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Legal Disclaimer

Z’Fhis presentation has been prepared by IXUP Limited (“IXUP” or the “Company”) based on

Cinformation available to it as at the date of this presentation.

The information in this presentation is provided in summary form and does not contain all
Oinformation necessary to make an investment decision.

q)This presentation is not a prospectus and does not constitute an offer, invitation,
(f)solicitation or recommendation with respect to the purchase or sale of any security in IXUP,
nor does it constitute financial product advice or take into account any individual's
investment objectives, taxation situation, financial situation or needs. An investor must not
===act on the basis of any matter contained in this presentation but must make its own
CGassessment of IXUP and conduct its own investigations. Before making an investment
(" decision, investors should consider the appropriateness of the information having regard to
Otheir own objectives, financial situation and needs, and seek legal, taxation and financial
madvice appropriate to their jurisdiction and circumstances.

LAlthough reasonable care has been taken to ensure that the information included in this
wpresentation is accurate and that the opinions expressed are fair and reasonable, no
erresentation or warranty, express or implied, is made as to the fairness, accuracy,
completeness or correctness of the information, opinions and conclusions contained in this
==presentation. To the maximum extent permitted by law, none of IXUP, its officers,
directors, employees and agents, nor any other person, accepts any responsibility and
LLliability for the content of this presentation including, without limitation, any liability arising
from fault or negligence, for any loss arising from the use of or reliance on any of the
information contained in this presentation or otherwise arising in connection with it.
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Forward looking statements

This presentation contains certain forward-looking statements that are based on the IXUP
management’s beliefs, assumptions and expectations and on information currently
available to management. Such forward looking statements involve known and unknown
risks, uncertainties, and other factors which may cause the actual results or performance of
IXUP 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 IXUP will operate in the future, which are subject to change without
notice. Past performance is not necessarily a guide to future performance and no
representation or warranty is made as to the likelihood of achievement or reasonableness
of any forward-looking statements or other forecast. To the full extent permitted by law,
IXUP and its directors, officers, employees, advisers, agents and intermediaries disclaim
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). This document has
not been subject to external auditor review.




Business Overview

IXUP

A uni lobal busin ndergoing rapid growth
u que’gOba business unde going rap dg 0 Customers, Partners & Strategic Relationships

>

IXUP was founded to address the problem of sharing and

- analyzing sensitive data using advanced encryption and B \icrosoft Bllc\)aﬁversny f Vi SR BHP

@ innovative technology solutions.

GJ %2y Environmental Sentient

V) IXUP is pioneering a new and high growth global niche e} Protection RioTinto Hub

D (Regulating Gaming Technologies) in which it has an unrivaled = ubs
— technology & commercial advantage, existing long term

cG government contracts with substantial growth expected. .

- cona Dicamige  1C3600 AR 2 C

@) @ IXUP also boasts partnerships with major global computing

0p) organization's which are working with IXUP to develop new

o applications & market opportunities for IXUP’s technology _ S it

D solutions. NAVIGATE VANTAGE  ELEVATE ecurity

O SRORTE ADVISORS Credentials

—

®)

to the extremely high growth rates of its underlying markets,
underpinned by a large investment in a unique technology
offering that has reached its commercial inflection point.

@ IXUP represents a unique investment proposition, leveraged

e .
ir@p  Dpisc®

-
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IXUP has now completed its product development journey
and has commenced broad and large scale commercialization

nup SR

For personal use only

Centralized self-exclusion Secure Data Encrypted data Track . .
Product Offer RegTech (' line players Engine (SDE) sharing and analytics & Venn SIS MEREIE R 1Es
. q Privacy usD4.4B Sports USD105B
0, ‘ _, .
Target Market iGaming  USD94B 10% CAGR ('24-'29) Tech 26% CAGR (‘24-'33) Marketing = 9% CAGR (‘24-'30)
FY25 and * FY25 revenue contribution: 73% * FY25 revenue contribution: 15% *  FY25 revenue contribution: 12%
» Approximate Gross Margin: 80-90% * Approximate Gross Margin: 75-85% * Approximate Gross Margin: 70%
beyond «  Long-term target EBITDA Margin: 35-40% «  Long-term target EBITDA Margin: 40% «  Long-term target EBITDA Margin: 20%
|)/up WWW.IXUP.COM 4
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Business Overview

IXUP — Revenue Model

Revenue Model

(O Generally, risk based, long term contracts with high quality (O Contracts typically have scope for additional revenue
k‘J government customer base. opportunities throug.h .subsequent feature build or potential
B E for volume-based pricing.

