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CEO Business Update 
 
13 July 2015 
 
Washington D.C 
 
Dear Investors, 
 
As an Australian company based overseas it is a challenge to be in front of the 
capital markets and shareholders regularly. With this in mind, and the strong 
interest in Covata with regards to Cisco and our Managed Service Provider 
(MSP)/Telco strategy, it is timely to provide a business update, aside from the 
course of ordinary announcements and the forthcoming AGM.   
 
I would like to open with a re-cap of the Covata go-to-market strategy. It is keenly 
focused right now on two of the three segments we outlined at the time of listing – 
OEM (Cisco) and Telco/MSP. The third, being Government, is being addressed 
in Australia through Macquarie Telecom. 
 
We are, across the board, on schedule with all plans advised in earlier investor 
presentations. The company has been focused on three efforts. Selling into new 
channel partners, activating signed channel partners and helping them sell 
through to end-users.  
 
Whilst this has not yet resulted in revenue from T-Systems in the June Quarter, 
our focus on securing new partnerships with global Telco’s will place us in a 
strong long-term position. The model of selling ‘through’ each Telco by training 
and supporting the internal sales process, allows us to build monthly recurring 
revenue from end-user seat licenses. This business model is underway with T-
Systems this quarter, and will continue to gain momentum throughout FY2016-
2017.   
 
To gain scale in this business model, we are pushing hard to expand our 
Telco/MSP partners in Europe. The pipeline is robust and we will remain focused 
on it this quarter, and beyond, with the T-Systems case study supporting our 
pitch.  
 
Additionally, Latin America and Asia is a key focus as we articulated in the 
Investor Presentation on March 26. Since announcing this strategy, we have 
engaged highly regarded people with many years of Telco experience in these 
regions to open doors, and I can confirm we are in active discussions with a 
number of Telco’s in both regions.  
 
We see this Telco/MSP channel as a ‘land-grab’. With this in mind we are 
focused, in the short term, on signing as many Telco’s of a high-grade in the 
targeted regions - as after completing due diligence and choosing Covata, they 
are unlikely to offer multiple versions of a similar product to their customers. 
Revenue for this quarter and next is important to prove our model to the market 
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and we remain confident of the strong numbers this model will deliver over time. 
The activities to date are evidence of our fast pace to ‘own’ this channel for our 
product segment. 
 
Our experience in activating and supporting the sales process with our channel 
partner T-Systems is that they wish to be highly involved in the go-to-market 
enablement of their sales staff. Together we have produced marketing collateral 
and messaging in German, Portuguese and Spanish, and educated T-System 
Product Management to articulate our value proposition into the European sales 
teams.  
 
‘Turning on’ a Telco of this scale is a sizeable task and we have employed extra 
people in Sales and Marketing to execute. The good news is that it’s done and 
we have full visibility of pipeline and communications.  
 
The Sales and Marketing effort put into T-Systems has produced a scalable and 
repeatable process for go-to-market and end-user adoption. This process will 
apply to the next Telco we switch on; Colt being the first, with more to follow.   
 
The second major focus for Covata is Cisco – our ‘OEM’ strategy. 
 
Cisco has been through a company-changing event in the last few months. For 
the past 20 years the company has been led by John Chambers, widely regarded 
as the strategic mastermind behind making Cisco the giant it is today. As of this 
month, his successor, Chuck Roberts takes over. We believe Covata’s objectives 
will be well served by his appointment and it is a positive signal given his strong 
security, software and cloud services background. 
 
Our partner’s inside Cisco are upbeat about the coming financial years in Cisco 
as it pertains to its Services organisation. Cisco runs a financial year starting July 
26th, almost perfectly aligned to our Australian financial year. We are currently 
engaged with Cisco with regards to revenue targets for the 2016 financial year.  
 
We will support the growth in Cisco in the San Francisco Bay Area and continue 
to develop the teams we have in Sydney and London to underpin the planned 
rapid growth trajectory. We believe that it is vital for us to place our key staff 
alongside, and often inside, our customers. Time is of the essence and nothing 
beats customer engagement to do this. The Covata team is made up of 
dedicated and astute professionals who are prepared to work hard to take Covata 
to the next level.  
 
The following slides provide more detail on some of the aspects touched on here.  
 
Regards, 
 

 
 
 

Trent Telford 
 
CEO & Founder  
	
  



Re-­‐Cap:	
  CVT	
  Business	
  Ac2vi2es	
  
As	
  outlined	
  in	
  the	
  Investor	
  Update	
  on	
  the	
  26th	
  of	
  March	
  2015	
  

•  Deliver	
  on	
  exis2ng	
  deals	
  

•  Expand	
  the	
  sales	
  scope	
  of	
  Safe	
  Share	
  across	
  Europe,	
  Asia	
  Pac	
  and	
  La2n	
  America	
  

•  Open	
  up	
  the	
  Covata	
  PlaMorm,	
  with	
  the	
  power	
  of	
  Secure	
  Objects,	
  to	
  transform	
  the	
  way	
  all	
  
industries	
  and	
  new	
  technologies	
  protect	
  data	
  

•  Con2nue	
  to	
  expand	
  Safe	
  Share	
  and	
  increase	
  adop2on	
  

Addi2onal	
  Informa2on	
  on	
  Following	
  Pages	
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Exis2ng	
  Deals	
  Update	
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Covata	
  has	
  developed	
  a	
  strong	
  rela2onship	
  with	
  T-­‐Systems	
  and	
  has	
  spent	
  three	
  months	
  enabling	
  and	
  

suppor2ng	
  their	
  European	
  network	
  of	
  account	
  managers.	
  	
