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Disclaimer

This presentation comprises certain written materials/slides prepared by W.A.G payment solutions plc (the Company) for the purposes of the Company’s Capital Market’'s Day event.
This document, its contents and the presentation may not be copied, distributed, published, reproduced or passed on, directly or indirectly, in whole or in part, for any purpose or under any circumstances.

This document is being provided to you solely for your information in connection with the Intended Use. This document and the related presentation do not constitute or form part of, and should not be construed as,
any offer, invitation or recommendation to purchase or sell or subscribe for any securities in any jurisdiction and neither the issue of the information nor anything contained herein shall form the basis of or be relied
upon in connection with, or act as an inducement to enter into, any investment activity whatsoever. This document and the related presentation are intended to present background information on the Company, its
business and the industry in which it operates and are not intended to provide complete disclosure upon which an investment decision could be made. This document and the related presentation do not therefore
purport to contain all of the information that may be required to evaluate any investment in the Company or any of its securities and should not be relied upon to form the basis of, or be relied on in connection with,
any contract or commitment or investment decision whatsoever. You are solely responsible for any assessment of the market and the market position of the Company and its group, and of its securities, assets and
liabilities or any part thereof. The merit and suitability of an investment in the Company should be independently evaluated and any person considering such an investment in the Company is advised to obtain
independent advice as to the legal, tax, accounting, financial, credit and other related advice prior to making an investment. This document is given in conjunction with an oral presentation and should not be taken
out of context.

The information and opinions contained in this document and any information made available orally or in writing at the presentation are provided as at the date of such presentation and are subject to change without
notice. The information set out herein and in any related materials and given at the presentation is subject to updating, completion, revision, verification and amendment, and such information may change materially.
No representation or warranty, express or implied, is made or given by or on behalf of the Company or any of its subsidiary undertakings, or any of their respective directors, officers, employees, agents, affiliates or
advisers, as to, and no reliance should be placed on, the accuracy, completeness or fairness of the information or opinions contained in this document or the related presentation and such persons disclaim all and
any responsibility and liability whatsoever, whether arising in tort, contract or otherwise, for any errors, omissions or inaccuracies in such information or opinions or for any loss, cost or damage suffered or incurred
howsoever arising, directly or indirectly, from any use of this presentation or its contents or otherwise in connection with this presentation. None of the Company or any of its subsidiary undertakings, or any of their
respective directors, officers, employees, agents, affiliates or advisers, undertakes any obligation to amend, correct or update this document or the related presentation or to provide the recipient with access to any
additional information that may arise in connection with them.

Certain information contained herein constitutes “forward-looking statements”, which can be identified by the use of terms such as “may”, “will”, “should”, “expect’, “anticipate”, “project’, “estimate”, “intend”,
“continue,” “target” or “believe” (or the negatives thereof) or other variations thereon or comparable terminology. Due to various risks and uncertainties, actual events or results or actual performance of the Company
may differ materially from those reflected or contemplated in such forward-looking statements. As a result, you should not rely on such forward-looking statements in making your investment decision. No
representation or warranty (express or implied) is made as to the achievement or reasonableness of and no reliance should be placed on such forward-looking statements, which speak only as of the date of the
presentation. Past performance should not be taken as an indication or guarantee of future results, and no representation or warranty, express or implied, is made regarding future performance. The Company and its
directors, officers, employees, agents, affiliates and advisers expressly disclaim any obligation or undertaking to release any updates or revisions to these forward-looking statements to reflect any change in the
Company's expectations with regard thereto or any change in events, conditions or circumstances on which any statement is based after the date of the presentation or to update or to keep current any other
information contained in this document or the related presentation.

Certain information contained herein is based on management estimates and the Company’s own internal research. Management estimates have been made in good faith and represent the current beliefs of
applicable members of the Company's management. While those management members believe that such estimates and research are reasonable and reliable, they, and their underlying methodology and
assumptions, have not been verified by any independent source for accuracy or completeness and are subject to change without notice, and, by their nature, estimates may not be correct or complete. Accordingly,
no representation or warranty (express or implied) is given to any recipient of this document that such estimates are correct or complete.

By attending the presentation or reading or accepting a copy of this document, you agree to be bound by the foregoing limitations.
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Our vision has never changed, a journey to an integrated
end-to-end digital platform

Key:
Payment provider for Digital provider Payments and End-to-end integrated Payments
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Trucking is an essential pillar of the economy

Transport split as % share
in gross tonne km

0—
>0m ~500

Commercial of European
Vehicles? GDP

~20m

CRT? related jobs
across Europe

ERoad ®mTrain mBoat

Typical Road Freight Journey @ )
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Dispatcher

C ts truck d shi
onnects trucker and shipper Local Retailer Consumer
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company

Manufacturer
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International and domestic

Delivery address

Supplier

Heavy commercial vehicles
(>12 tonne)

Sources: Fitch/BMI, Eurostat, industry reports, Company and Company estimates based on data as of May 2021.
Note: (1) Includes light commercial vehicles below 3.5 tonnes. (2) Commercial Road Transport.

European CRT Trucks

9m

Heavy commercial vehicles — International
* >12 tonne

* ~130,000km p.a. mileage

10% - 15%

Heavy commercial vehicles — Domestic

* >12 tonne
* ~70,000km p.a. mileage

40% - 45%

Medium commercial vehicles

» >3.5 tonne
* ~70,000km p.a. mileage

40% - 50%

As of 2021



Eurowag’s growing addressable market in Europe

Net revenue €bn Addressable market at IPO

* €4.4bn payment solutions (2020)
+ €1.5bn mobility solutions (2020), of which:

— €0.9bn Tax, €0.5bn short term financing,

Financing services driven expansion
Financing and e-wallet

€0.1bn FMS
Expansion driven (post IPO
P (p ) ‘. €5.9bn addressable market at IPO
Fleet management system ~
Transport management system (DFF) e Expansion driven (post IPO)
Work time management + €0.6bn fleet management systems

« €0.6bn transport management systems
» €0.4bn work time management?!

Energy G Financing services driven expansion
+ €1.5bn e-wallets?

