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Disclaimer

Forward-looking statements

This presentation may contain certain forward-looking statements relating to SoftwareOne Holding AG (the ‘Company’) and each of its subsidiaries
and affiliates (jointly referred to as ‘SoftwareOne’ or the ‘group’) and its future business, development and economic performance. Such statements
may be subject to a number of risks, uncertainties and other important factors, such as but not limited to force majeure, competitive pressures,
legislative and regulatory developments, global, macroeconomic and political trends, the group’s ability to attract and retan the employees that are
necessary to generate revenues and to manage its businesses, fluctuations in currency exchange rates and general financial market conditions,
changesin accounting standards or policies, delay or inability in obtaining approvals from authorities, technical developmerts, litigation or adverse
publicity and news coverage, each of which could cause actual development and results to differ materially from the statements made in this
presentation. SoftwareOne assumes no obligation to update or alter forward-looking statements whether as a result of new information, future events
or otherwise.

Non-IFRS measures

Certain financial data included in this presentation consists of non-IFRS or adjusted financial measures. These non-IFRS or adjusted financial
measures may not be comparable to similarly titledmeasures presented by other companies, nor should they be construed as analternative to other
financial measures determined in accordance with IFRS. You are cautioned not to place undue reliance on any non-IFRS or adjusted financial
measures and ratios included herein. In addition, certain financial information contained herein has not been audited, confimed or otherwise covered
by a report by independent accountants and, as such, actual data could vary, possibly significantly, fromthe data set forthherein.
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CEO introduction

Raphael Erb
CEO



Initial perspectives & key priorities

Large market opportunity as organisations
embrace the cloudand Al

Solid foundation with unparalleled global
presence, large 65k client base, strong
recurring revenue streams, and deep partner
relationships

Loss of client focus, as demonstrated by
mismanaged GTM implementation, led to
sales executionissues and slower response
to vendor incentive shifts

Decisive action to restore client centricity
and drive profitable growth:

Focus onresolving GTM issues with phased
approach for remaining markets

Targeting CHF >50m in cost savings by Q2
2025 through reduction of management
layers and corporate overheads

Empowerment of country teams with clear
accountabilities




Q3 2024 update

Raphael Erb
CEO



Q3 2024 revenue growth and adj. EBITDA
margin below expectations

CHFm, % YoY (ccy) Q32024 9M 2024 :
Revenue 236.7 +31% 7666 +5.8%
Contributionmargin 1535 +52% 5128 +101%
Adj. EBITDA 302 (158)% 1610 +32%

Adj.EBITDAmargin 166% (40)pp 21.0% (0.6)pp




Mixed geographical performance, with double-digit growthin
DACH and APAC

Revenue by regiont!
CHFm, % YoY (ccy)

NORAM
Q32024

29.8 115.0

(154)%  +54%

9 (1) DACH and Rest of EMEA reported separately going forward due to IFRS requirements, following division of operational leadership in early 2024



Revenue growth driven by other ISVs and Services

Software & Cloud Marketplace

Revenue, CHFm, % YoY growth (ccy)

397.6 405.6
121.0 119.9

Q32023 Q32024 OM 2023 9M2024

«  Microsoft gross billings at USD 4.7 billion in Q3 2024, up 6.8% YoY

* Revenuedeclinedin Q3 2024 driven by areductioninincentives,
which were not fully compensated for asin H1 2024

* 120,000 new Copilot 365 users in Q3 2024, with over 150 new
services engagements

* Revenue growthin other ISVs remained double-digit in Q3 2024

10 (1) Basedon Q32023 gross billings restated to USD 4.4 billion by Microsoft

Software & Cloud Services

Revenue, CHFm, % YoY growth (ccy)

3427 361.0

1124 116.9

Q32023 Q32024

9M 2023 9M2024

Growth driven by Cloud Services and SAP Services; Application
Services impacted by change of government in Colombia

