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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 a matter of interest only. It does not amount to an express or  
implied recommendation with respect to any investment in RHP nor does it  
constitute financial product advice.

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).

DISCLAIMER



AGENDA

Dominic O’Hanlon & Mark McLellan
MD and CEO        /   CFO of rhipe
• Welcome and introduction
• 1H FY18 results summary 

1.

2.

3. Phil Meyer
Partner Technology Strategist, Hosting and Cloud at Microsoft
• The shift to consumption economics 
• The need for Partners

Athena Thompson 
Chief Marketing Officer at rhipe
• Finding and converting resellers
• Helping resellers with Marketing As A Service

Chris Sharp 
Chief Strategy Officer at rhipe
• Thinking about new vendors
• Consulting and Support As A Service

4.

5.

6.

Warren Nolan
Chief Commercial Officer at rhipe
• Go To Market 
• Strategy and Enablement 
• ANZ, SEA and South Korea

7.

8.

Cameron McFie
Chief Technology Officer at rhipe
• Platform for Recurring Subscription Management (“PRISM”) Demo

Dominic O’Hanlon 
MD and CEO of rhipe
• Conclusion and questions

Mark Leigh
Director of Commercial Partner Lead for Microsoft Australia
• Microsoft’s strategy for cloud transformation
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Who is rhipe?
The cloud channel company

1.
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PRESENTERS

DOMINIC O’HANLON  MARK MCLELLAN

CHIEF EXECUTIVE OFFICER CHIEF FINANCIAL OFFICER



RHIPE: THE CLOUD CHANNEL COMPANY
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CLOUD FIRST

CHANNEL FIRST
Marketing, training, consulting, 24/7 support,  cloud 
provisioning and billing as a service to a channel of 
2500+ resellers in APAC

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



RHIPE BUSINESS MODEL

Value Add Services

IT Service Providers Enterprise Clients

MSP’s

ISV’s

SI/VAR’s

Telco’s

SAAS

PUBLIC Cloud

PRIVATE Cloud Users

HYBRID Cloud Users

SMB CLIENTS

24/7 Service Consulting Marketing
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PRISIM PLATFORM

Software Licenses



RHIPE‘S SUBSCRIPTION OFFERINGS

Communication Services
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Hypercloud Global IaaS (BlueMix)Build Your Own (SPLA)

Business Services

Rhipe’s Unique Partner Value

Complementary Vendor Subscription Services

Complementary ISV Subscription Programs

PLATFORM

ADD MARGIN

ADD RHIPE I.P.



PRISM provides vendor usage reporting, provisioning 
and subscription billing services

Significant value – add to service providers but also 
to vendors in driving the consumption and billing of 
their services

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

o Access to products and pricing
o Provision new tenants
o Manage existing tenants
o Transition existing O365 customer from 

another program into Microsoft CSP
o Purchase Add-ons for CSP customers

The rhipe priSM pLATFORM >

Search

Find

Qualify

Try

Order

Activate 
& Fulfill

Manage

Support

Up-sell

Refer

Acquire

Onboard

Engage

INTELLECTUAL PROPERTY TO DRIVE CLOUD CONSUMPTION
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STRATEGIC OPERATING DIVISIONS

Cloud Licensing
• +95% of Group revenues  

via channel B2B

•Software sold and implemented  
by service providers. Users pay

based on usage

Cloud Solutions
•~5% of Group revenues from  
direct end user B2B customers

• Professional services and support  
people to help Service Providers

with technical needs

Licensing
Build and expand on cloud  

licensing programs. Multi-vendor  
and multi region.

Support
Services and support to position  

offerings for new licensing programs.

Value
Add value with systems & ease of  
trade for Cloud Service Providers.
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Cloud Operations
• Support IT and IP support 

Licensing and Solutions

•Cloud first, digital first marketing 
transformation to drive demand

For channel partners
• Billing, software-asset 

management license 
optimization



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

A GLOBALLY MANAGED MICROSOFT LICENSE PARTNER
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THE LEADING CLOUD LICENSE PARTNER OF MICROSOFT IN ASIA PACIFIC



1H fy18 
OPERATING 
HIGHLIGHTS

2.
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OPERATIONAL HIGHLIGHTS
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Licensing Regional Revenue Split

PARTNER ECOSYSTEM

rhipe awarded MS SPLA and CSP licences in South Korea in 2H 2017 

South Korea is second only to Australia in size in APEJ

1. 1H FY16 numbers restated following change in accounting treatment of rebates. Rebates now offset
against cost of sales and not part of revenue.