Toll
€9bn addressable market today

Tax

Offering at IPO (2020)

> €25bn future addressable market in a digital

Vehicle Information

ecosystem?

Successfully expanded TAM since IPO

Notes: (1) TechNavio, Global Time Tracking Software 2023-2027. (2) Transportation and hospitality in Europe, TechNavio, Global E-Wallet Market 2023-2027. (3) Company estimates.



The CRT industry needs a digital and operational transformation

H

Analogue Complex

<13% 30+

of road transport administrative tasks
companies are for every journey
digitized*

Fragmented

>90%

of operators are
SMEs and lack
access to
technology &
data insights?

Constrained

Limited
access to finance

restricts earnings
potential

Low
utilization

30%

trucks on the road
are empty

Low
profitability

3-5%

margins

@)

Environmental
impact

9%

of greenhouse gas
emissions in
Europe?

Notes: (1) Source: BCG Digital Acceleration Index, (2) Source: Eurostat.



Connecting the CRT industry together into one transparent
digital ecosystem

Fragmented CRT? ecosystem

. - . Shippers, Freight . .
Energy Finance & Original equipment Regulators forwards & Load Roas;s(;(\jlijzzwce

& toll payments insurance manufacturers & authorities
platforms

— 4

Y

Creating transparency =" Fairer distribution
and trust EUROWAG of value
Platform
e I
Fragmented carriers’ ecosystem
Fleet owner Dispatcher Driver Trucks & 10T

Note: (1) Commercial Road Transport.



Design of Eurowag’s integrated end-to-end digital platform

I () S

Customers Business Truck driver _ Fleet Merchants, Partners,
owner dispatcher Authorities &
,4 Shippers
Se ~ 4 - -

»
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Sales channels =\ EUROWA

Products and services

Fleet Mgmt. Transport Mgmt. Working Time Mgmt.

Data & IoT - input

4 4 4 A A 13 L3
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Driver Trucks Transactions Destination Geo- Tax refund Behaviours

information & trailer data & routing localisation




Creation of an industry first data platform supporting
transformation

Truck
information

Driver
information

Company
information

Shipper
information

Truck, trailer, routing,
position, utilisation etc

Social, behaviour,
compliance, etc

Toll, tax refund,
receivables financing,
payments, etc

Load orders, issued
invoices, consignees,
etc

I A N . II
EYVY (Syglc " WebEye INELO
EUROWAG L/ 4 { A A
Voo -
AMIANE
A VALY A
€ sygic nélo

ROAD LORDS

EUROWAG

RAEMON

EUROWAG

JITpay”

the easy way

Capturing ALL our customers data
1) Driving total digitisation of a
trucking company’s operations

JITpay”

the easy way

2) Improving Eurowag sales and
marketing efficiency
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Our journey to an integrated end-to-end digital platform

2023+

2017 2022 Integration
) Delivering unique integrated end-to-end
1995 2016 Accumulation platform, driving efficiency and

supporting decarbonisation

_ Acquiring and developing a broader
o EXpanS|on suite of services, with data at the core - Al, data and connectivity at the heart

of value creation
Building customer loyalty as fuel card * Evolving strategy to address key CRT

provider and toll payments hElErgEe  Cross-sell centric design
. - ; - Focused on mission critical products for * Scalability via strong digital and
From regional to leading CEE player e 2 e indirect (OEMSs) channels

« Pan-European fuel and toll proprietary network . .
P prop y * One-stop-shop for mobility solutions

« Payments with credit provisioning  Piliting @ysem e %r « E’
»

=

&
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Maximising returns through M&A and innovation

Growing shareholder value

EBITDA (€m
e ' Czechia Iberia (PT) Hungary
Expanding into new markets . -
and acquiring customer -
portfo"gs ? (&P slovakia ww Poland ‘ ' Romania

* Slovenia % Croatia @ Serbia

1.
CAGR: 33.8% 81.6
69.7 (2) Capability?

EETS Navigation WTM
Technology and data to
create unique CVP -
& increased share of wallet FMS E-mobility

VAT Refund Mobile

payments
e Rationale

» Capture all mission critical data + Scale

* Cross-sell & utilising target low ARPU vs » Access to decarbonisation technology
2018 2019 2020 2021 2022 high EW ARPU

Note: (1) EETS, European Electronic Tolls System, FMS, Fleet Management Solutions, WTM, Working-time Management.
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Our unique offering has enabled us to substantially differentiate

ourselves

Pan
European

Regional

A INTERNATIONAL MISSION CRITICAL SERVICE
PROVIDERS
- DKV, iy
=WV |
| EUROWAG
A== |
| -
@ R & Trimble
. TRANSPORE('N
ADDISECURE /0 .00
Ve
Sinar?
7
. 7
@ radius _ 7 #=TIMOCOM
_____ STITRANS.EU
( - as | = -
. WV _ -
I EvRowac | _ .~
_____ 4
Point Solutions Integrated experience

>
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Integrated
Payments

nuvel Nayax
Dtoa st Lightspeed

REPAY SHIFT@

Uniquely positioned in the public market

Supply Chain /
Logistics Software

DESCARTES @20pen

[ cinaxis 4 @ samsara
— @Trimble !\ J555
EUROWAG

WFLEETCOR® g

@red

Legacy Fleet

Cards
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Our three-year goals:
Integration and transformation

— — — SOft |[AUNCH Of e
FY 2023 FY 2024 our platform FY 2025 FY 2026

» Unify teams from acquired businesses

PEOPLE « Foster digital expertise and agility
» Create an agile sales force, integrated into an omnichannel ecosystem

Integrate all products into one digital platform, creating a one-stop-shop
PRODUCT Transition to a single brand, eliminating product duplication

Unify hardware solutions

Implement single robust and scalable ERP

TECHNOLOGY Automate internal operations and harness product insights through Al
Move to one seamless user experience for customers

222> INTEGRATE AND TRANSFORM 222>

16




Our strategic pillars allows for structured and effective execution
within a very complex environment

To make commercial road transport clean, fair and efficient

Our purpose

Strategic
pillars Be in every truck Drive customer centricity Grow core services Expand platform capability

