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The journey to revolutionize
car buying continues!

1 Guillaume Paoli

. .

‘? Aramis Group co -founder
’ & co-CEO

& co -CEO

. | 4 Nicolas Chartier
' Aramis Group co -founder
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Team driven by a passion for customer satisfaction from day 1

Incumbents deliver
a disappointing experience

A car is essential,
not optional
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Entrepreneurial team

87% of European households Opaque pricing From a team of 2é
own a personal car

840/ of European households Limited offering & risk of low quality
0 . : N
use their car daily & reliability

N\

ARAMISGROUP

Source:lpsos 2024 mobility barometer A

€ to a Team of Teams of >2,400




Our purpose and ambition

Provide affordable, sustainable
individual mobility  to all Europeans
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Building the European leader

Aramis Gr oup 0 s® enmalutidne t

shar e

~0.9%

Launch of ~O_ 1% “‘02% -
Aramis

2001 2009 2016 2024

7 Source:Aramis Group analysis
Note: (1) EU27+UK volume market share (X2C < §.0.)

Ugl1l10B+

revenues

Long term




Model to deliver unparalleled customer value

Buy the best used cars the best customer ex

Across B2B & C2B sourcing channels In industrial-scale Affordable prices, wide range
throughout Europe refurbishing centers of services and optichannel
seamless journey




Redefining the used car experience in Europe 2024
' figures

2001
Inception 0 2 . 2 g:B\

Revenues NPS®

c. 700k

Cumulative B2C sales

2.3% 57

8 Adjusted EBITDA E-NPS®

) margin
Industrial-scale 9

refurbishing centers

6 78%/ 22% 26 days

Countries Refurbished Operating WCR
/ pre -registered

c. 2,400

People

112k

B2C cars sold

(1) Net Promoter Score, a widely used indicator measuring customer satisfaction, as of endSeptember 2024
(2) Employee Net Promoter Score, a metric to measure employee engagement, as of endSeptember 2024
(3) Gross Profit per Unit (GPU) is defined as Gross Profit per B2C car sold



Unique model and clear strategy to capitalize on major market opportunities

Vast market full
of opportunities

To be seized
through our unique
model

Enabled by a

strategy built
around two pillars

A huge and fragmented 0 2 7 @dBe addressable market, resilient and digitizing

A vertically integrated model, supported by a clear Operating System
and powered by our Aramis Performance Engine

Converge and leverage our European platform
Raise the bar




2027: the next step in our journey

Refurbished volumes

Total B2C volumes

Adjusted EBITDA

Operating working capital
(in days of revenues)

2025 2027
- Double -digit
Double -digit organic CAGR growth
organic growth for 2024 -2027

o o High single -digit
High single -digit organic CAGR growth
organic growth for 2024 -2027

> 065 million c.5% of revenues

Continuous improvement




v Guillaume Paoli
-l Aramis Group co -founder

' and co-CEO

One of Europe's most exciting
retail markets
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Huge market enabling

sustainable growth




European used car mar ket
total used car market

EU27+UK used car® market (2023)

<

38

year s,

a420B / 34 mi

uz70B

i ncl udX¥B of pre -registered

ARAMIS CORE MARKET

Used cars < 8 years

° 12 million units PRI
; (includes c. 400k of preregistered)

................................................................................................................................................................

Source: ACEA, IHS, OICA, Aramis Group analysis
(1) Refers to X2C market; newcar market accounts for 12M cars sold in EU27+UK in 2023

22 million units

-




A sum of sizeable local markets, each one with its own specificities

EU27+UK used car market volume (below -8-year X2CW) Local specificities

In million units (FY23)
c.12

i i Aramis Group countries

L___!

e )
= BRAND PREFERENCES

27
==* CAR SPECIFICATIONS
' CUSTOMER BEHAVIOR
AND FINANCING PREFERENCES
- AUTOMOTIVE TAXES AND
11l ADMINISTRATIVE PROCESSES
— e e cwemo Other  EU 27+UK
= W jJ1 Il = = BI counies

