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Disclaimer

This document contains forward-looking statements. Any forward-looking statement does not constitute forecasts as defined in Commission
Delegated Regulation (EU) 2019/980. Forward-looking statements relate to expectations, beliefs, projections, future plans and strategies, anticipated
events or trends and similar expressions concerning matters that are not historical facts. These forward-looking statements are based on Solocal
Group’s current beliefs, assumptions and expectations of its future performance, taking into account all information currently available. Although
Solocal Group’s management believes that the expectations reflected in such forward-looking statements are reasonable, investors are cautioned
that forward-looking statements are subject to various risks and uncertainties, many of which are difficult to predict and generally beyond the
control of Solocal Group, that could cause actual results and developments to differ materially from those expressed in, or implied or projected by,
the forward-looking statements. These risks and uncertainties include those discussed or identified in the public filings made by Solocal Group with
the Autorités des marchés financiers (French Financial Market Authority) including, in particular, those listed under the section “Risk Factors” in
Solocal Group’s universal registration document (document d’enregistrement universel). Solocal Group, its affiliates, directors, advisors, employees
and representatives expressly disclaim any liability whatsoever for such forward-looking statements.

All accounting data on an annual or half year basis is presented in the form of audited consolidated information. However, all accounting data on a
quarterly basis is presented in the form of unaudited consolidated information. In Solocal results presentation and Solocal press release, Solocal
Group isolates continuing operations from discontinued operations. Financial performance indicators are commented on the scope of continuing
activities. Financial statement presented for 2022 and Q3 2022 are reviewed in the light of the 30t Septembre 2022 scope of continuing operations.
Due to rounding, numbers presented throughout this and other documents may not add up precisely to the total provided.

All detailed financial indicators and data are published in the Consolidated Financial Statements Report as of 31t December 2021, available on
www.solocal.com (Investors and shareholders).

solocal


http://www.solocal.com/

F -

) Contents
-..-1

Busmess update

Q3 2022 & 9M 2022 revenue
P.10

Conclusion & Q&A
P.15

solocal



Q3 2022 Highlights

—>  Flat Q3 2022 revenue amounting to €99.6 million vs. Q2 2022
«  Order intake impacted by difficulties in recruiting and retaining the salesforce

. Flat ARPA at c. €1,340

% Strengthening of the Executive Committee with the appointment of David Gillaux
as Chief Operating Officer

NS

Successful launch of the new offer Booster Notoriété

2022 Outlook confirmed

NS

*  C.€405 million expected revenue
« . €115 million recurring EBITDA

« ¢.€30 million operating free cash flows'

P4 1 Operating Free Cash Flows: recurring EBITDA (including IFRS 16 Rents) + non monetary items
) included in EBITDA + Change in WCR — Capex - non recurring items SO OCG



Business
update

Herveé Milcent

Chief Executive Officer
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Slight decrease in the customer base in a year characterised by large
cohorts effect

Q3 2022 customer base evolution! Churn analysis in Q3 2022

Net
churn rate®

16.1%

31/12/2021 30/06/2022  New customers Churn 30/09/2022

(incl. winbacks)?

PAK] ¢

300k g

8 customers

customers Retention rate?4

c.52%

Number of new customers impacted by difficulties in recruiting the salesforce & August “holiday season”

Churn & retention rates impacted by customer portfolio clean-up campaign since the beginning of the year
and intensified in Q3 2022 with the aim to enhance customer satisfaction

\. J/

1Group scope
2Winback: Acquisition of a customer who has been lost in the previous 12 months

3 Churn rate calculation: nb of churned customers on a LTM basis / nb of customers so IO Cd I

4Nb of customers retained [ nb of churn intentions closed

P.6



Flat ARPA quarter after quarter as a solid pillar of future growth

ARPA based on Group revenue! ARPA evolution driver Q3 2022

/

ARPA
Acquisition? €1,350
c.+4.8%
vs. Q2 2022

ARPA

(order
intake)

ARPA » N
Churn?3 c.-1.7%
vs. Q2 2022

c.€1,340

A

ustomer Journey

c.€1,340

ARPA

Cross sell 7'
Upsell

ARPA based on Group revenue flat quarter after quarter
Growth in “Acquisition ARPA” based on order intake illustrating the strategy of value creation vs. volume

TARPA: Average Revenue per Advertiser, based on the last twelve months order intake for Solocal SA

P7 2Based on order intake, Solocal SA customer base S O IO Cd |
312 months equivalent



Overview of recent developments

Salesforce

Field salesforce’simprovement challenge
Salesforce productivity’

EQl mQ2 1 Q3

Generalists
Cross sell [ upsell [ Acquistion

Hunters
Acquisition

- Q8 hunters’productivity affected by
recent seniority combined with low
summer activity

Telesales
+ Telesales is fully rolled-out and efficient

Large Account

+ Delay in delivery of Connect Reseau offer
launched in Q3 2022 )

P.8

Dedicated team for a new approach

Handle customer requests in a quick,
efficient and transparent manner

* Trustpilot

Efforts to be continued in the long term
but first encouraging effects

Solocal Trustpilot rating?

