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SOFTWAREONE CAPITAL MARKETS DAY 2026

Disclaimer

THIS PRESENTATION AND ITS CONTENTS ARE NOT FOR PUBLICATION, DISTRIBUTION OR RELEASE, IN WHOLE OR IN PART, DIRECTLY OR INDIRECTLY, IN OR INTO AUSTRALIA, CANADA, THE HONG
KONG SPECIAL ADMINISTRATIVE REGION OF THE PEOPLE'S REPUBLIC OF CHINA OR JAPAN, OR ANY OTHER JURISDICTION IN WHICH THE DISTRIBUTION OR RELEASE WOULD BE UNLAWFUL. THIS
PRESENTATION IS NOT AN OFFER OR INVITATION TO BUY OR SELL SECURITIES IN ANY JURISDICTION.

This presentation and its appendices (the "Presentation") has been produced by SoftwareOne Holding AG (the "Company" or "SoftwareOne", and together with its direct and indirect subsidiaries, the "Group).

The Presentation is intended for information purposes only, and does not itself constitute, and should not in itself be construed as, an offer, invitation or recommendation to purchase, sell or subscribe for any securities in
any jurisdiction and is not intended for distribution to, or to be used by, any person or entity in any jurisdiction or country which distribution or use would be contrary to law or regulation.

No representation or warranty (expressed or implied) is made as to, and no reliance should be placed on, any information or opinions contained herein, and no liability whatsoever is accepted as to any errors, omissions or
misstatements contained herein, and, accordingly, no representation or warranty is made or given by or on behalf of the Company, or any of its respective directors, officers, employees, agents or advisers as to the
accuracy, completeness or fairness of the information or opinions contained herein and no responsibility or liability is acce pted by any of them for any such information or opinions. In particular, no representation or warranty
is given as to the achievement or reasonableness of, and no reliance should be placed on any projections, targets, ambitions, estimates or forecasts contained herein and nothing in this Presentation is or should be relied
on as a promise or representation as to the future.

Recipients of this Presentation should not treat the contents of this Presentation as advice relating to legal, taxation or investment matters, and are to make their own assessments concerning such matters and other
consequences of a potential transaction, including the merits of the transaction and related risks. Each recipient should seek its own independent advice in relation to any financial, legal, tax, accounting or other specialist
advice. In particular, nothing herein shall be taken as constituting the giving of investment advice and this Presentation is not intended to provide, and must not be taken as, the exclusive basis of any transaction decision
and should not be considered as a recommendation by the Company (or any of its affiliates) that any recipient enters into any transaction. This Presentation comprise a general summary of certain matters of the Group,
Crayon Group Holding ASA and the proposed transaction described herein. This Presentation does not purport to contain all information that any recipient may require to make a decision with regards to any transaction.
Any decision as to whether or not to enter into any transaction should be taken solely by the relevant recipient. Before entering into such transaction, each recipient should take steps to ensure that it fully understands such
transaction and has made an independent assessments of the appropriateness of such transaction in the light of its own objectives and circumstances, including the possible risks and benefits of entering into such
transaction.

This Presentation contains information obtained from third parties. Such information has been accurately reproduced and, as far as the Company is aware and able to ascertain from the information published by that third
party, no facts have been omitted that would render the reproduced information inaccurate or misleading. By receiving this Presentation, you acknowledge that you will be solely responsible for your own assessment of the
market and the market position of the Group and that you will conduct your own analysis and are solely responsible for forming your own opinion of the potential future performance of the Group’s business. In making any
transaction decision, you must rely on your own examination, including the merits and risks involved.
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SOFTWAREONE CAPITAL MARKETS DAY 2026

Disclaimer (continued)

Forward-looking statements

This Presentation may contain certain forward-looking statements relating to the Company and/or the Group and its future business, development and economic performance. Forward-looking statements concern future
circumstances and results and other statements that are not historical facts, sometimes identified by the words "believes", "expects", "predicts”, "intends", "projects”, "plans”, "estimates"”, "aims", "foresees", "anticipates”,
"targets", and similar expressions. The forward-looking statements contained in this Presentation, , including assumptions, opinions and views of the Company or cited from third party sources, 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 retain the employees that are necessary to generate revenues and to manage its businesses, fluctuations in currency exchange rates and general financial market conditions, changes in accounting standards or
policies, delay or inability in obtaining approvals from authorities, technical developments, 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 titted measures presented by
other companies, nor should they be construed as an alternative 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, confirmed or otherwise covered by a report by independent accountants and, as such, actual data could
vary, possibly significantly, from the data set forth herein.

THIS PRESENTATION SPEAKS AS OF THE DATE HEREOF. ALL INFORMATION IN THIS PRESENTATION IS SUBJECT TO UPDATES, REVISION, VERIFICATION, CORRECTION, COMPLETION, AMENDMENT
AND MAY CHANGE MATERIALLY AND WITHOUT NOTICE.



