aws on pet stress
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Disclaimer

This Presentation contains summary information about the current activities of Mad Paws Holdings Limited ACN 636 243 180 (Mad Paws) as at the date of this Presentation or such earlier date as is specified. This Presentation has been prepared for
information purposes only. Any person who receives this Presentation is not entitled to, and by receiving this Presentation undertakes not to rely on this Presentation (whether as to a matter of fact, forecast, opinion or belief) for any purpose whatsoever.
This Presentation is of a general nature and does not purport to be complete or contain all information in relation fo Mad Paws that an investor may require to assess the business, financial performance and operations of Mad Paws or should consider
when making an investment decision, nor does it purport to address any or all issues which are or may be material to or of interest to the Recipient in relation to Mad Paws. An investment in Mad Paws is subject to known and unknown risks. The Recipient
must conduct its own independent analysis of Mad Paws and the information in this Presentation and make its own independent decisions about Mad Paws and its business, prospects, financial position and performance before making any decision that
relates, directly or indirectly to Mad Paws. The information contained in this Presentation does not take into account the investment objectives, financial situation or particular needs of any recipient and is not financial product advice. Before making an
investment decision, recipients of this Presentation should consider their own needs and situation and, if necessary, seek independent, professional advice.

This Presentation is not a disclosure document, nor does it contain all the information which would be required in a disclosure document or a prospectus prepared in accordance with the requirements of the Corporations Act 2001 (Cth) (Corporations Act),
and the Recipient should not rely on this Presentation in connection with a proposed investment in Mad Paws. It should be read in conjunction with Mad Paws’ other periodic and continuous disclosure announcements lodged with the ASX, which are
available at www.asx.com.au. This presentation is being provided to you on the basis that, and you represent and warrant for the benefit of Mad Paws that, you are a “professional investor” or “sophisticated investor” (within the meaning of section 708(11)
and section 708(8) respectively of the Corporations Act and are also in each case, a “wholesale client” (within the meaning of section 761A of the Corporations Act). If you are not such a person, you are not entitled fo view or attend this Presentation and
you must notify Mad Paws immediately and promptly return this presentation to Mad Paws and destroy all copies, whether held in electronic or printed form or otherwise, without retaining any copies.

This Presentation does not constitute legal, accounting, financial, tax, regulatory, investment or other specialist advice or opinion nor is it a recommendation to acquire new Shares and does not and will not form any part of any contract for the acquisition
of new Shares. None of the information set out in this Presentation, including any market or industry data prepared or generated by third parties, has been independently verified. None of Mad Paws, its shareholders, subsidiaries, associates, directors,
officers, employees, agents, independent contractors and advisors (collectively the Mad Paws Parties) makes or gives any representation, warranty or guarantee, whether express or implied, in relation to the information contained in this Presentation
including its completeness, accuracy, reasonableness, currency or reliability or the process by which it was prepared. In particular, none of Mad Paws’ advisers have authorised, permitted or caused the issue or lodgment, submission, dispatch or
provision of the information in this Presentation and there is no statement in this Presentation which is based on any statement made by any of them or by any of their offiliates, officers, directors, employees or agents.

Past performance information in this Presentation is given for illustrative purposes only and should not be relied upon, and is not, an indication of future performance. This Presentation contains “forward looking statements” including estimates,
projections and other forward-looking information (Estimates and Projections) which involve subjective judgements and are based on assumptions about future events that are subject to significant uncertainties and contingencies, many of which are
outside the control of Mad Paws. Forward looking statements can generally be identified by the use of forward looking words such as “expect” “anticipate”, “likely”, “intend”, “should”, “could”, “may”, “predict”’, “plan”, “propose”, “will”, “believe”, “forecast”,
“estimate”, “target”, “outlook”, “guidance” and other similar expressions within the meaning of securities laws of applicable jurisdictions and include, but are not limited to, indications of, or guidance or outlook on, future earnings or financial position or
performance of Mad Paws. Such Estimates and Projections are provided as a general guide only and are not guarantees or predictions of future performance. The forward looking statements are based on information available fo Mad Paws as at the
date of this Presentation. The assumptions may or may not prove to be correct and there can be no assurance that actual outcomes will not differ materially from the Estimates and Projections. Without limiting the above, no representation, warranty or
guarantee, whether express or implied, is made or given by the Mad Paws in relation to any Estimates and Projections, the accuracy, reliability or reasonableness of the assumptions on which an Estimates and Projections are based, or the process of

formulating any Estimates and Projections, including that any Estimates and Projections contained in this Presentation will be achieved. Actual future results may vary significantly from the Estimates and Projections.

