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Disclaimer

* This Presentation may contain written and oral “forward-looking statements”, which includes all statements that do not relate solely to historical or current facts and
which are therefore inherently uncertain.

* All forward-looking statements rely on a number of assumptions, expectations, projections and provisional data concerning future events and are subject to a number
of uncertainties and other factors, many of which are outside the control of Nexi Group (the “Company” or “Nexi”).

* There are a variety of factors that may cause actual results and performance to be materially different from the explicit or implicit contents of any forward-looking
statements and thus, such forward-looking statements are not a reliable indicator of future performance.

* The Company therefore caution against relying on any of these forward-looking statements.

* Factors that might cause or contribute to such differences include, but are not limited to, economic conditions globally, the impact of competition, political and
economic developments in the countries in which the Company operates, and regulatory developments in Italy and internationally.

* Any forward-looking statements made by or on behalf of the Company speak only as of the date they are made and are subject to change without notice.

* The Company undertakes no obligation to publicly update or revise any forward-looking statements, whether as a result of new information, future events or
otherwise, except as may be required by applicable law.

* Neither this Presentation nor any part of it nor the fact of its distribution may form the basis of, or be relied on or in connection with, any contract or investment
decision.

nexi



Our journey from 2022 Capital Markets Day to today

Revenues

EBITDA

Net Leverage
Ratio

Capital
istribution

Market cap/

nare price?

2022 CMD

~3.1€B

~1.6 €B
51% EBITDA margin

~400 €M

3.3x

Zero

~9€B
~7€/share

+4% CAGR with overall resilient underlying revenue
growth?, at ~+6% in 2025

Softer than expected macro and market growth
Some greenfield initiatives slower uptake

Exceptional material Bank contracts effects from 2025

Continued strong cost control
~250 bps margin expansion 2022-2025

Capex and Non-Recurring Items reduction

Strong M&A discipline
Capital distribution from 2024

First share buy-back in 2024
First dividend paid in 2025
Overall ~1.1 €B distributed over 2024-2025

Today

~3.6 €B

~1.9 €B
53% EBITDA margin

~800 €M in 2025
~2.1 €B over the period

Investment Grade
2.6x

~600 €M
~1.1 €B over 2024-2025

~4 €B
~3€/share

Notes: 2022 CMD: data as of Dec 31t 2022; Today: data as of Dec 315t 2025; (1) Excluding known Banks lost due to M&A mainly in Italy and Banks contracts renegotiations; (2) Operating cash flow generation after cash interest expenses and other

neXI cash items (cash taxes, IFRS 16 and other); (3) As of 04/03/2026 for “Today” data




Nexi: The enduring Platform

Unique combination
of European scale

and local in market
entrenchment

A critical European .
infrastructure, very Strong unique

entrenched in the positioning

local ecosystems

nexi

Leveraging m Ready for

as an opportunity the future

Leveraging increasin

payments complexity

as an opportunity

Exposure to a growing
and expanding market

Diversified portfolio of
products, geographies
and customers

High quality
resilient
growth

Focused on
most attractive
local MS segments

Portfolio of defendable
Core Engines and accelerating
Growth Engines

nexi



Agenda for today

Nexi: The enduring Platform to power cash generation

Break

Winning in Merchant Solutions

Growing value in Issuing Solutions

Closing remarks

Timing (CET)

8.30 AM -9.45 AM

9.45 AM -10.15 AM

10.15 AM -11.00 AM

11.00 AM -11.20 AM

11.20 AM -11.30 AM

11.30 AM -12.30 PM



® Nexi: The enduring Platform to power cash generation

- Bernardo Mingrone

Group CEO Group CFO

nexi




Nexi: The enduring Platform to power cash generation

Unique position in a growing dynamic market

v’

Enduring growth Operational
from a diversified @ excellence and @
and attractive disciplined
portfolio investments

Strong cash
generation and
capital distribution

Structural long-term resilience

nexi



Nexi: The enduring Platform to power cash generation

Unique position in a growing dynamic market

nexi



Nexi: Unique scale, reach and capabilities to deliver cash and capital distribution

Leadership

1

By Merchants served?

By Value of Acquiring
Transactions?

1

By Cards managed?

Scale

1.8¢ 0

Value of managed
Transactions?

1 ° 9€ billion

EBITDA

~420¢ .o

Annual total cash Capex

Reach

~2
million

Merchants served3
~N
3 million

Terminals

~ 140 million

Cards managed

~250

Banks served?

Capabilities

~9,600

Total Group HCs

~3,100

Total Group Tech and
Product Specialists

5

Digital and Al agents
factories

Cash and capital
distribution

~800¢...

Excess cash

2. 1€ billion

Cumulative excess cash ‘23-'25

~ 1 ° 1€ billion

Capital distribution in 24-'25

~300 million

First dividends paid starting in '25

Investment grade>

2.6X Net Financial Leverage

Notes: All data refers to 2025 if not specified otherwise; (1) Nilson Report (2025) and market benchmarks, refers to Continental Europe (excluding UK and Russia) — based on Visa and Mastercard transactions and including referral, licensing and

Sources: Nilson Report (2025); market benchmarks; S&P Global Ratings; Fitch Ratings

neXI servicing models; (2) include Issuing and Acquiring volumes; (3) Includes merchants served in servicing model; (4) Banks and Corporates served by Issuing Solutions; (5) BBB- (stable outlook) from S&P Global Ratings and from Fitch Ratings



A diversified portfolio of solutions for Merchants and Financial Institutions

% of 2025 revenues
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

NEeX| SNy b=
pay ) I =¥

pagoP
g ‘?E# | J

EBA CLEARING

SoftPOS SmartPOS

Mid-market Value Added Issuing Value Added Corporate Open
eCommerce Services Products Services Payments Banking
solutions

neXlopen

= : Making Open Banking Real

(=)

=B W
CBIGLUBE




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

Merchant Solutions Issuing Solutions

M rull MS Leader Major role of 0 Full IS Leader (Issuing Processing &
B8 Full MS Challenger Bank partnerships Issuing Products)

Processing only provider B Processing only Leader

Processing only Challenger ﬁ"i

N
P

>
-

Digital Banking Solutions

B Leadership
B serving Central Instltutlons
Serving EBA Clearing

nexi
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A diversified and resilient Business, Geographical, and Customer portfolio

Business
Revenue Mix

Digital

Banking
Solutions Merchant
Solutions

Issuing
Solutions

neXI Notes: (1) Excluding revenues from acquired merchant books

Customer Concentration
by Revenue

Geographical
Revenue Mix

CSEE Top 5
Clients?

DACH

Other 78%
Clients

Nordics

12



Payments market secular growth expected to continue,
especially in Nexi under-penetrated markets

Expected
Card Payments Penetration (2025F, %) growth trend 2026-2030
Payments +~1p
enetration .-
O oy | O
S o [ )
<M==  CSEE N pr—— Total ’
. .

NeéeXl Markets _36%

Non-Nexi Markets 55%

® cuveese [

neXI Notes: Figures include credit and debit card volumes, domestic and international
Sources: Managerial estimates based on Global Data, Bank of Italy, Eurostat, Prometeia



MS market remaining very local. Nexi focused on the most attractive segments:
SMEs, Mid-Corporates, Mid-Market eCommerce

Merchant Services revenue pool in Nexi geographies (2025)?

xx% Weight on total revenue pool Growth trajectory “25-’30 [} Nexi strategic focus [

~4% / ~7%

Large

~9 €B ]

Revenue pool

Global

<>

-

Large/Marketplaces

<>

7

Micro

SMEs Corporates eCommerce

neXI Notes: (1) Including only acquiring 14
S

ources: Managerial estimates based on Global Data, Eurostat, Bank of Italy



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

B2B Payments @

Agentic Commerce ®e
—
Embedded Finance Consumers

Open Banking
SW-payments Stablecoins, Cryptos, ...
Convergence

pRODUCTS & SOLUTIONS

Digital Wallets

A2A, Wero, ...

