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Our story

*» Headquartered in Sydney, Australia
++» Listed on Australian Stock Exchange (ASX:FCT) — May 2016
< Our proprietary IP - Software technology in cloud content security service orchestration

+» Enabling Security Service Providers to:

% Sell security as a service
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“* Manage the evolution of security vectors as risks evolve

o In a vulnerable
“* View and manage from one pane of glass —

% Transform the economics of providing cyber-security, by simplifying user-level deployment, dlgltal world, we

configuration, management and thus promoting long-term customer satisfaction and retention develop technology

“» Profitably deliver services to end-customers at prices that are economically superior when | - that enables everyone

compared to traditional physical and legacy licence or end-point based solutions
to be cyber-secure.

+» Deep, long-term experience in cloud email, web and firewall security
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+» 17% CAGR in recurring SaaS revenues for the last 3 years David

Kirton
CEO




Our market is still exploding tintst

US$3 billion+

cost to business from email phishing attack over past 3 years**

US$2 trillion+

cybercrime cost to business by 2019***

Cybercrime
is exploding
across the globe

US$10 billion+

FirstWave addressable market by 2021

2,500+

global security vendors

Cybersecurity
market to grow
to US$140B by 2021

69%

Rapid move , , , ,
| of enterprises will have multi-cloud/hybrid IT
to multlple cloud environments by 2019
infrastructure

US$178 billion+

size of global public cloud market in 2018 with 24% growth rate

* ‘2017 Internet Security Threat Report’ Symantec
‘The Future of Cybercrime & Security: Financial and Corporate Threats & Mitigation’ Juniper Research, 2015

**  ‘How to protect your networks from Ransomware’ FBI 2017




Customer’s workloads are migrating to cloud/multi-cloud

. 56%
é Managed cloud security
adoption growing \ 549,

52%

Customer cloud demand

growing across business 50%
segments

o R,

48%

y Cloud migration driving 46%

i customer churn at cyber

security service providers 4%
(o]

42%
Explosion of new cloud

security vendors 40%
CY15 CY16 CY17 CY18 CY19 CY20 cY21

Service Provider cloud platforms and services market growth
IHS CPE and Cloud 2017




The problem — maintaining robust cyber-security is becoming untenable

I
Managed Security Service Providers Global Security Vendors Ccisco.
(MSSP/SP) F:RTINET

Firewall
Security

Advanced
Security

** The number of attacks is increasing
* Email remains the number 1 threat vector

** Regulation & compliance more difficult

< ‘Sprawl’ of security technology, with skills shortage

*» Rising Board/C-level awareness of cyber threats/risks

L
Vendor's Service
Management Platforms

0 SP’s and MSSP’s
to enterprise

*» Operational costs are increasing

< “Enterprise grade security” is out of reach for most in

the market

* Security Service Providers need to provide an efficient

way to secure users

Enterprise Enterprise Gov
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Our investment thesis

The market for cyber-security technology and services will increasingly expand

Managing the technology involved in protecting all facets of businesses’ electronic
presence will become unsustainable and largely outsourced to Security Service
Providers

The complexity of managing current and emerging cyber-security technologies will
need to be automated via SP/MSSP orchestration platforms, that encompass all key

user-level security tasks

SP/MSSP orchestration is a “Goldilocks” opportunity: big enough to build multi-hundred
million revenues; small enough market sliver for a specialist business to capture and

sustain leadership

FCT can scale and accelerate growth by solving key problems faced by Security Service

Providers and major Cyber-Security Technology vendors

In a vulnerable
digital world, we
develop technology
that enables everyone

to be cyber-secure.
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Simplification and automation is essential

NI
Global Security Vendors CiIsco.

