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IMPORTANT NOTICE AND DISCLAIMER

The information supplied in this report is in summary form (including Benchmark Firm data) and is therefore not necessarily complete. No representation or warranty is
made as to the accuracy, completeness or reliability of the information.

Key observations and issues reflect our current views and are subject to change, certain risks, uncertainties and assumptions, which are, in many instances, beyond the
control of Peloton and its client. Should one or more of the risks or uncertainties materialize, or should underlying assumptions prove incorrect, actual results may vary
materially from the expectations described in this report.

This is not a due diligence process and the forecasts and opinions in this report should not be relied upon to progress an offer or otherwise be used without first
confirming the value via a full due diligence process.

This report is prepared solely for the benefit of Peloton’s client in accordance with its instructions and is based on information provided by it. Peloton assumes no duty,
obligation, liability or responsibility to any other person. No other person is entitled to rely upon this report. Any use of this report by any other person would be entirely
at the risk of that person. In any event, Peloton is not obliged to revise, update or supplement the report for any subsequent events.

This report contains certain forward-looking statements. Forward-looking statements include forecasts and projections. Other forward-looking statements can generally
be identified by the use of forward-looking words such as "anticipate", "believe", "expect", "outlook", "upside", “uplift”, "likely", "intend" and other similar expressions.

Forward-looking statements include statements about Peloton’s expectations regarding the performance of its client’s business and its strategies, prospects and outlook,
including in connection with implementation of the iDELIVER project.

Any forward-looking statements are illustrative only of possible outcomes. They are not guarantees of future performance. There can be no assurance that actual
outcomes will not differ materially from the forward-looking statements. Any statements as to past performance do not represent, and are not an indication of, future
performance.

This report has been prepared by relying on information provided by Peloton’s client. Peloton has not audited or independently verified that information and assumes
that the information is complete and correct. Similarly, Peloton has not independently verified, and cannot give any assurance as to, the accuracy and completeness of
any market and industry data or other information that has been extracted or derived from third party sources such as Benchmark Firm data.

This report is made available to you on the condition that by receiving, viewing, downloading or otherwise accessing or utilising this report, you confirm that you 2
understand and agree to the contents of this important notice.



ABOUT PELOTON PARTNERS

Established

2011

Data base Firms

~200

Benchmark data points

+500,000

Firms Transitioned

+110

Target Uplift success

+98%

Advisers Trained

+350

Recurring Rev Impact

+24%

Net Profit Impact

+S30m

Valuation Impact

+S150m
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PELOTON ADVICE INDUSTRY
BENCHMARK




PROFIT MARGINS (CONT’D)

Firm Size #P&L's Average Operating
(Total Revenue) reviewed Profit Margin
$0 - $500K 109 5% ||
$500K - $1mil 201 18%
$1mil - $1.5mil 152 24% |
$1.5mil - $2.0mil 75 27% |
$2.0mil - $2.5mil 53 26% |
$2.5mil - $3.0mil 42 31% |
$3.0mil - $4.0mil 37 26% |
$4.0mil - $5.0mil 47 20% |
$5.0mil - $7.5mil 47 23% |
$7.5mil - $10mil 13 24% |
$10mil - $15mil 9 18%

J \

Start-ups / Small
Firms

Profit “Sweet Spot”

Larger and/or
multi-disciplinary
Firms

T——

All results depicted are pre-Peloton Transition



REMUNERATION SUMMARY

Role

Principal f MD

Senior Adviser

Associate

CSM

Administrator

Paraplanner

Offshore

Fixed REM (Low)

$160,000

$110,000

$78,923

$35.820

$52.000

541,760

$21,000

Fixed REM (High)

$320,000

$200,000

$107,639

$82,126

$70,000

$118,324

$49,000

Fixed REM (Avg)

$185,497

$142,994

$95,338

$67.860

$58,450

562,998

$35.866

Bonus (Avg)

§44,270

$15,920

52,640

51,088

52,088

Profit Share (Avg)

$106,000

$72,500

Total Remuneration (Avg)

$247,363

$175,505

$100,875

$74,080

$65,092

$69,086

$34.,655

The above are actual remuneration levels provided to Peloton Partners and validated against P&L accounts.
They are full time equivalent salaries. Note: Lower end of Associate may also include PY candidates.



