Kip :
McGrath

~ Est. 1976
ENGLISH AND MATHS

TUTORING

Investor Update
2 September 2026




About Kip McGrath

Kip McGrath is a global education provider and
franchise network with 50 years of experience
supporting student success.

We deliver personalised, face-to-face, teacher-led
small group tutoring in literacy and mathematics
through proven educational programs and
technology-enabled learning.

This includes our proprietary KipLearn learning
management system, Al-enabled student support
and our Parent Portal, which connects families with
their child’s learning and progress.

Our longevity reflects the strength of our
educational outcomes, brand trust and scalable
franchise model, positioning Kip McGrath as a
trusted leader in supplementary education with a
strong foundation for continued growth.
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The Kip McGrath Foundations

Ensure quality
We are the experts. Our
qualifications, experience and
commitment to quality lessons
and improvement means we hit
goals.

Show passion
We're changing the world
one child ata time. It’s
something we're all
passionate about —and we
have fun along the way!

"We truly believe every child can learn; they just
need to be taught properly. By setting meaningful goals and
delivering engaging, high-quality lessons tailored to a student's
individual needs, we create confident, independent learners
who go on to achieve their highest potential.”

Our vision

"To deliver measurable improvement
and change the lives of as many students
as possible around the world.”

Our values

Be curious
We ask questions and love to
learn and improve. By always
asking ‘why’, we can see
things more clearly and find a
better way.

Work as one
We all have arole to play, but
together we make a whole. By
working as a team every day,
the outcomes are magic.

Nurture needs
QOur customers are at the
core of everything we do.
By valuing their feedback,

we can all have a better
journey.

Unlock potential
We want everyone in the
business to be their best. We
empower them with respect,
tools and information to make
this a reality.




Refreshed Leadership Team

Executive team
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Melinda Smith Adrian Sturrock Michael Baxter Karen Geloven Daniel Pludek  Georgie Hannon Jillian Ryan
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Total Corporate Employees 65




Network Investment
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Curriculum review
and refresh
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In H1, we commenced delivery
on the initiatives the network
told us would make a difference
Lead generation to their satisfaction, lesson Franchisee
and nurturing
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numbers and retention. Collaboration

These initiatives have been
delivered or are in progress
and will continue throughout 2026/27.
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The KME team has undergone an operational reset over the last 9 months and have been
putting into action tangible initiatives to drive growth

Improved
Customer Service

Consistent clear
communication
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Future focus

2. Strengthen lead
conversion and

1. Build a scalable
approach to

identifying and local centre
establishing new operations
franchisees .
Strengthen our franchisee Improve lead quality,
recruitment engine and create conversion rates and centre

a repeatable, scalable model FO CU SE D ON excellence to drive better

for sustainable network growth. enrolments and outcomes.

3 GROWTH

Following a comprehensive g
3. Increase lesson strategy-setting process, 4. Improve
numbers and we have identified four primary corporate centre
customer lifetime initiatives to drive growth economics
value . in our core markets.
: Drive more lessons per student Enhance efficiency, reduce
| and extend customer lifetime costs and optimise our
value through quality, retention operating model to strengthen
and engagement. long term profitability.
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Total revenue Pricing and fee mix more than offset by lower

(o)
3 (excl. interest income) 301 (4.3%) lesson volumes
S
° o
£ EBITDA 78 75 (4.0%) Lower revenue was partly offset by Fhsmplmed
© cost management and lower operating expenses
o
§ EBITDA margin 24.9% 25.0% +8bps Positive operating leverage on a stable cost base
=
NPAT 2.3 2.3 +2.1% Lower D&A and disciplined cost management
Number of centres 453 431 (4.9%) Centre churn stabilisation seen in 2H26
New centre openings 3 8 +5 New Iegdershlp is driving renewed network
0 expansion
3]
-:-_; Number of lessons ~1.9m ~1.8m (6.2%) Lesson decline in line with centre closures
S
e Average weekly 80.5 80.5 0.0% Stability in average weekly lessons
= lessons by centre
g'_ Growth moderation from Gold-tier conversion
o Franchise fee yield 18.0% 18.0% Obps ceilings and high-performance franchise fee
incentives
o Average lesson charge increased in line with
Average lesson charge $60.0 $61.7 2.9%

annual price increase



Revenue by region

Group revenue (4.3)%,
(3.1)% in constant
currency

ANZ revenue $15.0m,
(2.5)%, (1.1)% in
constant currency

UK/Other revenue
$15.0m, (6.0)%, (5.0)%
in constant currency

UK revenue has been
impacted by the exit of
smaller, retiring and
Silver centres

Revenue by region ($m)*
| 83%CAGR |~
| 53%CAGR [

15.4 15.9
14.6 14.2
13.3
12.2 I

FY22 FY23 FY24 FY25 FY26
mANZ = UK/Other

15.0 15.0

*Excludes other revenue of $75k (FY25: $103k).



