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Forward Looking Statement O esprinet’

This presentation may contain forward-looking statements that are subject to risks and uncertainties, including those pertaining to the
anticipated benefits to be realized from the proposals described herein. Forward-looking statements may include, in particular,
statements about future events, future financial performance, plans, strategies, expectations, prospects, competitive environment,
regulation, supply and demand. Esprinet has based these forward-looking statements on its view and assumptions with respect to future
events and financial performance. Actual financial performance could differ materially from that projected in the forward-looking
statements due to the inherent uncertainty of estimates, forecasts and projections, and financial performance may be better or worse
than anticipated. Given these uncertainties, readers should not put undue reliance on any forward-looking statements. The information
contained in this presentation is subject to change without notice and Esprinet does not undertake any duty to update the forward-

looking statements, and the estimates and the assumptions associated with them, except to the extent required by applicable laws and
regulations.



Investment Opportunity

THE RIGHT INDUSTRY THE RIGHT COMPANY

GROWTH

Tech sector is booming thanks to constant innovation and changes in lifestyle and professional
habits (smart working, e-learning, e-commerce, ...)

Market demand driven by new technologies (loT, Big data, Analytics, Cybersecurity) and by IT
subscription models (XaaS)

Tech wholesaling is the fastest growing go-to-market strategy of tech manufacturers that look to
increase efficiency

Growing demand of logistic services driven by retailer e-commerce

Tech wholesalers are morphing into "behind the scene" enablers of tech pervasiveness providing
more and more added value logistic, financial and marketing services complementing the
traditional bulk breaking and credit services

Undisputed market leader (25% market share in 2019) with a track record of acquisition in a fast
consolidating market

Leverage on strong foundation in the distribution businesses to provide high-margin services and
solutions (advanced solutions and subscription/usage services)

Proprietary and distinguished IT operating platform and e-commerce services support the cost
base lowering, the customer service level and the launch of new services

Opportunity of growing ROCE by furtherly optimizing the trade-off between working capital and
gross profit

LOW RISK

Resilient industry thanks to the strategic role of distribution in the IT value chain

The industry has developed in time a standard of risk-shielding techniques for key assets (credit
insurance and stock protection) that provide low-risk balance sheets

High levels of automation of processes provide low cost operating models shielding the P&L
from the impact of sudden swings in revenues

Historical stable flow of profitability since 2001 even in market downturns: 440 M€ of cumulated
Net Profit since 2001 and 108 M€ of cumulated dividends paid. Strong performance in H1 2020
during pandemic period.

Diversification: 3 geographies (Italy, Spain and Portugal), complete Tech product range (IT
clients, IT infrastructure, Consumer Electronics, Cloud and tech services), all possible customers
(Resellers, VARs, System Integrators, Retailers, E-tailers)

Highly efficient logistics processes and systems, scalable with low cost sensitivity to volume
upgrades; very strong balance sheet thanks to focus on Cash Conversion Cycle and ROCE



2020 Key Facts

Market leader in the strategic IT supply chain for Italy and Spain

STRONG FINANCIAL PERFORMANCE A «BUSINESS DEVELOPMENT>» DEAL

H1 2020 Sales of ~1,834,7 M€ (+7% yoy), with a strong growth in Strong boost in Cloud and "As A Service" solutions: binding agreement

demand for PCs and Smartphones for the acquisition of GTI Software y Networking with an exclusive

U Q2 2020 Sales of ~¥920 M€ (+9% yoy) thanks to the excellent know-how in selling software and dealing with cloud provisioning
performances achieved in May and June platforms for VARS and System Integrators

O Q12020 Sales of 914 M€ (+4% yoy)
A perfect fit with Strategic guide-lines: GTl is the only Spanish distributor

An half year of Growth in all Geographies: with a pervasive Cloud strategy, leading the “As a Service” solutions
Italy +6%, Spain +10%, Portugal +68% market

ESPRINET outperforms market in Spain and Portugal and consolidates Leader in the fast growing market of cloud, with a market share of ~24%
its market shares recording in Q2 2020 the best result of the last 3 years (1): European Industry CAGR during 2018-23F is predicted to be 29.1%

in the 3 geographies
Multiple sources of synergies in business development

EBITDA Adjusted +16% vs H1 2019 - commercial cross-fertilization
- optimization of scale
Cash Cycle as of 30 June down to 12 days, best performance ever - customer satisfaction

