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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 The Information is not for publication, release or distribution in any jurisdiction in which offers or sales would be prohibited by applicable law.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.

j% SmartCraft BETTER DIGITAL TOOLS



Solid performance |
challenging marked

o SmartCraft and the market
o Q3 highlights
o Financials

o Summary and Q&A

SJE %z SmariCraft




SaaS for SME
construction companies

Industry challenges

o 0-5% margins -> High level of bankruptcies

o High level of conflict between construction company
and customer

o High level of accidents and deaths

o Increasing demand for documentation and
reporting

SmartCraft digital solutions

o Business overview and insight with control of people
and material costs

o Digital flow of documentation to avoid conflict

o Safety at your fingertips

o Digital quality assurance to build according to rules
and regulations
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Leading position
in the Nordics

o Consistent and solid growth before
and after the IPO in June 2021

o Constantly gaining market share

o 16 offices in Sweden, Norway,
Finland and UK

o ~260 employees

ﬁé ]Q SmariCraft

Solid performance over time

2019 // 2023

145 387 474

28.4% CAGR

Adjusted
EBITDA 36% 42% 39%

margin
‘—_42.5 p.p uplift

Number of

Customers ~8,000 ~12,500 ~13,300

10.9% CAGR
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Renovation Is our
main segment

Renovation is our target market

O

Large market, bigger than new build
Less volatile, with consistent growth

Downturn in new build affects the large construction
companies, engineers and architects

Existing buildings have constant demand for
renovation, maintenance and service

Energy efficiency drives further demand for
renovation

Ongoing digitalization of a digitally immature market

i “SmariCraft

Norwegian construction market by segment, bNOK

@ New residential @ Renovation residential
@® New commercial Renovation commercial
@ New Infrastructure Renovation infrastructure
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Positive signals in Sweden and Finland

ll— Swedish market looks to improve after three interest rate cuts

: : Construction starts have surpassed completions in Finland'

:'”I: Norway is still experiencing a tough market as building permits continue to fall?

;”’; Housebuilding in the UK must double to meet Labour’s target of 1.5m new homes next 5

VCEISE

I-Source: www.stat.fi

2 Source: Statistics Norway
ﬁjﬁ@“ SmartCraft 3. Source: National House Building Council BETTER DIGITAL TOOLS
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Q3 highlights
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Q3 2024 highlights

Continued strong growth, high margins, strong cash flow and low churn

MNOK 474 25% MNOK 34

Annual Recurring
Revenue
+29%

AdeSted EBITDA-capex Operating cash flow
-4 p.p. + 58%
excl. acquisitions
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Strong marketing execution and
prolonged conversion time to sales

Best in class sales engine with broad reach and highly effective lead conversion

1.3 1A LA TRY
vV

O sales
Q Meetings

9 Lead processing

9 Campaigns
Branding

ﬁé %3 SmariCraft 1 Visibility of SmartCraft communication in different media channels

+41% brand exposure’
(44 million)

+30% inbound
leads

+62% sales
meetings

35%

Conversion from sales
Meetings to sales (LTM)
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Positioning acquired
solutions for future growth

LOCKA

| | f. ® E
o Clixifix (UK) acquired in May PART OF SmartCraft partoF - SmartCraft
Platform for UK expansion

+30% growth in recurring revenue in Q3 (YoY)

EBITDA-capex margin gone from negative to
double digit in Q3 (YoY)

Evaluating Nordic solutions to the UK market
along with Clixifix

o  Developing list of potential acquisition targets ~ ARR NOK 55 million ~ 600 customers

o Locka (Sweden) acquired in April

Business included in Swedish organization

Benefits from best practices in sales and
marketing

Shifting revenue from non-recurring to . '
recurring revenue + 55 employees + Massive TAM expansion

into the UK
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Q3 key takeaways

o Continued growth, high margins and strong

cash flow despite challenging market

o Some positive market signals in Sweden and

Finland

o Strong results from marketing and sales

activities across the group

o Investing in development and branding to be

in pole position when the market turns
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Financials
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High growth in recurring
revenue as basis for success

o 29% growth in ARR
10% organic growth year-over-year

A high level of downgrades and churn affecting a
seasonally low new-sales quarter

Slow start relating to vacations, but both sales and
pipeling building momentum in Aug/Sept

Focus on transitioning non-recurring revenue streams,
providing future ARR growth tailwind

ARR development, mNOK

Q322 Q422 Q123 Q323 Q423 Q124 Q224 Q324

a3
2llo. smartCraft @ o orgonic growth

Quarterly ARR growth history, mNOK

Organic m M&A
growth

10,3
2,0

0322 0422 0123 0223 0323 0423 0124 0224 0324

Quarterly currency adjustments not displayed in chart

ARR bridge YoY, mnOK

54,7
349 17,7
367,1
Q323 Organic Currency MEA Q324
growth effects
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Continued growth in revenue
and strong profitability

Solid YoY revenue growth

mNOK

99,7

Q323 Q324
Il Revenue

Recurring revenue (%)

High growth driven by acquisitions
Seasonally low non-recurring revenue

Focus on transitioning revenue from non-recurring
to recurring. Aiming for mid/high 90s.

