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Audited Results for Year Ended 31 December 2023
Strong EPS Growth

Intelligencer"

Water Intelligence plc (AIM: WATR.L) (“Water Intelligence” or the “Group”), a leading multinational
provider of precision, minimally-invasive leak detection and remediation solutions for both potable and
non-potable water, is pleased to present its full, audited results for the year ended 31 December 2023.

2023 and YTD to May Overview

Water Intelligence continues to perform strongly despite high interest rates and persistent inflation. For
2023, revenue increased, margins improved and, as a result, basic earnings per share grew by 23% and fully
diluted earnings per share by 29%. EPS Adjusted yielded essentially the same percentage increases.

During 2023 and 1H 2024, prior investments in proprietary new offerings have begun to yield commercial
results feeding additional future growth streams. The Group’s balance sheet remains strong providing
financial resources to execute its long-term “Build and Buy” growth plan. Market demand for the Group’s
minimally invasive leak detection and repair solutions remains strong reinforced by increased public sector
spending forecast in US and EU for aging water and wastewater infrastructure.

In terms of market capture, 2023 Network Sales (direct corporate sales and indirect gross sales to third
parties from which franchise royalty is derived) grew 3% to approximately $170 million.

Financial Performance
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e  Group Revenue grows by 7% to $76 million (2022: $71.3 million)

American Leak Detection subsidiary
o Franchise royalty remained at $6.7 million (2022: $6.7 million) (without franchise
acquisitions reducing pool of royalty income, franchise royalty would have grown 3%)
o Franchise Related Activities (including insurance channel) grow by 6% to $11.2 million
(2022: $10.6 million)
o US Corporate locations grow by 7% to $50.5 million (2022: $47.3 million)
o US same store sales grow by 1% to $47 million (2022: $46.7 million)

Water Intelligence International subsidiary
o International corporate locations grow by 14% to $7.6 million (2022: $6.7 million)

e EBITDA Adjusted** grows by 9% to $13.4 million (2022: $12.4 million)
o EBITDA Adjusted margins grow to 17.7% (2022: 17.3%)
e Statutory EBITDA grows by 7% to $11.8 million (2022: $11.1 million)

e PBT Adjusted** grows by 12% to $8.7 million (2021: $7.8 million)
o PBT Adjusted margins grow to 11.5% (2022: 10.9%)
o Statutory PBT grows by 13% to $6.2 million (2022: $5.5 million)

e Basic EPS grows by 23% to 25.3 cents (2022: 20.5 cents)



o Basic EPS Adjusted grows by 23% to 36 cents (2022: 29.3 cents)
Fully diluted EPS grows by 29% to 24.7 cents (2022: 19.2 cents)
o Fully diluted EPS Adjusted grows by 28% to 35 cents (2022: 27.4 cents)

** EBITDA Adjusted and PBT Adjusted all adjusted for non-core costs and non-cash expense of share-based payments; PBT
Adjusted also adjusted for non-cash expense of amortization.

Balance Sheet at 31 December 2023

o Cash at $15.8 million

o Cash net of bank debt at $1.3 million

o Cash net of bank debt and deferred franchise acquisition payments $(7.0) million
o Total Net Debt to EBITDA Adjusted Ratio: 0.53

2023 Corporate Development:

o Expansion of Acquisition Credit Facilities (additional $5 million available at a capped interest
rate of approximately 8% through 2028 with interest rates to adjust lower if market rate falls)

o Franchise Acquisitions: Nashville, Tennessee; Covina, California

o Salesforce and related web applications continue to be developed and implemented across all US
locations (automating all aspects of workflow: scheduling and delivery; marketing follow-up; e-
commerce; highest level of data security in Salesforce Cloud)

o  New Service Offerings developed and commercialized: Municipal and Residential Pulse (sewer
diagnostic tools); Municipal LS1 (snapshot survey tool) and Ditch Lining Water Management
product installation in Avon, Colorado

o Building of new state of the art training facility in Bridgeport, Connecticut to train more
technicians and host more R&D, especially for insurance-related products