- cost synergies
Cash as of 30 June equal to ~113.2 €M essentially due to the better
management of working capital

4 () Company elaboration on Context-GFK and Channel partner data



H1 2020 Financial Highlights esprinet

(M/€) 30/06/2020 30/06/2019 (M/€) 30/06/2020 31/12/2019
Sales from contracts with customers 1.834,7 1.717,5 Fixed Assets 117,6 118,7
Gross Profit 82,8 81,4 RoU Assets 102,7 107,3
Gross Profit % 4,51% 4,74% Operating Net Working Capital 61,5 (121,0)
EBITDA adj. 24,0 20,6 Other current asset (liabilities) (11,3) (1,4)
EBITDA adj. % 1,31% 1,20% Other non-current asset (liabilities) (18,0) (16,9)
EBIT adj. 16,8 14,0 Net Invested Capital 252,5 86,7
EBIT adj. % 0,92% 0,82%
EBIT 14,6 14,0 Cash (333,2) (463,8)
EBIT % 0,80% 0,82% Short-term debt 31,5 18,9
Net Income 7,7 7,6 Lease liabilities 105,0 108,8
Net Income % 0,42% 0,44% Medium/log-term debt¥ 94,2 78,0
Financial assets (10,7) (14,2)
Net financial debt (113,2) (272,3)
* Net Invested Capital at 305t June 2020 stands at 252,5 M€ and is Net Equity 365,7 359,0
covered by: Funding sources 252,5 86,7
- Shareholders’ equity, including non-controlling interests, for 365,7 _ _ )
ME (359.0 M€ at 315 December 2019) Net financial debt/Equity /s /s
Net financial debt'”'/Equity n/s n/s

- Cash positive for 113,2 M€ (272.3 M€ at 315t December 2019)

) Including the amount due within 1 year
@ Net financial debt ante IFRS 16



Q 2017-20: Sales & Net Financial Debt

(Cash)

Seasonality of business entails sales concentration in Q4
Q4 end-period WC and NFP tipically stand at the lowest level of the year
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Sales Evolution

1,184 M£ Italy

614 M€ Spain

37 M€ Other

2.5 B€ Italy

1.4 B€ Spain

73 M€ Other

H1 2020: 1,835 M€ (+7% vs 1,717 M€ in H1 2019)

MKT MKT
6% A 8% 1,013 M£ IT Clients 5% A 6% 1,030 M£ IT Reseller
10% A 3% 592 M€ Consumer Electronics 15% A 7% 835 ME Retailer/E-tailer
-19% Y 260 M€ Advanced Solutions -6%V 5%

FY 2019: 3,945 M€ (+10% vs 3,571 M€ in FY 2018)

MKT MKT

10% A 8% 2.0 B€ IT Clients 10% A 2% 2.1 B€ IT Reseller

6% A 6% 1.4 BE€ Consumer Electronics  qgo, A 5% 1.9 B€ Retailer/E-tailer

29% A 0.6 B€ Advanced Solutions 1% A 3%

O esprinet

MKT
6% A 5%

7% A 7%

MKT
5% A 7%

16% A 8%

Source: Context, June 2020



Historical stable flow of profitability @ esprinet’

since 2001 even in market downturns

Strong Investor focus and financial discipline to enable a 25% pay-out dividend policy
440 M€ of cumulated Net Profit since 2001 / 108 M€ of cumulated Dividends paid

of the whole Profit
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Working Capital Metrics O esprinet’

80 40
®* Best quarter in last 3 years.
70 32 32 34 ~ 35 ®* Continuous reduction in cash cycle
31 "___,"\ 30 days mainly due to strong
€0 23 28 e \\_~29 )8 s 30 performance in inventory turnover
w6 27 271 26 __-=’ A _‘szj— 271 _1 26 and suppliers’ payment terms.
T maamwe” _ ™ ~
R 1 [ [ = 25 * At June 30 2020 working capital
days stands at 12 days improving
40 20 both sequentially (-8) and year-on-
| year (-16).
30 2l 15 * Compared to Q2 2019 metrics,
Idays decreased -4 days, DSO
20 10 decreased -1 days and DPO
increased +11 days for a total
10 5 improvement of 16 days from 28 to
12 days.
0 0

