Storytel Capital Markets Day
2020



Agenda

9.00

10.00
10.30

11.30
12.00

Jonas Tellander Chief Executive Officer
Ingrid Bojner Chief Commercial Officer
Stefan Tegenfalk Chief Development Officer
Ingrid Bojner Chief Commercial Officer
Coffee break

Rickard Henley Chief Publishing Officer
Sofie Zettergren Chief Financial Officer
Jonas Tellander Chief Executive Officer
Q&A

Capital markets day ends



Global organisation

Commercial Development Publishing SUSINESS

Administration

(Ingrid) (Stefan) (Rickard) (Sofie)




Jonas Tellander

1. Background
2. Market opportunity

3. Growth strategies
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Startup criterias

B

. Consumer product

Technology based
Current niche

Positive impact
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Early successes 2010-2016

el g ke e

Ultra high growth under profitability
Started up audiobook production
Launched Storytel Original

Launched our first international markets
Became a public company

Acquired Norstedts & 10+ other companies



Acquisitions

1. Audiobook production RUBFN?THN
. NORSTEDTS
2. Book publishing People'sPress
. - SESLENEN
3. Audiobook services K"Apﬁ siin  [T) mofibo

4. New products kontentan.



Why publishing is important to us

1. Create attractive Storytel offering
2. Improve Storytel gross margins

3. Differentiate Storytel service



5%

\/ W of reading on each Storytel market
' is in the local language




Mission

Make the world a more and
place with
to be and by anyone,

anytime and anywhere



Storytel programming

6 million book discoveries monthly

50% of discoveries are based on
Storytel programming



Global book market in 2020
in billion SEK
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Global book market in 2020
in billion SEK

1500

C N

Potential audiobook
market is 50% of the
fiction book market
as in Sweden

1000

Global revenue
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Radio & Podcasts



Swedish fiction book market

B Audiobooks B Physical Books

100%
75%
50%
25%

0%
2013 2014 2015 2016 2017 2018 2019

Share of Total Swedish Book Fiction market



Global market opportunity - Audiobooks
in billion SEK
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in billion SEK




Global market opportunity - Audiobooks
in billion SEK




Global market opportunity - Audiobooks
in billion SEK




Growth strategies

Grow on existing markets

Product

Expand to new markets

Improve existing product

i

Launch new products

Market

— QOrganically and/or via acquisitions Shortterm  Long term



NORDIC:
Sweden
Norway
Denmark
Finland v ;
Iceland - : - APAC:

India
Singapore
‘ South Korea

R

LATIN/LATAM:

Spain WEST: '
. EAST:
Itally Netherlands - T :
Mexico Poland ‘ b Aéy
Brazil Russia :
Colombia Bulgaria

Germany



Expansion milestones

20 2019
W 2018
B 2017
15
B 2016

# of Storytel markets

Launched 10000 25’000 50’000

# of subscribers by markets



From launch to profitability in years
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Ingrid Bojner
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and series you can listen to anytime. ‘




Audio consumption revolution*

Any Audio 90%
Radio 70%
Streamed music [EPLA

Podcasts

Audiobooks 13%

*Swedes 16-80 years old, % of population that consume audio-formats on a weekly basis
ORVESTO® Konsument 2019:1

Change
2018-19

-3%

6%
19%
18%



Meaningful recreation
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Cure for people’s everyday problems




Audiobook consumption during the day
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Listening to audiobooks and mood

00:10-00:00

00:00-00:€¢

00:€¢-00:¢c

00:¢c¢-00:le

00:1¢-00:0¢

00:0¢-00:6 -

00:6+-00:8}

00:81-00:Z}

00:2}1-00:9}+

00:9}1-00:G}+

00:G}1-00:%

00:%71-00:€}

00:€}1-00:¢c+

00:¢+-00: |+

00:1L+-00°0+

00:0}1-00:60

00:60-00:80

00:80-00:20

00:20-00:90

mmmmm  Calm/Relaxed mood



Our promise

1. You will never run out of stories
2. You will have a great listening and/or reading experience

3. You will have the latest formats and most innovative
content

—~————



Our average user
spends
on our platform



Customer Engagement Value

CEV +26%




Mature Immature
market: market:

DAU 53% DAU 28%
WAU 76% WAU 52%



#1 App in the book category”* in
our markets

8 - 13

Permanent top 1 position Periodic top 1 position

*On either Google Play-store or App-store
App Annie 2019



Our business model is about connecting

storytellers with their audience

Authors

i

Content

Subscription fee

jusu0)n
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4 Vilj sprak

Storytel har bécker pa flera olika sprak. Vdlj
ett eller fler sprak for att skrdddarsy vilka
titlar som dr synliga for dig.

