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Disclaimer L" LiveTiles

All currency amounts in this presentation are in Australian Dollars (AUD).

This presentation has been prepared by LiveTiles Limited (ABN 05 066 139 991) (“LiveTiles”). Each recipient of this presentation is deemed to have agreed to accept the
qualifications, limitations and disclaimers set out below.

This presentation contains summary information about LiveTiles and its activities which is current as at the date of this presentation. No member of LiveTiles, its subsidiaries or
respective directors, officers, employees, advisers or representatives (each a “Limited Party”) makes any representation or warranty, express or implied, as to the accuracy,
reliability or completeness of the information contained in this presentation, including any forecast or prospective information. This presentation should be read in conjunction
with the Company’s Annual Report, market releases and other periodic continuous disclosure announcements, which are available at www.asx.com.au.

This presentation is not a prospectus, product disclosure statement or any other disclosure or offering document under Australian law (and has not been, and will not be, lodged
with the Australian Securities and Investments Commission) or any other law. The distribution of this presentation outside Australia may be restricted by law. Any recipient of
this presentation who is outside Australia must seek advice on and observe any such restrictions. This presentation may not be reproduced or published, in whole or in part, for
any purpose without the prior written permission of LiveTiles. This presentation does not constitute an offer to sell, or a solicitation of an offer to buy, any shares in the United
States or in any other jurisdiction in which such an offer would be illegal.

This presentation contains certain “forward-looking statements” about LiveTiles and the environment in which LiveTiles operates. Forward-looking statements often include
words such as “may”, “anticipate”, “expect”, “intend”, “plan”, “believe”, “continue” or similar words in connection with discussions of future operating or financial performance.
The forward looking statements included in this presentation involve subjective judgement and analysis and are subject to significant uncertainties, risks and contingencies,
many of which are outside the control of, and are unknown to, LiveTiles and each Limited Party. Actual future events may vary materially from the forward looking statements

and the assumptions on which those statements are based. Given these uncertainties, you are cautioned to not place undue reliance on such forward looking statements.

This presentation contains certain financial measures that are "non-IFRS financial information" under ASIC Regulatory Guide 230 ‘Disclosing non-IFRS financial information’
published by ASIC and also “non-GAAP financial measures” within the meaning of Regulation G under the U.S. Securities Exchange Act of 1934, as amended, and are not
recognised under Australian Accounting Standards (AAS) and International Financial Reporting Standards (IFRS). The non-IFRS financial information/non-GAAP financial measures
contained in this presentation include Annualised Recurring Revenue (ARR) and Customer Acquisition Cost. LiveTiles believes such non-IFRS/non-GAAP financial information
provides useful information to users in measuring the financial performance and business conditions of LiveTiles. The non-IFRS/non-GAAP financial information does not have a
standardised meaning prescribed by AAS and IFRS and therefore, may not be comparable to similarly titled measures presented by other entities, nor should they be construed
as an alternative to other financial measures determined in accordance with AAS or IFRS. Investors are cautioned, therefore, not to place undue reliance on any non-IFRS/non-
GAAP financial information and ratios included in this presentation.

Certain market and industry data included in this presentation has been obtained from public filings, research, surveys or studies conducted by third parties, including industry
and general publications, and has not been independently verified by LiveTiles. LiveTiles cannot warrant or guarantee the accuracy or completeness of such information.

This presentation is a general overview only and does not purport to contain all the information that may be required to evaluate an investment in LiveTiles. The information in
this presentation is provided personally to the recipient as a matter of interest only, and has been prepared without taking into account the objectives, financial situation or
needs of prospective investors. It does not amount to an express or implied recommendation with respect to any investment in LiveTiles, nor does it constitute financial, legal,
tax, investment or other advice or a recommendation to acquire LiveTiles shares.

