Introducing
New Zealand’s

Most

Digital lender

Borrow Better. Faster.



So, why invest in Nectar?

As an investor you have many investment choices.
In the next few pages, we are going to tell you about our business — , our fast growing and
large addressable market, and how our technology allows us to take customers away from our

competitors and grow a sustainable and

Before we do that, we want you to know that we always do our and that producing
a is important to us.

Thank you for your interest and welcome to Nectar.

The Nectar Team.

Quite simply, our mission is to provide the simplest, fastest and most transparent way to get a loan. G




Nectar’s market and products

NZ Personal Lending
~$5.5 billion total loan amount?!
~$800m recurring revenue

NZ$1,000 - $30,000
6 month — 4 year terms

How much would you
like?

~20% p.a.
~23% p.a.
~$10,000

Nectar is consistently rated by customers as faster and
easier than other products in the market

Dynamic Credit Scoring Model

A EY.V' 8.9% - 16.7%% p.a.
(Prime)

CHEN:Y W 18.5% - 23.5% p.a.
(Near Prime)

SR 24.5% - 29.9% p.a.
(Sub Prime)

Note 1: excludes credit cards and auto Ioans°




Digital lenders are increasingly penetrating the
$150 billion ANZ consumer lending market

Nectar operates
in the fast
growing digital
lending market:

2021-2026
projected CAGR
13.8%

Where the
incumbents’ market
share is eroding:

2018
e | 768%
lending
market
share 2022
~55%

Nectar’s S141 billion
Australia
Consumer Finance Market

future
product
opportunities

$5.5 billion
NZ Personal Lending?

(~$800m annual recurring revenue)

Note 1: excludes credit cards and auto loans G

Nectar’s
current
products




Key m}@stones

ll_aunghecjj Al V2 NectarScore Signed Wholesale
oanbot ‘James’ to : :
Released funding with GClI
2018 onboard customers 2019 2021 10,000t loan issued

$78m in cumulative
Closed $2.4m originated loans

angel funding

2017 round
2022
-
5o
Launched Nectar S10min First broker Launched /
personal loan originated live with NectarPa <
2018 product 2019 loans 2020 Nectar API 021 5




Nectar’s leadership team

Symon Nausbaum
CEO

Director of Instant Finance Limited for
15 years (Instant Finance originates
around $120m p.a. and is a highly
successful subprime operator in New
Zealand).

Background in Corporate Finance and
Investment Banking, including roles
with PwC, BDO and as a contractor to
Consignia and Morgan Stanley in the
UK.

Investor in a wide range of technology
start-ups. Founded two start-ups, one

in online POS finance space.

BCom, LLB, MBA.

Chris Evenson
Head of Lending

Over 14 years of experience in credit
and finance roles covering personal,
rural and commercial lending, credit
management, compliance  and
collections.

Roles in the United States and New
Zealand covering the banking,
finance company and co-op spaces.

Instrumental in creating and growing
Farmland's finance company

business.

B.Sc.

Paul Bryant
clo

Expertise anchored in finance and
fintech, with a strong focus on data
privacy & security.

Career with investment banks in New
Zealand and the UK. Was then
instrumental in the successful launch of
a large UK-based hedge fund. Helped to
pioneer the laaS model for hedge fund
private cloud services globally.

MCom, LLB (Hons), MinstD

Operations/Funding

Over 12 vyears of experience in
Mergers & Acquisitions Advisory,
Capital Raising, and Investment &
Corporate Banking.

Roles at Barclays, ABN Amro and
Westpac. Raised $1.3bn
infrastructure fund for Barclays
Capital. Headed Client Experience
for Barclays Global Transaction
Banking.

Investor in a wide vrange of
technology start-ups.

MEng

Nicola Lloyd Martin



Nectar’s board

CEO/Director

Director of Instant Finance Limited for
15 years (Instant Finance originates
around $120m p.a. and is a highly
successful subprime operator in New
Zealand).

Background in Corporate Finance and
Investment Banking, including roles
with PwC, BDO and as a contractor to
Consignia and Morgan Stanley in the
UK.

