Disclaimer

The presentation (the “Presentation™) has been produced by Xplora Technologies AS (the “Company”) for information purposes only and does
not in itself constitute, and should not be construed as, an offer to sell or a solicitation of an offer to buy any securities of the Company in any
jurisdiction. The distribution of this Presentation may be restricted by law in certain jurisdictions, and the recipient should inform itself about, and
observe, any such restriction. Any failure to comply with such restrictions may constitute a violation of the laws of any such jurisdiction.

This Presentation includes and is based, inter alia, on forward-looking information and contains statements regarding the future in connection
with the Company’s growth initiatives, profit figures, outlook, strategies and objectives. All forward-looking information and statements in this
presentation are based on current expectations, estimates and projections about global economic conditions, the economic conditions of the
regions and industry in which the Company operates. These expectations, estimates and projections are generally identifiable by statements
containing words such as “expects”, “believes”, “estimates™ or similar expressions. Important factors may lead to actual profits, results and
developments deviating substantially from what has been expressed or implied in such statements. Although the Company believes that its
expectations and the Presentation are based upon reasonable assumptions, it can give no assurance that those expectations will be achieved or

that the actual results will be as set out in the Presentation.

The Company is making no representation or warranty, expressed or implied, as to the accuracy, reliability or completeness of the Presentation,
and neither the Company nor any of its directors, officers or employees will have any liability to you or any other persons resulting from your use.

This Presentation speaks as at the date set out on herein and will not be updated. The following slides should also be read and considered In
connection with the information given orally during the Presentation.

This Presentation Is subject to Norwegian law, and any dispute arising in respect of this Presentation Is subject to the exclusive jurisdiction of
Norwegian courts.
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Q4 23 at a glance

Group revenues Recurring services
NOK 212 m NOK 60 m
+19% yly +47% yly

Gross earnings Reported EBITDA
NOK 99 m NOK 12 m
+40% vy/y +NOK 32 m yly

Subscriptions
257 K (215+42K)
+64% vy/y

Cash balance
NOK 137 m




-Y 23 at a glance

Group revenues Recurring services
NOK 689 m NOK 210 m
+37% Vy/y +38% Vy/y

Gross earnings Reported EBITDA
NOK 332 m NOK 34 m
+40% vy/y +NOK 67 m yly

Subscriptions
257 K (215+42K)
+64% vy/y

Cash balance
NOK 137 m




& Focus 2023
Outlook

Key Success factors and e et

¢ |ncreased c fd nt to deliver a minimum of
75K subsc b

[ ] | |
. J n line with plan to reduce OPEX (intervall)
u ased on initial cost reduction initiatives streamlining
rocesses and embrace new technology
* Re

ain very focused on profitability in 2023
options for future family IOT growth

v Profitability (NOK 67m turn-around: to NOK 34m)

v Strong growth (37% growth VS 15% CAGR/market)

/ Focus on ARR (257k subscriptions VS 175K budget) 2023 Consumer market takeaways:
| » Declining consumer marked

v Reduce costs (43% OPEX of rev. VS 54% in 2022)

« Currency (NOKvs $ vs Euro)
v/ Laser focus (9-3-2 strategy >>> 9-2-2) + Component-shortage

* Freight issues / increased costs



Some key takeaways from Q4 report

o / Recurring service revenue of NOK 60m (47% y/y) with
" 76% of new subscription growth in Q4 outside the
Nordics.

v Our highest ever single-quarter revenue of NOK 212m

v Ending Q4 with a total of four Revenue Sharing
agreements and successfully introduction of Service fee
solution.

m ..; ORT

o STRONG SUBSGRIEER BASE. v More units at a higher price, with increased conversion

ROBUS AS LANCE
QN PROFITABILITYTURNAROUND.

at a lower marketing cost.







FY revenue growth of 37%

Quarterly Revenue
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Q4 revenues & gross profit

Amount in NOK millions

Revenues

151
137
60
41

Amount in NOK millions
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34

Q4-22

Service revenue H®Device revenue

Gross Profit

36

Q4-22

Service revenue H®Device revenue

50

Q4-23

48

Q4-23

Increased device revenue from NOK 137m in Q4 22 to
NOK 151m (NOK 14m or +10%)

Increased service revenue from NOK 41m in Q4 22 to
NOK 60m (NOK 19m or +47%)

Gross margin on devices improved from 26% in Q4 22 to
32%

Gross margin on services improved from 82% in Q4 22
to 83%

Gross profit ended at NOK 99m, compared to NOK 71m
in Q4 22



Q4 23 and 2023 Profit & Loss

o Reduced operating expenses, from NOK 92m in Q4 22 to
NOK 88m

0 NOK 27m increase in employee expenses from 2022 to
2023 explained mainly by:

. Share based compensation NOK 6m (2022: NOK -4m)
. Commissions and bonus NOK 6m (2022: NOK Om)
. R&D development booked as employee expenses instead of

CAPEX (reduced CAPEX of NOK 14m from NOK 38m in 2022
to NOK 24m in 2023)

o EBITDA improvement of NOK 32m, to NOK 12m in Q4 23
° Full year improvement of NOK 67/m, to NOK 34m in 2023
. The increase is mainly due to increased gross profit and
reduced OPEX as a % of revenues

o Positive adjusted EBIT (before amortization of Xplora
Mobile) both in the quarter and the full year 2023.

