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OUR VISION

A world where organisations
communicate like people
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WE BELIEVE

~ Value s created,
~when people are engaged
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- Business Update:

Delivering on strategy & growing ARR
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$35m

Strong revenue retention of 116.1%

$30m

Our customers are long-term
& spend more over time

$25m
$20m
>

$15m
$10m

$5m

$0m

H1-10
H2-10
H1-11
H2-11
H1-12
H2-12
H1-13
H2-13
H1-14
H2-14
H1-15
H2-15
H1-16
H2-16
H1-17
H2-17
H1-18
H2-18
H1-19
H2-19
H1-20

o)) o
S 9
T T

Notes
1. *Cohort analysis excludes DBS Bank Singapore as a former customer, fluctuating transactional customers and one-off items such as paid proof of concepts. whispir | 8



Recurring revenues
growing

Asia & ANZ driving growth

22% Growth
from 1H-FY19
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Increasing average
customer ARR

Prioritising growth & platform
utilisation from existing
customer base

©
)
e
@
@8
-
@
LL




i

: | Use Case Aadatne
Creatlng more / 285 Customers
297 Customers

high-value e $2.852
.

CUStomers 1H FY19 2H FY19 1H FY20

Strong organic growth from installed 2-% Use Cases e 15%MRR """""" 7
//-‘.. 1970 VIR e
base - more users, modules&
transactions 164 CUStomerS
152 Customers
AVG MRR

155 Customers

AVG MRR
$6,770

1H FY19

AVG MRR

$7.239 37,756

2H FY19 1H FY20

(
<

4+ Use Cases
60 Customers

54 Customers
AVG MRR

45 Customers
AVG MRR $16 169

o 15,694
1H FY20

1H FY19 2H FY19




Strong IH FY20 Performance

Significant revenue growth,
reflecting strength of business

Recurring Revenue:

1H-FY20 Recurring

provides future
« O revenue surety

1H-FY20
EBITDA

1H-FY20

$222m

-
O
D
e
@
O,
-
@
L

Lifetime value of LTV/CAC Ratio

customer base as at y | it o
31 December 2019 within target band 7x - 10x
$18.2m &

1H-FY20
Revenue

whispir | 12




'3
Whispir's platform has enabled us to improve the

automation, personalisation and management of our
internal and external communications with easy-to-

integrate workflows. Over the years we ve significantly

increased our use of Whispir's platform, growing from
roster communications to volunteer coordination.

- Jamie Barnes, Resource Managemg%t Improvement Lead

whispir | 13



_Strategic focus

(-

©) Scaling to support business growth,
a geographic expansion & innovation
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Financial Services

IT, Telecoms & Media

Emergency Services

Australian Red Cross

 BLOOD SERVICE

Healthcare

N\eAaNTas

Transport and Logistics

Moreton Bay™

Local Government

Resources & Mining

foxtel

Consumer / Media / Technology

Education

whispir |

15



-
*

*>

~or personal use only...

anEEa,
o Y
\d 03

0“
“: L] L] L] L] L] L]
1 ¢ an X pan Harnessing growth opportunities with existing customers
,'... ““‘000
Consumer [ ! ( F°F?!?"9 M \ae foxtel | (OEZE (d
i \ N ey _— G;(){:)r‘?se &vﬁiﬁ? "«,_v a FairFPrice
\VZA @
Emergency ( // Dynarmiq N ... ‘ y = - AN ; D,,];ES ‘
Finance o AustrahanSup; '
Rabobank

pL AOUS,
: i - Y} g 7 2 o "
‘ 5 f Wik | s ; 3 [ ¥ ;_w‘!- Family& _
Government Asst ok for NSW :?s'\}h/ | safework Nsw ! I “ M )2 _Cou I }}}} NSW Community
¥ o b CITY 6 MELBOURNE n o < | s
ESENTE, jobactlive

¥ Health 1.Q. v
Healthcare e R A Qe
HEALTH CARE Queensland Mealth
g TRUSTED - %
IT, Telecoms & Media NSW | ifRory source | @ twilio . slom &

ini GLENCORE
Resources & Mining RE o RoY i

DownerEDi ‘ MELBOURNE
Rail o

R

airservices |

Transport & logistics

western
"é! power

- N SA

Uti“ties infrastructure \ y RESPONSE AusNet THE LINDE GROUP

Services Urbantil

whispir | 16



market opportunity

.2 | Targeted expansion in Asia SR

Revenues
e Growth of 26% in 1TH FY20
 On track to hit $6.5m in FY20
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telkomtelstra

Geographic
* Focus on Singapore and Indonesia
« Expansion into Philippines and Thailand y === =
 Leveraging blue-chip reference customers 7:§StarHub i E==

