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PensionBee Limited

01 PensionBee at a Glavnce

~

PensionBee is the UK’s leading online pension provider. Our mission is to make
pensions simple, so that people can look forward to a happy retirement f

PensionBee is the UK’s leading online provider for retirement savings' with over 64k Active Customers and £745m of
Assets under Administration?. ' ‘

We are a direct-to-consumer business delivering a leading customer proposition that suits all pension owners in the
defined contribution pensions market, catering for the vast majority of people who have historically struggled to
understand, prepare for and manage their retirement confidently.

We seek to make our customers ‘Pension Confident’ by giving them complete control and clarity over their retirement
savings. We help our customers to combine their pensions into one new online plan where they can contribute, forecast
outcomes, invest effectively and withdraw their pensions (from the age of 55), all from the palm of their hand.

All our pension plans are managed by some of the world’s largest monéy managers and are protected by the Financial
Services Compensation Scheme. We believe in offering good value pension plans, based on low investment costs and
professionally managed, diversified investment portfolios.

Our success is driven by our absolute commitment to our customers, together with our product leadership (ease-of-use,
full-transparency on fees and jargon-free communication), exceptional customer service, industry-leading technology
and world-class investing solutions.?

~PensionBee has become the UK’s most loved pension provider! with a consistent customer retention rate in excess of
95% and an Excellent Trustpilot score. )

64k 38k >95%

. 2 a2
2019 Active Customers 2019 Invested Customers? 2019 Customer Retention
o)
+122% on 2018 +118% on 2018
£745ll| £35| N * Trustpilot
2019 Assets under Administration® 2019 Revenue? - Excellent 4.6 out of 5 Rating
+127% on 2018 +149% on 2018

* ! Supported by PensionBee’s Trustpilot TrustScores as at 31 May 2020 as compared to other key pension providers'in the UK Defined Contribution
pensions market and based on PensionBee’s industry awards as set out within ‘Our Awards’ in Section 04 About Us.
% Refer to definitions of. Active Customers, Invested Customers, Customer Retention, Assets under Administration and Revenue set out within ‘Key

Performance Indicators’ in Section 07 Operating and Financial Review.
* Refer to “Our Strategy’ in Section 04 About Us.

Page 4




PensionBee Limited - ) ,

OZChairman’s Stétement

As we celebrate five years since inception, I am delighted to introduce PensionBee’s Annual Report for 2019. During
this year we continued to drive momentum in the business across all fronts, enabling strong growth in our customer
base and an impressive increase in Assets under Administration to £745m and Revenue to £3.5m. The Company has
won multiple awards and we are very proud to be the UK’s 'Most Loved Pension Company'. On behalf of our customers
and our shareholders, I would like to thank each and every one of our people.

The origins of the concept of today's pension can be traced back to the Victorian era. Little has changed. Money has
been entrusted to institutions for decades in the hope that an adequate income will fund retirement. As life has
lengthened and investment returns have diminished, attitudes to saving for the future are changing. Individuals are
seeking a greater understanding of and involvement in their financial future. PensionBee’s success has come from its
unwavering commitment to helping customers achieve exactly this, such that they become truly 'Pension Confident'.

Congratulations to our team at PensionBee on a further year of achievements, all of which are centred around ensuring
that’ managing pensions, our most important financial asset, is made as immediate, simple and straightforward as
possible. No more jargon, no more form-filling, no more delays, no more hanging on the phone. Everyone at
PensionBee wants retirement savings to be as easy to manage as any other aspect of our lives. With diligence, energy
and ingenuity, PensionBee has dragged the pensions industry into the 2 1st century.

Governance

The Board is committed to upholding high standards of corporate governance across the business, including
maintaining the right balance of skills, experience and diversity. In November 2019, we were delighted to confirm the
appointment of Michelle Cracknell CBE as an independent Non-Executive Director of the Company. She brings with
her a wealth of pensions expertise, most recently serving as the Chief Executive of The Pensions Advisory Service. Her
appointment highlights PensionBee’s commitmernt to champion the rights of consumers and to drive industry change.

The Board continues to provide strong support and appropriate challenge to the management team to ensure that the
strategy is sound, achievable and delivered. :

Outlook

Fundamental prospects for the UK Defined Contribution pension market remain positive, with supportive industry and
regulatory dynamics continuing to drive growth of this sizable market. We see the need for individuals’ financial
well-being as being greater than ever, with the acceleration of digitisation helping to facilitate this.

We believe that PensionBee’s leading online direct-to-consumer proposition, supported by its sustainable and scalable
operating model will see it continue to thrive. We are excited to see the customer base, Assets under Administration and
Revenue continue to grow, and the business continue to flourish.

At the time of writing, there is much uncertainty surrounding the ongoing global health pandemic and the associated
economic impact. Whilst we expect to see further volatility, we believe that the business is well-positioned to manage
the challenges faced and seize the opportunities presented and indeed the business has continued to grow through this
period. The Board remains excgted and confident about the long-term prospects of PensionBee.* .

Mark Wood CBE
Chairman N
June 2020

“ Refer to Note 24 of the Notes to the Financial Statements (Non adjusting events after the financial period).
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03 Chief Executive Officer's Review

I am very pleased to present the Company’s first set of audited financial statements following our many achievements
of 2019 and the celebration of our fifth anniversary from founding in 2014. PensionBee was inspired by a very difficult
pension transfer experience that left me convinced that savers in the United Kingdom deserve more from financial
services. We have since sought to challenge the status quo of dull and ineffective pension services, and in doing so,
have helped our customers look forward to a happy retirement.

