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Forward Looking Statement

Thispresentationmay contain forward-looking statementsthat are subjectto risksand uncertainties,includingthose pertainingto the
anticipated benefits to be realized from the proposalsdescribedherein Forwardlooking statements may include, in particular,
statements about future events, future financial performance,plans strategies,expectations,prospects,competitive environment,
regulation,supplyand demand Esprinethasbasedtheseforward-lookingstatementson its view and assumptionswith respectto future
events and financial performance Actual financial performance could differ materially from that projected in the forward-looking
statementsdue to the inherent uncertainty of estimates,forecastsand projections,and financialperformancemay be better or worse
than anticipated Giventheseuncertainties,readersshouldnot put unduerelianceon anyforward-looking statements Theinformation
containedin this presentationis subjectto changewithout notice and Esprinetdoes not undertakeany duty to update the forward-
lookingstatements,and the estimatesand the assumptionsassociatedvith them, exceptto the extent required by applicablelawsand
regulations
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Esprinet Investment Case

Market leader (>25% mkt share) in the strategic IT supply

SOLID FOUNDATION 2020 CHALLENGE

chain for Italy and Spain

MID TERM STRATEGIC PILLARS

1 2020
Sales: +4%

A ROCE: 8.7%

AbSiG CAylryOALt 5S8o6dGY

FY 2019

A sales: +10%

A ROCE: 9.8%

A/ ' aKY HTH ac

Business continuity ensured in all
geographies thanks to the activation of
contingency plans

Liquidity risk management policy based on
the utmost prudence
Adequate financial solidity and flexibility

Full business continuity throughout the

lockdown period

A 100% smartworking since March 9, 2020

A Protocols aimed at protecting employees

MHT ace

Soft current trading

A Trading started to be impacted by Co\ifl
from late March

A sales in April dowrl9% due to weak
demand and shortage of products
A IT distribution down14%

Ad hocinitiatives on costs, dividend, buy
back to furtherly strengthen liquidity profile

Next months

A Uncertaintyon FY 2020 Cowitb impact on
fundamentals also due to business strong
seasonality (Q4 weight of approx.-33%)

A Focus orCustomer Satisfaction

A consolidation of leadership the
Iberian Region

A Implementingbusiness modelsvith
addedvalue boost:
V Advanced Solutions
V XaaS
V Outsourcing

A New markets
V  White Goods
V Robotics, A.l., Electrical Mobility, 3D
Printing



OLID
NDATION

=
—

—

—

\
£




Sales Evolution O esprinet’

A
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Hdy Span 6% A H pn Carnsumer Electronics 2104 A 0 y n Ratailer/Etailer 6% A
HN @tler 25% A M H T Advanced Solutions 7%V
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MKT MKT MKT
H ®pltaly € 10% A 8% H ®nIT Clients 10% A 2% H ® MIT Reseller 5% A 7%
M ® n Spaire 6% A 6% M @ n Consumer Electronics 1500 A 5% M @ pRetaiker/Etailer 169 A 8%
T 0o Q@ther 20% A n ®c Advaaced Solutions 104 A 304

Source: GFK, April 2020



Q1 2020 Results O esprinet’

14% consecutive quarter of y -0-y sales growth
Strong EBIT performance (+24%)

Sales 913.8 875.5 3,945.4 3,571.2
EBIT 8.3 (0.91%) 6.7 (0.77% 41.1 (1.06%,  23.7 (0.66%

6™ consecutive quarter of ROCE sequentially above corporate WACC

31/03/20 31/03/19 31/12/19 31/12/18
20 27 23 27

Cash Conversion Cycle (Days)

ROCE (%) 8.7% 8.1% 9.8% 9.4%
Net Financial Debt (Cash) 127.1 247.1 (272.3) (241.0)
Net Financial Debt (Cash) gERS 16 20.4 168.6 (381.1) (241.0)



Historical stable flow of profitability

since 2001 even in market downturns

SALES

NET PROFIT
a €

PAY OUT

Net Financial
Debt (CASH)
ace

(43) 61)

(142)  (130)

Strong Investor focus and financial discipline to enable a 25% pay - out dividend policy
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ROCE above WACC since Q4 2018
WC cash cycle: 20 days, best performance

'Q116: Q216 Q316 Q416 ;Q117: Q217 Q317 Q417 Q118 Q218 Q318 Q418 Q119 Q219 Q319 Q419 | Q120

e=sCASH CONVERSION CYCLE =R OCE
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Containing Covid - 19 Impact

#1
Technological and operational controls developed over
time to deal with different emergency situations

A Full business continuity throughout the lockdown period

A 100% smartworking since March 9, 2020

A strict safety protocols and working practices aimed at
protecting employees in baedffices, centralized logistics and
cash&carry network

A Experience in Italy capitalized to quickly activate similar
measures in other countries

#2

Liquidity risk management based on the utmost
prudence along the years thus translating into
adequate financial soundness and flexibility

O esprinet

A series of actions were planned and
activated since late March

Ato furtherly control costs from the
second quarter onwards, whilst
maintainingthe ability to meet business
recovery when lockdown measureswill
be eventuallylifted

Ato ensure optimal management of
working capital mainly through the
definition of deferred payment schemes
with the majorsuppliers

A to proposeto the & K I NB K @detivd@ NA& ¢

to renounceto the distribution of 2020
dividends and to revoke the buy-back
planapprovedon 8 May 2019

A to furtherly strengthen an already solid
financialstructure



Q 2017-20: Sales & Net Financial Debt
(Cash)

Seasonality of business entails sales concentration in Q4
Q4 end - period WC and NFP tipically stand at the lowest level of the year

1.092
g75 1914 i 842 894

Q117 Q118 Q119 ' Q120 Q217 Q218 Q219 Q317 Q318 Q319 Q417 Q418 Q419

B SALES = NET FINANCIAL DEBT (CASH)
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Current Trading Conditions

A
A
A
A
A
A
A

To

The escalationof the pandemicand the progressionof restrictionson mobility and industrial activities causeda general
shockon demand

Tradingstartedto be impactedby Covidemergencdrom late March,initially in Italy andthen in Spainand Portugal

Salesn Aprildown -19%beingnegativelyimpactedby weakdemandand shortageof productsespeciallyin notebooksand
smartphones

Supplychaindisruptionsmainlyin FarEastlocationsgraduallynormalising no major effect on product availabityexpected
after May.

