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Investor Day | Agenda

—
Session 1 9:00 - 9:15 Welcome Osman Arbee
Session 2 9:15 - 9:50 Innovation and technology Kerry Cassel
Session 3 9:50 - 10:20 Dealerships: Retail South Africa Corne Venter
Session 4 10:20 - 10:40 Importers Niall Lynch
10:40 - 10:55 Break
Session 5 10:55 - 11:30 Aftermarket Parts Malcolm Perrie
Session 6 11:30 - 12:00 Financial guidance 82?:2 f;:f:fonndRensburg
Session 7 12:00 - 12:15 Menlyn Multi-franchise overview Nizam Omar
Session 8 12:15 - 13:00 Tour of dealership Various
13:00 - 14:00 Lunch Canteen
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Introduction
Market overview
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The evolution of the market

» Digitisation of our industry has shifted IT from
a support function in our businesses to a
Key Business Enabler.

« The omnichannel experience will play a
key part of the wider purchasing process
— we must meet our customers wherever
they are on the purchasing journey and
however they choose to engage with us.

- Emergence of shared mobility solutions
(ride-sharing, vehicle subscription and
e-hailing) will be underpinned by
market leading tech platforms.

« Connected cars will generate more datq,
leading to a need to manage data better,
whilst also creating further opportunities to
monetise data.

« Electric/Autonomous cars will require a shift
in skillsets.




Motus' IT Response
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Enabling the business

Enablement through:

1. Networks & Applications
2. Digitisation

3. Business Insights & Data

4 . Innovation Capability

Operational

excellence

Workforce Channel

Enablement Customer
Engagement

Networks &  Digitisation
Applications

Customer

Journey Differentianted
Facilitation Vehicle

@j Lifecycle
= Offerings

G




Networks and Applications
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Networks and Applications

Networks

« Network throughput increased 337% in the
past two years

- Network upgrade (SDWAN) - 245% increase
in network capacity and 35% reduction
in cost

« Our strategy regarding Cybersecurity is
premised on the NIST! Cybersecurity
Framework — an internationally recognised
and accepted standard for Cybersecurity

« Upgraded firewalls to ensure improved
network security — reduced malicious
call-outs by 71%

Q I National Institute of Standards and Technology
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Networks and Applications

Applications

« We initiated 2 digitisation projects in the last 12 months.
Deployment of both (Phase 1) is planned for June 2022.

« S significant ERP implementations are currently in progress which will
re-platform the business onto the latest technology.

 We experimented with 2 Al solutions in the last 12 months.
The first has already saved 1 000 man hours per month in a

pilot single site deployment. The second will be deployed in the
next 12 months.

e Qur utilisation of Microsoft's Azure cloud infrastructure within
Motus grew 400% year on year.

« We adopted Dev Ops! practices that provide the following key benefits:

« Continuous integration and continuous delivery,
which eliminates many of the bottlenecks often found in application deployments.

» Improved software performance at a lower cost of investment.
* Frequentreleases of new features, fixes and updates.

» Streamlined development process that allows for improved communication and collaboration.

10 I Development and Operations
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Harbour
process

Chadllenge:

Multiple stakeholder
touch-points &
handovers of
imported vehicles.

Solution:

Digitised every
touch-point from
arrival in the port,
move to bond yard,
move between
sections in the yard,
to automation of a
self-billing process
across all carriers.

12

Car buying
process

Chadllenge:

9in 10 car buyers
indicated that they
prefer the search,
shortlisting &

comparison steps of
car buying to be
virtual.

Solution:

Motus.cars offering a
single platform
enabling these car
buying steps virtually.

Our digitisation portfolio

Car sales
process

Chadllenge:

Adherence to multiple
regulatory & compliance
processes are time &
evidence intensive.

Solution:

Digitisation of the finance
& insurance aspect of the
car sales process
ensuring 100% regulatory
compliance with 50%
time reduction.

Carrental
process

Challenge:

Minimise the average
S5-minute peak-time
rental car pick-up
time.

Solution:

Ready2Go offers a
“walk-through”
solution with once-off
registration, pre-
rental contract
signing & payment.

Car
servicing
process

A

Chadllenge:

Accurate vehicle health
(visible, electric &
mechanic) assessment
& future maintenance
planning.

Solution:

Digital (tablet) process
torecord &
communicate vehicle
health status &
requirements.