(O Target long term divisional EBITDA margins of at least 35%

RegTech *  25% of contract value from initial build phase within first 12 months (O Typically won in conjunction with a channel partner.
* 75% of contract value derived from ARR over life of contract

©  Significant sunk cost in platform development (~A$30 () Microsoft/SEAF contract currently priced for pilot phase
million) with very low incremental costs for delivery (first two regions only) with regional expansion
® High (>80%) gross margin monthly recurring license economics to reflect improved commercial terms.

fee revenue.

Secure Data Engine () Contracts highly volume dependent and linked to
number of users.

(O Typically won in conjunction with a channel partner.

For personal use onl

@ (O Products sold for specific customer applications at fixed fee, generally won under repeat purchase.
(O Customers generally brand owners, with sales via sports marketing channels.

datapowa () Gross margins ~70%.

DuUp
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Overview

Board & Management

For personal use only

IXUP Board Key Management

Julian Babarczy

Non-Executive Chairman

Finance industry professional including 15 years at leading
Australian funds management group. Currently an active
investor in a range of listed and unlisted companies.

Ian Penrose
Non-Executive Director

Highly experienced board member & global executive who
has achieved a successful career focusing on international
gaming, technology, leisure and sporting industries.
Currently lead independent director of Playtech plc.

Freya Smith
Non-Executive Director

Experienced General Counsel and Corporate Governance
practitioner. Currently General Council for Cuscal Limited, a
leading Australian payments company.

WWW.IXUP.COM

Al Watson

CEO

Experienced software executive having managed & scaled
Saa$S and enterprise-based businesses across a range of life
cycles, from start up to established/mature operations.

Matthew Johnson

CFO

Experienced growth focused financial executive with over
20 years’ experience mostly in the ASX listed media and
technology verticals.

Melanie McKenzie
CMO

Experienced marketing executive with over 20 years
experience in media, SaaS and financial services, Melanie has
held senior roles at Sony, NBCUniversal, In Loop and her
previous role was GM Marketing at Global Payments Oceania



Substantial Investment In Prior Years

IXUP has now completed its product development journey and has
commenced broad and large scale commercialisation

Commercialization Phase

Identification of

towards near term

revenue opportunities Continued growth in revenue generation from datapowa (A$1m target by eofy)

New product release expected to drive further revenue growth.

- potential applications (® Multi-year material revenue generation ($A7m ARR) from BetStop — the ACMA’s National
C_G and market engagement Self Exclusion Register

C @ North American RegTech expansion initiated ($A20m over minimum 5-year term)

O 2016- via Ontario CSE contract

~ 2019

U) 2010- \ @ Global CSE distribution strategy in place with new joint venture partner and leading Nth

| — -

GJ 2015 22(())22% American RegTech business IC360

Q Product @ Inbound international CSE pipeline forming in wake of BetStop and Ontario programs

oy conceptualization and Consolidation and

O platform prototype refocus. Strategic @ Core Technology selected by Microsoft for deployment in Western Australia’s SEAF
I I development V1.0 business repositioning project (pilot rev A$240k, market opportunity 20x pilot).

|)(up WWW.IXUP.COM 7




IXUP Value Proposition

IXUP boasts a compelling market position in high growth industries

=

-

@
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®

- Successful Collaborative Strong customer Pipeline of near-term Strong M&A capability
O large-scale, unique deployment with relationships and contract opportunities within business

() 1T deployments with Microsoft for a partnerships to drive cash positioned to qualify
Q Tier 1 Government crucial government including key generative growth with and respond to
O customers environmental relationships with targeted investments accretive opportunities

data initiative. industry leaders. in pipeline and
E execution capabilities.
LL

|)(up WWW.IXUP.COM 8




Targeted Investment to Underpin High Growth

For personal use only
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Situation Overview

Challenge

Solution

Business is now firmly established in new markets with first mover advantage and substantial potential growth

