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We have an attractive financial profile

Maintained Capital efficient Structured growth
profitability every business model with and profitability to
year since the IPO strong cash return as market

generation normalises
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Maintained profitability every year since the IPO
SEK2.7bn in cumulative adjusted EBIT since the IPO

Adjusted EBIT (SEKm) | Pandemic
|

Cumulative
adjusted
EBIT
(SEK)

2017 2018 2019 2020 2021 2022 2023
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Capital efficient business model

Cumulative operating cash flow exceeding EBIT since the IPO

Cumulative
operating Operating leverage enables
cash flow . . q o
(SEK) normalisation of profitability
33 Limited capex needs and

disciplined net working capital
management

Strong conversion to cash flow

Adj. EBITDA Change in NWC Capex’ Operating cash
flow

Notes: 1) Investments in tangible and intangible fixed assets. Source: Company information



Market supported by continued online migration

~62%

penetration

~47%

60% penetration
50%

~27% v28%
40% penetration penetration
30% ~13% o

penetration

20%

Low online penetration
: compared to other
10% o product segments and
(] .
geographical markets

0%

Construction & Furniture & Fashion Home Books
furniture appliancesin the UK electronics

Addressable
online market ~40bn - ~80bn =

size (Nordics)?

21 Note: 1) Market size at different penetration levels assuming total Nordic market of SEK ~280bn
Source: Company information, Postnord E-barometern, Statista, Svenska Bokhandlarféreningen



Market growth to return as macro normalises

Signs of market returning to pre-pandemic levels and normalising

Household renovation intent NTM"

110 Significant
upside
105 returning to

pre-pandemic

level
£ 1+ T T N A ‘
95 pandemic

Avg. pre-

=N\ e e\ R ) -.I
90 . |
pandemic I
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Avg. post-
pandemic
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Q1'17 Q317 Q1'18 Q3'18 Q1'19 Q319 Q1'20 Q3'20 Q1’21 Q321 Q1'22 Q322 Q1'23 Q323  Normalisation

Note: 1) Re-based to 100 °
Source: Company information, National Institute of Economic Research (NIER)
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Delivering on announced improvement initiatives

Significant improvements achieved in 2023

Cash flow Inventory reduction Cost reduction Reduction in interest
5 5 5 bearing liabilities

w6 | | w900, | | w125, | | w6

Improvement of Above target In line with target Focus on de-leveraging and

+1.7bn vs. 2022 of 600m of 100-150m stronger balance sheet

Source: Company information wg [



Strategic focus areas: Clear roadmap for profitable
growth

1.6%
mmmmmy

0.8%

Adjusted
operating
margin today
(2023)
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GROWTH INITIATIVES

~0.5-1.5%

Category expansion

Selling through
external marketplaces

Internationalisation

CREATING
POWERHOUSES FROM
CONSOLIDATION

~0.5-1.5%

IMPROVED EFFICIENCY

~1-2%
and 0.8%
run-rate

Nordic Home Improvement
powerhouse

Group wide agreements

MARKET
NORMALISATION

7%

~1-2%

Hemfint Group
consolidation

Automation and leverage
Al as a tool for efficiency

( Consolidation of LG and

KitchenTime

Fulfilment
automatisation

N
Structural growth
J
\ Adjusted
operating
Macro normalisation margin over
) time

Source: Company information




Drivers towards profitability target

Path to return to normalised levels and beyond

GM1: ~0-1% GM 2 /DSC: ~0-1% SG&A: ~3-4% D&A: ~1-1.5% 7%

Premises, salaries, marketing and other
* Consolidation synergies
* Shared overhead functions

Distribution and other: * Co-location
« Fulfilment * Shared customer service Warehouse
COGS * Automation * CS automation & efficiency gains from Al « Optimised
« Nordic * Group wide agreements in last mile and * Operating leverage from growth initiatives and warehouse
purchasing payments market normalisation space
Adj. EBIT today COGS Fulfilment Bank costs Postage Online Premises Salaries Adj. EBIT
marketing over time

Source: Company information wg’



Committed to furtherreduce leverage

Strengthening the balance sheet is a key near-term priority, to be driven by profit
normalisation

Leverage’ (x) and net debt (SEKm)

2,251

4.0x Updated reporting?

4.8x 4.7x
23 Q124
<2.5x
~1.5x
~1.2x
- 2,3 2,3
2018 2019 2020 2021 2022 2023 Ambition  At5% EBIT*® At7%EBIT?*®
Notes: 1) Net debt in relation to adjusted EBITDAaL pro forma (LTM). 2) From January 1, 2024, BHG excludes result attributed to legal minority interests in the calculation of adjusted EBITDAaL pro forma, LTM 3) Assuming net debt, net sales,
26 depreciation, IFRS adjustments and pro forma adjustments as per 2023. Also including adjustment for result attributed to legal minority interest for 2023, as per updated leverage definition °
Source: Company information
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Structured and highly selective M&A strategy since ‘23

M&A team)

Strategic
criteria

Operational
criteria

Financial
criteria

_ Opportunities primarily identified in business areas (no proactive Group __

Complementing existing business areas
Niche competences

Strong synergy potential
Operational value-add
Business case to drive value creation

Profitable or with significant synergies
Asset light
Limited or no leverage impact

— Hemfint and KitchenTime acquisitions are recent examples

VALUE HOME
trendrum.

= trendrum. a

Acquired from its founders in March 2024 (no cash consideration)

Attractively positioned home, garden, and leisure business that fitted
well with existing assets

Efficiency gains from creation of the Hemfint Group

KITCHENTIME

KITCHENTIME

henTi' ’

-

- ~
g Upplev ett nytt finslipat Kitc

]\

Acquired from Bergendahls in January 2024 (no costs taken over)

Expert in categories where Nordic Nest already has a leading position

Significant immediate synergies and short integration process

oha.
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