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Disclaimer Regarding IAS 29

The Company's forward-looking expectations for the year-end 2023 financial results, which were previously disclosed to
public on December 1, 2023, have not been subject to inflation accounting in accordance with “Financial Reporting Iin
Hyperinflationary Economies Standard” (IAS 29). On the other hand, the Company's financial statements dated
31.12.2023 and thereafter, have been subject to inflation accounting within the framework of the provisions of |AS 29.
For this reason, certain financial figures in the financial report is not comparable with the forward-looking expectations
that were previously disclosed to public.

In order to ensure accurate review and interpretation of the financial figures by the investors and market participants
IN comparison to the estimates and expectations regarding the year-end 2023 financial results that were previously
disclosed to public, certain financial figures are also presented without adjusting for inflation accounting through
Investor presentations and earnings releases on the Company's corporate website as well as via the Public Disclosure
Platform. In addition, selected financial figures used in investor information materials in the previous period may also
be included in these works in order for investors and analysts to conduct a full-fledged analysis.

The financial figures that are not subject to inflation adjustment, have not been independently audited and are not
Included In the Company’s audited financial reports dated 31.12.2023 and thereafter. Such financial figures have been
prepared and disclosed to public for enabling the investors and market participants consistent and comparable
assessment of our financial performance, under the responsibility of the Company's Board of Directors and executives
who are responsible for financial reporting.
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Turkiye's Most Widespread and Reliable Technology Partner

Providing digital technologies
~2.900 both online and in-store...

Employees

Having successfully transformed
from traditional retailer to

“Phygital”...
06K ~250M 500+
Annual No Of S > Offering technology-focused
Stores sgm Visitors Authorized . .
(Stores + Online) Dealers & needs of Its customers with a

Services

holistic approach and unique
customer experience...

IkKlim s A
TEKNO S A « o -
- A Digital CE Retall Platform
94% %6 with strong physical presence
Omnichannel Retailing Iklimsa
Revenue Share Revenue Share

The above data (excl. revenue shares) has been provided as of September 30, 2024.



Reaching Millions of Customers with Value Oriented Businesses

preo

Turkiye's most
comprehensive

technology private
label brand

With +1000 SKUs,
product sales
exceeding

2 million
units in 2024

TEKNO
HIZMET
~_

End-to-end
services

With a
comprehensive
service portfolio,

service sales
exceeding

3 million
units N 2024

5 major brands reaching our customers

CLUB |

Rapidly growing
Loyalty Program

TeknoClub
membership reaching

~45 million
iNn 2024

(~6 million active
customers!)

5 1. Number of active customers in the CRM system who purchased at least one item in the last 24 months

o

~

Turkiye's virtual

network operator &

home internet
N=1aVilel=)

~500K

TeknosaCell
subscribers
INn 2024

Launch

of Teknosa.net
IN Sep'24




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

f8 Teknoloji Pazar Yeri

A traditional retailer with An omnichannel retailer A digital-first, omnichannel
average operational with healthy operational retailer with a strong
performance performance operational capabillities
o= Store-focused retailin ﬁrﬂ Omnichannel retailin E‘" Omnichannel retailing and supporting
jiLLE| J N J : tech-focused marketplace
Mainly focused on selling ~_ A robust retail muscle that can o Retail muscles at the level of global
i K . B .
e e primary products sell products and services together best practices
Weaknesses in operational Strong and sustainable & Even stronger and sustainable
A
BlsE o formance operational performance > operational performance
. Aninfrastructure lacking in terms ~ Technology and data |r.1frastructu.re Plgltal technology, data.
2= =l capable of implementing essential @@ Infrastructure, and solutions at a level
of technology and data . . i
functions that will create a competitive advantage
cme, Customer experience with multiple Improved omnichannel customer C%f Seamless data-driven omnichannel
= improvement opportunities 5 experience u} customer experience

