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Safe Harbor Statement

Certain statements in this presentation are forecasts and are based on the views of Heeros and
company management at the time of their issuance. For this reason, they involve risks and
uncertainties. Forecasts may also change if there are significant changes in the general financial

situation or the company's operating environment.

The information in the presentation is not intended as investment advice, offers or solicitation to -
trade in Heeros investment products or services.
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Heeros offers business-critical, cloud based business
process managament solutions in a growing market

Heeros creates software that makes running a business easier.

Financial cloud ERP Cloud

Pioneer inits field. Founded in 2000, based in Helsinki, Finland with an
expanding international presence.

Financial reporting Pu‘y:::;r::ti::nk

e

Al ERP connector

Unique one-stop-shop for business-critical process applications aimed at p——— 0 0
Archivin

CFO buyer personas - H)

People Cloud Partner Cloud
Integrated solutions. Recently renewed business management cloud
portfolio focusing on invoice processing, HRM, ERP and accounting. “

Puyro" Time tru0king

Clear ambition to grow with solid profitability driven by operational renewal

Listed on the Nasdaq First North Growth Market Finland with ~20 MEUR
market cap* and ~1200 shareholders; Two main shareholders
Rite Ventures from Sweden and Viking Venture from Norway

~18 000 200 11,1 MEUR 20 + +20 95% 18% ~80
End- International Revenue # of countries we [ Years of Recurring EBITDA Staff
Customers customers 2022 deliver services to experience revenue

*Based on 3.80 € share price, 5,28 M shares



https://riteventures.com/
https://vikingventure.com/
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We target especially CFO buyer personas and

intend to have along-term relationship with
the CFO office and its changing needs

What we see is that digitalization is fundamentally transforming the
traditional roles and responsibilities in the companies, moving
CFO/finance departments towards a business role

For CFOs tasks most impacted by digitalization
* Purchase to pay
« Management reporting & analysis
« Order to cash

CFOs are looking to invest in an integrated, user-friendly systems used
across the organization for

« Enhanced business-decision support
+ Better use of high-quality data
+ Increased process efficiency, especially in invoicing

Business partnering Business
& Finance Target transformation
Operating Models

apanies become more connected, technologies

g efficient data-management, analysis and agile
n-making processes are part of CFO function’s

ay activities.”

Tasks of the CFO function that are most impacted by digitalization
according to respondents

% 64%

Purchase to pay Management
reporting &
analysis

One of the most important benefits of digitalization according to
respondents

69% 60%

Enhanced Better use of
business- high-quality
decision support data

Source: CFO 4.0 Digital transformation in the financial function, BearingPoint 2020.
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Heeros
Business
Management
Cloud

Heeros is expanding
solution offering to meet
changing customer needs

Financial cloud

Financial reporting Paz;enn;;!itzgnk

Invoice-to-Pay Invoice-to-Cash
Al
Accounting &
Archiving
People Cloud

ERP Cloud

ERP connector

J

Partner Cloud

Bl reporting

Collection

Time tracking
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Key investment highlights

1

Efficiency
megatrends driving
growth

2

Unique one-stop-

shop for modular,

business-critical
process applications

4

Sticky long-term
customer
relationships

3

Scalable, cost-
effective business
and distribution
model

5

Clear pricing power
and agenda with
limited churn

6

Solid profitability
through sharp focus
on operational
performance




Efficiency megatrends driving growth

Heeros operates in a growing European software market

Heeros hastransformed from functionalto Heeros solutions supportcriticalbusiness
business process applications vendor processesof companies goingintemational
A
Global B2B Software
Global
Industry < Unit4
“ Invoicely
Business . B
Process Blelickelyle < Fiverr % Xero < Sage
o Analytics
Applications
Financial % InvoiceReady
Applications IT .
Management % Zervant
CRM
Applications Regional Heeros
Security and
PSA Other +Heeros
Applications % Netvisor
% Fin
ERP ago
Applications @
+ Isolta . .
HRM and Payroll < Admicom
Applications % Fennoa < Lemonsoft
: . Finnish < Ukkofi
Business Insights
Applications >
Single Functional Business
Process Applications Process

Applications Applications



Efficiency megatrends driving growth

Efficiency megatrends support Heeros growth

Al and other tech Cloud Digital
advancements Adoption Transformation
driving adoption of
"efficiency Flexible and cost-effective Increased automation of
products" cloud solutions accessible business processes, real-

Rising use of emerging
technologies such as
artificial intelligence (Al),
machine learning, and
robotic process
automation (RPA) for
process efficiency,
improved decision-making
and enabling more
accurate financial
management.

also for the SMB businesses.

time data access and
remote collaboration.