2,545

$63

$43
$51

$61

$20

$19

$24

1H FY16 1H FY17 1H FY18

Australia and New Zealand

South East Asia

$m

$70

1,472 
1,619 

1,785 

334

492

760

1H FY16 1H FY17 1H FY18

Australia and New Zealand

South East Asia

$85

2,111

1,806

Partner Numbers Regional Split 

Restated1

Growth Rate 1H FY18

20%

26%

22%



OPERATIONAL HIGHLIGHTS
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STRONG GROWTH IN PUBLIC CLOUD

Microsoft CSP O365 Seat Count Partner Stats: as at 31 December 17

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

1,351 signed partners
(923 at 31-Dec-16)

983 signed &  now transacting
(624 at 31-Dec-16)

65% Net-new partners to rhipe
(57% at 31-Dec-16)

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

Jun-15 Dec-15 Jun-16 Dec-16 Jun-17 Dec-17

Dec-17
+128% 

+81,600
Dec-16

+186,400

+196,600
Jan-18



rhipe’s APAC office locations & MSFT authorisations 

65% Net-new partners to rh i p e
(63% at 18-Aug-17)

Microsoft Azure Partner Count

Microsoft Azure Subscription Count

Annual recurring revenue $5.3m at 31st December 2017

#1 PLATFORM IN APAC FOR WHOLESALE AZURE CONSUMPTION
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1h FY18
FINANCIAL
RESULTS

3.
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Group 
Revenue

$88 .3M
Licensing 
Revenue

$85M
Group  

Gross Margin

$1 5.7M
Licensing

Gross Margin

$13.2M
Group 

Operating Profit

$3.1M
Licensing

Operating Profit2

$2.6M

1H FY18 HIGHLIGHTS

19%
PCP

19%
PCP

117%
PCP

22%
PCP

21%
PCP1

45%
PCP

16 RHP INVESTOR DAY 

1. Prior Corresponding Period “PCP”
2. Operating Profit represents Reported EBITDA excluding non-cash share based expenses, FX gains or losses, due diligence costs and one-off non-operational gains or losses

9% 151%2%Growth rate 
in 1H FY17



Cash

$17.3M
Reported EBITDA

$2.8M
Profit After Tax

$1 .1M

1H FY18 HIGHLIGHTS CONTINUED

304%
PCP
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$1.1M  
PCP

$5.9M  
PCP

$m $m $m $6.8

$11.4

$17.3

1H FY16 1H FY17 1H FY18

($0.3)

$0.7

$2.8

1H FY16 1H FY17 1H FY18

($0.8)

$0.0

$1.1

1H FY16 1H FY17 1H FY18

Maiden fully 
franked interim 
dividend of AUD

0.5 cents per share

~$2.3m used to date 
in share buy-back 

program
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Statement of Cashflows ($ ’000) 1H FY17 1H FY18

Cash flows from operating activities

Receipts from customers 67.2 91.2

Payments to suppliers and employees (69.1) (89.9)

Income tax paid (0.3) (0.7)

Net cash provided/(used) in operating activities (2.1) 0.6

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 (0.7) (1.3)

Net cash (used) in investing activities (0.7) (0.9)

Cash flows from financing activities

Proceeds from issue of shares 0.4 0.09

Buy back of shares - (2.3)

Net cash provided by financing activities 0.4 (2.2)

Net decrease in cash and cash equivalents (2.4) (2.5)

