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revenue in the Adj. EBITDA in the Market Cap people local presence
past 12 months past 12 months

\ SEK 5.6bn SEK 646m SEK 34bn /66 33 countries with
@,

40 b”“on Publicly listed on
Customer engagement through mobile technology e NASDAQ
in Stockholm
Scalable cloud communications Serving 8 of the 10 largest
platform for messaging, voice and video U.S. tech companies

: (== Growing, global, multi-billion
0 m \—/ ’ ’
100%) Consumer penetration USD market

sinch

$ Profitable since our /ID‘ | >600% gross profit growth
foundation in 2008 since IPO in 2015




« Founded on $10k
« Always profitable

« No external capital
except for M&A

We were founded in this
shop window




CPaaS relevance throughout the customer journey

EXAMPLE
PRODUCTS

STAGE

OBJECTIVE

Add revenues
Reduce churn

Rich SMS with dynamic
mobile landing page

Personalized video to
prevent bill shock

Service
enablement

Use CPaas functionality in
own apps and products

Improve efficiency
Reduce cost

One Time Passwords (OTP)
Verification

Number masking

Mobile boarding pass

Customer
care

Handle customer support

Improve customer
experience

Reduce contact center cost

WhatsApp instead of phone

Bots and Al to automate
conversations



Creating value for businesses & their customers

: — Next-gen
Email = E% :
a SMS messaging
Rich content Limited content Rich content
Limited reach 100% reach 100% reach®

35x higher open rate App like experience

* Blending multiple channels including RCS, WhatsApp, Messenger and landing page technology



Playbook for profitable growth

Software-

as-a-Service

Connectivity

Empower businesses to leverage rich and conversational messaging
Increase our software value-add (CPaaS) in addition to our connectivity offering

Increase stickiness with maintained scalability

Ensure leading direct global connectivity without middlemen

Differentiate through superior quality, scale and reach
Benefit from market growth and continue to win market share



Leveraging M&A to meet strategic objectives

Complementary technology that fits our strategic product roadmap
Go To Market-ability in relevant products and geographies
Increased software value-add with higher gross margin

Future growth drivers

Technology &

Go To market

« Acquire sticky customer relationships
Scale and « Add direct operator connections in new markets
profitability « Extract synergies by transferring traffic to Sinch’s technology platform
« EV/EBITDA-accretive: acquiring profit at a valuation below our own




Strategic acquisitions

Founded as CLX SInCh
Networks IPO One brand
L l 2016 2017 2018

2019 L 2020
} o— } —@ } } o- >
2008 | / |
| /
| /
|
- ( / .
Technology & Sle‘ - e vehicle Wa«b j Chatlayer ai VUAVY
Go To Market Voice, video, Personalized Rich messaging, Conversational Al Next-generation
verification video Low code tools messaging
Scale and wass mblox XURA dialogue & Lnwire L7‘|'WW VJAVY Wﬁ@;gggfa
. g -
profitability USA, Germany, Australia, Nordics _ . _ Americas
Western Europe Central Europe South East Asia Brazil Latin America g

Europe, APAC

* Acquisitions of Wavy and SAP Digital Interconnect are pending regulatory approval



Customer case: Boosting car sales for Nissan

-— 0 Switching to a mobile-first customer view

v . = 1200

» Nissan switches its whole customer
PISSAN SERVICES lifecycle from email to mobile messaging

« Sales, AfterSales and Dealership are all
using the Sinch platform

o GRATTEZ CE

Interested? Book a test drive directly from your
phone

H
.
A
Select a dealer |
.'-l"

Nearest dealer is:
MOTOR LLANSA PARIS, 58-60

ILYA Dﬁ
DANS

e .‘l&j’hﬁfé‘t““

= A

A proxi,
Call Directions Book online
NISSANNDN §

233, Boulevard Anatole Frar

o
m (0@03;2013) Gsmxzom) 644'0312018) ACT YOUR CUSTOMER

SERVICE AGENT

Leveraging Adobe partnership

BARCELONA, 08029

e Automated campaigns triggered through
Adobe Campaign

Key performance indicators

NOTRE PROMESSE.V

« Hyper-personalized mobile campaigns
JR NISSAN SERVICED: WE reaChln 11cy . . _ _ I
R YOU 4 SERVICES. g 11% In conversion-to-car sales