‘With love for our customers accompanied by product simplicity, innovation and honesty, we deliver a quality service
that has enabled us to become the UK’s leading direct-to-consumer online pension provider, maintaining an Excellent
Trustpilot rating from our customers, an achievement that I am particularly proud of. We have built a scalable operating
platform with industry-leading technology, world-class investing solutions and product leadership, already capable of
accommodating further growth of the business in the future. We believe that PensionBee will continue to benefit from
accelerating positive market trends and that we are well-positioned to grow our customer base and Revenue.

This year saw PensionBee continuing on its positive growth trajectory, delivering an annual rise in Assets under
Administration of 127% from £328m at the end of 2018 to £745m at the end of 2019 as compared to a rise in the value
of the FTSE All-Share index of 14% over the same period. Our asset growth is attributable to healthy new customer
growth, with Active Customers increasing 122%, from 28.9k at the end of 2018 to 64.2k at the end of 2019.

Our marketing campaigns, including national billboard promotions, television advertising and digital acquisition were
well-received across the country. Asset growth translated into a year-on-year increase of 149% in Revenue, which was
£3.5m for 2019. By December 2019 we had achieved an Annual Run Rate Revenue of £4.8m*. Our focus on controlled
expenditure across the board, together with improvements to our working capital position, allowed us to achieve this
Revenue growth with a comparatively smaller increase in our Net Operating Cash Loss of 49% to £5.2m across the
same periodS. We see the combination of successful financial performance and outstanding customer service as the key
to sustainable growth, setting us apart from other pension and financial technology companies.

Our success is built on the foundation of making pensions simple for our customers and thereby making them 'Pension
Confident'. 2019 saw us continue to execute and deliver the most ambitious digital pension strategy in the industry, with
a particular focus on our mobile app. With easier transfers, sophisticated planning tools and new investment plans for
our over-50’s, high-growth segment, “we delighted our customers. Our investment in proprietary automations to make
pension management easier and reduce our incremental cost of operations was also instrumental in improving the
efficiency and quality of our service. Our strategy is to continue listening to our customers, delivering on our values and
consolidating our position as market leader.

Outlook

The first half of 2020 has been dominated by a global pandemic and as with any major structural shock, there are
repercussions’ for the economy. The accelerated transition to digital and the ever greater need for financial well-being
leave PensionBee well-positioned to emerge even stronger in the post-Coronavirus world order. We rapidly
implemented remote working requirements and remained fully available to our customers in all of our usual ways. Our
robust cash position has allowed us to operate on a ‘business as usual’ basis, growing our customer base and investing
in our team.” Therefore we expect 2020 to be another positive year for PensionBee, as we continue to transform
pensions for the good of consumers.

Romi Savova
Chief Executive Officer
June 2020

% Annual Run Rate Revenue is calculated using the Revenue for the month of December 2019, multiplied by 12 to get a full year estimate.
8 Refer to definition of Net Operating Cash Loss set out within ‘Key Performance Indicators’ in Section 07 Operating and Financial Review.
7 Refer to Note 24 of the Notes to the Financial Statements (Non adjusting events after the financial period).
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04 About Us
Our History

Since its inception, PensionBee has been a consumer champion in a highly
complex industry, ripe for disruption

The idea for PensionBee was conceived in 2014, after our founder and CEO Romi Savova struggled to switch her
pension provider using traditional platforms. She decided there had to be a better way and set out to create PensionBee,
a provider that puts the consumer at its heart, built on industry-leading technology, products and customer service, that
helps everyone prepare for and enjoy a better retirement. ‘ '

Since then, PensionBee has been challenging the status quo of an industry that has evolved without sufficient focus on
consumer needs, characterised by poor communication, opaque fees and cumbersome processes. PensionBee is on a
mission to change the industry for the better.

Our Customers

PensionBee is for everyone

PensionBee has grown rapidly by helping consumers to solve the challenges they face when it comes to tracking down,
combining and managing their pension savings. We now count over 64k Active Customers from 18-80 years of age,
with £745m in Assets under Administration as at the end of 2019.

PensionBee is for everyone. We serve a host of different types of customers, from career-ladder climbers, working
mums, job hoppers and millennials to the self-employed and retirees. Currently, approximately one third of
PensionBee’s Assets under Administration can be attributed to customers in the 50+ age category, a segment of great
importance. Our online offering has special features available from the age of 55, allowing customers to plan ahead
with a drawdown calculator and enablmg customers to make withdrawals in a quick and efficient way

Customers are at the heart of what we do and we are proud to be the UK’s most
loved pension provider

From the very start, the value of ‘Love’ was enshrined in PensionBee’s approach to help customers in the UK look
forward to a happy retirement. We have a strong culture of caring about customers, providing them with an excellent
experience and always putting them first. Therefore, we place a very strong emphasis on our customer reviews, that we
gather through Trustpilot, Google and the mobile app stores.

In May 2019, PensionBee achieved a very important milestone in its journey, cementing its Excellent average Trustpilot .
rating, based on over 1,000 customer reviews, making it the UK’s most loved pension company. We continue to
maintain an Excellent Trustpilot score (based on approximately 2,000 reviews today®) and a customer retention rate
greater than 95%.

