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Disclaimer (1/3)

THIS PRESENTATION AND ITS CONTENTS ARE STRICTLY CONFIDENTIAL AND ARE NOT FOR RELEASE, PUBLICATION OR DISTRIBUTION, IN WHOLE OR IN PART, DIRECTLY OR INDIRECTLY, IN OR INTO OR FROM THE UNITED STATES OF AMERICA (INCLUDING ITS
TERRITORIES AND POSSESSIONS, ANY STATE OF THE UNITED STATES AND THE DISTRICT OF COLUMBIA) (THE “UNITED STATES”) (EXCEPT TO QUALIFIED INSTITUTIONAL BUYERS AS DEFINED IN RULE 144A UNDER THE SECURITIES ACT), AUSTRALIA, CANADA,
JAPAN, THE REPUBLIC OF SOUTH AFRICA ("SOUTH AFRICA”) OR ANY OTHER JURISDICTION OR TO ANY OTHER PERSON WHERE TO DO SO MIGHT CONSTITUTE A VIOLATION OF ANY RELEVANT LAWS OR REGULATIONS. THIS PRESENTATION IS NOT AN OFFER
OR AN INVITATION TO BUY OR SELL SECURITIES. PERSONS INTO WHOSE POSSESSION THIS PRESENTATION COMES SHOULD INFORM THEMSELVES ABOUT, AND OBSERVE, ANY SUCH RESTRICTIONS. BY ATTENDING THE MEETING WHERE THIS PRESENTATION
15 MADE, OR BY READING THE PRESENTATION SLIDES, OR BY OTHERWISE ACCEPTING THIS PRESENTATION, YOU AGREE TO BE BOUND BY THE FOLLOWING CONDITIONS.

IMPORTANT: Please read the following before continuing. The following applies to this document, which has been prepared by Channel VAS Investments Limited (the “Company”) solely for discussion and feedback purposes in relation to the Company
and its subsidiaries (together, the “Group”), fo the oral presentation of the information in this document by members of the Company’s management and to any question-and-answer session that follows the oral presentation (collectively, the
“Information”), each of which should be considered together and not taken out of context.

The Information is strictly confidential, is in summary draft form, is solely for discussion and feedback purposes and must not be relied upon for any purpose. It does not purport to contain all information required to evaluate the Company or the Group
and/or their financial positions. The Information does nat constifute a recommendation regarding any loans or securities of the Company or any other member of the Group.

The Information must not be disclosed, taken away, reproduced, redistributed, copied or passed on, directly or indirectly, to any other person or published or used in whole or in part, for any purpose or under any circumstances. By accepting to attend
the presentation to which the Information relates and access the Information, you agree that you will not distribute, disclose or provide any Information o any other person and you agree to be bound by the provisions herein. Failure to comply with
these restrictions may constifute a violation of applicable securities laws.

This document is not, and should not be construed as, a prospectus or offering document, and has not been reviewed or approved by any regulatory or supervisory authority. The Information does not constitute or form part of, and should not be
construed as an offer for sale or subscription of or a solicitation or invitation of any offer to subscribe for or purchase any loans or securities of the Company or any other member of the Group, or any other entity in any jurisdiction, and nothing confained
therein shall form the basis of or be relied on in connection with any contract or commitment whatsoever, in particular, it must not be used in making any investment decision.

No representation, warranty or undertaking, express or implied, is made by the Company, or any of the Company’s affiliates or any of its directors, officers, employees or agents (“Representatives”) or any other person as to, and no reliance should be
placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein or any other statement made or purported to be made in connection with the Company or the Group, for any purpose whatsoever,
including but not limited to any investment considerations. No respansibility, obligation or liability whatsoever, whether arising in tort, contract or otherwise, is or will be accepted by the Company or any of its Representatives or any other person for any
loss, cost or damage howsoever arising from any use of the Infarmation, or for information or opinions or for any errars, omissions or misstatements contained therein or otherwise arising in connection therewith.

