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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 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).
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Microsoft Cloud Solutions Provider (CSP)
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Microsoft Australia announces rhipe as
Two Tier Cloud Solution Provider
Partner

» Authorised wholesaler of Microsoft's public cloud offerings,
beginning with Office365, Windows InTune and Enterprise Mobility
Suite

» Expanding to Microsoft Azure and CRM Online when available

» rhipe will offer billing, provisioning, management and 24/7 support

for these products to the service provider community in Australia

» July 1, 2015 launch date
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What is the Microsoft Cloud Solution -
Provider Program?

» The Microsoft Cloud Solution » There are two designations for Cloud
Provider (CSP) program enables Solution Providers:

Partners to directly manage the = One Tier Cloud Solution

entire Microsoft cloud lifecycle Providers who sell directly to

» Partners can now provide Microsoft customers at scale

public cloud services in addition to = Two Tier Cloud Wholesaler

hosted private cloud and on-premise Partners who recruit, enable and

software
grow a cloud reseller channel at

» Partners can easily package their scale
own tools, products and services and > According to Microsoft, the vast
combine them into monthly customer

bills.

majority of its Partner channel will be /

serviced within the Two Tier model _ rhipe



The Cloud shift and the market
opportunity

» Australian Public Cloud spend to increase from A$909m

(2014) to A$1.7b (2018) at CAGR 17.2% (IDC, Jan-15)

» Global Public Cloud Market Will Rise To $191 Billion By 2020
(Forrester, April-14)

> 849% Australian CIOs intend to increase or maintain Cloud

spend in 2015 (Telsyte, Workplace Study 2015)
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What does this mean for rhipe?

Microsoft licensing footprint:

» CSP is a licensing program that’s a great fit for a born-in-the-cloud wholesaler like rhipe

» rhipe will be first to offer Office365 in the way that our channel wants to consume it; on

a monthly billing basis

OPEX <:
Open —
Licence
CAPEX
. Private/
ﬁ

07

rhipe



Two Tier CSP: fully enabling the Cloud channel

for access to Microsoft Public Cloud

4 )
J
4 Indirect model: wholesaler to partners to )
customers. Support, Billing, Marketing, Services
Rhipe Drive scale and reach into local ecosystem
(2 Tier CSP)
g J
4 )
_ MSP/VAR (1
Direct Tier CSP) o

Customer at Support, Billing,

\_scale Services / Offers )

VENDOR

WHOLESALER
(Two Tier)

RESELLER
(One Tier)

BUSINESS
Support, Billing, Services

» Cloud channel now
actively engaged
across all delivery &
billing services

» Two Tier CSP is the
volume Cloud
channel model

» Compliments rhipe’s
existing programs
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Two Tier CSP: the business opportunity

» The Two Tier CSP program is an addition to rhipe’s licensing portfolio

» rhipe will build a dedicated team of CSP specialists to manage the

extended product offering

» CSP will progressively grow over time similar to other new licensing

programs
» CSP has the potential to grow into a significant business division over time

» Only 2 companies (rhipe and Ingram Micro) have been appointed

Two-Tier CSP partner status in Australia | I‘hipe



10

Two Tier CSP: the revenue model

» Revenue and margin will be generated from educating the service provider
community to sell, migrate and support end-user enterprise from traditional

perpetual licensing programs to Microsoft cloud solutions

» CSP will benefit further over time from additional products that will come

online such as Azure and CRM Online

» Margins will depend on the mix of service providers adopting the program
within the channel, however overall are expected to be similar to margins to

other rhipe licensing programs

» License revenue generated from this new program will be subscription

based annuity income streams

» May provide additional services revenue via rhipe’s Cloud Solutions team __ rhipe



Two Tier CSP: the investment model

» Ateam of approximately 20 people (sales, marketing and technical

support) will be recruited for CSP

» Management expect up to two years to generate meaningful

positive cash flows from this new product offering

» rhipe has sufficient cash generation and reserves to support this

new program
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Cloud-first marketplace: market maturity

Stage O Stage 1 Stage 2 Stage 3 Stage 4 Stage 5 39% of enterprise are
No/unclear strategy Ad Hoc Opportunistic Repeatable Managed Optimised yet to have a cloud
A
_»> strategy.
39.4% 15.3% 12.8% 9.9% 15.9% 6.7%
' - |
— : ’ . Only 6.7% of enterprise
_ Tibpines Taiwan Hong Kong /// have an optimised cloud
Vietnam PRC /, strategy.
4
Thailand //
Korea 4
Malaysia | | r— IDC’s forecasts cloud
: )’ spending will grow
Indonesia e . from $909.2 million in
P Singapore
2014 to more than $1.7
'
Re o zentand billion in 2018.
ew ceaian *Australia Ecosystem Study 2014 /
d_ -

