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Aussie Broadband acknowledges Aboriginal and
Torres Strait Islanders as the First Australians, and
their role as the original communicators,
connectors, and carers of the land and waters
across Australia. We pay our respects to Elders
past and present.

We commit to working respectfully to honour
ongoing cultural and spiritual connections
between the Traditional Owners and this country,
and to building an inclusive Australia together.



Important notice and disclaimer

This presentation is for information purposes only and it is not financial product or
investment advice. The presentation is not intended to be comprehensive or provide
all information required by investors to make an informed decision on any investment
in Aussie Broadband Limited ACN 132 090 192 (Company). In preparing this
presentation, the Company did not take into account the investment objectives,
financial situation, or particular needs of any particular reader.

Readers should obtain their own investment, legal, and tax advice before taking any
action on any information dealt with in the presentation.

While this presentation is based on information from sources that are considered
reliable, no representation or warranty, express or implied, is made or given by or on
behalf of the Company, any of its directors, or any other person about the accuracy,

completeness, or fairness of the information or opinions contained in this presentation.

No responsibility or liability is accepted by any of them for that information or those
opinions or for any errors, omissions, misstatements (negligent or otherwise), or for
any communication, written or otherwise, contained or referred to in this presentation.

Neither the Company nor any of its directors, officers, employees, advisors, associated
persons, or subsidiaries are liable for any direct, indirect or consequential loss or
damage suffered by any person as a result of relying upon any statement in the
presentation or any document supplied with this presentation, or by any future
communications in connection with those documents and all of those losses and
damages are expressly disclaimed.

All amounts are in Australian Dollars ($ or AUD) unless otherwise indicated. A number
of figures, amounts, percentages, estimates, calculations of value, and fractions in this
presentation are subject to the effect of rounding. Accordingly, the actual calculation
of these figures may differ from the figures set out in this presentation.

Investors should also be aware that certain financial data included in this presentation
including EBITDA and measures described as ‘pro forma’, are ‘non-IFRS financial
information’ under ASIC Regulatory Guide 230 (Disclosing non-IFRS financial
information). The non-IFRS financial information financial measures do not have a
standardised meaning prescribed by Australian International Financial Reporting
Standards (AIFRS) and, therefore, may not be comparable to similarly titled measures
presented by other companies, nor should they be construed as an alternative to other
financial measures determined in accordance with AIFRS. Investors are cautioned,
therefore, not to place undue reliance on any non-IFRS financial measures included in
this presentation.

This presentation may contain forward-looking statements regarding the Company’s
intent, belief, or current expectations with respect to its business and operations,
market conditions, results of operations, and financial conditions. Words such as ‘will’,
‘may’, ‘expect, ‘indicative’, ‘plan’, ‘intend’, ‘seek’, ‘would’, ‘should’, ‘risk’, ‘forecast’ and
similar expressions indicate forward-looking statements that reflect the Company’s
current views with respect to future events and are subject to change and involve risks,
uncertainties and assumptions that could cause actual outcomes to differ materially
from the outcomes anticipated. Accordingly, readers should not place undue reliance
on forward-looking statements.

Any opinions expressed reflect the Company’s position at the date of this presentation
and are subject to change. Subject to law, the Company assumes no obligation to
update, review or revise any information contained in this presentation, whether as a
result of new information, future events, or otherwise. Past performance cannot be
relied upon as a guide to future performance.

References to Aussie Broadband or the Company in this presentation are to the Aussie
Broadband group including all subsidiaries, unless stated elsewhere.
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Delivering our FY24 Growth Strategy _ V2

Continue to build scale and monetise SAU changes

In TH FY24, Aussie Broadband:

Grew NBN market share! to 8.3% from 7.0% at TH FY23, while
providing exceptional customer service

Implemented marketing-driven growth strategies to
capitalise on the NBN SAU changes into 2H FY24

Maintained strong E&G sales momentum and kept the June 23
pipeline on track; recurring revenue slightly behind 2H FY23

Strengthened our balance sheet and increased flexibility for
future M&A opportunities by successfully raising $140m

Progressed the Symbio acquisition, which will complete on 28
February; it will complement the existing Aussie Broadband
voice business and deliver scale

1. NBN market share excluding NBN Satellite




(L

The numbers that matter
Double digit top line and EBITDA growth vs. pcp?
$445.9m $154.3m $46.3m $40.7m
Revenue Gross Margin EBITDA! Op Cash Flow
Up 17.7% Up 16.7% Up 12.7% Up 57.8%
8.3% 765.8k
NBN Market Share? Broadband Connections
Up 1.3 ppt Up 130.3k

