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Key Highlights

FINANCIAL GROWTH
® Revenue and EBIT in line with FY25 guidance
® Growth above market average in all regions

DISTRIBUTION

® Continued expansion across DIY and Pro distribution channels

® Installer network scaled significantly, strengthening Pro positioning
® Local organizations successfully onboarded in Poland and Benelux
® Accelerating growth outside DACH improves geographic balance

CUSTOMER OWNERSHIP

® Strongincrease in cloud activations

® Installed base expansion enhances long-term monetization
potential

® Strong growth in Premium App usage

® Growing share of repeat buyers supports recurring demand

CUSTOMER SATISFACTION
® NPS 2025 for Shelly products & solutions improved to 56 (+1 YoY)
® NPS for Shelly App increased to 37 (+14 YoY)
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Key Performance Metrics — FY25 vs FY24

YoY growth vs FY24

HOUSEHOLDS CLOUD USERS PREMIUM APP

B 6M 2./M 38K

+33% +46% +61%

*Households represent an estimate based on active cloud users and assumed multi-device usage per household

Trading Update FY25

INSTALLERS

5300

+494%
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FY25 Financial Highlights

Revenue growth, margin expansion and improved cash generation

REVENUE EBIT

CAGR +41% CAGR +40%

149.7 37.7

FY23 FY24 FY25 FY23 FY24* FY25%**

¢ Growth more than 2.5x vs. the market

e 12M EBIT Margin at 25.2%
* FY25 revenue in line with guidance

e EBIT 2025 in line with guidance

*FY24 EBIT shown is adjusted and includes €0.6m gain from sale of assets.
**FY25 EBIT shown is adjusted and excludes a €7.4m share-based remuneration accrual, which is cash neutral.

Note: All figures are in Million EUR Trading Update FY25

yseLLy

FY23 FY24 FY25

Stable liquidity maintained despite
investments in R&D and dividend
payment

High stock of prepaid chips to avoid
price increases



Revenue by Quarter (2023 — 2025)

Sustained revenue expansion across all reporting quarters

GysreLy

Q1 REVENUE Q2 REVENUE Q3 REVENUE Q4 REVENUE
26.4 27.5 33.0 63.0

Q123 Q124 Q125 Q2 23 Q224 Q2 25 Q3 23 Q324 Q3 25 Q4 23 Q4 24 Q4 25

* Strong revenue growth across all quarters
* Q4 shows continued momentum with 43% CAGR
* Growth supported by expanding installed base and channel execution

Note: All figures are in Million EUR Trading Update FY25 9



EBIT by Quarter (2023 —2025)

Profitability expanding alongside revenue growth

Q1 EBIT Q2 EBIT Q3 EBIT

]
CAGR +34% CAGR +29% CAGR +41%

54 5.5 9.7

Q123 Q124 Q125 Q2 23 Q224 Q2 25 Q3 23 Q324 Q3 25

e Sustained quarterly EBIT expansion across 2023-2025
* Strong year-end momentum supports continued profitability trajectory

*FY24 EBIT shown is adjusted and includes €0.6m gain from sale of assets..
**FY25 EBIT shown is adjusted and excludes a €7.4m share-based remuneration accrual, which is cash neutral.

Note: All figures are in Million EUR Trading Update FY25

yseLLy

Q4 EBIT

CAGR +48%

15.8

Q4 23 Q4 24* Q4 25**

10



GysreLy
Regional Revenue Share and Growth

Geographic diversification and accelerated growth in FY25

DACH Rest of Europe Rest of World
42% of revenue 50% of revenue 9% of revenue
|

(o]

G210

FYy24* FY25 Fy24* FY25 FY24* FY25
* Continued solid growth across core * Largest regional contributor for the * Strong acceleration driven primarily by
market _ first time Asia
* Share shift reflects accelerated expansion * Italy is the largest market within ROE * Promising development in the US

in other regions region

*FY24 figures have been restated to reflect a more accurate regional split due to returned goods.