YTD through May 2024

Group financial performance, as communicated in the Q1 Trading Update, continues to grow
revenue and profits consistently
Balance Sheet strong as at 31 May with Cash of $10.1 million and Total Net Debt to EBITDA
Adjusted Ratio of 0.79
Group has available cash resources for further Corporate Development to accelerate growth

o Acquisitions in Pittsburgh, Pennsylvania and Fresno, California will add to 2H

o Sale of new franchise in Albany, New York

o Outstanding Performance Results for VersaLiner Product after 6 month deployment

o State of the Art Bridgeport Training Facility to go live 1 July

Commenting on the Group’s performance, Executive Chairman, Dr. Patrick DeSouza remarked:

“We are performing well despite macroeconomic headwinds in terms of high interest rates and persistent
inflation. In this environment, we are especially pleased to grow our profit margins and earnings per share.
Market demand for our minimally-invasive leak detection and repair solutions remains strong given
increasing customer problems with aging infrastructure and anomalous weather conditions from climate
change such as droughts and freezes.

With our consistent ability to grow cash from operations and our strong balance sheet, we have the resources
to execute an exciting growth plan for our competitive strategy. We continue to invest confidently in that



growth plan and are enthusiastic about new offerings for our customers which are all showing high
performance data.

We discuss the direction of our capital allocation for 2024 and beyond more fully in the Chairman’s
Statement. As part of such discussion, we underscore our EPS growth and value of our shares. As always,
we appreciate the support of our stakeholders in furthering our mission of preserving the world’s most
precious resource.”

Enquiries:

Water Intelligence plc
Patrick DeSouza, Executive Chairman Tel: +1 203 654 5426
Laura Bass, Director of Strategic Finance Tel: +1 203 584-8240

Grant Thornton UK LLP — Nominated Adviser Tel:+44 (0)20 7383 5100
Philip Secrett

Harrison Clarke

Ciara Donnelly

RBC Capital Markets — Joint Broker Tel: +44 (0)207 653 4000
Jill Li

Elizabeth Evans

Daniel Saveski

Dowgate Capital Ltd — Joint Broker Tel: +44 (0)20 3903 7721
Stephen Norcross

Chairman’s Statement

Overview

At our annual Convention this coming October, we will be celebrating an important milestone: the fiftieth
birthday of our core business - American Leak Detection (ALD). ALD pioneered the use of technology to
pinpoint water leaks so that minimally-invasive solutions might be provided for customers. What is
remarkable is not just that our business has stood the test of time, growing year after year, but also that
our best days are still ahead as we launch the next phase of our corporate growth trajectory. Our sustained
financial performance in growing profits and earnings per share and our strong balance sheet reinforce our
confidence in our strategic growth plan. Below we discuss the direction of our capital allocation in realizing
increased shareholder value.

Market demand for minimally invasive water solutions is only increasing, driven by water scarcity and
deteriorating water infrastructure. We are well-positioned to capture such demand for Our Next 50 — the
theme of the Convention - because of our current set of offerings and also because of new service offerings
emerging from various investments that we have made in proprietary technology. These new business lines
will reinforce our organic growth going forward as we market the solutions more widely through the rest of
2024 and 2025. We are energized by the opportunities to extend our brand as a trusted partner for our
customers by handling more of their water-related infrastructure problems.

Towards the Next 50. Water Intelligence remains a growth company. As part of our communication efforts
to launch the Next 50, we are refreshing our Group websites and using a new “video moments” technology



to highlight our forward-looking opportunities and how we plan to seize them for our shareholders and
partners.

We have a strong fifty-year track record of Build and Buy, investing in and digesting new opportunities to
scale our business. ALD began its corporate journey fifty years ago in a narrow fashion by deploying
proprietary acoustic technologies for residential pipes and swimming pools in the US. Today, we have a
much more developed story. Water Intelligence, after merging with ALD in 2010, through both organic
growth and selective acquisitions, has built a multinational platform with a broad range of offerings for the
home, for commercial properties and for municipalities addressing various clean water and wastewater-
related issues.

