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TIM Group In brief:

Y

E-commerceleaderB2B in

Poland
Ambitious growth plan based on new

development strategy.

Growing financial performance and low
debt level

Attractive dividend policy

A dynamically growing playerin the
e-commerce service market

Investments in 3LP space expansion
leapfrogging business scale

Strong exposure to e-commerce sector
(infrastructure specialized in logistics services for
clients from this sector)

Continuation of the development strategy
regardless of the suspension of the IPO

1450 min PLN

Sales revenue LTM

167 min PLN

EBITDA LTM

110 min PLN

Net profit LTM

115 min PLN

Paid out dividend
in 2018-2021

668 min PLN

Total assets*

651000

Online purchases

129 000

Unique indexes sold

57000

Unigque indexes
in the regular offer

52 000

clients

868

employees

IM
Kapitatowa

81 000 m?

Warehouse surface

5,45 min

Parcelsissued

* Data as of business day 31.03.2022. 3
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Kapitatowa

Corporate Order riM -

Shareholding Structure TIM SA:

Krzysztof Folta — 23,45% ) .
Krzysztof Wieczorkowski — 13,51% TIM SA- Shareholders / AGM < AUC“tOr - Grant ThOI’ntOn
Nationale Nederlanden — 7,05% J

Remaining— 55,99% 1 '

TIM SA Board . .
(5 members, > Audit Committee

2 independent)

Zarzgd TIM SA:

100% akeji 3LP SA Krzysztof Folta — CEO
Piotr Nosal — CSO
Piotr Tokarczuk - CFO
Board 3LP SA
(5 cztonkow)* Audit Committee
)

Board of Directors
3LP SA:

Maciej Posadzy — CEO
Damian Krzympiec — COO
Grze a0rz H(]ChOl’ - CSO * the Supervisory Board is composed of, among others, members of 5

the Management Board of TIM SA




Aboutus

Management Board TIM SA

TIM SA Board:

Krzysztof Folta
CEO

Piotr Nosal
CCO

gk

Piotr Tokarczuk
CFO
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Beata Szynol-Karas
Accounting Director
Chief Accountant

Anna Grabska

Director of Accounts
Receivable

Magdalena Pytiarz
HR Director

Barbara
Matkowska-Witosek

Marketing Director

Tomasz Nowowiejski
IT Director

Piotr Durzynski
Sales director

1TIM

Krzysztof Rogalny
Director of Development
and Technology

Agnieszka Ktos
Purchasing Director

tukasz Napiorkowski
Deputy Sales Director

Robert Janik

Director of Finance and
Management Information
Department

Stawomir Wazydrqg

Director of Sales Support






(e)(m)commerce B2B IM 2.

long term growth factor

Consumerism B2B — in the perspective of 5 to 10 years web pages dedicated to B2C user and to B2B user will be difficult to differentiate.**

Turnover forecast for e-commerce B2B

in Europe (in billions USD) 87% Poles use the internet *
2
: RiN 7—02“2025 1670 i
§ CARG 1506 590/ Polishconsumersdeclare,
= 1333 O thattheybuy on-line something
g 1159 daily*
O
=
o Europeancompanies operatingin B2B
76 /0 exepects at least stable growthin
salesin 2022+**
2021 2022 2023 2024 2025

800/ GenerationZ in USA use cell phonesto
O placeordersine-commerce B2B*

2 bln USD

marketvalue of the e-commerce B2Bin Europe
(2025)**

* “Digital 2022. Global overview report.”, we are social, Hootsuite, 2022
** digitalcommerce360.com




Market Perspective

Growing demand for warehouse
space in Poland

Forecasted market growth dynamics of e-commerce*

CAGR 2019-2022

33,2%

29,5% 27,7%

Poland in the group of leaders in the Europeane-commerce market
21,9% as one of the strongest forecasted growth dynamics.
77,2% 17.1% 16,9% 16,5% 16.1%

15,3% 14,8% 1 no
148% 13,6% 13.2% 130% 12,4% 12 0%

9,9% 9,8%
5,2%

e mllm b =Sl == =111+ 0

Warhouse space resources in Poland* -
207 230*
18,6
15,8
n, 138
9,9 '
6,6 7,3 [ 5,9
2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

* Euromonitor, Cushman & Wakefield
** Data as of the end of 3Q2021, forecast

IM ¢
Kapitatowa

Change in consumer habits supports dynamic
growth in e-commerce & quick digitization of

purchases.