Customer , , _ ,
outcomes Access all our services, Easy to get Combined services Smart operations for
anytime, anywhere to value quickly unlock entirely new value better everyday performance
Total number of No. of products per 3
. ' - 0
KPIs B U S Customer NPS - Y% of subscription revenue

Enabled b Digital Embed Data-driven Capability Delivery
y transformation sustainability decisions focused organization on M&A strategy

17



Attract

Lack of industry digitisation led to building strong direct channel

Direct Indirect

Direct Indirect Digital ﬁ
Building a
customer-centric '

omnichannel

i

— >\ >\ W

. . L
o @ SEllES Ve D|r.ect G, » Thriving indirect and over 50% customers onboarded digitally
» ~ €500 cost to acquire per truck

250K acti ks. of which ~170k « <€300 cost to acquire per truck
DTS, OIS » 1m active trucks (CRT) of which ~700k connected trucks
connected trucks

18



Bringing Data / Al into one platform for efficiency gains

Loads ") Multiple
systems Ori
river 3 Driver
Energy & Tolls E A w Integrated
Fleet Mgmt. Owner P latform owner
Financing ,)) Accountant e Accountant
Transport Mgmt. Freight forwarder ||||| Freight forwarder
= —
Accounting & Report. [xLsH | — Shipper S
= Data & Al driven
Working Time Mgmt. P
ng 1l 9 Regulator insights Regulator
Tax refund

Highly analogue Customer benefits

Lack tools for job optimisation « Up to 20% annual revenue growth per truck

Missed loads opportunity

* Up to 10% cost savings
Low profitability

« Up to 20 tonnes annual reduction in CO, per truck

19



Integrating sales forces and products into one platform creates
unique cross-sell engine

EUROWAG

O
[l weorye 2 € Sysic

« ~ three products out of four?

* Lead campaigns drive cross-sell

opportunities between businesses

* Products stand alone, mix of

subscription
and transaction-based pricing
model

» Improving financing capabilities

* 0.1% of issued invoices by customer financed via

Eurowag partners

Note: (1) fuel & toll payment, tax refund, limited financing.

+ Omnichannel integrating Agile =\ 'A ']

* Single digital platform

B.

& subscription O

sales, Digital and Indirect EUROWAG

« Simplified pricing, bundles

stimulating customer to add
products

Financed via
Eurowag / Jitpay

» > 6 products combining software, payments and financing
* 40% of issued invoices by customer financed via Eurowag

20



Bringing all brands and UX into one for a seamless digital
customer experience

EWEUROWAG =  Dashboard 2 @ i (o

A Dashboard Q, Smart search i Add fiiter Active first & Order history @ Shopping cart
)

o Lveoperations i Tronspo rts : CASTIT GONSUMPTION o re:
I3 Transport manageme ond trar
& Fioot management ‘ 0 31865 EUR
i Tol management o = .
g o
[ nsights & Reports ~;q ( 4 ¢ . 28138 E0R
@ Settiogs S 3_/’ "
by
@ @ @ Last transacti
" e 3333333
s :
ouass
op — O oo
o czsl
’ e 1A4 76!
% 6 323 3849
Y 3
@ Assistance

© Leosl documents

Many... ... to one
with soft launch of platform in FY24
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Simplicity, bundled pricing, subscription and financing fees
underpinning revenue growth

Transaction-based revenue model

()
9 N :@/ Standard
&7 @) '\_/

Energy payments Toll payments Tax refund SUBSCRIBE
N ]
Subscription based revenue model !m- B . L g
“@f @p + | + financing + financing + financing
- - d

Vehicle information

g P Smart routing Other adjacent services

0 SRR PRV (el S GUiE)y) (EVElEs » >60% revenue contribution from subscription

» ~45% mobility services revenues, of which ~62%

o o :
subscription revenues 20% financing revenues

Note: (1) FMS, Fleet Management Solutions, WTM, Working-time Management.
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Our new platform will unlock significant value for our customers
and industry

Continue to grow With new capabilities

b ‘
: b » (@viceor]
1T F; ¥l _F
= Ii o . - —
) i e \ W
< ‘%‘;/ % 'vy e
2 o \\, —
Efficiency Cashflow Revenue Carbon
and convenience improvements iImprovements reduction
Today: Financing: Loads: Decarbonisation:

cost savings

working capital

improved fleet utilisation

better life for all

up to 10% up to 50 days up to 20% up to 20 tonnes
or €12,000 and €15,000 or €24,000 CO, saved
Annual cost saving One-off working capital Annual revenue growth Annually
per truck improvement per truck per truck per truck

Source: Internal data.
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Our sustainabllity strategy




Embedding sustainability into the organisation is key to
achieving our purpose and delivering our corporate strategy

Our purpose To make commercial road transport clean, fair and efficient

Embed
sustainability

25



How we will deliver on our promise

To make commercial road transport clean, fair and efficient

Embed sustainability across all our business activities, focusing on four strategic areas

Climate action

Reducing our direct GHG emissions

Enabling customers GHG reduction
Accelerating the energy transition

Managing our impact on natural capital

Customer success & wellbeing

Helping SME transport businesses to

thrive
Improving wellbeing and safety for truckers

Company Governance & Culture

» Responsible business practices

* Robust cyber-security
» Equality, diversity & inclusion

Community impact

Making a positive impact in our local

communities

26



Decarbonisation regulatory landscape and targets

EU targets for reducing CO, emissions from heavy-duty vehicles? Vehicle manufacturers with targets to phase out diesel?
Truck manufacturers’ timetable to achieve net zero carbon emissions

2022 2025 20320 2040

IvECO @ L
-

100% @ @ @ Sy

50% @@
[

0%

2030 2035 2040
Transition to alternative fuels will be slow:

* 4% of trucks registered as alternative fuel vehicles today
 Life span of trucks are c.14 years

» ~250k trucks over 7,5t registered annually

» Supporting infrastructure heavily behind

» Collaboration of multiple global government bodies
» Future of alternative energy for trucks still unclear

Source: (1) European Commission. (2) Eurowag.



