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LETTER FROM THE CEd‘AL}a

Welcome tolmpero

RIKKE STAMPE SKOV, CEO
IMPERO A/S
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Dear Investor

Building transparency between people, institutions, and companies is both universal and

imperative to ensure we can trust each other.

Across the world, companies face a growing demand not only to say they stick to the rules but
to prove ethical values are embedded throughout their organization. The concepts of
compliance and risk management have now become integrated parts of most organizations
and key to helping companies mitigate risks, frauds, and financial losse$ to mention

reputational damage.

At Impero, we empowercompaniesto becomemore compliant in a scalable,digital, intuitive,
and - most importantly Xeasyway. With usersin more than 100countries around the world ,
our cloud-basedsolution enablesorganizationsworldwide to digitize and work more efficiently

in afully compliant manner.
Looking ahead, we have set out on a quest to become a market standard compliance

management platform and help even more companies across the world become more

compliantto the benefitof all.

WEAREIMPERO

Compliance Simplified.
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VISION @

Trust and transparency are at the core ofimpero
The Impero DNA

[ -
@) IMPERO DNA
Make trust and transparency easy \

Impero was founded with a clear vision in mind;

to help build a society resting on transparency

and trust. Impero strives to create a safer world

founded on pillars of trustworthiness and
transparency and make it easy for people,

/Empower proactive compliance

companies, and institutions to trust each other. Impero created a digital solution that is
consistently evolving as the Company continues
its quest to provide a unique platform that
empowers proactive compliance and creates
stronger institutions around the world, as also

\ expressedinthk Ed2 ® R| 8 EUGE é

Sustainability Development Goal no. 16

PEAGE ANDJUSTIGE
STROMGINSTITUTIONS
.
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Attractive SaaS compliance management platform with +50%cacr)
growth rates set to further expand its already impressive customer base

Highlights

SCALABLE PROVEN
SAAS COMPLIANCE
PLATFORM

A Impero provides aompliance management
platform distributed as Softwareas-a-Service
(SaaS) that enables companies to easily manage
compliance through automation of risk and
control management, documentation, and
reporting.

A Impero is aRegTechcompanythat taps into the
increasing demand for companies to increase
compliance in an automated and digitized way,
whether driven by regulatory changes, brand
reputation, internal factors, or demands of
compliance from customers or suppliers.

A Compliance is here to stayZand to grow.
The global GRC market for software and services
isvalued at 202BDKKA® , Ux &| @p ¢ &
addressable market is DKK 6.3B, comprising
companies with revenue above DKK 1B in
markets with high requirements for compliance.

A Havinga strong productmarket fit, Impero is
well-positioned to tap into the growing and
attractive market withthe ambition of
becoming a market standard for compliance
management software.

IMPRESSIVE CUSTOMER
BASE INCLUDING LARGE,
BLUECHIP COMPANIES

A The customer base as of the date of the Company
DescriptionzMarch 26, 202X comprises 94 companies,
including many large, bluehip customers.

Impero currently serves 1/3 of all OMX C25 companies
in Denmark and 3 of the 5 largest companies in

=2éx| gpb | O® R U% o8A-2
Fortune2000 companies.
=0U0| O «b6éedUx2é O©Of &2
Customers Countries in Countries in
5 as of the he which Impero which Impero
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1) RegTechefers to Regulatory Technology, meaning using information technology to enhance regulatory processes
2) Current customers are in Denmark, Greenland, Iceland, Germany, Austria, Switzerland, Finland, Luxembourg, United KijdoitechStates

3) DACH refers to Germany, Austria and Switzerland

STRONG BUSINESS CASE
WITH PROVEN INTER
NATIONAL TRACK RECORD

A Impero represents a scalable and strong
business casewith an ARR of DKK 12.6M as of
Dec20 (growth of 68% in 2020), expecting ~50%
annual ARR growth in 2028B.

A The scalable business case and strong product

 Uxee| @b g&rketsith&v8 Sitidperd in & Sodition to scale

internationally (see more metrics on the next
58 ;evub
A Internationalization is driven by a proven
go-to-market strategy with a clear 5step
approach. This approach has already shown
significant traction in the DACHegion.

A Impero is led by a highly-skilled and
professional management team supported
by an experienced and competent Board of
Directors. The current governance will provide
astrong basis for global scaling.