Our Customer Proposition

We are revolutionising the pensions industry through innovative technology,
product leadership and excellent customer service

PensionBee has transformed a complicated pension transfer process that previously took months to complete, into a
simple online journey, helping thousands of people reconnect with their old pensions. Our customers can monitor their
live balance within our product or connect it to one of the available personal financial applications. They can contribute
as regularly as they like, forecasting the impact of their contributions on their retirement outcome. From the age of 55,

& As at 31 May 2020.
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customers can withdraw their pension online in just a few clicks, bypassing weeks of paperwork and jargon-filled forms
sent through the post.

PensionBee does not offer advice (personal recommendations) and customers must make their own investment
decisions. PensionBee offers a carefully selected range of differentiated investment plans that are targeted towards
successful customer outcomes. Plans are managed by some of the world’s largest money managers including
BlackRock, HSBC, Legal & General and State Street Global Advisors. We maintain a transparent and fair pricing
model, charging one annual fee ranging from 0.50%-0.95% of a pension, with any pension amount over £100,000
benefitting from a fee reduction of 50%.

We maintain strong connections with our customers. We complement our digital offering with dedicated customer
account managers (known as "BeeKeepers”), who offer lifetime support to our customers and aggregate feedback,
helping us develop new tools that allow us to stay at the forefront of consumer needs. We also represent the voices of
our customers in calling for switching guarantees, fee transparency and sustainable investing across the rest of the
industry.

The key components of our customer proposition are:

A modern, mobile, Our BeeHive is built to make saving simpler. On our website or within our app, customers can
paper-free pension | see their current pension pot size, their projected retirement income and set up regular or
one-off contributions and make withdrawals with just a few clicks. All our communications are
paper-free by default.

Human subport, Our designated customer account managers (BeeKeepers) are always on hand to provide
when only ahuman ongoing support. They guide customers through signup, the process of tracking down
will do pensions, the setting up of new plans and they offer support through the customer’s lifetime

with PensionBee.

Fair fees and total For pensions up to £100,000, customers pay one competitive annual fee of 0.50-0.95%. Once
transparency a pension grows larger than £100,000, the fee is halved on savings over this amount.
Customers can switch between plans free of charge and there are no exit fees.

Pensions in expert Customer savings are managed by the world's biggest money managers: BlackRock, HSBC,
hands Legal & General and State Street Global Advisors. With around £8tr managed between them,
' we consider them best placed to manage our customers’ money. We also frequently engage
with our money managers on issues related to Environmental, Social and Governance
considerations.

Forever fighting for When we are not building the UK’s best pension product, we are pressing the industry for
the customer change. Not only are we fighting for total transfer transparency, but also consumer switching
guarantees.

Our Strategy

PensionBee’s strategy is to be the best direct-to-consumer online pension provider
for everyone, consolidating our position as the market leader

PensionBee has developed an easily accessible customer proposition for everyone that provides the solution to the
consumer problem of preparing for and managing their income through retirement. PensionBee’s strategy starts with the
consumer, putting them at the heart of everything we do. Consequently, our strategy focuses on growing our customer
base directly, offering them an exceptional lifetime product and service experience, powered by industry-leading
technology and world-class investing solutions.
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Our strategy consists of the following components and competencies:

Dire(':t_to,clqnsAumer- Our direct-to-consumer distribution model encompasses scalable marketing channels,
distfibUtion ' including search, social media, partnerships, television and outdoor. Our challenger branding
. ' and digital proposition resonate with a mass market audience, allowing us to advertise
efficiently across most prevailing media.

Product leadership: | We are a leader in product innovation, driving change based on responsiveness to customers’
’ needs in a way no-one else can replicate. Our customer proposition is enabled by a
best-in-class product experience and technology, allowing easy onboarding of customers and
a lifetime of intuitive self-service through our website and mobile app (‘A pension in the palm
of your hand’). Customers can manage their pensions, view their live balance, make
contributions and withdrawals online and, with the help of smart calculators, plan their savings
and retirement.

Exéeptional- | We pride ourselves on excellent customer service, complementing our digital offering with
customer service dedicated customer account managers-(BeeKeepers), who offer lifetime support to our .

Co customers. We aggregate feedback to develop new tools that allow us to stay at the forefront
of customer needs.

.. ]
Indusftry'—lea‘din'g: PensionBee's proprietary technology is modern, scalable and secure. PensionBee's
proprie‘tary' technology is cloud-based and API-driven. PensionBee builds on dynamic, world-class

technology ' | platforms, allowing us full control over the experience we deliver to customers and the ability

_ to grow rapidly. The security and compliance of our technology is a priority and of paramount
importance. We maintain a robust information security assurance framework that is
independently audited. ‘

World-class We are partnered with some of the world's largest and best money managers, BlackRock,
investing:solutions HSBC, Legal & General and State Street Global Advisors, who manage our customers’

: savings. We offer a carefully selected range of seven differentiated plans that strikes the right
balance: providing customers with choice and control, without overwhelming them. Our plans
include our asset managers’ flagship products, which serves to highlight their strength.