2015 Q42016 Q12016 Q22016 Q32016 Q42017 Q12017 Q22017 Q32017 Q42018 Q12018 Q22018 Q32018 Q42019 Q12019 Q22019 Q32019 Q42020 Q12020 Q2
I [days [C——1DSO [——1DPO = a» e(Cash Cycle Days

Idays (Inventory Days): 4-qtr average of (quarter-end Inventory / quarterly Sales * 90)
DSO (Days of Sales Outstanding): 4-qtr average of (quarter-end Trade Receivables / quarterly Sales * 90)
9 DPO (Days of Purchases Outstanding): 4-qtr average of (quarter-end Trade Payables / quarterly Cost of Sales * 90)



ROCE Evolution Up To Q1 2020

450000 11,3% Seasonal spike in Q4
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150.000 \\\ 4,0% thanks to the strong
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\\ 2,0%
50.000 \\ Lo
\ Rebound from historical

2016 Q1 2016Q2 2016Q3 2016Q4 2017Q1 2017Q2 2017Q3 2017Q4 2018Q1 2018Q2 2018Q3 2018Q4 2019Q1 2019Q2 2019Q3 2019Q4 2020Q1 2020Q2

1 Average Capital Employed last 5 quarters mmmm NOPAT Adj last 4 quarters e ROCE
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2020 OUTLOOK
AND FINAL REMARKS
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2020 Outlook and Final Remarks

o O 0O O OD0O0OC0O

The 2 months July-August shows a +32% revenue growth
The month of July recorded a 14.7% growth in Southern Europe (Context Panel)
Outlook 2020: Revenue above 4.3 €B, EBITDA adjusted in the range 56-61 M€

We maintain favourable mid-term expectations due to strong fundamentals of ICT market and growing distribution centricity in
the tech business system.

Customer satisfaction projects already implemented are delivering good results and shall help to sustain long-term profitability
in a normalised environment.

Despite negative short-term effects on consumers demand and enterprises IT investment we remain confident that our strong
competitive positioning and good financial shape will allow us to exploit any opportunities the market will offer in the future.

We keep on looking at possibile M&A operations finding ourselves at the forefront of the ongoing consolidation process of the
distribution industry.

In July 2020 the Chairman and the CEO consolidate their shareholding in the company collectively rising to 9.07%. Signing of a
shareholders agreement with the Monti family to ensure continuity in the management over the next years



IR Team

ESPRINET S.p.A.
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Acquisition of GTI
Software & Networking SA.

A «<BUSINESS
DEVELOPMENT>» DEA
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Disclaimer

This presentation and any related slides, verbal explanations, questions and answer session as well as any material distributed in connection with it (the
“Presentation”) have been prepared by Esprinet S.p.A. (“Esprinet” or the “Company”) for the sole purpose of the presentation of the transaction for the
acquisition by Esprinet Group (though the sub-holding for Spanish operations, Esprinet Iberica S.l.u.) of 100% of the capital of GTI Software y Networking
S.A. (“GTI” or “GTI Group”).

By attending the Presentation or by reading the Presentation slides you agree and acknowledge the following:

Information purpose and confidentiality: this Presentation is being provided to you solely for information purposes, in summary form only and does not
purport to be comprehensive.

No Update: the information contained in this Presentation is provided to you as of the dates indicated and is subject to change without notice. Esprinet
does not undertake to update such information and/or any verbal explanation expressed relating to the Presentation, except to the extent required by
applicable laws and regulations.

No investment advice: the content of this Presentation does not constitute a public offer under any applicable legislation or an offer to sell or
solicitation of an offer to purchase or subscribe for securities or financial instruments or any investment advice or recommendation with respect to such
securities or other financial instruments is not to be construed as providing investment advice. The statements and information contained in this
Presentation have not been independently verified, and all interested parties shall conduct their own verification and analysis of the information and
data in this Presentation.

No representation and warranties: the information in this Presentation (including market data and statistical information) has been obtained from
various sources (including third party sources), and no representation or warranty, express or implied, is made as to, and no reliance should be placed
on, the completeness, fairness, accuracy, correctness of such information. Neither Esprinet nor any of its representatives or affiliates shall accept any
liability whatsoever (whether at law or contract, in negligence or otherwise) for any loss, damage or costs arising or in relation to such information
and/or from its use.