1. EBITDA before non-recurring items
2. NBN market share excluding NBN Satellite compared against 31 December 2022 6
3. Prior corresponding period (PCP) being 6-month period ended 31 December 2022 (1H FY23)
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IH FY24 Revenue Drivers

Continued revenue growth momentum

$ in Million

379.0

TH FY23

37.7

Residential

Business

-0.5

Enterprise &
Government

24.9

Wholesale

445.9

1H FY24

Revenue continues
trend of growth half-
on-half in majority of
segments

Residential and
wholesale segments
revenue growth
exceeding expectations




1H FY24 vs TH FY23 EBITDA Drivers e

Revenue growth driving EBITDA with higher marketing spend in 2Q FY24

2.4

10.1
(2.5) New customer
0.9 46.3 acquisition remains
E— strong from investment
(6.2) in marketing
41.1
C
2 Impact of new customers
S in 2Q FY24 to be realised
= in the second half
&
H FY23 Growth Network Wage Employee Marketing Admin Exp 1H FY24

EBITDA Inflation Exp Leverage Investment Leverage EBITDA



Cashflow and Borrowings B

Strong cash generation in TH FY24

Operating Cashflow $40.7m — up $14.9m Strong operating
cashflows with a

strong cash position
Cash Conversion Ratio 94.5% — up 19.5 ppt of $117.2m

Cash and Cash Equivalents $117.2m — up $42.Im
Net Cash $72.8m — up $154m
Interest Cover Ratio 9.9x

Notes:
Prior corresponding period (pcp) calculated based on 31 December 2022 consolidated results
Operating cashflow after interest and tax
Net cash and interest cover based on banking covenant definitions
Cashflow movement vs. prior corresponding period being 6-month period ending 31 December 2022 (1H FY23)
Balance sheet movement vs. 30 June 2023



IH FY24 Capex v

Decreased lifecycle replacement

summary THFY23 THFY24 Change
Performance FY24 Capex Summary
($m) 30.0

54 4.6

/RScurrigg (14.8%) Disciplined and
rade o
P9 25.0 refreshed view of the
Fibre 8.3 6.4 (22.9%)
replacement and
Growth 17.5 5.2 (70.3%) 20.0 upgrade capex
Total 31.2 16.2 (48.1%) program
15.0
10.0 Investment in 2H FY24 in
updated capability
) , 50 and platforms
* Recurring capex remains modest, largely to su ort arowth
relating to replacement and upgrades 0.0 B g
HFY24 2H FY24-F
» Growth capex lower due to rephasing of Unift in Canabilt fbre - Miarati e - BAU Growth
| ITt Iin Capapli W Fibre - Migrations W Fiore - row
uplift in capability spend to 2H FY24 Pt EopaRiy ’ | Updated FY24 capex
Forecast W Core Growth W Customer Growth W LifeCycle replacement g u qu nce in the ra nge

of $40m to $45m

Notes:
1H FY24 Capex excludes $2.Im of costs related to the customer acquisition of Uniti NBN customers

1
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Residential Segment 2

Strong momentum in revenue and connection growth in TH FY24

Summary THFY23 TH FY24 Change

Performance
($m) Residential Broadband Connections

Revenue 246.1 283.9 15.4% Connection arowth
COGS (170.7) (198.1) 16.5% 9
550,000 exceeded
Gross Margin 75.4 85.8 13.8% ma nqgement
Gross Margin % 30.6% 30.2% (0.4 ppt) expectations
500,000
* Revenue: Robust 15.4% growth supported by an Stronger connection
increase in mobile services 450,000 growth against both

« Gross Margin: Slightly lower gross margin in 1H FY24, 1H and 2H FY23

principally due to higher than expected mobile data
charges. Margins are expected to return to growth in 2H 400,000
FY24 as they benefit from a full half impact of SAU
pricing. Elevated promo costs due to SAU also

impacted gross margin 350,000

SAU and price
changes now
implemented
expected to drive
margin improvement

« Connections: Added 38.3k connectionsin 1H,
stronger than both TH and 2H FY23

300,000
+ Churn: Slightly elevated in 1H due to price increases, 2H FY22 HFY23 9H FY23 HFY24

highly competitive market and industry promotional
activity around SAU. Expected to return to normal level
in 2H FY24