Note: All figures are in Million EUR Trading Update FY25 11



LysueLy
Solid Operating Cash Generation in FY25

Investments and shareholder distributions funded while maintaining strong balance sheet

5,3
| ® Operations generated €5.3M of cash
Net decrease ® Continued investment in innovation with €4.1M R&D spend
of €0.4M YoY ® Lease payments of €1.1M reflected in financing outflows
10 13|’6 ® Net loan inflow of €2.7M supporting growth initiatives
® Dividend distribution of €2.4M to shareholders
® FXimpact reduced cash by €1.0M
® Equity ratio of 78.5% reflects strong balance sheet position
Cash FY24 CFO* CFI CFF FX Cash FY25

* CFO — Cash Flow from Operations, CFI — Cash Flow from Investing Activities, CFF — Cash Flow from Financing Activities, FX — Foreign Exchange

Note: All figures are in Million EUR Trading Update FY25 12



MysHELLY
FY25 Profitability Expands on Strong Revenue Growth

Operating leverage supports margin stability despite continued investment

Period FY23 FY24* YoY FY25 YoY
® Revenue increased 40% YoY driven by geographic expansion
Revenue 74.9 106.7 +42% 149.7 +40% and portfolio growth
® Gross margin remained resilient at 58%
Gross Profit 42.8 63.3 o 86.5 o ® Sales & marketing intensity declined to 14% of revenue,
Gross margin 57.1% 59.3% 8% 57.8% ¥37% o . _
reflecting improving operating leverage
. ® EBIT grew 43% with margin stability at 25%, in line with
fales & Marketing (5.20) (19.2) +283% (20.?) +3% .
% of Revenue (6.9%) (18.7%) (13.8%) guidance
G&A (18.5) (17.6) 0 (35.5) o
% of Revenue (24.6%) (16.5%) 2% (23.7%) 102%
EBIT 19.1 26.4%* o 37.7%%** o
EBIT Margin 25.5% 24.7% ¥38% 25.2% +a3%
Net Income 16.8 22.2 o 25.5 o
Net Income Margin 22.5% 20.8% ¥32% 17.0% 5%

*FY24 figures have been restated following completion of the statutory audit.
**FY24 EBIT shown is adjusted and includes €0.6m gain from sale of assets .
***FY25 EBIT shown is adjusted and excludes a €7.4m share-based remuneration accrual, which is cash neutral.

Note: All figures are in Million EUR Trading Update FY25 13



yseLLy
Product Mix Shift Toward Newer Generations

Structural mix shift toward higher-generation products

At the end of 2025, GEN 3 & 4 represent
55% of the revenue (vs. 20% in 2024)

Gross margin improves with higher-
generation contribution

2022 2023 2024 2025

Bl cen: I Gcen2 B GEN3 GEN 4

Trading Update FY25 14



yseLLy
Installed Base Monetization Accelerating

Repeat buyers drive a rising share of cloud device additions and engagement

Devices Added to Cloud by User Type Devices Added to Cloud by Repeat Buyers
(in million)
<+— 100% Repeat buyers
.@ } spend expanding
2,4

Repeat buyers now represent
majority of device growth

- Repeat Buyers
New Buyers

2024 2025 2024 2025

* Repeat buyers represented 57% of cloud device additions in 2025 (vs. 53% in 2024)
* Number of devices added by repeat buyers grew 59% YoY
* Average devices per repeat buyer increased to 4.4, reflecting deeper ecosystem adoption

Note: Figures reflect cloud-based device additions and may differ from total devices reported elsewhere.

Trading Update FY25 15



2025 Average Daily Activations +38% vs. 2024

Expansion of cloud-based user base

Daily Cloud Activations (2024 vs. 2025)

0O 10 20 30 40 50 60 70 80 90 100 110 120 130 140 150 160 170 180 190 200 210 220 230 240 250 260 270 280 290 300 310 320 330 340 350 360 370

Monthly Cloud Activations (2024 vs. 2025)

_— o

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec
— Devices 2024 — Devices 2025

Trading Update FY25 16



GysreLy
Premium App Adoption and Monetization Growth

Growing premium penetration supports recurring revenue expansion

Number or Users Revenue

2,0
proseseaes : ® Premium App users grew 61% YoY, reflecting

——— , : rising feature adoption
i ® Subscription revenue increased 78% Yo,
: demonstrating improving monetization

