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DISCLAIMER

This document ("Document”) has been prepared by Yolo Group S.p.A. ("Company")
based on information and financial data provided by its shareholders, as well as on publicly
available information and documents, in order to provide addressees of the same with
information regarding the possible capital raising transaction ("Transaction"). The
Document does not claim to be exhaustive, and by accepting delivery/viewing thereof, the
recipient acknowledges its responsibility (i) to conduct its own analysis and (ii) to form its
own opinion regarding the data contained in the document.

This Document has been prepared for informational purposes only and does not constitute
a proposal, solicitation, or recommendation to engage in any investment, nor shall it be
construed as such. In particular, the Document does not constitute an offer or invitation to
purchase or subscribe to shares issued by the Company. Should an offer or invitation to
purchase or subscribe to shares or other financial instruments issued by the Company be
made, it will be carried out in compliance with applicable regulations and, where required,
through the use of an Admission Document. The Company provides the information
contained in this Document on a strictly confidential basis; by receiving this document, the
recipient undertakes towards the Company to keep strictly confidential the contents of the
Document, the Document itself, as well as its existence.

The content of this Document is purely informative and the nature of the data contained
therein is purely provisional. The Document does not represent in its entirety either the
Company or the project that the Company intends to carry out, and therefore, some
information related to them may have been omitted. Therefore, the Company does not
provide any guarantee as to the completeness, accuracy, and correctness of the
information, forecasts, or opinions expressed therein.

The Company and its collaborators, therefore, cannot be held liable in any way for any
consequences arising, directly or indirectly, from the reading, processing, and/or evaluation
of this Document and/or from any event attributable thereto. In no event shall the Company
be liable for any potential costs or expenses incurred in relation to any assessment and/or
investigation or for any other costs and expenses incurred by any counterparties in relation
to the Transaction.

This Document may not be reproduced, presented, or provided to third parties without the
prior written authorization of the Company.

Although care and diligence has been taken in the preparation of the Document, the
Company does not provide any guarantee as to the completeness, accuracy, and
correctness of the information, forecasts, or opinions expressed therein. Some parts of the
Document contain statements with long-term forecasts, which represent estimates subject
to risks or uncertainties and, therefore, may differ, even substantially, from future results.

The information contained in this Document may be subject to change without the need for
the Company to provide any information to the recipients of this Document; furthermore,
the Company specifies that the returns and results related to past data are not indicative of
future results.

Before subscribing to the Company's shares, which are not requested, promoted, or
solicited with this Document, it is advisable to read the Admission Document and, in
particular, the Risk Factors chapter therein.

This Document may not be copied, distributed, or reproduced in whole or in part, or
transmitted to third parties without the written consent of the Company.
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YOLO at a glance

Who we are and how we create value

* YOLO provides a complete solution acting as a digital and phygital insurance broker and a technology enabler for insurance companies and distributor partners

* YOLO boasts two lines of offerings:

« Sale of insurtech services according to the software as a service model to insurance players interested in digitalize their product offering
» Distribution of digital insurance products created in collaboration with insurance companies

Listed on the EGM (PRO Segment) on
August 2022 and migration to the
Ordinary segment ongoing

Digital and Phygital brokerage of
insurance policies through:

=Yolo’s insurtech platform, provided to
bancassurance partners

= service revenues + revenue share of
brokerage (“commission revenues”)

= Partners’ distribution channels
=revenue share of brokerage

£ (,7‘3 > 90% embedded policies
% On total policies volumes

O"‘ 350+ partners D

2+ MLN

1° mover in ltalian

Insurtech and recognized
Leader for Open &

Embedded Insurance

> 30 P&C products from
leading

national/international

Insurance companies

YOLO

TECH INSURANCE

Multi-channel distribution
strategy with a large,
diversified and growing
distribution network

Technology enabler for the
distribution of digital
insurance products

15+ partners

(domestic and international) Tech enabler

Insurance policies managed

genertel MINET |y MetLife

C europ

assistance QHL)Sé- ERGO HME

Youlive we care

OBLUE

White-label insurtech platform
set-up fees at the activation of

the partnership
recurrent maintenance fees
up-selling/upgrading fees

ms &3 covercare




YOLO at a glance

A solid track record of achievements from 2017 until now

Incorporation by

Gianluca De
Cobelli &

Simone Ranucci
Brandimarte

Seed Capital
First 2 tranches
€1.8M
Backed by

E9y mansutti

'S DIAMO CERTEZZA AL DOMANI

Miro Venture S.r.|

Launch of the

first digital sport

insurance policy
Launch of the
first digital
bancassurance
partnership in
Italy
Launch of first
mult-insurance
proprietary
mobile app
* Agreements
with 5 insurance
groups

Series A Round
Capital Increase: €
5M

Backed by
LINST I8

[] NEVA SGR

Expansion in sEse

Expansion in Em

Selected partners
genertel  helvetia A

INTESA (| S\NPAOLO

100k
Insurance polices
managed

Bridge Round
Capital Increase: €
3M
Backed by

Al Y Y

NEVASGR  Be .

