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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 25 November 2025 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”

r “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).
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Our Strategic Pathway

Steadfast in our mission with a strategy to deliver our vision

Our mission

“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.”

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 at a time. It's
something we're all
passionate about —and we
have fun along the way!

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 a role to play, but
together we make a whole. By
working as a team every day,
the outcomes are magic.

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

we can all have a better
journey.

KiPMcGratHLeaders In I.ea,r:i(ng

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.
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Chairman’s Address

Annual General Meeting

AGENDA

CEO's presentation

Formal Business of the Meeting

25th November 2025 Questions
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_Chairman’s Address

In FY25, the company re-set in several areas. We ceased our investments in the USA and closed those operations by June 30t. These
changes and refocus necessitated a significant non-recurring restructuring cost reflected in our statutory earnings. On an underlying basis,
our momentum improved, and was reflected in our improved underlying profitability, particularly during the latter half of the year. These
decisions were necessary to ensure that our capital, and attention, remain focused on markets and models that deliver consistent

returns. Our improving results and outlook reinforce the underlying quality of our network, and the critical role our franchisees play in
supporting students and families within their communities.

Kip McGrath is a service business with two clear customers. Firstly, our students and parents, and secondly our franchise business
partners. The company had become somewhat distracted by the diversification opportunities it saw (including the USA), and had not
focused sufficiently on our core, particularly over the past 2-3 years. The Board sees significant upside in concentrating on our core
customers to ensure that we are delivering the best products and services we can. We have skilled teachers and tutors — they are a
significant point of difference in our business model — and supporting them has been re-prioritised.

To that end, the Board has established a priority set of activities focused on lifting our service and our product offering to our business
partners. Several initiatives have been established during 1QFY26 to improve service. Demand for our services remains strong, driven by
parents and educators recognising the value of high-quality, small-group tutoring. Despite economic challenges, parents continue to
prioritise tutoring, within their household budgets.

In FY26 and FY27, you will see continued investment in our product and technology development. This will remain focused into our core
markets, Australia/NZ and the UK, with flow on benefits to other markets including South Africa.
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Chairman’s Address (continued)

The company remains guided by four strategic levers: increasing students per centre, expanding centre numbers in existing territories
(infill), broadening our footprint into new territories (greenfield), and increasing lifetime value through improved curriculum and reporting
of student progress. Of note, the global rollout of our KipLearn platform, and continued uptake of new lesson packages, are indicative of
these steps being taken.

Our strategy remains consistent. We will pursue measured growth in student numbers, classes and centres, supported by disciplined
expense management. We will direct investment only towards opportunities that meet our return on capital expectations. We continue to
see significant potential across APAC and the UK, and we remain cautiously optimistic about expanding our presence in underpenetrated
regions over time. Melinda Smith, our new CEO, commenced earlier this month and has already started to make an impact — we welcome
her to our company.

For almost 50 years, Kip McGrath has built a reputation on personalised, in-centre learning, delivered by skilled educators. As artificial
intelligence rapidly reshapes the education landscape, we remain confident that human connection and professional judgment

continues to underpin effective learning—particularly for students aged 6 to 15. Our approach to Al is therefore purposeful and tactical:
empowering our teachers, enhancing our curriculum and systems, and improving responsiveness, while preserving the teaching expertise
that defines our brand.

On behalf of the company, we finally want to thank lan Campbell for his leadership as both a Non-Executive Director and former long
serving Chairman for his dedication and hard work over the past sixteen years. We wish him all the best in his next chapter and thank him
sincerely for his contribution. We also recognise the contribution of Storm McGrath as Chief Executive and Managing Director over a
long period of service completed in May 2025.

2026 will be the company’s 50th Year in operation — a time for both celebration and reflection. Your Board looks forward to reporting the
company’s progress to you over the next 12 months.
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CEO's Introduction

/

Since stepping into the CEO role, I've had the chance to visit many of our centres and speak with our franchisees and teachers across the
network. Every conversation has reinforced something important: our ethos, that no child is left behind, truly lives in every part of this
organisation.

This purpose was one of the key things that attracted me to Kip McGrath. Everywhere | go, | meet people who care deeply about helping
children learn and grow. Whether it’s a long-standing franchisee or a teacher supporting a child who just needs that extra bit of
encouragement, the commitment is unmistakable.

As I've settled in, something else has become very clear (as our Chairman said): we have two customers.

First, our franchisees — who really are our business partners. Their success is our success, and they rely on us to provide strong support,
tools, and systems so they can focus on what they do best.

Secondly, the families and children who attend their Kip centre. Everything we do ultimately comes back to the impact we create for
those children and the confidence we help build in them.