Aftermarket
car parts
process

.

-
-

_—_

Challenge:

Parts picking efficiency &
on-demand manufacturing
for slow moving exotic
parts & the cost of holding
this inventory.

Solution:

Exploration of Future
Technologies e.g. 3D
printing of aftermarket
parts for exotic vehicles
& robotics to assist with
parts picking.



Business Insight & Data
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Business Insights & Data

Exploring further opportunities for monetisation of data
focused on:

» Re-capturing lost sales opportunities

« Upselling & cross selling opportunities

« Developing usage-based products

&

« Leveraging proprietary data sets & analytics capabillities -
to enable the business to manage risk & develop
Innovative products & services
(e.g. Discovery Warranty product & Santam partnership).

« Developing preventative maintenance predictors

« Collaboration with subject matter experts in areas such as
Al & Machine learning to run data experiments that will improve sales conversion.



Innovation Capability

1. m*Process
2. Innovation Portfolio
3. m*Events & Community

4. Innovation Blitz




mX* process | Added fuel & remove friction

Step 5
Test phase -

Determine whether

. . we can build the
m . ﬂ solution & what the

cost/benefit would be
l \.- “
Step 3

Search phase 1-
Determine the
underserved needs of
the customers' JTBD

Doing Things Right

for the above

Step 2
Shortlist high level
ideas to solve the
problem

= Step1

Obtain strategic
business challenges
from business units

Doing The Right Things

16

Step 6

Scale phase - Test the

scalability

Search phase 2 - Test
whether the proposed
solution would solve
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Innovation Portfolio

21 concepts arein
development across
the 3 phases.

100% of the
initiatives within the
portfolio

. . Discovery phase (m¥) Validation phase (BU) Scale phase (BU)
hove O Core dlgltql Efficiency @ Sustaining & Transformative Unclassified
component.

17 Portfolio as at 31 March 2022




Build your skills and confidence,
check out the the latest business
related trends and online
training.

You will be invited to cool &
exciting events with local &

global thought leaders

04

Attend our
events

03

Build your
skills

Learn about the exciting
process of refining ideas

As a mx community member you will be

notified when business challenges are

posted. You will be able to submit ideas, 0 2
comment on others’ ideas, vote for ideas

or join an idea team on these business

challenges. Take part in
business
challenges

05

Join our
pitching
days

Engage in m*surveys and
interviews.

01

' Be the
voice of
the
customer

Register

Welcome to the m*
world where we create tomorrow,
today. Register today -

18 Culture of Innovation
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m*Events & Community

« 40% of digitally connected Motus employees are members on the mx platform representing all
divisions within Motus.

 In addition, we have hosted multiple events in the last year covering a range of topics from
Artificial Intelligence, Futuring and E-Commerce.

« Our guest speakers have included global and local thought leaders such as Pieter de Villiers,
Dr David Ricketts (Harvard), Professor Phakeng (UCT) and Dr Tendayi Vicki (Strategyzer).

« Motus recently won an innovation award in the Jobs-To-Be-Done Europe awards.

F About Mamokgethi o Q Clickatell
Lo Phakeng You are invited! 3 i
You are invited! - - : You are invited!
— memoranokgeﬂi sa Join m* and Clickatell
: member of the board of T Jom m* &
Join mx & Pr.ofessor the Oprah Winfrey Engagement & Dr Tendavi Viki
Mamokgethi Leadership Academy for Commerce Y "
Phakeng Girls (OWLAG); a trustee Webinar: Past, el for the grand
for an inspiring of the FirstRand Foundation Present & Future g finale event

keynote address. — and the South African

for 2021

Student Solidarity
Foundation for
Education (SASSFE)

Join m* and Pieter de Villiers, CEO and
Co-Founder of Clickatell, for an exciting
keynote on Chat Commerce.

Everyone can lead innovation by asking the
right questions at the right time

The world has gone through some

incredible changes in the last decade.

Not to mentlon the last 2 years...We can expect tc see
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Innovation Blitz Video




Thank you
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Uniqueness of Motus

Motus has established a position to engage its customers across the various sales channels and aspires to position itself at
the forefront of all channels accordingly. Current channel positioning depicted below:

QoD & @)
= Importer®
CHRYSLER QO S U Y U\ MiTsusis!
L =
o >
@ GWM | #4=7%< e %
e Z Aggregators
HONDA HYUNDAI ISU2U ..
Traditional
saconn  Jeep  wan Dealer
(%]
S o
B ~ (O]
(0]
, > Warehouse
S 6 0= 1
L SUBARU §
> ' \ o
® @@ 8
TOYOTA UD TRUCKS E

23 *Motus owned and independently owned
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Disruptors of the traditional dealership model

Aftermarket
Guidelines

. Autonomous

allowing customers to capabilities wil

service vehicle at any transform shared

service provider. mobility.