To illustrate: In the UK, after acquiring Water Intelligence International (WII) in 2016, IP assets from Reese
Group (UK) in 2018 and Water Save Ltd (UK) in 2021, the Group extended its proprietary solutions to
include wastewater solutions for larger diameter pipes covering commercial properties and municipal
infrastructure. Today WII cross-sells a range of solutions to our ALD customers across geographies. As
the Group continues to scale - now 150+ ALD locations across 46 states of the US with both corporate and
franchise locations - we have successfully enhanced ALD’s market capture by establishing national
channels with insurance companies, property management and municipalities. Created by acquisition and
strong follow-on execution, WII is contributing additional offerings for our core ALD business, particularly
with respect to municipal customers. Our investment in a Salesforce.com customer relationship
management software enables us to generate significant data for these national customers in terms of our
service level agreements. Our Group’s network sales (gross sales directly from corporate locations and
indirectly from franchisee gross sales under our ALD brand) are approaching $185 million.

Our Build and Buy” approach to digesting such new opportunities remains consistent: We prudently balance
bedrock principles, such as delivering quality customer service for our offerings, with the rapid pace of
adding new business lines based on emerging technologies or adding new geographies given the global
nature of water infrastructure problems. In executing this approach, we seek to leverage our key
competitive attribute of an installed base of operating locations across 46 states of the US and in the UK,
Canada and Australia. Our installed base enables us to lend support to neighboring operating locations
and to maintain quality should the need arise. Moreover, the growth of our installed based with new
business lines and new geographies reinforces our ultimate strategic goal of becoming a multinational
distribution platform or a “one stop shop” that can handle all of our customer’s water-related needs. As a
distribution platform, we are defining our brand by promoting “continuous customer engagement” as a
trusted partner instead of being a “one and done” vendor. Companies that provide such continuous
engagement are valued highly.

In thinking about the Next 50, we remain passionate about our core mission - preserving the world’s most
precious resource. Over time, however, in keeping with our evolving corporate development, we have
extended our mission beyond water savings to include the public health dimension of water with new
technology-based solutions for wastewater blockages and storm water run-off into clean water channels.
In pursuing our corporate mission, we are mindful of the public good given the importance of water to all
communities. For example, in prior years we focused just on the US and worked in places such as Flint,
Michigan where we provided solutions for lead in the water. During 2023 and now in 2024, we have
broadened our horizons and contributed both time and resources to a non-profit organization building wells
and water infrastructure for villages in India. It is our sense of mission and belief in quality of service as a
trusted partner, even as we pursue growth, that sets our brand apart.

Financial Overview for 2023. In executing our competitive strategy, we continue to remain on a consistent
upward trajectory in terms of performance. For 2023, Group revenue increased 7% to $76 million (2022:
$71.3 million). EBITDA Adjusted (earnings before interest, taxes, depreciation and amortization adjusted
for non-cash and non-recurring costs) grew by 9% to $13.4 million (2022: $12.4 million). Profit before Tax
Adjusted (adjusted for non-cash, non-recurring costs and amortization) grew 12% to $8.7 million (2022:
$7.8 million). Margins improved despite persistent inflation in the United States: Adjusted EBITDA margins
increased to 17.7% (2022: 17.3%). Adjusted PBT margins increased to 11.5% (2022: 10.9%).



Our financial performance translated into increasing shareholder value. Statutory profit before tax (PBT)
grew 13% to $6.2 million (2022: $5.5 million). As a result, statutory basic earnings per share (EPS) grew
23% to 25.3 cents (2022: 20.5 cents) and fully diluted EPS grew 29% to 24.7 cents (2022: 19.2 cents).
Hence our operating foundation is delivering for our shareholders.

