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30 YEARS of expertise in rolling stock manufacturing

3 INDEPENDENT PRODUCTION SITES (2 in Italy &1in the USA)
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7 PRODUCTION FACILITIES fully integrated and digitized
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82,000 SQM of which 33,700 COVERED SQM ¢
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2,000+ TRAINS in operation worldwide with interiors developed and produced by OMER
€ 124 MM Backlog as at March 31, 2024
€ 370 MM Backlog & Soft Backlog as at March 31, 2024

+25% Total revenues CAGR 2018-2023
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(Subsidiary Plant) HEADQUARTERS coe
~3,000 covered sqm (Plant A)
~20,000 sgm .0
~9,200 covered sqm s

WORLD CLASS FACTORY
(Plant B)
~59,000 sgm
~21,500 covered sqm
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CUSTOMERS

ALSTOM HITACHI

Inspire the Next
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“BASDOFECE VITA' Experiegice

in journeylisinollonger just maVing pass
the main part of the travel experience a
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ORIENT EXPRESS - LA DOLCE VITA' Experience
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POSITIVE GROWTH PICTURE CONFIRMING ...

Ever-increasing backlog supports strong rise in revenues and growing economies of scale to boost profitability

Group Total Revenues (€ mn)

673
63.3
571
19.2
15.6 I
2021 2022 2023 Q12023 Q12024

+ Total Revenues at € 19.2 million, +23% YoY
+ Growth driven by :
-a significant increase in production volumes, to
respond to the continuous growth in orders,
- price revisions on some contracts to take into
account inflation.

EBITDA

Group EBITDA (€ mn)

30%

20 27.4%
21.8% 22.4% 2%
15 20.0% 20.0%
— 20%
10 15%
15.6
13.8 10%
5
5%
3‘8
(0] 0%
2021 2022 2023 Q12023 Q12024

« EBITDA stands at € 3.8 million, up by 23% YoY, as results of:

- slight decrease of costs of the main production factors

(raw materials and energy),
- price revisions on some contracts to take into account

inflation,
- increase in personnel costs, mainly due to the
strengthening of the operating structure.

* The EBITDA Margin is equal to 20.0%, in line with Q1 2023.

EBITDA Margin
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... THE BACKLOG-BASED BUSINESS MODEL ENSURING EXCEPTIONAL VISIBILITY OF RESULTS

€ 370 mn of backlog and soft backlog as at 31.03.2024 with a coverage ratio of 5.5 years — no inventory risk

Group Backlog (€ mn) as at 31.03.2024

370
245
124
BACKLOG SOFT BACKLOG TOTAL
Coverage ratio! 5.5x
o/w backlog 1.8x

o/w soft backlog 3.6X

1) (Backlog + soft backlog) / Total revenues - at 31.12.2023

Backlog + soft backlog breakdown as at 31.12.2023

By customer’s country By customer

Others
1%

Germany 8% #3
9%

Austria 8%

United Kingdom 3% H2
USA & Canada 2% 19%

France 61%

#1
71%

Italy 18%

By product

Toilet 4%

Interiors 86%
Fairings & Doors 10%

Backlog = signed production order received

Soft backlog = signed framework agreement contract options, waiting for production
order
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A CLEAR LONG-TERM VISION TO DRIVE FUTURE GROWTH

Increase
production
capacity and
enhance efficiency

Expand Develop
commercial technology
positioning and expertise

13
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STRATEGY

Expand
commercial

positioning

Develop commercial presence in USA

OMER North America operates with one client and has
three initial relationships in place (IFE, Siemens and Stadler)

Develop commercial penetration

Increase commercial penetration towards
Stadler, Siemens and CAF

SIEMENS (101 IFE

&/ls STADLER
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Develop
technology

and expertise

Develop of recently
introduced/brand new products

Develop of new products

from scratch (i.e. seats)

and increase competences in toilet
system

Expand the range
of products

Expand the range of products by
entering new market segments with
high added value

(Letter of intent signed
with Arsenale Express S.p.A.
in the luxury hospitality)

The expansion of Omer commercial positioning in Europe and USA
and the development of technology and expertise could be
achieved through both organic growth and M&A operations.

vMATS

Modular Aluminium Toilet
System

15
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INncrease
production
capacity and
enhance
efficiency
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Bring the new Carini World Class Factory
up to optimal economic performance

in order to meet capacity levels demanded
by clients in Europe (scale, automation, industry 4.0)

Introduction of new automated,
digitized and robotic processes

16
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KEY TAKEAWYS

A LEADING PLAYER IN THE PRODUCTION OF ALUMINIUM ALLOY TRAIN INTERIORS THANKS
TO SUPERIOR KNOW-HOW AND INTEGRATED BUSINESS MODEL

