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FY 1Q16 Highlights

E  Another consecutive quarter of revenue and adjusted EBITDA growth

E 7% organic recurring revenue growth with leading indicators pointing
to 8%

E  Record net installs driven by historically low churn of 1.1%

E  Revenue visibility enhanced with installation pipeline (backlog) and
revenue under contract reaching $14M and $6.2B respectively

E  Significant progress on major network & colo expansion projects

E  Strong bookings of $6.4M with attractive capital profile (average
payback of 12 months)
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Zayo Vision & Mission

Vision: Amass fiber, data center, and structure assets and
unleash their value by providing exceptional communications
infrastructure services

Mission: Accelerateourc ust omer s 0 c abpimgtfreddont i e
and prosperity to the world by providing enormous high-quality
bandwidth



Zayo at a Glance

International Network Unique Metro Fiber Datacenters People
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6,938,000 fiber miles 18,528 buildings 45 zColo Datacenters 1,867 employees
87,273 route miles 152 avg metro fiber count =500k billable sf 133 QBHC
8 Leading Fiber &
O Datacenter Consolidator
E Products Customers &,‘
g 50% bandwidth infrastructure 6.7k customers
= 48% cloud & connectivity 55% of rev from enterprise & content 34 acquisitions to date
2% other 45% carriers & wireless 6 since 2014

Track Record

: -
Financial 24 consecutive quarters of sequential

$ $1.5B revenue revenue growth (all since reporting)?
$862M adjusted EBITDA
Levered free cash flow 10% of revenue $1.1B invested equity since 2007 inception

Our track record

>$6.25B equity value today3; >5x return

1 September-15 quarter annualized
2 Including Zayo Group, LLC operating subsidiary
3 Based on last month average close price 6
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Q1 Segment & Product Split

. .
% Revenue | % EBITDA /"lj’FféfJ'

v Dark Fiber Leased raw fiber 30% 37% 70%
— 5
T +
o ©
i) g @ Mobile Infrastructure Tower/small cell backhaul 7% 8% -39%
P —
a = S
. pace, power &
"_E Interconnect-Oriented Colo interconnects 13% 11% 11%
Subtotal 50% 56% 42%
1G, 2.5G, 10G & 100G
z, Wavelengths — 19% 16% 8%
=
= Switched & dedicated
= E Ethernet . 11% 11% 20%
c
c
8 IP Services Internet access & transit 8% 8% 13%
i G Legacy carrier-grade
o) L.) SONET service 6% 6% 15%
-
L=
@) u Cloud Services IESIELEESE 3% 2% 1%
Service
Subtotal 48% 43% 56%

1 Based on quarter ended Sep-15 Physical Infrastructure & Cloud & Connectivity segmentresults;r evenue from fAOther o segmemé represents 2% of total



Q1 Financial Highlights

Revenue
(3M)

$400 - $362 $367
$350 - $321
$300 -
$250 -
$200 -
$150 -
$100 -
$50 -
$0 -

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
@ Recurring @ Other

9% QoQ annualized total EBITDA growth
12% QoQ annualized recurring EBITDA growth

98% of revenue is recurring
5% QoQ annualized total revenue growth

/% QoQ annualized recurring revenue growth

Adjusted EBITDA
58% 59% 58% 57% 59% 58% 58% 59%
$211 $215

(3M)
$250

$200 - $183
$150 -
$100 -

$50 -

$0 -
Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
¥ Associated with Other Revenue
H Excluding Associated with Other Revenue
Adjusted EBITDA Margin
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Q1 Financial Highlights Cont.

(M)

$200 ~

$150 -

$100 -

$50

$0 -

(M)
$200

$150

$100 -

$50 -

$0 -

Purchases of Property & Equipment

$159
$156 53

=35
3

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
@ Growth @ Maintenance  Other

Net AFFO

(capturing churn replacement)

-1 % of Revenue

26% 30% 24% 20% 26% 32% 32% 35%

$127
$116

$63

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

1 Includes churn replacement capex plus ~2% implied growth
2 Sep-15 LFCF impacted by ~$8M non-cash charge offset in cash flow from financing activities

7

>90% of capex growth-related
net AFFO?! of $127M or 35% of revenue

$36M of quarterly levered free cash flow

Levered FCF
($M)

$350 1 % of Revenue
19% 24% 25% 1% -2% 11% 11% 10%

$250 - 195 195

$150 i 118
T |
|—

$50

($50) -

($150) - ($115) ($156)

($250) - ($159)