Investor in a wide range of technology
start-ups. Founded two start-ups, one

in online POS finance space.

BCom, LLB, MBA.

Director

A venture capital veteran with multi-
national and cross-culture working
experience.

Xinyu was previously general
manager of Google (Northern China)
and president of 5173.com (the
leading C2C virtue item trading
platform in China).

Xinyu was a venture partner for
Meridian Capital (NZD $1b) and
more recently was the founding
partner for Yue Rong Capital and
Hua Bin Capital with NZD $100m
under management.

B.A, M.Sc, MBA

Advisory

An Icehouse Ventures partner with a
notable track record of empowering
entrepreneurship and innovation in
New Zealand.

Jason is co-founder and fund manager
of Eden Ventures NZ, which launched
in 2017 in partnership with Icehouse
Ventures.

Jason is on the boards of LearnCoach,
Calocurb and Jettzy. He is a visiting
scholar of Yenching Academy, Peking
University and an Edmund Hillary
fellow.

B.A, MMgt



Investment overview

Consistent track record of growth Fast and growing market opportunity Strong operating metrics
10,000+ loans issued
$77m+ in cumulative $77m Customer One cus.tomer Marketing /
et d T feedback complaint - 10,000+ origination
O”g'|na e. 0ans an il avg 4.9*/5*% |oans issued ratio 4.7%
accelerating $ 47m
Consumer Revenue
$35m ) q .
<o Finance Strong net lending margin $600k/month
$21m TAM 2022 —) 2026 and near
$12m .
sam STM $5.5bn NZ ex 9.0% 13.2% Eperlz:tlonal
5 0.4m — l—l H CCs & autoloans MERICHEN
H2 H1 H2 H1 H2 H1 H2 H1 H2 H1 /

2017 2018 2018 2019 2019 2020 2020 2021 2021 2022

What our customers say about us

Se rl es A ca plta I ra | se: N ecta r |S ‘Thankyou Nectar for a quick and trt.msparer-rt process, that left me |fvith my integ']rity
. $4 f fe re n Ce S h a res 20 18 — 2022 intact. Your wonderful team, especially Jodie, could teach the banking community a
see k| ng m TOr p re thing or two about service. Treated me as real person, and wanted to hear my
. story. Jodie spoke of possibilities in a time when we ALL face a changing
at d pre-mOney va |UatI0n Of szom environment. If Nectar was a bank | would switch from my bank of 40+ years at the
o) |ncumbent |ender‘S encumbered W|th drop of a hat. Thank you Jodie and the Nectar team.
legacy systems, lack flexibility and agility Notabl bl m
i i Ootable comparapie exit —
$3m tO accelerate Ioan bOOk o Inn(?vatlon compl-ex, SlOW, expensive p
o Seeing low adoption of automated, $200m sale of Symple (S53m
Slm for product deveIOpment advanced digital lending systems, eroded
. _ ’ ; loan book) for 3.8x loan book,
and operational growth incumbent market share and opportunity

for Nectar 37X revenue




Nectar’s technology

Next generation data and technology platform

& .

7-minute process

I
Retailers & g Automated bank
brokers statements
Al Chatbot
Customer
Q Mobile behavioral data
lead *T> ggs:tal
generation Comprehensive
credit data
@,
>> Custormer Fraud detection
Direct ®— Admin

Decision
Engine Loan offer

©e

Final Same day
underwriting payout

& customer
contact [(:a)ﬂ

Automated
: & manual
collections

Interactive

Data-driven
marketing

Seamless integration between digital and human touch

Technological and data innovation —— strong customer experience advantage

Continuous data learning

Funding
Warehouse
facility

HNW & funds




How our technology allows us to win

Our results

More
customers

Lower
losses

Lower

loan
acquisition
cost

Lower
OPEX

\4

What Nectar’s technology enables

Outstanding customer experience (speed, ease,
transparency)

