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Today’s presenters

Erik Syrén, CEO Magnus Hansson, CFO
Lime since 2001 Lime since 2015



This is Lime

Nordic SaaS CRM expert with solid growth opportunities

Geographical footprint
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Key success factors

Long history of profitable growth: 2000-2019 CAGR of 18 % in net
sales & CAGR of 25 % in adjusted EBITA.

Saas$s as a business model: Approx. 60 % of net sales are recurring.

Sticky customer base: More than 5 000 customers with low customer

concentration. 10 biggest customers stand for less than 8 %.

Strong corporate culture with high engagement among employees.
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Impact

* Order intake less than expected from new
customers during mid-March to May.

« Subscription suspensions to existing
customers who were harshly impacted.

« Deferral to new customers of the first invoice.

 Many of our customers decided to have
extended holidays.
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Several deals in the Nordics

Good mixture of small, midsize and large enterprises

Customer concentration

. Karlshamn °
Ishavskraft €~€rgl

9,9%

Gotene B solvesborg
Elférening energi

+ 200 SME customers

2018 2019 RTM 2020-09

B Top 10 customers % of net sales W Top customer % of net sales
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Increase in annual recurring revenue drives growth

ARR development (SEKm)

Growth
19Q3-20Q3

12%

-3%

17%

Q32018 Q42018 Q12019 Q22019 Q32019 Q42019 Q12020 Q22020 Q32020

e Subscription mm Service agreements

Annual recurring revenue (ARR)



Transition from up-front to subscription pricing model since 2015 is nearly complete

Recurring revenue is growing rapidly

Pricing model transformation over time

LTM net sales by revenue stream, SEKm ]
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Source: Company information.

Revenue guidance

License, subscription

v CRM system mainly as subscription
v' Increased sales team to drive further ARR for subscriptions

Support contract

Support contract sold together with up-front licenses

v" No addition to support contracts as a result of nearly no up-front sales,
Support contracts for existing up-front clients still generate revenue

License, up-front

Revenue stream in decline as the products are sold as SaaS

v' Some existing clients still buy more licenses up-front

Expert services

v' Large part of sales derives from existing customers

v' Customer base is growing, expected to drive expert services growth but
decreases as part of total net sales
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Split by geography

Revenue

SEKm
Total o 5

growth % 18%

Organic 10% 149

growth

3274
276,8
68,0 75,6

Q32019 Q32020 LTM Q3 2019 LTM Q3 2020
SEKm 81,8 85,0 85,0
m Sweden m Rest of Nordics oo 75,6

69,9 70,0 !
o89 68,0 Growth
19Q3-20Q3
55,4 105
8,5
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19Q4
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Traction across geographies

SEKm
O Y-o-Y growth (%)

LTM Q32019 LTM Q32020

B Sweden M Rest of Nordics
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Profit

Reaching an adjusted EBITA margin of 33 % in Q3 2020

EBITA development” Rolling LTM EBITA and margin development?
SEKm SEKm |L4%| l

89,9

22,2%
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24,7
19,3
Q32019 Q32020 LTM Q3 2019 LTM Q3 2020 17Q3 17Q4 18Q1 18Q2 18Q3 18Q4 1901 19Q2 19Q3 19Q4 20Q1 20Q2 20Q83

o Adjusted EBITA —m— Adjusted EBITA-margin o LTM adjusted EBITA —m— | TM adjusted EBITA-margin

Note: 1) EBITA adjusted for IPO and acquisition related expenses.



OPEX development

Large majority of operating expenses related to growth in FTEs

Personnel expenses development Other operating expenses development (adj.)?

53,2 53,6

-18%

53,4% 52,9%
12,7
! 10,4
36,3 40,0
Q32019 Q32020 LT™M Q32019 LTM Q3 2020 Q32019 Q32020 LTM Q32019 LTM Q3 2020
m Personnel expenses —#— % of Net sales mm Other expenses  —#— % of Net sales

Note: 1) EBITA adjusted for IPO and acquisition related expenses.
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Substantially growing organization

while increasing employee satisfaction

Lime is an attractive employer

~25 employees began in Jan
~4 000 and ~45 began in Aug

applicants

~95% have academic
Degree

and ~70 new
employees

2020
~60% are women

@

Strong corporate culture

On-boarding

Trainee program for new hires

Kick-off Ilmeo

Follow-up education x2
Graduation!

