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Disclaimer

A This Presentation may contain written and ogdrward-looking statement§ which includes all statements that do not relate solely to historical or current facts and
which are therefore inherently uncertain.

A All forwardHooking statements rely on a number of assumptions, expectations, projections and provisional data concerningvirits@nd are subject to a number
of uncertainties and other factors, many of which are outside the contrblexfiGroup (thedCompany or GNexE).

A There are a variety of factors that may cause actual results and performance to be materially different from the expijgitibicontents of any forwardooking
statements and thus, such forwatdoking statements are not a reliable indicator of future performance.

A The Company therefore caution against relying on any of these foreaidng statements.

A Factors that might cause or contribute to such differences include, but are not limited to, economic conditions globmfigattieof competition, political and
economic developments in the countries in which the Company operates, and regulatory developments in Italy and integnationall

A Any forwardlooking statements made by or on behalf of the Company speak only as of the date they are made and are sulgagetwithout notice.

A The Company undertakes no obligation to publicly update or revise any foia@kihg statements, whether as a result of newoimhation, future events or
otherwise, except as may be required by applicable law.

A Neither this Presentation nor any part of it nor the fact of its distribution may form the basis of, or be relied on pnéstaan with, any contract or investment
decision.
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Our journey from 2022 Capital Markets Day to today

2022 CMD Today
A +4% CAGHRith overallresilient underlying revenue
growth?, at ~46% in2025
Revenues ~3.1¢ . A Softerthan expectedmacro and market growth dqo dc € .
A Somegreenfield initiativesslower uptake
A Exceptional materigBank contracts effectfrom 2025
EBITDA Gm®dPc € . A Continuedstrong cost control dmodd €.
51% EBITDA margin A ~250bps margin expansio20222025 53% EBITDA margin

~800eM in 2025

~ A CapexandNon-Recurring ltems reduction P .
Ul P J dHomM €. 2OFSNI (
Net Leverage 3.3 A StrongM&A discipline Investment Grade
' A Capitaldistribution from 2024 2.6X
. A First share buybackin 2024
_Cgk|)o 'tt"fl | Zero A First dividend paidn 2025 » ~60022 «1’2@2025
stribution A OveralFl.le . RA & OVeR0242025 R -~
Market cap/ o DJE X dn €. X
hare pricé ~7e K a KI NB doe kaKI Nb

Notes:2022 CMD: data as of Decs32022; Togay: data as of Dec1025; (1) Excludinghkwn Banks lost due to M&A mainly in Italy and Banks contracts renegotia(rR)r@pgrating casb flow generation after cash interest expenses and other
neXI OFrakK AGSYas 60I6&aK G(FES&Y LCw{ wmc FyR 2G4KSNDT 600 !& 2F nnknokunHc F2NJ a¢2RI&é RIFGI 3




Nexi: The enduring Platform

Unique combination
of European scale

andlocal in market
entrenchment

A criticalEuropean i
infrastructure, very Strong unique

entrenched in the positioning
local ecosystems

Leveragingm Ready for

as an opportunity the future

nexi

Leveragingncreasi

payments complexity

as an opportunity

EXxposure to growing
and expanding market

Diversified portfolio of
products, geographies
andcustomers

High quality
resilient

growth
Focused on

most attractive
local MS segments

Portfolio ofdefendable
Core Engineandaccelerating
Growth Engines
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Agenda for today

Nexi: The enduring Platform to power cash generation
Break

Winning in Merchant Solutions

Growing value in Issuing Solutions

Timing (CET)

8.30 AM¢g 9.45 AM

9.45AM ¢ 10.15AM

10.15AM ¢ 11.00AM

11.00 AM¢ 11.20 AM

11.20AM ¢ 11.30AM

11.30AM ¢ 12.30PM



® Nexi: The enduring Platform to power cash generation
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Nexi: The enduring Platform to power cash generation

Unigue position in a growing dynamic market

v’
Enduring growth Operational Strona caal
from a diversified excellence and @ eneratgilon L
and attractive disciplined ca? ital distribution
portfolio Investments P

Structural longterm resilience

nexi



Nexi: The enduring Platform to power cash generation

Unique position in a growing dynamic market
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Nexi: Unigue scale, reach and capabilities to deliver cash and capital distribution

Cash and capital

Leadershi Scale Reach Capabilities e
P P distribution
# S ~ ~9,600 ~80(
1 1 . trillion 2 million y million
By Merchants servéd Value of _managed Merchants servedl Total Group HCs Excessash
Transactions ~3 million 2. 1€ bitiion
Terminals Cumulative excessash\23-Q5
1 1 . 9€ billion ~14O million ~3 y 100 ~1 . 1€ billion
By Value of Acquiring EBITDA Cards managed Total Group Tech and Capital distribution in24-Q5
Transactions Product Specialists ~3OO .
million

CANBO RAGARSYRA LI

#1 ~A20k ... ~250 5 Investment gradé

By Cards managéd Annualtotal cash Capex  Banks served Digital and Al agents 2 .06XNet Financial Leverage
factories

Notes: All data refers t8025if not specified otherwise;1j Nilson Report2025 and market benchmarks, refers to Continental Europe (excluding UK and Riissiall on Visa and Mastercard transactions and including referral, licensing and
neXI servicing models2] include Issuing and Acquiring volume;lficludes merchants served in servicing modglBanks and Corporates served by Issuing SolutiBhBBB (stable outlook) from S&P Global Ratings and from Fitch Ratings 9

SourcesNilson Report (2025); market benchmarks; S&P Global Ratings; Fitch Ratings



