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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 or that of NetFortris 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. Unless stated otherwise, all figures included in this presentation are in United States Dollars. 

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 the impact that the acquisition of NetFortris is expected to have on the Company.

Although Sangoma believes that its expectations reflected in these forward-looking statements are reasonable, 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. 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. Such risks and uncertainties include, but are not
limited to, risks that the acquired business will not perform as expected, the Company will not be able to successfully integrate the acquired business and those factors discussed in greater detail
under the “Risk Factors” section in our Annual Information Form and our most recent Management Discussion & Analysis (each available under our profile on SEDAR at www.sedar.com).

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.
The forward-looking information contained in this presentation represents our expectations as of the date specified herein and are subject to change after such date. However, 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 and non-US GAAP financial measures such as Adjusted EBITDA and certain annualized financial metrics. Non-IFRS and non-US 
GAAP financial measures are used by management to evaluate the performance of Sangoma and do not have any meaning prescribed by IFRS or US GAAP and therefore may not be 
comparable to similar measures presented by other reporting issuers. “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. 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.

http://www.sedar.com/
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Key Highlights

Sangoma has Closed the Acquisition of NetFortris – an “at scale” MSP and UCaaS Provider 

Continues to Accelerate Sangoma into the Upper Echelon of Cloud 
Communications Providers with Another Disciplined Acquisition

Further extends Sangoma’s 
portfolio by adding the highly 

complementary MSP product line, 
at a time when customers 
increasingly want all their 

communications services from a 
single vendor. Enables us to meet 
that need and grows our ‘share of 

wallet’/ARPU from a client 

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

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



Section 1:
Overview of NetFortris



>US$50MM
Expected Annualized 

Revenue

>90%
MRR

~64%
Gross Profit Margin

60,000+
Seats

~14%
Top 25 UCaaS Customers 

as % of Seat Total
Low Concentration

~6.5 Years
Avg. Customer Life
Sticky Customers

§ NetFortris is a nationwide service provider that delivers 
secure, reliable UCaaS and Managed Services (MSP)

§ ‘Channel-first’ go-to-market strategy, like Sangoma

§ About 6,000 customers, from SMB right up to Enterprise

§ ~250 employees, centered primarily around four main 
offices in Plano TX, Seattle, LA, and Manila

§ Ownership: majority controlled by a PE group (Spire 
Capital) as well as other institutions and individuals

§ There is growing awareness/acceptance of the idea that 
customers will prefer to get more and more of their 
communications needs from one vendor

− Not only all the ‘aaS’ applications (UCaaS, CCaaS, 
TaaS, VMaaS, CPaaS…), but also the types of services 
they historically got from an MSP (e.g., SD-Wan, 
Security, Connectivity…)

− NetFortris provides not only customers, but channel 
partners as well, with a one-stop-shop, reducing the 
complexity of sourcing solutions from multiple vendors

− Much more on this in the Strategic Rationale section

Business Overview
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NetFortris Business Overview
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NetFortris Product Portfolio

Two Integrated, Highly Complementary Product Lines

Both categories have multi-billion-dollar TAMs, are growing quickly, and are very underpenetrated 

Managed 
Access

Managed
Security

Managed 
SD-wan

Cloud-based UC Voice-to-Text / Email

Call Recording

Mobile Integration Virtual Fax

Receptionist Console

Audio Conferencing CRM Integration

UCaaS Managed Services Provider (MSP)



Customers
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NetFortris Customers & Go-To-Market

Channel Go-To-Market Strategy

A roster of over 6,000 clients in 
North AmericaNumber

All sizes from SMB right up to 
Enterprise

including clients with hundreds and 
thousands of sites/locations

Size

Diversified by customer
no customer >4% of revenue

Revenue 
Concentration

Customer
Satisfaction

Channel focused salesSales Model

Relationships with 700+ partnersNumber of 
Partners

Master agents, IT distributors, 
VARs, integrators and resellers

Types of 
Channel 
Partners

Products SoldHighly satisfied clients with an 
average CSAT of ~90%

Partner network covers both the 
UCaaS and the MSP products



Gross Profit & Margin (US$MM) (1)Revenue (US$MM) (1) Revenue Breakdown (1,2)

§ Compelling financial profile and attractive valuation given that profile

§ At-scale company with material revenue (~US$50MM (1)). Adds meaningfully to Sangoma’s top-line

§ High recurring revenue: 90%+ of NetFortris’ revenue is MRR!