Opening cash 13.8 19.8

Closing cash 11.4 17.3

CASHFLOW STATEMENT 

Cash from 
Operating Activities

$0.6M
Share buy-back 

spend

$2 .3M
$17.3m

Cash +$5.9m
PCP

+$2.7m
PCP



19 RHP INVESTOR DAY 

SHAREHOLDERS RETURNS

Maiden fully 
franked interim 
dividend of AUD

0.5 cents per share

Board will maintain 
share buy-back 

program

0.01

0.79

1H FY17 1H FY18

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

Basic Earning Per Share (cents) AUD

EPS up from 
AUD 0.01 cents to 

AUD 0.79 cents

Ex Date
1 March 2018
Record Date
2 March 2018
Payment Date
23 March 2018

0.0

0.5

1.0

1.5

2.0

2.5

3.0

3.5

4.0

4.5

0.00

0.10

0.20

0.30

0.40

0.50

0.60

0.70

0.80

0.90

1.00

2/01/17 2/03/17 2/05/17 2/07/17 2/09/17 2/11/17 2/01/18

Volume (m) (RHS)

Share Price (LHS)

Share Price Performance ($)
Share price has 

increased by ~90% 
since Jan 17



OUTLOOK
2H FY18

4.
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marg in
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$7M+
O p e r at i n g  

P r o f i t

Revenue

Operating profit target  for 
FY18 $7m+

Stretch target for executive 
performance rights set at 

~$9m over a 12 month period 
by Dec 31 2018

Accelerated transition to  public 
cloud will drive  revenue 

growth

Solutions revenue  expected 
to increase  driven by 
expansion in  support 

activities

Mix of margin to  change as 
public cloud  activities increase

and private cloud  
incentives reduce

Expected to be broadly 
similar to FY17

OUTLOOK

1H FY18 Continues TO SUPPORT confidence in GUIDANCE



QUESTIONS
5.

22 RHP INVESTOR DAY 



Journey Continues.



Distribution 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 3rd 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 3rd party shared servers (IaaS)

2015 Microsoft Cloud Cloud Solution Provider (CSP): monthly model for Microsoft Cloud products including Office 365, Azure, 
Dynamics with Partner as Service Provider



ON PREMISE HOSTED PUBLIC

SaaS

PaaS

IaaS

Hosted
Hosted

Hosted

Hosted

CSP or
VAR (Disti) <–> LSPs VAR (Disti) <–> LSPs MSPs (SPLA Resellers)

Online

Skype for Business Skype for Business

Cosmos DB

Machine Learning
Cognitive Services

Data Lakes   HDInsights

OMS   Dev / Test



12 years average
age of S&P 500 

corporations by 2020

1 million/hour 
new devices coming 

online by 2020

60% computing
in the public cloud 

by 2025

Going digital



Digital Transformation



Enabling Digital Transformation



Enabling Digital Transformation



Apps & Infrastructure
Practice/
Solutions Building Blocks

Cloud 
Infrastructure 
and 
Management

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

Application 
Innovation

DevOps
Customer Facing – Digital 
Marketing
Customer Facing – Mobile
Customer Facing –
Transactional 
Apps/eCommerce
Customer Facing – Gaming
Customer Facing – Media
App Modernization and 
Integration

Business Applications
Practice/
Solutions Building Blocks

Customer 
Engagement

Customer Service

Field Service

Project Service Automation

Sales

Operations

Talent Management

Retail

Finance and Operations

Business 
Apps

Finance and Operations

Sales

Marketing

Data & AI
Practice/
Solutions Building Blocks

Data Platform 
and Analytics

Data Platform Modernization 
and Mission Critical 
Applications

Oracle Migration to 
SQL/Azure

Data Warehousing and
Big Data

Business Analytics and AI

Modern Business Intelligence

IoT PaaS Solutions

IoT SaaS Solutions

Modern Workplace
Practice/
Solutions Practice building blocks

Collaboration

Modern Business Processes 
and Content Management

Migration and Change 
Management

Frontline Workers

Organizational Effectiveness

Modern 
Desktop

Modern Desktop Deployment

Modern Desktop Managed 
Services

Security and 
Compliance

Enterprise-level Identity 
protection

Control and protect 
information

Regulatory compliance

Proactive attack detection 
and prevention

Cloud Voice
Meetings with PSTN dial-in

Cloud PBX enablement



Channel Strategy

<Speaker > | Microsoft WPG



Business solutions 
for business needs

Business impact 
versus feature/ 
function

Targeting new 
customer needs

Leverage your 
channels specialized 
seller expertise

Bring in managed 
services from other 
partners

Solutions aligned to 
business priorities.

