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Disclaimer

The information outlined in this investor presentation (“Presentation”) has been prepared by Jcurve Solutions Limited (“the Company”) and is delivered for informational purposes only.

The Company has prepared the Presentation Materials based on information available to it at the time of preparation. No attempt has been made to independently verify the information contained in this
Presentation. The Presentation does not purport to contain all information that a prospective investor may require. While the information contained herein has been prepared in good faith, neither the
Company nor its shareholders, directors, officers, agents, employees, or advisors give, has given or has the authority to give, any representations or warranties (express or implied) as to, or in relation to,
the accuracy, reliability or completeness of the information in this Presentation, or any revision thereof, or of any other written or oral information made or to be made available to any interested party or
its advisors (all such information being referred to as “information”) and liability therefore is expressively disclaimed.

Accordingly, neither the Company nor any of its shareholders, directors, officers, agents, employees or advisors take any responsibility for, or will accept any liability whether direct or indirect, express or
implied, contractual, tortuous, statutory or otherwise, in respect of the accuracy or completeness of the information or for any of the opinions contained herein or for any errors, omissions or
misstatements or for any loss howsoever arising from the use of this Presentation.

In furnishing this Presentation, the Company does not undertake or agree to any obligation to provide the recipient with access to any additional information or to update this Presentation or to correct
any inaccuracies in, or omissions from, this Presentation which may become apparent.

This Presentation should not be considered as the giving of investment advice or recommendations by the Company or any of its shareholders, directors, officers, agents, employees or advisors. Each party
to whom this Presentation is made available must make its own independent assessment of the Company after making such investigations and taking such advice as may be deemed necessary. In
particular, estimates or projections or opinions contained herein necessarily involve significant elements of subjective judgement, analysis and assumption and each recipient should satisfy itself in relation
to such matters.

This Presentation may contain “forward looking statements”. Where the Company expresses or implies an extension or belief as to future events or results such expectation or belief is expressed in good
faith and believed to have reasonable basis. However, “forward looking statements” are subject to risks, uncertainties and other factors, which could cause actual results to differ materially from future
results expressed, projected or implied by such “forward looking statements”. The Company does not undertake any obligation to release publicly any revisions to any “forward looking statement” to
reflect events or circumstances after the date of this Presentation or to reflect the occurrence of unanticipated events, except as may be required under applicable laws.

All forward-looking statements, forecasts and projections contained in this Presentation are qualified by the foregoing cautionary statements. Recipients are cautioned that forward looking statements are
not guarantees of future performance and accordingly recipients are cautioned not to put undue reliance on forward looking statements due to the inherent uncertainty therein.
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FY25 Financial Results

Good progress from FY24 > FY25 as we continued with our ‘Let’s Grow’ transformation.
Balancing the need to manage costs and cash whilst maintaining our growth capability

2024

Restated

Notes §

Revenue from contracts with customers B 11,343,694 12,738,932
Cost of revenue (2,731,511) (3.625,359)

Gross profit 8,612,183 9,113,573
$24 '4M S39.1k 628 7 (3.575,278) (3,142,579)

Sales and marketing

Ann. Contract ACV / Customers General and administration 7 (4,223,424) (6,141,561)
Value (ACV) Customer Product design and development 7 (315,562) (478,294)
Operating profit/(loss) before depreciation, amortisation and
impairment expenses 497,919 (B4B,B61)
Depreciation, amortisation and impairment 7 (878.329) (1,253,940)
Operating loss (380.410) (1,902,801)
Interest income: 10,843 19,201
$11.3M $8.3M -$0.38M |
Operating Loss before financing and income tax expense (369,567) (1,883,600)
Revenue Expenses Operating Loss Finance costs 8 (51,956) {50,504)
Loss before income tax (4£21,523) (1,934,104)
Income tax expense g (238,247) (224,478)

Loss for the year (659,770) (2,158,582)




Review Of Priorities & Objectives
Priorities & Activities from AGM November 2024

PRIORITY ACTIVITY

u 16 Business Unit Services Jeurve Product Country /BU Non-BU / Group Revenue
0 l@i Profitability 30% Margin Margins Profitability Efficiencies (Not Cost) Focused
O** CustomerX Always On TeamX CustomerX ‘Let’s Grow’
TeamX Customer Feedback Programs Programs Culture
2x Customer 5x Lead Generation Community & Thought Sales &

Customer
@ Acquisition

:‘f=$}" Portfolio
~0— Management

Acquisition

30% Reseller
Margin

From Marketing

Grow Av. ACV
/ Customer

Leadership

Jcurve Products 50%
ARR Contribution

Marketing H/C

Cust. Dev. as a
Profit Centre

FY25 RESULT

5% Operating Profit
$258k = 2.28%

(Normalised)

+100% improvement
In Cx & Ex (NPS)

+50%

+100% yr>yr
New Customers

+50%

+10% Margin
+$5k ACV / Cust

+5% Margin

+$5,767 ACV / Cust
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Let's Grow.