nnnnnnnnn
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350k
Insurance polices
managed

GENERALI

Reserved Capital
Increase
€ 2.5M

New Partner
selected

==TIM ~FcAazanKk

+1M
Insurance polices

managed

‘ BORSA ITALIANA

IPO on the EGM
market PRO
€10 + 3M

Acquisition of a
majority stake in
Bartolozzi
Assicurazioni
and
AlliancelnSay
Broker (feb.2023)
to develop the
“‘phygital”
distribution

Migration to EGM
Ordinary
Segment

‘ BORSA ITALIANA

Signed NBO to
acquire a
majority stake of
a Spanish
insurance player

M&A

Migration to EGM
ordinary segment




YOLO at a glance

Yolo can rely on a positive market stance and a reputable shareholders structure

Constructive stance from independent research...
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08/2022 11/2022 02/2023 05/2023 08/2023 11/2023 02/2024
) Volumes emmmPrice @VENT
Current Price (19t Feb) Target Price ( 12th Feb 24)
0
€2.70 FEER €5,10
@VENT Estimates as of 12" Feb 24 Research
20.9%
21% - Brgﬁ"e/‘:;ge 58.7
Tech Fees Foos 13.6%
28% -
Brokerage
Fees
72% -
Tech Fees 4.6 9.5 (13'0%) 123
m (16.7%)
(0.8) (1.2)
2022A 2023A 2024E 2025E 2026E
I Revenues EBITDA ==@=EB|TDA Margin
- J

YOLO

...coupled with reputable shareholders base

ﬂ-

YT/ 2
m II:!UEN'!: . & o
4.8% 2.9% 1.4% BANCA DI PIACENZA
or . 1.4% BANCA DI PIACENZ
mansutti |
1,4% Miro Venture Srl
A 21,9% Free Float

=
Eﬂﬂa&§~143%

GENERALI

17% Founders!?

nnn

INTESA
SNNPAOLO

15.5%°

(1) Cumulated stakes of Simone Ranucci Brandimarte (8.5%), Gianluca de Cobelli (8.5%)

(2) Cumulated stakes of Neva SGR (14.1%) and Intesa Sanpaolo Vita (1.4%);
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Key Investment Highlights

Solid Equity Story and actionable growth opportunities

@ @
Q v

First mover in Italian Insurtech

domain and recognized Leader Solid track record and delivery
for Open & Embedded path from 2017
Insurance

Expected sector expansion

fostered by the strong tech
gap in the insurance market

Highly skilled and reputable l ‘ ' » LO
top management team

TECH INSURANCE

e
2 o @

Consolidation of the insurance Well established distribution
brokerage business at platform with further scope for
international level growth




Key Investment Highlights
(@We deliver what we promised and we are on track to achieve future growth

Our five key strategic pillars... ...0ur future strategic directions

Introduction of new products in innovative segments for retail )
Development customers and SMEs 0 Development of the
Iﬁfsgrlg;[?le =  Consolidation of Yolo’s strong position in on-demand digital policies phygital distribution model
\" Increase offering of higher-margin products Y
Network 4 N o )
widening & Consolidation of partnerships in digital bancassurance sector
9 enhancement = New “phygital” channel as an accelerator of Yolo’s strategy
el dlstrlbgnon = Enhance Yolo’s solutions for embedded insurance
strategies \ %
a N
= Upgrade and improvement of the insurtech platform 9 INErEEse of th? et
. portfolio
Technological :
= Upgrade and improvement of the customer engagement platform
Development
k. International partnerships to widen integration capabilities )
4 . - . . N
o = Focus oninternal competencies in strategic group operations
Organisational ) _ _
structure * Possible in-housing of selected FTE rental currently outsourced
consolidation = Sustainable workforce expansion and talent acquisition
\ / e Focus on international
e ~N development
= Leverage on current partnerships to accelerate revenue growth
e International = Penetration and/or consolidation in selected European markets
Development _
= Improve central delivery structure




Key Investment Highlights
(®Digital insurance market growth

Market overview and main trends Key trends in the post COVID-19 world

Global insurance market growth to be spurred
by the expanding digital distribution

The pandemic saw a “decade in days” acceleration in digital uptake
in terms of purchases and experiences

(USD tn)

Consumers are looking for truly personal, needs-based contextual
products.

_____________

policies will be
digitally
distributed

1 ~23% policies were i
' digitally distributed )

innovative digital products with a very short time-to-market

2025

Over the past decade brokers, leveraging on their asset-light client
relationship model, have emerged as the new winners in the
insurance value chain

m Full direct digital mPhygital  ®Traditional policies distributed digitally Full physical
» Value of total premiums will grow from 5 trillion in 2020 to 10 trillion in 2030

*  From 23% to 80% of policies will be purchased through digital platforms

* Increased demand for customized products The Italian Government has allocated through the Next Gen EU Eu

~24bn for the digitisation, innovation and competitivity of the
industrial systemd

» Direct distribution (B2C or B2B2C) grows from 200 Billion in 2020 to 1.7 trillion in
2030

