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H1 2019 Highlights

Financial Performance

H1 2019 H2 2018 H1 2018
Revenue ($m) 148.0 254.9 465.5
Operating Expenses ($m) 83.5 98.3 116.8
Operating Profit ($m) 64.5 156.6 348.7
Operating Profit margin 44% 61% 75%
EPS ($) 0.45 1.03 2.30
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" New Customers - Customers depositing for the first time during the period
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Business Overview

* Q2 2019 performance improved materially,
following low levels of volatility in the financial
markets in Q1 2019

* New Customer’ numbersin H1 2019 up 19% on
H2 2018

* Average User Acquisition Cost (AUAC) for H1 2019
down 30% from H2 2018

* Trading in line with expectations



H1 2019 Highlights

Shareholders’ Returns

* Dividend of $0.2734 per share (total payout of $31.0m), 60% of Earnings Per Share (5)

H1 2019 net profit 25
#* $50.0m share buyback programme announced E
#* Revised distribution policy introduced from next reporting date 1o
(H2 2019), to return 60% of net profit to shareholders, with at 1
least 50% of this core distribution being through dividends
05
* The Board believes a combination of dividend and buyback is . - ‘ l
value enhancing to shareholders o1 016 2017 018 Jo1
mH1 mH2



H1 2019 Highlights

Operating Highlights
* For the second consecutive year, Plus500 remains the No.1 CFD broker in UK, Spain2 and Germany?3 as well as Australia's best
CFD mobile platform*

¥ Q22019 was the Company's strongest quarter for new and active customer metrics since the introduction of ESMA's product
intervention measures in August 2018

¥ |ntroduced sophisticated trading tools package to WebTrader and iOS platforms (with Android following soon) and
broadened the product offering

Non-EEA revenue is a key portion of the Group's revenues (H1 2019: 48%)
Encouraging levels of customer retention - lowest quarterly churn to date since the Company’s IPO in 2013, at 16%

Customer deposits, net at 30 June 2019 up 41% to $151.1m (31 December 2018: $107.2m)

First major CFD provider to add WhatsApp to its range of customer support channels, in line with commitment to excellence
in customer service

' By total number of relationships with UK CFD traders. Investment Trends 2019 UK Leverage Trading Report
2 By total number of client relationships. Investment Trends 2019 Spain Leveraged Trading Report

3 By total number of client relationships. Investment Trends 2019 Germany Leveraged Trading Report

4 By own client satisfaction rating. Investment Trends 2018 Australia Leveraged Trading Report
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Business Performance

Revenues Breakdown

ARPU'

Revenue ($m)

Q219 Q119 % Diff H119 H2 18 % Diff Q2 19 Q119 % Diff H119 H2 18 % Diff

Pro EEA 21.0 12.3 71% 333 92.6 (64%) 4,693 2,748 71% 6,699 16,634 (60%)
Retail EEA 315 12.6 150% 441 60.1 (27%) 418 182 130% 445 613 (27%)
Total EEA 52.5 249 111% 77.4 152.7 (49%) 657 338 94% 743 1,474 (50%)
Australia 14.2 8.4 69% 22.6 37.2 (39%) 1,373 1,038 32% 1,652 2,805 (41%)
ROW? 274 20.6 33% 48.0 65.0 (26%) 1,485 1,278 16% 2,011 2,503 (20%)
Total 94.1 53.9 75% 148.0 254.9 (42%) 866 550 57% 1,044 1,785 (42%)

* Q2 2109 strong performance supported by all regions
* Elective Professional Clients generated 43% of total EEA H1 19 revenues

# Revenue outside of the EEA represented 48% of the Group H1 19 total revenues

TARPU — Average Revenue Per User
2 ROW - Rest of World



Business Performance

Active Customer and New Customer metrics

Active Customers' New Customers?