Eurowag, two complementary commitments to decarbonisation

By 2030

Reduce our . . I
customers GHG (~, Fleet management: Improve driving behaviour and optimise routes

emissions intensity ~, Loads: utilising empty journeys
per tkm by O g Py y

Carbon avoidance

200/ (, Driver’s apps to optimise driving style
0 (, CO, calculator and reporting

(v, Offering energy efficiency advisory services

Access to low carbon energy

80,000

Alternative.fuel trucks
actively using our products
and services

E-mobility service
Provider, supported by

Last Milet
Bolutions

Access to ~300 LNG! sites
across EU

=

Note: (1) LNG, liquefied natural gas.



Summary of our ambitions
Integration and transformation

Q

Connect ~1m trucks

Q

Reposition Eurowag as the go-to-business for anyone within the trucking ecosystem

Q

Move to >60% revenues from subscription and >20% financing

Q

Improve customers revenues and empower them to realise efficiencies

Q

Enable a reduction in energy intensity and transition to low carbon future
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Commercial strategy

Martin Vohanka
CEO and Founder

Miroslav Novak
Country Manager CZ & SK




Our customer’s journey on the road is complex,

but critical in order to keep our world moving

Our unique suite
of services

Our customer'’s
journey

1 Beforethe
journey
> Fian the route

> Calculate expected
costs

» Insure the trip
> Book freight femies

Before the journey

Fleet dispetcher Hanna plannsc
the optimal route for Joharn to
921 to nis destination. By using
Eurowaa’s data, acquired from
Johann's prewious trips, she
cacuated ingicative costs,
securad the best insurance rate
Tar this joumey, and was also atle
to book schann fraight fery
transoortation.

Johann

“Eurowag’s solutions helped me realise maximum efficiencies.”

Driver

On the road

> Pay for traditicnal and alternative energy

Pay for talls
Navigate safely
Communicate cn the road

V VvV VvV Vv

Optimise fuel consumption

Jehann did not have to wory about
locking for a fuel statien, He stopped at
the station suggested by Eurowag,
refusiled, and had a rest, Since be drove
across multips2 countries, Johann took
advantage of Eurewags simpfied tall
payment system, and pad for servicas
with Eurnwag’s closed loop cird.

» Locate charging points
¥ Parking, washing, truck repalrs
» Roeadside assistance

> Incldental cost coverage

{towing, fines, tyres|

©On his jourrey, he was In constant
cormrmunication with Hanra and
other drivers. Whan ha nesded

10 replace a tyre, Eurowag belped
Jonenn find a repar staton quick?y.

'3 Afterthe jouney Key

Mobility solutions
2> Fleet maragement services

> Process tax refunds
> Perform cross-torder

currency exchange > Location-based products and
> Use financial restructuring v .
and factoring > Other adjacent services
» Increase cost-gffectivencss > Taxrefund
Payment solutions
D> Energy payments
> Toll payments

After Jonann comgletad his
journay, his comparny teok
sovantage of Eurowsag’s tax refund
service and did not have 10 wait

to recalve refund payments. They
were also pleased to see the
cost-effectvensss that Eurowags
soktions providec, from better price
of fuel and other services, lower fuel
usage, to tax refund and cheaper
insurance costs.




Market size and our focus on Iinternational carriers

S
(2-10 trucks)

1.5m

International
trucks

Market size Share of
(trucks) total trucks 34%
(1 truck)
EW developed markets: 0
CEE + Iberia @ 26%
EW growing markets: 0
Baltics + SEE + Turkey 2.4m 27%
EW new markets:
0,
DACH 1.1m 12%
EW green field market:
Benelux, France, 32m 36%

Italy, Nordics,
United Kingdom, Ireland

Source: Vehicle Park, 01/2021, HIS Markit. (1) 9 million trucks in Europe, UK and Turkey.
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A diversified customer base, with significant opportunities to
expand and scale

Net revenue geographic split!

Other

-’

v Southern cluster

3
gany
=

Central cluster

« ~250k active payment and connected trucks
» 18,053 average active payment solutions customers across

4

Note: (1) Net revenue is where a customer is registered.

0
- B

Europe
» Top 50 customers represent less than 0.3% of total revenues

D

33
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Developed
market

Miroslav Novak
Country Manager CZ & SK




Our sales and commercial colleagues

13

Offices

>600

colleagues

35



Our “Hook” strategy

evolving from energy to multiple entry points

We hook customers with Energy and FMS!

... Resulting in a
KR-3652E .
-"' virtuous sales cycle

...Then Toll, Tax Refund, Transport Management,
ll Work time management, Smart Routing,
Other Adjacent Services...

Note: (1) FMS, Fleet Management Solutions. 36



Digital sales enabling faster customer growth
and capturing cross sell opportunity

. @  Pilot of Indirect sales cooperation started

* Launch of digital sales in SK creates seamless customer journey
with digital onboarding process

* Launch of Czech toll through direct and digital sales channels
* Automation of cross-sell sales process
+ Digital proposition CZ - fuel card with pre-approved limit

v Y Y

—— e —— — — — — — — — - —_——_——_——_——_——_— — — — — — —(FY2023 - —

* Pilot of digital sales in CZ with end-to- + Digital proposition — fuel card, CZ toll, and SK EETS pre-registration
end digital journey

Using digital tools for more targeted customer campaigns
» Pilot of Eurowag Pass subscription
model

Quality leads distributed between agile teams
« Sales campaigns driven by customers' behavior and seasonality

37



Cross sell improves margins, reduces churn and improves our
net revenue retention

Average number of services per customer?! Increase in share of wallet and reduces churn? ...driving strong retention

3.5 16.8%

3.4
3.3

3.2

>110%

Average Net Revenue Retention?