W Opening Balance W Net Additions

13



Business Segment

Accelerating growth in both revenue and connections

Summary THFY23 HFY24 Change
Performance

($m)

Revenue 432 48.0 1.1%
COGS (23.0) (26.4) 14.8%
Gross Margin 20.2 21.7 7.4%
Gross Margin % 46.7% 451% (1.6 ppt)

* Revenue: Strong growth of 11.1% demonstrating
an improving momentum in business sales

* Gross Margin: Growth in gross margin of 7.4% to $21.7m.
Gross margin as % of sales in 1H FY24 was lower by 1.6%,
principally due to disposed Zintel NZ business being
included in TH FY23

« Connections: 8.7% increase since 2H FY23.
Traditionally weighted towards 2H in the
business segment

* Churn: Remains stable at an average of 0.6% in TH FY24.
No movement since 2H FY23

55,000

50,000

45,000

40,000

35,000

30,000

2H FY22 THFY23

H Opening Balance

2H FY23

B Net Additions

Business Broadband Connections

4,196

47,331

THFY24

Stable customer
base with
consistently low
churn

Continue to grow
at double digits

half-on-half

SAU and price
changes now
implemented
expected to drive
margin improvement




Enterprise & Government Segment 2

Improvement in margin through shift in mix

Summary THFY23 THFY24 Change
Performance 1H FY24 new customer highlights
($m)

35.8 38.4 _‘

Recurring 7.3%
Revenue " An average of $111k
Non-Recurring 6.4 3.4 (46.9%) ’ un’ted - new MRR being
Revenue SUSPENSION & BRAKES signed each month
Total Revenue 42.2 41.7 (1.2%)
COGS (20.7) (19.7) (4.8%) shift away from
Gross Margin 21.6 22.0 1.9% Jet],.'s OSCARS
Gross Margin % 51.0% 52.7% 1.7 ppt S:fvlfizz Imngqulsg
. . margin
- Revenue: Recurring revenue grown vs. prior year by 7.3%.
New business growth partially offset by recontracting of '6:“\
legacy customers to new NBN and Aussie Fibre plans Vir-idiarf?> CITY OF ;E Success in retail
« Gross Margin: Improvement in margin due to change in foday Temeriew fogeher BUNBURY sector fuelling
revenue mix enterprise data

connections

* Sales Momentum: Increasing momentum of greenfield
revenue with new accounts. Pipeline announced in June
2023 on track




Wholesale Segment

Growth continues across wholesale voice and white label broadband

Ssummary IHFY23 1HFY24 Change
Performance

($m)

Revenue 474 72.3 52.5%
COGS (32.4) (47.5) 46.6%
Gross Margin 15.1 24.8 64.2%
Gross Margin % 31.8% 34.4% 2.6 ppt

* Revenue: Strong growth of 52.5% driven by
increasing momentum in NBN and Voice
customers

« Gross Margin: Uplift in gross margin of 64.2% led
by stronger wholesale voice margins

» Services: Anincrease in NBN services of 27.6%.
17.3% increase in NetSIP minutes

150,000
130,000
110,000
90,000
70,000
50,000

30,000

180

160

Millions

140

120

100

Wholesale Broadband Connections

110,465
35,086

2H FY22 THFY23 2H FY23 THFY24

B Opening Balance  m Net Additions

NetSIP Average Monthly Minutes

144.1
2.5 125.6

2H FY22 THFY23 2H FY23 THFY24

Strong voice margin
remains, supporting
gross margin
improvement

Strong growth in
broadband
connections

Combined NetSIP and
Symbio business will
supercharge monthly
minutes growth
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Symbio transaction update

« Symbio’s shareholders voted in favour of the scheme on 7 February 2024

 The effective date of the scheme was 19 February 2024 with
implementation to occur the following week, on 28 February 2024

- Aussie Broadband’s Executive Director, Michael Omeros, to be appointed
CEO of the Symbio business. Michael is co-founder and former CEO of
Over the Wire and brings extensive Wholesale Voice experience to the
role and is a natural fit to lead the business

« Current CEO and co-founder, Rene Sugo, to act as advisor to the CEO to
assist in a successful transition

* The business will run standalone from the Aussie Broadband business in
the short term

» Upgraded guidance of the combined group is provided at the end of the
presentation

Michael Omeros



Increased scale (pro forma FY23 actuals)

Delivering on our goal to be a leading provider of communications

and technology services in Australia

Combined pro forma FY23 revenue,
exclusive of any synergies

Pro forma FY23 business
revenue contribution

Increase in Wholesale
Revenue by $196m

Increase in E&G revenue by $15m

Expected synergies in excess of $5m

1. Asreported on a post AASB-16 basis.

FY23 Revenue ($m)

788

Pre-acquisition

+27%

999

Post-acquisition

FY23 EBITDA! ($m)

90

Pre-acquisition

17
h .

