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Services Smart Al solutions for
Data commodities

Shares Outstanding (m): 24,57

Vi . (U 2 We initiate coverage of eVISO with a Buy rating and target price of EUR2.96 per

Enterprise Value (EURm): 47,34 share. eVISO is an innovative company active in the rapidly growing Big Data

Free Float (%): 20,9% analytics market through a proprietary Al platform already successful in the
1472 Electricity market ready to enter, adding scale, into other commodity markets.

Av. Daily Trad. Vol. (k):

O Caminho 52.9% The company is currently a leading energy trading player with gross profit
Main shareholder aminho 52,9%

margins well above peers (as represented by management) and is entering into
Reuters/Bloomberg: EVS.MI  EVSIM new commodity markets (gas, wheat, apple) replicating the success of Electricity.
52-Week Range (EUR) 1.92 250 Th_e. IPO completed I_ast December at EURI.75 per ;harq gave to eVISO EURS

; million of new financial resources to expand outside its original area and further
SRS L L GRS develop its Al platform (moving to an open system machine-to-machine). The
listing should also help to attract new talents, improve its credit rating (currently
Bl.I as for Cerved corresponding to one notch above investment levels) and

Performance increase its brand awareness. The company’s small but highly experienced
Im 3m 12m management team and a lean cost structure should allow eVISO to grow rapidly
Absolute 3.6% while increasing its current 5% EBITDA margin, despite the COVID-19 outbreak.

The bottom line, which has always been positive in the past five years, should

Rel. to FTSEIT A% more than double in the next two years. The company has a solid balance sheet

Soucefioctes (with net cash) with a minimal net invested capital and an impressive capital
turnover.
Graph Absolute/Relative since IPO > eVISO is an innovative company which invented a new paradigm to collect,
2.55 cluster and analyse Big Data. This new paradigm in based on an automated
245 proprietary Al platform which allows to analyse automatically billions of
2;2 data in order to elaborate forecasts to be applied on both demand and
2:15 supply sides of physical commodities’ markets optimizing volume and
2.05 pricing through algorithmic trading. The company has an excellent track
1.95 record with an outstanding top line growth (23.5% CAGR in 2017-20),
1.85 significant gross margin improvement (from 5.8% to 10.1% in 2020), a
g 5 § § § § § § 8 stunning expansion of its net profit (58% CAGR) and a sound free cash
7 838K\~ flow generation (40% CAGR of gross cash flow).
VIS0 SpA FTSE Italia All-Share > We expect the top line to increase to EURI35 million in 2023 (from
EUR48.4 million in 2020) with an EBITDA margin >5%. The bottom line
Marco Cristofori should rise to >EUR4.9 million in 2023. Despite an aggressive capex plan
Senior Analyst =~ (around EURI0 million in the next 3 years of which EUR6 million in its Al
marco.cristofori@ubibanca.it
Tel. +39 0277814393 paltform) net cash should surpass EUR8.0 million at June-23.
> Our target price of EUR2.96 per share is obtained as the average of a DCF
Dario Fasani valuation (WACC 6.2%, g %), an EVA valuation and a multiple valuation
j\;ia;.);as:ani@ubibanca.it based on a sample of Al and energy companies. eVISO is exposed to some
Tel. +39 02 62753014 risks; these are mostly related to the low visibility on the entrance into

new commodity markets, the strong dependence from few key people and

www.ubibanca.com/equity-research . .
quity the company’s limited commercial network.

Financials Ratios

e e 2020A 2021E  2022E  2023E Closingat 30 june  2020A  2021E 2022 2023E
Revenues (EURm) 48,4 70,6 98,5 1369 P/E (x) 30,2 28,8 16,1 10,6
EBITDA (EURm) 2,4 3,4 55 7,9 P/CF (x) 50,8 41,4 10,5 8,4
EBITDA margin (%) 4,9% 4,8% 5,6% 5,8% P/BV (x) 11,9 4,2 34 2,7
EBIT (EURm) 1,7 2,5 4,4 6,3 Dividend Yield (%) 0,9% 0,9% 1,6% 2,4%
EPS 0,06 0,07 0,13 0,20 EV/EBITDA (x) 14,9 14,0 8,4 5,6
CFPS 0,03 0,05 0,20 0,25 Net Debt/Equity (x) 0,0 -0,4 -0,4 -0,4
DPS 0,0l 0,02 0,03 0,05 Net Debt/EBITDA(x) 0,0 -1,5 -1 -1

Source: Combanv Data. UBI Banca estimates Source: Combanv data. UBI Banca estimates
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Key Financials

(EURmM) 2020A 2021E 2022E 2023E
Revenues 48,38 70,64 98,46 136,85
EBITDA 2,35 3,37 5,53 791
EBIT 1,66 2,55 4,38 6,31
NOPAT I 1,71 2,94 4,22
Free Cash Flow -1,10 -2,54 1,27 3,22
Net Capital Employed 2,90 7,25 9,24 10,94
Shareholders' Equity 2,94 12,46 15,27 19,37
Net debt/(Net cash) -0,05 -5,21 -6,03 -8,43

Source: Company data, UBI Banca estimates

Key Profitability Drivers

2020A 2021E 2022E 2023E

Net Debt/EBITDA (x) 0,0 -1,5 -1l -1,
Net Debt/Equity (x) 0,0 -0,4 -0,4 -0,4
Interest coverage 14,8 18,2 87,7 0,0
Free Cash Flow Yield (%) -3,1% -5,2% 2,6% 6,5%
ROE (%) 45,6% 23,6% 23,5% 28,4%
ROI pre-tax (%) 101,0% 46,4% 49,7% 58,1%
ROCE (%) 79,1% 33,7% 35,6% 41,9%
Source: Company data, UBI Banca estimates
Key Valuation Ratios

2020A * 2021E 2022E 2023E
P/E (x) 30,2 28,8 16,1 10,6
P/BV (x) 11,9 42 3,4 2,7
P/CF (x) 50,8 41,4 10,5 8,4
Dividend Yield (%) 0,9% 0,9% 1,6% 2,4%
EV/Sales (x) 0,73 0,67 0,47 0,32
EV/EBITDA (x) 14,9 14,0 8,4 5,6
EV/EBIT (x) 21,2 18,6 10,6 7,0
EV/CE (x) 12,1 6,5 5,0 4,0
Source: Company data, UBI Banca estimates * based on listing price (EURI,75)
Key Value Drivers
(%) 2020A 2021E 2022E 2023E
Payout 25,7% 25,0% 25,0% 25,0%
NWC/Sales -1,5% 0,8% -0,1% 0,0%
Capex/Sales 4,4% 5,0% 3,8% 2,2%

Source: Company data, UBI Banca estimates
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Investment case

We initiate coverage of eVISO with a Buy rating and a target price of EUR2.96 per share.
The stock has strongly overperformed since its listing at the end of December 2020
growing by 21.7% (vs. +8.6% of FTSE AIM Italia index) and, for the time being, presents a
healthy liquidity (139K shares traded per day on average since the listing).

eVISO is an innovative company which invented a new paradigm to collect, cluster and
analyze Big Data. This new paradigm in based on an automated proprietary Al platform
which allows to analyze automatically billions of data in order to elaborate forecasts to be
applied on both demand and supply sides optimizing volume and pricing through
algorithmic trading. The platform has been applied since 2013 to the Electricity market
with a stunning sales and profitability growth.

We believe there are several key factors that could drive share price performance in the
coming months:

Disruptive Al technology with high entry barriers: the Al platform created by
eVISO not only has one of the highest accuracy rates in the market, according to the
management, but presents a huge entry barrier as its algorithms (>100) have been trained
for years, significantly reducing the timing to execute analysis and enhance the accuracy of
forecasted data. This unique characteristic is difficult to replicate and gives to eVISO a
competitive advantage of at least two years according to the management. In addition, the
company is evaluating whether the compendium of its Al algorithms and its software
constituting the Al platform may be worthy of intellectual property protection by means
of a "method patent” or as a "technical means that implements a method";

Control of the entire Data value chain: eVISO is one the few players in the
Electricity market able to control the entire Data value chain from the collection of
billions of data (the so-called data lake) to the elaboration of reliable forecasts, the orders
execution and the pricing & billings. In our view, this is a significant advantage which makes
eVISO able to extract more value as its outstanding profitability compared to peers has
shown and is the same approach the most successful new-economy companies have
already been utilizing (Amazon, Facebook, Alphabet).

Management expertise: eVISO management has an outstanding educational
background (mostly in Al and Big Data related topics) and long-dating experience in the
energy sector. Furthermore, it works together as a team since more than five years (in
some cases almost ten years).

Attractive fundamentals: eVISO not only showed an impressive revenues and
profitability growth in the past three years (24% CAGR of the value of production and
38% of EBITDA) but has always reported a positive bottom line. The company was cash
positive even before the EUR8 million cash injection stemming from the listing and
presents a negative operating net working capital which has led to a stunning capital
turnover (14.8x in 2020). The cost structure is lean with a limited weight of fixed costs
(5.3% of value of production on average in the past three years) and according to
management, this rate will decrease in the coming years due to Al platform’s and business’
scalability.

New opportunities: the Al paradigm developed by eVISO is applicable to all physical
commodities that have huge volumes, stable markets but still with space for more
efficiency (e.g. by reducing transaction costs in general and inherent transaction risks) and
a high price-volatility. In other words, eVISO’s proprietary Al platform has been conceived
scalable since its inception and therefore the company is entering the gas, wheat and apple
markets (with possible extension to other fruits) scaling-up the business.

Impressive growth prospects: Based on our estimates, eVISO should continue to
grow rapidly in the coming years: top line should be driven by the penetration of new
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clients, particularly electricity resellers, and by the entrance into new commodity markets
exploiting the Al capabilities while profitability should increase thanks to eVISO operating
leverage and new markets’ higher profitability than energy. We estimate a top line CAGR
of >40% up to June-23, an EBITDA CAGR of >50% and a bottom line CAGR of around
62%. Net cash should increase up to EUR8.4 million at June-23 despite a significant capex
plan (EURI0 million in three years).

Resilient to COVID-19: During the first lockdown in March and April 2020 eVISO has
proven to be resilient to the COVID-19 outbreak with revenues increasing by 12.9% on
FY2020 despite the pandemic and a decrease of energy price (PUN). This was possible
thanks to the clients mix focused on small and medium-sized industrial and agrifood
companies whose activities were resilient to the lockdown and to the efficiency of its Al
platform that recovered the COVID-19 shock on the electricity market in just few days.
The management estimated a negative impact on EBITDA of less than EURO.5 million in
2020.

In a nutshell, we believe eVISO can rely on a fast-growing and highly-profitable trading
activity based on an innovative proprietary platform, while the upcoming new businesses
should increase its size and profitability.

We believe the best methods to value eVISO, could be a DCF, which gives a clear view of
the long-term potential of the company and an EVA valuation, which shows the strong
value creation of eVISO. We also run a relative valuation based on the average of the
multiples of Italian Al players and a sample of mid-size energy players. We highlight that
eVISO does not have any direct peer listed as Al players are generally adopting a SaaS
(software as a service) business model, while energy players normally produce electricity
acting as Esco companies. In addition, eVISO closes the financial year on 30 June and this
can make a multiple comparison misleading. At our EUR2.96 target price, eVISO would
still trade at an average discount of 13% compared Al peers EV/EBITDA and 19% on P/E
as for 2022.

The company is exposed to some risks; these are mostly related to the low visibility on
the entrance into new commodity markets, the strong dependence from few key people,
potential negative impact from the COVID-19 outbreak and the company’s limited
commercial network.
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Company Profile and Business Model

eVISO, founded in 2012 by a team of nuclear and physics engineers led by Mr. Sorasio,
invented a new paradigm to collect, cluster and analyze Big Data. This new paradigm is
based on an automated Al platform, internally developed, which allows to analyze
automatically billions of data in order to elaborate forecasts to be applied on both demand
and supply sides optimizing the pricing through algorithmic trading. To be successful this
platform needs huge trading volumes and significant price volatility and therefore can be
applied to all the commodity markets where these features manifest (e.g. electricity, gas,
fruits, etc.).

Figure | — eVISO Al platform

From the collection of billions of data, the platform builds synapses forming all possible
connections between data and launch the algorithms that elaborate such data. Al
selects the winning algorithms with the best forecasting and strategies for the
electricity trading.

HUMAN

COMPUTING THE
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& MACHINE LEARNING

BUILD CORRELATION
BETWEEN DATA

AUTONOMOUS FEEDING OF THE DATA LAKE

Source: Company presentation

The first step to exploit its platform was identified in the Electricity market which
presents important daily price fluctuations coupled with impressive volumes. eVISO,
through >23k meters monitored in real-time is able to understand the single customer
electricity needs (energy consumption fluctuation during the day) matching its demand
with the best electricity price available on the market, elaborating five forecasting cycles
per day. In this way clients can have attractive savings (ranging from 4% to 10% according
to the management) and eVISO a higher gross margin compared to peers (five times per
MWh on direct clients according to the management).

Figure 2 — eVISO at a glance
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Source: Company presentation
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This new approach to the Electricity market has been quite successful: the timing to
execute analysis shrank by a third since 2017, monthly offers in intraday Electricity market
have grown to >50k bids, and in November 2020 eVISO reached the “digital supremacy”,
compared with 24k of the second best and the accuracy of eVISO forecasts now stands at
>90%, a much higher rate compared with the traditional approach used by the main
players in the market. The result was a single client profile which led to >200 types of
contracts dedicated to direct clients and resellers.

Figure 3 — Energy billed and number of bills to direct clients (i.e. excluding resellers) per month — Jul. 201 6-
Jul. 2020
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Source: Company presentation

These technical data allowed eVISO to have a strong competitive advantage (2-3 years
according to the management) gaining market share (direct clients monthly bills CAGR of
48% in the past four years and 20% CAGR of MWh of energy billed) with a minimal
switch rate (5.4% vs. 16.1% of the market in 2019 - source: Arera) while revenues
reached EUR47.8 million with a growing gross margin (from 5.7% in 2017 to 10% in 2020)
also due to the trading technology evolution. Moreover, since 2019, eVISO entered in the
resellers market, enlarging in this way its activity to the whole Italy and strongly increasing
its meters’ number (+80% in two years).

Figure 4 — eVISO Al platform drives all the phases of the Data value chain
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Source: Company presentation

eVISO has the full control of the Data value chain applied to the Electricity market: once a
supply contract has been signed with a new customer (contracts are automatically
renewable and last 12 months for low voltage and 24 months for medium voltage with |-
month and |2-moths cancellation respectively), the company begins to collect data on the
customer's energy consumption (also sending its technicians to the customer's premises
for the meter onboarding process). The following step is the profiling of the customer
(which are dived into 74 clusters) which, thanks to the proprietary algorithms, allows
eVISO to predict the customer's electricity needs for the next 24-48 hours, with a high
degree of accuracy. In the meantime, Al platform forecasts the most convenient purchase
among 7 intraday electricity markets matching the right quantities with the right
purchasing price. In this way eVISO is able to maximize the gross profit as the amount of
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energy purchased at the lowest possible price coincides with the actual energy needs of
the customer portfolio.

