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VISION

MISSION

We believe everyone has the

right to feel safe and secure. We protect what matters most.
We bring peace of mind to

families and small businesses.
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Our Unique DNA Defines Who We Are

Passionate
in everything
we do

Committed Always
to making a Innovating

difference

Winning with Trust &
as a Team Responsibility

“®verisure



Uninterrupted Growth, International Expansion and Innovation
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Verisure: Leader in Monitored Security Services

5.6m

Alarm Subscribers?

€3.1bn
ARR!2

Leaders in Europe & LatAm, >5x Larger Than #2 Player*

~90% Group Portfolio!

~10% Group Portfolio*

Verisure Position®

€0.8bn 24%
Adj. EBITY6 (~19% growth rate3) Adj. EBIT Margin®”

Track Record of Uninterrupted Double-Digit Growth

Annualised Recurring Revenue? (€bn)

ARl

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Growth
(YoY %) 15% 16% 15% 15% 17% 13% 17% 14% 11% 12%

o/w
M&A <3% <3% <1% - - - - . - .

Source: Verisure Financials & Reports, management estimates. Notes: * As of December 2024; 2 Annualised Recurring Revenue (ARR) is defined as the total number of subscribers in our portfolio at the end of the period, multiplied by the average ARPU over the period,
multiplied by 12 months; 3 CAGR 2022-2024; 4 Based on portfolio size as of December 2023 across all Europe and LatAm in the professionally monitored alarms segment across residential and prosumer and based on publicly available sources and management estimates; : *‘
5 Based on number of subscribers in each geography as of December 2023; ¢ Defined as Earnings Before Interests, Taxes and excluding SDIs; 7 Adjusted EBIT margin is defined as Adjusted EBIT divided by revenue. . VerISU re



Highly Integrated Business Model with Full Control Over the Value Chain

Focus on The Most Attractive Segments Highly Integrated Model Along the Value Chain

Where we play

Product and Service

/ — Innovation
0 Segments: Residential homes, small

businesses and selected adjacencies

Propositions: Differentiated security CategonySCreating
services and products that justify recurring Marketing
revenue

Expertise

Geographies: Europe and Latin America / Sales and Installation

/ Where we don’t play Custc;mser Servtice
and Suppor

° Segments: Large enterprise or government
installations / tenders

Monitoring, Verification

L . & Remote Intervention
Propositions: Low price / low content /

non-monitored systems without recurring

revenue

4
&
° Geographies: USA, Asia, Africa - g

/ B n-House Third-Party
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Our Attractive Growth Flywheel

Verisure self-funds its growth by reinvesting its portfolio cash flows into the discretionary acquisition of new customers at high IRRs

New Subscribers Grow Size of Installed Base

Portfolio Services Customer Acquisition

Highly Profitable, Loyal Client Base Efficient Acquisition Platform
+ Large customer base of ~5.6m? » Strong track record of attracting new customers
* Recurring subscription-based business with best-in-class retention rate » Average customer costs approximately ~€1.4k%6 to acquire
« Customers on average pay ~€46 monthly?! » Attractive unit economics of acquired customers resulting in high return
» Track record of growing revenues per customer every year by * Focus on “high-quality” intake whilst controlling customer acquisition
delivering better products and services growth — this is what creates long term value

Customer Avg. Monthly EBITDA per Customers Acquisition Fully-Loaded ROCE®
Subscrlbersl Attrition Rate? Customer Spend* Customer? Acquired? Multiple# IRR of Acq.
Customers

Portfolio Cash Flow Re-Invested in Customer Acquisition

Source: Verisure Financials & Reports. Notes: * As of December 2024; 2 Average of L5Y (2020-2024); 3 Customer acquired in 2024; 4 Acquisition multiple represents the ratio between the initial capital investment made to acquire a new customer, and the annualised adjusted
EBITDA per subscriber; ® Return on Capital Employed (ROCE) = Adj. EBIT / (Book value of Equity + short-term and long-term borrowings incl. lease liabilities + interest rate swaps). Denominator excludes deferred tax assets and liabilities (to align with pre-tax numerator) and *
excludes cash, goodwill and Intangibles created by H&F’s initial acquisition in 2011; ¢ Includes sales, marketing and all other operating costs related to customer acquisition. - erlsu re
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Exceptional Consumer Subscription Business

Category Leader #1in 9 of top 10 geographies!

Long Runway for Growth

= B

Monitored security is highly underpenetrated

Differentiated Customer
Proposition

Clear category leader in product innovation with vertically-integrated tech capabilities
and best-in-class customer attrition of ~7%?

=

Continued Margin
Expansion Trajectory

Economies of scale drive margin improvements

=X

Proven Resilience 838 _ _
Through the Cycle % Successfully navigated multiple exogenous shocks

© © 0 © ©

Underpinned by an Outstanding “Team Verisure”

Source: Verisure Financials & Reports, management estimates. Notes: * #1 in new installations per year in 9 of our top 10 installation geographies, #1 in subscribers in 9 of our top 10 geographies. Based on Verisure’s estimates and based on

B,
publicly available sources; 2 Average of L5Y (2020-2024). B 4 VeI"ISU re
8 p—



€ Category Leader in European and LatAm Monitored Security

Verisure Share of Installed Base! Verisure Brand Awareness?