The Information is subject to updating, revision, amendment, verification, correction, completion and change without natice. In providing access to the Information, none of the Company or any of its Representatives or any other person undertakes any
obligation to provide the attendee or recipient with access to any additional information or to update the Information or to correct any inaccuracies in any such Information, including any financial dafa or forward-looking statements. The Information
should be considered in the context of the circumstances prevailing at the time and has not been, and will not be, updated to reflect material developments which may occur after the date thereof. None of the Representatives have independently verified
any of the Information.

The Company has not decided whether to proceed with a transaction. Such a decision would be taken only after assessing a number of criteria, including feedback and prevailing market canditions. No orders are being taken at this time. Orders could only
be placed and accepted during a formal offering period and only after a prospectus or offering circular had been made available. Any decision o purchase ordinary shares in any offering should be made solely on the basis of information contained in any
prospectus or offering circular that may be published by the Company in final form (together with any supplementary prospectus, if relevant, related to such prospectus) in relation to any proposed offering and which would supersede the Information in
its entirety. If published, any such prospectus or offering circular would include a description of risk factors in relation to an investment in the Company. You should conduct your own independent analysis of all relevant data provided in any prospectus
or offering circular and you are advised to obtain independent expert advice as to the legal, tax, accounting, financial, credit and other related aspects before making any investment decision.
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Disclaimer (2/3)

Certain numbers in the Information are unaudited and may be based on internal Company records and it is intended that cerfain of these numbers will be subject o further review in due course. Once they have been reviewed such numbers may be
amended and the final numbers may differ from those set out in the Information. Until such fime as that review is complete and any final numbers are published, no reliance shall be placed on, and no person shall be liable in any way in respect of, such
numbers. The Information may constitute or include forward-looking statements. Forward-looking statements are statements that are not historical facts and may be identified by words such as “plans”, “targets”, “aims”, “believes”, “expects”,
“anticipates”, “intends”, “estimates”, “will”, “may”, “confinues”, “should” and similar expressions. These forward-looking statements reflect, at the time made, the Company’s beliefs, intentions and current targets/aims concerning, among other things,
the Company’s or the Group’s results of operations, financial condition, liquidity, prospects, growth and strategies. Forward- looking statements include statements regarding: objectives, goals, strategies, outlook and growth prospects; future plans,
events or performance and potential for future growth; liquidity, capital resources and capital expenditures; economic outlook and industry trends; developments in the Company’s or the Group’s markets; the impact of requlatory initiatives; and the
strength of the Company’s or any other member of the Group’s competitors. Forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances that may or may not occur in the future. The forward-
looking statements in the Information are based upon various assumptions, many of which are based, in turn, upon further assumptions, including without limitation, management’s examination of historical operating trends, data contained in the
Company’s records (and those of other members of the Group) and other data available from third parties. Although the Company believes that these assumptions were reasonable when made, these assumptions are inherently subject to significant
known and unknown risks, uncerfainties, contingencies and other important factors which are difficult or impossible to predict and are beyond its control. Forward-looking statements are not guarantees of future performance and such risks,
uncertainties, contingencies and other important factors could cause the actual outcomes and the results of operations, financial condition and liquidity of the Company and other members of the Group or the industry to differ materially from those
results expressed or implied in the Information by such forward-looking statements. In addition, even if the Company’s results of operations, financial condition, liquidity, and the development of the Company and other members of the Group or the
industry are consistent with the forward-looking statements contfained in this Information, those results or developments may not be indicative of results or developments in subsequent periods. No representation or warranty is made that any of these
forward-looking statements or forecasts will come to pass or that any forecast result will be achieved. Undue influence should not be given to, and no reliance should be placed on, any forward-looking statement. No statement in the Information is
intended to be nor may be construed as a profit forecast.

To the extent available, the industry, market and competitive position data contained in the Information come from official or third party sources. Third party industry publications, studies and surveys generally state that the data contained therein have
been obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data. While the Company believes that each of these publications, studies and surveys has been prepared by a reputable source,
none of the Company nor any of its Representatives has independently verified the data contained therein. In addition, certain of the industry, market and competitive position data contained in the Information come from the Company’s own internal
research and estimates based on the knowledge and experience of the Company’s management in the markets in which it and the other members of the Group operate. While the Company believes that such research and estimates are reasonable, they,
and their underlying methodology and assumptions, have not been verified by any independent source for accuracy or completeness and are subject to change and correction without notice. Accordingly, reliance should not be placed on any of the
industry, market or competitive position data contained in the Information.