Amount in NOK millions

Device revenue
Service revenue

Other revenue

Payroll expenses

Marketing expenses



Q4 23 Balance

e  (Goodwill and customer contracts from the Xplora
Mobile acquisition are amortized NOK 38m in
2023

O Customer contracts fully amortized Q1 25

e NOK 137m in cash and cash equivalents

Amount in NOK millions

Q4 2023

Q3 2023

Q4 2022

Fixed Assets
Goodwill

Customer Contracts
Intangible Assets

Accounts receivable
Inventories
Other receivables

Total Equity

Debt to credit institutions
Other long-term debt
Total long-term debt

Short-term debt to credit institutions

Accounts payable
Other current liabilties
Total Short-term debt
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Q4 23 and 2023 Cash balance

Q4 2023 Cash Flow

10
15 e — 18 137

117 I -6
_1 - 15
Profit before... Working cap... Change in debt Cash 31.12.23
Cash 30.09.23 D&A Capex Change in...
FY 2023 Cash Flow
18 137

35 32

S5/ . _24

50
Profit before... Working cap... Change in debt Cash 31.12.23
Cash 01.01.23 D&A Capex Change in...

Q4 2023:
o Started the quarter with NOK 117m in cash

o Net positive cash flow from operating activities of NOK 25m,
compared to NOK -21m in Q4 22

o Positive NOK 10m in net change in working capital
. largely due to reduction of other receivables and
prepayments for goods not delivered

o Increased Equity of NOK 17.5m from shareholders provided
loan guarantees

2023:
o Started the year with 50m in cash

o Capex of NOK 24m in 2023, in line with guided NOK 20-25m

forecast
. NOK 38m in 2022

o Exiting 2023 with NOK 137m in cash






Profitability focus in 2023
® - Increase service revenue, grow ASP, reduce OPEX/Revenue

* Recurring revenue - Launch and monetize services
* Mobile subscriptions in five new markets
« Xplora Premium - value added services
* |ntroduce and grow lelco revenue share model
* Service charge for Xplora app.

« Smartwatch Average Selling Price from NOK 884.- to
1,047.- (+18.4% Q4 23 vs. Q4 "22)

 OPEX reduction in percent of revenue




e Growth — Expand mobile services footprint

- Five new markets gain momentum

Complex set-up:
Telco contracts
Technical MVNO implementation
Billing and payment solutions
Customer service

35 000
30 000

25000

+8k
20 000
15 000 -
10 000 ==
5 000 I I I

Jan Feb Mar Apr Mai Jun Jul Aug Sep Okt Nov Des

AN




Growth - Premium Service

Xplora Premium: Xplora Premium
« EUR 3,- per month

* Jan - Mar: Xplora in-app. sign-up in all markets
* From April: Web, Retail, Amazon (ex. USA)

Monthly subscriptions:

Basi Premi Mest very;
45 ’000 aSIC remium or penQEne

40,000

Mobiltelefonabonnement Mobiltelefonabonnement

+ Foreldre-app + Foreldre-app

+ Begrenset tilgang til Xploras + Ubegrenset tilgang til Xploras
35,000

aktivitetsplattform — Xplora sitt aktivitetsplattform — Xplora sitt

magiske univers som lar barna magiske univers som lar barna

3OIOOO bli inspirert til mer bli inspirert til mer
fysisk aktivitet, lek og leering. fysisk aktivitet, lek og leering.
25,000
Fra: 129 kr / mnd Fra: 159 kr / mnd
20,000 /
4

15,000 159 kr / mnd 12 maneders forhandsbetaling
10,000

5 000 I 169 kr / mnd 6 maneders forhandsbetaling

’ I
0,000 _

) 179 kr / mnd Manedlig faktura (179 kr)
Jan Feb Mar Apr Mai Jun Jul Aug Sep Okt Nov Des