Except as required by law or regulation (including the ASX Listing Rules), none of the Mad Paws Parties accept any responsibility to update, supplement or correct this Presentation whether as a result of new information, future events, results or
otherwise. To the fullest extent permitted by law, Mad Paws expressly disclaim any and all liability (whether direct, indirect or consequential and whether arising from negligence or otherwise) for, or based on, or relating to any information contained in
this Presentation or for any errors in or omissions from this Presentation and no liability (whether under statute, in contract, tort or for negligence or otherwise) is accepted by Mad Paws for any loss or damage (whether foreseeable or not) that may arise
by reason of, or in connection with, the information contained in this Presentation or by any purported reliance on it. Any recipient of this Presentation should independently satisfy themselves as to the accuracy of all information contained herein.

Non-IFRS information: This Presentation contains certain non-International Financial Reporting Standards (non-IFRS) financial information. Mad Paws believe the presentation of certain non-IFRS financial information is useful for users of this
Presentation as they reflect the underlying financial performance of the business, however notwithstanding this, investors are cautioned not fo place undue reliance on any non IFRS financial Information included in this Presentation.

Financial information: This Presentation contains certain financial information. The financial information has been presented in an abbreviated form insofar as it does not include all the presentation and disclosures, statements or comparative
information as required by the Australian Accounting Standards, the International Financial Reporting Standards and other mandatory professional reporting requirements applicable to financial reports prepared in accordance with the Corporations
Act. Financial information for FY18, FY19, FY20, FY21, FY22 and FY23 has been audited. All historical financial information prior to FY18 is unaudited and based on management accounts. All dollar values are in Australian dollars (“A$”, “AUD”) unless
indicated otherwise.

Not an offer: This Presentation is for information purposes only and is not a prospectus, disclosure document, product disclosure statement or other offering document under Australian law or any other law (and will not be lodged with ASIC or any other
regulator and is not approved by or registered with any regulator). The Presentation is not and should not be considered an offer or an invitation to acquire shares in Mad Paws or any other financial products. This Presentation may not be released or
distributed in the United States. This Presentation does not constitute an offer to sell, or a solicitation of an offer to buy, securities in the United States or in any other jurisdiction in which such an offer would be illegal. The Shares have not been, and will not
be, registered under the U.S. Securities Act of 1933, as amended (U.S. Securities Act) or the securities laws of any state or other jurisdiction of the United States. Accordingly, shares in Mad Paws may not be offered or sold, directly or indirectly, in the United
States unless such Shares have been registered under the U.S. Securities Act, or are offered and sold in a transaction exempt from, or not subject to, the registration requirements of the U.S. Securities Act and applicable U.S. state securities laws. The
distribution of this Presentation in other jurisdictions outside Australia may also be restricted by law and any such restrictions should be observed. Any failure fo comply with such restrictions may constitute a violation of applicable securities laws.

An investment in Shares is subject fo investment and other known and unknown risks, some of which are beyond the control of Mad Paws including possible loss of income and principal invested. Mad Paws does not guarantee any particular rate of
return or the performance of Mad Paws nor does it guarantee the repayment of capital from Mad Paws or any particular tax treatment. By accepting this Presentation, you agree to abide by the terms and conditions of this notice.

Statements made in this Presentation are made only as at the date of this Presentation, unless otherwise stated. The information in this Presentation remains subject to change without notice. This Presentation is confidential and not for further
distribution. It may not be reproduced, disseminated, quoted or referred to, in whole or in part, without the express consent of Mad Paws. It is provided by Mad Paws on the basis that, by accepting this Presentation, persons to whom this Presentation is
given agree fo keep the information private and confidential, not copy, use, publish, record, disclose, disseminate or reproduce the information in this Presentation to any party, in whole or in party, without the prior written consent of Mad Paws (which
may be withheld in its absolute discretion).


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

Acknowledgement of country

The Mad Paws Group acknowledges the
Traditional Owners and Custodians of Country
throughout Australia. We acknowledge the
Gadigal people on whose lands our head office
is located, as well as all First Nation Countries
we operate across.