EXPENSE INCREASES: (
AUSTRALIAN FINANCIAL ADVICE FIRMS

Expense Increase % - Year on Year
(All Peloton Firms - Average)
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Inflation Index - (Base Year 2014

EXPENSE INDICES \¢

PELOTO
PARTNER
Expense / Inflation Indices
== Peloton Financial Advice Expense Index = Australian Consumer Price Index (CPI)
206.4

Peloton Australian

. . Financial Consumer

Time Period Advice Price Index

Expense Index (CPI)
FY2014 - FY2024 +7.5% p.a. +2.7% p.a.

Annual CPl Increases on Client
Fees has left firms with Profit
challenges!

a5 1067 T —

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Financial Year

102.5

100.0 101.5



THIS PATTERN DOES NOT WORK

Historically advice firms have adopted a jump / static /
jump approach to charging fees.

This is problematic for advisers / clients / business
profit

The preferred approach is a Jump / Progressive Bump
to fees — factors in client and business changes as they
happen.

This is less abrasive for all parties and maintains
alignment of all stakeholder objectives.

$7,000

$6,000

$5,000

$4,000

$3,000

$2,000

$1,000

Fee Certainty versus Uncertainty

Year 1 Year 2

=8=—Jump / Static / Jump

/

Lost Profit
Zone

Year 3 Year 4 Year 5

=8=Jump / Progressive Bump

—/

Year 6



BECAUSE MISPRICING ADVICE IS MATERIAL
(HISTORICAL OUTCOMES OF ACTUAL CLIENTS) PELOTO

Peloton iDELIVER Program: Historical Fee Changes Implemented

Peloton iDELIVER Program Transitions

>
‘@
s Fee Increase (86%) el .
a Completed Your Firm
Transitions’ (Estimate)
Fee Increase 86% 92%
No Fee Change 8% 5%
6% 3%

Fee Decrease

Fee Decrease (6%)
" Peloton Partners have successfully transitioned 10,321 Clients Australia-wide.

$6.000 $8.000  $10.000

$2000  $4,000
Fee Change

$4.000  -$2.000 $0



15 July 2025

Centrepoint / Peloton Project
Update
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EXECUTIVE SUMMARY

4 Centrepoint affiliated firms are presently in the transition phase via the Peloton iDELIVER program —
2 are nearing this phase — 5 in negotiation phase

Collectively the 4 firms in transition are targeting S1.13mil in increased recurring revenue (“RR”)
representing a 32% increase in RR over the next 12 months

This rate of growth is effectively 3.5 years of organic growth compressed into a single 12-month
period while organic growth continues at prior levels

EBIT margins for these 4 firms on completion will seem them comfortably achieve genuine average
profit margins of ~34%.

As of 11 July 2025, no clients have declined the new terms with 100% success so far (117 client groups
transitioned) — this is testimony to the impact of genuine effective change and the embedded value
these advisers have been delivering to their clients historically.

12



PELOTON / CENTREPOINT IFOCUS (S
PROGRAM - OVERVIEW

Profit Margins by Year

46.0% 46.2%
44.4%
[* To date we have completed iFOCUS Assessments O—--....______O_____....----O\\ 20
i i ~ 40.5% 2%
across 11 CPAL or CPAL-Allied Firms. ~
26.2% 27.3%
. 25.4% 25.3% e
CPAL Firms Assessed W e —QO
1 Adviser 2-3 Adviser 4+ Adviser
Firms Firms Firms
# Firms 8 3 0
FY2020 FY2021 FY2022 FY2023 FY2024
O CPAL All Peloton iFOCUS Firms O Top 20% Peloton iFOCUS Firms