_




Xplora Basic Xplora Premium

Yel Average Revenue per Subscriber - =

Price optimization and Premium

Price optimization, example Norway: ARPU growth, all markets:
200 175 189 4q rolling ARPU
180 +64% R 100 . +18% , 97
160 149
139 85
140 129
120 109 80
Consumer
80 Price increases 40
60
75
40
20 70

G4 @1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 1 Q2 43 Q4
2020 2021 2021 2021 2021 2022 2022 2022 2022 2023 2023 2023 2023

0




Revenue growth
- Telco revenue share model

* Now: NOK 1,800 smartwatch and recurring revenue share margin
» QOther benefits: Increased brand visibility grows the overall demand
* 9.5k subscriptions on revenue share model (Q4 "23: +5k)

dwa NOK 1,800
. nne Call Troomi

Jan. 2023 mje Aug. 2023 Oct. 2023

* Previous: NOK 350 smartwatch margin only to telcos

® HW margin  ® HW margin - extra Revenue share = Premium

Nordic operator

Nov. 2023 e



LTV before IPO, NOK:

1 000 971
900
800
700
600
500
400
300
200
100

Device revenue

Smartwatch:
Revenue: NOK 921
GM: NOK 350

e 30 mths.

350

Gross margin

Customer LiteTime value™
- Transformation of our business model

LTV Q4 2023, NOK:

4 500
4 000
3 500
3 000
2 500
2 000
1 500
1 000

500

3 957

Device and service reveneue

Smartwatch and Services:
Revenue: NOK 3,957

GM:

NOK 2,783

Device and service GM



We deliver on our 2023 cost optimization program

OPEX/Revenue In percent: OPEX over revenue In percent:
60,0% 20,0% 18,8%
51,2% 18,0% 16,3% 16,1% 15,9%

50,0% 16,0%

14’o¢y 13,7%

U /0 o

40,0% 12,0% 11,7%

10,0%
30,0% 8,0%

6,0%
20,0% 4,0%

2,0%
10,0% 0,0%

Marketing/Revenue Payroll/Revenue Other OPEX/Revenue

0,0%

422 mQ423
Q4 22 Q4 23 Q Q

Full time equivalents: Revenue kNOK:

130 128 220000 Sy 112
125 210000
o 3% o
120 200 000
115 190 000
111 178 774
110 180 000
105 170 000
100 160 000

Q4 22 Q4 23 Q4 22 Q4 23






Xplora Premium

Xplora Basic

'v ] Did you know?
Xplora Premium kids

Tue 07 Sept.

SIM Subscription with
Unlimited Data

» SIM Subscription with
Unlimited Data

> Limited access to » Unlimited access to walk 5,938 steps N
Xplora's Activity Platf Xplora's ivity Platfe
12. plora’s Activity form plora’s Activity Platform more than those S \ 4
» Parental app that let you » Parental app to control all it Premi u..nmmnﬁ'bf
. control all the features Smartwatch Features hout LU ° ei

-

every day!* RS ’
From: £7.49 / Month From £10.49 / Month LY. Sey B Wj

Unlock unlimited access to Xplora's Activity Platform!

A | f .
0 25°C Sfeps: ”460 A ’ bl ¢ b
i " £10.49 / Month 12 Months Upfront @ Adventures - Eam a lot more coins and win great prizes!

(M Arcade - Play many more & cooler games!

» Auction - Bid on more exclusive items!

£10:99/ Maih ¢ Months Upfiont 3 Watch Faces & Ringtones - Hundreds of cool new downloads
every month!
D Goleam - Access many more articles, eBooks & videos!
£11.99 / Month Monthly (£11.99)

* Discover & Learn - Hundreds of educational articles!
* Dinosaurs - More than 300 dinosaurs to read about
* eBooks - Cool eBooks to read - even write your own!

* Video - A whole catalogue of video content for kids
* Colouring-in - Tons of colouring & dot-to-dots stencils

*Comparison between Xplora watches with active premium subscriptions,
and no premium subscription. May, 2023.

New products 9 Core Markets IM - 2 price points
XGO3, X6Play and X6Pro  With Mobile subscriptions To increase ARPU



Sales performance — smartwatches

Revenue
NOK 2022 2023

Q4 137m  151m  Y/Y %

Full Year 347m 477m Y/Y

Unit Sales 2023
467K




Sales performance — services

Mobile Subscriptions and Services

Xplora Connect 4l 2023 Tar get 175k
1= % Q1 169K
Q2 139K
Xplora Premiu ,x
Q3 226K

4
~—

Q4 2023 Reported Subscriptions 257K

<
\’;’ ‘:‘ L

Service Revenue 2023 NOK 210m (Gross margin 83%)
2022 Service revenue comparison NOK 152m