New
Sales Channels
impacting the
traditional dealers;
l.e on-line sales
platforms and
warehouse retailing.

Electric Vehicles
and Hybrid vehicles
impacting the
parts and service
departments.

Shared Mobility _ Increasing
willincrease the price competition

utilisation per vehicle and transparency
and shift ownership from negqtively impqcting
private customers to mqrgins with OEM's
fleet operators. - -
looking at alternative
sales models.




Electric vehicles

uYilo eMobility Program, a multi-stakeholder, collaborative program that

aims to foster and facilitate e-mobility in South Africa, states:

Electric cars sold from
2013 to mid-2021

Sales in Europe

. 336,000 BEV's
4 147% yoy

Sales in South Africa
e /10 BEVs
. 690 PHEVs N ol ©
- 300 B - 5116 MHEVs atP=” Ny
Charging
points!
SEESEZSE 2 Rlm
m — y y
/ BEV's to be AR s Coun S S s <R3m
Range introduced {5 £ £ & &
between by 2023
370-440km - - >R4m

|
"W
|
"W
|
"W
|
"W

[
\
'
)
'
'

» W\ « 350,000PHEV's

4 543% yoy

Mini Cooper SE, BMW i3 <R2m

Jaguar I-Pace, Audi e-tron Quattro,
Audi e-tron, BMW iX xDrive50, <R4m
Porche Taycan, Porsche Taycan 4

Porsche Taycan Turbo S

BEV - Battery Electric Vehicle | PHEV - Plug-in Hybrid Vehicle | MHEV - Mild-Hybrid Electric Vehicle | 1. Source: Techcentral

- _ARas

BMW iX, Volvo XC40 Recharge,
Audi e-tron 55 Advanced

Porsche Taycan GTS , Audi RS e-tron
GT Quattro, Porsche Taycan Turbo
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EV Constraints

Several key constraints have limited both the widespread adoption and local production of EVs in South Africa to date.

Battery replacement

» EV batteries on average are guaranteed for 8 years or 160 000km.

» Replacement cost is between R20 000 and R100 000 depending rebuilt vs.
replacement.

This is a big expense waiting in the future of EV ownership.

Lithium batteries pose challenges to recyclers including cost, changing chemistry,
and safety risks

Taxation

« EVs are still heavily taxed at 25% import tax vs. ICE at 18 %.

» Government is expected to review import tariffs & introduce
sales incentives and/or tax credits.

Power supply Physical layout of the country

« Eskom has long-faced intermittent power supply and rolling « Electric cars are most efficient at lower speeds, and in stop-start driving
blackouts. conditions.

« Increase in domestic demand for lithium-ion batteries and *  Less efficient at higher speeds 80 - 100 kilometers per hour
energy storage, and a further 7,5% increase is expected  Lack of charging infrastructure across a long-distance route makes

~ long-distance traveling impractical.
S AL AR S » Most optimal operating temperature for EV batteries is 21.5° C.

Practicality & Affordability
» Less affordable as nearly all BEVs currently available in South Africa are premium passenger vehicles.

» Long-distance travel is common in South Africa, consumers are hesitant about the limited travel range.
»  Newer models have improved to 400 km.




Traditional Purchases ‘

Changing customer behaviour

The digital adoption in our industry has accelerated.

Motus identified that the customer search and transacting behaviour is fast evolving.
Customers do not always want to follow the linear vehicle purchase journey.
Customers now want to engage using a process they are most comfortable with.

The omnichannel experience will be key in the purchase process going forward.

We need to ensure that we meet the customers wherever they are on the purchasing
journey and however they choose to engage.




4

motus.cars

Why motus.cars
- Create asignificant lead generator for the wider group.

Lexus Model Range

. Introduce a digital sales journey and over time provide the ability to conclude
g J y P y . gy e o

full transactions online.

- Offer flexibility as digital journey remains parallel to the existing traditional
sales journey.

