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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, isin
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, orimplied 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 isintended 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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Agenda

Outline of the next 20 (or so) minutes

n Overview of amaysim.

Aussie telco landscape.

Disruptive business model.

Scalable business growth.

Closing thoughts.
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Overview of
amaysim




Who is amaysim?

A leading Australian online-led mobile service provider
Q Australia’s fourth largest independent mobile service provider.

Launched in 2010, organically grown to +718K subscribers today"

Scalable online-led business model supported by 159 staff

year for two years running® with sector-leading Net Promoter Score

Asset-light model leveraging Optus’ network infrastructure.

Q Multiple award winner including Australian mobile service provider of the

1. As atend of June 2015
2. Full time equivalent employees (FTE) forecast for 30 June 2015
3. Roy Morgan “Mobile Service Provider of the Year” Australia for 2014 and 2013 (based on survey of 50,000 consumers annually)
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Aussie telco
landscape




The Australian telco market
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Position in the Australian market

amaysim is positioned well to capitalise on industry trends and company features

Industry trends Company features

Growing mobile market
“ forecast to increase from 31.0m Online-led distributionand
v subs to 36.6m subs' by FY19 customer care
zty Large addressable marketwith Focused offeringwith high *a

0 amaysim’s share at 2%? customer satisfaction

amaysim brand awareness . .

th tunit Asset-lightmodel leveraging (o)
growth opportuntty Optus 4G network m

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

Scalable platform g

. No debt and strong cash N .
Growing demandfor data flow generation ééé

Growing m-commerce activity ')
and improving mobileservices Experienced management ;

technologies w

® N B ®

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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We are where the other telcos need to be

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

Australian mobile subscriber share (FY14)'

amaysim
23%

Vodafone
16% amaysim

2% Other MVNOs
40%

Other
7%

1. Telsyte, Australian Mobile Services report, March 2015
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Business model comparison

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

Distributionand
customer service

Network infrastructure Marketing & Brand

® Investmentin network '® Multiple product offers

1
1
1
1
1
© (COmPET ST e IT infrastructure used
franchise stores !

|

1

1

Traditional ® Significant marketing

® Handset subsidies

NN EN 1 © Capital required to : spend _ for multiple services
acquire spectrum and lock-in contracts ¢ Offshore service
_______________________________________________________________________ U
Cost effective Online led .
: o Proprietary scalable
network contracts markgtlng and distribution and
growing brand customer care

1
1
1
1
1
1
1
! IT infrastructure
:
]
1
1
1

. i

Cost effective
distributionand high
customer satisfaction

v

Asset-lightmodel
with strong cash
flows

v

Focussed product
with broad market
appeal

v

Low subscriber
acquisition costs

| |
1 1
1 1
1 1
1 1
| |
1 1
1 1
1 1
1 1
| |
1 1
1 1
1 1

Leverage Optus | BYO no lock-in !
| |
1 1
1 1
| |
1 1
1 1
| |
1 1
1 1
! ! Scalable platform
1 1

Supports amaysim’s competitive strengths

amaysim 9

STRICTLY CONFIDENTIAL



Benefits of MVNOs to MNOs

amaysim and our network provider (Optus) have had a highly successful and mutually beneficial
relationship since launch

amaysim and Optus both receiving returns as a result of... amaysim’s broad market appeal

G amaysim’s growing subscriber base using Optus’ extensive Subscribers by age group Subscriber net adds by source
network coverage. (as at Dec 2014) (Jan to Dec 2014)

New
number
(no port-

in)

amaysim’s broad marketappeal.

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

growing earnings foramaysim andwholesale revenues for Optus
while maintaininga customer-firstapproach to mobile services.

amaysim 10
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Disruptive
business
model




Four values drive amaysim’s team and brand

Streamlined and focused organisational structure focusing on doing a few things exceptionally well

n Simplicity

The quality or condition of being easy to understand or do.

Agility
Ability to move quickly and easily.

Reliability

The quality or state of being reliable.

Empathy

The ability to understand and share the feelings of another.

amaysim 12
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One decision plans

Unlimited talk and text means the only choice customers need to make is how much data they need

524

/month

1GB data

KB rounding
7.2c/MB excess data

UNLIMITED
standard talk and text

International calling rates
(from 6¢/min)

4G/3G enabled

Allin Oz

UNLIMITED IGE UNLIMITED 2GB

529.90

/month

2GB data

KB rounding
7.2¢c/MB excess data

UNLIMITED
standard talk and text

International calling rates
(from 6¢/min)

4G/3G enabled

All in Oz

UNLIMITED 5GB
$44°

/month

5GB data

KB rounding
7.2c/MB excess data

UNLIMITED
standard talk and text

100 international mins

standard calls to

32 selected countries®
NEW

4G/3G enabled

Allin Oz

UNLIMITED 7GB
$5 4.90

/month

7GB data

KB rounding
7.2c/MB excess data

UNLIMITED
standard talk and text

100 international mins

standard calls to

32 selected countries®
NEW

4G/3G enabled

Allin Oz
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Hybrid online/retail business model

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

STRICTLY CONFIDENTIAL

Online
channel

National
retail

distribution
network
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1064 Data Pack
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amaym ALEX