We pay our respects to Elders past, present and
emerging. We recognise their connection to
Country and their role in caring for and
maintaining Country over thousands of years.
May their strength and wisdom be with us
today.
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Our Purpose

We exist to enable pets to live
their lives to the fullest.

Our Vision

To become the leading provider of trusted

pet products and services that enhance
the health & well-being of all pets.




Mad Paws at a glance

— madpaws — ¢ ol
e Leading Australian pet QANTAS
ecosystem - connecting mGdPC“US )/ PET CHEMIST Qantas Partnership and
pet owners with high Australias #1 Australias #1 \__Jceess 12 GEmies A7 J
quality services and Pet services Online pet
products marketplace chemist a h
...0
e EBITDA break-even Q1 O Waggly SAS H. W
FY25 Australias #1 High growth > 3 million pet care
Toys & treats Premium dog beds services provided
e Strong tech platform to subscription box and accessories . J
facilitate future growth 4 )
<] @, - . Deloitte.
L.Am $235m 60,000 70%+ .
Subscribed Products and = Brand — Customer / 2022 & 2023 Deloitte
Pet Owner Services ambassadors: repeat rate Tech Fast 50
e-mails Delivered Pet Sitters &
Dog Walkers
. J

madpclws FY24 AGM 7



Pet humanisation and
premiumisation are driving spend

- (o] = L)

Strong market dynamics

Pet market and spending is largely recession proof

Prioritisation Increasing Increasing spend Recession
of pet needs  spend per pet on pet products resilience
and services

\! ,

73% 85%

of all households of pet owners say
would like to add a their pet has vastly
pet to their family. improved their lives.

Average household spend for
dogs and cats represents a
large wallet size

Source: “Pets in Australia: A National survey of pets and people”. (Animal Medicine Aus’r.rql'id) FY24 AGM



Group Strategy

“Building Australia's number one
destination for pet parents.”

/ Horizon 3

Blended marketplace and e-Commerce offerings enables \EXPANS|ON
attractive benefits of each platform.

e Internationalisation

e Data commercialisation

o Cover more stages of
the pet life-cycle

/Horizonz
kBUILD THE BRAND

Single Destination
Data driven cross-sell

Home brand strategy

Media partnerships

/ Horizon 1 \, &
\_FOUNDATIONS
e Marketplace Leadership _
e Differentiation of revenues “Y
e Build data foundations
FY24 AGM . o




Unrivalled competitive advantages

Mad Paws leverages the family of brands to connect with Australian Pet
Owners across every stage in the pet lifecycle.

. et lif
Anchored by our significant N\Od paws P SCycle iy,

first-party data points, we’re a\0 Se/

able to seamlessly attract,
engage and delight

m More qu Better

cusfomers. H bookings qus matches
ALISED
eNTR Cp

e Allows us to capture a v © My

larger customer network Research &

9 \:\-/ Planning

e More products equals PET CHEMIST

more solutions and more Pl Eare New pet

& home

data

e Maximizing value from ) LI @ e & \/\/I More
brand advocacy lilll 4ata
customers Mingi
inding, ~
exercise & q .Heol’rh & \:X-,-I
grooming Insurance - -
PET CHEMIST
mad
pqws Entertainment madpaws
PET INSURANCE
t’," Better sitters & o, l @ Better
A2 more owners ) Wagg y 4\ retention

FY24 AGM 10




Our research shows...

Buildi highl
ul lng a lg y Mad Paws customers are highly engaged because of the personalised care

their pet receives, the access they have to helpful pet ownership information,

engaged data_ rich and the relevant products & services available when they need them.
b4

community across
the pet lifecycle

Pet parents: Highly trusted
pets are part Q brand, leading the

of the family charge in pet care

< 1.4 mil

Subscribed Pet Owner
e-mails

1.3 mil

Monthly website
visits

410,000 1927

*ﬁ‘ 609000 Q:b 700/0+ Unique pet profiles created since November 2022

Brand ambassadors:
Pet Sitters and

Customer
repeat rate

S o %25%

of pets have some of pets have some level
sort of health problem of separation anxiety

P
Our passionate and

loyal pet sitting
community are a YoY improvement on

key por’r of bu”ding cross-sold customers from
trusted brand. Mad Paws to Pet Chemist