Post-acquisition




Diversification benefits

Providing more products to our business customers

1.

/ Aussie
- Broadband

Residential
Business

Wholesale

&S

Revenue
H HE N

E&G

$788m

Business m
Wholesale
E&G

$279m

Residential

¢ symbio

FY23 as reported on a post AASB-16 basis

CPaaS and TaaS

UCaas

$211m

CPaaS and Taa$s

UCaas

$99m

(L

Pro forma

Residential
Business

Wholesale

)
=)
C
o
>
Q
(2 4

E&G

$999m

Residential
Business
Wholesale

E&G

g

$378m

20



Organisation structure changes

48

Organisation structure changes

Phillip Britt
To remain Managing Director
reporting to the Board

Brian Maher
ABB CEO

Michael Omeros
Symbio CEO

28

Board changes

Sue Klose
New Director appointment

Existing executive team members reporting
into respective CEO of each company

Interim CFO appointed and executive
search commenced

21
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Positive outlook

Upgraded FY24 guidance

ABB standalone FY24 guidance

+ Upgraded guidance to the top-end of the previous range,
with EBITDA before non-recurring items of $105m — $110m
(previously $100m — $110m), which includes ongoing higher investment in
marketing

- Updated capex guidance reducing the range to $40m — $45m (previously $47m
- $52m)

« ABB guidance excludes any costs of and contributions from M&A activity
« As of today the Company has added more than 19,000 additional broadband ¥
services for the quarter so far. '
+ The Group is still focused on organic growth, but remains open should acquisition
opportunities arise that align with our strategic objectives -
ar f(‘-” C o Changing the
: ¥ Game fogether
Indicative Symbio contribution e ¢ i [
& "% Broadband

« Limited information available to ABB to date

« Expect that Symbio will contribute approximately $11m additional EBITDA before
non-recurring items for the 4 months owned in FY24

ABB Group EBITDA guidance including Symbio (for 4 months)
$116m - $12Im &

L)
Over the Wi
I OvertheWire
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Profit & Loss B

THFY23 THFY24 Change %
$m $m
Revenue 379.0 445.9 17.7%
Network and hardware expenses (246.8) (291.6) 18.2%
Gross Profit 132.2 154.3 16.7% . .
Gross Margin % 34.9% 34.6% (0.3 ppt) 14% !mprovement i
profit after tax
Employee expenses (60.2) (72.9) 21.1%
Marketing expenses (15.8) (21.9) 38.6%
Administration and other expenses (15.1) (13.2) (12.6%) Gross Mqrgin expected to
EBITDA before non-recurring items 41.1 46.3 12.7% return to 9r0Wth in 2H
Non-recurring items (0.4) (1.6) 300.0% due to .fl'!” impgct of SAU
CBITOA 207 a7 0.6% and pricing adjustments
Depreciation and amortisation (12.8) (15.8) 23.4%
EBIT 27.9 28.9 3.6%
Net interest (4.2) (4.2) 0%
Income tax (7.3) (7.) (2.7%)
NPATA 16.4 17.6 7.3%
Amortisation on acquired intangibles (1.2) (1.2) 0%
Income tax 34 3.4 0%
Profit after tax 8.6 9.8 14.0%

25



Balance sheet e

Jun-23 Dec-23 Change
$m $m

Cash and cash equivalents 751 Nn7.2 56.1% .
Trade and other receivables 43.4 53.6 23.5% Net assoets Increased
Plant and equipment 91.8 99.8 8.7% by NERE
Right-of-use assets 56.5 48.7 13.8%
Intangibles 398.] 389.5 (2.2%) Repayment of core debt
Other assets 28.7 30.0 4.5% (Short_term timing)
Total assets 693.6 738.8 6.5% drlvmg the reduction of
Trade and other payables 94.7 99.0 4.5% Deleilliiee by 2BE
Contract liabilities 34.1 37.1 8.8%
Lease liabilities 54.7 49.6 9.3%
Borrowings 149.3 394 (73.6%)
Deferred tax liability 56.9 51.2 (10.0%)
Other liabilities 1211 227 87.6%
Total liabilities 401.8 299.0 (25.6%)
Net Assets 291.8 439.9 50.8%