Currentestimateson impactof Covid19 on GDRn Italy, Spainand Portugalin the rangebetween-9/-10%for FY2020
Q2 isexpectedto be hardlyaffectedalthoughstill in an uncertainextent

Recovenydependingnot only on the duration of the lockdownmeasuresand timing of return to normality (ltaly, Spainand
Portugalare currentlyre-openingsomeactivitiesand planningto furtherly lift someof the restrictivemeasuresput alsoto
the effectivenes®f expansiorfiscalpoliciesdecidedby localauthorities

In the next weeks,asfar asthe economicscenarioshallbecomeclearer,we will update on FY2020outlook with the right
levelof reliability.



Market Trend In April 2020 O esprinet’

TOTAL MARKET TREND 5~y a s MARKET TREND BY TYPE OF CUSTOMER 5"y a s
IT RESELLER RETAILER FRAILER
1.115 425
690
959 631

328

-14% -8% -23%

April 2019 April 2020 April 2019 April 2020 April 2019 April 2020

IT retailer not abletooff -EOGGT 1 6 EOT 18 4@ Ekl ¥
by chasing e -commerce booming

u SourceContext May 2020






Mid-term Strategic Pillars O esprinet’

Customer Satisfaction ansolldatln_g Ieadersh|p Increase Profitability Address new markets
in the Iberian Region

Providing the best Customer  Achieving size in Portugdloth  Pushing for a higher weight of White Goodsopportunity as far

Satisfaction sharply improving through organic growth (HR,  Advanced Solutionbusiness. I & @i NXVEMWSt ¢ & LINE
the level of CS raising the logistics and selection of the the industry.

switch-cost for customers thus best vendors) and through

positively impactingverall M&A.

profitability. XaaSleveraging our web Be ready to enter markets suct

platformto bean aggregator  asRobotics, Al, Electrical
for laaS, SaaS, MPS arahbB Mobility, 3D Printing.
contracts.

16
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XaaS & Cloud Strategy

A TheCloudmarketis guicklybecomingone of the hottest growth opportunity in the AdvancedSolutionsmarketsegment

A The pressureon deliveringSmartworkingsolutionsis impactingnot only the IT Clientspace,with a surgein notebooksand tablets
demand, but the IT infrastructure as well with a growing need of videoconferencingsystems, collaboration software and
cybersecurityproducts

A Recent announcementfrom Microsoft about the launch of 1.5 BNe ¢! Y 6 A Tltdli@ #DfyitalRestat plan to support the
G Of 2 dzR Apfose€dn lfialy @eyfiénstrateshe stronginterestof big tech companiesn those countries- Italy and Spainamongthe
others- wheredigitaldivideis still both a big challengeanda big opportunity.

A Endcustomerswill be short of liquidity but in urgent need of a modern IT infrastructureto cope with the new sociallydistanced
world awaiting,andthe consumptionmodelwill turn into anevenmore appealingopportunity.

A our strategy consistsin assumingthe role of & LJdzldd@kegatofenabler thus enlargingthe potential of our B2B marketplace
(www.esprinetcom)

A We are working on a number of initiatives in both the cloud provisioningplatform space,the DaaSDeviceAs A Servicebusiness
modelaswell aspushinghardto enhanceour current portfolio of cloudsolutions
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2020 Q1 Results

A Strong quarterly results still non affected by Covid19 outbreak and sustainedby operational continuity throughout all
geographieshanksto businessontinuity and contingencyplanput in placesincethe verybeginning

A Salesup +4%mainlydueto positiveperformancein Spain(+6%9) and Portugal(+45%9); L U | gro@tréiore moderate(+3%).

A Topline performancepositivelyimpacted by strong momentumin smartphones smartworkingand remote learningrelated
products(PCstablets,consumerprinters).

A Excellenbperatingprofitability:
- GrossProfitat 42.3a € (+3%), with GPbat 4.63%(4.68%in Q1 2019
- EBITat 8.3 a € (+24%) with EBIPbat 0,91%(0.77%in Q1 2019

A Net income up 34% at 3.9 a € also benefitting from a reductionin financialexpensesf 0.7 a € due to both lower use of
averagebankdebt andlower grosscostof funding

A ROCHReturn on Capital Employedat 8.7%, sequentiallydown as expectedfrom 9.8% but significantlyup yearon-year
comparedto Q1 2019levelof 8.1%

A covid19 unprecedentecemergenceoersistingafter quarter-end:
- priority givenon measuresadoptedin orderto safeguardhealthand safetyof employees
- executionof pre-emptiveactionsaimedat softeningnegativeeconomicandfinancialimpactof the Covid19 crisis



Q1 2020 Financial Highlights O esprinet’

(M/€) 31/03/20 31/03/19 (M/€) 31/03/20 31/12/19
Sales from contracts with customers 913,8 875,5 Fixed Assets 118,8 118,7
Gross Profit 42,3 41,0 RolU Assets 104,8 107,3
Gross Profit % 4,63% 4,68% Opeating Net Working Capital 285,5 (121,0)
EBITDA 119 10,3 Other current asset (liabilities) (2,8) (1,4)
EBITDA % 1,31% 1,18% Other non-current asset (liabilities) (17.4) (16,9)
EBIT 83 6,7 Met Invested Capital 489,0 86,7
EBIT % 0,91% 0,77%
MNet Income 3,9 2,9 Cash (116,6) (463,8)
Net Income % 0,43% 0,33% Short-term debt 80,7 18,9
Lease liabilities 106,7 108,8
A Net Invested Capitalat 31t March 2020 standsat 4890 a € and is Medium/long-term debt'” 742 78.0
coveredby: Financial assets (17,9) (14,2)
- { KI NB K equity, $i¢lEigy non-controlling interests, for 3618 Net financial debt 127,1 (272,3)
a €(3590a eat 315tDecember2019 Net Equity 361,8 359,0
- Net financial debt for 127.1 a € (comparedwith a cash positive Funding sources 489,0 86,7
positionof 2723 a eat 315t December2019 : : :
Net financial debt/Equity 0,35 n/s
A without consideringFRSL6 Leasdiabilities,net debt amountsto 20.4 Net financial debt?/Equity 0,06 n/s
a € despite unfavourable working capital seasonalitycompared to
December31®, 2019 [ Including the amount due within 1 year

A Debtto-equity ratio is 0.35x (0.06x extra-IFRI 6 effects) ) Net financial debt ante IFRS 16

20



Working Capital Metrics O esprinet’

A Bestquarterin last 3 years

o 34 — — s A Continuousreductionin cash cycle
2 e _ m — u days mainly due to strong
] 7 N3 29) performancein inventory turnover

28 anda dzLJLJpayrBeNteris

1ok 24 25 A At March31st 2020working capital

a0 N 24 days stands at 20 days improving

d 20 both sequentially(-4) and yearon-
year(-7).