FY24 AGM




Mad Paws 3 year growth profile

Mad Paws has grown to become Australia's Leading Online Pet Ecosystem

Group GMV Group Revenue Group Operating EBITDA

In S millions In S millions In S millions
(1.3)

°8.9 24.6

(4.8)

271
10.0

(8.2)

FY22 FY23 FY24 FY22 FY23 FY24 FY22 FY23 FY24

$6.9 million improvement in Group Operating EBITDA since FY22

mad paws FY24AGM 12
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FY24 Performance pillars

/!/' Resilience & Growth

* We delivered growth through execution of our strategy,

L1111 19 sl |

despite tough operating conditions with cost-of-living and

interest rate pressure

¢ Enhanced use of data science

® Continued investment in platform UX and App relaunch

* Focus on medication as our point of difference in e-commerce

* Secured investment of $5.25 million in cash and marketing
capital from Seven West Media partnership

it
{{l

Focus on profitability

* Leaner management structure to increase decision velocity

* |Improving marketing efficiency through platform
enhancements and optimisation initiatives

* Leveraging technology and Al to reduce operational costs
across warehouse operations and customer service

® Preparation for further growth &
C=> profitability

> G
- Mad Paws is a fast grow|ng' Cap”-ql ||gh'|- 5w e With our bigger tech builds finalised this year we were in

a position to restructure our marketplace and

bUSIﬂGSS belng driven by the Sfrong - Ecommerce product and technology teams, resulting in
tailwinds of the AUS'lTCIIICIn pe’r sec’ror ‘ $1.4 million in annualised cash savings in FY25

e - lar Ul Lt b

e s =~ A——

FY24 AGM



Marketplace Performance

Profitable revenue growth and cost optimisation increase FY24 EBITDA margins by 14ppt to 34%

Quarterly Revenue in millions Quarterly Operating EBITDA in millions

mmm O perating EBITDA Operating EBITDA as a % revenue
42%

24%

0% 29% 27,

16 9% ril

1.7
-9%
0.5
0.5
-28%
0.1
W -

Q4 O Q2 Q3 Q4 O Q2 Q3 Q4
%DE? 2022 2023 2023 2023 2023 2024 2024 2024 2024
0.1

FY24 Rev $7.8m
+20% YoY

1.9
1.7
a5 14
1.0 10
] I I

@1 Q2 Q3 Q4 @ Q2 Q3 Q4 Q1 Q2 Q3 Q4
2022 2022 2022 2022 2023 2023 2023 2023 2024 2024 2024 2024

1.8

(0.3) FY24 EBITDA $2.6m

+98% YoY
(0.4)

Platform investments drive LTV and EBITDA margins

FY24 AGM 14



Marketplace review

Produc_:_fr"inifio’rives and marketing optimisation drive

higher Fé@ghueé and improvements in operafing EBITDA:

¥y

PLATFORM ENHANCEMENTS DRIVE
INCREASE IN SITTER SUPPLY

77%

INCREASE IN
APPROVED
NEW SITTERS

77%

DECREASE IN COST PER
APPROVED SITTER

DATA SCIENCE AND MACHINE LEARNING
IMPROVE CONVERSION RATE

Search ranking algorithm improves owner-sitter matching and overall platform experience.

2.5% 11% 9%

CONVERSION RATE
INCREASE IN Q1

CONVERSION RATE
INCREASE IN Q2

CONVERSION RATE INCREASE
YEAR-ON-YEARIN Q3

PLATFORM INVESTMENT DRIVES STRONG
IMPROVEMENT IN UNIT ECONOMICS

We saw significant improvements in Lifetime Value (LTV) and Customer Acquisition Cost (CAC).

ACQUISITION PAYBACK IN MONTHS

3X IMPROVEMENT l
IN CAC .

4.0 CAC PAID BACK
IN FIRST MONTH

LIFETIME VALUE TO CAC RATIO*

6
IMPROVEMENT IN LTV
BY YEARLY COHORT

0.00%

0.00%

2020 2021 2022 2023 2019 2020 2021 2022

Cohort year

Cohort year

2023

FY24 AGM 15
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Unlocking sitter supply

A new sitter application doubled our completion rates, giving
us greater control of the supply side of our marketplace.

