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Innovations:

Good morning and welcome to the
Safetech Innovations first half 2023 results
conference call. My name is Zuzanna Kurek
and | am the Investor Relations Officer at
Safetech Innovations and together with
the Safetech team we will be presenting
the results today and we will also have a
Q&A session.

Yesterday morning we published the
results for H1 2023, which you can find on
our website in the Investor Relations
section and on the BVB website, Safetech
profile. Thank you for joining the
conference call and for your interest in our
performance in the first six months.

Before we begin, | would like to mention
that this teleconference is being recorded,
and the recording of this teleconference
will  be uploaded to the Safetech
Innovations website by tomorrow at the
latest. As stated in the invitation to
participate, you have automatically and
implicitly agreed to be recorded. If you do
not agree to be recorded, please leave this
teleconference.

As always, | would like to mention that
during this conference call it is possible to
make forward-looking statements about
the future performance of Safetech
Innovations and actual results may differ
significantly. We encourage you to review
the disclaimer that is included in the
presentation, which applies equally to all
statements made on today's conference
call.

In terms of organizational aspects, we will
follow the standard teleconference
structure, which means that we will deliver
a presentation on the H1 2023 results and
then have a Q&A session afterward.

Please note that the microphone of all
participants is disabled. If you would like to

Transcrierea Conferintei Safetech
Innovations pentru S12023 din 23.08.2023
Safetech

Zuzanna Kurek, IR Officer,

Innovations:

Buna dimineata si bine ati venit la
teleconferinta privind rezultatele pentru
primul semestru al anului 2023 ale
Safetech Innovations. Numele meu este
Zuzanna Kurek si sunt Investor Relations
Officer la Safetech Innovations si,
impreuna cu echipa Safetech, vom
prezenta astazi rezultatele sivom aveasio
sesiune de Q&A.

leri dimineata am publicat rezultatele
pentru S1 2023, pe care le puteti gasi pe
site-ul nostru, in sectiunea Relatii cu
Investitorii, precum si pe site-ul BVB,
profilul Safetech. V& multumim ca v-ati
alaturat teleconferintei si ca sunteti
interesati de performanta noastra din
primele sase luni.

Tnainte sa incepem, as dori s& mentionez
Ca aceasta teleconferintd este inregistrata,
iar Tnregistrarea acesteia va fi incarcata
pana maine, cel tarziu, pe site-ul Safetech
Innovations. Dupa cum este mentionat in
invitatia privind participarea,  v-ati
exprimat in mod automat si implicit
acordul pentru a fi inregistrat. Daca nu
sunteti de acord sa fiti inregistrat, va
rugam sa parasiti aceasta teleconferinta.

Ca intotdeauna, as dori sa mentionez ca in
timpul acestei teleconferinte este posibil
sa facem declaratii anticipative cu privire la
performanta viitoare a Safetech
Innovations si rezultatele reale pot diferi
semnificativ. Va incurajam sa examinati
disclaimerul care este inclus in prezentare,
jar acesta se aplica in mod egal tuturor
declaratiilor facute in teleconferinta de
astazi.

n ceea ce priveste aspectele
organizatorice, vom urma structura
standard a teleconferintelor, ceea ce

fnseamna ca vom sustine o prezentare cu
privire la rezultatele din S12023 si, ulterior,
vom avea o sesiune de intrebari si
raspunsuri.

Va rugam sa retineti ca microfonul tuturor
participantilor este dezactivat. Daca doriti
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ask a question, please enter it in the chat
box. Feel free to do so also during the
teleconference, when we will present the
results, and we will answer all questions in
chronological order once Safetech's
management  presentation is over.
Questions that have been received via
email will be addressed during the
presentation, but if you have emailed
qguestions and need further information or
clarification, please ask us in the chat box.

| now propose to start the teleconference. |
will invite Victor Gansac to share some
information about Safetech's performance
and the most important achievements of
the first half of the year.

Victor Gansac, CEO, Safetech Innovations:

Good afternoon! Thank you  for
participating in this videoconference on
our results for the first half of 2023. It has
been an effervescent beginning of the
year, and the first half of the year has
passed very quickly.

We had total revenues of 19.6 million lei, a
27% increase compared to the same period
last year, a turnover of 13.5 million lei, a 26%
increase, and a net profit of 3.9 million lei, a
49% increase compared to the previous
result in 2022.

We have also published the consolidated
results, they are shown here on the slide,
but we will present them in more detail in
the second part of the session.

As main achievements, the most
important moment was, in February, the
transfer to the Main Market of the
Bucharest Stock Exchange. We opened
the US branch as well. We also marked a
first for Safetech, the partnership with
Phriendly Phishing, as a distributor in
Europe and the UK. At the same time, we
added 7 new customers to our portfolio.

sa puneti o intrebare, va rugam sa o
introduceti in casuta de chat. Nu ezitati sa
o faceti si In timpul teleconferintei, cand
noi vom prezenta rezultatele, si vom
raspunde la toate intrebarile in ordinea
cronologica odata ce  prezentarea
managementului Safetech se va incheia.
Intrebarile care au fost primite prin email
vor fi adresate in timpul prezentarii, dar, in
cazulin care ati trimis intrebarile prin email
si aveti nevoie de alte informatii sau
clarificari, va rugam sa ne puneti intrebari
in casuta de chat.

Acum propun s& incepem teleconferinta. i
voi da cuvantul lui Victor Gansac, care ne
va Tmpartasi cateva informatii despre
performanta Safetech si cele mai
importante realizari din prima jumatate a
anului.

Victor Gansac, Director General, Safetech
Innovations:

Buna ziua! Va multumesc pentru
participarea la aceasta videoconferintd
privind rezultatele noastre la finalul

primului semestrului al anului 2023. A fost
un inceput de an efervescent, iar prima
jumatate a anului a trecut si foarte repede.

Am avut venituri totale Tn valoare de 19,6
milioane de lei, cu o crestere de 27% fata de
aceasi perioada a anului trecut, o cifra de
afaceri de 13,5 milioane de lej, cu o crestere
de 26%, iar profitul net s-a pozitionat la 3,9
milioane de lei, cu o crestere de 49% fata
de rezultatul anterior din 2022.

Am publicat si rezultatele consolidate, sunt
prezente aici pe slide, dar le vom prezenta
mai in detaliu in a doua parte a sesiunii.

Ca realizari principale, cel mai important
moment a fost, in februarie, transferul pe
Piata Principala a Bursei de Valori
Bucuresti. Am deschis filiala din Statele
Unite ale Americii. Am semnat si o
premiera pentru Safetech, parteneriatul
cu Phriendly Phishing, din pozitia de
distribuitor la nivel european si Marea
Britanie. Totodata, am adus in portofoliu 7
clienti noi.
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Also during this period, in July 2023, we
distributed dividends after the end of the
first half.

We have signed an important strategic
partnership with the National Cyber
Security Directorate, whereby, in addition
to the day-to-day collaboration in the
implementation of cyber defence at
national and customer level, we will and
already do cooperate on projects at
national and European level. Another
novelty is the inclusion of the SAFE share in
the MSCI index.

| would also like to point out that we have
brought 7 new clients into our portfolio
and this year we have put a lot of emphasis
on the marketing and sales area, precisely
in order to come up with the best results
and achieve the targeted budget for this
year.

In the marketing area, as a novelty
compared to previous years, since January
we have sent a monthly newsletter to our
clients and contact database, monthly
campaigns on LinkedIn to attract new
clients, webinars, and seminars.

We actually had a pleasant surprise, at the
last seminar we held, where we presented
Safetech's cybersecurity services and
solutions, we had an attendance of over 60
people from potential customers.

In July-August, we expanded our sales
team, we have 3 new colleagues at senior
level. Another approach to increase the
number of customers and contracts has
been to carry out more than 10 proof of
value projects this year, demonstrating our
cybersecurity monitoring services and
solutions to potential customers.

Such demonstrations, even though they
involve some effort for us, have a fairly high
contract rate, over 50%, because in such
proof of value projects, we identify cyber-
attacks, vulnerabilities, including malware
infestations in organizations, and they
detect them.

Tot Tn aceasta perioada, in iulie 2023, am
distribuit dividendele, dupa inchiderea
primului semestrului.

Am semnat un parteneriat strategic
important cu Directoratul National de
Securitate Cibernetica, prin care, pe langa
colaborarea de zi cu zi in realizarea apararii
cibernetice la nivel national si al clientilor
nostri, vom coopera si deja cooperam in
proiecte la nivel national si european. O
alta noutate este includerea actiunii SAFE
in indicele MSCI.

As vrea sa mai precizez cd am adus in
portofoliul nostru 7 clienti noi si anul
acesta am pus un accent important pe
zona de marketing si vanzari, tocmai
pentru a veni cu rezultate cat mai bune si
a realiza bugetul propus pentru anul
acesta.

In zona de marketing, ca noutati fatd de
anii anteriori, inca din luna ianuarie avem
cate un newsletter lunar catre clientii

nostri si baza de date de contacte,
campanii lunare pe Linkedln pentru
atragerea de noi clienti, webinarii si
seminarii.

Chiar am avut o surpriza foarte frumoasa,
la ultimul seminar pe care |-am organizat,
in care am prezentat servicii si solutii de
securitate cibernetica ale Safetech, am
avut o prezenta de peste 60 de persoane
de la potentiali clienti.

In perioada iulie-august, am extins echipa
de vanzari, avem 3 colegi noi la nivel de
seniori. O alta abordare pentru cresterea
numarului de clienti si de contracte a fost
realizarea, a anul acesta, a peste 10 proiecte
demonstrative (proof of value), prin care sa
prezentam potentialilor clienti serviciile si
solutiile noastre pentru monitorizarea
securitatii cibernetice.

Astfel de demonstratii, chiar daca
presupun un efort pentru noi, au o rata de
contractare destul de mare, peste 50%,
deoarece in astfel de proiecte
demonstrative, identificam atacuri
cibernetice, vulnerabilitati, inclusiv inflitrari
de malware 1n organizatii, acestea
detectandu-le.
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In relation to the solution portfolio, we have
mentioned Phriendly Phishing at the
distribution level, and right now we have
adopted this product, we have built our
technical capabilities so that we can
support technical presentations and
implementations to customers. We are in
the process of building a network of
partners, resellers, at national and
European levels, to resell this product.

At the same time, we also brought an
innovative product to the portfolio, from
the perspective of the manufacturer's
partners, Picus Security, an innovative
solution for securing infrastructures,
which has already started to deliver results.

About the structure of the company, | will
briefly present it again. The most
important entity is the one in the UK,

Safetech Innovations Global Services
Limited. About this entity, my colleague
Anca Stancu will present the

achievements in the
videoconference.

last part of the

As regards the other two entities, | have
already mentioned the one in the United
States, which has been set up but is not
operational at the moment. Anca and |
have decided to focus on the UK so that we
can have the tangible results that you and
we expect as soon as possible, and then we
will  also make the US subsidiary
operational by hiring staff. At the moment,
to answer a question that came in by
email, the US subsidiary is not costing us
anything.

