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Introductions

Presenting Today

lan Bowles Mark Pickett
+ Joined in February 2016 « Joined in June 2016
+ Prior to Tribal, served as CEO of Allocate Software, COO of « Prior to Tribal, served as UK CFO of Computer Sciences Corp,
Clearswift, SVP International Operations of Chordiant and General overseeing the finance function for $1.9bn revenue operationin
Manager of Oracle UK the UK, Ireland and the Netherlands and held senior financial roles

at Oracle across geographies primarily in its software businesses
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2018 Half Year
Update

lan Bowles
CEO

16 August 2018 Tribal Group plc: 6 months ended 30 June 2018 3



ARV Tribal’s Vision and Mission

Vision _ e |
To empower the world of education i
Mission

Provide the expertise, software and services required by education
and business organisations worldwide to underpin student

Success
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TRIBAL

Multi-faceted, broad portfolio of software solutions complemented with best-in-class services to empower the

Student Information Systems (SIS)

Tribal's core software offering tailored to different
education segments (HE, FE, schools)

#1 SIS system in the UK, Australia and New Zealand

Functionality-rich, cloud-based and on-premise
Student Information Systems add value to education
and business organisations throughout the student
lifecycle

Manages the complete student lifecycle from
attracting talent, on-boarding new recruits, day-to-day
support, exams and assessments to graduation and
alumni communities

Customers pay through a license, implementation and
support maintenance model

Our Portfolio

@) oulty Assuancosoltons @43

TRIBAL

2018E
Revenue

Tribal Group plc: 6 months ended 30 June 2018

Complementary highly recognised service offering; review
and evaluation services provide insight and practical
solutions to help improve the quality of education

Cover institutions from Early Years through to Higher and
Further Education, all focused on improving learning and
student outcomes

Analysis and Benchmarking (i-graduate)

Delivers comparative insight to the education sector
worldwide, helping institutions deliver a world class
student experience to enhance their competitive
advantage

Analysis and benchmarking tools help institutions

identify and understand opportunities for delivering
improvements

Ad-hoc software solutions design and support and
maintenance, including facilities management software for
select customers




Core Software Offering: Student Infg'_ n

Trusted Student Information System software solutions with leading market positionin UK, Australia and New

Student Information Systems

#1 SIS system in the UK, Australia and New Zealand 51 Revenue Contribution & Split

Functionality-rich, cloud-based and on-premise recurring revenue software model that manages the (% of 2018E revenue)
complete student lifecycle SIS Revenue Contribution SIS Revenue by Type

Enhancing the student experience throughout their learning journey by managing the complete student

lifecycle from attracting talent, on-boarding new recruits, day-to-day support, exams and assessments = Support & Maintainance

to graduation and alumni communities

sis . ¢ - . ; " Cloud Services
comprises of mostly software & related services and license & development fees including support &

maintenance, implementation and cloud services fees = License

[ Implementatlon

61% Recurrlng

SIS Market Leadership

L4
SIS Revenue by Segment SIS Revenue by Geography
2%
©% = Higher Education
No.1 >300 ¢.4,000 ¢ =UK
provider of Student Further Education and schools in Australia use the Further Education Australia
Information Systems to Skills providers work with Tribal Student Information
universities in the UK, Tribal in the UK and Administration = Schools = New Zealand
Australia and New Zealand Management Systems RoW
50% 100% 90% = WBL e
Russell  NewZealand Australian

Group universities universities
universities
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Core revenue " Adjusted operating profit atutory profit

Annually recurring revenue

T A o e : i R T R Fiid

1 Cash conversion v i | Committed income

b
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H1 2018 Financial Results

= Demonstrate
- Strategy and Focus are Delivering Results as planned

- Fifth Consecutive period of core Growth and positive financial results

- We are gaining market share in our territories, since 2016

+ Higher Education
- Five Competitive Displacements
- Four Home Grown displacements
« Further Education
- Nineteen Competitive Displacements
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Financial Report

Mark Pickett
CFO
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TRIBAL

CFO Summary
6 months ended 30 June 2018

Revenue Adjusted Operating Profit* Net Cash
£42.0m £6.3m £9.2m
2018 2018 2018
‘ down 4.9% up 27% | > up 67%

