2 “~ABG S’undal Colller SSeptember 20L9 5
3 T = i =zems Thomas Ffonore CEO = o



This presentation and related comments contain forward-looking
statements. Such statements are subject to many uncertainties and

risks, as various factors of which several are beyond Columbus A/S’

control, may cause that the actual development and results differ
materially from the expectations.

Columbus



Agenda

® Columbus in short

* Highlights of H1 2019

® Financial Value Drivers

* Growth Initiatives

® Short & Long Term Guidance

® Questions
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Columbus by the numbers

75,000 24/7 No.1
—— .
-V Customers cases @ Global support with @ In digital commerce in the

solved every year Columbus Care Nordics

5,000+ L2 2,000+ vy 8,600
@ Customers &)\& Employees across 3 Business application

worldwide the world implementations

1,700,000 5x No. 1 Infor M3

§ E@ Hours of consultancy @ Microsoft global @ Global partner; 2018

every year partner of the year Infor M3 EMEA Partner
of the year



Presence across 17 countries

Denmark
Sweden

Norway

United Kingdom
USA

Germany
Switzerland
Czech Republic
The Netherlands

Russia
Spain
Poland
Lithuania
Estonia
Chile
China

India

Local business partner with global strength



Highlights H1 2019

Revenue

2% organic growth

amounting to DKK 977m

Commerce

16% growth

amounting to DKK 73m

Columbus

EBITDA

7% growth

amounting to DKK 102m
& EBITDA margin of 10,4%

Columbus Care Contracts

16% growth

amounting to DKK 69m

Columbus Cloud

44% growth

amounting to DKK 10m

M3

17% growth

amounting to DKK 157m



Financial Value Drivers
H1 2019

Columbus



Services Business in line with last year

® Service revenue amounted to DKK

753m

- Growth in Columbus Care Services

- Good progress in Denmark, Norway,
Sweden, Commerce and M3

* Decrease in chargeable hours
(57% to 56%)
- Lower efficiency in RU, UK, US

- Progress within ERP, Cloud and
offerings such as Analytics & Bl and
Customer Experience

Columbus

Development in the service revenue
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Accelerated Cloud Conversion for Columbus Software

* Total revenue from sale of Columbus Software revenue

Columbus Software decreased by 60.000
12%, amounting to DKK 49m

50.000

- Subscriptions declined by 4%

- License sales declined by 51%
40.000

® Columbus Cloud sales increased by
44%, from DKK 7m to DKK 10m 30.000

20.000

10.000

H12018 H1 2019

B Columbus Subscriptions

1 Columbus Licenses

Columbus B Columbus Cloud
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Growth in Recurring Revenue

® Recurring revenue increased by 6% Recurring revenue
] ) 250.000
® Recurring revenue constitutes 23% of
total revenue 26.121
200.000 —— 17.776
® Columbus Care contracts grew by 16%
* Total Cloud revenue grew by 47%
150.000
100.000
N uz
0
Cloud H1 2018 H1 2019
B Columbus Care contracts
Columbus Columbus Software subscriptions .

B External subscriptions



Growth Initiatives

Columbus



Tremendous growth opportunities

CAGR ( Forecast for 2020)

2500% ~— — T T T o o o o o s s e N s e e e e e e e
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14.68%
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_______________ — 11190%,. . = —
15.00% - °
10.00%-"‘,“ o B o o
0.00%
Enterprise Application Infrastructure Customer Analytics & Compliance & Team & Business & Business
resource Management Services Experience Business Business Business Application Innovation
planning Insights Continuity Continuity Integration

Attractive market growth



Expanding total
addressable market (TAM)

Service & product development
Building global delivery capacity
Go-To-Market, e.g. digital marketing

Sales enablement & training

Establish strategic partnerships

9 Doors to Digital Leadership

Business Enterprise Team &
Innovation Resource EISIESS

Planning Productivity

N
Tl

Analytics & Business & Customer
Business Application Experience
Insight Integration

Compliance & Application Cloud &

Business Management Infrastructure
Continuity

Management



Customer Experience
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Increasing share of wallet
(SoW)

Developing 5,000 customers
Segmentation & prioritization

Account management & customer
development

Update sales talent, process & resources
Personalized digital marketing

Organic growth plans

9 Doors to Digital Leadership

EIVSIESS
Innovation

Analytics &
Business
Insight

Compliance &

Business
Continuity

Enterprise
Resource
Planning

N
Tl

Business &
Application
Integration

Application

Management

Team &
EISIESS
Productivity

Customer
Experience

Cloud &
Infrastructure
Management




Short & Long Term

Guidance

Columbus



Financial Guidance for 2019

Revenue, in the range of EBITDA, in the range of

DKK 2bn DKK 240m
Software revenue, in the range of Dividend
DKK 110m 10% dividend

on nominal share capital

Columbus




Long Term Guidance for 2021

Revenue

3-5% growth

Compounded average growth
each year organically

Recurring revenue

25%

of total revenue in 2021

Columbus

EBITDA

13%

EBITDA margin

Dividend

10% pay-out

of nominal value each year
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