@ : : ® FY26 plan supported by product
L o
: : enhancements and conversion initiatives

38 | |
24
FY24 FY25 FY26 plan FY24 FY25 FY26 plan
(in thousands) (in million EUR)

Trading Update FY25 17



Installer Network Development Program

Initiatives designed to expand and activate a scalable global installer ecosystem

New Feature e +494% YoY vs FY24 ‘

S 01. Cash-back Prog ram Total Installers Active Installers
A new reward option that gives installers 5’347 5’250
cash-back for completing qualified Shelly
installations.

ognition o Strategic Insight
Reward expertise &

The launch of the Cash-back program is a direct
: response to feedback and is projected to
Consistent bi-weekly commu

accelerate "Active Installers" growth by an
additional 15% in H2.

Direct feedback loops & partner initiati\

Trading Update FY25 18



Energy Tariff Comparison PoC in the Shelly App

Verivox integration enables in-app tariff comparison and switching based on user location

10:39 i 56 &

Ihr Vergleichstarif zur Berechnung der Einsparungen . . .
. . In-app comparison and switching of

Giinstige Stromtarife entdecken X

o (e;ri\i::ise':;?(ee:"om'ame :.nobr:e(Een’;rgie Deutschland GmbH :;’:;S:"Ie;vh 89'13€ o . . . o o o

v B e P o S Durchscht pro Monat @) electricity tariffs via Verivox integration
Sigiitarfs inthrer Region E.ON Grundversorgung 26,98 €/Monat . .

: . Personalized offers based on location

and current provider

Vv
e k inmmergrin! Energie 47,80 € . Commission-based revenue generated
) ) Durchschnitt pro Monat € . .
é S R ‘. “ e ed e from successful tariff switches
J © Erstiaufzeit: 12 Monate 495,94 € gespart @
Arbeitspreis Grundgebiihr
Flur am Schlafzimmer 29,19 Ct/kWh 11,11 € /Monat

Tarifdetails anzeigen

ESWE 50,04 €

ESWE Natur STROM
Durchschnitt pro Monat @
© inki. 141 € Neukundenbonus

© inkl. 199 € Sofortbonus 600,46 € jahrlich
@ Eingeschr. Preisgarantie: bis 31.12.2027
GroBer Flur © Erstlaufzeit: 12 Monate 469,09 € gespart @
= Arbeitspreis Grundgebihr
- 27,29 Ct/kWh 21,52 € /Monat

4 nw

@ 68 £ © @

Mehr Tarife vergleichen SchiieBen

Trading Update FY25 19
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yseLLy
Delivering on the Long-Term Guidance

FY25 results aligned with previously communicated targets

Long-Term Guidance (Trading Update Q1 2023) FY25 Performance vs Guidance

: »
Guidance 2023 - 2026 ALLTERCO Metric FY25 Guidance FY25 Actuals Status

o line with
Revenue 145-155 149.7 .
guidance
EBIT 35-40 37.7* In line with
guidance
EBIT Margin 25% 25.2% In line with
guidance

*FY25 EBIT shown is adjusted and excludes a €7.4m share-based remuneration accrual, which is cash neutral.

Consistent delivery against FY25 guidance supports confidence in future targets

Note: All figures are in Million EUR Trading Update FY25 21



yseLLy
Guidance 2026

Building on strong FY25 delivery to drive continued profitable growth

YoY Growth

Revenue 195 - 205

FY26 guidance reflects continued scale-up with strong margin discipline

Note: All figures are in Million EUR Trading Update FY25 22



yseLLy

Path to FY26 Revenue Growth

Market growth, product innovation and geographic expansion support revenue acceleration

_ Geographic expansion
_ Product & portfolio
_ Market growth expansion

Repeat buyers

FY25 Revenue * Installed base * 10-15% average * New product categories * Scaling Rest of Europe FY26 Guidance
engagement driving market growth * Entry series driving * New country operations
repeat purchases and adoption maturing
ecosystem expansion * Installed base monetization ¢ Continued growth outside
Europe