= Core revenue has grown 0.5%, excluding final Ofsted Early Years contract, concluded in March 2017
FX movements adversely impacted H1 2018 by £1.1m revenue and £0.4m profit compared to H1 2017
= Strong Cash generation given the Group’s seasonal, higher working capital requirements in H1 compared with H2

Adjusted operating profit is in respect of continuing operations and is stated excluding “Other Items” charges of £1.7m (2017: £2.0m). Other Items include Share-based
Payments, Amortisation of IFRS3 Intangibles, and Restructuring and associated costs

Tribal Group plc: 6 months ended 30 June 2018
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Fmanclal Key Pomts (core busmess:‘)

2h S A
Revenue : Adjusted operatlng proflt Statutory proflt
£42.0m . £6.3m o £2.9m
2017 £41.8m* o8 2017 £4.0m* <2
e ?\‘ — ' T . ;
AnnuaIIy recurringrevenue == Adjusted operating margin
£18.9m ¥ 115.0%
2017 £19.0m down 0.8% oyl ST
= Ry - ”}{:‘rh—.‘ 7 - g i ST - S 5 s
| Cash Conversion * ! Net cash - Committed Income
| (11)% & £9.2m .~ £122.5m

§ 2017 (41)% 2017 £5.5m 2017 £122.1m

*Consistent with previous reporting, 2017 numbers exclude the Ofsted contract whlch successfullyconclu%ed"n March 2017
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Segment Results*

Growth % Revenue (€m CC) 0 (5
Revenue (€m) (ConCurr) | (ConCurr) 45 BT 2=
Student Management Systems 291 289 281 4%, 40 n 12 s ’ﬂ
QAS (excl Ofsted) 9.6 8.7 85 12% % o 10 H 3
i-graduate (& Other) 33 42 41 (20% | N 02 23
Total (excl Ofsted) 420 418 407 3% %
20 6
|Annually Recurring Revenue 189 19.0 184 3% | s S
: 4
10
5 2
IAdjusted Operating Profit 2018 ‘ 2017 (cfr?(l:er) ?ég:’é:z; 0 .
H12017 H12018 H12017 H12018
Student Management Systems 9.2 9.1 8.7 6%
LB iGrad | Othat [ [alik Dhscontinue]
QAS (excl Ofsted) 23 26 25 8)% Sterling was, on average, around 6% stronger over the course of H1 2018
i-graduate (& Other) 08 0.2 02  344% thanH12017
Segment Profit 12.4 119 11.4 8% S;ggtla;:g;lrlrtesncy calculationis based on 2018 exchange rates applied
Central Overheads (6.1) (7.9) (7.8) 22% Adverse impact of currency movement in relation to H1 2017 was £1.1m
Total (excl Ofsted) 6.3 4.0 3.6 72% of revenue, and £0.4m of operating profit

* consistent with previous reporting, 2017 numbers exclude the Ofsted contract, which successfully concluded in March 2017
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Adjusted EBITDA and IFRS

Adjusted EBITDA movements (pre IFRS15)
+H1 2018 IFRS 15 impact (£m)

85 .
IFRS 15 impact recognition of the License revenue ona
e na 01 80 percentage complete basis over the perlod
8.0 = L of implementation, rather thanitbeing
0 5 recognised upfront
7.5 : 0.1
(u,z} InH1 2018, there is £0.1m favourable
impact, resulting in reported revenue and
7.0 profit being slightly higher after the
adoption of IFRS 15
6.5 B
The full year impact of IFRS 15 is expected
6.0 » to be adverse, as less revenueis
: recognised in year than would otherwise
(0.9) be, in relation to deals wonin H1 2018,
55 : such as CCCU, University of Portsmouth
(0 4) and Colleges Northern Ireland
5.0 -
S o < The impact of IFRS 15 will be absorbed
,‘\\,‘7—6& 0"5"& ?°‘°$ E\ o® ¥ '\9@6 o Q&s@& 6\«\9& @\v"’ o within current guidance for the full year,
c,e““ \\';" \QQ.‘E»S’ &'l-“ which remains unchanged
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Committed Revenue

140

120

100

80

Committed Income (€m)
(=)}
o

16 August 2018

Backlog as at 30 June 2018 Total Committed Revenué £12.2i5hi (FY17:

split by year of expected recognition £121.1m)

£122.5m .

