M + G R U PA Marc;\aZg(Zé

PEOPLE INSPIRED BY PEOPLE

Presentation of M+ Group's business 2 % 4
results for 2020



Disclaimer

da OT d ddta O d > KS, trend
assessments, and forecasts relating to the Company and other members of the M+ Group and other
affiliated companies.

S T

yo—

companies, as well as their advisors, do no

M+GRUPA M+ COMPANY

PEOPLE INSPIRED BY PEQPLE PRESENTATION




Sadrzaj

+ Overview of the M+ Group 3
== Development strategy 8
== Group clients and industries 11
== COVID-19 impact 13
+ Financial results of the Group 14
+ Key elements of the Group's successful business performance 16
+ Annex - balance sheet, profit and loss account, and cash flow 17
+ Definitions and abbreviations 21

u tGRUPA

OPLE INSPIRED BY PEQPLE



Overview of the M+ Group

In 2020, the Group generated revenues of HRK 705 million and EBITDA of HRK 125 million,
generating 3.2 higher revenues and 5.7 times higher EBITDA than two years ago

Revenue structure by segment

+ BPO operating revenues, which are the main

M+ offers a unique combination of specialized solutions to blue-chip multinational companies operating in various

industries segment of the Group, amounted to HRK 523 million
® 2 =3 @‘ 0 & == @ — a in 2020. EBITDA amounted to HRK 101 million with
< ) (! \ . S
o= (4 = Vg IE ey N an EBITDA margin of 19.27%, which is more than the
Premium contact Telesales Debt Business Digital RPA Campaign IT& CRM Video identity total EBITDA margin of the Group
center collection  jpalytics services management  consulting verification
+ In 2020, the services of the HR segment, which -
Key business and financial data basically - supports the BPO and IT segment,
— generated a total of 10.30% of the Group's
Revenues ¢.5x in 7.800+ 29 5,4 million 13 58 revenues, and only 0.10% of the Group's EBITDA
2016-2020 employees companies within co'mplete<.:i chat Iocations.in 9 countrigs in wh.ich we + The IT services business segment primarily sells its
the Group interactions countries provide services services and products, including its own IT solutions,
EBITDA c.11x in 260+ 70 million 105 million 5,8 million 27 to :(c:hlrtd pirtlis, .wh|Ie prowd)lng support to the
2016-2020 clients call n;glu;es in calls answered emails languages contact center business segmen
Group revenues 2020 Group EBITDA 2020 Historical results of the Group
Revenue/EBITDA 125,735
000 HRK

15,5% '
10,3% .

705M
HRK

2018 2019 2020

=BPO =mHR ®IT =BPO ®=HR ®IT B Revenues s EBITDA
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Founded in 2007 as a customer relations company, it has achieved significant organic growth and
growth through M&A transactions in the past 5 years

M+ Group is a leading European provider of BPO services with a focus on BPO CRM, IT, and HR
solutions. Within these segments, the company focuses on providing high value services through
digital channels and technology solutions

The M + Group is among the industry leaders when it comes to the quality of delivering services.
It provides its services through a network of 13 onshore and nearshore BPO sites, reinforced with

4 R&D centers

The Company serves clients from a diverse set of very attractive and resilient sectors, such as e-
commerce, financial services, technology, and telecommunications

The Group went public on the Zagreb Stock Exchange in 2019, raising HRK 93 million of fresh
capital. In 2020, it entered into a strategic partnership with Mid Europa Private Equity Partners
by merging their BPO activities in Turkey (CMC)

::::: K & coe
Al ®°
® @ aD L -
Inbound/ Busi ~ 5
Customer Social usiness
service  Outbound oc: Buzzeasy Totti (RPA) analytics !
sales media (CRM platform) tools o Temporary
Finding and employment
o-¢ selecting staff :
] - E M EH Y service
LAl 2)
Back office D€t h Cemp-ressso Chatbots V!d-eo )
collection  C€hat (Business identification
automation) software
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Overview of the M+ Group

The Group is the leading provider of BPO services in Central Europe, operating in 17 locations
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—
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Overview of the M+ Group

The M + Group has stimulated its growth in recent years through organic means,

Organic growth

Acquiring top international clients focused on a high value-

added user experience related to digital transformation ¥ Consolidation

Ml of the BPTO
market of the

Finalizing the first Adria region

global nearshoring and the . : I8!