15 A Compared to Q1 2019 metrics,

Idays decreased-3.4 days, DSO

50 [ 27 27

30

20

10 increased +0.7 days and DPO

increased +4.0 days for a total

10 S improvementof 7 daysfrom 27 to
20days

2017 04 2018 Q1 2018 02 2018 Q3 2018 Q4 201901 2019 Q2 2019 Q3 2019 04 202001
B ldays [ D50 [CJDPO == == «Cash Cycle Days
Idays (Inventory Days):@tr average of (quarteend Inventory / quarterly Sales * 90)

DSO (Days of Sales Outstandingjtrdaverage of (quarteend Trade Receivables / quarterly Sales * 90)
21 DPO (Days of Purchases Outstandingjr&verage of (quarteend Trade Payables / quarterly Cost of Sales * 90)



ROCE Evolution Up To Q1 2020 O esprinet’

450.000 11 304 12.0% Seasonal spike in Q4
10.9%
400.000 100% | o ;0%
| I [ [ ""}(— ‘\9'80&"--7 10,0%
_ 49 ] R 0 10.0%
350.000 8.5% ] “9-4 3 ‘-8'-7-’0\ Relevant yo-y
9.0% iImprovement mainly due
| R _
300.000 L0 \\ ! °7 204) 7.6 6.0% to Cap!tal.er.nployed
E— B ~ - discipline
250.000 ( 6.7 7,0%
- 6,0%
200.000
5,0%
150.000 4,0%
\\
[~ %
100.000 R 0%
MA Rebound from historical
50.000 low of 6.7% in Q1 2018
1,0%
, L CHUn O LR CnEnEnbn U Cn U OO Ul ORI,

2016 Q12016 Q22016 Q32016 Q42017 Q12017 Q22017 Q32017 Q42018 Q12018 Q22018 Q32018 Q42019 Q12019 Q22019 Q32019 Q42020 Q4

=3 Average Capital Employed last 5 quarters '===m NOPAT Adj last 4 quarters e===sROCE
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ROCE- Return on Capital Employed O esprinet’

TTM Net Operating Profit After Tax (NOPAT)

TTM ended December 31 TTM ended March 31

M€ 2017 2018 2019 2018 20158 2020
EBIT 36,7 41,0 35,0 37,3 41,9 40,7
Income taxes on EBIT -9.5 -10,6 -10,2 -9.7 -10,9 -10,3
NOPAT 27,2 30,3 28,9 27,6 31,0 30,4
Net operating working capital {5-gtr end average) 2501 227.0 196,7 3071 288,3 251,7
Net fixed assets (5-gtr end average) 108.0 96,2 97,6 104,3 95,0 99,0
Total average Invested Capital 358,0 323,2 294,3 4113 383,3 350,7
ROCE 7,6% 9,4% 9,8% 6,7% { 81%1——{ 87%!

- —~—m——
NFP (5-gtr end average) 34,8 -16,3 -54,1 83,3 42,1 -1,8
Shareholders' Equity (5-gtr end average) 323,2 339.5 348,4 3280 341,2 352,5
Total average Invested Capital 358,0 323,2 294,3 411,3 383,3 350,7
Tax rate 26% 26% 26% 26% 26% 25%

A on March 31st, 2020 TTM EBIT dow8fo and Net Average Invested Capital improw&&s driving a ROCE of 8.7% (8.1% in Q1 2019)
AROCE steadily above company WA@Eghted Average Cost of Capital of 8%.

NOTES
(D Trailing Twelve Months is abbreviated as TTM
(2 Net of nonrecurring items anéxcluding IFRS 16 impact.
() Figurative income taxes on EBIT are calculated using (i) FY 2019 budgeted tax rate of 25%l1f®aRdl(if) FY 2019 effectitax rate for 2020
s Wk &SR 2y auz20]1 lylrteadaqQ O2yaSyadza FyR $SA3IKGISR 02 ad sitgtiig the Edpiingt Grbup.dza SR o6& Yl y I 3SYSyd A
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Final Remarks

< < < < <

<

Dueto persistentlack of visibility on the lenghtand depth of the emergencyit is not still possibleto reasonably
assesanyshortterm impactof Covid19 crisis

Tradingconditionsstartedto be difficult from April: Q2 presumablyis shapingup asthe toughestquarter of the
yeardueto the impact of full lockdownmeasuresn most countries(not consideringany future re-introduction
of containmentmeasureghat we O I yéxel{ideby far).

We are closelymonitoringthe marketsituationand modellingeconomicscenarioawith the purposeof revealing
FY2020outlookhopefullyby the endof July

Promptactionshavebeentakento strictly control costsand working capital thus mitigating financialimpact of
Covidl1l9 andfurther strenghteningD NB drhakralsolidity.

We maintain favourable mid-term expectationsdue to strong fundamentalsof ICT market and growing
distributioncentricityin the tech businessystem

Customersatisfactionprojectsalreadyimplementedare deliveringgood resultsand shall help to sustainlong-
term profitability in a normalisedenvironment

Despitenegativeshortterm effectson consumersiemandand enterprised T investmentwe remain confident
that our strong competitivepositioningand good financialshapewill allow usto exploitany opportunitiesthe
marketwill offer in the future.

Within this context we do not suspendour M&A activities finding ourselvesat the forefront of the ongoing
consolidationprocesf the distributionindustry



IR Team

ESPRINET S.p.A.
T +39 02 40496 Adinvestor@esprinet.com

IR TopConsulting
IRAdvisor
T +39 02 45473884
Maria Antonietta Pireddu m.pireddu@irtop.com
Federico Nastaf.nasta@irtop.com
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The Leading ICT Distri In Southern Europe

2001 2019 #1 in Italy & Spain 36% ’ & v
' of sales <
3.9bn H#2 initaly
?
31K 800min : |
140K ? Y
sgm 16K

Warehouse

1317 15K sqm
364
@ - @ l

Nr 45 DMBRES
Mediobanca
2019

650

Su pplners




1
Incorporation of Celo In July listed onthe |
and Micromax, Italian .

' italian Stock

IT distributors 2 0 0 0 . ‘E:):::ang:
o o) o) O o)
Established under the 19 8 O Merger of Celo, 2 0 0 1

name Comprel, Micromax and Comprel,

semiconductor into a new entity named
distributor in Italy Esprinet - Italian #2
largest distributor

2003

Esprinet to reach
the #1 position in
the Italian market

Sale of Monclick and | : : i Monclick, IT e-tailer |
Comprel. Acquisition | i Esprinet Iberica : i company established. |
of Celly (mobility's . becomes #3 ' . Acquisition of .
accessories) . 2010 v distributor in Spain | 1 Memory Set in Spain |

o) 0 o o O
V-Valley established 2009 Acquisition of UMD in 2005

2 014 100% Esprinet Spain. Mergeof UMD |
{datacenter products) and Memory Set. :
Spain to create '

Esprinet Iberica

: . Acquisition of EDSLan, : .