User adoption and 
consumption means 
better ROI for 
customer



Offer business-
ready solutions

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

Reduce time-
to-value

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

Increase profit 
potential

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

Grow business while meeting customer needs



Azure solutions

Dev/Test

SAP on 
Azure

Internet of 
Things

RedHat
on Azure

BI + 
analytics

Big data & 
data 

warehouse

Backup, 
Archive, DR

High 
performance 
computing

Internal 
business 

apps

Customer 
facing 
apps





20%

35%
45%

65%



Shift investments to cloud

Increase rewards for strategic products and services

Prioritize growth and customer acquisition

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



Our cloud focus is clear and increasing every year

FY13 FY14 FY15 FY16

10% 19% 32% 44% >50%

FY17

>60%

FY18



“Leading-partners” are making 
the move first and gaining the 
benefits of their vision

Cloud-oriented partners 
are outperforming their peers

Cloud-oriented partners are 
winning deals from other 
partners, selling into white 
space, and driving 
hybrid solutions

1.6X
Gross profit

Gross profit %
Cloud partner = 52.3%
Others = 31.8% 

2.4X
Higher new customer mix*
% new customers in last 12 months
Cloud partner = 57.7%
Others = 23.6% 

2.4X
Faster growth*
Growth
Cloud partner = 26.9%
Others = 11.1% 

Cloud Partners Outperform Peers



Enabling Digital Transformation



FLY IN CLOUDS WITH RHIPE - Video

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 OFFICER



Topics Today

Our value proposition

Reseller recruitment Marketing

3

Engagement, Enablement & Activation

Digital Transformation & Customers Today



Drive reach, engagement and value across our Cloud ecosystem. 
Use the Cloud, to market and sell the Cloud.

Subscription management tools and services to drive recurring Cloud 
Consumption: marketing, training, consulting, 24/7 support, cloud 

provisioning and billing as a service.

SOCIAL FIRSTDigital First

rhipe: the Cloud Channel Company

Channel FirstCloud First

4



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

- IDC 2016

“Customer Experience is the source of differentiation” 

- Gartner 2015

Digital Transformation & Customers Today

5 X. 

Engaged 
customers are more 

likely to indicate brand 
loyalty 

200%. 
Engaged customers 
spend 200% more 

per year

50%. 
Engaged 

customers buy 50% 
more frequently

5



Marketing Mix: Recruitment, Revenue & Relationship

Brand

· Who we are and why 
we love what we do 

· We are the Cloud 
Innovators & trailblazers

· Cloud innovation: 

Disruptive

Differentiated

Defensible

Digital MARKETING

· Drive digital brand and 
value awareness

· Drive scale, recruit and 
retention across geos

· Scale content marketing 
assets; videos; 
webinars; How Tos

PR, Social & 
Testimonials

· Partner success stories 
with demonstrable ROI

· Showcase the value of 
our partnership with 
testimonials and 
referrals

· Industry and Vendor 
Awards and social 
amplification

Events Program

· Innovative in-person 
event experiences

· Deliver brand 
engagement and 
thought leadership 

· Deliver expert 
enablement – in-person 
and online

Content Marketing

· Scale our Cloud expertise 
with content marketing

· High-value assets: 
videos, whitepapers, 
research decks, event 
content & internal experts

· Marketing As A Service 
packages to/for Partners

Marketing & Sales Infrastructure: Marketo, Dynamics CRM & Tele Qualification

6



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

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

3. Value proposition workshops & 
demand generation 

Marketing As A Service & Competitive Advantage

7

Brand & Creative

Compelling Marketing 
Content- videos/ 
webinars

Events: offline & 
online. “Paperless 
events”

Tele-marketing

Social Media 
Engagement &  

Amplification

Digital Marketing

& EDMs

marketing 
engagement 
examples



Marketing As A Service: Digital & Tele Campaigns
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Marketing As A Service: Viatek EDM & Lead Capture