- Evolve with consumer as customers adopt digital engagement.

motus.cars offers customers
. Leading automotive retail group aggregator.
. The safe and trusted place to shop for your next car.

- No less than 27 new vehicle brands represented and thousands of top-quality
pre-owned vehicles.

- Representing 300+ dealerships nationwide.

motus.cars advantage over competitors

- First true, online brand launched by an automotive retail group.

- We own all vehicles on the site.

- Allows digital engagement and can be scaled and evolved over time as customers’ needs do.

28




’
Digitisation

The key objectives in our digitisation strategy can be categorized as follows:

Enhance . Offer customer omni-channel engagement.
customer

experience - Sales support tools offered to assist customer.

Integration will reduce duplication and enhance experience.

Create

uniformity & Consolidation of functionality into a single platform to create uniformity and alignment of systems and processes.

Realise efficiencies by reducing duplication of effort through deep integration.

Improve integration ability and speed through uniformity and orchestration layer.

efficiency

Reduce - Eliminate dependency risk by replacing external systems.
third party

dependency Additional enhancements like trade-in, pricing support, stock mix modeling and stock count functionality.

Improved speed to market and reduced cost.
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Architecture, Technology,
Data and Analytics

Collation of Customer and Vehicle Data in a central
location.

Leverage GetWorth’s data technology and machine

learning capabilities to extract insights from large data sets.

Develop innovative value-added products by extracting
meaningful business insights from customer behaviour and
vehicle data.

Customer
Management
System

The orchestration
layer provides direct
integration into

various systems to
provide customer
convenience

portals




Thank you




Importerﬂ

Niall Lynch
CEO - Hyundai
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Importers | Key statistics

Duration of the exclusive distribution relationship (years)

Total sales since start of distribution to December 2021 (units)

Average sales per annum (units)

Total market share - calendar year 2021

Total passenger share - calendar year 2021

g8

Hyundai i Mitsubishi

22 24 30 15
672726 269 556 323 512 25824 1291618
37 000 25000 25000 3000 20000
7,6% 4,6% 4,8% 0,6% 17,6%
9,8% 6,1% 6,9% 0,8% 23,6%

"Market & Passenger Share Info - Reference: Industry New Vehicle Sales Report - NAAMSA




New vehicles | Average finance value

40%
m2019 m2022

34%
35%

35%

R
o
N

30%

25%

o2
o
N

20%

§
2

o i
<
i

15%

12%
12%

9%

10%

%
7%

2

N

5%

ROk-R200k R200k - R300k R300k - R400k R400k - R500k RSO0k - R600k R600k +

0%

81% of new vehicles financed for < R500k

34  Reference: NAAMSA - Absa Vehicle and Asset Finance BULLETIN | May 2022
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Total Passenger Market Share Segments | 2021 calendar year

Total Passenger Market

Category

Total 5 Door Hatch 127 233 40,5%
Motus S Door Hatch 43 606 34,3%
Total SUV & Crossover 128 507 41,5%
Motus SUV & Crossover 26 363 20,5%
Total Other 58 038 18,0%
Motus Other 4163 7,2%
Total 313778
W Total = Total Motus

Total Motus 74132 23,6%

35  Reference: Registration Data — Autostats / NAAMSA
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Dealer Representation | 2021 calendar year

Independent Motus Share
Dealers of Dealer
Sales
Hyundai 53 53 106
Kia 35 33 68
Renault 24 62 86
Mitsubishi 10 38 48
Total 122 186 308

Hyundai Kia Renault Mitsubishi
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Customer Journey Map

4 Website Visits

Users are directed to the
relevant website.
Motus importer sites currently
generate 9,5 million visits per

annum.

\_

\

J

(

Lead Generation
Digital leads are received by
dealer staff in a matter of
seconds and the customer is
contacted.

\_

\

J

01
—O

- Users view an advert
This can be in the form of a

banner on a website, social
media or a product video.

\_

~N

/

37

O—©

CONSIDERATION

02

03

ACQUISITION

Lead

Users leave their details. The
lead is automatically pushed into
the CRM system.

Over 400k leads are generated

4 )

\ per annum. )

04

05

\
G

SERVICE

@_.

