THE CLOUD PLATFORM

FOR BACK OFFICE
DIGITALIZATION

Jean-Michel Bérard, Founder and CEO,
Emmanuel Olivier, COO

Sl EngW




Corporate Overview

Business Model

AGENDA

Strategy
Addendum




CORPORATE OVERVIEW

THE CLOUD PLATFORM FOR DOCUMENT PROCESS AUTOMATION




BRINGING THE &

BACK-OFFICE TO THE

MODERN WORLD
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DIGITIZATION OF B2B BACK OFFICE
PROCESSES

PROCURE-TO-PAY S ., ORDER-TO-CASH

Order Management

Accounts Recelivable
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DIGITAL TRANSFORMATION OF THE
BACK OFFICE

Al

Increased business Enhanced global
productivity visibility & analytics

Eliminate tedious tasks

POSITIVE- ..

Pay suppliers faster '?‘i'“P Served custgmgrs faster
S U M - Increase Visibility Increase visibility

GROWTH

Customers

Reduce Paper Consumption



LEADING ANALYSTS RECOGNITION
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Gartner

Magic Quadrant for
Procure-to-Pay Suites
2021

v

Gartner.

Magic Quadrant for
Invoice-to-Cash Suites
2022
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IDC

IDC MarketScape Major Player
for Accounts Payable
Automation Software

2021

ANALYZE
THE
FUTURE
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IDC MarketScape Leader
for Accounts Receivable
Automation Software
2021
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KEY NUMBERS

300B€

TRANSACTIONS
MANAGED PER YEAR

€134M 37

SALES REVENUE years
v 2021 OF EXPERIENCE

14 -~ o0M

COUNTRY 120/ | TRANSACTIONS
LOCATIONS 2 / 3 0 MANAGED MONTHLY
NET INCOME
H12021
INTERNATIONA
REVENUE
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CANADA

ARGENTINA ----:---@

* Lyon, France — HQ

e Paris, France

¢ Derby, UK

*  Munich & Dusseldorf, Germany
* Madrid, Spain

Milan, Italy

¢

Q BELGIUM o

(L[ i

THE NETHERLANDS
® o GERMANY

SINGAPORE ---rrrr

Brussel, Belgium

Madison, WI & Denver, CO,
USA

Montreal, Canada
Buenos Aires, Argentina

GLOBAL PRESENCE

@

HONG-KONG

¢

- J— AUSTRALIA

Sydney, Australia
Singapore
Hong-Kong

Kuala Lumpur,
Malaysia

Sales Revenue

'Americas (37%) France (27%)

o=
Europe (32%)

ROW & APAC (5%) UK, Germany,
Italy, Spain



RECENTLY SIGNED CUSTOMERS

MANITOU  LOREAL U, xovarTs X @ canon
GROUP Heppneﬂ Y

% = @e |S Ef' element
f% Gﬁme&ejcegievgy l g A SOIUtIons
All you ne ve,

Delighting You Always

Hata; A interfood

2.

ALEXI y o
%m/ TOSHIBA mexEn ~J ﬂ DERmBOURG

SANOFI

E Foyer Banco San Juan m A:jndmr'nea..r.]y

Eisker 0




BUSINESS MODEL




STRONG RECURRING BUSINESS MODEL

Legacy
Products
5%

81% recurring revenue in 2021
(SaaS + Maintenance)
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2017 2018 2019 2020 2021

M Legacy Products M Implementation Services SaaS

In 2021 SaaS Increased 23% to represent 77% of
the total revenue




REVENUE GROWTH BY
PRODUCT TYPE

+22%

-1%

Legacy Products

KEisker




SAAS TRANSACTIONS VS. SUBSCRIPTION

12
o (?\9 $ o 2 > A

Millions

10

®

=]

i

~N

D P ® DD PP P Aoy Ay o W
& & g P & SN £ & SN Y

2 g 2V
&l ¢ i ¥ & & Q&
& & @ & P & FF P N & . & @

45%

¥ & s > (\:\’-\ \:{} & $
@ & . ; RS
SRR A R

W Subscription (Fixed)  ®Transactionnal (Variable)

SaaS Revenue History in €
Esker pricing structure gradually moves to more
Subscription fees vs. Transactional revenue
Subscription was 45% of SaaS Revenue in March 2022




REVENUE GROWTH BY REGION
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Asia/Pacific i
6%

+17%

Asia/Pacific

Europe Americas

=2021

2020

= All regions are growing

= Asia/Pac remains impacted by strict Covid policies

Eisker



DYNAMIC SALES

PERFORMANCE (BOOKINGS)
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16%

2020

25%

2021

ARR Closed by Quarter




BUSINESS MODEL COMBINES
PROFITABILITY AND INVESTMENTS
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2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

g

19,9% 20,0%
20%

Millions
.
8

2018 2019

2016

== Growth e=@emEBIT/Rev

® Revenue mEBIT Profitability target

2021 - EBIT €16.6M 12.4% of revenue Growth requires investments but Esker still aims at maintaining
profitability in the 12 — 15% range