Partnerships
* New go-to-market strategy with Indonesian telco IndoSat Ooredoo
* Increased sales capability with extended agent network

* Partnering with established local brands Channel partners in

o0 Cost-effective acquisition of new customers

S this region include
o Significantly reduces new market entry costs

whispir | 17



New leadership & strategy to

3 IIlVeStIIlg 1n US market increase market footprint

Leadership
* Appointed Peter Gehl as VP Americas to drive growth
0 Highly experienced in enterprise software
0 New go-to-market strategy

Partnerships | ~}

Reseller agreement with Carahsoft Technology

Shared go-to-market strategy with Vonage

AWS partnership

o AWS Partner Network Advanced Technology partner
o0 Digital Customer Experience Competency

Revenues
« Largest market opportunity
* Revenue growing in FY21

. carahsoft ;

aWws
\-/‘7 :~':

\/

VONAGE

whispir | 18



Our partners
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Investing in new interfaces,

.4/ Innovation to drive growth roduots & oapabilitics

FY20 R&D investment

$30m over the past four years

Product Leadership

« $30M in R&D activity over « Brad Dunn appointed

four years Chief Product Officer $89m

* $44Min1HFY20 Focus on platform $8.4m

functionality Expensed $40m $3 5m
Ongoing a : |

* Whispir Store ¢ Faster development
Capitalised

. of new products T
Al & loT

FY 20 FY20F

(latest fcast view) Prospectus

Delivered

Workflow interface
improvements

whispir | 20
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Building a high performance culture

Investing in people & culture

Attracting & Enhanced Reshaping the Performance
retaining top talent leadership onboarding management
capabilities across process framework
all regions

Career
development

whispir | 21



%Whispir leadership team

Whispir’s board

Brendan Fleiter

Independent Non-executive Director,
Chair of the Board and Chair of the Nomination
& Remuneration Committee

| use onl

Jeromy Wells

Chief Executive Officer and
Executive Director

Shane Chesson
Non-Executive Director

Executive leadership

~or persona

Gareth Roberts
CFO

Sarah Morgan
Independent Non-executive Director
and Chair of Audit & Risk Committee

Sara La Mela
Independent Non-executive Director

Sophie Karzis
Company Secretary

Tobias Brix
COO

Broadening leadership expertise

Senior leadership team

Brad Dunn
CPO

Andrew Fry
VP ASIA

Daniel Cherin

Group People &
Culture Manager

Mathew Vine
Acting CTO

Peter Gehl
VP Americas

Guy Granger

Head of Solution
Architecture

Dima Vovchak

Head of Group
Services

Wayne Lee
VP ANZ

whispir | 22



_Financial results:

(-
©On track to achieve FY20 forecast
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——1

(— 1H FY20 1HFY19 YOY Change
Robust delivery of strategy,
increasing revenue

($m’s) ($m’s) (%)
Software revenue 17.4 14.1 24%

Professional services revenue 0.8 1.0 (25%)

Revenue X . 20%

Software Revenue Growth of 24% YOY

Gross margins of 62%
EBITDA $1.6m ahead of prospectus Gross Margin % (1.9pp)

Gross Margin ; : 17%

Sales and marketing (9%)
Research and development 6%

General and administration (13%)

Total operating expenses (9%)

EBITDA 5%
Depreciation and amortisation (30%)

EBIT (2%)

whispir | 24




Driving growth through the platform

Network effect within customers driving transaction & revenue growth

1H-20 Revenue Growth PCP

1H-20 Revenue Composition

M Platform revenue

52%

B Transactional revenue

m Services
10%

Platform Transactional Services
revenue revenue

w
o
b4
<
I
o

Group
Revenue
18.2m

% REVENUE

-25%

whispir | 25



Balance Sheet
Well funded for growth 51 December 2019

Assets

A$('m)

Statutory

Current assets

The IPO provides 3 We” Cash and cash equivalents

Trade and other receivables

capitalised Balance Sheet.

Prepayments and other current assets
Total current assets
Non-current assets

Total assets

Liabilities

Current liabilities

Total current liabilities
Total non-current liabilities
Total liabilities

Net (liability)/assets

whispir | 26



Improving operational
leverage
29.7%

26.1% 24.6% 22.29%
Revenue growth
exceeding expenses

FY 19 1H 20

R&D (Cash Spend)

42.2% 42.3%

*FY19 ProForma numbers whispir | 27




193
One of our biggest challenges was every long weekend, after

any school holidays, we would be inundated because people

forgot their passwords. We made customers go through

multiple steps, now we ve streamlined that process. That has

saved us quite significant call volumes coming through our

service desk. »

- eHQ Chief Customer Experience Officer Michael Berndt

whispir | 2s



_Strong growth
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Whispir’s total global
market opportunity

Whispir’s potential addressable market® (US$bn)

$143.