Entering the contract with a blue- markets of BiH with EU Logistics Co.

nearshoring chip international and Serbia .

DACH market client Y‘GIE,?« RPA (Robotic Process Automation) go to

| ;; | Slovenia and Italy - market
market entry
Opening of the + Tat Bulb IT d.o.o. takeover
first call center 2020 =L
in Split for +
outbound 2019
services
+ ® M+ acquires 100%
stake in CMC Turkey
+ 2018 ® T
P Trizma takeover =i Geomant takeover
2017 — Ca K L+
+ o} Calyx takeover
2016 ® Focus on the DACH
9 MR ket through
2007 @ Linea Directa M+ BiH JV in BiH ® e |
M i cover M&A activities o CC I__e_sl IT qroHR
EI_Q" CDE takeover It uses carefully targeted M&A transactions to expand its
&ﬂ SmartFlex takeover I_-l-_lk geographic presence and service portfolio.
!
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but also through an aggressive M&A strategy

Expansion to Turkey as the largest BPTO market in SEE with
X the growth of the DACH region and multilingual capacity

&+<> Geographical and technological expansion of the IT

division

w Signing of the first international zero-based
tl design and digital training consulting project

* Only a part of M&A transactions is listed



Overview of the M+ Group

The best management team of top professionals with many years of experience

People

. . <4 Darko Horvat
inspired

Chairman of the Board

= Tomislav Glavas
Member of the Board - CEO

<4 Sandi Cesko
Chairman of the Supervisory Board

by People

The Group brings together
professionals who are
industry leaders. They
manage change
successfully and ensure
high value for their clients

An international
management team that

{

Successful entrepreneur with
extensive business
experience, known as the
founder and chairman of the
Supervisory Board of Studio
Moderna Holdings - a leading
multi-brand, omnichannel
retailer company in Central
and Eastern Europe

Over 10 years of executive
experience in industry and
professional companies (audit,
consulting, and tax consulting
companies). Former Senior
Manager for Deloitte Croatia and
Deloitte USA, in charge of risk
assessment, financial planning for
key clients, and corporate finance

“h4-

Prior to taking up the position
of CEO, he was Head of
Controlling and CEO of M+.
BPTO and restructuring
specialist. Five years of
experience in Deloitte Croatia,
and Hrvatski Telekom, where he
was in charge of planning,
reporting, and restructuring

= Banu Hizl 4+ Domagoj Karadjole

has the necessary
knowledge and skills

An experienced
operational team supports
a strong sales team in all
relevant Western
European markets

GRUP

Group COO

23 years of experience in the
banking and customer sector,
previously CEO and top director
of CMC. Prior to joining CMC,
she managed BPO procurement
for Finansbank for 8 years. She
graduated in business
administration at METU

Group CFO

Over 18 years of professional
experience in financial
institutions in several Central
and Eastern European
countries (Erste Group, HPB).
Specializes in business
development, risk
management, financial
management, with years of C-
level managerial experience
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16%

m Turkey m Serbia

Revenue by country

3%

Croatia = Slovenia

‘ 18%

Hungary = Other

Nearshore/onshore revenues

38%
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m Nearshore = Onshore

Overview of the M+ Group

A widespread network of 13 onshore and nearshore BPO CRM sites strategically located across Europe

@

Ljubljana

Istanbul

BPO CRM sites

@ M+ Group R&D sites

Sarajevo BJ

LY ©

Banja Luka ﬁJ Beograd




Development strategy

Through organic growth, the Group has increased its nearshoring segment with a focus on premium global clients