25+ passionate

employees O O
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KEY SAAS METRICS AND EXPECTATIO@

Scalability of platform and use of proceeds will enable

high growth rates and increase international reach
Key figures

1)
2)

Annual recurring revenueDKKM

0
<
=

J]

S
(%))

@

<
0

>

@
X

Expected annual ARR growth of ~50%

67/0’ 0 / I
?\ /

2018 2019 2020 2021F 2022F 2023F

ARR run rate as ARR growth Expected annual ARR
of Dec20 (DKK) in 2020 growth in 202123

, | 0«60 82® | & «Aoé@dz® bb ®EUE®2® ©p bb | 6 p2|égé 2@® ononc
Calculated as Customer Acquisition Costs (CAC) divided by average gross profit per customer in 2020 (avg. ARR * grossofavgie)
multiplied by 12 monthsPayback time is <3 months when excluding salaries to salespersons in the numerator

Use of proceeds will facilitate growth

60% Commercial activities
Accelerate all sales channels
in Northwestern Europe

30% Product development
Stay on the forefront of develop
ment and technology

10% Supporting items
Ensure all supporting functions

IPOCosts are aligned

4M DKK
Gross churn Uplift on existing Payback time
rate in 2020 customers in 2020 in months per

new customer
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MARKET DRIVERSE \a

External and internal factors are driving companies
to become more compliant in an efficient and digital way

Drivers and trends

s %

Adhere to regulatory Mitigate risk of fines Adhere to customer and supplier

and legislative requirements or damaged company reputation demands for compliance

¥

D . . . R [r—
emand for simple & intuitive — _/( ) [
compliance management software (s

=?

o

A4 e
Empower a Adopting a compliant culture Streamline workflows

digital agenda throughout the entire organization and documentation
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VOLKSWAGEN GROUP ON IMPERO

ZEx@®2 éU Eé | ¢é2|d x| d«A uUé quUOOéU| ¢2@dé d|y %0«

With our joint effort, Impero is being rolled out throughout the [Volkswagen]
Group and its subsidiaries, supporting our ongoing work with tax compliance
management. Impero is a flexible, adaptable, and efficient platform that with

21 e2 Ale ©22@g 85| EOUé2® o0U Uobeé @22 @éz

- Petra Baumgarten,
Head of Tax Reporting & Tax Compliance, Volkswagen Group
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SALES CHANNELSE \a

PARTNERS

Impero teams up with a trusted
partner from a key accounting firm X
typically Big4 firms, who approves and
recommends the platform

The selected key accounting firms Impero
is partnering with have access to
enterprise customers and provides
unique firstpoint-entry into new markets
and a competitive advantage

Impero has already established
partnerships with:
s

P EY  pwe

Split of new ARR in FY20

50%

DIRECT SALES

Direct sales include inbound marketing,
sales, and acquiring customers from
other compliance platforms

The channel is key for capturing a
broader customer segmentof
companies anccreate awareness
of uplift opportunities for existing
customers and general brand
recognition in the market

Impero has set up a direct sales strategy
to accelerate growth among new and
existing customers

Split of new ARR in FY20

25%

Unlocking the full market potential through several sales channels

Sales channels

UPLIFT CHANNEL

E x &2 detlig@t@d Customer Support
team encourages customers to adopt
the platform in other business areas,
which in turn promotes uplift

Impero has shown great potential

for uplift on customers, thereby
generating cost-effective sales.

With several global companies as
customers, Impero aims to continuously
2ye| @® 8A2 =0| d%Ué x
business units across the world

Impero will establish local hubs to
drive uplift and strengthen customer
relations, offering support in local
languages

Split of new ARR in FY20

25%

Several sales channels will ensure a strong basis for future growth
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GOTO-MARKET STRATEGYE N
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Proven go-to-market strategy is efficient and highly scalable model
Strategy

GOTO-MARKET PROCESS PROVEN CASE IN DACH IMPERO IN GENERAL

¢ FIND PARTNER(S)
First step is to establish partnership(s) with key accounting firm(s). M EY J
Big4 firms are valuable due to their extensive network and large, attractive M

customer base First partnership in 2018 pwc
¢ bTg3 EQ _3bT sSEhA ZOE=AhATkc 3z VOWKSWAGEN3 b c 1/3 of all OMX C25 companies

Facilitate market position by signing key reference customers VORWERK SIEMENS 9 Forbes2000 companies

to validate Impero for both new customers and new et ) ) P QU T

) >160% growthin FY20 in number

partners . )
of customers (8 to 21 customers) Customers in 10 countries

® D!EVELOP UPLIFT TO E_XISTING CUSTQMER BASE o . 14% ARR uplift in FY20 in

With new customers, Impero will focus on further driving additional 16% ARR uplift in FY20 in existing customer base. 9%

sales to existing customers and thereby proving existing customer base ARR uplift on new custo.mers

dA2 @& U%0d uppténtiaf & 06 &=OE %o

¢ GROW PARTNER CHANNELS AND DEVELOP DIRECT SALES

When key reference customers are signed, and a foothold in the country is . >320% ARRyrowth . 68% growth
secured,Imperowill further push direct sales to support partner sales for in tzt)e:(l ?2?13?3?2&2)0 n t(%til ??EMD;?? %C'\%)
accelerated growth : : )
® SET UP LOCAL OFFICES o _
When the customer base reaches critical mass, a local hub is set up Currently establishing Headquarter in Denmark
to improve customer success management, support, and future local hub in Germany to better one local hub in United Kingdom
service the DACH region and more local hubs coming

onboarding of new customers

Proven goto-market model is developed for the global market and can potentially be implemented anywhere in the world
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