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CEO key messages

IR is a company in transition, moving to a Saas subscription business model

1. The evolution of the business continued at pace;
new Saa$S products, cashflow solid; well
positioned for move to subscription

2. Poor sales and profit result —impacted by deal
deferrals and caution in buying behaviour

o5. New product roadmap pipeline to capitalise on
over A$1B new TAM

4. Structural market changes in remote working and
cashless payments; IR remains well positioned for
long-term growth




Half-year performance review (ASM)

Long term growth strategy intact despite first half results

53.2

36%‘

CASH RECEIPTS
FROM
CUSTOMERS

REVENUE
Dec-19 Dec-20
11.8
NPAT o1 e
Dec-19 Dec-20
11.8
NPAT IN
CONSTANT 75%
CURRENCY = 1

Dec-19 Dec-20

OPERATING
CASH FLOW

NET CASH

Dec-19 Dec-20

13.2
1.3

15%‘

Dec-19 Dec-20

1.7 65%‘

Jun-20 Dec-20

Note: Proforma subscription revenue of US$26.6 million was down 2% over the previous corresponding period (non-statutory measure)



ASM

Deal movement
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the first half
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January




Revenue

Proforma subscription revenue and cash receipts steady in US dollars

A$M A$M
Revenue from licence fees 17.1 33.4 (49%)
Revenue from maintenance fees 10.3 12.1 (15%)
Revenue from Saas fees 0.1 0.4 (68%)
Revenue from testing solution services 2.4 2.8 (15%)
Revenue from professional services 4.2 4.5 (7%)
Total revenue 34.1 53.2 (36%)
Revenue in constant currency* 35.7 53.2 (33%)
Proforma subscription revenue in USD US$26.6 US$27.0 (2%)
Proforma revenue in USD* US$31.9 US$33.9 (6%)
Cash receipts from customers in USD** US$30.6 US$30.3 1%

* - non-statutory measure; refer appendix for reconciliation of statutory revenue to proforma revenue
** - no debtor factoring current period (prior half debtor factoring excluded to enable comparison)
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Interim revenue analysis — product il

Subscriptionrevenue; stable performance in US dollars
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* Proforma subscription revenue is a non-statutory alternate view of term licence and maintenance revenue (unaudited); refer appendix for calculations
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Interim revenue analysis — geographic |

Subscriptionrevenue; growth in Asia Pacific and Europe
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* Proforma subscription revenue is a non-statutory alternate view of term licence and maintenance revenue (unaudited); refer appendix for calculations
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Operating expenses/other

Investment in product development continues

A$M ASM
Gross research and development spend 10.1 11.0 (8%)
Capitalisation of development expenses (6.2) (7.2) (15%)
Amortisation of capitalised expenses 4.6 43 7%
Research and development (net) 8.6 8.1 5%
Sales, professional services and marketing 21.6 26.9 (20%)
General and administration 2.7 3.4 (20%)
Total expenditure 32.9 38.5 (15%)
Other losses - foreign currency revaluation 3.0 0.1
Expenditure in constant currency 335 38.5 (13%)
Development spend : revenue 30% 21%

/
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Net cash flow analysis |

Cash conversion rate 124%

207 Strong cash flow
from operations

No debtor
factoring

4.7

AL
6.4
7

Opening net cash  Cash from operations Development spend Final dividend FX, Interest & other Closing net cash

No interim dividend declared to preserve capital for growth

* Cash conversion rate = cash receipfs from customers divided by revenue 10



Balance sheet

Good liquidity fo fund growth

ASM ASM

Cash and cash equivalents 8.2 9.7

bolo:rcrgr;%eeT B Trade and other receivables 70.3 87.3

net cash Intangible Assets 30.0 29.1

$1.7M Right-of-use Assets 6.9 6.4

All Other Assets 9.9 7.4

Trade receivables - Total Assets 125.3 139.8
stfrong source

of future cash Trade and other liabilities 8.5 10.2

Borrowings 6.5 5.0

Provisions 4.4 4.6

Tox liabilities 6.3 8.6

Deferred revenue 17.2 22.3

Lease and other liabilities 7.7 6.6

Total liabilities 50.6 57.3

Net assets 74.7 82.5







Platform approach to product innovation

Drives access to larger market opportunity

Total Addressable Market

Transition to
SaaS enables
growth in new

Platform
innovation
enables higher
value solutions

Add Saa$S customers and faster time
support to market
and leverage

Maintain on Hybrid

prem solutions differentiation

for new

& existing

customers

On-premise Hybrid SaasS Platform

y
0




New product launches in 2020 and 2021 i’

New products to capitalise on >A$1B in net-new addressable market and strengthening our competitive edge