The Company does not expect or intend to register any securities that it may offer under the U.S. Securities Act of 1933, as amended (the “Securities Act”), or to conduct a public offering of any securities in the US and the securities of the Company have
not been and will not be registered under the Securities Act and any such securities may not be offered or sold in the United States absent registration under that Act or an available exemption from it. Any public offering of such securities in the United
States would require the publication of a prospectus by the Company containing detailed information about the Company and its management, as well as the Company’s financial statements. Neither this document nor any copy of it may be taken or
transmitted into the United States (except to a limited number of qualified institutional buyers as defined in Rule 144A under the Securities Act), Australia, Canada, South Africa or Japan or to any securities analyst or other person in any of those
jurisdictions. Any failure to comply with these restrictions may constitute a violation of United States, Canadian, Australian, South African or Japanese securities laws. This document is also not for publication, release or distribution in any other
jurisdiction where to do so would constitute a violation of the relevant laws of such jurisdiction nor should it be taken or transmitted into such jurisdiction and persons into whose passession this document comes should inform themselves about and
observe any such restrictions.

The Information is only addressed to and directed at: (a) persons in member states of the European Economic Area (each a “Relevant State”) who are “qualified investors” within the meaning of Article 2(e) of the Prospectus Regulation (Regulation (EU)
2017/1129) (the "EU Prospectus Regulation"), as amended and (b) persons in the United Kingdom who are "gualified investors" within the meaning Article 2(e) of the EU Prospectus Regulation, as it forms part of domestic law by virtue of the European
Union (Withdrawal) Act 2018), as amended (“Qualified Investors”). In addition, in the United Kingdom, the Information is being distributed only to, and is directed only at, Qualified Investors who are persans (i) having professional experience in matters
relating to investments falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the “Order”) (i) falling within Article 49(2)(a) to (d) of the Order, or (iii) to whom it may otherwise lawfully be
communicated (all such persons together being referred to as “Relevant Persons”). The Information must not be acted on or relied on (i) in the United Kingdom, by persons who are not Relevant Persons, and (i) in any Relevant State, by persons who are
not Qualified Investars. Any investment or investment activity fo which the Information relates is available only to or will be engaged in only with, (i) Relevant Persons in the United Kingdom, and (i) Qualified Investors in any Relevant State.
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Disclaimer (3/3)

The Information is only addressed to and directed at persons in South Africa who fall within the exemptions set out in sections 96(1)(a) or 96(1)(b) of the South African Companies Act, 2008.

Access to the Information is being given in connection with a proposed meeting with the Company. By attending such meeting and/or accessing or reading a copy of the Information you agree to be bound by the faregoing limitations and canditions and,
in particular, will be taken to have represented, warranted and underfaken that (i) you have read, accept and agree to comply with the confents of this notice and (i) (A) if in a Relevant Stafe you are a Qualified Investor; (B) if in the United Kingdom you
are a Relevant Person; (C) if in the United States, you are a qualified institutional buyer as defined in Rule 144A under the Securities Act; (D) if in South Africa, you fall within the exemptions set out in sections 96(1)(a) or 96(1)(b) of the South African
Companies Act, 2008, or (E) irrespective of where you are resident or incorporated, you are an insfitution that is permitted within your home jurisdiction and in the jurisdiction in which you are accessing the Information, under applicable law and
regulation, to access the Information.
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Today’s Presenter

Bassim Haidar
Founder and Chairman

Founded Optasia in 2012

Over 30 years of experience in various sectors of the African market; also appointed to Amnesty
International’s Global Council

Founded Channel IT in 2003 to cater and provide supplies and services to the telecom industry in Nigeria.
Today, the company plays a major role in infrastructure and services in Africa and the Middle East

Co-founded Intercomm Ltd. in 1991 and GMT (leading integrated procurement, finance and logistics
provider in West Africa) in 1995
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A Global Fintech Company with a Vision to Build Financial Inclusion for All

Financial

Fully-integrated B2B2X" financial fechnology platform -
WHO WE ly-integ. 9y p Customers Insitutions

