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Digital Commerce for Travel Retail Datalex

Global Scale & Reach

> 650

Global travel retail experts
5 office locations across 3 continents
Highest growth markets e.g. China

Marketplace

Digital Marketplace

—~

Customer Profiling

Personalise / Recommend

Payment
Options & Cost

Offer Creation
Price, Target & Optimize

Order Servicing

Fulfilment & Service

Trip Management
Cross-Sell & Engage

Enabling a Digital Marketplace Product Investment & Innovation Installed Customer & Partner Base
>S20bn $13.1m 50+
Revenues transacted by global airlines Invested in digital commerce innovation Global brand customers & partners

through our platform




2011 Business Highlights

Datalex

Digital commerce for travel retail
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A Platform for Growth

Addressable Market

1.8 b

Passenger numbers are

forecast to grow from

4.3bnin 2017 to 7.8bn
by 2036

S$855hn:

Global digital travel
sales by 2021
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Market Leader Position

Datalex

Airlines
jetBlue

& Lufthansa

& faeie

Datalex
New Markets

OTA / Leisure
Loyalty Commerce
Digital Payments

¥
Dalalex

Performance

8 years

of double-digit growth
in Adjusted EBITDA

85%

Growth in recurring

platform revenue
(2012-2017)

1 Source: 20-Year Air Passenger Forecast, IATA, October 2017 | 2 Source: Global Digital Travel Platforms Report 2017, eMarketer, 19 December 2017 5



Business Model

Performance Customer Product
Success Success Success

Strategic Pillars M Z S @

Customer Success w w

Revenues Basic EPS
Investment and Returns T 15% T 29%
t0 $63.9m t09.32c
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Partner
Success

& 8
%/

¥
Dalalex

People We have a sustainable and highly
Success visible business model which
MNJo delivers on our strategy for

growth and shareholder return.

Adj. EBITDA Dividends

T16% > $14m

to $14.2m Distributed 2014-18



7 Performance Success Datalex

/[\ 159% ’|\ 31 ’|\ 16% /|\ 29,

TOTAL REVENUE PROFITAFTER TAX ADJUSTED EBITDA BASIC EPS
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Datalex

“JetBlue Airways is pleased to extend
its successful partnership with Datalex. We will
continue to innovate and extend our digital
travel retail offer aPnldt?e vice using the Datalex
atform.

Michael Stromer
VP Tech Products, JetBlue Airways




4> Gustomer Success Datalex

During 2017 we made significant progress in our business that will help drive
our market share and performance in the years ahead.

= Opportunity: Pipeline of airlines and broader travel market leading digital transformation
=  Loyalty market: New customer - major loyalty coalition network
=  Growth in China: New airline customer in partnership with Neusoft

= Innovation: Selected by a major European airline to design dynamic pricing solution

=  Strong progress on the deployment of the Lufthansa Group Platform.
We anticipate that the solution will begin to go live across the group starting in late 2018.

= Multiple deployments of new offer and order features across global customer base

= JetBlue Airways extends their contract until the end of 2022

= Completed the development of our OTA platform, which will go live first at JetBlue’s vacations business in
the first half of 2018

© Datalex 2018 9




“IBM have partnered with

and ¢

eliver new digita
nart of the [BM 1

Jatalex to joint

CC

mmerce capab

y develop

ilities as

-avel Retail offering.”

Dee Waddell
Global Managing Director,
Travel & Transportation Industries, IBM

Datalex
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@® Product Success Datalcx

Product investment is central to our strategy of market leadership
and growth in earnings in the coming years.

s K %
Al Dynamic Pricing Management

for Travel & Retail Products Multi-Airline Group Retail Platform

e U'Dl,_o
il‘i ?Q -
/e = —
i
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Virtual Currencies for Subscription

Airline Vacation Packages
Prepay & Credit Management

& [0

Cloud Infrastructure,
Performance & Security

Loyalty Network
Retail & Partner Commerce Platform
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“The Data
%

Tar

ex and Neusoft partnership represents

ket leading proposition for

Cr

inese travel retailers.”

Jun Li

SVP of Sales & Marketing, Neusoft

Datalex
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¢~% Partner Success Datalex

A cornerstone of our growth strategy is the development of an operational model
that enables partner-led development, delivery and services.
This will significantly extend our product and market reach.

= Joint development & delivery team in China with our partner Neusoft
Neusoft P Y P

= We have secured our first Chinese airline customer through our partnership and will commence deployment in H1 2018

—— = = Jointly developed solution as part of the ‘IBM Travel Retail” suite

= We anticipate new business signings with IBM in 2018

= We developed API Airways as a co-labs platform to accelerate innovation with our airline partners (JetBlue Tech Ventures),
NS : technology partners (IBM Research) and high-potential start-ups in a simulated airline operations and technology

-
R environment
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iii» People Success Datalex

Our People Success framework is a key strategic pillar for the continued growth,
development and retention of world-class talent.

We are a global team of collaborative, creative and courageous travel commerce experts
from over 20 nations in five office locations across four continents.

= Learning & Development: We continued investment in organisation development to drive inclusive engagement
and performance across our global offices.

