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‘ Today's Agenda Rg

12.00-12.15
1215-12.45
12.45-13.15
13.15-13.30
13.30-14.15
14.15-14.30

Welcome

Why Change, What is winning & How do we win
2025 Objectives - Part 1

Break

2025 Objectives - Part 2

Outro



m_e want to hear from YOU!
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m_e have created a safe space

Corporation
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‘ Why Change: The Challenges v

External Industry Challenges

Consolidation & Competition
e Fewer, more dominant customers
e Intensified OEM competition are driving price sensitivity

Customer Profitability at Risk
e Rising costs are eroding margins
e Road freight profitability in Europe is down

Regulations & Electrification
e EU mandates
e The shift to electric fleets require major investments and innovation



‘ Why Change: The Challenges v

Internal Gaps & Pressures

Scale Our Business to Match Our Foundation
e We have a strong team and a powerful digital platform—this is our foundation.
e To fully utilize and continue investing in this foundation, we need more turnover.

Economic Pressure
e Rising interest rates and inflation have increased costs
e Relying on trailer lifecycle with our current depreciation makes us vulnerable

Strategic Gaps
e Inefficiencies and a lack of unified processes limit our ability to adapt and deliver value
effectively.
e Lack of customer-centric solutions limits our ability to differentiate

_



‘ Why Change: The Urgency v

Call to Action

We Need to Act Now to Lead
We Want to Unlock the Growth Potential

We Must Ensure Financial Sustainability



| What is Winning: Our 2027 Goal v

A Bold Ambition

Drive 50% top line growth
with potential for 100% by capitalizing on market trends
all while maintaining 2-digit profitability

_



| How do we win by 20277 v

The strategic pillars that define our path to success

Commercial Profitable Growth

Customer Centricity Enabling Smart, Sustainable Logistics

ONE PNO: Building a Culture of Trust, Performance, and Ownership
Excellent and Integrated Operations

Financial Excellence and Strategic Execution

Growth kickers (Short): Depreciation

Growth enablers (Long): Tech, Data and Al \




‘ What is Winning: Our 2025 Goal

Kicking off our growth journey

Achieve 825 mDKK / 110 mEUR in rental revenue
while achieving double-digit profitability



‘ How do we win in 20257

Our Strategic Objectives

To

Purpose Lead The Transition To Sustainable Freight
Goal 2025 Achieve 825 mDKK rental revenue while maintaining double-digit profitability
Cust Intearati Secure consistent Build a culture of
Strategic Commercial u: nger rrmneg{a rl]c(;n company trust, E>_<ce||ent and
Objectives Profitable Growth e i ! gb? Iar . at' performance performance and mtegra.lted
sustainable logistics across financial ownership operations
and strategic
priorities
Owner(s) Christian + Pauli Christian + Jacob Stig/David Solvej Ask




m_e want to hear from YOU!
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Commercial Profitable Growth
Christian & Pauli
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Commercial Profitable Growth

Topics

e Targets 2025 - When are we a success?
e Strategic initiatives 2025 - How are getting there?

e Prioritize and timeline 2025 - What are we doing first?
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‘ Targets 2025

Sell 3.700 fixed rental contracts Whl e

§|o7§

Total sold trailer contracts 2025
400

o UTI>20.5% incl. divestment

IIIIlIII Il e <3.5% of trailer fleet
| EEB EEEEE

‘ ‘ ‘ ‘ ‘ available for sale

| | L
100 e Introduce pricing health
metric

an 2025 Feb 2025 Mar 2025 Apr2025 May 2025 Jun 2025 Jul 2025 Aug 2025 Sep 2025 Oct 2025 Nov 2025 Dec 2025
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Commercial Profitable Growth

Strategic initiatives 2025

Corporation



‘ Strategic initiatives 2025

Overview

Accelerate Grow & spread
growth in capacity in
Germany divestment

Unify sales
process to
enable growth



‘ Accelerate growth in Germany 13,'

Germany is the largest market
for trailers in Europe

Re-allocate
resources
Add capacity Growth initiatives
Serving larger through better Connect
accounts via sales process Partnerships
personal contact and by hiring Pricing

and smaller via
self service



‘ Grow & spread capacity in divestment W

Increasing amount of trailers will
become available for sales as
our fleet is growing

Corporation

Expond and
enhance our Hire
sales channel



‘ Unify sales process to enable growth

Implement Prolong best practice

2025

700 rental 3343 rental
contracts that contracts are
expired in 2024 expiring in 2025

Convert >56% into new fixed contracts

Don’t carry any
expired
contracts into
2026



Commercial Profitable Growth

Prioritize & timeline 2025

Corporation



|_(;OMMERCIAL PROFITABLE GROWTH

=l e N e ) e T e e )