: 1 ITway and Vinzeo. : i

i ' Esprinet Iberica h .

H : b #1 . R lose t !

: 2015 ' distributor in Spain 2017 L edebillion 2019 h t'
6 what'’s
2016

Acquisition n ex t?

of 4Side

New site b2b
Esprinet

Esprinet becomes the
largest distributorin
Southern Europe

2018

AR o T TITn
O
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O esprinet

esprinet
EsprinetS.p.A.
IT & CE Distributor

(Italy)
e o o
s “\ ,l' N\ ,l' ~\

’ [N AN S
P \ P \ P \
/ \ / \ / \
! 1 ! 1 ! 1
V-Valley | 1 { 1 { 1
e 1 1 1
\ 1 \ 1 \ ]
\ y; A Y, \ /
N, ’ \ / \ ’
N ’ N ’ N 4
\5-_—’, \5-_—’, Nin——’, \5-——’, ~~-——’,
EsprinetPortugallLda Esprinetlberica S.L.U. V-Valley S.r.| CellyS.p.A. Nilox DeutschlandGmbH 4Side S.r.l.
IT & CE Distributor IT & CE Distributor ValueAddedDistributor Accessories Company Private Label Sales Italian distributor of
(Portugal) (Spain (Italy) (Italy) SubsidiaryGmbH Activision Blizzargroducts
I'@N\
/, \\
/ \
VoS \
Vivaley ) 1 | ]
\
/ \ /
/
N, /
N ,
Nin_—’, Ni-_—’, Nin——’,
V-ValleylberianS.L.U. Vinzeo Celly
IT & CE Distributor Technologies S.A.U. Pacific Limited
(Spain)
(*) Inliquidationon 12/31/2019
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Key Historical Financials O esprinet’

, - 2#H® DD >A?MJ=K AF +ADDAGF

SALES EB IT EBIT adjusted for nerecurring items
)
4.500 N S 90
4.000 N 8 = 80
N ™
3.500 o~ 70
3.000 60
2.500 50
2.000 40
1.500 30
1.000 20
500 10
0 0
2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2000 2002 2004 2006 2008 2010 2012 2014 2016 2018
Negativefiguresequalnet
NET WORKING CAPITAL Endperiodfigures o NET DEBT c%sh po%itioratcj/earend
X
250 - 200 N 9
N N ~
8 ] =8 g
200 n 100 I . s 8
™
Homlm
150 g H-.n
S e
D5
100 (100) 5 g 3 -
\J ~ = QD
N O Q V)
(200) ¥ 8 AR
~
(300) a SR
0 Q gl
2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 (400) =
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Sales Mix O esprinet’

36%

100% 35% 11% 6% 28% 1% 1% S% 10% 4% IBERIA
39bn 1372.8M 418.3M 2449M 1103.2M 43.4M ©5.7M 191M 4074M 153.6M 1.4bn
i L
O
ol1%
RESELLER
2.0bn
2019 PC PRINTING OTHERIT SMARTPHONES GAMING WHITE OTHER NETWORKING, SOFTWARE,
SALES PRODUCTS HARDWARE GOODS CONSUMER STORAGE, SERVER SERVICE,
FTWARE ELECTRONI THER LOUD
& SOl pR%DUOCTgs &0 S CcLou 49%
- Total IT Clients - Total Consumer Electronics - Total Advanced Solutions IFRS15 and other adjustments -44.9M (-1%) RE]-TQA'::LER
. n
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Logistic Capability O esprinet

MORE THAN #SKUBhipped MORE THAN #SKU on stock
128K 65K (on average)

100.000sqm 40.500sam 44 5505qm  Warehousing
in Italy in Spain area

5.8 milion Shippedboxes  39.8million Shippedtems

A customized delivery

A Lab service installations HW e SW

A customized boxes

A Boxes, pallet and document customization
A customized logistics services

A Cross docking

A Possibility of item pick up within 2 hours

34 3PUogistics(wharehouseconsignmen



#1 And Growing In A Growing Market

ESPRINET SHARE ON TOTAL DISTRI SALESSRAMKGORTUGAL

18.000 27,0%
16.000 26,0%
14.000 25.0% mm Other Distri
12.000
24,0%
10.000
23,0% mm Esprinet
8.000
22,0%
6.000
0
4.000 21,0% =<e=Share
2.000 20,0%
0 19,0%

2016A 2017A 2018A 2019A

AR (I -Bglrcer Eompargstimatesbasedon Contextdata.
35 Conversion fronContextpanel sales to Total nelistri salesassumingContextPanelrepresent®90% oftotal consolidatechetdistri sales.



esprinet’

Ranking South Europe

Q esprinet’  Ranking South Europe

SALES 2019 SALES 2018 PORTUGAL
Esprinet 3.945.3 251% 3.571,2 24,4% w w )
Tech Data 2.763,0 17,6% 2.610,0 17,8% w w w
Ingram Micro 1.890,0 12,0% 1.865,0 12,7% w W
Computer Gross 1.393,0 8,9% 1.211,0 8,3% w
Arrow ECS 880,0 5,6% 793,1 5,4% w w
Attiva 428,7 2,7% 374,0 2,6% w
Datamatic 385,7 2,5% 353,5 2,4% w
MCR 375,0 2,4% 338,0 2,3% w
CPCDI 330,0 2,1% 320,0 2,2% w
Bxclusive Networks 1995 1,3% 176,7 1,2% W )
Brevi 183,0 1,2% 175,6 1,2% w
Gl 179,9 1,1% 196,7 1,3% w
Inforpor 164,7 1,0% 136.,8 0,9% w
JP SaCouto 163,0 1,0% 150,0 1,0% w
Depau 1571 1,0% 132,9 0,9% w
Globomatik 134,0 0,9% 130,0 0,9% w
DMI 125,0 0,8% 115,0 0,8% W
Cometa 98,5 0,6% 96,5 0,7% w
Others 1.889,6 12,0% 1.890,1 12,9% w W w
Totale 15.696,1 100% 14.642,5 100% w w w

36 Sirmi- Channel Partner and compaagtimates
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Human Resources

1.263
employees &m y

O

m 1.317 R
employees

1 819 498

K ITALY IBERIA

142

Sales & Marketing

979

Back Office

Average years of seniority
in the company: L

+ 10.0 8.8

: ITALY IBERIA

098

Male headcount
(45%)

719

Femaleheadcount
(55%)

O
s
o
-
>
D.