$10bn

whispir

. By 2024
. Operational
: Communications

By 2023
. Customer Engagement

By 2021
: Crisis Communications

Whispir's management team believe the WCaaS market in 2024 may reach US$8bn!

Whispir's addressable market is a subset of the Operational Communications market, the Customer Engagement
market, and the Crisis Communications market: estimated to total over US$170bn by 2024. Management believe
that this addressable market can be approximated to the CPaaS? market.

Growth of the CPaaS market, 2016-2022 (US$bn)+

US$6.7bn

US$5.7bn

CAGR 35%

US$4.7bn
US$3.5bn
US$2.4bn
US$1.6bn
USS$L1bn .
2016 2017 2018 2019 2020 2021 2022

Notes
1.This estimate takes into account the limited available information on the emerging WCaa$S market and its growth potential; the CPaaS market not growing

as predicted over the next five years; and the WCaaS market not exceeding the CPaaS market over the next five years.
2. Communications Platform as a Service.

3. Nemertes Research, Whispir Enterprise Communications Industry Analysis, January 2019.

4. Juniper, Communications Platforms - Transforming Enterprises into Digital Innovators, 2017.



Powerful growth strategy

Multiple levers to sustain growth & increase market penetration

Increasing platform use with existing customer base

. Acquiring new customers

. Diversification of channel partners

. Whispir Store, evolving to SMB marketplace

. Increasing presence within three key markets -

ANZ, Asia and US

. Increasing product offering to drive adoption

whispir | 31



Competitive Strengths

Moving swiftly to “strengthen the moat”

Scalable platform with on demand capacity
. Integrates with existing IT systems
. Low code, No Code platform

. Fast development with modern tools and frameworks

. Cost-effective infrastructure and service delivery

. Repeatability

Reliable process automation

whispir | 32



%We believe:
?% when organisations engage with people effectively -
@ value is created.

~or personal U

whispir



~Connect Engage Thrive
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Important notice and disclaimer -

This presentation is provided for information purposes only. The information in this
presentation is in a summary form, does not purport to be complete and is not
intended to be relied upon as advice to investors or other persons. The information
contained in this presentation was prepared by Whispir Limited (Whispir) as of its date,
and remains subject to change without notice. This presentation has been provided to
you solely for the purpose of giving you background information about Whispir.

Forward-looking statements

This presentation may include forward-looking statements. Such statements can
generally be identified by the use of words such as 'may’, 'will, 'expect’, ‘intend’, ‘plan’,
‘estimate’, 'anticipate’, 'believe’, 'continue’, ‘objectives’, 'outlook’, ‘guidance’, ‘forecast’
and similar expressions. Indications of plans, strategies, management objectives, sales
and financial performance are also forward-looking statements.

Such statements are not guarantees of future performance, and involve known and
unknown risks, uncertainties, assumptions, contingencies and other factors, many of
which are outside the control of Whispir Limited (Whispir or Company). No
representation is made or will be made that any forward-looking statements will be
achieved or will prove to be correct. Actual results, performance, operations or
achievements may vary materially from any forward-looking statements.
Circumstances may change and the contents of this presentation may become
outdated as a result. Readers are cautioned not to place undue reliance on forward-
looking statements and Whispir assumes no obligation to update such statements.
No representation or warranty, expressed or implied, is made as to the accuracy,
reliability, adequacy or completeness of the information contained in this presentation.

Past performance

Past performance information given in this presentation is given for illustrative
purposes only and should not be relied upon as (and is not) an indication of future
performance.

Information is not advice or offer of securities

This presentation is not, and is not intended to constitute, financial advice, or an offer
or an invitation, solicitation or recommendation to acquire or sell Whispir shares or any
other financial products in any jurisdiction and is not a prospectus, product disclosure
statement, disclosure document or other offering document under Australian law or
any other law. This presentation also does not form the basis of any contract or
commitment to sell or apply for securities in Whispir or any of its subsidiaries. It is for
information purposes only.

Whispir does not warrant or represent that the information in this presentation is free
from errors, omissions or misrepresentations or is suitable for your intended use. The
information contained in this presentation has been prepared without taking account of
any person’s investment objectives, financial situation or particular needs and nothing
contained in this presentation constitutes investment, legal, tax or other advice. The
information provided in this presentation may not be suitable for your specific needs
and should not be relied up on by you in substitution of you obtaining independent
advice. Subject to any terms implied by law and which cannot be excluded, Whispir
accepts no responsibility for any loss, damage, cost or expense (whether direct, or
indirect, consequential, exceptional or special damages including but not limited to loss
of revenue, profits, time, goodwill, data, anticipated savings, opportunity, business
reputation, future reputation, production or profit, any delay costs, economic loss or
damage) incurred by you as a result of any error, omission or misrepresentation in this
presentation.