TEKNDO S A




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

Becoming an omnichannel retailer with
healthy operational performance

Qo

Financial & Operational

Transformation
Through end-to-end
transformation in five main
pillars, Teknosa has been
brought back to a profitable
and operationally robust
level

Service & Private Label

Transformation
By transforming the service
and private brand, two
significant sources of
sustainable and profitable
customer satisfaction were
created for Teknosa

Becoming digital-first company with
strong operational capabillities

|

Marketplace

Transformation
By adding marketplace
capabilities to Teknosa's
online channels, a much
broader range of products is
now offered to customers under
the assurance of Teknosa

Digital-First
Company

Further strengthening
Teknosa's competitive edge,

the new phase of transformation :

for best customer experience
and digital & operational
excellence

First Phase Completed - Ongoing

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




0 1st Transformation Program

Financial & Operational Transformation

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
- 1arget Setting
& Incentive

Holistic
Company

Performance

Tracking




a 2nd Transformation Program

Service & Private Label Transformation

Turkiye's Most Comprehensive Fully Digitalized Electronic
Service Portfolio

Technology Exclusive Brand with Turkiye's Widest
Product Portfolio

()] ’,
R + B g <

Installation Repair TeknoGaranti Service Accessories
Services (in-store & Membership
online) Packages

Rental Technology TeknosaCell Teknosanet PC Equipment Personal Care Categories

Support Packages

Preo has become Turkiye's most comprehensive technology
private brand with +1000 SKUs

Comprehensive Support Packages developed from remote support to
installation reaching ~400k sales volume

Teknosa assurance is continuously delivered to our customers through
TeknoGaranti

Given today's economic conditions, Preo as private label brand is
becoming more appealing to the customers

On Teknosa. com, our customers can track the end-to-end service

process needs, ensuring a balance between quality and price sensitivity

According to the results of an independent customer satisfaction
survey?, 94% of customers have indicated satisfaction

Teknosacell has reached ~500k members, and efforts for new

The portfolio is dynamically updated to align with customer }
alternative services are ongoing }

-/ N J N J

TEKNDO S A

1.  Since the beginning of the transformation.

9 2. The information is obtained from the 'Preo and After Sales Services Research' report conducted with GFK Research Services in December 2023.



e 3rd Transformation Program

Teknosa: Turkiye's First Tech-Focused Marketplace!

—
Owns the “technology Features only the Leveraging all Supports its sellers
concept” with a wide highest quality customers as an through Partner
product and service merchants Influencer through Solutions

range "Social Commerce"

Teknosa Marketplace has shown a very strong development in just its first years

Number of SKUs! m MP share in e-commerce?

Significantly above
global benchmarks!

In addition to electronic categories, it also

. . . . Turkiye’s best electronic sellers
iIncludes non-electronic adjacent categories.

TEKNO S A

10 1. By September 2023 /2024 2. Marketplace revenue share in overall 1P & 3P business



e 4th Transformation Program

Digital-First 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 Marketplace
Expansion

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

Continuous Transformation of Our Store Network into an Experience-Driven
One as Part of the Transformation Program

Investing in the Future of Retail with
New Concept Stores

We embrace the globally rising trend of ‘Experience-
focused retail' with our new digital store concept

Stores with Increasing Shared Spaces

We are expanding shared spaces in our stores,
mMaximizing brand exposure and value for Teknosa
and our suppliers

Continuing to Optimize Our Network

Parallel to our strategy, we are opening new high
sgqm digital stores and relocating or closing stores
with lower potential, aligned with our strategy on
elevated experience, product variety and improved
store performance

transformed into new digital concept

So far 58 stores have been

Experience
Areas

Self-Service
Kiosk

Enlarged Display
Areas

Hero Area

Dedicated Sections for
Disabled Customers

Sustainability
Wall

TEKNDO S A




a E-Commerce Development

E-commerce Will Continue to Be a Strategic Focus & Investment Area

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

developments every day... IN the upcoming period

Further growth in social
commerce and retail media :
revenues FE-commerce channel will

continue to be a strategic
focus and investment area
Fast and robust to Strengthen:

marketplace growth . .
P g e Alignment with global
customer demand

| : pattern
Elevating online :
customer experience Product variety that we

to the next level, with a provide to our
strong focus on mobile customers

application :
Enabling new growth

opportunities (e.g.
Continue to strengthen Retail media)

infrastructure to support :
e-commerce development Complementing role

for omnichannel
customer journey

Marketplace improvement
and “Teknosa Partner
Solutions"