ARE innovating across scoring, financial decisioning, disbursement
and collection

Leverage our Al-led end-tfo-end proprietary fechnology fo Oata and A\ Engine

OUR VISION help our partners, grow our nefwork and provide
comprehensive financial access fo refail and SME customers

Distribution
Partners

Note: (1) B2B2X refers o Business-To-Business-To-Customers and SMEs o PTN s IN | 6



1. Market Overview
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Optasia Highlights - Innovation and Highly Profitable Growth

————- Unique Value Proposition -——-—

Large and Powerful B2B2X / Opftasia 1s well positioned fo pursue a massive \
Expanding TAM Model untapped opportunity

I |
I I
I I
I I
: “ Strong network of distribution partners and global outreach :
I I
I I
Scalable Network Robust and Repeatable : ° Large accessible customer base of 900m-+ network members(! :
Effects Drivers of Expansion I I
I I
: c $20bn+ lending fo date® and growing focus on micro-lending :
1 business |
I I
: : ) : |
leferentglé’r](:g EArI1 l}ﬁg gtgru’l?hProfltable I 12+ years of fransactional data and and 58bn+ credit :
Y : c decisions delivered® I
I
I I
: G Integrated technology stack providing strong lever for successful :
1 product innovation and cross-sell |
I I
End-to-End Experienced Management I I
Digital UX Innovating Growth '\ G Barriers to entry secured by global patents ,'
\\ //
~ ~ e e e e e e e o _ 7’
_ =N\
Source: Company information, GSMA o PTI\S | I\ | 8

U] As of January 2025 (source: GSMA)
() Between 2016 and 2024



Optasia Sits at the Center of Long-Term Partnerships Meeting the Needs of 900m+ People

Optasia’s algorithms, integrated within their distribution partners’
' ' ituti o . Y Distribution Partners
Partner Financial Insfifufions systems, provide access for the financial institutions to the

distribution partners’ underserved network members
520bn+ 50

Distribution partners®

=\
58bn+ OPTANSIN 60+

Dafa and Al Engine

Total distributed value®

Credit decisions delivered®

5380m+

®
Monthly distributed value©

Airtime Micro Dafa

) Advance Financing ~ Monetization )
oaccess [ Fcobank 2 irtel @ liss | D

Deployments®

40

Countries with 10 offices®

mobily

-\ by,
@Is ZJSBANK  Gaan

CAPITAL mashreq

Oman

0 vodacom

o vodapay ECO{)BHS
UBAM 9 standard Bank 9 O D M+ ] 2 0 M+ ]S BANK MoMo

MTH

Jloc zrewer @)

& o & FRMB Underserved Population
o

Microfinance Bank qutB__ank

(]
i &) (6)
ggyesam""““ ‘7 Accessible network members Current Customers @ Standard Bank Interswitch
ZENITH )
\ )
Saurces: Company information, GSMA Intelligence (4) Active deployments refers to deployments with signed contracts as of December 2024 ‘7\
Notes: (5) Countries as of December 2024 OPTN s IN | 9
(U] Between 2016 and 2024 6) FY 2024 mobile connections of Network Operator and Financial Institution Partners
@) December 2024 distributed value 7 Monthly unique users as of December 2024

B3) Distributions partners with deployments live in markets as of December 2024



Emerging Markets Exposure Now Diversified Across 5 Regions and 40 Individual Markets

Geographical Footprint and Increasing Currency Diversification

22 Countries in Africa 8 Countries inAsia 6 Countries in the Middle East 3 Countries in Europe 1 Country in LatAm

FY24 Revenue by

Country

South

Africa
Nigeria
e, DRC
. . . DL Pakistan
Nigeria defined Optasia’s historic exposure
to currency risk. Nigeria’s contribution has 7% Uganda
decreased from ~50% in 2019A to ~15% in :
FY2024U (~ 12% in December 2024). Strong w
growth continues to dilute the Nigerian
39% Others

Nigerian Naira devaluation, Optasia
delivered a 2019-24 USD Revenue CAGR of
~18% and, despite COVID grew in USD terms
each year

{ Top5countries:60% |
|
I Top5 Customers: 53% :