>
-
®
D
0
-
e

Looking ahead, I'm genuinely excited about the growth opportunity before us. Well supported, our business partners could extend our
reach to many more children— but we can only do that by working closely with them. They are the teams on the front line. They are the
ones making a real difference every day. As we move toward our 50th year, the team is energised by the chance to build on our legacy,
with a refreshed focus and renewed momentum.

We are building on solid foundations — foundations which | will now walk you through. The following slides represent both our historic
business performance, and trading update (unaudited) to the end of October 2025.
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443 Worldwide Centres

700

600

300

100

FY22

Centre Numbers by Model
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Oct 25YTD

Core Business Driver -

Centre Numbers

Centre numbers reduced by 10 centres
between July 2025 and October 2025,
reflecting the closure of some smaller

centres.

KiPMcGratHLeaders In Le.:r:i‘ng

Physical centres remain essential to Kip
McGrath's lesson delivery.
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Core Business Driver -
Centre Lesson Numbers Lesson NumbersYoY excl US

Lesson volumes year-on-year have
decreased in line with lower centre
numbers.

YTD Network Revenue is flat YoY.

oes, (a0 560,000

Average lessons per centre have
slightly increased YoY.

Oct24YTD Oct25YTD
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Core Business Driver -

Average Weekly Lesson
numbers per Centre

Average Weekly Lessons per Centre

90.0

Weekly lessons per centre increased by
0.4% for the YTD to October 2025, vs the
YTD October 2024 period.

80.0 71.8

- 83.4
76.5 =g 741 75.0 74.4

700 - 64.4 66.5

60.0

50.0

40.0

30.0

20.0

10.0

FY22 FY22 FY23 FY23 FY24 FY24 Oct24 FY25 FY25 Oct25
HY2 HY1 HY2 HY1 HY2 YTD HY1 HY2 YTD

nnnnnnnnnnnnnnnn



Core Business Driver -
Average Lesson Charge (A$) Average Lesson Charge

o $62.3  $60.4 (A$)

$57.0 $56.8 $57.5
g0 §532 9549

$50.7 $48.4 $49.5

PO Average price per lesson rose by 6.3% Oct 25

YTD versus Oct 24 YTD, reflecting the value
that families continue to see in our lessons.

40.0

0.0
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0.0
FY22 FY22 FY23 FY23 FY24 FY24 Oct24 FY25 FY25 Oct25
HY1 HY2 HY1 HY2 HY1 HY2 YTD HY1 HY2 YTD
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Core Business Driver -

Epmehilas fas Franchise Fees Percentage

20.0% 17.9% 17.9% 182% 18.4%

7.0%
16.4% 16.2% 16.206 /O

The mix toward more Gold Partner contracts
(typically 20% franchise fee vs. 10% for Silver)
has further driven franchise fee %age.

1. S.OD/U 14.30/0

12.0%
3.0% We expect these to flatten at this level from
now on at around 18.5% to 19.2%.
4.0%
0.0%

FY22 FY22 FY23 FY23 FY24 FY24 Oct24 FY25 FY25 Oct25
HY1 HY2 HY1 HY2 HY1 HY2 YTD HY1 HY2 YTD
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Update on progress with Al

Automated lesson notes - in production for the past year & working
well

Al generated curriculum enhancing content creation and accelerating
speed to market

Launching "Al tutor" with 74% student engagement (from initial
trials) adding value to our franchisees and students complimenting
tutor engagement with students
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Trading Update - 4 months to 31 October 2025 unaudited financials

Revenue of $9.6m o> Franchise Fees $5.6m
2% down YoY* () 4% Up YoY

(5] Network Billings $33.8m E Corporate Centres $3.4m
= FlatYoY 2% down YoY*

[ 560,000 ([ $5.6m @ 406 @ 37

Lessons Cash (vs. $4.6m) Franchise Centres Corporate Centres

"* Excluding the US
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FY26 Outlook

Revenue expected to achieve mid-single digit growth through price uplift.
Costs to grow at less than revenue with savings on D&A of circa AS0.5m.

NPAT expected to be early double-digit increase.

CAPEX expected at circa AS1.7m driven by technology (circa AS1m) and centre acquisitions (circa AS0.2m-

AS$0.4m).
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_Business of Meeting

3

24,414,001

24,132,688 60,207 145,425 75,681 24,414,001

137,000 24,414,001
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Business of Meeting (cont.)

Resolution 4 - Approval of Additional 10% Share
Placement Capacity

I O N B T

23,864,655 330,195 147,470 71,681 24,414,001

Resolution 5 - Issue of Performance
Rights to Ms. Melinda Smith

I e T T T

23,953,323 256,997 132,000 71,681 24,414,001
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Thank you mpGrath
and Questions -
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