In relation to the Abu Dhabi subsidiary, for
which we have received questions, this
entity has not generated and does not
generate costs for us today. Locally, our
partners are working on identifying viable
projects in this market. Indeed, there are
some costs at Safetech level, quite limited,
for the travel we have had and will have in
the region.

What | would also like to mention in
relation to the questions received is that
this market in the United Arab Emirates
has a completely different specificity than

Legat de portofoliul de solutii, am precizat
Phriendly Phishing la nivel de distributie, si
in clipa de fata am adoptat acest produs,
ne-am creat capabilitatile tehnice, astfel
incat sa sustinem prezentari tehnice si
implementari catre clienti. Suntem in
momentul in care construim o retea de
parteneri, reselleri, la niveli national si
european, pentru revanzarea acestui
produs.

Totodata, am mai adus si un produs
inovator in portofoliu, din perspectiva de
parteneri ai producatorului, Picus Security,
o solutie inovatoare 1in securizarea
infrastructurilor, care deja a inceput sa dea
rezultate.

Despre structura companiei, 0 VoI
prezenta din nou pe scurt. Cea mai
importanta entitate este cea din UK,
Safetech Innovations Global Services
Limited. Despre aceasta entitate, colega
mea, Anca Stancu, va prezenta realizarile
Tn ultima parte a videoconferintei.

In ceea ce priveste celelalte doud entitati,
am precizat-o deja pe cea din Statele
Unite, care a fost infiintata, dar, in clipa de
fata, nu este operationald. Am decis
impreuna cu Anca sa ne axam pe Marea
Britanie, astfel incat sa avem cat mai
repede rezultate palpabile, pe care le
asteptati dumneavoastra, dar si noi,
urmand ca ulterior sa operationalizam si
filiala din Statele Unite prin angajarea de
personal. In clipa de fata, pentru a
raspunde si la o intrebare venita pe email,
filiala din Statele Unite nu genereaza
costuri.

Legat de filiala din Abu Dhabi, pentru care
am primit intrebari, aceasta entitate nu ne-
a generat si nu genereaza astazi costuri. Pe
plan local, partenerii nostri se ocupa de
identificarea unor proiecte viabile 1in
aceasta piata. Intr-adevar, sunt anumite
costuri la nivelul Safetech, destul de
limitate, pentru deplasarile pe care le-am
avut si pe care le vom avea in regiune.

Ce as mai vrea sa mentionez in legatura cu
intrebarile primite este faptul ca aceasta
piata din Emiratele Arabe Unite are cu
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the national, UK, US, or other Western
markets.

Here we only discuss large projects that
take a long time to build, negotiate and
implement. Just as it took a very long time,
over a year and a half, to set up this
company, the same is happening with
projects. We already have three projects in
various stages, quite advanced in
discussion, and we hope to come up with
results as soon as possible.

On the other hand, | would like to point
out, also related to the specifics of this
market, quarters 2 and 3 are more
unproductive, due to religious reasons, the
holidays they have, plus the summer
holidays, when it is very hot there and
many people are away on holidays.

I will let Zuzanna present the financial
results in more detail.

Zuzanna Kurek:

As mentioned at the beginning, we
published the results yesterday morning.
You can see that turnover as well as
operating profit and net profit have
increased.

What is very important for the company, as
you already know, the profit margin has
always been the most important indicator
that management has been looking at and
the intention has always been to increase
this profit margin, which in the first six
months of the year reached 33.2%, a 9pp
increase compared to the same period last
year and higher than the profit margin
generated throughout last year.

This is a tremendous performance by the
team, especially given that, as you already
know, in the IT sector, as well as in the
cybersecurity sector, there is a lot of
cyclicality in terms of results.

In short, the first half of the year is usually
slower and the most important
performance is always generated in Q4,
the last quarter of the year.

This is directly related to how large
companies' budgets are made, which are

totul alt specific fata de piata nationald, UK,
SUA, sau alte piete occidentale.

Aici se discuta doar despre proiecte mari,
care au o durata mare de constructie, de
negociere si de implementare. Asa cum a
durat foarte mult, peste un an si jumatate,
sa infiintam aceasta companie, acelasi
lucru se intdmpla si legat de proiecte.
Avemn deja trei proiecte in stadii diverse,
destul de avansate de discutie, si speram
sa venim cu rezultate cat mai curand.

Pe de alta parte, as vrea sa precizez tot
legat de specificul acestei piete,
trimestrele 2 si 3 sunt mai neproductive,
din motive religioase, sarbatorile pe care le
au, plus vacanta de vara, cand acolo este
foarte cald si multa lume este plecata in
concedii.

O las pe Zuzanna sa prezinte mai in detaliu
rezultatele financiare.

Zuzanna Kurek:

Cum am mentionat la Tnceput, noi am
publicat rezultatele ieri dimineata. Puteti
vedea ca cifra de afaceri, precum si
rezultatul operational si profitul net au
crescut.

Ce este foarte important pentru companie,
dupa cum deja stiti, marja de profit a fost
intotdeauna cel mai important indicator
urmarit de catre managementsiintentia a
fost intotdeauna de a creste aceasta marja
de profit, care in primele sase luni ale
anului a ajuns la 33,2%, o crestere de 9pp
fata de aceeasi perioada a anului trecut si
superioara marjei de profit generate pe tot
parcursul anului trecut.

Aceasta este o performanta extraordinara
a echipei, in special in conditiile Tn care,
cum deja stiti, in sectorul de IT, precum si
in sectorul de cybersecurity, exista o
ciclicitate foarte mare in ceea ce priveste
rezultatele.

Pe scurt, prima jumatate de an este de
obicei mai slaba si cea mai importanta
performanta se genereaza intotdeauna in
T4, in ultimul trimmestru al anului.

Acest lucru este legat direct de cum sunt
facute bugetele companiilor mari, care, de



@), SAFETECH

INNOVATIONS

usually set at the beginning of Q2 and
money is spent during the third and fourth
gquarters. Here | encourage you to see in
our reporting history how turnover has
evolved over the quarters.

If we look at the turnover breakdown, we
have a small change from last year. There
is a 77% increase in revenue generated
from the implementation of cyber security
solutions, which reached 8.8 million lei,
and a small decrease of 18% in revenue
from cyber security services.

Therefore, the split between these two
main business lines has changed
percentage-wise. This change has two
important components.

Firstly, we are talking about the significant
growth of Safetech Innovations' products

and solutions portfolio. As Victor
mentioned, during the past year and this
year, important and significant

partnerships have been signed, which
have led to an increased demand for these
solutions that are offered by Safetech to
customers. On the other hand, there has
also been a good sign of growth in the
market for the implementation of cyber
security solutions.

If we go into more detail, on the revenue
side, we don't have much change from QI
or preliminary results for last year.

We have an increase in other operating
income, where the major share represents
investment grants that have been
transferred to income and corresponds to
the depreciation registered for proprietary
solutions.

On the other hand, we also have a 22%
increase in income from the production of
fixed assets. These revenues represent
investments in intangible assets made
with European funds as well as the
company's own resources.

Here, if we are talking about a specific
project, we refer to SafePIC, which aims to
increase  Safetech's CERT response

obicei, sunt stabilite la inceputul lui T2, iar
banii sunt cheltuiti pe  parcursul
trimestrului al treilea si al patrulea. Aici va
incurajez sa vedetj si In istoricul nostru de
raportare cum a evoluat cifra de afaceri pe
parcursul trimestrelor.

Daca ne uitam la impartirea cifrei de
afaceri, avem o mica schimbare fata de
anul trecut. Exista o crestere de 77% a
veniturilor generate din implementarea
solutiilor de securitate cibernetica, ce au
ajuns la 8,8 milioane de lei, si o mica
scadere de 18% a veniturilor din servicii de
securitate cibernetica.

Prin urmare, s-a schimbat procentual
impartirea dintre aceste doua linii de
business principale. Aceasta schimbare
are doua componente importante.

In primul rand, vorbim de Cresterea
semnificativa a portofoliului de produse si
solutii ale Safetech Innovations. Cum a
mentionat si Victor, pe parcursul anului
trecut si a acestui an au fost semnate
parteneriate importante si semnificative,
care au dus la cresterea cererii pentru
aceste solutii care sunt oferite de catre
Safetech clientilor. Pe de alta parte, a fost
si un semn bun in piata de crestere pentru
implementarea de solutii de securitate
cibernetica.

Daca intram mai mult in detalii, pe partea
de venituri, nu avem mari schimbari fata
de rezultatele din T1 sau cele preliminare
pentru anul trecut.

Avem o crestere de alte venituri din
exploatare, unde ponderea majora
reprezinta subventii pentru investitii care
au fost transferate 1in venituri si
corespunde amortizariiinregistrate pentru
solutii proprii.

Pe de alta parte, avem si o crestere de 22%
din venituri din productia de imobilizari.
Aceste venituri reprezintd investitii n
active necorporale realizate din fonduri
europene, precum si resurse proprii ale
companiei.

Aici, daca vorbim despre un proiect
specific, ne referim la SafePIC, care are
drept target cresterea capacitatii de
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capability to cyber security attacks and
incidents.

Moving forward, we have the expenses
presented. In terms of their evolution, the
largest share is represented by employee
benefits expenses, which increased by 19%.

It is important that the number of
employees has increased by 4 people
compared to the same period last year. As
Victor mentioned, the company is also
currently focusing a lot on hiring sales
people and increasing customer presence
through the sales and marketing team.
That growth in numbers is reflected here.

We also have an increase in raw materials
and consumables expenses. This is driven
by the larger size of the business and
represents the cost of the solutions
implemented and is also related to the
slide that | presented with the breakdown
of turnover on the implementation of
cybersecurity solutions and services.

We also have the goods position, which
reached 2.8 million lei. Again, this position
is also directly related to sales and

represents products that have been
purchased and subsequently
implemented with added value to

Safetech's customers.

Looking at other operating expenses,
goods have been separated from this
category, so the main decrease is driven by
this.

On the other hand, here we have expenses
for equipment and licenses related to the
European-funded project, which were
lower than in H1 2022, considering that the
project ended in the first half of the year
and it was the last 6 months of the project.

Depreciation and amortization decreased
by 16%. This is natural in the sense that here
we find fixed assets such as laptops,
furniture, monitors and other solutions
that were acquired in 2021 as part of the
research and development project. These

raspuns CERT a Safetech la atacuri si
incidente de securitate cibernetica.

Mergand inainte, avem prezentate
cheltuielile. In ceea ce priveste evolutia lor,
cea mai mare pondere o reprezinta
cheltuielile cu beneficiile angajatilor, care
au crescut cu 19%.

Este important ca numarul de angajati a
crescut cu 4 persoane fata de aceeasi
perioada a anului trecut. Asa cum a
mentionat si Victor, compania, In
momentul de fatd, se axeaza foarte mult si
pe angajarea de oameni de vanzare si
cresterea prezentei fata de clienti, prin
echipa de vanzari si marketing. Aceasta
crestere In numar este reflectata aici.