CMD 2026

Agenda

Time (CET)

14:00 — 14:45 Helping customers navigate complexity Co-CEOs, Melissa Mulholland and Raphael Erb

14:45-1515 Thecustomerjoumey—Alasacatalyst COO, Oliver Berchtold, VP Data & Al Alexander Waldhaus
151151525 Customerperspectve Procurement and Operations Director, Visma, Roy Steinar Torheim
15:25-1540 OurChannelbusiness Chief Partner & Sales Officer, Guomundur Adalsteinsson
1540-15:50 Channel partner perspective CEO, Apro, HIbdver bor Amason
15:50—16:00 Our talent, attracting, developing and retaining the best CHRO, Nina Janorschke
1600-16:15 Q8A Molissa Mulholland, Rephael E6

Co-CEO, Raphael Erb, Reg.
16:30 — 17:00 Regional spotlight panel discussion Presidents: Varun Paliwal (APAC), Patrick Kaegi (DACH), Regina Manfredi
(NORAM)

Co-CEOs, Melissa Mulholland, Chief Partner Officer and CVP, Global Channel
Partner Sales, Microsoft, Nicole Dezen

18:00 — 19:00 Apéro
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SoftwareOne

Helping customers
navigate complexity

Melissa : ael e,
Mulholland Erb .

m Co-Chief Executive Officer Co-Chief Executive Officer




eur core values

0 ntegrity

We consistently do what’s right and build credibility through honesty,
transparency, and speaking up.

m omentum

We embrace change with resilience, pioneer new solutions, and drive
continuous improvement together, moving with pace.

Qassion

We always aim to go beyond expectations, deliver with excellence and a
growth mindset.

Q ccountability

We take ownership, follow through on commitments, stay humble, and
drive real impact.

G ustomer-Focus

We are driven by customer success, building loyalty and lasting
partnerships with all our stakeholders. f;f/

—

G rust

=

e

We put people at the heart of everything, fostering empathy,
empowerment, and respect in an environment where everyone can thrive.




WHO WE ARE

Crayon integration delivering ahead of schedule

Run rate cost
synergies
Ahead of schedule

Realized CHF 86m end of May

One
organization

One brand globally

Operating as one SoftwareOne

Revenue
synergies
Back to growth

Pipeline above target

Continued industry
consolidation

Supporting strategic rationale

Combined scale and reach
strengthening vendor relationship

ene



WHO WE ARE
SoftwareOne: scale, reach, and capabilities

Gross sales(")

A snapshot
'ﬁ]o 2o 12K Channel partners The unique
[\ . ’
70K+ ciients 200k+ SMB truly global CHF 18bn
cpSielies partner to Consumption under
hyperscalers management
and global ISVs
ﬁ&'ﬁ]o 12k 70+ g CHF 9bn
- (2) NI |
FTEs Countries Digital transactions per year
Recognized by CHF 4bn
Gartner and
IDC as global
Leader in SAM filipartner
am Microsoft

g% 12K+
services®

Certifications across

% 10k+ vendors
Microsoft, AWS & Google

(1) FY 2025 combined like-for-like gross sales. Combined like-for-like figures are based on historical financials assuming the acquisition of Crayon had been completed on 1 January 2024.

(2) As of Q1 2026.
8 (3) Gartner® Magic Quadrant for Software Asset Management, Managed Services. 29 September 2025 By Yolanda Harris, Jaswant Kalay, Rob Schafer, Charity Hooper.



WHO WE ARE

Addressing the full software and cloud lifecycle

9

FinOps
from GreenOps

Optimization SAM / Compliance

Multivendor
Hyperscalers
Procurement
Enterprise Apps

N

N

N

ML & Automation
Data & Analytics

to Innovation Agentic Al
Gen Al

Migrate & Modernize
Digital Workplace
App Services
Security

Buy

Migrate &
Manage

N\

Software & Cloud
Direct(!

N

Software & Cloud
Channel®

N\

Software & Cloud
Services(1)

(1) Based on FY 2025 combined like-for-like revenue. Combined like-for-like figures are based on historical financials assuming the acquisition of Crayon had been completed on 1 January 2024.

48%




WHO WE SERVE

Focused customer segmentation to drive profitable growth

10

Revenue-based segmentation
CHF

Enterprise (> 5bn)
Corporate (1bn to 5bn)
SME (< 1bn)

Share of revenue

Enterprise

Corporate

SME

2
S

Public Sector

Channel




BUSINESS LINE STRATEGY

Every transaction is a services opportunity

Customers

Customers

buying both
W ~20%

software &
services

Single
B offering ~80%

customers

1"

Excluding Software & Cloud Channel. Figures include both, SoftwareOne and Crayon data.

Revenue Revenue retention
100% 100% 100%

~91%

~79%)

FY 2023 FY 2024 FY 2025

(1) Blended average of customers buying transactions only and customers buying services only.