Increased of 0.3% on 2017

~70% of next 12 months’ consensus revenue
committed

>90% of 2018 full year revenue was recognised or
committed by 30 June 2018

Key Student Management System
contracts closed

+ University of Portsmouth

« Canterbury Christ Church University

+ Colleges Northern Ireland

H22018 2019 2020 2021

* Committed Revenue (Backlog) refers to the Total Contract Value of booked
sales orders which have not yet been delivered (including 2 years Support &
Maintenance, where it is contracted on an annually recurring basis).

Tribal Group plc: 6 months ended 30 June 2018




Cashflow

H12018| FY 2017 |H1 2017 NEEEly

£9.2m

Operating Cashflows 8.0 10.9 6.7 2017 £55m

Working Capital movements (6.3) 01 (5.9) Operating cashflow (bafore tax)

Tax paid (1.2) 01 (0.1)

Net Operating Cash 05 111 0.7 £1.7m

Capital expenditure (2.4) (43) (29) 2017 S08m

Deferred consideration 08 (@12 @12 Cash conversion *

Financing (incl dividend) (20) (0.1) (11)070

Foreign exchange impact (02) (0.2 2017 (41)%

Cashincrease / (decrease) (49) 53 (3.4) Free cash flow 2
£1.1m

Net Cash 9.2 14.1 5.5 ‘ 2017 £0.2m

1 Cash Conversion is calculated as net cash from operating activities before tax from continuing operations, less expenditure on intangible assets (including Product
Development) and property, plant and equipment, as a proportion of adjusted operating profit
2 Free cash flow calculated as net cash from operating activities less maintenance capital expenditure and less capitalised development costs (excludes Wambiz)
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16 August 2018

CEO Summary

lan Bowles
CEO
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lan Bowles
CEO

Joinedin February 2016

Prior to Tribal, served as CEQ at Allocate
Software, COO at Clearswift, as SVP,
International Operations at Chordiant and
as General Manager at Oracle UK

e
e
iﬁ
Janet Tomlinson

Managing Director
Quality Assurance Solutions

Joinedin 2009

Prior to Tribal, served as
Director of Education and
Children’s Services at
Oxfordshire County Council

=
&

Mark Pickett
CFO

+  Joinedin June 2016

« Prior to Tribal, served as CFO at Computer
Sciences Corp and held senior financial

roles at Oracle

Phil Sanders
Managing Director
i-graduate

Joinedin 2004

Prior to Tribal, served as
European Sales and Marketing
Manager at Novara plc

Jon Baldwin

Mark Wilson

Peter Croft

Managing Director
Higher Education

Joinedin May 2014

Prior to Tribal, held managerial and
teaching roles at the Murdoch University
and at the University of Warwick

Managing Director
EMEA Further Education

Joinedin December 2016

Prior to Tribal, served as Professional
Services director at Unit4 and Head of
Professional services at Lumesse

Managing Director
APAC Further Education

Joined in September 2017

Prior to Tribal, served as Regional Director
at Allocate Software and as Managing
Director at Clearswift

Barbara Staruk
Managing Director
Product & Development

Joined in February 2016

Prior to Tribal, served as
Product Director at Optum and
as  Director of  Product
Management at Picis

Tribal Group pl

Chris Farnath
Managing Director
Cloud & Support Services

Joined in August 2016

Prior to Tribal, served as
Customer Service Director at
Allocate Software and as
Managing Director at Service
Instinct

onths ended 30 June 201

Mike Beech
Marketing Director

Joinedin March 2016

Prior to Tribal, served as
Marketing Director at Kerridge
and as Head of Product
Marketing at RM Education

Chloe Payne
HR Director

Joined in March 2007

Prior to Tribal, worked in the
Health sector and at Cambridge
Assessment




Highly Actionable Organic Growth Stra '

Clear organic growth opportunities across geographies and business units

Significant growth opportunities across SIS, i-graduate and QAS
Continued development of new software and service offerings including cloud services and mobile apps

Expertise in Products & Services
Prudent and strategic execution of bolt-on acquisitions with robust target pipeline in both SIS and QAS