Integration and
Interoperability

Integrated systems across
business functions for
overall improved
operational efficiency.

Data Analytics and
Insights

Valuable insights from
growing volume of
enterprise data for better
financial planning and

strategic decision-making.

Regulatory
Compliance

Government mandates
across Europe driving e-
Invoicing market growth.




Unique one-stop-shop for business critical process applications

Heeros Business Management Cloud

Financial Cloud ERP Cloud
* Invoice-to-Pay  PSA
 |Invoice-to-Cash e ERP Connector
« Accounting &

Archiving

« Financial reporting
+  Payments & bank
connections

~18 000
customers
People Cloud Partner Cloud
« Payroll » Value-added-services
* HRM from partners

All product clouds are
integrated together &
ready to scale

Modular or all-in-one
approach to fit

customers’ nheeds

Multi-country
support




Unique one-stop-shop for business critical process applications

Constant gradual renewal of mature product suite

N\

B3 \% \‘ --“- : ey .
: .

New Heeros o « New Heeros Modern &
Purchaselnvoices <« NewMobileApp <+ Alpostings + ERPConnector Sales Invoices unified UX
- Fast & easy customer « Improved « Financial Cloud + « NewHeerosHR Scalability
onboarding APIs PSA integrated
Ll = 3
= -y
— ~.




Unique one-stop-shop for business critical process applications

Choose exactly the product you need from the modular portfolio

Payments & bank
connections
ERP connector
v

Customer ERP o : ; ; ;
S other blsinass Stondqrdlzed integration services
S Systoms \ make it easy to seamlessly and cost-
effectively integrate Heeros Clouds to
517 customer’s existing business processes

and applications.

€
( ....... Invoice-to-Pay

- Modular portfolio enables customers to
choose just the products they need at
any point in their digitalization journey.

' ’ M cro.soft Dynamics 365 ORACLE
" Business Central NETSUITE

unIT




Scalable, cost-effective business and distribution model

Heeros sales and distribution model

Own products: Partners:

qun(fml Invoice-to-Cash Accounting & ERP connector E FUUSOR
reporting Archiving
s e Payment & bank nAct .

Sales Accounting Heeros
channel Office Partners International Heeros Sales
Sales
HQ'd in Finland,
Customer Micro and Small expanding Medium sized
businesses internationally - businesses
Focus in PSA




Scalable, cost-effective business and distribution model

Our key strengths will help us deliver effectively

—  Best user experience for business management solutions

Ell 9k| 31% of accounting offices and 64% of direct customers mentioned ease of use as a
Heeros key advantage (Seedi competitiveness analysis 2022)

% Service + Software combo
Fast implementation and support together with CSMs valued by customers

\,:&:./ Strong ERP integrations

g7 4[5 largest deals won at least partly because of our integration capabilities
(/) Ability to serve mid-segment customers in multiple countries
\\/ Heeros invoice solutions are used in >20 countries

[ '\ World-class partnerships for innovative services

o O

' Strong partnerships with Opentext and Enable Banking for delivering services
across multiple countries



Sticky long-term customer relationships

Broad portfolio of customers

~18 000 end-customers
~200 international customers

95% recurring revenue
Low churn

Net revenue retention (NRR)

H1/23:107 % (H1/23:109 %)

ARPA, End customer
H1/23: 54 € (+10 %)

Order intake, ARR
H1/23: 360k EUR (530k EUR)




Sticky long-term customer relationships

We expect to have significant potential to grow our business as
more and more SMEs embrace the possibilities of digital era

Modular solutions Positive user experience

domestically with

international capability Seamless and smooth user

experience, integrated across
different solutions

Tailored solutions with modular
|mplerr,1entqt|on supporting Customer NPS 7.4
customers’ business processes

Possibility to expand internationally gleleel

via own and partner solutions long-term

customers

Deployment and training Customer stickiness
Superb processes for quick and
efficient onboarding, well respected
Finland-lbased customer service

