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Disclaimer

This document has been prepared by ESI GROUP (the "Company") and is for information purposes only.

The information and opinions contained in this document are provided as of the date of this document only and may be updated, supplemented,
revised, verified or amended, and thus such information may be subject to significant changes. The Company is not under any obligation to update
the information or opinions contained herein which are subject to change without prior notice.

The information contained in this document has not been subject to independent verification. No representation, warranty or undertaking, express or
implied, is made as to the accuracy, completeness or appropriateness of the information and opinions contained in this document. The Company, its
subsidiaries, its advisors and representatives accept no responsibility for and shall not be held liable for any loss or damage that may arise from the
use of this document or the information or opinions contained herein.

This document contains information on the Company’s markets and competitive position, and more specifically, on the size of its markets. This
information has been drawn from various sources or from the Company’s own estimates. Investors should not base their investment decision on this
information.

This document contains certain forward-looking statements. These statements are not guarantees of the Company's future performance. These
forward-looking statements relate to the Company's future prospects, developments and marketing strategy and are based on analyses of earnings
forecasts and estimates of amounts not yet determinable. Forward-looking statements are subject to a variety of risks and uncertainties as they
relate to future events and are dependent on circumstances that may or may not materialize in the future. Forward-looking statements cannot, under
any circumstance, be construed as a guarantee of the Company's future performance and the Company’s actual financial position, results and cash
flow, as well as the trends in the sector in which the Company operates, may differ materially from those proposed or reflected in the forward-looking
statements contained in this document. Even if the Company’s financial position, results, cash-flows and developments in the sector in which the
Company operates were to conform to the forward-looking statements contained in this document, such results or developments cannot be
construed as a reliable indication of the Company's future results or developments. The Company does not accept any obligation to update or to
confirm projections or estimates made by analysts or to make public any correction to any prospective information in order to reflect an event or
circumstance that may occur after the date of this document.

This document does not constitute an offer to sell or subscribe or a solicitation to purchase or subscribe for securities in France, the United States or
any other jurisdiction. Securities may not be offered or sold in the United States absent registration under the US Securities Act of 1933, as
amended, or an exemption from registration thereunder. No public offering of securities may be conducted in France or abroad prior to the delivery
by the French Autorité des Marchés Financiers (Financial Markets Authority) of a visa on a prospectus that complies with the provisions of Directive

WE as amended.
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1 - Introduction

1973 1985 2000 2016 2019
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1 - Introduction

Good vision, strategy
Differentiated performance
Amplify and replicate
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2 - Disclosure
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2. Financials — Key figures

FY 2015 FY 2016 FY 2017 FY 2018 Revenues: back to growth

Revenue 124.7 140.6 135.3 139.4

Growth 12.3% 12.7% -3.8%
Gross Margin 90.4 103.1 97.8

Margin 72.5% 73.3% 72.3%
EBITDA 14.3 18.3 121 EBITDA: slight decrease

Margin 11.5% 13.0% 9.0%
Operating income (EBIT) 9.4 13.7 8.1

Margin 7.5% 9.8% 6.0%
Net income 5.3 7.5 2.4

Veran - S S Headcount: stabilized
Headcount 1144 1190 1238

Growth 11.6% 4.0% 4.0%
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2. Financials — Transformation investments weigh on profitability
Costs increase of 4,1% in a context of moderate growth

139,4 1324

Cost of
sales
-27,2%
-37,9
Revenues
-31,7
-43,0
7,0
FEENRGE EBIT
+3,1% | | +4,1% | | +11% | | +82% | | +27% | | +81%
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2. Financials — A differentiated performance
By geographies & customers maturity usage of our solution

Per geography Booking by Industry Booking top 20 customers
4 Auto & 0
‘ m Transportation S7% | +2% 45% of Revenues
49%

€68,8M +7,9%

Heavy Industry 12% | +6% +12% Growth
Licenses €49,8M  +9,1%
Services €19,0m  *+4,8%

T o2
€49,8M -0,4%
7% |+11%
s 3 2 W oters 2
€20,8M -3,3%

11% | +6%

13% | +4%
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2. Financials — A solid business model
High rate of recurrence of Licensing revenues: 85%

Revenue per type

109,8 m€
% voen T 48%
79% +9,2% 1070
+ 14,6%
85%
rental
+15.7% +22.7%
-22.3%
-1.1%
Gross Margin Gross Margin FY'15 FY'16 FY'17 FY'18
85,2% 26.9% M Licensing - Rental Licensing - PUL
+3.9% +0.2%

@A

get it right®

www.esi-group.com




2. Financials — A strong business model
A solid financial structure: 25.5% of gearing

Renewed trust of our banks with the closing of our new syndicated loan of 40m€ in December 2018

Cash Position Net Debt
20 18,1 50
15,7
15 141 ’ 40 36,2 37,3
31,8
10,3 30 27,0
10
20
> 10
0 0
FY'15 FY'16 FY'17 FY'18 FY'15 FY'16 FY'17 FY'18
Gearing 39.5% 37.6% 31.4% 25.5%

(Net Debt/Equity)
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3 - Why ESI



