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This iIs MEKO

A Our vision is to enable mobility i
today, tomorrow and in the future.

A Our aim is to be the best and most
complete partner for all who drive,
repair and maintain cars.
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Market leader in Northern Europe

Branches ©O

Regional

A Dominant in spare parts and car service warehouse

Central
warehouse

A Outstanding availability and presence

A Strong brands and concepts attracting
a broad range of customer groups

Examples:

M=CA Mekonomen
O.K.
S D FTZ
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Our main revenue comes from business-to-business

60% Workshop companies:

50% =15 700 no. Independent workshops

50% =4 500 no. Affiliated workshops with
MEKO’s concepts, like:

carpeople‘BilXtra AutoMester m=c A

Mekonomen
SERWIS

MEKO

30% Other B2B-customers:
Authorities, wholesalers, etc.

10% Consumers
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Our revenues are spread across several markets

Denmark

Net sales

SEKM

Numlber of branches: 48

Number of affiliated |

workshops: 1,003

Wholesaler brands FTZ

Workshop concepts: AutoMester,
HELLA ServicePartner,

Din Bilpartner, CarPeople

Full year 2023

Sweden

190

932

MECA, Mekonomen

MECA, Mekonomen,
MekoPartner, Speedy

Norway

129

1062

MECA, Mekonomen
Sarensen og Balchen

MECA, Mekonomen,
MekoPartner, BilXtra

Poland

89

1072

Inter-Team

OK. Serwis,
Inter Data Service

Finland Estonia  Latvia Lithuania

172 33 6 7
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Perspective on
the auto aftermarket

A Our industry is driven by
a steady demand

A Timeless need for transportation i
as for service and repair

A Misunderstandings about electric
carsinot At he endo




Perspective: The auto aftermarket

he aftermarket in Europe is large and growing

4,5 %
220 CAGR
— BEUR
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150 : (
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2021 2022 2023 2024 2025 2026 2027 2028 2029 2030

*Total market size valued as average of three market data sources (Presedence Research, Market Data Forecast, Graphical Research).



B Perspective: The auto aftermarket

Several drivers for change 1 EV transition one of them

2.

Intensified fight for car owners

1

More electric cars

5

Sustainability regulation

3

Price transparency

A4

Distributor diversification

MEKO



[ Drivers for change: Electric cars

1. The electric car transition:
Still early days in Europe ©

Percentage
Bl =333
Bl 257-<333
B 1.79-<257
[Jos88-<179

A All countries have low EV shares — P

| <0.28
[:] Data not available

A Very early in the transition: ‘
I Spain, Poland, Italy

A In the lead:

I Norway, Sweden and the Netherlands

A Lack of data in several countries

Share of
EV:s in
Europe

Passenger cars. Latest public figures from Eurostat (2022)
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B Drivers for change: Electric cars

Nordics: Highest EV share of new sales in Norway

Scandinavia Norway Sweden Denmark
79% 82%
64%
47%
0,
p00s 43% o 38% 36%
21%
l = . l 4 B |
L
EV
All other Eastern Europe Finland The Baltics Poland
34%
10% =y
5% 8% : 3% 4% 7% 3% 4%
ﬁ _0 [ _ __0 I I 2% _0 —

2021 2022 2023 EV share of new passanger car sales, 2021 - 2023

Source: European Comission, Statistikmyndigheten, Statbank, Stat, OFV, MEKO analysis

1. Estonia is not included in The Baltics as the figures isno6t availabl e
2. HEV & Gas data is not available in the Baltics




[ Drivers for change: Intensified fight for car owners

Gasoline still most popular
I but EV:s number two New sales

per
powertrain

Gasoline

. . . EV
A Every third new car is a gasoline car

A EV:s almost as popular
A Relatively small share of hybrids

A Small share of diesel - and gas cars

2023, MEKO markets excl Poland?

Source: European Comission, Statistikmyndigheten, Statbank, Stat, OFV, MEKO analysis

1. Estonia isndt included in The Baltics as the figures isnoét avail abl e MEKa

2. HEV & Gas data isndét available in the Baltics



[ Drivers for change: Electric cars

EV:s brings development needs and new revenues

New partnerships New suppliers More products
PV A Suppliers have neglected A Non-traditional players A Recycling
s" ' EV parts | enter the market A More car producers
‘V A New partnerships push the A Growth in products

aftermarket

Operations
New
| . business
@.‘ Education Offers Equipment
I A Enable safe handling of A Capabilities and battery A Diagnostic tools

hlgh VOItage vehicles warranties A More car producers

Workshops A Need of tailored EV offers challenges diagnostic
producers

MEKO



I Drivers for change: Intensified fight for car owners

2. Fight for car owners 1 increasing fleet share

M ICE/Conventional
™ Hybrid
m EV

6%

per year

EV:s on
the rise

Expected
share of fleets
in the car park

Vehicles by
powertrain
2022 2030 2022 2030 0-3 year old cars, % of total

Source: McKinsey Aftermarket Model 2023, BCG Aftermarket 2030




[ Drivers for change: Intensified fight for car owners

The leasing market will drive
new business

A A few large leasing-players in Europe today

A Top seven leasing companies account for
30 percent of all new sales

largest
players
A Top seven expected to account for over 70
’ i MSBILIZE wey ApyarL
percent of all new car sales 2030 sossunconmumn senves FINANCIAL SeRvices Kol CLT Dlnccno

