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DISCLAIMER

This presentation has been prepared by rhipe Limited ACN 112 452 436
(RHP). Each Recipient of this presentation is deemed to have agreed to
accept the qualifications, limitations and disclaimers set out below.

None of RHP and or its subsidiaries or their respective directors, officers,
employees, advisers or representatives (Beneficiaries) make 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. The forward looking statements
included in this presentation involve subjective judgment and analysis and
are subject to significant uncertainties, risks and contingencies, many of
which are outside the control of, and are unknown to, the Beneficiaries.
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 is a general overview only and does not purport to
contain all the information that may be required to evaluate an investment
in RHP. The information in this presentation is provided personally to the
Recipient as @ matter of interest only. It does not amount to an express or
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The Recipient, intending investors and respective advisers, should:

« conduct their own independent review, investigations and analysis
of RHP and of the information contained or referred to in this
presentation;

» seek professional advice as to whether an investment in RHP is
appropriate for them, having regard to their personal objectives, risk
profile, financial situation and needs; and/or

» nothing in this presentation is or is to be taken to be an offer, invitation
or other proposal to subscribe for shares in RHP.

The Recipient specifically agrees, understands and acknowledges that some
of the information contained herein has been provided by third parties and
the Beneficiaries accept no responsibility for any inaccuracy, misstatement,
misrepresentation or omission in relation to that information.

Except insofar as liability under any law cannot be excluded, none of the
Beneficiaries 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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Dominic O'Hanlon & Mark McLellan
MD and CEO / CFO of rhipe

¢ Welcome and introduction

e 1H FY18 results summary

Mark Leigh
Director of Commercial Partner Lead for Microsoft Australia
e Microsoft’s strategy for cloud transformation

Phil Meyer

Partner Technology Strategist, Hosting and Cloud at Microsoft
e The shift to consumption economics

e The need for Partners

Athena Thompson
Chief Marketing Officer at rhipe

Warren Nolan

Chief Commercial Officer at rhipe
e Go To Market

e Strategy and Enablement

e ANZ, SEA and South Korea

Chris Sharp

Chief Strateqy Officer at rhipe

e Thinking about new vendors

e Consulting and Support As A Service

@ Cameron McFie

Chief Technology Officer at rhipe
e Platform for Recurring Subscription Management (*PRISM”) Demo

Dominic O’'Hanlon
MD and CEO of rhipe
e Conclusion and questions




PRESENTERS

DOMINIC O'HANLON MARK MCLELLAN

CHIEF EXECUTIVE OFFICER CHIEF FINANCIAL OFFICER

b
WHO 13 RHIPE?

[HE CLOUD CHANNEL COMPANY ™




RHIPE: THE CLOUD CHANNEL COMPANY

N\

Platform for Recurring Subscription Management (PRISM):
Cloud licensing, subscription management tools, and
value added services to drive recurring cloud
consumption

Marketing, training, consulting, 24/7 support, cloud
provisioning and billing as a service to a channel of

2500+ resellers in APAC




RHIPE BUSINESS MODEL

Software Licenses
vmware &) rednat
. (&) zimbra [VEEaM
r h Wi DataCore ) TREND
BR Microsoft .
CiTRIX

PRISIM PLATFORM
Value Add Services

Sl

24/7 Service Consulting Marketing
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IT Service Providers Enterprise Clients

M3P'S PUBLIC CLOUD

ISV PRIVATE CLOUD  USERS

/RS :>

TELCO'S
SAAS SMB CLIENTS

HYBRID CLOUD USERS



RHIPE'S SUBSCRIPTION OFFERINGS

Rhipe’s Unique Partner Value

_iPortaIGo!

MARKETING
AS A SERVICE

AS A SERVICE

) JUPPORT

Communication Services
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1] Office 365

il sinefa
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Complementary ISV Subscription Programs

&zimbra skykick
1 ' ne)an

] beyondCRV

C Cloud Ctrl

..ILiveTiIes

Business Services

2® Microsoft

\/Syma ntec.