THE TEAM

An experienced leadership team with deep sector expertise

Raphael Erb Melissa Mulholland Oliver Berchtold Hanspeter Schraner
Co-Chief Executive Co-Chief Executive Chief Operating Chief Financial
Officer Officer Officer Officer

v
Nina Janorschke Jon Birger Syvertsen  Patrick Kleffel Gudmundur Larrie Clark Erwin Heinrich Uwe Schlager
Chief Human Chief Strategy & Chief Legal Officer Adalsteinsson Chief Technology Chief Information Chief Revenue
Resources Officer Integration Officer Chief Partner & Sales Officer Officer Operations Officer
Officer

Regina Manfredi Patrick Kaegi Varun Paliwal Sonia Caso Rico Andreoli Alexander Kutowski TBA
Regional President, Regional President, Regional President, Regional President, Regional President, Regional President, Regional President,
NORAM DACH APAC LATAM WEMEA CEE NORDICS

12



EMBEDDING ESG INTO HOW WE SCALE, EXECUTE, AND GROW

Advancing our ESG agenda

Q@(} Environment

Services and Solutions

22> Social

@ Governance

Our ESG pillars

The role of ESG in our business

Supports commercial ESG platform accelerates
growth through customer integration and future-
solutions readiness

Contributes to growth of
higher-value services

Reduces regulatory,
operational and execution risk

13

3

9

Key strategic priorities

in FY 2026

|

Climate change:
CDP score B- (2026)
SBTi targets (2027)

Information
security:

Enhanced NIS2
readiness & resilience

GreenOps scale:
+5 GTM activations

DEIB in talent
recruitment:

233% women in final
candidate slate

ene



MARKET OPPORTUNITY

End-customer tech spend to reach USD 4.8tn by 2030 — driven by Al

Underlying relevant global tech spend(") Addressable market pool growth(
Lo USD 4.8tn ~6% ~9%
) 2025 — 2030 market CAGR 2025 - 2030 market CAGR
In transactional revenue In Service revenue
value pool value pool
USD 3.1tn

The Al opportunity

Al expected to be 93% of companies report
component of ~all tech to have exceeded their Al
spend by 2029 — Gartner budgets within the last 6
forecasts CAGR of 33%® months()

2025 2030

14 (1) McKinsey m

(2) Gartner®: Forecast Analysis: Al Spending, 4Q25 (7290730).
DISCLAIMER: GARTNER is a registered trademark and service mark of Gartner, Inc. and/or its affiliates in the U.S. and internationally and is used herein with permission. All rights reserved.



MARKET OPPORTUNITY

Turning complexity into a competitive advantage

Software

ET—TJ Licensing

spend
lexity &
\ncreasing CEl
B G
< GDPR, security,
< T 5 Subscription and governance, and
SEERN

compliance
On-premise to cloud

@D
[=]
@
Multi and hybrid
cloud

@
Al

From seats to tokens,
Al adds a new layer of
spend enterprises can't yet
see or control

- J
2000 2005 2010 AONES) 2020 2025
SoftwareOne has reinforced its core value proposition through every shift —
demonstrating a resilient business model towards technology, macro and geopolitical change.

15



MARKET OPPORTUNITY

Al is moving from experimentation to enterprise scale

Enterprises are deploying Al faster than they can govern it. The result is cost they can't control, vendors they can't exit,
regulations they can't satisfy, and outcomes they can't measure.

&
Uncontrolled Vendor
costs dependency

N
Ik
Regulatory Return on
challenges investment

16



WHY US

Why customers choose SoftwareOne in the Al era

Global reach,
local expertise

17

Capabilities
across SMB & mid-market

25+ years of proprietary
licensing intelligence across
millions of transactions

Vendor agnostic
advisor R

« Strong global hyperscaler
relationships

* Independent advice across
10k+ publishers

Globally recognized
leader in cost
optimization

* Unparalleled data visibility

into IT spend

« 2 000+ cost optimization

projects delivered

e USD 1bn cost reductions
achieved over the last 2

years



WHY US

SoftwareOne as a vendor expansion engine

Dual motion

Unparalleled scale Legacy — Frontier Independent :
Direct + Channel GTM
Global & local expertise From core to next-gen Trusted across
growth ecosystems Direct and Channel go-to-

[ ket ting i llel
Connegtlng vgndors 19 Helping vendors grow An independent multicloud HEINE AL
enterprise, mid-market, and . ) : gives customers and partners

. established portfolios, while partner that helps vendors .
SMB customers across direct e : ) flexible access to our
h I " expanding into new emerging engage customers in complex, capabilities
and channel markets. technologies. multi-vendor environments. '

Vendor ecosystems are consolidating around partners that can deliver scale, reach, capability, and customer impact — increasing barriers to entry.
SoftwareOne is built for that role.

o Microsoft 3Ws Google Cloud CJ  ANTHROP\C vmware witacki proofpoint. DocuSign @ TREND:

Alibaba Cloud
fa i=z5 splunk> oracie FTY  fiitoblecs FLEXEra Acronis Cilrix S3ag€ QROWDSTRIKE 2 AUTODESK \/EEAM

Adobe

ene
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OUR CUSTOMER PLATFORM VISION

From system of display to system of intelligence & action

Tﬂ_

Proven customer platform

Customer Benefits
Enterprises, SMBs, Partners, Public Sector

v Adaptive Ul tailored to each customer

v Simpler journeys and faster outcomes

v’ Future-ready for Al and agent-to-agent
commerce

19

From displaying data to acting on it

TOMORROW

Single, unified Al-native platform

Vendors Benefits
Hyperscalers, Vendors, Suppliers, ISVs

v’ Faster adoption of programmatic changes
v’ Faster execution of vendor program
releases



OUR APPROACH TO Al

Al in everything we do — our 3x Al-first framework

Al as a Solution Integrated Al m

=+,
B =

Al as its own services Al integrated in our customer Al changing internally how we
portfolio offering facing offerings conduct business
Long track record within Al 20-50% efficiency gains 97% Copilot adoption
Awarded Microsoft Al partner of the year in 2019 ~200 opportunities identified ~4k Copilot agents

350 experts in their field

10+ years of embedded expertise across our business - Powered by 350 Data & Al experts
. ehe



KEY MOAT DRIVERS

Our structural advantages will deepen through 2030

< = .

