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Disclaimer

This document has been prepared by Stealth Global Holdings (the Company) and is provided
for information purposes only. This document does not constitute an offer, invitation,
solicitation or recommendation with respect to the purchase or sale of any security in the
Company nor does it constitute financial product advice. This document is not a prospectus,
product disclosure statement or other offer document under Australian law or under any other
law. This document has not been filed, registered or approved by regulatory authorities in any
Jurisdiction. By reading this document you agree to be bound by the limitations set out in this
document.

This document and the information contained within it is strictly confidential and is intended for
the exclusive benefit of the persons to whom it is given. It may not be reproduced,
disseminated, quoted or referred to, in whole or in part, without the express written consent of
the Company. By receiving this document, you agree to keep the information confidential, not to
disclose any of the information contained in this document to any other person and not to copy,
use, publish, record or reproduce the information in this document without the prior written
consent of the Company, which may be withheld in its absolute discretion.

The information contained in this document is not intended to be relied upon as advice or a
recommendation to investors and does not take into account the investment objectives,
financial situation, taxation situation or needs of any particular investor. An investor must not
act on the basis of any matter contained in this document but must make its own assessment
of the Company and conduct its own investigations and analysis. Investors should assess their
own individual financial circumstances and consider talking to a financial adviser, professional
adviser or consultant before making any investment decision.

Statements and information in this document are current only as at 30 August and the
information in this document remains subject to change without notice. The information
contained in this document is for information purposes only and is an overview and does not
contain all information necessary to make an investment decision or that would be required in a
prospectus or product disclosure statement prepared in accordance with the requirements of
the Corporations Act 2001 (Cth) (Corporations Act). The information contained in this
document is of a general nature and does not purport to be complete or verified by the
Company, or any other person. The Company has no responsibility or obligation to inform you
of any matter arising or coming to their notice, after the date of this document, which may
affect any matter referred to in this document.

While reasonable care has been taken in relation to the preparation of this document, none of
the Company, or their respective directors, officers, employees, contractors, agents, or advisers
nor any other person (Limited Party) guarantees or makes any representations or warranties,
express or implied, asto or takes responsibility for, the accuracy, reliability, completeness

or fairess of the information, opinions, forecasts, reports, estimates and conclusions contained
in this document. No Limited Party represents or warrants that this document is complete or
that it contains all information about the Company that a prospective investor or purchaser may
require in evaluating a possible investment in the Company or acquisition of shares in the
Company. To the maximum extent permitted by law, each Limited Party expressly disclaims any
and all liability, including, without limitation, any liability arising out of fault or negligence, for
any loss arising from the use of or reliance on information contained in this document including
representations or warranties or in relation to the accuracy or completeness of the
information, statements, opinions, forecasts, reports or other matters, express or implied,
contained in, arising out of or derived from, or for omissions from, this document including,
without limitation, any financial information, any estimates or projections and any other
financial information derived therefrom.

Certain statements in this document constitute forward looking statements and comments
about future events, including the Company's expectations about the performance of its
businesses. Such forward looking statements involve known and unknown risks, uncertainties,
assumptions and other important factors, many of which are beyond the control of the
Company and which may cause actual results, performance or achievements to differ materially
from those expressed or implied by such statements. Forward looking statements are provided
as a general guide only, and should not be relied on as an indication or guarantee of future
performance. Given these uncertainties, recipients are cautioned to not place undue reliance on
any forward looking statement. Subject to any continuing obligations under applicable law the
Company disclaims any obligation or undertaking to disseminate any updates or revisions to
any forward looking statements in this document to reflect any change in expectations in
relation to any forward looking statements or any change in events, conditions or
circumstances on which any such statementis based.

Past performance is not indicative of future performance and no guarantee of future returns is
implied or given. Nothing contained in this document nor any information made available to you
is, or shall be relied upon as, a promise, representation, warranty or guarantee as to the past,
present or the future performance of the Company. No Limited Party or any other person
makes any representation, or gives any assurance or guarantee that the occurrence of the
events expressed or implied in any forward looking statements in this document will occur.

This document is only being provided to persons who are the holders of an Australian financial
services license and their representatives, sophisticated investors (in accordance with section
708(8) of the Corporations Act and professional investors (in accordance with section 708(11)
of the Corporations. Act) or to such other persons whom it would otherwise be lawful to
distribute fit.
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30 June 2019 30 June 2018 Approximate

growth
Statutory Revenue $63.1 million $23.5 million $39.6 million
Statutory Sales to customers based in Australia $41.6 million $3.1 million $38.5 million
Employees 162 48 114
Customers ~3,000 ~80 ~2920
Suppliers ~2,000 ~620 ~1380
Distribution locations 44 5 39
Own Branch office trade store locations 10 3 7
Inventory on Hand in Distribution Centres $6.3 million $0.3 million $6.0 million
Net Assets $13.0 million ($0.6) million $13.6 million

1. The above figures are indicative, unaudited and based on management estimates only. Revenue will not reconcile back to statutory audited accounts as
figures are based on management run rates only. Acquisition of Heatleys completed 27 September 2018.

Number of employees as at June 2019.

@

Notes Distribution locations (direct) includes the groups own operations, ISG 27 members, 7 international partners only.

4. Inventory on Hand includes main 4,000sqm Distribution Centre of Heatleys in Western Australia, and all branch locations in Bassendean, Kalgoorlie,
Bunbury, Tweed Heads, Adelaide, Malaysia and in the UK for BSA Brands (JV with Bisley Workwear)

5. Customer excludes those serviced by subsidiary Australian Workplace Supplies whereby single sales are made to small business owners.



