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Legal disclaimer

The material in this presentation ( “ Pr e s e rhasebeen prepargd by and contains information

“

concerning DataWalk S.A. ( “ C o mp. avatgrial Js not comprehensive and was prepared in order
to provide the Recipient only with basic knowledge about the Company. The Presentation does not
contain all the knowledge that Recipient might need in order to consider investment possibilities in
financial instruments issued by the Company. The Presentation uses information from sources
which Company considers reliable and accurate, but the Company does not guarantee that it fully
reflects actual status of the Company. The information contained in the Presentation has not been
independently verified and may be subject to change or outdated or incorrect. The Company does
not assume any liability for any potential errors, mistakes and incompleteness of the Presentation or
any potential damage suffered by the Recipient as a result of such errors, mistakes and
incompleteness. The Recipient should not rely solely on the presented assessments, plans and
projects without further independent verification.

The Presentation may contain forward-looking statements, in particular the assessments, plans and
projections which are subject to risks of being essentially different from actual results of the
Company. The Company does not warrant that presented plans, intentions or projections will be
actually implemented or achieved.

The Company may from time to time amend the Presentation in whole or in part, at its sole
discretion, however the Company is under no obligation to provide updates or amendments to the
information, data or representations contained in the Presentation, in the case of change in the
C o mp a nsydtegy or plans or occurrence of unforeseen events or circumstances, which may
affect the C o mp a rstyategy or plans, unless being mandatory under provisions of applicable law.

The Presentation does not constitute an offer under Article 66 of the Polish Act of 23 April 1964. -
The Civil Code (i.e. Journal of Laws of 2019, item 1145 as amended) ("Civil Code"), nor an
electronic offer under Article 66 of the Civil Code. The Presentation shall not be treated in
particular as: an offer to purchase financial instruments issued by the Company, invitation to

Q Dpatawalk

negotiate, invitation to make an offer to purchase, make an investment nor execute any
transactions concerning financial instruments issued by the Company nor recommendation to
conclude any transactions.

The Presentation or any provision thereof does not constitute recommendation under the
Regulation of the Minister of Finance of October 19, 2005 on information constituting
recommendations concerning financial instruments, their issuers or sellers (Journal of Laws
No. 206, item 1715), investment advice, legal or tax advice nor is it an indication that any
investment or strategy is appropriate and adequate to the level of knowledge on investing in
financial instruments and investment experience of the Recipient. The Presentation does not
constitute an investment advice within the meaning of the Act of 29 July 2005 on trading in financial
instruments (i.e. Journal of Laws of 2017, item 1768 as amended).

Neither the Company nor any person acting on its behalf shall be liable for effects and
consequences of decisions made on basis of the Presentation or any information contained therein.
Only persons or entities using it shall be solely liable for decisions made thereunder. Individuals or
entities using the Presentation should not refrain from making an independent assessment, taking
into account various risk factors and circumstances other than those indicated in this Presentation.
The Company shall not bear any costs that the Recipient may incur in connection with analysis of
this Presentation or assessment investment possibility presented herein.

The Company owns copyright to all content, graphics, photographs and other materials contained
in the Presentation or uses them under appropriate authorization (license). The Recipient may not
use the Presentation in whole or in part, without the Co mp a mpijot censent.

The Presentation is not intended for distribution outside the Republic of Poland, in particular in
United States of America, Australia, Canada, South Africa or Japan.
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H1 2022 HIGHLIGHTS

Qll"i@ FORTUNE

2 DS GLOBAL

AN 500

Folow-up orders from key customers

£
7

New customers with huge potential

Financing for 24M+ secured

QO Datawalk



We do what we say, consistently

Team

Product

Best combination
of experience with many
cycles of learning
from the US

Top quality, confirmed
by numerous customers -
100% retention among

target group, Team in Poland with high

follow-up orders flowing in retention and competitive
cost structure

Market

opportunity Strategy
Hypothesis of Graph Analytics Delivered all the announced

confirmed with >40 customers, both targets since 2014,
commercial and government consistently and

Our Strategic Bet transparently

(Graph Analytics wave) is now
confirmed by Gartner, Palantir and
our traction

QO Datawalk



Focus

Milestone
Dates

QO Datawalk

Strategy: delivered since 2014

Chapter 01

Q1 2014 — Q3 2015

Value prop definition with
customers and research
Beta process

Product development for
new direction

Core team put in place

Q1/14: Beta start

2H14: Funding

for Poland Ops

Q2/15: Product GA Poland
Q2/15: Round A closed

Chapter 02

Q3 2015 - H1 2019

Begin rampup in Poland
Market testing and solution
verification for NA market
Follow customers from Poland
Win first credible customer(s)
outside Poland

Back end partnership

Win first customers in US
Strategic customer acquired

Q4/15: Start market test USA
2H/18: Launch USA

Alr ound i n 2H’
B round 1H' 19

Chapter 03

1H 2019 - 1H 2022

70% /yr growth in revenue
Prove Pricing US/WW.

