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DISCLAIMER

This Information Memorandum (“IM”) dated June 2019 is issued by Conveyance Genius Pty Ltd — ACN 57 169 010 566 (“Conveyance Genius”) branded as Houseroo Pty Ltd. The purpose of this IM is to provide information for prospective investors to decide whether they
wish to invest in Conveyance Genius. This is an important document. Recipients should read this document in its entirety before making a decision to invest and, if in doubt, should consult their professional advisors.

Associated branding
From time to time reference to Transactor the product and Houseroo™ will appear. Transactor and Houseroo ™ is a wholly owned subsidiary of Conveyance Genius Pty Ltd and is utilised for branding and marketing purposes.

No Disclosure Required

This IM is intended to provide potential investors with information only and does not constitute a prospectus, short form prospectus or other disclosure document as defined in the Corporations Act 2001 (Cth) (“the Act”). This IM has not been lodged with the Australian
Securities and Investments Commission ("ASIC") or any other government body.

The offer made under this IM is only available for persons who qualify as sophisticated investors (as defined in section 708(8)-(10) of the Act), professional investors (as defined in section 708(11) of the Act), investors to whom personal offers are made under s. 708(1), or
investors to whom disclosure is otherwise not required under Part 6D of the Act (collectively, “Qualified Investors”). Conveyance Genius will not issue any shares under this offer to a person unless it is satisfied that the person is a Qualified Investor.

Foreign Jurisdictions

This IM does not constitute, and may not be used for the purpose of, an offer or solicitation in any jurisdiction other than the Commonwealth of Australia or in circumstances in which such offer or solicitation is not authorised.

No recipient of this IM in any jurisdiction other than the Commonwealth of Australia may treat it as constituting an invitation to them to apply for shares.

No Responsibility for Contents of Document

To the maximum extent permitted by law, neither Conveyance Genius nor any of its Associates, directors, officers, employees, advisors or representatives make any recommendation in relation to this investment, or make any representation or warranty express or implied,
as to the accuracy, reliability or completeness of the information contained in this IM or any subsequent information provided to the recipient including but not limited to any financial projections, estimates or any other historical information. In particular, its advisors have
taken at face value and relied on information supplied by the Company and other information generally available in the preparation of this IM and have not independently verified it. Accordingly, it is a condition of receipt of this document that the Company’s advisors incur
no responsibility for the matters set out herein.

Forward Looking Statements

This IM includes forward looking statements that may contain the words “believe”, “intend”, “estimate”, “expect” and words of similar meaning. All statements other than statements of historical facts included in this IM, including, without limitation, those regarding the
Company’s financial position and business or investment strategy, plans and objectives are forward looking statements. Such forward looking statements involve known and unknown risks, uncertainties and other important factors that could cause the actual results,
performance or achievements of the Company to be materially different from future results, performance or achievements expressed or implied by such forward looking statements

Any forward looking statements are based on numerous assumptions regarding the Company’s operations and present and future business and investment strategies and the markets in which the Company will operate in the future. These forward-looking statements are
current only as at the date of this IM. Accordingly, there can be no assurance that such statements, estimates or projections will be realised.

Independent Advice Recommended

Prospective investors are not to construe the contents of this IM as tax, legal or investment advice.

The information contained herein is general information only and does not take into account individual objectives, financial situations or needs. An investment in Conveyancer Genius should be regarded as speculative and may not be appropriate for all persons or entities.
Prior to subscribing for shares in Conveyance Genius, an investor should seek appropriate professional advice and should conduct his/her own independent investigation and analysis regarding any information contained in this IM. A prospective investor should rely on his or
her own enquiries, in particular in obtaining his or her own legal, investment and tax advice in determining whether to invest in Conveyance Genius.

No Guarantee

Neither Conveyance Genius nor any of its directors, officers, employees, advisers or representatives guarantees the rate of return of any investment in Conveyance Genius, the meeting of the investment objectives of Conveyance Genius or the performance of Conveyance
Genius, nor do they guarantee repayment of committed capital.



CONFIDENTIALITY

Confidentiality

This IM is confidential and is being provided in good faith to prospective investors for them to consider investing in Houseroo. Its use for any other purpose is not permitted. It may not be reproduced or redistributed, in
whole or in part, and its contents may not be disclosed to any person or third party whatsoever.

This presentation has been prepared by Houseroo Pty Ltd and contains background information about Houseroo Pty Ltd at the date of this presentation. The presentation is in summary form and does not purport to be
all-inclusive or complete.

Recipients should conduct their own investigations and perform their own analysis in order to satisfy themselves as to the accuracy and completeness of the information, statements and opinion contained in this
presentation.

This presentation does not constitute investment advice and has been prepared without taking into account the recipient’s investment objectives, financial circumstances or particular needs and the opinions and
recommendations in this presentation are not intended to represent recommendations of particular persons. Recipient should seek professional advice when deciding if an investment is appropriate.

All securities transactions involve risk, which include (amongst others) the risk of adverse or unanticipated market, financial or political developments.
To the fullest extent permitted by law, Houseroo Pty Ltd and its officers, employees, agents and advisers do not make any presentations or warranty, express or implied, as to the currency, accuracy, reliability or
completeness of any information, statement, opinions, estimates, forecasts or other representations contained in this presentation.

No responsibility for any error or omissions from this presentation arising out of negligence or otherwise is accepted. The contents of this presentation are confidential. The presentation is being provided to you on the
condition that you do not reproduce or communicate it to, or disclose it to, or discuss it with, any other person without the prior written permission of Houseroo Pty Ltd.



Transactor connects buyers, sellers, agents, conveyancers and financiers to
track and manage their property transaction from start to finish






PITCH

We track a $10 pizza from door to door There’s no way to track a $1,000,000
property purchase




PROBLEM

There’s so much property tech We need to simplify the property transaction process




INTRODUCTION

Buying a home is the
ultimate dream anc
the experience shoulc

Everyone talks about it,
Invests in it,
Lives in it,

Rents it and

Shares their experience whether

be a joyful one!

it's good or bad.




OUR WHY

ol A\ s

Buying my first home was a BAD experience!

Conveyancer didn’t keep me updated MY FIRST HOME | 1999

Had no idea where the finance was up to
The deal nearly fell over

| didn’t know the process or what to expect

Shaneal Sharma

CEO / Founder @transactorapp CEOQ'’s first home, 15 Analese Street Sunnybank Hills Q.L.D Australia
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The single biggest problem with communication is
the illusion that it has taken place.

GEORGE BERNARD SHAW | Nobel Prize winner 1925



What is the PROBLEM?



PROBLEM

Transacting Property is a Broken process!

There’s so many moving pieces and so many people involved

2 3 4

Billions of dollars of The real estate Buyers and sellers Industry players have Property is the biggest
properties listed and industry is are stressed when their own internal investment of people’s
sold yearly and yet fragmented and not kept in the loop. processes and lives and yet the process
there’s no property there is no unified No dedicated technologies however is archaic and lacks
technology to bring way to communicate marketplace to do not have a system trust and transparency.
everyone together to and collaborate in select affordable to update all their
transact it. one place. and trusted service clients seamlessly and

providers. reliably.
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Until Now!



Your Entire Property Journey from Start to Finish

- From Signing to Settlement -



WHAT IS TRANSACTOR?

End-to-End Property Transactions made Easy

e TRANSACTOR connects buyers, sellers,
conveyancers, real estate agents and mortgage
brokers to track and manage their property
transaction. It visualises the conveyancing and
finance milestones on a timeline to successfully
settle the property.

e Home buyers and sellers can choose products and
services that are mandatory to settle their property
from a trusted marketplace.

