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Important notice and disclaimer

This presentation includes information about the activities of amaysim Australia Limited (“amaysim”) which is current as at 9 October 2015. It is provided for general information purposes only, is in
summary form and is not intended or represented to be complete. No representation, express or implied, is made as to the fairness, accuracy, completeness or correctness of information contained in
this presentation. Please read this presentation in conjunction with amaysim’s other periodic and continuous disclosure announcements filed with the Australian Securities Exchange. These are
available at www.amaysim.com.au.

Forward-looking statements

This presentation includes certain forward-looking statements that are based on amaysim's current views and assumptions as well as information known to date, and are subject to various risks and
uncertainties. Actual results, performance or achievements could be significantly different from those expressed in, or implied by, these forward-looking statements. These forward-looking statements
are not guarantees of future performance and involve known and unknown risks, uncertainties and other factors, many of which are beyond amaysim’s control. These factors may cause actual results
to differ materially from those expressed in or implied by this presentation. Past performance is not necessarily a guide to future performance and no representation or warranty is made by any person
as to the likelihood of achievement or reasonableness of any forward looking statements, forecast financial information or other forecast.

To the maximum extent permitted by law, amaysim and its related corporations, directors, officers, employees and agents disclaim and do not assume any obligation or undertaking to release any
updates or revisions to the information in this presentation to reflect any change in expectation or assumptions, and disclaim all responsibility and liability for any loss arising from use or reliance on
this presentation or its content (including, without limitation, liability for fault or negligence).

Market share information

All market share information in this presentation is based on management estimates and internally available information, unless otherwise indicated.
Currency

All amounts in this presentation are in Australian dollars unless otherwise stated.

No offer of securities

Nothing in this presentation should be construed as either an offer to sell or a solicitation of an offer to buy or sell amaysim securities in any jurisdiction.
Reliance on third party information

The views expressed in this presentation contain information that has been derived from publicly available sources that have not been independently verified. No representation or warranty is made as
to the accuracy, completeness or reliability of the information.

Statutory and pro forma information

Information in this presentation which is referred to as being statutory is based on audited financial statements and / or the director’s report. Pro forma information has not been audited. amaysim uses
certain measures to manage and report on business performance that are not recognised under Australian Accounting Standards (non-IFRS financial measures). These non-IFRS financial measures
that are referred to in this document include the following:

* Net Revenue means the total revenue and other income, excluding interest income

* ARPU means net revenue for the financial year divided by average monthly closing subscribers for the period,;
* EBITDA means earnings before interest, tax, depreciation and amortisation;

* EBIT means earnings before interest and tax; and

* NPATA means net profit after taxation but before amortisation of amaysim’s brand name acquisition. This measure is intended to remove the effect of non-cash charges attributable to the
amortisation of the acquisition of the brand name of amaysim.

Although the Directors believe that these measures provide useful information about the financial performance of amaysim, they should be considered as supplements to the income statement and
cash flow measures that have been presented in accordance with the Australian Accounting Standards and not as a replacement for them. Because these non-IFRS financial measures are not based
on Australian Accounting Standards, they do not have standard definitions, and the way amaysim has calculated these measures may differ from similarly titted measures used by other companies.

Readers should therefore not place undue reliance on these non-IFRS financial measures. @
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http://www.amaysim.com.au/

A leading Australian online-led mobile service provider

Eal S

5.

One of the fastest growing mobile service providers in Australia

Launched in 2010, organically grown to 718k subscribers?

Multiple award winner including Australian mobile service
provider of the year for two years running? with industry-leading
NPS

Asset-light model leveraging Optus network infrastructure, with
low capital expenditure and high free cash flow growth

Vodafone .
16% amaysim .-~
2%, "

Scalable online-led business model with high operational

leverage 31.0m —
Other
7%
Telstra .
FY16 forecast net revenue of $263.6m and pro forma EBITDA of SO -
$31.7m*

As at 30 June 2015

Roy Morgan “Mobile Service Provider of the Year” Australia for 2014 and 2013 (based on survey of 50,000 consumers annually)
Average Net Promoter Score (NPS) over 12 months to December 2014, based on April and December 2014 data points