The recipient, intending investors and respective advisers should:
= conduct their own independent review, investigations and analysis of LiveTiles and of the information contained or referred to in this presentation; and/or

= seek professional advice as to whether an investment in LiveTiles is appropriate for them, having regard to their personal objectives, risk profile, financial situation and
needs.

Except insofar as liability under any law cannot be excluded, neither LiveTiles nor any Limited Party shall have any responsibility for the information contained in this
presentation or in any other way for errors or omissions (including responsibility to any persons by reason of negligence).
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D% LiveTiles

1. Snapshot and Key Highlights
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LiveTiles Snapshot L" LiveTiles

LiveTiles is a rapidly growing enterprise SaaS company headquartered in New York City

» Cloud-based intelligent workplace software for
organisations

= First paying customer in February 2015
= Listed on ASX in September 2015 (ASX: LVT)

» $40.1m of annualised recurring revenue (ARR) (1), with
stated target of achieving $100m of ARR by June 2021

= 919 paying customers across every major industry
verticall

= ~180 employees in the US, UK/Europe and Australia
= lLarge and rapidly growing addressable market

= Strong emphasis on product innovation,
including Artificial Intelligence

A single pane of glass
= (Close alignment and unique global relationship for this cloud computing e la——

giant keeps all their
folks connected to
the right information
= Co-founders own 32% at the right time.

with Microsoft

1.  Asat30June 2019. Annualised recurring revenue (ARR) represents committed, recurring revenue on an annualised basis. NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 5



Key Highlights

D% LiveTiles

!.‘1 LiveTiles

1.

Clear global market leader

Strong customer value
proposition

Intranet “home page”
strategic value

Extending the intranet
platform

Close Microsoft alignment

Large addressable market

Global presence

Refer to pages 18 & 19.

#1 global market position (2); ARR up 10x in 2 years to $40 million; Recurring SaaS
subscription revenue with strong gross margins at an efficient customer acquisition cost;
Targeting S100m ARR by 30 June 2021

LiveTiles software deploys intranets swiftly, at significantly lower cost, with a superior
employee experience than custom-developed intranets

Intranets are the "home page" of an organisation. LiveTiles connects employees with
their workplace technology, enabling them to do more within a common platform

The LiveTiles intranet platform includes integrations to 3™ party applications, analytics
and Al-powered employee profiles and chatbots

Strong Microsoft relationship, product fit and roadmap alignment

Targeting a ~$13 billion addressable market of ~300k potential customers (%)

~180 employees in the US, UK/Europe and Australia, augmented by partner channel
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BY¥ LiveTiles

2. Business Overview
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Addressing Customer Problems Z" LiveTiles

Our Intelligent Intranet Platform solves a range of critical problems and opportunities faced by
organisations around the world

Customer Problems... ...Solved by LiveTiles

High cost to build and maintain — customised codingand v~ Significantly reduces custom coding — disrupting
project management for new intranets and ongoing traditional intranet model — far more cost effective
changes to content

Long project delivery timeframes — delivered product v Rapid deployment
out of date by completion

Old world intranets lack integration to modern v Integrations to 3rd party apps enable a single user
workplace applications — employees must switch experience and enable organisations to control the
between a growing number of applications, hampering chaos with supported workplace applications
productivity

Poor employee experience, engagement and adoption v" Employee engagement, adoption and productivity

Intranets typically not mobile friendly v" Mobile friendly and device agnostic

Intranets are the home page of the organisation and v Incorporates Bots and Artificial Intelligence

have not kept pace with modern public cloud and SaaS
offerings, including Al

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 8



Redefining the Intranet L" LiveTiles

Our Intelligent Intranet Platform is the foundation of LiveTiles, connecting many disparate applications
through a single user experience

box .
®— salesforce

-ﬁ' JirCl ' servicenow

L <3 Dropbox

Google Crive

Witableau

a2 slack workday.

