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He graduated in Software Engineering at University of Bologna and started his career as software engineer at DS Data
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D s croue MAPS GROUP IN A FEW WORDS

REVENUES

Our goal is to extract business value from data CAGR 18.22. _—

15,3%

@ Our Challenge: /TOTAL )

+ 11%

How we do it:
We develop data-driven products that help our customers to

.. : : : EBITDA
take better decisions and redesign their business models
\_ 1H 2022 1H 2023 Y
Our Business Model:
é We build our products to be deployed to as many customers / RECURRENT )
as possible, making our business completely scalable REVENUES R
+12%
A Where we decided to Focus:
In the Digital Transformation Market, we are focusing on
Healthcare and Energy _ 1H 2022 1H 2023 y

4 )

REVENUES
COMPOSITION

—
CAGR 18-22: 46%
B rroducts T~
Il Bespoke Solutions 84%
+ 9%
\ 2018 2022 TH 2023 vs 9,6 MIn TH 2022/




What we do




NP vaps crove THE MAIN MARKETS IN WHICH WE OPERATE

R

Breakdown of revenues by market

WE FOCUS ON

» Healthcare « » Energy «

AND WE ALSO OPERATE WITH

Data
Integration




Healthcare




D 1aes crovp HEALTHCARE

Our mission is to deliver patient-centered products to hospitals, outpatient care

MAPS H EALTHCARE facilities, and local health authorities to improve the quality of Healthcare

Our products address the needs of: 2022 Results

Recurrent Fees

Ebitda Margin Contribution Margin

-

A\
ﬁ 5 Regional authorities

Revenues from products

100 %

Patient
Experience

For omnichannel and multi-channel communicationiatieat
stage of the patient care pathway, even remotely thanksf,tcii?
1. P

——————

Telehealth solution i b7

And we also offer:

Data L Hospital . Diagnostic € 15 billion Euros provided by PNRR
Driven Information = Information _

Governanc System ' System @"l 80 Analysis laboratories

[Jj 420 Public Health Structures

To digitalise diagnostic . . .
and r%dio|ogy S Collaboration with leading research centers for
the dissemination of Digitalisation and Data Care

SIS HIMSS Europe

LAB

To make straté-gic and

operational decisions
based on data ‘ hospital and patien: workflows

hospitalization . .
i ﬂ 110 Private companies 1.TUC

Universita Cattaneo

i ,—g@%ﬂ POLITECNICO
U577 MILANO 1863
M SCHOOL OF MANAGEMENT




patients have along the healthcare path.

Easy and quick Reduce the

healthcare effective S EELI) © UHEES BT delivery such as

Easy access to Simple and Innovative service

administrative waiting for

tasks service delivery Vel

services communication

We are the Italian Leader and we won't stop

Acceleration in southern

\./'_|| Revenue CAGR 20-23 of 20% gome of Italy

3

proposition for mid-size

] one-stop-shop value
structures

]'iii'[ The “Lab Experience”

Healthcare Structures are valued for the clinical quality of the healthcare
services that they provide and for the quality of the experience that

DIGITAL

CONTACT
CENTER

or

PATIENTS
PORTAL

BOOKING OF THE
SERVICE

EXPERIENCE

)

MAPS GROUP PATIENT EXPERIENCE

PHYSICAL
EXPERIENCE

TraTT ACCESS

““““““ IN STRUCTURE

ACCEPTANCE

SELF-SERVICE
TOTEM
FOR QUEUE
SEAT
RESERVATION

SERVICE
DELIVERY

PAYMENT AND
REFERRAL

PICKUP THROUGH

SELF-SERVICE
TOTEM

©




D eescrove PATIENT EXPERIENCE - ZERO CODA AND MR YOU

H Customer Case Example
(

: * 4 buildings
Utpeagle Niguarda « 5 blood sampling sites (33 counters)
Sistema Socio Sanitario « 5 consulting sites (15 counters, 330 medical consulting rooms)
Eegutc;n% * 4 booking areas (52 counters)
ombardia « 4 self check-in areas (1,200+ check-in's per day — 40% of total)
/EROCODA MR YOU « 1 Emergency department (3 counters)