3.1

2.9
1 2 3 4 5 1 product 2 products 3 products 4 products

Years of Eurowag relationship mmm Margin per customer  =O= Churn

Notes: (1) Numbers relate to the Czech Republic and Slovakia only, (2) Group retention.
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Gaining market share in developed markets,

cross-sell opportunities

Number of Customers (000’s)* Customers taking more than four products?
988
8.3
7.7
A 6.6
6.0
2019 2020 2021 2022 H12023 2019 2020 2021 2022

M Fuel card, Financing, Toll and VAT refund

M Fuel card, Financing, Toll and Fleet Management Solutions

Notes: (1) Numbers relate to the Czech Republic and Slovakia only.

with further

Net Revenue (€m)?!
51.2

41.0

35.8
32.5

2019 2020 2021 2022

39



Future of commercial

Martin Vohanka
CEO and Founder




Building a customer-centric omnichannel; consistent experience
across all channels

Combines support and sales, ensuring
the best possible customer experience

Allows customers to switch between
channels during their purchasing
process

Enhanced
support

Flexibility

Unified sales
strategy

Sales strategies are integrated
across all channels

Centralised data from all
customer touchpoints

Integrated
customer journey

Consistent
messaging

Connects all stages of the customer’s
onboarding journey

Sales messaging and branding are
consistent across all channels

41



Digital sales accelerates cross sell and new customer
acquisitions

Digital marketing

v Digital acquisition Medium_l_arge
companies
Small companies ) ew | OFFICE () v
Digital monetization

. Manual onboarding
CRM marketing

Advisory sales

Measure Automate Prioritise

Data

Ambition

» Thriving indirect and over 50% customers
onboarded digitally

Digital

end-to-end —=,
experience fl‘l/“‘

%

» < €300 cost to acquire per truck

l : :
—_— 7 L‘ » 1m active trucks (CRT) of which ~700k
JTK’ connected trucks

S ():

42



Indirect channel — OEM deals new to truck infotainments

Three out of six OEM deals signed

>40% new medium and heavy trucks market share

Digital touch-point in the truck, starting with navigation

43



Summary

Commercial strategy

@ Expand market share in developed and developing markets through
cross-sell and new acquisitions

Q

Reduce cost of acquisition through indirect and digital channels

New digital office and OEMSs opens further opportunities
and accelerates cross sell and new customer acquisitions

Q

Medium-term, further opportunities in domestic transport
and light commercial vehicles

Q
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Product and platform

Martin Striga€
Chief Product Officer




Medium and heavy trucks account for more than
/5% of all inland transports in Europe

(Berg Insight, 2021)

=]
Fragmented

=N=

Complex

Analogue

Constrained

Driver
shortages

Small
profits
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Highly regulated industry

with national exceptions

£ European |
Commission
EU Mobility Package 1 EU Mobility Package 2 EU Mobility Package 3
Europe on the move Clean Mobility Sustainable Mobility
 Driving and rest time regulation » Access to the bus and coach market + CO, standards for Heavy Duty Vehicles
» Posting of drivers * Clean Vehicles Directive + The digitalization of freight transport
* New cabotage rules + Combined Transport Directive daetments
* Access to market + CO, standards for cars & vans > Dl SREEes) Ve @ Sy

technologies and Infrastructure safety
* Smart Tachographs for LCVs « Battery initiative

The future packages will create targets that are to be reached

2020 - 2023 between 2025 and 2030

48



The process and workflow of a carrier

Freight Forwarder Consignee
Multi-modal Traditional / international Digital

- _ TESCO
mae. xuennernacee (1) IS\ da2ded = Hermes Zo) INSTAFREIGHT il

tinentals _ e

oninen Freight exchange & platform AR\ alpega ST TIMOCOM ~ (T)TRANSEU  TRANSPOREON
SONY amazon
Carrier

\
!‘\ Load Carrier Offer Transport Transport Transport Proof of Ereiaht Audit Invoicing &
Offer Application Acceptance Order Planning Execution Delivery g Collection
Products and services

Financing, Payment, Toll & Tax Services

Freight Procurement System Transport Management System (incl. Visibility...)

Fleet Management System (incl. Telematics, Work-time management...) ERP & Payroll
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A

Where many become One

E'.V. ,I WebEye ( Sygic st Mile RAEMON TAX JITpay”

A Eurowag Company the easy way

EUROWAG
Vo = S |- Hi Software Br1PRINCIP
II \.D/Eggﬁg{gfé’ A,’ ARRAIA OIL S.L. ;m!]h development
I N E L O ROAD LORDS

“ CvS * fireTMS

Advanced Telematics nsport management

R Aldobec i
=& /vozidel WEBDISPECINK & technologies Dr i tty
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Together we make commercial road transport clean, fair, a

B s woms
o
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. BAOY2ER ST /ATAN S DM

Do | e 1T} D209 Veroma ~ UY) 208 Pea

i o YO0 i 1 W A

,’-—-f""-—"'—-

St




=W | OFFICE

Because we care about your problems

Operator
0237

53



&w EUROWAG = Dashboard ¢ 9 0O 1 Frantsk Koudelka

ﬁ Dashboard Q Smart search §5 Add filter Active first v & Order history @ Shopping cart

(®) Live operations v
© Live operations : Transports : SERATERAMMERIN @ Yourdaily interest is 8,45 EUR.
Finance v i
Optimize your fleet Manage transports, orders and Your account |s‘b|ocked.f
performance with invoicing in one system to have Pay your commitments of 2 598,00 EUR.
[
5 Transport management real-time data. control and transparency.
T - g :;{dgls?agaia Day1.-21.|0 % p.a. 6 012,88 EUR
i
i | Day 22.-35.|7 % p.a. 20 123,00 EUR
i Toll management v | ‘ 0 EUR 60 000 EUR
(&) mnsights & Reports v l Unpaid transactions 28135 EUR Day 36.-42.[14 % p.a. 5 599,60 EUR
/ \
o - Unpaid interest 50 EUR
@} Settings . Daily penalty fee | 0,1 1499,60 EUR

Go live Loading & unloading

% [ (@) ©& @ gl Last transactions :

Assistance Documents My reports Settings Maps My vehicles
3Z3 3849

3 5172 72e+ #+++ 8210

Shop  Fuel cards Telematics Toll Vehicle accessories Tax Refunds Insurance Wash Parking All categories

< Card Detall

PN 486 DC
Universal 7687 ore 3 5172 72e+ #+2+ 8210
. ST 000 e 7687
Shop : Mobile payments
Order our tailor made Revolutionize your fleet's W Vi CZ 5H57975
products for your fuel management with . 5] 7896+ ee« ¢¢0329
business needs. Eurowag Mobile Payments Card lock

Allowed services

- the ultimate tool for
drivers to pay for fuel
effortlessly through their
mobile phones, saving time
and simplifying the
process.

