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This presentation has been prepared by LiveTiles Limited (“LiveTiles"). Each recipient of this presentation is deemed to have agreed to accept the
qualifications, limitations and disclaimers set out below.

None of LiveTiles, its subsidiaries or respective directors, officers, employees, advisers or representatives (“Beneficiaries”) make any representation or
warranty, express or implied, as to the accuracy, reliability or completeness of the information contained in this presentation, including any forecast or
prospective information. The forward looking statements included in this presentation involve subjective judgement and analysis and are subject to
significant uncertainties, risks and contingencies, many of which are outside the control of, and are unknown to, the Beneficiaries. Actual future events
may vary materially from the forward looking statements and the assumptions on which those statements are based. Given these uncertainties, you are
cautioned to not place undue reliance on such forward looking statements.

This presentation is a general overview only and does not purport to contain all the information that may be required to evaluate an investment in
LiveTiles. The information in this presentation is provided personally to the recipient as a matter of interest only. It does not amount to an express or
implied recommendation with respect to any investment in LiveTiles, nor does it constitute financial product advice.

The recipient, intending investors and respective advisers should:

» conduct their own independent review, investigations and analysis of LiveTiles and of the information contained or referred to in this presentation;
and/or

» seek professional advice as to whether an investment in LiveTiles is appropriate for them, having regard to their personal objectives, risk profile,
financial situation and needs.

Nothing in this presentation is or is to be taken to be an offer, invitation or other proposal to subscribe for shares in LiveTiles.

Except insofar as liability under any law cannot be excluded, none of the Beneficiaries shall have any responsibility for the information contained in this
presentation or in any other way for errors or omissions (including responsibility to any persons by reason of negligence).
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"Having invested in the Office 365 suite, PepsiCo looked to p
the LiveTiles solution to increase collaboration and gain : g = oav poduE !
alignment between disparate business units.”

John S Phillips
SVP Customer Supply Chain & Global Go-to-Market
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Highlights

Growing Partner
Ecosystem

Strengthening
Microsoft
Alignment

LiveTiles Mosaic
Growth

Continuous
Product
Innovation

1H FY16 Results

Ongoing development of LiveTiles' partner ecosystem to enable sustainable and significant user growth
50% growth in partners in TH FY16

Distribution Agreements signed with SYNNEX Corporation (North America) and Tech Data (USA)
Outsourced training program established

Unique Microsoft Co-Marketing Agreement in the United States
Invited to exhibit with Microsoft at National Retail Federation
LiveTiles now in Microsoft App Catalogue

LiveTiles Mosaic now deployed to schools and school districts representing over 2.5 million students and teachers
Several opportunities for department-wide deployments
Opportunity to begin monetising Mosaic user base via LiveTiles Build (first major customer closed)

LiveTiles Build launched in October 2015

LiveTiles Design v4.0 launched in February 2016

LiveTiles BluePrint scheduled for release in March quarter
Several APl integrations under development

Annualised Subscription Revenue grew to $480,000 as at 31 December 2015

44 paying customers added in TH FY16

Normalised operating expenses of $3.1min TH FY16 '

$10.1m cash balance as at 31 December 2015 (plus estimated FY15 & TH FY16 R&D grants of $2.7m)

1. Excludes non-cash and non-recurring items (refer to page 8)
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LiveTiles Build Training SYNNEX National Retail Tech Data
launched program Distribution Federation event Distribution
established Agreement (New York) Agreement

ASX listing Microsoft USA 25 paying Digital marketing LiveTiles Design
following $12m Co-Marketing customers push including v4.0 launched
capital raise Agreement added in Q2 free trial via

website
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Annualised Subscription Revenue

Annualised Subscription Revenue grew to $480,000 as at 31 December 2015

Annualised Subscription Revenue (A$)
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Addressable Market &
Estimated Breakeven Point

0.4%

M Global SharePoint users

B Estimated LiveTiles Design users to achieve run-rate breakeven

Annualised Subscription Revenue (ASR) is LiveTiles primary

financial metric

= Represents committed, recurring software licence
revenue on an annual basis

Licensed users as at 31 Dec: 46,000
» Average net revenue/user/month: A$0.76

44 paying customers added in TH FY16

LiveTiles is actively pursuing the large installed base of
Microsoft SharePoint users (~200m)

To achieve run-rate breakeven on a cash basis, LiveTiles
requires ~830,000 LiveTiles Design users at an assumed
contribution of US$0.50 / A$0.70 per user per month

= Equates to 0.4% of the global SharePoint market

1. Excludes PepsiCo (300,000 licensed users at discounted pricing)
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Summary P&L
T . S hcription revenue: $0.19m

Subscription revenue 186
R&D grant 715 (a) - o
Other income 17 = Additional unearned subscription revenue
Total revenue and other income 918 (balance sheet item): $0.16m
Total operating expenses (3053)  (b) = Normalised operating expenses: $3.05m
Amortisation of development costs (297) ) )
» Loss before tax and non-recurring / non-cash items: $2.43m
Loss before tax and non-recurring/non-cash items (2,432)