Avem si o crestere in ceea ce priveste
cheltuielile cu  materii  prime  si
consumabilele. Aceasta este determinata
de dimensiunea mai mare a afacerii si
reprezinta costul solutiilorimplementate si
este legatd si de slide-ul pe care |-am
prezentat cu Tmpartirea privind cifra de
afaceri pe implementarea solutiilor si
servicii de cybersecurity.

Avem si pozitia referitoare la marfuri, care
ajuns la 2,8 milioane de lei. Din nou,
aceasta pozitie este legata direct si de
vanzari si reprezinta produse care au fost
cumparate si, ulterior, implementate cu
valoare addaugata la clientii Safetech.

Daca ne uitam la alte cheltuieli de
exploatare, din aceasta categorie au fost
separate marfurile, astfel ca scaderea
principala este determinata de acest fapt.

Pe de alta parte, aici avem cheltuieli cu
echipamente si licente aferente
proiectului cu fonduri europene, care au
inregistrat un nivel mai scazut decat cel de
la nivelul lui S1 2022, considerdnd ca
proiectul s-a terminat in prima jumatate a
anului si au fost ultimele 6 luni ale
proiectului.

In ceea ce priveste amortizarile si ajustarile
de valoare, acestea au scazut cu 16%. Acest
fapt este natural, in sensul Tn care aici
vedem active imobilizate, precum
laptopuri, mobilier, monitoare si alte solutii
care au fost achizitionate In 2021 ca parte a
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generate monthly depreciation expenses
by depreciating them on a straight-line
basis.

Going forward, looking at the balance
sheet, we don't have big changes. We have
a 3% decrease in assets.

If we look at fixed assets, they increased by
15%, due to a 19% increase in intangible
assets, which were put into service and in
progress. This development is directly
linked to the SafePIC project, which we
talked about earlier.

Looking at current assets, they decreased
by 34%. This position is mainly made up of
receivables, which as of June 30, 2023,
amounted to 10.1 million lei, down 37%
from the end of the year. This evolution is
natural and can be seen in our past results.

Trade receivables decreased as a result of
the partial collection of amounts related to
contracts executed in Q4 2022 and will
continue to be collected throughout this
year and therefore will continue to
decrease.

Looking at the cash position, it is down 20%
compared to the beginning of the year.
This decrease is driven by the continued
investment in the expansion and
professionalisation of the sales team in
Romania, which Victor mentioned earlier
about all the changes in marketing and
sales, as well as the capitalisation of
entities (here we refer only to the
capitalisation of the UK entity) for
geographical expansion, and the payment
of trade and other payables totaling 6.4
million lei. Again, this is directly related to
the collection of amounts related to
contracts that were signed in Q4.

If we look at debt, it is important that
Safetech still has a 0% leverage ratio, which
is very important and is part of the
company's strategy of not borrowing the
company a lot. At the moment, the

proiectului de cercetare si dezvoltare.
Acestea genereaza cheltuieli cu
amortizarea lunard, prin amortizarea
acestora prin metoda liniara.

Mergand Tnainte, daca ne uitam la bilant,
Nnu avem schimbari mari. Avem o scadere
cu 3% a activelor.

Daca ne uitam la activele imobilizate,
acestea au crescut cu 15%, ca urmare a
cresterii  cu  19% a  imobilizarilor
necorporale, care au fost puse in functiune
siin curs de executie. Aceasta evolutie este
legata direct de proiectul SafePIC, despre
care am vorbit mai devreme.

Daca ne uitam la active curente, acestea
au scazut cu 34%. Aceastd pozitie este
formata, in principal, din creante, care la 30
iunie 2023, au ajuns la 10,1 milioane de lei,
in scadere cu 37% fata de sfarsitul anului.
Aceasta evolutie este naturalad si se vede si
in rezultatele noastre din trecut.

Creantele comerciale au scazut ca urmare
a fTncasarii partiale a sumelor aferente
contractelor executate In T4 2022, iar
acestea vor continua sa fie incasate de-a
lungul acestui an si, prin urmare, vor
continua sa scada.

Daca ne uitam la pozitia de numerar,
aceasta a scazut cu 20% comparativ cu
inceputul anului. Aceasta scadere este
determinata de investitile continue in
extinderea si profesionalizarea echipei de
vanzari in Romania, ceea ce a mentionat
Victor mai devreme despre toate
schimbarile la nivel de marketing si
vanzari, precum si capitalizarea entitatilor
(aici ne referim doar la capitalizarea
entitatii din Marea Britanie), in vederea
expansiunii geografice, precum si plata
datoriilor comerciale si asimilate, in valoare
totala de 6,4 milioane de lei. Din nou,
aceasta este direct legata de incasarea
sumelor aferente contractelor care au fost
semnate in T4.

Daca ne uitam la datorii, este important ca
in continuare Safetech are un grad de
indatorare de 0%, ceea ce este foarte
important si este parte a strategiei
companiei de a nu Imprumuta compania
foarte mult. Tn momentul de fat3,
compania are pe termen lung doar
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company only has long-term leases, as well
as short-term leases.

If we look at non-current liabilities, which
include all positions, they reached 14.8
million lei as of June 30, 2023. The 4%
increase is due to the increase in the value
of investment grants.

Regarding bank debt, it is only comprised
of leasing contracts, the value of which
decreased by 3%, and reached 1 million lei
at the end of the semester.h

Current liabilities decreased by 53%, driven
by a 74% decrease in trade and other
payables, which we talked about in the
previous part, related to the asset situation.

Now | want to
consolidated results. Here, in terms of
income and turnover, we have no
differences from the individual results
because the UK entity does not generate
income.

present you the

It is important to look at the expenses,
where we have total expenses of 3.2 million
lei, of which salaries reached 1.4 million lei -
the UK team, which Anca will tell you more
about, is composed of about 15 people -
and other operating expenses of about
400 thousand lei. These expenses are
related to the development strategy,
carrying out market research to see where
there is the greatest demand for services,
etc.

Il finish with the part about the financial
results and | want to invite Anca to tell us a
little bit about the evolution of Safetech
Innovations Global Services Ltd, which is
Safetech's UK subsidiary.

Anca Stancu, Managing Director, Safetech
Innovations UK:

Thank you, Zuzanna! Good afternoon, | am
very pleased to be here today to discuss
our work in the UK.

contracte de leasing, la fel si pe termen
scurt.

Daca ne uitam la datorii pe termen lung,
care includ toate pozitiile, acestea au ajuns
la 14,8 milioane de lei la 30 iunie 2023.
Cresterea cu 4% este determinata de
majorarea valorii subventiilor pentru
investitii.

In ceeace priveste datoria bancarg, ea este
compusa doar din contracte de leasing, a
caror valoare a scazut cu 3%, si care au
ajuns la 1 milion de lei la sfarsitul
semestrului.

Datoriile curente au scazut cu 53%,
determinate de scaderea cu 74% a
datoriilor comerciale si asimilate, despre
care am vorbit in partea anterioara, care se
leaga de situatia activelor.

Acum vreau sa va prezint si rezultatele
consolidate. Aici, la nivel de venituri si cifra
de afaceri, nu avem diferente fata de
rezultatele individuale pentru ca entitatea
din UK nu genereaza venituri.

Este important sa ne uitam la cheltuieli,
unde avem cheltuieli totale de 3,2 milioane
de lei, din care salariile au ajuns la 1,4
milioane de lei—echipa din UK, despre care
Anca va povesti mai multe, este compusa
din aproximativ 15 persoane — precum si
alte cheltuieli din exploatare, in valoare de
aproximativ 400 de mii de lei. Aceste
cheltuieli sunt legate de strategia de
dezvoltare, efectuarea unor studii de piata
pentru a vedea unde este cea mai mare
cerere pentru servicii, etc.

Eu termin cu partea care vorbeste despre
rezultatele financiare si vreau sa o invit pe
Anca sa ne povesteasca putin despre
evolutia Safetech Innovations Global
Services Ltd, care este subsidiara Safetech
in UK.

Anca Stancu, Managing Director, Safetech
Innovations UK:

Multumesc, Zuzanna! Buna ziua, ma bucur
foarte mult sa fiu astazi aici sa discutam
despre activitatea noastra din UK.
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The first part of the year has been very
effervescent and | would say that as time
goes by, we become more confident in
achieving our objectives in these external
markets.

What we have managed to do in a very
short time, and | would like to point out
that we started our activity at the end of
November last year, was to reach the
performance of generating a pipeline of
about 15 million pounds, and our goal is to
increase this pipeline by 10-15% every
month.

It is true, we have an average project value
of 150 thousand pounds and our strategy is
to focus mainly on our own services and
products.

We're talking about monitoring services,
SOC, we're talking about our GRC solution,
but also our mobile security solution.

In terms of customers, we have also started
with small and medium-sized customers,
which represent the majority of the
customers we have approached so far, but
we have also had the pleasure of starting
very advanced discussions with
government institutions very interested in
our security solution for malware and
spyware detection on mobile devices.

What we have focused on in terms of
strategy and go-to-market during this
period is to sign contracts with as many
resellers as possible, in different
geographies. We're talking not only about
the UK, but also about other countries
where the British reputation is helping us
to open a lot of doors, and here I'm talking
about countries like South Africa, Ethiopia,
United Arab Emirates, Malaysia, Indonesia,
and more recently the United States.

We managed to sign two contracts with
two big distributors: one is in the UK called
Wise Distribution, the other is in the
Emirates, Samvruddhi. Our practical aim is
to create this whole distribution chain so
that our own products and services can be
promoted to the widest possible customer
base.

At the same time, we have significant
discussions with very strong vendors in the

Prima parte a anului a fost foarte
efervescenta si as spune ca pe masura ce
trece timpul, devenim mai increzatori in
atingerea obiectivelor noastre pe aceste
piete externe.

Ce am reusit sa facem intr-un timp foarte
scurt siasvrea sa subliniez faptul ca noiam
inceput activitatea la final de noiembrie
anul trecut, a fost sa ajungem la
performanta de a genera un pipeline de
aproximativ 15 milioane de lire, iar
obiectivul nostru este de a creste acest
pipeline in fiecare luna cu 10-15%.

Este adevarat, avem o valoare medie de
proiect de 150 de mii de lire, iar strategia
noastra este aceea de a ne concentra mai
ales pe servicii si produse proprii.

Vorbim despre serviciile de monitorizare,
de SOC, vorbim despre solutia de GRC, dar
si de solutia noastra de mobile security.

Din punct de vedere al clientilor, am
inceput si cu clienti mici si mijlocii, care
reprezinta majoritatea clientilor abordati
de noi la aceasta ora, dar am avut si
placerea de a incepe discutii foarte
avansate cu institutii guvernamentale
foarte interesate de solutia noastra de
securitate pentru detectare malware si
spyware pe device-uri mobile.

