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RECORD CASH RECEIPTS

ACCELERATING GROWTH IN Q1 FY21

ACCELERATING PLATFORM REVENUE

> Strategy focused on capturing a greater share of
the value created by its platform and capabilities

= Platform driven revenue is comprised of:

1. Saas: recurring revenue from education
providers (incl. platform and BEST Network)

2. Partnerships: revenue share on courses (incl.
UNSW Transition Program Online)

RECORD CASH RECEIPTS

- Strong Saas sales and contract renewals resulted
in $480k in customer receipts

-> First intake of the Transition Program Online (TPO)
started on 22" March 2021 resulting in $511k of
customer receipts; only 8 days of revenue were
accrued in Q1 FY21

PLATFORM REVENUE!'

(AUD, ‘000,
UNAUDITED)

+70%

$242

Q1FY20

$412

Q1FY21

CUSTOMER CASH
RECEIPTS
(AUD, ‘000) $1,330

+85%

$720

Q1FY20 Q1FY21

1. Platform revenue includes revenue from SaaS and partnerships that were accrued in the quarter. Marketplace and services are excluded from the platform revenue ASX:OLL | 2
2. Cash receipts includes SaaS subscription, Transition Program Online, Marketplace and Services
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STRONG GROWTH IN HIGH MARGIN

PLATFORM SAAS REVENUE

NEW CLIENTS AND PRODUCT DEVELOPMENTS

- Growth driven by new small clients joining on entry level usage-
based SaaS plans as well as larger clients increasing their usage

-  Expanded self-service SaaS model to enable education providers
with < 4,000 learners to subscribe, pay and onboard themselves

-  Continued investment in sales and marketing, as well as in
developing new features, functionality and scalability of the platform

SAAS ARR’ §1.423 SAAS CUSTOMERS 177
(AUD, ‘000) : (ARR > $500)

$1,051 / /v
+35% +103% 87

QIFY20  QTFY21 QIFY20  QTFY21

PERSONAL
AUS50

Per Mnth (Biled anvually)

Platform v Success Stories v OpenCreds  Support v Pricing Login Try it for free

Choose a plan and get
started today

From aspiring educators to the world's top universities,
our plans scale with you

MONTHLY YEARLY (SAVE UP TO 33%)

Institution Plan

INSTITUTION

AUS$300

Pae Moath (Bied anually)

1. Annualised recurring SaaS revenue, calculated by utilising the generally accepted industry standard, which
involves multiplying the monthly accrued SaaS revenue in the month at the end of the quarter by 12
(months). The ARR calculation does not take into account the future expiry of the term of any contract under
which SaaS revenue is generated or any customer lost during the relevant month.

cusTom

Tailored Pricing

AU$300.00

AU$450.00
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SCALABLE, WORLD-LEADING PROGRAM
FOR INTERNATIONAL STUDENTS

FIRST INTAKE SUCCESSFULLY COMMENCED

- Worked closely with UNSW Global to prepare for the first intake of the ;Mcm" _
UNSW Transition Program Online (TPO), which started on 22" Mar 2021 A
UNSW Transition
= UNSW Global is responsible for marketing, curriculum, quality assurance Program Online
and certification while the Company manages admissions, student S e
support, teaching, learning design and assessment —
. UNSW and OpenLearning are e
- Setup costs related to the TPO were approximately $450k to end Q1 taking online education to the S
. i i i imi t level with our UNSW [
FY21, two more intakes W|II startin Q3 FY21 and similar programs have o el Pms;“m'g;m C—
historically been over twice as popular in the second half of the year C—
s N for 2021 Emvatnomand
NEW REVENUE STREAM N Sounversy romannon
— in the world. [ 17
- Students who are accepted into the TPO pay an indicative fee of $15,960, . | j
out of which the Company pays a license fee to the university Rarch 1 gt | Soposhe e
GLOBAL OPPORTUNITY P —— or o
- Provides a more affordable pathway into a top tier university, opening up Pt I

new fast-growing markets such as Southeast Asia and Middle East P

-> 442k international students at Australian universities in 2019, with
double-digit YoY growth at the Group of 8 Universities

