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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

Redknee is a leading global provider of innovative communication software 

products, solutions and services to price and charge every subscriber for all 

services and content to maximize business value

ÅWhat we do

Å Our customers are mobile, fixed and satellite service providers around the world

Å Our solutions enable our customers to manage their subscribers, while billing & 

merchandising all the services, content and application on their networks

ÅStrong track record

ÅGlobal customer base with over 70 customers in more than 50 countries

ÅEstablished growth business

Å Founded in 1999

Å Public company (TSX: RKN)
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2006 Outstanding Product 
Achievement Award
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Fiscal 2009 Highlights

© Copyright Redknee Inc. 2009. 4

ÅRevenue of $53.3M (2008: $50.7M) 

ÅEBITDA of $6.5M (2008 loss of $4.2M) 

ÅOperating profit of $4.2M (2008 loss of $3.9M)

ÅAdded six new operators across all target markets

ÅMulti-million $ license expansions with Tier-1ôs

ÅStrong recurring revenues (2009: 41%)

ÅCash of $25.8M & $10M USD of undrawn LoC
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ÅEnd-to-end turnkey converged billing system

ÅPrepaid-&-Postpaid billing for data/content/voice/messaging, Point of Sale, 

CRM, Marketing Actionable-analytics Promotions Engine, Customer Care, 

Provisioning, Mobile Money, Vouchers, Interconnect, Revenue Assurance

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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RedkneeôsMonetization 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 High Growth Markets

FY09 Revenue 54% 46%

Market Segment 
Focus

High wireless data growth, 
subscriber experience / churn 
prevention

High subscriber growth (next 1B 
wireless subscribers) across both 
existing and new operators

Target Operators Tier-1 in NA, Europe & AustraliaGroup operators in Africa, the 
Middle East & APAC

Approach Å.ÉÃÈÅȾÐÏÉÎÔ ÓÏÌȭÎ  ÔÏ ÅÎÔÅÒ Ǫ 
then grow RKN footprint 
ÅLimited scope consulting 
ÅPerpetual capacity licenses

ÅEnd-to-end  billing systems
ÅExpanded services offering
ÅPerpetual & term licenses driven 

primarily by subscriber growth

Partnering Large SI & Technology Partners Regional SIs & Resellers

Strategic 
Acquisitions

Disciplined acquisitions for the primary purpose to capture market 
share/access to High Growth and Tier-1 markets, while increasing 
recurring revenues and expanding product offering.
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RedkneeôsGrowth Prospects & Challenges
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TierOne Markets High Growth Markets

Opportunity Converged, real-time billing 
was not an issue when legacy 
systems deployed 5-10 years 
ago 
ÅCurrent suppliers distracted, 

expensive, slow to address 
data  & content requirements
ÅPoint systems an entry point 

for RKN
ÅPatents expected

Carriers operate on off-the-shelf 
product model with full 
convergence expected
ÅCustomized billing systems 

failing within 24 months
ÅRKN sale starts with one 

successful deployment to a lead 
carrier within a group (Digicel, 
Bintel, MDC, etc.)
ÅLong-term recurring revenue

Challenges ÅBusiness scale expected
ÅLong sales cycle
ÅRisk of displacement

ÅScale is an advantage
ÅLocal support expected
ÅPayment cycle long



R E D K N E E   I N V E S T O R   P R E S E N T A T I O N

Global Company In Expanding Global Market
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80% of revenue in a year from existing customer base