Q2 19 Q119 % Diff H1 19 H2 18 % Diff Q2 19 Q119 % Diff H1 19 H2 18 % Diff

UK 16,117 15,273 6% 22,141 21,192 4% 4,255 4,368 (3%) 8,623 7,659 13%
:Eeiﬁ UK) 63,837 58,428 9% 82,025 82,374 = 13,487 10,843 24% 24,330 20,455 19%
Australia 10,298 8,138 27% 13,673 13,264 3% 3,548 2,391 48% 5,939 4,762 25%
ROW 18,472 16,082 15% 23,853 25,974 (8%) 4,944 3,704 33% 8,648 7,213 20%
Total 108,724 97,921 11% 141,692 142,804 (1%) 26,234 21,306 23% 47,540 40,089 19%

¥ Q2 2019 was Plus500's strongest quarter for new and active customer metrics since the introduction of ESMA'’s product
intervention measures in August 2018

T Active Customers - Customers who made at least one real money trade during the period
2 New Customers - Customers depositing for the first time during the period



Business Performance

Key Financial Indicators sm Lean Cost Structure sm
CYREVLPRES CIREYCIRER  100%
H12019  H22018 S H12018 Growth oo o)

Advertising and o . 80%
marketing costs 513 61.6 (17%) 63.8 (20%) 70%

. 60%
Processing costs 7.2 7.9 (9%) 12.2 (41%) 50%
Payroll and related . o 40% (72%) (74%)
expenses 11.9 10.8 10% 113 5% r0 60.5 158.5
Variable bonuses 2.0 4.4 (55%) 8.6 (77%) ig:
Share-based 03 30 90% 59 95% o
compensation : ' (90%) ' (95%) H1 2019 H2 2018 H1 2018 FY 2018
IT and data feeds o o mVariable' W Fixed
costs 3.6 34 6% 35 3%
Legal, professional 0 0
and regulatory fees = = v 25 Ere) ¥ Highly-targeted and effective marketing
Office expenses 14 22 (36%) 8 (50%) Investment

* Variable cost base provides flexibility to

el o 29 2.3 26% 3.2 (9%) deliver greatest levels of return
Total costs 83.5 98.3 (15%) 116.8 (29%)

TVariable - advertising and marketing costs, processing costs and variable bonuses



Business Performance

Revenue Split by Customer Tenure

FY 2017 FY 2018 H1 2019
H1 2019: 73% of the Group's o
revenues derive from customers
who have traded for more than :'I / /
one year ! H H
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Business Performance

High Return on Marketing Investment sm

150
Marketing spend per
year and by channel
. 100
B Online
| Affiliates
Offline 50
* Majority is Atletico Madrid sponsorship deal
0
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Business Model

Plus500 Approach to Customer Execution

Plus500 acts as principal to the customer trade (like its peers)

* Plus500 has no 'opinion’ on direction of market movements

* The Group's market exposure is dictated by customers’ views of market long/short opportunities
* All customer positions are internalised, within pre-defined and risk-controlled thresholds

* All customers are treated equally (e.g. trade execution, no-negative guarantee)

* Plus500 has symmetrical risk approach around customers’ profits and losses

* assumed this will be broadly neutral over time

* customer trading performance approx. 1% of revenue over the past five years



Business Performance

Analysis of Customer Churn

Churn Q2 2019 saw the lowest churn since the Company’s 2013 IPO
70%
62% S * 16% churn, aided by continued focus on retention of Active

60% Customers

W 2016
50% m 2017 * Broadened product offering

m2018 * Enhanced user experience
40% m2019

# Best-in-class customer service

30%
# Customer life extended by reduction of leverage in EEA

20%

10%

0%

Churn = [(Active Customers (T) + New Customers (T+1)) - Active Customers (T+1)]/ Active Customers (T)



Business Performance

Operational Progress

¥ Over 100 new CFDs introduced to the trading platform during H1 2019, including EUA commaodity, Lithium and Battery

and Thematic indices and Uber, following its IPO

The first major CFD provider to successfully incorporate WhatsApp into its customer service offering:
# Reflects Plus500's continued focus on user experience and customer satisfaction

