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DISCLAIMERS

Forward Looking Statements

This presentation may include "forward-looking statements" regarding ConvergeOne with respect to its financial condition, its results of operations, its intended future capital return and its next quarterly cash dividend; and its financial outlook for
fiscal 2018. These forward-looking statements reflect ConvergeOne's current views and information currently available. This information is, where applicable, based on estimates, assumptions and analysis that ConvergeOne believes, as of the date
hereof, provide a reasonable basis for the information contained herein. Forward-looking statements can generally be identified by the use of forward-looking words such as "may", "will", "would", "could", "expect", "intend", "plan", "aim",
"estimate", "target", "anticipate", "believe", "continue", "objectives", "outlook", "guidance" or other similar words, and include statements regarding ConvergeOne's plans, strategies, objectives, targets and expected financial performance. These
forward-looking statements involve known and unknown risks, uncertainties and other factors, many of which are outside the control of ConvergeOne. These risks, uncertainties, assumptions and other important factors include, but are not limited
to: (1) the possibility that ConvergeOne may be adversely affected by economic, business, and/or competitive factors; (2) ConvergeOne's ability to identify and integrate acquisitions and achieve expected synergies and operating efficiencies in
connection with acquired businesses; (3) changes in applicable laws or regulations; and (4) other risks and uncertainties indicated from time to time in the reports ConvergeOne files with the Securities and Exchange Commission (“SEC”) as well as
those under "Risk Factors" included in our Quarterly Report on Form 10-Q for the three months ended March 31, 2018, filed by ConvergeOne with the SEC. Actual results, performance or achievements may differ materially, and potentially
adversely, from any projections and forward-looking statements and the assumptions on which those vary from forward-looking statements are based. There can be no assurance that the data contained herein is reflective of future performance to
any degree. You are cautioned not to place undue reliance on forward-looking statements as a predictor of future performance as projected financial information, cost savings, synergies and other information are based on estimates and
assumptions that are inherently subject to various significant risks, uncertainties and other factors, many of which are beyond our control. All information herein speaks only as of the date hereof, in the case of information about ConvergeOne, or
the date of such information, in the case of information from persons other than ConvergeOne. Except as required under applicable law, ConvergeOne undertakes no duty to update or revise the information contained herein.

Non-GAAP Financial Measures

This Presentation includes the following non-GAAP measures of financial performance: Adjusted EBITDA and Adjusted EBITDA per credit agreement. A "non-GAAP financial measure" refers to a numerical measure of the Company's historical or
future financial performance, financial position, or cash flows that excludes (or includes) amounts that are included in (or excluded from) the most directly comparable measure calculated and presented in accordance with GAAP in the Company's
financial statements. The Company provides certain non-GAAP measures as additional information relating to its operating results as a complement to results provided in accordance with GAAP and should not be considered a measure of the
Company’s liquidity. The non-GAAP financial information presented here should be considered in conjunction with, and not as a substitute for or superior to, the financial information presented in accordance with GAAP. There are significant
limitations associated with the use of non-GAAP financial measures. Further, these measures may differ from the non-GAAP information, even where similarly titled, used by other companies and therefore should not be used to compare the
Company's performance to that of other companies. The Company defines adjusted EBITDA as net income (loss) plus (a) total depreciation and amortization, (b) interest expense and other, net, and (c) income tax expense, as further adjusted to
eliminate non-cash stock-based compensation expense, acquisition accounting adjustments, transaction costs, and other one-time nonrecurring costs. The Company defines Adjusted EBITDA per credit agreement as Adjusted EBITDA plus (a) Board
of Directors related expenses (b) one time and non-recurring process and efficiency improvements, (c) pro forma synergies, and (d) EBITDA per acquisition. The Company believes the use of non-GAAP financial measures, as a supplement to GAAP
measures, is useful to investors in that they eliminate items that are either not part of the Company's core operations or do not require a cash outlay, such as stock-based compensation. ConvergeOne management uses these non-GAAP financial
measures when evaluating the Company's operating performance and for internal planning and forecasting purposes. The Company believes that these non-GAAP financial measures help indicate underlying trends in the Company's business, are
important in comparing current results with prior period results, and are useful to investors and financial analysts in assessing the Company's operating performance.

