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1. CXM Market overview

7N

Tool to create, manage, distribute,
archive and retrieve incoming and
outgoing communications to ensure
a consistent and personalized

customer experience across
different communication channels g4 & ----------------
and touchpoints.

Tool that allows to manage all the
interactions that a company
conducts with its customers with the
""""" - explicit aim of improving the

perception that customers have of

that activity. It is an evolution of the
CCM.
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1. CXM Market overview

AY

@ Companies must understand the real needs of their customer to provide them meaningful and relevant |
communication to increase loyalty and revenues. :
___________________________________________________________________________ .
@ Need for greater control and greater efficiency in managing customer communications by reducing as much |
as possible the number of Vendors involved in the process. }
___________________________________________________________________________ .
Multiple digital channels and touchpoints, each touchpoint has its unique offering and capabilities; it is |
Important to have standardized but personalized communication across channels. !
___________________________________________________________________________ .
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2. Doxee approach in the CXM

Company
Data
Customer data
Invoicing
Reporting
Payments
Consumption
Contracts
Taxpayer data
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Platform™

processing

Production of

Communication

Integrated offering of innovative products: ix, dx, and
px are delivered by a single cloud technology platform
to intercept customer needs, in a holistic, flexible, and
scalable way

d>

document experience (dx):
Digital production, distribution,
and digital archiving of documents

%8

paperless experience (px):
electronic invoicing, long-term digital
preservation, and electronic ordering

— o o o e o e o

Consumers
interactive experience (ix): Companies
Dynamic and personalized and PA

micro-sites and videos

— o o o o o o o o e e -

Interactive experience is the Doxee
product line that enhances data to create
a revolutionary digital customer
experience through personalized and
valuable communications. The product line
is perfectly integrated with the other dx
and px product lines and positions Doxee
as a technology vendor in the digital
transformation of corporate and public
administration companies.
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2. Doxee approach in the CXM

From CCM to an integrated digital customer experience (CXM)

= CCM traditional process Customer

SNRNEN

Data input
Formatting
Document PDF
production
v" Multichannel delivery:
print and mail, PDF via e-
0100101X0O10ROT mail
000100100100
010100T0100

Qﬁ ___________________________________________ S = } _________ : Advantages

1
© v' PDF + digital experience :
<3 Doxee Digital (web + video) | Cost reduction
& : v Customer Journey ----1CQO, ’
Customer Experience extention . Paper-based process
From a '
_ dat v' Customer data !
unique data , enrichment | .
source j Data input } v" Marketing automation | COZ_ reduc_:tlon,
y Eormattm?PDF workflow T Certified with Doxee
men .
pr%‘;ict‘?on v Meellsurement and Platform (Hyperion Tool)
analitycs

v" Multichannel delivery:
print and mail, PDF via e-
mail

Digital Transformation strategy
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2. Doxee approach in the CXM

From CCM to an integrated digital customer experience (CXM)

- Costs

Print and mail cost
reduction

+ Environmentally
friendly

Co2 emission reduction

- Lock-in
Less lock-in with printer and
legacy technology

+ CB Digital

Digital customer
base increase

+ knowledge -

+ Learning by
doing process

Continuous fine tuning of
the communications, based
on results

+ Analytics

Increase in customer knowledge
thanks to analytics on each
touch point

doxee
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2. Doxee approach in the CXM

Hyperion, tool as integral part of Doxee Platform® to certify the reduction of CO2 emission

( Hyperion L doxee\ | " RIA

CO2 emission calculating tool Tool validated by RINA

e~

\IMQ

CERTIFIED

CO2 emission reduction certificate Hy p er | O n

. GRUPPO Hera assessment of the decarbonization impact CO2 emission calculating tool
through the conversion of paper documents into
— electronic format, based on the Rina validated
f Hyperion tool as integral part of the Doxee Platform®
certified CSQ ISO 14001:2015.

Doxee Hyperion is named
Digital communications managed after a coast redwood

- N Catitornia that s the world's
ENVIRONMENTAL Reference Yeor(s) 2023 tallest known living tree.
MANAGEMENT SYSTEM It’s estimated to be between
ISO 14001:2015 Electronic communications  3.500.000 bolandiSo0yearsiold:
N J
Savings
- ~N
Environmental Management System CSQ- Saved CO2 emissions (t) 87
ISO 14001:2015 Saved Paper (t) 65
Saved Trees 173
o J

value expressed in tons (t)

Tool validated by RINA Doxee CEO Slg nature

Developed according to the principles
identified in UNI ENI ISO 14064-2- - 2019

"Greenhouse gases — Part 2: Specification with
guidance at the project level for quantification,

monitoring and reporting of greenhouse gas
emission reductions or removal enhancements
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2. Doxee approach in the CXM