Long term customer relationships

Low revenue churn rate even with
pricing and packetizing changes

Project satisfaction 5/5




Sticky long-term customer relationships

Three types of customers ,~  AccountingOffices  ~

Tilitoimisto
A\ Kct:rppltnen Q RANTALAINEN

Direct Financial Cloud Customers
/ \ i) Aallon
€

S Lrormcony | |. o Q @ Movere \ BONUM
A8 |
.Bi;‘,node GRANO @ /

& Bradstrost Company Schindler
SAVOX . BLINK M

2 Pamark

\ @CAVOTEC % /
EEEEEEEEEEEEEEEE N/ VUOKRATURVA \




Clear pricing power and agenda with limited churn

Matching pricing & packaging

with constantly increasing customer value

- Heeros is a price leader in key customer segments, which together with constantly
developing product portfolio enables price increases to match customer value.

« Heeros has a proven track record of pricing & packaging changes from 2022-2023
with small effects to churn.

2025
--0----0>

2022 2023
~o----o-ENCITWN-0----o

ARPA H1/23:
54 eur




Solid profitability through sharp focus on operational performance

Transformation of operations nears completion

2019
8,6 M€ revenue, 0,9 M€ EBITDA

2020
8,8 M€ revenue, 1,4 M€ EBITDA
Transformation project starts

2021
9,2 M€ revenue, 2,0 M€ EBITDA

2022

11,1 M€ revenue, 2,0 M€ EBITDA
Taimer acquisition 1.1.2022

2023 and beyond

Cash-flow positive, self funded
Growing profitably, + 15% EBITDA H2 23

A large transformation project was started in early 2020. Since then, Heeros
has made continuous investments in improving operational performance in
multiple ways.
« This has led to consistently increasing profitability. EBITDA has grown
from less than 1 MEUR in 2019 to almost 2 MEUR in 2022.
- EBITDA dipped in 2022 due to integration of Taimer, acquired in H1 2022
» Clear growth expected in 2023 as well — in H1 EBITDA grew by 15% y-o-y

Heeros is now cash flow positive and self funded



Solid profitability through sharp focus on operational performance

Solid financial track record enabling investments in growth

Revenue, 1000 eur Adjusted EBITDA, 1000 eur
11083
8605 8752 920 *2% 1o 2062 2061 e
I I I 5549 5666 ors I I I I
2019 2020 2021 2022 1-6/221-6/23 2019 2020 2021 2022 1-6/22 1—6/23
Contract revenue, 1000 eur Operational cashflow (adj.), 1000 eur
7854 1695 1637

+9%

5070 2737 1299
3 883 4237
I I I I - 459

2020 2021 2022 1-6/22 1-6/23 2019 2020 2021 2022 1—6/221—6/23
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Heeros strategy 2021-2023

What have we done and where are we heading?

Established customer centric Heeros organisation ready to develop, sell and
organization and partnerships deliver extended portfolio in scale

Portfolio

Integrated solution portfolio

Renewed UX and extended Heeros financial
management solution portfolio with new
mobile and HRM solution

Heeros focus is on integrated
business process applications

Financial results Customer focus

Financial turnaround with proven scalable
and profitable business model
Focus on SMB customers delivers results

The changing needs of CFOs
From micro businesses to SMBs




OUR VISION:
Our business management cloud gives every single medium-sized business the power to grow.

Rule of 40 - The total sum of EBITDA margin (% of net sales) and net sales growth annually will
FINANCIAL : . . . o 4
be over 40%. Heeros will actively seek inorganic growth opportunitites and impact of those are
not included in the long-term financial target.

TARGET:

Sales Channel: Accounting Office Partners Heeros International Sales Heeros Sales

Profitable Growth Build and Monetize Best User Experience

New sales towards direct mid-size segment

Upsell and cross-sell towards existing customers - both
direct and AOs - with most potential for growth

Strengthen product-market-fit for the refined core ICP
(mid-segment) especially in Financial cloud & ERP cloud

International growth through Finnish HQed companies Increase pricing and optimize packaging towards all

Nurture smaller/non-ICP customers through tech touch

3 T .
Operational Excellence
F &
i

Improve SaasS ways of working and enhance profitable performance culture

- T b=
..

|
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