26



Cashflow V2

THFY23 HFY24 Change
$m $m

Receipts from customers 414.5 484.4 16.9%
Payments to suppliers and employees (381.7) (440.6) 15.4% Strong cash flow
Net Interest Payments (3.6) (4.3) 19.4% conversion
Tax payments (1.4) - (100%)
Operating cash flows 25.8 40.7 57.8%
Payment for purchase of business, net of cash acquired (1.3) (1.0) (23.1%) SU.C.CeS§fU| CGpitCﬂ
Payments for PPE (23.8) (15.0) (40.0%) raising in HFY24
Payments for intangibles (7.4) (3.4) (54.0%)
Proceeds from disposal of PPE 0.1 0.3 200%
Proceeds from disposal of business - 0.6 100%
Investing cash flows (32.5) (18.6) (42.8%)
Proceeds from issue of shares (net of costs)'! - 137.1 100%
Repayment of borrowings! - (no.n) 100%
Lease payments (7.4) (7.0) (5.4)
Financing cash flows (7.4) 20.0 370.3%

1. Cash raised from the capital raise used in the short-term to reduce debt in November 2023 by $110m 27



2Q FY24 connections update e

Strong start to the financial year

e First half saw connections grow « The second quarter saw * Strongest organic growth
by 74,634 (inclusive of 8,700 from broadband connections quarter in the past 2 years
the Uniti acquisition) grow by more than 34,021 driven by increased marketing

and market positioning for SAU
price changes

\ v
Broadband connections 1QFY23 2QFY23 3QFY23 4QFY23 1QFY24 2QFY24 YoY change
Residential 480,820 494,954 509,788 522,505 548,457 560 823 13.3%

Business 41,309 43,061 45,084 47,331 49,440 51 527 19.7%
Enterprise & Government 9,496 9,783 10,152 10,871 1,326 12,224 25.0%
Wholesale 78,364 87,444 97,474 110,465 122,562 141,232 61.5%
Total BB Connections 609,989 635,242 662,498 691,172 731,785 765,806 20.6%

28
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Aussie Broadband - 1H FY24 Results Script

Slide 1 - Phil — TH FY24 Results Presentation
Good morning and welcome to Aussie Broadband's first half FY24 results call.

My name is Phillip Britt and | am the Managing Director of Aussie Broadband. With me
today is our CFO, Brian Maher.

As you will see, Aussie continued to demonstrate positive operational performance
through the first half of FY24, and the Company continues to demonstrate why we are one
of Australia’s leading communications and technology service providers.

Slide 2 - Phil - Acknowledgement of country

Before we present the results and move to Q&A, | would like to begin by acknowledging
the Aboriginal and Torres Strait Islanders as the First Australians, and for their role as the
original communicators, connectors, and carers of the land and waters across Australia.

We pay our respects to Elders past and present.

We commit to working respectfully to honour ongoing cultural and spiritual connections
between the Traditional Owners of this country and to building an inclusive Australia
together.

Slide 3 — Phil - Disclaimer slide

Slide 4 - Phil - The game worth playing

When setting our strategy, we use a cascade model which allows our leadership teams to
set a compelling vision for the future, we call this our game worth playing. We then
imagine ourselves standing in that future and looking back at the actions and targets we
have taken to get there.

We use the word ‘game’ deliberately when referring to our strategy and breakthrough
targets. This fits with 20 years of Aussie being a game changer, and our ‘have fun’ value,
but it also sets a broader context that we play hard, and we don't think of performance as
a ‘right or wrong’ situation.

This is not about short-term objectives, or copying our competitors, it's about building the
base for our 2025 ambition to have 1 million broadband services.



Slide 5 — Phil — Delivering our FY24 Growth Strategy
Moving to slide 5 of the deck.

As the Aussie team focused on delivering the FY24 strategy in the first half, we continued
to build scale, growing our NBN market share to 8.3%. Underpinning this growth is our
exceptional team and their ability to ‘think big’, their dedication to customer experience,
and our resilient network infrastructure.

With the NBN SAU changes coming into effect on 1 December 2023 we implemented a
range of promotional activities, which we believe will allow Aussie to capitalise on the
introduced changes into the second half of FY24. As a result, we expect to see margins in
the Residential and Business segments improve as this financial year progresses and into
the future.

