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DISCLAIMER

The contents of this presentation and the information which you are given at the time of the presentation have not been approved as a financial promotion by an authorised person within the meaning of the Financial Services and
Markets Act 2000 (the “Act”). Reliance on this presentation for the purpose of engaging in investment activity may expose you to a significant risk of losing all of the property or other assets invested. This presentation does not
constitute or form part of any offer for sale or subscription or solicitation of any offer to buy or subscribe for any securities in Sosandar plc (the “Company”) nor shall it form the basis of or be relied on in connection with any contract
or commitment whatsoever. No reliance may be placed for any purpose whatsoever on the information contained in this presentation and/or opinions therein.

This presentation is exempt from the general restriction (in section 21 of the Act) on the communication of invitations or inducements to engage in investment activity on the grounds that it is made only to: (a) persons who have
professional experience in matters relating to investments who fall within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “Order”); or (b) high net worth entities and other persons to
whom it may otherwise lawfully be communicated, falling within Article 49(2)(a) to (d) of the Order (all such persons together being referred to as “relevant persons”). Any person (whether a relevant person or otherwise) is
recommended to seek their own independent financial advice from a person authorised for the purposes of the Act before engaging in any investment activity involving the Company’s securities. Any recipient who is not a relevant
person should return this presentation to the Company’s registered office and should not act upon it, as investment activity will only be engaged in with relevant persons. By accepting this presentation and not immediately returning
it, each recipient warrants, represents, acknowledges and agrees that it is a relevant person.

This presentation does not constitute or form part of any offer to sell, issue, purchase or subscribe for (or any solicitation of any offer to purchase or subscribe for) the Company’s securities in the UK, US or any other jurisdiction and its
distribution does not form the basis of, and should not be relied on in connection with, any contract or investment decision in relation thereto nor does it constitute a recommendation regarding the Company’s securities by the
Company or its advisers and agents. Nothing in the presentation shall form the basis of any contract or commitment whatsoever. The distribution of this presentation outside the UK may be restricted by law and therefore persons
outside the UK into whose possession this presentation comes should inform themselves about and observe any such restrictions as to the distribution of this presentation. The Company has not registered, and does not intend to
register, any securities under the US Securities Act of 1933, as amended or to conduct a public offering of any securities in the US.

This presentation contains "forward-looking" statements, beliefs, estimates, forecasts and opinions, including statements with respect to the business, financial condition, results of operations and plans of the Company. These
forward-looking statements involve known and unknown risks and uncertainties, many of which are beyond the Company’s control and all of which are based on the current beliefs and expectations of the directors about future
events. Recipients should note that past performance is not necessarily an indication of future performance and no assurance can be given that they will be attained. Forward-looking statements are sometimes identified by the use of
forward-looking terminology such as "believes", "expects", "may", "will", "could", "should", "shall", "risk", "intends", "estimates", "aims", "plans", "predicts", "continues", "assumes", "positioned" or "anticipates" or the negative
thereof, other variations thereon or comparable terminology or by discussions of strategy, plans, objectives, goals, future events or intentions. These forward-looking statements may and often do differ materially from actual results.

No one will update or revise any forward-looking statements or any other information contained herein, either as a result of new information, future events or otherwise, except as required by law or regulation.

This presentation is confidential and is being supplied to each recipient of it solely for its information. Some or all of the information contained in the presentation may be inside information relating to the securities of the Company
within the meaning of the Criminal Justice Act 1993, the Act and the Market Abuse Regulation. Recipients of this information must not disclose any of this information and must not use this information to deal, attempt to deal, or to
encourage another person to deal, in the securities of the Company. Recipients of this information must further ensure that any person to whom they disclose any of this information complies with this paragraph.

Shore Capital and Corporate Limited and Shore Capital Stockbrokers Limited, which are each authorised and regulated by the Financial Conduct Authority, are acting for the Company in respect of the transactions described in this
presentation and for no one else and will not be responsible to anyone other than the Company for providing the protections afforded to their clients nor for providing advice in relation to the matters referred to herein. Further,
neither Shore Capital and Corporate Limited nor Shore Capital Stockbrokers Limited has authorised any of the contents of, or any part of, this presentation.