Pe ce ne-am concentrat noi din punct de
vedere al strategiei si go-to market in
perioada aceasta, ne-am propus sa
semnam contracte cu cat mai multi
reselleri, aflati in diverse geografii. Vorbim
nu numai despre UK, dar si de alte tari
unde reputatia britanica ne ajuta sa
deschidem foarte multe usi, iar aici ma
refer la tari de genul Africa de Sud, Etiopia,
Emiratele Arabe Unite, Malaezia,
Indonezia, si, mai nou, si Statele Unite.

Am reusit sa semnam doua contracte cu
doi distribuitori mari: unul se afla in UK si
se numeste Wise Distribution, celalalt se
afla In Emirate, Samvruddhi. Scopul nostru
practic este acela de a crea tot acest lant
de distributie, astfel incat propriile produse
si servicii sa poata fi promovate catre o
baza cat mailarga de clienti.

In acelasi timp, avem discutii semnificative
cu vendori foarte puternici din piata, care,
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market, which also meant representation
contracts, resell contracts, but also
contracts specific to the area of managed
security service providers (MSSPs). Here we
are talking about very big names, about
Checkpoint, Threatmon, Arista, Cequence,
Phriendly Phishing, Dark Invader,
Exabeam, Recorded Future, Cynet, to
mention a few.

As soon as we have signed these
agreements and the list is open, we add a
new name every month. We have started
doing various demos and proof of concept
for SOC services, but also for our mobile
security solution in the UK and Middle
East, and in a few countries in Africa.

| would like to underline that for us
creating a name in the UK is very
important. For us, not only the UK as a
market is the target, but the whole
Commonwealth area is the target and any
country with which the UK has a very close
trade agreement and where we can be
promoted.

| would like to say that we also managed
the achievement of getting on a shortlist of
companies supported by the Department
of Business and Trade in the UK. This
means that their investment promotion
agency has taken us under their wing,
allocated us a project manager, and
allocated us a whole team to help us with
local expansion as well as international
expansion.

We had a very successful event at the end
of May to mark the official launch of
Safetech in the UK. The turnout was
impressive, both from an industry and
media point of view.

More recently, we will be participating in
very important tradeshows, but the
biggest one in the area will be at the end
of September. We will have a very strong
presence, supported by some of the
vendors we work with.

We are affiliated to the most important
and powerful local business support
organizations, such as Tech UK and the
Federation of Small and Medium
Enterprises.

de asemenea, au Insemnat contracte de
reprezentare, de resell, dar si contracte
specifice zonei de managed security
service providers (MSSPs). Aici vorbim

despre nume foarte mari, despre
Checkpoint, Threatmon, Arista, Cequence,
Phriendly Phishing, Dark Invader,

Exabeam, Recorded Future, Cynet, pentru
a mentiona cateva.

De indata ce am semnat aceste acorduri,
iar lista este deschisa, in fiecare luna mai
adaugam un nume nou. Am inceput sa
facem diverse demo-uri si proof of concept
pentru serviciile de SOC, dar si pentru
solutia noastra de mobile security in UK si
Middle East, dar si in cateva tari din Africa.

As vrea sa subliniez ca pentru noi crearea
unui nume in UK este foarte important.
Pentru noi, nu numai UK ca piata este
target, ci targetul este tot ce Tnseamna
zona de Commonwealth si tara cu care UK
are un acord comercial foarte strans si
unde putem sa fim promovati.

Vreau sa spun ca am reusit, de asemenea,
performanta de a ajunge pe o lista scurta a
companiilor sustinute de Department of
Business and Trade in UK. Asta Tnseamna
ca agentia lor de promovare a investitiilor
ne-a luat sub aripa proprie, ne-a alocat un
project manager, ne-a alocat o echipa
intreaga care sa ne ajute cu extinderea
locald, dar si extinderea internationala.

Am avut un eveniment foarte reusit la final
de mai, Tn care am vrut sa marcam
lansarea oficiala a Safetech in UK
Participarea a fost impresionanta, atat din
punct de vedere al industriei , cat si din
punct de vedere al presei.

Mai nou, o sa participam la targuri foarte
importante, dar cel mai mare din zona vafi
acum, la final de septembrie. Vom avea o
prezenta foarte puternica, sustinuta si de
cativa dintre vendorii cu care lucram.

Ne-am afiliat la cele mai importante si
puternice organizatii de sustinere a
business-ului local, precum Tech UK si
Federatia Business-urilor Mici si Mijlocii.
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| would also like to point out that in our
effort to strengthen and build a local
name, we are currently in discussions with
very strong names to build a local board.
That means that our name will be stronger,
it means that we will be able to open more
doors and that our pipeline will be able to
grow exponentially in this case.

From a product point of view, we did one
more very important thing for our core
SOC service. We are starting to build an
SOC in East London, an SOC that will work
with the team in Bucharest, and in the
future with the team in the United States.

In order to build and set up this SOC, we
managed to bring on board extremely
valuable people. To give you an example,
the head of our SOC in the UK at the
moment is the former head of SOC at one
of the largest water companies in the UK,
Thames Water. His name is Paul Glavin.
This man left after years at Thames, he
came to Safetech because he has great
confidence in what we are building as a
product, as a service, and as a team.

Indeed, in the UK, when you resign and
want to change your job, it takes time, it's
about 3 months of waiting. He came in
July, but we have great confidence in this
SOC that we are building and that will be
able to provide a global service to both
multinationals and public institutions.

We also managed to build a network of
agents who are helping us with referrals.
This is common practice in the entire IT
field. These agents are located in different
territories and also by using these channels
we are able to reach customers much
more easily.

We generally take an indirect approach.
On the other hand, the promotion of
services and products is done directly to
end customers, whether we go direct or
together with our resellers or distributors.

As vrea sa mai subliniez faptul ca in efortul
nostru de a ne fortifica si a ne crea un
nume local, la ora aceasta suntem Iin
discutii cu nume foarte puternice pentru a
construi un board local. Asta inseamna ca
numele nostru va fi mai puternic,
fnseamna ca vom reusi sa deschidem mai
mMulte usi si ca pipeline-ul nostru va putea
creste exponential Tn cazul acesta.

Din punct de vedere al produselor,am mai
facut un lucru foarte important pentru
serviciul nostru principal de SOC. Incepem
sa construim un SOC in estul Londrei, un
SOC care va lucra impreuna cu echipa din
Bucuresti, iar in viitor, cu echipa din Statele
Unite.

In vederea realizarii si setarii acestui SOC,
am reusit sa aducem on board oameni
extrem de valorosi. Va dau un exemplu,
seful SOC-ului nostru din UK, la ora
aceasta, este fostul sef de SOC de la una
dintre cele mai mari companii de apa din
UK, Thames Water. Numele lui este Paul
Glavin. Acest om a plecat dupa ani de zile
la Thames, a venit in Safetech pentru ca
are foarte mare incredere in ceea ce
construim ca produs, ca serviciu si ca
echipa.

Intr-adevar, in UK, cand iti dai demisia si
vrei sa 1ti schimbi job-ul, dureaza, sunt
aproximativ 3 luni de asteptare. El a venit
in luna iulie, Tnsa avem foarte mare
incredere in acest SOC pe care noi il
construim si care va fi capabil sa furnizeze

un serviciu global deopotriva
multinationalelor, dar si institutiilor
publice.

De asemenea, am mai reusit sa construim
o retea de agenti care ne ajuta cu referrals.
Este o practica curenta in tot ce inseamna
zona de IT. Acesti agenti se afla in diferite
teritorii si, de asemenea, utilizand aceste
canale, reusim sa ajungem la clienti mult
mai usor.

Avem, in general, o abordare indirecta. Pe
de alta parte, promovarea serviciilor si
produselor se face direct catre clientii
finali, fie ca mergem noi direct, fie ca
mergem Impreuna cu resellerii sau
distribuitorii nostri.
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From a product point of view, | want to
emphasize that we work with a very strong
consultant with 30 years of expertise in
creating cybersecurity products and
services. We have done an in-depth
analysis of more than 20-30 players in
similar markets and we have seen how
they have grown, what they have done
particularly well and we try to take
inspiration from those who have managed
to reach impressive business figures and to
become a global player because that is
also our goal.

The consultant we work with has been
doing this for 30 years and | want to
highlight the fact that we try to get
expertise from all over, from the United
States, from England, but also from the
expertise of people in Romania, who
managed to build global companies. Here
| would like to underline the role of
Alexandru Mihailciuc, who is a member of
the Safetech Romania Board and to whom
we are very grateful for his support and
ideas.

From the point of view of the United States,
| would like to make a clarification because
we see connected activities, even though
at this time we do not have staff in the
United States.

What we are trying to do with the staff in
the UK is to start discussions. We already
have the declared support of the
Department of State in the US, which is
extremely important support, and it's the
kind of support that in the future will bring
us very close to big federal contractors, big
integrators, and big names in the US.

We are also preparing and launching
discussions in the area, using existing UK
resources, without incurring additional
costs. We are very careful with every
pound, every cent, and manage to have
some great discussions with very exposed
people, based on the very good resources
we have managed to attract in the
Safetech project.

These are the main points. If there are any
main questions, we will be happy to
answer them.

Din punct de vedere produs, vreau sa
subliniez ca lucram cu un consultant
foarte puternic, cu 30 de ani de expertiza in
creare de produse de cybersecurity si
servicii. Am facut o analiza aprofundata a
mai mult de 20-30 de jucatori din piete
similare si am vazut cum au crescut, ce au
facut in mod deosebit si Incercam sa ne
inspiram si noi de la cei care au reusit sa
ajunga la niste cifre de afaceri
impresionante si sa devind un jucator
global pentru ca acesta este si scopul
nostru.

Consultantul cu care noi lucram face lucrul
acesta de 30 de ani si vreau sa subliniez si
faptul ca incercam sa prindem expertiza
din toate partile, din Statele Unite, din
Anglia, dar si din expertiza oamenilor din
Romaénia, care au reusit sa construiasca
companii globale. Aici as vrea sa subliniez
rolul pe care il are Alexandru Mihailciuc,
care este membru in Board-ul Safetech
Romania si caruia ii multumim foarte mult
pentru suport si pentru idei.

Din punct de vedere al Statelor Unite, as
vrea sa fac o precizare pentru ca noivedem
activitatile conectate, chiar daca la ora
aceasta noi nu avem personal in Statele
Unite.

Ce Incercam sa facem cu personalul din
UK este sa incepem sa deschidem discutii.
Avem deja  suportul declarat  al
Department of State in SUA, un suport
extrem de important, fiind tipul de suport
care pe noi in viitor ne va duce foarte
aproape de mari contractori federali, mari
integratori si mari nume din SUA.

Pregatim si sadim discutii si in zona,
folosind resursele existente din UK, fara a
face cheltuieli suplimentare. Suntem
foarte atenti la fiecare lira, la fiecare cent, si
reusim sa avem niste discutii extraordinare
cu oameni foarte expusi, in baza resurselor
foarte bune pe care am reusit sa le
atragem in proiectul Safetech.