13

Results are pre the Peloton iDELIVER Transition



GROWTH RATES — REVENUE & PROFIT (\

REVENUE Growth Rates

Australian Wealth Management Industry Distribution

CPAL: 10.3%

-20% -15% -10% -5% 0% 5% 10% 15% 20% 25% 30%
Revenue Growth (CAGR)

PROFIT Growth Rates

Australian Wealth Management Industry Distribution

CPAL: 12.2%

-60% -50% -40% -30%-20%-10% 0% 10% 20% 30% 40% 50% 60% 70% 80%
Profit Growth (CAGR)

14



QUALITY OF REVENUE \¢

Revenue Breakdown )
(% of Total Revenue) Base Solvency Analysis

(Operating Profit vs. Lower Quality Revenue)
2% 2% 2% 4%
6% HE) 1%

$211K
$157K
$144K
$100K
$89K $90K
$47K
$37K $40K
2020 2021 2022 2023 2024

6%
5%

$236K

Year 2020 2021 2022 2023 2024
' . ' Year
One-Off Fees - Risk Recurring Fees - Other . Recurring Fees - Wealth
One-Off Fees - Wealth . Recurring Fees - Risk Lower Quality Revenue . Operating Profit
Note: ‘Lower Quality Revenue’ includes Upfront/One-Off Revenue, Non- 15

Standard/Abnormal Revenue, Referral Payments, Volume Based Payments.



# of Advisers

BENCHMARKING: ADVISERS

# Advisers Benchmark

All Peloton Firms @ CPAL

$0 $2,000,000 $4,000,000

Firm Recurring Wealth Revenue

$6,000,000

Recurring Wealth Revenue per Adviser

Note: Adviser numbers include Employees who advise on >$100,000p.a. in
Ongoing Wealth Revenue.

$709,000
$443,000
$423,000
: II
Peloton Peloton CPAL: Peloton
Firms: Firms: 53rd Firms:
20th 50th Percentile 80th
Percentile Percentile Percentile

PELOTON

PARTNERS
Active Clients per Adviser

206
129
112
| I

Peloton Peloton CPAL: Peloton
Firms: Firms: 61st Firms:
20th 50th Percentile 80th
Percentile Percentile Percdftile



# of FTE Employees

BENCHMARKING: ALL STAFF

# Employees Benchmark

All Peloton Firms @ CPAL
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$0.0mil $2.5mil $5.0mil $7.5mil

Firm Total Revenue

Revenue per Staff

$223,000
$212,000
: I I
Peloton Peloton CPAL:
Firms: Firms: 59th
20th 50th Percentile

Percentile Percentile

$275,000

Peloton
Firms:
80th
Percentile

PELOTON
PARTNERS
Active Clients per Staff

59
43
36
| I

Peloton Peloton CPAL: Peloton
Firms: Firms: 59th Firms:
20th 50th Percentile 80th

Percentile Percentile Percditile



THE PELOTON RAINBOW: CLIENT PRICING \

PELOTON

PARTNERS

* The Peloton Rainbow is a proprietary model developed as an industry-leading Client Pricing Benchmarking tool.

 Itis constructed using data from over 37,000 Wealth Management clients Australia-wide.

The Peloton Rainbow

$50,000 -
The Peloton Rainbow - Pricing Level Guide
2 $40.000 - Pricing Level Client Price Ranking Description
(]
L High 80% - 100% The 20% High priced clients in the dataset*
=
S $30,000 - _ _
g Mid - High 60% - 80%
[@)] .
5 $20,000 - Mid 40% - 60%
[o)]
S Low - Mid 20% - 40%
$10,000 - . : :
Low 0% - 20% The 20% lowest priced clients in the dataset*
*Excluding outliers
$0 -
50 $1,000,000 $2,000,000 $3,000,000 $4,000,000 $5,000,000
FUM

18



THE PELOTON RAINBOW AND YOUR CLIENTS ((\

* We have taken the Average Client for each CPAL firm assessed and plotted them on the Peloton
Rainbow below:

The Peloton Rainbow - CPAL Firms

$25,000 -
$20,000 - Client Fee Levels
. High
©
o Mid - High
o |
L $15,000 - Mid
S Low - Mid
[1y]
§ Low
(®)]
€ $10,000 -
(@]
()]
c
(@) CPAL Firms
$5,000 1 . . . Firms
$0 -
$0 $500,000 $1.000,000

19
FUM



PELOTON RAINBOW: PRICING ASSESSMENT (\

PELOTON

PARTNERS

CPAL Firms - Pricing Level Assessment

Pricing Level Client Price Ranking Firm Assessment

High 80% - 100%
Mid - High 60% - 80%
Mid 40% - 60%
20%
Low CPAL Firms High Low - Mid 20% - 40%
Low 0% - 20% CPAL Firms: 20%

/~ INTERPRETATION: When compared to clients of a similar size, Centrepoint Firms are Pricing Clients higher ~20% of
the time and lower ~80% of the time.

/+ There is significant scope for firms to materially increase their Client Fee Pricing levels.

20



REVENUE UPLIFT OPPORTUNITY ((‘

Peloton Assessed Recurring Revenue Uplift

Revenue Uplift Opportunity per Firm

$500,000K - 486,000 $490,000

Ave. Recurring Revenue Uplift per Firm $241,000

$448,000

# Firms Assessed 11

Total Recurring Revenue Uplift Opportunity $2,651,000

E

=) : : :

% Revenue Uplift Opportunity per Client

5 Ave. Recurring Revenue Uplift per Client $1,430
# Clients Assessed 1849

Total Recurring Revenue Uplift Opportunity $2,651,000

$400,000K -
$368,000
$300,000K -
$202,000

$200,000K -

$136,000

$118,000 $122,000 $124,000
N . I I I I
$71,000
$0K - . I

If all current firms transitioned to the assessed
opportunity — recurring revenue will increase by
28% within 12 months

21



PELOTON IDELIVER PROGRAM PROGRESS

\ In Negotiation

iDELIVER Pricing
Framework
Construction

Firms

iDELIVER Transition

Firm A
Firm B
Firm C
Firm D
Overall

Firm

# Clients

Transition Week e
Transitioned

6 35
15 71
2 5
2 6
117

iDELIVER
Adviser Training

Firm

Average Fee
Uplift p.a.

$1,620
$830
$1,900
$1,300
$1,136

q

PELOTON

PARTNERS

iDELIVER Pricing

Transition

Firms

Total Recurring
Revenue Change

p.a.
$56,700
$58,930

$9,500
$7,800
$132,930

Project Recurring
Revenue Uplift Target

$291,000
$368,000
$116,000
$350,000
$1,125,000

22



CENTREPOINT / PELOTON OFFER RECAP

iIFOCUS Diagnostic includes the following;

* Financial Analysis — typically 5-year review to understand business rhythm

* Operational Benchmark Analysis — how your metrics stack up / what they tell us about your
business

* Client Fee Benchmark — accurate assessment of where your fee levels are at compared to
peers

* Revenue / Profit Uplift Assessment — what is needed to realign profit / what is achievable

* Indicative Business Valuation — what is your business is worth now / importantly what it’s
worth post implementation

iIFOCUS cost and logistics

* $2,400 ex GST paid over 2 instalments — 60% reduction to market value
e Simple data provision
e 2-week turnaround of iFOCUS Diagnostic 23



STEP 1 : DIAGNOSTIC - THE NUMBERS

ARE EVERYTHING...

PRO-FORMA PROFIT & LOSS (8

We have constructed a pro forma estimate of your current financial position based on the notes and data you have provided: PELOTON

Historical Revenue & Profit Margin - Firm ABC Note 1:

Total Reverve @ Oparating Profit

*  We have shown Financial Results up to 30-June-2023.

+ We determined that annualising the October 2023
Year-To-Date data for FY2024 and then adjusting for
the material November 2023 acquisition of XYZ

S Financial was not overly reliable given we lacked

expense data for the acquired entity.