Our operating performance reinforces our consistent growth path. In reflecting upon our trailing five-year
cycle, our compounded annual growth rate from 2018 to 2023 — across volatility induced by Covid and
stagflation — has remained strong with +24% growth in terms of revenue and +29% growth in terms of profit
before tax.

Financial Performance and KPIs. Four KPls, identified below, reflect our execution through franchise-
operated and corporate-operated locations.

Our franchise System sales continue to grow despite the number of reacquisitions of franchise locations
during 2022 and 2023 which reduces the pool of franchisee sales. KPI #1 - ALD royalty income —is a proxy
for System-wide franchise sales. Franchise royalty remained at $6.7 million (2022: $6.7 million). Had those
same locations remained as franchises instead of being converted to corporate stores, royalty income
would have grown by 3%. KPI #2 - Franchise-related Activity - measures Group support of franchise growth
through the sale of equipment and additional territory and the development of channel sales such as
insurance. Franchise-related Activity grew 6% to $11.2 million (2022: $10.6 million).

Our corporate operations also grew both in the US and internationally even after one adjusts for franchise
reacquisitions. KPI #3 - US Corporate sales - grew 7% to $50.5 million (2022: $47.3 million). If we exclude
those acquired locations in 2022 and 2023 and just consider “same store” corporate sales, same store
locations grew modestly by 1% to $47 million (2022: $46.7 million). KPI #4 - International Corporate sales
- grew by 14% to $7.6 million (2022: $6.7 million). International sales are led by our wholly-owned subsidiary
Water Intelligence International (WII). WII, though smaller today than ALD in terms of sales, is leading the
way in new product development, commercializing our wastewater solutions technology with UK water
utilities. Market capture of the demand for wastewater solutions is expected to grow strongly in the US in
2025 especially as we commercialize our proprietary technology for the residential market.

Capital Allocation and the “Next 50”. Our balance sheet is strong and supports our reinvestment to sustain
our growth trajectory and to increase market share. Cash on our balance sheet at year-end was $15.8
million with significant untapped credit capacity indicated by a Total Net Debt to EBITDA Adjusted Ratio of
0.53.

As noted above, our Build and Buy plan for our Next 50 reflects both the success of our historic approach
to corporate development as well as our strategic vision. As discussed, we have two criteria for our
investments: first, balance the importance of core values such as quality of service and product delivery
with rapid additions of new business lines; and second, leverage our installed base of 150+ locations to
mitigate against execution risk and transform our business model into a distribution platform that focuses
on continuous customer engagement with the over 200,000 customers annually that we reach from these
locations. Our vision carries with it a higher equity multiple.

Four Groups of Investments. We have four groups of investments which metaphorically form a simple
“layer cake” for ALD’s 50t birthday. Allocation of capital decisions around these four groups reflect the two
principles cited above and seeks to manage risk by building on what we already execute well.

The first group of investment represents the foundational and broadest level of any layer cake - straight-
forward organic growth by adding more trucks and trained technicians to capture increasing market demand
for the offerings that we already have in place. We need to scale these operations in an efficient way. We
have already made significant investments for these purposes so there is little additional need for heavy
lifting in terms of new investment.

Since 2H 2023, we have been building a state-of-the-art training center in Bridgeport, Connecticut. This
location was chosen because many of the national insurance companies have headquarters in the



northeast corridor of the US. A showcase center would not only distinguish us for our current national
customers but would also be helpful in gaining new partnerships. Our Bridgeport Center is outfitted with
examples of all types of water and wastewater leaks for any size pipe — residential, commercial, municipal.
As a result, we can train more technicians from around the country for various situations that their respective
geography faces. The training center will be live on 1 July. Our Center will also leverage video moments
technology to speed up training in the classroom and on the job. Finally, for this foundational layer of
organic growth, we have also invested significant sums already in Salesforce customer management
software and related applications. This operating system is currently being used by our corporate locations
and both franchise and corporate locations for our insurance channel. We will complete System-wide
adoption by year-end. We will then evaluate any incremental new investment to further enhance our
execution platform.