A diversified portfolio of solutions for Merchants and Financial Institutions

% of2025revenues
Merchant Solutions @ Issuing Solutions @ Digital Banking Solutions @
SME Mid-Corporates Consumer & Mobile A2A and Instant Banks & PA
propositions solutions Corporate Payments Payments solutions
Cards Solutions
- "
g _af - ) = A
SoftPOSSmartPOS -&5
Mid-market Value Added Issuing Value Added Corporate Open
eCommerce Services Products Services Payments Banking

solutions
neXlopen

= : Making Open Banking Real
(=)
=B _%
| CBIGLUBE

10



A diversified presence across Europe, with a mix of Leader and Challenger positi

Merchant Solutions Issuing Solutions

Il Full MS Leader Major role of 0 Full IS Leadelssuing Processing &
I Full MS Challenger Bank partnerships Issuing Producjs

Processing only provider B Processing only Leader
Processing only Challen

L
(o

nexi

Digital BankingSolutions

B Leadership
I Serving Central Instltutlons
Serving EBA Clearing

11



A diversified and resilient Business, Geographical, and Customer portfolio

Business
RevenueMix

Digital

Banking
Solutions Merchant
Solutions

Issuing
Solutions

neXI Notes: () Excluding revenues from acquired merchant books

DACH

Nordics

Geographical
Revenue Mix

CSEE

Customer Concentration
by Revenue

Top 5
Clients

Other W&
Clients
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Payments market secular growth expected to continue,
especially in Nexi undepenetrated markets

Expected
Card Payments Penetratior2Q25~, %) growth trend 20262030
= ocon I - 2. e F |
Payments +~1p.p
Senetration . 4
T oo )
am- o CSE A ovina, Aza Soial
HE oo I 9 nansacor RN
NeXl Markets _ 36%
Non-Nexi Markets 55%
neXI Notes: Figuresclude credit and debit card volumes, domestic and international 13

SourcesManagerialestimatesbasedon Global Data, Bank of Italy, Eurostat, Prometeia



MS market remaining very local. Nexi focused on the most attractive segments:
SMEs, MidCorporates, MidMarket eCommerce

Merchant Services revenue pool in Nexi geographies (2025)

xx% Weight ontotal revenue pool GrowthtrajectoryQ H(po nlll Nexistrategicfocus [

~4% g ~7%
Large

n O v
S O D

~9€.]

Revenue pool

Global

-

Large/Marketplaces

~4%

o

Micro

SMEs Corporates eCommerce

neXI Notes: () Including only acquiring 14

SourcesManagerialestimatesbasedon Global Data, Eurostat, Bank of Italy



Payments becoming more and more complex for Customers,
and creating new opportunities for Nexi

@ Open Banking
B2B Payments
SWpayments @ 2 didit R Waftets X
» Convergence

pRODUCTS & SOLUTIONS
& m
Embedded Finance

Consumers SME

Digital Euro
e N
— Kz : S
Institutions \0$

Corporates
< Instant Payments
™
RE Local Fiscal Requireme

Financial

Platform Modernization

TURE

API Architecture

LocaleCR Regulations PSI3

Local Hnvoicing

nexi

Mandates DORA




European market remaining very fragmented and local,
and representing a continued opportunity for Nexi

150+ localpayment methodsin

Europe,10+ national debit schemes [=2

Enabling platformgi.e., °37°
ERP/CRM) often countgpecific o~

Country-specificeCR “
iIntegrationsto comply 3_E|
with localtax rules

Significantocal
regulationsfor payments
and financial institutions

Specific legaandfiscal

requirements by country

neXI Notes: (1Basedon market revenues; (§lanagerialestimateson Nexidata

*":f

SMEdominated markets,

ﬂ_y 100% local

O\ ~80% of corporatesbuying
N/ af 201t &¢

H ~90% of European IS¥
with a singlemarket focus

Financial Institutionsstill very
I local, with differentiated
approaches in payments

Localcompetitive dynamics
different by market



Nexi unigue competitive position: European by Scale, Local by Nature

-
v

. NeoPayTechs

Scalé | e .

' Smallerlocal PayTechs

L ocalentrenchment

neXI Notes: Bubble size based on estimated EBITDA in EufdpeEuropearmarkets

17



Nexi European scale and local capabilities powering a unique competitive positiol

European scale Local irmarket entrenchment
Prod

iInvestments

SANCOMAT...
<l
oo Tech &Al ocal APMs e
: pagoP X
o~-o |nvestments
vepps Meal

vouchers

International
Schemes & APMSs

€ x
SME
Toptier strategic ) salesforcé Local support
- partnerships & specialists
partnerships -
eI distribution g%
Shaping role branches 500+

ISV Partners
EU payments

ecosystem o
: S—

“epi:

Local integratic

Economies of Local

— Scale & Scope Institutions el 15y S0 -
Public

CBIGLOBE Administrations

neXI Notes: () Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agebidingtél@@mmerce/sales support FTEs 18



Our Vision for Nexi

Our Perspective

Payments will continue to grow,
with increasing complexity and
structural fragmentation across Europe

Our Purpose Our Positioning
We Simplify Payments for Customers European by scale, Local by nature
A Always reliable and secure A Best combination of
A Custometfirst localisedsolutions European scale and

Market & Customer proximit
A Close Customer support P y

The trusted European Platform transforming the complexity of payments
Into opportunities for Citizens, Businesses and Institutions

nexi 19



Nexi: The enduring Platform to power cash generation

Enduring growth
from a diversified @
and attractive
portfolio

nexi
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Nexi revenue growth: Underlying growth, resilient to market dynamics +
Bank contract effects, back to normal levels from 2028

nexi

Structurally resilient tonid-single digit +

Underlyrl]ng MS Market shareesilient in newer market dynamics:
growt winning in Challenger markets, defending in Leadership ones

further powered by a focused set nEw strategic growth initiatives

®

Exceptionally high in 2022027,due to 20232024H1 M&A related
extraordinary contract lossefrom traditional competitors and
anticipated successful renewals