Figure 5 — How to increase the gross profit?

I < T
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monitoring of 47 variables features prices
Forecast of the market liquidity Forecast of the market
and the acceptance dynamic to improve
How to of its own orders its own strategies
increase
profits? Predicting the volumes Prediction of other players
of each single offers and impact
market operator on future prices
Source: Company presentation (1) :Mercato del Giorno Prima

The last part of the business flow is more traditional but, contrary to other players,
pricing and billing activities have been internalized and automated. This strategic choice
has given to eVISO the important advantage to collect changes more quickly, modifying
the system following any regulatory updates, without incurring penalties. In addition,
eVISO can monitor in real time the gross margin per customer reviewing the pricing if the
margin drops. A full overview of this process clarifies also why eVISO’s bad debt rate
(0.05% on its turnover) is far lower than the average shown by the electricity market as a
whole (0.25%); in order to reduce potential bad debts, indeed, eVISO’s financial
department makes preliminary in-depth analyses over single counterparts’ credit
worthiness based on stiff criteria, refusing 4.0% circa of already pending contracts.

It is important to highlight that eVISO presents monthly full and extensive reports and
daily synthetic alerts to customers which can detect anomalies in consumption. The
integrated reading of reports and alerts allows the customer to identify and evaluate any
inefficiencies in their production cycle in terms of energy waste and to maintain the
efficiency levels achieved. In our view, this represents a competitive advantage as only few
players can offer this service.

eVISO offer to the domestic channel (i.e. private consumers) is called CLARA (which is
also the commercial brand): launched at the end of 2020 is a rechargeable product that
provides a flat rate for the supply of electricity derived for 100% from renewable sources.
CLARA is sponsored by eVISO's commercial partners (e.g. banks, grocery stores, phone
shops, etc.) and encompasses a EUR50 fix per month cost (EUR2 of which goes to
charity). The offer includes 200 kWh/month and an additional 200kWh that are included
in a “safe”. When the monthly 200 kWh are surpassed the “safe” is depleted and, once
over, another EUR50 will be charged to refill the “safe”. On the other hand, for every 50
kWh saved (i.e. that the client doesn’t consume out of its 200 kWh pot), it receives
EURI0 bonus for additional recharges.

Finally, eVISO offers ancillary services, such as consulting with specialized engineers,
temporary activations, free meter deactivation and reactivation (a useful service during
the lockdown period), thermographic and seismic diagnosis, grounding check.
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Entering new markets

eVISO has clearly showed that it had passed the start-up phase and now is ready for the
next step, that is the application of its Al platform to new commodities markets which
have been already identified (gas, wheat and other cereals, apples and other fruits).

In our view, this passage should be easy in the gas market as there are significant upselling
opportunities (common commercial network, clients used to deal with gas and electricity
together, growing demand from resellers) while the rollout of smart gas meters is nearly
completed. Since October eVISO signed gas supplying contracts with 250 customers and
therefore we expect the first gas contribution to the top line already in 2021.

The apple and wheat market both fall into the description we made of an appealing
business for eVISO (huge amount of data, stable and mature industries but with further
room for efficiency, highly volatile). Those markets have also some commonality (in terms
of players) with the electricity one and this grants a point of access (through companies
which are already eVISO’s clients).

The penetration strategy follows four steps similar to what done in the energy market:

“Pain”: understanding customer’s needs (e.g. perceived inefficiencies);
“Application”: understanding how eVISO could extract value;

“Scalability”: enlarging the services offered and raise entry barriers;
“Maximization”: optimizing pricing and above all profitability by dividing clients in
different clusters.

VvV V V V

Figure 6 — Penetration strategy’s overview

| penevaionsiaens [0 ipe W)\ seriication wrman S

Testing on few customers,

— Understanding ... and how to : ; Optimizing the pricing
Description enlarging senices offered . .
Customer's needs... extract value - . to each single unit
and raising barriers to entry
Energy for Energy for
Peach Corn Soy Gas Apple Wheat Resellers Direct Clients
Al © & @ © © ® ®
Status 2 £ @
(2023) (2023)  (2023) (2022)  (2023) (2023) (2022)

(Fiscal year of expected entry into the “Maximize Value” phase)
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with new Energy clients €350k) with pre-identified buyers (ca. €10m)

Revenue Model € /PDR! Phase-up fee + % / €cents of each contracts value + monthly fee
Profitability vs. Energy ' t

Source: Company presentation

The apple market in Italy is mainly represented by 9 large players (covering around 80% of
the total market according to the management) every one of whom groups hundreds of
farmers with the aim of concentrating the supply, share costs and plan the production.
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eVISO has already signed an agreement with one of them, Lagnasco Group, which is based
in Saluzzo (Cuneo, Piedmont) and is already client on the electricity side. Representing
more than 300 farmers, Lagnasco Group sells to the GDO and HO.RE.CA. channels not
only in Europe but also in North Africa, America and the Middle East.

The “pain” point in this case is the lack of clear forecasts on forward prices of apples to
be physically delivered at future dates (e.g. 12-18 months) associated with counterparts’
potential behavioral unreliability in term of defaults of forecasted trades, given the market
practice of entering on spot into not-fully binding agreements. Economically and financially
speaking, this “pain” expresses itself as a sensitive increase of transaction costs (lowering
related margins) and inefficient goods (viz. apples) and capital (viz. apple stock financing)
allocations (increasing interest expenses and/or lowering players’ ROE). In order to
overcome these unpleasant current market conditions and their effects (also worsened by
the current practice of hand-operated trading procedures), eVISO conceived to set forth
and build up the info-technical and legal infrastructure of a “market place” where players
(that is, apple producers, as sellers, and purchasers, as wholesalers on the consumers’ and
GDO markets) could cast their forward bids and asks, sharing price-and-volume of apples’
data forecasts and enter on spot into strictly legally binding forward contracts. This
market place, whose info-technical infrastructure is already completed and will be open to
negotiations expectedly in 2021 (after a so called “warm-up period”), will be managed by
eVISO through its Al platform (as to data forecast producing and sharing, and data /
contract clearing) and its legal department (as to contract samples and closing activities).
While players will be asked exclusivity on the realm of forward delivery contracts ,
participating into this market place will not require exclusivity on players’ side regarding
the standard spot price negotiations; the agreement with Lagnasco Group envisages that
the apple producer will put a part of its production into the market place and it would
also find buyers by itself outside this market place, albeit eVISO’s management is confident
that benefits to players from participating into the market place will attract great part of
their apples’ stocks to it in the short term. Invoice settlements of goods traded on the
market place will be managed directly by parties, not being this expressly part of eVISO’
commitment.

In a nutshell, in the apple market eVISO plans to offer the following services:

>  On demand forecasting of prices and quantities in general and advisory on
market conditions and trading strategies tailored on single player;

> A market place with standardizes binding forward contracts, on-time data on
supply and demand features and other ratios and index;

> Possibly ancillary services.

We understand that the revenues model would be based on:

> A set-up fee — in exchange for setting up the customer to access the market
place;

> A monthly fee — in exchange for accessing to the marketplace and benefiting
from added value services;

> A % on the counter-value traded (EUR4/5 cents split between sellers and
buyers).

Contracts should be 36 months-long and will be exclusive (in terms of forbidding players
entering in similar market places potentially set up in the future), granting some revenues
visibility in the long run. The platform is scalable as it already envisages several formats
(cargo/container), commodity type (several kinds of apples related to specific market’s
segments), currencies and stocking/delivery locations.

On the wheat market “future” contracts are extremely common and liquid tools that
allow buyers to secure supply without being left short of product (eventually it is just a
matter of reliably forecasting prices and volumes in future dates). There are also
established marketplaces (Euronext, CBOT) so there is no space to set up a
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“marketplace” like in the case of apples. The “pain” point here, according to eVISO, is the
lack of business intelligence on prices and volumes and the limited attention to cost
optimization. This is because wheat represents only a marginal part of the final product
cost/value.

While on this commodity eVISO doesn’t plan to create a market place, nonetheless it will
offer demand forecasting and advisory services together with other ancillary services.

We understand that the revenues model will be similar to the one applied to the apples
market, and would be based on:

> Aset-up fee;
> A monthly fee and/or a % on the counter-value traded.

The company is in the drafting phase of an MoU, which should be finalized by the end of
February, with a leading industrial player and may soon starting to operate.

Interestingly enough, there are other adjacent markets to the wheat one (like for instance
soybeans and corn) which would follow through in case of a successful entrance into this
segment.
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Corporate Governance

The Company has been listed on the AIM stock market on December 30 2020 at
EURI.75 per share raising EUR8 million of new financial resources through a capital
increase reserved to investors and EURI million of sale from Iscat (of which EUR0.3
million stemming from the greenshoe). The share capital is now composed by 24.57
million of ordinary shares. The main shareholders are three holdings, namely “O
Caminho”, “Iscat” and “Pandora” for a total 79.1% stake while the free float is 20.9%. The
Company founder, as well as current President and CEO, Mr. Sorasio controls indirectly
50.1% of eVISO capital, being the majority shareholder of “O Caminho” with a stake of
83.3% and holding 43% of “Iscat”.

Figure 7 — Shareholder structure

Free float
20.9%

O Caminho
52.9%

Pandora
12.2%

Iscat
14.0%

Source: Company data

The Board of Directors is composed of 5 members, 2 of which independent and 2
representatives of the shareholder base (Mr. Sorasio and Mr. Roci), and was nominated in
Oct-20 (it will expire following the approval of 2023 financial statements). The total
remuneration of the BoD was EUR0.36 million in FY19 (vs. EUR0.28 million the previous
year), corresponding to around 7% of EBITDA and 34% of Net Income. The company
has also recently approved a stock option plan which imply the distribution of 100k option
to subscribe shares at EUR0.015 each in 2021 equal to 0.4% of the outstanding share.

Figure 8 — Board of Directors composition

Director Role Experience in energy sector
Gianfranco Sorasio Chairman and CEO, executive 20+ years

Mauro Bellino Roci Executive director 10+ years

Jodo Cordovil Wemans Executive director 10+ years
Antonio Di Prima Independent director

Roberto Vancini Independent director

Source: Company data
Management Team

eVISO s still managed by its founder together with a management team of very high
standing with a solid education background (as can be expected by a technology
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Figure 9 — Organizational structure

company).

Gianfranco Sorasio - Founder Preseident And Ceo

Has an impressive educational background: Nuclear engineer (PoliTO) and P.h. D. in
Physics (Umea, Sweden) under L. Stenflo (Nobel Committee Chairman). He was author of
several scientific papers on supercomputers’ numerical simulations. Gianfranco is an
ALUMNI of the Harvard Business School where he completed the OPM Program and
various executive masters in Leading Innovation and customer service.

He has more than 20 years of professional experience in the energy sector and, merging
its educational background and its professional experience, founded eVISO at the very
end of 2012.

Joao Cordovil Wemans - Data Services Platform Director

Another impressive educational background as Mr. Wemans is a Physic engineer (Lisbon,
Portugal) and a P.h.D. in Ultra-high-Power Laser Technology. He can boast a collaboration
in hi works with Professor G. Moreau (Physics Nobel Prize in 2018). He has more than 10
years of professional experience in the energy sector and joined eVISO basically from day
one (end of 2012/beginning of 2013), at the time when the company acquired its business.

Federica Berardi - Chief Financial Officer

Federica has a degree in Geography at the university of Turin and an executive MBA at
lISole24 ore business school. She has more than 6 years of professional experience in the
energy sectors gained entirely in eVISO which she joined in 2014.

Sergio Amorini — Sales And Customer Care Director

Sergio holds a Nuclear engineer degree from PoliTo with a Master in Plasma physics
(Lisbon, Portugal). He then added a Master in Relationship Management and an Executive
Master in Digital Transformation and Business Strategy (lISole24ore business school).
Sergio has worked several years abroad between: Spain, India, Brazil and Portugal. He has
more than 9 years of professional experience in the energy sector and joined eVISO at
the end of 2015.

Carlo Cigna - Energy Intelligence Director

Carlo holds a Nuclear engineer degree from PoliTo and an Executive Master at
Massachusetts Institute of Technology (MIT) in Data Driven Pricing and an Executive
Master in “Leading Innovation” at Harvard Business School. He has more than 9 years of
professional experience in the energy sector and joined eVISO since the beginning as a
consultant and since 2015 on a full-time basis.

The company organizational structure is the following:

| President and CEO |

Gianfranco Sorasio

Events & Conventions | Marketing & Communication
Domenica Sorasio Marco Jorio
Human Resources

Paola Quaranta

Sales and Customer Care
Director

Sergio Amorini

Energy Intelligence Chief Financial
Director Officer

Carlo Cigna Federica Berardi Joao Wemans

Data Services Platform
Director

Source: Company data

0
=]
3
o
)
=
~
o
[0}
=
o
S
-




eVISO

UBI><Banca

|5 February 2021

Strategy

We understand that eVISO strategy is based on several different levers:

>

Increasing the penetration of resellers: Two years ago, eVISO decided to
extend its electricity offer to resellers in order to rapidly expand its revenues
increasing the number of clients and in 24 months signed contracts with >20
resellers (serving around |5k users), strongly increasing the number of meters
(from 6.6k in 2018 to 23.3k in 2020) and few days ago announced to have
subscribed new contracts with resellers for supplying 54GWh from March.
These new contracts should add around EUR7 million of sales, based on the
average energy price of 2020, corresponding to 5% of 2020 turnover. Resellers
are fundamental to increase massively the data collection and therefore to train
much better and faster the algorithms of eVISO enhancing in this way the
capability of the platform. Even if average gross margin on resellers is lower
compared with other clients’ clusters, the management cost per meter is lower
and resellers present a limited risk as invoices are sold to factors without
recourse (with the cost of factoring paid by the resellers). eVISO aims to further
grow with resellers and to increase its share of wallet, now at 5-10%. According
to management, the massive interest of resellers towards eVISO’s offer is
explained mainly by its capability to provide them with sets of analytical data,
management tools (e.g. to reduce billing and trade receivables collection times)
and strategy inputs to maximise their clients’ portfolios, all tools otherwise not
easily accessible which are the basis for resellers’ gross margins’ increase at
favourable conditions;

Exploit upselling and cross-selling synergies in Gas: eVISO has around
5.000 direct clients which could be easily engaged with a gas contract given a
common commercial network and clients used to deal with gas and electricity
together. In addition, the rollout of smart gas meters in Italy should be
completed in 2021 allowing a massive data collection to feed the Al platform
and resellers seem eager to expand the partnership with eVISO also to gas. Up
to date the company signed 250 contracts but these are expected to strongly
increase in the coming months;

Entering the markets for new commodities: Using the cash flow, the
existing client base, and visibility provided by its presence in the energy market,
eVISO is entering the apple and wheat markets scaling-up its Al platform. Given
that its offer consists mainly in services and that it doesn’t incorporate any pass-
through (like in the energy market), profitability should be much higher on apple
and wheat than it is on energy. Furthermore, multi-years contract that include a
fix monthly component could provide more visibility in terms of revenues
generation;