9



Marketing As A Service: Ericom EDM



Disruptive

Differentiated

Defensible

Marketing mix



RHIPE CLOUD SUMMIT 2016RHIPE CLOUD SUMMIT 2016

MOBILE SITES12



WEBSITES
13
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Digital Scale: Webinars & Expert Videos



Education, Enablement & Activation 

1. Azure Tech Knights Event Examples

- Capital Cities – monthly and quarterly

- Deep technical expertise delivered by the 
Strategy & Enablement pre-sales 
specialists

RHIPE Enablement 
Aust Azure Tech Knight MVP 
Community /

1

2

4

17



Microsoft Summit – Nov 2017

18
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MS Summit Experience & Social Media Amplification

MS SUMMIT



MAPC 2016
24 32



VMWare/ Vforum Australia, Korea and 
Malaysia (Nov 2017)



VFORUM 2017



VFORUM 2017



VFORUM 2017VFORUM 2017



VFORUM 2017
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VFORUM 2016



THANK YOU



rhipe CSP Video

32

https://www.youtube.com/watch?v=OIGoPkzhhBY


RHIPE Engagement

1.

RHP INVESTOR BRIEFING

Warren Nolan CCO



RHP INVESTOR BRIEFING

VENDORS 27
Sales

36

Support
Ambassadors

59

Operations

6

ELT

8

Direct Engagements

Strategy & Enablement

27

PARTNERS 2,545*

SEA
760

ANZ
1,785

* As at 31 Dec 17



Vendor Distributor Reseller Customer

Strategy & 
Competitive 

Insights
Channel 

Representation 
& Awards

Marketing 
Services (e.g. 

MaaS)

Representing 
Microsoft
VMware
Citrix
Veeam
RedHat
14 othersCompli-

mentary
Vendor

Programs 

Events, 
Training @ 
Know How
(Business & 
Technical)

Reporting & 
Management 

Portals

Billing & 
Collection 
Services

License 
Optimisation & 

Compliance

Professional 
Services 

(Deployment 
Acceleration)

Partner to 
Partner 

Engagement

Distribution & 
Aggregation

From linear to sophisticated 
multidimensional relationships

Next generation aggregator facilitates 
these interactions

Multiple 
Geographies
• 18 APAC countriesCustomers

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

RHP INVESTOR BRIEFING



Strategic

Informative Tactical

Prescriptive

RHP INVESTOR BRIEFING

Value 
Proposition 
Exchange

Joint Account 
Planning 

Consumption Analysis

Communication 
Alignment Plan



RHP INVESTOR BRIEFINGRHP INVESTOR BRIEFING

QUESTIONS



Evolving our portfolio
MARCH 2018



The role of the Aggregator in the Cloud

2

Full representation requires a next 
generation “whole of aggregation 

lifecycle” story
Vendor Distributor Reseller Customer

Strategy & 
Competitive 

Insights
Channel 

Representation 
& Awards

Marketing 
Services (e.g. 

MaaS)

Representing 
Microsoft
VMware
Citrix
Veeam
redhat
14 othersCompli-

mentary
Vendor

Programs 

Events, 
Training @ 
Know How
(Business & 
Technical)

Reporting & 
Management 

Portals

Billing & 
Collection 
Services

License 
Optimisation & 

Compliance

Professional 
Services 

(Deployment 
Acceleration)

Partner to 
Partner 

Engagement

Distribution & 
Aggregation

From linear to sophisticated 
multidimensional relationships

Next generation aggregator 
facilitates these interactions

Multiple 
Geographies
• 17 APAC countries
• 9 Offices
• 167 People
• Asia’s leading CSP 
• #1 ASIA SPLA Partner 
• Top 10 WW Data Plat
• #1 Indirect Azure CSP

Customers



Partner Landscape – nearing 2600 partners the story evolves



RHIPE‘S SUBSCRIPTION
OFFERINGS

Communication Services

Hypercloud Global IaaS (BlueMix)Build Your Own (SPLA)

Business Services

Rhipe’s Unique Partner Value

Complementary Vendor Subscription Services

Complementary ISV Subscription Programs

PLATFORM

ADD MARGIN

ADD RHIPE I.P.



Rhipe Extended Services 



QUESTIONS
7.
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