Event Detall Summary Financial Comments

2 Oct 18 Listed on the ASX
ASX release Australian Stock Exchange QASX Official listing to the ASX Raising $12.5m
20ct18 Acquisition of Heatleys Safety & A Doubled the size of our businessé..~$43m annual sal
ASX release Industrial A Strong Western Australia foundations 30yr history A $7.75m cash
A 2,500+ customers A $1.25m script
H%%!b A 9,500sgm of distribution facilities including 4,000sgm primary ' -
4 distribution centre in Perth, Western Australia A $1.9m debt (wc facility)
A ~$5.3m inventory in Distribution network
7 Feb 19 G Integrated the Australian A Delivered on plan
ASX release operations of Stealth / Heatleys A 68 customers and 112 suppliers transferred to Heatleys A L
~$0.5 dentified
completed 31 Dec = A sales uplift from 68 customers transferred ) $0.5m pa savings | ?n e
g A Supplier, distribution & back office consolidation in prospectus and delivered
@ A Leveraged combined buying power
ASX release levels I A 18% Australia operations assumes combined Stealth +
llII A expanded in our geographical markets -Australia, Africa, UK Heatleys
21 Mar 19 Entered into 50/50 joint venture
ASX release with Bisley Workwear in the A Bisley is Australiads market | eade A-~$limcashinvestmentin
United Kingdom A Entry to UK and Africa markets with plans for Europe. FY19
: A ~$0.4m new investment FY20
A Appointed large customer group - access to 400 trade stores : :
Bisley troy%} .. amazon p;? ‘ g _ group _ _ _ on marketing, promotion,
WORKWEAR C ths "5 A 4 distributors chosen in Ghana, Mali, Tanzania, Burkina Faso brand awareness campaigns.
17 April 19 G ﬁfiquifriii?gl?;ply o A ~$2m annual revenue contribution A $1.0m cash deal
ASX release in May 2019 // \ A Multi-national buying group wnh 27yr tradlng history A $0.5m upfront payment with
(|SG: A Lowcostentry for 27 new locations Aust-wide 50% of the balance paid end
N o A Provides Australia wide service delivery footprint of year 1 and remaining $ paid
A Growth opportunity internationally and new products at end year 2.
Year End G Transformation year of growth A ~$40m increase in statutory sales A statutory Sales of $63.1m vs
30 June 19 A ~$1.5m increase in statutory underlying operating EBITDA RS
/ I A ~6% gross margin improvement 24.3% FY19 vs 18.5% pcp A Statutory Underlying
ll A implementation of strong diversified operating model OfpEEITTY FETTDA @) ~$2m
A Significant val dded t bilit d val i before IPO costs, acquisition
ignificant value added to capability and value proposition & JV related costs



Strategy and Vision

Visi To create Australi ads | eoffatingm groad-range of evarydayconsumable predtictsitob u t o
1SIon business customers, focusing on Industrial & Trade, and Consumer Retail customer markets.
Purpose To have diversity across our portfolio of brands, customer types, geography and business partners

connecting our customers with our products across multiple sales channels and markets.

. Organic sales Investment

$200m+ 8%+ ~10% YoY Pay dividends
Focus areas &
Initiatives
ensure long-term repeat to provide scaled benefits
) . to strengthen our success in our markets and improve efficiency & growing portfolio
growing existing markets b . o . = ; .
and business units where competitiveness and with our existing and new effectiveness of our capabilities, diversity,
we leverage our bosition extend our service customers and developing activities to serve our market share and
9 p offerings. more brand business customers and business earnings profile.
partners partners.
Strategy A We drive a clear strategy of sustainable revenue and profitable growth that continuously increases our market share through

organic, partnership and acquisitive pathways;
A We will continue to build a diversified but integrated distribution portfolio strengthening our service offering;

A We seek to establish more preferred and/or exclusive arrangements with supplier business partners, and independent member
partners helping them expand their business;

A We provide a customer focused approach that supports customers with their everyday needs through operational infrastructure,
efficiency and effectiveness showing a key point of differentiation with peers.
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Group overview

We are builthg a worldclass sales and distribution organisation

We are a supplier and distributor of everyday consumable products

and provider of supply chain services to business customers. Listed on ASX October 2018

pSx code _so |

. . . L Market Cap @ 2 September 2019 $8.54m
We have a diversified product portfolio of distributed brands,
proprietary brands and bespoke brands sold to Industrial, Trade and Share Price 2 September 2019 9.0 cents
Consumer retail customer markets.
Net Cash at YE2019 $0.4m
Available working capital facilities YE2019 $7.0m
Headquartered in Perth, the group operates in and serves many
industries in Australia, UK, Africa, Asia, Europe with a broad -range Enterprise Value $8.1m
consumable product offer that supports customers everyday needs.
Total Net Assets @ 30 June 2019 $13.0m

Trading multiple - EV/EBITDA

(FY19 Proforma Underlying EBITDA of $2.6m) 3.1x
The group serves approx ~3,000 customers across a variety of _
. . . . . . PE Ratio on proforma NPAT 8.4 x
industry sectors including resources, transportation, industrial,
manufacturing, engineering, construction, contracting, trade retail, Shares on issue 94.9m
general workplaces.
EPS Statutory (NPAT = $520Kk) 0.68 cents
EPS Proforma (NPAT = $824k) 1.07 cents

SGI Share Ownership

Safety / PPE Industrial / MRO Healthcare Workplace Consumer
PRODUCTS Products Products Consumables Supplies Goods
AN D -é Retail 25%
SERVICES 4 : ‘ mi= Institutional
M \ - investors 23%

Board, Mgmt &
Founders 41%

Distribution & Logistics - inclusive of branch and trade store network




SGI Board members

Well balanced and experienced team, established early to support high.growth plfans