SmartCraft

Consistently high profitability

o 39,3% 09% 38,5 % 36,0 %
O— —O0— —O0— ——
33,8 % 314 % 33,1 % 297 o —O
Acquired £ 7 25,3 %
Coredination Acquired
Locka and Clixifix
Q323 Q423 Q124 Q224 Q324

Adj.EBITDA margin

—@— Adj. EBITDA-R&D capex margin

4.4pp dilution from acquisitions

Investments in disruptive development projects and

Group brand project

Proven track-record of ability to increase profitability in

acquired solutions

R&D capex
mNOK

10,7 %

81 %
14,2
8,1
Q323 Q324
Il R&D capex R&D capex % of sales

Investing more in development projects to be in
pole position when the market turns

Higher level of capitalization in existing projects
Expecting ~9 % for FY'24
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Strong revenue growth in
Sweden

Sweden (mNOK)

+38%

o Strong growth

o Acquisition of Locka

o Build momentum in sales to new customers after 24,4 284
summer holiday 0323 0324

ong : : Revenue mEBITDA Revenue growth
o Positive signals in market

o Three interest rate cuts starting to materialize in
pipeline and sales

o Adjusted EBITDA margin reduced as a result of

acquisitions 0
+11 %
o Focus on transitioning non-recurring revenue Organic recurring
revenue growth
streams to ARR
. smartcraft
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Solid growth and high margin NOMWay (mNoK
continue in Norway e

o Continued good growth in revenue

o Strong performance in sales to new customers
after the summer holiday

o Growth hampered by increasing churn and
downgrades Revenue mEBITDA Revenue growth

17,9 20,5

Q323 Q324

o Adjusted EBITDA margin increased as less
development capacity was needed on
existing solutions

o Continued focus on sales and marketing 0
initiatives towards electricians + 10 %

o New packaging of existing solutions

o Preparing to launch new calculation solution
based on SmartCraft Core

Organic recurring
revenue growth

ﬁé ]Q SmariCraft




Positive Sigﬂa|S N a Finland (mNoK)
challenging Finnish market

o Negative growth improve from -6% in H1,
expecting improvements to continue

Q323 Q324

o ARR growth trending up, churn trending down

Revenue mEBITDA Revenue growth

o Positive market signals

o Initiated construction projects exceeded
project completion in Q2 - continues in Q3

o  Good marketing and sales activities building
potential customer revenue pipeline

| o -1 %
o Project based revenue model implies a Organic recurring
revenue growth

growth tailwind when market turns
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Solid financial position
Balance sheet, Sept 30, 2024
and strong cash flow

Cash and cash equivalents Deferred revenue
- to support growth strategy and M&A activity B Current assets B Current liabilities
I Non-current assets I Non-current liabilities
Il Goodwill and intangible assets Il cquity

Operating cash flow
mNOK, YoY growth

+0.6 %

112 % +58.3 %
+45.0 % 12358 %
3/"8 73'5 34’3
Q323 Q423 Q124 Q224 Q324 Assets Equity and liabilities
Continuing strong performance in operating cash flow, a YTD Q3 Net cash positive and negative net working capital

growth of 29%

Cash positive all quarters (seasonally strong Q1)

Holds 2,23% (~3,8m) shares
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Key focus to drive continued
profitable growth

o Customer centric business model

o Continue with marketing and sales excellence

to build solid new customer pipeline
o More sales automation & self service

o Use our flexible business model to be

prudent on costs

o Value accretive M&A

ﬁé ]Q SmartCraft

Medium-term financial targets remain unchanged

15 - 20%

bolt on M&A

Margin expected to increase due to
scalability of the business

Impact from acquired companies last 12 months
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We continue on our proﬂl;able

Q&A growth joyrney

o Continue to deliver on our straté'gy

o Reduced operational risk

Make sure to follow us for the latest news! : :
o Consistent strong opgrational cash flow’
't\;" : . '\\

‘ smartcraft.com ‘ LinkedIn \
[ | .
.-'r_' .= N A\ 1 .
.|III|I rs . I
‘ Facebook ‘ YouTube | e } X
| L . I-’
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http://www.smartcraft.com/
https://www.linkedin.com/company/smartcraft-as/mycompany/?viewAsMember=true
https://www.facebook.com/smartcraftas
https://www.youtube.com/channel/UCFxTRrDrY1yvKwALXSWllpA
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