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Disclaimer

This document has been prepared by Energy One Limited (EOL) and comprises written materials and slides for a presentation concerning EOL.

This presentation is for information purposes only and does not constitute or form part of any offer or invitation to acquire, sell or otherwise dispose
of, purchase or subscribe for, any securities, nor does it constitute investment advice, nor shall it or any part of it nor the fact of its distribution form
the basis of, or be relied on in connection with, any contract or investment decision.

Certain statements in this presentation are forward looking statements. You can identify these statements by the fact that they use words such as

” o« ” o u » o«

“anticipate”, “estimate”, “expect”,

»” . ” o« ” o«

project”, “intend”, “plan”, “believe”, “target”, “may”, “assume” and words of similar import.

These forward looking statements speak only as at the date of this presentation. These statements are based on current expectations and beliefs and,
by their nature, are subject to a number of known and unknown risks and uncertainties that could cause the actual results, performances and
achievements to differ materially from any expected future results, performance and achievements expressed or implied by any such forward looking
statements.

No representation, warranty or assurance (express or implied) is given or made by EOL that the forward looking statements contained in this
presentation are accurate, complete, reliable or adequate or that they will be achieved or prove to be correct. Except for any statutory liability which
cannot be excluded, EOL and its respective officers, employees and advisors expressly disclaim any responsibility for the accuracy or completeness of
the forward looking statements and exclude all liability whatsoever (including negligence) for any direct or indirect loss or damage which may be
suffered by any person as a consequence of any information in this presentation or any error or omission therefrom.

Subject to any continuing obligation under applicable law, or any relevant listing rules of the ASX, EOL disclaims any obligation or undertaking to
disseminate any updates or revisions to any forward looking statements in these materials to reflect any change in expectations in relation to any
forward looking statements or any change in events, conditions or circumstances on which any statement is based. Nothing in these materials shall
under any circumstances create an implication that there has been no change in the affairs of EOL since the date of this presentation.
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Operational review

energyone

ENERGyY

|| CONFIGuRAgy e WORKFLow rop ENEROT 0rEnaryyg

REDUCE RISK, Ipaove CONVENIENCE axp
ENHANCE RESPONSVENESS FoR ALy ELECTRIGTY,
GAS AND CARBON MARKET PROCESSES

' l
I“lm.

ENERGY MARKEr

RELABLE &
BIDDING, OFFERING,

o835

ONE|

OFFER |

BI00NG, Orpeaing Seisnes

ROBUST ENEny MARKEY
) SCHEDULING & DspaTcy

FOR AUSTRALUN ELECTRICTY & GAS MARKETS

QFFERING & 106!

$TICS

ELE

A COMPLETE FRONT, MiooLe AND
BACK OFFICE SOLYTION FoR AUSTRALIAY
CTRICITY, GAS AND CARBON TRADING PORTFOLIOS




Energy One’s growth strategy

Diversification

Invest in new products

Develop value-added
services

Migrate customers to
newer versions

Cross-sell products

Develop recurring
revenue streams

EnergyCloud
EnergyFlow

enersyone

Grow customer base

Grow by acquisition
Offer a single-vendor
solution

Geographm eXpansion  acquire complementary
Sell into other products/services

industries Distribution agreements

Marketing in FY16 to
UK/EU. Following up
strongly in FY17

pypIT (2016): cross-
selling opportunities




Good progress was made on
Implementing this strategy in FY16

1)

2)

3)

Diversification

* pyplT acquisition - EOL’s software now manages 40% of Australia’s
gas transmission.

« Places EOL at the centre of the gas market, offers new sales
opportunities to new customer segment (gas shippers)

Innovation

« Energyflow - Our groundbreaking automation platform. We continue
to innovate new features for new applications.

« Cloud - We now offer full cloud-hosted application platforms with
managed services offering for large clients.