——— e ————————

I
I

I

I

I

I

I

I

. . . I
contribution to revenues. Despite the 1
I

I

I

I

I

I

I

I

o\
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Saurce: Company infarmation
Notes: Revenue represents revenue fram ACS, MFS and Data Monetization segments
(U] Includes data monetization



Increasing Revenue Diversification Across Regions and Products

2019A Revenue Split 2024U Revenue Split

| | | | South Africa
1 AG | A
I 98.8% : . I 55.0% [
L — — J Nigeria L — — J Nigeria
| | | 1
I MFS | I MFS(I) I DRC
| 1% | A0 |
Pakistan
| R | | |
— o — . —— 6.7% Uganda
I T0p5 I South Africa I T0p5 _\I
| Countries I Countries
| 831% : Ghana — | 60.6% :
| Tops 49%  Bangladesh I Tops
[ % " I 39.4%
| Customers | Saudi Arabia I Customers | Others
I 82.5% I 52.8%
- e o | 16.9% Others P |
AN / K j

Source: Company information
Note: Revenue represents revenue fram ACS, MFS and Data Monetization segments OPTAN s IN | 1
(U] Includes data monetization



2. Product Capability
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Delivering Growth via Innovation Across a Suite of Credit and Data Monetization Solutions

55%
FY24
revenues

Airtime Advance
Solutions (ACS)

Airtime, data and package (bundle) advance solutions
for subscribers of MNOs

Flexible go-to-market solutions powered by Optasia’s
proprietary Al-led technology platform that delivers
real-time affordability assessment

Offered to distribution partners on an Opex/Capex free
basis

Provided via 5 channels: Wallets, USSD, SMS, App and
IVRO)

N\

“ATR/N “ATRN
Time Byte
Airtime Advance Data Advance
“ATRN
Bundle

Bundle (Airtime + Data) Advance

J

Source:
Nofe:
U]

Company information

USSD stands for unstructured supplementary service data; IVR stands for interactive voice response

44%
FY24
revenues

Micro-lending solutions delivered through distribution
partners (mobile wallet operators, payment gateways,
super apps, digital banks)

Streamlined offering of micro-lending products in a
digital first, high velocity model (small ticket size, high
convenience, fast solutions)

V' (Cost-effective lending model delivered by Optasia’s Al-
led, cutting-edge credit decision engine
v Complemented by a growing number of fully
customisable products
“ATRN “ATRN\ “ATRN
Cash Fone Pay
Micro-Lending Device Financing Buy-Now Pay-Later
“KATRAN TKTRN
Balance Float
Overdraft Facility Overdraft Facility for
Merchants/Agents

1%
FY24
revenues

Other Data Monetization
Innovation

Turn-key product-as-a-service solutions for mabile
network operators to leverage on their data and creafe
new revenue streams

Elastic solution for all mabile network operators sizes,
deployed on-site and capable fo collect and digest data
from disparate sources

Scalable real-time processing engine that infuses
machine learning powered intelligence info the data
workflow

~ATRN TKTRAN

Call Buy
Voice events Selling value
monetization not products
T-Score ? LTI}uIr\e

Credit Score-as-a-Service Enabling micro

insurance

J

c?\
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Airtime Credit Solutions (c.55% of Revenues in 2024U) - In Detall

Product Description Revenue Model

Product lllustrative
transactions

= Providing a pre-paid mobile subscriber talk- time loan / data OPT/N s IN
loan when the subscriber runs out of pre-paid credit -
enabling airtime as a payments method
51.05 3325 3,172
Opportunity Statement (Airfime + 2,829
= 3bn+ pre-paid mobile subscribers face the problem of not Fee)
having immediate access to top-up opportunities for their
mobile phone, for multiple reasons (delayed income, remote
areas with no access to agents) $1.00 (( ))
= Through partnerships with MNOs, Optasia maximizes (Airtime ‘ 2022A 2023A 2024U
penetration to this underbanked population with zero cost Advances) > Average USD/ Naira > Naira% of advances

of risk to the majority of MNOs

= Providing an Al-led solution for the lack of data for credit
evaluation leading to minimal default rates

$1.10 (Top- CAGR:16%
Growth for the product Up) /,:61

. . 3,809

= Growth through organic expansion and M&A 3325
= Expansion of enhanced lending solutions for new products