We are also confident with the sales momentum we are seeing in the E&G segment of the
business and, despite a modest dip in recurring revenue when compared to the second
half of last year, the sales pipeline that we discussed in June 2023 remains on track.

Aussie investors once again demonstrated their faith and confidence in our strategy and
future potential by strongly supporting our successful $140 million capital raising that
strengthened our balance sheet and provided capital for future potential M&A
opportunities.

Our decision to acquire Symbio in the first half demonstrates our commitment to diversify
the business across its key segments. We are very excited by how well Symbio
complements our existing offering.

Slide 6 — Phil - The numbers that matter

Turning to slide 6 and the numbers that matter from the first half. We are very happy to
report double digit revenue and EBITDA growth, when compared with the prior
corresponding period.

During the first half, we repriced all our customers following the introduction of the NBN
SAU. We have now been through the impact of that, including elevated churn. Despite this,
we delivered net connection growth higher than our previous two halves.

We now have the benefit of all our customers being on the new plans.

The first half saw revenue grow by just under 18% to $446 million and EBITDA by 13% to just
over $46 million.

Importantly, operational cash flow jumped 58% to $41 million, reflecting the strong
underlying performance of the business.



Overall, gross margins increased to $154 million, up 17% on the prior corresponding period.

Across the Residential and Business segments margins were impacted by unfavourable
mobile data charges. Residential margins were also influenced by a period of intense
promotional activity around the SAU changes. Gross Margins in the E&G and Wholesale
segments increased, and Brian will provide more detail later.

Meanwhile, our NBN market share rose by 1.3 ppts to 8.3%. This continued growth trajectory
reflects our consistent efforts to successfully capture market share in a competitive
environment.

Pleasingly, the number of broadband connections continued to increase during the first
half. While they increased 11% from the second half of FY23, they jumped approximately
21% compared to the first half of FY23.

This was achieved through increased marketing and promotions, and a campaign
specifically designed to offset any increased churn and take advantage of increased
buying activity in market following the NBN SAU price changes. Since the move to the new
pricing, 69% of new customers are signing up to the higher speed tiers meaning 100Mbps
and above.

The outcome is something we are very proud of as we head towards our 2025 goal of 1
million broadband services. Our increased marketing activity has continued into the
second half of this year.

Il now hand over to our CFO, Brian Maher, to present our financial performance and
segment highlights for the first half.

PO D DD DD D4

Slide 7 - Brian - Financial Performance
Thanks, Phil and good morning, everyone.

| am pleased to present Aussie Broadband's financial results for the six months ended 31
December 2023.

I will take you through an overview of our results, followed by a deeper dive into key drivers
of growth and segment performance.

The business is clearly building momentum and the results for the first half largely reflect
this as we continued to build scale and deliver growth in revenue, earnings and cashflows.



Slide 8 — Brian — TH FY24 Revenue Drivers

Turning to slide 8, we provide a breakdown by business segment of the revenue growth
between the first half of FY23 and the first half of FY24.

The chart illustrates the strong growth we achieved across the majority of segments.
While Residential and Wholesale revenue growth were standouts, the Enterprise &
Government segment was impacted by reduced one-off revenue.

We were particularly pleased with the growth in the Residential segment, which exceeded
our expectations.

Slide 9 — Brian — 1H FY24 vs TH FY23 EBITDA drivers

Moving to slide 9. We present EBITDA drivers that have contributed to our first half FY24
EBITDA results.

Overall, EBITDA increased by $5 million on prior corresponding period to just over $46
million.

The key driver of EBITDA growth is the uplift in revenue of $67 million which delivered an
estimated incremental EBITDA of $10 million. This gain was in part offset by higher
marketing expenses. This increased investment was reflective of a number of strategies.

Firstly, a proactive investment in retail marketing in anticipation of the changing
competitive environment relating to the SAU changes introduced in December 2023.

Secondly, we have expanded our Business and Enterprise and Government marketing
activities continuing to establish the ABB brand in those sectors.

Finally, a dedicated mobile marketing strategy was developed and implemented.

The effects of wage inflation on our employees’ salaries impacted EBITDA by $2.5 million,
an increase of almost 5%. There has been modest leverage achieved in administration
costs in the first half of FY24.

Slide 10 - Brian — Cashflow and borrowings

Moving to slide 10, reflecting the strong underlying performance of the business,
operational cashflow increased $15 million or 58% to just under $41 million. This helped
consolidate our strong cash position which increased $42 million to $117 million in the first
half.



