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BASWARE IN BRIEF

« We help our customers (o)
simplify operations and 66 /O of revenue
spend smarter by comes from cloud
automating their

procurement and finance
processes

We are the global leader
largest e-invoicing
network in the world @
#1in accounts @
payable automation

#1-3 in procurement

i)
°

o

Our growth vision is to
become an EUR 1 billion o

revenue company

EUR 149 million @ ~1,300 employees* Customers in
revenue in 2017 in 14 countries @ 100+ countries
ba Swa rESource: Company Information
2



BASWARE OFFERING HELPS TO SIMPLIFY OPERATIONS AND
SPEND SMARTER

Data Analytics

a Accounts Payable and Procurement Software
Payment .-~ Ttea

e Analytics
f ol Source y

* Accounts payable automation
i

e e-Procurement

« Strategic sourcing

* eMarketplace
Match

% e Basware Network
=
P, basware » Invoice sending and receiving
NETWORK
A

* Supplier management
» eArchiving

D

e Financing and Data Services

)

— 1

Invoice v

Receive



OPEN NETWORK AND
VALUE OF
PURCHASING DATA




AN INVOICE IS A GOLD-MINE
FOR DATA MlNER When was the purchase made?

When was the invoice issued?
What are the payments terms?

1 INVOICE
Who is the seller? . e s G
What are the seller’s h‘ S e e o e
ContaCt detaiIS? ;.rel:r:ts I;M Chase/ Acct#: 100081831 P“”""“‘m_“"“s’ e
Ad u'be ABA: 021000021/ SWIFT: CHASUS33 i Al Al
y - . [ Purchase Order. ADDO15458428 |
What are seller’s identity i = 1B e
and bank detalls? Order Number: 5015641088
| Order Date: JUL-28-17 |
. Customer No.: 1452233
Who is the Buyer? SILES BiltoNo. 492200442
Adobe Contact Information:
What are buyer’s contact s s
details?
Is there a purchase order number?
What has been bought? Is there a contract number?
What are the unit prices? [ tmewe  materisi o/ bescription vom UniePrice Gty Extendedpice
D0001C 85288030 E | 1200 | | 1 |

Send for Signature ALL OTH Monthly Hst Web spt? MUMN 14.00
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OPEN NETWORK NETWORK SECURES ACCESS TO A MASS
OF INVOICES AND BUSINESS DOCUMENTS

Largest Open Network
e-invoicing network Philosophy

g

>120 million

transactions
annually

>EUR 600
billion
annual spend on
Basware’s network

220+

interoperability
partners

1.4M+

active buyers and
suppliers

Multi-lingual,
Multi-format

>70

elnvoice formats
supported

VAT compliance

in more than 50
countries

Hundreds of millions of B2B

business documents

Global
Trusted Partner

Used in more

than 100

countries

Connected to main

government
hubs




PURCHASE-TO-PAY PROCESS OFFERS A NUMBER OF
VALUABLE NEW DATA POINTS FOR A CUSTOMER

1 E
Receiving Data Entry Coding and Verification and Goods
Matching Approval Receiving
/) %
o} g ii
, Payment Enquiries Data Collaboration
. Processing Management
@ @
| Disputes and Tax and Fraud Talent Reporting and

Resolution Compliance Prevention Management Analytics



BASWARE FOCUS IS ENSURE CURRENT CUSTOMERS

GAIN VALUE FROM THEIR OWN DATA

Segments:
g Current customers

Data Quality and
. enrichment services
Solutions: Basware Analytics Data as a product
Risk & Compliance
scoring

New value
added

Data as a
Product

Focus Improve core
areas: products

services




ANALYTICS VALUE PROPOSITION - ACTIONABLE VISIBILITY
TO 100% OF THE COMPANY’S SPEND

Time frame Start date End date Metric (Alternative metric) Association type Share % for Pareto graph
Last 2 years v 2018-01-01 2018-10-23 het total company v (Al v 20% v
Total Spend by Transfer Completed Running Total of Spend by Transfer Completed 4% of suppliers create 80%
10,000,000 of spend
0,000,000
99%
5000 000 40,000,000
20,000,000

. Spend under control
B uUnmanaged spend

2018-03-01 2018-05-01 2018-07-01 2018-09-01

Supplier classification
[ v | Al

Organization Invoice type
(Al * | [Al) .

Organization | Main category

5as - Wiho IcT & Business-DO NOT USE |
@) " imemal expenses-00 NoT .. [

Baiance sheet-DO NOT USE . |

Professional Senvices-DO NO... |GG

Undetned —_—

Marketing-D0 NOT USE THIS _

HR-00 NOT USE THS AN, I
Real estate & Faciifies-0O N [ INNENEGG
0 5,000,000 10.000.000

ok ol e bt Ll b sl e

Supplier name

15,000,000

2018-03-01 2018-05-01 2018-07-01 2018-09-01

Supplier sorting criteria Supplementary dimension

v MNet or gross total, company = Reference number v
Suppliers & Reference number
Rag Dolt Workforce Steamlinin
Omaohyoid Takeovers
Cccipitelrontais Takeovers
Cardamom Teddy Bear Supplt..
The Peter Pan Killer Trophy p..
Stam Warkforce Steamiining S..
Cannon and Saber Teddy Bea
Tino Takeovers

Gasrocnemius Takeovers



e MANAGING VENDOR DATA IS A SIGNIFICANT AND
USUAL PROBLEM

» A global company can have tens of thousands of suppliers

» A usual problem is that a company cannot even list their vendors — let alone answer
questions such as "Are you buing from any supplier that is in breach of regulatory
compliance requirements in any of the countries you do business in?”

» This exposes them to a number of risks such as
— Paying the wrong company, or paying suppliers several times
— Direct breach of regulation, sometimes subject to steep penalties
— Possibly substantial brand and business risks, e.g. Corporate Social Responsibility risks
— Akey supplier shutting down operationgs due to financial problems
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e DATA-AS-A-PRODUCT IS A MEANS TO ACCELERATE
INTERNAL AND EXTERNAL INNOVATION ON DATA

"ﬂ"
‘n‘

End user
— |
®__ =
=10
Al, ML
Embedded , .
ar?;l;ticse applications Reporting

Basware Product offering

’ \‘ loolliooliiooi ool > ‘o
ololiololiololl ololl -U I —
Aggrega Classify 1000100010001000 I — l .

te
\ / Batch / streaming
Basware
Analyze Load

Professional
Transform bl

Extract e
X

Customer data
11 science team




TYPICAL CUSTOMER
ROADBLOCKS




TYPICAL CUSTOMER ROADBLOCKS TO STARTING TO
BENEFIT FROM THEIR DATA

* A lot of paper documents and manual processes. Variance
between countries and legal entities.

» Data quality
— Missing or erroneous data in business documents
— Fragmented and manual data processing and updating

- Data access
— Multiple ERP tools and data conventions
— Security and privacy considerations

 Lacking capabilities and capacity
» Lacking sense of "what is good”
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USING COMPANY’S OWN DATA IS A STARTING POINT

« Currently majority of companies are still struggling with getting access and visibility to their own data.
There are multiple technical, operational and privacy-related questions to be answered.

» Value starts scaling up when a company’s data is combined with third party data and with relevant
benchmarks

« This next steps leads into a number of fundamental questions to be answered, including

14

Based on what grounds a company can share "their data”?
How are security and privacy considerations to be handled?

How do we set up data sharing and re-sharing privileges with the data partners? How do we enforce
those terms?

How do we set up fair prices for each partner’s data?
How do we technically set up data sharing? Who will be accountable for what?
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