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This presentation contains ñforward-lookingò statements that involve risks, uncertainties and assumptions. If the risks or uncertainties ever materialize or the assumptions prove 
incorrect, our results may differ materially from those expressed or implied by such forward-looking statements. All statements, written or graphical, other than statements of 
historical fact could be deemed to be forward-looking, including, but not limited to: any projections of financial information; any statements or expectations about growth in the 
business, number of users, network footprint, revenue, profitability, cost reduction and/or cash generation of the company; any statements about historical results that may 
suggest trends for our business and future results of operations; any statements of the plans, strategies and objectives of management for future operations; any statements of 
expectation or belief regarding future events, potential markets or market size or technology developments; any statements of assumptions underlying any of the foregoing and 
any dashed-lines on graphs referring to future periods. 

 

These statements are based on estimates and information available to us at the time of this presentation and are not guarantees of future performance. Actual results could differ 
materially from our current expectations as a result of many factors, including but not limited to: our ability to reduce our costs to the extent that we expect, quarterly fluctuations in 
our business and results of operations; our ability to address market needs and sell our products and services successfully; the general market conditions of the mobility services 
industry; and the effects of competition. These and other risks and uncertainties associated with our business are described in our quarterly and annual reports on Form 10-Q and 
Form 10-K as filed with the SEC and which are available on our website and on the SECôs Web site at www.sec.gov. We assume no obligation and do not intend to update these 
forward-looking statements.  

 

This presentation also contains financial measures that are not calculated in accordance with U.S. generally accepted accounting principles (GAAP). iPass management 
evaluates and makes operating decisions using various performance measures. In addition to iPassô GAAP results, the company also considers non-GAAP metrics, including 
Adjusted EBITDA, defined as net income (loss) before interest, income taxes, depreciation and amortization, restructuring charges, certain state sales and federal tax items and 
stock compensation expense. Management uses these non-GAAP financial measures as components of its comparison of results with its business plan and individual operating 
budgets and to assist in the allocation of resources.  Management excludes from its non-GAAP financial measures certain items in order to facilitate its review of the comparability 
and performance of the company's core operations because it believes that such items are not related to the company's ongoing core operating performance. Management 
adjusts for the excluded items because management believes that, in general, these items possess one or more of the following characteristics: their magnitude and timing is 
largely outside of the company's control; they are unrelated to the ongoing operation of the business in the ordinary course; they are unusual or infrequent and the company does 
not expect them to occur in the ordinary course of business; they are non-operational; or they represent non-cash expenses involving stock option grants. iPass believes that the 
presentation of these non-GAAP financial measures is useful to investors. Detailed information, definitions and reconciliations of non-GAAP to GAAP financial measures are 
included in the companyôs quarterly and annual filings with the SEC and are available on the companyôs Web site at www.ipass.com and at the SEC's Web site at www.sec.gov.  

 

In addition, investors and others should note that iPass announces material financial information to its investors using its investor relations website, SEC filings, press releases, 
public conference calls and webcasts. iPass also uses social media to communicate with its customers and the public about iPass, its products and services and other matters 
relating to its business and market. It is possible that the information iPass posts on social media could be deemed to be material information. Therefore, iPass encourages 
investors, the media, and others interested in iPass to review the information it posts on U.S. social media channels including the iPass Twitter Feed, the iPass LinkedIn Feed, 
the, the iPass Facebook Page, the iPass Google + feed, the iPass Blog, and the iPass Instagram account. These social media channels may be updated from time to time. 

 

Safe Harbor  
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Two years ago we started the transformation of iPass from a reseller of Wi-Fi to a software and technology company.  While 

continuing to achieve progress toward our strategy and goals in the longer term, our performance in the second quarter was 

disappointing, reflecting delays in execution and timing driven by three significant factors that impacted revenue,ò said Gary 

Griffiths, president and CEO.    