F:=RTINET

By providing a platform that offers SaaS to enable
the telco/MSSP/GSI to switch on revenue rapidly

Web Azl Advanced

5 Security :
Securit S t
Email e S NGFW

% Simplified security that works S | Securty

** Enabling MSSP’s, Telco’s, GSV’s to:
< Sell security as a service

“» Manage the evolution of security vectors as risks evolves

i)
I.‘ FIRSTWAVE Simplify

CLOUD SECURITY TECHNOLOGY Automate
Scale

< View and manage from one pane of glass

“ Transform the economics of providing cyber security, by

SPs and MSSPs

simplifying deployment, configuration, management and de- Cloud Content Security Platform

risking retention

** End Customers benefit by getting:

% Enterprise grade Security delivered as a service

“ At prices that are economically superior when compared to
traditional physical and legacy licence or end-point based

|
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FCT 5-year strategic plan

ENABLE FY2018-19
Completed

Roll out FirstWave’s unique Platforms
commencing in North America and
Asia.

e Establish a lean, targeted
presence in key
international markets.

e Deepen existing partner
relationships and sign new
key channel partnership
agreements in Asia and
North America.

e Drive efficiencies through
automation.

EXPAND FY2019-21

Invest in FirstWave’s culture of
innovation.

Maturing DevOps capabilities.

Adding support for new virtual
appliances, hypervisors and
consumable features to the
platform.

Increase market penetration
through existing and new sales
channels.

Mirror platform expansion with
market opportunities.

Accelerate brand and stakeholder
communications.

Achieve operating cash-flow
breakeven.

SCALE FY2021- FY2022

Scale technology and operations in
chosen markets.

Continue to enter new markets.
Stay lean.

Deliver shareholder return on
investment.

1%
of global
cyber security

NEIE
~$140M

L




FY2019 achievements year to date &R oviv
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Now in “Expand Phase” of the FCT 5 year strategic plan e

FirstWave signs agreement with Cisco

Highlights:

= FirstWave sigs

v" Global market opportunity doubled in six months -
v Distribution and reseller agreements signed: - W
v" First Asian Service Provider Celcom &

First Global Service Integrator NTT Data UK P Moymans 20 Mt e
FirstWave signs first order with reseller MindFlow for Celcom

v
v First MEA Service Integrator SHELT.Com Axiata
v"Additional resellers Mind-Flow, Kronicles Highiights:
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FIRSTWAVE

CLOUD SECURITY TECHNOLOGY
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v' Software original equipment manufacturer (OEM) agreement signed with global leader

Cisco Systems Inc (Cisco) ~=3s \\i;% "
v" Cisco OEM certifications completed and ISO re-accreditation o Firstiave expands to Middle Esst and Africa
::Ifi:s Highlirhte:
v" EMEA, North America and APAC business development teams in market = g
v" First successful Cisco OEM Proof of Value (POV) with North American global SP NN c
fort B i 3
Poey [L:EEEE 19 February 2019: ASX Media Rel
v Public cloud security platform launched in Sydney and London with North America ready R _ e
. Con SHELT FirstWave secures NTT DATA palftnershlp to accelerate global
for service Q4 FY2019 o :;;;:‘ expansion
preten Highlights:

Firstivs
revenuy » FirstWave secures global system integrator (SI), NTT DATA UK, as partner to

\/ Telstra Product a nd Service Ag reement (PSA) re-sig ned Tiddl= accelerate expansion In UK, Europe, USA, Canada, India and APAC

Iﬁ‘g;g + NTT DATA UK will offer its enterprise and telco service provider customers cloud
security solutions for email, NGFW and web using FirstWave's cloud platform
Firstivz

SAELT » First from the Q4 FY13
the Mic
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FCT’s global market opportunity doubled in 6 months

Top Global Security
Vendors (GSV) accredited
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More GSV products and
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Increased access
to thousands of
MSSPs
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Cloud Content Security Platform Wlth mi"ions Of
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Cisco OEM agreement in full flight

Global SP product ready with first revenue Q4 FY2019

Agreement signed
Certifications complete
Pre-sales
Successful POV

North America

.