CITRIX

Complementary Vendor Subscription Services

vmware

Acronis @ rednat

3 TRene

|VEEAM

ITJUSTWORKS!™

KKEMP

Microsoft
Ve ‘ Dynamics

Hypercloud

== Microsoft Azure
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Build Your Own (SPLA)

Microsoft SPLA

Global 133S (BlueMix)

SOFTLAY=R'

an IBM Company




ACQURE
PRISM provides vendor usage reporting, provisioning
and subscription billing services @ /\
ONBOARD

< PRIME Q &» R

MANAGE EXISTING TENANT
Significant value - add to service providers but also

to vendors in driving the consumption and billing of o S s
their services ’

INTELLECTUAL PROPERTY TO DRIVE CLOUD CONSUMPTION

An extensive API set - allowing partners to integrate
rhipe’s platform with their own systems:

Access to products and pricing
Provision new tenants
Manage existing tenants
Transition existing O365 customer from
another program into Microsoft CSP
Purchase Add-ons for CSP customers

[HE RHPE PRIGM PLATFORM >
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STRATEGIC OPERATING DIVISIONS

LICENSING SUPPORT VALUE

Build and expand on cloud Services and support to position Add value with systems & ease of
licensing programs. Multi-vendor offerings for new licensing programs. trade for Cloud Service Providers.
and multi region.




THE LEADING CLOUD LICENSE PARTNER OF MICROSOFT IN ASIA PACIFIC

A GLOBALLY MANAGED MICROSOFT LICENSE PARTNER

One of Only 11 Licensing Partners Managed out of Seattle
Only One Headquartered in Asia Pacific.
Only One Laser focused on Digital & Cloud Technology

rhipe is the “Innovative Partner of the Future” with a proven ability to drive recurring cloud
consumption via a channel of 2500+ resellers

10
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OPERATIONAL HIGHLIGHTS

Licensing Regional Revenue Split

85
$m W Australia and New Zealand $
South East Asia $70
$63 $24

TH FY16 1H FY17 TH FY18
Restated’

1. TH FY16 numbers restated following change in accounting treatment of rebates. Rebates now offset
against cost of sales and not part of revenue.
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B Australia and New Zealand

B South East Asia
2,111

1,806

334

1H FY16 1H FY17

rhipe awarded MS SPLA and CSP licences in South Korea

South Korea is second only to Australia in size in APEJ

1H FY18

in 2H 2017




OPERATIONAL HIGHLIGHTS

STRONG GROWTH IN PUBLIC CLOUD
Microsoft CSP 0365 Seat Count

A/ +186,400
e Dec-17
+128% .~
‘/
./.
./.
./.
./.
s
+81,600
" Dec-16
I
|
I
Jun-15 Dec-15 Jun-16 Dec-16 Jun-17 Dec-17

Seats up +128% vs PCP
Annual recurring revenue $31m at 31 December 2017
CSP now +186,400 seats as at 31 December 2017

Market transition from private to public cloud delivers strong CSP
growth at expense of larger private data centres

13 RHP INVESTOR DAY

Partner Stats: as at 31 December 17

1391 SIGNED PARTNERS

(923 at 31-Dec-16)

783 SIGNED & NOW TRANSACTING

(624 at 31-Dec-16)

6o% NET-NEW PARTNER 10 RHIPE

(57% at 31-Dec-16)

Rhipe’s combined cloud business continues to grow in all countries.




#1 PLATFORM IN APAC FOR WHOLESALE AZURE CONSUMPTION

NEPAL odlle il BHUTAN
BANGLADESH

v.‘/

rhipe’s APAC office locations & MSFT authorisations

6o’ NET-NEW PARTNERS 10 RHIPE

Annual recurring revenue $5.3m at 31st December 2017 (63% at 18-Aug-17)
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TH FY18
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REQULTS

15 RHP INVESTOR DAY

&

The Cloud Channel

l Company™




TH FY18 HIGHLIGHTS

pep! PeP o0 PCP PP PP
Licensing Licensing Licensing Group Group Group
Revenue Gross Margin Operating Profit? Revenue Gross Margin Operating Profit
Growth rate 9% 2% 151%

in 1TH FY17




TH FY18 HIGHLIGHTS CONTINUED

PCP PCP PCP
Reported EBITDA Profit After Tax Cash
. $2.8 . $17.3
$11 $11 4
$m $m I $m $6 9
$0.7
($0.3) $0.0
o> N

1H FY16 1H FY17 1H FY18

1H FY16 1H FY17 TH FY18 1 6 1H FY17 1H FY18




CASHFLOW STATEMENT

Cash flows from operating activities

Receipts from customers 67.2 91.2
Payments to suppliers and employees (69 1) (89.9)
Income tax paid (0.7)

