/[ SmartCraft

Carnegie Nordic Small & Mid-Cap seminar

6t September 2022



Disclaimer

IMPORTANT - You must read the following before continuing. The following applies to this document, the oral presentation of the information in this document by SmartCraft ASA (the "Company") or any person on behalf of the
Company, and any question-and-answer session that follows the oral presentation (collectively, the "Information"). In accessing the Information, you agree to be bound by the following terms and conditions.

The Information does not constitute or form part of, and should not be construed as an offer or the solicitation of an offer to subscribe for or purchase shares or other securities of the Company, and nothing contained therein shall
form the basis of or be relied on in connection with any contract or commitment whatsoever, nor does it constitute a recommendation regarding such shares or other securities. Any shares or other securities of the Company may
not be offered or sold in the United States or any other jurisdiction where such a registration would be required unless so registered, or an exemption from the registration requirements of the U.S. Securities Act of 1933, as
amended, or other applicable laws and regulations is available. The Information is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state,
country or other jurisdiction where such distribution or use would be contrary to law or regulation or which would require any registration or licensing within such jurisdiction. The Information is not for publication, release or
distribution in any jurisdiction in which offers or sales would be prohibited by applicable law.

The Information has been prepared by the Company, and no other party accepts any responsibility whatsoever, or makes any representation or warranty, express or implied, for the contents of the Information, including its
accuracy, completeness or verification or for any other statement made or purported to be made in connection with the Company and nothing in this document or at this presentation shall be relied upon as a promise or
representation in this respect, whether as to the past or the future.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are forward-looking statements. Forward-looking statements give the Company's current
expectations and projections relating to its financial condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any statements preceded by, followed by
or including words such as "target", "ambition", "outlook", "believe", "expect", "aim", "intend", "may", "anticipate", "estimate", "plan", "project", "will", "can", "have", "likely", "should", "would", "could" and other words and terms
of similar meaning or the negative thereof. Such forward-looking statements involve known and unknown risks, uncertainties and other important factors beyond the Company's control that could cause the Company's actual
results, performance or achievements to be materially different from the expected results, performance or achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on
numerous assumptions regarding the Company's present and future business strategies and the environment in which it will operate in the future. Furthermore, information about past performance given in this Information is given

for illustrative purposes only and should not be relied upon as, and is not, an indication of future performance.

No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein, and no
liability whatsoever is accepted as to any errors, omissions or misstatements contained herein, and, accordingly, neither the Company nor any of its parent or subsidiary undertakings or any such person's officers or employees
accepts any liability whatsoever arising directly or indirectly from the use of this document. The Information has not been independently verified and will not be updated. The Information, including but not limited to forward-
looking statements, applies only as of the date of this document and is not intended to give any assurances as to future results. The Company expressly disclaims any obligation or undertaking to disseminate any updates or
revisions to the Information, including any financial data or forward-looking statements, and will not publicly release any revisions it may make to the Information that may result from any change in the Company's expectations,
any change in events, conditions or circumstances on which these forward-looking statements are based, or other events or circumstances arising after the date of this document.

This presentation contains statistics, data, statements and other information relating to the group's markets and the industry in which it operates. Where such information has been derived from third-party sources, such sources
have been identified herein. In addition, the Company has been named as a source for certain market and industry statements included in this presentation. Such "Company information" reflects the Company's views based on one
or more sources available to it (some of which are not publicly available, but can be obtained against payment), including data compiled by professional organisations, consultants and analysts and information otherwise obtained
from other third party sources.

By reviewing this Information you acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis and be solely
responsible for forming your own view of the potential future performance of the businesses of the Company. This Information must be read in conjunction with the recent financial reports of the Company and the disclosures
therein.