The second group of investment, in building upon our foundation layer, represents organic growth of a
different kind: new proprietary service offerings that leverage investments that we have made in
technologies. Below we describe our ready-to-go new products: LeakVue 2; Pulse; Leak Survey 1 and
VersalLiner. We have tested extensively new service offerings associated with these products with
outstanding results. We now look forward to rolling-out these solutions with their accompanying “go to
market” investments such as manufacturing and marketing (of course, producing accompanying sales and
profits).

To start, we have invested in upgrading our devices for detecting “hard to find leaks” in swimming pools,
an area in which ALD has been focused since its beginning. Swimming pools, especially those with water
features, are more complicated than customers realize after making a significant investment. We have
upgraded our patented LeakVue device to extract more data quicker and more accurately from larger
swimming pools. With our device, we can solve difficult problems quickly enabling us to achieve more
volume by the same technician but also to maintain our pricing. We have begun training all of our locations
in the use of the technology and will be setting up partnerships with national pool service companies.

Further, we have beta tested in various communities a proprietary product called Pulse for pinpointing
residential wastewater blockages much faster than conventional means. In this case, we would be creating
a new service offering that addresses the needs expressed by our residential customers and by warranty
companies that sell monthly subscriptions to homeowners. We see high demand for our Pulse residential
solution based on sales traction from a different version of Pulse that generates sales and profits from
municipal customers in the UK and EU.

Moreover, building on the current success of Pulse for municipal customers, we have designed a derivative
product from the intellectual property that municipalities can use for quick water surveys for their respective
infrastructure networks. Provisionally named Leak Survey 1 or LS1, the product enables junior staff to
execute a survey rapidly and to extract significant relevant data about the water or wastewater network.
The product is geared to lower the labor costs for municipal survey work.

Finally, we have developed a technology solution — VersaLiner - for open channel water conveyance. This
product is different from LeakVue 2, Pulse and LS1 because it is not building on current offerings but rather
is a new offering that broadens our base of customers around the world both in agribusiness and
municipalities. We executed our first commercial job with VersaLiner in Q4 2023 in Avon, Colorado. Our
customer and partners wanted to see performance data after one winter/spring cycle of the ground thawing
and moving. On 10 June 2024, as a Subsequent Event, we released outstanding performance results from
the first commercial job for our patented water management technology. We will be teaming up with various
large-scale contractors and distribution partners. The capital expenditure required would be to create
additional tooling to increase the range of open channel solutions. To reiterate, with respect to each of
these four products, we have laid the groundwork for our return-on-investment calculation by testing it with
customers and making early sales before we roll them out.

Our third group of investments or third level of our metaphorical layer cake focuses on growth by acquisition;
an activity that has been part of our growth plan. Over the years, we have acquired ALD franchisees and
converted them into corporate locations to enhance our ability to grow. We have also acquired third parties
such as Water Intelligence International and Water Save to build out our UK presence. Importantly, in each



of the areas of acquisition, we have gained integration experience so that we may be able to execute
operations efficiently post-transaction across geographies and groups of customers. In doing so, we can
ensure quality of service delivery and have confidence in an acquisition-led growth component.

With respect to our ALD franchisees, currently, there is approximately $100 million in gross sales to third
parties represented by royalty income. Both franchise locations and corporate locations operate under the
same brand and all have similarly trained technicians, marketing and operations. For our customers there
is no difference between corporate and franchise service delivery. As a result, with these acquisitions, we
are able to integrate operations rapidly. In 2023 and 1H 2024, we have continued to execute franchise
acquisitions.