Getting a loan with Nectar is faster and less stressful than with other
providers. Customers can apply for a loan through Nectar’s interactive app
and receive an offer (including loan amount, interest rate and repayment
options) within seven minutes. Funding is usually the same day

Proprietary risk model
Nectar has developed a proprietary risk model that enables responsible,
timely and accurate credit decisions

Nectar’s average customer feedback is 4.9%/5*

Significant repeat business (35% of applications) and word of mouth
referrals

Providing approved loan options to customers faster than competitors is
allowing Nectar to win business, especially in the broker market

With over 10,000 loans approved, Nectar’s risk model has achieved a
write off rate of <3.5% of average receivables outstanding

Low Customer acquisition cost / Loan acquisition cost
Nectar’s platform is integrated with key digital advertising platforms, including
real-time acquisition dashboards and significant marketing automation
Nectar’s system encourages customers to log in and view loan balances,
enabling customers to apply for top-ups or new loans

Operational efficiency

Nectar’s technology streamlines processes that are traditionally time-
consuming and expensive, improving efficiency, mitigating risks, and
improving customer relationships

Higher shareholder return

Current CAC ~$673 H1 2022. Current LAC ~S$418 H1 2022
Loan acquisition cost decreasing with 35% lending to existing customers
Estimated Customer lifetime value is ~$2,800

Nectar lending team of 10 currently process ~800 applications per week




Nectar’s customer journey is fast, easy and
paperless across multiple channels

Interactive loan offer@ Contract & Funding@
Direct markEting Instant choice of loan E-sign contact of terms

Digital relationship lifecycle

amount (up to max) and

including direct debit

. Typically funded same day
management suite (across email, term (up to four'years) with
SMS, social media, search) plus ; - repayment detail
. API for intermediaries
radio and TV Active
Partners Decline customer
Lead generation marketing
. -
Complete g

Stage one credit assessment

Stage two credit assessment

Account &
At least ! :
contact Application
details

Best in market autofill
Typically takes 7 minutes

Credit Decision Engine

Stage one and two checks automated

Credit bureau data and bank statement

liability / capacity data auto-fed into loan

management system

Auto-generated personal application Account & Top Ups @

reports inform underwriter and Top Up application

streamline final credit decision el e e Fnes, (s e
upcoming & history, application
approval history)

Repeat customer 0

Next credit assessment stage




Performance metrics — risk based pricing

Enables Nectar to offer loan products to a wide consumer base, and personalise that offering instantaneously using an integrated
projected loss rates/ default model. In a consumer market where households are under pressure, robust, real time risk management is

required to ensure sufficient margin is built into loss projections

Dynamic risk-based pricing of loans | &de

Al

.3

A3

A4

B1

B3

B4

C1

c2

c3

Interest rate

9.4%

11.4%

12.8%

15.3%

16.8%

19.0%

20.6%

22.5%

23.8%

25.2%

26.5%

28.8%

Loss rates!

0.3%

1.6%

1.5%

3.0%

7.0%

8.8%

Loan book / $1im  $1im .
grade breakdown

S5m

$5m

$3m

Average loan

amount by grade

S$S5m

Al A2 A3 A4 B1 B2 B3 B4 C1 Q2

S 11k

$ 10k

$ 11k
A2

A3

S 10k
A4

$ 10k

$9k
$ 8k -
$5k  $5k
I I n
B1 B2 B3 B4 (o (ov] (3] c4

Note 1: write offs / amount funded e




Performance metrics — risk

The V2 NectarScorecard was released in June 2019 and is significantly outperforming V1, with a loss rate of 2.15% (write-off / amount
funded)

Nectar has a continuous improvement approach to risk management with data used to optimise the risk model on an ongoing basis

12%

10

=

co
=R

6%

4%

2%

Cumulative Default Rate

0%

2017 H2 - 2018 H1 2018 H2 2019 H1 s 2019 H2

e 2020 H1 2020 H2 2021 H1 2021 H2
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Months from Origination