Source: IHS, Aramis Group analysis
(1) X2C refers to C2C & B2C




Increasingly digital market, enhancing the customer experience

Cars purchased online (2020 vs. 2023) (D Willingness to buy the next car online

Q: How did you purchase your vehicle? Q: Which of the following purchase methods would you consider
% of the panel responding entirely or partially online for your next vehicle purchase?
% of the panel responding entirely or partially online

12%

of customers are willing to buy the next
car fully or partially online

4%

2020 2023

Source:Google Gearshift 2023 // Base: All new car buyers n=2500
(1) EUS countries which are France, Germany, Italy, Spain and UK, refers to new car buyers




Ecosystem of diverse players within a very fragmented market

In each of the key markets,
Top 5 players represent

5-15%

Source:Aramis Group analysis
(1) B2C volumes




Complex market on which Aramis Group is an end -to-end integrated platform

Q, Sourcing «? Transactions « Intermediation & End customer
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Most customers are still embedded in the traditional buying experience,
creating opportunities for agile players

INDEPENDENT OPERATORS (B2C)

INDIVIDUALS (C2C) FRANCHISED DEALERS (B2C)
Physical-first Digital -first
Direct transactions between private Focus onphysical sales process,with Physical sales process, with some online Online sales process, with optional
individuals optional use of digital touchpoints physical touchpoints
Contracts with one or more OEMs to
sell cars
& A\ ARAMISGROUP
exar gj. AUTGTeRIN® ~ Van Mossel AURES KAMUX
of players T Ejm‘Ti.§=¥ @ Inchcape FlexiScar (@) mororeomt  AGIQIAND cinch (&) AUTOHERO
Market share
(below-8-year X2C ~30% ~47% ~20% ~3%

used car)

A D D O
experience

G Lower | ‘ Higher

Source:Aramis Group analysis
Note: market shares estimated based on France, UK, Spain, Austria, Belgium, Italy and Germany
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Historically resilient, the used car market faced an unprecedent crisis from 2021

Change in new and used passenger car market volume in France since 2000

100 basis - Used cars(all ages) New cars

Covid-19, Ukraine war,

140 - semiconductor crisis

120
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0

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

Source:French Ministry of Ecological Transition,Aramis Group analysis A
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Drastic reduction in new car
production due to the semi-
conductor and logistics  crisis:
1 year of lost production
between 2020 and 2022

Near disappearance ofpre -

registered car market in a couple

of quarters in H1 2022

Combination of COVID -1 9 <cr |

Pre-registered & recent used car availability
collapse leading prices to skyrocket

o

Major disruption in new car
supply, impacting the used car
market: used cars under 1 year

old down by -37%® in 2022 vs.

2021

N\

u

Used car prices up by +22% @
on average, peaking in early
2023 vs. January 2021

Source: IHS Markit,Indicata, Countryeconomy, World Bank, Aramis Group analysis

Note: (1) In Aramis Group countries: France, Belgium, Spain, United Kingdom, Austria, Ital{2) CPI: consumer price index

and

B

Interest rates surged from 0%
in 2021 to 4.5% in September
2023, straining household
budgets

Sharp increase in energy
prices, with oil up +21% @ in
2022 vs. 2021, raising the cost
of car usage

Ukr ai ne

war tr

A~

Generalized inflation , CA®@ up
+6.4%® between 2021 and
2023




Foll owing 0Carmageddond6, the mar ket 1| s
pre-cri si s | evel sé

New car production and sales in EU27+UK Used car prices (all ages) 1 nde

Millions of units Index base of 100 in January 2021
e Production Sales 130 7
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éwith new and accelerating trends paving

Electrification Electric vehicles are projected to representc.45% of the used car market in Aramis Group
and regulatory constraints countries M by 2035

Price has become a growing concern for Europeans, and is now the leading purchasing

