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Disclaimer

The information and opinions contained in this document have been compiled by Teknosa I¢ ve Dis Ticaret A.S. (“Teknosa”) from sources
believed to be reliable and in good faith, but no representation or warranty, expressed or implied, Is made as to their accuracy,
completeness or correctness. No undue relilance may be placed for any purposes whatsoever on the information contained in this
presentation or on its completeness, accuracy or fairness. This document contains forward-looking statements by using such words as
"may", "will", "expect", "believe", "plan" and other similar terminology that reflect the Teknosa management's current views, expectations,
assumptions and forecasts with respect to certain future events. As the actual performance of the companies may be affected by risks and
uncertainties, all opinions, information and estimates contained in this document constitute the Teknosa's current judgement and are
subject to change, update, amend, supplement or otherwise alter without notice. Although it is believed that the information and analysis
are correct and expectations reflected in this document are reasonable, they may be affected by a variety of variables and changes in
underlying assumptions that could cause actual results to differ materially. Teknosa does not undertake any obligation, and disclaims any
duty to update or revise any forward looking statements, whether as a result of new information or future events. Neither this document
nor the information contained within can construe any investment advice, invitation or an offer to buy or sell Teknosa. Teknosa cannot
guarantee that the securities described in this document constitute a suitable investment for all investors and nothing shall be taken as an
iInducement to any person to invest in or otherwise deal with any shares of Teknosa. The information contained in this document is
published for the assistance of recipients, but is hot to be relied upon as authoritative or taken in substitution for the exercise of judgment
by any recipient. You must not distribute the information in this document to, or cause it to be used by, any person or entity in a place
where its distribution or use would be unlawful. Neither Teknosa, its board of directors, directors, managers, nor any of Its employees shall
have any liability whatsoever for any direct or consequential loss arising from any use of this document or its contents.
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Turkey’'s Most Widespread and Reliable Technology Partner

Providing broad technology
both online and in-store...

184 2.813

SlelEs Employees Having successfully transformed
from traditional retailer to
“Phygital”...

500+

Offering technology-focused

105K ~250M

Annual No Of Iklimsa : .
T — e o > needs of its customers with a
(Stores + Onling) Dealers & holistic approach and unique
SRS customer experience...
O IklImSA A.Dlgltal CE Reta!I Platform
with strong physical presence
95% %5
Omnichannel Retailing Iklimsa
Revenue Share Revenue Share

The above data (excluding revenue shares) has been updated on November 20, 2023
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Reaching Millions of Customers with Value Oriented Businesses

2025

1.5 Million

new customers

5 Million

active customers

preo

Turkey's most
comprehensive

technology private
label brand

With over 1400
SKUs, product
sales exceeding

2 Mmillion
INn 2023

TEKNO
HIZMET
‘\-_—!'/

End-to-end
services

With a
comprehensive

service portfolio,

service sales
exceeding

3 Mmillion

in 2023

5 major brands reaching our customers

TEKNO

_CLUB _

Turkey's
virtual network
operator

Rapidly growing
Loyalty Program

TeknoClub

membership >450K

reaching
TeknosaCell

3 ml||IOﬂ subscribers

IAWAYEEIES




Strong Positioning in Main Shareholder

High Free Float Well-Positioned in
Supporting Liquidity Sabanci Holding Portfolio

Energy &

L Industrials
Utilities

v Ticks two
strategic focus
areas

Financial Digital

Services Businesses

v
[l Haci Omer Sabanci Holding B Free Float

Free Float: %49.98




Our Vision “Teknosa of New Generation” Was Established in 2019

Average financial An omnichannel A digital-first, omnichannel
performance retailer with retailler with a strong
traditional retailer healthy financials physical presence
a— ¢ . 0 . . [ Omnichannel retailing
Tm] Store-focused retailing Y~ Omnichannel retailing E and a technology-focused
marketplace supporting this
Mainly focused on selling e} A robust retail muscle that can o Retail muscles at the level of global
ee primary products sell products and services together . best practices
: : Strong and sustainable financial & Even stronger and sustainable
A
ili@ Average financial performance oerformance = financial performance
. .. _ Technology and data infrastructure Digital technology, data
St ﬁ‘: tlw;c;‘aric)rlzctu;enljzlgg g Interms Il capable of implementing essential infrastructure, and solutions at a
gy functions level that will create a competitive
advantage

TEKNDO S A




In This Journey, The First Three Transformation Programs Have Been
Successfully Completed!