12% (up to 162 billion PLN in 2026) - estimated

CAGR increase in online sales of goods in Poland
in 2020-2026

40% (up to approx. 637 billion PLN) - estimated

dynamic of growth in e-commerce B2B in Poland
in 2021

The development of e-commerce is a key factor in
the growth of demand for warehouse space &
logistics services.

Estimated share of e-commerce exceeds

l[3 total demand for warehouse surface on the

polish market.

The pandemic confirmeed that efficient logistic
processes are the foundation of effective
e-commerce activities.


https://www.youtube.com/TIMplMarket
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Long term strategy TIM SA

Strategy Summary 2019-202]1

Sale Revenue and EBITDA margin TIM SA

Revenues of TIM SA
exceed 1 billion

1252

Incorporation of 3LP

935
Start of the
e-commerce 798
store 751
615 656
497 535
) I

2013 2014 2015 2016 2017 2018 2019 2020 2021

Financial Goals of
the development
strategy

in 2019-2021:

Sale Revenue
> 1 bilion

EBITDA Margin > 3,6%

11
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The Value Chain of TIM

IM

/

o

/

Building of the
Offer

Warehousing

>

N

Marketing

7/

/

Sales
& service

N

Logistics

7/

After-sales
service

%

334 suppliers
— producers

215 925 products
(unique indexes available in
the offer)

Alternative Sales Channels
as a cost-effective tool for
development of the offer

81k.m2 warhouse

surface in the Logistics Center
in Siechnice

&in the fascilities

in Wojtkowice

& Krajkéw

High level of automation in
Logistics processes

Planned 8 min zt investment
in sustainable development-
defined strategy ESG

3000 000 - reach of pages
TIM SA in social networks

TIM — expert in
e-commerce B2B

Building of engaged
community suppliers
& clients.

Marketing Campaign
personalizaition

Monthly close to 6 million
product recommendations
displayed to B2B customers

Largest disributor of
of electrotechnical articles in
Poland

129 000 — number of sold unique
indexes in 2021.

51800 — number of clients, that
made a purchase at least once a
year.

246 947 - The number of
customer-facing activities
generated by algorithms in 2021.

Daily analysis of 3,882,400 prices
in the process of automatically
personalizing the purchase price
for a selected group of customers

5,45 min deliveries issued
by 3LP in 2021.

Around 1290
vehicles unloaded
monthly at depots

Nearly 97% of deliveries
made the next business
day aofter order placement
in 2021.

69% -percentage of complaints
resolved in 3 days.

Maintaining quality metrics
despite growing scale of
business

Fast & convenient returns

Dedicated infoline.

12




Long term strategy TIM SA

Pillars of TIM SA strategy

Electrical engineering
center

TIMPL has the widest offer
available right away, at attractive
prices.

75 thousand of products available
in 24h — to headquarters,to the
construction site, to the parcel
machine, for the selected date.

TIMPLis a platform of exchange of
expertise, largest community of
professionals: # Voltage connects
us:

TIM is a place for discovering
new trends & the main place for
market premiers.

33

- projects in this pillar

Value proposal:

» 1IM provides easy order, short wait time & you always get all you need: product, help &

knowledge.”

Shopping at TIM
is a pleasure

TIMPL recognizes the needs of
clients and suggests what they
may need at the given moment.

By saving the professionals time
we help them to focus on what is
important.

At TIMPL each client has
individual prices.

56

- projects in this pillar

Always at hand

TIM is anintelligent Assistant:
fasciliatates, reminds, prompts,
handles it.

Organizes orders and
settlements, makes it easierto
control projects.

It encourages order placement
in advance so that the materials
arrive at the right time

30

- projects in this pillar

1TIM

TIMis a team

We're a never ending start up,
operatingin the culture of
iInnovation.

Each employee affects TIM's
development.

We are always a team.

We are socially responsible, we
engage in the life of local
communities.

