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MANAGEMENT DISCUSSION SECTION

Operator: Welcome to the Raketech Q2 2023 Report Presentation. For the first part of the presentation,
participants will be in listen-only mode. [Operator Instructions]

Now, | will hand the conference over to the speakers CEO, Oskar Muhlbach; and CFO, Mans Svalborn. Please go
ahead.

Oskar Miihlbach

Chief Executive Officer, Raketech Group Holding Plc

Good morning and welcome to Raketech's report presentation. Mans and | are here to present our Q2 numbers
for the year of 2023 followed by Q&A. Once again, welcome and let's start.

And, as always, let's begin with the financial details and highlights, | mean, on a high level. Revenues and
EBITDA came in, in line with our previously communicated trading updates. And with revenues totaling €17.6
million, this means Q2 marked yet another all-time high for the group, beating the previous record as said in Q1.
Compared to last year, this corresponds to an organic growth of 56%. And just like in Q1, the higher-than-
expected revenue levels can primarily be attributed to paid Sub-affiliation, which we called Network, but also to
continued solid performance from most other parts with Casumba standing out positively once again.

Our margin came in at 31.1%, which is slightly lower than previous year, but a natural consequence of the Sub-
affiliation/Network, which, in itself, is lower in margin, making up a larger portion of totals than before. However,
important to keep in mind is that compared to last year, I'm happy to see that EBITDA, in absolute terms, grew
with close to 45% to €5.5 million.

In related news, I'm also happy to be able to clearly show that our ability to generate cash has increased after
taking over full responsibility for Casinofeber.se, which up until just recently was run as an earn-out. As of March,
post earn-out that is, our operational costs relating to Casinofeber has increased, but the cash that we get to keep
compensates for this with margin. Mans will talk a little bit more about this in his part of the presentation later on.
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On a side note, | want to also mention, for those of you who missed it, that we, as of August, have reinforced the
team with Jacob Fellander who will be heading up our Corporate Communication and IR function. | expect him to
make our IR function better, more transparent, and our communication more frequent in the future. And speaking
about the future, July revenues amounted to €6.9 million once again with Network/Sub-affiliation standing out
positively while most other markets stayed stable and strong.

And here is a slide explaining our three main business areas when assessing us, Raketech. It is important to
understand how they differ with regards to, for instance, margins, expected volatility, investments requirements,
and risk. On your left-hand side, in red, you have our bread and butter, which is Affiliation Marketing. This is
essentially when we operate digital assets in various shapes, and sizes, and forms spanning from apps to
comparison websites and sports forums. Consumers find us primarily through search engines and volatility
between the quarters is relatively limited. To establish a strong digital product, we either need to invest
substantially both in terms of money and time. Alternatively, we acquire an already successful product and fine-
tune it over time. Margins here are exceptionally strong, up to 85%.

During Q2, we continue to see strong performance from this area, specifically from Casumba, but also from
several in-house efforts targeting South America, as well as CasinoGuide targeting Sweden to mention a few
examples.

The second business area, Sub-affiliation, is a super interesting area. Being experts in affiliation and commercial
optimization, we add value both to the operator by granting access to great affiliates on markets with high
demand. And to affiliates, we make sure they get paid as well as provide access to a large portfolio of great
commercials from the world's leading operators. This is also a great way for us to monetize on markets or
segments where our own presence is not as big.

Within this area, we have what we call the Affiliation Cloud, which essentially is long-term partnerships with other
affiliates running digital assets similar to our own while what we call Network is a more opportunistic site targeting
primarily affiliates running campaign-based marketing originating primarily from paid sources. And during Q2, the
latter part is where we've had the greatest success. The yellow bar diagram in the middle show you just how
much this area has grown since last year.

The smallest business area from a revenue perspective is betting tips and advice, which is the blue box on your
right-hand side here on the slide. In a nutshell, we provide users with pre-match tips and predictions, which we
sell via subscriptions, one-off fees, or win-share, which essentially is the type of performance-based remuneration
for when our predictions are good.