T
I

s
e
e
|
Ee—
]
e
Fe=e———
e
sET—————
T
e
Sx—
=
[ e
- B |
re—————

| o | cooerrersr-—m|

; EErre—
(oTE—

L e
o
[T eere————
B e
; R a—
- | s [ we——
L e |
o
e |
e |

Consolidate®018 endyearfigures

(]



2016




®

Go To Market: Technology O esprinet

IT Clients + Advanced Solutions » ¢
Consumer Electronics

. IT CLIENTS APersonal computers AHome networking
X AIT Accessories AIT clientsw

P . CONSUMER ASmartphones APhotoVideo products

\ ELECTRONICS ATelevision Awhite goods
' AAudio products ANavigation

--------- Resellers « Retailers

] ! I

. : ' ; - AMonitors APrinting & office solutions

1 1 {——) I

: ! ‘. y 7 . 2 bn Aother peripherals ASuppIies

! . RS .’ AHome storage AStationary products
@

anhe

. : ADVANCED Aservers Acloudsolutions

E E ‘\‘ SOLUTIONS Astorage ATechservices

' ' ' ANetworkingdevices A Videosurveillance

E E ‘:' 5 . 8bn * Alnfrastructuresw ADatacapture

' ! o’ ACybersecurity ACainng& IndustrialloT

: esprinet :

: O :

| ; f
o o ® . ’:' 29 5bn *  Avideo gaming Awearables
( Individuals ) (Sma"""edi“m> ( Govt. « Large ) vl AToys AElectric mobility

Business Corporations

39 (*) Italy-SpainPortugal 2019 endiser market datat estimateddistributor priceg Source: EITO Buromonitor
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Go To Market: Suppliers

IT Clients + Advanced Solutions »
Consumer Electronics

¢

Individuals

) (

Small Medium
Business

Direct
Channel

) (

Govt. « Large

Corporations

A}
1

1

IT CLIENTS

ADVANCED
SOLUTIONS

CONSUMER

The vendors displayed gjtesta selectioraimedat representinghe product category

acer

Canon

7

Check Point

S@ HUAWEI | Enterprise

B® Microsoft

ACTIVision.

ELECTRONICS EA

PHILIPS

O esprinet

’

«

Lenovo

Juniper

" NetApp

c &

T
S
2
m

SAMSUNG

(S
EPSON

Xerox 5‘; )

—
Hewlett Pack

Enterprise

Lenovo

vmware

ERN Yy

Mintfendo

SONY

®



Go To Market: Customers O esprinet’

.~~~ ~~. PROFESSIONAL
‘. IT RESELLERS Apealers A systemintegrators

APrintingspecialists Aisv

. @ ,: 8_7bn * AVARs ATelcos

-

-

-

.= SPECIALIZED

\ ‘\‘ (\;/ E EJ |I\|CEA|‘_LS ATelco specialists AElectrical contractors

IT Clients + Advanced Solutions » ¢
Consumer Electronics

- -,

s
4
-
-

] APhoto shops Avideogame specialists
' * - - - .
’,‘ O . 9 bn AFurniture specialists A Stationary shops

¥

- -

. RETAILERS &

""""" Resellers - Retailers CONSUMER -~ .~ % ETAILERS A specialityRetailers  ADepartment Stores

ECTRONICS /

o o o .
individual Small Medium Govt. s Large “eo
ndividuats Business Corporations “B

41 (*) Italy-SpainPortugal 2019 endiser market datat estimateddistributor priceg Source: GFK

ASupermarkets A convenience Retailers

1
/; 6 . 1bn * AEtailers ADiscount Retailers




Size Of Addressable End User Market O esprinet’

ITALY - SPAIN-PORTUGAL: TOTAL ICT SPENDING AT DISTRI PRICE

IT Clients » Advanced Solutions « . 45.000 425 + 9 43,8 + 9
e mm == . = Emmm=
Consumer Electronics : g +
: : stetl+o400 +a 408 + 9
[ | ! 40.000
1 ]
1 ]
1 1
1 ! 35.000
1 1
1 1
1 1
30.000
Direct
Channel
25.000
1 ]
1 1
1 1 20.000
1 1
1 1
1 1
1 ! 15.000
1 1
M 1
1 1
1 . ° : 10.000
: esprinet !
1 1
i | 1 5.000
1 1
1 1
1 . !
1 ! 0
H 1
' Resellers « Retailers . 2016A 2017A 2018A 2019A 2020E
1
| H IT Clients H Advanced Solutions H Consumer Electronics (ex white goods) H White goods
H EITCliguresfor IT Clients Advanced Solutions & SmartphonedSUROMONITOR for other Consumer electronics
I d d l Small Medlum GOVt- . Lﬁ\rge Enduserconsumptionconvertedto distri price assumingaverage 15%narginfor resellers/retailers
naiviauals BUSl ness Corporatlons Conversion from Context panel sales to Totaldistri salesassumingContext Panelepresents90% oftotal consolidatechet distri sales

2020 end user markegstimatesby EITO &uromonitorasof March 2020
2020distri salesestimatedusinga flat growth of 5%
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ITALY - SPAIN -PORTUGAL: TOTAL ICT SPENDING AND SHARE OF

. ] DISTRIBUTORS (EX-WHITE GOODS)

IT Clients « Advanced Solutions« '\ ______, 35.000 54,0%

Consumer Electronics 52,0%
50,0%
48,0%
46,0%
44,0%
42,0%
40,0%
38,0%
36,0%
34,0%
32,0%
30,0%
28,0%
26,0%
24,0%
22,0%
20,0%
18,0%
16,0%
14,0%
12,0%
10,0%
8,0%
6,0%
4,0%
2,0%
0,0%

30.000

25.000

Direct

Channel

20.000

15.000

10.000

esprinet’