However, to be clear with respect to capital allocation, we value and want to grow our franchise System.
Our strategy is to create a virtuous cycle where we acquire a territory, perhaps split the territory for greater
coverage and incentivize new franchisees to build territories and reap the rewards. While our priority to
date has been acquiring franchises, now that there is a blend of corporate and franchise locations
throughout the US to provide operational support for growth, we will begin again to also sell new franchises
and reestablish a cycle of franchise development and royalty growth. During 1H 2024 as a Subsequent
Event, we sold a new franchise in Albany, New York. We have been experiencing increasing demand for
purchasing franchise territories as potential franchisees see a track record of franchisees growing a territory
and then achieving an exit value for their asset.

Beyond franchisees, we have used acquisitions of third parties to deepen our service offerings not only for
Water Intelligence International, as noted above, but also for ALD. Over the last few years, we have both
hired plumbers and acquired plumbing companies to extend our capabilities from leak detection to repair.
In addition, as an offshoot to acquiring franchisees and plumbing companies, increasingly we have the
opportunity to acquire product companies that need sales channels. With our installed base of locations
and customers and national channels, we have the opportunity to create the distribution platform with
continuous customer engagement that is at the heart of our strategic vision. To be sure, given our prior
investment in video commerce technology that we can leverage for customer engagement, we are more
likely to set up reseller agreements rather than acquire product companies.

Fourth, at the very top of this conceptual layer cake, are our shareholders. Over the years, we have grown
earnings per share for all shareholders with minimal dilution. 2023 was no different. As noted above, fully
diluted EPS grew by 29% (2023: 24.7 cents vs. 2022: 19.2 cents. With our consistent growth trajectory
and our ability to put significant free cash flow to work, our shareholders may be concerned that the share
price does not trade at levels that reflect either EPS growth or fair value. Hence, one use of capital for which
we will be seeking regulatory approval and asking our shareholders for authorization is to repurchase some
of our shares and provide liquidity for our shareholders.

Direction

We are optimistic about the Next 50. We have a Build and Buy growth plan and available capital that
enables us to leverage our installed base of operations and customers. Our execution experience over the
Last 50 encourages both organic growth by adding service teams and offerings, as well as acquisitions and
integration of operations. As part of our journey, we also have experience with investing and
commercializing new technologies to further define our brand as a trusted partner with fresh solutions.

Most importantly, we remain passionate about our mission to preserve the world’s most precious resource.
We will confidently put capital to work to launch the Next 50 and thus realize the full value of our strategic
vision of a distribution platform that brings to our customers various solutions for water-related
infrastructure.

Dr. Patrick DeSouza
Executive Chairman



Strategic Report
Business Review and Key Performance Indicators

The Chairman’s Statement provides an overview of the year and an outlook for Water Intelligence plc
and its subsidiaries, together referred to as the “Group”. The business indicators offered below are
meant to capture for the Board not only the state of performance but also the evolution of our business
model as a platform company with multiple sales channels. As a “One-stop Shop” for our growing base
of customers, we offer a matrix of clean water and waste-water solutions for residential, commercial
and municipal infrastructure problems. With such offerings, we can both cross-sell services from
different business units or up-sell technology products from partners.

The Water Intelligence platform has two wholly-owned subsidiaries: American Leak Detection (ALD)
and Water Intelligence International (WII). These business units generated approximately $170 million
of gross sales to third-parties during 2023 (both direct sales provided by corporate locations and indirect
sales provided by franchisees from which royalty income is derived). The two subsidiaries are
distinguished by the degree of franchise-operated and corporate-operated locations and their respective
priorities with respect to residential, business-to-business and municipal customers.

ALD, our core business, is largely a franchise business with strategic corporate-operated locations.
ALD is a leader in using technology to pinpoint and repair water leaks without destruction. Solutions
target both residential and business-to-business customers, such as insurance companies, which value
our “minimally invasive” value proposition. During 2023 ALD generated approximately $162 million of
gross sales to end-users. That critical mass of gross sales is derived both from direct sales via
corporate-operated locations and indirect sales measured by royalty income from franchisees.