Installed Base in Verisure’s Footprint?! CAGR  Increase [

(m installations)

~90% Group Portfolio® J [ ~10% Group Portfolio® J

~13-15 ~4-6% +3m

~10-12

12% +2m
2018 2023
35-40%
Share >
Bl Verisure Other Verisure Brand Awareness?

Notes: ! Verisure estimate based on 2023 relative gross segment share of professionally monitored alarms across residential and prosumer in Verisure’s current footprint; 2 Based on prompted brand awareness for long list of Alarm brands (Source: third-party consumer vy .
survey Oct-2024 (18,122 households across 17 countries). Prompted brand awareness survey in LatAm conducted in selected population segments, considered by management to be representative of the addressable segments where Verisure operates). Figures are . verlsu re
reported for "Securitas Direct" in Spain and Portugal; 3 As of December 2024. 9 iy



® Long Runway for Growth with Significant Penetration Opportunity

Monitored Security Penetration in Verisure Footprint Monitored Security Penetration in the United States

o,
Total Residential Dwellings and Small Businesses? (m), 2023 _ verisure Total Residential Dwellings and Small Businesses?! (m), 2023 E
se o [ Verisure |
’ 1 hot present :
; inthe U.S.
~180 ~20%
v ~35
I 00
Locations Estimated Locations Estimated
Penetration Penetration
~4% penetration in Verisure current footprint ~20% penetration in the U.S.

Source: Verisure estimates (as of December 2023) and based on various sources available to Verisure. V-
Notes: ! Locations defined as residential dwellings and small businesses. S oNerisure
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©® \We Operate a Portfolio of Geographies at Different Stages of their Lifecycle

Proven, Replicable Expansion Model

New Market Entry, Fast Scaling of Mature Value Creation
Adaptation, Early Scaling Proven Unit Economics
B —_— Il AR 4B
- N I e r 4
"' KA 4 ""@“"' - W w w»w
Revenue Growth EBIT Margins Revenue Growth EBIT Margins Revenue Growth EBIT Margins
-

n

Year 25+

®verisure
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® Distinct Lifecycles are also Observable in our Geographic Segmentation

Iberia and Nordics
Jl

Other Europe

Al sl P~ P
L " " ( N ' ‘ N '. @‘&“"‘"
ARR! (€m) ARR! (€m) ARR! (€m)
8% 8% 9% 21% 18% 16% 43% 24% 18%
1,746 1,057
1,479 1,603 218 257
770 176
2022 2023 2024 2022 2023 2024 2022 2023 2024
Adj. EBITY2 (€m) Adj. EBIT%2 (€m) 21% Adj. EBITY2 (€m)
38% 38% 40% 17%
> 13%
0 3%
743 258 0%
660 0
628 173
118 (8%)
0 9
2022 2023 2024 2022 2023 2024
(16)
2022 2023 2024
x% ARR Growth (YoY%)! —@— Adj. EBIT Margin (%)3
Notes: ! In constant exchange rates (EUR/ARS=1,150; EUR/BRL=6.40; EUR/CHF=0.95; EUR/GBP=0.85; EUR/NOK=11.50; EUR/PEN=4.15; EUR/PLN=4.30; EUR/SEK=11.50; EUR/USD=1.06); 2 Regional EBIT figures shown above (totalling V-
€1,010m for 2024) exclude Central and Other Group revenues and costs (totalling -€191m of Adj. EBIT for 2024, equivalent to ~6% of Group Revenues); 3 Defined as Adj. EBIT divided by Revenue ~ L ver|sure
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©® Significant Penetration Opportunity in each of our Geographic Segments

Iberia and Nordics Other Europe
O] " 1] “verisure

( N ':. ::‘ N '. “* verisure

‘: 1= ﬂ%: = “ verisure
Total Residential Dwellings and Total Residential Dwellings and Total Residential Dwellings and
Small Businesses®? (m), 2023 Small Businesses®? (m), 2023 Small Businesses? (m), 2023
~180 ~4%
~155 ~2%
~53 ~10%
-5 ~7 ~2
N I
Locations Estimated Locations Estimated Locations Estimated
Penetration Penetration

Penetration
~2% penetration in Verisure current footprint

~10% penetration in Verisure current footprint ~4% penetration in Verisure current footprint

“®verisure

Source: Verisure estimates (as of December 2023) and based on various sources available to Verisure.
Notes: ! Locations defined as residential dwellings and small businesses; 2 Penetration in Verisure footprint.



© Strongly Differentiated Customer Proposition

Home protection starts with deterrence

DETER

When an alarm is triggered ...

Deter intruders by showing that the .
property is protected by Verisure

Clear objective to never miss a real
incident

Professional install / personalised
security survey aimed at ensuring
system effectiveness, range & privacy
compliance

— Deterrence sign placed by the .
security expert in plain sight

— Additional outdoor detectors
positioned prominently in key
passage areas * Multiple components protect key

vulnerabilities:

— Shock sensors detect intruders
before entry

— LockGuard™ protects front door

— Connected video / photo detectors

DETECT

VERIFY

... we take rapid action to verify ...

