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Disclaimer

This document contains forward-looking statements. Any forward-looking statement does not constitute forecasts as defined in Commission
Delegated Regulation (EU) 2019/980. Forward-looking statements relate to expectations, beliefs, projections, future plans and strategies, anticipated
events or trends and similar expressions concerning matters that are not historical facts. These forward-looking statements are based on Solocal
Group’s current beliefs, assumptions and expectations of its future performance, taking into account all information currently available. Although
Solocal Group’s management believes that the expectations reflected in such forward-looking statements are reasonable, investors are cautioned
that forward-looking statements are subject to various risks and uncertainties, many of which are difficult to predict and generally beyond the
control of Solocal Group, that could cause actual results and developments to differ materially from those expressed in, or implied or projected by,
the forward-looking statements. These risks and uncertainties include those discussed or identified in the public filings made by Solocal Group with
the Autorités des marchés financiers (French Financial Market Authority) including, in particular, those listed under the section “Risk Factors™ in
Solocal Group’s universal registration document (document d'enregistrement universel). Solocal Group, its affiliates, directors, advisors, employees
and representatives expressly disclaim any liability whatsoever for such forward-looking statements

All accounting data on an annual or half year basis is presented in the form of audited consolidated information. However, all accounting data on a
quarterly basis is presented in the form of unaudited consolidated information. In Solocal results presentation and Solocal press release, Solocal
Group isolates continuing operations from discontinued operations. Financial performance indicators are commented on the scope of continuing
activities. Due to rounding, numbers presented throughout this and other documents may not add up precisely to the total provided.

All detailed financial indicators and data are published in the Consolidated Financial Statements Report as of 31st December 2021, available on
www.solocal.com (Investors and shareholders).
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https://eur03.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww.solocal.com%2F&data=04%7C01%7Cxletulzo%40solocal.com%7Ce33ae34757884c0ea37d08d9923c27d6%7Cee6c37286c254201b1fb79cbe99342ab%7C0%7C0%7C637701609337729154%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C1000&sdata=I8%2FtgCCdoesYZi297APeNHupYBKfjOdkkv2DuV0W72Y%3D&reserved=0
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Q12022 Highlights

—> A performance slightly below expectations for the quarter:

Q1 2022 revenue decrease by -4.8% vs. Q1 202],1.e. €-52m
Customer base at 304k as at 31st March 2022 vs. 309k 31st December 2021

Flot ARPA at ¢c.€1,360

Controlled churn rate! at 13.7% in Q1 2022, vs. 12.8% for the full year 2021 but significantly

below Q1 2021 churn rate (16.7%)

—> Flat order backlog at €243m as at 31st March 2022

—> Secured revenue for 2022 of €286.2 million

—> 2022 Outlook confirmed and continued roll-out of the Strategic Plan

P4

‘)Churn rate calculation: nb of churned customers on a LTM basis / nb of customers BoP : net = figures netted from winbacks
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Customer base slightly down in Q12022 (-5k customers)

P.6

Q12022 customer base overview!

31/12/2021

309k

customers

Reminder: Q12021 customer base overview!

Beginning
of Period

New
customers

(incl. winbacks)?

Churn

Customer base in Q12022

« 304k customersvs. 309k as at 31t

37/ 03/2022 December 2021
«  Churn
— 304k - decrease by -3pts vs. Q1 2021 ; but
- ST e - slightly higher vs. 31 Dec 2021, as
forecasted

«  Churn rate management remains

New

customers
(incl. winbacks)?

Churn

Solocal’s top priority in 2022

Net

End churn rate?
of Period 13.7%

314k

vs. FY2021 | Q12021
12.8% | 16.7%

customers

1Group scope
2Churn rate calculation: nb of churned customers on a LTM basis / nb of customers SOIOCdl
SWinback: Acquisition of a customer who has been lost in the previous 12 months



Q12022: ARPA stable at ¢c.€1,360

ARPA evolution driver | Q12022
ARPA /
Acquisition? 51?2:

vs. Q4 2021

g

ARPA . ARPA N
DIGITAL Churn23 c.-4.2%
vs. Q4 2021

ARPA

Cross sell /l

[ Upsell

stomer Journey

P.7

Digital ARPA!
FY 2021 @

c.€1,370
Q12021 c.€1,360

Retention rate? } c.54%

'Based on Group revenues

2Based on order intake, Solocal SA customer base
312 months equivalent so 0 Cq

4nb of customers retained [ nb of churn intentions



Websites: commercial strategy is bearing its first fruits

Vs

Telesales

Order intake - in volume

Fieldsadles

&

Q12021 Q22021 Q32021 Q42021 Q12022 Q12021 Q2 2021 Q32021 Q4 2021 Q12022
Essentiel Premium Privilege
B Acquisition Acquisition B Acquisition
Upsell / cross-sell Upsell / cross-sell Upsell / cross-sell
J
3
Satisfaction ratings! : : : :
9 Score Trend + Strategy on websites starting to bear its fruits:
Ve Qo - Telesales: mainly focused on acquisition via the “Essentiel”
- Essentiel: **** 9 4.4[5 V. range of products . . |
- Fleldsale)s: hybrid strategy of acquisition (mounly Essentiel &
. Premium) + upsell & cross-sell on Premium & Privileége websites
. Premium: Y Yo Yo S s 4.3[5 P , ) e
- No compromise on quality of websites, which reflects
o srn into customer satisfaction ratings
. Privilege: Y& Yo Y Y- 4.3[5 S