New and expanded payment
and loan options

Improved and diversified
delivery processes

Enhancements in web and
app interface experience

Offering enhanced personalized
and value-added services for
stronger customer acquisition

Significant improvement in
online customer satisfaction




e Omnichannel Excellence

Ensuring a Seamless Omnichannel Customer Journey across All Channels

We are committed to offer a seamless

cross-channel experience for our customers under 4 main objectives

Selected examples

Online sales @ Browsing & adding products to the E Display of best-seller
" from stores ¢ cart via kiosks = products

Bringing online
best-practices

to offline
Mobile checkout ion- icati L
channels i, Locapon based communlcatlons (e.g., Enhanced experiential
via handheld sending SMS/push notifs. when customers @ coaces for cUStOMmMers
terminals are near stores) P
Enabling store N strenlgthened Inkage with stores a Replicating the in- _,. Direct connection to
experience in . g;ger:j 'Cnaem(e'agl:’ g;otr:;téor;&f:;s;e' 7 store experience in "™ stores through video
. . Ad . .
online-channels  — P 7 online (e.g., AR features) sales with sales advisors
Singularization Online-to-offline convergence (e.g., viewing Offering omnichannel experience (e.g,
of customer store orders on online channels’, initiating and @é}@ displaying previously added online products on
jou rney across = tracking the service process online, returning a % ° handheld terminals, sales advisors hosting live

channels product purchased on online at a physical store?) broadcasts where users can shop through links)

TEKNDO S A

14 1. For TeknoClub members 2. For 1P purchases



With Transformation Programs, We Have Achieved a Growing & Sustainable
Profitability (w/o IAS 29)

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

CAGR: 75% CAGR: 81% CAGR: 117%

7,520

4l 24297

2019 2020 2021 2022 2023 2019 2020 2021 2022 2023 -149

2019 2020 2021 2022 2023

- Q09O S o200
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With This, We Have Achieved Significant and Robust Improvement in
Our Performance in All Metrics

From 2019 to 2023... Teknosa overall NPS

---------------------------------------------------------------------------------------------------------
. .
- .,

Teknosa has become one of
- the leading players with the
highest NPS in the industr :

.
.
.
.
.
.
S
*,
‘e
.............................................................. RETTETTTTTT T

1

63

2019 2023 Sep 24

A

Start of
Transformation

NPS:Net Promoter Score

16 1. Number of active customers in the CRM system who purchased at least one item in the last 24 months



e Next Generation Digital Applications

We Developed Turkiye's First and Most comprehensive Al-based Sales
Field Management Tool- ‘Bilge’ with ~40 Features

Sigitally E bl 4 Salesf Pilot execution In
e oy Rhabied saiesioree . 30+ stores, currently

Our new Al-supported sales assistant "Bilge" playing a active In all stores
crucial role in executing our company strategy,
analyzes sales performance and sends
Al-based personalized messages whole sales organization
INcl. sales advisors, store & regional managers

SN R
¢ @) ecent launch of
I‘ ))) ’H . Phase Il - Sales
wizard with new Al

features to support
salesforce In real-

Comprehensive info Guide to opportunities Motivate higher time
on KPls parallel to company performance

(e.9. TRRs!, NPS, sales strategy (e.g, awards, motivating
metrics) (e.g., campaigns, cross sell) communication)