Bank
contract
effects

Reducing to normal lower historical levels from 2028 most valuable
contracts alreadyenewed very long termandat market competitive prices

Growth driven by a balanced Portfolio ©bre Engineand Growth Engines,

21



Growth re-accelerating as exceptional Bank contracts effects reduce to
more normal levels

Underlying
Jrowth .{Iﬂ_rl. @

201924 2025 2026 2027 2028

Bank contracts @ I ] [ ] I :
effects'

Impact of Bank

contracts effects on

yearly revenue growth

neXI Notes: () Known Banks lost due to M&A mainly in Italy and Banks contracts renegotiations




Nexi resilient to newer MS market dynamics

EU MS revenue market shares evolution by player type

(20192025 %) Neximarket share broadly resilient
ot <h despite new competition.
Mg{,jltjtsior? © 2025affected byBank contract

lossesfrom traditional competitors

- ryﬁgvmzrssp — @ New competition taking sharenainly
from Banks and other traditional PSPs

Banks

Traditional PSP O Nexi recoveringrom Banks and
competitors! other traditional PSPsiost of the
nexi 3 limited lossesto newer competitors

2019 2025

neXI Notes: () Includingboth EU and US players 23

SourcesManagerialestimatesbasedon availablemarket reports



Nexi resilient to newer MS market dynamics: Defending position in Core Leaderst
markets and accelerating in Challenger ones

Italy @[] Nordics ¢ I m= DACH M e CSEE 7

A Market share erosiordue to A Defendingeadershipposition A Winning share in SME in A Winning share in Polan&MEs
Bank contract losseBom in Norway, Denmarkand Germanyand DACH A Growing in MS Ctarough ISV
traditional competition Finland A Growing withISV partnerships  partnerships

A Underlying share now resilient A Winning share in Sweden A Strengthening positiorin A Setting upMS complementary
to newer competition, thanks as a Challenger eCom channelsin Greeceand Croatia
to new distribution channels A Winning share in micCom

A Growingexposure toeCom andgrowing VAS
Underlying SME market share MS revenues-3%0 Germany MS revenuéd-9%0 Poland SME revenues1 0%

now stabilizingin 2025
W
mreven 0
MS volume3+10% eConvevenuest8
eComrevenuest8%0

+7% MS volumes growth
Broadlystableaveragetake rates

Defending the Cor¥ XgKAT S | OOSt SNYuAy 3 O

neXI Notes:All numbersrefer to 2025 Y/\growth; (1)Excludingknown Bankdostdue to M&A; (2Underlying international schemes volumes (sales only), exclikaiogin Bankdostin Italy due to M&A(3) Instore 24



Nexi profitable growth driven by a diversified portfolio of

—_———

e N For Nexi
/ \ .
_L__Integrated  \ GROWTH @ curensie
7 Pamnts | ENGINES CORE S-o7 Y opponnly
/ VTN N ENGINES
. |
High 1| .ﬁ 2
/
Market
growth g Italy
potential (MS, IS, DBS)
Mid-Low

Challenger Nexi market position Leader

nexi 25



Driving a focused set of strategic initiatives to power growth across the portfolio

Driving growth and customer valwath strong Nexi
localisedomni-acceptance payment solutions SmartPay

i Winning inintegrated Paymentsvith Nexi
ISV partners Integrated

Investing infmulti-channel distribution

r-—-—-—-—-—

VILBYECEE Accelerating witHocalisedcollecting checkout Nexi
SCEE  solutions,agentic commerce ready Checkout

Driving growth with comprehensive
acceptance solutions withnique local

components extending toomnichannel Unified
S Innovating forsimplicity and value growth ) Nexi
in Issuing Products Ready

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and externig egelotdimngleCommerce/sales support FTEs 26

Mid-
Corporates




SME Integrated Payments slowly becoming more relevant in Nexi markets,
but with specific European and local characteristics

Integrated payments % penetration

on SME market fronbook ISV market characteristics in Negeographies
s Large number ofmall and
[1 Italy |<<5% 1,200 mainly local ISVd.arge US
Active ISV ISVs today marginal

B ..  DACH

10-15% ) <\ Limited software integrations,
<1,000 &) mainly basi@CR+ payments

‘ Average Number of

'H{H! Nordics ~30% Merchants per ISV Local fiscal integrations
= = andeCRregulations
~90%

Us 50-60% ISVs with a
singlemarket focus

(I

Local distribution structure
and competitive dynamics

neXI Notes: () Not including digitabnly/eCommerce focused ISVs (e.g., CMS, eCom enablers) 27
SourcesManagerialestimatesbasedon Nexidata andavailablemarket reports



Winning in Integrated Payments with ISV partners through a dual strategy

proposition

nexi

e e =

Nexi

Integrated

Provide Nexpayments solutions
to local ISVgtoday500+) to be
integrated with their software
solutions

ISV sales channete SMEs

Nexi dedicated salesforce® win
and serve ISVs

NexiSmartPOX Nexi
SoftPOSortfolio OSmart Statiord
N ‘

Consolidate and grow Nexi share
across all verticals

Nexi Smart

Commerce@

Provide Nexi softwarpayments
integrated solutionsto SMEs

in key verticals, with
selected ISV partners

All Nexi channelsincl. Banks,pselling to
current customersandwinning new ones

Smart Commerce dedicated investment
in Nexidirect salesforce

cNexi Hulg ISVs VAS& Embedded
integration platform Financesolutions
N

Differentiate Nexi, grow Customer
value and win share in key verticals

28



Winning in SMEs with a portfolio of Advanced Solutions and multichannel
distribution investments

SMEs

Nexi
SmartPay

Nexi Smart ISV solution In;e?r':itnetg
Commerce (Nexi inside) Pay
strategy
per country

