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YOUR CONTACTS

Jean-Noél de Galzain

Founder of Aurora, a services company
sold to Business & Decision in 2003

Founding Chairman of the HEXATRUST club

Vice -Chairman of the Systematic Paris -Region
business cluster

HEXATRUST B ETeTin

CLOUD CONFIDENCE & CYBERSECURITY Paris HEQIUH |]IL]I[3| [EDSVSIBITI

&

Amaury Rosset

Four years with Hachette Filipacchi

Medias as financial controller, Asia -

Pacific project manager (based in

Hong Kong) and then associate

publisher for the Groupds H
and Chinese editions

Founder of multimedia communications
agency XLAB
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Cyber security
software developer
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SWIFT ROLL-OUT OF AMBITION 2021 PLAN

Fund € 3 6 . ditenfull extension of the extension clause
raisin Capital increase with priority period for shareholders
9 Total amount requested more than 1.8 times greater than the offering (€58.9m)

Becoming Formation of teams in the DACH region
a global leading Launch of North American operations:
player Sales office opened in Boston
and formationofa“ Cu st o mer  Support teamsin’Montreal

Becoming Launch of BASTION DataPeps + interoperability,

a technological strategic move to Cloud Based Security Services
leader




WORKFORCE BOOSTED TO DRIVE LONG-TERM GROWTH

Average annual headcount

31/12/2018

2015 2016 2017 2018
127 250
44 64 73 97 ors pers.
pers. pers. pers. pers. Pers.

DIDIER COHEN @
STRATEGY DIRECTOR

NOKIA i

STEFAN RABBEN @
DACH* SALES DIRECTOR

Quest RSA PAzlan

Universitat
Stuttgart

Most recent hires

DELPHINE SCHOFFLER DEVEVEY @
HUMAN RESOURCES DIRECTOR

ppppp

WLLLIX st HEC 2 ESIG

TRACEAUDITZTAUST

XAVIER LEFAUCHEUX @
VP CHANNEL

ppppp

* Germany, Austria and central Europe




INTERNATIONAL EXPANSION: DACH/EASTERN

Munich:

Sales officeovering
DACH/EASTERN zone

A dedicated team
currently numbering 12 persons

1 Sales Director

6 Sales

3 preSales

2 Channel managers

380%
éZO% a80 0

2017 2021



INTERNATIONAL EXPANSION: NORTH AMERICA

Boston:

Sales officeovering North
America

A dedicated team currently
numbering
> some5s persons:

1 VP Sales

2 Sales

1 preSales

1 Channel manager

3480%
120%

2017 2021



SETTING UP A CUSTOMER SUCCESS TEAM

Paris & Montreal:

o= 4,754 Office dedicated to
customer support

24/7 support services
for all Group clients (Europe
p and US)

3,197

2,118

A Customer Success team
numbering 17 persons

1,547
1,078 2 offices: Paris and Montreal
593
435
MAINTENANCE nn

2012 2013 2014 2015 2016 2017 2018

MAINTENANCE = GROWTH & RECURRING BUSINESS




<OCTOBER 2018: LAUNCH OF WALLIX BASTION 6.1

BISTION W=

Real-time Password Web admin.
access managemen console
control t

A MODULAR OFFER LENDING ITSELF TO THE CREATION OF STRATEGI
ALLIANCES

* |dentity & Access Management / *Muifractor Authentication




PRODUCT INNOVATIONS DERIVED FROM
WALLIX R&D ENHANCED BY PARTNERSHIPS

loT
FENTEC

Artificial Intelligence

End-to-End Encryption / E2EE solution ensuring ANBLIC
protection of data in all applications

Secure emalil

PMAIL

\SS
G
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WALLIX BASTION: PRODUCT LEADER ACCORDING TO
KUPPINGERCOLE

WALLIX recognized as a technological leader with a leading product able to play a
unifying role in a increasingly concentrated market
PRODUCT

¥3aval

crenans —@

Concentration:

BEYONOTALST ——@

e — 39 A market driven by a number of

CATECHNOLOSIZS —/‘ -
external growth operations

@— ore oewTTY

=nrr~:nu

In the US: Purchase of Lieberma
Software by Bomgar, merged wit
Beyond Trust

AscON ~—@
@— mcrorocuss

mareceensine —@

1474 ETWORKS —@ @ sveowenD

e _"T\“‘:;“m Europe: Balabit (Hungary)