Forward-looking statement: this Presentation may contain forward-looking statements that are subject to risks and uncertainties, including those
pertaining to the anticipated benefits to be realized from the proposals described herein. Forward-looking statements may include, in particular,
statements about future events, future financial performance, plans, strategies, expectations, prospects, competitive environment, regulation, supply
and demand. Esprinet has based these forward-looking statements on its view and assumptions with respect to future events and financial
performance. Actual financial performance could differ materially from that projected in the forward-looking statements due to the inherent uncertainty
of estimates, forecasts and projections, and financial performance may be better or worse than anticipated. Given these uncertainties, readers should
not put undue reliance on any forward-looking statements.



GTI Transaction Highlights

O esprinet

A true “Business Development” Deal

* Esprinet Iberica S.l.u. (100% Esprinet S.p.A.) signed a definitive agreement for the acquisition
of GTI Software y Networking from Emotion S.l.u. (Mr Juan Pablo Rossi)

* The equity value to be paid in cash at Closing amounts to Euro 33.8 M€, with a net financial
position of 9.8 M€ (*)

Deal Structure

* Unique strategic fit in core Spanish market
* Strong boost in Cloud and "As A Service" solutions
* Exclusive know-how in selling software and dealing cloud provisioning platforms

Strategic Fit

Acquisition shall be funded through available financial resources

Financing Absorption of increase in financial leverage without stress
Pro-forma covenant on existing facilities respected with headroom as at December 31, 2019
* No critical actions prior to completion
Timetable » Closing execution expected by the end of September 2020, after receipt of required anti-

trust authorities approvals (Spain and Morocco)

NN ()
U

17 U Average L6M NFP as of May 2020A.



Transaction Rationale

O esprinet

A perfect fit with Strategic guide-lines

Customer Satisfaction Consolldatln-g Ieade.rsh|p n Increase Profitability Address new markets
the Iberian Region

White Goods opportunity as

Providing the best Customer Pushing for a higher weight of  far as “tier-2 model” spread

Satisfaction: improving the v

Advanced Solutions business into the industry
v level of CS raising the switch-
cost for customers thus
positively impacting overall Xaas: leveraging our web Be ready to enter markets
profitability ” Platform to be an aggregator  such as Robotics, Al, Electrical
for laa$, SaaS, MPS and Daa$S Mobility, 3D Printing
contracts

Achieving size in Portugal both
through organic growth (HR,
v logistics and selection of the
best vendors) and through
ME&A
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Xaa$S & Cloud Strategy

* The Cloud market is quickly becoming one of the hottest growth opportunity in the Advanced Solutions market segment.

* The pressure on delivering Smartworking solutions is impacting not only the IT Client space, with a surge in notebooks and tablets
demand, but the IT infrastructure as well with a growing need of videoconferencing systems, collaboration software and
cybersecurity products.

®* Recent announcement from Microsoft about the launch of 1.5 BN€ “Ambizione Italia #DigitalRestart” plan to support the
“cloudification” process in Italy demonstrates the strong interest of big tech companies in those countries - Italy and Spain among the
others - where digital divide is still both a big challenge and a big opportunity.

* End-customers will be short of liquidity but in urgent need of a modern IT infrastructure to cope with the new socially distanced
world awaiting, and the consumption model will turn into an even more appealing opportunity.

* Qur strategy consists in assuming the role of “pure” aggregator/enabler thus enlarging the potential of our B2B marketplace
(www.esprinet.com).

* We are working on a number of initiatives in both the cloud provisioning platform space, the DaaS-Device As A Service business
model as well as pushing hard to enhance our current portfolio of cloud solutions.