Aol lovee! GonsiElis criterion: 41% ranked it 1 stin 2023, up from 31% in 2021

The share ofnew BEV cars from Chinese brands manufactured in China and sold in the EU

Rise of Chinese automakers increasedfrom 0.5% to 7.9% @ between 2019 and 2023

Environmental concerns playasi gni fi cant r ol e i ndplchasiogp e an
decisions of EVs, with 48% citing it as a key factor

Growing ecological awareness

(1) France, Spain, Belgium, United Kingdom, Austria, Italy
(2) Share of NEW BEV market in Europe

Source: Jato StudiesCVA scenario, EYParthenon, Deloitte consumer survey,Aramis Group analysis A
(3) Aramis Group countries: Which of the following factors have had the greatest impact on your decision to acquire an electrified vehicle?




BEV are projected to represent ¢.45% of the used car market in Aramis Group
countries by 2035

BEV penetration in the below -8-year UC market in AG countries @ | 2019 to 2035
%

e Historical Projection

c.45%

4%
0% —
e T T T T T T T T T T T T T T 1
2019 2020 2021 2022 2023 2024 2025 2026 2027 2028 2029 2030 2031 2032 2033 2034 2035

Source: IHS Markit, CVA scenario, Aramis Group analysis
Note: (1) France, Spain, Belgium, United Kingdom, Austria, Italy




In a nutshell: a thriving market full of opportunities

n Huge and resilient , enabling sustainable growth

ﬂ With local specificities , valuing customer knowledge and field expertise

a With significant potential for digitization , benefiting players ahead of the curve

n Highly fragmented , creating opportunities for consolidation

a Driven by underlying emerging trends , favoring the most agile players

A




Nicolas Chartier

Aramis Group co -founder
and co-CEO

~ . - Philippe de Rovira
E u r O p e O S I e a d I n g u S e d > Chiefp,sziliates foicerat
platform BRI~ comcvember T

ARAMISGROUP




Unigue business model, shaped

and enhanced over time




Our blueprint for success at Aramis Group

Vertical integration

through the value chain Aramis EEHEE.

From sourcing to delivering over the years, People, Teams
cars to the clientocs with our successive acquisitions and Enterprise




Our architecture: end -to-end vertical integration

_ . . : Optichannel sales Multimodal
Sourcing Logistics Refurbishing Services (websites, phone, delivery
customer centers) (home, POS)
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Buy One Sell One, anticipating
customer demand

Flow vs. Inventory optimizing
operating working capital

Strong local demand insights
Best price is not the lowest price

Al-powered buyers

In-house refurbishing , with
best-in-class lean factories

Repair vs replace

Refurbish at the right level
through internal calibration
methodology

Pull flow logistics with ultra -fast
daily delivery

Combining Quality, Lead Times
and Costs

Aramis Operating System, our code crafted from years of experience

The Pro and Friendly touch

High -end Customer Value
Proposition, with the right car,
refurbished at the right price

Optichannel and seamless
customer journey with asset-light
POS

Best of technology with a human
touch

Wide range of services




Introducing Aramis Performance Engine to drive unparalleled execution

°®
S Teams

Inspire alearning culture Customer -centricity as A3 problem -solving methodology
the guiding principle

@embad? leadership

Practice teamwork

Develop a problem-solving and

Orient and support learning mindset Guilds (community of practices)
animation to foster cooperation
Focus on safety, quality, lead-times Pr a c Kaizen®) 06 between countries
and cost
Engaged and autonomous in Respect for people
Visual management decision-making

Team of teams
Enable people and encourage
initiatives at every level

doshin Kanri & and scenario
planning strategy

Raise the bar

(1) Go and see
37  (2) strategic planning methodology
(3) Continuous improvement




Lean-inspired model recognized outside of Aramis Group

9 Mohammed JABRI - st
“'0 6mo - @

Stone breaker “\ or Castel builder &i?

