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PROVEN PROFITABLE GROWING

FIRST HALF COMPARISON @ @ @
1H13 1H14 1H15 1H16 Growth
$M $M $M $M 1H15 - 1H16
Revenue 5.8 9.5 14.1 28 99%
EBITDA 0.3 1.8 1.7 4.1" 141%
EBITDA Margin 5% 19% 12% 15% 25%
NPAT" 0.2 1.6 1.5 2.6" 73%

MBE invested an additional $4.2m OPEX in global customer acquisition 1H16 over 1H15
which is already delivering significant incremental revenue for FY16 and FY17

* Unaudited financial results for the half year period ending 31 December 2015. No changes are anticipated.



PROVEN PROFITABLE GROWING

FINANCIAL RESULTS FIRST HALF FY16 @ @ @
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PROVEN PROFITABLE GROWING

RECORD HALF YEAR REVENUE GROWTH @ @ @
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$25
53% growth on RECORD REVENUE GROWTH
previous half $28m up 99% 1H15 to 1H16
$20
‘ Q2 REVENUE
S $15 $16m up 33% on Q116
E
$10 ‘ STRONG ORGANIC GROWTH
Globally across the business
¥ ‘ DELIVERING GLOBAL SCALE
Leveraging technology to drive
scalable revenue
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PROVEN PROFITABLE GROWING

REVENUE BREAKDOWN BY BUSINESS @ @ @
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CARRIER BILLING M-MARKETING
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Carrier Billing acquisitions
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PROVEN PROFITABLE GROWING

INTERNATIONAL DIRECT CARRIER BILLING
REVENUE GROWTH ©©‘ @

$600,000

$500,000 GLOBAL CUSTOMER

ACQUISITION
Model proven in multiple territories
in line with stated strategy

$300,000
‘ INTERNATIONAL

TERRITORIES

$200,000 Existing agreements provide
scope for expansion of carrier
billing operations into a further 15

$100,000 I I I I countries — new agreements in

I I the pipeline
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GROWTH HIGHLIGHTS G

CARRIER BILLING M-MARKETING

1 4% per 1 %
month
International transactions
_ increased on average o Growth in quality customer leads delivered
since Jan 2015 o to our major brand clients

104%

Organic revenue
growth across

55% 56% the business

Growth of Growth of

_ global major monthly

Global transactions growth Global subscriber growth brand client campaigns
base delivered

Amual - PERFORMANCE
- MARKETING

Delivered $1.8m of 0

$2.1m annual contract _ _ (1]
o Growth in proprietary

(ASX 19 Aug) In just 5 and partnered

(45

Agreements with the largest carrier
groups in Asia with access to over
1 billion subscribers in SE Asia:

SingTel, Telenor and Axiata

months, demonstrating databases, delivering
ability to deliver quality e Al o seale O_
performance Y H

campaigns at scale
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PROVEN PROFITABLE GROWING

CASH AT A GLANCE @ @ @
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Amount
$™M
Cash at 08/02/16 $6.5
CBA UK Debt Facility (Available) $8.1
Drawn Down from Facility $5
Investment In Growth 1H FY2016 $14.3
Acquisition Payments $8.9
Accelerated Global Subscriber Growth $4.2
Clipp Drawdown $1.2

STRONG CASH POSITION AFTER GROWTH INVESTMENT

141% Revenue Growth and 111% EBITDA growth from the two acquisitions made in 1H FY2015
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SOME OF MOBILE EMBRACE'S PARTNERS
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SET UP FOR SUCCESS

I BUSINESS SENSITIVITIES

MARKET

Fluctuation in mobile
advertising spend, Effective
access to inventory,

business spend on mobile/
digital or consumer sentiment
Lumpiness that can come from
campaign sales or change in
spending patterns, changing
market conditions or technologies
that may impact access

Forex Hedging Strategies in
place

Cash conservatively managed

TECHNOLOGY

Competitive technologies

Risk that new technologies
emerge that impact competitive
advantage or market environment