Acestea sunt punctele principale. Daca vor
fi intrebari principale, cu drag vom
raspunde la ele.
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Q&A Session

1. We would like to see in the graphs the
cost of capital and the effective interest
cost of capital, correlated with working
capital.

Zuzanna Kurek:

| want to mention that Safetech, at the
moment, has 0% leverage, therefore, we do
not feel the need to add this information
because the company is financed by cash
flow, as it was in the past.

2. How is the interest cost cancelled out by
advanced treasury management so that
the financial result would be positive?

Zuzanna Kurek:

The financial result was negative 20,000
lei, which is insignificant, the company also
has financial income through the
investments it makes by placing money in
short-term deposits. We consider that a
more complex process is not necessary at
this time because it is not a significant cost
for the company, which has a long-term
leverage of 0%.

3. We would like to see presented
guantitative indicators for company IRR,
IRR-related risk, economic and financial
risks, economic value-added indicators:
EVA, etc. in graphs - dynamics.

Zuzanna Kurek:

Here | want to mention that Safetech is
tracking the most important indicator,
which was mentioned earlier, which | think
is the same for investors, and that is net
profit and net profit margin, which
reached 33% in the first half of the year. The
economic and financial risks are included
in the H1 report, but | recommend you also
read the annual report to see all the risks,
which were also mentioned in the
prospectus for the transfer on the main
market.

Sesiune Q&A:

1. Am dori sa vedem in grafice costul de
capital si costul efectiv cu dobanda al
capitalului, corelat cu working capital.

Zuzanna Kurek:

Vreau sa mentionez ca Safetech, in
momentul de fata, are gradul de
indatorare de 0%, prin urmare, Nnoi nu
simtim nevoia de a adauga aceste
informatii  deoarece = companie @ se
finanteaza prin fluxurile de numerar, asa
cum a fost si in trecut.

2. Cum este anulat costul cu dobanda prin

management de trezozerie avansata,
astfel incat rezultatul financiar sa fie
pozitiv?

Rezultatul financiar a fost negativ de
20.000 de lei, ceea ce este nesemnificatiy,
Compania are si venituri financiare prin
investitiile pe care le realizeaza prin
plasarea de bani in depozitele pe termen
scurt. Consideram ca in momentul de fata
un proces mai complex nu este necesar
pentru ca nu este un cost semnificativ
pentru companie, care are gradul de
indatorare pe termen lung de 0%.

3. Am dori sa vedem prezentat indicatorii
cantitativi pentru IRR-ul companiei, riscul
asociat IRR-ului, riscuri economice si
financiare, indicatori de valoare economica
adaugata: EVA, etc. in grafice - dinamica.

Zuzanna Kurek:

Aici vreau sa mentionez ca Safetech
urmareste cel mai important indicator,
care a fost mentionat anterior, care cred ca
este la fel si pentru investitori, fiind vorba
de profitul net si marja de profit net, care a
ajuns la 33% in prima jumate a anului.
Riscurile economice si financiare sunt
incluse in raportul pentru Sl, dar va
recomandam sa cititi si raportul anual
pentru a vedea toate riscurile, care au fost
mentionate si In prospectul de trecere pe
piata principala.
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4. For maximum attendance at GSM, we
want electronic voting and remote
videoconferencing.

Zuzanna Kurek:

Since the first GSM in 2021, the company
has been using only electronic voting,
working with eVote. So far, there has not
been a single GSM that was not held
electronically and all meetings are
available remotely, including with video
conferencing. Please check in the future,
including for the next GSM it has already
been announced that it will still be held
using eVote.

5. Pipeline of projects means signed
contracts that will turn into 15 million
pounds of revenue over 1-3 years?

Anca Stancu:

In general, when we talk about project
pipelines, we mean the projects we are
working on. Some of them are closer to
signing, some of them are seen in a slightly
longer term. Indeed, it's a qualified
pipeline and that's why we expect it to turn
into revenue in the next 1-2 years, maybe
even 3 years. This is an ongoing effort, and
when you're making sales and you have a
target, it'san industry rule that the pipeline
you generate should be at least 3 times
what you want to achieve. To answer the
guestion specifically, yes, we do expect a
lot of that to turn into revenue in the next
few years.

Victor Gansac:

I would also like to mention that in
Romania we don't use the term "pipeline",
we use "opportunities" or "discussions with
customers", some of them are realized in a
short time, others in a longer time or they
don't materialize. There may be customer
wishes, projects that they budget for, there
is a volume of opportunities that, to a
certain percentage, are realised. It's very
important, and we have this concept
implemented in the sales team, that they
always have to generate and have a
pipeline much larger than the target they
have set in that year.

4. Pentru desfasurarea in conditii maxime
de prezenta a sedintelor AGA, dorim vot
electronic si videoconferinta remote.

Zuzanna Kurek:

De la prima AGA, organizata in anul 2021,
compania foloseste doar vot electronic,
colaborand cu eVote. Panain prezent,nu a
fost nicio AGA ce nu a fost organizata

electronic si  toate Adunarile sunt
disponibile remote, inclusiv cu
videoconferinta. Va rugam sa verificati pe
viitor, inclusiv.  pentru pentru AGA

urmatoare deja a fost anuntat ca va fi
organizata in continuare cu eVote.

5. Pipeline de proiecte insemna contracte
semnate care se vor transforma in venituri
de 15 milioane lire pe termen de 1-3 ani?

Anca Stancu:

Tn general, cand discutam despre pipeline
de proiecte, ne referim la proiectele la care
lucram. O parte dintre ele sunt mai
aproape de semnare, o parte sunt vazute
pe termen putin mai lung. Intr-adevar,
este un pipeline calificat si de aceea ne
asteptam sa se transforme in venituri in
urmatorii 1-2 ani, poate si 3 ani. Acesta este
un efort permanent, iar in momentul in
care faci vanzari si ai un target, este o
regula de industrie ca pipeline-ul pe care il
generezi sa fie cel putin de 3 ori mai mare
decat vrei sa realizezi. Ca sa raspund
punctual la intrebare, da, ne asteptam ca
mare parte din aceste proiecte sa se
transforme in venituri in urmatorii ani.

Victor Gansac:

As vrea sa mentionez si eu c3, in Romania,
folosim nu termenul de ,pipeline”, folosim
"oportunitati” sau ,discutii cu clientii”,
unele se fructifica intr-un timp scurt,
aletele mai lung sau Nnu mai ajung sa se
fructifice. Pot fi dorinte ale clientilor,
proiecte pe care si le bugeteaza, este un
volum de oportunitati care, intr-un anumit
procentaj, se si realizeaza. Este foarte
important, iar noi avem acest concept
implementat in echipa de vanzari, care
trebuie sa isi genereze mereu si sa aiba un
pipeline mult mai mare decat tinta pe care
0 au stabilita Tn anul respectiv.
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6. How much of your turnover comes from
your own products?

Victor Gansac:

I'l be as honest as | can, it's very small. We
have contracts, we have products sold,
they are constantly improving, precisely
with the feedback from the customers we
have. In the beginning we even went with
small values, just to be able to sell them
and to be able to improve them following
the feedback from the customers. As |
mentioned at the beginning of the
presentation, 3 new senior colleagues have
joined the sales team, they are specialised
in the solutions area. One of their goals is
to sell the solutions developed by us to the
Romanian market.

Anca Stancu:

| think we can add here what our own
service means. Yes, at Safetech level, sales
from our own service are significant.

Victor Gansac:

Thank you for the idea. To continue, the
idea is that these products that we have
developed, including this project that we
completed in June 2023, were designed to
help Safetech deliver much better, faster,
and more efficient cybersecurity services,
mainly monitoring services. Related to the
products, the products are used every day
in the day-to-day business and generate
indirect revenue. For all the customers we
have in the monitoring area, we use these
applications. For some, the cost is not
reflected directly in the contract, as a
separate ling, for others it is, depending on
the negotiations that have taken place.

7. How do you estimate the impact of the
fiscal measures that the Government
wants to implement in the coming period
on Safetech's results for the coming years?
Both in general and in particular, related to
the waiver of the IT payroll tax facility - do
you estimate an increase in salaries so that
employees keep their net salary level the
same? How will you manage the situation
to retain employees?

6. Cat la suta din cifra de afaceri provine din
produse proprii?

Victor Gansac:

Voi fi cat se poate de sincer, este foare
mica. Avem contracte, avem produsele
vandute, sunt in continua imbunatatire,
tocmai cu feedback-ul de la clientii pe care
ii avem. La inceput am mers inclusiv cu
valori mici, tocmai pentru a putea sa le
vindem si sa le putem imbunatati in urma
feedback-ului de la clienti. Asa cum am
mentionat si la Tnceputul prezentarii, au
venit 3 colegi noi seniori in echipa de
vanzari, sunt specializati pe zona de solutii.
Unul din obiectivele lor este sa vanda la
nivel de Romania si solutiile dezvoltate de
catre noi.

Anca Stancu:

Cred ca putem sa addaugam aici ce
fnseamna si serviciul propriu. Da, la nivel de
Safetech, vanzarile provenite din servicii
proprii sunt semnificative.

Victor Gansac:

Multumesc pentru idee. Pentru a
continua, ideea este ca aceste produse
dezvoltate de catre noi, inclusiv acest
proiect pe care l-am finalizat in iunie 2023,
au fost gandite In a ajuta Safetech sa
livreze mult mai bine, mai rapid si mai
eficient serviciile de securitate cibernetica,
in principal, cele de monitorizare. Legat de
produse, produsele sunt folosite zi de zi in
activitatea curenta si genereaza venituri
indirecte. Pentru toti clientii pe care i
avem in zona de monitorizare, utilizam
aceste aplicatii. La unii nu se reflecta costul
direct in contract, ca o liniuta separata, la
altii se reflecta, in functie de negocierile
care au existat.

7. Cum estimati impactul masurilor fiscale
pe care Guvernul doreste sa le
implementeze in perioada urmatoare,
asupra rezultatelor Safetech pentru anii
urmatori? Atat la modul general, cat si in
particular, legat de renuntarea facilitatii
fiscale pentru impozitarea salariilor din IT -
estimati o crestere a salariilor astfel incat
angajatii sa isi pastreze acelasi nivel al
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Victor Gansac:

First of all, generally speaking, it is
important to see what will be approved. If
we are talking specifically about the area of
taxation of IT salaries, | would like to make
a very important clarification: it does not
refer to the salaries of all IT employees, it
refers to salaries in the programming area,
to software companies that develop a
certain volume of software in a year. This
has not been the case for us and we do not
have tax facilities for our employees in
relation to IT payroll tax. For us, there will
be no impact, maybe a positive impact, as
salaries will decrease elsewhere and we
will attract experts more easily.

8. Are there any overdue receivables? If so,
what is their amount?

Victor Gansac:

It is very small, even insignificant.

Zuzanna Kurek:

Exactly, usually their value has always been
insignificant, being a few thousand lei.
Victor Gansac:

The value is 10,000 euros.