19



European Cloud Computing Market

O esprinet

European cloud computing market value (€ billions, 2014 —2023F)

Key comments

» 2018 total industry value amounted to
€30.5 billions

» The industry showed a significant CAGR
during 2014-18 period (32.2%)

109,4
» Industry growth has been led by western
European countries showing there is
further potential for the industry to expand
. 50,7
@— " 39,2 » 2023F total industry value is expected to be
— 238 305 €109.4 billions
17,8
10,0 13,2
__-_-_- . » Industry CAGR during 2018-23F is predicted
FY14A FY15A FY16A FY17A FY18A FY19F FY20F FY21F FY22F FY23F to be 29.1%
Market breakdown by category (2018) Market breakdown by geography (2018)
Key comments
» Cloud computing sales during 2018 were
mainly due to Software as a Service,
35,0% accounting for 59.4% of total industry value
(approx. €18 billions)
» 40.6% of the market value is due to laaS
and PaaS (approx. €12 billions)
» The German industry is forecast to match
4.9% the UK industry’s value in 2023 due to
5.9% higher growth rates
- Paas - saas - laas - Germany - France - Spain
B uk Italy Rest of Europe

2(pources: Management estimates on various info sources



Key strenghts of GTI

* Leader in the fast growing market
of cloud, expected to have a high
double digit CAGR in the coming
years

*  Top Microsoft Partner and other
strong partnerships
with top vendors like VMWare and
Adobe

*  Business model tailor-made to
satisfy its clients
needs through CSP and MSP
distribution, being the market
leader in CSP for the past +10

years o= s

N\
V4
/ \\
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Il \
1
1 1
[\ 1
1 4
\ U4
\\ ’,
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A cloud leader A new business model Platform for growth

Recurrent revenues due to its
subscription model schemes

Products are instantly accessible
and available for customers:
possibility of serving other
countries

Costs reduction because of the
absence of logistic and storage
costs

Greater ROCE opportunity than a
traditional distribution model

P Sl S

O esprinet’

Leader in the AUTO-ID market,
with potential synergies with our
Italian business

Business platform to Africa: GTI
has offices in Casablanca from
which it distributes already to
more than 18 countries




GTI in a nutshell

O esprinet

Business overview Key vendors per Business Unit

Enterprise Equipment

GTI Software y Networking, S.A. is the parent company of a group operating in the ICT distribution mainly in Spain and Portugal, at the

forefront of the distribution of Cloud solutions (“As a Service” solutions) and business software for Value-added Resellers (VARS) and plantronic§. HlTACHl
System Integrators. Moreover, GTl is a leading distributor of value-added enterprise equipment such us Automatic Identification and %ZEBRA m RUMC.!ﬁLAS'
Data Capture, Communication and Internet of Things (“loT”) products for the System Integrators and VARs channel.
In the last 2 years GTI has experimented a successful history of major transformation based on two critical moves: (i) the bet for As a Service
migrating its business from a product distribution-driven one to a Cloud/As a Service distribution model and (ii) the definitive h‘ Adobe vmware
abandonment of the distribution of products to the retail channel. ‘ Red Hat /A Microsoft Az
ICroso ure
GTI has a loyal and wide customer base to cover the entire B2B professional channel market with ~5,500 active customers. It is a top
distributor partner for blue-chip vendors, representing more than 90 world-class suppliers Software & Solutions
GTI Group is headquartered in Madrid (Spain) and has presence in Portugal and North Africa (Morocco) with more than 170 people VERITAS
(1) "
employed 3% Microsoft CIMERD
Key financials (€000) Revenues breakdown per BU (%)
EB";D‘“ 1.2% 1.9% 2.0%
200,000 196,736
120,000
179,900 181,514
120,000 r, ',
2,451 3417 3,880
o | — |
FY12A FY15PC LTMZ0A
- Revenues EBITDA
25,000
20,000 17,605
15,000 12,350 14.775
12{;‘% - Software & Solutions - As a Service - Enterprise Equipment Other
0,000

Sep18A SeplaPC Mar20A

NP I Equity

22 () Yearly average incl. temporary workers; 2 EBITDA adj (i.e. "as reported" EBITDA plus non-recurring severance payments due to consumer business dismissal; @) Average L6M NFP as of May 2020A.



Business Model

e IT distribution models are
evolving from selling physical
devices to selling technology
“As-a-Service”.

* |n this business milieu, GTl is
ahead of the Spanish market
because it has already
transformed itself as a truly IT
distributor of Cloud Solutions.

* GTI Group does no longer sales
to the retail channel being
focused on selling exclusively
to corporate resellers.
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Comsumer

2017

163 ME

59 M€

ENTERPRISE EQUIPMEN T

135 ME

IT Segment: net sales of Enterprise
Equipment products in the traditional
transactional business model.