Carrier support of billing
platforms

Carriers changing their support
for carrier billing of mobile
products and services

Programmatic Platforms

Use of platforms for
purchase/pricing of ad inventory
negatively impacting demand or
access for mobile advertising

COMPETITORS

New competitive market
entrants

Risk that new competitors enter
market with a similar business

Marketing channels, New
Product and Billing channel
performance
Non-performance of marketing
channels or disinterest in
products by consumers

Q00
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REGULATION

Regulation

Changes in rules around the
regulation of mobile products and
services and digital marketing

Restrictions in handset
platform access — e.g. Apple’s
current ecosystem

Handset manufacturers or mobile
platform developers restricting
consumer access to products and
services

13



SET UP FOR SUCCESS

THREE YEAR STRATEGY @ @ @
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. PERFORMANCE MARKETING

Launch MBE’s Performance Marketing
business into new markets to target,
measure and grow large customer
databases

DIRECT CARRIER BILLING .

Launch DCB to addressable markets
in SE Asia, Europe plus other target
markets (>1bn) with a simple,
seamless customer engagement and
transaction experience

MARKETING CHANNELS ‘

Increasing ownership and diversity
of marketing channels, expanding
customer reach and scale

‘ TECHNOLOGY
Enhance our technology assets to
further strengthen MBE’s competitive
advantage and drive scalable revenue




LEVERAGING TECHNOLOGY FOR GROWTH @ @ @
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NEW PROPRIETARY BILLING PLATFORM

. FASTER CARRIER INTEGRATION
From 8 weeks to a few days

. SCALES RAPIDLY WITH INCREASED SPEED
Amazon Web Services
Better customer conversion rates
Greater customer satisfaction

‘ INCREASES COMMERCIAL ROBUSTNESS
Enhances quality assurance

. LAUNCHES FEBRUARY FY16

15



SET UP FOR SUCCESS

GROWTH DRIVERS @ @ @
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P SCALABLE Highly scalable business requiring low CAPEX with
ll significant margin and free cash flow potential

CUSTOMER-  capitalising on the massive consumer shift to mobile devices
CENTRIC

i
‘ TECHNOLOGY Rapidly increasing number of businesses
| | | needing to leverage mobile for their customers

@ GLOBAL Exporting our Australian proprietary technology globally;

Opening the door to over 1 billion mobile consumers in SE Asia

@ PARTNERSHIPS Perfectly positioned to support carriers’ need to increase ARPU



IDISCLAIMER

- This presentation has been prepared by Mobile Embrace Limited (ABN 24 089 805 416) (MBE). Each recipient of this presentation (Recipient) is deemed to have
agreed to accept the qualifications, limitations and disclaimers set out below.

* MBE and its subsidiaries, directors, officers, employees, advisers or representatives (together, Beneficiaries) make no representation or warranty, express or implied,
as to the accuracy, reliability or completeness of any information contained in this presentation, including any forecast or prospective information. Past performance
information given in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an indication of future performance. The historical
informatiog in this presentation is, or is based upon, information that has been released to the market. For further information, please see past announcements released by
MBE to ASX.

*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 not to place undue reliance on such forward-looking
statements. Similarly, statements about market and industry trends, which are based on interpretations of current market conditions, should be treated with caution. Such
statements may cause the actual results or performance of MBE to be materially different from any future results or performance expressed or implied by forward-looking
statements. Forward-looking statements including projections, guidance on future earnings and estimates are provided as a general guide only and should not be relied
upon as an indication or guarantee of future performance. Such forward-looking statements speak only as of the date of this presentation.

*MBE disclaims any intent to, and does not promise or undertake to, update publicly any forward-looking statements or any other content of this presentation, whether as a
result of new information, future events or results or otherwise.