PATIENT JOURNEY SOLUTION PATIENT JOURNEY SOLUTION

« Average #of accesses managed per day: 3,690

A suite of apps both mobile and
web, kiosks, and digital signage
to seamlessly streamline access _ :
to healthcare services =

LY rl -—=H i
T Devi fare una visita o un esame? CLL;::

Risparmia tempo cosi: .
SPORTELLO 13
CL 068

. N cCo12 ¢
B L 063
a la coda |
CL 062
dEll 5 Bk o L[]

- 40+ million patients
access every year healthcare

Saltala coda sc\egl Ig e l'ora in cuivenire &

services using ZeroCoda and e
MrYou

- 580,000+ waiting hours saved =
IN accessing healthcare services A\

In caso di ricetta “rossa” puoi fare 'accettazions
"Eelf Service” solo 58 hai prenotsto =i nostri
sportelli.




D eescrove PATIENT EXPERIENCE - TELEHEALTH

L L
ooooooooo
ooooooooo
.........

......... Azienda Unita Sanitaria Locale

......... Modena

Customer Case Example

+ ERegioneEmilia—Romagna

platform for enrolment, patient care,

planning, tracking and transmission of
data in digital format PYWn ) i ie: 1 DI a4

[T
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“ MAPS GROUP
SHARING KNOWLEDGE

THE INCREASE IN PATIENTS INCLUDED ON WAITING LISTS IS
LEADING TO AN EXCESSIVE INCREASE IN WAITING TIMES FOR

SERVICE DELIVERY

Why do | have to wait so
long for this exam?

How many
inappropriate requests
am | managing?

What impact does

Inappropriateness have
on the lengthening of
waiting lists?

The Italian government is considering a 350 million Euro plan to
reduce healthcare service waiting lists. In particular, a national
authority will be given the task of measuring, monitoring and
communicating to Local Health Authorities (AUSL) and Regions, the
appropriateness of requests generated in their territories.

PHASE 1: SEMANTIC
ANALYSIS & MEDICAL
ONTOLOGY

‘<

A Healthcare Analytics Platform, based

on clinical text understanding, to extract

value from the data and help healthcare

providers in using appropriate diagnostic
resources

PHASE 2:
EVALUATION

PHASE 3: OUTCOME

CLASSE DI
” PRIORITA’ MASSIMO DI | INDICAZIONI CLINICHE RACCOMANDATE DAL GRUPPO DI LAVORO

CLINIKA - EVALUATE THE INAPPROPRIATENESS OF REQUESTS

TEST : COLONOSCOPY

m) PRIORITY CLASS : B (Within 10 Days)

‘ DIAGNOSTIC QUESTION : COLICA PELVICA, STIPSI DI RECENTE INSORGENZA
=) AGE AND GENDER OF THE PATIENT : 66 - F

m) TYPE OF ACCESS : Primo Accesso (first access)

REFERRAL /

REQUEST

PROTOCOLS

COLONSCOPIA TOTALE CON ENDOSCOPIO FLESSIBILE - Codice 45.23
COLONSCOPIA TOTALE CON BIOPSIA IN SEDE UNICA - Codice 45.23.3
COLONSCOPIA TOTALE CON BIOPSIA IN SEDE MULTIPLA - Codice 45.23.4

001

|
|
|
1
: CLASS_RAO
:
|
1
1

TEMPO

ATTESA

Anemia normo-microcitica (Hb< 10 g/dl) di nuova diagnosi in soggetti di eta > 40 anni

B 10
g8 Sospetto clinico e/o strumentale di neoplasia del colon

Altro (10%)**

Sanguinamento recidivante

B (PEDIATRIA) 10gg Altro (10%)**

Anemia sideropenica

Diarrea che perdura da almeno 30 giorni con accertamenti infettivologici negativi

Ematochezia (perdite ematiche minori)

Riscontro all'imaging di alterazioni del colon di non univoca interpretazione

Sangue occulto positivo nelle feci in paziente asintomatico

Sintomatologia dolorosa addominale e alterazione dell'alvo (mai indagata con colonscopia) in paziente con eta > 50