Mike Arnold
Group Managing Director

Chris Wharton AM
Chairman

John Groppoli
Non-Executive Director

Peter Unsworth
Non Executive Director

Karen Logan
Company Secretary

I

Stealth Founder

18 years experience at CEO
level

International, ASX Listed &
private business experience

Considerable Supply &
Logistics experience and
expertise in Australia and
Internationally

Held JV ownership with
Australia Post in Lakewood
Logistics

Member of AICD

A Member of the Order of
Australia 2016 for services to
business and the community

A Former CEO Seven West Media
(WA)

A Led the $5.2 billion acquisition
of the Seven Media Group

A Longest serving member of
Gold Corporation which
comprises the Perth Mint,
Mint Depository and Mint
Refinery

A Board member for West Coast
Eagles AFL team

Specialist in franchising,
mergers & acquisitions &
corporate governance

Former Managing Partner of
Deacons now Norton Rose

Current director of Automotive
Holdings Group (ASX:AHG)

Fellow of AICD

Chartered Accountant &
corporate finance specialist
with extensive experience
as a private & public
company director

Director of Gold Corporation
(former Chairman)

Former director of numerous
ASX listed companies
including Ocean Resources,
Perilya Mines & Kimberley
Oil & Gas

AChartered Secretary with over
12 years experience

AExperience in compliance,
capital raising, M&A & IPO
listing across range of
industries

ASignificant company secretary
experience across a range of
ASX- listed companies

Stealth Board are major shareholders holding ~15% and committed to delivering future success.
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Group facts

5AR @&2dz {y26 0KI iX®dK
Stealth Global Holdings (SGI) is a Public Listed Company on the Australian Stock Exchange. Listing date 2 nd October 2018

Net sales 2019

Employees Products Customers
access to 300,000

Key supplier
partners

Suppliers

75 million 160+ 40,000 3,000+ 130+ 2.000+

53% male / 47% female hel d i n our

Customers
markets

Geographical Own branch and

markets N K y | distribution locations 10
Australia 8% & »

(10,000sgm)
UK / Europe @ [N mm
Africa Member network 27
Asia N trade store locations
2 - < S & ’
St S
St Distributor partners
<7,
2 4 . 2 4 \"5;::{:’0 trade store locations 6O+

N

Alndustrial & Trade
AConsumer Goods

11



Our simplified business model

Building a worleclass sales and distribution organisation

Supplier partners integrated service portfolio withkey sales and distribution verticals Customer Markets

Manufacturers A Industrial & Trade

Wholesalers A Consumer Retail

OEM Distributors

Do o 3> Do

Other Supplier
types

Working in partnership with leading manufacturers, brands and specialist suppliers

Comprehensive market coverage across Australia, Africa, UK, Europe, Asia

Our Products and Services

Safety / PPE  Industrial / MRO Healthcare Workplace Consumer ’)‘
Products Products Consumables Supplies Goods Supply Chain Solutions



How we generate Saleseaching our custemers.

Building a worleclass sales and distribution organisation

V 40,000 products held in stock ($6m)
V Access to 300,000+ products lines

Organization Business Units
Where We Compete in HEATLEYS
key sales and distribution verticals safety&industrial BRANDS (k)
50/50 JV with Bisley Workwear
P rod uct Categori es Safety / PPE Industrial / MRO Healthcare Workplace Consumer Category -specific workwear,
Consumables Products Consumables Consumables Goods £ safety, PPE products

Sales Channels Connecting our products across
V 10 of our own office/branch locations

V 27 service network partners in Australia mU|t|p|e Sales Channels

V 7 service network partners internationally

TR — (|

@
%
Go

Sales and Service By Phone Trade Retail Consumer Retail Member Network Distributors and
Representatives Internal sales and Own Branches Partners Resellers
Customer Service

Websites
eCommerce
channels

3rd party Webshops

________________________________________________________________________________

Catalogues

CUSTOMER BENEFIT

Customers benefit from our purchasing power, comprehensive product range, distribution network, and the ease of having multiple choices for supply.




SGIg Parent Co
%
bSTEALTH LOBAL

Organisation Business Ungsvhere we ¢omj

AUSTRALIA

MTLEYS)
safety&industrial

—

- HMTLEYFD

safety&industrial

—@5

N2

Australial
WGrkplacE
Supplies

UNITED KINGDOM
QATLEYFD

BSA BRANDS (UK
BRANDS vk

Bisley Workwear

50% owner

Stealth Global

50% owner

@'EALTH

14



Our business units

Where we compete in key sales and distribution verticals

Description

What we do

Who we sell to and
our markets

Competitive
advantage

Broad range distribution

HEATLEYS

safety&industrial

Wholesale Distribution
category specific

BRANDS (k)

Member based buying group
and wholesale distribution

%5\
I1SG

Value Proposition

OE'/O
Sy

Trade & Industrial
Sales & Distribution & Logistics

Broad-range distributor of everyday
consumable products and bespoke
supply chain solutions

safety, industrial, healthcare,
workplace and consumer goods

to end users and resellers in
Australia, Africa, Asia

A Broad assortment brand range
A Strong customer focused culture

A Customised services and product offer

A Competitive prices

A Domestic and International network
A One stop shop supplier option

A Reliable supply and service delivery

Trade, Retail & Industrial
Wholesale Sales & Distribution

Distributor of category-specific,
workwear, safety, PPE products

to Trade & Industrial distributors &
resellers in UK, Europe, Africa

A Bisley is market leader in Australia
A Factory manufacturer to consumer
A Tailored market suitability

A Premium quality product

A Ongoing product innovation

Trade, Retail & Industrial
Wholesale Sales & Distribution
Independent member based
buying and distribution group

Distribution of category-specific
industrial, safety, PPE,
healthcare, workplace and
consumer goods

to Independent member-based
trade partners in Australia,
Africa, Asia

Leveraging global partnerships
with leading manufacturers and
specialist suppliers to provide
stronger buying power to benefit
customers supported by local
and regional service delivery
options

Comprehensive assortment of
product lines to help customers
with purchasing options and
supply chain solutions

Strong Sales and service

capability 61lo
international 6
technical category knowledge.

