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Aconex Product Strategy

Rob Phillpot
SVP, Product & Engineering
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Customer: CIMIC Group Enterprise | Industry: Construction and Engineering

Location; Australia, New Zealand, Asia acone)(
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Delivering multiple sources of value to our customers

Why we do what we do
Our R&D engine
Industry trends and impact on product strategy for next 3-5 years

Major focus areas for 2016/17

Demo

clPelgle
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Why we do what we do...

(

Transform the way project teams work together.
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Make the process fairer, easier and more efficient for everyone. 27

beautiful spaces and buildings to work and play in
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Accelerating pace of product delivery — last 12 months

v Business support

Helped win Bechtel, Lendlease, John Holland, CIMIC, Southern Company, etc
Acquired Worksite — integrated

Acquired INCITE Keystone — integrated

Acquired Conject — integration underway

Packages: Significant development progress, early access deployment to UK1 planned soon. Bechtel excited and eager to use on real projects
prior to Jun 30th delivery. 1-1 demo’s and discussions with Bechtel going well

Linking: Development has started, very early stages still. The plan is resonating very well with current and potential customers

Mail Routing: First phases of this program have been delivered (Contextual Mail and Groups) with the team moving to automated distribution.
The plan is resonating very well with Aconex staff, current and potential customers

Mail Search Upgrade: Completed. Improvements to filtering, layout and speed. Significant architectural improvements under the covers to give
us a stable base for ongoing future enhancements

Document Contents Search: Currently indexing contents for all active projects Almost 1 billion documents. Early users are very impressed by
the depth and speed of the new feature

Mail User Interaction enhancements: Refining many interactions on the Mail compose and read screens to make the page more easily
navigable and clearer for users

Mail Approval enhancements: Display of ‘approved by’ watermark when the composer is also the Mail approver - adding consistency to the
watermarking. Also enhanced the approve/reject user flows

Supplier Documents to your own organisation: Allowing large organisations to manage submittals internally as well as externally to 3rd party
organisations

Qiinnliear Dariimont hiillk artinne: Allnwino Qiinnliar DAriiMant initiatare warkino with larce ciithmittale tn eacihy annlhvy rnmmentc and cithmiccinn
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Investing in product has multiple benefits

Financial performance

Growth in total revenue by regicn

CAGR 23%
Fmillions

ANZ

[ Americas

Fantastic customer outcomes

& BURNS b i =
@ N\ MSDONNELL" ' T=SLnm
443 & ] N EMEA
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225

leads to...

36.2

267

(247 FY13 F¥14 FY15

Increase investment in R&D

I 755
5 Total staff

it

vit CEENET T
npravements.
plus 30 han

198
R&D staff

/< WORKSITE

that produces
more...

"Hincite

which means
we can...

:m i | m: -
conject -
o Dev streams
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Key trends

What do we see happening in the market?

Technology disruptions — BIM, Field Processes, Security
Move towards Collaboration + Cost

People are sick of complex, hard-to-use enterprise systems
Move away from file management to data management
Desire for better corporate memory

Connect my systems for seamless data access

Creation and handover of a “Digital Twin”

e

Migration away from internal systems

OJOXOXOXOXOXC
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How we see the future of our platform...

Collaboration
between many
companies

Complex information
exchange between
many organizations

Improve the lives of our users in Construction & Engineering

Workflow & process
driven

Facilitating key
processes, including
cost & payments
with focus on user
experience

Field
focus

Optimise for
field specific processes

Insights &
early warnings

Help users understand
where they can do
better and what to

focus on

“Digital Twin”

Connected data for
better lifecycle
management

Tools for your job

The audit trail for the industry

Industry-wide network

aconeix
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Four main focus areas to dig into:

Connected Cost | |
Budgets, contracts, Insights & Reporting

claims & payments

BIM

Field & Mobile
& Connected Data

9 aconeix
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Connected Cost — now live

A significant program of works

* Now

Live on our US and Australian instances

— Four live preview projects
* Coming
— Launchin Q4

Contract management,
claims & payments development underway

aconex

E Documents

Flow Capacity Upgr. v

il Report

At Directory

Majestic Builders — Mr Patrick O'Leary Logout

Cost Management 4 Cost Worksheet

Cost Worksheet Filter by Control Account Code
Control Elements.

Schedule Activities

1000

Engineering Support - 1000

Actuals
; Procurement - 2000 1100-T2-LE
Commitments 1200.T2LE
ari Analysi B Construction - 3000 -T2
riance Analysis
oh & Office Building - 3100 1300-T2-LE
anges
Excavation and Backfil - 3100 1400-T2-LE
CONTRACTS Concrete Slabs/\Walls/Column 2000
Contracts Building Structure - 3100-D1-! 2100-C2-MC

Building Mechanical - 3100-D: 2100-C3-MC
Building Architectural - 3100 2200-M5-MC
Building Fire Protection - 3100 2300-M2-MC
2400-L1-MC
2400-L2-MC
2400-L3-MC
2500-E7-MC

Contract Changes

UTILITIES

Spread Time Phased Data
Import Time Phased Data
Close Reporting Period

Construction Management - 3

B Pump House - 3200
Excavation and Backfill - 3200
Concrete Slabs/\Walls/Column:
Building Structure - 3200-D1-!
Building Architectural - 3200

aconex

Flow Capacity Upgr. s

E Documents = Mail $ Cost At Directory - il Reports

b variance An alysis Current Reporting Period: 10/31/2015

Cost Approved Analysis = Cost and Schedule ~ @

$1,732,339.00
-5620 5

Procurement - 2000
8 Construction - 3000
Office Building - 3100
Pump House - 3200
Process Facilty - 3300
Site - 3400
General Reguirements - 3500

Cost Variance

Cost Variance Percent
Schedule Variance

Schedule Variance Percent
Variance at Completion
Variance at Completion Percent
Cost Performance Index
Schedule Performance Index

To Complete Performance Index

Majestic Builders — Mr Patrick O'Leary Logout

¥ Setup

Building Mechanical - 3200-D:
Building Fire Protection - 3200
AJG Piping - 3200-L1-SM
Walves - 3200-L2-5M

Fittings and Other Materials -
Rotating Equipment - 3200-M2

Construction Management - 3.

