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Key messages for today

* Exposure to attractive markets, with strong headroom for growth
\ET{ G * Nexi pan-European footprint, with >250 Financial Institutions covered

overview * Comprehensive Advanced Digital Issuing solutions, with full value chain
coverage

* Win new customers in Europe:

- Bank customers on digital processing across Europe,
leveraging unique platform agility

Issuing - Corporates/FinTechs and medium/smaller Banks,
strategy through Nexi unique Payments-as-a-Service proposition
PM * Grow customer base value by:

- Upselling modular VAS proposition on Banks customer base

- Upgrading medium/smaller Banks to Nexi unique
Payments-as-a-Service
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Pan European footprint and market coverage in Issuing

Nexi Group Issuing footprint Key figures

Bl established Leader ‘ | E_i_l_j| o, 9 7 O€M -+ 5 o

- Challenger
Reveniill Revenue Growth
Other Served Markets i H1'22-H1'21!

~170wm

Cards managed

Banks and Financial
Institutions served

~750c]21 ~15,

Transaction value Transactions managed

>10 Contact Center

5 Card factories Dedicated ElER

neXI Note (1) FY2021 proforma.




Diversified and loyal customer base of >250 Financial Institutions
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Relevant headroom for growth in volumes and customer acquisition

Exposure to attractive markets Significant commercial opportunities
with strong growth of digital payments in a fragmented banking landscape
Upsell opportunity
Market Market growth, 21-'25 # of Banks Customer Coverage, % B Greenfield opportunity
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Comprehensive Advanced Digital Issuing solutions

with full value chain coverage
Advanced Digital Issuing

Digital Processing ) Value Added Services Payments-as-a-Service
Comms &

— c(.\ CVM Products and Services Brand Mgmt
- > 2
Core Switching Turn-key card Customer -J
: izati Mobile
Processing personalization Support Engagement Cogsu?er Payments Visual
ards .
Programs App Identity
Y — c
id &= O 5 AL =
Clearing  Account Management Anti-fraud Digital disputes Customer Premium Customer Communication
System management management journeys Cards Portals Execution
bank =) °© o ° 7____nmne:n
S¥ept E (&) A EETIE T, )
- ollille [ ° - Lt
National Debit Platforms E-com Digital Data science Corporate Scheme ESG
Management “Booster” Onboarding Cards Management  Support

Italy, ready for international expansion

Multiple European markets
Value per card managed (+)
6
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Clear strategic focus to win in Issuing Solutions

Customer
Segment New Customers Current Customer Base
4 N
Large Banks
Win New Deals on Upsell
Digital Processing Digital VAS propositions
Medium/ - 7\
Small Banks N\
Win New Customers on Upsell
Fintech/ Payments-as-a-Service propositions Payments-as-a-Service propositions
Corporates
. J/ L
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Clear strategic focus to win in Issuing Solutions

Customer
Segment New Customers Current Customer Base
( )
Large Banks
Win New Deals on Upsell
Digital Processin <00 Digital VAS propositions _
g g v@ g prop Q@
vwl 3% o
Medium/ - /

Small Banks
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Strong pipeline and recent track record of new Customer Wins...

Recent wins

Active prospects discussions

e Co-branded Cards for retailers clients of large

Banking Group

* Digital first card solutions for Fintech

* Retail cards for Consumer Finance player

* Retail cards for retailers clients of large Bank

e Retail cards for Fintech

* Issuing of gift cards for digital marketplace

nexi

>30€M/year incremental revenues

Digital Processing across multiple EU countries
for large Banking Group

BNPL solutions across multiple EU countries
for captive Bank of Retailer

Automated clearing system for Banking Group
Issuing of Debit Cards for large Bank

Authorization, processing and selected VAS for
large Bank

Full suite of Issuing products for new
consolidated Banking Group

>180 active prospect discussions



...powered by innovative and agile Digital Processing platform R

UNI platform as driver of both innovation agility and efficiency Key customers
< S = d
& Nordea '
Full authorization, Cloud-ready APIl-driven S ba N ken
clearing, and scheme technology services
settlement platform Handelsbanken

= = DNB
%) = SpareBanko

Real time Flexible multi-
access to data scheme processing
e &) m
B R o |
Modular Competitive, Best-in-class | L UNA R :
offering transparent and performance : I
predictable pricing (+99,99% uptime) T '
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Lunar — Rethinking the banking experience
leveraging our superior Digital Processing

Customer needs

OO

Keep control of the Bank and product development

Technological maturity and well documented API suite

Free up the Bank from security scope and effort

Onsite resources enabling easy integration & committed collaboration

Nexi Solution

@

Card processing services

incl. Digital Lifecycle
Management (e.g., virtual
cards, Pin services, ...)

> =¢
Frauds and Account management Card design
disputes and eSignature customization
management services

5

2

g 100% Digital
> Banking

v .