—
O

§ia

i ©)

G . ]
Proprietary Breadth of Rich, Complementary Domain
solutions & IP vendor contextual data service expertise
portfolio portfolio

21 Source: Expert interviews, McKinsey m



OUTLOOK

2030 ambitions

High
single-digit > 28%

Revenue
EBITDA
CAGR margin

> 60%

Cash
conversion

30 — 50%

of net profit

Dividend
policy

22




LOOKING AHEAD

Our value
creation
opportunity

23

Global leading Al-powered Software &
Cloud provider in a structurally growing market

Complexity is our tailwind as Al makes
software and cloud more complex, and
demand for our orchestration grows

A combined group built for scale — with the
reach, capability and platform to win

Visible path to sustainable revenue growth,
margin expansion and cash conversion by 2030
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Our business

model

Helping customers
optimize to innovate

Oliver Alexander
Berchtold Waldhaus

@
m Chief Operating Officer Vice President Data & Al




MARKET OPPORTUNITY

Al is moving from experimentation to enterprise scale

Enterprises are deploying Al faster than they can govern it. The result is cost they can't control, vendors they can't exit,
regulations they can't satisfy, and outcomes they can't measure.

&
Uncontrolled Vendor
costs dependency

N
Ik
Regulatory Return on
challenges investment

25



BACKGROUND

Our business model

26

—
%
—

—
e
—

Internal business

External market i
efficiency

execution

Same model shapes how

The customer journe B
J y we organize internally

For growth and operational efficiency



INSIGHTS

SoftwareOne helps customers
navigate complexity, from
optimization to innovation

IT Cost Management
Visibility | Control costs | Unlock savings

Software & Cloud Sourcing
Licensing & Vendor expertise | Procurement advise

Cloud Services
Modernize | Secure | Hybrid & multi-cloud landscapes

Data & Al Solutions
Ambition into practicality | Scalability | Measurable outcomes

27

We bring clarity to complexity and guide to the right destination. We’re not
just one part of the journey. We’re the entire airport operation behind it.

i Our Flywheel — one connected journey

from
Optimization

to
Innovation




PORTFOLIO

Our portfolio is divided in strategic and non-strategic offerings, to keep
focus on our core business

Local Portfolio

Based on local
opportunities only by
country

Strategic Global Portfolio

r

J

Aligned with our GTM
approach and our core
value proposition

If it supports the core

Phase out over time

Global coverage across
all industries, segments

Integrate Al

. ene



We help customers optimize and control IT spend to re-invest in
future innovation.

cort
(9

o5

,0,0

CUSTOMER CHALLENGES . Cost Reduction by 10-30%("

* Risk Reduction 200%+ of
service costs(!)

« Global #1 Gartner MQ

» Cloud & Al cost uncertainty

» Complex pricing models

* Fragmented vendor spend

WHAT WE DO

* Advisory, IT Asset Management,

and FinOps services
Like a flight planner we make sure
the fuel is used wisely and nothing is
wasted before and during the flight.

* Manage & optimize software,
cloud, and Al spend

29 (1) Gartner®: Cut Software and Cloud Costs With the Right SAM and FinOps Managed Service. Published 9 July 2025. By Stephen White, Yoann Bianic m



Customer value and success stories

Case study:
@ Location: Denmark / 45k devices / 5’000 apps Vestas
Industry: Manufacturing Q)
Challenge Value
Software consumptions and usage was unknown, v Visibility what is used and consumed

and exposed high risks v 3.4m EURO (2023 — YTD) savings

v' Partner in every vendor negotiation

- \/ . T . fef
Solution Data availability for demand right-sizing

_ v' Cost control
Implement SAM framework and tool to continuously

optimize and right-size

P ZUELLIG ) MINAS . . -
2 FIRNS [ oneen . Enefit 0 ABB BSRAs Schroders % nationwide 16!

EEEEEEEEEEEEEEE

. ene




SOFTWARE & CLOUD SOURCING
We help customers navigate solutions and vendor choices to procure the
right software and cloud at the best value

USD 772 billion market

» Complex vendor landscape opportunity by 2029
* Unclear licensing and pricing

* Fragmented marketplaces

* Inefficient procurement cycles

WHAT WE DO

* Provide access to software,

cloud, and Al solutions Like a travel agency, we help customers
« Enable sourcing and purchasing find the right options, secure the r./ght
terms and make sure every booking

+ Strategic Advisor to customers supports the wider journey.
towards vendors

31 (1) Gartner®: Forecast Analysis: Enterprise Application Software, Worldwide. Published 8 August 2025. By Amarendra., Roland Johnson, Anand Chouksey, Julian Poulter, Balaji Abbabatulla, Radu Miclaus, Alexandre m
Oddos, Craig Roth, Kevin Quinn, Chris Pang, Jim Hare



SOFTWARE & CLOUD SOURCING

Al-augmentation to automate our transactional licensing operations

32

A proprietary data advantage built over 20+ years, with 41m price points

Al Sourcing Companion (Agent)

/ Is helping our colleagues to analyze \
quote requests and recommend
sourcing actions today...