ARR (Annual Recurring Revenue) NOK 240m



Sales performance — services

Share by product

Subscriptions 2023 257k

SIM 205k Premium 42k Rev Share 9k Service FEE 1k
>2023 NEW from Jan. 2023 NEW during 2023 NEW from Nov. 2023

(Norway, Finland,US) (Nordic pilot)

52k additional subscriptions adding increased ARPU



Sales performance — services

£ Q4 Net growth in premium

- Q4 Net growth in SIM subscription

W

Net Growth
10k

Net Growth




K User Engagement - 2023 Year in Review

458K

New Activated \Watches

.BLernen.Erlebch.f“’ 14.03.2023

Xploras Activity-Plattform ”
P y I 8¢ @ )I:;aul T 10:08

Poletto Winebar

Grandpa 10:00 am

Merry Christmas Lucy!

f Grandpa 10:03 am
Py Gehe jetzt nach Hause & .
- ¢ See you soon! .
5 Delivered
=  Binbald da \-vE/ \ 3

ew App Accounts | st S Chat messages
> sent by watch

‘rfi 2023 (vor 7 Minuten)

NOW 1.92M Total Accounts |\




, User Engagement - 2023 Year In Review

\/’.
) @
7: 2 ST

) | 58 1 Billion Steps Walked in 2023



%= User Engagement - 2023 Year in Review

> n VS
g -_ I’ & ___.
X =P

58 1 Billion Steps Walked in 2023
- 322 MILLION




%+ User Engagement - 2023 Year in Review

U 58 1 Billion Steps Walked in 2023
322 MILLION

which I1s more than 8,000 times around the Earth
418 round trips to the Moon and 1 round trip to the Sun







Key takeaways

v/ Sold more units and increased price (ASP),
while spending less on marketing

v/ Increase in conversion rate and service
revenue (ARPU) thanks to three new service
offerings (Premium, Revenue share and
Service fee)

v/ Favorable exchange rates and currency
nedging secured record gross profit of NOK
332m, an improvement of almost NOK 100m

v Exiting the year with a very robust cash
balance, giving us room to invest for the
future)

Cash
NOK 137 m in the bank

+ Inventory net value
of NOK 67 m

ARR

Annualized Recurring
Revenue of NOK 240 m
with 82% margin

EBITDA
Major EBITDA turnaround

from negative NOK 33m
positive NOK 33m YTD




X Post Quarter Events

/ Business: New Telco agreement in DACH regi

with Swisscom

v Product: Initiated key R&

optimize customer satisfaction & experience

v/ Future: Acceleration in our Family loT strateg
with objective to commercialize in 2024.

D processes to

e

:




Kids Strategy

v Continued focus on 9-3-2 strategy (80/20)
v/ Continue to increase ARR (Germany+US)
v Product updates (X6Play eSim & XGO3 gen2)

v 4 new platform (SW) upgrades to further
Improve customer experience, onboarding user
engagement.

Market size kids 4-10. Core markets:

N.America Europe Nordics

30 million 25 million 2 million
Kids Kids Kids

KIJS
Proposition

Kids 4 to 10 years
Safe onboarding to Digital world

Your Childs first phone

lessaging
GPS location
Safe Zones
SOS
Activity Platform




Senior Strategy

Senior
v First generation product will use our X6Pro

hardware platform with some additional R PrOpOS”:lOn

features.

/ Currently performing live testing in three markets, 0O - 85 years

with commercial launch target in H2 2024. === (fall detection focus)
Watch alongside phone

v Objective to replicate our success with recurring
service revenue (extended LTV with low data
usage)

Market size seniors 65 - 85. Core markets:

N.America CUroDe Nordics
51 P 6

o 36 million o
million : million
. Seniors :
Seniors Seniors




8 Saas Strategy 528 SaaS
aedl Proposition

v/ Our Intellectual property from MVNO/SIM/ model
l0T/VAS solutions under SaaS division.

v Our SaaS division will provide these services to our

Kids and Senior Division. Fast time to market solutions
Compelling business model

v/ In addition, SaasS division will target to sell and Low risk and low Capex

distribute our solutions to other 10T players.

Objective to have first 3rd party agreement
before H2.

& r
Oss ‘:’.g"‘ j
() £ e & &

F & 5
@‘?Geﬁ,g’,g

Market size/opportunity, estimations:

For every 100K unit we are selling in our core

markets, 500K-1m units are being shipped.




Similar 15% CAGR growth expectation for kids industry
in 2024 (Revenue level). As in 2023 we will prioritize
profitability over growth alone.

Subscription (ARR) growth more important than unit
growtn.

Continued focus on cost efficiency (OPEX in % of
revenue) and increase in lifespan of our new devices to
reduce CAPEX compared to earlier years.

Launch our first products and services from SaaS and
Senior division
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