GTl Strategy: in the last 2 years GTI
has abandoned consumer-related
product distribution and just focused
in niche value added ones for
professional customers (AIDC, loT,
Communications).

Buszinegs Model: in the professional
value-added space, working capital
needs are much lower than in the
retail space. Moreover, value-added
product margins are higher than in
retail channel because ifs =2l needs a
layer of expertise and competition,
within the diztribution channel, is less
fierce.

Value Proposition: GTI's value is
based on specialized value-added
product portfolio offering, comoetitive
pricing, capability to manage detailed
logistics and providing credit lines.

“

SorFTwaRE & SoLuTioNs

IT Segment: net sales of Software

licenzes to complex IT infrastructure,

data & management and

cybersecurity. Selling requires high

level of consultancy experfize and

usually renders additional

professional services for the channel

(system infegrators).

GTI Sirateqgy: GTI provides support

to the professional channel to offer

customized solutions and software

configurations and dimensioning to its

customers.

Busziness Model:

* high margins and extra income by
Vendors

* high level of sales recumrence in the
sofiware license

* low working capital requirements
since almost no stock is needed

= medium ROCE

Value Proposition: GTI's proposition

is based on experiize, price (Software

licenses), and ability to aggregate

different fechnologies (Solutions)

As a SERVICE

29 M

IT Segment Net sales of multi-cloud
solutions. Solutions provided through a
technological platform that allows the
aggregation of different Vendors,
instantly managing usage and
controling consumption

GTI Strategy: The group provides

miginly two different distribution

systems:

*  Cloud Service Provider (CSP): GTI
provides everything As a Service
through its own platform directly to
clients

*  Managed Service Provider (MSP):
GTI provides As a Service solutions
to system integrators that aggregate
them into its owm platform and
offering

Business Model:

*  High margins

*  Low Working Capital needs

*  Pay-per-use and recurrent income

Value Proposition:

*  For Vendors: regular revenue
streams with increasing
consumption

*  For end-users: no need of big

penodical IT capital expenditures,

flexibility to adapt technology

O esprinet
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Business description
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REVENUES 2019 (SHARE %)

Enterprise
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Equipment

As a Service
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€75m

€60m

€45 m

PRODUCTS AND CHANNELS

Storage Appliances

Unified Communications and Professional Wifi

Graphic Tablets

Automatic Identification Data Capture (AIDC / IA) products

Communication devices (network and surveillance material)

Internet of Things

Channels consist of (i) Value Added Resellers, (ii) System Integrators and (iii) E-tailers
& Retailers (currently abandoned)

CSP: Business model for clients that prefer not to own the software and a direct
channel and a direct access / management to GTI’s solutions through its platform
while paying-per-use

Hybrid Cloud: Cloud computing solutions that uses a mix of private and public cloud
services, with orchestration between the two platforms

MSP: Business model where GTl’s client is a Service Provider that under a
subscription model owns the licenses and solutions and sells them like a service
using its own platform

Channels consist of (i) Value Added Resellers and (ii) System Integrators

Modern Workplace: Productivity products like desktop software, Operating systems,
collaboration and CRM

Data & Management: Solutions for storage backup and data management, remote
access and software management

Cybersecurity: Antivirus and Security protection

Development Software and Operating systems

Storage and Backup Software

Networking and Remote Management Software, etc.

Channels consist of (i) Value Added Resellers and (ii) System Integrators

O esprinet

TOP VENDORS BY 2019 REVENUES
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Best Cloud Distributor in Spain
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.... Leading the market
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%;} A truly Cloud Company ....

Diela o S

195.132 179.877 / ‘ QQP:ITEXT QQP;JTEXT
= g c ChannelWatch ChannelWatch 2019
© ¢ = |
(@) 0o 5 5= Distributor of the / /
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v" Within its 3%, market share of GTI in Cloud solutions is ~24% (1)

oo
= v' GTlis the 6% - the 2"d independent - wholesaler of ICT technology
B - in Spain: the ??mblnatlon of Esprinet and GTI drives the Market
2 c Share to 25% '%).

