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EOL CEO Shaun Ankers to present at Australian Microcap Conference

Energy One Limited (“EOL”) are delighted to announce that our Group CEO Shaun Ankers will be
presenting at the 11th annual Australian Microcap Conference on 19 October 2022 at 2.45pm. EOL’s
Board Chair and Chief Executive Officer — Australia will also be in attendance.

The Australian Microcaps Conference presents an opportunity to hear firsthand from the CEOs of
Australia’s leading microcap companies as they showcase their companies, strategies, and people.
More information can be found at the Microcap Conference website.

The presentation slides that will be presented by Mr. Ankers are attached to this announcement.

For further information please contact

Guy Steel

Chief Financial Officer & Company Secretary

E: quy.steel@energyone.com | P: +61 2 8916 2223 | www.energyone.com

Head Office Postal Address Contact Information
Level 13, 77 Pacific Highway PO Box 6400 Telephone: +6128917 2200
North Sydney NSW 2060 North Sydney NSW 2059 Email: enquiries@energyone.com

Website: Www.energyone.com
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Disclaimer

This document has been prepared by Energy One Limited (EOL) and comprises written materials and slides for a presentation concerning EOL.

This presentation is for information purposes only and does not constitute or form part of any offer or invitation to acquire, sell or otherwise dispose of, purchase or subscribe
for, any securities, nor does it constitute investment advice, nor shall it or any part of it nor the fact of its distribution form the basis of, or be relied on in connection with, any
contract or investment decision.

Certain statements in this presentation are forward looking statements. You can identify these statements by the fact that they use words such as “anticipate”, “estimate”,

“expect”, “project”, “intend”, “plan”, “believe assume” and words of similar import.

» o« » o n o«

, “target”, “may”,

These forward looking statements speak only as at the date of this presentation. These statements are based on current expectations and beliefs and, by their nature, are
subject to a number of known and unknown risks and uncertainties that could cause the actual results, performances and achievements to differ materially from any expected
future results, performance and achievements expressed or implied by any such forward looking statements.

No representation, warranty or assurance (express or implied) is given or made by EOL that the forward looking statements contained in this presentation are accurate,
complete, reliable or adequate or that they will be achieved or prove to be correct. Except for any statutory liability which cannot be excluded, EOL and its respective officers,
employees and advisors expressly disclaim any responsibility for the accuracy or completeness of the forward looking statements and exclude all liability whatsoever
(including negligence) for any direct or indirect loss or damage which may be suffered by any person as a consequence of any information in this presentation or any error or
omission therefrom.

Subject to any continuing obligation under applicable law, or any relevant listing rules of the ASX, EOL disclaims any obligation or undertaking to disseminate any updates

or revisions to any forward looking statements in these materials to reflect any change in expectations in relation to any forward looking statements or any change in events,
conditions or circumstances on which any statement is based. Nothing in these materials shall under any circumstances create an implication that there has been no

change in the affairs of EOL since the date of this presentation.

All information in this presentation can be found in previous market releases.
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Energy One
- a profitable
Software &
Services

company

Energy One Limited (ASX:EQOL) is a leading
independent global supplier of Energy Trading
software systems and market operating services.

Hybrid business model of recurring revenue
(80%-85%) and project T&M (10%-15%)

Solutions for the trading of energy derivatives
and the scheduling of physical energy.

Offices in Australia, UK, France and Belgium, with
installations in 20 countries, many with blue-chip
international utility and infrastructure companies.

Our software has a market share of about 50% in
Australia, 15% in the UK and less than 10% in
Europe, there is a long runway for growth.

Traditionally software, we are also now offering
24/7 operational energy services

EOL has a strong track record of year-on-year
growth in revenue and earnings.