Our Team

Our team has the breadth and depth of experience across all disciplines to deliver
the best customer outcomes, drive growth and performance

Led by our founders Romi Savova (CEO) and Jonathan Lister Parsons (CTO), we have a strong and established senior
management team. Our diverse and inclusive workforce of 102 employees (as at 31 December 2019) reflects our
customer base. Our team is motivated and empowered to achieve great results across all areas of the business, including
customer service, brand and marketing, product development, technology, finance and risk. We develop and support our
talent and strive to ensure our people are actively engaged. Our strong culture and values enable us to attract and retain
people who passionately believe in our vision. All employees participate in our share option scheme which further helps
to drive engagement and an ownership mentality.

We have a deep and experienced board, led by.our Chairman Mark Wood CBE (former CEO of Prudential and founder
of Paternoster). Michelle Cracknell CBE (former CEO of The Pensions Advisory Service) was recently appointed as an
independent Non-Executive Director in 2019. We are pleased to welcome experienced investors into our
boardroom—State Street Global Advisors, the world’s third largest money manager®, is the largest external shareholder
in PensionBee and an observer on our Board.

? Pensions & Investments Research Data, 2018
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Our Values

PensionBee lives by its core values, focused on doing the right thing for our
customers

We are dedicated to ensuring that our five core values remain as guiding principles behind everything we do so that
everyone in the Company remains focused on always doing the right thing for our customers. As the Company
continues on its growth path, there is a particular focus on protecting and maintaining the culture associated with these
values—a strong focus on well-being, including regular ‘Happiness! Meetings’ between employees and managers, helps
to embed this approach. : .

Honesty We strive for total transparency around the pensions our customers get, what service they
: . can expect and our fees.

Innovation As the most innovative company in the pensions industry, we are always seeking to “wow" our
customers (and colleagues) through new and improved ways of doing things.

Love : From engaging with our customers to product delivery, we go above and beyond to create an
exceptional customer experience.

Quality We deliver top notch quality, on-time work, and we do what we say we'll do. People trust us
with their pension savings, and we need to show them that we deserve that trust.

Simplicity Whether we are picking up the phone or building our product, we keep things simple, avoiding
confusing jargon and complicated processes.

Our Awards

2019 has been an incredibly strong year for PensionBee and the industry has
recognised its innovation, customer service and diverse workplace

Set against the backdrop of a history of winning industry awards since its inception, 2019 saw PensionBee win a
plethora of important awards and accumulate many nominations and commendations, a testimony to its determination,
focus and achievements in helping consumers save for a happier.retirement. PensionBee was recognised for its product
innovation, dedication to customer service, and commitment to an inclusive and diverse workplace: .

*  Winner: ‘Online Business of the Year’ in the Growing Business Awards 2019

*  Winner: ‘Most Innovative Direct Consumer Proposition’ and ‘Open Innovation’ at the Investment Marketing and
Innovation Awards 2019

*  Winner: ‘Diversity and Inclusion Champion’ at the Computing Tech Marketing & Innovation Awards 2019
*  Winner: ‘Best Robo-Advice SIPP Provider’ in the Moneywise Pension Awards 2019
%  Winner: ‘Pension Provider of the Year’ and ‘SIPP Provider of the Year’ at the MoneyAge Awards 2019
Highlighting her drive to change the industry, our CEO achieved great personal success:

. Winner: ‘Best High Growth Woman Founder’ at the UK Business Angel Association Awards 2019
%  Winner: ‘Entrepreneur of the Year’ in the City AM Awards 2019

*  Highly commended: ‘Change Excellence’ at the Women in Pensions Awards 2019
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05 Business Model

PensionBee has a track record of strong growth and has built a solid foundation to
drive value in the future

Since its 'mceptidn, PensionBee has focused on developing its unique customer value proposition and
direct-to-consumer distribution model. We seek to revolutionise the pensions industry through innovative technology,
product leadership and excellent customer service. We have built a solid foundation for the Company.

Operating in a vast addressable market, with regulatory and behaviour-driven dynamics driving strong growth in its
core segments, the Company has achieved a positive track record across all its major key performance indicators,
including growth in customer numbers, Assets under Administration and Revenue.

We have built a scalable operating platform with industry-leading technology, world-class investing solutions and
product leadership, that is already capable of accommodating further growth of the business in the future. We believe
that PensionBee will continue to benefit from accelerating positive market trends and that we are well-positioned to
grow revenues across the market cycle'?, with the goal of achieving profitability in the medium-term.

Active Customers (Cumulative) ' Invested Customers (Cumulative}
80,000 - 40,000

60,000 30,000

20,000

40,000

20,000 10,000

Dec-2016 Dec-2017 Dec-2018 Dec-2019 Dec-2016 Dec-2017 Dec-2018 Dec-2018

Assets Under Administration (£ million) Revenue (£ million)
800 - 4.0

600 3.0
400 20
200 1.0
Dec-2016 Dec-2017 Dec-2018 Dec-2019 Dec-2016 Dec-2017 Dec-2018 Dec-2019

10 Refer to “Market Outlook’ in Section 06 Market Opportunity.
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We drive value by growing our recurring revenues through growing our customer
base supported by our scalable operational platform

PensionBee’s business model is built around the following key tenets:
Efficient Direct-to-Consumer Distribution

PensionBee has a direct-to-consumer acquisition model, reflecting the importance of managing the end-to-end
relationship with our customers and having total control over the quality of experience, which is key to customer
retention. :

Our direct-to-consumer distribution model encompasses scalable marketing channels, including search, social media,
television, out-of-home advertising and radio. Our branding and digital proposition resonates with a mass-market
audience, allowing us to advertise efficiently across most prevailing media.