Only Intervene for genuine threat, avoid
costly / unnecessary events

24/7 in-house monitoring centres in
every country, fully connected with two-
way audio

99.5% filtering of false alarms via
image, audio, professional expertise,
and increasingly Al-based risk
prediction

Providing verification of fire and break-in
as well as personal protection

INTERVENE

... and either reassure or Intervene

Quiality of verification supports
intervention with confidence

High levels of trust from third parties
earned from decades of experience

Triple intervention:

— ZeroVision™, immediate intervention
to expel intruders

— Guards

— Emergency services (Police, Fire,
Ambulance)

14
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© Differentiated Customer Value Proposition Contributes to Best-in-Class Attrition

Superior Customer Value Proposition

Cutting-edge
Product Stack

Peace-of-Mind
Enabler

Best-in-Class Attrition! (%)

~13%
Differentiated product .
offering addressing Committed to protecting 1504 ~12%
end-to-end monitored people’s safety and security
security needs A
~10%
Multiple product and 24/7 protection through
innovation awards differentiated proposition:
; @ Detect, Deter, Verify,
/] Intervene 7.4%
Focus on Customer High
Service Excellence Customer Recognition
>80% of calls answered in .
: Trustpilot score?
<40 seconds, 85% of issues P
solved with a single call? ‘ : 4%
Multiple customer
>85% of issues solved service awards
with a single visit Verisure Other Prosumer Insurance Telco
‘ Group Monitored SaaS
2024 Alarms
Source: Latest available company filings (mostly December 2024). Notes: ! Based on median of latest available attrition rates of selected Monitored Alarm, Prosumer SaaS, Insurance and Telco companies; 2 Based on 6M rolling average as of May v -
2024. 3 As of December 2024. Trustpilot score calculated as the weighted average by Portfolio size of Verisure footprint in Europe. - g verlsu re
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Vertically Integrated Tech Stack with An Ever-Evolving Proposition

Verisure’s award-winning product offering services end-to-end monitored security needs: Deter, Detect, Verify and Intervene

Y
P N

X o o o

G — - —
Arlo™ Arlo™ Solar GuardVision™ GuardVision™  GuardVision™ Central Customer Fire Starkey™ Hold-up Zero LockGuard™ Outdoor VoicePad™ Smart
Video Catalogue  Panel Business Outdoor Camera Unit application response alarm Vision™ pad Guard- Shock™
Doorbell Cameras Detector button Pass™  sensors

Proven Track Record of Innovation: 9 International Design Awards 2021-2024

DESIGN = —
m 4
2022
reddo 2021
e = = i)
00 i o, A I~ F DESIGN /, nec 2 A DA
ard Vi - Business M Verisure Alarm Suite
g SIS
reddot winner 2023 =\ °
interface design f J J @ )
/
RED DOT gn Winner . = : 2 -,
syttt s A  S— J’
o erface Desig = et - e
Automation  ——
. reddot winner 2021
reddot winner 2024 bt winaer 2021 RED DOT Desigy Award Wiiped
RED DOT Desgn W o) | D0 s Wioaet Froduct Oesign
Gaard Vision - Outdoc = re: T
e | 8 e | -

®verisure
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© Vertically Integrated Tech Stack: Actively Leveraging Artificial Intelligence

Al Further Enhances our Value Proposition Case Study: Advance Monitoring; ML! to predict level of risk

GuardVision™ Outdoor is our next-generation outdoor Alarm Alarm is triggered
camera detector with edge-based computer vision models Trigger

Detect

WiFi Vision™ uses Al algorithms leveraging Wi-Fi sensing Signals, include image and audio

to detect presence beyond the line of sight of cameras Signal data, are transmitted and received
reception L "u."— onourbackend

Verify

Predictive decision-making support: a machine learning

SRS based system (see opposite)

Signals are enriched with multiple
Pre-' C additional data points, including
Processing - image analytics and contextual

t_he information about the installation
Variables

Selected New Use Cases Unlocked by Innovative Al Capabilities

An Al system analyzes multiple
factors in < 500 milliseconds and
o non k. determines the risk level of the

« Attrition risk scoring: Al analytics to identify early warning signs of of incident S incident

potential attrition & support pricing decision making

* Predictive maintenance: Predictive battery management for our devices Risk
assessment

... INcidents routed to different teams

o [ ] weieex  based on risk level. Ongoing real

Ald i..x  time updates assessing the event
based on continuing sensor input
from the camera

+ Costreduction & efficiency: Routine automation; Al “co-pilot” support Routing

Marketing, Customer Care, & Alarm Receiving Center based on
risk level

Notes: * Machine Learning.

®verisure
- >



© Best-in-class Product and Technology Development Capabilities

We Develop & Maintain our Proprietary Product Suite European-wide Technology Footprint: ~1,700 Technologists?

* R&D centers in Malmd, Madrid and Geneva developing new product
and systems technology

» First-mover product launches in recent years include: Madrid
— LockGuard™: Advanced keyless entry with remote monitoring

— WiFi Vision: Industry pioneer in commercial deployment of
WiFi sensing technology

— GuardVision™ Camera Detector: Security camera with
industry leading detection algorithm, using proprietary machine
learning on the “PIR” sensor

— GuardVision™ Outdoor: First EN-certified camera to use
multiple Al models, including computer vision, to decide -
whether to trigger alarms

— ZeroVision™: The first, affordable, battery-operated
obscuration device (allows immediate intervention)

* We manage a large scale “Internet of Things” network on our own
infrastructure: >85 million connected devices, handling >1.4 trillion
signals a year?