4+ Type a message @ > o




Customer case: Reengaging customers for Macif

Driving engagement

v 4 ® 1200 :
v . v 4 =m 12200 °

& MACIF € MACIF 9 i macr 9

Macif uses RCS to reconnect with its
inactive customers

@ - 3 « The agent's objective is to update the

I client’s situation

Pour mieux vous accompagner, l Pouvez-vous nous en dire
pouvez-vous nous indiquer s'il plus sur la nature de ce

y a eu des changements dans changement 7

votre vie ?

Essentiel pour moi

4

expérience dans votre messagerie |

Bonjour, nous rnavons pas eu de contact
vous depuis longtemps. Pensez-vous quq
garanties soient toujours adaptées 3 voli
situation ?

N'attendez pas d'avoir un sinistre pour le

Cliquez ici

Message

@ [.F'EI instantané (

Message
@ I-F‘El instantané @

La Macif vous propose une nouvell |58

i
i
1
1

Un changement d'ordre Un changen
moto, vélo ..

familial (mariage,
naissance, ...)

Cliguez ici

I sagitde: Key performance indicators

TR « 18% of inactive contacts reactivated
proalement e i o « 2x click-through compared to Rich SMS
itk « 3x clicks compared to email

d'assurance.

Maintenant

Je prends RDV: agence/tel . Jappelleun

Message
'F'EI instantané @ B

10



J Chatlayer.ai

Customer case: Automating claims for Belfius

Schade aangeven

Hallo Rick! Ik ben myBo, uw slimme digitale
assistent. Aangenaam! Ik help u graag schade in,

aan of rond uw woning aangeven.

Woor lichamelijke schade kan u bij mij helaas niet
r graa;

sleutelwoorden en de knoppen gebruikt, die begrijp
ik het allerbest. Alvast bedankt!

10:51:31

we van start gaan, Wil u nieuw
f uw schadedossier aanvullen?

Nieuwe schade
Dossier aanvullen

Laten
aangeven of

Conversational Al for Belfius

Belfius is a tier 1 bank in Belgium servicing
3.5 million customers.

lts mobile app is the most used banking app
in Belgium and has won numerous awards

for its convenience.

Sinch’s Chatlayer team helped the bank
become even more conversational with the

Chatlayer.ai platform.

Two intelligent chatbots for targeted use cases

« Bbot answers questions about daily banking
and is an expert on questions on fees or how

to transfer money abroad.

« myBo is used to report insurance claims,
guiding the user step-by-step to ensure that

all relevant information is collected.

Service rated 4.5 out of 5 by end users.

Al



Organic and acquired growth

Sinch Gross profit and Adj EBITDA (SEKm)

500

450

400 ,

350 - Focuson Gross profit and EBITDA
since pass-through revenues vary

300 between geographies

250

200 « Track record of profitable growth

150 « 38% growth in gross profit and 56%

100 I I I I growth in EBITDA in 2019
o« Jaaaanll

Ql Q2 Q3 Q04| Q1 Q2 Q3 Q4| Q1 Q2 Q3 Q4

2017 2018 2019
Gross profit B Adj EBITDA

12



Financial targets

Targets:
Adjusted EBITDA per share, rolling 12 months » Adjusted EBITDA per share to grow
20% per year
12.0  Netdebt <2.5x adjusted EBITDA

o

o

o

o

Mar Jun Sep Dec Mar Jun Sep Dec Mar Jun Sep Dec Mar Jun Sep ona roIIing 12 month basis

10.0 over time
8.0
] Performance:
, « Adjusted EBITDA per share grew
' 54% in Q4 19, measured on arolling
5 I I 12 month basis
0 Net debt/EBITDA of 1.7x, measured
Dec

2016 2017 2018 2019



Key highlights

Attractive, large and growing
addressable market

Market leading position in CPaaS and
mobile customer engagement with global
scale

Large potential for further growth with
both existing and new customers

Proven M&A strategy with strong
acquisition track record and maintained
low leverage

Strong financial performance
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