J—— purchased by Wased One
Identity

YIONITIVHO
A 4

SeCTONA

H3IMOTI04

xuppingercose OVERALL

KuppingerCole Report, March 2019
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<THRIVING BUSINESS IN 2018

ACTIVE CLIENTS

vs +150 in 2018

AN INSTALLED BASE THAT
CONSTITUTES A REAL STRATEGIC

ASSET

710¢ ST0C 9T0¢ L10¢ 810¢
'09Q "09Q rTg| "08Q '09Q

13



AN EVOLVING BUSINESS IN FRANCE

Highlights

8589
N 5116
6%

A market shift with people becoming
aware of the impact of GDPR and NIS

5283 Fewer one-off orders

Multi-year framework agreements with
3725 major groups

Renewal of the UGAP contract

2015 2016 2017 2018 + 8 1

new clients
in France

14



NEW PAM APPROACH FOR KEY ACCOUNTS IN FRANCE

WINNING OF SEVERAL MASTER
AGREEMENTS AND BID CALLS

Invoicing in 2018 vs Total
revenue at contract-end

Secure business volumes for future years

14 clients, including 4 with CAC 40 companies
and 3 with major players in the public sector

UGAP CONTRACT

No. 1 central purchasing office for public
players

2018 Sales potential over Contract won by WALLIX,
. . exclusive supplier for privileged accounts
Invoicing 3 years

@ Higher mediurderm volumes @ More recurrent business 15



INTERNATIONAL

French GAAP

Highlights
4524
+530 Deployment in DACH + EASTERN
Hiring of a 12-person team
+42%/ > 956 Signing of an agreement with a major

distributor in the Middle East

+30%

2081

Start-up in the United States
1570 Setting up an office in Boston

ﬂ A 5-person team

+118

new international
clients

2015 2016 2017

16



ANALYSIS OF 2018 TURNOVER

French GAAP
Turnover (0000)

11545

+9.5%
7364
Licenses Maintenance  Services
5295
BY REGION
2015 2016 2017 2018

France

International

17



PROFIT & LOSS STATEMENT

Consolidated dat a, 0000

French GAAP

2017

Other operating income 3,549

Total operating income 15,094
Total operating expenses -15,939

-4,125

+14%

o/w Other operating expenses

o/w payroll (9,087) +29%
Depl:epiation, amortization and 2,081 +3%
provisions

Net financial income/(expense) -19 -74%
Non -recurring income/(expense) (182) -
Tax expense (5) -40%

Net profit/(loss) (1,050)

(3,288)

Operating expenses

Increase in Sales and
marketing, R&D and
Customer Success
expenses

Increase in average
headcount

(97 vs 73) in accordance
with the development plan
defined during the capital
increase



CASH FLOW STATEMENT

Consolidated dat a, 0000
French GAAP
34,688 36,400

Free Cash Flow
-4,879

A

6980 ;536

a (254) -3,090

Gross Ch. in (390)
cash WC

flow

Cash at Repay Share Cash at

Dec. 31, CAPEX of issue Dec. 31, 2018

i (+ exercise
2017 borrowmgs of options by

managers)

Working capital under control
In a context of strong growth

Sustained capital expenditure R&D
still a major focus

€34.1 million capital

Cash outflow under control
In a context of significant investment

19



BALANCE SHEET

Consolidated dat a, 0000
French GAAP
12/31/2017 12/31/2018

8,043
o/w Intangible assets 6,850

Current assets

15,135 45,899

o/w Trade receivables 6,205
o/w Cash and cash equivalents 36,400

Total assets

53,942

Sharehol dersd equity

Provisions

Liabilities 13,436
of which Borrowings
of which Trade payables

o/w Prepayments*

Total equity & liabilities

Change of scale: total balance sheet
multiplied by almost 2.5 to
€53,942,000

Strengthened financial structure:
shareholders’ equity of €39,344,000

Net cash of €34,836,000 thanks to
proceeds from the capital increase

* Prepayments on income, CIR research tax credit and subsidies Prepayments on income correspond to the share of revesiiaadmezognized

for the financial year but for which the supply or service will occur after the financial year.



