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Introducing Solutions30

Connectivity Solutions

@ Energy Solutions

Technology Solutions

Scale-up and diversification
through internal and external
growth: 80,000 daily call-outs

CUSTOMER'S
CRM ‘:}

800 Customers b i

28 trainings centers
14 back-offices

SMARTFIX OFFICE &5

A proprietary IT platform, the
foundation of an effective
organzation

Partial outsourcing of
back office and call
centers.

A territorial network of
15,000 technicians

/

A B2B2C AND B2B MODEL
FOCUSED ON OPERATIONS
DENSITY

% Maintenance & Support

Deployment & Integration

Consulting
Management Services

'Oooo
Real-time planning and
optimization of field call-outs

PROMISING MEGA TRENDS :
DIGITAL TRANSFORMATION,
ENERGY TRANSITION

EUROPEAN FOOTPRINT
» France (38% of revenue)

» Benelux (35% of revenue)

revenue):
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Deep dive into Solutions30 Business Model

= Key factors driving margins and ongoing programs to improve them
= Priority geographies with related challenges and opportunities
= Key actions per country to increase margins

= Tools and solutions to improve efficiency and build a long-lasting client
relationship

= Group financing strategy
= Q&A

ooooooooooooooooooooooooooo



Introduction to the team

I

CEO: COO: Group Secretary CRO: CFO:

Gianbeppi Fortis Woijciech Pomykala General: Luc Brusselaers Jonathan Crauwels
Amaury Boilot
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Key factors driving

margins

Wojciech Pomykala
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Key factors driving margins

Projects selectivity — Market SRS (IS

employees and

Programs
9 subcontractors

Standard and cutting-edge Strict control and Competitive advantage
IT tools mon itori n g training methodology
at all steps

Critical volume as a key to Results and KPI extensive

profitability - Examples monitoring

Cost efficient operations &

rump-up - Off-Shore
locations

Solutions30
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Market Programs: An innovation model from concept to launch

Market Programs to standardize &
: : Our stage-gate process
speed-up implementation

Standardize and speed-up roll-out:

= Increase speed of roll-out Go/no go
= Lower costs of implementation
= Best Practice sharing — first time right Go/no go
= Increase quality of delivery Concept Go/no go
= Resulting in increased profitability - Createa Validation Srenaration
standardized = Feasibility concept P Launch
! | i = Launch pl :
service approach = Assumptions with aunch pian = Get deal with a customer
. " Market scan — prospects = Execution of launch plan
Current priorities impact analysis
Q; = Feasibility study

Central Local

Solutions30 8
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New resources — recruitment

Our industry is facing several challenges:

» “Era of People” = global talent shortage + increased mobility of workforce

= Changing workforce composition (moving away from payroll staff towards external workforce)

= Shortage of skilled people (technicians)

= Uncertain economic climate & need for flexibility

/ QNew employees

Internal recruiters - full time employees

searching

»okilled” technicians - Highly competitive

market

,Unskilled” technicians - Our unique training

capabilities

/

P
/E‘ ‘Internal’ subcontractor

® e sourcing
= |nternal recruiters full time subcontractors
searching

= Verification of competences & capabilities

= Internal training course at Solutions30
Academies

= |nternational recruitment available

/

/ @ ~ysupplace

Unigue concept enabling us to find the right
resources

Streamlined screening of subcontractors &
technicians

Compliance guaranteed

Solutions30

Solutions for New Technologies




New resources - training

We have developed a network of training academies to develop first-class talent for our industries:

= Practical skills:
—> reconnecting a cable in open ground,
—> working with an excavator,
—> laying embroidery, etc.
= Practical training:
> FTTX,
- EVC installation,
—> gas and electricity metering,
= VCA-B, VCA-VOL
= Customer-oriented thinking and acting

2023:
> 180 000 hours of training
25,5 hours of training per person

Opleidingstraject Smart Metering - MW1

v04/2023

e
Donnn - ONRRE="REEE -

ol oz o33 oEs
H E

|

8
]

Opleidingsiraject In-Home Telco

Scen 1 (v0.1 - 04/2023)