Established pipeline to underpin rapid growth;

» RegTech: Inbound interest growing with advanced discussions on additional contracts

» Core Tech: foundation contract with WA Government to drive further opportunities

» Datapowa: numerous growth opportunities to be converted

Current corporate structure evolving from
product/engineering focus

Commercial capability/capacity historically emphasized
Secure Data Engine, and has been comparatively light on
RegTech

Pursue/convert growth opportunities in new markets and
ensure successful execution

Focus has shifted from underwriting product/engineering
teams to now building and aggressively converting pipeline
opportunities

WWW.IXUP.COM

In order to capitalize on the near-term opportunities, we
need to align our capabilities to execution and growth

This includes engaging skillsets and capabilities that can
drive near term conversion and successful execution
(especially RegTech)

To be achieved by engaging specialist skills to build revenue
momentum and heighten vertical expertise, whilst also
continuing to drive operating efficiencies throughout the
organisation

(O One additional RegTech contract drives IXUP to overall

profitability — within reach



Pipeline

> Self-exclusion legislated as a key Self-exclusion is a common player Commentary
E Prospective player protection in >75% of . protection, butis either manual or
global jurisdictions sampled distributed to operators (ie not gentrallged
O by a regulator) — and therefore ineffective
(] » Buyers are typically regulators and rely
on references from existing customers.
o A.lar.ge number of Centrally managed systems using a Multiple jurisdictions are now
. jurisdictions across world matching algorithm are able to realise the considering enterprise solutions framed
Pre-Qualified h"flve '”d'caFed they are benefits of self-exclusion and are now under on centralized exclusion, similar to the
investigating CSE as active consideration by multiple jurisdictions ACMA’s BetStop model.
a solution
» Sales cycle is approximately 3 months
from first formal request for tender to
Qualified (response One such jurisdiction One jurisdiction (non-Nth America) has decision.
. has come to market in come to market seeking a design and . . .
submitted) FY25Q1 price for a CSE. IXUP has responded * Given the importance of redeemablllty
and is awaiting feedback. of existing relationships to buying
decision, IXUP is investing to ensure
execution success for both ACMA and
IXUP operates the i i ili
worldg first CSE Thanks to the success of BetStop, :g?af(fvvgriue?f i?\nfl?;gi;iziﬁlgim
. IXUP/IC360 win Ontario ahead of multiple
Closed-Won (Betstqp) and is other respondents (including one large data
building the business who submitted a zero dollar bid)
second (Ontario)

|)(up WWW.IXUP.COM 10
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Regulated Gaming Technology Division

RegTech

Leading Global RegTech Solution

IXUP is now the world’s leading provider of centralized gambling
Z?elf exclusion (CSE) registers and is best positioned to become
(" the global leader in this new and growing field

GJ BetStop — the National Self-Exclusion Register™, is being
)
-

operated and maintained by IXUP under contract to the
Australian Communications and Media Authority (the ACMA).

algorithm extraordinarily scalable, having processed 18 billion checks in the
first year of operation, averaging <5ms per check with future versions to be

g@ Technology a critical differentiator and barrier for competitors. Our proprietary
@p)] further enhanced by IXUP’s industry leading privacy enhancing technology.

Ontario CSE contract win represents a beachhead into the expected high
growth North America market.

Partnership with IC360 expected to deliver substantial contract success.

i Contract structures resemble government enterprise agreements,
typically 5-year terms with extension options.

For per
000

|)(up WWW.IXUP.COM
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Regulated Gaming Technology Division

BETEXIY

THE NATIONAL SELF-EXCLUSION REGISTER™

Australian

#

<’ ot
o (& Communications
PR A ACIM@  and Media Authority

ly.

Home

BetStop successfully completes 12 months of operation, with YO‘-!ng AUStra."anS embrace.natlonal
several significant milestones achieved: online gambling self-exclusion
register

29 August 2024

Self exclusion checks completed: 15.844 billion checks with an
average response time of under 3 milliseconds per check.

Total NSER Enrolments: >28,000

More than 28,000 Austra e made the decision to self-exclude from all licensed online and phone wagering s

System U ptl m e: 100% ;;?OD - The National sion Register was launched by the Australian Communications

The register allow
have chosen

period of three months.
r ctivated their self-exclusion period.