3

SMES Digital Euro
i,
a 100 —
Corporates Financial
Institutions

Cybersecurity

Q(Ic Local Fiscal Requirements
Platform Modernization Local eCR Regulations q

Local E-Invoicing

Digital identity
API Architecture

Mandates
nexi




European market remaining very fragmented and local,

and representing a continued opportunity for Nexi

150+ local payment methods in
Europe, 10+ national debit schemes

Enabling platforms (i.e., °3°
ERP/CRM) often country-specific oo

Country-specific eCR
integrations to comply 3:!
with local tax rules

Significant local py
regulations for payments E@:
and financial institutions

Specific legal and fiscal
requirements by country

neXI Notes: (1) Based on market revenues; (2) Managerial estimates on Nexi data

SME-dominated markets,

1/ 100% local

Q ~80%' of corporates buying
“locally”

H ~90%? of European ISVs
with a single-market focus

Financial Institutions still very

@/ local, with differentiated

approaches in payments

Local competitive dynamics,
different by market



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

-
v

. Neo PayTechs

Scale! | A )

" Smaller local PayTechs

Local entrenchment!

neXI Notes: Bubble size based on estimated EBITDA in Europe; (1) In European markets

17



Nexi European scale and local capabilities powering a unique competitive position

European scale Local in-market entrenchment

Products
investments

SANCOMAT:..

ocal APMs

o0 Tech & Al
oo pagoP
o0 |nvestments

Meal
vouchers

vepps

International
Schemes & APMs

o ~800
o - SME 3,000+
Top-tier strategic , salesforce? Local support
p g J o rtnerShIpS & specialists

artnerships R
P P ~11k+ Bank CIELgle]01d o]y

Shaping role branches 500+
EU t ISV Partners
payments
ecosystem

Local integrati

Economies of Local with local
— Scale & Scope Institutions ecosystem
Public

CBIGLOBE Administrations

neXI Notes: (1) Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/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
e Always reliable and secure e Best combination of
e Customer-first localised solutions European scale and

Market & Customer proximity
* Close Customer support

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

20



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

nexi

Underlying
growth

Bank
contract
effects

Structurally resilient to mid-single digit +

MS Market share resilient in newer market dynamics:
winning in Challenger markets, defending in Leadership ones

Growth driven by a balanced Portfolio of Core Engines and Growth Engines,
further powered by a focused set of new strategic growth initiatives

®)

Exceptionally high in 2025-2027, due to 2023-2024H1 M&A related
extraordinary contract losses from traditional competitors and
anticipated successful renewals

Reducing to normal lower historical levels from 2028 as most valuable
contracts already renewed very long term and at market competitive prices

21



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

Underlying ) @
owth anll

2019-24 2025 2026 2027 2028

Bank contracts @ L | ] T >
3 Ta tsl

Impact of Bank

contracts effects on

yearly revenue growth?

neXI Notes: (1) Known Banks lost due to M&A mainly in Italy and Banks contracts renegotiations

22



Nexi resilient to newer MS market dynamics

EU MS revenue market shares evolution by player type
(2019-2025, %) Nexi market share broadly resilient

despite new competition.
Market share 2025 affected by Bank contract

evolution - )
losses from traditional competitors

D

conli\le:vtitl:;l: e @ New competition taking share mainly
P from Banks and other traditional PSPs

Banks

Traditional PSP
competitors!

Nexi recovering from Banks and
other traditional PSPs most of the
nexi

limited losses to newer competitors

OGC

2019 2025

neXI Notes: (1) Including both EU and US players

Sources: Managerial estimates based on available market reports



Nexi resilient to newer MS market dynamics: Defending position in Core Leadership

markets and accelerating in Challenger ones

Italy () Nordics ¢ ¢H<M® DACH 7~ @e  CSEE 7 Ry

e Market share erosion due to * Defending leadership position * Winning share in SME in * Winning share in Poland SMEs
Ban!< Fontract Iossg§ from ir} Norway, Denmark and Germany and DACH « Growing in MS CE through ISV
S competition Finland * Growing with ISV partnerships partnerships

* Underlying share.r?ow resilient * Winning share in Sweden « Strengthening position in « Setting up MS complementary
to newer competition, thanks as a Challenger cComn channels in Greece and Croatia
to new distribution channels « Winning share in mid eCom

* Growing exposure to eCom and growing VAS

H 1
Underlying® SME market share MS revenues +3% Germany MS revenues® +9% Poland SME revenues3 +10%

now stabilizing in 2025

+ o
MS volumes2 +10% eCom revenues +8%

eCom revenues +8%
+7% MS volumes growth?
Broadly stable average take rates

N g N

Defending the Core... ...While accelerating Growth Engines

neXI Notes: All numbers refer to 2025 Y/Y growth; (1) Excluding known Banks lost due to M&A; (2) Underlying international schemes volumes (sales only), excluding known Banks lost in Italy due to M&A,; (3) In-store

24



Nexi profitable growth driven by a diversified portfolio of

- ~

s N For Nexi
4 B @
Current siz
___ Intecrated GROWTH i et sie
-7 ~ o« opportunit
) bﬂts i ENGINES CORE - Pvopportunly
/ TN N ENGINES
. l 2
High \ % |
/
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 value with strong ) Nexi
localised omni-acceptance payment solutions

SmartPay

Nexi Smart
Commerce

i Winning in Integrated Payments with
1 ISV partners

Integrated @

~+600
SME salesforce

T

Investing in multi-channel distribution

Vv

r-—-—-—

Nexi
Checkout

VICREVETNCGM  Accelerating with localised collecting checkout
S luluEEN  solutions, agentic commerce ready

Driving growth with comprehensive
acceptance solutions with unique local
components, extending to omnichannel

Mid-
Corporates

Nexi
Unified

Innovating for simplicity and value growth
in Issuing Products

Vv V¥

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 26



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

Integrated payments % penetration
on SME market front-book

‘ ' Italy |<<5%

TSTL T S— -~30%

us 50-60%

10-15%

a DACH

(I

neXI Notes: (1) Not including digital-only/eCommerce focused ISVs (e.g., CMS, eCom enablers)
Sources: Managerial estimates based on Nexi data and available market reports

ISV market characteristics in Nexi geographies

~1,200

Active ISVs?

<1,000

Average Number of
Merchants per ISV

~90%
ISVs with a
single-market focus

Large number of small and
mainly local ISVs. Large US
ISVs today marginal

Limited software integrations,
mainly basic eCR + payments

‘ Local fiscal integrations
and eCR regulations

Local distribution structure
and competitive dynamics

& ® o

27



Winning in Integrated Payments with ISV partners through a dual strategy

nexi

Nexi

Integrated

Provide Nexi payments solutions
to local ISVs (today 500+) to be
integrated with their software
solutions

ISV sales channels to SMEs

Nexi dedicated salesforce to win
and serve ISVs

Nexi Smart

Commerce

Provide Nexi software-payments
integrated solutions to SMEs

in key verticals, with

selected ISV partners

All Nexi channels, incl. Banks, upselling to
current customers and winning new ones

Smart Commerce dedicated investment
in Nexi direct salesforce

“Nexi Hub” ISVs VAS & Embedded
integration platform Finance solutions

Nexi SmartPOS & Nexi
SoftPOS portfolio “Smart Station”
S v -

Consolidate and grow Nexi share
across all verticals

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 Nexi Smart ISV solution Integr atid
SmartPay Commerce (Nexi inside) payments
strategy

per country

Nexi

Integrated

Multi-channel distribution investments
nexi 29



Investing in SME multi-channel distribution to power growth

Context Nexi strategy

* Relevant mostly for Italy (and Greece/Croatia)

Banks also developing SME field salesforce upselling support,

also on Smart Commerce
* Also key for customer base management

and upselling

* Field sales, telesales, digital ] )
) Boost field sales capacity,
* Key for Nordics, DACH, and Poland focus on mid-SMEs

* Strong acceleration in Italy: from ~10% extend to Smart Commerce
in 2022 to ~25% of front-book today

* Already relevant for Nordics and DACH,
at early stage for Italy Invest in ISVs dedicated

e 500+ ISVs partnerships, key for salesforce and support
integrated payments development

« ~11k+ branches! providing deep reach; some  Invest in sales and customer base

)

~+600
SME
salesforce

Total Group 2025-2030
>

Italy 2025-2030
)

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs; (1) Excluding Banks served via servicing model

Sources: Nexi data; Bank of Italy; ECB

30



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

SME MS front-book SME MS front-book
Total Group ( )ltaly
- ISVs/Partners ¢-
ISVs/Partners | Direct! 25%

Direct! 34%

Banks

Banks

2025 2030 2025 2030

neXI Notes: Figures based on #POS installed/onboarded; (1) Also 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

pducts & Solutions

Processing

Platforms

* Modular Group reference solutions to drive scale across markets

Local front-ends for in-market integrations and Customer proximity

Integrated product factories leveraging Al for product and
software development

Common API-based backbone capabilities to enable
cross-platform integrations

Next-gen target processing platforms already mostly developed

Continuous pragmatic migration/convergence towards target
platforms, covering already ~60% of volumes: 25 platforms sunset
since 2022

Selected local platforms maintained where appropriate

Data center consolidation: almost -50% sqm footprint vs. 2022

Continuous transition to open cloud architecture for scalability
and agility

Unified and Al-proof cybersecurity capabilities

)

Innovation
Agility

Local
Differentiation

Efficiency

nexi

33



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

Innovation Agility

E.EEI Nexi Ready

Nexi Checkout

Local Differentiation

3ancomar,, National

i schemes
. bank

(=49 axept et
b PY localisation

pagupﬂ Local APMs
integration

vepps

Local eCR/tax
integrations

'I' In-market
unified proposition
W development

%

neXI Notes: (1) OPEX, CAPEX and NRI related to IT and project costs for product development across business units and Countries. HR costs included

Efficiency

Total Tech Cash Cost!
(CAGR 2022-25)

~-3%

IT OPEX Cost
(CAGR 2022-25)

~0%

34



Continued strong cash cost efficiency, while investing in 2026 in products and
distribution to drive future growth

@:J

Al/GenAl adoption at scale

IT platforms and infrastructure
continuous modernization and
consolidation

o)

1

Operations transformation

Operating model
continuous optimization

o)o

(o)
(o)

|

Continuous organization

00 i ..
O_T_ rightsizing and resource
reallocation

neXI Notes: Figures are proforma at constant FX; (1) Excluding severance

Cash costs evolution CAGR

CAPEX

OPEX

Key investment areas:
* MS Products

* SME Salesforce

e Al/GenAl

2022 2025 2026 2028



Pervasive Al adoption to drive operational excellence and efficiency

Aggressive Al implementation Rolling-out and scaling

Use cases Al for Tech

Software development &
testing across all platforms

4

Al for Operations

Contact centres, onboarding
and back-office processes

“ In pilot )
\ Al for Fraud Reduction
. Al-powered real-time fraud
Roll-out & Scal
> caling scoring and reduction

Al Agents

factory p ive Gen Al
) LLM agnostic e:‘c’lslli\:; a::

architecture erre
upskilling

In exploration

1 5 0 0 Developers leveraging
) Al coding capabilities!
~ o Increase in coding
2 0 A)'I' productivity?
Of total customer

—~ 0 contacts now handled
20 A) by Al (chat- and

voice-bots)?