Solutions30
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Standardization of operations — Group IT Model & Tooling

Ay
B2C B2B General
SmartFix Dis tools

Tickets, Planning, Dispatch, Call Center Project Planning, Logistics, Costing
4 LT i
((( ,)) CUSTOMER CONNECTION BUILD & CONSTRUCT e i
A = Home Connect =  Underground, ducts, facade, poles ," Finance Payables/Receivables/GL/
= Install, repair = POP,DP, ILA T\ NETSUITE Consolidation/reporting/Approval i
Connecivty = Wireless antenna sites ) ; YOOZ Ty 7
[CUSTOI\/IER/RESIDENTIAL (ENTERPRISE/INDUSTRIAL . E-mail/ §
PROJECTS : . MS365 (Outlook, Teams), ]
= EVC (B2B2C) . . Office/ PowerBI (Reporting) ’
. = EVC (public...) l - !
= Smart Metering Sol I biic. ¢ i reporting i
i - Solar panels (B2B2C) olar panels (public, farms...)
Solutions = Smart thermostats, |OT... ) ) i i
i . PfSense,Aruba (Firewall/Wifi), i
/COMPUTER & PRINT /LIFT/ELEVATOR MARKET | IT Security Bitdefender (AntiMalw.), NinjaOne i
l Asset |
=  Printers & copiers, MPS (PROJECTS) 5 ( ) i
= Servers, Computers

Technology = Mobile phones & tablets ) §
IT PROCESS & ROADMAP: transparency: project, timing, cost control
Solutions30 11
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Off-Shore locations — the gate to growth and profitability

= Operational efficiency requires cost-efficiency of simple services

= Growth and volume fluctuations requires flexibility of resource allocation

= Quality of service requires stability of service and KPI measurements

= Different locations deliver skill resources (language) adequately

Shared service centres setup

Combination of internal & external
Ensures lowest costs in EU
Possibility for scaling

Remain flexible between centres
FTTH/Mobile/EV design services

Country of Operations

Portugal
Tunisia
Mauritius

Algeria

Centre

Marocco

Greece

FR [BelLux

PL

UK

NL DE | ESP IT

Poland

Shared / Business Service

Moldavia

Solutions30 - Dispatching Centre [B

Solutions for New Technologies
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Extensive monitoring enabling continuous EBITDA management

Revenue

Number of installations / repairs / households passed
KPI1 : Customer satisfaction

KPI2 : % Done

KPI3 : First time Right

Fiber

Revenue

Number of installations / repairs / households passed
KPI1: NPS

KPI2: Efficiency

Traditional

Revenue

Number of installations / repairs / households passed
KPI1: NPS

KPI2 : W

Mobile

Revenue

Number of installations / repairs / households passed
KPI1 : Eficiency of Failure Removal

KPI2 :Timeliness of Failure Reporting

Solutions

Solutions for New Technologies

MARGIN ON OWN TECHNICIANS

REVENUE

Revenue [monthly, EUR]

Number of own technicians

Monthly revenue per technician [EUR]

Average daily revenue per technician [EUR]

Average daily revenue per TOP 20% technicians [EUR]

Average daily revenue per LOWER 20% technicians [EUR]

COST

Monthly cost of all own technicians [EUR]
Monthly cost per technician [EUR]

MARGIN

Margin on all technicians [%0]
Margin on TOP 20% technicians [EUR]
Margin on the LOWEST 20% technicians [EUR]

SUBCONTRACTORS

AMOUNT

Total number of subcontrators

Total number of subcontrators' FTE

Number of subcontractors - SELF-EMPLOYED
Share of subcontractors - SELF-EMPLOYED
Number of subcontractors - 2-5 EMPLOYEES
Number of subcontractors' FTE - 2-5 EMPLOYEES
Share of subctractors - 2-5 EMPLOYEES

MARGIN

Margin on subcontractors [%)]

il

TOTAL INCOME

FIELD COSTS
Working materials
Hired technicians/subco
Payraoll technicians
Field Supenisors
Travel and ladging
Other direct field costs
FIELD MARGIN
% FM
DIRECT OVERHEAD
Logistics
Project Management
Productivity
IT Development
Quality Assurance
DIRECT MARGIN