8

- projects in this pillar

13




The strategy of TIM SA
Financial goals till 2026:

> 3 billion PLN sales
revenue TIM SA

> 250 min PLN
EBITDA TIM SA

Long term strategy TIM SA



Long term strategy TIM SA

Key competitive advantages

‘ p I website TIM.pl /|; l Technological

advancement
—

\l/ L Automation of
Availability of ' warehouse

OO goods “ processes

Personalized O z:‘oqnngcml
pricing policy O situation

|1
W EE

s

1TIM

Mobile application

Deliveries
in 24H

Easy business
scalability

15






3LP

3LP S.A. Management

3LP S.A. Management Board

Rich experience visible in the innovative transformation of TIM S.A. with strong development vision.

Maciej Posadzy, Grzegorz Hachot,

CEO, 3LP SA. CCO, 3LP S.A.
: : : Motivational Programme
As of 2QOO, inthe TIM Group, in 3LP is As of 2004 in the TIM Group, in for the 3LP S.A Management
repon3|ble&forr‘the d.evleolop.ment 4 3LP is responsible for business Board for years 2024-2026,
strategy & the entire business. J development, sales & constitutes 4 9%

Author of the successful marketing.
transformation of the 3LP business
fromthe internal TIMlogistics
departmentto one of the most
dynamic entities offering fulfiliment
for the e-commerce sectorin

Poland. Shareholding:: 100% 3LP S.A.
shares are owned by TIM S.A.

Expertinlogistics management,
sales and purchases.

Magdalena Czyzkowska,
Finance Director 3LP S.A.

Damian Krzympiec,
COO 3LP S.A.

As of 2000 in the TIM Group, in

: ) , As of 2006 in the TIM Group, is responsible
3LP is responsible for operations.

for the finance area of the 3LP company.

Experienced manager

specializesin managment of Sheis an expertin financialand
logistics processes. managementaccounting.


https://www.youtube.com/TIMplMarket

3LP

Dynamic business growth
under 6 years

s

‘‘‘‘‘

VIl 2018
LTM 2H 2017 X 2017
IKEA
52 IV 2017
min PLN THG i CUBY
total revenues SShtfcttle
32 oponeo ystem
min PLN
from fulfillment
services

2016

40 4% share of fulfillment
e m? beyond GK TIM

* Complete management of the warehouse surface.

X12020

Modernization
of plants with
automation

LTM 1Q2022
147 min PLN 2029
Total revenues ,80
112 min PLN e

from fulfillment services

50, 5% share of

fulfilment beyond GK TIM

R TR T T 1]
bl 3

18



3LP

3LP ensures clients with mid market
cost & operational efficiency

Types of companies operating in e-commerce using fulfillment services. Fulfillment 3LP tailored to the mid market — billing model based on
variable remuneration adjusted to the specificity of the client’s business.

largest e-commerce companies Fulfill t: * Contract settlement and
9 P uifiiiment. revenues are variable,

=/

> based on the number of
« own resources allowing for the selection of automation and planning . operations performed
of logistics processes — ' and a defined scope of
« most often it outsources logistics operations in its own automated s activities
warehouse W(;.ré.hguse Acceptanc « Inflation-indexed
« lower margin on this form of outsourcing leased by 3LP contracts

for a fixed « Long-term nature of
mid market — medium-sized companies e-commerce & cost for sqm. contracts - lasting

traditional offline retailers \ business relationships
% Processing with customers

« Lack of know-how & scale allowing for their own automation A =/
« sepdaration of logistics processes to an external operator being an W / & ;J§'L\2
optimal solution our management - 5 )-0-=C

« Clients of fulfillment companies , that is 3LP systems, Completion &
organization, delivery

automation
Small e-commerce companies Remaining 3LP services

Transportation Services

Logistics for
the 3LP client

Lv They are provided mainly for TIM and include the management of the
« the scale or specificity of the product of operation does not justify the forwarder's car fleet, arrival and departure times as well as vehiclefilling.
use of automation
« logistics carried out independently or outsourced to non-automated f% Buffer warehouses . .
entities E= Irregular buffer storage servicesto help customers manage theirinventory 19



3LP

3-fold increase in total surface in
2023

Evolution of the total surface area manager by 3LP S.A.