Pro forma financial information has been prepared on the same basis as pro forma financial information in the amaysim prospectus to reflect the full period impact of the operating and capital
structure that is now in place as if it had occurred at 1 July 2014 and with adjustments made for significant abnormal and/or non-recurring items including the impact of the IPO

Telsyte, Australian Mobile Services report, March 2015. Note that Optus includes Virgin
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Historical and forecast subscriber base (000s)
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Investment highlights

A leading Australian online-led mobile service provider supported by favourable industry trends

Industry trends Company features
Growing mobile market
“ forecast to increase from 31.0m Online-led distribution and
v subs to 36.6m subslby FY19 O

customer care

zn/ Large addressable market with Focused offering with high *a
0 amaysim’s share at 2%? customer satisfaction

amaysim brand awareness
growth opportunity

Asset-light model leveraging ((A))

Optus 4G network

Scalable platform g

N3
Growing demand for data No debt and S"Of‘g cash
flow generation

Demand for BYO with 45% of
mobile plans outside of
contract?

SN

Growing m-commerce activity

; . : . . 0
g and improving mobile services Experienced management w.

technologies

1. Australian mobile services market forecast to increase from 31.0m to 36.6m subscribers between FY14 and FY19 (Telsyte, Australian Mobile Services report, March 2015)
2. Estimate as at FY14 (Telsyte, Australian Mobile Services, report March 2015)
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Revenue drivers

Structural growth trends and new products will continue to drive revenue growth

Product mix shift driving ARPU growth

|
|

: * Higher take-up of 4G Unlimited product suite than prospectus

I forecast

|

1 * Part year contribution of the 3G product repositioning

|

: * Agile approach to changing market conditions, optimising ARPU,

subscriber growth and increasing online engagement, to manage
EY15F FY16E | gross profit and EBITDA

FY12A FY13A FY14A FY15A

- Unlimited category

- Other category 619 718

$26.1

FY12A FY13A FY14A FY15A | FY15F FYie6F ! |
I I FY12A FY13A FY14A FY15A I FY15F FY16F
Note: Financial information is presented on a pro forma basis (L 0 o o - a o
1. Netrevenue is the total revenue and other income, excluding |nterest income T s s s s ®
2. Average Revenue Per Subscriber (ARPU) calculated as net revenue for the financial year divided by average monthly closing subscribers for the period a ma@ m 4
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Revenue drivers (cont.)

FY15A subscriber churn in line with prospectus forecasts with downward trend following the launch

of 4G products
* Churn includes subscriber movements due to port outs and

expiries

* FY15 churnin line with prospectus forecasts

* Driving FY16 churn to historically lower level, continuing the
momentum following launch of 4G product suite in March 2015

1
|
1
|
1
|
1
|
1
|
FY12A  FY13A  FY14A? FY15A | FY15F FY16F 1
-l

FY15A average monthly churn — impact of 4G launch (%)

3.6%

Pre 4G launch Post 4G launch
(Jul-14 to Mar-15)  (Apr-15 to Jun-15)

1. Calculated as an average of gross subscribers deactivated each month divided by the opening subscriber base for that month over a yearly period expressed as a percentage ®
2. FY14 churn higher than prior period churn as a result of one-off bulk disconnections enacted in accordance with amaysim’s internal procedures a m avs m 5
4
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Growth strategy

amaysim is well positioned to continue to deliver strong and consistent revenue and earnings growth

Organic revenue growth

Increase Subscriber Drive demand for higher

TARGET value products and
growth .
growth in ARPU

Exploitation of market

fundamentals, a rapidly

growing brand, leading Strategic, competitive

STRATEGY customer satisfaction, 4G positioning of higher value
coverage and successful plans
track record of launching
new plans

Margin growth New opportunities

Continue to extract
online cost efficiencies
to drive margin
improvement

Continue to leverage
scalable operating base

Evaluate opportunities
from market
consolidation and future
adjacent opportunities

Continue to develop IT
infrastructure and
capabilities to driver further
efficiencies

Increasing penetration of
online distribution and
customer care
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Targeted marketing strategies

Marketing strategy focused on cost effective targeted campaigns and customer referrals