Enhance its proprietary Al platform: The Al industry is experiencing a
terrific growth and eVISO could need additional resources to exploit this trend.
EUR6.0 million of proceeds should be used to further enhance its proprietary Al
platform moving to a full open architecture with additional software and tools.
Inside this EUR6.0 million there are EUR3.7 million of investments already
planned for the next 12 months to increase the capacity of the platform in order
to be ready to process a massive volume increase (meters should nearly double,
GWh processed should increase by 10 times, invoicing capacity should reach 4.5
million monthly bills from current 0.2 million and monthly services should be
multiplied by 10 times);

Exploiting the economies of scale: While optically eVISO margins may
seem relatively low (also because they incorporate the pass-through of some
sort of fixed costs like distribution/dispatching, etc.), there is a huge dispersion
in the per-client margin. By focusing on those clusters that boast higher margins
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and by adding more and more services to the product offer eVISO could
improve its profitability more than what the usual “economies of scale” concept
would imply;

Improve the credit rating: The recent listing could increase the credit rating
of eVISO (currently BI.l according to Cerved corresponding to BBB+/BBB of
S&P’s and Fitch). The credit rating is crucial to reduce the guarantees to be
given to institutional energy suppliers (Terna, GME and other large distributors)
to cover energy payment of invoices currently equal to 13% of the turnover.
Given that since October 2015 the guarantees can be replaced by a credit rating
equal or higher than Bl.2, an operator like eVISO can grow without having to
increase the bank guarantee lines, minimizing in this way invested capital and
financial charges. Moreover, a high credit rating represents great tool to
penetrate resellers that can avoid increasing their bank guarantee lines if are
client of eVISO. Management informed us that recent regulatory changes
increased securities’ amounts required to deal with resellers, not being them
replaceable with other forms of guarantees (e.g. credit rating) for the first 6-
month dealing period; being the company strongly cash positive, this
circumstance will help boost its expansion with resellers to the detriment of
other indebted market players;

Developing the commercial network and increase the brand
awareness: eVISO need to develop its commercial network, currently
composed by 12 internal employees plus 10 external agents and plans to invest
EURI.0 million in the commercial (15 new staff hires) and administrative (5 new
staff hires) development while the listing should increase eVISO’s brand
awareness attracting new clients, even outside its current geographical
presence;

Potential M&A opportunities: The company aims to acquire new
technologies in the fields of Al, machine learning and blockchain through the
acquisition of qualified minorities in small-size innovative companies. EUR0.5
million of proceeds are expected to be invested in M&A.
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Reference market

The combination of unprecedented political uncertainty, trade wars, pandemic waves and
rapidly evolving technologies is making commodity markets almost as unpredictable as
they were during the financial crisis. Players of the value chain are increasingly demanding
support from Al and machine learning technologies to protect ex-ante from such events
in order to reduce volatility and reduce margin erosion.

For what concerns eVISO, the Al and Big Data market for energy and natural
commodities is at its early stage, compared to industries like banking & finance or the

retail market.

Figure 10 — Al penetration in different industries
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In the coming years both energy and natural resources Big Data markets should grow
significantly. The latter in particular is expected to become the largest Al market by the

end of 2025 according to Gartner.

Figure || — Al market size by industry
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In order to appreciate this growth potential for eVISO specific case, we are going to
illustrate the market dynamics and the volume-volatility profile of the electricity, gas,
apples and wheat industries.

Electricity market

The electricity market consists of four distinct segments. Upstream, electricity generation
is achieved by exploiting fossil or renewable sources under a free market regime.
Downstream, companies deal with distributing electricity by managing local networks, and
marketing it to end users.

Since the 1990s, regulations have been based on two main pillars: limiting the power
generation of former monopolist Enel, and unbundling generation, transmission and retail
companies, which led to the introduction of a free market for the sale of electricity to
customers. Retail market liberalization started in 1999 with the passing of the so-called
Bersani Decree.

Figure |2 — Italian national electricity system

Source: Terna

Production

Electricity production in Italy still largely takes place using non-renewable sources (natural
gas, coal and oil represent broadly 60% of national production’s sources), although the
development of renewable alternatives is constantly increasing (geothermal, hydroelectric,
solar and wind energy).

In order to meet Italian energy requirements, electricity also needs to be purchased from
other countries. Most of the electricity we import through the 25 interconnections with
foreign countries comes nowadays from France and Switzerland.

0
)
3
]
0
S
=
=
)
]
(=]
-~
(o




eVISO
UBI >< Banca |5 February 2021

0
=]
3
o
)
=
~
o
[0}
=
o
S
-

Transmission

The energy produced is either sold OTC through bilateral contracts or negotiated in the
Italian Power Exchange (IPEX) managed by the GME. It follows the transmission phase,
carried out by Terna as both TSO (Transmission System Operator) and ISO (Independent
System Operator), in a monopoly regime and on the basis of a government concession:

e As transmission operator, Terna is responsible for the development of the
Italian National Electricity Grid, construction activities and maintenance of
power infrastructure;

e While as system operator, it provides the dispatching service for the ltalian
electricity system. In other words, it must guarantee that the energy demanded
by consumers (households and businesses) is always in balance with the energy
produced.

Distribution

A complex network infrastructure allows the transport of electricity to the end user,
through the primary substations (which transform high voltage electricity into medium
voltage electricity), the secondary substations (from medium voltage to low voltage) and
the transformers.

The distribution companies, currently around 280 operators, operating under
concessions, operate local, low-voltage electricity grids and maintain them.

Retail sale

Lastly, the sales companies manage the relationship with end customers. From the supply
side, the utilities sector in lItaly is very fragmented with the first 20 companies in the
electricity segment accounting for 85% of the market, while the first 10 firms represent

2/3 of the total.

Figure 13 — 2019 shares in electricity end market
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Source: ARERA

While, looking at the demand side, the consumption of electricity has been quite stable in
recent years, growing at a tiny 0.4% CAGR over the period 2013-2018. We underline that
even the breakdown across ending sector kept unchanged in the same interval.
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Figure 14 — Historical electricity consumption breakdown by sector (GWh, %)
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As for the 2021 and 2022 estimates, Terna adopts a macroeconomic model based on the
relationship between GDP and electricity demand. Looking at Figure 15, it appears that
since 1996, even in moments of shock such as the one experienced during the 2008
economic crisis, there has always been a strong correlation between GDP and electricity
demand.

Figure |5 — Historical correlation between GDP and electricity consumption in Italy
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Source: Terna

While in 2020 electricity demand contracted by 5.3%, according to Terna, a rebound
should take place in 2021: in Dec-20, despite the second lockdown measures, the Imcei
index (which tracks the industrial production demand of 530 highly energy-demanding
selected companies) has increased double digit (+11.4%) compared to the previous year.
In the long term, in addition to the GDP correlation mentioned above, the electricity
consumption is driven by two other factors:

1) Energy efficiency: the PNIEC (Piano Nazionale Integrato per I'Energia e il Clima)
scenario established by the Ministry of Transport and Environment, is based on
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a 43% reduction of energy consumption compared to the PRIMEC 2007
scenario;

Consumption electrification: achieving the 2030 and, even more so, 2040 targets
requires an extensive spread of efficient and low-emission technologies in the
civil sectors (heat pumps) and transport (electric and CNG / H2 vehicles).

The comprehensive effect of such factors leads to a 2025-2040 CAGR ranging between
0.6% and 1.0% depending on the scenario taken into consideration:

>

The Business-As-Usual scenario (BAU - 0.6% implicit CAGR) inertially projects
the evolution of current trends, where technological developments are based on
economic merit alone;

Both the Centralized scenario (CEN - 0.8% implicit CAGR) and the
Decentralized scenario (DEC — 1.0% implicit CAGR) reach 2030 targets for
decarbonisation, RES, energy efficiency and non-binding recommendations for
CO2 emissions containment. However, the former is based on a higher
development of centralised renewable/low-carbon technologies (i.e. greater
development of utility-scale photovoltaic and wind energy and greater reliance
on traditional thermoelectric plants supplied by green gas), while the latter
assumes a greater development of decentralised power generation systems (i.e.
photovoltaic in particular, coupled with small-scale electrochemical storage
systems) and increased electrification of final consumption (i.e. the spread of
electric heat pumps and electric cars).

Despite these scenarios have been published in Sep-19, thus before the two pandemic
waves, we believe that the implied growth rates should not be strongly impacted, given
the long-term, irreversible nature of the drivers discussed above.

Figure 16 — Italian electricity gross consumption forecast (TWh)
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Source: Istat for historical data, Terna for forecast data

In terms of price, the pandemic led to a fall of PUN starting from February 2020. After
reaching the historical bottom of 21.8 in May, we saw a swift recovery which brought the
PUN in September at the pre-COVID level with a progressive increase of the PUN in the
past few months despite the second lockdown wave.

0
=]
3
o
)
=
~<
o
(]
=
=]
S
-




UBI><Banca eviso

|5 February 2021

0
=]
3
o
)
=
~
o
(]
=
=]
S
-

Figure |7 — Historical PUN evolution (EUR/MWh)
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Source: GME

Given this significant price volatility and the notable size of the national electricity

consumption, the potential addressable market for eVISO ranges from EUR6 billion to
more than EUR25 billion.

Figure 18 — 2019 Electricity market price volatility and potential market value
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Lastly, from a regulatory standpoint, the following years will see a deep change with
respect to the current framework. Starting from Jan-21 around 200,000 small and micro
businesses were forced to move from regulated service to the free market through a
predefined process, while households will be impacted starting from Jan-22. Therefore,
significant steps have been taken towards a higher market liberalization.
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Gas market

The Italian natural gas market broadly follows the same pattern of the electricity market
in terms of supply chain and long-term demand dynamics. First of all, like the electricity
market, also the gas market can be divided into six specific main steps:

D)

2)

3)

4)

3)

6)

Procurement: the first phase of the supply chain concerns the procurement of
the quantities of gas necessary to meet national needs. Unlike electricity, natural
gas is found in nature and must be extracted on the national territory or
imported from abroad. In lItaly, the fields are largely depleted: the extraction
satisfies about 10% of national needs while the remaining 90% is imported from
abroad via pipelines or by ship. In this last case, the gas is made liquid through a
chemical process, thus transforming into LNG (Liquefied Natural Gas), in order
to make transportation cheaper (LNG takes up less space than methane gas)
and safer. Once at its destination, the LNG is re-gasified to be introduced into
the network;

Transport: Once injected into the network, the gas must be transported to the
end-users: this activity is carried out by Snam Rete Gas, which holds 94% of the
transportation network. Despite the liberalization of the market, building a
pipeline network is very expensive, therefore it is barely feasible for other
companies to invest in this sector;

Storage: it is process that allows to store purchased and unused natural gas in
order to make it available during peak market demand (example: increased use
of gas for heating in the residential sector during winter months);

Wholesale trade: the activity is carried out by the shippers, who purchase the
gas from importers or national producers and resell it to end customers
(industries or thermoelectric plants) or to retail companies. The purchase and
sale price of natural gas is formed at the virtual trading point, the main meeting
point between supply and demand of the gas market in Italy;

Distribution: it includes the delivery of natural gas to end customers through
networks of functionally integrated local gas pipelines. Technically, the
distribution structure consists of the set of delivery points (regulation and
measurement stations) and/or connection points, the network itself, reduction
units and/or final reduction units and the utility distribution plants to the end
customer supply points (referred to as redelivery points). Distribution is a public
service activity, subject to the granting of a concession during a public
procurement procedure, and relations between the commissioning authority
and the operator are governed by a service agreement;

Sale to end-customers: sellers buy gas from shippers or directly from producers
and sell it to end-customers, managing all commercial and administrative issues
as well as the direct relationship with the clients. Similarly, to the electricity
industry, also the gas sector is deeply fragmented as the top 20 sellers broadly
control 75% of the market.
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2019 shares in natural gas end market
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From a demand perspective, Unione Petrolifera assumes a limited growth in the short
term of natural gas volumes (1.0% CAGR over the period 2019-2025, pre-COVID figure)
due to its surging load role in support of electricity production from renewable sources,

replacing

in this way coal-fired thermoelectric plants. In the long run, such demand is

deemed to steadily collapse thanks to a higher efficiency in end-consumption.

Figure 20 —

Historical and forecasted national consumption of natural gas (billion m3)
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The final price of gas is determined by a number of components that remunerate all cost
items tied to its supply. It is therefore the result of a variety of components:

>
>

cost of the procurement of the raw material, namely the "natural gas product";
cost of transport from the production site or storage fields along the large
national pipelines under high pressure;

cost of distribution along the local pipeline networks for transfer to the
medium-small customers;

cost of storage and dispatching;

cost of wholesale and retail marketing;

taxes, which differ depending on the different territorial areas. The major taxes
are the excise tax, VAT and revenue tax.
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Overall, after the marked pandemic impact on the segment reported in 1Q20 and 2Q20
(rapidly falling spot prices in Europe and Asia as LNG supply outstripped underlying
demand growth), the recovery of consumption and economic activity as well as the usual
seasonality of the demand led to a rebound in 2H20 which was particularly strong in

December and in January 2021 when the average price reached EUR19.88 per MWh vs. a
minimum of around EUR6 per MWh in June 2020.

Figure 2| — Historical evolution of natural gas price in MGP-GAS (EURIMWh)
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Source: GME

In addition to the pandemic and vaccination evolution, the price trend for the coming
weeks will be impacted by the weather and the temperature (and thus heating needs) of

the remaining winter season. This high average volatility comes in handy for eVISO trading
platform.

Figure 22 — 2019 natural gas market price volatility and potential market value

769

255
226 224
w8
m— €19.6B
18.8 =
17.1 173 238
A R = 16.9 Max potential market
150 value in 2019
149 U7
14.1
MAX 2019
129 13.0 -
T X T
w0e [l ) Wl 108 105 81 (+193%)
87
Min potential market
value in 2019
55888833 88885658888eecc-d¢d 2019 MIN 2019
c c c £ c c c c c =3 c c
S ESESE8SESES8SESESEsEsESE
4 % i Consumption Price
Gas price range (min-max) in 2019, €EMWh Min MWh EMWh

Source: Company presentation based on GME data

0
=]
3
o
)
=
~

o
(]
=
=]
S
-



eVISO
UBI >< Banca |5 February 2021

0
=]
3
o
)
=
~
o
[0}
=
o
S
-

Apples market

Apples, thanks to their ability to adapt to the most extreme climates and to the limited
need of water and nutrients, have spread and have been farmed to the temperate belt of
continents all over the world.

According to Euromonitor, the 2019 worldwide production stood at around 83 million
tons, including volumes destined to the processing industry. The leading producer is
represented by China with around 40 million tons. The country enjoyed a very strong
development in the period 1990-2000 in order to support the growth of rural areas and
to feed its >1.4 billion population, which is why the harvest is mainly intended for
domestic consumption.

Well behind China, the US is the second producer with almost 5 million tons, while
Europe, taken as a whole, represents broadly 20% of total volumes.

