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“Making work mobile”



Techstep provides a complete stack of mobile solutions through subsidiaries and partners

Why Techstep

Techstep’s vision is to be the leading enabler of the digital workplace in the Nordics, making work
mobile. Ve have the strongest sales and distribution network and deliver the best quality of
solutions within mobility, IT and communication

- Mobile as a Service (Maa¥S)
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Highlights and Summary

Techstep is positioning itself as a leading Nordic enabler of the digital

workplace

Simplified company structure

Hardware and subscriptions

Mobile device management & managed services

100% 100% 100% —  50%' —— 100% 100% 519%2 100%
| | | | | |
Nordialog Osl BKE
Apro ordialog Lsio TECHSTEP smartwork™| | @ inflaadvice Conneqted L
Celering | | nordialog ) bke FINANCE martWworks e myros
I y TELECOM
Feb 2016 July Apr 2016 4@ Aug. | Feb |
Distributor of Telenor distributor Swedish distributor Provider of Enterprise Mobility advisory in  Swedish Enterprise  Software as a
hardware and of hardware and of hardware and finance and mobility, IT and Sweden Mobility Service. Telecom
subscriptions subscriptions subscriptions leasing communications Management (EMM) expense
products solutions, service provider management
and support
~20 FTEs ~80 FTEs ~40 FTEs ~5 FTEs ~30 FTEs ~10 FTEs ~5 FTEs ~15 FTEs

TECHSTEP

Note: |) Techstep has an option to acquire the remaining shares in Techstep Finance on certain conditions
2) Techstep has an option to acquire the remaining shares in Conneqted on certain conditions



Introduction & Summary

Market

Platform and Solutions

End-user Base

Strategy Execution
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Organic and M&A growth

Techstep’s M&A strategy based on two dimensions — increase customer
base and increase ARPU

Growth dimensions

Revenue impact NOK

Smariwor Ks”
‘I‘ l‘l' . v, 500 3000000 3600000 4200 000 4800 000 5 400 000 6 000 000
O infra i o 450 2700000 3240000 3780000 4320000 4860000 5400 000

myTos /ﬂ _adVICe zZ
Ensble your Mobie Busness = 400 2400000 2880000 3360 000 3840000 4320000 4,800 000
D) ‘g‘ 350 2100000 2520000 2940 000 3360000 3780 000 4200000
& g 300 1800000 2160000 2520000 2880000 3240 000 3 600 000
< 5 250 1500000 1800000 2100 000 2400000 2 700 000 3000 000
S 200 1200000 1440000 1680000 1920000 2160 000 2 400 000
< 150 900000 1080000 1260000 1440 000 1620000 1800 000
nordialog User-base in 1000s

BEDRIFT APRO

User-base

} 3bNOK equals an ARPU of 350NOK to 700 000 users
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Introduction and Purpose

We come from a customer intimacy background, and this is what we should nurture, but
work to become more efficient and unique in our offering

Product
leadership

Conneaqte

Passion for Mobility ®

- infraadvice

Enable your Mobile Business

Operational Customer 1
excellence intimacy n ord 1a Iog
Smartworks”
celgrinNg
) bke
TELECOM

TECHSTEP

Product leadership

Offering customers leading-edge products
and services that consistently enhance the
customer’s use or application of the product,

Operational excellence

Providing customers with reliable products
or services at competitive prices and
delivered with minimal difficulty or
inconvenience

Customer intimacy

Segmenting and targeting markets precisely and
then tailoring offerings to match exactly the
demands of customers




Strategic objectives and key drivers

Techstep’s strategy builds upon three key assumptions

B2B mobility services demand is growing
* Increased demand for mobile solutions at work
¢ Managed mobile services 27% CAGR (2015-2019)

One stop shop
* Lower total cost of ownership (TCO) to customers

* Single point to contact lower customers’ risk

e Our advantage is the entry point of mobile devices

“As a service”
3 * From CAPEX to OPEX business models
* Lower risk related to rapidly changing technologies

T E C H S T E P Soruce: MedieNorg, Technavio
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Customer Value Proposition
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Customer value proposition — mobile work force

Although majority of workforce is mobile in nature, mobility solutions
mostly present in ‘stationary’ jobs