Nexi
Integrated

Multi-channel distribution investments
nexi 29




Investing in SME muHlchannel distribution to power growth

Context Nexi strategy

A Relevantmostly for Italy (and Greece/Croatia)
A ~11k+ branches$ providing deep reach;osne  Invest in sales and customer base

Banks also developir§ME field salesforce upselling support, ~+600
also on Smart Commerce
A Also ley for customer base management S M E
andupselling
| y salesforce
A Field sales, telesales, digital ] _
A _ Boost field sales capacity,
Key forNordics, DACH, and Poland focuson mid-SMEs, )
A Strong acceleration in Italyfrom ~10% extend to Smart Commerce
in 2022to ~25% of frontbook today Total Group2025-2030
),
A Already relevant foNordics and DACH
at early stagéor Italy Invest in ISVs dedicated Italy 20252030
A 500+ ISVs partnershipskey for salesforce andsupport )

integrated payments development

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and externiéé egelndingreCommerce/sales support FTBEsEkcluding Banks served via servicing model
Sources: Nexi data; Bank of Italy; ECB



Investing in direct and ISV/partner distribution to grow SME sales capacity,
complementing Banks

SME MS fronbook SME MS fronbook
Total Group [ litaly
- ISVs/Partnersﬂ--
ISVs/Partners | Direct. 25%

Direct! 34%

Banks

Banks

2025 2030 2025 2030

neXI Notes: Figures based on #POS installed/onboardgdiléo including sales agents

31



Nexi: The enduring Platform to power cash generation

Operational excellence

@ and disciplined @

Investments

nexi

32



Progressing technology transformation to combine innovation agility,
local differentiation and cost efficiency

____________________________________________

C TR AT A Modular Group reference solutiongo drive scale across markets
Lin-store} i ecom i omni ;i el A Local frontendsfor in-market integrations and Customer proximity

___________________________________________

A Integratedproduct factoriesleveraging Al for product and Inn0\_/€_:1tion
software development Agility

A CommonAPtbased backbone capabilitiet® enable
crossplatform integrations

oducts & Solutions

A Nextgen target processing platformalready mostly developed

Processing A Continuous pragmatic migration/convergendewards target ) . LOCQI .
platforms, covering already60% of volumes25 platforms sunset Differentiation
Flatiorms since2022

A Selected local platformsnaintained where appropriate

A Data center consolidationalmost-50% sqgmfootprint vs.2022

A Continuous transition tmpen cloud architecturdor scalability .
and agility Efficiency

A Unified and Al-proof cybersecuritycapabilities

nexi

33



Delivering innovation agility, local differentiation and efficiency at the same time

Innovation Agility Local Differentiation

SANCOMAT... National
. schemes

| ——
(= 4 : i
wgﬁbﬁ'a)“ei)t localisation

Local APMs

pagoP |
J " integration
vepps

LocaleCRtax
integrations

In-market

@;‘: unified proposition
EIEEI NexiReady Bl development

neXI Notes: () OPEX, CAPEX and NRI related to IT and project costs for product development across business units and Countriaslud&lcosts i

Efficiency

Total Tech Cash Caést
(CAGR 20225)

~-3%

IT OPEX Cost
(CAGR 20225)

~0%

34



Continued strong cash cost efficiency, while investin@®26in products and
distribution to drive future growth

Cash costs evolution CAGR
- Ny (39— 1%—>
4‘]3}; Al/GenAl adoption at scale —0%— (+3%—

IT platforms and infrastructure
continuous modernization and CAPEX
consolidation

o)

E{C}}J Operations transformation )
) Operating model OPEX Key investment areas:
229  continuous optimization A MS Products
A SME Salesforce
_ o A Al/GenAl
00 Continuous organization
g rightsizing and resource

reallocation

2022 2025 2026 2028

neXI Notes: Figures are proforma at constant FXHxcluding severance 35



Pervasive Al adoption to drive operational excellence and efficiency

AggressivéAl implementation Rollingout and scaling

Developers leveraging
Use cases Al for Tech 1 y 500 Al coding capabilitiés
Soft_ware development & ~200/ . Increase in coding
testing across all platforms 07 productivity:

Al for Operations Of total customer
' . tact handled
In exploration Contact centres, onboarding  ~2 (%0 by Al (Ghatand
and backoffice processes voicebotsy
In pilot _
Al for Fraud Reduction 2 Average precision in fraud
L i ~ detection vs. standard
Rollout & Scaling A p(_)wered realtlm.e fraud X (non-Al powered) practice
scoring and reduction
X

Fast Track process

A};,g%e;;ts _ for employeeled
LLM agnostic Pervaglve Gen Al pilots
: tooling and
architecture = X
upskilling

Notes: () Tech impacti,300developers using modern languag@8%-+ productivity uplift refers to this population), and furtf@0mainframe developers2j Ops impact20% of all inbound customer enquiries now handled by Al (vioateor
neXI chatbot) across Operations in Italy, Nordics, and DABHPrecision refers to improved effectiveness in identifying real fraud i.e., Precision = (True Positives)/(True Positivéiegdtives); Al fraud reduction tool applied~biM cards in Italy 36



Nexi: The enduring Platform to power cash generation

Strong cash
@ generation and
capital distribution

nexi
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Recap of main 26 results: Continued growth and strong cash generation

bSi NBYSydzSa
+6% Y/Yunderlyinggrowth?