COLLABORATE COMMUNICATE TRANSACT




VISION & MISSION

VISION

To be the industry standard of
how property is transacted
globally.

MISSION

Collaboration To provide less stress and
Buyers, Sellers, RE Agents, Conveyancers, transparency to property
Banks, Developers, Mortgage Brokers, Inspectors ] .
transactions by embedding
relationships through
connection, collaboration
and automation.

All only tool you need to

transact propert
Trust el

Transparency &
Communication

Innovation

Ground breaking
technology & simplifying processes
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TRACTION

Current Clients On Transactor
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The Interface



PRODUCT

Available on Desktop & Mobile
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TRANSACTOR makes property transactions Easy by
Connecting everyone to Visualise the Progress in Real time
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Conveyancers and Financiers can update everyone in one click
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TRACK & MANAGE VIA THE APP 24/7

Track conveyancing & finance
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An Interactive
Marketplace



INTERACTIVE MARKETPLACE

Home buyers and sellers can book and pay for core
services required to settle their properties
nationwide.

Service providers can sign up and showcase their
businesses and offerings to consumers.

Customers can provide live feedback to service
providers every step of the way.

Home buyers and sellers now have a single place to
book everything they need for their property
transaction.
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Integration

Open Integration with the ability to access the entire property ecosystem

Conveyancing Practice Management Systems
QUSRCi/ata Product & Service Providers

Movinghub
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The Market



Transactors Current Property Transaction Volume:

$2B.



REAL ESTATE SERVICES MARKET SIZE - AUSTRALIA

Total Addressable Market Property Sales Related Services & Target Market
9.6% . Property Sales . Target Market
9.8% Related Services
: Property management
Other
services ’
66.4%
Total Property $9 3B
$14,0 B Sales related .
services Property Sale related
Products and services Services
segmentation
14.2% (2015-16)
Property
leasing
Property leasing, sales, management and other services $860m Conveyancing services (860k both sides) x $1000 avg Conveyancing) / $430m Insurance (430k x $1000)
$175m Build & Pest Inspections (350k x $500) / $1.22b Mortgage brokering (350k x $3500)
Source: Ibis report $2.15b Estate Agent Commissions ($215b x 1%) Source: Estimates from Ibis & Statica
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ADDRESSABLE MARKET

Target Market

$4.8B

PHASE 1

Property Transactions, services
related to buying/selling Real
Property, this includes
Conveyancing, Finance, Building
& Pest, insurance and technology
to buy and provide
communication all in one place.

PHASE 2

Product and service providers
technology, to make them
more compliant, efficient,
relevant and provide them
with a new referral system to
create new business
opportunities.

PHASE 3

Customer focussed
campaigns and projects to
connect service providers
to.
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AUSTRALIAN PROPERTY TRANSACTIONS BY STATE

# Property Transactions AU 2017

® ACT 5,362 1%
NSW 122,251 29%

@ NT 2,221 1%
® QLD 102,884 24%

® SA 29,321 7%

@ TAS 11,737 3%
® ViC 115,020 27%

WA 39,199 8%
Total 427,995 100%

3%

7%

1%

% Property
Settlements by
State AU 2017

24%

1%
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HOW MUCH DOES IT COST TO TRANSACT A PROPERTY

Stamp duty $8750 - $21,970 Agent Commission S$550 - $12,500
Conveyancing S800 - $3,500 Conveyancing S400 - $1,500
Building & Pest Inspector S450 - $1200 Building & Pest Inspection S450 - S800
Insurance S400 - $2000

* Estimated Costings based on $500,000 property price - * Pricing may vary from state to state
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HISTORY OF PROPERTY TRANSACTIONS
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PROPERTY TRANSACTIONS AVERAGES
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COMMENTARY

Decade average of
housing turnover is ~5.4%
of all properties each year

Property settlements have 2
sides (Buyer side & Seller
side)

Declines in listings match stage
in property cycle with recent
falling house values seeing
sellers holding stock
however...

Agents (65,000 in AU)
banks and Mortgage
brokers (17,209) are the
first point in the
transaction workflow to
interact with buyers

There were 427,995
residential housing transaction
per year in Australia in 2017

®

Large chains, mostly with a
federated branded model
still dominate and account
for 68% of all agencies and
72% of all transactions

Property settlements by
state nearly match GDP
distribution by state

Transactor’s target market
is the $4.8b annual spend
on the products & services
related to property
transactions
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GLOBAL MARKETS OF THE PROPERTY TRANSACTION INDUSTRY

HOUSING TRANSACTIONS  REAL ESTATE AGENTS INSPECTORS MORTGAGE BROKERS
Australia 427,995 65,000 10,660 17,209
New Zealand 150,000 14,000 1,376 3,298
Singapore 66,500 28,571 2477 23,567
Canada 550,000 54,000 8,000 45,670
South Africa 20,878 36,700 10500 3,400
UK 1,190,000 165,000 17,112 83,636

USA 5,250,000 1,260,000 131,000 364,941

Source: ibisworld.com.au, statista.com, gov.uk/government/collections, data.gov.sg Year of data: 1996 - 2019

36



MONETISING the transaction process



REVENUE MODEL

Saas Subscriptions + Marketplace Commissions + Insights from Big Data



Revenue Model

Transactor is a true SaaS product, available from anywhere in the world from an internet connection.

Key customers such as conveyancers, real estate agents, mortgage brokers, banks and property developers pay a subscription to use the platform for
their business.

The businesses choose from a selection of plans that best suit their company, this includes project type, transaction volume, and client requirements.
The platform allows businesses to grow their transaction volume and switch between plans. All pricing is listed on the Transactorapp.com website.
Additional revenue is derived from insurance, moving, property management and inspectors referral commissions.
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CLIENT ACQUISITION

Transactor has adopted an online and direct to customer strategy to acquire customers.
Linkedin has proven to be the strongest for conveyancers and mortgage brokers.
Facebook and Instagram have been the strongest for buyers, sellers and agents.

DIGITAL
MARKETING

e Digital campaigns have been targeted towards Conveyancers,
Agents, Buyers & Sellers. Key platforms utilised have been with
Facebook ads, Instagram and Linkedin.

e Leads are fed through from campaigns and communications
directly to our core market to gain interest with a follow up call to
book a demo of the technology.

e After conducting a demo customers sign up, if they are still
undecided we provide a 30 day free trial period and nurture them
through to a sale.

WEBINARS, INTERVIEWS
& TESTIMONIAL VIDEOS

Interviews with property professionals within the community including
Agents, Conveyancers, Mortgage Brokers, Banks and inspectors.

Webinars provide a higher rate of conversion and are currently being
used to build groups of early adopters.

Converted customers provide testimonial videos which helps
Transactor to sell to more to their peers. This accelerates onboarding
onto the platform
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CLIENT ACQUISITION COSTS

LINKEDIN, Webinar & Socials
$250 P/M

Marketing costs

DIGITAL

Open: Initial message, response, call,
appointment to demo, sign up and nurture.

35-40

Contacted on linkedin

8
Sign ups & onboards

Facebook,Instagram & Linkedin
Marketing: Initial testing of an

S800 awareness campaign
$3992 p/m bought a lot of interest with 10
Average leads and 3 sign ups with a
revenue Lifetime value.
$143,712 LTV
(3 Years)

The ongoing strategy is to target
customers that can make the
most impact which will help
influence behaviour change and
ultimately lead to increased
conversion.

Online meetings, interviews and
demos have helped build the
concept of Transactor with early
adopters. Key influencers within
the real estate industry have been
approached to endorse behaviour
change and sign ups by many sides
of the stakeholder groups.

