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Agenda

» Introduction to ITAB Group

» Retail in Transformation

» The leading Solution Provider
» The Growth Opportunity

» Interim Report Q1 2024

» Questions & Answers
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Infroduction to ITAB Group
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ITAB at a glance in 2023

MAIN CUSTOMER

__________________________________________ TABGROWP . . GROUPS  SOWTONS
Grocer
] 5 production y 4 .
o Retail Interior
facilities in 12 )
countries s DIY/ Home Retail Technology
MSEK, Net Sales - 1 q: .
improvement Retail Lighting
Retail Services
Fashion
ITAB
operations in
23 countries MSEK, Operating profit Other Customer
Groups Rethink Retail.Together.
(Pharmacies, Health &
Beauty, Consumer At ITAB we help customers turn
o Electronics, Sport & consumer brand experience info
2 53 3 leisure, Service physical reality with our know-how,
’ - o Stations, Hotels, solutions and ecosystem of
employees . . Offices, Brands, partners.
Operating margin Industry, Cafés &
Restaurants)

Numbers refer to the Financial Year 2023.
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ITAB Group 2014-2024

Net sales, Net delbt and EBIT margin (adjusted) development for ITAB Group

Market shift away from new stores, towards store experience and

Acquisifion driven growth, high lighting ine i ; ;
online investments

margins and a market of large expansion

|
|
1
|
BnSEK programs I : COVID, supply chain disruption, : High interest rates
: : inflation and Russian invasion I impact store spend
7 - 9.8% | November 2019 - :
: Restfructuring started I
6 - I : 8.4%
: !
|
5 - : !
I |
4 - : :
| 6.2% '
3 | . 6.0% ’ :
I |
2 A d :
|
.- ' 3.9% ks |
il Bl | B N il ™ B
0 ! ! . h S eon e e -
2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 Q1
(R12)
Net sales, BnSEK == == Net debt excl. leasing, BnSEK e EBIT margin (adjusted), %
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Changing consumer expectations
drive fransformation in retail ...

ONSUMER RETAILER

§ ."5‘; """""""

ITAB

» Greater choice of » Market disruption from » Continual insight from
service online both consumer and
» Frictionless experiences » Changing investment customers across all
- priorities regions
» More demanding out based val
expectations » Reducing cost of in-sfore > 2YIcome basea value
operations proposition

» More informed on both
product and price » Investment in store
experiences that
differentiate their brand » Supported by an
ecosystem of partners

» Solution provider driven
by market insight

» Investing more time in
themselves and their

social network » Keeping pace with the ; ; Ut
changing needs of their © co-create solutons
customers » Agile and flexible

operations

... Creafing a cost vs experience
dilemma and how fo get the best
refurn on capital
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One ITAB strategy focuses on transforming ITAB 1TAB

info the leading Solution Provider with
differentiating capabilities

BEING A SOLUTION
PROVIDER
RE-ENGINEERED COST EXCELLENCE IN
STRUCTURE ECOSYSTEM OF PARTNERS OPERATIONS

EMPOWERING PEOPLE &
COMMON WAYS OF
WORKING

ITAB | 12
Copyrigh’r©



ITAB strategy to position for growth, be a solution ITAR
provider and leverage the scale of one

Market Position and Expansion

Focus on large European retail customers and following them into the world. Cross-sell products at existing customers and penetrate geographical
white spots with focus on customers in grocery, convenience, service stations, pharmacy, DIY / home improvement (Apparel maintained)

Solution provider way-to-play 6 Differentiating capabilities Portfolio of Offerings
/ value proposition 4

Corrce

Rethink Retail. Together.

Market insight and

SV S — i Marketi t BTN
experience into physical reality ez innelie iz EhEn @ o
* Delivering measurable results for = Consultative solution selling 2 g
customers in in-store experience, sales, . .
efficiency, service and running costs X Outcome based Solution Design (0:
_ _ 8 =
¢ CO-CF@OTIHQ Toge’rher with consumers iy Aglle opera’rlons / E, g
and retailers ~/ Operational Excellence o) -t
% 3
* Customize, bundle and infegrate own ;¥ Ecosystem partnering <.
and partner services, equipment and 3 %
software into solutions EY Modular product design i Lighting Retail 2 -
Products Products Technology %
Q
&, Diligent pricing @

Focus on developing
retail tech and services

Common ways-of-working / One Company capabilities

® End-fo-end processes ® Organization @ [T, information and financial infrastructure ® Governance / KPIs and Decision Forums
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As a Solution Provider we will strengthen our
position and provide value to the customer

. . . o . Rethink Retail. T ther.
The solution provider approach is delivering a wider and more relevant Sthink kerall. Jogetner

portfolio of products and services to customers, driving:
Project

Management Maintenance

& Installation

Solution

Store Design Design

» More strategic partnerships with our customers
» Increased cross selling and market penetration

- . . . . Experience amplification and personalization
» Utilisation of our growing our retail technology portfolio

) ) Seamless checkout, payments and loss prevention
» Growth in services revenues

Online / Offline integration

» Growth in re-occurring revenue streams
Back-end productivity

Providing the link into the future position of retail which is becoming dato- Retail Analyfics
driven generation led by personalised and data driven experience.