3,513 3,585

1,996 CZEYy 2,038

MS

389 &ED 391
F\24 F\25

NormalisedEP%0 € 0

Excluding all
one-off items
(e.g. ~3.7¢ .
non-cash
impairment of
goodwill)

67
0.59

F24 FY25

o Ve

deauvt2iGlf O2aida

1,651 1,681
FY24

Excess casio € a U

(4290

717 I
Fe4 F¥25

L ¢5! o€av

Oeav 9.
EBITD
I\/Iargln

—(23%—

1,862

1,904

Net Financial Debt/EBITDA (X)

o @—

2.6x

F24 FY25

Notes: () Excluding exceptional Bank contracts effe@siNormalisednet profit divided by number of shareNormalisednet profit excluding nomecurring items and other oneffs (e.g., D&A of customer contractsyee FZ5Results
neXI presentation; 8) Operating cash flow generation after cash interest expenses and other cash items (cash taxesaneREher)
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Setting the stage for our financial$Y25 new baseline
bSi NBOSydzSa oea@é2i(lf O2aida o6eadv9.LE5! oO0e€ad
EBITDA Margin

+2.1% +1.8% +2.3%
vs FY24 vs F24 vs FY24
3585 3583 -1,681 -1,681 1,904

————————— 0 w1901
,,,,,,,,,, d )
17 -17 [
-17 14

_— 1
_— i — ——
2025 eComm Computop 2025 2025 eComm Computop 2025 2025 eComm Computop 2025
commissions Proforma commissions Proforma commissions Pro-forma

A eCommcommissionsfees paid to partners distributing Nexi solutions, as well as transabtged commissions paid to alternative payment method
providers, mainly in Nordics and DACH. Restated from costs to eeviaues (neutral at EBITDA level) to align reporting adiws Group

A Computop Nexi reached 00% ownership2024¢ 2025data proforma including the contribution liney-line

nexi 39



Attractive financial profile combining sustainable profitable growth,
excess cash generation and significant capital distribution

Unmatched Scale 2025EBITDA,
in Europe A 0 ® Cc20250et Revenues ~1.9€ . 53 EBITDA margin
S.”Sg?;n;%izth +404 20222025Net Revenues CAGR +90%6  20222025Normalised EPS CAGR
Proven excess cas
generation ~2.1€ . 20232025 Excess cash 9y 1 N 2025 Excess cash
or time
Significant capital 1 1¢  Capital distribution to ~300¢€ & Dividends in2025

distribution * Shareholders 20242025

~800€ a Share buyback program ir024and 2025

sirengthened Cred 2.6X  2025Net leverage ratio BBB  Investment Grade status

Profile

neXI Notes: (1) Operating cash flow generation after cash interest expenses and other cash items (cash taxes, IFRS 16RM23tixeBss cash gross of deferred taxes 40



Our longterm cash generation formula: Compounding growth, operating leverage
and cash leverage

Revenues 9EOSaad OF &aK LINRPINBaairz2y

806

Opex

717

EBITDA S

Capex

394

Non-recurring
cash items

Cash taxes

Exces<ash n ) 2019 2022 2023 2024 2025

n eXI Notes: () F©3excess cash gross of deferred taxes a1




Sustainable GDP+ revenue growth over time, thanks to structural positive tailwinc

and a well diversified revenue model

Nexi revenusvs. Nominal GDP

Nexi Y/Y revenue growth

~6% ~6%¢
~6%

2019 20202022 2023 2024 2025

Card Payments Penetration

n XI Notes: () Nexi standalone fa2019and 2020 Nexi Group (Nexi + Nets + SIA) fizd21onwards; ) Underlying growth, excluding exceptional Bank contracts effects
Sources: Managerial estimates basedmternational Monetary Fund (IMF) for Nominal GORrd payments penetration: Global Data, Bank of Italy and Eurostat for historical data; managerial estimates based DatIBhak of Italy, Eurostat

and Prometeia foR025~
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Growth re-accelerating as exceptional Bank contracts effects reduce to
more normal levels

Underlying
Jrowth .{Iﬂ_rl. @

201924 2025 2026 2027 2028

Bank contracts @ I ] [ ] I :
effects'

Impact of Bank

contracts effects on

yearly revenue growth

neXI Notes: () Known Banks lost due to M&A mainly in Italy and Banks contracts renegotiations




Continuously strengthening the relationship with Italian Banks:
1002 success rate on contract renewalger the last21 months

! Merchant book
: acquisition
2022& Before 2023¢ 1H24 2H24 2025
o o o o o o
.“ --------------------- ~“ '/l Bango Desi() - sz Banca i/ "‘“‘J BANCA .
{ INTESA[ |S\NPAOIO:  perchant Solutions  BANCO BPM Credifarma A CAMBIANG . @cherry (@ Dz
: S nreeeeraneer . DSENA  (15)
Z - : =
UBI><Banca onureo :BPPB 75! R PICERZA :
: B <smnnmmnnnnnnn’ 90 anni di Indipendenza
#5% MONTE . Merchant Solutions Merchant Solutions : 5 3
@ DISTENA : Banca del B as) e :
EANCA DAL W75 0 Piemonte (IS) PN GNP PARIBAS (W BANCA
BPER: | wmwonst [KLZZLN e .

Merchant Solutions Merchant Solutions m ®

w E [ ] GRUPPO
BANCA CARIGE : Banca del E a’ n cenmeate (IS)

. Piemonte = EXTRABANCA et
. Deutsche Bank - Merchant Solutions . P2 BNL
*trnsssssssssssssssnas o %@ggﬁr‘hﬁs{fg}g ||| BdM (¥ ENP PARIBAS
. . Contracts lost primarily driven by M&A f’) . meo
. : . ) (¢
s UniCredit activity at multiples3-4x higher than \Blglns‘;%bina ) (mediolandi Agcs
m current industry average multiples B{I ' m Posteitaliane
:1 - ----------------- : w -G ------ Y -:! )
Ty I s ooy | M SPARKASSE: 7% Banco Desio (9 BrL
YEEEEEEEEEEEEEEEEEEEE v c [
Ly . o S . Banca mEE
||| BdM % BuncoDesio (9 @B ok a5
La(assa
X Y BANCADIASTI (IS)  Posteitaliane

