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Through The Looking Glass
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S P you'd generally get to somewhere else - if you
e run very fast for a long time, as we've been
¢ doing.’

‘A slow sort of country!’ said the Queen.
‘Now, here, you see, it takes all the running
you can do, to keep in the same place.’
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We make it possible
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To be the most trusted name in ERP

= Become a trusted advisor and drive business transformation

= Provide consistent, expert and specialized services across our global ecosystem

= Adopt a narrow focus in the specific industries aligned to our strengths as a specialist organization
= Focus on the right channel partners who support our strategy

= Scale our business through channel growth

= Build communities through great relationships with our people, customers and partners
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We make it possible
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Growth Mindset Integrity Passionate Results-Driven Authenticity
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To be the most trusted name in ERP

= Become a trusted advisor and drive business transformation

= Provide consistent, expert and specialized services across our global ecosystem

= Adopt a narrow focus in the specific industries aligned to our strengths as a specialist organization
= Focus on the right channel partners who support our strategy

= Scale our business through channel growth

= Build communities through great relationships with our people, customers and partners
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Why Growth?

Growth is crucial to the long-term survival of a business. It makes it
easier to acquire (develop) assets, attract new talent and fund
Investments.

Growth means we can remain competitive

Growth means we can do what we love to do

It also drives business performance and profit

Without growth your aspirations exceeds your ability
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Isn’t Profitability Obvious?

Growth is crucial to the long-term survival of a business. It makes it
easier to acquire (develop) assets, attract new talent and fund
investments.

You can do all these things without being profitable

Over the short to medium term...

Sustainable, responsible and value adding business
(Strategic imperatives)
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Our Strategic Pillars - Growth

Achieve $90m x% uptake on

= Grow our revenue revenue by Cloud for a"new

= Grow our business through the 2023 deals AN
implementation of a Cloud ~ .
implem: 95,000 users? e e

= Grow our business through

world class partners Deliver on 3'year an Q \v
= Explore geographical expansion |

in APAC and EMEA

= Growing the North America i % of Deliver 70% of all net new
market share Deliver 20% o business through partners
= Diversify revenue through , revenue through other
hanci fferi i i
enhancng Our: enng - streams Sign up 5 Tier 1 partners Cor,
N YIRN N\ Vop globally =\
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Our Strategic Pillars - Profitability

41$ Profitability
Achieve profitability Increase revenue

= Grow our profit margins to targets per employee N
unlock investment RS
opportunities

Service profitability

= Implement effective and @ x%
efficient cost structures to drive Improve our CAC Improve our avg

[
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h deal size
growt Measure Corporate
=  Optimise our revenue through Investment
enhanced product 7
commercialisation and , Ensure the achievement of
adoption - Erow SYSII:RC2)082;|ser business case returns for all
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Our Strategic Pillars — Product

@ Offering

Build product to match TMS
requirements and quality
expectations

Enhance our product through leading
and appropriate technology

Maximise analyst reviews to build our
brand awareness

Build a profitable services and
support model

Implement a sustainable ISV program
delivering on x% of revenue

Deals in TMS

Commercialize at
least 60% of
innovation _
initiatives

Engage with at least 10
analysts per year with an
80% positive sentiment

Realized business case
for all investments over
$xm

X% of support revenue
from formal
implemented support
offerings

X% of ISV revenue
to be recurring
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Product Strategy Pillars

Providing Specialization

Vertical industry capabilities — specialist,
expertise

Focus on a specific problem or solution that
cuts across select industries and sectors —
leaders, experience

Clear Differentiation

Develop a position that potential customers
and the market see as unique — distinctive

</ of the new product or service

Enabling Transformation

New processes, technologies and techniques
our customers can apply to further gain
market share, increase revenue, customer
satisfaction, improved efficiencies or
reduce operating costs

Focused Commercialization

Bringing new products or services to market.
The broader act of commercialization entails
production, distribution, marketing, sales,
customer support, and other key functions
critical to achieving the commercial success
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Our Strategic Pillars — Customer Retention

r&. Customer Experience

=  Ensure that we retain our
customers

Achieve 95,000 users by
2023

X % of Customer users
on SYSPRO 8 by 2023

= Drive customer satisfaction
through building excellent
sustainable customer
engagements and relationships

Achieve an overall NPS /
CSAT of 85% -Include
partner customers; CLTV

Measurement of trusted

advisor?

(v

= Become known as a Trusted
advisor in our customer base
and in the industry
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Customer engagement
model?
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Strategic Imperativ ey’

N
T

= Market segments
* Product

= Value proposition
‘= Channels and key

= Growth and sustainability
= Customers

= Capacity and capability

= Culture - values

relationships

= Differentiators "“ (
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Operational . 41 Revenue and Cost Product Offering ('\ ®
Priorities Upskilling il Optimization Optimization . Systems Channel "

S——

Strategy ®_0 S, :
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Enablers ol  People {1.. Technology |£) Finance

How much to we allocate to each priority?

How efficient are we?

How effective are we?

SYSPRO
Cloud ERP
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Through The Looking Glass
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‘A slow sort of country!’ said the Queen.
‘Now, here, you see, it takes all the running
you can do, to keep in the same place.’
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PLANNING FOR LEARNING

Learning and Development

ORGANIZATIONAL CULTURE

LEARNING CULTURE DESIGN _ CONNECT
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Hhus. ensuing the growth of the business

Content Curation; Content Maintenance; Learner Managerment

Learning Management System, Learning Technologies, Learing Partner Eco System Learmer Experience Platform: SLC
Faciltator led workshops, E-learning, On-the-Job Learning. Micro Leaming: Simulations; etc.

Business
Simulations

VALUE BASED LEADERSHIP ORGANISATIONAL CULTURE
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Revenue Optimization

Trusted Advisor
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Existing New Mature

Customer Business Channel Growth
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Strategic Business Processes
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_ : Enterprise Asset Financial
Logistics Sales Management Quality Management
Management Management
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System Architecture and Innovation
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Enterprise o Connected Document
Mobilit
Analytics 4 Services Al Management
Dfégbgtsd Augmented industrial loT Partner
g Services AECRUIELS Platforms

(Blockchain)
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Channel

Trusted Advisor

Drive New
Portal Business Develop
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