¥ Already becoming the preferred customer choice
¥ Broad customer support available in several languages

¥ Available 24 hours a day, 7 days a week
¥ Average User Acquisition Cost is down 30% in H1 2019 from H2 2018:

¥ Plus500 continues to invest in its global brand awareness

¥ Heavily focused on targeted marketing, assisted by leading edge technology

¥  First signs of reduced levels of marketing across the peer group
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Brand Awareness

Market Share in the CFD Market

23%

:\g 17%
0,
= 14% 13% 13%
5 11%
i
9]
g
©
=
1 2 3
UK Spain Germany

M Plus500 Next largest

T By total number of relationships with UK CFD traders. Investment Trends 2019 UK Leverage Trading Report
2 By total number of client relationships. Investment Trends 2019 Spain Leveraged Trading Report

3 By total number of client relationships. Investment Trends 2019 Germany Leveraged Trading Report

4 By own client satisfaction rating. Investment Trends 2018 Australia Leveraged Trading Report

4=

# For the second consecutive year, Plus500 has been rated the
No.1 CFD provider in the UK', Spain? and Germanys3, as well as
Australia’s best CFD mobile platform?*

# Recent achievements also include:

% UK No. 1 for satisfaction for Online Chat Customer Service'

# UK No. 1 for satisfaction for ‘commissions’’

pr B 2019 UK Leverage
Trading Report

[\VSugel-loial Online Chat
Trends Customer Service

WINNER Plus500




Global Growth Opportunities

Operational:

* Enhancing customer acquisition rates and improving
retention levels

* Increase growth rates by improving brand awareness
globally through marketing activity

@UKSNOT
S\ CFD Platform
N @ Germany’s No.1
\ CFD Platform A
e @ |
* Expansion into new geographic regions leveraging the “
strong Plus500 international brand and capabilities

® Expansion within current regions through new licences

Strategic:

Australia’s No.1
v
CFD Mobile Platform 4

* Product extension enabled by further development of the v
current technology platform @

mCBS m Licence

* Value -adding targeted acquisition(s)

‘Cross Border Services
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Global Strong and Robust Regulatory Framework

[ Pludsoo @ |

( ) ( ) (
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Pluss00 5 Pluss00 < Plus500 @ Pudson B Pluss00

EMITPOMNH ASIC _
CoNDUCT ' KEOAAIATOPAZ O A Monetary Authority
AUTHORITY KYMPOY of Singapore

%1 ISRAEL SECURITIES
2] AUTHORITY




Developments in the Period

* Plus500 has successfully adjusted to the implementation of ESMA's product intervention measures in August 2018

* After the period end, on 31 July 2019, ESMA announced that it will not renew its temporary intervention measures.
Majority of EU-member states have adopted national product intervention measures relating to CFDs

* Plus500 will continue to offer CFDs in accordance with applicable laws, regulations and industry best practice
* ASIC received product intervention powers, similar to those possessed by European regulators
* Enables ASIC to address any abuses in the sales and marketing of a broad range of complex financial products

* Plus500 respecting and adjusting to the regulatory developments
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Financial Overview

Income Statement

Key Financial Indicators — Income Statement ($m)

* H1 2019 revenues fall mainly due

H12019 H22018  N119/H218 by 5048 to low levels of market volatility in
Growth .

the first quarter of 2019

Trading income (net) 148.0 254.9 (42%) 720.4
* Strong EBITDA margin

Selling and marketing expenses 712 83.1 (14%) 175.9 (H1 2019: 44%, Q2 2019: 57%)
Administrative and general 123 152 (19%) 39.2 L Efﬂaent management of
expenses financing expenses
EBITDA 65.6 157.0 (58%) 506.0
EBITDA margin 44% 62% (29%) 70%
Financing expenses — net 0.6 - N/A 2.3
Tax expense 12.3 393 (69%) 124.0
Net profit 51.6 117.3 (56%) 379.0

The prior period used for comparison is H2 2018, as all other previous periods were prior to the introduction of the European Securities and
Markets Authority’s (ESMA) product intervention measures on 1 August 2018