% DM
SGERA
SGEAY
Corporate
Finance
HR
IT Support
Leqgal
Sales & Marketing
Procurement
General
EBITDA
% EBITDA




Internal resources

External resources

Standardized approach to project’s organizational structure

Ay

P

Ccoo J
1
I
. 4
Project Director

J

4 4

- Project Managers Designer (Design Office)

J

Field Supervisors

Local authority
cooperation

|

( Own teams (limited) J

- ( Subcontractor J ( Subcontractor J ( Subcontractor J

—

1. Key competences of project
delivery internalized.

2. Volume increase does not
require change of org. structure
and significant FTE growth.

Non-highly qualified work.
Easy to adjust to project
volume.

Low risk to P&L.

Solutions30

Solutions For New Technologies
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EXAMPLE 1 - Growth of FTTH Network Deployment (BE)
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EXAMPLE 2 - Growth of FTTH Cust. Connect. (PL)

75 14
mm Number of employees w— Number of subcontractors 13
70
12
11
65
10 2,00 s Revenue [mPLEN]
60 9 e EBITDA [%]
1,80 ——ww Liniowa (EBITDA [%]) )
8 Min expected
55
7 1,60 EBITDA level--
50 ° 40—\ R
1,20
45 'S A I N Y A WY Aot
XL22 XI.22 .23 .23 123 V.23 V.23 VIL23 VIL23 VIIL23 IX.23 X.23 1,00 """
) ) 0,80
Number of installations / month
3500 0,60
3000 0,40
2500 0,20
2000 0,00
1500 XL22 XI.22 1.23  1.23 1IL.23 V.23 V.23 VIL23 VIL23 VIL23 IX.23 X.23
1000
500
0
X122 X122 123 123 123 V.23 V.23 VI23 VIL23 VIL23 IX23  X.23
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EXAMPLE 3 - M&A: take over of Warsaw business (PL)

In 2022 Orange Poland (OPL)
decided to externalize part of
its subsidiary to some trusted
partners and S30 got the
main part

- New contracts for 5 years

— Take over of 353 employees (340 from temporary agency)
- 340 temporary employees insourced at 1.06.2023

- Purchase of equipment at very good conditions

- Significant increase of FTTH installations volume

- Maintenance productivity increase

- Copper decommissioning extension

/ Warsaw Revenue [mPLN]
5,5

5

) | S
3, | I | | | I
3 I

X122 XN.22 123 .23 123 Iv.23  v23  VIL23 VIL23 VIL23  IX23  X.23

=

[Sal

EBITDA [%]

Min expected
EBITDA level

V.23

.23 .23 V.23 VI1.23 VIL23 VIIL.23 IX.23 X.ES/
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Key actions per countries to
Improve margins

Amaury Boilot

Solutions




Development of Business lines in mid-term

MID-TERM PLAN

FR BeLux

NL

DE

ESP

Connectivity

Fiber NW constr.

Fiber Cust conn.

Legacy Fixed

 mm

Copper exit

Mobile

Energy

S Meters

EVC B2C

EVC B2B and collective

PV B2B and Power plants

Mass market energy transition

Power grid

Technology

IT & Retail

Enterprise Networking

Others (eg railways, lift, ...)

Current business lines per country

Business lines with significant
growth in mid-term, with well know
business model

New Business lines in mid-term,
based on solid existing experiences
in the group

Solutions30

Solutions For New Technologies
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Margin improvement challenges differ from country to country

Ay
SG &A%
A
Low

"""""

Right place to be:
double digit EBITDA
margin

High .
»  Direct Costs %
High Low

Solutions30 20
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Solutions30 has a clear operating strategy to improve margins

(> Network density C I > 4
Ongoing optimization of cost structure:
> Level of industrialization LR D
1. Increase process industrialization
» Leverage on shared services—:> 2. Cost optimization