Figure 23 — Apple production by regions between 2014 and 2019 (million tons)
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With just more than 2 million tons produced last year, Italy represents the second market
in the UE after Poland (>4 million tons in 2019) and the first in terms of exports, which
benefitted in recent years of a growing demand from India and Middle East. Given the
marginal amount of imports, the trade balance kept constantly positive around an average
EURO.7 billion in the last seven years.

Figure 24 — Italian apples market’s trade balance in recent years (EUR million)
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Between 2020 and 2025, the worldwide apple market is expected to grow at a I.1%
CAGR, driven by the increasing population (>8.I billion people according to the United
Nations), rising demand from Asian markets, further improvement in storage technologies

and, above all, the widespread growing attention to healthy, green and balanced nutrition
habits.

Figure 25— Apple forecast worldwide production (million tons)
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This medium-term trend should also “benefit” from the current pandemic as the apple
market had revealed countercyclical with respect to the COVID-I9. Like the rest of the
agrifood industry, during the lockdown we saw a sharp increase in apples consumption by
household (+42% volumes and +12% prices according to Ismea during phase | of first
pandemic wave) which more than compensated the ho.re.ca. channel closing. This trend
has been further exacerbated by the Italian National Institute of Health’ advice to
“increase the share of fruit and vegetables in our diet”.

Figure 26 — Italian golden delicious market price evolution (EUR/I00kg)
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Source: European Commission agri-food data portal
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External factors like the mentioned pandemic or international trade wars and the
increasing variability of climate and weather conditions are surging price volatility, which,

coupled with the considerable trading volume, makes the apple market the ideal target for
eVISO commodity platform.

Figure 27 — 2019 Apple market price volatility and potential market value
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Source: Company presentation based on Bloomberg data

The way eVISO plans to approach the apple market is one of a kind.

In fact, apples’ producers are normally long-term investors: an apple tree is characterized
by an average life ranging from |5 to 20 years, but the trade sale is always spot.

Instead, the Company projects to be the first European player active in forward physical
trades. To do so, eVISO has firstly signed a 36 months contract with the producer
Lagnasco appreciating strategically its trend-setter status: its management is part of the
BoD of the Italian apple producer association (Assomele) and the firm is tier | supplier of
several large-scale retailers. The idea is to meet the large-scale retailers need to fix the

apple prices at year-beginning, exploiting the success rate of eVISO forecasting algorithms,
creating a steady, high-volume oriented client base.

Wheat market

The supply and demand sides impacting AG commaodities prices are very well documented
as institutions like the Chicago FED or the US Department of Agriculture issue weekly
and, in some cases, even daily reports. The balance between supply & demand is

historically tight, thus the prices volatility (given that a minimum swing in one of the two
sides implies a dis-equilibrium on the market).
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Figure 28 — AG commodities supply & demand balance
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Source: Deere, USDA

But while demand is quite rigid (people needs to be feed) and growing |-2% p.a. (driven by
demographics and improved wealth conditions) supply is more volatile. Therefore, in our
view, this is a supply driven market.

As we already discussed, eVISO new paradigm to cluster and analyze Big Data (based on
an automated Al platform) analyzes automatically millions of data in order to elaborate
forecasts to be applied on both demand and supply sides optimizing the pricing through
algorithmic trading. There are several factors that can be used as input in the AG
commodities models and this makes the sector one where Al support can be helpful.
Those factors may include:

»  Woeather conditions in many parts of the world, coinciding with harvesting
periods;

» Inventory levels of every single commodity in every single region;

» External factors like government incentives, used vehicle prices, and new
product introduction (that increase farmers productivity);

» Geopolitical factors like the US-China trade deal which supported a

normalization in purchases from China and a stabilization in the world trade

flows (historically the US and Brazil are net exporters while the remaining

countries are net importers);

The weakness in the USD, given that AG commodities are traded using this

currency;

> Disruptive one-offs events like Covid-19 that, with its restrictions, meant
significant difficulties in harvesting due to the lack of workforce.

\4

Talking about Wheat specifically (which is a market eVISO would like to enter) the
worldwide production was, in 2019, at 765 tons, as can be seen in the next graph.
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Figure 29 — Wheat forecast production 2019-2025 (million tons)
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Source: OECD FAO Agricultural Outlook 2020-2029

Major exporting countries are Russia, the US, France, Australia and Canada while China is
the major importer. While the market is a global one, we understand that it can be
disarticulated at local levels. For instance, if a windmill close to Saluzzo serves a local food
or detergent producer it does it with multi-year contracts which are mainly based on
what it expects to be its wheat production. If it will need more wheat than it produces it
would need up buying on the market at the prevailing spot price (or on the futures
market if it was able to quantify this miss early).

To be successful eVISO platform needs huge trading volumes and significant price volatility
which is exactly the case for AG commodities and for Wheat specifically:

Figure 30 — Wheat 2019 potential market value
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Figure 31 — SWOT Analysis

Strengths

Unique Al platform for optimizing physical commodities
markets leveraging on Big Data analytics with high
forecasting capabilities

Impressive track record in the Electricity market

Significant competitive advantage compared to peers
thanks to its capability to integrate the entire Big Data
value chain

Solid credit rating (Bl.l1 Cerved level) which eliminates the
surety guarantee requested by institutional energy
suppliers and positive financial position

Wide customer base with high loyalty (switch rate at 5.4%
vs. 16.1% of the sector)

Minimal net invested capital (EUR3.3 million at June -20)
with an impressive capital turnover (14.8x) thanks to a
structural negative operating NWC

Committed and skilled management team

Weaknesses

Commercial network still to be developed with high
investments (currently only Piedmont, Liguria and
Emilia Romagna are covered)

Limited size and geographical presence

Low visibility on future contracts

eVISO capitalizes all the costs for the technological
platform implementation (around 30% of personnel
costs)

Clients of commodities apple and wheat still to be
educated to this new Al-trading paradigm.
Commodities apple and wheat are still in their starting
phase

There is not yet certainty on that eVISO Al platform
can not be patented, but the company is examining this
aspect

Opportunities

Threats

Development of apple and wheat markets. eVISO is the
only player able to offer forward contracts on apple in
Europe

Upselling and cross-selling opportunities in the gas market

eVISO could be an attractive prey for large utilities

Development of ancillary services

diagnosis)

(advisory, testing,

Potential expansion in other European electricity markets
(France, Germany)

Strong dependence from few key people

New breakthrough technology in the Al developed by
a competitor

Potential difficulties in attracting new talents

Possible cyber attacks

COVID-19 and subsequent lockdowns could
jeopardize the expansion of the electricity retail

channel (CLARA)

Source: UBI Banca estimates
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Recent results

So far, eVISO revenues have been entirely generated by the historical electricity trading
activity, supported by the Company’s proprietary Al platform, while an increasing
contribution from gas, apples and wheat commodities is expected in the years to come. In
FY20 (ending in Jun-30), revenues rose by 12.9% (after a remarkable +25.4% reported the
previous year) despite an adverse scenario (COVID-19 pandemic and decrease of energy
price or PUN) thanks to an increase of electric energy sales volume.

Figure 32 — Revenues evolution since eVISO foundation (EUR million)

FY2013 FY2014

48.6

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020

Source: Company presentation

From a customer base and geography standpoint, broadly 76% of revenues came from
business clients (corporates in first place with >40% share) concentrated in Northern Italy
(mainly Piedmont and Lombardy), while resellers were approached since 2HI9 and
already reached 18% of sales in Jun-20, leading to: |) lower risk due to the higher
diversification (still, we underline that the first direct client, excluding resellers, accounted
for 1.8% of top line last year); 2) significant data flow from a much higher number of
PODs (6,583 meters in FYI8 vs. 23,327 in FY20) located throughout the national
territory, not just in a specific area; 3) reduction of sales per meter (EUR4.8 thousand in
FY 18 vs. EUR2.1 thousand in FY20); 4) dilution at gross margin level (partially offset by the
higher profitability from households).

Figure 33 — FY20 breakdown of revenues, gross margin and PODs by customer base

By revenues (€m, %) By gross margin (€m, %) By consumption points (k, %)
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Source: Company presentation
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Despite the rise in energy transport costs (+32.6% last year), the lower cost for the
purchase of electricity raw material pushed up the profit margin in absolute terms, which
moved from EUR4.] million in Jun-19 to EUR4.9 million in Jun-20, implying a slight gross
margin improvement (from 9.6% to 10.0% in FY20). At the same time, the portion of
gross margin related to the value created by the proprietary Al platform steadily increase
YoY, growing from 55.1% in 2019 to 60.6% in 2020 (it was 49.1% in FY18).

Figure 34 — Revenues, gross margin and EBITDA historical trend

(EURm, %) 2018A 2019A 2020A
Electricity 33.1 41.679 47.826
Growth rate 25.9% 14.7%
Clients 6,600 9,500 12,500
Meters (PODs) 6,583 15,397 23,327
Sales per client (EUR000) 5.0 4.4 38
Sales per meter (EUR000) 5.0 2.7 2.1
R&D capitalised 0.5 04 0.6
Other revenues 0.1 0.2 0.2
VoP 33.7 42.3 48.6
Growth rate 25.7% 14.7%
Gross margin 3.1 4.1 4.9
Gross margin % 8.9% 9.6% 10.0%
EBITDA 1.5 2.1 2.4
EBITDA margin 4.3% 4.9% 4.8%

Source: Company data

The growth in gross margin reported in the 18-20 period drove a remarkable EBITDA
expansion (EUR2.4 million in FY20, +11.8% vs. FY19 and +25.7% 18-20 CAGR) after a
50% hike occurred between FY 18 and FY20 in both labor costs (the workforce rose from
24 employees to 30 in FYI8 and 33 in FY20) and SG&A expenses (which comprised
EURO.3 million management compensation in 2020). Overall, these figures show a high
degree of consistency both in absolute terms (EBITDA has been constantly in the range of
50% of the gross margin in recent years) and in terms of profitability (EBITDA margin
ranging between 4.3% and 4.9% in the last three years). Stripping out the effect of
COVID-19 on the firm’s financials, EBITDA adjusted would have been around EURO.5
million higher, implying a 5.8% margin.

Figure 35 — Gross margin breakdown 2018-2020 (EUR million, %) Figure 36 — EBITDA breakdown 2018-2020 (EUR million, %)
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Below the EBITDA, the P&L appears quite lean. After EURO0.7 million D&A (marginally up
compared to previous year for capex plan), EBIT reached EURI.7 million in Jun-20,
implying a 3.5% margin bang in line with 2019. Immaterial financial charges (lower than
EURO.| million each year between 2018 and 2020) and a constant tax rate (always in the
33% region) brought to a EURI.2 million bottom line, corresponding to a 2.4% net margin,
once again very consistent with respect to the 2019 and 2018 figures (2.5% and 2.3%
respectively).

Moving to the balance sheet, at Jun-20 fixed assets were EUR3.9 million divided into
EURI.6 million of tangible assets (increased last year in relation to the purchasing of the
land for building the Company’s new headquarter), EURI.2 million of intangible assets
(mainly capitalized costs for the technological platform implementation) and EURI.I
million of financial assets (investments in associates). Instead, the operating working capital
is structurally negative (30 days receivables and 40 days payables were reported in 2020
with no inventory), leading to a light million invested capital (EUR2.9 million in June-20),
which boosts turnover (14.8x in FY20) and thus ROI and value creation.

Last year the net financial position reached breakeven (from EUR2.2 million net cash in
Jun-19), following: 1) EUR0.8 million operating cash flow, which is lower compared to the
EURI.8 million achieved in FY19 due to the negative impact from NWC absorption; 2)
EURI.8 million capex (vs. EURI.0 million the previous year) attributable to the Al
platform evolution, the new headquarter and the acquisition of a qualified minority (33%)
in GD System, a firm active in software development and advanced system maintenance;
3) EURO.3 million dividend (vs. EURO.2 million distributed in FY19).

Finally, we underline that rating is a relevant factor from a NFP standpoint as a solid
creditworthiness leads directly to significant savings.

The Energy Transport Code requires companies operating in the sector to present a 3-
month guarantee to institutional suppliers (Terna, GME and distributors) to cover good
payment of invoices. The guarantees towards distributors are equal to 13% of the
turnover. The guarantees can be in the form of a non-interest-bearing security deposit or
a first demand surety guarantee issued by a leading credit institution.

Starting from Oct-15, the guarantees to distributors can be replaced by a credit rating
equal to or higher than BBB-S & P's, or Bl.2 on the Cerved Rating Agency scale. Since
eVISO was assessed as Bl.l by since 2019 by Cerved, it can grow without having to
exponentially increase the ban guarantee lines or incur additional costs.

Figure 37 — eVISO historical rating assessment
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Financial Projections

eVISO has adopted ltalian accounting standards but the gaps with IFRS are limited
according to the management, being mostly related to rents. We also highlight that the
financial year ends on 30 June, and therefore 2020 results already included the impact of
the lockdown of last March and April, quantified in around EUR0.5 million at EBITDA
level.

We underline that the company has a strong seasonality with a first half of the year (July-
December) characterized by lower revenues and profitability but a higher cash generation
while January-June generally presents stronger revenues and higher margins.

In order to asses our forecasts we estimated the gross margin for every division. In our
view gross margin is the main metric to understand the company’s profitability. In fact,
eVISO has a minimal gross margin on the sale of electricity (or the gap between
purchasing price and selling price, quantified into EUR2.8 per MWh in 2020 for direct
clients, while for resellers is lower) while the real profitability stands in the application of
eVISO'’s proprietary Al platform (quantified by the management in EURI3.7 per MWh in
2020 for direct clients, while for resellers is lower). The margin on commodity sales has
even decreased in the past two years due to the increasing weight of resellers which
presents a much lower gross margin compared with other clients’ clusters and due to the
company’s strategy to increase the appeal of its contracts.

Figure 38 — Gross margin per MWh for direct clients

=™ Margin from Proprietary Al = Margin from Commodities Buy & Sell

+23%

-259

FYy2018 FY2019 FY2020

Source: Company presentation

Our assumptions for the Electricity sector, which represents the bulk of consolidated
turnover, are based on the different revenues and profitability trend for direct clients,
resellers, retail, pass-through sales and ancillary services.

Direct clients (70.3% of 2020 sales).
Our assumptions are based on the followings:

> A strong growth of the clients (POD or meters) in 2021 due to the contracts
already signed since July followed by +15% in 2022 and +10% in 2023;

> A declined on GWh per POD this year due to the impact of the COVID-I19
outbreak followed by a 5% recovery in 2022-23;

»  An increase of the average price in 2021 after the strong impact of the COVID-
|9 outbreak on 2020 (PUN declined by >50% during the lockdown of April and
May), followed by a further recovery in 2022 and 2023;
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> A slight increase of the gross margin (from 10.5% in 2020 to [1% in 2023),
assuming a growing efficiency of the Al platform, fixed transport and dispatching
cost per MW, in line with 2020, and a variable cost of electricity with an
increase in 2021 followed by further recovery in 2022-23.

Altogether, we expect direct clients to double revenues in the next three years topping
EUR64 million with >EUR7 million gross profit generated in 2023, or nearly the double of
2020.