27
2,4

H12021 H12022 Oct. 2022

Redesign of the advertising offer

« Booster Notoriété: successful launch in
Q3 2022

« Booster Traffic: to be launched in 2023

Large accounts offerinnovation

« Connect Réseaux: Q3 2022

« Connect Réseaux ranking: Q1 2023
+ SaasS platform: 2023 project

- J

'Based on average weekly total Order Intake (orders recorded by the salesforce, that gives rise to a service performed by the Group for its customers) / Total FTI (Fieldsales)

2Trustpilot rating scoring out of 5 so IO Cd I



Focus on Field salesforce: main driver of the acquisition

Field Salesforce (number of FTES) Salesforce transformation

« Generalists: positive trend on

Xsell [ Upsell
189 * Hunters: acquisition impacted
154 by high turnover, due to a very
competitive labour market,
which weighs on productivity
ramp-u
198 199 ( P p)

o ° L [
3list Dec. 2020 3lst Dec. 2021 3ist March 2022 3ist July 2022  3lst Oct. 2022 (e) —> 60% of acqmsﬂ:.lon
generated by field sales

B Generalists m Hunters

Success of new measures with the objective of hiring 190 hunters to be reached by the end of October

solocal



Q3 2022
O9M 2022 revenue

Olivier Regnard

Chief Financial Officer
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Overview of Solocal revenue

9M

2022 €108.1 m

9M

2021 €93.7m

Change +15.3%

P1

e

Booster3 TOTAL

€46.3 m €146.4 m €300.8 m

€478 m €180.7m €3222 m

-3.0% -19.0% -6.6%

'Connect = Access, Essentiel, Premium, Marketing Digital, Vocal, MDOffline
2Websites = Essentiel, Premium, Privilege, Websites DIY Websites
3 Booster = Display / Adhesive, Booster Contact, Booster Site, Social, Local impact, Ranking

solocal



Flat Q3 2022 revenue quarter on quarter

Revenue'down by -7.5% YoY, as a result of:

Q2 Q3 change Q3 cCchange

2022 QoQ 2021 YoY + Salesforce performance below expectations
but progressively improving vs. last year

Revenue —019 759

(in million euro) 997 99.6 0% LRZ68 /0% «  Low performance of large account

Ihczl. Renew? 51% 53% 35% - Unfavourable product mix (websites vs. booster
(in %) contact) and phasing

I(Ir’lc/:)l Acquisition 49% 47% 65% — Increased contribution of the renew within Group

revenue

June Sept.

Change
2022 2022 9 Flat order backlog?:-2.3% vs. 30t June 2022
Order backlog! 240.0 7345 _239% % + August "holiday season” leading to very low
(in € million) ' ' order intakes

Level of order intake at a comparable level vs. 2021

1% calculation based on Solocal SA order intake in value terms
P12 2 Calculated with the migration effect until Q1 22 S O Io Cd |
8 Calculated as order backlog at end of previous period + order intake of the quarter - revenue of the quarter



Order backlog' of €234.5 m & €379.1 m of secured revenue for 2022

Phasing of the conversion of the €234.5 m order backlog into revenue

m Q42022 m2023 m2024

€2345m —>

Q3 revenue + [€78.3 m]

of €300.8 m

Secured revenue? for 2022 of €379.1 m as at 30.09.2022
(vs. €403 m as at 30.09.2021)

. . . . _
P13 Calculated as order backlog at end of previous period + order intake of the quarter —revenue of the quarter S O Io Cd |

2+ [- cancellations & other effects as per management best estimate



Outlook 2022

FY 2022 Revenue bridge

c.405

\

= =

FY 2021 Secured revenue Q3 2022 Renewal Acquisition FY 2022

7

-

I Revenue ## Conversion of order backlog I Renewal + Acquisition

+ C.€405 million expected revenue
2022.0utlook + c. €115 million recurring EBITDA
confirmed + ¢.€30 million operating free cash flows'

P14 1 Operating Free Cash Flows: recurring EBITDA (including IFRS 16 Rents) + non monetary items
) included in EBITDA + Change in WCR — Capex - non recurring items so 0 Cd



Conclusion

Herveé Milcent

Chief Executive Officer
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Key take aways

P.16

% Q3 2022 revenue still impacted by difficulties in salesforce hiring & retention

% Improvement of portfolio offers
% Tangible signs of rebuilding trust

—> 2022 Outlook confirmed
«  C.€405 million expected revenue
«  c. €115 million recurring EBITDA

« €. €30 million operating free cash flows'

1 Operating Free Cash Flows: recurring EBITDA (including IFRS 16 Rents) + non monetary items
included in EBITDA + Change in WCR — Capex - non recurring items
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