Physical infrastructure that
includes Warehousing,
Consolidation, Distribution and
convenient widespread store
locations

High touch point connecting
our products via multiple sales
channels offering competitive
prices and a simplified
customer experience

joV]
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FY19 Statutory Financial Performance

FY19 REVENUE AND EBITDA COMMENTS GEOGRAPHIC SALES WHERE
_ REVENUE $m CUSTOMER IS BASED

. . 90.0
A FY18 Revenue is Stealth only, on a Statutory basis. )
80.0 Asia
0.17%
A FY18 EBITDA is Stealth only, on a Statutory basis before 70.0 63.1 Europe
IPO transaction costs. 60.0 Australia 0.80%
71.14%
. . . 50.0
A FY19 Revenue increased by ~$40 million, recognising 40.0
only 9 months revenue of Heatleys, acquired 27 Sept18. :
30.0 23.5
A Underlying Operating EBITDA is before IPO transaction 20.0 .
costs and Unusual cost items related to joint venture Africa
; . o ; 10.0 27.89%
establishment & marketing, acquisition evaluations and 00
professional services, including private to public transition. FY18 Statutory  FY19 Statutory
A FY19 Underlying EBITDA addbacks $1.0m of IPO OPERATING EBITDA $m
Transaction costs and Unusual costs. a5 PRODUCT SALES BY CATEGORY
A 1PO $0.22m 30
A BSA establishment & launch $0.56m 55 DRILLING
A Acquisition evaluation $0.13 1.94 21% INDUSTRIAL
2.0 34%
A Other professional services $0.11m.
_ 1.5 HEALTH
A FY18 EBITDA adds back $0.47m IPO transaction costs 10 1% \
’ 0.07
0.5 WORKPLACE &
CONSUMER
0.0 12%
-04
Addback of IPO costs and -0.5
EBITDA actual Unusual items to reflect 1.0
Operating EBITDA FY18 Statutory FY19 Statutory 3206

17



Underlying FY19 resultsProforma and Statutgr,;.-’_,

Proforma assumes full year 12 months of Steatii 12 months oHeatleys

Reconciliation table - Full year trading: Actual set against April 2019 restated guidance set against Prospectus

Group Full Year Financial Results Proforma* full 12 months ‘ Statutory* full year reporting
FY19 FY19 FY19 | FY19 FY19 FY19
Aprill9 Aprill9
Actual restated Prospectus Actual restated Prospectus
$'000 $'000 $'000 $,000 $,000 $,000
Total Revenue 74,578 73,000 76,690 63,059 61,400 65,089
EBIT' as per Prospectus 3,411 2,837
Less: Margin reduction arising from deferred JV sales? (200) (200)
Underlying EBIT! 2,418 2,418 2,51 1,937 1,937 1,937
Less: unusual expense items? (800) (618) (800) (618)
EBIT' (before IPO transaction costs)? 1,618 1,800 1137 1,319

Reconciliation of EBIT' to Prospectus Forecasts

EBIT' (after IPO transaction costs) 1,400 1,582 919 1,101
IPO Transaction Costs 218 218 218 218
EBIT' (before IPO transaction costs) 1,618 1,800 1,137 1,319
JV Establishment and marketing costs 560 400 560 400
Acquisition evaluations 126 18 126 18
Professional services, including private to public transition 14 100 14 100
Underlying EBIT' 2,418 2,418 2,51 1,937 1,937 1,937
First quarter Proforma result under budget (pre-acquisition) 93 93 - - - -
Prospectus EBIT' 2,511 2,51 2,51 1,937 1,937 1,937

Reference guide to the above

1 Underlying EBIT is a non-IFRS term, defined here as Earnings Before Interest and Tax attributable to the owners of the company after adding back the pre-tax loss of the non-controlling interest.

2. By entering into the BSA Brands joint venture with Bisley Workwear , Stealth reduced its prospectus revenue forecast by $2.8m as stated in the 21 March 19 and 17 April 19 ASX announcements,
resulting in a gross profit margin reduction of $0.90m.

3. Unusual expense items related to joint venture establishment and marketing, acquisition evaluations and professional services including private to public transition.

4. Proforma figures assume Stealth and Heatleys combined for the full 12 months; Statutory is 12 months Stealth, 9 months Heatleys. 18



FY-2019 HIGHLIGHTS

Strong growth performance of ~$40m from FY18

Statutory FY19 results include only a 9 month contribution
from Heatleys from date of acquisition

Gross profit margin increased to 24.3% from 18.5% pcp

Gross Profit in Australian operations increased to 29.3%
from 29.0% pcp

Statutory Underlying Operating EBITDA of $1.94m (refer
page 18 for reconciliation) {Proforma of $2.6m}

Heatleys have joined the Stealth tax consolidated group in
1H19, resulting in an improvement of $0.3m to the pcp

Considerable strategic ventures resulted in transaction
~costs of $1.0m including IPO, Heatleys acquisition, ISG
acquisition, BSA Brands JV and Professional fees.

Group positioned for future growth
A Expansion of Heatleys in Australia

A Materially changed its UK and African strategy by
investing in a 50/50 joint venture with Bisley Workwear

A ISG acquisition, added an Australia-wide distribution
footprint, comprising 27 independent member trade
stores. This allows expansion opportunities and much-
improved combined trading volume and strengthening
its overall buying power and capacity to showcase and
advance our proprietary product range.

