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Simplifying the way small organisations
do their business by delivering
software, services and knowledge




Ma mu t \@lse Proposition

As defined at the time of incorporation

® Scalable business model
® Def i ned 0 gol gresantablaitgigvestors/partners
® Build long term values over time
® Business plan with a potential in several markets

® International ambitions
® Keenness to make Mamut an international company
® Conquer home market, then international expansion
® Natives as Country Managers for each market

® |nternationalisation of the company
® Choose the right partners
® Aggregating best practice from all markets
® Perceived as a local player




Company Overview
Mamut ASA

® The Company ORGANISATIOI
® Established 1994 in Oslo, Norway, IPO May 04

® Over 400,000 customers in 16 countries
® 480 employees, whereof 360 at HQ in Oslo
® The Mamut Business Model

® Provide complete business solutions, web CUétomer
I i : are
based solutions and hosting services for SMEs 150

® [Feature-rich, user-friendly solutions, low TCO
® Direct, all-inclusive Customer Care
® Centralisedorganisation, internal R&D

® Recent acquisitions _
_ By region: 25% Western Europe,
@ Klubben Online (NO) 2Q08 60% Nordic, 15% Central Europe

® MYOB UK Business Division (UK/IE) 2Q08
® Stellar Business (DK) in 2Q07
® Active24 ASA (Europe) in 3Q06




Market Initiatives 2008

Introduction of Mamut One and premium hosting services

® Scandinavia: Good growth in all markets

® Norway/Sweden/Denmark: Positioning Mamut One
for the 200k customers and offer new premium
hosting services

® Western Europe : Focus on UK, NL and DE

® UK: Focus on integration of MYOB Business Unit
and introduction of Mamut One

® Germany: Focus onLexware Joint Venture Regions
® The Netherlands: Positioning Mamut One and ® Nordic (NO, SE, DK, Fl)
premium hosting services ® Western Europe
. (NL, UKI/IE, DE, AU, CH, BE, FR, ES)
® Central Europe: Strong growth continues e Central EUrope(cz, L, SR)

® CZ: Growth in customers and revenues,
introduction first premium hosting services in 2Q08

® PL: Strong revenues growth, introduction first
premium hosting services in 2Q08




Growth and Scalability

MNOK 2000 2001 2002 2003 2004 2005 2006 2007 9 30%
Operating revenues 57,2 76,5 99,1 1158 1442  180,1 312,4 445,1
- Growth 26 % 34 % 30 % 17 % 25 % 25 % 73 % 2% = -
Total operating exp. 90,7  102,0 99,9 1076 1301 1624 284.8 381,6 10
EBITDA (33,5  (25,5) (0,8) 8,2 14,1 17,7 275 635 -,
EBIT (38,1)  (32,5) (6,1) 3,4 6,3 6,5 (6,3) 15,1
Employees 114 134 132 138 169 199 393 as0 % oot
Customers 19000 23500 29000 32100 41300 53100 300000 350000 4
Markets NO NO +SE +NL +UK  +DKI/IE 16 16
30 B 10%
MNOK 2000 2001 2002 2003 2004 2005 2006 2007 2
Cost of Goods Sold 6,7 6,6 6,5 7.6 9,6 10,5 35,0 579 I %
% (Revenues) 12 % 9% 7% 7% 7% 6 % 11 % 13 %
Marketing 15,1 15,6 16,0 17,1 26,7 32,4 39,0 481 ° T on aooe a0osrr 2007
% (Revenues) 26 % 20 % 16 % 15% 19% 18 % 12 % 11%
R&D 23,5 24,9 25,5 29,6 32,1 36,7 47,7 59,4 B Revenue ($m) EBITDA Margin (%)
% (Revenues) 41 % 33 % 26 % 26 % 22 % 20 % 15 % 13 %

54 consecutive quarters with double digit revenue growth
Consistent growth in revenues, the customer base and ARPC
Business model based on recurring revenue and organic growth
Continuing focus on cost effective infrastructure improvements
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Mamut Is 100% Focused on SMESs

Application Software Market Segmentation Mamut Understands Its Target Market

® Mamut succeeds in its market because
it is the only pan-European ERP
company that caters exclusively to
SMEs

