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- = Market-leading provider of Student Information
Tl' I bal Ove I'Vlew Solutions to both Higher & Further Education in UK,

Australia, New Zealand, Singapore and Malaysia.

Over 500 institutions empowered by
Tribal’s Student Information Solutions

Global provider of Quality Assurance and
Benchmarking services for Education

market share
>650]0 UK Universities

market share
>30% nustralia & NZ HE

>35070 market share UK

Further Education
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“ourisen ok

To empower the world To be a pure-play

of education. Education Technology

We strive to research, develop and deliver (EdTGCh) Saas bUSineSS,
the products, services and cloud solutions !

needed by educational institutions across expandlng toa gIObaI

the world to support their primary goals of reaCh

educating students, providing optimum

learning experiences and ultimately
delivering successful outcomes.




Delivered against our 2020 Objectives

Protected the business from impact of coronavirus
Protected the business « Resilient financial performance

from impact of coronavirus «  Swift action on cost savings

«  Successfully moved to remote delivery

Won new customers and increased share of wallet in existing customers
« Keynew wins

«  Major cloud migrations
 ARRincreased 12% to £47.5m

Won new customers and
increased share of wallet in
existing customers

°.° _.° - Delivering on Tribal Edge strategy
o/h‘ Delivering on « First Tribal Edge module, Submissions, released and sold
« Next module, Admissions, released to early adopters

Tribal Edge strategy
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High level of new wins

Higher Education Edge Solutions

LAREAY) Q\ R A (? ) ety

BUSINESS SCHOOL
AUSTRALIA .
g™ UNIVERSITY OF
ABERDEEN

PRIFYSGOL

Y ABERYSTWYTH

— ——— UNIVERSITY

Y NANYANG
TECHNOLOGICAL
\€;$§> UNIVERSITY

SINGAPORE

) X 2
ING S ; THE UNIVERSITY OF

Nl wiy SYDNEY

" "UNIVERSITY of

STIRLING &

city of :‘ Highlands ‘/ Education Services

Further Education

Apprenticeships

wolverhanl ton | Coliage | "N

T are . .
SI E M E N S ﬁ \ Literacy Aotearoa Baptist y z%”n‘:g‘ll’iélssgl:lcatlon
e r] e rG\/ Choice Change Freedom College Te Amorangi Matauranga Matua

o

A.r.u.| oes™

UNIVERSITY OF
P, GIBRALTAR

, | Department .
ELEMENTARY AND SECONDARY ,. - - for Educat|0n <
E DUCAT I ON

Cambridge

Education Group

sy . G
York St John
University

i

TRIBAIT‘



Financial
Performance

2020

For period 1 January to
31 December 2020




Summary
12 months ended 31 December 2020

Revenue Adjusted Operating Profit EBITDA / Margin %
(EBITDA) -
15
£73.0m £14.9m - B -
12
10 18%
9
r
6 o
| d ] fit 5 M
Down 5'9070 mn::g?rls:o gggza Ing pro : 2016 2017 2018 2019 2020

I EBITDA EBITDA Margin %

= Revenue impacted by Covid-19, mostly in Education Services
= Adjusted Operating Profit (EBITDA) maintained
= bthconsecutive year of Margin % improvement

Adjusted Operating Profit (EBITDA) excludes “Other ltems” including Share-based Payments, Amortisation of IFRS3 Intangibles, and Restructuring and éssoc,iat_ed g_béts 2
2019 reported on a constant currency basis ) ; ; e

|
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Key Performance Indicators
12 months ended 31 December 2020

Statutory Profit After Tax Annual Recurring Revenue (ARR) Committed Income

£6.4m £47.5m £144m

2020 020 B 2020
yiCl £3.0mloss 2019 YRS 2019 EEENEEEN

Up 313% Up 12% Up 8%

o N b comsion S oviend

£9.5m" 122% 1-2p per share

2019 [EENIR JCH  105% S M 1. 1D (paid as interim 2020)

- Down 427, Up 1700bps - Up 9%

*Includes one-off payment of £8.1m in final settlement of platform dispute
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Segment Results

Revenue Profit
£m £m
[ 60 30
Revenue Margin %
50 25
2020 vs.2019 2020 vs.2019 2020 vs.2019
Constant Currency Constant Currency Constant Currency 40 0
SIS £66.9m (2)%  £21.0m 10% 37% 4 400bps . .
ES £161m (18)%  £34m (18%)  21% : N .
Total £730m (6)%  £244m 5% 34% & 350bps 0 .