Test Services (human, cloud)
Recognized tech strength by
customers

2021 reach ca 20 NA/WW
customer wins

Partner agreement —
go-to-market

2@ 12022t Round Gfor
Chapter 4

Chapter 04

1H 2022 - 2H 2024

Scale US/WW (>100 clients)
add Geos via follow customer
strategy

Go to Market Partnership(s)
to accelerate scale

Prove business model

Gartner Quadrant mention
&/or Product Award
Mezzanine round to get to IPO
First product acquisition
proposals



Strategy chapter 3
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e Achievements
e Difficulties

e Results




Detailed review of Chapter 3 execution

Objective

Winning first commercial
customers in NA region

Scaling go-to-market
capacity

Repeatable and scalable
pre- & post-sales

Building HR capability
to hire and onboard top
talents

Recognized tech
strength by customers

QO Datawalk

Announced

Proven ability to
compete and win in
this space

Triggered by B round . .
compl etion ( QTUIUBleOtIfneS

Trigger: B round

secured (Q4° 20)|_|1 20

Multiple hiring triggers;
Volume of hiring
scaling

multiple times

Completion of
execution of first wins 2013
in US

Proof points

First wins done (TOP20 Bank, MPA, GTL)

Q4 20/ Q1«2 TOP20 bank becomes a poster-child of joint success

Funnel grew significantly in the commercial space

Sales team grew from 4 to 11 FTES (8.5 sales carrying quota),
expecting further growth pending several triggers

New SE head started July’ 21
Team grew from 11 to total 37 worldwide
Significant seniority growth, onboarding in progress

Growth from 52 FTEs at the beginning of 2019 to 153

in September’22

Proven ability to attract talent in US/NA

RSU program is the promise we made to hire Talent in the Americas

“ Wachieved 90%+ accuracy of fraud detection, compared
to 20-30% market standard”

“We’ ve s hoaveragairevestigatioretime from weeks
to minutes (90%+)

thanks to your

grap|l



Impressive  Customer portfolio ( key accounts )

Market segments:

| %)

: * Insurers Europe o

! « Government _ O
: c o

I agencies Poland S~

: oS

S el

FORTUNE

GLOBAL

500

 US Federal Gov
 Banks

* Intelligence Agencies
 Law Enforcement

e E-commerce

« Oil&Gas

e SuperApp Operator

QO Datawalk
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Gartner reviews 0 building recognition

"DataWalk Exceeds Expectations” Reviewer Profile Gartner
i: Feb 28, 2022 . Director Of Fraud * * *
@ Analytics

Overall User Rating

Industry:
Product(s): DataWalk Banking
Role:
Overall Comment:"DataWalk has been an excellent vender to work with!" Data and Analytics
Firm Size:
10B - 30B USD
[CICICIO[C] Evaluation & Contracting [CICIO[O[O] Integration & Deployment Deployment Architecture:
Cloud (Saa$ or PaaS or
PEPEEE® Service & Support CEPEEE® Product Capabilities (

laaS)

DataWalk Ratings Overview

Review Source

What do you like most about the product or service? Self directed (Gartner.com,

Ability to handle big data (> billion records) Quickly ingest new data comprehensive link analysis capabilities search, ad/promo) . .
generate a 360-degree view across multiple business lines normalize and transform inconsistent data Learn More N 2 Ra tl n g S (A | | T | m e)
5.0 May 31, 2022 Review Source: @

DataWalk is an excellent tool for fraud detection and investigation
Reviewer Role: Other CxO Company Size: 50M - 250M USD  Industry: Finance Industry

Perfect cooperation and communication during the implementation. Project management was
excellent and project milestones were done on time. Terms and conditions of contract were fullfill,
agreed budget wasn't exceed.