3. Increase diversification of activities

» Market outlook —Q /

» Strengthening the pooling of technicians' skills in order to secure the ramp up phases in the
new Energy market

Greater automation of processes and decrease in back-office headcount

Optimization of central costs

FRANCE
I

vy

» Optimization of operational management processes and further automation of tasks after a
rapid ramp-up phase

Rationalization of central costs between different activities

Continued business diversification

BENELUX

vy

Solutions30 21
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Solutions30 has a clear operating strategy to improve margins

Ay
/» Network density — D /Scale up the business and develop

economies of scale
> Level of industrialization R D)
» Leverage on shared services— D
> Market outiook . >

Increased network density due to growth in fiber business volumes
Sourcing of technicians in Eastern Europe

Centralization of support functions and economies of scale
Nearshorization of back-office functions

Increase the volumes of intervention
Develop the workforce

Automatize the processes

Keep central costs under control /

rwnNE

GERMANY

e =

vyVvyy

POLAND

v

Continued growth and diversification of activities to reduce the share of SG&A

Business volume growth in the profitable Fiber and Energy activities
Greater density of the technician’s network

Increased mutualization of the technicians

Industrialization of processes

Centralization at HQ level of some support functions

Solutions30 22
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Solutions30 has a clear operating strategy to improve margins

/b Network density —
> Level of industrialization

» Leverage on shared services—

» Market outlook -

Focus on contractual conditions and
costs control:

1. Focus on most profitable contracts
and business opportunities
2. Ensure flexibility of the cost structure

/

» Development of the structure's flexibility by increasing the share of subcontracting activity with
the implementation of a back-to-back invoicing mechanism to reflect our customers'
contractual conditions

» Negotiate with customers on contractual conditions (price increases, payment deadlines,
operational processes)

» Control structure costs in a context of growth

\VAVAVAV

» Restructuring of the business portfolio and focus on the most profitable contracts, especially
on the Energy market

Solutions30 23
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Solutions30 has an extensive expertise in the integration of new
geographies

COMMERCIAL OPERATIONAL FINANCIAL
CONTROL CONTROL CONTROL STRATEGY

» Meetings with Implementation of the Implementation of » Third Party due
customers Group’s WFM tool the Group’s diligence process
» Customer contract » Analysis of the accounting tool and » Focus on hiring
reviews operating model (job standard processes young people
» Implementation of descriptions, use of » Monthly reporting » Focus on mixity:
Group’s Sales subcontractors...) » Centralization of females, minorities
governance rule » Review of the cash management » Target on training
performance » Budget and mid-term hours
assessment model planning exercise

GOVERNANCE

» Implementation of Group’s delegation matrix
» Alignment of the objectives between Group and local levels
» Monthly business reviews

The Group deploys a consistent methodology to ensure that all critical aspects

of a new subsidiary in a new geography are under control

Solutions30 24
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Germany update

Luc Brusselaers

Solutions30
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German FTTX market (source: Dialog Consult/VATM Daten)

361 Mi 36,8 Mio. 37,0 Mio.
. +29% VIO 410% 100 % +05% 100% .
1 M. To0% IP enabled customer connections
— +3489% | 20M0.55%  +304% 34Mi0.92% +235% 42 Mio. 114 %
sove . M Lo swe  sswo * Of 46,6m active customer connects, 37m full IP
[ 9 0 1 7% 2 I % =40 7% ,0 % . . . . .
2% S0t e FTTX is minor portion of Gigabit enabled HC
FTTB/H® . . . :
o * HFC (coax) still largest Gigabit provider
HFC (BK
- e HC migration to FTTX at expense of DSL and HFC
25,0 Mio. 4% ; e , 9,0 Mio.
o ey 100
(Homes Passed ohne
Homes Activated) ° 76 Mio
Telekom nicht aktive "IOO %. 7,2 Mio.
Anschliisse (Homes Passed 100 %
ohne Homes Activated)®
® nschivese (omes Actatedf 56 Mo oo Eis
Telekom aktive Anschliisse 100% 100 %
(Homes Activated)® 4,9 Mio.
64,5 %
Room to improve HC take-up% in FTTH 38 Mio
35Mio. 3,3 Mio. 86,1 %

» Strong growth of HP: YoY 2023 from 13 to 16,2m %
HC Take up across Germany 25,9%
Deutsche Telekom HP to HC 13,9%
Other providers are 35,6% conversion of HP to HC

Solutions
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Ability to deliver rapid growth with double digit margins after scale-up

o vodafone
Deutsche
Telekom _FF .