= SIS profit increased 10%  ° 20.19 2020 2019 2020 |
= SIS ARR as % of in-year reported revenue increased to 74% (2019: 69%) = . SIS %, R .

= ES Margin % maintained despite significant reduction in revenue

: ‘""—_.Rei/en,ue +befit:.:‘,' wMa
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Annual Recurring Revenue (ARR)

fm

m vs. 2019 )

Existing solutions £37.4m £3.1m 9% 40

Tribal:Cloud £8.1m £1.6m  25% )

(incl cloud hosting) 30

Tribal Edge £2.1m £0.6m 40% 25

20

Total £47.5m £5.2m 12% .

ARR represents committed annual recurring revenue as at 31 December 10

5

= 12% increasein ARR to £47.5m : .

= Tribal:Cloud significant sales in Q4 2020 SR " R

= Tribal Edge delivering ARR - all 12 HE customers on e | eistngsoluons +TrbalCloud <TrbalEdge 7 -

Submissions
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Cashflow

25 -
149 04 conversion

122%
(2019:105%)

Cash

-
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Product Development

o Product development spend

2 Tribal Edge investment

- £17.3minvested to date
10 - Admissions v1 released, Submissions sold
- Investmentincrease to £10min 2021 &
continue at similar levels to 2023

2017 2018 2019 2020

8
Tribal Edge sales
6 : - 13 customers taken Submissions - ARR £0.5m
- Investment cost £1.1m
4
Existing solutions
- Continue to support existing solutions
2 efficiently
- £2.6mreductionin spend since 2017, will
. reduced further as Edge modules adopted -~ =

mExpensed (Existing solutions) = Expensed (TribalDynamics) w=OQther capex = Tribal Edge

Excludes depreciation and amortisation



Tribal’s Strategy



Education landscape: Challenges & Opportunities

Competitive education Improving Student Building agile, efficient

Challenge

environment Experience systems

4

University IT & business strategy Digital transformation Embrace Public Cloud

Greater urgency of
decision-making

Tribal:Cloud manages

Tribal full product stack

Broader product value-add

y

Delivery of native cloud solutions, as-a-Service

Simpler, standardised solution for institution provides greater efficient at lower risk
Tribal has greater share-of-wallet through managing systems as-a-Servce

Total cost of ownership is lower; cost is consumption-based opex

TRIBALﬁ‘



Strategy in action: Key wins in 2020

ING'S ¥ _ EXE] NANYANG _
Dcoleee Transition to Tribal Cloud % el Major new SaaS custome
SINGAPORE
 King’s College, London - Nanyang Technological University, Singapore
« UK Russell Group member + No. 11 in the QS world rankings; no. 1 for young universities
« ¢.35,000 students + ¢.32,000 students
- Existing SIS customer (SITS) « Fullnew SIS, delivered as SaaS, won against

worldwide competition

Transitioning to a completely managed

ion i : e C let duct suit ided as SaaS
solution in the Tribal:Cloud omplete product suite provided as Saa

* Includes all current Tribal Edge solutions
« ARR£1.2m

Major transformation project
Incremental ARR £300k

Engage Marketing &

| d Reporting & Support & Careers
Clou Analytics Wellbeing (partner)

TRIBI\I.1



Product Expansion

Existing i . Merge
solutions @ TribalEess Acqui

 Maintain market- Existing customers, Ecosystem of modular SIS  Expand SaaS offerings
leading positionin managed in the cloud solutions :
: « Gain market share
Higher and Further oL h £ wall .| salei
Education arger share of wallet ncrease up-sale into

« Extend geographic
reach

- Add ARR

- Pathway to Tribal Edge existing customers

* Increase addressable
market through
geographic expansion

An expanded “as-a-service” modular product offering will:
+ increase our addressable market across a greater number of geographies
« drive revenue and margin expansion,

