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Sum up Q2 2021

50+ new team members

Improving market situation

Good order intake, 39 % growth in Q2
Focus on growth markets

New management team in place
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Aktiva affarsmjligheter Vunna afférer Kunder

e Todos Showing Upcomming =

Follow up quotation « Peab Bolig 5
Aesnes Torp * jesnes tomglimedemo.cam » 0513/2021-12:02 P

Folj upp offert - Kallz Media Oy
01249851248 « Kslle Andersson - kalle,anderssonilime tech « U5/25/2027 - 9:02 AM

Fal] upp affert - Oslo Bars Vps Holding ASA
Magnus Jacobsen - magnus Jacobsen@limedeme com - 03/25/2021 - 9:02 AM

Fol] upp alfert+ Bresundshalsan Foretagshalsovird A8
1464045163079 ¢ Warianne MATRanen * marianne mannonen@iimedemn com + 06/11/7021 - 9:07
AM

Folj upp affert - KFI Spa Management AB
+46B534885T370 « Ynuar StBMSholm » yngvar stromsholm@limedemo com « 06/11/2021 - 902
A

Folj upp affert+ Peab Bolig AS
Jespe Torp + fespes torp@limedemo.cam - 06/17/2071- 3112 44

Folj upp affert - Lime Technologies
Crewbacea Lego Persson - chewbacca perssan@imedemo com - 06/11/2021 - .02 AM

Filj upp offert + Gresundshilsan Foretagshalsovird A8
4464045163079 * Marisnne Mannianan « mariarne mannonen @limedermo corm - 08/19/2021

1202 PA

Follow up quolation + Tesling AB- Kalle Kula

135 offerter

kade pagdende offerter Antal VD:ar

My angoing deals: & - Weighted walue: 1,416,600
Valug: 2.948,000

1. Customer contact: 3
—

m» LIME Easy licenser avaneerade rapporter - KFO-Service AB
Hay 2020

) Darth Spader + 24 Housing Oy

LIME Easy + businesscheck - Lex Sign AB
Har 2020

. 2. Demand analysis: 2

GQ Fin affarmed Lundalogik - Lundialagik AB
Aug 2020

59 Maskintvatt | Angered AB - Maskintvatt | Borlgnoe AB.
Jan 2020

3. Ouole: 4

59 Collabaration preject - JASP Communication

Arkitekt Terje Rorby AS  Arkitekt Terje Rerhy AS
oct2m9

a0,

43 st

Bokade méten

188,100/ 873000
56,000 / 140,000

54,000 £ 700,000

23100 /33,000
615000/ 1500000 g
460,000 £ 1,000,000
285,000 / 500,000

668,500/ 1075000

412,500 £ 750,000

Agenda

1. Order intake
2. Revenue

3. Profit

4. Summary



1. Order intake



Several deals in Europe

Good mixture of small, midsize and large enterprises

Customer concentration .

E BODENS ENERGI VAMAS
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W Top 10 customers % of net sales Top customer % of net sales

1. Order intake



2. Revenue



Increase in annual recurring revenue drives growth

ARR development (SEKm)
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Q32018

152

43
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Q42018

Growth
20Q2-21Q2
173
167
160 v
45 33%
46
=7%
a44%
147
137
14 123 18
Q12019 Q22019 Q32019 Q4 2019 Q12020 Q22020 Q32020 Q4 2020 Q12021 Q22021

I Subscription B Service agreements Annual recurring revenue (ARR)

1. Order intake



Recurring revenue is growing rapidly

Transition from up-front to subscription pricing model since 2015

Pricing model transformation over time Revenue guidance

LTM net sales by revenue stream, SEKm License, subscription

23 % growth in

400 - subscription LTM
375 -

350
325
300
275 4

250 Recurring \ J
o — revenue Support contract sold together with up-front licenses
4 ~EQO,
o 58% No addition to support contracts as a result of nearly no up-front sales
- . I I I v' Support contracts for existing up-front clients still generate revenue
m 1111 [ I I
License, up-front

v CRM system mainly as subscription
— v" Increased sales teams to drive further ARR for subscriptions

ANERN

v Revenue stream in decline as the products are sold as SaaS
v' Some existing clients still buy more licenses up-front

TN O ST TN M S SN OSSN OSSN OSSN O T N ]
g o o o o g o oo g o (Sf¥e Expert services
232330888 RRRe88822582383aa i
v' Large part of sales derives from existing customers
m Expert services m License, up-front Support contract v" Customer base is growing, expected to drive expert services growth but
M License, subscription Other decreases as part of total net sales

Source: Company information. 1. Order intake



Net sales development

Split by geography

Revenue

Growth 21% 14%
366,0
319,8
SEKm
850 108,0
Q22020 Q22021 LTM Q22020 LTM Q2 2021

103,0
m Sweden m Rest of Europe
94,4
81,8 85,0 85,0
75,6 17,7
70,0
68,0 161 16,0 15,8
76,7
65,7 68,9 69,2
19Q2 19Q3 19Q4 20Q1 20Q2 20Q3 20Q4 21Q1 21Q2

Growth
20Q2-21Q2

21%

66%

1%

Traction across geographies

O Y-o-Y growth (%)

SEKm 75,8

61,1
290,2
258,7

LTM Q22020 LTM Q2 2021

B Sweden ®m Rest of Europe

1. Order intake



3. Profit



Profit
Reaching an adjusted EBITA margin of 27 % in Q2 2021

EBITA development” Rolling LTM EBITA and margin development”

SEKm SEKm [ rqo/ |
107,8 | +28%| l

22,2%

76

26,8%

25,6% 67
62
sa 5%
51
48
27,6
21,8

Q22020 Q22021 LTM Q2 2020 LTM Q2 2021 18Q2 18Q3 18Q4 19Q1 19Q2 19Q3 19Q4 20Q1 20Q2 20Q3 20Q4 21Q1 21Q2

m Adjusted EBITA —m— Adjusted EBITA-margin B LTM adjusted EBITA —@—|_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.)”

SEKm SEKm

+11%

2001 l

56,6% 56,9%
15,4
13,9
58,6
481
Q22020 Q22021 LTM Q22020  LTM Q22021 Q22020 Q22021 LTM Q22020  LTM Q22021

B Personnel expenses == % of Net sales mmmm Other expenses =— % of Net sales

Note: 1) EBITA adjusted for acquisition related expenses.



4. Summary



Order intake

Profitability

Q2 2021 summary

Good growth in our order intake with a good
mixture between our focus verticals and markets

21 % total growth in Q2 and 14 % LTM
33 % in ARR growth

Adjusted EBITA-margin 27 % Q2 and 29,5 % LTM

Hired +50 new team members, majority starts in August
Increased marketing spend



Sales growth

EBITA margin

Capital structure

Dividend policy

Financial targets

“Lime’s objective in the medium term is to achieve an annual net sales
growth above 18%"

“Lime’s objective in the medium term is to achieve an annual EBITA
margin above 25%"

y
N

“The objective in respect of the capital structure is that the net debt in
relation to EBITDA should be less than 2.5”

y
N

“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.”

y
N

D

LTM Q2 2021

14 %
29,5 %

1,8

53 %
(2.50 SEK/share)



Thank you for listening!

Have a nice summer ©
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