Focus on cost management and increased scale from
Heatleys acquisition delivered savings

Consolidated Statement of Profit or Loss

and Comprehensive Income

For the year ended 30 June 2019

Continuing Operations

Sales revenue

Service revenue

Cost of sales

Gross Profit

Otherincome

Personnel expenses

Administration expenses

Occupancy expenses

Transaction costs

Depreciation and amortisation expense
Finance costs

Profit / (Loss) from continuing operations before income tax
Income tax(expense) / credit

PROFIT / (LOSS) FOR THE YEAR

2019

62807565 23,073,543
251,862 380,871
(47724,656)  (19,123,736)
15334771 4,330,678
1,298 87524
(9.459,132) (2817574
(3532077)  (1,282,983)
(1233036)  (241569)
(218683) (477826
(165,946) (91,805)
(149.276)  (20,035)
587919 (513,590)
(201,638) 16,583
386,281 (497,007)

19



FY2019 Balance Sheet and Cash Flow

FY-2019 HIGHLIGHTS

BALANCE SHEET

A Net cash position of $0.4m post IPO, Heatleys & ISG
acquisitions.

A Trade and other receivables increased following
Heatleys acquisition. Continued focus on receivables
management.

A Property Plant & Equipment increase reflects Heatleys
acquisition.

A Movement in other non current assets is predominantly
goodwill on acquisition of Heatleys & ISG.

A Debt related to use of Heatleys working capital facility.

A Other liabilities increased following Heatleys acquisition and
includes $0.5m for deferred ISG settlement.

CASH FLOW

A Operating cash outflow for $0.3m due to timing
differences of customer receipts from major
customer and payment terms to suppliers.

A $7.5m investing outflow on acquisition of
Heatleys and a further $0.5m to acquire I1SG.

Modest capital expenditure.

Net repayment (reduction) of Heatleys Westpac
debt facilities of $1.3m during FY19.

BALANCE SHEET SUMMARY 3(??1}?22)3/19
$M
Cash and cash equivalents 2.0
Other current assets 22.7
Property, plant and equipment 0.6
Other non-current assets 8.0
Total assets 5888
Financial liabilities (debt) 1.6
Other liabilities (inc ISG deferred settlement) 18.8
Total liabilities 20.4
Total equity 12.9

CASHFLOW SUMMARY 30 9un 2019
Net Cash provided by/(used in) operating activities (0.3)
Net Cash (used in)/provided by investing activities (8.1)
Proceeds from issuance of shares 125
Net (Repayment)/proceeds from of financial liabilities (1.3)
Payments for capital raising (1.1)
Net cash provided by/(used in) financing activities 10.1
Net (decrease)/increase in cash and cash equivalents 1.7
Cash and cash equivalents at beginning of year 0.3

Cash and cash equivalents at end of period 2.0

Statutory
30 Jun 2018
$M
0.3
4.2
0.2
1.0
5.7
0.6
5.7
6.3

(0.6)

Statutory

30 Jun 2018
$M

1.0
()

(0.4)

(0.1)

(0.5)
0.2
0.1
0.3
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The Building Blocks To Deliver

continuing to drive growth and increase market share

Fundamentals Value creation Purpose

o A Continuing to build for
/il Revenue & profit aim g

0 competitive advantage and
B of $200m at 8% EBITDA by 2024 el vl e

A The supply chain and A Increasing competitive strength
distribution fundamentals establishes us as a market leader
are similar in each market

A Continuing to seek cost and

revenue growth synergies as the
business expands

A Strategy driven to everyday
consumable items to trade,

industrial. retaill customer a world class distribution business

markets integrated but market specific A Understanding our end customer
markets and supply chain to
A Our commodities drive support performance
repeat sales activity and our
broad range provides Robust internal capabilities A Keeping to our fundamentals
expansion ®-_ A Aleading products and services model delivers eamnings upside
r \I A Board & management in place to execute

@ ® A Strong organisation scale to compete
A Solid working capital position for organic growth

22



Strategic pillars

Creating long term value

[N

OQur core was strengthened in FY19, as we head into FY20

enhanced brands

competitiveness

Greater distribution capability,
improved buying power and larger
product range to compete with larger
peers

The distribution of proprietary brands,
distributed brands and bespoke
brands is interrelated from supply
chain, to markets, to sales programs,
to promotions, and to product
development.

diversification increased scale

Larger, more flexible, and scale
benefits from buying power, to supply
chain through to increased customer
offering, can significantly increase
revenue and earnings base

Stronger business model from
portfolio of customers, products,
markets, sales channels, technology
and product development capability.




Priorities and initiatives

A number of strategic initiatives are underway

FY20 Strategic Focus

Key Drivers to Deliver Growth

Strategic Goal #1

Leverage business
combinations

Key Initiatives

Strategic Goal #2

Focus on existing business units

Key Initiatives

Strategic Goal #3

Expand our operating platform

Key Initiatives

Strategic Goal #4

Continue to develop customer
markets and product offering

Key Initiatives

Strategic Goal #5

Acquire complimentary
businesses

Key Initiatives

A Use competitive advantage to Drive sales and market channel A Expand Heatleys offering Continue to roll-out brands and A Undertake complementary
grow market share in a activity penetrating trade, Australia-wide. partnerships across the BSA acquisitions to consolidate a
profitable way. Strengthened industrial & retail markets in Brands and ISG network relatively fragmented market.
from depth of combined portfolio Australia and Internationally. A Continue to expand brands

through UK trade store Continue the investment in A Strengthen geographical

A Extract new scale, market and Extend activities, cross sell and customer base leading into expanding proprietary and presence, access to new
network reach, across the group sell more to existing customers Europe. distributed brands to drive customer and industry types,
portfolio for growth and in existing and new markets. further market share gains. expand product offering,
improved market offering. A Continue to build an integrated

Win new business and preferred distribution network to support Win more brand representation A Continue to strengthen our

A Deliver inorganic growth by supplier accounts with large and growth plans. rights for point of difference. competitiveness and generally
utilising portfolio to expand with medium size customer types. improve the earnings profile of
all customer types. A Invest in our sales capabilities, Invest in marketing, promotional the group.