Cash flows from investing activities

Purchase of property, plant and equipment (0.1) (0.4)
Proceeds from sale of investment = 0.7
Payment for intangibles

Cash flows from financing activities
Proceeds from issue of shares 0.4 0.09
Buy back of shares (2.3)

Net decrease in cash and cash equivalents (2.4) (2.5)
Opening cash 13.8 19.8

PCP

PCP




SHAREHOLDERS RETURNS

Share price has
Basic Earning Per Share (cents) AUD Share Price Performance ($) increased by ~90%

since Jan 17
4.5

1.00 mm \/olume (m) (RHS)
0.90 4.0
// 0.80 ====Share Price (LHS) 35
EPS up from 0.70 30
AUD O.()/léents to 0.60 25

AUpO.79 cents 0.50 '
2.0
ot 0.40
/// 0.30 -
0.20 14
0.01 0.10 ‘ ‘ 0.3
0.00 |M' A 0.0
TH FY17 TH FY18 2/01/17 2/03/17 2/05/17 2/07/17 2/09/17 2/11/17 2/01/18

EPS accretion enhanced by strong profit growth and share buy-back

Ex Date
1 March 2018

Record Date
2 March 2018

Payment Date




OUTLOOK
I Ty
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OUTLOOK

T 7113 CONTINUES 0 SUPPORT CONFIDENCE IN GUIDANCE

Accelerated transition to public Mix of margin to change as Operating profit target for
cloud will drive revenue public cloud activities increase FY18 $7m+
growth and private cloud

Stretch target for executive

Solutions revenue expected performance rights set at
to increase driven by ~$9m over a 12 month period

expansion in support Expected to be broadly by Dec 312018

incentives reduce




LS5
LUESTIONS
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Fvolution of Microsoft Licensing

1982 Diskette OEM (pre-installed to PC) and Full Package Product (FPP) in a shrink wrapped box. Unique product key for
each disk set.

1992 Diskette, DVD Select: upfront payment for mid to large size. One product key / product for each customer.
ISV-R: for ISVs to bundle Microsoft with their application for on-premise install

1997 Download Open: upfront payment for small businesses (10-250)
Enterprise Agreement (EA): upfront for large (250+)

2002 Shared Services SPLA: monthly subscription for Web and App Hosting with 3" party usage rights
Enterprise Agreement Subscription: annual payment with True Up / Down at anniversary for large business
and government
Open Volume: annual payment for small businesses

2008 ISV Hosting Self-Hosted Apps extension to EA: for ISV offering SaaS

2010 License Mobility License Mobility to agreements with Software Assurance (SA): ability to place certain Application Server
products on 3 party shared servers (laaS)

2015 Microsoft Cloud Cloud Solution Provider (CSP): monthly model for Microsoft Cloud products including Office 365, Azure,

Dynamics with Partner as Service Provider



Distribution in Australia

VAR (Disti) <=> LSPs

SEERIH Exchange

PaaS

Microsoft SQL Server

laaS
Be Windows Server

Microsoft
System Center

ON PREMISE

B> SharePoint

@ Skype for Business
Ay Microsoft Dynamics

MSPs (SPLA Resellers)

38 Exchange
Hosted B> SharePoint
Skype for Business
Hosted
My \Vicrosoft Dynamics

Microsoft SQL Server

Be Windows Server

Microsoft
System Center

HOSTED

CSP or
VAR (Disti) <—> LSPs

I Office 365

My Vicrosoft Dynamics
Online

) Cosmos DB
SQL Azure

Cognitive Services
Machine Learning

Data Lakes HDInsights

c"‘*,"a_-b Microsoft®

om Windows Azure

OMS Dev / Test

am Windows Intune

PUBLIC



Sl

1 million/hour
new devices coming

online by 2020

i

RRJE]

Going digital

L]

12 years average
age of S&P 500
corporations by 2020

60% computing
in the public cloud
by 2025



Digital Transformation

O 06 06

Empower Engage Optimize Transform
employees customers operations products




Enabling Digital Transformation

Modern workplace

Business applications @ @ @

Applications Empower Engage Optimize Transform
& infrastructure employees customers operations products

Data & Al




Enabling Digital Transformation

Modern workplace

Business applications @ @ @

Applications Empower Engage Optimize Transform
& infrastructure employees customers operations products