' Deutsche

Glasfaser

glasfaser

powered by {7 ifin

U G UNSERE GRUNE

G GLASFASER

NX Netze BW

Turnkey
X X X X

X X
X X

X X X
X X X X

Solutions 30 advantages

* Ability to deliver full turnkey: design => HC

* Access to design & project specialists, field labour
* Experience in NE4 - HC for SDU/MDU

Growth expectations

* High double-digit growth for next 3-5 years

e HP Until +2030, HC until +2035

* HP/HC price in Germany well above RoE average

Elements defining HP/HC cost

Area density (HC/HP)
» Surface (asphalt, paving, soil, rocks
* Topology (trench, facade, pole)
* Regulation and permits
* Labour costs

Solutions30

Solutions For New Technologies
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Tools and solutions to
improve efficiency and client |
satisfaction

Luc Brusselaers

Solutions
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Innovation to reduce costs, and increase revenues & customer satisfaction

-

Services Innovation # invention.

We focus on three types of innovation:

Our innovation focusses on optimizing costs, accelerating revenues & customer satisfaction and enabling new business models.

.

Process Innovation

Make our processes smarter and use
the latest technologies

J

service

@)

Service Innovation

-

Rethink the way we offer our services,
and leverage group strengths

J

Business Model Innovation

-

Innovate how we collaborate with our
clients, rethink our propositions

J

Solutions30

Solutions for New Technologies
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SmartFix Visual A.l. for smart meter (E+G+W) deployments @

WUAN)

Tot bij u

5,1 million Belgian houses of which:
100% with Electricity meter
68% with Gas meter

(\/) 4 of 4 tasks

GAS METER GLOB%
Blue sticker Y
Colored card

EAN sticker

V|
V|
Seal @

[ Retake photo ][ Justify failure ]

) '
<x ) 1 of 3 tasks

SOAP TEST
Soap test photo
Soap visible
Gas leak

RO

[ Retake photo ] ‘ Justify fai

ure J

42% being rolled out by Solutions30

=360 technician needed at top of program v" Up to 25 visual control points v" Documenting safety procedure
S5-year program, plus 7-year sanitization long tail automatically checked v |dentifying causes of errors
v" Live feedback to technician v~ Saving costs by preventing second
v" Guaranteeing installation safety service professional visit

Solutions30
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Repeat visits down to 0 and gas leak detection accuracy from 45 to 80%

y 4
QUALITY CONTROL CONFORMITY PRODUCTIVITY
= Quick IT implementation, large = Photo conformity 98% = Repeat visit rate down to 0
dataset training takes a few
weeks = +11% installation correctness = -25% time spent by technician
for electricity meters after 2 doing reporting
= 15% installations verified before months
the project vs 100% now = Gas leak detection accuracy
= +20% installation conformity for from 45% to 80% eliminating
= x5 meter installations, without gas meters after 2 months needs for 4-eye principle in 1
expanding the back-office team month

95% accuracy of Al, and increasing continuously

Solutions30 31
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Smartfix visual A.l. supporting Fiber roll-out projects

Powered by Deepomatic

TAKS -

20% COMPLETED

(&) CLOSED STREET CABINET

lofl 100%completed

| / =
L ~yL s
AT
ZTXATREN
RS
1
| =
1
g-l

(&) OPEN STREET CABINET @

AFTERWORK
. ' lofl 100%completed
Open street cabinet after work
/) Contractual photo of cabinet
8Valid IabeIIinF; ®PHOTOMEFER @
(©) No unconnected cables 3of4 75%completed
(2 No waste
—— v
600 000 HP in Wallonia, provincial cities Geotag is applied to each picture
From 2022 until 2028 — 7 years Validation if pictured provide a clear image