FY26 growth supported by installed base monetization, market expansion, product innovation and geographic

scale-up, with revenue weighted toward H2

Note: All figures are in Million EUR Trading Update FY25 23



Global Footprint Expanding with 4 New Markets in FY26

Commercial presence across 10 markets globally, including 8 in Europe

Shenzhen, China Factory
(3 party)

Nova Gorica, Slovenia

(R&D, Marketing, Shelly WAVE, Loged,
MCBs)

Sofia, Bulgaria— HQ

(R&D, Sales, Marketing, Admin)

Trading Update FY25



2026 Product Portfolio Acceleration in H2

Focused launches across new and core categories

CAMERAS

Indoor Camera

Al Camera (Outdoor)

Expands into smart surveillance segment

PLUGS & POWER STRIPS

Plug M (Entry Series) & Plug C
Power Strip — Entry Series

Expands accessible offering to grow installed
base

CIRCUIT BREAKERS

Pro Circuit Breaker

Mini Circuit Breaker

Entry into smart circuit protection segment

TRVs

TRV — Entry Series

Expands portfolio to broaden user adoption

Trading Update FY25

LOCKS

Loged Pure

Loged D — Entry Series

Strengthening position in smart access control
segment

MONITORING & SECURITY

Presence Sensor
BLU Presence

Enhances monitoring capabilities within smart
security segment

25



Plug M — Key Volume Driver for FY26 Growth

Affordable next-generation plug accelerating adoption and ecosystem growth

Core volume driver within 2026 portfolio

€9.99

Hl Launch — H2 Ramp-up

Trading Update FY25

@ Positioning

Entry-level smart plug designed to expand adoption
+ Attractive price point

» Easy setup and plug-and-play experience

» Targets first-time smart home users

|/ Volume & revenue impact

+ 1.5-2.0M units expected in H2 2026
+ €]0M+ revenue contribution
+ Key contributor to FY26 growth bridge

GF Strategic Role

* Expands installed base and ecosystem penetration
» Supports cross-sell of higher-value devices
+ Reinforces presence in entry segment

26




Shelly Al
Assistant

A revolutionary, natural way to
interact with and manage your smart
home ecosystem.

Al

Turn off the lights downstairs

Done. | also locked the front door for you.

++
y 4

@®

Natural Conversation P 4

Converse naturally in any language. The Al understands intent even from vague
vague requests without rigid commands.

Instant Scene Creation

Create complex scenes and automations on the fly across rooms, groups, and devices
and devices just by asking.

Deep Device Analytics

Access historical data instantly. Ask "When did | sleep?" and get precise answers based
answers based on usage patterns.

Proactive Safety & Energy

Set smart timers ("Turn off oven in 45m") and detect anomalies like appliances left on
accidentally.

Context-Aware Insights

Receives intelligent recommendations and next-best actions based on your specific
habits and context.

Trading Update FY25 27



Interactive Al Context

Seamlessly bridging natural language with real-time device data.

l* Behavioral Analytics
2 "Whendid | go to sleep last night?"

Based on Bedroom device history, you went to sleep around 5:22AM
@® Analyzed "Bedroom Lights" off pattern

fety

"Did | forget the chicken in the oven?"

¥ Real-time power check

"Put pizza in. Switch off in 45 min."

‘ Pizza timer set! Oven will turn OFF automatically at 6:15PM
6:15PM

The Oven power supply is drawing 3.4W (Standby). It is effectively OFF.

373 S-chatbot-v-04

= 9@
d 1" u Alarms
All Rooms All Groups All Scenes All Devices ’-z !l - = .
T o
l | All Groups All Scenes All Devices Alarms
, < Kitchen 3
4D
- Groups Scenes Thermostats
-
Pool =
- a 18. 3 “C ; / Kitchen table led - Kitchen LED
— S TR @ Tt @
Lo AR .. ——
° = ’ 1935‘w u o pmﬂ' rK“c"." & 2w ose Observer 2 0 device connected
39.8‘" %
+ 0% $ow @ 21 ‘ m Kitchen Vintage .
P| uM y c.blm‘ = C © BLE Observer
laygro \ = T
‘ yg ‘:_.\:_k o ~ ’ I Garden Tel
gL Q= 1" ‘!’ s @
| n gl 3 A ——
L 50w 6%y . joen Fower
i 432% e iam
‘ g chen plug — supply F' S

ot )['
= 434w @ 2194y z‘)
ac \.__//

ao
Q =
No 0 Kitchen sockets ( .’
3 ”\\v,\z/
BLU Refrigerator
besx @70y 4'3 5 Fridge temperature