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-152
& Purchases of PP&E @ Cash Flow From Operations ==LFCF
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Q1 Operational Highlights

(™)

$7.0 -

$6.0 -

MRR and MAR

$2.0
$1.0

$0.0 -

(M)
$7.0

$6.0
$5.0

$4.0

MRR and MAR

$3.0
$2.0
$1.0

$0.0

$5.0 -
$4.0

$3.0

Gross Installations

$6.3 ¢6.0
$5.4

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

u Upgrades / Price Increase / Replacement
d Installations from New Services

Net Installations

$2.2 $2.2

$1.5

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

(M)
$0.0

Churn Processed

($1.0) -
L ($20) -
($3.0) -
($4.0) -

MRR and MA|

($5.0) -
($6.0) -

($7.0) -

($3.9) ($4.0) (33.8)

Churn % =

-1.4%  -13% -13% -1.3% -12% -1.3% -1.2% -1.1%

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

& Hard Disconnects
@ Upgrades / Price Decrease / Replacement

2nd highest gross install quarter at $6.0M

lowest churn % quarter in last 2 years
record net installs of $2.2\

net installs imply 8% annualized recurring
revenue growth ratel!

1 Implied by the current quarter pace of Net Installs, calculated as Net Installs annualized ($2.24M * 4 = $8.96M), divided by the beginning of quarter run-rate $117.4M = 7.6%

10
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Q1 Operational Highlights Cont.

Last day of quarter run-rate

($M) (MRR+MAR)
$150 -
$119.8
$117.4
$103.7
$100

$50 8% QoQ annualized revenue run-rate growth

$0
Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
Service Activation Pipeline
(M) 89 87 91 93 90 95 96 100
$20 ~
$15 - $13.7 $14.0
record service activation plpellne represents $11.3

12% of revenue run-rate 10 |

46 months average remaining contract term
$5

$0 -
Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
M Delivery date after 6 months
M Delivery date within the next 6 months

Implied Average Days to Install
11



Q1 Operational Highlights Cont.

Bookings Stratification
(M)

$8.0 -
$7.0 - $6.8 $6.4
$5.8

$6.0 -

$5.0 -
$4.0 -
$3.0 -
$2.0 -
$1.0 -
$0.0 -

MRR and MAR

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

H<12 Month Payback and Positive IRR @>12 Month Payback and Positive IRR
@ Speculative Projects

total contract value associated with bookings is
greater than 3x the capex committed

average payback of 12 months reflecting
attractive capital profile

continued strong bookings:
$6.4M in bookings is 3 highest in history
~ /0% of bookings have <12 month payback

<5% associated with speculative projects

Contract Value vs. Capex on Bookings

(M)

16 17 16 35 15 38 33 12
$750 -

$545 $515 ¢404

$550 -
$350
$150

($50) -

($250) - ($227) ($134)

($253)
Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15

($450) -

H Contract Value & Capex & Upfront Expenditures - Payback Months
12



W . . .
Q1 Commercial Highlights

Strong quarter of on-net follow-on sales

ZCC Bookings

Payback months=

($M) 11 14 14 13 15 12 13 14
$5.0 -
$4.0 $3.6 $3.7 strong and consistent ZCC bookings
o momentum
< $3.0 $2.7 .
2 lower capex, leveraging network deployed on
£ $2.0 large ZPI projects
510 weighted towards smaller, on-net sales
$0.0 -
Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15 7P| Bookings
Payback months=
($M) 21 21 18 62 17 67 59 10
$5.0 -
_ $4.0 -
/P! bookings of $2.6M have 10 month 2.9 $3.2
average payback, reflecting strong on-net = $3.0 - $2.6
sales and few large, long payback ¢ 2.0
projects =
$1.0
$0.0 -

Dec-13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15
13
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Q1 Commercial Highlights Cont.

Fortune 500 customer sale leveraging existing metro footprint

Existing Fiber
New Build k
Existing Conduit e

£ customer replacing lit network with more scalable, higher bandwidth solution

£ leveraged existing dark fiber infrastructure, minimizing capex

14
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Q1 Commercial Highlights Cont.

UCHealth selects Zayo for holistic bandwidth infrastructure

Ft. Collins

Boulder

Denver

Colorado
Springs

£ comprehensive services, including colocation, waves and dark fiber

£ network enables technologically advanced delivery of healthcare, including real-time,
high-definition (HD) medicine

£ leverages existing Denver datacenters and dense (largely FTT funded) fiber footprint

15