It makes all the difference whether we respect our employees or not. Giving
business sense in the field is a way of #respectforpeople.

During our #Leanmanufacturing session on the theme of operational and
business performance, we had a fascinating discussion on the conditions we
need in order to get the #FirstPassYield.

- Operational conditions
- Logistics conditions
- Business conditions (often kept by managers for managers)

And you, what are the current business conditions you are sharing with your
teams ?

Thank you Charles D. for hosting us at #BERNARDCONTROLS, and thank
you Cécile ROCHE and Julie Chevalier for this enlightening day.

Julie Chevalier Cyril GRAS Michael Ballé Christophe RICHARD Cécile
ROCHE
Aramisauto Aramis Group Institut Lean France

33

Michael Ballé -
8mo- ®

Some deep insights from the lean journey of Aramis Group.

1. every problem is singular so one-size solutions don't work _more

Better #products + better manufacturing #processes supported by better
#management + better #marketing

Peter Liao - 2nd + Follow

tize Award, Editorial Board Member of Ry = e o R Chung e kinth
11mo - Edited - @

=
1 am glad to meet Michael Ballé in Taichung, Taiwan today, Michael is the
author of Raise the bar, and the Chinese version new book just published in
Taiwan recently. ..more

v That's a better #plan - from the #genba to #engineering and back to the E— —
. gzt ik ; genba: make people’s life easier, add more value to customers. ﬁ
® i arting points e
A o Ormanys v it o s o i Eivind Reke Yu-Hsiu Hung Laure Cornec Woody Rousseau Antoine Bordas Raise the Bar ;unendpoint: E
one simle but powerful practice: go and see | _ more Hugues de MEZERAC Audrey Gonera Julie Chevalier Bruno MARQUET Sl snesthe -
Sylvain Vieuille Jabri Mohammed Romain Boscher e e, but then :

The Galion Project
N 17,465 followers
-

 Le lean management, vous connaissez ? Non mais, vous
connaissez vraiment ?

Il y a quelques semaines, les Galions ont eu la chance d'écouter
les insights de Benoit Charles-Lavauzelle, co-fondateur et CEO
de Theodo , Fabrice Bernhard , co-fondateur et CTO

de Theodo , Steve Anavi, co-fondateur et Président de Qonto,
et Nicolas Chartier, co-fondateur et co-Directeur

Général d'Aramis Group , véritables ambassadeurs du Lean au
sein de The Galion Project depuis des années.

Petit apergu de ce riche moment < 5 notions clés que nos 4
experts ont partagé avec les membres présents :

learning must

Roberto Priolo - 1st
Head of Communications at Lean Global Network
Visit my website

9mo - ®

To develop a #lean #culture means to develop each lean thinker and help
them reach their full potential. Aramis Group does it with the People Review.
Thanks Michael Ballé Cyril GRAS Pauline Marion

- - The deep secret of lean transformation: the People
Review

planet-lean.com

C¢ 24 2 comments - 4 reposts

@ o ® 2 “

RAISE
THE BAR

Zero to 1 Billion: Combining Lean and Digital

for People-Centric, Sustainable Growth

Michael Ballé
Nicolas Chartier
Guillaume Paoli
Régis Medina

Foreword by Daniel Jones,
cofounder of Lean

ZN KEENLYPRESS




Unmatched customer satisfaction

NET PROMOTER SCORE

c. 40

Aramis Group 2024 European competitors'
average(?

(1) Net Promoter Score (NPS)s a widely used indicator measuring customer satisfaction
(2) Aramis desk research




Customer satisfaction through on -the-ground initiatives
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Market -leading margins per unit

G/ uni t

GROSS PROFIT PER UNIP ? Kibitise
ST ARSI LS

/ 2,285
c.1,500

...........