(&)

Cross- [ Up-Selling

@’ + Gain additional share of wallet from existing customer base by up-selling incremental software and services
Potentially cross-sell value-added QAS services to existing software customers

(®)
A ) + Aggressively bid on new customers coming onto market across geographies
Customer Base ExPansmn )I/ Continue to grow Higher Ed and Further Ed customer base
+ Established footprint in EMEA and Oceania and balanced customer portfolio with ample room for further growth
Geographic Footprint @ - Nascent potential in North America, Middle East and Asian markets with significant upside, especially in target
geographies including Canada, Singapore and Malaysia
A «pm « Accelerated rollout and migration of Edge on modular basis will further unify Tribal’s software offerings and
Integratlon &Rollout of Edge (( +>l improve operational efficiency

Continued Cost Rationalisation

2 - Ongoing cost saving initiatives enable centralisation of business operations and drive improved efficiency
Prudent reduction of headcount from continued Edge rollout and customer migration
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Pre-2016 Challenges

o“N

Delivered by Current Management Team

&

Stabilised the Business

Created a solid foundation
and sound operational model

Committed to Long-Term

Refocused the Strategy

Improved profitability, delivered
new product strategy with new
licensable module

St of the Business

Moved to recurring revenue,
continued margin improvement,
continued international expansion

Tribal Group plc: 6 months ended 30 June 2018

Stable organic growth with industry-
leading profitability

Single, unified software platform led
by Tribal Edge with clear focus on
Higher and Further Education

Robust recurring revenue model with
strong cash conversion and blue chip
customer base

Unlock further growth through
prudent exploration of strategic
growth upsides

Execute Buy and Build Strategy




TRIBAL Conclusion e

__‘; B . R I-'.. e ?r‘.\ i
p Unique value proposition with a broad and
complementary portfolio of software and

education services

The market leading platform for Higher

Education, Further Education and schools across Cutting edge, modular, cloud-based SMS

solution which is highly scalable

=

b ing v o R

Strong worldwide presence serving customers
across multiple different locations

Extensive, sticky and long-standing customer
relationships with significant barriers to entry

i e
._--:}-Ia._!-';-' =

Seasoned and committed management team
with a track record of executing a plan to refocus
the business

Supported by an employee base of highly skilled
individuals with deep domain expertise

Actionable organic growth strategy progressing
existing initiatives complemented by tangible
opportunities to explore upsides

T

Highly visible, recurring revenue model providing

Positive financial performance with 940bps
comfort on forward business performance

margin expansion over the last 2 years
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Appendix
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TRIBAL

Our Goal remains unchanged

World-class software & services company

International market leading educational management
solutions provider

Valued by

— Customers
- Staff

— Shareholders

3 00

16 August 2018 Tribal Group plc: 6 months ended 30 June 2018



TRIBAL Heightened Demand and Evolving Customer Needs in Educat .H n
a Distinct Demand for Solutions __—-_ ‘i

The education industry is in search of superior software to improve recruiting and operational efficiencies

The Needs of the Education Industry are Rapidly Evolving... ...Creating Additional Demand for Educational Software Solutions

Pressure to attract and recruit students early on due to greater NI Deep educational domain expertise derived through
competition among other institutions to fillin student seats

highly specialised focus on the education market and
H long-standing customer relationships

Need to leverage data better engage students as customers rather
than just assessing their sentiment @6" Broad, functionality-rich software portfolio, uniquely

complemented with a wide range of education services

Need for digitisation and automation of the education institutions
(moving away from the paper-based approach towards a modern,

cloud-based environment) Highly scalable software solutions (e.g. across multiple
TRIBAL @ academic and geographic locations) at limited additional

. A n cost
Maintaining operational agility

N . BT .
~— Worldwide platform uniting different teaching and
Improve relevancy and efficiency of learning experiences worldwide through technology,
marketing and student targeting international delivery model and best practice insights
Unique Value
.. I . Proposition of Tribal ®  Access to valuable customer data and students’
Increased competition in domestic markets coupled with further ] ; g ]
| ] ] behaviour from a diverse customer base, easing the
competition to attract international students L . N ..
administrative burden of universities