Zuzanna Kurek:

For this reason, it was not even mentioned
in the financial analysis, as the amount was
very small. If it is the case, we will always

mention in the financial results analysis
the amount of overdue receivables.

9. We expect to see the results of your work
in the UK so far. When do you estimate the
first month of break-even in the UK? It is
also interesting to assess Safetech's
capability to fulfill potential
contracts/orders coming from the UK.

Anca Stancu:

salariului net? Cum veti gestiona situatia
pentru a retine angajatii?

Victor Gansac:

In primul rand, la modul general, este
important de vazut ce va fi aprobat. Daca
vorbim punctual pe zona de impozitare a
salariilor din IT, as face o precizare foarte
importanta: nu se refera la salariile tuturor
IT-istilor, se refera la salarii in zona de
programare, la firmele de soft care
dezvolta un anumit volum de software
intr-un an. La noi nu a fost cazul si nu avem
facilitati fiscale pentru angajatii nostri,
legat de impozitul pe salariu din IT. Pentru
Nnoi, NU va exista niciun impact, poate va fi
un impact pozitiv, prin faptul ca vor scadea
salariile Tn alte parti si vom atrage mai usor
experti.

8. Exista creante care au termene de plata
depasite? Daca da, care este valoarea
acestora?

Victor Gansac:
Este foarte mica, chiar nesemnificativa.
Zuzanna Kurek:

Exact, de obicei, valoare lor a fost
intotdeauna nesemnificativa, fiind vorba
de cateva mii de lei.

Victor Gansac:
Valorea este de 10.000 de euro.
Zuzanna Kurek:

Din acest motiv, nici nu a fost mentionat in
analiza financiara, suma fiind foarte mica.
Daca va fi cazul, vom mentiona
intotdeauna in  analiza rezultatelor
financiare valoarea creantelor care au
termene de plata depasite.

9. Este de asteptat fructificarea muncii
dumneavoastra din UK de pana acum.
Cand estimati prima luna de break even in
UK? Interesanta este si capacitatea
Safetech de a executa potentialele
contracte/comenzi venite din UK.

Anca Stancu:
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What | can tell you is that this autumn we
expect to start billing at such a pace that
we will be able to sustain our expenses in
the coming months. In terms of the ability
to execute, we will have mixed teams and
we are talking about both teams in
Romania and in the UK.

Victor Gansac:

| would also complete on the technical
execution. | also mentioned the growth of
the sales team this summer in Romania,
which will certainly start to bring results in
Q4. The next step, we are preparing for the
increase in technical capabilities. In
addition to the training that has been
going on since the beginning of the year, a
big training program, this summer we had
a lot of students on internships, we have a
selection base so that we can expand the
teams. We are already in the process of
expanding the 24/7 monitoring team,
anticipating contracts to be signed.

10. How do the 6-month results compare
with what you forecast in the BVC
(Revenue and expense budget) for the
period January - June?

Victor Gansac:

They are in line with the forecast, even
more than we predicted.

1. How does the first 6 months of the year
compare to what you forecast in the BVC
for Safetech UK for the period January -
June?

Victor Gansac:

We certainly did not have high
expectations, i.e. that in a very short time
contracts would be signed that would
have a positive influence. As Anca said, we
are expecting in the last part of the year. |
would like to point out again, also going
from the earlier point, that pipeline, to
become fruitful, it has a sales cycle, which
lasts from months and sometimes we
have had cases of two years. Over time,
after a 6-month period, the results begin to
come. The same way it happened with
Safetech Romania in the first year of
operation, the first contract came after 6

Ce pot sa va spun este ca in toamna
aceasta ne asteptam sa incepem sa
facturam intr-un asemenea ritm, incat sa
ne putem sustine cheltuielile in lunile care
vin. Legat de capacitatea de a executa,
vom avea echipe mixte si vorbim de
ambele echipe, si cele aflate in Romania, si
cele aflate in UK.

Victor Gansac:

As completa si eu la executia tehnica. Am
precizat si eu cresterea echipei de vanzari
in aceasta vara in Romaéania, care cu
siguranta va incepe sa aduca rezultate din
T4. Urmatorul pas, ne pregatim pentru
cresterea capacitatilor tehnice. Pe langa
instruirea care are loc de la inceputul
anului, un program important de instruire,
in aceasta vara am avut multi studenti in
practica, in internship, avem o baza de
selectie, astfel incat sa extindem echipele.
Suntem deja in proces de extindere a
echipei de monitorizare 24/7, anticipand
contractele care urmeaza a fi semnate.

10. Cum se situeaza rezultatele la 6 luni fata
de ce ati previzionat in BVC pentru
perioada ianuarie - iunie?

Victor Gansac:

Sunt in grafic cu previzionarea, chiar mai
mult decat previzionasem.

1. Cum se situeaza evolutia pe primele 6
luni fata de ce atiprevizionat in BVC
pentru Safetech UK, pentru perioada
januarie - iunie?

Victor Gansac:

Cu siguranta, nu am avut asteptari mari la
maniera in care, intr-un timp foarte scurt,
sa se semneze contracte care sa aiba o
influenta pozitiva. Asa cum a spus si Anca,
ne asteptam in ultima parte a anului. As
vrea sa precizez inca o data, plecand si de
la ideea de mai devreme, acel pipeline,
pentru a ajunge sa il fructifici, exista un
ciclu de vanzare, care dureaza de la luni de
zile si, uneori, am avut si caz de doi ani. n
timp, dupa o perioada de 6 luni, incep sa
vind si rezultatele. Tn acelasi mod s-a
intamplat si cu Safetech Romania in
primul an de functionare, primul contract
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months. What is important and |
appreciate and thank Anca also in this
videoconference for the effort that is being
made in England, a high-performance
team has been built, experienced people,
who are engaged in a continuous sales
process and they will certainly get results.

Zuzanna Kurek:

Indeed, | believe that, as investors, you are
accustomed to the fact that Safetech
Romania has consistently generated a
number of new clients. Every quarter, we
add new clients. We also have a growing
turnover, but there is always a gap in terms
of lead generation until that lead actually
becomes a client, which also happens in
Romania. However, since the company in
Romania has been in existence for over 10
years, with an established position and
historical track record, this gap is not
evident, and we do not even report the
time to market in terms of lead generation
until they become clients.

Victor Gansac:

| would like to further clarify here that, as |
mentioned at the beginning or in the
Board report, we have 7 new clients,
increased profit and turnover. These are
the results of our work from last year; the
clients were approached as early as last
year and were in the lead stage, which was
fructified this year.

12. What is the total number of leads
(potential customers you are talking to)
you have at the moment? Of these, how
many leads are at a very advanced stage of
the sales process?

Zuzanna Kurek:

This is a question for Anca, but | would like
to mention that the average contract value
was also mentioned, so you can deduct the
number of leads, which is 100.

Anca Stancu:

That is right. We are talking about more
than 100 leads, and in an advanced level of

a venit dupa 6 luni. Ceea ce este important
si apreciez si 1i multumesc Ancai si n
aceasta videoconferinta pentru efortul
care se depune in Anglia, s-a construit o
echipa performanta, oameni cu
experientd, care sunt angrenati intr-un
proces continuu de vanzare si cu siguranta
vor avea rezultate.

Zuzanna Kurek:

Intr-adevar, cred c3 si dumneavoastrs, ca
investitori, sunteti obisnuiti cu faptul ca
Safetech Romania intotdeauna a generat
un numar de noi clienti, in fiecare
trimestru adaugam clienti. Avem si cifra de
afaceri in crestere, dar exista intotdeauna
un decalaj la nivel de generare a lead-
urilor, pana cand efectiv acest lead devine
un client, lucru care se intampla si in
Romania. Dar deoarece compania din
Romania exista de peste 10 ani, cu pozitia
si istoricul generat, nu se vede acest
decalaj si noi nici nu raportam time to
market in ceea ce priveste generarea lead-
urilor pana cand ei ajung clienti.

Victor Gansac:

As vrea sa mai precizez aici faptul ca am
spus la Tnceput sau in raportul Consiliului
de Administratie, 7 clienti noi, crestere a
profitului, a cifrei de afaceri. Acestea sunt
rezultatul muncii si de anul trecut, clientii
au fost abordati inca din timpul anului
trecut sise regaseau in stadiul de lead, care
a fost fructificat anul acesta.

12. Care este numarul total de lead-uri
(clienti potentiali cu care suntetiin discutii)
pe care le aveti In acest moment? Din
acestea, cate lead-uri se afla intr-un stadiu
foarte avansat al procesului de vanzare?

Zuzanna Kurek:

Aceasta este o intrebare pentru Anca, dar
as vrea sa mentionez ca a fost mentionata
si valoarea medie a contractului, prin care
puteti face o deductie a numarului de
lead-uri, care este de 100.

Anca Stancu:
Asa este. Discutam despre mai mult de 100

de lead-uri, iar intr-un nivel avansat de
discutii sunt Tn jur de 25-30%. Noi ne
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discussions, it is around 25-30%. We expect
to fructify these in the coming months.

Zuzanna Kurek:

Here, Anca also answered the question
"When do you estimate that Safetech UK
might sign its first client?"

13. For the second half of the year, is it
correct to estimate a level of total costs
similar to H1 (3.2 million lei)? If not, can you
provide guidance on the estimated cost
level for Safetech UK in the second half of
the year?

Anca Stancu:

What | can tell you is that for us now it is
very important: 1. to build our team, to have
very good people in this team; and 2. to
continue the effort of building brand and
awareness on the market. We don't expect
a cost increase in the second half of the
year.

14. You mention in the report "In the US,
the subsidiary has been established and
the business is due to be operationalised
once the UK entity is self-funded through
its own contracts, most likely from the first
quarter of 2024". My understanding is that
you estimate that Safetech UK will be able
to cover its costs, in full, on its own from Q1
2024 - is my understanding correct? If
Safetech UK will be able to cover its costs
from Q1 2024, that means that for 2023,
Safetech UK would generate a negative
result, which means that to achieve the
consolidated BVC, Safetech UK would have
to deliver individual results above those
forecast in the BVC. Is this in line with your
estimate?

Victor Gansac:

Regarding the question about the United
States, | believe it has been answered in the
first part, including Anca's mention. We
expect a break-even point as soon as
possible, and afterward, there will be
hirings in the United States.

asteptam la fructificarea acestora in lunile
care vin.

Zuzanna Kurek:

Aici Anca a raspuns si la intrebarea ,Cand
estimati ca ar fi posibil ca Safetech UK sa
semneze primul client?”

13. Pentru a doua jumatate a anului, este
corect sa estimam un nivel al costurilor
totale similar cu cel din S1 (3,2 milioane de
lei)? Daca nu, puteti oferi un ghidaj legat
de nivelul costurilor estimate pentru
Safetech UK in a doua parte a anului?

Anca Stancu:

Ce pot sa va spun este ca pentru noi acum
este foarte important: 1. s& ne construim
echipa, sa avem oameni foarte buni in
aceasta echipa; si 2. sa continuam efortul
de construire de brand si de awareness pe
piata. Nu ne asteptam la o crestere de
costuri in cea de-a doua jumatate a anului.

