
Sangoma Technologies 

June 2022

Company Presentation



1

Disclaimer
Unless otherwise indicated or the context otherwise requires, all references in this presentation to the “Company”, “Sangoma”, “we”, “our”, “us” or similar terms refers to Sangoma Technologies Corporation, together
with its subsidiaries. Any graphs, tables or other information demonstrating our historical performance contained in this presentation are intended only to illustrate past performance and are not necessarily indicative
of any entity’s future performance. The information contained herein is accurate as of the date hereof or the date indicated. No securities regulatory authority has expressed an opinion about the securities described
herein. This presentation shall not constitute an offer to sell or the solicitation of an offer to buy securities, nor shall there by any sales of these securities in any state or jurisdiction in which such offer, solicitation or
sale would be unlawful prior to registration or qualification under the securities laws of such state or jurisdiction. Unless stated otherwise, all figures included in this presentation are in United States Dollars.

CAUTIONARY STATEMENT REGARDING FORWARD-LOOKING INFORMATION
This presentation contains “forward-looking information” and “forward-looking statements” (collectively, “forward-looking statements”) within the meaning of applicable securities laws, including, without limitation,
statements regarding expected financial results, future strategies and success of the business. When used in this document, the words such as "could", "plan", "estimate", "expect", "intend", "may", "potential",
"should" and similar expressions indicate forward-looking statements. Although Sangoma believes that its expectations reflected in these forward-looking statements are reasonable, such statements involve risks
and uncertainties and no assurance can be given that actual results will be consistent with these forward-looking statements. Forward-looking statements are based on the opinions and estimates of management at
the date that the statements are made, and are subject to a variety of risks and uncertainties and other factors that could cause actual events or results to differ materially from those projected in forward-looking
statements. Readers are cautioned not to place undue reliance on forward-looking statements, as there can be no assurance that the plans, intentions or expectations upon which they are based will occur. By their
nature, forward-looking statements involve numerous assumptions, known and unknown risks and uncertainties, both general and specific, that contribute to the possibility that the predictions, forecasts, projections
and other events contemplated by the forward-looking statements will not occur. Although Sangoma believes that the expectations represented by such forward-looking statements are reasonable, there can be no
assurance that such expectations will prove to be correct as these expectations are inherently subject to business, economic and competitive uncertainties and contingencies. Some of the risks and other factors
which could cause results to differ materially from those expressed in the forward-looking statements contained in its management's discussion and analysis, annual information form and management information
circular (each available at www.sedar.com) include, but are not limited to, risks and uncertainties associated with the Company’s ability to execute on its growth strategies, fluctuations in currency exchange rates
and volatility in financial markets, changes in the business climate, changes in the regulatory environment and new competitive pressures. Sangoma undertakes no obligation to update forward-looking statements if
circumstances or management’s estimates or opinions should change except as required by law. The forward-looking statements contained in this presentation are expressly qualified by the foregoing cautionary
statements.

NON-IFRS FINANCIAL MEASURES
This presentation also contains references to certain non-IFRS financial measures such as Adjusted EBITDA and certain annualized financial metrics. These measures are used by management to evaluate the
performance of Sangoma and do not have any meaning prescribed by IFRS and therefore may not be comparable to similar measures presented by other reporting issuers. Accordingly, these measures should not
be considered in isolation nor as a substitute for analysis of our financial information reported under IFRS. These non-IFRS measures are used to provide investors with supplemental measures of our operating
performance and liquidity and thus highlight trends in our business that may not otherwise be apparent when relying solely on IFRS measures, We also believe that securities analysts, investors and other interested
parties frequently use non-IFRS measures in the evaluation of companies in our industry. Management also uses non-IFRS measures in order to facilitate operating performance comparisons from period to period,
the preparation of annual operating budgets and forecasts. “Adjusted EBITDA” means earnings before income taxes, interest expense (net), share-based compensation, depreciation (including for right-of-use
assets), amortization, business integration costs, one-time exchange listing expense, business acquisition costs, and change in fair value of consideration payable. Adjusted EBITDA is a measure used by many
investors to compare issuers on the basis of their ability to generate cash from operations.