Data & Al




Solution Map

Practice/
Solutions

Collaboration

Modern
Desktop

Security and
Compliance

Cloud Voice

Practice/

Practice building blocks Solutions

Modern Business Processes
and Content Management

Migration and Change
Management

Customer
Frontline Workers Engagement
Organizational Effectiveness

Modern Desktop Deployment

Modern Desktop Managed
Services

Enterprise-level Identity

protection Operations

Control and protect
information

Regulatory compliance

Proactive attack detection

and prevention .
P Business

Meetings with PSTN dial-in SEE

Cloud PBX enablement

- Practice/
Building Block .
il e« Solutions
Customer Service
Field Service
Project Service Automation Cloud
Infrastructure
and
Sales Management
Talent Management
Retail
Finance and Operations
Finance and Operations o
Application
Innovation
Sales
Marketing

Building Blocks

Hybrid Networking

Hybrid Storage

High Performance Computing
Data Center Transformation

Windows Server Apps on
Azure

Extending Azure with
Azure Stack

Development and Test +
DevOps

SAP on Azure
Red Hat on Azure

Hybrid Infrastructure Security
and Management

Backup, Archive, and DR
DevOps

Customer Facing — Digital
Marketing

Customer Facing — Mobile

Customer Facing —
Transactional
Apps/eCommerce

Customer Facing — Gaming
Customer Facing — Media

App Modernization and
Integration

Practice/
Solutions

Data Platform
and Analytics

Building Blocks

Data Platform Modernization
and Mission Critical
Applications

Oracle Migration to
SQL/Azure

Data Warehousing and
Big Data

Business Analytics and Al

Modern Business Intelligence

|oT PaaS Solutions

loT SaaS Solutions



Channel Strategy
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Boost customer RO

Shift the
conversation

Business solutions
for business needs

Business impact
versus feature/
function

Targeting new
customer needs

Offer Expertise

Leverage your
channels specialized
seller expertise

Bring in managed
services from other
partners

Accelerate
consumption=
Customer ROI

Solutions aligned to
business priorities.

User adoption and
consumption means
better ROI for

customer




Offer business-
ready solutions

Reduce time-
to-value

Increase profit
potential

custfm?r nee

Give customers what they need today,
whether they want to go all-in with the
cloud or use a hybrid model.

Leverage massive Microsoft investment
in marketing, technology, training, and
support to grow your business faster.

Deliver high-margin solutions and services
by working with other Microsoft ISV
partners and Systems Integrators.



Azure solutions :
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Trend Report:
Why Businesses are Moving to the Cloud

* Increase productivity with trusted software like Microsoft Word, Excel, PowerPoint and
Outlook—with better features, automatic updates, availability on any OS, and built-in
security and compliance.

« Subscription-based model cost savings are more cost-effective than buying individual
licenses. Office 365 also reduces infrastructure costs and eliminates the need for time-
consuming implementation, licensing headaches and software support.

« Automatic upgrades, patches and updates on every device are at no additional cost.

« Easy-to-use Web-based admin tools simplify IT management and are accessible from
anywhere, with services that are always on and always up-to-date.

Source: Spiceworks Survey of 264 organizations with fewer than 250 staff



Not all revenue streams
are created equal 65%

45%
35%

N
R/

Managed services

N
R/

Packaged IP

Project services



-our ways Microsoft is supporting customer ana
partner success in FY183:

Shift investments to cloud

Incent cloud and modern via CSP and EA; emphasize Azure, 0365, and Dynamics

Increase rewards for strategic products and services

Differentiate rates to favor premium cloud SKUs; focus on usage and Azure consumption

Prioritize growth and customer acquisition

Increase rewards for net growth, customer adds, and strategic workloads

Continue to accelerate Consumption & Active Usage
Adding Dynamics, AIP and increasing funding for Azure growth




Multi-year strategy accelerates cloud

Our cloud focus (s clear and increasing every year

FY13 FY14 FY15 FY16 FY17 FY18

Cloud incentives growth from 10% to >60% of total incentives budget



Cloud Partners Outperform Peers

“Leading-partners” are making
the move first and gaining the

benefits of their vision
1.6X

Cloud-oriented partners SB[l 2 .4X
are outperforming their peers Gross profit % e Gl