Aramis Group 2024 European listed competitors' average @

(1) Gross Profit per Unit (GPU) is defined as Gross Profit per B2C car sold
(2) Volume-weighted average based on the latest full-year available accounts for Kamux, Motorpoint, and Auto 1 (Autohero)

®



Improving GPU with employee suggestions

Bravo a Benjamin pour sa suggestion

Problémes :
=  Nous remplag des pteurs i-cockpit 3D Peugeot 2008 3008 5008 208 pour un
écran/film car il se dégrade lors des nettoyages ou au cours du temps.
= |l n'existe pas de possibilité de le remplacer sans remplacer le combiné complet chez nos
fournisseurs (400€ en échange standard /1000€ env. neuf)
=  De plus, une reprogrammation peut étre nécessaire si le compteur appartenait a une voiture
électrique alors qu'il est installé sur un VH thermique.

Suggestion :
s  Remplacer uniquement le film par un film teinté effet miroir trouvé sur amazon (20€ pour

10 compteurs)

Mise en ceuvre : Th
=  Démonter le compteur Smin et le film usagé
= Nettoyage des traces de colles
=  Remplacer le film en découpant le morceau dans le film teinté effet miroir
s Collerle film WA i -

Gains :
=  Actuellement 1 3 2/mois en 2024 => env 1400€/ mois
=  ne plus devoir réaliser de reprogramation de compteur




Lowest operating working capital amongst peers in Europe

OPERATING WORKING CAPITAL®
Days of revenues C 46

/ 20

Aramis Group 2024 European listed competitors' average(z)

(1) Operating working capital defined for Aramis Group as: Inventory (incl. minor adjustments) + Adjusted trade receivables (incl. minor adjustments) - Trade payables- VAT Payables
(2) Volume-weighted average based on the latest full-year available accounts for Kamux, Motorpoint, and Auto 1 (Autohero)

\l“ |




In a nutshell: a unigue model driving best  -in-class performance

n Vertical integration through the value chain

Aramis Operating System
[

H Aramis Performance Engine

FY 2024

N=S 73 GPU 02, 2B5

(1) Operating working capital in days of revenues




Stellantis and Aramis: partners to unlock

the potential of the used car market




Stellantis: a committed partner for Aramis Group since 2017

Aramis Group current shareholding structure Stellantis contribution

As at September 30, 2024

As a long -term shareholder

21,62%

A Financing of strategic external operations to strengthen
Aramis Group's leadership in Europe

As a business partner

A Supply of Stellantis used cars
A Supply of spare parts

A Market intelligence

60,54% ,
A Other

17,84%

B Stellantis Founders Public

(1) The theoretical total number of voting rights is calculated based on all of the shares that rights are associated with, including the shares not entitled to voting rights
The total number of voting rights that may be exercised at a general meeting is calculated after deducting the shares not entitled to voting rights (shares included in the balance of the liquidity agreement)




Used car market: a strategic lever for Stellantis

Stellantis' long -term strategic plan emphasizes the development of the used car business

AMBITION

LEVERS

SPECIFICALLY
ON USED CARS

To be second to none in value creation for all stakeholders, whileunl eashi ng Stell ant.i
mindset

<
N

Increase the autonomy of seven accretive businesses: mobility, financial servicesjsed cars, aftermarket,
data as-a-service, circular economy and commercial vehicles

Deploy a 360° strategy , creating a comprehensive ecosystem that includes data collection, refurbishing
capabilities, ecommerce and more

Actively support two complementary digital platforms
Spoticar (fully integrated) and Aramis Group (autonomous)




Two complementary digital platforms to fully capitalize on this market

opportunity

Geography &
customers

Inventory

Stock ownership

Refurbishing

Logistics

Source:Aramis Group analysis

SPTiCAR
Stellantisd used vehicl e

acting as an aggregator of dealers

@ for franchised dealers and agents- more * }

'traditional customers', brand oriented I

0 of Stellantis brand cars , primarily 0
>90% recent cars <35%

Carsowned by dealers and agents =

Use of local refurbishing capacities i
owned by Stellantis or third parties mmm
’}’)Q Managed by local dealers and agents #Og(’,%