; ANFELICE 1893
BANCA POFOLARE

CA

neXI Notes: () Refers to exclusivity agreement, finaliziedtQ24; (2) Refersto signing 44



No material contract renewals befor@g029among our Group to20 Bank
customers. Contracts now priced at more competitive market levels

\\/ Nextrenewal2029andbeyond @ Bank ranking bgontributionto MS + 12025revenues

o O ~7 T
@‘\/ @ %IS @ 2028 @\\/ @‘\/
A 2027MSdistribution
agreement

oy ©v O

Both alread @‘\/ /

oth already
extended to2035+ @ \\/ @ \\/ @ \\/
v

o OV

neXI 45




Revenue building blocks by business unit: MS reaccelerating faster and driving m

of the growth
bSi NBOSyYydzSa oe. 0

Main revenue drivers

Return to mid-single digit growth in2028 l
/ | 3.8-4
I
3.6 -
< A Market growth >

A Negative impacts from exceptional
Bank contracts effects ¥W6-Q7

/ A SME & Integrated =~ A Accelerate Nexi A Instant payments
Payments Ready EU expansion  volume growth
A Mid-marketeCom = A Customer base A Network services new
A Mid-corporates up-selling business
omnichannel offer

2025 Merchant Solutions Issuing Solutions  Digital Banking Solutions 2028

46
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Revenue building blocks by geographies: DACH acceleration and Italy driving mo
of the growth

Ve

bSi NBOSyYydzSa oe. 0

Main revenue drivers
Return to midsingle digit growth in2028

” _” A

36 I
A Market growth in all geographies

< A Integrated Payments rampp >
A eCommerce growth

A SME complementary A VAS ugselling A Market share =~ A Merchant
channels ramgpup wins Solutions and ISV!
A Negative impacts A Negative impacts
from exceptional from exceptional
Bank contracts effects Bank contracts
in\P6-Q7 effects in26-Q7
2025 Italy Nordics DACH CSEE 2028

neXI Notes: (1) IncludingBaltics (2) IncludingPoland 47



Total costs growth structural a2-3% Y/Y thanks to continued efficiencies, after
accelerated strategic investments in products/distribution ¥6to drive future growth

Total costs (Y/Y growth)

A MS Products
~ RO,
5-6% A SME Salesforce
A Al/GenAl

Key investment areas:

Benefitting from HR
efficiency measures

+3% put in place 2024 ~+2-3%
N o
2022- 2024 202% 2026 2027E- 2028

n eXI Notes:20222025data pre re-baselining (1) Referredto averageY/Ygrowth.
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Return to EBITDA margin expansiond@28fueled by market growth, initiatives
and continued cost savings

Main drivers

A Market growth = A Cost inflation and A IT efficiencies

A Nexi growth volume cost A Operations
/ initiatives growth efficiencies /

A Costs of growth A Al efficiencies

initiatives

2025 Revenues Costs Cost Exceptional Bank 2028
savings contracts effects
in 20262027

nexi 49



Cash Capex slightly trending down both in absolute amount and in % on revenue
thanks to continued efficiencigsdespite investments in strategic initiatives

/| 3K [/ FLISE o6¢€abv

Capex 12%

intensity  o/w ~2% terminals

~10%

420

2025 2026 202 2028&

nexi 50



Strong excess cash generation o\&)26¢ 2028

Excess caspeneration 0262028 3B) €

RN

. : ~ll ~2.4
Incl.2p.p. increase imax — |
rate (IRAP) due tB8026
Italian Budget Law
20262028 Cash Capex Nonrecurring k NWC Cash Taxes Net Cash Other Cash itenis 20262028
cumulative cash items Interest Expense cumulated
EBITDA Excess cash

neXI Notes: () Lease payments (IFR8 and others
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Continued excess cash generation over time

ExcesscasBESY SNJ DA 2y 6e€ a

~24e . G201 f
over2026¢ 2028

806

~750

I

Y/Y growthnet of
strategic investments
and taxes increase

717
601

2023 2024 2025 2026 2027 2028

nexi



Capital allocation over plan horizon

Q Debt and

ayerage reduction

g

g Return to Shareholders e«
N N

A Commitment tomaintain A ~350ea 2F RAODARSYHRE (2 A Smitedtalv&y sklgttive

Investment Grade status (0.30e LIS NJ 23K ¥/ d&orfespbnding andvalue accretive
A~2.0x-2.5x EBITDA target to ~9% dividend yield acquisitions
leverage A Dividend distribution growingat least5% per A Continuedfocus on DBS
year1llb €. 020l f RA&UNR O dgarfoRofatichdadbh U K¢
period

neXI Notes: Return to Shareholders will be proposed to the next Shareh6Meseting on ApriR9", 2026 (1) Based omNexishareprice as 004/03/2026
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Our2026:2028guidance

2026

Y/Y growthbroadlyin line with 2025

Revenues Merchant Solutions reaccelerating

Absoluteamountbroadly stable,

EBITDA L
after strategicinvestments

~750€ a X
after strategic investments
and higher taxes

0.30e  LJS Néguaakid 868¢ a
dividend distribution

Commitment tolnvestment Grade

Capital
allocation

20262028

) Return tomid-single digit growthin 2028

) Return toEBITDA margin expansiom2028

) ~2.4¢€ .total over the period

Dividend distribution growingat least5% per year:
1.1 €. G20Ff RA&GNRNO dzil
Commitment tolnvestment Grade

nexi

54



Nexi: The enduring Platform to power cash generation

Structural longterm resilience

nexi
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Nexi ready for the future, in continuously evolving market dynamics