Client strategy Unique sales offers

Historical key successes of the Group New global clients

Deep sectoral know-how

2007 - 2015 2015 - 2018 2019 - danas
. : . % of revenue Total FTE
Local clients D Local / global clients D Global clients
' Regional branch of German telecommunications . ) ) m Banking and financial services 23.2% 2.013
Local telecoms ! company 1 ' Multinational pharmaceutical blue-chip company
; pany ! APAC market leader in technology consulting E E-commerce and logistics 19.5% 982
Regional FMCG ' Regional branch of a German utility company | Global I9gistics and paFkage delivery E Electronics 17.9% 841
companies  Regional branch of Austrian telecommunications | Global insurance services company
| company 2 Pan-Furopean digital fash'lonhe-s:olrde f Digital capability
State railways | International roadside assistance company Fast-growing German startup in the field of e- o o i
. _ 3 Fast-growing regional TMT company i . Commeme. ' Digital capability is key to client engagement and success
Leading regional : (Tier 1 global PE fund investment) ' Leading real estate company in the DACH region
travel agencies | Regional b.ransh of Austrian Discovery  CX design Execution
; telecommunications company 1 :
Low margins Medium margins High margins

Technology solutions development strategy The complete delivery model begins with an analysis of the CX

‘ journey, where the CRM needs are covered by Buzzeasy, repetitive
- [ 2007 | 2013 § 2016 | 2018 | 2019 | 2020 | Later | ) ! ) . . ’
+A leadin A ; tasks are automated with Totti, and user experience management
s a jeading Artificial intelligence (F;ijvt::;ﬁgcr;‘?gn gpgervices i v is performed by the BPO segment of the M+ Group.
BPO / CRM Robotic automation focused on the pillars of : v v
pIayGer, the Customer interaction digital capability .‘ v v Agility and complexity
M+ Group Customer identification technology in the CRM LV v v
consolidates Solutions for the telco sector ~ BPO value chain v v v The Group targets and B 27 mother tongues
the market D Ty ——— v v v v delivers the most complex 2% Qualified and diverse agents
tvough | Ommichamnel W A WA WA AN vserexperienceprojects with (.5 complex operations
sophisticate Inbound services . multiple skills and multilingua .
P . - - - i - - _ p . . . 8 I;o‘ Remote operations
technological | jfipURARERICaMMIIII 7N MR R M7 | R MR MR opacities combined with IT -
solutions Merger and acquisition strategy focused on 5 Acquiring new customers and new and tech nology solutions. @ 'L:/astt goeol::‘;gry th
geographical expansion (Slovenia, Croatia, | markets to take advantage of b to - .S.PE’I’ mon
BiH, and Serbia) and diversification of | existing geographic areas and 'i/'iij/l Sustalnablllty
services (HR, IT) | services through digital automation

Growth potential due to making an impression

GRUPA



Digital

Development strategy

The M+ Group offers a wide range of services focused on highly complex BPO CRM solutions

Solution strategy and service development

Focus on high value services through new digital channels

Artificial intelligence
Identification
technology

Robotic process
automation
M+GRUPA

Technology for the |nteraction with
telco sector customers

2007 2019 2020 Future >
- - === === 1

Tg HR services

.g Omnichannel

‘é Inbound services |
= [Outbound services |
Revenue 93%

structure

66%

34%

7%
|
2016 2020

W \/oice ® Non-Voice
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Products and services

+ The Group offers its clients a wide range of services aimed at providing the
most complex user experience projects

+ Service delivery is based on the capabilities of multiple skills and multiple
languages combined with IT and technology solutions

+ The Group focuses on providing high quality technology services through
digital channels, including augmented reality and artificial intelligence

+ Inthe future, the Group plans to accelerate the transition from voice to
non-voice services

+ It delivers the most complex user experience projects with multiple
capabilities and multilingual resources combined with IT and technology
solutions

+ Its strong research and development team made up of over 150 dedicated
people enables the Group to be at the forefront of all technological
advances in the market

3% 1%
Service structure 11% “
® [nbound
= Qutbound 15%
= BackOffice o
Collection 2020 2020
= 66%
e %
= CX konzulting 3%

14%

m Voice = Non-Voice



M&A focus

Development strategy

A proven M&A platform based on a buy and build strategy significantly influenced the growth of the Group in the previous period

+ The Group has established a platform for the acquisition and further development of companies. 13 3 187% 192%

+ The Group has an internal M&A team with significant experience that continuously works on potential M&A M&A

transactions.