Notes: All data as of December 2024; 1 ~1,700 technologists across our key technology sites in Malmo, Madrid and Geneva, and across other smaller secondary sites; 2 Figures exclude SDS, Alert Alarm, Legacy & Arlo Europe. South platform data

¥ -
as of 06/01/2025, and North platform data as of 21/02/25. Lo UvVerisure
18 e J



@ Continued Margin Expansion

Average Revenue per User (ARPU)! | Recurring Monthly Cost (RMC) (€)

Portfolio Profitability Metrics, excl. Initial Customer Acquisition Costs

46
44
42
40
38
36
34
32
30
28
26
24
22
20

04 05

ARPU
CAGR (%)

L10Y LSY

DD

07 08 09

CAGR (%)
L10Y  L5Y

12 13 14 15
Years (“20YY?)

16

17

18

19

20

21

22

23

ARPU

2004 ARPU
+ inflation
1

Continuous
EBITDA per
Customer

(EPC) margin
expansion
(now at 73%)

1
2004 RMC
+ inflation

RMC

24

Proven record of
significant portfolio
margin expansion

Continued ARPU build:
Driven by revenue
optimisation (pricing,
innovation, upselling)

Excellent cost control a
strategic advantage

Source: Verisure Financials & Reports. Notes: All historical data in constant exchange rates (EUR/ARS=1,100; EUR/BRL=6.40; EUR/CHF=0.95; EUR/GBP=0.85; EUR/NOK=11.50; EUR/PEN=4.15; EUR/SEK=11.50; EUR/USD=1.06) and trailing three months. 2004
ARPU and RMC inflated using month-on-month headline CPI inflation rates weighted by Verisure monthly average Portfolio volumes, excluding LatAm. * “ARPU” is our Portfolio services segment revenue, consisting of monthly average subscription fees and sales of

additional products and services divided by the average number of subscribers during the relevant period.

19
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© Proven Resilience Through the Cycle (1/3)

Total Revenue (€bn) Customer Attrition (%)

3.4
CAGR (%)
L15Y  L10Y L5Y
Best-in class attrition corridor!
r T T T T T T T T T T T T T T T 1
2293338329523 848y8¢83 R EEEEEEEE R
© © ©O ©O © O O O O O O O O O o o o g 8 8 & g & g & g & 2 8 &8 8§ 88 9 ¢
N N N N N N N N N N N N N N N N N I I I I I I I I I I I I I I I I I
Source: Verisure Financials & Reports. Notes: * Based on historical track record. V-
rverisure
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© Proven Resilience Through the Cycle (2/3)

New Installations (k) Acquisition Multiplet (x)

840
CAGR (%)
L15Y  L10Y  L5Y
Disciplined evolution of customer acquisition costs
within target corridor
r T T T T T T T T T T T T T T T 1
222 332329533288 ¢8¢83 TR EEEREEEEEEE T
SO © O O O O O O O O O O O o o o o g 8 8 & g & g & g & 2 8 &8 8§ 88 9 ¢
N N N N N N N N N N N N N N N N N I I I I I I I I I I I I I I I I I

Source: Verisure Financials & Reports. V-
Notes:  Acquisition multiple represents the ratio between the initial capital investment made to acquire a new customer and the annualised adjusted EBITDA per subscriber. ~ L ver|sure
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© Proven Resilience Through the Cycle (3/3)

Lower install growth in 2021-2023 (+2% CAGR) was a choice (2024 +5% y/y as macro pressures ease)

Context: Combination of exceptional cost-of-living pressures (impacting demand) as well as rising cost of capital (impacting target ROIS)

0 Started

° Actively
Avoided

1. Tighter capital allocation between countries (i.e., increased focus towards countries with higher ROIs e.g., Italy, Spain, Portugal)

2. Tighter capital allocation within countries (i.e., more choiceful approach to marginal channels or marginal leads)

3. Go again on broad cost programmes (i.e., FOG 3.0)

1. Lower upfront
cash pricing

Likely Business Impact (if we had taken these choices)

Lower quality intake | Higher attrition propensity |
Higher bad debt risk | Increased early churn

2021-2023 Evolution

Low single-digit growth in
cash upfront prices

2. Increase acquisition
discounts (ARPU)

Lower quality intake | Higher attrition propensity |
Future “back book > front book” pricing issues

Mid single-digit growth in entry
recurring month revenue

3. Pushing even harder
on media / marketing

Slight decrease in marketing
costs as % of CPA

No portfolio acquisition
since 2017

22
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Outstanding Leadership Team with Highly Experienced First Line of Leaders

Verisure’s leadership team brings significant category experience, with a lengthy team tenure

, Austin Lally s Antonio Anguita
« \

' ) Chief Executive Officer President of Iberia, Italy &

Olivier Allender

President, France, Belgium,

Latin America | "\i“} : President of Expansion UK, Ireland & Arlo
Years of Previous Experience: Years of Previous Experience: Years of Co-Founder of Verisure Years of Previous Experience:
36 Experience 36 Experience McKinsey 31 Experience 32 Experience Y
@ & Company amena Cofidis  L'OREAL
Tenure at Tenure at Tenure at Tenure at
11 Verisure 11 Verisure @ crere] 31 Verisure 13 Verisure 3PAGEN Blancheporte®