Social media Online and search engine Outdoor

Take off with free i Stream Tl hrs (gnusic
& fast delivery LR S

‘

Buynow > - O

Customer referrals Retail channel partners

&MZA‘\ * amaysim
| @ posT| Weo
J

sl o amaysim credit
. »lora!nend
: S coles  dicksmith

amavsnm credit
\ for you

=

g aliphanex
Choose your referral weapon _/\‘2\ B curm
T e 4, -

amaysim 7
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Online-based subscriber lifecycle engagement

Post initial activation the majority of amaysim's subscribers are serviced via its online payments and
customer care platforms

Activations Customer care

® Online subscription based payments across

e Online DIY SIM purchase and activation .
all devices

Online

channel e Express SIM delivery — 3 hr and next day

e amaysim only pays merchant fees to e Online DIY self care service platform

e Scalable without material incremental cost .
payment providers

_______________________________________________________________ e Online live chat and email assistance
e National network of +12,000 retail points of

; ; e Purchase of recharge vouchers across
sale with retailer partners

g4 e Local call centre based in Sydney CBD
+25,500 retail points of sale

with local partner to manage overflow

Retail
channel

® Purchase of SIM packs in-store
® amaysim pays commissions to retail

® amaysim pays commissions to retail
partners

partners

v

+ 65% of subscriber

interactions via online live

chat and email
(in the 12 months to Dec 2014)

+32% of monthly gross

activations via online
(in the 6 months to Dec 2014)

+75% of top-up

payments made online
(in the 12 months to Dec 2014)

PP SO,
[ ———— s 444 =

amaysim s
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Increasing trend towards online engagement

Increasing online penetration driving gross margin benefit and operating cost efficiencies

Top-up payments as % of total Online activation as % of total

79%
69% 71% 73% ’ 36%

30%
83%
T7% 25% 23M ” 38%

FY12 FY13 FY14 FY15 FY16 FY12 FY13 FY14 FY15 FY16
= Actual Forecast = Actual Forecast
* Top-up payments refer to monthly subscription costs and ° amaysim subscribers can activate their SIM cards prior to use
additional credit acquired by subscribers through either online or retail channels
*  Top-up payments made through online mechanisms have steadily ° amaysim's customer base has increasingly moved towards online
increased over the last 4 years and were higher than anticipated activation of SIM cards as a result of amaysim promotions and
in FY15 as a result of increasing activations of SIM cards through general consumer acceptance of using online channels to acquire
the online channel products
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amaysim and Optus, a mutually beneficial relationship

amaysim and Optus have had a highly successful and mutually beneficial relationship since launch

amaysim and Optus both receiving returns as a result of...

0 amaysim’s growing subscriber base using Optus’ extensive
network coverage

amaysim’s broad market appeal

amaysim’s low subscriber acquisition costs and focus on online
business processes and customer care

growing earnings for amaysim and wholesale revenues for Optus

amaysim’s broad market appeal

Subscriber net adds by source
(Jan to Dec 2014)

Subscribers by age group
(as at Dec 2014)

number (no

port-in)

STRICTLY CONFIDENTIAL
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Business model supported by NSA

amaysim’s Network Supply Agreement (NSA) with Optus supports its business model and objectives

Overview of amaysim and Optus responsibilities

n

INISY-Y

Customer
contract

e Provide network and data backhaul

Capture and record call data

m

End-to-end business systems
Develop mobile products
Payments and notifications

Business and customer services

amaysim subscribers

sjuswAed
3[esa|oy M

SaNnuaNal

Ireloy

NSA provides platform for...

A long term relationship between amaysim and Optus

Appropriate wholesale pricing from Optus

Independent retail product and price setting by amaysim

Binding wholesale price review mechanism

Access to future mobile services technologies that are
generally available to other Optus wholesale customers

STRICTLY CONFIDENTIAL
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Scalable proprietary technology platform

In-house proprietary technology underpins key business and service functions and delivers real-time

data driven insights

amaysim proprietary
technology platform

In-house team

22

Scalable

O

Cloud based

Data driven insights

e Platform developed
predominantly in-house
since launch and supported
by experienced IT and e-
commerce team of 27 FTE

e Scalable technology
platform with capacity to
support 3x the existing
subscriber base

e Amazon Web Services
platform enables “just in
time” production scalability
and is fully redundant

e Real-time data analytics to

drive business objectives,
monitoring sales, data
usage, customer service
and porting trends and
metrics

STRICTLY CONFIDENTIAL
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Gross profit margins