MARKET AND INDUSTRY DATA
This presentation includes market and industry data and forecasts, which we obtained from independent industry publications and surveys that we commissioned and our internal surveys. Although we believe these
sources to be reliable, we have not independently verified any of the data nor ascertained the underlying economic assumptions relied upon therein. Third-party sources generally indicate that they have obtained
their information from sources believed to be reliable, but do not guarantee the accuracy and completeness of such information. We believe that the market and industry data presented throughout this presentation
is accurate and, with respect to data prepared by us or on our behalf, that our estimates and assumptions are currently appropriate and reasonable, but we cannot offer any assurance as to the accuracy or
completeness thereof. Some data is also based on our estimates, which are derived from our review of internal surveys, as well as independent sources. We cannot and do not provide any assurance as to the
accuracy or completeness of such included information. Neither we nor any other person makes any representation as to the accuracy or completeness of such data or undertakes any obligation to update such data
after the date of this presentation. Market forecasts, in particular, are likely to be inaccurate, especially over long periods of time.

TRADEMARKS
This presentation includes certain trademarks, such as Sangoma, Switchvox, Asterisk, FreePBX and RocketQuote, which are protected under applicable intellectual property laws and are the property of the
Company. Solely for convenience, our trademarks referred to in this presentation may appear without the ® or ™ symbol, but such references are not intended to indicate, in any way, that we will not assert our
rights to these trademarks to the fullest extent under applicable law. All other trademarks used in this presentation are the property of their respective owners.



Presentation Overview

2

1.  Company Overview
2.  Investment Highlights
3.  Financial Highlights

Nasdaq:  SANG 
TSX:  STC



Section 1:
Company Overview



A Disciplined, Top Tier “Cloud-Communications” Company
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ü Compelling “Total Growth Model” delivering 62% L5Y Revenue CAGR(1): organic and M&A driven growth

ü Growth AND Profitability: One of the only co’s in our space who believed in this, delivered for a decade! ~19% Adj EBITDA margin

ü Industry leader in consolidation: 11 acquisitions in L11Y underscore the ability to source, finance, close and integrate

ü One of the broadest set of “…aaS” products in the industry: tapping into the Cloud Comms TAM beyond just UCaaS

ü Differentiated on-prem and hybrid deployment capabilities: Locking in customer already pre-cloud

ü Impressive turnaround/re-invent story: recurring services revenue from 0% to 70% of sales and growing

ü Solid ‘rule of 40’ performer: now at 30 and strengthening further

ü Opportunity to get exposure to sector through attractively valued company: significant value creation potential with Sangoma 
currently valued at 1-2x Revenue and <10x EBITDA

Notes:
1. Represents growth in revenue between FY 2017 and expected revenue for FY 2022; FY 2017 revenue using average exchange rate for the year (0.77)



Sangoma:  a Communications-SaaS Company
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Industry’s most comprehensive, integrated, built in-house, cloud communications suite

The broadest product portfolio available… with the ability to provide a full end-to-end comms solution 

Cloud, hybrid and “on-premise” deployment options

Selling to a global customer base spanning SMBs, mid-market, and enterprise clients

Channel-partner-centric G2M strategy, differentiated by one of the most diverse partner modalities



Snapshot of Sangoma Today
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Global Company

750+
Staff

Staff in almost 20 countries 
around the world, across North 

America/EMEA/CALA/APAC

Customers
In over 100 countries

$231M
FY22 estimated Revenue

$276M
FY22 estimated 

Annualized Revenue

70% 
Recurring Revenue

Healthy Financials (USD)

$43M 
FY22 estimated Adj. EBITDA

$48M 
FY22e Annualized Adj. EBITDA

19% Adj. EBITDA margin

Recent Acquisitions

2018

2019

2021

CCD Division

2022

Rich and Diverse Customer Base

Typical Customer> 100,000
Customers 

globally

2.6 Million
Unified 

Communications 
Seats

Multi-
location 
Business

Midsize
Enterprise

Revenue EBITDA MRR



2011 Today

2011 TodayFY11 FY22

A Complete “Re-Build” of the Company

7

Enterprise Value CreationRepositioning the BusinessScaling the Business

Shareholder Value CreationM&A: 11 Acquisitions in 11 YearsProduct Suite Expansion

Enterprise Value(3)(4)

Share Price(3)

Revenue (US$M)