Retail Retail Retail

Interior Lighting Technology
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ITAB is well positioned 1o help retailers
rethink retail, and improve their business

Outcome based value proposition

»  With a focus on a value based outcome we can deliver
measurable results to our customers

» Starting with the consumer to understand their evolving needs
and how they shop across different sectors

» Coupled with understanding the retailer challenges and
investment priorities

» ITAB uses its refail insights, store know-how, solutions and
leading best practice with proven return on investment

» Utilizing our breadth of solutions to create consumer journeys
that influence buying behavior
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Desired Consumer Brand Experience
Improving the physical store experience,
driving footfall and consumer refention

Increased Sales & Conversion
Creatfing an experience that influences
consumer buying behaviour

Improved Efficiencies & Service
Seamless consumer journeys that
increase throughput and service

Reduced Operational Cost
Efficient operating models to help reduce
cost instore running costs




Supporting our growing influence on the
consumer journey and retail operations
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Strategy execution update and our focus going forward

—7
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STABILISE

Cost & capital
restructuring

Sourcing volume consolidation
SG&A reduction

Manufacturing footprint
consolidation

Reduced net debt
Reduction of fixed cost

Fighting covid and its
consequences

BUILD & INVEST

Solution provider
capabilities

Development of Value
proposition

Roll out of new Go-to-Market
model with sales frainings

Services, Technology and
Solution sales ambitions set

Excellence in Operations

Implement One ITAB operating
model supported by shared IT

AMPLIFY

EXPAND

Sustainable
profitable growth

Increase cross-selling fo existing
customers & penetration in
existing markets

Leverage our strengths and
cross sector know-how incl.
existing services across our
regions

Extend our fechnology &
service offer to support more
areas of the value chain that
impact of the physical store

GROWTH

A8
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2 MEN

1 WOMEN
CHILDREN

0 WOMEN
HOMEWARE
CAFE
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Our market is driven by retailers’ store investments, ITAR
the opportunity for ITAB to grow is substantial

The European modern retail market is estimated to
SEK 44,000 bn in stores and online.

Modern retailers invest approx. 3 percent of revenues in

supply chain, stores, online and other, of which approx. Approx. SEK 180,000 bn
15 percent is estimated to be allocated to in-store. Global Modern Retail Sales

Our share will depend on geography and portfolio.

ITAB’s market is stemming from a share of store chains’ Approx. SEK 44,000 bn
investments, and driven by: European Modern Retail Sales

» Store population, number and size

. Approx. SEK 110 bn
> Expansion programme ITAB’s European “addressable” market

» Refurbishment rate

» Refurbishment spend per sgm

» Maintenance spend

ITAB | 20
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Our focus is on profitable growth 1TAR
maximizing our know-how and expertise

Penetrate core market

» Cross-sell existing products and services portfolio to
existing customer base.

» Gain new customers in focus segments grocery, home
New improvements and fashion.
Offerings
SRR Expand with new offerings
» Retail fech solutions e.g. OnRed platform, mobile

checkout, online/offline integration, smart
shelves/inventory.

Core

Market

» Services within tech solution integration, logistics,
installation and maintenance.

Expand to new markets and segments
» White spots in Eastern and Southern Europe.
» Distribution into regions outside of European footprint.
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Trends in current market
underpin areas of growth where =
ITAB is well positioned N—

ITABs wider portfolio is well placed
to consolidate for the customer to
reduce cost and complexity.

» Retailers are consolidating supply chain fo reduce cost

» Confinued shift in store investments from new store
programs to smaller refurbishment projects to drive shorter
ROI

» Use of retfail technology to increase consumer self-service,
reduce loss and improve experience

» Energy efficient lighting to reduce in-store operating costs
and support the reduction in carbon emissions

» Adoption of wider differentiating experience with suppliers
to support the reduction of operating costs

., ¥ Many suppliers delivering | ;
() ¥ —  intothe customer as limited [ [S. -
' portfolio per supplier. 1o

,
,
,
:
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Inferim Report @1 2024

January 1s-March 31¢t
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Increased sales in Q1 2024

ITAB sighed a number of new customer contracts in spring
2024, including the delivery and installation of:

» 7,200 self-checkouts o the stores of a leading grocery
chain in multiple countries in Europe - total value is
estimated at approximately MEUR 16 in 2024

» Customised interiors, checkouts and fitting rooms for the
refurbishment of existing stores and in upcoming new
stores over three years for a leading fashion chain in
Europe - total value is estimated at approximately MEUR 16

» Entrance and exit gates to a leading grocery chain
aimed at improving loss-prevention measures in the stores
across Europe - total value is estimated at at least MEUR 8
over three years
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Continued strong profitability improvement, low debt, ITAB
and positive cash flow development

Net sales and adjusted EBIT (BnSEK, %)