Common language Common language
Product module “How we sell” #1 “How we sell” #2
— 2.0 best 1st draft Digital Unified KAM
rolong 2.0 bes self serve journe nine
N ENABLE GROWTH oo
ERP, CRM & VERD
data alignment
Price strategy Price strategy Product module 2.0 (Prolong, Price strategy
maturity leap #1 maturity leap #2 D2D) maturity leap #3
Uszs‘?;::iﬁglﬁo Increase fleet of Use partnership to
pos . domestic trailer position PNO 2#
(Trailer Dynamics)
ACCELERATE GROWTH IN —
GERMANY DI eIt Growth initiative 1# Connect Growth initiative 2# Connect

initiatives

Re-allocate resources to focus on targeted target list incl. top local
branches

Hire

Hire
GROW & SPREAD DIVESTMENT

CAPACITY

Develop new channels/markets in Middle east, Africa and Germany
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Customer Centricity Enabling Smart,
Sustainable Logistics

Christian & Jacob




Customer Centricity Enabling Smart, Sustainable Logistics W

Topics

Corporation

e Targets 2025 - When are we are success? (Christian)

e Strategic initiatives 2025 - How are getting there? (Jacob)
o Build new add on (Jacob)
o Value (Christian)
o Create digital (Christian)

o Sunset platform (Christian)

e Prioritize and timeline 2025 - What are we doing first? (Jacob)

_|



Customer Centricity Enabling Smart, Sustainable Logistics

Targets 2025

Corporation



‘ Targets 2025 W

Drive customers to value
Today Define _ Scale il




Corporation

Customer Centricity Enabling Smart, Sustainable Logistics

Strategic initiatives 2025



‘ Strategic initiatives 2025

Overview

Refine existing Enable Customer
products to Value Through
maximize PNOs Digital
competitiveness Offerings

Tech enabled

Create
Competitiveness
By Building New
Digital Offerings

Certified

Transition From
Legacy To Verd

|



‘ Refine existing products to maximize competitiveness

Refresh our Core Offerings

Select & Custom Cover product Connect



a Te

Enable Customer Value Through PNOs Digital Offerings

Onboard the first 10 customer!

Onboarding Onboarding )
ngitr:'\rgsr kickoff completed Full adoption

milestones

. Use value proportion
e » in sales to convert
more sales

Try to charge a
VERD subscription

........ > Other? \



—

Create Competitiveness By Building New Digital Offerings

Build a digital self-serve journey
to serve D2D inquiries

Corporat



| T e

Create Competitiveness By Building New Digital Offerings

Test if damage-expense-
management is a potential feature

Corporation

Damage expense

management Damage handling

_|
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Transition From Legacy To Verd

Finalize transition to VERD... while
improving it!

@i




Customer Centricity Enabling Smart, Sustainable Logistics

Prioritize & Timeline 2025

Corporat



|_Eustomer Centricity Enabling Smart,
Sustainable Logistics

=l e N e e e S N e )

Define value, segments, KPI's & Customer value Customer value Customer value
Enable Customer Value map up customer journey driver initiative #1 driver initiative #2 driver initiative #3
Through PNO Digital Offerings
Hire
Launch VERD . Test - Damage .
- Prolong 2.0 website incl. Price Bunlsistel\E:erv expense Tesot eEl,i"S, an
Create Competitiveness By model : management P

Building New Digital Offerings
Test - Capacity utilization performance

Checks- Maintenance
ox- . Overv Rentals Invoi
Transition From Legacy To Verd Sites Asset Management iew (move forward?) -
Organisations (Tenants)
Increase Customer Refresh product Define, test,
offering (Select, launch & build Define, test, launch & build Connect 2.0

Engagement By Building The
Best Rental- & Add-On Products

Custom, PO Cover 2.0
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ONE PNO
A Culture of Trust, Performance and

Ownership
Solvej




‘ Our goal will always be...

We build

a culture of Trust,
Performance and
Ownership

Corporation



I_GE)AI_ 2027 T5
GOAL - 2027 n

Our team (people), revenue (profit), and impact (planet) targets for 2027.

1. Develop a Culture of Ownership, Performance and Personal Growth

o Develop our team - high performance:
Sales Excellence Academy to train all commercial team members in pricing strategy, negotiation, and
customer engagement.
PNO Capabiity Academy covering Al fluency, leadership training etc.
o  Achieve Industry-Leading Employee Retention and Engagement:
A minimum 90% employee retention rate ensuring continuity.
Career Pathway Framework - focusing on role mastery.
o  40% female representation across all levels, supported by mentorship programs.

2. Impact leadership

o  Position PNO as a the leader in sustainable fleet management by embedding sustainability in every

role.
o  Ensuring 100% of the team undergo sustainability training. \



Build a culture of trust, performance and ownership

Strategic initiatives 2025

Corporation



|_S:rotegic initiatives 2025
Overview

ONE team -
aligned on
mindset and
culture

Develop capacity
within the teams
- training,
training and
training

Diversity,
Equality and
Inclusion



|_B_uilding ONE PNO
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Implement A Training Program Launch training
Focusing On A Growth Mindset (sales)
(Sales Training)

Training part 2

Develop And Roll Out An Ai
Education Track

Launch new PEOPLE _
Team Satisfaction T Pulse survey - Engagement Feedback Loop

Implement A People Analytics
(DEI) Dashboard

Roll out the Al education prog Al Ambassador training

PEOPLE (DEI) metric dashboard New 1:1 platform roll out

Launch brand and value 2.0
Roll out (coms, assets in place etc)