«  Growthin xSimples®@ of 9% YoY ccyin Q32024

s 75% of LTM (to 30 September 2024) group revenue from 16.2k
clients purchasing both software and services, vs. 15.8k a year ago

ene

(2) Referstototal revenuereportedin both Software & Cloud Marketplace and Services for AzureSimple, 365 Simple and AWS



Microsoft and SoftwareOne’s successful partnership

+ . .
30+ years 6 “We are excited by the energy, investment, and focus
of successful partnership  Solution partner SoftwareOne, a strategic Microsoft partner, is dedicating toits

designations services-led transformation to better serve our SMB and
Corporate customers globally.
17 2,9k . . . . -
. , This commitment aligns closely with Microsoft’s key priorities:
Specializations & Microsoft Conilot. AL S ity Mi #1365 dMi f
Azure Expert MSP certifications opiiot, Al, securl Y’ ICroso _ ,an .Igl’a IoNS, as
SoftwareOne continues to deliver exceptional value to our
customers.”
720k p David Smith
, ] ‘\ VP, Global Channel Sales
Copilot users since v Microsoft
launch

ﬁ ene



Microsoft - strategic shift towards cloud & pre-/post-sales services

Microsoft incentive shifts SoftwareOne business mix
Indicative
Enterprise Agreements Cloud Solution Provider Group revenue
~CHF 1bn
Direct EAs - Commercial A Strategic accelerator for new
e R e e Cloud Solution Provider (CSP)
customers Other
= Indirect EAs - Public Sector Services
Services
Services Drivers
Pre-sales Servi - Data/Al Lijpagies
/\ Pre-sales Services ata | EA back-end
7\ Post-sales Services * Security incentives
 Cloud Migration (Azure)
» Copilot All other

Microsoft

Marketplace

Other ISVs

12

Microsoft
business

Total Microsoft channel
incentive potincreasing
over years

SoftwareOne has
successfully managed
incentive changes for
NEIVAYEEES

EA incentives to bottom
outin 2025

2-3% negative impacton
revenue growth in 2025



GTM transformation - the right model to drive customer
centricity and scalable growth

Revenue-based segmentation (USD)

Large Enterprise (>5bn) .
Corporate (1bnto 5bn) Dedicated teams,

SME (<1bn) knowledgeable and
focused on meeting each
client segment’s needs

Enterprise

Corporate

Public Sector

SME

13



Decisive action toresolve GTM-related sales executionissues

Implementation challenges

Ongoing actions

Timeline Accelerated timeline in key markets, including Phased roll-out for remaining markets (Rest of EMEA excl. UK,
DACH, NORAM, the UK & Ireland and Mexico APAC)
during Q3 2024 > Clear accountabilities defined and measures to safeguard client
relationships during transitional phase
Lessons learned retained
People Redefinition of roles, internal transitions and Further onboarding and training of employees in new roles
reshuflﬂi.ng of client accounts, including to the >> Right people in the right place
new digital sales hubs
Increased employee turnover
Performance Missed sales opportunities and unsatisfactory Close engagement with clients
quota attainment T - : :
>> Focus on new pipeline generation by leveraging key partnerships
and alliance organization; CSP sales motion
Improved forecasting cadence and productivity tracking
) ehne




Financial performance

Rodolfo J Savitzky
CFO



Q3 2024 revenue up 3%, with margin reflecting lower-than-

expected growth
P&L summary
CHFm
Q32024 % ARep % ACCY®D 9M 2024 % ARep %A CCYWO
Revenue 236.7 1.4% 31% 766.6 3.6% 5.8%
Delivery costs (83.2) (2.6)% (0.5)% (2539) (3.7)% (21)%
Contribution margin 153.5 3.7% 5.2% 512.8 A 10.1%
Contribution margin (% revenue) 64.9% 14pp - 66.9% 2.5pp -
SG&A (114.4) 14.2% 15.2% (8517) 11.0% 13.7%
Adj. EBITDA 39.2 (18.3)% (15.8)% 161.0 0.9% 3.2%
Adj. EBITDA margin (% revenue) 166%  (4.0)pp - 21.0% (0.6)pp -
16 (1) Inconstant currency;current period translated at average exchange rate of prior-year period based on management accounts