P.8

'General satisfaction grades from 0to 5 SO IOCG |



Ql Revenue

Olivier Regnard

Chief Financial Officer
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Q12022 revenue decrease by -4.8% slightly below expected decrease

Q4 Qi Q1 Change
2021 2022 2021 QoQ

Revenue down by -4.8%, as a result of (i) salesforce
Revenue 105.9 101.5 106.6 _4.8% % performance below expectations (ii) unfavourable product
(in million euro) mix and (iii)) one-off websites revenue cancellation

Subscription-based
order intake 89% 96% 88% +7 pts %

(as a % of order intake)'

Revenue growth?

96% of order intake were subscription-based in Q1 2022, and
should remain at this level on the long run

0.6% 0.4% 6.4%
— L [ =
7.4% : Z4.8%
126 -10.2%
-16.3% 6% -16.7%
Q12020 Q2 2020 Q3 2020 Q4 2020 Q1 2021 Q2 2021 Q3 2021 Q4 2021 Q12022

P10 1% calculation based on Solocal SA Digital order intake in value terms
’ 2revenue quarter n vs. quarter n-1 S O 0 Cd



Overview of Solocal revenue

Ql
2022

Ql
2021

Change

P1

€36.2m

€31.Im

+16.6%

€15.2m

€15.7/m

-3.2%

£

Booster3 TOTAL

€50.Im €101.6m
€59.9m €106.6Mm

-16.4% -4.8%

1Connect = Access, Essentiel, Premium, Marketing Digital, Vocal, MDOffline
2Websites = Essentiel, Premium, Privilege, Websites DIY Websites

3 Booster = Display / Adhesive, Booster Contact, Booster Site, Social, Local impact, Ranking
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Stable order backlog' of €243 m and €286 m of secured revenue for 2022

Reminder: Order backlog' as at 31.03.2021 is not fully comparable to order backlog as at 31032022 because of change in order intake booking dates,
due to change in business model (subscription mode)

Dec March
2021 2022

Change

AN Order backlog' stable -0.4%

Order backlog! 9
9 2435 2426 -04% vs. 31th December 2021

(in € million)

Conversion of order backlog into revenue

Hm Q22022 mH22022 m 2023 2024

€2426m 32,8% 43,4% 21,5% 37

W
Ql revenue of €101.5m -+ €184.8m

= Secured revenue?for 2022 of €286.2 m as at 31.03.2022 (vs €310m as at 31.03.2021)

P12 'Calculated as order backlog at end of previous period + order intake of the quarter —-revenue of the quarter
) 2+ [- cancellations & other effects as per management best estimate S O O Cd



Strategic plan
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Follow up strategic plan achievements over Q12022 (1/2)

c Performance management )

A strengthened management [ECERETEWE ST C RS EEY oINS 10T
atalocallevel « 3 new Regional Directors hired

+ 85% of the weight of the compensation plan project focused on
Compensation plan project new business ?dcquisition & cross sell)
* New objectives for Managers

HR + 1dedicated HR manager for each region in charge of workforce
pqrtnership planning, staffing, and career development

NI

Execution Regions )
. . Optimization started
Business performance Better local coverage 8 ONGOING
» Recruitment of ~78 hunters planned & ONGOING
—> As at end of Q1 2022: 140 hunters in the salesforce Goal at ¢.190 hunters
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Follow up strategic plan achievements over Q12022 (2/2)

e Sales Campus )

- Welcome process

 Targeted training

 Prospection plans with new optimized tools

- Data analytics

solocal



@® TRUST

Follow up strategic plan achievements over Q12022

PHYSICAL SUPPORT

For new customers
Customer Success Manager

- Systematic customer onboarding &
more regular training

* A unique interlocutor, with steps from

v

Lo ! In progress
beginning to end of customer journey
For existing customers
Customer Care Manager
- to handle customer questions, requests
& complaints according to Solocal In progress
standards
J

Optimized search engine for best results
Quality scoring

User generated content

P.16

v/

In progress

In progress

Backed by

phygital approach

300k +
customers &
prospects

DIGITAL SUPPORT

For all customers

« Easy access to performance in terms of
digital exposure

» More impactful & comprehensible KPIs

New dashboards rolled-out

Fl‘";& “;:2“1 :3--7‘9(-
||I|II|"||| ..|I||||“|.

———

In progress

Brand new app
Professionals badges displayed

PagesJaunes label to distinguish
best professionals

v

In progress

In progress
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Conclusion

Hervé Milcent

Chief Executive Officer
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Wrap up

—> 2022, a consolidation year:
Good momentum on operational KPIs:
- Flat ARPA stable vs. 315t December 2021
- Significant net churn controlled: 13.7% in Q1 2022 vs.16.7% in Q1 2021

- Slight reduction in the customer base, a performance slighty below expectations

—> 2022 ambitions confirmed
- Revenue comparable to 2021
- EBITDA comparable to 2021

- Operating Free Cash Flow' comparable to 2021

P18 0perating free cash flow = Ebitda (including IFRS 16 rents) + non-monetary items + change in WCR — capex SOl OCG I
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