sendesk B LiveTiles (D okta

mEExpensify ¢ nintex

D-/@ ul)] Power BI

Microsoft Flow

ii Microsoft Teams

Y< yammers

] Office 365

dl

B> SharePoint 0
OneDrive
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Our Product Portfolio

D% LiveTiles

EMPLOYEE PROFILES

Complete and up to date staff profiles,
detailing areas of expertise, how individuals
work, and the skills and values individuals can
provide

hyperfish

Updste My Profile

BOTS

A chatbot is a conversation interface between
humans and technology. LiveTiles is
democratising access to Al with our bot
builder platform, extending the Microsoft
platform

Connected Intranet Platform

K% LiveTiles (I

INTELLIGENCE

Real-time insights into how solutions are
being used, enabling data-driven
decisions to enhance user experience

Total Sessions by Department

B innovation and Ex...
Products
Sales

B rtarketing
Solutions
Frecutive and Ba...

Other
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Business Model L" LiveTiles

LiveTiles sells directly and through a growing network of partners to reach our customers

Intranet Platform

EY% LiveTiles @

v" Customer employees (software users of
LiveTiles and 3™ party applications)

v" Organisations that have subscribed to one

(& or more LiveTiles products

Customers
v" Sold and deployed (with associated services)
either direct or via partner channel
f_ " Direct ‘l(:&‘
Partners
1\ v Low/no code intranet software extends
3 : Microsoft foundations, connects to in-
T | J house and 3™ party applications
D uveries
L.'.:K;
LTy
T v" LiveTiles technology utilises
Microsoft technology foundations,

M ic rOSOft deployed to customers via Office

365 or Azure

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 11



Partner Channel and Alliances L" LiveTiles

Partner Channel

LiveTiles is growing its network of reseller and services partners, extending the global reach of its platform

Our reseller and services partners help deliver LiveTiles products

into customer workplaces accen?ure w CLOUDSCALE

Services include project management, custom integrations (eg. to
legacy internal applications), security testing, deployment testing

The number of transacting partners(!) grew to 178 as at 30 June Deloitte J-
o

2019 (up 89% year-on-year) pwc

LiveTiles is committed to broadening and deepening its global
partner network to drive growth and customer outcomes

NOVAIAW  velrada

LiveTiles has a growing portfolio of alliances with uniquely positioned software vendors

= Extends customer experience within the LiveTiles ' q
platform through complementary and integrated .\ STARMIND gC’
technology

= Expands LiveTiles’ market reach @. e.% Zega m I

) 1
SEARCH365 NUCLEUS cYBER

v/

LiveTiles resellers and services partners that have closed at least one LiveTiles software licensing transaction. NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 12
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D% LiveTiles

3. Case Studies
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Customer Case Study: PepsiCo L" LiveTiles

PepsiCo’s teams around the world access the latest information and business applications through the
LiveTiles platform, improving the productivity and collaboration across 300,000 employees

4 )

“PepsiCo looked to the LiveTiles solution to
increase collaboration and gain alignment

@ P E P s I c o between disparate business units”

— John Phillips, PepsiCo’s SVP Customer

Supply Chain and Global Go-to-Market

Problem Solution

= As alarge organisation, PepsiCo faced challenges with = Looking for a tool to unite its resources and bring teams
collaboration and connecting its business units scattered together, PepsiCo used LiveTiles to build a mobile-
across the globe friendly intelligent workplace for its 300,000 people

= Non-technical employees are empowered to build and
maintain engaging sites that integrate a growing range of
third party business applications such as SalesForce,
WorkDay, Dropbox, Google Drive and social media feeds,
powered by Al technology

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 14



Customer Case Study: UK Ministry of Defence Z" LiveTiles

With LiveTiles, the UK Ministry of Defence built an active online community and an engaging
communications portal in just four weeks. LiveTiles helped bring together the customer’s operating units
and partner network to ensure communications continuity and security of sensitive data

f Defence

Problem

Outdated and segmented digital environment with
resources, information and news items scattered among
teams and a vast network of specialist partners