Chief HR, Comm., & ESG

Chief Financial Officer Officer Chief Technology Officer Chief Marketing Officer
Years of Previous Experience: Years of Previous Experience: Years of Previous Experience: Years of Previous Experience:
27 Experience 26 Experience 30 Experience 30 Experience .
sky om () BCG YR ¢ Cueteat; LOREAL
2 Tenure at = (y 11 Tenure at 8 Tenure at &Company  ypdafone 8 Tenure at 2OCTAVE @
Verisure Verisure /AEI‘HEX Verisure Verisure

Nina Cronstedt ? Jonas Lindstrom Alex Froment-Curtil
e ‘2

Chief Legal Officer General Manager for Nordics v Managing Director France
o
o7 Years of Previous Experience: 25 Years of Previous Experience: 25 Years of Previous Experience:
Experience Linklaters DE\::Q:%?&S’I%:ESE}DNE Experience Experience
McKinses
6 Tenure at % _ 11 Tenure at &caflpany telenor 5 Tenure at . 0 vodafone
Verisure s NESHE Verisure Verisure

Note: The individuals listed above together form Verisure’s official Executive Management Team as of April 2025. V-
rverisure
23 il



Highly Engaged and Increasingly Diverse World-Class Organization

Highly Engaged Organization3 4

~30k Colleagues by End of 2024, with ~85% in the Front-Line? 2

Number of Full-Time Employees (k) CAGR Employee Engagement Rate (%)
971 et 2016-2024 +9pp )
=3 _m'\ 86
Support +13% 83 - 85 85
Front-line 81 82
(Sales & Ops) 79
77
2016 2024 -~ —— —— —— = — =y
;i"ne)”“e 12 3.4 +14% 2016 2017 2018 2019 2020 2021 2022 2023 2024
A Young, Yet Experienced, Increasingly- Diverse Organization?® 2 Continuous Improvement of eNPS Over the Last Years3 4

— eNPS P&S®> — eNPS as employer =— eNPS direct manager

>45 20% >5 24% 38
Women % 58
40-45 Rl 13% ) 55 gi
4
35.40  16% . 44 45 A7 A —— 4
1- 31%
3 0 / 42
Men
<35 19 25 30
<1
4 15
Age (y) Seniority (y) Gender 2016 2017 2018 2019 2020 2021 2022 2023 2024

Notes: ! Excludes contingent workers; 2 Numbers at end of period; 3 Employee engagement survey conducted by Willis Towers Watson on eligible audience, defined as full-time employees with at least 3 months of seniority in the company at the time 5
the survey is launched. Excludes contingent workers and trainees; 4 eNPS defined as Employee Net Promoter Score and calculated as the Promoters (%) — Detractors (%). Promoters (score 9-10 on scale from 0 to 10), Neutrals (score 7-8) and B 4 verlsure
Detractors (0-6); ®> P&S defined as Product and Services 24 [



Strong and Profitable Growth Financial Profile

Subscribers (m) Revenue (€bn) Adj. EBIT (€bn)

88% 89% 90% 20% 22% 24%

ol

5.6
5.2

4.8

2022 2023 2024 2022 2023 2024 2022 2023 2024

ARR! % of Revenue Adj. EBIT Margin

Source: Verisure Financials & Reports. o~
Notes: 1 Annualised Recurring Revenue (ARR) is defined as the total number of subscribers in our portfolio at the end of the period, multiplied by the average ARPU over the period, multiplied by 12 months. A 4 verisure
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Excellent Customer Unit Economics

Customer Acquisition Segment Portfolio Segment

CPA! (€) ARPU? (€) EPC3 (€)
+2.5% +3.6% Acquisition Multiple*
@ constant currency @ constant currency [ \ \
1,415 1,438 44.2 45.6 +5.3%

@ constant currency

33.1

31.6

2023 2024 2023 2024 2023 2024

Source: Verisure Financials & Reports. Notes: ! Cash acquisition cost per new subscriber (‘CPA”); 2 Monthly average revenue per user (“ARPU”). “ARPU" is our Portfolio services segment revenue, consisting of monthly average subscription fees and o~
sales of additional products and services divided by the average number of subscribers during the relevant period; 3 Monthly adjusted EBITDA per customer (“EPC”); 4 Acquisition Multiple = CPA / (EPC * 12). ~ L ver|sure
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Reinvesting Strong Operating Cash Flows in Customer Acquisition

2024 Operating Cash Flow, €m

627
339 1,702
(339) (59)
(61) ~439K
715 customers
acquired to
grow portfolio
v Cash
1,125 Conversion
(577) Cash_ (E)_((:I. Change
Conversion® in NWC)®
819
customers
acquired to 553
offset attrition 494
(631)
Adjusted Depreciation & Customer Portfolio and Change in Leases Adjusted Attrition Adjusted Porfolio Adjusted Adjusted
EBIT Amortization Acquisition Other Capex! NWC Portfolio Replacement Operating Cash Growth Operating Operating
Adjusted Operating Cash  Investment? Flow before Investment?® Cash Flow* Cash Flow
EBITDA Flow before Portfolio (Excl. Change
Customer Growth in NWC)*
Acquisition

Source: Company information, All figures shown at Actual FX. Notes: * Sum of Capex related to new equipment for existing customers and Capex related to R&D, IT, Premises and Adjacencies; 2 # of cancellations x CPA; 3 (# new customers - # of
cancellations) x CPA; 4 Excludes interest, taxes and separately disclosed items (SDIs); ® Defined as Adjusted Operating Cash Flow/Adjusted EBIT; ¢ Defined as Adjusted Operating Cash Flow (Excl. Change in NWC)/Adjusted EBIT.