3 — Why ESI - Mission critical software for industrialists GROUPE

Olivier Colmard

Integrated CAE & PLM,
Engineering VP
Groupe Renault

14

Thanks to ES/’s expertise and to their VPS solution, we succeeded to develop one

of our new vehicle, using a single real prototype (first time right). GJ'
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3 — Why ESI - High customer loyalty
A solid installed base with blue chip companies

E : RENAULT NISSAN HONDZA  FATCHRSIER AUTOMOBILES
9th 3Y contract 2ND 3Y contract

S SAFRAN AIRBUS (L ooEING @

AN HITACHI
ALCOA ArcelorMittal Inspire the Next

E‘!j framatome :‘: €DF

6+4Y contract
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3 — Why ESI - In a skyrocketing counter-
cyclical market led by innovators

® AL A IT’S ALL ABOUT
""""""""" T O N A .
PERFORMANCE!
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3 — Why ESI — Competitive advantages
Provider of predictive simulation

Z
the right technologies to Extended eco-system High level expertise A unique combination
address our markets with academics, with industry with license and services
“physics of materials” and innovative industry leaders and domain knowledge (the art of modelling)
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3 — Why ESI — A French success story

Sieges d’avion : Expliseat lance le TiSeat E2 pour

Expliseat — Aeronautic Sector Boeing 737

Publié le 18 féwrier 2018 3 14h00 par Frangais Duclos

dans Actuslité, Info pratique, Technolegie - 11 commentaires

La société francaise Expliseat a lancé une version de son
Titanium Seat NEO pour les avions de la famille Boeing
737, le TiSeat E2.

Deux ans aprés la présentation du Titanium Seat NEQ, un
concept de siege d'avion dessiné par le Peugeot Design
Lab alliant confort et legéreté, Expliseat officialise le
lancement d’'une version de série pour les avions de la
famille Boeing 737, le TiSeat E2. Ce siége de classe
aconomique offre « 60% de réduction de masse par
rapport aux siéges équivalents tout en apportant plus de confort et de modularité aux compagnies aériennes »,
déclare la société dans son communigué.

Benefits of Virtual Prototyping.

Earlier this year, Expliseat
announced that ESI Group's

Virtual Seat Solution help # > Economie > Entreprises
them to certify their . AnG X o~ .
S Bther Expliseat prét a embarquer ses siéges sur I’Airbus
titanium-composite aircraft A 320
seat. The tool allowed neo
Expliseat to bring their Par Véronique Guillermard | Mis a jour le 01/04/2019 & 22:20 / Publié le 01/04/2019 & 22:20

testing into the virtual reaim
allowing for more iterations
and innovations. In the end,
Expliseat reduced the
weight of the seat
significantly. But how did
the Virtual Seat Solution help to design a 4 kg (8.8 |bs) seat sturdy enough for
European Aviation Safety Agency (EASA) certification?

Expliseat’s Titanium Seat (left) seat virtual prototype
(right).

2015

CJi 2019
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4 - ESI Outlook

Operational excellence

Focus
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4 — ESI Outlook - Operational excellence @

Clarity of organisation 4.0 with associated performance criteria

Support functions

/ \

: : £ D £ Solutions

Support functions
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4 — ESI Outlook - Operational excellence @

Clarity of organisation 4.0 with associated performance criteria

Performance
Indicators

Responsabilities &
Synergies
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4 — ESI Outlook - Our engagement @
Focus our R&D, S&M & G&A teams on performance

QI_T_I Growth ?
a "B N Key Performance ) ¢

-)

Indicators

-

OnekEsi:
New organisation & Growth
Best-in class Profitability

tools / processes Sustainability
Profitability

KPIs driving
allocation of global
ressources
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4 — ESI Outlook - Focus @
Go to market strategy and resources allocation

o} ® e

Global Account Focussing our sales engagements Strategic
Management on « winning propositions » Initiatives
Strong intimacy Aligned with industry

and channels strategy
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4 — ESI Outlook — Strategic Initiative @
John Deere using of ESI IC.IDO to build the next generation for tractors

Virtual reality technology allows the John Deere product support team to visualize tractors
early in the design process, which in return shortens the time from concept to production.

HUMAN
CENTRIC

ESI IC.IDO

1

It saved a lot of time,” he said. “If we had waited until we had a physical build
and found the repair wasn’t possible, we wouldn’t have been able to request

any changes of engineering. Doing it virtually, the change took only a matter of
hours. )

CJi
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4 — ESI Outlook — Human Centric Assembly Validation @
Establishing engines of growth inside and outside marguee customers

FY18 FY19 FY20 FY21

|
‘ V== E‘D ,i\ aa DEVELOP A PRESCRIPTOR
EFFECT

+23 major accounts
standardizing on IC.IDO

GOAL
CJS + 30 TOP TARGETS ACROSS KEY INDUSTRIES AND REGIONS .
www. esi-group.com 25
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4 — ESI Outlook — Focus @
Go to market strategy and resources allocation

FY18 SUCCESSES AND FY19 PERSPECTIVES

al 42 )

More recurring Strategic initiative Key Positions filled
revenue

+2

1in motion
0)
+4.8% YOY 2 in the pipe

(in Asia & America)
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5 - Conclusion
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5 - Conclusion — Take away

o |~ 15

Alignment Growth
Capital interest Repete & amplify
FY18 successes

Increase
profitability
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Thank you

CJi
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