LOYALTY

(

Sale/Delivery
Currently produces
approximately
90 000 sales a year.
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How Hedging Works

January - Sales demand planning
- Purchase forward cover for order

February - Submit indicative order

. 'E“j%ﬁ

EyEm)
- W) Py

L

April - Confirm the order

FErfErrrrrnx

>
5

Timeline
example

June - Production month

(open the Letter of Credit) i
Focus on buying currency below the costing rate

In times of currency depreciation, the hedging policy
allows time to adjust prices

_NZ

July - Shipment & payment - FOB

August - Shipment arrival
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After Sales
—
Hyundai i Mitsubishi

Total sales since inception 672726 269 556 323 512 25 824 1291618
Warranty vehicle parc at December 2021 172 053 80 510 100 225 8 528 361316
S&M plan vehicle parc at December 2021 135 806 59 709 65124 10 027 270 666
Annual workshop vehicle throughput - 2021 337758 178 919 130 039 40 922 687 638
Parts pieces in stock (average for 2021) 655 329 240 019 315 000 125018 1335366

Warranty

- /Years

— 200000 km

- 3Years

- 100 000 km

- SYears

- SYears

—  Unlimited km — 150000 km
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New Model Launches | 2022

—
@& HYUNDAI LS <()> M}‘
Renault Mitsubishi

January Staria Multicab Sorento & Carnival

February Tucson Clio 5

March Grand Creta

April iI30 N & Kona N

July Creta PE* & Staria Panelvan Triber Express

August Triton Single Cab
September Sportage Xpander
October Palisade PE* Carens Trafic PVan Outlander
November Venue PE” Niro - Hybrid & Electric Captur & Megane RS Trophy

December

AQ  *Reference: PE = Product Enhancement



Electric Vehicles | What does the future look like?

* No Government assistance. 25% Import duties, ad-valorem, etc. applies to all EV imports.

 Infrastructure challenges - charging stations and reliable electricity supply.

* Most brands are adding an EV or plug-in hybrid as part of their line-up,
but consumer affordability will be a challenge.



Thank you
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Malcolm Perrie
CEO - Aftermarket Parts -
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Composition of Aftermarket Parts

Part Categories

B Wear parts - service
® Mechanical failure

B Crash parts

Each vehicle has ~ 30,000 parts
Translates to ~ 2,000 moving parts
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South African market | The numbers game

@ ‘ 12 million vehicles ‘ 3,000 model variants ‘ 1,500 platform variants

‘ 30,000 parts per vehicle ‘ Amounts to 20 million different parts

Active 2,000 active Amounts to

We‘:r wear parts 6 million active
arts 5

2 per vehicle wear parts

1,500 Amounts to
platform » 3 million active
variants parts (SKU)

135,000 active parts (SKU's)
No Crash parts

No Exotics
45 Target the "Reseller” and “Fitter”
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What is the Aftermarket?

* Replacement Parts post the sale of the vehicle

The « The OES! market — generally captive by the OEM's
Aftermarket - The independent aftermarket

* The non-OEM participants o Hand
Motus Aftermarket Parts (US:CB

* The "biggest” market in replacement market

+ Segments into 4 categories
The

Independent
Aftermarket « Private label

Parts Consumption

» OES equivalent — global brands

+ Entry specification

- 2nd hand parts The Independent Aftermarket (IAM)

0 5 10 15 20 25
Age of Vehicle (Years)

» |nstalled base of vehicles in SA — 12 million

Market
Opportunity

* Installed base of vehicles globally — 1.4 billion
* Market demand driven by mobility of the vehicle parc

+ Replacement cycles are either time dependent (oil's and rubber components) or mechanical failure
(usage dependent)

46  10ES - Aftermarket parts distributed by the OEM
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Global trends and market opportunity

The EV

Revolution

 Driven by ESG and government
legislation

- Different players entering market
+ Google
* Apple

Market
Distributor

Consolidation

* Increased requirement for investment
in working capital

 Big players on acquisition drive:
« UK and Europe: LKQ
 Australia: Bapcor

Vertical

Integration

« Distributors looking for full channel
margin control

« Alignment with supplier base and the
formation of strategic alliances
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Motus Aftermarket model | Revenue & margin streams

Stream 1
— Aggregate product

Leet ket Lot Loy

ARCO

SINCE 1981

1

Functions

1. Source components from multiple sources to:

a. Make up range of specific product line
(e.g. pistons)
b. Complete akit (e.g. timing kits)
2. Create
a. “Own brand”
b. Package for other private label
3. Manage & control suppliers and quality