S AN S ol B el B S o

anni

1
1
I
1
1
1
1
1
I
1
1
1
1
1
I
1
1
1
1
1
I
1
1
1
Sanguinamento recidivante (esclusa patologia emorroidaria) diarrea muco-sanguinalenta non infettiva )
I
1
1
1
1
1
I
1
1
1
1
1
I
1
1
1
1
1
I
1
1
1
1
1
I
1

INAPPROPRIATE: WRONG PRIORITY

Appropriate: Class D (Within 60 Days)
Requested: Class B (Within 10 Days)

11




M MAPS GROUP
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SISMART - A ONE-STOP-SHOP FOR MID-SIZE STRUCTURES

Thanks to the overall offering of our Group, we could position ourself as a one-stop-shop for mid-size structures

PATIENT
EXPERIENCE

SISMART

HEALTH INFORMATION 5YSTEM

Hospital Information
System

A scalable, multi-enterprise, modular phygital solution aimed at private health care
facilities providing outpatient specialty care (diagnostic, clinical, and therapeutic
services) that enables them to digitize all workflows, provide the tools for careful
activity control, and establish meaningful relationships with patients.

Laboratory Information Radiology Information Data-driven
System System governance

A e

12






D 1aes crovp MAPS ENERGY

The energy market is undergoing a radical transformation, driven by the penetration of energy
produced from renewable sources

« Energy communities have been identified as key players in this context
MAPS ENERGY d Y P

« Governments are actively promoting them to achieve the green transition

Energy prices are very volatile

# ROSE # ROSE

ENERGENIUS EFFICIENCY > > > > >

ENERGY COMMUNITY

Next moves

Energy Communities: a Market out of the blocks

AR MAPS GROUP ITALIAN LEADER
Electricity Market Report Politecnico di Milano a IN ENERCY COMMUNITY v
«Energy community market partecipant (.000)» \/ MANAGEMENT - < STARTING TO OPERATE
g OUTSIDE ITALY
Value (,000) & EU AND ITALIAN GOVERNMENT
- INCENTIVIZE ITS GROWTH
Members 2,000+
REC T € 2.2 BILLION EUROS PROVIDED ENERGY COMMUNITIES AS AN
BY PNRR = ENTRY POINT IN THE LARGER
EE MARKET OF FLEXIBILITY
LARGE ADDRESSABLE
ARKET % SCALABLE BUSINESS SERVICES




” MAPS GROUP
SHARING KNOWLEDGE

€

ENERGY SHARING

ROSE

ENERGY COMMUNITY

Maximize self-consumption

Contribute to ESG goals through social and environmental

benefits for the local area

Generate financial returns from incentives for members

(prod ucers, prosumers, consu mers)

Additional revenues from provisioning of flexibility services

(next market wave)

Grafico giornaliero

(CER Rovereto)

ROSE ENERGY COMMUNITY (1/2)

‘ CER Flaibano (UD)

CER II'Magliano Alpi (CN)
. .AUC Ecovillaggio Tortona (AL)

(CER'Genova) (CER La Spezia)

(CER Massa Carrara)

CER Viterbo

“o

(CER Roma)

CER Ussaramanna (SU)

CER Villanovaforru (SU)

O

O CER /AUC Semplice

‘ CER/AUC Aggregatore

CER Fossalto (CB)

O

CER Caccamo (PA)

O

15



MAPS GROUP ROSE ENERGY COMMUNITY (2/2)

(en oeslra
QceqQ

energlia

QQ
e nostra

LENERGIA BUONA

€pPq
-/




N veescroup ROSE ENERGENIUS EFFICIENCY (1/2)

COMPANY OPERATING

ROSE

e ENERGENIUS EFFICIENCY

ENERGY EFFICENCY

- Energy Monitoring

- Forecasting productions and consumptions to optimize local assets

- Active control of assets (CHP, PVPP, STORAGE, HEAT PUMPS, HVAC, ..)