Financial Overview

Balance Sheet

Key Financial Indicators — Balance Sheet ($m)

30/06/2019 31/12/2018 Growth
Cash and cash equivalents 3273 315.3 4%
Other Current Assets 19.2 12.8 50%
Total Current Assets 346.5 328.1 6%
Non Current Assets 10.5 4.8 119%
Total Assets 357.0 332.9 7%
Current Liabilities 95.7 51.9 84%
Non Current Liabilities 5.2 0.3 1,633%
Total Liabilities 100.9 52.2 93%
Equity 256.1 280.7 (9%)
Total Liabilities and Equity 357.0 332.9 7%



Financial Overview

Strong Cash Generation

Key Financial Indicators — Cash Flow ($m)

H119/H2 18

H1 2019 H2 2018 FY 2018

Growth

Operating activities:

Cash generated from operations 444 161.0 (72%) 495.0
Interest received, net 2.2 2.3 (4%) 3.8
Income tax paid, net (28.0) (35.2) (20%) (98.4)
Net cash flows provided by operating activities 18.6 128.1 (85%) 400.4
Net cash flows used in investing activities (0.1) (0.49) (75%) (0.7)
Financing activities:

Dividend paid to equity holders of the Company (*/**) - (321.9) N/A (321.9)
Payment of principal in respect of leases liabilities. (0.9 - N/A -
Acquisition of own shares (6.0) (2.3) 161% (2.3)
Net cash flows used in financing activities (6.9) (324.2) (98%) (324.2)
Gains (Losses) from exchange differences on cash and cash equivalents 04 0.1 300% (2.1
Balance of Cash and Cash Equivalents at end of the Period 327.3 315.3 4% 315.3

* On 14 February 2018 the Company declared a final dividend in an amount of $164.9 million ($1.4479 per share), which was paid on 23 July 2018
** On 12 February 2019 the Company declared a final dividend in an amount of $70.2 million ($0.6191 per share), which was paid on 9 July 2019
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Cutting-Edge Proprietary Technology

Plus500 is, at its core, a technology company

* Leadership in innovation and Research & Development is * Upgrading functionality and appearance of the trading
a key driver of competitive advantage platform to aid retention of, and appeal to, sophisticated

‘ ‘ ' traders:
* Proprietary technology suite enables rapid

response * Dark mode added to the WebApp platform

+ . . : _ '
Technology solutions replace manual interventions # Added an analysis package to the WebTrader and iOS

at peers platforms (Android following soon), including the
* Lean, dedicated and highly skilled human capital provides following:
continuous development to maintain leadership on #* \olume data * Advanced * Drawing tools
products, processes and systems and indicators financial charts

library
# Plus500 excels at understanding customer requirements

in a connected world, transcending the CFD industry

USD & |
ID\J |ﬁu.ﬁlﬂl_\
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Strategic Update

Reinforcing Financial and Operating Discipline

® Adhering to an entrepreneurial approach, adapting rapidly to changing customer requirements, resulting in a

market-leading offering delivered through cutting-edge proprietary technology
# Recruitment and development of the best people
® Delivery of operational efficiencies and a cost to revenue ratio well below the competitor set
® Continued leading levels of targeted marketing

¥ Proven marketing optimisation technology
#  Fast to react and accurate bidding algorithm

¥ Disciplined and efficient customer onboarding processes

# Retaining robust financial position while delivering attractive returns to shareholders



Investment Summary & Outlook

Good results during a relatively low volatility period

The Group remains on track to meet current market
expectations for 2019

Customer acquisition rates remain ahead of the industry
Customer retention and engagement continues to improve

Appealing increasingly to more sophisticated and valuable traders

= & & &

Strong returns for shareholders:

¥ 60% dividend payout of $31.0m and a $50.0m share buyback programme

¥ Revised distribution policy introduced from next reporting date (H2 2019), to
return 60% of net profits to shareholders, with at least 50% of this core
distribution being through dividends