= Financials for the comparable period are not meaningful
Transaction expenses 502 (© given the separation of LiveTiles from the nSynergy Group in

rhipe Shared Services agreement (in process of being terminated) (215) December 2014
Total non-recurring expenses (717)

Non-recurring expenses

Non-cash non-recurring expenses

Reverse listing expense on acquisition of Modun (2,955) (d) Notes:
Share based payments (3,679 (o) (@) 6 month accrual for estimated 1H FY16 R&D grant
Total non-cash non-recurring expenses (6,634) (b) Excludes non-recurring expenses under rhipe Shared Services
Agreement
Other non-cash expenses (© ASXlisting and Modun acquisition expenses (excluding capitalised
Share based payments - Management Incentive Plan (281) items)
(d) Represents the value of post-completion shares held by pre-completion
Loss before tax per statutory accounts (10,064) Modun shareholders less the net assets of Modun at completion
- (e) Comprises:
Income tax benefit 215 1. shares issued by LiveTiles Holdings Pty Ltd (private company) prior to
completion of the Modun acquisition
Loss after tax per statutory accounts (9,849) 2. pre-existing Modun options

1. Excludes non-cash and non-recurring items
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Global Enterprise Content Management Market Strong Industry Trends Supporting LiveTiles’ Growth

(US$ billions)

» |DC forecasts global public cloud services
spending of US$141 billion in 2019

14.5% CAGR 9.4

10.0 = 19.4% CAGR from 2015 to 2019

8.0

8.0
6.9
6.1
6.0 5.5
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0.0

2014E 2015E 2016E 2017E 2018E

= Almost six times the rate of overall IT
spending growth

= By 2017, 70% of mobile workers will be
using tablets 4

= The mobile enterprise business
applications market is expected to nearly

Microsoft Cloud Growth double to US$61 billion by 2018 5

» Microsoft's commercial cloud business grew by more than
70% year-over-year, generating run-rate revenue of

US$9.4 billion 2 » Increasingly viewed as a strategic asset
= Commercial cloud run-rate revenue target: US$20 billion The Digital 1B Promotes collaboration, communication
in FY18 2 d and connectivity

Workplace

= Focus on user experience (the
‘consumerisation’ of enterprise technology)

= More than 80% of Fortune 500 companies use the
Microsoft cloud ?

Sources: 1. The Radicati Group, Inc, 2. Microsoft FY16 Q2 earnings release. Microsoft Commercial Cloud covers 0365, Azure, CRM Online, EMS, 10
3. IDC #US40709515 Dec 2015, 4. Gartner; 5. Strategy Analytics
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“The digital workplace is the experience of work delivered through the collective use of connected
devices, software and interfaces" !

Digital Workplace !

Linked to Intranet . . .
82% of IT and business executives believe

platforms will be the ‘glue’ that brings

Traditional Intranet L . _
organisations together in the digital economy 2

Employee INEWS Corporate

: self service information RSS feeds
Twitter

feeds External

Policies Phone book nestovfoar'ks In 2015 millennials became the largest share

SR, Internal of the workforce, and will represent
management HR systems social 76% globally by 20252
networks Instant

messaging
micro-

Web Collaboration tools bloggi
conferencing for internal teams 0gging

43% of business leaders say a lack of
digital skills and capabilities is a

Collaboration

Telepresence tools for . .
external key barrier to transformation 3

Line of partners
business
solutions

Supply chain
management

Office 365

11
Source: 1. Digital Workplace Group; 2. Accenture Technology Vision 2016, 3. Accenture Strategy executive research 2015
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LiveTiles provides the flexible digital workplace platform to enable organisations,
teams and employees to work with technology to drive greater productivity
and embrace constant change in a fast-paced modern world

Employee
Engagement /
Adoption

Integrates
Seamlessly

Deployment Workplace & Configure
Platform

Mobile Friendly
& Device
Agnostic

12
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LiveTiles has three products: LiveTiles Build, LiveTiles Design and LiveTiles Mosaic

B LiveTiles Build | e s e B LiveTies Design | o s B LiveTiles MOSaIC | e e

ARTS Connect o

Market Commercial / Education Commercial Education (K-12)

Description Industry-first software tool Digital workplace design tool  Enables teachers to easily
that rapidly generates create modern, touch-friendly
Microsoft SharePoint site digital classrooms

architecture

Revenue model Subscription licence fees per  Subscription licence fees per

organisation (US$950 pa) user (US$1/user/month with
volume discounts)

= LiveTiles Build is highly complementary to both LiveTiles Design and LiveTiles Mosaic

13
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Representative customers
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LiveTiles is building a global network of partners to help scale our growth and broaden our reach

Channel Representative Partners Comments

» 3 Microsoft Cloud Solutions Providers signed to date:

. 7\ .
B8 Microsoft ~(SYNNEX = Tech Data (US): US$28k?n revenue (FY15)
oooooooo TroN = SYNNEX (Nth America): US$13bn revenue (FY15)

= rhipe (APAQ): >1,750 partners
Scale pe ( ) P

Partners » Potential to add further scale partners in 2016

hipe

= Significant investment in awareness and training

Growth in Partner Ecosystem

120 5
+ 50% 105
100

nipe Py . .