Over the last five years growth in revenue has
averaged 45% p.a. and EBITDA 48% p.a.
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Earnings per share has grown
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energy one * Normalised for one off acquisition & structuring costs of $846k before tax ($776k after tax) in FY22 )



Recurring revenue continues to grow

Travel restrictions have
impacted one off
$30,000,000 project revenue
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Guidance for FY23 after making investment
for future growth

$45,000,000 Guidance:

————

Revenue up 37% over FY22 to ~$44M i
$40,000,000 EBITDA up 33% over FY22 to ~$12.5M
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Supplying large
blue chip
companies and
renewables in
essential
iIndustries

Our customers are often large:

» Ultilities — such as power stations and
vertically integrated retailers

» Infrastructure providers — such as gas
pipelines, electricity transmission

Include new generation sources such as wind,
solar and batteries

Our customers supply an essential service, namely
gas and electricity

The software and services we supply are mission-
critical to these enterprises

Offices in Australia, UK and Europe



Directors & Andrew Bonwick — Chairman
Shaun Ankers — CEO

Substantial lan Ferrier, Vaughan Busby & Ottmar Weiss - NED

Shareholders

lan Ferrier 25.47%
Vaughan Busby 14.97%
Topline Capital Partners LP 8.32%
Regal Funds Management P/L 5.72%

Directors & Management (KMP) 51.6%
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Many energy market participants use EOL
group software & services

Traded energy

Physical energy

Exchange Traded
Electricity BERIVEIIVES *
Generators:

- Solar farms
- Wind farms o
- Hydro for Electricity Energy

- Batteries Retailers/

- Coal ﬂred OTC Contracts, PPA’s SRS
- Gas fired e
Green Certificates

Spot Market

e

Gas Gas contracts

Traders

!

Gas Transmission Electricity
Storage /TSO Distributors

Gas Gas
Producers . pipelines/TSO

Shipping
contracts

Distributors

—— Energy One Group software or service can be used to facilitate a transaction

Energy
Consumers
(Domestic)

Energy
Consumers
(Industrial)

12



EOL group solutions makes life easier

Participant Challenges faced EOL group solutions
Generators Accurate, compliant energy spot market bidding and nominations
Efficiently dispatching generation

Energy operations (B2B, bid preparation, monitoring, compliance)
Hedging output against volatile spot market using derivatives
Management and valuation of complex PPA’s

Renewables Automated balancing, bidding, scheduling and nomination to market
Curtailing dispatch during negative price events

REIEN ISR ool [T Hedging load against the spot market and reconciliation with spot market
Trading energy derivatives deal capture and contract management
Logistics — transporting gas across multiple pipelines

Evaluation of risk exposure, monitoring risk limits

Renewable energy compliance

Energy operations (B2B, bid preparation, monitoring, compliance)

Pipelines/TSOs Deal capture, settlements, capacity trading
- Contract and network optimization

Industrial Management of PPA’s and power & gas scheduling and nomination
customers Carbon trading management

Energy monitoring
Retail invoice reconciliation

Energy traders Single comprehensive source of market data and analytics
Trading tools to facilitate / manage complex derivative trades
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We also offer 24/7
operational services

* Operating the software ‘on behalf of’
customers

* Bidding, scheduling and dispatch
services

e 24/7 control room

* Meeting regulatory and market
compliance requirements

* Suitable for customers who don’t have
the 24/7 human resources...

...or who wish to outsource

enercgyone




Competitive Landscape (software)

Vendor type e __Ownership__

Global players Global Private equity

Regional Region/market specific 3-4 Private equity
(e.g. Europe) or corporate

Local Country specific and/or 15-20 Private
sub-niche

Energy One 2 regions (EU & APAC) - ASX

* Our traditional competitors tend to focus on software only
» Services competition much more sporadic — lot of in-house solutions

We believe the combination of software and services is a key differentiator

enercgyone ’
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We are the second- Iargest provider of 24/7
operational energy services in Europe
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Sticky customer base...