Read Full Review

@ DataWalk Source: https://www.gartner.com/reviews/market/analytics-business-intelligence-platforms/vendor/datawalk/product/datawalk



https://www.gartner.com/reviews/market/analytics-business-intelligence-platforms/vendor/datawalk/product/datawalk

Our product now - a proven , efficient business tool

Universe Pivot Flows & Charts & Excel Link
wer Table Maps Histograms drag & drop Generator

£ 3 l & &

E DataWalk Application Server

Push/Pull

Data Sources

@ DataWalk Computation Engine

e Key improvements:

Horizontally Scaled Storage

2018/2019

Kafka

« High Availability Architecture
Al/ML

Dashboards

USERS ACCESS - VIA WEB BROWSER DATA SOURCES APPLICATIONS INTEGRATION (API)

App Center

Al/ML

Dozens of Apps (integrations, etc.)

Quenying

S o Summees e APP CENTER Q u | C k Searc h

Integration Parsers Others

APPLICATION SERVER
AP| (RESTful)

2022

Relational / Graph DataWalk Database

(Q patawalk

QO Datawalk



Retail/leCommerce Fraud (Global)
Bank AML 360 (Global)

Graph Analytics (Global)

Bank Fraud 360 (Global)
Pandemic management (Global)
Internal Fraud (EMEA)
Cryptocurrency (Global)
Insurance Fraud (EMEA)

AML FIU (Global)

Intel Analysis (Global)

Use cases evaluation

Focus on commercial solutions and implementations
I',’ l\‘_>
I Strategy !
i Chapter 3 | —i—>
Commercial i i ”
. Federal / Gov : E >
L S
‘\\ : . /', "
W ————
.-
_ —
[] | | :
2015 2016 2017 2018 2019 2020 2021 2022

QO Datawalk



e

Market

setto grow aggressively

Graph-based analytics is going
mainstream — major opportunity

By 2025, graph technologies will be used
in 80% of data and analytics innovations,
up from 10% in 2021, facilitating rapid
decision making across the enterprise

Gartner inquiries comparing interest

M I n “graph” in October

of the same month in 2018.

Some of our customers found us
searching for a graph




Market gap = significant opportunity

e eProof points:

* Niche: Analytics for Connected Big Data
« TAM: ~$10B
* Niche gap: project with initial budget

of <$3M requiring big data capabilities : First set of wins displacing Palantir

and IBM in North America
Multiple partners & customers proactively

looking for IBM/Palantir alternative online;

BIG DATA

rsn D

Palantir business model requires significant
services component (~50% of revenue)

$15Bof P a |l a nreévénue’ins2021

Data size

represents only small portion of the market

(mostly in US)

MEDIUM DATA

SMALL DATA

$10K $100K $1M $10M $100M+

Deal size

QO Datawalk



Software
development

System
engineering

Sales
Marketing
Support
Others

Total

QO Datawalk

Investment In

2019

24

12

52

IX 2022

—X2,9 )

X3, ] —

—X3—

—XZ—
X5 )

— X2, 4 —)

m— X2 —

69

37

12

10

19

153

company scaling

Faster product development
— new features, improvements

Ability to handle more and bigger projects
simultaneously

Exponentially higher number of contacts
with potential customers, more sales
processes running

Rapid improvement of brand
awareness, presence at industry events

Post-sales customer training and support

Back office ready to meet growing
needs of the business



Customer

NA gov 1 kuso

500
400
300
200

100

SUCCESS

stories confirm our business model

800
700
600
500
400
300
200

NA gov 3 kusp)

'

100
0 - . 0
2019 2020 2021 2022/06 2019 2020 2021 2022/06
2 1/2 years' rev. = 3 1/2 years’ rev. =
1000 NA gov 2 uso) 200 NA commercial kuso
800 600
500
600
400
400 300
200 200
100
0 | —
2019 2020 2021 2022/06 0

2 1/2 years’ rev. =

QO Datawalk

2019 2020

11/2 years’ rev. =

2021

2022/06

Key customers’ examples

confirm our basic business

model assumptions:

It pays back to get even a small
contract from potential big customer —
after testing the technology, additional
orders arrive

Revenues keep flowing from

both new orders and maintenance /
subscription fees

(smaller revenue years)

1 USD of sales in year 1 of
cooperation bears 2-5 USD

in the following years



35

30

25

20

15

10

Business model

Yearly Revenue by Region ke
000
ofoo
ooo (,P“G’?s

oSl
N +28% YOY

000
000
000

000

.