27
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Key Takeaways

Category Leader

Long Runway for Growth

Differentiated Customer Proposition

Continued Margin Expansion Trajectory

Proven Resilience Through the Cycle

Underpinned by an Outstanding “Team Verisure”

®verisure
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Excellent Unit Economics

ARPU (€ / User) RMC (€ / User)
“ (1)% CAGR
434 442 50 13.8 -

41.2 41.2

42.4 13.3

12.6 120 1256

11.7

115

2017 2018 2019 2020 2021 2022 2023 2024 2017 2018 2019 2020 2021 2022 2023 2024

Acquisition Multiple! (x) Attrition (%)

7.2%
37X 37X 35 L. 3ax  O8C 37X 36x 63% 620 620 65%  6.4% .

7.6%  7.4%

2017 2018 2019 2020 2021 2022 2023 2024 2017 2018 2019 2020 2021 2022 2023 2024

Source: Verisure Financials & Reports. Notes: ARPU = Average Monthly Revenue Per User, RMC = Recurring Monthly Costs; * Acquisition multiple represents the ratio between the initial capital investment made to acquire a new customer and the

-~
annualised adjusted EBITDA per subscriber. - 4 VeI"ISUfe
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Current Ownership Structure and Quarterly Deleveraging

Ownership (%) LTM Net Leverage? (x)

6.8x 6.8x 6.8x
6.6x

6.4x
6.2Xx

5.9x
5.7x
5.5x
5.4x
5.2x

00X 4.9x

21%

Dec- Mar- Jun- Sep- Dec- Mar- Jun- Sep- Dec- Mar- Jun- Sep- Dec-
2021 2022 2022 2022 2022 2023 2023 2023 2023 2024 2024 2024 2024

6.6x 6.6x 6.4x 6.2x 6.0x 5.8x 5.6x 5.4x 5.3x 5.1x 4.9x 4.8x 4.8X

I H&F Managed Funds Alba
GIC Others

L2QA Net Leverage?

Source: Verisure Financials & Reports. Notes: ! Total net leverage ratio is calculated including IFRS 16 and using LTM EBITDA; ? Leverage based on Last 2 Quarters Annualised adjusted EBITDA as per Verisure’s Senior Facility Agreement (SFA)

definition. * verisure
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Cash Conversion by Geographic Cluster

2024 Verisure Cash Conversion (%)
Adjusted EBIT, €m Adjusted Operating Cash Flow, €m ARR Growth

Afle A
( N ' Other Europe 258 136 53% €122 16%

-
& :=

3

Iberia and Nordics

@ ‘ 3 =) LatAm 9 17) n.m. €26 18%

Central & Other? (191) (229)— —(59) n.m. €98 n.m.

>, verisure Total Group

Source: Company information, All figures shown at Actual FX o~
Notes: ! Defined as Adjusted Operating Cash Flow (Excl. Change in NWC) / Adjusted EBIT for geographic clusters and defined as Adjusted Operating Cash Flow / Adjusted EBIT for Central & Other and Total Group. B 4 verlsure
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Outstanding “Team Verisure” | Strong Pipeline of Engaged Leaders

We Protect What Matters Most by Combining Talented People and Innovative Technology

/ Engaged and Driven

Passionate about the mission,
committed to excellence and
positioning Verisure at the forefront

93%

Employee engagement rate’ /

/ Increasingly Diverse

and Inclusive
Inclusive culture where every

voice is valued enhancing our
ability to serve our customers

28%

Women'’s representation
in leadership positions /

Deep Knowledge, yet a
Long Career Path Ahead

Majority of leaders have over 5

years of Verisure experience and
an average age of 43 y/o

>70%

of top leaders with 5+ years

of tenure at Verisure /

/Cultivate Talent Growth

and Development

Continue nurturing and
developing a robust leadership
bench, ready to step up

88%

Leadership positions where internal

knowledge is more relevant with
identified successor/s

Notes: All data as of 2024. * Employee engagement survey conducted by Willis Towers Watson on eligible audience, defined as full-time employees with at least 3 months of seniority in the company at the time the survey is launched. Excludes
contingent workers and trainees.
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Great Company To Work For | Track Record of Top Employer Awards Across Europe & LatAm

Top Employer in Europe for 2025, with 12 Countries Certified

Top Employer

EMPLOYER ) 2024

FOR A BETTER WORLD OF WORK CERTIFIED EXCELLENCE IN EMPLOYEE CONDITIONS

19-25 q 23-25

A
10 Espaiia I 1 Italia
Spain Ttaly
EMPLOYER 2025 EMPLOYER 2025

FOR A BETTER WORLD OF WORK FOR A BETTER WORLD OF WORK

24-25

A
() FR 22-25 —

NL

FOR A BETTER WORLD OF WORK FOR A BETTER WORLD OF WORK

&

10 United
Kingdom
EMPLOYER 2025

FOR A BETTER WORLD OF WORK

Nederland
The Netherlands

2025

France
2025

afia
A1 04

23-25

.rop EUROPE

Great Place To Work / Best Workplace

{pSE2425 {)BE2125 SAR 2125 () IT2225

Great Great Great Great
Place Place Place Place
To To To To
Work. Work. Work. Work.
Certified Certified Certified Certified
Best Best Los Mejores
Workplaces Workplaces™ Luc ores para ‘ ' PE21-25
Talento Joven

Great
Place
To

Work.