FY 19 FY 20 FY 21 FY 22

ARR $13.0M $20.3M $23.6M $36.8M

Churn 3.8% 4.1% 2.9% 2.3%

LTV/CAC 1.7 14.8 28.9 29.4

Gross margin 60% 59% 62% 63%

* GM% arises from recurring (~80% of total) and project revenue (~20%), so a
hybrid model. Pure SaaS-related margin is 80%+

* We seek to sell more than one product/service from the range to customers.

* Average 1.3 products/service per customer (2.3 per larger customer) with 5
products being the highest penetration.

energyone






Our long-term strategy is 3-pronged

Diversification

Grow customer base

Invest in new products
* Battery software
Cross-sell products

Grow by acquisition

Target a larger
number of smaller

Acquire complementary

* Combine products customers in the products/services
. Offer software with rapidly growing «  Look for potentia
services
e Offer 24/7 o tional market Of. strategic acquisitions
. perational decentralised roviding additional
Services renewable energy D 0

synergies

Expand global
service offering in
FY23-24

Continue to look for
additional acquisitions

A much larger
addressable market

energyone



Net Zero by 2050 is a
huge opportunity...

To achieve Net Zero by 2050 the

International Energy Agency identifies

the following priority actions:

* Making the 2020s the decade of
massive clean energy expansion

* Driving a historic surge in clean
energy investment

The International energy agency and
IMF forecasts total annual energy
investment surging to USD 5 trillion
per annum by 2030

energyone




Electrification of the
economy brings
enormous
investment

Electrification will require 4x the
generation we have today

Australian fleet will triple in size
Europe and USA also building

Most of this will be renewables



Renewables & distributed
generation

Since 2015 (in Australia) 94% of new generation
built has been renewables (e.g. wind, solar) and
Europe is similar

87% of developments have been from
‘independents’ (i.e. not large utilities)

Average size 100 MW

The market is fragmenting. More ‘smaller’ or
special purpose entrants

Given the smaller size of these generation assets
it is often uneconomical to operate 24/7 control

rooms to dispatch/schedule energy.

EOL provides these services

energyone




To capitalise on this, we've successfully
completed two service-oriented acquisitions

Traditionally software-focussed, EOL (in FY22) made two strategically important acquisitions.

1)  EGSSIS acquired in December 2022, based in Aalst in Belgium; and
2) CQ Energy acquired in April 2022, based in Adelaide Australia.

Both acquisitions now place us at the heart of the emerging 24/7 energy services market.

energyone



Software + Services = Solution

NEEN) Services

Algo trading
software

Auto bidding :
SOrlEIE Energy Services

Managing the
bidding and
scheduling of

decentralized
renewable energy
assets

ETRM Software

New battery energyone

software
Providing software with a service

eneregyone .
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Follow-the-sun 24/7 operational control room
Services...

~ Belgium control room
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We're investing to maximise our early/first
mover advantage

* To build-out a GLOBAL 24/7 software + services business, we are:

* Creating global executive roles in key competencies

* Harmonising cybersecurity, technology, legal and contract frameworks to be
able to serve multi-jurisdictional clients

* Integrate follow-the-sun, operations desks covering 24/7 globally

* These measures will certainly help us to win major multinational customers who
are interested in outsourcing their operations

* We plan to invest $1.5M-$2M in each of the next 2 years to achieve this.

energyone 7



Modelling shows solid returns on investment

* Internal modelling shows 3-year break-even with only 3% increase in revenu'

* The investment will also: ’

* Help win cross-sell customers (software <— services)
* Help win major global accounts

* Differentiate us ahead of our competitors for the renewable energy revolution

* We expect returns on this investment t’start within 12 mogths, and fully underway
within 18-24 months.




Summary

Profitable growing company in a complex and essential industry
Energy is arguably the most exciting market secgr today '
Great product and service range

Key supplier...sticky customer base

Addressable market growing, with finite number of competitors

We are helping to enable the renéwable energy revolution by offering to help
monetize those new assets

Key differentiators in the new market (breadth of offerings ancWIobaI reach)




¥ Questions?
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