17



N veescroup ROSE ENERGENIUS EFFICIENCY (2/2)

358 60%

Customers Industrial customers

SOME CUSTOMERS

Leading underwear company with more than 4,000 stores in 50 states
Automotive components company with 36,000 employees in 33 countries
Itallan multinational pharmaceutical company with more than 4,300 employees

First private hospital group in Italy and among the top hospital groups in Europe



Our M&A Operations
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an
Roialty

platform and

=

100% acquisition
Acquisition of software

competences in customer
experience business area

N

2N

|

September 2020

M&A OPERATIONS

-

July 2018 June 2019
(ARTEXE @ ROIALTY
[ \ /
Artexe

100% acquisition

To expand our offer
portfolio with solutions
INn healthcare: Patient
Journey

Micuro
innovative start-up
was founded

(Maps healthcare
participation: 100%)

To enter insurtech in the
healthcare domain

100% acquisition

To expand the offer portfolio in
healthcare adding an Outpatient
Clinical Information System and a
Human Resources Management
System tailored for healthcare

organizations

51% acquisition

To expand the offer
portfolio in energy adding
a software solution for
monitoring, analysis,
consumption modelling,
technical management

\_ and maintenance AN

) 4 ) a
SCS Computers I-Tel I-Tel
100% acquisition 70% acquisition, 100% acquisition
. o .
To expand the offer Optimist 100% acquisition
portfolio in healthcare, Offer portfolio improvement with To consolidate our
with specialized Clinical new products for multichannel ownership and accelerate
Information Systems communication, in particular for the integration activities
(laboratory, emergencies, healthcare (Telehealth, virtual
pathological anatomy) assistants)
‘ J \_ ‘ J \_
October 2020 July 2021 April 2022 October 2022 April 2023 August 2023
| |
2 3 4 4
— pofrcore  Q@acima - Ajas  — -\ enercenus \7 enercenus
IL DOMANI E GIA QUL L IL DOMANI E GIA QUI.
& & <
4 4 . N .
lasi Energenius Energenius

100% acquisition

To consolidate our
ownership and accelerate
the integration activities

20



Our Results
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REVENUES STRUCTURE

FIRST HALF 2023 IN A GLANCE (1/2)

TOTAL REVENUES

NET FINANCIAL
POSITION

EBITDA

Q’
Products Recurrent
fees
10,5 min € 5.4 min €
TH 2023

CONSOLIDATION OF THE
BUSINESS MODEL BASED ON
PRODUCTS AND RECURRENT

FEES

TH 2022 TH 2023

TOTAL REVENUES INCREASE
BOTH ORGANICALLY AND
THANKS TO ACQUISITIONS

1H 2023 12,4

IMPROVING OF THE NFP LINKED
TO A CAPITAL INCREASE AND
TO THE IMPROVEMENT OF THE
LIQUIDITY GENERATED BY OUR

OPERATING ACTIVITIES

TH 2022 TH 2023

PROFITABILITY REDUCTION
CAUSED BY ENERGY
COMMUNITY MARKET DELAY
AND INTEGRATION ISSUES

22



A s crovp FIRST HALF 2023 IN A GLANCE (2/2)

YoY TOTAL REVENUES Yox RIEI:\IICESBCE;SFROM YoY RECURRENT FEES GROWTH: ORGANIC vs M&A

+11% +9% +12%

5,4
I

1H 2022 1H 2023 1H 2022 TH 2023 1H 2022 1H 2023 Organic M&A

23



N weescrove MAIN EVIDENCES FROM THE TH 2023

DELAY OF ENERGY COMMUNITY IMPLEMENTING DECREES

ZZZ

DELAY IN THE ' ‘ DELAY IN THE DELAY IN THE REVENUE
PUBLICATION OF THE EMERGENCE OF THE GENERATION FROM OUR
IMPLEMENTING ENERGY COMMUNITY ENERGY COMMUNITY

DECREES MARKET BUSINESS LINE

ACQUISITION INTEGRATION

RESULTS NOT ?
IMMEDIATELY UP TO ‘ m LNEESI';AEE?I':AE ‘ FULL CONTROLL NEEDED
OUR EXPECTATIONS

——
\J ENERGENIUS

SMART ENERGY SOLUTIONS
IL DOMANI E GIA QUI.