Based on system performance and enrolment,
IXUP considers the BetStop solution to be a world .

leading end-to-end self-exclusion platform and a
model deployment for other gambling jurisdictions.

:Eﬂ)r éers&naldse 81

WWW.IXUP.COM 13
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Regulated Gaming Technology Division

iGaming Ontario seeks partner for

a . ONTARIO :
IGaming central self-exclusion system

>\ 28th November 2023 | By Robert Fletcher
-
O iGaming Ontario (iGO) selected IXUP in August 2024 to operate a iGaming Ontario is to launch a request for proposals (RFP) to develop a
G)Q state-of-the-art CSE solution to protect Ontario’s problem gamblers, centralised self-exclusion solution in the Canadian province.
) with total contract value of A$10 million over initial 5-year term
3 IGAMING ONTARIO SELECTS SELF-EXCLUSION SYSTEM
. PROVIDER
-
@y IXUP’s (with its JV partner IC360) selection after a highly
R competitive Request for Proposal (RFP) process underpinned by
E successful BetStop deployment.
Q.

For

°

iGO CSE build has commenced, generating strong initial revenues
to IXUP, with initial 5-year operating contract positioning IXUP as

. . . . . iGaming Ontario has selected IXUP and Integrity Compliance 360 (IC360) to develop a new
th e l.ead N g p rovi d er Of CS E SO l.Ut'O nsin N (0] I‘t h A merica. centralized self-exclusion system for the Canadian province.

|)(up WWW.IXUP.COM 14




Regulated Gaming Technology Division

North American Gaming
Growth Underpins an Enormous
>Near-Term Opportunity

O \® In just over five years of regulated sports betting operations in the
L=l US (ex Nevada) the market has generated US$30 billion in
) wagering revenue from >$130 billion of wagering turnover? 2

Consequently, a new wave of problem gambling is emerging in

North America* Partnership With IC360

» Partnership signed in April 2024 with IC360 to accelerate growth in

With 44 jurisdictions having begun to legalize online gaming global gambling regulatory and compliance markets

-

@)

U) A

across USA & Canada with more expected in coming years, this - 1C360 is a leading betting and compliance technology product
@

-

®

represents a large near-term revenue opportunity for IXUP supplier to the North American markets.

 Initial partnership success through securing of Ontario CSE contract

Strong partnership relationships provides potential for rapid in August 2024
CSE contract growth and the creation of a unique, globally
relevant technology business underpinned by long duration
government contracts

* The combination of IXUP & IC360 is expected to rapidly advance the
ability to jointly win new large centralized self exclusion contracts
within North America and potentially globally.

WWW.IXUP.COM 15
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Regulated Gaming Technology Division

IXUP’s aspirational goal for North . .
orth American CSE Target
American RegTech dom i nance Addressable Market by 2027 (ARR)

—US MARKET POTENTIAL

IXUP believes each Nth American jurisdiction has conservative potential to
deliver $1 — 3 million in annual recurring revenue for the provision of a state-of-
the-art CSE solution (online wagering application only) in each jurisdiction.

This suggests the total market for centralised CSE solutions in North America
alone could be worth up >$100 million in annual recurring revenue and >$35
million in annual EBITDA by 2027.

IXUP believes a sustainable long term EBIT margin of at least 35% is possible US D:I-OOM
for the operational of centralised CSE solutions. Nth America

Via our existing engagements and IC360 partnership, IXUP believes we are
in a strong position to win a dominant share of this market. We currently
operate 100% of centralized CSE registers globally.

Significant potential market size growth also exists through the inclusion of
potential land-based CSE solutions which seamlessly integrate with online
CSE solutions to provide a wholistic problem gambler solution across all
wagering channels.

Rest-of world also represents a large potential market with commercial
planning well advanced.

7

0o 0006 ®
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Secure Data
Engine Division
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Encrypted Collaboration Technology

Secure Data Engine

WORLD LEADING IP ALLOWING

SECURE DATA SHARING

[=
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C
®
7
S
e
)

o

IXUP’s secure data collaboration platform allows collaboration on data that
remains fully encrypted at all times within a Microsoft Azure environment
leveraging SEAL and Ziroh encryption libraries.