® Mamut 6s pricing strate
are geared towards an SMEonly
strategy

® Mamut 6s cul ture i s bas
SMEs:

® The companyds reward
tailored to optimize sales to SMEs

®  Product development is driven by
feedback from SMEs

® The companyds custom
cherishes the SME relationship




UK acquisition in May 2008
MYOB Business Unit
MYOB,

® The Business Unit
® Turnover of £1.8M in 2007
® Offices in London, regional presence, 20 employees
® 500+ Current Professional Partners

® Products and services

® MYOB brand amongst the top five best known providers of business software
solutions to the UK and Irish small business segment

® 50,000 customers including 20,000 active customers using MYOB accounting
software, retail software and payroll software and the DOSH products

® The MYOB acquisition strengthenedM a mu po8iton in the UK and Ireland

® Transaction
® Acquired from MYOB Limited (ASX: MYO) for a cash payment of £1.7 million




Background: Launch of Mamut in the UK
UK Approach

® Mamut launched in the UK in 2004
® No customers
® No partners
® No brand name in the UK

® Understanding the UK market
® Mamut carried out market research for 3-4 years prior to the launch

® UK was European country No. 4 for Mamut
® Mamut has followed similar launch plans in all its core markets, with national
tweaks and humbleness for any differences in culture




UK operations SATISFACTION

WINNER
Focus on organic and strategic growth e

FUNCTIOMNALITY

® Positive visibility
® Award-winning: The Accountancy Age Award for Best Small Business Solution
in 2004, 2005 and 2006

® Award-winning: Software Satisfaction Winner in AccountingWeb

® Take an active part in the public debate

® Take an active role in the public debates concerning our primary target
group; SMEs

European Software Association, ViceChairman

® BASDA (the Business Application Software Developers Association), Member
of the General Council




sation, because while it included his
was also his person-
al phone, which he would take with
him if he ever loft the company,
in crossing

wr
and IT has not goao unnoticed, nel-
ther has its strang focus on de

“Tochnology vendors have bocomo

much more aware of the Jook and feel

of their dovi years bo-
cause users have soen what the likes
of Apple has don in product dosign
and now expect this attention to de
tail in enterprise product ranges.”
says James Edwards, product manag-
or at ZyXEL,

Users have also become more tech-
nology savvy. so look for many of the

atures and functions the
their home devices to bo
officu technology (and vice versa),”
he continues. “Equally, many of the
communications tachnologios
(firowalls, antf-spam, anti-
virus) that started in
‘work' machines aro
now key technolog)
for home users. For
small and medium:
sizod businesses, this
has meant many prod-
ucts aro oqually suitable
in a home or office envi-
ronment."”

up o consumers’
needs and are taking
Inspiration from
consumers’ fifestyle,
choices”

would be almed at the consumer
space, “but there are countless
cations for such products in orgs
tions of al shapes and sizes”. He
cites this as a potential benefit for IT
resollers.

"Part of the attraction of D-Link to
our channel partners is how broad
our product portfolio is,” odds Mul
holland. “For example, u ressller may
ba sellinga high-spec network securi
ty solution to a business that will also
have a requirement for other prod-
ucts, such as desktop sto -
cess points, that would be p
traditional ‘consumer’ offering

and the transference of their expecta-
tions into the work environment
“Enterprises are starting to wake
upto consumers' neods and are take
ng inspiration from consumers’ 1ifo-
h

style cholces,” says Alan Moody
managing director for the UK and Ire-
land at Mamut. He cites Face-
book and i Tunes as leisure
applications that have
“ghown ontorprises that
IT can attract and en-
gy users on masse if
the user experience is
doht"

Ho suggeats thoso
types of technology have
startod to affect technology
cholces within the entororise,

The pressure of consumer expecta
tion, driven by experionce of prod-
ucts and applications that are easy to

with the introduction of media cen-
tros, high definition and customer in-
stalls into the home, the convergence

Start-up packages
offered free

Mamut, a Norweglan
software company, will this
week launch a free business
goftware package ainoed at
gturt-ups, It includes contact
management, business
planning and help to bulld
a website.

Startup will be available
from Monday and includes
goftware to create buglget
plans, i contacl register,
customer and product
reports and order registers

Mamul has about BO.00O
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