\‘/ Alreadycoveredin previouspages

Newer ‘/ Potential lower banking /
MS competition ¥ channel relevance in MS)
A Underlying resiliencéo newer A Banksrelevant for Italy only,
competition andstill effective
A Investing ifSMEs/Integrated A Investing inmulti-channel

Payments solutiongndsalesforce distribution, direct and ISVs

Evolving

EGH
dynamics
Al and Alternative Payment Methods
Agentic Commerce/Payments (A2 2 {dblotsSO2Ayax

Focus next

nexi

5¢€¢0
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Nexi ready for the future: Leveraging Payment Methods complexity
as an opportunity for differentiation and value growth

&N pav
-"/\ 2 1 03
T™WINT

APMg weno BB A Nexialready integratingAPMs acceptance everywhere and wihod economics

swish’
allets KlamaU A LeveragindAPMs integrated acceptancier differentiation and monetization

for value growth

A Potentially relevant foB2B and crossorder, out of Nexi scope.
Lower relevance iretail payments
ablecoins A EU and locakegulatory frameworks uncertain

A Nexi pilotingstablecoins acceptancthrough partnership during026

A APMs so far mostly relevant 2P andeCom less instore

A Digital Euroequivalent to a new APM

@ A Nexi deeply entrencheds European leading infrastructure
A Presenting multipl®pportunities across MS, IS and DBS

Digital

Euro

nexi 57



Nexi ready for the future: Leveraging Al and Agentic Commerce/Payments as an
opportunity for efficiency and innovation, protected from disruption risks

A Multiple and growing efficiency opportunitiegor Tech and Service Businesdi® Nexi
A Nexiprogressively scaling AdcrossTand Operations developing capabilities fgrervasive implementation
A Continuous review céfficiency opportunitiesto maximisefuture benefit

A Multiple opportunities acrossMSand|S
A Enhancingroduct performanceand customer experience
A Rolling outModel Context Protocol for agentic Merchants interaction 2026

A Relevantior eCom(6% of Nexi Group revenues) and, initially,lfoger global
merchants(out of Nexi scope)

A Nexi focused on theayment component where human interaction is key

Agentic A EUspecific regulationselevant
Commerce/ o o .
A Nexishaping EU evolutiowith global leaders (e.g., Google, Visa, Mastercard)
Payments

A First Nexi MS agentic paymenisiplementationsin 2026
A Preparing for capturingpportunities in Issuing Solutions

nexi 58



Nexi: The enduring Platform to power cash generation

Unigue position in a growing dynamic market

v’
Enduring growth Operational Strona caal
from a diversified excellence and @ eneratgilon L
and attractive disciplined ca? ital distribution
portfolio Investments P

Structural longterm resilience

nexi
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® Winning in Merchant Solutions

A

RobertoCatanzaro Sarah Barslund Lauridsen
Chief Business Officer, Chief Product Officer,
Merchant Solutions Merchant Solutions

nexi




Merchant Solutiongat a glance

I Full MS leader Major role of Bank partnerships

B Full MS challenger

(Italy, Greece, Croatia)

Processing only provider

neXI Notes: Digital merchants covering merchants with Nexi gateway/collecting proposition or eCom/CNP acquiring agreement; wiftoiepartners include CMSs, ISOs, web agencies, developers

@ 2€ .
2025revenue

SMEs

N
2M+

Installed terminals

5

175€

Managed
transaction value

Gre)
500+

ISV partners

2 57%

O of Group revenue

Corporates

ﬂ:.“
25k+

Enterprises served

5

191€¢B

Managed
transaction value

>

<1.5bps

Fraud rate

= 3k+
2.2,9. Professionals

eCommerce

%
500k+

Digital Merchants

5

83€

Managed
transaction value

<>
1k+

eComPartners
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Unique stronghold in SME, Growth Engines in eCommerce and DACH

Nexi Merchant Solutions net revenues
eCommerce /4 g

V. y 4 Ve S

SME

Growth

gaSJ_(z;Bory A e S FEEm ¢ I .
ltaly "\ [ ] Nordics sf [L0HS  DACHE FI] CSEle [
Market s
i Leader *) Leader 7 Challenger 7" Challenger
Position @ o : 57 g

n eXI Notes: Revenues refer 2025
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Driving a focused set of strategic initiatives to power growth across the portfolio

Driving growth and customer value with strong
localisedomni-acceptance payment solutions

Winning inintegrated Paymentsvith
ISV partners

Investing infmulti-channel distribution

Accelerating witHocalisedcollecting checkout
solutions,agentic commerce ready

Driving growth with comprehensive
acceptance solutions withnique local
components extending toomnichannel

Innovating forsimplicity and value growth )
in Issuing Products

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and externig egelotdimngleCommerce/sales support FTEs
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European SME landscape extremely local and fragmented

mall scale, local footprint pecific key needs

<5 € aturnover N A chose the provider that offered the best balance
v
O Reliability between costs, simplicity, and reliabifity

Hyperlocalfootprint,

often single location dintegrates all payments methods that | need

3‘% Localomni- for my business, including domestic cards and
acceptance local payment methods

Oftenfamily-owned

"It would be nice to have a single provider

Brick-and-mortar focus I@ Simplification because | would need to refer only to them"

W Bl P O

Low digitalization(-50% ' Q  Local support .| Prefer aspecialisedocal technician who can
software spend vs US) = PPOM intervene immediately if theerminal crashes

neXI Notes: SME defined as clients generating uffde a | yy dzt f NB #Sy dzS 64
Sources2025CledaraSoftware Spend Reportjarket researchon EUmerchants



Winning in SMEs with a portfolio of Advanced Solutions and multichanm
distribution investments