STATE-OF-THE-ART PRODUCTION FACILITIES GRANTING LARGE CAPACITY AND
SIGNIFICANT PRODUCTIVITY GAINS

A KEY PARTNER FOR LEADING MANUFACTURERS OF ROLLING STOCK WORLDWIDE,
AN INDUSTRY FEATURING SIGNIFICANT BARRIERS TO ENTRY

ATTRACTIVE MARKET WITH LONG-TERM GROWTH POTENTIAL THANKS TO INVESTMENTS
IN SUSTAINABLE MOBILITY, CONNECTIVITY AND TRANSFER OF TRAFFIC FROM ROAD TO
RAIL

BACKLOG-BASED BUSINESS MODEL ENSURING EXCEPTIONAL VISIBILITY ON RESULTS,
COMBINED WITH A STRONG TREND IN GROWTH FOR REVENUES AND PROFITABILITY

HIGHLY EXPERIENCED MANAGEMENT TEAM

17
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This document has been prepared by and is the sole responsibility of OMER S.p.A. (the “Company”) for the sole purpose described herein.

The information contained herein does not contain or constitute an offer of securities for sale, or solicitation of an offer to purchase securities, in the United States, Australia, Canada or
Japan or any other jurisdiction where such an offer or solicitation would require the approval of local authorities or otherwise be unlawful (the “Other Countries”). Neither this document
nor any part of it nor the fact of its distribution may form the basis of, or be relied on in connection with, any contract or investment decision in relation thereto.

The securities referred to herein have not been registered and will not be registered under the U.S. Securities Act of 1933, as amended (the “Securities Act”), or pursuant to the
corresponding regulations in force in the Other Countries and may not be offered or sold in the United States or to U.S. persons unless such securities are registered under the Securities
Act, or an exemption from the registration requirements of the Securities Act is available.

The content of this document has a merely informative and provisional nature and is not to be construed as providing investment advice. This document does not constitute a
prospectus, offering circular or offering memorandum or an offer to acquire any shares and should not be considered as a recommendation to subscribe or purchase shares. Neither
this presentation nor any other documentation or information (or any part thereof) delivered shall be deemed to constitute an offer of or an invitation by or on behalf of the Company.
The information contained herein does not purport to be all-inclusive or to contain all of the information a prospective or existing investor may desire. In all cases, interested parties
should conduct their own investigation and analysis of the Company and the data set forth in this document.

The statements contained herein have not been independently verified. No representation or warranty, either express or implied, is made as to, and no reliance should be placed on, the
fairness, accuracy, completeness, correctness or reliability of the information contained herein. Neither the Company nor any of its representatives shall accept any liability whatsoever
(whether in negligence or otherwise) arising in any way in relation to such information or in relation to any loss arising from its use or otherwise arising in connection with this
presentation.

The information contained in this document, unless otherwise specified is only current as of the date of this document. Unless otherwise stated in this document, the information
contained herein is based on management information and estimates. The information contained herein is subject to change without notice and past performance is not indicative of
future results. The Company may alter, modify or otherwise change in any manner the content of this document, without obligation to notify any person of such revision or changes.
This document may not be copied and disseminated in any manner.

The distribution of this document and any related presentation in other jurisdictions than Italy may be restricted by law and persons into whose possession this document or any related
presentation comes should inform themselves about, and observe, any such restriction. Any failure to comply with these restrictions may constitute a violation of the laws of any such
other jurisdiction.

By attending this presentation or otherwise accessing these materials, you agree to be bound by the foregoing limitations.

This presentation includes certain looking forward statements, projections, objectives and estimates reflecting the current views of the management of the Company with respect to
future events. Forward looking statements, projections, objectives, estimates and forecasts are generally identifiable by the use of the words “may”, “will”, “should”, “plan”, “expect”,
“anticipate”, “estimate”, “believe”, “intend”, “project”, “goal” or “target” or the negative of these words or other variations on these words or comparable terminology. These forward-
looking statements include, but are not limited to, all statements other than statements of historical facts, including, without limitation, those regarding the Company’s future financial
position and results of operations, strategy, plans, objectives, goals and targets and future developments in the markets where the Company participates or is seeking to participate.
Due to such uncertainties and risks, readers are cautioned not to place undue reliance on such forward-looking statements as a prediction of actual results. The Company’s ability to
achieve its projected objectives or results is dependent on many factors which are outside management’s control. Actual results may differ materially from (and be more negative than)
those projected or implied in the forward-looking statements. Such forward looking information involves risks and uncertainties that could significantly affect expected results and is
based on certain key assumptions.

All forward-looking statements included herein are based on information available to the Company as of the date hereof. The Company undertakes no obligation to update publicly or
revise any forward-looking statement, whether as a result of new information, future events or otherwise, except as may be required by applicable law. All subsequent written and oral
forward-looking statements attributable to the Company or persons acting on its behalf are expressly qualified in their entirety by these cautionary statements. 18



OMER North America Corp
Registered Office: 6250 15 Mile Rd
Sterling Heights Ml 48312 (USA)

omerspa.com

OMER S.p.a.

Registered Office: Via della Moscova 18, 20121 Milan, ltaly
Headquarters: Via Angelo Russello, 90444 Carini (PA), Italy
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