Figure 39 — Direct Clients division sales and gross margin forecasts

2019 2020 2021E 2022E 2023E CAGR

(EUR, EURmM, MWh, %) 2020-23
Clients (POD) 9.759 12.606  16.644  19.141  21.055 18,6%

MWh per POD 20,778 17,023 15321 16,087 16,891

Total GWh delivered A 202,77 21459 25500 30791 35564 18,3%

% change 19,4% 5,8% 188%  20,8% 15,5%

Price per MWh (EUR) B 17222 156,53 161,19 167,46 180,13

Revenues (EURm) AxB 34,92 33,59 41,10 51,56 64,06 24,0%

Gross profit per MWh (EUR) C 14,91 16,51 16,68 18,01 19.81

Gross profit (EURm) AxC 3,02 3,54 4,25 5,55 7,05 25,8%

Gross margin 8,7% 10,5% 10,3% 10,8% 11,0%

Source: Company presentation, UBI Banca estimates

Resellers (12.1% of 2020 sales).

Resellers should represent the main driver of eVISO growth in the coming years as signing
one contract with a single reseller eVISO can add a high number of POD to its portfolio
(in 2020 the average POD per reseller was 536). The company on February 12 announced
to have subscribed new contracts with resellers for supplying 54GWh from March which
is nearly equal to the GWh supplied in the whole 2020 (57.2GWh). These new contracts
should add around EUR7 million of sales, based on the average energy price of 2020,
corresponding to 15% of 2020 turnover, thus providing a high visibility on 2021.

In addition, we see two specific drivers for resellers: 1) the increase of the share of wallet
on every reseller (from around 5-10% at the beginning of the contract to 20-25%
according with the management), and, 2) the competitive scenario which has seen a
progressive exit of players which have lost the investment grade and therefore cannot
sustain the guarantee to institutional suppliers, leaving room to eVISO. Clearly, the gross
margin per reseller is much lower compared with direct clients but we believe that it
could be progressively increased thanks to the continuous reshuffle of the resellers’ PODs
which allows eVISO to exclude low-profit PODS from the portfolio.

Our assumptions are based on the followings:

> A strong growth of the PODs in 2021 due to the contracts already signed since
July, in particular the contracts signed in February 2021, followed by >50%
growth in 2022 and >40% in 2023. We highlight that small resellers should grow
more rapidly than the larger ones;

» A stable GWh per POD in line with 2020;

> An increase of the average price in 2021 after the drop of 2019 caused by the
COVID-19 outbreak, followed by further recovery in 2022 and 2023;

> A stable gross margin at around 3%, assuming fixed transport and dispatching
cost per MW, in line with 2020 and a variable cost of electricity increasing every
year up to 2023.

Altogether, we expect eVISO to strongly increase its market share (the management has a
target at around 10% of the Italian market in 2023 compared to less than 1% in 2020) also
thanks to new contracts with gas resellers that aim to enlarge their offer to electricity and
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need a reliable partner in this field. Revenues should more than double this year and
should surpass EUR47 million in 2023 with around EURI.5 million gross profit generated
in 2023.

Figure 40 — Resellers division sales and gross margin forecasts

2019 2020 2021E 2022E 2023E CAGR

(EUR, EURmM, MWh, %) 2020-23
Clients (POD) 5.638 10721 20369 29.535 41.350 56,8%

MWh per POD 1,050 5,336 5,336 5,336 5,336

Total GWh delivered A 592 57,21 142,03 20928 298,15 73,4%

% change 0,0%  866,4% 1483% 473%  425%

Price per MWh (EUR) B 179,0 139,2 143,5 148,9 160,0

Revenues (EURm) AxB 1,06 7,96 20,39 31,16 47,71 81,6%

Gross profit per MWh (EUR) C 4,23 4,01 4,14 4,50 491

Gross profit (EURm) AxC 0,03 0,23 0,59 0,94 1,46 85,5%

Gross margin 2,4% 2,9% 2,9% 3,0% 3,1%

Source: Company presentation, UBI Banca estimates

Retail (0% of 2020 sales).

eVISO has just launched this product, called “CLARA”, which is a rechargeable offer that
provides a flat rate offer at EUR50 per month (including VAT) for the supply of electricity
deriving from 100% renewable sources. This product will be commercialized through a
partner network (banks, tobacco shops, phone shops, white good shops, etc.) starting
from Piedmont but with the target to reach the entire Italy. Up to date the company has
around 100 clients but this number should rapidly growth reaching 5.000 clients at the
end of 2023. Clearly, the recent lockdowns in several Italian regions are jeopardizing the
distribution of CLARA and therefore our estimates are particularly conservative for 2021,
when we target just 250 customers. The gross margin is particularly attractive (around
14% according to the management) and should be roughly stable as the electricity price
fluctuations should be passed to clients reducing the available electricity consumption per
month (currently 200 kWh). We believe retail channel should approach EUR2 million
sales in 2023 adding >EURO0.2 million gross profit to eVISO.

Figure 41 — Retail division sales and gross margin forecasts

(EUR, EURm, POD, %) 2020 2021E 2022E 2023E
Clients (POD) at year-end 9 250 2.500 5.000
Average clients A 130 1.375 3.750
Price per POD monthly (EUR) B 42,5 42,5 42,5 42,5
Revenues (EURm) AxB 0,07 0,70 1,91
Gross profit per MWh (EUR) C 6,00 543 4,83
Gross profit (EURm) AxC 0,01 0,09 0,22
Gross margin 14,10% 12,80% 11,40%

Source: Company presentation, UBI Banca estimates

Pass-through sales (I 1.5% of 2020 sales).

Pass-through sales are the value of the electricity acquired and sold every year on the
energy markets aiming at increasing the Company’s gross-margin by means of Al
platform’s forecasts and aligning final delivery energy’s quantities to single clients’ demands
and correspond to a percentage of the turnover of directs clients, resellers and retail. This
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percentage, at around |3% in 2020, should remain broadly stable also in the coming years
as electricity price fluctuations are passed on to customers. We highlight that pass-
through sales do not generate any gross margin.

Ancillary services (1.6% of 2020 sales).

This division includes several optional services (temporary activations, meter unlocking,
power variations, thermographic and seismic diagnosis, grounding tests, advisory services)
offered to direct clients and resellers. In 2020 eVISO supplied >4.000 ancillary services
and we believe should grow along with the GWh delivered with an average price which
should slightly grow for resellers and slightly decrease for direct clients. We estimate an
average gross margin at around 20%, stable through the years. Altogether, ancillary
services should represent |-1.5% of total electricity sales in the coming years.

Figure 42 — Electricity division sales and gross profit forecasts

(EURm, %, EUR) 2018 2019 2020 2021E 2022E 2023E
Direct clients 27,8 34,9 33,6 41,1 51,6 64,1
Reseller 0 1,1 8,0 204 31,2 47,7
Retail 0 0 0 0,1 0,7 1,9
Pass-through sales 53 58 55 6,8 10,0 14,9
Ancillary services 0,6 0,7 0,8 0,9 1,0 1,2
Total electricity sales 33,7 42,5 47,8 69,2 94,5 129,8
Direct clients 2,1 3,0 3,5 43 55 7,0
Reseller 0,0 0,0 0,2 0,6 0,9 1,5
Retail 0,0 0,0 0,0 0,0 0,1 0,2
Ancillary services 0,1 0,1 0,2 0,2 0,2 0,2
:::;l electricity gross 22 32 3,9 5,0 68 9,0
% margin 6,6% 7,5% 8,2% 7,3% 7,2% 6,9%
Z:“'::”gi" ex pass-through 7,8% 8,7% 9,3% 8,0% 8,0% 7,8%

Source: Company presentation, UBI Banca estimates

For the gas division we assume that eVISO should start to approach its existing direct
clients in electricity (around 5.000). Considering that this new business is starting from
scratch we believe it would take time to saturate this client portfolio. We estimate that
800 clients could sign a contract this year, 3.000 in 2022 and 5.000 in 2023. Taking into
account that the average bill could be around EUR900 per client we estimate that gas
division could contribute to consolidated turnover for EUR0.4 million in 2021 rapidly
growing to EUR3.8 million in 2023. The gross margin should be slightly above the margin
of the electricity division but should rise along with the development of the Al platform
reaching 12% in 2023.

Figure 43 — Gas division sales and gross margin forecasts

(EURm, %) 2021E 2022E 2023E
Sales 0,27 1,67 3,82
Sales growth % n.m. 515,9% 128,9%
Clients 600 3.000 5.000
Gross profit 0,02 0,18 0,46
% margin 7,0% 11,0% 12,0%

Source: UBI Banca estimates
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As for the new businesses of apples and wheat, which are currently in a ramp-up phase
with one memorandum of understanding signed for apple (with Lagnasco group starting
from a minimum of 20 containers which are valued around EURO0.35 million) and one
under drafting for wheat with a leading industrial player (up to 50k tons, or around EUR10
million countervalue) we estimate a minimal contribution this year, than revenues
quintupling in 2022 (apples ramp-up coupled with first revenues on wheat) and growing by
more than 40% in 2023 which should lead to EURO0.3 million sales for wheat and EUR0.9
million for apples.

In details, on apples we assumed that eVISO will add another customer in 2022 and a
third one in 2023. We modelled revenues based on the number of containers that will be
sold within the marketplace and for which eVISO takes a fix amount (currently EUR800
per container, which is a very small percentage of the total value of the single container
that carries around 21,000 Kg at EUR0.90 cents per kg). We considered also that eVISO
would take a monthly fee for the participation to the marketplace, for its maintenance and
for the advisory/forecasting services it supplies.

For wheat we assumed first revenues in 2022 and a second customer by 2024. The
monthly fee should be lower (no marketplace) but still there should be a percentage on
the countervalue traded (which we assumed to be EURI0 million in 2022, as per the MoU
under drafting).

Gross margin should be higher than electricity given eVISO will be mostly selling a service,
with a platform already developed. We assume a margin of 40% for both divisions in the
first year of operations than growing to 50%.

Figure 44 — Wheat and apple divisions sales and gross margin forecasts

(EURm, %) Wheat Apple

2021E 2022E 2023E 2021E 2022E 2023E
Sales 0,28 0,31 0,15 0,58 0,90
Sales growth % n.m. 50,0% n.m. 55,6%
Gross profit 0,1 0,2 0,01 0,29 0,45
% margin 40,0% 50,0% 40,0% 50,0% 50,0%

Source: UBI Banca estimates

Altogether, eVISO is expected to increase revenues by 45% this year and by 40% in 2022.
Below the revenues line the company capitalizes the cost for the development of its Al
proprietary platform (EURO0.6 million in 2020, mostly composed by personnel costs) and
other revenues. Therefore, value of production is slightly above the sales data.

Figure 45 — Revenues, value of production and gross profit trend (EURm, %)

160,0 11,0%
140,0
10,0%
120,0
9,0%
100,0
80,0 8,0%
60,0
7,0%
40,0
6,0%
20,0 I
0,0 —_ - - [ || . . 5,0%

2017A 2018A 2019A 2020A 2021E 2022E 2023E

I Sales Value of production I Gross profit — GrOSS Margin

Source: Company data, UBI Banca estimates
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Below the gross profit, eVISO has two main fixed costs: |) labor costs which was around
2-2.5% of revenues in the past three years (a very low level, but we have to consider that
around 30% of labor cost is capitalized), and 2) SG&A costs which refer to sales
commissions, rating access, management compensation, other general costs, advisory
costs and leasing and rentals. Altogether fixed costs represent around 5-6% of value of
production, a percentage which should decline in the coming years. This should lead to a
slight improvement of the EBITDA margin in the coming years (from 4.8% in 2020 to 5.6%
expected in 2022).

Given that variable costs are >90% of the value of production, eVISO has a low operating
leverage (2.64x in 2020) which makes the company profitability safe even in front of sharp
market downturns.

After annual D&A costs of about EURI million in 2021 which should progressively grow
on the back of the aggressive capex plan, EBIT is expected to rise to EUR2.6 million this
year, reaching EUR6.3 million in 2023.

Figure 46 — Value of production and profitability margin trend

160,0 6,0%
140,0 5,5%
120,0 5,0%
100,0 4,5%
80,0 4,0%
60,0 3,5%
40,0 3,0%
20,0 2,5%
0,0 2,0%
2017A  2018A  2019A  2020A  2021F  2022E 2023E
N Value of production e B TDA margin s EB T margin

Source: Company data, UBI Banca estimates

Below the operating line, eVISO is expected to report minimal financial charges in coming
years given its net cash position. The tax rate is expected to remain at around 25%, in line
with 2017-20. As a result, net profit should reach EURI.8 million in 2021, EUR3.3 million
in 2022 and EUR4.9 million in 2023.

eVISO has not indicated any clear dividend policy even if a dividend has always been
distributed in the past. In our estimates we assumed a pay-out ratio of 25%, which is in
line with the average of the AIM market and considers that the Group focus is on
investing in the Al platform development and its expansion in new businesses rather than
offering a higher return to its shareholders. Our DPS projections translate in a dividend
yield of around [% this year, based on the current market price, growing to 1.7% in 2022
and 2.5% in 2023.

The company’s operating cash flow generation is satisfactory (about EURI.4 million p.a. on
average over the past three years) and we believe this trend will strongly accelerate in
future topping EUR6.4 million in 2023. Capex is expected to reach EUR3.5 million this
year, EUR3.7 million in 2022 and EUR3.0 million in 2023, including the investments for the
construction of the new headquarter (around EUR6 million investments of which EURI.3
million already paid in 2020 for the acquisition of the building). Moreover, eVISO has
signed the contract for the acquisition of the majority of GD system (33% stake bought
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last year), a strategic software supplier. The transition will become effective starting Ist
July 2021. The investment will be around EUR 0.2 million. Including EUR8 million
stemming from the recent listing we believe the current positive net financial position
(EURO0.05 million at June-20) should progressively improve in the coming years with net
cash reaching EUR5.2 million at June-21, EUR6 million at June-22 and EUR8.4 million at
June-23.

eVISO has structurally a negative operating working capital (-3.5% of value of production
in the past three years) as the company has no inventory and collects the electricity billing
generally within 30 days (trade receivable was at 30 days in 2020, compared with an
average of 34.2 days in 2017-19) while trade payables are around 40 days. We expect a
slight increase of trade receivables as new businesses, in particular apple and wheat, have a
different working capital dynamic. Adding that fixed assets are limited (EUR3.9 million at
June-2020), eVISO has a terrific capital turnover (14.8x last year) which is an outstanding
factor to increase ROI. In the coming years we expect a reduction of the capital turnover
due to growing capex but we believe the capital turnover would remain at 9-1Ix leading
to a ROl after tax of >30% making eVISO a leading company within our peer sample.

Figure 47 — Balance Sheet projections (EUR million)

-10.0 : 6.0
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Source: Company data, UBI Banca estimates
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Valuation

Our target price of EUR2.96 per share is based on a DCF valuation, an EVA valuation and
a relative valuation based on the average of the multiples of Italian Al players and a sample
of mid-size energy players. We highlight that eVISO does not have any direct peer listed
as Al players are generally adopting a SaaS (software as a service) business model, while
energy players normally produce electricity acting as Esco companies. In Addition, eVISO
closes the financial year on 30 June and this can make a multiple comparison misleading.