  

•  Weekly	
  sales	
  and	
  marke2ng	
  mee2ngs	
  held	
  with	
  Covata	
  team	
  lead	
  with	
  T-­‐Systems.	
  

•  German	
  marke2ng	
  material	
  has	
  been	
  created,	
  specific	
  for	
  German	
  audience,	
  following	
  market	
  

and	
  industry	
  analysis.	
  Materials	
  have	
  also	
  been	
  provided	
  in	
  Spanish	
  and	
  Portuguese.	
  

•  A	
  strong	
  sales	
  pipeline	
  has	
  been	
  established.	
  	
  

•  Focusing	
  on	
  ac2va2ng	
  revenue	
  this	
  quarter	
  now	
  enablement	
  has	
  been	
  done.	
  

•  Sales	
  campaign	
  underway	
  to	
  enterprise	
  market	
  of	
  T-­‐Systems.	
  Targe2ng	
  enterprise	
  customers	
  of	
  

500-­‐5,000	
  +	
  seats.	
  	
  



Covata	
  T-­‐Systems	
  Co-­‐branded	
  Adver2sing	
  	
  	
  
	
  
Select	
  examples	
  from	
  a	
  suite	
  of	
  co-­‐branded	
  adver2sing	
  developed	
  for	
  the	
  European	
  market	
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Cisco	
  runs	
  a	
  financial	
  year	
  star2ng	
  July	
  26th.	
  

Detailed	
  Covata	
  –	
  Cisco	
  planning	
  underway	
  covering	
  targets	
  and	
  investment	
  required	
  

for	
  FY2016.	
  

The	
  appointment	
  of	
  Chuck	
  Roberts	
  as	
  the	
  new	
  CEO	
  this	
  month	
  bodes	
  well	
  for	
  Covata	
  

given	
  his	
  background	
  in	
  security	
  and	
  so]ware.	
  	
  

Covata	
  intends	
  to	
  build	
  out	
  a	
  team	
  to	
  support	
  Cisco	
  in	
  the	
  San	
  Francisco	
  bay	
  area	
  –	
  

with	
  the	
  scale	
  of	
  this	
  team	
  pegged	
  to	
  joint	
  revenue	
  targets	
  for	
  FY2016.	
  



In	
  addi2on	
  to	
  being	
  a	
  corporate	
  partner	
  for	
  Covata,	
  NSC	
  Global	
  have	
  been	
  using	
  Safe	
  Share	
  as	
  a	
  
core	
  business	
  tool	
  in	
  three	
  business	
  areas:	
  	
  
	
  
Project	
  Management:	
  The	
  PM	
  team	
  within	
  NSC	
  use	
  Safe	
  Share	
  to	
  send	
  large	
  documents	
  securely.	
  
	
  
Engineering:	
  NSC	
  Global	
  share	
  hardware	
  configura2on	
  files	
  with	
  in-­‐house	
  and	
  partner	
  field	
  
engineers.	
  These	
  field	
  engineers	
  require	
  mobile	
  access	
  to	
  configura2on	
  files	
  when	
  they	
  are	
  on	
  
customer	
  sites.	
  
	
  
Sales:	
  NSC	
  Global	
  sales	
  staff	
  share	
  customer	
  related	
  collateral	
  and	
  sales	
  reports	
  internally	
  using	
  
Safe	
  Share	
  due	
  to	
  its	
  security	
  and	
  accessibility.	
  	
  Shared	
  folders	
  enable	
  a	
  collabora2ve	
  approach	
  to	
  
account	
  management.	
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Macquarie Telecom	
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Macquarie	
  Telecom	
  has	
  co-­‐branded	
  Safe	
  Share	
  as	
  ‘SigBox	
  powered	
  by	
  Covata’	
  
and	
  is	
  currently	
  distribu2ng	
  it	
  to	
  Australian	
  Government	
  Departments.	
  	
  
	
  
The	
  response	
  in	
  Canberra	
  has	
  been	
  strong;	
  Macquarie	
  Telecom	
  has	
  been	
  
successful	
  in	
  penetra2ng	
  the	
  market	
  with	
  several	
  Australian	
  Federal	
  Government	
  
Departments	
  currently	
  in	
  trials	
  and/or	
  using	
  SigBox	
  and	
  it	
  is	
  growing	
  rapidly.	
  