Wine fridge

) ==
& 52% ®100% nsec 260, AR

& O © BLE Observer
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cltyf s E g5

oms  All Groups All Scenes  All Devices = Alarms

Kitchen g

. Groups  Scenes Thermostats

e
‘Kﬂmmlﬂl - Kitchen LED
4 ow Q 2217V ‘ / 4 ow @ 2205V {

@ BLE Observer . @ O #0 O BLE Observer 2 O device connected

Pro dimmer Kitchen 3
‘ Al Assistant

® YES, your oven IS working!

Channel 0 Channel 1

328 W 73.8 W

Total Current Power

~106 W (Cydlipgling)

Analysis: Active heating element detected on Channel 1.
Recent peak: 234W (12:00-13:00). Currently cycling to
maintain temperature.

29



g
ll”- < Deep Analytics

ms All Groups All Scenes All Devices

f. 4 ow °1oox

Pool

- 818.3°C

4 193.0aw § 98°c § 148°

8 17.!

Based on device history:

10:22 AM

Feb 20th (Yesterday)

¢ Wall lights OFF at 5:22:51 AM
e Bathroom OFF at 5:07:57 AM

1

ns All Groups Alrscenes Al Uevices Alarms

Scene Automation

itchen

E Groups

Kitchen table led - Kitchen LED
4 ow @ 2217V ‘ — 4 ow @ 2205V

) BLE Observer & O ¥ & BLE Observer 2 0 device connected

Pro dimmer Kitchen
s " Kitchen Vint
0% 4 ow @ 21 . <o

| BLE Observer

az

Garden curtans ™ | Terassa Curtain

T 100% 40 “ [ 'Fmox fo‘
a o

Kitchen plug . Ovenpower supply
4 34w @ 219.4V

. Al Assistant

@ Scene Created!

Trigger:  WC door opens
Action: Turn on WC light

Location:  Living room

Open Scene Details




Ity -

ms All Gro

tchen

8 21.6 °C
NP,

8 Groups Scenes Thermostats

aco -
e !

Kitchen table led - Kitchen LED _— i 40w & 100%
4 ow @ 2217V 0 — 4 ow @ 2205V

BLE Observer BLE Observer & O device connected Pool

Pro dimmer Kitchen / 8 18-3 °C
0% 4 ow © 21 @ %y R : y—
' oml=in

BLE Observer A

Garden curtans E Terassa Curtain 4 1930aw § 98°c § 148°
T 100% 4 0 6@ ‘ 1 'F1oox$o°

E .
- Cabinet

Kitchen plug Oven power supply

. Al Assistant

(] Timer Set Successfully

Usage Detected

Device: Bathroom Socket
Action: Turn OFF Oven Power Time: 18:00 (~1 hour)
Scheduled For: 6:15 PM (in 45m) Energy: 150 Wh

Current Status: 3.5W (Ready) Est. Cost: ~0.04 units

"Oven is currently drawing 3.5W, so it's ready. Timer set for "Consumption pattern (150Wh spike at 6PM) matches
45 minutes." typical hairdryer usage."




Redefining Smart Home Al

While big tech assistants listen for commands, Shelly understands your home's physics, history, and context.

»
y A

Core Capability Standard Assistants

Hardware Diagnostics

Historical Insights

Natural Language Control

Scene Creation

Energy Intelligence

© No hardware access o

- Basic activity logs o

- Keyword-based commands o
o Manual setup required o

{ x ] Limited / None (]

e

Trading Update FY25

Market Leader

Shelly Al Scene Assistant

Deep electrical analysis

Precise timestamps & patterns

Full context awareness (Any language)

Instant creation from text prompt

Real-time consumption & cost

O The only solution that transforms your home from "connected" to truly intelligent.