Grow eCommerce programs via infrastructure and supply chain and innovation programs to

A Leverage combined spend for webshops, websites and adding depth, scale, reach launch the business units A Continue portfolio diversity
improved buying power, supply efficiency gains from customers across the network. forward in market leading ways. creating a point of difference.
chain capability and customer / bespoke online ordering
supplier relations. A Appoint new distributors, Expand customer markets

Continue to build and leverage resellers, members and through strategic customer

A Target new opportunities within strategic ventures with key strategic partners across all developments.
the portfolio of brands. partners and brands to win large markets.

customers.

A Continue digital transformation A Invest into digital online ordering
where more customers are Develop new features and and customer integration.
ordering online. benefits in ISG




Outlook

We are cautiously optimistic on the back of positive growth in the Australian and UK markets, as well as global and regional
conditions that in our view are likely to remain favourable for our business.

We continue to advance a number of strategic initiatives. Our aim is to grow annual Group revenue to over $200 million
at an EBITDA margin of 8% plus by 2024 through a combined organic, partnership and acquisitive pathway

The group is building and emerging its diversified product portfolio of distributed brands, proprietary brands and bespoke
brands, pushing deeper in industrial, trade and consumer retail customer markets.

We see significant organic opportunities in Australia and United Kingdom (UK) that are expected to deliver solid organic
sales growth in excess of 10%.

We are actively focusing on the existing business units to further develop customer markets and product offerings with
particular effort on winning large and medium sized customers in Australia and the UK.

New UK market entry requires further investment in marketing, promotion and innovation campaigns in FY20 to develop
brand awareness. The trade store O0stockistsod rollout
planned thereafter. Sales via the Amazon platform will grow in FY20.

Sales to customers operating in Africa may decline due to the Company resetting its product and service offering in this
region, placing a greater focus on winning higher margin business in Africa.

We will evaluate suitable acquisitions that are complimentary to continue to strengthen the groups competitive position,
creating a point of difference in the marketplace
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Part 5- Appendices
More detail about our
business units

GROUP LEADERSHIP
BUSINESS MODEL

PRODUCT RANGE
GEOGRAPHIC SALES SPREAD
CUSTOMER SAMPLE
HEATLEYS & ISBUSTRALIA
BSA BRANDS (UK)

AFRICA 1 s
EX CHINA DISTRIBUTION || Z
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Group Leadership

Luke Cruskall

Mike Arnold

David Kiggins

Sam Barbaro
. . CEO - Australia Operations
Group Managing Director Group COO Group CFO Trade and Industrial

Adam Sherwood
General Manager i UK / Africa Operations
Trade and Industrial

A Responsible for the

A rRespgnsibde for growth and the
groupb6s operations,
and sales functions and
performance

A Responsible for
d e v efinapoe, re@mmercial and
corporate functions and
performance

strategy, execution, business

and financial performance of
management and performance

business

_ 4 k
Les Faton .Jonatlhan Chen Brendan Rossiter
Operations Manager Financial Controller

Phil Podgorski
; Group Financial Controller
Australia Australia

Group Development Officer

Stealth management team are shareholders committed to delivering future success.

t he Ay Respopsible for the operational

Heatleys Australia and the ISG

A Responsible for the operational
and financial performance of
Heatleys UK and BSA Brands

Jessica Rich
Group Marketing Manager
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Our business model

Building a worleclass sales and distribution organisation

QEATLEV@

Where we compete in key safety&industrial

sales and distribution verticals

\ J
L

Manufacturer and Supplier V ‘ i-l- Customer Markets
Mu - & ’ -—w
St -
| \\& s [

T o5 0
‘ j’?l | ~ , Primary Activities + | 'ET?:J

=
Y
. . Sales &
Purchasin Supply Chain .
9 pply Marketing
Sourcing & gz‘lj;rcds Operations Order fu!fillment Physical SEESETS a_nd
A Distributed Brands Category Mgmt & Delivery Infrastructure After sales service A Trade & Industrial
A Proprietary Brands A Retail
A Bespoke Brands A Other end markets

Shared Services to support current business and enable growth

Centres of excellence in
Firm infrastructure, Product Development, Business Development, Finance, IT, Systems, Process, Commercial, HR

r ! \ \ ) —
|
Support Activities

2,000 sourced

from 19 countries Depth and Scale 3,000+

A

| 1
160+ 40,000
$75m 53% Male / 47% Female 96 44 44 A$6mM




Consumable Product Range

Wide-range of 40,000+ products held in our distribution centres and we can accéss 300

CONSUMER GOODS
& WORKPLACE

A Maintenance, repair & AClothing AFirst aid kits AEveryday needs
operations (MRO) supplies AFootwear AMedical supplies APackaging & tapes
A Hoses & fittings AHand protection AcConsumables ACleaning & janitorial
A Drilling consumables AHearing protection ADisinfectant & wipes ACrib & kitchen
A Welding and fasteners AProtective head wear ADisposable towels Astorage
A Automotive care & accessories ASun protection ARescue & emergency AHardware, building & construction
A General industrial supplies APersonal protective equipment (PPE) AFirst aid room equipment APower tools
A Adhesives, sealants & fillers ALifting & handling ABurns & eye care stations
A Tools & equipment AHeight safety
A Electrical Asafety glasses
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Our approach to each market is deliberate and bespoke

Headquartered in Perth, Western Australia, the group operates in Australia, Africa, UK, Europe and Asia in an addressable mar ket $60billion+

50/50 Joint Venture with
Bisley Workwear

Sales by

BRANDS (k)