Average precision in fraud
Lp Zx detection vs. standard
(non-Al powered) practice?

Fast Track process
for employee-led
pilots

Notes: (1) Tech impact: 1,300 developers using modern languages (20%+ productivity uplift refers to this population), and further 200 mainframe developers; (2) Ops impact: 20% of all inbound customer enquiries now handled by Al (voice-bot or
neXI chat-bot) across Operations in Italy, Nordics, and DACH; (3) Precision refers to improved effectiveness in identifying real fraud i.e., Precision = (True Positives)/(True Positives + False Negatives); Al fraud reduction tool applied to ~14M 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 FY25 results: Continued growth and strong cash generation

Net revenues (€M)

+6% Y/Y underlying growth!

(2%

3,585

3,513

2,038

S 1,996

M
SLU 339 391

:

FY24 FY25

Normalised EPS? (€)

sy,

0.59

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

FY24 FY25

Total costs (€M)

1,651 1,681

i 0|

FY24 FY25

Excess cash3 (€M)

g

717

FY24 FY25

EBITDA (€M)
Margin

1,862 1,904
FY24 FY25

Net Financial Debt/EBITDA (x)

2.7x 2.6x

FY24 FY25

Notes: (1) Excluding exceptional Bank contracts effects; (2) Normalised net profit divided by number of shares. Normalised net profit excluding non-recurring items and other one-offs (e.g., D&A of customer contracts) — see FY25 Results
neXI presentation; (3) Operating cash flow generation after cash interest expenses and other cash items (cash taxes, IFRS 16 and other)

38



Setting the stage for our financials: FY25 new baseline

Net revenues (€M)

+2.1%
vs FY24

\
\

Total costs (€M)

+1.8%

vs FY24

-1682 -1,681
_—— s

2025 eComm Computop

commissions Pro-forma

2025 eComm Computop 2025
commissions Pro-forma

EBITDA (€M)

EBITDA Margin

+2.3%
vs FY24
1,904 n
10 “ 7777777777 1,901
— 1
2025 eComm Computop 2025
commissions Pro-forma

= eComm commissions: fees paid to partners distributing Nexi solutions, as well as transaction-based commissions paid to alternative payment method
providers, mainly in Nordics and DACH. Restated from costs to contra-revenues (neutral at EBITDA level) to align reporting across the Group

= Computop: Nexi reached 100% ownership. 2024 — 2025 data pro-forma including the contribution line-by-line

nexi



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

2025 EBITDA,

2025 Net Revenues ~1.9 €B 53% EBITDA margin

2022-2025 Net Revenues CAGR +9% 2022-2025 Normalised EPS CAGR

2023-2025 Excess cash ~800 €M 2025 Excess cash

Capital distribution to 300 €M npividends in 2025

AUl T A e ~800 €M Share buy-back program in 2024 and 2025

2025 Net leverage ratio BBB- Investment Grade status

neXI Notes: (1) Operating cash flow generation after cash interest expenses and other cash items (cash taxes, IFRS 16 and other). FY23 excess cash gross of deferred taxes 40



Our long-term cash generation formula: Compounding growth, operating leverage

and cash leverage

Revenues

ing leverage

Opex
EBITDA

Capex

Non-recurring
cash items

Cash taxes

=N O

neXI Notes: (1) FY23 excess cash gross of deferred taxes

Excess cash progression (€M)

806

717

601

394

<50

2019 2022 20231 2024 2025

41



Sustainable GDP+ revenue growth over time, thanks to structural positive tailwinds
and a well diversified revenue model

Nexi revenues vs. Nominal GDP

Nexi Y/Y revenue growth!

~6% ~6%?2
~6%

1 GDP CAGR T e e SO R L O R LR EEEERIISER LRI e @

2019 2020-2022 2023 2024 2025

Card Payments Penetration

n XI Notes: (1) Nexi standalone for 2019 and 2020. Nexi Group (Nexi + Nets + SIA) from 2021 onwards; (2) Underlying growth, excluding exceptional Bank contracts effects )
Sources: Managerial estimates based on International Monetary Fund (IMF) for Nominal GDP; Card payments penetration: Global Data, Bank of Italy and Eurostat for historical data; managerial estimates based on Global Data, Bank of Italy, Eurostat 4
and Prometeia for 2025F



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

Underlying ) @
owth anll

2019-24 2025 2026 2027 2028

Bank contracts @ L | ] T >
3 Ta tsl

Impact of Bank

contracts effects on

yearly revenue growth?

neXI Notes: (1) Known Banks lost due to M&A mainly in Italy and Banks contracts renegotiations
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Continuously strengthening the relationship with Italian Banks:
100% success rate on contract renewals over the last 21 months

2022 & Before 2023 - 1H24 2H24 2025

:  Merchant book
: acquisition

neXI Notes: (1) Refers to exclusivity agreement, finalized in 4Q24; (2) Refers to signing

. . . . . .
.“- ------------------- .~“ '/l Banoo ]_)t}b]() - ~:~ Banca i/ B BANCA
. . 3 ;) % MONTE
: INTESA [ | SNNPAOLO * Merchant Solutions BANCO BPM Credifarma ‘rﬁ CAMBIANO ss: gcherry ,f@ DEI PASCHI
: S qopooooooooos » . BANCA DAL n% (1S)
UBI><Banca : GRUPPO : : BANCA DI B .,
; iBPPE 5 REENWA {5 o Pt
f”"\{ %‘}I}'{&m = Merchant Solutions Merchant Solutions .. _ 2 _d_i_f‘_"_"_‘;i‘_’_ n
@ DI STENA : [E] Banca del BB gy FELY :
BANCA DAL 1472 . 1 Piemonte (1s) Ao BNP PARIBAS W Eé(ﬁ(;ﬁ
BPER: | meeonsn [KLZLZN .
: Merchant Solutions Merchant Solutions m ®
: . GRUPPO
BANCA CARIGE : Banca del a’ n cenmaie (1S)
: Piemonte % EXTRABANCA —
. Deutsche Bank - Merchant Solutions . b BNL
Vensansssssssmssssns .t %@gcaﬁnfemo ||| BdM (¥ ENP PARIBAS
c 1 Contracts lost primarily driven by M&A -
. . . . mediolanum G
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No material contract renewals before 2029 among our Group top 20 Bank
customers. Contracts now priced at more competitive market levels

\\/Next renewal 2029 and beyond e Bank ranking by contribution to MS + IS 2025 revenues

Mid-large size Banks mall size Banks
/ MS
@‘\/ @ .« 202615 Q\\/ @\\/ @2026 IS
O - Wk KDY
* 2027 MS distribution
agreement
v 0o/ O O
OV
Both already
extended to 2035+ @ ‘/ @ ‘\/ ®\\/ @ \\/
/
O OV

neXI 45



Revenue building blocks by business unit: MS reaccelerating faster and driving most
of the growth

Net revenues (€B)

Main revenue drivers

Return to mid-single digit growth in 2028

3.6

v

A

* Market growth

* Negative impacts from exceptional
Bank contracts effects in ‘26-'27

/ * SME & Integrated e Accelerate Nexi * Instant payments
Payments Ready EU expansion volume growth
* Mid-market eCom e Customer base * Network services new

e Mid-corporates up-selling business
omnichannel offer

2025 Merchant Solutions Issuing Solutions Digital Banking Solutions 2028E

nexi 16




Revenue building blocks by geographies: DACH acceleration and Italy driving most

of the growth

Main revenue drivers

36 E—

<
<«

Net revenues (€B)

Return to mid-single digit growth in 2028

e Market growth in all geographies
* Integrated Payments ramp-up
 eCommerce growth

¢ SME complementary | * VAS up-selling | * Market share * Merchant
/ channels ramp-up wins Solutions and ISVs
* Negative impacts * Negative impacts
from exceptional from exceptional
Bank contracts effects Bank contracts
in 26-'27 effects in 26-'27
2025 Italy Nordics? DACH CSEE?