Given the current upside above 38% we initiate the coverage of eVISO with a BUY rating.

Figure 48 — Valuation summary

(EUR, %) 15/02/2021 % weight
DCEF Valuation 2,88 25%
EVA Valuation 2,51 25%
Relative Valuation Al 3,17 25%
Relative Valuation Energy 3,27 25%
Target price 2,96

Current price 2,13

Potential upside (downside) 38,8%

Source: UBI Banca estimates

DCEF valuation

Our conservative DCF model gives a fair value of EUR2.88 per share; it incorporates the
following assumptions:

> a risk-free rate of 2.0%, which is our long-term assumption for the interest rate on
Italian bonds;

> a market risk premium of 4.5%;

> an unleveraged beta of 0.94 based on the average of software (systems and
application), computer services and information services industry in Europe (source:
Damodaran Jan-21). This beta has not been leveraged as eVISO presents a net cash
position;

> a terminal growth rate of 1% and an operating margin of 4.5% at terminal value,
which is above the EBIT margin reported in 2020 (3.5%) but in line with the EBIT
margin expected in 2022 and below 2023 (4.7%);

> A target debt/equity ratio of 0/100 as the company currently has a positive net
financial position.

We calculated a WACC of 6.22%
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Figure 49 - WACC and embedded DCF assumptions

WACC assumptions Embedded DCF assumptions

Risk Free rate (10Y BTP bench.) 2.0% |Revenue CAGR 2021-2029 (%) 8.4%
Debt spread (%) 2.0% |EBIT CAGR 2021-2029 (%) 10.1%
Cost of debt [net] (%) 2.7% |EBIT margin 2020 (%) 3.5%
Market risk premium (%) 4.5% |Target EBIT margin 2029 (%) 4.5%
Beta (x) 0.94 |D&A. on sales (avg. 2021-2029) (%) 1.8%
Cost of equity (%) 6.2% |Capex on sales (avg. 2021-2029) (%) 3.2%
Weight of Debt 0%

Weight of Equity 100%

WACC 6.22%

Source: UBI Banca estimates

Figure 50 — DCF Valuation
Our DCF valuation implies an EV/IEBITDA of 4.3x at terminal value and of 9.6x in 2022
Valuation (EURm) % Weight Per share (EUR)

Sum of PV 2021-29 FCF 11,6 19% 0,47
Terminal value 51,2 81% 2,08
Total Enterprise value 62,8 100% 2,56
- Pension provision 0,2) (0,01)
- Net cash (debt) post IPO 8,0 0,33
Total Equity value 70,7 2,88
Number of shares outstanding (m) 24,6

Fair value per share (EUR) 2,88

Source: UBI Banca estimates

Our valuation has limited sensitivity to changes in the terminal growth rate and WACC
although a lower beta and/or stronger growth would increase our DCF fair value.

Figure 51 - Sensitivity analysis

Doubling the terminal growth rate would increase our DCF valuation by 18%

g/ Wacc 0,00% 0,50% 1,00% 1,50% 2,00%
8,00% 2,09 2,19 2,30 2,43 2,57
7,50% 2,19 2,30 2,43 2,58 2,75
7,00% 2,31 2,44 2,58 2,76 2,97
6,22% 2,53 2,69 3,11 3,40
6,00% 2,59 2,77 2,97 3,23 3,54
5,50% 2,77 2,98 323 3,55 3,95
5,00% 2,98 3,23 3,55 3,95 4,49

Source: UBI Banca estimates

EVA Valuation

We particularly like the EVA method because, on top of being an absolute valuation
method, it considers the capital efficiency of a company and the level of utilization of its
asset base. In this specific case, where no exact comparables have been found, this
absolute valuation method is even more useful.

The way we use the EVA theory to value companies is quite straightforward: we look at
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the post tax ROACE (or ROIC) and then compare it to the WACC. In eVISO’s case this
ratio, we estimate, is 5.6x. This means that for every euro employed in the company
(being it equity or debt), EUR5.6 is obtained in return. Therefore, by applying this ratio to
the overall capital employed a fair EV is obtained which returned a fair value of EUR2.51
per share.

Figure 52 — EVA valuation

(EURm, EUR, x, %)

Average CE 9.8
Average EBIT post tax 34
Average ROACE 35.1%
WACC 6.2%
Risk free rate 2.0%
Beta 0.94
Market premium 4.5%
Cost of Equity 6.2%
Cost of debt 2.7%
ROACE/WACC 5.6
CE - Average 9.8
A - Implied EV 554
B - Net Debt/(Cash) — average 2021-23 (6.6)
C - Pension liabilities 0.2
Implied Equity value (A-B-C) 61.7
Number of shares outstanding (m) 24.6
Fair value per share (EUR) 2.51

Source: UBI Banca estimates

We also executed a sensitivity analysis on ROACE post tax (+/- 2%) and WACC (+/-
0.5%) which returned a valuation range of EUR2.23-2.85 per share.

Figure 53 — EVA valuation’s sensitivity analysis

WACC/ROACE 33.1% 35.1% 37.1%
5.9% 2,57 2,71 2,85
6.4% 2,38 2,64
6.9% 2,23 2,34 2,46

Source: UBI Banca estimates

As a complement to our EVA valuation and with the aim of better interpret its outcomes,
we looked at how the value spread (i.e. the gap between the ROIC and the WACC)
should evolve overtime.

As can be seen in Figure 54, the value spread should enlarge only by 730 bps from 2020 to
2023, thanks to the ROIC improvement as WACC should be stable given an equal
financial structure (i.e. no debt). The ROIC grow as the EBIT margin improvement more
than offset the asset turnover decline. This is consequence of the investments that the
company will lay down, with returns over a time span outside the scope of this analysis.
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Figure 54 — Value Tree

OPEX / Sales
EBIT margin
~ 1-
D&A and devaluations
ROIC
- =<
Tang FA / Sales
Capital Turnover
~— y
Value Spread WC / Sales
<

\_ WACC

Source: Company data, UBI Banca estimates

Relative valuation

eVISO does not have any direct peers that are listed. Therefore, we decided to create a
sample group of companies that are active in the Al and energy sectors. These are divided
into:

> Al companies: these companies are all listed in Italy and generally operate through a
SaaS business model. Some of them are specialized in IT services or cybersecurity
serving multiple industrial segments (see appendix for more detail). Their EBITDA
margin averages about 24% in 2019, well above eVISO and their market capitalization is
generally low, ranging from EUR52 million to EUR240 million, with the only exception
of Reply which capitalizes EUR4 billion. We highlight that this sample reported an
outstanding share performance in the past three months (+41.2% on average and +9%
since the beginning of the year).

> Energy companies: this group is composed of five companies operating in electricity
production, energy efficiency, Esco, energy services. These companies reported an
average 37% EBITDA margin in 2019, also in this case well above eVISO, and have a
market capitalization ranging from EUR32 million to EUR3.9 billion. The performance
of this sample was also positive with an average increase of 15.6% in the past three
months and +2% since the beginning of the year.

Not only our sample presents different fundamentals compared with eVISO, but we have
also to consider that eVISO closes the financial year at the end of June. To offset this
distortion, we applied the average multiples of 2021 and 2022 of our sample to the
average 2021-22 and 2022-23 metrics of eVISO. We did not consider the 2020 multiples
of peers as they are strongly impacted by the COVID-19 outbreak and therefore less
meaningful.



eVISO
UBI >< Banca I5 February 2021

0
=]
3
o
)
=
~<
o
(]
=
=]
S
-

Figure 55 — Al peer group multiples (priced on |12 February 2021)

The average discount to Al peers is 38.5% and is close to 50% on EV/EBITDA

Company name Price Mkt Cap P/E EV/EBITDA EVI/EBIT

(EUR) (EURm) 2020E 2021E 2022E 2020E 2021E 2022E 2020E 2021E 2022E
CY4GATE 8,45 126,7 31,7 x 34,7 x 22,6 x 18,5 x 17,0 x 11 x 25,6 x 25,0 x 16,8 x
Cyberoo 5,68 54,8 nm 37,9 x 10,9 x 97,0 x 17,6 x 51 x nm 23,1 x 57 x
Expert System 3,18 161,5 nm nm nm 89,2 x nm nm nm nm nm
PITECO 11,9 240,2 38,7 x 25,3 x 20,9 x 26,5 x 15,6 x 13,4 x 36,2 x 22,6 x 18,7 x
Relatech 2,89 94,7 24,4 x 20,4 x 16,6 x 13,1 x 12,7 x 10,7 x 15,4 x 15,0 x 12,6 x
Reply 107,4 4018,0 357 x 31,0 x 27,5 x 17,0 x 16,4 x 14,2 x 21,1 x 20,1 x 17,2 x
TXT e-solutions 7,25 94,3 22,5 x 16,3 x 14,1 x 9,4 x 6,0 x 52 x 14,5 x 8,7 x 6,2 x
Average 30,6 x 27,6 x 18,8 x 38,7 x 14,2 x 9,9 x 22,6 x 19,1 x 12,9 x
Median 31,7 x 28,1 x 18,7 x 18,5 x 16,0 x 10,9 x 21,1 x 21,3 x 14,7 x
eVIsO 2,13 52 28,8 x 16,1 x 10,6 x 14,0 x 8,4 x 5,6 x 18,6 x 10,6 x 7,0 x
% Discount (premium) on average -5,8% -41,8% -43,3% -63,7% -40,7% -43,7% -17,7% -44,3% -45,4%

Source: FactSet

Based on the median of 2021-22 EV/EBITDA, EV/EBIT and P/E, applied to the average
2021-22 and 2022-23 data eVISO would be valued at EUR3.17 per share. Applying the
multiples of the group of energy companies gave a valuation for eVISO of EUR3.27 per
share.

Figure 56 — Relative valuation based on Al players

(EURm, EUR, x) 2021E 2022E 2023E Average
Net profit 1,8 33 4,9

Average 2,5 4,1

Al P/E multiple 28,1 x 18,7 x

eVISO valuation (EUR) 2,91 3,12 3,01
EBITDA 33 54 7,7

A - Average 4,3 6,6

B - Al EV/EBITDA multiple 16,0 x 10,9 x

AxB 69,5 71,7

Average net debt (cash) (5,6) (7,2)

eVISO valuation (EUR) 3,06 3,21 3,14
EBIT 2,5 4,4 6,3

A - Average 3,5 53

B - Al EV/EBIT multiple 21,3 x 14,7 x

AxB 74,0 78,5
Average net debt (cash) (5,6) (7,2)

eVISO valuation (EUR) 3,24 3,49 3,36
Average (EUR) 3,17

Source: UBI Banca estimates
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Figure 57 — Energy peer group multiples (priced on |12 February 2021)

Company name Price Mkt Cap P/E EV/EBITDA EVI/EBIT

(EUR) (EURm) 2020E 2021E 2022E 2020E 2021E 2022E 2020E 2021E 2022E
Ascopiave 3,76 881 26,7 x 24,4 x 23,7 x 19,2 x 18,4 x 18,0 x 31,9 x 29,6 x 29,9 x
Elettra Investimenti 8,40 32 nm 23,8 x 14,0 x 9,1 x 7,9 x 7,6 x 38,2 x 21,3 x 16,9 x
ERG 26,04 3914 372 x 30,4 x 27,8 x 10,1 x 10,0 x 9.4 x 26,3 x 23,5 x 21,6 x
Falk Renewables 6,12 1.782 542 x 43,8 x 34,4 x 13,9 x 12,3 x 11,5 x 254 x 22,0 x 20,6 x
Albioma 43,60 1.380 26,9 x 24,1 x 21,4 x 11,5 x 10,5 x 10,0 x 19,8 x 17,9 x 16,9 x
Average 36,3 x 29,3 x 24,3 x 12,8 x 11,8 x 11,3 x 28,3 x 22,9 x 21,2 x
Median 32,1 x 24,4 x 23,7 x 11,5 x 10,5 x 10,0 x 26,3 x 22,0 x 20,6 x
eVISO 2,13 52 28,8 x 16,1 x 10,6 x 14,0 x 8,4 x 5,6 x 18,6 x 10,6 x 7,0 x
% Discount (premium) on average -20,5% -45,3% -56,2% 10,0% -28,5% -50,4% -34,4%

Source: FactSet

Figure 58 — Relative valuation based on Energy players

(EURm, EUR, x) 2021E 2022E 2023E Average
Net profit 1,8 33 49

Average 2,5 4,1

Al P/E multiple 24,4 x 23,7 x

eVISO valuation (EUR) 2,52 3,94 3,23
EBITDA 33 54 77

A - Average 4,3 6,6

B - Al EV/EBITDA multiple 10,5 x 10,0 x

AxB 45,6 65,5

Average net debt (cash) -5,6 72

eVISO valuation (EUR) 2,08 2,96 2,52
EBIT 2,5 4.4 6,3

A - Average 35 53

B - Al EV/EBIT multiple 22,0 x 20,6 x

AxB 76,4 110,0

Average net debt (cash) -5,6 72

eVISO valuation (EUR) 3,34 4,77 4,05
Average (EUR) 3,27

Source: UBI Banca estimates
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Figure 59 — Implicit multiples based on our EUR2.96 target price

At our EUR2.96 target price eVISO would trade at 22.3x 2022 P/E, which is well below
the average multiple for the Al players (27.6x) and energy players (29.3x), and at 12.3x
EV/EBITDA (vs. an average of 14.2x and | 1.8x respectively).

2021E 2022E 2023E
P/E 40,0 x 22,3 x 14,8 x
EV/EBITDA 20,5 x 12,3 x 83 x
EV/EBIT 26,5 x 152 x 10,2 x
EV/Sales 0,97 x 0,69 x 0,48 x
P/BV 5,83 x 4,76 x 3,75 x
P/ICF 2,3 x 0,6 x 0,5 x
EVICE 9,3 x 72x 59 x

Source: UBI Banca estimates

0
=]
3
o
)
=
~
o
[0}
=
o
S
-




eVISO
UBI >< Banca |5 February 2021

0
=]
3
o
)
=
~
o
[0}
=
o
S
-

APPENDIX A - Peers analysis

Artificial Intelligence peers

CY4GATE was founded in 2014 as a joint venture between Elettronica S.p.A. (a leader for
over 60 years in the field of Electronic Countermeasures and currently controlling partner
with around 54%) and Expert System S.p.A. (a leading developer of semantic intelligence
algorithms) to meet demand for unconventional cybersecurity solutions. The Company
was created to design, develop and produce technologies, products and services that
respond to even the most rigorous and sophisticated cyber intelligence & cybersecurity
needs of the Armed forces, Police, Intelligence Agencies and Businesses in Italy and
abroad. With its one-of-a-kind Italian business model, CY4AGATE covers the entire cyber
market with proprietary products for both data collection and analysis and security. In
FY19, CY4GATE reported EUR7.1 million sales and 9.4 million VoP.