Svenska L o c a I

Engelska

Finska

- language
Arabiska

approach




Value/Price

/ Storytel Family

Storytel unlimited

Unlimited premium local
and english content

FREE Test Period

Engagement/
Consumption



Value/Price
A

Storytel Family

S — =

i Unlimited premium local
:\ and english content

FREE Test Period

Engagement/
Consumption




12-month survival twice as high

New Subs Reader B New Subs Family I New Subs Unlimited
100%
75%
\_———————_\
50%
\
25%
0%
2 4 6 8 10 12

Month



87% 81%

iIn Netherlands in Spain

82% 80%

in Sweden in Russia

... read/listen to more books since
subscribing to Storytel



87% 80%

iIn Netherlands in Spain

83% 81%

in Sweden in Russia

... read/listen to books more often
since subscribing to Storytel



69% 69%

in Turkey in Spain

715% 66%

In Sweden in Norway

... read/listen to more books from different
genres since subscribing to Storytel



2%

Of users in Russia and Turkey agree
that using Storytel has helped broaden
their general knowledge







Stefan Tegenfalk



R&D organisation

115

People end of 2019

21

Products in our
ecosystem

Stories by
Storytel

Ztory

Reader

nationalities

Tech development Product
and maintenance development
(DevOps)

Intelligence

Data science
and business
intelligence

Business
development



At Storytel we are daily handling ...

|—® ;: +1.1 M customers 1 —® 3 20 markets

-0 E +325 000 titles/books
|

I
I_. D ~1.3M app openings

I
-o [1 Several platforms

- @ .‘ +24 languages

el Z >900K hours streamed

—o tﬁﬁ Multiple product offers



We are not following the audio trend. We are
leading the audiobook revolution

= 02:07:33
-04:03:26

Mobile streaming Variable
audiobooks S 7 speed
____________ Syncing

Sleep mode -~ .
audio/ebook

N
- N
-

~. Chapters in
audiobooks

Offline mode




R&D focus areas

Developing products, functions and features that...

® Create a product market fit in our
local markets

® Increase the intake of customers and
improve the trial to pay conversion

® Improve the customer lifetime value



@ R&D focus areas

How do we create a
product market fit in our

local markets?



Storytel Payment Engine
Telco Partnerships

e-Wallet solutions



Examples of local payment partners

Storytel

Payment
Engine




Marketing message
Sign-up & onboarding

Product offering



Examples of local adaptations

storytel

. . Nuevo en
Marketing campaigns Storytel

to fit local strategy

Onboarding flow

Unlimited - 1 month Unlimited - 3 months

Price, bundles, etc




@ R&D focus areas

How can we increase the
intake of customers?



Target the right customer
segments

Be on multiple platforms



Multi-platform
strategy 8

customer is




@ R&D focus areas

How can we improve the
trial to pay conversion?



Activation via notification



il Storytel = :
y 9:41 AM 3 100% (mm

< Notifications o}

Daniel Bodner liked your review

30 min ago

Millennium & is finally here! Listen now.

Thago

|
Your payment didn’t go through. Please I I e Ct

update your credit card details.

1week ago

| |
Did you enjoy “Harry Potter”? Tell us m m n I t I O n
what you thought by leaving a review.

1month ago

| |
e Don’t we all love great food and good
el  WIth our users
page.

1 month ago




@ R&D focus areas

How can we Increase
customer lifetime value
and drive engagement?