Product Target Audience Release Product Line

Date TAM
Payments Analytics Payments providers processing >100M transactions p.a. FY20 Q4

Transact

Real-Time Payments Banks and intermediaries processing >10M acct-to-acct payments FY21 Q4 ~US$430m
Monitoring* p.q.
Experience Enterprises >5k employees using MS Teams FY21 Q2
Management for Service Providers managing MS Teams for their customers
Microsoft Teams
Experience Enterprises >5k employees using Zoom FY21 Q2
Management for Service Providers managing Zoom for their customers
Zoom Collaborate
Experience Enterprises >5k employees using Webex FY21 Q4 ~US$S450m
Management for Service Providers managing Webex for their customers
Webex Meetings
Experience Enterprises >5k employees using MS Teams without a MS calling plan FY22 Q2
Management for MS Carriers integrating their telephony services to MS Teams

Teams Direct Routing

*Source: TAM (fotal addressable market) projections are derived from Gartner data and Capgemini's World Payments Report 2020 14






Accelerated move to cashless payments |

IR well placed to benefit from cards growth and new real-time payments

Expand with new switch vendors
Card support

737 B OISR Cross-sell cloud delivered analyfics

Transactions trZ‘:":’L“c’ii’g;s Launch new RTP product line
(excl. cheques) Real-Time

Payments Cross-sell to existing and new
customers

Source: Capgemini World Payments Report 2020 16



Rapid growth in high value conferencing segment i’

IR well placed to leverage home based working

Protect existing customer environments

On-premises ) )
Cross-sell new hybrid cloud solutions
. ] 4% New Teams, Zoom & Webex products
conferencing CAGR
SSEE Cloud New Saas platform expands
conferencing market and analytics
cross-sell

“Although these [vendor] tools are helpful, they offer less breadth and detail than
specialised UC monitoring tools, such as those offered by IR (Prognosis) ...”?

1. Source: Gartner UC Market Forecast 4Q20 - Jan 2021 17
2. Source : Guidance for Migrating to UCaas Solutions — Gartner, 5-JAN-21



Quality customer base

Long-term, high value relationships based on mission critical solutions
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2H action plan

Steps being implemented to strengthen 2H performance

1.

w

' A‘

Implemented a four point 'recovery' plan;

|
Sales Execution — opportunity management /
Acceleration to SaaS - on-board foundational customers
Cost management — cost out & containment /

6 o Q

d. Resourcing - re-allocated to support new business model

Moved to monthly targets to de-risk period end; aligned to
ARR/MRR

Accelerated the product roadmap for vendor collaboration
platforms and real-time payments

Continue to make progress in transitioning the business mod
— subscription growth




Key success drivers

Conftinuing IR's transition to a SaasS subscription business model

_—

Customer growth &

retention

Saa$s customer . .
. exe Product innovation
acquisition

Business model

transition

N

W

1

100 renewal &
capacity deals in
H2

. >40 new customers

3. Customer success

managers

1. On-board strategic
foundational
platform customers

2. 20+ customers

3. Grow ARR base
(revenue backlog)

1. Coverage of the 3
largest cloud
collaboration
vendors

2. Entry into Real-Time
Payments market

3. Revamped Product
Management
Leadership

1. Reliable and
predictable
revenue streams

2. Flex-licensing to
support customer
journey

3. Back-office system
& process readiness

NMmMnnnik

* - estimate for 2H
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Conclusions

|. H2 recovery underway

New product launches strengthen
competitive edge

2 Business model transition well advanced

4. Positioned for long-term growth; to
benefit from structural market changes

NO







Disclaimer

SUMMARY INFORMATION

This document and the associated transcript (together “the presentation”) has
been prepared by Integrated Research Limited (ABN 76 003 588 449) (IRI). The
presentation provides general background Information about IRI's activities
current at the date of preparation. IRl is not responsible for updating, and does
not undertake to update, the presentation. It contains information in a
summary form and does not purport to be complete. It should be read in
conjunction with IRI's other announcements released to ASX (available at
WWW.asx.com au).

NVESTMENT ADVICE
The information contained in the presentation does not constitute investment
or financial product advice or a recommendation to acquire shares or other
financial products. It does not take into account the investment objectives,
financial situation or needs of any particular investor. Investors should consider
these factors, with professional advice if appropriate, before making an

investment decision.