Supporting 1800+
active sales advisors

17 1. Target Realization Rate



ications

— =

Higher Larger
Conversion Rates Basket Size

y/

The impact of
Bilge on KPlIs Is
encouraging,

Higher

g IVI ng Slg na IS complementary
fO r fu t ure product & service sales

SUCCESS /
©

Incresed Revenue
Achieved

More Profitable
Retail Mix %




e Information Technology & Data Transformation

We Are Elevating Our Information Technology and Data Competencies
to Build a Stronger Infrastructure for Transformation

L)

ERP Data Management Business Architectural
Transformation Transformation Transformation
o ——
« Comprehensive overhaul of  Focusing on improving data  Roadmap 2025 Business
the technical infrastructure, quality, usability, and Architecture transformation
marking a pioneering move revenue generation through created providing a clear
iNn Turkiye's e-commerce better governance and direction for strategic goals
sector consolidation of data +  Aiming to streamline and
 Setting the stage for future platforms align the organization and
digital transformation « Accelerating our decision- enhanced efficiency, and
resulting in improved making processes and agility and sustained growth
efficiency, capabilities and operational efficiency

customer satisfaction




Enhancing Sustainability & B2B Business through the Synergy between
Iklimsa & Teknosa

Operating under the umbrella of Teknosa, IklimSA, the leading
‘ brand in the HVAC sector, provides services with the assurance
Tiirkiye'nin Iklimlendirme Merkezi of Sabanci across Turkiye

+500

Sales&
Service
Points

40

Years
Expertise

Iklims A

We have been in operation since 2022

While enhancing
our existing

strengths’ we are o « Providing end-to-end climate » Asolid business plan focused Providing corporates with a
. solutions for both residential & on centralizing the regional wide range of electronic

also exXpa nd'“g commercial customers network of ~90 dealers in products of Teknosa, including
our offerings at . A wide product range, A+++ Solar Energy Systems (SES) « Electronic prodyct supply
iklimsa energy efficiency, inverter . Continuing investments in a ﬁ:iedr;scai‘:lfes :tiﬁvs::ﬁ’ices

technology, and advanced sustainable future, reaching 75

equipment under global and own SES projects with 27 MW' in

Sigma brands less than 2 years (129% y-o0-y

growth in 2024)
SIGMA s FUjiTSU

SHARP @ awumcs  SIIMSUNG

20 1. As of September 2024
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We Add Value to Our World, Society and Employees through Our Business

Reporting Gend.e r Pmdl.mt & Renewables GHG Net Zero
Equality Services emissions
> > > > > >
First Sustainability Ratio of female Zero Waste system LED conversion in stores, GHG Emissions Report  With SES projects
Report as of 2021 employees in our in all our stores Logistics Center energy @ to increase
HQ>50% audit, renewable energy 42% reduction on positive impact on
First Integrated Report Buybacks, use in 62 stores Scope 18& 2 GHG combatting
as of 2023 Digital literacy refurbished phones, emissions as of 2030 climate change
trainings to more than rental, guarantee WWF Green @
“Leadership" score 30K women since 2007 and repair services Office Program .
. . Net Zero Emission
in CDP ! Climate : : @ and Waste as of
Change Program First Turkish tech A+++ and A++ white ) 2050
with “A-" ranking retail company to  goods products and 427 Re.n.evvable
@ sign the WEPs air conditioners Elicsztcr)l]cc;gztése
TCFD? Reﬁorting @ @
@ Increasing the ratio Increasing Sustainable
SBTi* Target of female employees Products and Services Completed @‘ Target
Submission throughout our

organization

TEKNDO S A

22 1.CDP | Carbon Disclosure Project 2. TCFD | Task Force on Climate-related Financial Disclosures 3. SBTi | Science Based Targets initiative



TEKNO S A

OM24 Market
Overview &
Financial Results




Distribution Channel Structure in the Market

Technical Super Traditional Computer Shops Telecom Dealers
Stores Channel (CSS) (TCR)
(TSS)

> Hyper/Super Markets, > Consumer > Mixed Computer > Mobile Phone Dealers

TEKNDOD S 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 total market constitute the techonline market




Despite a slowdown In fast-paced market growth, the total market
reached 3% real growth in the first nine months of 2024...