WII, our international-based operation, focuses on municipal solutions to the worldwide problem of
failing water infrastructure. During 2023 WII generated approximately $7.6 million of sales to customers.
Like ALD, WII's solutions are also technology-based. WII is exclusively a corporate-run unit that leads
the Group’s international expansion. WIl does have the capability to execute ALD service offerings and
is currently doing so at our corporate-operated locations in Australia. WIl also cross-sells
complementary municipal offerings and residential wastewater solutions to ALD customers in the US.

The Group’s business model and growth strategy is evaluated through key performance indicators
(KPIs). The KPIs capture both corporate-operated and franchise-operated organic growth from ALD
and WII solutions. They also capture acquisition-led growth, especially by selectively converting ALD
franchises into corporate-operated locations. Such re-acquisitions of franchisee operations enable
some amount of the approximately $100 million in highly profitable franchisee gross sales to end-users,
currently recorded as royalty income, to be converted to the Group’s direct Statement of Income. In
evaluating such acquisition-led growth, it is also important to separate continuing operating costs from
non-recurring costs or transaction costs. Finally, we have a KPI that provides guidance as to the
availability of capital to execute our growth plan. Because of the monthly recurring royalty income from
the franchise business, the Group is able to be efficient in its capital formation by mixing in non-dilutive
bank debt. As a result, the Group manages to the right balance in capital formation between debt and
equity by monitoring the level of bank borrowings.

Six key performance indicators (KPIs) are used by the Board to monitor the above described business
model: (i) growth in ALD franchise royalty income, (ii) growth in ALD franchise-related activities that
include both business to business sales and sales of parts and equipment, (iii) growth in ALD corporate-
operated locations in the United States, (iv) growth in WII corporate activities located outside the United
States, (v) non-core costs and (vi) net borrowings from banks which are subject to financial covenants.
These six indicators are reported to the Board and used to assist the Board in the management of the
business.

Evaluation of Strategic Plan Drawn From 6 KPlIs:

i Royalty income is a measure of the health of the ALD franchise System which represents the
majority of gross sales under the ALD brand. The change in royalty income must be evaluated



against the number of franchise reacquisitions in any given year which reduces the pool of
available royalty income for the subsequent year.

ii. Franchise-related Activities are a measure of the services and products sold by Corporate to its
franchises to fuel growth in the franchise System. ALD’s Business-to-Business Channel
leverages for customers our national execution presence under one brand and is led by
insurance companies.

iii. ALD Corporate-operated locations add to critical mass of Group revenue and profits. Selective
reacquisitions from our franchise System further unlock equity value for the Group in two ways.
First, reacquisitions set up corporate regional hubs from which corporate may help grow both
franchise and corporate units. Second, reacquisitions add growing revenue and profits directly
onto the accounts of the Group.

iv. WII complements our ALD brand which is focused largely on residential and commercial
customers, by contributing municipal sales to the Group’s overall sales presence in the US and
international geographies.

V. Non-core costs (transactions costs and non-recurring costs) should be taken into account in
evaluating on-going operating performance.

Vi. Credit facilities enable the Group to fuel expansion and preserve shareholder equity. Because
of the quality of monthly recurring royalty income, the Group is attractive to banks enabling the
Group to optimize capital formation.

(i) Franchise Royalty Income.

ALD receives royalty income from franchisees based on a percentage of gross sales to third parties. During
2023 approximately $100 million of such gross sales may be attributed to the franchise System. The Group
derived approximately $6.7 million in royalty income from such gross sales. There are currently 78
franchises operating in over 100 locations across 46 states of the US, with additional locations in Australia
and Canada. Some franchisees operate multiple locations in their territory.

Part of the Group’s growth strategy to unlock shareholder value by selectively reacquiring franchises and
operating the business as a corporate location. By executing such conversions, the Group is trading off a
portion of the pool of available royalty income to directly aggregate and grow the underlying revenue and
profits from those locations. Royalty income in 2023 remained constant in comparison with 2022. It is
important to note that this is at