2028E

neXI Notes: (1) Including Baltics; (2) Including Poland
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Total costs growth structural at 2-3% Y/Y thanks to continued efficiencies, after
accelerated strategic investments in products/distribution in ‘26 to drive future growth

Total costs (Y/Y growth)

Key investment areas:
* MS Products

* SME Salesforce

* Al/GenAl

~ 4+5-6%

Benefitting from HR
efficiency measures

+3% put in place in 2024 ~ +2-3%
w +2%
2022 - 20241 20252 2026E 2027E - 2028E1

neXI Notes: 2022-2025 data pre re-baselining. (1) Referred to average Y/Y growth. 48



Return to EBITDA margin expansion in 2028 fueled by market growth, initiatives
and continued cost savings

EBITDA (€B)

Main drivers

1.9
* Market growth =« Costinflationand * IT efficiencies
* Nexi growth volume cost e Operations
/ initiatives growth efficiencies /
* Costs of growth * Al efficiencies
initiatives
2025 Revenues Costs Cost Exceptional Bank 2028E
savings contracts effects

in 2026-2027

nexi 49



Cash Capex slightly trending down both in absolute amount and in % on revenues
thanks to continued efficiencies, despite investments in strategic initiatives

Cash Capex (€M)

Capex 12%
intensity o/w ~2% terminals

~10%

420

2025 2026E 2027E 2028E

nexi



Strong excess cash generation over 2026 — 2028

Excess cash generation (2026-2028E, €B)

: : —— ~2.4
Incl. 2p.p. increase in tax — ,
rate (IRAP) due to 2026
Italian Budget Law
2026-2028E Cash Capex Non-recurring ANWC Cash Taxes Net Cash Other Cash items! 2026-2028E
cumulative cash items Interest Expense cumulated
EBITDA Excess cash

neXI Notes: (1) Lease payments (IFRS16) and others
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Continued excess cash generation over time

Excess cash generation (€M)

~2.4 €B total
over 2026 — 2028

806

~750

I

Y/Y growth net of
strategic investments
and taxes increase

717
601

2023 2024 2025 2026E 2027E 2028E

nexi 52



Capital allocation over plan horizon

g Return to Shareholders e«

Debt and

arage reduction

N\ N\ N\
* Commitment to maintain e ~350 €M of dividends to be paid in 2026 * Limited to very selective
Investment Grade status (0.30 € per share, +20% Y/Y), corresponding and value accretive
N I (o .
« ~2.0x-2.5x EBITDA target to ~9% dividend yield acquisitions
leverage * Dividend distribution growing at least 5% per e Continued focus on DBS
year: 1.1+ €B total distribution over the portfolio rationalization
period

neXI Notes: Return to Shareholders will be proposed to the next Shareholders’ Meeting on April 29th, 2026; (1) Based on Nexi share price as of 04/03/2026 53



Our 2026-2028 guidance

2026

Y/Y growth broadly in line with 2025

jeuvenues Merchant Solutions reaccelerating

Absolute amount broadly stable,
after strategic investments

EBITDA

~750 €M,
after strategic investments
and higher taxes

0.30 € per share equal to ~350 €M
dividend distribution
Commitment to Investment Grade

Capital

2026-2028

) Return to mid-single digit growth in 2028

) Return to EBITDA margin expansion in 2028

) ~2.4 €B total over the period

Dividend distribution growing at least 5% per year:
1.1+ €B total distribution over the period
Commitment to Investment Grade

nexi
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Nexi: The enduring Platform to power cash generation

Structural long-term resilience

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

\‘/Already covered in previous pages

Newer ‘/ Potential lower banking ‘/
MS competition ; channel relevance in MS ¥

* Underlying resilience to newer * Banks relevant for Italy only,
competition and still effective
* Investing in SMEs/Integrated * Investing in multi-channel

Payments solutions and salesforce distribution, direct and ISVs

Evolving
market
dynamics
Al and Alternative Payment Methods
Agentic Commerce/Payments (A2A, Stablecoins, D€)

Focus next

nexi 56



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

@ € ray * APMs so far mostly relevant in P2P and eCom, less in-store
APMs/ weno P PayPal | Nexi already integrating APMs acceptance everywhere and with good economics
allets ¢ swish’ . : : . -
Klarna * Leveraging APMs integrated acceptance for differentiation and monetization
Vipps MobilePay ©© for value growth

* Potentially relevant for B2B and cross-border, out of Nexi scope.

Lower relevance in retail payments
ablecoins * EU and local regulatory frameworks uncertain

* Nexi piloting stablecoins acceptance through partnership during 2026

* Digital Euro equivalent to a new APM

Digital
& * Nexi deeply entrenched as European leading infrastructure

Euro

* Presenting multiple opportunities across MS, IS and DBS

nexi 57



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

* Multiple and growing efficiency opportunities for Tech and Service Businesses, like Nexi
* Nexi progressively scaling Al across IT and Operations; developing capabilities for pervasive implementation
* Continuous review of efficiency opportunities to maximise future benefit

* Multiple opportunities across MS and IS
* Enhancing product performance and customer experience
* Rolling out Model Context Protocol for agentic Merchants interaction in 2026

* Relevant for eCom (6% of Nexi Group revenues) and, initially, for larger global
merchants (out of Nexi scope)

* Nexi focused on the payment component, where human interaction is key

Agentic * EU-specific regulations relevant
Commerce/ * Nexi shaping EU evolution with global leaders (e.g., Google, Visa, Mastercard)
Payments

* First Nexi MS agentic payments implementations in 2026

* Preparing for capturing opportunities in Issuing Solutions

nexi 58



Nexi: The enduring Platform to power cash generation

Unique position in a growing dynamic market

v’

Enduring growth Operational
from a diversified @ excellence and @
and attractive disciplined
portfolio investments

Strong cash
generation and
capital distribution

Structural long-term resilience

nexi
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® Winning in Merchant Solutions

Roberto Catanzaro Sarah Barslund Lauridsen
Chief Business Officer, Chief Product Officer,
Merchant Solutions Merchant Solutions

nexi




Merchant Solutions “at a glance”

W Full VS 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 with Nexi; eCom partners include CMSs, I1SOs, web agencies, developers

SSpo
2025 revenue

SMEs

Q

2M+

Installed terminals

5

175 €B

Managed
transaction value

G
500+

ISV partners

Q!S) 57%
O of Group revenue

Corporates

25k+

Enterprises served

5
191 €8

Managed
transaction value

>_

<1.5 bps

Fraud rate

= 3k+
2.2,9. Professionals

eCommerce

%
500k+

Digital Merchants

5

83 €B

Managed
transaction value

&>

1k+

eCom Partners

61



Unique stronghold in SME, Growth Engines in eCommerce and DACH

Nexi Merchant Solutions net revenues
eCommerce /y A

Ve y 4 Ve S

SME
Growth
. /
frajectory _\ . /, ’ | - s
25-30 ltaly % Nordics #f# i[5 DACH & CSEE =2
Market S
Leader % Leader 7 Challenger 7 Challenger
Position @ o 2 s .

neXI Notes: Revenues refer to 2025 62



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

Driving growth and customer value with strong )

localised omni-acceptance payment solutions SmartPay

Nexi Smart

Integrated @ Commerce

~+600
SME salesforce

Winning in Integrated Payments with
ISV partners

Vv

Investing in multi-channel distribution

(CEVEM Accelerating with localised collecting checkout
solutions, agentic commerce ready

Driving growth with comprehensive
acceptance solutions with unique local
components, extending to omnichannel

Innovating for simplicity and value growth
in Issuing Products

V£ VvV

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 63



European SME landscape extremely local and fragmented

mall scale, local footprint necific key needs

<5 €M turnover @ Reliabilit “I chose the provider that offered the best balance
y between costs, simplicity, and reliability”

Hyperlocal footprint,

often single location . “Integrates all payments methods that | need
3%5 Local omni- for my business, including domestic cards and
acceptance local payment methods”

Often family-owned

"It would be nice to have a single provider
because | would need to refer only to them"

I@* Simplification
Brick-and-mortar focus P

Low digitalization (-50% '- W Local : "I prefer a specialised local technician who can
software spend vs US) = ocal support  ;,iervene immediately if the terminal crashes”

W Bl P O

neXI Notes: SME defined as clients generating up to 10 €M annual revenue 64

Sources: 2025 Cledara Software Spend Report; Market research on EU merchants



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

SMEs

Nexi Nexi Smart

SmartPay

Commerce

ISV solution
(Nexi inside)

per country

Nexi

Integrated

Focus next

Multi-channel distribution investments
nexi 65



SmartPay: Winning in SME combining digital capabilities and local proximity

Strong digital enablement... ... unique local capabilities
- Kk g,
T Software-defined SmartPOS range | /I Local schemes axept =¥ giocrd

I
{

/’\7 SoftPOS / Tap-To-Pay @ () swish” €ypay wero

WUl Vipps MobilePay

APMs

Flexible settlement National tax infrastructure

integrations

Digital Al-augmented onboarding Local ECR int ti
oca integrations

Merchant apps with business

performance insights Local ecosystem integrations

(i.e. meal vouchers)

O«

l'.“. »

hidud

Embedded finance
VAS

Local language, Al-powered
customer ops Up to +11 NPS

points vs legacy
propositions

Payment links Local terminal logistics

nexi 66



Broad and flexible range of software-defined acceptance devices

)