(e.g. Special Tariff Voucher solutions) in conjunction with

MNQs
= Enhanced credit decisioning models, increases eligibility and

distribution while maintaining defaults

2022A 2023A 2024V

Source: Company information >

1 Constant currency advances rebased to 2022A average FX (if a specific deployment was launched in a later year, the average FX of the contract’s start year is applied). Minor differences, if any between reported results (due to FX impact and other reconciliation items) are cansidered at reported values. FX rafes used for o P TI\ s I I\ | ]4
each metric represent a time-weighted annual average



Micro Financing Solutions (c.44% of Revenues in 2024U) - In Defall

Product Description Revenue Model

Product

= Micro-financing solutions delivered to consumers and SMEs
through distribution partners (mobile wallet operators,
payment gateways, super apps, digital banks)

Opportunity Statement

= High number of underhanked people with limited access to
the formal banking and lending products

= No/limited credit bureau coverage in Optasia’s markets with
lack of relevant and convenient solutions for lending

= Using novel data, Al and Machine Learning - Optasia
develops models and conducts affordability assessments
despite a lack of credit files

= High frequency convenient styled micro loans cannot be
provided by banking sector as its uneconomical due to
traditional acquisition methods

Growth for the product

= Growth from existing and new MFS deployments to
continue, supported by the strong 2024 foundation

= Enhanced credit models, loan limits and products as
customer adoption increases, lending needs mature

= Xtracash (for merchants and agents)

o\
OPTANSIN

-— > Credit Decision
Provider
Data
Performance

MNO / Wallet
Provider

Merchants

Supply Side

~
~ -
——————————

Profile
Data

MNO / Wallet

Customers
Demand Side

( Revenue Streams

Setup fee

Cost of timing

Source: Company information

A
oY
346
212
2022A 2023A 20240

2022A 2023A 2024U

1 Constant currency advances rebased to 2022A average FX (if a specific deployment was launched in a later year, the average FX of the contract’s start year is applied). Minor differences, if any between reported results (due to FX impact and other reconciliation items) are cansidered at reported values. FX rafes used for o P TI\ s I I\ | ]5

each metric represent a time-weighted annual average



As the Tech Enabler, Optasia is Not Directly Subject to TelCo or Banking Regulations

Regulator Regulatory Subject Implications

= QOptasia: required compliance with dafa privacy and security regulations

Airtime Telecom Mobile Network
Advance authorities Operators = Ecosystem: limited impact / risk as telecom regulation is already fully developed / mature

_ Central banks Wallet operators and = QOptasia: required compliance with data privacy and security regulations
Mobile [ ministries of lending institutions
Money finance = Ecosystem: positive outlook as governments are seeking financial inclusion and see MoMo as a
(MoMo) key enabler

Source: Company information o P TI\ S I ,\ | 16



Credit Decisioning, Risk Management and Funding

+ Optasia utilizes over 5,000 data elements (including 12+ years of transactional data), which generate 100k features per individual user processed through its Al-Led Data
Engine (100+ analytics and quantitative models).

« Optasia delivers 30m+ individual credit decisions per day (5380m-+ per manth())

Al-LED CREDIT « Through these risk models, the Optasia risk team dynamically manages risk by adjusting risk appetite and extension of credit via partners, optimizing the net revenue and
DECISIONING AND profitability of each deployment in each country (whilst maintaining responsible lending practices)

DYNAMICRISK « Loans have low individual values and are short-term and are originated across 40 countries and 120m+ average monthly customers®@, delivering inherent risk
MANAGEMENT diversification

« ACS average ticket size®: c. $0.25; MFS average ticket size®: c. $5

« If, for any reason, the risk associated with a particular deployment or country rises, Optasia can quickly reduce or pause lending. Further, due to the short-term nature of
the loans, exposure would be reduced very rapidly

* Loans are funded by Optasia’s partners who are the lenders on record
* For ACS: the MNO / Distribution Partner

» For MFS: the Financial Partners
FUNDING

AND * Under most agreements with distribution partners, Optasia effectively assumes first loss on defaults with strong coverage ratios (the revenue take over defaults) providing
robust and tested downside protection across a highly diversified loan pool