In the Past

• Single product company

• All Hardware

• PSTN

Today

• Full portfolio

• SaaS suite

• Cloud-native

32
% CAGR

77
x

43
x

CCD Division

In the Past

• ~$10m in Sales

• <$10m in EV

• No recurring revenue
• North America presence

• SMB only

Today

• ~$231m in Sales

• > $0.5B in EV

• 70% services revenue
• Global presence

• SMB to Enterprise

Notes:
1. Converted to USD using average CAD to USD exchange rate in FY 2011 (1.05)
2. Expected Total Revenue FY 2022
3. 30-day VWAP as of 5/30/2022 (C$20.57)
4. Based on 33M share count, reflecting full vesting of deferred Star2Star stock consideration
5. Converted to USD using 5/30/2022 CAD to USD exchange rate (0.79) 

11(1)

231(2)

~$7M(1)

~$536M(5)

$0.38(1)

$16.25(5)

Over 1
0 Years



Growth:  Organically and Inorganically 
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…Complemented by Strategic M&AOrganic Growth…
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Expand Partner 
Network

1

2

3

4

5
Acquire 

New Customers 
Directly and 

through Partner        
Network

Cross Sell 
Incremental 

Products and 
Services to 
Customers

Expand 
Geographically 
to New Growth 

Markets

Broaden Product 
and Services 

Portfolio

What We Look For?

Complementary products and services
Customers and channels, including geographic expansion

High % of recurring revenue
Growth AND profitability

Opportunities 

A large # of exciting acquisition opportunities exist 
Sangoma is seen as a highly attractive buyer (track record)

Sangoma is a very disciplined, proven acquirer!
(11 successful acquisitions in 11 years)

> 60% CAGR over the last 5 years and > 30% CAGR L10Y
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Positions Sangoma squarely in the Upper Echelon of Cloud Communications Providers

Further extends Sangoma’s 
existing positioning of 

‘widest set of Comms SaaS’
by adding the highly 
complementary MSP 

product line, at a time when 
customers increasingly want 

all their communications 
services from a single 

vendor

$$
One-Stop-Shop Increases Scale Recurring Revenue Compelling Valuation

Recent Acquisitions – Transformative and Complementary

Continues to add much 
desired UCaaS scale, in a 
consolidating industry, with 

over 60,000 seats

Just over US$50MM in 
expected annualized 

revenue, with an 
impressive MRR ratio of 

>90% of sales

Attractive transaction terms 
with a valuation at ~1.3x 

revenue in ‘up front’, fixed 
consideration. Minimized the 

issuance of new shares, 
given today’s market 

conditions and stock price

Adds a complete portfolio of 
rich, fully-owned, integrated 

cloud services, including 
CCaaS, Collaboration,and

CPaaS to Sangoma’s 
existing cloud 

communications products, 
creating widest suite in the 

industry

Creates necessary scale, 
adding hundreds of 

thousands of seats, right up 
to the enterprise segment, 
including numerous well-
known Tier-1 customers 

An attractive financial 
profile, including 80%+ 
from subscriptions, and 
strategic agreement with 
Sangoma on ‘growth with 
profitability’. One of the 

few

Total consideration of 
US$437MM implying a 

revenue multiple of just over 
5x in cash and shares. 

2022

2021



Section 2:
Investment Highlights
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1
In-Demand, One-Stop-Shop Solution for Our Customers
§ Offering the industry’s widest set of ‘aaS’ products, including the compelling extension of MSP services and 

ability to offer cloud, on-prem and hybrid deployment options

2 Channel-Partner-Centric G2M Strategy
§ One of the most diverse set of channel ‘types’ with comprehensive partner enablement capability

4 Growth AND Strong Profitability
§ ~71% gross profit margin(2), ~19% Adjusted EBITDA margin(2)

Growing, Globally Distributed Base of ~100k Customers from SMBs to Enterprises
§ 1M cloud seats, 99%+ gross retention rate(1), <5% revenue contribution from largest customer

3

5 Positioned to Tap Into the Significant International Growth Opportunity
§ One of the few companies with true, established international presence

Investment Highlights

Note:
1. Gross Retention Rate is calculated by dividing our Services revenue at the beginning of the period, less churn by the Services revenue at the beginning of the period.
2. Expected FY 2022 results



In Demand, One-Stop-Shop Solution
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1

SERVICES:  70% of Revenue(1)

PRODUCTS:  30% of Revenue(1)