Section 3 of this presentation contains significant

analysis and i Xvz
client and revenue data.

Revenue $1000

% Wosd Bunwisdo

Lol s N LT

% Note 2: Operating Results exclude Net Interest

Expenses, Government Payments, Renovation

- Expenses/Depreciation, Income Tax Expense and
Dividends Paid to Owners.

Financial Year

BENCHMARKING: INDUSTRY TRENDS

Clients per Adviser Trend

@ AIC = Pk i T
§
3 = -~
g - ~ e
i SO e
w0 o
wie we wn oW ome o we an wm wn M
Financial Yoar
Recurring Wealth Revenue per Adviser
@ ssc = Puoma Fams Tund
1000400 .
o R

Recurring Wealth Revanun Per Adviser (5.4)

Financial Yoor

Note: The shaded ares
represents the 955
Confidence Interval

Avarage Ongolng Wealth Fea por Cllant

o = s
L] L
i
H s
? A
i T
b Ea—
Financit Your
Cost-to-Serve (Ongoing Wealth Clients)
S Wi
-~ L
s
§ son
i ==
§ e g
$
]

Financial Year

ADVISER REMUNERATION

PELOTON

Peloton Adviser ion - i iction Model
Factor Loading Guide Bob Joel
Base R ration $104000  $104

Size Load: $4.0¢ 4,000

ents Managed Loading 5 $3,00
Wealth Revenue Load $45,01 529,01
UM Loading 510,01 $6,00
EXPECTED REMUNERATION $255,000  $149,000
ACTUAL REMUNERATION $96,000  $157,000
DIFFERENCE $159,000  -38,000

Note: Risk Revenue and Tenure have been excluded as factors, as statistically they were of no predictive value.

PEER BENCHMARKING [

PELOTON
# Advisers Recurring Wealth Revenue per Adviser
50 5.0
4.0 L4 °
'y 735K
£ $BI8K
$593K
[ ]
FmD  FmE  FmB  ABC  Fm€  FimF  FimA FimA  FimF  ABC  FemC FmB FhmE  FmD
# Ongoing Wealth Clients Clients per Adviser
421 e
» [ ]
2 288
83
188 ¢ ¢ 54 .
0 58 . [ ]
® [ ]
FmB  FmE  FemF  ABC  FmC  FmD  Fima FmB  FemF  ABC  FemC  FimA  FimE  FimD

1

YOUR PRICING ASSESSMENT (8

65%
Low ABC Wealth Pty Ltd High

INTERPRETATION: When compared to clients of a similar size,

lower ~35% of the time.

* We are classifying "ABC" as a

PELOTON

ABC Wealth Pty Ltd - Pricing Level Assessment

Pricing Level Client Price Ranking  Firm Assessment

High 80% - 100%

Mid - High 60% - 80% ABC Wealth Pty Ltd: 65%
Mid 40% - 60%

Low - Mid 20% - 40%
Low 0% - 20%

BC" clients are Priced higher ~65% of the time and

firm (aka a ‘Mid-Priced’ firm) in regard to ongoing client Pricing.

TAKING ACTION VERSUS AS IS (S

Simulated Pricing Transition Impact PELOTON
Do Nothing @ Take Action
Recurring Wealth Revenue ing Profit
$7,172,000 $6,677,000 $1,856,000

Rec. Wealth Rev. per Adviser Revenue per Staff Ave. Wealth Fee per Client
§1,113,000 $282,000 $10,200

Gross Profit Margin Operating Profit Margin
39% 28%

athodolagy in Appendix

24



Conclusion / Questions




Connect with us

in ROB JONES in DAVID WHELAN
Founder Principal Director
M: +61 407 561 911 M: +61 408 878 758

E: rob.jones@pelotonpartners.com.au E: david.whelan@pelotonpartners.com.au



https://www.linkedin.com/in/rob-jones-b473994/
https://www.linkedin.com/in/davidtwhelan/
mailto:rob.jones@pelotonpartners.com.au
mailto:david.whelan@pelotonpartners.com.au
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