Images stored for future reference and

Solutions30 delivering 255 000 HP .
guality control

Full Turnkey: design, city management, project
management, civils and civils management, as built

Solutions30 32
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Full visibility on quality deliverables, monitoring evolution of the FTTX network

STAKEHOLDER DISPUTES FIRST TIME RIGHT EASE OF PROOF

= Proof of site status before, = Trenching depth, poles, manhole = As built acceptance made easier
during and after works chambers in good condition leading to quicker customer
implementations
= Complaints management with = ODTR measures and labelling of
municipalities, residents, traffic POP, DP and in-home FTU = Safety and traffic management
authorities, ... measures

Timelapse of photos showing equipment physical state, providing a visual operation history

= Manhole chambers, Distribution
Points, POP locations, home
UTP

= Evolution of DP over time to
avoid DP that are not tidy or
organized

Solutions30 33
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SmartFix Remote - optimize intervention time, First time Fix | —
p :

Solutions

Solutions for New Technologies

v~ Remote support by service
professional to end-customer

v" Reducing professional
onboarding by virtual
preparations

v" Increased scaling of
professionals for clients

Connectivity Technology
Solutions Solutions

v" Reduced intervention time /\

v" Increased First time Fix
v Reduced 2" [ine escalations time as
pictures have already been taken

v Remote support of end-customer or
junior technician for accelerated on-
boarding, improved costs and
increased safety




()
Customer Loyalty Program leads to Continuous Improvement

Connectivity

ot &)
gervice

—» Execs and Country/Regional
Managers

Technology

Energy
Solutions

Solutions

Direct feedback from our customer

_ — Support
Customer feedback covering the

+ Sales & Innovation
* Service Development
« Service Operations -,
* Support & Administration

improvement
plan

Our transactional CSAT
Digital

Transactional CSAT from customer

—» Marketing

Relationship Survey \ Customer Journey:
—» Operations Sne
customer

Account Reviews

—» Sales: AMs and CSMs

I:D:l Communicate
__» Central CX Team Improvements

back to the
customer

Operational & financial data

Solutions30 35
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ServiCe

Hi, your technici ould
arrive between 10h45 and
11h00: http:

SmartFix Follow the Tech, real-time customer ETA updates & NPS

s://bit.ly/2JR8K9I

Solutions

Solutions for New Technologies

AA @ smartfix--webapp.azurewebsites.r ¢,

Address:
SEND A MESSAGE

End-customer

updates of timeslot [ _ ..,

to end-customer
Photo of the
technician

Overall Technician
satisfaction score

< ‘ i { soluti
PARTNERCO

- —" Write a Review
Hi, your technician is on his
way! You can now follow his <

arrival on: https://bit.ly @ R'Cha'd Maxwell

2JP4.)Cz

Give Feedback

Z A
eeeeeeeeeeeeeeeeeeeee
® 2
Y
oooooo
little ones Punctuality ~ Reporting
You've done well. Great! I'm giving you this
review.

f(ég)

Connectivity

: Solutions l;
nergy
olutions S

Realtime tracking of
service professional by
end-customer

Leading to increased
end-customer satisfaction
Customer satisfaction
survey to improve our
services




Customer demand shifting towards turnkey solutions

Examples in all three segments

Clear shift in customer demand from single service
transactional solutions to full turnkey solutions

Engineering & Installation Eng;)r;i?erlc:g &
project .
preparation preparation

Installation

Legacy Service & Legacy Service &
decommissioning Maintenance decommissioning Maintenance

\_

Connectivity
Solutions

Energy
Solutions

Technology
Solutions

Shift from HP focus to turnkey
solutions including HC and
copper decommissioning

From just EVC installation to
focus services including service
& maintenance

In the IT market from break-fix to

DaaS solutions

Solutions30

Solutions for New Technologies
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Collaboration models: from Reporting for Insight to Innovation for
Competitive Advantage