Cloud partner = 52.3%

Others = 31.8% Growth

Cloud partner = 26.9%

Cloud-oriented partners are Others = 11.1%
winning deals from other 2
partners, selling into white .4X
space, and driving Higher new customer mix*
hybrid solutions % new customers in last 12 months

Cloud partner = 57.7%
Others = 23.6%




Enabling Digital Transformation

Modern workplace

Business applications @ @ @

Applications Empower Engage Optimize Transform
& infrastructure employees customers operations products

Data & Al






https://www.dropbox.com/sh/omsug112unhcld0/AACvtos0dW4oEVaLJN8hA-8Ja/MSFT%20Summit%20Presentation?dl=0&preview=rhipe_compile_05_aus.mp4

- MARKETING & RESELLER RECRUITMENT

ATHENA THOMPSON, CHIEF MARKETING OrrICER
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OUR VALUE PROPOSITION

DIGITAL TRANSFORMATION & CUSTOMERS TODAY
RESELLER RECRUITMENT MARKETING

ENGAGEMENT, ENABLEMENT & ACTIVATION




rhipe: the Cloud Channel Company

CLOUD PR CHANNEL FIRS

Subscription management tools and services to drive recurring Cloud
Consumption: marketing, training, consulting, 24/7 support, cloud
provisioning and billing as a service.

-



I’hlpe Digital Transformation & Customers Today

"The customer buying journey has shifted online. 65% of B2B buyers usually engage a
sales’ rep after they've already made a purchase decision”

-I0C 0%

"Customer Experience is the source of differentiation”

- GARTNER 2015

0% J00%

ok

Engaged
customers are more
likely to indicate brand
loyalty

Engaged Engaged customers
customers buy 50% spend 200% more
more frequently per year




rhlpe Marketing Mix: Recruitment, Revenue & Relationship

| The Cloud Channel ompany *

PR SOCIAL &

TESTIMONIALS EVENTS PROGRAM CONTENT MARKETING

BRAND DIGITAL MARKETING

- Who we are and why - Drive digital brand and - Partner success stories - Innovative in-person - Scale our Cloud expertise
we love what we do value awareness with demonstrable ROI event experiences with content marketing
- We are the Cloud - Drive scale, recruit and - Showcase the value of - Deliver brand - High-value assets:
Innovators & trailblazers retention across geos our partnership with engagement and videos, whitepapers,
testimonials and thought leadership research decks, event
- Cloud innovation: - Scale content marketing referrals content & internal experts
Disruptive assets; videos; - Deliver expert
: : webinars; How Tos - Industry and Vendor enablement - in-person - Marketing As A Service
Differentiated : .
Awards and social and online packages to/for Partners
Defensible amplification

MARKETING & SALES INFRASTRUCTURE: MARKETO, DYNAMICS CRM & TELE QUALIFICATION




Marketing As A Service & Competitive Advantage

Y

\)

Digital & Social First Marketing mix
to drive scale and reach - and
activation - for our partners

rhipe’s marketing as a service
program delivers digital & tele-
marketing capability to drive Cloud
reach & consumption

Value proposition workshops &
demand generation

Digital Marketing
& EDMs

Social Media
Engagement &
Amplification

Brand & Creative

&

MARKETING
ENGAGEMENT
EXAMPLES

)

Tele-marketing

Compelling Marketing
Content- videos/
WLIRES

Events: offline &
online. “Paperless
events”



I Marketing As A Service: Digital & Tele Campaigns

—
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SELLIN- > CAMPAIGN ST UP » DIGITAL CAMPAIGN  » TELE-MARKETING

» REPORTING

rhipe targets potential
Partners to join the
programme.

Partners receive
confirmation and link
to register.

Secure web interface
for Partners to add
their unique user
profile, upload
company logo and
data .csv file.

Campaign features a
set of 3 eDMs featuring
6 product bundles.

The content links to

a micro site featuring
further content for each
product.

Each eDM is branded to
Partners identity and
sent to their data list.

Based on engagement
levels the contacts who
score accordingly to a
pre agreed criteria are
telephoned by DG CRM
Agents to arrange Partner
sales representative to
follow up appointment.

Opportunities are emailed
to Partner with relevant
contact details and
business intel.

Please see example at back
of document

Sales interface utilised
to gain Partner
feedback and intel.

Analysis and reporting
on pipeline: leads

to Partner including
nurtures.

Visibility on Partner

performance and
engagement.