X Experience
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Bl

Innovative mobile

payment solutions

fitting Lunar users’
lifestyle

O

Agile Secured and
Implementation PCI DSS
with 7-month time compliant

to market solution

ABOUT LUNAR
Neo-bank established in Denmark in 2015

100% digital value proposition, offering mobile first
banking services

Over 500K users in Denmark, Sweden and Norway




Grow Customer value on top of Digital Processing through Value Added Services

Turn-key
Card
Persona-
lization

Customer
Support

Anti fraud
mgmt.

© 6 ® 0

Digital
Disputes
mgmt.

eCom Digital |
. I
“booster” } On-boarding X
I
ACS core Qve : Engagement
platform : orograms
I
I
SCA solutions AML ! iustomer
: ourneys
. I
RBA Archives : Data science
management |
I
I
Merchant WL Document :
management :
I
Additional :
features :
I
I
I
I
I
I
I
I
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Intesa Sanpaolo — CVM upsell: reward
transactional instant win

Customer needs 17:46 23 @ o

Generate daily Customer’s interactions with Intesa via the Intesa
Sanpaolo Reward App ¢ Asky Hour ©

Real time engagement to reward in the moment of payment . .
Il gioco e Si chiudera tra:

Create multiple mechanics to drive behavioral engagement aperto! 05:13:38

Create digital stickiness and increase customers’ NPS

OO

Paga con la tua carta per provare a

Nexi Solutions vincere!
Ss |:: o! | I j'—_ - @
= =~ & T €
Digital Instant E2E solution Creationofa APl integration Adjustable FReCiERcemEt!
Win from co- data-driven, in the ISP reward data driven Ecco i pagamenti che ti permettono di
based on design to go- configurable  App to boost the  algorithm giocere, Ognl pagamanta; fina=un
. . massimo di tre, ti consente di sbloccare
number/type of live and transactional Intesa nuovi premi.
customer’s card activation instant win Experience ABOUT INTESA SANPAOLO
transactions engine and Ul Intesa Sanpaolo is the Italian leader in all banking
business sectors (retail, corporate and wealth
n management)
> £ +27% 180K +260% +29% - .
2 2 o ) ISP serves 13.5 million customers with a network of
o Enabled Instant- Participants Processed about 3,700 branches
customers events/week growth transactions/day

€35.6 bn market capitalization (as of 30th June 22)
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Clear strategic focus to win in Issuing Solutions

Customer
Segment

Medium/
Small Banks

Fintech/
Corporates

nexi

New Customers

Current Customer Base

( )
Win New Customers on Upsell
Payments-as-a-Service propositions Payments-as-a-Service propositions U
& &+
<00
- S )
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Comprehensive Advanced Digital Issuing solutions

with full value chain coverage
Advanced Digital Issuing

Digital Processing ) Value Added Services Payments-as-a-Service
Comms &

— c(.\ CVM Products and Services Brand Mgmt
- > 2
Core Switching Turn-key card Customer -J
: izati Mobile
Processing personalization Support Engagement Cogsu?er Payments Visual
ards .
Programs App Identity
Y — c
id &= O 5 AL =
Clearing  Account Management Anti-fraud Digital disputes Customer Premium Customer Communication
System management management journeys Cards Portals Execution
bank =) °© o ° 7____nmne:n
S¥ept E (&) A EETIE T, )
- ollille [ ° - Lt
National Debit Platforms E-com Digital Data science Corporate Scheme ESG
Management “Booster” Onboarding Cards Management  Support

Italy, ready for international expansion

Multiple European markets
Value per card managed (+)
15
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Unique Payments-as-a-Service business model...

) . Product and Customer Value Comms. and
Processing Operations )
services Management brand mgmt.

e Core platforms e Card e Product design and e Engagement e Visual identity
switching Personalization development programs design
] (Consumer, ..
e Clearing e Customer support : e Customer Journeys e Communication
Premium, and )
. i execution
e Account mgmt. e Anti-fraud mgmt. Corporate cards) ¢ Data science
system e Disputes mgmt. e Digital front-ends 2 (SE e

(Mobile Payments
apps and Customer

e Customer portals)
onboarding

e E-com “booster”

e Scheme mgmt.

S Be = = O
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...With clear benefits for all type of clients

Key benefits of Payments-as-a-Service proposition...

Low importance

— @

...for all client segments

High importance

State of the art Innovation and unique Time to

. Market
Effectiveness

Customer Value increase and lower churn

Reduction of complexity over E2E Issuing
Value Chain

Efficiency Cost efficiency leveraging Nexi scale

Best in class Stability on critical services

Specialized turnkey Regulatory activities management

neXI Source: Managerial estimates.