This Information shall be governed by Norwegian law, and any disputes relating to hereto is subject to the sole and exclusive jurisdiction of Norwegian courts.
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SmartCraft has a clearly differentiated and unique position in

the value chain
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Q2 highlights

N\
‘ 28% total revenue growth (NOK 82 million)

. 20% organic ARR growth

\
’ 96% recurring revenue
I

. 5% churn in revenue

]
. 36% adjusted EBITDA

‘ Invested in growth and scale

/
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ARR growth, mNOK

Maintaining high growth in Q2

« 32% growth in ARR

= M&A
+ 20% organic growth from new sales and upsales

» Acquisition of Kvalitetskontroll in July 2021 and Elverdi in June 2022 .grrf;?:
. 0 i
96% recurring revenue share o J8

Fixed pricing, 19% organic growth
Q420 Q121 Q221 Q321 Q421 Q122 Q222

L Transaction based priCing, 18% Organic grOWth Quarterly currency adjustments not displayed in chart

ARR development, mNOK ARR bridge YoY, mNOK
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. YoY organic growth growth effects
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SmartCraft is resilient in a potential challenging market

Our position

» Greatly underpenetrated market in growth

« NOK 10 BN market, growing double digits annually

« Majority does not have solution to increase

productivity and profitability - need to have solutions

« SME focus

- Smaller projects, services, maintenance and upgrades

* Less affected by downturn in the economy

» High activity

» Customers show 18% transactional growth

« Solid sales pipeline

 Solid business model
* 96% recurring revenue
« Low-cost pr user pr day (7 NOK)
* No single customer dependency
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What you read in the media
“It looks like a perfect storm for
construction. Nobody can forsee the

consequences of this crisis”
Harald Nikolaisen, Byggebransjen June 2022

“An inability to fill vacancies in the sector
will have severe implications for the rest
of the economy”

Construction Europe July 2022

"The construction industry is hit hard by

the price increases”
Johan Deremar, Byggféretagen June 2022
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Our customers need to digitalize in good and bad times

Lack of skilled workers

*Need for skilled construction workers globally
«Aging workforce and lack of recruitment

Long tail of new projects and maintenance
needs in public and private sector

*High activity of new buildings
*Increasing aging buildings in need of renovation

Increasing demand for detailed digital
documentation

*Regulatory offices
*Consumers

Digitally maturing users and software

*Apps and Saas solutions drive adoption
*Younger more digital workforce
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Challenging market

Focus on cost of material, utilization
and margin

Great market

Lack resources and time to follow up
customers

gﬂ&z SmariCraft



Medium term financial targets stand firm

— — Organic growth - - -

- I
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_ (1) | 2, Margin expected to increase due to
E 15 20/0 ! bolt on M&A scalability of the business
|

Short-term considerations:
1) Impact from acquired companies last 12 months

2) Additional costs as a listed company: New
accounting system, New controller and IR
function
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SmartCraft adding value throughout the customer journey

Office Functionality

Field Functionality

Quotation

Notifications
; L Internal Communication
‘*1 Photo and Film-Documentation

Electronic Personnel
Registration

Work Order,

Order
Confirmation

Project Planning
Resource Planning

Supplier Invoice
Scanning

Project Updates
From Field

Salary & Invoice
Documentation

Purchasing

“Easy Invoicing!”

|

'Google Maps
Directions

Adding New Projects

A

' Change Management

Documentation®
Self-checks

Risk Analysis
Checklists
QHSE
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» Project Diary

Time & Material Registration
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Efficient and proven sales funnel

Activities

Marketing Team

Branding campaigns, PR,

Sponsoring, Content, Events,
= Digital Marketing, Industry ads

Marketing Team
Branding

Marketing Team
SEO, SEM, Display Conversion ads,
Retargeting, Email,

4 Recommendations, Partner
campaigns

Marketing Team
Campaigns

Tele Marketing Team
Inbound customer contacts

Tele Marketing Team __ Hybridrole
Lead processing

Outbound calls/contacts
LinkedIn
Web visits and clicked emails

Marketing
Automation

Tele Marketing Team dmma Tele Marketing Team

: books/re-books sales meetings
Arrange meetlngs for personnel Sales Team

Personal Sales Team Personal Sales Team

Meetings completed Personal 1to1 meetings and demo
online or on site

Personal Sales Team (__a Personal Sales Team
@ -

Active sales and follow-up to drive
lead to customer
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How can software contribute to save the environment?



Make sure to follow us for the latest news!

@ smartcraft.com
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http://www.smartcraft.com/
https://www.linkedin.com/company/smartcraft-as/mycompany/?viewAsMember=true
https://www.facebook.com/smartcraftas
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