SMEs

Nexi
SmartPay

Nexi Smart ISV solution
Commerce (Nexi inside)
per country

Nexi
Integrated

Multi-channel distribution investments
nexi 65

Focus next



SmartPay Winning in SME combining digital capabilities and local proximity

Strong digital enablemerX X unique local capabilities

=
T Softwaredefined SmartPOSange |

an —— ﬂ
/I Local schemesg 2] S¥ept =X e

APMs ( ) swish” €)pay wero

National taxinfrastructure
integrations

/:/ SoftPO3 TapTo-Pay
Flexiblesettlement

Digital Aaugmentedonboarding

LocalECRntegrations

Merchant apps wittbusiness

performance insights Localecosystemintegrations

(i.e. meal vouchers)

||||||

Embedded finance

LocallanguageAl-powered
VAS guag P

customer ops Jp to Y11 NPS

points vs legacy
propositions

Payment links Localterminal logistics é

nexi 66



Broad and flexible range of softwardefined acceptance devices

TRANSAZIONE

ESEGUITA

Cloud/device API for
ECR/ISV integration

Natively omnichannel
(i.e. tokenization)

In-house developed
payment application

Omniacceptance for
APMs

In-device reporting

Designed for new store

Multi-modal acceptance
formats

Ok
(e.g., NFC, QR code) [="

B G ©

@ Full remote
W management & update

AAlwaysoné capabilities

nexi 67



Winning in SMEs with a portfolio of Advanced Solutions and multichanm
distribution investments

SMEs
Nexi Nexi Smart ISV solution
SmartPay Commerce (Nexi inside)
per country ;
Nexi
Integrated
Focus next

Multi-channel distribution investments
nexi 68



European ISV with different starting points and needs vs. US

Different starting pointsX X with specific & clear needs

Flexiblebusinessnodelsfor different
starting points

High marketfragmentation (~1,2001SVs in
Nexi markets, servinglsO0OOmerchants each)

Multiple technicalintegration options,
with dow investments options

specific verticalsub-vertical

Singlecountry/region footprint due to
local fragmentation )

@‘%

oo’
El Strongin-store focus often only for
?

<>

oNo worrieg regulatory support

0 Limited distribution capabilities and

N challenges in scaling them Localdedicatedtechnicaland commercial

ISVsupport

x Veryvariedtechnicalcapabilities often

evolvingfrom ECR Locallanguagemerchantsupport

Strategicpartnership can helpscaletheir
business

&l o o 12 & U

% Multiple competing growthpriorities

nexi 69



Winning in Integrated Payments with ISV partners through a dual strategy

Nexi Smart

Commerce@

Provide Nexi softwarpayments
integrated solutionsto SMEs

in key verticals, with
selected ISV partners

Nexi

Integrated

Provide Nexpayments solutions
to local ISVgtoday500+) to be
integrated with their software
solutions

All Nexi channelsincl. Banksipselling to

ISV sales channete SMES . o
Nexi customersandwinning new ones

Nexi dedicated salesforc® win

Smart Commerce dedicated investment
and serve ISVs

in Nexidirect salesforce

|
: :
proposition NexiSmartPOX Nexi ! oNexi Hulg ISVs VAS& Embedded |
SoftPOSortfolio oSmart Statiorg ! integration platform Financesolutions
<_________________________________________________________________77' ____________________________________________________________________ /’

Consolidate and grow Nexi share
across all verticals

Differentiate Nexi, grow Customer
value and win share in key verticals
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Nexi Integrated: Winning in Integrated Payments through a comprehensive ISV

proposition

nexi

Integrated

?_,. Nexi Partner SmartPOS NexiSmart ?j_) Nexi Integrated Pz"ls Nexi Alliance
("1 Hub Device Range =+ Station Business Model Partner Program

nexi 71



Nexi Partner Hub: Enabling easy ISV partners interaction

nexi

Terminal Fleet Management

~N

> 07, @ &

Multiple integration options, from partner

portal to full API set

Full set of Nexi acceptanaaapabilities

(i.e. omntacceptance)

Digital Al-augmentedmerchants

onboarding

GenAlsupportedpartner andmerchant

reporting

Offer/price/bundle managementpartner

tool

Access tembedded finance VAB
e.g.DCCMerchant financing
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Portfolio of commerceenabling solutions for all store formats for our partners ISVs

Modularcommerce solution

, o Easyintegration viacloud APIs cOn-device software via
ISVsoftware fully run con device deviceAPIsandapp store

Focus next

\@J Full ISV software integration 85  Local schemes/APM omsicceptance @ Full remote update

. 0 - . .
éo Integrated with VAS : Local logistics ES‘;‘ Continuously evolving range

bew

nexi 73



Nexi Smart Station: Unique, leadirgdge modular commerce solution

{S‘ﬂ, Enabling worldclass commerce solutions
Q- for EU ISVs

A Multiple configurationsfor different store
formats

A Modularintegration with all otherSmartPOS
devices

A ISV software run ordevice,external
integration via both device and cloud APIs

A Dedicated paymentgapabilities
A Fullysynergicto other devicesin range

A DecreasdSVs/merchantCO 0lling out in the

A Omni-acceptanceas native capability | isiSSEURIENY
throughout 2026

neXI 74



Flexible business models targeted to needs of European ISVs

Lead Referral Agentg Reseller SmartPayFac
Low effort, quickstart Fastintegration with limited Full integration for flexibility and
A 1SVs referring merchants to NvesUEE cone _ .
Nexifor payments capabilities A 1SVge-sellingNexipayment A Large ISVs fully embeddirgexi
A Earlystage orsmallSVs solutionsbundled with own paymentsinto own offering
A Minimal i : A software A DeeplSVNexiintegration via APIs
inimal investmentan : : :
integrationeffort A SelectiveAP! integration A 1SVcontrollingpricing, front-end
e.g.SmartPO merchant experience
(e.g P
A Mid-sizedor more A Nexi compliance/licensgno
sophisticatedISVs regulatory complexity for ISVs