As you can see in the graph, this area is by far the smallest area, and development over time has been flat so far,
which is somewhat of a disappointment for us. However, this is important. The websites that run this area are
some of the biggest websites in our portfolio when it comes to number of monthly users, and this is where we see
the biggest potential. And that is to add also Affiliation Marketing to the existing tipster offering, which | will be
elaborating a little bit more about on the next slide.

So, here we have what we refer to our strategic growth pillars, which essentially is a simplified way of explaining
where we believe the major share of our growth to come from. Starting from the top with flagships, our view on
the iGaming affiliation industry is that it is slowly but safely turning towards more quality. It correlates also with
operators consolidating legislatures, tightening the rules and competition in the marketing space increasing.
Therefore, we focus on fewer but better products now than we did a few years ago.
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During Q2, the team did an amazing effort and launched our popular Slotjava asset in three states in the US as
well as in Ontario and Canada. And with successful track record from other markets in mind, I'm very excited to
see Slotjava helping the group accelerate growth in North America going forward. Casinofeber, our biggest
Swedish assets new platform, is currently being tested live with promising results, potentially not something the
end user would notice, but this is a big step for us because it will allow us to accelerate growth investments into
this popular comparison websites on this so important Swedish market during the second half of this year.

And to give you a bit of taste of what a narrowed focus potentially can lead to in terms of results, CasinoGuide
has, since we gave it flagship treatment, started to give it flagship treatment, managed to triple in size and is now
neck and neck with Casinofeber in Sweden.

Moving on to the second growth pillar, adding affiliation to our large tipster assets we operate in the US. We are,
as | pointed out in previous presentations, a bit behind schedule. It has shown to be trickier than expected to
transfer our affiliation knowledge across the Atlantic. But with our New York-based MD in place as of last quarter,
things have started to move quickly and we are making progress. During Q2, our US team has worked on
implementing global platforms and standards. They put key hires in place as well as started the implementation of
a new CRM system, which will be very interesting to follow now that we're entering into the high season of the
year.

And last but not least, our software-as-a-service, our iGaming affiliation platform, which we beta launched last
year and rolled out broadly during Q1, is taking shape. Operationally, we are delivering according to plan. But Q2
has been a bit slow with regards to new sales, something which we aim to accelerate during the last part of the
year with the help of a dedicated sales team, which, as of Q2, is completely disconnected from Raketech.

And with those words, over to Mans and financial details.

Mans Svalborn
Chief Financial Officer, Raketech Group Holding Plc

Thank you, Oskar. We are pleased to see that total revenues in Q2 surpassed those of Q1 and marks yet again a
record quarter for Raketech. We've seen growth accelerate through the last three quarters with solid performance
from our core assets in Affiliation Marketing as well as through our Sub-affiliation offering, specifically paid
initiatives within Network.

Starting with Affiliation Marketing, our core revenue stream represents 59% of revenues in Q2. And we did, as
expected, see a somewhat softer quarter compared to last quarter as we entered into a slower season towards
the end of the quarter. In line with the previous quarter, Casumba continued to show strength, keeping up the
good momentum we saw in Q1. It's also the primary driver compared to last year.

Other highlights was a positive outcome of the efforts we've put into our site for online cricket betting. A large
contributor to our significant increase in organic revenue stems from yet another strong quarter for Sub-affiliation,
which amount to 36% of total revenues. This area continues to perform well. And as we've highlighted before, it
enables us to quickly and efficiently enter into new markets, and consequently we've continued to grow our
LATAM revenues within this area, but also increased sales from the Nordics.