Eisker



DYNAMIC INVESTMENTS
FOR FUTURE GROWTH

2021 Staff Breakdown by Department Headcount Increase by Departement
25 25%
;\"'r" e - 22%
\ Sales | W d
16% : .
2 Customer eXperience 20 20%
4%
0,
15 i 15%
13% 12%
Customer Service o 0,
gl 116
9%
10 8% 10%
Adrmin o
10%
5 5%
Marketing
9%
" 0 0%
Production ;
Admin  Marketing Production Consulting  R&D Sales  Customer Customer

eXperience Service

Mincrease @ % Increase

Staff @ 12/31/21: 840 (+13% vs 06/30/20) 2021 - Staff increase:
vs. 2020: 85 FTE (+10%)
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Q1-22 KEY REVENUE NUMBERS (€)
T e e

SAASH 29 +19%
IMPLEMENTATION SERVICES® 5.8 53 +4%
LEGACY PRODUCTS® 14 18 -23%
TOTAL 36.5 31.0 +14%

BOOKINGS'® J3.64 3.28 +11%
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PRODUCT STRATEGY

@ CYCLE

Procuremey,
,/?ég‘\

gt“fff@%,

CUSTOMER

SUPPLIER o

"“ﬂ‘ou pay™®

~
%ap

PAYMENT

* AR Payment
* AP Payment
* Early Discount

PEOPLE e
* Order to Cash * Supply Chain
* Procure to Pa Financing

PROCESS

Portals
Collaboratio
Mobile app
Business ne

DOCUMENT

® Order Processing
® Account

® Purchase orders
* Customer invoices
* Supplier invoices

MEDIA

KEisker
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SUPPLIER

Eisker

PAYMENT STRATEGY

-

PURCHASING ORDER
AUTOMATION MANAGEMENT
* Procurement Card * Down Payment

(vcard) (Card, SEPA, ACH)

* Expense Card

N

/

ACCOUNTS
RECEIVABLE

* Inbound Payment
(Card, SEPA, ACH)

* Early Discount Payment

ACCOUNTS
PAYABLE

* Qutbound Payment
(Card, SEPA, ACH)

* Early Discount Payment

* Dynamic discounting * Dynamic discounting

* Reverse Factoring (SCF) « Factoring

« Buy Now Pay Later (BNPL) /

CUSTOMER



Esker

M&A STRATEGY

Saa$s players
Small size acquisitions

Complementary or adjacent to
P2P or 02C market

As easy as possible to integrate

Preferably International

N

XX marketdojo

Saa$S solution for eSourcing and
Supplier Management

Revenue 1,6 M€ growing 30% per year
Based in UK

160 customers (60% international)
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TECHNOLOGY ROADMAP

Data Science

Artificial
Intelligence
(Neural network)

Mobile
Application

Machine
Learning

LA

Multi-Tenant
Global SaaS Platform

Eisker s



GROWTH DRIVERS

Platform & OEM

SI's, Partners
& Resellers

Productization

New
Processes
New Direct
Customers

Eisker 2%



SALES STRATEGY

_______ €3,000M. .

Esker

Direct with influencers and implementers
(Big four or large SI's)

OEM - ERP & Vertical ISV's

27



ESG STRATEGY 22

= Talents Recruitments AL Co
: L & ‘\"c_a,
= Unigue Product Positioning §C.E.‘\,a
(Positive-sum-growth) \é '214

@ GOUVERNANCE
& ETHICS

HUMAN CAPITAL
& SOCIAL
COMMITMENT

ECONOMIC
WORLD

THE
ENVIRONMENT

2021
. ecovadis

Sustainability
Rating




Eisker

TARGET 2022

Growth should exceed 15% in constant currencies
Revenue should be over €155M

Bookings are expected to continue to grow 2 digit despite less favorable base effect

29
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COMPETITION
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STOCK MARKET

STOC

BER 31,2021
(ESTIMATED)

Jean-Michel Bérard _ aAyto-contréle Eriaani
el
+ COURS 7% 2% Olivier

Y W
.

FCPE Esker
1%

Management
6%

BAutres nominatifs

Public porteur
78%

- 33
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Esker

LEADERSHIP TEAM

Jean-Michel Bérard (60) Emmanuel Olivier (54)
CEQ - President of BoD COO - General Manager
Esker founder Board Member

Eric Bussy (47) Jean-Jacques Bérard (56) Steve Smith (60) Eric Thomas (55) Anne Grand-Clément (52) Claire Valencony (48)
Vice President Marketing Executive Vice President, Research U.S. Chief Operating Officer Vice President of WW Director of Sr. Director, Global Strategic
& Product Management and Development Business Development Professional Services Alliances

and Technical Support
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