(1)
32% L
: Time to quote
User adoption :
reduction

\_ /

>

9-12
months

/ and will be available for our customers\
to leverage fully automated quoting

57% 50%
of quote Reduced quote
requests effort

\o %

ene



CLOUD SERVICES
We help customers implement, migrate, modernize, and manage
their IT estate with confidence and security

CUSTOMER CHALLENGES
« External provided cloud

* Legacy complexity
transformation at 65% today(!)

* Migration and security risk
« Skills gaps and  Projected to reach 85% by

fragmented operations 2029(1)
(Cloud & Hybrid)

WHAT WE DO
* Migration and modernization

» Secure hybrid and multi-cloud

Prof. and Mgt. Services Like airport ground engineers, we make

_ sure the aircraft is reliable, secure, and
» Future proof footprints - also ready to perform every day.
commercially sustainable

33 (1) Gartner®: Market Share Analysis: Infrastructure as a Service, Worldwide, 2025. Published 7 August 2025, 2026 By Kratu Gupta, Colleen Graham, David Ackerman m



CLOUD SERVICES

Customer value and success stories

Case study:

@ Location: United Kingdom

Industry:  Education

Challenge

Exploding licensing costs on the existing on-prem
environment by 500%

Solution

Migrate to GCP since Barton was a heavy Google
ecosystem user

2 Barton Peveril
<"y Sixth Form College

Value

v 10% licensing cost savings

v" Reduced management efforts
v" Integrated existing Al solutions
v' Zero downtime

v Secured sensitive data

’( EKEA Enefit 4 m Panasonic * OVodafone

34
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CAPITAL MARKETS DAY 2026

Data & Al at
SoftwareOne

Innovation with impact.
Funded by realized savings

Alexander
Waldhaus

Vice President Data & Al

ehne



DATA & Al SOLUTIONS

We help customers build, scale, and leverage intelligent data & Al

solutions to unlock business value

* Adoption & value realisation
+ Data & architecture complexity
» Governance & cost control

» Scalable Al Operations

» End-to-end Al governance,
architecture & capability building

* ML, automation & advanced analytics

» Proprietary agentic Al solutions
built on our unique data assets

36 (1) Gartner®: Data Intelligence Monthly: Executive Insights on Al Decision Making. Published 4 March 2026. By David Pidsley, Lulu Wang, Anurag Raj

4 I

Median (companies) Al
spend is projected to rise
from USD 7.6m in 2024 to
USD 16.6m in 2026()

- 7

We're like air traffic control. We don't
fly the planes, but we make sure

? every flight has a clear route, cost of
operation, full visibility, and a safe
landing.

ene



DATA & Al

What we do: from foundation to proprietary advantage

03 | Proprietary IP & Manage

Where We Are Unique

02 | Design & Implementation . .
Proprietary IP on our expertise

BUIlt fOI' YOUI' Context I AURA — Upsell & Renewal Agent (featured)

I IT Asset & Contract Intelligence
01 | Al AdVISOI’y Foundation I Licensing Advisory & Optimization

I Data Platform Assessment

Enabling the Base

Commoditizing excellence Accelerating time to value Defensible advantage at scale

: ene



DATA & Al SOLUTIONS

Customer success story

38

Case study:

@ Location: Spain

Industry: Visual Quality Inspection for
Manufacturing

Challenge

QA dependent on
individual judgement

Every stone is unique
— no standard
reference

Defect correlation
required physical site
visits

Solution

v 3D scanning at 1mm
precision

v Al model compares
each stone against its
CAD file
automatically

v Hosted web
application — no site
visit needed

Basilica
Sagrada
Familia

Value

v Improved consistency
in grading and
acceptance

v Streamlined QA
process tracking and
documentation

v" Inspection and
transportation time
savings

ene




DATA & Al

Al within
SoftwareOne

Driving internal business efficiency

39




DATA & Al

The Al-augmented delivery agent(s) and automation

VALUE Our ambition “Al in everything we do in Services & Licensing Operations” leverages our human expertise and elevates our
customer experience and efficiency to the next level

EULA & IT Contract Analyzer Automated Billing CSP
Monitor and analyse license terms Automate CSP billing to drive down efforts, lead times and
based on defined criteria (80) increase customer satisfaction
Numbers impact since April 2026 Numbers impact 05/2026
99% 22% 50% 20%
Detection accuracy Delivery time Operational Time to invoice
reduction synergies (NWC)

. ene



DATA & Al

179 use cases are in our funnel to drive our Al first framework

Submission Pipeline and Traction

Approved / Live

POC / In Development

Validated

Submitted

41

I

- 36

o
N
o
I
o

60

Third-Party Risk Assessment Agent
Risk & Compliance

Al-Driven Tender Discovery & Qualification
Bid Management - POC active

Services Agent Framework
Service Delivery Automation

I Cloud Insights — CSP Intelligence Agent

Revenue & Pipeline - POC active

Al Presales Assistant
Revenue & SoW Generation

Copilot Adoption & Governance Agent
Developer Productivity Platform

Al-Driven Tender & Bid Delivery Platform
Bid Management - POC active

In development

In development

In development

In development



Al ACROSS OUR FLYWHEEL

Al increases cloud consumption, complexity and services demand —
directly benefiting our model

(= 60% of organizations report
@ unauthorized Al use("

Al increases complexity &
compensation needs

~50% of organizations are buying new
tools and platforms(?)