Personalization
Recommendation engine
Inspirational pages

Peer recommendations



50% of what users place in
their bookshelf is based on
our recommendations

recommendations
recommendations
recommendations
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Al-driven match-making with a human touch



Excellent reading experience
State of the art User Interface

Reading as a social activity



Reading as a social activity

We are building a

for readers and writers,
starting with reviews and
soon feeling tags

Which feelings would you say best
describes this book?

Happy =¢ Heartwarming
¥® Romantic @ Creepy % Funny

9:41AM
The handmaid’s tale

Community reviews
&k k& 4.6(328)
Top emotions

Upsetting eosssssssssssssss

Scury oEEsss——— @4 53%

Sad ——

Elisabeth Sagan

SE e

Which feelings would you say best
describes this book?

Happy % Heartwarming
¥ Romantic @ Creepy % Funny

all Sketch = 9:41AM

< The handmaid’s tale
Margaret Atwood
Community reviews

4.6(328)

Top emotions
Upsetting coms—
chry O

Sad ——

Elisabeth Sagan
2days ago
§l Thrilling & Mindblowing
‘What can | even say about this masterpiece of a

book? What can | even say that hasn't already been
said? I'm awed to my core, this book is a prediction...

@ 2l Likes

Meghan Johnson

I was not able to connect with the Characters in the
book at all. It was a task to completely finish this
book at all. | know | am in the minority, but | don't...



Listening together
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Become part of a social context.
Find out how many and when

others are listening to the same
book in real time \_ \ )




Storytel is developing an ecosystem of products
that support the core business, drives loyalty and
creates uniqueness

= 02:07:33
040326

NeW storyte"ing | BOKTIPS FRAN PI‘OdUCt/!Jser
formats “@ e expansion

Engman

Forfattaren bakom serien




We are building a state of the art
service that ...

@ Adapts to local conditions
® Connects storytellers with readers

@ Makes reading social again



Going forward

A lot of things will happen in the near
future ...

... that we cannot show you today






Ingrid Bojner






Global synergies for local execution




Value-creation from expansion activities

o - @ -

Profitability

e Local... Trial & Subscriber base e Growth
o Content e W-0-M e Offer
o Production e Attribution model e CL/Churn
o Team e DAU/WAU e CLV/SAC
o Marketing

e Consumption
o Payment



Number of months to reach 50k subs

Months



Performance
marketing

Local

-M attribution
virality Marketing model

W-0-M and Brand




NORDIC:
Sweden
Norway
Denmark
Finland v ;
Iceland - : - APAC:

India
Singapore
‘ South Korea

R

LATIN/LATAM:

Spain WEST: '
. EAST:
Itally Netherlands - T :
Mexico Poland ‘ b Aéy
Brazil Russia :
Colombia Bulgaria

Germany



Storytel 18y+
subscriber base 5%?*

* Penetration level in Sweden of Storytel subscribers / inhabitants 18+



Storytel 18y+
subscriber base 5%

Same penetration =
40+ million subscribers



Rickard Henley



The Legend of the Ice People

SAGAD O
i av Margit Santiemo
Upplésare: Julia Dufvenius
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The golden triangle of audio stories

0 ¢

Customer







|

o










Less environment

Characters Time-lapses

More dialogue Stick to genre
Dramaturgic To the point
arches
Sound design Enhancements

Audio dramas The Narrator



How we know that the
customer enjoys the
story



Knowing the customer

012 3456 7 891011121314151617181920212223242526272829 30313233343536 3738394041424344454647484950 51525354

Drop-off minute



Storytel Original - creating stories you want to hear

S/ NN

High Ie\_/el of Driven !)y Tailor made Attractive
_ creative compelling for a specific & Audio first
involvement narratives audience Sticky

CECILIA FORSS LASER

CESAR PEREZ GELLIDA

KODIAK

NEUS |RQUl‘ss ‘

UNA SERIE ORIGINAL DE STORYTEL




From the creator of Metro 2033 - The Outpost

HEROES

13-15 SEPT KISTAMASSAN




Using profiled projects to activate backlist
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Local & global

Storytelling
is global,
the stories
are local




5%

of reading on each Storytel market
is in the local language




the top 50 list on

each Storytel market are stories by

1eS oOn

of the stor

local authors



HARRY
POTTER

and the Philosopber’s Stone

Being strong
locally allows
Storytel to work
with global IP:s
and brands

POTTER

Order of the Phoenix




of our audiobooks in each local
language have been fully listened
to at least once during 2019