+ In addition, the Group has shown strong business integration results, showing that it can significantly affect
the increase in operating revenues and EBITDA of acquired companies. :
+ Central, Eastern, and Western European markets have been consolidated through M&A activities. period

average average
transaction acquisitions revenue EBITDA

in the in 2020 increase of increase of

companies companies

+ The offer of products and services has been expanded through acquisitions of companies in Croatia and from 2017
abroad. t0 2020 after after
+ MQ&A activities were focused on markets that were strategic for the further development of the Group. acquisition acquisition

16 17 18 19 20

& Acquisition Focus on DACH markets M+ has acquired a Acquisition M+ acquired a 100%
- BPO __, M+Connect Slovenia through M+ Connect BiH 100% stake in M+ M+Connect Serbia stake in CMC Turkey
Linea Connect BiH » s
Directa @ o @ tr;‘z;a (o I:MCém., @
. Acquisition
@ MR Th o Psmartfiex
— Acquisition Acquisition Acquisition
TOJ IT [~m==mmrmmmmmmmmmmmmmmmmmmes * M+Connect Slovenia Geomant Calyx {5 geomant’ BULB
AT - . Vs
v Q soxs




Group clients and industries

A diverse customer base from attractive industries ensures the Group's high level of resilience in times of crisis

Group clients Client diversification Distribution of income by industry

+ M + Group services fast-growing, highly profitable, and stable

industries, including technology, e-commerce, financial
services, banking, and IT Other 33%

+ The Group offers high quality services and maintains long-term \
relationships with clients, which is highlighted in an average

relationship duration of over 9 years for the Top 10 clients
Top 20: 67%

+ The company serves over 260 clients in a variety of attractive ®
markets Top 10: 55%

+ In the circumstances of the COVID-19 pandemic, the Group
managed to significantly increase its presence in the logistics,
technology, and e-commerce industry and gain new blue-chip

Top 5: 38%

¢ Top 3: 28% m Telco ® Banking
customers ® Tech & eCom nT
+ The diversification of the customer base and the low Top 1:12% = Logistics = Other

concentration of the largest customers strongly contribute to
stability and profitability

f A\ . Gi eisen v _ v I / -W"RTH
A \1 0F =« | wCorntiBBVA  [XJESRR Nsus o | CIOX %CJ\W@ MNG w WU
A~
urtici = NOLVO |
EEEE] Ovstore | (Xpmsac  Gunicredt | €O SAMSUNG | SSNERAL. &S Yo | @ BOSCH ()
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Group clients and industries

The Group does business with clients in industries that show high resilience and low business risk even in times of pandemic