Centre numbers

Gold Centres Centre numbers by model
531
505 489
340 453
297 317 326 325 s e - 431
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Gold Gold = Corporate = Silver mOther

The company finished FY26 with 431 centres

Centre numbers stabilised during H2, with a net decrease of 6 centres

During H2, 6 new centres opened and there were 7 centre resales and transfers

8 new centres opened during FY26 compared to 15 in the previous 5 years

The pace of closures among smaller, retiring and Silver Contract centres slowed considerably

Gold centres and Corporate centre numbers remain stable



Lesson numbers

Lesson numbers
declined 6% to 1,779k,
driven by UK:

o ANZ (0.5)%
o UK (9.4)%

Decrease is due to
reduction in UK, SA
and MENA silver centre
numbers

Gold lesson numbers in
line with prior year

FY26 average weekly
lessons in line with
prior year at 80.5

Lesson numbers by full year ('000)

1,872 1,907 1,931 1,897
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Average weekly lessons per centre
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Average lesson charge

Average Lesson Charge (A$)

_| 57%CAGR |

— 60.0 61.7
56.0
49.5 I"1 -5 I
FY22 FY23 FY24 FY25 FY26

« FY26 average lesson charge increased by 2.9% from $60.00 to $61.70
o FY26 $62.70, +4.6% in constant currency

11



Franchise fee %

Franchise fee % - annual

18.0% 18.0%
16.30A) 16-6%

15.0%

FY22 FY23 FY24 FY25 FY26

* Franchise fee of 18.0% stable with prior year
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Cash flow

Strong operating cash
flow driven by solid
EBITDA performance

Investing outflow mainly
due to technology and
curriculum capex

Financing outflows
consist of share buyback
($2,480k), dividends paid
($836k) and lease
payments ($1,520k)

The company has no
debt and has not utilised
any of its bank facility

Subject to shareholder
approval at the AGM, the
proposed 6 cents
dividends represent
payments to
shareholders of $3.15m
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Cash Flow Statement

(1,272)

(4,836)

Cash FY25 Operating Cash FY26

cash flows

Investing
cash flows

Financing Other
cash flows movements
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Business improvement and operationc

Reengagement
Refresh board with
and refresh franchisees
management and
team development
of growth plan

2025 2026

Continue
building a
scalable

franchise
growth
engine

Strengthen
student lead
conversion
and centre
operations

Increase
lessons and
customer
lifetime
value

2027 and beyond

Improve
corporate
centre
economics
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Disclaimer

This presentation has been prepared by Kip McGrath Education Centres Limited (Company). Statements in this presentation are made only as at 2 September 2026 and
the information in this presentation remains subject to change without notice. The information in this presentation is of a general nature and does not purport to be
complete, is provided solely for information purposes and should not be relied upon by the recipient.

Not financial product advice

This presentation is for informational purposes only and is not a financial product or investment advice or recommendation to acquire any securities in the Company and
does not take into consideration the investment objectives, financial situation or particular needs of any particular investor. Each recipient of this presentation should
make their own assessment of an investment in the Company and should not rely on this presentation. In all cases, each recipient should carry out its own investigations
and analysis of the Company and verify the accuracy, reliability and completeness of the information contained in this presentation or any other form of communication to
which the recipient is permitted access in the course of evaluating the Company. Recipients should seek appropriate legal, financial, tax and other advice.

This presentation is not a prospectus, product disclosure statement or other offering document under Australian law or any other law (and will not be lodged with the
Australian Securities and Investments Commission or any other foreign regulator). This presentation is not, and does not constitute, an invitation or offer of securities for
subscription, purchase or sale in any jurisdiction.

The distribution of this presentation in jurisdictions outside Australia may be restricted by law and readers should observe any such restrictions. Any failure to comply with
such restrictions may constitute a violation of applicable securities laws.

Investment risk

An investment in Shares is subject to known and unknown risks, some of which are beyond the control of the Company, including possible loss of income and principal
invested. The Company does not guarantee any particular rate of return or the performance of the Company nor does it guarantee the repayment or maintenance of
capital or any particular tax treatment. Investors should have regard to the risk factors outlined in this presentation when making their investment decision.

Disclaimer

To the maximum extent permitted by law, the Company disclaims all responsibility and liability for any loss arising from this presentation or reliance on anything contained
in or omitted from it or otherwise arising in connection with this presentation and does not make any representation or warranty, express or implied, as to the fairness,
accuracy, completeness or correctness of the information, opinions and conclusions contained in this presentation or that this presentation contains all material
information about the Company or the Offer that a prospective investor may require in evaluating a possible investment in the Company.

Past and future performance

Past performance 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 certain forward-looking statements with respect to the financial condition, operations and business of the Company and certain plans and
objectives of the Company. Forward-looking statements can be identified by the use of forward-looking terminology, including, without limitation, the terms “believes”,
“estimates”, “anticipates”, “expects”, “predicts”, “intends”, “plans”, “targets”, “aims”, “outlook”, “guidance”, “forecasts”, “may”, “will”, “would”, “could” or “should” or, in each
case, their negative or other variations or comparable terminology. These forward-looking statements include all matters that are not historical facts. Such forward-looking
statements involve known and unknown risks, uncertainties and other factors that because of their nature may cause the actual results or performance of the Company to
be materially different from the results or performance expressed or implied by such forward-looking statements. Such forward-looking statements are based on
numerous assumptions regarding the Company’s present and future business strategies and the political and economic environment in which the Company will operate in
the future, which may not be reasonable, and are not guarantees or predictions of future performance. No representation is made that any of these statements or
forecasts will come to pass or that any forecast result will be achieved, or that there is a reasonable basis for any of these statements or forecasts.

Forward-looking statements speak only as at the date of this presentation and to the full extent permitted by law, the Company disclaims any obligation or undertaking to
release any updates or revisions to information to reflect any change in any of the information contained in this presentation (including, but not limited to, any assumptions
or expectations set out in the presentation).



QUESTIONS
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