Great
Place
T

Great
Place
T

o SWEDEN o BELGIUM
Work. 2025 Work, 5025

25 25

Certified

JUN 2024-JUN 2025
PERU

Place
Ta ARGENTIMNG
Work. 2025

o NL 2325 4= FI 24-25

Great Great
Place Place
To To

Work. Work.

Certified

JUN 2024-JUN 2025

o
&cL 225 @BR1925

Great
Place
To

Work.
Certificada

Abr/2024 - Abr/2025

Certified

JUL 2024-JUL 2025
NL ™ FINLAND

Certified

JUL 2024-JUL 2025

CHILE BRASIL

Other Certifications

¢ SE £ Uk
00D WORK
PLEDGE +/
p— — 4 AovawcEr
& BR SES

S Forb
% orbes

InteliJur
Afr. A
;; UK/ - ES
L) .
9 E
Better Health

at Work king
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Disclaimer

THIS PRESENTATION IS NOT FOR RELEASE, PUBLICATION OR DISTRIBUTION, IN WHOLE OR IN PART, DIRECTLY OR INDIRECTLY, IN OR INTO OR FROM THE UNITED STATES OF AMERICA, CANADA, JAPAN, AUSTRALIA OR ANY RESIDENT THEREOF (SUBJECT IN EACH
CASE TO CERTAIN EXCEPTIONS), OR ANY OTHER JURISDICTION WHERE SUCH RELEASE, REPRODUCTION, PUBLICATION OR DISTRIBUTION WOULD BE UNLAWFUL. THIS PRESENTATION IS NOT AN OFFER OR INVITATION TO BUY OR SELL SECURITIES IN ANY
JURISDICTION.

IMPORTANT: Please read the following before continuing. The Presentation has been prepared solely for information purposes in relation to the Group (as defined below) and the purpose of this Presentation is to provide an overview of Aegis Lux 2 S.a.r.l. (the “Company”) and its subsidiaries (the
“Group”). This document, its contents or any part of it (collectively, the “Presentation”) should be considered together and not taken out of context. This Presentation has been prepared and issued by the Company and is being furnished for information purposes only. Save as set out below, this
Presentation has been prepared on the basis of information held by the Group and also from publicly available information. This information, which does not purport to be comprehensive, has not been independently verified by or on behalf of the Group. The information contained in this Presentation
does not purport to be full or complete. No reliance may be placed by any person for any purpose on the information contained in this Presentation or its accuracy, fairness or completeness. The information in this Presentation is subject to change.

This Presentation does not constitute an audit or due diligence review and should not be construed as such. No reliance should be placed on this Presentation for any purpose. This Presentation is for information purposes only and does not constitute an offer or invitation for the sale or purchase of
securities or any businesses or assets, nor does it purport to give legal, tax, regulatory or financial advice. This Presentation is not, and nothing herein should be construed as, a prospectus or offering document in any jurisdiction, and investors should not subscribe for or purchase any securities on the
basis of this Presentation. Nothing herein shall be taken as constituting investment advice, and this Presentation is not intended to provide, and must not be taken as, the basis of any decision and should not be considered as a recommendation to acquire any securities.

None of the Company or any of its parents or subsidiaries, or any of their respective directors, officers, employees, agents, affiliates, advisers, partners or firm personnel (the “Associates”) accepts any responsibility, obligation or liability whatsoever for, or makes any representation or warranty, express
or implied, as to, and no reliance should be placed on, the fairness, truth, fullness, accuracy, completeness or correctness of, the information or opinions contained in this Presentation or whether any information has been omitted from this Presentation or as to any other information relating to the
Company or the Group, whether written or in a visual or electronic form, and howsoever transmitted or made available, for any purpose whatsoever, including but not limited to any investment considerations or for any loss howsoever arising from any use of this Presentation or its contents or otherwise
arising in connection therewith.

Except where otherwise indicated in this Presentation, the information or opinions provided therein is based on matters as they exist at the date of preparation of this Presentation and not as of any future date and will be subject to updating, revision, verification and amendment without notice and such
information may change materially. No duty of care is owed or will be deemed to be owed to you or any other person by any member of the Group or their respective Associates in respect of the Presentation. None of the Group or any of their respective Associates is under an obligation to update or keep
current the information contained in this Presentation or to provide the recipient with access to any additional information, or to correct any inaccuracies in this Presentation, that may arise in connection with it and any opinions expressed in this Presentation are subject to change without notice. Nothing
contained in this Presentation is or should be relied upon as a promise or representation as to the future.