3LP is dynamically expanding the total managed area to approx. 180 thousand. m2 at the end of 2022 and approx. 240 thousand.m2 at ~240 k.m:
ﬂ/ the end of 2023 - contract prices for these warehouse space have been contracted.

/ Currently, 3LP has 30 thousand. m2 (~ 40%) of automated space - the company is finalizing the construction of 25 thousand. m2 of
~/ warehouse in Siechnice, where 15 thousand. m2 with fully automatic Shuttle System

P ﬁ - — = :
= The company is finalizingnegotiations regarding the extension of existing contracts with custo ;
< addition, the company is in talks with a potential total value of approx. PLN 100 million in revenues per year ~180 k. m?

from fulfillment (approx.100% of current revenues from fulfillment)

. 17 k m?

/ At the end of 2022, approx. 20,000 m2 will be the warehouse space dedicated to TIM Group — Sycéw —new warehouse
“1  cooperationon market terms. 81,5 k. m?
7],4 k. m2

61,2 k. m? " ~ 72 km? 15 km?

50,5 k. m? Client’'s warehouse managed by Zgierz - new warehouse
3LP
40 k. m?2

25 km? 44 k.m

Siechnice — new warehouse Stubice — new. warehouse
(full automation)
2018 2019 2020 2021

2022-2023

20



3LP

d o @ Qo ¢

3LP development strategy aimed a
further dynamic growth

$_7,  2-foldincrease in total managed warehouse surface in 2022
o0l & 3-fold in 2023

Increase of automated surface 1,5-times at the turn of the years 2022 & 2023

Aquisitions & new sectors

Offer of services for the German market.

New services with high margins & investment in green energy.

Beginning of cooperation of in-house & JV as an additional source for space

Increase in the share of revenues from fulfilment beyond TIM Group to ~60% in 2023



3LP

Dynamic fulfillment growth in Poland driven by strong 3I-P..../
e-commerce demand & market trends.

3LP one of the lagrgest companies
providing independent complete fulfillment
services in Poland

Polish fulfilment market
at early stage of development

Perspective of furher
fulfillment growth in Poland

Fragmented fulfillment services market in Poland : Complete fulfillment (Third Party Logistics) offered 30% of polish companies use warehouse services,
. - by approx. 10-15 entities In Poland (approx. 60 completion, pakaging of goods (mainly relates to the
Third Party Logistics — independentcomplete entities JOlntIy) largest Compoinies)* - growth potential
fulfillment (key service)
Companies offering fulfillment in Poland as a key 12% CAGR sale of online goods in Poland
Logistics Companies service: in 2020-2026

L]
Marketplace 3LP
(Allegro, Amazon) =/ omnlpCICk
é Currently market trends as to fulfilment & warehouses:
Additional service INRAVI: GXO

« nearshoring — location of production & warehouse in the EU
Mw M}W - safety — moving of warehouses to the NATO countries

' Largest e-commerce companies that have € COMMERCE s ULFLLMENT

* ongoingincease in storage resources

Logistics at full potential

logistics operators that have contracted warehouse surface

4=\ fulfillment use it for their own needs. : area the beneficiaries of the supply deficit in storage
M e @0s- m;””,f markets

. . ®e
Many mid-sized e-commerce players do not have !5% ) « Growing demand for flexibility of handling of goods, model
’/ the scale to handle their own goods. LOGISTICS | logislyka performance, buffer storage

Source: Raport GSJ, Fulfilment in e-commerce; trial of 300 companies
using fulfillment 22



3LP

Strategic goals to 2026

Long term strategic goals 3LP

@ Attaining 400 k m2 total managed surface area (over 5-fold increase)

o Over 5-fold increase of automated surface areain relation to the current one (not
o~ counting current surface area dedicated to TIM)

Increase of revenues over 3-fold

23



Financial & Operational
Results



Financial and Operational Results

Dynamic increase in number of clients TIM

Income divided into client segments 1Q 2022 vs 1Q 2021

(%)

Number of business & individual

5] 800 clients TIM SA,(increase of 53% y/y)

Installer

651400 Jmisieassoreersmeseer ‘\

: 8,4% Seller [ wholesaler
(increse19%y/y) e
9,3% Production OEM
36,7% 44,6%
129 ooo Number of unique inedxes sold in B Account
2021 (increase 8% y/y) Maintenance/Maintenance

B Remaining

44,9%
37,2%

18102 S lncredse 255 yiy)

25

* Client fulfilling sales over 1,5 k. PLN monthly .in the last 12 months.