5.000

Resellers « Retailers

2016A 2017A 2018A 2019A 2020E

mmmm [CT distributor sales mmmm Direct sales of ICT products (ex-white goods)
emems Share in ICT products (ex-white goods)

H EITCliguresfor IT Clients Advanced Solutions & SmartphonedSUROMONITOR for other Consumer electronics
I d - d l Sma ll M ed ium GOVt- . L E.\rge Enduserconsumptionconvertedto distri price assumingaverage 15%narginfor resellers/retailers
ndividuats BUSl ness Cor p Oratlo ns Conversion from Context panel sales to Totaldistri salesassumingContext Panelepresents90% oftotal consolidatechet distri sales

2020 end user markegstimatesby EITO &uromonitorasof March 2020
2020distri salesestimatedusinga flat growth of 5%
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Additional Opportunities In White Goods il-e X <Jala=ld

ITALY - SPAIN-PORTUGAL: TOTAL ICT SPENDING AND SHARE OF
DISTRIBUTORS (EX-WHITE GOODS)
R LY 50.000 54,0%

52,0%
0, '
e @ 51, 2% 50.0%

IT Clients » Advanced Solutions »
Consumer Electronics

45.000 e

0 453% 48,0%

J 46,0%
" 45,0% 44.0%

42,0%
40,0%
38,0%
36,0%
34,0%
32,0%
30,0%
28,0%
26,0%
24,0%
22,0%
20,0%
18,0%
16,0%
14,0%
12,0%
10,0%
8,0%

6,0%

4,0%

2,0%

0,0%

40.000

Direct

35.000

Channel 30.000

25.000

20.000

15.000

10.000

esprinet’

5.000

Resellers « Retailers

H EITCliguresfor IT Clients Advanced Solutions & SmartphonedSUROMONITOR for other Consumer electronics
IndiVi d Uals Sma ll M ed um GOVt' . L ?rge Enduserconsumptionconvertedto distri price assumingaverage 15%narginfor resellers/retailers
Bu5| ness Cor p Oratlo ns Conversion from Context panel sales to Totaldistri salesassumingContext Panelepresents90% oftotal consolidatechet distri sales
2020 end user markegstimatesby EITO &uromonitorasof March 2020
2020distri salesestimatedusinga flat growth of 5%

2016A 2017A 2018A 2019A 2020E

mmmm |CT distributor sales mmmm Direct sales of ICT products (ex-white goods)
s White goods Market ==e==Share in ICT products (ex-white goods)
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Why A Distributor

ICT Distribution share on total ICT addressable sales grew from @)@%jto 49.8% (2019) and is forecasted to grow furthermore (51.2% expected in 202

~a00]l ®&ak7T GREEGl- OAOCEE(
A Reduction of distribution fixed cost

A Buffering stock

A credit lines & Credit collection capabilities

A Marketing capability

A Need of an aggregator of their products into complex ndtndor solutions Future
x 4y « P N AP VI A AAYAEI NI GNBYR G20t
~a0ul ®akT UREEUt OEOUUOEE CNR Sy Rf &¢ SY@XN\EYYSY

A Outsourcing of warehousing and shipping on their behalf development White Goods
A Onestop-information gathering point

A One_stopshopping opportunity : : : : further more the capability of integrating
Easiness of doing business against dealing directly with vendors in a single easgo-use interface for

A No minimum quantity needed to be a valued partner resellers the Consumption models of
multiple vendors

A «As a Service» models will require

~4007 ®ak7T GREEGt-Taiptse 0 OEEG %AOG 6

Aacdz FAt YSyli RSIf&aé gAlK SyR2NBR 2y (2L aSttAay3a AdSvya

A category management for accessories

A Home delivery capabilities for White Goods and Large TVs

A ETailersuse Distributors as a orsiop-d K2 LILJAY 3 F2NJ GKS a[2y3 ¢FAfté 2F LINRRdAzOG A

45



past

=]

Abacus

Typewriters
Printing press
Cathode ray tube TV
Telephone
Letters
Analog contents
Cameras
Toys
Maps
Combustion Engine Vehicles
Money
Human bodies

Human brains

46

Computers

Word Processors
Printers
Flat Panel TV
Smartphones
E-mails & e-messaging
Digital contents
Digital cameras
Videogames
GPS Systems
Electrical Vehicles
Cryptocurrencies
Robots
A.l

future

Technological
evolution is advancing
unchecked in every
aspect of our lives
the direction
is already marked,

the future
is digital

A The Eneuser market is offering unprecedented
opportunities of growth

A 5G introduction will be a game changer for multiple
industries paving the way to new requests from both
companies, governments and people

ATheliCT industry will expandomew areas of business
creating the need for players which can aggregate in an
effective and efficient way multiple technologies and
products

A The cost structure of distributors and the inherent
flexibility demonstrated in years of adaptation to the
changes in the market wiblffer usa unique opportunity
of capitalizing these evolutions of the market



Inventory Risk Mitigants O esprinet’

«Stock Protection Clause»

AA typical contractual clause provided by the vast majority of Vendors in which they assume the risk of inventory
devaluation arising from purchase list price reductions planned by the Vendor itself.

ADuring a contractual period which typically spans from 30 up to 60 days, the Vendor undertakes to reimburse, by issuing
so called «Stock Protection Credit Notes», the loss of stock value incurred by the Distributor on the products in stock in
the moment the same products are made available for purchase by the Vendor at a new, lower, purchase list price.

«Fulfilment deals stock protection» '

1
A Vendors sometimes ask Distributors to act as providers of invoicing, credit collection and logistic fulfilment capabih
on sales negotiated directly by the Vendor with a Retailer or a Corporate Reseller. In this case, the Vendor might é‘
the Distributor to purchase products based on a sales forecast agreed upon between the Vendor and the .
Retailer/Corporate Reseller. When this kind of sales agreement happens, the Vendor might guarantee the Distributd,
either contractually or customarily, that those products will be sold with a predefined margin, essentially shielding the » |
Distributor from the inventory risks that might arise from the need of reducing the sales price or disposing of unsold >
products.

«Stock Rotation Clause»

Aon specific product categories, i.e. software or-pezkaged services, Vendors sometimes provide «Stock Rotation
Clauses». These are contractual agreements under which the Distributor is periodically allowed to ship back obsolete
stock in exchange of new products of similar value.

47
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Factoring & Credit Insurance Policies

Credit insurance

ALarge and medium sized distributors routinely apply contracts withrédgd Credit Insurance Companies shielding the risk fafutieof debtors with
deductibles typically between 10% to 15% of the insured value.