2. Type of pet sitter e P l E ; /O

Improvement in sitter

application completion rate

Step 2

Set up your services

can offer and choose what works l 0 O 0/

Organic acquisition - no more
paying to acquire sitters

FY24 AGM




The new sitter profile

We modernised and enriched sitter profiles, giving more
detailed service and pricing information to help owners choose.

= 14%

Briony © 2repeat guests Improvement in new
4.6 (5 reviews) Wolloomooloo, NSW CUSfomer conversion rCI'l'e

95% response rate  Lastsean 12 hours ago

Experienced and passionate dog
and cat carer

B Nochildren at heme §; Owns pets

® Police check

FY24 AGM 17
About Briony

ims sy Adieees] levvee vy o lifatiomas of



Ecommerce Performance

Substantial improvement in eCommerce segment EBITDA, achieving break-even in Q4 FY24

Quarterly Revenue in millions Quarterly Operating EBITDA in millions
Operating EBITDA m— Cperating EBITDA as a % revenus
FY24 Rev $19.9m 53 532
+10% YoY 7 4.9
: : 4. 47
+16% excl Dinner bowl id 44 Qi Q2 Q3 Q4 Qi Q2 Q3 Q4 G4
2022 2022 2022 2022 2023 2023 2024 2024 2024 2024
16% _3% 4% 0
(0.4) (0.4) -5%
2.8
0.7 0.7

0.6

@1 Q2 Q3 Q4 O Q2 Q3 Q4 @ Q2 Q3 Q4 FY24 EBITDA ($0.6m)

2022 2022 2022 2022 2023 2023 2023 2023 2024 2024 2024 2024 ", +77% YoY
-82

Revenue growth, gross margin expansion and operational effectiveness improve EBITDA by $1.96m

FY24 AGM 18



Ecommerce PQVieW ‘ Ecommerce delivered a

$1.96 million improvement
. . . . . . .
Substantial improvement in financial performance driven in Operating EBITDA to

(S0.6) million

by strategic, operational and marketing enhancements

BETTER OPERATIONAL EFFICIENCY

We optimised warehouse operations and customer service processes, reducing order-to-
despatch times, lowering minutes per order, and improving customer satisfaction. The in-
housing of our development team, announced in Q3 FY24, was a key enabler, allowing us
to deploy proprietary technology and Al tools effectively. We are progressing through
Phase 1 of our digitalisation strategy. By integrating advanced technology and Al, we aim
to significantly boost efficiency and further enhance customer satisfaction. We expect to
realise these benefits in early FY25.

CAPACITY & RANGE EXPANSION

We expanded the product range and distribution capabilities at Pet Chemist by moving
into a larger warehouse space. We also broadened our private label product offerings,
with 90% of all toy subscriptions now consisting of private label toys. Additionally, we
launched our first private label product in health supplements and introduced several
product extensions and new items in the Sash beds range.

IMPROVED CUSTOMER ACQUISITION COST

Record marketing efficiencies were achieved as a result of optimisations to our marketing
mix and spend, as well as cross-sell. We phased out low-margin external marketplace
channels, focusing on high-return affiliate and search channels.

STRATEGIC FOCUS ON AUTOSHIP GROWTH

Our Autoship program experienced remarkable growth, with a 108% increase in

subscribers year-over-year. The expansion of our Autoship subscriber base

and product offerings at Pet Chemist has driven significant growth in recurring revenue.
In FY25, we plan to add more products, including an extension into pet medication,
further assisting our customers in providing the best care for their pets.

madpaws FY24AGM 19




Launching our first
above-the-line
brand campaign

Mad Paws is excited to launch our first ever above-the- line (ATL) brand campaign.
Designed to elevate our brand presence and reach a broader audience, it will be
broadcast across multiple platforms, including TV and social media. The objective is to
showcase the unique and invaluable benefits of Mad Paws pet care services.

THE “PRESS PAWS” MOMENT

Our brand platform is centred around the concept of a “Press Paws” moment—a playful
twist on the idea of pressing pause. The campaign creatively highlights the humorous,
lighthearted, and sometimes challenging moments of pet ownership. In these ads Mad
Paws offers a solution, providing reliable and trusted pet sitting services that allow Pet
Owners to take a break, knowing their pets are in good hands.

A GAME-CHANGING INVESTMENT

To bring the campaign to life and amplify it across multiple channels, we are leveraging
an investment of $5.25 million by Seven West Media.