Development of business revenues by industry COVID-19

® + The combination of the Group's customers and activities has
1 1 High Cheap supermarkets @ Social media shown significant resilience to the crisis as major industry
| @ _ 1 segments have not experienced a decline in volum
! Sports media ! . Electronics .
1 1 Honbi + The Group implemented concrete short-term measures to
obbies .
: () : bl. E -commerce address the challenges posed by the February 2020 pandemic,
Rest t. Public sector . . . . .
| estaurants | ° @ caming including the migration of services and employees to a work-
I | ® Apparel | Cargo and logistics sector from-home model. In all entities and countries, it functioned
Utilities .
1 @ I . Bankm smoothly and was completed in less than three weeks
I Bookmakers | Culture / cinema g
1 1 + Asa result, the pandemic has led to new opportunities due to the
1 1 ® @® P lntemet Te|ecom increased willingness of the client to outsource and the overall
1 Cleaning services 1 ets i i
cost benefits of the model of working from home
| I Health care Insurance Supermarket chain g
I Negative 1 Books Positive
! | Changes in financial
ges In Tinancia 1 . .
o ® I ® interactions The Group's main verticals
| er transport @. ® Cosmetics
services Rent-a-
| ent-a-car Career L.
| | Automotive sector \ Telecomunications Financial industry
: : ® A\ Low risk Low risk
1 Realgtate Construction and
1 1 construction materials
Airlines | I:I_r : OTechnology sector E-commerce
Total revenue/sector .
1 ® 1 ® uﬂE Low risk Low risk
1 @ Tourismand I o £€10,000,000
I hotel | Education - e
| otels | Furniture Sector risk revenue/year
_________ @ow @ Medium  @High IT L
4% of total revenues are generated from O fe?/’: r?u.?:/)ogar = R LOgISt.ICS
sectors that are high risk in terms of the Revenue classification €500 OZ)O Low risk () () Low risk
effects of the COVID-19 pandemic i ipeli et
p Low O Client @ ripeline O revenue/year

Source: Internal analysis of the Issuer



Significant crisis resilience

The mix of industries within the Group's portfolio
showed significant resilience to the crisis as major
industry segments did not experience a decline in
business volume. The M+ Group has demonstrated the
ability to quickly adjust its operations, applying a model
of working from home wherever possible. After the
first few weeks, the Group was able to increase the
volume of its business, which ultimately resulted in
better financial results

Implemented short-term measures

Implementation of all preventive health
measures to ensure the safe return of agents
and other employees to offices

®

®

®
®

Rigorous monitoring of all preventive
health measures is carried out

Full implementation of the business model of
working from home

Development of a business continuity plan for
the next waves of COVID-19

TOP_5 factors . Designing a fully digital é
|r'1 the user experience
medium and -
long term

GRUPA

‘(('tn)l)'

CROATIA
SLOVENIA

SERBIA
B&H

TURKEY

Implementation of Al
process solutions

O S,

In just nine days, after
the so-called
lockdown, 100% of
agents moved to work
from home during the
first wave and the start
of COVID-19

Response time to work
from home (100%)

6 days

8 days

4 days

9 days

9 days

S S SN
I

crisis

—] Development of
BCM for the next

COVID-19 impact

The Group demonstrated significant resilience during the COVID 19 crisis, as well as the ability to adjust its operations in a short period of time

Remote interaction
Businesses and
customers need to
adapt to work on
remote locations in
the future

Digitalization
Impact on CX, but
also cost reduction

and increased

profitability

The so-called "new normal"

Market consolidation
Weaker players will
consolidate or go
bankrupt and
disappear

Virtual locations
Companies need to
change from
physical locations to

Communication
Changing user channel
communication from
traditional to digital

Price volatility
More volatile changes in
customer expectations
and market conditions

virtual ones
Flexibility Al Focus on competencies
Focus on flexibility to Development of Al Concentrating on high
protect margins in and other IT margin segments, making

future challenging
periods

solutions dealing
with the new CX

them core organizational
competencies

I COVID-19 has changed the way companies operate in all industries
and has also affected the CRM industry. Adapting to these changes is
not only a challenge, but also an opportunity

2

=

Market
Consolidation (M&A)

Development of
alternative operating
models



Financial results of the Group

Strong financial position and growing profitability based on economies of scale

Revenues (000 HRK) EBITDA (000 HRK)
000 HRK 2018 2019 2020 //////v
Revenues 216.057 327.184 705.336 ////////)' | cAGR: |

CAGR: 138,4%
EBITDA 22.122 36.952 125.735 80,7% / -----------------
EBITDA margin 10,24% 11,29% 17,83% / 705.336 125.375
Net profit 8.465 7.621  43.150
216.057 m
Net money / (net debt)  (52.589) 30.602  12.975
Source: Group financial statement 2018 2020 2018 2020
Realization / IPO
Revenues EBITDA
(HRK 000) (HRK 000)
+2,7x +2,9%
+2,1x 705.336 o+ 2,1x . 125.735
61.021
261.788 334.840 43.191
IPO 2020E IPO 2023E 2020 IPO 2020E IPO 2023E 2020