*This presentation is a general overview only, it does not take into account the individual investment objectives, financial situation or particular needs of any person, and it
does not purport to contain all the information that may be required to evaluate an investment in MBE. 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 MBE, nor does it constitute
investment, legal, tax or other advice. The Recipient, intending investors and their respective advisers, should: (a) conduct their own independent review, investigations
and analysis of MBE, and of the information contained or referred to in this presentation; and (b) seek professional advice as to whether an investment in the securities of
MBE is appropriate for them, having regard to their personal objectives, risk profile, financial situation and needs.

*Nothing in this presentation is or is to be taken to be a solicitation, offer, invitation or other proposal to subscribe for MBE securities. This presentation does not and will
not form part of any contract for the acquisition of MBE securities. The distribution of this presentation in jurisdictions outside Australia may be restricted by law and
persons who come into possession of this presentation in such jurisdictions should seek advice on and observe any such restrictions.

*Except insofar as liability under any law cannot be excluded, none of the Beneficiaries shall have any responsibility or liability for any 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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THE RAPID SHIFT TO MOBILE

The Challenge for Global Business

GLOBAL DIRECT CUSTOMER CONVERSION APP DOWNLOADS®
CARRIER BILLING®

$24.7 — 1 X% <
bn =) . .
- 208 102 billion
o Credit Card
bn — 1 / ..... H1E
mMee| © X ll..‘ PAONRY) 269 billion

2014 2019 Carrier Billing

ONLINE SALES® MOBILE USAGE® INTERNET ACCESS’

!

Check phone MOBILE 2 billion

85 times per day

DESKTOP
1.8 billion

Mobile Internet and Apps

5 hours per day

MOBILE

2014 *See p28 for sources



MOBILE EMBRACE HAS THE SOLUTION

We deliver an easy and seamless
consumer engagement and transaction
experience on any mobile device;

enabling ourselves and our partners to
reach and acquire customers at scale




WHAT IS MOBILE EMBRACE? (asx:msg)

GLOBAL MOBILE COMMERCE COMPANY

MOBILE MARKETING AND DIRECT CARRIER BILLING

OUR TEAM LEADERSHIP TECHNOLOGY EXPERIENCE

90 FTE mobile specialists in Led by founders (since 2005) Global-leading mobile Leaders have 70 years
Sydney, Melbourne, Brisbane, and managers holding technology stack combined mobile marketing &
NZ, Singapore, UK and Vietham substantial equity in MBE operator billing expertise

Earning revenue from

P Ny

PARTNERS CUSTOMERS

Paying MBE to acquire customers Paying MBE for digital products
on mobile devices on mobile devices

21
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WHO ARE OUR PARTNERS?

e Businesses who want to

o@D

REACH ENGAGE  TRANSACT EMBRACE

high volumes of customers on any mobile
device

 Mobile Operators wanting to increase their
average revenue per user (ARPU)

S -




WE ARE DIFFERENT

We have built a unique world-class
Integrated digital marketing and
direct carrier billing infrastructure

23



WE ARE DIFFERENT

MBE INTEGRATED MARKETING
AND BILLING INFRASTRUCTURE

Partners Media Trading Desk

Pay MBE to reach, engage & @

transact with Consumers

. : (‘ e
.
4
\ /
I ’ |

| Brands

Customer Analytics Platform

Premium Audience Targeting

Customer Acquisition Apps

Rich Media & Gamification

®

utilise

| GAG
Products MBE's L Lead Generation Networks
Corporates JRERISE
Publishers [EEEEEE Agnostic Mobile Payments:
Telcos 5 : L
Direct Carrier Billing
TRANSACT

Credit Card, Paypal

:.‘ Product & Customer Platform
()

Customer Lifetime Value
EMBRACE Platform (CLV)
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to

connect

with

[/

Customers

Pay MBE for digital products




SET UP FOR SUCCESS

I QUALITY PRODUCTS CO®0

REACH ENGAGE TRANSACT EMBRACE

A SELECTION OF OUR PRODUCTS

Subscription services driving strong annuity revenue

‘ MOBILE SECURITY

Virus and malware protection on your mobile devices

FITNESS

Manage your health and fithess with our fithess tracker

GAMES

Huge selection of quality games

EDUCATION

Educational games for students

SPORTS

Watch your favourite sport at anytime -



SET UP FOR SUCCESS
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I INVESTMENT IN CLIPP