Note: rhipe has subscription licensing programs in AUS, NZ, SGP, THA, PHL, MYS, IDN
Source: IDC Asia/Pacific Cloud Maturity Model, 2014. Presented at Microsoft Worldwide Partner Conference July 204

STAGE OF MATURITY
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Strategic operating divisions

hipe

The Cloud
Channel Company

Helping Service Providers to thrive in the emerging Cloud Economy

-

Cloud Licensing

Software sold and implemented
by service providers. Pay based
on usage

Licensing

Build and expand on cloud
licensing programs. Multi vendor
and Multi region

-

Providers with technical needs

Cloud Solutions

Professional services & support

people to help Service

Support

Services & Support to position
offering for new licensing programs

Lead generation marketing for
Channel partners.
Billing, Software asset management
& license optimization. j

Retain & accelerate

Add Value with systems and ease of
trade for Cloud Service Providers. Use
digital marketing to accelerate leads &

opportunities
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rhipe licensing business model

rhipe sells & aggregates subscription licensing programs for global software vendors

Growth across
industry and
geographical

Growth as
switch from
traditional to

Growth in
Vendor adoption
of subscription

SaasS
Cloud

DataCore

programs Microsoft cloud/hybrid Data Centres boundaries
VM Tel within SMB and
ot St Enterprise
Red Hat SI/VAR's Orgainisations
Citrix ISV’s
TrendMicro 'Y MSP’s
Veeam r h aY Enterprise Early Maln
Adopters Stream

McAfee

Others

Others

End
User
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Service provider licensing

rhipe sells & aggregates subscription licensing to IT service providers for

global software vendors

/I_eading aggregator in ANZ
& SEA of service provider
programs for:

Microsoft, VMware, Veeam,

Citrix, TrendMicro

2014 New vendor programs*

\DataCore, McAfee & Zimbra

Exclusive aggregator agreementsx
Australia: Citrix, DataCore, RedHat, TrendMicro,
Veeam, Zimbra

Malaysia: RedHat, Zimbra
New Zealand: TrendMicro , RedHat, Zimbra

Philippines Microsoft, Zimbra
Thailand: RedHat, Zimbra

\\ Singapore: RedHat, Zimbraj

*subscription licensing programs

p—

P
o

/
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Competitor matrix

Subscription licensing programs (excludes the new CSP program**)

Ingram

ECS

Atria

ECS

Exclusivity

Atria

Atria

*rhipe owns 12.5% of LiveTiles. Purchased as part of the nSynergy acquisition. ** Ingram Micro is the second Two-Tier CSP for Microsoft in Australia

Express Data

Express Data

Exclusivity

Exclusivity

Software
One

Software
One

Software
One

Software
One

Software
One

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Exclusivity

Westcon

Westcon

Datashore

Ingram

Westcon
Comstor

Westcon
Comstor
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Express Westcon

P Datashore Westcon  Exclusivity
Data

Atria
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Aggregation by region 18

rhipe is the largest multi-vendor subscription aggregator in Asia Pacific

North America Asia Pacific Latin America

MICROSOFT
VEEAM
MICROSOFT
VEEAM
MICROSOFT

DATACORE
MICROSOFT
VMWARE
RED HAT

== R R

rhipe
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Cloud Solutions overview 19

/Strategy \ /nSynergy \ /Cloud software & \

* A multi-award winning SerViCGS

= Grow RHP with new cloud offerings Microsoft-centric business:

and new geographical presence « Go-to partner for major M nSynergy operates a profitable global

. . . compete deals for Microsoft modern consulting/solutions business

" Provide our service provider in US and Australia

community with ability to sell and nSynergy projects will M nSynergy can provide non-competitive

support products without needing to drive more licensing services to and through our rapidly

hire their own team of skilled people Kopportunlty / expanding service-provider community,
® |nherit well established overseas in addition to nSynergy’s traditional

locations including China and the USA global revenue streams

Obtain distribution agreement of / ) ) \ i nSynergy run a modern support
LiveTiles offering called LiveTeam to support

strategic programs with Microsoft that

LiveTiles software for our service

providers +  Compliment our current
= Great cultural fit with current RHP team S:f(;avcirrl%sl_\/i\c;hﬂrlaezldly Rhipe are targeting o
= |nvestment into LiveTiles provides software M Opens up global market opportunity in
upside in terms of exposure to a very *  Support service rapidly growing Microsoft Azure and

rovider communit i
\high growth product-centric business/ \?vith value add solu%ions \ Office 365 space / rh i p e

Cloud Solutions




nSynergy 20
4 )

INDUSTRY RECOGNITION
Winner — MS Education Partner of the Year 2014

WHY NSYN ERGY 7 Finalist - Partner of the Year 2014 MS Collaboration and Content
Finalist - MS Cloud Packaged Solutions Partner of the Year 2014

M Modern consulting/solutions provider Winner - MS Collaboration Content Partner of the Year 2013