Betting tips and subscription was, as expected, lower in Q2 as major sports events generally take a pause over
the summer months. Compared to last year, we're essentially in line, but revenues are somewhat impacted by
currency effect. And similar to previous year, we expect activity to pick up in September as NFL kicks off.
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As for the regional split and starting with the Nordics, this region is normally affected by seasonality towards the
end of Q2. And we did see somewhat of a decline in Affiliation Marketing, specifically for Sweden, as activity
slowed down. On the other hand, we saw quite a substantial growth within Sub-affiliation, specifically in the
Nordics, which pushed revenues from this region to €7.2 million, representing 41% of total revenues in Q2.

Similar to Q1, we saw a significant share of revenues from Rest of World. And also, similar to Q1, Casumba
continued to perform well, in line with the last quarter. Pushing the needle this time around however was positive
growth in LATAM within Sub-affiliation as well as | mentioned before, our online cricket betting site showing
positive results.

The vertical split on the right-hand side shows casino revenues growing from last year and also Q versus Q and
amounts to 81% of total revenues in Q2. One point to make here is that Sub-affiliation revenues, specifically
Network sales and its contribution to either sport or casino revenues, will vary between the quarter as it depends
on which markets and publisher grow in each and respective quarter. In Q2, specifically, the share of casino
revenues increased in relative terms.

As Oskar mentioned in the beginning of her (sic) [his] presentation, we saw EBITDA grow in absolute numbers
with 44.6% from last year. Worth pointing out is that all growth is also organic growth, which is positive to see. As
| covered in the previous slide, we've seen growth both within Affiliation Marketing as well as Sub-affiliation.
These two areas have different characteristics when it comes to EBITDA margin with Affiliation Marketing having
high margin and Sub-affiliation being a lower margin product. This means that depending on the relative growth
for these areas, we have and we'll see a variation in the group's overall EBITDA margin between the quarters, as
you can see in the left-hand graph. And specifically for Q2 of this year compared to Q1, we saw increased
revenues from Sub-affiliation, which lowered our overall margin, but of course had a positive impact on group
profitability.

On the right-hand side, there's an illustration of our net cash flow as we've highlighted it in previous presentations.
The final earn-out for Casinofeber was settled in Q1, and we only have minor analysis left to be settled for the
previous acquisition of Infinileads for 2023. As an effect of this and essentially with only one significant earn-out
left in Casumba, we are seeing net cash flow coming close to EBITDA for the quarter at around €4.8 million. And
we expect to see a similar cash generation as we head into Q3 and Q4. Also worth highlighting is that we paid out
the first of two installments of the approved dividend in Q2 and the second one is planned for November.

Casumba is our last remaining material earn-out. This has been a very successful acquisition, targeting a high-
growth, high-margin market where we paid a low upfront payment and incentivized the founders with an earn-out
geared for high growth.

With regards to the majority of the outstanding amount, we do not expect significant revisions from this level
simply because of the fact that the calculation period for the majority of earn-out is coming to a close at the end of
the year. It's based on an average annual EBIT multiple over 18 months with only 5 months left on the period,
which means that further growth over our forecast will have a limited impact on the total amount. The remaining
amount that runs up until July 2024 is a profit share structure, which means it's cash flow positive for the group.

Also worth highlighting is that we have flexible payment terms that can be settled in installments up until
September 2026. And with our current level of profitability, we can settle the amount with existing predicted cash
flow. Having said that, we do also have the option of settling part of earn-out in shares if we so wish. And on a
final note, with this being the last material earn-out coupled with the current growth trajectory with regards to our
EBITDA, we expect to see high cash conversion and high free cash flow post the earn-out period. Thank you.
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Back to you, Oskar.

Oskar Miihlbach

Chief Executive Officer, Raketech Group Holding Ple

All right. Thank you, Mans.

We've come to the end of the presentation and it's time for a quick recap. We had a strong quarter with yet
another revenue record of €17.6 million corresponding to a 56% organic growth. EBITDA, in absolute terms,
followed nicely and grew with close to 45% year-over-year, although at lower margins due to Network revenues,
representing a proportionally larger share of total. As expected, cash flow increased, thanks to Casinofeber now
being run internally, which of course is great to see.