60

40
Systems LIGHTHOUSE C
Integrators EvoLUsYs 2
A<l £3LOQUTUS e e e
A W e asis. aswre. » Priority pipeline of >100 prospective partners

» Partner ecosystem is an important barrier to entry 15
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LiveTiles has launched several initiatives to more closely align to Microsoft’s go-to-market

strategy

Microsoft USA Co-Marketing Agreement:

» 3 month free trial offered to Microsoft’s Office 365 commercial
customer base in the US (250+ seats)

Launched in late November 2015

Trials underway with a substantial potential user base

Has also helped drive US partner recruitment

Offer period extended until 31 March 2016

Microsoft App Catalogue

= LiveTiles is now included in Microsoft's ISV App Catalogue
= Enhances LiveTiles visibility within Microsoft
» Enables Microsoft to automatically assign leads to LiveTiles

National Retail Federation (New York, Jan 2016)

= LiveTiles invited to exhibit as part of Microsoft stand

= >33,000 attendees

= Generated several opportunities with large retail and consumer
companies

Micresoft
GOLD CERTIFIED
Partner

MICROSOFT APAC

Platinum
PARTNER

WINNER

mn Microsoft

16



~ :
z.f Y| E— LiveTiles Mosaic

LiveTiles Mosaic is the new frontier of education technology  B% | [ve [1les Mosaic

Macuna Connect

= LiveTiles Mosaic enables K-12 teachers to easily create modern,
touch-friendly digital classrooms which seamlessly integrate with
Office 365

* Enormous market opportunity: the US K-12 market alone has
approximately 55 million students and 3.5 million teachers across
more than 125,000 schools !

= |jveTiles Mosaic customers have a user base of more than 2.5
million students and teachers

= LiveTiles is engaged with several education departments regarding
potential department-wide deployments of LiveTiles Mosaic

= LiveTiles Build provides an opportunity to begin monetising the
LiveTiles Mosaic user base

= (atholic Education South Australia has purchased LiveTiles Build
for its network of over 100 schools:

= simplifies and accelerates the roll-out of Office 365

= gives their schools and teachers autonomy to make
changes to their school and classroom portals using
LiveTiles Mosaic

November

» | BAL R L e

1. Source: National Center for Education Statistics L
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LiveTiles continues to invest heavily in product innovation

B LiveTiles Build | o

» LiveTiles Build is an industry-first software tool that simplifies the process for
quickly generating Microsoft SharePoint site architecture
= focused on the small to mid-sized business (SMB) market
= launched in October 2015

= LiveTiles BluePrint:

= a3 major new feature for LiveTiles Build

= provides a visual, drag and drop experience for planning and packaging
end-to-end solutions for SharePoint including site architecture and
LiveTiles pages

= provides the LiveTiles partner channel with a model to deliver packaged
solutions to their customers including LiveTiles Design and LiveTiles Build

= expected to be launched in the March 2016 quarter

DAVID POGUE

B LiveTiles Do g e——

= LiveTiles Design version 4.0 launched in February 2016
» More modular and scalable product
= Sets LiveTiles up for a number of new product initiatives scheduled for
2016

= Several APl integrations under development: CRM, Marketing, Documents,
Finance

18
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LiveTiles will aggressively target the SharePoint and Office365 markets in the short to medium term

Opportunity to be the leading digital workplace platform globally

5. Industry
Solutions

1. Existing 2. New 3. Scale 4. API
Customers Customers Partners Integrations

= |ncrease = |ncrease Potential to CRM = (Cloud-based

penetration
within existing
customer base

Convert free
commercial
customers to
paying
customers

investment in
sales and
marketing

Broaden and
deepen partner
network

Big digital
marketing push
in 2016

deliver step-
change in users
and revenue

eg: Microsoft;
SYNNEX; Tech
Data; rhipe

Marketing
Documents

Finance

industry-specific
user interface
applications

eg: retail store
business
analytics

Industry-specific
tile packs

19
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Focus on achieving significant growth in user base and Annualised Subscription Revenue

= Pipeline growth fuelled by:
= Growth and maturation of partner ecosystem (systems integrators and large software distributors / CSPs)
»  Microsoft US Co-Marketing Agreement
» Demand generation:
= Ramp up of digital marketing in March quarter
» Free trials through LiveTiles website
= >100 companies currently on free trials, including numerous large enterprises
» LiveTiles Mosaic:
» Potential department-wide deployments
» Monetisation opportunity via LiveTiles Build
= Active 2016 product development roadmap, including AP integration tile-packs

» Additional enterprise customers signed post 31 December 2015

21