3100-A2-5M
3100-D1-5M

Current Reporting Period: 10431/2015

COST 22 View: Fixed CostSummary ~ @ €@ < B I} SsEo4dB

Upgrade

@ Engineering Support

Office Building
Pump House
Process Facility
Site

8 Procurement

Structural Steel - Equipment Support
Structural Steel - Steel

Ventilation - Packaged Equipment
Pumps - Rotating Equipment

Piping - A&G Piping

Piping - Valves

Piping - Fittings and Other Materials

Electrical - Power Line Equipment

= Construction

Approved Budge._.

Original

$1,225,950.00
$250,000.00
5145,800.00
$613,750.00
$216,400.00
$10,481,510.98
$329,608.61
52,499,079.84
51,794,012.59
$470,398.58
51,481,443.12
$957,936.80
$764,265.03
52,184,766.41
47,064,565

@ Construction - Office Bldg - Foundations

Office Building - Footings
Office Building - Bolts
Office Building - Beams
Excavation and Backfil
Building Structure

Building Architectural

$58,337.12
$9,443.18
$0,547.87
$1,051,871.37
$213,466.00
$34,542.06

Filter by Control Account Performance Metrics Pericd To Date At Completion Process Facility - 3300
; 3100-D2-5M
Approved Budget 54,356,392 37 $17,337 396 62 $33,354 52554 Site - 3400 W
Earned Val 1,111,379.85 3,282,354.29 33,354,525.54 £ 2 =
Engineering Support - 1000 arm ue #1111, #3252, $33,354, r
Actuals $3,634901.26 $33,354,525.54

Y

o]
1.00
1.00

10
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W

One in two projects have
more than 10% cost overrun

0 )\

But it’s easy to understand
why it’s difficult...




The GC/PM has to manage many subcontracts...

12

Jr Downstream x 1 Each element of work includes:
1.

2.
3.
Upstream x 1
4 lDownstream x 100 4.
e 5

. Monthly claims & payments Subs claiming work done and

. Forecasts Keeping track of what *might* happen

Budget How much did | think I'd spend?
Contract How much have | agreed to spend?
Change Orders / Variations

Changing the contract from time to time
Letting Gain / Loss How | am tracking?

getting paid for it

[ Package
100

y

Upstream x 1

Downstream x 2

acone:
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How | am tracking? Will | make a profit?

Packages Budget Contract Letting Gain / Loss
What elements of work do | How much did | think | How much have | How am | tracking
have to do? would spend? agreed to sp% compared to the plan?
\/ \/ L Letting Unapproved Forecast
Approved Adjusted | Gain/ |Claimed Paidto Costto | Changes&  Costto
Item Work Package Status Budget Contract Changes Contract| Loss |toDate Date Complete| Forecasts Complete
001-1 Excavation Let - ABC Excavations 1,500,000 1,600,000 0 1,600,000(-100,000| 245,000 245,000 1,355,000 250,000 1,605,000
001-2 Piling Let - Pilingco 2,300,000 2,150,000 100,000 2,250,000 50,000| 130,000 0 2,250,000 0 2,250,000
001-3 Formwork Out to tender 1,865,000 0 0 0 1,865,000 1,865,000
001-4 Concrete Out to tender 877,000 0 0 0 877,000 877,000
002-1 Electrical - 2,145,000 0 0 0 2,145,000 2,145,000
002-3 Mechanical - 3,400,000 0 0 0 3,400,000 3,400,000
003-1 Contingency - 2,000,000 0 0 0 2,000,000 2,000,000
14,087,000 3,750,000 100,000 3,850,000| -50,000( 375,000 245,000 3,605,000/ 10,537,000 14,142,000

Upstream Contract 14,087,000

Variance -55,000

Change Orders / Variations Claims & payments Forecasts
Changing the contract from time to Monthly claim for work done and Keeping track of what
time getting paid for it *might* happen

13 aconeix
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Reporting — insights

Move from data reports to cross-project insights and analytics

aconex Hotel VIP v Majestic Builders — Mr Patrick O'Leary Logout X Help

Portfolio Majostic Towers Varations Performance

C u rre nt . | VIP ~v Majestic Builders — Mr Patrick O'Leary Logout F Ut u re e

* Timetrame: Al Teme * View by o | * Seloct Organ

. s & Mail 5 Tenders Workflows % Supplier Dt “ . ?Ii
“What is my past performance?” T Should | be worried
“What might go wrong?”

”W h at h a S h a p pe n e d ?” ~ View by organisation = Select Discipline n

Majestic Towers - Viaration performance

.~ 7 SEECITTEpoT [ T Variation Activity Variation Requests Response Required Av. tame 10 close out Av. Response time Touches
Majestic Towers - RF| Process Start s et

B - BNl oD
Project code: 95832126
20 Oct 2015 Receved .

