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Forward Looking Statements and Confidentiality
No Offer to Purchase Securities
These documents are provided in the necessary course of business to prospective investors in respect of a potential private placement of the Company’s securities. These documents are not an offering memorandum,
prospectus, public offering or any other offer of the Company’s securities, and any subsequent offer of the Company’s securities shall comply in all respects with all applicable securities laws and regulations. The information in
this presentation is intended for use only by persons resident in jurisdictions where such use is lawful. Nothing in this presentation constitutes, and under no circumstances is to be construed as, an offer or solicitation to
purchase securities of, or advertisement for, securities of the Company. The securities of the Company have not been registered under the United States Securities Act of 1933, as amended or any state securities laws.
Forward Looking Statements
Certain statements contained in this presentation (including information incorporated by reference) are "forward looking statements". Our forward-looking statements include, without limitation:
•
•
•
•

Estimates of future costs and other expenses;
Estimates of future capital expenditures and other cash needs, and expectations as to the funding thereof;
Statements regarding future transactions; and
Estimates regarding timing of future capital expenditures and production activities.

This list is not exhaustive of the factors that may affect our business, our value as a company, and our forward looking statements. Where we express an expectation or belief as to future events or results, such expectation or
belief is expressed in good faith and believed to have a reasonable basis. However, our forward-looking statements are subject to risks, uncertainties, and other factors, which could cause actual results to differ materially from
future results expressed, projected or implied by those forward-looking statements. Given these uncertainties, readers are cautioned not to place undue reliance on our forward-looking statements. All subsequent written and
oral forward-looking statements attributable to the Company or to persons acting on its behalf are expressly qualified in their entirety by these cautionary statements. The Company disclaims any intention or obligation to
update any forward-looking statements, whether as a result of new information, future events or otherwise, except as may be required under applicable securities laws.
Use of Information
These documents are CONFIDENTIAL. They may not be reproduced and the information disclosed therein may not be made available to anyone who has not signed a confidentiality agreement with the Company without the
prior written consent of the Company. Any information communicated to the Company through this presentation becomes the Company’s exclusive property. The Company shall be entitled to use any such information for any
purpose without restriction or compensation to any person. Such information provided by the user shall be deemed to be non-confidential.
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Reliable network performance is
increasingly difficult to achieve.
Video streaming and
other real-time services
are making ever
increasing demands on
limited bandwidth.

Networks are more
complex. (public,
private, security,
multiple services and
applications).

This problem is
multiplying as IoT
connects everything
over networks.
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Martello’s software and
hardware solutions bring
clarity to complex digital
environments and control
of evolving technologies.

Visualize &
Understand

Optimize
& Control

Monitor
& Manage

martellotech.com

4

$5.1M

5,000+

FY 2018 revenues

customers

34%
CAGR

54%
Year over Year Revenue
Growth
FY 2015 - 2018
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FY 2017-2018
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Product Portfolio
• Detect and alert to network
problems that will negatively
impact real-time services.

Performance
Management

Manage the
performance of unified
communications.

SD-WAN
Build stronger, more
resilient networks.

IT Dashboard
Visualize your IT
environment from a
single dashboard.

• Identify the source of the problem
quickly.
• Visualize your IT environment and
consolidate tools in a single
dashboard.
• Optimize the network for
bandwidth intensive real-time
services.
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Recognition
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Frost & Sullivan Report Cites Martello as Leader

“Its strategic merger with Elfiq Networks that is known for its
pioneering SD-WAN technology and now operates as Martello’s
subsidiary, combined with its constant product launches and new
feature rollouts, have empowered Martello to render
unprecedented value to its customers.”
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IoT is multiplying the problem of network complexity, with
real-time services making increasing demands on networks.

The
Opportunity

Unified Communications
as a service (UCaaS)
Midmarket

Video Streaming
(Netflix, Amazon,
etc.)

Internet of Things
(IoT) endpoint &
services

$3B by 2021

$82B by 2022

$3.9T by 2027

Martello is the only company that can deliver both CLARITY
and CONTROL of these increasingly complex environments.

Source: Gartner
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Investment Highlights
• Steady revenue growth, both organically and
from acquisitions.

• Industry-recognized product: Frost & Sullivan
2018 report cites Martello as industry leader.
• Established customer and partner base with
increasing diversification.