=} ENERGY EFFICIENCY OF COMPLEX Qj PATIENT JOURNEY AND TELEHEALTH
AGGREGATES AND ENERGY COMMUNITIES COLUTIONS

24
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1H 20235 RESULTS

€/1,000 1H 2023 1H 2022
Total Revenues 13,066 1,797
Internally generated fixed assets 1,360 1,233
Production Value 14,425 13,030
Cost of goods sold (854) (677)
Staff (7.898)| (6.083)
Services (3.223)| (3.080)
Operating fixed costs (434) (142)
Operating Costs (12,409)| (9,982)

EBITDA 2,017 3,048
Amortization & Depreciation (1,484) (1,288)
Not recurring costs (44) (1306)

EBIT

Financial Management &
Subsidiaries

EBT
Tax

Net Profit

489
(426)

63

358

1,624

(156)

1,469

1,530

€/1,000 TH 2023 2022
A) Fixed Assets 24,972 24,225
- Inventory 0,344 5148
- Receivables 10,411 11,593
- Payables (2,150) (2,705)
Operating Working Capital 14,605 14,035
- Other Current assets & liability (2,175) (757)
B) Net Working Capital 12,430 13,284
C) Total Funds (5,950) (5,755)

Net Capital Invested (A+B+C)

D) Shareholders’ Equity 19,026 17,989
- Long Term Debt 15,415 16,003
- Short Term Debt 4904 5,632
- Cash (7,893) (7,870)
E) Net Financial Position 12,426 13,765

Total resources of financing (D+E)

EBITDA Margin

TH 2023

15%

TH 2022

24%

I |
J

Operating Cash Flow

TH 2022
TH 2023

€ 0.9 miln

€ 3.3 mln

J
\
TH 2022 € 13.8 min
TH 2023 € 12.4 min
g J
Debt from IFRS 16 )
1H 2022 € 2.0 min
TH 2023 € 22 min
J

\_

25



A veescrour 1H 2023 RESULTS SPLIT BY BUSINESS UNIT

Maps Healthcare Maps Energy Maps ESG Maps Lab

Period TH 2023 TH 2023 TH 2023 TH 2023 TH 2023
Total Revenues 7,567 918 1,305 3,275 13,066
- o/w Recurrent Fees 3,445 115 750 1,074 5,385
- o/w Services 4,062 503 525 2,132 7,222
- o/w Others Revenue 60 300 29 69 458
Operating Costs (3,983) (573) (711) (1,826) (7,094)
- o/w Personnel Costs (2,583) (479) (579) (1,484) (5,125)
- o/w Direct Services Costs (1,400) (95) (132) (343) (1,969)
Commercial Costs (1,113) (298) (177) (135) (1,724)
R&D Costs (705) (333) (180) (142) (1,360)
Internally Generated Fixed Assets 705 333 180 142 1,360
Administrative Costs (929) (392) (260) (649) (2,231)
EBITDA 1,542 (346) 156 664 2,017
EBITDA Margin (%) 20.4% - 12.0% 20.3% 15.4%
Contribution Margin 3,524 45 564 1,380 5,513
Contribution Margin (%) 46.9% 7.2% 44.2% 43.0% 43.7%
Recurrent Fees (%) 46% 19% 59% 33% 43%
Revenue from Proprietary Products (%) 100% 90% 100% 34% 83%

26



What'’s next ?




A s crovp Growth Strategy

SHARING KNOWLEDGE

Focus on Growth Improve our Market

. Business Model Acquire Companies
Trends Penetration

« Energy Community « Becaming a European playerof ¢ Maintain our product - based ¢ Complete the integration of
Management the Energy Community business model on the new acquisition

» Energy flexibility market Management Healthcare. . Focusing on Healthcare and

- One-stop-shop value « Acceleration of Healthcare « Achieving a product-based Energy sectors
proposition for mid-size offering in southern Italy business model on Energy » Looking both in Italy and
private healthcare facilities « Spread the new featrues of Europe

patient experience (TeleHealth)
28



MAPS GROUP mapsgroup.it

SHARING KNOWLEDGE

Maps S.p.A.
Via Paradigna 38/A, 43122 Parma (PR), Italy

Email: ir@mapsgroup.it

Pec: mapsspa@actaliscertymail.it
Telefono: +39 0521 052300

Fax: +39 05211770148

P.IVA: 01977490356 - R.E.A. PR-240225
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