M 5 countries Finalist - MS Global Enterprise Cloud Partner of the Year 2013

| Primary focus - delivering cloud solutions Inaugural winner - Microsoft Online Services Partner of the Year

M Similar values to original rhipe business K /

M Strong focus on customer service

M Delivered over 600 projects globally

M 70% of revenue derived from cloud based engagements

M Broad customers base with focus on mid-market and enterprise

M Well known customer base, (including Tiffany’s, CBA, Westpac, Nike )

M Able to provide services to partner channel in a non-compete model

M Specialist provider of Office 365, SharePoint and Azure services and solutions

M Strategic go-to partner for Microsoft for major compete deals

rhipe
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Cloud Solutions products 21

rhipe cloud solutions provides solutions built on Microsoft technologies - Office
365, Microsoft SharePoint & Azure

AR RN AN
NINAR
SIS
SN
ASIANANAN
NSNS
NN NS

Further opportunities for revenue growth :
* Provide a bench of skilled resources for Service Providers to leverage and add value to their end customers

* rhipe cloud solutions has a sales presence in Mexico and is supported by the US office. rhip e

Cloud Solutions



LiveTiles

LiveTiles
User Experience platform for the cloud.
Office 365, Azure, and expanding.

vipe

Cloud Solutions
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Highlights: 1H 2015 half-year results
. Tradng

/

H1 - 2015
Revenue growth

+45%

p
ARR Revenue

\_

Milestone @) $100m

-
H1-2015 Gross
Margin

-

~

16.3%

H1- 2015

~
Underlying + 154%

EBITDA ex-growth

W,

New cloud LSP program
signed with Microsoft Australia

y

s a'
New Executive Team
CEO and CFO

N J

. . )

New Microsoft licensing
region Indonesia: Jakarta
office opened July 14

\_ /

New Acquisition
nSynergy acquired and

12.5% investment in LlveTiles

a A

Microsoft Platinum

Partner Club*

Australia, Singapore &
Indonesia - SPLA category

LiveTiles - Microsoft Platinum

K Partner Club ISV category /
4 N

Microsoft Aust.
Education Partner
of the year, 2014

nSynergy

\_ %

(1) ARR is Annualised Recurring Revenue which is a metric for SaaS companies. It is the most recent recurring revenue multiplied by 12.

* Microsoft Platinum Partner Club is collective winners of their program that recognizes top partners in APAC. Winners are selected based on the following performance criteria for

the 3 quarters up to Dec 31, 2014. “Qtr.-on-Qtr.” revenue growth & “Qtr.-on-Qtr.” growth of # of Net New Active Partners that are generating revenue. Results are measured over

the period: FY14Q4, FY15Q1 & Q2

24
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Detailed results °

Operating Revenue 51,514 74,548 33,318 48,249 +45%

Gross Margin 8,317 11,991 5,270 7,867 +49%

Underlying EBITDA ex Growth (1) (2) 1,642 1,998 1,104 2,805 +154%
SEA Growth costs 760 1,500 659 996
LSP Growth costs - - - 249

Underlying EBITDA (2) 882 1,998 445 1,560 +251%
Non cash share option expense (2) - 530 - 856 -
Offer non recurring cost (3) - - - 587 -

Reported EBITDA 882 1,468 445 117

Depreciation & Amortisation 46 98 38 78

Reported EBIT 835 1370 439 39

Cash at bank (4) $2.0M $4.5M 3.0M 6.7M

Partner # 900+ 1,350+ 1,100+ c.1,500 +36%

(1) Underlying EBITDA ex Growth excludes Net Investment in SEA expansion after local GM contribution and new Cloud LSP team

(2) Underlying EBITDA excludes non-cash expenses relating to share based payments for executive options issued and non recurring expenses such as transaction costs associated with
nSynergy acquisition (Nov14) and executive team recruitment (July14).

(3) Non recurring costs include transaction costs for acquisition of $434k and executive team recruitment cost of $153k

(4) Cash at bank at 31/12/14 excludes part of placement of $5M which was paid and received in Jan 15

rhipe
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Outlook

Subscription licensing revenue
continues to grow at historical
rates +40%

>

>

Compounding revenue from new and existing
service providers

SEA region opened to replicate licensing
programs in AU & NZ

Cloud maturity adoption still relatively low but
growing

Existing service providers customers continue
to migrate higher IT workloads to cloud
environments

GM licensing business 14-16%. New service
provider growth

CSP new program

» Awarded CSP April 2015

Cloud LSP new business division

» Run rate ahead of expectations

» 5 FTE staff with strong pipeline for 2H 2015

Cloud Solutions - nSynergy

» Strong pipeline focused on 0365, Azure
& SharePoint solutions for the cloud
channel

> Integration in progress

» LiveTiles distribution and lead in

Trading Update (Unaudited)

» rhipe is pleased to advise that revenue and
gross margin continue to meet expectations of
+40% pcp and 14-16% GM respectively for the
YTD period to 31 March 2015.
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