INANCIAL INFORMATION
All dollar values are in Australian Dollars (AS) unless stated otherwise. All
financial information is presented in respect of the six-month period ended 31
December 2020 unless stated otherwise. The presentation contains certain
non-IFRS financial measures that IRI believes is relevant and appropriate to
understanding its business. The presentation uses proforma subscription
revenue, which is used consistently without bias year on year for comparability
and to present a clear view of underlying results. The basis of preparation and a
reconciliation to statutory results is provided in the appendix to this
presentation. A number of figures, amounts and percentages in the
presentation are subject to the effect of rounding

FORWARD LOOKING STATEMENTS
The presentation contains certain "forward-looking statements”. The words

"o ” o

“anticipate”, "believe", “expect”,

”n a

project”, "forecast”, “estimate”, “likely”,

noa

"intend”, “should", “could", "may", "target", “plan” and other similar
expressions are intended to identify forward-looking statements. Indications of,
and guidance on, future earnings and financial position and performance are
also forward-looking statements. While due care and attention has been used
in the preparation of forward-looking statements, they are not guarantees of
future performance and involve known and unknown risks, uncertainties,
assumptions and other factors, some of which are beyond the control of IRI,
that may cause actual results, conduct, performance or achievements to differ
materially from those expressed or implied in such statements. There can be no
assurance that the actual outcomes will not differ materially from these
statements. You are cautioned not to place undue reliance on forward-looking
statements, particularly in light of the current economic climate and the
significant volatility, uncertainty and disruption caused by the outbreak of
COVID-19. Neither IRI nor any other person gives any representation, warranty,
assurance or guarantee that the occurrence of the events expressed or implied
in any forward-looking statements in the presentation will actually occur. All
forward looking statements in the presentation reflect views only as at the date
of this presentation. Except as required by applicable law or the ASX Listing
Rules, IRI disclaims any obligation or undertaking to publicly update any
forward-looking statements, whether as a result of new information or future
events or otherwise.

PAST PERFORMANCE
Statements about past performance are not necessarily indicative of and
should not be relied upon as an indication of, future performance.

NOT AN OFFER

The presentation is for information purposes only and is not a prospectus,
product disclosure statement or other disclosure or offering document under
any law. The presentation does not constitute or contain an offer, invitation,
solicitation, recommendation, advice or recommendation with respect to issue,
purchase, or sale of any shares or financial products in any jurisdiction. The
presentation does not constitute an offer to sell, or a solicitation of an offer to
buy, any securities in the United States or to any 'US person’ (as defined in
Regulation S under the US Securities Act of 1933, as amended (Securities Act)
(US Person)). Securities may not be offered or sold in the United States or to US
Persons absent registration or an exemption from registration. IRl shares have
not been, and will not be, registered under the Securities Act or the securities
laws of any state or jurisdiction of the United States.

GENERAL

Each of IRI, its related bodies corporate and their respective affiliates, officers,
employees, agents and advisers, to the maximum extent permitted by law,
expressly disclaim any and all liability in respect of any expenses, losses,
damages or costs (including indirect or consequential loss) arising from or in
connection with this presentation or the information contained in or omitted
from it, including, without limitation, any liability arising from fault, negligence
or otherwise. No representation or warranty, express or implied, is made as to
the fairness, currency, accuracy, reliability or completeness of information
contained in the presentation. The information in the presentation remains
subject to change without notice.
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Why customers buy

Value Proposition
IR solutions simplify the complexity of modern
tfechnologies by optimising business-critical
systems and processes through real-tfime insights in
a connected world

What we do

Capabilities
IR provides best in class performance
management across collaboration and
payments tfransactions ecosystems, cloud,
hybrid or on-premises

25




Go-to-market model i

|
Customer “high touch” model

Sales Network

Direct: Global coverage with Fortune 500

Distibution: BT St @ eresoio ACK Quosatons AVAYA il A, OPTUS Westcon FIS T Mobile:

DirectSales Indirect Sales Service ProviderSales

Alliance Partners

Distribution

Resellers Service Providers

26



Platform approach to product innovation

Eﬁ, Platform Capabilities
Common services architected for product-line and/or portfolio-wide use to streamline product delivery

@ Cloud connectors Edge connectors
Connect & Interact with other cloud services Intelligent Edge Capabilities deployed on-premise

Prognosis Cloud E Prognosis Server

Rapid delivery of new capabilities and products = Continue serving customers with hybrid delivery of features

>
=
Q
O
o
O
O

Technoloagy




Stories from the field

Solving high value customer problems

problem

solution

outcome

maintain

CDW

Managed Service Provider
with SLA commitments to
their customers.

Proactively manage user
experience and integrate
seamlessly into their
environment

Contract Extension; 3-year
extension providing
monitoring and
troubleshooting to ensure
SLA’s are achieved

grow

complexity simplified

new

American Water

Poor user experience
across a multi vendor UC
environment and a
migration to cloud UC

Collaborate UC multi
vendor platform with MS
Teams hybrid solution

New Contract; multi

year agreement providing
monitoring and
froubleshooting for hybrid
environment supporting
migration to cloud.