Mixed regional performance

Strong growth in contribution
margin

Higher sales and corporate
expenses

FX partially mitigated by
natural hedge between
revenue and costs



Adj. EBITDA driven by revenue growth offset by increased sales

& marketing costs
Adjusted EBITDA bridge!"
CHFm
40.4 L
159.6 - (26.5) ] 161.0
(16.0) )
Corporate: (9.7)
One-offs: (5.2)
Adj.EBITDA Revenue Delivery Sales & Admin FXand other Adj.EBITDA
9M 2023 costs Marketing 9M 2024

17 (1) Changesdisplayed arein constant currency

Improved delivery costs by
insourcing capabilities and
optimising global footprint

Sales & marketing expenses
reflect GTM model ramp-up

Increased corporate
overhead and one-off
expenses



Improvement in Marketplace contribution margin offset by
increased SG&A

Business line P&L
CHFm Software & Cloud Marketplace
Q32024 % A CCY® OM 2024 % A CCYO

Revenue 1199 04% 4056 4.4%
Delivery costs (15.3) (7.3)% (485) (8.7)%
Contributionmargin 104.6 1.6% 3571 6.5%
Contribution margin (% revenue) 873% 12pp 880% 1.70p
SG&A (521) 284% (161.2) 14.6%
Adj.EBITDA 525 (15.0)% 1959 0.6%
Adj. EBITDA margin (% revenue) 438% (84)pp 48.3% (18)op

18 (1) Inconstant currency; Current period translated at average exchangerate of prior year period based on management accounts

Decline in Microsoft
revenue impacted by
lower incentives

Double-digit growthin
otherISVs

Increased delivery costs
efficiency

Increased sales
specialists as part of GTM
model

ene



Continued improvement in Services adj. EBITDA margin

Business line P&L
CHFm Software & Cloud Services
Q32024 % A CCYW 9M 2024 % A CCY!)

Revenue 1169 6.0% 361.0 74%
Delivery costs (679) 12% (205.3) (04)%
Contributionmargin 489 13.6% 155.7 19.6%
Contribution margin (% revenue) 419% 28pp 431% 4.1op
SG&A 434) 35% (1324) 86%
Adj.EBITDA 55 313.7% 23.3 181.9%
Adj. EBITDA margin (% revenue) 47% 3.50p 6.4% 40pp

19 (1 Inconstant currency; Current period translated at average exchangerrate of prior year period based on management accounts

Growthdriven by AWS
Cloud Services and SAP
Services

Increased insourcing of
delivery capabilities and
global footprint optimisaiton

Reductionin sales
specialists as part of GTM
model



>CHF 50m annual cost savings targeted by end Q2 2025

Annualised cumulative cost savings

CHFm
>50
17
I
Target Target
Q42024 Q22025

* Reshaping organization with reductions of corporate
overheads, while improving productivity through elimination
of sales management layers

20

Increased sales productivity

Local sales & marketing costs (% of revenue)

25.0%
~23%
21.5%

9M 2024 2025 2026

* Improvementin sales productivity, reaching ~23% target in
2025 in line with our glide path of 21.5% by 2026

ene



2024 and mid-term revenue guidance

—

“ “ . Positive revenue growth in

. 2025, with improving adj.
H2_ impacted by. GTM Delayed ramp up of GTM EBITDA margin driven by
Guidance implementation cost savings

.  2025guidancetobe
Revenue growth 2-5% Double-digit confirmed with FY 2024

resultsin February

Adj. EBITDA margin

21-23% Approaching 27%
(% revenue)