Most overdue workflow documents Location: Sydnay, Australia . n I

% : a E om

No. of overdue documents per organi RF1 Activity RFI - Unresolved Response Required Pendng  Approved  Remcied

A Toree e et W Av. b 10 vt rwsponne As rumer of Soucres
4.8. %% 1.7 5 B
. Sy s e ~

At 10 chne OuF Sov. \atraround Wme Ax. tmmo Ir each Wuch

4 o v o 95a o 11M v -

Recaived Sent Overdue Not dus yet Recaived Cost Top 5 discipines Top 5 packages Av, time 10 ciose out Av, Response time Touches

- —— P el
$67 000 et 4.8 dnys | Sidadeter) t7days R 5
WIP Group ' . — e o
f == ssreoes I A Vo 10 RS O Ad hamanosnd Ume < thuhm“d“
forrre] = 4 days 9.5 cays ¥s
‘mEEpIDe Archiecture —_ ~ Enzice /\_7\_ /\ . Vs WS aErTved = F i 4 A
E - /___7__7_ g ) $35.000 ey 1 s i [
E .
é Meeds response Rasponded - o ]
] N P
= Feng S Action: Respond Perormance Pestormance
Majestic Builders Received - Top 5 A v 15 feal respoese
o — 1.7 days 3
Magic Co . "_, s 5 1.7 days 8
Concrete Inc [ | s 2 «“ R I d H b
; A tumaround e A A A
Z:naﬂ\f::rrjm -I ] 9.7 days epo rts ets U S 0 O U r JO .
9 PR [ S——
o n |t ddoys 9.7 days 4 days H H H 1
Organization & Document number redictive analytics increase the value
Enzice Consulting F-6003

o [of reports] by an order of magnitude”

F-8001 10 Jun 2015 205 Fire Services Shop Drawings WF-000030 Fire Services
review

— Data Scientist, Bechtel
Mr Ali Jabran [

y aconex
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Connected BIM

Development status
e Complete

Asset linking for handover
RFIs linked to model
Managing clashes
Viewpoints & sectioning
Better access control

BIM Mobile on iOS & Android

* Underway / next up

15

PAS1192
* Model statuses
* COBie export
* Mobile document linking
* Viewer enhancements

Intelligent asset tagging

connected O BIM

Breeze Towet

Architectural

17 el 2008 On Device

Blectrical

17 Fal 0N Update Mastsbie

Lighting

17 Fed 20% On Dworce

Mechamncal

aconex

World Games «» Majestic Builders

ki Documents & Mail T Workfic

Model Stacks W, Comments

[+ |
impar il
11 il
clash 1 Open »
Brad Pee Emar
SMC 1 Object selected All displayed Resohed
Abdul Hussain Emar
selected and hidden Active @
ddavie@aconex.com lssue o 7 H 14
You're on exactly the right track.
Space.1.19 : Pipe Shaft[299] Open &
Patrick OfLeary Emar UK based client
Space.3.2 : Technical[401] Open @
— Zrrar
Comment Dates out of order - should be sorted asc.. Open »

aconeix
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Field & Checklists

Bathroom Waterproofing 26%

Internal areas that need to be waterproofed including bathrooms, shower
recesses, laundries and toilets.

Development status

2 Week
* Completed recently Drill Inspection . 2 oSks 20

Yesterday

Wed July 22, 2014 PM

— Multiple photos for defects A X0 KGRI

2 Protective cover

Land surtice ehevation

uilding 02 - Level 03 » Unit 302 : Bathroom 1

Open
|I1F"I'CFQ]I'ESS . >

— Custom issue fields
— SSO/2SV security options
— Field APIs for integrations

e Aca prosecdon? [ [Yes [ [No
P2 Hypeidmensions
Surtace Seat [ Concrete ]

S Mateny between well casing and
DIOGACTve COver

Skatch of Surtace Comoletion 6 Ay sedt Geanuiar dentonite

° U d / t 1 - | Bertorite slurry
. ’ L | Bentorste 1

naerway / next up et el k9 Rb5p) e s

7 Beotonte weak [ Granular beetone
Bertonte 301, 00 L ft msl | L_| Bentorste petets neh
L | Bantonte chips och
Other

Frre sond %0 nogs/ fmyd quare? N/A I_]
8 Fire 830 Manufactures D

— Complex forms

U
>

— Better offline experience

(e

P pock, 19 —_Abg8! A I “Field is becoming the standard across

9 Fiter pach. Marufacture

" all of our projects.”

— Checklist categories

Scenpontop ______RBTOC/_____Nmsl

. |
— Pin the plan , N 10 Wet casog
P ot S i N} w1 Ivan Marinovic, Business Systems Manager
oy Outside dameter |
Fitee pack, boliom fnbgs/ fmsl | = msdegamete __| Hacer Group

11, Screen matendl

Boretoie, botiom Rbgs/ R msl | Tioe

| ] Marutacturer
_ \ \., St e in -
16 aconex
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The Venetian Hotel & Resort, Macao

3 concrete trucks

per minute at peak
Doc controller Architect

receiving . inspecting for
updated drawings ‘

2,000 person capacity,
3-storey site shed

Supervisor pouring
concrete to
“latest” drawings

Supervisor
completing
inspection checklist

=

~= Participating organizations 290

*{ Users 7,873
dimensions | Total mail transactions 19.9 million
& raising RF 3 Total drawings/controlled docs 9.5 million

aconeix
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Project Manager
“How am | tracking?”
“Should | be worried?”




In conclusion...

