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Exceeding customers' expectations

Software and know-how that helps companies attract new and keep existing customers

Over Key success
f § VVesoallinto create a world where @ factors

every customer experience exceeds 1,000,000 users 1 2 + Long term profitable growth
expectations, making customers’ - 68 % recurring revenue, LTM
o o o) !
lives easier through spot-on software ver offices in « Sticky customer base

and on-point expertise 7'500 customers 7 countries ~ 500 « Strong corporate culture

~ Net sales (SEKm)
= Adj. EBITA (SEKm) 740

577
490 I
I I I 185
127 I
ss 65 B I I
5

71 I
4 45
7, w, 2g %6, w 19 w2 e Wy Lg . .
4 4 5 7 8 4o - .

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 201 2012 20183 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025



Sum up 04 and 2025

04

Sales growth Adj. EBITA margin ARR growth

FY25
Sales growth Adj. EBITA margin ARR growth

Proposed dividend

New deals and strategic acquisition to further
strengthen position in Germany

Business Unit focus and leadership

Continued Al investments and traction



1. Order intake
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Several deals within our verticals

Good mixture of small, midsize and large enterprises
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2. Revenue
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Recurring revenue is growing rapidly

Transition from up-front to subscription pricing model since 2015

Pricing model transformation over time

Revenue guidance
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Revenue

Net sales development
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3. Profit
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Profit

Reaching an adjusted EBITA margin of 25 % in Q4 2025

EBITA development? Rolling LTM EBITA and margin development®
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Note: 1) EBITA adjusted for acquisition related expenses and cyberattack.



OPEX development

Large majority of operating expenses related to growth in FTEs

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

MSEK i MSEK
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2024 2025 m Other expenses % of Net sales
pm Personnel expenses ~—% of Net sales

Note: 1) Adjusted for acquisition related expenses and cyberattack Sportadmin.



4. Summary
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Financial targets

LTM Q4 2025
“Lime’s objective in the medium term is to achieve an annual net sales growth above 18%" 8%
“Lime’s objective in the medium term is to achieve an annual EBITA margin above 25%" 25%
Capital “The objective in respect of the capital structure is that the net debt, excluding lease liabilities, in 0.6
structure relation to EBITDA should be less than 2.5” .
Dividend “Lime intends to distribute available cash flow, after taking into account the
Company’s indebtedness as well as future growth opportunities, including 54%

policy

acquisitions. Dividend is expected to correspond to at least 50% of net profit”
(4.50 SEK/share)
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5. Questions?
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https://investors.lime-technologies.com/en/
https://investors.lime-technologies.com/en/
https://investors.lime-technologies.com/en/
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