There is a 20 percentage point increase in our cash conversion ratio, which at the end of
the half was close to 95% but this was attributable to timing issues called out in last year’s
equivalent result.

At 31 December we had net cash of $73 million after using some of the funds raised in the
Placement and Share Purchase Plan to reduce debt in the short term.

This was undertaken on the basis that no M&A outflows were expected in the early part of
2024; and we therefore took the opportunity to mitigate our interest cost exposure in
advance of the new syndicated debt facility for the Symbio acquisition. Our interest cover
ratio at the end of the period was a comfortable 9.9 times.

Slide 11 - Brian — TH FY24 Capex

Slide 11 details the reduction in capex in the first half of FY24 to $16 million.

We take a very disciplined approach to capex and following a rigorous assessment of the
program of work, it was determined that new phasing could be implemented, which
resulted in a reduced capex spend against previous guidance.

Due to the lower capex in the half, we have reduced Aussie Broadband’'s capex guidance

target for FY24 from a range of $47 to $52 million to the new range between $40 and $45
million.

Slide 12 - Brian — Segment Performance

Turning to the segment performance.

Slide 13 - Brian — Residential Segment
And slide 13.

Our Residential segment continues to demonstrate strong momentum, in what is a very
competitive market. Revenue in this segment increased by just over 15% to almost $284
million.

Connections growth was particularly pleasing with over 38,000 new NBN connections
made in the first half. This number exceeded the connections in both halves of FY23.

Residential Gross Margins were modestly lower in the first half, declining 0.4 percentage
points to 30.2%. As discussed previously, margins were impacted by unfavourable mobile
data charges.



With the SAU changes coming into effect from 1 December 2023, we expect margins to
return to growth in the second half of the financial year as they benefit from a full half
impact.

In the first half, we strategically realigned all our segments, including residential, for the
SAU changes and repriced our NBN plans. As a result, we went through the pain of
changing prices and saw elevated churn, which was less than anticipated.

We expect churn to go back to historical levels in the second half and we are already
seeing evidence of this through January and February.

Now that we've been through the pain, all our customers are on the new pricing plans,
which along with our continued growth in net additions — gives us confidence in our
revenue and EBITDA targets.

From a competitive position, it is our view that some challenger brands in the market may
not have yet repriced their existing customer bases and could potentially see higher
churn if they do reprice. This could create a churn point and upside opportunity for Aussie
Broadband.

Slide 14 - Brian — Business Segment

Moving to the Business segment on slide 14, which reflected consistent growth in both
revenue and connections over the first half.

Revenue increased 11% to $48 million driven by strong sales momentum.

Our Business segment has a consistently low churn rate, which contributes to a very
stable customer base. We will continue to focus on delivering profitable growth in this
Segment as we take advantage of our investment in fibre over the past couple of years.

Slide 15 - Brian — Enterprise & Government Segment
Slide 15 covers our Enterprise & Government segment.

Revenue declined modestly in the first half to $42 million, due largely to a reduction in
one-off non-recurring revenue.

However, this result masks the growth in recurring revenue, which from the first half of FY23
increased just over 7% to $38 million. Recurring revenues were slightly lower from the
second half of FY23 as some customers moved from older legacy priced plans to new NBN
and Aussie Fibre plans, which are more sharply priced. This transition is expected to
continue through the second half of FY24.



Pleasingly, Gross Margin as a percentage of revenue rose, up 1.7 percentage points to
52.7%, principally due to changes to the revenue mix.

Meanwhile, Aussie experienced increasing momentum in recurring revenue with new
customers in the first half of FY24. The strong pipeline of new accounts that we announced
in June last year remains on track for delivery.

Slide 16 — Brian — Wholesale Segment

And finally moving on to Slide 16. Our Wholesale segment which is made up of white label,
Managed Service Providers and Voice continued to deliver strong growth over the half.

Revenue grew approximately by 53% to $72 million in the first half of FY24 reflecting
increasing momentum in the number of both NBN and Voice customers. The net growth of
31,000 connections made in the half was an improvement over the previous two halves.

Strong wholesale voice margins continued to drive overall margins higher. Gross margins
increased 64% to $25 million while the gross margin percentage lifted 2.6 percentage
points to 34%.

Pleasingly, this segment once again experienced an increase in services with a 28%
increase in NBN services and a 17% increase in NetSIP minutes in the half. We expect that
the combined NetSIP and Symbio business will lead to a large uplift in monthly minutes
growth through the next 12 months.