@Dermand Generator Group 2006




hlpe Marketing As A Service: Viatek EDM & Lead Capture

ampany

Data protection Safeguard
peace of mind your business

and protect your
business’s most
valuable asset -
it'sdata

with cost-effec

Hello {First Name}

Your data needs are as unigue as your r Microsoft
business. Your backup solution for your data

s no different. “One size fits all” solutions are

really “one size fits none.”

Viatek provides you with a simple and cost-
effective backup as a service (BaaS) solution,
that gives you trusted tools on-premises with
rich and powerful tools in the cloud .

Based on industry-leading technologies from
Microsoft and StorageCraft, it delivers strong
ion for data wi it resi - in your

high-speed and cost-effective connectivity.
Viatek brings the cloud to you - when and how
you need it.

or hybrid,

Keeping your data safe across dewvices has
never been more important, so talk to us today
to see how simple it can be with Viatek's BaaS
solution - you can rely on us to keep your data
safe and secure.

Sincerely,
{Partner name}

Transparency. Elasticity. Flexibility.

And no-nonsense solutions that span your
environment, to our data centers, to the cloud.

Backup as a Service solutions from Viatek have one

goal in mind —positive cutcomes that empower Ermes ot walusec st
vour success. 250GE per month.

T 1




The Clovd Channel

ampany *

Digitally
transform
your business

Digim] brsnsfonmaat ion is about
[

raimagining
o clarta,

Why Ericom?

Ericom focises ompoar
BUsiness nods, to prevics
simgpla IT Saluticns wilored
e imgrove your ROL

Through sinple IT, Ericom.
provides o securs and
stabi environment to
daliver pradictabibty and
peaca of mind, alcwing you
e ot on with your job

Find out more

rhipe Marketing As A Service: Ericom EDM

Transform
your business

into adigital company
by developing new
capabilities

We can help you achieve asustainable digital
platform with our Digital Transformation
Suita of cloud based taoks. By utilisinga
subscription based modal (pay monthiy) your T

Start your Digitad Transformation today, simply fill
= your details to recehve a callback from one of
our solutions axperts.

Hame

Sumarme:

Company

Emar




HYBRID

Disruptive
Differentiated

Defensible



bEiri |

1T
rhape
158 Fasdan

rhape
15t Fasdan

s ket - W18

Suiiedd, anGd, waler BItied and IEght Jnscks..
el N e’ ERIVEHL SOFDEd, IPRips_Fhywilhrd

ks rhep @hEehoied - B0

Bt B e of S FEVoUurne meerlnila
EhleragatAPD BrivpedPC

- £ w: = -

-




FRACTION FREE CLOUD SOLUTONS™ ¥
THAT DRIVEFBUSINESS OUTCOMES- *

s . i ;- e
1 fa]: = e




N i B >

WE BRING LEADING CLOUD WE HELP CHANNEL PARTNERS WE ENABLE PARTNERS WITH OUR
TECHNOLOGIES TO THE CHANNEL BUILD PROFITABLE CLOUD BUSINESSES TECHNICAL EXPERTS

WE BRING LEADING WE HELP CHANNEL WE ENABLE PARTNERS
CLOUD TECHNOLOGIES PARTNERS BUILD PROFITABLE WITH OUR
10 THE CHANNEL CLOUD BUSINESSES TECHNICAL EXPERTS

K X i :

= [N | - ’
GET STARTED TODAY GET STARTED TODAY GET STARTED TODAY GET STARTED TODAY




‘!p_ A Azure
MIGRATING RESOURCES TO AZURE?

A Azure

MERATIN 1 ooy

RESOURCES
PUBLIC CLOUD ATURE TO ON-REM R
10 AZURE? T0 AZURE ATURE HOSTED T0 AZURE
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Trend Micro Webinar - Deep rhipe INTELLIGENCE: Mix and rhipe INTELLIGENCE: Citrix and rhipe INTELLIGENCE: Your Path  rhipe INTELLIGENCE: Managed
Security Match for the Ultimate Hyrbid... Microsoft Better Together to Cloud Readiness Security Services
35 views » 3 weeks ago 31 views - 3 weeks ago 21 views + 3 weeks ago 41 views - 3 weeks ago 45views + 3 weeks ago