We are disciplined and responsive in our approach to marketing, focusing on deploying spend across channels to solve
for rapid payback, on average within the first few years of acquiring a customer.

Recurring Asset-Based Revenue

We focus on delivering a high quality service to our customers, fulfilling their retirement saving and withdrawal needs
throughout their lifetime. We earn Revenue through the administration of our customers’ retirement savings. Our
Revenue is recurring in nature as our annual charges are calculated daily as a percentage (basis points) of the value of
Assets under Administration (AUA) and will continue to be earned on an ongoing basis whilst we administer those
assets. The mix of investment plans has an impact on the levels of fees charged and therefore Revenue.

AUA and Revenue display a very high degree of stability and predictability, testament to the strength of our customer
proposition and PensionBee’s leading market position. Customers can readily switch between different pension plans
free of charge, without the need to leave. We consistently achieve high customer retention in excess of 95%.

Revenue growth reflects our customers’ attitudes and behaviours with respect to contributions, consolidation of
pensions and withdrawals over time. AUA and therefore Revenue grows through existing and new clients adding more
investments into their accounts through pension consolidation and contributions. We aim to minimise the customers
leaving us, with a constant focus on excellent customer service and product innovation.

AUA and Revenue are also importantly linked to growth in the underlying market value of the investments customers
hold in their accounts. Stock markets give an indication of investment growth and the most relevant proxy measure
tends to be the movement in the major stock market indices, such as the FTSE All-Share Index and the S&P 500.
Whilst short-term fluctuations may decrease the value of AUA, our customers' exposure to the stock market has
historically increased their retirement savings, and therefore our AUA and Revenue, over the longer run.

Scalability of Operations

We only offer our customers highly liquid, scalable investment management solutions from the world’s largest asset
managers. Our investment solutions track prominent global indices and provide unrestricted capacity for inflows and
the highest levels of liquidity.

We continually invest in our technology, people and product development in an efficient and disciplined manner, to
deliver the best customer proposition in the market. Our operations are highly scalable, so as we continue to grow, we
expect to benefit from economies of scale and increasing cost efficiency. By way of illustration, the Revenue per
Employee metric has increased by 26%, from £41.9k in 2018 to £52.9k in 2019". We expect that the operating leverage
in our business will facilitate rapid margin expansion.

"' Refer to definition of Revenue per Employee set out within ‘Key Performance Indicators’ in Section 07 Operating and Financial Review.
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Our customer proposition is tech-enabled, allowing easy onboarding of customers and intuitive self-service throughout
a customer’s lifetime. We utilise technology to ensure our service is as efficient and automated as possible, such that
adding new customers and assets has only a marginal cost impact. Our technology is scalable. We build our technology
on dynamic, world-class platforms and have in-house development knowledge and expertise, allowing us to be nimble,
responsive and to scale rapidly.

We pride ourselves on excellent customer service, complementing our digital offering with dedicated customer account
managers who offer lifetime customer support. During 2019 we grew our customer service team in anticipation of the
future growth of the business. We also invested in the scalability of the team through tool enhancements that put the
customer at the centre of our platform, thereby facilitating better and more efficient interactions.

PensionBee’s Business Model

" Advertising &
Marketing

Customer Solution

Revenue: £3.5m""

AUA: £745m
Active Customers: 64k
Invested Customers: 38k

Money Managers Technology &
Fee?? Product

BlackRock, HSBC, Legal
& General, State Street Developm ent

Global Advisars

Net Cash Operating
Profit/Loss™

Notes:

{1) Revenues based primarily on annual asset-based fees of 0.50-0.95%.

(2) Money Managers Fee paid to asset managess.

(3) Net Cash Operating Profit/L oss after other adminisirative expenses, improvements in working capita! and R&D tax
credit. Refer to definition of Net Cash Operating Loss set out within ‘Key Performance Indicators’ in Section 07 Operating
and Financial Review.
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06 Market Opportunity
Industry Background

PensionBee is well-positioned to benefit from demographic trends and supportive

. regulatory dynamics in the UK Defined Contribution pensions industry

Attractive industry fundamentals and regulatory dynamics support growth in the Defined Contribution pensions market.
We see significant trends that have been favourable to our business and the broader market continuing to propel growth
forward.

As regards job market dynamics, trends such as longer working life and shortened duration of each individual period of
employment will continue to drive demand for customer-centric pension provision. Longer working life, and therefore
time to accumulate savings for retirement, serves to increase.overall pension wealth. Shortened duration of employment
with individuals being more likely to move jobs more frequently, will also drive demand for a consolidation solution.

From a regulatory perspective, the UK Government has displayed a focus on ensuring individuals are saving
appropriately for retirement though important changes to legislation, as outlined below. Additionally, the UK
Government’s planned Pensions Dashboards initiative should further serve to increase awareness around retirement
savings, and should favour the PensionBee proposition as consumers are expected to actively seek a provider to
consolidate and manage their pensions. :

Addressable Market Size

PensionBee has a vast and attractive addressable £1tr Defined Contribution market
with a core target market of >£500bn of Preserved Pensions within that

The UK pensions landscape is vast and complex in nature, and can be analysed in many different ways, drawing several
distinctions in the pension scheme architecture and the regulatory framework that sits above it.