Global reach through a unique website

*
*l¥

/\ ARAMISGROUP

| Multibeaind optichannel
used car retail platform

European reach through owned
websites and local customer centersd
all types of customers, best deal
oriented

of Stellantis brand cars , all ages
from recent to 8+ years old

Carsowned by Aramis Group and
stored at internal facilities

Pioneer and European leader for
industrial -scale used car refurbishing

Centrally managed and optimized
for delivery times as short as 24 hours

AN




ARAMISGROUP




.4 Aejandro Garcia Mella
. ‘ Group Head of Supply Chain
4 %3

& New Business

 (\a§ 'vanVelasco.

Group CTO

5 José Carlos del Valle
To strengthen our European w® I

leadership and drive profitable
growth

CMO for Spain,
Group CMO Team Leader

ARAMISGROUP




Our North Star guiding us towards our ambition

To delight customers
NPS

Delivering

sustainable mobility
Refurbishing used cars and
embracing electric vehicles

To grow
Refurbished car growth

With fast -paced operations
Operating Working Capital

Profitably
Adjusted EBITDA

. A




Two strategic pillars to drive us towards our goals

Converge and leverage
our European platform

Raise the bar




First pillar: Converge and leverage

our European platform




Two drivers to level up performance and scale

Leverage our European platform




Two drivers to level up performance and scale

1.

Converge on our Operating System




= Extending our competitive advantages across the Group by converging our
Operating System

€

Refurbishing Selling 7~

. : . . i Streamlined logistics
Competitive, diverse sourcing network Cutting -edge refurbishing process Down to same-day delivery to

Multiple B2B channels, C2B Maximizing quality and speed customer home or customer centers

Strong brand equity and seamless
optichannel customer journey with an
assetlight network of customer centers

Real-time market monitoring
Data and pricing tools for optimal
decision-making

Optimal refurbishing levels
Tailored and transparent for customers

: A




= Expanding our car offering by optimizing and levelling up sourcing channels
and practices

. Highest improvement
/ Channel Best-in-class 9 P :
potential
N L —
Imports I
Auction platforms I

B2B

Leasers

STELLENANTIS

I
&
|
External marketplace I

N/
/N




Case study: extending our partnership with Sixt

4

Slxr Chall A Willingness to move closer to end-customers to maximize margins on non-buyback vehicles for open market sales
allenges / _ . . . -
< A Reduce share of volumes remarketed through highly intermediated channels (auctions and professional platforms)

A win -win partnership to refurbish and sell these cars with A\ ARAMISGROUP
Benefits for Sixt Benefits for Aramis
A Increased retained value: A Broader car offering to better satisfy customer
needs
- Upgrading used cars to higher-value refurbished vehicles through
Ar ami s Gr o u sk refubishingcenters a | A Ability to cross-sell services on these vehicles
- Fewer intermediaries in the sales process A Fixed commission based on sales price
A Disposal lead-times comparable to traditional B2B channels A Improved capital efficiency

Next step
Expanding this
partnership to
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Converging to create operational efficiency across centers, optimizing
refurbishing quality and lead -times

10 years of industrial -scale used car refurbishing experience
since the launch of our pioneer center in Donzere in the South of France

& & & &

in-house refurbishing centers cars Outstanding quality leading to

in 6 countries annual nominal refurbishing capacity




Case study: transfer of

Brumbrum refur bi s htime gcceeaton er 6 s |

Average number of workdays needed to refurbish a car
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= Enhancing the service offering by better sharing expertise and capturing more
value

/ Offered by

Service Description I I : % g
Loan
Leasing
Balloon loan
Credit insurance v v
GAP insurance v v
Insurance
Warranty extension v v v v v
Driver insurance v v