Tribal Group plc: 6 months ended 30 June 2018




Student Information Systems

Student End-to-End Lifecycle

Enquiries
Applications
Registration
Learning and

Studying
Assessments
Examinations

Graduation

Student Support

(®))
g
+—

()
=<

—

M
=

Learning Analytics

Curriculum Management

Student Experience
Mobile and Single Portal

Alumni Management
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Student Information Systems Stréteg'y i

Further Education / . . Employment &
Vocational Education gl Zell R Work Based Learning

Lifelong Learning Journey

Tribal Edge Tribal Maytas

Tribal SchoolEdge

A student’s lifelong learning journey underpinned by Tribal Student Information Systems

16 August 2018 Tribal Group plc: 6 months ended 30 June 2018




Overview and Key Benefits

Tribal’s new, SaaS-based Student Information Platform

v Cloud-based, next-gen platform with the flexibility to work with
any current SIS system

v Simple to deploy, manage and pay for

v Highly scalable, modular platform; each module can be used
standalone or combined to provide a truly mobile, engaging, and
supportive experience for students and staff

v Focusing much more on the student experience and looking to
bring student management, including self-service, into the hands
of the students themselves

v Allows continuous insight so institutions can make timely
interventions that improve retention and outcomes

T

-

Student View
+ A personalised, tailored experience in students' palms to keep them engaged
throughout the education lifecycle
Mobile app - available anytime, anywhere via a mobile - so students can see their

day at a glance and can quickly and easily communicate with other students and
staff

Student Support

+ Afully web-based application delivering personalised support wherever it’s needed

+ Achieve a single view of all student performance issues and identifies opportunities
to deliver critical support to reduce drop-outs and maximise student successes.
Students can raise support issues instantly, whilst staff can access critical
insights into performance trends

Student Engage

»  Communication and collaboration in the hands of your students

- Private social network designed to operate just like other social networks but with
added safeguarding features enabling staff and students to connect, communicate
and collaborate with each other safely and securely

Student Insight
Allows institutions to understand the person behind the student information data
to make a positive difference and ensure success

Tribal Group pl



LR RLE.E S Tribal’s Complementary Solutions

Partnering with national and state government departments to improve quality of teaching
and enhance institutions’ performance

Cover institutions from Early Years through to Higher and Further Education, all focused on
improving learning and student outcomes

Review and evaluation services provide insight and practical solutions to help improve the
quality of education

QAS revenue consists of mainly school inspection and related services fees

u UK Mew Yark Seate &
ELUCKTION DERAHTMENT Department

Us f——pe— for Educatior

= Middle East Y

= e
= New Zealand MINISTRY OF EDUCATION

Tribal Group plc: 6 months ended 30




TRIBAL

i-graduate (Analysis & Benchmarking)

« Analysis and benchmarking tools help institutions identify and understand opportunities for delivering
improvements

« Delivers comparative insight to the education sector worldwide, helping institutions deliver a world class
student experience to enhance their competitive advantage

« Enables institutions to deliver a world class student experience to enhance their competitive advantage

—I I_ —l I_DestinationofLeavers—l
L L

Operational
I_ Benchmarking

Student Experience
Barometer

Institutional Investment
Surveys

Tribal’s Complementary Solutions - ;.

Other Historic Lines of Business

Non-core business lines which management does not actively focus on but are still revenue-generative and
profitable

Lean operational teams continue to support and maintain existing products as businesses are transitioned
to a maintenance mode

Gradual ramp-down in coming years as Tribal continues to focus on the core SIS, QAS and i-graduate products
Represents 5% of 2018E revenue

Market Leadership

N I_PrinrityAssessment N
)

] [ Major Customers ] [ Revenue Contribution

{ Facilities Management }

{ Software Solutions } { Information Matters

° . ° » (% of 2018E revenue)

.“. ‘ 3%

1,400 e
universities and colleges e

worldwide use the Tribal 'I'OI_OHOMAI

student barometer
Insstibate of Technology

e .