48

Stream 2
— Wholesale distribution

beet ke [

axrs

INCORPORATED AFRICA

JRALERT

ENGINE PARTS

AFINTAPART -==

Functions
1. Source product to store & distribute to resellers
a. Franchisees
b. Independents
c. Owned retall
2. Brand Strategy
a. Supplier brand
i. Global brands — OES equivalent
ii. 2nd tier global brands
b. Private label — own label
c. Entry spec — own label
3. Manage & control channel to market

Stream 3
— Retail
 PMIPAS | 1 FRALERT
gt ENGINE PARTS
E‘ég@is‘?;'ﬁ A \PART
/é EBE ® SUBURBAN

3¢ MOTOR SPARES

ENGINE PARTS ll.oﬁ

v > ITISS

-, MOTOR SPARES STOP

Functions
1. Source products from “own" wholesale &
selected drop shipment suppliers
2. Sell to end consumer
a. Workshops
i. Formal
ii. Informal
b. DIY & "walk-in" customers
3. Manage & control last mile
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The Aftermarket value chain

L TR =

Minimise Cost Own and Maximise margln

— I S

Digitisation m
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Digitisation journey
m
Enabled by

100% >30% WIP
EDI AutoCat Autocat
h 4

= D ==
A ™ o0 =

end-to- end a—
catalogue

connectivity
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The impact of EV on vehicle parc

Globally

Quicker uptake in 1st world versus emerging
markets
Impact specifically of drive line components —
engine, gearbox (~25% of current revenue streams)
Legislation a key driver
Increased demand for other component
categories due to weight implications

» Suspension and steering

* Wheel

» Braking — to a certain extent
Higher value replacement parts — sensors, vehicle
management, batteries
Short distance (urban driving) advantageous
The growing acceptance of hybrids and hydrogen
as alternative energy

* Increased demand for replacement parts
on these vehicles

Global ICE car parc ~1,4 billion vehicles

Locally

« Slower uptake as a result of:
« Affordability and price disparity of EV vs ICE
» Poor electrical infrastructure
« Cost of recharging stations
« Large distances
* EV costvs ICE
« Likely to be hybrid before EV

South African ICE car parc ~12 million vehicles




4

EV erosion of SA car parc

15.0

14.0

Millions

13.0

12.0

11.0

10.0

South African Vehicle Parc

9.0

8.0

e Total Vehicle Parc e |CE Vehicles

Impact of EV sales on Vehilce Parc
Exponential Curve Probability

14.4
135
114
11.1 .
- 10.6 TR A—
10.0
5.4 .c......-
2020 2025 2030 2035 2040 2045 2050

50.0

45.0

40.0

35.0

30.0

25.0

20.0

15.0

10.0

5.0

Year
Parts Demand (R) e e e e e % EV of New Vehicle Sales sold per Year

EV Sales as % of Total

The EV revolution will
have a limited impact on
aftermarket parts as a
result of long-life for ICE
vehicles, coupled with
the growing market for
EV parts.




4

Opportunities

Far East
United Kingdom
Further expansion into “Aggregator”
market
Supply chain optimisation driving
efficiency

Further expansion into wholesale &
retail channels
UK eCommerce market

Market: 35 million ICE car parc

Australia

Specialised distribution
South Africa (similar to Alert in SA)

Further expansion of retail footprint Market: 20 million ICE car parc
Further expansion into “Aggregator”

market

Distribution rationalisation &

optimization driving efficiency

Market: 12 million ICE car parc

Diversify supply side to reduce dependency on single source
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Sustainability & Innovation

3D Printing Robotics
 For slow moving, exotic parts  Assistin picking and binning

Use of “Ketty Bot”

* No inventory

« On demand manufacture Willimprove productivity

. No waste Reduce personnel movement

« Currently in use at Beekman i
in R&D |

Under investigation

{lli




Thank you
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Guidance for year ending 30 June 2022

Operational performance exceeding expectations.