CEO
RATING
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Current Horizon of ‘Let’s Grow’ is Complete
Transformed to prepare us for the next phase of our growth

<

Sales

Revenue

Services heavy

Group profitability

Inward looking

Employee biased

Unprofitable programs

FY24

v

Partners

Customers

NI
g
57

Team

slapjoyaieys
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v

FY25

Annual Contract Value (ACV)

Annual Recurring Revenue (ARR)

Customer acquisition

Bus. unit & product profitability

Stakeholder Centric

Shareholder value

Optimised for profit

Let's Grow.
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What PROBLEMS do we solve?

Xero r—l—lﬁ .
. “l am a growing business that @

“I need to replace legacy
needs more capability than A products and services that are |

my°b just accounting software” O 4 slowing me down or costing too

much”
11
@ 20 - 200

Employees

ﬁ%

“l have too many apps that do “I need to start preparing for
not share the same source of and integrating Al into my
truth. I need afully business. | know what | have is
integrated suite” unlikely fit for purpose”

“I need a partner to help me with
my business transformation to
unlock my growth”

7. 3809

Al

@ | l l/ (Ilﬁ." ) g'&)m
/

SERVviCe \

\\
|
279
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What do our Customers NEED?

Xero

myob

xere ' ()
monday..

SERvicems

Upgrade my
Accounting
to ERP

Consolidate my
Cloud Apps

ERP+

Single Data Source

Al Ready

V4 Jcurve

A partner that’s
Understands my

journey
I,‘-

<\ \
( (aal) )

Simple, Value
based
Services

Help me move off
my legacy systems
and services

Help me
Execute my
Al Strategy

V4 Jcurve

Let's Grow.

380

Al|E

70

888
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WHAT is the GROWTH Opportunity?

Overview of Small Business Cloud ERP in Australia

Small business cloud ERP solutions target enterprises with fewer than 100 employees (often overlapping
with SMEs up to 200), offering affordable, scalable subscription-based systems for core functions like
finance, inventory, and CRM. As of November 2025, Australia's SME sector (99% of businesses) drives
demand, with cloud adoption at 75% among small firms, fueled by the AUD 1.2 billion Digital Economy
Strategy and tools from vendors like Xero, MYOB, and QuickBooks. Recent developments include
MYOB's July 2024 Acumatica integration and SAP's January 2025 NSW government cloud migration
(USD 51.8M), emphasizing Al-driven automation and 20-30% cost reductions versus on-premise

setups.

Projected Growth Rate

V4 Jcurve

Let's Grow.

The projected CAGR for small business cloud ERP in Australia is 14-16% from 2025-2030, exceeding
overall ERP growth (3-4%) due to SME digitization. The SME cloud ERP market, valued at USD 930
million in 2024, could contribute to broader ERP expansion to AUD 10.37 billion by 2034, with small
businesses capturing 40-50% via SaaS models. This aligns with APAC SME cloud ERP trends at 19.8%

CAGR, adjusted for Australia's mature market.

Source

Grand View

Research

Expert
Market

Research

Ken

Research

Business
Market
Insights

Fortune
Business

Insights

Source:

Scope

Australia ERP (cloud
fastest-growing:

SME/small business focus)

Australia ERP (SaaS/cloud
for SMEs/small

businesses)

Australia Cloud ERP for
SMEs (includes small

businesses)

APAC Cloud ERP
(Australia/SME emphasis)

Global Cloud ERP
(SME/small business
highest growth)

Qj Grok

Projected CAGR

16%

15.20%

~15% (implied
from 15%

adoption rise)

19.8%

15.5%

Time

Period

2024-
2030

2025-
2034

2025-
2030

2022-
2030

2024-
2032

Q
Key Notes

Cloud segment leads; SMEs benefit from
analytics for decision-making. On-
premise at 61% in 2023, but cloud to
dominate by 2030.