 

ñFirst, we learned that when it comes to the iPass SmartConnect software development kit (SDK), one size doesnôt fit all.  As 

we noted last quarter, we were managing integration and deployment of the SDK with more than a dozen partners in as many 

countries around the world.  We simply did not have sufficient technical support and engineering resources in-country to 

address disparate requirements that emerged during these rollouts.  As a result, while some deployments proceeded as 

planned, others were delayed, necessitating pushes in revenue.  Second, our larger strategic partners, many of whom 

depended on our SDK being fully implemented, have required longer than anticipated evaluation and deployment cycles, 

delaying revenue.  And third, the usage and resultant revenue from our legacy pay-per-use customers declined more rapidly 

than anticipated, driven by Unlimited cellular data plans, the ñWannaCryò virus, and other external factors.  While usage from 

our new Unlimited and strategic partners rose sharply in the same period, the resultant revenue did not offset the decline in 

usage-based accounts.ò  

 

"While there was no single issue that impacted our financial shortfall, the slowdown in the uptake of our new technology, 

combined with erosion of the pay-per-use business, has delayed our turnaround; as a result, we are revising annual guidance.  

That said, and while not publicly apparent, we've made material progress with iPass SmartConnect with a number of key 

partners that will be evident in the coming months.  Specifically, we are solving problems for mobile carriers. The strain put on 

these carriers by unlimited cellular data plans in a fixed-capacity spectrum has made the need for intelligent connection 

management more critical than ever. Further, when coupled with our new Veri-Fi big data product, we can help our partners 

more efficiently use and deploy available bandwidth, both Wi-Fi and cellular. Although the changes required in the connection 

management architecture of MNOs and MVNOs has been justifiably measured and gradual, make no mistake that it is coming.ò 

 

 iPass Proprietary | www.ipass.com 
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ÅTotal Revenue Declined  18% YoY 

- Unlimited and Strategic Partner revenue, the 

future of iPass,  grew 12.5% in Q2ô17 

compared to Q2ô16. 

ÅGAAP Net Loss of ($5.3M) and Adjusted EBITDA 

loss of ($4.4M). 

ÅDeferred Revenue of $2.9m, up $0.6m from Q2ô16. 

ÅBooked Annual Contract Value (ACV) of ($1.0m) in 

Q2ô17 includes gross ACV of $0.9m offset by reversals 

of $1.9M from prior periods. 

Q2 2017 

Metrics & Financial Highlights 
Mobility Connectivity Services  ($ in millions) Q2ô17 Q2ô16 +/- 

Mobility Connectivity Services 

Enterprise 10.8 12.9 (2.1) 

     Unlimited Customers 2.2 1.0 1.2 

     Other Pricing Plan Customers 8.6 11.9 (3.3) 

Strategic Partnerships
 

2.3 3.0 (0.7) 

Legacy iPC
 

0.4 0.6 (0.2) 

Total Revenue $13.5 $16.5 ($3.0) 

    

GAAP Net Loss $(5.3) $(1.4) ($3.9) 

 

Adjusted EBITDA (1) 
$(4.4) $(0.3)         $(4.1) 

Cash $10.4 $16.1 ($5.7)  

Deferred Revenue $2.9 $2.3 $0.6 

ACV (net) (2) ($1.0) $2.3 ($3.3) 
(1) The company defines Adjusted EBITDA as net (loss) adjusted for interest income (expense), income taxes, depreciation 

and amortization, stock compensation expense, restructuring charges, net income (loss) from discontinued operations, 
CEO exit costs, and non-recurring legal & proxy contest costs. See appendix, August 2, 2017 press release and SEC filings 
for reconciliation of non-GAAP to GAAP numbers and definitions. 

(2) ACV , or annual contract value represents the annualized sales value under contract for newly acquired customers or 
significant upsell. 
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 Annual Contract Value (ACV net) 

 Future Revenue Pipeline 

ACV 

ACV represents the annualized sales value under contract for newly acquired customers or significant upsell. 

Focus on Unlimited Wi -Fi 

simplifies: SaaS -like 

monthly subscription model  

ACV of ($1.0M) in Q2ô17 made up of: 

ÅNew ACV booked of $0.9M for newly acquired or 

significant upsell customers in Q2ô17. 

ÅACV reversal of $1.9M; 

- $0.5M for partners that failed to pay 

outstanding invoices resulting in 

termination of their contracts. 

- $1.4M write-down to annual realizable-

value based on delays in the partner ramp. 

 

ACV 

($1.0) 