Factoring/Securitization programs

AcNI RS NBOSAOIof SaNBOAMNEES a2 R OB2ANKEAZGSYdAGASa 2 NandgpchRiyzhajos 2 T
commercial banks but sometimes Vendor financing companies as well. When factoring/securitization happens, beisgl@, tnodeductibles are
involved and the credit risk is entirely transferred to the factoring company

Risk taking

Asometimes distributors might takes some credit risk on their books by issuing a Credit Limit that exceeds the valuedi theutance coverage.

Impact of Factoring/securitization on the financial statements

ATrade receivables that are sold to a factoring company or to the conduit of the Securitization Program are deconsoliddtesiBialance Sheet and the
cost of the factoring or securitization is normally charged by distributors above the EBIT line

Awhen a truesale of receivables happens under the Factoring or Securitization programs, the DSO of these programs isGypid&llgdys, the average
time to sell the receivables and cash the proceedings from the factoring companies.

ARecipients of factoring or securitization schemes are typically Retailers or Corporate Resellers with good credit rahigsieatily would imply a higher
DSO, still this converts into a lower DSO because of the reduced amount of receivables in the balance sheet.
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Gross Profit Drivers

Product categories

Acommoditized product categories, such as Notebooks or Smartphone, typically allow for lower Gross Profits Margins as twomgoaa@dmplex
LINE RdzOa &4dzOK |a YlIyeé a! ROFIYOSR {2fdziAz2zyaé¢ LINRRdJzOG &

Vendor relative strength
AHigth known vendors with a strong brand recognition or with a big market share within a distributor tend to provide ¥ @GitoMargins

Avendors typically provide cash discounts for shorter payments so Gross Profit Margins are normally higher in case DP<Borter

Customer relative strength

Acustomers with a strong position in the market, such as the largest retailers or Corporate Resellers, typically getdmagt@ngrtherefore allow for
lower Gross Profit Margins

AReceivables with these customers are typically subject to factoring/securitization programs whose costs impacts the & mssdhmno

Market Development Funds or Co - Marketing funds

AMost Vendors allocate at Country level marketing funds that are available for those distributors that develop the maseefif@dteting programs. Size
matters and market coverage as well, and that is one of the key reasons for achieving scale in each geography, scetimbpdaign of these
marketing funds is achieved and lower marketing costs incurred.

High levels of stock

AEven if Distributors are broadly shielded by Vendors in case of excess or obsolete stock, if the levels are exceedinilyg Wgtdor enters a major
crisis the costs of the allowance for obsolete stock might go on the Distributors books impacting the Gross Profit
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Credit Notes

The Industry operates with a significant amount of Credit Notes accruals at any given end - period

AVendorsroutiner operate with commercigbrogramsthat envisagesignificantamountsof priceadjustmentsfor multiple reasonssuchas
AEndperiod accrualdor targetachievements
Astock protection
APassthrough

Acustomersaswell are entitled to priceadjustmentssuchas
AEndperiod accrualdor targetachievements
APasst_hrough
AComarketing funds

Accounting treatment
Ant anygivenquarter-end accrualsare made to account for the credit notes pending reception fid@mdorsand credit notes pendingsuingto customers

AAccordingo the Group accounting policigeriodically typicallyat yearend, arevisionof the old accrualds doneand theadjustmentsbookedto the
Gross Profit of th@eriod

AHistoricaIIygiventhe accounting policies in plachis effectis positive andcontributesto aspikein Gross Profinarginsat yearend.
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The Key Trends In Our Industry O esprinet’

The migration from «pure»

e brick&mortaror «pure»onliners
to «xomnichannel» retailers

The emergence of thexaa3
(Everything as a Service)
business model

The growing «consumerization»
of professional customers
servicelevel expectations

Vendorsfocusingon winning The fastcommoditizationof

the IP war and outsourcing key productcategories
everythingelse yp
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Gross Profit Opportunities O esprinet’

The emergence of thexaa$
(Everything as a Service)
business model

¢CKS AYRdAzZAUONEB A& dzy RSNH2AY3I | GNXYaTFT2NXYIGA2Y |
utilization modelsagainsti NI RAGA 2y Ff G ¢NF yal OuAaz2ylfé Y2RSH

¢Ce@LIAOILE a!a | aSNWAOSE Y2RSta AyOfdzRS

A cloud Computing, both in the form of Infrastructure as a Service (laaS) as well as Software as a
Service (SaaS)

Aalr yr3adR t NAyG {SNPAOSaS Ay 6KAOK Odzai2YSNBE
through printers which are at their premises but not under their ownership

AasSOA0S 1a I {SNBAOSeés I ONRBFRSNI O2yOSLIi Ay
smartphone is leased on a monthly or myd&riod base

More and more ICT Distributors are acting as aggregators of such contracts from multiple providers,

effectivelyswitching from moving boxes in a warehouse to moving data&ractsin an ITsystem

{SttAy3 a!'a I aSNBAOSe O2yGN)»OdGa gAtf NBRAzOS

goods must be purchased and stocked, and will add predictability to the ICT Distributor revenues

Some ICT Distributors might became providers as well, buying devices which will stay in their balanc

sheet as fixed assets and leasing them under these «consumption» model agreements to resellers
which can subdease them, packaged with some services provided by them, taisacs
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Gross Profit Opportunities

Vendorsfocusingon winning
the IP war and outsourcing
everythingelse

GROSS PROF

OPPORTUNITIH

There is a growing number of examples of Vendors focusing on key technologies:
IBM: sold Printers, PCs & Servers and focused on Services, Cloud and A.l.

