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Disclaimer
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This presentation does not constitute or form part of any offer for sale or subscription or any solicitation for any offer tobuy or subscribe for any 
securities or to form the basis of or be relied on in connection with any contract or commitment.This is not, and under no circumstances is to be 
construed as,a prospectus, an offering memorandum, an advertisement, an offer, an invitation or a solicitation to enter into a transactionor other 
investment business. 

No representation or warranty is made to the fairness, accuracy, completeness or correctness of these materials.Each recipientor reader must 
make their own investigation and assessment of the matters contained here.In particular, no representation or warranty is given, and no 
responsibility or liability is accepted, as to the achievement or reasonableness of any future projections or the assumptionsunderlying them, or any 
forecasts, estimates, or statements as to prospects contained or referred to in these presentation materials. 

/ŜǊǘŀƛƴ ǎǘŀǘŜƳŜƴǘǎ Ƴŀȅ ŎƻƴǎǘƛǘǳǘŜ άŦƻǊǿŀǊŘ-ƭƻƻƪƛƴƎέ ǎǘŀǘŜƳŜƴǘǎ ŀƴŘ ŀǊŜ ǇǊƻǎǇŜŎǘƛǾŜΦ CƻǊǿŀǊŘ-looking statements are neither promises nor 
guarantees.They involve known and unknown risks, uncertainties and other factors which may cause actual results, performance or achievements 
of Redknee to be materially different from any conclusion, projection or future results, performance or achievement expressedor implied by such 
forward-looking statements.Actual events may differ materially from expectations embodied in forward-looking statements and depend on a 
number of factors and risks, some of which may be beyond the company's control. New risk factors may arise from time to time.It is not possible to 
predict all of those risk factors or the extent to which any factor or combination of factors may cause actual results, performance and achievements 
of Redknee to be materially different from those contained in forward-looking statements. These risks and uncertainties include rapid technology 
change, changes in customer architecture and equipment deployment requirements, the risks and uncertainties of new product introductions, 
economic and commercial conditions, exchange rate fluctuations, competitive forces, dependence on key supplies and like factors that may cause 
actual results, performance or achievement to differ materially from those implied by such forward-looking statements.Given these risks and 
uncertainties, investors and readers should not place undue reliance on forward-looking statements as a prediction of actual results.

No responsibility or liability is accepted by any person for any loss howsoever arising from any use of, or in connection with, these presentation 
materials or their contents or otherwise.In issuing these materials, Redknee does not undertake any obligation to update information or to correct 
any inaccuracies which may become apparent in these materials.These materials are supplied to you for your own information andmay not be 
distributed, published, reproduced or otherwise made available to any other person, in whole or in part, for any purpose.In particular, they should 
not be distributed to or otherwise made available to persons where such distribution or availability may lead to a breach of anylaw or regulatory 
requirements. 
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About Us
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2006 Outstanding Product 
Achievement Award

ÅOur Focus

ÅRedknee is a leading global provider of communication software infrastructure to price 

and charge all subscribers for data, content & voice  across wireless, cable, fixed & 

satellite companies around the world.

ÅKey Drivers

ÅWireless data growth 

ÅWireless adoption growth ïnext 1 billion subscribers

ÅConvergence across content, data and voice across wireless and fixed networks

ÅKey Advantages

ÅStrong global organization, product platform, patents

ÅStrong global customer base with 70+ customers in 50+ countries

ÅCash, no-debt & increasing scale of business
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First Quarter Fiscal 2010 Highlights
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ÅRevenue of $11.8M

ÅEBITDA of $1.7M (14% of revenue) 

ÅOperating profit of $0.8M

ÅStrong recurring revenues (43% of total)

ÅTwo new customers ïNA & EMEA

ÅCash of $23.5M & $10M USD of undrawn LoC

ÅPatents: 17 granted & over 50 pending
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ÅEnd-to-end turnkey converged billing system

ÅIncrease revenue per subscriber across data, messaging & voice

ÅDecrease subscriber churn 

ÅDecrease OPEX for customers

ÅModules that integrate with other existing (legacy) systems:

ÅReal-time Rating, Charging & Policy for Next-Gen Services

ÅAdvanced Customer Care ïOne Call Resolution

ÅInterconnect & Content Settlement ïInBill
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Redkneeôs Product Portfolio
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Pound A Day

Vodafone, UK

Prepaid BlackBerry 

Charging

TSTT, Trinidad

Kama Kawaida

Safaricom, Kenya
Digipass

Digicel, South Pacif ic
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Redkneeôs Growth Strategy Across Key Markets
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TierOne Markets HighGrowth Markets

T4Q Revenue 48% 52%

Market Segment 
Focus

ÅWireless data growth
ÅSubscriber experience 
ÅChurn prevention

ÅWireless subscriber growth
ÅWireless data growth

Targets ÅAustralia
ÅEurope
ÅNorth America

ÅGroup operatorsacross:
ÅAfrica
ÅAPAC
ÅThe Middle East 

Approach ÅPoint systems to enter & then 
ÇÒÏ× 2ÅÄËÎÅÅȭÓ ÆÏÏÔÐÒÉÎÔ 
ÅLicenses driven mainly by 

transactional capacity

ÅEnd-to-end  billing systems
ÅExpanded services offering
ÅLicensing driven primarily by 

subscriber growth

Strategic 
Acquisitions

ÅDisciplined acquisitions
ÁCapture market share & access to customers 
ÁAdjacent software products

ÁBuild recurring revenues
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Global Company In Expanding Global Market
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T4Q Revenue Americas 36% EMEA 43% APAC 21%
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Redknee Well Positioned For Growth
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Stratecast, a division of Frost & Sullivan, 2009

TierOne Markets HighGrowth Markets

GlobalMarket Size 1 2008:$7.9B  �> 2012: $11.2B USD

���‡�†�•�•�‡�‡�ï�•�����‡�‰�•�‡�•�– 2008:$1B  �> 2012: $3B USD

Competitors Å,ÁÒÇÅ ÃÏȭÓ ×ÉÔÈ ÌÉÍÉÔÅÄ ÓÏÌȭÎ
ÅMostly customized systems

Å&ÒÁÇÍÅÎÔÅÄȟ ÍÏÓÔÌÙ ÐÒÉÖÁÔÅ ÃÏȭÓ
ÅPoised for consolidation
ÅCustomization unsustainable

Market Evolution ÅCustomers require end-to-end solutions from product leaders
ÅCustomization a failed business model in high growth markets
ÅNew entrants limited & number of players decreasing

1 - Source: AnalysysMason, Dec 2008