Personal development plan
Start in January and August

@

Employee net
promoter score

47

(on scale from -100 to +100)
October 2020

%@




My lagging deals eals this month Agreements to update Visits this month

New leads!

Sales desnboard

@ Salespipe @ Sales forecast
@ affs 1@

14,000,000

12,000,000

10,000,000

@ 1.Kundkontak: B000.000
- Kundkontakt

® 2.Behovsanalys 25715 MSEK

®3

Offert 4,000,000
2,000,000

6,000,000

Deal value

Expected order

All ongoing deals: 582 - Weighted value: 87,516,676
Value: 257145867

1. Customer contact: 170 7,903,636 / 73766360

Ring upp

Olli Arnfinn Isene * ol armfinn isene@limedemo.com * 04/11/2019 at 9:12 AM - 9:3( LIME Pro licenser - Cubic- Modulsystem A/S

Daniel Fersson

450,000 / 4,500,000

Boka lokal - LIME Easy + businesscheck - Lejonen Speeciay AB ~ LvERon . Ao se

Vastergatan 1 * GISLAVED * Kirsti Vuoristo * KirStvuarnisto@imedema.com * 07/31/2019- 09 P Srvatnngsavecking 450,000/ 450
Nis Olsson + Jun 2020

Gleitmo Technik AB

Varlgbergsvagen & * KUNGSBACKA * 12/29/2019 at 1200 PM - 1230 PM LIME Pro & ERP koppling + EG MTC 4/5

422000/ 1,688,000
asdasdsad + HBA Maskiner
Kattilsmalavagen 42 + KARLSKRONA + A rrisinen » +4

lundalogik s * 04/03/2020 at 1:00 PM - 1:30 PM
2 Demand analysis: 216 53,446,140/

TEST + HBA Maskiner

Kattilsmalavigen 42 * K/
3. Quote: 196 26,166,900/ 43,

—
Flj upp offert » LIME Pro licenser + Cubic- Modulsystem A/S

Lime Bl - D




9 Medarbetare

Welcome to Lime Bl Dashboard!

Don't forget to use the filters above to narrow your results!

Sales pipe - weighted value

@ 1. Kundkontakt
@ 2 Behovsanalys
® 3. Offert

25,7 MSEK

‘Won deals last 6 months
@ Dealvalue ® Noofdeals
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Sales forecast

@ 2.Demand analysis
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Won deals this year
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Hej Art Vandaley,

Vanligen las igenom och klicka pa knappen
under dokumentet for att signera 'Avtal for
Lime CRM".

Fredrik Ekman

Genom att anvanda denna tjanst
accep du tja - Villkor.
Allmanna Villkor

Prisspecifikation

Lime CRM, inkl. §

Web App.

kopplingor till Bisnode, hosting, support och uppgraderingar

Lime CRM, X anvandare & 460:-
Summa tjonsten

S» Signera dokumentet

BankID

Kryssruta

Signera dokume
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Acquisition strategy

Strengthen the product portfolio both for new and existing customers

Acquisition rationale

Strengthen product offering and value proposition
Gather competence and resources
Cross sell Lime products to new customer base

Geographic expansion

Marketing
autom-

Targets

Geography Helpdesk genera-
tors

< 25% of B2 Satisfied
revenue focus customers

Similar Satisfied
No platforms
culture employees
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Sales growth

EBITA margin

Capital structure

Dividend policy

Financial targets

“Lime’s objective in the medium term is to achieve an annual organic net
sales growth above 15%"

“Lime’s objective in the medium term is to achieve an annual EBITA
margin above 23%"

“The objective in respect of the capital structure is that the net debt,
excluding leasing liabilities, in relation to EBITDA should be less than 2.5"

“Lime intends to distribute available cash flow, after taking into account
the Company’s indebtedness as well as future growth opportunities,
including acquisitions. Dividend is expected to correspond to at least

50 % of net profit.”

LTM Q3 2020

51%
(1.50 SEK/share)




Q3 2020 summary

Order intake was less than expected in Q2, deferral
Covid-19 impact of the first invoice and extended holidays affected
the growth in Q3.

Net sales MSEK 76 +8 MSEK
(11 % total growth and 18 % total growth LTM)

Adjusted EBITA margin 33 % and 27,5 % LTM
(28 % same period last year)

Profitability

We continue to invest in growth. During the third
guarter, we invested in recruitment, product
development and new markets.




Thank you for listening!