1A4 7654
3 0232 03ee eeee 2332

Fuet SM5 ook Fusl guard

Tolls available

3Z3 3849
5] 7896+ see ¢¢0329

©0 000

Card limits

15 000EUR 7days

@ Assistance

Go to shop Order now See all transactions

|D Legal documents



- - Fo) o
A = Magdeburg ~
—— Ipswich NETHERLANDS Bielefeld 6 Y 2ILA
%7 @ Your fleet Q A nKeynes ° g g Qe q
Nijmiegen $ 8 o %
London 3 Dortmund Gottingen Kalisz (14
o o o o Leipzig b
¢ Z ..érpen Dresden Wroctaw
gl BAOOIRT CZ 6930 — CZ, 6930 (> J on TiME] Koin GERMANY 5 °
Brighton 4 o Czestoch
@ o “\Lille g - o A o
@[ BA355DD DE, 8099 - CzZ, 3770 (1 JI ON TiME] [ % BELGIUM DEmNIZ Walbrzych O'gﬂe
Frankfurt am Main : Praha
©) gk BAS76GF FR 2054 — ES,4618 o : Rl e A Rtas
_ LUXEMBOURG = , <}
: Le Havre = ManmReim Niiroberg o CZECHI
® gL BA654FW HR, 1132 - IT, 2021 (1] o L ik S
]
% 16 o
A . 4 Ceske Budéjovice
@l BAO23VC DE, 8067 — HU, 3540 (1] Eatis RARlDUIEKEN SN <ruttsar o 0P
Cn™ e Regenshurr .
11 e b : SLO
: m /
gl BAO18JK ES,1422 — ES, 1422 o ey i L [~ Linz Wien
Le %ens % .\"O o 1. Gyor
gL Bl BT453WS SK, 8210 — CZ, 6930 () Mo Freiblrd im Brejsgau J Gyt
e ¢ .l 2 AUSTRIA
y ~ LIECHTEMSTEIN ez HUN
Kiagenfurt
FRANCE S
@ DAl s Pécs
SLOVENIA \ o
Clermont-Ferrana ] "
o] \
{é} gno Venezia . I&[p ol
2 <
o o CROATIA Osijeks_
Bordeaux B it 5 " BanjaLuka
(o] “' o
Pula
o (ﬁo Genova Golodna g ] y
& it et A R LU = o BOSNIA AND HERZEGOVIN
4 Nimes ®*
Gijon /Xixén "’““’J”f" “ MONACO Livorno “. SR Split . >
= E 5 ~ SPI arajevo
AC%'una (o} Bilbao Pau P Marseille £ - Q 873
o o 4 o N Perugia
o i ) s MONT
Lugo Leén O f‘ ® o ‘ 3
o Vitoria-Gasteiz ¢ ', ) ANDORRA . Grosseto !;]’ALY Pescara
Vigo 1 & 1 (o] (o]
o ) 1 Podgc
L4
Valladolid z,):iﬁma Lleida VATKA"‘I.TY
z :
2 © Barcelona '.,'. Foggia
Porto ¢ ¢ o o ~ o o
/ '
(o] Salamanca l' o 202 % avat"’s -
o (] RELS Sassari ba ‘{;f .
3 | | (o] - .
Madrid Y o ranto
Coimbra ot 3 Potenza (o] v
) ‘Lumm"
-- - : e,
PORTUGAL Valencia P
< Casteddu/Cagliari gl
SPAIN Albacete ° 3
Badajoz s
Lisboa Lo}
[e]
Alacant/ Alicante M
o ‘ lessina
d Palermo ° X
Cordoba o ¢
. 2! o Cartagena Catania S
Se‘g'l‘) Jaen o] Agrigento o
@ } o| N Tunis o 3 4
Huelva ° 5 nnaba o \
Ma(lslga g Alger Bl(J:;“ﬂ o «)‘89' Siracusa ]
g Constantine
@ Chlef o o o |/ Sousse \ -
GIBRALTAR & Médéa Souk Ahras i o -
Qran M'Sila Bat o MALTA
O (o] atna R Ss

X

BA654FW
DEO14YE

» 03:24

® 824890 km

01:03 h | since last update

Work time

@ Ivan Dugovic

Remaining daily

© FR, D2, 908 01 Dijon

Remaining daily

& 90 km/h

@ 48.04817.825 W

< Journeys activity

L. 00420442222114

Remaining 14

capacity drive time days drive
04:34 03:54 50:07
outof 15 h out of 10 h out of 80 h

Transport proposals

TEEE

Tuesday, 02.07.2024
IT, Milano = ES, Madrid

Tuesday, 02.07.2024 + + + % *
IT, Verona — DE, Frankfurt

Tuesday, 02.07.2024 « » # %
IT, Bologna — IT, Bari

Driver behaviour

87

Overall score

71

Drive

107 €

; laﬂ
> >

88

Eco Wear&Tear

[ @ Driver behaviour ]

ok

I T\ 195 A AL 7 D

(BL) 155 00, Vliegveld Malle, Lille
19.09.2023 (Tuesday) at 13:30
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T 2 € @

& ®

Dispatcher board

Y/ Add filter

18 22
< SEP B SEP ’