We deliver multiple sources of customer value

18

Timely access to rich, complete and accurate data

More timely and informed decision-making

Greater insight into potential problems
Improved safety

Lower risk
Increased project confidence

We are here to
change the
industry

We have huge
} credibility and
momentum

Which means we
can invest more in
R&D

L

Better customer outcomes J

aconeix
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Project name: John Holland Enterprise | Industry: Residential & Commercial

AV 4
Location: Australia, New Zealand and Southeast Asia acon el\
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Regional Markets

Paul Perrett
Chief Operating Officer
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Customer: CIMIC Group Enterprise | Industry: Construction and Engineering

Location; Australia, New Zealand, Asia acone)(
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Four regionally focused businesses, supported by global sales and service
delivery infrastructure

EA
K Sale
Serv

£ :;‘
f PO\ O

S =
ice=
W
O
s x:— Y

53
78
O

Asia

Sales =26
@ | Service= 20
AR

Americas
Sales =35
Service=21

Middle East
Sales =16
Service=21

Head Office* ANZ
Sales =20 Sales=31
B  Regional Head Office D Service = 39 Service = 29

@ Sales & Service Office

*Melbourne, Bangalore and Global Contact Centre

‘L ‘.
-

47 Sales / Service Americas ME EA Asia ANZ
Locations Worldwide 12 5 11 12 7

21 aconeix
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Structured and consistent approach to global sales organisation and processes

Key strategic initiatives

Solutions DNA
Enablement initiative to more effectively align with
customer problem / solution requirements

Key Account Program
Effective targeting of large enterprise customers

Demand generation Structured and analytical approach to demand generation, aligned to regional strategies

Opportunity management Structured opportunity management process in Salesforce.com

Order management Integrated and advanced opportunity to order management process

Account management Well developed account management practices

In-depth reporting Sophisticated reporting and in-depth data analysis across all functions

Insight generation Significant focus on generating and leading with customer insights

2 aconeix
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Aconex service delivery — a highly scalable function, which continues to be a
key competitive differentiator

Global scale and reach

Users Staff Project activity Help & Support (1 year)
1.3m total users 208 staff across 47 offices 841m docs registered 4,262 projects impl.
4.4m project users 1.2b mails 106k support cases
200k new users 1.1m unique page views
Scalability & consistency Capability development Key account strategy
initiatives
e Continued investment in Online e Solutions DNA initiative * Dedicated engagement
Help —e.g. ‘in-app support’ e Team structure and career path Managers
* Centralised provisioning (additional roles) * Drives account uplift and repeat
. Templating implementations * Competencies and role matrix business
 Expanding 24x7 follow the sun * Product specialists * Global approach and
Global Helpdesk offering * Leveraging Conject cost methodology
capability

3 aconeix
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Regional themes

24

Focus on building
and leveraging
growing global

network

Focus on complex,
high value projects
(i.e. infrastructure)

Rigorous approach
to market
segmentation, with
highly targeted GTM
strategies

Continued drive
towards securing
enterprise
agreements

Ongoing leverage of
centralised assets
and alignment in
global processes

Regional strategies
supported by
integrated approach
to marketing, sales
and customer
service

aconeix
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Americas Business Overview

Chris Dobbyn
SVP, Americas

Project name: Burns'& McDonnell Engineering Compan
| - - Eneray & Rsounées | Logat ~ aconex
Industry: Construction, Infrastructure, Energy & Resources | Location: North America VAN

W SSET L [P b T T 1T




Large, relatively underpenetrated market ready for transformation

Large underpenetrated market opportunity

Strong growth with significant customer wins

Burns & McDonnell

Focus on accelerating momentum in heavy engineering and expanding in building sector

@ Industry trends > Signs of change and openness to collaboration opportunity

2% aconeix
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Focused on securing relationships with influential customers

Canada USS0.3t Strategic overview

— Infrastructure (P3s)
—  0&G & Mining

* Secure and drive network adoption
through Americas-based global market

United States USS$1.3t leaders

— Global Owners & EPCs

— Infrastructure (Agencies & EPCs) o o
—  Building (GCs) * Accelerate existing momentum in tier 1

heavy engineering sectors

Mexico USS0.2t —

Mexico

— Leverage Mexico City Airport
— International EPCs

LATAM USS0.2t

— Infrastructure

* Expand into tier 1 vertical building

sectors
— International EPCs

Market size = construction output per annum — Global Construction 2030

2 aconeix
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Significant customer wins driving momentum

Half on Half Financial Performance?
AS millions

10.0

Revenue up
51%

Contribution
up 600%

1.5
(0.3)

1H FY15 1H FY16

B Revenue? B Operating Contribution

L All financial information is based on core operations
2 Constant currency revenue growth rate: 31%

28

Key FY16
enterprise wins

EPC/PM
S BURNS
\\MEDONNELL
e \“R
\““c-.:w:'

FLUOR.

Owner

.

VALLEY
METRO

/e

Energy to do more®

Key FY16
program wins

EPC/PM
* Austin Industries: SFO Airport (US)
* Dragados: California High Speed Rail (US)
* Parsons: Orange County TA — 1405 (US)

* CH2M: Water treatment plant (US)

Owner

* Houston Airport System (US)
* Caltrain: Electrification modernization (US)
* Vale: Voisey’s Bay nickel mine (CAD)

* Tesla Motors: Battery factory (US)

aconeix
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Industry transformation is underway, which creates opportunities

Market (end user)

Projects

Technology

Competition (contractors)

Consolidation

Shifting business models

Generational change

29

* Increasing portfolio size and
diversity

* Increasing project scale and
duration

e Alternative delivery models
(P3 and design-build)

2D -> BIM

Documents -> data

Saa$S and mobility

Security requirements

Platform v point solution

acone:
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Case study — Burns & McDonnell enterprise agreement

Current Status

Background Aconex Engagement Profile
* #1 design firm in the power sector * Nine months from first discussion .
through RFl and pilot to 3-year .
* Highly profitable with revenue > enterprise deal
USS1b per annum .

*  Multi-disciplinary firm with 11
business units: engineering
consultancy, project and
construction manager

N
BURNS“'IEDONNELL,.