Premise UC
Software

DeskPhones SoftPhones SBC &
SD-wan

Gateways &
Cards

Opensource
Software

Software

Note:
1. Sangoma Q3 FY 2022

Most customers do not want “5 different products from 5 different vendors” !
ü Award-winning Cloud-Native services and multi-tenant platform
ü The broadest product portfolio in the market
ü Creating a truly One-Stop solution



Differentiated from Competition
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1

Tend to focus on 1 or 2 key, disparate point solutions

UCaaS ü ü ü ü ü ü

CCaaS ü ü ü ü ü

MaaS ü ü ü ü ü

CollaaS ü ü ü ü ü ü

ACaaS ü

CPaaS ü ü ü ü

TaaS ü ü

DaaS ü

FaaS ü

SaaS ü

SD-WAN ü

NAaaS ü

Fully integrated complete suite 

û Suboptimal experience for end users, added cost for customers, complexity for IT managers
ü Integrated experience for end users
ü Simplicity for IT managers and real-time call-

in support 
ü Cost savings for customers
ü All underpinned by full product suite 

providing ‘one throat to choke’
ü And available in Cloud, Prem, Hybrid



Ability to Offer Cloud, On-Prem and Hybrid Options
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1

ON-PREM HYBRID CLOUD

2

3Why Sangoma Offers an On-Premise product?

Differentiated from competition

Capturing customer pre-cloud, to lock in relationship

Difficult, especially for enterprises, to switch all sites 
simultaneously to cloud solutions at one-time

Enables hybrid deployments (e.g., HQ prem, offices cloud)

Multiple ways to migrate / upgrade to cloud

1 On-prem to hybrid

Hybrid to cloud2

On-prem to cloud3



Channel-Partner-Centric G2M Strategy
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2

Partner Sales

78%(1)

> 100 Sales Reps and Thousands of Partners

Annual Services 
Revenue Contribution

Target Customers

Sales Stats

SMBs Mid-Market Small Enterprises

Direct Sales

22%(1)

Dozens of Sales Reps

SOHO Lg Enterp.OEM/SP’s

Partner Channel Network Provides Local Presence and Significant Expansion of Sales Reach

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

Customer

One Sangoma sales rep… …through dozens of partners… …can reach thousands of customers

Note:
1. Sangoma PF FY 2021 



One of the Most Diverse Sets of Partner Modalities
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2

Wholesale/
White Label

Reseller/ 
Interconnect

Distributor

OEM

Carrier

MSP/CSP

Strategic Tech 
Partner

Agent/ 
Master Agent

Most Competitors

ü

Example Partners

ü

ü

ü

ü

ü

ü

ü

ü



Growing, Globally Distributed Customer Base
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3

100k 100+ < 5% 7+ 
years

1.0M
2.6M

# of Customers Countries with 
Customer Presence

Revenue from 
Largest Customer

Weighted Average 
Customer Lifetime

Cloud Seats
Total Seats

Gross Retention 
Rate(1)

99%+

Customers of all sizes, from SMB to Enterprise, across all Verticals

Note:
1. Gross Retention Rate is calculated by dividing our Services revenue at the beginning of the period, less churn by the Services revenue at the beginning of the period.

SMB Mid-Enterprise Education Healthcare Multi-Location Enterprise



Growth AND Strong Profitability
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4

Access to Cloud-Communications SaaS, via a company that has been committed to Growth AND Profitability for 10 years

Adjusted EBITDA Margin(1)Gross Profit Margin(1)

Notes:
1. Sangoma expected FY 2022; peer metrics as published or calculated based on current financials

71%
76%

67%
62%

51% 49%
42% 19%

39%

24%

13%
8%

6%
4%



Positioned to Tap into the International Growth Opportunity
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5

Sangoma’s Established Global Presence

North America Europe APAC

Africa

Latin America

18

100+

7,000

>10%(1)

# of Countries with Sangoma Local Personnel

Countries with Sangoma customers

# of Partners Outside North America

FY21 Revenue Contribution from Outside NA

Notes:
1. Sangoma expected FY 2022

The international market for Cloud Communications is significantly behind N.A. adoption rates!  The opportunity for further, 
accelerated growth is very real for North American C-SaaS companies. Sangoma has positioned itself very well, already.