§ Multi-faceted revenue model driven by both UCaaS and MSP businesses

§ Growing, but modestly (in the low single digits, a growth rate that Sangoma expects to accelerate)

§ Gross margins of approximately 64%

$32
>$50

90% 

10% 

MRR
NRR

Gross Profit Margin: ~64%
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NetFortris Standalone Financials

Notes:
1. Expected annualized revenue and gross profit
2. MRR defined as Monthly Recurring Revenue and NRR defined as Non-Recurring Revenue; breakdown is approximate



Section 2:
Strategic Rationale
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Transaction Rationale

+

1 MSP Business Introduces a New, In-Demand, One-Stop-Shop Solution for Our Customers
§ Enables Sangoma to extend current offering of the industry’s widest set of ‘aaS’ products by adding MSP services

2 Strong Recurring Revenue at NetFortris with >90% of Total Sales in MRR
§ Will continue to grow Sangoma’s “Services” revenue, from ~70% today, up to about 75% pro-forma

4 Acquiring NetFortris at a Compelling Valuation; Up-Front Price of ~1.3x Revenue
§ Excellent valuation for ‘at-scale’ UCaaS company + offers attractive strategic adjacency of MSP

Increases Sangoma’s Scale, Maintaining Presence in the Top Tier of Industry Players
§ Critical to maintain scale relative to peers, as industry consolidates; adds >US$50MM (1) of revenue3

8 Strong Management and Operating Talent
§ Deep skills and experience are very valuable during these times of intense competition for talent 

5 Attractive, Diversified, Sticky Customer Base of Over 6,000 Clients + Familiar Channel Model
§ Minimal concentration; avg. customer life of ~6.5 years

6 Opens New Potential M&A Opportunities in the MSP Category
§ New possible M&A targets in this new category of MSPs, to complement UCaaS targets

7 Meaningful OPEX Synergies Identified
§ Expected annual cost savings to be realized starting in the first six months

Notes:
1. Expected annualized revenue



Strategic, Complementary MSP Business Provides Unique Capability

Accelerates Customer 
Acquisition and Adds 

More CaaS Seats

• Organic Growth

• M&A

• Our Prem to Our Cloud

CaaS Seat Growth 3 Ways:

+

NetFortris UCaaS

Augments our Widest Set of Cloud Comm’s Services with New MSP Services

NetFortris MSP

CaaS MSP

& =

Greater ARPU
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Managed
Access

Managed 
SD-WAN

Managed
Security

MSP business presents Sangoma with a very compelling extension to our CaaS offerings

There is growing awareness/acceptance of the idea that customers will prefer to get more 
and more of their communications services from one vendor. Not just 
UCaaS/CCaaS/VMaaS/Collab/etc., but also the services that they historically got from an 
MSP (e.g., SD-WAN/security/access/etc.)

An unbiased view from Frost & Sullivan: 

“Our research continues to show that customers want one vendor to go to for their 
cloud communications and collaboration requirements, and many organizations also 
prefer to purchase additional services – e.g., cybersecurity, broadband, etc. – from their 
UCaaS providers. With the addition of NetFortris, Sangoma’s approach will resonate 
extremely well with customers of all sizes.”

