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Chairman's update @

This investor presentation is much longer than what we plan to do in the future but with the

mer ger of Bl ake elLearning (0Bl ake®) having recen
is very different to what 3PL was. It is therefore important for us to give investors as clear as

possible understanding of what the new business will look like.

The merger with Blake provides 3PL with a much better growth, profit and cash generation
platform for the years ahead. There are also significant changes in relation to revenue recognition
of Blake sales in the merged entity. These have the effect of reducing revenue and EBIT in FY22
before the changes "wash out" the following year.

Overall, the Board and management team are very excited about the prospects of the combined
business, and the opportunities afforded by changes in the market that make access to high
guality online resources now an essential part of the learning landscape.
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Strategic Overview &
Business Update
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An exciting proposition @

The merger with Blake that completed on 28 May 2021 is a transformative event for 3PL.

It forged a combination that embodies key attributes for success in EdTech:

Edtech founder, entrepreneur chair and shareholder led
Merger integration on track, synergies realised

FY21 YoY revenue up 4%, underlying EBITDA up 9%
Strong cash generation in FY22

Project $92.3m to $97.2m FY22 revenué- leading player in high-growth online learning

< < < < < <

Global B2B and B2C coverage in the two biggest spend areas in EdTech literacy and
numeracy

<

Owns IP in its hero products and brands (Mathletics, Reading Eggs, Mathseeds)

<

Over 5 million users, over 17,000 subscribed schools

Guidance provided in line with the assumptions detailed in the Appendix. . ’;
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Merger & Business Update @

Key items to note:

A The results for FY21linclude only 5 weeks of trading for the
merged group so the overall results are not an

informative guide to the future prospect of the business.

A There were significant costs of $5.5m related to this LEATIAGS

transaction and other transactions for corporate advisory
fees, legal and legal due diligence fees, and other fees

considered by 3PLin FY21.

A The new management team has assessed previous product
investments by 3PL, which has led to us writing down $4.8m

in costs previously capitalised for Readiwriter.
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Merger & Business Update @

A Financial results for FY21 show revenue of $57.4m (up 4%
YOY), Underlying EBITDA of $10.4m (up 9% YOY) and
Underlying EBIT of $1.1m (before extraordinary items that
total $11.6m after-tax) which results in a net loss after tax of

$9.4m.

LEARNING

A The focus of this presentation is to help investors better
understand the revenue and profit drivers of the post -merger

3PL business. Financial information for FY21 is in the final few

slides. J
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Merger & Business Update

The merger means two important changes:

1. 3PL now owns all the IP forall of its products, including its fastest growing Reading Eggs and

Mathseeds.
IP Pre Merger IP PostMerger

= B2B income
from 3PL
products

= [ncome from

= B2B income M:)Lguecfs
from Blake p
products

2. 3PL will now make in excess of 30% of its billings from the directto-consumer space,
compared to 3% previously. While the consumer market has different attributes, including

shorter subscription times, this is a fastgrowing market that benefits from economies of

scale.

Channel Billings Pre Merger Channel Billings PostMerger
= B2B = B2B
= B2C = B2C

(1) These metrics were provided in the announcement to the market on thépal 2021.
(2) 3PL B2Bincome from Blake products calculated based on net commission revenue as a percentage of CY20 revenue. \
(3) Split based on CY20 revenue.

-



Schools B2B Market

A The graphs below show the trajectories of school billings for the 3 main 3PL products for the

last 3 years and forecasts for FY22 which demonstrates the strong growth of Reading Eggs and

Mathseeds while Mathletics has declined in recent years (how we are addressing improving

Mathletics is dealt with on a later slide).

66.9
61.5
32.3
33.6
4.9
23.0 27.1
Jun-19 Jun-20 Jun-21 Jun-22*

m Reading Eggs m Mathseeds m Mathletics

* Guidance provided in line with the assumptions detailed in the Appendix.

(1) The chartincludes annualised recqrring revenue for Reading Eggs, Math§eed§ anq Ma}hletics products only.
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Key Drivers for increasing revenue growth @
in the school market

A Doing more large-scale deals with educational bodies at the state and national level, and with
corporates as part of their CSR programs. We have a healthy enterprise sales opportunity
pipeline at proposal or contract stage with further leads in progress. We have not included
enterprise sales in our forecasts due to uncertainty around the timing of deals and when we

can recognise revenue.

A Building out further levels of Mathseeds, which is currently a K-3 product. Over the next 2 years
we will release grades 46. This together with the improvements to Mathletics will help win

back lost Mathletics customers and grow market share in the US.



Key Drivers for increasing revenue growth @
in the school market

A The team that produced Reading Eggs andMathseeds, and helped create Mathletics originally,
Is now focusing on making significant improvements to Mathletics. While there are small, quick
wins that can be done, it will be an 18-24 month project to fully revamp the program so that it

can grow its market share again in mature markets like Australia, the UK and Canada.
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