Dividend policy 30-50% of adj. profit for the year 30-50% of adj. profit for the year

21 (1) Inconstantcurrency m



Final remarks

Raphael Erb
CEO



Final remarks

23

Attractive addressable market growing above
double digit, with right business model in place

Empower country organisations, while
realigning cost base to a more customer-
centric organisation

Mid and long-term growth and profitability
prospects remain fully intact

Focus on

execution,
execution,
execution!

ene



Q&A



Appendix



Definitions of key alternative performance measures

Adjusted EBITDA is defined as the underlying earnings before net financial items, tax, depreciation and amortisation, adjusted for items
affecting comparability in operating expenses.

Adjusted EBITDA margin is defined as adjusted EBITDA divided by revenue

Adjusted profit for the period is defined as the (loss)/profit for the period, adjusted for items impacting comparability in
operating expenses and net finance income/(expenses) as well as the related tax impact.

Contribution marginis defined as total revenue net of third-party service delivery costs and directly attributable internal delivery costs.

Free cash flow is defined as the group net cash generated from/(used in) operating activities, plus net cash from/(used in) investing
activities, minus net cash from acquisition of businesses (net of cash acquired), sale of subsidiary (net of cash disposed) and proceeds
from sale of financial assets.

Growth at constant currencies is defined as the change between two periods presented on a constant currency basis for
comparability purposes and to assess the group's underlying performance. Period profit and loss figures are translated from the
subsidiaries’ respective local currencies into Swiss francs at the applicable average exchange rate of the prior year period. This
calculationis based on the underlying management accounts.

Net debt / (cash) comprises group bank overdrafts, other current and non-current financial liabilities less cash and cash equivalents and
current financial assets

Net working capital is defined as the group’s trade receivables, current other receivables, prepayments and contract assets minus trade
payables, current other payables and accrued expenses and contract liabilities.

26



Adjusted EBITDA bridge

Reported EBITDA

Impact of change in revenue recognition of Microsoft Enterprise
Agreements

Share-based compensation

Integration, M&A and earn-out expenses

Operational excellence restructuring expenses
GTMrestructuring expenses

Discontinuation of MTWO vertical

Russia-relatedloss

Other non-recurring items

Impact of extraordinary provision for overdue receivables()

Adjusted EBITDA

Q32024 Q32023 9M 2024 9M 2023

12.4 21.6 94.6 112.9
0.2 0.3 0.1 0.8
4.0 81 9.2 15.9
41 95 135 22.0

12.4 = 26.7 =
29 = 71 =

= = = (0.3)
31 84 3.8 84
= = 6.0 =

39.2 47.9 161.0 159.6

27 (1) Relatestooverduereceivablesover 180 days outstanding and under legal dispute, with success rate of collection by SoftwareOne taken down to zero as a conservative measure

ene



Business line profit & loss summary

Software & Cloud Marketplace Software & Cloud Services Corporate
_ Q32024 [,  oM2024 2, Q32024 o,  oM2024 X4,
Revenue 119.9 0.4% 405.6 4.4% 116.9 6.0% 361.0 7.4% - -
Deliverycosts (15.3) (7.3)% (48.5) (8.7)% (67.9) 1.2% (205.3) (0.4)% - -
Contribution margin 104.6 1.6% 3571 6.5% 48.9 13.6% 155.7 19.6% - -
Contribution margin (% revenue) 87.3% 1.2pp 88.0% 1.70p 41.9% 2.8pp 43.1% 4.1pp - -
SG&A (52.1) 28.4% (161.2) 14.6% (43.4) 35% (132.4) 8.6% (18.9) (568.1)
Adjusted EBITDA? 52.5 (15.0)% 195.9 0.6% 5.5 313.7% 233 181.9% (18.9) (58.1)
Adjusted EBITDA margin (% revenue) 43.8% (8.4)pp 48.3% (1.8)pp 4.7% 3.5pp 6.4% 4.0pp - -