30

Nearing completion of rollout

Already >50 projects and 1,300
users on the platform

Significant opportunities from
network effect

— Five programs, >S1b each with
leading owner / operators across
utilities, O&G and chemicals

— Programs expose Aconex to T1
owners and contractors

Great partner providing proactive




Two key focus sectors with defined strategies and targets

Sector and Strategy

Targets

Key Regional Initiatives

Heavy Engineering

Build on significant success
with owners (private and
government), project
managers and EPCs

Global leaders
* Owners (Exxon)
 PMs (AECOM)
 EPCs (Fluor)

Large national / regional

* Owners —agencies and
utilities, e.g. DOTs

e EPCs/ contractors

Building

Leverage opportunities in
USS135b! market

Commercial, health and
education
* Owners (developers)
* General contractors

I Construction output per annum - Global Construction 2030

31

Expand sales coverage

Drive network expansion through
recent enterprise wins

Enhance platform positioning through
new product rollout

Expand brand awareness and demand
generation

acone:
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Key initiatives to support growth opportunities

Drive demand with sales coverage Expand network through Enhance platform positioning
and brand awareness enterprise wins through new product rollout
* Increase geographic spread Significant recent wins * Deep process solutions
* Bechtel (Key for heavy engineering)
* Deepen key account focus * Fluor
e Burns & McDonnell e Connected Cost
* Expand pre-sales consulting (Key for building sector)
* Leverage network effect to sell
* Increase investment in marketing in to new accounts * Reporting / insights
* Support existing enterprise e Security — FedRAMP
customers and their project (government)
partners

3 aconeix
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Large, relatively underpenetrated market ready for transformation

Large underpenetrated market opportunity

Positive progress with significant customer wins

Signs of change and openness to collaboration opportunity

Focused on accelerating momentum in heavy engineering and expanding in building sector

3 aconeix

IIIIIIIII 11




Project name: Colorado Department of Transportation (CDOT) | Industry: Road & Rail

\Y 4
roject size: million | Location: Colorado,
Project sizer Us$500 million| Location: ColoradggUsa aconex
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EMEA and Conject Integration

Henry Jones Cesar Flores
SVP, EMEA, Global Accounts COO, EMEA

| M:N”W”HHUHIHmuu o

Project name: Al Farwaniya Hospital expansion | Industry: Health'and/Education

Project size: USS928 million | Location: Kuwait acone)(




Significant transformation underway following Conject acquisition

@ Conject integration > Deliver on acquisition objectives

@ European markets > Continue to execute targeted regional strategies

@ Middle East markets > Maintain dominant position

36 aconeix
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Conject reinforces Aconex strategic focus and core strengths

Q Consolidate Aconex
global leadership

9 Enhance our product
and sales capabilities

@ Addsignificant scale
and operating .
leverage

1In the construction collaboration sector, by revenue

37

Extend market leadership in Europe?

Strengthen customer base in Germany, UK, France
Strengthen top 500 owner and contractor network
Expand global user network

Add experienced local leadership and sales team
with deep industry experience in cost control
sales and delivery

Extend product depth and IP

Leverage BIM penetration in UK and other EU
markets

Consolidate leadership position in Middle East and Asia
Leverage product and operational synergies across
broader market footprint, increasing margin

Broaden product growth through upsell opportunities
- e.g. BIM and Field

Aconex growth strategy

1. Grow the network

2. Expand product breadth

3. Drive scale

aconeix
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Conject adds significant revenue and aligns with the Aconex model

Historical Conject revenue? High forward revenue visibility Conject CY16F revenue by geography

AS millions
Conject CY16F revenue Aconex CY16F revenue
contracted at 31 Dec 2015 contracted at 31 Dec 2015

o
III @ )

CY13 CY14 CY15 m Contracted m Uncontracted m Contracted m Uncontracted B Germany ®UK ®France  mOther

1 Converted from EUR to AUD at exchange rate of 0.677.

33 aconeix
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Conject integration tracking well and all very positive so far

Customers
A positive response

Employees
“Hearts and minds”

Operations
Well resourced plan

39

Provision of ongoing support for
existing Conject customers and
projects

Alignment of platform
functionality tracking well

Active engagement and
interaction with key customers

Positive response to additional
resources, scale and services
that combined businesses
provide

Significant focus on “hearts and
minds” e.g. town halls,
retention plans, communication
and transparency

Key staff engaged and excited
about the future

New “combined” leadership
structure rolled out and
working well

Sales leadership team
“inducted” in Melbourne

Leveraging Conject Expertise -
e.g. Cost

e 14 streams including IT
infrastructure, HR, sales
operations, communication,
product, etc

e UK has moved ahead of
schedule to Salesforce.com

* Finance team working on
reporting and finalizing FY17
budgets

acone:
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Aconex is now the market leader in Europe

* Second largest construction market after Asia?

* Home to four of the world’s 10 largest construction
markets in 2014, respectively?

e European contractors account for 50% of revenues of

UK & IRELAND top 250 global contractors?

&

*  Market leader in Germany and UK — large, developed,
early-adopting, influential markets

4

b

REST OF EUROPE

i e Solid foundations in France and Russia —emerging
‘ construction collaboration markets with good potential
e Other markets are providing growth opportunities —

Spain, Italy and Turkey

MIDDLE EAST

1Global Construction Perspectives and Oxford Economics, Global Construction 2030, November 2015 —5. Germany, 7. UK, 8. France, and 10. Russia
2ENR 2014 Top Global Contractors Report

n aconeix
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UK and Ireland — continuing to build on our dominant position

Market environment

* Mature collaboration market

* Leading the way in BIM globally

* UK construction growth stronger than the rest of Europe

* Recent uncertainty around the UK membership in EU is
UK & IRELAND

delaying investment
 Significant infrastructure investment required and

planned in UK —e.g. HS2

Key Focus Areas

* Engage with key accounts: Mace, Lendlease

* Leverage scale and market presence to increase market share
* Apply learnings from Aconex ANZ

* Roll-out Connected Cost

" aconeix
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Germany, Austria, Switzerland (DACH) — a very large advanced market