Teknosa’'s Strategy House

Protect & Grow the Core Grow into Adjacencies Transform

Financial & Operational Service & Private Label : Marketplace Digital-First
Transformation Transformation Transformation Company :
Through end-to-end By transforming the service : By adding marketplace Further strengthening Teknosa's :
transformation in five main and private brand, two capabilities to Teknosa's competitive advantage, the new :
pillars, Teknosa has been significant sources of : online channels, a much ohase of transformation for
brought back to a profitable sustainable and profitable :  broader range of products is sustainable and profitable growth :
and operationally robust customer satisfaction were - now offered to customers under has been initiated with digital
level created for Teknosa : the assurance of Teknosa infrastructure and solutions

Initiated in 3Q2023

We Exist to Bring Happy Moments by Providing the World's Technology to Everyone







0 1st Transformation Program

With End-to-end Efforts, a Much Stronger & Sustainable Teknosa!

Category
Transformation

Drice and

Promotion

Management

Complementary
Product Sales
Focus

@ Fact Based
Negotiations

Sales
Transformation

Store Network
Optimization

Store
Performance
Management

@ Salesforce
Effectiveness

E-Commerce

= Improvement

Stock
Management

—_ Stock
Management
Improvement

Cost
Management

- Rent
=/ Optimization

“a\) Cost Discipline
In OPEX items

Financial Cost
=/ Reduction

al®)
Transformation

- larget Setting
& Incentive

Holistic
Company

Performance

Tracking




e 2nd Transformation Program

Teknosa Prevails With Its Service and Private Label!

TEKNO
HIZMET

FAMIS AKILLI TRLEFONS
UNU UZATACAK

=K GARANTI
FIRSATI!

Service Membership
Packages

Technology Support TeknosaCell

Packages

Installation Services Satisfaction Change

Application

&

Teknosacell has
reached 450,000
members, and efforts
for new alternative
services are ongoing

TeknoHizmet brand Comprehensive Support On Teknosa.com,
has been launched, & Packages have been areas have been
the transformation to developed, and we implemented for
TeknoHizmet has continue to provide  customers to track
been completed in Teknosa assurance to the end-to-end
stores our customers through service process

|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
TeknoGaranti :

(1) The information is obtained from the 'Preo, SSH Brand Awareness' report conducted with GFK Research Services in January 2023
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preo

m markasidir.
/ o -

J
Y |

-/ -/

C Personal Care > C

SDA TV & Tablet

) " otherCategories |

éngarenk mouse'lar

PREQ'DA VAR .

Preo has become Turkey's
most comprehensive
technology private brand
with over 1400 SKUs

The portfolio is
dynamically updated in
line with the balance of

quality and price in
strategic product groups

According to the results of
an independent customer
satisfaction survey', 92% of
customers have
indicated satisfaction

TEKNDO S A



e 3rd Transformation Program

Teknosa: Turkey's First Technology-Focused Marketplace!

Owns the Leveraging all
o p technol’ggy " *x«  Features only the et Te pticlstomers a> afl s  SUppPoOrts its
e  concept”with a A" hiah li a4y INnfluencer & i N N
\_/ iIghest quality \/ \J sellers throug
¢ /wide product @®  merchants aaih | through Partner Solutions
and service «Social

range Commerce»

Teknosa Marketplace has shown a very strong development in just its second year

Significantly above
global benchmarks!

In addition to electronic categories, it also

. . . . Turkey's best electronic sellers
iIncludes non-electronic adjacent categories.

*As of September 2023.