Pensions continue to be the largest savings vehicle in the UK, 10x greater than the value of share and cash ISAs
combined'?. Setting aside.the State Pension, total UK private pension wealth was £6.1tr across an average over the
2016-2018 period, representing in excess of 40% of total wealth in the UK". We estimate that UK pension wealth is
likely to be in excess of £7tr today, by applying a historic actual CAGR of 9%".

The average 2016-2018 UK private pension wealth can be split into the following key segments:
e  48% (£2.9tr) of ‘Pensions in Payment’, being wealth consisting of pensnons from which individuals are receiving
an income from their own or spouse’s pensions;
o 39% (£2.4tr) of Defined Benefit (DB) Pension wealth; and
®  15% (£808bn) of Defined Contribution (DC) Pension wealth.

N A
PensionBee’s broader addressable market is the UK DC Market. Applying historic segmental growth rates to this base
number yields an estimate for the value for the UK DC Market in excess of £1tr today.'

12 Individual Savings Account (ISA) statistics from Office for National Statistics (ONS), April 2019.
' Pension Wealth in Great Britain: April 2016 to March 2018, ONS, 5 December 2019.

"* Historical CAGR measures yearly average growth in private pension wealth from the average over June 2012-June 2014 to the average over April
2016-March 2018. Based on ONS data.
5 PensionBee estimate as of 2019 based on historical ONS data. Calculated by applying historical CAGRs (from the average over June 2012-June
2014 to the average over April 2016-March 2018) by individual segment to the average April 2016-March 2018 data, for 2 years.
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The DC market can be further segmented, drawing a distinction between:

e ‘Active’ Pensions relating to wealth held in pensions that are regularly contributed to and usually accumulated
during working life; and ‘

e ‘Preserved’ Pensions relating to wealth held in pensions to which contributions are no longer being made, are not
yet in payment, but have accrued rights that will come into payment in the future.

PensionBee’s core focus is the Preserved segment, but we also consider that our market encompasses the broader area
of Active Pension plans held by individuals, which can be easily transferred. DC Preserved Pension wealth has grown
significantly over the last few years with a long-term historical CAGR of 15%'®, driven by increased membership of
and contributions to DC pensions across all age groups together with other trends such as shortened duration of
employment. Whilst historical data estimates our core target market size to be at least £367bn'’, applying long-term
historical segmental growth rates to this base number, yields an estimate for the value of PensionBee’s Core
Preserved DC Market in excess of £500 bn today

PensionBee’s Addressable Market
Segmental Analysis of Average UK Pension Wealth over 2016-2018%

£367bn

@ Active Scheme Pension Wealth (O Preserved Pension Wealth

Market Trends

The drivers of historic DC market growth, including Auto Enrolment and Pension
Freedoms, will continue to support future growth :

Recent years have seen several regulatory and policy initiatives drive major structural changes in the UK pensions
market. The effects of these changes will continue to drive growth, making the DC market the biggest opportunity for
future growth of all segments in the pensions market.

The decline in DB plans in the UK is due to a complex web of political, social, economic and regulatory changes that
have evolved the pension landscape in the UK over the past 30 years. As large employers have shut down underfunded
DB schemes, there has been a big migration towards the adoption of DC plans. )

[l

' Pension Wealth in Great Britain: April 2016 to March 2018, ONS, 5 December 2019,
' Includes £291m of Preserved DC Pension entitlements, £36m of Preserved Pension eatitlements for drawdown and £40m of Preserved Pensnons

expected from a former spouse/partner.
'® pensionBee estimate as of 2019 based on historical ONS data. Calculated by applying historical CAGRs (from the average over June 2012-June
2014 to the average over April 2016-March 2018) by individual segment to the average April 2016-March 2018 data, for 2 years.
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Auto Enrolment (AE) has become one of the prevalent forms of saving and with provision for retirement having
become an increasingly important component of individual financial planning across the UK. The 2008 Pensions Act .
mandated AE, requiring all private employers to enrol their qualifying staff into a workplace pension scheme by 2018
and to make contributions towards their employees’ pensions. Membership has risen sharply over the last few years
(more than 10.2m workers have been auto-enrolled in the UK since 2012).!? As a result of frequent job switching (on
average 11x per person)® Preserved Pension pots have proliferated under AE, with the Department of Work and
Pensions estimating there could be 50m dormant pots by 2050.2!

In 2017 The Pensions Regulator introduced its new master trust authorisation regime. Master trusts remain on course to
be the main vehicle for mass-market DC workplace pensions with more than half of those who have been automatically
enrolled into a workplace pension scheme by their employer saving into these types of schemes. In April 2019, the AE
minimum contributions were raised further’, which we expect will further fuel the sharp acceleration in DC asset
growth.

There was a renewed interest in UK pension savings following the introduction of Pension Freedoms in 2015, as
members of DC pension schemes were permitted to withdraw cash from their pensions directly, without the obligation
to purchase an annuity. This plays to PensionBee’s strength, given its easy-to-use but secure solution around customer
withdrawals. :

Market Outlook ’

PensionBee will continue to benefit from accelerating positive market trends

Future trends in growth will continue to be driven by regulatory and policy changes, by trends in employment and by
conditions in the underlying economy. As 2020 continues to be dominated by the global pandemic and associated
economic dislocation and repercussions, we envisage the need for PensionBee’s customer proposition being greater than
ever, led by trends such as the acceleration of the transition to digital, a greater need for financial well-being and a
greater need to consolidate Preserved pension pots.