O D
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Payments-as-a-Service model serving 150+ Banks in Italy

Allianz@Bank _ @ @ illimity

Financial Advisors BANGA OLTRE LA FORMA
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every day, every pay

CASSA CENTRALE BANCA
CREDITO COOPERATIVO ITALIANO CI\”QBank

La Banca per il NordEst

- ! ¥4 ZURICH BANCO BPM

"% BANCA

BANCA DI >,] Banca Popolare > CAMBIANO 54
=< PIACENZA : \DP@ & Sosdkds £@@09090909020200 ot -

/% Banco Desio
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Nexi Debit showing great traction, with further growth potential

Key product capabilities

Key results

e Full turnkey card management

* Full SCA solution for eCommerce

* Advanced antifraud

* International usage also for cash-out

* Advanced digital properties, including card
management app (NPS: >60)

* Integrated engagement program
e (Clear value levers for the Banks

 Domestic or obsolete
cards replacement
Business cards upselling
Current account

5321 3400 2973 3413

Y MM/ZAA
COGNOME NOME ,

136698 €

1.500,00 €

;caw»»M

~2.1wm

#>5 MONTE
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&5 DISIENA
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72 Banco Desio
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Cards, 2021

>,| Banca Popolare
D@ di Sondrio

O--BANCA
PROGETTO

0 CASSA DI RISPARMIO

DI VOLTERRA
S

iz
CASSA LOMBARDA
Danca dal 1923,

BANCA AGRICOLA
POPOLARE DI RAGUSA

>140% CAGR’19-21

X SSRicoLe
@ illimity
¢ ZURICH

Banca di
Credito
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20+ Banks enabled

Y o
BPPB %
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CheBanca! - PaaS upselling for a Digital Bank

Key products and services offered

= =

Full Card Portfolio
(credit, debit,
prepaid) D
= tracking)
Sales wizard on Bank’s
properties with Nexi
product catalogue

New digital features
developed ad hoc for the
Bank (e.g., Digital card

&

Deep API-based integration
with Bank back-ends

[
Fully branded Bank
website and app

Key results

Higher value
generated for Nexi
and CheBancal!

of Nexi solutions in
almost 9 months
000
+650K cards €
Migrated from
Backbook

Agile implementation

Strong customer base

<
=2

Enriched innovation
roadmap, enabling all
latest features for clients

By

Fully customized
integration and access to
Nexi functionalities via API

nexi

ABOUT CHEBANCA!

Mediobanca Group’s digital Retail bank founded in
2008 focused on savings and investments

Digital first proposition based on multichannel
distribution model

Highly competitive and extensive product portfolio

Over 800K customers in the Italian market

CheBancal




Creating best in class product platform for PaaS propositions,

combining our leading existing capabilities

ENEEEES

Corpo
—r— —r

—dl— - - T

Digital On-Boarding (KYC/AML) Digital Front-end

“Payment-as-a-Service” product/solutions hub

configurator

Customer
authorization/SCA

Schemes
interactions

Anti-fraud Disputes
Customer support
management management

Core Processing Platform

EasyBox Core Banking
(for prepaid)

nexi

APl-based interfaces

Single processing back-bone
across the Group

Natively cross-country (multi-
language, multi currency, ...)

Re-usable product
configurations for fast time-to-
market

Sandbox and testing
environment for Fintech
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GoHenry — Long term partnership on Paa$
proposition for a winning Fintech

Customer needs

@ Build personalized solutions for kids and families

@ Accelerate growth in key geographies across Europe and US, with priority
markets being Italy, Germany, France and Spain

@ Drive revenue growth with additional revenue streams and VAS

Nexi Solutions

&

Specific know-how Instant Issuing Prepaid Online card

on young generations card management platform
from YAP marketing
and product design

1:1 card personalization Full digital processing Digital Customer
onboarding including
KYC/AML

nexi

ource: company information, managerial estimates

ABOUT GOHENRY
Prepaid debit card and financial education app
helping 6-18-year-olds master money skills for life
Over 2M customers in the UK, USA & through fully
owned Pixpay in France and Spain
Doubled revenues during pandemic, 42MS in 2021

Mission 2
Different jobs
and pay

20XP  +10XP

s
Mission 2
Making saving
a habit
20XP +10XP

Mission 1
A How do we get

money?
20XP  +10XP




Winning in Issuing Solutions: key takeaways

Market

overview

Pan European footprint, with >250 Financial Institutions covered
Exposure to attractive markets, with strong headroom for growth

Comprehensive Advanced Digital Issuing solutions, with full value chain
coverage

Issuing

strategy
pillay

Win new customers in Europe:

- Bank customers on digital processing across Europe,
leveraging unique platform agility

- Corporates/FinTechs and medium/smaller Banks,
through Nexi unique Payments-as-a-Service proposition

Grow customer base value by:
- Upselling modular VAS proposition on Banks customer base

- Upgrading medium/smaller Banks to Nexi unique
Payments-as-a-Service

nexi
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