With complex internal processes and the need to secure
privileged information, the UK Ministry of Defence
(“MoD”) needed a way to consolidate classified data and
create a platform to ensure an efficient line of
communication between its business units without
compromising security

( “LiveTiles has helped us produce an excellent website. \
They have done what they said they would do, when
they said they would do it, and, | suspect, have gone
‘above and beyond’ on occasion”

\ — Lieutenant Colonel Julian Salusbury J

Solution

= MoD built a reliable and secure communications platform
called Nexus in just four weeks

= MoD integrated applications, resources and news items
on a custom-branded dashboard to ensure no one misses
out on vital information

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 15



Customer Case Study: Tuck Business School Z" LiveTiles

Dartmouth’s Tuck Business School chose LiveTiles to replace its in-house built legacy intranet. LiveTiles
gave the Dartmouth team the power to deliver an enhanced mobile-friendly user experience, integrated
with the full Office 365 productivity set, as well as introducing an enterprise social network

4 )

Key Takeaway — Tuck reports that they are beginning to see
a range of benefits from the combination of Office 365 and
LiveTiles, with improved collaboration among student
project teams and school staff.

g J

Problem Solution
* Incumbent intranet that had been built in-house and = New portal offers improved navigation with a
integrated with several other campus systems comprehensive mega-menu and space for internal

= Solution was heavily used by necessity, with certain branding and marketing information

critical services only available via this intranet = Ability to edit section pages quickly has delivered
productivity gains to Tuck’s internal IT team, enabling
them to rapidly respond to user needs without external
assistance

= Site user experience (UX) was outdated, and the lack of
mobile support was giving rise to an increasing number
of issues

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 16



BY¥ LiveTiles

4. Global Market Opportunity
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Global Market Opportunity L" LiveTiles

Large and rapidly-growing addressable market of ~300,000 organisations

Total Potential Addressable Market

Microsoft Office365 Customer Base (1)

300,000 Potential Customers

X $43.6k Average ARR per Customer (2

130,000

100,000 ‘ = ~$13 billion pa

Office365 Customer Base Potential Addressable Market

<100 employees 100-800 employees ®>800 employees ™M >100 employees

v Almost all organisations with >100 employees utilise ‘

. Each 1% market penetration = ~$130m ARR ‘
some form of intranet or employee portal

v" Strong growth in Microsoft’s Office365 Commerecial
revenue: +34% YoY )

1. LiveTiles estimates based on industry knowledge.
LiveTiles” average annualised recurring revenue (ARR) per customer as at 30 June 2019.
3. Microsoft Q4 FY19 earnings release (constant currency basis).

[
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Clear Global Market Leader L" LiveTiles

Software-based intranets are in the early stages of replacing custom-coded intranets

Leading Market Share (1) Penetration of Software-based Intranets (!

297,000 3,000
2,081
M LiveTiles Competitor software vendors B Software-based intranets Custom-developed intranets
v" LiveTiles is more than 4x larger than its nearest v" Internal organisation intranets and portals have
competitor (by revenue) historically been custom-coded - common frustrations

with cost, lack of features and lack of dynamic change
v Most competitor software vendors are embedded within
systems integrator (consulting) businesses v" LiveTiles pioneered the market for low/no-code intranet

software in 2015

1.  Number of organisations (LiveTiles estimates based on industry knowledge). NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 19