Al adoption forces customers to
upgrade and buy new tools

v Al services will reach USD 516
.|||||||| billion by 2029, Consulting

CAGR 2024-2029 of
CAGR of 17%®

Al Infrastructure®
Al drives new services demand to be Al
ready

(1) Gartner®: 5 Human Readiness Barriers to Al Value CIOs Can't Ignore. Published 13 October 2025. By Gabriela Vogel, Sneha Ayyar, Shanna Grafeld, Mary Mesaglio, Rob O'Donohue, Tori Paulman
42 (2) Gartner®: 2025 Finance Software Investments: Al and GenAl Drive New Purchases. Published 26 March 2025. By Garrett Astler
(©)]
)

Cai

Gartner®: Market Opportunity Map: Direct Artificial Intelligence Services, Worldwide, 2026. Published 23 January 2026. By Ben Fieselmann, Chrissy Healey, Colleen Graham, Matthew Brown
(4) Gartner®: Forecast Analysis: Al Spending, 4Q25. Publish 17 December 2025. By Kay Arnott, Amarendra ., Colleen Graham, Ranjit Atwal, Arunasree Cheparthi, Hardeep Singh, Adrian O'Connell, Shailendra Upadhyay, Jon Erensen, Naresh Singh, Peter Middleton



OUTLOOK

The big opportunity for SoftwareOne

30% additional costs due to
unmanaged and redundant
SaaS solutions®

f" 30% reduced Al expenditure
>/ through ITAM/FinOps("

We are in the pole position as the
Global #1 Gartner MQ player

Al is increasing sourcing and licensing
complexity while more vendor choice

90% of Al agents developed by
customers will need to be re-
platformed®

will leverage data across
multiple clouds®)

Regulation, security, and Al demand a unified
Flywheel as One

Secure, data-driven Al value — built on our
expertise and IP

(1) Gartner®: Cut Software and Cloud Costs With the Right SAM and FinOps Managed Service. Published July 9, 2025. By Stephen White, Yoann Bianic m
43 (2) Gartner®: Future-Proof Your Portfolio: The Power of Early Vendor Reviews. Published 4 May 2026. By Christopher Dixon, Yoann Bianic

(3) Gartner®: The Future of Cloud in 2030: Al-Enabling Cloud. Published August 6, 2025. By Dennis Smith

(4) Gartner®: The Death of Enterprise Applications Is Greatly Exaggerated. Published 6 November 2025. By Jason Wong, Patrick Connaughton



SOFTWAREONE

Our business model evolution

Optimize to
Innovate

e

Innovate to
optimize

ene



SOFTWAREONE

Our business model evolution

45



SOFTWAREONE CAPITAL MARKETS DAY 2026

Roy Steinar
Torheim

Procurement and Operations Director, Visma
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The Customer
Perspective

ene - VISMA
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Our Channel
Business

Guomundur
Adalsteinsson.

Chief Partner & Sales Officer
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SOFTWARE & CLOUD CHANNEL

Channel distribution represents our second route to market

Vendors
Build the technology

aws B Microsoft

Google Cloud

49

Route 1

Route 2

A 4

A

Resellers

Sell and advise ~~

ehne
1 Insight cow)
© bechtle

=

\ 4

|

Distributors

Aggregate and scale

she
© TD SYNNEX

IN‘RAMI: ALSO®

)
2R

Partners
MSP | SI | ISV

J

\ 4

/A APROC % sota
kyndryl Capgemini@®
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End-Customers Consumption

Consume the technology & Transactions



SOFTWARE & CLOUD CHANNEL

Why Channel for SoftwareOne?

Channel is a growth driver.... ...based on an attractive business model

Revenue(”, CHFm, % YoY ccy

N\

Scalable
business model

0
+18.7% 120.4

106.9

* Platform centric

* Global capabilities,
local execution

» Scale engine for
vendors in SME

2024 2025

50 (1) Based on like-for-like historical financials as if the acquisition of Crayon had been completed on 1 January 2024.

