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DISCLAIMER <) REDKNEE

Looking Beyond

This presentationdoesnot constitute or form part of any offer for sale or subscriptionor any solicitation for any offer to buy or subscribefor any
securitiesor to form the basisof or be relied on in connectionwith any contract or commitment Thisis not, and under no circumstancess to be
construedas, a prospectusan offering memorandum,an advertisementan offer, an invitation or a solicitationto enterinto a transactionor other
investmentbusiness

No representationor warranty is madeto the fairness,accuracycompletenes®r correctnesof thesematerials Eachrecipientor reader must make /
thelr own investigationand assessmenbf the matters containedhere In partlcular no representatlonor warranty Is given,and ;o//esponsml [

Redknedo be materially differentfrom anyconclu3|onpr01ect|onor future results,performanceor achlevemenEXpresseabr impliedby suchfa’r’ '
lookingstatements Actualeventsmay differ materially from expectationsembodiedin forward-looking statementsand dependon a.nui erof f cto
andrisks,someof whichmay be beyondthe company'scontrol Newriskfactorsmayarisefrom time to time. It isnot possibleo predictall of )!
factorsor the extentto whichanyfactor or combinationof factorsmay causeactualresults,performanceand achievement®f Redknedo bem |

unduerelianceon forward-lookingstatementsasa predictionof actualresults

Noresponsibilityor liability is acceptedoy any personfor anylosshowsoeveimarisingfrom any useof, or in connectiorwith, thesepresentatlonmaferlals
or their contents or otherwise In issuingthese materials, Redkneedoes not undertake any obligation to update information or to correct any | —
inaccuraciesvhichmay becomeapparentin thesematerials Thesematerialsare suppliedto you for your own information and may not be dist *buted

to or otherwisemadeavailableto personsvheresuchdistributionor availabilitymayleadto a breachof anylaw or regulatoryrequirements
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Q3 FY15 HIGHLIGHTS

Q3 FY15 FX Adjusted Q3 FY14
Revenue: S46.7M $51.7M S63.9M
Order Backlog: $162.6M $174.0M $172.0M
Gross Margin: 57% 44%
Recurring Revenue: 53% of total 51%

S5.3M or -S3.2M or

Adjusted EBITDA:

11% of Revenue -5% of Revenue

Cash from Operations: S5.3M -$17.5M
Cash: $103.0M $99.0M

A Three new customers in quarter
Highlights: A Acquisition of Orga Systems

A Nokia earn out finalized

© Copyright Redknee Inc. 2015

-)) REDKNEE

QTR REVENUE AND ADJUSTED EBITDA
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Q3 FY15 REVENUE SUMMARY ) REDSNEE

(L3 LR Q3 FY15 FX IMPACT Nog;\/llﬁ(l_llgED Q3 FY14 S CHANGE % CHANGE

Software & Services 21.5 (2.7) 24.2 28.0 (3.8) (14%)
% of Revenue 46% 44%

Third Party 3.4 (0.1) 3.5 3.2 0.3 9%
% of Revenue 7% 5%

Support & Subs. 21.7 (2.3) 24.0 32.8 (8.8) (27%)
% of Revenue 47% 51%

Total Revenue

Recurring Rev. !

% of Revenue

Order Backlog
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REVENUE BREAKDOWN BY QUARTER ) REDSNEE

(US$ MILLIONS)

Ql 14 Q2 14
Software 12.0 26.5

Q314
16.0
25%
12.0
19%
3.2
5%
32.8 21.7
% of revenue 51% 47%
Total Revenue : : : : : (17.2) (27%)
Recurring Revenue? (8.3) (25%)

Q4 14
13.9

Ql 15
20.0

Q2 15
18.7

Q3 15
10.8
23%
10.7
23%
3.4
7%

S Change % Change
(5.2) (33%)

% of revenue

Services 10.1 11.7 (1.3) (11%)

% of revenue

Third Party 5.3 8.5 0.2 6%

% of revenue

Support 33.0 25.7 (11.1) (34%)

% of revenue
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GROSS MARGIN SUMMARY =) REDSNEE

B Gross Profit Gross Margin
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Q3 FY15 OPERATING COSTS ) REDSNEE

(US$ MILLIONS) Q3 FY15 Q3 FY14  SCHANGE % CHANGE M Adjusted Total OPEX
40 -
S&M 8.0 9.1 (1.1) (12%)
% of Revenue 17% 14%
G&A 5.8 9.0 (3.2) (36%) 30 -
% of Revenue 12% 14%
R&D 11.2 16.8 (5.6) (33%) g
% of Revenue 24% 26% 520 -
Restructuring Costs 0.6 - 0.6 - g
% of Revenue 1% 0%
Acquisition Costs 4.5 0.6 3.9 625% 10
% of Revenue 10% 1%
Adjusted Total OPEX? . .
0 ; . . .