. N
(Heaners) (1SG
S
’ AUSTRALIA UK/EUROPE

Segment

* s 70% 1.4%
~$53m ~$0.5m o)
. .
e, FY19 Sales (,;A’ Group FY19 Sales % Group @ 43 A)
evenue Revenue
% @/) . ‘ Most of activity in Western Australia UK Launch May 2019 Mining Services
- .
. .
@ L 4 A9 own branch Office locations ADistribution via distributors and resellers
° @ A 142 employees in Perth, Bunbury, Kalgoorlie, AAccess to 400 trade outlets in the UK
Adelaide, Melbourne, Tweed Heads with UKO6s |l argest independent buying
.
group.
A 27 member locations Australia-wide 2 7 (y
0
Manufacturing,
Engineering,

Construction
20%

7 < 9 . &) General Trade, Retail &
J ~$21.0m o C-}28 % Sourcmg <1% 1) s
FY19 Sales > >roup ; % Group Other customer
Revenue location Revenue
markets
@ Sales spread across 11 countries Key sourcing location
ASupply & distribution from Australia, UK, A 1 branch office location, Malaysia @
Europe, Asia offices . .
Zj AS distributor partners in South Africa, Ghana, A 6 employees in Malaysia 10%
Mali, Burkina Faso, Tanzania A Sourcing from multiple Asia locations
Miners

*Note: Sales numbers shown by geography refer to the final destination of product delivery and eliminates inter-company sales. This will not reconcile
completely back to reporting profit and loss statements.
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We Sell to Blue Chip Clients

aCross resources, manufacturlng englneerlng construction, transportatlon reseller ang[-,

Sample of our 3,000+ Customers

43% 27% 20% 10%

‘ Mining Services SIS Er_wglneenng, ‘ General & Other Industries
Construction
~. CAPITAL \\/
ﬂ DRILLING ‘WQLLUES’ synergy )
KCGM

PYBAR
MINING SERVICES GE Qil & Gas mmw @WeSbearn 7a“

=k
C’@usnmu DRILLSTAR

ANGLOGOLD ASHANTI

PUGL iy TeCSIDEgowm m:l P W=

. NEWMONT oS

m j‘ CENTAMIN
SWICK MINING SERVICES

RESOURCES

o~

@AERSON  rmm #cenTuRiON Occcss  TRONOX
Technip Progress Rail i <

gyta& PR|m:RO il Monadelphous —— jg:!arpiﬂar Congany Panoivcrox Gotp

GRIFFIN COAL
LMW MINING
ALLTHE ANSWERS UNDERGROLND




Some of the Brands we Sell

‘_‘ <
< TR S - | %m el

= S
( ‘safety&industrial ) - Wentury CRC TAYCT:
Home  CompanyProfile  Catalogue | Services = Ordering | Locations  Contact BEAVER BORDQ - BOSCH ummlm

BRANDS \\Gustaia roots

Doemacc Do -;Em (G IR > R
= IFIRSTAR’
FASTADS g oy eomrs HITACHI  [HORDERN [T
FLEXOVI WG FLEXOVIT JAS  [uEioois] KINCROMEC [ahotec WL
@) MSA < NORMA | v:J Pharmacy
SPECIAL B T £
PHILPS Zguae Powers @@ KE sabco TN

Valid until 31st October 2019 while stocks last Freight charges apply
where applicable, errors & nmlssw excepted

Swcimomg  SKIPPER  @I5&R G SPERIAN A

mmm

“ SELLEYS

[Py T R TRADEQUIP  Woowm

s

cets of the Austraian

With a large network of major industrial suppliers on our side, we are able to supply the largest range of safety
and industrial 0 anywhere in Australia.

We have spech

r each area to ensure that you receive the best possible se solutions and delivery to all

ADHESIVES, SEALANTS & FILLERS

PACKAGING & TAPES

WELDING CONSUMABLES &
MACHINES

WORKWEAR

PROMOTIONS

CLEARANCE SPECIALS

For whatever job it may be, we'll have the tools for you. LOOKING FO! ING? 1 Product Catalogue
) JANITORIAL & GLAZING INDUSTRIAL
Product Categories Product Catalogue CLEANING PRODUCTS 7
T R | e PN 8 JANITORIAL & CLEANING = [ Snowrride Descrption A
GLAZING PRODUCTS
MATERIALS OFFICE ZIZEE PERSONAL
e 1 W- HANDLING SUPPLIES =— .~ PROTECTIVE
= z ¢ EQUIPMENT
MATERIALS HANDLING mfé '- 4 Fr s
OFFICE SUPPLIES
ADHESIVES, PACKAGING & WELDING [
PERSONAL PROTECTIVE SEALANTS & TAPES CONSUMABLES
EQUIPMENT FILLERS & MACHINES

CLEARANCE
SPECIALS

‘Show/Hide Description |


http://www.heatleys.com.au/

Heatleys Australia operations

Ll
S

Our largest customer and service markets are currently Western Australia & South Augir

(remers) 1sG

8 branch/office locations
10,000 sgm of

NS
< < <<

142 Employees

27 independent service

0
) partner trade stores
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A lookinside of aHeatleys trade store and;DC

iy

INSIDE OUR OPERATIONS




The Industrial Supply Group supplies quality industrial
products to all facets of Australian industry. Supported by
major industrial manufacturers of power tools, hand tools,
abrasives, and safety products.

ISG is a coalition of major independent industrial supply
companies servicing customers Australia wide with the proven capacity to
service national accounts.

INDUSTRIAL SUPPLY GROUP.

