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Exceeding customers’ expectations

CRM systems that help companies attract new and keep existing customers

We go all in to create a world
where every customer experience
exceeds expectations, making
customers’ lives easier through
spot-on software and

on-point expertise



Sum up Q12022

Accelerated growth - strong inflow of

recurring revenue

Increased drive — doubling net sales in our

European markets

Investments for continued growth —
new business area for future product

innovation and a scalable organisation
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Aktiva afférsmajligheter Vunna afférer

49 MsEK 7,237 st

Kunder

e Todos Showing Upeeming

Follow up quotation * Peab Balig AS
Jesner Tarm » jespestem @ imedama. com » 05/13/2021-12:0 P

Falj upp offert - Kalle Media Oy
0124981248 + Kalle Andersson + kslle, anderssanijlime tech + 15/25/2021 - 5-02 AW

FoIj upp offert - Dslo Bars Vs Holding ASA
1Magnus Jacebsen - MagnusJacebsen@limedeme com - 03/25/2021  9:02 AM

Folj upp offert - Oresundshdlsan Foretagshalsovérd A8
4464042163079 + Marianne Mannonen © marianne.mannonen@fimedemo.com « 061177071 - $:00
am

Fiol] upp afert - KFI Spa Management AB
+46853488571370 + Vnguar SirBmsholm » yngver stramsholmElimedem.com + 06112021 - 302
am

Folj upp offer  Peab Bolig AS
Jesper Tarp * jesper torpd limedema.com + 06/17/2021 - 9:02 AM

Folj upp offert - Lime Technolagies

Chewbacca Lego Persson - chewbacca persson@limedema.com - 06/11/2021 - %02 AM

Fol] upp offert + Brasundshalsan Foratagshalsovird A8

4464048153078 - Marianne Mannonen + marianne mannonen@limedemo com - D8/19/2021 -

1202 P

Follow up quolalion * Tesling AR - Kalle Kula

135 offerter

My ongoing deals: @ - Weighted value: 1,416,600
Value: 2,948,000

1. Customer contact:
—

4@ LIME Easy licenser avancerade rapporter - KFO-Service AR
May 2020

) Darth Spader « 24 Housing Oy

LIME Easy + businesscheck + Lex Sign AB
Maar 2020

. 2. Demand analysis: 2

:5:) Fin atfarmed Lundalogik - Lundalagik 4B
Ay 2020

59 Maskintvatt i Angered AB - Maskintvatt | Borlange AB.
Jan 2020

. 3.Quote 4

5@ Gallaboration project - JASP Communication

Arkitek! Terje Rorby AS + Arkitek! Terje Rerby AS
Oc12019

a0%,)

43 st

Bokade méten

133,100/ 373000 g

56,000 7 140,000
54,000 /200,000
23,100/ 33,000

615,000/ 1,500,000 gz

360,000 /1,000,000
255,000 / 500,000

858500/ 1075000

412,500 £ 750,000

16R000 £ 21

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
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2. Revenue



Increase in annual recurring revenue drives growth

ARR development (SEKm)

292
279
38
259 260 38
40 38
Growth
195 21Q1-22Q1
43
160 38%
46
241 [ 254 -6%
219 222
49%
152
14
Q12019 Q22019 Q32019 Q4 2019 Q12020 Q22020 Q32020 Q4 2020 Q12021 Q22021 Q32021 Q4 2021 Q12022
I Subscription I 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

450 4
425 -
400 -
375 4
350 -
325 4
300
275 -
250 4
225 -
200 4

44 % growth in

License, subscription

subscription LTM

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

Recurring \, J
— revenue Support contract sold together with up-front licenses
~B1°
61% No addition to support contracts as a result of nearly no up-front sales
I I v' Support contracts for existing up-front clients still generate revenue
License, up-front O

<<

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

O < T NO T S NO ST D NO S S NS S NO S T NS = .
co0Qoo0o0Q00cod00090009005090c00o0? Expert services
DPDLLLOCOOFERERRXRO0202009 000888 &N
- A - o = o - N N N

v' Large part of sales derives from existing customers
W Expert services m License, up-front Support contract v' Customer base is growing, expected to drive expert services growth but
H License, subscription Other decreases as part of total net sales

Source: Company information.

1. Order intake



Net sales development

Split by geography

Revenue

Growth 26% 939, Traction across geographies
O Y-o-Y growth (%)
SEKm 3481 @
94,4 ns,7 @ @
Q12021 Q12022 RTM Q12021 RTM Q12022
B Sweden m Rest of Europe 13,7 m8,7
103,0 Growth
93,1 94,4 92,8 21Q1-22Q1
85,0 85,0
75,6
16,0 26%
100%
68,9
9%
LTM Q12021 LTM Q12022
20Q1 20Q2 20Q3 20Q4 21Q1 21Q2 21Q3 21Q4 22Q1 u Sweden B Rest of Europe

1. Order intake



3. Profit



Profit
Reaching an adjusted EBITA margin of 26 % in Q12022

EBITA development? Rolling LTM EBITA and margin development”

SEKm 12,7

27,8%

25,6%

.Z'

67

62
57 59

30,4
26,2
19Q1 19Q2 19Q3 19Q4 20Q1 20Q2 20Q3 20Q4 21Q1 21Q2 21Q3 21Q4 22Q1
Q12021 Q12022 LTM Q12021 LTM Q12022
mm Adjusted EBITA  —m— Adjusted EBITA-margin L TM 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.)”

24% SEKm
SEKm 47% l
2351 77,6

+54% l
56,0% 55,4%
21,6
65,7
52,8 14,0
Q12021 Q12022 LTM Q12021 LTM Q12022 Q12021 Q12022 LTM Q12021 LTM Q12022

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

Note: 1) EBITA adjusted for acquisition related expenses.



4. Summary



Highlights, Q12022

ARR
GROWTH

SALES EBITA
GROWTH MARGIN

26% 26% 38%




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%"

LTM Q12022

23 %

D

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

26 %

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

1,4

“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.”

59 %
(2.60 SEK/share
proposed)




Thank you for listening!
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