Pursuit of recurring revenue
« Favourable market research into UK/EU markets shows applicability
for EOL software in those markets.
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EOL software provides solutions
across the energy trading spectrum

EnergyOffer EnergyOne
Trading
Physical Energy trading & Business process Gas
dispatch risk management automation scheduling
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EOL's software
IS responsible for
dispatching 35%
of the physical
electricity In the

NEM and
managing >30%
of the derivatives
market
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And our software Is responsible for
scheduling the transport of 40% of
the domestic gas In Australia

i
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This gives

electricity,
trading /
software
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Financial review
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Financial results summary

Revenue

Recurring Revenue
EBITDA

NPBT

NPAT

NTA / share (cents)

Cash and equivalents

energyone

30 June 16

$5,167,000

$2,699,000

$1,176,000

$924,000

$464,000

12.4

$2,228,000

30 June 15

$5,549,000

$2,231,000

$1,359,000

$837,000

$687,000

13.2

$1,983,000

Change

‘ (7%)
%  23%
¥ 3%
*
¥ G2
s CD
T+ %
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Third consecutive
year of profit

NPBT is up 9% despite flat revenue
due to project timings.

NPAT was down due to the
Company utilizing the last of its prior
year tax losses. With these prior tax
losses fully utilised, the Company is
now paying tax.

Net tangible assets decreased 6%

vs. FY15 due to greater investment
in product development.
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Profit & loss statement
$000 2013 2014 2015 2016 |

Revenue 1,844 2,848 4,768 4,583 Flat due to timing of projects

Other revenue 601 606 782 584 R&D grant & interest

Direct project related costs (30) (56) (33) (43)

Employee benefits expense (1,459) (1,713) (3,003) (2,674) Reduced due to successful conclusion of projects

Rental expense (153) (160) (169) (193)

Consulting expense (257) (367) 477) (311) Reduced due to successful conclusion of projects
Insurance expense (46) (44) (58) (60)

Accounting fees (52) (62) (78) (88)

Other expenses (224) (172) (309) (514)

Depreciation & Amortisation (437) (542) (585) (361)

NPBT (2112) 338 837 924

Tax - - (149) (459) The Company is now in a taxable position
NPAT (211) 338 687 464 Prior period tax losses have been fully utilised
EBITDA 149 825 1,362 1,177 Due to lower revenue. Note corresponding cost control.
EBIT (287) 282 776 816

EPS (cps) (1.18) 1.90 3.86 2.51
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Recurring revenue Is up 23%

3,000,000
2,500,000
2,000,000
1,500,000
1,000,000

500,000

2012 2013 2014 2015 2016

B Extended licence revenue B Annualised licence and support revenue M Total recurring revenues

« Total recurring revenues up 23% on FY15.
« Recurring revenues now are 60% of operating revenue.
« Recurring revenue now majority related to annual recurring (rather than periodic).
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Net profit before tax continues to
Increase

1,200,000
1,000,000
800,000
600,000
400,000
200,000

0

(200,000)
(400,000)
(600,000)
(800,000)

(1,000,000)
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Balance sheet

$000 2013 2014 2015 2016

Cash and cash equivalents 1,721 1,398 1,983 2,228
Trade and other receivables 835 2,190 2,319 2,056
Total Current Assets 2,585 3,624 4,344 4,108
Plant and equipment 147 96 64 502
Intangible assets 1,828 2,030 2,327 3,015
Other assets 104 104 104 331
Total Non-Current Assets 2,079 2,230 2,765 4,244
Total Assets 4,664 5,854 7,109 8,631
Trade and other payables 129 479 554 820
Deferred revenue 663 1,050 882 619
Total Current Liabilities 907 1,633 1,944 2,059
Total Non-Current Liabilities 324 450 493 1,257
Total Liabilities 1,230 2,083 2,437 3,316
Net Assets 3,434 3,771 4,672 5,315
Net assets per share (cps) 19.3 21.2 26.2 28.7

energyone

FY16 cash balance is pre acquisition of pypIT

Relocation of head office
Software development life 10 years
Restricted cash — rental guarantee