Market Revenue' Demand Growth by Categories
Inflation-indexed, Billion TL Real, Y-0-y%
8%
Total j 4%
Market 632 650 0% I I
459 4% 6%
White Goods Telecom Home Consumer Information
(MDA) (incl. A/C) Appliances (SDA) Electronics Technologies
o i

r@
Techonline 1%
Market? 2% 2% -2%
White.Goods cConsumer Home Information Telecom
: (MDA (incl. A/C) Electronics Appliances (SDA) Technologies
5 ""’\ \ 5 ® B
9IM22 9M23 IM24 @ __.-__ g] : : :

1. Source: GFK, YoY%
25 2. Online sales of all channels in the Panelmarket constitute the Techonline market




..While we achieved growth above the panel market with a continued

controlled approach for e-commerce expansion
shown w/ |AS 29
Teknosa Total Revenues* E-Commerce GMV
(Mn TL) ; (Mn TL)
Teknosa has shown a higher growth Due to controlled growth strategy, e-commerce
than the total market (2.9%) growth is below the flat realized market

421
44 982 | 8,879 8.687

9M23 IM24 IM23 IM24

26 *Retail revenues consist of 94% of total revenues where iklimsa has a 6% share as of September 2024.



Significant improvement in Gross Profit in Q3 attributable to better stock
turnover ratio and FBN; also, OPEX realized better compared to Q2

Revenues (Bn TL) ¢ OPEX margin

D

450 477.4

>

11.9% 10.7%

D>

14.2 16.0

1Q24 2Q24 3Q24 O9M23 OM24 1Q24 2Q24 3Q24 9M23 OM24
, , : Returned to its normal levels thanks to strict measures to reduce
Revenues grew compared to the previous quarter, with )) OPEX such as renegotiations in lease & logistics agreements and
revenue growth actions and normalized demand

growing retail media income

Gross Profit margin EBITDA margin

+48 bps +185 bps @1
12.1% 4.3%
3.2%

12.3% 12.8%
11.5% 10.3%

1.8%

1Q24 2Q24 3Q24 9M23 IOM24 5 1Q24 2Q24 3Q24 9M23 OM24

GPM improvement with stock turnover ratio reaching best
historic levels as well as well as impact of fact-based negotiations

TEKNO S A




Figures are
Credit card costs due to high interest rates continue to be the primary driver
of iIncreased financial expenses, yet mitigating measures are impactful

Increasing interest rates & credit commission rates ....yet measures
have increased the financial pressure on profitability are being taken...
CC Commissions to Revenue Ratio Share of Consumer Loans in Store Revenues

11.9%

5.9%

5.8%

5.2% 5.3%

Q123 Q223 Q323 Ql24 Q224 Q324 Q1235 Q223 Q323 Ql24 Q224 Q324

Max. #
iInstallments

e 12 — 4« 9 4 6

 |n order to reduce credit card transactions, we have

promoted the usage of consumer loans
* Increase in the cost of even single installment  Furthermore, we have also managed to decrease our

from 1.2% to 3% resulted in a higher costs by reflecting interest costs on to customers,
commission-to-revenue ratio mostly subsidizing them through suppliers




Figures are
NWC returned to negative territory thanks to strict purchase and
stock management optimization actions, resulting in net Cash

Net Working Capital (TLMn) Net Cash (TL Mn)**,

excl. IFRS 16

ACTIONS TAKEN (,

1,802

Q Efficient inventory
management

0 Negotiated better

payment terms 148

-620
‘Mar 24* Jun 24* Sep 24

Q Focus on cash

management Sep 237 Jun 247 >ep 24 **Including Bond issuance
' amounted to 340 TL Mn

B inventories I Trade Receivables Il Trade Payables

Teknosa continues its strategic CAPEX investments.
« 73% of total CAPEX of 596 TL Mn in the first nine months of 2024 were related to IT & efficiency projects.