And with regards to milestones, we made a few key hires both here in Europe but also in this so important US
market while also taking one of our flagship, Slotjava, to North America. It's a bit too soon for concrete results just
yet, but I'm very much looking forward to revisiting this in some time.

Looking ahead, July has started strong with Network/Sub-affiliation once again leading the way coupled with
continuously solid performance, | have to say, from most other areas, especially Casumba once again. Worth
pointing out is that the Casumba earn-out is soon coming to an end, at least the major part of the earn-out
payment. And the closer we get to new years, the less likely it is [ph] for us (00:18:25) to change substantially in
terms of size.

And with that said, taking into consideration our revised guidance of an EBITDA of €23 million to €25 million for
2023, I'm comfortable with the total consideration and very much looking forward to enjoying the full effect of the
cash flows post earn-out in a not too far away future. And speaking about updated guidance for the year, we have
increased it in all dimensions from revenue and EBITDA expectations to projected cash flow as you can see here
on the slide. And with that said, we have a solid position and we're heading into high season, so exciting times
ahead.

Let's move over to Q&A.
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QUESTION AND ANSWER SECTION

Operator: [Operator Instructions] . The next question comes from Rikard Engberg from Erik Penser Bank.
Please go ahead.

Rikard Engberg

Analyst, Erik Penser Bank AB

Good morning, guys.

Mans Svalborn
Chief Financial Officer, Raketech Group Holding Plc

Good morning.

Rikard Engberg

Analyst, Erik Penser Bank AB

So, my question is regarding Affiliation Cloud. Can you please describe as to how it has developed during the
year and quarter, and what are you looking at during the second half of the year now?

Oskar Miihlbach

Chief Executive Officer, Raketech Group Holding Ple

Yes. Good morning, Rikard. | know that — this is a good question. We don't talk about Affiliation Cloud just yet.
Singled out, we included in the Sub-affiliation business area. However, to share maybe some light, we did
mention in the report that we've had a somewhat slower growth periods during Q2 for Affiliation Cloud specifically.
But we're aiming at accelerating the sales efforts here during the second half of the year with a dedicated team.
So, [indiscernible] (00:20:43) but it's going according to plan and we haven't changed any long-term ambitions.

Rikard Engberg

Analyst, Erik Penser Bank AB

Good. Thanks. And follow-up question, if I may. Given that the Affiliation Network have been so strong, is it
possible to see that, going forward, that the gross margin will remain on these levels or even decrease a bit?

Mans Svalborn

Chief Financial Officer, Raketech Group Holding Plc

Yeah, you're correct we did see a lower gross margin. And as you rightly point out, it relates primarily to the larger
share of Network revenues. And | can't really guide you further than that, but perhaps just repeat that July again
was obviously a strong revenue month again and largely driven by Sub-affiliation as well as see similar effects in
July. But further than that, | can't really guide.

Rikard Engberg
Analyst, Erik Penser Bank AB

Okay. Thank you. That was all for me.

Operator: Thank you very much. [Operator Instructions] There are no more questions at this time, so | hand the
conference back to the speakers for any written questions and closing comments.

FACTSET: callstreet 7

1-877-FACTSET www.callstreet.com Copyright © 2001-2023 FactSet CallStreet, LLC



Raketech Group Holding Plc (rakE sE) @ Corrected Transcript
Q2 2023 Earnings Call 17-Aug-2023

Oskar Miihlbach

Chief Executive Officer, Raketech Group Holding Ple

All right. | think we do have a few questions here in the chat. There's a question about the Rest of the World
becoming a very large segment for us and if we have considered to break out any regions going forward.

And as of now, we're happy with the way we report these numbers. We have occasionally chosen to talk
specifically more about specific countries within those regions. We've done that occasionally from a competitive
perspective. We don't want to talk about this every quarter. But, yeah, so we're pretty happy with the way we
reported at the moment.