SDE provides a simple UI to enable analytics, integrated data sharing
agreements for all collaborating entities, extensive user workflows and a
central data governance framework leveraging the ‘Five Safes Framework’*
allowing platform users to establish collaboration policy

Solution is fully developed, with substantial capital invested over many years
— now focused on commercialization.

Initial SDE agreement signed (more information on following slide),
transferable via partners to multiple applications internationally.

+ Initial commercial launch has commenced (data validation expected by Q4).
* Broader domestic commercial rollout targeted thereafter as program expands.

» Global rollout potential with large partners under discussion.

WWW.IXUP.COM
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IXUP - Secure Data Engine

L ik Five-Safes Framework data governance
Data sharing agreements

User workflows & access

Encryption Zone

IXUP Encryption

Analytics & Intelligence

Security Layers

18



Core Secure Collaboratlon Technology

.

SEAF PARTNERS

MO : T WHY WAS IXUP
=R \icrosoft Biodiversity CHOSEN FOR SEAF
>)(VHAT IS SEAF?
E e s ?f) Er:;{gg:lnolﬁntal IXUP's system provides
@) G s S =ty e data security to enable the
sharing of proprietary data
GJ IXUP selected to deploy its Secure Data Engine and Five-Safes in order to expedite
governance framework, delivered via Microsoft Azure, to power the AR c environmental assessments.
m Western Australian Government funded Shared Environmental
- Analytics Facility (SEAF).

SEAF cannot work without
RioTinto BH P IXUP’s functionality.

IXUP’s core technology and robustness of IXUP’s Five-Safes

IXUP selected by key partner Microsoft, due to the uniqueness of
Governance framework

ersona

!I!IThe SEAF solution was conceived with a specific aim, to develop a
standalone analytics platform that combines both unsecure and
secure data transfer and collaboration with a robust governance
framework. IXUP’s capability to help ensure secure data
collaboration is a crucial element of SEAF. We have worked closely

P

Initial phase sees launch of the IXUP powered secure environmental
data collaboration solution (SEAF) in two regions (Pilbara &

For

Cockburn Sound), with expansion to additional regions targeted. with IXUP over the past two years to deploy their unique secure
Dr Emma Burns, data collaboration and governance solution within Microsoft Azure.
Microsoft. Data We look forward to working with IXUP in coming years with the aim

and AI Specialist of targeting other global environmental data related applications

|)(up WWW.IXUP.COM u )




Secure Data Engine (SDE) Technology

IXUP’s aspirational
goal for SDE Roll-out

Commercialization Phase

@ The SEAF program

>T . . . o is the first commercial
_~~_To become the industry leader in secure data collaboration by capitalizing deployment of IXUP’s SDE
Con the credibility afforded via execution of the SEAF program in partnership @ Inpartnershipuwith Microsoftand

multiple research agencies, SEAF
speeds up environmental impact
assessments, delivering value to
large operators such as RIO & BHP

Owith Microsoft and with multiple governmental and research bodies

. . Hub Spokes (52 total) Operators per
by avoidance of project delays 75k fee 50k license fee spoke 25k license
. . . . ) p/a each p/a fee each p/a
Expand SEAF pilot (more data categories in spokes) achieve reference (e) Theprojectoperatesas a \ |
credible reference to aid Y
pipeline development Opportunity size: Assuming full deployment and 100 national operators, 1 year
v revenue ~A$6.5m, 5 year revenue (program term) >A$32m, >80% margin

Enroll new SEAF spokes, new classes of operators

SEAF - Opens Organic Pipeline

For personal use

s
Leverage MS distribution into similar engagements in different geo’s Partner Organic
v » Reference from SEAF » Reference from SEAF applicable to
+ Partner distribution — strategic multiple markets
partner MS, multiple non-strategic + PaaS engagement (priced against
Use SEAF reference to drive organic distribution in new segments partners requirements)
+ PaaS engagement (priced against * High margin (>80%) — any build
v requirements) costs underwritten by customer fee

» High margin (>80%) — any build
costs underwritten by customer fee
Use SEAF Reference to drive partner distribution in new segments

WWW.IXUP.COM 20
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Sports Sponsorship & Valuation

datapowa

NAVIGATE EILEVATE

SPORTS SPONSORSHIP VALUATION
SOLUTIONS FOR THE 21ST CENTURY

VANTAGE

datapowa is an established business that was created to develop a
new sponsorship valuation tool utilizing contemporary audience
measurement techniques.