	
  
Due	
  to	
  exis2ng	
  NDA’s	
  and	
  sales	
  strategies,	
  no	
  further	
  informa2on	
  can	
  be	
  given	
  at	
  
this	
  2me	
  however	
  we	
  will	
  endeavour	
  to	
  provide	
  colour	
  as	
  soon	
  as	
  it	
  can	
  be	
  made	
  
public.	
  



Expanding	
  Sales	
  –	
  Europe,	
  Asia	
  Pac	
  and	
  La2n	
  
America	
  



Engaged	
  in	
  new	
  discussions	
  with	
  a	
  number	
  of	
  Telco’s	
  across	
  Europe,	
  
Asia	
  Pacific	
  and	
  La2n	
  America,	
  including	
  one	
  ranked	
  in	
  the	
  top	
  10	
  
global	
  Telco’s	
  by	
  market	
  capitalisa2on*.	
  	
  
	
  
These	
  are	
  early	
  stage	
  discussions	
  at	
  varying	
  degrees	
  of	
  qualifica2on,	
  
however	
  ini2al	
  feedback	
  has	
  shown	
  the	
  value	
  proposi2on	
  of	
  Safe	
  
Share’s	
  features	
  (enterprise	
  grade	
  security	
  +	
  usability),	
  coupled	
  with	
  
Australian	
  licensing,	
  is	
  compelling.	
  
	
  
*T-­‐Systems	
  Deutsche	
  Telekom	
  AG	
  is	
  another	
  ranked	
  in	
  the	
  top	
  10.	
  

	
  
COVATA | 11 

Expand	
  The	
  Sales	
  Scope	
  of	
  Safe	
  Share	
  across	
  
Europe,	
  Asia	
  Pacific	
  and	
  La2n	
  America	
  



Leading	
  mul2-­‐na2onal	
  telecommunica2ons	
  and	
  IT	
  provider	
  Colt	
  Technology	
  Services	
  will	
  

make	
  Safe	
  Share	
  available	
  to	
  the	
  financial	
  services	
  sector	
  within	
  their	
  global	
  customer	
  

base.	
  	
  

Colt	
  capital	
  markets	
  services	
  more	
  than	
  400	
  financial	
  ins2tu2ons,	
  including	
  18	
  of	
  the	
  top	
  

25	
  banks	
  and	
  diversified	
  financial	
  groups.	
  	
  

	
  

Covata	
  and	
  nscglobal	
  will	
  be	
  targe9ng	
  firms	
  seeking	
  1000+	
  seats	
  and	
  will	
  be	
  sold	
  on	
  a	
  

per	
  user,	
  per	
  month	
  basis.	
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Covata	
  Mul2lingual	
  Transla2on	
  to	
  Support	
  Regional	
  Growth	
  
	
  
The	
  company	
  has	
  invested	
  in	
  the	
  transla2on	
  of	
  important	
  collateral	
  to	
  support	
  interna2onal	
  growth	
  and	
  
development.	
  Spanish	
  and	
  Portuguese	
  are	
  cri2cal	
  for	
  La2n	
  America	
  as	
  is	
  the	
  deployment	
  of	
  the	
  so]ware	
  stack	
  in	
  the	
  
customers	
  na2ve	
  language.	
  
	
  



Technology	
  Update	
  



Covata	
  Interna2onalisa2on	
  
	
  
The	
  company	
  has	
  completed	
  the	
  back	
  end	
  interna2onalisa2on	
  process,	
  which	
  will	
  enable	
  Safe	
  Share	
  
to	
  support	
  new	
  languages	
  with	
  a	
  fast	
  and	
  easy	
  deployment.	
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Engineering,	
  Product	
  and	
  PlaMorm	
  Update	
  
Company	
  offsite	
  mee2ng	
  held	
  in	
  Washington	
  DC,	
  June	
  22nd	
  -­‐	
  24th	
  	
  
	
  
Key	
  personnel	
  were	
  brought	
  together	
  for	
  a	
  three	
  day	
  intensive	
  offsite	
  used	
  to	
  define	
  further	
  the	
  capabili2es	
  of	
  
the	
  core	
  plaMorm	
  and	
  outline	
  next	
  itera2ons	
  of	
  the	
  plaMorm	
  and	
  product	
  required	
  to	
  support	
  current	
  and	
  new	
  
customers.	
  	
  The	
  newest	
  version	
  of	
  Safe	
  Share	
  for	
  the	
  MSP	
  market	
  will	
  be	
  released	
  in	
  early	
  October	
  –	
  V3.0.	
  The	
  
details	
  remain	
  confiden2al	
  but	
  much	
  effort	
  is	
  being	
  focused	
  towards	
  automa2on	
  tools	
  for	
  channel	
  partners	
  and	
  
towards	
  very	
  high	
  scalability	
  to	
  meet	
  large	
  customer	
  demands.	
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Contact	
  
Nikki	
  Parker	
  	
  
VP	
  Growth	
  and	
  Investor	
  Rela2ons	
  	
  
+1	
  571	
  353	
  4273	
  	
  
nichola.parker@covata.com	
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