From AUD 2.62B in 2024; real-time data
aids small firm agility. 75% SME adoption
by 2030 unlocks AUD 9.3B productivity.

USD 930M in 2024; 2.5% annual SME
productivity growth drives automation

demand.

To US$28.84B regionally; Australia’'s SME

incentives boost small business share.

SMEs lead due to cost optimization;
APAC (incl. Australia) at highest regional
CAGR.



What are the BUSINESS drivers?

R0

AlES

PN

2859
g

A Fragmented Application Strategy & Al are NOT COMPATIBLE.

ERP and Al have similar business drivers which are aligning

N N N NN

to accelerate our growth

Operational Efficiency and Cost Savings

Competitive Edge and Market Pressure

Enhanced Customer Experience and Revenue Growth
Accessibility and Lower Barriers to Entry

Workforce Augmentation and Growth Opportunities

V4 Jcurve

Let's Grow.

Comparison Table: App Usage by Business Size (Global Benchmarks, Applicable to Australia)

Average SaaS Apps ol
Business Size Used Notes
Micro (<10 employees) 5-8 Focus on basics like accounting and email; commeon in Australia

(97% of businesses).

Small (10-49 8-12 Adds CRM and project tools; aligns with Intuit's 9-app finding.
employees)

Medium (50-199 20-80 More integrations; less common in Australia.

employees)

Average Number of Apps Used by Small Businesses in Australia

Based on recent data, the average small business in Australia uses around 8-10 apps. This figure
primarily refers to business software applications (often SaaS-based tools for accounting, CRM, project
management, and marketing), as "apps" in a small business context typically means operational tools

rather than personal mobile apps. Here's a breakdown of the key insights:

Key Statistics

» Core Estimate: Australian small and medium-sized businesses (SMBs) juggle an average of 9
disconnected digital systems (including apps and tools), leading to inefficiencies like decision
fatigue and lost revenue opportunities. This is from Intuit's 2025 Growth Gap Report, which
surveyed 2.5 million Australian SMBs and found this fragmentation costs the average business

$209,330 annually in unrealized growth.

* Broader Context: Globally, small businesses (under 200 employees) use an average of 80 SaaS
apps, but this includes larger small businesses (e.g., 200-749 employees). For micro-businesses
(common in Australia, where 62% of small businesses are non-employing), the number is lower,

aligning closer to 8-10 core tools.

Source: §J Grok
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Jcurve ERP for the ANZ Market

Jeurve Grow

Functionality

Jeurve Go

NetSuite

Acquire 100’s of customers by
making ERP simple, fast and cost effective

Jcurve has a globally exclusive license to resell into the ANZ market small business
editions of NetSuite ERP known as; Jcurve GO, Jcurve GROW & Jcurve PRO. See
diagram above for market fit.

These products directly address the strengths, challenges and potential of the
NetSuite ecosystem in equal measure and Jcurve is the only company that has the

products and knowhow to take advantage of this unique and material opportunity.

Users

A

Oracle Alis an
accelerator

Simple, automated
and cost-effective
implementation

Ideal for smaller
growing businesses

/
__—

1

V4 Jcurve

Let’s Grow.
Estimated SME Market
Vendor Notes
Share AU 2025
Xero 20-25% Small business leader, strong local compliance.
MYOB 15-20% Popular for cloud-based SME solutions
NetSuite 3-5% Strong in mid-sized SMEs

Factors Influencing NetSuite’s SME Share.....

Strengths:

NetSuite’s integrated cloud platform (ERP, CRM, e-commerce) appeals to mid-sized SMEs
needing scalability. Its 2024 Al enhancements and global brand (via Oracle) strengthen its
position for businesses with international ambitions.

Challenges:
High implementation costs and complexity make NetSuite less attractive for micro and
small SMEs (<50 employees), where Xero and MYOB dominate with lower-cost, Australia-

specific solutions. NetSuite’s focus on mid-market firms limits its share in the broader SME
segment.

Growth Potential:

With Australia’s cloud ERP adoption rising (40% by 2028, per industry forecasts), NetSuite
could increase its SME share to 5-7% by 2030 if it enhances affordability or targets smaller
firms more aggressively.