6.9
6.1 6.1 6,1 6.2 MSEK 31 Mo po2a 2023  Change
53 7 Net sales 6.210 6.139 +1%
EBIT 523 432 +21%
2 0% / Adjusted EBITDA 771 686 +12%
0% 6.3% W Adjusted EBIT 578 432 +21%
Adjusted EBT 469 385 +22%
Operating cash flow 882 810 +9%
Net debt excl. leasing 96 45 +51

4.0%
s

2019 2020 2021 2022 2023 RTM Q1

: 2024
— Adjusted EBIT Net sales

ITAB | 25 Note: Sales and earnings excluding Discontinued Operations for 2021-2024.
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Modest growth of 5% in @1, driven by Grocery segment ITAR
and our portfolio in Retail Technology

Net sales per quarter (BnSEK), and % split by sector

» Quarterly growth of 5% where we experience a 77 s 17 a7 | D ! Growth 23-24
. , . : : ' : 1.6 16
1.5 1.5 1.5
stabilizing market environment and confinued 1.4 Srocery
. . 0.9
focus on loss prevention and store efficiency to 10 09 10 0.9 08 09 o
09 0.8 0.8 0
mifigate cost increases 0.2 DIY
0o 03 02 03 9o 02 02 02 4, .
8'12 00 02 02 03 02 o 02 o2 Ol Fashion
» Growth drivers includes Grocery segment and our m RN E o

offering within Loss Prevention (e.g. Smart Gates), 21Q3 21Q4 22Q1 22Q2 22Q3 22Q4 23Q1 23Q2 23Q3 23Q4 24Q

Self-Checkouts and other self-service solutions, as
Net sales RTM (BnSEK), and % split by sector

well as bespoke interior Growth 23-24

- Bespoke interior solutions has still not refurned . . 09 6|1 éllz
to historic levels, but customers are again : 57 . Grocery

. . . N 3.2 .
returning to discussions about consumer- and 3.1 7
DIY

- - i i 0.9 1.0 0.8 0.8
store experience which could drive this ™ 07 08 07 e 0% chion

2019 2020 2021 2022 2023 2024
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Historically, this is ITABs strongest Q1 result with EBIT of ITAR
10.2%, driven by gross margin and technology leadership

» Reported EBIT of MSEK 161 (70), is underpinned by a EBIT (MSEK, %)
favorable product mix and generally increasing margins @ !
across portfolio and geographies 164 161
, s , 142
» Although we continue to be successful within Loss Prevention, 129
we now also see margin impact from growth in self-service log 113 114 107
solutions, as well as a higher demand of interior solutions 95 31 8.4%
ally withi 7.0%7.0% 74 R X
especially within Grocery S 496 3/ 80 6.8%¢ 4o, 70 U7
6.0% : : 6.0915_7% . : 5.8%  ~ 6\.1% Ve
. . . . [ _——l
» Above product mix development, combined with a higher = >.0% 1 6.4%
. (o] ; /
capacity utilization at our largest factories, as well as full effect ‘ 3.2%3 0% 3',593.2%3-5,%
. . . 2%1% £ —N23%7 T 7
from our efforts to lower costs during 2023, is the foundation of 2_2/24’ <7
our performance improvement. We will confinue to refine our
ways of working and organisational structure to further 233 993333 YIL TS ZY 3
improve cost efficiency N &N & & & & & & & a8 NN
Adjusted, MSEK Adjusted RTM, % — — Reported RTM, %

ITAB | 27
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Strong RTM cash flow (MSEK 882) driven by profitability ITAR
improvement and higher capital efficiency

» Cash flow for @1 at MSEK 64 impacted by strong Operating cash flow (MSEK)

+289
profitability, but also negatively by higher levels of
. . . X . X 469 903 376 882
working capital (mainly AR) required to support our 811 7g7 810,”\810_-
749
sales growth / T
300 542 593
» RTM yearly operating cash flow amounts to MSEK 882, 579
213
driven by significantly improved operating capital, as 37\2
, . 136
well as profitability 128 102 227
64
» Inventory continues to be on a more normalized level 19
T . . . . -17 165 | / -8
» Our initiatives and actions to reduce operating capital " co -122
continues to materialise, and our strong focus will '92‘-336’
confinue onwards to increase our capital efficiency -158
(90) < i o (90) < i o o < i o (90) < —
g g o o g oo oo o g o o g g
o o i — i i (@] (@] (@] (@] o on (98] on <
(@l N (@] N N N (@) (@) (@] (@] (@) o N (@] (@)
MSEK == RTM
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Main takeaways from Q1 2024

2024 begins with historically strong earnings

» Increased sales in combination with continued strong gross
margin contribute fo the highest EBIT margin to date for the first
quarter in any year for ITAB

» A number of new customer agreements signed - with confinued
strong demand for our loss prevention solufions and increasing
inferest in self checkouts and refurbishment of stores

» A favourable and more balanced product and customer mix
contribute to a continued strong gross and EBIT margin

» Strong gross margin and efforts o reduce the working capital
continue to have a positive impact on cash flow

» The outcome for the quarter confirms that our long-term plan
works — and our focus over the next two to three years is on
finishing the final part of the strategy fo tfransform and modernise
ITAB and to actively participate in the expansion and
consolidation of the market
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RETHINK RETAIL. TOGETHER.
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