Financial and Operational Results

TIM S.A. — systematic improvement 1TIM
of sales indicators

Number of new clients Sales to new clients
53,8 min PLN/
13,7%
113 min PLN/ )
4 7551 9,0% 03,8
)
6461 6605 / 419 \
5950 '
5 381
5 028 317
4716 249
4135
4104 14,4
1Q 2Q 3Q 4Q 1Q 202 2Q 2021 3Q 2021 4Q 2021 1Q 2022
2020 2021 =—=-2022
Significantincrease in e-commerce interest. The value of sales to new clients is growing with each quarter.
Maintained growth trend & large dynamicin getting new users of Sales to new clients comes to nearly 14% of all of the sales realized
the TIM.pl. Platform. in 1Q 2022 roku.

26



TIM S.A. — increadse In efficiency of TIM

the e-commerce segment

Number of users and sessions

Financial and Operational Results

649 775
617172
797 984
808 907

numiber of users

M 1Q2019 m1Q 2020

N
LO
N
<t
LO
N
N

1Q 2021

2159 618

number of sessions

1Q 2022

2707 387

2884 671

54,7%

users come from
organic movement (SEO)

33,5%

is the share of users from
the Ads channel

30,3%

revenue share from SEO channel
in all onlinerevenues

27



Financial and Operational Results

Selected financial results for TIM Group TIM :z..

.
' Grupa
Kapitatowa

Conolidated data LTM:

Sales Revenue:

1450 min PLN
EBITDA: 167 min PLN
Net profit: 110 min PLN
Total Assets: 668 min PLN

1IM

Unit Data LTM:

Sales Revenue:

1387 min PLN
EBITDA: 132 min PLN
Net profit: 101 min PLN
Total Assets*: 586 min PLN

3LP,

Unit Data LTM:

Sales Revenue:

147 min PLN
EBITDA: 35 min PLN
Net profit: 8 min PLN

Total Assets*: 166 min PLN

* Balance day data for 31.03.2022 .

28



Financial and Operational Results

TIM Group - dynamic growth

from sales

Sales revenue (min PLN)

410,0

274,4

240,

1Q 2020 1Q 2021 1Q 2022

After 5 months 2022 . (last reported data) TIM SA reached over
623 bIn PLN revenue (+34,1% rdr.).

Grupd
Kapitatowa

Revenue in 2015-2021 (mIn PLN)

1314,3
292
o\°
o 9764
S 890,0
@ ° /
H° 830,3
719,2
666,2
575,9
2015 2016 2017 2018 2019 2020 2021

Over two-fold increase in turnoverin 2015-2021 confirms the
development ambitions of the Group.

29



Financial and Operational Results

Fiancial situation favourable
as to investments in development

Cash flow
38 644
37176
-167 [N
-7 085
9720

Financial Cash flow Cash flow Cash flow 31.03.2022
resources from from from financial
31.12.2021 operating investment operations

activities operations

m,1

108,2

Fiancial debt (in min PLN)
& net debt [ EBITDA LTM (pkt)

107,7

92,] 89,6

91,4

98,6

IM

82,8

Grupd
Kapitatowa

83,7

0,27

1Q 2020

2Q 2020

3Q 2020 4Q 2020 1Q 2021

Financial Delbt

2Q 2021

3Q 2021

-=—Net Debt

In 1Q 2022. TIM Capital Group generated significant amounts of cash, which, together with a decrease in the net debt [ EBITDA
ratio, allows it to achieveits business objectives.

4Q 2021

1Q 2022

30



Financial and Operational Results

Payment of dividends in
2005-2021 (mIn PLN)

152 min PLN Paidout

48,80 as of 2005

26,60 115 min PLN Paidout

22 20 for 2018-2021

17,80
12,00 13,30

510 3,50 2,70

2005 2009 2010 2011 2012 2018 2019 2020 2021

As per the recommmendation of the Company’'s management board, following the decision of the AGM TIM will pay additional PLN
1.20 dividend per share (PLN 26.6m).