14. Mentionati in raport Jn SUA, a fost
infiintata filiala, iar activitatea urmeaza sa
fie operationalizata odata ce entitatea din
Marea Britanie se va autofinanta prin
contracte proprii, cel mai probabil
incepand cu primul trimestru din 2024"
Intelegerea mea este c& estimati ca
Safetech UK isiva putea acoperi singura
costurile, integral, incepand cu T1 2024 -
este intelegerea mea corecta? Daca
Safetech UK isiva acoperi costurile
incepand cu Tl 2024, asta inseamna ca
pentru 2023, Safetech UK ar urma sa
genereze un rezultat negativ, ceea ce
inseamna ca pentru a atinge BVC-ul
consolidat, Safetech Romaéania va trebui sa
livreze rezultate individuale peste cele
previzionate in BVC. Este acest lucru in
condordanta cu estimarea
dumneavoastra?

Victor Gansac:

Legat de intrebarea referitoare la Statele
Unite, cred ca s-a raspuns in prima parte,
inclusiv Anca a mentionat. Ne asteptam
cat mai curand la un break even si, dupa,
vor exista si angajari in Statele Unite ale
Americii.
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Zuzanna Kurek:

| believe it's important to mention that,
regarding this year's budget, both
individual and consolidated, at the
moment, as mentioned in the report, the
management has maintained the budget.
However, as you know, significant
adjustments, which so far have been only
positive for Safetech, typically happen in
Q3 because this report is published in mid-
November, when the company has much
better visibility regarding the revenues
we've discussed as being the largest
during the year, generated in Q4.

At the time of the Q3 reporting, we will
already be in the middle of the fourth
quarter, and that's when we'll see if the
results for Safetech Romania will be very
good and whether there will be an upward
adjustment that will also influence the
consolidated results. We will also have
better visibility into Safetech's
performance in the UK. As you probably
know and as | mentioned earlier, August is
not the best month in the sense that most
clients are on vacation, which prolongs the
contract signing process, etc. This means
that the Q3 report, which will be published
in November, will be of great importance.

Victor Gansac:

Our intention is that at the beginning of
October, after we complete the third
qguarter, we will analyze the achievements
at the Q3 level and the degree of pipeline
completion to know for sure what we can
achieve by the end of December. At that
time, we will provide you with information
regarding the budget realization,
adjustments, either positive or negative,
based on the analysis that will be
conducted in October.

15. Regarding Safetech UAE - when do you
think it would be more likely to sign a first
contract: H2 2023 or rather H1 20242

Victor Gansac:

It is difficult to answer questions about the
Emirates. | told you at the beginning, they

Zuzanna Kurek:

Cred ca este important de mentionat c3a, in
ceea ce priveste bugetul pentru anul
acesta, fie cel individual, fie cel consolidat,
in momentul de fata, cum este mentionat
si in raport, conducerea a mentinut
bugetul. Dar, asa cum stiti, ajustarile
importante, pana acum fiind doar pozitive
pentru Safetech, sunt de obicei In T3
pentru ca acest raport este publicat la
mijlocul lunii noiembrie, cand compania
are si o vizibilitate mult mai buna legata de
aceste venituri despre care noi am vorbit
ca sunt cele mai mari in timpul anului,
generate in T4.

La momentul raportarii de T3, noi vom fi
deja la mijlocul trimestrului al patrulea si
atunci vom vedea daca va fi cazul ca
rezultatele Safetech Romania vor fi foarte
bune si va fi o ajustare in sus, care va
influenta si rezultatele la nivel consolidat si
vom avea si vizibilitate mult mai buna
legata de performanta Safetech din UK.
Cum probabil stiti si am mentionat si mai
devreme, luna august nu este cea mai
bunad, Tn sensul in care majoritatea
clientilor sunt 1in vacanta, ceea ce
prelungeste procesul de semnare a
contractelor, etc. Acest lucru inseamna ca
important va fi raportul pentru T3, care va
fi publicat in noiembrie.

Victor Gansac:

Intentia noastra este ca la inceputul lunii
octombrie, dupa ce finalizam trimestrul 3,
sa facem analiza realizarilor la nivel de T3 si
gradul de realizare al pipeline-ului, sa stim
sigur ce vom putea realiza pana la final de
decembrie.n acel moment vom veni catre
dumneavoastra cu informatii privind
realizarea bugetului, rectificarea lui, in plus
sau in minus, in functie de analiza care se
va efectua in luna octombrie.

15. Referitor la Safetech EAU - cand
estimati ca ar fi mai probabila semnarea
unui prim contract: S2 2023 sau, mai
degraba, S120242

Victor Gansac:

Este greu de raspuns la intrebarile legate
de Emirate. V-am spus si la inceput, au un
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have their own rhythm and specificity.
What | can tell you is that there is a good
chance that we will be able to sign in the
first part of 2024. The most advanced
discussion we have now is the
construction of a small local Security
Operation Center (SOC), but operated
from Romania, together with a large
integrator in Abu Dhabi, which is present
throughout the region, through which we
provide monitoring services and
implementation of solutions. At the
beginning of September, we will make a
visit precisely to speed up or advance this
project, to go local, the sales and technical
teams, so that we can finalize discussions
as soon as possible and enter into a sales
cycle and sign the first contract.

There is a question on the BVC for 2023,
which has already been answered.

Victor Gansac:

| confirm once again that today we are
maintaining both budgets.

17. Can you also give us an explanation of
the difference between security services
(which generated 35% of revenue in HI
2023) and the implementation of security
services (which generated 65%)?

Victor Gansac:

First and foremost, on the security services
side, there are two types of services:
recurring services, which increase from
quarter to quarter through the acquisition
and onboarding of new clients, the vast
majority coming in the MSSP or SOC
services area, and the impact of signing
such contracts occurs over a medium
term, not very short, but leads to increased
monthly revenues in the future. And then
there'sthe one-time services part - security
testing, and security audits.

As | have explained in other discussions
and shows, there is a demand from
investors to generate higher revenues. This
is clear, and it has been one of our focuses
since last year to sell more security
solutions, which have two components.
From a value-added perspective, there is
the commercial margin of the solution, but
there are also the implementation

ritm si un specific al lor. Ce pot sa va spun
este cad sunt sanse marisa putem semna in
prima parte a anului 2024. Cea mai
avansata discutie pe care o avem acum
este constructia unui  mic Security
Operation Center (SOC) local, dar operat
din Romania, impreuna cu un mare
integrator din Abu Dhabi, care este
prezentin toata regiunea, prin intermediul
caruia sa furnizam servicii de monitorizare
si implementare de solutii. La Tnceputul
lunii septembrie, vom face o vizita tocmai
pentru a urgenta sau a misca mai repede
acest proiect, sa mergem local, echipa de
vanzari si tehnica, astfel incat sa finalizam
discutiile cat mai repede si sa putem intra
intr-un ciclu de vanzare si semnare a
primului contract.

Exista o intrebare la BVC pentru anul 2023,
la care deja s-a raspuns.

Victor Gansac:

Confirm inca o data ca astazi ne mentinem
ambele bugete.

17. Ne puteti da si o explicatie despre
diferenta dintre serviciile de securitate
(care au generat 35% din cifra de afaceri
din S12023) si implementarea serviciilor de
securitate (care a generat 65%)?

Victor Gansac:

In primul rand, pe partea de servicii de
securitate, sunt doua tipuri de servicii:
servicii recurente, care cresc de Ila
trimestru la trimestru prin contractarea si
atragerea de noi clienti, marea majoritate
venind Tn zona de MSSP sau servicii SOC,
jar impactul semnarii unor astfel de
contracte vine pe un termen mediu, nu
foarte scurt, dar cresterea incasarilor
lunare Tn viitor; si partea de servicii one-
time - testare de securitate, audit de
securitate.

Asa cum am explicat si in alte interventii si
emisiuni, avem o cerere din partea
investitorilor de a genera o cifra de afaceri
tot mai mare. Este clar acest lucru si
reprezinta unul dintre focusurile noastre
inca de anul trecut a fost sa vindem mai
multe solutii de securitate, care au douad
componente. Din perspectiva valorii
addugate, exista adaosul comercial al
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services. By implementing solutions, we
also have the component of security
services that we deliver.

From another perspective, the more we
increase the sale and implementation of
security solutions, the better certainty we
have for building the budgets for the
coming years. After all, any implemented
solution needs to go into a post-
implementation stage, involving
maintenance and subscription renewals,
which automatically generates additional
revenues in the following years with very
little sales effort.

18. Please tell us more about "Income from
the production of fixed assets" |
understand that this represents EU/non-
reimbursable funds for various projects.
Safetech individually had in H1 sales of 13.5
million lei and expenses of 15.3 million lei,
this means that without these funds, P&L
both individually and consolidated would
have shown a loss without the 5.6 million
lei from the production of fixed assets.
How many more such projects do you have
in the pipeline and for how long? Can you
clarify how this fixed asset production
works?

Victor Gansac:

At the moment, as it was on a previous
slide, we have completed the project on
European funds in June 2023. We do not
have such a project in progress. At the
moment, the research and development
team is engaged in two directions:
improving our own products and adapting
to new market requirements; and
providing support and maintenance for
those already sold to new customers.

We are in the process of developing
another new product, which we expect to
complete in December 2023, a product for
which we already have two customers
waiting for its completion. To clarify how
this production of fixed assets works, |
would propose that in one of our
upcoming reports, we provide
explanations in a dedicated section,
outlining all the steps and mechanisms
involved.

solutiei, dar si serviciile de implementare.
Prin implementarea de solutii, avem si
componenta de servicii de securitate pe
care le livram.

Din alta perspectiva, cu cat vom creste
vanzarea si implementarea de solutii de
securitate, putem avea o certitudine mult
mai buna pentru constructiile BVC-urilor
pentru urmatorii ani, In sensul in care orice
solutie implementata trebuie sa intre intr-
o etapa, dupa implementare, de
mentenanta, de reinnoire a subscriptiilor si
genereaza automat, cu un efort foarte mic
de vanzare, venituri suplimentare in
urmatorii ani.

18. Va rog sa ne spuneti mai mult despre
.venituri din productia de imobilizari":
inteleg ca acestea reprezinta fonduri
UE/nerambursabile pentru diferite
proiecte. Safetech individual a avut in Si
vanzari de 13,5 milioane de lei si cheltuieli
de 15,3 milioane de lei, asta Thseamna ca
fara aceste fonduri, P&L atat individual, cat
si consolidat, ar fi aratat o pierdere fara cele
56 milioane de lei din productia de
imobilizari. Cate astfel de proiecte mai
aveti in derulare si pentru cat timp? Puteti
clarifica cum  functioneaza aceasta
productie de imobilizari?

