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Strong marketplace activity driving double-digit MRR growth ®pages

Group

hipages Group MRR? (excl. GST)

MRR excl. GST ($m) * Record new business yields driven by
7.2 roll-out of higher value STP proposition

_________

* Further opportunity ahead, with 35% of
customers on legacy pricing at end of March
to be migrated to new higher plans by October
2025

» Existing customers ascending to higher price
points due to:

- Dynamic pricing of job leads based on
supply/demand dynamics driving
ascensions to higher price tiers

- Strong marketplace activity, with high
supply and demand driving near-

H1 FY22 H2 FY22 H1 FY23 H2 FY23 H1 FY24 H2 FY24 H1 FY25 Q3 FY25 .
record connections

TMonthly Recurring Revenue refers to the committed monthly subscription revenue from tradies (excluding GST) at the end of the period (i.e. Dec 2024 for H1 FY25). It is calculated as the number of tradie hipages Group | 2
accounts multiplied by their monthly subscription price excluding GST.



All Australian customers successfully migrated to single (Mpages
tradie platform ooy

STP roadmap
DD 2 apps > D Single Tradie Platform app (hipages tradiecore)
Launched ° Beta Desktop 0 Desktop GTM for all tradies° Team management
single tradie platform user enablement to complement the app capability
Product
Development: Introduced new package ° Tap to Pay Job management
for hipages tradiecore and capability feature enhancement
directory listings only
Multi-user (v1) Further expansionary
capability services development
App migration 0 Drive feature adoption
Customer All tradies on STP app to boost tradie retention
migration: O
New price plans applied Pricing migration of existing tradies

to all joining tradies onto new price plans
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Ongoing migration enabling further ARPU and retention growth

Further ARPU' growth to come, supported by the
continued price migration of all tradie accounts

% of hipages AUS total tradie base (at March 2025)

Further yield benefit expected
until price plans migration is
completed by Oct 25

=

Migrated to new app Migrated to new price plans

1 The annual operating revenue divided by the average of the opening and closing number of hipages tradies for the period.
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Growing retention opportunity as the number of
MAUs2 increases over time

Number of Monthly Active Users of job management features

Limited sample to date but early MAUs

exhibit materially higher retention rate

31 33
29

10% of total
tradie base

0.7

hipages Group | 4

2 MAU (Monthly Active User) defined as a subscription tradie account who used at least 1 job management feature during the month



Retention rate stable over time, with early positive signs (fpages
from STP users o
hipages Australia MRR retention rate' and ARPU?

hipages Australia * MRR retention is stable while delivering continued
$2,374 $2,457 ARPU ARPU growth after:

$2,199 : S~ :
$1985 - Tradiecore app migration (over 32,000 tradies)

- Subscription price increases (new packages)

* Dynamic lead price increases

» Positive signs of higher retention on first contract

$97
e 599% 589% 589 58%  Retention rate’ renewal from early STP user cohorts
7
» Key focus area remains increasing adoption of job
management features to drive further retention
benefits
Pre-subscription FY23 FY24 H1 FY25 Q3 FY25
model3
(FY19)
1 Last 12-months MRR Retention rate (in $) for hipages Australia hipages Group | 5

2 The annual operating revenue divided by the average of the opening and closing number of hipages tradies for the period.
3 hipages FY19 customer base: 40% transactional/60% subscription



Continued subscription tradie growth

hipages Australia subscription tradies (‘000)

Subscription tradies ('000)

33.1
32.3 32.3
31.8
31.3 !
30.9 30.8 i

H1 FY22 H2 FY22 H1 FY23 H2 FY23 H1 FY24 H2 FY24 H1 FY25 Q3 FY25
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* Q3 subscription tradie number stable since
H1 while increasing subscription prices and
migrating to STP

» Typical H1/H2 seasonality shown in past
periods reflects cancellations during
Christmas holiday period

* Further growth to be driven by improved
retention and conversion as STP adoption
increases, coupled with further initiatives in
Q4 to drive customer growth as we
transition into FY26
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FY25 targets' unchanged (I pages
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- Operating revenue? $83m - $84m

- EBITDA margin3 23% - 24%

*  Free cash flow#

1 Assuming no material deterioration in macroeconomic conditions impacting the Group's key markets under the existing strategy
2Revenue from ordinary activities (excludes rental income and other non-core revenue)

3 EBITDA before significant items

4 Operating cash flow less lease repayment, less payments for intangible assets and property, plant & equipment (PPE)
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Important notice

The material in this presentation has been prepared by hipages Group Holdings Limited (ASX: HPG) ABN 67 644 430 839 (“hipages” or the Company") and is general background
information about hipages’ activities current as at the date of this presentation. The information is given in summary form and does not purport to be complete in every aspect. In
particular you are cautioned not to place undue reliance on any forward-looking statements regarding our belief, intent or expectations with respect to hipages’ businesses, market
conditions and/or results of operations, as although due care has been used in the preparation of such statements, actual results may vary in a material manner. Information in this
presentation or subsequently provided to the recipient of this information, whether orally or in writing, including forecast financial information, should not be considered advice or a
recommendation to investors or potential investors in relation to holding, purchasing or selling securities in the Company. Before acting on any information you should consider the
appropriateness of the information having regard to these matters, any relevant offer document and in particular, you should seek independent financial advice.

The financial information should be read in conjunction with the basis of preparation set out in the Company’s accounts.

Forward-looking statements

noau n o«

This presentation may contain forward-looking statements which are statements that may be identified by words such as “may”, “will”, “would”, “could”, “expects”, “intends”,
“anticipates”, “targets” and other similar words that involve risks and uncertainties. These statements are based on an assessment of present economic and operating conditions
and on a number of best estimate assumptions regarding future events and actions that, at the date of this document, are expected to take place. No person who has made any
forward-looking statements in this document has any intention to update or revise forward-looking statements, or to publish prospective financial information in the future,
regardless of whether new information, future events or any other factors affect the information contained in this document, other than to the extent required by law. Such forward-
looking statements are not guarantees of future performance and involve known and unknown risks, uncertainties, assumptions and other important factors, many of which are
beyond the control of the Company.

|" “
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This presentation also contains references to certain intentions, expectations, targets and plans of the Company. These intentions, expectations and plans may or may not be
achieved. They are based on certain assumptions which may not be met or on which views may differ.

To the maximum extent permitted by law none of hipages, its subsidiaries, or its respective officers, employees, agents or consultants nor any other person accepts any liability,
including, without limitation, any liability arising out of negligence, for any loss arising from the use of the information.
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