mwfme's the cloud budget going? . |

5% ol 1T Budgets wil be
aliocated to tha Coud nast year

A

| -ulﬂiw -
——8

rhipe INTELLIGENCE: Digital rhipe INTELLIGENCE: laaS Private rhipe INTELLIGENCE: Back Upas rhipe INTELLIGENCE: Public rhipe INTELLIGENCE: Enterprise
Transformation Solutions Cloud a Service Cloud Mobility
35views » 3 weeks ago 30 views - 3 weeks ago 64 views » 3 weeks ago 50 views * 3 weeks ago 48 views + 3 weeks ago

s

~ 2] R 37:06
rhipe INTLLIGENCE: Discover the vCloud Air Network Product rhipe vCloud Air Network Office 365 Migration Made Easy  Acronis Backup Cloud - How to
IBM SoftLayer Bare Metal... Portfolio Enablement Resources with SkyKick Start a 30 Day Trial
48 views + 3 weeks ago 19 views - 2 months ago 2 views + 2 months ago 240 views + 2 months ago 130 views - 4 months ago

CRM Kickstart brought to you by  Licensing non compliance — Whats new in Red Hat Satellite 67 Licensing a Hosted Office Microsoft CSP - Get Delegated
rhipe and Beyond Usual Suspects 67 views + 5 months ago solution under SPLA Admin Permission
93 views + 4 manthe aco 56 views * 5 months ago 69 views * 6 months ago 260 views * 6 months ago




fhlpe Education, Enablement & Activation

The Cloud Channel Company *

RHIPE Enablement

Aust Azure Tech Knight MVP

Community /

2070202181624 jpg 2017020282317 jpa 20170202_155705.]pg 20170202_155706.jpg 20170202185713.]po

1.  Azure Tech Knights Event Examples
TREND MICRO
- Capital Cities - monthly and quarterly

{“l’ - aum

20170202_190909.jpg 20170202_191206jpg 20170202 _191627pg 20170202 192919 jpg 20170727.180008 jpg - Deep technical expertise delivered by the
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rhipe MS Summit Experience & Social Media Amplification
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https://www.youtube.com/watch?v=OIGoPkzhhBY

RAIPE ENGAGEMENT

WARREN NOLAN CCO
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Rhipe Engagement Reach
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Strong Value Add & Differentiator

- Distributor> Reseller > Customer )

From linear to sophisticated
multidimensional relationships
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Partner to
Partner
Engagement

Professional
Services
(Deployment

Acceleration)

License
Optimisation &

Distribution & Compliance

Aggregation

Billing &
Collection
Services

Reporting &
Management
Portals

Next generation aggregator facilitates

Events,
these interactions

Training @
Know How

(Business &
Technical)
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Compli-

mentary

Vendor
Programs

Strategy &
Competitive
Insights

Full representation requires a
next generation “whole of
aggregation lifecycle” story

Channel
Representation
& Awards

Marketing
Services (e.g.
IMEER))

Representing
Microsoft
VMware
Citrix
Veeam
RedHat
14 others

Multiple
Geographies
* 18 APAC countries
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ul 3 The role of the Aggregator in the Cloud

Full representation requires a next
The Cloud Channel Company *

generation “whole of aggregation

lifecycle” story
From linear to sophisticated . Partnerto | Strategy &

- . . . Partner Competitive
multidimensional relationships o e o [
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Partner Landscape - nearing 2600 partners the story evolves
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RHIPE'S SUBSCRIPTION
OFFERINGS

Rhipe’s Unique Partner Value
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MARKETING
AS A SERVICE

JUPPORT

AS A SERVICE

Communication Services
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Complementary ISV Subscription Programs

~ @zimbra skykick
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C Cloud Ctrl

] beyondCRV

..ILiveTiIes

Business Services

1] Office 365

\/Syma ntec.

2® Microsoft

CITRIX

Complementary Vendor Subscription Services

vmware

Acronis @ rednat
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|VEEAM

ITJUSTWORKS!™

KKEMP

Microsoft
Ve ‘ Dynamics

Hypercloud

mpg Microsoft Azure

Build Your Own (SPLA)

Microsoft SPLA

Global 133S (BlueMix)

SOFTLAY=R'

an IBM Company




I’hlp Rhipe Extended Services

The Cloud Channel
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APPLICATIONS

WORKGROUP
COLLABORATION

ENTERPRISE
SOCIAL

eFORMS &
WORKFLOW

SERVICES

UPPORT
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