(1) Benchmarks: Magazine Luiza from Brazil, FNAC and Darty from France

TEKNDO S A
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e 4th Transformation Program

Teknosa's 4th Transformation Program Consists of 6 Main Layers

Elevate our

customer
service to
SU perstar status
Transformation E-Commerce Omnichannel
of the Store Development Excellence
Network

INnCrease
company
performance by

making our
operations more Supply Next Generation Information

efficient Chain Digital Technology & Data
Transformation Applications Transformation




0 Transformation of the Store Network

Renewing Our Store Network As Part of the Transformation Program
Since 2022, 12 stores have been transformed

Investing in the Future of Retail with New
Concept Stores

As Teknosa, we embrace the globally rising trend of
‘Experience-focused retail' with our new digital
store concept

Continuing to optimize our store
hetwork

INn [ine with our digital store concept, we are
optimizing our store network by establishing new
stores in high square meter areas and relocating
existing stores, aligned with our focus on elevated
experience and product variety

Informative
Screens

into digital concept stores

Areas

Dedicated Sections for
Disabled Customers

Hero Area Sustainability
Wall

TEKNO S A




e E-Commerce Development

The Development of E-Commerce Will Continue To Strengthen

We are expanding our online channel with new .We will continue to expand with the same focus

developments every day... INn the upcoming period."

Marketplace Improvement
and “Teknosa Partner
Solutions"

Elevating the online customer
experience to the next level

The online
channel will
Fast and robust continue to be
marketplace growth one of the most

e Important and
powerful

growth areas

Social commerce, retail for Teknosa
media & personalized and

value-added services

New and expanded payment
and loan options

Improved and diversified
delivery processes

Strengthening the
infrastructure to support
e-commerce development

Enhancements in web and
app interface experience




e Omnichannel Excellence

Ensuring Best Omnichannel Customer Journey Across All Channels

Creating an "omnichannel focused"
mobile app

Experience Spaces i 2n

Online sales from stores [EEEE] Digital labeling

Detailed review of TR Q) Video sales capabilities leadin
product specifications at info EXPERIENCE deh o P J
aam the industry

touchscreens

Special sections for disabled
TEKNO
ey customgrs at checkout and
~  Tekno Hizmet area

Sustainability Hlk}l Walking spaces for visually-
Wall OOO Impaired customers

Mobile checkout
(with hand terminals)

R

While advancing omnichannel improvement, seamless cross-channel experience between
stores and digital channels will allow our customers to engage through their preferred channels

TEKNO S A




e Supply Chain Transformation

Transforming Our Supply Chain End-to-end to Provide the Best-in-class
Service to Our Customers
o

Structural Improvements
in Warehouse and
Logistics Operations

AL 2

4
(N=—01h

Diversification of
Delivery Options

Delivery time, efficiency and
variety of options
All critical for customer

Strong Supply Chain,
Happy Customer

Supporting the
Supply Chain Al
Based Digital Tools

Comprehensive Stock
Optimization

To maximize the potential of our
stores availability of the right
product in the right store
has become more critical

Pas

Supply Chain
Network
Improvement




5  Next Generation Digital Applications

Al and
Digitalization are
Critical in Retail,
Particularly Iin

Dynamic and
Data-intensive
Structures

In the Coming Years, Teknosa Wil
Transform into 'Digital-First’ Company

Initiated

Digital Enabled Digitally Enabled Localized Assortment Dynamic
FBN Salesforce Management Pricing

Al-Powered Al-Powered

Markdown Promo Ca Gaegiﬁ’lies Dlglggl:lioigcazgled
Optimization Effectiveness P

All these solutions will enable Teknosa to leverage its artificial intelligence
capabilities to gain a competitive advantage, resulting in significant

improvements in sales, profitability, and operational efficiency

TEKNO S A




© Information Technology and Data Transformation

To Prepare
Teknosa for the
Future, We Are
* Elevating Our
Information
Technology and

Data - -
Competencies to
the Level of
Global Best
Practices
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Enhancing Sustainability & B2B Business Through the Synergy Between