GP margin management is one of our core competencies. Margin consistency is supported by our

wholesale contract and increasing online engagement

m Gross profit ($m)

+ Gross profit margin (%) 28%

21%  22%  22%
* * *

FY12A FY13A FY14A FY15A | FY15F FY16F

* FY15 gross margin increase was largely a result of the product
repositioning of the Unlimited 3G product in September 2014

* Increasing online subscriber engagement reduces transaction
costs over time

Gross profit = net revenue — network related expenses (wholesale
and transaction costs)

amaysim has the freedom to develop its own products and pricing
points

Wholesale costs based on ‘cost plus model’. Optus paid based on
agreed price schedule for:

* bundled services (fixed charges per subscriber); and

¢ discrete services (per unit charges based on subscriber usage)

Transaction costs largely comprise of commissions and payment
fees to retailers and merchant providers

STRICTLY CONFIDENTIAL
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FY15 Results vs Prospectus Forecast

June Year End: Pro format Pro format I Statutory Statutory Variance
$ Millions (unless stated) FY15 FY15 - Prospectus Variance (%) ) FY15 - Prospectus (%)
Net Revenue 212.6 213.1 (0.2%) 212.6 213.1 (0.2%)
Gross Profit 59.5 59.7 (0.4%) 59.5 59.7 (0.4%)
Gross Profit Margin % 28% 28% - 28% 28% -
EBITDA 16.4 15.9 3.4% 14.0 13.8 1.7%
EBIT 135 12.9 4.6% 111 10.7 3.6%
NPATA / NPAT 10.2 9.2 11.4% 24.0 204 17.7%
ARPU $ $26.12 $26.18 (0.2%) $26.12 $26.18 (0.2%)
Closing Subscribers (000s) 718 716 0.3% 718 716 0.3%

* Revenue was in line with pro forma prospectus forecasts
* EBITDA was 3.4% ahead of pro forma prospectus forecasts
* NPATAwas 11.4% ahead of pro forma prospectus forecasts

1. Pro forma financial information has been prepared on the same basis as pro forma financial information in the amaysim prospectus to reflect the full period impact of the operating and capital ®
structure that is now in place as if it had occurred at 1 July 2014 and with adjustments made for significant abnormal and/or non-recurring items including the impact of the IPO a m a@ m 1 4
4
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Summary

* Pro forma FY15 EBITDA of $16.4m, 3.4% ahead of prospectus and pro forma NPATA of
$10.2m, 11.4% ahead of prospectus

Statutory FY15 EBITDA of $14.0m, 1.7% ahead of prospectus and statutory NPAT of $24.0m,
17.7% ahead of prospectus

Structural growth trends continue — BYO no-contract segment and demand for mobile data

Set to launch new products within this calendar year

Scope for market share and unprompted awareness growth

FY16 Prospectus Forecasts: FY16 subscribers of 875k (718k at June 15), pro forma EBITDA
$31.7m ($16.4m FY15A), pro forma NPATA $20.0m ($10.2m FY15A)

amaysim 15
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Highly experienced Board of Directors

Andrew Reitzer
Non-Executive Chairman

Andrew Reitzer joined amaysim in 2015 and has over 35 years of experience in both the retail and wholesale Industries. Andrew also serves as
Independent Chairman of SG Fleet. Previous positions include CEO of Metcash Limited, various management roles at Metro Cash & Carry and
appointment to lead the establishment of Metro’s operations in Israel and Russia and serving as the Group Operations Director

Julian Ogrin
Chief Executive Officer
and Managing Director

Over 20 years of experience in the Telecommunications industry. Previous professional experience includes CEO of Tele2 Croatia, Chief
Commercial Officer of Meteor Mobile Communications Ireland and senior positions in the telecommunications sector, which has seen him
based in Sydney, London and Hong Kong with organisations such as Allphones, SAS, Vodafone and Cable & Wireless. Julian holds a Bachelor
of Business (Finance and Accounting)

Maria Martin
Non-Executive Director

Over 30 years of experience in accounting, business advisory services, risk and general management. Maria is also an Independent non-
executive director of Oroton Group Limited. Previous professional experience includes 15 years as a partner at PwC