Commentary: LinkedIn has been a scalable way to access the market with lower friction and heightened engagement.
Strategic digital campaigns to create awareness to show the benefits and value the product brings to the market and
community has been strong especially in the current market conditions.
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Core Monthly Value

Cory Yearly Value

Setup Charges

Estimated Lifetime (Years)

Lifetime Value (LTV)

Companies Per Digital Campaign
Sign ups

Conversions to Paid

Value Year 1

Lifetime Value Min.

Campain & Onboarding Cost

Value Year 1

Lifetime (3 year) Value per Event

EVENT ESTIMATED COSTS & ROI

CONVEYANCER

$499.00
$5,988.00
$500.00
3
$17,964.00

4
2
2
$10,976.00
$32,928.00

$1,500.00
$19,040.00
$57,120.00

REAL ESTATE AGENT

$299.00
$3,588.00
$500.00
3
$10,764.00

3

2

2
$6,176.00
$18,528.00

MORTGAGE BROKERS

$199.00
$2,388.00
$500.00
3
$7,164.00

3

2

1
$1,888.00
$5,664.00

42



COMPANY GOALS

Whenever a property is
transacted, it will occur using
Transactor offering total
communication and
transparency. People can
choose affordable and
trusted professionals
instantly and track them
every step of the way to a
successful settlement.

To fix the broken way real
estate is being transacted
globally and give people
control and trust about the
biggest investment of their
lives. “Just use Transactor”
will become the common
vernacular in property
transactions”.

Transactor will be the
centralised place for
consumers and service
providers to manage
property transactions

digitally from end-to-end.

Transactor monetises the
entire property transaction
process by connecting
mandatory services required
for buyers & sellers whilst
making the unknown visible in
that process.
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BACKGROUND

2015 - 2016 2017 - 2019
Houseroo patent granted, R&D, PiIot.custom.ers, paying Fustomgrs
validation with customers and 2014 — 2018 and Integrations deals S|gne.d with
proof of concept. organisations such as, Domain’s My
$1,292,359 of Pre seed Desktop, Pexa, By The Rules,
funding led by Actionstep, Cornerstone law offices, ,
Australian & UK funding Workcloud, Raywhite and more.

2015 2016

2014 ° 2018
Transactor advisory board 2020

Founded and pre-seeded by a .
formation & app launch

small group of private Generating Revenue with
investors, Transactor is growth month on month

headquartered in Brisbane and 2017 Seed round open

has developed technology to
revolutionise the property
transaction processes within
the real estate industry.

>X< a4

Houseroo Beta Launch,
Houseroo Soft Launch



Market Highlights



KEY HIGHLIGHTS

First mover advantage in the
property transaction process
which is fragmented and
segmented into multiple sectors.

Proprietary - property
transaction marketplace
technology selling property
transaction products & services

Entering Revenue & Globally Scalable
Over 50 SASS clients signed up & MOU signed in
Canada & NZ.

Approximately 500,000 unique
property sales per year with 2
sides to every sale

Experienced technical &
management team.

Significant revenue potential as
Australians and the world spend
billions on Real Estate Services
(2015 - 16)



TARGET MARKET & VALUE PROPOSITION

CONVEYANCERS BUYERS/SELLERS

REAL ESTATE AGENTS

Real Estate Agents provide optimal customer
experience, point of difference and
efficiencies by managing buyers and sellers
through the sales process whilst keeping all
of the stakeholders in the loop as required
to save deals, protect commissions, get
customer ratings & successfully settle a
property.

Financiers can provide exceptional customer
service by keeping the customers and
channel referrers informed and up to date in
real time. Provide financial literacy to your
clients, offer better available data .

FINANCIERS

Conveyancers cut costs, become pre loaded
into referral channels business processes,
receive new matters and keep all
participants updated to act on urgent issues
to keep the deal on track and settle on time.
They have the ability to update multiple
people in a single click.

INSPECTORS

Inspectors Get more business, be preloaded
into agents for one click referrals, upload
reports directly for client to view.

Buyers/Sellers can book trusted service
providers and keep informed on all matters
related to their property transaction process
through to settlement.

DEVELOPERS

Developers Track conveyancing, track
finance, keep buyers up to date on
construction milestones

47



THE OLD WAY VS THE NEW WAY WITH TRANSACTOR

ACTIVITY

Finding Service Providers

Checking progress

Sharing/ Signing important

information, documents and Files

Communication & management

Lead Generation & Marketing

OLD WAY

Hours Researching & getting
quotes

Phone calls, emails, limited
transparency

Dropbox, Google drive, scanning,
emails

Phone calls, emails &
management software

Advertise via adwords, FB,
Yellow Pages etc

NEW WAY - TRANSACTOR

A few Clicks on the Transactor Marketplace

Quick glance at the Transactor Tracker

Transactor Document Uploader

Transactor alerts, reminders & notifications

List business on Transactor Marketplace

48



HOW DOES IT WORK FOR CONVEYANCERS?

FUNCTION

O 00000

Enter property details

Populate conveyancing
Milestones & dates

Invite all collaborators
Update all collaborators

Share important
documents and Files

Receive Alerts, Reminders
and Notifications

FEATURES

O 000000000

Conveyancing tracker
Finance tracker

Visual timeline
Customisable workflow

Contract process automation

Preload favourite referrals

Hot buttons to call issues

Monitor team members

Monitor all matters

Automated reminders
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CONVEYANCERS STAGES & WORKFLOW

STAGE

Activity

Conveyancers
Without
Transactor (Archaic)

Conveyancers
with Transactor
(Efficient)

)

PRE-CONTRACT

Marketing & Lead Gen

Google adwords,
FB ads,
Networking

List on Marketplace
& Receive jobs in
the inbox.
Preloaded into
agents business
process

)

CONTRACT

Client Engagement contract &
document prep, lodgement,
Data Entry, loans, land transfer

Phone calls, emails &
scanning important
documents, admin team
and loads of paperwork.

Integrates with prac
management
systems, Initiate
automated
milestones, invite
all collaborators to
provide updates

PRE SETTLEMENT

Status on B & P reports,
Finance approvals,
searches, rates and water

Can’t track finance
application, Have to
call everyone and
gather formal
documentation

Shortlist of everything
required before
settlement. Finance
tracker. All documents
uploaded ready to
transact

)

SETTLEMENT

Invite Clients to perform
Final Inspection of
property. Hand over Keys

Phone or email clients.
Send photos via email

Countdown
Reminder, Update
from Pexa alert
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HOW DOES IT WORK FOR AGENTS?

FUNCTION

O 000 00

Enter property details

Populate sales campaign
milestones & dates

Invite all collaborators
Update all collaborators

Share important
documents and Files

Receive Alerts, Reminders
and Notifications

FEATURES

O 000000000

Conveyancing tracker
Visual timeline
Customisable workflow

Dashboarding

Contract process automation

Preload favourite referrals

Hot buttons to call issues

Monitor/create team members

Monitor all conveyancing matters

Automated reminders
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REAL ESTATE AGENT STAGES & WORKFLOW

STAGE PRE LIST LIST SALE SETTLEMENT
Activity Listing presentation Exchange contract, Conduct open homes, Communication with
Marketing Budget follow up on potential vendors/ Buyers
Photos buyers & updating sellers
Agents No point of difference Phone calls, emails & Labour intensive, high Agents lose control &
Without from other agents scanning important touch, low efficiency, communication on the
documents high friction how finance & Conveyancing

transactor (Archaic) campaign is going

progress tracker, storage of Pre load Service updates low touch, buyers / sellers
documents, vendor sales providers, Secure upload high efficient way to Conveyancing Progress
campaign tracker and step & storage of documents. communicate how and building & pest

by step help guide. All parties access 24/7 campaign is going reports

with transactor
(Efficient)

Agents } Present conveyancing } Can Integrate with CRM, } Instant progress } Tracking of
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HOW DOES IT WORK FOR CONSUMERS?

