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An amaysim snapshot FY16 subscriber guidance
intact

Australia’'s largest MVNO and fourth 960 - 980
largest mobile telco

Tech-driven and asset-light model driving 764
sustainable growth and profitability

Less than 90 HQ staff manage over 200k
subscribers across Australia

Pioneered the BYO handset model in Australia
Hybrid online subscription and retail model

Leading customer NPS with focus on
simplicity, agility and hassle-free plans 2H12 1H13 2H13 1H14 2H14 1H15 2H15 1H16 2H16F*

* Closing subscriber guidance for 30 June 2016, including Vaya subscribers

Closing subscriber base ('000s)



A performance update - FY16 EBITDA guidance on track

v Subscriber guidance of 960,000 to 980,000 closing subscribers as at 30 June 2016 reaffirmedt

v' Confirmation of FY16 prospectus pro forma EBITDA forecast of $31.7m (excludes estimated impact ofVaya
acquisition)?

v' FY16 underlying EBITDA estimate of $35-36m including underlying Vaya contribution in 2HFY16 (excluding one-
off transaction and integration costs related to Vaya acquisition)?

1. Including Vaya group subscribers

2. Pro forma financial information has been extracted from 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 non-recurring items including the impact of the IPO. It does not include the estimated 2HFY16
impact of the Vaya acquisition (completed on 1 January 2016), which is expected to be minimal due to expensing of one-off transaction costs, integration costs and
founder consulting fees

3. Subject to audit. Underlying amaysim Group EBITDA will be calculated from statutory data after excluding the impact of IPO expenses and other expenses described
above



Over 60%* have And over 80%*
purchased their now own d
smart device smart device
outright

* Telsyte Australian Mobile Services Market Study FY2015

Data is the new
currency,
combined with
customer
experience

Subscription-
based pricing
with online
billing is
becoming the
new norm



We're bringing proven
online disruptor thinking
to mobile

Simplicity and agility in everything we do
Automating complex tasks with the
press of a thumb

Online DIY self-service model with hundreds of
thousands of customers using online and
mobile account management

Constant reinvention to minimise legacy
systems and maximise resource allocation




Value plus experience is winning customers

Customers can self-optimise with our one-click-switch plans

UNLIMITED
1.5GB

5249

/28 days

156B

up from 1GB

Unlimited talk & text
standard numbers in Oz

Unlimited international
standard talk to
10 countries

Learn maore

UNLIMITED
3GB

529.00

/28 days

3GB

up from 2GB

Unlimited talk & text
standard numbers in Oz

Unlimited international
standard talk to
10 countries

Learn more

UNLIMITED
7GB

$3990

/28 days

7GB

up from 5GB

Unlimited talk & text
standard numbers in Oz

Unlimited international
standard talk to
10 countries

Learn more

UNLIMITED
7GB PLUS

$44%

/28 days

UNLIMITED
9GB

$495

/28 days

76B

up from 5GB

Unlimited talk & text
standard numbers in Oz

Unlimited international
standard talk to
10 countries

300 international mins
standard talk to
selected countries

Learn more

oGB

up from 8GB

Unlimited talk & text
standard numbers in Oz

Unlimited international
standard talk to
10 countries

300 international mins
standard talk to
selected countries

Learn maore




When you truly focus on an amazingly simple experience,
there's a halo effect

Lowest contextualised Great network Highest rank for self-
complaints perception service customer service
1 complaint per amaysim'’s network coverage 7.16 rating for self-service
10, 000 customers™ and reliability ranked higher customer service***

than that of our carrier**

* Telecommunications Complaints in Context, January — March 2016, when compared with carriers
** Telsyte Australian Mobile Services Market Study FY 2015
*** Telsyte Australian Mobile Services Market Study FY 2015. Attributes were rated by existing customers on a O to 10 scale at the time when survey was conducted (Oct 2015). The average score of self-service customer service is 6.53.



85% of our customers pay
their subscription online
auvtomatically

Online top-up payments as % of total?

85%

Over 50% of new

customers now activate
online

Online gross subscriber activations as % of total?

51%

FY13 FY1l4 FY15 1H16 3Q16

Top-up payments refer to recurring subscription costs
and additional credit acquired by subscribers

Top-up payments made through online mechanisms
continue to increase

FY13 FY1l4 FY15 1H16 3Q16

amaysim's customer base continues to move towards
online activation of SIM cards as a result of amaysim
promotions and general consumer acceptance of using
online and mobile channels to acquire products

1. 3Qlé online top-up payments and gross subscriber include Vaya subscribers



Hybrid channel model drives Diversified distribution
subscriber growth channels

Gross subscriber activiations by channel (3Q16)*

o Order online o Express e Online activation

R shipping
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driving brand awareness Retail partner 7

. Driving expansion of independent retailer
National = P
network
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retail

distribution
network

Retail partner @

Other retail partners

1. Retail partner represents ultimate holding company (% splits may not equal 100%
due to rounding). Includes activiations from Vaya



Competitive mass-market offering and loyal customer base

Focus on core brand promise of ‘amazingly simple’ every day - value, transparency and honesty
constantly

¢

amaysim vs. MNO pricing of BYO (no-contract) plans? TIO new complaints per 10,000 services in operation?
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1. Company websites as at 26 April 2016; Comparison of SIM only plans with no lockin contracts between $20 and $50 per renewal; excluding limited time inclusions and/ or promotions
2.  Telecommunications Complaints in Context, January - March 2016
3. Calculated as an average of gross subscribers deactivated each month divided by the opening subscriber base for that month over the relevant period expressed as a percentage



Multiple levers to drive sustainable growth

v Dual brand strategy

v" Low cost online model

v' DIY self-care

v' Strong Network Service Agreement (NSA)

ARPU ($ per month ex GST)!