A HP: Split into HP Inc (PCs & Printers) and HPE (Advanced Solutions)

A HPE: spun off its Software and Services division focusing only on Hardware

A Samsung: Divestiture of PCs & sale of printer division to HP Inc

A Microsoft: Divestiture of smartphones

A Xerox: Split into two entities, one active in services and one in printing
Acer: Divestiture of smartphones and focus on PCs

Patents are a growing barrier to entry in specific markets so Vendors focus on few technologies wher
they pile up IP to defend themselves from competitors

This drives a growing need of positioning their products within complex solutions while facing growin
pressure for SG&A reduction from their investors

As a consequence there is a growing request of outsourcing etomnsupport activities

Distribution, aftersales support, logistics and even sales promotion is more and more outsourced to
distribution partners or service companies
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Gross Profit Threats

The migration from «pure»
brick&mortaror «pure»onliners
to «xomnichannel» retailers

GROSS PROF

THREATS

Retailers are struggling to cope with the purelorers competition and are in the middle of journey to
provide a comprehensive «omnichannel experience» to their customers

During the transition many traditional retailers are putting extraordinary pressure on suppliers to fund
the journey to a new business model

The transition is putting pressure on their ttipe as well as on their profitability and is driving a
round of consolidation in this segment of the industry

The survivors will be forced to develop a new set of logistic capabilities in order to deliver products tc
the homes of the consumer, offering an opportunity for distributors which typically have extensive
know-how in this activity

CKS ySg a2YYAOKLI YyyYySt ¢ -talBfprbdudsSvhere gligtribdtorsican\gd? befer |
margins against the existing lemvargin mix of few higiotation items

The instore experience will change and distributors will be offered opportunities to be part of the
eco-system providing added value services such as category management and merchandising at shc
floor level
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Gross Profit Threats

The fast commoditization of
key product categories

GROSS PROF
THREATS

PCs and smartphones, the two ICT product lines with higher sales volumes, have withessed modest
innovation in the last years and therefore margins for the manufacturers decreased

Gross profit opportunities could arise from a disruptive round of innovation at the moment not yet
foreseeable.

The printing ecesystem printers+suppliesis undergoing a structural volume reduction but new print
technologies as well as business models (Managed Print Services) are somehow stabilizing margins

The market of these traditional product lines is overdistributed and this is putting short term further
pressure on gross profit margins whilst offering opportunities-teian

Economy of scale are needed to cope with high voluloesmargin sales in these categories,
favouringa further round of consolidation in the distribution industry

Distributors are also implementing more efficient working capital management in order to seek value
creation opportunities in the balance sheet rather than in the P&L

Advanced Solutions are less prone to commoditization because of the intrinsic higher content of IP
and differentiation, effectively shielding these categories from an excessive pressure on gross profit
margin reduction
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Operational Trends

The growing «consumerization
of professional customers
servicelevel expectations

The employees of Resellers and Retailers are exposed everyday to the interaction with companies s
as Amazon, Starbucks, Apple that are using amazing levels of customer experience as a competitive
advantage

More and more they expect the same level of excellence in the quality of service when interacting
with suppliers during their work hours

Customer experience is no longer a «bonus» but a «must» to compete
{FYS RIed RStEAQOSNE A& y26 | GIADBSYE YR y2 2\

The full integration of social communication tools with traditional office solutions such as email or ER
is expected

Real time response to enquiries is the ddeto» standard required to compete effectively
Online solutions must be designed to match web experiences ondtgdl consumer sites

Mobile access to data is now a given



The Strategy

Aim at being the best distributor in the region for all stakeholders by:

AGetting recognized as provider of the best Custofatisfaction in the region

ALeveraging the size in Italy and Spain to improve ROCE on IT Clients & Consumer Electronics
APushing for an higher weight of Advanced Solutions sales
AAchieving size in Portugal

Riding the mid -term evolution of the market by:

ADeveIoping a statef-the-art «Xaa$ strategy

ADeveIoping further Outsourcing initiatives for Vendors and Customers
APushing omistriadoption by the White goods manufacturers

ABe ready to enter potential new markets such as Robotics, A.l., Electrical Mobility, 3D Printing
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Actions: Be The Best

Gettingrecognizedasprovider everaginghe size inltaly and Pushinadfor an hiagherweiaht of avinas
of the bestCustomer Spainto improve ROCE on IT Advgfnced SoEI]utions sgales Aicnh:De(\)/;[lugs;zle
Satisfactionin the region Clients & Consumer Electronic g

New procedures tools and Invest inpeopleand in

Aredesignof procedures incentiveschemesimed _ nd

and incentiveschemes at focusingteams on V-Valley Europeoncept Warehou3|ng:apab|l|t|eﬁo

aimedat measuringand better WorkingCapital movefrom two localDistri captureqr_gam]cc:}grm(/jv;g
sharplyimprovingthe level management to aperceived opportunitiesoitered by

of CustomerSatisfaction _ _ _ multinational Advanced selectedvendors
raisingthe «cost of switch» Leveraging achieved size Solutiondistri to get new Grow in the region also

for customerstherefore and push for better contractsand growin this by acquisitions in order
positivelyimpactingGross opportunities with highermarginmarket to complete the coverage

profits andrevenues vendors/customers in a of the market

consolidating market

Better mix Top line
drivingsales growth driver and

Better gross Better working

profit margin capital onexisting of highergross consolidationof

profit margin leadership in the
products Iberianregion

on existing combinationsof
customers Vendor/Customer
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Actions: Riding The Mid -Term Trends

Developing further
Outsourcing initiatives for
Vendors and Customers

Developing a stateof-the-art
«Xaad strategy

Invest further more in the
programs already existing
leveraging our welportal

to provide not only a one

stop-shopping opportunity
for physical goods but an
aggregator for laaS, SaaS,

MPS and Device as a

Service contracts as well

Grow the high margin
logistic outsourcing
activities already in place
as well as the tools to
enable midsize retailers as
well as professional
resellers to establish an
«omnichannel» strategy

Better gross
profit margin
and better

Higher EBIT
margin activities
driving better grip

on Vendors/

Customers

predictability of
revenue
streams

O esprinet

Be ready for potential new
markets: Robotics, A.l. Electrica
Mobility, 3D Print

Pushing orDistri adoption by the
White goods manufacturers

Long term developments
offer potential

| mMn. e YEN]SG 2L NI & é'tr'lfftén these

mostly direct where we are

piloting with some vendors
new distribution models

similar to the ICT ones

Begin assessing potential
distribution scenarios

Begin testing distribution
of 3D printing and
Electrical mobility

Potential future
developments for
Top line and EBIT]

margin growth

Opportunity of

Top line growth
on higher gross
margin products






62

Mission & Corporate Values

Corporate Mission

To be the best technology distributor operating in its relevant markets,
assuring shareholders abo@werage return on investment thanks to
precise, serious, honest, fafsioted, reliable, and innovative

management of the customer and vendor relationship, achieved by 5
Ot 2asSte |GGSYuAgdS SyKFyOSYSyd I yR
innovative capabilities.

Our Strengths

AMultidivisional organization to face different needs for different clients
AFIexibiIity to offer to our vendors and customers

AHigth experienced and focused people on tangible key value drivers
Aweb engine and own ERP created

AFocus on creating new services to help dealers to do business

SELX 2A0F0A2y 2F Ada

aidlr ¥F¥Qa

A1Af