NN
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Proforma subscription revenue

Purpose:

To provide an alternate view of underlying performance by restating term licence and maintenance revenues on a
recurring subscription basis

How:

. All licence sales from FY2012 to FY2021 were analysed for each region in their natural currencies (the historic
analysis period)

. Perpetual deals have been reported separately in the year sold

. Subscription revenues have been calculated by aggregating amortised licence revenues with maintenance
revenues for each product line

. Otherrevenue streams have been reported the same as the statutory accounts (e.g. professional services and
testing services)

’ A reconciliation of proforma revenues and statutory revenue has been included for the reporting period




Interim proforma subscription revenue

A$M A$M A$M
Infrastructure 9.9 10.6 9.7 (2%) 7% (9%)
Transact 3.7 4.9 5.0 12% 33% 1%
Collaborate 22.1 24.1 22.1 19% 9% (8%)
Proforma subscription revenue 35.7 39.6 36.8 1% 1% (7%)
Perpetual sales 2.3 2.7 0.7 125% 16% (75%)
Testing Services 2.6 2.8 2.4 (7%) 8% (15%)
Professional Services 3.3 4.5 4.2 (13%) 39% (7%)
Proforma revenue 43.9 49.7 441 1% 13% (11%)
Statutory revenue 50.3 53.2 34.1 10% 6% (36%)
Reconciliation to Statutory Accounts:
Proforma revenue 43.9 49.7 441
Deduct Amortised licence fees (22.4) (27.0) (26.4)
Add Licence fees recognised upfront 28.8 30.5 16.4
Statutory revenue 50.3 53.2 34.1
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Cash flow i’
o mem b crae

A$M A$M
Cash flows from operating activities
Cash receipts from customers ex debtor factoring 42.4 44.4 (5%)
Cash receipts from debtor factoring 0 1.1 (100%)
Cash receipts from customers 42.4 45.5 (7%)
Cash paid to suppliers and employees (28.3) (30.0) (6%)
Cash generated from operations 14.0 15.4 (9%)
Income taxes paid (2.8) (2.2) 28%
Net cash from operating activities 1.3 13.2 (15%)
Net cash used in investing activities (5.6) (7.5) (25%)
Net cash used in financing activities (6.0) (7.5) (19%)
Net increase/ (decrease) in cash and cash equivalents (0.4) (1.7) (75%)
Cash and cash equivalents at 1 July 9.7 9.3 5%
Effects of exchange rate changes on cash (1.1) 0.0
Cash and cash equivalents at 31 December 8.2 7.6 8%
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Financial tfrack record (interim results) |

Licence fees 12.3 10.8 13.8 19.7 19.5 23.9 25.6 31.3 33.4 17.1
Revenue 22.1 21.5 26.2 33.5 39.4 43.3 45.7 50.3 53.2 34.1
EBIT 4.2 2.8 5.5 9.9 8.4 10.5 12.9 15.3 14.6 (1.8)
EBIT margin 19% 13% 21% 30% 21% 24% 28% 30% 27% (5%)
EBITDA 7.9 6.3 9.0 14.3 13.8 16.6 18.3 20.8 20.6 4.4
EBITDA margin 36% 29% 34% 43% 35% 38% 40% 41% 39% 13%
NPAT 3.6 2.8 4.5 7.5 6.2 7.7 9.3 1.7 11.8 0.1
NPAT margin 16% 13% 17% 23% 16% 18% 20% 23% 22% 0%
Earnings per share (cents) 2.13 1.64 2.68 4.46 3.65 4.53 5.41 6.82 6.88 0.08
Interim dividend per share (cents) 2.00 2.00 2.50 3.50 3.00 3.00 3.00 3.50 3.50 Nil
Payout ratio 94% 122% 93% 78% 82% 66% 55% 51% 51% 0%
Return on equity 12% 10% 15% 22% 17% 18% 18% 18% 16% 0%
Share on issue (M) 166.9 168.4 168.7 169.7 170.4 170.6 170.7 171.8 171.9 172.0
Growth rates:

Licence 16% (13%) 28% 43% (1%) 22% 7% 22% 7% (49%)
Revenue 8% (3%) 22% 28% 18% 10% 5% 10% 6% (36%)
EBIT 57% (33%) 97% 79% (16%) 25% 23% 19% (5%) (112%)
EBITDA 29% (21%) 44% 58% (4%) 20% 10% 14% (1%) (79%)
NPAT 50% (23%) 64% 67% (18%) 25% 20% 26% 1% (99%)
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