Victor Gansac:

In clipa de fata, asa cum a fost si pe un slide
anterior, am finalizat proiectul pe fonduri
europene in iunie 2023. Nu mai avem un
astfel de proiect in derulare. In acest
moment, echipa de cercetare-dezvoltare
este angrenata in doua directii
imbunatatirea  produselor proprii  si
adaptarea la noile cerinte de piata; si
asigurarea suportului si  mentenantei
pentru cele deja vandute catre clientii noi.

Suntemin proces de dezvoltare ainca unui
produs nou, pe care estimam sa il finalizam
in decembrie 2023, un produs pentru care

deja avem doi clienti care asteapta
finalizarea  lui. Pentru a clarifica
functionarea  acestei  productii de

imobilizari, as propune ca in unul din
rapoartele noastre urmatoare sa venim cu
explicatii, un capitol special in care sa
explicam toti pasii si mecanismul.
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19. In the past, you have mentioned that
you want SAFE to be seen primarily as a
product company. A few words about the
steps you are taking to achieve this?

Victor Gansac:

We have started to take steps in the past 2
years, because we anticipated the
completion of these projects. The structure
to support product sales and maintenance
of own products is being created within
the R&D team. The resources are already
allocated, both in the direction of
maintenance, programmers, and in the
area of providing support, making and
applying patches, and intervention in case
of failure.

We have already outlined and operate in
this manner. We will need to expand them
according to the growth in sales in this
segment. Regarding the vision for the next
3-5 years, as Anca mentioned, one of the
main objectives of the UK company is to be
the company that promotes our products
on the global market. We have also
mentioned the consultations we have in
this field and the consultant engaged in
this project.

20. What is the vision for the next 3-5 years?

Victor Gansac:

To be able to come up with solid
percentages of revenue from this area in
our reports.

21. What is the percentage of your old
customers that give up your services and
products?

Victor Gansac:

We have two types of customers. There are
old, recurring customers with whom we
have framework contracts, and we have
monthly subscriptions with them. None of
such clients have discontinued our
services so far because one of our
objectives, including my personal one as a
technical person, is to deliver at a very
high-quality level so that we don't have

19.1n trecut, ati mentionat ca doriti ca SAFE
sa fie vazuta in special ca o companie de
produs. Cateva cuvinte despre pasii ce
urmeaza sa-i faceti pentru realizarea
acestui lucru?

Victor Gansac:

Pasii am Tnceput sa ii facem Tnca de acum
2 ani, pentru ca anticipam finalizarea
acestor proiecte. Structura pentru a
sustine vanzarea de produse siintretinerea
de produse proprii se creeaza in cadrul
echipei de cercetare-dezvoltare. Deja
resursele sunt alocate, atat in directia de
mentenantd, programatorii, cat si in zona
de asigurare suport, realizarea si aplicarea
de patch-uri si interventie In caz de
nefunctionare.

Deja am creionat si operam in acest mod.
Va trebui sa le extindem in functie de
cresterea vanzarilor pe acest segment.
Legat de viziunea pentru urmatorii 3-5 ani,
cum a precizat si Anca, unul din obiectivele
principale ale companiei din UK este sa fie
acea companie care promoveaza pe piata
globala produsele dezvoltate de catre noi.
Am precizat si consultantele pe care le
avem in acest domeniu si consultantul
angrenat in acest proiect.

20. Care este viziunea pentru urmatorii 3-5
ani?

Victor Gansac:

Sa putem veni sa prezentam in rapoartele
noastre procente serioase de venituri din
aceasta zona.

21. Care este procentul clientilor vechi care
renunta la  serviciile si  produsele
dumneavoastra?

Victor Gansac:

Avem doua tipuri de clienti. Sunt clienti
vechi, recurenti, cu care avem contracte
cadru, avem abonamente lunare. Niciun
astfel de client nu a renuntat pana in
prezent la serviciile noastre pentru ca unul
dintre obiectivele noastre, inclusiv al meu
personal, ca persoana tehnica, este sa
livram la un nivel calitativ foarte bun, astfel
fncat sa nu avem probleme cu clientii
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issues with our clients. | have a principle:
you don't play around with security.

The second type is the one-time or
occasional customer who may come back
in the future, having had a specific need,
such as a security test or a security audit
requested by a particular entity. These
clients, indeed, the vast majority of them
also become loyal customers or clients
under a framework subscription contract.
With very few of them, we don't continue
because for them, security was only a
specific need at that moment.

22. What is the meaning of the term
"pipeline" that is used very frequently for
your work in the UK?

Zuzanna Kurek:

This term refers to potential clients or, as
Victor mentioned, they are future client
opportunities that the sales team is
actively working on to convert from leads
or pipeline into actual clients.

23. In what time horizon do you expect to
break-even with the UK subsidiary?

Zuzanna Kurek:

At the moment, we are maintaining the
target for next year, but we will have even
greater visibility on this timeline at the end
of the third quarter, and this applies to the
2023 budget as well.

24. From 2025, will you be offering a 10%
dividend yield, as is implied by the analyst
with whom you worked with Safetech at
the Research Hub?

Zuzanna Kurek:

These independently conducted analyses
are carried out by analysts. As most of you
probably know very well, the company only
provides budgets for the current year.
Typically, we publish them at the
beginning or even at the end of the year for
the following year, which means that, at
the moment, we do not have and do not
comment on plans related to figures
generated for 2024 or 2025. | prefer to tell

nostri. Eu am un principiu: cu securitatea
Nnu te joci.

A doua este tipologia de client one-time
sau care poate va mai reveniin viitor, a avut
O nhevoie punctualg, o testare de securitate,
un audit de securitate solicitat de catre o
anumita entitate. Acesti clienti, intr-
adevar, marea majoritate devin si ei clienti
fideli sau clienti sub un contract cadru de
abonament. Cu foarte putini nu reusim
mai departe deoarece pentru ei
securitatea a fost doar o necesitate
punctuala in acel moment.

22.Ceinseamna termenul ,pipeline” folosit
foarte frecvent pentru activitatea
dumneavoastra in UK?

Zuzanna Kurek:

Acest termen Tnseamna clienti potentiali
sau, cum a mentionat Victor, sunt
oportunitati de clienti viitori, la care echipa
de vanzari lucreaza intens pentru a
transforma din lead-uri sau pipeline in
clienti actuali.

23. In ce orizont de timp estimati c3 veti
ajunge la break-even cu subsidiara din
UK?

Zuzanna Kurek:

In momentul de fata, mentinem target-ul
de anul viitor, dar vom avea vizibilitate si
mai mare asupra acestui termen la
sfarsitul trimestrului al treilea, acest lucru
fiind valabil si pentru bugetul pentru 2023.

24. Din 2025, veti oferi un dividend cu un
randament de 10%, asa cum ati |asat sa se
inteleaga de la analistul cu care a cooperat
cu Safetech la Research Hub?

Zuzanna Kurek:

Aceste analize facute independent sunt
realizate de catre analisti. Asa cum
majoritatea dintre voi probabil stiti foarte
bine, compania publica doar bugete
pentru anul in curs. De obicei, le publicam
la inceputul sau chiar la sfarsitul anului
pentru anul urmator, ceea ce inseamna c3,
in momentul de fata, noi nu avem si nici nu
comentam despre planurile legate de cifre
generate pentru anul 2024 sau 2025.
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you that we do not comment on future
results or potential dividends or dividend
yields.

25. What will be the CAGR - compound
annual growth rate for consolidated
operating income for the next 5 years?

Zuzanna Kurek:

Here | want to give you the same response.
Safetech only publishes budgets for the
current year or the next year. At the end of
this year or the beginning of 2024, we wiill
publish the budget for 2024. At the
moment, we have no discussions about
introducing budgets or plans for a longer
term. It is clearly related to the period we
are living in. As you very well know, we are
in very volatile times, and it is not
sustainable to make predictions for a
longer time horizon than the current year,
and that will remain the strategy. If
something changes, we will communicate
to the market, but at the moment, that is
not the case.

In conclusion, thank you very much. This
was the second teleconference we have
organized. | think it is a record in terms of
the number of questions. | want to thank
Anca as well for always joining us to
provide an update on the activity in the UK,
which generates a lot of questions, and
that's understandable, given the
investment made there.

Our request is to have patience because
the process of converting a lead or a
pipeline opportunity takes time. However,
we have a highly qualified and
experienced team in the UK and in
Romania working with clear objectives to
deliver the results that are eagerly
anticipated and desired, not only by you as
investors but also by us as investors in
Safetech.

The Q3 results will be published in mid-
November, and the next teleconference,
which we hold every six months, will take
place to comment on the preliminary
results.

Prefer sa va spun ca nu comentam despre
rezultatele viitoare sau posibile dividende
sau randamente de dividend.

25.Careva fi CAGR - rata de crestere anuala
compusa pentru venitul operational
consolidat pentru urmatorii 5 ani?

Zuzanna Kurek:

Si aici vreau sa va dau acelasi raspuns.
Safetech publica doar bugete pentru anul
fn curs sau anul urmator. La sfarsitul
acestui an sau la inceputul anului 2024,
vom publica bugetul pentru anul 2024. In
momentul de fatd, nu avem discutii de a
introduce bugete sau planuri pentru
termen mai lung. Este clar legat intr-o
mare masura si de perioada n care traim.
Dupa cum stiti foarte bine, traim in
vremuri foarte volatile si nu este sustenabil
sa facem previziuni pentru un orizont de
timp mai larg decat anul in curs si asa va
ramane strategia. Daca ceva se schimba,
vom comunica si catre piata, dar, in
momentul de fatd, nu este cazul.

Pentru a concluziona, va multumim foarte
mult, a fost o a doua teleconferinta pe care
am organizat-o. Cred ca este si un record
in ceea ce priveste numarul de intrebari.
Vreau sa ii multumesc si Ancai pentru ca
intotdeauna ni se aldturda sa faca un
update referitor la activitatea din UK,
despre care primim foarte multe intrebari,
ceea ce este de inteles, considerand si
investitia facuta acolo.

Rugamintea noastra este de a avea
rabdare  pentru ca procesul  de
transformare a unui lead sau un pipeline
sau o oportunitate dureaza o perioada, dar
avem o echipa foarte calificata si
experimentata in UK, dar si in Romania,
care lucreaza si are obiective foarte clare
de a livra catre dumneavoastra aceste
rezultate care sunt foarte asteptate si
foarte dorite, inclusiv de catre noi, in
calitate de investitori in Safetech.

Rezultatele pentru T3 vor fi publicate la
mijlocul lunii noiembrie si urmatoarea
teleconferintd, pe care o organizam la
fiecare sase luni, va avea loc pentru a
comenta rezultatele preliminare.
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As usual, you can also email us your
questions at investors@safetech.ro, which
we will answer, and Victor will be on a few
shows to comment on the results this
week and next week, but also after the Q3
results, as usual.

Ca de obicei, ne puteti adresa intrebari si
pe adresa de email investors@safetech.ro,
la care raspundem, iar Victor va participa la
cateva emisiuni pentru a comenta
rezultatele Tn saptamana aceasta si
saptamana viitoare, dar si dupa rezultatele
de T3, cum v-am obisnuit.