Diverse customer base for risk mitigatio
current customers with 94% employe 3

Age breakdown Employment type breakdown

31%
28% 31%

18-19 20-29 30-39 40-49 50-59 o + Office Manual Trade  Professional Other

Residence breakdown Employment terms breakdown
46%

94%

Own Rent Board  Living with  Other Full time Part time
parents




Performance metrics — consistent growth

10k loans issued Loan book amount / revenue for half year

3,400+ current

customers OLoan book total at period end 4 27m
OR eeeeee for period Q

@

| @5

4
I

2020 2021 2022  Hi2018 = H22018 = H12019 = H22019 H12020  H22020 H12021 = H22021
Average loan size




Customer acquisition strategy drives profitability

Integration with key digital advertising platforms
TV, billboard and radio to build brand trust
Strong organic acquisition

Nectar’s platform enables APl integration from
partners (retailers & brokers)
Automated initial assessment of the application

oo Nectar’s system automatically remarkets to

ﬂE qualified pre-existing customers through various
channels (email / sms / social media / search)
Existing customers are encouraged to login and
view loan balances and can apply for ‘top-ups’

returning

2022

Current CAC = $673

Current LAC = $418

2026

Future CAC = $650

Future LAC = $230

.

2022

2026

2022 2026
» - additional

profit in 2026




Loan book funding strategy

$65m
Lower funding costs — secured At $60m-S75m loan book value,
through securitisation or other Nectar will seek lower cost funding
o = options
wholesale facilities - are a significant
driver of future shareholder returns Projected net lending margin:
14.0%
76% senior debt 12.0%
10.0%
8.0%
$27m 6.0%
4.0%
2.0%
0.0%
80% senior debt S9m new 2022 2023 2024 2025 2026
mezzanine
13% mezzanine
Benchmark: comparable indicative
13% mezzanine Se:(:ztsjiﬁyi?;?itgfw 11% equity net lending margin = 9.3%

7% equity

Current funding Post Series A capital

structure .
Loan book funding
Note: projected net lending margin = interest margin — funding margin — loss rate G




Current market opportunity is significantly
above Nectar’s ability to fund/process loans

With sufficient capital/team in place there is an immediate opportunity to double origination, without a
significant uplift in marketing spend (less than ~ 30%)

132
\
16

Number of Direct Applications in Queue Number of Partner Applications in Queue

48 50

Total and Funded Direct Applications Total and Funded Partner Applications

@ Applications

83
6

@ Funded
75 7
8 57 56
49
50
43
AL 26 25
10
) 5 ‘- 2 — 4 5 5

@ Applications @ Funded
36
3




Financials/forecast

Funding / marketing cost
ORevenue @NPBT efficiency driving profit

$25.7m

Growth focus

$14.8m

$8.1m

$6.3m

$5.1m

$3.5m

($0.6)m (50.8)m ($0.9)m {30.6)m

$40.4m The forecast financial graph shows

Nectar’s forecast revenue and NPBT over
the next four years. The focus over initial
years are on growth, with scale and
access to cost effective funding driving

value in later years.
Year end is 315t March

A detailed financial model is available.

$12.7m

i =] e
2021A 2022A 202. 2024F 2025F

2026F




Offer details

\

Pre-money valuation of $20,000,000

7

‘Series A’ capital raise of $4,000,000 preference shares

4 \
$3,000,000 allocated to first loss capital, enabling loan

\ book to grow to $60,000,000 by end Q2 2023

( )

$1,000,000 for operating expenses

\ J

» Drive product evolution and automation by
investing $250k in improving STP

» Drive growth by investing S750k in marketing
and operational growth

@ ®

Who? Nectar is a digital lending business founded with
the mission to provide the simplest, fastest and most
transparent way to get a loan

Problem? Traditional providers of consumer finance
tend to have bureaucratic, high touch processes that are
dependent on antiquated technology and inflexible risk
appetites. This results in a poor customer experience,
high origination and servicing costs, and high customer
acquisition costs

Solution? Nectar's highly automated digital lending
platform streamlines these processes - improving
efficiency, mitigating risks, and improving customer
relationships. Borrowers can access unsecured loans of
up to $30,000 through their mobile phones with
funding usually provided the same day



d

Contact details
nicola.lloyd.martin@nectar.co.nz

%




Additional detail

4




Underwriting Process

Customer Electronic

applies for a Verification

loan

ePersonal *Electronic identity
information. verification.

eComprehensive
credit check.

eAutomated 90 day
bank history.