H1 FY2019

Global SP sales
engagement

First revenue — North
America, APAC

&L

Q3/Q4 FY2019

Global
mohnetisation
through SPs and Telcos

“Cisco's moat in next-generation security
is driven by scale of the company's
400,000-plus sales-channel footprint and
$200 billion networking installed base"

Vijay Bhagavath, Deutsche Bank,
Investor Business Daily, Oct 2017
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H1 FY2019 financial performance

Continued investment, while maintaining >10% recurring revenue growth

X/

» Growth of revenue: 41% increase with an
increase in recurring revenue of 10% offset by
decline in one-off revenue

PCP
FY19 FY18 Var $ Var %

Revenue 4%
*+» Operating costs: Increases related to expansion
Gross margin 292 23 01 (2%) of operations into international markets
Operatnglcost 75 4.5 3.0 66% + Significant investment in business development,
product development, IT infrastructure and IT
development
EBITDA (5.2) (2.2) (3.0) (136%)

L)

+» Compounded Average Growth Rate (CAGR) of
NPAT (5.8) (2.7) (3.2) (119%) 17% over the last 3 years for Security as a
Service recurring revenues




Robust outlook heading into FY2020

By Q4 FY2019, revenues from all key markets supported with
comprehensive, differentiated product roadmap

v

v

v

Cisco OEM agreement - first revenues North America and ANZ

NTT DATA UK - first revenues from UK

SHELT Global Ltd - first revenues Africa

Celcom - first revenues from Asia

Telstra - Incremental revenues from connected workplace initiative (CWP)

Platform innovation includes virtual automation of GSV email security service,
web and firewall

Business development participation in global sales events
Fulfil the high demand for POV deployments in Europe, Africa and Asia

Exit MRR trajectory of A$13.5million annualised, leading to potential FY20 in-year
revenue of A$23million




FY2021 targeted exit revenue on track

GSV and GSI market access - Provides the capacity to achieve three-year target. First revenues expected
from all regions by June 2019 - Asia, North America, Europe, Africa

v’ Europe — Driven by NTT Data UK and Cisco OEM licensing agreement

A$15M
A$10M 3 Estimate 3-year revenue for the UK and Europe at between AUD$8
million and AUD$10 million annualized recurring.
A$6M
A$5M
v Middle East and Africa — Driven by SHELT.COM and Cisco OEM
A$10M licensing agreement
EY20FY21 FY20FY21

A$2M Current forecasts estimate year one revenue for the Middle East and

Africa at between A$1 million and A$4 million.
FY20FY21 v North America — Driven by Cisco OEM licensing agreement, + Others

A$15M Current forecasts estimate 3-year revenue at between A$8 million and
A$10 million. With FY2020 exit run rate at “A$2 million.

v' APJ — Telstra, Cisco OEM licensing agreement, Mind-flow, + Others

FY20 FY21 Current forecasts estimate 3-year revenue at between A$20 million and
A$25 million.

Exit revenues FY2019 - A$13.5m. In-year revenue building to FY2020 - A$23 million and FY2021 - A$50 million

15 AN



A closer look at our platform provides significant future upside

Our adaptive one touch cloud cyber-security platform purpose built for a multi-cloud world

4R, FRSTWAVE

Cloud Content Security Platform

A
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Scales to manage Rapid Joins Spin up products Single control and Built to add
millions of deployments multiple clouds anywhere view of multiple any vendors
partners and users globally and products with one touch products and users and regions

Deploys to Telecommunication Companies, Data Centres and Partners - Globally

i ﬁ} Cloud Subscription
Integration i And License

Management

oy Simplify, Automate, Scale.
e & & Y

Email Security Firewall Web Security




Experienced management team to execute

Neil Pollock

Chief Operating Officerand
Head of International

Roger Carvosso

Director — Product
and Innovation

Global business leader with
27 years of ICT, telco and
energy sector experience

across Asia Pacific, the
Middle East and India.

Product professional with
more than 20 years of
experience in the global
telco industry.

Sam Saba
Chairman

Senior executive with over 20 years of
experience in leading large
multinational companies

David Kirton
Chief Executive Officer

Simon Ryan

Chief Technology
Officer

Santosh Agrawal
Director - Global Deployment

Trusted business partner with
over 20 years of ICT industry
experience

Extensive experience
across strategy, finance
and operations developed
over 20 years.

Globally recognised leader and
innovator in cloud technology
with more than 12 yearsin the
areas of Al, machine learning

and data mining.