Market environment
* Central European construction growth is mixed — Germany is leading
the way with 1.5% YoY forecast until 2020
* Significant infrastructure investment required in Germany (€265b to 20301)
— Opportunity to drive growth )
e Strong presence in retail and finance sectors ’ ,
Focus areas }'ﬁ
e Continue to grow presence in public and residential sectors x

* Target infrastructure sector
."
1 “Bauwirtschaft im Wandel - Trends und Potenziale bis 2020“, Roland Berger & HVB
A\Y 4
. aconex
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* Deepen relationships with Big Focus 500 industry and
construction companies

* Increase “hunter” sales capacity and capabilities




Rest of Europe is underpenetrated and has great potential

Market environment — France

* Low penetration of collaboration software
* Slow economic growth

* Real estate market contracted 15% in past two years but large new projects launched in 20164
* Home to large international construction companies (e.g. Vinci and Bouygues)

REST OF EUROPE

<

’,

Market environment — Russia
* Difficult political and economic environment
* Huge potential for infrastructure projects, dependent on economic recovery

Market environment — Other European markets (Spain, Italy and Turkey)
* Home to large international construction companies
(e.g. Dragados, Salini Impregilo, Astaldi, Limak, TAV, etc.)

Focus areas

* Large construction companies in France

* Leverage existing Field customers

* Maintain presence and collaboration leadership in Russia

* Target large international construction companies in Italy, Spain and Turkey

1 Conject customer research, 2016

I aconeix
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Sustained growth opportunities in the Middle East

Market environment
* Lower oil price and stability concerns tempering project spending
— Some big projects have been postponed (e.g. Oman Rail)
* Investment as a result of Qatar World Cup and Dubai Expo 2020
* Investment in social projects, transport and infrastructure as population grows
* Diversification from oil
e Activity growing in Egypt

Focus areas

* Key markets of UAE, KSA and Qatar

* Ongoing integration of the Conject team

* Continued increase % of enterprise deals

* Key agencies, e.g. MPW, Qatar Rail

* Key developers, e.g. Aldar, Meraas

* Key contractors, e.g. SBG, Samsung, Hyundai

aconeix
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Case study — Qatar Rail Program

Background

Aconex engagement profile

Current status

45

US36b rail program, one of the
largest infrastructure developments
in the Middle East

Project team of design, engineering
and construction firms across
multiple countries

Large, complex project with public
visibility

Challenging schedule with firm
deadlines

L

RAILU— HI

Online collaboration platform
configured in consultation with the
program team

Process control and structured
communications in a multi-company
environment

Automated workflow engine to
track review and approval processes
Single source of current status, with
an audit trail of all decisions and
actions

Fast implementation

High reliability

One standard channel for program-
wide communications

Document control within a
comprehensive project information
management platform

aconeix
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Significant transformation underway following Conject acquisition

@ Conject integration > Deliver on acquisition objectives

@ European markets > Continue to execute targeted regional strategies

@ Middle East markets > Maintain dominant position

46 aconeix
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aconex

Project name: Al Zorah | Industry: Residential & Commercial

Project size: USS1.6 billion | Location: Ajman, U.A.E.



ANZ Business Overview

Paul Perrett
Chief Operating Officer
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Customer: CIMIC Group Enterprise | Industry: Construction and Engineering

Location; Australia, New Zealand, Asia acone)(
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Transforming the Australian construction industry and cementing our position
as the industry standard

Strategic overview > The power of the network

Results Strong new customer acquisitions driving growth

Focus segments Deepening penetration

Enterprise deals Delivering value to our enterprise clients, now and into the future

Construction
Technology Summit

O OO OO

Leading and shaping the ecosystem

49 aconeix
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The power of the network

50

Strategy overview

Continue to drive penetration in core ANZ
market

Further embed Aconex in key enterprise
accounts

Expand “share of wallet” via adoption of
new product set

Continue refining sales model using a mix of
key account selling, inside sales, account
management, and sophisticated marketing
operations

Remain the regional benchmark for quality
and efficiency of service delivery

Develop ecosystem to cement central
position in the industry and to foster future
opportunities

Powerful network

34,990 Companies
15,255 Projects
326,439 Users

524
N\ &/

Unmatched capability

Seven ANZ offices with 60 staff
Sales 31
Service / Support 29

acone:
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Ongoing conversion of customers to enterprise agreements
15 new enterprise agreements over FY16

ANZ enterprise customers’

Account type Enterprise customers e , , ) .
Significant opportunity remains to drive enterprise

Contractors 55 agreements, particularly with contractors

Developer / Owner o1 * 36 of the top 100 contractors are Aconex

Consultant / PM 14 “enterprise” customers’

Total 120 « 86 of top 100 are paying customers

(opportunity to convert)
* Six new corporate contractor customers in FY16

I Enterprise customers have either a framework or corporate agreement with Aconex for their portfolio of projects
2 Aconex analysis

51 aconeix
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Strong growth in revenue and profitability driven by new customer wins

Half on Half Financial Performance

SA millions New Enterprise Agreements

Revenue 23.9 ﬁi CIMIC NC(t

up 39%

CONSTRUCTIONS

ZFletcher

Contribution
up 47%

11.6

WMUIMISTRY O
HEALTH dyldan::. built for life

1H FY15 1H FY16

MARATD HALORA

B Revenue B Operating Contribution

Contribution Margin =71%

Note: All financial information is based on core operations.