2019 2020 2021 2022 H1

» RoW m North America

demonstrated by the financials

Q4 the strongest

. COTS model — dominance of revenue from software license (~70%)
. Customer retention very high — increasing revenues from maintenance services
. North American market delivers the majority of revenue since 2021 (~60%)

. Very visible seasonality, standard for the industry — Q1 usually the weakest,

. Go2Market spending — dominant component in spending structure (~40-50%)

. R&D spending — increasing in line with overall spending growth (~20%)

16
14
12
10

N O

Quarterly Revenue by Region ke
000
ofoo
ofoo
000

0
0
0
0

Q120 Q2.20 Q3.20 Q420 Q121 Q221 Q321 Q421 Q122 Q2.22

" RoW mNorth America

QO Datawalk

16000
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Revenue by source ey

H License
Maintenance
Implementation

® Other

Q1.20 Q2.20 Q3.20 Q4.20 Q1.21 Q2.21 Q3.21 Q4.21 Q1.22 Q2.22

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%

Spending structure g of ot

Q1.20 Q220 Q3.20 Q4.20 Q1.21 Q221 Q3.21 Q4.21 Ql.22 Q2.22
mOther "R&D  Go to market PL = Go to market US



Chapter 3 executive summary o SWOT analysis

STRENGTHS

e The product —
admired by customers

e Business model — transparent,
convenient from customers’ povew of

WEAKNESSES

* Field engineering
processes still immature

« Late with Platform As A Service
and scale up in the commercial marketplace

OPPORTUNITIES

* Rapid growth
of graph technology
in big data analysis market

* Very limited direct
competition

QO Datawalk

THREATS

» Graph DB vendors possibly partnering
with analytics companies and/or developing
advanced analytics products

» General purpose solutions entrenching

themselves at key potential customers



Strategy stage 4

O DataWalk

 Opportunity

e Goals




Focus

Milestone
Dates

QO Datawalk

Strategy: delivered since 2014

Chapter 01

Q1 2014 — Q3 2015

Value prop definition with
customers and research
Beta process

Product development

for new direction

Core team put in place

Q1/14: Beta start

2H14: Funding

for Poland Ops

Q2/15: Product GA Poland
Q2/15: Round A closed

Chapter 02

Q3 2015 - H1 2019

Begin rampup in Poland
Market testing and solution
verification for NA market
Follow customers from Poland
Win first credible customer(s)
outside Poland

Back end partnership

Win first customers in US
Strategic customer acquired

Q4/15: Start market test USA
2H/18: Launch USA

Alr ound i n 2H' 17
B round 1H' 19 f

Chapter 03

H1 2019 — H1 2022

70% /yr growth in revenue
Prove Pricing US/WW.

Test Services (human, cloud)
Recognized tech strength by
customers

2021 reach ca 20 NA/WW
customer wins

Partner agreement —
go-to-market

2@ 12022t Round G

for Chapter 4

Chapter 04

H1 2022 — H2 2024

Scale US/WW (>100 clients)
add Geos via follow
customer strategy

Go to Market Partnership(s)
to accelerate scale

Prove business model

Gartner Quadrant mention
&/or Product Award
Mezzanine round to get

to IPO

First product acquisition
proposals



Stage 4 overview

, _ Stage 4 Growth

Main deliverables scenarios
* Proven, effective partnership scaling model + GROWTH ~20-30%and-selfsufficient
 Number of paying customers >100 —already-achievablenolongerconsidered
* Recognition by Gartner as key player » GROWTH ~50%, trigger based,

in graph analytics with current financing secured
 SaaS/Paas model fully implemented — current « GROWTH ~70%+, with full Stage 4

timeline set for 2025 financing (TBD in late 2023/early 2024)

QO Datawalk



Value building drivers & accelerators

Internal Drivers

A Bl K

Customer
onboarding Partners Major deals Ability to SAAS/PAAS
automation enablement as references attract talent platform
Much faster pre- and Exponentially bigger Big name references Main focus on System prer rel?ance. on
post-sales processes scaling potential in both commercial Engineering field engineering
& public segments and Go to Market

External Accelerators

Rapid growth
of Graph Global
Analysis market security issues

Dynamic growth Disruptions
@ DataWalk of demand in economy and defence



Thank you !

O DataWalk

Please subscribe to our IR newsletter:
https://datawalk.com/investor-newsletter/

Contact :

Barttomiej Piekarski

bartlomie|.piekarski@datawalk.com

+48 667 872 742


mailto:bartlomiej.piekarski@datawalk.com

