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APD UPDATE

SUMMARY

1. Strategy:

*+  APD’s 360 Degree Digital business unit now established as stand-alone subsidiary
«  Green fields build phase substantially complete and investment tapering off

New senior executive team in place with significant experience in profit maximisation

. Exited SME ventures to focus on MNC partners

2. Financial:

Financial KPI target not met in H1. Costs being reduced to match recent revenue levels

By mid-year Group targeting break even run rate and 360 Degree Digital operating subsidiary into profit

Resources in place to grow without adding significant fixed overhead - incremental margin to flow to bottom line

Revenue outlook improving via both organic wins and channel partners
3. Capital Raising:
. One-for-five non-renounceable rights issue at 30cps to raise A$5.7m

. Use of funds: complete the build phase, fund working capital growth, retire term debt

. Fully underwritten by major shareholder
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RECAP ON APD

APAC's largest
independent digital
services company

ASX:
][ c]

400-strong team in
nine countries

$55m revenue
run rate
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DIGITAL STRATEGY

360 DEGREE DIGITAL
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360°

CRM
SOLUTIONS c<rm Across the spectrum of the digital dt DEVELOPMENT &

) TECHNOLOGY
landscape, APD offers services to
deliver digital growth throughout
customer journey.

PERFORMANCE MARKETING
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SERVICES
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20 YEARS OF CLIENT SUCCESS STORIES
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SENIOR MANAGEMENT APPOINTMENTS

Newton Smith Damien O’Donohoe
Singapore Singapore
Chief Executive Officer Chief Financial Officer
Formerly Head of Emerging Markets Formerly CFO for Sapient Nitro (Asia), Nitro
eCommerce for IBM, Partner with PWC (Global) and Proximity (Global)
Established APD’s operations hub in Manila Significant experience in integration and
Formerly CEO of APD’s Strategy and profit improvement

Technology service lines
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BUILD PHASE NEARING COMPLETION

*  Building capability in Asia since 2012
*  Now 60% of personnel and ~30% of revenues

+  Existing footprint allows us to effectively service the region.
Further expansion will be opportunistic / driven by client
demand

*  Serving local blue chip and MNC clients with integrated
approach across geographies, cultures and disciplines

*  Scaling through a combination of local relationships and
offshore delivery

*  Majority of infrastructure spend completed - consolidation of
Finance, IT and HR systems in CY16

@ Technology & operations hub

@ 360 degree digital services

(1) Jakarta is under option

®

Detroit &
Mexico
City
@ Shanghai
ORYEHIE
Kuala Lumpur. (@)
Singapore(HQ)@
Jakarta (1) @
@ Sydney
Melbourne @
Auckland (@)
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SUCCESS IN SCALING
VIA INTEGRATION
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WINNING REGIONAL CLIENTS

@ Korea

T . PRC
*  Velocity is growing: © VAE ®
i Taiwan
. FY15: one regional mandate Bangladesh @  Cambodia ©
*  FY16:six regional mandates in 15 countries India” © @) @ rhilippines
. Partnering with MNC clients across APAC in the FMCG, Vietnam _
telco, banking, insurance, hotels, technology and building Malaysia @ © Brunei
materials. Singapore
. Sticky, retained revenues across multiple disciplines and Indonesia @)

geographies

. Rolling out client digital infrastructure, ecosystems and
brands across diverse geographies

@ APD locations Australia© ®
@ Serving clients in these countries from APD locations ®

New Zealand



APD UPDATE

PROGRESS v 3 YEAR KPIs
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1. Build core capabilities in Asia ...,

2. 50% of revenues outside Australia.................... . ~35% - on track
3. Locate 50% of employeesin Asia..........cci. (@ e, ~60% - completed
4. 30%grouiFtrateisASIage "~ SR <" /8 @ . \SAN NS NRERAR AR 25% in H1
5. Protit-sr N e e il i/ Y . i, Below target in FY16; trending

to profit run rate
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MANAGEMENT AGENDA

PRIORITIES
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COST RUN RATE

«  Costs are being reduced by ~$5m pa to match recent
revenue levels

«  Mid-year target cost run rate is ~$4.8m pm versus
$5.2m H1 monthly average

« Completion of ‘green field" investment phase
means less one-off investment

+ Country-based management structure has
delivered simplification and savings

« Growth initiatives deemed unlikely to deliver profits
in CY16 discontinued

*  Savings have minimal impact on revenue generation
or delivery capability
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4,000
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H1 v TARGET

H1 FY16 June Target

B Op. Expenses m Corporate  m Venture

APD's 360 Degree Digital subsidiary is a stand-alone entity
Public company corporate overheads are now ~$2.2m pa -
exclude subsidiary operating expenses which are fully
allocated to 360 Degree Digital
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IMPACT OF COST REDUCTIONS

ILLUSTRATION OF IMPACT H1 ll;lfl“o:;:{h‘lls hlr\l;li-n(i:ryé
*  Costinitiatives will allow 360 Degree Digital ORCOS NI IVESS FY1é Average Target
subsidiary to move into profit by mid year

360 Degree Digital Services
*  Group to achieve EBITDA break even during

CY2016

Revenues

Operating Expenses

EBITDA - 360 Degree Digital
EBITDA Margin

EBITDA - Venture (288)

Corporate Costs (2,131)

Break even
run rate

APD Group EBITDA

[llustrative scenario showing result if revenues did not increase from H1
Exact month-to-month outcomes are subject to normal variances
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REVENUE AND MARGIN ANALYSIS

*  With break even imminent, revenue growth TARGET EBITDA MARGIN — JUNE 2018
will drive profitability

+  Forward revenue outlook is improving and 5.0%  7.5% 10.0% 12.5%
partnerships showing early results

Annual Revenue Growth

" 5% 11% 18% 26%
*  Resources are being leveraged to drive Rate Required to June 2018
revenue growth without major fixed cost :
Mo aeer Annualised Revenues $'000 61,000 68,000 77,000 89,000
* Incremental margins will fall to the bottom line EBITDA Run Rate $'000 3000 5100 7,700 11,100

*  Operating subsidiary is targeting a minimum
10% EBITDA margin

+ Tableillustrates annual revenue growth
required over two years to deliver a range of
EBITDA margin targets for 360 Degree Digital
business unit
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RIGHTS ISSUE

*  One for five non-renounceable issue at 30cps to raise A$5.7m

*  Fully underwritten by major shareholder, North Ridge Partners www.northridgepartners.com

* NRP is owned by its management team and Victor Smorgon Group

*  Use of funds:
* complete greenfields rollout
* complete internal systems integration
* working capital to fund growth
* retire term debt

* Key Dates:
* Record Date 15 April 2016
« Offer Opening Date 20 April 2016
«  Offer Closing Date 2 May 2016


http://www.northridgepartners.com/
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