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® Proven programs to insure partner success




Wanaged Security
at Fazoli’s

v" 1 in 4 pilot customers indicated need for advanced cloud /capabilities, loT, business process improvement

“We estimate our in-store kiosk solution to increase up-time by 14% with CloudOne’s platform.”
Renee Crock, Vice-President of Marketing, McDonald’s




MACROSOFT CLOUDONE OPPORTUNITY

TWO OFFERINGS TO ADDRESS DIFFERENT MARKET NEEDS

® Expectation of 3 on-prem and 2 COaa$S

CloudOne On-Premise Offering

End customer List $50,000
(one time up-front)

Partner price (25%  $37,500
discount)

Approximate Up to 200
number of users

End customer List
(per month)

Partner price (25%
discount)

Approximate
number of users

Implementation and Management Services Opportunities

Pre-sales consulting billed as one time charge

Implementation services billed as a one-time charge

Additional managed services

CloudOne On-Prem
$7,500
$12,500

$550/per month/per system

CloudOne as a Service Offering

$1,000 per month
/per alliance

$37,500

Up to 200

CloudOne As-A-Service
$4,500
$9,000

$550/per month /per system




® Access to Macre

* Strategic partnership with MacroSoft will enable growth with existing customer base

* Differentiation: limited partner set, limited competition™®, dedicated support

/ *1 appliance vendor with value play, direct to customer, bolt-on/non-integrated IT providers



o FINANCIAL SUMMARY OF RETURN TO BUTTERCAKE

®* MacroSoft to cover Tech expenses with RAMP

®* Gross Margin POSITIVE after 6 months ——Cum Gross Margin 3

w— Cum Investment Cost S

Break Even

* Managed Services margins up to 42%

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar
' E1i 0 Activate, Train, Demo, Co-Sell
=110 Co-Sell, Continue Implementation Training
Co-Sell, Continue Implementation Training, Close 1xSMB COaa$S
Apr Co-Sell, Close 1xSMB CQOaaS, Implement, Invoice 1xSMB COaa$ 51,633 5481 5481 5481 5481 5481 5481
)"/ =3 Co-Sell, Close 1xSMB COaaS, Implement, Invoice 1xSMB COaa$ 61,633 5481 5481 5481 5481 5481
Co-Sell, Close 1xMidM COaa$, Implement, Invoice 1xSMB CQOaa$ $§1,633 5481 5481 5481 5481
Co-Sell, Close 1xCO-OnPrem, Implement, Invoice 1xMidMCOaa$ 54,801 5481 S481 5481
Co-Sell, Close 2xSMB COaa$, Implement, Invoice 1xCO-On-Prem $18,900
Co-Sell, Close 1xCO-OnPrem, Implement, Invoice 2xSMB COaa$ 5962 5962
Co-Sell, Close 1xSMB COaa$, Implement, Invoice 1xCO-OnPrem 518,900
Co-Sell, Close 1xMidM COaa$ + Implement, Invoice 1xXSMB COaa$5 5481
Co-Sell, Close 1xCO-OnPrem, Implement, Invoice 1xMidM COaa$S 5481
Co-Sell, Close 2xSMB COQaaS, Implement, Invoice 1xCO-OnPrem 518,900




Sales
Incentives

Engagement

Partner roadshows

Partner Showcase & Networking Groups
Communications

Partner & Customer executive high-touch events
Adyvisory Councils with executives

ustomers to events
ustomer interest & base

Drive sales behavior
Attention & focus

Joint planning
Executive engagement &
feedback