Section 3:
Financial Highlights



Financial Highlights
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Key Statistics Business Model Implications

Organic and M&A driven growth 
expected to continue

62% L5Y Revenue CAGR(1)

Rapid migration to predictable, sustainable 
recurring revenue business; no customer 
concentration risk

70% Services Revenue(2)

< 5% Revenue from Largest Customer

Strong gross retention and gross profit margin 
resulting in highly compelling unit economics

99%+ PF FY ’22 Gross Retention Rate(2)(3)

71%   Q3 FY ’22 Gross Profit Margin

Strong and improving profitability supported 
by embedded operating leverage

19% PF FY ‘22 Adjusted EBITDA Margin (2)

12% FY ’18 Adjusted EBITDA Margin

Notes:
1. Represents growth in revenue between FY 2017 and expected revenue for FY 2022; FY 2017 revenue using average exchange rate for the year (0.77)
2. Expected for FY 2022
3. Gross Retention Rate is calculated by dividing our Services revenue at the beginning of the period, less churn by the Services revenue at the beginning of the period.



FY17 FY18 FY19 FY20 FY21 FY22

Total Growth Model: Organic and M&A Driven Growth

22

Revenue ($M)

62% Revenue CAGR

Expected 
FY22 

Revenue:
US$231(2)

Notes:
1. Revenue prior to FY2021 was converted to USD using average exchange rate for the applicable year.
2. Per FY22 guidance as described in our MD&A dated May 12, 2022 (available at www.sedar.com). 

US$44.2(1)

US$82.3(1)

US$98.6(1)

US$131

US$20.7(1)

NOTE:
Annualized Q4  
implied guidance 
is for $276m of 
Revenue)



Rapid Migration to Recurring Revenue Business
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Revenue Breakdown:  Services vs. Product

25%

70%
75%

30%

Services Products

100% 100%

Highly Successful transformation of Business Model

From zero Services Revenue several years ago…

…to 25% three years ago…

…to >70% now (and growing)

1

2

3

FY ‘18 Q3 FY ‘22



FY18 FY19 FY20 FY21FY18 FY19 FY20 FY21 FY22

Strong Gross Profit Margin
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Gross Profit Margin (%)Gross Profit (M)

Expected FY22 
Gross Profit:

US$164(2)

Consistent gross profit margin % improvement through solid execution and repositioning of company to cloud-based SaaS business

Notes:
1. Gross profit prior to FY2022 was converted to USD using average exchange rate for the year
2. Expected for FY 2022

72%
65%

61%
54%

US$91(1)

US$64(1)

US$50(1)

US$24(1)



Strong, Growing adjusted EBITDA Margins
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Adjusted EBITDA (M) and Adjusted EBITDA Margin

Expected 
Adjusted 
EBITDA
US$42(2)

FY18 FY19 FY20 FY21 FY22

Notes:
1. Adjusted EBITDA prior to FY2021 was converted to USD using average exchange rate for the applicable year
2. Per FY22 guidance as described in our MD&A dated May 12, 2022 (available at www.sedar.com). 

12%
11%

16%

19%

19%

US$5(1)

US$9(1)

US$16(1)

US$25



Capitalization and Ownership
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Selected Balance Sheet Information

Cash @ March 31, 2022 $16.2M

Debt @ March 31, 2022 $109.1M

Net Debt @ March 31, 2022 $92.9M(1)

Net Debt / Adjusted EBITDA @ March 31, 2022 2.20x

Shares O/S 33.3 million(2)

Company expects leverage to remain at a level that is 
consistent with the historical range of 2.0 – 3x

– Future acquisitions to be funded through a 
combination of cash, debt and equity issuances

Top 10 Shareholders today represent ~35% of TSO:

– 3 individuals: S2S founder (~23%), founder (~8%), 
CEO (1-2%)

Notes:
1. Net Debt calculated using Debt minus Cash.
2. Includes deferred consideration for Star2Star acquisition
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Investment Highlights:

• In-Demand, One-Stop-Shop Solution for Our Customers with the industry’s widest suite of cloud comm’s

• Total Growth Model of organic and M&A, delivering impressive 60% CAGR over 5 yrs and 30% over 10 yrs

• Growth AND Profitability, with some of the highest GM and EBITDA margins in the space, for a decade

• Growing, Globally Distributed Based of ~100k Customers and > 1m cloud seats

• Channel-Partner-Centric G2M Strategy with one of the most diverse set of channel ‘types’

• Well-Positioned to Tap Into the Significant International Growth Opportunity

Q&A

We would be happy to take your questions !