A DIVERSE SHAREHOLDER BASE

Breakdown of capital
at Feb. 28, 2018

FOU NDERS

17.4%
EM PLOYEE
AND
TREASU RY
SHARES
1.2%

CORPORATE
OFFICERS
0
o 7.8%
FLOAT o/w T.D.H.
7.5%

/

~

The founders and top managers

maintained their capital

commitment

Market data

o ISIN code: FR0010131409
o Ticker: ALLIX

© Share price: 010
(Closing - 3/26/2019)
o Number of shares: 5,752,502

o Mar ket capitalization:

o Tracking analysts: Midcap Partners &
ODDO BHF

ALLIX

GROWTH

INNOVATIVE!
COMPANY

bpi

057m

21
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FRANCE AT THE FOREFRONT OF A BOOMING REGULATORY
MOVEMENT: DIGITAL TRUST

RGS decree GDPR NIS DIRECTIVE CCPA (USA) APPI (Japan)
(General Security General Data Protection Network & Information California Consumer Act on the Protection of
Guidelines) Regulation Security Privacy Act Personal Information

*

I I - — .

-—-----9
———————e
———————e

2013/2017 H1 2018 H2 2018 ...
Implementation of regulations on Widespread awareness of
A European scale for OES (Operators of Essential data protection challenges
Services)

Implementation of
pioneering data
protection regulations
and privileged access

for OVIs*

Need to upgrade legislation to enable data transfer
Extension of cyber -security approach to all under
organizations global trade agreements

23

*Operators of Vital Importance



<ROLL-OUT OF AMBITION 2021 PLAN
Geographical
expansion

Cloud Based

Security Services
PAM, IAM,
encryption, etc.

USD 2bn*

Strategic
....................................... » partnerships

New
solutions

A TARGET WITH WELDEFINED LEVERS
24

* Market size in 2021



<AMBITIOUS 2019 PRODUCT ROADPMAP

BASTION MANAGED BASTION MULTISITES
SERVICES IA & ANALYTICS

Q1 2019

CLOUD-BASED SECURING DEVOPS
SECURITY SERVICES IN THE CLOUD

CENTER

25



LAUNCH OF BASTION IN EXTERNAL MODE

Digital
transformation

BASTION
MANAGED
SERVICES

New
digital
uses

A TARGETED OFFER FOR THE MIDDLE MARKET AND SUBSIDIARIES
OF LARGE GROUPS
26

Security
& Privacy
By design

BASTION MANAGED
SERVICES

- Privileged account management

ensured directly by WALLIX

- 24/7 service assured by the

WALLIX Customer Success team

- Infrastructure hosting by WALLIX,

in a public cloud or on-site




SCALE-UP OF THE BUSINESS PARTNER PROGRAM IN THE EMEA
N=€][O]\

Partner Relationship Management platform

Personalized : Resource

relationship portal
(Sales opportunities, (Videos, ebooks,

1
1
Joint =customer experience)
marketing I

initiatives)
o
() &N

/ S
’ N

/ Traini \
/3 ra_|r_1|ng_& N
certification

(WALLIX
ACADEMY)

France } WALLIX

EMEA
Sales drivers } WALLIX
Via distributors

Goals

Develofbest practices

Globaliz¢he program in priority regions
Essential contributiohe target

to cover 80% of the global market

by 2021

Strategy:

Individualizestrategic plan
Wellstructured eligibilitgonditions:
Distributor, Reseller (ElRestinitial)

Reseller End client

Reseller End client




SETTING-UP OF THE WIDE-RANGING ALLIANCE PROGRAM

Alliance strategy:

o«““m""’%
'os,,,,’} okta [ Setting up a dedicateebérson
: ‘e =ue OO team:stepping up the offer and
/ : @SollPomi ) 4 °”"': accelerating the commercial
' , I3 s deployment
# CURRENT AND O Evidian
PLANNEDZ - nwebo 0
ALLIANCES ! ﬁ:?& """""" ¥ 14 alliances have already been
DL ==== made:Gemalto, IBM, Sailpoint
===T=o fs
| \? LOGPOINT .,}'5 & Frorceponr An objective of 80 partners by
: R
§ w | 22
servicenow

POSITION THE WALLIX SOLUTION IN REFERENCE GLOBAL OFFERS

28



OBJECTIVE

<STRONG GROWTH IN 2019 IN LINE WITH THE WALLIX 2021

\

’ i, %l acqwsmon

I Solid \ \i’

i
o
2019 ’

Boosting the \
4

channel + \
strategic -
Turnover .
alliances

Regulatory
drivers

=ramework
agreements

|
Towards. 0 50m i n turnove|~,202
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