R&D tax incentive claimed over 10 years



Net assets per share continue to
INncrease

$0.30
$0.28
$0.26
$0.24
$0.22
$0.20
$0.18
$0.16
$0.14
$0.12

$0.10

energyone
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Cash flows

$000 2013 2014 2015 2016

Receipts from customers 2,190 2,063 4,920 5,072
Government grants 715 720 709 836
Payments to suppliers and employees (2,434) (2,476) (4,260) (4,723)
Interest 88 62 51 554
Cash provided by operating activities 559 369 1,420 1,231
Purchasing plant & equipment (2) 4) (20) (75)
Purchasing intangibles (1) (2) (31) a7
Development costs (680) (687) (810) (924)
Restrictive term deposits (104) (227)
Cash used for investing activities (682) (693) (955) (1,243)
Cash flows from financing activities 0 0 16 257
Net increase / (decrease) in cash (123) (324) 481 245
Cash at beginning of year 1,948 1,825 1,501 1,982
Cash at end of year 1,825 1,501 1,982 2,228

energyone

Research & Development

Rental guarantee

Share rights approved at AGM



The company continues to
generate free cash from operations

Cash and Cash Equivalents

enersyone
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Company Outlook
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InVEStlng for 1) Domestic sales:

Continue to develop

addltlonal grOWth opportunities. Projects pending

and in development.

2) Explore other geographies
EnergyFlow offers great
flexibility and has strong
potential in overseas energy
markets so we will continue
iInvesting in market research in
FY17.

3) Growth by acquisition
Continue actively pursuing
strategic acquisitions.
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Growing the domestic market

Interest in gas/oil trading rising
More activity in gas/oil markets:
« export LNG coming on-line (gas pegged to Oil indexes)
» market rule changes and adjustments by regulators in Aus/NZ

EOL has recently provided oil trading functionality for an existing customer
and will deliver a gas trading upgrade during the year.

In discussions with other existing/new customers for this functionality

Software ‘in the cloud’ on the rise
Increased interest from customers in “cloud-hosted” systems as opposed
to traditional on-premise arrangements.

EOL products are all web-deployed. Using a specialist vendor can greatly
Improve efficiency and reduce risk for larger customers and provide
convenience for smaller customers.

energyone



Off shore marketing has yielded
positive feedback

During FY16 we conducted market exploration in UK/EU. The feedback was
positive so we will invest further to develop this opportunity

Acquisition would be a preferred strategy to leverage an existing distribution
channel. Ideal target would :
« Be an established (profitable) business with blue-chip customers and

complementary product(s)
» Create opportunities to cross-sell EOL products

But we are also considering distribution agreements with existing companies and
direct marketing with an on the ground presence in UK/EU.
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Off shore marketing will require
additional investment

To fully access the overseas opportunity we will need to make a material
investment in the next 12-18 months. The size of investment will
ultimately depend on the route to market.

* |nvestment would include;

Technical resources to adapt the product(s) for those markets
Direct sales and marketing costs

Corporate costs for transacting in those markets

Market opportunity in UK/EU is potentially 10x the size of the
Australian market

Any investment would be progressive and subject to successfully
achieving milestones

Integration costs

energyone



Energy One well placed for growth
in 2017

v Solid financial performance for the year past
v Strong market position & good products

v' Opportunities for domestic sales in FY17

v' Overseas opportunity to expand reach

v Further investment in product development

v' Marketing domestically and internationally

enereyone
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Mr Shaun Ankers - CEO and Managing Director
Email: enquiries@energyone.com.au

Level 13, 77 Pacific Highway
North Sydney NSW 2060

27



Appendix

Additional information
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Sales pipeline update

Software projects represent a large project for customers requiring significant
planning, development and resourcing (This increases customer retention).

Sales cycle can be 1-5 years especially for ‘large’ projects (e.g. ~$1m, over 12-
18 month project). Difficulty predicting when customers will come to market.
Expectation is to win 1-2 new large (or medium ~$0.5m) projects per year.

Now marketing cloud services as part of the solution.

Our goal at any one time for the pipeline (and current status) is a

mix of projects: O
a) 4-5 in sales stage, , S
b) 2-3 in prospective stage; and | C—
c) 1 in procurement. =
We have successfully built a strong market share with Origin A 4
being the only large retailer who is not yet a customer.

We are now looking for new opportunities in other markets (e.g. UK/EU), to
diversify via new segments (e.g. gas) and via products & services (e.g cloud).
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