The total dividend paid by TIM for 2021 will reach PLN 2.40 per share (PLN 53.3 min PLN in total)*.

The dividend date was recommended as July 27, 2022 and the payment date as August 11, 2022.

taking into account an advance paid in December 2021 towards a future expected dividend of PLN 1.20 per share

IM ¢
Kapitatowa

31






Investment Summary

Investment Summary

|
' IM Group

Dynamic growth Stable financial

TIMSA & 3LP SA situation

Increasing market share inthe  Excellent financial results
electrotechnical industry.

Double digit growth rate on Strong cash flow
the scale of operations

, Low debt
Attractive development

strategy TIM & 3LP

Positive perspective of the
e-commerce
& contracted Logistics

Unique

Dividend policy business model

Dividends paid out regulary Industry Leader in
since 2017 e-commerce B2B
Over 115 min PLN Widest product offer

dividends as of 2018

Automated consumer
2,4 PLN per share for relationship management
2021

Significant share & lead
position with most of the
suppliers.

Grupd
Kapitatowa

Leader in logistic

services
for e-commerce

Operationaly & cost effective
fulfillment services

Modern Automation

High indicators of the quality
of rendered services.

Over 80 k. m?2 managed modern
warehouse surface area.

Increase to 240 k. m2 t© 2023

33



Legal Disclaimer

By reading the contents of this Presentation ("Presentation") or by attending the meeting at which the Presentation is presented or discussed, you shall be deemed to have accepted the contents of the following legal
disclaimer.

The presentation has been prepared by TIM S.A. with its registered office in Wroctaw ("TIM" or the "Company") solely for information purposes. Neither the Presentation nor any copy

of the Presentation may be reproduced, distributed or transmitted, directly or indirectly, to any person for any purpose without the written consent of the Company.

This Presentation does not constitute an investment recommendation or information recommending or suggesting an investment strategy. This Presentation does not contain a complete or comprehensive financial or
commercial analysis of TIM or the TIM Group ("TIM Group"), nor does it present its positions and prospects in a complete or comprehensive manner.

The Company has prepared the Presentation with due diligence, but it may contain certain inaccuracies or generalisations. Therefore, it is recommended that any person intending
to make an investment decision with respect to any securities issued by the Company or its subsidiaries should rely on the information disclosed in the Company's reports prepared
in accordance with applicable law.

This presentation has been prepared for information purposes only and does not constitute an offer to buy or sell or a solicitation of an offer to buy or sell any securities or instruments
or to participate in any commercial venture.

The presentation and the graphic objects, information, data and descriptions contained therein may contain forward-looking statements. However, such statements cannot be construed as an assurance or projection as to the
expected future performance of the TIM Group or TIM Group companies. The presentation cannot be understood as a forecast of future results
of TIM and the TIM Group.

Itshould be noted that such statements, including statements regarding expectations of future financial performance, do not constitute a guarantee or assurance that such will

be achieved in the future. The information provided by the Company's representatives is based on the current expectations or views of the Company's representatives and is dependent on a number of factors that may cause
the actual results achieved by the Company to be materially different from the results described in this document. Many of these factors

are beyond the Company's knowledge, awareness and/or control or the Company's ability to predict.

Neither TIM, TIM Group companies, nor the members of its bodies, its directors, officers, advisers, shareholders or representatives of such personsshall be liable for any reason whatsoever arising out of the use of the
Presentation. Furthermore, no information contained in the Presentation constitutes a commitment on the part of TIM Group, the Company, its representatives, shareholders, subsidiaries, advisors or representatives of such
persons. Statistical data or information relating to the market on which the Company, TIM Group or TIM Group companies operate, used in this presentation, has been obtained from public sources or indicated in the content
of the Presentation and has not been subject to additional

or independent verification.

Neither TIM Group and its companies, nor the members of its bodies, its directors, officers, advisors, shareholders or representatives of such persons shall be obliged to provide recipients of the Presentation with any
additional information or to update its content.
The Presentation is protected under the Act on Copyright and Related Rights. 34
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