Industry and Market Data

The information contained herein also includes information provided by third parties, such as market research firms. ConvergeOne, and any third parties that provide information to the Company, such as market research firms, does not guarantee
the accuracy, completeness, timeliness or availability of any information. ConvergeOne, and any third parties that provide information to the Company, such as market research firms, are not responsible for any errors or omissions (negligent or
otherwise), regardless of the cause, or the results obtained from the use of such content. ConvergeOne does not give any express or implied warranties, including, but not limited to, any warranties of merchantability or fitness for a particular
purpose or use, and they expressly disclaim any responsibility or liability for direct, indirect, incidental, exemplary, compensatory, punitive, special or consequential damages, costs expenses, legal fees or losses (including lost income or profits and
opportunity costs) in connection with the use of the information herein.







LEADING PROVIDER OF COLLABORATION SERVICES + SOLUTIONS

$1.0B

Revenue!?

~66% ~54%

Revenue from Revenue from Services®
Collaboration Offerings?

$156M

Adj. EBITDA!?

* Large addressable market of * Addressing complex * Comprehensive suite of IT
$205bn3, growing at 11%* collaboration challenges for services from consultation and
«  93%, revenue from customers mid and large enterprises design through implementation
serviced in a prior year® *  ~34%, from complementary to ongoing support
Enterprise Networking, Data * 39% Managed, Cloud, and
Center, Cloud, and Maintenance (“MC&M”)
Cybersecurity offers Revenue®

1 Last twelve months ended March 31, 2018; 2 See reconciliation in appendix; 3 Based on 2016 IDC & Gartner estimates aggregating Collaboration,
Enterprise Networking and Data Center, Cloud, and Cybersecurity Markets; * CAGR between 2016-2021; > For the first quarter ended March 31, 2018.




INVESTMENT HIGHLIGHTS

Leading independent provider of services and solutions in the collaboration market

e Attractive services-led business model

Flexible, scalable delivery model with leading managed and cloud service capabilities

Long-standing and expanding blue-chip enterprise customer relationships

Best-in-class Net Promoter Score and customer satisfaction driven by outstanding service delivery

Attractive revenue profile, unique margin profile, and strong cash flow generation

Strong track record of successfully integrating accretive M&A




LEADING, INDEPENDENT PROVIDER OF COLLABORATION

* Collaboration is essential to modern business, driving productivity and customer experience
* The collaboration market is highly complex and businesses need a long-term partner to develop innovative solutions, across technology evolutions
* Collaboration continues to enable and drive global business, increasing stakes and creating opportunities for differentiation and efficiency

* Deep relationships with all of the industry-leading technology partners across the collaboration market

ConvergeOne has a 20+ Year Focus on Collaboration Large-Scale Collaboration Platform
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OUR SERVICES + TECHNOLOGY OFFERINGS

Delivers strategic value through an extensive portfolio of services and solutions

(46% of Revenue)?
Over 300 technology partners

8 Professional Services
@ (15% of Revenue)?!
* Consultation, design,
integration and

implementation, app dev, and
program management

Partner with five of the six
leaders in the Magic Quadrant for
collaboration
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Managed, Cloud, and Maintenance Services

@ (39% of Revenue)!

* Contractual services, with multi-year contractual terms and high renewal rates

24x7x365 remote monitoring, Level 3 engineer support, and management
1 For the first quarter ended March 31, 2018 7




OUR CAPABILITIES ACROSS OUR CORE TECHNOLOGY MARKETS
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1 Last twelve months ended March 31, 2018 8




THE TRANSITION FROM ON-PREMISES TO CLOUD

ConvergeOne is well-positioned to take advantage of this shift

4 N\ /7 N /7 )\ )
ON-PREMISES PRIVATE CLOUD C1CLOUD HYBRID CLOUD PUBLIC CLOUD

Operating Customer Third-Party Third-Party .
Environment Data Center Data Center Data Center Hybrid Cloud
Ownership Complete Shared
of IT Assets
Financial Capital Expense Operating Expense
Model
wern | O | ] | €
Exposure