Value simulation for Hera over 3 years - Customer invoicing process

ECONOMIC SAVINGS

Cost of paper-based customer base managed by the

Following Years
G Qiient

% Digitalized Qustomer Base Doxee Service Fee (for the Digital Qustomer Base)

€1.021.709
€1.558.586

€1.549.013
€ 4.129.308

€ 10.000.000
€ 9.000.000
€ 8.000.000
€ 7.000.000
€ 6.000.000
€ 5.000.000
€ 4.000.000
€ 3.000.000
€ 2.000.000
€ 1.000.000

€0

Year 3

= Savings

m Tobal Cost for the client [Doxee CB
Digltal + Paper Based Cistamer's)

- J
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C02 EMISSION REDUCTION
CERTIFIED WITH DOXEE PLATFORM®

Total CO2 emitted by the Qustomer [t] Annual 002 variation Paper consumed by the diient [f Paper Saved

514,16t

13% CO2 reduction 13% reduction in paper consumption

ear 1 449,89 t
[Vear 2 _ 21% Q02 reduction 353,48t 21% reduction in paper consumption
Jsm 27% Q02 reduction 257,08 t 27% reduction in paper consumption

173

259

259

50% reduction in paper
consumption compared to the
initial state

50% reduction in CO2 compared to the 257,08 t of paper saved from year 0
initial state through digitization

You have saved 691 trees

80000t

700,00t

600,00t

500,00t

400,00t

300,00t

200,00t

100,00t

0,00t

Year 0 Year 1 Year 2 Year 3

Total 002 emitted by the Customer [t] Paper consumed by the client [t]

-
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Transform the Customer Journey with CXM

CROSS-SELLING

& UP-SELLING
FIRST BILLING .
+1,5% | +3,5% Sales conversion
COMPLETE CUSTOMER -10% - 20% Call deflection CC

ONBOARDING
|
+10% | +25% registration N E DUNNING IN YOUR
in the customer area AN SOFT COLLECTION

- +12% | +17% Payment
with digital gateway

eqntuatiun

NEW EXISTING
CUSTOMERS

WELCOME TO YOUR
NEW CUSTOMER

+20% | +35% survey filled
+ 5% | +10% APP mobile download

REQUEST OF
DIGITAL BILL

INTEGRATE YOUR
DIGITAL CC (CHATBOT)

+20% | +40% Digital CB

-10% | - 20% Call deflection CC
Sources: Doxee + 3% | + 5% NPS Score
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doxee

NavE  MARTA
cty Milan
TYPE OF CONTRACT  Electricity
custoMer Green energy
conTRACT sTATUS  New and active
TvyPe distribution
cta Discover society green policy

NAME

CITY
TYPE OF CONTRACT
CUSTOMER
CONTRACT STATUS
TYPE

CTA

HERBERT

London

Electricity

Green energy

New and premium ‘

Energy distribution

Discover society green policy

NAME

CITY
TYPE OF CONTRACT
CUSTOMER
CONTRACT STATUS
TYPE

JONAS

Hamburg 4e
Electricity -
Under 30

Old and active Wl
2022 consumption review

Add Gas utility to the offer




Personalized Engage Personalized Personalized Ubsell Contract
greetings by name products asset amount P status
Thank you for signing your Wind Power
O
GREEN ELECTICITY Sydroelectric Read the NEW AND
D=
‘ CONTRACT | Hi Marta! | - o - Solar power ACTIVE
D ———
. Others
And welcome to our service D —
Discover the
Advantages of being \ 7/
. ~ - UNDER 30 OLD AND
Hi Jonas! 239
U N D E R - ﬁ ~ retconnmper OFFER ACTIVE
30 / \
8$3C [ Gas |
) J
23 smc
YOUR y OLD AND
CONTRACT JHij) diiCssag O O Electricity; LL el
YOUR CONTRACT IS EXPIRING y/ 74 COMMCT EXPIRING
IS EXPIRING 32 kwh
14/04 - 14/05 14/05 - 14/06
PREMIUM Hi Herbert! / ‘) ;"i’g"é ;;”éé CLICK NEW AND
CUSTOMER A D) o i HERE PREMIUM




3. Boost your CX with Doxee Pvideo®

[ We only send it to you ]— ------

[ We want to talk to you }---

A easy way to create
personalized videos

-

IT is avideo

)

doxee
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Plenitude digital transformation with Doxee Platform®

Bill PDF Collection of digital bill consents

oooooo

v

Mario, fai anche tu la tua parte, sii sostenibile.
Conferma o modifica i tuoi dati digitali, decidi di
non ricevere pill la carta e ricevi subito la bolletta
web!