Brand + Value 2.0
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Excellent and integrated operations
Ask




Certified

I__ Strategic initiatives 2025 DNQ
For 2025 Ops will be a success if

We stabilize day-to-day - We continue on our journey to Improve our fleet
1 getting handling times & 5 reduce variable cost / increase 3 forecasting ability to take
open cases down re-invoicing in order to be as more tactical purchasing
competitive as possible decisions
We will do that by
Finish what we started Make real improvements and Finalize our fleet
d  with cross-country, b time savings for ops - and will € forecasting model
freshdesk etc. focus on workshop bookings,
tires and cost estimate
handling

|



I__ Strategic initiatives 2025 W
Overview

Automate and integrate

T Implement
Finalize pﬂ t _— Automate Improve WS
Cross- et Optimize lar ti t
forecasting worksho regular tire cos
country P changes estimate
model bookings S i

|



|_E_xcellent and integrated operations
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Roll-out DE Workshop data
& NL “Clean-up”
Freshdesk contact data
Finalize Cross-Country Special (customers &
condition workshops)
“clean-up One-pagers for
" insurance, tires &
warranty
Clean-up notice Test & iterate on
handling data logic

Implement Fleet Forecasting
Model Implement pipedrive
data for demand

Test potential Ws Implement and WS booking
booking setups pilot model live
Setup for fet(.:hing Setup fpr Price validation WO creator
Automate “regular” tire correct conti and extracting model setup
changes GY data check data .
Tire depth
estimation model
Vendor Tools for image
Improve WS Cost estimate scouting handling
Handling
Adverse behavior from 1st version of generic PDF cost

Define needs telematics estimate reader
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Secure consistent company
performance across financial and
strategic priorities
Stig




I_S_trategic initiatives 2025 in Finance
What will it take

e Team - work as one team
e Processes - drives performance and improvement
e Digitisation - enables business insight

e Persistency - will lead to success



‘ Strategic initiatives 2025

Overview

Financing with Speed Up Process

more flexibility And Remove
and less cash Manual Work In
requirement Netsuite

Data Driven Daily

Business (Weekly

Cockpits Across
Departments)



|_S_ecure ongoing sustainable and stable
business

=l e N e e e S N e )

Lower down payments across all agreements
Financing With More Flexibility Explore structures for flexible asset movement

And Less Cash Requirement

Improve working capital

Use of all consolidation & elimination features

Speed Up Process And Remove

N Clean-up on cross-currency and cross-subsidiary data
Manual Work In Netsuite

Fully automated payments Find and implement future AP system

Financial forecast per country / Group
Data Driven Daily Business Operations cockpit

(Weekly Cockpits Across
Departments) Rental cockpit

Divestment cockpit







Strategy Map 2025

Purpose Lead The Transition To Sustainable Freight
Goal 2025 Achieve 825 mDKK rental revenue while maintaining double-digit profitability
Strategic Secure consistent Build a culture of trust,
9 Commercial Customer Centricity Enabling company performance f d ! Excellent and integrated
i i fitable Growth Smart, Sustainable Logistics across financial and perrormance an 10 Integ
Objectives Pro ¢ e ownership operations
strategic priorities
Owner(s) Christian + Pauli Christian + Jacob Stig/David Solvej Ask
Strategic - Unify sales process to Refine existing products Enhance financial resilience Implement a training Finalize cross-country rollout
Initiatives enable growth to maximize with better planning, program focusing on a Implement a fleet forecast
- Accelerate growth in competitiveness forecasting, and cost growth mindset (sales model to optimize
Germany Enable Customer Value control training) infleet/defleet decisions
- Grow and diversify Through PNOs Digital Implement clear Develop and roll out an Al Optimize process for workshop
divestment capacity Offerings performance metrics to education track booking to increase efficiency

Create Competitiveness
By Building New Digital

Offerings

Transition From Legacy
To Verd

drive accountability and
alignment

Ensure strategy execution
with structured tracking
and collaboration

Implement a People
analytics dashboard
Launch brand and value set
2.0

Automate >50% of tire change
handling to increase efficiency
and quality

Improve process for WS cost
handling to increase quality
and efficiency

- Sell 3.700 trailer contracts Hire CSM Maintain 2-digit EBT in all Mindset Shift Score <100 cases open in
Progress - UTI>90,5% (incl divestment) Onboard 10 of our biggest quarters. Al Project and training freshdesk end-of-week
g9 . :
(KR &KPI1) - Close 675 rental contracts “VERD potential” customers Achieve +95% adherence implementation Decrease VC-fleet sales per

in DE
Always have less than 3,5%
of our fleet on sale

Increase active VERD
customer base from Xto Y

to financial targets.
+90% of strategic
initiatives on time.

DE&l increase +40
female representation
Values and brand 2.0
roll out

trailer with service with 5%
(net of infiation, fleet mix
and fleet age)







This is our unified Strategy

Reach out with your ideas and input
- your voice matters

Corporation



WE MUST UNITE

Let's
Do K
It! )'

"+ WE NEED TO CATCH
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Thank you