View Catalogue

VISIT ISG MEMBERS WEBSITES FOR THEIR E-COMMERCE
CATALOGUES

HOME MEM

Our locations in

ISG INDUSTRIAL CATALOGUE

ISG Industrial Catalogue
Download Catalogue as a POF - 140MB

ISG CATALOGUE

View catalogue product sections online



https://www.isgaus.com.au/

WHERETOBUY  PHONE: 0800 8550 550

Bisley

WORKWEAR!

*

55 trade stores
in the UK will
range Bisley

BiSIey | ‘ S Workwear

WORKWEAR

NEW WORKWEAR SAFETYWEAR  FLEX & MOVE™ STOCKISTS ABOUT BISLEY  CONTACT

BISLEY WORKWEAR : BUY APPAREL - BISLEY WORK WEAR - WEST BERKSHIRE (RG17 71J) - 50 LOCATIONS
FEATURED PRODUCTS

BUY APPAREL - BISLEY WORK WEAR

‘ ?~ LOCATIONS
{ “ BISLEY STOCKIST LOCATOR

Enter Your Postcode: RG17 71/ Limit Results: | 50 ¢\m

UTS BELL TOOLS -FILTON
UKJB928 UKPC6333 UKS6133 UKJ6944 UKK6220 84-86 FILTON ROAD M
Puffer Jacket Cargo Flex & Flex & Move™ Flex & Move™ Flex & Move™ BRISTOL, ENGLAND, BST OPD ap
w/Adjustable Move™ Stretch Mechanical Long Contrast Puffer Cotton Hoodie Tee PH: 1179690288
Hood Oxford Utility Zip with Sleeve Shirt Fleece Hoodie Long Sleeve Shirt . visit stort
L/Sleeve Knee Pockets 145GSM Distance: 71.3km vsitsiore

Trouser = Aberdeen
UTS BELL TOOLS -BEDMINSTER | AND a
View Product View Product View Product View Product View Product 311 ST JOHNS LANE £

BRISTOL, ENGLAND, BS3 5AZ
PH: 0117 9638333
Distance: 72.4km visit store

ra

Satellite

sl Bisley

Blsley

WORRWEAR"

North Sea

UTS DHS FERNDOWN Edingurgh
2 TELFORD ROAD, FERNDOWN

Sample of other range arriving in the UK INDUSTRIAL ESTATE Rosory

WIMBORNE, ENGLAND, BH1 7QL

UTS DHS HAVANT
10A SOLENT TRADE PARK,
SOLENT ROAD
HAVANT, ENGLAND, POS 1JH
PH: 02392 269413
Distance: 78.7km visit slore Dublin
tlway
MILES HARDWARE °l reland
18 OXFORD ROAD, PEN MILL
TRADING ESTATE =ik
YEOVIL, ENGLAND, BA21 5HR
PH: 01935 421281
Distance: 93.7km visitstore | o
o

\%

PH: 01202 871358
Distance: 77.8km visit store
\ i
a |
:

um VEAR'

AIW KEY CENTRE

AISECOME WAY

WESTON-SUPER-MARE,

ENGLAND, BS22 BNA Socle
PH: 01934 614399

um. B|5|

Man tta 82019 GecBasis OEIEKG (87008). Google nst. Geogr. Nacional Terms of se



http://www.bsabrands.co.uk/

Official Launch in the UKMay 2019

Roadshow May19
to 48 new customers

Bristol
Birmingham
Manchester
Edinburgh
London

(Lto R James Cartwright, Jo Dalton, Jessica McGibbon, Adam Sherwood,
David Gazal, Mike Arnold, Toni Westlake, Luke Cruskall, Jo Dyson)
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Our Africa service proposition

Integrated with an international supply chain network supported by incountry dlstrlbuton.

« Internal Purchasing TeamT
« Account Management

- Supplier Management ‘
- Distribution Centre

MARKET OFFERING

]

Source
Consolidate
Warehouse

Order fulfillment

Deliver

Manage and Report

o T I> I To To

Supported by

Incountry distributors
Network business partners
Consolidation hubs

Stock held in regional locations ‘

&) Johannesburg

o T T I> I

Stock replenished ex primary distribution centres . Supplier Management

+ Account Management
+ Distribution Centre

| - Internal Purchasing Team

- Internal Purchasing Team
« Account Management

« Supplier Management

+ Distribution Centre

—

Our Products and Services ﬁ .
1 [

& ¢ g oy

Healthcare Workplace ~ Consumer
Consumables Supplies Goods

Safety / PPE Industrial

Products Products Supply Chain Solutions
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Ex Chinalirectdistribution

Simplified supply model from manufacturers and suppliers

Sourcing principals from Manufacturers and Suppliers

A Products are sourced from 19 countries across some 2,000 suppliers to meet customer
needs. Our key supplier business partners is 132.

A Proprietary Products are sourced from factories in Asia (mostly China)

A Distributed Brands and Bespoke Brands under formal agreement are either collected ex
factory (ie; China) or supplied direct from factory to our distribution centres in Australia,
UK or delivered direct ex factory to our distributor's facilities.

A Bisley, ISG and Heatleys have direct factory manufacturing relationships in China. All
companies engage external independent quality control partners to ensure compliance
with product certification.

A Product development teams and Category Managers work closely with manufacturers and

factories on the development of Proprietary and Bespoke ranges, standards compliance
and quality testing.

A The product development team of industrial and graphic designers undertake the design,
development and contract manufacture for Proprietary and Bespoke Brands i a process
that includes style guides, range planning, industrial design, sourcing and supply chain.

A The product development team and category managers also works closely with vendor
suppliers to ensure brand representation is aligned to brand values.

A All businesses have additional purchasing specialist teams to source and procure product

from Brand partners locally, regionally and globally.

A The requirement for the Group to hold stock in its own distribution centres and branch
trade store locations are subject to meeting various market and customer requirements,
repeat sales performance, lead times and internal stock turn criteria.
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Full Year Presentation FY19
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