While this presentation has been prepared in good faith, no representation, warranty, assurance or undertaking (express or implied) is or will be made, and no responsibility or liability is or will be accepted by the Company or by its
officers, employees or agents in relation to the adequacy, accuracy, completeness or reasonableness of this presentation, or of any other information (whether written or oral), notice or document supplied or otherwise made
available to any recipient. This presentation has been prepared to assist a recipient make its own evaluations and does not purport to be all-inclusive or contain all of the information a recipient may desire. Nothing in this Disclaimer
shall be effective to limit or exclude any liability for fraud or which otherwise, by law or regulation, cannot be so limited or excluded.
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FY 2020 In Summary

* Avyear of strong growth - revenue up 103%

* Successful investment in:

* People

* Supply Chain

* Product

* Marketing
* Accelerated customer acquisition
* Highly engaged customers

* Robust infrastructure in place to drive continued growth
and pave way to profitability with future economies of scale

* |Industry recognition winning multiple industry awards
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Covid-19 Swift Actions

* Agile business model enabled immediate
switch from acquisition to cash preservation
strategy

* Substantial reduction in marketing spend to
focus on repeat orders from existing
database

* Flexible supply base allowed careful
management of stock to match demand and
reduce risk

* Warehousing and fulfilment at Clipper
successfully flexed to match changing needs

* All discretionary spend frozen




Successful Trading Year to Date

* Q1 revenue up 54% yoy with 71% reduction in
operating costs

* Keen understanding of rapidly evolving
customer needs and products they want

* Strength of product has continued to grow
customer acquisition at reduced CPA

* Highlights the agility of the business model
and the benefits of investing in customer
acquisition for longer term growth







CONSOLIDATED STATEMENT OF INCOME AND OTHER COMPREHENSIVE INCOME
FOR THE YEAR ENDED 21 MARCH 2020

Year ended Year ended

31 March 31 March

2020 2015

Motes £°000 £°000

Revenue from contracts with customers 9,027 4,440
Operational costs (4,646) (1,975)
Gross profit 4,381 2,465
Administrative expenses (11,662) (5,874)
Share based payment (375) (76)
Depreciation and amortisation (151) (61)
Operating loss 4 (7,807) (3,540)
Finance income 5 3 -
Finance costs 20 (10) -
Loss on ordinary activities before taxation (7,814) (3,546)
Tax on loss on ordinary activities 7 - -
Loss for the year (7,814) (3,546)
Other Comprehensive income - -
Total Comprehensive loss for the year (7,814) (3,5406)

Loss linked to acquisition
of customer database
which has been critical
during Covid-19.
Significant reduction in
losses post period which
shows the agility of the
business to flex strategy
in changing marketing
conditions.

Post period results
helped significantly by
investment in FY 2020.
Share based payment —
non cash
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CONSOLIDATED STATEMENT OF FINANCIAL POSITION

AS AT 31 MARCH 2020
Asat3l Asat3l
March March
2020 2013
Notes £°000 £000
Assets
MNon-current assets
Intangible assets 3 198 163
Property, plant and eqguipment 10 282 147
Total non-current assets 430 310
Current assets
Inventories 11 3,810 1,037
Trade and other receivables 14 1,001 366
Cash and cash equivalents 15 5,333 3,645
Total current assets 10,144 5,048
Total assets 10,624 5,358
Equity and liabilities
Equity
Share capital 16 192 116
Share premium 16 41,592 30,703
Capital redemption reserve 15 4,648 4,648
Other reserves 17 482 107
Reverse acquisition reserve 16 (19,596) (13,596)
Retained earnings 12 (19,414) (11,600)
Equity attributable to owners of the parent 7,904 4,378
Total equity 7,004 4,378
Liahilities
Lease liability 20 49
Mon-current liabilities 49 -
Trade and other payables 19 2,504 980
Lease liability 20 77 -
Total current liabilities 2,671 980
Total liabilities 2,720 980
Total equity and liabilities 10,624 5,358

Business remains light in capital expenditure. PPE
increase a result of IFRS 16 changes bringing lease
assets onto the balance sheet with corresponding
liabilities.