Slide 17 - Brian - Updates

I'll now pass back to Phil, who will talk to the Symbio transaction, some operational
updates and our FY24 guidance.
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Slide 18 - Phil - Symbio Transaction Update
Thanks, Brian.

Turning to slide 18, in addition to Aussie’s continued growth in financial performance, we've
also continued to make significant progress operationally.

We are very excited by the acquisition of Symbio Holdings. The process, which started in
September last year, has now been approved by Symbio shareholders and
implementation of the scheme is expected to occur next week on the 28™ of February.



Today we were very pleased to announce that Michael Omeros has agreed to lead the
Symbio business as CEO. As you all know, Michael was co-founder and CEO of Over the
Wire and has extensive Wholesale Voice experience.

Current CEO and co-founder, Rene Sugo, will remain with the business as it transitions to
Aussie Broadband and he will take on the role as an advisor to Michael.

In the short to medium term, we intend to run the business standalone, and have provided
the upgraded guidance for the combined Group on slide 23.

I would like to take a moment to acknowledge Rene’s significant contribution to Symbio
and our industry over the past 20 years. Rene was the pioneer of voice over IP technology
in Australia and has been a significant disrupter of traditional voice markets in Australia
and overseas.

Rene has a deep passion for the talented team he has built, and this passion has been
evident through all discussions I've had with him. We look forward to working with him in
his new role, and continuing his amazing work at Symbio.

Slide 19- Phil — Increased scale

Onto slide 19 and you will be able to see across a range of metrics how the acquisition of
Symbio will benefit the broader group.

On a pro-forma basis based on FY23 actuals, annual Revenue of the combined
businesses would be around $1 billion with an EBITDA of $117 million.

The Wholesale segment of the business would receive the greatest uplift of revenue while
E&G revenue also benefits from the acquisition.

We are expecting to realise in excess of $5 million worth of synergies from the acquisition.

Slide 20~ Phil — Diversification benefits

Moving onto slide 20, we have estimated the impact of the transaction by segment across
Revenue and gross margin and you can see how, on a pro forma basis, the Symbio
business adds to the Group overall.

The Wholesale business becomes a much larger part of the pie on both counts,
demonstrating the benefits of diversification for the overall Group.



Slide 21 - Phil - Organisation Structure Changes

Turning then to slide 21, | just wanted to update you on some organisational changes we
are announcing today.

In terms of the management team, we believe the changes we have announced today
will underpin the Company’s next phase of growth following the acquisition of Symbio.

The changes include:

e Current Chief Financial Officer, Brian Maher, appointed CEO of the Aussie
Broadband business

e Current Executive Director, Michael Omeros, appointed CEO of the
Symbio business

e On 11 March Andy Giles Knopp will join Aussie Broadband as Interim CFO, while
an executive search for Brian’s replacement as CFO is undertaken.

I will become Group Managing Director of the Aussie Broadband Group, and both Brian
and Michael will report to me.

Earlier in the half we were delighted to announce that Sue Klose had accepted a position
as our newest Non-Executive Director on the Board.

Sue comes to Aussie with an excellent reputation and resume, being an experienced

senior executive and board director with a diverse background focusing on digital
strategy, corporate development, partnerships and business growth.

Slide 23 - Phil - Upgraded FY24 Guidance

Before we turn to Q&A, | would like to take a few minutes to touch on our upgraded FY24
guidance, both with and without the Symbio acquisition.

Slide 24 - Phil - Positive outlook

So, turning to slide 24.

We have now upgraded the FY24 EBITDA guidance to the top-end of the previous range -
before non-recurring items — between $105 million and $110 million. This was previously

$100 million to $110 million. This includes the impact of ongoing investment in marketing
and excludes any contribution from Symbio.



We have also adjusted our capex guidance for FY24, down to a range of $40 million to $45
million — previously $47 million to $52 million — based on the reduced capex spend in the
first half of FY24.

Although only limited information on Symbio has been provided to Aussie at this time, we
anticipate that Symbio will contribute around $11 million additional EBITDA for the four
months owned by the Group, taking the updated EBITDA guidance for the combined group
for FY24 to a range of $116 million to $121 million.

It is important to remind our investors that the Group remains focused on organic growth,
but remains open to acquisition opportunities should they arise and which align with our
strategic objectives.

With that, Brian and | will now be happy to take any questions.

Thank you
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