\_ J L '\ J/ \. /

ConvergeOne delivers complex, multi-vendor solutions across a number of delivery models:
on-premises, private, hybrid, C1 Cloud, and public cloud environments




SEAMLESS, HOLISTIC COLLABORATION SOLUTIONS

Highly complex and deeply customized
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DIFFERENTIATED WITHIN THE IT ECOSYSTEM

Recognized best-in-class offers

VARs
~15-20% GM

Distributors

A ~5-15% GM

Gross Margin

DTechData|

A

Collaboration-focused IT Services /

IT Services Systems Integrators
~30% GM ~30-40% GM
>
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/ \
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OPTIV * Services-led approach (+50% of revenue)
~ +

Managed, cloud, and maintenance services / recurring revenue
* Collaboration focused; expanding into adjacent segments
*  Attractive margin profile (+30% GM, 11 - 12% adj. EBITDA margins)

* Focus on large-enterprise clients with large mid-market
opportunity

Distribution
Focused
Note: Based on 2018E margins

v

Services
Oriented
11




LARGE + RAPIDLY GROWING TOTAL ADDRESSABLE MARKET

Significant focus on the double-digit growth collaboration market

27%

4%

North American Enterprise Networking Cybersecurity> Collaboration-¢ Cloud®?
IT Market'? and Data Center®3*
2016 Market | . . "~ I rToTTT ! FTooTh et Fo----
| |
size ($bn) 1 _"12%0 | |58 | 82| | $30 | ' ¢35

1 Percentages reflect 2016P — 2021E CAGR; ? Gartner: Enterprise IT Spending by Vertical Industry, Worldwide, 2015-2021, 3Q17; 3 Gartner: Enterprise Network
Equipment, Worldwide, 3Q17; * Gartner: Integrated Systems, Worldwide, 3Q17; > Gartner: Information Security, Worldwide, 2015-2021, 3Q17; ¢ IDC, Worldwide Unified
Communications and Collaboration, 2017-2021; 7 Gartner: Public Cloud Services, Worldwide, 2015-2021, 3Q17; included PaaS, laaS and Cloud Management & Security
Services segments

12




CORE COLLABORATION MARKET

Collaboration Market!

Key Market Drivers

($bn)

CAGR

Hosted /
Cloud 15%

$14 $17 On-pga)mlses

2016 2021E

11DC, Worldwide Unified Communications and Collaboration, 2017-2021

The collaboration market is in the
early stages of cloud adoption
* Businesses are reconsidering

their deployment strategies for
collaboration solutions

* QOrganizations are increasingly
looking for scalable, agile, and
mobile-enabled solutions while
simultaneously seeking to reduce
capital costs

* Globalization of the modern enterprise

workforce

* Increased adoption of mobility / BYOD

13




CLIENT-CENTRIC APPROACH

As evidenced by leading net promoter score

Net Promoter Score

61

+2Xx

Technology
Vendor
Average

86% of ConvergeOne’s customers indicated that t

ey are “highly likely” to recommend ConvergeOne

Note: Net Promoter Score is calculated as a percentage by subtracting the percentage of respondents who are Detractors from the percentage who are Promoters. ConvergeOne
Net Promoter Score data and recommendation data based on a third-party survey conducted in 2016 and does not take into account 2017 acquisitions; technology vendor
average data from press

14




DIVERSIFIED CUSTOMER BASE

Highly Diversified Blue Chip Customer Base! Customer Overview

B . * ConvergeOne target customers are large and
LR EERAN ' medium companies with consistent IT spending

________ ' Top 10 client: 8% ! * 49,200 customers across various industries

* Qver the past three years, ConvergeOne has
Top 25 client: 15% served?:

*  61% Fortune 100
*  44% Fortune 500
*  37% Fortune 1,000

Healthc
are * The top 100 customers, based on 2017 revenue,
had an average tenure of >9 years?
Other ‘ Tech *  91% and 93% of total revenue in 2016 and 2017,
respectively, was generated from customers
Educati served in a prior year
on * In 2016 and 2017, 425 and 1,325 new customers
Insuran  rinance were added, respectively, which accounted for
ce and 9% and 7% of total revenue, respectively
Banking 97% of top 1,000 customers utilized services in