% of Revenue 46% 49%
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STRONG BALANCE SHEET & BACKLOG

(USS MILLIONS) Q3 FY15 Q2 FY15

Cash and Investments

1 REDCNEE

% CHANGE

A/R $61.6 $74.9
DSO 100 days 113 days
Unbilled Revenue $35.3 $30.7
Deferred Revenue $20.1 $20.5

Working Capital

Backlog

CASH FLOW FROM

Q3 FY 2015

OPERATIONS: SS . 3 M

* excludes cash used to pay for the previously announced restructuring

(18%)
(13 days)

15%

(2%)
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-)) REDKNEE

COMPANY UPDATE

Redknee is the largest independent provider Conrlected'Suits
of next-gen, real-time converged billing,
customer care & analytics software for
service providers.

250

CUSTOMERS ACROSS
100 COUNTRIES

1,900

EMPLOYEES

3 BiLLION

TRANSACTIONS PER HOUR (PEAK) Mobile sepyice provide”

U(' ///[,/e
S

Retail
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ORGA SYSTEMS ACQUISITION =) REDKNEE

Orga Systems.

— iC'S all about real-time 45 CUSTOMERS

Communications, Automotive,
Energy, and Railway industries

A Orga Systems' technology and expertise
enhances Redknee's real-time monetization

and subscriber management platform. ~:€2 5 MILLION

2014 Recurring Revenue

A Supports Redknee's position of being the
largest independent provider of choice for real-
time monetization and subscriber management

software. ~500 emprovees

) i Europe, the Middle East
I ’ ’
A Accelerates Redknee's expansion into new Affica, the Americas, and

vertical markets. Asia Pacific.
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MEDIUM TERM MANAGEMENT PRIORITIES =) REDKNEE

1 SOFTWARE 2 DISCIPLINED 3 CASH FLOW
BU S COST GENERATION

MANAGEMENT

* Driving gross margin * Executing the cost structure * We will continue to improve by
improvement, while realignment program with our core focusing on working capital
growing our recurring business and revisiting the acquired optimization, and disciplined
revenues business once integrated and the collections

acquired customers are stabilized TTM Cash from Operations:

$36 MILLION
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LONG TERM MANAGEMENT PRIORITIES =) REDKNEE

1 BUSINESS-CRITICAL 7  MARKET SHARE 3 SUSTAINABLE
MONETIZATION GROWTH RECURRING
PLATFORM REVENUE GROWTH

* Continue to secure * Customer-for-life and e Focus on growing recurring
contracts for our core expanding share of wallet revenues to drive EBITDA
Telecom Platform and with existing customers margins

Redknee Connected Suite

» Utilize our expanded « 250 global service providers * Term licenses, cloud services
product portfolio gained and support are the key
through the Orga * 3 new customers in Q3 "15 recurring revenue sources
acquisition

* 45 customers added through
acquisition

© Copyright Redknee Inc. 2015 <12>



Q3 FY15 SUMMARY @ R

S224 M wso)

TTM Revenue

TTM Recurring TTM EBITDA
Revenue: 47% Margin: 15%
Balance Sheet: Focused on Telecom

$103Mwspy Cash and loT Markets




Q&A SESSION INSTRUCTIONS RED<NEE

Looking Beyond

To ask a question following the presentation,
please dial now:

NORTH AMERICA, DIAL TOLL-FREE:
1(888) 231-8191

OUTSIDE NORTH AMERICA DIAL:
1(647) 427-7450

Please provide the operator the conference
name or:

Conference ID: 81749536



THANK YOU FOR JOINING US ‘) REDSNEE

REDKNEE SOLUTIONS INC.

A replay of today’ s c &5b0Mathayon Hivd East,lSuige 500

avallable in the IR section of Mississauga, ON
Re d k nvebsiteat Canada L4W 4Y9
www.redknee.conor by dialing: David Charron

Chief Financial Officer
investor_relations@redknee.com

B NORTH AMERICA, DIAL TOLL-FREE: www.redknee.com
1 (855) 859-2056
INVESTOR RELATIONS:
B OUTSIDE NORTH AMERICA DIAL:

NATIONAL | Equicom
1(416) 849-0833

Robert Kelly
416-815-0700 Ext 253

B Conference ID: 81749536 rkelly@tmxequicom.com
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http://www.redknee.com/

Looking Beyond
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