TRANSAZIONE

ESEGUITA

In-house developed
payment application

@ Full remote
v management & update

Natively omni-channel @ Cloud/device API for
(i.e. tokenization) ECR/ISV integration

Omni-acceptance for
APMs

In-device reporting

Designed for new store
formats

B (2]

Multi-modal acceptance

(e.g., NFC, QR code) Always-on” capabilities

nexi 67



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

SMEs

Nexi Nexi Smart

SmartPay

Commerce

ISV solution
(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 points ... vith specific & clear needs

High market fragmentation (~1,200 ISVs in
Nexi markets, serving <1,000 merchants each)

Flexible business models for different
starting points

Strong in-store focus, often only for

Multiple technical integration options,
specific vertical/sub-vertical

with “low investments” options

Single country/region footprint due to
local fragmentation )

fo @ &

“No worries” regulatory support

Q ® Limited distribution capabilities and

Q_V challenges in scaling them Local dedicated technical and commercial

ISV support

x Very varied technical capabilities, often

evolving from ECR Local language merchant support

Strategic partnership can help scale their
business

&l o o 12 & U

@ Multiple competing growth priorities

nexi 69



| svEs
ng in Integrated Payments with ISV partners through a dual strategy

Winn

Nexi Nexi Smart

Integrated Commerce

Provide Nexi software-payments
integrated solutions to SMEs

in key verticals, with

selected ISV partners

Provide Nexi payments solutions
to local ISVs (today 500+) to be
integrated with their software
solutions

All Nexi channels, incl. Banks upselling to

ISV sales channels to SMEs . ..
Nexi customers and winning new ones

Nexi dedicated salesforce to win

Smart Commerce dedicated investment
and serve ISVs

in Nexi direct salesforce

|
! I :
| Nexi SmartPOS & Nexi : “Nexi Hub” ISVs VAS & Embedded i
| SoftPOS portfolio “Smart Station” I integration platform Finance solutions |
{ | :
\<_________________________________________________________________77: ____________________________________________________________________ 7
N | N
. . I . . [
Consolidate and grow Nexi share : Differentiate Nexi, grow Customer
across all verticals - value and win share in key verticals

70



Nexi Integrated: Winning in Integrated Payments through a comprehensive ISV
proposition

nexi

Integrated

>
©
(=)
—
[}
=
+
~
©
a

?_,. Nexi Partner SmartPOS Nexi Smart ?j_) Nexi Integrated |?§| Nexi Alliance
ks Hub Device Range T Station Business Model Partner Program

71

nexi



Nexi Partner Hub: Enabling easy ISV partners interaction

Unified UX/UI
sssss

Merchant Onboarding

nexi

Terminal Fleet Management

~N

> 07, @ &

Multiple integration options, from partner
portal to full API set

Full set of Nexi acceptance capabilities
(i.e. omni-acceptance)

Digital Al-augmented merchants
. Coming soon
onboarding

GenAl supported partner and merchant
reporting

Offer/price/bundle management partner
tool

Access to embedded finance VAS —
e.g. DCC, Merchant financing




Portfolio of commerce-enabling solutions for all store formats for our partners ISVs

Modular commerce solution

Easy integration via cloud APIs “On-device” software via

Focus next

\.@J Full ISV software integration % Local schemes/APM omni-acceptance @ Full remote update

w . . - . .
= Integrated with VAS 1 @ Local logistics ES";‘ Continuously evolving range

nexi 73



Nexi Smart Station: Unique, leading-edge modular commerce solution

{'I Enabling world-class commerce solutions
Q- for EUISVs

* Multiple configurations for different store
formats

* Modular integration with all other SmartPOS
devices

* |SV software run on-device, external
integration via both device and cloud APIs

* Dedicated payments capabilities
* Fully synergic to other devices in range

* Decrease ISVs/merchants TCO

olling out in the

* Omni-acceptance as native capability Nordics and Italy
throughout 2026

neXI 74



Flexible business models targeted to needs of European ISVs

N
=

o

Lead Referral
Low effort, quick start

* ISVs referring merchants to
Nexi for payments capabilities

* Early-stage or small ISVs

e Minimal investment and
integration effort

v’ Local integration engineers

nexi

Agents/Reseller

Fast integration with limited
investments

* [ISVs re-selling Nexi payment
solutions bundled with own
software

* Selective APl integration
(e.g. SmartPQS)

* Mid-sized or more
sophisticated ISVs

v’ Local ISV success managers

ISV integration level and flexibility

C(')'.

Smart PayFac

Full integration for flexibility and
control

Large ISVs fully embedding Nexi
payments into own offering

Deep ISV-Nexi integration via APlIs

ISVs controlling pricing, front-end
merchant experience

Nexi compliance/license, no
regulatory complexity for ISVs

v Local customer ops

75



Nexi Alliance: dedicated partner program to help ISV scale up

dg\) Ecosystem nurturing

N | Business scaling “university”

A
@L Go-To-Market support
& and ready-made assets

v

Preferential propositions and pre-
=2 launches for top partners

nexi 76



Strong traction in Nexi Integrated ISV partnerships

Large partner base Notable 2025 wins

. twoday OQEYN Sitooss BRP munu

Nordics SveTems i (

~380 PCK Ml X1y} grogne 44 (+13%) (7] Saldi # favrit @
y/ AR TR et i

f{ d st S Frontiin R ew wins ) NaviPro

BVvITec EE [iftylwo Susoft Amero

Powered by Evidi

Market maturity

- - 5inter§”35°‘”;,ﬁ o ® euorion Guasms
~N
* 70 P00 gt $HS o 24 (+50%) %4 ZUCCHETTI moaby

mtMax
ISV partners MoMKEY e Avance Pay New wins »
‘, 3l A A » -
” PAYi/I'_C Sitoo‘:‘, ]A /\ H m ==Q JJDDATQ\QEm

, s .
Italy gistdiuza {7+ SITRAP ) Teamsystem

CASHMATIL:

~45 i o (2.3x) LASERSOFT
N o 229 Billy > 25 @ wessmsor :

Y ISV partners A New wins w i
~ custem B_A TTTT 3l

FOINFO
CSEE ® ,,,,s,,E, MAGO NEOII
- ~30  reomu LA 4 (+17%) ,_
'}? < ISV partners AXcLds N Nayax New wins @ A.::E

BISTRO
L 4

~525 ~100 (+25%)

ISV partners

neXI Notes: ISV partner qualification and count methodology updated in 2025 (i.e. more rigorous qualification criteria vs 2024). TeamSystem deal signed in early 2026 77



RunMyResto: ISV-led distribution of Nexi SmartPOS and acceptance

cases:
e On-terminal order-to-pay flow

R u N My ReSto Integrated Nexi payments, with multiple use

v' Restaurant management software * Self-ordering station
v Enabling table-side operations on * Mobile waiter device, desktop device,
payment devices (take orders,..) QR menu integration

Nexi we can offer
r clients from Mobile
Waiter to Desktop Waiter
to Self-order station to
QrCode menu, all
integrated with payments”

@ RunMyResto




Visit group: Software-embedded payment acceptance in the travel space

(9 visitgroup

v" Nordic software platform for venues, resorts,
and hospitality

v Serving 1,000+ companies

v" Range of solutions incl. bookings, tickets,
tours, property management

nexi

Wy
ﬁ%

A

* Fully-integrated Nexi payment suite within
booking and ticketing platforms (e.g. terminals,
SoftPOS)

* 1,000+ new merchants acquired via Visit
(+18% 25 vs. 24)

2 E o ae D0

exi supports Visit’s
growth across markets;
delivers reliable, scalable

and future-proof payment
solutions for Visit’s
merchants”

79




Webtic: Omni-channel payment integration

()

Fully integrated with Nexi SmartPOS in-store and with
Nexi Checkout for omni-channel

v" Omni-channel platform for
movie theaters and venues

v" 1,800+ venues served

| NOTORIOUS |
CINEMAS

to cover all our
needs of serving
customers from eCom to

self kiosks and
traditional counters”

nexi 80




TeamSystem: Integrated payments within retail and hospitality store management
software ()

) Te a m SySte m * Nexi full suite of integrated solutions, incl.

SmartPOS and omni-acceptance

v’ Leading ISV in business management software, * Full integration with digital eCR, retail and
strong presence in ltaly extending internationally hospitality solutions

v' 2.5M+ SME customers in store-management
software across multiple verticals, strong focus on
retail and hospitality

v’ Established leader also in ERP, accounting, digital
invoicing, workflow automation

nexi 81



Winning in Integrated Payments with ISV partners through a dual strategy

nexi

Nexi Smart

Nexi
Commerce

Integrated

Provide Nexi software-payments
integrated solutions to SMEs

in key verticals, with

selected ISV partners

Provide Nexi payments solutions
to local ISVs (today 500+) to be
integrated with their software
solutions

All Nexi channels, incl. Banks upselling to

I Nexi customers and winning new ones
Nexi dedicated salesforce to win '

ISV sales channels to SMEs

1 Smart Commerce dedicated investment
and serve ISVs ] .
in Nexi direct salesforce
___________________________________________________________________ Ii__________________________________________________________________\\\l
Nexi SmartPOS & Nexi : “Nexi Hub” ISVs VAS & Embedded i
SoftPOS portfolio “Smart Station” | integration platform Finance solutions i
___________________________________________________________________ 4',,_________________________________________________________________,/'
N T N T
Consolidate and grow Nexi share : Differentiate Nexi, grow Customer
across all verticals ! value and win share in key verticals
Focus next

82




Nexi Smart Commerce solutions as a key driver of customer value growth...