FUNCTION

O 00000

Enter property details

Select from affordable and
trusted service providers

Invites all collaborators
Track your transaction

Share important
documents and Files

Receive Alerts, Reminders
and Notifications

FEATURES

000000

Conveyancing tracker
Finance tracker
Visual timeline

Service marketplace

Contract process automation

Automated reminders
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CONSUMERS STAGES & WORKFLOW

STAGE

Activity

Consumers
Without
transactor (Archaic)

Consumers
with transactor
(Efficient)

)

PRE SALE

Signing contract &
document prep & lodgement
for broker & Conveyancer

Phone calls, emails &
scanning important
documents

storage of documents.

Digital signing. Secure }
All parties access 24/7

SALE

Acquiring service
providers & buying
products

Hours on Google,
Yellow pages etc
getting quotes

A few clicks on
transactor
Marketplace, invite
your own service
providers and track
them.

PRE SETTLEMENT

Tracking finance
Application &
Conveyancing

Agents lose control &
communication on
the finance &
Conveyancing

Keep track Finance
Application &
Conveyancing
through the
transactor Visual
Tracker

SETTLEMENT

Attend Final Inspection of

property & receive keys

Phone or email to find out

details

Automatic
notification invite to
attend final inspections
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HOW DOES IT WORK FOR MORTGAGE BROKERS?

O 0 0000

FUNCTION

Enter property details

Populate finance
Milestones & dates

Invites all collaborators

Update all collaborators

Share important
documents and Files

Receive Alerts, Reminders
and Notifications

FEATURES

O 00000

Conveyancing tracker
Finance tracker

Visual timeline

Customisable workflow
Contract process automation

Service referral button
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MORTGAGE BROKERS STAGES & WORKFLOW

STAGE APPLICATION PRE APPROVAL APPROVAL SETTLEMENT

Activity onboal.‘d clients, data‘ Book valuation, confirm Confirm bank, insurance & Exchange of final funds and
gathering and education loan amount, liaise with property are confirmed for ~ title with bank and title
about the products and conveyancer & providers settlement office
processes to suit client

Brokers Find referrals Broker calls and emails Cannot track Phone or email to find out

without marketing. Provide clients. Broker tries to conveyancing and details

transactor (Archaic)

Brokers
with transactor
(Efficient)

)

paraphernalia

Can integrate with
CRM’S, Instant referral
program from being
preloaded into
conveyancers and
agents process
workflow

)

get more work and gets
busy and may miss
updating clients finance

Clients can track
automated finance
tracker and be
updated on what to
do next

)

multiple services and
clients instantly

Keep track of Finance
Application &
Conveyancing on
transactor

)

Instant

notifications when
property is settled via
Pexa
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Channels to market & strategic partnerships



CHANNELS TO MARKET SAMPLES

Channel (Secondary) Size of channel

National Real Estate Agencies

« 3,174 agencies
+ How many do we
expect to get?

National Conveyancing Firms

+ 3,000 firms
+ How many do we
expect to get?

« 17,206 mortgage
brokers

+ How many do we
expect to get?

Role of channel

Onboard Sellers to transactor at listing stage
Invite Buyers to track their conveyancing upon
signing a contract at the selling stage

To integrate transactor as a tool to refer
Conveyancers & Inspectors

To introduce transactor to all the franchisees so
their agents will use transactor

To set up transactor within their pre-listing and
settlement stages

To provide awareness to all staff members
To inject transactor system into their current
workflow

To provide data on the most appropriate way
without double entry

To introduce any key features required for further

development

To introduce transactor to all mortgage brokers
nationally

Provide mortgage brokers information about the
benefits of using transactor

Help create the start of the prelisting process by
onboarding the purchaser

Help start the process of onboarding the
Conveyancers to smoothen the settlement
process

Process to channel

transactor will:

« Call the Principal/Franchise manager and agents

» Demo products with agents

« Sign pilot program with offices

+ Provide promotional discounted use

+ Provide training videos & material to support engagement

+ Request agents to email their clients so their client can onboard transactor

» Agents can send email marketing showcasing new technology to help user experience

+ Integrate transactor into their sales meeting so agents can familiarise with the
transactor and the benefits for their clients and themselves

+ Get them to add their referral partners into transactor

transactor will:

« Call the conveyancer principal

+ Demo product to the firm

+ Provide pilot program with selected offices

+ Provide promotional discounted use to encourage uptake

+ Provide training videos & material to support engagement

+ Request them to email their members to onboard to transactor

transactor will:

+ Call Mike Felton and colleagues

» Demo transactor finance tracker to the mortgage brokers

» Request focus group of mortgage brokers for pilot campaign

» Provide promotional discounted use to encourage uptake

+ Provide training videos & material to support engagement

+ Speaking at conference to help for further support to mortgage broker members
+ Request MFAA to send onboard emails

+ Request them to email their members to onboard to transactor

+ Help brokers to provide financial literacy
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CHANNELS TO MARKET SAMPLES

Channel (Primary)

MyDesktop

Workcloud (Actionstep)

Size of channel

+ 6,000 agents
+ How many do we expect
to get?

+ 4,000 firms
« How many do we expect
to get?

+ 4,000 transactions p/m
+ How many do we expect
to get?

+ 70,000 property
professional

+ How many do we expect
to get?

How channel will execute for us

+ To introduce their agents to transactor so they can provide better
service to their agents to become part of the process of the
prelisting stage

+ Give us the ability to provide connection point to all the other
services in the transaction process

+ Send their agents nurturing campaign emails to convert them into
transactor users

+ To provide product extension to Houseroo

+ Introduce transactor to conveyancers

» Endorse transactor as a tool for conveyancers to manage the
pre-settlement steps

+ Give Houseroo access to PEXA approved conveyancers

+ Build an integration to transactor so that we can be integrated
with their practice management system for the settlement
process

+ Market and introduce Houseroo to all their conveyancer channels
and clients to settle their properties

+ Build integration to Transactor so that Price Finder users can
leverage Transactor to preload service providers

- Send marketing emails to their real estate clients with an
onboarding email link so they can collaborate on the Transactor
platform

Approach to channel

transactor will:

Call Product manager Ben Paton and send follow up emails

Demo transactor products to show value in the prelist, list, sell and
settlement stages

Sign agreement to initiate revenue share of 15% per sale

Organise integration points with MyDesktop so their users can easily
use transactor to manage their sales campaigns

Provide training videos & material to support engagement between
Houseroo & MyDesktop

transactor will:

Call the executive manager (customer market)

Send follow up emails and set up appointments

Organise focus group to roll out campaigns to PEXA approved
conveyancers

Help PEXA gain market share by taking non-PEXA conveyancers from
their pre-settlement conveyancing process to settlement using PEXA

transactor will:

Call the co-founder

Send follow up emails and set up appointments

Sign agreement to initiate revenue share (510 - $20)

Allow Work cloud clients to use our platform

Provide product extension to further add value to Workcloud clients

transactor will:

.

Call the Pricer Finder Head of Product Colin Wilson

Send follow up emails and set up appointments

Provide Pricfinder with a tool to extend their offering to their real
estate clients

Co-create great stories to add value to the listing and selling
experience through data sharing.
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CHANNELS TO MARKET SAMPLES

Channel (Primary)

FBAA

Size of channel

- 15,000 agents
+ How many do we
expect to get?