£

Complementary
to other business lines

« Efficient go-to-
market route for
SME customers

* Full coverage of all
segments

P

Exposure
to ISVs

* Channel model
well suited for
ISVs and product
companies



PARTNER VALUE

Why partners choose to work with SoftwareOne

@ Partners choose SoftwareOne because their growth is at the center of our model

How we help our partners:

& T P et

Focused model Platform Al-driven insights Services

Cloud-first distribution built in A self-service platform that Actionable insights that help Value-added services that help
partnership with leading simplifies transactions and partners identify opportunities partners unlock growth and
hyperscalers and select optimizes partner operations and optimize decisions new revenue streams

vendors

; ene



CHANNEL

Outlook and SoftwareOne’s big opportunity

52

Distribution is shifting from enabling
transactions to enabling partner value creation

Vendors continue to consolidate on players
with strong capabilities

Global nature of customer needs, but local
business relationships remain critical

Channel business model proven and operating
in ~25 markets

Additional potential to ramp up the remaining
~45 markets

We can drive further growth in all markets from
our Al-enabled, cloud-centric distribution
model
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Chief Executive Officer, Apro
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The Channel
partner perspective

A\ APRO

54
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Our talent

and culture

Powering scalable
success

Nina = - FTSE5e
Janorschke

H 1 E Chief Human Resources Officer




OUR TALENT AND CULTURE: POWERING SCALABLE SUCCESS

Workforce demographics

Our global organization - regional view SoftwareOne — our employees in numbers

[ DEMOGRAPHICS ] [ EXPERTISE & CAPABILITIES ]

10% 12 428 ITAM & FinO ialist
NORDICS inOps specialists
(1,) 700+ Largest ITAM practice globally
FTEs
14% \ Certified employees
WEMEA 8 6 12 OOO"‘ Microsoft, AWS & Google
. certified

6%
DACH

@ yrs median tenure

38.9
@ age in years 0 Leaders registered
75 /0 for leadership training
)
34 A) 1 1 .5 Annual training hours p.p.

female share of all HCs incl. Al internal training

3 5 0 Data & Al practitioners
Growing at high speed

56 (1) As of Q1 2026. Figures may not sum due to rounding. m



OUR TALENT AND CULTURE: POWERING SCALABLE SUCCESS

Our unique, value-driven culture

2R =

defined by our values

&85

One company embracing diversity

Meet some of our talent

57

Tora Deglum

Global TA Lead, Enabling
Functions, Norway

“As part of our global Talent
Acquisition team, | see our values
shape how we connect with people
from all over the world. By partnering
closely with our hiring leaders, | focus
on identifying and attracting talent who
bring new perspectives and drive
meaningful impact.”

Oscar Castillo

Account Manager,
Chile

“My experience at SoftwareOne has
been wonderful. The quality of my
colleagues and leaders motivates me
to improve every day. With great
professionals and even better people,
our achievements stem from
exceptional teamwork.”

Director Data & Al, India

“We have moved past the Al
experimentation phase. Our clients at
SoftwareOne are seeing real
outcomes, faster decisions, smarter

operations and new revenue streams.

That's the promise of Al done right,
and that's exactly what we are
delivering.”

Prithy Yathavamurthy

Hoang Le

Business Development
Manager, Vietham

“My journey at SoftwareOne has been
incredibly fulfilling. With the support of
amazing colleagues and mentors, I've
worked on diverse projects and grown
every step of the way. I'm proud to be
part of a company that truly empowers
its people, and I look forward to
continued growth and success at

SoftwareOne.”



eur core values

0 ntegrity

We consistently do what’s right and build credibility through honesty,
transparency, and speaking up.

m omentum

We embrace change with resilience, pioneer new solutions, and drive
continuous improvement together, moving with pace.

Qassion

We always aim to go beyond expectations, deliver with excellence and a
growth mindset.

Q ccountability

We take ownership, follow through on commitments, stay humble, and
drive real impact.

G ustomer-Focus

We are driven by customer success, building loyalty and lasting
partnerships with all our stakeholders. f;f/

—

G rust

=

e

We put people at the heart of everything, fostering empathy,
empowerment, and respect in an environment where everyone can thrive.




OUR TALENT AND CULTURE: POWERING SCALABLE SUCCESS

Our unique, value-driven culture

2R =

defined by our values

&85

One company embracing diversity

Meet some of our talent

59

Tora Deglum

Global TA Lead, Enabling
Functions, Norway

“As part of our global Talent
Acquisition team, | see our values
shape how we connect with people
from all over the world. By partnering
closely with our hiring leaders, | focus
on identifying and attracting talent who
bring new perspectives and drive
meaningful impact.”

Oscar Castillo

Account Manager,
Chile

“My experience at SoftwareOne has
been wonderful. The quality of my
colleagues and leaders motivates me
to improve every day. With great
professionals and even better people,
our achievements stem from
exceptional teamwork.”

Director Data & Al, India

“We have moved past the Al
experimentation phase. Our clients at
SoftwareOne are seeing real
outcomes, faster decisions, smarter

operations and new revenue streams.

That's the promise of Al done right,
and that's exactly what we are
delivering.”

Prithy Yathavamurthy

Hoang Le

Business Development
Manager, Vietham

“My journey at SoftwareOne has been
incredibly fulfilling. With the support of
amazing colleagues and mentors, I've
worked on diverse projects and grown
every step of the way. I'm proud to be
part of a company that truly empowers
its people, and I look forward to
continued growth and success at

SoftwareOne.”