* Many individuals will see an extension of their working life and time to retirement increase to cope with an extended
economic downturn. We would expect people to save for the longer-term, driving higher customer lifetime value. We
also expect the number of Preserved pension pots to structurally accelerate through a market downturn as
unemployment and job uncertainty prevail, driving the need for customers to consolidate. For those approaching
retirement, they will need to focus on the ability to spend their pensions in a considered manner, again driving demand
for easy and efficient withdrawals as offered by PensionBee. -

Despite the pandemic, PensionBee has continued to grow its customer base and its Revenue. We believe PensionBee
should continue to enjoy its position as the UK’s leading direct-to-consumer online pensions provider given the strength
of our proposition and the pace of our innovation.

¥ “pensions: automatic enrolment - current issues’, Commons Research Briefing, 21 April 2020.

2 ‘Meeting future workplace pension challenges: Improving transfers and dealing with small pension pots’, DWP, December 2011.

* Government response to the consultation: Improving transfers and dealing with small pension pots, July 2012.

* Change in contributions from 5% to 8% of qualifying eamings, including an increase in employee contributions from 3% to 5% and of employer
contributions from 2% to 3%.
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07 Operating and Financial Review

Key Performance Indicators

When looking at the overall performance of PensionBee, we use a range of key performance indicators (KPIs) to
monitor and assess our progress against our strategy.

Assets under
Administration
(AUA)

Active
Customers

Invested
Customers

Customer
Retention

Revenue

Recurring
Revenue

Employees

Revenue per
Employee

Operating Loss
before
Exceptional Item

Net Operating'
Cash Loss

2019: £745m

2018: £328m

2019: 64.2k
2018: 28.9k

2019: 37.8k
2018: 17.4k

2019: >95%
2018: >95%

2019: £3.5m
2018: £1.4m

2019: >90%
2018: >90%

2019: 67 -
2018: 34

2019: £52.9k
2018: £41.9k

2019: £6.9m
2018: £3.4m

2019: £5.2m
2018: £3.5m

+127%

+122%

+118%

+149%

+97%

+26%

+101%

+49%

AUA is the total value of pension assets within PensionBee Invested
Customers’ pensions at the year end. It measures the new inflows less the
outflows and records a change in the market value of the assets. AUA is
the primary driver of Revenue and when viewed over time reflects the
growth of the business.

Active Customers is the cumulative number of PensionBee customers at
the year end who are either an Invested Customer or who are actively
engaged on the path to becoming an Invested Customer. This measure
can be used to determine the success of the PensionBee proposition,

" customer service and the effectiveness of the marketing.

Invested Customers shows the number of PensionBee customers at the
year end with an account that holds pension assets in PensionBee plans.
This measure can be used to determine the success of the PensionBee
proposition, customer service and the effectiveness of the marketing.

Customer Retention measures the percentage of PensionBee's Invested
Customers over the average of the year. High Customer Retention
provides more certainty of future Revenue. This measure can also be
used to monitor customer satisfaction.

Revenue is primarily the income generated from the asset base of
PensionBee's customers, essentially annual management fees on its
AUA, together with a minor revenue contribution from one-off services.
Revenue is a measure of the value consumers place on PensionBee's
services. Over time, Revenue provides a measurement of the financial
growth of the Company and its recurring nature demonstrates stability in
line with the long-term nature of the PensionBee business model.

Recurring Revenue is revenue generated from annual management fees
on AUA. Recurring Revenue provides greater visibility and predictability of
future Revenue generated by the Company.

Denotes the average number of full-time employees at PensionBee during
the year when viewed over time. This measure provides an indication of
the growth of the Company.

Revenue per Employee is calculated as the annual Revenue divided by
the average number of Employees during the year. This can be used as a
broad measure of productivity and scalability.

Operating Loss before Exceptional ltem is set out on the Statement of
Other Comprehensive Income within the Financial Statements. It includes
certain non-cash items but excludes the Exceptional Share Based
Payment in 2019, required as part of our transition to IFRS in this year.

Net Operating Cash Loss is the ‘Net cash flow used in operating activities’
set out on the Statement of Cash Flows within the Financial Statements.
The Net Operating Cash Loss reflects the amount of cash utilised by the
Company to generate Revenue. The growth in the Net Operating Cash
Loss can be compared against the Revenue growth to demonstrate
scalability.
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2019 Performance

Marketing initiatives to make PensionBee a household name resulted in strong top-line growth for
the Company

In 2019 we diversified our marketing strategy away from pure digital channels to more traditional brand-led channels.
We aired our first TV and radio advertisements and launched our first billboard campaign. Our campaigns introduced
the PensionBee brand to a broader and more mature audience. We continued scaling our marketing activities on our
core digital channels, including search, social media and online partnerships. Marketing and Advertising costs therefore
increased from £2.1m in 2018 to £4.2m in 2019.

Over the course of the year we were delighted to see these initiatives bear fruit. Our Active Customer base more than
doubled on the previous year, to 64.2k. Similarly, we more than doubled the number of Invested Customers to 37.8k by
the end of 2019. This was achieved at similar marketing cost on a per Active Customer basis as historical levels,
demonstrating our ability to scale our marketing and distribution channels effectively. '

The increase in new customers resulted in a 127% increase in AUA to £745m and a resulting 149% increase in our
Revenue to £3.5m for 2019.