« 3,000 firms
+ How many do we
expect to get?

« 8,900 brokers
+ How many do we
expect to get?

How channel will execute for us

+ Tointroduce their agents to transactor so they can provide better service to
their agents to become part of the process of the prelisting stage

+ Give us the ability to provide connection point to all the other services in the
transaction process

+ Send their agents nurturing campaign emails to convert them into transactor
users

+ To provide product extension to Transactor

+ Introduce transactor to conveyancers

» Endorse transactor as a tool for conveyancers to manage the pre-settlement
steps

+ Give Transactor access to AIC members and conveyancers

+ Build an integration to transactor so that we can be integrated with their
practice management system for the settlement process

+ Market and introduce Houseroo to all their conveyancer channels and clients
to settle their properties

Approach to channel

transactor will:

Call CEO Antonia Mercorella and GM Josh Callaghan

Demo transactor products to show value in the prelist, list, sell and
settlement stages

Sign agreement to initiate revenue share of 15% per sale

Organise integration points with REI Forms so their users can easily use
transactor to manage their sales campaigns

Provide training videos & material to support engagement between
Transactor & REIQ

Extend success story to other states, REINSW, REIVIC, REISA, REIWA

transactor will:

Call the President Shane Jacob

Send follow up emails and set up appointments

Organise focus group to roll out campaigns to AIC members

Help AIC by offering tool to their members to preload firms into agencies

transactor will:

Call Peter White

Send follow up emails and set up appointments

Sign agreement to initiate revenue share ($10 - $20)

Allow Word Cloud clients to use our platform

Provide product extension to further add value to Workcloud clients
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TRANSACTOR IN THE PROPERTY TRANSACTION ECO-SYSTEM

Monetising the process of settling a property transaction

transactor is introduced at the start of the transaction process by the agent as one more low cost value add service

Services across the property transaction

. Listing profile transactor can also be initiated by the buyer or the seller.

. Property appraisal It is added as part of the business process and can allow any of the collaborators to be invited into the
*  Photos ecosystem.

. Styling

. Advertising
. Sign Board

. Open home schedule
. Social media
. Buyer Seller matching

. Email Marketing
. Building & Pest Report
. Conveyancing

. TRANSACTOR

Examples of other services

. Cleaners

. Removalists

. Property Managers

. Utility connections

. Depreciation schedules
. Mortgage broking

. Tradie hire
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TRANSACTOR EXECUTION PLAN

HORIZON ONE TO AUG 20 HORIZON TWO TO OCT 20 HORIZON THREE DEC 20

MARKET GRAB ECO SYSTEM NETWORK EFFECT

e Having agents adopt transactor as a natural

e transactor populated with largest list of e Participants increasingly invited to
addition to the proportion transaction cycle conveyancers leveraging other digital platform by other participants in the
* Starting with large chains and boutiques settlement participants e.g. PEXA ecosystem
* Integration with large CRM providers e Transactor seen as the natural way to e Integration with other platform
* Having conveyancers include transactor into support property transactions providers via API drives increased use
their work process e Transactor plugging into B2C e Integration into portals
* Having mortgage brokers include transactor into marketplaces such as Canstar.
their work process e Transactor integrating with industry
* Having buyers and sellers adopt transactor as technologies b2b and b2c.

the platform to help them with their property
transaction



CAPABILITIES — (4 years of development now at your fingertips)

Referrer capability
Listing profile — attributes of suppliers offering

- A market place - lists trusted suppliers
Settled properties tracker for Agents
Buy/seller view of transaction progress
Gallery — upload pictures and documents
Help Guide capabilities
New user in-platform guides
Buyer/seller process help guide
Buyer/seller feedback loop on suppliers
Dashboard customization for conveyancer, agent and
financier
Mortgage broker tracker

- Agent sales campaign tracker — managing the progress
of the sales campaign

- Admin panel — for transactor in house admin
Censorship capability for unacceptable language
Payment gateway PCl compliant
Itemized billing, invoicing capabilities
Mapping visualization of know addresses
Conveyancer and milestone tracker
Invite collaborators
SMS notifications and email ability
Mile stone customization tool for conveyancer,
financier and agent
Milestone template creator

Capability already exists

Building and Pest job upload portal

- Swagger API active

- Whitelisted behind VPN for Govt regulated integration
e.g. PEXA
Dashboard customization
Document upload feature
Milestone date auto filler from start date

« Visual timeline tracker
Conveyancer to Conveyancer chat
Conveyancer jobs engine accepts new matters
Notification engine
My Team capability for team hierarchy

- Agent can see both buyer and seller of the transaction
both
Click and drag to rearrange milestones

- Automation of Email and SMS against preset dates
Customizable help guides by agent and conveyancers
against milestones
Multi jurisdiction support for different regulatory
environments
Notifications engine admin
Help Guide capabilities
New user in-platform guides
Buyer/seller process help guide

Capability already exists

Buyer/seller feedback loop on suppliers
Dashboard customization for conveyancer, agent
and financier
Mortgage broker tracker

- Agent sales campaign tracker — managing the
progress of the sales campaign

- Admin panel — for transactor in house admin
Censorship capability for unacceptable language
Payment gateway PCI compliant
Itemized billing, invoicing capabilities
Mapping visualization of know addresses

- Agent can see both buyer and seller of the
transaction both
Click and drag to rearrange milestones

- Automation of Email and SMS against preset dates
Customizable help guides by agent and
conveyancers against milestones
Multi jurisdiction support for different regulatory
environments
Notifications engine admin

« Add a guest collaborator

« Finance shortfall calculator

. Document viewer on app

. Filter buyer/seller side, what's due countdown



PRODUCT ROADMAP

Feb 2020

Apr 2020

* Integration: Actionstep
* Integration: Rei Forms
* Integration: Pexa

¢ Integration SAIl Global

Mar 2020

* Main platform: Prac system middleware for transactor

Mobile: workflow for buyer/seller optimisations
Email automation to keep customers engaged
Notifications: enhancements

Admin: export and import contacts

Add a guest user

* Chatbot installation

* Admin: Update customer and user management
* App: Upgrade ionic and UIX

e Conveyancer and financier shortfall calculator

e Transactional email optimisation

Jan 20

* Web Version 2.0 launch
Single Property Transaction Flow

Mobile: V 2.0 clean up

Integration for moving company
Integration for Insurance leads

Feb 20 Apr 20 May 20 Jul 20 Aug 20

Jun 2020

Aug 2020

* Product page Transactor showcasing product

* Main platform: marketing and automation

* Mobile: marketing for app

* Integration: with market leaders

e Middleware: for non integration partners to reduce double entry of data
e Launch of The Property Den Podcast

Jul 2020

* Homepage: update look and feel

* Testimonials video launch

e Content writing for google ranking

¢ Indexing and content creation

¢ .net core conversion technical debt reduction

¢ Content creation centre
e Google ranking and SEO work
e App new look and feel launch

May 2020

* Sendgrid clean up to include company
* Automated referral system
e Technical debt clean up

¢ White label build
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PRODUCT ROADMAP — CAPABILITY IN PLAN

Dec 2020

Nov 2020

Web App - White label enhancements, Google/Outlook calendar tracker
Mobile App -Activate Financier user
Marketing campaigns

Web App - Insert Rating System / Customer sentiment, MovingHub integration

* Mobile App - Push notification, Agent dashboard

e Bank - Integrations

Oct 2020

* Homepage - Vlog/blog/podcast launch

e Marketing roll out

Sept 2020

* Integration - CRM Eagle

* Integration - CRM Agent box

* Pricefinder - Install Transactor
e Salesforce - Basic integration

Web App - DocuSign integration, Conveyancer web form integration)
Mobile App - In-app document viewing, Insert Marketplace)