D% LiveTiles

5. Business Update
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Strong Recurring Revenue Growth L" LiveTiles

Average ARR per customer up 56% in FY19

Year-on-year ARR growth (1

$50,000
40.1
FY19 ARR Growth:
v’ +167% total $40,000
V" +114% organic ’
$30,000
15 $20,000
— ’
Jun-17 Jun-18 Jun-19
$-
m Acquired ARR  m Organic ARR Jun-17 Dec-17 Jun-18 Dec-18 Jun-19
v One of the world’s fastest-growing Saa$ companies = Strong growth in average ARR per customer driven by:

v" A higher proportion of new enterprise customers
v" Acquisition of Wizdom, Europe’s leading ‘plug and gher prop P

play’, Microsoft-aligned digital workplace software ¥ Product cross-sell / bundling
business, completed in Feb 2019 v Increased penetration of existing customers

v" Strong pipeline of sales opportunities

1. Acquired ARR comprises Wizdom's ARR as at 31 December 2018 ($8.0 million) and
Hyperfish's ARR as at 30 June 2018 ($0.4 million). Figures in A$ millions. NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 21



Investing in Long-term Recurring Revenue L" LiveTiles

Indicative Life-Time Value of ARR base ($m) Efficiency of Customer Acquisition Cost (Sm)

LTV : CACratio = 3.8x
(up from 3.5x for CY18)

Life-Time Value of
ARR: ™6 years

A
A
A
A

31.2
s
40.1 s 19.6
ARR as at 30 June 2019 Indicative LTV of ARR as at 30 June 19 ARR generated in FY19* Indicative LTV of ARR generated  Customer Acquisition Cost
in FY19 (Fr19)*
1
|
|
I
v

CAC has also generated a large
sales pipeline and driven early
demand for Al products

ARR = Annualised Recurring Revenue.
LTV = Life-Time Value. Assumes 95% gross margin, 92.5% net retention and a 10% discount rate.
Net retention = (ARR expansion from existing customers less churn in trailing 12 months) / ARR at beginning of 12 month period.

CAC = Customer Acquisition Cost. Comprises 100% of sales and marketing costs and 50% of customer success costs.
* Adjusted to annualise Wizdom ARR generation and CAC
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Substantial Cash Flow Improvement L" LiveTiles

Strong Growth in Customer Cash Receipts Improving Net Operating Cash Flow

20 Q1FY19 Q2FY19 Q3FY19 Q4FY19
15
vEy 10
<C
£
V)
<
5 -6.2
-7.8
0
Q4FY17 Q1FY18 Q2FY18 Q3 FY18 Q4FY18 Q1FY19 Q2FY19 Q3FY19 Q4FY19 9.6
e CUstomer cash receipts (trailing 12 months) -11.0
v" Strong growth in customer cash receipts throughout v Consistent improvement in net operating
FY2019 and in Q4 FY19 cash flow

v" Further improvement in net operating cash flow achieved
in June 2019 quarter

v §1.4m grant received from NY State in Q4 FY19
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Operational Growth Priorities

D% LiveTiles

LiveTiles has a clear roadmap to drive operational execution in support of our growth strategy

Recent developments...

= Customer success team established and integrated
with sales and marketing teams

=  Partner channel growth (off a small base) with
substantial future revenue opportunity via partners

*  Product roadmap execution, including Bots launch,
new 3rd party integrations, Microsoft Teams features,
Page Designer version 5. Bundling of product
portfolio across LiveTiles Page Designer, Wizdom,
Bots and Hyperfish

= Acquired businesses (Hyperfish and Wizdom) are key
components of an increasingly integrated product
portfolio with acquired products performing strongly

= Business integration of Hyperfish is complete, with
Wizdom integration underway

...and current priorities

Increasing capacity and capability of internal and partner
services to support customer onboarding and adoption.
Strong focus on growing partner reseller and services
network supported by direct sales and account
management channels in each region

Realising bundling benefits in all regions, including
Wizdom and Hyperfish. Further substantial opportunities
to drive differentiation in our product portfolio, further
deepening product integration and connections to 3™
party applications, further enhancements to user
experience and design, substantial Al opportunities,
further automation of product deployment to enhance
customer experience

Integration and consolidation of supporting systems and
processes (across the integrated LiveTiles, Wizdom and
Hyperfish operations). Clear plans to realise efficiency
benefits and more effective customer, people and partner
outcomes with completion anticipated by 30 June 2020