¥ Prioritise the use of additional capital between value-adding investment or
growth opportunities and additional returns to shareholders

Plus500 is optimistic about its future prospects and
its potential to create value for all stakeholders

- Plus500 (25)
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Financial Overview

Dividend and Share Buyback Payouts

Total Shareholders’ Return of $848m ($782m in cash dividends and $66m in share buyback programmes)

450,000,000

$395m
400,000,000

350,000,000

300,000,000

250,000,000

200,000,000

150,000,000

$123m $110m

100,000,000 $87m

$60m $65m

50,000,000
$8m
O -

2013 2014 2015 2016 2017 2018 2019

* H1 Shareholders’ Return: $31.0m dividend, $50.0m share buyback programme and $6.0m of the previous buyback programme in 2019

= Plus500




Risk Management

Revenue Split

# Dealing Spreads
Difference between the buy price and the

sell price of a CFD

# Overnight Charges
Interest charges on open customer

positions held overnight
# Customer Trading Performance

Gains/losses on customers' trading

positions

= Plus500

Rolling 5 Year Performance

Customer Trading

Overnight
Performance, 1%

Charges , 9%

Spread, 90%

m Spread
= Overnight Charges
Customer Trading Performance

4=

H1 19 Performance

Amount # of negative
($m) revenue days

0-0.25 16

0.25-0.5 7
0.5-1.0 2

>1.0 2

* Effective, comprehensive risk
management capabilities — based on
significant investment in personnel and

processes

* Trade Time
Average trade time is approx. 24 hours




Risk Management

Minimising Downside Risk: 85% Positive Trading Days In H1 2019

In H1 2019 the Group made a positive revenue on approximately 85% of the trading days with remaining 15% of trading days showing mostly
relatively immaterial negative revenue.

$25,000,000
$20,000,000 ili i
Crypto VoIat|I|ty/ \
$15,000,000
Brexit Referendum /\ \ |
[]
$10,000,000 A s Elections } '
$5,000,000 | —1 I '
'H"WWN" W PR e
$- v P YN
§§§§§§§§§S§§§§§§§§::m a&%ﬁaagéa:woww”a?gigﬁgﬁ)g%gaa“)’g
$-5,000,000 U v Vv
$-10,000,000



Business Model

Market Leading Technology

Proprietary technology, developed in-house -
key differentiator and flexible advantage

System Architecture

User Interface [e\ rapid product development
consistent experience

across all platforms

“Marketing Machine”
efficient acquisition of new customers

Back Office ')

Ltb Affiliate Programme

Hedging and Risk @

88 “Retention Machine”
efficient retention algorithms

Payment Interface Fraud Management

low chargeback ratio



Disclaimer

The Presentation does not constitute or form part of any offer or invitation to sell or issue, or any solicitation of any offer to
purchase or subscribe for, any shares or other securities of the Company, nor shall it (or any part of it), or the fact of its
distribution, form the basis of, or be relied on in connection with or act as any inducement to enter into, any contract
whatsoever relating to any securities.

The Presentation is being made, supplied and directed only at persons in member states of the European Economic Area who
are qualified investors within the meaning of Article 2(1)(e) of the Prospectus Directive (Directive 2003/71/EC, as amended) and,
additionally in the United Kingdom, to those qualified investors who (a) are persons who have professional experience in matters
relating to investments falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order
2005 (investment professionals) or (b) fall within Article 49(2)(a) to (d) of that Order (high net worth companies, unincorporated
associations etc) (all such persons being "Relevant Persons"). Any person who is not a Relevant Person may not review the
Presentation and should not act or rely on this document or any of its contents. Any investment or investment activity to which
the Presentation relates is available only to Relevant Persons and will be engaged in only with Relevant Persons.

The Presentation is provided for general information only and does not purport to contain all the information that may be
required to evaluate the Company or its securities. The information in the Presentation is provided as at the date of the
Presentation (unless stated otherwise) and is subject to updating, completion, revision and is not independently verified. No
reliance may be placed for any purpose whatever on the information or opinions contained or expressed in the Presentation or
on the accuracy, completeness or fairness of such information and opinions.