Jan 2021

Apr 2021
. Integration - Portal NZ
. Integration - Portal Canada
. Integration - Portal Singapore
Mar 2021
. Integration - CRM Loankit
. Integration - CRM Loan Tree
. Integration - Portal Re, Domain
Feb 2021

* Web App upgrades tech debts
* Mobile App upgrades tech debts

* Web App - Facebook ads for Conveyancer
*  Mobile App - Activate Inspector user

Sep 20 Feb 21 Apr 21 VEVER
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TECHNOLOGY OVERVIEW

Commentary

Transactor builds technologies in the real estate industry that delivers
maximum impact following the 80/20 Pareto Principle for optimisation
efforts (approx 80% of the effects come from 20% of the cause). We
streamline processes that are currently arcache, fragmented and failing to
deliver successful outcomes for all participants involved

Our research with industry experts and consumers found that the entire

process of transacting property was not reliable or transparent from start to
OVERVIEW

It was from these key findings that Houseroo invented a system to
continually build on which provided the following features: Ability to invite
users, dashboarding, alerts, visual timelines, progress updates, help guides,
customer sentiment, Mobile app, status updates, referral feature, service
listing.



EXIT STRATEGY



EXIT STRATEGY

Commentary

Transactor is built as a true scalable asset which has the ability to acquire,
transact and retain customers both B2B and B2C.

It is a platform and app that can interface and integrate into many existing
solutions allowing for endless merger and acquisition opportunities.

Financial institutions such as banks and insurers could acquire Houseroo
and roll out the solution to its millions of customers to transact and retain
customers allowing further growth in revenue and value propositions that

would enhance stickiness and optimised experiences.

Houseroo is building towards being a financially sustainable company and
sale ready at all times.

We will put Houseroo in front of suitable candidates with the intent to
either sell or gain new findings to enhance our value on an ongoing basis.
Softly being on the market is a good way to always be ready which de risks
the company and strengthens the companies position overall.



EXIT STRATEGY

Trade Sale

Institutions
Banks
Insurance company

Real Estate Portals
REA Group
Domain

Zillow

Comparison Site
Compare the market
Canstar

Settlement Platform
PEXA

Simply

Sai Global

Document & Digital Signing
Docusign

CRM
Sales Force
Oracle

Big Data & Search
Core Logic/Rp Data
Zoopla

Transaction Platform
BPay

Comparison Site
Compare the market
Canstar

Real Estate Portals
REA Group
Domain

Zillow

Settlement Platform
PEXA
Simply

CRM
Sales Force

Saas

Xero
Zoopla
Hometrack
SAl Global

Stock Market
Australia

USA

Hong Kong
UK

Singapore

Private
Private funding to create dividends
Shareholder buyout option
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COMPATIBLE TERRITORIES FOR EXPANSION

International expansion

Opportunities to expand beyond
the current territories:

oy’

{
Singapore
|F -, 1

HIGH VOLUME SALES

SIMILAR LAWS

~

W

"nay

Similar property transaction
providers and laws

70



Testimonials



TESTIMONIALS

What people are saying

“This saves us, our clients and stakeholders, time, money
and stress. It provides total transparency for all involved
and has increased our revenue.”

Grace CHU | MA

Lawyer - Cornerstone Law Offices

“What a user friendly tool! It allowed us to track the
progress of our conveyancing for our new home.”

Alicia Roghan
Buyer/Seller

“It's a no brainer! It keeps our clients in the loop, they get
notifications every step of the way and the information is
all there, it’s transparent.”

Adam Scott
Real Estate Agent - Reval Estate Agents

“transactor is a much needed tool in area of law where
communication can be lacking. It takes the guesswork out
of the conveyancing process for the client.”

Renee Zackereson
Lawyer - Razon Legal
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LETTERS OF SUPPORT

-
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INDUSTRY ENDORSEMENTS

2019 REALTECH CONFERENCE

< SEE INTERVIEW >

< SEE INTERVIEW >

< SEE INTERVIEW >
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https://drive.google.com/file/d/17EgcUSDOqAcsLdtrcT8noKkB-sbviExv/view?usp=sharing
https://drive.google.com/file/d/1ieILmjni7bY9DALE4OjB2LFR-j7hhZ2j/view?usp=sharing
https://drive.google.com/file/d/1uX3ZM7AsqcBVPOAni57WnshbX_k0C5Mw/view?usp=sharing

IN THE PIPELINE

Strategic Partnerships

1. AIC

We were invited to the AIC (Australia Institute Of
Conveyancing) annual Conference in Adelaide to
present Transactor. We are proud to announce
that we have reached a deal to roll out to all of
their 1500 members nationally. There will be a lot
of work for this rollout however it will fast track
the sales cycles going to each and every individual
company. Some members do not want to show
their pricing on the market place so we have given
them an option not to show their pricing however
for the more expensive conveyancers who will
always get beaten on price, we will need to
workshop some other ways for them to be
presented. (The joys of working with associations)
The good news is that we have taken a partnering
approach. Please see the presentation here: AIC
Deck

2. Canstar

Canstar & Transactor by Houseroo wishes to
collaborate to assist customers with a total end to
end journey of their home loan. Currently, this
process is fragmented and lacks a user-friendly
experience which keeps the customers engaged
every step of the way. Through partnering we wish
to help customers with the following:

Select the best-suited home loan
Provide the likelihood of an approval
Apply for a home loan

Track and manage the application
process in real-time

PwbNPR

Outcome: Customers would feel more confident,
engaged and trusted with their home loan process.

Please see the presentation here:

Canstar Deck
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https://aicnational.com.au/
https://transactor-emailmarketing.s3-ap-southeast-2.amazonaws.com/InvestorNewsletterImages/191011+AIC+__+HOUSEROO+V1.0+.pdf
https://transactor-emailmarketing.s3-ap-southeast-2.amazonaws.com/InvestorNewsletterImages/191011+AIC+__+HOUSEROO+V1.0+.pdf
https://www.canstar.com.au/
https://transactor-emailmarketing.s3-ap-southeast-2.amazonaws.com/InvestorNewsletterImages/190503+HOUSEROO+__+Canstar+Deck+v1.0+(Draft+for+Sara)+.pdf

Strategic Canstar Integration



PRECEDENT / M&A ACTIVITY

There is a healthy level of acquisition activity within the online Real Estate sector including which highlights the need
for online technologies that can change the face of this industry:

$3.5 Billion Acquisition of Trulia by Zillow

http://fortune.com/2014/07/28/zillow-will-pay-3-5-billion-to-acquire-trulia/

$300 Million in over 30 venture deals for real estate tech start-ups in the past quarter.

http://techcrunch.com/2014/10/28/venture-investors-splurge-on-real-estate-tech/

$950 Million Acquisition of NASDAQ listed Move Inc by News Corporation

http://www.foxbusiness.com/industries/2014/09/30/news-corp-to-buy-real-estate-web-operator-move-for-50m/

The market is moving to an e-conveyancing model for settlements, which will further require better communication
platforms:

http://www.globalx.com.au/portals/4/documents/media%20releases/10-10-2013-GlobalX-Media-Releases-AXIS-210x297mm-FINAL.pdf

Other industries have gone through similar processes: Expedia acquisition of Wotif

http://www.theaustralian.com.au/business/business-spectator/wotifexpedia-marriage-reflects-the-brutal-online-re-ality/story-fng7vg0Op-1226980930254
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ACQUISITIONS
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COMPETITION

Independent

Handles the digital settlement of the

transaction at the end of the funnel.
Owned by Mortgage Brokers

and handles buying side

Has now shut down however has launched
Pexa Key which tracks the settlement stage
only.