To the extent available, the industry, market and competitive position data contained in this Presentation has come from third-party sources. Third-party industry publications, studies and surveys generally state that the data contained therein has been obtained from sources believed to be reliable but
that there is no guarantee of the accuracy or completeness of such data. While the Company believes that each of these publications, studies and surveys has been prepared by a reputable source, none of the Group or any of their respective Associates has independently verified the data contained
therein. In addition, certain of the industry, market and competitive position data contained in this Presentation comes from the Company’s own internal research and estimates based on the knowledge and experience of the Company’s management in the market in which the Company and other
members of the Group operates. While the Company believes that such research, studies and estimates are reasonable and reliable, they, and their underlying methodology and assumptions, have not been verified by any independent source for accuracy or completeness and are by reference to the
time this Presentation was prepared and are subject to change and correction without notice. Neither the Company nor any of its Associates is under any obligation to update or keep current this Presentation. Accordingly, reliance should not be placed on any of the industry or market data contained in
this Presentation.

This Presentation contains certain financial measures that are not defined or recognised under IFRS, including, among others, Annualised Recurring Revenue, Annualised Adjusted EBITDA, Adjusted Operating Cash Flow (Excl. Change in NWC), Adjusted EBIT, Adjusted EBIT Margin, Adjusted
EBITDA, Adjusted EBITDA Margin, Adjusted EBIT (excl. SDIs), Adjusted EBIT (excl. SDIs) Margin, Adjusted EBITDA (excl. SDIs), Adjusted EBITDA (excl. SDIs) Margin, LTM Net Leverage and L2QA Net Leverage. You should consider non-IFRS financial measures in addition to, and not as a substitute
for, or as superior to, measures of financial performance reported in accordance with IFRS. The IFRS results reflect all items that affect reported performance and therefore it is important to consider the IFRS measures alongside the non-IFRS measures. Non-IFRS measures are not uniformly defined by
all companies including those in the Group’s industry. Accordingly, it may not be comparable with similarly titted measures and disclosures by other companies. These figures are unaudited and unreviewed and could be subject to change and may ultimately differ from those set out in this Presentation.
In addition, data in the Presentation regarding the Group’s operational performance, including certain key operational performance indicators are also not subject to audit or accountant review and could be subject to change and may ultimately differ from those set out in this Presentation.

The information, statements and opinions contained in this Presentation do not constitute an offer to sell or a solicitation of an offer to buy any securities in any jurisdiction, and are not for publication or distribution in the United States or to persons in the United States (within the
meaning of Regulation S under the U.S. Securities Act of 1933, as amended), Canada, Japan, Australia or any other jurisdiction where such distribution or offer is unlawful. The distribution of this Presentation in other jurisdictions may be restricted by law and persons into whose
possession this Presentation comes should inform themselves about, and observe, any such restrictions. Any failure to comply with the foregoing restrictions may constitute a violation of United States, Canadian, Australian or Japanese securities laws. This Presentation is not a
prospectus or offering memorandum in any jurisdiction. This Presentation has not been reviewed or approved by any regulatory or supervisory authority.

This Presentation includes statements that are, or may be deemed to be, “forward-looking statements”. These forward-looking statements can be identified by the use of forward-looking terminology, including the terms “believes”, “estimates”, “anticipates”, “expects”, “intends”, “plans”, “may”, “will” or
“should” or, in each case, their negative or other variations or comparable terminology. These forward-looking statements include all matters that are not historical facts. They appear in a number of places and include, but are not limited to, statements regarding the Group’s intentions, beliefs or current
expectations concerning, amongst other things, results of operations, financial condition, liquidity, prospects, growth and strategies. By their nature, forward-looking statements involve risks and uncertainties because they relate to events and depend on circumstances that may or may not occur in the
future. Forward-looking statements are not guarantees of future performance and the actual results of operations, financial condition and liquidity, and the development of the industry in which the Group operates, may differ materially from those made in or suggested by the forward-looking statements
set out in this Presentation. Past performance of the Company cannot be relied on as a guide to future performance. Forward-looking statements speak only as at the date of this Presentation and each of the Company and its Associates expressly disclaim any obligations or undertaking to release any
update of, or revisions to, any forward-looking statements in this Presentation. None of the Company’s independent auditor, nor any other independent accountants, have applied, examined, or performed any procedures with respect to any financial targets, nor have they expressed any opinion or any
other form of assurance on any financial targets or their achievability. Any financial targets constitute forward-looking statements and are not guarantees of future financial performance. No statement in this Presentation is intended to be a profit forecast. As a result, you are cautioned not to place any
reliance on such forward-looking statements. In addition, even if the results of operations, financial condition and liquidity of the Group, and the development of the industry in which the Group operates, are consistent with the forward-looking statements set out in this Presentation, those results or
developments may not be indicative of results or developments in subsequent periods.

Certain figures contained in this Presentation, including financial information, have been subject to rounding adjustments. Accordingly, in certain instances, the sum or percentage change of the numbers contained in this Presentation may not conform exactly to the total figure given. This Presentation
contains financial information regarding the businesses and assets of the Company. Such financial information may not have been audited, reviewed or verified by any independent accounting firm. Certain information contained in this document is based on management accounts, current financial
statements and estimates of the Company and has not been audited or reviewed by the Company’s auditors. Recipients should not place undue reliance on this information.
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