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Precise at a glance

1997 50
Company founded Employees
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Shanghai Lund Potsdam
Asia Europe us
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Business areas

Digital Identity

Algo (Mobile &SC)

~500 MSEK
Market cap
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One identity several resources

Where we are now

Consolidating
digital identity
credentials

Merging online and

offline identities

A single credential
for all activities
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Trusted
source

National
Government

Banks
Finance

(@)

Network
Telecom

|dentity
Provider A

ldentity
Provider B

|dentity
Provider C

USER

New Business Models

Changing
User/customer
behaviour

i
Biometrics
Technology

Seamless Customer Authentication

Service landscape

A

Schools
Hospitals
Hotels

Smart
Cities

Intelligent
Retail

Transportatioy

Ecosystems
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USER

=
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eqg.
Mobile phone

eg.

* Access badge

Pin

Internal

Authenticated USER
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USER / Digital Identity

=

*kkk

Mobile phone

Access badge

Pin

™6

Iris
Fingerprint
Face

Voice

Application...

ONE USER / ONE digital identity
many applications

13



17 FRIDAY | Sep,2021

ECo system

nly.

* The image is for llustrative purposes of







06:00

Unlock your phone with pin code

\ f

Unlock your bike with pin code Buy coffee with Card/pin code

09:00

Sign in to meeting with password

12:00

13:00

N Identify your self when renting

acar

14:00

Buy from vending machine
with a card

16:00

J

Commute with a card

17:00

- |
Access gym with a “band”

19:00

Order and buy home delivery

dentify your self when receiving
ome delivery

21:00

Identify your self and Dr
For helth appointment

22:00

Log in to VPN to work from home

23:00

0 -
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Login in to social media
with password

Activity/sleep tracker
(app login)

01:00

02:00

Pet access

Scheduled download
by your subscription service

03:00

Scheduled backup
by your subscription service

04:00

Morning newspaper
delivered to your
mailbox

(open with key)

05:00

Your Home wakes up.....
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Trusted
source

v

Identity
Provider A, B ....

Banks
Finance

AP

Tkl
S

Schoo
Hospitals

Smart
Cities

Intelligent
Retall

)
Biometrics
Technology

Seamless Customer Authentication

Transportatioy

Addressable market via
partners, M&A and open API
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Customers divided into 6 segments

Apartment m Commercial Eﬂ N [ =
blocks Il buildings B8 Construction”’= Gyms I Industrials @&% Public IR
Segment > Housing > Office > Constructionsite > Gymsand fitness > R&D > Healthcare
definition - Rental > Retalil > Module building centers > Production > Education
— Condo > Module buildings for construction > Data center > Other municipal,
associations for office usage > Other sensitive regional or
infrastructure geleliien
Custemers R s © exeger b
;04200mstallat|ons SKANE
Common . Unlocked, or key
access type Key, code, card, tag Card (ID06) Card, tag, QR Multifactor code, card, tag
Platforms :;I:IBLLLSY ') 1nft\'|r'mrl~ " BRP ') ')
ﬂAccessy =Al . /0€7i
addMobile il
Use-case > Common spaces > Visitors/Employees ~ >Employee turnover > Many users/ door > Multifactor /High > Medical cabinet

> Service personnel

> Gated
communities

> Service personnel
> Minimize handling
> Convenience

>1D06 not enough
>Legal requirements
>Reduced cost

> Digital onboarding
> Card not enough
> Unmanned gyms

security
> Minimize handling

> Easy distribution of
access rights

> Contactless
access

> Reduced cost

20



GO to market

=,

Sales

Key success factor

Comment YOUNiIQ GTM

AMS integration

Integration with RCO

Integration x

Integration 'y

E Installation firms

Selected partnership

Tier 2 partnership

Incentive program

Direct sales

Internal sales and affiliators

E Other measures

Partnership, ecosystem

Acquisitions

» Integration with AMS platform
provider for each region

» Maximize number of approved installations
firms to create volume

» Direct sales to hanlde large accounts and to
better understand the market need and
situation

»  Open up for additional value by partners
and other companies
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Customer segmentation with 6 main verticals

)

i &

m

Segment Apartment Commercial : : :
e blocks e Construction Industrial Public
> Housing > Office > Construction site > Gyms and fitness > R&D > Healthcare
- rental > Retail > Module building for centers > Production > Education
> Condo associations > Module buildings for construction > Data center > Other municipal,
office usage > Other sensitive regional or
infrastructure governmental
Property
growth +1,7% p.a +4,4% p.a +2,7% p.a +4,5% p.a +0,1% p.a +1,8% p.a

"12-"16V

11 12

Properties 60 80
in Sweden ! _-_ 20 2 l
162 [# K] _ DO

1) '15-'19 for construction, '14-'18 for gyms  2) '18 for gyms Source: SCB, Datscha, IHRSA, Interviews 22