Vendor <

A

Totally non partisan, not owned or operated by
any conflict of interested parties. Not aligned to
any one entity for competitive advantage reasons

Fully

>

Conflicted

Is owned by N.S.W law firm that other
legal practitioners do not want to reveal
their clients and data to.

Owned by LJ Hooker which isolates all
other real estate brands

Featured

Is owned by Law Lab, a law firm that other Owned by Commbank Partial

legal practitioners do not want to reveal their Features
clients and data to.




RISKS

There are a number of risk factors, both specific to Conveyance Genius and of a general nature, which may affect the financial
performance, cash flows and growth prospects of the company and the outcome of the investment in Conveyance Genius.

@ This section describes certain but not all of the risks associated with an investment in Transactor.

o If any risk eventuates, it could have an adverse impact on the performance of the company.

@® Anyinvestment is speculative and the company does not guarantee the return of capital, any rate of return, any income, capital gain or investment
performance.

® It is not possible to identify each and every risk.

Q However, before applying for shares, investors should consider the following risks.
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RISKS

Market
Acceptance

Personnel Risk

Execution Risk

Demand for the Transactor depends on market acceptance by
the end customers, primarily being Real Estate Agents,
conveyancers and mortgage brokers. Influencing factors for
market acceptance of Transactor include pricing of the product,
awareness and acceptance of the advantages of utilising
Transactor as a tool to assist in settling property transactions.

Transactor operations are dependent upon the continued
performance, efforts, abilities and expertise of its management
team and key employees. The ability of Transactor to attract
and retain such people may adversely impact its ability to
adequately meet project demands and fill roles in operations.

The ability of the Transactor management team to apply their
collective skills to execute the growth strategy as outlined is a
risk.

RISK MITIGATION

The risks are being mitigated through close consultation with end
user groups through the development and beta testing phase.
This has ensured the functionality of the platform is designed to
cater for the needs of the customers and that pricing is at a

level that is acceptable to customers and profitable for the
company.

The founder and key personnel have an affinity to the project and
hold equity to ensure ongoing retention. The roles that will be
recruited for post funding are not complex positions and the
company does not anticipate difficulty in filling these roles. The
business will be systemised where possible to further reduce
personnel risk.

The Transactor team are experienced in launching new products
into the market-place both domestically and internationally. The
company believes that its compelling value proposition combined
with well-defined pathways to market also
contribute to mitigating the execution risk.
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RISKS

Patent
Infringement

Liquidity Risk

Competition

The Company’s commercial success could be impacted by its
ability to protect its intellectual property assets.

Shares in Transactor are not freely
marketable, as they are not listed on a stock
exchange.

Large organisation could replicate and roll out similar solutions
as a direct competitor.

RISK MITIGATION

Transactor intends to mitigate this risk through patent protection
over its technologies and also by being first to market and forming
alliances with the largest real estate and conveyancing

groups. The intention is to create strong loyalty with its customers
and to have them become repeat purchasers so as to block

any potential competitor.

Investors need to seek a level of comfort with regard to access to
capital locked up in a potential investment in Transactor. The
Transactor business plan is a multi-year plan and as such any
capital invested may be inaccessible until a future liquidity event, be
it a sale of the business, share transfer or capital raising event

Transactor has a creative founder edge which means the core team
can not be copied. The team has the ability to continually innovate to
stay progressive with product market fit. It is agile and can move very
fast to stay current.

Transactor has a strong customer feedback loop continuously
iterating features set by clients.

Transactor can look at key competitor features and do it better
better.
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COMPANY AND INTELLECTUAL PROPERTY STRUCTURE

The License between CG Holdings Pty Ltd and CG Pty Ltd is an agreement between related entities and is
designed so that if there are any issues with the trading activity of CG Pty Ltd, the license can be
terminated, however investors will have their interest in holdings as well as trading and the purpose is to
protect the IP from any attack on the trading entity."

Intellectual Property

Owns I.P, trademarks, branding, Brands owned by CGH PTY LTD
perpetual licenses, patents and
Conveyance Genius technology relating to the property
Holdings Pty Ltd and real estate module/platform

known as Houseroo and Transactor.

Trading Entity Trading entity, customer facing

to provide Saas for all
Conveyance Genius Pty Ltd customers including B2B, B2C,
Partners and integrations.

Trading brand licensed

Licensee of technology from
CGH Pty Ltd.




MARKETING EXAMPLES
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https://www.domain.com.au/group/cloud-news/houseroo-the-app-that-helps-you-ensure-an-easy-settlement/

PRESS SAMPLE

From RnB to real estate; Shaneal Sharma looks to
shake up property buying with Houseroo

Having bought and sold eleven properties of his own, Sharma says he
believes the opaque and fragmented nature of the industry isn't working as
well as it could in the age of constant online connectivity.

s still the same confusing. stressful. complicated and disconnected
experience because there are so many moving parts,” he says.

“Every day. thousands of property sales fall through simply because
someone doesn't know about a potentially deal-breaking issue. Critical dates
and correspondence constantly go unnoticed

“And when they do. the buyer lases their dream home. the seller loses the
sale, the agent loses thel

commission, and the conveyancer has to chase
partial payment. Usually becaus

e of something as trivial as a missed call or
lost email.

Houseroo distils the process into a visual timeline and guides a user through
the buying and selling journey. Buyers, sellers, agents and conveyancers can
all see the exact status of the transaction in real-time and all concerned
parties are warned immediately with a push notification to their
smartphone if something needs attention before it becomes a problem.
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GOVERNANCE

BDO is Transactors official R&D accounting and advisory company
for governance and compliance

Newwave is Transactor’s official bookkeeper.

View Legal is Transactor’s official Legal advisors in Australia & assists
with all legal Council.

Dentons is Transactor’s official Legal advisors in USA & assists with all
legal Council.
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THE PEOPLE

Shaneal Sharma
Founder & CEO

His experience has taken him from working in
the entertainment industry with MGM,
Universal music and Sony in L.A, U.K & Asia
resulting in 4 top ten global hits to being
selected by Samsung technologies to
develop 20 apps for the bada store, resulting
in more than 2 Million downloads.

Expert in building Saa$S platforms and
automation technology. Built finance
compliance platform, delivery partner to
Thomson Reuters globally. Inventor of
patented property technology “Transactor”
by Houseroo.

The wealth of experience derived from
working with entertainment and technology
industry giants has given Shaneal commercial
experience to scale internationally.

His creative thinking and ability to inspire his
team and higher purpose is why people back
him.

Ross Hanson
Chief Operations Officer

MBA, GAICD

Business Strategist, passionate about
building IT business rapidly. Seven IT
builds over the past 20 years assisting
organisations with their growth and exit.
Samples include:

Amazing Technologies ERP software
integration business, offices across
Australia & New Zealand, sold within 2.5
years to a US based publicly listed
company.

Organically grew CSG Ltd ASX: CSV

company branch from zero to over 20 staff

in two years, with full profitability after
just 12 months, generating over $4M
revenue from nothing to S30M+ pipeline.
(Sold to NECIT)

Elijah Glover
Chief Technical Officer

A technologist who has hands-on
experience in a broad range of areas
including product development,
network engineering, cloud
computing and digital marketing in a
diverse set of industries.

He has worked with major companies
such as Westpac, Australian National
University, Servcorp, Sony, Hoyts as
well as NSW Health.

His background spans more than 10
years of IT consulting in Australia and
Internationally.