Iklimmsa & Teknosa

Operating under the umbrella of Teknosa, IklimSA, the leading
brand in the HVAC sector, provides services with the assurance
of Sabanci across Turkey through a network of over 500 sales
and service points

rklim s

Tirkiye'nin IkllmlenlrmeMerkeZ| ,

Iklimsa stands
out with three
main business &
segments in the
fields of air
conditioning and

* |In the air conditioning
sector, we offer end-to-
end climate solutions
with global brands and
our own brand, Sigma

« Astrong business plan by
centralizing the regional
organization and empowering
approximately 90 dealers in the
field of Renewable Energy
Systems (GES)

. oy O  With the assurance of lklimsa and
SUStalnablllty SIGMA s FUJITSU Sabanci, we will continue our
SHARP @ cewnmcs  SAMSUNG investments in the sustainable

business model of the future

We have been in operation since the first half of 2022

500+

Sales&
Service
Points

39

Years
Expertise

Through authorized dealers of
Iklimsa, we provide
corporates with a wide range
of electronic products of
Teknosa, including

« Electronic product supply,
« After-sales services, and
 Product rental services

TEKNO S A




We Add Value to Our World, Society and Employees Through Our Business

v

Environmental

We aim to achieve Net Zero

across all our operations by the

year 2050

175,000 kWh capacity SEPP on the roof
of our Adana Sabanci Business Center

Transitioned to highly energy-efficient
LED lighting in 176 of our stores

All energy consumption of our Logistics
Center and 80 stores is now sourced from
renewable energy

Accordingly, we aim to increase
Renewable energy consumption to 42%
by 2025

Buybacks, refurbished phone and
electronic product rental services to
reduce greenhouse gas emissions and
e-waste

We continue to increase

women empoverment in the

business life

Since 2007, as part of the Women in
Technology Project, digital literacy
training to more than 28,000 women

Ratio of female employees in our
headquarters increased to 52%

First Turkish technology retail
company to sign the Women's
Empowerment Principles (WEPSs)

Corporate Members of Yanindayiz
Dernegi and Lead Network

Conduct activities to raise awareness
on environmental consciousness,

digital carbon footprint, waste, e-waste

Governance

We are placing sustainability at
the center of our business
processes

v Published 2022 Sustainability Report

v With our Solar Energy Sustems, we aim

to increase positive impact for the world
fighting against climate change

v Collaboration with WWF Turkey, we

received the Green Office Certificate for
our headquarters

v' Science Based Targets Initiative

evaluation for commitment to reducing
our emissions

v Application for inclusion to Refinitiv ESG

Index and EcoVadis Sustainability Rating

v Held the first meeting of the

Sustainability Committee in 2023
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Market Demand Remained Strong Despite Macro Headwinds

Market Revenue Growth* Demand Growth by Categories*
Billion TL September YTD, Y-0-y%

120%
110%

109%960/ 105%
0

2021 2022 2022/92023/5 2021 2022 2022/9 2023/9 Pl on My Tenoeges oo S
Panel Market Techonline Market** Il Panel Market lll Techonline

TEKNDO S A

24 *Source: GFK. *Online sales of all channels in the Panelmarket constitute the Techonline market.



Achieved Significant and Robust Improvement in Our Performance in All Metrics

From 2019 to 2023... Accelerating Gross Merchandise Value
(GMV)
4,965

(24x),

3,276

2021 2022 1 9M22 9M23

Above, the nine months data of the years 2019 and 2023 has been compared.