BAOO1IRT
M TT333DY

BA355DD
M NRI9BFY

BA876GF

| BAT732DY

BAG54FW
M DEO14YE

L

(fr

1day

3 days

Monday 18.09.2023

03 06 09 12 15 18 21 03 06 09 12 15

Tuesday 19.09.2023

18 21 03 08

*

jorny Hricov, 01342 g (CZ) 693 01, Hustopeée u Brna

— 585/650 KM ETA 15:30

(cZ) 377 M, Jlndl‘h'.:hl’.'élI Hradec 1

(DE) Gewerbegebiet StraBe &

v

7 days

Wednesday 20.09.2023

08 12 15

* *

Thursday 21.09.2023

21 03 06 08 12 15

820 km, (HU) 00198, Budapest

v

= 560/1200 KM ETA 17:40

(FR) Jardin des Plantes ‘ ' (ES) 46182, Campo Charro, Sa!amanca

* 743/1130 KM

@ 1065 km, (HR) 53250, Dubrovnik

ETA 08:10 +02:30

iK) 412 55, Lille (IT) 202 13, Milano

— 8001543 KM

0

* &k

669 km, (IT) 53250, Bari

ETA 21:20

@ 1585 km, (ES) Santa Maria 457, Madrid

BAO23VC
M BAOB5DY

BAO18JK
M NR190DY

BT453Ws
M TT090DY

(HU) Domaszék, s';af1

Saustad, Bamberg

= 260/1850 KM

r_ 9
{ES) Campe Charro, Salamanca
@ BAOOIRT I TT333DY ! Theodor Nagy
w,01342 g (CZ) Vi
Total distance: 650 km Route duration: 09:30
&
&
..
o
[ ]
[ ]
-
-

Hustopece o
@

0O CZ,E62, 693 01, Hustopete u Brna

ETA O

@ 320 km,

*
B20 km, (HU) 00198, Buds

& (C2) 664 53, Ujezd u Brna
*19.09.2023 (Tuesday) at 08:30

4 (HR) 12445, Dubrovnik
© 21.09.2023 (Thursday) at 10:15

Distance
Distance to pickup Duration
15 km 2d1:45m
Shipment
Load type

21t, 20 x Pallets, 5 x Rolls, 10 x Boxes

Costs
Pickup cost Transport cost
25€ 1747 €
Offered price
1984 €

Your proposed price

2000  EUR

Info text

13%
° Send to shipper @
Profit

Szilvia Andréassy
Eurotrans a.s.

x PO §

a@ cA Empty mileage @i “Loads” B S
Friday 22.09.2023 KPI
18 21 03 08 08 12 15 18 21 Taget

@l BAOORT T TT333DY

'y
September KPI #
821 e

1,64€ 9421
CostfKm Km driven 1200 #
1376€  2879€ o e
Toll cost Fuel cost

’ 4
8 368€ 821€ 01 08 08 12 21 30 wos e

Total cost Profit

2

Total distance

1065 km

Fuel per/km

1,64 €

Profit

12%
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Just connect your trucks and let us guide you!




cwy | OFFICE

Direct Indirect Digital

Office Web Portal
Office App
Navigation

Transport management Financing and Payments
Fleet management Tax
Work time management Toll

Customer data base Ordering services
Reporting Pricing services
Document management Location based services

Vehicle information Transport information
Driver information Financial data
Company information Payment transactions

Integrated hardware and infrastructure




Enhancing our services through eWallet

Integrated

digital front-end

o
QP

Financing Balance management Various liquidity / credit lending
bu3|_ness Currency conversion (FX) Bank connectors
services

Transaction processing AML checks

Balance settlement Regulatory reporting

eWallet Collections (Order-to-Cash) Indirect multi-level balance management

Various
liquidity Invoice discounting

3rd party

P2P Lending

providers & factoring S @ineelit liquidity providers

® P,

Freight Truck
SPV forwarders OEMs



Combining transactional and subscription business models

Standard Freemium business model

Premium

Subscription-based bundles

Gamification

Loyalty program

e’
S

+ financing

SUBSCRIBE -\r\——,—’ Ambition
N % « >60% revenue contribution from subscription
Q « >20% financing revenues
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EW | Office — customer segments
Our focus on a path to 1 million trucks in Europe

Company profile

Fleet size

Fleet type

International Domestic
Transportation Transportation

Primary focus @ Secondary focus

Micro SME MID TO LARGE 0
(<10 vehicles) (11+ vehicles) .

Mixed Fleet .
Truck (Truck, Bus &
Light commercial vehicles)

)

Customer segments we will
not focus on:

Construction

Agriculture

Utilities & Field Service
Emergency vehicles

Waste Collection

Taxi & Passenger Cars Fleets

Our primary focus is small international road transportation companies / fleets (85% of the market)

Fleet owner still drives

Can't afford to scale resource or capability, little process efficiencies

No access to automated and integrated systems
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Digital platform roadmap

Product

DESIGN and PILOT phase
* Map customer journeys

+ Design and develop of digital channel touch points
» Collaborate with Automotive OEMs to integrate the new navigation app
* Integrate business services required for pilot

* Prepare freemium business model and premium pricing

LAUNCH

LIVE phase
« Continue to improve integrated front end to support customer journeys

* Roll out digital sales channel across Europe
» Develop functionality to support indirect channel
« Continue to develop integrated business services

» Continue to evolve pricing models incl. new bundled subscription

Technology

» Create a service-oriented architecture and governance
» Develop technology platform components required for pilot
* Implement new ERP system and migrate data

» Develop new integrated data platform

» Continue closing gap with the existing solutions

» Develop rich analytics and Al tools for customer insights
* Decommission old ERP systems

» Discontinue selected websites, apps and hardware

* Design and certify new Integrated hardware on-board unit
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Shipper Freight Forwarder Consignee

" 2okt Multi-modal Traditional / international Digital

DL KUEHNE+NAGEL® w m Hermes L S

l- t l“ ) ),\(:..\Jz\le
Lt Freight exchange & platform (T )TRANS.EU

Q | p e g O ROAD TRANSPORT SYSTEM
P amazon

Carrier

Load Carrier Offer Transport Transport Transport Proof of Freioht Audit Invoicing &
Offer Application Acceptance Order Planning Execution Delivery 9 Collection

T
e - R

321 km, CZ, Praha 6, Wj3kov - Cintorineks 80 Ry

STUORDN /LINGETL 4 WU IR0

BAOT2ER
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A Nz, GmBA




cw EUROWAG

Financial update

Oskar Zahn
Chief Financial Officer




Strong growth through organic and inorganic investment

Net revenue (€m) Adjusted EBITDA (€m)

(737 ) (146 ) (1286 ) (1531 ) (1909 ) . 258 | (351 ) (Cara ) (456 ) (455 ) (428 ) Magn()

— e ===

Q \
- :

CAGR: 28.5%

2018 2019 2020 2021 2022 2023E? 2018 2019 2020 2021 2022 2023E?