] y M
Products are utilised by sports-related asset owners to manage and o
value asset transactions. ) o Concacaf

Since launch, the company has also expanded into sponsorship
tracking, having developed proprietary algorithms for the
measurement and valuation of brand exposure during live broadcasts. w

datapowa boasts an enviable customer base of major North American
sporting organisations which complements IXUP’s growing global
RegTech business.

. For personal usg o

Strong pipeline and on track to deliver >A$1.0m revenue in FY25 ) FRANKFURT STATE
(close to breakeven), representing a 65% yoy growth rate
|)(up WWW.IXUP.COM 22
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Key Deliverables

Strong Outlook Across All Business Divisions

Dup

RegTech Core Tech datapowa
Continued strong delivery at BetStop expected IXUP selected to power the WA Government’s Continued growth in base sponsorship
Ontario Centralized Self Exclusion Shared Environmental Analytics Facility (SEAF). revenue continues.
contract secured, providing initial cashflow Initial 2-year deployment in initial two high Further channel partnerships being pursued
and beachhead in high growth market profile regions with potential to grow

Secure Cloud datapowa TRAGK

BETEXN M G rLavpause

Core Secure Data Collaboration Platform datapowa VENRN

THE NATIONAL SELF-EXCLUSION REGISTER™

Revenues and profits underpin a strong Contract expansion potential and timeline to be Expected increase in revenue
platform for growth. confirmed later in 2024. growth from new product launch to
drive business beyond cash breakeven.

Foigagesonal use only

Clear path to global leadership for IXUP in this New product development ongoing.
high growth vertical.

DuUp
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Milestones

Targeting Numerous Short-Term Milestones

BetStop — the National Self-Exclusion Register™ ——@
ZA strategic shift to a partnership operational and contract renewal
“model to grow pipeline opportunities
q)and revenue i.S already pr?"ing . Commercial opportunities for SD_E‘f(.)r new ®
msuccessful, with substantial potential government data initiatives

—new contract opportunities imminent. Data collaborations
& partnerships

datapowa VENN
commercial traction

Substantial contracts in key *

global RegTech market of
SDE opportunity with North America and ROW
== Microsoft Secure Cloud
deployment secured

Various Commercial opportunities

for RegTech technology focused on
sports integrity

personal

State/National opportunities for
RegTech technology focused on

T responsible gaming

Conversion of sales opportunities
following significant go-to-market
initiatives recently implemented

DuUp
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FY25 Priorities & Outlook

Conclusion

IXUP is now executing and expects to scale rapidly in coming years

We currently operate all of the world’s leading centralized self exclusion
solutions and we aim to dominate this new and high growth market.

IXUP is now delivering strong revenue growth and we are managing a

significant inbound pipeline from prospects around the world in all units. II‘I 2024 IXU P

Pipeline conversion across al business divisions s a key focus area for proved its offer, and as

emanderorers 2025 approaches we
are preparing to scale...

We remain open to M&A in the mid-long term where accretive
opportunities present.

éor pasoal u$ ora

WWW.IXUP.COM 26
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Corporate Snapshot

Price (AUD)
$0.061 A

Share Price (as at 13 September 2024) $0.016 $0.051 -

$0.041

Ordinary Shares 1,547.8 million $0.031 -

$0.021 -

Options (various strike prices)* 395.6 million $0.011 1

$0.001

m Volume(m)

Performance Rights* 120.9 million 10.0 -
9.0 A

8.0 A

. TIL] 7.0 A
Convertible Notes 0.25 million 6.0 |
5.0 4
4.0 4
3.0 A
2.0 A

1.0 - | ‘
0.0 - |||| 1l ol '||| " L Ll

01 Sep 23 01 Dec 23 01 Mar 24 31 May 24 30 Aug 24

personal use only

Market Capitalisation $24.8 million

For

|)(up WWW.IXUP.COM 28




Demo Video
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https://player.vimeo.com/video/317157008?&autoplay=1

DUp
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