OUR TALENT AND CULTURE: POWERING SCALABLE SUCCESS

People & Culture as strategic driver of our
performance, growth, and company culture

Driving scalable success
through a thoughtful blend of
advanced Al capabilities and

Building high-performing teams, supporting our growth strategy through:

a strong culture rooted in @ @ ,g(%g
genuine care and community, ) L, i
enabled by empowered Leadership and Al capabilities Al-driven workforce

talent retention transformation
colleagues around the globe.
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Brian
Moats

Senior Vice President of Global Commercial
Sales and Partners at Broadcom
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Regional
spotlight

Raphael »
Erb Z 3

Co-Chief Executive Officer
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REGIONAL SPOTLIGHT

Global reach with unmatched local delivery capability

FY 2025 Revenue split by business Im%>§ ?

I Software & Cloud Direct B D

I Software & Cloud Channel
P Software & '

NORAM = largest and

most competitive software and
cloud market globally.

LATAM = high-growth

region with low cloud penetration.

# countries: 16

FTEs: 2.0k

(1) Based on FY 2025 combined like-for-like revenue.
64 (2) Number of countries per region based on legal entity structure.

@@% WEM EA - highly fragmented

market with strong incumbent local
resellers.

-

# countries: 14

o Y FTEs: 1.8k
# countries@): 2 I\g/
FTEs®: 0.6k :
n = .
="

DACH = _incumbent position with

deep enterprise and public sector
relationships.

@

# countries: 3
FTEs: 1.9k

%[fb NORDICS - strong

inherited position and brand from
Crayon combination.

# countries: 5
FTEs: 1.2k

N /e

CEE = fast-growing,

underpenetrated market strong
IT adoption momentum.

# countries: 15
FTEs: 1.2k

N et
APAC = fastest-growing region

for cloud spend but highly uneven digital
maturity across markets.

# countries: 15
FTEs: 3.6k

(3) Number of FTEs per region as of Q1 2026. Includes Group functions, such as shared sales and service delivery centers and financial shared service centers. Figures may not sum due to rounding.
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Regional spotlight:
DACH | NORAM | APAC

Patrick Regina Varun - .
Kaegi Manfredi Paliwal™ *
Regional President, DACH Regional President, NORAM Regional‘?reside'}ht, APAC & #
‘4. ﬂ
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Nicole Dezen

Chief Partner Officer and
CVP, Global Channel Partner Sales,
Microsoft
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SoftwareOne as a
strategic partner
for Microsoft
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Our financial
ambition 2030

Hanspeter
Schraner :

Chief Financial Officer )
m ‘




OUR FINANCIAL AMBITION 2030

Our combined business has a strong financial foundation to
deliver profitable growth

EEE |;||;|

Successful execution Focus on value Delivering attractive
of Crayon integration creation shareholder returns
= Strong business = Profitable growth focus = Balanced capital
momentum UVt allocation
» Cost discipline
= CHF 86m synergies : = Attractive shareholder
: = Strong cash conversion
delivered, ahead of plan for returns

CHF 100m = Better earnings quality

69



OUR FINANCIAL AMBITION 2030

2030 ambitions

High
single-digit > 28%

Revenue EBITDA
CAGR margin

> 60%

Cash
conversion

30 — 50%

of net profit

Dividend
policy

70




OUR FINANCIAL AMBITION 2030

Revenue CAGR from 2026 to 2030: High single-digit

lllustrative

{ High single-digit CAGR from 2026 to 2030

Mid-to-high DS_&Ct
single digit rec
[

1.4%™M —

EA-to-CSP shift

Multivendor
2025 2026

71 (1) Like-for-like comparison, assuming the Crayon acquisition had been effective as of 1 January 2024.

S&C
Services

—
4—

S&C
Channel

Data & Al
ITAM
Underpenetrated
markets Cloud Services
Hyperscaler &
ISV ecosystem 2030

2



OUR FINANCIAL AMBITION 2030

EBITDA margin 2030: > 28%

lllustrative

{ ~S5pp improvement in EBITDA margin

)
)

Distinctive margin profiles:
> 23.0% Direct and Channel vs. Services

20.9%"

Al efficiencies driving margin expansion

2025 2026

72 (1) Like-for-like comparison, assuming the Crayon acquisition had been effective as of 1 January 2024.

> 28.0%

2030



OUR FINANCIAL AMBITION 2030

gl "
single-digit 30— 50%

Cash conversion: > 60%

Free cash flow _

> 60%

~
J

Operating cash flow ] = [ Capex

. . . l

Strong operating cash flow Self-funded EBITD.A Aplintigeli Step—chg ngein gash
: : operating leverage conversion sustained
driven by earnings and Capex through : ) hiah levels th h
NWC release NWC release and margin expansion at high levels throug
(20.9% (N — >28%) 2030

73 (1) Like-for-like comparison, assuming the Crayon acquisition had been effective as of 1 January 2024. m



OUR FINANCIAL AMBITION 2030

Capital allocation policy aligned with growth ambitions

| $ Investing
' in sustainable growth

= Focused investment in
organic growth

= Strategic Al investments to
unlock growth and efficiency

=  Selective, value-accretive
bolt-on M&A

74

Progressive
dividend policy

30-50% of net profit

Disciplined
leverage

Healthy net debt / EBITDA ratio

ene



OUR FINANCIAL AMBITION 2030

A strong financial foundation and a clear path to our targets

0aag
g.]l} ooag
000

Sustainable Structural Improved Improving
revenue growth margin expansion cash generation quality of earnings

" ene
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