=  Community: Continued investment in community and fund raising initiatives across our global offices.

= Growth: New offices opening in Dublin and Beijing to accommodate growth.
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2017 Financial Highlights

Datalex

Digital commerce for travel retail



Commercial Model Platform Revenue Growth & Visibility
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2017(A) 2018(F) 2019(F) 2020(F)
‘ Services Implementation ‘ (S:;\cliucrer?ng) ‘ -(réz:if::z'tzzs) ‘ Contracted ‘ New Business

‘ Transaction Growth ‘ Transaction Growth
(Passenger Growth) (New Sales Channels/Products)
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7 Income Statement

ussw s UsM %
Total Revenue 63.9 55.3 15%
Platform Revenue (Included in Total Revenue) 27.2 26.4 3%
Operating Costs 56.6 50.1 13%
Adjusted EBITDA 14.2 12.2 16%
Profit after Tax 7.1 5.4 31%
EPS - Basic (cent) 9.32 7.22 29%
EPS - Diluted (cent) 8.94 6.84 31%

Revenue Growth Adjusted EBITDA

T 15% T 16%

© Datalex 2018

Profit after Tax

T31%

T29%

¥
Dalalex
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7 Balance Sheet Datalex

USSM 2017 2016
Total Assets 70.2 63.3
Intangible Assets 6.6 19.2
Receivables 22.2 15.5
Total Equity 47.3 42.8
Total Liabilities 22.8 20.5
Net Working Capital 13.7 19.9
Cash & Cash Equivalents 16.2 24.3
© Datalex 2018 18



-7 Track Record

REVENUE (USSM)
63.9
55.3
46.6
38.1 414
264 21.2
2013 2014 2015 2016 2017
Total Revenue @ Platform Revenue
OPERATING COSTS/REVENUE % @
105%
0
o0 94.3%
*— 0
95% T | s 88.6%
\_“\‘
85%
2013 2014 2015 2016 2017

(2)Operating costs include cost of sales, selling and marketing costs, administrative expenses and other (gains)/losses.

© Datalex 2018

Datalex

Adjusted EBITDA (USSm) | Adjusted EBITDA Margin (%) ()

22.3% 22.1% 22.2%

—o— —a
- 20.4%

14.2
12.2

104

8.5
15
2014 2015

(1) Adjusted EBITDA margin is a measure of a company’s profitability, calculated as Adjusted EBITDA divided by total revenue.

CASH & SHORT TERM INVESTMENTS (USSM)

2017 16.2
2016 24.3
2015 21.8

18.3

16.9




Summary & Outlook

Datalex

Digital commerce for travel retail
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Investment Case Datalex

2018 - Continued double-digit growth in Revenue & Adjusted EBITDA

SUSTAINABILITY

v 8years of growth in V' 85% growth in recurring revenue (2012-17) ¥ Flexible operating model
Adj. EBITDA & Revenue V' Strong pipeline v" Favourable market dynamics
V" >$14M in dividends paid (2014-18) v Scaling for growth v Leadership & innovation
v High customer retention v" Growth through partnership V" Track record of performance
v" New market entry: Loyalty v Reinvesting to accelerate growth
v Enterprise-critical system
© Datalex 2018 21



Datalex

2017 was a year of strong growth

performance and investment for our business
and we believe that the progress we have
made on key engagements together with
our investment in our people, platform and
partners, positions Datalex well for further
future growth.”

Aidan Brogan, Datalex, CEO
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LISTING PARTICULARS

EXCHANGE Irish Stock Exchange

TICKER ISE:DLE
ISSUED SHARE CAPITAL 77.2m

LARGEST SHAREHOLDERS

IITU NOMINEES LIMITED

CAPITAL WORLD INVESTORS
KABOUTER MANAGEMENT LLC.
HIGHCLERE INVESTMENTS
PASCHAL TAGGART (CHAIRMAN)

26.75%
7.91%
6.03%
4.00%
3.20%

ANALYST COVERAGE

GOODBODY

DAVY

INVESTEC

CANTOR FITZGERALD

Mark Simpson
mark.a.simpson@goodbody.ie
Nuala Mc Mahon
nuala.h.mcmahon@goodbody.ie

Ross Harvey
ross.harvey@davy.ie

Paul Cahill
paul.cahill@investec.ie

William Heffernan
wheffernan@cantor.com

Dataldx
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Leadership Team
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THE TEAM
John Shields
David Kennedy
Alan Dunne
Ornagh Hoban
Aidan Brogan
Orla Kelly
Alison Bell
Blair Koch

Dan O’Brien

Datalex

GLOBAL HEAD OF CUSTOMER SUCCESS
CFO

Clo

CMO

CEO

DIRECTOR OD

SVP GLOBAL SALES

CTO (PRESIDENT - AMERICAS)

Co0

pL



Contacts Dataléx

Datalex plc
Global HQ
Block U
EastPoint
Dublin 3
Ireland
Aidan Brogan David Kennedy
CEO CFO
aidan.brogan@datalex.com david.kennedy@datalex.com
+353 18063500 @ www.datalex.com [~] info@datalex.com gy @datalex

US Toll Free: 1 888 234 1890
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