* $1.25 million in cash

* $4 million in media spend

MAXIMISING REACH & ENGAGEMENT

The campaign will be prominently featured on the Seven West Media network, including
Channel 7’s linear TV and Broadcast Video on Demand (BVOD) services. To maximise
reach and engagement, we will also execute a substantial paid performance marketing
strategy across Meta, TikTok, Google, and YouTube.

Have a look at the ads here

FY24 AGM 20


https://www.youtube.com/channel/UCYQWI-l7sYntZvtPH-zM8HA/feed

The strategy aims to widen the net and promote our range of solutions beyond

66 p p
ress aws” our core offering of pet sitting/hosting, highlighting our breadth of services

and product solutions.

Targeting key.. r— =
customer personas ‘ =

The “Press Paws” campaign is thoughtfully crafted to resonate

with a diverse range of Pet Owners, solving their unique needs
and concerns. By focusing on specific personas, we aim to
connect with our audience on a personal level, showcasing how
Mad Paws can simplify and enhance their pet care experiences.

PERSONA 1: PERSONA 2:
THE TIME-POOR PARENT MODERN PROFESSIONAL

Our brand platform is centred around the concept Targeting career-focused individuals aged 30 and
of a “Press Paws” moment—a playful twist on the above, this audience has a lifestyle that allows them
idea of pressing pause. The campaign creatively to invest in high-quality care for their pet. Between
highlights the humorous, lighthearted, and travel (for work and play) and a vibrant social life,
sometimes challenging moments of pet ownership. they seek out dedicated and personalised care for
In these ads Mad Paws offers a solution, providing their pets instead of relying on friends and family. By
reliable and trusted pet sitting services that allow choosing Mad Paws, they can ensure their pets

Pet Owners to take a break, knowing their pets are receive professional and loving care, giving them

in good hands. peace of mind while they’re away.

PERSONA 3:
OWNERS OF PETS WITH
HEALTH ISSUES

Over 31% of pets profiled on the Mad Paws platform
have health issues, so we also address the needs of Pet
Owners managing their pet’s medical conditions. The
most common health issue we encounter is a topic

— M e ; s : Y | dermatitis, which often requires regular medication.
Wt arerag, l, !fl '} y : i 3 MEREBas - AN 1 “BAY MRS Our third TV ad creatively illustrates the challenge and
PR e T a Ll and i 'r" i1 11 4 = : N Jg ! inconvenience when Pet Owners forget to order their
R YT ——— — - e —y E— - TR T R . e J pet’s medication, emphasising the importance of

: timely and reliable care. Mad Paws/Pet Chemist
— e s e e ensures that pets receive this medication in time,
alleviating stress for both the pet and the Owner.

3 - e FY24 AGM 21
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Environmental, social and governance

What’s next?

¢ Improved waste management: Reviewing how
we manufacture, process and pack our
products, and making in-roads in reducing
unnecessary elements.

* Moving to green power: Installing solar panels
on our warehouses and production facilities.
Where solar panels are not feasible, we'll
move to purchase green power.

e Partnerships: We’ve begun working with our
strategic partners to find better methods and
processes that are inherently more

EMBARKING ON A MORE
SUSTAINABLE FUTURE

Sustainability is one of our core business pillars.
We’re committed to playing our role in reducing
our carbon footprint, as well as finding innovative
ways to further improve the sustainability of our
products and offerings. By 2025, we aim fo
neutralise our carbon emissions and offset what
we cannot eliminate.

. sustainable.
What we achieved:

At April 2023 our near-term goal was to replace * Manufacturing & Packaging: This makes up
the largest portion of our footprint, so we’re

already testing and trialling new materials
and packaging made from recycled or

three of our largest sources of single-use plastic
with a biodegradable alternative, including:
Mailing satchels, packing tape, and pallet wrap.
We are pleased to report that all three items have
been replaced with a biodegradable alternative
that will breakdown naturally when buried in
landfill.

compostable materials.

INCLUSION & DIVERSITY

Mad Paws is committed to providing a workplace
underpinned by respect in all circumstances. A
proud LGBTQIA+ inclusive organisation, fair play
and equal opportunities are in our DNA. This
same sentiment applies to gender, where there is
a conscious effort to empowering and
championing for more women in leadership.