Continued high customer retention drove an overwhelming majority of recurring revenue

We continued to benefit from high customer retention rates that reflect our unique customer proposition. Building the
best online pension product in the UK market allows us to grow the customer base, but also serve customers for longer.
We are proud that more than 95% of our customers stay and build their wealth with PensionBee, benefitting from new
product and technology innovations. i

As the vast majority of Revenue is derived from annual management fees chafged as a percentage of AUA, the high
retention of customers and AUA makes the overwhelming majority of our Revenue recurring in nature. This in turn
allows for greater visibility and predictability of future years’ Revenue.

We grew our business by investing in our people, product offering and scalability

Set against the backdrop of an increase in Revenue of 149% from £1.4m in 2018 to £3.5m in 2019, the Net Operating
Cash Loss increased by 49% to £5.2m over the same period.

During the course of 2019, we made a strong investment in our people, products, technology and processes to position
PensionBee for future growth.

The Employee Cash Benefits Expense increased from £1.4m to £2.6m as we hired more customer service and
technology staff in order to give customers the best experience possible, online and when they contact us.

We introduced a series of improved online interfaces to give customers more clarity on consolidation, contributions,
HMRC tax top-ups and withdrawal activities instantly, on our website and in our app. We also launched an improved
Retirement Planner to give customers enhanced clarity around their savings targets -and intuitive “what-if”
scenario-building capabilities. In April 2019, PensionBee became the first pension provider in the market to voluntarily
adopt the Simpler Annual Benefit Statement, designed to help customers understand their pension account more easily.

2019 also saw the launch of three new pension plans tailored to particular customer saving needs. Our 4-Plus and
Preserve plans, delivered in partnership with State Street Global Advisors, were designed to meet the retirement
planning objectives of our growing 50+ customer audience. Our Shariah Plan caters for customers wishing to invest
their pensions responsibly and according to their faith.
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We made significant investments in our internal automation capabilities to improve the speed of our communication
with other pension providers and reduce our internal processing time. Automation remains a cornerstone of our strategy
to accommodate our rapid customer growth profile while continuing to deliver the excellent experience our customers
have come to expect from PensionBee. We effectively scaled our platform and increased revenue per employee by 26%
over the year.

Key Financials Unaudited 2018 2019 2018/19

(£ 000) (£ 000) Growth

Revenue ’ o 1,424 3,545 149%
Employee Cash Benefits Expense? v (1,417)‘ (2,603)
Share Based Payment (non-cash)* (26) (774)
Marketing and Advertising” (2,142) 4,172)

Other Operating Expenses™ (1,247) (2,852) »
Operating Loss before Exceptional Item _ (3,408) o (6,856) . 101%
Non-Cash Adjustments” 48 ‘ 938 .

Working Capital Adjustments® (98) " 588
Income Taxes Received” - 171
Net Operating Cash Loss® o (3,458) (5,159) 49%

We maintained a strong cash position

Our focus on cash allowed us to increase our Revenue by 149% while only increasing our cash investment, the Net
Operating Cash Loss, by 49%. Consequently, by December 2019 we had achieved an Annual Run Rate Revenue of
£4.8m*' as compared to our Net Operating Cash Loss of £5.2m.

We were able to achieve these results by remaining disciplined with our marketing expenditure and payback criteria,
increasing automation and scalabilify and improving our working capital position.

Over the course of the year we also bolstered our cash reserves to £10.2m", reflecting a total of £23m of capital raised
over the history of the company. :

Outlook

Over 2020, we expect to continue investing in our marketing activities, product development and service, thereby
providing our customers with the leading online pension proposition they expect. Our commitment to our strategy
should sustain our positive reviews and ability to retain our customers. While coronavirus has heightened our attention
on prudent capital expenditure, we entered the global pandemic from a position of strength, allowing us to maintain an
impressive rate of growth across our key performance indicators.

3 Employee Cash Benefits I—fxpense includes Wages and Salaries, Social Security Costs and Pension Costs as set out in Note 7 of the Notes to the
Financial Statements.

 Share Based Payment as set out in Note 7 of the Notes to the Financial Statements.

2 Marketing and Advertising as set out in Note 5 of the Notes to the Financial Statements.

% Other Operating E\(penses includes non-cash items (Depreciation Expense and Profit from Disposal of Right of Use Asset) and cash |tems
(Auditors Remuneration, Money Managers Fees and Other Administrative Expenses which relate to technology and operations) as set out in the
Statement of Other Comprehensive Income and in Note 5 and Note 7 of the Notes to the Financial Statements.

# Non-Cash Adjustments includes add-back of non-cash items (Depreciation Expense Profit from Disposal of Right of Use Asset and Share Based
Payment) as set out in the Statement of Cash Flows .

% Working Capital Adjustments include Increase in Trade and Other Receivables and Increase in Trade and Other Payables, as set out in the
Statement of Cash Flows.

®Income Taxes Received, as set out in the Statement of Cash Flows, refers to an R&D tax credit.

% Net Operating Cash Flow describes the Net Cash Flow used in Operating Activities, as set out in the Statement of Cash Flows.

3! Annual Run Rate Revenue is calculated using the Revenue for the month of December 2019, multiplied by 12 to get a full year estimate.

32 Cash and Cash Equivalents as set out in the Statement of Cash Flows. .
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