52 aconeix
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Focus segments to drive further penetration

Major infrastructure projects

Conversion of additional mid-market contractors to enterprise agreements
Large established long term asset owners - local councils, utilities and retail
Operations phase of major E&R programs

International developers and EPC firms

OMOMONMONG

53 aconeix
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Proven ability to drive adoption and value for our enterprise clients

54

Enterprise account snapshot

* 120 managed accounts supported by a dedicated
team of 11 account managers

e 2,000 open / active projects
e Highly “sticky”
* Predictable and significant revenue contribution

Account management objectives

* Ensure the commercial and operational success of
the engagement

* Drive longevity of partnerships
* Enhance uptake of additional products and services

2015 Network Activity — T1 Contractors
(Enterprise Customers)

6.5 million mails in 1.4 million threads,
12,880 organisations, 521 projects

aconeix
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Unlocking insights from Aconex platform data to transform business processes

Integrated platform supporting Process efficiency curve across the portfolio of a major contractor
end-to-end process delivery

Project
Data

: Transmittal Management @ 10 Daysl

"= Requests for Information @ 8 Days I

Site Instructions @ 4 Days |

Scope Change Management @ 8 Days I

Design Management @ 10 Daysl

Variations @ 15 Daysl

Reporting

0 ) 10 15 20 25 30 35

Process Turnaround Time (Days)

An integrated project environment enables measurement and focus on process efficiencies across projects.

55 aconeix
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Innovation landscape — more than 50 Australian construction
focused technology companies

Information Management Cost Processes Mobility / Field Operations Phase
15 companies 8 companies 15 companies 14 companies
Project Estimating Site Tools Building Automation /

Management Smart Buildings

_ Job : Property
Collaboration Management Inspections Management
Payments / . Asset
PDF Mark-up Progress Claims Compliance / Safety Management
Find Work / EOI Mining Drones ety
Management

56 aconeix
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‘ ﬁ'OR 1A
State
Government ' ' I I .

v
AUSTRALIAN
//// CONSTRUCTORS FMn
ASSOCIATION

Digital innovation transforming construction

Construction Technology Summit 2016 connects Australia’s contractors, developers and consultants with leading Australian digital
construction technology innovators and will explore how the construction, infrastructure and asset management sectors will be
transformed by the next wave of digital innovation.

Co-hosted by Aconex in partnership with the Victorian government, the event features an industry summit (including an expo
featuring leading digital innovators) with a start-up day exclusively reserved for digital technology innovators.

Aconex strategy — leading and shaping the ecosystem
v Engage with 30 plus emerging technology companies

v Connect the ecosystem

v Engage government, industry and thought leaders

v" Identify and foster future product partnership opportunities

57 aconeix
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Transforming the Australian construction industry and cementing our position
as the industry standard

Strategic overview > The power of the network

Results Strong new customer acquisitions driving growth

Focus segments Deepening penetration

Enterprise deals Delivering value to our enterprise clients, now and into the future

Construction
Technology Summit

O OO OO

Leading and shaping the ecosystem

5 aconeix
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Asia Business Overview

Paul Perrett
Chief Operating Officer
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Project : West Kowl Cultural'District | Industry: Residential & C ial
rOJ.ec n.ame es ovv oon Cu gra istrict’| Industry: Residentia ommercia acon -
Project size: USS2.8 billion | Location: Hong Kong VAN
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Asia accounts for 41% of all global construction?

Regional market footprint — three key markets

Profile of the Asian construction market

} « Over USS$4b in construction - 41% of total global output!

* Home to three of the top four global markets (China #1, Japan #3 and

North Asia India #4) and several other large markets including Indonesia and Korea
(Japan and Korea)

* Key high growth markets of China, India and Indonesia

—  International EPCs * 95 of top 250 global contractors are from Asia? and have an increasing

influence in global markets

* Heavy investment in infrastructure

China
(including Hong Kong)

, . Strategic intent remains and is evolving as we execute
- Tier one and two cities

—  Targeted segments

* Elevated strategic focus on China - a must win market

South Asia _ - -
(ASEAN and India) International projects * Driving deeper in Singapore and Malaysia
—  Megaprojects * Actively targeting international investment in Indonesia

* Continued focus on cross regional opportunities
— Global North Asia EPCs
— Regional oil & gas projects

—  Largest R&C developers

—  Chinese influenced international projects

L Global Construction 2030, Global Construction Perspectives and Oxford Economics
2ENR Top 250 Global Contractors

60 aconeix
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Building the platform to capture large long term market opportunity in Asia

Strategic overview

Results

China opportunity

One Belt, One Road

OO OO

Case study

61

Focused regional strategies to deepen penetration and adoption

Strong new customer acquisition in all markets driving growth

China critical to our long term growth and global market position

Infrastructure investment of unprecedented scale

Delivering value for Klang Valley Mass Rapid Transit Project

acone:
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Strong new customer acquisition in all markets driving growth

Half on Half Financial Performance
AS millions

Revenuel 6.2
up 29%

Contribution

up 25% 0.7

0.5

1H FY15 1H FY16

B Revenue B Operating Contribution

Contribution Margin =11%

China

ArEze o 4

D SWIRE CNPC tEgmms

Note: All financial information is based on core operations
1 Constant currency revenue growth rate: Asia 14%

62

South Asia
Kempegowda
INTERNATIONAL
AIRPORT
BENGALURU
North Asia
- 5 'D{ HITACHI
' nspire the Nex
E&C . .
OBAYASHI SK Sumitomo Corporation

@ HYLURNDAI | 5y e, o 2 JFE Engineering Corporation

aconeix

U N L I M 1 T E D II



China critical to our long term growth and global market position

Size of the market

Chinese investment in international
projects

Global importance of Chinese
construction / EPC firms

e Largest construction market in
the world (SUS2.1t)?!