& = high mobility il = some mobility L= little mobility

® ©6 06 0 0 0 0 o Industry sector Mobility # people
w w w w w w w w 80% Agriculture, forestry and fishing & 58753
Mining and quarrying & 59 994
Manufacture & 215521
“More than 80% of the Norwegian Electricity, water supply, sewerage, &
workforce requires some mobility or waste management 29 639
higher” Construction 4}?’ 207 492
Wholesale and retail trade &® 349 128
Transportation and storage & 138614
R i ice activit & 86117
,a*/ 1,678,000 Iil 491,000 g 419,000 Accomm_odatlon and foo?l se_r\rlce activities
—_— Information and communication (. 88 199
Financial and insurance activities ] 46 839
Real estate, professional, scientific and =1
technical activities 161 247
“People do not put their phone down then go find @ g\dn'!inistrative and support ser_vice activities ] 120 678
; ) ) ublic adm., defense, soc. security L 163 153
desktop to do something.They use their pho.ne. . Education Il 209 533
mo;iIza;;(;:)c;ij:lgn:?:;::ze::)c;omf Human health and social work activities & 532683
’ Other service activities "] 99 002
Unspecified -] 21 112

,a.* = high mobility |i| = some mobility I;l = little mobility

Source: Statistics Norway (SSB); Employed persons |5-74 years by sector and industrial division (2015)
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Customer value proposition — mobile work force

Consumers accustomed to advanced mobile solutions; businesses to
follow suit

Consumer solutions Business solutions
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Here are the new photos we will be using to show all our
rooms for the website. Jonathan may be coming to you for
a final approval, but they are solid.
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Customer value proposition —“one stop shop” Mobile as a Service

Techstep delivers a complete stack of solutions that provides an improved
total-cost-of-ownership (TCO) and lower risk to the customer

TECHSTEP

Mobile as a Service
Techstep provides complete MaaS solutions — one stop shop

Traditional
Buy hardware, software, connectivity, platform, support separate
lllustration
.W < B l‘||lr
Connectlwty Appl,cat,ong myTos alrwatch
Asset mgmt
ciTRIX
Hardware Mobility
Support o

. Operations

IT and
Procurement

X Higher total cost of ownership
X Higher operational risk
X Mainly competing on price

TECHSTEP

Service & t“ Mobility

Support

CITRPC .
Hardware XenMobile
and [
connectivity ‘
R |
,, = E Maas IT &
% Security
( CloudPBX
I
Video
Software and Remete T it
applications Q “ ao
s Technological
@ﬂ j)) EI enablers
loT @ Big data

Sensors

Dere gir oss en

problemfri mobil hverdag
- Procurement at DNB

v Lower total cost of ownership for customers
V" Single point of contact, reduces operational risk
v"Inherent focus on quality and functionality rather than price



Maturity levels

Digitization and enterprise mobility management is a key concern for companies, ~80%
have already initiated some degree of solutions, however only 5% are fully succeeding

Definitions

21%
41%
B Ful mobility Some effort
- High effort No effort

Techstep has the opportunity to leverage on
companies’ increasing need for mobility

Source: Arthur D. Little Digital transformation study 2015

Note: |) European companies

Companies’ level of mobility solutions

A

$$$

Full mobility

B Easy access to all internal and external
resources via platforms, and fostering
collaboration in networks with partners
and customers

High effort
B Defined strategy, vision and ambition for
enterprise managed mobility services N

B Employees can access most material
offsite and normally work remotely

Some effort - -
B Some units have independent strategies l'l

for mobile work
B Employees can work offsite accessing
prioritized content

No effort

B No strategy for enterprise managed
mobility services

B Walkover apps from consumer

B ByoA, bring your own app

TECHSTEP



Market opportunity —a mobile workforce

Regjeringen.no

Digitization and mobility is on everybody's mind Ed

Tema v Dokument v Aktuelt v~ Departement ~ Regjering ~

Du er her: Forsiden « Aktuelt «

1,2 milliarder kroner til digitalisering, digitaliseringsgevinster tilbake til statskassa

Telenor-sjef Sigve Brekke: -

e O . . .
Telenor kan vaere borte om ti ar DNB-sjefen tror antall ansatte blir .
o ) 1,2 milliarder kroner til
Telenor-sjef Sigve Brekke sier han nettopp har begynt p& en maraton for Telenor. Han halvert L. . .
sier de skal vinne, men hvis de ikke lykkes, kan de vaere borte om ti &r. ) ) o ) d |g|ta liseri ng,
Rune Bjerke sier DNBs 10.000 ansatte og tillitsvalgte er heldige om de er flere enn L . . . . .
5.000 om fem &r, og at det er et under om de er mer enn 5.000 om ti &r. d Iglta liseri ngsgevi nster tilbake til

statskassa

Slik kan byggenceringen spare 30
milliarder pd& digitalisering

|

La Helse-Norge kan spare 23 milliarder i aret med
= | velferdsteknologi

i Pressemelding |8

N.Ol:del.l og_Baltikum skal samarbeide om Regjeringen vil belgnne kommuner som
(.h‘gltahse?mg - ‘ utvikler IT-lgsninger som kan brukes av andre N é blir m Obi I en Iik e

viktig som passet ditt
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Organic growth