Source: Group Financial Statement, Prospectus 2018 (IPO)
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Focus on the industries of technology, e-
commerce, finance, telecommunications,
and the provision of high value services
such as inbound services, social media,
chat, and analytics

Very large diversification of clients
resulting in low risk of cancellation and
price negotiation leverage combined with
more flexible labor markets in Southeast
Europe

GRUP

Financial results of the Group

Above-average profitability as a result of a diversified customer base, nearshoring strategy, and IT segment within the Group

EBITDA
MARGIN
17,83%

Internally developed technology that enables
high utilization, lower costs from human
resource outflow, increased productivity, and
extended work, multitasking, and optimized
workforce management

An IT department with SaaS-protected
solutions that serve a rapidly growing
customer base globally with even higher
EBITDA margins




Key elements of the Group's successful business performance

+ Leading European BPO platform with a highly developed nearshoring model of operational business

+ Strategy focused on digital transformation and migration to non-voice services ensures growth above
market averages

A diversified customer base from different industries ensures resilience and stability in business

Proven M&A platform based on buy and build strategy

Strong financial results characterized by rapid revenue growth, high EBITDA margins, and low debt level

+ + + +

A management team with years of experience in the industry

GRUPA






FIXED ASSETS

107.034.080
57.567.376

on December 31, 2019

(revised, consolidated)
283.007.007
116.157.015

Consolidated balance sheet

on December 31, 2018
(revised, consolidated)

on December 31, 2020
(unrevised, unconsolidated)

LIABILITIES
CAPITAL AND RESERVES

RESERVATIONS
LONG-TERM LIABILITIES

107.034.080
15.577.917
0
43.871.885

283.007.007
115.600.000
0
70.655.459

Intangible assets 33.497.685 90.401.785) 464.199.128
Tangible assets 18.903.649 21.684.287 26.880.263
Long-term financial assets 1.634.333 367.446 267.767
Receivables 0 0 3.824.178
Deferred tax assets 3.531.709 3.703.497 3.441.145
CURRENT ASSETS 46.571.829 161.028.195 282.982.016
Supplies 127.221 87.735 1.147.519
Receivables 35.058.968 47.625.949 115.719.322
Current financial assets 2.986.847 3.010.551 7.959.095
Money in the bank and the cash register 8.398.793 110.303.960 158.156.080,
Deferred expenses paid and uncollected income 2.894.875 5.821.797 19.743.186

Liabilities for loans, deposits and the like 0 0 41.452.939
Liabilities to banks and other financial institutions 43.871.885 45.446.515 108.031.564
Liabilities for advances 0 0 7.239.071
Other long-term liabilities 0 24.688.823 26.859.640
Deferred tax liability 0 520.121 16.487.230
CURRENT LIABILITIES 47.130.879 94.131.137 130.266.039
Liabilities to companies connected by participating interest 0 0 406.591
Liabilities for loans, deposits and the like 10.854.845 10.987.022 0
Liabilities to banks and other financial institutions 6.261.002 23.262.192 37.150.266
Liabilities for advances 0 0 197.704
Liabilities towards suppliers 5.275.035 10.655.798 25.829.786
Liabilities towards employees 13.821.005] 14.630.258 21.582.777
Liabilities for taxes, contributions and similar benefits 3.490.011 8.265.307 30.833.666
Other current liabilities 7.428.981 26.330.560 14.265.249
Deferred payment of expenses and future income 453.399 2.620.411 34.765.867

GRUPA




2018 (revised,
consolidated)

2019 (revised,
consolidated)

2020 (unrevised,
consolidated)