«  while enabling universities to deliver an enhanced, personalised service to their students

TRI sm 17 March 2021 Tribal Results Full Year 2020




The Tribal Edge eco-system
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APPLICATIONS

Analytics and data intelligence

STUDENT SUPPORT

Q

TRIB]‘

Student and staff experience

Marketing & Recruitment

Event Management

Agent Management

Admissions

Support & Wellbeing

Degree Apprenticeships

Learner Management

& Individualised Learner Record

International Exchange &
Placements

17 March 2021

&

Attendance Management

Student Fees & Financial
Management

Scheduling, Timetabling

‘ .
ot & Resource Planning
&

Q) b
Academic Curriculum

s model ) Management

o
0‘5'9\
N

Exam Management

K

%
-
K
KR
%

Digital Credentials

Careers & Business Engagement

Alumni Engagement

Tribal Edge platform

Tribal Results Full Year 2020
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Student Management Systems
historically focussed only on the
university requirements

Digital innovation enables
universities to engage students
to provide a personalised
experience through the entire
student journey

Tribal Edge is a complete
ecosystem of integrated SaaS
products supporting the student
journey

Tribal will provide solutions for
product segments througha
build, buy and partner strategy.




The Student Journey to Yes

RECRUIT APPLY DDECIDE  » START

AWARENESS OUTREACH MARKETING ENGAGEMENT APPLICATION KEEPING WARM ENROLLING ENGAGING
— . ﬂ" Exceptional, continual, personalised engagement - timely, relevant, convenient, branded
%\’1\‘ Personalised automated L Seamless transition to on-course comms
4/,\ marketing
LA High-quality dynamic Streamlined enquiry Efficient & considered
° . segmentation management application processing
Improved visibility of conversion
; and outcomes
Integrated campaign ]y} Greatlyimproved Open, secure and
planning & execution & ) prospect capture & future ready
engagement
Visibility of outcomes Personalised experience Efficiency and accuracy
STUDENT MARKETING & RECRUITMENT TRIBAL ADMISSIONS
Attract, track and recruit students with engaging Fully integrated, agile and future ready
personalised experiences admissions system
Increase prospects and maximise ROI Unrivalled user experience
Attract and convert more students Powerful speed and efficiency
Deliver compelling student experiences Open, secure and future ready

S 3 i i)
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Environmental Social Governance (ESG)
Focts on a wide

which affect our
stakeholders

(<)
>
.:é; Travel Paperless Diversity Charity Compliance Data = Formalised six
£ priority areas
= Aligned priorities
- T T iththeuns
- Sustainable
2 Reduced travel - Within Tribal Internal Development Goals
_E. (\a/vitlf?iarbgne Minimal paper _ Stude_nt GIo_b_aI IS_O Systems P
E offset commitment Ic-:lslsagigfsr wellbeing certification improvements (SDGs)
S =  Committed to
v v v creating a formal
ESG Committee in
‘ 2021, which will be
S 13 sg M08 3 mem, chaired by Nigel
2 o A Kl Bk Halkes o




Growing ARR Expanding Market Opportuni

Summary e Strong sales performance e Strengthened position in the
and resulting in increased ARR of significant South East Asia
12% to £47.5m providing market
OUtIOOk DR R VB Lol e Product launches provide

upsell and geographic
expansion opportunity

: : Growing Customer : i
Supportive Market Dynamics Strong Financial Platform

e Covid-19 accelerating move e Growing number of reference e Strongly cash generative,
to SaaS cases across the product with net cash of £9.5m

e Growing pressure on 9 lug e Positive start to trading in
universities to provide a e Strong pipeline of FY21
personalised student opportunities across both
experience existing and new customers

TRIBI\I.1



Contact Details

Mark Pickett, CEO
mark.pickett@tribalgroup.com

Paul Simpson, Acting CFO
paul.simpson@tribalgroup.com

v lin] ¢
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mailto:mark.pickett@tribalgroup.com
mailto:paul.simpson@tribalgroup.com

0330 016 4000
hello@tribalgroup.com

www.tribalgroup.com