Customers are on a trajectory towards full mobility, however the pace
will depend on the customers maturity

A
high

Customer
maturity

% NORSK
! SYKEPLEIERFORBUND

¥ AKERSHUS

’ fylkeskommune
low /

//DNB

- B g
Hardware and -

connectivity

Solution and support Mobile as a Service
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Case study — DNB

As a part of a vision towards a mobile workplace, DNB now offers mobile
devices with mobility solutions to almost all their employees

llustrati
“One-phone concept”

Penetration (%)
DI\I B . .
Before: | D

No mobile strategy. Mix of fixed and -
mobile solutions for different
employees (fixed/mobile/IP etc.)

50% 4 ~4500

Now:

A clear vision for creating a mobile
work environment with a mobile first .
thinking and access to business

applications
0% -
2013 2014 2015 2016 2017
‘-\ ! /_ .
oV ||, . .
PV / Mobile strategy execution
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Introduction and Purpose

Techstep serves ~30% of Telenor’s B2B customers in Norway and delivers
EMM solutions to 20% of all employees in the top 45 largest companies in

Sweden

B2B mobile market in Norway
Number of subscriptions

| 341

842!

Techstep telenor  Total B2B

Enterprise Mobile Management

solutions in Sweden
% of large companies

207

of employees working in the top 45!
larges companies in Sweden

Bl SKANSKA
Handelsbanken
2

Care of Life

Source: Tel 2017
T E C H S T E P Noc;]t|eczel) IZEE:S E)y nur)nber of employees (2017)



M&A

The Swedish B2B-phone market is 2-3 times larger than the Norwegian,
and users are expected to grow

2016: 2016:

'nl w w w w 'nl w I ’ 3 M e phone subscriptions mm3 ,2 M e phone subscriptions
) gl

ﬁddressable market 2020': "Addressable market 2020':

~2m users ~ 5m users

Highly attractive Nordic multinationals
(win at home, follow abroad)

Note: 1) CAGR 10%
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TECHSTEP

Execution on Strategy

Status Q2 2017

TECHSTEP s



Highlights and Summary

Company progress towards becoming a Nordic enabler of the digital

workplace
Focus:
Product rollout
and sales focus
Ql Q2 Q3 Q4
uf Acquisition of Mytos ﬁ Initiate integration of [ Full MaaS launch O Launch of Techstep
Acquisition of Infra acquired companies Norway Finance in Sweden
Advice Ef Maa$ pilot O Launch of Mytos’ O Launch of MaaS in
Acquisition of Apro customers asset management Sweden
Equity issue of In process to acquire solution O Launch of new
NOKm 100 BKE O Launch of Mytos in vertical solutions
@/ Initiated cross sales Sweden
efforts

Expected positive effect

on profitability

TECHSTEP
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Financials

Status Q2 2017

TECHSTEP 2



Financials — Pro forma P&L

Revenue development in Hardware and Solution Q1 2016 — Q2 2017

Pro forma hardware revenue

Q1 2016 — Q2 2017, NOKm

Pro forma solution revenue
Q12016 -0Q22017, NOKm

NOKm
200 -
150 | 146.1
100 -
50 -

150.0

172.5

140.3

* Hardware revenue
stabilizing (+2.4%)
compared to
-5.5% in QI-17

Ql
2016 2016 2016 2016 2017 2017
- Commission & bonuses - Hardware

Q2

TECHSTEP

Q3 Q4 QI Q2

NOKm
7 4.4
40 38.9
35.8
35 -
30.3

30 —
25 A 24.5 * High growth in

19.8 solution revenue:
20 - 28% in Q2-17 vs.