Sofie Zettergren



2. Unit economics and value creation
3. Financial Targets



Going from a Nordic to a Global company

Profitable:

Sweden Poland
Norway Finland
Denmark Russia

ICeIand Spain
Netherlands Turkey

Italy

India

UAE
Bulgaria
Mexico
Singapore
Brazil
Columbia
Germany
South Korea




Launch timeline, continuously turning more
markets to profitability

IT coL
W/ NO UAE BR
;/ NL * PL Sl TR MEX DE
)/ SE / DK *Fl *RU IN ;/ ICE BG SG  KOR
2005 2010 2015 2016 2017 2018 2019 2020

/ Reached profitability * Markets next in line for profitability



Improved EBITDA* for Nordic markets and markets
with >50k subscribers**

10.0%
7.5%

5.0%

2.5%

EBITDA margin

0.0%

-2.5%
Q12018 Q22018 Q32018 Q42018 Q12019 Q22019 Q32019

* EBITDA on a local level before allocation of global staff and global overhead costs
** Nordics and Netherlands, Russia, Poland, Turkey



Strong growth in Streaming revenue and subscriber
base development, 2015-2019

450 1,250,000
" Revenue B Subscriber base

400

<50 1,000,000
300
£ 750,000
2
=
2 200
o 500,000
L 150

100 250,000

50

0

Q1 Q2 Q@3 Q4 Q1 Q2 Q@3 Q4 Q1 Q@2 Q@3 Q@4 Q1 Q@2 Q@3 Q4 Q1 Q@2 Q@3 o4
2015 2015 2015 2015 2016 2016 2016 2016 2017 2017 2017 2017 2018 2018 2018 2018 2019 2019 2019 2019

Subscriber base



Gross profit

cost items

Royalties to
authors

Payment fees

Content cost - third
party publishers

Production
costs




Development of streaming gross profit and gross

margin,
[l Gross profit (SEKm) Gross margin
300 60%
250
= 45%
L 200
o X
S 150 30%
© 100
15%
—
' 0%

Ql Q2 Q3 Q4 QA Q2 Q3 Q4 Ql Q2 Q@3 4 QI Q@2 Q3 @4 QA Q@2 Q3
2015 2015 2015 2015 2016 2016 2016 2016 2017 2017 2017 2017 2018 2018 2018 2018 2019 2019 2019

Gross margin



Development of streaming gross profit and gross margin
excluding production costs,

[l Gross profit (SEKm) Gross margin @ Adjusted Gross profit (SEKm) Adjusted Gross margin
300 -
250
g 45%
x c
W 200 | @
L | m
; £
E- ]50 P LY ‘.--0.’ 30% g
g . LY R} 6
© 100
PP L ]5%
50 ‘_.....-----l--....‘.'/“——
l 0%

Ql Q2 Q3 Q4 QA Q2 Q3 Q4 Ql Q2 Q@3 4 QI Q@2 Q3 @4 QA Q@2 Q3
2015 2015 2015 2015 2016 2016 2016 2016 2017 2017 2017 2017 2018 2018 2018 2018 2019 2019 2019



The value of producing books, short-term losses
for long-term gains*

Gross profit with
content production

Gross profit without
content production

Gross Profit

Time from launch

* lllustrative example




Development of contribution profit and contribution
margin - Nordic segment

[l Contribution profit Contribution margin trend

125 40%

3 100
N 30% =
LU =
7 o
= £
§ 75 =
3 S
é 20% :g
3 50 £
= [
E 0
o]
o 10%

25

0 0%

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q04 Qi1 Q2 Q3
2017 2017 2017 2017 2018 2018 2018 2018 2019 2019 2019



Development of contribution profit and contribution
margin - Non-nordics

[l Contribution profit [l Contribution margin trend

10

0 0%
£

-10
m
e 50% B
£ 20 ]
3 =
3 5
o -30 =
g -100% é
385 -40 §
° 5 -150%

-60

-200%
-70

Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Ql Q2 Q3
2017 2017 2017 2017 2018 2018 2018 2018 2019 2019 2019



