased automation of data ingestion and
augmentation via machine learning and Al (Q4 FY23)
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@

KEY GROWTH
D RIVE Rs M&A CRITERIA

* Product fit

« Data-rich assets

« Enhancing global footprint
« Sufficient size

* Recurring revenue

* Profitable and growing

* Synergies

« Cultural alignment & talent
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MULTIPLE LEVERS TO ACCELERATE
OUR PROFITABLE GROWTH

« Expand Connected Car and MaaS
* Increased automation
« 3rd party ecosystem partners

Integrated solutions / ecosystem model
“Hub-and-Spoke” model in US / EMEA
Accelerate our Go-To-Market

Establish Enterprise Data Platform

Focus on US / EMEA market penetration
Engagement with global OEM HQ
Creating additional sales channels
Strategic team additions

FY23 FY24 FY25

» Targeted
 Critical mass
« Faster integration

STRATEGIC M&A
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BASED ON OUR INF(@MEDIA
STRONG FOUNDATION...

A

LARGE AND GLOBAL, BLUE-CHIP
GROWING OEM CUSTOMERS

GLOBAL MARKET

MISSION ATTRACTIVE
CRITICAL FINANCIAL PROFILE
SOLUTIONS




EXECUTING OUR STRATEGY TO  remeon
CREATE SHAREHOLDER VALUE

100210
\\) @ 110\ M
S, W) 5l
DELIVER ON OUR MULTIPLE LEVERS
NEW OPERATING MODEL ENHANCED VISION DATA AT THE TO ACCELERATE
CORE BUILDING PROFITABLE

DRIVING OPERATIONAL AND ECOSYSTEM
EXCELLENCE INITIATIVES APPROACH CRITICAL MASS GROWTH

" o
MISSION

LARGE AND GLOBAL, BLUE-CHIP ATTRACTIVE
GROWING OEM CUSTOMERS FINANCIAL PROFILE CRITICAL
SOLUTIONS

GLOBAL MARKET



“THE BEST WAY TO PREDICT INF@MEDIA

THE FUTURE IS TO CREATE I1...”

It is a bit freaky with this
wireless technology




Peter Petrovski

Head of Strategy




INF(®MEDIA

PRODUCT DEMO WORKSTATIONS

HOST / CONCIERGE

LIFT LOBBY

FIVE BREAKOUT
ROOMS FOR DEMOS

[ BRIDGE(0) | ® ANALYTICS
KITCHEN
KIRRIBILLI (8) e DATA
OPERA (6 o CUSTOMER
EXPERIENCE
KURRABA 8) |
O
X Y | [ eennElonae | e SERVICE
b
[ CLIFTON (8)
e PARTS

TARONGA (8)




INE(®MEDIA

DRIVING OUR NEXT
CHAPTER OF GROWTH

EMPOWERING THE DATA-DRIVEN AUTOMOTIVE ECOSYSTEM

PRODUCT DEMO WORKSTATIONS ARE NOW OPEN
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