Q2-16 and 62%

57 YTD-17.
10
5 _
0

Ql Q2 Q3 Q@4 QI Q2

2016 2016 2016 2016 2017 2017

Solution sales



Financials — Pro forma P&L

Revenue and EBITDA development QI 2016 — Q2 2017

Total Pro forma revenues Pro forma EBITDA
QI 2016 — Q2 2017, NOKm QI 2016 — Q2 2017, NOKm
NOKm % NOKm 9%
250 @ - 40% 12 S 1.5 - 10.0%
» Growth in 10.8 » Decrease in
208.3 | 359 solution and 98 profitability
200 - ° hardware due to
180.2 182.3 revenue, 9 - 7.5% reduction in
165.9 L 30% almost offset commission &
150 by reduction in bonuses of
commission & 6.5 (NOKm 9.8 in
- 25% bonuses 6 - ' - 5.0% QIl-17 vs.
2-16
100 - Q )
L 20% * Increase in
personnel
50 3 - 2.5% expenses in
] L 15% 1.7 line with
0.8 “ growth
strategy
0 10% 0 —-—- 0.0%
QI Q2 Q3 Q4 QI Q2 QI Q2 Q3 Q4 QI Q2
2016 2016 2016 2016 2017 2017 2016 2016 2016 2016 2017 2017
% solutions - Hardware - Commission & bonuses Solutions EBITDA margin - EBITDA
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Customers and end-user base

Organic growth of unique end-users around 6% per quarter

Total unique end-users base
Number of unique end-users in 1000’s

750 . , o
MEA effoct Organic growth Organls end-user growth of 6% in Q2
(annualized CAGR ~ 30%)
600 * Primarily driven by organic growth in
solution
450 4 » [Effect of cross-sales still limited
* Including BKE and Conneqted end-user
300 - base ~600k users (compared to ~230k
end-users in YE 2016)
150
Solid user growth is a platform for
0 future revenue and profitability growth
YE20l6 YE2016 QI2017 Q22017 Q22017
actual Pro forma Pro forma Proforma Proforma
incl. BKE +
Conneqted

TECHSTEP




Customers and end-user base

Solid cross-sell potential as only 23% of Techstep’s unique end-users have
a combined hardware and solution today

Hardware only end-users
Number of end-users with
hardware only in 1000s

250 ~ - 50%
40%
200
33%
30%
150
- 25%
100
50 -
0 - - 0%

YE 2016 QI 2017 Q22017
Pro forma Pro forma Actual

*  High revenue per user

*  Low gross margin

TECHSTEP

Combination end-users
Number of end-users with
hardware and solution in 1000s

Solution only end-users
Number of end-users with
solution only in 1000s

250 - - 50% 250 - 445 47% ~ 50%
40%
200 - 200 -
150 - 150 +
2%  23% L 259 - 25%
100 100 +
50 - 50 -
0 - - 0% 0 - - 0%
YE20l6 QI 2017 Q22017 YE20l6 QI 2017 Q22017
Pro forma Pro forma Actual Pro forma Pro forma  Actual
*  Higher revenue per user *  Lower revenue per user

(hardware and solutions) o Sl e mER

*  Higher gross margin

- Maas Users' - Users =—®=— % of total end users

I) MaaS customers account for 3% of combination end-users, but only 0,5% of the total end-users




Customers and end-user base

Solid customer base spanning across the Nordics includes both public and
private sector

=1cF Orkla Geee

AP2 Tredje AP-fonden I
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B ARUM @ Jernbaneverket HAKERSHUS = HELSINGBORE™ Stad | LUND : I
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T E C I I S T E P Note: This overview contains only selected customers, it is not comprehensive
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Techstep expansion

Cross sales, integration and future M&A

TECHSTEP 2%



Roadmap

By establishing standardised processes, Techstep can reach customers and
partners more effectively

Step |

Acquire hardware vendor

Well functioning )‘
nil

solutions company

Step 2

Implement Techstep procedures on
sales and delivery and distribute
solutions

TECHSTEP
“Plug & play”

Step 3

Support, train and share knowledge on
how to transition from traditional
sales of goods to sell solutions

Step 4
The new organisation sells products
from Techstep’s MaaS$ portfolio

TECHSTEP




Summary

Summary of Techstep

= Growth in sales QI1-2 2016 to 2017 in both hardware and solutions, more than 60%
organic growth in number of users

" Prioritized long term growth over short term profitability in order to take the market
position as Nordic enable of making work life mobile

" Focus on scaling up delivery, centralize, and build shared solutions across Techstep — and
cross sell

= Acquired two more interesting companies, BKE Telecom and Connegqted, in line with our
strategy — makes us Pan-Nordic

" Going forward, focus this second half of 2017 will be organic growth and profitability

TECHSTEP