32




Summary

FY25 Execution

FY25 targets achieved despite temporary
headwinds

Strong progress in the Pro channel with
4,000+ installers onboarded

Successful expansion with 2 new
countries launched

Initial steps toward recurring revenue
streams

Continued improvement in customer
satisfaction (NPS)

e SHELLY

FY26 Outlook

suidance confirmed at €195-205M
evenue and €47-52M EBIT

Jrganizational build-up across 4
dditional markets

roduct roadmap positioned to support
he next growth phase

3eographic expansion and portfolio
amp-up to drive H2-weighted growth

| initiatives expected to enhance user
Xperience and ecosystem value

Solid FY25 execution provides a strong foundation for accelerated growth in FY26.

Trading Update FY25
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Scan to download Scan to subscribe to the
presentation newsletter
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Investor relations

H1 events

Trading Update FY25

( 1 1 A ( 1 1 D ( 1 D ( 1 1 ) ( 1 1 D ( 1 1 1 1 )
Jan Feb Feb Feb Feb May June
22 48&5 24 26 27 14 16-18
Roadshow in  Montega HIT 2025 Roadshow in Roadshow in Q126 Planet
Munich Hamburg Trading Update Milan Frankfurt Trading Microcap
Guidance Update Conference in
2026 Las Vegas

June

30

General
Meeting of the
Shareholders
Update on
Strategy

£
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Investor relations

H2 events

Nov

23-25

( 1 1 ) 1 1 A ( 1 1
Aug Sep Nov
13 24 11
H1 26 Baader 9M 26
Trading Update Investment Trading
Conference Update
Munich

\ J

German Equity
Forum
Frankfurt

Trading Update FY25
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Definitions

~N
Earnings before interest and taxes (EBIT) is an indicator of a company’s 1 . . . .
profitability. EBIT can be calculated as revenue minus expenses excluding tax Inorga Al IC t'ﬂg?g::?;?’:g‘;g';iggg gli{ﬁfrs or takeovers rather than an increase in
EBIT and interest. G rOWth P Y
EBITDA, or earnings before interest, taxes, depreciation, and amortization, is a The compound annual growth rate (CAGR) is the rate of return (RoR) that
measure of a company’s overall financial performance and is used as an would be required for an investment to grow from its beginning balance to
E B ITDA alternative to net income in some circumstances. CAG R its ending balance, assuming the profits were reinvested at the end of each
period of the investment’s lifespan.
Free Cash Flow (FCF) represents the cash a company generates after accounting . . o . .
FCF for cash outflows to support operations and maintain its capital assets. Qu a rte r|y %A f|scg||Quar|tter is a three-month period in which a company reports its
inancial results.
Objects with computing devices in them that are able to connect to each other bAn .operating expense is an expense a business incurs through its normal
IOT and exchange data using the Internet. O pex usiness operations.
Year over Year (YOY) sometimes referred to as Year on Year. It is a frequently Capital expenditures (CapEx) are funds used by a company to acquire,
used financial comparison for looking at two or more measurable events on an Ca peX upgrade, and maintain physical assets such as property, plants, buildings,
YOY annualized basis. technology, or equipment.
) ) ) Return on capital employed (ROCE) is a long-term profitability ratio that
PY The previous Financial Year ROCE measures how effectively acompany uses its capital.
Orga NIC Organic growth is the growth a company achieves by increasing output and E BITDA The EBITDA margin is a measure of a company's operating profit as a
G rowth enhancing sales internally. . percentage of its revenue.
Margin
/
Trading Update FY25 38

5

SHELLY

GROUP



Appendix — Notice to reporting

The following presentation, including any printed or electronic copy of these slides, the talks given by the
presenters, the information communicated during any delivery of the presentation and any question and
answer session and any document or material distributed at or in connection with the presentation
(together, the “Presentation”), has been prepared by Shelly Group AD (the “Company”), is not an offer to sell
any securities or an invitation to purchase securities or the solicitation of an offer to buy securities. This
Presentation is not an advertisement and not a prospectus for the purposes of Regulation (EU ) 2017/1129 of
the European Parliament and of the Council of June 14, 2017, as amended.