Why UNSW Global?
LN 4 o G Aeshas Lo (e ) ) e ComaTnnty (o P il 9 80 AS

E scored oo 30000 staderts
e gt 80 yows. s

* Webpage: https://www.unswglobal.unsw.edu.au/programs-courses/transition-reimagined/
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DEVELOPING THE AUSTRALIAN AND MALAYSIAN
MICRO-CREDENTIAL MARKETS

OPENCREDS BY OPENLEARNING Q openlearning o rm o s
- Framework for education providers to create stackable short Short courses OpenCreds Qualifications
courses that meet industry needs and are aligned to the Australian @ bl s o rn o @ o s it e, skl @ e

and Malaysian qualifications frameworks

View short courses View OpenCreds View qualifications

- OpenCreds are exclusive to OpenLearning and designed to
accelerate adoption of the platform and generate new revenue

- 24 OpenCreds are now available with prices ranging from < $100 to .
$650 per learner and between 2.5 to 25 hours of learning

INCREASING ADOPTION BY PROVIDERS S Ay o
, | . - e AN . - .
- Initial focus on growing supply-side of the OpenCreds market e e o vl oot and Home
Course types
- OpenLearning Saas clients can build OpenCreds on their own and
submit them for approval to OpenLearning’s review process - . . .
- Initiatives to develop OpenCreds with Open Universities Australia, Course secters
Australia’s largest higher education marketplace, and the o
OpenCreds Investment Fund to build courses on revenue-share
=  Partnership with Accredible, the world’s most comprehensive digital
badge and certificate platform, for OpenCreds and Saas clients lnent ypes s g Oy
Cloor Mhers Clinical Risk Management Surface Design Essentials
in Aged Care Teaser " onisaf

* More information on OpenCreds is available at: https://solutions.openlearning.com/opencreds/
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ONLINE LEARNING TO GROW FROM 2% TO 5% OF
POST-SECONDARY EDUCATION BY 2025

GROWTH ACCELERATING POST-COVID

9

9

COVID has increased awareness and
acceptance of online education

Stop-gap measures in 2020/2021 have
highlighted challenges in capability and
quality at higher education providers

Accelerated CAGR of 17% expected
through 2025 compared to projected
CAGR of 14% pre-COVID

FOCUS ON KEY MARKETS

9

Continuing to gain market share in
Australia and Malaysia; starting
expansion into Indonesia

Products tailored to key markets e.g.
OpenCreds, BEST Network, TPO

Self-service platform SaaS model enables
entry into U.S., Canada and Europe

HOLONIQ. GLOBAL ONLINE DEGREE & MICROCREDENTIAL MARKET

Holon
$117B Online Degree and Micro-Credential in 2025

Global Online Degrees and Micro-Credentials and Global OPM Market Size. USD 2019-2025

Global Education
Growing from $6.1T in 2019

at 3% to $7.3T in 2025. Global Post Seconda
é ry

Education (HE+TVET)
Growing from $2.2T in 2019

Global Online Degrees
at 0.7% to $2.3T in 2025.

and Micro-Credentials
Growing from $458B in 2019
at 17% to $1178 in 2025.

2% ($45B) of Globall
Post-Secondary ($2.27),
growing to 5% ($117B) by
2025 ($2.3T).

(®) clobal OPM Market
Growing from $5.78 in 2019
at 19% to $13.3B in 2025.

OPM revenue, not OPM
powered total tuition.

urce: HolonlQ Smart Estimates, February 2021. Not to scale.

* HolonlQ market size: https://www.holoniq.com/markets/higher-education/global-online-degree-and-micro-credential-market-to-reach-117b-by-2025/

ASX:OLL | 6
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CUTTING-EDGE PLATFORM
DESIGNED FOR THE FUTURE OF EDUCATION

%%oprietary technology

Research-backed approach
Outcome-based education

High student engagement

Soft skills and practical skills

@Innovative assessment system

i jAutomatically generated portfolio

I

e

SOCIALLY CONSTRUCTIVE
creating together, sharing, collaborative editing, Group .
crowd-sourced, peer-feedback Reflection
Required for
Industry
4.0 Skills

INDIVIDUALLY CONSTRUCTIVE

creative tasks, scenario-based learning,
rich simulations, sandboxes,
virtual environments