+1 2 ,0 0 0 retail points of sale across Australia

driving brand awareness
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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 Customercare

® Online subscription based payments across
all devices

® Online DIY SIM purchase and activation
Online

channel ® Online DIY self care service platform

® Scalable without material incremental cost ¢ amaysim only. R TEEEL (225 1
payment providers

1
1
1
1
1
1

® Express SIM delivery — 3 hr and next day :
|
1
1 ® Online live chat and email assistance
1

® National network of +12,000 retail points of

® |ocal contact centre based in Sydney
sale with retailer partners

CBD with local partner to manage

® Purchase of recharge vouchers across
+25,500 retail points of sale

Retail

channel ® Purchase of SIM packs in-store overflow
. .. . ® amaysim pays commissions to retail
® amaysim pays commissions to retail
partners
partners

+65% of subscriber

interactions via online live

chatand 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)

amaysim 15
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Online customer care

Cost effective DIY customer care with high customer satisfaction

Online focused customer care High customer satisfaction

DIY self-service Local live-chatservice __ TIO mobile complaints per 10,000 subscribers:
2\ amaysim vs.key peers'

( - — \

Welcome to amaysim Live Chat

weeee Tave 4G WAL -
amaysim Ashley P
et 62.9
Recharge 0403 814 732 o G B 5E
Voucher Cote

Ashley P

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

You rated our customer service as good.

Socialmedia & . > N o o o
B\ O N e Q O N
> R ,\Q}(O s A P 85\0
L ,bé\ QO
&
You Multiple award winning service.
* Tube

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 FY 14 subscribers (excluding wholesale customers) ama\,sim 1 6
4
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Our customers are our CEO

To think like our customers we invite them backstagetobe  3maysim

part of the process

amaysim
Bl “csted by Jen Srel (2]t 20 howrs aoo @

Our web guys hava baen hard at work creating a mobile version
of My amaysim. Got 2 secs to give us 3 hand with it? Which layout
of the data section do you prefar and why? Thanks!

500MB included data 2 500MB indudad data @

100MB..... 20" & 100MB.... e

O e

ALz comaran on 28 Mar 3044 - e £ 27 Zﬂm,u-n
Ache-ranman on 28 Mar 2094 . e 1097

amaysim
Paosted by Jen Snell 21 May 8 &

We're looking for 12 folk to pop in to our Sydney office on Thursday next
week (15/5) to help us test a new section of our mobile My amaysim website.
Youll score $100 amaysim credit s a thanks for your time £ If you're keen
fill out the survey at hitp //ethn in/30859
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Video Example: 4G Education Blog Examples: General Education
Your questions about the iPhone 6s' answered September 18, 2015

With the release of the new iPhone 6s and iPhone 6s Plus on Friday, 25 September 2015 we
know there are going to be loads of people bursting at the seams with excitement and wanting
to ask a few questions before hooking their sweet new smartphone up with amaysim. We've
got your questions about the iPhone 6s' answered.

Read more
Comments n & Category: Industry
Tags: Liam iPhone &s iPhone 6s Plus Apple frequently asked questions
F&Q
Three ways to avoid BS (bill-shock) September 15, 2015

What is the
700Mhz Spectrum?

Looking to avoid a mammoth mobile bill? Keeping an eye on your usage and adjusting your
account settings can help you stay on top of your bill.

Read more
Comments Category: General
n ‘s‘ Tags: billing bill shock data usage
Are you prepaid or postpaid? July 09, 2015
Keen to know which payment type is best for you? Then read our latest blog from our accounts
guy Simon.
Read more
Comments Category: General
n ls‘ Tags: Simon prepaid postpaid ion My y
Understanding your data use May 05, 2015
~ Stay on top of your data usage with these top tips from Liam.
Read more
Comments n ‘S Category: General

Tags: Liam data data usage

STRICTLY CONFIDENTIAL
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Scalable
business
growth




Growth strategy

amaysim is well-positioned to continue to develop in the Australian market

Organic growth

Drive demand for higher

TARGET Subscriber growth value products and
growth in ARPU
Exploitation of market
fundamentals brand growth Strategic, competitive
opportunities, leading positioning of higher value
STRATEGY customer satisfaction, 4G plans while exploring

deeper segmentation and a
multi-tiered market

coverage and successful
track record of launching
new plans

Margin management

Continue to leverage
scalable operating base

Continue to develop IT
infrastructure and
capabilities to driver further
efficiencies

New opportunities

Continue to extract

online cost efficiencies

to drive margin
improvement

Evaluate opportunities
from market
consolidation and future
adjacent opportunities

Increasing penetration of
online distribution and
customer care

STRICTLY CONFIDENTIAL
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Technology that can manage three times more than our demand

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 teamof 27 FTE

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

e Amazon Web Services
platform enables “justin
time” production scalability
and s 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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Closing
Thoughts




A few golden rules from the telco in your pocket

Do a few things extraordinary well with a focus on strategy, execution and discipline

a Disrupt stale market norms and force industry change.

a Online-driven DIY and customer service benefits customers and service providers.

a Simplicity is key to success.

a Do not underestimate the worth of a wholesale agreement that puts the MVNO in the driver's seat.

amaysim 23
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