2 £ NET PROMOTE SCORE v' GTl is the only Spanish distributor with a pervasive Cloud
-E = PERFORMANCE: 82,76 strategy, leading the “As a Service” solutions market.

o

o

25 (U Company elaboration on Context-GFK and Channel partner data



Cloud Provisioning Platform

O esprinet

DISTRIBUTOR 3y [}
/ RESELLER RESEELER CUSTOMERS

v" Provisioning Platform enables GTI
customers to automate, aggregate and
sell their own cloud and digital services

as well as those from third parties. B® Microsoft Acronis
: B |
v It also enables ISVs to take their BCIINTES e ESPERY | — GTI
' i CloudBlue. Q)‘ 1.653 14.431
offerings to market almost instantly Visymantec. B TREVR
across the entire multi-service provider renda skykick

ecosystem with the company’s cloud

commerce and Everything-as-a-Service pgmITED
(Xaa$S) platform V""""" Exlce | SellinPrice Ml Sell-Out Pric: (RRP)

Feature CloudBlue
Marketplace v FYGNETARY < License fees |
Service catalog v STREAMS < I < I < I

Subscription management

Marketing

Billing & invoicing

Provisioning

i Subscription
Platform License P Subscription

I marketing
CONTRACTS R "
- Distribution R ordering

I I T |
Subscription

Reporting & business
intelligence

Reseller management

AN N N N Y N N

Identity & access management
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V-Valley Europe: Post-deal 2019 pro-forma Sales

2014 2019

409.0 M€

2016

323.9 M€

2015

285.3 M€

2014

Server, Storage

O esprinet
( 741.0 |V|€>

561.0 M€

2019

555.5 M€

2018

495.6 M€

2017

& Networking 148.7 181.3
Software 79.8 80.1
Cybersecurity 19.6

Cloud

Professional Services

Industrial Soluti
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OPPORTUNITY TO GROW IN ADVANCED SOLUTIONS

The Group is the undisputed leader in the IT Client and Consumer Electronics
market segments in Italy and Spain. It operates in the higher margin Advanced
Solutions market under the brand V-Valley Europe being a solid number 2 in
Italy and number 5 in Spain. With this deal becomes a solid number 2 in Spain
as well but what’s more important conveys to the vendor and system
integrator/VAR community a clear message of commitment to this market,
significantly enhancing the capability of attracting new contracts and of being
able to hire skilled resources

BUSINESS SYNERGIES & COMPETENCES SHARING

The combination between the V-Valley Europe divisions the GTI group
companies will drive significant business development synergies, leveraging on
GTI’s cloud expertise and broad vendor portfolio, on our extensive network of

customers in Spain and in Italy not yet served by GTI
At an operational level, based on the company preliminary work and prior
M&A experience, there is a clear opportunity in the sharing of best practices
and operational know-how, in the acquisition of further competences and
talents and in the integration of a skilled management team

O esprinet

CONSOLIDATION IN SOUTHERN EUROPE

Spain and Portugal represent key growth markets where our business is
looking to furtherly consolidate its presence. Through the acquisition of GTI,
we significantly increase ours scale, maximizing the opportunity to capture
expected Spanish domestic market growth, increasing our presence and size in
Portugal, improving our ability to pursue further consolidation in Southern
Europe and strengthening our position in the Advanced Solutions segment in
these geographies

ACCELERATING THE SWITCH TO THE « CONSUMPTION»
MODEL IN CLOUD

“as a Service” business or consumption-based utilization model against a more
traditional “transaction” model. The acquisition of GTI perfectly fits with our
strategy to grow in Advanced Solutions and digital distribution by exploiting

the specific knowledge of GTl in this area



Potential synergies

COMMERCIAL
CROSS-FERTILIZATION

OPTIMIZATION OF SCALE

CUSTOMER SATISFACTION

COST SYNERGIES
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High complementary businesses, with low overlapping in customer
portfolios to enable cross-selling/up-selling
Sharing selling systems and practices to increase productivity

Pan-european size to attract global vendor contracts in Adv. Solutions
Economies of scale to sustain stronger R&D in high-tech multi-
country plaftorms

Growing step (+20%) to reach optimal scale in Portugal

Addition of senior managerial team highly customer-oriented
Aggregator role in the Cloud business strongly consistent with
Esprinet own strategy

Modest effect on purchasing power
Scale ben