Earnings

Projection Actuadl

for the year to 30 June 2022 for the year to 30 June 2021

Percentage
range

Attributable profit

Earnings per share (EPS)

Headline earnings per share
(HEPS)

R3 040 million to
R3 250 million

R2 098 million

1730 cents per share to
1153 cents per share
1 845 cents per share

1770 cents per share to
1179 cents per share
1 885 cents per share

45% to 55%

50% to 60%

50% to 60%

Performing while transforming!
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Guidance for year ending 30 June 2022 (continued)

—
Share buy-backs (millions) Unbundling to 30 June 2021 1 July 2021 to 30 June 2022
Total number of ordinary shares in issue (opening balance) 202 189
Total shares bought back & cancelled (16) (12)
Conversion of deferred ordinary shares into ordinary shares 3 1
Total ordinary shares in issue (closing balance) 189 178
Treasury shares (6) (7)
Effects of weighting and other (1) 2

Weighted average number of shares

Weighted average number of shares forecasted to 30 June 2023 amounts to ~165 million shares.
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Guidance for year ending 30 June 2022 (continued)

—
Projection Actual

Debt covenants for the year to 30 June 2022  for the year to 30 June 2021 Requirement

Net Debt: EBITDA Below 1,2 times 0,8 times Less than 3

EBITDA: Net Interest Above 15 times 10,9 times Greater than 3

Motus has healthy cash generation & sufficient liquidity, with headroom on debt covenants, for
strategic acquisitions, dividend distributions & share buy-backs.




Thank you




Disclaimer

This presentation is confidential and is being provided for information purposes only to existing and prospective investors in Motus Holdings Limited (“Motus”). No representation or warranty, expressed or
implied, is made as to the accuracy or completeness of the information contained herein.

Certain statements made in this Presentation constitute forward-looking statements. Forward-looking statements are typically identified by the use of forward-looking terminology such as ‘believes’,
‘expects’, ‘'may’, ‘'will’, ‘could’, 'should’, ‘intends’, 'estimates’, ‘plans’, ‘assumes’ or ‘anticipates’ or the negative thereof or other variations thereon or comparable terminology, or by discussions of, e.g.
future plans, present or future events, or strategy that involve risks and uncertainties. Such forward-looking statements are subject to a number of risks and uncertainties, many of which are beyond Motus'’
control and all of which are based on Motus' current beliefs and expectations about future events, and have not been reviewed by Motus' auditors. Such statements are based on current expectations
and, by their nature, are subject to a number of risks and uncertainties that could cause actual results and performance to differ materially from any expected future results or performance, expressed or
implied, by the forward-looking statement. No assurance is (or can be) given that such future results will be achieved; actual events or results may differ materially as a result of risks and uncertainties
facing Motus and its subsidiaries. The forward-looking statements contained in this presentation speak only as of the date of this presentation. Motus undertakes no duty to, and will not necessarily,
update any of them in light of new information or future events, except to the extent required by applicable law or regulation.

Investors should conduct their own investigations and evaluations of the economic risks and merits of investing in, Motus including their own analysis of the publicly available information regarding Motus
and the industry in which it operates, without reliance upon Motus, and should consult with their own independent counsel, accountants and other professional advisors with respect to legal, tax,
business, financial and other matters concerning any potential participation in Motus.

Nothing in this presentation constitutes (or forms part of), nor should be construed as constituting (or forming part of), any offer for the sale of, or solicitation (or advertisement) of any offer to purchase or
subscribe for, any securities of Motus in any jurisdiction, nor shall it or any part of it form the basis of or be relied on in connection with any contract or commitment whatsoever in any jurisdiction.

This presentation does not constitute “advice” as defined in the South African Financial Advisory and Intermediary Services Act, 2002 (FAIS), and the contents of this presentation should not to be
construed as investment, legal or tax advice. The drafters of this presentation are not financial services providers licensed as such under FAIS in South Africa and nothing in this document should be
construed as constituting the canvassing for, or marketing or advertising of financial services in South Africa.

This presentation contains information as of the date hereof and is subject to change, completion or amendment without notice.

By attending the meeting where this presentation is made you warrant, represent, acknowledge and agree to and with Motus that (i) you have read, agree to and will comply with the contents of this

Disclaimer including, without limitation, the obligation to keep this presentation and its contents confidential, (i) you will not at any time have any discussion, correspondence or contact concerning the
information in this presentation with any of the directors or employees of Motus or its subsidiaries nor with any of their suppliers in respect of Motus or its subsidiaries without the prior written consent of
Motus, and (iii) you acknowledge that you understand the legal and regulatory sanctions attached to the misuse, disclosure or improper circulation of the presentation.

Photographs of people without masks were either taken pre-COVID-19 or full health and safety protocols were followed as appropriate.
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