Gai Stephens
General Counsel

General counsel and company
secretary with over 20 years of
experience

ey & I WAVE 17 A




THANK YOU

David Kirton

CEO
david.kirton@firstwavecloud.com
02 9409 7000




A simple guide to acronyms in our presentation

FirstWave plays in highly technical world so here are some definitions to help you navigate terminology

+» BDM - Business Development Manager — sales executive

“ CSP - Cloud Service Provider — e.g. a telecommunications company

+» EMEA - Europe, Middle East, Africa — regions

“ Exit revenue — Annualised Monthly Recurring Revenues (AMRR) as at June 30 of the corresponding fiscal year
+ GSI - Global Service Integrator

“*» GSV - Global Security Vendor — e.g. Cisco, Palo Alto Networks, Fortinet

“*  MRR - Monthly Recurring Revenue

“» MSSP - Managed Security Service Provider — e.g. a telecommunications company

< OEM - An original equipment manufacturer (OEM) is a company that produces parts and equipment that will be marketed and sold by
another manufacturer — e.g. what FirstWave does with Cisco

% Saa$S - Security as a Service

% SP - Service Provider — e.g. a telecommunications company




Disclaimer

Summary information

This Presentation contains summary information about FirstWave and its activities current as at 13 March 2019, unless otherwise stated. The information in this Presentation does not purport to be complete. It should be read in conjunction with FirstWave’s
other periodic and continuous disclosure announcements lodged with the Australian Securities Exchange, which are available at www.asx.com.au.

Not financial product advice

This Presentation is for information purposes only and is not financial product or investment advice or a recommendation to acquire FirstWave shares and has been prepared without taking into account the objectives, financial situation or needs of individuals.
Before making an investment decision, prospective investors should consider the appropriateness of the information having regard to their own objectives, financial situation and needs and seek legal and taxation advice appropriate to their jurisdiction.
FirstWave is not licensed to provide financial product advice in respect of FirstWave shares. Cooling off rights do not apply to the acquisition of FirstWave shares.

Not tax advice

Tax implications for individual shareholders will depend on the circumstances of the particular shareholder. All shareholders should therefore seek their own professional advice in relation to their tax position. Neither FirstWave nor any of its officers,
employees or advisers assumes any liability or responsibility for advising shareholders about the tax consequences of the return of capital and/or share consolidation.

Financial data

All dollar values are in Australian dollars (A$) unless otherwise stated.

Future performance

Forward looking statements, opinions and estimates provided in this Presentation are based on assumptions and contingencies which are subject to change without notice, as are statements about market and industry trends, which are based on
interpretations of current market conditions. Forward looking statements including projections, guidance on future earnings and estimates are provided as a general guide only and should not be relied upon as an indication or guarantee of future performance.
An investment in FirstWave shares is subject to investment and other known and unknown risks, some of which are beyond the control of the FirstWave, including possible delays in repayment and loss of income and principal invested. FirstWave does not
guarantee any patrticular rate of return or the performance of FirstWave nor does it guarantee the repayment of capital from FirstWave or any particular tax treatment. Persons should have regard to the risks outlined in this Presentation. No representation or
warranty, express or implied, is made as to the fairness, accuracy, completeness or correctness of the information, opinions and conclusions contained in this Presentation. To the maximum extent permitted by law, none of FirstWave, its directors, employees or
agents, nor any other person accepts any liability, including, without limitation, any liability arising out of fault or negligence, for any loss arising from the use of the information contained in this Presentation. In particular, no representation or warranty, express
or implied is given as to the accuracy, completeness or correctness, likelihood of achievement or reasonableness of any forecasts, prospects or returns contained in this Presentation nor is any obligation assumed to update such information. Such forecasts,
prospects or returns are by their nature subject to significant uncertainties and contingencies. Before making an investment decision, you should consider, with or without the assistance of a financial adviser, whether an investment is appropriate in light of your
particular investment needs, objectives and financial circumstances.

Past performance

Past performance information given in this Presentation is given for illustrative purposes only and should not be relied upon as (and is not) an indication of future performance.

Not an offer

This Presentation is not, and should not be considered, an offer or an invitation to acquire FirstWave shares.

ASIC guidance

In December 2011, ASIC issued Regulatory Guide 230. To comply with this Guide, FirstWave is required to make a clear statement about whether information disclosed in documents other than the financial report has been audited or reviewed in accordance

with Australian Auditing Standards. This Presentation is unaudited.



http://www.asx.com.au/