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 24



Growth Outlook

D% LiveTiles

LiveTiles expects to deliver another year of strong customer and revenue growth in FY20

v" Large and growing addressable market

v" Focused direct sales & marketing strategy targeting
larger enterprises

v" Conversion of large pipeline generated by inside
sales team in the United States

v High-impact co-marketing initiatives with Microsoft

v Continued growth in partner/reseller distribution channel
v Growing demand for Artificial Intelligence products

v" Substantial expansion opportunity with existing
customers via cross-sell, bundling and increased
penetration

v Technology alliances

LiveTiles’ publicly stated target is to organically grow ARR to at least $100m by 30 June 2021

100

80

60
£
v+

40

20

0

Jun-16  Dec-16 Jun-17 Dec-17 Jun-18

Target implies 58% pa Y
Compound Annual ’,’
Growth ,,-"

Dec-18 Jun-19 Dec-19 Jun-20 Dec-20 Jun-21
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Appendices Z" LiveTiles

NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES




Appendix: Corporate Overview L" LiveTiles

Capital Structure

Ticker ASX:LVT
Share price as at 2 Sept 2019 $0.375
Shares on issue 661m
Market capitalisation $248m
Cash as at 30 June 2019 (zero debt) $14.9m
Enterprise value $233m
Holder %
Karl Redenbach (CEO & Co-Founder) 16.7
Peter Nguyen-Brown (CXO & Co-Founder) 14.8
Total 315
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Appendix: Industry Recognition

D% LiveTiles

Recent Awards

Winner

Homegrown Export
(ARN Innovation Awards)

Winner

Top 50 SaaS CEOs 2018
(The SaaS Report)

Finalist

Emerging Vendor of the Year (UK)
(CRN Channel Awards)

Finalist

Greatest Contribution to Ethics,
Gender Equality and Diversity in Al
(Alconics San Francisco)

Finalist

Best Application of Al in a Large
Enterprise (Ireland)
(Al Ireland)

o Microsoft /

MODERN WORKPLACE
TRANSFORMATION

The Alconics

BEST APPLICATION
OF Al IN THE ENTERPRISE

/Z
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Appendix: Close Alignment with Microsoft L" LiveTiles

High-impact campaigns and go-to-market initiatives contributing to strong customer and revenue growth

= Successfully aligning itself with Microsoft’s ‘Al-first’ vision,
LiveTiles has become one of Microsoft’s key strategic partners in

the data and Al space == MiCrOSOft

= LiveTiles, Wizdom and Hyperfish partnering with Microsoft on
SharePoint “home sites” launch (May 2019)

= 2018 Microsoft US Partner of the Year Award for Modern M OD E RN WO RKP LACE
Workplace Transformation (Microsoft has ~100,000 US-based TRAN S FO RMATI 0 N

partners)

= Al Spark Partner Program: designed by LiveTiles and Microsoft to
accelerate the pace at which Al can be deployed by enterprises

= Al Inner Circle Partner Program: LiveTiles invited as the first
software company following independent customer evaluations

= LiveTiles Bots heavily showcased by Microsoft at its global Inspire
conference in Las Vegas in July 2018

= Access to Microsoft’s partner co-sell program to accelerate leads
and new customer growth

= P2P Global Integrated Solution: co-creation of IP with select : x
partners to deliver industry solutions via Microsoft’s Marketplace LiveTiles showcased at Microsoft Inspire
(AppSource) keynote (July 2018, Las Vegas)

= LiveSmiles - intelligent employee wellness solution based on
LiveTiles technology platform; Microsoft global launch partner

= Microsoft Teams — co-selling LiveTiles solution for Microsoft’s
rapidly growing Teams collaboration platform NOT FOR DISTRIBUTION OR RELEASE IN THE UNITED STATES 29