Jodie Sangster
Non-Executive Director

Over 17 years of experience in data driven marketing and advertising. Jodie is the CEO of ADMA (Association for Data-driven Marketing and
Advertising). Previous professional experience includes senior executive roles in sales and marketing in New York and the United Kingdom

Thorsten Kraemer
Non-Executive Director

Previous professional experience includes membership of the Supervisory Board of freenet AG, a German MVNO that is listed on the Frankfurt
Stock Exchange, from 2007 to 2011 and again since 2012. From 2009 to 2011. Thorsten was Chairman of freenet AG’s Supervisory Board.
Thorsten has also held senior roles in funds management of public and private equity and is currently the Managing Director of Crocodile
Capital GmbH

Rolf Hansen
Non-Executive Director

Co-founder of amaysim and Founder and CEO of Simyo GmbH, Germany's first online only operated no frills MVNO, which launched in May
2005 and was sold to E-Plus Mobilfunk GmbH. Previous professional experience also includes senior executive experience in the e-commerce
and telecommunications industries with Letsbuyit.com, Deutsche Telekom / T-Mobile and Hutchison Telecom Germany

Peter O’Connell
Non-Executive Director

Co-founder and Chairman of amaysim until June 2015. Previous professional experience includes partner at Minter Ellison and Gilbert and
Tobin, Asia Pacific Counsel for BellSouth, founding a boutique advisory business in telecommunications and technology as well as senior
executive and CEO roles for large Australian organisations. Peter has served on a number of Boards for private and public companies
(including Ticketek, Sigtech, Perisher Blue, GMD, Stadium Australia) and Government Boards (including Film Australia, Trustee of the
Australian Museum, NSW Major Events Board, NSW Rail Access Corporation).
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Subscriber activations

Online-led activation channel complemented by diversified national retail distribution network

Online
channel

National
retail

distribution
network

STRICTLY CONFIDENTIAL

e Order online

( - \

UNLIMITED
standard cals 65ms * ") 6B
prreoiey

A range of dat packs

amaysi

7

Express
shipping

coles  oicksmith

—p
‘"

allphonex

Online activation

mmmmmmmm

+12,000 retail points of sale across Australia
driving brand awareness
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Online customer care

Cost effective online customer care with high customer satisfaction

Online focused customer care High customer satisfaction

TIO mobile complaints per 10,000 subscribers:

DIY self-service Local live-chat service amaysim vs. key peers?
=
eeeee Tolstra 4G 1244am 2% .- 62.9
amm Welcome to amaysim Live Chat
Recharge 0403 814 732 Ashley P
Support Agent
Voucher Code: ‘ ooa 5

e
OK sure, to monitor your Data Usage you can use your My
Amaysim Account online, the My Amaysim App if you download

it, or alternatively if you SMS the message BAL to 567 you will
receive your Balance remaining in an SMS reply :)

Howard Mann
That's simply amaysim thank you

20.6 20.8

You rated our customer service as good

amaysim Optus Telstra  iiNet TPG Dodo Vodafone

Multiple award winning service

1. Source: TIO, “New complaints, investigations and issues by service providers with more than 25 new complaints 2013-14”" spreadsheet. Calculated as TIO reported new complaints
between July 2013 and June 2014 divided by MSP closing FY14 subscribers (excluding wholesale customers)

2. Average for 12 months ending December 2014, based on April and December 2014 data points °
' amaysim 19
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amaysim’s business model comparison

amaysim operates a scalable online-led business model, competing effectively with traditional models

Traditional
MNO models

. . Distribution and
Network infrastructure Marketing & Brand customer service

'®* Investmentin network | ® Multiple product offers | ~|* Company owned and | _

o _ ) Y o 1® Significant marketing ©  franchise stores 1® IT infrastructure used
' ® Capital requiredto | ® Handset subsidies spend : ' for multiple services

i acquire spectrum ¢ and lock-in contracts ! 1® Offshore service '

Leverage Optus | 0 BYO no lock-in | et CHenTE 5 Ol 5 Proprietary scalable

marketing and ; distribution and
growing brand : customer care

network contracts

IT infrastructure

——— ———

Asset-light model Focussed product Low subscriber Cost effective 1
with strong cash | with broad market L i | distribution and high | : | Scalable platform

: acquisition costs ; . ; |

flows | appeal ! |customer satisfaction| :

Supports amaysim’s competitive strengths
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