20172

1 Based on 3/31/2018E pro forma for 2017 acquisitions; 2 Excludes 2017 acquisitions




CUSTOMER CASE STUDIES

Financial Services Case Study

Private Cloud/Managed Services

Customer Overview

*  Founded in 2016
*  Comprised of 4 broker-dealers

e 500+ advisors

Customer Challenge

* Needed to design and implement all new IT and
communication services because the client was
splitting from its former parent company

* Required a cloud-based solution that is scalable
and cost effective, with predictable pricing

ConvergeOne Differentiation

$440K Savings/
Month

Move to an
OpEx Model

Highly Secure,
Scalable
Solution

Seamless
Transition

Education Case Study

Private Cloud/Hosted Services

Customer Overview

*  Provider of postsecondary education services

*  Serves more than 50,000 students each year
with annual revenue of >$500M

Customer Challenge

Convert IT support model from a CapEx to an OpEx,
—aas billing structure

*  Transition ownership and management of UC and CC
infrastructure

*  Transform to newer technology and add new services

*  Provide predictable and scalable pricing

ConvergeOne Differentiation

Modernized
Environment

Gained
Efficiencies

Controlled
Costs

E-commerce Case Study
Managed/Hosted Services

Customer Overview

*  Online travel agency
* 18,000 employees
* 4,000 agents globally

Customer Challenge

*  Existing Contact Center was not PCl compliant,
and risks around loss of the PCI certification
were crippling

*  Needed to simplify, centralize, and harden the
voice operating environment and provide
consistent global support

ConvergeOne Differentiation

Replicated
Virtualized
Environment

PCI
Compliance

Highly Efficient
Implementation

Engineering
Expertise



MULTIPLE AVENUES FOR GROWTH

Grow with Existing Customers

Partner with New Customers

Expand Geographically

Continue Executing Successful M&A Strategy

Leading platform with proven strategy, poised for continued growth 17



MULTIPLE AVENUES FOR GROWTH - M+A

Successful track record of acquiring and integrating technology service and solution providers

# of
Acquisitions Lo 2o

2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Empire>

] : |
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A
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Gém e i) #)s Yo )i B SPS.;";_I

A0S

* Opportunity to further accelerate services growth and leverage ConvergeOne’s robust Managed and
Cloud Services platform

* Enhance solutions offers and further platform transition

* Opportunity to create value by acquiring collaboration and complementary businesses at attractive valuations

* Significant expertise in integration and driving efficiencies




HIGHLY EXPERIENCED + COHESIVE MANAGEMENT TEAM

Name & Title

Years of Experience

Background

John McKenna
Chairman & CEO

Jeff Nachbor
CFO

John Lyons
President,
Field Organization

Paul Maier
President,
Services Organization

Mark Langanki
CTO

Colleen Haberman
VP, Human Resources

Joe Fabrizio
VP Managed Services &
Maintenance Delivery

30+ Years

25+ Years

25+ Years

25+ Years

25+ Years

25+ Years

25+ Years

SIEMENS

CEO of Siemens IT

EENTEX

Solutions and CEO
Services
cricket s STAPLES .
e IMAGE
SVP of Finance & SVP & cFo SVP and VP of Finance —
Chief Accounting Corporate and Treasurer Corporate Victoria Secret
Officer Controller Controller Brand

(¢ SEMENS W e
SVP and GM,
President IT solutions and Services CEO President TASD

SIEMENS

SVP,
Business Development

EENTEX

SVP, IT Services

{{sPANLINK) A

Variety of roles

Variety of finance roles
at Limited Brands,
YUM! Brands, PepsiCo,
and PwC

Variety of Sales and
Marketing Management
Positions

Alcatel-Lucent @

GM, Services

UNIVERSITY OF MINNESOTA

Chief Operating Officer

Faculty Director, Associate Program

Director and Sr. Lecturer

univita = IMIDI OSCHipT (@) sones s
SVP, vp VP, w,
Human Capital Human Resources Human Resources Human Resources
SIEMENS