This new concept fits nicely into our existing competitive differentiation and is a perfectly 
natural extension to our positioning of the “Widest Set of Communications SaaS”

However, few UCaaS companies are ‘on’ this yet (none of our direct competitors are). 
And we believe it will be a lucrative model for us, one that is appreciated by our 
customers and our channel partners



§ Several functions to be integrated almost immediately: Finance, HR, Legal, Engineering, etc.
§ Some functions (such as Sales) will remain separated for a year, to avoid disrupting momentum and 

their GTM (includes not only sales team but channel as well). Also supports the earn-out structure
− During this period, we will use “NetFortris, a Sangoma Company”, as we have with other acquisitions during the 

transition phase

§ Certain functions are still TBD and need some time to explore together

§ Will gradually bring our networks together, but this takes some time

§ NetFortris’ Philippines office is high performing and cost-effective. Retain and add even more focus

Integration
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Integration & Synergies

§ Ability to cross-sell Sangoma’s wide portfolio of ‘aaS’ products (e.g. CCaaS, VMaaS, ACaaS, etc.) into 
NetFortris’ base of UCaaS customers who have not had access to such products from NetFortris in the past

§ Ability to cross-sell NetFortris’ portfolio of MSP services to Sangoma’s installed base of customers and to the 
portion of our channel that is already selling MSP services (and may prefer to source them from us)

§ We estimate cost savings from efficiencies and duplication to be about US$4 million annually. Majority of 
those synergies will be available within about 6 months. Network savings/etc. a bit longer

§ Savings come from the wide variety of sources, typical of our prior acquisitions, and include things like 
consolidating traffic, amalgamating data centers, duplicate marketing programs, audit/insurance/etc.

Synergies



Section 3:
Transaction Terms
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Transaction Structure

Upfront, Fixed 
Consideration

§ US$68.0MM
§ Cash consideration: US$48.8MM
§ Stock consideration: US$19.2MM

Contingent
Consideration

§ Earn-out: US$12.0MM
§ Paid in cash if earned
§ Based on “net” bookings (to account for churn) for 12-month period post-close

Total 
Consideration § Total Consideration if all Earn-out is earned: US$80.0MM

Transaction 
Multiple § EV/Revenue, based on Upfront or Fixed Consideration: ~1.3x

§ Cash consideration funded via additional debt from existing lenders (syndicate highly supportive) and cash on hand

§ NetFortris to be issued approximately 1.5 million shares as part of the consideration (based on 15-day VWAP) (1)

Notes:
1. Market data as of 03/25/2022; share consideration calculated using USD to CAD exchange rate (1.2502)



Section 4:
Pro-Forma for 
Combined Company
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Pro-Forma Financials

§ The acquisition of NetFortris will add ~US$50MM (1,2) in 
revenue, a material contribution to Sangoma

§ Guidance for FY2022 will be updated to factor in NetFortris, 
with the release of our Q3 results (as per normal cadence)

§ Recurring revenue strength from NetFortris, at over 90% of 
total sales being MRR, will help take Sangoma’s revenue from 
~70% Services up to ~75% Services

§ Do not anticipate significant impact on Sangoma Gross 
Margin percentage, on a combined basis

Annualized Revenue (US$MM) (1,2)

Notes:
1. Sangoma based on F22 guidance
2. NetFortris based on expected annualized revenue

$185

$50$185

$235

STC Standalone STC Pro-Forma

STC NetFortris

+23% 
increase

Commentary

$215 - $219

$215 - $219

$265 - $269



Interest-bearing Debt Approximately US$110 million now, post Closing (1)

Net Debt/Adj. EBITDA 2.3x combined LTM Adj. EBITDA

Shares O/S 33.3 million (2)

95.5% 

3.8% 0.7% 

Existing STC Shareholders

Spire Capital

Other NetFortris Shareholders

Pro-Forma Shareholders (2)

Pro-Forma Capitalization
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Pro-Forma Capitalization

Notes:
1. Based upon Upfront or Fixed consideration (no earnout included)
2. Reflects all ‘installments’ of deferred Star2Star stock consideration; Market data as of 03/25/2022; share consideration calculated using USD to CAD exchange rate (1.2502)