75% >150 Feedback gathered from
of UK colleges have  higher education and over 3 million students in
saved money using VET providers in over 1,400 institutions

Tribal financial Australia use Tribal . ;
benchmark student experience across 33 countries

surveys

Tribal Group plc:

Asset management business - Bespoke software solutions + Virtual information library
enabling educational catering to specific customer managing documents for
institutions to manage needs large corporates

portable assets within their . . X
real estate holdings +  Project-based assignments + Inthe process of full wind-

down

months ended 30 June 20




H12017 |Growth % [l

Stgdent Mar;:agement H12018 | H12017 (Constant | (Constant BIEG
ystems (£€m) Currency) | Currency) BIE&
12
License & Development fees 48 43 42 15% 10
8
Support & Maintenance fees 15.6 15.8 152 3% P
Implementation services 6.5 7.0 69 (6)% ‘2‘ I I a
Cloud services 21 18 18 16% - = L —
License & Support & Implementation Cloud Other
Other 01 00 00 Deg:lsi::nt Maintenance
Student Management Systems 29.1 28.9 28.1 4% mH12018 Actuals  mH1 2017 (Constant Currency)

Higher License and development fees due to IFRS 15

Segment Profit 93 91 87 6% impact of license recognition from prior years. S&M
increase in constant currency mostly due to contracted
SMS segment Margin % 32%  32%  31% annual uplift. Increase in Cloud revenue as more contract
wins include Cloud solutions, offsetting some of the
Capitalised Product Development 18 1.0 softness in Implementation work
H1 2018 investment in Product Development relates to
Amortised Product Development (0.7) (0.8) increased investment in Edge products
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3 Year Core Segment Results in cong

Segment Revenue excl discontinued businesses Segment Profit excl discontinued businegse
in Constant Currency in Constant Currency
45.0 14.0 £6.3m
40.0 120 £3.6m
30.0 8.0 | —
250 6.0
200
4.0
15.0
20
100
0.0 —
5.0 2016 Revised 2017 Revised 2018
. (2.0)
2016 Revised 2017 Revised 2018 mmmm SMS exc Synergy IGRAD mmmm OTH exc. Synergy
m SMS (exc Synergy) i-graduate  mOther mQAS (excl Ofsted) mmmm QAS exc Ofsted [EEOverheads
The GBP£ was, on average, around 6% stronger over the course of H1 2018 than through H1 2017. The revenue and operating profit
of each segment for 2016 and 2017 have been translated at 2018 rates to provide a constant currency comparison to 2018. The
revenue relates to core numbers (ie, excluding discontinued businesses). Segment profits for each half-year are shown in the bars,
with the Central Overhead cost shown in orange. In 2016, there was a half-year loss of £(2.6)m, excluding the contribution from
Ofsted and Synergy. In 2017, there was a profit of £3.6m, growing to £6.3min 2018.

16 August 2018 Tribal Group plc: 6 months ended 30 June 2018




H12018 H12017

£m £m
Revenue 42.0 44.2
Gross profit margin 50% 42%
Adjusted operating profit 6.3 5.0
Adjusted operating profit margin 15.0% 11.2%
Other Items (2.1) (2.5)
Statutory operating profit/(loss) 4.2 25
Finance costs (0.1) (0.1)
Statutory profit/(loss) before tax 4.2 2.3
Income tax (charge)/credit (1.3) (0.7)
Statutory profit/(loss) after tax 2.9 1.6
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Other Items s

H12018 H12017 FY 2017

£m £m £m : i1y
Share based payment charges 11 0.7 iy To assist understanding of |-
the underlying performance -
Restructuring 0.1 0.7 1.0 of the business, certain
o items are excluded from the
IFRS3 amortisation 0.9 10 20 Adjusted Operating Profit,
Other ) 01 01 and included in Other ltems.
Other ltems The main items are Share-
excluded from Adjusted Operating Profit 21 25 4.8 base_d Payments,_ Defelrred
Contingent Consideration,
Finance costs 01 01 01 Amortisation of IFRS3
Intangibles, and
Tax credit on other items (0.5) (0.6) (0.9) Restructuring and
associated costs.
Total Other Items 1.7 20 4.0

excluded from Statutory Profit/(Loss)
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Contact:

Email
» |an.Bowles@tribalgroup.com
» Mark.Pickett@tribalgroup.com

WWW.TRIBALGROUP.COM
@TRIBALGROUP
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