NPS:Net Promoter Score

25



Strong Growth Momentum Continues, Thanks to The Effectiveness of the
Transformation Program

Revenues (Mn TL) EBITDA (Mn TL) Net Profit (Mn TL)

-1

24,861

CAGR: 62% CAGR: 66%

CAGR: 149%

2019 2020 2021 2022 : OM22 9M23 2019 2020 2021 2022 19M22 9M23 149

2019 2020 2021 2022 9SM22 9M23

- 900020 ~ OO0




Maintained Healthy Balance Sheet & Strong Cash Generation

Net Working Capital (TL Mn) Free Cash Flow Net Cash (TL Mn),
(T|_ Mn) excl. IFRS 16
B Inventories Ml Trade Receivables [l Trade Payables
1,878
1,389 1,399

1,297

745

405

OM22 FY22 9M23 OM22 FY22 OM23

NWC/
Revenues




Sustainable Profitable Growth is Expected to Continue in 2024

Our Guidance 2023F 2024F

E-Commerce Gross

Merchandise Value (GMV) 7.5 billion TL 15 billion TL
CAPEX 500 million TL 1 billion TL
EBITDA Margin (%) High single digit Target to maintain

high single digit

E-Commerce Net Merchandise
Value(NMV) / Retail Total Expected to reach around 20% levels in the mid-term
Merchandise Value (%)*

*While E-Commerce Gross Merchandise Volume (GMV)" includes VAT (Value Added Tax), cancellations, and returns, "Net Merchandise Volume (NMV)" refers to the e-commerce
transaction volume excluding these amounts.

TEKNO S A




Investment Theme

(“ Under the omnichannel strategy perfecting our unique customer experience in order to
@ transform Teknosa from a traditional retailer to a 'digital platform with physical presence'

With Its Unigue Business Model
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Milestones

ikiims'Aa Company shares began In line with the Teknosa Preo branded Teknosa mobile Teknosa marketplace was

Tarkiyefnin imlendirme Merkezi trading at Borsa istanbul omnichannel strategy, new product range application was launched.
Under the iklimsa (BIST) as of May 17th. Click & Collect was initiated. (gaming, accessories, revamped. )
brand, dealership VR, drone) were offered Social commerce has started.
operatic;ns started in Alternative financing options for sale. A first in the industry, .
; = = ) t72 i cemaliaming started to be offered to “delivery at cars” (Click Refurbished phones market
sector customers with & Drive) service was was entered.
tekno;a.com ' TeknoFinans. introduced.
website was The nUMber of stores Rental services was launched
launched. exceeded 150 «VideoChat» was as a first in the industry.
) offered, another first in .
Turkey. Ikimsa started operating in the
7 SES sector.
Having a closed area of 30
Teknosa started Teknosa Android ve Transformation TEKND
TEKNO thousand square meters, A
operations with AKADEMI iOS mobile CELL Program for the cL UB
Gebze Logistics Center C . e
5 stores. o commenced oberations applications were N/ Teknosa of the New
. The first in the P ' launched. Generation was The new loyalty program
industry, Teknosa TeknosaCell was launched. TeknoClub was launched.
@ Akademi was Afte['-sales and return launched.
established. services program was
launched, a first in Preo T..'.Ezlﬁ,.'gﬁ?
Turkish technology retail markasidir. S
sector. Teknosa private labels Teknosa service brand
: brand Preo was TeknoHizmet was offered
The Corporate Social introduced.

Responsibility project IN stores.

«Technology for Women»
was launched.




Distribution Channels in the Turkish Consumer Electronics Sector (Panel Market)

Technical Super

Telecom Dealers

Traditional Computer Shops

Stores
(TSS)

(TCR)

Channel (CSS)

> Hyper/Super Markets, > Consumer > Mixed Computer > Mobile Phone Dealers
TEKNOS A home improvement Electronics Stores
stores > White Goods & Small
* Cash & Carry Appliances Dealers
> Other TSS Players > DIY ® Exclusive
> Pure Online ® Mixed

> Department stores
> Online Marketplaces

Online sales of all channels in the Panelmarket constitute the techonline market




Increasing Investments In Alignment With Revenue Growth

We continue to invest In becoming ‘phygjtal

CAPEX CAPEX (Million TL)
Breakdown (2023F) 1,000

2019-2022

Total CAPEX: 339 MTL
Stores &
Logistics 2023-2024
Expected Total CAPEX:
1,500 MTL 500