Cyberoo was founded in 2008 as a hardware components seller from a spin-off of the
Sedoc Group, the company started to invest in [T security solutions in 2011. In Aug-19,
Cyberoo listed in the Milan Stock Exchange - AIM segment, representing at that time the
only ltalian public company fully involved in the cyber security industry. The company
operates through three business lines: 1) Cyber Security & Device Security; 2) Managed
Services; 3) Digital Transformation and sells its products through three main channels: I)
Direct sales with a dedicated team; 2) Partnerships; 3) E-commerce sales. Cyberoo is
currently exploiting a significant competitive advantage thanks to its innovative, always on
(24/7), proprietary solutions, mostly conceived in the strategic R&D department opened
in Kiev in 2016 (choice driven by the expertise and specialization of Ukraine IT graduates).
Following the rapid growth of cyber-attacks on SME and the increasing regulation on the
matter (General Data Protection Regulation in force from 2018), Cyberoo plans to
increase its customers (>600 firms so far) and compete in international markets. In FY19,
the firm reported EUR5.6 million revenues and EUR6.7 million VoP.

Expert System is a leading provider of cognitive computing and text analytics software
based on its proprietary, patented and multilingual platform “Cogito”, which covers 14
languages including Chinese, Japanese and Korean. It operates worldwide with most of
revenues outside Italy, through branches in France, UK, Germany, Spain and the US and
has >240 employees. Following the difficulties experienced in 2016 and the first part of
2017, the company began to react by reducing costs and improving its internal
organization but also by adopting a new and more focused strategic approach: more
recurring fees (now at 91% of turnover vs. 79% in 2018) and fewer perpetual licenses and
professional services, higher product standardization and economies of scale,
concentration on a selected number of large international clients, focus on specific
markets (Italy, UK, US, Germany, France, Spain) and sectors (insurance, banking, media,
healthcare, financial services, security intelligence, public agencies), and partnerships with
large IT vendors in order to supply its services through multinational and established
vendors.

Piteco Group is an international leader in the financial software sector. With over 120
employees in lItaly, USA and Switzerland it is characterized by an important organic
growth supported by an intense activity of M&A. The business model is characterized by
the high level of revenue visibility (recurring fees of around 65%), high profitability and
cash generation. The Group has a large portfolio of highly loyal customers from different
sectors and operates through 3 business areas:

I) Piteco S.p.A., the leading Italian Software House for Corporate Cash
Management and Financial Planning serving more than 650 large industrial groups
active in a highly diversified number of business sectors;

2) Juniper Payments LLC, Software House leader in the USA with proprietary
solutions for digital payments and clearing house services to approximately
3.300 American Banks, managing the settlement of Interbank financial flows
(bank transfers and checks collection) for over USD3 billion per day. It can be
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considered one of the largest US interbank networks;
3) Myrios S.rl, an lItalian Software House offering Risk Management, Capital
Markets and Compliance software dedicated to Banks (60% of revenues) as well
as to the manufacturing and service industries (40%).
In 2019, Piteco Group reached EUR24 million revenues.

Relatech was founded in 2001 and is listed on AIM Italia — Borsa Italiana since June 2019, is
present on the market with innovative solutions dedicated to the digital transformation of
companies. Relatech is an innovative SME focused on customers looking for the most
innovative solutions, becoming a strategic partner for digitization and ICT services (>70
active clients). Relatech constantly invests in Open innovation with an extensive R&D
activity carried out internally and numerous partnerships with the main Italian Universities
and research centers. Thanks to its digital platform and cloud based RePlatform, it
provides services and develops innovative digital solutions in frontier technologies of
Digital Enabler, such as Cloud, Cybersecurity, Blockchain, Big Data, Machine Learning,
Artificial Intelligence, Industry 4.0, Internet of Things. Augmented and Virtual Reality. In
FY 19, Relatech reported a top line of EURI7.9 million.

Reply is one of the largest IT services and software providers in Italy and has a recognized
operational excellence also in Germany and the UK in the most attractive and healthiest
IT market segments: big data, loT, cloud, cybersecurity, Al and blockchain. The Group is a
network of 130 highly specialized companies, which support leading industrial groups at
the forefront of all major innovation trends by offering premium services. Since its
foundation in 1996, Reply has been delivering outstanding double-digit revenues growth
(>21% CAGR 2000-2018) coupled with high margins (>14% on average at EBITDA level)
thanks to both organic growth and an aggressive M&A campaign: since 2006 Reply has
acquired 23 companies cumulating into EUR265 miillion revenues and it has never paid
double-digit EBIT multiples. Italy generates >60% of total revenues, Germany ca. 20% and
UK 10%; US is below 5%. With over 8,000 employees across |2 countries, Reply reported
EURI, 183 million sales in FY19.

TXT e-solutions is a world leader in the supply of software products and strategic
solutions. It operates in dynamic markets that require high specialisation and the capacity
to innovate. TXT is focused on software for the aerospace, aeronautical and automotive
sector, where it offers specific products and specialist engineering services and on the
Fintech sector with services related to testing and IT governance and products and
solutions for the management of loans, NPLs and large financial system risks. Listed on the
Italian Stock Market since 2000 in the Star segment (TXT.MI), TXT has its registered
office in Milan and offices in Italy, France, the UK, Germany, Switzerland and the USA and
generated EUR59 million sales last year.

Figure 60 — CY4GATE 2019 revenues breakdown by business line Figure 61 — Cyberoo 2019 revenues breakdown by business line
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Figure 62 — Expert System 2019 revenues breakdown by business line

|5 February 2021

Figure 63 — Piteco 2019 revenues breakdown by business line
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Figure 64 — Relatech 2019 revenues breakdown by business line

Source: Company data

Figure 65 — Reply 2019 revenues breakdown by business line
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Figure 66 — TXT e-solutions 2019 revenues breakdown by business line

Source: Company data

Figure 67 — Al peer group 2019 revenues breakdown by geography
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Energy peers

Ascopiave Group is one of the leading operators in natural gas distribution in the country.
The Group owns concessions and direct assignments for the management of activities in
268 towns, supplying services to about 775,000 inhabitants, through a network which
spreads over 12,000 km. In the long run, the Group intends to consolidate its leadership
position in the gas sector on a regional level and is looking to reach a prominent position
also at the national level, taking advantage of the liberalisation process currently
underway. In this respect, Ascopiave follows a development strategy whose main guiding
principles are dimensional growth, diversification in other divisions of the energy sector in
synergy with the core business and the improvement of operative processes. Ascopiave is
also a partner of the Hera Group in the sale of gas and electricity, through a 48% stake in
Estenergy, a leading operator in the field holding a portfolio of over | million sales
contracts to end users, mainly in Veneto, Friuli Venezia-Giulia and Lombardy regions. The
Group closed 2019 with EUR 125 million revenues.

Elettra Investimenti is an industrial holding company operating in Italy in the sector of
electricity and thermal energy production from natural gas and renewable sources
according to the Distributed Generation approach (mainly cogeneration and trigeneration
plants with 14 plants for a total 26MW capacity), in energy efficiency and car sharing. The
strategy of Elettra Investimenti involves strengthening the competitive position through
the acquisition of third-party plants, the development of O&M business lines and energy
efficiency, technological innovation in energy service. Elettra Investimenti has been listed
on the AIM market since April 2015 at EUR6.0 per share raising EUR4.3 million. In the
past four years the company grew substantially, doubling its size, thanks to acquisitions
(Tholos in 2016, PHPower in 2017) and internal initiatives (UYAM, car sharing etc.),
diversifying its product portfolio. In FY19, the Company reported EUR57 million.

ERG is a major independent operator active in the following electric power generation
sectors:
> Wind: the Company is the leading operator in the sector in Italy with 1,093 MW
and among the top ten in Europe. Moreover, ERG is active in France (359 MW),
Germany (272 MW), Poland (82 MW), Romania (70 MW), Bulgaria (54 MW)
and the United Kingdom with projects in progress. In 2019 the in-sourcing
process for Operation & Maintenance continued with benefits in terms of higher
plant productivity and increased cost effectiveness. At present, the Company
directly manages over 1,300 MW, equal to over 67% of total portfolio;
>  Solar: In 2018 ERG entered the solar market and acquired 30 photovoltaic
plants throughout Italy, for a total of 89 MW and, following a further acquisition
in February 2019, reached 141 MW of installed capacity, located in 9 Italian
regions;
> Hydroelectric: ERG produces hydroelectric power in the Terni Complex: an
integrated asset portfolio, which includes 19 power plants, 7 dams, 3 reservoirs
and a pumping station, located in the Umbria, Marche and Lazio regions, and
reaching 527 MW of total capacity;
> Natural gas: the firm is present in Sicily, at the Priolo Gargallo (SR) industrial
estate, with a natural gas-fuelled thermoelectric power plant (480 MW). This
high-yield cogeneration plant is based on modern combined-cycle technology: a
programmable, flexible and efficient source of energy, with low environmental
impact, which just like hydroelectric power guarantees continual and flexible
production.
> Energy management: ERG we sold a total of approximately 15 TWh, 8 TWh of
which are directly produced by its plants, enabling to optimise production
according to the demand of the electricity market.
In 2019 the Group reached EURI,022 million revenues.

Falck Renewables, listed on the Italian stock exchange in the STAR segment and included
in the FTSE lItalia Mid Cap Index, develops, designs, builds and manages power production
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plants from renewable sources, with an installed capacity of I,133 MW (1,096.3 MW
according to the IFRS |1 reclassification) in the United Kingdom, Italy, United States,
Spain, France, Norway and Sweden, using wind power, solar power, WtE and biomass
technologies. The Group is a global player in the renewable energy technical advisory and
asset management services business, through its wholly owned subsidiary Vector Cuatro,
providing asset management services to clients accounting for approximately 2,900 MW of
installed capacity and with experience in more than 40 countries. Moreover, Falck
Renewables provides highly specialized energy management and downstream services to
both energy producers and consumers. In 2019 Falk Renewables’ top line reached
EUR373 million.

Albioma is an independent renewable energy producer, committed to the energy
transition thanks to biomass and photovoltaics. The Company operates in Overseas
France, France metropolitan, Mauritius and Brazil. For 25 years, it has developed a unique
partnership with the sugar industry to produce renewable energy from bagasse, the
fibrous residue of sugar cane. Albioma is the leading producer of photovoltaic energy in
Overseas France, where the company builds and operates innovative projects with
storage, Albioma has strengthened its position in mainland France. The Company is listed
on the Euronext Paris compartment B, is eligible for the deferred settlement service
(SRD), PEA and PEA-PME plans and is included in the SBF 120 and CAC Mid 60. The
Group is also included in the Gaia-Index, an index for socially responsible midcaps. In
FY 19 Albioma reported EUR506 million.

Figure 68 — Ascopiave 2019 revenues breakdown by business line Figure 69 — Elettra Investimenti 2019 sales breakdown by business line
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Figure 70 — ERG 2019 revenues breakdown by business line Figure 71 — Falk Renewables 2019 sales breakdown by business line
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Figure 72 — Albioma 2019 revenues breakdown by business line Figure 73 — Energy peer group 2019 revenues breakdown by geography

100% 4% 5%
90%
80%
70%
60%

2019 sales = Solar 50% | il 100% 100% 96% 95%
40%
EUR 506 30%
million = Thermal Biomass 20%
10%
0%

Ascopiave Elettra ERG Falk Albioma

BWEU M Americas

Source: Company data Source: Company data



eVISO
UBI >< Banca |5 February 2021

0
=]
3
o
)
=
~
o
[0}
=
o
S
-

APPENDIX B - ESG Picture

Corporate Governance

Does the company have a combined Chair/CEO? Yes
Percentage of independent directors 40.0% (2 out of 5 directors)
Percentage of female directors 0.0% (0 out of 5 directors)
Does the company have loyalty shares? No
Does major shareholders (if any) have a “shareholders pact” in place? No
Has the company adopted a “poison pill” or “change of control” clauses? No
Potential dilution from stock options outstanding + not yet granted? No

CEO remuneration detail (fixed salary) Not provided (EUR0.36 million for entire BoD in FY19)

Chairman remuneration detail (fixed salary) Chair/CEO duality
Is the share price included in the MBO criteria? No
Percentage of treasury shares 0.0%

Climate related risk

Has the company defined GHG-emissions targets? No

How does the company assess climate-related risk?
On one hand, energy optimization activity allows eVISO to use electricity in a more efficient way, on
the other hand clients can ask a 100% renewable energy supply, guaranteed by GSE certification

Social Responsibilities

Does the company publish a separated Sustainability report? No
Does the company have a Chief SRI/CSR officer (or a committee)? No
Does the Chief SRI/CSR officer votes in any of the company’s committee? No
Is the Investor Relation officer a different person from CFO (or other officers)? No
Is the ESG strategy integrated in the Business Plan (or in the group strategy)? Yes
Does the company have an ethical code? No

How is the cybersecurity issue managed? Not detailed
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Income Statement

(EURmM) 2020A 2021E 2022E 2023E
Value of Production 48,38 70,64 98,46 136,85
EBITDA 2,35 3,37 553 791
EBITDA margin 4,9% 4,8% 5,6% 5,8%
EBIT 1,66 2,55 4,38 6,31
EBIT margin 3,4% 3,6% 4,5% 4,6%
Net financial income /expense -0,11 -0,14 -0,05 0,24
Associates & Others 0,00 0,00 0,00 0,00
Profit before taxes 1,56 2,42 4,35 6,56
Taxes -0,40 -0,61 -1,09 -1,64
Minorities & discontinuing ops 0,00 0,00 0,00 0,00
Net Income 1,16 1,82 3,26 4,92

Source: Company data, UBI Banca estimates

Balance Sheet

(EURmM) 2020A 2021E 2022E 2023E
Net working capital -0,70 0,59 -0,09 0,05
Net Fixed assets 3,94 7,16 10,00 11,75
M/L term funds -0,34 -0,50 -0,67 -0,86
Capital employed 2,90 7,25 9,24 10,94
Shareholders' equity 2,94 12,46 15,27 19,37
Minorities 0,00 0,00 0,00 0,00
Shareholders’ funds 2,94 12,46 15,27 19,37
Net financial debt/(cash) -0,05 5,21 -6,03 -8,43

Source: Company data, UBI Banca estimates

Cash Flow Statement

(EURm) 2020A 2021E 2022E 2023E
NFP Beginning of Period -2,22 -0,05 -5,21 -6,03
Group Net Profit 1,16 1,82 3,26 4,92
Minorities 0,00 0,00 0,00 0,00
D&A 0,61 0,73 1,03 1,44
Change in Funds & TFR 0,00 0,00 0,00 0,00
Gross Cash Flow 1,77 2,55 4,29 6,36
Change in Working Capital -1,08 -1,29 0,68 -0,14
Other 0,00 0,00 0,00 0,00
Operating Cash Flow 0,69 1,26 4,97 6,22
Net Capex -1,23 -3,50 -3,70 -3,00
Other Investments -0,55 -0,30 0,00 0,00
Free Cash Flow -1,10 -2,54 1,27 3,22
Dividends Paid -0,30 -0,30 -0,45 -0,82
Other & Chg in Consolid. Area -0,78 0,00 0,00 0,00
Chg in Net Worth & Capital Incr. 0,00 8,00 0,00 0,00
Change in NFP 2,18 517 0,81 2,40
NFP End of Period -0,05 -5,21 -6,03 -8,43