Ay
+
Service Model
Innovation
Identify waste in COMPETITIVE
processes ADVANTAGE
Service Efficiency PRODUCTIVITY
IMPROVEMENT
VALUE : : COST
Service Quality EFFECTIVENESS
OPERATIONAL
PERFORMANCE
(Supplier) Relationship (Trusted Advisor) +
Consistent service performance Reduce Call volume = Reduce rework and non added value = |dentify technology replacement
Meeting contract terms Solutions for Fluctuating tasks opportunities or retrofit —
Fix Time Analysis Capacity = Improve Third Parties’ effectiveness predictive services
NPS scoring First Time Right = Enhance remote resolution = Innovation in service delivery
Root Cause Analysis to reduce NPS closed loop feedback = Call avoidance activities (e.g. Self Install and Repair)
variation in performance Travel Time Reduction = Parts Usage = New product and service
Workforce tiering (eg. Tech = Centralization of HD, logistics, launches
couriers) reduces cost procurement = Alternative Pricing models
Solutions30 38
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Vested outsourcing as S30’s distinctive collaboration model

Ay
. & 5 Vested rules:
% § 1. Outcome based instead of transactional based
% 2. Focus on the ‘what’ not the ‘how’
Z 3. Clearly defined and measurable desired outcomes
— 4. Pricing model with incentives: ‘cost = cost plus’ model
> 5. Insight instead of oversight governance
& Signed Vested Outsourcing deals, while more negotiations
i underway:
LL
@)
g
LLl
>
L ®
- Community
_ ' Fibre
g .
s
Source: ©Vested® >
Low SHARED VALUE
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Margin improvement

and financing plan
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The four waves of the FTTH cycle

( FTTH network
deployment: highly
growing and
dominant service
(2023-2028)

J

Homes c:ctivatedI

—— % 1
— Homes connected L\_\_ —— .

s | Homes passed plus

(Service following FTTH
network deployment,

delivered after or with
Homes Connected and
split over number of

years
(2023 - ....)

J

i il
~ — -|- Homes passed == S
1 ‘;@——w —
¥
| I LR
1 &
I

(" Service following
FTTH network

J

(" Skills to be used for psihiel
Power Grid — next Maintenance service delivered from date of Homes years
big wave of Connected / Home activated (2023 - ....) (2023 - ....)
investment in
Europe )
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Fiber installation project life cycle

Installation project life cycle
/EBITDA margin
Launch Growth Maturity Decline
High
0% |¢
f} aa{s‘l"ear 1 ',' Year 2 Year 3 Year 4 Year 5 Year 6
\ s
"l.___ '4"
Negativ
egat € Sales Deployment | === EBITDA Margin install %

/ Deep dive

= Launch, first 6-12 months: low sales volumes and high start-up costs leading to negative EBITDA margins
= Growth, around the next 2 years: rising volumes and margins
= Maturity, around the next 2 years: optimal production and sales with high margins

= Decline, after around 5 to 6 years: decline in volumes and margins

Solutions30
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Fiber installation AND maintenance life cycle

Ay
Installation project life cycle

/ EBITDA
margin Launch Growth Maturity

Decline

High
0% \ b
Ylea‘sYear 1 vl Year 2 Year 3 Year 4 Year 5

’

\

\ a/

\\\\\ A7

Negative ——Total Sales | === EBITDA Margin Total %

Year 6

/ Deep dive

= Launch and growth phases: similar evolutions as in the projection of the deployment life cycle
= Maturity: ability to also offer installation and assistance to the clients, allowing sales to stabilize
= Decline: Limited margin decline

More stable margins throughout the full life cycle

Solutions30
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Ways to finance our activities

Q o

Retained earnings Debt financing Solid financial position

Reinvesting our profits Using dept financing to Our solid financial position
instead of paying finance external growth allows us to grow without
dividends, allowing the having to increase the
company to fund its capital

growth efficiently
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Limited cash requirement to finance growth

Ay
[ Solutions30 is able to finance its ambitious plan without raising extra capital
Low cash requirements per EUR growth Leverage ratio net debt/EBITDA under 2 times
Limited WC requirements
1.5% to 2% on yearly growth of revenue
Low CAPEX requirements ’
1% to 2% of yearly revenue
]
I 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027
Low cash requirement to finance growth
c. €35m needed to grow €500m in revenue - — = = Net debt/EBITDA max
Solutions30
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Several tools to fund the ramp up expenses during the launch phase

Ay
/ Funding tools in launch phase

= Advanced payments from clients, to cover ramp up expenses
= Own cash used to invest in new projects

= External CAPEX funding through banking debts (e.g. Leasing the car park, financing equipment sets
of the technicians,...)