Stock increase linked to growth. Additional
provision included in year end accounts but not
high fashion and often seasonless helping to sell
all year round.

Imagery has been repurposed to match change in
customer needs, i.e. more casual use.

Cash at year end of £5.3m reduced to £4.4m in
April and has stayed at the level since reflecting
switch to cash preservation strategy. Proves again
the agility of the business model and the
importance of the database growth in the year.
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Continued Repeat Order Growth and Customer Acquisition 0

Net Revenue - New and Repeat
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Repeat New

Repeat orders continued to grow throughout the year to March 2020
Strong customer and income retention, so the more customers acquired now the greater future repeat revenue
expected

Quickly adapted to Covid-19 to reduce marketing spend impacting new customer acquisition but able to trade off the

larger customer database built in prior periods
SOSANDAR



Increased Investment Delivering Growth In New & Repeat Customers

Repeat Order Growth Acquisition By Month
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* Investment in product, team and marketing delivered significant growth in new customers, especially in H2 FY2020

* This significantly increased the database helping to grow repeat orders and drive efficiencies in Q1 FY2021 where we
have seen an increase in new customers despite a significant decrease in marketing spend
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KPIs Progress

Web Visits

H2 H1 H2 H1 H2 H1 H2 Q1
FY2017 FY2018 FY2018 FY2019 FY2019 FY2020 FY2020 FY2021
Pro
Rata*

Orders

H2 H1 H2 H1 H2 H1 H2 Q1
FY2017 FY2018 FY2018 FY2019 FY2019 FY2020 FY2020 FY2021
Pro
Rata*
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Conversion

H2 H1 H2 H1 H2 H1 H2 Q1
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Average Order Value

H2 H1 H2 H1 H2 H1 H2 Q1
FY2017 FY2018 FY2018 FY2019 FY2019 FY2020 FY2020 FY2021

* Q1 performance for orders and web visits reflect a half year pro rata performance

H2 FY2020 saw significant growth in
visits and orders thanks to
investment

Q1 FY2021 impacted by Covid-19
but despite much reduced
expenditure traffic and orders are
up on prior year

Conversion decreased in H2 due to
increased traffic from TV who
naturally browse with delayed
purchase. The decrease in Q1 was
similarly based on browsing
behaviour and increased purchase
consideration but we have seen
conversion improve back to prior
period levels in July

AQV stable in H2 FY2020 with
reduction in Q1 impacted by
product mix with shift to more
casual product with naturally lower
unit prices. Again we have seen
improvement in July
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Increased Investment For Long Term Efficiencies

Costs by Type Costs as % of revenue
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Increased investment in team in H1 FY2020 helped achieve product range expansion in H2 FY2020 which combined with
investment into new marketing channels helped drive growth

Up front investment and some inefficiencies as testing new channels impacted the costs as % of revenue but built a strong
base for the future

Significant efficiencies in Q1 FY 2021 in marketing has helped ops cost efficiencies with actions taken to make sure these

efficiencies are maintained going forward
SOSANDAR






Outlook for Autumn

Investment in customer acquisition planned for September, October,
November with anticipated efficiencies from previous learnings and
broader product range

Launch of Sosandar on John Lewis and Next website platforms

Diversified product range and peak selling season for development
categories of knitwear, denim and lounge

Highly engaged repeat customer base on which to layer new
acquisition

A strong diversified worldwide supply base to mitigate risk of Covid-19
effects on individual countries

An expert team who have proven their skill and commitment in the
most challenging of times.

Cautiously optimistic about the coming months and more excited than
ever about the longer-term prospects for Sosandar