To the extent permitted by law or regulation, no undertaking, representation or warranty or other assurance, express or implied,
is made or given by or on behalf of the Company or any respective parent or subsidiary undertakings or the subsidiary
undertakings of any such parent undertakings or any of their respective directors, officers, partners, employees, agents, affiliates,
representatives or advisors, or any other person, as to the accuracy, completeness or fairness of the information or opinions
contained in the Presentation. Save in the case of fraud, no responsibility or liability is accepted by any person for any errors,
omissions or inaccuracies in such information or opinions or for any loss, cost or damage suffered or incurred, however arising,
directly or indirectly, from any use of, as a result of the reliance on, or otherwise in connection with, the Presentation. In
addition, no duty of care or otherwise is owed by any such person to recipients of the Presentation or any other person in
relation to the Presentation.

Nothing in the Presentation is, or should be relied on as, a promise or representation as to the future. The Presentation includes
certain statements, estimates and projections provided by the Company in relation to strategies, plans, intentions, expectations,
objectives and anticipated future performance of the Company and its subsidiaries. In particular, unless otherwise specifically
stated, the financial information in the Presentation has not been audited.

The Presentation contains statements that are or may be forward-looking statements. All statements other than statements of
historical facts included in the Presentation may be forward-looking statements, including statements that relate to the
Company's future prospects, developments and strategies.

The Company does not accept any responsibility for the accuracy or completeness of any information reported by the press or
other media, nor the fairness or appropriateness of any forecasts, views or opinions express by the press or other media
regarding the Group. The Company makes no representation as to the appropriateness, accuracy, completeness or reliability of
any such information or publication.

Forward-looking statements are identified by their use of terms and phrases such as “believe

, "targets”, “expects”, “aim”,

= Plus500

“"anticipate”, “projects”, “would”, “could”, “envisage”, “estimate”, “intend”, “may”, “plan”, “will" or the negative of those, variations
or comparable expressions, including references to assumptions. The forward looking statements in the are based on current
Presentation expectations and are subject to known and unknown risks and uncertainties that could cause actual results,
performance and achievements to differ materially from any results, performance or achievements expressed or implied by such
forward-looking statements. Factors that may cause actual results to differ materially from those expressed or implied by such
forward looking statements include, but are not limited to, those described in the risk factors. These forward-looking statements
are based on numerous assumptions regarding the present and future business strategies of such entity and the environment in
which each will operate in the future. All subsequent oral or written forward-looking statements attributed to the Company or
any persons acting on its behalf are expressly qualified in their entirety by the cautionary statement above.

Each forward-looking statement speaks only as at the date of the Presentation, Except as required by law, regulatory
requirement, the Listing Rules and the Disclosure Guidance and Transparency Rules, neither the Company nor any other party
intends to update or revise these forward-looking statements, whether as a result of new information, future events or
otherwise.

By their nature, such statements, estimates and projections involve risk and uncertainty since they are based on various
assumptions made by the Company concerning anticipated results which may or may not prove to be correct and because they
may relate to events and depend on circumstances that may or may not occur in the future and may be beyond the Company's
ability to control or predict. No representations or warranties of any kind are made by any person as to the accuracy of such
statements, estimates or projections, or that any of the events expressed or implied in any such statements, estimates or
projections will actually occur. The Company is not under any obligation, and expressly disclaims any intention, to update or
revise any such statements, estimates or projections. No statement in the Presentation is intended as a profit forecast or a profit
estimate.

The Presentation does not constitute or form part of an offer or invitation to issue or sell, or the solicitation of an offer to
subscribe or purchase, any securities to any person in any jurisdiction to whom or in which such offer or solicitation is unlawful,
and, in particular, is not for distribution in or into Australia, Canada, Israel, Japan, the Republic of South Africa or the United
States of America.
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