Streaming revenue development and Group EBITDA
development per year, 2015-2020E

2,000 20.0%
_ 1,000 10.0%
<
L
2%
Q
3
g 0 0.0%
>
g
(o2}
£
£
©
£ -,000 -10.0%
(%)
-2,000 -20.0%
2015 2016 2017 2018 2019E* 2020E*

* 2019 EBITDA margin based on forecast, 2020 Streaming revenue and EBITDA margin is based on forecast

Group EBITDA margin (%)



P&L effect with changed accounting rule, Q1-Q3
2019*

Jan-Sep 2019 Jan-Sep 2019

Reported Activated

Revenue 1,310,928 1,310,928
Gross profit 504,906 549,407
Gross margin 38.5% 41.9%
EBITDA -212,225 -133,610
EBITDA margin -16.2% -10.2%

*Only includes production costs including personnel. Other intangible assets, such as R&D investments
are not included in analysis



1. Historical Performance
2. Unit economics and value creation
3. Financial Targets



10 months to break-even, on subscribers that stay

. NPV of gross profit . Accumulated gross profit

750

500

b I I I | ‘ | | | |
I = E N lI lI ll l. m_ E_ ] | II II II II mal ml mf = ml ml mf =i =
-250 I I I

-500

©

Gross profit per subscriber (SEK)

1 2 3 4 5 6 7 8 9 10 M1 12 13 14 15 16 17 18 19 20 21 22 23 24

Subscriber months



Nordic CLV/SAC = 3.5



Continuously improving CLV/SAC,
one of our core metrics

4.0
3.0

20

CLV/SAC on Nordic Markets

1.0

0.0
Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q2 2019 Q3 2019



V

alue creation In

3

ways

SAC !



Improved

gross profit

Lower
payment
fees

Improving
our inhouse
share of
consumption

Increased
price

Improved
ARPU

Negotiating better
content deals
and improving

efficiency in our
publishing
investments




Improving publishing
economics



1. Historical Performance
2. Unit economics and value creation



Financial targets

*

2019

Reach 1.1 M paying
subscribers (40% growth)

Grow Streaming revenues to 1.4
BSEK, corresponding to 36-41%
growth

16% negative EBITDA
margin

Reach Streaming profitability on
a local level in at least one
additional market

Launch in at least 3 markets

2020

Reach 1.5 M paying
subscribers (36% growth)

Grow Streaming revenues to 1.9 -
2 BSEK, corresponding to 32-35%
growth

10 - 12% negative EBITDA margin

Reach Streaming profitability on
a local level in 2-4 additional
markets

Launch in 1-3 markets

2023

~40% CAGR on paying
subscribers

~35 % CAGR on Streaming
revenues

Growth before profitability with
improved CLV/SAC

Reach Streaming profitability on a
local level within 5 years from launch

Launch in 20+ markets



Jonas Tellander



Storytel organisation

Commercial Development Publishing SUSINESS

Administration

(Ingrid) (Stefan) (Rickard) (Sofie)




Meaningful recreation

N storytel
$

; b4

2L

Engagement



Cure for people’s everyday problems




Listening together
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Become part of a social context.
Find out how many and when

others are listening to the same
book in real time \_ \ )




Our average user
spends
on our platform



50% of what users place in
their bookshelf is based on
our recommendations

recommendations
recommendations
recommendations
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50% 50%

Al-driven match-making with a human touch



The golden triangle of audio stories

0 ¢

Customer




Value creation in 3 ways

CLV 1




NORDIC:
Sweden
Norway
Denmark
Finland v ;
Iceland - : - APAC:

India
Singapore
‘ South Korea

R

LATIN/LATAM:

Spain WEST: '
. EAST:
Itally Netherlands - T :
Mexico Poland ‘ b Aéy
Brazil Russia :
Colombia Bulgaria

Germany



Sustainable competitive advantages

Loyal subscriber base

Brand synonymous with storytelling
Proprietary publishing catalogue
Book industry reputation

Know-how and company culture



Global market opportunity - Audiobooks
in billion SEK
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Thanke.