Maintenance v N4 v v
Other
Accessories v v V4 v v




© Additional potential by progressively closing penetration gaps
across all markets

y

Case study - Financing solution penetration rate across Aramis Group countries

FY 2024

N L :
ralh & I

66% 44% 40% 35% 25% 16%

Europeans finance their cars




© Case study: rapid growth in financing solutions penetration in Italy by
leveraging Group know -how

/ Evolution of financing solutions penetration rate at Brumbrum

(FY24,as % of deliveries)

35%

26%

17% 19%

Q1 2024 Q2 2024 Q3 2024 Q4 2024
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Two drivers to level up performance and scale

Leverage our European platform




LEVERAGE N

Unique internal marketplace to offer more quality cars to customers and further
streamline inventory rotation

Internal inventory sharing flows,

Expan lection of lit rs for tomer
enabled by our internal marketplace PENEEL SEIEEIEN GF QUL Gl 107 GUSITmEE

across Europe

Active flows == == ®  Work-in-progress flows

2
/ Increasing the variety and Mat ching customer s
LA / availability of high -quality with the best available cars in

Wy

/% vehicles in all our countries our European inventory

/%//// '@ Enhance margin potential and accelerate

\

\

inventory rotation

Capitalizing on regional Improving stock rotation and
market dynamics and supply reducing time to market

and demand variations across

countries
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Selective and opportunistic M&A

LEVERAGE N

: : i . . Revenue growth (1
M&A rationale for Aramis Group Key acquisition criteria (FY 24 vs. last FY before accllSHE

: Customer -centric
x1.6

Gain access to new markets ). 0.0 ¢ TR

S L7

= x1.7
Boost revenues and overall I\ Great people &
profitability % cultural compatibility

x1.3

Create synergies & Cross - @ Geographical C
learnings across the value chain complementarity R X45.5

(1) Not applicable to the Italian entity whose operations were suspended at the time of acquisition by Aramis Group A




LEVERAGE N

Replicable integration playbook to ensure value -creative M&A

0-12 months 12-18 months 18+ months

Set the fundamentals Set the environment Converge
—

A Ensurebusiness A Enhancetalent A Optimize margins
continuity and share management and SG&A
key indicators
A Enhanceinventory A Participate in common
A Create new sourcing management modular tech platform
opportunities
A Optimize rotation A Develop community
A Accelerate lead-times of practices to foster
cooperation

# of months after acquisition

Source: Aramis Group




LEVERAGE N

Opportunity to consolidate with selective disciplined M&A in new markets

Share of X2C (all ages) market by country o EU27 + UK (FY24)

% of total EU27+UK market volume

15% 100%

Aramis Group ]
countries [

Source: Aramis Group A
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Second pillar: Raise the bar




Two drivers to further elevate our business: empowering our customers and our
teams

1. 2.

Further | mprove ou Farthey énponverraisd@nable our
experience teams with tech and data




Two drivers to further elevate our business: empowering our customers and our
teams

1.

Further | mprove o0
experience




CUSTOMERS ~

Always closer to customers by expanding our  optichannel experience

Cust omer cent e

Q Customer order support when needed  (local foothold, proximity)

0 Car appraisal for trade -ins and cash purchases (cars deposited by
sellers at a customercenter)

0 Delivery points and logistics hub  (last-mile hubs for home delivery
or for clients who come to collect directly from the customer center)

Q Brand awareness and engagement (visibility factor, complementary
with advertising and sites)

More sales Convenient for services

Lower COCA Lower delivery costs

Zaragoza ( Spain) customer center




Case study: high value demonstrated by the rollout of the optichannel approach
In Spain
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ARAMI' S GROUPOS REGI ONAL MARKET SHARE I N SPAI

Q4 2023 Q4 2024 Zaragoza
| Opened in October 2023

Valencia

Madrid Opened in February 2024

Villaverde

R,

Cérdoba
Opened in October 2024
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Potential for strategic expansion of customer centers
across all our countries 68

customer centers
at year-end 2024

'CUSTOMERS ~












































