What it means for our footprint:

This is a significant step in our sustainability
strategy by decreasing our carbon footprint and
reducing the amount of plastic that we use with
carbon neutral satchels and packaging tape.

We strive to create an environment of
authenticity, respect and inclusion. A
place where people can focus on solving
real challenges rather than spending
time trying to fit in.

Justus Hammer
CEO

12,016

The number of trees planted
across the Mad Paws Group

The percentage of carbon we’ve

90% offset to date for the Mad Paws
Group

64%

Female workforce
48 Australian
44 Philippines, 8 Other

The number of hours we offer
every employee yearly, to
spend giving back to the
community

8hrs

The year that the Mad
Paws family of brands
plan to offset 100% of

2025 their emissions.

FY24 AGM
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madpaws

Q1 FY25
Results




Group Financial Performance

Group Cash EBITDA Breakeven for the quarter; +80% on pcp,

W1 FY25 Group Financial Summary Change

in % milliens Q1FY2024 Q1FY2025 5 %
GMY 16.8 17.8 1.0 6%
Marketplace revenue 1.8 2.0 0.2 12%
Ecommerce revenue 5.3 4.9 (0.4) 7%
Group Operating revenue 7.1 7.0 (0.1) -2%
Segment Cash EBITDA 0.5 0.9 0.3 61%
Group Cash EBITDA (0.3 (0.0) 0.2 BO%
B ofrevenue -5% -1%

SWM markefing confra used - (0.8) (0.8) 100%
Group Operating EBITDA (0.3) (0.8) (0.6) -227%

' Q1 FY25 revenues and Operating EBITDA are unaudited

"Growth rates presented excluding Waggly & Sash for information purposes only. Waggly excluded due to focus on profitability which reduced marketing investment in this business and

HIGHLIGHTS

Group Operating Revenues of $7.0 million - down 2%
on pcp, and up 10% excluding Sash and Waggly*
o Marketplace Operating Revenue of $2.0 million - up
12% on pcp
©o Ecommerce Revenue of $4.9 million - down 7% on
pcp, and up 10% excluding Sash and Waggly
Group Cash EBITDA Breakeven for the quarter; +80%
on pcp, when excluding the non-cash marketing
contra
o Segment Cash EBITDA of $0.9 million - +61% on pcp
o Marketplace Cash EBITDA of $0.8 million - +31% on
pcp, with 41% EBITDA margin
Utilised $0.8 million of SWM marketing contra with $3.2
million available

FY24 AGM 24

therefore YoY revenue comparisons. Sash excluded so investors can see the performance of the Group and eCommerce excluding the impact of the current weaker quarter for Sash



Marketplace Performance

Revenue accelerates to 12% vs PCP with 41% Cash EBITDA margins

Quarterly Revenue in millions Quarterly Cash EBITDA in millions
+12% vs mmm Cperating EBITDA Operating EBITDA as a % revenue
PcP 42% ar
20 35%
1.9
o 1.0 29%
28% :
15 27%
24%
20% 05
0.4
0.3
7%
0.1
G Q2 Q3 4 () Q2 33 Q4 G an Q2 Q3 Q4 an Q2 Q3 Q4 )
2023 2023 2023 2023 2024 2024 2024 2024 2025 2023 2023 2023 2023 2024 2024 2024 2024 2025

ATL Launch & Technology cost rationalisation drive revenue growth & EBITDA margins

' Q1FY25 revenues and Operating EBITDA are unaudited
FY24 AGM 25



Platform maturity allows for rationalisation of product and technology
employment costs in QI FY25

Rationalisation combined with the media campaign positions Mad Paws well to achieve its FY25 goals

Annualised total employment cost (Opex and capex) by
quarter in $ millions
F===s e The platform is now at a point where we have

9.3 9.3 e | delivered on some of the bigger technology projects
8.8

9.6

and can focus a smaller team on innovating on the

current platform

------------------------------------- * Executed on reduction plan in July 24 resulting in
annualised savings of $1.4 million, a 16% reduction in
Q4 FY24 total employment costs (opex and capex)

e Mad Paws incurred a restructuring cost of $0.2
million in the quarter as a result of this initiative

Q1 Q2 Q3 Q4 Savings  Pro forma
FY24 FY24 FY24 FY24
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A new look & feel

We modernised our hero pages, UX and information
architecture. Providing customers with a delightful, frictionless
navigation experience.

nadpauss

Press paws on
pet stress

Find trusted pet sitters & dog walkers near you

C, Book a sitter near you

1.6 1 from 2,943 reviews on* PRODUCT (& | REVIEW
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Our new app got better

Our booking journey is now fully native, enhancing
performance and delivering a better overall UX and Ul.