PARTNERS

* For ACS: 0.7% 2024 default rate on advances vs. 3.0% take rate , implying a 4.3x cover ratio
* For MFS: 1.4% 2024 default rate® on distributed loans vs. 6.9% take rate, implying a 4.9x cover ratio

* QOptasia provides bank guarantees against the funded pool to most of its distribution partners

Source: Company information (4) Represents defaults attributable to Optasia divided by distributed value for MFS products. In the case of MFS, There are two main contract
U] As of December 2024 types between Optasia and MNOs (specific contract terms are negotiated with each MNO): Fees Model (in which the defaults risk is 100% | 17
@) As of December 2024 borne by Optasia) and Prafit Share Model (in which the default risk is shared between MNO and Optasia - % based on share of the o P TI\ s I I\

@) FY 2024 average ticket size per transaction commercials agreed between MNO and Optasia)



3. Data Flows, Scoring & Decisioning
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Diverse Data Sources Generate 100k+ Data Points per Applicant, Driving Our Al Engine

Unstructured Data

Top-ups Advances
Bundles Recoveries

Registration Status
Date of Birth

Bills
Bill Payments
Gender

Hybrid Payments

call Transactions
SMS Loans
Data Usage Loan Repayments
VAS Usage( Balance
Account TrBans;E’rions Wi-Ei vs Mobile
—_— ank Loans Device Identity
ank Loan Repayments Location
Payment Gateway
SMS Contacts
Installed Apps  Calendar
Over 5k Data elemenfs.... ...generate 100k features/person...
Source: Company information

Notes:
(U] Value-added-service usage

High-Frequency Strengthened
Al Flywheel

Al profiling
engine

More training
data

Outstanding
prediction
mode/

Al Credit Propensity
Decisioning maodels

Risk models Fraud models

Champions vs Challenger Al Evolution

Credit Decision

v’ (Credit Score

[

p— —
—
e
e

v" Credit Limit

...processed by 100+ Al powered analytics and guantifative models...

0\
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A Data-Led Approach to Responsible Lending and Robust Risk Management

Optimize Cumulative Net Revenues Case Studies

« (Credit limit optimization allows Optasia to seek the optimal Net Revenue profile, Customers doing high value airtime Customers receiving maney (P2P
balancing fees vs defaults recharges are 60% less likely fo transfers) from creditworthy wallet
, _ _ _ _ , have amount overdue on a cash users are 25% less likely fo have
* The process is system-driven, real time and dynamic, allowing Optasia fo react to loan® S Tl

any changes or evolution of behavior

« Credit risk and maximum exposure is intrinsically low given the diversification of

Optasia and ifs Partners’ exposure Deployment Example

= Solved for ability to pay through the use of alternative data fo drive down default rate

= Solved for willingness to pay through studying behavioral dafa over fime resulting in ~35x

Fees growth in advances whilst managing default risk
,*"'HEF‘ 1
-'-‘F I
- I
~==" Optimal !
-F"J, - ,‘
f
H £
Default
,
#
)
¥
Met Revenues
__________________ 2020A 2021A 2022A 2023A 2024U
sk I Total Advanced Amount (Sm) ‘ Annual Defaults®
o\
Source: Company information OPTNSIN | 20

Notes: Default rates as a % of advances
(U] Findings from data analysis conducted for one of Optasia’s deployments
(2 Default rates across all contract types in 2020A of 0.3%, 2021A of 0.4%, 2022A of 0.6%, 2023A of 0.7% and 2024U of 0.9%



4. Historical Financial Performance
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Continuously Improving Metrics Coupled with Solid and Controlled Operational Deployment Drive Attractive

Profitable High-Growth Financial Profile

The figures below are shown on a reported basis, considering local currency devaluation

74% of the difference in reported versus consiant currency 2024U revenue is affribufable fo the devaluation of the Naira, while the fap 3

(in sM)