Profit and loss account

2020/2019

OPERATING REVENUE 216.057.420 327.183.645 705.335.838

Sales revenue 213.776.998 325.276.661 52% 685.398.641 111%
Revenues based on the use of own products, goods, and services 0 0 - 14.824 i
Other operating revenue 2.280.422 1.906.984; -16% 19.922.373 945%
OPERATING EXPENSES 210.604.967 311.642.698 48% 648.241.041 108%
Material costs 24.513.975 28.188.583 15% 94.799.776 236%
Staff costs 161.613.247 243.370.929 51% 447.626.493 84%
Depreciation 4.488.746 21.408.264 377% 68.640.678 221%
Other costs 7.808.001 18.674.922 139% 28.395.850 52%
Value adjustments 12.180.998 0 -100% 0 |
Reservations 0 0 | 325.446 |
Other business expenses 0 0 8.452.798

FINANCIAL REVENUE

FINANCIAL EXPENSES
PROFIT BEFORE TAX
PROFIT TAX

NET PROFIT

GRUPA

6.187.726

3.063.171

8.577.008

1.964.498

6.612.510

1.150.651

5.503.484

11.188.114

3.567.566

7.620.548

32.924.515

41.459.073

48.560.239

5.410.315

43.149.924




Cash flow

2018 (revised, 2019 (revised, 2020 (unrevised,

consolidated) consolidated) consolidated)

CASH FLOW FROM OPERATING ACTIVITIES

21.098.839

25.797.644

Money from business operations 23.185.735 29.365.031 102.254.824
Cash interest expenses 0 0 -21.642.862
Paid income taxes -2.086.896 -3.567.387 -5.410.315

75.201.647

CASH FLOW FROM INVESTMENT ACTIVITIES

-8.083.178

-18.673.342

Cash inflows from sale of financial instruments 0 541.221 0
Other cash inflows from investing activities 1.280.332 1.780.324 0
Cash outflows for the purchase of tangible and intangible fixed assets -9.134.287 -20.994.887 -26.093.300
Cash outflows for the acquisition of financial instruments -229.223 0 0
Cash outflows from loans and savings deposits for the period 0 0 -4.516.679
Other cash outflows from investing activities 0 0 -329.686

CASH FLOW FROM FINANCIAL ACTIVITIES
NET INCREASE OR DECREASE IN CASH FLOWS
CASH AND CASH EQUIVALENTS AT THE BEGINNING OF THE PERIOD

CASH AND CASH EQUIVALENTS AT THE END OF THE PERIOD

GRUPA

-16.915.220
-3.899.559
12.298.352

8.398.793

94.780.865
101.905.167
8.398.793
110.303.960

Cash receipts from increase of share capital 0 93.029.300 0
Cash receipts from principal of loans, borrowings, and other borrowings 18.596.443 59.035.262 72.926.062
Other cash inflows from financing activities 0 103.494 0
Cash outflows for repayment of principal of loans, borrowings, and other borrowings and debt financial instruments -25.389.433 -44.043.223 -49.762.000
Cash outflows for dividend payment -10.122.230 -1.689.636 0
Other cash outflows from financial activities 0 -11.654.332 -19.573.924




Al
APAC
BCM
BiH
BPO
BPTO
CAGR
CcC
CEO
CFO
CRM
CX
DACH
EBITDA

Artificial Intelligence

Asia-Pacific

Business Continuity Management
Bosnia and Herzegovina

Business Process Outsourcing
Business Process and Information Technology Outsourcing
Compound Annual Growth Rate

Call centar

Chief Executive Officer

Chief Financial Officer

Customer Relationship Management
Customer Experience

Germany (D), Austria (A), Switzerland (CH)

Earnings Before Interest, Taxes, Depreciation and Amortization

GRUPA

Definitions and abbreviations

FMCG
FTE
HR
HRK

SEE
i\
M&A
RPA
R&D
SaaS

Fast Moving Consumer Goods
Full-time employee

Human Resources

Croatian kuna

Information technology
Southeast Europe

Joint venture

Merger & acquisitions
Robotic Process Automation
Research and Development

Software as a Service