Mans Svalborn
Chief Financial Officer, Raketech Group Holding Ple

Yeah. And then there is a question. Revshare is trending down. Is this an effect of Sub-affiliation growing or is
there any other reason for it? And also, is Sub-affiliation only casino.

And we're not really seeing that Revshare is trending down. So, it is, as the question mentioned here as well, it's
primarily an effect of Sub-affiliation growing as a total share of revenues and Sub-affiliation is predominantly CPA-
driven at the moment with an element of Revshare but predominantly CPA. And if Sub-affiliation is only casino,
no, it's not. But during this quarter, it is again predominantly casino, but there is a sport element in the revenues
as well. But this can change a little bit over time, as | mentioned in the presentation.

Oskar Miihlbach

Chief Executive Officer, Raketech Group Holding Plc

Yeah. Thank you, Mans. | think that was the last question for the day. So, with those words, thank you, everyone,
for joining the call today, and we look forward to talking to you again in connection with the Q3 report in
November.

Disclaimer

The information herein is based on sources we believe to be reliable but is not guaranteed by us and does not purport to be a complete or error-free statement or summary of the available data.
As such, we do not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the information. You must evaluate, and bear all risks associated with, the use of any
information provided hereunder, including any reliance on the accuracy, completeness, safety or usefulness of such informatio n. This information is not intended to be used as the primary basis
of investment decisions. It should not be construed as advice designed to meet the particular investment needs of any investor. This report is published solely for information purposes, and is
not to be construed as financial or other advice or as an offer to sell or the solicitation of an offer to buy any security in any state where such an offer or solicitation would be illegal. Any
information expressed herein on this date is subject to change without notice. Any opinions or assertions contained in this information do not represent the opinions or beliefs of FactSet
CallStreet, LLC. FactSet CallStreet, LLC, or one or more of its employees, including the writer of this report, may have a position in any of the securities discussed herein.

THE INFORMATION PROVIDED TO YOU HEREUNDER IS PROVIDED "AS IS," AND TO THE MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, FactSet CallStreet, LLC AND ITS LICENSORS,
BUSINESS ASSOCIATES AND SUPPLIERS DISCLAIM ALL WARRANTIES WITH RESPECT TO THE SAME, EXPRESS, IMPLIED AND STATUTORY, INCLUDING WITHOUT LIMITATION ANY IMPLIED
WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE, ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. TO THE MAXIMUM EXTENT PERMITTED BY APPLICABLE
LAW, NEITHER FACTSET CALLSTREET, LLC NOR ITS OFFICERS, MEMBERS, DIRECTORS, PARTNERS, AFFILIATES, BUSINESS ASSOCIATES, LICENSORS OR SUPP LIERS WILL BE LIABLE FOR ANY
INDIRECT, INCIDENTAL, SPECIAL, CONSEQUENTIAL OR PUNITIVE DAMAGES, INCLUDING WITHOUT LIMITATION DAMAGES FOR LOST PROFITS OR REVENUES, GOODWILL, WORK STOPPAGE,
SECURITY BREACHES, VIRUSES, COMPUTER FAILURE OR MALFUNCTION, USE, DATA OR OTHER INTANGIBLE LOSSES OR COMMERCIAL DAMAGES, EVEN IF ANY OF SUCH PARTIES IS ADVISED
OF THE POSSIBILITY OF SUCH LOSSES, ARISING UNDER OR IN CONNECTION WITH THE INFORMATION PROVIDED HEREIN OR ANY OTHER SUBJECT MATTER HEREOF.

The contents and appearance of this report are Copyrighted FactSet CallStreet, LLC 2023 CallStreet and FactSet CallStreet, LLC are trademarks and service marks of FactSet CallStreet, LLC. All
other trademarks mentioned are trademarks of their respective companies. All rights reserved.

FACTSET: callstreet 8

1-877-FACTSET www.callstreet.com Copyright © 2001-2023 FactSet CallStreet, LLC