=

==

mario.rossi@mail.com

3211234567

V' Do il mio consenso

1 onvootapl mer i car
) - - - - -
Digital Billing experience

§8 o O
0g5¢
00pP .

Data X356 >
O O Q
5809 @
50°

- “3\-7 w ' ‘

/\ =y
JHola Cristiré! .
gL

| )

Doxee Platform®

/ And automated
communication workflows

XML C )

Personalized video for new customer
| onboarding
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STRATEGY AND OUTLOOK
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Strategic growth key points

Doxee a leading player in the digitization process

CONSOLIDATION OF POSITION IN EXISTING MARKETS

* as apaperless player in the Regulatory Technology market through
SERCQ (>0,5M deal closed in H2 2023)

DOXEE
IS EVOLVING INTO A LEADING « Cross-sell ix products offerings in the existing customer base and
EUROPEAN VENDOR IN CUSTOMER launched in DACH Region (pipeline for the first reference in H2 2023)

COMMUNICATIONS MANAGEMENT « Consolidation in the Public Sector market leveraging the Partnership
AND DXP FIELDS with Postel for the INPS tender (new order in H2 also with PNRR)

* Integrated dx offering though Infinica components: expected
challenging opportunities in Finance leveraging On Demand Interactive
in Italy as well as in CEE

ENTRY INTO NEW SECTORS AND MARKETS

« By completing the Product Roadmap « Market entry into the global Salesforce marketplace as well as SAP
with strong IP Platform investing and Microsoft (first order in Italy in H2 2023)
« By supporting the Organic Growth « Market entry in Italy/EU in the Digital Experience Agencies market.
- Through the integration with Infinica to » Acceleration of partner program fully exploiting the new technological
Beconie B0RE Comnan components of DP3 and CRM connectors plug in: OEM and System
hany Integrator

dO)(ee 30/11/2023 Midcap — Investor meeting



SUSTAINABLE
REVENUES
GROWTH

through the increase
of ARR

Growth Strategy action plan
Initiatives to bring back profitability in 2024

Despite longer sales cycles (>6/9 months) a substantial pipeline has been
built up without lost opportunities

Framework agreement renewal with Postel focused on Central Public
Sector and Health Sector

Upsell & cross-sell structured proposal based on the new integrated
product portfolio ready for the current customer base and new
prospects;

In addition to Salesforce marketplace, ready to enter the global SAP and
Microsoft market

High market potential for telco, utilities and finance industries in DACH
and CEE using also ix offering and managed services business model

Strenghtened Partner Network thanks to the technological leap forward of
the Platform

Leverage technology investment to drive targeted innovation and cloud
transition

Accelerate time-to-value with defined use case to support the digitization
process (i.e. Soft Collection, Smart Invoice, e-statement)

doxtee
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BECOME ONE
COMPANY

thanks to a pan-

European platform

Growth Strategy action plan
Initiatives to bring back profitability in 2024

* Higher-performance technology stack thanks to the unified
platform and completion of Infinica’cloud transition

* Improved ability to respond to market demands in a timely and
comprehensive manner, enabling customers to benefit from a
broad and flexible offer capable of responding to new use
cases in different markets.

» Cross-fertilization of the different regions with a shared Sales
structure

« Shared team of Professional Service by leveraging Italian
competitive price per person in the DACH Region

* Support to the development of Vienna/Bratislava Competence
Center for R&D

« Completion of the Infinica rebranding process is planned
within 2023

doxtee
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COST ACTIONS

Reduction costs for
services of 20%

Growth Strategy action plan

Initiatives to bring back profitability in 2024

Gross margin improvement due to the efficiency for the
adoption of new DP3

In 2024 expected reduction of R&D investments and benefit
of innovation funds

Planned reduction in external costs for professional services
(DP3 adoption) and R&D due to the Infinica's
team improvement

Rationalize procurement processes with a structured
approach to main suppliers

One Company: Benefits from sinergies from integration with
Infinica

Rationalization Reporting system to manage the entire Group
(extension to Infinica in H2 2023)

doxtee
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Key Takeaways

doxtee

A new Organization for One Company

Cost Optimization and efficiency

Sales Traction for business growth in DACH

Upselling speed up on customer base in
Italy
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Disclaimer