60%

2019-2022
CAGR 70%

70

192

Information 39 38
Technology

2019 2020 202] 2022 2023F 2024F




Income Statement

Net Sales (Mnh TL)

Gross Profit (Mn TL)

Gross Profit Margin (%)
Opex/Sales (%)

EBITDA (Mn TL)

EBITDA Margin (%)

Other Income (Expense) (Mn TL)
EBIT (Mn TL)

EBIT Margin (%)

Financing Income (Expense) (Mn TL)
Profit Before Tax (Mn TL)

Tax (Mn TL)

Net Income (Mn TL)

Net Income Margin (%)

2019 2020 2021 2022 2022-202] 9M2022 9M2023 Change (%)
Change (%)

4,137 5,607 7,520 17,441 132% 10,789 24,801 130%
715 93] 1,267 2904 129% 1,883 4224 124%
17.3% 16.6% 16.8% 16.7% -20 bps 17.5% 17.0% -46 bps
13.0% 10.3% 9.7% 9.6% -9 bps 10.1% 9.6% -50 bps
317 475 691 1,447 109% 937 2,121 127%
7.7% 8.5% 9.2% 8.3% -89 bps 8.7% 8.5% -15 bps
-134 42 -171 -276 61% 179 506 182%
37 319 387 1,065 175% 644 1,450 125%
0.9% 5.7% 51% 6.1% 96 bps 6.0% 5.8% -14 bps
-215 -208 -248 -464 87% -267 -739 177%
-178 111 139 601 332% 378 712 88%
29 -26 -8 -76 850% -45 -120 166%
-149 85 131 525 299% 332 591 78%
-3.6% 1.5% 1.7% 3.0% 127 bps 3.1% 2.4% -70 bps




Balance Sheet

Assets (Mn TL)

Current Assets

Cash and Cash Equivalents
Trade Receivables
Inventories
Derivatives
Other Current Assets

Non-current Assets

Intangible Assets

Deferred Tax Assets

Right of Use Assets

Other Non-current Assets
Total Assets

Liabilities (Mn TL)
Current Liabilities

Trade Payables

Derivative Instruments

Other Current Liabilities
Long Term Liabilities

Equity (Mn TL)

2019 2020 2021 2022 9M2023

994 1,565 2,624 5,439 9,878

37 392 709 1,604 2,183

66 103 156 447 652

860 1,057 1,719 3,265 6,685

- - ] - ]

31 13 38 128 357

518 395 378 859 1,312

Property, Plant and Equipment 60 60 84 221 408
36 40 50 78 107

71 45 37 76 135

322 220 166 374 562

30 30 39 110 100

1,513 1,961 3,001 6,298 11,191

1,482 1,944 2,627 5204 9,396

Short-term Loans and Borrowings 106 370 O 202 304
Short-term Portion of Long-term Finance Lease Liabilities 85 98 96 154 2477
1,233 1,386 2,428 4,561 8,293

- - - 3 ]

58 89 103 284 55]

283 182 131 332 453

Long-term Lease Liabilities 273 168 113 264 370
Other Long Term Liabilities 10 14 18 69 83
-252 -166 243 761 1,34

1,513 1,961 3,001 6,298 11,191

Total Liabilities and Equity (Mn TL)

TEKNO S A




Contact

nvestor SElEN eI Weerselels | http://vatirimci.teknosa.com/homepage >

< [alV/Esiiele RisiEinlelpst =haal=ll vatirimciiliskileri@teknosa.com

The information and opinions contained in this document have been compiled by Teknosa from sources believed to be reliable, however, no representation
or warranty, expressed or implied, is made as to the accuracy, completeness and correctness of these information. All opinions and estimates contained in
this document constitute Teknosa’s judgement as of the date of this document and are subject to change without notice. The information contained in this
document is presented for the assistance of recipients, but is not to be relied upon as authoritative or taken in substitution for the exercise of judgement by
any recipient. Teknosa does not accept any liability whatsoever for any direct or consequential loss arising from any use of this document or its contents.
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