*2"d & 31 bureau
credit check if
necessary.

eContact information.

*Employment
information.

eBehavioural
information (for
existing customers).

eIncome/expenditure
information.

eAssets and liabilities.

eSupporting
documents (if
necessary).

Identity and
Fraud Detection

Risk Scoring |

eSystem runs ~100
business rules on
applicant.

eCustomer is
allocated to 1 of 3
scorecards which
estimates customer’s
likelihood of default.

*A risk rating from Al

*Email address
verification.

eCollection of
alternative contact
details (family
member/other).
*Onboarding/
transaction fraud

detection. '

eElectronic identity ;SCI: Iiﬁ:';";ltzted
verification. collegcted

-Bar)k ac.count eVariables are
verification.

adapted through
data modelling.

Loan Pricing Loan Agreement
signed and loan

issued

eElectronic loan
contract and
disclosure statement
sent to customer.

eFunds advanced
directly to customer’s
bank account or
retail partner.

eRisk grade is
benchmarked against
competitors and an
interest rate
determined.

eThe risk grade
determines the eligible
loan amount.

*The customer’s
affordability is also
used to calculate the
eligible loan amount
and repayment options
(6 months — 4 years).

Nectar’s hybrid underwriting process combines automated straight-through processing and underwriter
checks to assess a borrower’s creditworthiness and affordability.

The borrower must be 18+ and a permanent resident of New Zealand.
Income must be $350+ per week (after tax).

Loans are issued based on
stringent business rules

Loan sizes are $1,000 - $30,000. There are restrictions in place for higher risk segments. Loan terms are 6 month — 4 years.
Loan repayments are based on the customers pay cycle and on their pay date (weekly, fortnightly, monthly).

The borrower has no serious unpaid financial defaults at credit bureaus (that have not been attended to)/no bankruptcies or
judgements.

Nectar performs strict responsible lender checks on each customer verifying they have sufficient surplus income to meet loan

repayments.




Recovery Process

Customer arrears are a normal part of consumer finance with customers falling behind in payments due circumstances outside their control.
Nectar’s credit control process is a core activity of the business with the focus being on customer rehabilitation. Nectar enters into
arrangements with arrears customers (promise to pay) where payments are lowered with no penalty interest or fees are charged while the
customer meets their arrangements. Maintaining a customer focused recovery process is a key value of the business.

Days from .
Delinquent account
payment
2
SMS sent with SMS/email/call Letter/email Letter/email ~Letter/emailsent  Letter/email sent.
Process upcoming made failed sent to sent to to customer,
/ Credit Controller/head
payment payment. Email customer. customer.
: A Phone call made.  of lending to agree
details contains link to
Phone call course of recovery —
customer can payment portal Formal
made. hand over to debt
opt out). for catch up repayment plan _
collection agency or
payment. to be agreed.
court process.
Success Loan repayments are timed with customers pay cycle (weekly, fortnightly or monthly) and direct debited on the customer’s
factors B3y datee

Nectar’s lending staff are utilised to manage early delinquencies leveraging customer relationship.
Nectar uses a promise to pay arrangement to help customers catch up with delinquencies.

Nectar uses a automated court filling system that allows Nectar to cost effectively issue court proceeding against delinquent
customers. This process is effective in recovering highly delinquent customers.




Technology
and
Regulatory
changes
providing
opportunity

Consumers have a low level of trustin
New Zealand banks and are increasingly
looking to new technology to satisfy their

financial requirements.

Comprehensive credit
reporting and open banking

Majority of banks, utilities and non-bank
lenders now provide comprehensive
credit data. Banks required to share
customer data to third parties nominated
by the customer.