Atos / Siemens IT Solutions / Services
Vice President

Account executive

@ Prudential

Residential Services Corporation of America

(Subsidiary of Prudential)
VP, Client Services

VFL Technology Corporation

VP Operations



https://www.linkedin.com/company/3671/
https://www.linkedin.com/company/10373/
https://www.linkedin.com/company/2251/
https://www.linkedin.com/company/129120/
https://www.linkedin.com/company/12469/




KEY FINANCIAL HIGHLIGHTS

Strong 0

Revenue 24% Revenue CAGR 2015-2017
Growth

Exceptional

\Asibﬁ)nlty +90% Renewal Rate!
Differentiated +30% Gross Margin Target?

MarginSructure 411 % Adj. EBITDA Margin Target?

StrongCashHow ~1% of Revenue capital Expenditures

Characteristics Low working Capital Requirements

Strong revenue growth, driven by services offerings, and high profitability

1Renewal rate for Collaboration business, excluding 2017 acquisitions
2Medium Term Target 21



STRONG FINANCIAL PERFORMANCE

Total Revenue Adj. EBITDA per Credit Agreement?

(Smillions) I (Smillions)

I
I
I

| I
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| I

I I

: I

I " !

I No I
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! 8183 $306 I $29

[ I §15

I I
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2015A 2016A 2017A 2018E Q1 Q1 2015A 2016A 2017A 2018E Q1 Q1
2017A 2018A 2017A 2018A
% growth % growth
T 3% 7T 36% 11 13% 11 63% 1 C19% 1 U 26% 1L 58% 11 15% 1

e e I e

Strong visibility into 2018

1See reconciliation in appendix
2 Midpoint of current 2018 guidance range 22



GROWING + HIGHLY RECURRING REVENUE MODEL

Growth in Attractive Service Areas Entrenched Base Drives Highly Recurring Revenue
Services Revenue Managed, Cloud, and Maintenance Revenue Renewal Rate?
(Smm)
I 90% 90% 90%
|
|
[VALU E]I
1 1
|
|
|
S376 | \lo‘{
$304 : V
I S165
I S95
|
|
2015A 2016A 2017A 2018E Q1 Q1 2015A 2016A 2017A

2017A 2018A

Double-digit growth of Highly Recurring Services Revenue

1 Based on the midpoint of 2018 guidance of $1,500 million
2 excludes 2017 acquisitions

23




MEDIUM-TERM TARGETS

~5-6%
Doubledigit growth through M&A

Revenue Growth

Adj. EBITDA Margin ~11-12%

Expected Tax Rate Mid 20s

Adj. EPS Growth Doubledigit

~2—3X

Target Net Leverage Excluding tucin M&A

12018 Expected Tax rate will be below the Medium Term target impacted by the Forum Transaction and Bargain Purchase gain from the ASI acquisition










NON-GAAP EBITDA RECONCILIATION

Adjusted EBITDA

(Smm) 2015A 2016A 2017A 3-31LTM
Net Income 4 8 (8) 4
Depreciation and Amortization 24 29 36 42
Interest Expense and Other 23 31 52 54
Preliminary Bargain Purchase Gain - - - (16)
Income Tax Expense 4 7 (19) (24)
Stock-based Compensation Expense <1 1 1 8
Acquisition Accounting Adjustments (1) (<1) 3 5
Transaction Costs 6 6 14 19
Other Costs 3 2 3 2
Adjusted EBITDA 63 84 83 93
Board of Directors Related Expenses <1 1 <1 <1
One-Time and Non-Recurring 4 1 6 6
Pro Forma Synergies1 3 2 8 12
Pro Forma EBITDA’ . ; 42 45
Adjusted EBITDA per Credit Agreement3 70 88 139 156

1 Expected but unrealized synergies related to acquisitions; 2 Pro forma EBITDA from acquisitions as if each such acquired entity had been owned by
ConvergeOne for the entire period, as set forth in the QofE reports; 3 Adjusted EBITDA per the Credit Agreement pursuant to the calculation of
Consolidated EBITDA (including all “add-backs” and adjustments provided therein) set forth in ConvergeOne’s Term Loan Agreement 27



ConvergeOne