Store management software solutions provided by local
leading ISVs (2-4 verticals, one strategic partner each)

Nexi Smart Commerce

Payment capabilities provided by Nexi

Material cross-selling opportunity as a bundle on Nexi
merchants base, via Nexi channels

Reciprocal revenue share on software/payments

= & @ Ue

Strategic relevance

Strong customer value increase (~1.5-2x)

Increased merchant stickiness

Access to cart and detailed purchase data

Nexi distribution capabilities as key driver of ISV engagement

nexi 83



... With positive initial market traction
Denmark example ShOpbOX ii : =

8 Countries live
{ :E "S-IE

15 Partners live

ooooooo

shopbox &y )
L
*  LOYALTY
CUSTEM * Nordics omnichannel commerce
Lendiron P C K software provider
A LooiCRes - 15+ years experience serving small
p BISTRO, and mid-sized restaurants and

Launch in Denmark in late 2024,

retailers T

yorderbn’d %& scaling across Nordics
oy
0nfl

~1.5-2x customer value increase

nexi 84



Driving several initiatives to grow customer value in SMEs

Price/offer optimization

Not exhaustive

oftware/VAS cross-selling

{“

pre” products up-selling

* Smart pricing continuous optimization * “Store package” of multiple * Smart Commerce software
(20%+ SME TTV repriced every year) terminals solutions
* Bundle proposition international * eCommerce SME solutions * Embedded finance VAS

schemes/local schemes/APMs (e.g. Nexi Smart Financing)

* Transaction-related VAS, such as Nexi

* Transaction-based pricing for Smart Converter (DCC)
acceptance capabilities
N S S

Customer value increase examples

+20-30% +30% +60% 45

via pricing optimization on multi-product via merchant financing Nexi Smart
(e.g. bundle proposition) customers cross-selling Financing NPS

Notes: Pricing optimization increase based on average customer revenues increase between bundled and granular pricing in Nordics. On multi-product customers, customer value increase based on net revenue comparison between acquiring-only
nexl customer cohort and multiple-products (acquiring, terminals, DCC) customer cohort in Nordics and Germany 85



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

Driving growth and customer value with strong )
localised omni-acceptance payment solutions

Winning in Integrated Payments with

ISV partners )
),

Investing in multi-channel distribution

VICREVETNCGM  Accelerating with localised collecting checkout ) Nexi
SnnEEEs  solutions, agentic commerce ready

Checkout

e——————

Focus next
Driving growth with comprehensive

acceptance solutions with unique local )
components, extending to omnichannel

Innovating for simplicity and value growth
in Issuing Products

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 36



Mid-market eCommerce

European eCommerce: Mid-market as a key growth engine

arket as key opportunity... vith merchant needs valuing local proximity

EU eCommerce Revenue Pool

Local APMs to drive conversion

Global/Regional
Large corporates

Conversion-enhancing check-out

National

Corporates
(eCom business)

« ~70% of overall revenue High authorization rates, low fraud rates

pool

« 2-3x higher take rate vs Collecting capabilities

Medium large corporates

* Underserved space with Omnichannel capabilities

lower competitive pressure

* Strong cross-selling
Small opportunity on in-store
customer base

nexi 87

Source: Managerial estimates based on Global Data, Eurostat, Bank of Italy

Insights generating reporting

Developer-focused capabilities

o & 8 Yo s @ {7 ¥

Local integration and support




Mid-market eCommerce

Nexi Checkout: Accelerating in mid-market through localized collecting proposition

Strong online enablement.... ... unique local capabilities

g Conversion-optimised checkout APMs acceptance and collecting?
Vipps MobilePay @£ m WeRo

¢ ) swish® :"‘ o

P PayPal  BNPL/ Global APMs
FIVERTY Klarna. integration

Multi-mode integration ) . .
Local infrastructure integration

(i.e. tax, local CMS)

_pex A

Checkout

Express checkout features

Local pre-sales and solution
engineers

Local partners and
developers ecosystem L(’\.

2

Full-stack offering

X3

Developer tools Local language

customer support

neXI Notes: (1) Different availability by market/platform 88



Mid-market eCommerce

Nexi market leader in combining high authorization with best-in-class fraud rates

Authorization Rate

Continued strategic investments in risk

nexi
, onversion capabilities
Higher than . -
market average () 98%+
across regions 4 +1p.p.
16l ~99% @ Advanced Transaction Risk
Analysis
® ~99%
) E? Wallet integrations & Express

Fraud Rate & checkouts

nexi
Lower than

~ - o
market average () ~1.5bps vs market {Sv\:; Acquiring platforms

across regions 0. - ..
= optimization

4 .
:% ~0.2 bps vs market
= ~1 bps @ vs market

nexi 89

Sources: Nexi estimates corroborated by market evidences and experts



Mid-market eCommerce

APMs and collecting propositions as a key value driver and strategic differentiator

elected APMs net take rates

Indexed to Debit Cards take rate = 1 4.7

Good APM economics and margins

APM1 APM2 APM3 APM4 Open APM 6 BNPL Debit
banking Cards

“Complexity barrier” vs new

entrants Net take rate of different propositions

5% g ¢

65 bps
50 bps

@. APM bundling opportunity with
X collecting 14 bps

Gateway only Gateway + Gateway + Acquiring
Card Acquiring + Collecting APMs

Notes: APMs net take rates based on 2025 revenue data blended across relevant Nexi countries. Debit Cards net take rate includes Visa, Mastercard, Bancomat, and Dankort blended across card present and card not present and relevant Nexi
neXI countries. Newly renegotiated APM agreements included in the analysis based on projected net take rate. Some country-specific APMs indexed to local Debit Card benchmark to ensure comparability across local customer size mix 90



Nexi Checkout customer stories

KopXKande <&

s o o®
aaopSKande & O ©

L s
R0 SR TA {CH
OG0 v 2056

aaaaaaaa

SPAR% 75%

Leading Danish home
décor/furniture retailer

Full collecting acceptance proposition,
including APMs and BNPL

nexi

Mid-market eCommerce

SPORT Beiafltlil ®

Leading multi-brand sports
good retailer

End-to-end checkout including wallets, APMs
(i.e., PayPal) and mobile optimization

Strong resilience on seasonal peaks

91



Mid-market eCommerce

Nexi Checkout as an example of new approach to innovation agility and future-proof
technology stack
= Products & SOIUtiONS - e e .

Agility-focused
development practices

* Developed on latest tech
Customer front-ends & touchpoints frameworks
* Agentic-commerce ready

Shared components

* End-to-end, full stack
delivery team allowing
fast iteration

* Modular capabilities,

re-usable for different
segments and markets

* Pervasive Al use,
) e.g., Al-assisted software
development

* Continuous optimization: * Customer co-creation of

Processing platforms efficiency, authorization rate, market-ready solutions
stability
T l T 1 * Ecosystem partnerships
(ensuring early
* Multi-fabric stack involvement as new

Infrastructure & Security

standards emerge)

* Cloud-native

nexi 92



Mid-market eCommerce

We are investing in pervasive Al across our solution portfolio

E(G &

Merchant Agentic
v, portals/apps servicing
Onboardin {}}
g 2

L

Customer "j

o) service/ops A
j\é I1
Agentic
Transaction agmerl|ts
Risk Analysis/ &
anti-fraud
Focus next

nexi 93



Mid-market eCommerce

Agentic Servicing: Enabling agent-automated workflows for merchants

. Reporting | R All Nexi API

Q (‘:C?L‘ capabilities

@ | &  available for

: : : : merchants agents

,  Self-service ! nexi : ! IIIDD g
nexi — B i sere ©

| @ | E : Merchant

Disputes Q I\!ex.l chatbot Y\{It.h

| : ! @ similar capabilities

| @ ~. [ B available in

: Merchant merchant portals

| Gateways i Agents

in February — roll-out/extension of capabilities during 2026

nexi o



Mid-market eCommerce

Agentic eCommerce will impact search and discovery more than payments in the
shopping journey

Agentic Commerce journey

Search / . S Payment & Returns / >
discovery iz E Confirmation % refunds en

ﬁ}g Agentic Search & Discovery @ Agentic Payments

First to be impacted Last to be impacted

No/low regulation High regulation (esp. in EU)

Highest consumer benefit High trust and human interaction required

Low trust required Potentially relevant only to low-value transaction

Multiple competing standards

v’ v

Other industries space
(e.g., adv, search)

nexi 95

Sources: Emarketer

Nexi space



Mid-market eCommerce

Agentic Payments: Investing early to shape the EU market

Nexi unique position

__________

Relevant for eCom (6% of Nexi

| | | o e
! ! ) il || revenues) and initially large
@ ChatGPT ! I neXI ! N9 global merchants
! ! Checkout !
| : | Merchants ,
* Claude | : i @ LocaI/EU regulation and
| ! : practices very relevant
Consumer Agents E : E
Lemmmmmo-s ' : I | Nexi shaping EU evolution with
Trust, authorization Payment %& global leaders (e.g. Google,
credential clearing/ Visa, Mastercard)
confirmation settlement
Opportunity to lead market
Agentic payments G o gl e V’S A ‘ K evolution on mid-market and
based on major ) local partners (incl. Banks)
standards AP2 Intelligent Agent Pay