The Presentation is provided for general information only and does not purport to contain all the
information that may be required to evaluate the Company. The information in the Presentation is subject to
updating, completion, revision and verification.

No reliance may be placed for any purpose whatsoever on the information or opinions contained or
expressed in the Presentation or on the accuracy, completeness or fairness of such information and
opinions. To the extent permit ed by law and regulation, no undertaking, representation or warranty or
other assurance, express or implied, is made or given by or on behalf of the Company, or any of its parent or
subsidiary undertakings or the subsidiary undertakings of any such parent

undertakings or any of its respective directors, officers, partners, employees, agents, affiliates,
representatives or advisers, or any other person, as to the accuracy, completeness or fairness of the
information or opinions contained in the Presentation.

None of the Company, its affiliates and advisers, agents and/or any other party undertakes or is under any
duty to update the Presentation or to correct any inaccuracies in any such information which may become
apparent or to provide you with any additional information. Save in the ca se of fraud, no responsibility or
liability is accepted by any such person for any errors, omissions or inaccuracies in such information or
opinions or for any loss, cost or damage suffered or incurred,

however, arising, directly or indirectly, from any use of, because of the reliance on, or otherwise in
connection with, the Presentation. In addition, no duty of care or otherwise is owed by any such person to
recipients of the Presentation or any other person in relation to the Presentation.

The Presentation includes statements that are, or may be deemed to be, forward looking statements. These
statements are based on the current views, expectations and assumptions of the management of the
Company and involve known and unknown risks and uncertainties that could cause actual results,
performance or events to differ materially from those expressed or implied in such statements. Actual
results, performance or events may differ materially from those described in such statements due to, among
other things, changes in the general economic and competitive environment, risks associated with capital
markets, currency exchange rate fluctuations and competition from other companies, changes in
international and national laws and regulations, in particular with respect to tax laws and regulations,
affecting the Company and other factors. The Company does not assume any obligations to update any
forward-looking statements.

The presentation includes statistics, data and other information relating to markets, market sizes, market
shares, market positions and other industry data pertaining to the Company's business and markets.
Unless otherwise indicated, such information is based on analysis by the Company of multiple sources,
including certain studies commissioned from third parties (the “Market Repots”). The Market Repots may
include and be based on, amongst other things, information obtained from primary interviews and field
visits conducted by third parties with industry experts and participants, third parties’ secondary market
research and intern al financial and operational information supplied by, or on behalf of, the Company, as
well as information obtained from (i) data providers; (ii) industry association s and country organizations;
and (iii) publicly available information from other sources, such as information publicly released by the
Company’s competitors. To the extent available, the industry, market and competitive position data
contained in the Presentation has come from official or third-party sources. Third party industry
publications, studies and surveys generally state that the data contained in them have been obtained
from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of
such data. While the Company believes that each of these publications, studies and surveys has been
prepared by a reputable source , the Company has not independently verified the data contained
therein. In addition, certain of the industry, market and competitive position data contained in the
Presentation come from the Company’s own internal research and estimates based on the knowledge
and experience of the Company’s management in the markets in which the Company operates. While the
Company believes that such research and estimates 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. Accordingly, undue reliance should
not be placed on any of the industry, market or competitive position data contained in the Presentation.
All projections, valuations and statistical analyses are provided to assist the recipient in the evaluation of
the matters described in the Presentation. They may be based on subjective assessments and
assumptions and may use one among alternative methodologies that produce different results and, to
the extent that they are based on historical information, they should no t b e relied upon as an accurate
prediction of future performance.

The distribution of this Presentation in certain jurisdictions is restricted by law. Therefore, it must not be
distributed, published or reproduced (in whole or in pat) or disclosed by its recipients to any other
person for any purpose, other than with the consent of the Company. All trademarks remain the property
of their respective owners. By accepting receipt of, a ending any delivery of, or electronically accessing,
the Presentation, you agree to be bound by the above limitations and conditions and, in particular, you
represent, warrant and undertake to the Company that: (i) you will not forward the Presentation to any
other person or reproduce or publish this document, in whole or in part, for any purpose; and (ii) you
have read and agree to comply with the contents of this notice.
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Investor Relations Officer
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THANK YOU!
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