Automotive 4

ALPHABET ALD M,

A The development is expected to provide

high volume business for the aftermarket P.THLON LEASYS

Source: McKinsey Aftermarket Model 2023, BCG Aftermarket 2030
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B Drivers for change: Moving online

3. Sales are moving online 7 with new price strategies

Share of e-commerce, European aftermarket

Business

model

Spare part: Competitive price example

O

Shipping: + 6,95 EUR <120 EUR, 0 EUR above

Remote locations: + 7,95 EUR domestic remote, + 6,47 - 30
EUR international

25-30%

Bulky items: + 25 - 100 EUR depending on category
14-17%

Return rights: 0 EUR 14 days, + 2,99 EUR 200 days

> B @

2021 2025 2030

- - Total: Up to + 56,5 EUR per order

Traditional market Uncertainty E-commerce

Source: McKinsey i Ready for inspection: the automotive aftermarket in 2030, BCG - At the
Crossroads: The European Aftermarket in 2030, Wolk & MEKO analysis, company websites




B Drivers for change: Distributor diversification

4. Distributor diversification T and expansion to new areas

Companies* Revenue in Europe** Example of acquisitions

= LIKQ 7ZZ STAHLGRUBER 2018 "fﬂ 2023
© B2
2= MOoDbiViQeroure AT 2016 exadis 2019 €D Beckkiftarna 5053
AUTOMOTIVE GROUR ——krnon- 2022 (SLAUSAN 32,

www.lausan.es

PHE

WMSE

MEKO
SAG

SWISS AUTOMOTIVE GROUP

Dleteren 2022
TROST UL MTS 2022
FTZ Z nterTEAM 2018 £tounan Oy 2022 ELET 202

A autonet 2015

AUTODOC™

*More than 1 billion euro in revenues, 2023

**Million euro, 2023




Growing by carefully selected acquisitions

—19.08

Motvuncn ©

Z2 INTER-TEAM

$SORENSEN - BALCHEN

*Company Forecast at CMD, January 2022




. Drivers for change: Sustainability regulations

5. New sustainability
expectations and regulations

Examples:

A EU taxonomy
A End-of-life vehicle Directive
A Green claims Directive

A Corporate Sustainability Reporting Directive
(CSRD)

A E U &Gseen Deal e ‘ S e
A EU ban on combustion engines

A Etc.

MEKO



We enable mobility
today, tomorrow and in the future

Better Better
operations workshops

Better Sustainable
mobility growth




Better operations, example

Building a stronger MEKO

Sweden

A Cost reduction and efficiency

- Streamlining operations and optimizing network
Finland

A Supplier optimization

- Stronger partnerships with preferred suppliers
- Higher share of exclusive brands products

Estonia
Latvia
/g - Lithuania

A New business system

- Increased efficiency and wider assortment
- Revenue synergies

Poland

MEKO



I Better operations, example

High-tech logistic solutions

A Consolidating logistics activities in
Norway to one common facility

A Will lower costs and increase efficiency

A Improved service level, better availability
and shorter delivery times

A New automated warehouses also in
Denmark and Finland

MEKO



Building a stronger
MEKO: Focus on Norway

A Optimizing operations in MECA and
Mekonomen in Norway

I Adjusting number of branches and stores

I Strengthening customer service with
better availability

I Reducing emissions from transports <

I Improving profitability

MEKO



M Better workshops, example

Supporting workshops
iImprove profitability

A Developing automated order bookings of
spare parts for workshop customers

A Best-in-class concepts to attract more
customers to workshops

A Enabling convenient customer journeys
through leading digital booking system

A Etc.

MEKO




B Better mobility, example

Expanding fleet business

A Strong growh in fleet customers i
significant market potential

A MEKO an ultimate partner:
I Large geographical network
I One point of contact
I One administration
I Full service and repair

T All brands i no restrictions

2020 2021 2022

Revenue from fleet sales, SEK millions

MEKO



B Sustainable growth, example

Heavy Vehicles, Tires and Glass

A Successful launces in new adjacent verticals
like Tires, Glass and Heavy Vehicles

A Example:

I Heavy Vehicle concept first launched in
Sweden and Norway

I Integrated with a similar business in
Finland in 2022

I Accelerated expansion when the concept

I i o "‘%ﬁ, / ' ‘ .f_{“ ‘ 1 lv « M, "\'-:-‘1.";"‘
now is launched in Denmark - ,@’»’f'\, »,f ity U DA
P W P TR - VY ST A :

w”i& i',‘ lr"*"\‘\}\?

‘\/ K \4_\\/ i‘w / '..\ T ik



First in identifying new
mobility trends

AThe Mobility Barometer is a unique report in
the Nordics

AExplores mobility habits and trends among
the public

AThe most extensive study of its kind - over
4000 respondents

Alnsights into opinions on sustainability, New edition of

electrification and new behaviour the Mobility
Barometer in

September!

MEKO



MEKO an ultimate partner for
electric car manufacturers

AOur network and competence attractive
for new EV brands entering Europe

AStrategic partnerships with:

- ZEEKR
- VOYAH

MEKO



Significant size of the aftermarket in Europe

Several main drivers of change in the industry

Bump in the road for EVsi but the transition is on its way

The transition offers development needs and new business

Electrification offers same i or better - business opportunities

MEKO
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