Source: gGrok



Field Service Management

12
Customers SZOOk

Live ARR

13.5k Jobs in Oct

5 Fully Integrated

Existing Customers ERP
in FY26

Cross selling to existing ERP customers
strategy gaining momentum.

o TestCompany TEST

Bandages, Medicine - Betadine cream

A$297.00

@ link

Confirmit's you

Enter the code sent to ««++ «++ -44 to use your

saved information.

The current session is in test mode and will not

send a code. Enter 000000 to continue.

Send code to email instead

Pay without Link

Job Notes

Capture notes dire

Summary

tion
9 Help St, Chatswood NSW 2067, Australia

Scheduled finish

Fri, 29 Nov 2024 08:00 Fri, 20 Nov 2024 17:00

Dispatched

PR 9 Help Street

North'Sydney

WorkSheet
Add used/consumed items d

Product maturity helping us win
against well known (ServiceM8) and
Tier 1 (Oracle) competitors

V4 Jcurve

Let's Grow.

25

Customers

$400k
ARR

Focus for Next Horizon
to increase JARR
Contribution
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Let's Grow.

Our next ‘Let’s Grow’ Horizon

“100 New Customers”

@
— s
E?noploil(:;s
o 4d
T .

Total Addressable Market 150,000 30,000 50,000 20,000

Serviceable Addressable Market 15,000 3,000 5,000 2,000

TARGET 60 15 15 10

Estimates based on working and operational knowledge of the region and performance of Jcurve and other market participants. Total Addressable Market(TAM) — maximum number of potential customers. Serviceable
Addressable Market (SAM) — our target segments within the TAM. Serviceable Obtainable Market(SOM) — target customer acquisition
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Q1FY26 Key Performance Indicators
Unaudited

Unusually high
churn due to
economic
conditions

Measure 1QFY26 4QFY25 3QFY25 2QFY25
Annual Contract Value (ACV $000's) [1] 25,101| $ 24,432 23,415 22,538
Number of Customers 628 624 632 628
ACV | Customer ($) 39,970( $ 39,140 37,049 35,888
Annualised Recurring Revenue (ARR) from ACV ($S000's) 2] 2,694] S 2,460 2,166 1,758
Annualised Recurring Revenue from ACV (%) [ 3] 43% 40% 37% 31%
Services and Other Revenue (S000's) 664 S 586 644 481
Number of Customers Acquired 14 13 16 7
Number of Customers Cancelled 10 21 12 13
EBITDAR ($S000's) [4] 465(-S 6 401 75
Normalised EBITDAR (S000's) 465| S 92:§ 401 78
Cash & cash equivalents ($000's) 2,499| S 1,369 321 337

[1] Customer contract value for direct and reseller contracts

[2] Annualised Recurring Revenue generated from customer contracts
(3] ARR /( ACV / 4) for quarterly calculation

(4] EDITDAR = EBITDA + IFRS rent paid to landlords

V4 Jcurve

Let's Grow.

Focus on
Customer
Acquisition



Q1FY26 Key Performance Indicators

$45,000

$40,000

$35,000

$30,000

$25,000

$20,000

634
632
630
628
626
624
622

620

Annual Contract Value Per Customer

2QFY25 3QFY25

2QFY25

4QFY25 1QFY26

m Annual ContractValue (ACV '000) BACV/Customer

Quarterly Trends

3QFY25

s Number of Customers

AQFY25 1QFY26

— ACV / Customer

$41,000
$40,000
$39,000
$38,000
$37,000
$36,000
$35,000
$34,000
$33,000

$25,500
$25,000
$24,500
$24,000
$23,500
$23,000
$22,500
$22,000
$21,500
$21,000

634
632
630
628
626
624
622
620

Quarterly ACV & Quarterly Recurring Revenue

2QFY25 3QFY25

mmm Annual ContractValue (ACV '000)

4QFY25 1QFY26

s R cUTing Revenue ('000)

Customer Dynamics

2QFY25 3QFY25

e Number of Customers

Number of Customers Cancelled

4QFY25 1QFY26

== NUmber of Customers Acquired

V4 Jcurve

$2,900
$2,700
$2,500
$2,300
$2,100
$1,900
$1,700

$1,500

Let’s Grow.



Outlook

Horizon 2
(FY27/28)

Horizon 1
(FY26/27)

‘Product Companies’
Business Acquisition
”Share of wallet”

Next 100 Customers
“Scale the business”

‘Jcurve Lookalikes’
Business Acquisition
”Faster to 1000”

1000 Customers
“Scale the business”

Shareholder Value

V4 Jcurve

Let's Grow.
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