E Payment solutions = Mobility solutions

Source: (1) 2023E is market consensus,



Diversified our revenue mix, shifting to subscription model

% of net revenue

Diversified / de-risked our revenue mix

Fuel revenue contribution to Group moved from 60%
in FY21 to just over 40% today

Toll revenue contribution to Payments is 21%;
EU toll revenue expected to double with CO, charges
in FY24

* Increase in subscription-based revenue

7

2021 2022 H1 2023 FY 2023E

E Payment solutions = Mobility solutions
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Investing in people and technology

% of net revenue (€m) . . . .
* Invested in talent and attracting the right skills for our
62.0% 57.0% 69.0% 67.0% 66.2% new business model

127.7 » Technology Opex grew as a reflection of our
technology transformation, cloud transition and ERP
implementation

» Other Opex has risen due to inflation,
PLC-related costs, travel and marketing costs which
have normalised post pandemic

Number of employees
1,941

Corporate
functions

890 Technology

and product

Sales and
marketing

2019 2020 2021 2022 H1 2023 2019 H1 2023

m Employee expenses m Other OPEX E Technology OPEX



Heavy investment phase; working towards the delivery

of our integrated digital platform

(€m)

T mea
. Capext

ADf € sygic
K amidobes

38.9

29.2

23.2 31.2

2019 2020 2021

Last Milet >
Bolutions J ITany,

1 wenzye

44.2

2022

4 ITng”

I weneye '7/‘,{"

I weneye '7}{1"

\

35.6
m
H1 2023 H2 2023E?2

23.6

G

Notes: (1) Capex includes proceeds from sales of assets. (2) Represents acquired businesses deferred payments.

JITpay™

" WebEye [

anovec @ Sygic

N
52.3

IR

2024Ez2
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Capital transformation programme investing in the platform and
on track to complete end of FY23

Capital expenditure (€m)
Organic ordinary capex %
0, 0, 0, 0, 0,
Ordinary capex incl.
43.2 11.0% e
acquisitions % Net Revenue

Enhancing our sales channels

« Enhancing our customer self-care portal to support our
digital sales channel

» Customer journey mapping for new platform

Expanding product and services capabilities
» Scaling and expanding our Toll / EETS product
* Investing in our financial platform

Building a cloud-base data system

+ Building our scalable tech foundation through ERP
implementation

+ Consolidating data into a data lake

Medium-term ordinary capex guidance
around 10%

2020 2021 2022 H1 22 H1 23

m |nfrastructure capex ®Ordinary capex (organic) = Ordinary capex (inorganic) ® Transformational capex

Notes: (1) Organic ordinary capex includes ordinary capex and infrastructure capex.



Strong cash flow conversion, stable working capital

Adj. operating cash flow conversion excl. working capital! Working capital movement (€m)

(e ) (Cesw ) Coow ) (Crow ) (Ceow ) (86w ) 500 10%
400 — T— 80

300 — 6%

200 4%

100 2%

0 0%

(100) -2%

(200) -4%

(300) -6%

(400) -8%
(500) -10%

2018 2019 2020 2021 2022 H1 23 FY 2018 FY 2019 FY 2020 FY 2021 FY 2022 H1 2023
[ Trade receivables M Trade payables === Net working capital
Other receivables Il Other payables === Net working capital % of gross revenue?

B nventories

Notes: (1) includes ordinary capex. (2) Gross revenue calculated as revenue from contracts with customers plus toll volume.
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Growth drivers supporting our medium-term guidance

Revenue

» Cross sell opportunity / increase
number of products per truck

» Geographic expansion
» Larger addressable market
» Moving to a subscription-based model

222>>>

EBITDA margins

* Reduce cost of acquisition through
digital and indirect

* Reduce duplications across people,
tech and products

* Process efficiency across org, Al and
automation from ERP
implementation

INTEGRATE AND TRANSFORM

Cash flow

Margin improvement
M&A costs will reduce

Transformational capital investments
ending FY23

Reduce duplication in hardware and
technology

2222>>
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Updated medium-term financial guidance

==

* Near term, market * FY23 margin levels + €50m transformational « Committed to return to
headwinds expect growth expected to be in-line with programme to complete within leverage target range
rates to be around FY 2022 at around 43% this year of 1.5x—2.5x
mid-teens % « Medium-term guidance « Ordinary capex to move

* Medium-term, value high-40’s to around 10% of net
creation from platform revenues, given higher
and acquisition synergies contribution from Inelo
extracted, return to and Webeye

high-teens %
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New KPls reported from FY24

Total number No. of products % of subscription
. Customer NPS :
of active trucks per active truck revenue

» Our ambition is to be * Customer user * Shows success of * Move from  Historically has been
in ~1m trucks experience is cross-sell transaction-based 7%-8%
important for churn revenue t_o fully . Majority capitalised
subscription-based

Total R&D costs as

a % of net revenue

» Shows our market * Drives up revenue

share and scale * Allows us to improve « Reduces churn del - Once platform
_ our customer mode
* No duplication _ 4 devel - _ launched,
journeys and develop ecurring revenue capitalisation wil

across products and

services our services further « Stickiness and reduce and
. Average revenue per quality of revenue Qevelopment costs to
increase

truck
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Summary of our ambitions
Integration and transformation

Q

Connect ~1m trucks

Q

Reposition Eurowag as the go-to-business for anyone within the trucking ecosystem

Q

Move to >60% revenues from subscription and >20% financing

Q

Improve customers revenues and empower them to realise efficiencies

Q

Enable a reduction in energy intensity and transition to low carbon future



<
S
()
o
-
L
i

Q&A
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Thank you,

investors@eurowag.com
eurowag.com

222000
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