Preparation of information

All financial information has been prepared and reviewed in accordance with Australian
Accounting Standards. Certain financial data included in this presentation is ‘non-IFRS
financial information’. The Company believes that this non-IFRS financial information
provides useful insight in measuring the financial performance and condition of Whispir.
Readers are cautioned not to place undue reliance on any non-IFRS financial information
including ratios included in this presentation.

Presentation of information

e Currency All amounts in this presentation are in Australian dollars unless
otherwise stated.

* FY refers to the full year to 30 June.

* Rounding Amounts in this document have been rounded to the nearest
$0.1m. Any differences between this document and the accompanying
financial statements are due to rounding.

Third party information and market data

The views expressed in this presentation contain information that has been derived from
publicly available sources that have not been independently verified. No representation
or warranty is made as to the accuracy, completeness or reliability of the information.
This presentation should not be relied upon as a recommendation or forecast by Whispir.
Market share information is based on management estimates except where explicitly
identified.

No liability or responsibility
The information in this presentation is general in nature and is provided in summary
form and is therefore does not purport to be complete.

To the maximum extent permitted by law, Whispir and each of its affiliates, directors,
employees, officers, partners, agents and advisers and any other person involved in
the preparation of this presentation disclaim all liability and responsibility (including
without limitation, any liability arising from fault or negligence) for any direct or
indirect loss or damage which may arise or be suffered through use or reliance on
anything contained in, or omitted from, this presentation. Whispir accepts no
responsibility or obligation to inform you of any matter arising or coming to their
notice, after the date of this presentation, which may affect any matter referred to in
this presentation.

This presentation should be read in conjunction with Whispir’s other periodic and
continuous disclosure announcements lodged with ASX.



Glossary —

Profit or loss

Software revenue: revenue generated from collecting contracted monthly
licence and transaction fees from customers based on a contracted fee per user
and cost per transaction.

Professional services revenue: professional fees in respect of implementation,
configuration, training and integration fees.

Cost of service: the costs relating to the delivery of the software including the
costs of running the data centre, wages and salaries of data centre based Whispir
staff and the carrier cost in delivering transactions.

Gross profit: total revenue less cost of services.

EBITDA: earnings (or losses) before interest, income tax, depreciation and

amortisation. Amortisation of contract acquisition costs are included within EBITDA.

Management uses EBITDA to evaluate the operating performance of the business.
EBITDA can be useful to help understand the cash generation potential of the
business. EBITDA should not be considered as an alternative to measures of cash
flow under IFRS and investors should not consider EBITDA in isolation from, or as a
substitute for, an analysis of the results of Whispir's operations;.

EBIT: earnings (or losses) before interest and income tax.

Cash flow

Capitalised development: proportion of the wages and salaries of employees
whose activities relate to the development of software.

Capital expenditure: investment in property, plant and equipment including
leasehold improvements and IT equipment.

Working capital: trade and other receivables, contract acquisition costs, other
current assets, less trade and other payables and income received in advance.

Operating cash flow: EBITDA after the removal of non-cash items in EBITDA (such
as share-based payments, amortisation of contract acquisition costs and net foreign
exchange difference) less net interest paid and changes in working capital.

Free cash flow: operating cash flow less capital expenditure and IPO offer costs.

Financial metrics

Gross margin: gross profit divided by revenue expressed as a percentage.
EBITDA margin: EBITDA expressed as a percentage of total revenue.

EBIT margin: EBIT expressed as a percentage of total revenue.

Contract acquisition cost: commission costs incurred in winning new customers.

Customer acquisition cost (CAC): expenses directly incurred in winning new
customers, which includes the contract acquisition costs, divided by the total
number of new customers won in the period.

Customer revenue retention %: revenue earned from customers in a year/half
year divided by the revenue from the same customer cohort in the corresponding
prior year/half year.

Customer churn %: number of customers lost in the period divided by the
number of opening customers in the period.

Lifetime value of customer (LTV): ARR per customer multiplied by the gross
margin for the period, divided by the customer churn in the period. The LTV of the
customer cohort represents the LTV multiplied by the number of customers at the
period end.

Annualised recurring revenue (ARR): recurring revenue from the final month in
a period (licence and transaction revenue) multiplied by 12 months.

Research and development % spend of revenue: The total of the research and
development expenditure recorded in the statement of profit or loss (excluding
amortisation) and the capitalised spend in the period divided by revenue.
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