Source: Company data, UBI Banca estimates
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Financial Ratios

(%) 2020A 2021E 2022E 2023E
ROE 45,6% 23,6% 23,5% 28,4%
ROI (pre-tax) 101,0% 46,4% 49,7% 58,1%
Net Fin. Debt/Equity (x) 0,0 -1,5 1,1 -1,1
Net Fin. Debt/EBITDA (x) 0,0 0,0 0,0 0,0
Interest Coverage 14,8 18,2 87,7 0,0
NW(C/Sales -1,5% 0,8% -0,1% 0,0%
Capex/Sales 4,4% 5,0% 3,8% 2,2%
Payout Ratio 25,7% 25,0% 25,0% 25,0%

Source: Company data, UBI Banca estimates

Per Share Data

(EUR) 2020A 2021E 2022E 2023E
EPS 0,06 0,07 0,13 0,20
DPS 0,01 0,02 0,03 0,05
Op. CFPS 0,03 0,05 0,20 0,25
Free CFPS -0,05 -0,10 0,05 0,13
BVPS 0,15 0,51 0,62 0,79

Source: Company data, UBI Banca estimates

Stock Market Ratios

(%) 2020° * 2021E 2022E 2023E
P/E 30,2 28,8 16,1 10,6
P/OpCFPS 50,8 41,4 10,5 84
P/BV 11,9 4,2 34 2,7
Dividend Yield (%) 0,9% 0,9% 1,6% 2,4%
Free Cash Flow Yield (%) -3,1% -4,8% 2,4% 6,1%
EV (EURm) 35,1 47,3 46,6 44,3
EV/Sales 0,73 0,67 0,47 0,32
EV/EBITDA 14,9 14,0 8,4 56
EV/EBIT 21,2 18,6 10,6 70
EV/Capital Employed 12,13 6,53 5,04 4,05
Source: Company data, UBI Banca estimates * Based on EURI.75 listing price

Growth Rates

(%) 2020A 2021E 2022E 2023E
Growth Net Sales 13,0% 46,0% 39,4% 39,0%
Growth EBITDA 12,0% 43,4% 63,9% 43,2%
Growth EBIT 13,4% 53,6% 72,0% 43,8%
Growth Net Profit 10,7% 56,7% 79,5% 50,9%

Source: Company data, UBI Banca estimates
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Disclaimer

Analyst Declaration

his research report (the “Report”) has been prepared by Marco Cristofori and Dario Fasani
(the “Analysts”) on behalf of UBI Banca S.p.A. (“UBI Banca”) in the context of the ancillary
service provided by UBI Banca named “Investment research and financial analysis or other
forms of recommendation relating to transactions in financial instruments” under
Paragraph 5), Section B, Annex | of the Directive 2014/65/EU (“MIiFID II”). UBI Banca is an
Italian bank under art. 4 (1)(27) of MIFID I, it is part of Intesa Sanpaolo group (“Intesa
Group”), under the direction and control of Intesa Sanpaolo and it is supervised by the
European Central Bank and duly authorised to provide investment services pursuant to
Article 1, Paragraph 5, letter a), b), c), c-bis), e) and f) of the Legislative Decree 24 February
1998, n° 58 under the supervision of the Italian Authority for the financial markets
(Consob). UBI Banca has its head office at Piazza Vittorio Veneto 8, 24122 Bergamo.

The Analyst who prepared the Report, and whose name and role appear on the front page,
certifies that:

a. The views expressed on the company, mentioned herein (the “Company”)
accurately reflect his personal views, but does not represent the views or
opinions of UBI Banca, its management or any other company which is part of or
affiliated with Intesa Group. It may be possible that some Intesa Group officers
may disagree with the views expressed in this Report;

b.  He has not received, and will not receive any direct or indirect compensation in
exchange for any views expressed in this Report;

c. The Analyst does not own any securities and/or any other financial instruments
issued by the Company or any financial instrument which the price depends on,
or is linked to any securities and/or any financial instruments issued by the
Company.

d. Neither the Analyst nor any member of the Analyst’s household serves as an
officer, director or advisory board member of the Company.

e. The remuneration of the Analyst is not directly tied to transactions for services
for investment firms or other types of transactions it or any legal person, part of
the same group performs, or to trading fees it or any legal person that is part of
the same group receives.

f. Marco Cristofori is a member of AIAF.

General disclosure

This Report is for information purposes only. This Report (i) is not, nor may it be construed,
to constitute, an offer for sale or subscription or of a solicitation of any offer to buy or
subscribe for any securities issued or to be issued by the Company, (ii) should not be
regarded as a substitute for the exercise of the recipient’s own judgement. In addition, the
information included in this Report may not be suitable for all recipients. Therefore the
recipient should conduct their own investigations and analysis of the Company and
securities referred to in this document, and make their own investment decisions without
undue reliance on its contents. Neither UBI Banca, nor any other company belonging to the
Intesa Group, nor any of its directors, managers, officers or employees, accepts any direct
or indirect liability whatsoever (in negligence or otherwise), and accordingly no direct or
indirect liability whatsoever shall be assumed by, or shall be placed on, UBI Banca, or any
other company belonging to the Intesa Group, or any of its directors, managers, officers or
employees, for any loss, damage, cost, expense, lower earnings howsoever arising from
any use of this Report or its contents or otherwise arising in connection with this Report.

The information provided and the opinions expressed in this Report are based upon
information and data provided to the public by the Company or news otherwise public, and
refers to the date of publication of the Report. The sources (press publications, financial
statements, current and periodic releases, as well as meetings and telephone
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conversations with the Company’s representatives) are believed to be reliable and in good
faith, but no representation or warranty, express or implied, is made by UBI Banca as to
their accuracy, completeness or correctness. Past performance is not a guarantee of future
results. Any opinions, forecasts or estimates contained herein constitute a judgement as of
the date of this Report, and there can be no assurance that the future results of the
Company and/or any future events involving directly or indirectly the Company will be
consistent with any such opinions, forecasts or estimates. Any information herein is subject
to change, update or amendment without notice by UBI Banca subsequent to the date of
this Report, with no undertaking by UBI Banca to notify the recipient of this Report of such
change, update or amendment.

Organizational and administrative arrangements to prevent conflicts of interests

UBI Banca maintains procedures and organizational mechanism (physical and non-physical
barriers designed to restrict the flow of information between the unit which performs
investment research activity, and other units of UBI Banca) to prevent and professionally
manage conflicts of interest in relation to investment research in accordance with art. 23
of Directive 2014/65/EU and under art. 34 (3) and art. 37 of the Regulation 2017/565/EU.
UBI Banca is organized in such a way as to minimize conflicts of interest and has within the
meaning of art. 20 (1) of the Regulation (EU) No 596/2014/EU and has adequate control
procedures in place to counter infringements of the obligations laid down in Article 20 (1)
of the Regulation (EU) No 596/2014. More specifically, UBI Banca has established,
implements and maintains an effective conflicts of interests policy aimed at preventing
and managing the potential conflicts of interest that could occur during the performance
of the investment research services.

Insofar as the above mentioned organizational and administrative arrangements
established by UBI Banca to prevent or manage potential conflicts of interests are not
sufficient to ensure, with reasonable confidence, that risks of damage to the interests of
the client will be prevented, UBI Banca engages to provide a clear disclosure of the specific
conflicts of interests arising from the performance of investment research services,
including a description of the sources of those conflicts and the steps undertaken to
mitigate them, taking into account the nature of the client to whom the disclosure is being
made.

For further information please see UBI Banca’s website (www.ubibanca.com/equity-
research - “Informativa sintetica sull’attivita di ricerca”) and (www.ubibanca.com/Mifid -
“Policy sintetica conflitti di interessi”). More details about the conflicts of interests policy
will be provided by UBI Banca upon request.

Disclosure of interests and conflicts of interests pursuant to Delegated Regulation
2016/958/EU

In relation to the Company the following interest/conflict of interest have been found:
> UBI Banca acted as a Global coordinator for the Company

>  UBI Banca and other companies of the Intesa Group are part of a factoring
agreement and a commodity swap with the Company and financing agreements
with the Company and other companies belonging to the same group.

> One or more of the companies of the Intesa Sanpaolo Banking Group have a long
position larger than the 0.5% of the issued share capital of EVISO S.P.A.

On the basis of the checks carried out no other interest/conflict of interest arose.

Frequency of updates

UBI Banca aims to provide continuous coverage of the companies in conjunction with the
timing of periodical accounting reports and any exceptional event that occurs affecting the
issuer’s sphere of operations and in any case at least twice per year. The companies for




eVISO
UBI >< Banca |5 February 2021

0
=]
3
o
)
=
~
o
[0}
=
o
S
-

which UBI Banca acts as Sponsor or Specialist are covered in compliance with regulations
of the market authorities.

For further information please refer to www.ubibanca.com/equity-research

Valuation methodology

UBI Banca’s analysts value the Company subject to their recommendations using several
methods among which the most prevalent are: the Discounted Cash Flow method (DCF),
the Economic Value Added method (EVA), the Multiple comparison method, the SOP
method and the NAV method.

The analysts use the above valuation methods alternatively and/or jointly at their
discretion. The assigned target price may differ from their fair value, as it also takes into
account overall market/sector conditions, corporate/market events, and corporate
specifics (i.e. holding discounts) reasonably considered to be possible drivers of the
company’s share price performance. These factors may also be assessed using the
methodologies indicated above.

For further information please refer to www.ubibanca.com/equity-research.

Ranking system

UBI Banca’s analysts use an “absolute” rating system, not related to market performance.
The explanation of the rating system is listed below:

Buy: if the target price is 15% higher than the market price, over the next 12 months.

Hold: if the target price is 15% below or 15% above the market price, over the next 12
months.

Sell: if the target price is 15% lower than the market price, over the next 12 months.

No Rating: the investment rating and target price have been suspended as there is not
sufficient fundamental basis for determining an investment rating or target. The previous
investment rating and target price, if any, are no longer in effect. Alternatively, No Rating
is assigned in certain circumstances when UBI Banca is acting in any advisory capacity in a
strategic transaction involving the Company.

Target price: the market price that the analyst believes that the share may reach within a
one-year time horizon.

Market price: closing price on the day before the issue date of the report, appearing on the
first page.

Distribution

Italy: This document is intended for distribution in electronic form to “Professional Clients”
and “Qualified Counterparties” as defined by Legislative Decree 24 February 1998, n. 58
and by Consob Regulation n. 20307 dated 15 February 2018, as further amended and
supplemented or otherwise to market professionals or institutional investors only, who are
financially sophisticated and capable of evaluating investment risks independently, both in
general and with regard to particular transactions and investment strategies.

Spain: This document is intended for distribution in electronic form to “Professional
Clients” and “Eligible Counterparties” as defined by Royal Legislative Decree 4/2015, of 23
October, approving the revised text of the Securities Market Act, as further amended and
supplemented.

IN THE UNITED KINGDOM, THIS DOCUMENT IS BEING DISTRIBUTED ONLY TO, AND IS
DIRECTED ONLY AT PERSONS WHO (A) ARE (1) PERSONS FALLING WITHIN ARTICLE 19 OR
ARTICLE 49 OF THE FINANCIAL SERVICES AND MARKETS ACT 2000 (FINANCIAL
PROMOTION) ORDER 2005 (AND ONLY WHERE THE CONDITIONS CONTAINED IN THOSE
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ARTICLES HAVE BEEN, OR WILL AT THE RELEVANT TIME BE, SATISFIED) OR (Il) ANY OTHER
PERSONS TO WHOM IT MAY BE LAWFULLY COMMUNICATED; AND (B) ARE QUALIFIED
INVESTORS WITHIN THE MEANING OF ARTICLE 2(1)(E) OF THE PROSPECTUS DIRECTIVE
(DIRECTIVE 2003/71/EC), (ALL SUCH PERSONS BEING REFERRED TO AS "RELEVANT
PERSONS"). THIS DOCUMENT MUST NOT BE ACTED ON OR RELIED ON BY PERSONS WHO
ARE NOT RELEVANT PERSONS.

IN FRANCE, THIS DOCUMENT IS BEING DISTRIBUTED ONLY TO, AND IS DIRECTED ONLY AT
PERSONS WHO ARE CONSIDERED AS PROFESSIONAL CLIENTS WITHIN THE MEANING OF
ARTICLES L. 533-16 AND D. 533-11 ET SEQ. OF THE FRENCH CODE MONETAIRE ET
FINANCIER (THE FRENCH FINANCIAL CODE) OR AS ELIGIBLE COUNTERPARTIES, AS DEFINED
IN ARTICLES L. 533-20 AND D. 533-13 ET SEQ. OF THE FRENCH FINANCIAL CODE.

IN IRELAND, THIS DOCUMENT IS BEING DISTRIBUTED ONLY TO, AND IS DIRECTED ONLY AT,
PERSONS WHO ARE QUALIFIED INVESTORS WITHIN THE MEANING OF ARTICLE 2(1)(E) OF
THE PROSPECTUS DIRECTIVE (DIRECTIVE 2003/71/EC, AS AMENDED FROM TIME TO TIME,
INCLUDING BY DIRECTIVE 2010/73/EC) ("QUALIFIED PERSONS"). THIS DOCUMENT MUST
NOT BE ACTED ON OR RELIED ON BY PERSONS WHO ARE NOT QUALIFIED PERSONS.

THIS REPORT DOES NOT CONSTITUTE A PROSPECTUS WITHIN THE MEANING OF ARTICLE
652A OR ART. 1156 OF THE SWISS CODE OF OBLIGATIONS OR A LISTING PROSPECTUS
WITHIN THE MEANING OF THE LISTING RULES OF THE SIX SWISS EXCHANGE OR ANY
OTHER TRADING VENUE IN SWITZERLAND, OR A SIMILAR COMMUNICATION WITHIN THE
MEANING OF ART. 752 THE SWISS CODE OF OBLIGATIONS AND HAS BEEN PREPARED
WITHOUT REGARD TO SWISS LAWS AND REGULATIONS, AND DOES NOT CONSTITUTE AN
OFFER TO SUBSCRIBE FOR, BUY OR OTHERWISE ACQUIRE ANY SECURITIES OF THE
COMPANY.

Copyright

This Report is being supplied solely for the recipient’s information and may not be
reproduced, redistributed or passed on, directly or indirectly to any other person or
published, in whole or in part, for any purpose without prior written consent of UBI Banca.

The copyright and intellectual property rights on the data are owned by UBI Banca, unless
otherwise indicated. The data, information, opinions and valuations contained in this
Report may not be subject to further distribution or reproduction, in any form or via any
means, even in part, unless expressly consented by UBI Banca.

By accepting this Report the recipient agrees to be bound by all of the forgoing provisions.

Distribution of ratings

Equity rating dispersion in the past 12 months

Buy Hold Sell No Rating
76.0% 22.1% - 1.9%

Proportion on issuers to which UBI Banca has supplied investment banking services
relating to the last 12 months

Buy Hold Sell No Rating
59.5% 8.7% - 100.0%

For further information regarding yearly and quarterly rating statistics and descriptions,
please refer to www.ubibanca.com/equity-research.