Travis Lawson
Chief Marketing Officer

Spent his business life in NY &
Australia. Has generated millions of
dollars worth of revenue and
investment opportunities for a range
of international businesses. Working
with companies such as Unilever and
American Airlines. He was the head
of marketing for ARA $1.4B property
facility company from the beginning
and led strategy and b2b comms.

His focus is driving substantial growth
and scalability to businesses.

His background spans over 15 years
of communications, business
development & digital marketing. His
strategies are still implemented in
businesses he has worked with

today.
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THE PEOPLE

Mohsin (Mo) Patel

Senior Lead Developer

Diligent coder who writes clean,
robust solutions that scales.
Specialising in Saa$ platforms and
business logic. Key focus areas include
Real Estate, Finance & Healthcare
Technologies. Mo has gained
specialised knowledge of how the
property transaction process works
and has worked closely with the
various industry collaborators to build,
test, deploy and optimise continuously
whilst following best practices and
quality of development techniques. His
experience and methodologies have
proven to provide successful outcomes
for the solution and the way he leads
his team.

Hamdan Patel
Developer Algorithms & dev

Specialist in complex algorithms,
problem solving and uncharted
code. Talented in developing
methods for visualisation such as
dashboards and multi region
compatibility.

Hamdan provides the support and
the peer to peer tests required to
maintain quality in the code for
shipping to production.

He is fast to fix any issues that arise
efficiently.

KK

Integrations developer

Specialist in integration and api
development.

His passion is bringing together
systems to talk to one another and
building solutions necessary to
securely share data seamlessly.

He is a solid integration architect
who maps out entire systems and
ensures the most effective paths to
providing the most impactful
solutions.

Joel Walkenhorst

Head of Design & User Experience

Joel is a naturally gifted creative who
delivers design, flow, simplicity and user
experience. His experience in design has
spanned over 15 years.

Providing branding, app design and
optimized work flows to allow users to
interact freely and effortlessly without
friction.

His portfolio includes patented
technologies and designs for companies
such as Hegs, LoFo and Quardlock.

Joel has a true understanding of the
processes involved within a property
transaction and delivers the vision
through design and user experience that
make sense for the outcomes required.
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THE PEOPLE

Kyle Pitman
NZ CEO

Extensive Real Estate background
as General Manager for Ray White
NZ and Head of Growth and
Operations for Re/Max New
Zealand opening 1 new office every
16 days.

Kyle is passionate about
transforming the way real estate is
transacting and brings a wealth of
knowledge to helping introduce
optimised processes to the entire
real estate industry.

His practical knowledge and
progressive approach instantly
brings trust to our target markets
for behaviour change management
campaigns

Marc Giordano
Head of Growth N.S.W

Marc has over 15 years business and
account management experience
specialising in training and
development. He has worked in
several countries including Slovenia
and Ireland where he represented
Harvey Norman as their National
Training Manager. Marc is passionate
about technology that provides
transparency and quality a customer
experience.

Steve Cantiller
Education and Success

Steve is our onboarding Guru who
creates all of our videos, walk
throughs and demos allowing
every single user type in the
platform to have full knowledge of
the system. Steve is a certified
instructional designer who is all
about working to learning
outcomes for our users for
behaviour change management.
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THE PEOPLE

Maxwell Nee
Strategy

An ex-Corporate Banker who is
now a Digital Nomad that
works with thriving
entrepreneurs from North
America, Australia, and
Europe. He brings together the
analytics of Finance with the
psychology of Marketing to
deliver digital scale and
growth. Maxwell runs
workshops for digital
marketing mastermind groups
in over 8 countries and has
expert knowledge with
Facebook, Instagram, Linkedin
marketing and sales funnel
systems.

Adrian Salamunovic
International Advisor

Best seller author of “Free Pr”

Expert in PR/Public Relations and
Growth Hacking. Founder of several
multi-million dollar Internet 1000
retailers, including CanvasPop.com.
Helped launch MyFax.com (which sold
for over 220M) Featured dozens of
times in Techcrunch, Mashable, CNN,
Fast Company, Forbes, The Verge,
WIRED and products have appeared on
Today Show, Good Morning America,
Wall Street Journal, New York Times.
Convinced Anthony Zucker, producer
of CSI:NY to write an entire episode
around one of his products (DNA11) .
Interviewed by Donny Deutsch and
appeared on Power Lunch on MSNBC.

Advisory team
Strategic & Industry Experts

Houseroo has strategic industry advisors &
Mentors in the real estate, conveyancing
and finance industry.

These include:

Graham Mirabito (Former CEO Corelogic)
Current Harcourts International Advisor &
PEXA.

Kylie Dillion - (Former PEXA Head of
Integrations and Conveyancing council
Peter Franckle - Editor of Legal Practise
Intelligence,

Chris Collinge - MD of By The Rules High
volume national firm with 25 branches.
Daniel Streak - Domain

Colin Wilson - Prince Finder Both offer
expertise and advice on shaping product
and sample agents for product market fit
Julia Kabakoff - Loan Market
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INVESTMENT & PROJECTIONS



PROJECTIONS

Current PROJECTED REVENUE

October - March 2020

Revenue $13,077.28
Cost $150k
Profit ($136,922.72) FY 21 vy FY 22 (v FY 23
# Clients - $1,026,861 $7,637,904 $15,211,337
Conveyancers 62 $1,119,393 $2,788,427 $2,968,862
REA Agents 558 ($348,439) $4,849,477 $12,242,475
T 430 3,198 6,369
92
Brokers
*Clients based on $199pm avg, $2388 per annum
Buyers 906
Sellers 906 t *Break Even: S58K - $93K P/M Dec 2020
(current team increasing with new hires)
Inspectors 37
Developers 0 $3m 20%




The Ask,
Use of Funds,

Exit Strategy



The Ask, Offer, Use of Funds & Exit Strategy

Total raising AUD $3,080,000
Pre-money valuation AUD $15,400,000
Ordinary shares 5,500,000 shares @ $0.28

Equity offer 20%

# 1 Sales & Hires $1,232,000
# 2 Marketing $924,000
# 3 Operation costs $208,000
# 4 Product Dev $616,000

Please note: $1,243,650.20 has been raised in this round.

Exit Strategy

We expect to be an attractive acquisition target for the following companies:

Salesforce

Oracle

REA

Google Ventures
Automation anywhere
IPO

Exit Examples

e  Aconex, Australian startup sells to Oracle for $1.5B, 15 years in the
making (Revenue $123.4m AUD, 2016, 12.5 x multiple)

e  REA group acquired Hometrack for S130M

e My Desktop & VaultRE acquired by Real estate Investar ASX
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USE OF FUNDS

30%

Marketing

Includes Linkedin, Google,
facebook, instagram, videos, blogs.
Content creation to become the
authority in the property

20%

Product Dev

transaction market

Constant iterations, product features and updates are
required to optimise and allow B2B & B2C to continually
embed and retain relationships with Transactor.

$3.08
Million

10%
Operational Cost

Day to day costs to run the business
including AWS servers, technology to
support the system, relevant
governance and compliance such as
legals and accounting.

40%

Sales & Hires

Existing training and new hires
are required to build out sales
and customer support to
aggressively grow the
company. Cash reserves for
people costs and runway.
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SHARE OWNERSHIP

14.22%

Co-Founders

20% - ‘
$3.08m

On Offer
2.67% ‘ 515.4m
Friends & Family Valuation 63.11%

Founder
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Making property transactions easy



Be a part of the movement

Thank you

Shaneal Sharma | Founder/CEO

shaneal@transactorapp.com
+61 416 668 668