$26.99 $26.34

1.
2.

$30.00
$20.00
$10.00

$0.00

$19.12

1H14

$22.24

2H14

$25.17

1H15

2H15

1H16

ARPU Gross Margin $ per Subscriber?

7T
ARPU $27.54 $26.34
Gross margin % 28.8% 30.4%
cubseribars 9793 56.01

Average Revenue Per Subscriber (ARPU) calculated as statutory net revenue for the financial half year divided by average subsribers for the period and expressed on a monthly basis.
Gross margin per subscriber has been calculated as ARPU multiplied by the Gross Margin percentage, with the FY16 ARPU and Grss Margin numbers extracted from the Prospectus forecasts



Unique business model supported by strong NSA

Mutually beneficial partnership Key features
* Along term relationship between amaysim and

Optus - 5 + 5 year agreement

® Provide network and data T s
(@]
backhaul < 3
oA e Capture and record call % o * Appropriate wholesale pricing from Optus with fixed
data o2 annual price review supplemented by additional

e End-to-end business 3 * Independent retail product and price setting by
Customer Systems § g Gmoysim
LI e Develop mobile products c 2
n

® Payments and notifications .. . . .
7 * Binding wholesale price review mechanism

® Business and customer
services

* Access to future mobile services technologies that
amaysim subscribers are generally available to other Optus wholesale
customers
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Vaya successful integration
with focus on growth

v' Successful transition of Vaya subscribers
v Completed office relocation and integration

v' Ongoing integration of Vaya Philippines contact
centre into amaysim group

v' Enhanced Vaya suite of plans

v' Vaya transaction supports amaysim acquisition
criteria of financially compelling metrics and
strategic fit




With our dual brand strategy we compete across the market

amaysim

Customer champion Price-fighter brand
brand with mass-market with cost conscious focus
appeal
« Hero plan: $39.90 7GB/ 28 days* 0 slere glens 22 268 el

. o : L
* Hybrid online and retail distribution 100% enline distribution

. :  amaysim's NSA supports Vaya's
Strong loyal subscriber base sreitolbiley

* Unlimited BYO hero plans as at 1 May 2016 includes unlimited voice and SMS inclusions
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amaysim growth strategy

Building the next phase of structural growth

5 years ago
Pioneered BYO mobile industry
in Australia

Focus on satisfaction and online
customer acquisition and care

Rapidly grown to be come #4
mobile provider in Australia

Past 18 months

ASX |IPO as Australia's #1
MVNO and online-led mobile
company

Successful renegotiation of long
term Optus wholesale
agreement

Launch of “amazingly simple
one decision” plans

Successful integration of new
price fighter distribution
channel Vaya

Next phase

Targeted customer demographic
and segment marketing initiatives

Smart expansion of retail
distribution channels

Investigation of horizon two
product expansion

Accelerated feature innovation to
improve customer experience and
own ‘telco of the future'
positioning



Outlook

v

v

NP

amaysim well positioned for growth despite competitive market environment

NSA price review successfully negotiated in February 2016, with further price review available toamaysim
throughout the calendar year

Subscriber guidance of 960,000 to 980,000 closing subscribers as at 30 June 2016 reaffirmedt

Confirmation of FY16 prospectus pro forma EBITDA forecast of $31.7m (excludes estimated impact ofVaya
acquisition)?

FY16 underlying EBITDA estimate of $35-36m including underlying Vaya contribution in 2HFY16 (excluding one-
off transaction and integration costs related to Vaya acquisition)?3

Including Vaya group subscribers

Pro forma financial information has been extracted from 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 non-recurring items including the impact of the IPO. It does not include the estimated 2HFY16
impact of the Vaya acquisition (completed on 1 January 2016), which is expected to be minimal due to expensing of one-off transaction costs, integration costs and
founder consulting fees

Subject to audit. Underlying amaysim Group EBITDA will be calculated from statutory data after excluding the impact of IPO expenses and other expenses described
above






Important notice and disclaimer

This presentation includes information about the activities of amaysim Australia Limited (“amaysim™) which is current as at 4 May 2016. It is in summary form only 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

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

Allamounts 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

Statutory information is based on audited financial statements. “Pro forma" and “underlying" financial information have 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 net of promotion costs, 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 titled measures used by other companies. Readers should therefore not place undue reliance on these non-IFRS financial measures.


http://www.amaysim.com.au/
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