28 (1) Inconstant currency; Current period translated at average exchangerate of prior-year period based on management accounts m

(2) Includesadjustments for impact of change in revenue recognition of Microsoft Enterprise Agreements, share-based compensation, integration, M&A & earn-out
expenses, restructuring expenses, Russia-related loss, other non-recurring items and impact of extraordinary provision for overdue receivables



Quarterly summary by business line

Q12021 Q22021 Q32021 Q42021 FY2021 Q12022 Q22022 Q32022 Q42022 FY 2022 Q12023 Q22023 Q32023 Q42023 FY 2023 Q12024 Q22024 Q32024

Revenue Solutions & Cloud Marketplace 1235 1442 123 15637  533.6 121.9 162.8 1194 151.2 5453 1256 151.0 121.0 1622 5497 1256 160.2 119.9

Revenue Software & Cloud Services® 755 925 86.6 1090 3634 1014 116.2 105.2 114.6 4374 113.8 116.4 1124 1185 461.2 1213 122.8 116.9
Total revenue 1989 236.6 1988 2627 8971 2233 269.0 2246 2658 9828 2394 2674 2334 270.7 1,0109 2469 283.0 236.7
Delivery costs (65.2) (779) (70.7) (88.1) (302.0) (86.8) (90.6) (82.4) (86.5) (346.3) (914) (86.8) (85.4) (84.0) (347.6) (87.7) (83.0) (83.2)

Contribution margin S&C Marketplace 10562 1256 945 13566 4609 1019 1363 1020 1320 4713 1066 1323 1042 18347 4778 1082 1443 104.6

Contribution margin S&C Services 286 331 33.6 38.9 134.2 34.6 431 40.2 47.3 165.1 414 483 43.9 52.0 185.6 511 55.6 48.9
Total contribution margin 133.8 158.7 1281 1745 5951 1365 1784 1422 1793 6364 148.0 1806 1480 186.7 663.3 159.3 200.0 153.5
Contribution margin (% of revenue) 672% 671% 644% 665% 663% 611% 663% 633% 674% 648% 618% 67.6% 634% 69.0% 656% 645% 70.7% 64.9%
SG&A (92.5) (90.9) (93.0) (99.4) (375.7) (94.4) (102.6) (97.3) (101.6) (396.0) (108.4) (108.6) (100.1) (101.1) (418.1) (113.9) (123.5) (114.4)
Adjusted EBITDA S&C Marketplace 60.1 80.5 514 89.3 2814 58.8 874 58.1 84.7 2891 533 825 63.2 83.3 2824 579 854 525
Adjusted EBITDA S&C Services (4.2) (2.0) (2.8) 31 (5.8) (3.6) 59 14 9.9 13.6 23 4.8 1.3 19.6 281 44 134 5.5
Corporate costs (14.6) (10.7) (13.5) (17.3) (66.2) (13.9) (17.5) (14.7) (170) (622) (16.0) (15.2) (16.6) (17.4) (652) (169 (223) (18.9)
Adjusted EBITDA(?) M1.3 67.8 35.1 75.2 2194 421 75.8 44.9 77.7 2404 39.6 7241 47.9 85.6 2452 454 76.5 39.2

Adjusted EBITDA margin (% of revenue) 20.8% 287% 17.7% 286% 245% 188% 282% 20.0% 292% 245% 166% 27.0% 205% 316% 243% 184% 27.0% 16.6%

(1) 2021and 2022 revenue for Software & Cloud Servicesrestated as a result of implementation of the IFRS IC agenda decision on IFRS 15, with further contracts identified m
which should have been accounted for on an agent basis

(2) Includesadjustments for impact of change in revenue recognition of Microsoft Enterprise Agreements, share-based compensation, integration, M&A & earn-out expenses,
restructuring expenses, Russia-related loss, other non-recurring items and impact of extraordinary provision for overdue receivables
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