. MBE’S INVESTMENT VALUE

Registered users have grown 350% since June 2015

@ CASHLESS MOBILE PAYMENTS
Available in 630 pubs, bars and restaurants with 150 already
offering amazing dynamic pricing deals

‘ ENABLING MASS VENUE SCALE

Fully integrated with 19 POS systems incl a large Restaurant specialist

‘ ON-PREMISE CONSUMER PURCHASE DATA

Captures data previously unavailable for the hospitality industry

SIMPLE

“Uber like” customer experience for the $42 billion hospitality industry

E

4:45 PM

Llipp

Hot Deals Nearby
0% =W W Wl

Ooff Earn Clpp Points Here |

|
I Vi spend s100 East Village Balmain
Deal Left

;i_:j

off

Min. Spend 580 The Flynn
3 Deals Left

) —

- 40%

Off

Min. Spend 585 Royal Oak Hotel
1

0000 Telstra 7 12:07

{ Nearby  City Hotel

; AN B
w 3

i 4 S
City Hotel
Bridge Rd, Richmond

PEND | DISCOUNT | OFFERS —

~ s
$45 | 40% | e

12

40% Discount
Activated

(3
a

Share / Split

$49.00 $51.00

CLOSE TAB
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SET UP FOR SUCCESS

I HOW CLIPP WORKS @0

. 3 dra ALF 442 pe i :
Telstra AU ¥ 4:21pm - Teh AU T 843 pm Telstra = 4:43 pm T % 67% W)

City Hotel

¢ Back Open Tab

— City Hotel

= Nearby A

Qﬁ Martin Place Bar o
Set Tab Limit

= s100

citibank™ >

Tab Card

Swine & Co Close Tab

Do you want to leave a tip?

The Flynn

York Trading Co

; 0% [10%  15% 20%
Bavarian on York
Tab Limit Tip: $6.50

Mojo Record Bar
Total: $65.00

citibank
. Barracks on Barrack

CLOSE TAB
The Lobo Plantation

Bulletin Place

EE The Rugby Club SO
o 7N ‘
. e — , \_ = 4
- - Point-of-Sale
find a venue set your limit flash your leave like you own
phone the place

Let us buy you a drink! Use Promo Code Download Clipp from

Here’s $10 off your first tab XT N 7 3 Available on the iPhone

at a Clipp Venue: [ App Store P> Google play

when opening your first tab



SET UP FOR SUCCESS

I STATISTICS SOURCES @ @ @
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The global mobile carrier billing market will grow to $24.7bn by 2019 (was worth just over $14.5bn in 2014)
Source: Ovum Report, Carrier Billing: Global Market Trends and Forecasts

' App download growth from 102 billion times in 2013 to 269 billion times in 2017
Source: BCG Perspectives Report, The Growth of the Global Mobile Internet Economy

M-commerce to account for more than half of online sales by 2018
Source: Goldman Sachs

Mobile usage - 85 times a day/5 hours a day: Nottingham Trent University (https://www.ntu.ac.uk/apps/news/180892-
15/People check their smartphones 85 times a day (and they dont even know theyre doing it).aspx)

More information and numbers on the m-commerce stat from Goldman Sachs: $204 billion in 2014 to $626
billion in 2018 (https://www.internetretailer.com/2014/03/10/mobile-commerce-will-be-nearly-half-e-commerce-2018)

There are now more mobile internet users than desktop/laptop (approx. 2 billion)
Source: Mary Meeker 2015 Report


https://www.ntu.ac.uk/apps/news/180892-15/People_check_their_smartphones_85_times_a_day_(and_they_dont_even_know_theyre_doing_it).aspx
https://www.internetretailer.com/2014/03/10/mobile-commerce-will-be-nearly-half-e-commerce-2018