Commerce

adually available during 2026 (starting from human-in-the-loop payments in Q2)

nexi %6



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

Driving growth and customer value with strong )
localised omni-acceptance payment solutions

Winning in Integrated Payments with
ISV partners

Investing in multi-channel distribution

VICEVELCIM  Accelerating with localised collecting checkout
JuEEl  solutions, agentic commerce ready

Vv VvV

Driving growth with comprehensive
acceptance solutions with unique local
components, extending to omnichannel

Mid- Nexi

g

Corporates Unified

Innovating for simplicity and value growth )
in Issuing Products

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 97



Mid-Corporates

Mid-Corporate as our target segment in the Enterprise space

Mid-Corporate as a wide EU value pool

Ic\

e
o

(R

EH

a4

i\

nexi

25-500 €M turnover

Single country / limited regional

footprint

Key target verticals:
* Retail

* Hospitality

* Smart mobility

In-store/omni-channel focus

Significantly better economics
vs larger segments

Lower competitive pressure

ay needs valuing local proximity

O QP & A

Local payment methods omni-acceptance

Basic omnichannel use cases

Local ECR/CRM integration

High reliability/resilience

Local language customer support

PSP as a “scaling partner”

98



Mid-Corporates

Nexi Unified: Helping Mid-Corporates evolve into omni-channel with strong
customer proximity

Highly digital proposition... ... strong local capabilities and focus

Dedicated SmartPOS range :  re T
g Omni-acceptance " 2 axept DCI.S
and features

Local schemes
Omni-acceptance — Vipps MobilePay - 55

Local Apvs  [OTH4 wero () swish’ ©
Local eCR/CRM integrations @

National infrastructure integration
(i.e. tax)

Paygate enterprise gateway

payments

Omni-channel tokenization

“Always on” resilience features

Merchant reporting with Al
l' ] features

Superior fraud and authorization
rates

Local solution design engineers

Local terminal logistics with JJ' y

fast swap

Local language customer ops %

/

Dedicated Hospitality integrations
‘olanet (via partnership)

Tailored to specific key verticals ) Nexi Unified Retail ~ Nexi Unified Express  Nexi Unified Hospitality ~ Nexi Unified GO

nexi 99




Mid-Corporates

Healthy pipeline of new wins and cross-selling in national Mid-Corporates

a0 : I R Schmitt & Hah SB0F
oy Retail Glitter Synoptik Bab e m DUBORG
Erlebnis-Dorf Eﬂ?wlz%lluggﬂ
SN
£ Hospitalit Easy Market  @atdalang | ?()E | w
=’ ospitality Travel Solutions w@m \SERE eI KETSCHAUER HOF
FAHR  HOTEL GENUSS EVENT

-------

2 mobilty  caemer DUENAYY ENTUR FL=, = Aer

Azienda Siciliana Trasporti Spa

®
L

Oth
= VHVIE, ~\AN2mase: LOVAL Qsrmar (7

verticals SOLUTIONS

neXI 100



Nexi Unified customer stories

Bunting fimila M

UNTERNEHMENSGRUPPE .m_b}]

v' German grocery chain operating the
Famila and Combi brands (200+ locations)

v" Full PSP solution across all touchpoints
and channels; online, in-store, in-app, and
Scan&Go

v' 30%+ YoY business growth

nexi

Mid-Corporates

PHOENIX\¢°* ()

BENU®Z*Farmacia

v European healthcare and pharmacy
retailer, operating in Italy with 12k+ shops

v Nexi providing all in-store payments flows,
including eCR/CRM integration

v Nexi (in partnership with Intesa) selected
for local proximity and ability to rapidly
scale solutions

101



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

Driving growth and customer value with strong )
localised omni-acceptance payment solutions

SmartPay

Nexi Smart

Integrated @ Commerce

~+600
SME salesforce

Winning in Integrated Payments with
ISV partners

Investing in multi-channel distribution

Nexi
Checkout

VICREVETNCGM  Accelerating with localised collecting checkout
S luluEEN  solutions, agentic commerce ready

Driving growth with comprehensive
acceptance solutions with unique local
components, extending to omnichannel

Mid- Nexi

Corporates

Unified

Innovating for simplicity and value growth )
in Issuing Products

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 102



@® Growing value in Issuing Solutions

Chief Buéiness Officer,
Issuing Solutions

nexi




Nexi Issuing Solutions “at a glance”

S =
3

1.2+ €B

2025 Revenue

&

32%

of Group revenue

)

—

Il II -

1 | ~250 ~1 ~140M
‘ Banks Corporates Managed
- Cards

B Full IS Leader (Issuing Processing & Issuing Products)
B Issuing Processing only Leader
Issuing Processing only Challenger

nexi

0O
~
000

(gun sn g )

1k+

Professionals

)

900+ €B

Transaction
value

104



Diversified and loyal customer base across ~250 European Banks and ~1k Corporates
COMMERZBANK ¢

o MONTE l

. " A EUROBANK BPER: {4 pErrascur | BdM BANCA BANCA DI
o UniCredit y ppp *e s | R
Swedbank @ 'Bank Pekao o

pu— . sanca fonrmcs oWl Sydbank
INTEA [ SNNPAOLO  p2 Large (mediolangi TR

~ i [Y BANCA DI ASTI

(] NEHRIE : CASSA CENTRALE BANCA [ 2V A0 m
=~ ] Banks CREDITO COOPERATIVO ITALIANO
SEB KBC &P Saastopankki
ALPHA BANK
Nordea SpareBank ) & SPARKASSE
=y : \
Internation Local | .
Banks Banks - #% Banco Desio

II'\ I)‘ ‘glg/)ﬂ\‘?:{EBANK ?gaila .::E: PENGEINSTITUTTER

Peawac

@5 MEDIOBANCA

- o) Solaris
va$ia2a . Corborates . Allianz @) Bank
) i p SPEC|a |tV Financial Advisors BANCA
=TIM Ay [(TELEPASS & Fintechs \ Banks IKANQ 2 GENERAL

= Tenaris 8ohenrg @ ZURICH
\ ’Z,aa 1di — reditpartner
moone '’ —aircqsh— Local Schemes \ widiba Kreditpart
zisybank @ illimity

4% MEDIOBANCA
"%’ PREMIER

Dcosmote 38 é - _
axept (=X3) 3 BANCOMAT

Brage customer tenure 20+ years

105

neXI Notes: Selection of key logos — not exhaustive



The most comprehensive Advanced Digital Issuing solutions portfolio in Europe

Advanced Digital Issuing

Issuing Processing Value-Added Services Issuing Products
Core Transaction Card & Account Frauds & Disputes Customer Value Credit, Debit, Prepaid Commercial
Processing Management Management Management Consumer Cards payment products

I o
el . [

Clearing & Schemes Payment Cardholder Mobile and Virtual, One-Time
Settlement Management Advanced Insights Apps & Portals Digital Wallets Digital Cards
VISA @
_'4.J
3 BANCOMAT
Ei’i'?ept

106
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Two proven business models; driving innovation and growth with Issuing Products

Advanced Digital Issuing

ISSUING PROCESSING

ISSUING PRODUCTS

Nexi 55 , Process,, ) -
* Bank managed & distributed product \_’/ * Nexi managed product, Bank distribution
* Nexi provides full or partial value chain as-a-Service * Nexi owns and operates the full value chain

Nexi enables Innovation and VAS on demand Nexi drives innovation, compliance and VAS

Nexi supports customer journey execution Nexi leads customer journeys and engagement

All Nexi Geos Italy Germany
A Yy
gy gy
(o) (0) (o) (o)
66% +1% 34% +9%
Of IS revenue ‘23-'25 CAGR Of IS Revenue ‘23-'25 CAGR

at least

Nexi revenues per managed card 3X
neXI Notes: Data refers to 2025 107



Proven track record and experience in Issuing Products

Issuing Products proven 80+ 13M+ 79
track record in Italy Live Banks Active Cards Banks NPS

Extensive level of service to Banks

Full product portfolio Value-Added Services Go-to-Market Support

Digital channels

=

nexi 108



Banks and Corporates under growing pressure from increasing complexity and
consumer expectations

Neo-Bank
Competition
Scheme Mandates
Frequency

Alternative
Payments Methods
Faster Product
Cycles

Superior
Customer Experience Real-time, Contextual Legacy
- Responses Complexity

Preferred
Payment Flexibility

Built-in Security

and Privacy

Personalized Loyalty

& Rewards

Digital € Agentic Payments Stablecoins and
Cryptos

Corporates

INNOVATION

A2A and Wallets Open Banking

Stricter Regulation
(PD3, PSR, FIDA...)

nexi 109



Issuing Products fitting the emerging needs of most Banks and Corporates,
with a potential market opportunity of 5 €B