= Group deconsolidating factoring program to minimize the impact on working capital.

/

Launch phase deep dive

. Hiring and training of technicians
= Buying equipment sets for the technicians
= Upstaffing support functions (dispatch, call center, logistics, project management,...)
= WIP (Works performed but not yet finalized)

Solutions30 46
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Strict control of Working Capital Requirement
Ay

Reducing WIP with 70%

~
= |ncreasing WIP (Work in Progress) during the Launch phase

= 70% reduction of WIP after the first year, thanks to strict focus on invoicing and cash collection

WIP deep dive

(Average time between the first invoice send and the start of the project is 130 days. During this
period WIP accounts for the following expenses:

= Technicians (Hiring, training, toolkits,...)

Unbilled
Labor

= Backoffice

Unbilled
Expenses

= Works performed (Design, First digging,...)
= Actions to reduce WIP by 70% after the first year

= Setting up and training on invoice approval flows (weekly checklists, exchanges with clients)

= Setting up and automation of invoice exchange flows (Going from Mail-Excel exchange to
automated interfacing)

/

Solutions30
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Evolution margin Benelux 2021 - H1 2023

Margin development Benelux ‘21-’23

16,0%
15,0%
14,0% 13,8%
13,0%
12,0%
11,0%
10,0%
9,0%
8,0%
7,0%
6,0%
5,0%

H1 2021

0,9%
1 =3
-0,8%

-1,9%
9,7%

-2,3%

H2 2021 H1 2022 H2 2022 H1 2023

H1 zozj

Revenue Growth Benelux ‘21-'23

—

50%
40%
30%
20%
10%

0%
H1 2021

Growth Benelux per half year

84% Growth between H122 and H123

H2 2021 H1 2022 H2 2022

@ Growth

H1 2023

/

= Margins of H1-2023 going down by 4.1
points compared to H1-2021.:

Benelux Margin analysis

Startup of the Fiber business.

High ramp up costs of new projects:
investments in training, hiring, equipping of
technicians

Investment in back-office to sustain future
growth

Investment in productivity of the field force

Critical size in Benelux now reached

with increasing margin to come

Solutions30
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Evolution margin France 2021 — H1 2023

Margin development France ‘21-°23

-

14,0%

13,1%

12,0%

10,0%

8,0%

3,0%

7,9%

6,0%

4,0%

2,0%

0,0%

2021 2022 H1 2023

H12023

/

France Margin analysis

= Margins in 2022 dropped significantly in
comparison with 2021, due to the combination
of 2 exceptional factors

= Reorganization due to geographical
redistribution in the telecom business and
bankruptcy of a competitor

= Discontinuation of smart meter roll-outs

= First half 2023 recovery of the profitability has
started

= Integration of Scopelec has been finished

= Reorganization has taken place preparing
France to move to new activities

= Fast reaction of the team to turnaround the
margins

Solutions30
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Wrap-up

Gianbeppi Fortis
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Wrap-up

= A proven customer-centric business model, solid execution, standardized operations,
and rigorous monitoring of KPIs , now rolled out across Europe

= Ability to attract talents, train technicians and expand subcontracting

= Clear operating strategy to improve EBITDA margins towards double-digit
= France and Benelux: Cost optimization and business diversification
= Germany, Poland UK: Scaling up the business, along with strict cost control
= |taly and Spain: Focus on most profitable contracts while ensuring cost structure flexibility

= Cutting-edge IT and operational tools dedicated to Process, Services and Business
Innovation

= Solid financial structure and limited cash requirement to finance growth
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