• Recent acquisition activity to increase global
sales presence, recurring revenue and product
opportunities.
• High calibre leadership team and board.
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Customers & Partners
• 5,000+ end customers in more than
150 countries.
• 150+ channel partners and distributors.
• Direct sales to governments, financial
institutions and hotels.
• Microsoft Gold Application Development
Partner.
• Mitel Gold Preferred Partner.
11
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Diversified Customer Base Across Many Industries
Hospitality

Financial &
Banking

Education

Other
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150+ resellers, MSPs and distributors around the world.
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Financials
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Steady Growth
(CAD$000’s)

Note: To FY16, fiscal year ended April 30. Beginning FY17, fiscal year end changed to March 31. Fpr FY18 and FY19, Q2 represents period ended September 30
* FY17 represents 11 months ended March 31, 2017 due to change in year end.
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Revenue Diversification
FY17

FY18

FY19 YTD (Q1 + Q2)

12.8%
32.2%

67.8%
87.2%
100%

Performance analytics

Performance analytics

SD-WAN

martellotech.com

Performance analytics

SD-WAN
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Key Financial and Market Information
All $ figures in CAD

Shares outstanding
(basic) (1)

191.2M

Insider
ownership

28%

Shares outstanding
(fully diluted) (1)

209.2M

Working capital
(Sept 30, 2018)

$9.3M

Share price(1)

$0.35

Debt (2)

$3.6M

Market cap

$73.2M

Cash (2)

$7.0M

(1) As at November 18, 2018

(2) Sept 30 2018, adjusted for Savision
acquisition
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Financial Highlights
Revenue growth

(in CAD $)
Fiscal Years

TTM (2)

(1) To FY16, fiscal year ended April 30. Beginning FY17, fiscal year end changed to March 31. FY17
represents 11 months ended March 31, 2017.
(2) TTM represents trailing twelve months ended September 30, 2018

Q2 YTD

Sales

Q2 FY19

Q2 FY18

$1,964

$1,022

Gross Margin

1,839

955

Loss from operations

(858)

(65)

Adjusted EBITDA (3)

(343)
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Net loss

(2,150)

(141)

Loss per common
share

($0.01)

($0.00)

(3) Adjusted EBITDA, a non-GAAP measure, is defined as the Loss from operations, as
reported, before interest, tax and adjusted for removing the share-based compensation
expense, depreciation, amortization, and further adjusted to remove acquisition related
costs. For a reconciliation of Loss from operations to Adjusted EBITDA, please see
“Management’s Discussion & Analysis”.
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Strategy & Leadership
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Leadership Team
Management

Board

John Proctor
Chief Executive Officer

ICT Executive previously VP Cyber Security for
CGI

Sir Terry Matthews, Co-Chairman

Founder and Chairman of Wesley Clover International. Has founded or
funded 100+ companies since 1972, including Mitel and Newbridge.

Erin Crowe
Chief Financial Officer

20+ years CFO experience with oversight of
$130M+ revenues

Bruce Linton, Co-Chairman

Co-founder and Chairman of Canopy Growth Corporation. Responsible for
the acquisition and/or disposition of more than a billion dollars in business
assets

Doug Bellinger
Chief Technology Officer

20+ years telecom software product
development

John Proctor, Chief Executive Officer

ICT Executive previously VP Cyber Security for CGI

Niall Gallagher
VP Product Management and CoFounder

30 years telecom industry experience

Niall Gallagher, VP Product Management
and Co-Founder

30 years telecom industry experience

Stefanie Richheimer
Chief Revenue Officer

Former CEO of Savision and IT business leader

Mike Michalyshyn

Seasoned technology lawyer with experience in embedded software with
QNX Software Systems and BlackBerry.

Fred Parent
Chief Innovation Officer

Co-Founder of Elfiq Networks with 20+ years
telecom

Colley Clarke

Experienced CFO with financial leadership of TSX, NASDAQ and AIM listed
technology companies.

Don Smith

General Partner at Wesley Clover International, CEO of Mitel 2001 to 2011.

Mike Galvin

32 yrs BT PLC, responsible for design, deployment and management of the
largest broadband networks in the UK.

Jennifer Camelon

Technology industry finance and business executive leading transformation
initiatives for QNX

martellotech.com
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Strategy: Mergers & Acquisitions
TARGETS

Must be accretive to Martello:

•

Network/IT
performance
management

Adjacent
Technologies (ie:
IT security, QoS,
NetOps)

IoT
management
capabilities.

•
•
•

VISION: Bring clarity to complex digital environments and control of
evolving technologies.
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•

Proven Technology that solves a
problem for Martello’s customers
and market.
Channel that provides cross-sell
opportunities for Martello.
Culture that will integrate well
and add value.
Stable Financial Position, with
established revenue, profitability.
People that add technical,
business talent to Martello.
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November 2, 2018

Transaction Highlights
•

IT Ops software that integrates and controls existing management tools in a
single dashboard for Microsoft environments.

•

Microsoft Gold Partner with 900 customers, 50 partners and $4.5+ revenue

(2017)
•

Savision CEO Stefanie Richheimer becomes Chief Revenue Officer of
Martello.

•

Larger business development team with European presence, and expanded
product line.

martellotech.com
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The Bigger Story
•

IoT is growing - everything from
autonomous vehicles to medical
devices will be connected.

•

The stakes are becoming higher: a 30
second delay in response from an
autonomous vehicle is not just a
business problem, it’s catastrophic.

•

Martello is well positioned to be the
global brand delivering confidence in
network performance for IoT.

martellotech.com
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investor@martellotech.com
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