* Accounts for 21% of total global
construction

* Housing sector slump, but
infrastructure outlook strong

1 Global Construction 2030 (Global Construction Perspectives and Oxford Economics)
2ENR Top 250 Global Contractors

63

* As domestic market has slowed,
aggressive shift to overseas
investment focus

* Chinese property developers
active in Australia, Canada,
Singapore, US, and UK

* G&I / E&R focus on developing
markets
(i.e. OBOR, Nicaragua Canal,
Africa)

Increasing influence on major
global infrastructure projects

China has the four largest
contractors in the world and
seven of the top 207

Deliver in excess of SUS100b
annually in work outside China

aconeix
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One Belt, One Road — infrastructure investment of unprecedented scale

Hamburg

One Belt, One Road

Rotterdam
China has experienced unprecedented growth, going from an inward-looking
Renminbi trade agricultural country to a global manufacturing powerhouse. ‘One Belt, One Road"
In OK‘UEE’ aou IKAZAGCTAN creates a land and maritime link to China’s developing neighbours and beyond
. . . e 1 Fﬂ(am ecame the and their demand for Chinese-made products and materials.
600 ts identified
country to issue
projects identifie o
guvz‘en:r':\etnt debtin mu.‘w"la::mka Monthly ity utilisati Chinese photovoltaics manufacturers’
orethan twice 80% utiisation rate is a generally production capacity vs demand
subscribed — Istanbul recognised benchmark PV demand — Tier-1 production capacity
Madrid Pireas Ankara — China — North America
s TURKEY
Cross-border RMB settlement amount 70000
— Proportion of RMB settlement in intenational trade
3,000 (yuar ()30 23
0 uBvA
7 T
2000 EGYPT Jan2010 Jul 2015 2008 15 16 17
Karachi
1500 1 SAUDI ARABIA b FREE
. 1,000 10 e North China cement production (Jan-Sep) China raw coal production
Ve r I n Va u e 00 05 Shwe . Pacific Ocean Production Growth rate— M Production Growth rate—
gas feld Nong Khai oo T
2012 203 2014 D SUDAN 8 (billion tonnes) )12
- Map Ta Phut
DS PHILIPPINES
NIGERIA
GHANA soury  /69stiga, s Colombo
D'IVOIRE &-LP.TE »{: ;Z SUDAN ETH:DPIA Ogaden SRILANKA
L= 3, calabar
Tema lagos O CAMEROON oo Hambantota
2500 SOMALIA
- Kribi S MALAYSIA
KENVA g Mogadishu
Libreville dhe Kasese 2006 2013
GABON b MALDIVES
Kigals
o 2014 6DP of countries (US$b) . . . i &
' AN SEYCHELLES P
Jan-July 2015 monthly average Luanda M, sz Par es Salaam How to read this map
trade balance with China (US$m) N
Lay e Mowara Projects completed and planned: Jun 2015
@re  @uae Huambo, 0% =y
1500 deficit surplus Lo I ——e Gas pipelines
Su ort program LRy — ANGOLA — Ol pipelnes
e Economic corridors
MOZAMBIQUE == Railway connections
1,000 NAMIBIA o Silk road economic belt Pacific Ocean
Walvis Bay g g, Maritime silk road of the 21st century AUSTRALIA
g et AllB founding states

500

Ports with Chinese engagement

-

g8 § § £ 5 5

Several major programs el |
y . 11016

8 | s | 4629 | 3m0 | 3053 3 193 a1 50 R & N o 164 s 4543 | 622
A . a4 asa6 A6 3083 25882482 789 149 79 126 61 23 -08 64 o7 832 963 290 569 gye
22,1558 e - -

Saurces:Mercator nstitte for China Studies M, World Bank, ternational ina SBC. Daiva Captal et iy Cement, SCHP GrapticDennis Wong

1The Economist 2016, “One Belt One Road: An Economic Roadmap”
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Executing three targeted sales initiatives to drive long term growth

Systg matic program t.o target Focused domestic direct sales effort Build a partner ecosystem
international projects
e Natural entry point to Chinese e Continuing to diversify away * Initiative launched in FY15
companies for Aconex from high end residential
* Most SaaS businesses heavily
e Right time, given outbound * However, maintain tight partner driven in China
trends segment focus
— Inbound investment * Built dedicated team and
e Target both Chinese developers — Oil & gas support infrastructure
and EPCs (infrastructure — Private sector projects
projects) * Six partners with fast growing
* Maintain four operational hubs pipeline
* Integrated allocation and to support market coverage
reporting of project leads in — Hong Kong, Shanghai, Beijing, and * Facilitated several recent high
Salesforce.com Shenzhen profile deals
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Klang Valley Mass Rapid Transit Project — Kuala Lumpur, Malaysia

Background Aconex engagement profile Current status
e Builds on strong position in e Line 2 —USS7b project e First six months of usage:
Malaysia — Qver 2,000 users from >40 orgs
— 100 projects with 8,500 active * Direct engagement with MRT — Over 500k docs and 280k mails

users (2 terabytes of information)

Corp, under Ministry of Finance

Part 2 of 3-line mass rapid

transit system in Greater Kuala : o Signifi iti
Y * Local data centre requirement Significant opportunities from
Lumpur ifted network effect
* |Incumbent competitor system
¢ Line 2 - Sg BU|Oh) Serdaﬂg, ° ngh|y Structured engagement, ¢ Marked ||ft in ACOI’]EX prOfI|e and
Putrajaya with complex governance recognition

— 52.2km with 37 stations
\

N
/
CORP

ZMRT..

) | ~ aconex
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Building the platform to capture large long term market opportunity in Asia

Strategic overview > Focused regional strategies to deepen penetration and adoption

Results Strong customer acquisition in all markets driving growth

China opportunity Critical to our long term growth and global market position

One Belt, One Road Infrastructure investment at unprecedented scale

Case study Delivering value for Klang Valley Mass Rapid Transit Project

OSSO
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Project name: Bloomberry Resorts Corporation | Industry: Hospitality & Community :

A\ Y4
Project size: USS1.2 billion, | Location: Manila, Philippines aconel\
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