This document has been prepared by DOXEE S.p.A. (the “Company”) solely for information purposes. It contains summary information only and is therefore preliminary in nature. It has also been
prepared without any intention of being exhaustive. THIS PRESENTATION AND THE ASSOCIATED VERBAL DISCUSSIONS DO NOT CONSTITUTE A PUBLIC OFFER OR AN INVITATION TO
SUBSCRIBE, PURCHASE OR OTHERWISE ACQUIRE FINANCIAL PRODUCTS UNDER ARTICLE 1(1)(T) OF LEGISLATIVE DECREE NO 58 OF 24 FEBRUARY 1998 (AS AMENDED). This
document is not therefore an advertisement and does not in any way constitute a proposal for execution of a contract, an offer or an invitation to purchase, subscribe or sell securities and neither does
this document or part of this document constitute a basis to be relied upon in relation to any contract or undertaking or investment decision. The Company has not prepared and will not be preparing a
prospectus for the purposes of an initial public offering of shares. Any decision to purchase, subscribe or sell securities must be taken independently of this Presentation. No provision of this
Presentation will therefore create any binding liability or obligation for the Company and its subsidiaries and for their consultants or representatives. The Presentation is not intended for distribution in
the United States of America, Canada, Australia, Japan or in any jurisdiction in which such distribution is illegal (as defined in Regulation S under the United States Securities Act 1933, as amended (the
‘Securities Act’). Neither this Presentation nor any copies thereof may be used or transmitted in the United States of America or in its territories or possessions, or distributed, directly or indirectly, in the
United States of America or in its territories or possessions or to any American person. Failure to comply with this restriction may constitute a breach of United States securities laws. No declaration or
guarantee, whether express or implied, is or will be given by the Company in relation to the accuracy, completeness or correctness of the information provided and, to the extent permitted by law and
save in the case of fraud by an interested party, no liability is assumed in relation to the accuracy or sufficiency of that information or for errors, omissions or inaccuracies, negligence or other issues
relating thereto. In particular, but without limitation, no declaration or guarantee, whether express or implied, is or will be given in relation to the achievement or reasonableness of, and no reliance may
be placed for any purpose on the accuracy or completeness of, estimates, targets, projections or forecasts, and nothing in these materials should be considered as a promise or representation for the
future. The information and opinions contained in this document are provided as at the date of this document and are subject to modification without notice. The recipient will be the sole party
responsible for its own assessment of the information contained in the Presentation. Neither the Company and its subsidiaries nor their consultants or representatives, will be obliged to provide or
update any information or to provide notification of or correct any inaccuracies in any information. Neither the Company and its subsidiaries nor any of their consultants or representatives will have any
liability vis-a-vis the recipient or any of its representatives as a consequence of the use of or reliance on the information contained in this document. Some information may contain forward-looking
statements that present risks and uncertainties and are subject to change. In some cases, these forward-looking statements may be identified by the use of words such as ‘believe’, ‘anticipate’,
‘estimate’, ‘objective’, ‘potential’, ‘hope’, forecast’, ‘draft’, ‘could’, ‘should’, ‘may’, ‘intention’, ‘plan’, ‘purpose’, ‘seek’ and similar expressions. The forecasts and forward-looking statements included in
this document are necessarily based on a series of assumptions and estimates that are intrinsically subject to significant economic, operational and competitive uncertainties and unforeseen events,
and on assumptions relating to future corporate decisions that are subject to change. By their nature, the forward-looking statements present known and unknown risks and uncertainties, because they
refer to events and depend on circumstances that might occur in the future. Furthermore, the actual results may differ substantially from those contained in any forward-looking statement because of a
series of significant risks and future events that are outside the control of the Company and cannot be estimated in advance, such as the future economic context and the actions of competitors and
other entities involved in the market. These forward-looking statements refer only to the date of this presentation. The Company advises that the forward-looking statements are not guarantees of future
benefits and that its current financial position, corporate strategy, plans and management objectives for future operations may differ substantially from those stated in or suggested by the forward-
looking statements contained in this Presentation. Furthermore, even if the Company’s financial position, company strategy, plans and management objectives for future operations are consistent with
the forward-looking statements contained in this Presentation, these results or developments might not be indicative of the results or developments in future periods. The Company expressly disclaims
any obligation or undertaking to disclose updates or revisions of any forward-looking statement contained in this document to reflect any change in the Company’s expectations in relation to that
document or any change in events, conditions or circumstances on which such statements are based. By receiving this Presentation, the user acknowledges and accepts that it is bound by the terms,
conditions and restrictions stated above.
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THANK YOU

Investor.relations@doxee.com

Doxee Spa
Viale Virgilio 48/B The content of this presentation is confidential. It is forbidden to copy, forward, or in any
41123 Modena - Italy way reveal the contents of this presentation to anyone. @ @ @

doxee.com