29 *The September 2023, March 2024 & June 2024 figures are indexed to September 2024 according to purchasing power parity.



Figures are
Profit Before Tax increased by more than 60% qg-0-9

Q2 2024
Profit Before Tax
w/ IAS 29 |
EBITDA Difference 297 + Improved margin
& cost optimization
Net Discount Expenses & | 162 + Better Inventory E
Other Difference : mMmanagement |
' Highly :
L ! +528 TL mn
Credit Card Expenses , Interest - Increased revenue | improvement
. affected impact : 2 i
' cost i vs. Q
Net Interest Expenses : 125 + Net cash position i
Decrease : due to negative NWC |
Monetary Gain Difference 46
Q32024

Profit Before Tax
w/ IAS 29




operational performance KPIs through comprehensive

/. Focusing on sustaining growth and further improving
|I:I R
transformation initiatives

Despite headwinds,

ok .a 5 proactlvely @/‘ Aiming to create increased value through
taking measures transformation into 'Digital-First’ company

and maintaining

strong focus on f\ Focusing on working capital and financing costs

- A With a series of actions to recover even stronger from
enhancmg Ll @ these temporary headwinds

operational
performance, in line PN

wwy Perfecting our unique customer experience with a

with our main solid omnichannel strategy

strategy
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strategic investments
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THANK YOU!




APPENDIX

Teknosa | Genel (Halka Agik) | Public



Milestones

teknosa.com
website was
launched.

Iklim s A

Tarkiye’nin Iklimlendirme Merkezi

Company shares began
trading at Borsa Istanbul

Under the iklimsa (BIST) as of May 17th.

brand, dealership
operations started in
the air conditioning
sector.

The numlber of stores
exceeded 150.

In line with the
omnichannel strategy,
Click & Collect was initiated. (

Teknosa Preo branded

new product range
gaming, accessories,

VR, drone) were offered

Alternative financing options
started to be offered to
customers with
TeknoFinans.

for sale.

Teknosa mobile

Teknosa marketplace was
launched.

application was
revamped.

A first in the industry,
“delivery at cars” (Click
& Drive) service was
introduced.

«VideoChat» was
offered, another first in
Tu rkey

Social commerce has started.

Refurbished phones market
was entered.

Rental services was launched
as a first in the industry.

iklmsa started operating in the

SES sector.

Teknosa started
operations with
5 stores.

TEKNO
AKADEMI

The first in the
industry, Teknosa

Akademi was
established.

Having a closed area of 30

thousand square meters, Tekncg)ssa Anckzl)rlold ve 7~
Gebze Logistics Center II Eno e CELL
commenced operations. applications were <
launched. Tk Cell
eknosaCell was
After-sales and return launched.
services program was
launched, a first in preo
Turkish technology retail markasidir.

sector.

The Corporate Social
Responsibility project
«Technology for Women»
was launched.

Teknosa private labels
brand Preo was
introduced.

Transformation

Program for

Teknosa of the New
Generation was
launched.

TEKNO
the

CLUB

The new loyalty program
TeknoClub was launched.

TEKNO
HIZMET
\./

Teknosa service brand
TeknoHizmet was offered
in stores.

Customer Eperienced
Focused new
concept digital stores
has been widespread.

The 4th Phase of the
Transformation program
with Next Gen Al
applications was
launched.

“The Greatest Gift in the
Second Century: The
Republic of Turkiye”
Project was launched.