1%

22A - 244 (AGR

124

currencies account for 90% of this difference

Revenue . . EBITDA (post-FX) °
(in sM)
D l 51% =
24A Margin

129 65

59

2022A

Source: Company information
Note: 2022, 2023 figures represent historical fi

2023A 2024U 2022A 2023A 2024U

o\
OPTNSIN |22

inancial results, 2024 figures represent unaudited results



Continuously Improving Metrics Coupled with Solid and Controlled Operational Deployment Drive Attractive

Profitable High-Growth Financial Profile

The figures below are shown on a consiant currency basist?, reflecting the strong underlying performance

. Revenue ° . EBITDA (post-FX) °

fin sh) GA3%) (in 5M) D)
135
22A - 24A (AGR 158 24A Margin
87
2022A 2023A 2024U 2022A 2023A 2024U

Source: Company information

Note: 2022, 2023 figures represent historical financial results, 2024 figures represent unaudited results

1) Constant currency revenues and defaults rebased to 2022A average FX (if a specific deployment was launched in a later year, the average FX of the contract’s start year is applied). Minor differences, if any between reported results (due to FX impact and other reconciliation items) are considered at reported values. | 23

FX rates used for each metric represent a time-weighted annual average. For EBITDA estimates, constant currency Other Direct Costs estimated by pro-rating against constant currency advances; no FX impact assumed on operating expenses; net FX loss considered to be same as reported in 2023 and 2024 on the o P TI\ s I I\

assumption that spread on conversion will be the same



Step Up in LTM Performance with FX Losses Absorbed and a Trajectory Shift Driven by Growth in the Micro-

Lending Business

. Revenue ° . EBITDA (post-FX) o

(in 5M) (in 5M)
<>
84

81
159
152 78
LTM Dec 2024 LTM Jan 2025 LTM Feb 2025 LTM Dec 2024 LTMJan 2025 LTM Feb 2025
o\
Source : Company information O PTI\ S I I\ | 24

Note: 2024 figures represent unaudited results. Jan 2025 based on Management Accounts. Feh 2025 is based on flash numbers (actual Feb 2025 numbers could vary by +/-5%)



5. ESG Credentials

o\
OPTANSIN



Impact: Essential Customer Needs Addressed

LIVING IN RURAL AREA SELF EMPLOYED - SEEKING TO LAUNCH OWN COMPANY SELF EMPLOYED - MERCHANT STORE
ACTIVE MOBILE WALLET USER, NO BANK ACCOUNT ACTIVE MOBILE WALLET USER, NO BANK ACCOUNT ACTIVE MOBILE WALLET USER, NO BANK ACCOUNT

; . |
Short-term Loan fo Finance Medication Weekly Loans to Purchase Goods for Resale | Facility to Bulk Purchase Airtime for Resale

“ATRN\ “ATRN “ATRN\

Cash Balance Float

. .
Source: Company information o P TI\ S I ,\ | 26

Note: Individuals are not customers of Optasia and are shown for illustrative purposes only



Low Default Rates Though a Responsible Lending Practice

K |
E’g ESR®M champion

MNQOs / Financial Institutions

For the Community

Risks of Microlending S |
Insufficient oversight pracess of high FaIImg victim of prgdaTorg qud|ng
transaction volume leading to increased pracfices from providers seeking to
risk of financial and reputational N take advantage of cansumers’ low
level of financial literacy

damage

OPTNSIN

Mission: Provide underbanked population access to financial services
that are relevant, affordable and sustainable

v" Digital delivery of services ensuring full impartiality and immunity to potential biases
(cultural, gender etc.) and fair treatment of all customers

v" Agile platform driven by Al-led underwriting engine gives instant credit
decisioning at individual level vs. at portfolio level

V" Equal access of all mobile users regardless of whether customer is based outside Default rates(2:
traditional centres of wealth 0.7% (ACS) &

v Loans advances in eligible customers’ mobile wallets, creating a digital footprint 3.9% (MFS)
that minimises fraud risk and fransactional costs

v"Increasing financial inclusivity: 37%0® of users are female

Optasia 2024U
PAT / Advances:
1.17%

Source: Company information

Notes: o\

(U] Environmental and social responsibility O P TI\ S I I\ | 27
@) Default rates for 2024U, ACS is referring to Airtime Credit Solutions, MFS is referring to Micro Financing Solutions

@) Based on Mobile Money 2022 data in Zambia
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