Rationale for indicative market potential estimation, 2025 Eim

> Number of properties in Sweden were gathered for all segments through SCB,
except for apartment blocks (Datscha) and gyms (IHRSA)

> The total number was estimated to c. 450 k properties

Number of properties

> Sales split between mechanic- and electromechanics locks were used to estimate %
. . of properties with electromechanics locks
Properties with

dleciromadhamnics - 35% for apartment blocks, commercial buildings, industrials, and public
locks - 80% for construction and gyms

sl Eiens > Average number of installations per property assumed to be 1.

per property

Annual > Annual revenue per installation from fees were set to approximately 35 KSEK

revenue per
installation

> Percentage of the properties with electromechanics locks assumed to adopt the
technology:

*  Apartment blocks (10%)

» Commercial buildings (20%)
e Construction (20%)

s Gyms (30%)

* Industrials (209%)

e Public (10%)

Adoption
rate

Addressable market
potential

Source: SCB, Datscha, IHRSA, Interviews 23



Rationale ...leading to a total market potential of ~7.2 BSEK,
whereof ¢. 15% estimated to be addressable for YOUNIQ in '25

1,443 1,235 958 116 1,413 1,479 514 7,157

-70%
80% 80% 80%

90% 90% 91% 85%

15%

Apartment blocks Commercial buildings ~ Construction Gyms Industrials Public

Hardware & Total

Installation
I Addressable Not addressable

Source: SCB, Datscha, IHRSA, Interviews 24



Swedish market potential estimated to ~1.1 BSEK. 2025

283

148

Apartment  Commercial  Construction ~ Gyms Industrials
blocks buildings

& B @ = -

Public

> Swedish market potential is estimated to
SEKc. 1.1 bn

>Currently, the market for this solution is
untapped

>Market potential likely to increase when
awareness of the technology arise

>The estimation is based on numbers from
'"16-'19 depending on customer segments,
and historical growth together with trends
used to estimate growth until '25

Source: SCB, Datscha, IHRSA, Interviews 25



YOUNIQ Access — Users and business model|

# of users

2000

1800 |

1600

1400

1200 |

1000 |

400 |

200

o Nov---eo BeEdalh

........,Mar..-..-.ﬂpr..-".u..

10

15

YOUNIQ

o jun"

20 25 30 35
# of installations

40

7 e feb21

4 @ jan-21

‘,-’-‘. dec

45 50

> Business model

> Saas

> Recurrent revenue

> 3 years contract

> App 1 SEK/ User /Day
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YOUNIQ Access — Customer example

© exeger skaNSKa Clarkson

\j UNIVERSITY
REO 2

SEHLHALL
/e L FASTIGHETER

SECURITY <ECEz.,
TEMPORARY S NSALEO
SPACE NORDICS

E GOTHES alqeco(g

SCIENCE

VILLAGE
SCANDINAVIA
° HATTELAND RSA
ceo TECHNOLOGY
an EMBRON Company &
terranet
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Net sales & gross margin

MSEK
40

35
30
25
20
15
10

5

0

Q119 Q219

Gross margin
Net sales
Net sales

Q319 Q419 Q120 Q220 Q320 Q420

100%

80%

60%

40%

20%

0%

>2019 — 2020 stabilization of business

>Net sales Q4 MSEK 22.5 (38.8)

>In 2020, revenues from Mobile had a more
even quarterly distribution due to
differences in business arrangements with
key customers.

>@Gross margin Q4 84.7 % (91.9)

>Depreciation of capitalized development
expenses of MSEK 2.6 (2.8)
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Operating profit/loss

MSEK
20

15
10

-10
-15

-20
Q119 Q219

B EBITDA
B Operating profit/loss
B Operating profit/loss

Q319

Q419

Q120

Q220

Q320

Q420

20
15
10

-10
-15
-20

> 2019 - 2020 stabilization of business

> All profit used in acceleration of new business

> Operating profit/loss Q4 MSEK -2.6 (12.5)

> EBITDA Q4 MSEK 0.7 (16.0)

> Operating expenses Q4 MSEK 21.7 (23.1)

> Increased spend in R&D related to investments in Digital
Identity and Mobile.
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Cash flow

MSEK MSEK

15 90

>2019 — 2020 stable cash situation

10

5 60

; I >Cash flow from operating activities Q4 MSEK

12.2(14.3)

-5 30
= >Cash and cash equivalents per 31/12 MSEK 76,3
-15 0 (737)

Q119 Q219 Q319 Q419 Q120 Q220 Q320 Q4 20

B Cash and cash equivalents
B Cash flow
W Cash flow

33



BIOMETRICS

RECiSE =