Divergent
Pathways

INSTRUCTIONAL

Interactive e-books,
adaptive activities

CORRECTIVE

quizzes, MCQ, catagorisation
fill-in-the-blanks

PASSIVE

Slee
videos, readings Py

Pre-designated

Q openlearning

Convergent
Pathways

elLearning 1.0

§ @

—

ASX:OLL | 8
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SIGNIFICANT MILESTONES AND
FOUNDATIONS FOR FURTHER GROWTH

%utting-edge lifelong learning platform providing a high quality online learning experience with a strong brand
Market leader and growing in two key markets (Australia and Malaysia); expanding into third market (Indonesia)
Delivering strong revenue and cash receipts growth (+70% and +85% YoY respectively)

Investments in key growth initiatives (TPO, OpenCreds, BEST network) nearing completion and are beginning to
drive new incremental revenues

@Ground-breaking TPO in place and set to generate significant additional core platform revenue
@Well placed to capitalise on rapidly growing short course and micro-credentials market

EStrong cash balance of circa $7.4m to support growth initiatives going forward

—

Ty

&] \d ASX:OLL | 9
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DISCLAIMER

This presentation has been prepared by OpenLearning (The Company). It does not purport to contain all the information that a prospective investor may require in connection with any potential
investment in the Company. You should not treat the contents of this presentation, or any information provided in connection with it, as financial product advice or advice relating to legal, taxation or
investment matters.

This presentation and the information contained herein and all electronic and/or hard copy documentation which comprise it are being provided to you solely for your information and may not be
copied, reproduced, distributed, disclosed or published, in whole or in part, to any other person for any purpose whatsoever at any time without the prior written consent of the Company. This
presentation is not an offer to any person nor is it a prospectus.

The Company has prepared this document based on information available to it at the time of preparation. No representation or warranty (whether express or implied) is made by the Company or any of
their officers, advisers, agents or employees as to the accuracy, completeness or reasonableness of the information, statements, opinions or matters (express or implied) arising out of, contained in or
from this presentation or provided in connection with it, or any omission from this presentation, nor as to the attainability of any estimates, forecast or projections set out in this presentation.

fion is not investment or financial product advice (nor tax, accounting or legal advice) and is not intended to be used for the basis of making an investment decision. The information
ontained in this presentation has been prepared without taking into account the objectives, financial situation or needs of individuals.

tation is provided expressly on the basis that you will carry out your own independent inquiries into the matters contained in the presentation and make your own independent decisions about
affairs, financial position or prospects of the Company. The Company reserves the right to update, amend or supplement the information at any time in their absolute discretion (without incurring any
igation to do so).

pursuant to the general law (whether for negligence, under statute or otherwise), or under the Australian Securities and Investments Commission Act 2001, Corporations Act 2001 (Cth),
fon and any such responsibility or liability is, fo the maximum extent permitted by law, expressly disclaimed and excluded.

Nothing in this material should be construed as either an offer to sell or a solicitation of an offer to buy or sell securities. It does not include all available information and should not be used in isolation as a
basis to invest in the Company.

eSentation contains reference to certain infentions, expectations, future plans, strategy and prospects of the Company.

ntions, expectations, future plans, strategy and prospects may or may not be achieved. They are based on certain assumptions, which may not be met or on which views may differ and may
be a ted by known and unknown risks. The performance and operations of the Company may be influenced by a number of factors, many of which are outside the control of the Company. No
r tion or warranty, express or implied, is made by the Company, or any of their directors, officers, employees, advisers or agents that any intentions, expectations or plans will be achieved either

on partially or that any particular rate of return will be achieved.

s6

risks and uncertainties that may cause the Company actual future results, performance or achievements to be materially different from those expected, planned or intended, recipient’s
shou! t place undue reliance on these intentions, expectations, future plans, strategy and prospects. The Company does not warrant or represent that the actual results, performance or
achievements will be as expected, planned or intended.

U

This document does not constitute any part of any offer to sell, or the solicitation of any offer to buy, any securities in the United States or to, or for the account or benefit of any “US person” as defined in
Regulation S under the US Securities Act of 1993 (Securities Act). The Company shares have not been, and will not be, registered under the Securities Act or the securities laws of any state or other
juri ion of the United States, and may not be offered or sold in the United States or to any US person without being so registered or pursuant to an exemption from registration including any exemption
or qualified institutional buyers.

-
|4 @

—
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https://solutions.openlearning.com
investors@openlearning.com

| use only

rised by: Adam Brimo, Group CEO & Managing Director
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