£ Edit booking

Service

TR WS e f The last release that had
material changes that

— PIT G213 1 08 OS L 0ol T made the user experience
a lot more usable, which

BOOkings T e @ > Drop-off $25 Was great'

Pending Upcoming Past Archived Per pel per day. Crop-off/pick-up charged once per booking.

!-Cﬂplﬂeﬂ
\ Angel $45.00
. Daycare * 12/04 Offer custom total price “ " {
C e . 1 °
View detail O Chat s CR Desiree
Pet sitter

E Completad |

b Lexi $300.00
Sitting * Fe

View details O Chat

5368600

View deteils v
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Spread the love & earn

With or new referral programme owners and sitters can receive
$25 each when their friends book a staycation for their fur baby.

- madpaws

Spread the love & earn

Invite a friend to Mad Paws and you'll both
receive $25 credit for your next booking.

Copy your invite link

https:/#vrips.co/daliB0ualcp m

4 © ¢’
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Ecommerce Pertformance

Achieving EBITDA break-even through automation, efficiency and partner marketing revenue

-7% Vs PcP

Quarterly Revenue in millions +10% ex Quarterly Cash EBITDA in millions
Waggly &
Sash
5.3 2.2 Operating EBITDA = Ciparating EBITDA as a % revenue
4.9 4.9
4.7 4.7 0.0
44 4.4
Q12023 Q2 2023 (3 2023 (4 2023 Q1 2024 2 2024 Q3 2024 Q4 202 25
{0.1) .0) 0%
36 (03) (0.2)
(0.4) (D.4) o
47,
5%

] Q2 3 Q4 ) 32 Q@3 34 i
2023 2023 2023 2023 2024 2024 2024 2024 2025 -22%

Operating EBITDA Margins improve 2ppt to 0.3%

' Q1FY25 revenues and Operating EBITDA are unaudited
FY24 AGM
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Ecommerce operational highlights

Automation, warehouse efficiency and AutoShip focus

Operational initiatives AutoShip expansion
Customer service automation: Customer service automation:

Leveraged Al for script digitisation, error Continued fo expand our products offered on
detection and order prioritisation, which AutoShip and added an “instant Upsell”
lowered CS costs per orders to record lows feature enabling customers to add any

products to the upcoming AutoShip delivery

Warehouse efficiency:

Implemented multiple technology to Medication now on AutoShip

solutions to reduce order double handling, In an industry first we have added a number
warehouse routes optimisation and order of leading medication products to AutoShid
prioritisation providing customer with ways for pet paren

to manage their pets needs

mmm Warehouse - Mins/Order
------- 3 per. Mov. Avg. (Warehouse - Mins/Order)

AutoShip

customers
+105% vs PcP

§¢ ﬂ:'-i.:} Qﬁ“%“oﬁﬁ?'e“@ ?*“‘&“J"‘*P “‘*}v"‘f

madpaws
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ATL campaign performance update

Positive new customer metrics in ATL TVC markets

Weekly Unique Booking Requests (UBR) new customers- Phase 1 TVC Markets

Wk 42, +23% YoY
2023 w2024

Launched ATL campaign
(Melbourne & Brisbane only)

32 33 34 35 36 37 38 39 40 41 47

Week number

Second burst will commence on 3rd November 24 across all major markets. $1.2 million committed for Q2 FY25
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October Trading Update

Following the launch of our ATL marketing campaign, we have observed continued positive
momentum in our Marketplace through October

Marketplace October 24 MTD Trends

o New Customers: +19% vs pcp (compared to Q1 FY25: -1% on pcp)
o GMV (Gross Marketplace Value): +16% vs pcp (compared to Q1 FY25: +8% on pcp)
o Booked Revenue: +18% vs pcp (compared to Q1 FY25: +10% on pcp)

These strong trends position us well for accelerated growth in Q2 FY25, as we
commence the second burst of our media campaign with $1.2 million committed

madpaws
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