Manage growing payments Demand shifting from
complexity Issuing Processing to
Banks Mid-sized TARGET Launch products faster, ensuring managed Issuing Products
Banks SEGMENTS  axcellent digital experiences to
i ~4k Banks

Small & Specialty
Banks Keep-pace with faster and more

expensive innovation cycles

~5 €B aell ~30k Corporates

Total EU Addressable

compete with Neo-Banks )
Market at 2030 % ~400M cCards

Corporates &
Fintechs Scale efficiently, reducing legacy

Platform Total Cost of Ownership

neXI Notes: Pyramid size Banks vs. Corporates based on addressable market value; TAM refers to continental Europe 110
Sources: Eurostat corporates with 250+ FTEs, excluding NACE B to F and FSls activities



Nexi unique position to capture Issuing Products opportunity:
Best combination of product capabilities and credibility with Banks

-

/" Traditional processors

Experience

and credibility . §
with Banks i § " Neo PayTechs \

Issuing

, Advanced Digital Issuing capabilities Issuing Products
Processing

nexi

111



Nexi Issuing Solutions: Driving resilient growth through Customer Base upselling and
accelerating in Issuing Products, beyond Italy

Strategic focus Growth drivers

GROW

CUSTOMER BASE Upselling
VALUE Customer Base

Nexi Ready

WIN

NEW PROFITABLE :
CUSTOMERS Issuing Products

Accelerating in l: — I [

nexi 112



Nexi Issuing Solutions: Driving resilient growth through Customer Base
upselling

Strategic focus Growth drivers

—————————————————————————

Upselling
Customer Base

GROW

ﬁ]ﬂ CUSTOMER BASE

VALUE e Value-Added Services

P e e e e B
N e e e o o o e e o o = o o= -

_________________________

nexi 113



Growing Customer value on top of processing through Value-Added Services

T
i
|

My Dispute

Multi-Rail, Al Fraud
Mgmt

SCA and 3DS
Applications

<2 bps

Fraud-to-Spend Ratio!

White-label Apps &
Portals

APIs & SDKs
catalogue

Digital Onboarding

70

Digital Channels NPS?

Engagement &
Loyalty

Payer Activation

Payer Data Models

+10p.p. spent

Banks with CVM vs. Others3

Interactive Reporting

Portfolio Performance

Payer Decisions

100+

Pre-built reports

neXI Notes: (1) Gross frauds on total Issuing Product spending 2025; (2) Nexi digital channels NPS 2025; (3) Incremental spent of cards where Nexi executes CVM vs. others

NEXI FRAUD & DISPUTE NEXI DIGITAL NEXI CUSTOMER NEXI
ANAGEMENT SUITE HANNELS MANAGEMENT NEXT
| ===ad “ :

Digital Euro Readiness

Agentic Payments Readiness

Future
readiness

114



Upselling Issuing Products to our customer base: International Debit example

in Italy
\
2018 2025
< CREDIT ok MONT.‘-_: . BANCA
CX RGRICOLE (@) DELPASCH (mediolanum
SEET HWANCA DAL 1472
Gr=" BANCA , .
S, i BANCA DI ASTI # Banco Desio

Raiffeisen Landesbank

Allianz @ Bank m Cassa Centrale Raiffeisen

\.

)

neXI Notes: Selection of key logos — not exhaustive; All data refers to 2025 if not specified otherwise

65+

Banks Onboarded

oM

Active cards

129+ €M

Annual Revenues

115



Nexi Issuing Solutions: Accelerating in Issuing Products, beyond Italy

Strategic focus Growth drivers

Nexi Ready
Accelerating in o
WIN l: f

kg Issuing Products

NEW PROFITABLE
=2

CUSTOMERS « Upselling to Customer Base
*  Winning new Customers

nexi 116



Nexi Ready: Innovating for simplicity and value in Issuing Products in Europe

For the Bank For the Bank’s Customer

.......
..............
o® °e
o ®e
. .
. .
. .
. .
. .

White-label O

App & Portal O_.Digital first, state-of-art Experience

Digital Onboarding, O Instant issuing,

e ' H O ready in minutes

KYC & AML
Scheme Management & O » 1= = e 3 O Customized physical
Compliance - - - cards
Continuous features visa TR (EEE — O Globally accepted,
& products innovation . > always secure P Next ¢, o
Nexi Read Agent;
.. v Di .c Pay, ent

Full data access and - O"integrated Loyalty '8ita) Euro re: Feaq

CVMincluded ~*.. . - & VAS Marketplace dy
Bank Fully Embedded Fast ROI & Available as-a-service

Identity Managed Innovation Lower Risk for large Banks

neXI 117



Nexi Ready is live!

BANK i

Fast, smart, digital. [...] We’re always
looking for the best partners.

The Bank11 Card is designed to reduce
complexity and create room for
innovation.

With Nexi managing the complexity,
we can focus on new business
opportunities.

JORN EVERHARD, CEO

nexi

9:41

Card **** 6090 ~ z 9:41

e Rl &
Transactions | BANK n Add new card

m Instaliments  Statements

October

bw Instalment

Multi-use
stalment plan

Car Next b
B) & €92.00
Y oo e

ﬁ Add to Apple Wallet

2 Rt €34200
Total Expenses Availability
ming: €1.459,50 €1.040,50
Y4  McDonald's €1750 of € 2.500

€ éﬁol One-Time Card

SUPER INTEREST
RATES !

Adisposable card is a digital only card §
Is regenerated after each use.

\
B € )
Choos:
tnninlmmnte E

£ il Q = =

Home

Mediamarkt

€34970
m

]

Al o=

Transactions

—_—
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Nexi Ready: Delivered on a pan-European next-gen product platform, built on
best-of Group capabilities, ready to serve cross-country

0000

lzm\mezm\YMS Payers A
Nexi Digital Channels Partners Digital Channels Next-Generation,
: o Cloud-Native Platform
White-label Digital Engagement .
[App& Portals] [ Onboarding } [ Engine } [ Banks } [Corporates} [ Fintechs }

Best-of Nexi
Group-wide capabilities

Integration Layer

Core API l'

Natively cross-country

il s (multi-language, multi currency, ...)

Ready for Innovation
(Agentic Payments, Digital €, ...)

Real-time, Al Ready Data and Analytics

Core Payment Platforms Payment Operations
Processin AMS - CMS Fraud & Finance & . .
8 Dispute Regulatory Re-usable prOdUCt conflguratlons
for quick time-to-market
_y N _y N
Schemes  VISA ..,, 3 Party Services (Identity, ...)

nexi 119



Nexi Ready: Expanding product and geographical portfolio to accelerate growth
in a 5 €B addressable market

Nexi IS Issuing Products total addressable revenue pool in EU

~5€B

pgegen at 2030
Italy ——C

C h 1 oy 0 =
il Additional Issuing Products

* Extensive VAS (Debit, Premium, Commercial, ...)
e 13M+ cards!

y Elsggisse”’eo' @ Nexi footprint
<Y > + other selected EU markets

Germany Credit

e 80+ Banks in pipeline

* 25+ warm opportunities
3+ in negotiation

neXI Notes: (1) Cards managed as Issuing Products in Italy 120



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

Driving growth and customer value with strong )
localised omni-acceptance payment solutions

Winning in Integrated Payments with
ISV partners

Investing in multi-channel distribution

solutions, agentic commerce ready

Driving growth with comprehensive
acceptance solutions with unique local
components, extending to omnichannel

VICEVELCIM  Accelerating with localised collecting checkout )

Innovating for simplicity and value growth
in Issuing Products

g

neXI Notes: Salesforce figures include SME sales, ISV Partner Account Managers/Field sales, Banks accounts and external agents, while excluding eCommerce/sales support FTEs 121
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Nexi: The enduring Platform

Unique combination
of European scale

and local in market
entrenchment

A critical European .
infrastructure, very Strong unique

entrenched in the positioning

local ecosystems

nexi

Leveraging m Ready for

as an opportunity the future

Leveraging increasin

payments complexity

as an opportunity

Exposure to a growing
and expanding market

Diversified portfolio of
products, geographies
and customers

High quality
resilient
growth

Focused on
most attractive
local MS segments

Portfolio of defendable
Core Engines and accelerating
Growth Engines

nexi
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Nexi: The enduring Platform to power cash generation

Unique position in a growing dynamic market

v’

Enduring growth Operational
from a diversified @ excellence and @
and attractive disciplined
portfolio investments

Strong cash
generation and
capital distribution

Structural long-term resilience

nexi
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Our 2026-2028 guidance

2026

Y/Y growth broadly in line with 2025

jeuvenues Merchant Solutions reaccelerating

Absolute amount broadly stable,
after strategic investments

EBITDA

~750 €M,
after strategic investments
and higher taxes

0.30 € per share equal to ~350 €M
dividend distribution
Commitment to Investment Grade

Capital

2026-2028

) Return to mid-single digit growth in 2028

) Return to EBITDA margin expansion in 2028

) ~2.4 €B total over the period

Dividend distribution growing at least 5% per year:
1.1+ €B total distribution over the period
Commitment to Investment Grade

nexi
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