80 e Insurtech players represent the “game changer” providing

« Embedded insurance is expected to grow significantly in the next decade,
bringing market share from 2% in 2020 to around 25%

« € 5 billion invested in major EU Insurtech markets in 2022

Source: Venture Capital Report Italy Q2-23, Italian Tech Alliance (DocSend); Finance Community, Venture Capital (Venture Capital: nel secondo trimestre 2023 in Italia investiti 273 milioni di euro — Financecommunity);

IIA in partnership with Global Insurtech Alliance


https://docsend.com/view/72qsk5wu5jux3uau
https://financecommunity.it/venture-capital-nel-secondo-trimestre-2023-in-italia-investiti-273-milioni-di-euro/

Key Investment Highlights

(®Strong gap in the market on Digital & Tech skills

Workers in the insurance sector believe that there is a
technical and digital gap in the use of basic tools for their
work (Email, operational tools)

Sees a growing relevance of technical and digital

33%
skills within the insurance sector (was 55% in 2021) -

technical and digital gap in their skills know what On demand policies are

65% Workers in the insurance sector are unable to give a - Workers in the insurance sector are "VERY" worried
definition of Blockchain, l1oT and Machine Learning 0 about the technical and digital gap in their skills

20% Workers in the insurance sector believe that there is a Workers in the insurance sector believe they do not

Workers in the insurance sector hope that in the next 12
months there will be more education and training in the Low
technical and digital field 12%

82%

Medium High
32%
Medium

> 70 of top 14%

managers

consider
Insurtech as

highly relevant
Very High

42%

Source: IIA partnership with Global Insurtech Alliance




Key Investment Highlights

(®Focus on widening & enhancement of distribution strategies

YOLO is the top enabler in Italy, and not only, of digital In times with reducing margins and profitability, many
bancassurance partnering with Italy’s most trusted banks. Utilities are partnering with Yolo to extend their offer.

S PULSEE  opriMA m

3 eon [N

YOLO'’s partners also refer to other
industries (e.q. eCommerce,
groceries, telematics).

HEE [ 5 assa @ |“|mlty

&’ -

I_Ti%i BAN(Odi LUCCA IN’I'ES4 SBNB“OIO

/ e del TIRRENO 5.4,

bbmg

72 Banco Desio Sella

Leveraging on their well-
recognized brands and large
customer bases, TelCos are also
looking to creating new revenue TECH INSURANCE

streams with insurance. c|zL|mul:

Qonto < ” @

Carrefour DESPAR

& Intermediaries P ProntoPro moone’

SisalPay B
Bl Digita VIASAT

YOLO also leverages its own distribution network and

Bl rhygital partners with external agency networks to foster
phygital distribution m

TIM

==TIM




Key Investment Highlights

)
(®Focus on international development: signed NBO for the acquisition of a Spanish target YOLO

Target
overview

Size of the
target

Spain as

preferred
market

The selected Target offers insurance policies Expected revenues in 2023 are in the
for individuals, companies, and self- range of €3.0m and €3.5m, with a
employed both through traditional physical

v International growth in a Key market like Spain that

will potentially the expansion in Iberia/LatAm market.
margin of approximately 13%. The
channel and on-line distribution

Target is cash positive v Yolo has won a critical tender to distribute products

N in Spain and the acquisition would enable a “buy
Strong positive cashflow strategy” to consolidate its premises in the market

The target’s policies cover Pet insurance,

v
Retail clients, Business clients

Low penetration and large profitability in the Non-

life insurance market (combined ratio approx. 84%)

v Market multiples are lower than other European

countries

v

v

Strategic and
cultural fit

Coherence of the corporate culture with
Yolo’s ecosystem, values and medium-
long term strategy

High level of digitalization and usage of
tech solution, propensity to grow towards a
digitally-driven organization as essential
requirements

The Target is actively engaged on
inorganic growth initiatives (already
achieved 2 acquisitions over FY22-23)

i

Yolo is currently considering different sources to fund the acquisition, including a potential equity raising as disclosed

to the market on February 6th




Key Investment Highlights

(®Highly skilled and reputable top management team

Simone Ranucci Brandimarte
Co-Founder & Chairman

- Serial entrepreneur with an extensive knowledge of the Francesco Grieco Diego Vagni Nicola Tonetti
digital and technological innovation sectors Chief Financial Chief Operating Chief Commercial
« Led two ventures to IPO (Digitouch and Buongiorno) Officer Officer Officer
GRUPPO >
DIGI UUCH E& m ()I’I:;;} accenture @ediolum'ﬁﬁ A MetLife

Gianluca De Cobelli

Co-Founder & CEO

* Recognized and experienced manager, with a
diversified and strong knowledge of digital, payments

and insurance sectors Luca Pegurri Emanuel Sitzia
* Former CCO, CFO and Deputy General Manager of Chief Marketing Strategy &
CartaSi group (now part of Nexi) Officer Business
6 ) Development
Cartasi EY 4 REPLY W& Q) vodafone @supermoney  “contactlab




Thank you



http://www.yolo-insurance.com/
https://www.facebook.com/YoloInsurance
https://www.linkedin.com/company/yolo-tech-insurance/