Royal commission of inquiry
and enhanced bank capital
adequacy requirements

New Zealand based banks are tightening
up lending substantially in the personal
lending segment as a response to
regulatory changes making the segment
less attractive.

Machine learning, Al and
blockchain

Al, ML, and blockchain are among the
trending technologies that are expected
to add advanced capabilities to digital
lending platforms and open new growth
avenues.

Nectar automatically accesses customer
banking data for income verification and risk
identification.

Comprehensive credit data provides an
ability to more accurately understand and
price risk throughout the credit spectrum.

Non-bank lenders such as Nectar (who are
not subject to these regulatory changes) are
expected to erode the bank’s personal
lending businesses in coming years.

Further acceptance by consumers of non-
bank personal lending alternatives.

Nectar uses an Al bot for customer
onboarding.

Opportunity to use Al for bank statement
analysis and credit decisions allowing higher
approval rates and better pricing of risk.

Blockchain expected to open up new direct

cost effective loan funding opportunities. e




Future Opportunities

Nectai’f

NectarPay

How much would
you Like?

$4,650

$1,000 $20,000

You are applying for:

Please select

Email address

Australian/Other Markets

While Nectar is currently focused on the large
S16b domestic consumer lending market,
future opportunities include expansion to
markets that have similar legal/credit
structures as New Zealand

Point of Sale lending

In the US technology enabled point of sale
lending is estimated to be a $1.8 trillion
opportunity with digital providers attracting
significant company valuations.

NectarPay

Nectar has recently launched NectarPay.
Feedback from the foundation customer is
the product is superior to a similar product
they use in Australia. NectarPay provides a
simple and easy experience for both
merchants and their customers to finance
large purchases.



Disclaimer

This Investor Presentation is being made available to prospective wholesale investors solely for the purposes of assisting them
to evaluate an investment opportunity in Nectar. It does not purport to be all-inclusive or necessarily contain all of the
information that a prospective investor may require or should obtain. In all cases, prospective investors will need to make their
own evaluation of the opportunity to invest in Nectar, conduct their own investigations and analysis of the opportunity and
consult with their own legal, tax and other professional advisers.

This presentation is not a “regulated offer” and does not require disclosure for the purposes of the Financial Markets Conduct
Act 2013 (FMCA) as all investors must satisfy an exclusion available under Schedule 1 of the FMCA prior to any investment
being made. Further information on the FMCA requirements can be made available upon request. Any enquiries from persons
who require disclosure under Part 3 of the FMCA will not be considered.

This Investor Presentation contains information that Nectar and its management, shareholders and promoters regard as
relevant to investing in Nectar. The information is believed to be accurate. No information or statement relating to Nectar given
by any person that is not specifically contained in this Investor Presentation may be relied upon as having been authorised by
or on behalf of Nectar, or its advisers.

This Investor Presentation does not constitute an offer or solicitation in any jurisdiction other than New Zealand or to any
person to whom it is unlawful to make such an offer or solicitation. No action has been taken that would permit a public
offering or regulated offer or similar in any such jurisdiction or to any such person.

Subject to any law to the contrary, and to the maximum extent permitted by law Nectar, its management and their agents,
disclaim all liability for any loss or damage (whether or not foreseeable), suffered or incurred by any person acting or relying on
any information provided in, or omitted from, this Investor Presentation or any other written or oral opinions, advice or
information provided in connection with any investment in Nectar, including by reason of any negligence.

All communications and enquiries relating to a possible investment in Nectar should be directed to investors@nectar.co.nz

CONFIDENTIAL © 2022 NECTAR NZ LIMITED

Net:l:cli:"v
Dashboard

Welcome, Joe!

Loan Summary

$5,000 $4,200

Loan Amount Outstanding Balance

$4.99% Interest Rate

15 Jun 2016 $280

Next Payment Date Next Payment Amount

Transaction History

10 Feb 2016 $4,200
Closing Balance

05 Feb 2015
$4.920

13 Jan 2016
+ $500

Advance