TEKNDO S A




Key Financials w/o IAS 29

Revenues (Mn TL) EBITDA (Mn TL) Profit Before Tax (Mn TL)

Teknosa has shown a higher nominal
growth than panel market (67%%)

47,421

44,982

42,437

1,492

712

24,801

-944
-1,333
OM23 OM24 OM23 OM24 OM23 OM24 OM23 OM24 OM23 OM24 OM?23 OM24
Nominal Nominal Indexed Indexed Nominal Nominal Indexed Indexed Nominal Nominal Indexed Indexed

TEKNDO S A




NWC & CAPEX w/o IAS 29

Net Working Capital (TL Mn) CAPEX (TL Mn)

B Inventories Ml Trade Receivables B Trade Payables

596

-956

1178
1,845 -56] OM23 OM24 OM?23 OM24

Sep 23 Sep 24 Sep 23 Sep 24 Nominal Nominal Indexed Indexed
Nominal Nominal Indexed Indexed




Full-Year 2024 Guidance (w/o |AS 29)

Our Guidance 2023F w/o IAS 29 2023A w/o IAS 29 I 2024F w/o IAS 29

i
E-Commerce GMV* 7.5 bln TL | 15 bln TL
|
!
|
CAPEX 500 min TL E 1bln TL
|
!
i . . .. - Target to maintain
o) |
EBITDA Margin (%) High single digit i 2t high single digit
i
E-CommerceNMV/ eemm—m ~ Expected to reach
Retail Total Merchandise (. 16.4% . around 20% levels in
Value(%)* TS =mee o -=="7 | the mid-term
|

*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

37 *The above expectations were given as of December 1st, 2023 and excluding the effect of IAS 29.



Income Statement w/ IAS 29

Net Sales (Mn TL)

Gross Profit (Mn TL)

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

EBITDA (Mn TL)

EBITDA Margin (%)
Other Income (Expense) (Mn TL)

Profit Before Tax (Mn TL)

Tax (Mn TL)
Net Profit (Mn TL)

3Q24 3Q23 Change (%) OM24 OM23 Change (%)

15,961 16,477 -3% 477,421 44,982 5%

2,045 1,149 78% 5,739 4,612 24%

12.8% 7.0% 5.8% 12.1% 10.3% 1.8%

10.7% 10.2% 0.5% 11.0% 10.3% 0.7%

684 -249 n.m. 1,509 796 90%

4.3% -1.5% 5.8% 3.2% 1.8% 1.4%

-612 -168 -265% -2,223 =711 -213%

Financing Income (Expense) (Mn TL) -982 -592 66% -3,030 -1,312 131%
Net Monetary Gain (Loss) (Mn TL) 933 2,075 -55% 3,413 3,548 -4%
-324 785 Nn.Mm. -1,333 1,492 Nn.Mm.

-45 -367 -88% 241 -56] n.m.

-369 418 n.m. -1,092 93] n.m.

-2.3% 2.5% -4.9% -2.3% 2.1% -4.4%

Net Profit Margin (%)




Balance Sheet w/ IAS 29

| Sep 24 Dec 25

Assets (MNn TL)

Current Assets 12.972 16.883
Cash and Cash Equivalents 2. 148 3,721
Trade Receivables o777 1,266
INventories 9 605 11,362
Other Current Assets 242 535

Non-current Assets 3.342 3.075
Property, Plant and Equipment 1,291 1,022
INtangible Assets 357 334
INvestment Property 250 250
Right of Use Assets 1,256 1,422
Other Non-current Assets 194 4/

Total Assets 16.314 19,958

Liabilities (MNn TL)

Current Liabilities 13,365 15 684
Short-term Loans and Borrowings 346 737
Short-term Portion of Long-term Finance Lease Liabilities 372 397
Trade Payables 11,760 13,469
Deferred Income 426 461
Other Current Liabilities 461 20

Long Term Liabilities 557 786
Long-term Lease Liabilities 458 592
Other Long Term Liabilities 99 194

Equity (Mn TL) 2,392 3,488

Total Liabilities and Equity (Mn TL) 16.314 19 958




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.




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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